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I. INTRODUCTION 

This case is about a dominant firm that prefers collusion and exclusion over competition.  

McWane is the dominant supplier of ductile iron pipe fittings (“Fittings”), and it has a monopoly 

in the market for Fittings made in the United States (“Domestic” Fittings).  Fittings are a small, 

but necessary part of any waterworks project:  they connect pipes, hydrants, and valves and 

allow water flow to change directions. 

The overall Fittings market is concentrated.  Combined, the three major Suppliers -- 

McWane, Sigma and Star – sell of all Fittings.  Although the Suppliers generally followed 

each other’s price increases and published price lists, thereby making prices transparent, it was 

not a typical oligopoly market, i.e, it was not a market with supracompetitive pricing and no 

price competition.  Sigma and particularly Star are relatively new entrants with lower costs 

because they import their Fittings from China.  They used their lower cost structure, and their 

larger and more nimble sales forces, to compete aggressively with McWane by offering 

negotiated discounts on individual waterworks projects. This “Project Pricing” made prices less 

stable and less transparent.  As a result, McWane’s profit margins and market share were slowly 

shrinking.   

When the global economy started to take a downturn in late 2007, the Importers Fittings 

costs went up dramatically, far more than the cost increases faced by McWane domestically.  

Sigma and Star were desperate for a price increase.  Rather than take advantage of its new cost 

advantage to offer lower priced Fittings and win sales, McWane saw a “unique opportunity” to  

“drive stability and rational pricing” in the Fittings market.  McWane created a Plan, which 

recognized Star and Sigma’s “desperate” need for a price increase.  McWane explained its Plan 

by sending a tailored “Message to the Market & Competitors.”  McWane made known that it 
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would support price increases in stepped or staged increments, but only if Star and Sigma agreed 

to curtail Project Pricing and to maintain prices that were reasonably stable and transparent.   

In short, McWane invited Sigma and Star, through customer letters and other means, to 

enter into an agreement to curtail Project Pricing in exchange for implementing price increases.  

Sigma and Star accepted.  To monitor any possible cheating, McWane revived a dormant plan to 

form a trade association, the "Ductile Iron Pipe Fittings Association."  DIFRA would facilitate 

collusion by implementing a sales data information exchange among the three oligopolists that 

would allow each firm to monitor whether any future changes in sales resulted from economic 

changes or cheating on their collusive agreement. 

All three suppliers joined DIFRA.  But Sigma and Star had misunderstood McWane’s 

Plan.  Believing that they had met McWane’s conditions merely by making the agreement to 

share data through DIFRA, both issued price increases soon after the data-sharing agreement was 

reached.  McWane, as the market leader, informed Sigma and Star – through a coded letter to the 

market – that until they submitted their market-share data and McWane received the actual 

DIFRA report, McWane would not increase prices.  Sigma and Star understood the message.  

They suspended their price increases and submitted their data to DIFRA.  Once DIFRA shared 

its first report with the conspirators; McWane followed through on its commitment and 

announced a price increase that very same day.  Sigma and Star quickly followed suit. 

Unfortunately for the co-conspirators (and businesses world-wide), 2008 was a very 

difficult year.  The Great Recession caused housing starts to fall precipitously, and with them, 

waterworks projects and Fittings sales.  As the market fell in 2008, the co-conspirators began to 

cheat on their agreement by surreptitiously engaging in Project Pricing.   

PUBLIC



 3

The agreement was subject to further strain when Congress passed the American 

Recovery and Reinvestment Act in February 2009, because it changed the market dynamics.  

Specifically, the ARRA had a “Buy American” provision that required $6 billion in allocated 

funds for waterworks projects to be built with American-made goods.  As the only Domestic 

Fittings manufacturer, McWane was in a unique position to reap the benefits.  Star and Sigma 

worried they would be frozen out.  They wanted to enter the Domestic market and compete for 

the ARRA-funded projects.  They were also concerned that general Buy American sentiment 

would further hurt their import business.  So Star announced a plan to enter the Domestic market 

at an industry conference in June 2009, and Sigma likewise began to pursue entry. 

McWane feared that if Sigma and Star entered the market, Domestic prices, which were 

well-above import prices, would get “creamed.”  Rather than respond to this new Domestic 

competition with better pricing or better service, McWane developed an illegal two--pronged 

solution to protect its monopoly:  co-opt Sigma and exclude Star.  McWane entered into an 

anticompetitive agreement with Sigma to keep it out of the business of Domestic Fittings – and 

instead to source its supply of Domestic Fittings exclusively from McWane.  Among other 

things, the agreement protected McWane’s published prices by largely preventing Sigma from 

discounting.  At the same time, McWane hindered Star’s entry by implementing an exclusive 

dealing policy that effectively prevented Fittings Distributors from buying Domestic Fittings 

from Star.  Having secured its monopoly position, McWane was then able to implement a price 

increase and reduce the rebates it offers on its Domestic Fittings. 

While McWane and its co-conspirators may repeatedly deny conspiring or other wrong-

doing, their contemporaneous documents, testimony at trial and other evidence will demonstrate 

that McWane violated Section Five of the FTC Act. 
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II. INDUSTRY BACKGROUND 

These background facts are largely undisputed. 

A. Fittings 

Ductile iron pipe fittings (“Fittings”1) are an essential component of the pipelines that 

transport drinking and waste water through high-pressure municipal waterworks systems.2  

Fittings join the pipes, valves, and hydrants that make up the systems, and change or direct the 

flow of water.3   

Fittings are available in thousands of configurations in different shapes, sizes, and 

coatings.  There are, however, approximately 100 commonly used Fittings (known as “A” and 

“B” items) that account for 80% of all Fittings sales.4  The less frequently used Fittings that 

make up the remaining 20% of sales are commonly referred to as “C” and “D” items.5   

Fittings are commodity products produced to American Water Works Association 

(“AWWA”) standards and specifications.  Thus, as a practical matter, there is no meaningful 

physical difference between Fittings produced by different manufacturers, or between imported 

Fittings and those manufactured in the United States (“Domestic” Fittings).6 

Demand for Fittings is driven by housing-related infrastructure construction and by 

construction of wastewater treatment plants, which in turn are driven by such factors as the rate 

                                                 
1 The term “Fittings,” except where otherwise indicated, refers to Fittings that are 24” or less in 
diameter.  See CX 2260 at 016 (June 15, 2012 Expert Report of Laurence Schumann, Ph.D., 
(“Schumann Rep.”) at 14 ¶ 28). 
2 CX 2260 at 012-013 (Schumann Rep. at 10-11 ¶¶ 21-23). 
3 Answer of Respondent McWane, Inc., filed February 2, 2012 (“McWane Answer”) ¶ 16. 
4 Bhutada, Dep. at 52. 
5 Id. at 53. 
6 CX 2260 at 037 (Schumann Rep. at 35 ¶ 68). 
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of housing growth, and the age and condition of existing systems.7  Fittings typically account for 

less than 5% of the total cost of a waterworks project.8  Although polyvinyl chloride (“PVC”) 

pipe and high-density polyethylene (“HDPE”) pipe are potential substitutes for ductile iron pipe, 

ductile iron Fittings (not PVC or HDPE fittings) are nearly always used in high-pressure 

waterworks applications,9 and the prices of those other products do not constrain Fittings 

prices.10  Because of the external economic factors driving demand, the absence of any practical 

substitutes, and the relatively low proportion of overall project cost represented by Fittings, 

demand for Fittings is inelastic – that is, it is insensitive to changes in price.11 

B. Fittings Suppliers 

 There are three major Fittings suppliers in the United States.  Respondent McWane, Inc. 

(“McWane”), Sigma Corporation (“Sigma”), and Star Pipe Products, Ltd. (“Star”) (together, 

“Suppliers”) collectively accounted for over of U.S. Fittings sales in 2008 and 2009.12 

McWane manufactures, markets and sells products for the waterworks industry, including 

Fittings.  Its subsidiary, Tyler/Union, manufactures Fittings at its Union Foundry in Anniston, 

Alabama and its Tyler Xian Xian facility in Hebei, China.13  McWane had a share of the 

                                                 
7  McCullough, IH at 121-122 
(Fittings demand correlated to housing starts). 
8 Response No. 22, Respondent McWane, Inc.’s Supplemental Responses to Complaint 
Counsel’s Requests For Admissions, filed July 16, 2012 (“McWane RFA Responses”). 
9 CX 2260 at 013 (Schumann Rep. at 11 ¶ 23); Webb, Dep. at 63; McWane Answer ¶ 23. 
10 Jansen, Dep. at 70 (price of PVC products not considered in setting Fittings prices); Id. at 94 
(price of cast iron products not considered in setting Fittings prices). 
11 CX 2260 at 037-038 (Schumann Rep. at 35-36 ¶ 69; Pais, IH at 36-37 (end users not sensitive 
to prices of Fittings). 
12 McWane RFA Response No. 40. 
13 Tatman, IH at 9. Prior to 2008, McWane also operated a third foundry that manufactured 
Fittings, the Tyler South plant in Tyler, Texas. Id. at 9, 49. 
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United States Fittings market in 2008, and a share in 2009.14  Until Star’s entry in 2009, 

McWane was the only Domestic Fittings supplier.15   

Sigma imports and sells Fittings and other waterworks products.  Sigma does not own its 

own foundries, but engages in “virtual manufacturing” whereby it provides significant 

engineering support to foundries that make its Fittings.16  Sigma imports Fittings primarily from 

India and China.17  Sigma had a share of the United States Fittings market in 2008, and a 

share in 2009.18   

 Star also sells Fittings in the United States that it imports from India and China.19  Star 

had a share of the United States Fittings market in 2008, and a share in 2009.20  

 

   

In addition to McWane, Sigma, and Star, there is a fringe of small importers of Fittings, 

Including Serampore (“SIP”), NAPAC, NACIP, Genesis Imports, and, starting in 2009, 

Electrosteel.22  Combined, these fringe sellers represented approximately of the United States 

                                                 
14 
15 McWane RFA Response Nos. 10, 12. 
16 Rybacki, Dep. at 158-160. 
17 Box, Dep. at 16.  Sigma also imports a small amount of Fittings from Mexico.  Id. at 16. 
18 
19 McCutcheon, IH at 351. 
20 

22 CX 2260 at 020 (Schumann Rep. at 18 ¶ 37). 
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Fittings market in 2008 and 2009.23  Thus, the Fittings supply market is concentrated among a 

few major suppliers. 

 A new entrant into the Fittings business must develop a supply chain and stocking yards 

throughout the United States, expertise in design engineering, a marketing force, and 

relationships with Distributors that will carry its products.24  The entrant would eventually have 

to develop a full line of Fittings covering thousands of items, have it product tested and certified 

to conform to AWWA standards, and get on “approved” lists for engineers and municipalities.25 

C. End Users 

 Fittings end users are typically municipalities, regional water authorities, and the 

contractors they hire to construct waterworks projects (collectively, “End Users”).26  When a 

municipality or regional water authority undertakes a waterworks project, it will generally issue 

specifications for all of the pipes, valves, hydrants, Fittings and related waterworks equipment 

needed for the project, and seek bids from contractors for its completion.27  These specifications 

will identify which brands may be used for the project, as well as whether the project is “open” 

to either imported or Domestic Fittings (“Open Specification”), or whether Domestic Fittings are 

                                                 
23  (showing combined market share by volume of 
McWane, Sigma, and Star). 
24 Numerous domestic iron foundries testified – without exception – that they are not in a 
position to supply finished Fittings to Distributors, and are deterred from entering the Fittings 
supply business by substantial barriers such as these.  E.g., Frazier, Dep. at 68-73; Glidewell, 
Dep. at 122-123, 125-126; Hall, Dep. at 148-150. 
25 Bhargava, Dep. at 88-89 (describing need to assemble hundreds of fitting patterns); CX 1395 
at 003 (Pais describing work involved in developing a full range of Fittings production); 
Groeniger, IH at 110 (describing customer testing of Star’s new Domestic Fittings); 
McCutcheon, IH at 47 (describing ACIPCO failed efforts to enter Fittings market); id. at 348 
(describing testing requirements).  
26 Webb, IH at 47-48. 
27 Gibbs, Dep. at 61-62; Thees, Dep. 138-140; Webb, IH at 156-158. 
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required.28  Although Domestic Fittings sold for use in Domestic-only projects are sold at 

substantially higher prices than those sold into Open-Specification jobs,29 some projects specify 

Domestic Fittings because of either End User preference or because they are required by 

municipal, state, or federal law.30  Once contractors receive the specifications, contractors will 

solicit bids and other assistance from independent wholesale waterworks distributors 

(“Distributors”) who supply the various components for that project.31 

D. Distributors 

 McWane, Sigma, and Star sell Fittings directly to Distributors, which then re-sell the 

Fittings to End Users.32  There are two large national Distributors, HD Supply and Ferguson, 

which have over 215 and 160 locations nationwide, respectively.33  Together, they account for 

approximately 50% of all Fittings sales in the United States.  The balance of the market for the 

direct purchase of Fittings is unconcentrated, consisting of a few regional Distributors, with five 

to 30 branches, and over local Distributors, with one or two locations.34  

                                                 
28 Johnson, Dep. at 82-83; Webb, Dep. at 72-74; Thees, Dep. at 18. 
29 E.g., CX 1562 at 002 (comparing McWane’s invoiced prices per ton for Domestic and 
imported/blended Fittings, and showing Domestic Fittings prices 36% higher than 
imported/blended Fittings for the first quarter of 2008); CX 1852 at 002 (in December 2009, 
Sigma announced Fittings multipliers of .46, .58, and .70 for Domestic Fittings, and .27 for the 
same Fittings if imported). 

31 Thees, Dep. at 139. 
32 Tatman, IH at 77-78; McCutcheon, IH at 8-9 (less than 3% of Star’s sales are made directly to 
municipalities); Rybacki, Dep. at 27-28 (85 to 90% of Sigma’s sales made to distributors). 
33 Webb, Dep. at 58-59; Thees, Dep. at 11. 
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Direct sales from Suppliers to End Users are virtually non-existent because Distributors 

provide important benefits to Fittings manufacturers and End Users.35  Those benefits include the 

following: 

 Distributors employ sales personnel dedicated to servicing End Users, saving 
Suppliers from having to employ their own large, nationwide sales forces.36 

 Distributors handle the full spectrum of waterworks products and provide one-
stop-shopping, allowing End Users to buy Fittings, pipe, valves, hydrants, and 
accessories from a single location.  This aggregating function allows Fittings 
Suppliers to compete for sales without having to enter all of the adjacent 
waterworks product markets.37 

 Distributors carry Fittings inventory, freeing up Suppliers’ working capital, and 
stock that inventory at widely dispersed branches, offering much faster service to 
End Users than a Fittings Supplier selling direct.38 

 Distributors provide a single point of contact for invoicing and collection, saving 
Suppliers the transaction costs of managing relationships with multiple End 
Users, and lessening Suppliers’ exposure to End User credit risk.39 

In any given region, there are likely to be fringe Distributors that may carry some but not 

all waterworks products or brands, or have less well developed sales and distribution networks 

and End User relationships.  These small fringe players do not provide as much value to 

Suppliers as more established Distributors.40 

                                                 
35 McCutcheon, IH at 41-46;   
36 Coryn, Dep. at 103; Gibbs, Dep. at 65-66; Groeniger, Dep. at 202; Prescott, Dep. at 82; 
Sheley, Dep. at 127-128; Thees, Dep. at 145-146. 
37 CX 1583; Coryn, Dep. at 102; Groeniger, Dep. at 202; Sheley, Dep. at 127-128; Webb, IH at 
135-136. 
38 CX 1583; Groeniger, Dep. at 202; Sheley, Dep. at 127-128; Thees, Dep. at 146. 
39 CX 1583; Coryn, Dep. at 102-103; Groeniger, Dep. at 202; Sheley, Dep. at 127-128; Thees, 
Dep. at 145-146. 
40 Gibbs, Dep. at 64; Groeniger, Dep. at 153; Prescott, Dep. at 12; Thees, Dep. at 14-15. 
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E. Fittings Pricing 

 Published Fitting prices have two components: a nationwide list (or catalog) price, and a 

regional “multiplier” that reduces the list price.  The net published price for a given Fitting item 

in a given state is the list price multiplied by the then-applicable multiplier for that state.  For 

example, if a Fitting has a $1,000 list price, and the Virginia multiplier is .37, the published price 

for that individual Fitting in Virginia will be $1,000 x .37, or $370. 

The evidence will show that published prices for Fittings are highly transparent.  Each 

major Supplier publishes list prices for its thousands of Fittings items in price books and on its 

website, and announces multiplier changes through letters that are transmitted via fax or email to 

Distributors, who quickly forward them to competing Suppliers.  Suppliers know that their price 

letters end up in competitors’ hands and take that into account when drafting their letters.41  

On a selective basis, McWane, Sigma, and Star will also provide Distributors with 

discounts from their published price for use on individual jobs, a practice known in the industry 

as “Project Pricing” (or “Job Pricing” or “Special Pricing”).42  Because it is not published, 

Project Pricing is less transparent than the published prices, and a great deal of competition 

between Suppliers – when it occurs at all – occurs through Project Pricing.43  Greater frequency 

of Project Pricing leads to price “instability” and can lower the prevailing transactional price in a 

given area.  This happens when one Supplier offers a Project Price and the other Suppliers seek 

                                                 
41 Minamyer, Dep. at 125-126. 
42 The final price paid by a distributor may also be affected by freight allowances, credit or 
prompt-payment terms, or incentive rebate programs.   Tatman, Dep. 
at 16-17. 
43 Tatman, Dep. at 27. 
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to match or beat it.  As other Distributors in the region learn of the new price, they demand the 

same discount in order to be competitive on bids for the same job.44  

 McWane and the other Fittings Suppliers are aware that their pricing and output policies 

are interdependent.45  Because Fittings are commodity products manufactured to standard, 

industry-wide specifications, Distributors’ purchase decisions are based almost entirely on price, 

and a Supplier cannot sustain a price increase unless the other Suppliers follow suit.46  Similarly, 

if one Supplier competes aggressively with Project Pricing, the others must meet that Supplier’s 

price or risk losing business.47  When McWane announces an increase in its list prices or 

published multipliers, Sigma and Star nearly always follow the increase with identical published 

price increases of their own.48  Despite typically following the industry’s published prices, Star 

has traditionally been considered the most aggressive of the big three Suppliers when it comes to 

Project Pricing.49 

II. CHALLENGED CONDUCT 

The evidence will show that McWane engaged in two distinct courses of illegal and 

anticompetitive conduct, first starting in January 2008.  Part A will discuss McWane’s 

involvement in a series of agreements with its main rivals, Sigma and Star, to stabilize and raise 

Fittings prices above competitive levels.  Part B will discuss McWane’s illegal course of conduct 

                                                 
44 Tatman, Dep. at 27; Napoli, Dep. at 84-85. 
45 CX 2260 at 027 (Schumann Rep. at 25 ¶ 46). 
46 See CX 1189 (Sigma canceling issuance of new price list in January 2008 after McWane did 
not follow); CX 0527 (Star putting previously announced price increase on hold in May 2008 
following McWane’s May 7, 2008 announcement). 
47 Tatman, Dep. at 27. 
48 Bhutada, Dep. at 100-103; McCutcheon, Dep. at 21. 
49  E.g., Tatman, IH at 232-234; CX 0105 at 001 (“Star has historically shown they will just 
continue incremental discounting down to the point where they're selling near breakeven.”). 
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designed to protect its dominant Domestic Fittings position.  The evidence will consist primarily 

of contemporaneous documents from the Suppliers’ own files.   

A. McWane Agreed to Restrain Price Competition in the Fittings Market 

 McWane had long been the dominant Fittings supplier in the United States.  But over 

time, importers Star and Sigma began eating away at McWane’s dominant market share.  They 

did so with a combination of price and service, but particularly with more nimble sales forces 

that were empowered to discount prices for specific projects.  McWane preferred stable and 

transparent prices and did not like the importers’ Project Pricing.  It had a smaller sales force and 

limited its ability to offer individual discounts. 

During 2007, as the “Great Recession” began, the Fittings industry experienced a period 

of declining demand, declining prices, and increased costs, thus creating the conditions that 

motivated McWane to orchestrate a price-fixing conspiracy.50  Fittings market growth, which 

had been fueled by the housing boom, began to wane.  In an effort to maintain sales volume, Star 

competed vigorously, expanding its use of Project Pricing, which had previously been primarily 

reserved for wastewater treatment plant projects.51  McWane’s David Green decided “to respond 

aggressively with equally low pricing.”52  McWane’s profits declined as it chased prices down, 

and its CEO, Ruffner Page, fired Mr. Green and restructured the Fittings business.53  Mr. Page 

placed Rick Tatman in charge of McWane’s Fittings business.54   

                                                 
50 Tatman, IH at 183-184; CX 0627 at 001 (“Net pricing in 2007 lagged inflation due to pressure 
on volume.”). 
51 Pais, Dep. at 80-83. 
52 CX 2118 at 002. 
53 CX 2118 at 001-002; Pais, Dep. at 205-209. 
54 Tatman, Dep. at 10-12. 
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 Mr. Tatman developed a plan to turn McWane’s Fittings business around.55  McWane 

could not unilaterally raise prices or refuse to engage in Project Pricing because it would lose 

sales to its competitors.  Instead, Mr. Tatman needed Sigma and Star to join McWane.  The 

evidence will show that McWane thus embarked on a carefully charted course of invitations to 

collude, unlawful agreements, and information exchanges designed to raise and stabilize 

supracompetitive prices of Fittings.   

1. McWane Communicated to its Competitors the Need to Change 
Industry Pricing Practices 

 Although McWane and Sigma are direct competitors in the Fittings industry, Victor Pais, 

Sigma’s CEO, and Mr. Page fostered “a very trusting relationship” over the years.56  At a long 

in-person meeting between the two in September 2007, Mr. Page described the “major changes 

he initiated to respond to the weak market conditions,” and made it clear to Mr. Pais that 

McWane wanted to reestablish higher, stable prices for Fittings.57  He told Mr. Pais that the 

profits and volume of McWane’s Fittings business were down, and that he had terminated Mr. 

Green’s employment due to Mr. Green’s decision to compete aggressively with Star’s low-price 

strategy.58 

                                                 
55 CX 1702; CX 0627. 
56 CX 1163 at 007; Pais, Dep. at 199; Page, Dep. at 30-31; CX 2118 at 003 (Pais: “I have a 
strong personal relationship with Ruffner Page as we have helped each other in many ways and 
he is a person, who if he trusts some one, will be open for not only discussion but any business 
opportunity if it is in the interest of both McWane and the industry.”). 
57 CX 2118 at 001. 
58 Pais, Dep. at 207-209; CX 2118 at 002 (“[D]uring the last two years [Green’s] performance 
declined, largely because of the market and competitive factors.  In [Fittings], largely due to 
Star’s low pricing and [Green’s] decision to respond aggressively with equally low pricing as the 
import pricing, [McWane’s] profits and volume went down.”). 
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Like McWane, Sigma and Star faced declining sales volume, but their margins were 

coming under additional pressure because they imported Fittings from China, where raw 

materials prices and other costs were increasing.59  McWane was keenly aware of its growing 

cost advantage, as were Sigma and Star.  In early December 2007, Mr. Pais worried in an email 

to colleagues that McWane might seek to “keep[] [Fittings] prices down during our rise in 

costs.”60 

To cover their rising costs, Sigma and Star sought to raise prices in late 2007.  On 

October 23rd, Sigma announced it would issue a new price list in early 2008.61  Star followed 

with an announcement of its own.62  But McWane remained silent as 2007 came to a close, and 

did not announce that it would follow its competitors’ list price changes.63  Project Pricing by 

Sigma and Star (i.e., discounts from published prices), had been the driving force behind recent 

price erosion, and so in exchange for higher published prices, McWane wanted its competitors to 

commit to stable pricing at published levels. 

2. McWane Developed a Plan to Fix Prices for Fittings 

 The evidence will show that McWane developed a multi-stage plan to conspire with its 

Fittings rivals, Sigma and Star, in order to achieve market stability and higher prices.64  Tasked 

with turning the Fittings business around, Mr. Tatman knew that achieving McWane’s goal of 

                                                 
59 Pais, Dep. at 39-40; McCutcheon, IH at 402-404; CX 0627 at 001.  Because U.S. scrap metal 
prices were not rising as much as overseas prices, McWane’s cost of domestic production was 
not going up at the same rate, giving it a cost advantage. 
60 CX 2119 at 001. 
61 CX 0607. 
62 CX 0627 at 013-014. 
63 CX 1702 (Tatman: “I don’t believe with our silence and Star’s push announcement that Sigma 
will hold to their Jan 2nd effective date so we have some time to get it right.”). 
64 CX 1702; CX 0627. 
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price stability would require coordination and cooperation with Sigma and Star.65  He observed 

that “our past attempts to drive stable pricing haven’t been too successful,” but concluded that 

McWane’s newfound cost advantage (“China inflation out pacing domestic costs”) might put 

McWane in a position of strength from which to enforce a new agreement.66  In a December 22, 

2007 email to his boss Leon McCullough, Mr. Tatman previewed his plan: 

Given both the change in the Tyler/Union leadership structure and 
the accelerated inflation in China compared to Domestic cost, I 
believe we’re in a unique position to help drive stability and 
rational pricing with the proper communication and actions. 
 
I have a concept that I believe will work if properly executed.67 
 

Mr. Tatman delivered his full plan as part of a January 6, 2008 slide presentation.  In a 

slide expressly labeled “Desired Message for the Market & Competitors,” he outlined the 

“Tatman Plan” for stability and rational pricing: 

 McWane, Sigma, and Star would implement multiplier price increases “in stepped 
or staged increments.”68   

 After the first increase, McWane would support the next increase only if Sigma 
and Star curtailed Project Pricing, resulting in overall price stability.69   

 Sigma and Star would remove “price authority away from line sales and customer 
service personnel to add discipline to the process.”70   

 McWane, Sigma, and Star would develop and implement a strategy for increasing 
transparency in the market.71   

                                                 
65 CX 0627 at 004-005; Tatman, Dep. at 84-85. 
66 CX 2327. 
67 CX 1702. 
68 CX 0627 at 004. 
69 CX 0627 at 004; Tatman, Dep. at 84-85. 
70 CX 0627 at 004; Tatman, Dep. at 84-85. 
71 CX 0627 at 004 (“[McWane] will encourage/drive both price stability and transparency”). 
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The principal means of delivering this “message to competitors” would be through McWane’s 

pricing letters to its customers. 

3. To Reinforce Its Ability to Discipline the Market, McWane 
Communicated Its Cost Advantage to Sigma and Star 

 The evidence will show that McWane needed to make sure its competitors understood its 

cost advantage and the harm that McWane could inflict on them if they if they did not go along 

with the Tatman Plan.  McWane’s own documents show Mr. Tatman observing that “our ability 

to stabilize the market is tied to our competitor’s perception of our cost structure and our ability 

to sustain aggressive pricing if our share position is threatened.”72  To convey this information, 

Mr. Page sent an email directly to Mr. Pais on January 4, 2008 offering to sell Sigma Fittings 

that McWane produced in the United States.73  The price McWane offered to Sigma was below 

                                                 
72 CX 1565 at 001; see also CX 1571 at 001 (“[S]upplying that quote should reinforce the point 
that with the DISA and our TXX facility we’re in a very different competitive cost game then 
what they’ve been used to with us.”). 
73 CX 1113 at 001 (“It has occurred to me that with China costs rising and us having excess time 
available on our DISAS around the plants, we could supply you with small compact fittings at a 
competitive price.”). 
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McWane’s total cost of production, and calculated to be below what McWane understood 

Sigma’s landed cost of production to be.74  Through this offer, McWane successfully 

communicated that it was the low cost Fittings producer, had excess capacity, and would be a 

dangerous rival if Sigma and Star did not play by its rules.75 

 Although the channel of communication is unclear, Star also became aware of McWane’s 

offer to sell low-priced Fittings to Sigma, and understood the intended message.76  Star’s Mr. 

McCutcheon understood that, from McWane’s perspective, the point of the buy/sell exercise was 

for McWane to demonstrate to Sigma its capacity to compete aggressively if forced in that 

direction: “My guess is [McWane] took these orders to make a point.  During the negotiation, 

[McWane] stated that they are now the low cost producer and said they could prove it.  I think 

there is some exaggeration in this statement, but I believe the core point.”77  

4. Phase One of the Tatman Plan: Partial Multiplier Increases in 
Exchange for Reduction in Project Pricing  

 McWane did not follow the list price increases announced by Sigma and Star in late 

2007.  Instead, in a January 11, 2008 pricing letter ostensibly directed to customers (but in 

reality, an invitation to collude directed to McWane’s competitors), McWane announced that it 

would be retaining its current list prices, increasing multipliers by 10-12% (much less than the 

                                                 
74 CX 1565 at 001; see also CX 1117 (Tatman February 1 email to Pais providing specific 
pricing); CX 1183 at 001 (Page, January 29: “The Chinese importers in water works fittings are 
seeking price increases are we are now in a position to resist.  In fact I have offered to make ‘A’ 
items for an importer at the same price they can bring in it in.”). 
75 CX 1142 at 002 (Pais describing McWane quote as an “interesting and revealing price” that 
suggests a McWane cost advantage over Sigma). 
76 Mr. McCutcheon testified unconvincingly that he gathered this information from an unnamed 
Star sales person, who in turn learned it from a customer.  McCutcheon, Dep. at 219.  Either 
way, the message was delivered. 
77 CX 0534 at 001. 
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25% sought by Sigma), and ending Project Pricing.78  The modest size of McWane’s price 

increase was not motivated by generosity toward its customers – rather, it was consistent with the 

Tatman Plan’s strategy of implementing price increases in stepped or staged increments.  The 

intent was to reduce its coconspirators’ ability and incentive to cheat by limiting the headroom 

between the conspiracy price and the competitive price.79  McWane offered to “announce 

another multiplier increase within the next six months,” but stated it would “only do so as 

conditions require” – i.e. depending upon Sigma’s and Star’s assent to the Tatman Plan, and in 

particular the elimination of Project Pricing.80 

The evidence will show that the January 11, 2008 letter was the “Message to 

Competitors” envisioned by the Tatman Plan.  Indeed, drafts of this letter, which contained even 

stronger suggested messages to competitors, were part of the Tatman Plan’s January 6, 2008 

presentation.81  Moreover, the letter did not contain the most basic information customers 

needed – the actual new prices; those were communicated in price increase letters a week later.82 

                                                 
78 CX 2172 at 002 (“[I]t is [McWane’s] intention going forward to sell all products only off the 
newly published multipliers.” (emphasis added)); CX 0038 (Star had a copy by January 14, 
2008); CX 1291 (Sigma had a copy by January 14, 2008). 
79 CX 2327 (email from Walton to Tatman, stating, “I like your strategy of giving them half of 
what they want to try to prevent cheating and fire sales.”). 
80 CX 2172 at 002; Tatman, Dep. at 94-96, 97-98; Jansen, Dep. at 250-251; CX 1178. 
81 CX 0627 at 006 (“Stronger Language” draft letter acknowledging that higher price levels 
“provide value to the industry” but that “the industry’s . . . best interests” are not served by 
increases “at levels that are not supported”); id. (alternate “Stronger Language” draft letter 
stating that although the increase is “significantly lower than what has been communicated by 
another supplier,” McWane does not “believe your best interests are served by publishing 
increases that in turn are not supported, leading to instability and ultimately erosion of market 
level pricing”); id. at 007 (“Softer Language” draft letter); see also CX 0375 (January 8 draft 
stating that future efforts will be made as required “to support Distribution and stable market 
conditions”). 
82 E.g., CX 0896 at 001. 
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 Sigma and Star followed McWane’s new multipliers,83 and both accepted McWane’s 

invitation to curtail Project Pricing.84  Mr. Pais explicitly recognized McWane’s January 11, 

2008 invitation to collude as “an opportunity for SIGMA and Star to . . . demonstrate to 

[McWane] that we are capable of being part of a stable and profitability conscious industry.”85  

Sigma’s CEO, Mr. Pais, urged his President of Sales: 

TO INITIATE A NEW COMMITTED AND SERIOUS EFFORT 
TO NORMALIZE ALL PRICING FOR FITTINGS – AT SAME 
LEVELS [as McWane] – PW AS WELL AS OTHER ORDERS, 
TO ELIMINATE THE CONFUSION WE ARE CREATING 
WITH CUSTOMERS AND COMPETITORS, LEADING TO 
LOWER OVERALL PRICING LEVELS.86 

 
Mr. Rybacki testified that Mr. Pais’s reasons for “normalizing” prices were:   

Because Star’s pricing was ruining the market; and as a result, it 
was upsetting the gorilla in the room, which was [McWane], 
because they’re the biggest, McWane’s the biggest, and it was 
obviously hurting us as well; and that’s the reason why he wanted 
us to normalize or try to standardize on the list and multiplier to 
create some kind of stability.87 

 
In its January 29, 2008 multiplier increase letter, Sigma included a line that appeared 

directly intended for McWane, promising that it was “committed to make this a more profitable 

                                                 
83 CX 1189 at 002 (Sigma January 29 announcement matching McWane); CX 1566 at 001 (Star 
January 31 email to customer that it will match McWane); CX 2336 at 001 (Star February 6 
announcement). 
84 CX 0752 at 001 (Star, January 22: “Our goal is to take a price increase and to stop project 
pricing” and “all project pricing has to go through me . . .. This is an effort to do the right thing 
for the industry.”); CX 1145 at 001 (Sigma January 24: “NORMALIZE ALL PRICING FOR 
FITTINGS”). 
85 CX 1145 at 001. 
86 Id. 
87 Rybacki, Dep. at 229. 
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business for all.”88  Later, concerned that McWane might doubt its commitment to the 

elimination of Project Pricing, Sigma drafted a more explicit letter to customers, intended to earn 

McWane’s “TRUST and CONFIDENCE in our plan to improve the industry,”89 and stating that 

Sigma would “cease to use any varying ‘special’ pricing.”90  Star adhered to the Tatman Plan’s 

dictate to take “price authority away from line sales and customer service personnel to add 

discipline to the process.”91  Star centralized pricing authority with its National Sales Manager, 

Matt Minamyer, and limited the ability of its sales force to offer discounts.92   

 Evidence introduced at trial will show that absent concerted action, the unilateral 

abandonment of Project Pricing would have made no economic sense for any one of the 

Suppliers, and would have led them to lose business to their competitors’ Project Pricing.  The 

Suppliers acknowledged this in contemporaneous documents and testimony.  Mr. Tatman stated 

from the outset that his Plan would only work “with the proper communication and actions.”93  

Mr. Pais of Sigma echoed this, explaining that Sigma “will NOT – and can NOT – do this 

unilaterally,”94 and Star’s National Sales Manager testified that Star knew that it needed its 

competitors to participate in any effort to stabilize prices.95  Indeed, Star’s strategy and the key to 

                                                 
88 CX 1189 at 002; Rybacki, Dep. at 219-221.   
89 CX 1138 at 001. 
90 CX 1138 at 004. 
91 CX 0627 at 004. 
92 CX 0752 at 001 (“All project pricing has to go through me.”).  McWane also centralized 
pricing authority in January 2008, creating a new “pricing coordinator” position for Vincent 
Napoli and removing pricing authority from McWane’s field sales team.  Napoli, Dep. at 43-45. 
93 CX 1702. 
94 CX 1137 at 001. 
95 Minamyer, Dep. at 141-142 (“Q: In other words, you would need your competitors to 
participate in an effort to stabilize prices? A: We believe that to be true.” (objections omitted)). 
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its success had been its willingness to underprice its larger rivals by offering discounted Project 

Pricing.  Centralizing pricing authority and curtailing Project Pricing was a change in strategy for 

Star that Mr. Minamyer rationalized to his sales force: “This is an effort to do the right thing for 

the industry.”96  Star executives now acknowledge that the company’s change of course was 

“irrational,” “bizarre,” and contrary to its traditional practice of using Project Pricing to gain 

market share.97 

 After both Sigma and Star had accepted and begun to implement the terms of the Tatman 

Plan, Mr. Pais visited Star to exhort its compliance with the scheme.  Mr. Pais of Sigma 

explained to Mr. McCutcheon of Star that if both firms kept their actual prices close to 

McWane’s published price, then McWane would “treat us better and we could live happily ever 

after.”98  Mr. Pais assured Star of his intention to comply with the scheme, and urged Mr. 

McCutcheon to do the same.99   

 Evidence at trial will show that compliance with phase one of the Tatman Plan was not 

perfect and that all Project Pricing did not stop, but that was to be expected.  As McWane’s 

Executive Vice President Leon McCullough observed when told that Star had foresworn Project 

                                                 
96 CX 0752 at 001. 
97 McCutcheon, IH at 452 (“Q.  Is it fair to say that telling customers that there is no more project 
pricing, is that an unusual step for Star?  A. It’s bizarre . . . it’s irrational . . . .”); McCutcheon, 
Dep. at 152-153 (“Q.  And you thought it was unusual, to say the least, for Mr. Minamyer to say 
that Star was going to stop project pricing.  Right?  A.  Yes, sir.  Q.  In fact, project pricing was a 
core part of Star's sales strategy at this point in time, was it not?  A.  Yes, sir.  Q.  You had grown 
market share by offering project pricing and undercutting your competitors prior to this time.  
Am I right?  A. Yes, sir”); Berry, Dep. at 103-104 (“Q.   You had never seen it before this e-mail 
came out?  A.   No.   Q.  . . . [Y]ou have never seen it since that e-mail came out?  A.   I do not 
recall seeing it since it came out.”). 
98 McCutcheon, IH at 226-231, 249-251; CX 1122 (scheduling meeting). 
99 McCutcheon, IH at 226-231, 249-251. 
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Pricing following McWane’s January 11 letter, “[t]he first tentative baby steps are encouraging 

but the proof will be in ‘saying no’ to customer requests for special pricing.”100   

When the parties detected Project Pricing, they complained to each other about such 

cheating.  For example, on March 8, 2008, soon after the new price increases became effective, 

Mr. Tatman of McWane complained to Sigma about continued Project Pricing in the market.  

Mitchell Rona, Vice President of Operations for Sigma, relayed Mr. Tatman’s message to Mr. 

Pais and Mr. Rybacki, Sigma’s VP of Sales: “[Tatman] says he hears that some of the new prices 

in the market are being compromised with deals.  He hopes the market will improve and hopes 

[we] do our part.”101  Similarly, on March 6, 2008, Sigma’s Branch Manager for the Southwest 

Region asked: “Can Larry [Rybacki] make a call and see if this [Project Pricing by McWane] can 

be stopped.”102  Tellingly, a Sigma manager responded that “Jim should not write that last 

sentence!”; but no one admonished him that such a call was not possible or inappropriate.103 

 McWane’s own admissions will show that this agreement was effective and that the 

Tatman Plan was successfully implemented.  McWane’s rivals centralized pricing authority and 

reduced discounting industry-wide, resulting in higher prices.  In his Executive Report for the 

first quarter 2008, Mr. Tatman reported: 

Based on our competitive feedback log, the level of multiplier 
discounting by both Star and Sigma appears to have died down 
significantly.  As we understand it, both have removed pricing 
authority from the front line sales team and pushed it up higher 
within their organizations.  Discounting is still available, but it now 
requires a more structured decision process . . . . 
 

                                                 
100 CX 0178 at 001. 
101 CX 1124 at 002. 
102 CX 1726 at 001. 
103 Id. 
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With costs continuing to rise in China, Sigma has recently been 
putting out feelers on executing another price increase.  Their 
communications appear to be testing our acceptance or resistance 
to supporting their prior announced then retracted January list price 
increase.104   

Star also observed that McWane and Sigma were following through with the reduction in Project 

Pricing, with a Division Manager reporting to Mr. Minamyer that “they have been pretty 

discipline[d] in my Division” and “everyone seems to be playing fair.”105   

5. Phase Two of the Tatman Plan: Additional Multiplier Increases 
Conditioned on Increased Transparency through the DIFRA Information 
Exchange  

 The evidence at trial will show that McWane needed increased market transparency so 

that it could monitor industry market shares and detect cheating.  Establishing such transparency 

would become the condition to McWane’s agreement to a second price increase.  Thus, in 

February 2008, Mr. Tatman and Sigma’s Mr. Rybacki agreed to restart efforts to form a “trade 

association” called the Ductile Iron Fittings Research Association (“DIFRA”).106  Through 

DIFRA, the Fittings Suppliers would exchange information necessary to the functioning of their 

price-fixing agreement. 

As early as 2005, McWane, Sigma, and Star had discussed forming DIFRA.107  From the 

beginning, DIFRA’s purpose was to use the guise of a standard-setting trade association to 

reduce competition and stabilize prices.108  Advised by counsel that DIFRA’s information 

                                                 
104 CX 1564 at 005; see also Tatman, Dep. at 117-118. 
105 CX 0856 at 001. 
106 CX 0179. 
107 CX 1473; Brakefield, Dep. (Vol. 1) at 11, 12. 
108 CX 1473; Saha, Dep. at 72-75 (in 2004, Mr. Pais explained to Mr. Saha, a small Fittings 
supplier, that “it is hurting the business, all of us trying to compete,” and that Mr. Pais was 
seeking to organize DIFRA for the purpose of ‘stabilizing prices.’”). 
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exchange would need at least four members to avoid antitrust concerns,109 McWane, Sigma, and 

Star brought on a sham fourth member, U.S. Pipe (no longer a Fittings producer), in an effort to 

hide their illegal activity.110 

 Notwithstanding the DIFRA bylaws that extolled the trade association’s many potentially 

procompetitive purposes, DIFRA’s only activity was to operate the information exchange.  By 

April 2008, McWane, Sigma and Star had agreed to exchange data regarding its Fittings 

shipment tonnage for 2006, 2007, and the first four months of 2008 by “no later than” May 15, 

2008.111  The accounting firm Sellers, Richardson, Holman, and West (“SRHW”) was engaged 

to aggregate the data and return reports reflecting U.S. Fittings shipments in various 

categories.112  Going forward, by the fifteenth day of each month, each member was to report its 

prior month’s tons shipped of Fittings.113     

 Apparently believing that it had fulfilled the requirements of Phase 2 of the Tatman Plan, 

Sigma jumped the gun and began distributing a new multiplier price increase letter the same day 

                                                 
109 CX 2272 (counsel advising “With four, you can just barely justify it.”). 
110 U.S. Pipe had stopped manufacturing Fittings years before, and the small number of Fittings 
that it sold were supplied to it largely by Sigma.  McWane, Sigma, and Star ignored the fact that 
U.S. Pipe’s annual sales were below the minimum required for DIFRA membership, and 
permitted U.S. Pipe – with its negligible sales – to participate as a member of DIFRA.  See 
Brakefield, Dep. (Vol. 1) at 128-129; CX 0048 at 001-002; CX 0313 at 004. 
111 CX 1479.  McWane had initially hoped to include dollar sales as well as tons, which would 
allow each firm to determine how their average price per ton compared with the industry 
average.  Brakefield, Dep. (Vol. 1) at 109 (McWane proposed exchanging sales dollars 
information); CX 1333 at 007 (draft reporting form showing dollar value of net sales); CX 1331 
at 002 (McWane submission from early 2007 showing dollars); CX 1467 at 004 (same for 
Sigma). 
112 CX 1479 at 001. 
113 Id. 
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that McWane, Sigma, and Star reached agreement on DIFRA’s reporting procedures.114  The 

increase was to be effective on May 19, 2008, four days after the first DIFRA report would be 

issued.115  On May 7, 2008, Star announced multiplier price increases that matched Sigma’s.116   

The evidence will show that Mr. Tatman studied Sigma’s April price increase 

announcement.  Contrary to the Tatman Plan’s strategy of price increases occurring in stepped or 

staged increments, Mr. Tatman concluded that Sigma’s large proposed price increase was 

undesirable as it would likely lead the industry back to Project Pricing and hence “instability.”117  

Although the parties had tentatively agreed to share their information, no data had been 

exchanged yet.  Mr. Tatman and his boss Mr. McCullough agreed to wait “until the DIFRA data 

is available before announcing any price actions.”118   

To address Sigma’s and Star’s “misperceptions” and reinforce its message that price 

increases were contingent on Sigma and Star actually submitting the DIFRA data, Mr. Tatman 

drafted another letter that was ostensibly directed to customers, but was actually a 

communication to Sigma and Star.119  The result was a May 7, 2008 McWane “pricing” letter to 

customers that did not, in fact, communicate any change in McWane’s prices.120  Instead, this 

                                                 
114 CX 0862 (Star, dated April 25 at 4:00 pm: “Here is the Sigma fitting increase letter that just 
hit the streets today.”). 
115 CX 0862 at 001; CX 0137. 
116 CX 0816; CX 0817; CX 0818; CX 0819; CX 0820; CX 0821; CX 0822; CX 0823. 
117 CX 0137. 
118 Tatman, Dep. at 132; CX 0137. 
119 Id. at 002; see also Tatman, Dep. at 34-36 (noting that competitors receive each other’s 
customer letters). 
120 CX 0138. 
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coded letter communicated that McWane would not yet follow the price increase, and that it 

would support higher prices only after it received the DIFRA report: 

Before announcing any price actions, we carefully analyze all 
factors including: domestic and global inflation, market and 
competitive conditions within each region, as well as our 
performance against our own internal metrics.  We anticipate being 
able to complete our analysis by the end of May.  At that point, we 
will send out letters to each specific region detailing changes, if 
any, to our current pricing policy. 
 
For planning purposes only, we expect for regions with a change 
that multipliers will increase in the range of 6% up to 16% 
effective June 16th.121   
 

McWane’s customers, to whom the letter was purportedly addressed, will testify at trial 

that, to them, this language was meaningless “fluff.”122  The factors McWane claimed it would 

“analyze” in no way help Distributors run their business and were never before, and never after, 

included in pricing letters.123  Only Sigma and Star were aware that McWane was scheduled to 

receive DIFRA data “by the end of May,” and intended to use this data to evaluate company 

“performance” against “internal metrics.” 

The evidence will also show that Star understood McWane’s message loud and clear: 

McWane would not agree to increase prices until it had the actual DIFRA data in hand.  Within 

hours of receiving McWane’s coded letter, Star’s Mr. McCutcheon confirmed to the other 

                                                 
121 CX 0138 (emphasis added).  Drafts of the letter further confirm that Mr. Tatman sought to 
convey, in veiled language, that McWane would support higher prices only after it had the 
opportunity to analyze the DIFRA data.  One draft went so far as to state “We are currently 
waiting on updates for several factors [influencing prices]” – an even clearer reference to the 
anticipated DIFRA data.  CX 0137 at 002 (emphasis added). 
122 Sheley, Dep. at 153 (“Q. But the previous paragraph has no meaning to you?  A. No.  In my 
words, that’s fluff.”). 
123 Sheley, Dep. at 152-153; Groeniger, Dep. at 231, 233-234; Coryn, Dep. at 124-125; Webb, 
Dep. at 105-106; Thees, Dep. at 96. 
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DIFRA members, including Mr. Tatman, that Star would submit its data.124  Indeed, when Star 

finally submitted the data to SHRW on June 5, 2008,125 it notified Sigma by email that it had 

done so, and openly acknowledged the quid pro quo agreement by repeating back the language 

in McWane’s May 7, 2008 invitation to collude: 

Good morning Mr. President.  I just sent our info in.  Sorry it took 
so long, but we were “carefully analyzing all factors including: 
domestic and global inflation, market and competitive conditions 
within each region, as well as performance against our own 
internal metrics.”  (Does that look familiar?).126 

 
 McWane’s own pricing behavior at this time will further establish the illegal quid pro 

quo agreement set forth in McWane’s May 8, 2008 letter.  Although they had told the market to 

expect a price increase effective June 16, when there was a delay in the DIFRA data 

submissions,127 McWane executives McCullough, Tatman, and Walton agreed that McWane 

would “stand pat until market share info is available” before announcing a price increase.128  

This decision was designed to actively reinforce the quid pro quo message: “[a]lthough 

somewhat painful to the bottom line in the short term, . . . [it] would re-inforce the message 

we’ve been trying to drill in which when successful will pay long term dividends.”129  Less than 

an hour after McWane received the first DIFRA report from SRHW, Mr. Tatman examined it 

and circulated a rough analysis concluding that the “data [was] accurate within reason.”130  Later 

                                                 
124 CX 0863 at 001 (Star receives McWane letter at 1:06 p.m.); CX 1085 at 001 (Star confirms it 
will submit DIFRA data at 4:12 p.m.). 
125 CX 0049. 
126 CX 1086; McCutcheon, IH at 311-313. 
127 CX 1186 at 001. 
128 Id. 
129 CX 1186 at 001; see also Tatman, Dep. at 136. 
130 CX 0139 at 001. 
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that same day, June 17, 2008, McWane upheld its end of the bargain and announced an eight 

percent price increase for Fittings, effective July 14.131  Sigma and Star quickly followed the 

McWane price increase.132 

The evidence will also show that absent the pricing agreement, it would not have been in 

Sigma’s or Star’s unilateral interest to participate in DIFRA because the DIFRA market share 

data would show McWane that it had lost market share to them, inviting reprisals.133  Indeed, 

Star was openly reluctant to participate.134  The understanding that had been established among 

the competitors, however, transformed what would have been a senseless and dangerous 

unilateral action into a calculated, profitable, concerted one. 

Finally, the evidence will also show that the DIFRA information exchange effectively 

permitted the Suppliers to determine whether loss in sales volume was due to overall market 

conditions or due to “cheating” by competitors.  In a letter from Sigma’s CEO to its lenders, Mr. 

Pais explicitly explained how DIFRA helped stabilize prices and preserve strong gross margins 

despite the difficult Fittings market in 2008: 

In Fittings, there are effectively 3 – McWane, Sigma and Star – 
and all suffer from the same challenges and there seems to be a 
great desire to improve the pricing and each one has demonstrated 
thru a reasonable amount of discipline, even being protective of 
our respective market share.  This is where the monthly market 
size data produced by DIFRA, an association that SIGMA helped 

                                                 
131 Id.; CX 1576; Tatman, Dep. at 155. 
132 CX 1576; CX 2252; CX 1851; CX 1734; CX 2253; CX 2254; CX 2255. 
133 E.g., CX 2068 (McWane learned from DIFRA data that Star and Sigma had taken more of 
McWane’s share than previously thought). 
134 CX 1092 at 001 (Pais observing that data was submitted only “after a fair amount of unease 
by Star”); CX 1187 (Tatman noting that “at least one member is being somewhat drug to the 
party”).  As Star’s President Mr. McCutcheon later explained, he feared that DIFRA “would be a 
subterfuge to obtain Star Pipe’s pricing and sales information in order for McWane to attempt to 
damage Star Pipe in the future.”  CX 0807 at 001 (McCutcheon Decl. ¶ 1). 
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to form, with 4 member suppliers fro [sic] Fittings (one, US Pipe, 
actually is not a producer anymore, but a small player buying 
almost all their needs from SIGMA), helps maintain the pricing 
discipline, as the market and market share data point to a 
relatively consistent and stable market pattern.  It has helped us 
not to allow the sharp market decline to be mistaken as a ‘loss of 
market share’, which mostly causes price reaction.  Our [Gross 
Margins] have continued to be strong, throughout the year, even as 
the volumes have been weak.135   

Mr. Pais’ admissions will also be supported by McWane’s own admissions and financial 

documents.  According to Mr. Tatman’s Second Quarter Executive Committee Report, the level 

of Project Pricing had slowed over the past several months.136  McWane’s Fittings profits were 

up over $10 million on pricing gains even as volumes fell 24%.137  Given this success, Mr. 

Tatman continued to ensure that all members made timely submissions to the DIFRA accounting 

firm, and on several occasions, he contacted DIFRA members directly when he suspected that 

reports had not yet been submitted.138 

6. Trust Between the Conspirators Breaks Down 

The evidence will show that McWane, Sigma, and Star watched each other warily for 

signs of “cheating” through the Summer and early Fall of 2008.  By August, the housing market 

                                                 
135 CX 0313 at 004 (emphasis added); see also Pais, IH at 80-87; CX 1077 at 002 (“[A]ll 
competitors are shaken by the sever[e] decline in the market volume and thanks to the DIFRA 
data, the 3 are somewhat reassured that it’s the market weakness that’s costing them volume and 
they are not losing to the competition.”); Pais, Dep. at 307-308 (“To Sigma, it really helped to 
know that our loss of volume and the decline of volume compared to previous, or our targets, 
was a result of the market and not to – yes.”); CX 1092 (Pais describing DIFRA). 
136 CX 1562 at 004 (“We continue to track the level of confirmed discounting and job pricing 
within our competitive action file. The level of activity appears to have slowed over the past 
several months. . . .  Both Sigma & Star have communicated support of the July 14th price 
increase.”). 
137 CX 2145 at 006 (“Utility Fittings have contributed an additional $5,209K of gross profits.  
This is in spite of a 24% reduction in volume.  Pricing gains, primarily on the domestic product 
have contributed an additional $10,115K of gross profits.”). 
138 CX 2447; CX 2448. 
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had declined precipitously,139 creating additional pricing pressure and testing the conspiracy.140  

When Mr. Tatman heard about his competitors not adhering to the published pricing, he 

contacted them.  For example, on August 22, 2008, Sigma’s Mitchell Rona forwarded Mr. 

Tatman’s complaints about Sigma’s and Star’s prices to the Sigma people responsible for setting 

prices: “Guys, Rick [Tatman] was upset by the numbers in Florida and California based on what 

he has seen from us and Star.  He said the .26 and .30 were available from us both without any 

second thought.”141   

Star had limited its Project Pricing to those situations where there was proof that 

competitors were “cheating on the fitting deal.”142  Star’s Southwestern Division Manager Shaun 

Smith reminded his sales force that “If [your customers] give you proof the other guys are 

cheating, then we will match!”143  When a Star regional sales manager received reports of Project 

Pricing by McWane, he reminded his sales force: 

We need to stay on the high road, but with our relationships, we 
should be able to react when necessary. I know it sometimes 
becomes a difficult discussion, but because of how 
manufactures/distributors/contractors have acted over the years 
with (I need a better price!) it created this spiraling price erosion 
that needed to stop. It doesn’t help that the market is soft, but let’s 
be as diligent as we can gathering the proper data needed if the 
other suspects are cheating. We will react, just need to make sure 
it is real.144 

                                                 
139 CX 1651 at 026 (showing drop in housing starts over the summer of 2008). 
140 Rybacki, Dep. at 134-135. 
141 CX 1149; Rona, Dep. at 194-195, 197-198. 
142 CX 1691; see also CX 1694 at 001 (“We have seen Sigma cheat on larger projects in other 
parts of the country and have responded accordingly when we see something.”); Minamyer Dep. 
at 196-220. 
143 CX 1696 at 001. 
144 CX 1695 at 001 (emphasis added). 
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Star believed that it had been successful in its efforts to reduce Project Pricing and that 

the results were positive, but signs of cheating became significant enough that in August, Mr. 

Minamyer asked his team to compile evidence of “Sigma’s Antics.”145  Mr. Minamyer continued 

to receive reports about Sigma and McWane cheating.146  By October, Star was “catching Sigma 

cheating more and more.”147  Mr. Minamyer believed that “Sigma [was] silently bringing 

markets down and acting as if they are being good stewards.”148  At the end of October, Mr. 

Minamyer asked his divisional sales managers for “the top five things Sigma does or has done in 

your division that is out of market pricing or any weird stuff.”149   

McWane and Star must have confronted Sigma with their suspicions that it was cheating.  

On November 24, 2008, Sigma’s CEO Mr. Pais proposed to his colleagues that Sigma act to 

“stabilize market pricing” in the Southeast, where Sigma had been viewed as pulling down 

prices: 

With the severe contraction in market volume over the recent few 
weeks, the equally quick and sharp erosion in market pricing is an 
alarming ‘double whammy’!  What’s even more disturbing is our 
two main competitors in Fittings seem to see SIGMA as ‘leading’ 
this recent price decline . . . .150 

                                                 
145 CX 0814 (Minamyer email) (“I know we have been very careful on special pricing and it 
seems to be working pretty good.  But the competitors are starting to get weak and we can’t sit 
back and let them play games and lose our market share.”). 
146 CX 1697 ( “I know we would like to keep the market up but Tyler and Sigma keep cheating 
and costing our partners in a baddddd [sic] market where they are down substantially already. . . . 
We are going to loose [sic] market share by continuing the tough stance.  Tyler got where they 
are by being staunch and arrogant.  I don’t want to be looking back a year from now with a 2% 
[price] increase and 25% less biz.”). 
147 CX 1698 at 001; see also CX 1699 (“As reported, we are seeing cheating all over from 
Sigma . . . .”). 
148 CX 0827. 
149 CX 0871 at 001. 
150 CX 1014 at 001 (emphasis added). 
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Sigma, however, was unable to regain its competitors’ trust.  Mr. Tatman would later explain to 

Mr. Page that he had “a general trust issue based upon recent experience that they [Sigma] don’t 

seem to consistently stay within the Spirit of agreements.”151  Star eventually decided to resume 

Project Pricing to quietly gain share.  On November 25, 2008, Mr. Minamyer initiated a new 

pricing strategy.  He told his sales team that Star was losing revenues and authorized them to 

“take the gloves off” to recapture the lost share, but told them to do it “under the radar.”152   

In January 2009, Star and Sigma stopped submitting data to the DIFRA information 

exchange.153  Upon learning that Star and Sigma stopped submitting data in January, McWane 

too stopped submitting data in February 2009.  U.S. Pipe, which had not participated in the 

conspiracy or the breakdown in trust, continued to submit DIFRA data until at least the Summer 

of 2010.154 

Sigma tried unsuccessfully to revive DIFRA in May 2009 in an effort to “restore the 

badly dented competitive confidence” and to demonstrate that Sigma’s “efforts to commit to a 

new pricing discipline would succeed.”155  Although Sigma submitted its data, it failed to breathe 

new life into DIFRA. 

                                                 
151 CX 0456 at 001. 
152 CX 0746 at 001; see also Minamyer, Dep. at 69-71, 72-73 (“Q. So what are you directing 
your sales folks to do?  You said take off the gloves; what does that mean?  A. It means we were 
attempting to hold our pricing and it looks like the competition was not, and we’re not going to 
do that anymore.  We’re going to go out and we’re going to take that business back by using 
pricing.”); id. at 225-226 (“I’m telling them that we should go take the orders and if you do it 
quietly, you get a little bit more time before the competition figures out you have adjusted your 
pricing.”).  
153 CX 1278. 
154 CX 1343 (July 8, 2010 email from U.S. Pipe submitting Fittings data to DIFRA). 
155 CX 0319 at 003. 
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7. McWane, Sigma and Star Continue Their Inappropriate Price 
Communications 

 The evidence will also show at least two more instances of improper price-related 

communications among the Fittings Suppliers, one in April 2009 and one in June 2010. 

a) April 2009 

On April 15, 2009, McWane announced that, on May 1, it would begin using a new price 

list with higher prices for small diameter fittings (where McWane’s share was highest) and lower 

prices for medium and large diameter Fittings (where McWane had little or no share and Sigma 

and Star were stronger).156  The intent behind the price restructuring was to better align prices 

with McWane’s production costs, as well as to squeeze margins and give less room for Project 

Pricing on larger diameter Fittings, where Star and Sigma had significantly larger shares.157 

A week later, Star announced it would also change its price list, effective May 19, 2009, 

but did not specify whether it would match McWane.158  Sigma objected to the restructuring, and 

proposed an alternative arrangement to Star and SIP whereby the three would resist McWane’s 

changes and adhere to the old price list.159  These events created uncertainty among McWane and 

Star about each other’s intentions:  McWane wondered whether Star would follow and referred 

to Star as “The Wild card,”160 and Star wondered whether McWane would retract the list (as 

Sigma and Star had been forced to do early in 2008).161  To eliminate this uncertainty, Mr. 

                                                 
156 CX 0569. 
157 CX 0171 at 001. 
158 CX 2349. 
159 CX 0807 at 001 (McCutcheon Decl. ¶ 5); McCutcheon, IH at 224, 257-258; McCutcheon, 
Dep. at 227-228. 
160 CX 1180 at 002 (“The Wild card right now is Star . . . there is now some probability that Star 
may change their direction and retract their list price change.”). 
161 McCutcheon, Dep. at 227-228. 
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McCutcheon called Mr. Tatman to ask whether McWane would follow through with its 

announcement or stay with the old price list.162   Mr. McCutcheon described the conversation: 

It cost[s] us about $25,000 to print a new price list. So, I picked up 
the phone and I called him. And I said, I’m only going to ask you 
one question, are you guys going to come out with a new price list, 
because I’m getting ready to approve it and spend $25,000 to do it. 
And he said, we absolutely are, and he says, I’m so sure that I'll 
pay the $25,000 if we don’t. And I said, I appreciate that, nice 
talking to you, and hung up the phone.163 

 On the afternoon of April 28, just six hours after describing Star as a “Wild card” with 

“some probability” of “chang[ing] their direction and retract[ing] their list price change,” Mr. 

Tatman emailed Mr. McCullough to report that he was “now highly confident that Star will 

follow our List Price.”164  The evidence will show that Mr. Tatman has no recollection of this 

telephone call, but does not deny that it took place and has no alternate explanation for how he 

became “highly confident” about Star’s plans.  Star’s National Sales Manager, Matt Minamyer, 

later telephoned McWane and was also assured about McWane’s plans.165  Subsequently, Star 

followed McWane and adopted a substantially identical Fittings price list.166  

b) June 2010 

In June 2010, after having already received FTC subpoenas in this matter, McWane, 

Sigma, and Star nevertheless continued to engage in improper signaling practices in an effort to 

coordinate their Fittings pricing.  Once again, they used price letters nominally addressed to 
                                                 
162 Id. (“I did have a doubt in the back of my mind – I wanted to make sure before we moved 
ahead and printed all these price lists, so I called Rick just to make sure.”). 
163 McCutcheon, IH at 258; see also McCutcheon, Dep. at 229-231. 
164 CX 1180 at 001. 
165 CX 2352 (“Matt Minamyer just called me to ask if we went ahead with our list price today. I 
told him yes and that is all I told him made me pretty uncomfortable but I thought you guys 
should know.”).   
166 Compare CX 2358, with CX 2359. 
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customers to communicate and coordinate with each other.  On June 8, 2010, in response to a 

Star price increase in a Fittings-related accessory, Sigma crafted and distributed a “price increase 

letter [that] at this point is largely a ‘heads up’ to the customers and the market about our 

intention to follow suit when Star or others take a definitive action on price increases” in 

Fittings.167  By June 11, McWane had received a copy of Sigma’s “heads up” and noted that it 

“follow[ed] on the heals [sic] of the prior Star communication.”168  Mr. Tatman concluded that 

McWane had two options “in regards to recent communication from Star and Sigma”: 

1. Send out an “it’s coming” communication prior to any further 
announcements from either Sigma or Star and then quickly decide 
on what multipliers we want to publish and send out that 
announcement by week’s end to which most likely the others will 
follow. 

2. Send out communication supporting the need for a price 
increase, wait for Sigma or Star to publish new multipliers and 
then follow.169 

McWane correctly understood that Sigma and Star had communicated their willingness 

to follow a McWane price increase.  So McWane chose option 1, and announced a multiplier 

increase a few days later.170  Star did as promised and announced its increase on June 18.171  

Sigma distributed its price increase letter by the end of the following week.172  For Sigma, this is 

exactly the outcome it had hoped for:  upon learning of McWane’s price increase announcement, 

a Sigma Regional Manager wrote, “if this is true then it is a huge victory in [the] war we have 

                                                 
167 CX 1413 at 001 (emphasis added); see also Pais, Dep. at 372-377; Rybacki, Dep. at 210-213. 
168 CX 2438 at 001. 
169 CX 2442 at 001. 
170 CX 2440 at 001; CX 1384 at 002; CX 2450 at 001. 
171 CX 1406; CX 2441 at 001. 
172 CX 1396 at 001. 
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been fighting.”173  He might better have described it as an agreed ceasefire among the occasional 

competitors. 

B. McWane Moves to Maintain its Monopoly Position in the Domestic Fittings 
Market 

In February 2009, Congress enacted the American Recovery and Reinvestment Act of 

2009 (“ARRA”), which allocated more than $6 billion to water infrastructure projects.  This law 

required the use of domestically produced materials, including Fittings, in those projects (the 

“Buy American” requirement).174  ARRA significantly altered the competitive dynamics of the 

Fittings industry.  Prior to ARRA, only  of Fittings were sold into projects with 

Domestic-only specifications.175   McWane was the only producer of Domestic Fittings, and 

charged significantly higher prices on those sales.176  

The evidence will show that ARRA, which was promoted as a boon to U.S. 

manufacturing, was a triple-threat to Sigma’s and Star’s import-based U.S. Fittings business.177  

First, both companies projected (as did McWane) that the Domestic Fittings market would 

double or triple in size under ARRA, and with only imported Fittings they would lose all ARRA-

                                                 
173 CX 1378. 
174 CX 1991; CX 1996; CX 1003; Swalley, Dep. at 165; Webb, IH at 92-94. 
175  

176 McWane Answer ¶ 20.  
177 Sigma especially was shaken.  

 Bank covenants limited Sigma’s 
EBITDA to debt ratio and the specter of losing additional sales to the Domestic Market meant 
Sigma had to do something.  In March of 2009, investors and rollover shareholders  

invested $5.5 million in Sigma to help with liquidity.  CX 0099 at 007; 
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funded projects to McWane.178  Second, Sigma and Star feared that ARRA was part of a larger 

groundswell of Buy-American sentiment that would spread beyond just ARRA-funded projects 

and outlast the federal bill.179  Third, Distributors might shift their imported Fittings business to 

McWane, seeking to curry favorable treatment for Domestic purchases.180   

Accordingly, Sigma’s CEO Mr. Pais made a personal plea to McWane’s CEO Mr. Page 

asking McWane to supply Sigma with “private-label” domestic Fittings.  McWane evaluated the 

request and opted not to sell Domestic Fittings to Sigma.181  Among McWane’s reasons for not 

wanting to sell to Sigma were McWane’s desire not to share its margin with Sigma and the fact 

that McWane would lose the ability to leverage Domestic Fittings to benefit its other business 

lines.182 

At the June 2009 American Water Works Association (“AWWA”) industry conference, 

Star publicly announced that it would offer Domestic Fittings starting in September 2009.183  At 

the same meeting, Sigma also began telling its customers that it would supply Domestic Fittings, 

                                                 
178 CX 0081 at 004; Box, Dep. at 22; Bhutada, Dep. at 31. 
179 CX 1984 at 001 (“[M]ore important, the sentiment was in favor of buying domestic.”); CX 
0231 at 001 (“[T]he sentiment in favor of domestic production is growing and though the BA 
restrictions may eventually be struck down, there could be domestic only specs that could stay on 
longer.”); CX 1996; Bhattacharji, Dep. at 187-188 (“Q.  Was it Sigma’s belief in June of 2009 
that [Buy American] sentiment was gaining traction? A.  As far as Sigma believed, it was a fear.” 
(objections omitted)); Rona, Dep. at 70-71. 
180 CX 0083 (“[W]e may lose a portion of the market that is not restricted to domestic simply 
because McWane will demand a larger share of the business.”);  

 
 

181 CX 0908. 
182 CX 0070 at 001 (describing loss of margin as a potential drawback, and noting that Domestic 
Fittings sales could be a “foot in the door” to regain former customers); CX 1209 (describing 
need to “leverage our domestic position” to require distributors to acquire non-Domestic Fittings 
from McWane). 
183 Bhutada, Dep. at 63; Bhargava, Dep. at 48. 
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and that it would give more details of its plan shortly.184  These announcements challenged 

McWane’s comfortable monopoly position in Domestic Fittings, and threatened to deprive it of 

an ARRA-fueled windfall.   

The evidence will show that McWane developed and pursued a two-pronged strategy to 

protect its monopoly in the Domestic Fittings market from entry by Star and Sigma.  First, it 

would freeze out Star by threatening to punish any Distributor that did business with Star; and 

second, it would co-opt Sigma’s entry by supplying Sigma – on terms dictated by McWane – 

with the Fittings it needed to compete in the Domestic market. 

1. McWane’s Plan to “Block Star”  

The evidence will show that Star considered alternatives for production of Domestic 

Fittings in the United States:  

   

   

   

This approach to entry is the same approach that others had taken when entering 

the import Fittings market.188  In seeking to enter the Domestic market, Star did not face the most 

significant barriers to entry that would be faced by a potential new entrant to Fittings production 

                                                 
184 See, e.g., Rona, IH at 99-100, 105-107; Box, Dep. at 62; CX 1098; CX 0904. 

  

188 Pais, IH at 155 (import entry);  
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more generally – through its import business, it already had well established relationships with 

the major Distributors who would purchase Domestic Fittings. 

The evidence will show that McWane sought to create an insurmountable barrier to Star’s 

entry, and to exploit Star’s incremental approach to entry.  McWane’s “chief concern” upon 

hearing of Star’s intended entry into the Domestic Market was “that the domestic market gets 

creamed from a pricing standpoint just like the non-domestic market has been driven down in the 

past.”189  Even months later, McWane’s intent to eliminate Star as a meaningful competitor in 

the Domestic Fittings market was still evident – and made explicit – in related changes to 

McWane’s corporate rebate program.190    

McWane’s strategic response to “block Star”  from entering the Domestic Fittings market 

was first discussed in a presentation by Mr. Tatman.191  In discussing the “Pick their Horse” 

approach that was ultimately adopted by McWane, Mr. Tatman explained how this “Hard 

Approach” would mean McWane would not sell any Domestic Fittings to Distributors that chose 

not to be exclusive to McWane.192   McWane believed an added benefit to this approach was that 

successful exclusion of Star could help deter Sigma from following through on its plan to enter 

                                                 
189 CX 0074 at 001; see also CX 0076 at 009, 006 (expressing concern that Star would “drive 
profitability out of business,” and that “Star would not be a responsible competitor [in the 
domestic market] as long as incremental sales generate incremental margins for their business.”); 
CX 0105 at 001 (“Star has historically shown that they will just continue incremental discounting 
down to the point when they’re selling breakeven.”); Tatman, IH at 183-184 (Star “would 
normally be very, very, very aggressive with pricing”); Tatman, IH at 232-234. 
190 CX 0100 at 001 (Tatman describing a subsequent version of the domestic loyalty program as 
intended to “essentially eliminate Star as a supplier of domestic fittings.”); see also CX 0126 
(McCullough extending a loyalty rebate program to three years “to remove the opportunity for 
Star to introduce their domestic made fittings into our major national accounts”). 
191 CX 0076 at 008. 
192 Id. at 008, 010 (“Hard Approach – Full Line or No Line;” “Access to Tyler/Union’s Domestic 
product line requires exclusivity . . . .”). 

PUBLIC



 40

the Domestic Fittings market.193  Mr. Tatman concluded that if McWane could hold off Sigma 

from establishing an independent source for Domestic Fittings, leaving Star as the only Domestic 

entrant, then “the appropriate response to distribution is probably fairly hard line approach like a 

full line or no line approach.”194   

 

 McWane formally announced this policy (the “Exclusive Dealing” policy) in a 

September 22, 2009 letter to Distributors.  The letter stated that any Distributor purchasing 

Domestic Fittings from a supplier other than McWane “may forgo participation in any unpaid 

rebates for domestic fittings and accessories or shipment of their domestic fitting and accessory 

orders . . . for up to 12 weeks.”195  According to the letter, the Exclusive Dealing policy would 

                                                 
193 Id. at 008 (“[T]he only reason for [Sigma] not to pursue [Domestic entry] is if they feel 
McWane’s response will make Star’s or their programs un-successful which may cause them to 
hold off making any heavy investments.”). 
194 Id. at 001. 
195 CX 1190. The same letter announced McWane’s distribution agreement with Sigma.  
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not apply if McWane did not have the Fittings available for sale, and would not apply to any 

pipe-fitting package sales.196 

Notwithstanding the “may/or” language of the Exclusive Dealing policy, the evidence at 

trial will show that McWane’s sales team conveyed an even harsher penalty for disloyalty:  

Distributors who purchased Domestic Fittings from Star would certainly, not possibly, be 

terminated entirely.  McWane’s managers instructed sales representatives to tell Distributors that 

if they bought from Star, “We are not going to sell them our domestic . . . . Once they use Star, 

they can’t EVER buy domestic from us.”197  McWane’s own executives admitted that the market 

understood McWane’s Exclusive Dealing policy to mean that McWane “will” – not “may” – cut 

them off.198  Indeed, to the extent there was any doubt, McWane put all orders from one 

Distributor, Hajoca, “on hold” when one of the Hajoca branches bought Domestic Fittings from 

Star.199  Although McWane ultimately reinstated the individual Hajoca branches that did not buy 

from Star, Hajoca corporate still lost their rebate on Domestic Fittings.200  Contemporaneous 

documents and McWane testimony will show that Distributors believed that penalties for 

disloyalty would be severe.201   

The evidence at trial will also show that McWane’s Exclusive Dealing policy was 

effective.  Forced into an all-or-nothing choice, Distributors – despite their relationships with 

                                                 
196 Id. 
197 CX 0710 at 002; see also Pitts, IH at 76-79, 137-139. 
198 CX 0119 at 002. 
199 CX 1800. 
200 CX 1803. 
201 CX 0119 at 002 (“Although the words “may” and “or” were specifically used [in the 
September 2009 announcement], the market has interpreted the communication in the more hard 
line “will” sense.”); see also CX 0948 (characterizing McWane’s policy as a “stern ‘all or 
nothing’ message and ‘take it or leave it’ approach”); Tatman, IH at 278-279. 

PUBLIC



 42

Star – could not risk purchasing all of their needs from the new entrant with an untested supply 

chain and an incomplete product line.202  Distributors, including two of the largest national 

chains and many of Star’s largest imported Fittings customers, will testify that but for McWane’s 

Exclusive Dealing policy, they would likely have purchased more Domestic Fittings from 

Star.203  As recognized by McWane, if Star had been free to win business from the major 

national Distributors, these accounts would have offered Star a quick and efficient way to win 

large volumes of business as well as a measure of commercial validation.204   With Distributors 

reluctant to take the risk imposed by McWane’s Exclusive Dealing policy, Star has failed to 

make sufficient sales to realize cost efficiencies or justify operating a foundry of its own.205   

Put simply, the evidence will show that McWane’s Exclusive Dealing policy stunted 

Star’s growth and deprived it of the scale economies necessary to invest further, lower its costs, 

and become a more effective competitor.206  In comparison to Star’s long-standing history of 

underpricing competition to win business, McWane testified that it is no longer worried about 

                                                 
202 Gibbs, IH at 72 (Star was an unproven domestic supplier and did not have adequate breadth of 
line); Johnson, IH at 62 (Star needed to prove itself before it would move all of its business to 
Star); Thees, IH at 154, 171-173 (describing risks of giving all of its business to Star, including 
the need for breadth and depth of inventory). 
203 Webb, IH at 198-199 (HD Supply would probably purchase more from Star); Sheley, IH at 
96-97, 142 (distributor would shift the majority of its business to Star); Morrison, IH at 72-76; 
id. at 83-85 (distributor would shift a third to a half of its domestic business to Star); Thees, IH at 
160, 162-163 (Ferguson would allow local branches discretion to buy domestic from Star, and 
some of these local branches would likely have made purchases); Gibbs, IH at 55-57 (same, for 
WinWholesale); Groeniger, IH at 116-117, 118; Prescott, IH at 54-60; Johnson, IH at 57-59.   
204 Tatman, IH at 242-244; Bhutada, IH at 18, 27-29; McCutcheon, IH at 50-53. 
205 McCutcheon, IH at 171-121, 179-181. 
206 As Tatman put it, a purpose of the Exclusive Dealing policy was “to make sure that they 
[Star] don’t reach any critical market mass that will allow them to continue to invest and receive 
a profitable return.”  CX 0074 at 001. 
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Star offering low prices on Domestic Fittings.207  Indeed, McWane has been able to rely on its 

Exclusive Dealing policy rather than respond to Distributor requests for lower prices that match 

competition from Star.  McWane has increased its prices following the passage of ARRA,208 and 

it has reduced the rebates it offers for Domestic Fittings.209  This is the opposite of what 

McWane had identified as the “biggest risk” to its 2010 profitability, the “erosion of domestic 

pricing if Star emerges as a legitimate competitor.”210 

2. McWane Co-Opts Sigma as Domestic Fitting Entrant 

The evidence will show that, in response to ARRA and its Buy American provisions, 

Sigma planned to enter the Domestic Fittings market.   According to Sigma’s majority 

shareholder, Domestic sourcing was the “#1a priority.”211  Staying on the sidelines was not an 

option.212   

Sigma considered two potential avenues for Domestic entry:  (1) enter the domestic 

market using the same “virtual manufacturing” model that it used for imported Fittings; or (2) 

have McWane provide it with private label Fittings from its domestic foundries.213  Although 

McWane initially rebuffed Mr. Pais’ April 2009 request for McWane to manufacture it private 

                                                 
207 Napoli, Dep. at 71-72 (explaining that he is not concerned about Star driving down the prices 
of Domestic Fittings); see also CX 0074 (projecting McWane’s price and output in two worlds: 
one where Star acquired effective distribution (prices get “creamed”) and one where Star did 
not). 
208 Coryn, Dep. at 88-89. 
209 E.g., Webb, IH at 98-100.  

 

210 CX 0102 at 002. 
211 CX 1076 at 001. 
212 Box, Dep. at 22, 60-62; Rona, Dep. at 39-40. 
213 Pais, Dep. at 184-185; CX 0231. 
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label Fittings,214 Sigma continued to press the issue.  On June 5, 2009, McWane offered to sell 

Sigma Domestic Fittings at 5% off its published prices.215  Sigma considered the offer to be an 

insult, as it would not allow enough margin to cover operating costs.216   

In response, Sigma redoubled its domestic production efforts.217  

  

  Sigma’s SDP team visited foundries, secured offers to produce 

Domestic Fittings, and conducted a series of production trials.220  Sigma believed that it had the 

expertise and resources necessary to “develop and manufacture a competitive range of AWWA 

                                                 
214 CX 0944 at 003 (describing request); CX 0908 (informing Mr. Pais that McWane’s Fittings 
team had “decided not to sell Sigma private label product from its domestic foundries”). 
215 CX 0225 at 003. 
216 CX 1993 at 003 (Pais referring to offer as “little more than a patronizing accommodation”); 
Bhattacharji, Dep. at 182-184; Rybacki, Dep. at 175. 
217 Bhattacharji, Dep. at183-184; see also CX 0225 at 001 (“re-group and get serious to develop 
a thorough and detailed [Sigma Domestic Product] plan.”); Rybacki, Dep. at 307-308 (“SDP 
Plan”). 

 

Sigma’s new ownership and board approved of the plan and were “highly 
supportive and . . . motivated by the strategic value – of targeting the ‘domestic’ segment. CX 
0978 at 001; see also CX 0308; Pais, Dep. at 342. 
220 CX 0282; Box, Dep. at 27-28 (describing how Sigma “looked at all aspects of the processing 
steps necessary from the beginning to the end; casting, machining, transportation, finishing.”). 
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Fittings using a few quality foundries in USA,”221 and Sigma executives testified that absent an 

agreement with McWane, Sigma would have entered the domestic market.222     

The evidence will also show that McWane itself believed that Sigma planned to enter the 

Domestic market – an action made far more likely once Star announced its entry into the 

Domestic Fittings market at the June 16, 2009 AWWA conference.223  Indeed, once McWane 

executives realized Star and Sigma might enter the Domestic market, McWane negotiated with 

Sigma in earnest.  Ultimately, McWane offered to sell Domestic Fittings to Sigma at a 20% 

discount off published prices, rather than their initial offer of 5%.224  McWane viewed the 

decision of whether to supply Domestic Fittings to Sigma as “a choice of evils as having more 

domestic suppliers doesn’t really increase the size of the pie.”225  Although Mr. Tatman had 

doubts about Sigma’s ability to succeed in the Domestic Fittings market, he agreed that an 

                                                 
221 CX 0803 at 001. 
222 Pais, IH at 179-180 (“[I]f [McWane] had stuck with that initial offer [of a 5% discount] . . . 
then we certainly would have gone another – to Plan B, which is our [domestic] production.”); 
see also CX 1745 at 017 (Sigma included its “SDP” Plan in a presentation to its bank).   
223 CX 0074 at 001; CX 1179 at 002. 
224 CX 0089 at 003.  Sigma believed that McWane’s “assessment that Star and hence SIGMA 
may indeed succeed with domestic production, after all, may be prompting them to relent and 
work with us.” CX 0241 at 001; see also CX 1018 at 001 (Pais: “[T]he high profile publicity by 
Star as to their domestic plans and our own (low key) plans may have finally convinced 
[McWane] that addition of new capacity isn’t good for them or the industry . . .  It’s wait and see 
. . . one step at a time, chess play . . . .”). 
225 CX 0729 at 001.  If McWane chose not to provide Sigma with domestic Fittings, it would 
“[r]etain the full margin for Domestic product within McWane,” whereas selling Domestic 
Fittings to Sigma would “[e]liminate the probability they will secure another domestic source 
option” and “eliminate Sigma’s opposition to [ARRA] and weaken Star’s.”  CX 0067 at 003; see 
also CX 0076 at 008. 
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“insurance policy” against another Domestic Fittings entrant was best, and that it would be better 

financially for McWane to collaborate with Sigma rather than compete with it.226 

Accordingly, in September 2009, McWane and Sigma signed an OEM Distribution 

Agreement (commonly referred to as a Master Distribution Agreement, or “MDA”) for the 

supply of Domestic Fittings.  After reaching the agreement with Sigma, Mr. Tatman expressly 

admitted in a Q&A document circulated to his sales force that “the reality of the situation is that 

in the absence of the MDA with [McWane], Sigma was going to develop their own domestic 

sourcing options to the extent they could.”227 

 McWane announced the MDA to the market on September 22, 2009, in the very same 

letter that articulated the new Exclusive Dealing policy against Star.  In addition to removing 

Sigma as a competitive force, the MDA impaired competition in the Fittings market in a number 

of ways.  These provisions, and the parties’ conduct in implementing them, reveal the true 

purpose and effect of the MDA as an anticompetitive, output restricting mechanism, rather than 

an arms-length buy-sell agreement between McWane and Sigma. 

 Restrictions on Independent Entry.  The MDA expressly precluded independent 
entry in competition with McWane, requiring that, with few exceptions, 
“McWane shall be Sigma’s sole and exclusive source for Domestic Fittings.”228  
Separately, Sigma also assured McWane that it would “not seek any other sources 
either directly or through 3rd party for the production or distribution of domestic 
fittings.”229  Sigma understood that McWane would not enter the MDA without 

                                                 
226 CX 2353 at 004 (describing decision to sell Domestic Fittings to Sigma as “an insurance 
policy [against Sigma entry] and to continue to put pressure on Star.”); CX 0076 at 008 (“If they 
are truly committed to make the investment level required to be a viable competitor regardless of 
our actions, then producing for [Sigma] is probably of greater financial benefit to our business 
then having them source elsewhere.”). 
227 CX 1179 at 002. 
228 CX 1194 at 001. 
229 CX 0243 at 002. 
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such assurances.230  The MDA thus brought Sigma’s Domestic “SDP” efforts to a 
halt. 

 Restrictions on Prices.  Under the MDA, Sigma was required to sell Domestic 
Fittings at a weighted average of no less than 98% of McWane’s published 
prices.231  Sigma could not pass on the benefit of any efficiencies in its 
distribution system in the form of lower prices.  Sigma asked McWane to follow 
the same 98% rule.232  McWane understood that it could not offer Distributors 
lower “domestic numbers with our MDA with Sigma.  We need to stay 
stable . . . .”233 

 Restrictions on Rebates.  Sigma could not offer its normal volume rebates on its 
sales of Domestic Fittings, and was instead obliged to offer an 8% volume 
rebate.234   

 Policing Exclusive Dealing.  McWane announced its MDA with Sigma on the 
same day that it formalized its plan to keep Star out of Domestic as well.  The 
MDA required Sigma to enforce McWane’s Exclusive Dealing policy by refusing 
to sell domestic fittings to any distributor that purchased Domestic Fittings from 
Star.235 

                                                 
230 Bhattacharji, Dep. at 238-239. 
231 CX 1194 at 002. 
232 CX 0271. 
233 CX 0110 at 001; see also CX 0347 at 001 (Tatman: under the MDA, “Sigma (and in theory 
[McWane]) is supposed to sell within 98% of the published levels.”); CX 0106 at 002 (Jansen: 
“[W]e need to make sure all domestic is right down the line since Sigma is involved”); CX 0107 
at 001 (Jansen: “[W]e won’t move the numbers on the package due to the Sigma deal.”); CX 
0484 (Tatman referring to “pricing arrangement with Sigma”). 
234 CX 0089 at 003 (Pais noting that Sigma was “obliged to offer the same [as McWane] VR 
incentive of 8% for all customers who would purchase over $200,000/per year of domestic 
Fittings”); CX 0953 (“Please be very careful in NOT offering any VR [volume rebate] plans for 
2010 for DOM Fittings – as Tyler may reduce the VR% for 2010.  As you know, they have been 
trying to improve this area of the market pricing for a while.”). 
235 CX 1194 at 001-002; see also CX 0997 (“[I]f we do our job right, it might isolate Star and 
make them suffer with their investment even more, because they may not be able to gain 
credibility.”); CX 1801 (“Sigma confirms we are clear about Hajoca.”); CX 1746 
(“Remember . . . if customers are buying from Star . . . we cannot sell them domestic any 
more.”).  Sigma announced to its customers that it was enforcing the McWane Exclusive Dealing 
policy.  CX 0803 at 002. 
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 Restrictions on Lobbying.  The MDA also required Sigma to stop working against 
Buy American laws.236 

The MDA also softened competition generally.  Sigma hoped that the MDA would 

“stabilize the market.”237  After signing the MDA, McWane raised Domestic Fittings prices in 

December 2009.238  Sigma was required to follow suit for Domestic Fittings, but also raised 

prices on imported Fittings.239  A Sigma salesman was hesitant to discount even imported 

Fittings “due to the trust agreement we have with [McWane].”240  Additionally, having 

implemented its plan to keep Sigma and Star out of the market, McWane was unable to keep up 

with demand for Domestic Fittings.241 

III. LEGAL ANALYSIS 

The Administrative Complaint alleges seven counts.  Four counts allege that McWane 

restrained price competition in violation of Section One of the Sherman Act and Section Five of 

the FTC Act by unlawfully engaging in: i) a price-fixing agreement (Count One): ii) invitations 

to collude (Count Three); iii) an unlawful information exchange through the trade association, 

DIFRA (Count Two); and iv) an agreement to purposefully eliminate a potential competitor from 

the Domestic Fittings market (Count Four).  Three counts allege that McWane unlawfully 

monopolized, attempted to monopolize, and conspired to monopolize the Domestic Fittings 

                                                 
236 CX 1194 at 004; see also CX 1000; CX 0935; Bhattacharji, Dep. 243-246 (“Q.  But at the 
bigger level of government Buy America provisions, you no longer tried to change those rules? 
A. That’s what we had signed, so no.”). 
237 CX 0997 at 003. 
238 CX 1519. 
239 CX 1852. 
240 CX 1514. 
241 CX 1521 at 001 (during the MDA, McWane was “backed up in EVERYTHING including 4”-
24” A items”); see also CX 1853, CX 1460. 
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market in violation of Section Two of the Sherman Act by implementing an unlawful Exclusive 

Dealing policy (Counts Five through Seven).242  

Part A will discuss the relevant standards of review and burdens of proof.  Part B will 

then discuss the admissibility of co-conspirator statements.  Finally, Part C will discuss market 

definition, and the elements and relevant caselaw for assessing each count alleged in the 

Complaint.   

A. Standard of Review and Burden of Proof 

Conduct unreasonably restrains trade when it has, or is likely to have, a substantial 

anticompetitive effect in the market, such as stabilizing or increasing prices, reducing output, 

reducing quality or reducing consumer choice.243  The evaluation of whether a particular 

horizontal restraint unreasonably restrains trade “takes place along an analytical continuum in 

which a challenged practice is examined in the detail necessary to understand its competitive 

effect.”244 

At one end of the continuum, certain restraints, including naked price-fixing agreements 

and market allocation agreements, are conclusively deemed harmful to competition and are per 

se illegal.245  Thus, once a court finds that a firm has engaged in the per se illegal conduct, it is 

                                                 
242 The FTC Act encompasses Section 1 and 2 of the Sherman Act, and is also broader to capture 
more conduct, including invitations to collude.  Opinion of the Commission (In Camera), In re 
McWane, Inc. (Aug. 9, 2012) (F.T.C. Docket No. 9351) (hereinafter “SJ Decision”) at 20-21; see 
also Fed. Trade Comm’n v. Motion Picture Adver. Serv. Co., 344 U.S. 392 (1953). 
243 See, e.g., Standard Oil Co. v. United States, 283 U.S. 163, 179 (1931); Hahn v. Oregon 
Physicians’ Serv., 868 F.2d 1022, 1026 (9th Cir. 1988).   
244 In re Polygram Holding, Inc., 136 F.T.C. 310, 336 (2003) (hereinafter Polygram I) , aff'd, 
Polygram Holding, Inc. v. Fed. Trade Comm’n, 416 F.3d 29 (D.C. Cir. 2005) (hereinafter 
Polygram II). 
245 United States v. Socony-Vacuum Oil Co., 310 U.S. 150, 223-224 (1940) (price fixing); 
Palmer v. BRG of Georgia, Inc., 498 U.S. 46, 49-50 (1990) (market allocation). 
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summarily condemned without any need to show that the agreement was effective.246  Firms are 

also not afforded the opportunity to argue that the conduct had any procompetitive 

efficiencies.247 

Restraints that bear a “close family resemblance” to “another practice that already stands 

convicted in the court of consumer welfare” are presumed to harm competition.248  Thus, if 

“based upon economic learning and the experience of the market, it is obvious that a restraint of 

trade likely impairs competition,” the restraint will be “inherently suspect” and subject to an 

abbreviated rule of reason analysis.249  Concerted action that is “inherently suspect owing to its 

likely tendency to suppress competition” may be condemned without proof of market power or 

effects.250  A fuller market analysis will only be necessary if the respondent can show that the 

challenged conduct had cognizable and plausible precompetitive justifications, such as 

increasing output, or improving product quality, service or innovation.251  A justification is 

cognizable if it is compatible with the goal of the antitrust laws to further competition, and it is 

                                                 
246 N. Pac. Ry. Co. v. United States, 356 U.S. 1, 5 (1958) (“This principle of per se 
unreasonableness . . . avoids the necessity for an incredibly complicated and prolonged economic 
investigation into the entire history of the industry involved, as well as related industries in an 
effort to determine at large whether a particular restraint has been unreasonable.”). 
247 In re N. Tex. Specialty Physicians, 140 F.T.C. 715, 729 (F.T.C. 2005) (explaining that 
“[p]arties cannot defend otherwise per se illegal conduct on the ground, for example . . . that 
prices have been set at ‘reasonable’ levels or that coordination is necessary for survival in times 
of distress.”).  
248 Polygram II, 416 F.3d at 37.   
249 Id. at 36 (condemning a joint venture’s moratorium on discounting and advertising for 
products outside of the venture under an abbreviated rule of reason analysis); see also Mass. Bd. 
of Registration in Optometry, 110 F.T.C. 549, 607 (F.T.C. 1988) (condemning a licensing 
board’s ban on advertising discounts by optometrists). 
250 Polygram I, 136 F.T.C. 310, 350-52, 359 (rejecting efficiencies “as a matter of law because 
they go far beyond the range of justifications that are cognizable under the antitrust laws”).  
251 Id. at 352. 
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plausible if it will “plausibly create or improve competition” and “cannot be rejected without 

extensive factual inquiry.”252  If the respondent can make such a showing, a more plenary 

analysis will be undertaken.   

At the opposite end of the spectrum, a full blown rule of reason analysis is appropriate 

when the competitive effects of a challenged practice are unknown. 253  Likely competitive 

effects can be proven through two alternative means: evidence of market power and the nature of 

the restraint; or by evidence of the actual effects of the restraint.254  Competitive harm, once 

proven, is then weighed against any proven plausible and cognizable precompetitive 

efficiencies.255  The challenged policies must also be reasonably necessary – and no broader than 

necessary – to achieving the alleged efficiencies.256  Even with a showing of plausible and 

cognizable efficiencies, the court may still condemn restraints without “the fullest market 

analysis,” so long as the evidence results in a “confident conclusion about the principal 

tendency” of the concerted action.257 

Complaint Counsel bears the initial burden of establishing a prima facie case of 

competitive harm.  Once it has done so, the burden shifts to Respondent, who bears the burden of 

                                                 
252 Id. at 347. 
253 E.g., Realcomp II, Ltd., Dkt. No. 9320, slip op. at 19-20 (FTC 2009). 
254 Id. 
255 United States v. Microsoft Corp., 253 F.3d 34, 59 (D.C. Cir. 2001). 
256 See, e.g., Nat’l Collegiate Athletic Ass’n v. Bd. of Regents, 468 U.S. 85, 119 (1984); 
Polygram I, 136 F.T.C. at 335, 359; Law v. Nat’l Collegiate Athletic Ass’n, 134 F.3d 1010, 1019 
(10th Cir. 1998); In re Brunswick Corp., 94 F.T.C. 1174, 1275 (F.T.C. 1979). 
257 Cal. Dental Ass’n v. FTC, 526 U.S. 756, 779-81 (1999) (discussing how level of antitrust 
scrutiny is based on a continuum). 
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proving that this harm is outweighed by cognizable and plausible procompetitive efficiencies, if 

any.258 

B. Co-Conspirator Statements Are Admissible 

Statements made by Sigma and Star in furtherance of the conspiracy to fix prices, 

including in furtherance of the DIFRA information exchange, are admissible under Rules 

3.43(b).  Rule 802(d)(E) of the Federal Rules of Evidence is informative.  F.R.E. 801(d)(2)(E) 

allows admission of statements by a co-conspirator if those statements are “made by the party’s 

coconspirator during and in furtherance of the conspiracy.”  Statements by Sigma and Star will 

be admissible provided a preponderance of the evidence demonstrates that their statements were 

made during the formation of, or during the existence of, a conspiracy.259  

A conspiracy, for purposes of admissibility under FRE 801(d)(2)(E), is defined simply as 

the respondent and the declarants sharing a common goal.260  There is no requirement for the 

                                                 
258 Note that this does not apply to per se illegal claims, in which cases Respondent is not offered 
the opportunity to present any efficiencies for per se illegal conduct. 
259 See Bourjaily v. United States, 483 U.S. 171, 175-76 (1987); Smith v. Bray, 681 F.3d 888, 904 
(7th Cir. 2012); United States v. Tombrello, 666 F.2d 485, 491 (11th Cir. 1982) (holding that 
statements made by declarants before the party joins a conspiracy are admissible against that 
party); WEINSTEIN’S FEDERAL EVIDENCE § 801.34[4][a] (2012) (explaining that statements are 
admissible if made while the plan was in existence and before its complete execution or other 
termination.). Additionally, where, as here, Complaint Counsel alleges multiple price fixing 
conspiracy periods, declarant statements from the first conspiracy are also “during” the later 
conspiracy.  See United States v. Elashyi, 554 F.3d 480, 503 (5th Cir. 2008) (upholding the use 
of declarants’ affidavits regarding a first conspiracy to falsify computer export documents as 
evidence of the defendant’s participation in a later, similar scheme). 
260 See United States v. Weisz, 718 F.2d 413, 433 (D.C. Cir. 1983) (affirming that statements of 
participants “acting in concert toward a common goal” are admissible, even if the goal is lawful, 
under 801(d)(2)(E)); NOTES ON COMMITTEE ON JUDICIARY, S. REP. NO. 93-1277 (explaining that 
recent revision to F.R.E. 801(d)(2)(E) is meant to “carry forward [this] universally accepted 
doctrine that a joint venturer is considered as a coconspirator for the purposes of this rule even 
though no conspiracy has been charged.”). 
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common goal to be an unlawful act,261 or for the actors to be formally organized.262  Importantly, 

this Court may consider the proffered co-conspirators statements themselves, along with other 

hearsay and non-hearsay evidence, when determining whether a conspiracy existed between 

McWane, Sigma, and Star.263 

A statement is “in furtherance” of a conspiracy if the declarant’s intent was to promote 

the goals of the conspiracy through the statement.  Courts have recognized that “foster[ing] trust 

and cohesiveness,” providing assurances or information, are all acts in furtherance of a 

conspiracy.264  Moreover, whether the declarant intended to further the conspiracy is the key 

question, not whether the declarant was successful in doing so.265   

Statements by Sigma and Star are admissible here under these standards.  McWane, 

Sigma, and Star shared a formal and informal goal to stabilize prices, both as members of the 

DIFRA information exchange, and as participants in a conspiracy to fix prices.  Sigma’s and 

Star’s statements before and during both DIFRA and the price fixing conspiracy themselves 

evidence a desire to further mutual goals, including fostering “very trusting relationship[s].”266  

As informed by F.R.E. 801(d)(2)(E), therefore, Sigma’s and Star’s statements in furtherance of 

                                                 
261 See supra note 250. 
262 Smith v. Bray, 681 F.3d at 904-05 (applying F.R.E. 801(d)(2)(E) to two employees who 
conspired to get a third employee fired).   
263 See Bourjaily, 483 U.S. at 177-81. 
264 See United States v. Orena, 32 F.3d 704, 713 (2d Cir. 1994) (finding that statements fostering 
trust are acts in furtherance of a conspiracy); United States v. Rivera, 22 F.3d 430, 436 (2d Cir. 
1994) (including assurances and information among acts in furtherance of a conspiracy).   
265 United States v. Beech-Nut Nutrition Corp., 871 F.2d 1181, 1199 (2d Cir. 1989) (stating that 
“[t]he principal question in the ‘in furtherance’ issue is whether the statement promoted, or was 
intended to promote, the goals of the conspiracy.”); see United States v. Reyes, 798 F.2d 380, 
384 (10th Cir. 1986) (clarifying that the co-conspirator statement need not actually further a 
conspiracy to be admissible). 
266 See supra Part II discussing the factual bases of the challenged conduct. 
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either the conspiracy to fix prices, or of the DIFRA information exchange, are admissible under 

Rule 3.43(b) and 3.43(e). 

C. McWane Violated Section Five of the FTC Act 

1. Market Definition 

A relevant market is comprised of a relevant product market and a relevant geographic 

market.267  This case involves two antitrust product markets: (1) Fittings and (2) Domestic 

Fittings sold for use in projects with Domestic-only specifications.  In both cases the geographic 

scope of the markets is nationwide, extending to all products sold for use in the United States. 

Courts determine relevant product market by evaluating “the reasonable 

interchangeability of use or the cross-elasticity of demand between the product itself and 

substitutes for it.”268  To make this determination, a court may look to “such practical indicia as 

industry or public recognition of the submarket as a separate economic entity, the product’s 

peculiar characteristics and uses, unique production facilities, distinct customers, distinct prices, 

sensitivity to price changes, and specialized vendors.”269  Other relevant considerations include 

whether a company considers other products when making its pricing determinations,270 and any 

regulations that may limit the ability of end users to use substitute products.271 

                                                 
267 Brown Shoe Co. v. United States, 370 U.S. 294, 324 (1962). 
268 Brown Shoe, 370 U.S. at 325; United States v. E.I. du Pont de Nemours & Co., 351 U.S. 377, 
391 (1956); see also U.S. Dep’t of Justice and Fed. Trade Comm’n, Horizontal Merger 
Guidelines § 4 (2010) (Market Definition) (hereinafter “2010 Guidelines”). 
269 Brown Shoe, 370 U.S. at 325. 
270 See; Fed. Trade Comm’n v. Swedish Match, 131 F. Supp. 2d 151, 164 (D.D.C. 2000); Fed. 
Trade Comm’n v. Staples, Inc., 970 F. Supp. 1066, 1079-1080 (D.D.C. 1997); cf. Beatrice Foods 
Co. v. Fed. Trade Comm’n., 540 F.2d 303, 309 (7th Cir. 1976) (excluding items from the product 
market when manufacturers did not consider them when setting their prices).  
271 See PHILLIP E. AREEDA & HERBERT HOVENKAMP, ANTITRUST LAW (hereinafter “AREEDA & 

HOVENKAMP”) ¶ 572b; 2010 Guidelines § 4.2.2 (example 15, describing where “[c]ustomers in 
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Here, the fact and expert testimony at trial will show that Fittings constitute a relevant 

antitrust market because, as described above, there are no reasonably interchangeable substitutes 

for Fittings for use in high-pressure waterworks applications.  As McWane concedes, there are 

“no widely used substitutes” for Fittings.272   There are also no other potential substitutes that 

constrain the price of Fittings.273  Accordingly, Fittings represent an appropriate product 

market.274 

The evidence will also show Domestic Fittings for use in projects with Domestic-only 

specifications constitute a second relevant product market.275  Imported Fittings, while 

functionally interchangeable with Domestic Fittings, are, by definition, not a substitute for 

Domestic Fittings for waterworks projects with a Domestic-only Specification.  This is 

especially true for where that specification is mandated by a local, state, or federal law such as 

ARRA. 

As Dr. Schumann, Complaint Counsel’s economic expert, will explain, the distinct nature 

of the Domestic Fittings market is further underscored by the fact that price discrimination 

occurs between “Open Specification” and Domestic-only projects.  Domestic Fitting prices are 

substantially higher, and sales of Domestic Fittings are subject to fewer discounts in the form of 

                                                                                                                                                             
the United States must use products approved by U.S. regulators . . . . The relevant product 
market consists of products approved by U.S. regulators”).   
272 McWane Answer ¶ 23. 
273See supra notes 1-11 and accompanying text. 
274 See CX 2260 at 012-013 (Schumann Rep. at 10-11 ¶¶ 21-23).  Also, as Dr. Schumann 
observes, one could theoretically define a product market at the level of an individual size and 
shape of Fitting, but “the competitive analysis of the business practices at issue in this matter will 
be identical for each size and shape of fitting of 24 inches or less,” so all Fittings may be treated 
as part of a single market.  Id. at 014-015 (Schumann Rep. at 12-13 ¶¶ 24-27). 
275 See id. at 017-018 (Schumann Rep. at 15-16 ¶¶ 31-33). 

PUBLIC



 56

rebates and other incentives.276  McWane concedes that “sales of domestic [Fittings] sold for use 

in jobs specified as domestic only are generally sold at prices higher than imported [Fittings] or 

domestic [fittings] sold for use in projects not specified as domestic only.”277  The separate 

Domestic Fittings market is also widely recognized by industry participants.  Contemporaneous 

documents, as well as testimony from McWane,278 Sigma,279 Star,280 and Distributors,281 

frequently refer to the “Domestic Market” for Fittings. 

The evidence will show that the theoretical availability of waivers or exemptions under 

ARRA “Buy American” requirements did not, as a practical matter, change this market analysis 

or otherwise convert imported Fittings into a viable substitute for Domestic Fittings.  The fact 

that imported fittings are not a substitute for Domestic Fittings market will be further established 

by Sigma’s and Star’s substantial efforts to enter the Domestic market through production or 

procurement after the passage of ARRA.282  Indeed, McWane has repeatedly admitted that it has 

“no first-hand knowledge” of Imported Fittings being sold for use on any ARRA funded 

projects.283 

                                                 
276 See supra note 29, and accompanying text (describing price differential between Open 
Specification and Domestic Fittings). 
277 McWane Answer ¶ 20. 
278 E.g., CX 0074; CX 2355 (referring to “domestic market”); Tatman, Dep. at 289 (“Sigma 
would have tried to enter the domestic market on their own.”). 
279 E.g., Box, Dep. at 22; Bhattacharji, Dep. at 136-138; Rona, IH at 22-23; Pais, IH at 185-186. 
280 E.g., Bhargava, Dep. at 10-11; Bhutada, IH at 64-67 (“One thing is market.  McWane has the 
dominance in the domestic marketplace”); McCutcheon, IH (Vol. 1) at 174. 
281 Johnson, IH at 51-52; Morrison, IH at 91-93; Thees, IH at 213; Webb, IH at 182-183. 
282 See supra notes 177-84, 211-22, and accompanying text.   
283 McWane RFA Response No. 3 (“McWane has no first hand knowledge of a sale pursuant to a 
Public Interest Waiver”); McWane RFA Response No. 5 (“McWane admits it has no first-hand 
knowledge of a grant of the de minimis waiver”); McWane RFA Response No. 6 (“McWane 
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A relevant geographic market is the “area of effective competition . . . in which the seller 

operates, and to which the purchaser can practicably turn for supplies.”284  Fittings suppliers 

ship their products nationally from multiple locations (including in the case of non-Domestic 

Fittings, from India and China), and local distributors can substitute the Fittings of one 

manufacturer for those of another in virtually any locality in the country.285  Accordingly, the 

relevant geographic markets are national in scope, encompassing all products sold for use in the 

United States. 

2. McWane Orchestrated a Conspiracy with its Competitors to Restrain 
Price Competition by Limiting Project Pricing (Count One) 

 The First Violation in the Complaint alleges that McWane violated Section One of the 

Sherman Act when it participated in a per se unlawful price fixing conspiracy with Sigma and 

Star by agreeing to restrain price competition.  Specifically, the Complaint alleges that McWane 

unlawfully agreed with its rivals to curtail Project Pricing and to exchange sales information with 

the common understanding, purpose and expectation that, in return, McWane would raise 

published prices.  McWane also entered into an illegal price fixing agreement when it exchanged 

assurances with Star about its future prices.  Any “agreement that [interferes] with the setting of 

price by free market forces is illegal on its face.”286  There is no requirement that the conspirators 

                                                                                                                                                             
admits it has no first-hand knowledge of any sales of Imported Relevant Product Manufactured 
in Mexico or Canada for use in any ARRA Waterworks Project”). 
284 United States v. Philadelphia Nat’l Bank, 374 U.S. 321, 359 (1963). 
285 CX 2260 at 019 (Schumann Rep. at 17). 
286 Nat’l Soc’y of Prof’l Eng’rs v. United States, 435 U.S. 679, 692 (1978) (internal quotations 
omitted) (quoting United States v. Socony-Vacuum Oil Co., 310 U.S. 150, 226 n.59 (1940), and 
United States v. Container Corp. of Am., 393 U.S. 333, 337 (1969), and noting that agreement 
not to quote prices until after contract is awarded “is not price fixing as such, [but] no elaborate 
industry analysis is required to demonstrate the anticompetitive character of such an 
agreement.”); see United States v. Beaver, 515 F.3d 730, 737 n.3 (7th Cir. 2008) (holding net-
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have the ability to achieve their unlawful ends or take any overt acts in furtherance of the 

conspiracy.287   

Because a price-fixing agreement is per se illegal, the only question at trial will be whether 

Respondent entered into such an agreement.288   

An agreement is established when two or more distinct entities share “a unity of purpose 

or a common design and understanding, or a meeting of the minds,”289  or in other words, shared 

a “conscious commitment to a common scheme designed to achieve an unlawful object.” 290  

Concerted action can also be thought to involve a mutual exchange of assurances to adhere to a 

common course of action.291  The exchange of assurances proscribed by the antitrust laws need 

                                                                                                                                                             
price-discount per se illegal); see also In re Northwest Airlines Corp. Antitrust Litig., 208 F.R.D. 
174, 199 (E.D. Mich. 2002) (explaining that “an agreement need not dictate every conceivable 
aspect of each conspirator’s behavior in order to violate § 1.”). 
287 Socony-Vacuum Oil Co., 310 U.S. at 224-25 n.59; see United States v. Trenton Potteries Co., 
273 U.S. 392, 402 (1927); Nash v. United States, 229 U.S. 373, 378 (1913). 
288 Nat’l Soc’y. of Prof’l Eng’rs, 435 U.S. at 692 (“[A]greements whose nature and necessary 
effect are so plainly anticompetitive that no elaborate study of the industry is needed to establish 
their illegality . . . are ‘illegal per se.’”).  SJ Decision at 7 (“Accordingly, to establish a horizontal 
price-fixing scheme, a plaintiff need only demonstrate the existence of an agreement, 
combination or conspiracy among actual competitors with the purpose or effect of “raising, 
depressing, fixing, pegging or stabilizing the price of a commodity.) (citing Socony-Vacuum Oil 
Co., 310 U.S. at 223-24). 
289 Copperweld Corp. v. Independence Tube Corp., 467 U.S. 752, 771 (1984).  Courts use the 
shorthand phrase “concerted action” to refer to any form of activity meeting the Section 1 
“contract . . . combination or conspiracy” requirement.  In re Baby Food Antitrust Litig., 166 
F.3d 112, 117 n.3 (3d Cir. 1999); Monsanto Co. v. Spray-Rite Serv. Corp., 465 U.S. 752, 768 
(1984). 
290 Monsanto Co. v. Spray-Rite Serv. Corp., 465 U.S. at 768; see also Copperweld Corp., 467 
U.S. at 771 (Concerted action is established where two or more distinct entities share “a unity of 
purpose, or a common design and understanding, or a meeting of the minds.”). 
291 In re Flat Glass Litig., 385 F.3d 350, 361 (3d Cir. 2004) (“The most important evidence will 
generally be non-economic evidence that there was an actual, manifest agreement not to 
compete.  That evidence may involve customary indications of traditional conspiracy, or proof 
that the defendants got together and exchanged assurances of common action or otherwise 
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not be explicit, as in “I promise to do X provided that you promise to do Y.”  Reciprocal 

assurances may be communicated by vague words and even by conduct.292  As the Seventh 

Circuit has noted, the law of conspiracy “has some obligation to keep up with the ingenuity and 

subtlety of sophisticated businessmen.”293   

Agreement may be shown through direct or circumstantial evidence, or a combination of 

the two.294  Evidence that tends to exclude the “possibility of independent action” supports a 

finding of concerted action.295  Further,  

[i]n antitrust conspiracy cases, plaintiffs should be given the full 
benefit of their proof without tightly compartmentalizing the 
various factual components and wiping the slate clean after 
scrutiny of each.  The character and effect of a conspiracy are not 
to be judged by dismembering it and viewing its separate parts, but 
only by looking at it as a whole.”296 

 
 Direct evidence of an agreement need not be a signed contract or admission by one of the 

conspirators.  Consistent with contracts law, acceptance by performance has long been 

recognized as forming the basis for an illegal Section 1 conspiracy.  For example, the plaintiff 

dealer in Isaksen v. Vermont Castings, Inc. alleged an (at the time) per se unlawful vertical price 

                                                                                                                                                             
adopted a common plan even though no meetings, conversations, or exchanged documents are 
shown.”) (internal quotations omitted) (quoting AREEDA & HOVENKAMP ¶ 1434b); see also 
William E. Kovacic, The Identification and Proof of Horizontal Agreements Under the Antitrust 
Laws, 38 ANTITRUST BULL. 5, 37-38 (1993). 
292 United States v. Gen. Motors Corp., 384 U.S. 127, 142-43 (1966) (“[I]t has long been settled 
that explicit agreement is not a necessary part of a Sherman Act conspiracy.”); see Isaksen v. Vt. 
Castings, Inc., 825 F.2d 1158, 1164 (7th Cir. 1987); AREEDA & HOVENKAMP ¶¶ 1404, 1410c.  
293 United States v. Consol. Packaging Corp., 575 F.2d 117, 126 (7th Cir. 1978). 
294 W. Penn Allegheny Health Sys., Inc. v. UPMC, 627 F.3d 85, 99 (3d Cir. 2010). 
295 See Matsushita Elec. Indus. Co. v. Zenith Radio Corp., 475 U.S. 574, 588 (1986).   
296 In re High-Tech Emple. Antitrust Litig., 2012-1 Trade Cas. (CCH) P77,866 at *33-34 
(internal quotations omitted) (quoting Continental Ore Co. v. Union Carbide & Carbon Corp., 
370 U.S. 690, 699 (1962)). 
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fixing agreement between himself and his supplier.297  The defendant supplier denied that there 

was a conspiracy because the dealer had had never voiced his assent to the supplier’s alleged 

coercion to raise prices.298  The Seventh Circuit rejected this argument, holding that if a would-

be price fixer proposes a conspiracy and the co-conspirator “merely grunts, but complies,” a 

conspiracy has been formed because the agreement to a common course of action may “be 

implicit, or signified by conduct in lieu of promissory language.”299 

Because it is unlikely “that a formal signed-and-sealed contract or written resolution 

would conceivably be adopted at a meeting of price-fixing conspirators in this day and age ... it is 

well recognized law that any conspiracy can ordinarily only be proved by inferences drawn from 

relevant and competent circumstantial evidence.”300  Thus, an antitrust conspiracy may be 

established through circumstantial evidence alone.301  Significantly, this means that liability may 

                                                 
297 Isaksen, 825 F.2d at 1161-62. 
298 Id. at 1164. 
299 Id.; see also United States v. Parke, Davis & Co., 362 U.S. 29, 43 (1960). “Wholesalers 
‘accepted Soft-Lite’s proffer of a plan of distribution by cooperating in prices, limitation of sales 
to and approval of retail licensees.  That is sufficient . . . . Whether this conspiracy and 
combination was achieved by agreement or by acquiescence of the wholesalers coupled with 
assistance in effectuating its purpose is immaterial.” Id. (quoting United States v. Bausch & 
Lomb Optical Co., 321 U.S. 707, 723 (1944)); Interstate Circuit, Inc. v. United States, 306 U.S. 
208, 227 (1939) (“It is elementary that an unlawful conspiracy may be and often is formed 
without simultaneous action or agreement on the part of the conspirators.  Acceptance by 
competitors, without previous agreement, of an invitation to participate in a plan, the necessary 
consequence of which, if carried out, is restraint of interstate commerce, is sufficient to establish 
an unlawful conspiracy under the Sherman Act.” (internal citations omitted)).   
300 ESCO Corp. v. United States, 340 F.2d 1000, 1006-1007 (9th Cir. 1965); see also W. Penn 
Allegheny Health Sys., Inc., 627 F.3d at 99. 
301 In re Coordinated Pretrial Proceedings in Petroleum Prods. Antitrust Litig., 906 F.2d 432, 
439 (9th Cir. 1990). 
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be established without a confession from any of the alleged conspirators.302  Moreover, in 

assessing the existence of an agreement, it is important to distinguish “between the existence of a 

conspiracy and its efficacy.”303  Evidence that Suppliers cheated on their agreement by 

occasionally continuing to offer Project Pricing does not mean there was no agreement in the 

first place.304 

Although probative evidence of an agreement, parallel pricing behavior cannot by itself 

establish an agreement.305  To find liability, additional circumstances or “plus factors” must 

support the inference of conspiracy – i.e. that tend to exclude the possibility of independent 

action.306 

Here, the evidence will show that McWane, Sigma and Star engaged in parallel pricing 

behavior, including Star and Sigma matching McWane’s January and June 2008 price increases, 

                                                 
302 See In re High Fructose Corn Syrup Antitrust Litig., 295 F.3d 651, 662 (7th Cir. 2002) 
(noting that “most [conspiracy] cases are constructed out of a tissue of such [ambiguous] 
statements and other circumstantial evidence, since an outright confession will ordinarily obviate 
the need for a trial.”); see also SJ Decision at 7 (citing AREEDA & HOVENKAMP ¶1410c (an 
agreement “can exist without any documentary trail and without any admission by the 
participants”)).   
303 See High Fructose Corn Syrup, 295 F.3d at 656. 
304 SJ Decision at 18 (“The fact that not all of the claimed conspirators complied fully with the 
conspiracy does not mean that there is no conspiracy.”) 
305 SJ Decision at 8; see also Baby Food Antitrust Litig., 166 F.3d at 122 (noting that when 
competitors act individually, but in a parallel manner, “this may provide probative evidence of 
the existence of an understanding by competitors to fix prices,” but is insufficient alone to prove 
a conspiracy). 
306 City of Tuscaloosa v. Harcros Chems., Inc., 158 F.3d 548, 571 n.35 (11th Cir. 1998); see also 
Northwest Airlines Corp., 208 F.R.D. at 199 (“The necessary plus factors can include [1] actions 
contrary to a defendant’s economic self-interest, [2] product uniformity, [3] exchange of price 
information and opportunity to meet, and [4] a common motive to conspire or a large number of 
communications.”(internal quotations omitted) (citing Wallace v. Bank of Bartlett, 55 F.3d 1166, 
1168 (6th Cir. 1995)). 
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as well as all three firms centralizing pricing authority and curtailing Project Pricing.307  As 

discussed below, the existence of plus factors transforms McWane’s pricing actions from mere 

oligopoly interdependence to an unlawful agreement to restrain price competition. 

Motive to Conspire and Industry Structure Susceptible to Collusion.  Evidence of “an 

industry structure that facilitates collusion constitutes supporting evidence of collusion.”308  As 

previously discussed, and fully outlined in Dr. Schumann’s expert report, the Fittings industry is 

susceptible to coordination because it is highly concentrated, with homogeneous products, and 

inelastic demand.  There is also a high degree of transparency for published prices (list price and 

multipliers) and recognized price interdependence.  Moreover, when input prices were increasing 

in early 2008, McWane, Sigma and Star had a motive to conspire.309   

Plan to Restrain Competition.  An alleged conspirator’s plan to form a conspiracy 

constitutes powerful circumstantial evidence that the conspiracy was formed.  For example, in In 

re Sulfuric Acid Antitrust Litigation, the plaintiffs alleged that sulfuric acid manufacturers 

conspired to curtail production at their respective facilities. 310  In denying defendants’ summary 

judgment motion, the court found defendants’ written plan for inducing its competitors to reduce 

output was the “most damaging” evidence “tending to exclude the possibility of independent 

action.”311  Further supporting the inference of conspiracy was “compliance with this plan on the 

                                                 
307 See supra notes 78-105, 114-138, and accompanying text.   
308 In re Text Messaging Antitrust Litig., 630 F.3d 622, 627-28 (7th Cir. 2010). 
309 See id.; Flat Glass Litig., 385 F.3d at 360 (“[E]vidence that the defendant had a motive to 
enter into a price fixing conspiracy” is a plus factor.). 
310 In re Sulfuric Acid Antitrust Litig., 743 F. Supp. 2d 827, 835. (N.D. Ill. 2010). 
311 Id. at 858. 
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part of” other competitors.312   Likewise here, the evidence will show that McWane’s executive 

in charge of the Fittings business, Rick Tatman, created a plan for “stability and rational pricing” 

and implemented this Plan.313   

Price-related Communications.  Inter-firm communications on the subject of the alleged 

price-fixing conspiracy is an important plus factor.314  Complaints about a competitor’s 

“cheating” can also be considered admissions of a pre-existing agreement.315  Here, the evidence 

will show direct price communications among McWane, Sigma and Star, including the parties’ 

complaints to each other about cheating.316  For example, an internal Star document refers to 

Sigma as “cheating on the fitting deal”317  – language which presupposes a deal or commitment 

to forbear from competing.318  Mr. Tatman’s statement to Sigma’s Mr. Rona that he was “upset” 

by Sigma’s and Star’s Project Pricing is also suggestive of an agreement or understanding that 

there would be no Project Pricing.  These acknowledgments of conspiracy, explicit and implicit, 

are evidence of that deal or conscious commitment.319  When there is evidence of some direct 

                                                 
312 Id; see also In re Linerboard Antitrust Litig., 504 F. Supp. 2d 38, 59 (E.D. Pa. 2007) (noting 
that other “evidence is contextualized” when defendant’s internal documents reflect the “search 
for ‘a strategy to help this highly rational behavior [reducing inventory] become contagious in 
this industry.’”). 
313 See supra notes 64-71, and accompanying text.  
314 See, e.g., Apex Oil Co. v. DiMauro, 822 F.2d 246, 253-54 (2d Cir. 1987); Gainesville Utils. 
Dep’t v. Fla. Power & Light Co., 573 F.2d 292, 301 (5th Cir. 1978). 
315 Beaver, 515 F.3d at 738-739 (citation omitted). 
316 See supra notes 98-99, 101-103, and accompanying text. 
317 See supra note 142, and accompanying text; CCS ¶ 86.   
318 See supra notes 143-149, and accompanying text; CCS ¶¶ 86-90. 
319 High Fructose Corn Syrup, 295 F.3d at 661-62; see also Re/Max Int'l, Inc. v. Realty One, Inc., 
173 F.3d 995, 1009-10 (6th Cir. 1999). 
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communications, the Court may infer that there were other, undocumented conversations as 

well.320   

Actions Contrary to the Actor’s Unilateral Self-interest.  Actions contrary to the 

defendant’s independent self-interest is another significant plus factor from which the finder of 

fact may infer a conspiracy.321  Here, the evidence will show that it was against the co-

conspirators’ self-interest to unilaterally abandon Project Pricing unless their competitors did as 

well, and to share their sales data in the DIFRA information exchange.322  Allowing one’s 

competitors to detect their loss of share is against the interest of a firm otherwise competing 

independently.323     

                                                 
320 See Petroleum Prods., 906 F.2d at 454 n.18 (evidence of direct competitor contacts permits 
inference of other similar contacts). 
321 See, e.g., Flat Glass Litig., 385 F.3d at 360-61 (“Evidence that the defendant acted contrary to 
its interests means evidence of conduct that would be irrational assuming that the defendant 
operated in a competitive market.  In a competitive industry, for example, a firm would cut its 
price with the hope of increasing its market share if its competitors were setting prices above 
marginal costs.”); Williamson Oil Co. v. Philip Morris USA, 346 F.3d 1287, 1310 (11th Cir. 
2003) (“It is firmly established that actions that are contrary to an actor’s economic interest 
constitute a plus factor.”); Merck-Medco Managed Care, LLC v. Rite Aid Corp., 1992-2 Trade 
Cas. ¶ 72,640, 1999 U.S. App. LEXIS 21487, *26 (4th Cir. 1999) (“Evidence of acts contrary to 
an alleged conspirator’s economic interest is perhaps the strongest plus factor indicative of a 
conspiracy.”);  Re/Max Int’l, 173 F.3d at 1009 (“Ordinarily, an affirmative answer to the first of 
these factors [actions against interest] will consistently tend to exclude the likelihood of 
independent conduct.”); Harcros Chems., 158 F.3d at 572 (actions against interest one 
“prominent” plus factor); Cayman Exploration Corp. v. United Gas Pipe Line, Co., 873 F.2d 
1357, 1361 (10th Cir. 1989); Apex Oil, 822 F.2d at 254. 
322 See supra notes 93-97, 133-134, and accompanying text. 
323 Petroleum Prods., 906 F.2d at 450 (the disclosure of “sensitive price information might be 
considered contrary to a firm’s self-interest,” and thus could support a jury’s finding of a 
“common understanding” among the companies sharing this information); In re Currency 
Conversion Fee Antitrust Litig., 2012 U.S. Dist. LEXIS 19760, at *17-18 (S.D.N.Y. 2012) 
(providing competitors with sensitive business information is against unilateral interest and may 
be viewed as a tacit invitation to collude); In re High Pressure Laminates Antitrust Litig., 2006-1 
Trade Cas. CCH ¶ 75,298, *11 (S.D.N.Y. 2006) (defendants’ sharing of confidential information 
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Actions that Facilitate Price Collusion.  Actions that facilitate interdependent pricing are 

recognized as plus factors.324  Here, the evidence will show that McWane, Sigma and Star: (1) 

took internal measures to curtail Project Pricing by centralizing pricing authority; (2) advised 

customers that they no longer would engage in project pricing, and (3) joined the DIFRA 

Information Exchange.  The infamous lysine cartel was characterized by ring-leaders that urged 

competitors to move to a more centralized pricing system in order to reduce the incidence of 

cartel “cheating.”325  The court in Todd v. Exxon also recognized that an information exchange 

can facilitate coordination among the participants.326   

The court’s consideration of evidence supporting these plus factors will overwhelmingly 

support a finding that McWane participated in an unlawful price-fixing conspiracy. 

 In addition, McWane’s April 2009 exchange of assurances on price with Star is also per 

se unlawful.327  Agreements on list prices are per se unlawful even if list prices are only the 

starting point in negotiations with customers.328  Agreements to adhere to published price levels 

are also per se unlawful, even when those price levels are set unilaterally.329  The Supreme 

                                                                                                                                                             
with competitors was against its individual economic self-interest, and therefore probative of the 
conspiracy). 
324 Text Messaging, 630 F.3d at 627-28; see also AREEDA & HOVENKAMP ¶ 1434a. 
325 United States v. Andreas, 216 F.3d 645, 653 (7th Cir. 2000). 
326 Todd v. Exxon Corp., 275 F.3d 191, 198 (2d Cir. 2001) (competitors’ use of facilitating 
practice, including an information exchange, is a plus factor that supports an inference of a price-
fixing agreement); Petroleum Prods., 906 F.2d at 461-62 (same). 
327 See generally Jonathan B. Baker, Two Sherman Act Section 1 Dilemmas: Parallel Pricing, 
The Oligopoly Problem, and Contemporary Economic Theory, 38 ANTITRUST BULL. 143, 179 & 
n. 73 (1993) (explaining how the private exchange of “mere assurances . . . may nevertheless 
facilitate coordination by helping firms establish an equilibrium outcome as focal”). 
328 High Fructose Corn Syrup, 295 F.3d at 656 (Posner, J.); Plymouth Dealers’ Ass’n of N. Cal. 
v. United States, 279 F.2d 128, 132 (9th Cir. 1960). 
329 Sugar Inst. v. United States, 297 U.S. 553, 580-81, 601 (1936). 
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Court’s decision in Sugar Institute, 297 U.S. 553, established the longstanding rule that an 

agreement to adhere to previously announced prices and terms of sale is per se unlawful under 

the Sherman Act, “even though advance price announcements are perfectly lawful and even 

though the particular prices and terms were not themselves fixed by private agreement.”330  

 Here, the evidence at trial will show that Mr. McCutcheon’s April 2009 phone call to Mr. 

Tatman was prompted by Star’s uncertainty about whether McWane would adhere to its newly 

announced price list, or revert back to the prior list.  To eliminate this uncertainty, Star 

telephoned McWane and requested an assurance that McWane would follow through with its 

newly announced price list.331  When McWane provided the requested assurance – and 

guaranteed this assurance by a promise of $25,000 if McWane did not follow through – McWane 

reduced each firm’s uncertainty as to what the other would do and violated the antitrust laws. 

3. McWane Invited its Competitors to Join a Per Se Unlawful 
Conspiracy (Count Three) 

Complaint Counsel alleges that McWane’s January and May 2008 pricing letters 

constituted invitations to collude in violation of Section Five of the FTC Act.  An invitation to 

collude will be condemned as per se unlawful when the respondent 1) communicates to a rival an 

                                                 
330 Id.; see also Catalano, Inc. v. Target Sales, Inc., 446 U.S. 643, 647 (1980) (per curiam) 
(discussing Sugar Institute, 297 U.S. 553); TFWS, Inc. v. Franchot, 572 F.3d 186, 191-193 (4th 
Cir. 2009); Costco Wholesale Corp. v. Maleng, 522 F.3d 874, 895-96 (9th Cir. 2008) (“an 
agreement to adhere to posted prices is a per se violation[,]” explaining that “agreements to 
adhere to posted prices are anticompetitive because they are highly likely to facilitate horizontal 
collusion”); Energex Lighting Industries, Inc. v. North American Philips Lighting Corp., 765 F. 
Supp. 93, 106-107 (S.D.N.Y. 1991) (“An agreement that a published price list will be adhered to 
is a violation of the Sherman Act because it interferes with the setting of prices by free market 
forces.” (citing United States v. Container Corp. of America, 393 U.S. 333, 337 (1969)). 
331 See supra notes 162-163, and accompanying text. 
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invitation or solicitation to enter into 2) an arrangement, which, if accepted would constitute a 

per se illegal agreement.332     

 As discussed in the Commission’s Summary Judgment Decision, an invitation to collude 

is “the quintessential example of the kind of conduct that should be … challenged as a violation 

of Section 5.”333  Condemning invitations to collude under Section Five of the FTC has been 

sanctioned by leading antitrust scholars, 334 and most recently, the First Circuit under its baby 

FTC Act that prohibits “unfair methods of competition.”335  Relying on FTC precedent, the First 

Circuit explaining that an unsuccessful attempt to fix prices is “pernicious conduct with a clear 

potential for harm and no redeeming value whatever.”336    The Commission’s use of Section 5 to 

condemn invitations to collude has also been endorsed by leading antitrust scholars. 

Here, the evidence will show that McWane invited its competitors to collude on at least 

two occasions.  McWane’s January 11, 2008 price letter constitutes its first invitation to collude 

by offering support for future price increases only if McWane’s rivals followed its example and 

agreed to curtail Project Pricing.337  McWane’s May 2008 “price” letter represented its second 

invitation to collude by again offering McWane’s support for future price increases only if, this 

                                                 
332 E.g., Complaint, In re Valassis Commc’ns, Inc., 2006 FTC LEXIS 25 (Apr. 19, 2006) (F.T.C. 
File No. 051-0008). 
333SJ Decision at 20 (citing Statement of Chairman Leibowitz, Commissioner Kovacic, and 
Commissioner Rosch, In re U-Haul Int’l, Inc., (June 9, 2010) (F.T.C. File No. 081-0157)). 
334 AREEDA & HOVENKAMP ¶ 1419; Stephen Calkins, Counterpoint: The Legal Foundation of the 
Commission’s Use of Section 5 to Challenge Invitations to Collude is Secure, ANTITRUST 
Spring 2000, at 69 (“As a matter simply of the English language, intercepting attempted price 
fixing would seem the quintessential example of restraining a practice that otherwise would ripen 
into a Sherman Act violation, and of banning a practice that conflicts with the Sherman Act’s 
basic policies.”). 
335 Liu v. Amerco, 677 F.3d 489, 494 (1st Cir. 2012).   
336 Id.  
337 See supra notes 78-82, and accompanying text. 
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time, Sigma and Star agreed to submit their sales data to DIFRA so that the parties could detect 

cheating on their price-fixing agreement.338  Significantly, the evidence will show that Sigma and 

Star understood these letters to be invitations to collude and acted accordingly.339 

Notably, the fact that McWane’s offers were hidden in pricing letters distributed to its 

customers does not bathe them in antitrust immunity.  Courts have repeatedly recognized that 

communications supporting an illegal conspiracy “can occur in speeches at industry conferences, 

announcements of future prices, statements on earnings calls, and in other public ways.”340 

4. McWane and Its Competitors Participated in an Illegal Information 
Exchange (Count Two) 

The Complaint alleges that McWane’s participation in the DIFRA Information Exchange, 

by which each member agreed to report, by the 15th of each month, its previous month tons-

shipped for six categories of Fittings,341 was an unreasonable restraint of trade in violation of 

Section One of the Sherman Act.  The elements for this claim are: (1) the existence of an 

agreement among two or more separate entities, that (2) unreasonably restrains trade.342  While 

the DIFRA Information Exchange can be condemned as part of the per se illegal price-fixing 

                                                 
338 See supra notes 120-123, 127-31, and accompanying text. 
339 See supra notes 124-126, and accompanying text. 
340 In re Delta/AirTran Baggage Fee Antitrust Litig., 733 F. Supp. 2d 1348, 1360 (N.D. Ga. 
2010) (citing Complaint, In re Valassis Commc’ns, Inc., 2006 FTC LEXIS 25 (Apr. 19, 2006) 
(F.T.C. File No. 051-0008); Petroleum Prods., 906 F.2d at 447 (quoting R. Posner, Antitrust 
Law: An Economic Perspective 146 (1976); Standard Iron Works v. ArcelorMittal USA, Inc., 
639 F. Supp. 2d 877, 892-95 (N.D. Ill. 2009); In re Travel Agency Comm’n Antitrust Litig., 898 
F. Supp. 685, 690 (D. Minn. 1995)). 
341 E.g., August shipments due by September 15th. 
342 E.g., Law v. Nat’l Collegiate Athletic Ass’n, 134 F.3d 1010, 1016 (10th Cir. 1998). 
(identifying elements of a violation of Section 1 of the Sherman Act); Fashion Originators’ 
Guild of Am., Inc. v. Fed. Trade Comm’n, 312 U.S. 457, 463-64 (1941) (Section 5 of the FTC 
Act violations may be based on conduct that violates the Sherman Act). 
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conspiracy discussed supra at Part II.C.2, it also violates the antitrust laws as an agreement that 

facilitates price coordination.343  Agreements to exchange competitively sensitive information 

are not illegal per se, but can be condemned under the Rule of Reason when, as here, the likely 

effect is to facilitate coordinated pricing behavior.344   

The reciprocal exchange of information among competitors, “is of course sufficient to 

establish the combination or conspiracy, the initial ingredient of a violation of [Section 1] of the 

Sherman Act.”345  Accordingly, the main issue at trial will be whether the DIFRA Information 

Exchange harmed competition, which can be established by the market power of the participants 

and nature of the agreement, or by evidence of actual effects.346   

A high market share in the relevant market, plus the presence of high barriers to entry, 

will support a finding of market power.347  Here, the evidence at trial will show that McWane, 

                                                 
343 United States v. U.S. Gypsum Co., 438 U.S. 422, 433 (1978); United States v. Citizens & S. 
Nat’l Bank, 422 U.S. 86, 113-14 (1975); Todd, 275 F.3d at 198; Petroleum Prods., 906 F.2d at 
448 (“One may reluctantly tolerate interdependent pricing behavior as such and still condemn 
[those agreements involving] practices which unjustifiably facilitate interdependent pricing and 
which can be readily identified and enjoined.”) (quoting AREEDA & HOVENKAMP); AREEDA & 

HOVENKAMP ¶ 1407b (an arrangement facilitates collusion when it makes it easier for parties to 
coordinate price or other behavior in an anticompetitive way). 
344 See Cal. Dental Ass’n, 526 U.S. at 781 (Souter, J.) (level of review required is an “enquiry 
meet for the case, looking to the circumstances, details and logic of the restraint”). 
345 United States v. Container Corp., 393 U.S. 333, 335 (1969); accord Todd v. Exxon; 
Rosefielde v. Falcon Jet Corp., 701 F. Supp. 1053, 1061 (D.N.J. 1988); AREEDA & HERBERT 

HOVENKAMP ¶ 1409a (“[W]hen two competitors exchange information about their past or future 
prices, we can see a conspiracy to make the exchange . . . . The agreement to make the exchange 
is obviously present . . . .”). 
346 See supra notes 253-254, and accompanying text. 
347 E.g., Microsoft Corp., 253 F.3d at 51-56; Staples, 970 F. Supp. at 1081-82, 1086 (evidence of 
market share and entry barriers have commonly been central to market power analysis). 
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Sigma, and Star had market power with a collective market share in excess of n the Fittings 

market, which is characterized by substantial barriers to entry.348  

While the nature of an information exchange generally is not inherently anticompetitive, 

information exchanges are well-recognized as possible tools for facilitating coordinated behavior 

and supracompetitive prices.349  For example, an information exchange can reduce the incentive 

for participating firms to compete for sales because their rivals can more easily detect lost sales 

and invite a competitive response.  Additionally, the information exchange can help its members 

determine whether a decline in their own sales is due to a general decline in market demand, or is 

instead due to sales lost to its rivals.  The former implies that it is safe to continue charging high 

prices (stabilizes prices); the latter implies a need to lower prices or otherwise compete more 

aggressively.350   

The likelihood that an information exchange will facilitate price coordination is closely 

tied to the susceptibility of the relevant industry to collusion.351  As previously discussed, the 

                                                 
348 See supra notes 12-25, and accompanying text. 
349 See Dep’t of Justice and Fed. Trade Comm’n, Statements of Antitrust Enforcement Policy in 
Health Care: Statement 6: Enforcement Policy on Provider Participation in Exchanges of Price 
and Cost Information (hereinafter, Statement 6), http://www.ftc.gov/bc/healthcare/industryguide/ 
policy/statement6.pdf (noting that absent “appropriate safeguards… information exchanges 
among competing providers may facilitate collusion or otherwise reduce competition on prices or 
compensation, resulting in increased prices, or reduced quality and availability of health care 
services.)”    
350 MASSIMO MOTTA, COMPETITION POLICY, THEORY AND PRACTICE 151 (2004);  see also 
Petroleum Prods., 906 F.2d at 462 (exchange of production and supply data can be used to 
police a cartel or to facilitate interdependent action); George A. Hay, Oligopoly, Shared 
Monopoly, and Antitrust Law, 67 CORNELL L. REV. 439, 454 (1982) (“[F]irms can use 
information about sales volume, which would indicate an unusual increase in one firm’s sales 
(presumably associated with secret discounts), to monitor adherence to consensus prices.”). 
351 Gypsum, 438 U.S. at 441 & n.16; see also Todd, 275 F. 3d at 207-213;  Petroleum Prods., 
906 F.2d at 448; Fleischman v. Albany Medical Center, 728 F. Supp. 2d 130, 159 (N.D.N.Y. 
2010). 
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evidence at trial will show that the Fittings market is highly susceptible to collusion: it has 

concentrated suppliers, but unconcentrated customers; Fittings are a commodity product with 

inelastic demand; and there is a high degree of price transparency and price interdependence.352  

Even in such markets, however, suppliers still face the classic problem that each firm has an 

incentive to deviate from previously announced price levels, especially where such deviations 

are not easily detected by rivals.353  An information exchange will combat this problem – 

particularly in down markets where firms could mistakenly attribute lost sales to competition 

from rivals when the true cause was lower overall market demand.354   

The nature of the data being exchanged is also important to assessing the likelihood that 

the information exchange will facilitate price coordination.355  As discussed above, information 

exchanges that relate to sales data -- and not only product prices -- can facilitate price 

                                                 
352 See supra notes 1-11, 41-49, and accompanying text. 
353 United States v. Hefferenan, 43 F.3d 1144, 1149 (7th Cir. 1994) (“The temptation of a 
member of a price-fixing conspiracy to cheat his fellows by shading the agreed price is very 
great, and is the bane of price fixers…”); see also Thomas A. Piraino, Jr., Regulating Oligopoly 
Conduct Under the Antitrust Laws, 89 MINN. L. REV. 9, 21 (2004) (“Both [economist George] 
Stigler and the Merger Guidelines recognize that cheating on a price-fixing arrangement is 
attractive to individual firms, because it can bring an immediate windfall of new business to the 
cheater.”). 
354 See MOTTA, supra note 350, at 151 (“[A]vailability of more precise estimates of aggregate 
(market) demand would also help [facilitate collusion], as it allows firms to see whether a 
decrease in individual demand is due to cheating of rivals or to a negative shock in market 
demand.  In turn, this implies that there would be no need for punishment phases which are 
triggered not by deviations but by a general decrease of market demand”); Kai-Uwe Kuhn, 
Fighting Collusion By Regulating Communication Between Firms, 32 ECON. POL’Y 167, 182-83 
(2001) (explaining that strategic uncertainty can introduce a downward bias on prices: “Charging 
the monopoly price is very costly if others pick lower prices, because the loss in market share 
will be very large.  Shading the price downwards will, in the presence of strategic uncertainty, 
reduce the probability of losing a lot of market share.  Hence, there may be a tendency to lower 
price lower than the monopoly price as a response to strategic uncertainty.”). 
355 Gypsum, 438 U.S. at 441 & n.16; see also Todd v. Exxon Corp., 275 F. 3d 191, 207-213 (2d 
Cir. 2001).  Petroleum Prods. Antitrust Litig., 906 F.2d 432, 448 (9th Cir. 1990); Fleischman, 
728 F. Supp. 2d at 162. 
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coordination and stabilize prices by allowing members to detect cheating on published prices or 

whether it is safe to continue charging high prices.356  Indeed, the evidence will show that Star 

did not originally want to participate in DIFRA because it feared that McWane would use the 

competitive intelligence it gained through DIFRA to detect sales it had lost to Star.357  It is also 

worth noting that the DIFRA Information Exchange falls outside of the safety zones established 

by the FTC/DOJ Guidelines for Horizontal Collaborations.358   

The evidence at trial will show that the purpose and effect of the DIFRA information 

exchange was to facilitate collusion by increasing price transparency and to ultimately stabilize 

and raise prices.359  Specifically, the evidence will also show that the DIFRA information 

exchange effectively permitted McWane and the other Fittings suppliers to determine whether 

loss in volume was due to overall market conditions or due to “cheating” by competitors.  This is 

best explained by Sigma’s CEO, Victor Pais: 

In Fittings, there are effectively 3 – McWane, Sigma and Star – 
and all suffer from the same challenges and there seems to be a 
great desire to improve the pricing and each one has demonstrated 

                                                 
356 See Hay, supra note 350, at 454; see also Piraino, supra, at 58. 
357 See supra note 134, and accompanying text. 
358 Statement 6 (Firms operate within the safety zone when (1) the exchange is managed by a 
third party, (2) the data exchanged is more than three months old, (3) there are at least five 
participants, with none representing more than 25% of the data, and (4) the data is sufficiently 
aggregated so as to mask the submissions from a particular participant.  The farther outside the 
safe harbor, the more likely that an Information Exchange harms competition.); see also Fed. 
Trade Comm. and U.S. Dep’t of Justice, Antitrust Guidelines for Collaboration Among 
Competitors § 4 (2000), http://www.ftc.gov/os/2000/04/ftcdojguidelines.pdf. 
359 See generally Am. Needle, Inc. v. Nat’l Football League, 130 S. Ct. 2201, 2217 (2010) 
(quoting Board of Trade v. United States, 246 U.S. 231, 238 (1918) (recognizing that 
“knowledge of intent may help the court to interpret facts and to predict consequences” of an 
agreement)); see also National Soc. of Prof’l Eng’rs v. United States, 435 U.S. 679, 690 (1978) 
(“Unreasonableness under that test could be based either (1) on the nature or character of the 
contracts, or (2) on surrounding circumstances giving rise to the inference or presumption that 
they were intended to restrain trade and enhance prices.”). 
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thru a reasonable amount of discipline, even being protective of 
our respective market share.  This is where the monthly market 
size data produced by DIFRA, an association that SIGMA helped 
to form, with 4 member suppliers fro [sic] Fittings (one, US Pipe, 
actually is not a producer anymore, but a small player buying 
almost all their needs from SIGMA), helps maintain the pricing 
discipline, as the market and market share data point to a 
relatively consistent and stable market pattern.  It has helped us 
not to allow the sharp market decline to be mistaken as a ‘loss of 
market share’, which mostly causes price reaction.  Our [Gross 
Margins] have continued to be strong, throughout the year, even as 
the volumes have been weak.360   

There are no procompetitive efficiencies that outweigh the DIFRA Information 

Exchange’s significant anticompetitive effects.  Although McWane may point to various 

precompetitive purposes of DIFRA related to standard setting and other activities, the fact 

remains that DIFRA’s only activity was to operate the Information Exchange.  Contemporaneous 

documents and sworn testimony establish that DIFRA’s purpose and effect was to stabilize 

pricing in the manner predicted by legal and economic theory.   

5. McWane Enlisted its Competitor Sigma as a Master Distributor to 
Prevent Competition in the Domestic Fittings Market (Count Four) 

The Complaint alleges that the MDA between McWane and Sigma violated Section One 

of the Sherman Act by unlawfully eliminating Sigma as a potential actual entrant into the 

Domestic Fittings market.  Specifically, as of June 2009, Sigma was planning to enter the 

Domestic Fittings market in competition with McWane and Star, but agreed through the MDA 

with McWane to abandon independent entry and instead to distribute McWane’s Domestic 

Fittings.  The elements for this claim are: (1) the existence of an agreement among two or more 

                                                 
360 See supra note 135. 
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separate entities, that (2) unreasonably restrains trade.361  Because this conduct eliminates 

competition between two actual or potential competitors, it is analogous to a market allocation 

agreement and should be condemned under a per se illegal or inherently suspect framework.  

Because there are no redeeming efficiency justifications, the conduct, if tested, would also fail a 

full blown Rule of Reason analysis. 

  On its face, the MDA agreement, signed by both Sigma and McWane, establishes the 

agreement requirement for a Section One violation.  The primary question at trial will be whether 

Sigma was a potential actual competitor in the Fittings market.   

a) Sigma was a Potential Actual Competitor In the Fittings Market 

A firm is a potential competitor “if there is evidence that entry by the firm is reasonably 

probable in the absence of the relevant agreement.”362  The evidence at trial will show that Sigma 

intended and was prepared to enter the Domestic Fittings business, and took affirmative steps to 

enter the market until signing the MDA, when all such efforts stopped.   

Specifically, the evidence at trial will show that Sigma was planning to enter the 

Domestic Fittings market up until the point that it signed the MDA.  Most potently, Sigma’s 

contemporaneous documents show that Sigma viewed Domestic entry as an imperative for the 
                                                 
361 E.g., Law v. NCAA, 134 F.3d 1010, 1016 (10th Cir. 1998) (identifying elements of a violation 
of Section 1 of the Sherman Act); Fashion Originators’ Guild, Inc. v. Fed. Trade Comm’n, 312 
U.S. 457, 463-64 (1941) (Section 5 of the FTC Act violations may be based on conduct that 
violates the Sherman Act). 

362 See, e.g., SJ Decision at 22 n.18 (citing Yamaha Motor Co. v. FTC, 657 F.2d 971, 977-79 (8th 
Cir. 1981); United States v. Siemens Corp., 621 F.2d 499, 506-07 (2d Cir. 1980); AREEDA & 

HOVENKAMP, at ¶ 1121b); see also AREEDA & HOVENKAMP, at ¶ 1901b (“An arrangement is said 
to be ‘horizontal’ when (1) its participants are either (a) actual rivals at the time the agreement is 
made or (b) potential rivals at the time the agreement is made; and (2) the agreement eliminates 
some avenue of rivalry among participants.”); Fed. Trade Comm. and U.S. Dep’t of Justice, 
Antitrust Guidelines for Collaboration Among Competitors § 1, n.6 (2000), http://www.ftc.gov/ 
os/2000/04/ftcdojguidelines.pdf. 
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company.363  Even now, against interest and under oath, Sigma’s Mr. Pais admits that if they had 

not entered the MDA, then Sigma would have entered the Domestic Fittings market if they had 

not been able to reach agreeable terms on the MDA: “then we certainly would have gone another 

- to Plan B, which is our [domestic] production.”364  These contemporaneous documents and 

against-interest evidence of subjective intent are “the best evidence that a firm is an actual 

potential entrant.”365   

Additionally, the evidence will show that Sigma was financially capable of entering the 

Domestic market, including being willing to add additional capital investment;366 it had the 

expertise from its import Fittings business; and it had even taken concrete steps towards entry, 

including visiting foundries, securing offers to produce Domestic Fittings, and creating 

prototypes and conducting a series of production trials.367   Sigma’s incentive to enter the 

Domestic Fittings market was clear:  

   

Importantly, the conclusion that Sigma was likely to enter is consistent with McWane’s 

own contemporaneous determination that McWane was likely to enter the Domestic Fittings 

market and its motivation for entering the MDA at all.369  As Mr. Tatman explained the 

                                                 
363 See supra notes 177-181, 211-212, and accompanying text. 

364 See supra note 222, and accompanying text. 

365 In re B.A.T. Indus., Ltd., 104 F.T.C. 852, 922 (1984).   

366 See supra note 171, and accompanying text. 

367 See supra note 220, and accompanying text. 

368 See supra note 219, and accompanying text. 
369 See supra notes 223-226, and accompanying text. 
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reasoning behind the MDA to his sales force:  “the reality of the situation is that in the absence 

of the MDA with [McWane], Sigma was going to develop their own domestic sourcing options 

to the extent they could.”370  These facts of Sigma’s likely entry into the Domestic Market are 

more than sufficient to meet either standard of potential actual competitors.   

b) An Agreement that Eliminates Competition Between Actual or 
Potential Competitors Harms Competition 

 
 An agreement between actual or potential competitors that eliminates competition 

between the two firms presumptively harms competition, regardless of whether it occurs through 

a distribution agreement, a license agreement, or even a payment by one firm to another to stay 

out of the market. 371  Here, the MDA expressly precluded Sigma’s independent entry in 

competition with McWane, requiring that, with few exceptions, “McWane shall be Sigma’s sole 

and exclusive source for Domestic Fittings.”372  The Commission’s decision in SKF is on point. 

In In re SKF Industries, Federal-Mogul Corp. (“FM”) and SKF Industries, Inc. (“SKF”) 

were two vertically integrated competitors of ball bearings and other products that each had their 

own manufacturing operations and distribution facilities.373  Because it was losing money, FM 

determined that it wished to cease production of its own bearings, and decided to enter into an 

agreement with SKF.  Under this agreement, SKF became FM’s exclusive supplier of bearings, 

                                                 
370 See supra note 227, and accompanying text. 
371 E.g., Palmer v. BRG of Georgia, Inc., 498 U.S. 46, 49 (1990) (competitor enlisted as 
licensor); In re SKF Indus., Inc., 94 Fed. Trade Comm’n. 94 F.T.C. 6 (1979) (competitor enlisted 
as distributor); United States v. General Electric Co., 1997-1 Trade Cas. (CCH) ¶ 71,765 (D. 
Mont. 1997) (potential competitor enlisted as licensee) ); FTC v. Watson Pharms., Inc., 677 F.3d 
1298, 1307 (11th Cir. 2012) (“antitrust laws typically prohibit agreements where one company 
pays a potential competitor not to enter the market”). 

372 See supra notes 229-230 and accompanying text. 
373 94 F.T.C. 6 (1972) 
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and gave its distribution accounts to FM, who became the exclusive distributor of SKF 

products.374  SKF had argued that this agreement was little more than an “embellished vertical 

supply contract,” and that it should be analyzed under a rule of reason analysis.375  Under that 

analysis, SKF argued that the agreement yielded significant efficiencies since SKF was most 

profitable at manufacturing and FM was most profitable at distribution.376   

The Commission disagreed.  Recognizing that the arrangement contained horizontal and 

vertical elements, the Commission nevertheless concluded that conduct was “most closely 

analogous to market division and customer allocation, practices held in other cases to constitute 

per se violations.”377  The Commission noted that most typical market allocations agreements 

involve two competitors dividing the market and continuing to compete in their remaining 

markets, whereas the division was 100%:0% there, but reasoned that the level of division was 

not a dispositive fact to the summary condemnation of market allocation cases.378  The 

Commission held that the SKF-FM arrangement was “so plainly anticompetitive in its nature and 

necessary effect that no elaborate study of the industry is needed to establish its illegality.”379 

                                                 
374 SKF Indus., 94 F.T.C. at 89-92. 

375 Id. at 77. 

376 Id. at 103. 

377 Id. at 98, 101. 

378 Id. at 101-102.   

379 Id. at 101 (relying on Nat’l Soc’y of Prof. Eng’rs v. United States, 435 U.S. 679, 692 (1978); 
Northern Pac. Ry. v. United States, 356 U.S. 1 (1958); and United States v. Am. Smelting & 
Refining Co., 182 F. Supp. 834, 859-60 (S.D.N.Y. 1960) (also striking down a market division 
“accomplished through an agreement creating a vertical relationship between competitors”). 
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 Likewise here, the MDA is not a simple buy-sell agreement between competitors.  It 

eliminated competition in the Domestic Fittings market between McWane and Sigma and should 

be summarily condemned.  Whether the competitor (or potential actual competitor) is removed 

entirely or co-opted as an ally, the harm to competition is obvious.  As Judge Posner explains 

The analogy between price-fixing and division of markets is 
compelling.  It would be a strange interpretation of antitrust law 
that forbade competitors to agree on what price to charge, thus 
eliminating price competition among them, but allowed them to 
divide markets, thus eliminating all competition among them.380   

Even if this Court were to analyze the MDA as inherently suspect, or even a full-blown 

rule of reason, the MDA would still be condemned because the evidence will show that there are 

no prevailing efficiencies. 

c) There are No Redeeming Justifications That Outweigh the Harm 
Caused by the MDA 
 

If allowed, McWane would likely argue that Sigma as a distributor was beneficial to 

consumers because Sigma has better at service and distribution capabilities. 381  This evidence at 

trial, however, will show that this justification or reasoning appears nowhere in McWane’s 

contemporaneous documents.  To the contrary, in McWane’s eyes, the fact that Sigma may win 

                                                 
380 Blue Cross & Blue Shield United v. Marshfield Clinic, 65 F.3d 1406, 1415.  See also 
Schering-Plough Corp. v. FTC, 402 F.3d 1056, 1064 (“an agreement to allocate markets is 
‘clearly anticompetitive,’ resulting in reduced competition, increased prices, and a diminished 
output”); In re Terazosin Hydrochloride Antitrust Litig., 2005-1 Trade Cas. (CCH) ¶ 74,709 at 
101,456 (S.D. Fla. 2005) (Agreements between competitors to allocate markets have “the 
obvious tendency to diminish output and raise prices.”). 

381 To the extent that McWane also argues that the MDA beneficially increased its sales, this is 
not a cognizable efficiency.  See United States v. Microsoft, 253 F.3d at 72 (“[K]eeping 
developers focused upon Windows — that is, preserving the Windows monopoly — is a 
competitively neutral goal.”). 
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Domestic jobs was considered a negative and a reason against entering into the MDA.382  All 

contemporaneous documents show that McWane entered into the MDA as an “insurance policy” 

against Sigma’s likely Domestic Fittings entry because it would be better financially for 

McWane to lose some of its monopoly margins to Sigma as a distributor than to compete with 

Sigma in the Domestic market.383  Importantly, this Court can reject and ignore post hoc 

rationalizations.384   

Moreover, the Commission has already rejected a similar argument in SKF.  There, the 

Commission rejected efficiency justifications of a similar arrangement because those efficiencies 

were likely to be caused by the competitive process rather than through an agreement limiting (or 

eliminating) competition:   

Some efficiencies may, of course, result from almost any market 
allocation scheme as the courts have recognized in uniformly 
rejecting this proffered justification for horizontal market or 
customer allocations. Geographic market division can eliminate 
cross hauling and thus save expenses. Product market allocation 
may allow each competitor to concentrate on the specialized 
production at which it is most efficient. But these are efficiencies 
that a competitive market is likely to force upon a firm in the long 
run in any event. More importantly, the means of achieving these 
efficiencies in this case -- agreement between horizontal 
competitors -- is competitively dangerous. 385 

Likewise, here, McWane’s claimed efficiencies amount to nothing more than descriptions of its 

own competitive shortcomings and cannot serve as a justification for harm to competition. 

                                                 
382 See supra note 225 and accompanying text. 

383 See supra note 226 and accompanying text. 

384 Realcomp Slip Opinion, at 29 (rejecting claimed business justifications in part because they 
were “post-hoc rationalizations rather than actual reasons for the policies’ adoption”). 

385 SKF Indus., 94 F.T.C. at 103. 
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Moreover, the additional terms in the MDA appear designed to ensure that there could be 

no efficiency enhancing aspects of the agreement.  For example, the MDA required Sigma to sell 

Domestic Fittings at a weighted average of no less than 98% of McWane’s published prices, 

which meant that SIGMA could not pass on the benefit of any efficiencies in its distribution 

system in the form of lower prices.  Per the MDA, Sigma could not offer its normal volume 

rebates on its sales of Domestic Fittings, and was instead obliged to offer an 8% volume 

rebate.386 And finally, the MDA required Sigma to limit its customer base and not sell 

McWane’s Domestic Fittings to any distributor who purchased Fittings from Star.  McWane has 

not offered any efficiency explanations for these central terms of the MDA. 

6. McWane Monopolized, or Attempted to Monopolize, the Market for 
Domestic Fittings through Exclusionary Conduct  (Counts Six and Seven) 

 The Complaint alleges that McWane monopolized or attempted to monopolize the 

Domestic Fittings Market through Exclusive Dealing policy in violation of Section Two of the 

Sherman Act.  The offense of monopolization under Section 2 has two elements: (1) the 

possession of monopoly power in a relevant market, and (2) the willful acquisition or 

maintenance of that power through exclusionary conduct.387  The offense of attempted 

monopolization requires proof that (1) the respondent engaged in exclusionary conduct, with (2) 

                                                 
386 CX 0089-003 (Pais noting that Sigma was “obliged to offer the same [as McWane] VR 
incentive of 8% for all customers who would purchase over $200,000/per year of domestic 
Fittings”); CX 0953 (“Please be very careful in NOT offering any VR [volume rebate] plans for 
2010 for DOM Fittings – as Tyler may reduce the VR% for 2010.  As you know, they have been 
trying to improve this area of the market pricing for a while.”). 
387 SJ Decision at 24-25; see also United States v. Grinnell Corp., 384 U.S. 563, 570-71 (1966); 
United States v. Microsoft Corp., 253 F.3d 34, 58 (D.C. Cir. 2001). 
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a specific intent to monopolize, and (3) a “dangerous probability of achieving monopoly 

power.”388  These counts are evaluated under the rule of reason. 

a) McWane Possesses Monopoly Power or the Dangerous Probability of 
Achieving Monopoly Power in the Domestic Fittings Market 
 

Monopoly power is “the ability (1) to price substantially above the competitive level and 

(2) to persist in doing so for a significant period without erosion by new entry or expansion.”389  

Monopoly power may be established by direct evidence of a firm’s ability to control prices or 

exclude competitors, or indirectly through proof of high market shares protected by barriers to 

entry.390  Generally, a market share of at least 70-80% is sufficient to support a finding of 

monopoly power, and a market share of at least 40-50% will support a finding a dangerous 

probability of achieving monopoly power.391  A dangerous probability of monopoly power 

“requires the same analysis and proof of the same character, but not the same quantum, as would 

be necessary to establish monopoly power for an actual monopolization claim.”392 

The evidence at trial will establish McWane’s monopoly power, or dangerous probability 

of achieving monopoly power, in the Domestic Fittings market through direct and indirect 

evidence.  At the time that ARRA was enacted, McWane was the only significant Domestic 

                                                 
388 Spectrum Sports, Inc. v. McQuillan, 506 U.S. 447, 456 (1993); see also SJ Decision at 24-25. 
389 AD/SAT v. Associated Press, 181 F.3d 216, 227 (2d Cir. 1999) (citing AREEDA & 

HOVENKAMP ¶ 86). 
390 Microsoft, 253 F.3d at 51. 
391 United States v. E.I. DuPont de Nemours & Co., 351 U.S. 377, 379, 391 (1956) (finding 75% 
of a relevant market to constitute monopoly power); Grinnell Corp., 384 U.S. at 567 (inferring 
monopoly power from the “predominant share” (87%) of the market); Eastman Kodak Co. v. 
Image Tech. Servs., 504 U.S. 451, 481 (1992) (holding that a factfinder could infer monopoly 
power from an 80% market share). 
392 SJ Decision at 27; McGahee v. N. Propane Gas Co., 858 F.2d 1487, 1498, 1505 (11th Cir. 
1988). 
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Fittings manufacturer with over a market share, and continued to have at least a

market share in 2011.393  While there are significant barriers to entry that would prevent a firm 

from being de novo entrant,394 McWane’s Exclusive Dealing policy represents the most 

significant barrier to entry for well-established Fittings suppliers like Sigma and Star from 

entering the domestic market.395  This inference of monopoly power, or dangerous probability of 

achieving monopoly power, will be confirmed at trial by direct evidence of McWane’s ability to 

control prices and exclude competitors.  For example, McWane’s Domestic Fittings are priced 

significantly higher than identical Fittings sold into open specification jobs, and its executives 

have admitted that McWane enjoyed the ability to increase prices during at least the ARRA 

period.  McWane’s ability to exclude Star is also direct evidence of its monopoly power.396 

b) McWane’s Exclusive Dealing Policy Is Likely to Have Substantial 
Anticompetitive Effects 
 

 Conduct is deemed exclusionary when it significantly impairs the ability of rivals to 

compete effectively with the respondent and thus to constrain its exercise of monopoly power. 397  

                                                 
393 See supra note 15, and accompanying text; supra note 209. 
394 See supra note 24. 
395 Exclusionary conduct is also recognized as a barrier to entry.  See United States v. Dentsply 
Int’l, Inc., 399 F.3d 181, 189 (3d Cir. 2005); see also CX 2260 at 067 (Schumann Rep. at 65) 
(explaining that preventing a Fittings supplier from the using the services of Distributors “would 
face an absolute, long-term ‘economic barrier to entry.’”). 
396 Dentsply, 399 at 188-90 (3d Cir. 2005) (ability to exclude is direct evidence of power); 
Re/Max Int'l, 173 F.3d at 1016, 1018-19; see also CX 2260 at 077 (Schumann Rep. at 75) 
(noting that “McWane could implement its ‘full support’ policy only because it had the 
monopoly power to do so. Had McWane faced efficient competition by other incumbent 
manufacturers of Fittings, it could not have imposed such a restrictive dealing policy on 
distributors that would have been unwilling to voluntarily purchase domestic Fittings from only 
McWane.”). 
397 See Aspen Skiing Co. v. Aspen Highlands Skiing Corp., 472 U.S. 585, 603 (quoting R. BORK, 
THE ANTITRUST PARADOX 160 (1978)), 605 & n.32 (exclusionary conduct “tends to impair the 
opportunities of rivals” but “either does not further competition on the merits or does so in an 
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More specifically, courts evaluate the competitive effects of exclusive dealing by considering 

factors such as intent, the duration and ease of termination of the policy, and the extent of market 

foreclosure.398  Notably, Complaint Counsel need only establish likely effects; it is not required 

to quantify a but-for world absent McWane’s exclusionary conduct.399   

As explained in Aspen Skiing Co. v. Aspen Highlands Skiing Corp., “evidence of intent 

is . . . relevant to the question whether the challenged conduct is fairly characterized as 

‘exclusionary’ or anticompetitive.” 400  For example, in United States v. Empire Gas Corp., the 

court relied on evidence that the defendant’s conduct was motivated by a desire to raise prices.  

The Supreme Court in Aspen Skiing explained that “evidence of intent is . . . relevant to the 

question whether the challenged conduct is fairly characterized as ‘exclusionary’ or 

anticompetitive.”401  In Aspen, the Court determined that the defendant’s exclusionary policy 

“was not motivated by efficiency concerns and that [the defendant] was willing to sacrifice short-

run benefits and consumer goodwill in exchange for a perceived long-run impact on its smaller 

rival.”402  Here, McWane’s Exclusive Dealing policy was similarly not motivated by efficiency 

                                                                                                                                                             
unnecessarily restrictive way”) (citations omitted) (1985); Microsoft, 253 F.3d at 58, 79 (quoting 
3 AREEDA & HOVENKAMP ¶ 651c, and explaining that conduct is exclusionary when it 
“reasonably appears capable of making a significant contribution to . . . maintaining monopoly 
power.”). 
398 Roland Mach. Co. v. Dresser Indus., Inc., 749 F.2d 380, 395 (7th Cir. 1984) (agreements less 
than one year with easy termination clauses generally are presumed to be lawful under 
Section 1). 
399 SJ Decision at 25. 
400 See Aspen Skiing, 472 U.S. at 602; see also Microsoft, 253 F.3d at 59 (finding evidence of 
intent relevant when it “helps us understand the likely effect of the monopolist’s conduct”). 
401 Aspen Skiing, 477 U.S. at 602; see also Microsoft, 253 F.3d at 59 (finding evidence of intent 
relevant when it “helps us understand the likely effect of the monopolist’s conduct”). 
402 Aspen Skiing, 477 U.S. at 610-611. 
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concerns, but by the desire to prevent Star’s successful entry and thereby maintain higher 

prices.403   

The evidence introduced at trial will show that McWane adopted its Exclusive Dealing 

policy specifically in response to Star’s announced entry into the Domestic Fittings market and 

with an intent to “make sure that they [Star] don’t reach any critical market mass that would 

allow them to continue to invest and receive a profitable return.”404  McWane did so because it 

was concerned that Star, a historically low-priced competitor of imported Fittings, would “not be 

a responsible competitor,” and that the “domestic market [would get] creamed from a pricing 

standpoint just like the non-domestic market has been driven down in the past.”405   

Exclusive dealing policies that are imposed unilaterally, such as McWane’s, “should be 

treated as indefinite in duration.”406  Thus, cases discussing the duration or ease of termination of 

exclusive dealing agreements are inapposite to this case. 

Finally, the core inquiry for this Court to decide will be whether the foreclosure caused 

by McWane’s Exclusive Dealing policy has been substantial – i.e., competitively meaningful.407  

                                                 
403 United States v. Empire Gas Corp., 537 F.2d 296 (1976); see also Confederated Tribes of 
Siletz Indians of Or. v. Weyerhaeuser Co., 411 F.3d 1030 (9th Cir. 2005) (reversed on other 
grounds, sub nom Weyerhaeuser Co. v. Ross-Simmons Hardwood Lumber Co., 549 U.S. 312 
(2007) (relying on the company’s business projections to find that the company sought not only 
to increase its own sales, but to foreclose competition). 
404 See supra note 206, and accompanying text. 
405 See supra note 189-90, and accompanying text. 
406 Lessig v. Tidewater Oil Co., 327 F.2d 459, 469 n.22 (9th Cir. 1964) (citing Derek C. Bok, The 
Tampa Electric Case and the Problem of Exclusive Arrangements under the Clayton Act, 1961 
SUP. CT. REV. 267, 313-14 n. 119 (1961)).   
407 SJ Decision at 25 (“An exclusive dealing arrangement is not unlawful under the antitrust laws 
unless it is likely to foreclose competition in a substantial share of the line of commerce 
affected.”) (citations omitted).  When considering foreclosure, courts sometimes find the volume 
of commerce affected to be more probative than the plain number of retail outlets or distributors 
foreclosed.  Lessig, 327 F.2d at 468 (“[T]he percentage of sales of gasoline in the area made 
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While courts often use a foreclosure percentage as a useful proxy for determining whether there 

has been meaningful foreclosure, it is not necessary to establish a quantitative foreclosure 

percentage.408  As explained by the Commission in its Summary Judgment Decision, the fact that 

McWane’s Exclusive Dealing policy has not completely excluded all rivals will not save the 

policy from condemnation: 

As explained in United States v. Dentsply International, “[t]he test 
is not total foreclosure, but whether the challenged practices bar a 
substantial number of rivals or severely restrict the market’s 
ambit.”  399 F.3d 181, 191 (3d Cir. 2005).  Accordingly, the 
question here is whether McWane’s conduct foreclosed a 
substantial portion of the effective channels of distribution, and 
whether the conduct had a significant effect in preserving 
McWane’s monopoly.  See Microsoft, 253 F.3d at 70 (noting that 
“a monopolist’s use of exclusive contracts … may give rise to a § 
2 violation even though he contracts foreclose less than the roughly 
40% or 50% share usually required in order to establish a § 1 
violation.”).409 

 
. The evidence at trial will show that McWane’s Exclusive Dealing policy has substantially 

foreclosed and effectively harmed competition.  For example, the two largest Distributors and 

many of Star’s largest customers for imported Fittings, will testify that but for McWane’s 

Exclusive Dealing policy, they would likely have purchased more Domestic Fittings from 

                                                                                                                                                             
through Tidewater stations was shown (about 5 per cent as compared with 6.7 per cent in 
Standard), and would seem to reflect the impact of the restrictive arrangements more accurately 
than would the percentage of retail outlets affected.”). 
408 See Microsoft, 253 F.3d at 70; Lorain Journal Co. v. United States, 342 U.S. 143, 153-54, n.7 
(1951); Dentsply, 399 F.3d at 185, 190 (assigning liability without proof of foreclosure 
percentages; only twenty-three “key dealers” out of “hundreds” of outlets were foreclosed); 
LePage’s Inc. v. 3M, 324 F.3d 141, 160-61 (3d Cir. 2003) (assigning liability without proof of 
foreclosure percentages where “large customers” that provided access to economies of scale 
were foreclosed). 
409 SJ Decision at 25. 
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Star.410  As recognized by McWane, if Star had been free to win business from the national 

Distributors, these accounts would have offered Star a quick and efficient way to win large 

volumes of business as well as a measure of commercial validation.411   With Distributors 

reluctant to take the risk imposed by McWane’s Exclusive Dealing policy, Star had difficulty 

making sufficient sales to realize cost efficiencies or justify operating a foundry of its own.412  

Moreover, the evidence will also show that McWane was able to take advantage of the 

effectiveness of its Exclusive Dealing policy by generally refusing to engage in Project Pricing 

for Domestic Fittings, reducing the rebates it offers for Domestic Fittings, and even 

implementing a price increase for Domestic Fittings.413   

c) McWane Implemented Its Exclusive Dealing Policy with a Specific Intent to 
Monopolize the Domestic Fittings Market. 

 
 Specific intent is also an element of attempted monopolization and can be established 

through either direct evidence or inferred from anticompetitive conduct.414  When a plaintiff 

relies on proof by inference from anticompetitive conduct, it can only prevail if the challenged 

conduct is found to be exclusionary.415  Proving specific intent requires more than evidence that 

the defendant intended “specifically and deliberately to increase the share of the market.”416  The 

specific intent inquiry turns on “the intent to ‘monopolize,’ which means to dominate a market so 

                                                 
410 See supra note 203, and accompanying text.  
411 See supra note 204, and accompanying text. 
412 See supra notes 205-206, and accompanying text. 
413 See supra notes 208-209, and accompanying text. 
414 Northeastern Tel. Co. v. American Tel. & Tel. Co., 651 F.2d 76, 85 (2d Cir. 1981), cert. 
denied, 455 U.S. 943 (1982). 
415 Northeastern Tel. Co., 651 F.2d at 86. 
416 United States Steel Corp. v. Fortner Enters., Inc., 429 U.S. 610, 612 n.1 (1977). 
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as to be able to obtain higher prices.”417  As discussed above, the evidence at trial will establish 

that McWane had a specific intent to monopolize the market for Domestic Fittings. 

 McWane will likely argue that its Exclusive Dealing policy failed to prevent Star’s entry 

into the domestic market.  Even if McWane’s scheme is shown to have failed to deter Star from 

gaining a foothold, that alone would not be sufficient to defeat all Section 2 liability.  McWane’s 

exclusionary conduct, specific intent to monopolize, and dangerous probability of successful 

monopolization would  still be sufficient to establish McWane’s liability for attempted 

monopolization.418 

d) There Are No Procompetitive Efficiencies 

Once Complaint Counsel has established likely anticompetitive effects, the exclusionary 

conduct should be condemned absent an efficiency justification by respondent.  Such a 

justification must be “a nonpretextual claim that [respondent’s] conduct is indeed a form of 

competition on the merits because it involves, for example, greater efficiency or enhanced 

consumer appeal.”419   

The evidence at trial will show that McWane has no valid efficiency 

justifications.  McWane has asserted two efficiencies for its exclusive dealing policy.  Both 

fail.  First, McWane is likely to argue that it wants to realize maintain or increase its Domestic 

Fitting sales.  Second, McWane will likely argue that its Exclusive Dealing policy prevents 

distributors from “cherry picking” McWane’s full line, i.e., purchasing high volume, low cost, A 

item fittings from Star and the low volume, high cost, odd ball fittings from McWane.   

                                                 
417 AREEDA & HOVENKAMP  ¶805b. 
418 See Microsoft, 253 F.3d at 80; Lorain Journal, 342 U.S. at 148-52. 
419 Microsoft, 253 F.3d at 59. 
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McWane’s first justification – that it would like to make all the sales of Domestic 

Fittings – is competitively neutral, not procompetitive.  As explained by the D.C. Circuit in 

United States v. Microsoft, maintaining a monopoly share of sales is not a cognizable 

justification for exclusive dealing. 420 Consumers are not better off with McWane making all the 

sales rather than Star, or some combination of the two.  Indeed, Distributors consistently testified 

that they would have purchased fittings from both McWane and Star absent the Exclusive 

Dealing policy.421  McWane’s second justification that the policy was designed to prevent 

“cherry picking” is disingenuous.  Any concern that distributors would “cherry pick” could have 

been eliminated in a much less restrictive and non-exclusionary manner.  For example, McWane 

could have adopted a policy that prevented distributors from “cherry picking” individual 

projects.  Such a policy would have allowed Star to compete for any project it was able to handle 

on its own.422 

7. McWane and Sigma Conspired to Monopolize the Domestic Fittings 
Market by Excluding Star (Fifth Violation) 

Finally, the Complaint also alleges that the McWane-Sigma MDA Agreement also 

represented an unlawful conspiracy to monopolize the Domestic Fittings market in violation of 

Section Two of the Sherman Act.  The elements for a conspiracy to monopolize are: “(1) 

concerted action, (2) overt acts in furtherance of the conspiracy, and (3) specific intent to 

monopolize.”423  It is not necessary that the court determine whether Sigma was a potential 

                                                 
420 Microsoft, 253 F.3d at 72 (“[K]eeping developers focused upon Windows—that is, preserving 
the Windows monopoly—is a competitively neutral goal.”). 
421 See supra note 203, and accompanying text. 
422 CX 2260 at 074-075 (Schumann Rep. at 72-73). 
423 Discon, Inc. v. NYNEX Corp., 1996 U.S. App. LEXIS 28747 at *20-21 (2nd Cir. 1996) 
(vacated on other grounds Nynex Corp. v. Discon, Inc., 525 U.S. 128 (1998)); see also 
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entrant into the Domestic Fittings market or shared in the resultant monopoly.424  It is also not 

necessary to make finding with respect to market power or probability of success.425  This claim 

is evaluated under the rule of reason. 

As part of the MDA, Sigma agreed that it would enforce McWane’s exclusive dealing 

policy by refusing to sell Fittings to any Distributor that purchased from Star.426  This 

requirement is contained within the four corners of the agreement and reflected in Sigma’s and 

McWane’s understanding of the MDA.427  Thus, the concerted action element is satisfied.  The 

overt act requirement is also easily satisfied.  Sigma sold Fittings pursuant to the MDA, which 

included the Exclusive Dealing policy.  Sigma also announced to its customers that it was 

enforcing the McWane Exclusive Dealing policy.428  Further, on at least one occasion, Sigma, at 

                                                                                                                                                             
Northeastern Tel. Co., 651 F.2d at 85; United States Steel Corp., 429 U.S. at 612 n.1; 
Copperweld Corp. v. Independence Tube Corp., 467 U.S. 752, 768 n.13 (1984) (“By making a 
conspiracy to monopolize unlawful, § 2 does reach both concerted and unilateral behavior.”). 
424 See Discon, Inc., 1996 U.S. App. LEXIS 28747 at *21 (“[T]o be liable for conspiracy to 
monopolize, it is not necessary that the . . . Defendants compete directly in the market [at issue]. 
A defendant may be liable for conspiracy to monopolize where it agrees with another firm to 
assist that firm in its attempt to monopolize the relevant market.”); Perington Wholesale, Inc. v. 
Burger King Corp., 631 F.2d 1369, 1377 (10th Cir. 1979) (finding that “traders oriented 
vertically to each other can be found in violation of section 2 by conspiring to monopolize one 
horizontal market intersecting the vertical arrangement”). 
425 Wagner v. Magellan Health Servs., 121 F. Supp. 2d 673, 680 (N.D. Ill. 2000) (citing United 
States v. Nat’l City Lines, 186 F.2d 562 (7th Cir. 1951)); Rome Ambulatory Surgical Ctr. v. 
Rome Mem’l Hosp., 349 F. Supp. 2d 389, 420 (N.D.N.Y 2004) (citing Int’l Distrib. Centers, Inc. 
v. Walsh Trucking Co., 812 F.2d 786 (2d Cir. 1987); American Tobacco Co. v. United States, 
328 U.S. 781, 789 (1946); United States v. Griffith, 334 U.S. 100, 107 n.9 (1948)). 
426 See supra note 235, and accompanying text. 
427 Id. 
428 See supra note 235. 
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McWane’s request, cut off a Distributor that had the temerity to purchase Domestic Fittings from 

Star.429   

Finally, as discussed more fully above, evidence at trial will establish that McWane and 

Sigma had the specific intent that the MDA would (1) prevent Star from becoming a viable 

competitor in the Domestic Fittings market and (2) enable McWane (and by extension Sigma) to 

charge supracompetitive Domestic Fittings prices.430  This shows a specific intent to exercise 

market power and the power to exclude – not simply to win the competition against Star and 

each other, but to forestall that competition and avoid altogether competition between McWane 

and Sigma.   

IV. REMEDY 

 The evidence introduced at trial will fully support the Court entering an order consistent 

with the Notice of Contemplated Relief, issued with the Complaint, which enjoins McWane from 

continuing to engage in the conduct challenged by the Complaint.   “[T]he Commission is not 

limited to prohibiting the illegal practice in the precise form in which it is found to have existed 

in the past … it must be allowed effectively to close all roads to the prohibited goal, so that its 

order may not be by-passed with impunity.”431   

The remedies identified in the Notice of Contemplated Relief issued with the Complaint 

in this matter are reasonably necessary to ensure McWane’s future compliance with the antitrust 

laws of the United States.  Courts will not assume that a continuing illegal practice or an antitrust 

conspiracy “has been abandoned without clear proof.  It is the duty of the courts to beware of 

                                                 
429 Sigma regional managers were also aware of the policy. 
430 See supra notes 228-41, and accompanying text. 
431 Fed. Trade Comm’n v. Ruberoid Co., 343 U.S. 470, 473 (1952). 
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efforts to defeat injunctive relief by protestations of repentance and reform, especially when 

abandonment seems timed to anticipate suit, and there is probability of resumption.”432  

 Here, there is evidence that McWane continued to “communicate” with its competitors 

even after it had received subpoenas pursuant to the Commission’s initial investigation.  There is 

also evidence that, although the MDA between McWane and Sigma was formally terminated, the 

buy-sell agreement continued with the understanding that the original terms were still in force.  

Additionally, DIFRA has never formally dissolved and McWane participates in Information 

Exchanges in other markets.  Further, although McWane has changed the form of its Exclusive 

Dealing policy, it continues to condition terms of sale on Distributors’ with Star and has never 

notified the market of its change in policy. 

V. CONCLUSION 

For the foregoing reasons, the evidence at trial will establish that McWane has violated 

Section Five of the FTC Act as alleged in the Complaint, and will justify entry by the Court of an 

Order granting the relief sought by the Notice of Contemplated Relief 
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         1      stop project pricing, end quote, was uncommon; is that

         2      correct?

         3                    MR. THAGARD:  Object to the form;

         4      mischaracterizes the testimony.

         5                    MR. HUFFMAN:  Join in the objection.

         6          A.   Please repeat.

         7          Q.   (BY MR. BROCK)  Am I correct that you

         8      testified that the goal to, quote, to stop project

         9      pricing, was in your words uncommon?

        10                    MR. THAGARD:  Object to the form;

        11      mischaracterizes the testimony.

        12          A.   Not truly understanding your question.

        13          Q.   (BY MR. BROCK)  Do you know any other instance

        14      in which the stated goal of the company was to stop

        15      project pricing?

        16          A.   I do not know.

        17          Q.   Are you aware of any instance in which the

        18      goal -- stated goal of the company was to stop project

        19      pricing?

        20          A.   No.

        21          Q.   You had never seen it before this e-mail came

        22      out?

        23          A.   No.

        24          Q.   Have you ever seen it after that e-mail came

        25      out?
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         1          A.   I do not recall.

         2          Q.   Are you saying you don't remember whether

         3      you've seen it, or you have never seen it since that

         4      e-mail came out?

         5          A.   I do not recall seeing it since it came out.

         6          Q.   I'd also direct your attention to about a

         7      quarter of the way down the page and the line that

         8      begins:  "The TM's and DM's will follow the procedure

         9      below to make sure they are telling their customers

        10      that it is common [verbatim] and that we can no longer

        11      project price."

        12               Do you see that?

        13          A.   Yes.

        14          Q.   Did you instruct your territory managers to

        15      tell the customers that Star could no longer project

        16      price?

        17          A.   I do not recall that I did.

        18          Q.   I direct your attention to the first page of

        19      Berry Exhibit 8.  The first e-mail is to -- from you to

        20      "jdjwristline@aol.com."  Do you know whose e-mail

        21      address that is?

        22          A.   Yes.

        23          Q.   Who is it?

        24          A.   John Ristine.

        25          Q.   And Kris Kadai, who's he?
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1 country.
2              We had hit a number system
3 by which every fitting had a code on it,
4 for every casting had a letter code on
5 it, and that could identify where it was
6 made, when it was made and all the
7 testing that was done against it.  No
8 domestic manufacturer had that.
9              Star followed later once

10 they saw the success of what we had done.
11 That was one.
12              Secondly, we used to do 100%
13 hydro-testing of our fittings before it
14 was released to the market.  No other
15 manufacturer did that.  Every fitting was
16 100% tested.  We would tag it with a
17 green tag, okay hydro-test it.  It was an
18 assurance of the quality that there would
19 not be problem in the field.
20              So these, we had very
21 sophisticated quality control process
22 systems.  Quality control was not
23 catching a bad fitting after it is made.
24 Quality control is controlling the
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1 process so what comes out has a higher
2 expectation of better quality.  So we
3 could appeal to engineers in very
4 technical terms as to why our quality was
5 superior.
6        Q.    When you say superior, do
7 you mean --
8        A.    Through competition.  And we
9 are ordered by what was needed by the

10 state of the AWWA specifications and
11 quality.
12              So these are the things that
13 we brought out and we explained, and in
14 most cases engineers are open-minded, and
15 if they listen, they may want to test
16 something, they may have wanted some more
17 test documentation from us, and we would
18 supply them and they would say yes.
19        Q.    You said the engineers were
20 not concerned about the price component?
21        A.    In most cases township
22 engineers or somebody who is at the
23 specification end will not show too much
24 interest in price.
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1        Q.    So then moving to the late
2 2008, early 2009 time period when ARRA
3 was on the horizon and being developed,
4 were you concerned that more states would
5 add Buy America provisions as well?
6        A.    We were concerned when we
7 saw the wording of what would constitute
8 domestic manufactured product in the ARRA
9 documentation.  We were concerned that

10 that was -- well, let me go back.
11              The exact wording of what
12 would constitute domestic manufactured
13 product under ARRA regulations, it was a
14 much tighter definition than what used to
15 be in federal documents earlier.  It
16 basically ruled out Mexico, it ruled out
17 Korea, all of these countries.  So our
18 concern was if this wording is now
19 appropriated in all future federal
20 spending or all future bills which
21 dictate waterworks spending, it could be
22 a problem for us because it was becoming
23 more restrictive.
24        Q.    So the threat from the ARRA
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1 to Sigma was that Sigma would not be able
2 to compete for ARRA on funded jobs; is
3 that correct?
4              MR. WHITE:  Objection.
5              MR. OSTOYICH:  Objection.
6        A.    Yes.
7        Q.    And additionally, that the
8 ARRA wording would spread into other
9 specifications and Sigma would not be

10 able to compete for those jobs?
11        A.    Yes.
12        Q.    Sigma also believed that
13 some of its import sales would be at risk
14 with the ARRA; is that correct?
15        A.    Yes.
16        Q.    Why was that?
17        A.    Two reasons.  One was at the
18 spec level if ARRA became popular, the
19 wording became popular, then -- well, let
20 me back up for a minute.
21              A lot of the spending at
22 state level is with matching funds from
23 federal and state.  Currently, when
24 federal and state funds are matched, the
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1 federal rules requiring Buy America did
2 not apply.
3              If it was 100% federal
4 protect like a DOT project or a national
5 highway or something like that,
6 interstate, then the federal rules apply
7 and you cannot sell any foreign product.
8 But in more states where the states don't
9 mandate a Buy America -- so in most

10 states unlike Pennsylvania and New
11 Jersey, where states don't have a Buy
12 America policy, when there's a project
13 which is co-funded between federal and
14 state, the federal rules on what
15 constitutes American made product do not
16 apply.
17              ARRA was the first step
18 where they went and specified that even
19 if you take one dollar of federal money
20 into a project that may be millions of
21 dollars of state, the ARRA rules and the
22 ARRA definition of Buy America would
23 apply.
24              So that was our fear, that
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1 that would move what was traditionally
2 marketed that were open to imports would
3 flip to a domestic market.  That was one
4 fear.
5              The second fear was that at
6 the customer level, if a customer said
7 10% of their requirement of domestic
8 fittings and 90% were imported, in order
9 to assure themselves the 10%, access to

10 the 10%, and that 10% now became 15 or 20
11 because of ARRA, in order to assure
12 themselves of getting a share of this
13 growth because of ARRA, and in a down
14 market otherwise, they would be compelled
15 to give up some of their import business
16 in order to assure themselves of the
17 domestic.
18        Q.    In February of 2009 when the
19 ARRA was pending, do you recall drafting
20 a letter for customers to send to their
21 representatives with respect to the Buy
22 America provision?
23              MR. WHITE:  Him personally
24        or Sigma?
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1              MR. ANSALDO:  Personally.
2        A.    I may have.  I don't recall
3 the specifics of the letter.
4        Q.    Mr. Bhattacharji, I'm
5 showing you what's been previously marked
6 CX 118911891994.  It bears Bates stamp
7 SIG 0015539, and this is an e-mail from
8 you to Dickerson1215 at Bellsouth.net and
9 others on February 4, 2009; is that

10 correct?
11        A.    Yes.
12        Q.    And this includes the
13 attachment which is the customer petition
14 that's on Page 2.  It should be on the
15 back of your page.
16              Do you see that?
17        A.    Yes, I do.
18        Q.    Does this refresh your
19 recollection as to whether you drafted
20 this letter or not?
21        A.    Yes.
22        Q.    Did you draft this letter?
23              MR. WHITE:  Objection.
24        A.    I mean, it's four years
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1 back, but I would think so.
2        Q.    Have you had a chance to
3 review CX 118911891994?
4        A.    I just read it quickly now.
5        Q.    Well, take all the time you
6 like.
7              I have a general question,
8 which is, do you agree with the arguments
9 that are in this letter?

10              MR. OSTOYICH:  The way
11        that's phrased, I'll object, but
12        go ahead.
13              MR. WHITE:  I object, too,
14        but you may answer.
15        A.    Yes, I do.
16        Q.    And, I'm sorry, I wasn't
17 clear as to whether your testimony is
18 that you did draft this or that you just
19 don't remember.
20        A.    I don't remember
21 specifically if I drafted it.
22        Q.    Okay.  At the bottom of the
23 middle paragraph, the second to the last
24 sentence is:  For some products there is
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1 product?
2        A.    Yes.
3        Q.    So in June of 2009, even
4 though you wrote, we have decided to
5 offer a good range of DM and DFF and PRP
6 and domestic version, your testimony now
7 is that, in fact, Sigma had not made that
8 decision?
9              MR. WHITE:  Objection; the

10        way you phrased it.
11              MR. OSTOYICH:  And I'll
12        object.
13        A.    Yeah, we had not made the
14 decision.
15        Q.    Did the meetings that are
16 referred to here take place?
17        A.    Yes.
18        Q.    In the meetings with Sigma's
19 closest distributors -- did you
20 participate in meetings with Sigma's
21 closest distributor friends in June of
22 2009?
23        A.    Yes, I did.
24        Q.    In meetings with Sigma's
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1 closest distributors, did Sigma indicate
2 or suggest to the distributors that Sigma
3 would be providing or offering domestic
4 fittings?
5        A.    I don't recall specifically
6 what we said at that meeting with regard
7 to when we would offer domestic fittings,
8 but I do remember that the entire
9 emphasis of this meeting was to tell our

10 distributors and discuss with them how to
11 obtain waivers, which was the immediate
12 focus at that point, because anything we
13 decided to produce or take time for it to
14 come, they're looking at relief
15 immediately.
16        Q.    Mr. Bhattacharji, I'm
17 showing you what's been previously marked
18 as CX 118911891993.  This bears the Bates
19 stamp SIG 0014881, and this is an e-mail
20 string, the most recent of which is from
21 you to yourself, Stuart Box, Victor Pais
22 and others on June 8, 2009; is that
23 correct?
24        A.    Yes.  Yes, I read it.
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1        Q.    On the second to the last
2 page which is SIG 0014883, there's an
3 e-mail from Victor Pais to OEM 5.
4              Were you part of the OEM 5
5 distribution group?
6        A.    Yes, I was.
7        Q.    And he refers to McWane's
8 offer to sell us BA product.
9              Was your understanding that

10 this offer was the one that we discussed
11 earlier, the 5% discount from the
12 published price?
13        A.    Yes, it is.
14        Q.    Why didn't Sigma accept
15 McWane's offer to buy fittings at a 5%
16 discount from McWane's published price?
17              MR. OSTOYICH:  Object to the
18        form, but go ahead.
19              MR. WHITE:  I join in the
20        objection, but you may answer.
21        A.    Are you asking my opinion?
22        Q.    Yes, from your recollection.
23              MR. OSTOYICH:  I have a
24        different objection beyond that
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1        one, but go ahead.
2        A.    5% didn't give us enough
3 margin to even cover our costs of
4 handling that fitting, let alone pay the
5 volume rebates that were being associated
6 with the sale of such domestic fittings.
7        Q.    Sigma would have lost money
8 if they had engaged in that arrangement
9 with McWane?

10        A.    Absolutely.
11        Q.    And then on the -- I guess
12 this is the third page -- the second page
13 of the document which is Bates SIG
14 0014882, the e-mail at the bottom, you
15 write on June 5th:  I'm glad the
16 uncertainty is over, and we can hit the
17 untraveled road once again.
18              What were you referring to?
19        A.    Domestic manufacturing.
20              McWane's offer ruled out
21 getting access to their fittings, so we
22 went back to speeding up our review of
23 how to make fittings in the country.
24        Q.    And at this point in June of
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1 2009, did you have a sense or ballpark of
2 how much it would cost for Sigma to
3 source domestic fittings?
4              MR. WHITE:  Objection; asked
5        and answered.
6              You may answer it again.
7        A.    Yeah, I think probably it
8 was by July.  It was not in June.
9        Q.    But in June you knew that

10 Star spent at least two-and-a-half
11 million dollars to source patterns in
12 Korea?
13              MR. WHITE:  Objection.
14        A.    Yes, we knew.
15        Q.    And also in June of 2009,
16 you were aware of the ongoing situation
17 with respect to Sigma's finances and
18 their debt covenants?
19        A.    Yes.
20        Q.    Mr. Bhattacharji, I'm
21 showing you what has been previously
22 marked CX 118911891997.  This bears Bates
23 stamp SIG 0016479.
24              This is an e-mail with the
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1 attachment from you to Victor Pais on
2 June 8, 2009; is that correct?
3        A.    Yes.
4        Q.    And the subject line is SB1
5 to VP, edited BOD letter.
6              Does this letter reflect
7 your edits?
8        A.    I would say yes.
9        Q.    Your understanding at the

10 time was that this letter was destined
11 for the board of directors in one form or
12 fashion; is that correct?
13              MR. WHITE:  Objection.
14              MR. OSTOYICH:  Objection.
15        A.    Yes.
16        Q.    Page 4 of the document,
17 including the e-mail, is SIG 0016482, and
18 the heading says, immediate turn Q 209
19 covenants; do you see that?
20        A.    Right.
21        Q.    And this refers to the
22 covenant situation that we've been
23 discussing?
24        A.    Yes, it does.
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1        Q.    And then two pages later,
2 Sigma Bates stamp SIG 0016484, the
3 heading, looking beyond '09 long-term
4 plans; do you see that?
5        A.    Yes.
6        Q.    And my questions are
7 actually on the next page, No. 2 under
8 that heading, SIG 0016485, and I believe
9 this is Item No. 2 under the heading

10 looking beyond '09, long-term plans.
11        A.    Okay.
12        Q.    The paragraph begins:  As of
13 now, the BA challenge is real.
14              Do you see that?
15        A.    Yes, I do.
16        Q.    And the last sentence in
17 that paragraph says:  BA's sentiment is
18 gaining traction, and it may just become
19 a regular and grilling part of our
20 industry.
21              Do you see that?
22        A.    I do see it.
23        Q.    Was it Sigma's belief in
24 June of 2009 that BA's sentiment was
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1 gaining traction?
2              MR. OSTOYICH:  I'll object
3        to the form, but go ahead.
4              MR. WHITE:  I object as
5        well.
6              Go ahead.
7        A.    As far as Sigma believed, it
8 was a fear.
9        Q.    This sentence says:  BA's

10 sentiment is gaining traction.
11              Are you telling me what that
12 actually means is Sigma fears BA's
13 sentiment might gain traction?
14        A.    Yeah.
15        Q.    And then going to the next
16 paragraph, the paragraph begins, over the
17 last 10 years.
18              Do you see that paragraph?
19        A.    Right.
20        Q.    And then the second sentence
21 says:  In the next two to three years, we
22 expect this segment to grow to say 25% to
23 30%.
24              Do you see that?
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1        A.    Yes.
2        Q.    In June of 2009, did Sigma
3 believe the Buy American segment of the
4 market would outlast the ARRA?
5              MR. OSTOYICH:  The way it's
6        phrased, I'll object, but go
7        ahead.
8        A.    We didn't believe, but we
9 were afraid it might happen.  It was

10 something to be concerned with in terms
11 of future planning.
12        Q.    And this is a letter that
13 Victor planned to deliver to the board of
14 directors; is that correct?
15        A.    Yes.
16              MR. WHITE:  Objection.
17        Q.    Would you have left
18 inaccuracies in the letter when you
19 edited it?
20              MR. WHITE:  Objection.
21              MR. OSTOYICH:  Objection.
22        A.    It's not inaccuracy as much
23 as a lot of it's material.  He writes
24 with a sense of definitiveness which will
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1 not be totally justified.
2        Q.    But this is something that
3 you edited; correct?
4        A.    I did, but it's not that I
5 changed every sentence, so then it would
6 be mine.
7              So he wrote something,
8 whatever I expect needed in 18 years, but
9 that's the way he writes.  I can't change

10 the person completely by putting commas
11 and stuff.  That's the way he writes.
12        Q.    In June of 2009, did you
13 personally fear that the Buy America
14 segment could grow to 30% of the market?
15              MR. OSTOYICH:  Objection; go
16        ahead.
17        A.    I was concerned that if this
18 language that politicians had introduced
19 into the ARRA would carry into the other
20 thing, it could go up.  And whether I
21 felt it was 25% or 30% is a conjecture.
22 It's a conjecture.
23              I think earlier I had said
24 15 to 20, 25.  We really didn't know.  It
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1 was something that we were afraid of, and
2 certainly the size of the domestic market
3 from where it was was going to grow.
4 Nobody even knew the extent of it.  These
5 are all conjectures because there's no
6 published data on the domestic.
7              So we thought it was 15, we
8 thought it would double.  If you ask me
9 today, I still wouldn't be able to tell

10 you how much is that ARRA market.
11        Q.    Now, on the next page, which
12 is -- we're still on CX 118911891997, and
13 the exact page is SIG 0016486.  That's
14 the second to the last paragraph.  It's
15 just one line.
16              We expect the total
17 investment in SDP capability to be about
18 $5 million.
19              Do you see that?
20        A.    I do.
21        Q.    Is that consistent with your
22 understanding at the time?
23        A.    Here Victor is talking about
24 getting Metalfit to hand over all their
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1 patterns to us and move them across the
2 border and produce in Texas somewhere.
3              The foundry had not been
4 located, but that whole thing died on the
5 line because Metalfit refused to part
6 with their patterns.  We tried to get
7 them to lend us the patterns, leave us
8 the patterns or in some way give us the
9 patterns, but they said no.

10              I mean, this was in June,
11 and within a couple of weeks of that,
12 Metalfit -- it was a plan to go to
13 Metalfit and do all this, but Metalfit
14 refused to do that.
15        Q.    Okay.  And the $5 million
16 investment to work with Metalfit would
17 have been less expensive than the other
18 alternatives?
19        A.    The advantage of the
20 Metalfit was that we could immediately
21 bring those patterns into production.
22              The two biggest things were
23 the amount of money and the time we
24 needed to get them.  So if they allowed
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1 explanation of what Tyler meant by this
2 in terms of whole entire job or a bit
3 that we made.  The prices could vary
4 wherever we wanted, but overall, they
5 wanted to see the price to be within 98%
6 of their recommended price for domestic
7 fittings.
8        Q.    Was that term incorporated
9 into the final agreement between Sigma

10 and McWane?
11        A.    Price maintenance?
12        Q.    Yes.
13        A.    I don't recall.  We can
14 check.  In concept, I understood what
15 they meant here, but they gave a
16 spreadsheet to explain what you meant.
17 It's not a tracking of each individual
18 item, but all they wanted to make sure
19 was that the price was within 98% of that
20 recommended price.
21        Q.    On the second to the last
22 paragraph, it begins:  On the yard
23 monitoring.
24              Do you see that paragraph?
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1        A.    Yes.
2        Q.    And it says:  He understood
3 JS's point.  So I understand JS is your
4 lawyer?
5        A.    Yes.
6        Q.    And does he refer to JP?
7              MR. OSTOYICH:  Well,
8        objection to form.
9        A.    He's telling me that Procter

10 understood what we were trying to say in
11 terms of our objection.
12        Q.    Did you have an
13 understanding in September of 2009 that
14 McWane would only enter into the OEM
15 distribution agreement with Sigma if
16 Sigma provided assurances that it would
17 not source domestic fittings from
18 anywhere else?
19        A.    Yes.
20        Q.    Did Sigma provide McWane
21 with assurances that it would not source
22 domestic fittings from anywhere other
23 than McWane?
24              MR. WHITE:  Objection.
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1              MR. OSTOYICH:  The way that
2        was phrased, I object.
3              MR. WHITE:  You're
4        mischaracterizing the agreement.
5        A.    I think we agreed to buy all
6 our domestic fittings from McWane in the
7 agreement.
8        Q.    Mr. Bhattacharji, I'm
9 showing you what has been previously

10 marked as CX 118911890271.
11              This is an e-mail from Jim
12 McGivern to Victor Pais, Siddharth
13 Bhattacharji and others on September 9,
14 2009; is that correct?
15        A.    Yes.
16        Q.    And the subject line is MDA.
17              Did I understand your
18 previous testimony that the MDA later
19 became known as the OEM Distribution
20 Agreement?
21        A.    That's right.
22        Q.    At the end of the second
23 line, there's a sentence that begins:  On
24 a couple of our points -- actually, the
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1 sentence reads:  On a couple of our
2 points, he says he needs to go back to
3 anti-trust counsel to see if they're
4 okay, e.g., our request that McWane will
5 be following the same rules on pricing
6 and customers that they are imposing on
7 us.
8              Do you see that sentence?
9        A.    I do.

10        Q.    Did you have an
11 understanding of the request that
12 Mr. McGivern is referring to in September
13 of 2009?
14              MR. OSTOYICH:  I'll object
15        to it.
16              MR. WHITE:  And I'm going to
17        caution the witness if the
18        understanding is a product of
19        discussions that you had with
20        Mr. McGivern and legal counsel, I
21        don't want you to reveal it.
22        A.    I did discuss it between Jim
23 McGivern and our lawyer, but this is
24 relating to Jim's concern as to what
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1 price McWane will be selling their
2 fittings to their customers.
3              To me, that was never a
4 concern, because as long as I got the
5 fitting from McWane and I knew what price
6 I was buying it at, I was okay about
7 selling it.  But Jim had raised this
8 question, but it struck him as to a
9 question that needed an answer.

10        Q.    Did business people at Sigma
11 express to you that they were concerned
12 that if Sigma had to charge 98% of
13 McWane's published prices, McWane should
14 also have to charge 98% of their
15 published prices?
16              MR. OSTOYICH:  The way
17        that's phrased, I'll object.
18              Go ahead.
19        A.    I don't recall the key
20 people in the discussion, like Mitchell
21 having any concern, or even discussing
22 with Victor, because for us, as long as
23 we had the fitting, we knew we could
24 sell.
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1              I think Jim was probably the
2 only person who brought this up, and
3 almost like a legal point rather than a
4 business point.
5        Q.    At this time in September of
6 2009, had Mr. McGivern assumed a role
7 within Sigma?
8        A.    Yeah, he had just come on
9 board at the end of July sometime.

10        Q.    And he was the CEO at this
11 time?
12        A.    He had joined as the CEO.
13        Q.    After Sigma and McWane
14 entered into the OEM Distribution
15 Agreement, did Sigma draw down its
16 efforts to fight Buy American
17 regulations?
18        A.    That was a lost battle, and
19 I don't think we had to do anything at
20 that point.  The agreement and the ARRA
21 had been signed, the money had been
22 disbursed.  They were going about it in
23 their merry way.
24              It was given in a very
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1 limited fashion, so there's nothing less
2 we could do.
3        Q.    And were you concerned
4 personally that if Sigma continued to
5 fight Buy American provisions in other
6 contexts outside the ARRA, that McWane
7 would terminate the OEM Distribution
8 Agreement?
9        A.    No.  In fact, the whole

10 focus on that was that we would not do
11 anything to upset the ARRA.  And in any
12 case, to me, it was a moot point.
13              It did not stop us from
14 going and changing the specification at
15 an engineering level or at a township
16 level.  Something that we had been doing
17 for years, we continued doing.
18        Q.    Mr. Bhattacharji, I'm
19 showing you what's been previously marked
20 CX 118911890935.  This bears Bates number
21 SIG 0004415.
22              This is an e-mail chain, the
23 most recent of which is from Walter
24 Florence to you and others on November 3,
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1 2009; is that correct?
2        A.    Yes.
3        Q.    And immediately prior to
4 Mr. Florence's e-mail is an e-mail from
5 you to Mr. McGivern and Mr. Florence and
6 Victor Pais on November 3, 2009; correct?
7        A.    Could you repeat your
8 question?  I was reading the document.
9        Q.    Sure.  Go ahead and read it.

10        A.    Okay.  I read it.
11        Q.    The e-mail immediately under
12 Mr. Florence's e-mail is from you to
13 Mr. McGivern and others, including
14 Mr. Florence on November 3, 2009.
15              Do you see that?
16        A.    Yes.
17        Q.    And you write:  Even if we
18 are technically not violating the MDA by
19 speaking as investors and not SIG, we can
20 not afford to antagonize McWane who can
21 pull the MDA off the table using some
22 other excuse if they feel strongly about
23 our attempts to beat back the BA laws
24 related to pipe fittings.
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1              Do you see that?
2        A.    Yes, I do.
3        Q.    And was that your opinion at
4 the time?
5        A.    We had signed an agreement
6 saying we are not going to fight against
7 the BA ARRA, so it made no sense for us
8 to do it in a subterfuge.  We signed an
9 agreement, and we meant to keep it.

10        Q.    And that included not just
11 the ARRA, but other Buy American laws; is
12 that correct?
13        A.    Yeah, but the Buy American
14 laws related to the ARRA issues.  It had
15 no impact in our day-to-day going and
16 changing specifications.  That was not in
17 this thing.  So we draw a distinction
18 between those two levels of Buy America
19 application.
20        Q.    So you continued to try to
21 engineer level change specifications;
22 right?
23        A.    Absolutely.
24        Q.    But at the bigger level of
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1 government Buy America provisions, you no
2 longer tried to change those rules?
3        A.    That's what we had signed,
4 so no.
5              MR. WHITE:  We were just
6        talking about time.
7              It's my understanding that
8        you were going to have about
9        three-and-a-half hours of

10        questioning.
11              MR. ANSALDO:  I'm doing
12        everything I can to get through
13        this as quickly as I can.
14              MR. WHITE:  And I haven't
15        been keeping exact time, but it's
16        about 20 minutes by my
17        calculation.
18              MR. ANSALDO:  So I can take
19        a five-minute break, Joe, if you
20        want and then do my 20 minutes.
21                  -  -  -
22              (A recess occurred.)
23                  -  -  -
24 BY MR. ANSALDO:
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1        Q.    Mr. Bhattacharji, I wanted
2 to make sure I understand something that
3 you testified to this morning.
4              I believe you said it would
5 take 18 to 24 months for Sigma to have an
6 inventory of a full range of fittings
7 under its domestic sourcing plan; is that
8 correct?
9        A.    I testified that in the

10 morning, on rethinking on a full range,
11 it would probably take longer.
12        Q.    And in 2009, did Sigma
13 believe that it would take 18 months to
14 develop a full range of fittings in
15 inventory?
16        A.    I mean, we were kind of
17 hoping it would get done, but I think
18 it's unrealistic.
19        Q.    But Sigma would have been
20 able to sell less than a full range of
21 fittings more quickly than 18 months; is
22 that correct?
23        A.    We were able to sell
24 fittings as they came off the line.  As
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1 some of them got developed and produced,
2 we would start selling, but the impact on
3 how much sales we could make would only
4 start after the first set of fittings
5 started coming into the market, which
6 would not be for a full series of months,
7 so we would be losing business.
8              Secondly, we also would have
9 to guess which configurations would be

10 selling, and we may have made some
11 fittings and those were not the ones that
12 are required on the job, so it's very
13 difficult to make any hard assumptions in
14 this.  It's a difficult question to
15 answer.
16        Q.    Are you familiar with the
17 Sigma mega plan?
18        A.    Victor has used that term
19 many times in the 25 years we have worked
20 together.
21        Q.    As executive vice president,
22 did you contribute to the mega plan?
23              MR. WHITE:  Objection.
24        A.    I have to see what this is.
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1        Q.    I only have questions on a
2 couple of pages that I can point you to,
3 but first let me know if you recognize
4 the document.
5              For the record, this is CX
6 1189 11891745 with Bates number SIG
7 0003469, and this is an e-mail from Jeff
8 Marcus to M4 at Sigmaco.com on August 7,
9 2009, subject, SIG mega plan, sent to

10 Aries.
11        A.    In a first glance through
12 the document --
13        Q.    Do you recognize this
14 document?
15        A.    Not specifically, but I know
16 where he's heading on this.
17        Q.    On Page 11 of the power
18 point, which is CX 118911891745-031, does
19 this page represent Sigma's debt status
20 as of August 2009, as you understood it?
21              MR. OSTOYICH:  Hang on.  I
22        must be on the wrong page.  What
23        does it say at the top, Alex?
24              MR. ANSALDO:  The bottom

Page 250

1        right is 1745031, the CX 11891189
2        mark.
3              MR. OSTOYICH:  Page 11.  I'm
4        on that page.  Okay, go ahead, I
5        guess.
6        A.    I don't know what this is.
7 It says 2010, March, June, September,
8 December.  Draft form and not intended
9 to constitute a representation.  I have

10 no idea what this is.
11        Q.    Okay.  Well, then let's put
12 that aside.
13              Mr. Bhattacharji, I'm
14 showing you what's been previously marked
15 CX 118911891748, and the cover page says
16 Sigma International Group, Inc. and
17 Subsidiaries Consolidated Financial
18 Statements and Supplementary Information,
19 years ended December 31, 2010 and 2009.
20              The Bates stamp is SIGTP
21 00067092; is that correct?
22        A.    Yes.
23        Q.    Okay.  Are these Sigma's
24 consolidated financial statements from
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1 2009 and 2010?
2        A.    That's right.
3        Q.    So my questions are on Page
4 14 of the financial statements, but the
5 CX 11891189 brand is 1748016.
6        A.    That's Page 13?  Page 13 or
7 14?
8              MR. WHITE:  14.
9        A.    Okay.  Thanks.  I have the

10 page.
11        Q.    At the bottom of the first
12 paragraph, it reads:  The total
13 outstanding balances at December 31, 2010
14 in 2009 approximated $50,906,566 and
15 $31,356,000 respectively.
16              Do you see that?
17              MR. WHITE:  I'm sorry.  I
18        lost you.
19              MR. OSTOYICH:  Where are
20        you?
21              MR. WHITE:  Under the
22        heading second lien term loans?
23              MR. ANSALDO:  No.
24              MR. WHITE:  What page at the
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1        bottom?  What page of the
2        presentation?
3              MR. ANSALDO:  It is
4        presentation Page 14, and that
5        should be Bates number SIGTP
6        00067107.
7              MR. OSTOYICH:  I don't see
8        where you're reading from.
9              MR. WHITE:  Joe, I'm sorry,

10        he's at the bottom of the first
11        paragraph on the page.
12              MR. OSTOYICH:  Okay.  Got
13        you.
14              MR. WHITE:  Okay.
15 BY MR. ANSALDO:
16        Q.    Mr. Bhattacharji, do you see
17 where we are?
18        A.    Yes.
19        Q.    Does that indicate that
20 through the course of 2010, Sigma's first
21 lien debt increased by about $20 million?
22        A.    Yes, it increased.
23        Q.    And then under the heading
24 second lien term loans, four lines from
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1    A.  I did.
2    Q.  Who reported directly to you?
3    A.  Dennis Wilson, Jimmy Brewer -- even
4 people that are no longer there?
5    Q.  Yes.
6    A.  -- Richard Pratt, Ann Powell, Jessica
7 Johnson, Stan Sharit.
8        MR. WHITE:  Can you spell that for the
9 court reporter, please?

10    A.  I'm not sure I can.  S-H-A-R-I-T,
11 Sharit.
12    Q.  (BY MR. LAVERY) Is that everyone?
13    A.  To the best of my recollection.
14    Q.  Good enough for me.  And in your
15 current position, who do you report to?
16    A.  Mitchell Rona.
17    Q.  And do you have anyone that reports
18 directly to you now?
19    A.  I do.
20    Q.  Who would that be?
21        THE WITNESS:  You're going to have a
22 hard time with these.
23    A.  Sreenivasa Rao.
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1    Q.  If you could spell --
2    A.  I'm not even going to try.
3        Sreni, S-R-E-N-I.  Rao, R-A-O.
4        Ajay Roy.  That's A-J-A-Y R-O-Y.
5        Krishna -- I can't even pronounce
6 Krishna's last name.  KY.
7        And CS, MCS.
8        We use abbreviations for obvious
9 reasons.  Those are the engineers who work in

10 Cream Ridge.
11    Q.  Where?
12    A.  In New Jersey.
13    Q.  So everyone that reports to you now is
14 an engineer?
15    A.  Yes.
16        Overseas is JH, KS.  That's fairly
17 extensive.
18    Q.  And when you say overseas, where is
19 that?
20    A.  We have an office in India called Silo,
21 S-I-L-O; SIGMA-India Liaison Office, and we
22 have an office in China called SCO-SIGMA
23 China office.
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1    Q.  SIGMA is an importer of waterworks
2 products; right?
3    A.  Primarily.
4    Q.  Does SIGMA actually manufacture its own
5 fittings?
6    A.  We consider the fact that we -- we
7 consider it manufacturing.
8    Q.  What do you mean by you consider it
9 manufacturing?

10    A.  The products are made to our
11 specifications under our quality control
12 team.  We hire the processing.
13    Q.  But you hire another company to do the
14 processing?
15    A.  That's correct.
16    Q.  Has SIGMA ever manufactured its own
17 fittings?
18    A.  Other than for trials?
19    Q.  For resell.
20    A.  I know of three fittings that were made
21 at trial that were eventually sold.
22    Q.  Which fittings are those?
23    A.  It's two 24-inch 45's and one 48-inch
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1 45.
2    Q.  Other than those, has SIGMA ever
3 manufactured its own fittings?
4    A.  Not to my knowledge.
5        MR. WHITE:  Objection.
6        If I object, it's just an objection for
7 the record.  I'm not -- I guess I can't help
8 myself sometimes.  I think the question is
9 vague.  If I have something I want to

10 instruct you on, I'll let you know.
11    Q.  (BY MR. LAVERY) SIGMA imports fittings
12 into the United States for resell; correct?
13        MR. ANSALDO:  Objection, leading.
14    A.  Correct.
15    Q.  (BY MR. LAVERY) And does it supply
16 those imported fittings to your customers in
17 the United States?
18    A.  Yes.
19    Q.  What countries does SIGMA import from?
20    A.  China and India.
21    Q.  Any others?
22    A.  Not that I'm aware of -- I'm sorry,
23 Mexico.

PUBLIC



6 (Pages 21 to 24)

Page 21

1    Q.  When was that?
2    A.  In general, 2008, 2009.
3    Q.  Who made the determination that SIGMA
4 wanted to explore the feasibility of having
5 its own ductile iron waterworks fittings
6 produced in the United States?
7    A.  The management team.
8    Q.  Who's on the management team?
9    A.  It would be Victor Pais, Siddharth

10 Bhattacharji, Gopi Ratham, G-O-P-I
11 R-A-T-H-A-M, Mitchell Rona.
12    Q.  Are you aware of why SIGMA made that
13 determination that it would like to explore
14 the feasibility of having fittings produced
15 in the United States?
16        MR. ANSALDO:  Objection, foundation.
17    A.  I was never told specifically.
18    Q.  (BY MR. LAVERY) Were you involved in
19 making the decision?
20    A.  To explore the possibility?
21    Q.  Yes.  I'll restate.  Were you involved
22 in making the decision to explore the
23 possibility of having fittings produced in
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1 the United States?
2    A.  Yes.
3    Q.  Who else was involved?
4    A.  That same group.
5    Q.  To the best of your knowledge, why did
6 SIGMA make the ultimate determination that it
7 needed to explore the feasibility of having
8 fittings produced in the United States?
9        MR. ANSALDO:  Objection, foundation.

10    A.  My understanding was that there was a
11 domestic market that we had never tapped and
12 that the ARRA was going to affect potentially
13 our market share and we needed a response to
14 that threat to market share.
15    Q.  (BY MR. LAVERY) What is ARRA?
16    A.  I think it's American Resources and
17 Recovery Act.  I'm not sure that's correct.
18    Q.  If I told you it was the America
19 Recovery and Reinvestment Act, would you
20 agree with that?
21    A.  Yes, I would agree with that.
22    Q.  Do you know when ARRA was passed?
23    A.  I do not.
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1    Q.  When specifically did you begin

2 evaluating the feasibility of having SIGMA

3 produced its own ductile iron waterworks

4 fittings in the United States?

5        MR. WHITE:  To clarify, when you say

6 you, do you mean SIGMA or do you mean Mr. Box

7 personally?

8    Q.  (BY MR. LAVERY)  I'll restate the

9 question.  Mr. Box, you personally were

10 involved in evaluating the feasibility of

11 having SIGMA produce its own ductile iron

12 waterworks fittings in the United States;

13 correct?

14    A.  Yes, sir.

15    Q.  When did your personal evaluation of

16 that start?

17    A.  I can't give you a specific date.  My

18 recollection is that it was in the spring of

19 '08.

20        MR. WHITE:  If you're not sure, he

21 can -- they've got documents to refresh your

22 recollection.

23    A.  I need my recollection refreshed.  I
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1 can't remember the exact date.  It was the

2 spring of '08 or '09, I'm not sure which.

3    Q.  (BY MR. LAVERY) And did someone ask you

4 to evaluate that possibility?

5    A.  Yes.

6    Q.  Who was that?

7    A.  The management team.

8    Q.  Anyone specific on the management team?

9    A.  I was involved in that group and it was

10 a group decision.

11    Q.  What was your involvement with that

12 group?

13    A.  That's kind of broad.  Can you narrow

14 the question?

15    Q.  Sure.  Within that group, what were

16 your responsibilities?

17    A.  I don't think that's any better.

18        MR. WHITE:  I agree.

19    Q.  (BY MR. LAVERY) To the best of your

20 knowledge, what job functions did you perform

21 as part of that group in evaluating the

22 feasibility of SIGMA having its own ductile

23 iron waterworks fittings produced in the
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1 United States?
2        MR. WHITE:  I'm sorry.  Can we go off
3 the record for just a second?
4        MR. LAVERY:  Sure.
5        (OFF-THE-RECORD.)
6    Q.  (BY MR. LAVERY) Back on the record.
7 You said you were asked to perform an
8 analysis of the feasibility of having SIGMA
9 produce its own ductile iron waterworks

10 fittings in the United States; correct?
11    A.  Let me clarify.  I was asked to gather
12 information which would be used in the
13 analysis.  I actually didn't perform the
14 analysis myself.
15    Q.  Okay.  What did you do to gather this
16 information?
17    A.  I went to foundries and asked for
18 quotations for the production of our
19 products.
20    Q.  What foundries did you go to?
21    A.  I can give you a list.  I may not
22 remember every foundry.  I'm sure there's a
23 record somewhere of every foundry that we
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1 contacted.
2    Q.  Do you have an idea, roughly, how many
3 foundries you went to?
4    A.  Over 50.
5    Q.  What else did you do to gather
6 information?
7    A.  That's basically it.  Transportation
8 costs -- we investigated transportation
9 costs, we investigated machine options.  We

10 investigated industry costs finishing
11 operations.
12    Q.  Are there any prerequisites for having
13 ductile iron pipe fittings produced in the
14 United States?
15        MR. WHITE:  Objection.
16        MR. ANSALDO:  Objection, vague.
17    A.  Technical?
18    Q.  (BY MR. LAVERY) Technical, yes.
19    A.  The foundry has to be capable of
20 producing a high quality of ductile iron.
21    Q.  How do you evaluate whether they're
22 capable of doing that?
23    A.  We have a document called a QIP, a
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1 quality inspection procedure.  It's spelled
2 out in the QIP.
3    Q.  And there are technical specifications
4 spelled out in the QIP?
5    A.  Yes.
6    Q.  Over what period of time did you visit
7 these 50 or so foundries?
8    A.  I never said I visited all of the
9 foundries.  I said we investigated the

10 capabilities of over 50 foundries.
11    Q.  Over what period of time did you
12 investigate the capabilities of the over 50
13 foundries?
14    A.  From the beginning of the research into
15 domestic production until the decision was
16 made not to go forward with domestic
17 production.
18    Q.  And when was that decision made?
19    A.  I don't recall an exact date.
20    Q.  Besides investigating the over 50
21 foundries, did you do anything else to
22 explore the feasibility of having ductile
23 iron waterworks fittings produced for SIGMA
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1 in the United States?
2        MR. WHITE:  Objection, asked and
3 answered.
4        THE WITNESS:  I'm sorry.  Objection
5 what?
6        MR. WHITE:  I said asked and answered.
7 You had already described some of the other
8 things you did.
9        Do you want him to describe them again?

10        MR. LAVERY:  I do.
11        MR. WHITE:  All right.  You may
12 describe them again.
13    A.  We looked at all aspects of the
14 processing steps necessary from the beginning
15 to the end; casting, machining,
16 transportation, finishing.
17        MR. LAVERY:  I'm going to mark document
18 SIG0001691 as Box 1.
19        (Exhibit Number 1 was marked and
20 attached.)
21    Q.  (BY MR. LAVERY) Can you take a look at
22 that for me, please?
23    A.  (Witness complies.)
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1        MR. WHITE:  Did you get his objection?
2        THE REPORTER:  Yes, I did.
3    Q.  (BY MR. LAVERY) So in your exploration,
4 you found that it would be a very large
5 undertaking to obtain the large number of
6 part numbers necessary --
7    A.  Yes.
8    Q.  -- for small and intermediate fittings?
9    A.  I said small.

10        MR. ANSALDO:  Objection.
11    Q.  (BY MR. LAVERY) Small fittings.  Did
12 you give a recommendation to the management
13 team regarding intermediate fittings?
14    A.  I was ambivalent.
15    Q.  Expand on that.  What do you mean you
16 were ambivalent?
17        MR. WHITE:  You don't have to expand.
18 He asked you a question, what do you mean by
19 ambivalent.  You can answer that question
20 please.
21    A.  I meant by ambivalent that I was -- I
22 had no strong opinion one way or the other.
23    Q.  (BY MR. LAVERY) And to be clear, what
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1 do you define as intermediate fittings?
2    A.  14 through 24.
3    Q.  Eventually, the management team decided
4 that it would not produce intermediate
5 fittings domestically; correct?
6        MR. ANSALDO:  Objection, vague.
7    A.  Correct.
8    Q.  (BY MR. LAVERY) Did you have a
9 recommendation to the management team

10 regarding large fittings?
11    A.  Yes.
12    Q.  What was that recommendation?
13    A.  That we continue to pursue manufacture
14 of large diameter domestic fittings.
15    Q.  Did the management team decide to
16 continue to pursue large diameter domestic
17 fittings?
18    A.  No.
19    Q.  In your recommendations, did you take
20 costs into consideration?
21    A.  Yes.
22    Q.  Did you find that it would be too
23 expensive to pursue producing small and
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1 intermediate -- strike that.  Did you find

2 that it would be too expensive produce small

3 fittings domestically?

4        MR. ANSALDO:  Objection, leading,

5 vague, foundation.

6    A.  It wasn't my position to judge what was

7 too expensive and what was not too expensive.

8    Q.  (BY MR. LAVERY) In your recommendation

9 to the management team, did you take costs

10 into consideration?

11    A.  Yes.

12    Q.  As part of your determination that it

13 was not worth it to pursue small fittings

14 domestically, was cost a factor?

15    A.  Total risk was the driving force.

16    Q.  Total risk?

17    A.  Total risk; cost, large undertaking,

18 capital expenditure.

19    Q.  Did you think it would be in a bad

20 business decision?

21        MR. ANSALDO:  Objection, leading.

22        MR. WHITE:  Objection.

23    A.  I can only give my personal opinion.
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1    Q.  (BY MR. LAVERY) I'm asking for your
2 personal opinion.  Did you did think it would
3 be a bad business decision?
4        MR. ANSALDO:  Objection to leading,
5 foundation.
6    A.  I felt it was a necessity that we do
7 something.  We needed to service our
8 customers.
9    Q.  (BY MR. LAVERY) So you thought it would

10 be a bad decision, business decision to have
11 fittings produced domestically for SIGMA?
12        MR. ANSALDO:  Objection, vague,
13 leading, foundation.
14    A.  SIGMA needed a domestic line of
15 fittings to service our customers.  So the
16 business decision was we needed -- we needed
17 to have a way to provide domestic fittings to
18 our customers.
19    Q.  (BY MR. LAVERY) But ultimately, the
20 management team chose not to produce
21 domestically?
22    A.  That's correct.
23    Q.  And you recommended that they do not
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1 produce domestically for small fittings?
2    A.  You asked me my opinion.  I stated my
3 opinion to them, but my opinion didn't hold
4 much weight.
5    Q.  Did you tell the management team in
6 your opinion it would be a bad business
7 decision?
8    A.  If there was another option.
9    Q.  Who did you communicate this to?

10    A.  Mitchell.
11    Q.  Mitchell Rona?
12    A.  Uh-huh.
13    Q.  You felt that SIGMA needed to do
14 something; correct?
15    A.  Yes.
16    Q.  What do you mean by that?
17    A.  We needed to have an option of
18 supplying domestic fittings to our customers.
19    Q.  Were you customers demanding domestic
20 fittings?
21    A.  Yes.
22    Q.  Did you ever tell customers that you
23 would, in fact, have domestic fittings
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1 available?

2        MR. WHITE:  Him personally?

3    A.  Personally, I never told any customers.

4    Q.  (BY MR. LAVERY) Are you aware of SIGMA

5 telling customers that they would have

6 domestic fittings available?

7        MR. ANSALDO:  Objection, foundation.

8    A.  Yes.

9    Q.  (BY MR. LAVERY) Are you familiar with

10 the company Frontenac?

11    A.  Only to the extent that I know that

12 they are the capital investment people that

13 have a large share of SIGMA.

14    Q.  Are you aware that SIGMA entered a

15 Master Distribution Agreement with McWane?

16    A.  I am.

17    Q.  Approximately when was that?

18    A.  Late summer, early fall of 2009.  Is

19 that right?

20    Q.  Did you have any direct involvement in

21 negotiating the agreement?

22    A.  I did not.

23    Q.  So you had no direct responsibility for
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1 negotiating the agreement whatsoever;
2 correct?
3    A.  Correct.
4    Q.  Were you aware that these negotiations
5 were going on at the same time you're
6 evaluating the feasibility of SIGMA entering
7 domestic production?
8        MR. WHITE:  Objection, lacks
9 foundation.  Go ahead.

10    A.  I was.
11    Q.  (BY MR. LAVERY) But again, you had no
12 involvement in the negotiating the MDA with
13 McWane; correct?
14    A.  I did not.
15    Q.  Are you an engineer by trade?
16    A.  Education.
17    Q.  Where did you go to school?
18    A.  University of Alabama-Birmingham.
19    Q.  For your entire career at SIGMA, have
20 your job responsibilities generally revolved
21 around engineering, at least in some aspect?
22        MR. WHITE:  Objection.
23    A.  Not until recently.  I'm an operations
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1 guy.
2    Q.  (BY MR. LAVERY) For your entire career
3 at SIGMA, you have been in either operations
4 or engineering; is that correct?
5        MR. ANSALDO:  Objection, vague, form.
6    A.  Basically.
7    Q.  (BY MR. LAVERY) Have you ever had any
8 direct responsibilities for determining the
9 pricing of products?

10    A.  I have not.
11        MR. WHITE:  At SIGMA or in his career?
12    Q.  (BY MR. LAVERY) I'll restate the
13 question.  At SIGMA, have you ever had any
14 direct responsibility for determining the
15 pricing of products?
16    A.  Fittings?
17    Q.  Fittings.
18    A.  No.
19    Q.  Have you ever had any direct
20 responsibility for determining multipliers
21 for fittings?
22    A.  No.
23    Q.  Have you ever been directly responsible
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1 produce domestically for small fittings?
2    A.  You asked me my opinion.  I stated my
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1 guy.
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1 I'll say that not only the transcript is
2 confidential, but any exhibits that are
3 attached to the transcript as well.
4        MR. ANSALDO:  My understanding is that
5 Mr. Cruise will be bound by the protective
6 order?
7        MR. CRUISE:  Yes.
8        MR. OSTOYICH:  Is everybody ready to
9 start?
10    Q.  (BY MR. OSTOYICH) Mr. Brakefield, good
11 morning again.
12    A.  Good morning.
13    Q.  Just so we are clear on the record, my
14 understanding is that you either were or
15 perhaps still are, and you can clarify it for
16 me, president of the Ductile Iron Fittings
17 Research Association.
18    A.  That's correct.
19    Q.  Do you know yourself whether you still
20 are the president or whether that's a past --
21    A.  You know, some -- I think I am, but I
22 really don't know.  I haven't -- I don't know
23 if I'm officially that or not, but I have

Page 10
1 been -- I have been doing things as I was.
2    Q.  Okay.  And is that -- part of the
3 reason for that, for all practical purposes,
4 the Ductile Iron Fittings Research
5 Association has been defunct for the last
6 three and a half years?
7        MR. ANSALDO:  Objection, leading.
8    A.  That's correct.
9    Q.  (BY MR. OSTOYICH)  You tell me, Mr.
10 Brakefield, is the Ductile Iron Fittings
11 Research Association still operating in any
12 fashion?
13    A.  No, sir.
14    Q.  And when is the last time the Ductile
15 Iron Fittings Research Association actually
16 did anything?
17    A.  I would say it was probably -- the last
18 meeting probably in '08, maybe early '09, to
19 the best of my knowledge.
20    Q.  Fair enough.  Just so we're clear on
21 the record, you understand you are testifying
22 under oath on behalf of the organization?
23    A.  Yes.

Page 11
1    Q.  And you have an obligation to tell the
2 truth, as you know it?
3    A.  Yes, sir.
4    Q.  Mr. Brakefield, I'm going to show you
5 some documents.  Before I get to them, my
6 understanding is that DIFRA had a very brief
7 period where it was actually operational.  Is
8 that fair?
9    A.  That's correct.

10    Q.  It looks like from the documents that
11 the organization produced and other documents
12 that DIFRA was essentially talked about,
13 started to be formed sometime in the mid
14 2000's, but effectively didn't really do
15 anything until 2008.  Is that fair?
16    A.  That's correct.
17        MR. ANSALDO:  Objection, leading.
18    Q.  (BY MR. OSTOYICH)  Let's mark as
19 Exhibit 1, and I think what we will do is
20 mark it as Respondent's Brakefield
21 Exhibit 1 -- I'm sorry, DIFRA Exhibit 1, a
22 document from -- an e-mail trail from Tom
23 Brakefield from April of 2005 to Thad Long

Page 12
1 and others, and it came from DIFRA's files,
2 DIFRA 000089, and it's a one pager.
3        If you can, take a look at that.
4        (DIFRA Exhibit 1 was marked and
5 attached.)
6    Q.  (BY MR. OSTOYICH) Let me know after you
7 have had a chance to look at that, Mr.
8 Brakefield.
9    A.  Okay.

10    Q.  Have you had a chance to look at that,
11 Mr. Brakefield?
12    A.  Uh-huh.
13    Q.  This, I take it, is an e-mail trail
14 that you had e-mail exchanges with Thad Long
15 and others in April of 2005 in the ordinary
16 course of your duties; is that fair?
17    A.  Yes, sir.
18    Q.  Am I reading it right that this in a
19 sense the initial discussions about possibly
20 forming a trade association for the ductile
21 iron fittings participants?
22        MR. ANSALDO:  Objection, leading.
23    A.  Yes.
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1    A.  Because they were not in those other
2 markets.
3    Q.  Did any members want a more narrow
4 geographic range than the United States and
5 Puerto Rico?
6    A.  No, sir.
7    Q.  Did any members from DIFRA propose to
8 break up DIFRA reporting by the United States
9 region?
10    A.  No, sir, not that I recall.
11    Q.  Did any DIFRA member ever propose
12 exchanging sales dollars information?
13    A.  At one time that was discussed, yes.
14    Q.  Which DIFRA member proposed exchanging
15 sales dollars information?
16    A.  I think it was McWane.
17    Q.  And you also discussed with Mr.
18 Ostoyich the selection of shipments in tons,
19 and you referred to sometimes delivery can be
20 a long time after the sale; is that correct?
21    A.  That's correct.
22    Q.  And how often does that happen?
23    A.  In any public job, it happens pretty

Page 110
1 much every time.
2        MR. WHITE:  Objection, vague.
3        When you say a long time, you need to
4 define it.
5        MR. ANSALDO:  I was using his term.
6        MR. WHITE:  You can answer.  It's a
7 vague question, but you can answer.
8    A.  Well, public work that had public funds
9 had certain parameters or processes that you
10 had to go through before you received a
11 notice to proceed on the project; that
12 normally took a period of time.  It could
13 vary, 60 days to 120 days.  And then after
14 that, once that had been decreed, you could
15 start this job.  Purchase orders were issued
16 and all the documentation to make sure that
17 the orders were placed occurred at that time.
18 Sometimes they were placed in advance because
19 they had items that were maybe 30-week
20 delivery.  So you were trying to get the jump
21 on that so you could make it in a timely
22 manner to get the schedule of the job.
23        Okay.  So most -- and I would say
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1 99.9 percent of the public work, it was at
2 least a 60 to 120-day period before you got
3 an order, and then usually 8 to 10 weeks
4 after that that you would ship that order.
5 Private work was all over the map.
6    Q.  And what is -- when you say public
7 work, what is public work?
8    A.  Public work is where -- let's say the
9 State revolving funds.  They are funding a

10 project of need and there is an actual bid;
11 engineering done, bid list, bidders submit
12 bids, and the low bidder is awarded the job.
13 And then he basically orders the product from
14 whoever he deems that's going to get that
15 order, whoever was low on the bid at that
16 time.
17    Q.  Does public work fall within one of the
18 particular size ranges that were buckets that
19 DIFRA reported?
20    A.  It could be in all the size ranges and
21 probably more prominent in 14 and up.
22    Q.  For sales of fittings between 2-inch
23 and 12-inch --
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1    A.  Yes.
2    Q.  -- in 2008, what percentage of those
3 sales would be for public work projects?
4    A.  I would say that -- maybe using the
5 80/20 rule, maybe 20 percent.
6    Q.  You also mentioned in the discussion
7 with Mr. Ostoyich that the prices around the
8 country can vary; is that correct?
9    A.  That's correct.

10    Q.  Why do the prices around the country
11 vary?
12    A.  Different shipping points, different
13 points of where you -- the importer people
14 like Star and SIGMA would bring in products
15 in landed cost areas, basically on the east
16 coast versus the west coast.  So all of them
17 had different cost points depending upon
18 where they shipped out of; what plant or what
19 warehouse they shipped out of would vary,
20 freight, all kind of things like that, lanes
21 of traffic.
22    Q.  Were competitive conditions different
23 in some regions of the country than others?
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1    A.  Not December of 2009, no, they didn't.
2    Q.  Oh, I'm sorry.
3    A.  Of '08, they did.
4    Q.  In January of 2009, did SIGMA --
5    A.  No, sir, they did not.
6    Q.  Let me clear up the record a little
7 bit.  In January of 2009, did SIGMA submit
8 data to DIFRA?
9    A.  No, they did not.
10    Q.  In January of 2009, did Star submit
11 data to DIFRA?
12    A.  No, they did not.
13    Q.  And in February of 2009, did McWane
14 submit data to DIFRA?
15    A.  Yes, they did -- no, they did not,
16 excuse me.  I misread that.  No, they did
17 not.
18    Q.  Did any of the DIFRA members
19 communicate to DIFRA why they were stopping
20 the data submissions?
21    A.  Inactivity at that time took place and
22 enthusiasm of the organization really dropped
23 because of ARRA at that time.

Page 126
1    Q.  Why did ARRA cause the enthusiasm for
2 DIFRA to drop?
3    A.  Because the mandates from ARRA deemed
4 that projects were going to be domestic only,
5 made in this country.
6        MR. OSTOYICH:  That's not the right
7 characterization, but go ahead.
8    Q.  (BY MR. ANSALDO)  Why did the domestic
9 only requirement affect the members'
10 enthusiasm for DIFRA?
11    A.  Because some of the members were
12 importers, they did not have domestic
13 production, and one did.
14    Q.  And so why did that affect the
15 enthusiasm for DIFRA?
16    A.  Because they -- the money that was
17 going to be allocated for projects were going
18 to be labeled Buy American only.
19        MR. OSTOYICH:  Just for the record,
20 your characterization in your question on Buy
21 American and his answer on what Buy American
22 says -- it says what it says.
23    Q.  (BY MR. ANSALDO)  In early 2009, was
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1 U.S. Pipe continuing to submit its
2 information to DIFRA?
3    A.  As far as I know, no, it did not.
4    Q.  When Bree Holland indicated to you in
5 May of 2009 that she was missing data from
6 some DIFRA members, did she indicate that she
7 was missing data from U.S. Pipe?
8    A.  No, she didn't.
9    Q.  So she may have --

10    A.  She may have, I just didn't know that.
11        MR. CRUISE:  Objection, calls for
12 speculation.
13    Q.  (BY MR. ANSALDO) Mr. Brakefield, you
14 mentioned the effect that the ARRA had on the
15 DIFRA members.  Did U.S. Pipe communicate
16 concern about the ARRA to DIFRA?
17    A.  No.
18    Q.  Did Star Pipe communicate concern about
19 the ARRA to DIFRA?
20    A.  I don't remember.  I don't think so.
21    Q.  Did you have conversations with
22 representatives of Star Pipe about the ARRA?
23    A.  No, I did not.
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1    Q.  Did any members of DIFRA communicate
2 that they were resigning their membership in
3 DIFRA?
4    A.  Yes.
5    Q.  Have any of the members of DIFRA --
6 strike that.  Has DIFRA filed papers with the
7 State of Alabama indicating that it was
8 unincorporating?
9    A.  No, sir, not that I'm aware of.

10    Q.  In 2005, when the early meetings
11 regarding -- or relating to DIFRA took place,
12 U.S. Pipe participated in those; is that
13 correct?
14    A.  Yes.
15        MR. WHITE:  Object.
16    A.  Yes, they did.
17    Q.  (BY MR. ANSALDO)  In 2005, did you U.S.
18 Pipe Foundry make fittings?
19    A.  That, I don't recall.  It could have,
20 but I don't recall exactly the date that they
21 shut the fittings facility down.  They could
22 have, I just don't recall.
23    Q.  In 2008, when DIFRA reporting
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1 commenced, did U.S. Pipe own a foundry where
2 they manufactured fittings?
3    A.  No, they did not.
4    Q.  Did SIGMA sell fittings to U.S. Pipe in
5 2008?
6    A.  Yes, they did.
7    Q.  Was the shipping information that U.S.
8 Pipe submitted to DIFRA reflective of the
9 fittings that SIGMA sold to U.S. Pipe?
10        MR. WHITE:  Objection, vague.
11        MR. OSTOYICH:  I would join.
12        MR. GILL:  If you know what U.S. Pipe
13 submitted.
14    A.  I don't know what they submitted,
15 that's what I was going to say.  I don't
16 really know what they submitted.  I know
17 there was a lot of discussion about inner
18 member sales to one another and that was --
19 Thad Long basically said that should not be
20 reported.
21        Now, whether they did that or not, I
22 don't know.  But if -- and I'm almost certain
23 there is some language somewhere that Thad
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1 had cautioned everybody about selling, you
2 know, that product, that that should not be
3 reported; that the billing company who had
4 the invoice to the marketplace, that should
5 be reported, not the end -- like the amount
6 that we sold to U.S. Pipe, or if we sold any
7 to McWane, that was not to be reported, and
8 we complied with that.
9    Q.  (BY MR. ANSALDO) When you say we --
10    A.  SIGMA.
11    Q.  -- in that instance, you mean --
12    A.  That would be SIGMA.
13    Q.  SIGMA did not report its sales of
14 fittings to U.S. Pipe?
15    A.  That's correct.
16    Q.  And under the DIFRA rules, U.S. Pipe
17 would report the sales of those fittings?
18    A.  That's correct.
19    Q.  Mr. Brakefield, you discussed a lot of
20 the reasons why DIFRA was formed such as
21 specifications and standards in the industry.
22        Did the DIFRA information exchange help
23 DIFRA members to form standards for the
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1 industry?
2        MR. OSTOYICH:  We would object.
3    A.  I feel we had laid the groundwork to do
4 that; we didn't have the chance to do that.
5 I felt we were going to address those issues,
6 yes.
7    Q.  (BY MR. ANSALDO) Did the members'
8 submission of shipping information to the
9 accounting firm and subsequent receipt of the

10 aggregate information affect those standards?
11    A.  Not per se, no; huh-uh, no.
12    Q.  Was the purpose of submitting -- strike
13 that.
14        I believe you have already said that
15 the DIFRA members wanted to understand the
16 contours of the market and that was one of
17 the reasons why they submitted information to
18 the accounting firm; is that correct?
19        MR. WHITE:  Objection.
20    A.  You know, I think that that was an area
21 that Bradley Arant advised us that we could,
22 in fact, do, and that would give us data that
23 could help us serve our customers in a timely
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1 manner, looking at the trends and the
2 seasonality that the industry had faced and
3 you had some more concrete evidence of how
4 that occurred.
5    Q.  (BY MR. ANSALDO) Was there any other
6 purposes for the DIFRA members submitting
7 their data and receiving aggregate data?
8    A.  No.  It just gave you an idea of the
9 breakdown of the sizes and configurations and

10 stuff also.  Other than that, no.
11    Q.  You described earlier the difference
12 between flanged fittings and this bucket that
13 is all other.
14    A.  Yes.
15    Q.  Are some of the all other fittings
16 proprietary fittings?
17    A.  Yes, sir.
18    Q.  Are some of the all other fittings
19 standard fittings?
20    A.  Yes, sir.
21    Q.  And which standards would the all --
22 which standards would the all other fittings
23 follow?
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1           (Whereupon, the following proceedings were
2 had, to-wit:)
3                COURT REPORTER:  Any stipulations to
4 be put on the record before we start?
5                MR. MANN:  No.
6                MR. LAVERY:  No.
7                    MICHAEL CORYN,
8             having been first duly sworn,
9        was examined and testified as follows:

10                  DIRECT EXAMINATION
11 BY MR. LAVERY:
12      Q.   Good morning.
13      A.   Good morning.
14      Q.   Can you please state your full name for
15 the record.
16      A.   Michael R. Coryn.
17      Q.   And can you give me your home and work
18 addresses, please?
19      A.   251 Holmes Street in Bettendorf, Iowa.
20 And our office is at 3739 State Street in Bettendorf
21 also.  And the zip is 52722 for both.
22      Q.   And my name is William Lavery.  I
23 represent McWane in this matter.
24           Have you ever been deposed before?
25      A.   Yes.
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1 fittings?
2      A.   No.
3      Q.   If the price of ductile iron pipe fittings
4 goes up, is there a decrease in demand for those
5 fittings?
6      A.   No.
7      Q.   Is there a price differential between
8 domestic ductile iron pipe fittings and imported
9 ductile iron pipe fittings?
10      A.   Yes.
11      Q.   What is that differential?
12                MR. LAVERY:  Objection:  Vague.
13                MR. HOUGHTON:  I assume you are
14 asking him about price now?  Today?
15                MR. MANN:  Correct.
16                THE WITNESS:  It's probably between
17 25 and 30 percent, domestic being higher.
18 BY MR. MANN:
19      Q.   And has that differential changed over
20 time?  If we were to take the last five years?
21      A.   From five years ago, it's increased.
22      Q.   Five years ago, what was the price
23 differential between an imported fitting and a
24 ductile iron -- domestic ductile iron pipe fitting?
25      A.   It was probably more like a 20 percent
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1 spread.
2      Q.   So it's trending upward?
3      A.   Yes.
4      Q.   Mr. Lavery spoke to you about different
5 municipalities that still have domestic fitting
6 specifications in their jobs.  What factors are
7 contributing to this persistence of domestic
8 specification?
9                MR. LAVERY:  Objection:  Calls for
10 speculation.
11                THE WITNESS:  I think a lot of it has
12 to do with the source of their funding.
13 BY MR. MANN:
14      Q.   Any other factors that you are aware of?
15      A.   In the state of Illinois, I know it's part
16 of their DOT specification.  So if there's any DOT
17 funding on a project, it does require domestic
18 fittings.
19      Q.   Would you be able to quantify in terms of
20 the number of projects that you serviced that used
21 domestic fittings last year, in 2011?
22      A.   It would be less than ten.
23      Q.   And how many domestic fitting jobs did you
24 service in 2010?
25      A.   Boy, I couldn't even guess anymore.  I'm
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1 not sure.
2      Q.   Do you ever see requests for bids that
3 have both the higher domestic price as well as the
4 lower import price?
5                MR. HOUGHTON:  For just fittings?
6                MR. MANN:  For fittings.
7                MR. LAVERY:  Object to the form.
8                THE WITNESS:  I'm a little confused.
9                MR. HOUGHTON:  Are you asking if

10 there are any alternate bids requested by an owner?
11                MR. MANN:  Yeah.  That's exactly.
12 BY MR. MANN:
13      Q.   So when an owner publishes a job, and
14 whether it's a contractor coming to Utility
15 Equipment Company asking for Utility Equipment
16 Company to respond or Utility Equipment Company goes
17 and finds out about this job and does a material
18 take off, do you ever see the owner of the job
19 wanting to see both what the cost of domestic
20 fittings would be as well as the cost of imported
21 fittings?
22      A.   No, not on a prebid basis.
23      Q.   Would you ever see it occur after the
24 prebid basis?
25      A.   Yes.
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1      Q.   What type of situation would that occur?
2      A.   When a project comes in over budget, they
3 will start to value engineer it.  At that time they
4 may look at switching to a foreign fitting to try to
5 save money.
6      Q.   Do you ever observe your competitors
7 responding to domestic specifications with imported
8 ductile iron pipe fittings?
9      A.   I haven't busted them yet.  I don't think

10 they do.
11      Q.   During the ARRA period, did you see any
12 changes in the price of domestic ductile iron pipe
13 fittings?
14      A.   Yes.
15      Q.   What were those changes?
16      A.   There were increases.
17      Q.   Who were those increases from?
18                MR. LAVERY:  Objection:  Vague.
19 BY MR. MANN:
20      Q.   Who was supplying the domestic ductile
21 iron pipe fittings during the ARRA?
22      A.   Tyler.
23      Q.   And the price increases, were those from
24 Tyler?
25      A.   Yes.
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1      Q.   Was there more than one?
2      A.   As I recall, they had two that year.
3      Q.   Was there any way to negotiate with Tyler
4 on the price of domestic fittings during the ARRA
5 period?
6                MR. LAVERY:  Object to the form.
7                THE WITNESS:  I'm sure -- yeah, I
8 would think you could probably negotiate it.
9 BY MR. MANN:
10      Q.   Did you ever negotiate with Tyler on the
11 price of domestic ductile iron pipe fittings during
12 the ARRA period?
13      A.   I don't believe we did.
14      Q.   If an ARRA job -- let me start over.
15           Were domestic ductile iron pipe fittings
16 required on all ARRA jobs?
17      A.   Yes.
18      Q.   Was there any way to put an imported
19 fitting on an ARRA job?
20      A.   It was possible.
21      Q.   And -- by what means was it possible?
22      A.   You either had to prove that a certain
23 fitting was not available domestically, or the lead
24 time on it was such that it was going to hold up the
25 project, and you had to have a lot of documentation
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1 to accompany that.
2      Q.   Who would you submit this documentation
3 to?
4      A.   We would supply it to the contractor, who
5 would have probably had to supply it either to the
6 consulting engineer or the end user.
7      Q.   Were you aware of any waivers during the
8 ARRA period?
9      A.   I knew it was possible.
10      Q.   Is that what you were referring to
11 previously?
12      A.   Yes, but it was very -- it was cumbersome.
13      Q.   Did Utility Equipment Company ever supply
14 a job that used a waiver --
15      A.   No.
16      Q.   -- for domestic fittings?
17      A.   We didn't.
18      Q.   I want to shift gears to the mechanics of,
19 I guess, the bidding process.
20           So setting aside the municipalities and
21 what Mr. Lavery spoke about this morning, what is
22 the series of events that takes place from the time
23 that a project owner decides they want to fund a
24 project through the point that Utility Equipment
25 Company would actually supply the product to the
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1 project site?  Can you walk me through those steps?
2      A.   Once we would become aware of a job, we
3 would contact the engineer, request a set of the
4 plans and specs.  They physically send you a set or
5 they refer you to one of the online services where
6 you can look at those plans and specs.
7           And then our people would take -- do
8 material take off of the sizes, the footages, the
9 number of fittings, the number of hydrants, valves,

10 whatever the case may be.
11           We make up a material list, solicit
12 pricing for it, and then we would publish our
13 quotation of that material list.  Typically, we
14 would e-mail it or fax it to someone.
15           Then, you know, you would contact the
16 apparent low bidder on the project and see if there
17 was any opportunities there for us to do any
18 business together.  If there would be, then they
19 start asking you for submittals on the products that
20 you are going to supply.
21           And we would enter an order in our system.
22 And then when we get the notice to release the
23 material, we would have it shipped to the job site.
24      Q.   When you are providing the material take
25 off, do you specify which fittings manufacturer you
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1 are going to use?
2      A.   No.  Our descriptions are generic.
3      Q.   What's an example of a generic description
4 of the fittings?
5      A.   We would have an 8-inch MJ, mechanical
6 joint, 90-degree L, with accesses or without
7 accessories.
8      Q.   Jumping to the point where you are doing
9 business with the contractor who is the low bidder,

10 you indicated that at that point you would provide
11 the contractor with some submittals?
12      A.   Yes.
13      Q.   What are submittals?
14      A.   That would be documentation from whatever
15 manufacturer you are going to use that would list
16 their -- the various -- it's usually in the form of
17 a chart.  It shows all of the dimensions, the
18 weights of all of the different configurations of
19 fittings.
20      Q.   Do you specify which manufacturer at that
21 point you were going to use?
22      A.   Yes, you would have to.
23      Q.   Are you able to use more than one fittings
24 manufacturer on a project?
25      A.   They would prefer you didn't.
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1 refer to them as a core customer.  Would they not
2 choose you as their waterworks distributor if your
3 price of fittings was 5 percent higher than the
4 fittings on a competitor's material take off?
5      A.   No, that wouldn't be enough to, typically,
6 do it.
7      Q.   What about a customer that's only giving
8 you 50 percent of their business?  Would a 5 percent
9 price increase on fittings cause them to jump ship?
10                MR. LAVERY:  Objection:  Calls for
11 speculation.
12                THE WITNESS:  I wouldn't think so.
13 BY MR. MANN:
14      Q.   Earlier Mr. Lavery asked you if you
15 observed any direct sales of suppliers in the
16 markets that you serve, and you stated that you did.
17      A.   Yes.
18      Q.   I want to focus that to just suppliers of
19 ductile iron type fittings.  So you indicated that
20 you purchased from Tyler, Star, Sigma, and SIP; is
21 that correct?
22      A.   Yes.
23      Q.   Do you observe any of those four selling
24 direct in the markets that you serve?
25      A.   I have not.
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1      Q.   How would you respond if you did observe
2 one of those four selling direct?
3      A.   We would be very unhappy about it, and we
4 would certainly let them know about it.
5      Q.   Anything else?
6      A.   It could cost them future business.
7      Q.   So from my perspective, suppliers don't
8 sell direct for a reason, and it's that distributors
9 add value to the supply chain?
10      A.   Yes.
11      Q.   Is there a way to, I guess, identify what
12 those -- what that value is?  Like what efficiencies
13 or what value does distribution -- waterworks
14 distributor bring to a supply chain?
15                MR. HOUGHTON:  Object to the form.
16 Compound.
17                THE WITNESS:  It's our ability to
18 aggregate a bunch of different items and get it to
19 them on their job in a timely fashion.
20 BY MR. MANN:
21      Q.   Do waterworks distributors provide
22 one-stop shopping to their customers?
23      A.   They can, yes.
24      Q.   Do waterworks distributors assume a credit
25 risk in dealing with their customers?

Page 103
1      A.   Daily.
2      Q.   Earlier you stated that stocking inventory
3 was necessary --
4      A.   Yes.
5      Q.   -- to service customers?
6      A.   It is.
7      Q.   Do waterworks distributors bill customers?
8 Are you involved in collection, invoicing?
9      A.   Yes.

10      Q.   Is one of the efficiencies to distribution
11 is the sales force that waterworks distributors
12 provide?
13      A.   I would hope so.
14      Q.   Do waterworks distributors have existing
15 relationships with contractors that a supplier
16 wouldn't have?
17      A.   Yes.
18      Q.   Do waterworks distributors handle returns
19 from customers?
20      A.   Yes.  It's a necessary evil.
21      Q.   Is there any possibility that one of your
22 ductile iron pipe fitting suppliers could
23 effectively provide all of these same efficiencies?
24      A.   I don't think so.
25      Q.   Why not?
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1      A.   They are not physically present in so many
2 markets.  That would be really hard for them to
3 effectively and economically do the things that we
4 do.
5      Q.   Do you know what a supplier's rationale is
6 for setting up multiple distributers in a given
7 market?  Just in general, suppliers.
8                MR. LAVERY:  Object to the form.
9                MR. HOUGHTON:  Do you understand the

10 question?
11                THE WITNESS:  Yeah, I do.  And I
12 don't know why they do it.
13 BY MR. MANN:
14      Q.   What advantages are there to having
15 multiple suppliers of imported ductile iron pipe
16 fittings?
17      A.   In theory, at any given time someone could
18 have a foundry explosion, a natural disaster, that
19 they could be -- you know, their facility could be
20 offline for a period of time.  We saw some of that
21 with Katrina with the PVC pipe people along the
22 Gulf, that they were shut down for weeks and
23 couldn't produce anything.  So stuff like that can
24 happen.
25      Q.   Do any of your customers have a preference
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1                MR. MANN:  And for the record, this
2 is a collection of documents that have the Bates No.
3 Q010SP0000375 through 382.
4 BY MR. MANN:
5      Q.   Okay.  What are these?
6      A.   Notices of -- price increase notices.
7      Q.   Does Utility Equipment Company receive
8 these types of notices?
9      A.   Yes.
10      Q.   In its regular course of business?
11      A.   Yes.
12      Q.   Do you receive them personally?
13      A.   No.  Our purchasing people would receive
14 them.
15      Q.   Do you review these types of exchanges?
16      A.   They usually make me aware of the fact
17 that one of these is coming down the road.
18      Q.   And how do they inform you of that?
19      A.   E-mail, typically.  Or they will receive
20 this in the form of an e-mail and forward it to me.
21      Q.   And when you receive that forwarded
22 e-mail, do you read these pricing letters?
23      A.   I -- yes.  I mean, you know, you get to
24 know what to look for, the effective dates and if
25 they state what the change is going to be.
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1      Q.   You can set that aside.
2      A.   Okay.
3      Q.   I'm going to hand you what's been marked
4 CX 1178.
5                MR. MANN:  For the record, this has
6 Bates TU-FTC-0010307.  It's a letter from Tyler
7 Union dated January 11th, 2008.
8 BY MR. MANN:
9      Q.   Can you read that letter?
10      A.   Okay.
11      Q.   Do you recall whether or not you received
12 this letter?
13      A.   I can't say for sure that I -- no, not
14 this specific one.
15      Q.   Just directing your attention to the third
16 paragraph that starts, "To help our distribution
17 customers better manage their inventory valuations
18 and compete on a more level playing field, it is our
19 intention going forward to sell all products only
20 off the newly published multipliers.  We will
21 continue to monitor the competitive environment and
22 adjust regional multipliers as required to provide
23 you with competitive pricing."
24           I understand the first part of that first
25 sentence, "To help our distribution customers better
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1 manage their inventory valuations".
2           I'm not sure what it means -- how raising
3 prices helps you as a distributor compete on a more
4 level playing field.  Do you understand what that
5 means?
6      A.   No, I don't.
7      Q.   And going to the next sentence of that
8 paragraph, when it says that we will continue to
9 monitor the competitive environment, do you know

10 what competitive environment they are referring to
11 there?
12      A.   As I read that whole sentence, there are
13 definitely regional differences of pricing.  Why,
14 I'm not sure.  I know that in our markets, the
15 Chicago market is much higher than what it is in
16 Iowa.  I don't know why that is, but I just know
17 that it is.
18           So when I read that, I take that as they
19 are going to -- there might be adjustments depending
20 on what they hear or what feedback they get from any
21 given region as far as where the pricing truly is
22 going.
23      Q.   Jumping to the second to last paragraph
24 that says, "If the current inflationary trends
25 continue as forecasted, we anticipate the need to
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1 announce another multiplier increase within the next
2 six months."
3      A.   Uh-huh, yes.
4      Q.   Was that type of a, I guess, warning
5 typical?
6      A.   As I --
7                MR. LAVERY:  Object:
8 Mischaracterizes the document.
9                THE WITNESS:  As I recall that time

10 frame, there was rapidly increasing pricing on scrap
11 iron.  Because we would get the same type of --
12 maybe not same wording, but the same indication from
13 the people that make ductile iron pipe or hydrogen
14 valve manufacturers because they were all subject to
15 those increases in scrap rates.
16 BY MR. MANN:
17      Q.   I'm going to hand you what's been marked
18 CX 0138.
19                MR. MANN:  For the record, this has
20 the Bates No. TU-FTC-0010321.  It's a letter from
21 Tyler Union dated May 7, 2008.
22 BY MR. MANN:
23      Q.   Directing your attention to the second to
24 last paragraph that reads, "Before announcing any
25 price actions, we carefully analyze all factors
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1 including: domestic and global inflation, market and
2 competitive conditions within each region, as well
3 as performance against our own internal metrics."
4           Does Tyler Union telling you what factors
5 they analyze help you run your business?
6      A.   No.
7      Q.   Do you know why they would include that
8 language in a letter to all Tyler Union distribution
9 customers?
10                MR. LAVERY:  Objection:  Calls for
11 speculation.
12                THE WITNESS:  I don't know, huh-uh.
13 BY MR. MANN:
14      Q.   Are you familiar with the term "project
15 pricing"?
16      A.   Yes.
17      Q.   Did we discuss this this morning?
18                MR. HOUGHTON:  No.
19                MR. MANN:  Okay.
20                MR. HOUGHTON:  It has got to feel to
21 you a lot like his meetings with TDG in Chicago in
22 the same room.
23                MR. MANN:  You are exactly right.
24 It's Groundhog Day.
25
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1 BY MR. MANN:
2      Q.   What is project pricing?
3      A.   To me, that relates to most contractors
4 will use project pricing where they are -- that's
5 how they track and calculate how they are doing on a
6 given job.
7      Q.   Is the term ever used in relation to you,
8 Utility Equipment Company, dealing with suppliers?
9      A.   No.
10      Q.   Are you familiar with the *term "jaw
11 pricing"?
12      A.   To me it's one in the same with project
13 pricing.
14      Q.   Does Utility Equipment Company ever
15 approach suppliers and try to negotiate better
16 pricing if the size of the project is larger than
17 usual?
18      A.   Yes.
19      Q.   Do you refer to that process in any term?
20      A.   No, I don't think we do.
21      Q.   If I were to refer to that as just
22 negotiating better prices, would that be a proper
23 characterization?
24      A.   Yes.
25      Q.   How often are you able to negotiate better
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1 prices with your fitting suppliers?
2      A.   It's rare.  It would have to be a very
3 sizable project or one with a large amount of --
4 large diameter fittings.
5      Q.   When you say "rare", can you quantify that
6 at all?
7      A.   1 in 50.
8      Q.   And how many would that be in a given
9 year?

10      A.   12 to 15 projects, probably, that were,
11 for us, that sizable.
12      Q.   And over the last five years, have there
13 ever been periods of time where you felt suppliers
14 were more willing to negotiate price?  When I say
15 suppliers, I mean ductile iron pipe fitting
16 suppliers.
17      A.   I would say that's true today.
18      Q.   Ductile iron pipe fitting suppliers are
19 more willing to negotiate prices with you today?
20      A.   Yes.
21      Q.   Compared to 2011?
22      A.   No, that's probably true in 2011.  You
23 would have to go back further, you know, like '08,
24 '07.
25      Q.   So in '07 or '08 they weren't as willing?
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1      A.   No, I don't think so.
2      Q.   Prior to that, do you recall their
3 willingness to negotiate prices with you?
4      A.   No.  They probably weren't that willing.
5      Q.   When you see pricing changes occur through
6 the pricing letters that you have seen today, is
7 there ever an offsetting change in rebates?
8                MR. LAVERY:  Objection:  Vague.
9 BY MR. MANN:

10      Q.   Do you understand my question?
11      A.   No, I don't.
12      Q.   So if the price of ductile iron pipe
13 fittings goes up, do you ever see the rate on the
14 rebate that's being offered for the next year being
15 lower?
16                MR. HOUGHTON:  The price goes up, the
17 rebate goes down?
18                MR. MANN:  Correct.
19                THE WITNESS:  No.
20 BY MR. MANN:
21      Q.   Do you ever see it where the price goes up
22 and the rebate goes up?
23                MR. LAVERY:  Object to the form.  Are
24 you saying "do you" or "have you"?
25
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Page 142

1     direct basis.  That degrades the whole market."
2         Q.  And if they said to you, "But you nor any of
3     your competitors or other distributors in these markets
4     are willing to purchase from me," how do you respond?
5         A.  Oh, I'd probably throw it back at them and say,
6     "Why do you think -- why is it that people aren't buying
7     from you?"
8             And I think most people would respond they don't
9     have the confidence in them to provide -- be able to
10     provide the product.  They haven't -- they haven't
11     proven themselves yet.
12             So who . . . who do they get to jump first so
13     they can get an opportunity to prove themselves?  You
14     know, I don't know.
15         Q.  If you did observe other distributors in your
16     market -- so let's say HD Supply.
17         A.  Uh-huh.
18         Q.  You identified them as a -- probably your
19     biggest competitor in all the markets.
20         A.  Yeah.
21         Q.  If you observed HD Supply responding to projects
22     with -- and they're quoting Star domestic, does that
23     increase your willingness to purchase from Star?
24         A.  Probably would, yeah.
25         Q.  Why is that?
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1         A.  Like I say, if they can prove to a big
2     organization like that that they can deliver, that's
3     probably the -- as good an indicator as I would find
4     that they're able to do what they say they're -- it's
5     easy to make -- it's easy to say, "Yeah, we can do all
6     this stuff" but -- yeah.  I'm just skeptical that they
7     can, you know, deliver what they promise.
8         Q.  Are you aware of McWane having any problems
9     filling any domestic project orders during the ARRA
10     period?
11         A.  No, I'm not.
12         Q.  Earlier we had discussed that you thought that
13     Star sourcing their domestic fittings from multiple
14     foundries wasn't a smart idea.
15         A.  No.
16         Q.  If Star had its own foundry, would that change
17     your willingness to go with them?
18         A.  Yes.
19             If they were all being made in one facility,
20     they had the quality control assurances in place with
21     their people and they had the ability to test and finish
22     those fittings in one building, yeah.  But when you've
23     got castings coming from seven, eight different plants,
24     you know -- where's the -- where is the quality
25     assurance?  Who's doing the testing?  How are they
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1     doing it?
2             You know -- I mean, they're not even -- maybe
3     they are now but initially they weren't -- they were not
4     willing to tell anybody what foundries they were dealing
5     with.
6         Q.  If Sigma had entered producing -- let me start
7     over.
8         A.  All right.
9         Q.  If Sigma had started producing domestic
10     fittings --
11         A.  Uh-huh.
12         Q.  -- and Star went along the track that it did and
13     it was producing domestic fittings, do you think project
14     engineers moving forward would be more willing to write
15     domestic specifications into the orders?
16         A.  They probably would.
17         Q.  And why is that?
18         A.  As a rule -- in this industry -- I don't know if
19     it's a rule or not, but my experience is that engineers,
20     cities are very reluctant to write proprietary specs for
21     something other than a very technical-type item, like a
22     fancy valve that has all these specific controls that's
23     going into a plant.
24             Or, you know, maybe like the -- the type of
25     metering they use and the technology involved with that.
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1             So, you know, for me to go in to somebody and
2     say, "I want you to spec Mueller hydrants and Mueller
3     hydrants only," they're going to go, "Uh-uh.  Not going
4     to happen."
5             They just won't do it.  And they have good
6     reasons why they won't do it.
7             You know, they want to get -- they want to get
8     competitive pricing on stuff, and if they have exclusive
9     specifications written, they know they're going to be
10     paying a premium for that product so they don't.
11         Q.  So let me unpack that a little bit.
12             So are you saying that because the project
13     engineer who's writing the specs doesn't want to have to
14     pay a premium on products where it doesn't have to,
15     currently they are not willing to write a domestic-
16     fitting spec whereas, if there were other fitting
17     suppliers and the price were lower, they would be more
18     willing to write domestic specs?
19         A.  Yes.  A lot of cities' unwritten rule may be
20     that they needed -- they're requiring their people to
21     get three competitive bids.
22             Yeah, you could get pricing from three different
23     distributors all quoting Tyler and get a competitive
24     bid, but they're still looking at that as a proprietary
25     source, and people just don't seem willing to go there.
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1               CHARLES W. FRAZIER, JR.,

2 having been first duly sworn, testified as follows:

3                MR. THAGARD:  No stipulations.

4                      EXAMINATION

5 BY MR. THAGARD:

6      Q.   State your name for the record, please.

7      A.   Charles W. Frazier, Jr.

8      Q.   And, Mr. Frazier, we just met out in the

9 hall.  My name is Tom Thagard, and I represent McWane

10 in this proceeding.  And we've never met before, have

11 we?

12      A.   We have not.

13      Q.   Okay.  And you understand that you're under

14 oath today?

15      A.   Yes.

16      Q.   Okay.  And you understand, if I ask you a

17 question that you don't understand, I want you to ask

18 me to reask it.  Okay?

19      A.   Yes.

20      Q.   Because if I ask you a question and you

21 answer it, it's going to look on the piece of paper,

22 like you knew what my question was.

23      A.   Yes.

24      Q.   And if you ever want to take a break, just

25 let me know.

PUBLIC



17 (Pages 65 to 68)

Page 65

1      A.   Yes.
2      Q.   Do you do machining on all of the castings
3 that you produce for them?
4      A.   I don't know if we do it on all of them.  I
5 know I see a lot of them out there, but I don't know
6 how many -- if it's all of them or not.
7      Q.   Do you have a sense of whether you do
8 machining for a majority of the parts that you make
9 for them?

10      A.   I -- probably a majority.  I would probably
11 think the majority, but not necessarily all of them.
12      Q.   Are there any other steps in the
13 manufacturing process that we've missed here?
14      A.   Well, sure.  There sure are.
15      Q.   Can you tell me what those are?
16      A.   Well, you have to melt the metal.  Do you
17 want to know how to melt the metal?
18      Q.   Not just now.
19      A.   Okay.  Then we have to mull the sand.  Do
20 want to know how to mull the sand?  And you have to
21 make the cores.  Then you have to grind the rough
22 edges off of the casting and you have to shop blast
23 it.  I mean, you know, you have to check the
24 metallurgy in the metal with a spectrometer, check 27
25 of the basic elements, you know, from the periodic
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1 table.  There are a lot of steps involved to make the
2 casting.
3      Q.   And we've now talked about a lot of steps
4 from melting to pattern making to machining in some
5 cases.  Can you give me a sense from melting, all the
6 way until you've got a completed casting, how long
7 that process takes for a single part?
8      A.   Depends on the part.  But a matter of just
9 a few hours.

10      Q.   So can you complete all of those steps on
11 the same day?
12      A.   Sometimes.  But you wouldn't machine it on
13 the same day because it would be too hot to handle.
14      Q.   Okay.
15      A.   It takes it several hours to cool off.  It
16 depends on how heavy -- thick the casting.  If it's a
17 real thin one, it will cool real fast.  I could do
18 your grandmother's cast iron skillet in just a few
19 hours.  Something that weighed 80 or a hundred
20 pounds, it would take it until the next day just to
21 get cool enough you could handle it.
22      Q.   Can you melt and actually pour into --
23 let's see if I get the terminology right now -- into
24 the mold on the same day?
25      A.   Yes.  And you do the same day.  You don't
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1 wait.
2      Q.   And of the steps that you've described to
3 me, can you explain to me which of those steps your
4 customers pay for?
5      A.   They pay for all the steps.
6      Q.   Let me ask it a different way.  I think
7 that question wasn't very clear.
8                Do your customers pay separately for
9 machining versus pattern making or other steps that

10 you've described?
11      A.   Pattern making is always separate.
12 Sometimes the P-PAP or special testing will be
13 separate.  X-rays will be separate.  If they want
14 test bars with each shipment, they may be extra.  If
15 they wanted certain dimensional checks that we
16 wouldn't normally do within the course of a day,
17 those would be extra.  If they want machining or
18 something done, it may be extra.  Or they can pay for
19 it all at one time.
20                I mean, some customers want to break
21 their casting price down to the casting and surcharge
22 and testing and crating.  For example, if we put it
23 in a wood crate, we charge $25 for the crate or
24 something.  Some customers want that all-inclusive in
25 the part.  Some customers want their freight billed
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1 separate, some of them want third-party billing.
2 Some want us to pay for the shipping and add to the
3 cost of the part.
4                Sometimes they will want the job
5 you're machining out for them listed as a separate
6 line item.  Other times they will want to put it into
7 the cost of the -- actual cost of the part.  I hope I
8 explained that correctly.
9      Q.   And for the castings that you make for the

10 fittings customers -- so McWane and Star Pipe, do you
11 charge them a single price or do you charge them for
12 each of these frontline items separately?
13      A.   I think it's a single price.  But VJ would
14 know more about a particular account than I would.
15 They're all a little different.
16      Q.   And I'm going to shift gears on you just a
17 little bit here.  One thing that you've made really
18 clear to us throughout this morning is that you make
19 castings, you don't make fittings.  And I guess my
20 question is, when you make products for the fittings
21 industry, do you ever sell those products directly to
22 end users?
23      A.   No.
24      Q.   And why is that?
25      A.   Because we don't make fittings.  We just

PUBLIC



18 (Pages 69 to 72)

Page 69

1 make castings.  When it leaves our shop, it's not a
2 fitting, it's just a casting.  I sell valves by the
3 castings to the valve industry, but I don't sell
4 valves.  Dover Corporation, for example, Keystone
5 Valves, JCM, they buy truckloads of valve bodies.
6 But they still have to be machined and rubber gaskets
7 put in them and nuts and bolts and fittings.  And
8 they're put in little boxes and it has the
9 instruction of which way to turn the handle to open

10 and which way -- so we don't make final products.  We
11 make no final products at all.  We just make raw,
12 rough castings.  We don't make fittings.
13      Q.   Have you ever considered the possibility of
14 making fittings --
15      A.   Absolutely.
16      Q.   -- as opposed to just the castings?
17      A.   And valve bodies and cast iron skillets
18 and -- if there's something out there that -- but we
19 would have to open us a new company to do fittings.
20 But I haven't seriously considered that.  But, I
21 mean, if you could find a way to get it financed and
22 there's a profit in it, we might do it.
23      Q.   And why haven't you seriously considered
24 that?
25      A.   Because we have a hard enough time just
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1 making castings.
2      Q.   And when you say you have a hard enough
3 time, what do you mean?
4      A.   Well, I mean, I would have to develop a
5 marketing force for fittings.  I would have to learn
6 how to make fittings.  I would have to learn where
7 the fittings go.  I don't even know the industry.
8 You say water industry.  Well, that may mean sewer
9 water or commercial water or household water.  I

10 don't know where all these fittings go.
11                So we would have to learn -- I would
12 have to learn how to make fittings and how to market
13 fittings.  And we know how to make castings and
14 market castings.  We don't know how to make fittings
15 or how to market fittings.
16      Q.   Could you not use your current sales force
17 to market fittings?
18      A.   Fittings?  Lord, no.
19      Q.   Why is that?
20      A.   Well, who uses fittings?  I don't even know
21 who uses fittings.  Can somebody help me?  Do you
22 know who uses fittings?  Give me an example.
23      Q.   Municipal.
24      A.   Municipal what?  Cities?
25      Q.   Yes.
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1      A.   So maybe I could get my sales force to call

2 on all the cities and see if they would buy fittings.

3 What size fittings?  Do they want a complete line or

4 do they just want the one or two fittings that I

5 make?

6      Q.   And are you saying you don't know the

7 answers to these questions?

8      A.   No, I don't know.  But I would assume they

9 would want a full-service fitting supplier that

10 understands fittings and the nuances to the fitting

11 business.  I know these things -- a lot of them go in

12 the ground and they take bolts, nuts and bolts.  I

13 guess they call them fasteners, that bolts them

14 together.  I don't make nuts and bolts.  I guess I

15 could buy them somewhere and put them in the box with

16 the casting.

17                Of course, then I've got to paint it.

18 I guess they've got to be painted, don't they?  Or a

19 coating or something put on them.  It's like the fire

20 hydrant castings that we sell to American Valve and

21 Hydrant in Beaumont.  There's a lot that goes into a

22 fire hydrant.  It's not just the casting that we're

23 producing.  I mean, there's a top and there has to be

24 caps put on where the little kids can't unscrew the

25 caps and get in the water in cities.  And we don't
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1 know how to do that.
2      Q.   Have you --
3      A.   But we do know how to sell castings.  I'll
4 sell castings to people who might sell to water
5 people or to fire hydrant people.
6      Q.   Have you ever conducted an analysis of
7 whether your company has the financial capability to
8 sell directly to fittings customers?
9      A.   No.

10      Q.   Why not?
11      A.   Bigger things to do.
12      Q.   Do you have any relationships with
13 distributors that sell fittings?
14      A.   No.  I have an uncle that was a plumber
15 once.  He's dead now.
16      Q.   Have you taken any steps to develop
17 relationships with distributors that sell fittings?
18      A.   No.
19      Q.   Have ever conducted an analysis of your
20 sales force to determine whether they could sell
21 fittings to customers?
22      A.   No.
23      Q.   Have you ever conducted an analysis of what
24 raw materials you would require in order to make
25 fittings?
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1      A.   No.
2      Q.   Have you ever sourced patterns to make your
3 own fittings?
4      A.   No.
5      Q.   Do you have a sense of what percentage of
6 your business today is to fittings customers?
7      A.   No, I don't.
8      Q.   If you had a hundred percent -- if you had
9 demand for a hundred percent of your capacity, all

10 from fittings customers, would you devote your
11 capacity to those customers tomorrow?
12      A.   No.
13      Q.   Why is that?
14      A.   We did that in '82, to the oil field, and
15 that's what hurt us the most, is when the oil field
16 collapsed in '82, because all that business went
17 south, as well as the imports.  So we are careful not
18 to let too large of a percentage of our capacity to
19 be tied up in one industry segment.
20      Q.   And what would you consider to be too large
21 of a capacity devoted to a single industry?
22      A.   Fittings?
23                MR. DEACONSON:  Any industry.
24      A.   I would probably need to do more in-depth
25 study of exactly what is the fitting industry because
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1 I don't know if I understand exactly --
2                MR. DEACONSON:  That wasn't her
3 question.
4                THE WITNESS:  What was the question?
5                MS. CASTILLO:  Can you read that
6 question back?
7                THE REPORTER:  Question:  "And what
8 would you consider to be too large of a capacity
9 devoted to a single industry?"

10      A.   20 percent is getting dangerous.
11      Q.   (BY MS. CASTILLO)  So a fifth of your
12 company's capacity devoted to a single industry would
13 be too much, in your estimation?
14      A.   It would be enough.
15      Q.   And what's your rationale for that number?
16      A.   So that we stay diversified.
17      Q.   And would it be fair to say, then, that you
18 would not do more than 20 percent of your capacity in
19 work for fittings customers?
20      A.   I might.
21      Q.   You would do more than 20 percent?
22      A.   Yes.
23      Q.   And under what circumstances would you do
24 more than 20 percent?
25      A.   Depends on the circumstance.  It depends on
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1 how bad we needed the work and if it were a
2 short-term or long-term, and the price of the work.
3      Q.   And when you say short or long-term, what
4 do you mean?
5      A.   Whether I thought the business would last a
6 while or whether it was a short-term situation.
7      Q.   And in -- based upon your knowledge of the
8 fittings industry today, would you do more than 20
9 percent of your capacity in work for fittings

10 customers?
11      A.   I wouldn't like to.
12      Q.   And why is that?
13      A.   I don't see that as a good business to be
14 in.
15      Q.   Why?
16      A.   It's too cheap, too influenced by the
17 imports.  You know, it relies too much on the housing
18 industry.
19      Q.   Earlier you mentioned that you had received
20 some increased guaranty based on the Recovery Act.
21 Is that correct?
22      A.   Okay.
23                MR. DEACONSON:  Increased loan
24 guaranty aspect.  Do you remember that line of
25 questioning?
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1                THE WITNESS:  Yes.
2      Q.   (BY MS. CASTILLO)  Can you tell me when
3 that was?
4      A.   I don't remember the date.
5                MR. DEACONSON:  Anything on the loan
6 side of things, if you need dates, Lee Ann is
7 probably the best one, because she's going to know
8 the dates as far as what they examined.
9      Q.   (BY MS. CASTILLO)  Are you aware of what

10 requirements, if any, were placed on Frazier &
11 Frazier for how they needed to use monies from the
12 Recovery Act?
13      A.   Yeah.  We had a stack of papers about like
14 that.
15      Q.   Can you summarize for me what those
16 requirements were?
17      A.   It was to be used for new equipment.  It
18 was to be used to pay off the existing debt.  There
19 were certain covenants that had to be maintained,
20 certain salary caps, for example.  That was the big
21 parts.  The usage of the funds, I guess, were the big
22 ones.
23      Q.   Were you required explicitly to invest in
24 your capacity to make more product for fittings
25 customers?
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8   002, P000037 and 38, WinWater Works
9   Companies, was previously marked for
10   purposes of identification.)
11   (Thereupon, Exhibit CX 2163-001             45
12   through 004, P000039 through 42,
13   Purchases, was previously marked for
14   purposes of identification.)
15   (Thereupon, Exhibit CX 2167-001             69
16   through 002, P000121 through 122,
17   emails chain with Tyler/Union
18   attachment, was previously marked
19   for purposes of identification.)
20   (Thereupon, Exhibit CX 2166-001             72
21   through 006, P000094 through 99,
22   email with attachments, was
23   previously marked for purposes of
24   identification.)
25
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1   (Thereupon, Exhibit CX 2169-001 and        91
2   002, P000132 and 133, email from
3   Eddie Gibbs with Star Pipe
4   Announcement, was previously marked
5   for purposes of identification.)
6   (Thereupon, Exhibit CX 2161-001,           94
7   P000029, letter to Eddie Gibbs from
8   Jerry Jansen, February 7, 2011, was
9   previously marked for purposes of

10   identification.)
11   (Thereupon, Exhibit CX 2164-001            98
12   through 005, P000060 through 64,
13   email of February 16, 2011, with
14   attachments, was previously marked
15   for purposes of identification.)
16   (Thereupon, Exhibit CX 2170-001 and       100
17   002, P000187 and 188, email with
18   Tyler/Union announcement, was
19   previously marked for purposes of
20   identification.)
21   (Thereupon, Gibbs Exhibit 1,              117
22   February 17, 2009, email chain,
23   McWane-025621 through 623, was
24   marked for purposes of
25   identification.)
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1 APPEARANCES:
2   On behalf of McWane, Inc.:
3         Baker Botts
4    By:  William C. Lavery

       Attorney at Law
5        The Warner

        1299 Pennsylvania Avenue, NW
6         Washington, D.C.  20004-2400
7    On behalf of the Federal Trade Commission:
8         Anticompetitive Practices Division

       Federal Trade Commission
9

   By:  Andrew K. Mann
10        Attorney at Law

       601 New Jersey Avenue, NW
11        NJ-6205

       Washington, D.C.  20001
12

  On behalf of the Deponent and WinWholesale:
13

       Sebaly, Shillito & Dyer
14

  By:  James A. Dyer
15        Attorney at Law

       1900 Kettering Tower
16        40 North Main Street

       Dayton, Ohio  45423
17
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1         Q.   You're not aware of any projects
2 where that actually took place, are you?
3         A.   No, sir.
4         Q.   Do you know who the customers are
5 who purchase ductile iron pipe fittings from
6 your WinWater location?
7              MR. DYER:  By name or category?
8 BY MR. MANN:
9         Q.   Category.
10         A.   Category is waterworks
11 subcontractors.
12         Q.   Any other customer that would
13 purchase?
14         A.   Public utilities.
15         Q.   Do you have an idea as to the
16 breakdown as to what percentage of WinWater's
17 overall business goes to contractors versus
18 public utilities?
19         A.   No, sir.
20         Q.   Do you know whether customers
21 typically source waterworks products for a
22 single project from a single distributor?
23         A.   Yes.
24         Q.   Why is that?
25         A.   A particular project you're asked
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1 to give a bid on includes everything on the
2 project, and many times the contractor awards
3 the distributor that gave him that price on the
4 entire project, the material, awards them the
5 job.  In other cases, the contractor may not do
6 that, and it's an individual preference,
7 depending on the contractor.  I don't believe
8 there is something in writing that says all of
9 this project has to go to one distributor.
10 I've never seen anything like that.
11         Q.   Are you able to quantify how often
12 your WinWater locations are getting the entire
13 bundle of products for a particular project?
14         A.   No.
15         Q.   Do you observe any direct sales of
16 ductile iron pipe fittings in the markets that
17 the WinWater locations service?
18         A.   Do I observe -- can you repeat the
19 question?
20         Q.   Sure.  Do you observe any of your
21 suppliers of ductile iron pipe fittings selling
22 direct to customers in the waterworks locations
23 that the WinWater companies are servicing?
24         A.   Not that I'm aware of.
25         Q.   If you did observe the suppliers
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1 of your ductile iron waterworks fittings
2 selling direct to customers, how would you
3 react?
4         A.   In areas, locations where we have
5 distribution?
6         Q.   Correct.
7         A.   Where we have a location that is
8 selling waterworks?
9         Q.   Correct?

10              MR. DYER:  I'm going to object on the
11 basis it's hypothetical and calls for speculation,
12 but you can go ahead and answer it.
13              THE WITNESS:  We would certainly not
14 be happy.
15 BY MR. MANN:
16         Q.   Would you take any steps?
17              MR. DYER:  Same objection.
18              THE WITNESS:  We'd have to get an
19 understanding of what the reason was behind it, if
20 it's widespread, if it's a one-off situation.
21 That's a fairly large area of discussion, if that
22 happened.
23 BY MR. MANN:
24         Q.   As I've become more familiar with
25 this industry, waterworks distribution centers,
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1 like the WinWater local companies within
2 WinWholesale appear to add a value to the
3 supply chain.  Would you agree with that
4 statement?
5         A.   That is correct.
6         Q.   What are the benefits in your mind
7 that the WinWater locations provide to that
8 supply chain?
9         A.   Inventory, local knowledge,

10 expertise of the product, expertise probably of
11 the local codes.  Those would be the two
12 greatest.  Back to having access to line and
13 having the right people, this is having the
14 right inventory to service a particular market
15 and people who understand how that product goes
16 together and how it's utilized in a particular
17 specification.
18         Q.   Do the WinWater locations provide
19 one-stop shopping to customers?
20         A.   They can.
21         Q.   Do the WinWater locations assume a
22 credit risk?
23         A.   Yes.
24         Q.   Do the WinWater locations or local
25 companies aggregate small orders?
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1         A.   Do they aggregate small orders?
2 Explain or clarify.
3         Q.   It seems that when a contractor
4 comes in and needs a particular number of
5 fittings because he's got a hole in the ground
6 that's open and he needs particular fittings,
7 that would be one of the values of having
8 inventory, local inventory, correct?
9         A.   Yes.
10         Q.   When those products are then sold,
11 how does WinWater local companies replenish
12 that inventory?
13         A.   We would purchase it from the
14 manufacturers who produce the product.
15         Q.   Do you purchase those products on
16 a rolling basis, or is there -- at the end of a
17 period is there a large order that would go to
18 one of the fitting suppliers to restock that
19 inventory?
20         A.   On a rolling basis.
21         Q.   Do the WinWater locations have a
22 sale force?
23         A.   Yes.
24         Q.   How large are the sales forces at
25 the various WinWater locations?  Are they of
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1 average size?
2         A.   Strictly dependent on the size of
3 the WinWater location.
4         Q.   Do the WinWater local companies
5 handle returns?
6         A.   Yes.
7         Q.   Other than Tyler/Union, Sigma,
8 Star, and SIP who else sells imported ductile
9 iron pipe fittings that you're aware of?
10         A.   I'm not aware of who else.  Those
11 are the four we do business with.
12         Q.   Have you ever heard of Metal Fit?
13         A.   Metal Fit?
14         Q.   Metal Fit.
15         A.   No.
16         Q.   How about Electrosteel?
17         A.   I recently heard of Electrosteel
18 about forty-five days ago.
19         Q.   Do you know whether or not they
20 sell --
21         A.   I do not.
22         Q.   Have you heard of NAPAC?
23         A.   I have heard of NAPAC.
24         Q.   Do you know whether NAPAC sells
25 imported ductile iron pipe fittings?
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1         A.   I believe they do.
2         Q.   Are you familiar with East Jordan
3 Ironworks?
4         A.   Yes.
5         Q.   Do you know whether they sell
6 imported ductile iron pipe fittings?
7         A.   I do not.
8         Q.   What criteria do you have for
9 choosing a ductile iron pipe fitting supplier?

10         A.   Well, we want them to have the
11 breadth of line that we need to supply our
12 contractor base with, both in terms of
13 configurations as well as sizes.  The quality
14 needs to be there, not in question.  The
15 ability to deliver in a timely manner.  The
16 expertise to understand the product itself and
17 how it's utilized.  Ability to get
18 specifications of the product or acceptance at
19 the specifier level.  Those are some of the
20 things.
21         Q.   Do all of your suppliers of
22 imported ductile iron pipe fittings provide all
23 of those attributes?
24         A.   Do all of our suppliers of
25 imported?

Page 68
1         Q.   Correct.
2         A.   Yes.
3         Q.   What benefits, if any, does
4 WinWholesale see in having multiple suppliers
5 of imported ductile iron pipe fittings?
6         A.   Well, having -- if one vendor is
7 out of a product or has long lead times, then
8 the other vendor may be able to get that
9 product for you.  Certainly -- you did ask

10 about imported?
11         Q.   Correct.
12         A.   The lead times from -- from
13 countries outside of the US can vary for a lot
14 of different reasons.  So, having access to an
15 additional line or additional two lines may
16 assure you of being able to supply your
17 customer with what he needs.
18         Q.   Any other benefits?
19         A.   In my position, no.
20         Q.   Are there any benefits as it
21 relates to price for the WinWater local
22 companies in having multiple suppliers of
23 imported ductile iron pipe fittings?
24         A.   I would not say there's a benefit
25 in terms of price, no.
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Page 54

1 been a violation of corporate policy, per se.
2 We have a procedure book, and normally, you
3 know, things that are policy type of things, go
4 in our procedure book.  This was not put it
5 into a procedure form.  So it was communicated.
6 And again, the way we are instructed, Monte
7 Salzman sits on the board of each one of the
8 local companies, he has a fiduciary
9 responsibility to all of these other guys to
10 protect their investment.  So if you were going
11 to go a different direction from what corporate
12 and the vast majority of the group wanted, then
13 there was an expectation that you would contact
14 your area leader or your vice -- regional vice
15 president or Monte and present your case.  So
16 violations of policy, I am not sure that that
17 is accurate.  But certainly protecting the
18 interest of everybody else involved, it was
19 important that if you were going to -- if -- it
20 was requirement that if you go do something
21 else, that it is communicated back up the
22 chain; otherwise, don't buy from somebody else,
23 because it's going to cost everybody.
24         Q.   Don't buy from Star unless you
25 want to raise the issue at the board level?

Page 55

1         A.   That's right.  If you are
2 comfortable raising the issue, and the way we
3 are set up, the board is not something you just
4 go to once a year and they review your numbers,
5 but the board is looked at as an advisory, just
6 like any board is, as an advisory position, and
7 one that helps presidents have their company be
8 as successful as they can be.
9         Q.   Did anyone go down that road we
10 are talking about, after receiving Mr.
11 Salzman's memorandum, did any of the local
12 businesses indicate to corporate, hey,
13 actually, we are interested in doing business
14 with Star on the domestic side?
15         A.   I couldn't speak to that, because
16 I am not in that chain of command.
17         Q.   If the world were different, and
18 McWane had not indicated that payment of the
19 domestic rebate was conditioned on full support
20 of the McWane-branded products on the domestic
21 side, would you have allowed the local
22 businesses to purchase from both Star and
23 McWane?
24         A.   Possibly.  If that situation
25 existed where there were no rebate

Page 56

1 ramifications, I would do the same thing in
2 that case that I probably done with other
3 vendors over the years and other products, that
4 all of a sudden a vendor comes in and he's
5 going to start producing a product that there
6 is already a number of vendors on.  I would
7 have probably communicated some cautionary, you
8 guys do what you want to, but here is some
9 cautionary things I am going to point out to
10 you that you might want to be mindful of when
11 you make the decision to support a particular
12 vendor with no history.  And I don't know if
13 you are making ductile iron fittings or
14 widgets, if it's an important category, product
15 category to us, I probably would have given
16 them those reminders.  If it was a small
17 category that really didn't move the decimal
18 point, then I wouldn't have said anything.  And
19 vendors all the time add -- may add product
20 groups to their line and we don't even pay them
21 any attention.  But there are vendors who
22 decide to move into a product like this, and if
23 there were no other reasons, I would have at
24 least communicated to guys, keep these things
25 in mind.

Page 57

1         Q.   Would you have put Star on the
2 preferred vendors list for domestic fittings
3 for 2010?
4         A.   It probably would have been
5 discussed, I would say they probably would have
6 had a better than 50/50 chance of being on the
7 preferred vendors list, if there was no other
8 ramifications.  But that doesn't guarantee them
9 a dime's worth of business, because the local
10 companies, they still have to earn the
11 business.  If we have three vendors, we don't
12 guarantee any of our vendors a third, third,
13 third.  You can have a hundred percent of the
14 business if you earn it.  So even though they
15 potentially would have been a preferred vendor,
16 if there were no financial repercussions they
17 still would have had the performance issues,
18 the performance opportunities of the local
19 companies.
20         Q.   On the import side, what
21 percentage of your business is done with Star,
22 what percentage with SIGMA, what percentage
23 with Tyler?
24         A.   It has varied over the years since
25 I have been there.  I would say from the thirty
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Page 70

1              THE WITNESS:  Nine percent.
2 BY MR. RENNER:
3         Q.   And it was that nine percent, sir,
4 that was conditioned on supporting McWane
5 exclusively on domestic fittings?
6         A.   That's correct.
7         Q.   How does that nine percent compare
8 to your margin on domestic fittings?
9         A.   I don't have any idea.  I don't
10 look at the margins that our local companies
11 make on product.
12         Q.   Is the nine-percent rebate
13 significant from your point of view?
14         A.   In that particular product
15 category?
16         Q.   Yes, sir.
17         A.   Sure.
18         Q.   Could Star have had compensated
19 you for the loss of that rebate?  Let's assume
20 Star comes to you and says, Mr. Gibbs, I
21 understand you will lose your rebate from
22 McWane if you purchase domestic fittings from
23 me, I will make you whole, I will compensate
24 you for the lost rebate; is that something that
25 would have been attractive to you or a route
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1 you would have been willing to explore?
2         A.   Possibly some point down the road
3 when Star had some history that they could
4 reference.  But to me, what you just put -- the
5 scenario that you just put on the table is not
6 a whole lot different than the scenario you put
7 on the table from some import guy wanting an
8 exclusive right to our business and is going to
9 pay us a bunch of money.  In January of 2010,
10 Star had little credibility, in my mind, and
11 probably many others, about their capabilities
12 for domestic.  So could they have put it on the
13 table?  Sure.  Would it have moved the decimal
14 point on what they are doing to be able to do
15 in the marketplace and when?  I don't think
16 that would have changed a bit.
17         Q.   Is it fair to say that Win has
18 dealt more or less exclusively with Tyler on
19 the domestic side in 2010?
20         A.   Well, as far as I know, there is
21 only Tyler, SIGMA and Star, and SIGMA is
22 supplying Tyler product and we are not buying
23 from Star, did it happen that maybe a lead time
24 got extended on a particular size that if Tyler
25 was not able to get the product there, which is
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1 also in their letter, that if it is not in the
2 normal lead time, then you can go buy from
3 somebody else, is it possible that happened?
4 Sure.
5         Q.   What I'm trying to understand is,
6 it seems as if you are more comfortable giving
7 all or almost all of your domestic business to
8 Tyler than you were giving all or almost all of
9 your domestic business to Star; is that right?
10         A.   That's correct.
11         Q.   I'm trying to understand why that
12 is?
13         A.   As I have stated before, Star
14 could not -- Star could not speak to their
15 breadth of line, when they were going to have a
16 breadth of line, they couldn't point to jobs,
17 they couldn't point to reliability of their
18 product, they couldn't point to consistent lead
19 times or even consistent products that may have
20 been made in seven different foundries, there
21 was nothing Star could point to, other than
22 prior history on a totally different product.
23 So it was not necessarily we had a preference;
24 to me, it was we didn't have a choice.  Star
25 had not proven themselves.
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1         Q.   When you learned that Star was
2 entering the domestic production, did you think
3 that that would have an effect on wholesale
4 prices of domestic fittings if there were two
5 suppliers in the market rather than one?
6         A.   I am not sure I thought that.
7         Q.   Can you explain why not?
8              MR. DYER:  Why didn't he think
9 something?
10              MR. RENNER:  Right.
11 BY MR. RENNER:
12         Q.   I'm trying to understand why that
13 is not something you thought of at the time?
14         A.   Because at the time I thought that
15 it was going to take them some period of time
16 to establish themselves in the marketplace,
17 again, with the product, with the acceptance,
18 with the ability to be able to deliver.  A lot
19 of times vendors lead with price, I am not sure
20 in this particular case, them being a start-up
21 type of operation leading with price would have
22 been the way to go.  So, no, it didn't occur to
23 me when they brought it up that it was going to
24 more than lower prices for us, never hit me.
25         Q.   During 2010, was Win Water able to
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1 McWane?  Say, for example, do you know on a
2 quarterly basis how much you're going to be
3 making for them?
4 A.    Probably for at least a couple months.  I
5 don't know if I'd say quarter.
6 Q.    And is that expectation communicated to you
7 through purchase orders?
8 A.    Primarily purchase orders, yes.
9 Q.    You said "primarily purchase orders."  Are

10 there other manners in which they communicate
11 that to you?
12 A.    Well, they might tell us that there's, you
13 know, a new product coming or that they've got
14 patterns coming from overseas, you know, to be
15 expecting those.  We might know about that ahead
16 of the purchase orders.
17 Q.    And what is your expectation for your
18 future sales to Star?
19 A.    They'll probably go up a little bit.
20 Q.    And what is the basis for that expectation?
21 A.    Again, they're occasionally adding new
22 products.
23 Q.    How frequently are they adding products?

Page 122

1 A.    I don't know.  They'll send me inquiries
2 periodically, and some of them we'll get orders
3 on.  They'll have tooling that they'll ship to
4 us.  I don't know that there's any specific
5 period.  You know, we may get some this month,
6 and we may go three months without getting
7 anything.
8 Q.    Earlier when we were talking about McWane,
9 you said that you knew about two months ahead of

10 time how much you would be making; is that right?
11 A.    Probably based on their purchase orders,
12 something like that.
13 Q.    Is that the same for Star?
14 A.    Probably.  I think so.
15 Q.    Do you sell any of the fittings castings
16 that you make directly to users of fittings
17 castings?
18 A.    No.  I couldn't do that.
19 Q.    And why is that?
20 A.    I don't have a product.  I mean, I'm not --
21 I'm not making a fittings product.  I'm just
22 making castings for fittings companies.  They're
23 not even finished products when they leave our
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1 facility, because they still have to have
2 coatings put on them, machining in most cases,
3 which we don't do any of that.  Well, we don't do
4 any of that for Star.  We do subcontract some
5 machining for McWane, and they do some of their
6 own.  All the coatings is done by the fittings
7 manufacturer.  We don't handle that.  I mean,
8 like you said, if an end user called me and said,
9 "Hey, I want to buy some fittings," I would just

10 have to tell them, "Well, go to Star," or "Go to
11 McWane."  You know, I don't have a product.  I
12 don't have a fittings product.
13 Q.    You mentioned that you do do some
14 subcontracting for McWane on the machining end?
15 A.    Some of their castings, we furnish
16 machined.  I have a machine shop locally that I
17 subcontract the machining to.  And then some of
18 them, McWane machines themselves.  It's just sort
19 of a combination.
20 Q.    Has McWane asked you to do some of that
21 machining, the machining that you do do?
22 A.    Right.
23 Q.    Has Star ever approached you about doing
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1 machining for their products?
2 A.    They asked us.
3 Q.    But I think you said you only do that for
4 McWane?
5 A.    They thought our price was too high.
6 Q.    I'm sorry?
7 A.    Star thought our price was too high.
8 Q.    Was the price that you had extended to Star
9 the same as the price that you currently extend

10 to McWane for machining?
11 A.    I don't know.  I don't even know if we
12 quoted them the same products or not.
13 Q.    Have you ever considered taking steps to
14 allow you to be able to produce a finished
15 fitting?
16 A.    No.
17 Q.    And why is that?
18 A.    I just don't want to get involved in that.
19 I'm in the foundry business.  I'm not in the
20 coatings business; I'm not in the machining
21 business; I'm not in the design business.  I'm in
22 the foundry business.
23 Q.    You mentioned you're not in the design
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1 business.  Why did that make your list of reasons
2 why you wouldn't --
3 A.    Well, I mean, if you're going to have a
4 product, you've got to have a design function.
5 Q.    So you don't currently have the capacity to
6 design fittings?
7 A.    No.
8 Q.    Have you ever done any research to find out
9 what it would cost you to obtain the capacity to

10 design fittings?
11 A.    No.
12 Q.    And why is that?
13 A.    I don't have any interest in it.
14 Q.    Have you ever pursued relationships with
15 distributors of fittings to try to sell directly
16 to them?
17 A.    No.
18 Q.    Why is that?
19 A.    I haven't felt the need to.
20 Q.    Could your sales force, as it is today,
21 sell fittings?
22 A.    No.  Again, we don't have a fittings
23 product.  We don't have a product.  How are we
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1 going to sell something we don't have?
2 Q.    If you did have it, would they be able to
3 sell it?
4       MR. THAGARD:  I object, calls for
5 speculation.
6 A.    That's just --
7            MR. GILLESPY:  Hold on.
8 Q.    If they did, would you be able to sell it?
9           MR. GILLESPY:  If they did what?

10           MS. CASTILLO:  I'm sorry.  Could you
11 read back the original question, then?
12       (Whereupon, at this time the designated
13 portion of the testimony was read back by the
14 court reporter.)
15           MR. GILLESPY:  We need to be clear.
16 Are we talking about the rough fitting that is
17 what this person/company, does, or are you asking
18 him to assume that he's in the same business as
19 Tyler Union and Star Pipe?
20       MS. CASTILLO:  I'm asking him --
21 Q.    I think the distinction you've made is that
22 you make a casting --
23 A.    That's correct.
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1 Q.    -- that would require some finishing to be
2 a fitting; is that correct?
3 A.    Right.  That's correct.
4 Q.    So I'm asking, if you had finished
5 fittings, could your sales force sell them?
6       MR. THAGARD:  And I'm going to object.
7 It's a hypothetical question, it has no
8 foundation, and it calls for speculation.
9 Q.    You can answer the question.

10 A.    Repeat it.
11           MS. CASTILLO:  Could you repeat it,
12 please?
13       (Whereupon, at this time the designated
14 portion of the testimony was read back by the
15 court reporter.)
16       MR. THAGARD:  I'm going to object.  It's a
17 hypothetical question, lacks foundation, calls
18 for speculation.
19 A.    Well, again, it goes back to what I said
20 before.  We don't have a product.  We don't have
21 a fittings product, so there's no -- there's no
22 way we could sell it.  And we're not going to
23 have one, because we're not in that business.
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1       (Whereupon, at this time a lunch break was

2 taken.)

3 Q.    Mr. Glidewell, earlier we had a brief

4 conversation about sales at your company.

5 A.    Okay.

6 Q.    Can you describe to me how many people

7 you've got working sales internal to Glidewell?

8 A.    Internal?

9 Q.    Yes.

10 A.    If you include me, three.

11 Q.    Do you also use an outside sales force?

12 A.    We have a few sales reps that we use, yes.

13 Q.    Are these independent sales

14 representatives?

15 A.    Yes.  Right.

16 Q.    Are they with companies?

17 A.    Right.  They either own their own company

18 or they're with companies, yes.

19 Q.    Can you tell me what companies they're

20 with?

21 A.    There's one here in town called Tynes &

22 Company, a gentleman by the name of Frank Tynes.

23 We use a company called DR Metals.  They're in
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1     Q.   And then in Temecula in 2009, what was your
2 market share?
3     A.   Probably 25 to 30 percent.
4     Q.   And was Ferguson in that market?
5     A.   Yes, sir.
6     Q.   What was their market share?
7     A.   Probably about the same.
8     Q.   And HD?
9     A.   HD was in there, close to the same.

10     Q.   Close to the same --
11     A.   Between all three of us we were the vast
12 majority of the business but there were probably two
13 or three independents that were at the outer fringes
14 of their service capability, but they would enter
15 into it also.
16     And you had, at that time 2009, it was still HD
17 at that time.  They purchased my brother's business
18 which was pretty heavy down there and that's why we
19 moved down there because he was no longer.
20     But it's hard to say exactly what percentage
21 each of them had in comparison to the other.  I know
22 we didn't have the majority, I knew that.
23     Q.   So you said there were two to three fringe
24 players, what percentage do you think they had in
25 2009?
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1     A.   Probably less than ten percent total.
2     Q.   And then between Groeniger, Ferguson and
3 HD, the rest of you split the remainder 90 percent
4 so each of you had roughly about 30 percent?
5     A.   Yeah.
6     Q.   Did that change in 2010 or is that the year
7 that you closed?
8     A.   We closed.
9     Q.   Thank you for walking me through that

10 although it probably was extremely painful for you
11 to do, it's helpful for us.
12     A.   I can't say how accurate it was but we'll
13 see.
14     MR. TRUITT:  Drew, are you at a good point for a
15 short break?
16     MR. MANN:  Yeah, let's do that.
17              (Brief recess taken.)
18     MR. MANN:  Let's go back on the record.
19     Q.   Mr. Groeniger, before we broke, we were
20 going over the different market shares and you made
21 a comment that I just wanted to circle back around
22 to.
23     And that was when HD Supply entered the Hayward
24 market, that they were, it was a novice branch that
25 they had opened and it was going to take some time.
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1 What did you mean by that?
2     A.   Historically, I am giving you a soliloquy
3 here again, but historically the big companies buy
4 smaller companies and gain market share.  And they
5 have done that successfully.
6     But what they haven't done is to start out from
7 scratch and build something that is not already
8 there.  Especially if they are competing against
9 independents who have been there for awhile, it's

10 very, very difficult.
11     And usually the big guys don't have the staying
12 power of wanting to lose money for a period of time
13 while they get their act together.  And so you don't
14 see much of that, nor have they been successful at
15 that.  Hard to see any representation of success
16 from that type of a venture in the state of
17 California that I have seen.
18     But when they take over and buy a company that's
19 got market share already, all they have to do is add
20 their money or overhead capability to it and
21 support, then they can be successful.  But starting
22 out from scratch it's a tough road to hoe.
23     Q.   What are the challenges that, for example,
24 HD Supply or anyone that's entering a market just
25 starting from scratch, what are the challenges that
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1 they have to overcome?
2     A.   Know the territory, know the people, know
3 the culture.  In some cases that's extremely big.
4 Central Valley, that is the name.
5     When you get into the big metropolitan areas
6 it's not as big a thing, but certainly in the
7 Central Valley which Sacramento is part of the
8 Central Valley, that's big there.
9     And knowing the diversity of the specifications,

10 what type of material you have to handle, what
11 brands you have to handle.  Sometimes those brands
12 are available, sometimes they are not.
13     Q.   What do you mean by sometimes a brand is
14 not available?
15     A.   Well, sometimes they have relationships
16 with other people.
17     Q.   So when you say that they have
18 relationships with other people, you are suggesting
19 that a particular manufacturer of a product would
20 have a relationship with someone that would prevent
21 a new distributor from being able to gain access to
22 that manufacturer?
23     MR. TRUITT:  Object to the form.
24     THE WITNESS:  Yes.
25     MR. MANN:  Let me see if I can cure that
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1 ductal iron pipe company out of Birmingham, Alabama.
2     Great company, make a great product but they
3 have always been a direct sales company, they don't
4 know now to handle the distributors well and they
5 don't think the distributor has the experience nor
6 the intelligence to quote certain types of work.
7     They are wrong but that's their philosophy.  But
8 they are the king so they run it that way and they
9 supply the fittings and the pipe.

10     We compete against them on the fittings and in
11 most cases unless it's a big job where they package
12 everything and hide everything so they can't ever
13 find what a unit price is until after they start
14 supplying it, it's difficult to pull it away.  Pipe
15 is a big entity.
16     Q.   Do you observe Star selling direct in your
17 markets?
18     A.   No.
19     Q.   Do you observe SIGMA ever selling direct
20 for ductal iron pipe fittings?
21     A.   No.
22     Q.   Do you observe Tyler Union or McWane
23 selling direct in the ductal iron pipe fittings?
24     A.   Not that I have seen lately at all.  Or
25 that I can recall.
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1     Q.   What benefits do suppliers gain by selling
2 to distributors versus selling direct? Or in other
3 words, what efficiencies do distributors bring to
4 the supply chain?
5     A.   Service, certainly service, knowledge of
6 the local specifications, local inventory to pull
7 the ones and twosies from, credit applications, all
8 the above I guess.
9     Q.   Do distributors provide one stop shopping

10 to customers?
11     A.   Some do, yes.
12     Q.   Do distributors handle the billing and
13 collections from their customers?
14     A.   Yes, that's the credit scenario.  Some
15 people will allow a looser credit format with their
16 customer than a manufacturer would.
17     And that's probably one of the main underlying
18 reasons why manufacturers would rather go through
19 distribution because they can guarantee their money
20 quicker than if they were selling to the contractor
21 directly.
22     Q.   In terms of a sales force, do distributors
23 provide a larger sales force than manufacturers?
24     A.   Normally speaking, sure, yes.
25     Q.   Do distributors handle returns of products?
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1     A.   Yes.
2     Q.   Do distributors aggregate small orders?
3     A.   Yes.
4     Q.   Any possibility that McWane, Star, SIGMA
5 could effectively start selling direct in the
6 markets that Groeniger & Company competed in in
7 2011?
8     MR. TRUITT:  Objection, foundation, speculation.
9     MR. PARKS:  You can answer.

10     THE WITNESS:  They could.  If there was, if they
11 all were together and didn't allow any deviation and
12 the only way you could buy fittings was buying it
13 direct, they could probably get away with that until
14 somebody came to town and said we are going to allow
15 this to go through distribution, then they would be
16 out of business.
17     MR. MANN:  Q.  Any chance anybody on their own
18 could do it if they didn't have the two to go along
19 with them?
20     MR. TRUITT:  Same objections.
21     THE WITNESS:  No.
22     MR. MANN:  Q.  Why not?
23     A.   Because the distributors would rise up
24 against it.
25     Q.   What do you mean by that?
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1     A.   They are taking food out of their mouths,
2 you are trying to break up their package.  The
3 fittings as a whole are not going to govern the job.
4     Now, if they put fittings and pipe together,
5 aha, there is much more of a stick.  But even that,
6 the pipe companies don't do fittings well.
7     If there is an extra fitting they don't know how
8 to handle that.  If they return the fittings, they
9 don't handle that well at all, they don't permit it.

10     And if there is any changes on the job which is
11 more apt to happen than not, as the job is
12 progressing, they run into something different and
13 they make an executive decision we are going to go
14 around the corner rather than go straight up or
15 whatever, then there is a need for a small amount of
16 new types of fittings to handle the change in
17 specification, they don't handle take well either.
18     Distributors, that is just part of the game, we
19 react quickly, adjust, bring the other stuff we took
20 out there back and give them the new stuff.  So we
21 do that constantly.
22     And that's kind of why we have a lot of D items
23 that we would normally not want to stock, but
24 because of returns that have come back and special
25 fittings that they didn't need that we took back as
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1 do these pricing letters help Groeniger & Company

2 make business decisions?

3     So if the prices are going to go up, how does

4 them telling you that they are going up affect your

5 business?

6     MR. TRUITT:  Objection, foundation.

7     THE WITNESS:  Well, normally we know about these

8 price increases before we get that letter.

9     MR. MANN:  Q.  How does knowing that information

10 help you make decisions?

11     A.   Traditionally price on fittings went up

12 about five percent a year on cast iron or ductal

13 iron, pretty much doesn't change, even the world

14 market, sometimes the raw material gets a little

15 higher, but it's not like copper, it's not like

16 aluminum which goes up and down like mad, cast iron

17 is kind of a gentle rise and they are about five

18 percent a year it went up.

19     You could almost book that until toward the end

20 when everything was skyrocketing and everything was

21 going up at rather a higher rate.

22     And it was just keeping track of it so that you

23 had enough time to bring inventory in to support

24 outstanding orders that would more than encompass

25 your inventory.
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1     Then we would do that, we would place large
2 orders before the price increase so that we had
3 product coming in in the next weeks or month at the
4 original level so that we could protect our
5 customers.
6     Because we can't give letters like this to our
7 customers, they would say I don't care, go up to
8 what you want to but I have got a price from you
9 here, and if you don't get me that price I will find

10 somebody who else and they can in a heartbeat.
11     So these letters stopped with us.  If we have a
12 district that has a year contract, we send them a
13 letter like this and they say too bad.
14     Or if they have an escalator where it allows you
15 to raise your prices, you can send them a letter
16 like this saying these prices are going up five
17 percent, we are going to go up five percent
18 accordingly and you might get away with it.  But
19 most of these districts don't have escalators on
20 their pricing.
21     Q.   I am going to hand you now what's been
22 marked CX 0138.  And this is a, at the bottom it's
23 Bates stamped TU-FTC-0010321.
24     This is a letter that Tyler Union sent on May
25 7th, 2008 to all Tyler Union distribution customers.
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1 Would that include you?
2     A.   Yes.  In that date, yes.
3     Q.   Could you just review this letter real
4 quickly, just to yourself?
5     A.   (Witness complies) Okay.
6     Q.   Focusing on the second to last paragraph
7 where it says, "Before announcing any price actions
8 we carefully analyze all factors including:
9 Domestic and global inflation, market and

10 competitive conditions within each region as well as
11 performance against our own internal metrics.  We
12 anticipate being able to complete our analysis by
13 the end of May.  At that point we will send out
14 letters to each specifying region detailing changes,
15 if any, to our current pricing policy."
16     Does Tyler Union identify what factors they are
17 analyzing help you in your business?
18     MR. TRUITT:  Objection, foundation.
19     THE WITNESS:  No, not that I can see.  They are
20 talking about the world scrap market that has a
21 tendency to go up and down.
22     But scrap iron is probably one of the most
23 static, to an extent, static costs, it doesn't
24 fluctuate a lot.
25     It did maybe in certain times but it falls back
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1 real quick to a standard average.  You may have a
2 spike because of China needing product, scrap iron
3 because their economy was starting to boom, but
4 certainly that leveled off quickly.
5     As soon as the Olympics ended that ended.  So it
6 came back down to a more manageable level.
7     Those things, world economics have a tendency to
8 be looked at certainly, a manufacturer has to look
9 at that, I understand.  This letter wouldn't have

10 done very much for me, there is nothing definite
11 that is going to impact me.
12     Q.   So why would Tyler send you this letter
13 then, what do you think?
14     MR. TRUITT:  Objection, speculation.
15     THE WITNESS:  A warning that times are tough and
16 we are going to have to do wild and crazy things in
17 the future, and all those wild and crazy things come
18 down to what actually happens and what actual relief
19 we as a distributor have to get product before they
20 go up, so that we are held whole.
21     And if they give us the time to react to it we
22 can react to our customers and say the price has
23 gone up, guys, so give me your orders in right now.
24     Sometimes it helps us get orders off the street,
25 we have had price increases and after this date we
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1 have to raise our prices, and they say okay, we'll
2 give you the order now, so we put that in with our
3 blanket of orders to get price protection and
4 service our customer.
5     MR. MANN:  Q.  So what you have just described
6 sounds like tha'ts a benefit to getting a price
7 increase letter, but that's not what this is.  This
8 is an announcement --
9     A.   An announcement of some sort.

10     Q.   -- that they might be raising prices in the
11 future; is that right?
12     MR. TRUITT:  Objection to the form of the
13 question.
14     THE WITNESS:  They might be raising prices, as
15 much as 16 percent or as low as 6 percent.
16     MR. MANN:  Q.  But as far as the factors that
17 they are analyzing, that doesn't help you run your
18 business?
19     A.   No. I cannot use this letter for any
20 district or any contractor to get relief because
21 they don't know what it is, what it means and they
22 don't know the date that they are going to
23 effectively change prices to where, and are they
24 going to allows us to buy fittings until that date
25 at a specific date or after that date, are they
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1 going to give us a grace period?
2     This letter could mean to me they are going to
3 give us a grace period, but we don't know how much
4 it's going up, so it's difficult.
5     This I would say don't worry about it until you
6 see the letter come out saying we are going up two
7 percent, nine percent and so forth.
8     Q.   I am going to hand you now what's been
9 marked CX 1178.  And this has a Bates label of?

10 TU-FTC-0010307.  And this is a letter dated January
11 11th, 2008.  To "Dear Valued Customer."
12     A.   Okay.
13     Q.   Going down to the third paragraph that
14 starts, "To help our distribution customers better
15 manage their inventory valuations and compete on a
16 more level playing field, it is our intention going
17 forward to sell all products only off the newly
18 published multipliers."
19     And it says, "We will continue to monitor the
20 competitive environment and adjust regional
21 multipliers as required to provide you with
22 competitive pricing."
23     A.   Okay.
24     Q.   I understand the first part that says, "to
25 help our distribution customers better manage their
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1 inventory evaluations."
2     The next part I don't understand where it says,
3 "and to compete on a more level playing field."
4     A.   I don't understand that either.
5     MR. TRUITT:  Objection, foundation.
6     THE WITNESS:  I don't understand that either.
7 What playing field are they trying to -- I don't
8 understand what the playing field is there.
9     MR. MANN:  Q.  Do you know how raising the price

10 would enable you to compete on a more level playing
11 field if the playing field they are referring to is
12 you as a distributor, and the field you are playing
13 on?
14     MR. TRUITT:  Objection, form.
15     THE WITNESS:  To me that doesn't make sense.  If
16 they are cutting the price I can understand it, but
17 if they are raising the price that means they were
18 low to begin with and that would be something that
19 would not be interesting to us, that we had an
20 advantage and evidently didn't use it because now
21 they are bringing a price up to a level -- that
22 doesn't make sense to me, that might make sense to
23 somebody but it does not make sense the me.
24     MR. MANN:  Q.  And the next phrase says: "It is
25 our intention going forward to sell all products
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1 only off the newly published multipliers."
2     Does that suggest that prior to issuing this
3 that they weren't selling products off of the
4 published multipliers?
5     MR. TRUITT:  Objection, foundation.
6     THE WITNESS:  It could mean that.
7     MR. MANN:  Q.  What else could it mean?
8     A.   Well, it means they are standardizing and
9 they would be getting away from discounting off of

10 list price and discounts that were were pennies
11 here, two percent here, two percent there.
12     This week it might be one percentage, this
13 region it might be, you are up to line 50 or
14 whatever the lines are, it would indicate to me that
15 they are trying to standardize their pricing policy
16 so that it wouldn't be all over the board.
17     Q.   Standardize it against, what is the
18 standard?
19     A.   Whatever they feel is the standard,
20 whatever Tyler feels is the standard is the
21 standard.
22     And they are trying to get there so that they
23 are consistent with what they do.
24     All municipal bids are honored, that's good,
25 takes me off the hook.  All prior to a certain date

PUBLIC



Michael Groeniger 
Investigational Hearing Excerpt 

 
 

PUBLIC



In the Matter of:

McWane/Sigma

December 14, 2010
Michael Groeniger

Condensed Transcript with Word Index

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

PUBLIC



76b703ef-7d13-45be-a5d8-8970aab5f168

McWane/Sigma Groeniger 12/14/2010

(301) 870-8025 - www.ftrinc.net - (800) 921-5555
For The Record, Inc.

29 (Pages 110 to 113)

Page 110

1 branch.  All the rest of our branches don't need
2 them.
3 Q.   Okay.
4 A.   All those are foreign specifications and they
5 don't need -- they don't do Public Works stuff in
6 the ARRA area.
7          So, we are the only ones that's doing it.
8 So we are the only ones that need it but we made a
9 decision from this meeting that we wouldn't have to
10 stick with Tyler, so not that we would still buy
11 from SIGMA on the foreign side, we wouldn't buy
12 Tyler's foreign but we would buy SIGMA's foreign and
13 Star's foreign and then with a couple of projects
14 that we'd tested to find out if Star could produce
15 the domestic fittings and we did it in two sizeable
16 projects and they did their job.
17          They supplied it.  These were not easy
18 jobs.  These were difficult jobs, but they supplied
19 it and, of course, Tyler found out about it and put
20 us through the coals for it and while all this was
21 going on but that is the way it is.
22 Q.   The two projects that you gave Star to perform,
23 did they perform it to your satisfaction?
24 A.   Yeah.
25 Q.   Going back to the and sorry.  When you said
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1 they weren't easy projects, how do you mean that?
2 A.   They's big diameter, usual fittings, flange
3 fittings, 36 by 30 reducing fitting and these are
4 very hard to get.
5          I didn't even know if Tyler even made them
6 at that point yet but they made them scratch for us
7 domestically and supplied them on a reasonable time
8 frame that we could live with and did a -- they let
9 us know what they -- when they could have them there
10 and what -- we got them first, second, third.
11          So, we piecemealed them in to the
12 contractor but we stayed ahead of his demands and
13 serviced the project and I have to say serviced it
14 well.
15 Q.   Did you even check to see whether McWane even
16 had the fittings in stock or could make them for you
17 before giving the order to Star?
18 A.   Kind of, yeah.
19          I think we did, and I think they probably
20 cover done it, too, in that time frame even if they
21 had to make them special.
22 Q.   Why did you want to give the project to Star?
23 A.   Because I think they were more competitive.
24          They were more aggressive after the job.
25 They were wanting us to give them a chance and it
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1 was my call and that was -- when I tell you -- the
2 job was out of Sacramento, and so I -- I stayed but,
3 hey, give these guys a chance because the best thing
4 would be for us was to have another domestic like
5 that.
6 Q.   Why would that be good for you?
7 A.   Because it gives us an option and I know -- I
8 know what Tyler does and how they operate and they
9 want everything and if they can't get everything,
10 then they're going to keep pounding until they try
11 to get everything or doing specification work around
12 you and that type of thing.  So, we needed somebody
13 that would give us an alternative.
14 Q.   What would have an alternative means as a
15 practical matter?
16 A.   Just say competitive pricing.
17 Q.   So, possibly lower pricing?
18 A.   And better availability and better service and
19 Tyler has the worse service of any of them.
20          So, you have to deal with that.  That means
21 you have to inventory more because you can't rely on
22 them getting material to you in time.  All those
23 things change.
24 Q.   Let's go back if we could to the discussions
25 you had with Rick Tatman about Tyler's stance on
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1 distributors, purchasing domestic fittings from
2 Star.
3          Do you recall what Mr. Tatman said in those
4 conversations?
5 A.   No.
6 Q.   Can you say in general terms the message that
7 was conveyed to you?
8 A.   In general, because they weren't happy with us,
9 tried to explain the reasons for it and that we were
10 complying with the letter of what they allowed us to
11 do.
12          We're staying within the percentages, so
13 you can see how much we bought.  Do you want us to
14 show you -- open our books and show you how much we
15 bought from the other guy, I have no problem.
16          I am not -- wasn't keeping anything secret.
17 So, we were following within the format of their
18 letter and, in fact, we did -- yeah, we gave them
19 some business and they did the job and what was on
20 there, the guy was over there looking at us.  So
21 they knew.
22          You can't lie to them because they have
23 access to knowing what's going on.  So, you are
24 limited on what you can say and you have got to be
25 accurate and I am but the guy -- I told them it was
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1 my call and it was nobody else.  Yeah, they can do
2 it but accept me.  I made the decision to go with
3 another Company.
4 Q.   Did Mr. Tatman indicate that there might be any
5 penalties or repercussions coming from Tyler?
6 A.   He didn't say specifically.
7 Q.   Did he say anything in general?
8 A.   No, just that they were not as happy doing it.
9 Q.   And the conversation with Jerry Jansen, can you
10 describe that?
11 A.   Well, Jerry is a good guy.
12          I have known Jerry for a number of fifteen,
13 twenty years and I always had a good relationship
14 with him when he was with them and they related but
15 this here.  They took a, you know, stand-back
16 attitude.
17          We are not close buddies anymore now.  We
18 are more -- it is just a business relationship,
19 nothing more than that.
20          I thought we had with Jerry Jansen, we had
21 a close relation.  We could talk to him about things
22 and ideas and formats and the good and the bad but
23 that became an arms length scenario from that point.
24 Q.   Has this episode hurt your relationship with
25 Tyler?
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1 A.   Yeah, I think it has.  I think it has.
2 Q.   Is that going to make you less willing to
3 purchase foreign fittings in the future?
4 A.   Well, they'd have to market their materials to
5 us in a way that we needed to be marketed.
6          We need to have -- we sit with our people
7 and let's say every time we go to a meeting with
8 these people or with WASDA or with the distribution
9 group.
10          We have a sheet from all of our managers
11 saying the good, the bad and the ugly and rate them
12 one through five and then we give -- we give a prize
13 to the highest rating supplier that we have, the
14 services, has competitive prices, whose services at
15 the best field levels and everything else.
16          So, we give them a manufacturer of the year
17 award and Tyler is so far away from that, you know?
18 SIGMA has got it several years.  Star has never got
19 it.
20          On the fitting side, if the fitting guy
21 gets it, it has been SIGMA and they had by far the
22 best service and even the support in a service year
23 and addressed problems that may arise and things
24 like that and Tyler is just the opposite.  They
25 said, "we'll get it to you when we get it to you."
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1 It'll be here next week, probably, you know?  And we
2 wouldn't know until we get it.
3          We can't live with that and so, hopefully,
4 they'll go back to it, to do it.
5 Q.   In the conversation that you had with Mr.
6 Tatman and Mr. McCollough about this issue, did
7 either of them explain what McWane's rational was
8 for the stance they were taking with respect to
9 purchases from Star?
10 A.   No, or they may have mentioned it only because
11 of the fact that they are domestic and trying to
12 protect their investment and the market is shrinking
13 because of the import influence and that fact they
14 have to keep people working.
15          This scenario that you would get, normal
16 scenario that you would get from a domestic
17 manufacture is that you have to keep our the
18 investments alive.
19          So, we are going to -- you know, we are
20 going to make it.  We are going to sell our product
21 one way or the other.
22 Q.   Beyond these two projects that you have given
23 to Star, have your purchased any domestic fittings
24 from Star?
25 A.   Not that I know of, no.
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1 Q.   Why not?
2 A.   Well, it's because of the potential retribution
3 I guess.
4          They have done a nice job.  We still buy
5 fittings from them and but we're buying probably not
6 domestic or if it is really going directly to a job
7 site or something that no one is going to see it,
8 then we will do it but there was one branch who buys
9 all their fittings from SIGMA, one of the branches I
10 think it is Roseville buys all Star because they
11 like the guy and he services them well.
12          They even SIGMA does in that particular
13 branch.  So, I don't say you can't do that.  They
14 services through the branch.
15          As long as they are part of the team, they
16 know they can get rebates and so forth from them,
17 they can do their own thing.
18 Q.   Is the Roseville branch purchasing domestic
19 fittings from Star?
20 A.   No, or they are purchasing all their things.
21          If they needed domestic fittings, I think
22 there is one or so districts that require domestic
23 fittings in Sacramento.
24          I don't know if it is the City of
25 Sacramento or one of the district that require
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1 domestic and they also supply them for that.
2 Q.   Sir, you testified just now I asked you why you
3 haven't purchased any more domestic fittings from
4 Star and you responded, well, because of the
5 potential retribution.
6          Do you recall that?
7 A.   Yes.
8 Q.   Did you mean because of the potential
9 retribution from Tyler?
10 A.   Yes.
11 Q.   And in terms of what that -- what form that
12 retribution could take, what's your concern?
13 A.   Well, it is protecting our Hayward branch and
14 our Sacramento branch from being shut out from
15 domestic manufactured products because I don't think
16 that -- I think once the ARRA scenario is ended
17 which is close, that there is going to be -- it is
18 going to fall off considerably as far as domestic
19 requirements and if it hadn't been for that, I could
20 have gone without Tyler, off completely, and I don't
21 want to.
22          I would like to keep Tyler as a supplier of
23 ours but, you know, kind of more on my level, on my
24 way of doing things, not on theirs being forced to
25 buy from them and right now, I'm forced to buy from
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1 them.
2 Q.   What's your understanding of the possible
3 consequences of purchasing domestic fittings from
4 Star in terms of what Tyler might do?
5 A.   Being shut out.
6 Q.   Do you think they might cut you off entirely?
7 A.   Well, you see, Star still has to get their
8 fittings approved.
9          In a U.S. domestic manufacturer, they have
10 to go over to the district and say not only are we
11 making an exact fitting but we are domestic, too.
12 So, theoretically, we are in and they say, "oh, no,
13 no.  We're going to buy Tyler only" and there's
14 political aspects at work to hold that to one
15 manufacturer and we have two places that are
16 requiring that.
17          The San Jose Water is one of them that
18 won't.  We have tried to send the manufacturers in
19 there to get their parts approved and, by their
20 private water district.  So, they can function
21 differently than a public party and so they say no.
22 This is what we want to do.
23          Right now, they are doing a lot of work.
24 They are probably doing as much work as any entity
25 in the Bay Area.
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1          So, they're big for us because we do half
2 that work.
3 Q.   Do you have any customers purchasing domestic
4 fittings right now that you believe will accept the
5 Star fitting?
6 A.   Yes, and I think we are supplying some of those
7 when it does happen and ARRA jobs, if one comes up
8 that there is a hundred thousand dollars fitting on
9 it, then we would certainly ask Star for a price on
10 the project and that we don't have that.
11 Q.   And just so I understand your testimony, sir,
12 to date, Groeniger has given Star only two domestic
13 jobs.  Is that correct?
14 A.   They're large domestic jobs, two or $300,000 a
15 piece, and those are big fitting projects and
16 they're also what would be big.
17 Q.   In terms of the possible consequences of
18 purchasing domestic fittings from Star, do you think
19 that McWane might stop selling you domestic fittings
20 at all?  Or for a limited period of time?
21 A.   Well, it is hard.  I would think they wouldn't
22 do that because Leon McCollough, the name you
23 mentioned, is also head of the valve division and we
24 are -- comes fourth -- the third largest supplier of
25 valves in the United States.
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1          The box Company is one and two and we were
2 right around there with the third or fourth and so
3 we are buying, you know, ten, $15,000,000 of valves
4 from them a year.
5          I have a great relationship with them.
6 They support us.  We support them and Leon was
7 always a good friend and now you's promoted to head
8 of the whole thing.
9          He is a tough guy.  He is -- takes no
10 business kind of a guy but he knows who we are.  He
11 know how we are made up and what kind of people we
12 are and he supports us a hundred percent.
13          When we were having problems with them, I
14 went to Leon, called him and said, hey, talk to
15 these guys.  Here is what happened here and I think
16 he went to bat for us but I would never even know,
17 no one said that Leon called and we're going to
18 change things but I don't where he is in the
19 hierarchy.
20          I think he is the next guy in line from the
21 big guy.  So, he is well situated within McWane and
22 so I presume that they would not do that because of
23 him.
24 Q.   Do you think that McWane might stop shipments
25 of domestic fitting for a limited period of time if
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          1                 UNITED STATES OF AMERICA
           BEFORE THE FEDERAL TRADE COMMISSION

          2            OFFICE OF ADMINISTRATIVE LAW JUDGES
               PUBLIC DOCKET NUMBER 9351

          3

          4 IN THE MATTER OF            )
                            )

          5 McWANE, INC.,               )
     a corporation, and     )

          6 STAR PIPE PRODUCTS, LTD.,   )
     a limited partnership  )

          7

          8

          9                     DEPOSITION OF:

         10                   EDDIE N. HALL, JR.,

         11    AS CORPORATE REPRESENTATIVE OF MABRY CASTINGS, LTD.

         12                   TUESDAY, MAY 8, 2012

         13

         14

         15

         16                   S T I P U L A T I O N

         17      IT IS STIPULATED AND AGREED by and between the

         18 parties through their respective counsel that the

         19 deposition of EDDIE N. HALL, JR., AS CORPORATE

         20 REPRESENTATIVE OF MABRY CASTINGS, LTD., may be taken

         21 before Diana Ramos, a Certified Shorthand Reporter and

         22 Notary Public of the State of Texas, at the offices of

         23 Mabry Castings, Ltd., 6531 Industrial Road, Beaumont,

         24 Texas  77705, on the 8th day of May, 2012, commencing at

         25 11:00 a.m.
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          1                      E X H I B I T S

          2 EXHIBIT   PG  DESCRIPTION

          3 Mabry 1   12  2-22-12 Subpoena Ad Testificandum
              Deposition

          4
Mabry 2   12  2-22-12 Subpoena Duces Tecum

          5
Mabry 3   12  Respondent McWane, Inc.'s Deposition

          6               Notice

          7 Mabry 4   12  Exhibit A

          8 Mabry 5   33  10-16-09 Quotation

          9 Mabry 6   35  10-16-09 Quotation

         10 Mabry 7   36  11-2-09 E-mail to Brian from Sachin
              Jakhotia; Other E-mails

         11
Mabry 8   37  11-2-09 Confidentiality Agreement

         12
Mabry 9   38  11-20-09 Quotation

         13
Mabry 10  40  11-24-09 Purchase Order

         14
Mabry 11  43  12-9-09 Quotation

         15
Mabry 12  45  12-10-09 Purchase Order

         16
Mabry 13  47  12-30-09 Purchase Order

         17
Mabry 14  47  12-30-09 E-mail to

         18               bshoaf@mabrycastings.com from Sachin
              Jakhotia

         19
Mabry 15  49  1-5-10 Purchase Order

         20
Mabry 16  49  1-21-10 Purchase Order

         21
Mabry 17  50  1-21-10 Purchase Order

         22
Mabry 18  51  2-24-10 Purchase Order

         23
Mabry 19  53  3-10-10 Purchase Order

         24

         25

Page 3

          1                E X H I B I T S (CONTINUED)

          2 EXHIBIT   PG  DESCRIPTION

          3 Mabry 20  56  11-10-10 E-mail to Eddie Hall from
              Srinivas Saripalli

          4
Mabry 21  57  11-15-10 E-mail to Eddie Hall from

          5               Srinivas Saripalli; Other E-mails

          6 Mabry 22  60  12-14-10 E-mail to Brian from Srinivas
              Saripalli

          7
Mabry 23  61  12-14-10 E-mail to Eddie Hall from

          8               Srinivas Saripalli; Other E-mails

          9 Mabry 24  62  2-9-12 E-mail to Eddie Hall from
              Eddie Hall; Other E-mail

         10
Mabry 25  63  7-28-11 E-mail to Brian from Narendra

         11               Zamwar; Other E-mails

         12 Mabry 26  64  Mabry Castings, LTD. Sales (Invoices)
              By Customer

         13               (Same as CX Exhibit 1581)

         14 Mabry 27 119  3-10-11 E-mail to Eddie Hall from
              Leanna B. Odom; Other E-mails

         15               (Same as CX Exhibit 1579)

         16 Mabry 28 133  9-2-08 Texas Commission on Environmental
              Quality Air Quality Permit

         17               (Same as CX Exhibit 1580)

         18

         19
CX 1579  119  3-10-11 E-mail to Eddie Hall from

         20               Leanna B. Odom; Other E-mails
              (Same as Mabry Exhibit 27)

         21
CX 1580  133  9-2-08 Texas Commission on Environmental

         22               Quality Air Quality Permit
              (Same as Mabry Exhibit 28)

         23
CX 1581   64  Mabry Castings, LTD. Sales (Invoices)

         24               By Customer
              (Same as Mabry Exhibit 26)

         25

Page 4

          1                         I N D E X

          2 EXAMINATION BY:             PAGE NUMBER

          3 Mr. Thagard                 5 - 71

          4                             150 - 155

          5                             160 - 161

          6 Ms. Castillo                71 - 146

          7                             155 - 160

          8 Mr. Mabry                   146 - 150

          9

         10

         11

         12                  A P P E A R A N C E S:

         13           U.S. FEDERAL TRADE COMMISSION, Bureau of

         14 Competition, by Ms. Monica M. Castillo, 601 New Jersey

         15 Avenue, NW, Washington, DC 20001, appearing for

         16 Complainant.

         17           MAYNARD, COOPER & GALE, PC, by Mr. Thomas W.

         18 Thagard, III, 1901 Sixth Avenue North,

         19 2400 AmSouth/Harbert Plaza, 1901 Sixth Avenue North,

         20 Birmingham, Alabama 35203, appearing for McWane, Inc., a

         21 corporation, the Respondent.

         22           STRONG, PIPKIN, BISSELL & LEDYARD, LLP, by

         23 Mr. Daniel E. Mabry, 1400 San Jacinto Building,

         24 595 Orleans, Beaumont, Texas 77701, appearing for the

         25 Witness, Eddie N. Hall, Jr., and Mabry Castings, Ltd.
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          1               MS. CASTILLO:  I mean, I have the

          2 protective order with me if you want to take a look at

          3 it.

          4               MR. MABRY:  No.  I've seen the protective

04:01     5 order.  Based on your knowledge, you can answer that

          6 question.

          7      A.   Ask me the question again just so I've got it

          8 clear.

          9               MS. CASTILLO:  Can you read it back,

         10 please?

         11               THE REPORTER:  Sure.

         12               (Previous question was read.)

         13      A.   No.

         14               MR. MABRY:  I shouldn't have objected.

04:01    15      Q.   (BY MS. CASTILLO)  Why not?

         16               MR. THAGARD:  Object.

         17               MR. MABRY:  Now I object to that question.

         18 No, don't answer that question.  Now you're really

         19 getting into proprietary information.

04:02    20               MS. CASTILLO:  I don't think I have any

         21 further questions unless I wind up having follow-ups.

         22               MR. THAGARD:  I have just a few

         23 follow-ups.  I am assuming you want me to go before you

         24 or do you want to go first?

04:02    25               MR. MABRY:  Let me go first.
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          1                        EXAMINATION

          2 BY MR. MABRY:

          3      Q.   I just want to clear up a couple of things,

          4 Eddie, about Exhibit 10.  Pull out Exhibit 10 real

04:03     5 quick, please.

          6      A.   Okay.  I think I've got them all mixed up

          7 again.

          8      Q.   Exhibit 10 was the purchase order from Star

          9 with the two-day turnaround.

04:03    10      A.   Yeah.

         11               MR. MABRY:  And I want to reference y'all

         12 to our document that we produced, an invoice to Star,

         13 which is document MABRC000676.  And I've got it up on

         14 this computer.  Do you want to come over here and look

04:03    15 at it with me or --

         16      Q.   (BY MR. MABRY)  Now, this is a -- this is --

         17 and I'm referencing again -- this is a document that we

         18 produced in production and it's Bates stamped

         19 MABRCAST000676.

04:04    20               Eddie, can you tell us what this is?

         21      A.   It is an invoice to Star Pipe.

         22      Q.   Can you tell by looking at this invoice when

         23 the product was shipped?

         24      A.   If I can find it.

04:04    25               MS. CASTILLO:  Is it further down?
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          1      A.   Interesting.  No, it's not on the invoice.

          2 Apparently the ship date is the invoice date --

          3      Q.   (BY MR. MABRY)  Right.

          4      A.   -- and they would have been within a day of

04:04     5 each other.

          6      Q.   So the invoice date is 12-22-2009?

          7      A.   Uh-huh.

          8      Q.   Correct?

          9      A.   Correct.

04:05    10      Q.   So it was either shipped on that day or 12-21?

         11      A.   Correct.

         12      Q.   You try and invoice right away?

         13      A.   Uh-huh.

         14      Q.   And, again, you talked about that because at

04:05    15 that time your financing was based on what you shipped.

         16 Correct?

         17      A.   Correct.

         18      Q.   And the -- and then this purchase order, is

         19 that the same purchase order as on number -- Exhibit 10?

04:05    20      A.   10255952.  That's it.

         21      Q.   Okay.  And they issued the purchase order on

         22 what date?

         23      A.   They issued it on 11-24-09.

         24      Q.   And it shipped -- or it invoiced, which means

04:05    25 it probably shipped on --
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          1      A.   A month later.

          2      Q.   A month later, 12-22-09.  So they didn't get

          3 there in two days?

          4      A.   They did not.

04:05     5      Q.   It didn't get there in two days.  And if you

          6 look at the part number, does the part number on this

          7 invoice match the part number on that purchase order?

          8      A.   The customer part number does match.

          9      Q.   Okay.  All right.  That's just -- and I'm not

04:06    10 going to go through the rest of them because it's a

         11 pretty -- that's how you match them up anyway.

         12               And I will say this, that starting at 676

         13 it looks like most of those are in chronological

         14 sequence so it should be pretty easy to follow if you

04:06    15 know about when the purchase order issued.

         16               Now, one other question.  You were asked

         17 about why Mabry Castings doesn't want to go -- sell

         18 directly to municipalities.  Do you recall that

         19 question?

04:06    20      A.   I do.

         21      Q.   Let me ask you this.  Does Mabry Castings in

         22 any way have a product design engineering department?

         23      A.   No.

         24      Q.   Do you design product at all?

04:06    25      A.   No.
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          1      Q.   Do you have any engineers on staff at all?

          2      A.   No.

          3      Q.   Do you know what engineering design

          4 characteristics go into the design of ductile iron pipe

04:07     5 fittings?

          6      A.   No.

          7      Q.   Do you know if the pipe fittings -- not only

          8 do they need to be machined.  You know they need to be

          9 machined.  Right?

04:07    10      A.   Right.

         11      Q.   But they -- also, there are other components

         12 that go with that to your understanding.  Correct?

         13      A.   Yes.

         14      Q.   Do you have any idea what those components are

04:07    15 or where you would buy them?

         16      A.   Specifically, no.

         17      Q.   So you're not in any way capable of supplying

         18 a finished product of any kind to any end user that uses

         19 those end products.  Is that a fair statement?

04:07    20      A.   That's correct.

         21      Q.   The only end user you're able to service are

         22 companies that make a product that do have an

         23 engineering department that design products and that --

         24 they know what they need from Mabry Castings and give

04:07    25 you a blueprint telling you what they need.  Is that a
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          1 fair statement?

          2      A.   That's correct.

          3      Q.   All right.  Those are all the questions I

          4 have.

04:07     5               MR. MABRY:  I'll pass the witness.

          6                        EXAMINATION

          7 BY MR. THAGARD:

          8      Q.   I have a few follow-up questions.  Sir, look

          9 at Mabry Exhibit 13, please.  Now, FTC counsel asked you

04:08    10 some questions and raised some questions to you about

         11 whether or not this corebox work that's referenced in

         12 this purchase order dated 12-30 of '09 was ever

         13 completed.  Correct?

         14      A.   Correct.

04:08    15      Q.   Okay.  And I'm going to direct you to Mabry

         16 Exhibit 26, please, in particular Bates No. 625.

         17               MS. CASTILLO:  And just for the record,

         18 this is CX 1581.

         19      A.   625?

04:09    20      Q.   (BY MR. THAGARD)  Correct.

         21      A.   Okay.

         22      Q.   Okay.  If you look in the middle there, under

         23 what it looks like Invoice No. I08279 and you track it

         24 out --

04:09    25      A.   Yeah.
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          1      Q.   -- to the amount, it looks like you invoiced

          2 Star for $3,050.  Correct?

          3      A.   Correct.

          4      Q.   Okay.  If that invoice number matched up with

04:09     5 this purchase order, would you -- would that indicate to

          6 you that the work had been done?

          7      A.   Yes.

          8      Q.   Okay.  I want to ask you -- and I'm going to

          9 try to shortcut this.  With Exhibits 18 and 19 --

04:10    10      A.   Okay.

         11      Q.   -- I just want to make sure the record's

         12 clear.  Complainant counsel asked you some questions.

         13 You remember earlier in the day you and I added up that

         14 there were approximately 56 new fittings that Mabry was

04:10    15 given purchase orders between November and March?

         16      A.   Okay.

         17      Q.   And she asked you some questions saying,

         18 looking at this purchase order, you couldn't tell if any

         19 of these fitting parts duplicated earlier purchase

04:10    20 orders that we looked at.  Correct?

         21      A.   Correct.

         22      Q.   And you said, "Well, I can't just from looking

         23 at this page," but if I showed you all six or seven of

         24 those purchase orders that would be easy for you to do,

04:10    25 correct, determine whether there was any duplication?
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          1      A.   Yes.  Yeah.

          2      Q.   So it's not that it's impossible to do it.

          3 It's just that you weren't -- you weren't looking at the

          4 other exhibits at the same time.  Correct?

04:10     5      A.   At the time the question was asked, correct.

          6      Q.   Okay.  Now I'm going to direct your attention

          7 to Mabry Exhibit 26 again and in particular I want to

          8 draw your attention to -- start with Bates No. 663.

          9 Now, you measure fittings castings in pounds, don't you?

04:11    10 That's one measure?

         11      A.   One measure of all castings is pounds.

         12      Q.   So what is the total tonnage of castings that

         13 Mabry fittings -- Mabry Castings has made for Star from

         14 the time it first met Star in 2009 through the time this

04:12    15 report was run in 2012?

         16               MS. CASTILLO:  Objection.  Foundation.

         17      Q.   (BY MR. THAGARD)  I guess -- I guess the

         18 simpler way to ask you is, what is the total number of

         19 pounds -- that's what I meant to ask.  I'm sorry -- of

04:12    20 fittings that Mabry Castings has casted for Star since

         21 the beginning of their relationship to the time this

         22 report was run in 2012?

         23      A.   2,308,735 pounds.

         24      Q.   Now, complainant counsel raised some questions

04:13    25 regarding the invoice total, 2,914,559.  Correct?
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1 when you say "pressure," as you put the question,
2 there's no way to answer that because every line has
3 pressure of some sort.
4     Q.  Well, I'm referring to high-pressure water
5 systems.
6     A.  For our basic business, no, I don't.  I'd say it
7 was a minimum.
8         MR. OSTOYICH:  Can I ask a clarifying?  You're
9 talking about just for ductile iron pipe, or are you

10 talking about for any type of PVC pipe, for example,
11 just -- do you see the distinction?
12         In other words, I'm not sure if you understood
13 which she was asking.  I certainly didn't.
14         THE WITNESS:  Okay.
15         BY MS. HOLLERAN:
16     Q.  Go ahead.  I think you're answering his
17 question.
18     A.  No.  No.  I'm just -- like I say, it's a broad
19 range, and I don't know PVC pipe's ratings well enough.
20 There's several different types of PVC pipe for
21 different ratings.  You know, you have several different
22 classes of C900.  You might say C900 or C905 or C909,
23 which I don't know all of the -- I can't speak well
24 enough on that, but --
25     Q.  Well, let me ask you this.
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1         You sell ductile iron pipe fittings; right?
2     A.  I don't consider in my line of business PVC to
3 me a major player in pressure waterworks systems right
4 now.
5     Q.  Do you take into account the price of PVC
6 fittings when you set your price of the ductile iron
7 pipe fittings?
8     A.  No.
9         MR. OSTOYICH:  Well, it's assuming -- I'll

10 object to the form.
11         Go ahead.
12         THE WITNESS:  Okay.
13         I -- I'd say no because I don't feel it's apples
14 to apples.
15         BY MS. HOLLERAN:
16     Q.  When you are working with a distributor to
17 supply the fittings for a waterworks project, do you
18 consider your competitors to be the other suppliers of
19 ductile iron pipe fittings?
20     A.  Yes.
21     Q.  Are you -- have you ever been concerned about
22 competing against the suppliers of PVC fittings?
23         MR. OSTOYICH:  And again, can I -- are you
24 talking about on jobs that are ductile iron pipe jobs or
25 PVC pipe jobs or it doesn't matter in your mind?
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1         MS. HOLLERAN:  I'm asking a general question.
2         THE WITNESS:  The general question, I consider
3 my ductile suppliers as a major -- as my major
4 competitors for that business, but I'd take that into
5 account as to what my distributor will give me.  If my
6 distributor says I'm against PVC, that will lead to a
7 whole another line of questioning as to would they be
8 approved.  Like I say, there's a lot of determining
9 factors.

10         BY MS. HOLLERAN:
11     Q.  Are ductile iron pipe fittings used on PVC
12 pipes?
13     A.  Yes.
14     Q.  With regularity or is that unusual?
15     A.  Regular.
16     Q.  And why is that?
17         MR. OSTOYICH:  Well --
18         THE WITNESS:  Again --
19         MR. OSTOYICH:  -- I'll object to the form, but
20 go ahead.
21         THE WITNESS:  Again, it all depends on the
22 system and the pressure in the system and if there's the
23 availability of PVC for higher pressures that's not out
24 there.
25         MR. OSTOYICH:  Linda, could I just -- so I think
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1 the record could be clarified.  PVC pipe I believe is
2 used for drinking water in many applications, so when
3 you're asking pressurized pipe, it's not clear, at least
4 to me, whether you're talking about a PVC pipe job or a
5 ductile iron pipe job or either, and so the answer is
6 going to be different I think.  That's why I'm asking to
7 clarify.
8         THE WITNESS:  And that's what I was saying
9 earlier.  PVC -- when you say "PVC," I don't know all

10 the classes, but you might have a DR15, 18, 21 -- not --
11 there's so many classes of PVC I don't know.  I hear the
12 names or those classes out there, but I couldn't tell
13 you what a DR21 is for or what the pressure rating is on
14 it.
15         So, you know, when you talk pressures, like I
16 say, 20 psi is pressure.  250 psi, now, I can't tell
17 you, so -- when you say "pressure systems," it's --
18         BY MS. HOLLERAN:
19     Q.  So for a pressurized water system, what is
20 generally the pressure that's used?  Is there a typical
21 pressure?
22     A.  It varies, and I -- again, it's up to the city
23 and the engineer.  They may have you test -- from what
24 I'd heard from my previous few years of experience in
25 it, you know, if you have 60 psi as a working pressure
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1         BY MS. HOLLERAN:
2     Q.  Okay.  Are there advantages of ductile iron pipe
3 fittings over cast iron pipe fittings?
4     A.  Again, it depends on the pressure of the system.
5 Ductile is -- can be rated for higher pressures.
6 Ductile is less brittle, so if you were to drop it on
7 concrete, cast iron is more apt to break than ductile
8 iron would be.
9         I mean, just the strength and just the

10 characteristics of the iron make it a little more
11 forgiving, lighter.  Because of your C153, you make it
12 thinner, and so it's lighter for the user, contractor,
13 whomever.
14     Q.  Are ductile iron pipe fittings cheaper than a
15 similar sized cast iron fitting?
16     A.  Cost-wise I don't know.  Market-wise, same to
17 us.  And I can't say for cast iron because we're not
18 selling them.
19     Q.  Are cast iron fittings widely used?
20     A.  Again, I --
21         MR. OSTOYICH:  I'm sorry.  Objection to form,
22 but go ahead.  Go ahead.
23         THE WITNESS:  I don't see them.  We don't sell
24 them, so if people are putting them in somewhere I don't
25 know.
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1         BY MS. HOLLERAN:
2     Q.  But you might -- but given your competitive
3 reports from your salespeople, you would expect to know
4 if there was a lot of cast iron fittings being used.
5         MR. OSTOYICH:  Objection to form.
6         Go ahead.
7         THE WITNESS:  I haven't seen where a lot are
8 being used.  Probably the one spot I can remember, it
9 may be Puerto Rico.

10         BY MS. HOLLERAN:
11     Q.  And do you take into account the price of cast
12 iron fittings when setting the price for your ductile
13 iron pipe fittings?
14         MR. OSTOYICH:  Well, I have a different
15 objection to that one, but go ahead if you can.
16         THE WITNESS:  I don't.
17         BY MS. HOLLERAN:
18     Q.  Okay.  When a ductile iron pipe fitting is
19 available for a domestic or an imported version, do you
20 understand what that means?
21         So a ductile -- when I say a -- I think we
22 cleared this up before.  A domestic fitting is a fitting
23 that is made in the United States.
24     A.  Uh-huh.
25     Q.  When you're comparing that fitting --
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1     A.  Well --
2     Q.  I'm sorry.
3     A.  It's my -- I don't want to interrupt you.
4     Q.  Okay.
5     A.  A domestic fitting to me is made in the USA.
6     Q.  Okay.
7     A.  A domestic fitting according to some
8 specifications maybe fall under NAFTA, so then it could
9 be made in Mexico or Canada.

10     Q.  Okay.
11     A.  So it's the interpretation of the engineer,
12 owner, whomever.  To me, a domestic fitting to me, if
13 you need a passport, it's not domestic in my world.
14     Q.  But then your world changed with the rules in
15 Canada.
16     A.  Well, that's the thing, so...
17     Q.  Well, let me ask another question.
18         When I see references to blended sales in the
19 Tyler/Union documents, what does that refer to?
20     A.  Blended sales are, if we didn't have it
21 available, if you wanted to buy a nondomestic item and
22 we didn't have it in inventory nondomestically and we
23 chose to substitute domestic instead of that, we would,
24 and that's what we would call blended.  We would supply
25 a domestic because we didn't have it in a nondomestic.
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1         It's usually -- it was about servicing the
2 customer and substituting.
3     Q.  If a specification didn't specify a domestic
4 fitting, would you only sell an imported or blended
5 fitting?
6         MR. OSTOYICH:  Well --
7         THE WITNESS:  If it required --
8         MR. OSTOYICH:  Hang on.  I'm going to object to
9 the hypothetical nature of the question, but if you can

10 answer it, go ahead.
11         THE WITNESS:  The way I understood the question,
12 if it called for domestic?
13         BY MS. HOLLERAN:
14     Q.  If the specification did not call for domestic,
15 would you sell, you know, bid for that job with your
16 domestic job or would you bid for it with your imported
17 fittings or blended to fill in the gap?
18         MR. OSTOYICH:  Again, same objection, but go
19 ahead.
20         THE WITNESS:  If it didn't call for domestic,
21 then we would quote nondomestic, if the specification
22 didn't call for domestic.
23         BY MS. HOLLERAN:
24     Q.  And why is that?
25         MR. OSTOYICH:  Well, I have the same objection,
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1 We did more job pricing because that gives you
2 communication with your customers.  I mean, it let's you
3 stay more attuned.
4         As we started to see the market go down in I
5 believe August of '06, I believe I stated earlier, as
6 the market started to decrease, people started --
7 distributors started inventorying less.  More and more
8 jobs were going direct, so that created more and more
9 job pricing.

10         We'd prefer not to because again it's -- it's
11 room for more error, rather than having an inventory out
12 there, but it is what it is, and so there's a lot of job
13 pricing and it doesn't matter if we like it or not.  The
14 customers determine that.
15         BY MS. HOLLERAN:
16     Q.  A lot of the price announcement letters come
17 from you?
18     A.  Uh-huh.
19     Q.  Do you write them?
20         MR. OSTOYICH:  I'll object to the form, but go
21 ahead.
22         THE WITNESS:  Not me.  I have input in them.
23 Rick Tatman normally writes my signature, but I see them
24 and I may have some input in them, but he -- he's the
25 wordsmith.
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1         BY MS. HOLLERAN:
2     Q.  I'd like to show you what's been previously
3 marked as CX 1178.
4         This is a letter dated January 11, 2008, from
5 Jerry Jansen, regarding pending price change for utility
6 fittings and accessories.
7         (Pause in the proceedings.)
8         I wanted to call your attention to the third
9 paragraph, where it says, "To help our distribution

10 customers better manage their inventory valuations and
11 compete on a more level playing field, it is our
12 intention going forward to sell all products only off
13 the newly published multipliers."
14         Do you see that?
15     A.  Uh-huh.
16     Q.  Does that mean that Tyler/Union was going to try
17 to reduce the amount of job pricing?
18         MR. OSTOYICH:  Well, I'm going to object to the
19 form the way you phrased it, but go ahead.
20         THE WITNESS:  Yes.  We would -- when we started
21 out, we're going to put out the published multipliers.
22 That's what you're going to have for inventory.  And we
23 would like to keep the jobs to a minimum because they
24 were going through their -- in talking with
25 distributors, they'd say they'd like to keep it stable.
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1 But, again, they'd also be the ones that would want job
2 pricing, so...
3         BY MS. HOLLERAN:
4     Q.  Was the decision to announce -- was the
5 announced intention that says "going forward to sell
6 products only off the newly published multipliers" -- is
7 that something that Rick Tatman decided?
8         MR. OSTOYICH:  Well, I'll object to the form
9 the way you're characterizing it, but go ahead if you

10 can.
11         THE WITNESS:  No.  That would be -- it would be
12 myself or Rick Tatman.  That's us joint.  We'd want to
13 go with published multipliers on it.
14         BY MS. HOLLERAN:
15     Q.  Okay.  So it was partly your decision to try to
16 reduce job pricing?
17         MR. OSTOYICH:  Well --
18         THE WITNESS:  Again, I --
19         MR. OSTOYICH:  Objection to the form, but that's
20 not quite what -- but go ahead.  You can answer it, but
21 it's objectionable.
22         THE WITNESS:  Again, we'd like to -- we'd like
23 to go with no job pricing, although we understood it was
24 obvious.  We'd like to have no job pricing.  And after
25 talking with distributors, they would like to add some
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1 stability as well.
2         BY MS. HOLLERAN:
3     Q.  Was this your idea?
4         MR. OSTOYICH:  Well, objection to the form.  I'm
5 not sure which idea.  He's already said talking to
6 distributors.  But go ahead.  You can answer it.
7         THE WITNESS:  It would be more to service the
8 distribution, the information I was picking up from the
9 market.

10         BY MS. HOLLERAN:
11     Q.  I guess what I'm asking is, is the decision to
12 try to reduce job pricing -- was it your idea because of
13 the feedback you had heard from the distributors?
14     A.  That would be my idea, that that's what the
15 customers preferred, so that would be more my idea.
16     Q.  So that idea didn't come from Rick Tatman.
17     A.  Not that I recall.  That's my input.
18     Q.  Okay.  Why did you -- your competitors Sigma and
19 Star engage in job pricing; isn't that right?
20         MR. OSTOYICH:  Objection to the form, but go
21 ahead.  I mean, I -- currently you mean or...
22         BY MS. HOLLERAN:
23     Q.  In January 2008, were your competitors engaged
24 in job pricing?
25     A.  I've always seen them --
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1                P R O C E E D I N G S
2                WAYNE EDWARD JOHNSON,
3 being first duly sworn in the above cause, was
4 examined and testified as follows:
5                     EXAMINATION
6 BY MR. LAVERY:
7      Q     Good morning.
8      A     Good morning.
9      Q     Could you please state your full name

10 for the record.
11      A     Wayne Edward Johnson.
12      Q     And could you give me your home and
13 work addresses, if you can.
14      A     Home address is 46 Covington Court,
15 Cherry Hills Village, Colorado 80113.  Work
16 address is 700 Alcot, Denver, Colorado 80204.
17      Q     And have you been deposed before?
18      A     Yes.
19      Q     How many times?
20      A     Two.
21      Q     So this process is probably somewhat
22 familiar to you, but today I'm going to be asking
23 you some questions.  The court reporter here is
24 going to take down your answers.  It's important
25 that you respond verbally.  If you nod or shake
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1 advertisement of the bid.  We obtain a set of
2 plans and specifications for that particular
3 project.  Our salespeople do a takeoff of all the
4 list of materials.  And we submit pricing to the
5 -- to the contractor.  And it's up to him to
6 decide who he's going to award the bid to.
7      Q     Once he's decided that Dana Kepner
8 company is going to receive that project, what
9 takes place at that point?

10      A     He gives us a purchase order, and we
11 ship the material.
12      Q     When you provide the takeoffs and you
13 submit the line item report, who does that go to
14 once you give it to the contractor?  Do you know?
15      A     We give it to whoever -- the estimator
16 of that contractor, whoever is doing that
17 particular job, we submit it to him.
18      Q     And projects that request domestic
19 ductile iron pipe fittings, how is that
20 communicated?
21      A     It's in the specifications.
22      Q     Is there a particular wording that is
23 used?
24      A     Each engineer does it somewhat
25 differently.  But it would say, being domestic
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1 produced or something like that.
2      Q     Do they ever specify a supplier of a
3 fitting?
4      A     Occasionally on very -- if it's a
5 specialized valve or a fire hydrant or something
6 like this, yes.
7      Q     Do you ever see a supplier's name for
8 the fittings?
9      A     Very seldom if at all.

10      Q     So in the bid itself, it would just
11 state whether they allow imports or whether they
12 want domestic fittings?
13      A     It might -- it could say on the line
14 items, but more likely it's going to say in the
15 specification book in the section that applies to
16 ductile iron pipe fittings.  It may not
17 distinguish on the bid document itself, but the
18 bid you turn in may not say whether it's domestic,
19 but the specification booklet would tell you.
20      Q     And in those specifications within the
21 specification booklet, it would request whether or
22 not it wants domestic or imports?
23      A     Whether it would be domestically
24 produced or not, yeah.
25      Q     If it doesn't state domestic, does that
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1 mean that imports are allowed?
2      A     If they're just generically stating
3 ductile iron fittings, we would assume -- we would
4 probably call for clarification, but we would
5 probably assume imports are allowed.
6      Q     When you provide the submittals to the
7 contractor, do you specify which manufacturer
8 you're going to supply the fittings from?
9      A     If the requirement for specification --

10 if the specifications require identification of
11 ductile iron fittings in the submittal process, we
12 would produce the document.  That particular
13 manufacturer provides spec sheets.
14      Q     Is that common that they would ask for
15 the specific name of a supplier of a fitting?
16      A     Well, they wouldn't specifically ask
17 for it, but when you bid the submittal process,
18 you would put it on there.  The submittals would
19 come actually from either -- the spec sheets from
20 either Tyler or Star or whoever the manufacturer
21 was.
22      Q     So as part of the submittals, you're
23 actually submitting the documentation from either
24 Tyler or Star?
25      A     Yes.
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1      Q     And once the submittals go in, say that
2 it specifies imports or it leaves it open, and
3 Dana Kepner Company responds in their submittals
4 Star as the fitting supplier, if in three weeks
5 down the road Star doesn't have the fittings that
6 you need, but you have Tyler fittings in
7 inventory, can you ship those Tyler fittings to
8 the job site?
9            MR. LAVERY:  Object to the form.

10            MR. RIGGS:  Same objection.  Go
11 ahead.
12      A     We would call the engineer and get --
13 we wouldn't just ship them out.  We would get with
14 the engineer and say, We can't obtain these.
15 Here's a different submittal.
16      Q     (By Mr. Mann)  So in order to
17 substitute one supplier's fittings for someone
18 else's, you have to resubmit?
19      A     If --
20            MR. LAVERY:  Objection.
21      A     If it is brand specific we would, but
22 if it's a generic spec, no.
23      Q     (By Mr. Mann)  So if it's a generic
24 spec but you've responded in the submittals with a
25 specific manufacturer --
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1  sell is either ductile iron or PVC?
2       A     Dollar-wise we probably sell -- it's
3  probably 70 percent PVC and 30 percent ductile.
4       Q     And do you sell any other types of
5  pipe?
6       A     We sell some polyethylene but not a
7  huge amount.
8       Q     Are there any substitutes for ductile
9  iron pipe fittings on ductile iron pipe?  Would
10  you ever use a PVC fitting on a ductile iron pipe?
11       A     Theoretically you could, I mean,
12  because the ductile iron pipe is the same OD as
13  PVC pipe on the C900 pipe.  I mean theoretically
14  you can use a 8-inch plastic fitting on a ductile
15  iron pipe fitting.
16       Q     When you say "theoretically," have you
17  ever seen this happen?
18       A     You don't see it happen very often.
19       Q     So the customers that you have that are
20  using PVC fittings, are they putting those PVC
21  fittings on PVC pipe?
22       A     Right.  And you definitely wouldn't
23  use -- if you have something that has to have
24  cathodic protection on it or transmitting in that
25  high corrosive area where they use cathodic
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1  protection, basically transmitting an electrical
2  charge down the pipeline, you wouldn't want the
3  PVC fitting in there.
4       Q     When would you need that sort of
5  protection?
6       A     Anyplace where there's highly corrosive
7  soils such as in Wyoming where they -- where they
8  use any ductile they can change cathodically to
9  protect it.
10       Q     So it's basically electrified pipe?
11       A     It's taking the -- to eliminate
12  corrosion, and so forth, through electrolysis,
13  you're transmitting an electrical charge,
14  basically, down the length of the pipe and
15  transmitting it away from the pipe.
16       Q     That's very interesting.  I hadn't
17  heard that.
18       A     I'm not an expert on it, so don't go
19  any further.
20       Q     Sir, we, I think, touched on this
21  earlier, and you may have given me this number,
22  but do you have a breakdown for the percentage of
23  -- actually, I'm sorry, I'll ask a different and
24  better question.  Taking the period of time before
25  the ARRA was passed, the stimulus bill, what
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1  percentage of the markets you serve were
2  specifying domestic only for ductile iron pipe
3  fittings?
4       A     Probably -- probably 5 percent or less.
5       Q     Where were those markets?
6       A     Northern -- Northern Arizona,
7  Flagstaff, in that area.
8       Q     Can you think of any other cities in
9  that area beyond Flagstaff?
10       A     It's Flagstaff and all -- basically all
11  the cities in Northern Arizona where there's a
12  heavy domestic market, Prescott.  So we were
13  buying Tyler up there.
14       Q     Beyond that Northern Arizona locale,
15  were any of the other markets that you served
16  carrying the domestic only spec before the ARRA?
17       A     No.  There may have been isolated
18  cases.  I can't say that it was 100 percent, but
19  it was vastly -- I'd say starting going back
20  10 years from ARRA, it was -- it had switched
21  almost exclusively to import.
22       Q     And why?  How did that process work,
23  and why were municipalities, in your judgment,
24  switching from domestic to imported fittings?
25       A     Well, there was probably a 40 percent

Page 53

1  difference in cost.  The quality of the import
2  fittings, in many cases, was superior.  Those were
3  the main reasons.
4       Q     How has that price differential between
5  import and domestic fittings trended over time?
6       A     Actually I didn't go back and look, but
7  I think it -- it's basically always remained the
8  same, about 45, 50 percent difference.
9       Q     And those municipalities that were
10  staying with the domestic only spec, do you have
11  any sense of what was motivating these folks?
12       A     Not really.  They were just -- you
13  know, it was the opinion that they wanted to buy
14  American.
15       Q     We've been talking about the pre-ARRA
16  period.  Let's talk about the ARRA and the time
17  after that.  How did the ARRA change your
18  business?
19       A     Well, it -- you know, the actual
20  funding of some jobs helped our business a little
21  bit.  The -- it created some real problems for us
22  in, you know, looking at other product lines other
23  than ductile iron fittings.
24             I mean it's hard -- in a lot of cases,
25  it's hard to find a manufacturer -- a domestic
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1  manufacturer of certain products.  They may be --
2  they may be there, but they may be very small.
3  They have a very different call time producing the
4  quantity of products that you need.  And to find a
5  product line that was 100 percent domestic all the
6  way through the production process is very
7  difficult, too.
8       Q     What products do you have in mind?
9       A     Well, we -- we sell Sensus meters, and
10  there are electronics that go with meter reading
11  systems, fixed base and so forth.  And a portion
12  of their products was actually assembled in
13  Mexico, and so they had to move their production
14  for ARRA jobs into Texas so we could get product,
15  and it created some real problems.
16       Q     What effect did the ARRA have on your
17  ductile iron pipe fittings business?
18       A     We -- we had to make the decision,
19  particularly with the letters that were sent out
20  from Tyler and so forth, that we would buy
21  100 percent of our domestic fittings from them.  I
22  mean we didn't really have another source.
23             Star for the first six months of 2010
24  wasn't able to provide what we needed.  And we
25  specifically told them that until they could

Page 55

1  supply 100 percent of the material on the projects
2  that we needed, the common products, anyway, that
3  we were going to have to get 100 percent of our
4  business through Tyler, either through Sigma or
5  Tyler.  We could buy it through either one.  So
6  that's basically what we had to do.
7       Q     The letters you're referring to that
8  you received from Tyler, what did they say?
9       A     Well, they said basically if we -- they
10  preferred to do business with people who supported
11  them 100 percent and that if you didn't buy from
12  them and support them, that they reserved the
13  option, I guess is one way of putting it, of not
14  selling to you.
15       Q     Did you have any oral conversations
16  with anyone associated with McWane about this
17  policy?
18       A     Oh, we -- you know, I mean they came in
19  at normal visits as a manufacturer does.  They
20  basically made it pretty clear that if we didn't
21  participate, that it could be a problem.  But in
22  actuality, we never had a problem.
23             I think that they had a pretty good
24  idea that other people were looking over their
25  shoulders and that as we went through the year, we
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1  did not have any threats or anything like that to
2  cut us off.  But we were buying 100 percent of our
3  domestics from them.
4       Q     When did you give your first domestic
5  order to Star?
6       A     I'm guessing it would probably have
7  been in July or something like that.  I would have
8  to go back and really look.
9       Q     July 2010?
10       A     Yeah.  I mean they made a commitment to
11  us that they would have our normal products
12  available to us in, I think it was, like March or
13  April, but I didn't really feel comfortable from
14  that standpoint that telling us that they had it
15  and actually having it could be two different
16  things.
17             So anytime that we did buy from them,
18  we submitted the list to them and said, you have
19  to guarantee us that you have these products or we
20  will order them from Sigma or Tyler.
21       Q     When you started ordering from Star,
22  did you shift all your domestic business over to
23  Star?
24       A     No, I don't think -- I don't think we
25  did.  I think we were still buying -- in certain
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1  locations we were still buying from Tyler.
2       Q     Do you believe that Tyler was aware of
3  the fact that you were dealing with two suppliers
4  of domestic fittings at the same time?
5       A     Well, they know of our relationship
6  with Star, and I'm sure they had to know -- they
7  had to know we were, I think.
8       Q     If the world were different and Tyler
9  hadn't announced the policy that it had with
10  respect to purchasing domestic fittings from Star,
11  would you have purchased domestic fittings from
12  Star earlier than you did?
13       A     Probably.  You know, we have always
14  had -- I mean, it's kind of away from your
15  question, but we've always had a bit of a tenuous
16  relationship with Tyler from a standpoint that
17  they've had some policies on who they deal with.
18             And just the way they go to market
19  sometimes we weren't always in agreement with.  We
20  like to deal with people that we feel comfortable
21  with and have our interests at heart, too.  That's
22  why I'm dealing with Star.
23       Q     If the world were a different place and
24  Tyler hadn't had this policy, would you have been
25  interested in purchasing domestic fittings from
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1  both Star and Tyler simultaneously?
2       A     It would have been -- it would have
3  been strictly -- we would have bought everything
4  -- if they both had them, we would have bought
5  from Star.  We would have only bought the Tyler
6  products if Star didn't have them.
7       Q     So to use some common industry terms,
8  maybe you'd buy the A and B items from Star and
9  then the C and D items from Tyler?
10       A     That would probably be what would
11  occur.
12       Q     And I think you mentioned that your
13  first purchase of Star products was July of 2010,
14  give or take?
15       A     From Star?
16       Q     From Star.
17       A     Yep.
18       Q     Thank you.  And I think you mentioned
19  that Star had been trying to tell you a few months
20  before that time that they were ready to go and be
21  your supplier.  Why didn't you give Star that
22  business then?  What made you wait until July?
23       A     After dealing with manufacturers for
24  30, 40 years, the proof has to be in the pudding,
25  I guess, for lack of a better term.  I had to
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1  absolutely know that they had it.
2             And, you know, it was always in the
3  back of my mind, if we -- if we placed an order
4  with Star, and they stubbed their toe, they can't
5  provide it, we might have a problem with Tyler.
6  And we made it very clear to Star that that's what
7  we were going -- the reason we were doing it.
8       Q     So is it fair to say that the concern
9  that there might be some repercussion with Tyler
10  kept you from ordering from Star when you -- when
11  you otherwise wanted to?
12       A     Yes.
13       Q     Is there any way to quantify the amount
14  of business that you gave to Tyler because of
15  their policy that you otherwise would have given
16  to Star on the domestic side?
17       A     That would be very hard to -- I mean
18  we'd have to go back and look on a job per job
19  basis and look at the time periods and so forth.
20  No, I couldn't.  With the numbers I have right in
21  front of me now, I couldn't tell you that.
22       Q     What did you think Tyler might do if
23  you purchased from Star?  What did you think some
24  of the possible repercussions could be?
25       A     Well, I -- you know, it was our
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1  impression that maybe what they actually stated in
2  their letter might come true, that we -- we might
3  not be able to service our customers in a timely
4  manner if we had to go searching someplace else
5  for some domestic fittings.
6       Q     Did it make a difference whether Tyler
7  just refused to sell domestic fittings to you at
8  all or whether it was just for a limited period of
9  time?
10       A     Well, if they had -- if they had
11  refused to sell to us, I would take that to mean
12  forever.
13       Q     As far as you're aware, is Tyler's
14  policies still in effect, at least in terms of
15  what Tyler's asking its customers to do?
16       A     I don't know what their official
17  position is right now.  And I don't -- I don't
18  think they would take those steps now.
19       Q     Why not?
20       A     I think it's too visible what they
21  might -- like I said, it's a small industry.  And
22  if -- if other distributors throughout the country
23  heard that they wouldn't sell to the Dana Kepner
24  Company, who's next on the list?  I think that's a
25  -- news travels fast.  And I think it would be a
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1  situation that it would hurt them throughout the
2  country.
3       Q     It would hurt Tyler throughout the
4  country if they cut you off?
5       A     Yep.
6       Q     Is there any increment of business on
7  the domestic side that you're presently giving
8  Tyler that you'd like to give Star but you're
9  concerned about the repercussions if you did?
10       A     I don't -- I think we're past that
11  point.  I don't think that that's a matter of
12  concern now.
13       Q     So the effect that Tyler's policy had
14  on your willingness to do business with Star is it
15  fair to say ended around July 2010?
16       A     Yeah, I think so.  And I -- you know, I
17  think there are cases, I couldn't be job specific
18  or tell you what the fitting was or anything else,
19  but I think there were a couple of cases where we
20  placed an order with Star, and Star didn't have
21  the material, and they actually went and bought
22  from Tyler.
23       Q     So Star had some counter strategies
24  available?
25       A     Yeah.  Because we're a very important
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1  customer to Star.  I think they'll do what they
2  have to do to take care of us.
3       Q     What did you need to see from Star as
4  far as breadth of product line, depth of
5  inventory, proven availability to deliver?  What
6  did you need to see from them before you were
7  willing to give them the business?
8       A     Well, I think, you know, you start out
9  with one or two jobs and see if they can provide
10  what you are requesting on those particular jobs,
11  and if that goes smoothly, then you say, Okay.  I
12  believe you have the material.  I believe you have
13  the material in stock and you can service us.
14             Like my importer, you know, I look at
15  what they could have available but also the levels
16  they have available from the standpoint that it
17  takes three to four months to get the product here
18  from offshore.  That was also one of our concerns.
19       Q     Earlier I asked you about your need for
20  domestic fittings pre ARRA.  I think you said
21  about 5 percent of your customers were specifying
22  domestic only.  How did the ARRA affect your need
23  for domestic fittings in terms of how many you had
24  to repurchase and resell?
25       A     Well, it had a dramatic effect.  I mean
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1  we had -- because of the levels of the economy, it
2  became a bigger -- ARRA became a very good
3  percentage of our business in certain areas.  And
4  so it had a dramatic effect on our need for
5  domestic fittings.
6       Q     Can we quantify that at all?  Do you
7  have a sense of what percentage of your business
8  was driven by the ARRA during the time period that
9  it was enacted?
10       A     It might have -- it might have
11  amounted -- last year it might have amounted to
12  6 to 7 percent of our business.
13       Q     And in terms of timing, when did the
14  ARRA demands peak?
15       A     Probably the ones with ductile iron
16  fittings on it probably would have been about
17  March or April of last year.
18       Q     Of 2010?
19       A     Yeah, maybe May.
20       Q     And you didn't purchase domestic from
21  Star until July 2010?
22       A     Yep.
23       Q     So that's sometime after your sort of
24  demand peaked?
25       A     Yeah.
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1       Q     So there were --
2       A     Most of our demand was when we were
3  dealing strictly with Tyler, and then it leveled
4  off.  But some of our ARRA jobs did not have
5  fittings on them.  Some of them were metering jobs
6  and that type of thing.
7       Q     Are the fittings for the ARRA projects
8  sold and in the ground at this point in time,
9  January 2011?
10       A     Yes, they're in the ground.
11       Q     Was there any way to use imported
12  ductile iron pipe fittings on ARRA funded
13  projects?
14       A     The only way that you could use an
15  imported fitting would be if it was absolutely not
16  available.  And then it had to be less than a
17  certain percentage, which I don't remember, of the
18  total job.
19       Q     Did you try to use any of those waivers
20  or exceptions to use imported fittings?
21       A     No.  I mean the -- the paperwork was so
22  horrendous on most of the ARRA jobs that we didn't
23  -- we did not want to go through any exemption or
24  anything like that.  Just get the material and
25  ship it out.
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1       Q     Is it fair to say, sir, that all the
2  ARRA funded projects that Dana Kepner served that
3  required fittings were serviced with domestic
4  fittings?
5       A     Yes.
6       Q     Did you see any of your competitors
7  filling ARRA funded projects with imported
8  fittings rather than domestic?
9       A     I was not aware of any.
10       Q     Did the EPA do a good job of explaining
11  exactly whether ductile iron pipe fittings
12  qualified for a waiver or not?
13       A     No.
14       Q     Was there some uncertainty in your
15  mind?
16       A     It depends which EPA employee you
17  talked to at the time.  We also have cases in
18  Wyoming, when they finally came to an agreement
19  with Canada, that Canadian products were available
20  and could be used in Wyoming, so it did not apply
21  to them.
22       Q     And did the uncertainty surrounding the
23  status of domestic fittings under the ARRA and its
24  various waivers, did that uncertainty make you
25  less interested in even trying to explore that
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1 about not just waterworks fittings but the waterworks
2 industry itself, you know, it's driven by a demand to
3 update the infrastructure.  It's driven by a demand for
4 new housing.  It's really not driven by lower pricing.
5 If a fire hydrant sells for $1,500, if all of a sudden
6 everyone in the industry makes that hydrant cost not
7 $1,500 but $1,200, I don't think you're going to sell
8 more of them because the marketplace only needs whatever
9 it's going to need.  The marketplace really isn't price

10 driven.
11     Q.  Is that true for the fittings marketplace as
12 well?
13     A.  I think so.  I think it's true for all of the
14 waterworks industry.
15     Q.  Would it be fair to say that increasing the
16 price of waterworks fittings in some cases doesn't
17 necessarily drive demand down?
18     A.  True.
19     Q.  Or doesn't necessarily drive sales down?
20     A.  No.
21     Q.  The demand for waterworks fittings is relatively
22 inelastic; is that fair to say?
23     A.  Oh, I'm not really -- could you ask that in a
24 different way?  Perhaps I can answer it in a different
25 way.  If you look at historically the number of housing
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1 starts there are, and for a number of years housing
2 starts were in about the 2 million range.  When it was
3 at 2 million range, for every new housing start, you
4 could expect to sell X number of fire hydrants.
5         When the marketplace went from 2 million housing
6 starts to a million five housing starts, the ratio of
7 fire hydrants you would sell per housing starts really
8 didn't change much.
9     Q.  Same dynamic on the fittings side?

10     A.  Correct.  Now, I'm not as close to the fittings
11 but I would assume that they're -- it would probably
12 track.
13     Q.  Sir, I understand that testimony, and I find it
14 helpful, and I thank you for it.  I don't understand how
15 that relates to whether or not SIGMA would grow the
16 market under the terms of its agreement with McWane?
17     A.  It may not grow the total market, but it may
18 grow our portion of the market.
19     Q.  In the sense of converting -- of retaining
20 domestic specifications?
21     A.  Retaining and converting some non domestic to
22 domestic.
23     Q.  I understand.  Okay.  Did you consider SIGMA's
24 ability to compete against Star Pipe when designing the
25 MDA and specifically SIGMA's ability to compete with
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1 Star Pipe in the domestic market when designing the MDA?
2     A.  Chris, I don't specifically recall taking that

3 into consideration.  Whatever we did, we knew that we

4 were going to have to be selling the product at a

5 competitive market price, and whatever sets that market

6 price, whether it's Star, SIGMA, Saramper or whoever it

7 is, we had to be able to sell the product at whatever

8 the market price is.

9     Q.  Do you think the MDA helped McWane compete with
10 Star Pipe in the domestic market?
11     A.  In hindsight, after having been in this for 12

12 months or something here now?  Minimally.  I don't think

13 that it really hurt us, but the benefits weren't that

14 great either.  In fact, the whole ARRA thing wasn't that

15 great.  I wish that it would have been, but, you know.

16     Q.  When you said that the benefits of the MDA
17 weren't that great for McWane, why do you say that?
18     A.  Oh, I forget the number of tons that we've sold

19 through SIGMA but I'm guessing it's in that 3, 4, 5,000

20 ton range, and what we do with them, and I think they'll

21 probably do for a 12 month period basically, so it's one

22 of those things it's not very long lasting.

23         And am I glad to have gotten the 3,000, 4-5,000

24 tons?  Yes, but in the grand scheme of things, it's just

25 not that much.
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1     Q.  Would you have made those sales anyway without
2 the MDA with SIGMA?
3     A.  Well, that's what the debate is.  Would we have?

4 And somewhere in this document are reasons not to sell.

5 I think Rick Tatman, whoever it was pointed it out, and

6 said loss of margin, number 2, the first bullet -- loss

7 of margin, and I think Rick's point was valid.  It's

8 something that needed to be taken into consideration,

9 but at the end of the day, I felt that we would be

10 better off to forego the margin and live with the loss

11 of margin and have SIGMA support our efforts than not,

12 so that was a risk I was willing to take.

13     Q.  But if you hadn't entered into the MDA -- if you
14 hadn't entered into the MDA and if SIGMA had not entered
15 domestic production, so now there are two firms in the
16 market, McWane selling domestic fittings, and Star Pipe
17 selling domestic fittings, would you have made all of
18 the sales that you would have otherwise made through
19 SIGMA just on your own or would you have lost some of
20 those sales to Star Pipe?
21     A.  You know, that's a real hypothetical here.

22 Would Star have started selling domestic made fittings

23 to SIGMA?

24     Q.  That's one question -- that's one question in
25 your mind, sir?
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1 company, while you were vice president of sales -- I'm

2 not asking you currently, but it looks to me like the

3 company had multipliers that differed, depending on

4 which part of the country you're in.  Is that fair?

5      A.  Yes, sir.

6      Q.  Why is that?  Why do you have different

7 multiplier pliers in different parts of the country?

8      A.  Are you talking about the published multiplier?

9      Q.  Correct.

10      A.  The published multiplier, we would follow what

11 McWane would publish and we would use the multiplier

12 pliers that they used.

13      Q.  And does that mean that McWane had different

14 multiplier pliers in the different regions of the

15 country and you would follow that?

16      A.  Yes, sir.

17      Q.  And why are there different multipliers in

18 different regions of the country?  Do you know?

19               MR. HUFFMAN:  Objection.  Foundation.

20      A.  No, sir.

21      Q.  (By Mr. Ostoyich)  Did you see different

22 pricing in different regions of the country, different

23 demand, how fast housing was growing or slowing down?

24               MR. HASSI:  Object to the form.

25      A.  Yes, sir.
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1      Q.  (By Mr. Ostoyich)  Is it fair of me to think,

2 Mr. McCutcheon, that there are different amounts of

3 fittings and pipe and other waterworks projects demanded

4 in the southeast and Florida during the height of the

5 housing market than that are southeast and Florida

6 today?

7               MR. HASSI:  Object.  Form.

8      A.  Yes, sir.

9      Q.  (By Mr. Ostoyich)  Market has crashed since

10 2006-2007?

11      A.  Yes, sir.

12      Q.  And I take it sales, in general, waterworks

13 projects and fittings, specifically, are way down in the

14 southeast.  Is that fair?

15      A.  We believe so.

16      Q.  If you had to compare at the height of the

17 market, when the housing market was really hot, was

18 Florida exactly the same price as the multiplier in

19 Pacific northwest?

20      A.  When you say the same price, are you referring

21 to the published multiplier?

22      Q.  Yes.  Thank you for that.

23      A.  I don't recall.

24      Q.  Now, you said that the published multiplier is

25 the starting point for the ceiling, and then you
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1 referred to net pricing.  Tell me a little bit about

2 that.  What's net pricing?

3      A.  It's one of our terms for what we actually sell

4 the customer.  The net pricing internally includes a lot

5 of variable costs.  It includes a rebate that we pay the

6 customer, cash discounts, freight allowances, and a

7 lower price, to start with off, of the published

8 multiplier.

9      Q.  I've seen an acronym in some of your documents,

10 SPR, I think --

11      A.  Yes, sir.

12      Q.  -- special pricing request?  Does that sound

13 right?

14      A.  Yes, sir.

15      Q.  What's a special pricing request at Star?

16      A.  We start with the list price and then the

17 published multiplier, but the project ends up selling at

18 a price that we think we need to sell it to get the

19 order.  When the salesperson in the field collects

20 enough information that he thinks he knows what price we

21 need to go to, he submits an SPR up through sales

22 management to get approval.  A shorter answer would be

23 the SPR is the template in the process that a request

24 has to come through management to get approval to sell

25 the job at that price.
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1      Q.  Is that referred to internally as a pink slip?
2      A.  Yes, sir.  A pink or pink sheet, yes, sir.
3      Q.  Fair enough.  Now, am I right, Mr. McCutcheon,
4 that the SPR request is a request to price at a price
5 lower than the published multiplier in that different
6 region?
7      A.  Yes, sir.
8      Q.  And is that typically a request that's
9 submitted by a salesperson to win a particular job

10 that's out there?
11      A.  Yes, sir.
12      Q.  All right.  How does the company determine --
13 or how did the company determine when you were vice
14 president of sales whether to offer a lower price below
15 the multiplier for a given job?  What sort of factors
16 did you weigh?
17      A.  What the competitive pricing was.
18      Q.  And when you say what the competitive pricing
19 was, what do you mean by that?
20      A.  Our salespeople were responsible for finding
21 out the price that they felt we needed to be to win that
22 order.
23      Q.  And so how would they do that, typically?
24 Would they talk to customers?  What was the process?
25      A.  Yes, sir, talk to customers.
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1      Q.  And after receiving word from your sourcing

2 people in a manager's meeting in late 2007, what steps

3 did Star take or what steps did you pursue to address

4 those cost increases, if any?

5      A.  I met with Matt Minamyer and told Matt what we

6 expected to happen, and I told him that he needed to be

7 more involved with the SPR process because we weren't

8 real sure how this was going to impact us.

9      Q.  Do you recall when you met with Matt on that

10 issue?

11      A.  No, sir.

12      Q.  Did you give him any instructions with regard

13 to the SPR process, other than I need you to be more

14 involved?

15      A.  Yes, sir.

16      Q.  What other instructions did you give him?

17      A.  It's not much more than what you just said, but

18 I told him that he needed to be personally involved with

19 the approval process because I was uncomfortable with

20 the process, the way it was working out at the time.  It

21 was too loose, in my estimation.  So on one hand, I was

22 concerned that we had costs going to a place that we

23 were uncomfortable with, and we didn't know where they

24 were going to go.  And then on the other hand, I felt

25 that our sales force was procedurally not real solid.
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1      Q.  Did you give him any instructions in terms of

2 how to address the lack of procedural solidity that you

3 thought existed in the sales force?

4      A.  I did.  I don't remember specifically what I

5 said to him, other than I know I told him that he needed

6 to personally get involved.

7      Q.  Did you tell him that Star needed to stop

8 project pricing?

9      A.  No.

10      Q.  Did you tell him that Star needed to tell its

11 customers that you would no longer project price?

12      A.  No.

13      Q.  Did you tell him to send the e-mail that we

14 looked at earlier today that was Exhibit 1 -- or maybe

15 it's 2.  Let's look at it to make sure.  I think it's 2.

16 It is 2?

17      A.  Okay.  I've got it.

18      Q.  And the first-in-time e-mail, which appears at

19 the bottom of page 2, carrying over to page 3 that was

20 sent on January 22nd, 2008, did you instruct Mr.

21 Minamyer to take that position with the sales force?

22      A.  No, sir.

23      Q.  Do you believe that this e-mail is the result

24 of the meeting that you had with him about tightening up

25 on his control of the sales force?
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1      A.  Yes, sir.
2      Q.  And tell me why you believe that.
3      A.  Matt, in general, was, and in this time period,
4 a very big delegator.  He liked to pass down as much of
5 the decision-making process as possible.  And I was
6 trying to get him to stop doing that.  I was very direct
7 with him about that.  And I believe that that's where
8 this -- I think that's where these came from.
9      Q.  Do you believe that this also came from the

10 letter that we saw that was Exhibit 1, the McWane
11 announcement that went out in or about January 11th,
12 2008?
13               MR. HUFFMAN:  Objection.  Foundation.
14               MR. HASSI:  Objection.  Go ahead.
15      Q.  (By Mr. Hassi)  Take it look at it, Exhibit 1.
16      A.  Can you ask me again?
17      Q.  Yes, sir.  Do you believe that the e-mail that
18 Mr. Minamyer sent out that is part of Exhibit 2 was
19 related to the letter that McWane put out that is
20 Exhibit 1, the second page of that?
21      A.  When you say related, what do you mean?
22      Q.  Do you think that Tyler's letter triggered Mr.
23 Minamyer's e-mail in any way?
24               MR. HUFFMAN:  Objection.  Foundation.
25               MR. OSTOYICH:  Same objection.  Go ahead.
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1      A.  I don't know.
2      Q.  (By Mr. Hassi)  Do you recall testifying
3 previously that you believed that the two were related?
4      A.  I don't remember testifying that, but I think I
5 could have because of the dates and because in No. 1
6 McWane said Jerry Jansen said that increases were
7 coming.  And then Matt is setting up a procedure
8 internally for us to take care of changes in the market,
9 I have to go back to your question, Do I think they're

10 related?  I would have to say yes, in fact.
11      Q.  In fact,Mr. Minamyer, in his e-mail,
12 specifically references the Tyler letter, does he not,
13 in the bold in the middle of the page?  It says the
14 Tyler letter states they will honor their existing
15 project pricing only until March 1st?
16      A.  I think I saw that.  I was on the wrong page.
17 Sorry.  Yes, sir.
18      Q.  And when you read Exhibit 1, you understood
19 that there was a reference in here to Tyler stopping
20 project pricing, did you not?
21      A.  Yes, sir, I did.
22               MR. OSTOYICH:  Object to the way it's
23 phrased, but go ahead.
24      Q.  (By Mr. Hassi)  And you thought it was unusual,
25 to say the least, for Mr. Minamyer to say that Star was

PUBLIC



39 (Pages 153 to 156)

Page 153

1 going to stop project pricing.  Right?

2      A.  Yes, sir.

3      Q.  In fact, project pricing was a core part of

4 Star's sales strategy at this point in time, was it not?

5      A.  Yes, sir.

6      Q.  You had grown market share by offering project

7 pricing and undercutting your competitors prior to this

8 time.  Am I right?

9      A.  Yes, sir.

10               MR. OSTOYICH:  Objection.  Form.  Go ahead.

11      Q.  You spent some time earlier this morning

12 looking at the e-mail, which is the second one in time,

13 Mr. Minamyer's e-mail, in which he goes through the

14 procedures for the upcoming price increase.  Do you

15 recall those questions?

16      A.  Yes, sir.

17      Q.  And if you'd take a look in that e-mail, you'll

18 see in the last paragraph at the bottom of page 2, it

19 says the territory managers and division managers will

20 follow the procedure below to make sure they are telling

21 their customers that it is coming and that we can no

22 longer project price.  Do you see that?

23      A.  Yes, sir.

24      Q.  Do you recall Mr. Minamyer giving instructions

25 to the sales force to go out to your customers and
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1 instruct them that Star would no longer be accepting

2 project pricing?

3      A.  No, sir.

4      Q.  But you were aware, were you not, that those

5 were the instructions he was giving?

6      A.  I don't think I was.

7      Q.  You read the letter when it went out, didn't

8 you, sir -- I mean this e-mail?

9      A.  I don't know if I read this e-mail or not.  The

10 reason I say that is, if I saw something like that, I

11 think I would have objected because it's unusual because

12 that's what we do.  We project price.

13      Q.  You spent a lot of time this morning answering

14 questions about these e-mails, and I just want to make

15 sure I understand.  You don't recall reading these

16 e-mails at the time you received them back in January.

17 Is that what you're telling us?

18      A.  Yes, sir.

19      Q.  Yes, you don't recall, or yes, you do recall?

20      A.  Yes, sir, I do not recall reading these e-mails

21 when they came out.

22      Q.  And so the testimony that you gave in response

23 to McWane's counsel's questions about these e-mails, you

24 were interpreting it as you read it, sitting here today.

25 Is that fair?
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1               MR. OSTOYICH:  Object to the form.  Go

2 ahead.

3      A.  Yes, sir.  And in a prior testimony, this

4 letter was shown to me in another deposition at some

5 point.  I don't remember which one, but I read it

6 before.

7      Q.  (By Mr. Hassi)  And you remember when you read

8 it before, you were surprised at the instructions that

9 Mr. Minamyer was giving your sales force.  Is that fair?

10               MR. OSTOYICH:  Objection.  Form.  It says

11 what it say.  Go ahead.

12      A.  Yes, sir.

13      Q.  (By Mr. Hassi)  And you don't doubt that you

14 received it and read at least the first of these --

15 first in time of these e-mails at the time back in

16 January 2008, do you, sir?

17               MR. HUFFMAN:  Objection.  Form.

18               MR. OSTOYICH:  Objection.  Form.

19      Q.  (By Mr. Hassi)  Let me ask it a different way.

20 If you look at what was marked as Exhibit 3 -- it's one

21 with landscape.

22      A.  Got it.

23      Q.  If you look at this, you'll see that you

24 received Mr. Minamyer's e-mail that is encompassed at

25 the last couple of pages of Exhibit 2 --
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1      A.  Yes, sir.

2      Q.  -- dated January 22.  And you responded to it

3 with e-mails of your own, including one on the first

4 page where you say, From what? question mark.  You see

5 that right?

6      A.  Yes, sir.

7      Q.  So you received it and at least at some level

8 read it back in January 2008.  Fair?

9               MR. HUFFMAN:  Objection.  Form.

10      A.  I really don't know.

11      Q.  (By Mr. Hassi)  And do you recall any

12 discussion with Mr. Minamyer about stopping project

13 pricing?

14      A.  No, sir.

15      Q.  And do you remember any discussion with Mr.

16 Minamyer about giving instructions to the sales force

17 that Star was going to pull back on project pricing?

18               MR. OSTOYICH:  Just to clarify, at any time

19 in 2008 or at any time?

20               MR. HASSI:  In the January 2008 time frame.

21      A.  And can you define pull back?

22      Q.  Sure.  And I guess what I'm getting at -- and

23 it's probably not a very clear question -- you talked

24 earlier about talking to Mr. Minamyer about controlling

25 the sales force.  In controlling the sales force, did
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1 within Star?
2      A.  Not to me and not to the people that I talk to,
3 but I did see it in some e-mails through this
4 FTC .  .  .
5      Q.  In other words, you don't recall seeing it
6 before the process of this investigation but you have
7 seen some e-mails in this investigation that refers to
8 the word cheating?
9      A.  Yes, sir, I have.

10      Q.  Let's take that break.
11               (Break taken.)
12      Q.  (By Mr. Hassi)  Do you at some point recall
13 learning that Sigma in 2008 was buying fittings from
14 Tyler?
15               MR. OSTOYICH:  Let me object to the form,
16 but go ahead.
17      A.  Yes, sir.
18      Q.  (By Mr. Hassi)  And do you recall, as a result,
19 getting some information -- well, strike that.  Do you
20 recall learning that in the negotiations between Sigma
21 and Tyler, Tyler stated they are now the low-cost
22 producer and so they can prove it?
23               MR. OSTOYICH:  Same objection, but go
24 ahead.
25      A.  I don't recall that.
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1               (Exhibit 0534 marked.)

2      Q.  (By Mr. Hassi)  Let me show you a document we

3 marked as Exhibit 534.  This is an e-mail that -- the

4 topmost e-mail is one you sent in the regular course of

5 your business at Star?

6      A.  It appears so.

7      Q.  And do you see in this e-mail you report about

8 Sigma buying fittings from China because they could get

9 them cheap -- excuse me -- buying -- let me back up.

10               Do you see that you talk about Sigma buying

11 fittings from Tyler because they could get them for

12 cheaper than they could get them from China?

13               MR. OSTOYICH:  The way that's phrased, I'll

14 object to it.  Go ahead.

15      A.  I see what you're talking about.  Let me read

16 the paragraph real quick.

17      Q.  (By Mr. Hassi)  Sure.

18      A.  Yes, sir.

19      Q.  Do you see you report to Mr. Bhutada and others

20 information about what Tyler said to Sigma during this

21 negotiation?

22               MR. OSTOYICH:  The way that's phrased, I

23 object to it.

24      A.  Can you say that again?

25      Q.  (By Mr. Hassi)  Do you see you make the
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1 statement, During the negotiation, Tyler stated they are
2 now the low-cost producer and said they could prove it?
3 Do you see that?
4      A.  Yes, sir.
5      Q.  That's something you wrote.  Right?
6      A.  Yes, sir.
7      Q.  And you're reporting on negotiations between
8 Tyler and Sigma.  Correct?
9               MR. OSTOYICH:  The way it's phrased, I'm

10 going to object to it.
11      A.  As it was told to me, that's correct.
12      Q.  (By Mr. Hassi)  And who told it to you?
13      A.  I don't recall.  It was one of our salespeople
14 that got it from a customer.  And it was either -- I
15 don't remember, but it was one of our salespeople.
16 That's how we found out about this.  And I don't even
17 know if it's true.  It came from one of our salespeople.
18      Q.  One of your salespeople found out from a
19 customer information from a negotiation between Tyler
20 and Sigma?
21      A.  Correct.
22      Q.  And what is the import that Tyler stating
23 they're now the low-cost producer, if anything?
24               MR. OSTOYICH:  Well, with the way it's
25 phrased, I'll object to it; but go ahead.
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1      A.  I don't know.

2      Q.  (By Mr. Hassi)  Does that affect in any way the

3 way you approach your business?

4               MR. HUFFMAN:  Objection.  Form.

5      A.  No, sir.

6      Q.  (By Mr. Hassi)  Does it affect your pricing at

7 all if McWane can produce fittings more cheaply than you

8 can?

9               MR. OSTOYICH:  Well, I'll object to the

10 form; but go ahead.

11      A.  No, sir.

12      Q.  (By Mr. Hassi)  Do you have to be careful about

13 getting into a price war with someone whose costs are

14 lower than yours?

15               MR. OSTOYICH:  Objection.  Form.

16      A.  I don't know how to answer that.  I don't know

17 that their costs are lower.  And regardless of what

18 their pricing is, we will price to the point that it's

19 profitable for Star Pipe.  So it doesn't matter to me if

20 their costs are lower.  We have a business to run, so we

21 will only go to the point that we can run a profitable

22 business.

23      Q.  (By Mr. Hassi)  So you might not be able to

24 offer as deep a discount as the lower-cost producer.

25 Right?
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1               MR. OSTOYICH:  I object to the way it's

2 phrased, but go ahead.

3      A.  I don't know that.

4      Q.  (By Mr. Hassi)  You don't know when your

5 conversation with Mr. Rybacki was about this subject?

6      A.  That's correct.  I believe my conversation with

7 Mr. Rybacki was well after this point.  I don't remember

8 talking to him when this was coming down.  I spoke to

9 Victor.  And I don't recall speaking to Larry about it

10 at the time.  There was a time that I said to Larry,

11 "See, I told you."

12      Q.  "See, I told you they would misuse the DIFRA

13 data"?

14      A.  Yeah, that joining DIFRA would somehow have a

15 negative impact.

16      Q.  And you understood that that list price

17 revision by McWane had a negative impact on Sigma and

18 Star?

19      A.  It's logical that it would have, yeah, and on

20 McWane.  It would have had a negative impact on all of

21 us.

22      Q.  Well, it wouldn't have had a negative impact if

23 they had a very small share in large diameter fittings

24 and a larger share in smaller diameter.  Right?

25               MR. OSTOYICH:  Object to the form, but go
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1 ahead.

2      A.  That, I don't know.

3      Q.  (By Mr. Hassi)  But in theory, it could be

4 neutral for McWane but negative for Star and Sigma if

5 you're differently situated in terms of diameter of the

6 fittings you're selling.  Right?

7               MR. HUFFMAN:  Objection.  Form.

8               MR. OSTOYICH:  Objection.

9      A.  I guess any of that's possible.

10      Q.  (By Mr. Hassi)  And that was your impression at

11 the time, was that they'd done this in a way using the

12 data to negatively impact Star, at least.  Right?

13      A.  That's correct.

14      Q.  Now, you mentioned talking with Mr. Pais.  Mr.

15 Pais called you to talk about this list price before

16 Star made had a decision about whether or not it was

17 going to follow McWane?

18      A.  No, sir.

19      Q.  Had you announced that you were going to follow

20 McWane at the time that Mr. Pais called you?

21      A.  I don't know that we had formally announced,

22 but I had already decided -- the conversation that I had

23 with Mr. Pais on the phone, I told him in that phone

24 call that we were -- we were following.

25      Q.  Now, before you told -- well, strike that.  The
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1 call with Mr. Pais in which you told him that you were

2 going to follow McWane was before you had the call with

3 Mr. Tatman.  Right?

4      A.  That's correct.

5               MR. OSTOYICH:  Objection to the form, but

6 go ahead.

7      Q.  (By Mr. Hassi)  And you called Mr. Tatman to

8 have additional information about making your decision

9 about whether or not to follow McWane, didn't you?

10      A.  No, sir.

11      Q.  Didn't Mr. Pais create some doubt in your mind,

12 because of the stance that Sigma was taking with regard

13 to the list price, as to whether the market was going to

14 follow Sigma or the market was going to follow McWane

15 and, therefore, Star needed more information before

16 deciding which way to go?

17      A.  No, sir.

18      Q.  You were going to follow McWane no matter what?

19      A.  That's correct.

20      Q.  And so your call to Mr. Tatman had no purpose?

21      A.  That's incorrect.

22      Q.  What was the purpose of your call to Mr.

23 Tatman?

24               MR. OSTOYICH:  Objection, but go ahead.

25      A.  Mr. Pais told me that he was very confident
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1 that he was going to change McWane's mind, and he told

2 me that he had -- I believe in that phone conversation

3 he told me he had spoken to SIP-Serampore, and that I

4 think he had insinuated he had already spoken to McWane

5 and that he felt that they weren't going to make that

6 change.  And he was encouraging me to join them to give

7 strength to their not being a change in the price list

8 to McWane.

9               Now, I told the purpose of the phone call

10 -- well, Victor called me on the price list, and I told

11 him on that phone call we're following McWane, that

12 that's what we do, up, down, sideways.  Through the

13 market leader, our customers require it.  That's what

14 we're going to do.

15               I did have a doubt in the back of my

16 mind -- I wanted to make sure before we moved ahead and

17 printed all these price lists, so I called Rick just to

18 make sure.  I said, "Are you guys sticking with your

19 price list change?"

20               And he said, "Yes."

21               I said, "Thank you.  That's all I needed to

22 know."

23      Q.  In the course of your conversation with Mr.

24 Tatman, did you inform him that you would be following

25 McWane?
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1      A.  No, sir.

2      Q.  Did you give him any information that would

3 cause him to be confident that Star was going to follow

4 McWane?

5      A.  No, sir.

6               MR. OSTOYICH:  Objection to the form, the

7 way it's phrased.

8      Q.  Are you certain of that?

9               MR. OSTOYICH:  Same objection.

10      A.  No, sir.

11      Q.  (By Mr. Hassi)  You're not certain?

12      A.  I'm not certain.  What I remember in the phone

13 call is Rick -- I mean, I've only talked to the guy a

14 few times, but he's a very black-and-white

15 operations-minded guy.  He will not -- and he and I

16 talked about this when we were at dinner -- we would not

17 have an inappropriate conversation.  He made it crystal

18 clear to me and I made it crystal clear to him it wasn't

19 ever going to happen.

20      Q.  That was a subject that the two of you

21 discussed at the time you had dinner --

22      A.  When we had dinner, we said, Look, we'll talk

23 about your history and your life and your children and

24 your dog.  And we just agreed that that's the kind of

25 relationship we're going to have.  We will not talk
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1 about -- and he was evidently brought up and trained

2 that way.  I was brought up and trained that way.  So we

3 just kind of got it off the table and went down the

4 road.

5               When I called him on the phone, it was a

6 very strange phone call.  It lasted seconds, not

7 minutes.  And I asked him, "Are you guys going to stick

8 with this price list?"

9               And he said, "Yes."

10               And I remember saying, "That's really all I

11 needed to know.  We're getting ready to spend 25 grand

12 to print it, and I don't want to have to spend $25,000

13 and retract it."

14      Q.  And did you say to you in words or in

15 substance, "If I retract it, McWane will pay the $25,000

16 cost"?

17               MR. OSTOYICH:  Objection to the form, the

18 way it's phrased.

19      A.  He didn't say McWane.  He said, "I'll pay the

20 25" -- it was a laughing matter at the time, joking.

21 And he said, "That's what we're doing."

22               I said, "Look, I don't want to spend 25

23 grand and then have to turn around and reprint."  And he

24 says, "I'm so sure we're going to continue to do it.

25 I'll pay the 25 grand."  We laughed and hung up the
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1 phone.

2      Q.  (By Mr. Hassi)  At the time you called him, did

3 you believe, based on your conversation with Mr. Pais,

4 that McWane had some uncertainty as to how it might

5 proceed?

6               MR. OSTOYICH:  I'll object to the form, but

7 go ahead.

8      A.  Can you ask that again?

9      Q.  (By Mr. Hassi)  Let me back up a second.

10 You're aware -- you've spoken to Mr. Pais, you

11 previously testified, once or twice a year over the

12 years?

13      A.  Something like that, yeah.

14      Q.  You testified previously about him calling

15 Mr. Bhutada and beating him down, among other things, on

16 price, about the price that Star was charging in the

17 market?

18               MR. HUFFMAN:  Objection.  Form.

19      A.  Mostly about our behavior that was

20 price-driven.  Correct.

21      Q.  (By Mr. Hassi)  And when you say your behavior

22 that was price-driven, about Star offering discounts in

23 the market and bringing down prices.  Right?

24      A.  Yes, sir.

25               MR. HUFFMAN:  Objection.  Form.
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1      Q.  (By Mr. Hassi)  And he made similar calls to

2 you, did he not, sir, about what you call the beatdown

3 on pricing?

4               MR. HUFFMAN:  Same objection.

5      A.  Yes, sir.

6      Q.  (By Mr. Hassi)  And he would also -- is it fair

7 to say that, from time to time, he would brag about the

8 relationship he had with McWane?

9               MR. OSTOYICH:  Object to the form of that,

10 but go ahead.

11      A.  Yes, sir.

12      Q.  (By Mr. Hassi)  And he told you he had a

13 trusting relationship with Rufner Page?

14               MR. OSTOYICH:  Objection to the form, but

15 go ahead.

16      A.  Yes, sir.

17      Q.  (By Mr. Hassi)  And when he called you to talk

18 about the price increase -- excuse me -- the list price

19 revision in 2009, he intimated that he had spoken to

20 McWane about it.  Is that right?

21               MR. OSTOYICH:  I had a couple of different

22 objections, but object to the form.  Go ahead.

23      A.  Yes, sir.

24      Q.  (By Mr. Hassi)  I mean, you came away from your

25 call with Mr. Pais with the impression that he had
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1 I don't know, we could go pull SPRs at the time and
2 figure it out, but I will almost guarantee you that that
3 didn't happen.  This looks to me like Matt's attempt at
4 being strong, tightening up on his sales guys, and
5 saying a couple of inappropriate things, but
6 following -- attempting to follow to the letter of the
7 law of Jerry Jansen's letter is what it looks like to
8 me.
9     Q.  Are you aware of similar policies with respect
10 to effective dates on other price increases at Star
11 before or since?
12     A.  Yes, one just happened Friday.  I turned out an
13 email probably two weeks ago to our guys and I said,
14 Look, there's no more project, we're not going to use
15 the old price list after April the 30th.  Period.
16         I have since received easily 150 special pricing
17 requests.  I tried to shut it down, I tried to minimize
18 the number of SPRs I was going to get.  I'm sure it
19 helped.  I still was inundated with special pricing
20 requests.
21         Once again, I don't like some of this, like I
22 said, but our standard procedure, we have duplicated
23 over and over and we're right in the middle of doing it
24 again.  It was follow the price list, follow the
25 multiplier, renew our commitment to minimizing special
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1 price requests and following the procedure and I'm
2 living it right now.
3     Q.  So, let's see if we can get all in one place in
4 the record what is making you uncomfortable about these
5 documents.  It sounds as if some of it is just a, you
6 know, a reiteration of existing Star practice.  Getting
7 written authorization for special pricing, for example.
8     A.  That's correct.
9     Q.  Is it fair to say that telling customers that
10 there is no more project pricing, is that an unusual
11 step for Star?
12     A.  It's bizarre.
13     Q.  And communicating the same thing internally to
14 the DMs and the TMs, is that an unusual step for Star?
15     A.  Telling them that we're stopping it, is unusual.
16 Telling them that we need to minimize it, is normal,
17 happens every time there's an increase.  There's a --
18 there is a new rash of emails concerning let's do better
19 this time, every time there's a price increase, and once
20 again, I am leading it and I'm doing it right now on the
21 one that we've got.  This language is too strong and
22 it's irrational, to me.
23     Q.  And the second thing that sounds as if it may be
24 a departure from common Star practice, either before or
25 since, is the conversations with the customers to
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1 attempt to hold pricing?
2     A.  Yeah, that's not even -- that's not logical.  I
3 mean, once again, it looks to me like Matt is attempting
4 to do the best job that he can at punching his guys in
5 the nose and trying to back them up and unfortunately,
6 he exaggerated some points and plagiarized them out of
7 Jerry Jansen's letter, is what it looks like.
8         (Government Deposition Exhibit Number 44,
9 Smith/McCutcheon Email Re:  Tulsa Bid, was referenced
10 for identification.)
11         BY MR. RENNER:
12     Q.  If I can show you another document that we have
13 had previously marked as Exhibit 44, I am finished with
14 that exhibit.
15     A.  Okay.
16     Q.  Sir, for the record, Exhibit 44 bears the Bates
17 stamp MESP0010300.  Take a moment to familiarize
18 yourself with Exhibit 44, sir, and let me know when
19 you've finished.
20     A.  Yes, sir.
21     Q.  You've seen Exhibit 44, sir?
22     A.  Yes, sir.
23     Q.  What is it?
24     A.  It's an email chain from Shaun Smith to me and
25 Matt, on a Tulsa bid, on it looks like a city bid for
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1 Tulsa, and then me to Matt, give me more information,
2 and then Matt to me and Shaun, this is one of our
3 customers that bid under the state multiplier, it's
4 about the Tulsa bid sleeves.  And then Shaun with an
5 email to the customer that -- Chris Antos is a customer,
6 thanking them -- oh, telling them that one of their
7 competitors purchased sleeves from a competitor, SIGMA.
8     Q.  What as a practical matter did you think that
9 Mr. Minamyer was communicating to you in his email to
10 you of Wednesday, April 2nd, in Exhibit 44?
11     A.  I'll have to read it again.  That we didn't give
12 special pricing and SIGMA did.
13     Q.  And Mr. Minamyer's email closes with the
14 sentence, quote -- and this is his email to you, "they,"
15 meaning I assume SIGMA.  Do you agree with that?
16     A.  Yes, sir.
17     Q.  Okay, so, "They," meaning SIGMA, "should be very
18 careful if they want to hold this price increase, as we
19 will not lose our partners or any more orders because
20 they are not responsible in the market."
21         Any idea why Mr. Minamyer would be telling you
22 what SIGMA needs to do in order to hold the price
23 increase?
24     A.  Other than it looks like he's telling me they
25 did some project pricing.
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Page 69

1          A.       That's, in my opinion, out -- far
2    outside the norm.
3          Q.       Okay.  Is that something that you
4    would have to compete against?
5          A.       Yes.
6          Q.       Okay.  Why are you asking him has
7    he seen it on an invoice?
8          A.       Because I didn't believe it.
9          Q.       Unless you had proper

10    documentation, you weren't prepared to compete
11    against it; correct?
12          A.       Most likely.
13                  MR. HASSI:  Object to the form.
14                       -  -  -
15                  (Whereupon, Minamyer-8 was marked
16           for identification.)
17                       -  -  -
18                  (Whereupon, a discussion off the
19           record occurred.)
20                       -  -  -
21    BY MR. TRUITT:
22          Q.       Okay.  Mr. Minamyer, I handed you
23    what I've marked as Exhibit-8.  Have you had a
24    chance to review that?
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1          A.       Yes.
2          Q.       All right.  We have been talking
3    about a price increase and trying to limit
4    project pricing thus far; correct?
5                  MR. HASSI:  Object to the form.
6                  THE WITNESS:  Yes.
7    BY MR. TRUITT:
8          Q.       Does Exhibit-8 refer to the same
9    issues?

10          A.       It appears to.
11          Q.       Okay.  What are you telling --
12    first of all, who are you sending this e-mail to?
13          A.       The divisional managers.
14          Q.       These are the salespeople who
15    report to you?
16          A.       Yes.
17          Q.       And what are you telling them to
18    do or asking them to do?
19          A.       Well, it appears that I'm telling
20    them to take off the gloves and looks like we
21    lost a market share and my patience had run out
22    with that and we were going to go take it back.
23          Q.       How would you take it back?
24          A.       With pricing.
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1          Q.       By reducing pricing?
2          A.       Yes.
3          Q.       In the first sentence, it said you
4    had tried to protect the stability of our market
5    pricing.  What does that mean?
6          A.       Well, it means that we were,
7    again, trying to make sure that we asked the
8    customer the right questions before we would
9    project price.

10          Q.       You were trying to maintain the
11    price increase; correct?
12                  MR. LECKERMAN:  Object to the form.
13                  THE WITNESS:  Either a price
14           increase or wherever that level of pricing
15           happened to be at the time.
16    BY MR. TRUITT:
17          Q.       Okay.  In Paragraph 2, is that an
18    example of monitoring what your competitors are
19    doing in the market?
20          A.       Yes.
21          Q.       Okay.  Did you or your salespeople
22    have direct conversations with your competitors
23    about this?
24          A.       No.
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1                  MR. HASSI:  Object to the form.
2                  MR. TRUITT:  What was the basis of
3           your objection?
4                  MR. HASSI:  Can you read back the
5           question?
6                  MR. TRUITT:  I said:  Did you or
7           your salespeople have direct conversations
8           with competitors about this?
9                  MR. HASSI:  My problem with the

10           question is you asked him a question about
11           conversations to which his salespeople
12           were present.  What is the basis?
13                  MR. WHITE:  So you have a
14           foundation objection?
15                  MR. HASSI:  I have a foundation
16           objection, yes, succinctly put.
17    BY MR. TRUITT:
18          Q.       Are you aware of any agreements by
19    you or the people who reported to you as to
20    pricing with your competitors?
21                  MR. HASSI:  Object to the form.
22                  THE WITNESS:  No.
23    BY MR. TRUITT:
24          Q.       So what are you directing your
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Page 73

1    sales folks to do?  You said take off the gloves;
2    what does that mean?
3          A.       It means we were attempting to
4    hold our pricing and it looks like the
5    competition was not, and we're not going to do
6    that anymore.  We're going to go out and we're
7    going to take that business back by using
8    pricing.
9          Q.       I see a couple of times in here

10    you used the term irresponsible.  Once in
11    relationship to your -- to a competitor.
12                   What do you mean by competitor
13    being irresponsible?
14                  MR. LECKERMAN:  Object to the form.
15                  THE WITNESS:  Can you tell me where
16           that is?
17    BY MR. TRUITT:
18          Q.       Sure.  Second paragraph.
19          A.       Okay.
20                   Basically, when we are talking to
21    our customers, everyone is usually at about the
22    same price.  If a customer tells us that one of
23    our competitors is lowering their price, we
24    consider that to be irresponsible on the market
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1    because our large customers would always ask us
2    not to do that.
3          Q.       Okay.  If you look at the fifth
4    paragraph down, it starts you should also go
5    after the competitors' partners?
6          A.       Yes, sir.
7          Q.       You use the word irresponsible
8    again.  Are you using it in the same sense there?
9          A.       I believe so.

10          Q.       Do you see the paragraph that
11    starts with for orders that get below your
12    comfort level?
13          A.       Yes, sir.
14          Q.       What is a margin analysis?
15          A.       It's a report that tells us sell
16    price versus cost that gives us a gross margin.
17          Q.       So what are you telling your folks
18    about doing a margin analysis?
19          A.       Well, it looks like the pricing
20    was getting to a level that we had to watch it
21    even more closely as it was getting -- cutting
22    into our margins to a level we weren't
23    comfortable with.
24          Q.       So I understand that to mean that
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1    there is pressure on the margins, prices are
2    falling, and you're not recovering your cost, or
3    that's the fear?
4          A.       Correct.  Our margins were
5    falling; that is true.
6          Q.       Okay.  You didn't want to get to a
7    position where you didn't recover your cost;
8    right?
9          A.       Or into a position that we weren't

10    making enough money.
11                       -  -  -
12                  (Whereupon, Minamyer-9 was marked
13           for identification.)
14                       -  -  -
15    BY MR. TRUITT:
16          Q.       Mr. Minamyer just to try and speed
17    this up, I'll let you look at that, but I'm going
18    to ask you a series of questions -- or questions
19    about a series of documents, all of which I think
20    are you approving project pricing.
21                   So my question in each case is
22    going to be:  What is this?  Is this an example
23    of a project price being approved?
24          A.       Okay.
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1          Q.       But please take your time and look
2    at it.
3          A.       Okay.
4          Q.       All right.  Can you tell me what
5    Exhibit-9 is, please?
6          A.       It's a series of e-mails with my
7    sales team requesting approval on a project, on
8    project pricing.
9          Q.       Did you grant that approval?

10          A.       Yes.
11                       -  -  -
12                  (Whereupon, Minamyer-10 was marked
13           for identification.)
14                       -  -  -
15    BY MR. TRUITT:
16          Q.       Take a look at Exhibit-10, please.
17                   What is Exhibit-10, please, sir?
18          A.       It's me approving a project
19    pricing.
20          Q.       Okay.  Is this during the
21    timeframe that we have talked about this morning
22    where you were trying to limit the frequency of
23    project pricing?
24          A.       I believe it is, yes.
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Page 125

1    Star announced that they would be bringing new
2    prices in the fittings market in 2008?
3          A.       I don't recall that.
4          Q.       Let me show you what we have
5    previously marked as CX38.
6                   It's two sides; there is a letter
7    on the back.
8                  MR. LECKERMAN:  Is the letter the
9           attachment to the e-mail?

10                  MR. HASSI:  The letter is the --
11           Document 19, the PDF, yes.
12    BY MR. HASSI:
13          Q.       You have seen this before?
14          A.       I don't recall it.
15          Q.       But you see that you received this
16    as an e-mail from Mr. McCutcheon on or about
17    January 14, 2008?
18          A.       Yes.
19          Q.       And you told us this morning that
20    you would try to pay attention to what your
21    competitors were doing in the market place?
22          A.       Yes.
23          Q.       And you would try to get copies of
24    their pricing letters; is that fair?
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1          A.       Yes.
2          Q.       Is this an example of your
3    intelligence getting a copy of a competitor's
4    pricing letter?
5          A.       It appears so, yes.
6          Q.       Mr. McCutcheon sent this to you
7    and others in the regular course of your business
8    at Star?
9                  MR. LECKERMAN:  Objection to form.

10                  THE WITNESS:  He sent this one.
11    BY MR. HASSI:
12          Q.       That is what I mean:  This
13    document, he sent this to you, as his national
14    sales manager, because this is information that
15    would be pertinent to you in performing your job
16    responsibilities; fair?
17          A.       Yes.
18          Q.       And you read it when you received
19    it?
20                  MR. LECKERMAN:  Object to form and
21           foundation.
22                  THE WITNESS:  I don't recall.
23    BY MR. HASSI:
24          Q.       Would you expect to, having
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1    received this from your boss, Mr. McCutcheon, in
2    early 2008, read the attachment?
3          A.       Yes.
4          Q.       Okay.  Would you expect that
5    you -- strike that.
6                   Did you discuss it with
7    Mr. McCutcheon?
8          A.       I don't remember.
9          Q.       Okay.  Would you expect that in

10    the normal course of your business, you would
11    discuss a McWane price change letter with
12    Mr. McCutcheon?
13          A.       Yes.
14          Q.       That's the sort of thing the two
15    of you would discuss when you were talking about
16    what Star would do in terms of its pricing; fair?
17          A.       Yes.
18          Q.       Okay.  When you read letters like
19    this letter, a competitor's letter, would you
20    read it to see if there was information about if
21    it would be relevant to your pricing?
22                  MR. LECKERMAN:  Objection to
23           foundation.
24
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1    BY MR. HASSI:
2          Q.       To your pricing decisions, I
3    should say.
4          A.       Yes.
5          Q.       Is it fair to say you would
6    consider whether some portion of the letter was a
7    signal to Star?
8                  MR. TRUITT:  Objection to form.
9                  MR. LECKERMAN:  Objection to form.

10                  THE WITNESS:  No.
11    BY MR. HASSI:
12          Q.       No, it's not fair to say that?
13          A.       No.
14          Q.       Did you ever consider, in reading
15    a letter from McWane, that it might contain a
16    signal to Star?
17                  MR. LECKERMAN:  Objection to form.
18                  THE WITNESS:  I don't believe so.
19    BY MR. HASSI:
20          Q.       Okay.  If you testified
21    differently in 2010, is there -- has your view
22    changed since then?
23                  MR. LECKERMAN:  Objection to the
24           form and foundation.
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Page 141

1                  MR. LECKERMAN:  I'm assuming you
2           have checked that they are the same.
3           Since we don't have the exhibit, I can't
4           confirm that CX0892, which is referenced
5           in the transcript, is the same as CX00382.
6                  MR. HASSI:  Just for the record, it
7           is described as a January 11, 2008 Tyler
8           Union Jansen letter to valued customer in
9           the transcript so -- I don't have a copy

10           of it with me, but that's the basis --
11                  MR. LECKERMAN:  Okay.
12                  MR. HASSI:  -- among others on
13           which I'm proceeding.
14    BY MR. HASSI:
15          Q.       Is it fair to say Star could not
16    stabilize prices on its own?
17                  MR. TRUITT:  Objection to form.
18                  MR. LECKERMAN:  Objection to form.
19                  THE WITNESS:  We believe that to be
20           true.
21    BY MR. HASSI:
22          Q.       In other words, you would need
23    your competitors to participate in an effort to
24    stabilize prices?
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1                  MR. TRUITT:  Objection to form.
2                  MR. LECKERMAN:  Objection to form.
3                  THE WITNESS:  We believe that to be
4           true.
5    BY MR. HASSI:
6          Q.       Did you have an understanding that
7    McWane did not like project pricing?
8          A.       Can you define understanding?
9          Q.       Did you have any understanding --

10    I mean, do you know what that means?
11          A.       Yeah.  We thought that they
12    didn't.
13          Q.       Why did you think that they did
14    not like project pricing?
15          A.       The customers would tell us that
16    they weren't doing it.
17          Q.       That they were not project
18    pricing?
19          A.       Well -- I'm sorry.  Same
20    timeframe?
21          Q.       Yeah, 2008.
22          A.       I don't know if they liked it in
23    2008 or not.
24          Q.       When did you have an understanding
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1    that they did not like it?
2          A.       When I first started at Star.
3          Q.       Did project pricing exist when you
4    first started at Star in 1999?
5          A.       At Star?
6          Q.       Yes, sir.
7          A.       I don't know; I don't think so.
8          Q.       Okay.  Was it something that you
9    helped innovate at Star?

10          A.       I believe so.
11          Q.       And over time, did you have an
12    understanding that McWane's view of project
13    pricing changed?
14          A.       I believe it -- I believe it did,
15    yes.
16          Q.       Over time, did you see McWane
17    engaging in more project pricing?
18          A.       I believe they did.
19          Q.       What about Sigma?  Did you have
20    any understanding as to Sigma's views on project
21    pricing?
22          A.       I believe they were project
23    pricing, as well.
24          Q.       Was anyone else, to your
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1    recollection, involved in the discussions to
2    cease project pricing in January of 2008?
3                  MR. LECKERMAN:  Objection to form
4           and foundation.
5                  MR. TRUITT:  Same objection.
6                  THE WITNESS:  Can you ask it again?
7                  MR. HASSI:  Can you read it back,
8           please?
9                       -  -  -

10                  (Whereupon, the court reporter read
11           the pertinent part of the record.)
12                       -  -  -
13                  THE WITNESS:  I don't remember.
14    BY MR. HASSI:
15          Q.       Would you agree with me that
16    pulling back on project pricing was a strategic
17    shift for Star?
18          A.       At that time, it was a strategic
19    position because we would only project price when
20    we thought we had to.  So if we could have never
21    project priced, we would have liked that, too.
22    We did it when our customers would guide us to
23    it.
24          Q.       Would you initiate project pricing
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Page 193

1          Q.       Let me show you what we have
2    marked as 527.
3          A.       Is this the same Tyler letter I
4    just read?
5          Q.       The same Tyler letter you just
6    read.  It's the same e-mail that you sent on
7    May 12th that has a further e-mail from Mr. Ramon
8    Prado.
9                   He is one of your divisional sales

10    managers?
11          A.       Yes.
12          Q.       Does this refresh your
13    recollection that the reason you did not go up
14    with the fittings multiplier changes in early
15    May 2008 was based on the Tyler letter?
16                  MR. TRUITT:  Object to the
17           question.  The witness did not --
18                  MR. HASSI:  You can object to the
19           question and leave it at that.  Thank you.
20                  THE WITNESS:  I do not remember
21           this e-mail.
22    BY MR. HASSI:
23          Q.       Okay.  I wasn't saying that you
24    would remember the e-mail.
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1          A.       Okay.
2          Q.       For the record, I don't see you as
3    copied on the e-mail.
4          A.       Okay.
5          Q.       But the question is whether
6    reading this e-mail in any way it refreshes your
7    recollection as to the reason that Star put its
8    multipliers on hold in 2008?
9          A.       No, sir.  It explains it, but I

10    don't remember that being it.
11          Q.       It's fair to say that as you sit
12    here, you don't remember increasing multipliers,
13    putting multipliers on hold, or why you put those
14    multipliers on hold; is that right?
15          A.       That's fair.
16          Q.       No recollection?
17          A.       We did it quite often, all the
18    time.  So putting it all together four years ago,
19    I can't remember the specifics of the plans.
20          Q.       Do you recall whether Tyler did,
21    in fact, go up sometime in June of 2008?
22          A.       No, sir.
23          Q.       Do you recall whether you
24    followed?
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1          A.       No.  The only thing that refreshed
2    my memory is documents I have seen today.
3          Q.       Do you recall you answered some
4    questions earlier today about DIFRA; do you
5    recall that?
6          A.       Yes, sir.
7          Q.       Okay.  Do you recall any
8    connection between your pricing, such as the
9    multipliers, and the DIFRA data?

10                  MR. TRUITT:  Objection.  Asked and
11           answered.
12                  THE WITNESS:  No, sir.
13    BY MR. HASSI:
14          Q.       Now, you had your sales team
15    keeping its eye out to determine whether your
16    competitors were adhering to the announced
17    pricing; is that correct?
18          A.       As a general rule, is that what
19    you're asking?
20          Q.       As a general rule, yes.
21          A.       Yes.
22          Q.       And in 2008 in particular?
23          A.       Probably no more or less than
24    always.
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1          Q.       And you asked your sales team to
2    report back to you when Sigma or McWane was
3    believed to be cheating?
4                  MR. LECKERMAN:  Objection to form.
5                  THE WITNESS:  I believe we used
6           terminology like cheating, so we were
7           always asking it.  It's what we did every
8           day, was trying to figure out what the
9           price was.

10    BY MR. HASSI:
11          Q.       And your sales force would report
12    back as to whether they saw Sigma or McWane
13    cheating on the fitting deal; is that fair?
14                  MR. LECKERMAN:  Objection to form
15           and foundation.
16                  THE WITNESS:  So you're asking if I
17           would -- my sales team would say somebody
18           is cheating on their pricing?
19    BY MR. HASSI:
20          Q.       Someone is cheating on the fitting
21    deal, for example.
22                  MR. LECKERMAN:  Same objection.
23                  THE WITNESS:  I think it's fair to
24           say that my sales team had told me that,
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Page 197

1           yes.
2    BY MR. HASSI:
3          Q.       What did you understand that to
4    mean?
5          A.       It would mean that they would have
6    pricing letters out that our customers would show
7    us and then the customers would later tell us
8    they're not pricing at the levels that the letter
9    said.

10          Q.       So if they weren't adhering to the
11    published prices, your team would refer to that
12    as cheating; right?
13                  MR. LECKERMAN:  Objection to form.
14                  THE WITNESS:  That would be --
15           yeah, I think that would be accurate.
16    BY MR. HASSI:
17          Q.       Let me show you a document marked
18    1691 and ask you if this is an example of your
19    divisional sales managers reporting about
20    cheating on the fittings deal.
21                  MR. LECKERMAN:  Is that a pending
22           question?
23                  MR. HASSI:  Yes.
24                  MR. LECKERMAN:  Objection to form
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1           and foundation.
2                  THE WITNESS:  Okay.  I'm sorry.
3           Can you repeat the question?
4    BY MR. HASSI:
5          Q.       Let me ask a better question:
6    This is a pair of e-mails that you sent or
7    received in September of 2008; is that right?
8          A.       Yes.  It looks like an e-mail to
9    me that I replied to all in one body.

10          Q.       Okay.  And this was done in the
11    regular course of your business as the national
12    sales manager at Star?
13          A.       Yes.
14          Q.       On the e-mail on the bottom of the
15    page, you have Mr. Prado responding to an e-mail
16    that you sent; is that right?
17          A.       I think that's an e-mail I sent
18    him and he is responding, yes.
19          Q.       Okay.  Well, who wrote the words
20    in the first paragraph of the bottom e-mail, I
21    think we are doing better since figuring out that
22    Sigma was cheating on the fitting deal?
23          A.       It looks like Ramon did.
24          Q.       Okay.  And what did you understand
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1    Ramon to mean when he wrote, since figuring out
2    that Sigma was cheating on the fitting deal?
3          A.       Well, I don't remember this
4    specifically, but that would normally mean either
5    a customer told us what the multiplier was and
6    then they changed it, or they had a multiplier
7    letter out that we saw and then they quoted below
8    that multiplier.
9          Q.       So you understood this to mean

10    that Sigma was quoting something below the
11    published price?
12          A.       Below their multiplier letter.
13          Q.       Below Sigma's published price --
14    published multiplier letter?
15          A.       If we're using published as in a
16    letter they sent to their customer?
17          Q.       Yes.
18          A.       Okay.  Then yes.
19          Q.       Okay.  Well, we saw earlier a
20    letter that they sent to their customer in April
21    of 2008 that had a multiplier map; right?
22          A.       Right.
23          Q.       So cheating would be Sigma
24    offering a customer a price below that multiplier
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1    map?
2          A.       That could be a reason, yes.
3          Q.       And you would refer to that as
4    cheating on the fitting deal?
5                  MR. LECKERMAN:  Objection to form
6           and foundation.
7                  THE WITNESS:  I believe that is
8           what this means.
9    BY MR. HASSI:

10          Q.       And the word deal in that
11    sentence, why is the word deal used?
12          A.       I don't know; I didn't write that.
13          Q.       But you understood it to mean
14    undercutting prices?
15          A.       Yeah, I understand it to mean that
16    they were quoting off of the multipliers that
17    they had on some letter that they might have put
18    out.
19          Q.       Let me show you a document marked
20    1692.  You can read the whole thing, if you'd
21    like to answer my questions.  I'm going to focus
22    on the second page, there is a paragraph under
23    the heading competition update and/or new
24    information.
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1          A.       Can you give me an opportunity to
2    read it?
3          Q.       Absolutely.
4                   Are you ready, or would you like
5    more time?
6          A.       I'm ready.  I saw these guys were
7    still reading.
8          Q.       As I said, I'm going to focus on
9    the second page.  You see under the heading of

10    competition update and/or new information?
11          A.       Yes, sir.
12          Q.       And do you see the third bullet
13    down, Mr. Prado -- am I pronouncing the name
14    correctly?  Is it Prado?
15          A.       Yeah, it's Ramon Prado.
16          Q.       Ramon Prado.
17                   Mr. Ramon Prado writes to you,
18    it's still early, but it doesn't appear that
19    Sigma or Tyler is cheating on the new fitting
20    multiplier being quoted after 2/18.
21                   Did I read that correctly?
22          A.       Yes, sir.
23          Q.       And this is something that he
24    reported to you in -- March 6, 2008?
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1          A.       Yes.
2          Q.       And what he was telling you here
3    is that they were adhering to the published
4    multipliers?
5          A.       I believe that is what he meant.
6          Q.       They weren't cheating by
7    undercutting them?
8          A.       It's still early, but it doesn't
9    appear that they are.  Right.

10                   If you continue to read that
11    document, there are multiple project pricing
12    quotes on it.
13          Q.       Let me show you a document we have
14    marked as 1693.  This is another report from
15    Mr. Prado.  Go ahead and read it.
16          A.       Okay.
17          Q.       Again, I'm going to focus on the
18    second page under competition update and/or new
19    information.  This is another report from
20    Mr. Prado in which he reports that Sigma, and in
21    this case also Tyler, is cheating on fitting
22    multiplier prices?
23          A.       The first sentence under there, is
24    that what you're referring to?
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1          Q.       Yes, sir.
2          A.       Yes, sir.
3          Q.       I'm sorry.  Is that a yes to my
4    question that this is a report from Mr. Prado
5    that Sigma and McWane are cheating on fitting
6    multiplier prices?
7          A.       It confirms -- he is confirming
8    that Sigma did and he is pretty certain that
9    Tyler is doing the same.

10          Q.       And when you said did in that
11    sentence, you mean that he is confirming that
12    Sigma is cheating and he believes that Tyler is
13    cheating?
14          A.       That is what he is saying, yes.
15          Q.       Let me show you 1694.  This is a
16    chain of e-mails between Chris Antos and Shaun
17    Smith, on which you are copied; is that right?
18          A.       It looks like I'm copied on one of
19    them.
20          Q.       Well, you were copied on the two
21    on the first page; right?
22          A.       Right.
23          Q.       So you would have had the
24    opportunity to see the third.
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1                   And Shaun Smith is one of your
2    divisional sales managers in 2008?
3          A.       Yes.
4          Q.       And he is reporting on Sigma
5    cheating on larger projects; is that right?
6                  MR. LECKERMAN:  Objection to form.
7                  THE WITNESS:  Yes.  He has a
8           sentence that says he has seen Sigma cheat
9           on larger projects.

10    BY MR. HASSI:
11          Q.       By cheating, he means undercutting
12    the published prices?
13                  MR. LECKERMAN:  Objection to form.
14    BY MR. HASSI:
15          Q.       That is the way you understood it
16    at the time?
17          A.       I understood him to mean that they
18    were quoting below the multiplier letter that
19    they sent these customers.
20          Q.       Let me show you a document marked
21    1695.  I'm sorry.  That wasn't -- yeah, that's
22    right.  That was 1694.
23          A.       Okay.
24          Q.       All right.  This is an e-mail that

PUBLIC



52 (Pages 205 to 208)

Page 205

1    Mr. Smith wrote to a group of individuals,
2    including yourself; is that right?
3          A.       Yes.
4          Q.       And you received it in the regular
5    course of your business in August of 2008?
6          A.       It appears so.
7          Q.       And Mr. Smith is talking about
8    taking the high road, but being able to react
9    when necessary; do you see that?

10          A.       Yes, sir.  This is a joint
11    restraint letter.
12          Q.       Okay.  And he is talking about
13    cheating on joint restraint prices; is that
14    right?
15          A.       Well, the previous two e-mails
16    were all on joint restraint, so I'm assuming he's
17    still talking about joint restraint, but he
18    doesn't say that.
19          Q.       So he could be referring to
20    cheating on joint restraint prices or on fittings
21    prices?
22          A.       Or both.  I don't -- I'm not
23    positive, but he mentions joint restraint in the
24    last sentence.
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1          Q.       Let's mark exhibit 1696.
2          A.       Okay.
3          Q.       Okay.  This is a weekly activity
4    report you received in April 2008 from one of
5    your divisional sales managers; is that right?
6          A.       Yes.
7          Q.       And you received it in the regular
8    course of your business as the national sales
9    manager at Star?

10          A.       It appears that way.
11          Q.       Okay.  In it Mr. Smith is
12    reporting, among other things, on major events,
13    slash, happenings in his area; do you see that?
14          A.       Yes, sir.
15          Q.       And this is during a period of
16    time where you were trying to stop or curtail
17    project pricing; is that right?
18          A.       I believe it was in that
19    timeframe.
20          Q.       And he reports on -- well, tell me
21    what you understand the entry under HD, major
22    events happenings, to refer to.
23                  MR. LECKERMAN:  Which HD?
24                  MR. HASSI:  The first one, the HD
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1           supply pelham.

2                  THE WITNESS:  It looks like what he

3           did was copy and pasted his salesperson's

4           activity report and then he replied to it

5           and then copied that whole thing to me.

6    BY MR. HASSI:

7          Q.       And it's a reference to an order

8    for Bessemer phases one and two; is that right?

9          A.       Yes.

10          Q.       And HD supply was saying they may

11    need price help to get that job?

12          A.       It looks like they have the job.

13          Q.       Okay.

14          A.       And they are -- but still asking

15    for price help.

16          Q.       Okay.  And Mr. Smith writes, if

17    they give you proof the other guys are cheating,

18    then we will match; do you see that?

19          A.       Yes, sir.

20          Q.       And the other guys cheating would

21    mean McWane or Sigma offering a price lower than

22    the consensus published price; is that right?

23                  MR. LECKERMAN:  Objection to form

24           and foundation.
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1                  THE WITNESS:  I think it's the same
2           answer as the rest.  He is probably
3           referring to they're quoting below the
4           multipliers on a multiplier letter they
5           sent out.
6    BY MR. HASSI:
7          Q.       If they were quoting below the
8    multiplier letters in the multiplier letter they
9    sent out, they would likewise be quoting below

10    your quoted price; right?
11          A.       If we had one.
12                  MR. LECKERMAN:  Objection.
13    BY MR. HASSI:
14          Q.       Well in this case, (inaudible) you
15    had one, you were working with HD Supply on the
16    job; right?
17          A.       Well, this doesn't say we have a
18    multiplier letter to HD Supply.
19          Q.       Is it possible you didn't have a
20    standard price for HD Supply?
21                  MR. LECKERMAN:  Objection to form.
22                  THE WITNESS:  That we had a
23           standard price.  I don't recall how we
24           sent it to them, whether it was a letter
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1           or verbal, or how we did it.  From this
2           document, I can't tell that.
3    BY MR. HASSI:
4          Q.       But he is saying that he can prove
5    that Sigma or McWane is undercutting our price,
6    then we'll match; right?
7                  MR. LECKERMAN:  Object to the form
8           and foundation.
9                  THE WITNESS:  I believe that is

10           what he is saying.
11    BY MR. HASSI:
12          Q.       And the term he uses is cheating;
13    right?
14          A.       Yes.
15          Q.       Okay.  Let me show you 1697.
16          A.       Okay.
17          Q.       Who is Mark McIntire?
18          A.       He is a manufacturer's rep under
19    contract with Star Pipe at this time.
20          Q.       So he is selling Star Pipe
21    products under contract?
22          A.       Yes.
23                   Do you know how a manufacturer's
24    rep work?
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1          Q.       You know, I have some idea, but
2    I'd be happy for you to clarify it for the record
3    because my knowledge is from other industries and
4    not this one.
5          A.       He is an independent
6    businessman --
7          Q.       Mm-hmm.
8          A.       -- that represents our line, but
9    he is not an employee.  So we pay him a straight

10    commission.  He also reps many other lines that
11    he sells to the same customer base.
12          Q.       But he would not, in the fittings
13    space, represent a competitor, such as Tyler or
14    Sigma, would he?
15          A.       He would not.
16          Q.       And in his e-mail, he refers to
17    Tyler and Sigma cheating and costing our partners
18    projects in a bad -- with a bunch of Ds --
19    market; do you see that?
20          A.       Yeah, I read that.  I'm not
21    looking at it right.  Yes.
22          Q.       And what he is saying is, is Tyler
23    and Sigma are undercutting the published prices
24    by cheating?
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1          A.       He is saying they are undercutting
2    some prices; we're assuming it's the published
3    prices.
4          Q.       He goes on to talk about, we are
5    going to lose market share by continuing the
6    tough stance.  What does he mean by that?
7                  MR. LECKERMAN:  Objection to form.
8    BY MR. HASSI:
9          Q.       What did you understand it to

10    mean?
11          A.       By reading this now, I'm
12    understanding it that we were trying to not
13    project price and it looks like our competitors
14    were.  So we were -- our customers were losing
15    projects to their competitors because they have a
16    higher -- we had a higher price out.
17          Q.       And he refers to their project
18    pricing as cheating; is that right?
19          A.       I believe that is what he means.
20          Q.       Okay.  And he is saying that as a
21    result, you are losing market share -- Star is
22    losing market share?
23          A.       He is concerned about that.
24          Q.       Let me show you what we have
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1    marked as Exhibit-1698.
2                       -  -  -
3                  (Whereupon, a discussion off the
4           record occurred.)
5                       -  -  -
6    BY MR. HASSI:
7          Q.       Okay.  This is a series of e-mails
8    between you and Shaun Smith with -- and Dan
9    McCutcheon; is that right?

10          A.       Yes.
11          Q.       Talking about pricing in a
12    particular market?
13                  MR. LECKERMAN:  Objection to form.
14    BY MR. HASSI:
15          Q.       Job pricing in a particular
16    market?
17          A.       Job and buy plans.
18          Q.       In it Mr. Smith informs you and
19    Mr. McCutcheon that he is catching Sigma cheating
20    more and more; is that right?
21          A.       Yes, sir.
22          Q.       By cheating, he means undercutting
23    the published multiplier price?
24                  MR. LECKERMAN:  Objection to form
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1           and foundation.
2                  THE WITNESS:  I'm assuming he means
3           they are quoting below their multipliers
4           that they sent a multiplier letter on.
5    BY MR. HASSI:
6          Q.       What did you mean in your e-mail
7    at the bottom of the page, last paragraph on this
8    page, you say, we lose margin on Home Depot
9    Supply and gain volume from ACT. We need to do

10    that math to see if we make more money doing it?
11          A.       Well, if we lower our price, that
12    means the volume that we sell to our existing
13    customer, we make less money.  So what I was
14    saying was:  Are we going to make that up by
15    getting new business from ACT.
16          Q.       And ACT is a distributor?
17          A.       Yes.
18                  MR. HASSI:  Okay.  If you want to
19           take a break, now would be a good time.
20                  THE WITNESS:  Thank you.
21                       -  -  -
22                  (Whereupon, a short break was
23           taken.)
24                       -  -  -
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1    BY MR. HASSI:
2          Q.       I'll show you what we have marked
3    as Exhibit-1699.  This is a weekly activity
4    report that you received on or about October 28th
5    from Mr. Shaun Smith?
6          A.       Yes, sir.
7          Q.       And you received it in the regular
8    course of your business at Star?
9          A.       It appears so.

10          Q.       And in it Mr. Smith reports at the
11    bottom that his team is in major attack mode
12    because they have seen cheating all over from
13    Sigma?
14          A.       Yes, sir.
15          Q.       Is it fair to say that over time
16    in 2008 you saw more and more cheating from
17    Sigma?
18                  MR. LECKERMAN:  Objection to form
19           and foundation.
20                  THE WITNESS:  I can't recall that
21           specifically.
22    BY MR. HASSI:
23          Q.       These weekly activity reports,
24    would you forward these on to Mr. McCutcheon?
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1          A.       I don't remember specifically.
2          Q.       You don't know one way or another?
3          A.       I think what I did was send him
4    the ones I thought he'd want, but I don't
5    remember, so I would have to just stay with I
6    don't remember.
7          Q.       When you say send him the ones he
8    (sic) thought he'd want, how would you make that
9    determination?  What kind of information did you

10    understand he wanted?
11          A.       It would be things like pricing
12    points and size of projects, or good things --
13    really good things or really bad things.
14          Q.       Information about Sigma or McWane
15    cheating; was that the kind of information he
16    wanted?  Do you recall?
17          A.       I don't recall him asking me to
18    that specifically, no.
19          Q.       Is it fair to say that by October
20    you were concerned that Sigma was not being a
21    good market steward?
22                  MR. TRUITT:  Objection to form.
23                  THE WITNESS:  I cannot recall
24           having that thought if...
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1    BY MR. HASSI:

2          Q.       Can you recall expressing that --

3    expressing that thought to Dan McCutcheon, among

4    others?

5          A.       No, sir.

6          Q.       Let me show you what have marked

7    as Exhibit-827.  Do you see where you wrote,

8    prepare to give this speech to your customers in

9    some form.  And go on to say Sigma is silently

10    bringing markets down and acting as if they are

11    being good stewards?

12          A.       Yes, sir.

13          Q.       What did you mean by that?

14          A.       In this situation, what was going

15    on was they were selling their fittings to

16    American and U.S. Pipe.  And then American and

17    U.S. Pipe were bundling pipe and fittings

18    together and, we thought, selling the fittings

19    really, really cheap because they had room in

20    their pipe margin.  So we thought Sigma was

21    artificially messing around with the fitting

22    market.

23          Q.       Well for that to work, would Sigma

24    have to offer low prices?
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1                  MR. LECKERMAN:  Objection to form.
2                  THE WITNESS:  We thought they were
3           offering very, very low pricing to U.S.
4           Pipe and American.
5    BY MR. HASSI:
6          Q.       Okay.  At this point in time, is
7    it fair to say that U.S. Pipe and American are
8    not making fittings?
9          A.       I don't know for sure, but U.S.

10    Pipe and American were selling direct to the
11    contractors.
12          Q.       At some point, did you ask your
13    salespeople to report whether they had seen any
14    Sigma antics?
15          A.       Most likely.
16          Q.       And why did you ask -- if you
17    asked that in late October 2008, do you recall
18    why you were asking it at that time?
19                  MR. LECKERMAN:  Objection to form
20           and foundation.
21                  THE WITNESS:  No, sir.
22    BY MR. HASSI:
23          Q.       I'll show you Exhibit-871.
24          A.       Okay.
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1          Q.       Okay.  Do you recall why you sent
2    out this e-mail asking for Sigma antics?
3          A.       No, sir.
4          Q.       But it's an e-mail you sent to
5    your divisional manager in the regular course of
6    business in October 2008?
7          A.       It appears that way, yes.
8          Q.       We saw earlier in November, you
9    stopped -- you ended your efforts to stop project

10    pricing; do you recall that?
11          A.       From the previous documents?
12          Q.       Yes.
13          A.       Yes, sir.
14          Q.       Are the two connected?  In other
15    words, are you asking about Sigma antics because
16    you believe Sigma is cheating on the fittings
17    deal and, therefore, you may cease your efforts
18    to stop project pricing?
19                  MR. LECKERMAN:  Objection to form
20           and foundation.
21                  THE WITNESS:  It would appear that
22           way, but I don't remember specifically at
23           the time.
24
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1    BY MR. HASSI:
2          Q.       But you don't have -- looking at
3    this, and if you can look at the prior document,
4    at the risk of remarking it -- my copy has
5    exhibit -- this is Exhibit 831.  It's the same as
6    the exhibit before.  We'll correct the record in
7    a minute.
8                   Is it fair to say that your
9    request in Exhibit-871 and the action you took in

10    Exhibit-831, it's reasonable to think that they
11    are related, but you don't recall as you sit here
12    today?  Is that the way I understand your
13    testimony?
14                  MR. LECKERMAN:  Objection to form.
15                  THE WITNESS:  I don't recall the
16           connection.  We could assume that; we
17           could assume anything, I guess.
18    BY MR. HASSI:
19          Q.       In Exhibit-831, your November 25,
20    2008 e-mail, you write in the second paragraph,
21    however, some of our competition has not
22    performed has admirably, nor are we now certain
23    that it was ever part of their strategy.
24                   Do you see that?

Page 220

1          A.       Yes, sir.
2          Q.       When you say some of our
3    competition has not performed as admirably, do
4    you mean by that that they cheating?
5                  MR. LECKERMAN:  Objection to form.
6                  THE WITNESS:  What I meant is that
7           they're probably pricing below a
8           multiplier letter that they have out.
9    BY MR. HASSI:

10          Q.       When you go on to stay -- and so
11    that they are project pricing; right?
12          A.       Do I go on -- I'm sorry.
13          Q.       Let me ask the question over.
14                   In other words, when you say they
15    are not performing as admirably, you mean they're
16    offering project pricing; right?
17          A.       They could be.  They could also be
18    just having a lower multiplier to everybody.
19    We're never really sure exactly how it worked.
20          Q.       Well, before you -- strike that.
21                   In 2008, when you pulled back on
22    project pricing, did you believe that McWane and
23    Sigma, likewise, had a strategy to pull back on
24    project pricing?
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1                   Go ahead and read the paragraph
2    and then I'm going to ask you some questions
3    about it.
4          A.       Which paragraph?
5          Q.       The bold -- the first bolded
6    paragraph.  It begins with the words, we will
7    take every order we can.
8          A.       Okay.
9                   We will take every order we can

10    after exhausting all avenues to document the
11    competitors' pricing.  Please be diligent while
12    talking to your customers that we want to
13    continue being good stewards in the market, but
14    we will no longer tolerate the competition being
15    irresponsible in the market and undersold as a
16    result.  The reason is that we have documented so
17    much under-market pricing that we have to react
18    to protect our partners', and our own market
19    shares.  Do it with a combination of buy plans,
20    short term buys, and project pricing.  Do this
21    quietly and selectively and as much under the
22    radar as you can, but if it is necessary, be sure
23    to do it.  Go get every order.
24          Q.       I think you referred to this
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1    earlier as taking the gloves off?
2          A.       That can be referred -- make
3    sense.  I don't know if I was referring to this
4    specific paragraph.
5          Q.       Okay.  But the advice or the
6    instructions that you gave your team about doing
7    it under the radar, is that because you're still
8    not certain which strategy McWane -- whether
9    McWane and Sigma are pursuing a strategy of

10    ceasing project pricing, and so you don't want to
11    be the one to renounce that strategy first?
12          A.       It looks like this is after that.
13    And I'm telling them that we should go take the
14    orders and if you do it quietly, you get a little
15    bit more time before the competition figures out
16    you have adjusted your pricing.
17          Q.       So you're trying to keep the
18    competition guessing as to the fact that you have
19    taken the gloves off, if you will?
20          A.       For as long as we can, yes.
21          Q.       In the first sentence, first
22    paragraph, you say, we have all been extremely
23    diligent in protecting the stability or our
24    market pricing.
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1                   That's a reference to Star pulling
2    back on project pricing?
3                  MR. LECKERMAN:  Objection to form.
4                  THE WITNESS:  I think so, but it
5           doesn't reference anything earlier for
6           that.
7    BY MR. HASSI:
8          Q.       Well, is there some alternate
9    explanation for it that I'm missing?

10          A.       Can you ask me the question again?
11          Q.       Is there some other explanation,
12    other than the pull back of project pricing that
13    you are referencing here in terms of the
14    stability of our market pricing?
15                  MR. LECKERMAN:  Objection to form.
16                  THE WITNESS:  That would be the
17           likely scenario.
18    BY MR. HASSI:
19          Q.       When you say, so much so that we
20    have earned the reputation of being the best at
21    protecting the market pricing and at times to the
22    extent that some think us inflexible in that
23    area.
24                   You are referring to your

Page 228

1    reputation with your customers; is that right?
2          A.       Yes.
3          Q.       And your customers were finding
4    Star inflexible because you wouldn't offer
5    project pricing?
6          A.       That is what this is saying.
7          Q.       Okay.  And you go on to laud your
8    team and say they have done a great job and
9    deserve credit for their efforts?

10          A.       Correct.
11          Q.       So they have done a good job up
12    until November of 2008 of not offering project
13    pricing?
14          A.       That is what I'm saying there.
15          Q.       Well, you aren't lying, were you?
16                  MR. LECKERMAN:  Objection to form.
17                  THE WITNESS:  I don't remember.  It
18           could be many things, when you manage a
19           sales team and you're a leader and you
20           need to keep them moving ahead.  So that
21           could be they did a great job, or I'm
22           trying to keep them upbeat.  I don't
23           remember which one it was.
24
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1 they got this into the bill with the idea:  Hey, we're 
2 going to stick it to all the importers.  All these 
3 distributors have been buying all these import products.  
4 If they're going to supply these jobs, they're going to 
5 have to buy this from us.  
6              So, when Star shows up with their domestic 
7 product, both Tyler Union, McWane, whatever you want to 
8 call them, and EEBA sort of looked at that like:  Well, 
9 you maybe think you're going to crack this market, but 
10 it's not going to be as easy as you think.  
11              Now, that's June of '09.  I don't know when 
12 in '09, but towards the end of the year, you know, it took 
13 Star that long to even be ready to enter the market, and 
14 in 2009, as a member of The Distribution Group, I had a 
15 rebate program with Star, SIGMA and Tyler Union on 
16 anything that we bought from them.  
17              In 2010, Tyler Union took away their program 
18 on domestic fittings and only gave a rebate through The 
19 Distribution Group on imported fittings.  Now, I can see 
20 where that would make sense.  You know, why give somebody 
21 a rebate, why give away money if they've got to buy it 
22 from you anyway.  So why make it where there's any 
23 incentive to buy it.  So it sort of made sense just to 
24 say:  We're not going to have a program on domestic 
25 fittings.
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1              But then they came out -- and we all have 
2 copies of the letter.  I don't remember when that letter's 
3 dated, but, you know, they came out, yeah, September of 
4 '09 saying, you know:  Here's the deal, and you can -- 
5              MR. RENNER:  And, for the record, I'm showing 
6 the witness a copy of a document that we've marked as 
7 CX-6.  CX-6 is a letter from Tyler Union and Clow Water 
8 Systems dated September 22, 2009.  
9 BY MR. RENNER    
10     Q.   Sir, is this the letter you were referring to?
11     A.   Yes, yes.  And this is -- in September of '09 is 
12 when the vendor committee of The Distribution Group met 
13 with vendors, including Tyler Union, to map out -- to 
14 negotiate whatever programs were going to be in existence 
15 in 2010.  
16              And then plus in that same time frame, The 
17 Distribution Group shareholders have a meeting, or had a 
18 meeting, and then also in October of '09 there is a fall 
19 forum of the water and sewer distributors where the 
20 manufacturers and distributors meet and, you know, you 
21 have an appointment card and every 20 minutes you're 
22 meeting with another manufacturer.  So it's a major 
23 meeting of distributors and manufacturers in October of 
24 '09.  
25              So by this time this letter has come out that 
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1 talks about your support of McWane as to what -- you know, 
2 and their domestic fitting line.
3     Q.   What did you think the letter meant as a 
4 practical matter?
5     A.   Well, I knew what it meant was:  You better not 
6 buy anything from Star.
7     Q.   Or what?
8     A.   Well, the message was clear, both written and 
9 verbally, that if you buy a project from Star, you're 
10 going to go on our, I'm picking the term "bad list."  
11 You're going to go to the back of the -- not the preferred 
12 distributor list.  They never said we won't sell you 
13 again, but it was clear that if you need something on 
14 another project, you know, your order's going to the back 
15 of the line.  You know, we'll probably supply every order 
16 we have before we'll get to your order.  If we have a 
17 program with you, it would be voided, you know, because 
18 you bought something from Star.  
19              And I think it even says in here unless 
20 there's an emergency, don't buy anything from another 
21 source.  You know, you get your product from Tyler Union, 
22 Clow Water or through SIGMA, and exceptions are where 
23 Tyler Union or Clow products are not readily available 
24 within normal lead times.  That means you can go buy it if 
25 it's an absolute emergency, buy something you need, but 
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1 you better not buy a project and you better tow the line.
2     Q.   Just now you mentioned that part of what was 
3 communicated to you was that if Tyler had a program with a 
4 distributor on domestic fittings and the distributor 
5 stepped out of line that that program would be voided.  
6 Are we talking about rebate programs?
7     A.   Rebates, yes.
8     Q.   Okay.  And you mentioned both written and oral 
9 communications.  
10     A.   Right.
11     Q.   Who did you speak with about this orally?
12     A.   Well, to be quite honest with you, I don't have a 
13 particular recollection of "I spoke with Jerry Janson" or 
14 "I spoke with so-and-so," but I was in Indianapolis, I 
15 think it was Indianapolis, I'd have to look back to 
16 wherever it was, the fall forum was in 2009.  
17              This whole thing was the hot topic.  I mean, 
18 everybody that was standing around the bar or water cooler 
19 or wherever you were having a friendly chat with somebody, 
20 the biggest topic of conversation was, you know, what 
21 Tyler Union's, what their message is to everybody.
22     Q.   Did you think that Tyler was bluffing or did you 
23 think that there was -- that they would follow through on 
24 what they said?
25     A.   I had no reason to think they were bluffing.  
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1 And, having been in this business for 30-plus years and 
2 knowing the attitude of McWane as a whole and being 
3 familiar with the problems they've had with EPA and OSHA 
4 and all the other things, there is an arrogance at McWane 
5 that I wouldn't consider it a bluff.  I would consider it 
6 to be that they're serious about what they say they're 
7 going to do to you.
8     Q.   The repercussions that we've been talking about, 
9 losing the rebate or not having your domestic fittings 
10 order filled on a timely basis, are those significant 
11 concerns for a distributor?
12     A.   Sure, oh, yeah.  I mean, your rebate percentage 
13 is in the teens, so you're talking about a significant 
14 amount of money that you would lose.  More importantly is 
15 the problems you're going to have going forward in buying 
16 product from them, whether it's going to be lack of 
17 availability, slow service.  You know, they're the 2,000-
18 pound gorilla in the room no matter how you slice it.
19     Q.   If you had had those problems with delivery or 
20 slow service, how could that have affected your business?
21     A.   Well, somewhere this afternoon we've talked about 
22 to a contractor service and reliability is a key issue, 
23 and, you know, if there's a project going on in 
24 Huntington, West Virginia that requires domestic fittings 
25 and I can't get them fittings, one, I'm going to lose that 
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1 order, and I'm probably going to lose future orders 
2 because they're going to say:  Well, hey, you -- and, 
3 plus, word amongst contractors is going to be, "C.I. 
4 Thornburg reneged, failed, couldn't supply fittings on 
5 this project.  You better be careful on your project."
6              So it would be, I'm choosing the word 
7 "devastating."  I mean, it would not be good to not be 
8 able to supply fittings.
9     Q.   The letter, CX-6 mentions that distributors that 
10 purchase domestic fittings from another source, quote, may 
11 forego participation in any unpaid rebates for domestic 
12 fittings and accessories or shipment of their domestic 
13 fitting and accessory orders with Tyler Union or Clow 
14 Water products for up to 12 weeks.  
15              Is 12 weeks a long time?
16     A.   Oh, that's an eternity.  To say you can't get 
17 something for 12 weeks, you might as well go out of 
18 business.  I mean that's -- 12-week lead time would be 
19 devastating to a distributor.
20     Q.   Did you take these considerations that we're 
21 talking about now, were they what were in your mind at the 
22 time when you received the letter and you were thinking 
23 about how this would affect your business?
24     A.   Well, the letter came out first before there was 
25 any discussions and you certainly took it into 
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1 consideration.  
2              Now, keep in mind that initially it wasn't an 
3 issue because even if on September 23rd I wanted to go buy 
4 something from Star, I couldn't because they didn't have 
5 it available.  You know, it wasn't until the beginning of 
6 the year, early 2010 that they were in a position to 
7 supply a job.
8     Q.   And, once they reached that position, did this 
9 policy that we're talking about that's in CX-6 and was 
10 communicated to you verbally as well, did that have any 
11 impact on your decision to purchase or not purchase 
12 domestic fittings from Star?
13     A.   Oh, I'm sure it did.  I'm positive it did.  I 
14 can't quantify a particular project or a particular time 
15 when we said, "Oh, what are we going to do," and we said, 
16 "Well, we better not rock the boat."  But I'm positive 
17 that it influenced our decision-making as time went along 
18 in 2010.
19     Q.   Was there a time where you were ready, willing 
20 and able to purchase from Star and the only thing that was 
21 holding you back was this policy?
22     A.   I don't remember there being such a time.  There 
23 is a time lag between getting a job and supplying a job 
24 because if there's a job being bid today, and I may be 
25 giving you more education than you want, but a job that's 
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1 bidding today will take 90 to 120 days before it is under 
2 contract.  
3              At that point in time I've got to give you 
4 submittal data as to what I'm going to supply.  Well, so 
5 in January of 2010, Star's probably not even ready to be 
6 considered, so when we're quoting projects in the first 
7 quarter of 2010, we're using Tyler Union because -- not 
8 because of this letter, I'd really like to say it was 
9 because of this letter, but Star's not -- I can't consider 
10 them at this point in time.  
11              And, as I told you earlier, I mean you give 
12 submittal, you're kind of saying:  Here's what we're going 
13 to supply.  So in April, you know, we're now giving them 
14 submittal data based on the pricing we used in January, 
15 so, you know, the first half of the year you're giving 
16 them -- you were already going to use Tyler anyway because 
17 Star wasn't ready.  
18              So in the second half of 2010, you know, Star 
19 is now ready, but those projects are just towards the end 
20 -- they're just now getting ready to go to work.  So now's 
21 the time you're placing orders with Star, and we're 
22 starting to place orders with Star.
23     Q.   So let me see if I understand.  The first half of 
24 2010, the letter didn't affect your purchases from Star 
25 because Star wasn't ready?
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1 Well, in the grand scheme of things, that's just a few 
2 thousand dollars.  Do you really want to risk all your 
3 potential business for a few thousand dollars?  
4              I can't sit here and tell you:  Oh, well, if 
5 they went to a .40 and now I'm saving 6 basis points, you 
6 know, I might be interested.  I don't know where that is.  
7              So, as you said earlier, if this 
8 investigation went away, but there's still the 2,000-pound 
9 gorilla in the room, where do you draw the line?  Where 
10 does it become where you think you're going to take the 
11 risk?  That's hard for me to say.
12     Q.   Can you use the prospect of going with Star to 
13 get McWane to move a bit on its price for domestic 
14 fittings?  Can you call Tyler up and say, "Look, I'm 
15 thinking about going with Star, I might stay with you if 
16 you gave me a discount"?
17     A.   They have shown no willingness to deviate from 
18 the multiplier price under any circumstances, not that 
19 I've seen.
20     Q.   Earlier we were talking about -- you know, we 
21 broke 2010 up into two halves.  
22     A.   Right.
23     Q.   And in the first half you're giving all the 
24 business to Tyler because Star's not ready.  
25     A.   Correct.
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1     Q.   When you say Star's not ready, what would you 
2 have needed to see during that time period for them to be 
3 ready?
4     A.   When you talk about the size ranges and the 
5 various configurations, I mean you're not looking for them 
6 to be 100-percent, "Okay, I have every size, every 
7 configuration, I have a 60-day supply, you know, sitting 
8 in Houston, Texas ready to ship."  That's not what you're 
9 looking for.  You're just looking for a sense from them, 
10 meaning Star, that they're ready to service a job.  
11              They know what it takes to service a job same 
12 as we do, and I think they sold some jobs during that time 
13 frame, none through us, but I think they did sell some 
14 jobs to different distributors in that time frame where 
15 they were set up and felt comfortable supplying that 
16 particular job.  
17              They never came to us saying, "We're ready to 
18 go, you know, give us a chance."  And maybe that's because 
19 they were always second place to SIGMA in our fitting 
20 business, so they didn't feel compelled to come rushing 
21 in.  They didn't have that much before, why should I go -- 
22 there's other people I want to go see to say I'm in the 
23 game before I go see C.I. Thornburg.
24     Q.   Would you have been interested in purchasing the 
25 A item fittings that Star might have had during this time 
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1 period and then purchasing your B through D items or your 
2 oddball fittings from Tyler as necessary?
3     A.   Oh, without question.  If there wasn't a concern, 
4 whether it be from the letter or whatever other method of 
5 communication you want to talk about, if it was just a 
6 completely free market, buy whatever you want to, we're 
7 happy to sell you anything, you know, we're here to 
8 service you, and you could go give this order to Star and 
9 I'm going to have some advantage, whether it's a rebate 
10 from Star, a point or two price difference, whatever the 
11 case may be, just another option, but knowing that if they 
12 don't have something I'm going to turn around and buy it 
13 from Tyler Union and they're just going to be happy to 
14 sell it to me, sure, I mean there's no question you would 
15 have split the business.
16     Q.   There's no question C.I. Thornburg would have 
17 split the business?
18     A.   Right, right 
19     Q.   So should we go back and change your testimony 
20 from before?  I mean, earlier, originally the testimony 
21 was "In the first half of 2010 the letter didn't change my 
22 behavior because Star wasn't ready."  
23     A.   Well, okay, I see what you're saying.  I agree 
24 with what you're saying.  The first half of the year we 
25 didn't have to make the decision -- well, we made our 
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1 decisions based on the fact that we knew this was the 
2 case, you know, the letter was the threat.  
3              Star, by their own admission, didn't have a 
4 full line, full configuration, so you didn't consider, 
5 "Well, let's push the envelope and buy the A items from 
6 Star and then get the rest from Tyler Union or SIGMA," 
7 because Star by their own admission wasn't quite ready.  
8              So it just never entered the thought process 
9 to say -- and probably because of the letter, I mean 
10 because of the threats.  I mean why rock the boat if you 
11 think there's going to be a problem?  
12              Now, what I was saying just now before that 
13 when you were talking about what would I do -- or what 
14 would I have done if there had been no letter, no threat, 
15 well, I know the Star folks very well, I want to support 
16 them, glad to see them in the domestic business, let me 
17 give you some orders, and what you can't supply I'll go 
18 get from Tyler Union.  Yeah, I would have loved to have 
19 just not had anything floating around in the background 
20 about what might happen if I do that.  Does that make 
21 sense to you?
22     Q.   It does, sir.  Any idea of how much business you 
23 would have given to Star in that world we're describing, 
24 the world where the threat's not in effect?
25     A.   From a dollar standpoint or half?  I mean are you 
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1 you anything if you buy from Star."  I mean the whole 
2 message has come from Tyler Union.  And it was after this 
3 that SIGMA -- well, now, I think it even refers -- this 
4 was probably about the same time they probably made the -- 
5 when they did this -- yeah, because it mentions "will now 
6 be available through SIGMA."  So in September of '09 is 
7 when we can now buy Tyler Union fittings from SIGMA.  
8              Now, I've never had anybody from SIGMA tell 
9 me they can't sell me Tyler Union fittings if you're 
10 buying any from Star.  So, whether or not the message come 
11 from Tyler to SIGMA to say don't sell, I don't know.  
12              But, going back to the question, the ability 
13 to get fittings is way more important than the rebate, so 
14 the threat or statement, whatever you want to call that's 
15 in this next to last paragraph that says "Customers who 
16 elect not to support this program may forego participation 
17 in unpaid rebates or shipment of their domestic fitting 
18 and accessory orders for up to 12 weeks," the 12-week 
19 penalty time, you know, or lead time is far more critical 
20 than losing the rebate.
21     Q.   Have you had any discussions with anyone at SIGMA 
22 about the rationale for their agreement with Tyler?
23     A.   No.
24     Q.   At the meeting that you described, at the June 
25 2009 AWWA show in San Diego that you had with SIGMA, what 
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1 discussions were had about the possibility that SIGMA 
2 would enter domestic production?
3     A.   Oh, I think they were still having that battle 
4 internally what to do.  That was what the whole meeting 
5 was about was we're still -- at that point in time they 
6 hadn't yet given up the fight with the EPA that their 
7 fittings ought to be allowed.  They were losing the battle 
8 and that was -- I don't remember exactly, but I think this 
9 was about the time the de minimis waiver issue was coming 
10 out.  
11              So they were -- you know, they had their own 
12 lawyers trying to determine:  Can we supply import 
13 fittings under the de minimis waiver?  They were looking 
14 at ways to furnish them domestically, you know, by using 
15 some other foundry to make their fittings.  I think they 
16 had all options on the table in June, but they never 
17 mentioned a marriage with Tyler Union.  
18              Now, I know the personalities well enough to 
19 know that the people at SIGMA were closer to Tyler Union 
20 than the people at Star were just from a relationship 
21 standpoint.  So I wasn't shocked when they created 
22 whatever they created and you could suddenly get Tyler 
23 Union fittings through SIGMA, but I've never understood 
24 how this works or how they're doing it.
25     Q.   Based on your understanding of supply and demand 
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1 and competition as a business person and as a distributor, 
2 do you have any sense of what the likely result of SIGMA's 
3 entry would have been on wholesale prices of domestic 
4 fittings?  Do you think having a third option, so now you 
5 have Tyler, Star and SIGMA, what that would have done to 
6 prices?
7     A.   Well, I can only go with what the history is of 
8 imported fittings because there you have three or four 
9 options, and typically the way the industry works is a 
10 manufacturer will -- costs go up so prices need to go up.  
11 Something's happening in China, we need to raise our 
12 prices.  Somebody will make a move and they announce a 
13 10-percent price increase, you know, a month from now in 
14 hopes that the other manufacturers follow suit.  
15              So the so-called list price and standard cost 
16 multiplier changes in everybody's at that same level.  But 
17 in 2009 that level meant nothing where you bought fittings 
18 because the demand was so -- was as poor as it was and the 
19 supply was as high as it was.  I mean, again, you don't 
20 have to be an MBA, be an economist to know that prices are 
21 going to be soft.  Forget what the letter says, here's 
22 what we're willing to sell for.  
23              But, as we sit here today, the 6 or 7 basis 
24 points below what the -- call it whatever you want to -- 
25 standard cost was going to be.  Now, if there's three 
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1 players in the domestic market, there's no reason to think 
2 that the same situation wouldn't be occurring, that 
3 there'd be people wanting to deviate from the so-called 
4 standard cost to get an order.
5     Q.   I'm wondering if we can look at joint restraints 
6 maybe for another data point when thinking about this.
7     A.   Sure.
8     Q.   You mentioned EEBA earlier in your testimony.  
9 When the stimulus bill came out, was EEBA the only 
10 domestic supplier of restraints?
11     A.   Well, they were probably the only credible one.  
12 I think they underestimated some other -- because, for 
13 instance, we get all of our domestic restraints from a 
14 company in Seattle called ROMAC, and they've been a 
15 delightful person to deal with and have had a good product 
16 and a fair price and a better price than EEBA.
17     Q.   Did Star and SIGMA enter domestic production of 
18 joint restraints after the ARRA?  
19     A.   Star did.
20     Q.   Did SIGMA?
21     A.   No.
22     Q.   What effect did -- did you observe any effect 
23 that you would trace back to Star's entry on prices of 
24 domestic joint restraints?
25     A.   No, not really.  The fittings were what was on 
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1           The annual bid is only for things that
2 they're going to buy on a periodic basis to make
3 repairs or, you know, change this out, maybe
4 redirect this line a little bit around some
5 construction that's going on or going to go on.
6 It's day to day kind of stuff.
7      Q.   Okay.
8      A.   That's -- those are totally different than
9 a job that might be performed within the

10 jurisdiction of that municipality or that water
11 authority.
12      Q.   Okay.  So a new builder, a new project
13 would be -- have its own project pricing?
14      A.   Correct.
15      Q.   But they would use an annual bid for
16 repairs?
17      A.   Correct.
18      Q.   Okay.  And do I understand you correctly
19 that it's common for municipalities to have annual
20 bids for repairs?
21      A.   Yes.
22      Q.   Okay.
23      A.   Extremely.  Small cities, large cities,
24 from New York City, Chicago, Washington Suburban,
25 all the way down to Calhoun County, Alabama.
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1      Q.   Okay.  And just so I have a sense of --
2 when I say "common," is that more than 50 percent of
3 the time?
4      A.   You mean...
5      Q.   For a municipality to have an annual bid
6 for their repair work, is it going to be more than
7 50 percent of municipalities have that?  Is it more
8 than --
9      A.   Oh.  No, I wouldn't say that.  I wouldn't

10 say 50 percent, no.
11      Q.   Okay.
12      A.   You know, there's a lot of states, a lot
13 of areas in the country, we -- it's just not their
14 practice to do that.
15      Q.   Sure.
16      A.   In the east, you see more in the east in
17 the -- in the older cities.  That's just my
18 observation.  You'll see it in the areas -- in
19 particularly New England, down the Atlantic
20 seaboard, there's an awful lot of them, seems like
21 every little town and village, even, has -- puts out
22 an annual -- annual bid.
23           Now, it may be a short list, but a lot of
24 them do.  Now, you get further west, Midwest, out --
25 out -- you may -- San Francisco does, Denver does,
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1 the larger cities will, but the smaller ones don't.
2      Q.   Okay.  So you were approached in late 2007
3 about this new position of pricing --
4      A.   Yes.
5      Q.   -- coordinator.
6      A.   Uh-huh (affirmative response).
7      Q.   So what responsibilities in 2008 did you
8 have as the pricing coordinator?
9      A.   Okay.  Well, it was kind of -- it took a

10 month or so to figure out what those were, to be
11 honest with you, because it's -- no one person had
12 been able to -- the -- most of those functions were
13 performed by two or three different persons, whoever
14 was closest, one in Tyler, one in Anniston, and
15 they'd kind of log in what was out there.
16           So if we received an order from a
17 customer, and they said their pricing was supposed
18 to be this, which is different from our published
19 list of multiplier stocking price, the inside sales
20 representative would have to -- they'd basically
21 throw up their hands and say, "Is this a good price?
22 Where did this come from?"
23      Q.   Uh-huh.
24      A.   So there was -- we needed some way to kind
25 of take the re -- the responsibility out of the data
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1 entry person for verifying the price is correct,
2 because it took up their time, had to have some way
3 for some one central person to funnel all the
4 pricing variations -- variations through.  And so it
5 was -- they were trying to find a central place for
6 the -- to act as a middleman, let's say, from the
7 field reps to the data entry people and the order
8 entry people.
9      Q.   So if I understand you correctly --

10      A.   Uh-huh (affirmative response).
11      Q.   -- you are in charge of keeping track of
12 all the individual job pricing?
13      A.   Yes.
14      Q.   Okay.
15      A.   And annual bids.
16      Q.   Were you also involved in approving job
17 pricing?
18      A.   Within very narrow limits, because to --
19 to go to the boss every little tweak, you know,
20 one percent or two percent here isn't efficient.  So
21 they gave me some -- a little bit of authority to
22 make some decisions based on some guidelines I was
23 given.
24      Q.   Okay.  So you had authority to approve
25 price changes up to a couple of percents?
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1      A.   Yeah, minor.  Minor, yeah, up one or two
2 points usually, which would be maybe one to
3 three percent, somewhere in that range, depending on
4 which multiplier structure it was.
5      Q.   Okay.  And just so that we're clear on
6 the record, if a multiplier was a .30, you might
7 have the authority to approve discounts down to a
8 .29 or --
9      A.   .29 --

10      Q.   -- .28?
11      A.   .28, yes, uh-huh.
12      Q.   And would the field sales agents have the
13 authority?
14      A.   They did.  Up until the time that I took
15 that position, they did, and that's where it got a
16 bit crazy.
17      Q.   Okay.
18      A.   Obviously, they want to sell and, you
19 know, satisfy the customer.  So the easiest way to
20 do it was if they asked for a lower price, for
21 whatever reason, give it to them.  They made a
22 mistake.
23           That happens a lot.  A customer -- a
24 distributor makes a mistake, and he picks the wrong
25 multiplier or the wrong list price or the wrong
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1 item, and it's easy for the -- for an area rep to
2 get a phone call saying hey, we made a mistake, it's
3 costs -- going to cost about $10,000 -- the
4 distributor now -- can you help us out?  And the
5 field rep, to, you know, maintain his friendship or
6 improve his friendship, they say, "Sure, we can --
7 yeah, I'll give you .27 or something like that.
8 Will that work?"  Other guy, "Yeah, that sure helps
9 a lot."

10           There's nothing wrong with that except you
11 sure want to know what -- when it's happening, or
12 you like to know before it happens, because they
13 don't know what the ramifications are as far as
14 profitability.
15      Q.   Is one of the risks of the -- of the sales
16 agents offering those discounts that it could bring
17 down the market price?
18      A.   Yeah, I suppose, but it's one of those --
19 you've got to be very careful playing favorites with
20 your customers when you've got two -- two customers
21 competing for the same thing.  If you move one, you
22 better be prepared to move the other, and that's
23 okay for a job if they're trying to pull it from a
24 competitor's material.
25      Q.   Uh-huh.
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1      A.   And you do -- because once you give that
2 price, they're going to expect it a second time and
3 a third time and a fourth time.
4           So you've got to be very, very cautious of
5 that, because the more it declines, it declines, it
6 declines, the more likely that it is that you're
7 going to have zero gross margin, and you've got to
8 have somebody watching over that.  My financial
9 background, my ability to audit and examine, analyze

10 numbers and pricing, you know, that's part of my
11 job.
12      Q.   Would it be fair to say -- so once you
13 became the pricing coordinator --
14      A.   Uh-huh (affirmative response).
15      Q.   -- did the local sales agents no longer
16 have the authority to offer those discounts without
17 your approval?
18      A.   They were instructed to run it through me.
19 We designed a couple of forms to do that.  Some used
20 it, some didn't, but that was the instructions they
21 were given.
22      Q.   Okay.  And did they follow those
23 instructions?
24      A.   Some did, some didn't.  The second or
25 third time you find out they didn't, then they
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1 started doing it.
2      Q.   Okay.
3      A.   But there's still some that don't do it on
4 a regular basis.
5      Q.   Okay.  And your job as pricing coordinator
6 was to help -- would it be fair to say that your job
7 as pricing coordinator was to help discipline the
8 job pricing that was going on?
9           MS. ELMER:  Object to the form.

10      A.   Could you define that a little more?
11      Q.   (By Ms. Elmer)  Sure.  You know, since
12 you -- if I understand it correctly, you were saying
13 that you have the ability to track the different job
14 pricing and -- and determine the ramifications on
15 profitability; is that fair?
16      A.   Yes.
17      Q.   Okay.  And so if the sales agents were
18 running their job pricing proposals through you --
19      A.   Uh-huh (affirmative response).
20      Q.   -- were you -- was one of your objectives
21 to try to have pricing discipline in the market?
22      A.   No.
23           MS. ELMER:  Same objection.
24      A.   No, no.  No, I mean --
25      Q.   (By Ms. Holleran)  Did you --
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1 going to be lower.
2      Q.   And I understood your testimony that Star
3 does discount to get business, right?
4      A.   I think everybody does.
5      Q.   Okay.
6      A.   To get it or maintain it.
7      Q.   Okay.  And you view Star's practice of
8 discounting through job pricing as irresponsible,
9 don't you?

10           MS. ELMER:  Object to the form.
11      A.   Do I view it as irresponsible?  Of -- I'm
12 not -- say that -- job pricing --
13      Q.   Uh-huh.
14      A.   -- you're talking about?  No.  Job
15 pricing, per se, is not irresponsible.
16      Q.   Well, I'm asking about Star's practice of
17 job --
18      A.   Right.  I mean, Star's practice, per se,
19 is not irresponsible.  It depends on the level of
20 reduction in price as to whether it's irresponsible
21 or not.
22      Q.   Can you explain?
23      A.   Sure.  I mean, if you cut your price in
24 half when you only need to cut it five percent,
25 that's irresponsible.
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1      Q.   Do you view -- again, talking about
2 non-domestic fittings --
3      A.   Uh-huh (affirmative response).
4      Q.   -- do you -- you view Star as ruining
5 prices nationwide, don't you?
6           MS. ELMER:  Object to the form.
7      A.   Are you asking if I do?
8      Q.   (By Ms. Holleran)  Yes.
9      A.   Consider it to be irr -- what was the word

10 you used?
11      Q.   No.  I -- I'm asking another question.
12      A.   Okay.
13      Q.   You view Star as ruining prices of
14 non-domestic fittings nationwide, don't you?
15           MS. ELMER:  Object to the form, no
16 foundation.
17      A.   I don't -- Star's practice -- nation --
18 you're ruining prices nationwide, is that what
19 you're saying?  Is that what --
20      Q.   (By Ms. Holleran)  Well -- well, let me
21 clarify.  You view Star as ruining prices
22 nationwide, don't you?
23           MS. ELMER:  Same objection.
24      A.   No, wouldn't matter whether it was Star or
25 anybody else.  If -- like I said, if you cut a
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1 price -- if you go down in price to a level to where
2 it's unnecessary, I think it's -- it's probably a
3 foolish business decision on their part for their
4 profitability.
5           I mean, but Star, themselves, yeah, they
6 probably -- they're probably the one that's -- that
7 appears to our customers -- and this is what our
8 customers tell us, appears to our customers that
9 they do things overboard.

10           They do things -- they cut a price more
11 than they need to.  So I would consider that
12 irresponsible from a business standpoint from their
13 own bottom line.
14      Q.   And does that force Tyler/Union to also
15 lower its price if they also want to win that
16 business?
17      A.   Sure, sure.
18      Q.   Looking now towards domestic --
19      A.   Okay.
20      Q.   -- fittings.  When Star decided to enter
21 the production of domestic fittings, were you
22 concerned that they would have the same effect on
23 the price of domestic fittings that they had had on
24 non-domestic fittings?
25      A.   Let me correct one thing.
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1      Q.   Okay.
2      A.   They don't produce.  Star does not
3 produce.  They're not a producer.  They are a buyer
4 and reseller, okay.
5      Q.   Okay.
6      A.   As far as the ability to affect the price,
7 no, because they're not a producer, because they're
8 dealing with costs that are much higher than they're
9 used to dealing with on the import and conditions

10 that are more difficult to manage.
11           They can't control like they would with
12 their sources in China or India or wherever.  No, I
13 don't think they could have nearly the impact on the
14 domestic price as they could on -- with the import
15 prices.
16      Q.   Okay.  Before Star entered -- began
17 reselling domestic fittings --
18      A.   Okay.
19      Q.   -- Tyler/Union was the only full line
20 supplier of domestic fittings 24 inches and below?
21      A.   That's correct.  We -- there used to be
22 five of us.  We are the last survivor.  They were
23 all ruined by -- on two occasions, they were found
24 to be dumping, and you know, all of them went the
25 wayside, and we're the only survivor.
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1 domestic fittings?
2      A.   No, that's import.
3      Q.   That's import, okay.
4      A.   Uh-huh (affirmative response).
5      Q.   And looking at the top e-mail from Scott
6 to yourself?
7      A.   Yes.
8      Q.   Where he says, "Unfortunately, our
9 competitors have taken an irresponsible approach to

10 decision making" --
11      A.   Uh-huh (affirmative response).
12      Q.   -- "yet again."
13      A.   Uh-huh (affirmative response).
14      Q.   Did you understand him to be referring to
15 Star?
16      A.   I think he mentions both Star and Sigma
17 down there earlier.
18      Q.   Okay.  And then a little later, he says,
19 "We have walked away from more business than I care
20 to mention, especially in the southeast."
21      A.   Yes.
22      Q.   What do you understand him to be referring
23 to?
24           MS. ELMER:  Object to the form.  If you
25 know.
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1      A.   Walked away from more business, just what
2 it says.
3      Q.   (By Ms. Holleran)  So that means you have
4 lost business?
5      A.   Yes.
6      Q.   And you agree that that's an accurate
7 statement?
8      A.   I don't know.  I mean, I don't know what
9 he was referring to, to be honest, but I -- you

10 know, "walking away from business," is -- you know,
11 that's a term to define, you know, we didn't want to
12 buy business at an extremely cheap, below, gross
13 below, zero below breakeven point, you know.
14      Q.   Okay.  And in the last sentence of Scott
15 Harms' e-mail to you, he says, "Unfortunately, all
16 this price erosion will make a price increase that
17 much less likely to stick."
18      A.   Uh-huh (affirmative response).
19      Q.   Do you know if Tyler/Union had recently
20 announced a price increase at that point?
21      A.   I'm not sure if we had announced it at
22 that point, but I know we were con -- that's about
23 the time we were working on one, yes.
24      Q.   Okay.
25      A.   Yes.
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1      Q.   And do you understand "price erosion"
2 meaning that the actual sales price being lower than
3 the published multiplier map price?
4      A.   Yeah, that's a term, I think, used
5 generally in business.  It says, you know, when
6 pricing erodes, like gasoline right now, pricing is
7 eroding, yes, you know, pricing is going down.
8 That's erosion.
9      Q.   Okay.  Turning to the first page of --

10      A.   Uh-huh (affirmative response).
11      Q.   -- CX 2191.
12      A.   Okay.
13      Q.   The middle e-mail is from you to Jerry
14 Jansen, Scott Harms and Buck Christian.  It starts
15 with "I wonder if..."
16      A.   Okay.
17      Q.   Do you see that?
18      A.   Uh-huh (affirmative response).
19      Q.   Can you read out loud your e-mail, please?
20      A.   Sure.  "I wonder if HD told Star (and
21 Sigma) that they were being irresponsible.  Do they
22 think they will be the only ones the get the .42?
23 Soon as the market does deteriorate, they will have
24 to sell 12-and-a-half percent more to obtain the
25 same raw dollar revenue, and their rebate will be
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1 smaller, plus their inventory will have to be
2 written down, direct negative effect on their bottom
3 line and cash flow.  At least one of the branch
4 manager's performance measures will be harder to
5 obtain (revenue growth).  Idiots."
6      Q.   What did you mean by your statement, "Soon
7 as the market does deteriorate," in the second line?
8      A.   Second line.  If pricing deteriorates, if
9 you drop your price 12-and-a-half percent, then they

10 have to sell 12-and-a-half -- I'm talking about a
11 distributer's perspective.  If they're -- if -- if
12 the price they have to sell at -- sell at, not what
13 they buy at, but if the price they have to sell at
14 drops 12-and-a-half percent, they have to sell
15 12-and-a-half percent more product to keep the same
16 revenue level, gross revenue level, simple
17 economics.
18           The rest of it is how that affects them,
19 it's commentary as far as what the distributer's
20 philosophy is and how they misunderstand basic
21 economics.
22      Q.   Okay.
23      A.   Okay.
24      Q.   And were you noting a concern that if
25 there was one offer at the low price, it would
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1 deteriorate prices market wide?
2      A.   No, there's never one offer, okay.  And
3 that's the -- part of the point here.  Do you think
4 they'll be the only ones that get the .42, no.  And
5 that's -- that's what typically happens.  It's a
6 technique we've seen our competition use.
7           They'll go into one distributor and say
8 I'm -- we're selling our products to your
9 competition down the street at a .42.  Would you

10 like to buy the -- at the .42 to keep up with your
11 competition?  Well, sure they're going to say yes.
12 Then they go across the street to the other guy and
13 said I was just in, made a sale to your competition
14 down the street at a .42.  You're buying at a .44.
15 Don't you want to keep up with him?
16           So that's a method to -- and -- and what
17 happens is their buy price goes down, but their sell
18 price goes down with it.  If they were the only ones
19 to have a lower price, they'd be in a good position,
20 but that's never what happens.
21      Q.   Okay.
22      A.   Okay.
23      Q.   On your last word, when you said
24 "idiots" --
25      A.   Yes.
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1      Q.   -- were you calling HD or Star and Sigma
2 idiots?
3      A.   HD basically.
4      Q.   Okay.
5      A.   But it could apply to both.
6      Q.   In looking at Jerry Jansen's response to
7 your e-mail.
8      A.   Uh-huh (affirmative response).
9      Q.   Said with -- the end sentence is, "With

10 Sigma giving discounts and 150 day, we just take it
11 down in spots to make that inventory cost them."
12      A.   Yes.
13      Q.   What did you understand that to mean?
14      A.   I don't know what he meant.  Would you
15 like me to speculate?
16      Q.   No, I just want to know, when you read
17 that, what did you understand it to be?
18      A.   150 days, that's 150-day terms.  We can't
19 afford to go that low or don't wish to go that low,
20 and so we're not going to do a blanket reduction in
21 an area.  We'll take it down when we -- when we need
22 to.
23      Q.   And how can you make that inventory cost
24 them?  Do you know what that means?
25           MS. ELMER:  Object to the form.
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1      A.   I don't know.  I don't know what he meant
2 by that.
3      Q.   (By Ms. Holleran)  And when you read it,
4 you didn't have an understanding of what it meant?
5      A.   No.
6      Q.   Okay.
7      A.   I'm not sure what inventory he's talking
8 about.
9      Q.   Okay.  I'd like to show you what's been

10 previously marked as CX 2199.
11           (Exhibit CX 2199 marked for
12 identification.)
13      A.   Okay.
14      Q.   (By Ms. Holleran)  Do you recognize CX
15 2199?
16      A.   I don't recall it, but yes, I recognize
17 it.  It's an e-mail, uh-huh (affirmative response).
18      Q.   Okay.  Who is Loretta Wall?
19      A.   She works for HD Supply over in South
20 Carolina or North Carolina, I'm not sure where.
21      Q.   Okay.
22      A.   HD is one of our distributors, yes.
23      Q.   Okay.  And who is Sheila Sullivan?
24      A.   She's an inside sales rep that handles the
25 Carolinas.
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1      Q.   And did you understand this e-mail for --
2 that Sheila Sullivan was asking if you can give a
3 job discount to HD Supply headed by Loretta Wall?
4      A.   Yes.
5      Q.   Okay.  And can you read your response,
6 please?
7      A.   Sure.  "No, we are the only one who makes
8 the full line of 24 inch and down.  No need to drop
9 the price unless Star is an issue."

10      Q.   And that was on August 16th, 2010?
11      A.   2010, yes.
12      Q.   Like to show -- like to show you what's
13 been previously marked as CX 2192.
14           (Exhibit CX 2192 marked for
15 identification.)
16      A.   August.  (Examining.)  Okay.
17      Q.   (By Ms. Holleran)  Okay.  Do you recognize
18 CX 2192?
19      A.   Yes.
20      Q.   Okay.  And what is it?
21      A.   It's a series of e-mails between -- excuse
22 me -- me and my boss and his boss.
23      Q.   Okay.  Between you, Jerry Jansen --
24      A.   Jerry Jansen -- sorry -- Rick Tatman, yes.
25      Q.   Okay.
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1 Canada, but he also owned foundries in China.
2 Then Victor had contacts in India and China of
3 people that owned foundries.  I don't know what
4 his relationship to them was, but he had those
5 contacts, and he was willing to introduce me to
6 them.
7     Q.  At the time, you were buying imported
8 fittings from SIGMA?
9     A.  You know, we did that.  I'm not quite

10 sure exactly when it started.
11     Q.  How did you get to know Mr. Pais?
12     A.  I don't remember the specific time.  Just
13 industry contact.
14     Q.  Was -- do you know whether it had to do
15 with your participation in the ITC proceedings?
16     A.  No.  I don't have any specific
17 recollection of -- I don't remember really when I
18 met him.
19     Q.  Okay.  And so he offered to introduce you
20 to his contacts in India and China?
21     A.  I asked him to do that.  I called him and
22 asked him if he would do that.
23     Q.  Did he travel to those places with you?
24     A.  He did.
25     Q.  Did -- did Mr. Pais or SIGMA offer other
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1 assistance to you as you made the decision to
2 build a plant in China and built that plant?
3     A.  Not that I recall.  But I kind of got out
4 of it then.  The -- the identification of the
5 property, the process of building the plant, the
6 specification of what the plant was going to be
7 like, how you go, what its capacities were, I was
8 not involved in any of that.  This other
9 subordinate, David Green, was in charge of that

10 process.
11     Q.  Describe for me, if you will, your
12 relationship with Mr. Pais.
13     A.  Different.  Victor really seems to be a
14 kind of -- or seemed to be desirous of being
15 really entrepreneurial and an idea guy, I guess
16 would be a good way to say it.  And -- and
17 periodically, off and on it would go in spurts
18 where he would think he would have some good
19 ideas.  He would want to get together and discuss
20 those ideas about joint ventures, selling his
21 company to us, us doing business together in the
22 Middle East.  Usually it involved his ideas,
23 McWane money, and him making money on it.  So we
24 didn't do any of them.
25     Q.  Did any of the -- fair to say you've had
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1 quite a few conversations with Mr. Pais over the
2 years?
3     A.  Yes, sir.
4     Q.  Did any of those ideas result in a deal
5 between McWane and SIGMA?
6     A.  No, sir.
7     Q.  Did you invest in any of the ideas that
8 he brought to you?
9     A.  Only one, although he didn't really bring

10 the idea to me.  There's a joint venture in India
11 called Xinda, X-I-N-D-A.  Victor brought it to my
12 attention.  Or he thought I didn't know about it,
13 and he brought it to my attention.  He is
14 evidently a small investor in that joint venture.
15 The actual, controlling business in that joint
16 venture is a company called Zhangjiagang which is
17 a ductile line producer based in China.  We had a
18 prior relationship, or I did.
19       And the company did a prior relationship
20 with Chairman Lu of that company.  We had some
21 substantial negotiations over buying a 25 percent
22 interest in Zhangjiagang's Pipe Group which
23 didn't come to any fruition because of concerns
24 we had about accounting irregularities.  It was a
25 partially state-owned enterprise.  We just
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1 couldn't get comfortable to do the deal.
2       But I had history -- part of when -- this
3 doesn't have anything to do with Victor, but part
4 of my reasoning for doing this sort of trip to
5 India and China -- I went to Bangkok, too -- was
6 to meet, introduce myself to people like Chairman
7 Lu in similar businesses but in different parts
8 of the world to try and begin to learn and
9 understand what the global marketplace was like

10 because it was my belief at the time that the
11 world was going to get a lot smaller.  The U.S.
12 did not pose really any opportunity in terms of
13 growth.  The expansion plans for McWane were
14 minimal in the U.S., were not that great; and
15 that if we did want to grow, we had to first
16 decide if we wanted to, we had to figure out
17 where and how.  And joint ventures partners in
18 foreign places like the Middle East or other
19 places helps mitigate risk.  And they have people
20 and contacts and resources that we maybe don't,
21 or vice versa.
22     Q.  Okay.  And so you did invest in Xinda?
23     A.  In Xinda, yes, we did.
24     Q.  Who exactly invested in Xinda?
25     A.  McWane, Inc.

PUBLIC



Victor Pais 
Deposition Excerpt 

 
 

PUBLIC



Victor Pais 1

CONFIDENTIAL - PURSUANT TO DOCKET No. 9351

Page 1
1         UNITED STATES OF AMERICA
2   BEFORE THE FEDERAL TRADE COMMISSION
3                  -  -  -
4

5  In the Matter of      : DOCKET NO.
                       : 9351

6  McWANE, INC., a       :
 corporation, and      :

7  STAR PIPE PRODUCTS,   :
 LTD., a limited       :

8  partnership           :
9                  -  -  -
10               May 31, 2012
11              CONFIDENTIAL -

       PURSUANT TO DOCKET NO. 9351
12

                 -  -  -
13

    Oral deposition of VICTOR PAIS, taken
14 pursuant to notice, was held at the law

offices of Ballard Spahr LLP, 1735 Market
15 Street, 51st Floor, Philadelphia,

Pennsylvania, beginning at 9:00 a.m. on
16 the above date, before Anne Marie

Beecher, a Certified LiveNote Reporter
17 and Notary Public for the Commonwealth of

Pennsylvania.
18

                 -  -  -
19

20

21          FREEDOM COURT REPORTING
          2015 3rd Avenue North

22         Birmingham, Alabama 35203
              (877) 373-3660

23

24

Page 2
1 APPEARANCES:
2      BAKER BOTTS, LLP

     BY:  JOSEPH A. OSTOYICH, ESQUIRE
3      The Warner

     1299 Pennsylvania Avenue, NW
4      Washington, D.C.  20004

     (202) 639-7905
5      joseph.ostoyich@bakerbotts.com

     Representing McWane, Inc.
6

7      FEDERAL TRADE COMMISSION
     BY:  EDWARD D. HASSI, ESQUIRE

8      600 Pennsylvania Avenue N.W.
     Washington, D.C. 20580

9      (202) 326-2040
     ehassi@ftc.gov

10      Representing the
     Federal Trade Commission

11

12      FEDERAL TRADE COMMISSION
     BY:  J. ALEXANDER ANSALDO, ESQUIRE

13      601 New Jersey Avenue, NW
     Washington, D.C.  20001

14      (202) 326-3695
     jansaldo@ftc.gov

15      Representing the
     Federal Trade Commission

16

17      BALLARD SPAHR LLP
     BY:  MATTHEW A. WHITE, ESQUIRE

18           WALTER E. ANDERSON, ESQUIRE
          JASON A. LECKERMAN, ESQUIRE

19      1735 Market Street
     51st Floor

20      Philadelphia, Pennsylvania 19103
     (215) 665-8500

21      whitema@ballardspahr.com
     Representing the Witness,

22      Victor Pais
23

24                  -  -  -

Page 3
1                  -  -  -

                I N D E X
2                  -  -  -
3 Testimony of:  VICTOR PAIS
4    By Mr. Ostoyich                6
5    By Mr. Hassi                   191

                 -  -  -
6               PAIS EXHIBITS

                 -  -  -
7

NO.         DESCRIPTION           PAGE
8

1   E-mail, 12/18/07              33
9

2   E-mail, 1/24/08               41
10

3   E-mail, 3/5/08                63
11

4   E-mail, 4/11/08               70
12

5   E-mail, 4/14/08               90
13

6   E-mail, 4/18/08               94
14

7   E-mail, 4/18/08               101
15

8   E-mail, 4/24/08               104
16

9   E-mail, 6/4/08                108
17

10  E-mail, 4/25/08               118
18

11  E-mail, 6/20/08               122
19

12  E-mail, 5/14/09               131
20

13  E-mail, 11/24/08              133
21

14  E-mail, 11/24/08              138
22

15  E-mail, 11/24/08              143
23

16  Financial Statements          154
24

17  BOD update                    167

Page 4
1                  -  -  -
2         DEPOSITION SUPPORT INDEX
3                  -  -  -
4

5 Direction to Witness Not to Answer
6 Page Line     Page Line    Page Line
7 None
8

9

10 Request for Production of Documents
11 Page Line     Page Line     Page Line
12 None
13

14

15 Stipulations
16 Page Line     Page Line     Page Line
17 None
18

19

20 Question Marked
21 Page Line     Page Line     Page Line
22 None
23

24

PUBLIC



Victor Pais 10

CONFIDENTIAL - PURSUANT TO DOCKET No. 9351

Page 37
1        A.    Probably from this
2 reference, it sounds like that, yes.
3        Q.    All right.  But then
4 Mr. Pietryga says that he -- what
5 territory was Pietryga; the midwest?
6        A.    Yes, midwest, out of
7 Chicago.
8        Q.    It says:  None of his
9 salesmen have heard anything about Tyler
10 changing their list prices, and because
11 of this, I've been reluctant to send out
12 the new list until I see something from
13 them.
14              Do you see that?
15        A.    Yes.
16        Q.    Now, do you remember, sir,
17 that the company sent out a list price
18 increase at this time, and my client,
19 McWane, did not change its list prices?
20              MR. WHITE:  Objection;
21        compound; lacks foundation.
22        A.    I'm not sure what time frame
23 you're talking about.  These things are
24 so dynamic.
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1        Q.    All right.  Do you remember
2 that Sigma sent out list price increases
3 at the end of 2007?
4        A.    I do recall -- by the way,
5 December is normally the time for the
6 whole industry to look at the prices and
7 change or reduce because the business is
8 slower, to give time for the customers to
9 adjust, et cetera.  So that makes likely
10 that we also had an exercise underway.
11        Q.    Sure.  And that's because in
12 the winter the business is just slower?
13        A.    Yes.
14        Q.    Now, do you remember that
15 the company sent out a new list price at
16 this time in December of 2007?
17        A.    I know, knowing the
18 timeline, we were contemplating one
19 because the costs were just escalating
20 rapidly from China and India.  I don't
21 know at this point whether they were sent
22 out or what at that point.  Because as I
23 said, there's a lot of activity with
24 different people in that exercise.
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1        Q.    Fair enough.
2              You do recall that costs
3 were increasing from India and China --
4        A.    Absolutely, absolutely.
5              MR. WHITE:  You've got to
6        let him finish his question before
7        you start talking, and you've got
8        to let him finish his answer
9        before you start asking him the

10        next question.
11        Q.    All right.  You said that
12 costs were increasing from India and
13 China at the time at the end of 2007.
14              What do you mean by that?
15        A.    Exactly what I said.
16              Beginning second half of
17 '07, China's costs started going up
18 dramatically due to a lot of changes in
19 Chinese economy, such as the withdrawal
20 of their export rebate, strengthening of
21 the Chinese currency under pressure from
22 U.S. government, raw material increase,
23 commodity price increases, freight
24 increases, fuel increases, and we were

Page 40
1 feeling it almost week, month to month,
2 absolutely.
3        Q.    When you say we were feeling
4 it, what do you mean?  You were feeling
5 it?
6        A.    In our purchase costs.
7        Q.    It was affecting the price
8 at which you purchased ductile iron
9 fittings in India and China?

10        A.    Yes.
11        Q.    And how was it affecting?
12 Was it a big effect, a small effect?
13              MR. HASSI:  Object to the
14        form.
15        A.    I don't know how you
16 describe big or small.  It was material.
17        Q.    What do you mean material?
18        A.    Anything by way of five to
19 10 to 15% and the trends going that way
20 is a fairly serious increase for us.
21        Q.    And was that a factor that
22 led the company to increase its list
23 price in December of 2007?
24        A.    I'm sure that was the

PUBLIC



Victor Pais 20

CONFIDENTIAL - PURSUANT TO DOCKET No. 9351

Page 77
1              What did you mean that your
2 two competitors lack the imitative
3 credibility in leadership?
4        A.    Where is that, Joe?
5        Q.    Right in the middle of the
6 second page.
7        A.    Yeah.  Traditionally Sigma
8 has always been a pioneering leading type
9 of company.  We have not been afraid or
10 bashful to bring about any good
11 practices.  However, we are only as good
12 as the whole team, because our decision
13 making was so diverse, we never mandated
14 anyone, we didn't have any rules, that's
15 just not the company we were.
16              And my effort constantly has
17 been to motivate them, not to be shy, not
18 to feel -- our sales team constantly felt
19 a certain reluctance to carry the burden
20 of raising the prices, because that's the
21 toughest thing to do in a market like
22 this.  But I always felt if you don't do
23 what you have to do at the time you are
24 supposed to do that, then we'll miss the
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1 chance and we'll fall behind.
2              So it was a constant team in
3 our company that I was trying to motivate
4 them, guide them, give them encouragement
5 and trying to tell them, look, there's no
6 shame in trying to increase prices.  At
7 worst, you can always lower them, and if
8 they succeed, then it will help our
9 company.
10              So -- and I felt our
11 competition was being timid in their own
12 way, and which is fine.  I mean, that's
13 their choice.  So that was the essence of
14 it.
15        Q.    Tell me about the next
16 paragraph there where you say:  And I
17 also think our pricing strategy needs to
18 be a one-two punch.
19              What are you conveying
20 there?  What idea did you have for
21 Sigma's pricing strategy?
22        A.    I suppose from the reference
23 here and the context, one part of that
24 one-two punch is obviously to elevate our
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1 pricing by way of the multipliers.  And
2 the second one, as I've tried to explain
3 here, I was beginning to see, and all of
4 us were as well, a trend which was
5 self-defeating by way of the so-called
6 job pricing that had become an irrelevant
7 distraction in trying to convey a more
8 responsible pricing.
9        Q.    What do you mean that job

10 pricing had become an irrelevant
11 distraction?
12        A.    Well, here I need to give
13 you a little background of our industry,
14 because I know you gentlemen have tried
15 to do the best you can to understand
16 something that most of us are still
17 trying to figure out.
18              Several years back, our
19 business caters to underground pipe,
20 water piping construction, as well as
21 aboveground or plant, treatment plants,
22 sewer treatment plants, water treatment
23 plants, pump stations, et cetera.
24              The traditional distributors
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1 were focusing largely on the underground.
2 It's where easier more standard items are
3 used.  They get a list from the
4 contractors, they call, and most of those
5 items are standard items off the shelf.
6              The piping requirements for
7 a plant work, if you will, a treatment
8 plant work, sewage or water or any other
9 industrial pump station, et cetera, is

10 quite different from this underground in
11 a lot of ways.
12              The items used -- especially
13 in the fittings -- pipe is a little bit
14 more because there are only a few
15 standards.  Fittings are mostly custom
16 type, oddball as we call them, not
17 available from the stock off the shelf,
18 and mostly in the medium to larger sizes
19 which are stocked less compared to the
20 small because they are very expensive and
21 the usage is very unpredictable.  And
22 there are coatings, linings, some
23 specially prepared fabrication pieces, so
24 that segment was managed by a few -- we
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1 used to call plant work jobbers.  And
2 they're nothing to do with distributors.
3 They both had their own space, if you
4 will.
5              But over the years because
6 of consolidation and distribution in the
7 Home Depots of the world came in, the
8 Fergusons, they are constantly looking to
9 expand their footprint, and they started
10 going into plant work space acquiring
11 some of them or starting their own
12 business, et cetera.
13              So now previously a plant
14 work supplier will not stock product, and
15 because of the nature of a lot of
16 fittings which require a longer leap
17 time, special pricing maybe, they would
18 always send that list to a manufacturer
19 like us or McWane or Star or U.S. Pipe to
20 quote them, not only prices, but to
21 confirm that we can meet the delivery and
22 all the pieces, et cetera, because they
23 like to have the whole job supply rather
24 than split it up, et cetera.
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1              So the plant work pricing
2 quotations was a separate activity, while
3 the distributors were hardly sending a
4 list because they would either stock the
5 product themselves or they knew their
6 multiplier and the list, so they would
7 quote the jobs, and when they got it,
8 they would combine all of them and give
9 us an order.
10              We didn't know where they
11 would go, what jobs, et cetera, but they
12 would do that.
13              This different situation
14 collapsed or was beginning to collapse
15 with the consolidation of the industry.
16 And after the business started dropping
17 and becoming more unstable, the
18 distributors and everyone alike started
19 stocking less and they started showing
20 these so-called lists, RFQs, request for
21 quotation, on anything and everything.
22              And I begin to find within
23 the same company sometimes someone would
24 send a so-called plant work job, and
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1 someone else will send another ordinary,
2 and we would quote different prices
3 thinking that -- and I think we may have
4 been responding to what is happening in
5 the market, and it became almost
6 laughable.  The customers say, I got in
7 the same day two quotations, same
8 fittings, similar type order size and
9 they're two different pricing.

10              So I said, look, something
11 that worked several years back I think
12 has become an obsolete practice, and I
13 discussed with our team and said, this is
14 happening, what our competitors are
15 doing.  So I said look, whatever they do,
16 that's fine, and we should not add to the
17 problem.
18              So I initiated to address
19 the problem.  We cannot eliminate, of
20 course entirely, but let's minimize it to
21 say, that, look, you don't have to have a
22 special pricing, you have the pricing
23 already, use the same list price because
24 it is the same fitting.  And that was the
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1 attempt that I was trying to initiate
2 here.
3        Q.    Mr. Pais, this one-two punch
4 that you're internally sending around to
5 your management team, did you call anyone
6 at McWane or discuss with anyone at
7 McWane your one-two punch plan?
8        A.    Absolutely not.
9              MR. HASSI:  Object to the

10        form.
11              MR. WHITE:  You object to
12        the form of that question; did you
13        call anybody at McWane?
14              MR. HASSI:  Yeah.
15              MR. WHITE:  Leading?
16              MR. HASSI:  Leading,
17        compound and vague.
18              MR. OSTOYICH:  Well, I don't
19        want there to be any objections on
20        the record, so let me just ask
21        him.
22 BY MR. OSTOYICH:
23        Q.    Tell me, sir, at any time
24 did you discuss with anyone at McWane
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1 de-bugged the problem.  It's not like we
2 were producing this everyday or
3 something.  We had no experience.
4 Everything was an uncharted territory for
5 us, and it was totally imposed on us
6 without any notice.  So at that time we
7 were just reacting to come up with a
8 semblance of a plan to satisfy our team
9 who was absolutely distraught, customers
10 who were constantly asking us, because it
11 was so imminent because the U.S.
12 government just pushed it down our throat
13 overnight.  So it was very difficult for
14 us to really give a clear answer.  And if
15 anyone attempted that, it was just not
16 well thought out.
17        Q.    How did the timing compare,
18 your expected timing for having fittings,
19 if you proceeded down that path?  How did
20 that compare with the ARRA period, do you
21 know?
22              MR. HASSI:  Object to form.
23        A.    I being your pardon?
24        Q.    How long did you anticipate
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1 the ARRA lasting, and how did that
2 compare to your finding for getting into
3 the virtual manufacturing of fittings?
4              MR. HASSI:  Objection.
5        A.    We at least knew that the
6 ARRA was definitely a short term, because
7 that's what it was intended.  It was
8 intended as a shovel-ready stimulus.  So
9 there was a lot of emphasis on now.
10              In fact, rightly speaking,
11 we should have had that capability on day
12 one for us to have any capability to
13 supply the projects.  So we were already
14 behind the eight ball on day one, because
15 it was just a ball from the blue.
16              But for the bureaucratic
17 delays, it could have been even worse
18 because it was supposed to start right
19 away, but when all this discussion was
20 going on, we seem to have got a little
21 bit of time, like two or three months for
22 us to crash together some plan to come up
23 with to satisfy our customers.
24              But it was very clear to us,
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1 and I believe it was a stipulation that
2 all the contracts against the funding had
3 to be signed within the 12 months from
4 the time the bill was signed, which was,
5 I believe, the middle of February 2009.
6 So we knew it was short lived.  And it
7 was going to be quick like a shop slug of
8 work.  So we knew the time element to
9 supply the project was very short.

10        Q.    Mr. Pais, at the end of your
11 memorandum to the board, it says, you're
12 looking forward to a lively discussion
13 tomorrow and beyond.
14              Did the board authorize
15 Sigma to spend $5 million on developing
16 virtual manufacturing in June of 2009 for
17 domestic fittings?
18              MR. HASSI:  Objection to
19        form.
20        A.    No, they did not.
21        Q.    Did they authorize you to
22 spends $1 million to develop virtual
23 manufacturing?
24        A.    No, they did not.
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1              MR. HASSI:  Objection to
2        form.
3        Q.    Did the company have other
4 option for obtaining and selling domestic
5 fittings under ARRA in the middle of 2009
6 without that money?
7              MR. HASSI:  Object to the
8        form.
9        A.    I don't know what particular

10 time frame you're looking at, because it
11 was a moving target from day one.  There
12 was a lot of confusion.  It was a lot of
13 lack of clarity as to what could be
14 qualified and admitted.  We pursued a lot
15 of different so-called options, they all
16 turned out to to be miraged.  The Mexico
17 option, the Korea option, availing of our
18 tooling from part of the tooling from our
19 Mexico suppliers in U.S. and using them
20 to do virtual manufacturing, et cetera.
21 So most of them turned out to be dead
22 ends.  And it left us finally two viable
23 options; one is to produce under our own
24 tutelage and our own funding, and,
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1 secondly, to develop access to McWane's,
2 because they are the only ones.
3        Q.    When you say of the options
4 is to produce and develop funding, did
5 the board authorize you to spend that
6 money?
7              MR. HASSI:  Object to form.
8        A.    No.
9        Q.    Did the banks authorize you
10 to spend that money?
11              MR. HASSI:  Object to the
12        form.
13        A.    Not at all.
14        Q.    And given your situation
15 with the covenants, was Sigma cash
16 strapped and had to pay the banks in the
17 middle of 2009?
18              MR. HASSI:  Object to the
19        form.
20        A.    Well, we had to meet our
21 covenants and pay them on a normal course
22 of -- they did not mandate any abrupt
23 payments or anything, but we had to meet
24 our covenants.
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1        Q.    The cash you had, the extra
2 cash you had was used to meet your bank
3 covenants, wasn't it?
4        A.    Yes, yes.
5        Q.    And was the only practical
6 alternative you then had left was to buy
7 via a buy/sell arrangement for domestic
8 fittings from McWane?
9              MR. HASSI:  Object to the
10        form.
11        A.    You know, we didn't look at
12 it that way.  We continued to explore the
13 domestic.  Whether the board authorized
14 or not, we knew if we develop a viable
15 option, somehow or the other we could
16 have attempted to support it, but we just
17 -- that option just didn't evolve at all,
18 the feasibility, the place to produce,
19 machine, it just didn't pan out for it to
20 be taken for consideration to go forward.
21        Q.    The company did go forward
22 with virtual manufacturing of pipe
23 restraint products, is that right, in the
24 U.S.?
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1        A.    Yes.  And for your
2 information, it is still ongoing, still
3 work in progress.
4        Q.    What do you mean it's still
5 ongoing, still work in progress?
6        A.    We've had a lot of the
7 problems developing that product.  We
8 tried several sources who backed out,
9 either cost consideration, quality

10 considerations, and capacity, et cetera.
11 So we're struggling with that.
12        Q.    Today, we're roughly three
13 years after the middle of 2009.
14              Do you have a full range of
15 pipe restraint products, domestically
16 manufactured pipe restraint products?
17        A.    I am not totally up on if we
18 have all the configurations ready at a
19 commercial level and a level where we can
20 supply the projects, but from what I
21 understand we are still struggling.
22        Q.    Why did the company, in the
23 middle of 2009, go forward with virtual
24 manufacturing of domestic pipe restraint
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1 products but not Ductile Iron Waterworks
2 Fittings?
3        A.    Well, the pipe restraint is
4 also a key product for us.  Pipe fittings
5 and restraints often go together in a
6 job, and the same customers would want
7 that.  So we embarked on it, knowing that
8 the total range is a very small range in
9 the pipe restraints, as compared to

10 fittings.  We initiated it much later,
11 though, not during '09.  And as I said,
12 we've been struggling with the proper
13 sourcing.
14        Q.    How was the company's
15 financial component in 2009?  Did the
16 company have a profit or a loss?
17              MR. HASSI:  Object to the
18        form.
19        A.    There was a loss.
20        Q.    Mr. Pais, I understand you
21 had some communications with Mr. Page and
22 Mr. McCullough regarding the buy/sell of
23 domestic fittings during the summer of
24 2009; is that right?
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1 developed with Mr. Page; is that right?
2              Do you recall those
3 questions?
4              MR. OSTOYICH:  Object to the
5        form.
6        A.    This morning, yes.
7        Q.    And you developed a
8 relationship with Mr. Page following the
9 ITC proceedings in 2003 or so?
10        A.    Yes, it happened to be at
11 that time.
12              MR. OSTOYICH:  Objection to
13        form.
14              MR. WHITE:  Wait a minute.
15        He's objecting and you're not
16        letting him get his objection out.
17              MR. HASSI:  I didn't hear
18        him let me get my objection out
19        this morning either, so --
20              MR. WHITE:  Well, I said the
21        same thing to him, too.
22              MR. HASSI:  All right.
23              MR. WHITE:  I'm trying to
24        just keep the record clear.
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1              So just give him a chance
2        and let the court reporter take
3        down the objection.
4              Mr. Pais, listen, if he has
5        an objection, and just give him
6        the courtesy of waiting before you
7        start speaking.
8              THE WITNESS:  Sure.
9 BY MR. HASSI:
10        Q.    You volunteered to help
11 McWane find sourcing in China?
12              MR. OSTOYICH:  The way
13        that's phrased, I'll object, but
14        go ahead.
15        A.    I don't know what you mean
16 by volunteered.  We're all business
17 people.
18        Q.    I mean, you took the
19 initiative to pick up the phone and call
20 Mr. Page and say, let me introduce you
21 some people in China, didn't you?
22        A.    Well, as I said testified
23 this morning, earlier today, I chose to
24 contact him when I heard that there could
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1 be a threat to our source when they
2 announced plans to go to China.
3        Q.    And after your call with him
4 you traveled to China and India with Mr.
5 Page?
6        A.    Yes.
7        Q.    And you introduced him to
8 people in both places, contacts you had?
9        A.    Yes.

10        Q.    And you helped McWane find
11 sourcing in China for fittings?
12        A.    Yes.
13        Q.    And you introduced the
14 McWane people to people that could help
15 them develop and build a plant over
16 there?
17        A.    Yes.
18        Q.    And during that period of
19 time you developed a trusting
20 relationship with Mr. Page in particular?
21              MR. OSTOYICH:  Objection.
22              MR. WHITE:  Objection.
23        A.    We had a mutual respectful
24 relationship over time.

Page 200
1        Q.    And you believe that as a
2 result of that mutually respectful
3 relationship, it led to tangible benefits
4 for Sigma?
5              MR. WHITE:  Objection.
6              MR. OSTOYICH:  Objection.
7        A.    We did benefit from some
8 opportunities, yes.
9        Q.    Those tangible benefits

10 included higher market pricing and
11 profits including all of Sigma?
12              MR. WHITE:  Objection.
13              MR. OSTOYICH:  Objection to
14        form.
15        A.    I don't know how you derive
16 it from that, but no, I didn't see it
17 that way.
18        Q.    Okay.  Let me show you a
19 document we've marked as Exhibit 2116.
20 And you can read as much as you'd like to
21 get comfortable, I'm happy to sort of
22 direct you to what I was just referring
23 to, which is on the second page, the
24 second to the last paragraph.
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1 relationship?
2        A.    Sure.  We got millions of
3 dollars worth of business from McWane.
4        Q.    And that was because until
5 McWane's plant was up and running, you
6 were producing for McWane in China?
7        A.    And even after that.
8        Q.    Do you still sell to McWane
9 from China today, fittings?
10        A.    Not from China, but from our
11 stocks, yes.
12        Q.    By the way, is A1 still an
13 operating factory in China?
14        A.    As I speak, it is not.
15        Q.    Why not?
16        A.    Well, they ran into some
17 environmental problems a few years back.
18 And we mutually decided that -- they were
19 located very close to Beijing, so we
20 thought it was not worthwhile with the
21 current volume.
22        Q.    Now, you mentioned this
23 morning that you have met with Mr. Page
24 on a relatively regular basis over time?
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1              MR. WHITE:  Objection.
2        A.    How do you define regular?
3        Q.    How often do you meet with
4 Mr. Page?  How often in the 2008 time
5 frame did you meet with Mr. Page?
6        A.    I didn't have any frequency
7 of meetings.  He is a busy person and
8 somewhat elusive person, very preoccupied
9 with several units that he manages.
10              If there was a need, a
11 justifiable need that needed his personal
12 audience, if you will, I would meet with
13 him if it is possible to meet.
14        Q.    You would ask for a meeting
15 and he would give you a meeting?
16              MR. WHITE:  Objection.
17              MR. OSTOYICH:  Objection to
18        the form.
19              Go ahead.
20        A.    Yes, naturally, he's not a
21 person you can just call.  I would ask
22 his secretary or someone else, and if it
23 suited him, suited me, we met.
24        Q.    You met with him in
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1 September of 2007, do you recall that?
2        A.    September of 2007.  I'm not
3 sure, but it's possible.
4        Q.    Let me show you a document
5 we previously marked as 2032.
6 Exhibit 2032 are a series of e-mails
7 between you and Mr. Page that you send
8 and received in the regular course of
9 your business; is that right?

10        A.    Yes.
11        Q.    And you ask Mr. Page for a
12 meeting and he obliges you for a meeting
13 on it looks like September 13 in the
14 morning?
15              MR. WHITE:  Excuse me, just
16        a second.
17              Can we go off the record for
18        a second.
19                  -  -  -
20              (A discussion off the record
21        occurred.)
22                  -  -  -
23 BY MR. HASSI:
24        Q.    Does this refresh your
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1 recollection, sir, that you asked for and
2 received a meeting with Mr. Page?
3              MR. OSTOYICH:  The way
4        that's phrased, I'll object.
5              MR. WHITE:  I'll object as
6        well.
7        A.    Yeah, we met that time.
8        Q.    Do you recall what you
9 talked about?

10        A.    Most likely, this was --
11              MR. WHITE:  If you recall,
12        you recall.  You don't have to
13        guess.
14        A.    I do recall somewhat.
15              MR. WHITE:  That's fair.
16        A.    This was a time McWane made
17 a big management change replacing their
18 previous -- I don't know what the title
19 was -- head of the fittings business, Mr.
20 David Green, with whom I worked on the
21 supply chain.  So I think I wanted to get
22 some update from him, yes.
23        Q.    And Mr. Page spent some time
24 with you discussing through the
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1 management changes that he had made at
2 McWane?
3        A.    Yes.
4        Q.    And he told you that they
5 were to respond to the weak market
6 conditions; is that right?
7        A.    I beg your pardon.
8              MR. WHITE:  Objection.
9        Q.    He was making those changes
10 to respond to the weak market conditions?
11        A.    I don't recall the specific
12 grounds, but he explained the rationale
13 for the change.
14        Q.    Do you recall him telling
15 you that McWane's performance in fittings
16 had declined over the last two years,
17 largely because of the market and
18 competitive factors.
19        A.    He may have, but those are
20 very general terms that I really don't
21 recall the conversation.
22        Q.    Do you recall him telling
23 you that one of the reasons that he was
24 replacing Mr. Green was because of his
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1 decision to respond aggressively to
2 Star's low pricing with equally low
3 pricing?
4        A.    Again, it doesn't ring a
5 bell.
6        Q.    And do you recall him
7 telling you that Tyler's profits and
8 volume had gone down?
9        A.    Yeah.  I do remember the
10 change, the rationale that he gave me --
11 it is a fairly big restructure.  Other
12 than that, it is now five years, I don't
13 remember.
14        Q.    Okay.  Let me show you a
15 document we've marked as Exhibit 2118.
16        A.    Yes.
17        Q.    So sir, Exhibit 2118 is a
18 memo that you wrote in the regular course
19 of your business at Sigma?
20        A.    Yes.
21              MR. WHITE:  Objection.
22        Q.    And it's an update to your
23 partner Mr. Yin at A1?
24        A.    Yes.
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1        Q.    And that was the foundry
2 that you used at that time for sourcing
3 fittings from China?
4        A.    Yes.
5        Q.    And you wrote this memo
6 after reporting on the meeting that you
7 had with Mr. Page in September; is that
8 right?
9        A.    That's right.

10        Q.    And you wrote it to tell Mr.
11 Yin to share with him some of the
12 information that you learned about
13 McWane's restructuring from Mr. Page;
14 correct?
15              MR. OSTOYICH:  Objection to
16        form.
17              Go ahead.
18        A.    What I learned from him, as
19 well as my own observations.
20        Q.    On the second page, in the
21 middle of the page, is a paragraph, it
22 begins with the word, however.  You
23 write:  However, during the last two
24 years, his performance declined.  His in
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1 that sentence, that's Mr. Green; is that
2 right?
3        A.    Yes.
4        Q.    Largely because of the
5 market and competitive factors, that's
6 what you wrote; right?
7        A.    Yes.
8        Q.    And that was information
9 that was reported to you by Mr. Page?

10              MR. WHITE:  Objection.
11              MR. OSTOYICH:  Objection.
12              MR. WHITE:  That's
13        completely misleading and it
14        misstates the document.
15        A.    I did not say that that's
16 what I got from him.  This is my
17 observation from my own understanding.
18        Q.    Did you talk about Mr.
19 Green's performance with Mr. Page?
20        A.    I did not talk about it.  He
21 told me his restructuring, as they are
22 done, separating the two divisions, that
23 he was overworked, that it's too much
24 responsibility and so on and so forth.
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1              MR. OSTOYICH:  Objection.
2        Q.    And you're not seeking in
3 any way to amend that testimony today,
4 are you, sir?
5              MR. WHITE:  Objection.
6              The witness is here pursuant
7        to a subpoena.  He wasn't asked by
8        the FTC or McWane to review his
9        transcript from 2010 and provide
10        any corrections or amendments to
11        it, so that's not discoverable.
12              He's here to assist the
13        parties in discovery in a
14        colloquial sense, but he is here
15        pursuant to subpoena to provide
16        his testimony.
17              So if you want to ask him
18        questions if you think he's
19        testifying inconsistently, show
20        the witness the transcript, let
21        him see what you think is
22        inconsistent and then let him
23        opine upon it.
24              MR. HASSI:  Okay.

Page 306
1 BY MR. HASSI:
2        Q.    Sir, is it fair to say that
3 in 2008 when the market was declining,
4 the DIFRA data helped you understand
5 whether your marketshare was constant in
6 that time period?
7              MR. WHITE:  Objection; asked
8        and answered.
9              You may answer again.
10              MR. OSTOYICH:  I'll object
11        as well.
12        A.    Ted, right, in addition to
13 the total market qualification, once we
14 have that relative to our sales in tons,
15 and apples to apples, yes, we were able
16 to track our marketshare.  Now, in that
17 context, and I probably understand a
18 little bit about what you were asking
19 earlier, yes, we were able to use that
20 data and decide any and all corrections
21 to our sales strategy, whether putting
22 more boots on the ground or making more
23 calls to the customers, or if we are not
24 being competitive enough with our
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1 pricing, and, hence, losing the market,
2 absolutely, we were guided by that.
3        Q.    And as you write here in
4 Exhibit 313 on Page 4, the DIFRA data
5 helped Sigma not allow the sharp market
6 decline to be mistaken as a loss of
7 market, right, sir?
8              MR. OSTOYICH:  Objection to
9        form.

10              MR. WHITE:  So there's two
11        questions.  One is, did you write
12        it, and, two is, do you believe
13        that that's an accurate statement.
14        A.    Okay.  This sentence, it has
15 helped us not to allow the sharp market
16 decline to be mistaken as a loss market
17 share.
18              To Sigma, it really helped
19 to know that our loss of volume and the
20 decline of volume compared to previous,
21 or our targets, was a result of the
22 market and not to -- yes.
23        Q.    Okay.  And a loss of market
24 share could cause you -- if you had, in
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1 fact, been losing market share, you might
2 have chosen to revise your prices?
3              MR. WHITE:  Objection.
4              MR. OSTOYICH:  Objection.
5        A.    We could have done a number
6 of things to rectify that.
7        Q.    You wrote:  Our gross margin
8 continued to be strong throughout the
9 year, even if the volumes have been weak.

10              Was that an accurate
11 statement?
12              MR. OSTOYICH:  I'll object
13        to the form for various reasons.
14        A.    If you check the data, this
15 is again a statement to reassure the
16 bankers, compared to strong compared to
17 what.  They were healthy, but they're
18 strong compared to the previous year.
19              So it is just a statement to
20 ally the fears of the lenders who would
21 need certain assurance, but not certainly
22 analytical to the point that we were as
23 business people.
24        Q.    You testified earlier today
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1 to the SDP plan?
2              MR. OSTOYICH:  Objection,
3        because he testified he didn't
4        present it to the board, but go
5        ahead.
6        A.    Because of the newness of
7 our partners and the board, we discussed
8 and agreed it is going to be financially
9 extremely stressful, however, we are to
10 just keep looking for the feasibility if
11 there's no other solution.
12        Q.    And at that point you were
13 pursuing two solutions, one was the MDA
14 and one was domestic entry, right, sir?
15              MR. WHITE:  Objection to the
16        characterization.
17              MR. OSTOYICH:  Objection to
18        the form.
19        A.    In later stages, those were
20 the two options that were left.
21        Q.    You mentioned some other
22 options you pursued earlier, but those
23 turned out to not work out; right?
24        A.    Yes.
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1        Q.    And because you signed the
2 MDA, you never went to the board for
3 approval on the SDP, is that right, sir?
4              MR. WHITE:  Objection.
5              MR. OSTOYICH:  Objection as
6        to the way it's phrased.
7        A.    It's fair.
8        Q.    Is it fair to say that
9 Frontenac was supportive of your efforts
10 to explore domestic entry?
11              MR. WHITE:  Objection.
12              MR. OSTOYICH:  Objection to
13        the form, but go ahead.
14        A.    Certainly they were there
15 with their model support, if not
16 financial support.
17        Q.    And it was your view in the
18 summer of 2009 that if you could get an
19 MDA, an agreement with McWane, that you
20 would not pursue the SDP; is that right?
21              MR. WHITE:  Objection.
22              MR. OSTOYICH:  Objection.
23        A.    That is not true.  Here,
24 three years removed from all of that
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1 tumultuous phase, it's easy to try and
2 get something, you know, very concrete
3 one way or the other.
4              In reality, we were not sure
5 of anything related to that whole, not
6 the volume, not the time element, we were
7 not sure of the MDA.  Even when we
8 signed, they could have taken it off any
9 time.  That is the kind of offer it was.

10 So we were looking, keeping the options
11 open, and, meanwhile, we had to supply to
12 the customers.  And since MDA allowed us,
13 we kept going.
14              So it's not fair to say that
15 we decided one against the other at any
16 time.  There was not much of a choice,
17 given our whole focus was to service the
18 customers.
19        Q.    Jim McGivern is the current
20 CEO of Sigma?
21        A.    Yes.
22        Q.    In the summer of 2009, you
23 were bringing him up to speed -- well,
24 describe the relationship between the two
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1 of you in the summer of 2009?
2        A.    It was good.
3        Q.    What was his involvement at
4 Sigma in the summer of 2009?
5        A.    He had just joined Sigma as
6 the future CEO.  He was on the board
7 before, so he was familiar with the
8 organization.  So he came in, I think,
9 around July.  And at that time he was

10 just trying to learn the business and
11 help us in any way.  It was a tumultuous
12 year.  We cautioned him.  So he was just
13 helpful in learning the business, helpful
14 in participating in as many discussions
15 as he could.
16        Q.    Let me show you a document
17 we've marked as CX 1018.
18        A.    Yes.
19        Q.    Sir, Exhibit 1018 is a
20 series of e-mails that you sent and
21 received in the regular course of your
22 business at Sigma?
23        A.    Yes.
24        Q.    And you see that Mr.
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1 called off.
2        Q.    When you began those efforts
3 in 2005, who did you speak to about it?
4        A.    Tom Griffin, and through
5 him, the law firm of Bradley Arrant in
6 Birmingham.
7        Q.    And did you choose Bradley
8 Arrant because they were counsel to
9 DIFRA?
10        A.    Yes.
11        Q.    Sir, you're involved in the
12 process of drafting Sigma's letters to
13 its customer base?
14        A.    That's a very broad scope
15 there.  I don't do all of them or most of
16 them.  Some important ones if my help is
17 needed.
18              MR. OSTOYICH:  Can you just
19        keep your voice up?  I'm having a
20        hard time hearing you.
21              THE WITNESS:  Okay.
22 BY MR. HASSI:
23        Q.    And one of the reasons that
24 they are important is because you
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1 understand that others will read them and
2 try to discern your meaning in the
3 letters?
4              MR. WHITE:  Objection.
5              MR. OSTOYICH:  I join in
6        that objection.
7        A.    Beg your pardon?  What's the
8 question?
9        Q.    When you send your letters
10 out, your dear customer letters, you're
11 sending a message not just to your
12 customers, but you're sending a message
13 to the market as a whole, are you not,
14 sir?
15              MR. WHITE:  Objection.
16              MR. OSTOYICH:  Objection.
17        A.    Ted, you're giving too much
18 credit to what I've done.  For me,
19 communication was important, and I did
20 the best I could.
21        Q.    Let me show you a document
22 we've marked as Exhibit 1413.
23        A.    Okay.
24              MR. WHITE:  Do you have some
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1        proffers by this development to
2        the claims in the complaint?
3              MR. HASSI:  I'm not sure I
4        need a proffer, but I'll ask some
5        questions that I think will make
6        it crystal clear.
7              MR. WHITE:  I'm just asking
8        if you have a proffer.  It seems
9        like the answer is no.

10              MR. OSTOYICH:  I'm still
11        reading it.
12              MR. WHITE:  I'm going to
13        object to the use of the document,
14        because it doesn't seem like it's
15        relevant to any of the issues in
16        the complaint.
17              MR. OSTOYICH:  I think
18        relevance is reserved and always
19        has been, so I just hope we're not
20        going to spend a lot of time on it
21        at this point, but go ahead.
22              MR. HASSI:  I'll go ahead
23        when the witness is ready.
24        A.    Okay.

Page 372
1        Q.    Sir, Exhibit 1413 is a
2 series of e-mails that you sent and
3 received in the regular course of your
4 business at Sigma?
5              MR. OSTOYICH:  I'll object
6        to the way it's phrased, but go
7        ahead.
8        A.    Yes.
9        Q.    And the e-mail on the first

10 page, your e-mail dated June 8, 2010, you
11 write:  Larry, since our price increase
12 letter at this point is largely a
13 heads-up to the customers and the market
14 about our intention to follow suit when
15 Star or others take definitive action on
16 price increases, I thought the attached
17 revised letter would be more effective.
18              You wrote that, did you not,
19 sir?
20              MR. OSTOYICH:  I'll object
21        to the way it's phrased, but go
22        ahead.
23        A.    Which one you're asking I
24 wrote?
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1        Q.    This first e-mail, first
2 paragraph, you wrote that, sir?
3        A.    Yes, yes.
4        Q.    And you were referring to a
5 draft letter to Sigma's customers which
6 is on the fourth page of this exhibit; is
7 that right, sir?
8              MR. OSTOYICH:  Objection.
9        A.    I'm not sure if I wrote
10 this.  I have no recollection.
11        Q.    I wasn't asking whether --
12        A.    Okay.
13        Q.    But in your e-mail you're
14 referring to that letter, and you're
15 referring to it largely as a heads-up to
16 customers and the market about our
17 intention to follow suit when Star or
18 others take definitive action on price
19 increases.
20              MR. OSTOYICH:  I object for
21        a couple of different reasons, but
22        go ahead.
23        A.    This one I wrote, yes.
24        Q.    And that was your
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1 understanding of the purpose of this
2 letter at this point, was a heads-up to
3 customers in the market, right, sir?
4              MR. OSTOYICH:  Objection to
5        form.
6              MR. WHITE:  Objection.
7        A.    Well, what I can see what I
8 was trying to tell Larry is, if Star and
9 others take an action, that we will still
10 follow.
11        Q.    And you were telling Larry
12 that you wanted to convey that in your
13 letter to customers, correct, sir?
14              MR. OSTOYICH:  Objection.
15              MR. WHITE:  Objection.
16        A.    Yeah, I was trying to tell
17 Larry can wait to the customers who may
18 be looking to our answer if they have
19 heard from others what they plan to do;
20 that, yes, we're not going to hold back.
21 We would like to -- because the situation
22 warrants it.
23        Q.    And so one of the messages
24 that you intended for Sigma to convey in
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1 this letter is that when Star or somebody
2 else takes a definitive action on a price
3 increase, Sigma would follow that
4 increase; correct?
5              MR. OSTOYICH:  Object to the
6        form.
7              MR. WHITE:  Objection.
8        A.    Yes.  We were conveying to
9 the customers if they get an increase

10 from others, we certainly would like to
11 get that, too.
12        Q.    Okay.  And you write to
13 customers and the market, so you were
14 signaling beyond just to your customers.
15              You were signaling to the
16 larger market; right, sir?
17              MR. WHITE:  Objection.
18              MR. OSTOYICH:  Objection.
19        A.    As I said, we don't think
20 through all ramifications.  You know,
21 this is my memo to him.  The market, the
22 customers, industry, business, we use
23 that interchangeably, but I can't tell
24 you that I thought about this competitor

Page 376
1 or that competitor.  I can't tell you
2 that.
3        Q.    Okay.  You go on to write:
4 As you can see, it captures the two
5 specific actions signaled by Star.
6              Do you recall what the two
7 specific actions signaled by Star were?
8              MR. WHITE:  Objection.
9        A.    No, I do not.

10        Q.    Do you recall how Star
11 signaled those two specific actions?
12        A.    No, I don't.
13        Q.    Do you recall whether Star
14 signaled those two specific actions in a
15 letter to their customers?
16        A.    Most likely, but I can't be
17 sure.
18        Q.    And when you go on to say:
19 Adding a few wishful thoughts of our own
20 thrown in hopefully to create some
21 momentum attraction, what do you mean by
22 that?
23        A.    You know, at this point
24 almost two years after, I don't know what
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1 those wishful thoughts were that I wished
2 to convey.
3        Q.    Sir, let me show you a
4 document we've marked as Exhibit 1086.
5        A.    This is short.  I'm ready.
6        Q.    This is a pair of e-mails --
7 an e-mail that Mr. Brakefield forwarded
8 to you, including an e-mail from
9 Mr. McCutchen?
10        A.    That's what it appears to
11 be.
12        Q.    Okay.  Do you recall
13 receiving it on or about June 5, 2008?
14        A.    Not then.  I mean, I don't
15 recall today that I received something
16 like this.
17        Q.    No reason to doubt that you
18 received it in the regular course of your
19 business?
20              MR. WHITE:  Objection.
21        A.    No.
22        Q.    Any understanding as to why
23 Mr. Brakefield was sending this e-mail to
24 you?
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1              MR. OSTOYICH:  Well, the way
2        that's phrased, I'm going to
3        object to it, but go ahead.
4              MR. WHITE:  Same objection.
5        A.    Ted, at that time, I suppose
6 this is the first data that was evaded,
7 and as I have testified earlier, by this
8 time, I had seated the follow-up on --
9 and the whole conduct of the association
10 to Tom and Larry from our organization.
11 I had a lot of other things going on.
12              So he is trying to inform us
13 that data from Star is forthcoming or
14 sent or whatever.
15        Q.    Sir, you were interested in
16 knowing when the DIFRA data had been
17 submitted to the accountants; is that
18 fair?
19        A.    I was -- come again, please?
20        Q.    You were interested in
21 knowing when the DIFRA data was submitted
22 by the various members to the
23 accountants; is that right?
24        A.    Yes.  Only if all four
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1 submitted would they be able to put
2 together the industry total demand data.
3        Q.    And when there was a delay,
4 you asked Mr. Brakefield to follow up and
5 to find out what the status of the data
6 was; is that fair?
7        A.    I'm not sure if I did.  I
8 don't recall.
9              MR. WHITE:  If you don't

10        recall, he can refresh your
11        recollection.
12              THE WITNESS:  Sure, okay.
13 BY MR. HASSI:
14        Q.    Do you recall the language
15 in Mr. McCutcheon's e-mail in which he
16 says, does that look familiar, came from?
17              MR. OSTOYICH:  Objection.
18        A.    Was I familiar or am I
19 familiar now today?
20        Q.    Were you familiar then?
21        A.    Again, I don't recall seeing
22 this and trying it, but today I can see
23 it because earlier today you showed me a
24 letter from Tyler.
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1        Q.    And you recognize that
2 language as coming from the letter from
3 Tyler?
4        A.    Yes.
5        Q.    And do you have any
6 understanding as to why Mr. McCutchen was
7 quoting from a Tyler letter in an e-mail
8 to Sigma?
9              MR. WHITE:  Objection; calls

10        for speculation.
11              MR. OSTOYICH:  Objection.
12        A.    Ted, you're taking this -- I
13 can't --
14              MR. HASSI:  Would you please
15        read back the question?
16                  -  -  -
17              (Whereupon, the court
18        reporter read the pertinent
19        portion of the record.)
20                  -  -  -
21              MR. OSTOYICH:  Object to the
22        form.
23        A.    To me, this is the height of
24 sarcasm, and a derisive comment because
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Page 34

1     A.  I'm sure our business is a specialized business,
2 and no matter what segment you -- because there's a lot
3 of detail involved, but it's easier in underground.
4     Q.  Now, SIGMA has -- up until the MDA with McWane,
5 has focused on imported domestic or imported ductile
6 waterworks fittings; is that correct?
7     A.  Yes.
8     Q.  Are there areas that have domestic only
9 specifications?
10     A.  There are some.
11     Q.  And do you have a sense of how the number of
12 those specifications has trended over time?  I mean, is
13 this a growing trend?  Is this a shrinking trend?  Is it
14 a stable number of domestic only specifications?
15     A.  Up until ARRA, it was a declining trend.
16     Q.  What explains that, sir, in your view?
17     A.  I would ascribe it to three factors.  One is the
18 general acceptance of global marketplace.  There were a
19 lot of barriers early on about products being used in
20 the waterworks industry not being accepted if they were
21 made outside the U.S.A.  That has changed.
22         Number 2 is the quality and service provided by
23 those who produce these products from overseas such as
24 SIGMA, and the third is the unique difficulties involved
25 in the economics of the products that we're talking
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1 about.  They are a labor intensive, environmentally
2 sensitive production.
3         Over the years, because of laws, higher
4 enforcement of environmental regulations in the U.S., a
5 lot of the production has migrated overseas.
6     Q.  Do you have a sense before the ARRA was passed
7 of what percentage of the downstream market had a
8 domestic only specification?
9     A.  Just our internal guesstimate, if you will, and
10 we always put that as under 10 percent.
11     Q.  And did SIGMA make any efforts to flip those
12 specifications to convince municipalities to use -- to
13 allow imported fittings on its products as well?
14     A.  Oh, yes.
15     Q.  Just describe some of those efforts that you
16 made, sir.
17     A.  Well, this is our 25th year.  When we started,
18 it was I would say 90 percent worse, if not higher.  It
19 was buy domestic or Buy American, so obviously we had to
20 start one city at a time and one town and state or
21 whatever, agency, and change the so-called spec and get
22 approved, absolutely.
23     Q.  And what sort of -- what sort of presentation
24 would you make?  What arguments would you make or data
25 points would you draw out to convince an end user to
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1 allow imported fittings?
2     A.  That would depend largely on the specifier or
3 the city.  Some have very rigid standards to meet, such
4 as samples or qualities, certification, et cetera.  With
5 others, it is to convince them that we meet the AWWA
6 standards.  Some would just go with that.
7         But in most cases it was to convince them that
8 we are a responsible supplier because where they're
9 buried and used, the responsibility factor that we stand
10 by the product after they're buried and used.  It's
11 huge.  That's the biggest concern.
12     Q.  Is price a consideration?
13     A.  In what respect?
14     Q.  In an end user's decision whether or not to
15 switch from a domestic only specification to allow
16 imported fittings?
17     A.  Mostly not.
18     Q.  Why not, sir?
19     A.  Because the people who are interested with this
20 task, they are just engineers, and they're most
21 concerned about the quality and the durability and the
22 avoidance of claims if there is a product -- a quality
23 flaw.
24     Q.  Would you say these individuals are not price
25 sensitive?
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1     A.  No.
2     Q.  No, meaning that they are not price sensitive?
3     A.  They are not price sensitive.
4     Q.  I see.  You testified that before the ARRA, the
5 number of domestic specifications was trending downward.
6 Is there a natural bottom to that process, sir?  I mean,
7 do you think it's possible that there could be sometime
8 in the future 100 percent open specifications around the
9 country, or -- and are there customers out there that
10 are going to stick with domestic fittings come what may?
11     A.  My sense is some would stick to it, and it's all
12 a question of time, and I don't know how far I can go,
13 but some would just stick or at least prefer if not
14 mandated, but certainly that would have gone further
15 down.
16     Q.  And the end users who have domestic only specs
17 today, putting aside the ARRA issue, do you have a sense
18 of what's motivating these folks, why they're interested
19 in retaining this domestic only specification?
20     A.  I think it's the comfort factor.  To many it's
21 an emotional issue.  Many of them do it out of patriotic
22 considerations perhaps, and they're all -- it's tough
23 to -- very few of them give any good reason.
24     Q.  I see.  Now, been going back to your testimony
25 that before the ARRA, that the amount of domestic
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1 time of the ARRA?
2     A.  No, no.
3     Q.  And just to back up a bit, when you're
4 describing the passage of the ARRA, you said it
5 destabilized the industry.  How do you mean that?
6     A.  Well, for almost 23 years in our case, we have
7 made the industry more competitive by offering choices
8 from overseas, and as we talked earlier, the acceptance
9 rate was almost 90 percent.  There was such a balanced
10 supply landscape, and overnight, because of the Buy
11 America, it threatened and especially at a time the
12 public funding was at such a distressed level, the
13 funding was being replaced by federal funding which
14 naturally mandated use of domestic, which left the
15 choice practically to one.
16         So we thought it was a market destabilization of
17 the worst kind.
18     Q.  What did that do to import prices, to the prices
19 of imported domestic fittings?  Did the passage of the
20 ARRA destabilize the import side of the business?
21     A.  Again here these are not very well discrete and
22 deliberate events.  They were all happening in a warp
23 speed, so it had the potential to hurt the import
24 business as well.  I mean, though you can't
25 compartmentalize domestic fittings and import fittings,
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1 but at the end of the day it goes to the same market in
2 the same industry and from the same suppliers, so
3 naturally it sort of gave one supplier a huge advantage.
4     Q.  Did you think it was possible that it would
5 give -- by one supplier, we mean McWane?
6     A.  Yes.
7     Q.  Did you think it was possible that the ARRA
8 might give McWane an advantage both in the domestic
9 market and because of that, an advantage in the import
10 market?
11     A.  At that time it had the makings of that
12 possibility.
13     Q.  And why do you say that, sir?
14     A.  Because right now when the federal government
15 gets so heavily involved in the economy, in our
16 business, our customers would naturally look to a
17 reliable supply chain.  Up until that time, the reliable
18 supply chain had at least three very capable and well
19 established suppliers.
20         And overnight -- and this is not something of
21 one company's ability or something that they came up
22 with new that will have a gradual.  It's an overnight,
23 and because the emphasis is on jobs, et cetera, there's
24 a lot of anxiety about the supply chain, and so we all
25 feared that by coattails effect, even if McWane did not
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1 use that themselves, the customers could perceive it to
2 be, and now we have to give some business to McWane in
3 order to get the domestic fittings.
4     Q.  Give some business to McWane on the import side
5 as well that might have otherwise gone to SIGMA?
6     A.  Or Star, yes.
7     Q.  Or Star.  Going back to Exhibit 313, I would
8 like to just walk through this paragraph that's under
9 subpart A, and starting with the second sentence, so you
10 write:  "In fittings, there are effectively three,
11 McWane, SIGMA and Star, and all suffer from the same
12 challenges, and there seems to be a great desire to
13 improve the pricing, and each one has demonstrated
14 through a reasonable amount of discipline, even being
15 protective of our respective market share."
16         Are you describing 2008 in this sentence, market
17 conditions in 2008?
18     A.  And before.  And before.
19     Q.  Before?
20     A.  Yeah.
21     Q.  How did you see -- how did you notice that there
22 was a great desire to improve the pricing?
23     A.  Oh, I was reflecting our desire primarily.
24     Q.  And you go on to say "each one," meaning I
25 assume, McWane, SIGMA and Star, "has demonstrated
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1 through a reasonable amount of discipline even being
2 protective of our respective market share."
3         How did you notice that, and what you were
4 seeing that supported this sentence?
5     A.  Up until that time, we felt in '07 and '08
6 things were -- last quarter of '08 it was very uncertain
7 because that's when it all happened.  Up until that
8 time, we felt that there was a kind of sense of balance
9 in our activity, our volumes.  Judging from our own
10 performance, we didn't lose any market share that really
11 mattered.  I mean, we did lose one or two points, but
12 that doesn't bother us, you know.
13         I also want to set a little bit of a background
14 to this note.
15     Q.  Please.
16     A.  We talked earlier about the so-called leverage
17 buy out I suppose it is, and we had a lot of debt, and
18 ARES Capital is one of our lenders, and I was trying to
19 do all I can to reassure them -- because they were with
20 the economy crisis upon us they just wanted to develop
21 down to -- the financial group invests a lot of interest
22 in knowing the business, but they go about it in a very
23 clinical way.
24         So their first concern was all the price letting
25 that was beginning to happen to shed inventories and et
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1 cetera, so I was just trying to give them a reasonably
2 accurate statement, however not based entirely on the
3 realities.  I was trying to reassure them because they
4 were upon us as to how to value our inventory, do we
5 have to take a mark down, et cetera, and they could
6 come -- that could be -- of all the things we were
7 facing, this was the last thing we wanted.
8         So this was a little bit of cosmetic reply in
9 this effort, and throughout the note because they
10 were -- there was the first time they were really
11 getting into that kind of details.
12     Q.  I see.  No, that's helpful to understand.  Thank
13 you, Mr. Pais.
14     A.  Yes, yes.
15     Q.  When you were referring to the price letting to
16 pull down inventories, when did that begin?
17     A.  No, they were referring to the industry wide,
18 economy wide, whether it's in automotives or home goods
19 or things like that.  I was trying to reassure them,
20 because we have a lot of discussion with them as to how
21 our -- whether they come in, and they look at fittings
22 or metal products, steel products, and there's a lot of
23 difference between steel commodities and our part of
24 casting.
25         Pipes work differently from fittings, et cetera,
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1 so I was trying to reassure them ours is a value added
2 business.  Yes, there's a competition, but by showing an
3 average in the second paragraph, average sales price, it
4 is not exactly reflective because when you bundle all
5 small fittings, our average sales price might appear to
6 hold because the mix, and there's certain configurations
7 selling more than the other, which happen to be -- we
8 don't sell uniform margins.
9     Q.  I understand.
10     A.  And also the lot sizes, and as it happened with
11 the housing business down, the small size volume went
12 down and relatively the large sizes, and we have higher
13 margins in the large sizes, and the price per ton on a
14 fitting is considerably higher so that helps push the
15 average up.
16         So we were being reassuring to them that, Look,
17 look at this data.  If they come and say, let's look at
18 a six inch 90, how it was that would have shown them, so
19 it was a little bit of reassuring them.
20     Q.  I understand.  No, that's helpful context.  I
21 understand your testimony about how SIGMA understood
22 what its market share was.  How did -- how did you know
23 what McWane and Star's market share was or even -- for
24 if they had been "protective of their market share"?
25     A.  Well, it had -- for up until as I said -- until
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1 the crisis, everyone did their best.  Everyone had
2 their -- I think it's reasonable to expect from our own
3 growth and from what we have heard of Star's growth in
4 all our terms, not just in fittings because we sell a
5 lot of other products -- over the years we have grown
6 our market share, and it's our belief that Star has
7 grown their market share.
8         So by trial and error, I guess, the process of
9 elimination, McWane has lost theirs, but everyone was,
10 if not happy, comfortable with what was happening, and
11 that was my assessment.
12     Q.  And when you say comfortable with what was
13 happening, do you think that that was -- was that
14 reflected in price stability or certain level of prices?
15     A.  Stability is not something that I would use for
16 our business, not in the last 25 years.  It's tolerable.
17 It was not dropping to a point we were losing items,
18 losing money on some items or something, but at the same
19 time, it is certainly not the way we would have liked it
20 to be, given the volume going down, et cetera.
21         So it was just one of those -- we're not in any
22 threat by anyone, either McWane or Star.  We're holding
23 our own.
24     Q.  Did the DIFRA data help you to know that?
25     A.  Yes.  As I said, when you know the whole
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1 industry, how it is doing, and as it happened in '07
2 when we started, there was '06 data, and in '07, that's
3 when it started going down.  '07 we lost a fair amount
4 of market, 12 to 15 percent of market, so certainly if
5 our -- not volume.  Volume was certainly going down, but
6 the market share was holding up.  Then that gave us a --
7 that we're doing our job, that our selling job is
8 adequate, and we can live with that.
9     Q.  If we can move on.  The next sentence you write:
10 "This is where the monthly market size data produced by
11 DIFRA, an industry association that SIGMA helped to
12 form, with four supplier members for fittings" then I'm
13 going to skip the parenthetical if I could "helps
14 maintain the pricing discipline as the market and market
15 share data point to a relatively consistent and stable
16 market pattern."
17         Is that the dynamic you were just describing?
18     A.  Yes.  Price for us, it's a necessary variable.
19 It has never been steady.  It does up and down depending
20 upon the costs, depending upon the market factors.  If
21 we wanted to grow the volume, naturally we always use
22 price to attract -- that's always been the case, but
23 it's a question of degree, to what extent.
24         If the DIFRA data pointed to that we were really
25 losing market share, then we would have used price to
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1 get it back, you know, if all else failed.  As I said
2 earlier, we have a very deliberate review process.  All
3 the people in all the businesses are hands on, not
4 anyone remote, so as a result we have a very good feel
5 and so our -- the adjective that I've used to discuss
6 SIGMA is we are very nimble.
7     Q.  Sir, you go on to write:  "It," I assume it is
8 DIFRA in this case, "it has allowed all of us not to
9 allow the sharp market decline to be mistaken as a 'loss
10 of market share' which mostly causes price reaction."
11         Again is that the dynamic you were just
12 describing?
13     A.  Yes, because in a thoroughly competitive almost
14 hostile environment, all you need is a mistaken
15 diagnosis of the problem, and look, today everybody
16 knows about the uncertainty in the volume.  That's what
17 we live everyday, but before that, on one hand, up until
18 a certain point, market was growing, and there was no --
19 from distribution or anything, there was no particular
20 helpful indication of where the market was going, so
21 this was usually helpful in making the right decision.
22     Q.  And when you say making the right decision,
23 making the right decision on price, would that have been
24 one of the decisions?
25     A.  Price is one factor.  The decision in terms of
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1 monitoring, using our relationship more to get from
2 certain customers if we feel overall we're losing market
3 share.  Absolutely, I mean, there's a whole host of
4 things that go to determine the business.  Price
5 certainly is one of them.
6     Q.  Did the DIFRA data give you confidence that if
7 you were forced to drop your prices to meet prevailing
8 market conditions, that McWane or Star, who also
9 received the report, would not misinterpret that as an
10 attempt to gain share by SIGMA but instead just a
11 response to market conditions?
12     A.  Not really.  I mean, again we don't want to
13 make -- it was useful, but it was not a pannose for our
14 business model.  It just gave us exactly what I said,
15 how the market was doing overall, and hence from that
16 how we were doing, and then from there, what decisions
17 we took, vis-a-vis what decision McWane took are
18 dramatically different because we are so different.
19     Q.  Right.  Let me show you another document, if I
20 could, sir, and this document is marked as Exhibit 319.
21         MR. JASINSKI:  Are we finished with this one?
22         MR. RENNER:  We are.
23         (FTC Exhibit Number 319 was marked for
24 identification.)
25         BY MR. RENNER:
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1     Q.  Mr. Pais, take your time to review this.
2 Exhibit 319 is an Email chain of two Emails, them
3 written by yourself, Mr. Pais.  It begins with the Bates
4 number SIG0001553.
5         Sir, just to give some context, I believe tent
6 you're writing this Email, DIFRA has collapsed for lack
7 of a better word, and these Emails are in part your
8 analysis of the situation.
9         Sir, it may certainly help you, but you're free
10 to review the whole document for context, but my
11 questions are going to come to the third page, the final
12 page, 1555.
13         MR. JASINSKI:  Take your time to read the whole
14 Email if you would like.
15         THE WITNESS:  Right.  The last page?
16         BY MR. RENNER:
17     Q.  Right.
18     A.  Yes, please.
19     Q.  I think we can just walk through the Emails is
20 the best way to raise the issues.  In the first
21 paragraph, you indicate that as the volume in 2008
22 continued to decline, you were "able to stay reassured
23 that we were holding on to our SMS or close to it."
24     A.  Yes.
25     Q.  And SMS is SIGMA market share?
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1     A.  Yes.
2     Q.  And as the volume in 2008 continued to decline,
3 were you able to use the DIFRA data to keep your prices
4 higher than they would have been without the DIFRA data?
5     A.  You know, that is too much of a macro assessment
6 that we can tie to the pricing strategy.  Our pricing is
7 very local, each customer, each region we could get
8 whatever we were getting, and in some cases we have an
9 ability to monitor the volumes in tons and sale from
10 each customer, each -- of course each state and things
11 like that, so all we were feeling was from the DIFRA
12 data.
13         What we learned was first and foremost we found
14 definitely the market was losing money, and this was
15 helpful.  And in terms of the market share, we found at
16 least we were holding our own, so we really didn't have
17 to other -- than meeting whoever it is, whether it's
18 McWane or Star and now we have a third small competitor,
19 et cetera, so it's not a one to one type of a decision.
20     Q.  And the third small competitor, sir, you
21 mentioned, who is that?
22     A.  It's a company called SIP.
23     Q.  Where are they based?
24     A.  Houston.
25     Q.  Going back to the Email, during this time
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1 going to be there one way or the other so we had that
2 confidence.
3     Q.  I see.  But did Star Pipe's entry into the
4 market make it less likely that you would enter in the
5 sense that here you have a market that before the ARRA
6 was large enough for one firm, McWane, and now you hear
7 that Star Pipe has entered, now there are two firms.
8 Did it ever cross your mind that at least three might be
9 at least one too many?
10     A.  Not really because it was already one too many
11 in the import because it lacks capacity, so why not in
12 another product?
13     Q.  I see.  I see.  In light of that, if you had not
14 been able to reach an acceptable MDA agreement with
15 McWane, would you have continued on and entered the
16 domestic market?
17     A.  I suppose so.  We would have stumbled along.  We
18 still would have fallen way short.  It doesn't matter,
19 Star, us, manufacturer ABC, anyone who started at that
20 time, late as it was, would have been behind the eight
21 ball to sort of say, so yes, we would have certainly
22 stumbled along.
23     Q.  Do you have a sense of when you would have had
24 domestic fittings to sell into the marketplace?
25     A.  Again we don't see that as a binary function.
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1 We are there or not there.  It was a gradual -- if it
2 was conclusive that we have no other option, we would
3 have started a lot slower because of either funding or
4 availability of facilities, the trial and error, their
5 capacity, et cetera, but we would have had some product,
6 a small range by the end of last year, but depending on
7 when we would have made the decision.
8     Q.  And would you have -- would you have entered the
9 market with the high volume commonly used fittings and
10 then expanded over time into the odd, strange and
11 curious fittings?
12     A.  That decision also, which would have been
13 logical, would have been difficult in this time because
14 they could be a big area job with a midsize fittings of
15 flange fittings because this is such an unpredictable
16 phenomena.  In the normal course, you're absolutely
17 right, take the 80/20, take the more volume items, and
18 that's how we started our business 25 years back.  But
19 we didn't have that option.
20         That's what made that so difficult.  It is all
21 about -- very unpredictable, very unfavorable
22 environment to make a decision like this.
23     Q.  When Star Pipe entered the market, did McWane
24 respond in any way that came to your attention?
25     A.  Not that I'm aware of.
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1     Q.  Did you speak to any customers who indicated
2 that McWane was going to take an all or nothing type
3 approach with respect to Star Pipe?
4     A.  Did we talk to a customer?
5     Q.  Yes, sir.
6     A.  No.  We did not talk to the customer about it.
7 We just came across that when we were talking about the
8 MDA.  No.  First of all, I don't even know when --
9 though they announced it in AWWA, nobody believed that
10 they had done anything at that time.  It was more of a
11 just to grab some attention, but I would not know when
12 they were so called into the market.
13     Q.  I see.  And when you were discussing the MDA
14 with McWane, did you learn about the strategy McWane
15 planned to take with respect to Star Pipe's entry into
16 the market?
17     A.  None at all.  Our whole discussion was, limited
18 as it was -- they were most concerned about what they
19 could do for us.  Literally speaking we didn't care what
20 they could do with anything else or what Star did.
21     Q.  When you were planning domestic production for
22 SIGMA, were you concerned that McWane could throw up any
23 road blocks or erect any barriers to entry that would
24 make your entry more difficult?
25     A.  No, not at all.
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1     Q.  Not at all, okay.
2         MR. RENNER:  Why don't we take a break.
3         (Whereupon, a brief recess was taken.)
4         (FTC Exhibit Number 240 was marked for
5 identification.)
6         BY MR. RENNER:
7     Q.  Go back on the record, please.  Mr. Pais, I
8 would like to show you a document that we've marked as
9 Exhibit 240.  Exhibit 240 is an analysis of the SIGMA
10 domestic production plan for waterworks fittings, I
11 believe.  For the record Exhibit 240 is an Email from
12 Mitchell Rona to Stuart Box and Victor Pais, among
13 others, at SIGMA dated July 11, 2009, beginning with the
14 Bates number SIG0003149.
15     A.  Yes.
16     Q.  Mr. Pais, do you recall receiving this document?
17     A.  Yes.
18     Q.  Can you tell us what this document was used for?
19     A.  Well, primarily now that we have a more
20 structured management and ownership, board, et cetera,
21 for any capital expenditure, we have to produce a
22 feasibility study, project business plan, and we were
23 just trying to simulate if we made a certain amount of
24 investment in the domestic production, what could be the
25 payback and the whole economics of that.

PUBLIC



291907e9-a970-460c-9a38-8d87a3c81778

McWane/Sigma Pais 7/23/2010

(301) 870-8025 - www.ftrinc.net - (800) 921-5555
For The Record, Inc.

46 (Pages 178 to 181)

Page 178

1 additional capital?
2     Q.  In the Email you write "at the right price and
3 terms" so does that suggest that there was a price or
4 terms that wasn't the right price, that would not
5 have -- that would not have induced you to go with the
6 MDA rather than continue on with the domestic
7 production?
8     A.  Well, there was one, the 5 percent offer which
9 we rejected.
10     Q.  Did you have a sense of a minimum that you would
11 accept in the negotiations?
12     A.  Yeah, anything that we -- that allowed us to
13 make less than about 10 percent on net terms meaning 20
14 percent.  There's some costs involved in that, some
15 rebates, et cetera, and we thought that would be roughly
16 in the 8 to 10 percent range, so we were looking at in
17 the range of about 10 to 12 percent, if we get that,
18 that would be a good offer.
19     Q.  So 10 to 12 percent margin for SIGMA --
20     A.  Nets margin.
21     Q.  -- net margins after you account for your costs?
22     A.  Exactly, right.
23     Q.  Yes.  So the MDA as written was sort of at the
24 lower end of your reservation range; is that fair?
25     A.  Yes, yes, we tried very hard, and I'm sure you
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1 may have seen some correspondence, we started -- at
2 various levels.  You saw the numbers which we first went
3 there with, and they ruled that out on a multiplier
4 basis, which would have given us an average in the 25
5 percent, which would have given us 12 to whatever.
6         Then we tried 20, 25 and 30, meaning -- the
7 bigger the sizes, we felt there was more room for them,
8 so it would have averaged out to be something better,
9 and finally I made an appeal to Mr. McCullough, Please
10 at least make it 22 percent, and they said we just don't
11 have the room.
12     Q.  And if McWane had tried to keep additional
13 margin on its side of the table and say extended you an
14 MDA that gave you the chance to make a net margin of 5
15 percent, would you have walked away from the table?
16     A.  Wow, I really couldn't answer that because we
17 were confident -- at least I was confident somehow, once
18 they revived the discussion -- if they closed the
19 chapter and slammed the door with that 5 percent, and
20 then that would have been it, and this is where maybe
21 where we have honed some negotiation skills over 25
22 years.
23         When they came back, I was positive that there
24 is going to be a -- we could get to a right place.
25     Q.  And when you testified that if McWane had
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1 slammed the door with the original 5 percent offer, that
2 would have been it, what would have been it?
3     A.  No, if they stuck with that initial offer, that
4 5 percent of the pricing and that's all we can do, then
5 we certainly would have gone another -- to plan B, which
6 is our production.
7     Q.  Which is domestic production?
8     A.  Yes.
9     Q.  I see.  Did plans for setting up domestic
10 production continue while you were negotiating the MDA?
11     A.  It certainly did, but again this is a
12 negotiation as you can see in July, and I think we
13 signed on September 17, so I do not know at what time we
14 said we'll stop, but certainly we continued to look at
15 foundries.  We didn't say no to any of them yet.
16     Q.  Was financing a problem at this stage for your
17 domestic production plan?
18     A.  These days financing is a problem, period.  Yes,
19 it was a problem because you have seen last year, we got
20 demonstrated first by the economy and then by the ARRA
21 and then by this McWane pricing reduction, triple
22 whammies, so financing is certainly a big concern.
23     Q.  Uh-huh.  Was is a deal breaker?  Was adequate
24 financing available if necessary?
25     A.  It was not available.  If we did not have any
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1 alternative to the McWane route, we certainly would
2 have, as I said, stumbled along with domestic
3 production.  We would have brought in the finances.
4     Q.  And would Frontanec have provided the finances?
5     A.  They would have had to, and other shareholders
6 as well.
7     Q.  I see.  Would that have included you?
8     A.  Yes.
9     Q.  Yes.  Were you prepared to --
10     A.  Yes.
11     Q.  -- to --
12     A.  Because we have to capitalize together.  We
13 don't have to, but otherwise that has to come as equity,
14 that is, I would lose my share or it would be diluted
15 and I believe in SIGMA so I would definitely invest.
16         (FTC Exhibit Number 258 was marked for
17 identification.)
18         BY MR. RENNER:
19     Q.  I see.  I would like to show you a document that
20 we have marked as Exhibit 258, please.
21     A.  Are we done with this?
22     Q.  Yes, sir.  Thank you.  For the record Exhibit
23 258 is an Email written by Mr. Pais to Mr. Mitchell Rona
24 and it begins with the Bates number SIG0003508.
25         Sir, what I believe is happening in this Email
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1 exchange is McWane has indicated that U.S. Pipe may not
2 be a customer for SIGMA under the MDA, and internally
3 yourself and Mitchell Rona are discussing the
4 ramifications of that; is that correct?
5     A.  Yes.
6     Q.  Can you explain what you mean in item 2 on your
7 Email on the first page, Bates stamp 1358 with the above
8 heads up to RT.
9     A.  Yes.
10     Q.  Does that mean Rick Tapman?
11     A.  Rick Tapman.
12     Q.  I suggest you talk to --
13     A.  Gary Crawford.
14     Q.  And?
15     A.  Tom Morton.
16     Q.  Both at U.S. Pipe?
17     A.  Yes.
18     Q.  I see.  To explain our MDA rationale?
19     A.  Yes.
20     Q.  Emphasis, and then price stability?
21     A.  Price stability in addition to Capex time,
22 completion -- yes, capital.
23     Q.  What did you mean by price stability?
24     A.  Let's see.  Okay.  I think stability is
25 something that we use rather loosely, but in this case,
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1 our concern was this was a particularly tricky problem
2 brought about by all these factors.  We were servicing
3 U.S. wide with all the import fittings, and so we treat
4 them on par with any other distributors, so there was no
5 problem there.
6         With the domestic, once we -- we were I think at
7 this point getting close to the so-called 20 percent
8 MDA, so that gave us certain room, so we could give
9 certain rebates or discounts and keep everyone
10 competitive.
11         ACIPCO was covered already by our agreement, but
12 U.S. Pipe, because of the historic relationship with
13 McWane -- I think at this point we had not covered the
14 ground definitely with McWane, so we were concerned that
15 if we did not extend the same pricing structure to U.S.
16 Pipe, they would be at a disadvantage with respect to
17 another distributor that we sell.
18     Q.  Meaning American Cast-Iron Cast Company?
19     A.  And, for example, C&B who is also in the plant
20 world like U.S. Pipe.
21     Q.  Great.  So you're concerned that U.S. Pipe would
22 be at a --
23     A.  Disadvantage.
24     Q.  -- disadvantage?
25     A.  And they would take it out on us because we were
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1 supposed to come up with the domestic requirement for
2 them.  We had a discussion with them, and now we made
3 this agreement, and they would be left out, and so what
4 I was asking Mitchell to do is offer to Tom Morton --
5 he's the VP of purchasing of U.S. Pipe, that look --
6 first of all there was also -- they message was, Look,
7 this was about the time we could share with them our
8 plan, this is the earliest, because they were constantly
9 asking us what's our plan, what's the answer.
10         So it was time to look and convey to them our
11 rational, why we did they, and then we can he extend
12 this agreement to service to them as domestic programs
13 and keep them competitive also.
14     Q.  That makes sense to me, sir.  I understand that.
15 I'm still not quite sure I understand how that relates
16 to price stability.
17     A.  Price -- it's more of a price quality rather
18 than stability because now with the 20 percent, suppose
19 we gave I think a 5 percent discount to ACIPCO or 6,
20 whatever it is, and the distributors were getting --
21 through rebates.  We don't give to the OEMs,
22 manufacturers, so we could give the same kind of a
23 treatment to U.S. Pipe and treat them, look, you're on
24 par with everybody else, you're not at a disadvantage
25 and we can continue the servicing.  We'll start and
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1 service it.
2     Q.  Sir, if you could turn the page, I want to ask,
3 you may not know anything about this, but Tom Morton, I
4 have some questions about Tom Morton's Email to Mitchell
5 Rona at the top of the page.  Mr. Morton writes "we"
6 meaning U.S. Pipe, "pulled back on our efforts based on
7 your commitment to have supply available in January."
8         Do you know what Mr. Morton is referring to
9 there?
10     A.  Hold on just one second.  Yes.  I can elaborate
11 on that.  U.S. Pipe, as you know, they were a producer
12 of domestic fittings.  They suspended when they closed
13 their Grant plant, and they have the tooling, so
14 originally they would have absolutely had -- would have
15 loved to have an independent choice, especially when the
16 ARRA came, because it was interesting when the
17 requirement -- their requirement of the domestic was
18 small, they comfortably bought directly from McWane, and
19 that is fine.
20         But again this ARRA, being uncertain, had the
21 makings of expanding the domestic market, so they wanted
22 to have a credible independent, which would have been
23 us, and originally they thought they will take the
24 tooling and get into manufacturing on their own.
25         When we told them early on -- when I say early
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1 on, maybe May, June, et cetera, Hey, we are on the same
2 path, and we might even use them, so they gladly agreed
3 because frankly speaking, though they also would have
4 been forced into it, they really don't have the economic
5 volume because they've got pretty much gotten out of the
6 market, and their own needs are very small.  It would
7 not have been viable, but that was their decision.
8         So they particular case I think is posturing --
9 oh, we would have been well on our way, which in reality
10 they would not have, because I think now Mitchell is
11 trying to say, Hey, look we're still considering, and by
12 the way, this -- the previous accounting would give you
13 some insight into our various efforts at various
14 foundries and we've taken some trials, et cetera.
15     Q.  Thank you, sir.
16     A.  So I think he's just trying to give Mitchell a
17 hard time, Hey, give me a definitive answer.
18     Q.  Did SIGMA make U.S. Pipe a commitment that SIGMA
19 would have domestic fittings by January?
20     A.  You know, it was relentless pressure from all
21 these customers.  At some point, I'm not aware of this
22 reference here, my guess is we would have told them in
23 May or June, Hey, if we start now, we will certainly be
24 ready in some way in January, so that was it.
25     Q.  Was U.S. Pipe disappointed in your decision --
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1     A.  Yes.
2     Q.  I'm sorry, sir.
3         MR. JASINSKI:  Let him finish the question.
4         THE WITNESS:  I thought you were finished.
5         BY MR. RENNER:
6     Q.  I appreciate your answer, but just for the sake
7 of the record:  Was U.S.  Pipe disappointed in your
8 decision to accept an MDA with McWane rather than set up
9 domestic production?
10     A.  Yes.
11     Q.  Why?
12     A.  They would have certainly liked an independent
13 source, again in terms of what their and our and market
14 expectation that this ARRA and Buy America was something
15 bigger than what it was in terms of the domestic need.
16 They did not want to be dependent on McWane if they
17 could help it.
18     Q.  Is that because McWane is a pipe rival to U.S.
19 Pipe, is that the issue, as you understand it?
20     A.  They all have had a long history so that could
21 be one of them.
22     Q.  Fair enough.  Sir, I would like to talk a bit
23 more about the terms of the MDA itself, and if we could
24 turn back to Exhibit 278, sir, which I see that you're
25 doing, and what I would like to do is walk through the
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1 document and get your sense of what the rationale of
2 what the clauses in the agreement are, possibly a bit of
3 the history of the negotiation, and if they make sense,
4 from SIGMA's point of view.
5         The requirement in part 1, sub B, titled
6 exclusivity, what's going on with clause one that
7 provides:  "SIGMA may purchase domestic fittings in the
8 30 to 48 inch diameter size range from other
9 manufacturers so long as SIGMA is the sole owner of the
10 patterns for such domestic fittings but only for resale
11 to other domestic foundry manufacturers of ductile iron
12 pipe and fittings."
13         That sounds like a very carefully chosen set of
14 words, very narrowly drafted clause.  What eventuality
15 is being prepared for here?
16     A.  Yes.  Because at that time, and it's good timing
17 that we just reviewed the previous one where you get a
18 little sense that on the larger sizes, we had begun to
19 take some trials using a new process we thought we would
20 import from China.  It's call lost form where it doesn't
21 necessitate sand casting because sand casting is
22 environmentally much more difficult.
23         So what we had told them was as you can probably
24 see, we were negotiating every which way with McWane to
25 get the best possible agreement, terms, exclusions,
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1 flexibility, et cetera.  One of them is this.  We also
2 said, Look, there's two customers that we have had, pipe
3 manufacturer, they're OEM, and they're not distributors,
4 and they flat out have a problem with you, and they want
5 us too.  They have tooling and they're making us -- and
6 we have been in some trials, et cetera, for them and we
7 can suspend, and I think we were able to get their
8 attention.
9         We said, okay, if that's the case we'll make an
10 exception.  If it is for them, because they presume that
11 that tooling will be either ours or we may buy it from
12 them, one of the -- only -- well, both of them have
13 tooling that they don't use any more, ACIPCO used, so we
14 finally managed to get that exception.
15     Q.  So this clause allows SIGMA to sell fittings
16 between 30 and 48 inches to ACIPCO and U.S. Pipe?
17     A.  Yes, yes.
18     Q.  I see.  If we could move down to the markets
19 heading, still on page 00 -- 5022 rather.
20         MR. JASINSKI:  That's paragraph 1 C?
21         MR. RENNER:  Yes, sir, thank you.
22         MR. JASINSKI:  Thank you.
23         BY MR. RENNER:
24     Q.  So paragraph 1, C, thanks Doug, 1 C is Section
25 2.  What's your understanding of this clause?

PUBLIC



Roy Pitts 
Deposition Excerpt 

 
 

PUBLIC



In the Matter of:

McWane/Sigma

October 29, 2010
Roy L. Pitts

Condensed Transcript with Word Index

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

PUBLIC



7a185c5b-9a86-4a7d-8214-6a4c5f74850f

McWane/Sigma Pitts 10/29/2010

(301) 870-8025 - www.ftrinc.net - (800) 921-5555
For The Record, Inc.

20 (Pages 74 to 77)

Page 74

1     Q.  This conversation that you had with Mr. Jansen
2 the week prior to sending this email, as referenced in
3 this -- in this first line, was that the first time you
4 had heard about this policy or had you had previous
5 conversations with either Mr. Tatman or Mr. Jansen?
6     A.  Actually, it was the first time I heard about
7 it.  I heard about it from Jerry, that there was a
8 policy coming out.  In fact, I got -- it wasn't -- I
9 actually got more information from Rick after I heard
10 from Jerry about that.
11         And it was at that point that we started to --
12 at the same time I was doing that, Sean Kelly was having
13 meetings with Rick Tatman, at one of the WASDA meetings
14 that he attended, and he was getting more information
15 about it as well.
16         So, we were collecting it from different --
17 different sources, so to speak, but it was the same
18 message, and it was all coming from Tyler.
19     Q.  And what was -- what was Mr. Tatman saying was
20 the reason for -- this policy was being implemented?
21     A.  Well, they felt that -- they wanted to suggest
22 that if we couldn't support them on a national basis,
23 then we shouldn't be able to benefit from the fact that
24 they've got the greater market share.
25         So, we -- in other words, we had to be a
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1 national player and recognized as a national distributor
2 of their product, and we couldn't be a national
3 distributor of their product if we were going to support
4 domestic fittings manufactured for Star.
5     Q.  So, in my mind that makes sense as to the
6 benefits for Hajoca for dealing with McWane, but what
7 was -- were they offering up what the benefits there
8 were for McWane for implementing this policy?
9     A.  Well, that would be keep Star out of it is the
10 benefit for them.  They felt that by keeping -- by
11 putting this restriction on Star's domestic fittings,
12 they could -- they could keep Star out of that Buy
13 America business.
14     Q.  And that was communicated directly to you?
15     A.  Oh, yeah, absolutely.  A lot of the work was
16 coming out that way.
17     Q.  By Mr. Tatman?
18     A.  In a conversation.  I don't think there was any
19 kind of email record of that, but that was the -- it
20 implied that a lot of the government work -- that's --
21 why else would Star get domestic manufacturing?  Well,
22 everybody made the assumption they were doing that so
23 they could qualify for the U.S.-only or Buy America work
24 that was out there, which was the majority of the work.
25         And so I think that -- you know, to me, I think
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1 it was actually a good -- it was a bold move and a good
2 move by Star, I thought it was.  If there was a way to
3 get qualified, you know, by getting -- I think they
4 had -- they had been -- they had some contract
5 manufacturing worked out with another supplier.
6     Q.  Turning our attention to the actual attachment,
7 the letter.
8     A.  Um-hum.
9     Q.  Would you mind reading the paragraph that's
10 towards the bottom that starts off, "Customers who"?
11     A.  "Customers who elect not to support this program
12 may forgo participation in any unpaid rebates for
13 domestic fittings and accessories or shipment of their
14 domestic fitting and accessory orders or Tyler Union or
15 Clow water products for up to 12 weeks."
16         You got put in the penalty box is what happened.
17     Q.  So, your understanding of this is that -- is
18 what?
19     A.  If we -- if any of our locations were to
20 participate and purchase Star domestic fittings, we, as
21 a company, would lose all the rebates we had -- that had
22 been accrued for us, plus we wouldn't be able to
23 purchase any of their locations -- any of their products
24 for up to 12 weeks.
25     Q.  Now, you said that you would lose your rebates
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1 and that you wouldn't be able to --
2     A.  Yeah.
3     Q.  -- purchase --
4     A.  Correct.
5     Q.  -- and that -- and it was both -- both things
6 would occur?  Is that correct?
7     A.  Yes, that's right.  Yeah, yeah.
8     Q.  In the letter, it says that customers who elect
9 not to support this contract may forgo.
10     A.  Right, um-hum.
11     Q.  And that -- and jumping down to the next line,
12 "or shipments of their domestic fittings."
13     A.  No, it wasn't an either/or.  It wasn't an
14 either/or.  It was both.  It was both.
15     Q.  And how were you communicated that?
16     A.  Well, we were told right away that our Lansdale
17 location would be cut off.  They couldn't buy the
18 fittings anymore.  The -- the rebate was more
19 problematic, because that was an annual rebate, and so
20 we -- there was -- we weren't expecting any money right
21 then anyway, but we certainly were concerned about it.
22 It was a small amount, but we were concerned about
23 losing what had been accrued for us already.
24         But I think the key issue for us was less the
25 rebate as it was getting access to the line, quite
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1 frankly, because we had already had some contractor
2 agreements to supply their products up in the
3 Pennsylvania area through Lansdale.
4     Q.  So, even though this letter, as written,
5 suggests that you may or may not be penalized and that
6 if you are penalized, it could be for -- it could be one
7 or the other --
8     A.  Yeah, um-hum.
9     Q.  -- or essentially both --
10     A.  Selective enforcement, yeah.
11     Q.  -- the -- the message that Hajoca received, and
12 specifically that Mr. Tatman and Mr. Jansen relayed to
13 you, was that it would be -- both would be implemented
14 against Hajoca --
15     A.  Correct.
16     Q.  -- and it would happen indefinitely --
17     A.  Correct.
18     Q.  -- if -- if --
19     A.  That's right.
20     Q.  -- you started purchasing from Star.
21     A.  Correct.  And that message came to me and to
22 Sean Kelly.  We were both told the same thing.  We were
23 both told the same thing.  We actually got our regional
24 managers involved in this, because we wanted to make
25 sure that everybody knew what the -- what the
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1 ramifications were.
2         So, we involved the region manager over the
3 Lansdale location; he was involved, because, you know,
4 that represented -- that could be potentially a lot of
5 business that we were going to lose, and we also had
6 Sean Kelly.  We even had conference calls about it.  So,
7 we were very clear that that was the message.
8     Q.  So, it was -- you were clear on the receiving
9 end from McWane --
10     A.  Correct.
11     Q.  -- and then you also made it clear to -- in the
12 internal discussions within Hajoca --
13     A.  Oh, yes, absolutely.
14     Q.  -- as to the stance you were going to take?
15     A.  We wanted to make sure they understood what the
16 risks were.  We understood that protecting our model was
17 essential, that we wouldn't back down from -- from
18 protecting the managers -- preserving that manager's
19 choice of which vendor he wanted to work with.
20     Q.  Turning back to the email that you drafted to
21 Mr. Kelly, the second to last paragraph reads, "Jerry
22 had told me last week that if any PC" -- that's profit
23 center?
24     A.  Yeah, PC., um-hum.
25     Q.  -- "in the U.S. purchases domestic fittings from
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1 Star, all PCs would lose access to McWane's fittings and
2 possibly lose rebates."
3     A.  Yeah.
4     Q.  The rebates that you're referencing in this, are
5 these the annual rebates that you're referring to?
6     A.  Yeah.  They're relatively small.  They're 5
7 percent, I think, about 5 percent.  Yeah.
8     Q.  Do the individual profit centers have a fittings
9 rebate --
10     A.  Yeah, yeah.
11     Q.  -- with McWane?
12     A.  Yes, right.  Um-hum.
13     Q.  Are they different?  So, the annual rebate and
14 the fittings rebate?
15     A.  No, no.  They're the same, one and the same.  We
16 only get one rebate from McWane, and they pay it to us
17 for all the locations, and then we disburse the amount
18 to all the locations.
19     Q.  Jumping down to the next paragraph, it reads, "I
20 am traveling today and tomorrow but will reach out to
21 Rick Tatman for some more discussion."
22         Do you recall whether or not you had more
23 discussions?
24     A.  I did.  Oh, yeah.  We had numerous discussions
25 about this, because we were -- we wanted to impress upon
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1 Rick that -- that we were not likely going to go along
2 with this policy.  In other words, we weren't going to
3 mandate that our managers stop buying from Star.
4         The -- doing that -- I mean, his argument about,
5 well, we want -- the big guys are doing that, Ferguson
6 and Home Depot are doing that, well, that didn't sway
7 us.  You know, we believed that, you know, the manager
8 has got to take ownership of the decisions, and the best
9 way for him to do that is to have him make them.  He
10 knows better than us.
11         Now, again, this was a little more complicated,
12 because there were consequences outside of that market
13 which meant that the Lansdale location would be at risk;
14 but even in discussions with them and their region
15 manager, we all agreed the best thing to do would be to
16 stand our ground.  And we did.
17         MR. MANN:  I'll ask the court reporter to mark
18 this as the next exhibit, Exhibit 22.
19         (Exhibit Number 22, Email chain, Tatman to
20 Pitts, 10/2/09, was marked for identification.)
21         BY MR. MANN:
22     Q.  For the record, this is an email chain that ends
23 in an email from Rick Tatman to Roy Pitts, dated October
24 2nd, 2009, that bears the Bates stamp HAJ000066.
25     A.  (Document review.)
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1 answering, great.  If --
2     A.  Okay, yeah.
3     Q.  -- you feel like you're too far removed, I
4 respect that as well.
5     A.  Um-hum.
6     Q.  But if you were to put yourself in the
7 Lansdale -- I guess put yourself in the role of Jeff
8 Kinsey, okay?  You're managing the Lansdale branch.  You
9 have this relationship with Tyler Union, but let's say
10 that you also are purchasing imported products from Star
11 prior to all of -- all of this pretext that we've been
12 talking about.
13     A.  Um-hum.
14     Q.  Assuming that none of -- that Tyler Union wasn't
15 trying to -- didn't have the -- didn't come out with the
16 September 22nd email, that business was just going on as
17 normal, at what point would -- would the Lansdale
18 branch, do you think, purchase -- would have considered
19 purchasing a small order of domestic product from Star?
20     A.  At what point would they?
21     Q.  Yeah.
22     A.  Why would they?  I don't know that they would.
23     Q.  Well, why is that?
24     A.  I mean, if they were -- if they were -- if they
25 were retained -- I'm assuming in your example they would
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1 have retained the relationship with Tyler Union, right?
2     Q.  Correct.
3     A.  Okay.  If that's going fine, I mean, they're --
4 it's not like the manager is going to duplicate their
5 inventory.  They will try to work with one supplier.
6 I -- it's -- managers buy from who they're comfortable
7 with, and as long as they're being kept competitive and
8 have a good -- a good supply, a good service capability,
9 I can't -- I can't think of the reasons that would cause
10 a manager to want to suddenly bring in an import line if
11 they're selling successfully with another line.
12         Now, it could -- now, certainly with price, it
13 could be a price thing.  At some point, if Star had
14 decided to become much more competitive in the market,
15 then that could -- you know, that could always -- that
16 could always be the reason why a manager switches lines,
17 if his present supplier is not keeping him competitive
18 and he is not able to get the jobs.  But I don't -- I
19 don't see anything that suggests that would have
20 happened here.
21     Q.  So, is there a --
22     A.  He was very -- I mean, he was a very loyal guy.
23 Jeff was a very loyal guy to Tyler Union.  I mean,
24 that -- he made that real clear to us from the
25 beginning.  You know, we felt that we were -- we were
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1 pulling the rug out from under him.  We said, "Well,
2 we're not doing that.  We're just trying to protect our
3 model here."
4     Q.  So, it's your understanding that once a manager
5 of a profit center develops a relationship with a
6 supplier, that they usually only have one supplier in a
7 particular product line?
8     A.  In some product lines, yes, they only keep one.
9 There is not enough business to spread it out.  You lose
10 any kind of leverage you have if you try to divide it up
11 too much.  And I think in this case, Tyler had been a
12 good supplier for a number of years to that location,
13 and they had even been responsible for them getting some
14 municipal contracts.
15     Q.  Was the fittings business out of the Lansdale
16 branch big enough to potentially have two suppliers?
17     A.  No, I don't think so.  Again, remember, this was
18 not a waterworks location only.  I mean, that location
19 does a lot of other work as well.  But it's a nice,
20 profitable segment for them, and they have got some
21 people -- they have got some staff on board that do a
22 good job with it.  So, it was important for Jeff to try
23 to keep that staff together, and, you know, I don't know
24 that he would have -- I can't envision him doing that.
25         I mean, typically, you don't -- in the plumbing
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1 category, you tend to bring in multiple lines, because
2 you have to have that kind of appeal to the customers,
3 to address the different variant customer preferences.
4 Waterworks is a little bit different.  Waterworks is a
5 little bit different.  There's fewer suppliers.  There
6 aren't that many differences from supplier to supplier,
7 quite frankly.
8     Q.  So, let's jump out to Mountain West.  Would your
9 answer change if we were talking about the Salt Lake
10 City profit center?
11     A.  I don't know.  You know, again, I think that --
12 you know, I'm -- I couldn't speak for them.  I'm more in
13 tune to Jeff.  Again, they never came up as a big
14 concern, you know, because I think a lot of what they
15 did was sell -- if they had had issue with this, this
16 policy, I was not aware of it.
17     Q.  Okay.
18         Why don't we go ahead and take a break.
19         (A brief recess was taken.)
20         MR. MANN:  If I could have the court reporter
21 read back a section of testimony.
22         (The record was read as follows:)
23         "QUESTION:  And the "or" language, that you
24 could lose your rebates or not have access to orders for
25 that time period, was represented not as "or," but
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1 "and"?
2         "ANSWER:  "And," correct.
3         "QUESTION:  So, to be clear, "may" is "would."
4 Is that correct?
5         "ANSWER:  That's correct.
6         "QUESTION:  And "or" was "and."  Is that
7 correct?
8         "ANSWER:  That is also correct.
9         "QUESTION:  And 12 weeks -- it said 12 weeks in
10 the letter --
11         "ANSWER:  Yeah.
12         "QUESTION:  -- but your understanding was that
13 it was going to be indefinitely.  Is that correct?
14         "ANSWER:  I saw this as going forward, yeah.
15         "QUESTION:  Thank you.
16         "And in addition to the email that Mr. Jansen
17 sent on November 3rd to Mr. Kelly, and you're CC'd on
18 it, as represented in Exhibit 24, based on your
19 discussions was how you formulated these opinions that
20 "or" was "and," that "may" was "would," and that 12
21 weeks was indefinitely.  Is that correct?
22         "ANSWER:  That's correct, yeah."
23         BY MR. MANN:
24     Q.  Mr. Pitts, are the discussions that I referred
25 to in my summary referring to the discussions you had
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1 with Mr. Tatman and Mr. Jansen during the month of
2 September 2009?
3     A.  Correct, yes.  Yeah.
4     Q.  Thank you.
5     A.  Yeah.  And when I said 12 months -- 12 weeks
6 going forward, my -- that's really an opinion I had,
7 because we weren't going to go backwards.  We weren't
8 going to change anything.  As far as I was concerned, if
9 we made the decision to support that profit center,
10 Tulsa, and their decision to buy Star, we weren't going
11 to go back on that decision.  So, as far as I saw that,
12 I saw that as a continuation.  There was no penalty box
13 or time-out or something like that, so... Okay.
14     Q.  Turning our attention now back to the time
15 period when both Tulsa was cut off, as well as the time
16 period that Lansdale was cut off, did Lansdale ever
17 submit purchase orders that Tyler Union didn't accept?
18     A.  No, not to my knowledge.  No.
19     Q.  Did Tulsa ever submit any purchase orders that
20 Tyler Union didn't accept?
21     A.  Not to my knowledge.
22     Q.  Did Lansdale hold off sending any purchase
23 orders because of the Tyler Union policy?
24     A.  I don't know that.
25     Q.  Is your answer the same for the Tulsa branch?
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1     A.  That's correct, yeah.  My assumption would be
2 that Tulsa had no intention of buying from Star -- I'm
3 sorry, from McWane again, Tyler again; that they were
4 very clear that they were going to go forward with Star.
5     Q.  Did Lansdale lose any business because of Tyler
6 Union's policy?
7     A.  I don't know that to be certain, because they
8 had inventory, and they were given the ability to buy
9 and -- buy some of the inventory that they needed to
10 take care of their contracts.  So, I don't know that
11 they actually lost business at all.
12     Q.  Did Tulsa lose any business because of Tyler
13 Union's policy?
14     A.  I don't think so.
15     Q.  Did Lansdale hold off bidding on any projects
16 because of the Tyler Union policy?
17     A.  I don't know if they did or not.
18     Q.  The same answer for the Tulsa branch?
19     A.  The same answer, yeah.  Um-hum.
20     Q.  Roy, I'd like to turn our attention now to the
21 McWane corporate rebate program.  Are you familiar with
22 the rebate program?
23     A.  Yeah.
24     Q.  What is your understanding of the McWane
25 corporate rebate program?
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1     A.  Well, it's -- it's a loyalty program that says
2 as long as you continue buying their products and
3 don't -- essentially don't support their competitors in
4 certain product categories, that you will earn
5 incentives at the end of the year.  It's kind of an
6 all-inclusive program.
7         So, by supporting McWane products exclusively or
8 supporting -- I think they even went so far as
9 supporting them in their initiatives to keep out import
10 business.  And I think that is stated very clearly in
11 their policy, and that that's -- and I think the payout
12 was -- not much.  It was like between 1 and 2 percent, I
13 believe, according to my memory.
14     Q.  Payout of 1 or 2 percent of?
15     A.  Of total purchases.  One or 2 percent of the
16 total purchases would come back to you in the form of a
17 rebate at the end of the year.  It was kind of an
18 umbrella-type program that covered -- so, if you
19 supported their couplings, their pipe, their utility
20 fittings, and as long as you showed that kind of
21 support, that level of loyalty, you would earn extra
22 incentives above and beyond those that are recognized as
23 market incentives, market rebates.
24     Q.  And was this -- historically -- do you mind if I
25 start over?
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1      PETER PRESCOTT, having been sworn by the Notary 

2 Public, was examined and deposed as follows:

3           EXAMINATION BY MR. LAVERY:  

4 Q.  Good morning.  

5 A.  Good morning.

6 Q.  Could you state your full name for the record, please.  

7 A.  Peter Everett Prescott.

8 Q.  And could you give me your home and work addresses?

9 A.  Yes.  Work address is 32 Prescott Street, Gardiner, 

10 Maine, and the zip is 04345.  Home address is 60 Pond Road, 

11 Manchester, Maine, and the zip is 04351.

12 Q.  Have you ever been deposed before?

13 A.  Yes.

14 Q.  How many times, approximately?

15 A.  I -- I only remember one, but my memory is not good, 

16 which -- right?  

17           MR. MANN:  In this matter?  

18           THE DEPONENT:  Yes.

19 Q.  Fair enough.  Well, similar to at least your last 

20 deposition I will be asking you some questions, and the 

21 court reporter here is going to take down your answers 

22 so --

23 A.  Okay.

24 Q.  -- it is important that you respond verbally.  Nodding 

25 or shaking your head won't show up on the record.  
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1 when it comes to product lines and services.

2 Q.  And you mentioned fittings, do you carry ductile iron 

3 and waterworks fittings?

4 A.  Yes.

5 Q.  What about PVC?

6 A.  Very -- very little compared to ductile.  We do carry 

7 it.

8 Q.  How many branches does Everett J. Prescott have?

9 A.  Right today 27.

10 Q.  27.  Where are they located geographically?

11 A.  I would be better off to get -- in fact, I -- I can get 

12 you a list.  Do you want -- would that be easier for you?  

13 Q.  I will rephrase.  What states are they located in?

14 A.  Oh, we're located in nine states.  We're -- we're in 

15 all of the New England states, New York, Ohio and Indiana.

16 Q.  And what's the rationale behind having multiple 

17 locations?

18 A.  Because of -- of service, to be able to service the -- 

19 the way the market is today.

20 Q.  Does each location service different regions?

21 A.  Each location has its region, and these are stationed.  

22 We try to station them so -- not too far apart so that they 

23 can serve the area because of the service that's required 

24 today in the industry.

25 Q.  How many employees total does Everett J. Prescott have?
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1 A.  Right now about 270.

2 Q.  And in -- in 2011 what was Everett J. Prescott's total 

3 revenue, approximately?

4 A.  Approximately 140.

5 Q.  What about 2010?

6 A.  You said two -- oh, I -- I told you backwards.  140 for 

7 2010, maybe 145 for 2011.

8 Q.  And what about in 2009?

9 A.  I would say maybe 145 2009.

10 Q.  Starting with 2009, of that $145 million in revenue how 

11 much of that was from ductile iron and waterworks fittings?

12 A.  Of all types?  

13 Q.  Of all types.  

14 A.  I would say two to three million.

15 Q.  And what about in 2010?

16 A.  Maybe 10 percent more than the three million.

17 Q.  So, between three and four million?

18 A.  No, three and 3-1/2.

19 Q.  Three and 3-1/2 million?

20 A.  2010, yes.

21 Q.  And what about 2011?

22 A.  Total maybe a little over two million.

23 Q.  So, overall your revenue from fittings makes up a very 

24 small portion of the -- 

25 A.  Of the total.

Page 11

1 Q.  -- total revenue?

2 A.  Yes.

3 Q.  Does Everett J. Prescott keep an inventory of pipe 

4 fittings and other products in stock or do your suppliers 

5 drop ship them to locations?

6 A.  No, we -- we carry complete inventories, in all 

7 locations, of items necessary for that location.

8 Q.  Approximately what is the total dollar value of the 

9 fittings that you have in inventory right now?

10 A.  I do not know.

11 Q.  Do you have an estimate?

12 A.  No.

13 Q.  Of the fittings that you do have in stock, 

14 approximately what percentage is domestic?

15 A.  Today I would say that probably pretty close to 50/50 

16 between domestic and foreign.

17 Q.  I know you said that each of your branches stocks 

18 inventory, what is the advantage of stocking inventory 

19 versus having suppliers drop ship to locations?

20 A.  Oh, it is a great advantage because of service.  

21 Because the service that's required today is -- is just 

22 totally different than -- than in the industry, and if you 

23 don't have the stuff they will just go someplace else.

24 Q.  To one of your competitors?

25 A.  Yes, absolutely.
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1 Q.  What companies does Everett J. Prescott compete with 

2 today?

3 A.  Just about everybody under the sun because there is two 

4 big stores that you know all about, that's HD and Ferguson 

5 are gigantic.  That -- they are big stores, and -- and then 

6 we compete with all of the independents like ourselves.  I 

7 think that there is -- oh, in our territory we're probably 

8 competing with at least 30 different companies, maybe even 

9 more than that.

10 Q.  Would you say that service is important to 

11 differentiate -- differentiate yourself from the other 

12 competitors?

13 A.  Oh, absolutely.  There -- there really isn't -- there 

14 really isn't anything else because service involves with 

15 the inventory you are talking about and other things, so I 

16 don't think there is anything else.  If -- if you don't 

17 have the service.  The way we're set up that's our whole 

18 business, our whole business is service, so.

19 Q.  Do you compete with your competitors that you mentioned 

20 on price also?

21 A.  Oh, sure, price gets involved, but -- but if it was 

22 just price a small company like this we would have a hard 

23 time surviving.

24 Q.  So, in your opinion is service more important than 

25 price?
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1 one, some of the places don't have any but the other guy 

2 has got to take care of them.  Do you follow?  

3 Q.  So, do distributors provide one stop shopping?

4 A.  Oh, absolutely.  I mean you should.

5 Q.  Do -- does E.J. Prescott does it assume a credit risk 

6 as a distributor that suppliers or vendors don't have to by 

7 dealing with customers?

8 A.  Oh, I think that's one of the biggest things, and I 

9 have always laughed about that because then the vendor 

10 don't have to have a credit department, you know.

11 Q.  Do distributors bill and invoice and collect -- 

12 collection, would all that fall in to one of the 

13 efficiencies that distributors provide?

14 A.  Sure is.

15 Q.  Do distributors aggregate small orders?

16 A.  Absolutely, and distributors carry the inventory.  So, 

17 the manufacturers ship in quantity and the distributors 

18 ship in pieces.

19 Q.  Earlier you said that if a vendor were -- tried to sell 

20 they would be on the wrong corner; is that right?  

21 A.  You mean sell direct?  

22 Q.  Yeah.  Would -- could we quantify -- or not quantify 

23 that, but could we characterize that as -- as distributors 

24 position the products near the -- near the customers 

25 properly?
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1           MR. LAVERY:  Objection lack of foundation.

2 A.  It is -- you have to, yeah.  I mean that's how you are 

3 going to survive.  I mean if we took away just three of the 

4 things you talked about, in my mind everything would be 

5 direct.

6 Q.  What about the relationship that your people have with 

7 contractors, is there a way to quantify that?

8           MR. LAVERY:  Objection vague.  

9 Q.  Let me restate my question.  You have characterized 

10 multiple times today that people are one of the most 

11 important things to -- to the distribution business; is 

12 that correct?

13 A.  That absolutely.

14 Q.  And in describing what the people do, would the 

15 relationships that your people have with contractors fall 

16 into that -- that add value?

17 A.  Absolutely.  And the -- and the contractor in many 

18 cases, and you got to be careful, is -- is a -- is a great 

19 customer because he is a business person.  Do you -- do you 

20 follow?  So, he -- he has got a bottom line he has got to 

21 watch.  So, we -- we spend a lot of lot of time with 

22 contractors because they know what it costs when that hole 

23 has got to be left open and sometimes the municipalities 

24 don't quite.  Do you follow?  

25 Q.  I do.  
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1 A.  It is not the same thing.  So you are dealing with a 

2 business person who is -- who is looking at how much he is 

3 making on what he is doing, so he has to have the stuff on 

4 time to get paid himself.

5 Q.  Do distributors handle returns from contractors?

6 A.  From anybody.

7 Q.  All right.  On average how much in a given year do you 

8 deal -- I guess what's the value of the returns that you 

9 deal with?

10 A.  I don't -- I don't know.  It is a horrible thing, but I 

11 don't know.

12 Q.  When we were talking earlier about distributors having 

13 the right line I am curious to get a little bit more 

14 information about that, so if we can shift our gears 

15 towards that.  Do suppliers set up multiple distributors in 

16 -- in markets?

17 A.  Yes.

18 Q.  Do -- what is the rationale for doing so?

19 A.  Business, I guess.

20 Q.  What do you mean by that?

21 A.  That's been my -- one of my biggest gripes in my life, 

22 because they think if -- if the guy is doing a dollar, the 

23 distributor, if they put four they will do $4, and that's 

24 usually not the case.  We try not to deal with that type of 

25 thing where -- we don't succeed a hundred percent, but we 
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1 do a pretty good job.  We don't -- we try not to deal with 

2 anybody that sells direct, and -- and we're -- we're 

3 talking our territory.  I mean, I suppose it isn't nice, 

4 but we don't really care what they do in Mississippi, but 

5 we try not to deal and we kind of stand hands off.  So if 

6 we can get somebody that will work with us, then we -- we 

7 do that.  And that's not the case with all distributors.  

8 And there is nothing wrong with that, I am not saying 

9 anything is bad.  Some distributors -- there is a lot of 

10 distributors that are just volume distributors, and I guess 

11 that's okay; but if you look around here we -- we -- we 

12 have got too much of an overhead, we can't be a volume 

13 distributor, we have got to get specified and -- and you 

14 know what I am saying, and we got to make a living to pay 

15 for all of the stuff that we're doing.

16 Q.  You used the term that you needed to get specified, 

17 what do you mean by that?  

18 A.  Well, you go in and try to specify.  You would use -- 

19 you are trying to get a specification on the meters, a 

20 specification on the hydrants, a specification on anything 

21 you can.  Well, now we've got a new thing with this Value 

22 Added Services we've added where we're spending a lot of 

23 time specifying Team EJP.  Instead of doing what we did for 

24 the first 50 years, or less than that, 45 years, we're -- 

25 we're converting to -- to write the specification Team EJP, 
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1 also, Star did -- the industry was shocked that Star was
2 able to do what they said they were going to do.  We never
3 thought that would happen.  So you've to got give them all
4 the credit in the world.  Plus, they did make a lot more
5 than A items.
6           To this date, they -- they will tell you they've
7 got a complete line, but if you take them down in the terms
8 of the industry, they don't, if you can follow that, but
9 I've got to admit that you might be able to get away with
10 it because the ones they're missing aren't very common,
11 but -- so, Star, for the industry, did one hell of a job.
12 Q.   So, if McWane hadn't had its distribution policy, is
13 it fair to say that you were interested in purchasing A
14 items from both McWane and Star and then B, C and Ds from
15 McWane as necessary?
16 A.   Yes, and I think -- yes, that is, but also understand
17 this, please, that we would not -- my opinion, we would not
18 be having a meeting now if -- if the economy hadn't changed
19 at the same time this was going on, if you can follow that.
20 Q.   If you could explain more, sir.
21 A.   Okay, if that sun had stayed out and the business was
22 going so -- our biggest worry, us, distributor, any other
23 distributor you are talking to, their biggest worry was
24 staying in business, not whether who was making the
25 fittings and what was going on with domestic.  That was
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1 second fiddle.
2           If the sun had stayed out, I don't think we would
3 have gotten into any mess at all.  I think we would have
4 just said:  Okay, if we can't do it, we can't do it.  We
5 would have found a way to get around it.  I think people
6 would have got together, for example, with Star and maybe
7 invested in Star or anybody else that was going to do it.
8           I think we would have had a powerful enough group
9 to either go to Washington and get it changed or modified
10 or get it -- waive it, but we didn't have any strength
11 because people said:  Hey, I'm going to get in no more
12 battles.  We've got a battle just staying in business,
13 which was an absolute -- the timing was -- the timing
14 couldn't have been any worse.  I'm talking about for us,
15 not for everybody, for us.  Timing couldn't have been any
16 worse.
17           If you're asking me personally, I think at my age
18 it would have been a hell of a lot of fun to -- you know,
19 if the business was there because you have the power and
20 you -- but I tried calling people and saying, you know --
21 TDG tried -- we have didn't take the situation because we
22 were going to have to do it as TDG.  I don't know if you
23 have been told that story yet or not.
24 Q.   Why don't you tell us.
25 A.   TDG was going to have to do all its members, which is
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1 impossible.  It is absolutely -- it's absurd.  We have got
2 an organization.  It's a very nice organization.  We have
3 got 32 members and the 32 members have got -- I think we
4 have 290 stores, it doesn't make any difference, but 290
5 different places, I think out of the 32 members and I'm the
6 one, I'm the chairman of the board, so I asked the
7 question.  I said:  All right now, if we do this, AB wants
8 to do it and Harry doesn't.  Sign this paper.  It's
9 everybody.
10 Q.   And this story you are telling me, this is a story
11 about TDG's negotiations with McWane about McWane's
12 distribution policy; is that right?
13 A.   Yes.
14 Q.   So McWane comes to TDG and McWane wants TDG to commit
15 to exclusivity on domestic fittings for everyone across the
16 country; is that right?
17 A.   Yeah.  That wouldn't have lasted -- I think you
18 already know, that wouldn't have lasted until we got out to
19 the bubbler.  Do you follow?  So, one place one time, we've
20 got the fitting.  The guy says we've got the fitting, we're
21 out.  And this is after the fact now, okay.  That's not
22 before the fact.  That's after the fact.  We didn't take
23 it.
24 Q.   I want to play out this scenario that we've been
25 discussing about the effect of McWane's policy on your
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1 willingness to do business with Star on the domestic side.
2           So, Star has the A items on the domestic side and
3 McWane has got the A items and then the oddball fittings on
4 the domestic side.  And McWane has also got its
5 distribution policy now, where it says if you buy a single
6 domestic fitting from Star, you are going to lose access to
7 my oddballs for a period of time.
8           Can you just tell us what the problem with that
9 is from EJP's perspective, if you did go with Star and you
10 did get cutoff?  Explain to a layperson what the business
11 concern is and why that would give you some heartburn?
12 A.   It would give you heartburn because we would lose
13 customers.  We would be the ones that lost them.  They
14 wouldn't want to be going away, we'd lose them because we
15 couldn't take care of them.
16           Let me correct that.  The only thing that's in
17 our way is this.  You know, if it wasn't -- if it isn't a
18 job with this, we've got no complaint, but all of the jobs
19 we were doing were this.
20 Q.   This, in that sentence, meaning the ARRA jobs, the
21 stimulus jobs?
22 A.   See, go back to what I told you about the sun.  We
23 could have rocked and rolled because if the sun was out in
24 the economy, still we wouldn't have liked this, but we
25 could have lived with it, because there had been enough --
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1 we'd have to pass up the business, which by the way, would
2 have been a good impact too, if you can follow that, a
3 group of people with a good reputation and a lot of
4 business giving up saying if it's ARRA, we're not going to
5 touch it, but that wasn't the case.  About the only thing
6 going on was this.
7 Q.   If you went with Star with just the A items and didn't
8 have access to McWane's full line of domestic fittings,
9 would you lose customers?
10 A.   Of course.
11 Q.   Would that mean a loss of opportunities to sell
12 them -- because you sell typically on a one-stop shop
13 basis, would that mean lost sales of pipe and hydrant as
14 well, and not just fittings?
15 A.   Oh, the whole gamut, but try this on.  It's not just
16 that one order.  Think about it now if you was that man.
17 The scary part is not losing them just once for the one job
18 we couldn't supply, why would he come back to us if the
19 other guy took care of him.  And the guy has been trying to
20 get his business for whatever, take a number, 20 or 30
21 years.  So the minute you give up on it and let the
22 competition in the door, you could be saying bye-bye for a
23 long period of time.
24 Q.   Were those the sort of concerns that caused you to
25 make the decision not to purchase any domestic fittings
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1 from Star in light of McWane's distribution policy?
2 A.   We've got to be fair about that too.  When this was
3 all taking place, remember, there was no Star.  You
4 understand?  This is what got them in the business, with
5 what's going on, got them in the business, but remember
6 now, they were just dreaming about it and getting ready.
7 So we couldn't have survived if we'd given everything to
8 Star.  They didn't have nothing when this all started to
9 take place.
10 Q.   Can you give us a sense of what your purchases from
11 Star would have looked like if McWane didn't have it's
12 distribution policy?
13 A.   No, because of what I'm telling you about the economy.
14 We are hoping and praying that nothing to do with what we
15 are talking about that this business is going to come back
16 now.  It's coming back, but it really -- I mean, I don't
17 know if you understand the impact to this industry.
18           The impact of this economy to this industry is
19 greater combined in two years than it was in a hundred.  I
20 don't think most people understand that.  We've closed pipe
21 plants that were never, and never is a bad word to use,
22 that were never closed.  We have closed three of them so
23 far and I think there are some more that are going to go.
24 It's unbelievable.  We had 13 manufacturers, now we've got
25 four.  It's just unbelievable.  The impact -- we have got
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1 manufacturers that are down 60 and 70 percent.  Can you
2 comprehend that?
3           I have been in this business over 50 years.  When
4 we got the first calls on the ductile plants, they started
5 by closing without telling anybody.  They were down like
6 four and six weeks at a time, kind of keeping it a secret,
7 just closing and laying the people off.  How they kept it a
8 secret, I don't know, but they did.  And when I heard the
9 first plant was going to go down, it was like a joke.
10 There's two plants in New Jersey right now sitting idle.
11           Just -- so that's how much impact that it had, so
12 when you couple that to trying to do what you can do that's
13 not illegal, you are going to do what's -- to stay, the
14 biggest priority was to stay in business, so we had to kind
15 of -- you had to kind of suck up on the domestic fitting
16 deal and do it.
17 Q.   Do you have any plans to purchase domestic fittings
18 from Star in the near future?
19 A.   Oh, I think that that's going to -- if you want to be
20 perfectly honest, I think that as soon as this goes, the
21 question -- the answer would be yes, but you know what, I'm
22 not sure -- and this is a horrible thing to say, I'm pretty
23 convinced very shortly, very shortly could be -- I think in
24 five years there won't be any domestic fittings.  That's
25 what so sad about the whole thing, because that's where we

Page 61

1 were headed until they did this.  Do you follow?  This
2 is -- this is McWane's salvation because I mean -- you
3 don't have to talk to me to know that.  The biggest and
4 best plant in the country was closed before any of this.
5 Q.   This in that sentence being the stimulus bill, the
6 ARRA; is that right?
7 A.   Yes.
8 Q.   Do you have any plans to purchase domestic fittings
9 from Star in the near future?  I guess I didn't understand.
10 A.   I think that the question is, yeah, we'll do that, but
11 I think because now everything is off, we're just closing
12 up like everybody else is for the year, closing out the
13 year, and we are going to start looking at purchases and we
14 don't really get nothing rolling until March.  January and
15 February is pretty slow.  I would say -- I would say yes
16 because all of the bets are off.
17 Q.   When you say that, what do you mean, sir, all the bets
18 are off.  Has something changed with respect to --
19 A.   Sure, they don't have the program anymore.
20 Q.   So could you explain that to me, your understanding of
21 how that program has changed.
22 A.   You already know better than I do, I think, but they
23 don't have a program.
24 Q.   When did this happen?
25 A.   Right after Star got going.
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1 products from non-domestic foundries?
2        A.    Correct.
3        Q.    And Sigma supplies those
4 imported fittings to customers in the
5 United States; correct?
6        A.    Correct.
7        Q.    Okay.  What countries does
8 Sigma import fittings from?
9        A.    Mexico, India and China.

10        Q.    Does Sigma have any
11 experience operating or managing a
12 foundry?
13              MR. HASSI:  Object to the
14        form.
15              MR. THAGARD:  Strike that.
16        That's a bad question.
17        Q.    Sigma has never run a
18 foundry before, has it?
19              MR. HASSI:  Object to the
20        form.
21              MR. WHITE:  Objection.
22 BY MR. THAGARD:
23        Q.    Okay.  Sigma doesn't own its
24 own foundries, does it?
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1        A.    No.
2        Q.    There's a great deal of
3 expertise that goes into running a
4 foundry; would you agree with that?
5              MR. HASSI:  Object to the
6        form.
7        A.    Yes.
8        Q.    Okay.  Sigma would not have
9 any of the expertise or experience of

10 running a foundry, would it?
11              MR. HASSI:  Object to the
12        form.
13              MR. WHITE:  Objection.
14        A.    Not presently, correct.
15        Q.    You're familiar with the
16 American Recovery and Reinvestment Act;
17 correct?
18        A.    Yes.
19        Q.    And you're familiar with the
20 Buy American provisions; correct?
21        A.    Yes.
22        Q.    What was significant to
23 Sigma about the -- can we refer to it as
24 ARRA and Buy American?
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1              MR. WHITE:  Objection.
2        A.    Yes.
3        Q.    If I refer to it as ARRA and
4 Buy American, will you understand what
5 I'm talking about?
6              MR. WHITE:  My objection
7        wasn't to the use of the phrase
8        ARRA or Buy American, my objection
9        was that the question was overly

10        broad and vague.
11              MR. THAGARD:  Fair enough.
12 BY MR. THAGARD:
13        Q.    How did ARRA affect -- or in
14 2008 or 2009, how did Sigma think ARRA
15 might affect its business?
16              MR. HASSI:  Object to the
17        form.
18        A.    We would have -- we felt
19 that if a percentage of the fittings
20 which would previously have been accepted
21 as foreign or imported fittings were
22 required to be now only domestic
23 fittings, that it would preclude us from
24 a percentage of the business.
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1        Q.    And what steps did Sigma
2 take to respond to those concerns?
3              I guess, did Sigma
4 investigate sourcing product from
5 domestic foundries?
6        A.    Sigma explored developing
7 fittings in Korea first, which was
8 thought of as potentially an acceptable
9 ARRA product.  And then when we realized

10 that channel might not bare out or it was
11 not likely acceptable, we then looked at
12 developing fittings on our own in the
13 U.S. and visited numerous or several
14 foundries.
15        Q.    Okay.  And what was your
16 involvement on behalf of Sigma with the
17 investigation of developing domestic
18 foundry sources?
19        A.    I worked in a group with
20 several other people.
21        Q.    Who was in your group?
22        A.    Stuart Box, and at the time
23 Gopi Ramanathan, Victor Pais, Siddharth
24 Bhattacharji.  We worked sort of as a
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1 the number that I thought was important
2 to Sigma.
3        Q.    Okay.  Did Sigma have any
4 direct experience in direct manufacturing
5 experience?
6              MR. HASSI:  Object to the
7        form.
8              MR. WHITE:  Fittings or
9        anything?

10              MR. THAGARD:  Fittings.
11        A.    In the U.S., worldwide?
12        Q.    Correct.  In the U.S.
13        A.    Prior to this exploration,
14 we had not produced any AWWA waterworks
15 fittings in the U.S.
16        Q.    Okay.  ARRA presented a
17 short-time horizon; correct?
18              MR. HASSI:  Object to the
19        form.
20        Q.    What was the time horizon
21 presented by ARRA?
22        A.    Although I didn't focus on
23 that personally, what I understood was
24 the time horizon was from some -- a
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1 period in 2009 until a period I believe
2 in February or something in 2010, but I
3 was not personally clear nor really
4 focused on what that really meant,
5 because, you know, dates like that come
6 and go.
7        Q.    But it was relevant to how
8 fast you were going to have to gear up
9 this manufacturing process; correct?

10        A.    Correct, yes.
11        Q.    And one of the things you
12 were trying to decide is whether or not
13 you could do that in time to benefit from
14 any funding that ARRA put into the
15 fittings marketplace; correct?
16        A.    That's correct.
17        Q.    Did Sigma have any interest
18 in continuing to provide domestically
19 sourced fittings after ARRA expired?
20        A.    There was reasonable
21 discussion, general discussion, and I
22 particular felt that post ARRA, A-R-R-A,
23 I like to call it A-R-R-A, post ARRA that
24 there absolutely would be a carryover
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1 sentiment in domestic fittings that would
2 be a level greater than the domestic
3 percentage leading up to ARRA, but we
4 would not have any hard data to
5 understand what that before was, during,
6 nor after.  That was a feeling.
7        Q.    That was another
8 uncertainty?
9        A.    That's correct.

10        Q.    Sigma ultimately did source
11 some domestically produced pipe
12 restraints; correct?
13        A.    That's correct.
14        Q.    Okay.  Did that prove to be
15 difficult and challenging?
16              MR. HASSI:  Object to the
17        form.
18        A.    Sigma is presently
19 domestically manufacturing pipe
20 restraints.
21              Difficult is a little bit of
22 a gray area.  Manufacturing, in general,
23 is challenging.
24        Q.    Well, were the projected
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1 timelines ultimately delayed?
2              MR. HASSI:  Object to the
3        form.
4        A.    I personally did not spend a
5 considerable amount of time in our
6 domestic pipe restraint implementation
7 plan, but there were certainly delays.
8        Q.    Do you know if the capital
9 expenditures were greater than were

10 projected for the development of
11 domestically sourced pipe restraints?
12        A.    I don't know for a fact, but
13 I know there have been tooling
14 corrections and requirements and
15 additional movement of tooling from an
16 initial source to a secondary source, so
17 unless they were put into the budget,
18 then we would be over the budget.
19        Q.    Okay.  And even a couple of
20 years after you initiated this project,
21 was production still limited with pipe
22 restraints; do you know?
23        A.    I would say that production
24 of the domestic pipe restraints had --
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1 business before Rick joined.
2        Q.    Did the relationship between
3 the companies change when Mr. Tatman
4 joined?
5        A.    From a buy/sell perspective,
6 Rick was less interested in working with
7 us, buying from us, even if the need was
8 there, so I would say he was less prone
9 to be open-minded to a buy/sell

10 transactional relationship.  That's the
11 way I would interpret it.
12        Q.    I asked you some questions
13 about whether it was a competitive price.
14 In Mr. Pais's e-mail, he refers to it as
15 perhaps the most competitive source for
16 the double A, in quotes, items.
17              Do you know what he meant by
18 that?  Does competitive in that sentence
19 refer to competitive pricing?
20        A.    Yeah.  That the price
21 offered by Tyler to Sigma for very
22 popular fitting items, that that cost
23 from them could be better than our own
24 overseas cost.
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1              MR. WHITE:  Object to the
2        question; calls for speculation.
3        Q.    Sir, if you would take a
4 look at Exhibit 14.  You answered
5 questions about this document just prior
6 to the lunch break.
7              This is a note you wrote
8 after a short conversation with McWane's
9 Rick Tatman; is that right?

10        A.    That's right.
11        Q.    And do you recall anything
12 about this conversation, other than
13 what's embodied in what you wrote in the
14 e-mail here?
15        A.    I don't particularly recall
16 anything in addition to that.
17        Q.    Okay.  Let me ask you, when
18 you write, Rick was upset by the numbers
19 in Florida and California.
20              Do you understand the
21 numbers to be price?
22        A.    Yes.
23        Q.    And you understand that
24 because you understand the .26 and the
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1 .30 in the next sentence to be
2 multipliers?
3        A.    That's correct.
4        Q.    And do you understand that
5 he's calling to complain about the prices
6 that Sigma and Star are offering in
7 Florida and California?
8              MR. THAGARD:  I'm going to
9        object to the form.  I don't think

10        there's any testimony in the
11        record about that.  It lacks
12        foundation.
13              MR. WHITE:  I agree.
14        Objection; it lacks foundation.
15        A.    I'll need to hear the
16 question again, I'm sorry.
17        Q.    Did you understand Mr.
18 Tatman to be calling to complain about
19 the prices that Sigma and Star were
20 offering in Florida and California?
21              MR. WHITE:  Objection; lacks
22        foundation.
23              MR. THAGARD:  Yeah; same
24        objection.
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1        A.    He provided some information
2 or feedback on what I wrote when I
3 conveyed it to the people at OEM 5 in an
4 e-mail.
5        Q.    And to be clear, you wrote,
6 Mr. Tatman was upset; right?
7              MR. WHITE:  Actually, he
8        wrote Rick.
9              MR. HASSI:  I wanted it to

10        be clear on the record.
11        Q.    You wrote, Rick was upset;
12 is that right?  That was your
13 understanding of the purpose of the call,
14 that he was calling you because he was
15 upset; isn't that right, sir?
16              MR. WHITE:  Objection; lacks
17        foundation.  You haven't
18        established who called who.
19              MR. THAGARD:  Same
20        objection.
21        A.    I don't recall whether I
22 initiated the call, whether I was called,
23 nor whether the subject matter of the
24 call was specifically only about this
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1 particular one item.  I don't recall
2 that.
3        Q.    Well, if you had discussed
4 other things, would you have included
5 them in your e-mail to OEM 5, just as you
6 did in Exhibit 13, where you discussed
7 issues in addition to what Mr. Tatman
8 told you about the prices being
9 compromised in the market?

10              MR. THAGARD:  Object to
11        form.
12        A.    I understand what I did in
13 the other e-mail.  I don't recall whether
14 there were other subjects or what they
15 were.
16        Q.    When you say in the e-mail,
17 he said the .26 and .30 respectively were
18 available from us both without any second
19 thought, the both has a reference to
20 Sigma and Star; is that correct?
21        A.    That's correct.
22        Q.    And that without any second
23 thought, is that a reference to you're
24 offering discounts off the published
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1 multipliers down to a .26 and a .30
2 without even trying to push back the
3 customer, is that your interpretation of
4 what you wrote on August 22, 2008?
5        A.    I would say based on what I
6 wrote, that he was saying that Sigma and
7 Star would offer those discounts.
8        Q.    You're too quick to offer
9 those discounts; is that fair?

10              MR. THAGARD:  Object to the
11        form.
12        A.    Too quick, that's fair.
13        Q.    And I'm sorry, you may have
14 told us, but who were the members of OEM
15 5 at this point in time, August 2008?
16        A.    That's Victor Pais,
17 Siddharth Bhattacharji, Larry Rybacki,
18 Tom Brakefield and myself.
19        Q.    And at that point in time
20 Mr. Rybacki was responsible for pricing
21 at Sigma; is that right?
22        A.    That's what I said.
23        Q.    Sir, what role, if any, did
24 you have in DIFRA?
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1        A.    I didn't play a role in
2 DIFRA.  I didn't attend any meetings.  I
3 knew what DIFRA was.  I must have been
4 copied on some of the communication which
5 was shared amongst people about DIFRA.
6 And that's what I recall.
7        Q.    Do you know why you were
8 shared on that communication?
9              I asked a bad question.  Let

10 me withdraw it.
11              Did you have an
12 understanding at the time as to why
13 others at Sigma were sharing that
14 information with you by copying you on
15 communications?
16              MR. WHITE:  Hold on a
17        second.  I got to object to the
18        form of the question because you
19        say copy on the communications.
20        He may not have been copied.  He
21        may have been part of an e-mail
22        list.
23        A.    Let me clarify by saying,
24 many e-mails get sent to many people, so
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1 when you were asking me that question, I
2 was saying, I don't doubt that I've been
3 copied on e-mails or have been included
4 in e-mails which are related to DIFRA.
5        Q.    Let's use one as an example.
6 This is CX 1130, and it's an e-mail in
7 which you are copied dated Friday, May
8 30, 2008.  And this is an e-mail that you
9 received in the regular course of your

10 business?
11        A.    That's correct.
12        Q.    And you're copied on it, not
13 as a member of a list like OEM 5 or OEM
14 20, but you're listed as one of the cc's;
15 do you see that?
16        A.    Uh-huh.
17        Q.    That's a yes.
18        A.    Yes.
19        Q.    Do you know why Mr.
20 Brakefield copied you on this e-mail?
21        A.    No, I don't.  First of all,
22 I don't recall this e-mail.  I don't
23 recall ever receiving the e-mail, but I
24 obviously was copied on it.
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1         MR. RENNER:  Let's go off the record for a
2 moment.
3         (Discussion off the record.)
4         BY MR. RENNER:
5     Q.  Mr. Rona, I'd like to show you what's been
6 marked as Exhibit 240.
7         Exhibit 240, sir, is an e-mail and attached
8 spreadsheet that I believe contains an analysis that
9 you performed concerning the profitability of entry
10 into the domestic production of ductile iron pipe
11 fittings.
12         Is that correct?
13     A.  Yes.
14                  -    -    -    -    -
15                       EXAMINATION
16         BY MR. DEL BUONO:
17     Q.  Just some background questions about this
18 document.
19     A.  Uh-huh.
20     Q.  What was the specific purpose of putting this
21 all together?
22     A.  The purpose of the document was -- I would look
23 at it in one respect as a capital budgeting project.
24 Our goal was to simulate what potential we thought there
25 was for the domestic market in the ARRA business.
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1         So we took an historical usage of our product
2 and we estimated what a percentage of that -- what
3 percentage we thought would be potentially available to
4 us in the ARRA or domestic market.
5         We then visited numerous foundries, which are
6 along the bottom.  They're acronymed.  That's a -- these
7 are different foundries.
8         And then -- so we estimated the cost to
9 produce, we estimated the amount we thought we could
10 sell, and we estimated the market price that we would
11 be able to sell it for.  And based on that, we came up
12 with a first model for what we thought our
13 profitability could be.  That was the beginning of the
14 review.
15         Subsequently after that when we thought about
16 the idea of approaching McWane to see if they would
17 sell us as an alternate plan, we added a function of if
18 we requested certain pricing from them as a discount
19 off the published pricing that was in the market for
20 domestic fittings what would be our profit from that.
21         And we also estimated that if we bought from
22 them and sold as a master distributor that our -- the
23 amount we would sell might be different than if we
24 actually produced it on our own.
25     Q.  When you said that you were estimating the

Page 24

1 percentage of your current output that might be
2 domestic, did you expect that to be in addition to your
3 current output, or did you expect the domestic market
4 output to cannibalize your existing output in some way?
5     A.  I don't think -- I don't exactly recall any
6 specific plan.  However, I didn't think we thought it
7 would be A plus B because we knew that work that was
8 previously foreign was being converted to ARRA jobs.
9         So thinking about it in a short-term window, we
10 would be looking at it as some of the business would
11 be -- it depends on what we felt about the actual
12 changing of the actual import market.  If we thought
13 the import market would be totally flat year over year
14 and the ARRA business which was going to be converting
15 all existing jobs whatever percentage we thought, then
16 it would be A minus B, and then whatever was left would
17 be the blended market or the import market.
18         So there was no -- I don't recall any
19 hard-and-fast rule.  I know we used a model of I
20 believe approximately 25 percent for certain size
21 ranges and 30 percent for certain size ranges and
22 40 percent for certain size ranges as our estimates of
23 what we thought would be converted or what would have
24 been imported and could become domestic.
25     Q.  Well, that seems to imply that you'd expected
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1 one-for-one cannibalization, the 25 percent of your
2 output in certain sizes.
3     A.  I understand what you're saying.  I don't
4 recall we ever sitting and saying it would -- yes.
5 In -- I -- I don't remember ever having conversations
6 where we actually said it will be 25 percent, but yes,
7 I understand what you're saying.
8     Q.  So is it a fair assessment to say that you
9 expected you could lose up to 25 percent in certain
10 sizes of your existing imported output?
11     A.  Could, yes.
12     Q.  If you did not have a domestically sourced
13 offering of those sizes?
14     A.  That's correct.  But for us the 25 percent was
15 just our estimate.  We had no -- we had no idea.
16         I mean, we had no data or information that would
17 allow us to know exactly what it was.
18     Q.  Not scientifically based.
19     A.  Not scientifically based.
20     Q.  Who gave input to this model?
21     A.  Victor Pais.  Siddharth Bhattacharji.  In
22 totality, I would say everybody in the SDP group gave
23 some input, some more than others.
24     Q.  Are there some very important assumptions that
25 go into the model besides these estimates of how much of
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1         We even talked to ACIPCO about using some of
2 their tooling that they may have set aside over the
3 time that they closed certain foundries, and we looked
4 at the viability of that -- we discussed with them that
5 we were considering it because they were concerned about
6 the supply of fittings.
7     Q.  Why were they concerned about the supply of
8 fittings?
9     A.  They were just concerned about the supply to
10 meet their jobs.
11     Q.  I don't understand, sir.
12         Why were they concerned at this time when you
13 testified that they had had access to domestic fittings
14 through SIGMA from McWane before?
15     A.  I think the enormity of the spike in the volume
16 that they felt that they would -- you know, they just
17 wanted to be assured that we would be able to provide
18 them with the fittings in a timely manner.
19     Q.  Did you offer them those assurances?
20     A.  Yes.
21     Q.  Who at ACIPCO did you offer these assurances
22 to?
23     A.  I spoke to Mike Hayes, who was the purchasing
24 manager, and I probably spoke to Jerry Burns, who is a
25 sales manager.
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1     Q.  Anyone else?
2     A.  I might have spoken to smaller people in
3 purchasing or ran -- meaning, I don't -- those were the
4 primary contacts.
5     Q.  Sir, in your conversations with these two
6 gentlemen, what was the nature of the assurance you
7 offered them with respect to domestic fittings?
8     A.  We told them that we would either -- we were
9 exploring the idea of producing fittings on our own and
10 that if we didn't decide to do that -- and I'm not sure
11 of the sequence of exact events -- that we would assure
12 that the fittings we were getting from McWane, that we
13 would still be able to do that.
14     Q.  Did McWane -- what happened to the arrangement
15 that SIGMA had in 2008 to purchase domestic fittings
16 from McWane?  Was that still operative through 2009?
17     A.  Yeah.  We were -- we were continually buying
18 from them and then -- we were -- that never changed or
19 suspended, meaning we were always -- we always had
20 access to the fittings.
21     Q.  Okay.  Did you have any conversations with
22 U.S. Pipe about entering domestic production?
23     A.  Yes.
24     Q.  And what were those conversations?
25     A.  The conversation -- U.S. Pipe approached us
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1 because they were -- they were buying their domestic
2 fittings from McWane or whatever they needed.  I don't
3 know what their volumes were or how much they bought,
4 but they were buying from McWane.  They -- when ARRA
5 came, they I imagine were imploring their own options as
6 a manufacturer as to what they would do.  And when they
7 approached us, we had told them that we were also
8 considering to produce domestically.
9     Q.  You testified that you imagine that U.S. Pipe
10 was exploring their own options.
11         Why did you think that?
12     A.  Because they told me that.  Meaning, they said
13 that their management had asked the purchasing director
14 to -- that he should look at their options, U.S. Pipe's
15 options.
16     Q.  Did U.S. Pipe explain to you why they were
17 taking that step?
18     A.  They have all their own tooling, which is still
19 in the U.S. in various different places, and they felt
20 that they had a need to have a ready availability of
21 fittings for the spike in the business.
22     Q.  Did U.S. Pipe express any concern to you about
23 dealing with McWane directly for domestic fittings?
24     A.  I don't think they expressed any concern.  They
25 were buying from McWane.
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1     Q.  I'm just curious why they would involve you in
2 these discussions.  You don't have domestic fittings at
3 the time.  You sell imported fittings.  They have a
4 ready supply of domestic fittings through McWane.
5     A.  Uh-huh.
6     Q.  Why did this come up?
7     A.  I think they maybe felt that since they were
8 buying their imported fittings from us at the time that
9 if we were going to do something based on our assessment
10 of the market that they would just as soon have the
11 opportunity to buy the fittings from us.
12     Q.  Is it fair to say that U.S. Pipe encouraged
13 SIGMA to enter domestic production?
14     A.  No.  I would -- no.
15     Q.  How would you characterize U.S. Pipe's
16 communications to SIGMA concerning the possibility of
17 SIGMA entering domestic production?
18     A.  U.S. Pipe was concerned from their perspective,
19 whatever that was.  They charged their VP of purchasing
20 to come up with a plan.  I got the feeling they didn't
21 have the resources, inertia, manpower, to launch an
22 effort.  And when I told them that we were looking into
23 possibly doing it, they were relieved and felt that
24 they thought that their efforts to do it, to source
25 fittings, would be a duplication and that if we did it,
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1 they would just assume that we would extend the offer to
2 sell them from the domestic production if we went that
3 route.
4     Q.  Did you make any -- did you offer U.S. Pipe any
5 assurances that you would have domestic fittings?
6     A.  Clarify "assurances."
7     Q.  Uh-huh.
8         Well, what -- what did you tell U.S. Pipe about
9 your plans for domestic production?
10     A.  I -- that we were working on it and that we were
11 working hard at it and that we were looking at it
12 seriously and that it was a viable option for us in that
13 we felt that we needed to do something.
14     Q.  When you say you felt you needed to do
15 something --
16     A.  Meaning we weren't going to do nothing.
17     Q.  Uh-huh.
18     A.  We weren't going to just say we have no answer
19 and we'll just hope that it goes away.
20     Q.  And at this time you were also negotiating an
21 MDA with McWane; right?
22     A.  At some point we were -- excuse me.  At some
23 point we were negotiating an MDA with McWane and still
24 pursuing our domestic.  Correct.
25     Q.  When you say you needed to do something, what if
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1 the MDA with McWane didn't pan out?  What then?
2     A.  That's a question from before.
3         We never got to that point.  And in my mind...
4     Q.  But in the -- I'm sorry, sir.  Go ahead.
5     A.  Please.
6     Q.  If you say that you needed to do something, you
7 couldn't just let it blow over, "it" meaning
8 Buy American and the ARRA, and the MDA with McWane
9 didn't work out, is it reasonable to say that you would
10 have continued on and entered domestic production at
11 whatever scale and on whatever time frame would have
12 been feasible?
13     A.  Yes.
14         Excuse me.  I said yes inadvertently.  Can you
15 please repeat that question because I wasn't listening.
16 I want to hear the question one more time.
17         MR. RENNER:  Would you read the question back,
18 please.
19         (The record was read as follows:)
20         "QUESTION:  If you say that you needed to do
21 something, you couldn't just let it blow over, "it"
22 meaning Buy American and the ARRA, and the MDA with
23 McWane didn't work out, is it reasonable to say that you
24 would have continued on and entered domestic production
25 at whatever scale and on whatever time frame would have
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1 been feasible?"
2         THE WITNESS:  Yes.  That's my opinion.
3         BY MR. RENNER:
4     Q.  Thank you.
5         Mr. Rona, I believe you testified that ACIPCO
6 had some tooling that might have been of assistance to
7 SIGMA in entering domestic production?
8     A.  Correct.
9     Q.  And just describe the inventory of tooling that
10 you have in mind.
11     A.  They had always produced all their fittings at
12 one time, so when they pared down their manufacturing
13 and decided not to produce, they had inventory of
14 toolings of certain sizes and configurations and items
15 at different foundries or warehouses, and so on.
16         And I believe at one time they did either
17 provide us with a list of what they had in a form that
18 is not that.  It's parts and pieces of -- pieces of
19 tooling.  And they said, Look, whatever we have, if you
20 want to use that to manufacture it -- to use it if it
21 can be utilized, please go ahead and you certainly
22 can -- and we didn't talk about any commercial terms
23 about how much the tooling would cost, but they offered
24 the tooling to us as -- and in the end, what they had
25 was no longer usable or would not be transferable to any
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1 of the foundries I believe that we discussed.
2         It was -- it was a general discussion.  It was
3 not a drawn-out discussion.
4     Q.  Did SIGMA take efforts to investigate ACIPCO's
5 tooling and evaluate its usability for domestic
6 production?
7     A.  I don't believe we went further than to look at
8 the list.
9     Q.  So do you know for certain that the tooling
10 would not have been helpful?
11     A.  To recollect the conversation, I believe that
12 Stuart Box, who works for me, spoke to David Hamilton,
13 who works for ACIPCO, and they discussed the tooling
14 that was at -- this particular tooling.  And my
15 recollection is that Stuart had determined that what
16 they had would not be suitable for what we needed.
17         But I don't know if we've ever visited -- I
18 don't believe we visited the tooling, physically visited
19 it or saw pictures of it, but we -- we tried to consider
20 it, and they felt that if they could help us that they
21 would do that.
22     Q.  Did ACIPCO offer any other assistance to SIGMA
23 as part of SIGMA's efforts to set up domestic
24 production?
25     A.  Yes.
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1     Q.  And sir, what other types of assistance did
2 ACIPCO offer?
3     A.  They encouraged us to go visit their foundry in
4 Pryor, Oklahoma, and we did.  And we visited them and
5 took a tour of the facility.  All they said was that
6 they would -- ACIPCO said that Pryor, which runs as a
7 separate company, would treat us fairly and would be
8 interested in working with us.
9     Q.  When you said treat you fairly --
10     A.  Meaning be treated -- in the foundry business I
11 would say, again, it's a busy/not busy business, and
12 you know, in order to get your space in line at the
13 foundry you need to be -- you need to be on the front
14 of their screen.  Otherwise, if we show up there and
15 they've got other active business, they may -- had we
16 walked through the door on our own without being an
17 ACIPCO company, they may have just said, Hey, we're
18 busy.
19     Q.  Are there any other ways that ACIPCO offered to
20 make its Pryor, Oklahoma facility available to you in a
21 way that was helpful to you as part of setting up
22 domestic production?
23     A.  No.  We really didn't -- they didn't -- they --
24 we dealt directly with the people at Pryor, the foundry
25 superintendent or the foundry people.
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1     Q.  So beyond the tooling and the Pryor, Oklahoma
2 foundry, did ACIPCO offer any other forms of assistance
3 to SIGMA as part of SIGMA's efforts to set up domestic
4 production?
5     A.  At -- at -- at one point when we looked at
6 larger-diameter fittings -- and we're talking again in
7 generalities about the ability to produce -- we talked
8 about them offering up some of their tooling that they
9 had even in their own shop if they had extra tooling to
10 help us to not have to make and -- and we talked about
11 that at a preliminary level.
12     Q.  Sir, would this have been tooling of fittings of
13 30 inches in diameter and above?
14     A.  Yes.
15     Q.  And were they receptive to that idea?
16     A.  We talked about it, meaning they said, Hey, we
17 don't know if we have extras, we don't know if -- and
18 again, in the foundry business, tooling -- it in the
19 larger sizes can be modular and it can be adapted and
20 it's connected in pieces, and so I think in the general
21 scope that they were -- they said, Hey, we could, you
22 know, possibly, if you found the right foundry and we
23 were happy with them, possibly work on something so that
24 we can work together.  That's all.
25     Q.  The same questions for U.S. Pipe.
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1         I believe you testified that U.S. Pipe had some
2 tooling available in the United States that might have
3 been helpful for SIGMA as part of its efforts to set of
4 domestic production.  Is that correct?
5     A.  What I believe I said was that U.S. Pipe had
6 tooling and that U.S. Pipe had tooling at their access,
7 but U.S. Pipe preferred that if we were going to go
8 after our own domestic -- I don't think those two
9 issues were linked.
10         U.S. Pipe did talk about casually that the
11 tooling that we had for them on the proprietary
12 fittings that we produced for them, which have some
13 modular nature, we did discuss potentially moving some
14 of that tooling from Mexico, which is where the tooling
15 is, to a foundry in the U.S. if they felt that the
16 proprietary fittings were going to be required on jobs
17 that were ARRA.
18     Q.  And sir, when you say these fittings are
19 modular, what other types of fittings can be used making
20 these patterns?
21     A.  The patterns can be used to change the end
22 configurations, but the patterns for their -- these
23 particular fittings were relatively old and would not
24 meet the dominant fitting in the U.S. market, meaning
25 the mechanical joint compact fitting.  It was not that
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1 tooling.  It was tooling that was from an older design.
2     Q.  Are you saying the C110?
3     A.  It was a C110.  The bodies of the tooling were
4 C110, so they could have made C110 items but not C153
5 items, if they wanted to.  But their primary concern
6 was they were not clear on ARRA and the whole waiver
7 system as to whether there -- that -- there was going to
8 be a requirement for domestic restraint joint fittings,
9 which they had and ACIPCO had and ACIPCO -- ACIPCO had
10 there as well.
11     Q.  Do you know if U.S. Pipe went ahead and got a
12 waiver to allow the use of imported proprietary joint
13 restraint fittings on ARRA-funded jobs?
14     A.  I don't know that for a fact.  I don't know that
15 for a fact.
16     Q.  So it sounds like U.S. Pipe had tooling in the
17 United States that it could have used to enter domestic
18 production on its own account.  Is that correct?
19     A.  U.S. Pipe had some tooling.  I don't know the
20 extent of -- I don't know the extent, and I would be
21 wrong if I characterized them as having 30 percent of
22 what would be required or 50 or 80 or 100.  I don't know
23 that for a fact at all.  They at one time had tooling
24 when they closed their foundry in 2004 or '5.  What
25 happened in the last five years with all their tooling I

PUBLIC



Lawrence Rybacki 
Deposition Excerpt 

 
 

PUBLIC



Lawrence Rybacki 1

Freedom Court Reporting, Inc 877-373-3660

Page 1

1                             Volume:  I

2                             Pages:  1-310

3               UNITED STATES OF AMERICA

4               FEDERAL TRADE COMMISSION

5          OFFICE OF ADMINISTRATIVE LAW JUDGES

6 -----------------------------X

7 In the Matter of             )

8                              )

9 McWANE, INC.,                )

10      a corporation, and      )

11                              )  Docket No. 9351

12 STAR PIPE PRODUCTS, LTD.,    )

13      a limited partnership,  )

14          Respondents.        )

15 -----------------------------X

16

17         *CONFIDENTIAL - FTC Docket No. 9351*

18

19        DEPOSITION OF LAWRENCE ANTHONY RYBACKI

20     Monday, May 14, 2012, 9:19 a.m. to 4:17 p.m.

21           DoubleTree by Hilton Hotel Boston

22     821 Washington Street, Boston, Massachusetts

23       Reporter:  Justina M. Pettinelli, RDR/CRR

Page 2
1 A P P E A R A N C E S:
2

3

4      U.S. FEDERAL TRADE COMMISSION
5      BUREAU OF COMPETITION
6      By Edward D. Hassi, Esq.
7      600 Pennsylvania Avenue, N.W.
8      Washington, D.C.  20580
9      (202) 326-2470    ehassi@ftc.gov
10      On behalf of the Complainant
11

12

13      U.S. FEDERAL TRADE COMMISSION
14      BUREAU OF COMPETITION
15      By J. Alexander Ansaldo, Esq.
16      601 New Jersey Avenue, N.W.
17      Washington, D.C.  20001
18      (202) 326-3695    jansaldo@ftc.gov
19      On behalf of the Complainant
20

21

22

23

Page 3
1 A P P E A R A N C E S (cont.):
2

3

4      BAKER BOTTS L.L.P.
5      By Joseph A. Ostoyich, Esq.
6      The Warner
7      1299 Pennsylvania Avenue, N.W.
8      Washington, D.C.  20004-2400
9      (202) 639-7700

10      joseph.ostoyich@bakerbotts.com
11      On behalf of McWane Inc.
12

13

14      BALLARD SPAHR LLP
15      By Matthew A. White, Esq.
16      1735 Market Street
17      51st Floor
18      Philadelphia, Pennsylvania  19103-7599
19      (215) 665-8500    whitema@ballardspahr.com
20      On behalf of the Witness
21

22

23

Page 4
1                      I N D E X
2

3 EXAMINATION OF:                                 PAGE
4 LAWRENCE ANTHONY RYBACKI
5 By Mr. Ostoyich                              8, 295
6 By Mr. Hassi                               157, 308
7

8                   RYBACKI EXHIBITS
9 NO.                                             PAGE

10 Exhibit 1 - Letter Dated October 23, 2007,
11    Bates No. SIGTP00032139......................  60
12 Exhibit 2 - E-Mails from December 2007,
13    Bates Nos. SIGTP00002424 - 2425..............  68
14 Exhibit 3 - E-Mails from January 2008,
15    Bates No. SIGTP00021509......................  73
16 Exhibit 4 - E-Mails from January 2008,
17    Bates No. SIGTP00039864......................  77
18 Exhibit 5 - Letter Dated January 29, 2008,
19    Bates No. SIG - 0053394......................  81
20 Exhibit 6 - E-Mails from April 2008,
21    Bates Nos. SIGTP00066806 - 66807.............  87
22 Exhibit 7 - Letter Dated April 16, 2008,
23    Bates No. SIG - 0055430......................  94

PUBLIC



Lawrence Rybacki 4

Freedom Court Reporting, Inc 877-373-3660

Page 13
1 -- we used a system called Lost Foam; and as a
2 result, our fittings, we felt, were the -- were
3 better than our competition's.
4     Q.  And did the fittings at NAPPCO, did they
5 meet AWWA standards?
6     A.  Yes, they did.
7     Q.  And I take it you were successful in
8 convincing municipal engineers and others to open
9 their specifications to try your fittings?
10     A.  Yes, we were.
11             MR. HASSI:  Object to the form.
12 BY MR. OSTOYICH:
13     Q.  How did you go about doing that?  What was
14 the process?  Was it a five-year process at a given
15 city, or was it a go in, demonstrate the product and
16 show them the pricing and see if they buy it?
17     A.  No.  You never show pricing to a city.  It
18 would be -- it was a process; but once you showed
19 the -- convinced the engineer or city or town that
20 your product met or exceeded all specifications,
21 that it was advantageous for them to use it, it was
22 pretty -- it was a pretty easy sell to cities and
23 towns and engineers.

Page 14
1     Q.  Do you have an understanding, sir, over time
2 whether, when you started at NAPPCO, whether ductile
3 iron waterworks fittings were primarily produced in
4 the United States by domestic companies?
5             MR. HASSI:  Object to the form.
6             THE WITNESS:  Excuse me?
7             MR. HASSI:  I'm objecting to the form.
8 So from time to time, I may object to Mr. Ostoyich's
9 questions.  I'm preserving the record for later.
10 I'm sure your counsel will tell you you can still
11 answer the question if you understand it.
12             THE WITNESS:  Okay, I didn't -- okay.
13     A.  Ductile iron fittings were produced under a
14 different specification, under C-110.  Ours were
15 produced under C-153, which is a thinner wall
16 ductile and also, not only a thinner wall, but also
17 shorter, compact.  I in fact was the guy who named
18 it compact.
19     Q.  So my question, do you have an
20 understanding, sir, whether back then, say in, you
21 know, the early '90s, whether, late '80s, whether
22 most of the ductile iron waterworks fittings in the
23 United States were actually made in the United

Page 15
1 States?
2     A.  Most were made in the United States.
3     Q.  And over time during your tenure at NAPPCO,
4 it sounds like you were able to grow your sales from
5 zero to 30 million, do you have an understanding of
6 whether over time imports started getting more and
7 more of the share of the ductile iron waterworks
8 fittings purchased in the U.S.?
9     A.  Yes.  Imports started to creep up.

10     Q.  And did that same trend continue after you
11 joined Sigma and throughout your time at Sigma?
12     A.  Yes.
13     Q.  And currently are imported fittings, in your
14 estimation, the vast majority of the fittings sold
15 in the U.S.?
16             MR. WHITE:  Objection.  Don't speculate.
17 If you know, you know.
18     A.  I don't know exactly.
19     Q.  Okay.  Give me an estimate.  I know you
20 don't know exactly, but what's your estimate for
21 what portion of the domestic -- of the fittings sold
22 in the U.S. are actually made in the U.S.?
23     A.  25, 30 percent.

Page 16
1     Q.  I saw your testimony before the ITC.  You
2 testified before the International Trade Commission;
3 right, sir?
4     A.  Correct.
5     Q.  And you estimated then that you thought
6 domestic fittings were in the 10 to 20 percent
7 range.  Does that sound right?
8     A.  Correct.
9     Q.  Okay, and is that generally the range, or do

10 you think there's been a slight increase in domestic
11 since then?
12     A.  That's the norm, 10 to 20 percent; but
13 because of AARA [sic] and still some residual
14 effect, it's probably gone up a little right now.
15     Q.  Okay, and does that mean, then, that
16 currently that imported fittings are somewhere in
17 the range of 80 percent of all the fittings --
18     A.  Correct.
19     Q.  -- sold in the U.S.?
20     A.  Correct.
21     Q.  And for Sigma, tell me where your imported
22 fittings come from, what countries.
23     A.  Made in China, India, and Mexico.
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1 have a different list price for OEM customers?
2             MR. HASSI:  Object to form.
3     A.  Well, most OEM customers don't buy off of
4 the list.  They buy on the net.
5     Q.  Okay.  Did he have a different --
6     A.  But he did sell -- in the waterworks
7 fittings he sold, he did have a listing discount.
8     Q.  Okay, and were those the same as your
9 listing discount or were they different?
10     A.  Relatively the same; sometimes different,
11 but relatively the same.
12     Q.  Okay.  Did -- who had ultimate
13 responsibility on the distribution side of your
14 business at Sigma for determining what your list was
15 going to be and what your multiplier was going to
16 be?
17     A.  I did.
18     Q.  Okay, and just so we're clear on the record,
19 so Mr. Rona, did he -- he did not have
20 responsibility for those determinations on the
21 distributor side?
22     A.  He did not.
23     Q.  Okay.  Did he have any input into that

Page 26
1 process at all?
2     A.  Yes, he did.
3     Q.  And what about for job pricing?
4     A.  He was involved as well.
5     Q.  Okay.  Yeah, I guess my question is:  Who
6 had ultimate responsibility at Sigma for determining
7 whether or not to grant a job price?
8     A.  I did.
9     Q.  Okay, and these other price concessions, the
10 volume rebates, whose responsibility was that?
11     A.  Mine.
12     Q.  Extended credit terms?
13     A.  Mine.
14     Q.  Quick pay discount?
15     A.  Mine.
16     Q.  Freight absorption?
17     A.  Mine.
18     Q.  Okay.  Roughly how many distributor
19 customers did Sigma have while you were the
20 vice-president of sales and marketing?
21     A.  I don't know exactly.  I don't know exactly.
22     Q.  Okay.  More than one hundred?
23     A.  Yes.

Page 27
1     Q.  Any estimate how many waterworks

2 distributors there are out there?

3             MR. HASSI:  Object to the form.

4 BY MR. OSTOYICH:

5     Q.  Are we talking about 500, are we talking

6 about 100 that you sold to all of them?

7     A.  More than 500.

8     Q.  And you think Sigma sold to roughly 100 or

9 more than 100 of them?

10     A.  Probably around 500 of them.

11     Q.  How many different branches do you think are

12 out there, if you counted all the branches from HD

13 Supply and Ferguson and everybody else?

14             MR. HASSI:  Object to the form.

15     A.  Between HD and Ferguson, you've got a couple

16 hundred, 250; and then there's probably -- there's

17 probably 7 or 8 hundred branches counting

18 independents and everybody in the waterworks

19 industry.  There's probably 700-plus; right around

20 700, I would imagine.

21     Q.  And typically on the -- of your sales, do

22 you have a rough breakdown of how much were to OEMs

23 versus -- fittings I'm talking about -- how much

Page 28
1 were to OEMs versus how much were to distributors?
2     A.  On just fittings?
3     Q.  Yes.
4     A.  85 percent were to distributors, 85 to 90.
5     Q.  Okay.  So 10 to 15 percent to OEMs?
6     A.  Right.
7     Q.  Ballpark, give me an idea of what your
8 revenues were for fittings total.
9     A.  When?

10             MR. WHITE:  Which year?
11 BY MR. OSTOYICH:
12     Q.  Well, pick 2009, 2010, somewhere in that
13 time frame.
14     A.  Well, what our revenue on fittings was?
15     Q.  Yes.
16     A.  70 million.
17     Q.  That's total counting the OEM side --
18     A.  Correct.
19     Q.  -- and the distribution side?
20     A.  Yes.
21     Q.  I take it that's a big decline since the
22 height of the housing market?
23     A.  Correct.
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1     Q.  And those reasons were what?
2     A.  Capital expenditures would have been, you
3 know, 12, 15, 18 million bucks.
4     Q.  And how did that compare to what you
5 perceived to be the possible benefits to Sigma of
6 the ARRA legislation?
7             MR. HASSI:  Object to the form.
8     A.  I thought ARRA would have been short-lived.
9 So, you know, I was still concerned if the market
10 went back to that 10 to 20 range instead of
11 increased to 30, 40, 50 range, that we'd be spending
12 a lot of money for a limited market.
13     Q.  Did the company evaluate sourcing from
14 third-party foundries in the U.S.?
15     A.  Yes, we did.  That was a very real ongoing
16 investigation.
17     Q.  Okay, and who was involved in that effort?
18     A.  Stuart, Gopi, Tom, you know, but mostly
19 Stuart and Gopi I think kind of spearheaded it.
20     Q.  Same team?
21     A.  Same team, same team.
22     Q.  Is that what's called the Sigma domestic
23 production team --

Page 134
1     A.  Yeah.
2     Q.  -- on some of the documents?
3     A.  Yeah.
4     Q.  Let's look at your declaration, paragraph 4.
5 You say "In 2008, SIGMA's core ductile iron pipe
6 fittings business was substantially weakened by the
7 economic crisis."  Did you see where I am, sir?
8     A.  Mm-hmm.
9     Q.  What did you mean by that?
10     A.  That's when housing had just stopped and the
11 economy had taken -- in August of 2008, the market,
12 somebody just shut the faucet off.
13     Q.  When you say somebody shut the faucet off,
14 just tell us what you mean by that.
15     A.  The funding -- a lot of projects were
16 canceled for no funding.  Housing had literally
17 dried up, and the business had retracted immensely
18 in the latter half of 2008 into 2009.
19     Q.  The last sentence of that paragraph 4, you
20 say "Beginning in '08, the economic crisis
21 devastated the housing market, and as a result
22 SIGMA's core business."  What do you mean by
23 devastated?

Page 135
1     A.  Well, when you go from -- it ended up being
2 off 60-plus percent.  The housing market was off 60
3 plus percent, and we were getting -- 60 percent of
4 our business you could almost tie to housing, and
5 you really could tie it to housing; and when housing
6 dried up, you know, you have to reinvent yourself
7 and re-work where you're going to sell your
8 products.
9     Q.  And was that decline in demand for housing,

10 was that exacerbated by the decline in your fittings
11 prices that we saw in the prior documents --
12     A.  Yes.
13     Q.  -- in the second half of '08?
14     A.  Yes.
15     Q.  And tell me what effect that was having on
16 your business at that time in the second half of
17 '08.
18     A.  With the lower demand, same amount of
19 competitors, every job became a free-for-all, and it
20 forced pricing down.
21     Q.  And is that what we were talking about a
22 little bit earlier today with sharp price erosions
23 in the Southeast, the Midwest, the West Coast?

Page 136
1     A.  Yes.
2             MR. HASSI:  Object to the form.
3 BY MR. OSTOYICH:
4     Q.  Now, the next paragraph, you say "SIGMA
5 believed the ARRA would lead to a short-term spike
6 in demand."  Is that this two-year period you
7 mentioned earlier?
8     A.  Yes, yes.
9     Q.  So you're saying you "researched the

10 possibility of selling its own domestic fittings to
11 its customers," and what did you mean by "researched
12 the possibility"?  What was that effort?
13     A.  We weren't going to be -- we did not want to
14 be shut out of the A -- you know, of the American
15 Recovery and Reinvestment Act.  We did not want to
16 be shut out of this short boom.
17             And also we thought it would have
18 long-term effects if we were not a player.  So we
19 decided that we had to find every possible -- we had
20 to find -- we decided we were going to be a player
21 one way or the other in ARRA, somehow we were going
22 to be a player, whether it be through third party
23 supplying the patterns or some kind of agreement,
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Page 157

1             MR. HASSI:  Off the record.

2            (Discussion off the record.)

3   (Lunch recess taken from 12:15 until 1:08 p.m.)

4        EXAMINATION BY COUNSEL FOR COMPLAINANT

5 BY MR. HASSI:

6     Q.  Mr. Rybacki, I introduced myself this

7 morning.  My name is Ted Hassi.  I'm with the

8 Federal Trade Commission.  Why don't we start where

9 we left off, in 2009; and you've got in front of you

10 Exhibit 14, and Mr. Ostoyich asked you a bunch of

11 questions about your EBITDA in 2006 to 2009.

12     A.  Mm-hmm.

13     Q.  Could you turn back to that page?  It was

14 4714.

15     A.  Right here.

16     Q.  Okay.  I just wanted to clarify, is it fair

17 in looking at this that through the end of the third

18 quarter of 2008, your sales were actually tracking

19 ahead of your sales for the same period of time in

20 2007?

21     A.  Correct.

22     Q.  And your EBITDA was within a couple hundred

23 thousand dollars of the EBITDA third quarter 2008,
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1 third quarter 2007; is that right?
2     A.  Correct.
3     Q.  So is it fair to say that it was the fourth
4 quarter of 2008 when pricing began its declines?
5     A.  No.  Pricing actually -- we had a big July.
6 I remember we had a big July and good first half of
7 August, and that's when it started to go down.  It
8 started to go down mid to late August 2008.
9     Q.  Okay.  You can put that away.
10             You were asked a series -- forgive me.
11 I'm going to jump around a little.
12     A.  Go ahead.
13     Q.  If you need context for any of my questions,
14 just ask.  Okay?
15     A.  Mm-hmm.
16     Q.  You were asked a series of questions about
17 Sigma's consideration of virtual manufacturing of
18 domestic fittings.  Do you recall those questions?
19     A.  Mm-hmm.
20     Q.  You have to say "yes" or "no" for the
21 record.
22     A.  Yes.
23     Q.  And ultimately Sigma made the decision not
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1 to be a virtual manufacturer of domestic fittings at
2 a board meeting in October of 2009; is that correct?
3     A.  The decision was more or less made between
4 the summer of 2009 and October of 2009.
5     Q.  Okay.  So it was discussed at a board
6 meeting, you thought, in July of 2009?
7     A.  And -- yes.  It was discussed with all our
8 people, correct.
9     Q.  And then discussed again in October of 2009?

10     A.  And December.
11     Q.  And again in December.  And so by the end of
12 2009, Sigma had made a decision not to be a virtual
13 manufacturer of domestic?
14     A.  Correct.
15             MR. OSTOYICH:  The way that's phrased,
16 I'm objecting to form, but go ahead.
17 BY MR. HASSI:
18     Q.  And you would have been -- strike that.  I
19 used the term "virtual manufacturer."  That was a
20 term you used --
21     A.  Right.
22     Q.  -- to describe what you do overseas; right?
23     A.  Correct.

Page 160
1     Q.  And it would have been doing -- one of the
2 avenues you explored would have been doing a similar
3 thing here in the U.S.  In other words, you would
4 have provided the engineering, foundries would have
5 provided the machinery, et cetera, and made things
6 according to your instructions, is that fair?
7     A.  Correct.
8     Q.  And did I hear you say this morning that you
9 believe there is still in the domestic market a

10 carry-on effect today from the AARA [sic]?
11     A.  It's decreasing, but there's still a little
12 carry-on, just a little bit.
13     Q.  Okay, and that was one of the things -- at
14 the time you were investigating this in 2009, that
15 was one of the things that Sigma was concerned
16 about, right, that this might have an effect that
17 would go beyond the AA -- ARRA, but would create a
18 surge in interest in domestic fittings, is that
19 fair?
20     A.  Fair.
21     Q.  Now, by having access to McWane domestic
22 fittings under the MDA agreement, is it fair to say
23 that Sigma -- strike that.  The fact that Sigma had
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1 irrelevant.  I wouldn't sell Greg Dill, period.  So
2 that was -- as long as he was head of Hajoca in
3 Tulsa, we were not going to participate in their
4 business.
5     Q.  Do you recall whether there were any other
6 similar instructions from McWane, in other words,
7 that under the MDA, there were customers to whom you
8 would not be allowed to sell domestic because they
9 were not supporting McWane's domestic program?
10             MR. WHITE:  Objection.
11             MR. OSTOYICH:  The way it's phrased,
12 I'll object to it, but go ahead.
13     A.  We didn't do it.  Anybody who wanted
14 domestic fittings, we kind of sold them.  We sold
15 them to our customer base, which was sometimes
16 different than their customer base.  I said yes a
17 lot of times -- I mean almost all the time.
18     Q.  Have you sold any domestic fittings to
19 customers where you understood that you were selling
20 only part of their needs for a particular project?
21     A.  Did we sell any --
22     Q.  Yes, sir.
23     A.  -- that was only part of their needs?  I

Page 174
1 don't recall.  I'm not involved in every order.  I
2 don't recall.
3     Q.  Sir, in terms of your -- I want to go back
4 for a second -- I said I might jump around -- go
5 back for a second to Sigma's exploration of virtual
6 manufacturing of domestic fittings.  Is it fair to
7 say that you wanted McWane to understand that Sigma
8 was going to be in the domestic market?
9             MR. OSTOYICH:  I'll object to the form,
10 but go ahead if you can.
11     A.  I never talked to them, so I mean, I can't
12 really answer that.  I mean, I never suggested that,
13 that we were going to be in it, to McWane.
14     Q.  Did you suggest that at one point to
15 Mr. Ruffner Page?
16     A.  That we were going to get into domestic
17 myself?
18     Q.  Yes, sir.
19     A.  Never, never.
20     Q.  Do you know who Ruffner Page is?
21     A.  Yes, I do.
22     Q.  And can you tell us who he is?
23     A.  He's the president of McWane.

Page 175
1     Q.  Did you -- you mentioned earlier that the
2 first offer from McWane was a 5 percent discount off
3 their published multiplier; is that right?
4     A.  Correct.
5     Q.  And you took that as a no, isn't that right?
6     A.  I took that as an absolute no.
7     Q.  Okay.  In fact, and I don't want to put
8 words in your mouth, but you were insulted by that
9 offer?

10     A.  I was insulted by that offer.
11     Q.  Okay, and did you let Mr. Page know that?
12     A.  No.  I mean, I let my -- I didn't deal with
13 Mr. Page.  I met with him actually two times in my
14 whole career.
15     Q.  When were the two times that you recall
16 meeting with Mr. Page?
17     A.  Oh, one time with Victor where Ruffner
18 wanted to meet me, and it was about selling a
19 product called Sure Stop, which was a gasket with
20 teeth in it for restraint; and one was at a luncheon
21 with my partners to discuss, with their
22 international people, to discuss marketing joint
23 pipe over in India, China, kind of for the Middle

Page 176
1 East, creating a pipe plant or doing something in
2 the Middle East together.  Those are the only two
3 times that I sat down with Mr. Page.
4     Q.  Do you know when you met with Mr. Page over
5 marketing Sure Stop?
6     A.  Oh, God, right around that time.  It must
7 have been '09, '08, '09.  It was right around then.
8     Q.  And the discussing the marketing -- the
9 joint marketing of pipe, when was that meeting?

10     A.  That was at an AWWA.  I don't know if it was
11 in Atlanta, or it might have been the AWWA in
12 Atlanta.  The -- basically the discussion wasn't
13 even between us.  It was basically his international
14 people and our people talking about the market in
15 Middle East, which I know nothing about.
16     Q.  Is it fair to say that your partner Mr. Pais
17 meets with Ruffner Page a number of times during
18 this period in time?
19             MR. WHITE:  Objection.
20             MR. OSTOYICH:  I'll object to form.
21     A.  I would say rarely meeting face-to-face,
22 very rarely.
23     Q.  Is it fair to say they communicate on a
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1             MR. HASSI:  No.
2             MR. WHITE:  Excuse me?
3             MR. HASSI:  You're not taking a break
4 right now in the middle of these questions.
5             MR. WHITE:  Yes, I am.  You're not in
6 the middle of a question.
7             MR. HASSI:  I'm about to mark a
8 document.  Why don't you wait and take a break after
9 we go through the document?
10             MR. WHITE:  Come on.
11             MR. HASSI:  Let the record reflect that
12 I object to this break being taken.  Is this an
13 issue of privilege?
14             MR. WHITE:  Yes.
15             MR. HASSI:  And what privilege?
16      (Mr. White and Mr. Rybacki leave room.)
17             (Discussion off the record.)
18              (Mr. Hassi is out of room.)
19             MR. WHITE:  Let the record reflect we're
20 back and we're ready to go.  Note the time, please.
21 (2:08) Mr. Ansaldo's here, and he can ask the
22 questions if he wants to.
23             MR. ANSALDO:  We have a strict no

Page 210
1 ganging up in the question-asking policy.
2          (Mr. Hassi returns to deposition.)
3 BY MR. HASSI:
4     Q.  Sir, Mr. Rybacki, did you have a question
5 related to an issue of privilege that you needed to
6 speak to your lawyer about?  You can answer just yes
7 or no.
8     A.  No.  Did I?  No.
9     Q.  Okay.  Let me show you what we've marked as
10 Exhibit 1413.  Actually, let me hold off.
11             Here, here's 1413.
12             MR. OSTOYICH:  The third page just has a
13 line at the top?  I'm just trying to make sure I got
14 the exhibit.  Is the third page of this just one
15 line at the top?
16             MR. HASSI:  Yes.
17             MR. OSTOYICH:  Okay.  This is an
18 attachment, I guess?
19             MR. HASSI:  Yes.
20             THE WITNESS:  Oh, it's on the back page,
21 okay.  Okay.
22 BY MR. HASSI:
23     Q.  Okay.  The attachment on the fourth page,
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1 that's a letter that --
2     A.  This one right here (indicating)?
3     Q.  Yes, sir.  Do you recall the letter in
4 substantially this form went out under your
5 signature --
6     A.  Yes.
7     Q.  -- to Sigma's customers?
8     A.  Yes.
9     Q.  And did you understand in the --  it's

10 attached to an e-mail that you and others received
11 from Mr. Pais in the ordinary course of your
12 business?
13     A.  Yes.
14     Q.  And do you see where Mr. Pais says "Since
15 our price increase letter at this point is largely a
16 'heads up' to the customers and [to] the market
17 about our intention to follow suit when Star or
18 others take a definitive action on price increases,
19 I thought the attached revised letter would be more
20 effective."  Do you see that?
21     A.  Yes.
22     Q.  Was that also the way you understood this
23 letter which you sent out under your signature in
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1 final form?
2             MR. WHITE:  Objection.  There's no
3 signature on mine.
4             MR. OSTOYICH:  Yes, let me object to the
5 form.  Go ahead.
6     A.  This letter was a vanilla price increase
7 letter for the products that we needed price
8 increase on.
9     Q.  Did you understand that in this letter Sigma

10 was giving a heads-up to the market about its
11 intention to follow suit when Star or others took an
12 action on price increases?
13             MR. WHITE:  Objection.
14     A.  It was -- I understood -- Vic -- it's hard
15 to understand our company.  Victor's letters, you
16 know, you take them, you know, and you understand
17 what he's trying to get, he always means well, and
18 then you -- and then I wrote this.
19             I think this was basically sending a
20 message to the customer base that we're going up,
21 that we needed these prices increased.  Now, it is a
22 message to everybody in the waterworks industry,
23 foes, customers, everybody, that we are going up and
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1 we want a price increase and we need one.
2     Q.  And you did not with this letter announce
3 what the actual price increase would be, correct?
4 And I'm talking specifically related to fittings.
5     A.  No, not specifically.  You're right.
6     Q.  So is it fair to say that what you did in
7 the spring or summer of 2010 following this letter
8 is to follow a price increase that McWane first
9 announced?
10             MR. WHITE:  Objection.
11             MR. OSTOYICH:  I'm sorry.  Objection to
12 form.  Go ahead.
13     A.  I don't know if they did it first or Star
14 did it.  I can't remember who did it.
15     Q.  Okay, but Sigma didn't do it first, did it?
16     A.  I don't think we did, no.
17     Q.  You sometime after this followed either Star
18 or McWane's price increase?
19             MR. OSTOYICH:  Objection to form.  Go
20 ahead.
21     A.  That's wrong, because on the restrained
22 joints, Tyler/McWane is a non-factor.  So it might
23 have even been us.  I don't know.  I can't remember,
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1 because the list price on restrained joints, they do
2 not have -- they're not a factor in the restrained
3 joint market.
4     Q.  Okay.  I was really asking about the
5 fittings.  Do you recall in the summer -- spring,
6 summer of 2010 after sending out this letter that
7 you followed a price increase that was led either by
8 McWane or Star, but not Sigma?
9             MR. OSTOYICH:  Well, objection, asked
10 and answered, but go ahead.
11     A.  I think we did go up, follow somebody.
12     Q.  Do you see further down -- I'm going back to
13 the e-mail on the first page -- Mr. Pais writes "As
14 you can see, it captures the 2 specific actions
15 signaled by Star while adding a few 'wishful
16 thoughts' of our own thrown in, hopefully to create
17 some momentum and traction."  Do you know what the
18 two specific actions signaled by Star were that he
19 was referring to in this e-mail?
20     A.  I don't.
21     Q.  Do you know whether that related to fittings
22 or a different product?
23             MR. WHITE:  Objection.
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1     A.  I don't remember.  I don't.
2     Q.  Do you know what Mr. Pais means by hopefully
3 to create some momentum and traction?
4             MR. WHITE:  Objection.
5             MR. OSTOYICH:  Objection.  Go ahead.
6     A.  I know we needed a price increase because it
7 was -- you know, our profits were so low.
8     Q.  And so you wanted to create some momentum
9 and traction for a price increase, is that fair?

10     A.  We wanted a price increase desperately, no
11 question.
12     Q.  And you wanted the market and your customers
13 to know that, is that fair?
14     A.  Sure.
15             MR. OSTOYICH:  Objection to the form,
16 but go ahead.
17             MR. WHITE:  I join that objection.  It's
18 vague, use of the word "market" is vague.
19 BY MR. HASSI:
20     Q.  Sir, do you understand what Mr. Pais means
21 by the word "market" in the first sentence here
22 where he says "to the customers and the market"?
23             MR. WHITE:  Objection.
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1             MR. OSTOYICH:  I'll join that objection.
2 Go ahead.
3     A.  Where are you now?
4     Q.  I'm sorry.  I'm looking at the very first
5 sentence.
6     A.  "Since our price increase"?
7     Q.  He says "Since our price increase letter at
8 this point is largely a 'heads up' to the customers
9 and the market," do you see that?

10     A.  It's to everybody, everybody that's in the
11 market.
12     Q.  Okay, and that would include your
13 competitors; right?
14     A.  Correct.
15     Q.  Sir, let's -- if you could go back to, I
16 think it was Exhibit 1, but I'll find it here in a
17 second.  Exhibit 1 is your letter of October 23rd,
18 2007?
19     A.  Okay.
20     Q.  Is it fair to say in this letter, sir, you
21 are signaling to the market Sigma's interest in
22 taking a price increase in January 2008?
23             MR. WHITE:  Objection.
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1             MR. OSTOYICH:  Objection.
2             MR. WHITE:  Argumentative and it's
3 vague.  It mischaracterizes prior testimony about
4 this letter.
5             THE WITNESS:  Could you repeat it?
6   (The reporter read back the portion requested.)
7     A.  I am letting our customer base know that we
8 need a letter; and if our competitors are going to
9 see the letter, then everybody sees it; but we are
10 definitely telling our customers that we need a
11 price increase.
12     Q.  And everybody in the market would understand
13 that Sigma needs and would like a price increase;
14 correct?
15             MR. WHITE:  Objection.
16             MR. OSTOYICH:  Yes, by definition it's
17 calling for speculation, so I'll object.
18     A.  Yes.
19     Q.  The price increase that's referenced in this
20 letter, the list price increase to come on January
21 2nd, 2008, did I understand you correctly this
22 morning that that was never published?
23     A.  That one on January 2nd was not published.
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1     Q.  Would it have been published on your Website
2 notwithstanding not sending it out in printed form?
3     A.  No, it would not go on our Website unless we
4 were going to go through with it.
5     Q.  Okay.  Do you know whether anyone in the
6 market, customers or competitors, got a copy of what
7 you intended to do in terms of that list price
8 increase in January --
9     A.  They did not.  I don't think they did.  I
10 shouldn't say.  I do not definitively know they
11 didn't.  I am reasonably sure they didn't, but I'm
12 not positive.
13     Q.  And that's because you neither published it
14 on the Website --
15     A.  Right.
16     Q.  -- nor in printed form?
17     A.  Right.
18     Q.  Had you done nevertheless in late 2007 an
19 analysis of how much you wanted to go up and on what
20 fittings?
21     A.  Oh, yes.
22     Q.  But that analysis was maintained internal to
23 Sigma?  It was not shared with the market?
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1     A.  Correct.
2             MR. OSTOYICH:  Let's again distinguish
3 between firsthand knowledge.  Are you asking him or
4 are you asking him did everyone at Sigma internally,
5 because you're drawing a real broad question with
6 that.
7 BY MR. HASSI:
8     Q.  To your knowledge, sir, no one from Sigma
9 shared the analysis related to the expected or

10 intended price increase in early 2008 with anyone
11 outside of Sigma, is that fair?
12             MR. OSTOYICH:  Well, it's objectionable,
13 but go ahead.
14     A.  To my knowledge, nobody shared this with
15 anybody.
16     Q.  Thank you.  And ultimately Sigma did not
17 take that list price increase?
18     A.  Correct.
19     Q.  And in a letter -- and that was Exhibit 5 --
20 dated January 29th, 2008, you retracted the list
21 price increase and instead indicated you would
22 follow -- I'm sorry.  I'll give you a second to find
23 Exhibit 5.  It's another Sigma letter.
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1     A.  I've got it.
2     Q.  So ultimately in January of 2008, as
3 reflected in Exhibit 5, you retracted the list price
4 increase and went out with some multiplier
5 increases?
6     A.  Correct.
7     Q.  And where you increased multipliers, you
8 were following McWane, is that fair?
9     A.  Yes.

10     Q.  And in the locations where McWane had issued
11 published multipliers below Sigma's multipliers, you
12 did not follow them?
13     A.  Did not.
14     Q.  And what does that do to Sigma's
15 competitiveness in those areas if --
16     A.  It hurt it.  We were hurt.
17     Q.  You lose market share in those areas?
18     A.  We lose business.
19     Q.  And so you weren't happy about that?
20     A.  No.
21     Q.  You talked this morning at some length about
22 project pricing.  Do you recall that in 2008 Sigma
23 made an effort to pull back on project pricing, to
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1 decrease the incidence of project pricing, in other
2 words?
3             MR. WHITE:  Objection, vague.
4     A.  You can -- every day we would like to pull
5 back on project pricing.
6     Q.  And why is that?
7     A.  Because it's less margin, less profit.  It
8 doesn't give us the ability to take care of the
9 customer in the way we need to if we don't make
10 enough money at this.
11     Q.  If you could, is it fair to say that you
12 would prefer to sell off your published list price
13 and multiplier?
14     A.  Yes, I would.
15     Q.  And if you could find a way to have the
16 entire industry rein in project pricing, that would
17 be your preference, wouldn't it, sir?
18             MR. WHITE:  Objection.
19             MR. OSTOYICH:  Objection.
20     A.  I would say yes.
21     Q.  Do you recall that in January of 2008,
22 Mr. Pais urged you to initiate a new and committed
23 and serious effort to normalize all pricing for

Page 222
1 fittings?
2             MR. WHITE:  Objection.
3             MR. OSTOYICH:  I'm sorry, objection to
4 the form, the way it's phrased, but go ahead.
5     A.  I think I said that Mr. Pais would like to
6 see that happen every day of the week, every year,
7 every day.  I've been with him for 21 years -- 22
8 years.
9     Q.  And I'm using the phrase "normalizing."  It
10 was a phrase he used, is that fair?
11             MR. WHITE:  Objection.
12     A.  Victor has his own phrases, his own
13 acronyms.  Victor's his own guy, but I've given up
14 figuring out Victor 100 percent.
15     Q.  Okay.  When I use the phrase "normalizing
16 pricing," do you understand that to mean to pull
17 back on project pricing and follow published list
18 prices and multipliers?
19             MR. OSTOYICH:  Objection to form.  Go
20 ahead.
21             MR. WHITE:  Objection to form.  If you
22 have a document you want to show him, show him the
23 document.
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1 BY MR. HASSI:
2     Q.  Do you understand it that way, sir?
3             MR. WHITE:  He's asking you if you
4 understand that word as a word that Victor used time
5 and again.
6             MR. OSTOYICH:  Well, objection to form.
7     A.  I don't know what -- I'm not in Victor's
8 head, so I don't know what he means by normalizing.
9 I may have a different definition than he does.

10     Q.  Did you believe that with project pricing,
11 you were creating confusion with your customers?
12             MR. WHITE:  Objection.
13     A.  At times it does.
14     Q.  Does it likewise create confusion with your
15 competitors?
16             MR. OSTOYICH:  Calling for speculation,
17 so I'll object, but go ahead.
18     A.  Yes.
19     Q.  And does it lead to lower overall pricing
20 levels?
21             MR. WHITE:  Objection.
22     A.  It depends.  Like I said, some project
23 pricing is higher, so it depends.  It's just
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1 different than lists and multiplier.
2     Q.  When -- on those occasions where Mr. Pais
3 would encourage you to normalize pricing, what steps
4 would you take, if any?
5             MR. WHITE:  Objection, lacks foundation
6 and vague.
7             MR. OSTOYICH:  I'm going to object to
8 the form.
9     A.  The normalizing, that word is hard to -- you

10 know, Victor's normal and my normal and Siddharth's
11 normal are all different normals.
12     Q.  Did you in 2008 make an effort to reduce the
13 incidences of project pricing?
14     A.  Yes.
15     Q.  And can you tell us what efforts you
16 undertook in that regard?
17     A.  I do it all the time.  I mean, we're always
18 trying to eliminate special pricing, because it's
19 not good for our -- the long-term health of this
20 company or its shareholders.
21     Q.  And what in 2008 did you do to try and
22 reduce the incidence of project pricing?
23     A.  We tried to hold the ground.  We tried to
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1     Q.  And do you recall why at this time in
2 particular in January of 2008 Mr. Pais was asking
3 you to make a committed and serious effort to
4 normalize pricing?
5             MR. OSTOYICH:  The way it's phrased,
6 I'll object, but go ahead.
7     A.  Because Star's pricing was ruining the
8 market; and as a result, it was upsetting the
9 gorilla in the room, which was Tyler, because
10 they're the biggest, McWane's the biggest, and it
11 was obviously hurting us as well; and that's the
12 reason why we he wanted us to normalize or try to
13 standardize on the list and multiplier to create
14 some kind of stability; but it just doesn't work
15 that way.
16     Q.  And why doesn't it work that way?
17     A.  Because once you know that the Camry costs
18 20,000, why are you going to pay 24 for it?
19     Q.  So it's hard to pull back on project
20 pricing?
21     A.  It's hard to pull back, especially during
22 tough times.
23     Q.  At this point in time --
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1     A.  No, at that time, it wasn't so bad.  You're
2 right.
3     Q.  And let me just ask the full question so we
4 have a good record here.  At this point in time, in
5 January of 2008, it hadn't gotten, as you put it, so
6 bad?  That was later, in August of 2008?
7     A.  Correct.
8     Q.  Now, you mentioned Star was offering project
9 pricing; and that was upsetting Tyler, who you
10 referred to as the -- I don't know how many pounds
11 you gave the gorilla; is that right?
12             MR. OSTOYICH:  Objection to form.
13     A.  Big gorilla.
14     Q.  Did you understand that one -- we were
15 talking earlier about Tyler's new multipliers in
16 2008, some of which were below your published
17 multipliers; do you recall that?
18     A.  Correct.
19     Q.  Did you understand that in the areas where
20 they were reducing the multipliers, that had to do
21 with project pricing being offered by Star and as a
22 result Sigma in those areas?
23             MR. OSTOYICH:  Well, by definition it's
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1 objectionable, but go ahead.
2     A.  It didn't have to be project pricing.  It
3 could be any pricing.  They could -- list and
4 multiplier could have been -- they were just
5 lowering it.  They were trying to be aggressive to
6 get market share.
7     Q.  Okay.  In your experience in the, say, 2007
8 to early 2008 time frame, had that been Star's MO,
9 in other words, their grabbing jobs, grabbing market

10 share with lower prices, project prices?
11     A.  Yes.
12     Q.  Were they known among the three large
13 fitting suppliers as the aggressive price party?
14     A.  Yes.
15     Q.  And they, among the three, would be the most
16 likely to initiate project pricing?
17             MR. WHITE:  Objection.
18             MR. OSTOYICH:  Objection to form.
19     A.  Yes.
20     Q.  And in your experience, is it fair to say
21 that McWane would be the least likely of the three
22 to offer project pricing?
23             MR. OSTOYICH:  Well --
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1             MR. WHITE:  Objection.
2             MR. OSTOYICH:  Same objection.
3     A.  No.
4     Q.  Who would be the least likely?
5     A.  Unlike my partner, I would say that we are.
6     Q.  Okay.  Your partner, you're referring to an
7 e-mail we saw earlier about --
8     A.  From Victor.  I would think Victor would
9 think it would be us, and I would think it would be

10 Tyler, but --
11     Q.  You mentioned this morning that you approved
12 project pricing.  Do you actually approve all the
13 project prices --
14             MR. WHITE:  Objection.
15     A.  No, not all of it.
16     Q.  -- at Sigma?  Is there a standard process by
17 which project pricing is approved at Sigma?
18     A.  The regional manager has some autonomy, and
19 most regional managers discuss with me, especially
20 if it's a high -- a big job or a high-profile job,
21 they'll discuss it with me; but occasionally a
22 regional manager does have the authority to -- if he
23 knows all the facts, that he can make project
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1     Q.  And we don't know whether it was actually
2 sent out or finalized in any form or fashion, do we?
3     A.  Don't know.
4     Q.  Okay.  Let me ask you a couple last
5 questions here and then I will hopefully let you go.
6 CX 0909, which is a July 20th --
7     A.  Yes.
8     Q.  This is -- as I understand it, it's a letter
9 that you sent to Mr. Page at McWane in July of 2009,
10 is that fair?
11     A.  Yeah.
12     Q.  And the subject of the letter, if I
13 understood your testimony, was a potential purchase
14 by you of a Sure Stop gasket made by McWane?
15     A.  They wanted us to market this product for
16 them through distribution, because I'm probably a
17 little better at that than they are.
18     Q.  Okay, and you're saying you're probably a
19 little bit better.  Why, because you have more
20 distribution -- a bigger distribution network?
21     A.  No.  I probably have better relationships
22 for getting new products approved and done by our
23 customer base than they do.
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1     Q.  And then you also said the letter conveys
2 your aggravation with their initial offer to sell
3 you domestic fittings during the ARRA period?
4             MR. HASSI:  Object to the form.
5     A.  Yeah, I was upset.  Yes, that's correct.
6     Q.  Is there anything else that you were
7 conveying?  Was this a secret message to Mr. Page
8 that you wanted to fix prices on fittings?
9             MR. HASSI:  Object to the form.
10     A.  Absolutely not.
11     Q.  You say in here that you put forth an olive
12 branch, if you look at the last sentence of the
13 fourth paragraph.  And was that an effort by you to
14 fix prices on fittings with Mr. Page?
15             MR. HASSI:  Object to the form.
16     A.  Fourth paragraph?  That's the one about
17 Mike?
18     Q.  "It bothered me to unload on Mike that day."
19 Did I count them all?
20     A.  Yeah, right, fourth.  No, that was me being
21 insincere.  Mike Keel is a wonderful person.
22 Unfortunately he was in a McWane suit at the wrong
23 time when he asked me to market Sure Stop for him.
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1 I wasn't happy at the time.
2     Q.  So you went and insulted him, and you felt
3 bad about it?
4     A.  I felt bad because I was so short with him.
5 Normally I would have a lot of time for Mike Keel,
6 and I just was so short when he came up and asked me
7 to market Sure Stop, and I said you've got to be
8 kidding me.  I didn't say it that nice.
9     Q.  All right, and is your olive branch

10 language, is that all it means?
11     A.  Yes.
12     Q.  Okay.
13     A.  That's my olive branch.
14     Q.  In the third paragraph, you say in the last
15 sentence "Although I was extremely" -- "Although
16 extremely impressed by your openness in the May 1st
17 meeting and a willingness on our part to try and
18 make the industry a 'better place,' it seems McWane
19 deems getting closer to Sigma is not in their best
20 interest."  What were you tying to convey with that
21 language?
22     A.  That again goes back to the 5 percent.  It
23 was such an insult that I thought that, you know,
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1 the two companies, you know, which we do trade a

2 little bit back and forth and sell to Clow and

3 everything else, this was a tremendous step back,

4 because it was an insult to me, the 5 percent.

5     Q.  Okay, and when you say in your language a

6 willingness on your part to try and make the

7 industry a better place, were you trying to tell

8 Mr. Page you were willing to fix prices of fittings?

9             MR. HASSI:  Object to the form.

10     A.  Absolutely not.  Absolutely not.  Better

11 place, it's an easier place to do business, better

12 to take care of the customer, make it standardized,

13 easy.  That's what I meant, by making it a more

14 simplistic industry.

15             MR. OSTOYICH:  I have no further

16 questions.

17             THE WITNESS:  Okay.

18             MR. OSTOYICH:  I appreciate your time,

19 Mr. Rybacki.  I'll reserve a little time in case,

20 but I don't know if I need to.

21    FURTHER EXAMINATION BY COUNSEL FOR COMPLAINANT

22 BY MR. HASSI:

23     Q.  I just want to -- if you go back to 1413,
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1 Fourth of July weekend.  He said, No problem.  Wherever
2 you are we'll come to you.
3         So I said I'll be in San Antonio, so I think
4 they came in their plane and -- some airport in
5 San Antonio.  I forgot which airport.
6     Q.  Did they convey to you why they wanted to
7 purchase your business?
8         MR. LAVERY:  Objection to the form.
9         THE WITNESS:  No.  They just said it will be to

10 our best interest to -- it's a Texas term.  I forget --
11 hitch our wagon to their something, horse or something.
12 I don't know.  But basically to sell the business, it
13 would be in our best interest.
14         BY MS. HOLLERAN:
15     Q.  Did they ever explain to you why it would be in
16 your best interest to hitch your wagon to their horse?
17     A.  No.
18     Q.  Okay.  And at that time did you decline their
19 offer?
20     A.  No.  I went back and wrote them a letter
21 declining, within a week.
22     Q.  And did you ever hear any feedback from McWane?
23     A.  No.
24     Q.  While you were at PCI, did you ever have to
25 compete against McWane or Tyler/Union in their loyalty
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1 program?
2     A.  Every day.
3     Q.  What was your understanding of the loyalty
4 program?
5     A.  Loyalty program is basically a rebate.  We all
6 give rebates to the larger customers.  But what the
7 loyalty program was which was tough for us to compete at
8 times was, if their customer did not buy 100 percent
9 from McWane group of companies the fittings, they would

10 withhold the rebate off for their entire purchase of the
11 year, year or quarter, whatever it was.
12     Q.  So, for example -- I want to make sure I
13 understand it -- is if a distributor started purchasing
14 a competing fitting in September, they would --
15 September of a specific year, they would lose the rebate
16 for the entire year?
17     A.  Yes.
18         MR. LAVERY:  Objection.  It calls for
19 speculation.
20         THE WITNESS:  I'm sorry.  Say that again?
21         BY MS. HOLLERAN:
22     Q.  Your understanding of the program was that if a
23 distributor sold a competing fitting to Tyler/Union in
24 September of a given year, they would lose their rebate
25 for the entire year?
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1         MR. LAVERY:  Same objection.
2         THE WITNESS:  Entire year or that for that
3 quarter.
4         There were various companies that lost the
5 rebate.  This didn't happen for long, but it did happen
6 for a short time, because some of the major customers I
7 think really put up a fight, and then McWane backed down
8 from that.
9         BY MS. HOLLERAN:

10     Q.  Okay.  While you were still at PCI, did you ever
11 become aware of talks about establishing DIFRA?
12     A.  Yes.
13     Q.  And who first approached you about DIFRA?
14     A.  Sigma did.
15         MR. LAVERY:  Objection.
16         BY MS. HOLLERAN:
17     Q.  And what was your understanding of the purpose
18 of DIFRA?
19         Actually, before I get that, at that point in
20 time did DIFRA exist?
21     A.  To the best of my knowledge, no.  I think DIFRA
22 was formed in '06 or '07 -- '06 I think.  I'm not too
23 sure.
24     Q.  So would it be fair to say that these were
25 conversations about starting up DIFRA?
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1     A.  Yes.  Well, there was conversation of two
2 associations being started up at that time.  One was
3 the -- I mean that I was aware of.  In our line of
4 business, one was the fitting organization, one was for
5 the castings.
6     Q.  And I just want to ask you about the fittings
7 organization.
8     A.  Okay.
9     Q.  And what was your understanding of the purpose

10 of starting up DIFRA?
11     A.  The DIFRA thing was brought up to me by not
12 McWane but Sigma, Victor Pais.  I don't know when I met
13 him.  It was sometimes in '04 I think.  I -- probably
14 during in June.  And he wanted me to be part of -- well,
15 my company to be part of that organization.  And I asked
16 him how it was going -- I mean, what it would benefit
17 me.
18         The thing was, what he -- what he explained to
19 me, that it is hurting the business, all of us trying to
20 compete, and it is hurting the bottom line, so if we
21 formed an organization where we turned in -- we had to
22 turn in every quarterly our sales by product group and
23 category and tonnage, and that we will -- we should
24 stay within a range of our existing tonnage --
25 everybody would stay within the existing tonnage range
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1 that they were currently selling or they have sold in
2 the -- he told me some formula.  I didn't really -- I
3 don't really remember, like your previous 12-month sales
4 or previous 18-month sales or something to that effect
5 that establishes how much tonnage you're selling, and
6 you would stay within a range of that so that you will
7 not cut into someone else's tonnage.
8     Q.  So did you understand that you would be staying
9 within the same market share?

10     A.  Market share, exactly.  Well, tonnage and market
11 share are the same thing basically, yeah.
12     Q.  And each quarter what type of data were you
13 expected to produce -- to provide?
14         MR. LAVERY:  Same objection.
15         THE WITNESS:  Product group-wise tonnage,
16 quantity and tonnage.
17         BY MS. HOLLERAN:
18     Q.  Was dollars of sales talked about, providing
19 that information?
20     A.  No.  It was tonnage and number of pieces.
21     Q.  When you said "product group," what was that
22 breakdown?
23     A.  That was -- I don't remember if it was 16" and
24 below or 12" and below, then the midsize fittings
25 16" through 24", and then the large-diameter fittings,
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1 same breakdown for flanged.
2     Q.  And did you have an understanding of how
3 providing this information would keep everybody's market
4 shares the same?
5         MR. LAVERY:  Objection.  Calls for speculation.
6         THE WITNESS:  Yeah, I understood very well,
7 but --
8         BY MS. HOLLERAN:
9     Q.  And what was that understanding?

10     A.  That you don't cut into someone else's market.
11     Q.  Which meant what to you?
12         MR. LAVERY:  Same objection.
13         THE WITNESS:  If you don't get into someone
14 else's market share, then you don't lower the price.
15 Competition only comes if you cut into someone else's
16 business.
17         BY MS. HOLLERAN:
18     Q.  So did you understand that a purpose of entering
19 DIFRA was to stabilize prices?
20         MR. LAVERY:  Objection.  Calls for speculation.
21 Mischaracterizes testimony.
22         THE WITNESS:  Absolutely.
23         BY MS. HOLLERAN:
24     Q.  And this understanding that you have about the
25 purpose of DIFRA was based on your conversations with
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1 Victor Pais at Sigma?
2     A.  Yes.
3     Q.  Did he indicate to you whether he was talking to
4 anybody else about forming DIFRA?
5     A.  Yes.  All the fitting manufacturers.
6     Q.  How did you respond to Mr. Pais?
7         MR. LAVERY:  Objection.  Vague.
8         BY MS. HOLLERAN:
9     Q.  When Mr. Pais approached you about the possible

10 formation of DIFRA, what was your response?
11     A.  I'll think about it.
12     Q.  Did you talk to anybody at PCI about the DIFRA
13 proposal?
14     A.  I think only my partner was aware of it.
15     Q.  Did you talk to anybody outside of PCI?
16     A.  Not that I recall, no.  I don't think so, no.
17     Q.  And did you eventually respond to Mr. Pais?
18     A.  Yes.
19     Q.  And what did you say to Mr. Pais?
20     A.  I told him no.
21     Q.  And why did you say no?
22     A.  Because I was the smallest company of the lot
23 and I had nothing to gain, other than just restrict my
24 growth.
25     Q.  Anything else?
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1     A.  That's it.
2     Q.  Did Mr. Pais tell you what any of the other
3 fitting manufacturers had said about the forming DIFRA?
4     A.  No.
5     Q.  Did he tell you that they were interested in
6 starting DIFRA?
7         MR. LAVERY:  Objection.  Asked and answered.
8         THE WITNESS:  I don't recall.
9         BY MS. HOLLERAN:

10     Q.  Do you remember what Mr. Pais -- you can
11 paraphrase, but what he actually told you?
12         MR. LAVERY:  Objection.  Vague.
13         THE WITNESS:  It's been such a long time, but
14 his -- this discussion was -- I'm just trying to think.
15         We had at that time just finished this ITC
16 hearing I think.  This was just after that.  And his
17 biggest concern is that if we don't do something to
18 stabilize the market, McWane will do again something,
19 start an antidumping proceeding or something, something
20 to that effect.  I mean, don't hold me to this.  This
21 was the concern.
22         BY MS. HOLLERAN:
23     Q.  You had mentioned that it was common knowledge
24 that Sigma was helping McWane start a foundry in China?
25     A.  Yes.
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1         A.  Half a million.
2         Q.  So had they come to you and said, "Here's a half
3     a million dollars; give us your domestic" --
4         A.  We'd have rolled immediately.  Just because I
5     was aggravated at what they were doing.
6             What they did offer to us was that they -- if we
7     had to have an item that they didn't have -- that they
8     would find it for us and purchase it and then, in turn,
9     resell it to us at a fair number.
10             You can't do that because of the time frame
11     involved.  If I have to have something today, it may
12     take them two weeks to find it and get it to me.  You
13     can't do that.  That's -- that risk is unacceptable.
14         Q.  What's the lead time for something that you
15     don't have in inventory that you're getting from Tyler?
16         A.  From Tyler?
17             Seven days.  And that's more -- that's more a
18     function of freight lines and their customer service
19     levels than it is inventory.  They probably have it.
20     It's just getting it out of their yard and getting it on
21     a truck and getting it to us.
22             Now, I can have Sigma product -- I can have
23     Star -- I don't know about today.  Earlier in the summer
24     I could have Tyler product from Sigma out of their
25     Chicago yard the next day.
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1             I can have offshore from Star's yard in
2     Indianapolis in two days.
3             MR. RABIN:  Keep going.
4             (Whereupon, Mr. Rabin left the proceedings.)
5             BY MR. MANN:
6         Q.  So you indicated that you have purchased some
7     product -- some domestic product -- from Star to see
8     what it looks like?
9         A.  Uh-huh.
10             You could put it all on this tabletop.  It
11     wouldn't cover the table.
12             (Whereupon, Mr. Rabin returned to the
13     proceedings.)
14             BY MR. MANN:
15         Q.  Were you evaluating Star because you were
16     interested in giving them some domestic business?
17             Or to what end were you purchasing Star
18     domestic?
19         A.  Looking at the quality, see where this thing's
20     going to wash out going down the road.  Sitting on the
21     vendor committee at TDG, you know, I have to be able to
22     talk to other members about what's there or what's not
23     there.
24             Curiosity.  I heard rumor that their product
25     looked real nice, and I wanted to see some of it that
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1     hadn't been fitted and polished because, if you just
2     say, "Hey, send me a fitting; I want to see what it
3     looks like," they're going to dress one up for you.
4             If you just order two or three or four in the
5     course of business, whoever pulls that order's going to
6     ship you what comes out of the crate so you're going to
7     see what you're going to get on an everyday basis, not
8     what they want you to see.
9             And all of the manufacturers do the same thing.
10     I don't want one that's been polished up.
11         Q.  Were you pleased with their product?
12         A.  Yes.  Nice-looking product.
13         Q.  Has your willingness to deal with Star changed
14     after seeing their product?
15         A.  No.  I'm still not willing to take that risk
16     that I can't get what we have to have.
17         Q.  So but for that risk -- so if that risk -- if we
18     remove that risk, would your willingness to deal with
19     Star --
20         A.  Yes.  They've got a -- since my buddy retired
21     over the course of the last couple -- 2 1/2 years or
22     whatever, they've brought some young guys on that are
23     calling on our people, know what's going on, got some
24     experience -- their customer service people are doing a
25     really good job on what we are buying from them.
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1             If it wasn't for the risk, I'd -- I'd most
2     definitely look at it.
3         Q.  So earlier you said that you wouldn't purchase
4     from Star domestic -- you would not purchase domestic
5     Star?
6         A.  Then.
7         Q.  "Then" being 18 months ago?
8         A.  18 months ago.
9         Q.  Today you would be willing but for --
10         A.  The risk.
11         Q.  -- the risk involved?
12         A.  That's correct.
13         Q.  And when we say "the risk," we're referring to
14     the policy that McWane has in place?
15         A.  Not being able to get access to the full line,
16     that's correct.
17         Q.  When over the course of the last 18 months did
18     that change?  So 18 months it was no; today it was
19     "I would be willing."
20             Did that change --
21         A.  Late summer.
22         Q.  Of 2010?
23         A.  Of '10, uh-huh.
24         Q.  And was that when you purchased product and
25     actually saw --
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1             And I had -- then I had inventory I couldn't
2     sell on a day-to-day basis because it was higher than
3     the offshore product, and I had to wait for one of them
4     pockets to order material.  Or sell it at a loss.
5         Q.  How often are you selling product at a loss?
6         A.  Not very often.
7             Not very often.
8             MR. MANN:  I want to go off the record.
9             (A brief recess was taken.)
10             MR. MANN:  Going back on the record.
11             BY MR. MANN:
12         Q.  Mr. Sheley, earlier you indicated that, but for
13     the McWane policy regarding purchasing from Star, you're
14     at the point where you would shift the majority of your
15     domestic business to Star.
16         A.  That's correct.
17         Q.  Why would you do that?
18         A.  Service.
19         Q.  Star's a better service provider?
20         A.  Yes.  Two-day delivery out of Indianapolis
21     versus seven- to nine day delivery out of Tyler, Texas.
22         Q.  Anything else?
23         A.  Not that I'd have -- I'd like to have made
24     public record.  It's personality.  Leave it at that.
25         Q.  That's fair.  Just for the record, this isn't
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1     public.
2         A.  Okay.  Well, it's not -- it's not a price issue;
3     it's not a manufacturing issue.  It's a sales rep issue.
4         Q.  Shifting gears to a different topic.
5             Did Sigma ever indicate that it was going to
6     enter the domestic production of ductile iron pipe
7     fittings?
8         A.  No.  I waited -- I was waiting for you to come
9     on -- when I got your subpoena, I saw Sigma's name on
10     there, and that kind of surprised me a little bit.
11             I think that was a huge tactical error on
12     Sigma's part, myself, by joining forces with Tyler.  I
13     think they should have went out and done exactly what
14     Star done.  They've kind of made themselves beholden to
15     Tyler now and let Tyler dictate to them a little bit how
16     they're going to do business.
17             We have, on occasion, bought some Tyler through
18     Sigma in Chicago because they could deliver it faster.
19     For whatever reason, we've just never had a good
20     relationship with Sigma, so we've just never done a lot
21     with them.  I know those guys very, very well.  We
22     just -- for whatever reason, it never clicked.
23             But I would have thought that they'd have taken
24     the same road that Star did, but I believe their
25     position was that "This ARRA thing's going to be
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1     short-lived; we're not going to invest the money; we're
2     not going down that road; we'll just buy them from Tyler
3     and supply them."
4         Q.  You indicated that you believe it was a mistake
5     that they didn't --
6         A.  Yes.
7         Q.  -- follow Star and try to set up their own
8     domestic production.
9         A.  Yes.
10         Q.  What effect would -- do you believe would
11     have -- what effect would there have been in the
12     marketplace had Sigma entered with domestic -- its own
13     domestic fittings?
14         A.  Personal opinion -- okay?  No legal status to
15     back this up, just personal opinion.
16             I think -- with three players in the market, I
17     believe Tyler's position would have folded immediately.
18     I don't think they could have made it stick.
19         Q.  Anything else?
20         A.  No.
21         Q.  Would entry of Sigma domestic product have any
22     effect on price?  As we discussed earlier about
23     Star's --
24         A.  Oh, I believe it would have.  It would have put
25     a negotiable position in the marketplace.  Right now
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1     Star really doesn't have to negotiate price much.  If
2     Tyler's at 50 bucks, they can be at 48 and, with the
3     exception of guys like me, they can write business all
4     day long and go on down the road with the people that
5     are buying -- that are willing to go against Tyler.
6             If Sigma would have made that same move, I think
7     there would have been a very minimal price increase at
8     best.  And the investment in molds and manufacturing
9     material could have been absorbed in one of their other
10     foundries offshore at whatever point they didn't need
11     domestic manufacturing anymore.
12         Q.  Any other . . .
13         A.  Uh-uh.  No.
14         Q.  Have you had any communication with anyone at
15     McWane regarding the FTC's investigation?
16         A.  No.
17         Q.  Anyone at Sigma?
18         A.  No.
19         Q.  Anyone at Star?
20         A.  No.
21         Q.  Mr. Sheley, your testimony today has been
22     extremely helpful for us, and I appreciate your time.  I
23     appreciate your public service in providing this
24     testimony today, taking you away from your day-to-day
25     tasks, and I -- I'm genuine in saying we truly
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1 $10,000,000.00 worth of pipe sold in April, then 
2 maybe there's a million dollars worth of fittings 
3 sold in April.  That type of logic.  
4           M'mm, we looked at going to PIERS, which 
5 is an industry data or is a data source, I'm not 
6 sure if your familiar with it, but it tracks 
7 incoming containers, all containers, and within it 
8 you have HTC codes.  We tried to look at that to 
9 say okay, how many fitting codes were coming in.  

10 That proved to be not reliable. 
11      Q.   Were there any other sources that you 
12 looked at?  
13      A.   You know, talking with people, just in 
14 general.  You know, interviewing manufacturer's 
15 reps, you know.  People like McIntire, who in the 
16 past had been a -- McIntire was Star's 
17 manufacturer's rep for, you know, that -- I 
18 believe about ten years and developed Midwest 
19 market for them.  When McIntire was leaving, you 
20 know, they gave us a lot of industry data.  They 
21 gave us some old sales figures, so we looked at 
22 that.
23      Q.   Have you ever heard of an organization 
24 called DIFRA? 
25      A.   Not prior to, m'mm, the -- the McWane 
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1 case.  Not prior to them. 
2      Q.   Okay.  
3           M'mm, did you ever see any data 
4 generated by that organization? 
5      A.   No, ma'am. 
6      Q.   Okay.  
7           I think you mentioned that you were 
8 trying to develop a stable of products that were 
9 within the 3- to 24-inch range.  

10           Am I remembering that correctly?
11      A.   Yes, ma'am. 
12      Q.   And why were you focused in that range? 
13      A.   M'mm, we had to cut it off somewhere.  
14 We have the capabilities of making larger diameter 
15 fittings.  By larger diameter I mean 30 inch 
16 through -- we could make up through 48 inch, but, 
17 m'mm, 24 inch and smaller was, by our estimate, 
18 the bulk of the market, and it fit into that -- it 
19 was a bite of the apple that we felt we could take 
20 off.  That we could take.  Again, if you expand 
21 beyond the 30 inch, SKU's become even that much 
22 more complicated and expensive. 
23      Q.   And when you say that that 24 inch and 
24 smaller comprises the bulk of the market -- 
25      A.   M'mm-H'mm (affirmative expression.)
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1      Q.   -- can you put some percentages to 
2 that? 
3      A.   Again, not -- I mean, not -- not with 
4 any tremendous actual -- we tried for years to 
5 really try to nail that down, and it's not --  
6 industry data does not exist or at least we were 
7 not able to -- we did not have access to it.
8      Q.   In your experience, m'mm, is the 24 inch
9 and smaller market more than 75 percent?        

10      MR. TRUITT:
11                Objection.  Asked and answered. 
12      MS. CASTILLO:
13                You can answer.
14      THE WITNESS:
15                That's a reasonable number.  M'mm,  
16           because you have to look at -- the       
17           fittings go on not only ductile pipe,    
18           but also on PVC pipe and HDPE, so a      
19           ductile fitting is not just -- you know, 
20           it's very broadly used.  Within that     
21           range, 24 inch, that's why we stopped on 
22           the pipe.  If you'd asked the question   
23           why did we stop on 24 inch or smaller    
24           pipe, that was our -- you know, we just  
25           felt anything above 24 inch, it was 
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1           not -- there's just not enough demand    
2           out there to justify, you know.  75      
3           percent is as good of a number as any    
4           other number to try to estimate where    
5           that break line is. 
6 EXAMINATION BY MS. CASTILLO:
7      Q.   Do you currently have any SKU's that are 
8 larger than 24 inches? 
9      A.   Not that we manufacture. 

10      Q.   And of the thousand or so SKU's that you 
11 have available in the United States, are you 
12 making sales of each of those SKU's? 
13      A.   M'mm, I'm sure there are SKU's that we 
14 have not sold that we have; because, again, by 
15 definition, a C item is going to be a low-turn 
16 item, so I'm sure we have fittings that we've had 
17 in stock for greater than two years that we have 
18 not sold.  We are actively trying.  It's available 
19 for sale, but -- 
20      Q.   Do you have a sense of about how many of 
21 those thousand SKU's you're currently selling? 
22      A.   I would say we're -- we're -- again, 
23 percentage wise, I'd say probably of the SKU's 
24 that we have in the United States right now, we 
25 are turning probably 50 percent of them with any 

PUBLIC



42 (Pages 165 to 168)

Page 165

1 for them to go do.  So I would say we saw a spike 
2 in demand for domestic, and then you could dig 
3 behind the scenes a little bit, and they found out 
4 well, it never actually got to ARRA funding, but 
5 we just wanted it to be ready for ARRA funding.  
6 So you saw a lot of that kind of -- those kinds of 
7 conversations at that time frame.  So there was a 
8 heightened sensitivity towards domestic products. 
9      Q.   And can you tell me what the time frame 

10 was where you saw this spike?  
11      A.   Well, shortly after the announcement in 
12 that 2009 time frame, when they said there's going 
13 to be all this Federal money, and 6 billion 
14 dollars of infrastructure work is going to come 
15 out, and it's going to have a made in America 
16 stipulation to it, so utilities get ready.  They 
17 did.  They got ready. 
18      Q.   When we were discussing, m'mm, Mainline 
19 earlier, you described, m'mm, some communications 
20 you had with John Thrasher.
21      A.   Yes, ma'am. 
22      Q.   And I think that you mentioned that your 
23 understanding from Mr. Thrasher was that he,
24 m'mm, was sourcing pipe from U.S. Pipe and McWane, 
25 is that right?
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1      A.   Yes, ma'am. 
2      Q.   Do you have an understanding of whether 
3 Mr. Thrasher was sourcing fittings from both U.S. 
4 Pipe and McWane? 
5      A.   At the time I believe they rank their 
6 vendors, and, m'mm, I believe at the time Star 
7 was -- either Star was ranked No. 1 and Union was 
8 No. 2 or vice versa, and Sigma was No. 3, and, 
9 m'mm, I think they like to cap it off at three 

10 that year. 
11      Q.   But I think what I -- what I understood 
12 before was, m'mm, that, m'mm, you were not 
13 allowed -- or, I'm sorry, that Mr. Thrasher was 
14 not allowed to purchase fittings from 
15 Electrosteel, correct? 
16      A.   I would characterize the conversation 
17 with John with more he was not allowed to buy pipe 
18 from us, and there was a -- he expressed to me a 
19 general feeling of we are not to support 
20 Electrosteel in the United States, and that 
21 included everything in the basket. 
22      Q.   And what was your understanding of what 
23 the source of that directive to not support 
24 Electrosteel in the United States came from?  
25      A.   Came -- I mean, from what we were told, 
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1 it came directly from U.S. Pipe and McWane. 
2      Q.   From both?  From both companies?
3      A.   That was our understanding. 
4      Q.   That's what Mr. Thrasher communicated to 
5 you?
6      A.   Correct.  And to our rep at the time, 
7 S&G.  John Sosbee.  S-O-S-B-E-E, I believe. 
8      Q.   And did Mr. Thrasher communicate what 
9 the consequence would have been to Mainline if 

10 they had supported Electrosteel in the United 
11 States? 
12      A.   Again, I recall him saying or implying 
13 that they would be cutoff. 
14      Q.   By U.S. Pipe?  
15      A.   By U.S. Pipe and McWane. 
16      Q.   Were you selling, m'mm, fittings to 
17 Consolidated? 
18      A.   In the 2008 -- oh, I'm sorry, 2011 time 
19 frame, we sold a handful of fittings to 
20 Consolidated. 
21      Q.   And was that the mem -- I'm sorry, that 
22 Memphis branch that you mentioned or some place 
23 else?
24      A.   No.  Oddly enough, Memphis was -- the 
25 local guy, the local manager there, was very tied 
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1 in with Sigma, and we could never get any fitting 
2 business from him.  Just fabrication business.  
3 M'mm, our success on fittings was limited to a 
4 little bit in the Huntsville branch, one job in 
5 Montgomery, and then the guy in Savannah would 
6 occasionally stop by to pick up a fitting or two 
7 and fill out an order. 
8      Q.   To your recollection, was Consolidated 
9 buying A fittings from you or a different type? 

10      A.   M'mm, yeah, everything they purchased 
11 from us was mostly A.  Again, the Savannah guy 
12 probably picked up a B item every now and then. 
13      Q.   You also, m'mm, listed off another group 
14 of suppliers -- I'm sorry, distributors, in the 
15 Southeast where you said you're unable to sell, 
16 m'mm, and I'll go through them one by one, but if 
17 you know, I wondered if you could tell me who 
18 their fittings suppliers are.  So, starting with 
19 Hayes Pipe, I think, was the first one you 
20 mentioned. 
21      A.   My understanding with Hayes is that, 
22 again, that they split their -- I don't know.  I 
23 would be speculating.  Our conversations with 
24 Hayes never materialized.  We could not get an 
25 audience with Hayes.  They're part of the TDG, 
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1     A.  No.  I mean, it's -- it's -- that was
2 Tyler Pipe --
3     Q.  Okay.
4     A.  -- that I was a general manager of Tyler Pipe
5 with those three businesses.
6     Q.  Okay.
7     A.  So I would say that because my check says
8 "Tyler Pipe" on it.
9     Q.  I may generally today, for ease, call it

10 McWane, call the overall company McWane, not just
11 Tyler Pipe.
12     A.  Okay.
13     Q.  I don't want to create confusion by doing that.
14 If I'm going to, let me know.
15     A.  I assume when you're talking, you're talking
16 about my P&Ls or -- excuse me.  Sorry.
17     Q.  That's all right.
18         But if something needs clarification, if we're
19 talking about a plant or whatnot --
20     A.  Okay.
21     Q.  -- you know, help me clarify.
22     A.  Okay.
23     Q.  But Tyler Pipe is under the McWane company
24 umbrella; right?
25     A.  It's a division of McWane, Inc.

10

1     Q.  Okay.  Did your position change at some point in
2 time?
3     A.  It did.  And I don't have the exact date, but
4 it's probably around July-August of 2007.  That was with
5 the -- a removal of David Green, my boss at that time,
6 from his position and a subsequent reorganizing of those
7 businesses within McWane.
8     Q.  So initially you reported to Mr. Green?
9     A.  Mr. Green.

10     Q.  And after the reorganization, who did you report
11 to?
12     A.  A little bit of a dual reporting structure.  I
13 reported solid line to a gentleman called Thomas Walton
14 and dotted line to Leon McCullough, who would have had
15 an equivalent position to David Green, meaning he was an
16 executive vice president with McWane.
17     Q.  What was Mr. Walton's position at that time?
18     A.  They changed it when that organized.  I think he
19 became a -- I don't know for sure, but it's going to be
20 something like a senior vice president.  He had M&H,
21 Kennedy and my business that was then -- the name was
22 changed to Tyler/Union.
23     Q.  And when the name was changed to Tyler/Union,
24 what did that encompass?
25     A.  When I took over that -- when the business
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1 reorganized, I essentially gave up P&L responsibility
2 for the north plant, for Wade Drain.  I kept P&L
3 responsibility for the Tyler south plant.  I picked up
4 P&L responsibility for Union Foundry in Anniston,
5 Alabama.  And I picked up P&L responsibility for our
6 plant in Tyler -- in China, Tyler Xian Xian, X-I-A-N,
7 X-I-A-N.  "TXX" would be easier for you.
8     Q.  When you say "P&L responsibility," can you just
9 tell us for the record what that means?

10     A.  I just call that profit and loss.
11     Q.  And so you had profit and loss responsibility
12 for those three plants?
13     A.  Those three plants.
14         And we reorganized -- really what that is is
15 McWane -- Tyler Pipe, as I said, was a split business
16 with part of its components in the commercial plumbing
17 market, part of its components in the waterworks market,
18 and so essentially what they did, which was I think
19 McWane did a smart thing, is they reorganized.  Rather
20 than being by site location, they reorganized along
21 market lines.
22         So I picked up the waterworks section of the
23 former Tyler Pipe and picked up Union Foundry, which
24 was primarily in the waterworks market, and
25 Tyler Xian Xian or TXX, which was primarily in the
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1 waterworks market.
2         And then Tyler/Union was just -- as soon as I
3 got all three of those businesses, my thought was
4 Union Foundry was a separate P&L, and they would
5 actually compete with Tyler utility division or south
6 plant.  You'd have two divisions within the same company
7 fighting over the same marketplace.
8         So I essentially realigned the businesses,
9 turned the plants into cost centers, not profit centers,

10 changed the name to Tyler/Union and essentially
11 integrated everything together under one single profit
12 and loss statement.  And that evolved.  It took a little
13 while to get done.  And it's still evolving.
14     Q.  And what products does McWane manufacture at
15 TXX?
16     A.  TXX, everything that they do -- it's a ductile
17 iron foundry, and so almost all of what they're
18 producing is ductile iron fittings, waterworks fittings.
19 They do a little bit of ductile street or grade castings
20 for another McWane division called Bibby up in Canada,
21 very little there.  But if you ask me, you know,
22 certainly more than 95 percent of the output of that
23 plant is ductile iron waterworks fittings.
24     Q.  And Mr. McCullough, you mentioned him being an
25 EVP.  What are his responsibilities?
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1     A.  He's the executive vice president of the --
2 they still call it valve and hydrant division, and then
3 they put waterworks fittings kind of as a little sub
4 there.
5         So Mr. McCullough has the valve and hydrant
6 businesses, so he ultimately has responsibility for M&H,
7 Kennedy, Clow -- and that's Clow Valve because McWane
8 also has Clow Water -- so M&H Valve, Kennedy Valve,
9 Clow Valve.  He has Tyler/Union.  He has Clow Canada.

10         I believe that's -- I believe that's it.
11     Q.  The fittings that are made by Clow, do they not
12 report up to Mr. McCullough?
13     A.  What?  Clow Water?
14     Q.  Clow waterworks fittings.
15     A.  No.  Clow Water is in the pipe group, and the
16 executive vice president of that is Dennis Charko.
17     Q.  I'm going to refer today, if it works for you,
18 to fittings to refer to ductile iron waterworks
19 fittings.
20         Does that work for you?
21     A.  That's fine.
22     Q.  When it comes to fittings pricing, is it fair to
23 say that you discuss pricing changes with
24 Mr. McCullough?
25     A.  Major --
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1         MR. OSTOYICH:  I'm sorry.  Can I just clarify?
2 You're excluding Clow?  You're treating that as the pipe
3 now, so you're talking about his business, Tyler/Union,
4 your fittings.
5         MR. HASSI:  Yes.
6         THE WITNESS:  Okay.  That's a good point.
7         Would be normal of anything of significance.
8         If I'm going to bring out a new list price, I
9 would discuss and get approval from Mr. McCullough.

10         If we are going to make a general market or
11 customer announcement on pricing, I would discuss that
12 with Mr. McCullough.
13         If we were going -- I'll call it pricing because
14 rebate programs to me are pricing.  I'm going to discuss
15 rebate programs with Mr. McCullough certainly for all
16 major customers there.
17         If we are going to make a significant price move
18 in a market area or have a change in what our pricing
19 strategy is for a market area, I'm going to discuss that
20 with Mr. McCullough.
21         If it's something like we electing to take a
22 job price, I'm not going to -- that -- let me say --
23 let me pull back.  It's not that I'm not going to
24 discuss it with him.  I am going to make a judgment
25 call of whether that is something that he would want to
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1 know about.
2         BY MR. HASSI:
3     Q.  And just so we have our terminology straight on
4 pricing, you referred to a list price.  That's the
5 published price that's available on your Web site; is
6 that right?
7     A.  Yes, it is.  And in printed form.
8     Q.  Okay.  And you apply to that list price
9 something called a multiplier?

10     A.  Yes.
11     Q.  And would you discuss multiplier changes,
12 multiplier map changes with Mr. McCullough generally?
13     A.  That would be something -- that would be what I
14 would say would be a general market or customer price
15 announcement.  Then yes, I would discuss that with him.
16     Q.  And rebates, you mentioned those.  That's
17 something that's applied across all of the customers'
18 purchases generally?
19     A.  Well, if you actually want to define "price" --
20     Q.  Yes.
21     A.  -- okay -- you have list price, and then you
22 have a multiplier there, which is a discount off of list
23 price.  And then we consider pricing rebate programs.
24 I'll slow because --
25     Q.  That's all right.  As long as Josett is getting
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1 it.  If she tells you to slow down --
2     A.  Okay.
3         We consider price rebate programs.
4         We consider price cash discount terms because
5 essentially they're getting a cash discount for paying
6 you on time.  It's a pokey industry.
7         We consider pricing freight allowance terms.
8         We consider pricing extended payment terms
9 beyond our standard.

10         We consider pricing job pricing that's given
11 out.
12         We're going to consider pricing as any special
13 incentives to a branch.  We support your advertising.
14 We're going to kick in so much money so you could take
15 your contractors fishing.  We're going to offset so you
16 stock some local inventory there.  You want some help
17 with advertising.
18         And so there's a whole -- in this industry
19 there's a whole cascade of mechanisms that I call
20 price.
21     Q.  Is there -- I mean, other than what you listed,
22 is there anything else that you consider price?
23     A.  You know, there's -- there's always a new one
24 that's popping up from someplace, you know.  This is a
25 very competitive marketplace there, and everybody is
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1 trying to get some advantage some way.
2         I think I listed probably what would be
3 considered at least 95 percent of what I would call
4 price.  But it's -- if you look at the scope of what I'm
5 talking about, it's almost never ending because it's any
6 sort of discount or financial incentive that you provide
7 that's different from your list price.
8     Q.  Okay.  You mentioned one thing.  You talked
9 about incentives to the branch and you mentioned taking

10 people fishing.
11         If you take people from the branch fishing, is
12 that part of price, or is that if you give money to the
13 branch to take their customers fishing?
14     A.  If you give money to a branch to take their
15 customers fishing.  Or you have it -- you know, one of
16 our sales guys sponsors the trip.  It's one of our sales
17 guys, a couple guys from the branch and five of his
18 customers.  Well, you know who's paying for it.
19     Q.  Okay.  Who does Mr. McCullough report to?
20     A.  Mr. Ruffner Page.
21     Q.  Do you have much contact with Mr. Page?
22     A.  No.  I get an annual review that he -- he will
23 normally be there at the annual review.  And then from
24 time to time I will bump into him at some event, large
25 group event.  I get an occasional e-mail, and rarer than
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1 that I'll get a rare phone call with a question.
2     Q.  Where is your -- do you have an office?
3     A.  Tyler, Texas.
4     Q.  And where is Mr. McCullough's office?
5     A.  Oskaloosa, Iowa.
6     Q.  And how about Mr. Page?
7     A.  Birmingham.
8     Q.  Is it fair to say you travel a lot?
9     A.  Me?

10     Q.  You, sir.
11     A.  It's fair to say Jansen travels a lot.  My wife
12 says I travel a lot, but compared to Jerry, I don't
13 travel a lot.
14     Q.  Where is Mr. Jansen's office?
15     A.  In Tyler.  When he's ever there.
16     Q.  Is it fair to say ductile iron fittings is a
17 small subsegment of the overall waterworks market?
18     A.  That's -- that's fair to say.  We would always
19 say that ductile iron waterworks fittings are about
20 5 percent of the value of a job.
21     Q.  So if a contractor is bidding a total job, the
22 fittings will make up 5 percent of --
23     A.  That is the estimate we use.
24         MR. OSTOYICH:  Let him finish because he was
25 going to add something.
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1         THE WITNESS:  Oh, I'm sorry.
2         BY MR. HASSI:
3     Q.  Oh, that's all right.
4         And typically -- well, strike that.
5         You sell to the -- the fittings to
6 distributors?
7     A.  Almost all of our volume goes through
8 distribution.
9     Q.  When you say "almost all," where else does your

10 volume go?
11     A.  There might be a rare occasion when it's sold
12 direct to a contractor.
13     Q.  Can you give me an example of a rare occasion
14 where you would sell direct to a contractor?
15     A.  It's that rare that I can't even give you an
16 example.
17     Q.  And do you have an estimate of what your share
18 of the fittings market is?
19         MR. OSTOYICH:  I'm sorry.  Currently you're
20 saying or --
21         MR. HASSI:  Current --
22         THE WITNESS:  I was going to ask you for a point
23 in time.
24         BY MR. HASSI:
25     Q.  No.  Let's start with currently.
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1     A.  It's probably in the low 40s.
2     Q.  Do you know what it was when you started?
3     A.  Define starting period.
4     Q.  I'm sorry.  When you took the position in 2007
5 where you were responsible for waterworks for
6 Tyler/Union.
7     A.  My own view was it was probably in the low 50s.
8     Q.  And -- go ahead.
9     A.  My predecessor, David Green, had a much higher

10 estimate of what he felt that it was.
11     Q.  So by taking the job you lost market share?
12     A.  Yes, I did.
13     Q.  It sucks when that happens.
14         MR. OSTOYICH:  Cause and effect?  I object to
15 that.
16         THE WITNESS:  I did.
17         BY MR. HASSI:
18     Q.  The --
19     A.  I'm like Jeff Immelt, though.  I still survived.
20         MR. OSTOYICH:  Who?
21         THE WITNESS:  The GE guy whose stock price is in
22 the tank.
23         MR. OSTOYICH:  Yeah.  He's on the president's
24 commission or something like that.
25         THE WITNESS:  Jobs.
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1 view our primary competitors as Star, Sigma, two
2 primary, and then you have Serampore and NAPAC and
3 Genesis Imports and Metalfit and then the pipe
4 companies.  U.S. Pipe would sell fittings.  Griffin Pipe
5 would sell fittings onto jobs.  American would sell
6 fittings onto jobs.
7     Q.  Anybody else?
8     A.  What time frame was this again, please?
9     Q.  2008-2009.

10     A.  I can't remember when Electrosteel entered the
11 market right now.  I can't -- but I think it was around
12 the 2009 time frame.
13     Q.  And you mentioned U.S. Pipe.
14         Were they manufacturing fittings at that point
15 in time or were they selling something that they were
16 buying from one of your primary competitors?
17     A.  They were selling --
18         MR. OSTOYICH:  Can I just clarify?  When you
19 say that period of time, are we talking -- did you
20 say --
21         MR. HASSI:  2008-2009 is what I've been talking
22 about.
23         MR. OSTOYICH:  Not before.  You're saying
24 2008-2009.
25         Go ahead.
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1         THE WITNESS:  As I understand it, they had
2 stopped internal production of fittings, and so what
3 they would sell onto jobs with their pipe would have had
4 to have been sourced product.
5         BY MR. HASSI:
6     Q.  And when you say "sourced," can you tell me what
7 that means?
8     A.  They would have had to purchase it from outside
9 their own manufacturing capabilities.

10     Q.  You mentioned something called job pricing
11 before.
12         Can you tell us how you use that term?
13     A.  What we'll call job pricing is any price that
14 is lower than published list, published multiplier, in
15 a geographic area.  Or I should clarify.  That
16 component of price.  We went through a waterfall of
17 prices.
18     Q.  Right.
19     A.  And so that component of price being lower than
20 published multiplier, published list price, for a
21 geographic area.
22     Q.  So if, for example, you had a multiplier in a
23 geographic area that was a .30 --
24     A.  Uh-huh.
25     Q.  -- and you or one of your competitors offered
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1 a .28, you would call that a job price?
2     A.  We would call that a job price.
3     Q.  Okay.  In the 2007-2008 time frame, did McWane
4 offer job pricing?
5     A.  A lot.
6     Q.  Was that something that you thought was a good
7 idea in the market?
8     A.  It is a reaction to the competitive environment
9 that's out there.

10     Q.  And when you say "a reaction to the competitive
11 environment," McWane would offer job pricing because it
12 felt it needed to to compete with Star or Sigma; is that
13 fair?
14     A.  Or any other competitor that was out there.
15         Job pricing normally occurs because you got
16 feedback from your customer that you're not competitive
17 in an area, or he will call you up and tell you
18 so-and-so was in here today, I'd like to give you this
19 job, but he offered me a 2.8, you know, you've got to
20 give that to me or I need a 2.7 to switch or whatever
21 that is, but it's a reaction to a competitive
22 environment that's out there.
23     Q.  Is it fair to say that in the 2008 time frame
24 McWane had a smaller sales force than Star or Sigma?
25     A.  Yes.
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1     Q.  And at that time your sales force was on a fixed
2 salary?
3     A.  Yes.
4     Q.  And historically they had limited, if any,
5 ability to make pricing decisions?
6     A.  Historically, yes.
7     Q.  And did that continue in the 2008 time frame?
8     A.  I believe so.  You're four years removed.
9     Q.  Understood.

10         As a result, would you agree with me that
11 McWane was not as nimble on the sales side as Star and
12 Sigma?
13         MR. OSTOYICH:  Well, I'll object because it
14 calls for speculation, but if you can, go ahead.
15         THE WITNESS:  If you ask me to speculate, I
16 would say yes.
17         BY MR. HASSI:
18     Q.  Well, was that an opinion you held of your sales
19 force at the time?
20     A.  That was an opinion I held of our
21 competitiveness on that aspect within the marketplace.
22     Q.  I want to talk a little bit about setting
23 prices.
24         Is it fair to say that McWane sets prices based
25 on the competitive level in the market at the time?
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1 was some data done there in terms of the size of the
2 industry at that point in time.
3     Q.  And at some point in 2008 you began to receive
4 DIFRA data; is that right?
5     A.  Yes.  I'm not sure which month.  It's probably
6 sometime in the first half of 2008.
7     Q.  And is it fair to say that gave you better
8 information on your share of the perceived market -- or
9 your share of the market?  Excuse me.

10     A.  That would have given us overall tonnage share
11 of within the DIFRA members.  And then you would have to
12 extrapolate what your overall market share would be.
13     Q.  Did you have a formula for extrapolating what
14 your overall market share would be based on the DIFRA
15 numbers?
16     A.  We had a guess, and it was not a
17 sophisticated -- I think we put a number that outside
18 of -- I think we had a number that DIFRA was 92 percent
19 of the marketplace, but there was nothing -- nothing to
20 substantiate that.  That was a very rough estimate.
21     Q.  McWane conveys information to its customers
22 about pricing using pricing letters?
23     A.  Our normal method for that marketplace, yes.
24     Q.  And at McWane for the fittings industry you're
25 the one who drafts the pricing letters; is that fair?
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1     A.  That's a depends.  On the point in time.  I
2 would say that 2008 through current period I probably
3 draft 75 percent of them and Jerry might draft
4 25 percent of them.  If he drafts, I review.  If I
5 draft, he reviews.
6     Q.  Okay.
7     A.  He's a -- like I said, he's not in the office
8 too much.
9         Now, I would like to -- when you said with the

10 letters?
11     Q.  Yes.
12     A.  If you look at this marketplace, we have
13 150-plus accounts.  They all have branches.  I don't
14 know the exact number, but there's probably a thousand
15 or more points of sale, so it's a very spread-out
16 marketplace or customer base to contact, and the letters
17 going out by batch fax seem to be the most efficient way
18 to do that because we have, like I said, probably a
19 thousand-plus points of contact and we have, you know --
20 the sales force has gotten bigger, but at that one point
21 in time I think it was 10 or 12 salespeople.  We have
22 16 now.
23     Q.  Would it surprise you to learn that when you
24 send out one of those batch fax letters, your
25 competitors get copies as well?
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1     A.  We get copies of our competitors' letters
2 through our customers.
3     Q.  And so therefore, it wouldn't surprise you if
4 they got copies of your letters?
5     A.  I don't know what happens, but it would not
6 surprise me.
7     Q.  And when you get copies of your competitors'
8 letters through your customers, do you read those
9 letters?

10     A.  I probably get most of them and I do read them.
11     Q.  And you read them fairly carefully to see what
12 you can learn from those letters about what your
13 competitors are saying to the marketplace?
14     A.  We -- we read them.  Quite frankly, we don't put
15 a lot of faith in those letters.  If you -- Jerry has a
16 longer history than I am, but if you read the letter and
17 then looked at what really goes on in the competitive
18 environment, the two are not aligned.
19         So you read a letter.  You try to understand,
20 okay, this is a chess move, here's what they say, but
21 what are they trying to do on that, and we just don't
22 put a lot of faith in those letters.  It is an input
23 along with a whole host of other things that we look at
24 before we make an independent decision on what we're
25 going to do, but we don't put that much faith in those
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1 letters.
2     Q.  Do you know, based on your interactions with
3 customers, whether they put much faith in those
4 letters?
5     A.  I couldn't answer that specifically.  I've
6 never had that conversation with a customer.
7     Q.  Is it fair to say that job pricing creates
8 instability in the marketplace?
9     A.  You have to give me the definition, your

10 definition on stability or instability because I
11 probably have a different one.
12     Q.  Well, why don't you give me yours.
13     A.  My definition that I've used -- and it's
14 probably my personal definition.  I didn't really
15 inherit it from anyone -- is I look at published list,
16 published multipliers.  I look at where we are actually
17 selling at in a specific geographic area.  And when I
18 see a large spread between that, those two points, I've
19 kind of coined that as instable.
20         And I think -- I shouldn't say I think.  My kind
21 of benchmark is, when I see more than a 10 percent
22 spread between where pricing is published and where we
23 are invoicing to be competitive, I start watching that
24 area a little bit closer, so to me -- and that's my
25 personal one.  That's not a McWane guide.  My personal
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1 would communicate when customers would ask me -- I've
2 got kind of a standard answer when customers ask me do
3 you think that the marketplace will support a price
4 increase or do you think the guys are going to support
5 what's out there or follow what's out there, whatever
6 you want to have.  I mean, my general answer is, I
7 don't think -- and you will see this in my other
8 readings, is -- personal belief is I don't think we
9 should be announcing changes in price that are

10 increases when the current pricing levels we have
11 aren't being supported.
12         BY MR. HASSI:
13     Q.  So that before -- your view was, before McWane
14 would announce an increase, you wanted to see that your
15 customers were taking that increase and that your
16 competitors were pricing at that increase; yes?
17     A.  I would like to see from my own view there that
18 if -- I will go back to my own personal 10 percent
19 hurdle.  If someone was asking us to follow or what are
20 we going to react to an announced price increase by our
21 competitors and I looked at our internal data that says,
22 shoot, we're already 10-15 percent below what the
23 current published pricing is, I personally would not
24 move internally to support following that price action
25 or publishing our own price action.  That's my personal
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1 belief.
2     Q.  So you, as a person who set pricing strategy for
3 McWane, wanted stability before further increasing
4 prices.
5     A.  Well, define "stability."
6     Q.  Using your definition of "stability."
7     A.  That's my personal belief, is it doesn't make
8 sense to announce price changes if you've got more than
9 a 10 percent variance in your current pricing.  We

10 don't -- we don't compete well in that environment.
11     Q.  And you understood in early 2008 that Sigma and
12 Star had a desperate need for a price increase?
13     A.  I would assume since -- that's one of the good
14 things if you have a plant in China.  We now have a
15 better feel for what our competitors' supply costs are
16 because we are there.  We know that they see pig iron
17 like we see pig iron.  We know their suppliers -- I
18 shouldn't say "they" because they source.  Their
19 suppliers are probably seeing the same labor inflation.
20 We're all subject to the currency valuation.
21         Pig iron, coke, those are all commodity prices,
22 and so if I'm seeing $300 a ton of inflation, I can make
23 a pretty safe assumption that my competitors' supply
24 houses out of China are seeing the same level of
25 inflation.
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1     Q.  And so you expected at that point in time that
2 Star and Sigma had a desperate need for a price increase
3 based on that information; yes?
4     A.  I would think that anybody that was in this
5 industry that had saw the compression in volume and the
6 compression in margins that went on over that time
7 period preceding that would have a need for a price
8 increase because we were underperforming what our
9 historical profitability would be, and I would make the

10 assumption that my competitors probably were also
11 underperforming.
12     Q.  So Star and Sigma needed a price increase; yes?
13         MR. OSTOYICH:  Well, the way it's phrased I'll
14 object, but go ahead.
15         THE WITNESS:  I would make that assumption based
16 on my own internal data.
17         BY MR. HASSI:
18     Q.  And you believed that they would mimic and
19 verbally follow any program that McWane published; yes?
20     A.  That has been their history.
21     Q.  But there were several -- and you list them
22 here -- keys to success?
23     A.  Yep.
24     Q.  Do you see that?
25     A.  Yeah.  Let me read that again.
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1         (Pause in the proceedings.)
2         Yes.
3     Q.  And you believed that one of the keys to
4 success was that Sigma and Star's management had to
5 pull price authority away from the front line sales and
6 customer service personnel to add discipline to the
7 process?
8     A.  Well, if you look at this here, this is what's
9 the definition of a perfect world.  And in a perfect

10 world or utopia -- and again, this is a brainstorming
11 document to evoke thought -- these were things in my
12 opinion that would have to happen in order to have more
13 stability in pricing in the marketplace.
14     Q.  And one of the things that would have to happen
15 is Sigma and Star would have to pull back on project
16 pricing; correct?
17     A.  Well, by its very nature, if you define
18 "stability" -- my definition of "stability" as being a
19 closer compression between what's published and where
20 the actual competitive level would be, the only way you
21 get that compression is, in a competitive environment,
22 the level of job pricing would have to go down.
23     Q.  And for the level of job pricing to go down you
24 believed that Sigma and Star had to pull management
25 back -- pull pricing authority back to management and
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1 away from the front line sales personnel; yes?
2     A.  That was what I said for driving a discussion.
3 Yes.
4     Q.  And you believed you needed the support of your
5 major customers; is that right?
6     A.  Well, I mean, again, these are brainstorming
7 things, but, you know, job prices happen because
8 customers pick up the phone and they're holding an
9 auction.

10         So he's got an order in hand.  He picks up the
11 phone.  He says, Hey, I got an order.  What are you
12 going to give me?  Or he picks up the phone and he says,
13 Hey, the other guy was in here and he just offered me
14 this.  What are you going to do?
15         Now, you know, you take that with a grain of
16 salt because it's self-serving for that distributor to
17 extract as much price out of you of what he wants, so
18 he's going to tell you whatever he needs to tell you to
19 get your pricing down.
20         So, you know, this whole marketplace had gone
21 through an evolution as the volume dried up.  And
22 distributors changed the way they have done business.
23 The manufacturers have changed the way they have done
24 business.  The whole thing has changed, but it's all
25 based on there's not enough volume to feed anybody.
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1 Distributors' contractors are all worried about their
2 own profitability and going under, and everybody is
3 very, very aggressive on doing what they can, a little
4 chess game moving back and forth to get the best price
5 that they can.
6     Q.  Did you have the face-to-face meetings that are
7 referenced in this third bullet with your customers?
8     A.  Where do you see "face-to-face"?
9     Q.  Third bullet --

10     A.  Oh, that one.
11     Q.  -- number 3, a parenthetical, "We'll need
12 face-to-face meetings."
13     A.  No.
14     Q.  No, you didn't have those meetings?
15     A.  No.
16     Q.  You're certain of that?
17         MR. OSTOYICH:  Well, objection.  Asked and
18 answered.  Now you're just arguing.  He's already
19 answered it.
20         THE WITNESS:  As I stand here today, I'm certain
21 that I didn't.
22         BY MR. HASSI:
23     Q.  In the fourth -- when you refer to major
24 customers, who are you referring to?
25         MR. OSTOYICH:  Well, objection, but go ahead if
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1 you can.
2         MR. HASSI:  He doesn't know who his major
3 customers are Joe, really?
4         MR. OSTOYICH:  The way you're phrasing it, you
5 haven't asked him if he knows.  First you should ask him
6 the predicate.  If you don't want to do it the right
7 way, I'm going to object to it.  You're assuming
8 something in your question.  You can ask him a fair
9 question.

10         MR. HASSI:  Enough, Joe.  I got your objection.
11 Thank you.
12         BY MR. HASSI:
13     Q.  Do you know who your major customers are, sir?
14         MR. OSTOYICH:  You're provoking me by asking me
15 to fight it.
16         MR. HASSI:  Joe, enough.  A short, plain
17 statement of your objection.
18         MR. OSTOYICH:  I tried.  I said objection to
19 form.  You then said he doesn't know.  I'm responding.
20 And I can do that.
21         BY MR. HASSI:
22     Q.  Sir, your lawyer is going to filibuster all
23 day.
24         Can you tell me who your major customers are?
25     A.  Is it okay to answer that question?
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1         MR. OSTOYICH:  I didn't hear it.  Can you read
2 it back.
3         BY MR. HASSI:
4     Q.  Who are your major customers, sir?
5         MR. OSTOYICH:  Currently?  Or do you want him to
6 define if he can --
7         MR. HASSI:  Joe, I want an answer to my
8 question.
9         MR. OSTOYICH:  Then ask a question that's

10 clear.
11         BY MR. HASSI:
12     Q.  Who are your major customers, sir?
13         MR. OSTOYICH:  Ask a clear question and you'll
14 get a clear answer.
15         THE WITNESS:  Let me respond in the time frame
16 of this document we're discussing.
17         BY MR. HASSI:
18     Q.  That would be a good idea.
19     A.  Okay.  We do keep a list of the top 100 there,
20 but there are some that are larger than others, so you
21 would view the major ones as Sigma -- excuse me.  Those
22 are competitors.  Customers would be Ferguson,
23 HD Supply.  TDG is a buying group that consists of a
24 pretty broad range of customers, but they negotiate as
25 one.  WinWholesale.  And then you've got large
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1 doing.
2         MR. HASSI:  Can you read back my question,
3 Josett.
4         (The record was read as follows:)
5         "QUESTION:  How did you, at the time you drafted
6 this, intend to get these desired messages to the market
7 and to competitors out?"
8         BY MR. HASSI:
9     Q.  And let me be clear, sir.  If you would turn

10 back to page 4 of the PowerPoint that you created.
11     A.  Uh-huh.
12     Q.  And you have on here "Desired Message to the
13 Market and Competitors."
14     A.  Yes.
15     Q.  When you drafted this --
16     A.  When I drafted this.
17     Q.  -- how did you intend to get the messages which
18 appear on this page out to the market and to your
19 competitors?
20         MR. OSTOYICH:  Well, this has been asked and
21 answered about five times, but I'm also objecting for
22 the record, but go ahead.
23         THE WITNESS:  From reading this document, I
24 don't recall being -- I can't answer what you're asking.
25 I don't recall.
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1         BY MR. HASSI:
2     Q.  Can you recall whether you got this message out
3 to the market and to your competitors?
4     A.  I can recall that we sent out a pricing letter,
5 of which you had a copy of, and it was some time
6 probably after this was documented.
7     Q.  And can you recall any other ways in which you
8 got this desired message out to the market and to your
9 competitors?

10         MR. OSTOYICH:  Well, objection to the form for
11 two reasons.
12         THE WITNESS:  No.  No, I cannot.
13         BY MR. HASSI:
14     Q.  Did you share these slides with anybody other
15 than Mr. McCullough and Mr. Walton?
16         MR. OSTOYICH:  Well, I'll to be the form, but go
17 ahead.  I'm not sure you're characterizing right.
18         THE WITNESS:  I don't recall specifically, but
19 sometimes I would ask Jerry Jansen to review these for
20 his opinion.
21         BY MR. HASSI:
22     Q.  Sir, let me show you what we've previously
23 marked as Exhibit 1178.
24     A.  1178.  January.
25         (Pause in the proceedings.)
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1     Q.  Sir, is Exhibit 1178 the letter you ultimately
2 sent to your customers?
3     A.  Let me look at that real quick.
4         (Pause in the proceedings.)
5         I believe so.  Yes.
6     Q.  And you drafted Exhibit 1178?
7     A.  I probably did because it aligns pretty close to
8 some of the language in that one (indicating).
9     Q.  And when you wrote "it is our intention going

10 forward to sell all products only off the newly
11 published multipliers," what was the message you were
12 seeking to convey?
13         MR. OSTOYICH:  Well, I'll object to the form,
14 but go ahead.
15         THE WITNESS:  It's just like anything else that
16 would go out.  You're trying to get some level of
17 traction against a price increase you just announced.
18 In practice, that's not what happens.
19         BY MR. HASSI:
20     Q.  Well, is the message that you're trying to send
21 that McWane will not project-price against these
22 multipliers?
23     A.  I think the message that we're trying to send is
24 we just sent out a price increase and we want you to buy
25 at our published levels.
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1     Q.  Meaning not job pricing; right?
2     A.  Well, I don't think --
3         MR. OSTOYICH:  Objection to the form.
4         THE WITNESS:  -- anybody sends out a pricing
5 notice and then underneath it says "just kidding."  I
6 mean, if you send out this is my pricing structure,
7 that's what you want your customers to buy at.
8         BY MR. HASSI:
9     Q.  You go on to say, "We will continue to monitor

10 the competitive environment and adjust regional
11 multipliers as required to provide you with competitive
12 pricing."
13         What did you intend to convey in that message?
14     A.  I think that you're going back to my philosophy
15 is, if we have to go in an area and make -- and we're
16 not competitive, I mean, we're losing business or we're
17 told we're losing share, we're losing business, we're
18 losing volume, we're not competitive, for us we would
19 rather reduce the published multipliers than continue to
20 erode pricing down below a specific point.
21     Q.  In the second to last paragraph, you say "we
22 anticipate the need to announce another multiplier
23 increase within the next six months."
24         What were you trying to convey with that?
25     A.  I think there's a -- there's a couple things
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1 going on.  You had pretty high inflation, continued
2 anticipation of inflation.  I think we said earlier
3 here in this document that pricing was not keeping up
4 with inflation, so we're behind there.  Obviously when
5 you're behind you'd like to catch up, and so if we saw
6 continued inflation or other elements and we had an
7 opportunity to get another price action in six months
8 from now, we would probably do that because we're behind
9 already.  This is not -- this pricing action is not

10 keeping up with where costs are going.
11     Q.  And so you're conditioning the market to expect
12 another price increase; yes?
13         MR. OSTOYICH:  Well, the way it's phrased I'm
14 going to object, but go ahead.
15         THE WITNESS:  I'm not sure I would say
16 conditioning to them.  I think we're telling them that
17 it's a possibility.  And some of that happens because
18 people load up on inventory.  They do all sorts of
19 things, so...
20         BY MR. HASSI:
21     Q.  And this letter is -- and the strategies
22 outlined in this letter are the result of the discussion
23 that you had relating to Exhibit 627 with Mr. Walton and
24 Mr. McCullough; is that fair?
25         MR. OSTOYICH:  Well, the way it's phrased I'll
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1 object to it, but go ahead.
2         THE WITNESS:  I would assume, based on the
3 timing of this document and then this document, that
4 appears to be the case (indicating).
5         BY MR. HASSI:
6     Q.  Do you recall that Star followed your price
7 increase?
8     A.  Of this January 11?
9     Q.  Yes, sir.

10     A.  This -- this letter does not give out specific
11 multipliers.
12     Q.  You sent out a subsequent letter with
13 multipliers and/or multiplier maps; is that right?
14     A.  That's what it appears.
15     Q.  Do you recall if that's what you did?
16     A.  I'm sure we did if that's what we said we were
17 going to do.
18     Q.  Do you recall learning that Star had gotten
19 copies of those multiplier maps?
20     A.  I couldn't tell you specifically whether they've
21 got copies of it, from reading this.
22     Q.  I'm not asking -- I'm asking you generally.
23         Do you recall that Star got copies of your
24 multiplier maps?
25         MR. OSTOYICH:  Well, that's an objectionable
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1 question, but go ahead.
2         THE WITNESS:  No.  I can't remember things like
3 that four years ago.
4         BY MR. HASSI:
5     Q.  Okay.  Do you recall Star announcing that it was
6 going to follow your multiplier maps?
7     A.  I believe that there was a letter from Star
8 after this one, and from memory I would say that they
9 announced the same level of pricing we did on states,

10 certain states at least.
11     Q.  Do you recall Star announcing that there would
12 be no -- that Star would not engage in any utility
13 project pricing nationwide?
14     A.  They had one letter out I believe with that sort
15 of phrase, but I can't tell you the date sequence of
16 where that one came out.
17     Q.  Let me show you Exhibit 1566, sir.
18         (Pause in the proceedings.)
19     A.  Okay.  It looks like an e-mail chain going into
20 HD Supply.  I assume it got forwarded to us somewhere
21 along the line.
22     Q.  Okay.  So the e-mail chain is -- that you see is
23 Star sending HD Supply multiplier maps and indicating
24 that they're going to follow -- excuse me -- that Star
25 is raising or matching all fitting numbers to match
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1 Tyler effective February 18.
2         Do you see that?
3     A.  It doesn't show that they had multiplier maps in
4 there.  It looks like Star is raising or matching all
5 fitting numbers to match Tyler effective February 18.
6 It doesn't look like there's an attachment here, so it
7 looks like they're not doing the same thing on
8 accessories there, and then I do see that no utility
9 project pricing wide.

10     Q.  And you sent that on -- you sent this e-mail on
11 to Messrs. McCullough and Walton --
12     A.  Yes.
13     Q.  -- asking --
14     A.  That's what it says.
15     Q.  Okay.  And you noted --
16         MR. OSTOYICH:  Let him finish.
17         BY MR. HASSI:
18     Q.  -- note the comment "No utility project pricing
19 nationwide that was sent to Home Depot Supply regional
20 reps."
21         Do you see that?
22     A.  Yes.
23         MR. OSTOYICH:  Objection to the form.  Go
24 ahead.
25         THE WITNESS:  I note the comment, and I'll go
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1 you, you can read the whole thing.  Take your time
2 because he doesn't have to steer you to one sentence,
3 but go ahead.  Read it and answer his question if you
4 can.
5         (Pause in the proceedings.)
6         THE WITNESS:  Okay.  I didn't read the
7 manufacturing inventory section.  I figured you would
8 not go there.
9         BY MR. HASSI:

10     Q.  Okay.  Do you see in the fourth paragraph of the
11 Sales/Market/Competitive Environment section you write,
12 "Based upon our competitive feedback log, the level of
13 multiplier discounting by both Star and Sigma appears to
14 have died down significantly"?
15     A.  And that would have been the log that comes in
16 from the sales guys on a weekly basis, what are they
17 seeing in the marketplace.
18     Q.  Well, do you recall making this determination at
19 that point in time, that the level of multiplier
20 discounting by both Star and Sigma appears to have died
21 down significantly?
22     A.  If I wrote that, I would have looked at
23 something to give me that perception.
24     Q.  So you don't remember it, but you don't have any
25 reason to doubt what you wrote on this page; is that
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1 fair?
2     A.  I don't think I would blatantly lie to my boss,
3 so...
4     Q.  I would hope not.
5         You go on to say, "As we understand it, both
6 have removed pricing authority from the front line sales
7 team and pushed it up higher within their
8 organizations."
9         Do you recall writing that to your bosses?

10     A.  This is my document, so I believe that is
11 correct.
12     Q.  And the information -- you believe the
13 information was accurate at the time you wrote it?
14     A.  I believe that is.  And again, that comes back
15 from the field sales reports from the guys of what's
16 going on at the branch level.
17     Q.  You go on to say, "Discounting is still
18 available, but it now requires a more structured
19 decision process."
20         That was accurate at the time you wrote it?
21         MR. OSTOYICH:  Well, the way you're phrasing it
22 I'm going to object, but go ahead.
23         THE WITNESS:  Again, that's -- this is my
24 document, so I wrote that, and if I wrote that, I would
25 have had some basis for making that statement.
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1         BY MR. HASSI:
2     Q.  If you'd turn to the next page, I'm going to ask
3 you a couple of questions about the top paragraph on the
4 next page.
5     A.  Also, on that last one I also say, like we said
6 before, that the letters would say that prices are going
7 to be cut off and then, again, the save-you ratio is
8 pretty poor.  Here's another example of, you know,
9 here's -- what I'm assuming based on that is that there

10 was something in their announced letter about when the
11 new pricing applies and that's not being honored.  And
12 then in the fourth paragraph I go on to talk about, as
13 we've said here, multiplier and list is just one element
14 of price.  There's all the elements going on there.  It
15 looks like extended terms and cash discounts are going
16 on.
17     Q.  Sir, I don't want to be rude about this.  I'm
18 asking you a lot of questions, and I didn't ask you a
19 question there and you're giving me a lot of information
20 I didn't ask for.  I'm a little worried about the time
21 we're going to have together and whether we're going to
22 need a second day.
23     A.  Okay.
24     Q.  And so I'm just going to ask you to try and
25 focus on my questions and answer my questions as best
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1 you can, and we'll try to get through this today.
2 Okay?
3         MR. OSTOYICH:  And I'll remind you again, you
4 say whatever you need to say in response to his question
5 and you look at whatever you need to look at in response
6 to his question.
7         MR. HASSI:  The record will reflect it was not
8 in response to a question, and that's all I'm asking.
9 If you feel you need to fully answer my question, I'm

10 not telling you not to do that.
11         MR. OSTOYICH:  Well, by definition, he felt
12 that, so he's going to say what he needs to say.  Don't
13 try and change the witness' testimony or cut him off.
14         MR. HASSI:  All right.  If we have to spend two
15 days on this, we will.  That's fine.
16         MR. OSTOYICH:  You're not getting more than
17 seven hours, so...
18         MR. HASSI:  We'll see.
19         BY MR. HASSI:
20     Q.  If you look, sir, at the last sentence of the
21 first paragraph on the fifth page, you write, in
22 reference to Sigma, "I am pretty sure they understand
23 our published position on supporting a list price
24 change, so I suspect that they will put out a multiplier
25 increase sometime in May."
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1 it's a -- it's another process that you have to do to a
2 fitting that you don't do to the other types of
3 fittings.
4     Q.  And ultimately McWane agreed to produce its
5 information to the accounting office by mid-May; is that
6 fair?
7     A.  That time frame seems correct.
8     Q.  Okay.  Do you recall whether all four members
9 agreed immediately to produce that information right

10 away?
11         MR. OSTOYICH:  The way it's phrased I'll object,
12 but go ahead.
13         THE WITNESS:  I don't recall specifically, but I
14 believe that first meeting was a general agreement on
15 what the data would be and how it would be presented.
16 But someone will have notes from that meeting.  The
17 lawyers should.
18         BY MR. HASSI:
19     Q.  And you would accept whatever the lawyers said
20 in the notes about what --
21     A.  Yes.
22     Q.  Okay.
23         MR. OSTOYICH:  Well, that's objectionable, but
24 go ahead.  You can answer it.
25         THE WITNESS:  I would have no reason to believe
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1 that those would not be factual.
2         BY MR. HASSI:
3     Q.  When we were looking at Exhibit 1564, we talked
4 about the fact that you suspected that Sigma would go
5 out with a multiplier increase in May.
6         Do you recall if they actually came out with one
7 in April, April of 2008?
8     A.  I couldn't tell you right now the exact date.
9 I'm sure you have a document I can look at.

10         MR. OSTOYICH:  You think somewhere buried in
11 that stack?
12         THE WITNESS:  Yeah.
13         MR. OSTOYICH:  He's holding that stack for fun?
14         THE WITNESS:  See, he's got more stuff than I
15 got.  That's not fair.
16         MR. HASSI:  It's originally your stuff.
17         MR. OSTOYICH:  Well, I object.  I don't know if
18 it's all --
19         THE WITNESS:  Yeah.
20         MR. OSTOYICH:  -- page numbers on it.  Who knows
21 what it is, but anyway.
22         BY MR. HASSI:
23     Q.  Do you recall McWane determining that you were
24 not going to go out with a price increase until you had
25 the DIFRA data?
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1     A.  That was one of the things -- you know, we
2 talked before earlier, the big list of things that we
3 look at for that, and I believe that Leon actually did
4 want to see that DIFRA data before we did whatever that
5 announcement was.
6     Q.  And what was your understanding -- and did you
7 want to see the DIFRA data before making a price
8 action?
9     A.  I -- you know, from my personal view, we kind

10 of already knew where our share was and where we were
11 doing it because we have references to VMA, DIPRA or
12 other things than that.  But it was a data point that we
13 knew that was coming.
14         I think from memory that it was a little bit
15 late coming there.  I couldn't tell you how late it was.
16 It was -- I think it was an element in that decision
17 process, but I wouldn't call that the most significant
18 element.
19     Q.  What was the most significant element, if you
20 recall?
21     A.  Well, I couldn't tell you the weighting, which
22 weighting factor there is on there, but obviously, you
23 know, you've got that whole litany that we went through
24 earlier on where things are.  They all have some
25 weighting factor to them.

132

1     Q.  Okay.  Notwithstanding the fact that it's your
2 testimony that it was not the most significant element,
3 do you recall that you did not go out with a price
4 increase until you had the DIFRA data?
5     A.  We did not go out with a price increase until we
6 got the DIFRA data.
7     Q.  And that was because Mr. McCullough wanted you
8 to have the DIFRA data before announcing any price
9 actions?

10     A.  I believe as one of the elements of things we
11 would consider he wanted to look at that.
12     Q.  Let me show you a document we've marked as
13 Exhibit 137.
14     A.  Okay.
15         (Pause in the proceedings.)
16         Okay.  Let me see.  May.  April.  Okay.  So now
17 we're beyond that list price change.
18         (Pause in the proceedings.)
19         Okay.
20     Q.  This is an e-mail with attachments that you sent
21 to Mr. McCullough and others in the regular course --
22 well -- and Mr. Walton in the regular course of your
23 business?
24     A.  It appears so.
25     Q.  And at the time you sent this, you had been
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1 working on a price increase draft; is that right?
2     A.  Yes.  That appears to be so.
3     Q.  And the draft was in reaction to a price
4 increase letter that Sigma had put in the marketplace;
5 is that right?
6     A.  I have to look at if there's any -- but if this
7 is the first notification of pricing by any competitors,
8 and that one looks like it came from Ferguson Henderson,
9 which is outside of Las Vegas, in to us, then we would

10 have been trying to figure out what are we going to do
11 in response to that letter.
12     Q.  You were trying to figure out what you were
13 going to do and what you were going to communicate via
14 letter to the market?
15     A.  Well, again, I don't know whose pile you got
16 this into, but it looks like it went from Sigma to
17 Ferguson and then in to someplace else.  But when you
18 get a -- when there's a letter like that put out to
19 customers, those customers will then call us and ask us
20 what's your response or what are you going to do, so
21 that starts the whole internal process of what are we
22 going to do, what are we going to say.
23     Q.  And what you were planning on doing was to
24 address misperceptions that existed in the marketplace;
25 is that right?
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1     A.  Let me read that.
2         It's at rough draft C?
3     Q.  Yes.
4     A.  Okay.  I don't know what the actual letter that
5 was put out was.
6         (Pause in the proceedings.)
7         Yes.  And I would say if you -- you looked at my
8 earlier e-mail, and then I look at this letter from
9 Sigma, this is, again, a huge price increase.  You know,

10 just like we talked about the earlier list price change,
11 it was, you know, we thought 25 percent on average, in
12 some parts over 40 percent on average, this is another
13 massive price increase here, announcement there, and so
14 we were trying to figure out what to do.
15         And I don't recall specifically, but you see a
16 massive price increase letter come out like that.  Jerry
17 and I were probably getting quite a bit of calls from
18 customers in regard to that.  That's a pretty
19 significant move.
20     Q.  And so one of the misperceptions you wanted to
21 address with your draft letter was that McWane did not
22 plan on going up as much as Sigma had announced it would
23 go up.
24         MR. OSTOYICH:  Well, I'll object to the form,
25 but go ahead.
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1         THE WITNESS:  I couldn't tell you, reading this
2 here, what specifically we were trying to address.  I
3 can take it at face value of what it says that we do.
4         If you read that -- one, two -- the third
5 paragraph --
6         BY MR. HASSI:
7     Q.  Yes.
8     A.  -- interpreting it from this perspective, I
9 would read that and it would say we're not going to do

10 this (indicating).
11     Q.  Okay.  And the "not going to do this," you
12 pointed to the Sigma letter, price increase letter;
13 right?
14     A.  Yes.
15     Q.  Okay.
16     A.  If that is a 20 to 40 percent price increase.
17     Q.  And one of the other things that you intended to
18 convey in your letter is is that McWane wasn't going up
19 yet and you were waiting for some additional
20 information; is that right?
21     A.  Yes.  And this is probably a -- in some regards
22 a little bit of a stall tactic because that's May 24.
23     Q.  April 24.
24     A.  April 24.  I don't know if we -- I don't know
25 when we got this, if there were earlier letters,
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1 versions of this letter put out there.
2         So I don't know the time spread between when we
3 actually picked up this price announcement and when we
4 did this, but with the chatter of all the customers
5 calling in, that was probably a -- we need more time,
6 we'll respond at a later date (indicating).
7     Q.  And the reason you needed more time is because
8 you needed the DIFRA data; is that right?
9     A.  Well, we needed to digest a lot of things that

10 were going on.
11     Q.  Well, what you wrote in your cover e-mail to
12 Mr. McCullough is:  "This draft would align with the
13 approach of waiting until the DIFRA data is available
14 before announcing any pricing actions"; right?
15     A.  And I said earlier my recollection is
16 Mr. McCullough wanted to see the DIFRA data.
17     Q.  And so one of the reasons that you were
18 announcing that you weren't ready to go up yet is
19 because you did not have the DIFRA data yet and you were
20 going to wait for the DIFRA data before announcing a
21 price action; correct?
22     A.  I think that was one of the things that we were
23 looking at in addition to all the other stuff that we
24 normally do.
25     Q.  Let me show you Exhibit 138 --
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1 can't recall specifically when that data was supposed to
2 be out.  If you read this from what I sent to Leon, it
3 would appear that that's around that time
4 frame (indicating).
5         BY MR. HASSI:
6     Q.  Do you recall that Star had followed -- had
7 announced they would follow Sigma's price increase?
8     A.  At this point I don't recall that, but if you
9 could show me the letter, we can talk about it.

10     Q.  Do you recall that both Sigma and Star started
11 verbally retracting those price increases?
12     A.  I don't recall that specifically, but if -- if
13 you want me to look at letters, we can talk about it.
14     Q.  Well, do you recall that they started retracting
15 it after you put out the May 7 letter?
16     A.  I don't recall that specifically.
17     Q.  Let me show you what we've marked as
18 Exhibit 1568.
19     A.  Okay.
20     Q.  This is an e-mail you wrote in the regular
21 course of your business at McWane?
22     A.  Yes.  Sent it to Thomas and sent it to Leon.
23     Q.  And do you see you wrote, "Also, Sigma and Star
24 are verbally retracting the May 19th date"?
25     A.  Yes, I do.
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1     Q.  And that's the price increase that we were just
2 referring to?
3     A.  Effective --
4     Q.  You're looking at your letter.  You probably
5 have to look at Sigma's letter which was attached to
6 Exhibit 137.
7     A.  May 19.  Okay.
8     Q.  Do you see that?
9     A.  I understand.

10     Q.  Okay.  So you were reporting to
11 Messrs. McCullough and Walton that at this point in time
12 Sigma and Star were verbally retracting the May 19 date.
13         Do you see that?
14     A.  Yes, I do.
15     Q.  And do you understand that to be as a result of
16 the May 7 letter that you drafted?
17         MR. OSTOYICH:  Well, the way it's phrased I'll
18 object to it, but go ahead.
19         THE WITNESS:  That's not what I'm saying, but if
20 you ask me to interpret it now, that would appear to be
21 the case.
22         BY MR. HASSI:
23     Q.  Do you recall being concerned that the DIFRA --
24 well, strike that.
25         Do you recall learning at some point that all of
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1 the DIFRA data had been submitted to Sellers Richardson,
2 the accounting firm?
3     A.  I know I made a couple inquiries to see of the
4 status of that, but I don't know how that or if that was
5 confirmed.
6     Q.  You inquired of Margaret Powell at
7 Sellers Richardson whether the DIFRA data was in?
8     A.  I don't know Margaret, but if she was a
9 contractor and administrative person, I do remember

10 asking for that.
11     Q.  Do you recall being concerned that you didn't
12 have the DIFRA report because you needed to get a price
13 increase announcement consistent with your May 7 letter
14 out to the market?
15     A.  Well, I don't recall that in specific, but
16 again, when you have something like this comes out, your
17 customers are pestering you pretty hard to -- what are
18 you going to say about that.  And if Mr. McCullough
19 wanted to see the DIFRA data before sending out this
20 announcement, I probably would have been wanting to get
21 that data (indicating).
22     Q.  I want to make sure we have a clear record.
23 You're pointing at documents and saying "this," and
24 so --
25     A.  Oh.
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1     Q.  So you've got a Sigma announcement -- let me try
2 and I'll try and do this so we do it quickly.
3         You've got a Sigma announcement in April --
4     A.  Yes.
5     Q.  -- that's creating uncertainty in the
6 marketplace.
7     A.  I would say so.
8     Q.  Okay.  And you're getting questions from your
9 customers about it, so you send out a letter on May 7

10 designed to address the misperceptions that exist in the
11 market; yes?
12         MR. OSTOYICH:  Well, I'll object to it, but go
13 ahead.
14         THE WITNESS:  It's designed I think to basically
15 say that we're not going to do this, but we're not sure
16 what we're doing (indicating).
17         MR. OSTOYICH:  Just you're pointing.  You need
18 to say what you're pointing to so it's clear.
19         BY MR. HASSI:
20     Q.  And the May 7 letter, you weren't waiting for
21 the DIFRA data to send the May 7 letter.  In the May 7
22 letter you were saying we're waiting for the DIFRA data
23 before we announce what we're doing; yes?
24         MR. OSTOYICH:  Well, I'll object to the
25 characterization, but go ahead.
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1 after receiving this and something a little bit more
2 in-depth a week or so later.
3     Q.  And do you recall that the same day that you
4 received this and did an analysis, McWane announced a
5 price increase?
6         MR. OSTOYICH:  I'll object the way it's phrased,
7 but go ahead.  You can answer it.
8         THE WITNESS:  It was fairly soon after this.  If
9 you have a letter that's got a date on it, I would say

10 that those would correlate.
11         BY MR. HASSI:
12     Q.  Okay.  Well, let me just show you Exhibit 139.
13     A.  Okay.
14     Q.  And the e-mail at the top of the page I don't
15 think you were copied on.
16     A.  Okay.
17     Q.  But the e-mail below that I take to be your
18 analysis of the DIFRA data, but tell me if that's
19 correct.
20         (Pause in the proceedings.)
21     A.  That appears to be correct.
22         Bullet 4, "suggest the data is accurate," I
23 think that data was inaccurate and had to be
24 resubmitted, but...
25     Q.  Okay.
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1     A.  I did not read the e-mail above.  Are we going
2 to discuss that?
3     Q.  No.
4     A.  Okay.
5     Q.  No.  So you got -- if you look at Exhibit 52, on
6 6-17 at about 2:41 p.m. you got the DIFRA data and at
7 about 3:20 you circulated your -- as you say, a quick
8 comparison file that you threw together; right?
9     A.  Uh-huh.

10     Q.  And you gave an "uh-huh" to that.  I need you to
11 tell Josett what your answer was.
12     A.  "Uh-huh" in Yankee language is "yes."
13     Q.  Okay.  And then let me show you what we've
14 marked as Exhibit 1576 --
15         MR. OSTOYICH:  As a Red Sox fan I object to
16 that.
17         BY MR. HASSI:
18     Q.  -- and see if you recognize -- or see if this
19 refreshes your recollection that later that same day you
20 announced a price increase.
21     A.  Yes.
22         And I think the earlier comment is we had looked
23 at quite a while back several pricing options, one at
24 8 percent and one at 12 percent, and it looks like we
25 did go with the 8 percent.
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1     Q.  Okay.
2     A.  And that was 8 percent when we said the other
3 one was like 20 to 40 percent.
4     Q.  In 2008 you also considered selling
5 DISA-produced items to Sigma.
6         Do you recall that?
7     A.  I believe Sigma asked us if we would sell them
8 product.
9     Q.  And do you recall how that request came to you

10 from Sigma?
11     A.  I do not, but most likely through
12 Mitchell Rona.
13     Q.  Do you recall, did you provide the response to
14 Mr. Rona?
15         Well, let me back up.
16     A.  We have sold DISA fittings at some point in time
17 to Sigma, but I don't know whether we did at that
18 particular point in time.
19     Q.  Okay.  Let me just see if this refreshes your
20 recollection.  It's Exhibit 1703.
21     A.  March 10 and this is --
22     Q.  And there's a March 10 e-mail at the top and
23 then there's an earlier e-mail --
24     A.  So this predates all these documents here.
25     Q.  Yeah.  You can put those other documents -- I've
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1 sort of moved to a different topic.  You can put those
2 other documents away.
3     A.  All these go away?
4     Q.  Yeah.
5     A.  In the discard pile.
6         MR. OSTOYICH:  She's going to take them.
7         BY MR. HASSI:
8     Q.  My question really is just, looking at your
9 e-mail to Victor Pais at the bottom of the page, does

10 that refresh your recollection that actually you
11 proposed to Mr. Pais selling items, and then at some
12 point the conversation became one between you and
13 Mr. Rona?
14     A.  I actually don't remember the initial
15 conversation with Mr. Pais.
16     Q.  So it's possible that someone else at McWane had
17 the conversation with Mr. Pais; is that --
18         MR. OSTOYICH:  Well, I object.
19         THE WITNESS:  I don't know.
20         MR. OSTOYICH:  -- to the question, but go ahead.
21         THE WITNESS:  I don't know.
22         BY MR. HASSI:
23     Q.  Do you know whether Mr. Page and Mr. Pais
24 speak?
25     A.  I wouldn't be privy to that.
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1 high and we're struggling to load the schedule.
2 ...struggle to load the schedule even with the GFD
3 down."  You know, a pretty difficult time for volume for
4 us in the plant at that time.
5     Q.  In 2008 if you could have added volume to the
6 plant, you could have helped bring your costs down; is
7 that right?
8     A.  And it looks like what we proposed for pricing
9 was just a little bit above variable cost, so all this

10 is doing is absorbing a small amount of fixed cost.
11 While I don't say it here, the thing we were worried
12 about there is the schedules were so light, we were
13 worried about losing the talent, the maintenance people
14 and the other high-skilled labor out of that plant, so
15 having -- even if you could just cover your cost, if you
16 could just run more time, that would eliminate the risk
17 of more skilled employees leaving.
18     Q.  Now, Sigma opted at this point in time not to
19 buy fittings from you; is that right?
20     A.  I can't remember.
21     Q.  Let me show you a document, Exhibit 1571.
22     A.  Dated February.
23         (Pause in the proceedings.)
24         (Discussion off the record.)
25         THE WITNESS:  Yeah.  And that pricing was --
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1 would have not been normal markup pricing.  It was just
2 a little bit above variable costs, and variable costs
3 don't include idle plant.
4         BY MR. HASSI:
5     Q.  Okay.  So Sigma, by getting that, might
6 understand that you have a pretty low variable cost to
7 produce items with the DISA; is that right?
8     A.  Well, they would -- it looks like what we did
9 here is we pegged the quote that we provided them to our

10 perception of what the costs out of China were and had a
11 reference check that at least that pricing was above our
12 variable cost.
13     Q.  Okay.
14     A.  But Sigma would have to make their own
15 assumption as to how much profit or how much loading
16 that we put into that.
17     Q.  And although -- well, so in the e-mail that I
18 just handed you, 1571, does that refresh your
19 recollection that Sigma decided not to pursue the option
20 of buying from McWane at this point?
21     A.  That's what I am saying.
22     Q.  And you do, however, say that making this offer
23 had the benefit of reinforcing the point that with the
24 DISA and your TXX facility you were in a different
25 competitive cost game than what Sigma had been used to

163

1 in the past?
2     A.  That's what I said in this e-mail.
3     Q.  And you saw that as one of the benefits of
4 providing them the cost quote; correct?
5         MR. OSTOYICH:  Well, I'll object to the form,
6 but go ahead.
7         THE WITNESS:  I would say this is -- like all
8 things we've talked about here, these are all moves in a
9 competitive chess match with very aggressive

10 competitors.
11         BY MR. HASSI:
12     Q.  I asked you earlier today about when the DIFRA
13 meeting that you attended in Birmingham was.  Let me
14 just show you Exhibit 1560 and see if this refreshes
15 your recollection.
16         You can put those away.
17         MR. OSTOYICH:  She's not going to hear you.  You
18 were catching that --
19         THE WITNESS:  Oh, I'm talking to myself.  I'm
20 sorry.
21         (Pause in the proceedings.)
22         Yes.  I'm not sure, the subject V-mail on
23 Consolidated, what that means, but this is a time stamp
24 that says I got back on March 28, so that would say
25 that the meeting happened sometime closely prior to
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1 that.

2         BY MR. HASSI:

3     Q.  And DIFRA -- the members of DIFRA had determined

4 at this point in time that the members would be

5 U.S. Pipe, McWane, Sigma and Star?

6     A.  I think that was set up prior to that first

7 meeting on the original setup of DIFRA.  I couldn't tell

8 you the date of when that started.

9     Q.  And U.S. Pipe -- I think you testified to this

10 this morning, but U.S. Pipe was no longer making

11 fittings at this point in time, were they?

12     A.  They were no longer making fittings; they were

13 selling fittings.

14     Q.  They were selling fittings that they would have

15 bought from one of the other members of DIFRA?

16     A.  Or Metalfit or wherever they were getting their

17 fittings from.  I don't know their source of supply

18 exactly.  They did buy from us.

19     Q.  They bought from McWane?

20     A.  I believe they bought from McWane domestic

21 fittings, and they were probably buying from several of

22 those people, and I don't know whether they bought from

23 Metalfit or not.

24         To make that comment, I don't know their

25 complete source of supply.
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1     Q.  Do you recall when DIFRA members stopped

2 reporting?

3     A.  I think DIFRA existed for about six months,

4 roughly, for reporting.  I think -- I know there were

5 two -- two -- two of the months had errors in the data.

6 I think that was two out of six or a third, so I think

7 that was -- I think they reported for around six

8 months.

9     Q.  Do you recall that in February of 2009 that two

10 DIFRA members failed to report their January data?

11     A.  I couldn't give you the specific date of that.

12     Q.  I show you 1278, Exhibit CX 1278.

13         Does that refresh your recollection that you

14 reported to Mr. Walton and Mr. McCullough in February of

15 2009 that two of the DIFRA members had not reported

16 their January data?

17     A.  That's what it says here.  I have no reason to

18 discredit that.

19     Q.  And you knew one of the two was Sigma; is that

20 right?

21     A.  I would assume because Tom Brakefield is an

22 employee of Sigma.

23     Q.  And you had a conversation with Mr. Brakefield;

24 is that right?

25         MR. OSTOYICH:  The way it's phrased I'll object,
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1 but go ahead.
2         THE WITNESS:  I don't remember, but here it
3 says "per," so that would be an assumption reading the
4 text.
5         BY MR. HASSI:
6     Q.  Do you recall in or about February of 2009
7 having a conversation with Mr. Brakefield?
8     A.  No, I do not.
9         MR. OSTOYICH:  Well, objection to form, but go

10 ahead.
11         THE WITNESS:  No.
12         MR. HASSI:
13     Q.  Do you recall that he supported continuing
14 DIFRA?
15     A.  Well, I don't remember that conversation, so I
16 couldn't remember the context of it if it happened.
17     Q.  Do you see here that you wrote, "Off the record
18 Tom would like to see the organization continue so he
19 may lend some support"?
20         Is that a reference to Mr. Brakefield's interest
21 in continuing DIFRA?
22     A.  That would appear to be so.
23     Q.  And you had an interest in continuing DIFRA at
24 that point in time; right?
25     A.  Yes, we did at that time.
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1     Q.  We talked earlier this morning about a new list
2 price increase --
3     A.  Are we done with these guys (indicating)?
4     Q.  Yes -- a new list price increase that McWane
5 issued in 2009?  Do you recall that?
6     A.  LP5091.
7     Q.  Okay.  Do you recall what Sigma's reaction was
8 to that price increase?
9         MR. OSTOYICH:  Well, the way it's phrased I'll

10 object, but go ahead.
11         THE WITNESS:  I recall I think Larry wrote a
12 pretty scathing letter or some form about that, about
13 that list price change.  And that is the list price that
14 I commented earlier that we started actually working on
15 August-September of 2008.
16         BY MR. HASSI:
17     Q.  Did you have an understanding as to why Mr. --
18 you said "Larry."  You mean Mr. Rybacki?
19     A.  Yes.
20     Q.  Do you understand why Mr. Rybacki had a scathing
21 response to your price increase?
22         MR. OSTOYICH:  Well, the way it's --
23         THE WITNESS:  It was not a price increase.
24         MR. OSTOYICH:  Hang on.
25         The way it's phrased I'm going to object for the
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1 record, but go ahead.
2         MR. HASSI:  I'll amend the question.
3         BY MR. HASSI:
4     Q.  Do you recall why Mr. Rybacki had a scathing
5 response to your new price list?
6         MR. OSTOYICH:  Same objection, but go ahead.
7         THE WITNESS:  I think he put something in a
8 letter.  We can read that and try and guess what he was
9 thinking.

10         BY MR. HASSI:
11     Q.  Was one of the reasons that you restructured
12 prices to compress the dollar per pound on
13 large-diameter fittings?
14     A.  Yes.  And that was a stated reason of ours
15 internally.  It was -- no.  We went through that
16 earlier.  That was an outcome of that.  What we said
17 internally was that the prior list price was not, in my
18 mind, rational.  I couldn't tell you where a list price
19 came from on a fitting or why this one was different
20 than that one, so our attempt internally with this one
21 is to restructure the list price to make it what we
22 would view as rational from a manufacturer's
23 perspective.
24     Q.  One of the things you were trying to do is give
25 Sigma and Star less room to discount on published
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1 I'll object, but go ahead.
2         THE WITNESS:  Obviously, that would be
3 something that -- if you're going to sell to your
4 competitor on that, you would actually do a risk versus
5 reward or positive versus negative scenario, so at the
6 time that I wrote that for brainstorming purposes,
7 those were the two factors that I wanted to discuss.
8         BY MR. HASSI:
9     Q.  Right.

10         And so the higher the risk that your competitor
11 was going to enter with their own domestic line, the
12 greater McWane's incentives to sell to them instead;
13 correct?
14         MR. OSTOYICH:  Well, the way it's phrased I'll
15 object, but go ahead.
16         THE WITNESS:  Yes.  But I will put this is
17 May 26, probably not long after they approached us, and
18 nobody has any information here.  Everybody is
19 guessing.
20         So like I said, a brainstorming document based
21 on a lack of -- a lack of information.
22         BY MR. HASSI:
23     Q.  Between the time that you did this
24 brainstorming in May of 2009 and when you actually
25 signed an agreement with Sigma in September 2009, did
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1 that risk analysis change?
2         In other words, the weighing that I just talked
3 about, did that change?
4         MR. OSTOYICH:  I'll object to the form, but go
5 ahead if you can.
6         THE WITNESS:  Knowing me, there are probably
7 multiple documents when I've looked at this thing and
8 probably different -- knowing me, there's probably a
9 spreadsheet out there that put some more definitive

10 numbers into those two points.  But as time evolved, we
11 would have gotten more information and had more time to
12 study, and so we would have had more data on which to
13 make that business decision.
14         BY MR. HASSI:
15     Q.  Right.  And I don't think my question was clear,
16 and so forgive me.
17         Over that period of time, as you continued your
18 analysis, you continued to weigh the risk Sigma would
19 enter against the benefit that you would derive by
20 selling to Sigma; right?
21     A.  Well --
22         MR. OSTOYICH:  Objection to form.  Go ahead if
23 you can.
24         THE WITNESS:  But the other thing that's in the
25 mix is Star is not in the play here, so within several
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1 weeks after this document, whenever the AWWA show is
2 there, now you've got something else in the pot, which
3 is Sigma is asking us to produce for them, and then Star
4 makes an announcement, and obviously Sigma has some
5 response to that.
6         So the situation here certainly gets more
7 complicated within a matter of a couple of weeks.
8         BY MR. HASSI:
9     Q.  It gets more complicated, but does the decision

10 as to whether or not to sell to Sigma and the risk and
11 reward associated with that change as a result of Star's
12 entry or announced entry?
13     A.  I would think it would change, and you probably
14 would see that through future notes of mine.
15     Q.  Isn't what you were doing here with Sigma is
16 buying an insurance policy against Sigma's entry?
17     A.  I'm not sure --
18         MR. OSTOYICH:  The way it's phrased I'll object
19 to it, but go ahead.
20         THE WITNESS:  I'm not sure that's completely
21 accurate.
22     Q.  Well, did you view entering into an MDA with
23 Sigma as an insurance policy against Sigma's entry into
24 the domestic market?
25     A.  Our --
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1         MR. OSTOYICH:  Object to the form, but go
2 ahead.
3         THE WITNESS:  Obviously our position and
4 thought process with what the appropriate response to
5 Sigma's request was evolved over time.  And I think if
6 you look at my personal view is at the time that we
7 signed the MDA, my personal view was that that was
8 probably not the right thing to do.
9         BY MR. HASSI:

10     Q.  And the reason your personal view was that that
11 was not the right thing to do was because you did not
12 think that Sigma was likely to actually enter the
13 domestic market with its own sourcing?
14         MR. OSTOYICH:  Object to the form.  Go ahead if
15 you can.
16         THE WITNESS:  As we said before, decisions
17 evolve as more information comes into play.  At some
18 point in time there are reports that Sigma was working
19 a deal with Mueller, all sorts of information coming
20 in.  And I believe at the time of the signing of the
21 MDA it was clear to me at least that I believed that
22 they had been somewhat bluffing in terms of their
23 position and ability to enter into the MDA.  That was my
24 personal choice not to do that, but, you know, this was
25 something we discussed internally, and as a business we
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1 that risk that they're going to do that, is it
2 5 percent, 10 percent, 30 percent.
3         In many respects, I think if you'll read through
4 some of my documents, I think Sigma -- my personal view
5 might have been that it would have been better for us if
6 Sigma would have tried to enter the domestic market on
7 their own, because my perception at that time that had
8 evolved over several months was that they -- I believe
9 that they had a poor strategy that ultimately would have

10 given them a black mark for poor execution with the
11 customers.
12         BY MR. HASSI:
13     Q.  Do you think Star got a black mark for poor
14 execution with the customers?
15     A.  From --
16         MR. OSTOYICH:  Objection to the form, but go
17 ahead if you can.
18         BY MR. HASSI:
19     Q.  For their domestic entry, in other words.
20     A.  From what I understand from customers is Star
21 had significant delivery issues, that their stated
22 position and what they professed on Web sites,
23 documents, trade shows, allusions, was ahead of their
24 actual ability.
25     Q.  Do you recall -- this is going to be a different
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1 subject.
2         Do you recall getting some questions from
3 Mr. Page --
4         MR. OSTOYICH:  You don't want to follow up on
5 that?
6         BY MR. HASSI:
7     Q.  Do you recall getting some questions --
8         MR. OSTOYICH:  I'm sorry.
9         MR. HASSI:

10     Q.  -- from Mr. Page about the average market level
11 of pricing for restraints?
12     A.  As I said earlier, it's fairly rare to get
13 direct things from Ruffner on that.  We were talking
14 about getting into the restraint business.  I actually
15 wanted McWane to broaden their product line.  We did
16 that with bringing in nondomestic valve boxes.  We were
17 looking at restraints.  The fact that we were looking at
18 that probably at some point in time would have been on
19 Ruffner's radar screen through Leon, but I don't
20 remember a specific conversation.  But if you have a
21 document, I can refresh my memory, try to answer your
22 questions.
23     Q.  When you were thinking about coming in in the
24 restraints market, were you thinking about coming in at
25 a price below Sigma and Star?
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1         MR. OSTOYICH:  Well, the way you're phrasing it
2 I'll object, but go ahead if you can.
3         THE WITNESS:  I'd have to read that, that
4 document there.
5         BY MR. HASSI:
6     Q.  Go ahead and read that document, Exhibit 1572.
7     A.  Okay.
8         (Pause in the proceedings.)
9         Okay.

10     Q.  Do you recall a conversation or some questions
11 from Mr. Page about the market pricing on restraints?
12     A.  I don't recall specifically, but based on this,
13 it appears that he asked me some questions.
14     Q.  And you say, to Mr. Jansen, "I need to start
15 calculating how much it would cost those boys" -- and I
16 take that to be a reference to Sigma and Star -- "if we
17 sold anywhere from a 0.23 to a 0.25 as our everyday
18 price and drug them down with us."
19         Do you see that?
20     A.  I do see that.
21     Q.  Why were you considering at this point in
22 time -- well, strike that.
23         Is that a reference to selling restraints at
24 prices below the market price that Sigma and Star were
25 quoting at that point in time?

292

1     A.  I don't know what their published pricing was at
2 this point in time, so I can't tell you what a .23 or
3 .25 was against their published pricing.
4     Q.  What did you mean when you said "and drug them
5 down with us"?
6     A.  What I believe that it meant is -- let me give
7 this in general.  We had a perception, based on market
8 intelligence, that -- restraints was a market that we
9 were not participating in, but restraints was a very

10 profitable market segment there.
11         So we had a perception that on the import side
12 of the business here, because Star was not a domestic
13 restraint supplier, that profits or large profits being
14 realized from restraints would be supplementing very low
15 pricing on fittings.
16     Q.  And so you would consider bringing the pricing
17 down on restraints to prevent them from subsidizing low
18 prices on fittings; is that right?
19     A.  That is one potential strategy that you would
20 discuss as you're throwing things on the wall.
21     Q.  And that was something you were considering
22 doing in February of 2009.
23         MR. OSTOYICH:  Well, the way it's phrased I'm
24 going to object to it, but go ahead if you can.
25         THE WITNESS:  I would say in February 2009

PUBLIC



Richard Tatman 
Investigational Hearing Excerpt 

 
 

PUBLIC



In the Matter of:

McWane/Sigma

July 21, 2010
Richard Tatman

Condensed Transcript with Word Index

For The Record, Inc.
(301) 870-8025 - www.ftrinc.net - (800) 921-5555

PUBLIC



cffc21b3-789d-4193-bc0a-cbd8eabaf6d9

McWane/Sigma Tatman 7/21/2010

(301) 870-8025 - www.ftrinc.net - (800) 921-5555
For The Record, Inc.

3 (Pages 6 to 9)

Page 6

1 sworn by the notary, was examined and testified as     
2 follows:                                               
3      EXAMINATION BY COUNSEL FOR THE FTC                
4 BY MR. RENNER:                                         
5      Q     Mr. Tatman, good morning.                   
6      A     Good morning.                               
7      Q     Thank you for coming to speak with us       
8 today.  Mr. Tatman, where are you employed?            
9      A     McWane, Inc.                                
10      Q     What position do you hold in McWane, Inc.?  
11      A     Currently I'm the vice-president and        
12 general manager of Tyler Union, which is a division of 
13 McWane that falls underneath their Valve and Hydrant   
14 Group.                                                 
15      Q     How long have you held that position?       
16      A     It went through a reorg.  A little over two 
17 years I believe.                                       
18      Q     What position -- did you hold a position at 
19 McWane before two years ago?                           
20      A     Yeah.  I came to McWane in May of 2006 as   
21 the general manager of Tyler Pipe, which kind of       
22 evolved through a restructuring.  I can go through the 
23 details of that, if you want.                          
24      Q     What were you before you took the position  
25 at Tyler Pipe?                                         
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1      A     Directly before that, a company called      
2 Regal Beloit for about a year, and then 19-some years  
3 prior to that, General Electric did -- our business    
4 division of General Electric was sold to Regal Beloit. 
5      Q     Regal Beloit, what industry is that?        
6      A     Motors, electric motors.                    
7      Q     And Tyler Pipe, can you tell us a bit about 
8 Tyler Pipe, what products it makes?                    
9      A     Tyler Pipe was an acquisition by -- going   
10 from history here, though, so I should know the story. 
11 Tyler Pipe was an acquisition by McWane company, I     
12 believe, in 1995, and Tyler Pipe -- it got three       
13 different business units there.  And I'll kind of      
14 refer to plants and business units, and maybe this     
15 will come up in later questions.                       
16            The north plant builds pipes for the        
17 plumbing industry, soil pile and soil fittings.  Those 
18 are gray iron castings primarily used in commercial    
19 construction.  You're going to see that -- the pipe,   
20 in, like, a parking garage, the overhead, cast iron    
21 pipe.  That's the north plant.                         
22            The south plant there, which is currently   
23 idle -- we can talk about that later -- built ductile  
24 iron waterworks fittings.  Then they had a business    
25 called Wade Drain, and Wade Drain produced specialty   
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1 drains for commercial plumbing applications.           
2 Sometimes you go in your bathrooms and look at grates. 
3 It will say Wade in it, especially the castings.  They 
4 had abandoned manufacturing on Wade, and that was all  
5 source products from China.                            
6            When I came into McWane, I had Tyler Pipes. 
7 So I had the Tyler Pipe portion of the plumbing        
8 business, the Tyler Pipe portion of the ductile iron   
9 fittings business in the south plant, and Wade Drain.  
10 Union Foundry was not under my P&L, but that also      
11 produced ductile iron waterworks fittings as did Tyler 
12 Xian Xian, which is our facility in China, that as     
13 general manager of Tyler Pipe, I did not have.         
14      Q     Who was the manager overseeing Union's      
15 waterworks fittings business?                          
16      A     Tim Douty was an AGM there, assistant       
17 general manager.  At that point in time, when I came   
18 to work for Tyler Pipe, I worked for David Green.  And 
19 David Green had various businesses within McWane.  One 
20 was he had Tyler Pipe, which was those three segments. 
21 He had Union Foundry also, and he also had the East    
22 Penn facility, which was also plumbing.                
23            David Green really had more direct control. 
24 Tim Douty would have been mostly manufacturing.        
25      Q     I understand.                               
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1            In your current position, what business     
2 units are you overseeing?                              
3      A     I have the Tyler south plant.  So Tyler     
4 Texas is a split site.  Part of it is in our plumbing  
5 division; part of it is in my division, which is the   
6 waterworks fittings business.  I had the Tyler south   
7 plant, which is currently idled.  We stopped           
8 production there in November of 2008.  I have Union    
9 Foundry in Anniston, Alabama.  Then I have the Tyler   
10 Xian Xian operation in Hubei province of China.        
11      Q     Who reports to you currently?               
12      A     Key players, you've got my national sales   
13 managers, Jerry Jansen, so he's going to report direct 
14 into me.  Kent Brown, who runs Union Foundry as the    
15 AGM there.  I replaced -- when we shut down south      
16 plant, I moved Kent there and eliminated Tim Douty's   
17 job, so Kent manages Union Foundry operation.          
18 Mr. Zhang is a Chinese national.  He runs Tyler Xian   
19 Xian, and he reports to me.  Basically everybody with  
20 the sales and production aspect of those locations     
21 reporting to me.                                       
22            The only -- because Tyler Texas is now a    
23 split site, the controller, John Springer, is a dual   
24 reporting.  John will be reporting to me, and he's     
25 also reporting to the gentleman who has the Tyler      
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1 knew their cost on an item basis, because they buy it. 
2            It's very easy to determine what your cost  
3 is on an item when you're writing a purchase order for 
4 it.  When you're manufacturing it, you don't tend to   
5 know the exact cost of building a six-inch 45.  You    
6 know plant cost there, and it's a little more broad.   
7 Plus our customer service people aren't trained or we  
8 don't have enough of them to be able to do that, so we 
9 do not account for volume in our list price.  We do    
10 not account for volume in our published multiplier     
11 prices.  And probably shame on us, but we don't        
12 account for volume items within our job pricing.       
13      Q     Is it fair to say that the -- that the --   
14 your oddball fittings -- let's take a six-inch C item  
15 and then a six-inch A item.  Is it fair to say the     
16 six-inch C item has a price that does not reflect its  
17 fully allocated cost; some of the cost of the          
18 production for that C item is being recouped on the A  
19 item?                                                  
20      A     Because the way we do things, it's all      
21 peanut butter.  That is correct.  One of the things we 
22 had is -- I'm sure we -- we are going to get into this 
23 in more detail.  If you look at our business -- and    
24 let's just talk about our domestic business, domestic  
25 foundry business.  I had two foundries operational.    
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1 Between those two foundries, they're capable of        
2 producing 75 -- mid-70s tonnage a year.                
3            We've been decimated by imports.  Imports   
4 have come into the marketplace, and they've basically  
5 changed the game.  So the domestic foundry industry    
6 basically died off.  We're the last guy standing       
7 producing fittings domestically.  U.S. Pipe got out of 
8 it.  Griffin got out of it.  Everybody else got out of 
9 it.                                                    
10            The only two people that stayed is McWane   
11 stayed through 30 inches as a full-line supplier, and  
12 ACIPCO, which is American Cast Iron Pipe Company,      
13 abandoned their small diameter production, but they    
14 retained 30 inch to 40 inch.  Everybody else abandoned 
15 it.  It's just been hammering on a cost game.  Because 
16 if you look at the marketplace for ductile iron        
17 waterworks fittings pre-ARRA, about probably the 2008  
18 time frame, which is probably the most -- about 15 to  
19 maybe at the most 18 percent of the total market       
20 demand for ductile iron waterworks fittings requires   
21 domestic specs.                                        
22            Obviously Pennsylvania's heavy because      
23 you've got the Pennsylvania Steel Act, and then beyond 
24 that, it's just specifically municipalities that want  
25 domestic specs.  It's a hit and miss.  You go around   
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1 the Dallas area, and certain segments of Dallas want   
2 domestic specs, and the city right next to them        
3 doesn't care.  It's whatever the cheapest price is.    
4            If you look at what was going on with us    
5 over that time period, the world was changing.  Things 
6 were flooding in from China, low imports.  The         
7 importers were very aggressive in going out and we     
8 call it busting domestic specs.  They go in and work   
9 with the City engineers.  Why are you having a         
10 domestic spec?  This product is cheaper.  It's         
11 equivalent; it's a one-for-one replacement.            
12            You've got a lot of the old guard City      
13 engineers that were in their 60s, had a little red,    
14 white, and blue flag.  The new guys coming in don't    
15 care.  It's an easy time to bust specs.  So what we    
16 saw is imports flooding into the marketplace, the      
17 demand for domestic-only specs dwindling to where in   
18 2008, somewhere between 15 to 18 percent of the        
19 marketplace -- I'm sitting here with two foundries.  I 
20 can't run them.                                        
21            The first action we took, quite frankly, is 
22 we kept producing, and our inventory got through the   
23 roof.  At one point in time, I got 50,000 tons of      
24 inventory sitting in the yard because we were          
25 over-producing.  Then we went ahead and I took an      
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1 action.  I took the south plant from two shifts to one 
2 shift, and I shut down -- in Anniston, there's three   
3 molding lines in Anniston.  There's a disa, a GFD, and 
4 B1.  I shut down the GFD, and we're trying to run      
5 Anniston in two shifts.                                
6            We've basically got two foundries limping   
7 along.  It's a cost disaster thing, because U.S.       
8 foundries want to run every day, and they want to run  
9 two shifts.  We tried that for a while, and the        
10 situation got worse, you know, as the market demand    
11 starts slowing down.  So in November of 2008, we end   
12 up idling the south plant.  And I had that.            
13            And I could still vividly remember, I       
14 didn't sleep the night before.  I had to walk into the 
15 managers' meeting in the morning, and these are guys   
16 that most of the part are in their 50s, and late 50s.  
17 They've been in that industry and that foundry for     
18 20 years, and basically you have to walk in and tell   
19 them they don't have any jobs anymore 'cause we're     
20 shutting down the plant.  I can tell you, walking out, 
21 it's still a little emotional for me.  I've got grown  
22 men up there crying.  I'm crying.  A lot of people had 
23 their hearts and lives into that.  It burns a little   
24 memory into you.                                       
25            We end up idling that plant.  Almost couple 
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1 order, swing by your regional yard, pick it up, and go 
2 right to the contractor.  So from my perspective, I've 
3 got to ship it into the distributor or ship in into    
4 the contractor, and pay that sort of freight plus pay  
5 backside rebate programs and extended terms to         
6 distributors.                                          
7      Q     How would it affect your cost of sales if   
8 you could sell directly to contractors?                
9      A     You would need more sales-                  
10 -- theoretically, you would need more salespeople, but 
11 you would be spending less -- I think -- I can't give  
12 you specific answer to that.  I don't think it would   
13 be terribly more expensive.  I have to actually go     
14 backwards and qualify my other answer.                 
15            I'm going to sell through a distributor     
16 because I have distributors in that area.  If I        
17 don't -- if it was the state of Arizona and I don't    
18 have a strong distributor in the state of Arizona,     
19 there's nothing that keeps -- I don't have a           
20 distributor that wants to pick up my product, then of  
21 course, I'm going to sell right to the contractor      
22 because I've got nobody to upset.  If I could sell     
23 straight to the contractor, I would.  But I don't      
24 because I have my distributors in that area serving    
25 that contractor who want to buy my product and         
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1 distribute it.                                         
2      Q     Are there any benefits that you realize     
3 through selling through distributors?  Are there any   
4 services that they're offering you or functions that   
5 they're assuming on your behalf that you don't have to 
6 discharge yourself?                                    
7      A     Well, you know, they obviously collect      
8 money from contractors.  I think the lower you go down 
9 in the food chain, the harder it is these days to get  
10 your money.  They're going to absorb the risk from     
11 that contractor.  Some of the stuff goes direct, but   
12 some of the items do go out of their distribution yard 
13 with local stock.  We could sell contractors large     
14 jobs and big jobs, but you know, when the guy wants to 
15 just buy two or three fittings because he's got a      
16 repair job, that's obviously tougher to serve.         
17            There's a portion of the marketplace that   
18 you could serve effectively straight into contractors  
19 which, quite frankly, is where the money is at which   
20 are these big jobs, project jobs that are running      
21 50 miles of pipe someplace.  You don't really need a   
22 distributor for that.  There's other segments that's   
23 just little repair work or some other things going on. 
24 You can't serve 100 percent of the business without    
25 distributors.                                          
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1      Q     Especially for these smaller jobs, are      
2 there one-stop shopping benefits from the standpoint   
3 of a contractor to work with a distributor who's got   
4 all the products that they would need for a particular 
5 project rather than just dealing with Tyler Union for  
6 fittings, U.S. Pipe for pipe, someone else for the     
7 hydrant, someone else for the valves?  Is that a       
8 dynamic that you would recognize?                      
9      A     Clearly.  There's a savings there, not      
10 having to deal with five or six different entities and 
11 coordinate that.  That's the value of what a           
12 distributor brings.  I think, again, that depends on   
13 what the situation is.  I know for pipe, if you look   
14 at a typical job, a waterworks job, about five percent 
15 of material cost on a waterworks job is ductile iron   
16 fittings.  A lot of it is pipe.  That's kind of where  
17 the money is at.                                       
18            As we understand it and as we got feedback  
19 from customers, Star is packaging fittings with        
20 Griffin and selling that as a package deal into a job. 
21 Now, they may go through distribution as a selling     
22 feed, just not to upset that distribution, but it's    
23 coming in as a package price.  Pipe guys will sell     
24 direct.  They don't go through distribution.           
25      Q     Does selling through distributors allow     
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1 Tyler Union to leverage the sales force that           
2 distributors have?                                     
3      A     Obviously, if I'm going to try to hit every 
4 contractor that's out there, I'm going to need a       
5 bigger sales force.                                    
6      Q     Do distributors have that sales force and   
7 the relationship with the contractors?                 
8      A     They would because, again, they have more   
9 people within their total organization than what I'm   
10 going to have.                                         
11      Q     Am I right in thinking that given your      
12 druthers, you would rather sell directly to the        
13 contractor than deal with distributors?                
14      A     If I had the capability of doing it, I      
15 would probably be more profitable.                     
16      Q     Do you have any sense of what sort of       
17 investment it would take you to be in a position to    
18 sell directly to contractors rather than go through    
19 distributors?                                          
20      A     No.  I can't give you -- I can't give you a 
21 valid figure for that.                                 
22      Q     Do distributors tend to deal exclusively    
23 with one supplier of ductile iron fittings?            
24      A     No.  We got a couple of small independents  
25 that probably use us primarily, but all the            
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1 distributors of size will deal with three or four      
2 people.                                                
3      Q     Why is that?                                
4      A     Because they hold -- they can leverage      
5 price more that way.  You can pick up the phone and    
6 say, What's your price; what's your price; what's your 
7 price?  It's a commodity item.  Fittings are a         
8 commodity item.  From a form, fit, and function, mine  
9 are the same as everybody else's.  So it becomes a     
10 pricing game there and a little bit of a service game. 
11 But primarily pricing on that.                         
12            Even our largest accounts that we have,     
13 they all buy from multiple people.  HD Supply and      
14 Ferguson, they're buying from Star, and they're buying 
15 from us, and they're buying from SIGMA.  Corporately   
16 those are the people they support, and then at the     
17 branch level, the guy's not supposed to do it, but     
18 he'll bring in a Serampore product or whoever will     
19 give him a deal at that level.                         
20      Q     In the past --                              
21      A     Let me put it this way.  There's not a lot  
22 of loyalty.  We would like there to be loyalty.  We    
23 would like to promote our brand.  We would like them   
24 to be our distributors and support our product, but    
25 there's not a lot of loyalty out there.                
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1      Q     What does supporting your brand mean in the 
2 context of this industry?  Do you make any investments 
3 in promoting your brand or somehow encourage brand     
4 loyalty?  What do you mean by that?                    
5      A     Everybody tries to support and promote      
6 their brand.  If you look -- in the industry, if you   
7 went out and you polled a thousand people and said,    
8 you know, who's the primary source of ductile iron     
9 waterworks fitting, they'd say Tyler, because we've    
10 been here the longest.  We're still the largest loss   
11 share.  We're still the largest on that.               
12            We cover both subsegments of that product   
13 line.  We have the non-domestic fittings, and we have  
14 the domestic fittings on that.  We certainly would     
15 like them to have loyalty to our brand.  We'd like it  
16 to be preferred that they get Tyler Union products     
17 there.  That's why you have websites, and that's why   
18 you have promotional material, and that's why you go   
19 to trade shows.  That's why you have sales force       
20 talking about your brand and your product.             
21            Although we're also selling a commodity     
22 product, everybody wants to go out and push that we're 
23 different.  You want support of your brand.            
24      Q     Do you have a line item in your budget for  
25 promotional efforts to support your brand?             
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1      A     That's just under the sales budget.  I      
2 couldn't tell you that it's broken out in that         
3 specific of a line item.                               
4      Q     Do you engage in advertising directed at    
5 end users?                                             
6      A     Uh-huh.                                     
7      Q     Through what channels?                      
8      A     I use trade magazines.                      
9      Q     Can you give me some examples?              
10      A     AWWA Journal will be out there.  There's a  
11 couple magazines that we start advertising in there,   
12 and we've actually started advertising here lately     
13 just promoting the brand image of our domestic         
14 product, reinforcing the image of our brand domestic   
15 product.                                               
16      Q     Were those activities going on before the   
17 passage of the ARRA?                                   
18      A     We didn't actually do any advertising that  
19 I knew of, except in the last couple years.  That's    
20 really more when we folded underneath Leon McCullough, 
21 Clow had done advertising, and we started using the    
22 same ad organization that the rest of Leon's           
23 businesses do.  And they do an annual contract with    
24 them, and we get our proportionate share of that, so   
25 the advertising of that, which is still not heavy, a   
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1 couple times of year really started when Leon took     
2 over our business.                                     
3      Q     Beyond the trade publications that you      
4 mentioned, are there any other mediums that you're     
5 using to promote your brand to end users?              
6      A     You know, the guys, the sales force, every  
7 once in a while will walk into local water             
8 authorities, have a learning lunch day or something    
9 like that.  They're just trying to do -- to do that.   
10 We represent on technical committees and things like   
11 that to try and support the industry and then support  
12 your brand.                                            
13      Q     What are you spending on these activities a 
14 year?                                                  
15      A     I don't have that as an individual          
16 line-item budget, so I can't tell you.                 
17      Q     Ball park on the advertising?               
18      A     I would only be guessing.                   
19      Q     Under $100,000 a year?                      
20      A     Probably.                                   
21      Q     Are the markets that distributors are       
22 serving local in nature?  Are these regional markets   
23 that the distributors are serving?                     
24      A     They are historically fairly local because  
25 the contractor base was local.  Although, that has     
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1 Mr. Walton at Tyler Union.  It's dated June 24th,      
2 2009.  Mr. Tatman, just take a moment to familiarize   
3 yourself with the document.  You can look up when      
4 you're finished.                                       
5      A     Okay.                                       
6      Q     Mr. Tatman, what situation were you         
7 reacting to when you wrote this e-mail?                
8      A     I couldn't tell you specifically, but I     
9 think this is part of what I mentioned earlier is just 
10 an unfolding dialogue internally brainstorming,        
11 discussions of what to do in regards to what's going   
12 on -- potentially going on in the domestic segment of  
13 the marketplace.  This is, what, June 24th?  I think   
14 the earlier ones were May.  This is still pretty early 
15 on in the process, and you've got a lot of guesses and 
16 assumptions of what's going on and not a lot of hard   
17 data.                                                  
18      Q     Is this after the AWWA trade show that you  
19 referred to earlier?                                   
20      A     I believe so because we talked about Star.  
21 We didn't know that Star had a domestic program until  
22 that trade show.                                       
23      Q     So Mr. McCullough is asking you for your    
24 thoughts on Star's announcement, domestic production   
25 at the AWWA trade show; is that fair?                  
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1      A     I don't think he specifically mentions that 
2 or the AWWA trade show.  I think in general he's       
3 asking about Star's program and potentially what they  
4 would do to enter the marketplace.                     
5      Q     I'd like to just walk through your e-mail   
6 at the top of Exhibit 74 and get a sense of what you   
7 were thinking.  In the first paragraph, why did you,   
8 quote, "agree that at this stage, the chance for       
9 profitable cohabitation with Star owning a pc" -- I    
10 assume that's "piece," sir?                            
11      A     Yes.                                        
12      Q     -- "owning a piece of the domestic market   
13 is slim."  Why did you think that?                     
14      A     Well, again, I'll preface that to you're    
15 very early on in the process.  You don't understand a  
16 lot, so you've got a lot of assumptions and guesses    
17 going on here without a lot of valid data.  The        
18 soil-pipe industry and especially on a regional basis  
19 on the West Coast has gotten, to this date, where no   
20 one is making money or they're profitable on the West  
21 Coast, as Star has entered that marketplace and        
22 continued to just drive prices down to get volume.     
23            So if I look -- the only reference we       
24 have -- we have Star as a competitor on the            
25 non-domestic side.  Outside of that, the reference we  
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1 have is what they had done recently entering the       
2 soil-pipe and soil-fittings market, especially on the  
3 West Coast and the impact of the market dynamics of    
4 that.  And I would assume, based on that, that by the  
5 nature, they would normally be very, very, very        
6 aggressive with pricing.                               
7      Q     And why is that?  Why, in your experience,  
8 are they sort of aggressive with pricing?              
9      A     I can't speak for Star, so I can only give  
10 my personal opinion on that.  They're not a            
11 manufacturer.  They are a broker or reseller of        
12 product.  Whereas, we think, from a viewpoint of a     
13 manufacturer that has to run a facility not only for   
14 this year but long-term, they are a broker or          
15 reseller, that as long as they're making some amount   
16 of incremental margin on a transaction, it's better to 
17 do more.                                               
18            So I think their mind-set would be          
19 different than what you would get from a manufacturer  
20 who has to have a certain quality of earnings to       
21 reinvest in the facility and maintain the facility.    
22 It's just a different mind-set when all you're doing   
23 is buying and reselling.                               
24      Q     In the second paragraph you write that      
25 Tyler Union needs to, quote, "need to make sure that   
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1 they don't reach any critical market mass that will    
2 allow them to continue to invest and receive a         
3 profitable return."                                    
4      A     Uh-huh.                                     
5      Q     Several questions.  Why did Tyler Union     
6 need to do that?  What's a critical market mass?  And  
7 what would happen once Star got there?                 
8            MR. OSTOYICH:  Chris, can I hold on for one 
9 second.  Could I ask you to read the whole sentence.   
10            MR. RENNER:  Yes.  Of course.               
11            MR. OSTOYICH:  Just so the record is clear. 
12            MR. RENNER:  Quote, "if their claims are    
13 ahead of their actual capabilities, we need to make    
14 sure they don't reach any critical market mass that    
15 will allow them to continue to invest and receive a    
16 profitable return," unquote.                           
17 BY MR. RENNER:                                         
18      Q     Same questions.                             
19      A     If you look at things about market mass --  
20 this is all tied back to volume.  I'll go back to --   
21 I'm sorry if it's getting to be a worn-out record, but 
22 at the time frame we've got here -- this is June --    
23 we've got a plant that's dying or not able to run it.  
24 We don't see any volume in sight going on there, and   
25 we're getting worried that someone's going to come in  
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1 might have been an element in my decision process, but 
2 I can't tell you how big of a factor that would be for 
3 them.                                                  
4      Q     Focusing just on the Slide 7 for a moment,  
5 the response options that you're considering, can you  
6 just walk us through what would be involved in what    
7 you're calling the wait-and-see approach, the handle   
8 on a job-by-job-basis approach, and then the third     
9 option.                                                
10      A     Again, I'll have to preface, this is very   
11 early on in the process.  This is a strategy that      
12 evolved, and you've got response options when, quite   
13 frankly, you really don't know what you're responding  
14 to at this point in time.  You tend to probably go     
15 worst case scenario when you're doing this thing.  So  
16 I've got to time preference that.                      
17            Wait and see is basically do nothing.  Just 
18 wait and see what they've got.  Basically don't do     
19 anything and sit idle.  Essentially Star came out      
20 June 16th or around that time frame and publicly made  
21 a lot of big claims.  We've got this.  We're going to  
22 have product out by I think September or sometime      
23 fairly short.  We got a full product line.  You look   
24 at our published list price.  We've got every SKU out  
25 there.  We're through 48 inch.  We've got every        

Page 231

1 coating, every lining.  We've got domestic restraints. 
2            So wait and see would be let's just wait    
3 and see what they actually have.  Wait and see would   
4 be the old, Don't react to a ghost.  There's nothing   
5 there.                                                 
6            Did that answer that question?              
7      Q     It did, sir.                                
8      A     Handle on a job-by-job basis would just be  
9 don't go out and do anything broad-brush.  It's a      
10 little bit more reactive than wait and see, but you    
11 know, wait for particular job.  You get a situation    
12 where your customer calls us and says, Look, we got a  
13 problem here because we're bidding on this job in      
14 Ardmore, Pennsylvania, and our competitor or another   
15 distributor is bidding on that job, and we think he's  
16 using Star material, and here's what the contractor's  
17 telling us we have to do.  And just decide on a        
18 case-by-case basis what's the appropriate response.    
19      Q     Sir, would that scenario arise if Star had  
20 entered with a short line rather than the fuller       
21 product line that you now understand them to have      
22 entered with?                                          
23      A     No.  I mean again, we don't know what they  
24 had here at this particular time.  In general, a       
25 job-by-job approach is what it is.  You would just     
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1 take it -- the individual circumstances around that    
2 particular job would make a decision on rather than    
3 trying to account for the whole marketplace.  So it's  
4 more of a rifle shot than a shotgun approach.          
5      Q     When you write that the job-by-job approach 
6 might have an effect on the profitability of the       
7 business, can you just walk us through how that would  
8 work?                                                  
9      A     Yeah.  It's a little bit of what you would  
10 call whack-a-mole theory on this thing.  What you      
11 really worry about is Star historically has been a     
12 very aggressive and sometimes irrational -- it's       
13 always irrational to you, because you don't know what  
14 they're doing on that.  We look at some of the things  
15 they've done in the marketplace, and we have some      
16 ex-Star employees that had worked for McWane, left and 
17 went to work for Star and came back and basically      
18 said, I don't understand these guys.                   
19            One comment that Marla Drake had, I had a   
20 job.  I had it lined up.  I had the price, and Dan     
21 McCutchen told me come and lower the price.  I said,   
22 Why?  I've got the job.                                
23            We want to shake things up.                 
24            So we have a perception, whether it's true  
25 or not, that they're a little bit irrational for what  
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1 they do, and they just like to shake things up.  What  
2 you have to worry about here, if you're going to chase 
3 things on a job-by-job basis is first of all, it adds  
4 to this, quote, "instability" in the marketplace,      
5 because you don't know what your marketplace pricing   
6 is going to be because it varies job by job.           
7            The other thing you have to worry about     
8 there is there's two things Star can do.  They can     
9 either drive prices down because they want that        
10 business, or they can go around and chase a bunch of   
11 jobs and throw down low numbers because they know      
12 we're going to react to it.  By driving profitability  
13 out of our business, in some ways that benefits their  
14 business.                                              
15            Whether or not they could have served that  
16 job or not, if you're going to sit there and you're    
17 going to hyper-react to everything they do, that's not 
18 a bad strategy because if you're a guy that's got most 
19 of the market share, again, do I take prices down?     
20 And Star wants to lower prices 20 percent.  Do I take  
21 down all my prices 20 percent to keep them from        
22 growing by 500 tons?  That's a big bill.  What are     
23 they really trying to do?  Are they trying to develop  
24 and grow their business, or are they trying to just    
25 take profitability out of our business?  You don't     
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1 know.                                                  
2      Q     Was that concern as live an issue for you   
3 whether Star Pipe had a very short line or whether it  
4 had a broad product line?  Does that question make     
5 sense?                                                 
6      A     A little bit.  And I think, at this stage,  
7 we didn't know.  I can only read this now and assume,  
8 but at this stage, we probably assumed that they had a 
9 fairly short product line.                             
10      Q     So the possibilities outlined under No. 2   
11 here with possibilities that could happen even if Star 
12 only had a short product line; is that your testimony? 
13      A     Yes.  And I am ad-libbing there with the    
14 assumption this is where the time is and we didn't     
15 know, and I don't think we believed at that point in   
16 time they were going to be really committed to this    
17 business.  It doesn't say that here, but I think       
18 that's more likely than not what the thought process   
19 was.                                                   
20      Q     I see.  And then if we could talk about     
21 Response Option 3.                                     
22      A     Okay.                                       
23      Q     What approach did you have in mind here?    
24      A     Essentially what you're asking your         
25 distributor for is, you know, in a theoretical sense,  

Page 235

1 the distributor is supposed to be an extension of the  
2 manufacturer.  It's supposed to represent the          
3 manufacturer's best interest on that thing.  We said   
4 the world is changed.  It used to be a long time ago,  
5 a distributor was aligned with a manufacturer, and     
6 that's who you went to market with.  And this          
7 distributor was aligned with that manufacturer.        
8            That's still very true in the pipe world,   
9 you know.  The guy's either a Griffin Pipe guy or      
10 McWane Pipe guy.  It's very true in the                
11 valve-and-hydrant industry, much more focused where    
12 the guy sells Mueller or he sells Kennedy.  He doesn't 
13 sell everybody else.  The ductile iron fittings        
14 portion of this waterworks market is much more         
15 convoluted where everybody will just sell anybody      
16 because we're viewed as much more of a commodity       
17 business there.                                        
18            So certainly what you're trying to drive is 
19 back down to the old, historical distributor basis     
20 where they pick who their manufacturer that they want  
21 to represent, and that's who they partner with and go  
22 to market with.  Again, if you look at what we're      
23 trying to do here, we're trying to protect volume for  
24 a facility that, in June of 2009, is in pretty bad     
25 shape from a volume standpoint.  And there's no        
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1 outlook on the horizon that says things are going to   
2 get any better.                                        
3      Q     When you write that this approach would     
4 avoid -- quote, "avoid the job-by-job-auction scenario 
5 within a particular distributor," what scenario are    
6 you trying to prevent here?                            
7      A     I think it's a little bit of the "chasing   
8 the ghost" theory there.  Like we said, when you go    
9 job by job, especially against a competitor that you   
10 really don't know what they have -- we don't know      
11 anything at this point in time -- the fear there is    
12 you're chasing a ghost; that Star could have the       
13 ability to just go out and start flowing, quote, low   
14 prices out there.                                      
15            Whether or not they can deliver on that     
16 price, you don't know.  So do you react to it?  If     
17 Star goes out and says, Okay, I took that job;         
18 distributor calls you up and says, Look, I got a quote 
19 from Star; they're 20 percent below you, well, on the  
20 non-domestic side, we have to either react to that or  
21 walk away.  Because we know there's an established     
22 player with broad product line, and if that price is   
23 at all rational, then more than likely, we trust the   
24 input there because if we don't take it or match that  
25 price, they're just going to buy with the other guy.   
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1            In this case, you really don't know if you  
2 say, Okay, should I lower my price 20 percent?  Was it 
3 a legitimate offer?  Could they actually supply on     
4 that?  And then where does it stop?  They could just   
5 go to every single job and start blowing out numbers   
6 and essentially drive the profitability out of your    
7 business and you're not reacting to a true competitive 
8 situation; you're reacting to a mirage.                
9      Q     Would that be a rational strategy over the  
10 long-term?  Wouldn't Star run some risk in that        
11 scenario if they were, in fact, not able to deliver?   
12      A     Eventually -- over the long-term,           
13 eventually you're going to come out and figure out     
14 that -- actually, you find out they don't -- only way  
15 you're going to find out how good they are is to let   
16 them have this.  That's the only way you're going to   
17 find out.  You have to see whether or not they         
18 deliver.  There's the -- No. 1 was -- and again, you   
19 understand this is brainstorming here.  So these are   
20 things we could do, not necessarily things we did do,  
21 or there was not a recommendation here that I          
22 understand.                                            
23            One thing, let's just sit back and see what 
24 they got.  Let's not even react to them.               
25      Q     The third point under -- the second point   
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1 product line to be a more viable supplier, that cost   
2 causes you to spend more money.  You also have to take 
3 a look at that issue.  These patterns are pretty cheap 
4 coming out of China.  $1,500 to $10,000.  But $10,000  
5 are the big ones, the 48 inches.  If you're talking    
6 about the smaller diameter where the volume is, you    
7 have 1,500, $2,000, or $2,500 for a pattern.  If I got 
8 to go from 50 to 150, I got to spend another hundred   
9 patterns times $3,000, it's $300,000.  If you're       
10 really committed to this business, that's not a big    
11 investment.  If you're not committed to it and you     
12 just want to dabble and play and see what you can get, 
13 maybe that's a lot of money.                           
14      Q     In this item that's under "discussion," you 
15 mention securing major distribution.  What did you     
16 mean by "major distribution," and why was that a       
17 concern to you?  Are you making some distinction       
18 between large national distributors and smaller        
19 independent players?                                   
20      A     I probably was there.  Obviously, if you    
21 are supplying through HD Supply, you're supplying      
22 Ferguson, with that one decision from a corporate      
23 basis, you spread out some more points.  If you're     
24 going to be dealing with the small independent that's  
25 only located in the city of Portland and has one       
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1 branch, then that takes an amount of resources and     
2 relationship-building just to get one.                 
3            If you can go into HD Supply corporate or   
4 Ferguson corporate and have them supply your product   
5 and bring you on board, you just get -- it's just      
6 quicker.                                               
7      Q     So would you say it's fair -- is it fair to 
8 say, from the standpoint of a new entrant into the     
9 waterworks fittings business, that selling through a   
10 major national distributor like HD Supply or Ferguson  
11 is a more efficient way to market than selling through 
12 smaller independent distributors?                      
13      A     Well, it depends what you mean by           
14 efficient.  As the word goes, the bigger you are, the  
15 more hammer you have.  You tend to be more profitable  
16 selling to a small distributor than a big distributor  
17 because the bigger the guy is the more leverage he has 
18 and the more he uses it.  I wish that wasn't so.  So   
19 from a cost-efficiency standpoint, my business would   
20 be a lot better off if it went back to all the small   
21 independents who were around and we didn't have        
22 national distributors.                                 
23            And for us, when you look at this, the      
24 concern we have about picking up a large national      
25 account is really tied to that volume and impact on    
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1 the plants.  So I've got a plant that's serving for    
2 volume.  I can maybe take the hit of losing a small    
3 independent in a small regional area and the guy buys  
4 20 tons from me.  Not that I don't a care about 20     
5 tons.  That's not going to cause me to close down the  
6 plant.                                                 
7            If I use an HD Supply or Ferguson, that's   
8 harder for me to replace that volume.  A lot of that   
9 for us, in terms of major distributorship and what     
10 that means to us, we tie that back to the volume that  
11 that particular account means to our facility.         
12      Q     I see.                                      
13            MS. KALLAY:  In addition to the cost        
14 associated with having a fuller line, is there a time  
15 factor?                                                
16            THE WITNESS:  Obviously there would be.  It 
17 takes time, but we were actually unpleasantly          
18 surprised at how quick things happened.  We went to    
19 that pattern shop where Star was getting almost 600    
20 patterns made.  It's one of the better pattern shops   
21 in China.  It's got a bunch of C&C Equipment.  It was  
22 quite large, and per the owner, he was spitting out 20 
23 patterns a week.                                       
24            We typically deal with smaller, little more 
25 mom-and-pop pattern shops.  They're little more        

Page 245

1 economical.  This guy was pretty big and pretty        
2 automated.  The fact he was spitting out 20 patterns a 
3 week for Star was a little bit scary.  If you got to   
4 add 100 patterns, from the guy in China, you give him  
5 five weeks, and he's got 100 more patterns.            
6            You do have to bring those back in and you  
7 have to qualify them at your foundry and do            
8 first-article inspection.  And actually probably the   
9 gating item, in hindsight, from here for anyone        
10 entering this thing is who they're dealing with        
11 domestically and what their resources are left in      
12 these foundries that have been starved for volume and  
13 how quickly can they absorb the patterns and do the    
14 first-article work.                                    
15            Did that answer your question?              
16            MS. KALLAY:  Yes.                           
17            MR. RENNER:  Let's take a break for a       
18 moment.                                                
19               (Discussion off the record.)             
20               (A brief recess was taken.)              
21 BY MR. RENNER:                                         
22      Q     Mr. Tatman, is there something about the    
23 exhibit that we're currently examining that you'd like 
24 to bring to my attention?                              
25      A     Yeah.  Just when I go down through this,    
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1 want to be a domestic fitting producer.  Everybody     
2 else would invest money and be a full-line domestic    
3 fitting producer, and everybody would go out to        
4 municipalities and convince the world that we need to  
5 support domestic foundries and domestic specs.  All I  
6 care about is the volume.                              
7            I'm not hung up about my share.  Share only 
8 to me means volume.  I'd rather sell 25,000 tons of    
9 domestic fittings and have 40 percent share of the     
10 market than I would to sell 10,000 tons of fittings    
11 and have 98 percent of the marketplace.  It's just     
12 volume to me.  That's all that is.                     
13      Q     But the answer to my question was, yes,     
14 just to get a short answer.  A benefit to you, I asked 
15 you, is that the same thing as a hindrance to Star?    
16      A     By virtue --                                
17            MR. OSTOYICH:  I thought your question was  
18 something different.  Maybe I'm wrong.  I thought you  
19 asked him did he think that distributors were          
20 perceived this a certain way.                          
21            MR. RENNER:  I did.  What I asked him is    
22 whether the uncertainty of what McWane would do in the 
23 event a distributor purchased a Star fitting either in 
24 the -- under the September 22nd letter or under one of 
25 these corporate rebate programs was a benefit to       
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1 McWane and a hindrance to Star.  Mr. Tatman, testified 
2 that he believed it was a benefit to McWane.           
3 BY MR. RENNER:                                         
4      Q     Correct?                                    
5      A     More than likely that would be correct.     
6      Q     And I'm just clarifying the record that     
7 that means it would also be, more than likely, a       
8 hindrance to Star; is that correct?                    
9      A     Yes.  The analogy, if you look at Star's    
10 incremental rebate program for doing double the        
11 business with me, if you hit the one million mark you  
12 get this much back to dollar one; you hit the million  
13 and a half dollar mark, you get back to one.  As soon  
14 as you're -- the fourth quarter and you're $300,000    
15 away from hitting that next level, where is the        
16 customer going to shove business to?                   
17            Customers are going to shove business       
18 whatever maximizing -- whatever opportunities they     
19 have to put together to maximize their own interest is 
20 what they're going to do.  All we can do as            
21 manufacturers is give them options.  I give them       
22 options.  They freely choose.  They're going to choose 
23 whatever option serves their purpose.                  
24      Q     Thank you.                                  
25      A     If I want to give the guy a two-percent     
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1 rebate and somebody else wants to give him 10-percent  
2 price and 10-percent price means more than two-percent 
3 rebate, I'm gone.                                      
4      Q     I have one more topic I'd like to cover in  
5 the hearing.                                           
6      A     Okay.                                       
7               (A brief recess was taken.)              
8 BY MR. RENNER:                                         
9      Q     Mr. Tatman, did you have an additional      
10 point you wanted to make?                              
11      A     Just -- and the problem with going through  
12 some of these documents, maybe the way I'm             
13 responding -- everything is always a lot deeper.       
14 There's more facets than what we're covering here.     
15 One thing I forgot about, you look at Ferguson there.  
16 The other dynamic going on with Ferguson is they       
17 were -- remember, I said earlier how the customers are 
18 upset with you, they vote with their wallet and their  
19 feet?                                                  
20            Ferguson, on the plumbing side of their     
21 business, had an issue with Star for something that    
22 happened with a company called CalSteam out in         
23 California.  They were very upset with Star and was    
24 purposefully shifting I think even non-domestic        
25 business away from Star to SIGMA and to Tyler Union.   
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1 So because of that, we felt pretty comfortable, given  
2 what they were doing, that they were not going to      
3 entertain Star on the domestic side of the waterworks  
4 fittings business.                                     
5            So there's always more facets going on than 
6 just this.                                             
7      Q     That raises an interesting point.  If you   
8 can look at Exhibit 76, I believe, the exhibit you     
9 have in front of you.  This is the document            
10 entitled --                                            
11      A     Is this the one where I've got it kind      
12 of --                                                  
13      Q     -- "Star Review."                           
14      A     This is the PowerPoint?                     
15      Q     Yeah.                                       
16      A     Okay.                                       
17      Q     If we could look at the second page of the  
18 presentation, Bates No. 287, the fourth bullet down,   
19 this is entitled, "What we know for sure."             
20      A     Okay.                                       
21      Q     The fourth bullet down indicates that Star  
22 met with Ferguson's plant division the week of         
23 June 22nd.  Were you aware of some interest on         
24 Ferguson's part to possibly partner with Star and sell 
25 their domestic fittings?                               
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1 waterworks business within Ferguson.  And I also
2 have strategy responsibilities for the waterworks
3 business within Ferguson.
4      Q    When you say P&L responsibility what do
5 you mean?
6      A    Profit and loss.  So the responsibility
7 for hitting the budget that we have laid out,
8 controlling the expenses, hitting our financial
9 objective on the income statement and also the
10 balance sheet as it relates to waterworks.
11      Q    What do you mean by strategy
12 responsibility?
13      A    That would be developing the strategic
14 direction we're going to take the waterworks
15 business in order to grow it.  So determining what
16 businesses we may want to move into.  For example,
17 stepping up our efforts in selling metering and
18 technology for waste water treatment plants.  Things
19 that may not be part of the every day business we do
20 today.
21      Q    You said these responsibilities have been
22 generally the same the last two positions you've had
23 with the company?
24      A    Yes.
25      Q    So since August 2007?
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1      A    Yes.
2      Q    Any other job responsibilities in your
3 current role?
4      A    No.  That covers it.
5      Q    Do you report to anyone directly?
6      A    I report to the C.O.O., Kevin Murphy.
7      Q    And where is he located?
8      A    At 12500 Jefferson Avenue right here in
9 this building.
10      Q    So right here?
11      A    Yes.
12      Q    Do you report to anyone else directly?
13      A    No.
14      Q    Do you have anyone that reports directly
15 to you?
16      A    Yes.
17      Q    Who's that?
18      A    I have five district managers.  Would you
19 like me to name them?
20      Q    Yes, please.
21      A    Tom Fieweger.  You have Bo Campasano.  You
22 have Phil Selby, Shawn Rae, R-A-E, and Darryl Case.
23 I also have a business group manager by the name of
24 Brian Mokry who is in this building.  And my
25 assistant, Lauren Lentivech.  Oh, and our regional
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1 ops manager, Jeff Walpert.
2      Q    The five district managers that you just
3 mentioned, where are they located?
4      A    Tom Fieweger in Philadelphia.  Bo
5 Campasano is in Tampa, Florida.  Shawn Rae is in
6 Atlanta, but he has geographic responsibility of the
7 north central part of the U.S. and the plant
8 business.  And Phil Selby is in Dallas, Texas.  And
9 Darryl Case is in San Diego, California.

10      Q    In general, what are the job
11 responsibilities of your district managers?
12      A    P&L responsibility over the geographic
13 regions that they operate in and responsibilities
14 for growing the business, responsibility for the
15 human resources of properly staffing our branches
16 and executing strategy.
17      Q    How many branches does Ferguson have?
18      A    Ferguson overall?
19      Q    Yes.
20      A    I'm taking a stab at 1,300.
21      Q    And on the waterworks side how many
22 branches?
23      A    Approximately 160.
24      Q    And those branches, the 160 waterworks
25 branches, where are they located?

Page 12
1      A    All over the country.
2      Q    Do you know how many states they're
3 located in total?
4      A    Standalone I believe 42.  When you add
5 blended which are farming branches that sell water
6 products but may not be standalone waterworks
7 businesses I believe it's 47.
8      Q    The roughly five branches that are not
9 standalone, do they sell waterworks fittings?

10      A    Yes.  We have more branches that are not
11 standalone than five.  That was just referring to
12 the states that we're in that are not standalone.
13      Q    Understood.
14      A    But yes, any blended branch that is
15 selling waterworks products would typically sell
16 fittings.
17      Q    So is it fair to say you have branches
18 that sell waterworks fittings in 47 states?
19      A    Yes.
20      Q    Which three states are you not in?
21      A    We're not in South Dakota, Rhode Island,
22 and Kansas.
23      Q    Do you have branches in other states that
24 can service projects in those three states?
25      A    Sure.
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1      Q    Is there any reason you don't have
2 branches in those three states in particular?
3      A    It's just a matter of us not feeling like
4 there was a market that was big enough for us to put
5 the capital investment to move into there.  Or we
6 may have felt like we wouldn't be able to obtain a
7 good spec position.
8      Q    In 2011 what was Ferguson's overall
9 company's annual revenue, approximately?
10      A    North of $8 billion.
11      Q    And for the waterworks business in 2011
12 what was the annual revenue?
13      A    1.3 billion.
14      Q    In 2010 what was the overall revenue for
15 Ferguson?
16      A    It was close to 8 billion.  And we,
17 waterworks, was 1.2.
18      Q    Same question for 2009?
19      A    I don't recall what our overall Ferguson
20 revenue was.  And waterworks revenue was right in
21 the same arena, 1.2.
22      Q    Do you recall in 2008?
23      A    Don't know in the Ferguson overall
24 revenue.  And waterworks revenue probably, 2008,
25 1.4, guessing.
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1      Q    In 2011 how much in ductile iron
2 waterworks fittings did Ferguson purchase?
3      A    I wouldn't know from the standpoint --
4 from a dollar volume standpoint, $43 million.
5      Q    In 2010 from a dollar standpoint how much
6 ductile iron waterworks fittings did Ferguson
7 purchase?
8      A    Not sure.  I'm going to say it's pretty
9 close to what it was.  I'd be guessing at 40.
10 That's approximate.
11      Q    Do you have an estimate for 2009?
12      A    Probably around the same, Will.
13      Q    Around the same for 2008?
14      A    Yes.  Probably a little higher because
15 that ebbs and flows with our dollar volume and sales
16 so.
17      Q    Now, referring to the waterworks business
18 who are Ferguson's major competitors?
19      A    HD Supplies are the only national
20 competitor we have.  And then when you get down
21 below that you're looking at regional players.  Main
22 Line Supply, EJ Prescott in the northeast.  Dana
23 Kepner out west, ACT in Texas.  HD Fowler in the
24 northwest.  And then there's a slew of -- well, let
25 me throw in Winn Wholesale.  Then a slew of
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1 independents that are either in a state or one or
2 two markets.
3      Q    Is it fair to say that HD Supply and
4 Ferguson are the two largest waterworks distributors
5 in the United States?
6      A    Yes.
7      Q    Do you have an estimate of what Ferguson's
8 market share is?
9      A    Close to 25 percent.

10      Q    And that's for the overall waterworks
11 market?
12      A    Yes.
13      Q    Do you know what HD Supply market share is
14 roughly?
15           MR. MANN:  Objection.  Foundation.
16           MR. LAVERY:  You can go ahead and answer.
17           THE WITNESS:  Okay.  27 percent.
18 BY MR. LAVERY:
19      Q    I should have mentioned this at the
20 beginning, but from time to time we'll be making
21 objections.  Those are just to preserve for the
22 record.  Unless your attorney here instructs you not
23 to answer you can go ahead and answer if you know.
24      A    Okay.
25      Q    Do you deal directly with vendors as part
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1 of your job?
2      A    Yes.
3      Q    Do you deal directly with vendors of
4 ductile iron waterworks fittings?
5      A    Yes.
6      Q    Which vendors do you have contact with?
7      A    McWane, Star, and Sigma.
8      Q    Does Ferguson purchase ductile iron
9 waterworks fittings from McWane, Star and Sigma?

10      A    Yes.
11      Q    Does Ferguson purchase ductile iron
12 waterworks fittings from any other suppliers?
13      A    I am sure we have purchased some from the
14 smaller companies like SIP or NASIP.  But it would
15 be inconsequential.
16      Q    Has Ferguson ever purchased fittings from
17 Napac?
18      A    Probably.
19      Q    What about Electrosteel?
20      A    I can't answer that.  I would make the
21 assumption, no.
22      Q    Has Ferguson purchased any ductile iron
23 fittings from Metal Fit?
24      A    Yes.
25      Q    But the vast majority of your purchases
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1 are with McWane, Star and Sigma?
2      A    Yes.
3      Q    What percentage, would you say, of your
4 ductile iron fittings are with McWane, Star and
5 Sigma?
6      A    I'm going to say roughly 70 percent would
7 be with McWane and 15, Sigma and 10, Star.  The
8 balance would be the smaller players that you
9 mentioned, the ones I listed.
10      Q    Those percentages that you just gave me,
11 do those include domestic and imported fittings?
12      A    Yes.
13      Q    What vendors does Ferguson purchase
14 domestic ductile iron waterworks fittings from?
15      A    McWane, Sigma and Star.
16      Q    Would you say that domestic and imported
17 ductile iron fittings are substitutes for one
18 another?
19      A    Yes.
20      Q    Are they completely interchangeable as to
21 form?
22      A    Yes.
23      Q    Are they completely interchangeable as to
24 function?
25      A    Yes.
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1      Q    And fit?
2      A    Yes.
3      Q    Do the majority of jobs accept both
4 domestic and imported fittings?
5           MR. MANN:  Objection.  Leading.
6           MR. LAVERY:  I'll rephrase.
7           THE WITNESS:  Well, I wouldn't say -- from
8      a statistic standpoint in the U.S. 80 percent
9      probably of all that's sold is probably import,
10      20 percent domestic.  So if you looked at it
11      from that standpoint then the majority of jobs
12      would accept both.  It's really about not
13      accepting import and being domestic only.  So
14      if it's an import job you could supply domestic
15      without any problem.
16 BY MR. LAVERY:
17      Q    Are domestic fittings typically more
18 expensive than imported fittings?
19      A    Yes.
20      Q    Does Ferguson sell to both, municipalities
21 and contractors?
22      A    Yes.
23      Q    What percentage of your sales of ductile
24 iron fittings are to contractors?
25      A    90 percent.
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1      Q    And the remaining would be to
2 municipalities?
3      A    Yes.
4      Q    Are you aware of any municipalities that
5 have a domestic preference when it comes to ductile
6 iron fittings?
7      A    There are municipalities that have a
8 ductile iron preference.
9      Q    Do you know the reasons for that?

10      A    Specifications.  What the genesis as to
11 why they chose that I cannot answer.
12      Q    I think in your earlier testimony you said
13 it was mainly patriotism.  Is that accurate?
14      A    There's certainly an aspect of depending
15 on where the municipality may be in the country,
16 particularly in the northeast.  A lot of U.S.
17 manufacturing facilities such as steel in the past
18 mainly lean toward buying American.  Perceived
19 quality.
20      Q    In your 21 years at Ferguson have imported
21 fittings taken share from domestic fittings?
22      A    Yes.
23      Q    I'm going to shift gears.  Are you
24 familiar with ARRA?
25      A    Yes.

Page 20
1      Q    What is ARRA?
2      A    American Reinvestment Recovery Act.
3      Q    That was passed sometime in the beginning
4 of 20009; right?
5      A    I believe it was 2009.
6      Q    In your earlier testimony I believe you
7 estimated that before the passage of ARRA domestic
8 fittings accounted for about 10 percent of the
9 overall fittings.  Is that right?

10      A    That sounds about right.
11      Q    And I believe you also said that there was
12 only about a 5 percent increase in demand for
13 domestic fittings after the passage of ARRA, and
14 then it subsequently went back down.  Is that
15 accurate?
16      A    I believe I said that in my last
17 testimony.  In looking at -- in some of the
18 conversation I've had subsequent to that I would say
19 that the percentage is closer to 20 percent domestic
20 versus import.  In looking at our historic purchases
21 over the last year our percentage of domestic has
22 remained the same versus what it was in the last
23 couple years.
24      Q    So your percentage of domestic didn't
25 change after the passage of ARRA?
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1 range of percentage of discount that a supplier
2 would typically give when they are engaged in this
3 job pricing?
4      A    I don't know.  I could not speak to what
5 that would be.
6      Q    Do you recall when you were involved in it
7 if there was a range?
8      A    No.  I think it just varies.  It's just
9 too wide of a -- too many variables associated with
10 that in terms of size and magnitude of project and
11 competitive forces.
12      Q    Other than the actual price of the product
13 what other charges are billed to Ferguson by a
14 supplier supplying waterworks fittings?
15      A    Other than price of the produce what other
16 charges are billed to Ferguson?
17      Q    Yes.
18      A    Potentially freight.  Not in all
19 instances.  It just depends on where the source of
20 the product is and how you ask that it be shipped to
21 you.  If it was coming on a truckload on their
22 normal route of delivery of produce that would be
23 freight free.  But if I need a fitting next-day air
24 then the freight would be in addition to that.
25      Q    Any other costs that are charged to

Page 94
1 Ferguson?
2      A    No.  Not that I'm aware of.
3      Q    When you have observed changes in the
4 price of ductile iron pipe fittings, whether that's
5 through a change in the list price, a multiplier
6 change or when job pricing is observed, is there
7 ever an effect on the negotiated rebates that are in
8 place in terms of the actual percentage of those
9 rebates?
10           MR. LAVERY:  Objection.  Vague.
11           THE WITNESS:  Not that I'm aware of.
12 BY MR. MANN:
13      Q    So have you ever seen any offsetting
14 changes in the amount of rebates as it relates to
15 changes in the actual price of the product in the
16 market?
17      A    Not specifically with ductile iron pipe
18 fittings, but I have seen that with other products.
19      Q    What products have you seen that with?
20      A    I've seen it with restraints where we were
21 asked -- or we had competitive market intel, and the
22 pricing was perceived by the manufacture we were
23 doing business with to be very low.  In order for
24 them to meet, and they would have to -- they would
25 request that they would take it out of the backside,
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1 if you will.
2      Q    Have you observed any pricing structure
3 changes over the last five years as it relates to
4 ductile iron pipe fittings?
5           MR. LAVERY:  Objection.  Vague.
6           THE WITNESS:  The rebate.  I believe the
7      rebate was changed and some of the money -- and
8      I can't recall what year it was, less than five
9      years ago -- was taken out of the rebate side

10      and put on the payment term side.  So a larger
11      cash discount, if you will, and a smaller
12      rebate.
13 BY MR. MANN:
14      Q    And that's with which supplier?
15      A    McWane.
16      Q    Did you personally observe any differences
17 in the competitive process of ductile iron pipe
18 fittings in 2008?
19      A    No.
20           MR. MANN:  I'm going to hand you an
21      exhibit that's been marked CX0138.
22                     (The aforementioned document was
23                     marked for purposes of
24                     identification as FTC Exhibit
25                     No. CX0138.)
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1 BY MR. MANN:
2      Q    (Document proffered.)  If you could review
3 that.  And for the record, this has the bate stamp
4 TU-FTC-0010321.  It's a letter dated May 7, 2008
5 from Jerry Jansen to All Tyler/Union Distribution
6 Customers.
7      A    (Reviews document.)  Okay.
8      Q    Do you recall whether or not you've seen
9 this particular letter from Jerry Jansen before?

10      A    I don't recall this letter specifically.
11      Q    Focusing on the third paragraph then.  And
12 I'll read it for the record.
13                It says:  "Before announcing any
14 price actions, we carefully analyze all factors
15 including domestic and global inflation, market and
16 competitive conditions within each region as well as
17 performance against our own internal metrics."
18                Does Jerry Jansen telling you as a
19 distributor what factors they analyze help you run
20 your business?
21           MR. LAVERY:  Object to the form.  Vague,
22      calls for speculation.
23           THE WITNESS:  No.
24 BY MR. MANN:
25      Q    Do you take any meaning out of that
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1 does this happen frequently?
2      A    I can't speak to that.  I'm not involved
3 in the direct day-to-day bidding of projects.  I
4 don't know how often it happens.
5      Q    Mr. Lavery established earlier today that
6 there's a price differential between domestic and
7 imported fittings.  Can you provide some color as to
8 what that price differential is?
9      A    I've been told 30 to 40 percent.
10      Q    Is that 30 to 40 percent consistent going
11 back five years?
12      A    I don't know.
13      Q    And Mr. Lavery spoke to you earlier today
14 about specifications changing, or your time in the
15 waterworks industry going from domestic to import.
16 How do those, how did that process take place?  How
17 does a spec go from being a domestic spec to being
18 an imported spec?
19      A    You would have folks from the manufacturer
20 and or the distributor calling on specifiers showing
21 them the product, telling them what standards it
22 comport to, and then appealing to them to include
23 that in their specifications.
24                So calling on specifiers over time
25 getting -- we call it flipping us back.  So getting
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1 approval or getting it changed directly from import
2 to domestic or vice versa.
3      Q    Does anyone at Ferguson engage in that
4 effort, to flip domestic spec to imported spec for
5 fittings?
6      A    There's really not any benefit to us
7 directly to spend time specifying that type of
8 product considering that we don't have exclusivity.
9 That's not a good use of our people's time.
10      Q    Are there waterworks lines where it does
11 make sense to try to influence the spec writer?
12      A    Yes.
13      Q    And what lines would those be?
14      A    It would be any line that we had that we
15 had exclusivity on to convince someone to, you
16 know -- that way when we got included in a spec if
17 we were the only supplier of that product then we
18 would sell it so.  But in general, we are not known
19 as a strong, strong specifier of product.  We spend
20 more time building a relationship with a customer
21 that buys the product and try and sell it that way.
22      Q    I have two more topics to go over.  One I
23 think will be pretty quick so we'll start there.
24      A    Okay.
25      Q    I'd like to understand the bidding process
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1 from Ferguson's prospective.  So all the way from
2 the time that the owner of a project is going to
3 fund a project all the way up to the time that
4 Ferguson delivers the product.  What's that process?
5 Can you walk me through that?
6      A    So an owner would put -- well, one or two
7 things happen.  He either puts it out for bid.  If
8 it's paid with public funds it's advertised, and you
9 get put on a bid list.  Contractor then develops a

10 bid for that product.  In the process of him
11 developing his bid to construct the product he would
12 be soliciting bids from suppliers for the various
13 components that make up that project.  We would be
14 one of those suppliers.  So we would do a take-off
15 on the project.  Often times where we would go in
16 and look at the prints and list all the products
17 that it took to build that project, things that we
18 would typically sell, and then we provide that
19 quotation to the contractor.  And if he's successful
20 low bidder we would hope that he would use us.  I
21 don't know.  Based on the relationship that we have
22 and the pricing we provided to him give him the
23 project.  Give us time lines at which to deliver the
24 project, and we would deliver the project and
25 fulfill his needs as necessary.
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1      Q    When you're providing a material take-off
2 do you specify the manufacturer of the fittings?
3      A    Not typically, no.  Our codes are generic
4 in the sense that it either has an "I" in it -- and
5 I don't think the domestics have a designation.
6 They don't just say "I," but they don't have a
7 manufacture's name on it.
8      Q    After the contractor wins the bid are you
9 ever identifying which manufacturer of fittings

10 you're going to supply to the job?
11      A    Typically, we would supply submittal to
12 the contractor which he would supply to the owner
13 and or the engineer letting him know what products
14 are being supplied.  And they would check to make
15 sure they met the municipality of the governing
16 body's specifications.
17      Q    Once the submittals are provided are you
18 allowed to substitute?
19      A    Sometimes.
20      Q    What type of situation would you be able
21 to substitute?
22      A    It depends on the municipality or who the
23 specifier is.  They may have some flexibility.  You
24 can submit whoever.  But as long as you supplied one
25 of our approved manufacturers you're fine.  In other
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1 option.  But if it's small dollars, less likely.
2      Q    Do you observe any direct sales of ductile
3 iron pipe fittings in the markets that you serve?
4      A    Not often.  You can have cases where --
5 I've seen it before and it got my attention.  You
6 know, typically the vast majority of the sales are
7 going through distribution.  But you will have
8 direct ductile iron pipe manufacturers selling some
9 fittings that might be proprietary to that joint.  I
10 use American as an example where they have a
11 flexor-ing joint.  A lot of times the job is
12 specified flexor-ing.  Or plant work.  If it's a
13 direct plant customer they may sell the pipe and
14 fittings and the flange.
15      Q    So what benefits do the distributors bring
16 to the supply chain that prevent manufacturers from
17 selling direct?
18      A    Well, one is supplying a bundle of
19 products, not just a component of a job.  We've got
20 many more feet on the street to blanket the local
21 market than any one manufacturer would have.  So we
22 can provide bundle.  We can provide it timely, and
23 we can provide it in small quantities and have a
24 knowledgable base about the product and the value.
25 The contractors don't know what they need.  They
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1 rely on us to tell them in lot of cases.
2                Two, we provide credit.  A lot of
3 times credit that we extend to these guys goes out a
4 lot longer than what a manufacturer would be
5 comfortable extending.  Those are the main reasons.
6      Q    Earlier you stated that one of the
7 rationals for having so many branches was to have
8 product near.  Would that be another efficiency?
9      A    Yes.
10      Q    Do all distributors provide these
11 efficiencies to the same degree?
12      A    No.
13      Q    If you were going to categorize the
14 distributors based on these efficiencies how would
15 you go about doing that?
16      A    How would I categorize distributors based
17 on efficiencies?  If I was to say what separates
18 distributors?  Is that along the lines of your
19 question?
20      Q    Sure.
21      A    Depth and breadth of their own inventory,
22 quality of their associates, the services that the
23 sales people provide to the customer base.  Are they
24 actually doing take-offs, or are they just pricing
25 lists?  Do they help value engineer projects for
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1 customers?  What's their level of knowledge and
2 experience about the products that they sell?
3 Delivery fleet.  Terms that they offer their
4 customers.
5      Q    And do all distributors provide all of
6 those?
7      A    No.  Not all of them provide the same
8 things in terms of the services they provide the
9 customer.

10      Q    Earlier Mr. Lavery asked you who you
11 competed with.  You identified HD Supply and Winn
12 Wholesale, and it went down to, I guess, you
13 referred to them as regional guys, like EJ Prescott,
14 HD Fowler, Main Line Supply?
15      A    Yes.
16      Q    Those types of competitors that you
17 identified, do they all provide these efficiencies
18 to relatively the same extent?
19      A    From one degree to other, yes.  And a lot
20 of it, Drew, varies on the local market.  Some
21 places you can be very good and comprehensive in one
22 market and be in the same company across the country
23 and not have nearly as comprehensive an offering
24 that you do in another part of the country.  And
25 that's really not around terms but more about depth

Page 148
1 and breadth of inventory, knowledgeable associates,
2 doing take-offs or not doing take-offs.
3      Q    From your perspective are there any
4 benefits that only you and HD Supply realize as the
5 only two national ...
6      A    Certainly one biggy is based on our size.
7 We have a wider or larger volume of inventory to
8 pull from.  If we don't have it in Florida we very
9 easily could have it in Georgia or Texas where we do

10 a single branch, or we have a small regional guy who
11 may not have the same level inventory that we have.
12 We have the ability to service customers that may
13 travel beyond the borders of where their home office
14 is.  So national contractors or large regional
15 contractors covering big geographies usually prefer
16 us to execute.
17      Q    We've just had a discussion about all the
18 efficiencies that distributors bring to the supply
19 chain.  Did you perceive McWane, Star, Sigma
20 entering distribution any time soon?
21      A    No.
22           MR. LAVERY:  Objection.  Speculation.
23 BY MR. MANN:
24      Q    Any possibility that they could
25 effectively sell direct and provide all these
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1      A.    No.  I'll go back to this letter.  You know,
2 it wasn't such a major event in my opinion because it
3 didn't really require any change in behavior from our
4 people, so I didn't spend a significant amount of time
5 studying the wording other than when I look at that I
6 think about our relationship with McWane and how large
7 a customer they are with us that in the event that they
8 felt like we stepped out of line and bought outside of
9 our historical participation with them that it might be
10 something we have to deal with, but, you know, this
11 wasn't something that I thought needed a whole lot of
12 attention because we're not changing how we do things.
13      Q.    All right.  I appreciate this. Another
14 question along the same vein.  The September 22nd
15 letter provided that customers who purchased from Star
16 on the domestic side may either forego accrued rebates
17 or not receive product for up to 12 weeks.
18            Did you get the sense from any of your
19 communications with anyone at McWane that that or
20 clause meant "and" and that disloyal distributors would
21 forego accrued rebates and not be shipped ordered
22 product?
23      A.    I'll go back to probably didn't analyze it
24 to the point where I was trying to decide whether it
25 was and/or or just "or" or just "and," so I don't know.
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1      Q.    Fair enough.
2            MR. RENNER:  Let's go off the record.
3            (Whereupon, at 12:52 p.m., a lunch recess
4 was taken.)
5
6             A F T E R N O O N  S E S S I O N
7                         (1:31 p.m.)
8        BY MR. RENNER:
9      Q.    Mr. Thees, before we broke for lunch, we
10 were discussing Star Pipe's domestic fittings program,
11 and we want to touch on this issue again with respect
12 to understanding what Ferguson would need to see in
13 terms of Star's capabilities on the domestic side
14 before you would feel comfortable dealing with them.
15      A.    Okay.  Well, one thing, breadth and depth of
16 inventory would be important, a better understanding of
17 their relationship with the foundries who they've
18 contracted with.  I mean, there's one more component to
19 them not having control over the manufacturing of that
20 product.  They're one step removed if they don't own
21 the foundry.  They're relying on another company to do
22 whatever they do for the manufacture of that product;
23 so a more thorough understanding of how that
24 relationship works would be prudent.  Those would be
25 the two main factors.
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1      Q.    In terms of the breadth of inventory, sir,
2 what would you like to see?  Can we quantify this at
3 all?
4      A.    Well, I don't know if I can quantify it.
5 It's really about size.  You know, when you look at
6 domestic product and being needed for anything from
7 four inch on through 48 inch, having the ability to
8 pour domestically those size ranges would be important.
9            You know, it's going to be contingent upon
10 what the demand is at any given time, so it's just
11 having a comfort level that they'd be able to satisfy
12 what the perceived demand may be at any given time
13 based on the economic conditions for water and waste
14 water.
15      Q.    If Star were in a position where it was able
16 to pour fittings in the A item range and had an
17 inventory of those fittings but possibly needed to
18 build a pattern to spec for a particular oddball
19 fitting, would that be a problem for you?
20      A.    Could be.  Could be depending on the
21 timeline that we needed the other fittings that weren't
22 A items.
23            One of the things we don't have a lot of
24 visibility to is when we'll need what.  A items, you
25 classify them as A items because you have a history of
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1 repeat sales, but, you know, in the nature of the
2 business today which is predominantly public works more
3 so large diameter anything else, you know, we really
4 don't know what we need until it comes up.
5            A job bid has 10 36x12 T's or whatever it
6 may be which is not an A item that, you know, you can't
7 really forecast demand for those things.
8      Q.    In your experience, does McWane occasionally
9 need to build a pattern to spec to fill a particular
10 order for a back-of-the-catalog oddball domestic
11 fitting?
12      A.    I'm sure that happens.
13      Q.    Is it fair to say that at some level you
14 would be comfortable dealing with Star if it had to go
15 through that process as long as it wasn't --
16      A.    Not a regular occurrence, yeah.  I mean, if
17 we are under the assumption that, you know, they're
18 viewed as a legitimate supplier in the long term of
19 domestic iron pipe fittings, and being legitimate
20 meaning that they have breadth and depth of inventory
21 and have control over their manufacturing process.
22      Q.    Just now, sir, you testified that it might
23 be important for you to see that Star was going to be a
24 domestic producer for the long term; is that correct?
25 Why is that important for you?
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1            They didn't go out of their way to try to
2 pitch that as being a viable source; so being a large
3 distributor that sells a lot of domestic fittings, you
4 know, we have to analyze all those factors.  And at the
5 end of the day, I didn't have a comfort level that
6 they'd be able to meet our needs based on their
7 business proposal to us on domestic ductile iron pipe
8 fittings.
9      Q.    Is a component of this service risk in
10 addition to everything you've mentioned an uncertainty
11 about the breadth of Star's product line?  Is that a
12 concern?
13      A.    Sure.  That's a major concern.
14      Q.    So as I've heard you testify so far, sir,
15 the components of this service risk of dealing with
16 Star are the uncertain breadth of Star's product line,
17 the depth of its inventory, the source of its fittings
18 and the quality control for those domestic fittings; is
19 that correct, sir?
20      A.    Yes.
21      Q.    And in addition to those components, is
22 there anything else you point to as part of this
23 service risk in dealing with Star?
24      A.    No.
25      Q.    Sir, when you testified that Star didn't go
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1 out of their way to promote this as a viable
2 alternative, I don't mean to paraphrase you, but I do
3 believe you testified something like that; is that
4 correct?
5      A.    Yes.
6      Q.    What did you mean by that?
7      A.    Well, what I meant by that is I did not feel
8 that the management team within Star gave a compelling
9 reason to our company to switch our business from our
10 historical supplier to them based on the way they laid
11 out there offering on the domestic fittings side of it.
12      Q.    Is it fair to say you weren't impressed with
13 the messaging?
14      A.    That's right.
15      Q.    They didn't do a good job of conveying what
16 their program was and what the details of the program
17 were and what their strengths and capabilities were?
18      A.    Yes, they did not.
19      Q.    Who have you been interfacing with Star on
20 this issue?
21      A.    Dan McCutchen.  I have conversations with
22 him from time to time.  Mike Barry is one of regional
23 managers, and you'll have to forgive me because I'm not
24 real clear of their org chart on in terms of what their
25 position is, but there's another gentleman, Pete
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1 Lisowski, who's a regional salesperson for them, I've
2 had conversation with.
3      Q.    Has McWane responded to Star's entry in any
4 way that has made you less willing to do business with
5 Star on the domestic side?
6      A.    Well, they put a letter out that addressed,
7 which I'm sure you have in here somewhere, you
8 purchasing domestic -- or as a company as one of the
9 distributors purchasing domestic fittings from a
10 nontraditional domestic iron fitting supplier and what
11 could result from doing that.
12      Q.    Sir, you're correct.  We have a copy of
13 that.  Let me go ahead and mark that for an exhibit
14 now.  Sir, I'd like to show you a document we'll have
15 marked as CX-506.
16        (Exhibit CX-506, FEI-00002410-2411, E-mail from
17 Butch Doane with attached letter dated September 22,
18 2009, was marked for identification.)
19        BY MR. RENNER:
20      Q.    Mr. Thees, CX-506 is a document as you see
21 that bears the Bates stamp FEI-00002410 through 2411.
22 It's an E-mail from Butch Doane to yourself attaching a
23 letter from Tyler/Union dated September 22, 2009.
24            Sir, is the letter that is attached to
25 CX-506 the letter you were describing in your
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1 testimony?
2      A.    Yes.
3      Q.    Did Tyler/Union's stance as articulated in
4 this letter or otherwise or oral conversations with you
5 or anyone else at Ferguson affect your willingness to
6 deal with Star on the domestic side?
7      A.    Yes.
8      Q.    How so, sir?
9      A.    Well, I look at the paragraph here which
10 talks about not supporting the program.  "You may
11 forego participation in any unpaid rebates for domestic
12 fittings and accessories or shipments of their domestic
13 fittings and accessory orders of Tyler/Union and Clow
14 water products for up 12 weeks."
15            So, you know, you look at that statement and
16 recognize there's a risk associated with shifting
17 business to someone who we have historically not done
18 domestic business with without having a clear
19 understanding of what their capabilities are.
20            So that was a component of our decision to
21 provide or at least procure most of our fittings,
22 domestic fittings from Tyler/Union unless there's an
23 event where they can't produce the product when you
24 need it which was the caveat to, I guess, penalty.
25      Q.    And the penalty as you say that's recited in
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1 this letter, has that penalty and its communication to
2 Ferguson affected your willingness to do business with
3 Star on the domestic side?
4      A.    Yes.
5      Q.    Has it affected your willingness to do
6 business with Star significantly?
7      A.    I'm not going to say significantly because
8 the vast majority of why we choose not to do business
9 with Star is more around the fact that we had not done
10 business with them before and didn't feel the need to
11 do business with them on domestic fittings.  It's not
12 as if we shifted things away from them because this
13 letter came out.  We were never using them in that vein
14 and didn't feel the need to.  This is just a piece of
15 something to consider.
16            Now, in the event that we felt like Tyler
17 wasn't taking care of us, then that would be a point of
18 conversation with Union Tyler/McWane regarding their
19 stance if we felt like we weren't getting serviced.
20      Q.    Sir, I believe you testified that the
21 penalty outlined in this letter increases the risk of
22 dealing with Star on the domestic side; is that
23 correct?
24      A.    Yes.
25      Q.    Can you just walk out the -- precisely what
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1 that risk is that is added to dealing with Star by this
2 penalty?
3      A.    Well, they are saying that they may forego
4 rebates which, okay, you could forego rebates on --
5 unless you did an overall shift to Star, you could
6 forego rebates on any domestic product you buy from
7 them.
8            The other risk is them choosing not to ship
9 you product, and the way I interpret is if I buy
10 something from Star and they're unable to service me,
11 that Tyler is not going to step to the plate and be
12 willing to sell you on a project that Star couldn't
13 perform on, and to me that was the biggest issue.
14      Q.    The delivery component of the penalty or the
15 potential penalty is the biggest concern for you?
16      A.    Yes.
17      Q.    And why is that?
18      A.    Well, it goes to not being able to take care
19 of a customer and back to the contractor conversation
20 we had about penalties from a contractor by not being
21 able to perform and plus, you know, impair a
22 relationship with that contractor.  It could have
23 financial ramifications with that contractor.  Those
24 would be the biggest issues.
25      Q.    Is it fair to say that there could be
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1 financial ramifications on the present project with the
2 contractor that you are unable to perform with?
3      A.    Yes.
4      Q.    And then is there also a risk to the
5 relationship with the contractor going forward?
6      A.    Sure.
7      Q.    And possibility that you could lose not just
8 fitting sales in the future but ductile iron pipe and
9 valve and hydrant and brass sales as well?
10      A.    Yes.
11      Q.    If the world were different than it were
12 today and this policy had never been announced or
13 enforced by Tyler/Union, would you have purchased more
14 domestic fittings from Star than you have?
15      A.    It gets back to their ability to service us
16 with their current offering.  I can't answer that
17 without knowing that component.  If I felt comfortable
18 that they were capable of serving us, it could have an
19 impact to the amount we buy from them, but other than
20 that, no.
21      Q.    And you comfortable with Star's ability to
22 service you in the domestic side today?
23      A.    No.
24      Q.    Would you be comfortable working on the
25 domestic side with a dual source situation, purchasing
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1 the fittings that Star did have, perhaps the A items
2 and purchasing the oddball fitting from McWane as
3 needed?
4      A.    I suppose if all parties were in agreement
5 with an arrangement like that, it could be something
6 that we would consider, but not necessarily as it
7 stands today.
8      Q.    It sounds as if you find there to be
9 efficiencies on the import side of your business from
10 having more than one supplier; is that correct?
11      A.    Yes.
12      Q.    And all things being equal, would you expect
13 to see those same efficiencies on the domestic side
14 from having more than one supplier from Ferguson's
15 standpoint?
16      A.    It could play out that way if you had
17 everything being equal in terms or at least close in
18 terms of ability to supply domestic fittings, but, you
19 know, you're talking about on the import side you've
20 got three manufacturers or one manufacturer, two
21 importers with a long track record of being able to
22 supply product.
23            And now in this case you've got one
24 manufacturer being able to supply domestic product and
25 a new entry with a cloudy, murky offering as far as I'm
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1 concerned.  So if everybody is on an equal playing
2 field in terms of supplying like product the same depth
3 and breadth, then, yes, you can have efficiencies from
4 it.
5      Q.    Do your branch managers today have
6 discretion to purchase Star domestic fittings when
7 those domestic fittings are otherwise available from
8 Tyler/Union?
9      A.    We would counsel them against that.
10      Q.    Have you, in fact, counseled them against
11 that?
12      A.    Yes.
13      Q.    If you were neutral to the issue and
14 instructed your branch managers to exercise their
15 discretion, would the branch managers -- are there some
16 branch managers out there who'd be purchasing more
17 domestic fittings from Star than they are at present?
18      A.    If I was neutral individually?
19      Q.    Well, yes.  Speak for yourself, sir, please.
20 Thank you.
21      A.    Yes.  I suppose that could happen.
22      Q.    If the penalty contained in the September
23 22nd letter didn't exist, wasn't enforced, would you be
24 neutral on the position?
25      A.    That would make me less inclined to.  I
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1 would -- well, let me back up.  I would be more
2 neutral, but with the caveat that we're making the
3 assumption that there would be -- that McWane would --
4 if Star was unable to perform, that McWane would be
5 there to back us up and supply the product that we
6 needed, then yes.  I would be more neutral.
7      Q.    And based on what we've said, you being
8 neutral would likely increase purchases of Star
9 domestic fittings from the branch managers?
10      A.    I think that's a reasonable assumption.
11      Q.    Any way to ballpark the delta in the
12 purchases of Star that would exist in that state of
13 affairs from where they are today?
14      A.    No.  I don't know.  I still believe that the
15 vast majority of the sales would go through Tyler/Union
16 simply because that's been the proven source and
17 without a lot of clarity of what's Star's inventory
18 offering is, it's tough to say how much more business
19 would get pushed their way.
20            I think you would find where the
21 relationship was strong with a Star associate and a
22 Ferguson branch, in all likelihood given they had a
23 quality inventory position, would reap the benefits of
24 increased business, but to say how much it is would be
25 a complete guess.
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1      Q.    Is it possible that it could be as much as
2 ten percent of your domestic spend?
3      A.    I can't answer that, Chris.  I don't know.
4      Q.    I appreciate that.  If the Federal Trade
5 Commission were to prohibit McWane from enforcing the
6 policy contained in the September 22nd letter, would
7 the state of affairs that we have just walked through
8 result -- you would adopt a stance of neutrality with
9 respect to purchases from the branches from Star and
10 McWane on the domestic side and some of the branches
11 would shift some of their purchases of domestic
12 fittings to Star?
13      A.    Could you be more specific in terms of what
14 you would demand removed from the policy?
15      Q.    So assume that the -- in this hypothetical
16 that the Federal Trade Commission prohibited McWane
17 from punishing distributors who purchased domestic
18 fittings from Star either through revoking accrued
19 rebates or by not shipping product when ordered,
20 essentially assume that the penalty schedule outlined
21 in the September 22nd letter is taken off the table.
22      A.    Well, if we -- I suppose if there were no
23 penalty and Tyler/Union would sell to us to regardless
24 of what our alignment was on ductile iron pipe fittings
25 and financially there was no ramification, then it
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1 would be reasonable to assume that our business with
2 Star would increase based on the assumption that they
3 were capable of providing product to us.
4      Q.    Let's take the remaining part of the
5 business for a moment, the business that doesn't switch
6 over to Star in this hypothetical that we're walking
7 down and let's look at the remaining business with
8 McWane.
9            So in this world the branch managers have
10 more discretion about who they're going to deal with on
11 the domestic side, and I think as you said that the
12 majority of those -- I think you said the vast majority
13 of those are going to stay with McWane in your opinion.
14            Would you get a better price from McWane on
15 those purchases because you could use Star now as a
16 stalking horse in negotiations with McWane to leverage
17 a better deal on the domestic side?
18      A.    Can you repeat that?
19      Q.    Sure.  And let me rephrase it instead, try
20 to ask a better question.  If you were able -- if you
21 were comfortable using Star in the domestic side for
22 the reasons we've discussed --
23      A.    Okay.
24      Q.    -- do you think you could leverage the
25 possibility of shifting more sales to Star in the
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1      A.    No.  I'll go back to this letter.  You know,
2 it wasn't such a major event in my opinion because it
3 didn't really require any change in behavior from our
4 people, so I didn't spend a significant amount of time
5 studying the wording other than when I look at that I
6 think about our relationship with McWane and how large
7 a customer they are with us that in the event that they
8 felt like we stepped out of line and bought outside of
9 our historical participation with them that it might be
10 something we have to deal with, but, you know, this
11 wasn't something that I thought needed a whole lot of
12 attention because we're not changing how we do things.
13      Q.    All right.  I appreciate this. Another
14 question along the same vein.  The September 22nd
15 letter provided that customers who purchased from Star
16 on the domestic side may either forego accrued rebates
17 or not receive product for up to 12 weeks.
18            Did you get the sense from any of your
19 communications with anyone at McWane that that or
20 clause meant "and" and that disloyal distributors would
21 forego accrued rebates and not be shipped ordered
22 product?
23      A.    I'll go back to probably didn't analyze it
24 to the point where I was trying to decide whether it
25 was and/or or just "or" or just "and," so I don't know.
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1      Q.    Fair enough.
2            MR. RENNER:  Let's go off the record.
3            (Whereupon, at 12:52 p.m., a lunch recess
4 was taken.)
5
6             A F T E R N O O N  S E S S I O N
7                         (1:31 p.m.)
8        BY MR. RENNER:
9      Q.    Mr. Thees, before we broke for lunch, we
10 were discussing Star Pipe's domestic fittings program,
11 and we want to touch on this issue again with respect
12 to understanding what Ferguson would need to see in
13 terms of Star's capabilities on the domestic side
14 before you would feel comfortable dealing with them.
15      A.    Okay.  Well, one thing, breadth and depth of
16 inventory would be important, a better understanding of
17 their relationship with the foundries who they've
18 contracted with.  I mean, there's one more component to
19 them not having control over the manufacturing of that
20 product.  They're one step removed if they don't own
21 the foundry.  They're relying on another company to do
22 whatever they do for the manufacture of that product;
23 so a more thorough understanding of how that
24 relationship works would be prudent.  Those would be
25 the two main factors.
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1      Q.    In terms of the breadth of inventory, sir,
2 what would you like to see?  Can we quantify this at
3 all?
4      A.    Well, I don't know if I can quantify it.
5 It's really about size.  You know, when you look at
6 domestic product and being needed for anything from
7 four inch on through 48 inch, having the ability to
8 pour domestically those size ranges would be important.
9            You know, it's going to be contingent upon
10 what the demand is at any given time, so it's just
11 having a comfort level that they'd be able to satisfy
12 what the perceived demand may be at any given time
13 based on the economic conditions for water and waste
14 water.
15      Q.    If Star were in a position where it was able
16 to pour fittings in the A item range and had an
17 inventory of those fittings but possibly needed to
18 build a pattern to spec for a particular oddball
19 fitting, would that be a problem for you?
20      A.    Could be.  Could be depending on the
21 timeline that we needed the other fittings that weren't
22 A items.
23            One of the things we don't have a lot of
24 visibility to is when we'll need what.  A items, you
25 classify them as A items because you have a history of
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1 repeat sales, but, you know, in the nature of the
2 business today which is predominantly public works more
3 so large diameter anything else, you know, we really
4 don't know what we need until it comes up.
5            A job bid has 10 36x12 T's or whatever it
6 may be which is not an A item that, you know, you can't
7 really forecast demand for those things.
8      Q.    In your experience, does McWane occasionally
9 need to build a pattern to spec to fill a particular
10 order for a back-of-the-catalog oddball domestic
11 fitting?
12      A.    I'm sure that happens.
13      Q.    Is it fair to say that at some level you
14 would be comfortable dealing with Star if it had to go
15 through that process as long as it wasn't --
16      A.    Not a regular occurrence, yeah.  I mean, if
17 we are under the assumption that, you know, they're
18 viewed as a legitimate supplier in the long term of
19 domestic iron pipe fittings, and being legitimate
20 meaning that they have breadth and depth of inventory
21 and have control over their manufacturing process.
22      Q.    Just now, sir, you testified that it might
23 be important for you to see that Star was going to be a
24 domestic producer for the long term; is that correct?
25 Why is that important for you?
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1      A.    Well, it gets back to their ability to
2 service us.  I mean, if they suddenly choose -- let's
3 say we're aligned with Star and they suddenly choose to
4 exit the ductile iron pipe fitting manufacturing
5 process, we could be midstream in a job with them not
6 having the ability to service us.  It could create
7 problems for us.
8      Q.    Has Star taken any steps to try to reassure
9 you that they are in the domestic market for the long
10 term?
11      A.    Just through conversation from Dan McCutchen
12 at trade associations such as AWWA that they had an
13 intention of -- the intention of continuing in the
14 domestic ductile iron pipe manufacturing -- ductile
15 iron pipe fittings manufacturing and that long-term
16 strategy perhaps could include them building or buying
17 a foundry.
18      Q.    And the foundry plan as was communicated to
19 you, does that go some way towards alleviating any
20 concerns you might have as whether Star is in this for
21 the long term?
22      A.    Yes.  It would.
23      Q.    Can you spell that out, sir?
24      A.    Well, it goes back to them having control
25 over the manufacturing process where currently today
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1 they don't have complete control.  When you own a
2 foundry and it's theirs they make all the decisions as
3 to what happens in that foundry; so that's a key
4 component to us analyzing because we're dealing with
5 the source, their ability to service us.
6      Q.    If you observed Star going ahead and making
7 the investment in the fixed costs necessary to set up a
8 domestic foundry, would that investment give you some
9 certitude about their willingness to be in the market
10 for the long term?
11      A.    Yes.
12      Q.    Is it possible that there's a chicken and
13 egg problem here?  Do you think it's possible that if
14 for Ferguson threw more volume Star's way, Star would
15 have the volume necessary to load a foundry which would
16 give it the incentive to build the foundry which would
17 show you that they were in it for the long term?  Have
18 you ever considered whether there's a chicken and egg
19 dynamic here?
20      A.    That is certainly a possibility.  I mean,
21 you get more volume to warrant capital investment.  At
22 some point they've got to make a decision when they
23 feel like it's worth taking that risk, but from our
24 standpoint in order to give them volume, they've got to
25 be able to service us today; so, yeah, there's
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1 certainly a chicken and egg dynamic potential there.
2      Q.    Going back to this issue of the breadth and
3 depth of the inventory, do you have a sense of how many
4 unique SKUs of domestic ductile iron pipe fittings
5 Ferguson stocks and sells in a given year?
6      A.    No.
7      Q.    Could we do a ballpark?
8      A.    How many domestic ductile iron pipe SKUs?
9 200.
10      Q.    Do you have a sense of -- let me back up.
11 It's my sense that a full line of ductile iron pipe
12 fittings encompasses hundreds if not over a thousand
13 different unique pipes of ductile iron pipe fittings.
14 Is that your understanding as well?
15      A.    Yeah.  There's a lot of different SKUs.  If
16 I had the catalog in front of me, I could tell you with
17 a better certainty as to what we are selling, so -- but
18 you have several different configurations of bends, of
19 T's, of caps, plugs, of sleeves, of reducers; so I just
20 hadn't spent the time quantifying them.
21      Q.    Well, maybe we can back off from an absolute
22 number in terms of the SKUs and let's talk about what
23 percentage of your fitting needs Star would need to be
24 able to satisfy on the domestic side before you would
25 feel comfortable giving them some business.  Would they
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1 need to satisfy 95 percent of your historical demand in
2 terms of the SKUs?
3      A.    Well, I would say they would need to have
4 the capability to satisfy all the products that we
5 commonly use.  Tyler/Union today can't satisfy
6 everything we need every time we need it, so I think it
7 would be unrealistic to expect that Star could supply
8 everything we need everything time we need it.
9            So to quantify it, it's tough to put a
10 number to it.  You know, I will go and say that a
11 hundred percent of our common items I would need to
12 feel comfortable they could handle the A's and B's, if
13 you will.
14      Q.    And currently you don't have that comfort?
15      A.    No.
16      Q.    Has anyone at Star ever tried to communicate
17 what their inventory position is or what their
18 capabilities are?
19      A.    Not in detail, no.
20      Q.    And does that lack of detail and the
21 communication raise some uncertainty in your mind as to
22 Star's ability to perform?
23      A.    Yes.
24      Q.    Sir, if I could show you a document that
25 we'll mark at CX-508.  For the record, CX-508 is a set
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1      Q.    What is it?
2      A.    Looks like a conversation I had with Larry
3 on that date, assume a meeting somewhere, and him
4 telling me that they were wanting to produce fittings
5 domestically.
6      Q.    June 4, 2009 would that have been at the
7 AWWA show?  Do you remember?
8      A.    No.  I know it's around that time frame, but
9 I don't know the exact date.
10      Q.    Do you recall the purpose of this meeting?
11 Was it primarily to discuss domestic production by
12 SIGMA?
13      A.    It would be any time we meet with them.
14 It's general catchup on a wide variety of issues, that
15 was either notes from me asking the question if they
16 were going to do it or them just volunteering the
17 information.
18      Q.    Were you interested in SIGMA entering
19 domestic production?
20      A.    Yeah.  I mean, this ties back to where --
21 what our opinion, what would happen with ARRA and how
22 big an impact was going to be and what potential shifts
23 we're going to have of supply and demand and capacity
24 around domestic fittings, so any time I met with them
25 or Star, the question came up are you guys going to
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1 enter or they just volunteered the information.
2      Q.    Did you indicate that you would throw
3 business their way on the domestic side if they did
4 enter?
5      A.    No.  At this point we're just trying to
6 determine whether or not they are going to be in the
7 domestic business.
8      Q.    Just to be clear on the record, sir, either
9 Star or SIGMA did you offer any --
10      A.    No.
11      Q.    -- volume commitments?
12      A.    No.  Sorry for interrupting.
13      Q.    Not at all.  Sorry for the long questions.
14            The notes that you took of this
15 conversation, sir, the first line, "Looking to produce
16 domestically by season of 2010."
17      A.    Yeah.
18      Q.    Season of 2010, what does that mean?
19      A.    Construction season is typically spring
20 through the fall, so season would probably be -- the
21 start of the season would be spring of 2010.
22      Q.    Do you recall whether Mr. Rybaki indicated
23 that SIGMA would enter with a full line or a partial
24 line?
25      A.    I don't recall.
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1      Q.    Did Mr. Rybaki indicate that this was a
2 settled plan on the part of SIGMA or that this was
3 something they were considering?
4      A.    No.  Definitely wasn't a settled plan, and I
5 believe it was something they were considering.
6      Q.    Farther down the page, sir, "Domestic will
7 go through 24 inches, size waiver on large diameter
8 forthcoming."
9            Do you recall what was said to correspond to
10 these notes?
11      A.    No.  I mean, my assumption would be on the
12 domestic side that SIGMA was claiming that they would
13 be able to build up through 24 inch and hope to get a
14 size waiver from the EPA on large diameter.  That's
15 pure speculation, though.  This was when we were still
16 trying to figure out what the heck Buy American meant.
17      Q.    Next line, "Star's reaction" any
18 recollection of what was being discussed in connection
19 with this handwritten note?
20      A.    I have TDG and HD and alignment written
21 down, but probably in the vein of if you're going to
22 produce domestically, is Star going to produce
23 domestically as well.
24      Q.    Any sense of what TDG HD alignment might
25 refer to?
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1      A.    No.
2      Q.    Beyond the conversation that's memorialized
3 in this document, did you have any conversations with
4 anyone at SIGMA about SIGMA's plan to enter domestic
5 production?
6      A.    Well, I'm sure I had the same conversation
7 with Larry on multiple occasions during the time frame
8 prior to them announcing that they were going to be a
9 master distributor of McWane, that the impression we
10 always had is that they were looking for a way to
11 produce domestically on their own.
12      Q.    Did Mr. Rybaki ever indicate in these
13 discussions that SIGMA would certainly enter one way or
14 another, whatever time frame was possible, but that it
15 was something that you could depend upon and rely upon?
16      A.    I can't say I would depend and rely upon it,
17 but he was persistent in his comments about entering
18 the domestic market.
19      Q.    Did you walk away from these discussions
20 with Mr. Rybaki thinking that SIGMA was in fact
21 planning to enter the domestic market?
22      A.    No.
23      Q.    Why not?
24      A.    I just felt like there wasn't a lot of
25 clarity and detail around his plan, so without that it
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1 that?  Like what do you have to look into?
2      A.   Typically on the regulatory side,
3 it's -- it's not costly from a business license
4 standpoint.  The real cost is in personnel and
5 building and materials.
6      Q.   And can you expand on the cost of
7 personnel?
8      A.   Well, it would depend on whether we're
9 trying to attract and hire top talent from that
10 area, it would cost us more than if we were
11 transferring someone into the area to build.
12      Q.   Any other challenges that come to mind
13 if you were going to green field a new
14 distribution branch?
15      A.   Well, there are a number.  Everything
16 from the approval for outdoor storage by local
17 City Council can be challenging, to finding an
18 existing location where we can start quickly or
19 whether we have to build a location.
20      Q.   Any other challenges that come to mind?
21      A.   Periodically specification challenges
22 and whether we can get the appropriate vendor
23 lines that we need for that area.
24      Q.   Are there any particular lines that you
25 have in mind that are more difficult to get?
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1      A.   The valve and hydrant lines are -- you
2 know, there's a number of valves and hydrant
3 lines, m'mm, that, m'mm -- that are available, but
4 if they have a particular market with adequate
5 distribution, they may not want to add us to that
6 particular area, so I would say we can always get
7 a valve and hydrant line.  We may not get the one
8 that's most specified for that area.
9      Q.   Shifting to acquiring an existing
10 location, what challenges does HD Supply face when
11 it takes that road?
12      A.   The existing ownership, m'mm, how many
13 family members from the existing ownership work in
14 the organization, m'mm, the back office functions
15 that typically are not needed in an acquisition,
16 retention of top talent, both management and sales
17 talent.  The ones I can think of.
18      Q.   As a general rule of thumb, how large
19 is a service area for a general branch?
20      A.   In my mind, in the past, and, again,
21 this would vary, depending on the need of the
22 area, but roughly 10,000 square feet of warehouse
23 space, 3,000 square feet of office space, and I'd
24 say roughly 2 to 3 acres of yard space.
25      Q.   In your previous, m'mm, deposition,
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1 there was some talk of Waterworks locations, I
2 guess, that focus on the fire protection industry.
3 Is that -- is that still the case, that there's
4 existing branches?
5      A.   I believe it's 20 to 25 locations that
6 are dedicated fire protection.
7      Q.   And when -- this morning when you stated
8 that there were north of 230, would the north of
9 230 figure include those fire protection

10 locations?
11      A.   They would.
12      Q.   And do those fire protection locations
13 sell ductile iron pipe fittings from McWane, Star,
14 Sigma?
15      A.   Rarely.
16      Q.   So of the HD Supply Waterworks branches
17 that sell ductile iron pipe fittings, it would be
18 just north of 230, minus the fire?
19      A.   215 to 220, yeah.  Somewhere in --
20 somewhere in that range.  I can get more specific,
21 if you need the specifics, but we've, m'mm --
22 we've added some fire protection locations, as
23 well as Waterworks locations, so don't know the
24 specific numbers right now.
25      Q.   In terms of miles, how far out would a
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1 branch service a project, typically?
2      A.   A couple of factors there.  In an area
3 of high density locations, such as Florida, where
4 we have a number of locations, we would, m'mm,
5 kind of limit their service area so they don't
6 overlap another service area, so it could shrink
7 to 50 miles in a place like Florida, and then in
8 an area like Minnesota, it could span out to 150
9 miles and into another state.

10      Q.   Typically do branches service
11 contractors outside of their service area?  So
12 like in Florida, m'mm, where a service area is,
13 you know, roughly 50 miles, and I understand
14 that's just a generalization, I mean, are the
15 branches soliciting bids outside of that radius?
16 Are they responding to contractors who aren't in
17 that service area?
18      A.   Let me make sure I understand the
19 question correctly or I can give you an example
20 and see if it clarifies it.
21      Q.   Okay.
22      A.   Our Sarasota location -- have several
23 customers that are located in Sarasota that work
24 in the St. Pete market.  That's a market that's
25 very easy for Sarasota to service.  It's also a
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1 service very easy for our Tampa branch to market,
2 so both overlap there.
3      Q.   Do any of your Waterworks locations also
4 supply plumbing products?
5      A.   Not that I'm aware of.
6      Q.   Why not?
7      A.   Other than hating plumbing, m'mm, we,
8 m'mm -- Waterworks distribution typically services
9 up to the meter.  Anything inside the house is --
10 is definitely plumbing products that we don't deal
11 in.  Now, some of those are similar, some of them
12 come from the same vendors, periodically, but
13 we -- we don't service the plumbing market, as a
14 general rule.
15      Q.   Is there anything unique about the
16 plumbing market that would explain why HD Supply
17 Waterworks doesn't supply that market?
18      A.   I don't know the market well enough.
19 That would be a question for someone else.  We
20 sold our plumbing division, and be better to ask,
21 m'mm, one of our corporate SPD guys as to why we
22 sold plumbing, so it's a -- it's not something
23 that we do.
24      Q.   When you're looking at acquiring
25 locations, do you ever look at who the plumbing
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1 distributors are in a particular location?
2      A.   No.
3      Q.   Could a plumbing distributor quickly
4 begin serving Waterwork projects?
5      A.   I mean, it happens.  I believe Ferguson
6 has dual locations where they have Waterworks and
7 plumbing working together, m'mm, or should say
8 working out of the same location.  I don't believe
9 there's any cynergies between those two groups.
10 We have locations where our white cap branches are
11 cohabited in, you know, one location, but we still
12 operate as two separate entities, just in a
13 consolidated location.  I guess I really don't
14 understand the question on the plumbing side, and
15 I'm not qualified to answer anything plumbing.
16      Q.   Let's shift gears a little bit.  I want
17 to focus just a little bit on the product, itself,
18 the ductile iron pipe fittings.
19           In your previous testimony, m'mm, you
20 had a lengthy discussion with Mr. Renner about
21 how -- when these pipe fittings are used, what
22 types of projects, m'mm, and rather than rehashing
23 all that, m'mm, why don't I just summarize in my
24 words, and if I state something incorrectly, you
25 can correct me.
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1           Does that sound all right?
2      A.   Okay.
3      Q.   So, m'mm, is it fair to say that ductile
4 iron pipe fittings are primarily used in
5 pressurized projects?
6      A.   That's a fair statement, yes.
7      Q.   And other than PVC fittings that are
8 used with PVC pipe, are there any substitutes for
9 ductile iron pipe fittings for pressurized

10 applications?
11      A.   I think I remember from our previous
12 discussion there are some pressure rated PVC pipe
13 fittings.  Very limited, but there are some.
14 There are cases of steel fabricated fittings, and
15 other than steel fabricated fittings, it would
16 largely come down to MJ ductile iron fittings or
17 flange ductile iron fittings.
18      Q.   And the steel fittings, what type of
19 projects are steel fittings used in?
20      A.   It would be hard to give you a really
21 good example, but my, m'mm -- where the primary
22 pipe being used would be steel pipe and it would
23 be a steel welded fitting.
24      Q.   Would you ever see a steel fitting used
25 with ductile iron pipe?
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1      A.   No, I have not.
2      Q.   What percentage of HD Supply's business
3 is fittings below 24 inches?
4      A.   I don't know.
5      Q.   What size range of fittings are in your
6 inventory?  Strike that.  Let me ask a better
7 question.
8           Are you familiar with the term A items,
9 B items, C items, and D items?

10      A.   Sure.
11      Q.   What are A item fittings?
12      A.   In today's market, m'mm, couldn't give
13 you a good answer.  I can talk historically.  A
14 items used to be the, m'mm -- A items used to be
15 4, 6, 8, 12, and 10 would fall in there, but was
16 kind of a -- say a useless size, but just not as
17 prevalent as it used to be.  More near term,
18 getting away from those private development jobs
19 that were almost uniquely 6 and 8 inch, m'mm, the
20 larger diameter is more prevalent in today's
21 market.  So, again, without being specific as to
22 if we walked into one of our Atlanta locations
23 today would they have 6, 8, and 12?  Probably so.
24 Would they have more 16, 24, and above?  It's
25 quite possible because of the nature of the

PUBLIC



HD Supply - Jerry Webb - CONFIDENTIAL 18

Freedom Court Reporting, Inc 877-373-3660

Page 69
1 all about pricing change?
2      A.   It doesn't refresh my memory about the
3 pricing.  M'mm, and, actually, I don't recall the
4 specifics of the rebate change, either.
5      Q.   Would the testimony provided back in
6 November of 2010 be more accurate than your
7 recollection today about --
8      MR. LAVERY:
9                Object to the form.  It's not clear
10           what testimony you're pointing to right
11           now.
12      THE WITNESS:
13                I'd have to read it to, m'mm -- to,
14           m'mm, refresh my memory.
15 EXAMINATION BY MR. MANN:
16      Q.   So if you could turn to Page 99, this is
17 the MiniScript, so it's on Page 26.
18      A.   (Witness complies.)  Okay.
19      Q.   At the bottom of Page 99, there's a
20 question, it starts on Page -- or on Line 24.  It
21 said did they reduce the rebate that they were
22 paying to you on the domestic fittings?  Going up
23 to Page 100, Answer:  Yes.  Should we think of
24 that as the same as an increase in price
25 effectively on the domestic fittings?  Answer:
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1 Effectively, yes.
2      A.   Okay.
3      Q.   Any reason that that testimony isn't --
4 wasn't true in 2010 when you provided it?
5      A.   I have no reason to believe that it
6 wasn't true when I provided it.  I would have to
7 go back to Glenn Fielding and find out the
8 specifics of the rebate program we were talking
9 about at the time, because I -- I'm assuming in
10 November of 2010 we were talking about the 2010
11 program versus what the '09 program was, and
12 sitting here today, I don't remember the specifics
13 of it, but during this testimony I either had it
14 in front of me or recalled it at that time.
15      Q.   In your opinion, did the A-R-R-A expand
16 McWane's bargaining power?
17      MR. LAVERY:
18                Object to the form.  Vague.
19      MR. MANN:
20                Or did it provide greater leverage
21           to Tyler Union over HD Supply?
22      MR. LAVERY:
23                Same objection.
24      THE WITNESS:
25                It's -- it certainly put McWane in
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1           a better position related to their
2           domestic fitting capabilities in the
3           market place.
4 EXAMINATION BY MR. MANN:
5      Q.   And why was that?
6      A.   They were a full line distributor or
7 full line manufacturer of domestic fittings.
8      Q.   Are you familiar with the mechanics in
9 today's market as to how the bidding process

10 works?  Obviously when you were out in the field
11 you were probably dealing with it on a day-to-day
12 basis.
13           Do you know whether or not that process
14 has changed at all since you left the field?
15      A.   Which bidding process are we talking
16 about?
17      Q.   I guess I'm just -- what I'd like to --
18 if you know, is to have you explain, just kind of
19 walk through how a job goes from, you know, a
20 project owner hiring someone to spec the project
21 out, to the actual delivery, if you're -- I
22 recognize you haven't been in the field for a few
23 years, and, so, if -- if you're not close enough
24 to it, I completely understand.  M'mm --
25      A.   It's been a while since I've been
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1 directly involved in -- in project bidding, but I
2 think the basics are still the same.  Engineering
3 firm hired by a municipality.  In other words, we
4 are talking about a public works or a municipal
5 bid for a project that would be installed by a
6 contractor, so I'll start with that one, m'mm, but
7 municipality either engages an engineer or has one
8 on staff that draws up the plans and
9 specifications for that project, our sales

10 representative for all of the contractors who
11 would be bidding that project to the engineer to
12 the city would take off the materials that we
13 would supply, provide a bid quotation to the
14 contractor saying hopefully close the order
15 through their relationships and negotiation.
16      Q.   So once the order is closed -- or let me
17 back up.
18           So you said that you would provide a
19 material takeoff to the contractor?
20      A.   That's correct.
21      Q.   Do you specify which manufacturer of
22 ductile iron pipe fittings you use in those
23 material takeoffs?
24      A.   We would specify on our quotation
25 whatever we were required to supply from the

PUBLIC



HD Supply - Jerry Webb - CONFIDENTIAL 19

Freedom Court Reporting, Inc 877-373-3660

Page 73
1 engineer's specifications.
2      Q.   So if an engineer lists -- how would an
3 engineer identify if they were going to allow
4 imported fittings to be put on a project?
5      A.   It could be -- it could be an omission
6 of American made fittings, so by not specifying,
7 the assumption would be imports were -- would be
8 allowed.  And then there are a number of products
9 when you get particularly to the valve and hydrant
10 section, where they would specify that it has to
11 be a Mueller A423 or an American E64B fire
12 hydrant.  So we would -- we would -- we review the
13 specifications carefully to make sure we get the
14 right fire hydrant, the right restrainer, the
15 right fittings, of course, m'mm, and those would
16 be included on our bid.
17      Q.   Just focusing on the fittings, if,
18 m'mm -- if the omission of buy American or
19 American made fittings, m'mm -- if there is that
20 omission, so it just says fittings, the assumption
21 is that imported fittings could be used, is that
22 correct?
23      A.   In a very general way, yes, but, you
24 know, a salesperson who's dealing with that
25 particular engineer in that particular city would
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1 know more in an omission case than I do sitting
2 here telling the story.
3      Q.   I see.
4           What I'm really curious to know is in an
5 event where imports are allowed, does HD Supply
6 specify whether the fittings are coming from Tyler
7 Union, Sigma, or Star in the material takeoff or
8 do they just say imported fittings?
9      A.   It's a very generic description, as I
10 recall from our bids.
11      Q.   During, m'mm, the A-R-R-A period,
12 were -- or prior to the A-R-R-A period, when there
13 was the American made requirement, how did HD
14 Supply respond in the material takeoff?  Would it
15 specify Tyler as the fitting manufacturer or would
16 it just say American or domestic fittings?  Do you
17 understand my question?
18      A.   Yeah, I do, and I --
19      MR. WOFFORD:
20                Let me make -- I'm not sure I
21           do.
22      THE WITNESS:
23                Okay.
24      MR. WOFFORD:
25                Let me make sure it's clear.
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1           You're referring to the period the
2           effectiveness of the A-R-R-A when there
3           were requirement?
4      MR. MANN:
5                You know, so prior to A-R-R-A.
6      MR. WOFFORD:
7                All right.
8 EXAMINATION BY MR. MANN:
9      Q.   So prior to A-R-R-A, when an engineer, a

10 municipality wanted domestic fittings, how would
11 HD Supply respond?  Like how specific of a
12 description would it provide in its material
13 takeoff?
14      MR. LAVERY:
15                I'm going to object to the form.
16           Go ahead.
17      MR. MANN:
18                If you know.
19      THE WITNESS:
20                In every case, I don't know.  We
21           have, m'mm -- we have a ton of inventory
22           numbers in our system that, for the most
23           part, on fittings, are generic, so a
24           number of our branches use the same
25           number, whether it's import or
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1           domestic.  We have some who do a better
2           job of using the numbers that are
3           designated for import and domestic, and
4           actually we are -- our intent is to
5           ensure that we get a delineation between
6           those two going forward, you know, but
7           that's going to take a while, as well,
8           so in a -- in a bid that require
9           domestic prior to A-R-R-A, it could very

10           well specify that it is an American made
11           fitting.  It could be a generic 6 inch
12           MJ 90 with nothing else listed on it,
13           and it could be notated on the bid in
14           the notes that all fittings will be
15           domestically manufactured for a
16           municipality who has that
17           specification.
18                Does that answer your question?
19      MR. MANN:
20                (Counsel nods his head
21           affirmatively.)
22 EXAMINATION BY MR. MANN:
23      Q.   Will customers typically source
24 Waterworks project for a single project from a
25 single distributor?
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1 factors, including domestic and global inflation,
2 market and competitive conditions within each
3 region, as well as performance against our own
4 internal metrics.
5           Does Tyler Union telling you what
6 factors they analyze help you in your running of
7 your business as a distributor of Waterworks
8 products?
9      A.   I -- I don't see where it helps us.
10 It's -- seems like this was put out as an
11 explanation as to how they methodically go through
12 what they go through to determine whether a price
13 increase is, m'mm, needed, and it also seems that
14 they analyze by regions, and I don't know what
15 they refer to as their regions, but I think it's
16 in the first paragraph, talking about the increase
17 in scrap iron transportation costs, and I do
18 remember a number of suppliers talking about
19 transportation costs going up exponentially.  I
20 don't know if it's the same time frame or not.
21      Q.   But just focused on the factors that
22 tell you it says that they analyzed, those factors
23 don't help you in you running your business?
24      MR. LAVERY:
25                Objection.  Asked and answered.
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1      THE WITNESS:
2                You know, it's -- it -- it would
3           not help us in running our business.  It
4           may -- it may help us by taking this to
5           our customer and saying this is -- this
6           is what we are -- this is what we're
7           experiencing, this is what the market's
8           experiencing, transportation costs,
9           scrap iron.  So for informational
10           purposes, yes.  For running our
11           business, no.
12 EXAMINATION BY MR. MANN:
13      Q.   Over the last five years, have there
14 been any changes in the pricing structure from
15 suppliers of ductile iron pipe fittings that
16 popped up on your radar?
17      MR. LAVERY:
18                Objection.  Vague.
19      THE WITNESS:
20                I'm not aware of any that have
21           popped up on my radar.  I'm sure there's
22           been changes in a five-year period of
23           time, but, as I said, I -- I'm sure I
24           received these, but I pass them on to
25           Glenn for purposes of getting them into
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1           our system if it's a -- if it's an
2           announced price increase or if it's
3           something like this, that's more
4           informational, just pass it on to the
5           sourcing people.
6 EXAMINATION BY MR. MANN:
7      Q.   Well, when there are changes, let's say
8 in the multiplier, if there's a multiplier change
9 in that the multiplier goes up, which would

10 suggest that you're paying more for the product,
11 is that correct?
12      A.   That's correct.
13      Q.   Do you ever see an offsetting change
14 where you'd get more of a rebate on the back end?
15      MR. LAVERY:
16                Objection.  Calls for speculation.
17      THE WITNESS:
18                My experience, typically those are
19           two separate events, so the rebates are
20           negotiated typically to run the span of
21           a calendar year, and price increases
22           happen whenever they happen.
23 EXAMINATION BY MR. MANN:
24      Q.   Are you familiar with the term project
25 pricing?
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1      A.   I believe so.
2      Q.   What is project pricing?
3      A.   What my definition would be?
4      Q.   Yes.
5      A.   It's where we're bidding a specific
6 job.  So it would be that project.
7      Q.   Is there -- is that term ever used in
8 relation to negotiating prices with your
9 suppliers?

10      A.   Let me try to answer, and then make sure
11 I'm -- I'm understanding this correctly.  Our
12 people in the field who are bidding projects,
13 jobs, waste water treatment plant No. 123, as a
14 for instance, may very well call our suppliers
15 for -- well, they will call our suppliers for
16 competitive pricing, and depending on the
17 competitiveness of that job, may contact them
18 several times, so is that -- is that what you're
19 referring to?
20      Q.   It is.
21      A.   Okay.
22      Q.   So in light of that explanation, are you
23 aware of any periods of time where suppliers of
24 ductile iron fittings were more willing or less
25 willing to respond to these specific project
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Page 46

1      Q    Okay.  If we could move down one level to
2 talk about your customers.  Do you have any idea how
3 many customers HD has on the waterworks side?
4      A    I think we -- I think it's roughly 45,000
5 customers, but I need to check that.  And that would
6 not -- I mean, that would be a total of the customers,
7 not active customers.
8           So if you'd like to know the number of total
9 active customers we have, I'd need to pull that data.
10      Q    If we were to ballpark it just sitting here
11 today, the 45,000 customers that are active and
12 inactive, can you give us a sense of what deduction
13 we'd need to make to arrive at the ballpark estimate of
14 the average active -- of the active customers?
15      A    I wouldn't feel comfortable ballparking it,
16 but the -- I believe 45,000 is correct on the total
17 count.
18      Q    And who are these folks?  Are they
19 contractors primarily?
20      A    Kind of yes and no.  I mean, if you back up
21 into, you know, 2002 to 2006, our primary customer was
22 a contractor customer.  As the market has declined,
23 it's -- contractor customers are still the -- probably
24 the primary customers, but municipalities, public works
25 have become more prevalent in our customer base.
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1      Q    Any other types of customers beyond
2 contractors, municipalities, public water authorities?
3      A    That covers the gamut.
4      Q    What about pipe fabricators?  Would they be
5 customers of HD typically?
6      A    Not typically, no.  Like a custom fab or a --
7 no, they -- we buy from them.
8      Q    And so we have three different types of
9 customers it sounds like:  Contractors, municipalities,
10 public water authorities.  Do these customers have
11 different service needs or requirements that HD has
12 to -- has to meet in order to service them?
13           Do you interact with these three groups of
14 customers in the same way, or do you have to offer a
15 different bundle of services to each?
16      A    I would say largely they're operated the same
17 way, you know, within an 80 to 90 percent range, and
18 then we like to believe that we can customize services
19 for anybody depending on what their needs are.
20           So, you know, describing just a few of those,
21 if they have specific needs on their bids, we can adapt
22 our system to accommodate them for whatever their needs
23 are on the bids.
24           If they want their pallets marked a certain
25 way to be delivered, we -- we customize the service to
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1 the individual customer.  Largely what they need,
2 though, is pipe valves and fittings delivered to their
3 job on time.  So that's the core part of the business.
4           The -- the things that we do that are
5 considered extra we hope is where we gain some
6 competitive advantage, but largely the business is
7 getting it to them on time.
8      Q    Why do you think the share of your customer
9 base made up by contractors has declined over the last
10 couple of years?  What explains that in your view?
11      A    Private development work is nonexistent.  And
12 that was all contractor work.
13      Q    Anything else?
14      A    Commercial as well.  But commercial is really
15 more on our fire protection side.  But on the
16 waterworks side the -- whether the contractors have
17 gone out of business or whether they've converted over
18 to doing public works jobs, the private development
19 contractor has vastly reduced from the 2006 year.
20      Q    And these other two categories of customers,
21 the municipalities and the public water authorities, do
22 they have -- do they tend to order in different
23 quantities or different types of products in general
24 than a contractor would?
25      A    Definitely different quantities.  They're
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1 typically stocking as opposed to doing a project, but
2 largely the same materials.
3      Q    Let's talk a bit about fittings specifically
4 as a product.  It's our understanding that there are
5 pressurized water pipelines and unpressurized water
6 pipelines.  Is that true?  Is that a distinction you
7 recognize?
8      A    An unpressurized water pipeline?
9      Q    Gravity sewer, for example.
10      A    Okay.
11      Q    Would that be an example of an unpressurized
12 water pipeline?
13      A    Yes.
14      Q    Okay.
15      A    But it wouldn't be water.  It would be sewer.
16      Q    Great.  Okay.  So the pipelines transmitting
17 drinking water in the nation's water infrastructure,
18 are these typically pressurized?
19      A    Yes.
20      Q    And then a portion of the pipelines
21 transmitting waste water sewage, are those typically
22 pressurized?
23      A    There are pressurized sewer system force
24 main.  The gravity systems are typically what you see
25 in subdivisions.  They collect it by gravity flow, it
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Page 90

1      Q    Can you explain that?
2      A    Well, this is -- I mean, it's a governmental
3 agency.  They've -- they've put in place what the rules
4 were.  Yes, although, I may support his general thesis
5 here, that's different than taking up the cause, so to
6 speak.
7           So I -- I did not call -- I don't recall
8 calling Peter, and I don't recall what I did with this
9 email.  I probably forwarded it to one of our sourcing
10 people.
11      Q    Thank you, sir.  I don't have any more
12 questions about that document.
13           MR. MANN:  I actually do.
14 BY MR. MANN:
15      Q    Do you know whether or not someone in your
16 sourcing department would have potentially called Peter
17 Shanaghan?
18      A    I don't think they would have without having
19 talked with me first or legal group, but I'm not aware
20 of anybody who talked to Peter.
21      Q    To what purpose did you forward this to
22 someone in sourcing?
23      A    Informational.
24           MR. MANN:  Thank you.
25 BY MR. RENNER:
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1      Q    Sir, at this time, April 2009, did you have
2 any expectations about what effect the stimulus bill
3 was going to have on the waterworks industry generally
4 and the demand for domestic fittings in particular?
5      A    I probably had more anticipation about what
6 the stimulus dollars would do overall for our industry
7 rather than focused on the fitting side of it.
8           We were -- we were excited to see dollars
9 coming into the industry, and we were hoping that it
10 transferred into construction activity for our
11 customers and more materials for us.
12      Q    Did you have any predictions or forecasts
13 that you used internally to estimate the expected
14 impact of the stimulus bill?
15      A    We took -- we took numbers like 6 billion out
16 of EPA.  I think we did this very simply.  Six billion
17 dollars -- typically, if you look at a project --
18 again, rule of thumb -- 10 percent of it would be
19 materials.
20           So that's 600 million in potential project
21 that would take place around the country.  And then if
22 we got a 30 percent share, it would be $180 million.
23      Q    And 600 million for waterworks products
24 driven by stimulus funded demand, would that have
25 translated into perhaps ballpark $60 million worth of
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1 fittings, assuming that fittings are a tenth of the
2 cost of a project?
3      A    Are you saying assuming the fittings would be
4 10 percent of the --
5      Q    Your instincts are very keen.  That was an
6 awful question.  Let me ask it again.
7           What percentage in your estimate of the
8 material cost of a project is made up by the fittings?
9      A    Again, I think it's somewhere in the
10 neighborhood of 12 to 13 percent.
11      Q    Twelve to 13 percent.  So this would have, in
12 the estimates you were using at the time, driven a
13 demand of more than $60 million worth of fittings, is
14 that correct?
15      A    That -- just applying the math, yes.
16      Q    Were you uncertain about the -- about the
17 impact of the stimulus bill?  I mean, did you have a
18 high degree of certainty, or at the time did you
19 believe that you had a high degree of uncertainty or
20 was there a lot of uncertainty?
21      A    I want to say around this time period I was
22 probably very high on the prospects for the stimulus,
23 and then it gradually wained over the balance of 2009
24 and into early 2010.
25      Q    And, sir, when you say "around this time"
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1 you're holding up CX 550.  You mean April of 2009
2 roughly; is that correct?
3      A    I'm just thinking around that time period.
4           Six billion into the EPA spread around the
5 country was not nearly as much as we thought should
6 have been invested in infrastructure.  So if you go
7 back to the January '09 visit, NUCA, our trade
8 organization or a utility contractor organization, was
9 advocating for 25 billion, and -- and what we got was
10 six.
11           So even doing the rough math on six doesn't
12 sound that bad.  But when you look at how it was
13 administered, it -- it didn't turn out to be anything
14 close to that.
15      Q    Can you explain why not, sir?  How do you
16 mean that?
17      A    My understanding under the stimulus was they
18 allowed projects that had already been done for the
19 debt to be retired on that.  So some municipalities
20 used stimulus to pay off previously installed projects.
21           And again, this is a very simple calculation
22 based on if all 6 billion was going to project cost --
23 just project cost.  But when you add engineering and
24 all of the other costs that go with it, it goes down
25 dramatically.
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1 trying to put imports on domestic jobs, but it
2 clarified what our position was.  So to my knowledge we
3 never had a city or a contractor who would sign off on,
4 yes, it's okay and we've confirmed with EPA that you
5 can use imports on this job; therefore, we moved ahead
6 with domestic.
7      Q    Were there penalties for failure to comply
8 with Buy American to your knowledge?
9      A    I'm not -- I'm not sure.
10      Q    After the ARRA was passed, did the price
11 differential between domestic and imported fittings get
12 larger?
13      A    I -- I don't recall.  I mean, there's --
14 there's always been a differential between domestic and
15 import.  I don't know if it got larger or not.
16      Q    Did -- in your opinion did the stimulus bill
17 and the stimulus of the domestic only portion of the
18 fittings market give McWane greater leverage over HD
19 than it had before the passage of the stimulus bill?
20      A    I'm sure they felt it did.
21      Q    Did you feel that way?
22      A    Yeah.
23      Q    Why?
24      A    They were the only manufacturer of domestic
25 fittings.

Page 99

1      Q    But that was true before the stimulus bill
2 also; right?
3      A    Uh-hmm.
4      Q    So what about the stimulus bill changed that
5 dynamic in your view?
6      A    Well, I think everybody's anticipation was is
7 that the use of domestic fittings was going to go up
8 exponentially as a result of stimulus.  So therefore,
9 I'm sure they felt like their leverage went up; and,
10 yes, I felt like it went up as well.
11      Q    Can you give some examples of how -- do you
12 feel that they used that increased leverage in
13 negotiations with HD?
14      A    Yes, to an extent.
15      Q    Can you give us some examples?
16      A    When we -- I'm trying to think of how our
17 negotiations went, but basically, if I'm not
18 mistaken -- and I'd have to look at the tenets of the
19 program, but I think our program on domestic fittings
20 was changed and reduced.  Our imports, I think, stayed
21 the same.
22           So -- so they -- they being McWane, changed
23 their program on domestic fittings.
24      Q    Did they reduce the rebate that they were
25 paying to you on the domestic fittings?
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1      A    Yes.
2      Q    Should we think of that as the same as an
3 increase in price effectively on the domestic fittings?
4      A    Effectively, yes.
5      Q    Did they also attempt to tie in their share
6 of -- their willingness to pay the domestic rebate on
7 an increasing share of your import business?
8      A    They had been -- they had asked for an
9 increase in their import business and had tied rebate
10 programs to that previous to the stimulus.  So they had
11 been looking at, at least with us, trying to get more
12 of our share year over year before the stimulus came
13 into play.
14      Q    Did you feel like the stimulus bill gave them
15 greater leverage in those negotiations about increasing
16 their share of your import sales?
17      A    Not particularly.  I mean, not on the import
18 side.  We looked at increasing our percentage of spend
19 with McWane as a result of the plans and programs that
20 they were giving us, albeit domestic was -- was
21 changing.
22           But at the same time they increased their
23 terms and did some other things to the programs to
24 enhance it.  So our decision to move ahead with
25 increasing our spend with Union Tyler was really based
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1 on their program and not on, I guess, leverage
2 associated with domestic.
3      Q    So they made you a better, more competitive
4 offer on the import side that caused you to drive your
5 business more towards them; is that correct?
6      A    As I recall, yes.
7      Q    So beyond this -- this lowering of the
8 domestic rebate that you referred to, any other
9 examples you can point us to of -- examples of McWane
10 using what you believed to be its increased leverage
11 after the passage of the stimulus bill and negotiations
12 with HD?
13      A    I'm sure there are, but I can't think of any
14 off the top of my head.
15      Q    Why did the -- why did the stimulus bill give
16 McWane greater leverage over you on the domestic
17 market?  What was the -- was the concern about the
18 spike in demand on the domestic side and what might
19 happen if you weren't on good terms with McWane on the
20 domestic side?
21           Can you just spell out if that was a concern
22 and, if so, what it was?
23      A    I don't think it was ever a concern about our
24 relationship with McWane.  I mean, we -- we have a --
25 we have a long history of both good and bad

PUBLIC



d96fe00d-4cd5-421b-9692-900bd06bb02c

McWane/Sigma Webb 11/19/2010

(301) 870-8025 - www.ftrinc.net - (800) 921-5555
For The Record, Inc.

35 (Pages 134 to 137)

Page 134

1 well, have any alternatives to selling through
2 distribution -- not necessarily to selling through HD,
3 but to selling through the network of waterworks
4 distributors more generally?
5      A    They are.
6      Q    How so?
7      A    I mean, how so is those three organizations
8 selling through distribution?
9      Q    I'm asking do they have any alternatives to
10 that.
11      A    I'm sorry.  I'm confused now.
12           MR. NUNEZ:  I think the confusion is do you
13      mean alternatives to distribution or to HD Supply?
14 BY MR. RENNER:
15      Q    To distribution generally.
16      A    If -- if they had alternatives --
17           Okay.  I'm lost on this one.
18      Q    Well, they don't sell directly; right?
19      A    Right.
20      Q    In your knowledge.  To your knowledge.
21      A    Right.
22      Q    And distribution costs them something; is
23 that correct?  You make a margin on the sale of their
24 products?
25      A    That's correct.
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1      Q    And they could economize on that margin if
2 they sold directly; is that right?
3      A    Presumably.  I mean, there would be some
4 costs associated with doing it, carrying the
5 receivables and that type of thing, but --
6      Q    So the question is:  If they're paying a
7 margin to you to carry their products, do they have any
8 other alternative?  Could they pocket that margin and
9 distribute directly?  Are you ever -- do you ever
10 consider that as a risk?
11      A    I mean, I -- I think it's always a risk that
12 any of our suppliers could go direct.  The -- the thing
13 that mitigates that risk is that hardly any of them
14 want to carry the receivables, particularly in today's
15 times.
16           So knowing that they have a -- a supplier
17 they're dealing with that has branch locations,
18 salespeople, and we're carrying the money for them and
19 we pay them in a timely fashion mitigates the risk of
20 them going direct.
21           The other thing is is since we do aggregate
22 the products so that you can do a complete project from
23 our inventory makes it less likely that, you know, a
24 pipe company or a fitting company or a valve company
25 would go out and try to sell just their product line
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1 direct when they can't provide the rest of the project.
2           And I guess going back to the -- the
3 commercial side of it, I made my statement associated
4 with -- when you said "competitors," do I think we have
5 influence over competitors who look at what we're doing
6 and think that since we're carrying a certain kind of
7 restrainer might be good for the market, when I -- I
8 was referring to the competitive side of it that I
9 don't -- we don't look at our competitors in that way.
10 I'm sure they don't look at us in that way.
11      Q    Thank you.  I appreciate the clarification.
12           How would -- how would you respond if you
13 observed one of your suppliers of fittings selling
14 directly?  If you started to receive reports that,
15 let's say, McWane was selling fittings directly in a
16 particular region of the country, would you react in
17 any way?
18      A    Yes, I'm -- I'm sure I would.
19      Q    How?
20      A    If we were the McWane rep in that area and we
21 were carrying the McWane product, then it would -- it
22 would upset me that they were selling direct in an area
23 where we're supporting them.
24           If we were not selling them in that area, it
25 would still be an unusual move on their part.  I would
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1 have less reason to complain since it's -- since we
2 didn't support them, but it probably wouldn't prevent
3 me from complaining.
4      Q    Let's take the first scenario in your answer
5 that you -- Assume you observed McWane selling direct
6 in a region where you're also stocking McWane fittings,
7 how would you react and why?
8      A    Assume that we are supporting them?
9      Q    Yes, sir.
10      A    And they're going direct?
11      Q    Yes, sir.
12      A    Why would I react negatively?
13      Q    What would you do and why?
14      A    I would call them and find out why they're
15 bypassing distribution.
16      Q    Spell this out for a layperson, sir.  Why is
17 this a problem?
18      A    I'm sorry?
19      Q    Why is it a problem -- why would it be a
20 problem if you observed McWane selling fittings
21 directly?  I'm just asking you to speak very clearly to
22 a layperson who's not in the business why that would
23 bother you.
24           Is it because they're competing with you?
25      A    It would be that, and it would also be
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1 sometimes more just for continuity of business, credit
2 purposes, for whatever reason.  They may favor Ferguson
3 with 80 percent of their business while giving Mainline
4 20 percent of their business.
5           Then you have some that feel like it's
6 critical that they split their business straight down
7 the middle between two competitors, whomever those
8 competitors are.
9           So again, I'm not giving you -- the answers
10 are all over the board, and it's hard to say that
11 there's a rule of thumb associated with that.
12      Q    How often do you see contractors that will
13 send out a -- send out a request for a bid from every
14 distributor in the market and uniformly go with the
15 lowest price bid regardless of who it is, they showed
16 no loyalty from transaction to transaction, pure price
17 shoppers, and they always take the lowest bid?  How
18 often do you see that?
19      A    Well, personally I don't -- I don't -- I
20 don't see it a lot now because I'm not in the field.
21 But when I was in the field and in every market that I
22 worked in, there were at least several in each market
23 that operated that way.
24      Q    Drilling down one step farther, so now let's
25 assume that a contractor has won the bid for a
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1 particular project.  Typically will the contractor give
2 the entire waterworks portion of that job to a single
3 distributor?
4      A    Yes.
5      Q    How often in your experience would you
6 observe the contractor giving the fittings to one
7 distributor, valve and hydrants to another, pipe to a
8 third, and brass service lines to a fourth, for
9 example?
10      A    Infrequently, but it's been attempted.
11 They've tried.  Our -- our approach to the market is
12 not to have our project scope cherry picked like that.
13 And again, this would be up to the individual manager
14 as to whether he saw benefit in providing what the
15 contractor was proposing to buy from him if it weren't
16 the entire project.
17           But because we -- because we're working on
18 very thin margins across the whole spectrum of our
19 product line, it's almost impossible to be in a
20 situation where we would allow a contractor to buy,
21 let's say, just the pipe from us because at that point
22 we're taking the highest dollar item typically on a
23 project and the lowest margin and putting it on the
24 books.  So if we -- if we don't have the rest of the
25 materials to kind of round out the profitability of the
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1 job, we would probably turn that offer down.
2           Does that make sense?
3      Q    It does.  Do you have a sense of what -- from
4 a contractor's standpoint the rationale for not wanting
5 to split up a bid would be?  If I were a contractor
6 would I like to split up the bids and the distributors
7 just won't offer those terms, or is there some reason
8 as a contractor I'm affirmatively interested in giving
9 one distributor all the waterworks portion of a
10 particular project?
11      A    When you're looking at a -- at a project, the
12 -- the contractor will typically shy away from having
13 to issue multiple purchase orders.  And then the other
14 thing that you run into is the timeliness of, you know,
15 if I -- if I ordered fittings from Supplier A and
16 valves and hydrants from Supplier B and I got the tab
17 and sleeve from C and I need C first, well, I don't
18 have a lot of leverage if I didn't buy the entire job
19 to get my tap and sleeve and value when I needed it.
20           So it's -- it really is in their best
21 interest to buy from one supplier.  Then they have
22 leverage, they have -- they can complain about the
23 service, they can get that particular distributor to
24 jump through hoops because they've given them the
25 entire project.
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1      Q    Are municipalities and contractors willing to
2 accept the fittings of several different suppliers on a
3 particular project in general?
4      A    In general, yes.
5      Q    If we can just take an example.  A
6 municipality would accept a mix and match of SIGMA and
7 Star to do -- on a particular pipeline?
8      A    For the most part because, again, on the
9 fitting side it's -- they're identical.  But there are
10 cases where you have to submit on the materials that
11 you're going to provide.  And depending on how
12 stringent the municipality is and the inspector is on
13 that job, if you submit it on Star and he sees SIGMA,
14 he may turn it down.
15           So we try to stick with providing what we've
16 submitted on.
17      Q    In that case what happens if I submit on Star
18 and Star has a stock out on a particular fitting, is
19 there a typical commercial practice of accepting
20 post-contract substitution if one or more fittings
21 can't be found?
22      A    For the most part it's a non-issue.  If it's
23 an issue at all, it's normally a phone call.  And, you
24 know, the next level would be resubmit.  So you'd
25 resubmit on what you can supply, and -- and typically
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1 it would be rubber stamped.
2      Q    Do contractors face any monetary penalties
3 for failure to perform on waterworks projects?  Is
4 there a standard industry practice of imposing penalty
5 fees or other penalties on contractors that fail to
6 perform?
7      A    Yes.  I don't know if there's -- I don't know
8 if it would be standard, but there are liquidated
9 damages on most contracts for -- for failure to
10 complete the work on time.  And I guess really that's
11 probably the -- the main penalty phase.
12      Q    Can you think of any other penalties that a
13 contractor might incur for -- for failure to perform as
14 promised?
15      A    Just from an assumption standpoint if they
16 didn't perform -- for instance, I guess if they didn't
17 perform putting the bedding down correctly before
18 laying the pipe, there could be penalties associated
19 with that.
20           But normally you have an inspector who's
21 watching what they do, and if they deviate from a
22 standard practice that's expected, the inspector will
23 make them redo it on the spot.
24           So the -- what I hear about the most is if a
25 contractor's got 200 days to complete a job and after
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1 200 days they start assessing liquidated damages for
2 every day you go over.
3      Q    Do contractors ever try to push those
4 liquidated damage clauses back on HD Supply?
5      A    Sure.
6      Q    Can you give us some examples of when that
7 might happen?
8      A    I don't have any recent examples, but if we
9 were -- you know, back during the -- 2005 when Katrina
10 hit, PVC -- PVC pipe resin was interrupted, therefore
11 PVC pipe schedules were interrupted.  You had a force
12 majeure situation with -- with every PVC pipe
13 manufacturer in the country.
14           So that would be an instance where we didn't
15 perform because our supplier didn't perform.  We
16 weren't able to get pipe to whomever in a timely basis
17 so that they could finish the job.
18           Most of the time for a situation like that,
19 particularly an act of God situation, the -- the
20 municipality would waive the liquidated damages, so --
21 but I can't -- I can't think of anything recent.
22      Q    Congratulations.  The -- that's good.
23           Have you ever had a problem where you've
24 failed to supply a fitting as promised and had a
25 contractor in a sticky situation with a municipality
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1 and then try to push that position back on you?
2      A    Not me personally.  I'm sure it's probably
3 happened to us somewhere.  But I don't recall one
4 recently.
5      Q    Let's get some terminology out on the table.
6 You probably know this terminology, but just to define
7 it for the record.  So we've heard of A item fittings.
8 Have you heard that phrase?
9      A    Sure.
10      Q    And what's your understanding of what an A
11 item fitting is?
12      A    Historically an A item would have been, say,
13 6 through 12.
14      Q    And what categorizes that group of fittings?
15 Why would you call them an A item fitting?
16      A    Move the fastest.
17      Q    And then oddball fittings?
18      A    An oddball fitting would be a 36-by-4
19 reducer.
20      Q    Or more generally a fitting that is not used
21 routinely on every project?  Is that fair?
22      A    Yeah.
23      Q    If you had a contractor with an open trench
24 and you couldn't deliver, let's say, an oddball fitting
25 as promised, could that possibly lead to repercussions
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1 with the contractor?
2      A    It could.  Again, when we're putting together
3 the scope of materials, if there's something that's
4 oddball and we feel like it's going to have a long lead
5 time, we'll contact the supplier, manufacturer, find
6 out what the lead time is, and notify the contractor
7 that, you know, this is 12 to 13 weeks delivery and
8 then either offer an alternative or see if they could
9 live with the delivery schedule.
10      Q    And the alternative is the same fitting from
11 a different supplier of fittings?
12      A    It could be, or it could be a -- in the case
13 of what I just said, a 36-by-4 reducer, nobody would
14 really ever want to reduce from that big to that small.
15           But if that were the case, a 36-by-4 reducer
16 might not be available, but a 36-by-24 and then a
17 24-by-16 down to the 4-inch you could string together.
18 So that would be an alternative.
19      Q    Let's go off the record for a moment, if we
20 could.
21           (Recess.)
22 BY MR. RENNER:
23      Q    Mr. Webb, let's shift our attention, as
24 promised, from contractors upstream now to suppliers of
25 fittings.  So HD has, as we understand it, the
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1 doing before, doesn't that inhibit your ability to
2 continue on with the program?
3           And he -- I think he said, yes, that's --
4 that's a concern.  But I think he was also working
5 towards trying to consolidate and get, I guess, more
6 manufacturing capabilities into their Houston area.
7           But, again, it was -- the way I came away
8 from the meeting is that he was entering the American
9 market in a very limited, small way.
10      Q    Beyond this issue with the foundries, were
11 there any other plans -- were there any other aspects
12 of Star's planned entry into domestic production that
13 gave you pause or struck you as perhaps not optimal
14 from the standpoint of a customer like HD?
15      A    Well, it was -- it was not going to be
16 optimal for us just because of the -- the capacity
17 needs.  But as far as Dan, the Star company, I didn't
18 have any misgivings about -- about them being able to
19 accomplish their goal even if it was only limited.
20      Q    And why do you say that, sir?  When you say
21 you had no misgivings about Dan or Star as a company
22 and their ability to achieve their goal, what -- what
23 do you mean by that?
24      A    Just my dealings with them that's been on the
25 -- on the import side, they're a good company, they're
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1 well run.  Dan's a -- he's a genuinely -- a person of
2 his word.
3           So I -- when I say "I don't have any
4 misgivings," he -- he says he's going to enter the
5 domestic market, I believed that he would and that he
6 would get it accomplished.  And I think they're
7 approaching that today.
8      Q    Have you had any reasons in the past to -- to
9 doubt Dan McCutchen or anyone else in the leadership
10 team at Star when they made commitments to their
11 customers?
12      A    None that I can remember, no.  No.  And I --
13 Dan and I have not known each other for a long period
14 of time.  And actually, probably one of his -- I don't
15 know what Raymond Prada's position is, but I've known
16 Raymond longer than I've known Dan.
17           And Raymond worked with him extensively in
18 the Southeast when I was VP of the Southeast.  I have
19 a -- I have a generally good impression of the Star
20 organization.
21      Q    Did you offer any commitments to Dan at this
22 initial meeting that we're describing in terms of
23 purchasing domestic fittings?
24      A    I don't recall making any commitments.
25      Q    Do you recall making any more general
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1 impressions of positive interest if it panned out and
2 Star went ahead with the steps that had been outlined
3 and that -- that HD would be interested in purchasing
4 domestic fittings from Star?
5      A    I don't recall.  I don't think we made any
6 commercial decision at that time.  Again, it was early
7 in -- in his entry into it.  And it was very much a --
8 I don't want to say a concern, but it was -- we would
9 have to look at our commercial interest before we would
10 enter into a commitment, so to speak.
11           So I don't remember making any commitments,
12 and I typically would not on behalf of the company
13 without bringing regional VPs into the conversation
14 about that.
15      Q    Why would you have -- want to have that
16 conversation with the regional VPs?
17      A    It's a big step and they would -- they would
18 need to be brought into the loop if we were going to
19 make a commitment, particularly if it was going to be a
20 percentage commitment or just a general commitment
21 that, sure, if you make it we'll buy it.
22           And again, typically those decisions were
23 made at the VP level anyway.  So, again, I don't
24 remember any commercial implications from that meeting.
25      Q    Did HD -- let's move forward in time now.

Page 185

1 Did -- did HD ever place any orders for domestic
2 fittings with Star before September 2009?
3      A    I'm not sure.  It's possible.
4      Q    Did you ever discuss SIGMA's plans, if any,
5 to enter the domestic market with anyone at SIGMA?
6      A    I don't recall a conversation.  I talked to
7 Larry a good bit.  I know that -- again, based on
8 discussions I know that he was looking at a domestic
9 agenda at some point in time.  But actually I think
10 that even preceded the -- may have preceded the
11 stimulus bill as well.  But I don't recall any
12 specifics about it.
13           And I -- and the fact that I don't would
14 indicate to me, anyway, that -- that he had not thought
15 it through completely or had any specifics about how he
16 would enter the market.
17      Q    Were you aware of any other fitting supplier
18 or anyone else, any other person that had an interest
19 in and formulated plans to enter the domestic market
20 after the stimulus bill was passed?
21      A    None that I'm aware of.
22      Q    Did you hear whether Serampore was
23 formulating any plans to enter the domestic market?
24      A    No, I didn't.  Actually, I don't know the
25 company very well.
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1 contractor, does that put in jeopardy future sales of
2 not just fittings but the whole bundle of products to
3 that contractor including ductile iron pipe, valve and
4 hydrants and fittings?
5      A    Potentially -- it potentially affects the
6 entire relationship.  We could lose the account.
7      Q    Are these concerns some of the concerns
8 that -- Sorry.  Let me ask a better question.  You've
9 testified that McWane's policy as announced in the
10 September letter has affected HD's willingness to do
11 business with Star on the domestic side.
12      A    Yes.
13      Q    To what extent has McWane's policy changed
14 your purchasing behavior?
15      A    You know, it -- it hasn't changed it
16 discernibly so because we were -- we've been buying
17 domestic from Union Tyler for years before the stimulus
18 when they were in fact the only one in the country that
19 manufactured domestic fittings.
20           So our -- we're accustomed to that.  We've
21 been dealing with that for a number of years.  So
22 what's happened recently is there's a new player in the
23 market that we don't deal with currently primarily
24 because of their letter, obviously, and as well as for
25 our own protection of our own business as dealing with
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1 someone who we know has the capacity to fill the orders
2 that we need.
3      Q    If the policy had never been announced and
4 wasn't being enforced, would you have been purchasing
5 more Star domestic than you have to date?
6      A    Probably.
7      Q    Can you quantify that?
8      A    No, I can't.  I mean, I just don't have a
9 good feel for it.  The -- the increase in domestic
10 fittings that we have used because of stimulus money
11 was never as big as we thought it was going to be, so
12 I -- I don't know how much of the -- how much Star
13 would have been impacted with our additional purchases
14 or whether our branches would have even considered it.
15           I mean, and we have purchased some Star
16 domestic fittings.
17      Q    And when have you -- under what circumstances
18 have you purchased Star domestic fittings?
19      A    I -- I don't know the circumstances or the
20 particular incidences.  I just know that we have bought
21 some Star domestic fittings.
22      Q    After you learned of McWane's policy with
23 respect to purchases from Star domestic, did you take
24 any steps to formulate a corporate policy with respect
25 to purchases from Star and to communicate that policy
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1 to the branches?
2      A    I did.  I think that's what you have a copy
3 of.
4      Q    Let's -- let's introduce this evidence.
5           MR. RENNER:  Let's mark this as CX 552.
6           (Exhibit No. CX 552 was marked.)
7           MR. RENNER:  For the record, CX 552 is a
8      memorandum dated September 23, 2009, from Jerry
9      Webb to the district branch and operations
10      managers of HD Supply.  It bears the Bates stamp
11      HDSWW 001395.
12 BY MR. RENNER:
13      Q    Is CX 552 the policy that you were referring
14 to in your testimony just now?
15      A    Yes.
16      Q    How was this decision received on the part of
17 your employees?  Was --
18      A    I didn't get any hate mail, but it was -- I
19 guess it was understood but not taken well.  Nobody
20 likes to be told that if there's an option out there,
21 even though it may be a limited option, that --
22 especially under our decentralized method, that they
23 can't purchase from somebody.
24      Q    Was it merely a desire not to be pushed
25 around and told what to do, or was there a more
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1 concrete desire to purchase domestic fittings from Star
2 at this time or in the near future?
3      A    And for the near future we haven't ruled out
4 anything as far as, you know, where our domestic
5 purchases will be made.  But I think for -- for the
6 most part it would have been the former part of the
7 conversation, just not enjoying being on the side of
8 being told how we'll purchase.
9           And again, I don't think it would have
10 demonstrably changed purchasing habits, but it's --
11 it's telling the branches what they have to do for
12 the -- for the interim.
13      Q    I appreciate that.  Earlier, sir, you
14 testified that HD would have, quote, probably purchased
15 more Star domestic fittings from McWane if that policy
16 in the September letter was never announced or
17 enforced.
18           The -- I'd like to just have a sense of, in
19 as specific a term as possible, if we can identify it,
20 how you would have acted differently if that letter
21 hadn't come out.  If the letter doesn't come out and
22 the policy's not announced, would you have left the
23 discretion to your branch and regional managers to
24 purchase domestic fittings from whichever supplier they
25 saw fit?
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From: Dan McCutcheon 
To: Matt Minamyer; Susan Schepps; Neil McGiIIi'vray; Bud Leider; Ramon Prado: Pete Lisov.'ski: Michael 

Berry; Shaun Smith 
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Subject: 
Attachments: 

From: Niki Sparks 

Ramesh BhL1ada; Na'vin Bhargava; Dan McCu1cheon; Pam Garey 
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To: Da n McCutcheon 
Subject: Document (19).PDF 
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CO!'JF!DE~JT!AL 

SUMMARY OF THIRD MEETING 
TO ESTABLISH TRADE ASSOCTA TION 

FOR DUCTILE WATF:R WORKS FITTINGS 

NOVEMBER 21, 2006 

On Tuesday, November 21, 2006 at 9:00 a.HL a tlurd lHeeting v~'as held at the offices of 
Bradiey Arant Rose & \Vhite LLP to resume discussions on the organization of a ne\-v trade 
association to represent the interests of producers and suppliers of ductiie iron fittings for the 
water works mdustry (heremafter referred to as the ""AssocIation"} The meetmg was attended by 
David W. Green on behalf of McWane, Inc., Dan McCutcheon on behalf of Star Pipe Products, 
Victor Pais, Siddharth Bhattacharji, Larry Rybacki and Tom Brakefield on behalf of Sigma 
Company, and Gary Crawford on behalf of U.S. Pipe. Thad G. Long, Mike McKibben and K. 
Wood Herren of Bradley Arant Rose & White LLP, legal counsel involved in the organization of 
the Associatiollo \Vere also present at the meeting 

Thad Long \ve!comed the attendees and reyiewed a proposed agenda for the meeting. 
~v1r. Long mentioned that minutes of the second meeting held on October 10, 2005 :had been 
distributed to the attendees bye-mail prior to the melting. ~vfr. Long asked that the attendees 
f!;VlI:W the IninUll:S of Ull: sl:conu l11l:ding. Tnl: lTImUll:S Wl:fl: appfOVl:U as pfl:Sl:nll:u. 

Mr. Long reviewed with the attendees the status of the organization of the Association 
and noted that draft bylaws had been prepared for purposes of discussion at the present meeting. 

The question was posed whether non-prodncers that outsource their production of dnctile 
iron fittings ,vould qualify for membership in the Association. After a discussion of this issue it 
H,'as decided that such a non-producer ",'ould qualify for membership in the Association. 

l'v1r. Long discussed the anti-tnlst concenlS \vith associations in vvhich competitors are 
menibers and vv'Ork together on industry' matters. lIe noted the significant anti-trust issues \""hen 
an assm:iaLion consisls of only lw-u or lhree competitors, wht:rt:as an associalion wilh fivt:, six or 
more competitors is less problematic. 

Mr. Long noted that information gathered by competitors in the market place is 
pennissible and is simply a part of operating a business in a competitive environment. On the 
other hand, compiling and disseminating infonnation about a nlarket and competitive issues 
within an association presents anti-trust concerns. Mr. Long mentioned that DIPRA. with 4 
members, has worked well by closely following reporting rules and procedures. 

Mr. Long discussed the organizational documents that '.you!d need to be prepared in 
connection ,vith the formation of the ne,v association. ~.1r. Long also noted that the members of 
the Association \\;ould nced to develop ccrtification procedures \\'ith respect to infonnation that is 
provided by mcmbcrs and prospective members to the Association. 

Mr. Long asked that Wood Herren re\'leW the dratt byimvs with those present at the 
meeting. It was deCided that the group would diSCUSS all of the pertinent prOVisions of the bylaws 
with the goal of producing a draft that conld be reviewed and finalized at the next meeting 
scheduled on December 1 L 2006. 
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Mr. Herren described generally his approach in preparing the draft of the bylaws that 
were distributed at the meeting. He then suggested that the best place to begin a discussion of the 
bylaws \vas 'with the requirements for membership in the Association. There enslLed an extensive 
discussion of the requirements for membership in the Association. It was detemlined that the 
requirements for voting membership in the Association. to be set forth in Section 2.2 of the 
byla\vs, yvould be as folloyvs: 

o Producers or sellers ofnon~ductilc iron fittings \\:auld not qualify 
o :r-"fust offer a full product line and configuration 
u ~vIust mallltalH a national presence 111 the lllarkct place 
o A producer/manufacturer of ductiie iron fittings wauid be entitied to one vote 
o A SeHer of ductde iron fittings to end users ("trade sales") would be entitled to 

one vote 
o D1PRA members will automatically be invited to become member 
o Must maintain 10,000 tons ofamlUal production and/or sales ("trade sales") 
o 95% of sales of ductile iron fittings must be to wholesale or distributors 
o Must be involved in the design and development of specifications for fittings 

!t \vas also determined that the requirements for non-voting membership in the 
Association v."culd be similar to those for voting members except that a non-yoting member 
,vould not be required to satisfy the 10,000 ton w'l_Hum productiorJsalcs requirement. The board 
of difeectofs " .. ;ill deevdop any otheef feequifeell1eents fOf non-voting l11eenlbeefship in thee Association. 

F o11O'wing the discussion of membership requirements, the group considered what 
method should be used to compute annual dues to be paid by the voting and nonvoting members. 
It was determined that the dues of voting members would be based on a member's annual tonnage 
of production or sales, whichever is greater, relative to the annual tonnage of production or sales 
of all the voting members. It was agreed that Section 2.4 of the bylaws would provide for annual 
dues of voting members based on tOimage of production or sales, that the voting members would 
be required on an amlLlal basis to submit their production and sales infommtion to the certified 
public accountant retained by the Association to collect such information for pUflJoses of 
determining each member's dues. rA one time membership fee or ad-\'3.nce dues payment ,vas 
also discussed to provide the ~A ... ssociation \vith funds to pay certain orga...'1izational a...'1d operating 
expenses until such time as wiliual dues of the voting members for 2007 can. be determined. J 

it was determined that non-voting lnembers would pa:y millual dues of $3,000, subject to 

adj ustment by the board of directors. 

Mr. Herren discussed with the group the voting rights of the voting members. After a 
discussion of same it was deterruined that members that are both "producers" and "sellers" would 
have two votes and members that are a producer or a seller would have a single vote. 

ML Herren completed his review of the bvla\vs and suggested a final meeting to finalize 
the bylmvs and take other actions customary in the organization of nonprofit corporation. It ,"vas 
agreed that a meeting ".vould be held on December 11, 2006 for such purposes and that 1\1r. 
Herren ,vould circulate a revised draft of the bylmvs in advance of the meeting. 

There being no further business to consider, the meeting ,vas adjourned. 

1/1525574.1 

K. Wood Herren 
November 21,2006 
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From: 
To: 
roro. 
uu. 

Sent: 
Subjeci: 
Attachments: 

Dan MCCl.'tcheon 
margaret. pO'vvell@srvJhd.com 
Dan McCutcheon; Navin Bhargava 
6/5/2008 12:37: 15 PM 
DiFRA report - Star Pipe 
DiFF _06short_070BshorU9_ican.xis 

«DIFF 06short 0708shortJgJcan.xls» 
Here you go. Let!oc knmv if you Imve any diITiculty with tlr rik. Tlmnks ,dan 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 
For the Year Ended December 31, 2006 

Member Name 
2"-12" 

Flanged 

All Other 
14"_24" 

Flanged 

All Other 

>24" 

Flanged 

Aii OLher 

Total Trade TOiiS Stiipped 

CONFIDENTIAL 

total 

3514 
10,874 

o 
1771 

4,282 
o 

375 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 3;.200'7 

Jan Feb Moe Ape May J,n J,' A,g Sep 

Member Name 
2"-12" 

Flanged 315 277 278 239 339 297 311 292 328 
All Other 827 993 900 894 , ,« , no , , 00 980 , noo 

I,I"'TI I, II V I, IV., I,V"'V 

14"_24" 0 0 0 0 0 0 0 0 0 
Flanged 104 105 109 84 116 136 116 124 125 
All Other 285 366 304 345 342 372 347 338 359 

>24" 0 0 0 0 0 0 0 0 0 
Flanged 18 15 15 24 15 14 28 17 26 

Aii Other 139 93 90 84 61 145 65 82 116 
T~.~I T~~"'~ T~"~ c!M""~'" 1 '::JUl 1,848 1 '::Q':: 1 '::71 2,033 2,134- ? n.:::.:: 1,832 1,989 ,~.~, "~~~ ,~"~ ~'''I'''I'''~~ "~~~ "~-~ "~' , -,-~-

CONFIDENTIAL 

Oct Nov 

270 262 
950 983 

0 0 
101 123 

381 389 
0 0 

39 48 

100 75 
1 JI:JI? 1 JlJl1 
,,-~- "~~' 

Dec 

244 
791 

0 
69 

234 
0 
2 

62 
1,402 

YTO 

3,453 
H 0"' 
I I,V..,"'T 

1,311 
4,061 

261 
1,131 

?? n71 --,-' , 

&D 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 3;.200'7 
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14"_24" 0 0 0 0 0 0 0 0 0 
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>24" 0 0 0 0 0 0 0 0 0 
Flanged 18 15 15 24 15 14 28 17 26 
Aii Other 139 93 90 84 61 145 65 82 116 
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950 983 

0 0 
1 01 123 

381 389 
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39 48 
100 75 

1,842 1,881 

Dec 

244 
791 

0 
69 

234 
0 
2 

62 
1,402 
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3,453 
11,854 

1 ,311 
4,061 

261 
1,131 

22,071 
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Jan Feb 

Member Name 
2"-12" 

Flanged 300 278 
.A.!! Other 85<1. 1.011 

14"-24" 0 0 
Flanged 109 9' 
All Other 350 308 

>24" 0 0 
Flanged 22 25 
All Other 78 103 

Total Tiade TOiiS Shipped 1,714 1,819 

CONFIDENTIAL 

Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 3;.2008 

Moe Ape May J,n J,' A,g Sep 

23l 309 0 0 0 0 0 
713 1.002 0 0 0 0 0 

0 0 
101 112 0 0 0 0 0 
301 302 0 0 0 0 0 

0 0 

'0 16 0 0 0 0 0 
90 82 0 0 0 0 0 

1,476 1,883 0 0 0 0 0 

Oct Nov Dec 

0 0 

0 0 

0 0 
0 0 

0 0 
0 0 

0 0 

0 

0 

0 
0 

0 
0 

0 

YTO 

i, n8 
3,580 

"7 
1,322 

10' 
353 

6,893 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) - 2008 
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From: 

Sent: 

To: 

SUbject: 

Attach: 

Gentlemen, 

Rick Tatman <rtatman@ty!erunion.com> 

Tuesday, May 26, 2009 i :08 PM 

McCullough, Leon (McWane Executive Vice President) 
<lmccullough@c1owvalve.com>; Walton,Thomas (McWane Sr. Vice President) 
<twalton@mh-valve.com> 

Notes for Sigma - Domestic Discussion 

Sigma and Domestic DlWF.doc 

I believe we were going to try to get together sometime today to continue the discussion on supplying Domestic 
product to our competitors. 

I jotted down some notes over the weekend that I thought I'd share to spark some thoughts or other questions. 
(see attached) 

Tfle correct path doesn't appear to be cr-ystai dear. 

Aside from lunch I "vviii be in the office today. 

Rick 
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product to our competitors. 

I jotted down some notes over the weekend that I thought I'd share to spark some thoughts or other questions. 
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Tfle correct path doesn't appear to be cr-ystai dear. 

Aside from lunch I "vviii be in the office today. 

Rick 
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General Notes 

• I suspect Victor is fully in tUlle \vith \vhat's going on behveen 
Ivlc·'vVane & Star on the plutnbing side of the business and would 
utilize that situation to help promote his agenda. 

• Like most business in this environment Star has made some cost 
cutting Ineasures, but they don't appear to be displaying illl)' of the 
classic signs of a business in a "severe" financial situation: 

o No Significant lay-otls (proportionate downsizing IQ - 20 people) 

o Salaries have been frozen but no inputs yet on cuts 
o No Significant closing of operations/yards: 

• Star shut down their Minneapolis yard 
• SigIna shut do\vn their Phoenix yard 

o 1~ 0 Signals yet to get industry price levels up. :rv1arket tactics 
still appear to be heavily revenue/volume generation focused. 

• On fittings and restraints their supply cost should he very close if not 
potentially slightly lovver than our transfer pric.es froin TXX: 

o April YTD Tyler/Union gross margin on Blended fitting sales 
filled with non-domestic product was 26.6% 

o Star's base costs should be higher than ours but they'd have 
sorne or[sel111lg [acior due 10 lower outbound [relghl costs: 

• Our Selling/Yard/G&A costs are running 13% of sales 
• St~r & Sigma should be in the 17% - 20% range 

o They also don't incur any idle plant charges (fUHillng 3.3% of sales) 

• Star's level ofprofitabiiity has certainly decreased significantly over 
the past several years but I suspect fIley are not yet operating in a net 
loss basis. 

• Potential Star reaction to a perceived Mc Wane/Sigma alliance 
o Further reduction in waterworks pricing to a level they are able 

to accomll1odate. 
o Aggressively attack the highest l11arket price areas 011 Soil Pipe. 
o Position towards a more stable environment. 

• Pu11 back on Soil Pipe 
!!!! Re-engage in DIFRA as an olive branch sign 
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• Sigma is in a lnuch better position to attempt a DOlnestic product line 
that Star: 

o Existing relationships with ACTPCO and US Pipe. 
o Relationship with Metalfit for non-A_RA Domestic specs that 

alIo\v 1'~AFT A product. 
o '-Potentiaiiy" a deeper financial backing if they can make a 

solid business case. 
• Sigma or any competitor could face significant blocking issues if they 

are not a full line Domestic supplier: 
o ~ 500 patterns required to cover> 95% of the items 
o C 153 J& ClIO, !'vIJ, Flange, Push-on J& FBE. 
o l~on-Disa production w~ould have a sigllificant supply cost 

penalty on 3"- 8" product. 
o Execution timing on getting a critical mass of patterns in place. 
o Penalty risk if they bid on jobs that can't be serv'ed on tilne. 

Why Provide Sigma ",ith Domestic Product 

• Eliminate the probability they will secure another domestic source 
option. 

!! Elinlinate SigiTIa's opposition to ARA and \\7eaken Star's. 
• Broaden distribution points for Domestic product via Sigma yards?? 
• Potentially reduce the Domestic spec cheating on non-ARA projects 

".+"~ ':!. . 1 . 'V) 1. ~ u1gma stops supportlng t.lose act1ons: : 
• Potentially slow down the conversion of Domestic Specs "if' Sigma 

pulls back on that effort?? (Their ND margins would most likely be > Domestic) 

'Vhy t~ot Provide Signia w~ith Donlesnc Product 

• Retain the thllmargin for Domestic product within McWane. 
!!!! Avoid counter actions frolll Star that vvould further erode non-

Domestic price levels. 
• Positions Sigma as a Domestic source post ARA era using Metalfit 

product ,:vhere ]\J.A~FT.A~ = Do!nestic. 
ii HaVIng dOlneSl1C product In Siglna's yard would benefit cusiorners 

they serve ..... but: 
o Could allow Sigma to pull incremental non-Domestic product? 
o Creates a service gap \vith Tyler/Union customers? 

TU-FTC-0031395 
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• Sigma is in a lnuch better position to attempt a DOlnestic product line 
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pulls back on that effort?? (Their ND margins would most likely be > Domestic) 
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they serve ..... but: 
o Could allow Sigma to pull incremental non-Domestic product? 
o Creates a service gap \vith Tyler/Union customers? 

TU-FTC-0031395 



Confidential 

Page 3 of3 

Except [or fill-in orders Ihal reqUlre shorl delivery cycles or lllllqlle 
relationships, T don't think customers in general would pay much of a net 
prelniuln to purchase DOlnestic fitting frOlTI either Siglna or Star. As such, 
they ",'ould have to inatch our 8~~ rebate illid 2~~ tenns just to be on an equal 
net seHing basis against our pubiished muitipiiers. Tact on 4% in outbound 
freight and they're @ 14% with zero absorption of any operating expenses. 
I suspect to be viable on their end they'l111eed at least 20~1u off published and 
will probably want 25% - 30%. 

On our end if ,ve pay the inbound freight, \\fe'd have about a 2~1o savings 
assull1ing TlL shiplnent into regional yards verses luainly LTL shipll1ents to 
distribution. T don't see us being able to reduce any significant operating 
expense so the only other cost saving items are avoidance of the 8% rehate 
and 2~/o c.ash disc-Ollilt. In rough l1lli-onbers our "silnple'~ break: even point is 
around 12% otf published. 

Phl1nbing factors aside, this probably COlnes dO\:Vll to t\vo factors: 

I. How legitimate of a risk is there with a competitor successfully 
introducing a DOlnestic product line? 

2. Do we believe that in the bigger picture, supporting competitors \vith 
Domestic product wouid resuit in a heaithier industry on the non
Domestic side of the business? 
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From: 

Sent: 
To: 

Cc: 

Subject: 

Leon, 

Rick Tatman <rtatman@tylerunion.com> 

Friday, ~\l1ay 29, 2009 3:29 P]\,1 

McCullough, Leon (McWane Executive Vice President) 
<lmccullough@clowvalv8.com> 

\V alton, Thomas (1\1c\Vane Sf. Vice President) <t'Vlalton@,~~ffi-\' al-ve.com> 

Reasons to not seii Sigma 

I believe the task was to pull together a list of all the potential reasons to not sell domestic product to Sigma. 

All the below points are under the following two core assumptions: 

1. Regardless of whether we structure a relationship with Sigma, Tyler/Union would remain the only truly viable 
source for domestically produced DWIF 3" - 24" with some level of competition from ACIPCO on 30"-36" product. 

2. All parties are invoicing at the same published levels and that Sigma would have the ability to match our rebate 

programs to create parity on a net price basis ... Neither party would be significantly underselling the other. 

• Loss of margin $) Since there doesn't yet appear to be any significant opportunities to pull costs out of the supply 
chain, any incrementa! margin $ retained by Sigma \Nou!d be incrementa! margin $ lost by Mc\lVane. 

ii Reduction is share grovvth opportunities) Because of historical performance and business tactics there are many 
accounts that don't Volant to do business iNith us. DUe to bidding activity on ARRA jobs, we are getting more and 
more calls from this segment '.Nanting to re~establish a relationship v,fith Tyler/Union. \Ne are a much better 
business today than \AJhen these cLlstomers turned to our competitors. Se!ling Domestic product is our "foot in the 
door" to re-establishing a broader relationship iNith these accounts. 

• Upsetting our most loyal customers) Everyone is viewing ARRA as an oppOitunity to drive much needed revenue 
into their business. Our most loyal independent customers and some loyal national branches are starting to 
become more vocal that sinCe they haVe stood by liS and sLipported OLir business they exPect some level of 
preferential treatment in going after ARA jobs. These guys "vvill be very upset if they loose an ARRA job to a 
competitor who obtained Domestic product from Sigma. 

• Erosion of Biended business) Some cusiomers wiii feei ihey no ionger have io support our non-Domesiic business 
in order io have access io Domesiic produci or receive a rebaie on Domesiic produci purchases. Sigma wiii 
package in their abiiity to offer Domestic product with their service factor to puil incrementai business. 

• Domesiic produci in regionai yards couid backfire) 

o Although some customers may like the convenience of having DomestiC product in Sigma's regional yards, 
that could further train them to avoid stocking product as they've done with non-Domestic. 

o Having Domestic product in Sigma's regional yards will also allow them to provide more responsive service 

than we can which degrades our image as a supplier. 

• Could raise our freight costs) We've had to match the importers 1,500 to 2,500lb FFA allowance terms on non
Domestic but we still require 5,0001bs FFA for Domestic product in many markets. Sigma will either package in 
other products to make weight or drive the FFA terms down on Domestic. Customers don't want to stock so those 
regional yards with low FFA terms will look attractive. 

• Puts us at the back of ACIPCO's priority line for allocating LD fitting capacity as they will have near instant access 
to any of the smaller diameter items they need by purchasing through Sigma 

!!!! Removes the key opportunity for us to establish some level of working relationship with US Pipe or Griffin if 

appropriate. 
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\V alton, Thomas (1\1c\Vane Sf. Vice President) <t'Vlalton@,~~ffi-\' al-ve.com> 

Reasons to not seii Sigma 

I believe the task was to pull together a list of all the potential reasons to not sell domestic product to Sigma. 

All the below points are under the following two core assumptions: 

1. Regardless of whether we structure a relationship with Sigma, Tyler/Union would remain the only truly viable 
source for domestically produced DWIF 3" - 24" with some level of competition from ACIPCO on 30"-36" product. 

2. All parties are invoicing at the same published levels and that Sigma would have the ability to match our rebate 

programs to create parity on a net price basis ... Neither party would be significantly underselling the other. 

• Loss of margin $) Since there doesn't yet appear to be any significant opportunities to pull costs out of the supply 
chain, any incrementa! margin $ retained by Sigma \Nou!d be incrementa! margin $ lost by Mc\lVane. 

ii Reduction is share grovvth opportunities) Because of historical performance and business tactics there are many 
accounts that don't Volant to do business iNith us. DUe to bidding activity on ARRA jobs, we are getting more and 
more calls from this segment '.Nanting to re~establish a relationship v,fith Tyler/Union. \Ne are a much better 
business today than \AJhen these cLlstomers turned to our competitors. Se!ling Domestic product is our "foot in the 
door" to re-establishing a broader relationship iNith these accounts. 

• Upsetting our most loyal customers) Everyone is viewing ARRA as an oppOitunity to drive much needed revenue 
into their business. Our most loyal independent customers and some loyal national branches are starting to 
become more vocal that sinCe they haVe stood by liS and sLipported OLir business they exPect some level of 
preferential treatment in going after ARA jobs. These guys "vvill be very upset if they loose an ARRA job to a 
competitor who obtained Domestic product from Sigma. 

• Erosion of Biended business) Some cusiomers wiii feei ihey no ionger have io support our non-Domesiic business 
in order io have access io Domesiic produci or receive a rebaie on Domesiic produci purchases. Sigma wiii 
package in their abiiity to offer Domestic product with their service factor to puil incrementai business. 

• Domesiic produci in regionai yards couid backfire) 

o Although some customers may like the convenience of having DomestiC product in Sigma's regional yards, 
that could further train them to avoid stocking product as they've done with non-Domestic. 

o Having Domestic product in Sigma's regional yards will also allow them to provide more responsive service 

than we can which degrades our image as a supplier. 

• Could raise our freight costs) We've had to match the importers 1,500 to 2,500lb FFA allowance terms on non
Domestic but we still require 5,0001bs FFA for Domestic product in many markets. Sigma will either package in 
other products to make weight or drive the FFA terms down on Domestic. Customers don't want to stock so those 
regional yards with low FFA terms will look attractive. 

• Puts us at the back of ACIPCO's priority line for allocating LD fitting capacity as they will have near instant access 
to any of the smaller diameter items they need by purchasing through Sigma 

!!!! Removes the key opportunity for us to establish some level of working relationship with US Pipe or Griffin if 

appropriate. 
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• Reduces our ability to encourage customers to be a full supporter of our business. 

• Loss of identity as the Domestic supplier 

If you discount any "cost avoidance" or "reduction of risk" aspect you would normally go through a "What's in it for Me" 
process: 

• How does this allow me to sell product to customers I currenlly don't have access to? 
• How does this drive incremental expansion of Domestic specs? 
• How does this allow me to take cost out of my supply chain? 
!!!! HmN does this a!!ovv me to serve my cLlstomers better? 
;; Hov,f does this aUm-v me to drive productivity throughout my manufacturing operations? 
• nOvV does this allovv me to expand other segments of my business? 
• in summary how does this aiiow me to improve the financiai performance of my business? 

Sigma wouid probabiy not more forward without either ihe biessing or heip of ACiPCO and US Pipe. if we offered io 
support both Uwse businesses with Dornestic product at fairiy deep discounts off pubiisrled for their internal needs wouid 
they pull their support????? 

Richard (Rick) Tatman 
VP&GM Ty ler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tylerunion.com 
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From: 

Sent: 

To! 

Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Wednesday, June 24, 2009 10:56 PM 

vValton,Tholllas O'vfcvVane Sf. Vice President) <twa1ton@~vfH-Valve.com> 

RE Competition 

I agree that at this stage the chance for profitable cohabitation with Star owning a pc of the Domestic market is slim. Their 
actions in soil pipe are a good indication. 

We stiii need to better gage the extent and breath of their program. if their ciaims are ahead of their actuai capabiiities we 
neeu tU rm:lKe ~Ule lhClllhey dun'lrecH..:h any Griiiccli IIIi::HKel rTlClSS lhCli wiil Cliiuw lhem Lu Guniinue Lu Invesi <::H1(j reGerve 1::1 

profitable return. The difficulty and expense of doing so is somewhat proportional to their product availability and supply 
costs both of \vhich \"/8 have yet to get hard data on. 

I don't sense that Sigma is yet fully committed and they will be watching our response very closely to assess their strategy 
and probability of financial success. 

Longer term our mfg cost will go down as the market recovers and Stars will most likely go up as jobbing foundries won't 
take business near variable cost with other options available. However, that state is probably at least 2011. From what 
we've seen their costs right now won't be much different than our fuiiy burdened costs when idie piant is inciuded. 

Our product breath is probably our biggest strenght 

From: Walton,Thomas (McWane Sr. Vice President) [mailto:twalton@MH-Valve.com] 
Sent: Wednesday, June 24, 2009 3:49 PM 
To: Rick Tatman 
Ce: McCullough, Leon (McWane Executive Vice President) 
Subject: FW: Competition 

From: 
Sent: Wednesday, June 24, 2009 3:41 PM 
To: Rick Tatman 
Ce: McCullough, Leon (McWane Executive Vice President) 
Subject: RE: Competition 

Rick, 

Whether we end up with Star as a complete or incomplete domestic supplier my chief concern is that the domestic market 
gets creamed from a pricing standpoint just iike the non-domestic market has been driven down in the past. That wouid 
dramatically effect our profit potential. Further, I have a sense there is a slim to none possibility that we would ever be 
able to sell Star domestic product at this point, one I do not think they ....... ould ever trust us and, t'vvo they seem to be so far 
down the road that! do not think they wi!! be willing to turn back. ! do agree whole hearted!y that we need to evaluate our 
options and plot a comprehensive strategy going forward_ 

I look forward to your thoughts. 

Thanks, 

Thomas 

From: McCullough, Leon (McWane Executive Vice President) 
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From: 

Sent: 

To! 

Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Wednesday, June 24, 2009 10:56 PM 

vValton,Tholllas O'vfcvVane Sf. Vice President) <twa1ton@~vfH-Valve.com> 

RE Competition 

I agree that at this stage the chance for profitable cohabitation with Star owning a pc of the Domestic market is slim. Their 
actions in soil pipe are a good indication. 

We stiii need to better gage the extent and breath of their program. if their ciaims are ahead of their actuai capabiiities we 
neeu tU rm:lKe ~Ule lhClllhey dun'lrecH..:h any Griiiccli IIIi::HKel rTlClSS lhCli wiil Cliiuw lhem Lu Guniinue Lu invesi <::H1(j reGeive 1::1 

profitable return. The difficulty and expense of doing so is somewhat proportional to their product availability and supply 
costs both of \vhich \"/8 have yet to get hard data on. 

I don't sense that Sigma is yet fully committed and they will be watching our response very closely to assess their strategy 
and probability of financial success. 

Longer term our mfg cost will go down as the market recovers and Stars will most likely go up as jobbing foundries won't 
take business near variable cost with other options available. However, that state is probably at least 2011. From what 
we've seen their costs right now won't be much different than our fuiiy burdened costs when idie piant is inciuded. 

Our product breath is probably our biggest strenght 

From: Walton,Thomas (McWane Sr. Vice President) [mailto:twalton@MH-Valve.com] 
Sent: Wednesday, June 24, 2009 3:49 PM 
To: Rick Tatman 
Ce: McCullough, Leon (McWane Executive Vice President) 
Subject: FW: Competition 

From: 
Sent: Wednesday, June 24, 2009 3:41 PM 
To: Rick Tatman 
Ce: McCullough, Leon (McWane Executive Vice President) 
Subject: RE: Competition 

Rick, 

Whether we end up with Star as a complete or incomplete domestic supplier my chief concern is that the domestic market 
gets creamed from a pricing standpoint just iike the non-domestic market has been driven down in the past. That wouid 
dramatically effect our profit potential. Further, I have a sense there is a slim to none possibility that we would ever be 
able to sell Star domestic product at this point, one I do not think they ....... ould ever trust us and, t'vvo they seem to be so far 
down the road that! do not think they wi!! be willing to turn back. ! do agree whole hearted!y that we need to evaluate our 
options and plot a comprehensive strategy going forward_ 

I look forward to your thoughts. 

Thanks, 

Thomas 

From: McCullough, Leon (McWane Executive Vice President) 

Confidential TU-FTC-0031436 



Sent: Vvednesday, June 24, 2009 2:54 Pivi 
To: Rick Tatman 
Cc: Walton,Thomas (ivic'vVane Sr. Vice President) 
Subject: Cornpetition 

Rick, 
Your thoughts on: 
Star developing a line of domestic fittings, full line-short line-? New tooling or relocate from elsewhere-? Auto molding 

equipment tooling? Who pays for tooling, perhaps a hungry foundry with some cash/credit amortizes over a quantity 

commitment? Are we developing a list of potential foundry operations Star is aligning with, if not we should? 

Sigma's reaction to this and their future positioning, develop their own line as Star does,? Align with McWane? Establish 

buy/sell relationship with Star that is better than our last offer? 

Ty!er/Union position short term/long term on sharing distribution of our domestic fitting line. Just because we share our 
blended fittings does not require us to share our domestic, especially if the competition is a short line domestic supplier. 
How is best to manage this VJith our customers. It is better to develop our strategy now and share 'vvith our customers 
so they know what to expect. This will take some thinking and discussion among the group but it needs to begin now. 

What specifying agencies must they have approvai from, ULjFrVi, NSF, AWWA and how hard to obtain? 

I'm sure there are other considerations that need to be looked at but I wanted to tee the ball up now so we are looking 

at this situation from a lot of different angles. 

Leon 
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Sent: Vvednesday, June 24, 2009 2:54 Pivi 
To: Rick Tatman 
Cc: Walton,Thomas (ivic'vVane Sr. Vice President) 
Subject: Cornpetition 

Rick, 

Your thoughts on: 

Star developing a line of domestic fittings, full line-short line-? New tooling or relocate from elsewhere-? Auto molding 

equipment tooling? Who pays for tooling, perhaps a hungry foundry with some cash/credit amortizes over a quantity 

commitment? Are we developing a list of potential foundry operations Star is aligning with, if not we should? 

Sigma's reaction to this and their future positioning, develop their own line as Star does,? Align with McWane? Establish 

buy/sell relationship with Star that is better than our last offer? 

Ty!er/Union position short term/long term on sharing distribution of our domestic fitting line. Just because we share our 

blended fittings does not require us to share our domestic, especially if the competition is a short line domestic supplier. 
How is best to manage this VJith our customers. It is better to develop our strategy now and share 'vvith our customers 

so they know what to expect. This will take some thinking and discussion among the group but it needs to begin now. 

What specifying agencies must they have approvai from, ULjFrVi, NSF, AWWA and how hard to obtain? 

I'm sure there are other considerations that need to be looked at but I wanted to tee the ball up now so we are looking 

at this situation from a lot of different angles. 

Leon 
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FrOHl: 

Sent: 
To: 

Cc: 
SUbject: 

Attach: 

Leon, 

Rick Tatlllan <rtatrnan@tylecunion.cOill> 

Monday, June 29, 2009 1:32 PM 
Leon IV!cCullough <ll11ccullough@clov"valve.com>; Rick Tatman 
<rtatman@tylen.mlon.com> 
Thomas Walton <twalton@mh-valve.com> 

RST Response Competition 

Star Review June 29th.ppt 

See attached per below and your call this morning. I understand Thomas is traveling so I'll touch base with him to 
get his thoughts. 

There's probably more material than desired .. but in short my current thoughts are: 

• If it's just Star then the appropriate response to distribution is probably fairly hard line approach like a full 
line or no line approach 

• Vllith Sigma, like before we need to assess the probability they'll go forward and invest to become a viable 
competitor regardless of how we react to their initial rumblings. 

Rick 

From: McCullough, Leon (McWane Executive Vice President) [mailto:lmccullough@clowvalve.com] 
Sent: Wednesday, June 24, 2009 2:54 PM 
To: Rick Tatman 
Cc: Thomas Walton 
Subject: Competition 

Rick, 
Your thoughts on: 

Star developing a line of dar-nestie fittings, full line-short line-? New tooling or relocate from elsewhere? Auto 

molding equipment tooling? Who pays for tooling, perhaps a hungry foundry with some cashicredit amortizes 
over a quantity commitment? Are we developing a list of potential foundry operations Star is aligning with, if 
not we should? 

Sigma's reaction to this and their future positioning, develop their own line as Star does,? A!ign v-lith Mc\AJane? 
Establish buy/sell relationship with Stai that is bettei than ~Ui last offei? 

TyleriUnion position short termilong term on sharing distribution of our domestic fitting line. Just because we 
share our blended fittings does not require us to share our domestic, especially if the competition is a short line 
domestic supplier. 
How is best to manage this with our customers, It is better to develop our strategy now and share with our 
customers 50 they kno\N \Nhat to expect. This 'Ni!! take some thinking and discussion among the group but it 

needs to begin nov",. 

What specifying agencies must they have approval from, ULjFM, NSF, AWWA and how hard to obtain? 

I'm sure there are other considerations that need to be looked at but I wanted to tee the ball up now so we are 
looking at this situation from a lot of different angles. 
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FrOHl: 

Sent: 
To: 

Cc: 
SUbject: 

Attach: 

Leon, 

Rick Tatlllan <rtatrnan@tylecunion.cOill> 

Monday, June 29, 2009 1:32 PM 

Leon IV!cCullough <ll11ccullough@clov"valve.com>; Rick Tatman 
<rtatman@tylen.mlon.com> 

Thomas Walton <twalton@mh-valve.com> 

RST Response Competition 

Star Review June 29th.ppt 

See attached per below and your call this morning. I understand Thomas is traveling so I'll touch base with him to 
get his thoughts. 

There's probably more material than desired .. but in short my current thoughts are: 

• If it's just Star then the appropriate response to distribution is probably fairly hard line approach like a full 
line or no line approach 

• Vllith Sigma, like before we need to assess the probability they'll go forward and invest to become a viable 
competitor regardless of how we react to their initial rumblings. 

Rick 

From: McCullough, Leon (McWane Executive Vice President) [mailto:lmccullough@clowvalve.com] 
Sent: Wednesday, June 24, 2009 2:54 PM 
To: Rick Tatman 
Cc: Thomas Walton 
Subject: Competition 

Rick, 
Your thoughts on: 

Star developing a line of dar-nestie fittings, full line-short line-? New tooling or relocate from elsewhere? Auto 

molding equipment tooling? Who pays for tooling, perhaps a hungry foundry with some cashicredit amortizes 
over a quantity commitment? Are we developing a list of potential foundry operations Star is aligning with, if 
not we should? 

Sigma's reaction to this and their future positioning, develop their own line as Star does,? A!ign v-lith Mc\AJane? 
Establish buy/sell relationship with Stai that is bettei than ~Ui last offei? 

TyleriUnion position short termilong term on sharing distribution of our domestic fitting line. Just because we 
share our blended fittings does not require us to share our domestic, especially if the competition is a short line 
domestic supplier. 
How is best to manage this with our customers, It is better to develop our strategy now and share with our 

customers 50 they kno\N \Nhat to expect. This 'Ni!! take some thinking and discussion among the group but it 

needs to begin nov",. 

What specifying agencies must they have approval from, ULjFM, NSF, AWWA and how hard to obtain? 

I'm sure there are other considerations that need to be looked at but I wanted to tee the ball up now so we are 
looking at this situation from a lot of different angles. 
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Confidential 

'y'Vhat do 'lye knovv for sure 
.................. 

o Star announced their Domestic product line for both fittings and restraints at the 
AWWA show. (see appendix) 

.,. Joint restraint inventories start arriving in August 

.,. Fitting inventories start arriving in September 
o New List Price posted June 26th showing Domestic items codes for all 
configurations and finishes (3" - 48") except for Push-on fittings & Accessories 
o Star's multiplier letter sent out June 26th matches Tyler/Union's (see appendix) 
o Star met with Ferguson's plant division the week of June 22,d 
o Sigma has made an inquiry into Mueller in regards to making fittings. Robert 
Holcombe, VP manufacturing, indicated at AWWA that any Sigma/Mueller 
relationship didn't have much traction yet 
o Sigma contacted Neenah early June to inquire about private labeling of 
Domestic street castings & valve boxes ..... Neenah declined 
o As of last week, Mitchell Rona was still pulsing to see if McWane would 
reconsider their proposal in light of Star's announcement 
.:. Mitchell just left a v-mail this morning wanting to discuss that topic 

6129/09 RST 
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'y'Vhat do 'lye knovv for sure 

o Star announced their Domestic product line for both fittings and restraints at the 
AWWA show. (see appendix) 

.,. Joint restraint inventories start arriving in August 

.,. Fitting inventories start arriving in September 
o New List Price posted June 26th showing Domestic items codes for all 
configurations and finishes (3" - 48") except for Push-on fittings & Accessories 
o Star's multiplier letter sent out June 26th matches Tyler/Union's (see appendix) 
o Star met with Ferguson's plant division the week of June 22,d 
o Sigma has made an inquiry into Mueller in regards to making fittings. Robert 
Holcombe, VP manufacturing, indicated at AWWA that any Sigma/Mueller 
relationship didn't have much traction yet 
o Sigma contacted Neenah early June to inquire about private labeling of 
Domestic street castings & valve boxes ..... Neenah declined 
o As of last week, Mitchell Rona was still pulsing to see if McWane would 
reconsider their proposal in light of Star's announcement 
.:. Mitchell just left a v-mail this morning wanting to discuss that topic 
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Confidential 

'y'Vhat vVe Don't knovv at this point 

o The names and locations of the foundries that Star is working with. 
"}> Several customers claim to have asked and not gotten a direct response 
"}> Neenah's OEM group knows most of the potential ductile foundries and will 
provide any information they come across 

o The list of fitting items that Star will have available in September 

o Star's status on agency approval 

o Exactly who else Sigma is trying to get product from 

6129/09 RST 
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'y'Vhat vVe Don't knovv at this point 

o The names and locations of the foundries that Star is working with. 
"}> Several customers claim to have asked and not gotten a direct response 
"}> Neenah's OEM group knows most of the potential ductile foundries and will 
provide any information they come across 

o The list of fitting items that Star will have available in September 

o Star's status on agency approval 

o Exactly who else Sigma is trying to get product from 
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Confidential 

'y'Vhat vVe "Assume" to be true at this point 

o Star didn't initiate their program until after the 1 st ofthe year 
o Star moved patterns from China rather than tool new patterns/core boxes 
o Star is working with multiple jobbing type foundries and has not taken the taken a 
strategic partner approach 
o The have not yet made the investment required for low cost Oisa type production 
o East Jordan is not going support either Star or Sigma per Tom Teske 
o Finishing wi!! require physical movement of castings to another supplier 
o Finished product costs basis would be in the range of $2,600 to $3,000 per ton 
o Star's current actual product availabi!ity is fairly limited 
o Sigma I,Nou!d most likely pursue a more strategic partner approach using a limited 
number of foundries for supply 
o Ebba .. viii most likely take a hard line approach on restraints 
o The appropriate response to any Sigma program should be relatively the same 
as the response to Star's program 
o Star 'vvould not be a responsible competitor as long as incremental sales 
generate incremental margins for their business 
o Having multiple Domestic suppliers will not significantly increase the overall 
Domestic spec market size ..... Net tonnage gain scenario for us is unlikely 
o Sigma has yet to fully commit financially to ttolei. Domestic strategy 
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Agency Approval 

o Any fittings used in a fire main application will require either UL or FM 

o Coatings that contact the water will require NSF 61 approval 

.:. Approval will require an on-site audit of all the facilities used 

.:. Bliss believes Star could get approvals in place with 3-6 months 

o Approval status records are not publically available 

Agency approval does not appear to be a 
significant barrier to entry 
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Agency Approval 

o Any fittings used in a fire main application will require either UL or FM 

o Coatings that contact the water will require NSF 61 approval 

.:. Approval will require an on-site audit of all the facilities used 

.:. Bliss believes Star could get approvals in place with 3-6 months 

o Approval status records are not publically available 

Agency approval does not appear to be a 
significant barrier to entry 
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The Sigma Factor 

o Sigma is now in a position where they wiii feei the need to react 
~ Rybacki said at AVVWA their program wouid announced in 4 weeks 

o Sigma wiii be iooking for a siraiegy compeiiiive advaniage over Siar 
.,. Lower cost so u rce 
,. Broader Domestic offering.. Street castings, valve boxes, ect 

o The only reason for them not to pursue is if they feel Mc\/Vane's response "Nill 
make Star's or their programs un-successful \.vhich may cause them to hold off 
making any heavy investments 

o I don't think Sigma \rvill feel they can compete against Star \rvith a significant 
cost disadvantage nor do I feel the vliill be willing to generate little to no 
incremental margin $ just to help us block Star. 

o The decision on Sigrna is probably tile same as before ..... If they are truly 
committed to make Ule investrnent ievel required to be a viabie competitor 
regardless oi our actions, Ulen producing ior them is probably oi greater 
financiai benefii to our business than having them source eisewhere. 
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The Sigma Factor 

o Sigma is now in a position where they wiii feei the need to react 
~ Rybacki said at AVVWA their program wouid announced in 4 weeks 

o Sigma wiii be iooking for a siraiegy compeiiiive advaniage over Siar 
.,. Lower cost so u rce 
,. Broader Domestic offering.. Street castings, valve boxes, ect 

o The only reason for them not to pursue is if they feel Mc\/Vane's response "Nill 
make Star's or their programs un-successful \.vhich may cause them to hold off 
making any heavy investments 

o I don't think Sigma \rvill feel they can compete against Star \rvith a significant 
cost disadvantage nor do I feel the will be willing to generate little to no 
incremental margin $ just to help us block Star. 

o The decision on Sigrna is probably tile same as before ..... If they are truly 
committed to make Ule investrnent ievel required to be a viabie competitor 
regardless of our actions, Ulen producing for them is probably of greater 
financiai benefit to our business than having them source eisewhere. 
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Response Options 

1. Wait and See approach 
+ Allows time to more accurately assess Star or Sigma·s game plan & true 

competitive strengths and weaknesses 
- Gives them time to continue building their business model 

2. Handle on a Job by Job basis 
+ All parties will understand the other·s price floor 
- Sends negative pricing signals to distribution 
- Allows them to drive profitability out of our business .... endless price game 

3. Force Distribution to "Pick their Horse" 
+ Avoids the job by job auction scenario within a particular distributor 
+ Potentially raises the level of supply concern among contractors 
+ Forces Star/Sigma to absorb the costs associated with having a more full 

line before they can secure major distribution 
- Managing relationship issues with customers - Old Loya!ty Program 

Potentia! collateral damage to NO product line sales 
!f they indeed have the fortitude to invest this \1I!ou!d force them to speed 
that process up 

6129/09 RST 
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Response Options 

1. Wait and See approach 
+ Allows time to more accurately assess Star or Sigma·s game plan & true 

competitive strengths and weaknesses 
- Gives them time to continue building their business model 

2. Handle on a Job by Job basis 
+ All parties will understand the other·s price floor 
- Sends negative pricing signals to distribution 
- Allows them to drive profitability out of our business .... endless price game 

3. Force Distribution to "Pick their Horse" 
+ Avoids the job by job auction scenario within a particular distributor 
+ Potentially raises the level of supply concern among contractors 
+ Forces Star/Sigma to absorb the costs associated with having a more full 

line before they can secure major distribution 
- Managing relationship issues with customers - Old Loya!ty Program 

Potentia! collateral damage to NO product line sales 
!f they indeed have the fortitude to invest this \1I!ou!d force them to speed 
that process up 

6129/09 RST 
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"Di,...1£ \/n •• r I--InrC!:,o" 
I IVI'\. J VUI I IVI..,,;1 ..... 

Soft Approach - Rebates @ 100% or 0% 
o Domestic rebate would require exclusivity 
o Rebates vl/ou!d be earned and paid annually 
o Applied on a corporate not branch by branch basis 
o Mc\l'lane rebate could also be tied to exclusivity? 

Haid AppiOach - Full Line Oi t~o Line 
o Access to Tyier/Union's Domestic product iine requires exciusivity 
for Domestic fitting items we manufacture 
o Appiied on a corporate not branch by branch basis 
D Distribution would not be allowed to back door product to non 
participating entities 
'i How to handle Win Water & Hajoca 
'1 TOG would most likely have to be on a member by member basis 
'1 How to handle all non-Domestic product lines 

We'd Need Clow Water to Play by the Same Rules 

6129/09 RST 
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"Di,...1£ \/1"'\, .r I--InrC!:,o" 
I IVI'\. J '"''-AI I IVI..,,;1 ..... 

Soft Approach - Rebates @ 100% or 0% 
o Domestic rebate would require exclusivity 
o Rebates vl/ou!d be earned and paid annually 
o Applied on a corporate not branch by branch basis 
o Mc\l'lane rebate could also be tied to exclusivity? 

Haid AppiOach - Full Line Oi t~o Line 
o Access to Tyier/Union's Domestic product iine requires exciusivity 
for Domestic fitting items we manufacture 
o Appiied on a corporate not branch by branch basis 
D Distribution would not be allowed to back door product to non 
participating entities 
'i How to handle Win Water & Hajoca 
'1 TOG would most likely have to be on a member by member basis 
'1 How to handle all non-Domestic product lines 

We'd Need Clow Water to Play by the Same Rules 
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\.'Vhat's their profitability picture? 

Product Size 6" 12" 24" 

ro .. __ I .. ,, __ ... _. "" ............... "" ................ "" ................ 
vUfJfJlY ..... U::.l (HOuston) 'P"::::,OUU 'P"::::,OUU 'P"::::,t:lUU 

List Price $9,000 $9,500 $10,000 

Published Multiplier 0.43 0.43 0.53 

Net Selling Price $3,870 $4.085 $5,300 
C ... ,,; .... h~ <1'0171:: <1'0171:: <1'0171:: 
IIIVlyl1L .p 1 t ,J ..,1 t .... ..,1 t .... 

Rebate@ 10% $370 $391 $513 

Gross Margin $726 $719 $1,713 

Gross Margin % 19% 18% 32% 

* Game changes significantiy if they can get their smaii diameter 
suppiy cost dose to $2,000 per ton by Investing In tooiing & 
equipment 

36" 

"" ............... 
'P.,),UUU 

$11,000 

0.65 

$7,150 
<I'-t71:: 
.p 1 / .... 

$698 

$3,278 

46% 
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\.'Vhat's their profitability picture? 

Product Size 6" 12" 24" 

ro .. __ I •• ,, __ ... _. . 

$2,600 $2,800 $2,900 vUfJfJlY ..... U::.l (HOuston) 

List Price $9,000 $9,500 $10,000 

Published Multiplier 0.43 0.43 0.53 

Net Selling Price $3,870 $4.085 $5,300 
C"',,; .... h~ <1'01,1:: <1'0171:: <1'01,1:: 
IIIVlyl1L .p I f ,J .p If ..... .p If ..... 

Rebate@ 10% $370 $391 $513 

Gross Margin $726 $719 $1,713 

Gross Margin % 19% 18% 32% 

* Game changes significantiy if they can get their smaii diameter 
suppiy cost dose to $2,000 per ton by investing in tooiing & 
equipment 

36" 

$3,000 
$11,000 

0.65 

$7,150 
<I'-t71:: 
.p If ..... 

$698 

$3,278 

46% 

6129/09 RST 
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Open Questions 

D How deep is Star's current product offering? 
o \,I\/hat's Star's true total cost basis? 
o Aie any national distiibutOiS pulling them along? (HD Supply) 
o How far aiong IS Sigma In their strategy and what's their pian? 
o If they can't each be successful going solo would Star and Sigma 
join forces at least on the supply side? 
o Should we give Sigma a strong indication of our response before 
they fully commit to execute their strategy? 
o Do \"Je need to \AJait until after the Buy American issue is resolved 
'vvithin the VVater Bill before going too public 'vvith a response? 
o Should VVinVVater & Hajoca be treated like a single entity or on a 
branch by branch basis? 
U Does our 36" - 48" product gap leave a crack in the door? 
o If we tool the core 36" - 48" C153 MJ patterns will ACIPCO 
continue to accept our PO's or will they push us into a full line or no 
line situation? 
o HO\.IIJ \vi!! our Domestic response strategy affect our non-Domestic 
business both short term and long term? 6129/09 RST 

10 
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Open Questions 

D How deep is Star's current product offering? 
o \,I\/hat's Star's true total cost basis? 
o Aie any national distiibutois pulling them along? (HD Supply) 
o How far aiong is Sigma in their strategy and what's their pian? 
o If they can't each be successful going solo would Star and Sigma 
join forces at least on the supply side? 
o Should we give Sigma a strong indication of our response before 
they fully commit to execute their strategy? 
o Do \"Je need to wait until after the Buy American issue is resolved 
'vvithin the VVater Bill before going too public 'vvith a response? 
o Should VVinVVater & Hajoca be treated like a single entity or on a 
branch by branch basis? 
U Does our 36" - 48" product gap leave a crack in the door? 
o If we tool the core 36" - 48" C153 MJ patterns will ACIPCO 
continue to accept our PO's or will they push us into a full line or no 
line situation? 
o HO\-IIJ \-vi!! our Domestic response strategy affect our non-Domestic 
business both short term and long term? 6129/09 RST 

10 
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APpendiX , , 

Back-up rv1aterial 
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APpendiX , , 

Back-up rv1aterial 
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Other Inputs 

o Per Scott iviinamyer (ex Star VP sales) Ramesh iost $22ivi and Dan iost 
$5ivi in a faiied indian business venture. 
D iviinamyer is hoiding specific Siar informaiion very ciose boih as a 
bargaining chip for empioymeni and due io his non compeie coniraci. 
D Sigma may be getting sirung oui in ierms of eiiher commiimenis or 
perceived commiimenis: 

» iVir. Yin for Ai 
» China OEiVi foundry 

'" iVietalfit 
» India sources 
'" ACIPCO's Beaumont inventory 

o As market volume picks up our manufacturing costs will decrease 
significantly while Star's may actually increase as jobbing foundries have 
more business options available to them 

6129/09 RST 
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Other Inputs 

o Per Scott iviinamyer (ex Star VP sales) Ramesh lost $22ivi and Dan lost 
$5ivi in a faiied indian business venture. 
D iviinamyer is hoiding specific Siar informaiion very ciose boih as a 
bargaining chip for empioymeni and due io his non compeie coniraci. 
D Sigma may be getting sirung oui in ierms of eiiher commiimenis or 
perceived commiimenis: 

» iVir. Yin for Ai 
» China OEiVi foundry 

'" iVietalfit 
» India sources 
'" ACIPCO's Beaumont inventory 

o As market volume picks up our manufacturing costs will decrease 
significantly while Star's may actually increase as jobbing foundries have 
more business options available to them 
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From: 5t., PipB PrnductE [miI,ko:m.rketlng:ij:starp,peprodud:E,mm] 
s,,;it, t.lo,-,do,. Ju,'" 1~. 2C39 12 3:J Pl·j 
To: Bu",", p"t 5 [FerIJuson]-1800 r·1IDATLArma"W 
S~bj~~t: 9",c '0 n~".' _' .. ="~n r·1..d~ 

c' 
,~ . 
.. ~ 

R£'; SillT I,"~ flU'" Aml'r;{,{lJI !iiwiei 

Star l'ipe l'roducts is pleased to announcr our ne~l "1mencalll\fade Ime of 
W"t,,-wo,k, F"tiiig> ""d JOi,itR~>t,,,i,it l',OdiiU;;, DUl- [0 ihl-"t P'''''Wu/k /it-t 
fortiJ bv thr .Jmcncanlircowry and iieinwstment_-1a :AiUUi, our customers 
"liked us 10 d"wlop a dam"sln' lill" ,,-rprodu'I" 'a ('omp'("/" Ilte".produ,·, 
a/re,.",!!_ .','1,,,. \l'lIS hllJ-ClJl/ la ablige a",/laaks/i!T1L'"rd 10'" wllITmin!! iall!!
{lIslmi!. pm'lilers/"p 

For "Jmost 30 ,·et1ro, Star's [<aliI \L"aS 10 be a reliable option in the H-l1te/'H-'orks 

indJl.<ifT thal/o(>lIsed (In ,,'al1lP 0,,1' np .... mtf'odw'tion """"hinp,j "'tlil (JUf 

f',lohaUy smlr"'p,j pmdJlr!< 'vill givp (JUf' PI1.f'ttlPfS tfiP "(JmpNitivp pilf',e 

r.""icf"~ "W' "P'" ",\l-'1TJP TlI,'TRP iTS -'I ''''l'e''t,,~,e<J;wJo'''t Rp<tr",,,t 
I'mrilJrts to starlan·t1'tng m /Iug"s!, (md our Tntmg ",wnlortn 10 stllrt m;""''''g 
In Sept"mber 

I'lrase wll VOIlr Star Ftpc/(rpresrntativr./ormorr ill/ormation 
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From: 5t., PipB PrnductE [miI,ko:m.rketlng:ij:starp,peprodud:E,mm] 
s,,;it, t.lo,-,do,. Ju,'" 1~. 2C39 12 3:J Pl·j 
To: Bu",", p"t 5 [FerIJuson]-1800 r·1IDATLArma"W 
S~bj~~t: 9",c '0 n~".' _' .. ="~n r·1..d~ 

R£'; SillT I,"~ flU'" Aml'r;{,{lJI !iiwiei 

Star l'ipe l'roducts is pleased to announcr our ne~l "1mencalll\fade Ime of 
Wat;;,-work.; F"tiiig> ""d JOiritIl.~>trairit l'rOdiiU;;, DUl- [0 ihl-"t P'''''Wu/k /it-t 
fortiJ bv thr .Jmcncanlircowry and iieinwstment_-1a :AiUUi, our customers 
"liked us 10 dewlop a damesln' lille ,,-rprodu'I" 'a ('omp'de lite". produ," 
u/re,.",!!_ .','1,,,. \l'lIS hllJ-ClJl/ 10 ublige a",/luoks/i.!T1L'"rd 10'" wllITmin!! iUll!!
{"sIJlli!. pm'llIers/"p 

For "Jmo"t 30 ,·et1ro 
indJl.<ifT thl1.t/o("/lsed (In 

I""slo be a reliable option in the H-l1te/'H-'ork" 
0,,1' np .... mtf'odw'tion """"hinp,j "'tlil (JUf 

r.""icf"~ "W' "P'" ",\l-'1TJP TlI,'TRP iTS -'I ''''l'e''t,,~,e<J;wJo'''t Rp<tr",,,t 
I'mrilJrts to starll1.n·t1'tng m /Iug"s!, and our Tntmg ",wnlortn 10 start m;""''''g 
In September 

I'lrase wll VOIlr Star FtpcRrpresrntativr./ormorr ill/ormation 
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From: ,lDr ~e Produ(ts i""ilto:marketlrtg@)starp'P"products,corni 
Sent: Thursd,y. lJn. 25, 2009 4: 38 pt.l 
T~, n.cl,", , Pou,ek R rF"~"",,,,'- ,001 ;·1ID~TLA;iTIC\"r,V 
Subject: SlIIr· New Multlpll..-s 

June 2-/., ::009 

ST.JTE MfJLTIPLIER tOI tL. All. CO. 0; D£. FL. (i'J. LiIL. IN. liS. 1>.1'. Lt. ___ ill ___ ~ ___ m_~ __ NN 

HI_SCSI) TN 1'>0_ I~L IT WI_III'_ wr 

HE- !\'ew PJ"ll'e Lis! wlll,lluIlJpliers/i,r Slur's Americall _Hade FJI/IiI!'.'; mill 
,.J,;,;~.,_~" '''_' ,( Aiii~,:i,"w' Jfwk .l"i,iJ llf_'~ "i,u,n, ,'''',d.< 

Tu Our Vajued Cus!omen 

The /oI!awmg mulliplierswllI be l!{(h'ljr~ Jllm :;y, 2()()Y and will app!v 10 the 
l!-V!1';'l 'V!;!I!".' ,!!mg, .:,,'[,·ssu,.;,·s, m:d.' afr;,,,!,,,"}",.,,,!,,[!,-" }",-;,.~ us! 
r.T! 09 02_ Thp 'W'v J)o",psti,> Fftfjt1.~ Pf'ire Ust is on 0/1]" ,vphsitp "I 
wWH-',srarptpeproducls,com Tile ncw Domesi/( Jom. Resrrallu Fner Lts.wtii 
be on the websl!e sfwr!!y 

J)om~;tk l'rorl"d~: 

Desorlptlon 

Ullilly Fitting, C110 "nd 
C153 

UtilltyFlttin9' C110 ond 
C153 

Size 

0"-12" 

14 - 24" 

MuHlplier 

." 

Accesoorie, 0"-24" ." "'!!~~~t~ Note their new List Price does not include • • 
Fitting' and Accessorle, 30 - 48" 

Protecto401 Lined 

Coli ForPriOing and 
Dell",1)' 

C.,I For Pnclnaand 

Item codes for Domestic Accessories/Glands 
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From: ,lDr ~e Produ(ts i""ilto:marketlrtg@)starp'P"products,corni 
Sent: Thursd,y. lJn. 25, 2009 4:38 pt.l 
T~, n.cl,", , Pou,ek R rF"~"",,,,'- ,001 ;·1ID~TLA;iTIC\"r,V 
Subject: Stllr - New Multlpll..-s 

June 2-/., ::009 

ST_JTE MfJLTIPLIER to/' AL. lR. CO. 0; D£. FL. (i'J. LiIL. IN. liS. 1>.1'. Lt. 
___ ill ___ ~ ___ m_~ __ NN 

HI_SCSI) TN 1'>0_ I~L IT WI_III'_ wr 

HE- !\'ew PJ"ll'e Lis! wll/,lluIlJpliers/i'r Slur's Americall _Hade FJI/Jllf',slJlll/ 
,.J,;,;~.,_~" '''_' ,( Aiii~j:i,"w' Jfwk .l,,',iJ llf_'~ ,'"il: ,n, ,,,l;,d.< 

Tu Our Vajued Cus!omen 

The /oI!awmg mulliplierswllI be l!{(h'ljr~ Jllm :;y, 2()()Y and will app!v 10 the 
l!-V!1';'l 'V!;!I!".' ,!!mg, .:,,'[,·ssu,.;,·s, m:d.' afr;,,,!,,,-}",.,,'!,,[!,-" }",-;,.~ us! 
r.T! 09 OJ_ Thp 'W'v J)o",psti,> Fftfjt1.~ Pf'ire Ust is on 0/1]" ,vphsitp "I 
wWH-',srarptpeproducls,com Tile ncw Domesi/( Jom. Resrrallu Fner Lts.wtii 
be on the websl!e sfwr!!y 

J)om~;tk l'rorl"d~: 

Desorlptlon 

Ullilly Fitting, C110 "nd 
C153 

UtilltyFlttin9' C110 ond 
C153 

Size 

0"-12" 

MuHlplier 

." 

Accesoorie, 0"-24" .43 --l Note their new List Price does not include 

Fitting' and Accessorle, 

Protecto401 Lined 

Coli For PriCing and 
Dell",1)' 

Call For Pnclnaand 

Item codes for Domestic Accessories/Glands 
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Star's New List Price with Domestic item Codes 

5: C153 uvdiie iron Compad Mec:no 

UPL09.Q2 'jo;·,·[)",-·-"".:,o 
1I.,~, G~~c 

L~ •• A~..:"'.,,,,-\ 
c;,t~",,-<" 

AllJ COf'lW ACT 
~',-h A~"",,,~,-. 

~,IP';e~ 

¥, .. ,,,h~· -:>~j~ 

llf><l q'XI, .. Nv 

List Price sho'vvs (3"-48") Domestic Item Codes for all items except for Push-on 
Fittings and Glands/Accessories. List Prices matches Tyler/Union's 
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Star's New List Price with Domestic item Codes 

5: C153 uvdiie iron Compad Mec:no 'Ql~f!t Fitiin9~ AllJ COf'lW ACT 
UPL09.u2 "jo;·,"[)","·"r.';:,o 

lI.,~,G~~<" 
~',"h ... ~" .. "~,, 

~,IP';e~ 

¥, .. ,,,h~· 
llf><l q'XI...t'1v 

List Price sho'vvs (3"-48") Domestic Item Codes for all items except for Push-on 
Fittings and Glands/Accessories. List Prices matches Tyler/Union's 
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From: 

Sent: 

GRI (Go pi Ramanathan-CRM) 

Friday, May 15, 2009 06:59:29 AM 

To: 

Cc: 

SB2 (Stuart Box - CRM); VP (Victor Pais-CRM); SBI (Siddharth Bhattacharji-CRM) 

MRl (Mitchell Rona-CRM); TB2 (Tom Brakefield-ALX) 

Subject: 
GR-VP-QRR-RE: VP to 5Bl (CC : M20) : Response on your Korea sourcing plan -

with strategic look @ other options ... 

Dear Victor, 

It may be time for 
There are many rld,;",nb 

former. 

to make an investrYlent in a sniai! way in a foundry of our own in the USA. 
and di,;advantil2E'S uf this \ivay 

But if we are going the DA route and buying from a third foundry where we may not have any 'controi' 
on the costs or otherwise may land us in a pn)blcrYl. 
We should consider making a investment in a foundry in the USA even if it is a token 
shareholding and we may even have to prevail on our present suppliers to make the investment and I 
am sure a coupie of them wiil . 
rhis may be the Prudent way to go forward. 

Las.t year on my O\Nn ! 'Nas. 3t 50rne foundries under ( 3S ! 3m in the list 
for foundries for saie) and there was one particuiar one in Washington state and a But 
the lists in the past few months show ther-e are no foundries except for an Aluminum 

Regards 

Gopi Ramanathan 

From: SB2 (Stuart Box - CRM) 
Sent: Friday, May 15, 2009 1:31 AM 
To: VP (Victor Pais-CRM); SB! (Siddharth Bhattacharji-CRM) 
Cc: MRl (Mitche!! Rona-CRM); GRl (Go pi Ramanathan-CRM); TB2 (Tom Brakefie!d-,l'1,LX) 
Subject: RE: VP to SB! (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ 
other options ... 

Dear Victor, 

I t:hmK you are ngn-[ on t:arger With Ihe shon ana long Ierm plans for bA ana UA, As! have told rvlitche!i/ 
the McWane guys will only take us if we have tangible to show that we are serious 
about what you cali the DA option. When we have something to show, I think it might stiil be pO.SSlibie 
to forge an a!liance with Mclane, especia!!y if we are not confident in the cost or the supply chain for a 

Di\ However, I believe that we should have a good idea of what our cost will be so that if 
we choose to we can go it on our ownc I do not think McWane has any desire to see additional capacity 
added in the US. Even we wouid be the components, new domestic tooling 
represents that, additional CaIJiJ(:ity 
my ideas of what win get McV\.r'aneis attention. 

Please jet rne knov·/ If you \tvou!d !ike to discuss 

SIG - 0005899 
Confidential 
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From: 

Sent: 

GRI (Go pi Ramanathan-CRM) 

Friday, May 15, 2009 06:59:29 AM 

To: 

Cc: 

SB2 (Stuart Box - CRM); VP (Victor Pais-CRM); SBI (Siddharth Bhattacharji-CRM) 

MRl (Mitchell Rona-CRM); TB2 (Tom Brakefield-ALX) 

Subject: 
GR-VP-QRR-RE: VP to 5Bl (CC : M20) : Response on your Korea sourcing plan -

with strategic look @ other options ... 

Dear Victor, 

It may be time for Signia to make an investment in a smail way in a foundry of our own in the USA. 
There are many advantanges and disadvantages of going this \ivay probably the latter outvveighing the 
former. 
But if we are going the DA route and buying from a third foundry where we may not have any 'controi' 
on the costs or otherwise may land us in a 
We should consider making a strategic investment in a foundry in the USA even if it is a token 
shareholding and we may even have to prevail on our present suppliers to make the investment and I 
am sure a couple of them will. 
rhis may be the Prudent way to go forward. 

Las.t year on my O\Nn ! 'Nas. looking 3t 50rne foundries under ( 3S ! 3m in the maiiing list 

for foundries for and there was one particuiar one in Washington state and a couple more But 
the lists in the past few months show ther-e are no foundries except for an Aluminum foundr-y. 

Regards 

Gopi Ramanathan 

From: SB2 (Stuart Box - CRM) 
Sent: Friday, May 15, 2009 1:31 AM 
To: VP (Victor Pais-CRM); SB! (Siddharth Bhattacharji-CRM) 
Cc: MRl (Mitche!! Rona-CRM); GRl (Go pi Ramanathan-CRM); TB2 (Tom Brakefie!d-,l'1,LX) 
Subject: RE: VP to SB! (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ 
other options ... 

Dear Victor, 

I t:hmK you are ngn-[ on t:arger With Ihe shon ana long Ierm plans for bA ana UA, As! have told rvlitche!i/ 
the McWane guys wi!! only take us if we have to show that we are serious 
about what you call the DA option. When we have something to show, I think it might still be possible 
to forge an a!liance with Mclane, if we are not confident in the cost or the supply chain for a 

Sigma Di\ option. However, I believe that we should have a good idea of what our cost will be so that if 
we choose to we can go it on our ownc I do not think McWane has any desire to see additional capacity 
added in the US. Even we would be the components, new domestic 
represents just that, additional capacity in the industry. Please jet rne knov,/ If you \tvou!d !ike to discuss 
my ideas of what win get McV\.r'aneis attention. 

SIG - 0005899 
Confidential 
FO!A Exempt 



I have been busy this week working on some details that dovetail nicely with what you have laid out. 
have outlined below for your review. 

1. LU\ for PKP: 
a. i made contilct with Citation Foam to discuss the possibility of the PRP bodies on 

the LF lines in Columbiana AL. a small community just South of Birmingham. 
b. LF tooling is quite a bit less exoens;ive that Dis" tooling, about 

complexity of the part. 
depending on the 

c. The molding line that CF has would be able to make up to the 24 inch size 
d. Based on the conversation, I believe that CF would be very willing to add this product 

line to their mix. 
e. Based on my dp'snrintirm ofthe 

n. 'U. 
I was a "high" average cost of $1.00 per 

f. I still believe that we shouid make our DA PRP an EBBA copy. Piease see the attached 
spread sheet and compare the cost estimate uSing LF and the E8BA deSign vs. lJ 

Disa SLDE and Dias EBBA options. 
g. Please do not discount the idea of Sigma, specifically !v179, taking on the assembly of a 

DA PRP product line. This assembly would not be any more complicated than the 
ACIPCO Flex Ring Assemblies (FRAl we currentiy produce at both !v179 ilnd !v180. The 
piece i"?lte (incentive) mode! works very nicely and we use p?lrt tirYlf': enipiovees to "flex 

the production to the demand. 

2. DA for 
a. Eureka i~ not 

limited staff. 

nOw. 8re working Clooue 2 d<lYs per week with <J 

b. Eureka is currently quoting USP on Sand M fittings castings. 

c. Eureka has limited machining capability but a willingness to do some machining with 
some help acquiring machine too!sc 

d. The Hetzler's are the familv that owns the facilitv. The dad is the President and his two 
sons run sales and the foundry. Peter Hetzler is the foundry gU'l8nd I know him well. 

with some He to!d me 
limited Onlt1lJCti as long as we were to cover his costs. All we need to do is get 
him a pattern and he \tyou~d be to run some 

I have some addmonai "out side the box ideas". ifvou are interested in 
know, 

Best Regards, 

Stuart 

From: VP (Victor Pais-CRM) 
Sent: Thursday, May 14, 2009 5:37 PM 
To: M2D; GRI (Gop, Ramanathan-CRM) 
Ce: SB2 (Stuart Box - CRM); Walter Florence; Ron Kuehl 

for us, 

IScus.sm,g them iet me 
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I have been busy this week working on some details that dovetail nicely with what you have laid out. 
have outlined below for your review. 

1. LU\ for PKP: 
a. i made contilct with Citation Foam to discuss the of the PRP bodies on 

the LF lines in Columbiana AL. a small community just South of Birmingham. 
b. LF tooling is quite a bit less expensive that Dis" tooling, about 

complexity of the part. 
depending on the 

c. The molding line that CF has would be able to make up to the 24 inch size body. 
d. Based on the conversation, I believe that CF would be very willing to add this product 

line to their mix. 

e. Based on my description of the product! I was given a "high" average cost of per 
n. 'U. 

f. I still believe that we shouid make our DA PRP an EBBA copy. Piease see the attached 
spread sheet and compare the cost estimate uSing LF and the E8BA deSign vs. l.F SLUt, 
Disa SLDE and Dias EBBA options. 

g. Please do not discount the idea of Sigma, specifically !v179, taking on the assembly of a 
DA PRP line. This would not be any more than the 
ACIPCO Flex Ring Assemblies (FRAl we currentiy produce at both !v179 ilnd !v180. The 
piece i"?lte mode! works very nicely and we use p?lrt tirYlf': enipiovees to "flex 

the production to the demand. 

2. DA for Fittings: 
a. Eureka i~ not 

limited staff. 
nOw. are Cloout2 

b. Eureka is currently quoting USP on Sand M fittings castings. 

per week with <J 

c. Eureka has limited but a to do some with 
some help acquiring machine too!sc 

d. The Hetzler's are the familv that owns the facilitv. The dad is the President and his two 
sons run sales and the foundry. Peter Hetzler is the foundry gU'l8nd I know him well. 
He to!d me today th::lt now vlJou!d be a great time to h;:l'\!e them "experiment" with some 
limited as as we were to cover his costs. All we need to do is get 
him a pattern and he \tyou~d be glad to run some fittings for us, 

I have some addmonai "out side the box ideas". ifvou are interested in discussing them pi ease iet me 
know. 

Best Regards, 

Stuart 

From: VP (Victor Pais-CRM) 
Sent: Thursday, May 14, 2009 5:37 PM 
To: M2D; GRI (Gop, Ramanathan-CRM) 
Cc: SB2 (Stuart Box - CRM); Walter Florence; Ron Kuehl 
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Subject: VP to 58l (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ other 
............ ; ............ 
U~LlUII::. ••• 

SIGMA }7our Fitting 

May 14, 2009 

To: SB1 

He: HA - Karea and ather aptians 

Note: I have discussed nlOst ofthefollowing response with SB1 and MR1 this 
morning as we were reviewing Mitchell's Hham visit earlier this week. 

Thank you for your succinct update of 5/n below on the Korea option for us to offer a BA 
alternative for ARRA use. On the whole, we may have to pursue the Korea option, as well, as 
Star already has a leg up on us by a couple of months. But, we can certainly catch up with them 
and as we have done in the last few years, when we have fallen behind like in PRP, FL etc. we 
can not only catch up with them, but also surpass them, as on the whole we have more all round 
resources. 

T also want to present the following insights and 'food for thought' as we develop a new sourcing 
alternative, at some new investment: 

1. The Korea option "ill greatly help us present a credible and competitive alternative for the 
BA use, to McWane in Fittings and PRP, if we proceed with that as well. As we know, the 
Korea option does have certain limits such as the eligibility in only the 37 states + even there 
for jobs on projects of over $7-4 M. Due to Korea's familiarity "ith AWWA industry in 
general ann their prowess in Castings ann Fittings in particlllar, we can have a reliable 
substitute in a fairly short amount of time and at a relatively manageable investment, though 
it could be sizable lJnder our current circlJmstances at abol1t 81 M J 1i\rhen all is said and done;; 
if we have to have the full range of Fittings and even a decent range of PRP at some point. 

2. However, as we develop a BA option to meet the ARRA needs, it is also necessary to look 
beyond the }lLRR.Au .AL8 ,·ve kno,v, the B.AL pro\.r1s1on has been inserted into the other Federal 
grants/loans to the SRF outside the ARRA which can have a bigger and more lasting impact. 
-VVe are also aware of the BA sentiment slcv'.'ly spreading and becoming a part of ... A ... merican 
life and business, at least in certain quarters, where exploration of the sentiment is rife as in 
the -,A .. '''T\'VA industry. Tn addition, due to an unre1ated but a threat neverthe1ess, EeL is a1so 
bent on becoming a market spoiler in the AWWA industry thru Dl pipe and likely other 
products, the DIPRA consortium vvho represent the DIP and V & H could also promote more 
of the BA sentiment, but Vlcith a twist - specifying 'domestic' C'DA' as I eall it) without the 
exemptions provided for by the Section 1605 of At~RA etc. 

3. In short, there is a need for us to consider developing a DA option - which in turn could kill 
2 birds with 1 shot, by meeting the BA requirement as well. It is important to do so, since we 
are aboullo Invest efforts and funds to develop a brand new sourcing paradigulin Korea and 
just about everything has to be done from scratch. 
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Subject: VP to 58l (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ other 
............ ; ............ 
U~LlUII::. ••• 

SIGMA }7our Fitting 

May 14, 2009 

To: SB1 

He: HA - Karea and ather aptians 

Note: I have discussed nlOst ofthefollowing response with SB1 and MR1 this 
morning as we were reviewing Mitchell's Hham visit earlier this week. 

Thank you for your succinct update of 5/n below on the Korea option for us to offer a BA 
alternative for ARRA use. On the whole, we may have to pursue the Korea option, as well, as 
Star already has a leg up on us by a couple of months. But, we can certainly catch up with them 
and as we have done in the last few years, when we have fallen behind like in PRP, FL etc. we 
can not only catch up with them, but also surpass them, as on the whole we have more all round 
resources. 

T also want to present the following insights and 'food for thought' as we develop a new sourcing 
alternative, at some new investment: 

1. The Korea option "ill greatly help us present a credible and competitive alternative for the 
BA use, to McWane in Fittings and PRP, if we proceed with that as well. As we know, the 
Korea ontion does have certain limits such as the eligibilitv in onlv the ~7 states + even there 
for jobs" on projects of over $7-4 M. Due to Korea's fainiliarity "ith'AWWA industry in 
general ann their prowess in Castings ann Fittings in particlllar, we can have a reliable 
substitute in a fairly short amount of time and at a relatively manageable investment, though 
it could be sizable lJnder our current circlJmstances at abol1t 81 M J 1i\rhen all is said and done;; 
if we have to have the full range of Fittings and even a decent range of PRP at some point. 

2. However, as we develop a BA option to meet the ARRA needs, it is also necessary to look 
beyond the }lLRR.Au .AL8 ,·ve kno,v, the B.AL pro\.r1s1on has been inserted into the other Federal 
grants/loans to the SRF outside the ARRA which can have a bigger and more lasting impact. 
-VVe are also aware of the BA sentiment slcv'.'ly spreading and becoming a part of ... A ... merican 
life and business, at least in certain quarters, where exploration of the sentiment is rife as in 
the -,A .. '''T\'VA industry. Tn addition, due to an unre1ated but a threat neverthe1ess, EeL is a1so 
bent on becoming a market spoiler in the AWWA industry thru Dl pipe and likely other 
products, the DIPRA consortium vvho represent the DIP and V & H could also promote more 
of the BA sentiment, bnt Vlcith a twist - specifying 'domestic' C'DA' as I eall it) without the 
exemptions provided for by the Section 1605 of At~RA etc. 

3. In short, there is a need for us to consider developing a DA option - which in turn could kill 
2 birds with 1 shot, by meeting the BA requirement as well. It is important to do so, since we 
are abouLLo InvesL e[[orLs and funds Lo develop a brand new sourcing paradlgulln Korea and 
just about everything has to be done from scratch. 
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The relative merits of the BA (Korea) and DA through a domestic production are amply 
clear. In short, the 'HA! Korea' option is 11l0fe of a defensive posture, while the 
'DAj domestic' option is definitely a proactive/offensive move, 

As for Fittings, the current DIFRA market size of about 100,000 ST may include about 10%-
1270 u/;ing the 'DA' option, on the I;trengtn of the few I;pecifie markets like FA, N.j etc which 
are still 'domestic', This market is expected to drop to 80,000 ST - 85,000 ST in og and pick 
up to about go,ooo to 95,000 ST in 2010, But, the 'DA' segment may swell to about 25% -
30% of the entire market dne to the ARRAjBA and other BA drivers, So, having a DA 
Fittings capability ,,~11 open up this somewhat larger 30% new niche for STGMA, which we 
can leverage much more ef[ecLiveiy Lhan McWane Lhru our relaLionships and oLher 
Marketing, Management and Strategic strengths, 

We can then chaiienge McWane much more aggressively and somewhat on an equal footing, 

4. The DA option for PRP may make more sense as in any case we have the tlexibility to 
produce only the gland body for SLDjSLC in USA while using the bolts and inserts from 
China. The argument for a DA version for PRP is more compelling as it could give us a strong 
impetus for making a play for a much larger market share, as compared to the BAjKorea 
option. 

As CF so sensibly put it at the RMR last week, ,,~th a domestic 'DA' version, we could make a 
play [or 30% o[ abouL $200 M PRP markeL or abouL $50 M La $60 M leveraging our sLrong 
relationships at the C7levels - especially at the C3 -- and the current preference by each of 
the C3 to broad base their supply base, beyond EBBAjFord. 

It is important to discuss and review both the costs and benefits -- as ~thout question, the 
DA option ,,~ll call for higher investment, but ~ll also offer us a higher market potential, as 
the Import/Domestic combination is quite potent, strategically! 

5. We are all aware of our ability to look at the DA version on the strength of the broad EPQ 
expertise we now have ~th SB2, SBl and CR1, ~th inputs from SMD from the Marketing, 
Design and other features. This DA option \1\;11 be more in SIG]vIA's proven 'virtual' 
manufacturing mode - with production and even assembly sub-contracted by identifying 
suitable shops that may already be out there -looking for additional work, rather than a 
fully integratedj owned format preferred by EBAAjMcWane etc. At the current dire 
circumstances, ,·ve may even be able to tap into the SUD)lus capacity of not just the casting, 
but also the assembly operations and not have to make any huge commitment to frxed costs. 

6. In the case of Fittings, we naturally will have more work to do in order to meet the entire 
range of S-1\1-L and \vith the much wider complexity of production, machining and finishing 
operations. Stuart gave us a preliminary glimpse into this challenge when we asked him for 
an outline of this feasibility for production of domestic fittings. 

Here, vve vvould be better off teaming up v'lith l\fetalfit as they ovvn/have access to a complete 
range of DM and DFF patterns, which can be used for casting in a suitable USA foundry. As 
for the latter, Stuart has suggested Eureka foundry in Chattanooga and Vv~e also have a shot 
at ACTPCO's foundry in Prior, OK, which may be able to produce up to 30'" (We have had 
sonle prelinlinary discussions with ACIPCO at the high levels and there is sonle interest as 
long as we manage most of the operations, as ACTPCO does NOT want to be in the 
produclion of Fillings!) 
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The relative merits of the BA (Korea) and DA through a domestic production are amply 
clear. In short, the 'HA! Korea' option is 11l0fe of a defensive posture, while the 
'DAj domestic' option is definitely a proactive/offensive move, 

As for Fittings, the current DIFRA market size of about 100,000 ST may include about 10%-
1270 u/;ing the 'DA' option, on the I;trengtn of the few I;pecifie markets like FA, N.j etc which 
are still 'domestic', This market is expected to drop to 80,000 ST - 85,000 ST in og and pick 
up to about go,ooo to 95,000 ST in 2010, But, the 'DA' segment may swell to about 25% -
30% of the entire market dne to the ARRAjBA and other BA drivers, So, having a DA 
Fittings capability ,,~11 open up this somewhat larger 30% new niche for STGMA, which we 
can leverage much more ef[ecLiveiy Lhan McWane Lhru our relaLionships and oLher 
Marketing, Management and Strategic strengths, 

We can then chaiienge McWane much more aggressively and somewhat on an equal footing, 

4. The DA option for PRP may make more sense as in any case we have the tlexibility to 
produce only the gland body for SLDjSLC in USA while using the bolts and inserts from 
China. The argument for a DA version for PRP is more compelling as it could give us a strong 
impetus for making a play for a much larger market share, as compared to the BAjKorea 
option. 

As CF so sensibly put it at the RMR last week, ,,~th a domestic 'DA' version, we could make a 
play [or 30% o[ abouL $200 M PRP markeL or abouL $50 M La $60 M leveraging our sLrong 
relationships at the C7levels - especially at the C3 -- and the current preference by each of 
the C3 to broad base their supply base, beyond EBBAjFord. 

It is important to discuss and review both the costs and benefits -- as ~thout question, the 
DA option ,,~ll call for higher investment, but ~ll also offer us a higher market potential, as 
the Import/Domestic combination is quite potent, strategically! 

5. We are all aware of our ability to look at the DA version on the strength of the broad EPQ 
expertise we now have ~th SB2, SBl and CR1, ~th inputs from SMD from the Marketing, 
Design and other features. This DA option \1\;11 be more in SIG]vIA's proven 'virtual' 
manufacturing mode - with production and even assembly sub-contracted by identifying 
suitable shops that may already be out there -looking for additional work, rather than a 
fully integratedj owned format preferred by EBAAjMcWane etc. At the current dire 
circumstances, ,·ve may even be able to tap into the SUD)lus capacity of not just the casting, 
but also the assembly operations and not have to make any huge commitment to frxed costs. 

6. In the case of Fittings, we naturally will have more work to do in order to meet the entire 
range of S-1\1-L and \vith the much wider complexity of production, machining and finishing 
operations. Stuart gave us a preliminary glimpse into this challenge when we asked him for 
an outline of this feasibility for production of domestic fittings. 

Here, vve vvould be better off teaming up v'lith l\fetalfit as they ovvn/have access to a complete 
range of DM and DFF patterns, which can be used for casting in a suitable USA foundry. As 
for the latter, Stuart has suggested Eureka foundry in Chattanooga and Vv~e also have a shot 
at ACTPCO's foundry in Prior, OK, which may be able to produce up to 30'" (We have had 
sonle prelinlinary discussions with ACIPCO at the high levels and there is sonle interest as 
long as we manage most of the operations, as ACTPCO does NOT want to be in the 
produclion of Fillings!) 
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7. One feasible rnodified version of this 'DA' option is to produce the castings in a US foundry 
(say Prior, OK or Eureka or both, depending on size range) and then move them to Metalfit 
in lVlonterrey - for machining, lining and painting and packing. Though it adds to the freight 
expense, these finishing operations are extremely expensive in USA and may turn out to be 
the 'bottieneck', (We need to study the intricacies in the blended production format to 
qualifyfor the DA status!) 

8. For Fittings, as a practical plan, it may be better to focus on the 'M' size in Korea, the S range 
consider the DA version in USA while for the L, we may be able to live for at least a year on 
the waiver route as there is no clear domestic supplier. 

The above are my initial thoughts having gone over them over the last 2 or 3 weeks as we were 
following the various market trends here while you were looking at the options overseas, I 
suggest we should have an M12 (with SMD) conference call so that we can discuss the merits of 
this both on a short term and long term basis. These decisions could well decide and re-orient 
SIGMA's long term strategy in a very bold and reassuring way to the customers and put some of 
our competitors like McWane, EBAA and even Star on the defensive and on notice. 

Best Regards, 

'Victor !f'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (~f'11) 

vp@sigmaco.com 

From: 581 (5iddharth 8hat+u3charji-CRM) 
Sent: Monday, May 11, 2009 3: 12 PM 
To: GRi (Gopi Ramanathan-CRM); 5Si (Sean 5a!ins-CRM); RM6 
Ce: VP (Vidor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX) 
Subject: sbi to Mil: korea sourcing plan 

To: PIP+ ENGG + MIl 
From: SBI 
Re: Korea Sourcing 

Date: May 11, 2009 

This is a report of my findings after visiting Korea. 

Star has planned its production in Korea for the range 3" to 48" in OM. They plan on developing 346 
patterns, out of which 117 patterns are in production, The pattern work started in April and I saw some 
patterns of 18, 20, 24 bends and DfvlL48. ! also some cores of DI\/IB890. They intend to produce 3 thru 12 
in a machine molding line in HJ and 14 thru 48 in RS line in Me. The RS line uses RS for molding and 
cores. 'ilJe have experience with both foundries when they produced for us in SISKO. At that time, HJ and 

Me made large size fittings for us using sweep and partial modular patterns. 

Looking at the patterns that were scattered around the machine shop, it seems Star has a PPP that is 
designed around actual orders that they must need to furnish on jobs since the PPP did not seem to be 
based on popular sizes first. This means that they could have taken some big exposure on supplying 
ARRA compliant ftgs based on their ability to get ftgs from Korea. 
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7. One feasible rnodified version of this 'DA' option is to produce the castings in a US foundry 
(say Prior, OK or Eureka or both, depending on size range) and then move them to Metalfit 
in lVlonterrey - for machining, lining and painting and packing. Though it adds to the freight 
expense, these finishing operations are extremely expensive in USA and may turn out to be 
the 'bottieneck', (We need to study the intricacies in the blended production format to 
qualifyfor the DA status!) 

8. For Fittings, as a practical plan, it may be better to focus on the 'M' size in Korea, the S range 
consider the DA version in USA while for the L, we may be able to live for at least a year on 
the waiver route as there is no clear domestic supplier. 

The above are my initial thoughts having gone over them over the last 2 or 3 weeks as we were 
following the various market trends here while you were looking at the options overseas, I 
suggest we should have an M12 (with SMD) conference call so that we can discuss the merits of 
this both on a short term and long term basis. These decisions could well decide and re-orient 
SIGMA's long term strategy in a very bold and reassuring way to the customers and put some of 
our competitors like McWane, EBAA and even Star on the defensive and on notice. 

Best Regards, 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (~f'11) 

vp@sigmaco.com 

From: 581 (5iddharth 8hat+u3charji-CRM) 
Sent: Monday, May 11, 2009 3: 12 PM 
To: GRi (Gopi Ramanathan-CRM); 5Si (Sean 5a!ins-CRM); RM6 
Ce: VP (Vidor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX) 
Subject: sbi to Mil: korea sourcing plan 

To: PIP+ ENGG + MIl 
From: SBI 
Re: Korea Sourcing 

Date: May 11, 2009 

This is a report of my findings after visiting Korea. 

Star has planned its production in Korea for the range 3" to 48" in OM. They plan on developing 346 
patterns, out of which 117 patterns are in production, The pattern work started in April and I saw some 
patterns of 18, 20, 24 bends and DfvlL48. ! also some cores of DI\/IB890. They intend to produce 3 thru 12 
in a machine molding line in HJ and 14 thru 48 in RS line in Me. The RS line uses RS for molding and 
cores. 'ilJe have experience with both foundries when they produced for us in SISKO. At that time, HJ and 

Me made large size fittings for us using sweep and partial modular patterns. 

Looking at the patterns that were scattered around the machine shop, it seems Star has a PPP that is 
designed around actual orders that they must need to furnish on jobs since the PPP did not seem to be 
based on popular sizes first. This means that they could have taken some big exposure on supplying 
ARRA compliant ftgs based on their ability to get ftgs from Korea. 
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The procedures used by Star is simiiar to what we had in SiSKO. The ftgs wiii be cast at Hj and iviC and 

will be machined by YB Kim at his machine shop called Kyung Ho Tech (KHT). They will cement line, 

paint, pack and export to Star. Star has arranged to send NSF61 paint to KHT and has applied for NSF61 
approval for HJ and Me. They did not mention anything about UL and FM at HJ. 

Qualification of the castings have started and Star is planning to make their first shpt of Korean ftgs end 
of May. 

Both HJ and MC were very open about their work for Star and openly said they want to work with 
SIGMA. HO'v\iever each has signed a 3 \ivay exclusive agreement that binds HJ and Me with KHT to work 
exclusively with Star. The agreement has all sorts of penalties if the Koreans want to sell fittings, glands 

and pipe restraints to any company other than Star, but there is no minimum purchase commitment in 
tons or dollars! I have advised HJ and MC all the pitfalls of the agreement that they have signed and 
both immediately called Star's agent asking for changes to the agreement. Star has responded that they 

wait till 5/22 when a team from Star will be in Korea. I told them that their best opportunity to push Star 
is now since Star is working to a close deadline and they should simply stop all development work and 
ask Star to cancel the current agreement immediately. Then hold out hope to discuss a fresh agreement 
when they come in late May. At first they were unwilling to talk tough to Star, meanwhile hoping they 
could start some \Nork \Nith us on the quiet. But! said the agreement \.vas so lopsided that Star did not 
have to give them any tonnage and could still prevent them from producing for SIGMA or force them to 
pay a penalty of $250,000 if they sold to SiGMA or others. Then Hj agreed to send an ultimatum to Star 
and said they will advise us within 7 days (from 5/9) if they succeeded to throw out the exclusive 
agreement. 

Our relationship with HJ and MC is very good as they both retain very positive opinion of our business 
relationship of the past and they will try their best to cancel the agreement. KHT is in a different position 
since they convinced HJ and MC to sign the agreement, but the owner of KHT is YB Kim - a former 

partner in SISKO and he was also very keen to help us with finding new machine shops and pattern 
shops but he requested his role be kept secret since he cannot afford to upset Star. 

In addition to the ftgs development, Star has started work to produce their wedge restraints in Korea. 
KHT said they are deveiuping the entire range 3 thru 43 and the boits and wedges in Kurea. He did not 

have details on where these are being developed. He was also not clear about any development activity 
on the PVL range. 

Since I did not want to rely on HJ and MC being able to throw off the restrictive agreement with Star, we 
proceeded with exploring an alternate option. We met with Korea Cast Iron Pipe Co (KCIP), the largest 

DIP producer in Korea, They have a George Fisher line making fittings and an RS line for larger fittings 
beyond 300mm (12"). They also have a line making the KP gland exclusively. Of late their sales of 
castings to auto companies has dropped and they have some capacity in the G/Fisher line and in their 
large size (3~'' and above). "vAJe also met with a Sung Um Castec (SLC) a RS foundry about 2 hrs drive west 

from Busan that is owned by BK Kim. Though they have never made ftgs, BK Kim has experience of 
making ftgs whiie working for KCiP. SLC has made vaive bodies in 20" size. They have a RS iine, two 1ivit 
furnaces working in tandem and a large shot blasting machine which can handle upto 3MT casting. They 
are adept at using wooden partial patterns - just like Me. The remote location of SLC could be a 
logistical problem but it can also mean cheaper labor. SLC is well connected with the excellent highway 
system to Busan. 
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The procedures used by Star is simiiar to what we had in SiSKO. The ftgs wiii be cast at Hj and iviC and 

will be machined by YB Kim at his machine shop called Kyung Ho Tech (KHT). They will cement line, 

paint, pack and export to Star. Star has arranged to send NSF61 paint to KHT and has applied for NSF61 
approval for HJ and Me. They did not mention anything about UL and FM at HJ. 

Qualification of the castings have started and Star is planning to make their first shpt of Korean ftgs end 
of May. 

Both HJ and MC were very open about their work for Star and openly said they want to work with 
SIGMA. HO'v\iever each has signed a 3 \ivay exclusive agreement that binds HJ and Me with KHT to work 
exclusively with Star. The agreement has all sorts of penalties if the Koreans want to sell fittings, glands 

and pipe restraints to any company other than Star, but there is no minimum purchase commitment in 
tons or dollars! I have advised HJ and MC all the pitfalls of the agreement that they have signed and 
both immediately called Star's agent asking for changes to the agreement. Star has responded that they 

wait till 5/22 when a team from Star will be in Korea. I told them that their best opportunity to push Star 
is now since Star is working to a close deadline and they should simply stop all development work and 
ask Star to cancel the current agreement immediately. Then hold out hope to discuss a fresh agreement 
when they come in late May. At first they were unwilling to talk tough to Star, meanwhile hoping they 
could start some \Nork \Nith us on the quiet. But! said the agreement \.vas so lopsided that Star did not 

have to give them any tonnage and could still prevent them from producing for SIGMA or force them to 
pay a penalty of $250,000 if they sold to SiGMA or others. Then Hj agreed to send an ultimatum to Star 
and said they will advise us within 7 days (from 5/9) if they succeeded to throw out the exclusive 
agreement. 

Our relationship with HJ and MC is very good as they both retain very positive opinion of our business 
relationship of the past and they will try their best to cancel the agreement. KHT is in a different position 
since they convinced HJ and MC to sign the agreement, but the owner of KHT is YB Kim - a former 

partner in SISKO and he was also very keen to help us with finding new machine shops and pattern 
shops but he requested his role be kept secret since he cannot afford to upset Star. 

In addition to the ftgs development, Star has started work to produce their wedge restraints in Korea. 
KHT said they are deveiuping the entire range 3 thru 43 and the boits and wedges in Kurea. He did not 

have details on where these are being developed. He was also not clear about any development activity 
on the PVL range. 

Since I did not want to rely on HJ and MC being able to throw off the restrictive agreement with Star, we 
proceeded with exploring an alternate option. We met with Korea Cast Iron Pipe Co (KCIP), the largest 

DIP producer in Korea, They have a George Fisher line making fittings and an RS line for larger fittings 
beyond 300mm (12"). They also have a line making the KP gland exclusively. Of late their sales of 
castings to auto companies has dropped and they have some capacity in the G/Fisher line and in their 
large size (3~'' and above). "vAJe also met with a Sung Um Castec (SLC) a RS foundry about 2 hrs drive west 

from Busan that is owned by BK Kim. Though they have never made ftgs, BK Kim has experience of 
making ftgs whiie working for KCiP. SLC has made vaive bodies in 20" size. They have a RS iine, two 1ivit 
furnaces working in tandem and a large shot blasting machine which can handle upto 3MT casting. They 
are adept at using wooden partial patterns - just like Me. The remote location of SLC could be a 
logistical problem but it can also mean cheaper labor. SLC is well connected with the excellent highway 
system to Busan. 
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With the heip of our PiP and OEivi team, we had prepared a tentative iist of 342 smaii fittings (3-16), 94 
medium fittings (18 - 24) and 66 large fittings (30 - 48). Further work needs to be done on this list by 
breaking them into DM, XM and DFF and in the size ranges 3-12,14-24,30-48. My thought is to 
postpone the development of the DP in Korea since there is no domestic producer of Trim Tyton and the 
relative complexity of this item will delay the rest of the items. 

For purpose of discussions, I broke the tentative list into 250 patterns in 12 and under and 150 patterns 
in 14 and above. To save costs, \Ale can make most of the 1411 plus range patterns in \A/ood and the 1211 
and below in Aluminum. We showed drawings of our range and asked 2 pattern shops to estimate the 
time to make the 200 metal patterns. They said they could start delivering the first set of metal patterns 
25 days after receiving the drawings in 3D-CAD. Though they can work with CAD, they would prefer 3D
CAD for ease of use. They can compiete the 200 metai patterns in 2 months. 

The wooden patterns take about half the time needed to make a metal pattern. These would be made 
by VB Kim and he said he could have all the 200 patterns done within the same 2 months time frame. 

We can receive a quote on the cost of the patterns within 4 days of sending the drawings. The tooling 
cost would be for patterns and core boxes. 

ENGG needs to review the final item list of items and indicate which patterns need to be made in metal 
and which in wood. Also it tTlay be possible to save costs by having an itetTl made with a tTletal pattern 
but the core made from a wooden core box. Certain patterns like offsets, though in the 12" and under 
range will need to be made in RS and may not need a metal pattern. 

We had detailed discussion with KCIP at a second meeting. It was led by Mr. TH Kim (MD) who is the son 
of the Chairman. THK is heading their export division, speaks English well and is quite different from his 
father. He seems very keen to develop a business relationship with SIGMA and start exports to the US. 
The KelP engineers had made detailed list of items that they wanted to produce~ They wanted to make 
fittings the 3-12 and the 30-48 ranges and they had no capacity in the medium size RS line. In the ranges 
they had selected, they did not "vant to make certain configurations !ike 90 deg bends. VVe told them 
that they needed to make all the ftgs in a range and THK agreed to invest in the flasks and match plates 
required to supply aii the cunfiguratiuns. 'vVe suppiied thern sorne drawings uf 90 deg bends, tees and 
crosses which can be used by them to prepare quotations. 

They will make the castings and SYC will arrange for the machining, cement lining and painting as well as 
export packing and exports. We explained our system to adjust for exchange rate changes using month 
end exchange rates after the change exceeds more than 3% in either direction. Like all exporters, they 
are nervous about the exchange rate since they believe that the Korean Won is going to get stronger 
from the current 1260 to between 1100 and 1150 by next year. ! also said that we don't make automatic 
adjustment for raw material costs but will do so if the situation warrants. 

We explained our MTR and SCM systems and they agreed to cooperate on both. 

We have a clear plan in Korea which will be supported by KCIP and SLC to make ftgs from 3 thru 48 size 
range. A starting plan of 100MT in the 3 thru 12 and 100MT in the 14 thru 48 range can be easily 
accommodated. In fact we can bump up the 3 thru 12 to 150MT per month and the 14 thru 48 to 150MT 
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With the heip of our PiP and OEivi team, we had prepared a tentative iist of 342 smaii fittings (3-16), 94 
medium fittings (18 - 24) and 66 large fittings (30 - 48). Further work needs to be done on this list by 
breaking them into DM, XM and DFF and in the size ranges 3-12,14-24,30-48. My thought is to 
postpone the development of the DP in Korea since there is no domestic producer of Trim Tyton and the 
relative complexity of this item will delay the rest of the items. 

For purpose of discussions, I broke the tentative list into 250 patterns in 12 and under and 150 patterns 
in 14 and above. To save costs, \Ale can make most of the 1411 plus range patterns in \A/ood and the 1211 
and below in Aluminum. We showed drawings of our range and asked 2 pattern shops to estimate the 
time to make the 200 metal patterns. They said they could start delivering the first set of metal patterns 
25 days after receiving the drawings in 3D-CAD. Though they can work with CAD, they would prefer 3D
CAD for ease of use. They can compiete the 200 metai patterns in 2 months. 

The wooden patterns take about half the time needed to make a metal pattern. These would be made 
by VB Kim and he said he could have all the 200 patterns done within the same 2 months time frame. 

We can receive a quote on the cost of the patterns within 4 days of sending the drawings. The tooling 
cost would be for patterns and core boxes. 

ENGG needs to review the final item list of items and indicate which patterns need to be made in metal 
and which in wood. Also it tTlay be possible to save costs by having an itetTl made with a tTletal pattern 
but the core made from a wooden core box. Certain patterns like offsets, though in the 12" and under 
range will need to be made in RS and may not need a metal pattern. 

We had detailed discussion with KCIP at a second meeting. It was led by Mr. TH Kim (MD) who is the son 
of the Chairman. THK is heading their export division, speaks English well and is quite different from his 
father. He seems very keen to develop a business relationship with SIGMA and start exports to the US. 
The KelP engineers had made detailed list of items that they wanted to produce~ They wanted to make 
fittings the 3-12 and the 30-48 ranges and they had no capacity in the medium size RS line. In the ranges 
they had selected, they did not "vant to make certain configurations !ike 90 deg bends. VVe told them 
that they needed to make all the ftgs in a range and THK agreed to invest in the flasks and match plates 
required to supply aii the cunfiguratiuns. 'vVe suppiied thern sorne drawings uf 90 deg bends, tees and 
crosses which can be used by them to prepare quotations. 

They will make the castings and SYC will arrange for the machining, cement lining and painting as well as 
export packing and exports. We explained our system to adjust for exchange rate changes using month 
end exchange rates after the change exceeds more than 3% in either direction. Like all exporters, they 
are nervous about the exchange rate since they believe that the Korean Won is going to get stronger 
from the current 1260 to between 1100 and 1150 by next year. ! also said that we don't make automatic 
adjustment for raw material costs but will do so if the situation warrants. 

We explained our MTR and SCM systems and they agreed to cooperate on both. 

We have a clear plan in Korea which will be supported by KCIP and SLC to make ftgs from 3 thru 48 size 
range. A starting plan of 100MT in the 3 thru 12 and 100MT in the 14 thru 48 range can be easily 
accommodated. In fact we can bump up the 3 thru 12 to 150MT per month and the 14 thru 48 to 150MT 
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with ease. Ftgs can start being shipped 60 days from when we take the decision and we can have the 
compiete range of 400 patterns ready for production in August 2009. 

Our plan of action for Korea: 

1. Plan to make the 3-12 at KCIP or HJ; 14-24 at SLC or MC; and 30-48 in KCIP. 

2. Prepare a pattern list indicating which patterns and core boxes will be in metal and which in 
wood. 

3. f\/!ake a PPP based on usage and urgent (lD Il items needed to qualify for . .l!...RR.t!.. projects. 

4. Have 3D-CAD versions of all dwgs in the PPP ready to send the pattern makers. 
5. Get quotes from pattern makers and decide on production of tooling. 
6. Wait for pricing from KCIP and SLC. 

7. HJ and Me can get rid of their exciusive agreement with Star. 
8. We already have the pricing from HJ and MC to Star and same can be offered to us. 
9. Send SYC the list of ports where we will import so they can obtain their best rates locally in 

Korea. 
10. Negotiate the best contract rate from Busan, Korea to all our inward ports with shipping lines, 

based on 175 entrs. 
11. Send NSF 61 paint to Korea. 
12. Get UL/F!'\~/NSF 61 approvals for Ke!p and NSF61 for SLC. 

'vVe did not discuss in great detail about our plans to make OneLoks in Korea. 'vVe can plan to have the 
SLDE/SLCE bodies made in Korea and have them import the break-off bolts and wedges from SFT, and 
assemble them for export to us. We should cost out two options - produce ALL our small size 
requirements in a high volume machine like a DISA and see what the unit cost of a SLDE/SLCE will be; 
and produce what is needed to supply ARRA projects (say 10 to 15%of small size) and find the unit cost 
for the lower production; and cost the 14 thru 48 range using RS process. 

Just a footnote, that ftgs and restraints from Korea will attract a duty rate - similar to China~ 

Rgdsj 

Siddh"rth t::>h"tt"ch"~i 
SIGMA Corporation 
700 Goldman Drive 
Cream Ridge, NJ 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sb1@sigmaco.com 
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To SIGMA BOD 

From: Siddharth 

Re: Updote on BA restrictions in ARRA ond SRF funds 

Date: 4/9/09 

This is an update on the Buy American issues related to the ARRA and SRF funding after review of the 

OMB guidelines for ARRA grant money and the FAR guidelines for ARRA (non-grant) money which have 

been posted in diaft fOim fOi comments. 

The wording of the SA restriction on foreign products covers all the products that we import and sell. 

The exception to foreign products that can be purchased to be consistent with US government's 

international agreements will apply to us in a limited manner to pipe fittings imported from Mexico. 

We will be allowed to claim national status for fittings produced and imported from Mexico on account 

of it being a NAFTA country. Hm,vever this national status is only recognized 'Nhen the purchaser is the 

Federal Government and certain select Federal level organizations like the Tennessee Valley Authority, 

etc. FAR procedures gives national status for purchase of Mexico produced products in any contract 

worth more than $8.8MM . We estimate that the amount of ARRA money spent at the Federal level will 

be insignificant. 

The bulk of the ARRA funds to be spent on water and sewer infrastructure is by way of grants to states. 

These are grants like the State Revolving Funds (SRF). Here none of the ARRA grant money can be spent 

on foreign made products - including those produced in Mexico. 

We had detailed discussions with Jim Smith of SDA and with White & Case and though each cautioned 

that the situation is very fluid as various issues are being clarified and the administration may be doing 

some on course adjustments as they react to comments, but the most accurate interpretation of the 

laws and the wording as they exist is as stated earlier in this note. 

This is a very serious and unexpected handicap and the problem will only get worse as our distributors 

will align themselves with Mc Wane (the sole domestic fittings supplier) to retain their ability bid on the 

domestic only jobs. In the piOCeSS of this alignment, "vve may lose a pOition of the maiket that is not 

restricted to domestic simply because Mc Wane will demand a larger share of the business. Already Mc 

Wane and domestic suppliers of pipe restraints have started sending out "informational" letters to 

distributors which can be seen as stoking fear and unease about using imported products. 

\AJh!!e v·!e cannot predict ho\.Aj much of the .L!...RR..o.. money \AI!!! actually get spent of fittings in 2.009 (and by 

all accounts it may be small), the impact will be greater in 2010 and a successful strategy to enforce the 

BA will embolden the domestic supplier to move more forcefully into the rest of the market that has no 

domestic preference at present. 
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To SIGMA BOD 

From: Siddharth 

Re: Updote on BA restrictions in ARRA ond SRF funds 

Date: 4/9/09 

This is an update on the Buy American issues related to the ARRA and SRF funding after review of the 

OMB guidelines for ARRA grant money and the FAR guidelines for ARRA (non-grant) money which have 

been posted in diaft fOim fOi comments. 

The wording of the SA restriction on foreign products covers all the products that we import and sell. 

The exception to foreign products that can be purchased to be consistent with US government's 

international agreements will apply to us in a limited manner to pipe fittings imported from Mexico. 

We will be allowed to claim national status for fittings produced and imported from Mexico on account 

of it being a NAFTA country. Hm,vever this national status is only recognized 'Nhen the purchaser is the 

Federal Government and certain select Federal level organizations like the Tennessee Valley Authority, 

etc. FAR procedures gives national status for purchase of Mexico produced products in any contract 

worth more than $8.8MM . We estimate that the amount of ARRA money spent at the Federal level will 

be insignificant. 

The bulk of the ARRA funds to be spent on water and sewer infrastructure is by way of grants to states. 

These are grants like the State Revolving Funds (SRF). Here none of the ARRA grant money can be spent 

on foreign made products - including those produced in Mexico. 

We had detailed discussions with Jim Smith of SDA and with White & Case and though each cautioned 

that the situation is very fluid as various issues are being clarified and the administration may be doing 

some on course adjustments as they react to comments, but the most accurate interpretation of the 

laws and the wording as they exist is as stated earlier in this note. 

This is a very serious and unexpected handicap and the problem will only get worse as our distributors 

will align themselves with Mc Wane (the sole domestic fittings supplier) to retain their ability bid on the 

domestic only jobs. In the piOCeSS of this alignment, "vve may lose a pOition of the maiket that is not 

restricted to domestic simply because Mc Wane will demand a larger share of the business. Already Mc 

Wane and domestic suppliers of pipe restraints have started sending out "informational" letters to 

distributors which can be seen as stoking fear and unease about using imported products. 

\AJh!!e v·!e cannot predict ho\.Aj much of the .L!...RR..o.. money \AI!!! actually get spent of fittings in 2.009 (and by 

all accounts it may be small), the impact will be greater in 2010 and a successful strategy to enforce the 

BA will embolden the domestic supplier to move more forcefully into the rest of the market that has no 

domestic preference at present. 
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l:SIGMA Your Fitting Choice, .. 

September 23, 2009 
To: SST 

Re: "'lcl.n,l -- (I practiclil optionfm' Btl (Buy America) requil'mnents 

As mentioned in the 'back ground" memo, we present a 'Q & A' section below - with 12 oj your likely 
conunon queries. yVe are sure you would have others l..uhich Lue tuill be glad to field and respond thru 
Regional team conjerence calls, in the coming days - so as to have the entire SIGMA team on the 
same page, to implement this unprecedented and strategic arrangement with j'vlcvyune, our primary 
competitor, in a smooth and mutually beneficial manner ... 

1. lVhy is this 'buy-sell' arrangement structured as a ]Uaster nistributor rlgree:ment? 
How is a SST m.ember to approach it? 

In the end, both McWane and SIGMA are direct competitors in the same market piace and apart form 
the understandable distance and difference of culture and philosophy between us, there are real legal 
limitations that apply when exercising an lVlDA of this nature. So, some of the provisions of this lVlDA 
are required more by the need for McWane to comply "cith certain conditions to avoid any hint of 
violation of our respective Anti-Trust conduct. As such, being recognized a Master Distributor for their 
proprietary brand of products was the only feasible route to manage this arrangement, while protecting 
their interests and those of their loyal customers as well. So, it's important not to misconstrue any of the 
terms ofthis MDA as 'arroganf as many of us tend to be quick to paintthem with! 

As you would agree when you review the separate 'Background' memo and these inputs here, this 
MDA is SIGilIA's interest and therefore, we request each oj you to respect it with a high level oj 
understanding, a mature and businesslike attitude and a sincere professional approach in accepting it 
as nothing more than just one more convenient product availability, to help STGMA serve our 
customers better to meet a small and limited need. Equally, it is important to set aside our subjectivity 
-- negativitzJ in some cases -- and certainly the emotions that we often tend to apply at the mere 
mention of ~)JcWane' as it is totally unwarranted and unhelpful. Our intent of this narrative is not to 
ask you to develop any special sentiment or 'affection'jor McWane, but simply the respect and civility 
that we are expected to extend to anyone in our industry -- whether we agree with, or even like them 
or not and ifwe compete with them or not. Equally, let us notjorget that they too set aside their own 
mistrust oj us as an aggressive competitor who has grown largely at their expense over the past 25 
years and an understandable opportzmitzJ to hurt us by seeking outright some oj the business we now 
enjoy., leveraging their jairly advantageous BA position. They seem to have considered it as a 
strategic step jor them and the industry and we would be best served if we respond as well... 

Simply put, this MDA is a result of the will and trust between two independent suppliers, who happen 
to be competitors, setting aside their differences and self-interests and finding a way to help each other 
and hence the industry, which can then help all of us ... 

Su, let's take a mument tu express appreciatiun tu McWane jur their respect and trust uj SiGAlA and 
u'ith a touch of humilitJd, reciprocate the same ... 

2~ Does Tyler/Union dOnlcstic Fittings OnllJ fin~ the JLU~1L4/BA. 
jobs? Do we have access to entire l1'hat is their rang'e;' 

Nu, under this MDA, SIGMA is free tu purchase dumestic AWWA Fittings form Tyler/Uniun fur any 
and all jobs, 1,vithout being limited to just i~ .. RRA!Bi~ .. and hence, Vle can supp1y any domestic 
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Regional team conjerence calls, in the coming days - so as to have the entire SIGMA team on the 
same page, to implement this unprecedented and strategic arrangement with j'vlcvyune, our primary 
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are required more by the need for McWane to comply "cith certain conditions to avoid any hint of 
violation of our respective Anti-Trust conduct. As such, being recognized a Master Distributor for their 
proprietary brand of products was the only feasible route to manage this arrangement, while protecting 
their interests and those of their loyal customers as well. So, it's important not to misconstrue any of the 
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and hence the industry, which can then help all of us ... 

Su, let's take a mument tu express appreciatiun tu McWane jur their respect and trust uj SiGAlA and 
u'ith a touch of humilitJd, reciprocate the same ... 
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[Field Page] 
requirements of our customers, including where the specs called for domestic Fittings 
even before and outside of ARRA, though our intent was primarily to meet the ARRA need, when we 
first approached 

Tyler. So, while it may come as a surprise to many - but yes, as per the spirit and scope of this 
agreement, we can vie for any domestic Fittings business, as long as we respect other terms of the MDA, 
especially the pricing, rebate and the exclusive choice of Tyler/Union/Clow brand for domestic Fittings 
by the customers we seii, as explained later. As such, this MDA can transcend the ARRA phase, which is 
expected to last only till about late 2010 ... 

That said, we expect to use this MDA largely to meet our needs for the ARRA/BA needs, as most 
customers who currently approach Tyler/Union for their non-ARRA domestic needs, may continue to 
do so or prefer to do so. 

Yes, we have access to the entire domestic range of rittings with Tyler/Union and Clow brand, as some 
larger size items and special configurations are produced only by Clow. As we are aware, while 
Tyler/Union has almosL a [ull range form 3" Lo 24" in all Lypes, Lheir 30" - 36" range is spolly (30" is 
much better than 36") and of course, till now, they did not produce any 42" - 48" Fittings. That said, 
Tyler/Union has embarked on an ambitious expansion of their range - adding the few items they had 
holes for up to 24", gradually increasing their 30" and 36" range and now undertaken the 42" - 48" 
range as well, though the latter is said to be produced outside the Tyler/Union/Clow production 
facilities. 

We plan to obtain complete information as to their active range currently available to map with the 
SIGMA range, with availability schedule for the new additions up to 48". 

When we refer to the 'l'yler/Union domestic Fittings. the applicable Accessories are also included. 

3. Is SIG1YlA free to sell these Tyler/Union domestic Fittings to !JI!!!. cU.<;tomers? Are 
Tyler/Union's 'loyal' or 'regular' cusfom.ers allowed to purchase the Tyler/Union 
1I0m.esl;c Finings 1h"11 NIGi!lfA?{fs(l. hnw willihey he i'Ym'm.ed hy Tyler/Union? 

Yes and Yes! Tyler/Union have thought thru this entire MDA plan over a long period of time" 
deliherated with their sales and management team and conduded that it is in their hest strategic 
interest to extend access to their domestic range to SIGMA thru this MDA and p1an to inform a11 the 
cusLomers - 'Lheir' loyal cusLomers or noL - Lhru a I-page IdLer, which may have been done mid-day 
September 22, 2009. This letter as attached, mostly spells out some of their new policies for sale of their 
domestic Fittings effective October 1, 2009 and simply but clearly confirms that 'these products will 
noto be available thru SIGZ\L4 .. .'.Of course, our 2-page letter ,"!hich too has no,,,! been circulated to 
customers, as per my update 9/22, explains our rationale for the MDA, as it's best for us to explain 
more and l\1c\A/ane less! l-Ve simply have more to explain ... 

4$ IJoes this }l-11JLl agreen:cnt aUau) us to ~rnal~c an,y rnoncy':) lVhai a're thc ~b:,.q;~selr 
lerms of Ihe "'tUM? 

Answer is again, Yes! This MDA is purely a 'Buy-Sell' Agreement, wherein we get 20% discount off the 
prevalent pricing set by 1Jrler for their domestic D'ittings, form time to time, VvThich as of novv has been at 
the published multipliers of 0-4:3 up to 12", 0.53 for 14" to 24" and 0.65 for 30" to 48". (The multiplier 
for the 30"-48" range may change as T-yler/Union reviews the cost of their new additions. Besides, SOlUe 
items are produced in Clow which are more expensive at may be priced @ {l.oS.Under the terms of the 
l'vfDA, we are expected to adhere to this pricing~ as close as we can get and though Lue have a slight 
flexibility, it's best that we quote the Tyler's domestic multipliers and not waver form them. 

Our discount form Tyler/Union which forms our GM (Gross Margin) for the BA business, is fixed at 
20':1) for the entire range of domestic Fittings. HOV\Tever, as TYler has currentlY in place a VR rvolume 
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requirements of our customers, including where the specs called for domestic Fittings 
even before and outside of ARRA, though our intent was primarily to meet the ARRA need, when we 
first approached 

Tyler. So, while it may come as a surprise to many - but yes, as per the spirit and scope of this 
agreement, we can vie for any domestic Fittings business, as long as we respect other terms of the MDA, 
especially the pricing, rebate and the exclusive choice of Tyler/Union/Clow brand for domestic Fittings 
by the customers we seii, as explained later. As such, this MDA can transcend the ARRA phase, which is 
expected to last only till about late 2010 ... 

That said, we expect to use this MDA largely to meet our needs for the ARRA/BA needs, as most 
customers who currently approach Tyler/Union for their non-ARRA domestic needs, may continue to 
do so or prefer to do so. 

Yes, we have access to the entire domestic range of rittings with Tyler/Union and Clow brand, as some 
larger size items and special configurations are produced only by Clow. As we are aware, while 
Tyler/Union has almosL a [ull range form 3" Lo 24" in all Lypes, Lheir 30" - 36" range is spolly (30" is 
much better than 36") and of course, till now, they did not produce any 42" - 48" Fittings. That said, 
Tyler/Union has embarked on an ambitious expansion of their range - adding the few items they had 
holes for up to 24", gradually increasing their 30" and 36" range and now undertaken the 42" - 48" 
range as well, though the latter is said to be produced outside the Tyler/Union/Clow production 
facilities. 

We plan to obtain complete information as to their active range currently available to map with the 
SIGMA range, with availability schedule for the new additions up to 48". 

When we refer to the 'l'yler/Union domestic Fittings. the applicable Accessories are also included. 

to sell these Tuler/Union dm:nestic to anu ctL.<;tmllers? Are 3. Is SIG1YlA 
Tyler/Union's 
dcnllestie {..,"in"ings 

or 'regular,'clisfotners allowed to ---the 
NIGi!lfA? hnw willihey he in.101',"".ed hy ... "",.,., 

Yes and Yes! Tyler/Union have thought thru this entire MDA plan over a long period of time" 
deliherated with their sales and management team and conduded that it is in their hest strategic 
interest to extend access to their domestic range to SIGMA thru this MDA and p1an to inform a11 the 
cusLomers - 'Lheir' loyal cusLomers or noL - Lhru a I-page IdLer, which may have been done mid-day 
September 22, 2009. This letter as attached, mostly spells out some of their new policies for sale of their 
domestic Fittings effective October 1, 2009 and simply but clearly confirms that 'these products will 
noto be available thru SIGZ\L4 .. .'.Of course, our 2-page letter ,"!hich too has no,,,! been circulated to 
customers, as per my update 9/22, explains our rationale for the MDA, as it's best for us to explain 
more and l\1c\A/ane less! l-Ve simply have more to explain ... 

Answer is again, Yes! This MDA is purely a 'Buy-Sell' Agreement, wherein we get 20% discount off the 
prevalent pricing set by 1Jrler for their domestic D'ittings, form time to time, VvThich as of novv has been at 
the published multipliers of 0-4:3 up to 12", 0.53 for 14" to 24" and 0.65 for 30" to 48". (The multiplier 
for the 30"-48" range may change as T-yler/Union reviews the cost of their new additions. Besides, some 
items are produced in Clow which are more expensive at may be priced @ {l.oS.Under the terms of the 
l'vfDA, we are expected to adhere to this pricing~ as close as we can get and though Lue have a slight 
flexibility, it's best that we quote the Tyler's domestic multipliers and not waver form them. 

Our discount form Tyler/Union which forms our GM (Gross Margin) for the BA business, is fixed at 
20':1) for the entire range of domestic Fittings. HOV\Tever, as TYler has currentlY in place a VR rvolume 
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Rebate) plan for most of their customers for the domestic Fittings too, SIGMA is expected 
to fol1ow this VR plan too - of conrse, to be competitive with onr cnstomers we sel1 the Tyler/Union 
domestic Fittings to, since Tyler/Union has had these VR incentives for all customers for 09. For 09, 
this VR is on an average of 8:70 for any customer with annual Sales of over $200,000 in domestic 
Fittings, by each 

location. As such, for the rest of 09, we too are obliged to offer the same VR incentive of 8% for all 
customers who wouid purchase over $200,000/per year of domestic Fittings. (We may have to set a 
realistic target of say $25,000 for the remaining part of the year, which may be any customer with any 
order for the domestic Fittings, as the these are highiy priced! Piease note that the V R pians form 
Tyler"! union differ widely for domestic and their blended domestic sales - with the incentives likely in 
the 18% range for the blended, to keep up with Star/SIGMA, while for the domestic Fittings, it is said to 
be mostly 8%, though there may be a few special programs at 10%. 

As such, we need to be extremely careful, to make sure that we specify that the maximum VR for the 
domestic Fittings we supply to any of our customers will be 8~o and it's important to explicitly 
mention so, to avoid the costly error of applying the much higher VR for the import Fillings to the 
domestic Fittings too! Equally, it is possible that Tyler/Union may lower the VR% for domestic 
Fittings for 2010, as they have been reported to have begun a drive to lower the VR expense, on the 
whole - a highly welcome trend whose time has long come! 

So, starting with a 20% GM, we will have a VR expense of 8% and with some additional variable 
expenses sllch as freighl and cash discollnls, we expecl Ollr lolal DOE (Direcl Opera ling Expenses) for 
the BA business under this MDA to be about 12% leaving us a net contribution of about 8% form the BA 
business. While this is certainly a lot lower than our average contribution form our Core business, 
which currently ranges form 9% to 16% depending on the region -- with a net of about 13% for all of 
SIGMA -- this MJ)A would at least enable us to meet our BA requirements for our customers and make 
a respectable net margin form it - withont the considerable investment in the Capital EXJ1enditnre that 
would have been required to develop the expensive new tooling, production infra-structure and 
extensive inventories as we need to for our Core business, as we can almost purchase on an 'as needed' 
basis, with only minimal stocks to be able to service our customers efficiently ... 

On the domestic_Accessories j loe understand that Tyler/Union o.tfers almost 1VO Rebates and as such j 

we too can exclude the domestic Accessories form any rebates when we sell the domestic range or 
offer a minimal 2% or so. Thus,for the Accessories, lve can improve our net GIV!s! 

5~ J!'Y"e they"e !U-ty special ts!rings altacnefr to this JVIIJA.forrn. :nJ!'~r,n!n:w,n!' Mlhal i..~ the'ir 
r(ltion(llefor ther .. ? Ilow (Ire we to with "'''',«: 

Yes. There is one special condition Tyler/Union requires SIGMA to respect as we implement this MJ)A 
- vIe can offer the Tyler/Union brand domestic Fittings only to those customers \vho commit to fully or 
exclusively support the Tyler/Union/Claw brand, purchased directly fonn Tyler/Union or SIGMA. This 
is based on 2 primary factors. First is to respect the rather substantial investment Tyler/Union has 
already made and continues to make to develop and slLstain their capacity and capability to supply the 
customers vvith a fu11 range of domestic Fittings and Accessories. Second, to be fair to those customers 
who readily choose to be loyal to Tyler/Union and honor that commitment who may be harmed by 
inconside.rate customers vvho choose to 'play the field' and 'cherry pick' 1Jrler/Union for the uncommon 
items to complete the job while using a cheaper but narrow range domestic production form any 
supplier like Star, who is said to offer a vetj sluall range of dOlllestic range, presliluably at attractive 
discounts. 

It is very important for all at SIGMA to understand the seriousness of this requirement, accept and 
respect it und prumote it und implement it with u sense uf cunviction un mural grounds, ruther than 
merely as aforced conditionform Tyler/Union. As stressed in our customer letter, we should patiently 
explain this rationale to our customers and appeal to them to accept it as afair and right thing to do, 

SIG - 0009762 
Confidential 
FO!A Exempt 

CX 0089-003

PUBLIC

[Field Page] 
Rebate) plan for most of their customers for the domestic Fittings too, SIGMA is expected 
to fol1ow this VR plan too - of conrse, to be competitive with onr cnstomers we sel1 the Tyler/Union 
domestic Fittings to, since Tyler/Union has had these VR incentives for all customers for 09. For 09, 
this VR is on an average of 8:70 for any customer with annual Sales of over $200,000 in domestic 
Fittings, by each 

location. As such, for the rest of 09, we too are obliged to offer the same VR incentive of 8% for all 
customers who wouid purchase over $200,000/per year of domestic Fittings. (We may have to set a 
realistic target of say $25,000 for the remaining part of the year, which may be any customer with any 
order for the domestic Fittings, as the these are highiy priced! Piease note that the V R pians form 
Tyler"! union differ widely for domestic and their blended domestic sales - with the incentives likely in 
the 18% range for the blended, to keep up with Star/SIGMA, while for the domestic Fittings, it is said to 
be mostly 8%, though there may be a few special programs at 10%. 

As such, we need to be extremely careful, to make sure that we specify that the maximum VR for the 
domestic Fittings we supply to any of our customers will be 8~o and it's important to explicitly 
mention so, to avoid the costly error of applying the much higher VR for the import Fillings to the 
domestic Fittings too! Equally, it is possible that Tyler/Union may lower the VR% for domestic 
Fittings for 2010, as they have been reported to have begun a drive to lower the VR expense, on the 
whole - a highly welcome trend whose time has long come! 

So, starting with a 20% GM, we will have a VR expense of 8% and with some additional variable 
expenses sllch as [reighl and cash discollnls, we expecl Ollr lolal DOE (Direcl Opera ling Expenses) [or 
the BA business under this MDA to be about 12% leaving us a net contribution o(about 8% form the BA 
business. While this is certainly a lot lower than our average contribution form our Core business, 
which currently ranges form 9% to 16% depending on the region -- with a net of about 13% for all of 
SIGMA -- this MJ)A would at least enable us to meet our BA reauirements for our customers and make 
a respectable net margin form it - with ant the considerable inv;stment in the Capital EXJ1enditnre that 
would have been reauired to develou the exuensive new tooling:. uroduction infra-structure and 
extensive inventories ~s we need to for'our Core'business, as we can~~I~ost purchase on an 'as needed' 
basis, with only minimal stocks to be able to service our customers efficiently ... 

On the domestic_Accessories j loe understand that Tyler/Union o.tfers almost 1VO Rebates and as such j 

we too can exclude the domestic Accessories form any rebates when we sell the domestic range or 
offer a minimal 2% or so. Thus,for the Accessories, lve can improve our net GIV!s! 

Ilow are we to with thelm.? 

Yes. There is one special condition Tyler/Union requires SIGMA to respect as we implement this MJ)A 
- vIe can offer the Tyler/Union brand domestic Fittings only to those customers \vho commit to fully or 
exclusively support the Tyler/Union/Clow brand, purchased directly fonn Tyler/Union or SIGMA. This 
is based on 2 primary factors. First is to respect the rather substantial investment Tyler/Union has 
already made and continues to make to develop and slLstain their capacity and capability to supply the 
customers vvith a fu11 range of domestic Fittings and Accessories. Second, to be fair to those customers 
who readily choose to be loyal to Tyler/Union and honor that commitment who may be harmed by 
inconsiderate customers vvho choose to 'play the field' and 'cherry pick' 1Jrler/Union for the uncommon 
items to complete the job while using a cheaper but narrow range domestic production form any 
supplier like Star, who is said to offer a vetj small range of domestic range, presumably at attractive 
discounts. 

It is very important for all at SIGMA to understand the seriousness of this requirement, accept and 
respect it and prumute it and implement it with a sense uf cunvictiun un mural gruunds, rather than 
merely as aforced conditionform Tyler/Union. As stressed in our customer letter, we should patiently 
explain this rationale to our customers and appeal to them to accept it as afair and right thing to do, 
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rather than exploit Tyler/Union to support an opportunistic new supplier like Star who 
may only invest a modest amount to set up a partial range ... 

un the other hana, 11 a customer chooses to accept Star as tneir exclusive source for all domestic 
Fittings, we need to respect it as their choice. But, we just can not let them manipulate one against the 
other and hurt those customers who willingly choose to support Tyler/Union exclusively. 

(), VVhat (Ire the COT!.'iiequences of a cu.stmncr's failure to fully support Tyler/Unionfor 
their domestic Piitir/o,;; 

If a customer violates this exclusive covenant for domestic Fittings, they may lose any unpaid rebates 
for just the volume of domestic fittings and also may not be able to access any domestic Fittings form 
Tyler/Union, even thru SIGMA, for a period oftime like 12 weeks. Again, it is only fair that Tyler/Union 
and SIGMA make sure that the customers who respect this simple and fair request are rewarded and 
those who cheat or violate it aren't! 

Besides, if Tyler/Union concludes form Lheir markeL response LhaL SIGMA is incapable of exercising 
proper discipline and promotion of this simple and reasonable requirement, they may be forced to 
cancel the MDA and it will be a big blow to SIGMA. However, they are committed to the spirit of MDA 
and they have channeled serious thought and deliberation to arrive at this MDA and hence, will not 
simply look for ways to cancel it. Their primary intent and concern is to make this MDA a 'win-win-win' 
option - for themselves, SIGMA and their loyal customers. Tyler/Union in fact has acknowledged 
SIGMA's 'poLenL' sales power - wiLh many more 'feeL on the ground' and expecLs us Lo moniLor and 
manage the market in a prudent and effective manner ... 

7. Can we get SIGMA braruled (lomestic Fittings produce(l by Tyler/Union? ifnot, why 
not? 

We are not in a position to get 'private label' seJ"\~ce under this MDA and as such we will be supplying 
the Tyler/Union/Clow brand Fittings. This issue was not a matter of 'negotiation' nor inflexibility on 
the p:1rt of Tyler/Union, as it W:1S :1 pr:1ctic:1l prodlLction issue. Since Wf' are not in :1 position to pl:1ce 
advanced orders ,,~th substantial volume per each line item to be produced and stocked by us, it was 
impractical and uneconomical for Tyler/Union to produce our orders fresh and that too with our label. 
Besides, Tyler is known to carry a hnge Inventory of domestic cittings - resnlting form the consistent 
imbalance in their unrealistic sales forecasts and their commitment to their production capacity, ,,,,,;th 
liLLIe J1exibiliLy Lo reduce the ouLpuL, over the pasL several years. So, Lhey are in a posiLion Lo readily ship 
most of our requirements up to 30" right form their huge stocks. (T.his imbalance lVas partly addressed 
when McWane closed all production of A WW Afittings in their Tyler, TX plantform September oB. So 
most of their Cl1rrent domestic production is done at [Inion found'FIJ in -,--1L and a small volume 
especially in the 30"-36" range in their Clow plant in OH.) 

8, Can SIOlVfA really selling Tyler/lInion brand domestic Fittings? f,Vhy would 
any <-"uston:ers !Jl:,y T":Jler/lTnion don:estic J?ittingsaforrn SIG.1l-1jl:) 

It is important to nnderstand the primary goal of this 1\1DA - to help SIGl\1A serv'lce onr loyal 
customers, many of whom prefer to purchase as many of their Fittings and other products form SiGMA, 
including their needs for I3A/ ARRA -- and quite possibly for their occasional other non-ARRA domestic 
needs well - form SIGMA as well, on account of our well known service and our deep relationships. As 
1110st of the dOl11estic needs is to lueet the current special ARRAjBA jobs, in an efficient lUanner, vvith 
complete delivery and on time, all we need to make sure is we keep our customers competitive with any 
other cnstorners, ",.rho rnay be procuring these dornestic Fittings direct1y forrn iy1erjUnion, ",.rithont our 
customers having to pay a premium to get this special service. This MIlA allows us to do just that! 

It's a myth some of our SST carry that 'how can we sell anything to any customers if we do not have a 
lOLver price than 1\ticWane?' T'nis is a wrong and harmful assumption and can hurt the spirit of the 
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rather than exploit Tyler/Union to support an opportunistic new supplier like Star who 
may only invest a modest amount to set up a partial range ... 

un the other hana, 11 a customer chooses to accept Star as tneir exclusive source for all domestic 
Fittings, we need to respect it as their choice. But, we just can not let them manipulate one against the 
other and hurt those customers who willingly choose to support Tyler/Union exclusively. 

(), VVhat (Ire the COT!.'iiequences of a cu.stmncr's failure to fully support Tyler/Unionfor 
their domestic "'H"n.~",J 

If a customer violates this exclusive covenant for domestic Fittings, they may lose any unpaid rebates 
for just the volume of domestic fittings and also may not be able to access any domestic Fittings form 
Tyler/Union, even thru SIGMA, for a period oftime like 12 weeks. Again, it is only fair that Tyler/Union 
and SIGMA make sure that the customers who respect this simple and fair request are rewarded and 
those who cheat or violate it aren't! 

Besides, if Tyler/Union concludes form Lheir markeL response LhaL SIGMA is incapable of exercising 
proper discipline and promotion of this simple and reasonable requirement, they may be forced to 
cancel the MDA and it will be a big blow to SIGMA. However, they are committed to the spirit of MDA 
and they have channeled serious thought and deliberation to arrive at this MDA and hence, will not 
simply look for ways to cancel it. Their primary intent and concern is to make this MDA a 'win-win-win' 
option - for themselves, SIGMA and their loyal customers. Tyler/Union in fact has acknowledged 
SIGMA's 'poLenL' sales power - wiLh many more 'feeL on the ground' and expecLs us Lo moniLor and 
manage the market in a 'prudent and effecti"ve manner... - . 

7. Can we get SIGMA braruled (lomestic F"ftl,nn!< tyro,cruce,,, by Tyler/Union? ifnot, 
not? 

We are not in a uosition to get 'urivate label' sen~ce under this MDA and as such we will be sllDUlving 
the Tyler/Union/Clow brand Fittings. This issue was not a matter of 'negotiation' nor inflexibility 0;; 
the p:1rt of Tyler/Union, as it W:1S :1 pr:1ctic:1l prodlLction issue. Since Wf' are not in :1 position to pl:1ce 
advanced orders ,,~th substantial volume per each line item to be produced and stocked by us, it was 
impractical and uneconomical for Tyler/Union to produce our orders fresh and that too with our label. 
Besides, Tyler is known to carry a hnge Inventory of domestic cittings - resnlting form the consistent 
imbalance in their unrealistic sales forecasts and their commitment to their production capacity, ,,,,,;th 
liLLIe J1exibiliLy Lo reduce the ouLpuL, over the pasL several years. So, Lhey are in a posiLion Lo readily ship 
most of our requirements up to 30" right form their huge stocks. (T.his imbalance lVas partly addressed 
when McWane closed all production of A WW Afittings in their Tyler, TX plantform September oB. So 
most of their Cl1rrent domestic production is done at [Inion found'FIJ in -,--1L and a small volume 
especially in the 30"-36" range in their Clow plant in OH.) 

8, Can SIOlVfA 1'e,01/1I would 

It is important to nnderstand the pnmary goal of this 1\1DA to help SIGl\1A serv'lce onr loyal 
customers, many of whom prefer to purchase as many of their Fittings and other products form SiGMA, 
including their needs for I3A/ ARRA -- and quite possibly for their occasional other non-ARRA domestic 
needs well - form SIGMA as well, on account of our well known service and our deep relationships. As 
most of the domestic needs is to meet the current special ARRAjBA jobs, in an efficient manner, vvith 
complete delivery and on time, all we need to make sure is we keep our customers competitive with any 
other cnstorners, "'lho rnay be procnring these dornestic Fittings direct1y forrn iy1er/Union, ",.rithont our 
customers having to pay a premium to get this special service. This MIlA allows us to do just that! 

It's a myth some of our SST carry that 'how can we sell anything to any customers if we do not have a 
lOLver price than 1\ticWane?' T'nis is a wrong and harmful assumption and can hurt the spirit of the 
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MDA. Larry and 1 have already checked with a few key customers as to their view of this 
A1DA arrangement with Tyler/Union and we have generally received positive response and many 
they even applaud liS for engineering such an unprecedented agreement with none other than 
1vlclill ane! 

This MDA faclllty is not intenueu to nelp us gain market share form IYler! umon by using their 
domestic Fittings to wrench business away form customers who are loyal to McWane, as it will be 
counter productive! For sure, we are free to offer this service to any customers who prefer to purchase 

the domestic fittings directly form McWane -- but, only if they choose to use the convenience of 
SIGMA's superior multi-point service with a broader product range, But, for most part, we have to use 
this MDA to service our loyal customers and hence protect and even grow our business form our 
traditional customers in our other products. 

So, we make a strong appeal to each of you to be astute and prudent in using this M DA facility in 
truly a professional and mutually beneficial manner. Most of all, we need to avoid being thoughtless 
or insensitive and appear 10 misuse Ihis access. 

9. Do we to car'1Jfnventmy of Tyler/Union domestic Fittings (lnd A,ccessories? if 
so where? ll'1w will cOOl'dinale this lI-'ID_4. and be able to pl'avide guidance an an 
onfloinfl basis? U'hen C(ln we start u."ing this lI-'lHAf(lcility? 

Though we do plan Lo carry cerLain invenLory of Lhe domesLic Fillings under Lhis MDA Lo faciliLaLe our 
service to our customers with the BA needs, we are not obliged to carry any specific level of inventory by 
Tyler/Union. All in all, we may carry a total inventory of about S500,000 of largely certain popular 
items and manage it through a careful coordination of our POs by ordering our additional needs almost 
on a back to back basis. Tyler / Union expects us to buy items in their bulk packaging - but, have assured 
us to work with us for any of reasonable needs. So, form that point of view, this business will not require 
a huge investment in inventory as we need for SIGMA products. 

For slIre, many Operational and Logistical details are yet to be worked out. But, for now, we would like 
to deputeCr3jgJidElllim as the Contact person in charge of this MDA, as he already has experience in 
working with the Tyler/Union team for the OEM needs that he has been managing. No doubt, our PIP 
team will manage all processing of PO's as they do with other nearly 'domestic' sources like Metalfit and 
other domestic purchases including AVH? per our Purchasing and Supp1y Chain system_ 

T.1-zis ~MD~4 is effective officially form October 1, 09. HOlvever, lve can start quoting for ARlt4 jobs 
effective immediately, as the customers have been already informed of this MDA, by both Tyler/Union 
and SIGZYL4 and so, let's get it going ... 

10~ H/'hat do u'c knf:1_l' pf thc plap,,-<-"i fin" dOl1lCStlC J11"oduction Sta:r? _,4.1"C thcy a big 
threat? Can in being a legitinwte supplier of Fittings? Flow 
{l're 'we to apF'roach then:.? lVh.at lvo-:..dd be to our 1\clIl/i 'lcrith T":Jler? 

'Ve knovv very little of Star's activities for domestic production l as they have succeeded in keeping a 
tight veil of secrecy over their domestic plans, as they are known to do for almost all their plans. My 
personal viev\! is that they jumped into the domestic production out of sheer fear of losing their fittings 
business to Tyler/Union, whom they assumed would be using the BA to leverage to get more of the non
dOluestic Fittings business. Besides, unlike SIGtviA, Star wouldn't have likely received a favorable 
response from Tyler/Union for a MDA as they are not known to nurture trusting industry relationships. 
It is likely that they V'r'i11 be snccessfnl in producing a sporadic range of dor-nestic Fittings using the few 
foundries in OK, OH etc they are knmvn to be working with - with modest success in being able to 
deliver a few small spef:ifif: joD1-:i. But, they are SlLre to face a long ge1-:itahon hme to f:omplete their 
domestic range as it's a time consuming and expensive process to tool up for even a respectable partial 
range V\Thieh in onr estimates amounted to over 800 items! 
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MDA. Larry and 1 have already checked with a few key customers as to their view of this 
A1DA arrangement with Tyler/Union and we have generally received positive response and many 
they even applaud liS for engineering such an unprecedented agreement with none other than 
1vlclill ane! 

This MDA faclllty is not intenueu to nelp us gain market share form Iyler; umon by using their 
domestic Fittings to wrench business away form customers who are loyal to McWane, as it will be 
counter productive! For sure, we are free to offer this service to any customers who prefer to purchase 

the domestic fittings directly form McWane -- but, only if they choose to use the convenience of 
SIGMA's superior multi-point service with a broader product range, But, for most part, we have to use 
this MDA to service our loyal customers and hence protect and even grow our business form our 
traditional customers in our other products. 

So, we make a strong appeal to each of you to be astute and prudent in using this M DA facility in 
truly a professional and mutually beneficial manner. Most of all, we need to avoid being thoughtless 
or insensitive and appear 10 misuse Ihis access. 

9. Do we to car''''!J donwstie P"++;-~~ (lnd A,ccessories? 
so where? ll'1w will cOOl'dinale this lI-'ID_4. and be able to guidance an an 
mCLfl,[nlr<fl basis? U'hen can we start this 

Though we do plan Lo carry cerLain invenLory of Lhe domesLic Fillings under Lhis MDA Lo faciliLaLe our 
service to our clLstomers with the BA needs, we are not obliged to carlY any specific level of inventory by 
Tyler/Union. All in all, we may carry a total inventory of about S500,000 of largely certain popular 
items and manage it through a careful coordination of our POs by ordering our additional needs almost 
on a back to back basis. Tvler; Union exuects us to buv items in their bulk uackaging - but. have assured 
us to work with us for any of ~easonabl; needs. So, fo~m that point of vieW: this business ~ll not require 
a huge investment in inventory as we need for SIGMA products. 

For sLlre, many Operational and Logistical details are yet to be worked OlLt. BlLt, for now, we wOlLld like 
to deputeCr3jgJidElllim as the Contact person in charge of this MDA, as he already has experience in 
working with the Tyler/Union team for the OEM needs that he has been managing. No doubt, our PIP 
team will manage all processing of PO's as they do with other nearly 'domestic' sources like Metalfit and 
other domestic purchases including AVH? per our Purchasing and Supp1y Chain system_ 

T.1-zis ~MD~4 is effective officially form October 1, 09. HOlvever, lve can start quoting for ARlt4 jobs 
effective immediately, as the customers have been already informed of this MDA, by both Tyler/Union 
and SIGZYL4 and so, let's get it going ... 

10~ H/'hat do u'c knf:1_l' pf thc 
threat? Can succeed 

'Ve knovv very little of Star's activities for domestic production l as they have succeeded in keeping a 
tight veil of secrecy over their domestic plans, as they are known to do for almost all their plans. My 
personal viev\! is that they jumped into the domestic production out of sheer fear of losing their fittings 
business to Tyler/Union, whom they assumed would be using the BA to leverage to get more of the non
domestic Fittings business. Besides, unlike SIGtviA, Star wouldn't have likely received a favorable 
response from Tyler/Union for a MDA as they are not known to nurture trusting industry relationships. 
It is likely that they V'r'i11 be snccessfnl in producing a sporadic range of dor-nestic Fittings using the few 
foundries in OK, OH etc they are knmvll to be working with - with modest success in being able to 
deliver a few small spef:ifif: joD1-:i. But, they are SlLre to faf:e a long ge1-:itahon hme to f:omplete their 
domestic range as it's a time consuming and expensive process to tool up for even a respectable partial 
range V\Thieh in onr estimates amounted to over 800 items! 
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it's our advice that we focus mainly on servicing our customers with their ARRA;BA needs as guided 
above, using the MDA to supply complete deliveries for the jobs on time. We need to stress these two 
criteria - as Star wiii not be able to comply with them for many jobs, despite their bold ciaims, designed 
to sustain their customers' interest and keep them form going to Tyler/Union. 

Let's also be disciplined and restrained not to use our MDA arrangement with Tyler/union as any way 
to 'corner' or harm Star. Of course, we must seii our new found strength to suppiy any ARRA jobs and 
use it gain more business. But, it will be un,,~se to aggressively target Star's business using MDA as a 

driver. These are very shOit term and unhelpful temptations and we need to be mature and professional 
in handling the entire MDA. 

It's likely that Star will try to exploit our MDA with Tyler in some convenient and self-serving ways, 
even with some low smear tactics they are known for in a stealthy way. While it is futile to respond to 
any gossip or mmor, we should address any serious and likely "'fang allegation by them head-on and as 
such, please repolt whaLever you may hear or see La be harmful La our sLaLure La our no Lice - by coming 
forward directly to the attention of Siddharth and/or me. 

We also urge each of you to be more communicative about market developments and especially 
competitive dynamics, thru ajrequent update to even the entire SST-ALL as we can all benefitfrom 
your information and update. This is a worthy contribution each of you can make to improve our 
Teamwork, as accurate, qualily and timely ir!formation is a key for any Tearn's success. 

11, lJIThat is the outlook fm' ARRA jobs? lJIThat is the estimated volume for domestic 
1:<'ittingsform this avenue? How Ciln we be more effective inpl.lrsl.ling the ARRAjHA 
jobs? 

At least thus far, the ARRAjBA does not seem to have produced any real spurt in volume to our 
industry as a whole and especially in our SIGMA range. That said, the funding under the ARRA 
guidelines heed huge debys due to onerous buremLcratic delays and it was only recently that some 
funding has been able to make it to the states and other recipients. However, the bidding activity with 
ARB_AlBA funding is on the rise of late" though release of the PO's has been tardy as well. But, all in all, 
the next 12 months collid see a fair amollnt of acti"~ty in this area and as slIch, we deem Ollr timing to 
conclude this MDA 1S just right_ 

.J ust as an insight to guide our planning, our estimate for the domestic Fittings prior to the ARF~!\ was 
about 5,000 to 8,000 tons a year (S20M to $30M). The ARRA could add another about 4,000 to 6,000 
tons in 2010 -- '''lith some of the existing domestic market likely being replaced or funded by -,-A~P,,--,-A-"- --

thus making the entire domestic market for Fittings as high as S35M to $45M, out of a total of S225M 
to S250l\1. V\lith the help of l\1D-,-.!J., \ve should be able to go after about 2o~i of this 'domestic' market or 
about $8M to S10M in 2010 ... 

Here, we urge each SST member to use the information now being made available to you thru our 
Dodge Data Processing (DDP) effort thru our IT expertise/rom SlGIt"fA-lndia offiCe. IVith the current 
market weakness and customers purchasing largely on a job-to-job basis, we need to be proactive -
all the way from the aluareness of a flit-lire job and tracking it from the start, to let our customers 
know of our interest and focus one ach job. This is where the DDP information can be of a highly 
eJJective 'GPS'jor our sales journey! 

vVe do not have any option for a lYIDA in PRP. So, we are prof:eeding with our plan1-:i for a dome1-:itif: PRP 
range. Besides, the range in PRP is considerably smaller and hence more feasible ... the process and 
size; shape of the PRP castings is more conducive to US production ___ and, in our -view, there is a greater 
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it's our advice that we focus mainly on servicing our customers with their ARRA;BA needs as guided 
above, using the MDA to supply complete deliveries for the jobs on time. We need to stress these two 
criteria - as Star wiii not be able to comply with them for many jobs, despite their bold ciaims, designed 
to sustain their customers' interest and keep them form going to Tyler/Union. 

Let's also be disciplined and restrained not to use our MDA arrangement with Tyler/union as any way 
to 'corner' or harm Star. Of course, we must seii our new found strength to suppiy any ARRA jobs and 
use it gain more business. But, it will be un,,~se to aggressively target Star's business using MDA as a 

driver. These are very shOit term and unhelpful temptations and we need to be mature and professional 
in handling the entire MDA. 

It's likely that Star will try to exploit our MDA with Tyler in some convenient and self-serving ways, 
even with some low smear tactics they are known for in a stealthy way. While it is futile to respond to 
any gossip or mmor, we should address any serious and likely "'fang allegation by them head-on and as 
such, please repolt whaLever you may hear or see La be harmful La our sLaLure La our no Lice - by coming 
forward directly to the attention of Siddharth and/or me. 

We also urge each of you to be more communicative about market developments and especially 
competitive dynamics, thru ajrequent update to even the entire SST-ALL as we can all benefitfrom 
your information and update. This is a worthy contribution each of you can make to improve our 
Teamwork, as accurate, qualily and timely ir!formation is a key for any Tearn's success. 

11, lJIThat is the outlook ARRA lJIThat is the estimated volume 
1:<'ittingsform this avenue? How can we be more effective in Pllrlwina 
jobs? 

donwstic 
ARRAjHA 

At least thus far. the ARRA/BA does not seem to have Droduced anv real SDurt in volume to our 
industry as a whole and especially in our SIGMA range~ That said, "the funding under the ARRA 
guidelines heed huge debys due to onerous buremLcratic delays and it was only recently that some 
funding has been able to make it to the states and other recipients. However, the bidding activity with 
ARB_AlBA funding is on the rise of late" though release of the PO's has been tardy as well. But, all in all, 
the next 12 months collid see a fair amollnt of acti"~ty in this area and as slIch, we deem Ollr timing to 
conclude this MDA 1S just right_ 

.J ust as an insight to guide our planning, our estimate for the domestic Fittings prior to the ARF~!\ was 
about 5,000 to 8,000 tons a year (S20M to $30M). The ARRA could add another about 4,000 to 6,000 
tons in 2010 -- '''lith some of the existing domestic market likely being replaced or funded by -,-A~P,,--,-A-"- --

thus making the entire domestic market for Fittings as high as S35M to $45M, out of a total of S225M 
to S250l\1. V\lith the help of l\1D-,-.!J., \ve should be able to go after about 2o~i of this 'domestic' market or 
about $8M to S10M in 2010 ... 

Here, we urge each SST member to use the information now being made available to you thru our 
Dodge Data Processing (DDP) effort thru our IT expertise/rom SlGIt"fA-lndia offiCe. IVith the current 
market weakness and customers purchasing largely on a job-to-job basis, we need to be proactive -
all the way from the aluareness of a flit-lire job and tracking it from the start, to let our customers 
know of our interest and focus one ach job. This is where the DDP information can be of a highly 
eJJective 'GPS'jor our sales journey! 

vVe do not have any option for a lYIDA in PRP. So, we are prof:eeding with our plan1-:i for a dome1-:itif: PRP 
range. Besides, the range in PRP is considerably smaller and hence more feasible ... the process and 
size; shape of the PRP castings is more conducive to US production ___ and, in our -view, there is a greater 
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% of the total PRP market of about $17SM has been deemed to be 'domestic' even aside form 
ARRA, as the domestic specs have stuck a lot longer for this special 'manufacturer standard' product. 
Stuart Box and Gopi have been striving ceaselessly to develop suitable and economical domestic 
options, with body castings produced in USA with inserts/boits form S1'I, China as components can be 
used in the domestic products, But, so far, the economics do not look very favorable, largely as the 
domestic PRP does not fetch the attractive prices, at much higher than the import products as in 
Fittings! 

-- 0--
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% of the total PRP market of about $17SM has been deemed to be 'domestic' even aside form 
ARRA, as the domestic specs have stuck a lot longer for this special 'manufacturer standard' product. 
Stuart Box and Gopi have been striving ceaselessly to develop suitable and economical domestic 
options, with body castings produced in USA with inserts/boits form S1'I, China as components can be 
used in the domestic products, But, so far, the economics do not look very favorable, largely as the 
domestic PRP does not fetch the attractive prices, at much higher than the import products as in 
Fittings! 
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From: 

Sent: 

To: 

Cc: 

Subject: 

That \vorks for me 
Jim 

Regards 
Jim McGivern 

JMG (Jim McGivern) 

Tuesday, July 28, 2009 10:04:48 AM 

Walter Florence; JlVI (Jeff Marcus-CR1Vl); VP (Victor Pals-CRM); SBl (Slddharth 
Bhattacharji-CRM); Larry Rybacki 

Ron Kuehl 

Re: VP to WFjMS : conf call 

From: "'Valter Florence" 
Date: Tue, 28 Ju12009 08:44:52 -0500 
To: <jnll~,sig111aco. conl>; < vp@sig111tlCo.conl>; <jnlg@.signlaco.colll>; <sb 11?lJ,sig111aco. conl>; 
<lryb446150@ao1.colll> 
Subject: Re: VP to WF/MS : conf call 
Confirmed. 

From: JM (Jeff Marcus-CRM) <JM@slgmaco.com> 
To: VP (Victor Pais-CRM) <VP@sigmaco.com>; Walter Florence; JMG (Jim McGivern) 
<JMG@sigmaco.com>; SBl (Siddharth Bhattacharji-CRM) <sbl@sigmaco.com>; Larry Rybacki 
< Iryb446150@aol.com> 
ee: Ron Kuehl 
Sent: Tue Jul 28 08:38:36 2009 
Subject: RE: VP to WFjM5 : conf call 

Guys, 

Just spoke to LR Best time is 3:30 EDT I 2:30 COT. 

If okay for all, we can use call In II 218844823011005349. 

VP can chair as I do not have chair code. 

Let me know if okay for all. 

Thanks, 

PS. Fred will prepare a revised summary rebate wls that ties to $ 195M volume and I will circulate. 

Also, BFA combing through expense details to see if any upward adj's to profit are appropiate. 

Jeff Marcus 
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From: 

Sent: 

To: 

Cc: 

Subject: 

That \vorks for me 
Jim 

Regards 
Jim McGivern 

JMG (Jim McGivern) 

Tuesday, July 28, 2009 10:04:48 AM 

Walter Florence; JlVI (Jeff Marcus-CR1Vl); VP (Victor Pals-CRM); SBl (Slddharth 
Bhattacharji-CRM); Larry Rybacki 

Ron Kuehl 

Re: VP to WFjMS : conf call 

From: "'Valter Florence" 
Date: Tue, 28 Ju12009 08:44:52 -0500 
To: <jnll~,sig111aco. conl>; < vp@sig111tlCo.conl>; <jnlg@.signlaco.colll>; <sb 11?lJ,sig111aco. conl>; 
<lryb446150@ao1.colll> 
Subject: Re: VP to WF/MS : conf call 
Confirmed. 

From: JM (Jeff Marcus-CRM) <JM@slgmaco.com> 
To: VP (Victor Pais-CRM) <VP@sigmaco.com>; Walter Florence; JMG (Jim McGivern) 
<JMG@sigmaco.com>; SBl (Siddharth Bhattacharji-CRM) <sbl@sigmaco.com>; Larry Rybacki 
< Iryb446150@aol.com> 
ee: Ron Kuehl 
Sent: Tue Jul 28 08:38:36 2009 
Subject: RE: VP to WFjM5 : conf call 

Guys, 

Just spoke to LR Best time is 3:30 EDT I 2:30 COT. 

If okay for all, we can use call In II 218844823011005349. 

VP can chair as I do not have chair code. 

Let me know if okay for all. 

Thanks, 

PS. Fred will prepare a revised summary rebate wls that ties to $ 195M volume and I will circulate. 

Also, BFA combing through expense details to see if any upward adj's to profit are appropiate. 

Jeff Marcus 
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Sigma Corporation 
Chief Financial Officer 
i'l!@l?jgmaCO"90m 
Te!: (609) 758 0800 ext 281 
Fax: (609) 758 1399 

From: VP [mailto:vp@sigmaco.com] 
Sent: Tuesday, July 28, 20099:20 Aivj 
To: JM (Jeff Marcus-CRM); Walter Florence; JMG (Jim McGivern); VP (Victor Pais-CRM); 58! (5iddharth 
8hattacharji-CRtvi); Larry Rybacki 
Ce: Ron Kuehl 
Subject: VP to V.JF/~·15 : canf call 

Guys, 

I hv left a Vm on LR's ceB to seek a time cony to him. I am @ a dentist's ote tor a. briefmtg and 
plan to be @ CRM abt llam 

JM->U can try LR and try to nail down a tirm time such as I PM EDT. 

Rgds, \Tictor 
Rgds, 

Regards 
Victor Pais 

From: "~/! (Jeff~vfarcus-C!Uv!)" 
Date: Tue, 28 Jul 2009 09:01:41 -0400 
To: vValter Florence<wflorence@.frontenac.colll>; TIvfG (Jin1 rvfcGivern)<l1vfG@sigulaco.colll>; 
VP (Victor Pais-CRM)<VP@sigmaco.com>; SB 1 (Siddharth Bhattacharji-
CRM)<sh l@sigmaco.com>; Larry Ryhacki<lryh446150@ao!com> 
SUbject: RE: VP to WF : QRR to your thoughts on lender meetings and discussion and a PLAN-
09 update .. 
I'd like 10 have it earlv if Qood for all. 

Jeff Marcus 
Sigma Corporation 
Chief Financial Officer 
im@siQmaco"com 
Tel: (609) 758 0800 ext 281 
Fax: (609) 758 1399 

From: \fI!a!ter F!orence [mai!to:vtJf!orence@frontenac.com] 
Sent: Tuesday, July 28, 2009 8:46 AM 
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Sigma Corporation 
Chief Financial Officer 
i'l!@l?jgmaCO"90m 
Te!: (609) 758 0800 ext 281 
Fax: (609) 758 1399 

From: VP [mailto:vp@sigmaco.com] 
Sent: Tuesday, July 28, 20099:20 Aivj 
To: JM (Jeff Marcus-CRM); Walter Florence; JMG (Jim McGivern); VP (Victor Pais-CRM); 58! (5iddharth 
8hattacharji-CRtvi); Larry Rybacki 
Ce: Ron Kuehl 
Subject: VP to V.JF/~·15 : canf call 

Guys, 

I hv left a Vm on LR's ceB to seek a time cony to him. I am @ a dentist's ote tor a. briefmtg and 
plan to be @ CRM abt llam 

JM->U can try LR and try to nail down a tirm time such as I PM EDT. 

Rgds, \Tictor 
Rgds, 

Regards 
Victor Pais 

From: "~/! (Jeff~vfarcus-C!Uv!)" 
Date: Tue, 28 Jul 2009 09:01:41 -0400 
To: vValter Florence<wflorence@.frontenac.colll>; TIvfG (Jin1 rvfcGivern)<l1vfG@sigulaco.colll>; 
VP (Victor Pais-CRM)<VP@sigmaco.com>; SB 1 (Siddharth Bhattacharji-
CRM)<sh l@sigmaco.com>; Larry Ryhacki<lryh446150@ao!com> 
SUbject: RE: VP to WF : QRR to your thoughts on lender meetings and discussion and a PLAN-
09 update .. 
I'd like 10 have it earlv if Qood for all. 

Jeff Marcus 
Sigma Corporation 
Chief Financial Officer 
im@siQmaco"com 
Tel: (609) 758 0800 ext 281 
Fax: (609) 758 1399 

From: \fI!a!ter F!orence [mai!to:vtJf!orence@frontenac.com] 
Sent: Tuesday, July 28, 2009 8:46 AM 
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To: JMG (Jim McGivern); VP (Victor Pais-CRM); JM (Jeff Marcus-CRM); SBl (Siddharth Bhattacharji
CR~·1); Larry Rybacki 
Ce: Ron Kuehl 
Subject: Re: VP to V'JF : QRR to YOUi thoughts on lendei meetings and discussion and a PLAN-09 
update ... 

! am open today after 11 am edt and before 4pm edt. Thursday early could also work. 

From: Jim McGivern <jmg@sigmaco.com> 
To: VP (Victor Pai5-CRt~1) <VP@sigmaco,com>; 'vValter Florence; Jt~1 (Jeff tv1arCU5-CRtv1) 
<JM@sigmaco.com>; SBl (Siddharth Bhattacharji-CRM) <sbl@sigmaco.com>; Larry Rybacki 
< Iryb446150@aol.com> 
Ce: Ron Kuehl 
Sent: Tue Jul 28 07:39:07 2009 
Subject: Re: VP to WF : QRR to your thoughts on lender meetings and discussion and a PLAN-09 
II ....... ""+-'" utJUUI. ....... 

Victor 
The call in time you suggested will not work for Larry and myself as we will be together in 
Boston with Customers and the RlVis. I believe we both need to be on the caB. I suggest we do 
sometime today. In default of that we could do Thursday morning. 
Walter what is your availability like? 
Regards 
Jim 

Regards 
Jilll IvIcGi vern 

From: "VP (Victor Pais-CRM)" 
Date: Tue, 28 Jul 2009 07:45:43 -0400 
Tn" Walter Florence<Ulflorence@.frontenac.com>; TIvIG (Jim McGivern)<J1\JIG@siglllCIco.com>; 
JM (Jeff Marcus-CRM)<JM@sigmaco.com>; SB 1 (Siddharth Bhattacharji-
CRlvI)<sb 1 (E;.siglnaco.cOlTI>; Larry Rybacki<lryb446150(fY.aol.colTI> 
SUbject: VP to WF : QRR to your thoughts on lender meetings and discussion and a PLAN-09 
update .. 
Walter, 

1 am glad you compiled your thoughts as to an effective POA for our bank dialog andjust about 
beat me to it -- since 1 was starting to draftjnst sneh an ontline, to coordinate our respective 
follow up and contacts with the bank groups, as T had referred to in a couple of my recent E-ms! 
(IfIona who is on vac till 7/28 was around, she would have drafted it by yesterday) 

Your POA is comprehensive and addresses almost all the options to seek an optimal banking 
agreement to 're-set' our lending terms, to support our plans for a reasonably sufficient term up 
to 12/2010. 
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To: JMG (Jim McGivern); VP (Victor Pais-CRM); JM (Jeff Marcus-CRM); SBl (Siddharth Bhattacharji-
CR~·1); Larry Rybacki 
Ce: Ron Kuehl 
Subject: Re: VP to V'JF : QRR to YOUi thoughts on lendei meetings and discussion and a PLAN-09 
update ... 

! am open today after 11 am edt and before 4pm edt. Thursday early could also work. 

From: Jim McGivern <jmg@sigmaco.com> 
To: VP (Victor Pai5-CRt~1) <VP@sigmaco,com>; 'vValter Florence; Jt~1 (Jeff tv1arCU5-CRtv1) 
<JM@sigmaco.com>; SBl (Siddharth Bhattacharji-CRM) <sbl@sigmaco.com>; Larry Rybacki 
< Iryb446150@aol.com> 
Ce: Ron Kuehl 
Sent: Tue Jul 28 07:39:07 2009 
Subject: Re: VP to WF : QRR to your thoughts on lender meetings and discussion and a PLAN-09 
II ....... ""+-'" utJUUI. ....... 

Victor 
The call in time you suggested will not work for Larry and myself as we will be together in 
Boston with Customers and the RlVis. I believe we both need to be on the caB. I suggest we do 
sometime today. In default of that we could do Thursday morning. 
Walter what is your availability like? 
Regards 
Jim 

Regards 
Jilll IvIcGi vern 

From: "VP (Victor Pais-CRM)" 
Date: Tue, 28 Jul 2009 07:45:43 -0400 
Tn" Walter Florence<Ulflorence@.frontenac.com>; TIvIG (Jim McGivern)<J1\JIG@siglllCIco.com>; 
JM (Jeff Marcus-CRM)<JM@sigmaco.com>; SB 1 (Siddharth Bhattacharji-
CRlvI)<sb 1 (E;.siglnaco.cOlTI>; Larry Rybacki<lryb446150(fY.aol.colTI> 
SUbject: VP to WF : QRR to your thoughts on lender meetings and discussion and a PLAN-09 
update .. 
Walter, 

1 am glad you compiled your thoughts as to an effective POA for our bank dialog andjust about 
beat me to it -- since 1 was starting to draftjnst sneh an ontline, to coordinate our respective 
follow up and contacts with the bank groups, as T had referred to in a couple of my recent E-ms! 
(IfIona who is on vac till 7/28 was around, she would have drafted it by yesterday) 

Your POA is comprehensive and addresses almost all the options to seek an optimal banking 
agreement to 're-set' our lending terms, to support our plans for a reasonably sufficient term up 
to 12/2010. 
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Incidentally. I couldn't help feeling a sense of 'deja vu' when I reviewed your outline -- as it 
was cleaT as 1 read it, that your conzpilation 171iTTOT5 the original PGA 1 had laid out in lny 
'808' update of6/R/()9! Even the total amounts of new capital you have put on the table in the 
range of $15i'Yj is eerily sirnilar Lo the $15j''vi we had iden.tified I supporllhe sarn.e 3 new 
initiatives -- domestic productionJriendly acquisitions and debt buyback with suitable 
incentives. rVe ure glad yuu have come around to accepting this multi-front pruactive strategy 
to enlist the support of the banks .... 

As snch, [ for one, do not see mnch to disagree with what yon have snccinctly captnred, except: 

1. I am nol sure if we can improve lhe 'recast' run rate model in any more favorable way -- as 
the reality is, as we explained @ the BOD, we have now lost about $40M in Sales and about 
$20M in GP$ (both due to lower sales and a drop in GM of about 2%), which was partly made 
up by a lower variable costs (see below for further insight into the Variable costs). "lhe NHT 
impact was a loss of HBnVA of about $13M out of which about $5M was made up from 
Overhead Expense reduction. No doubt, the latter has progressed better than originally 
Planned -- but, it will be hard to present it in any other way asfor the Run Rate ... 

2. While you have been eyeing the debt buyback @ a discountfrom the start -- that is one 
opportunity/action you have been mentioning from February in passing and directly, as you 
did during our 6/9 call and also during our discussions in SD -- 1 urge you to address this issue 
directly with Ares and sooner rather than later. The reason is our primary problem will be 
with Orchard/Monroe as they will keep pressing for 'an out' and could sidetrack our entire 
bank review with their peeves. (As it happens, LR recalls a conf call he and JM attended right 
after the transaction when those two had serious concerns about the business even then!). Jim 
DeCillo has already given a heads up to JM about the concerns about Monroe/Orchard ... 

I suggest that you approach Ares/Mike Smith -- to either convince Ares to buy at least one of 
them out now, @ a discount of course and if they aren't interested, as 1 think the case to be, 
then, if Frontenac is interested as you seem to befrom you intended offer to PNC, offer to Ares 
to at least buy one out @ a discount of 40%. The key here is timing -- it's best that the 
Orchard/Monroe sub-group is 'neutralized' in some way, NOW! (Of course, we will definitely 
run by your suggestion to buy as much as $20M of the debt using some of the availability at a 
discount of 35% - 40%. I would hope they go for it as long as we commit to maintain 
alJailahility at a hpalthy M TN lelJPI sllch as $5M, at all rimp, which we shollid he ahlp to.) 

I also want to take this opportlJnity to givE' you a heads-lJP about a setback we have just 
unearthed last evening, with a significant unfavorable variation in our EBITDA projections -- of 
as much as even 82M -- from the CORE business for 09 and possib1y 2010, as compared to those 
projections presented @ the BOD meeting in Boston. As JM/BFA team is busy preparing a fuller 
revievv of these variations and adjustments now need to be reflected in the updated financial 
projections, here's a blief glimpse as to the factors that contributed to this valiance: 

(Here, while the disappointment and concern from this sizable variation is understandable-
and all of us @ eRA! arefeeling heavy from it -- 1 urge all to stay poised and objective so l..ve 
canfocus on our primary mission ... getting our bankers' support thru the strength of our 
1\fEG..I1 PL1..l'..1 initiatives and then galvanize and motivate our Team to implement the PL1bl. 
All involved in this constant PLANNlNG process, including myself have been relentlessly 
trying to meet the copious and constant demands for irJormation and plans throughout theSe 
trying times and shifting winds, largely due to our new demanding structure and process. 
And, while it is tempting to question and second guess the efforts when these 'errors' take 
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Incidentally. I couldn't help feeling a sense of 'deja vu' when I reviewed your outline -- as it 
was cleaT as 1 read it, that your conzpilation 171iTTOT5 the original PGA 1 had laid out in lny 
'808' update of6/R/()9! Even the total amounts of new capital you have put on the table in the 
range of $15i'Yj is eerily sirnilar Lo the $15j''vi we had iden.tified I supporllhe sarn.e 3 new 
initiatives -- domestic productionJriendly acquisitions and debt buyback with suitable 
incentives. rVe ure glad yuu have come around to accepting this multi-front pruactive strategy 
to enlist the support of the banks .... 

As snch, [ for one, do not see mnch to disagree with what yon have snccinctly captnred, except: 

1. I am nol sure if we can improve lhe 'recast' run rate model in any more favorable way -- as 
the reality is, as we explained @ the BOD, we have now lost about $40M in Sales and about 
$20M in GP$ (both due to lower sales and a drop in GM of about 2%), which was partly made 
up by a lower variable costs (see below for further insight into the Variable costs). "lhe NHT 
impact was a loss of HBnVA of about $13M out of which about $5M was made up from 
Overhead Expense reduction. No doubt, the latter has progressed better than originally 
Planned -- but, it will be hard to present it in any other way asfor the Run Rate ... 

2. While you have been eyeing the debt buyback @ a discountfrom the start -- that is one 
opportunity/action you have been mentioning from February in passing and directly, as you 
did during our 6/9 call and also during our discussions in SD -- 1 urge you to address this issue 
directly with Ares and sooner rather than later. The reason is our primary problem will be 
with Orchard/Monroe as they will keep pressing for 'an out' and could sidetrack our entire 
bank review with their peeves. (As it happens, LR recalls a conf call he and JM attended right 
after the transaction when those two had serious concerns about the business even then!). Jim 
DeCillo has already given a heads up to JM about the concerns about Monroe/Orchard ... 

I suggest that you approach Ares/Mike Smith -- to either convince Ares to buy at least one of 
them out now, @ a discount of course and ifthetJ aren't interested, as 1 think the case to be, 
then, if Frontenac is interested as you seem to befrom you intended offer to PNC, offer to Ares 
to at least butJ one out (ii) a discount of 40%. The ketJ here is timinG -- it's best that the 
Orchard/MoJ1roe sub-group is 'neutralized' in some way, NOW! (Of course, we will definitely 
run by your suggestion to buy as much as $20M of the debt using some of the availability at a 
discount of 35% - 40%. I would hope they go for it as long as we commit to maintain 
alJailahility at a hpalthy M TN lelJPI sllch as $5M, at all rimp, which we shollid he ahlp to.) 

I also want to take this opportlJnity to givE' you a heads-lJP about a setback we have just 
unearthed last evening, with a significant unfavorable variation in our EBITDA projections -- of 
as much as even 82M -- from the CORE business for 09 and possib1y 2010, as compared to those 
projections presented @ the BOD meeting in Boston. As JM/BFA team is busy preparing a fuller 
revievv of these variations and adjustments now need to be reflected in the updated financial 
projections, here's a blief glimpse as to the factors that contributed to this valiance: 

(Here, while the disappointment and concern from this sizable variation is understandable-
and all of us @ eRA! arefeeling heavy from it -- 1 urge all to stay poised and objective so l..ve 
canfocus on our primary mission ... getting our bankers' support thru the strength of our 
1\fEG..I1 PL1..l'..1 initiatives and then galvanize and motivate our Team to implement the PL1..l'..l. 
All involved in this constant PLANNlNG process, including myself have been relentlessly 
trying to meet the copious and constant demands for irJormation and plans throughout theSe 
trying times and shifting winds, largely due to our new demanding structure and process. 
And, while it is tempting to question and second guess the efforts when these 'errors' take 
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place, it is equally important to understand the dire circumstances. the non-stop effort. the 
cUllzbersollze process and the realfactors that cause the111 to occur. .. ) 

1. l'viosi orihe ProjecLions [or 09 presenied@ the BOD Gel's say 'VI') were cul1ed Crarn Lhe initia1 
VI of the MEGA PLAN I prepared, which in turn, as per the Notes/Assumptions we all reviewed 
@' CRlvl 7/9 during your pre-BOD Vil;it, were derived from our financial data to-date i.e. PCA-
509 or the ETA (Best Information Available, as of the date of the Plan). Since the BOD meeting 
was so early in ,j uly before the full quarterly results could be available, the BIA was the 5/09 
data. 

2. As discussed and decided during the BOD meeLing, JM/BFA compleLed the 6/09 resulLs and 
also started to glean into the 2H projections for Expenses where more information was now 
prepared at a very detailed level and hence more accurate data was now available, so as to 
update our preiiminary MEGA PLAN data. As it happens, a few additional significant expenses 
came to light only just around or after the BOl) meeting -- the bad debt and a couple of 
improved VR (Vol Rebate) offers. 

The biggest difference maker is the VR Expense which is always hard to pin down, as this not a 
linearly variable expense as FRT and CD (cash Disc) are, due to certain volume incentive 
triggers, which are paid only if the targets are met. It has always been a difficult issue to decide -
- if to accrue the V R expense at the current trending sales or Most Likely Sales (MLS). As of 
5/09, since it was still early and few were trending to make good on the targets set, the trending 
sales was used to account for this VR Expense. 

In addition, LR had to recently contend with sweetening our VR offers to both Ferguson and 
HDS -- the former to switch their DC business completely to SIGMA from Star and the latter to 
recoup some of the lost sales to Star on account of their deeper VR program. When the VR$ for 
the 2H was projected using the MLS scenario with the above 2 caveats fully accounted for, the 
average VR% on SIG-5 (no VR for OEM) bumps up from 5.9% for IH to 7.1% for the 2H. as per 
the attached VR projection summary. 

This VR bump of 1.2% on the $80M in 2H alone accounts for about S1.oM. 

3. The bad debt reserve has now been increased in light of the one hit from Premier, which is not 
f',ntirf'.ly OIlf' to poor mrlrkf'.t ronrlitions, rrlthf'T thf',ir ff'w mist;:} kf',s indnoing r1 hnge', 1 f'grll hill from 
their spat ,,~th HD. 

So, the DOEI (Variable) alone spiked up as much as about S1.55M vs the VI (BOD). 

4. The DOE2 (Regional Sales Exp, mostly Payroll) went up only by about $150K vs VI (BOD). (I 
had originally assumed a S?/o savings in 2H as additional trimming exercise vvas under vvay and I 
had mentally penciled in an across the board cut of 3% - 5% in response to the significant drop 
in sales volume in Q2 spilling over rest of the year.). 

5. The DOE3 (\Alarehouse Exp) seems to sho\"! a bump of about $50oK from V1, \"!hich needs to 
be reviewed and trimmed a bit further. No donbt, as our ERP was trending favorably, I had 
budgeted a reduction of 59-6 in Q3 and another 39-6 in Q4, in tune "vith the lO'vver volume. 

6. The COE too shovvs an increase of about $50oK since the Vi --largely dUe the quality claim in 
CA which has since been finalized and increased testing expense as we are hard at re-designing 
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place, it is equally important to understand the dire circumstances. the non-stop effort. the 
cUllzbersollze process and the realfactors that cause the111 to occur. .. ) 

1. l'viosi orihe ProjecLions [or 09 presenied@ the BOD Gel's say 'VI') were cul1ed Crarn Lhe initia1 
VI of the MEGA PLAN I prepared, which in turn, as per the Notes/Assumptions we all reviewed 
@' CRlvl 7/9 during your pre-BOD Vil;it, were derived from our financial data to-date i.e. PCA-
509 or the ETA (Best Information Available, as of the date of the Plan). Since the BOD meeting 
was so early in ,j uly before the full quarterly results could be available, the BIA was the 5/09 
data. 

2. As discussed and decided during the BOD meeLing, JM/BFA compleLed the 6/09 resulLs and 
also started to glean into the 2H projections for Expenses where more information was now 
prepared at a very detailed level and hence more accurate data was now available, so as to 
update our preiiminary MEGA PLAN data. As it happens, a few additional significant expenses 
came to light only just around or after the BOl) meeting -- the bad debt and a couple of 
improved VR (Vol Rebate) offers. 

The biggest difference maker is the VR Expense which is always hard to pin down, as this not a 
linearly variable expense as FRT and CD (cash Disc) are, due to certain volume incentive 
triggers, which are paid only if the targets are met. It has always been a difficult issue to decide -
- if to accrue the V R expense at the current trending sales or Most Likely Sales (MLS). As of 
5/09, since it was still early and few were trending to make good on the targets set, the trending 
sales was used to account for this VR Expense. 

In addition, LR had to recently contend with sweetening our VR offers to both Ferguson and 
HDS -- the former to switch their DC business completely to SIGMA from Star and the latter to 
recoup some of the lost sales to Star on account of their deeper VR program. When the VR$ for 
the 2H was projected using the MLS scenario with the above 2 caveats fully accounted for, the 
average VR% on SIG-s (no VR for OEM) bumps up from S.9% for IH to 7.1% for the 2H. as per 
the attached VR projection summary. .. - -

This VR bump of 1.2% on the $80M in 2H alone accounts for about S1.oM. 

3. The bad debt reserve has now been increased in light of the one hit from Premier, which is not 
f',ntirf'.ly OIlf' to poor mrlrkf'.t ronrlitions, rrlthf'T thf',ir ff'w mist;:} kf',s indnoing r1 hnge', If'grll hill from 
their spat ,,~th HD. 

So, the DOEI (Variable) alone spiked up as much as about S1.SSM vs the VI (BOD). 

4. The DOE2 (Regional Sales Exp, mostly Payroll) went up only by about $lsoK vs VI (BOD). (I 
had originally assumed a S?/o savings in 2H as additional trimming exercise vvas under vvay and I 
had mentally penciled in an across the board cut of 3% - 5% in response to the significant drop 
in sales volume in Q2 spilling over rest of the year.). 

5. The DOE3 (\Alarehouse Exp) seems to sho\"! a bump of about $50oK from V1, \"!hich needs to 
be reviewed and trimmed a bit further. No donbt, as our ERP was trending favorably, I had 
budgeted a reduction of 59-6 in Q3 and another 39-6 in Q4, in tune "vith the lO'vver volume. 

6. The COE too shovvs an increase of about $50oK since the Vi --largely dUe the quality claim in 
CA which has since been finalized and increased testing expense as we are hard at re-designing 
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our PRP product range to take costs out. (I believe JMG's salaryfor the 2H also had to be 
reflected now.) 

So, the nelloLa1 irnpacL frain Lhe above adds up io about $21'vi. 

No doubt, a material difference 'fromjul;t 2 weeks back. . .'! Yet, that is the nature ufthe 
dynamics of these times and we have to contend with it ... 

. IM will now complete the crR (the fl111 rinancial projections) reflecting these realities and 
assess the CORE business. From these new more complete data trends, the Run Rate ,,~th our 
decision Lo reduce the sales LargeL $3M lower Lhan the acLual inLernal Plan (which drops 
EBITDA by a fuli SlM) seem to be at a S19SM/S13.SM level rather than the $2ooM/$lSM we 
had hoped for . 

. July Sales are a bit weaker than hoped for. We will now galvanize an all out effort to close the 
year with $2ooM/$14.SM, which though won't be easy under these continuing weak market 
conditions, still needs to be our MINIMUM goal and I ,,~11 start teeing up all for this effort. 

Sadly, with all the MEGA PLAN and other work with the new initiatives, domestic production 
etc, T haven't been able to spend any time on Sales Monitoring and Sales boost options -- to pay 
attention to LR, 'j'13, Rills and the Product managers to identify the green/brown shoots and 
convert them into a tangible result. LR too has had about a whole month of 'smoozing' 
activities on his hand and he will have to get back to cashing in some chips, starting in August! 

We can review these inputs and the bank POA during the conf call Wednesday 7/29. 
Let's do it @J ",PM (EDT)/l PM (CDT). 

regards, 

Victor !Pais 
S!GM",,4.. Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
::1~JT.~iHl~l a co .('0 111 

From: 'vValter Florence [mailto:wflorence@frontenac.com] 
Sent: Monday, July 27, 2009 5:49 PM 
To: VP (Victor Pais-CRt·1); Jt·1G (Jim ~·1cGivem); J~·1 (Jeff ~·1aicus-CRt·1); 581 (5iddharth 8hat'"l.Ochaiji-
CRM); Larry Rybacki 
Cc: Ron Kuehl 
Subject: WF to M5: Some thinking on lender meetings and discussion 

VP, JMG, JM-

A few thoughts that I wanted to share as I know weare working toward a discussion/proposal 
v./ith the various bank groups in the coming vJeeks. !'-Jot much ne\v here from \vhat v·Je 
discussed at Board meeting but we covered a lot of ground that day so I thought I'd put this 
down on paper for discussion. 
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our PRP product range to take costs out. (I believe JMG's salaryfor the 2H also had to be 
reflected now.) 

So, the nelloLa1 irnpacL frain Lhe above adds up io about $21'vi. 

No doubt, a material difference 'fromjul;t 2 weeks back. . .'! Yet, that is the nature ufthe 
dynamics of these times and we have to contend with it ... 

. IM will now complete the crR (the fl111 rinancial projections) reflecting these realities and 
assess the CORE business. From these new more complete data trends, the Run Rate ,,~th our 
decision Lo reduce the sales LargeL $3M lower Lhan the acLual inLernal Plan (which drops 
EBITDA by a fuli SlM) seem to be at a S19SM/S13.SM level rather than the $2ooM/$lSM we 
had hoped for . 

. July Sales are a bit weaker than hoped for. We will now galvanize an all out effort to close the 
year with $2ooM/$14.SM, which though won't be easy under these continuing weak market 
conditions, still needs to be our MINIMUM goal and I ,,~11 start teeing up all for this effort. 

Sadly, with all the MEGA PLAN and other work with the new initiatives, domestic production 
etc, T haven't been able to spend any time on Sales Monitoring and Sales boost options -- to pay 
attention to LR, 'j'13, Rills and the Product managers to identify the green/brown shoots and 
convert them into a tangible result. LR too has had about a whole month of 'smoozing' 
activities on his hand and he will have to get back to cashing in some chips, starting in August! 

We can review these inputs and the bank POA during the conf call Wednesday 7/29. 
Let's do it @J ",PM (EDT)/l PM (CDT). 

regards, 

Victor !Pais 
S!GM",,4.. Corp 
609-758-0800 x 555 
!)U'9-:5"'~-"'U"'U (cell) 

From: 'vValter Florence [mailto:wflorence@frontenac.com] 
Sent: Monday, July 27, 2009 5:49 PM 
To: VP (Victor Pais-CRt·1); Jt·1G (Jim ~·1cGivem); J~·1 (Jeff ~·1aicus-CRt·1); 581 (Siddharth Bhat'"l.Schaiji-
CRM); Larry Rybacki 
Cc: Ron Kuehl 
Subject: WF to M5: Some thinking on lender meetings and discussion 

VP, JMG, JM-

A few thoughts that I wanted to share as I know weare working toward a discussion/proposal 
v./ith the various bank groups in the coming vJeeks. !'-Jot much ne\v here from \vhat v·Je 
discussed at Board meeting but we covered a lot of ground that day so I thought I'd put this 
down on paper for discussion. 
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• JM once meeting dates with each of the bank groups is set please let me know so we 

can track here with appropriate expectations. 

• A detailed review of the 2H09 and 2010 plans with the detailed assumptions with and 

without the SBAs should go a long way to updating the banks on the state of the business and 
the outlook. This will serve as the basis for whatever deal gets agreed to. 

• Highlighting the availability on the line of credit(the banks are over collateralized)and 

the positive trends on the balance sheet arestrong positives for Sigma. JM, as wediscussed in 
Boston I'd encourage you to keep the rate on Ares debt unchanged(that seems a reasonable 
ask)and add 25 bps to l"lien (that also seems fair and reasonable). I would include the real 

estate EBITDAin your PCA models so it is easier to follow as we all found that a bit confusing for 
comparison purposes and making this easier for them to follow will help. 

- J~v1, you WErE going to redo the models with a refined level of detail particularly 

cashtaxes, interest rate assumptions, loanpayments, etc. around the 2010 fixed charge 

covenants so we can see. It will be helpful to see that output. 

• Highlight the cost savings as you did for the Board, with the addeddetail that JM 

provided looking at quarter over quarter comparisons along with personnel changes was very 
useful. I would not assume those in the bank group will be up to speed (other than PNC and 

Ares). While it is not the norm in today's bank market, I think Sigma alsocould (and should try 
to) make a credible request to add-backidentified fixed costs that have been permanently 
eliminated which on a pro forma basis would improve 4Q08, 1Q09 and 2Q09 results (had they 
been made earlier) and that should show a more accurate steady state leveIEBITDA. These 
cutshelp Sigma's profits looking forward into 2010 but the challenge today is it will take several 

quarters for TIM EBITDA to fully reflect these savings as old quarters rollout and new quarters 
roll in. If we can get credit for them today. it would greatly improve the ratios and we may be 
able to make covenants. I believe there is good logic to itand it may be easier for the banks to 
accept rather than amending agreement (vvorth a tiy), 

• The proposal to the lenders Sigma as I've been thinking about it reflects some or all 

ofthe following. Sigma has come through the worst ofthestorm and is looking for some 
further support primarily in the form of patience. If we get credit (when calculating pro forma 
EBITDA)for the cost saving vve've taken out you will see that on the same volumes we will get to 
acceptable debt ratios. If not, we need to reset the ratios to give us time to get to 12/31/2010 
by which time all these actions will show up in TTM EBITDA and one similar volume we will be 
under 5.0x (or whatever the final plan JM pulls together says). 

• InVestors and rollOVer shareholders inVested $S.Sm in ~v1arch 2009to help vv'ith 
liquidity. This time, liquidity is fine. Investors and rollover shareholders are prepared to invest 
up to $7.Sm in equity but not to pay down debt and add to liquidity but rather to fund 
domestic sourcing initiative and to fund the strategic Business additions which will enhance 

credit quality and help Sigma grow and build equity value. 
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• JM once meeting dates with each of the bank groups is set please let me know so we 

can track here with appropriate expectations. 

• A detailed review of the 2H09 and 2010 plans with the detailed assumptions with and 
without the SBAs should go a long way to updating the banks on the state of the business and 
the outlook. This will serve as the basis for whatever deal gets agreed to. 

• Highlighting the availability on the line of credit(the banks are over collateralized)and 
the positive trends on the balance sheet arestrong positives for Sigma. JM, as wediscussed in 
Boston I'd encourage you to keep the rate on Ares debt unchanged(that seems a reasonable 
ask)and add 25 bps to l"lien (that also seems fair and reasonable). I would include the real 
estate EBITDAin your PCA models so it is easier to follow as we all found that a bit confusing for 
comparison purposes and making this easier for them to follow will help. 

- J~v1, you WErE going to redo the models with a refined level of detail particularly 
cashtaxes, interest rate assumptions, loanpayments, etc. around the 2010 fixed charge 
covenants so we can see. It will be helpful to see that output. 

• Highlight the cost savings as you did for the Board, with the addeddetail that JM 
provided looking at quarter over quarter comparisons along with personnel changes was very 
useful. I would not assume those in the bank group will be up to speed (other than PNC and 
Ares). While it is not the norm in today's bank market, I think Sigma alsocould (and should try 
to) make a credible request to add-backidentified fixed costs that have been permanently 
eliminated which on a pro forma basis would improve 4Q08, 1Q09 and 2Q09 results (had they 
been made earlier) and that should show a more accurate steady state leveIEBITDA. These 
cutshelp Sigma's profits looking forward into 2010 but the challenge today is it will take several 
quarters for TIM EBITDA to fully reflect these savings as old quarters rollout and new quarters 
roll in. If we can get credit for them today. it would greatly improve the ratios and we may be 
able to make covenants. I believe there is good logic to itand it may be easier for the banks to 
accept rather than amending agreement (vvorth a tiy), 

• The proposal to the lenders Sigma as I've been thinking about it reflects some or all 
ofthe following. Sigma has come through the worst ofthestorm and is looking for some 
further support primarily in the form of patience. If we get credit (when calculating pro forma 
EBITDA)for the cost saving vve've taken out you will see that on the same volumes we will get to 
acceptable debt ratios. If not, we need to reset the ratios to give us time to get to 12/31/2010 
by which time all these actions will show up in TTM EBITDA and one similar volume we will be 
under 5.0x (or whatever the final plan JM pulls together says). 

• InVestors and rollOVer shareholders inVested $S.Sm in ~v1arch 2009to help vv'ith 
liquidity. This time, liquidity is fine. Investors and rollover shareholders are prepared to invest 
up to $7.Sm in equity but not to pay down debt and add to liquidity but rather to fund 
domestic sourcing initiative and to fund the strategic Business additions which will enhance 
credit quality and help Sigma grow and build equity value. 
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• Last, I would test with PNC the following idea_ Given we have roughly $15m of 

availability, would they be open to us using $5m - $7.5m of that excess availability alongside $5 
- $7.5m in equity to buyout $15 - $20m of 20d lien debt (maybe more) at a discount ... say 25-

35% or greater which would enhance their yield and would help the business preserve cash 
floilv if less money is going to inteiEst. Equity investois might - stiESS might - be inteiEsted in 
buying 15% 20d lien debt at a 35% discount because the implied yield is 23% but the issue with 
the second lien (we think but do not know) is they too will want us to do something larger and 
not smaller. If we can get PNC to go along with this idea it is the best outcome as it will allow us 

to get rid of a lot of the high priced debt. 

Obviously, the main points are: 

• Be patient until 12/31/2010 given new covenants or give us credit today for specific 

cost cuts we've made since that is a truer picture of earnings and it may be easier for them to 
give us add-backs rather than redothe credit agreement. 

• Funding domestic sourcing andacquisitions is a use of proceeds that equity investors 

supports because he helps them generate a return vs. funding to lower debt today unless we 

ca n do so at a discount. 

• A partnership between the 1" line (PNC) and the equity investors to buyout the 20d 

lien at a discount could be a win-win-win improving credit quality for PNC, allowing them a 
more attractive rate of return on a small piece while still maintaining plenty of availability, and 

helping improve cash flow. 

Those are my thoughts for now. Happy to discuss live but I wanted to put these all in one 
piace. I hope this is heipfui as you puii your thinking together and prepare for these meetings. 

Waller C. Florence 

Managing Din~ctor 

Fronlenac COlllpany, LLC 

www.frontcnac.conl 

\\rfiorence@IronLenac.conl 

Phone -- (312) 36H-0044 

Fax -- (3"12) 368-9520 
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• Last, I would test with PNC the following idea_ Given we have roughly $15m of 

availability, would they be open to us using $5m - $7.5m of that excess availability alongside $5 
- $7.5m in equity to buyout $15 - $20m of 20d lien debt (maybe more) at a discount ... say 25-
35% or greater which would enhance their yield and would help the business preserve cash 
floilv if less money is going to inteiEst. Equity investois might - stiESS might - be inteiEsted in 
buying 15% 20d lien debt at a 35% discount because the implied yield is 23% but the issue with 
the second lien (we think but do not know) is they too will want us to do something larger and 
not smaller. If we can get PNC to go along with this idea it is the best outcome as it will allow us 

to get rid of a lot of the high priced debt. 

Obviously, the main points are: 

• Be patient until 12/31/2010 given new covenants or give us credit today for specific 

cost cuts we've made since that is a truer picture of earnings and it may be easier for them to 
give us add-backs rather than redothe credit agreement. 

• Funding domestic sourcing andacquisitions is a use of proceeds that equity investors 
supports because he helps them generate a return vs. funding to lower debt today unless we 
ca n do so at a discount. 

• A partnership between the 1" line (PNC) and the equity investors to buyout the 20d 

lien at a discount could be a win-win-win improving credit quality for PNC, allowing them a 
more attractive rate of return on a small piece while still maintaining plenty of availability, and 
helping improve cash flow. 

Those are my thoughts for now. Happy to discuss live but I wanted to put these all in one 
piace. I hope this is heipfui as you puii your thinking together and prepare for these meetings. 

Waller C. Florence 

Managing Din~ctor 

Fronlenac COlllpany, LLC 

www.frontcnac.conl 

\\rfiorence@IronLenac.conl 

Phone -- (312) 36H-0044 

Fax -- (3"12) 368-9520 
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From: 

Sent: 

To: 

Rick Tatman <RickTatman@tylerunion.com> 

Tuesday, November! 7,2009 8:50 P~v1 

Leon G. McCullough <Leon.McCullough@cIO\vvalve.com>; Thomas Walton 
<Thomas. W alton@mh-valve.com> 

Cc: 1\1ike Yore <r-./Iike.\Tore@clovl·valve.com>; Jerr~y Jansen <Jerry.Jansen@,tylerunion.com> 

Subject: 

Attach: 
FW: Draft 2010 Hajoca Corporate Rebate Program.doc 

Draft 2010 Hajoca Corporate Rebate Program. doc 

Resending due to a delivery' error notice. This message contains very slight edits from the original message, hovvever 
the attachment is the same. 

ll,"ichard S 'l'atll1an 
VP & GM - TyieriUnion 
(903) 882-2440 
rick.tatman@tylerunlon.com 
www.tylerunion.com 

From: 
Sent: Tuesday, November 17, 2009 5:33 PM 
To: McCullough, Leon (McWane Executive Vice President) 
Cc: Vore, Mike (Osky National Sales Manager); Walton,Thomas (McWane Sr. Vice President); Jerry Jansen 
Subject: Draft 2010 Hajoca Corporate Rebate Program.doc 

As a follow-on to this afternoon's inquiry on Hajoca, I took the liberty to draft a potential program for 2010. 

\lVhi!e ! agree that \fI!8 need to leverage the sales base of plumbing + V&H + Ty!erUnion, I'm comcerned about drawing too 
many lines in the sand given Hajoco's somewhat weaker position on driving branch behavior and the scale of the $ at risk. 

\lVhi!e achieving 50% share of their fittings business is desireab!e, the associated incrementa! margin $ on non 
domestic tonnage is relatively sma!! in the bigger picture. What I'm more concerned with at this point is Hajoca supporting 
Star's domestic program and the potentia! price ripple effect that could have in the mark.et. 

,t:J.,s such! have removed the hard 50% bogey from condition 1 and replaced it \Nith the more genera! requirement of 
regain/maintain historical share. !n the verba! dialog ! would state than on fittings \"'fe believe the approriate target is 50% 
share. The fa!! back. position is that both parties would agree to move from our current share postion to 50% for 2011 with 
2010 being a somewhat half-way step in that direction, but not necessarily a line in the sand numbeL 

For condition #3, ! edited the language to essentially eliminate Star as a supplier of domestic fittings. 

My thoughts are certainly subject to debate and better judgment 

Rick 

Confidential TU-FTC-0248835 
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From: 

Sent: 
To: 

Rick Tatman <RickTatman@tylerunion.com> 

Tuesday, November! 7,2009 8:50 P~v1 

Leon G. McCullough <Leon.McCullough@cIO\vvalve.com>; Thomas Walton 
<Thomas. W alton@mh-valve.com> 

Cc: 1\1ike Yore <r-./Iike.\Tore@clovl·valve.com>; Jerr~y Jansen <Jerry.Jansen@,tylerunion.com> 

Subject: 

Attach: 
FW: Draft 2010 Hajoca Corporate Rebate Program.doc 

Draft 2010 Hajoca Corporate Rebate Program. doc 

Resending due to a delivery' error notice. This message contains very slight edits from the original message, hovvever 
the attachment is the same. 

ll,"ichard S 'l'atll1an 
VP & GM - TyieriUnion 
(903) 882-2440 
rick.tatman@tylerunlon.com 
www.tylerunion.com 

From: 
Sent: Tuesday, November 17, 2009 5:33 PM 
To: McCullough, Leon (McWane Executive Vice President) 
Cc: Vore, Mike (Osky National Sales Manager); Walton,Thomas (McWane Sr. Vice President); Jerry Jansen 
Subject: Draft 2010 Hajoca Corporate Rebate Program.doc 

As a follow-on to this afternoon's inquiry on Hajoca, I took the liberty to draft a potential program for 2010. 

\lVhi!e ! agree that \fI!8 need to leverage the sales base of plumbing + V&H + Ty!erUnion, I'm comcerned about drawing too 
many lines in the sand given Hajoco's somewhat weaker position on driving branch behavior and the scale of the $ at risk. 

\lVhi!e achieving 50% share of their fittings business is desireab!e, the associated incrementa! margin $ on non 
domestic tonnage is relatively sma!! in the bigger picture. What I'm more concerned with at this point is Hajoca supporting 
Star's domestic program and the potentia! price ripple effect that could have in the mark.et. 

,t:J.,s such! have removed the hard 50% bogey from condition 1 and replaced it \Nith the more genera! requirement of 
regain/maintain historical share. !n the verba! dialog ! would state than on fittings \"'fe believe the approriate target is 50% 
share. The fa!! back. position is that both parties would agree to move from our current share postion to 50% for 2011 with 
2010 being a somewhat half-way step in that direction, but not necessarily a line in the sand numbeL 

For condition #3, ! edited the language to essentially eliminate Star as a supplier of domestic fittings. 

My thoughts are certainly subject to debate and better judgment 

Rick 
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Rebate: 

2010 Draft 
IVIcWane Corporate Rebate Program 

for 
Hajoca 
(USA) 

2% of total net sales for Valve & Hydrant products, Ductile Iron Waterworks fitting and Cast 
Iron Soil Pipe & Fittings. 

Requirements: 

Hajoca's participation in the program requires each of the following four requirements to be met. 
Hajoca understands and accepts that failure to meet anyone of the requirements may void their 
participation in the program and any payment due by l'i!c'Xlane. 

i. Hajoca commits to support McWane's efforts to maintain and/or recapture our historical 
market share for Valve & Hydrant products, Soil Pipe & Fittings and Ductile Iron 
Waterworks fittings. This may require Hajoca and McWane to jointly track and maintain 
histoncal sales data in units and dollars for current year and prior years. This data vv111 be 
shared on at least a quarterly basis so that Hajoea and ~Y1c\Vane can stay out in front of 
any fall-off in purchases or sales. Sharing of this infonnation regularly will elilninate any 
and aii debate for either party when rebate payments are made or withheld. 

TT Rajoca will support McWane's right to adjust their market pricing to remain competitive 
in an effort to tnaintain both our nationaltnarket share and Hajoca' s purchase share of 
our products. 

III. The McWane Companies will share Hajoca's valve, hydrant, soil pipe & soil fitting and 
domestic requirements for ductile iron waterworks fittings with only other historical, 
domestic, national, and fhllline manufacturers 

iV. The ivicWane COll1panies require Hajoca to support its efforts to maintain and prOll1ote 
domestic specifications when McWane domesticaiiy made products are available. 

Term: 

This agreenlent is effective January 1, 2010 through DeCenlber 31, 2010 and can be ternlinated 
by either party with i 0 days notice. 

Payment: 

Any payment amount due under the terms of this program VillI be made prior to the end of the 
sixth week of the following calendar year. 
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Rebate: 

2010 Draft 
IVIcWane Corporate Rebate Program 

for 
Hajoca 
(USA) 

2% of total net sales for Valve & Hydrant products, Ductile Iron Waterworks fitting and Cast 
Iron Soil Pipe & Fittings. 

Requirements: 

Hajoca's participation in the program requires each of the following four requirements to be met. 
Hajoca understands and accepts that failure to meet anyone of the requirements may void their 
participation in the program and any payment due by l'i!c'Xlane. 

i. Hajoca commits to support McWane's efforts to maintain and/or recapture our historical 
market share for Valve & Hydrant products, Soil Pipe & Fittings and Ductile Iron 
Waterworks fittings. This may require Hajoca and McWane to jointly track and maintain 
histoncal sales data in units and dollars for current year and prior years. This data vv111 be 
shared on at least a quarterly basis so that Hajoea and ~Y1c\Vane can stay out in front of 
any fall-off in purchases or sales. Sharing of this infonnation regularly will elilninate any 
and aii debate for either party when rebate payments are made or withheld. 

TT Rajoca will support McWane's right to adjust their market pricing to remain competitive 
in an effort to tnaintain both our nationaltnarket share and Hajoca' s purchase share of 
our products. 

III. The McWane Companies will share Hajoca's valve, hydrant, soil pipe & soil fitting and 
domestic requirements for ductile iron waterworks fittings with only other historical, 
domestic, national, and fhllline manufacturers 

iV. The ivicWane COll1panies require Hajoca to support its efforts to maintain and prOll1ote 
domestic specifications when McWane domesticaiiy made products are available. 

This agreenlent is effective January 1, 2010 through DeCenlber 31, 2010 and can be ternlinated 
by either party with i 0 days notice. 

Payment: 

Any payment amount due under the terms of this program VillI be made prior to the end of the 
sixth week of the following calendar year. 
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TylerUnion (USA) 
2010 Rudge! 

Core Assumptions 

• DTWF & Gland volume up 2% for 2010 
• 40~1o of DI\,yF sales tonnage is derived from DOlnest1c Only orders 
• 
• 

3,000 tons of Domestic DIWF sales are through our MDA with Sigma 
Market pncmg for all product lines fiat to Aug - Sept 2009 reference poim 
(Note, this includes Domestic DlWF) 

• No Domestic DWIF share loss to Star 
• 
• 
= 

$S32M in Tdle Plant charges for 2010 with $0 incurred tor 2011 and 2012 
15% substitution rate tor Domestic product within Non Domestic DTWF sales 

1".Jo inventory valuation adjustnlents 

Financial Summary 

Sales 

uperaLiilQ r-rOliL 

Total Other Income 
Total Other Deductions 

"'1_ ... n __ .r.:... I:)_~ ___ 

PJta rlUl1l I;;JCIUIC 

Reserves And Taxes 
INet Profit 

Iinventory Change 

1"""!JI~h Drnuirl.o.rI +n ""nrnnr"!JI+.o. 1-""-"'""'" ...... v .................... _ ...... 1" ...... ""- ...... 

Narrative 

Budget 
2010 

$110,874 
20,662 
I,OU~ 

(1,530) 
10,736 

(4,463) 
($2,839) 

(43,599) 

'l? 'lo:1.7 
.... ... , ........ I 

Plan Plan 
2011 2012 

$117,164 $123,512 
29,180 30,909 
...... ,...., ... .. ,.. .., ...... 
1",0/" 10,/"I~ 

(605) (458) 
5,669 5,926 

9,401 10,358 
$5,593 $6,169 

(1,578) (2,000) 

Q l:A7 Q 7'l7 
V, .... ""TI .... , I .... , 

We believe that both the market demand erosion and distributor inventory reduction initiatives 
have bottomed out in terms of their impact on demand. \Vhile the conservative approach is to 
forecast flat volume for 2010, our plan is based upon a modest 2% growth due to our domestic 
position and the perceived impact of ARRA projects. The longer range forecast of 3% volume 
growth for 2011 - 2012 is based upon a general recovery of market demand and does not 
account for any significant events such as a Buy American provision within the pending new 
legislation or any share loss/gain from the current position. 
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Core Assumptions 

TylerUnion (USA) 
2010 Rudge! 

• DTWF & Gland volume up 2% for 2010 
• 40~1o of OI\,yF sales tonnage is derived from Dotnestic Only orders 
• 3,000 tons of Domestic DIWF sales are through our MDA with Sigma 
• Market pricing for all product lines fim to Aug - Sept 2009 reference poim 

(Note, this includes Domestic DlWF) 
• No Domestic DWIF share loss to Star 
• $S32M in Tdle Plant charges for 2010 with $0 incurred tor 2011 and 2012 
• 15% substitution rate tor Domestic product within Non Domestic DTWF sales 

1".Jo inventory valuation adjust111ents 

Financial Summary 

uperaLiilQ r-rOliL 

Total Other Income 
Total Other Deductions 

"'1 ........ n __ .r.:... I:)_~ ___ 

PJta rlUl1l I;;JCIUIC 

Reserves And Taxes 

INet Profit 

Iinventory Change 

1"""!JI~h Drnuirl.o.rI +n. ""nrnnr'!:l+o ,_""-",""I' I ...... v ............... " _ ...... 1" ............... 

Narrative 

Budget 
2010 

$110,874 
20,662 
I,OU~ 

(1,530) 
10,736 

(4,463) 
($2,839) 

(43,599) 

'l? 'lo:1.7 .... ... , .... .." 

Plan Plan 
2011 2012 

$117,164 $123,512 
29,180 30,909 
''',0/;) IO,I"I~ 

(605) (458) 
5,669 5,926 

9,401 10,358 
$5,593 $6,169 

(1,578) (2,000) 

Q l:A7 Q 7'l7 
V, .... ""TI .... ,'v, 

We believe that both the market demand erosion and distributor inventory reduction initiatives 
have bottomed out in terms of their impact on demand. \Vhilc the conservative approach is to 
forecast flat volume for 20 I 0, our plan is based upon a modest 2% growth due to our domestic 
position and the perceived impact of ARRA projects. The longer range forecast of 3% volume 
growth for 2011 - 2012 is based upon a general recovery of market demand and does not 
account for any significant events such as a Buy American provision within the pending new 
legislation or any share loss/gain from the current position. 
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Pricing "vas assumed to be flat to the current l~l.UgLlst - September reference point over the entire 
forecast period. While we do believe there is an opportunity for a published price increase next 
spring, we remain pessimistic about our competitors discipline to manage pricing. Aithough not 
accounted for within the budget, we do have some level of concern in regards to domestic fitting 
pricing. While we do not believe Star represents a significant risk to our domestic share position, 
pricing could be significantly affected if\ve have to respond to aggressive pricing tactics on 
Star's part. As a point of reference, a 5% reduction in our average domestic fitting price levels 
would decrease 2010 gross margins by $2.4M. By far, domestic product pricing represents the 
largest risk factor to our 2010 financial performance. 

Reducing inventory levels and the associated improvement to our balance sheet performance 
remains a key focus area for 2010. The production and sales plan submitted achieves an overall 
inventory reduction of nearly $43M resulting in positive cash flow of approximately $32M after 
UFO and other adjustments. 

To achieve that level of inventory reduction we have taken aggressive actions at both Union 
Foundry and TXX. Union Foundry is scheduled produce 11,238 total tons under 155 operating 
days and a daily molding schedule of 4hrs for the Disa unit and 9hrs each for the GFD and B 1 
units. TXX's production has been reduced to 10,035 total tons with only 6,741 tons of fittings 
allocated for TylerUnion. 

Looking forward to 20 II, we will need to carefully manage the step increase in production rates 
required Lo produce near Lhe denland raie. The L.V I I produdion plan for Uniun Foundry of 
20,340 total tons can be achieved without significant manning changes by operating the plant 
200 days and running each molding line on a 9hr daily schedule. Much more difficult to manage 
will be the nearly 2X increase in TXX's production to 20,000 total tons as manning requirements 
in China closely align with output rates and other industries are developing within Xian county. 

While positive in terms of cash flow, the aggressive reduction in production schedules for both 
Union toundry and TXX does have a signiticant negative attect on the Income. The two largest 
contributing factors are the anticipated $5.3M in idle plant charges and the increase in average 
manufacturing costs for Union due to the lower weighting of Dis a production within their total 
output. The significant turnaround in financial performance for 2010 is mainly driven by the 
elimination of those two negative factors with the full single shift loading of Union Foundry. 

Sigma and Star should remain our primary competitors over the next several years. Both 
companies are well positioned with established low cost supply sources, expanded product 
offerings, regional distribution centers and broad direct sales coverage. Second tier cOlnpetitors 
such as Serampore and NAPCA will continue to be a factor and we are closely watching to see if 
Electro Steel wiii emerge as a viable competitor. In order to grow/protect our share position we 
will need to improve our service levels which most likely will require expanding the sales team 
and potentially adding 1 or 2 regional distribution centers. Those costs are not reflected within 
the current budget as fbrther scoping is required. 

The biggesL risks factors for 2010 in order of concern are. 

1) Erosion of domestic pricing if Star emerges as a legitimate competitor 
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Pricing "vas assumed to be flat to the current l~l.UgLlst - September reference point over the entire 
forecast period. While we do believe there is an opportunity for a published price increase next 
spring, we remain pessimistic about our competitors discipline to manage pricing. Aithough not 
accounted for within the budget, we do have some level of concern in regards to domestic fitting 
pricing. While we do not believe Star represents a significant risk to our domestic share position, 
pricing could be significantly affected if\ve have to respond to aggressive pricing tactics on 
Star's part. As a point of reference, a 5% reduction in our average domestic fitting price levels 
would decrease 2010 gross margins by $2.4M. By far, domestic product pricing represents the 
largest risk factor to our 2010 financial performance. 

Reducing inventory levels and the associated improvement to our balance sheet performance 
remains a key focus area for 2010. The production and sales plan submitted achieves an overall 
inventory reduction of nearly $43M resulting in positive cash flow of approximately $32M after 
LIFO and other adjustments. 

To achieve that level of inventory reduction we have taken aggressive actions at both Union 
Foundry and TXX. Union Foundry is scheduled produce 11,238 total tons under 155 operating 
days and a daily molding schedule of 4hrs for the Disa unit and 9hrs each for the GFD and B 1 
units. TXX's production has been reduced to 10,035 total tons with only 6,741 tons of fittings 
allocated for TylerUnion. 

Looking forward to 2011, we will need to carefully manage the step increase in production rates 
required Lo produce near the denland raie. I fie L.V I I production plan rur UIIlUIl Foundry ur 
20,340 total tons can be achieved without significant manning changes by operating the plant 
200 days and running each molding line on a 9hr daily schedule. Much more difficult to manage 
will be the nearly 2X increase in TXX's production to 20,000 total tons as manning requirements 
in China closely align with output rates and other industries are developing within Xian county. 

While positive in terms of cash flow, the aggressive reduction in production schedules for both 
Union toundry and TXX does have a signiticant negative anect on the Income. The two largest 
contributing factors are the anticipated $5.3M in idle plant charges and the increase in average 
manufacturing costs for Union due to the lower weighting of Dis a production within their total 
output. The significant turnaround in financial performance for 2010 is mainly driven by the 
elimination of those two negative factors with the full single shift loading of Union Foundry. 

Sigma and Star should remain our primary competitors over the next several years. Both 
companies are well positioned with established low cost supply sources, expanded product 
offerings, regional distribution centers and broad direct sales coverage. Second tier cOlnpetitors 
such as Serampore and NAPCA will continue to be a factor and we are closely watching to see if 
Eleciro Steel wiii emerge as a viable compeiitor. In order io grow/protect our share posiiion we 
will need to improve our service levels which most likely will require expanding the sales team 
and potentially adding 1 or 2 regional distribution centers. Those costs are not reflected within 
the current budget as fbrther scoping is required. 

The biggesL risks factols for 2010 in order of concern are. 

1) Erosion of domestic pricing if Star emerges as a legitimate competitor 
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2) Star leading a net price decline in non domestic product pricing in reaction to their 
perception ofMcWane's intent on their market position 

3) Repeal of the Buy i~1rnerica requirement for i~J>~~A",- projects via De r-.~1inimis 
4) Raw material int1ation that is not recovered in net price 

The biggest upside opportunities in order of impact to protitability are: 

1) Any improvement in net pricing on non domestic products 
2) ARRA projects driving a higher mix of domestic sales 
3) A lower portion of our domestic DIWF sales being derived though Sigma 
4) TufG-rip market share above the assumed 3~;Q - 4~/Q level 

Jnnut Data 
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2) Star leading a net price decline in non domestic product pricing in reaction to their 
perception of Mc Wane's intent on their market position 

3) Repeal of the Buy i~1rnerica requirement for i~J>~~A",- projects via De r-.~1inimis 
4) Raw material int1ation that is not recovered in net price 

The biggest upside opportunities in order of impact to protitability are: 

1) Any improvement in net pricing on non domestic products 
2) ARRA projects driving a higher mix of domestic sales 
3) A lower portion of our domestic DIWF sales being derived though Sigma 
4) TufG-rip market share above the assumed 3% - 4% level 

Jnnut Data 
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Dom Dom Price 
Dom @ ND Price 

IDom to Sigma 
ND Ifil ND Price ~ , 

DIWF Total (+2% for2010) 
r::1:::anrl.:::: It Af':(',,::::r.~~nri,,::::r.~ (~')ot. f...,~ 'Jn1n1 
~.~. ,~~ ~ •• ~~-~~- •• -~ \ - ~ ,y ,~, ~~, ~I 

Valve Boxes - Domestic 
\/ ..... 1 •• '" c ......... ,... ..... "" valve; UUA<::~ - 1'111...1 

TufGrip 

I Production (tons) 
Union - uiWt-
Union - Glands 
Union - Valve Boxes 
Union - Weights 
Union - Total @ 155 days 
TXX- DIWF 
TXX - TufGrip 
TXX - Glands 

ITXX - Bibby 
TXX-V&H 

ITXX - Kubota 
TXX _ Tnbl , .. u. . -~-. 

!Inventory (tons) 
DIWF - Domestic 
DIWF ND 
Total DIWF 
Glands & Accessories 
Valve Boxes - Domestic 
Valve Roxes - Nn 

ITUfGrip 

2009 
13,314 
6,424 
450 

14862 , ~ 
35,050 
.4 ORQ 
',~~~ 

4,320 
< 000 
I, .... U .... 

219 

2009 
i i ,029 

345 
170 
120 

11,664 
10,842 

390 
0 

400 
25 
200 

11,857 

YE 2009 
12,701 
19,998 
32,698 
3.587 
1,489 
3,898 
849 

42,521 

2010 2011 
11,301 11,729 
3,668 3,764 
3,000 3,000 
17 783 , 18330 , ~ , ~ 
35,751 36,823 37,927 
A 1t;O .4 ?7t; .4 .4n~ " .~~ ',~' ~ " ,~~ 

5,000 5,150 5,283 
') ')nn 'l "'H"'la 'l 'If'''lC 
V,£..VV V,i!...;:JV v ,v;:}"; 

1,000 2,000 3,000 

2010 2011 2012 
8,853 i {,940 i {,886 
430 1,800 1,854 

1,100 600 600 
855 0 0 

11,238 20,340 20,340 
6,741 11,976 15,866 
540 2,268 3,336 
504 1,406 1,448 
350 350 350 
400 400 400 

1,500 3,600 3,600 
10,Q35 20,000 25,000 

YE 2010 YE 2011 I YE 2012 I 
4,015 4,662 4,713 
9,555 6,233 6,350 
13,570 10,895 11,064 
1.408 1,408 1,408 
1,227 1,227 1,227 
1,073 1,073 1,073 
389 657 993 

17,667 15,260 15,765 
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2010 
11,301 
3,668 
3,000 
17 783 

~- - -'-' ,- -- ~ , ~ ~ , ~ 

DIWF Total (+2% for2010) 35,050 35,751 36,823 37,927 
G!ands & Accessories (+2% for 2010) 4,069 4,150 4,275 4,403 
Valve Boxes - Domestic 4,320 5,000 5,150 5,283 
Valve Boxes - ~~D < 000 ') ')nn 'l "'H"'la 'l'lf"'lC 

I, .... U .... V,£..VV V,i!...;:JV v,vvv 

TufGrip 219 1,000 2,000 3,000 

I Production (tons) 2009 2010 2011 2012 
Union - uiWt- i i ,029 8,853 i {,94O i {,886 
Union - Glands 345 430 1,800 1,854 
Union - Valve Boxes 170 1,100 600 600 
Union - Weights 120 855 0 0 
Union - Total @ 155 days 11,664 11,238 20,340 20,340 
TXX- DIWF 10,842 6,741 11,976 15,866 
TXX - TufGrip 390 540 2,268 3,336 
TXX - Glands ° 504 1,406 1,448 

ITXX - Bibby 400 350 350 350 
TXX-V&H 25 400 400 400 

ITXX - Kubota 200 1,500 3,600 3,600 
TXX _ Tnbl 11,857 10,Q35 20,000 25,000 , ., u. . -~-. 

!Inventory (tons) YE 2009 YE 2010 YE 2011 I YE 2012 I 
DIWF - Domestic 12,701 4,015 4,662 4,713 
DIWF NO 19,998 9,555 6,233 6,350 
TolalDIWF 32,698 13,570 10,895 11,064 
Glands & Accessories 3,587 1,408 1,408 1,408 
Valve Boxes - Domestic 1,489 1,227 1,227 1,227 
Valve Boxes - ND 3,898 1,073 1,073 1,073 

ITUfGnp 849 389 657 993 
42,521 17,667 15,260 15,765 
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Iinventory (AMU's) YE 2009 YE 2010 YE 2011 
DIWF - Domestic 8.5 2.7 3.0 
DIWF ND 13.5 6.4 4.1 

11.0 4.6 3.6 
10.4 4.1 4.0 3.8 
3.6 2.9 2.9 2.8 
14.6 4.0 3.9 3.8 
10.2 4.7 3.9 4.0 

ITotal DIWF 
GI:;mris & Ar;r;essories 

Ivalve Boxes - Domestic 
I Valve Boxes - !'JD 
TufGrip 

Oct est 2010 2011 2012 I Net Sales Price ($/ton) 
r"'\ . __ ~ 1"'\_. __ r"I_:_ "' ............ "' ...... " ... "' ............ "' ............ 
UUIII @ LJUIII rlll,;t:: ",.j,Lt I U ,4).j,Lf IU 'J).j,Lf IU 'J).j,Lf I U 

Dam @ ND Price $1,571 $1,571 $1,571 $1,571 
Dam to Sigma (asume 9U% tactor) $3,069 $3,069 $3,069 $3,069 
ND@NDPrice $1,815 $1,815 $1,815 $1,815 
Glands & Accessories $2,437 $2,437 $2,437 $2,437 
Valve Boxes - Domestic $1,872 $1,872 $1,872 $1,872 
Valve Boxes - ND $812 $812 $812 $812 
TufGrip $3,022 $3,022 $3,022 $3,022 

ICOGS ($/lon) Sept YTO 2010 2011 
Dam @ Dam Price $2,281 $2,443 $2,112 

$2,224 $2,393 $2,062 
nla $2,443 $2,112 

$1,612 $1,477 $1,457 

Dam @ ND Price 
IDom to Sigma 

v, ... " ......... '"" .............. '-' ............... ,,'-' ..... ..... ""', ........ .... "-, ........ "'''-, ........ "'''-, ........ 
Valve Boxes - Domestic $1,871 $1,600 $1,600 $1,600 
\ '_1 .. _ n_ .. __ "n lI'-t " ............ "'7..," lI'7"l"" lI'7"1"'" 
Vi::tIVt:: oUJl.e~ - I"",U ,;p1,U££. '1)1,:)'0 ;;PI,:)" ;;PI,:)" 

TufGrip $2,621 $2,486 $2,140 $2,140 

VP & GM - Tyler/Union 
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Iinventory (AMU's) YE 2010 
DIWF - Domestic 2.7 
DIWF NO 6.4 

4.6 
104 41 4.0 3.8 

ITotalDIWF 
GI:;mris & Ar;r:essones 

3.6 2.9 2.9 2.8 
14.6 4.0 3.9 3.8 
10.2 4.7 3.9 4.0 

I Valve Boxes - !'JD 
TufGrip 

Oct est 2010 2011 2012 
uom @ uOill rfice ",.j,Lt I U ,4).j,Lf I U 'J).j,Lf IU 'J).j,Lf I U 

Dam @ NO Price $1,571 $1,571 $1,571 $1,571 
Dam to Sigma (asume 9U% tactor) $3,069 $3,069 $3,069 $3,069 
ND@NDPrice $1,815 $1,815 $1,815 $1,815 
Glands & Accessories $2,437 $2,437 $2,437 $2,437 
Valve Boxes - Domestic $1,872 $1,872 $1,872 $1,872 
Valve Boxes - NO $812 $812 $812 $812 
TufGrip $3,022 $3,022 $3,022 $3,022 

ICOGS ($/ton) Sept YTD 2010 2011 2012 
$2,281 $2,443 $2,112 $2,112 
$2,224 $2.393 $2,062 $2,062 

nfa $2,443 $2,112 $2,112 
$1,612 $1,477 $1,457 $1,457 

loom @ Dom Price 
Dam fa) NO Price 

loom to Sigma 
"In rm Nn Pnrl=l 

v, ... " ......... ""' .................. , .............. " ......... ..... ""', ........ .... "-, ........ "'''-, ........ "'''-, ........ 
Valve Boxes - Domestic $1,871 $1,600 $1,600 $1,600 
Valve Boxes - ~..JD lI'-t " ............ "'7..," lI'7"l"" lI'7"1"'" 

,;p1,U££. '1)1,:)'0 ;;PI,:)" ;;PI,:)" 

TufGrip $2,621 $2,486 $2,140 $2,140 

VP & GM - Tyler/Union 
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Domestic Market Strategy 

Tbis doc.u. .. ment is intended to spur discussion and de-bate as to \vhat th.e optimal strategy should be for 
..... ~~ ... rl,.,. ....... """ ... .:A J...nt'<~ ..... """,.. A ..... "', ~ ......... 1 .... +-.. .... +.a. .................. , .. 1.-1 .............. ,.t 1 ................ 1 _ .......... T: .................... ,..,..~ .. _ ...... ,,~ __ l! ___ _ 
VI,.LL UVU.lV.31.J.\ ... uu.-,U.l ..... .,..,. ru.lJ HUa.! .:>uav...e,)' vvvuJ.u .L1V~U Iv,l:;a.1 .IVV l..:lW LV ~:'Ulv !";Ulll1-'lHl.lll..'t;;. 

The competitive tactic communicated in our letter of September 22nd was intended to avoid being 
cherry picked if Star was going to carry only a very short line. New inputs on Star's competitive 
strength along with customer feedback over the past several months indicate t..h~t a chal1ge in strategy 
1/o! rpl'1111rpri Th1~ np.p;l ;" UT'.:1rtTant""A uT;+"h ...... nt .... a.lTo.....rl"" t.-. +h"" ... "" ..... ""'I'IT "L"'T'r' ............. ....." 'U7k';",t-. .:,.. ............ l.."'! ..... .-v + .... 1,.. .... ..... 
...... .L .... '1. ................ ~ • ..... u.o.> .I. ........... u. ... .,. yy ............... u .............. 0 ..... 1..1.,-,"," J. .... 5u.L ..... .:I \.V LJ..L"'" .L..., ..... ...,.L.LL.L .I. ........ .LlJ.'1'.U . .l), VV.lU\.IJ..l .I.':> J.J.U ... U ..... J.l.le. LaJ.'I.. ..... .lJ. 

into consideration herein. 

Basic assumptions: 

1. Star will be- in the domestic ganle for the foreseeable future. 
a. They have eitJier already made or are fully conul1itted to an invesUllent of at least 300 

patterns 
b. They've now invested too much political capital to back down 

2. Star will feel they need to be net 5% to 10% below us at this stag:e in order to generate volume 

3. 

conullitments from significant customers. 
a. They vvill most likely usc incremental backsides QJ.J.d credits to hide net pricing as they 

1 H1. I 1\ 

i<l10w we II rea~1. _ _ _ _ _ _ _ I" ? 'il~. {'/'1 'I" 
b. WehavetheirTlJUrebatecontirmed@j 15% ly!tJ~I'fI 's ,~,~ 

Star won't sell at a loss, but if needed they will sell at single digit margins taking into 
consideration the broader benefits to their market presence and the negative Lmpact to 
l\.A,.\Xl'.lonp ~p.p. t'.:1hlp 1 a 1,P. ... ""1" f'.",. P.C1t11"'r'1<:11-t:loC1 .......... +1-..::..; ... ........ C'i- ..... nA ........ n .... ..,.;...." .......... n~+; .......... 
.............. , ................. OJ .......... ....... ...,.L ...... ..<.L .................. .L.I ......... .... ~ ..... .LJ..u .......... ~ v.u. U . .lV.l.J. .... V,;l .. UJ. U- .l.LJ.U1.5.l.l.l PVCIo.lLJ.V.l.l. ~ 

4. The illusion by CllStOll1eIS of what Star has to offer as a domestic supplier is most iikely better 
than what reaiity wiii actually be. 

5. It will take Star several more months before all their patterns are available or they can take on {"V' 

si!!Ilificant volume. This nrobablv means we can stre~gthen our resnonse '" neeij"rl over time GlP/ ..... ..."' '-" --,1;"----------------.---------- \ 
so as not to prematurely erode margin doll~rs. 

£: 
V. Sigma will carefully vvatch our reaction to Star as they conteillplate their long-terrIl strategy 7 regarding domestic. There maybe longer term benefits to Sigma seeing a stronger response . - . 

from us at least in several select markets. ~ O"'e. l.d; AI>4 '(.1\ F,m.j 
v ' 

The traditional approach to address competitive share or non public price moves is to publically take 
the market down. \Vhile this tactic works against traditional conlpetitoIs with established share 
posiiions and mfg overhead, I have yet to see it work against Star on either the waterworks or 
plumbing side. Star has historically shown they will just continue incremental discounting down to the 
point where they're selling near breakeven. Once published pricing is returned to more normal levels, 
they will just resume their discount pric.ing tactics. 

The proposed siraiegy for review is based upon the following core concepts: £> .A" "," , tJ-_ N" < 

I. Trying: to hold on to our near 100% market share in the (3"·24") se2:ment would he hoth verv )!f'-. ,..,J'! 
diific~lt al1d very costly_ Our goa! inste~iI should be to ~ontain/St;'s share to accounts th~tolar~,J<fvo~ 
~eit~erstrategic~lly ~H.~or'~nt nor have ~ stiO~g~dat,i?nshi~ .with either ~yler Union or ':1 &H. ~rr 
m snarl, we can-{ anora to lOose or weaKen relanonsmps With our strategic accounts trymg to/, .11' 
appease accounts that truly don't want to have a strong relationship with us. ~~ 

2. Our competitive response should strengthen and evolve over time as we better ascertain Star's ' 
competitive position. Competitive reactions ,vill be on as needed basis for specific customers or 
markets. 

Confidential TI I I:'Tf"' n ... n.., ... &:&: 
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Domestic Market Strategy 

Tbis doc.u. .. ment is intended to spur discussion and de-bate as to \vhat th.e optimal strategy should be for 
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The competitive tactic communicated in our letter of September 22nd was intended to avoid being 
cherry picked if Star was going to carry only a very short line. New inputs on Star's competitive 
strength along with customer feedback over the past several months indicate that a chal1ge in strategy 
1/o! rpl'1111rpri Th1~ np.p;l ;" UT'.:1rtTant""A uT;+"h ...... nt .... a.lTo.....rl"" t.-. +h"" ... "" ..... ""'I'IT "L"'T'r' ............. ....." 'U7k';",t-. .:,.. ............ l.."'! ..... .-v + .... 1,.. .... ..... 
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into consideration herein. 

Basic assumptions: 

1. Star will be- in the domestic ga..111e for the foreseeable future. 
a. They have eitJier already made or are fully conul1itted to an invesUllent of at least 300 

patterns 
b. They've now invested too much political capital to back down 

2. Star will feel they need to be net 5% to 10% below us at this staQ:e in order to generate volume 

3. 

conullitments from significant customers. 
a. They vvill most likely usc incremental backsides QJ.J.d credits to hide net pricing as they 

1 H1. I 1\ 

i<l10w we II rea~1. _ _ _ _ _ _ _ I" ? 'il~. {'/'1 'I" 
b. WehavetheirTlJUrebatecontirmed@j 15% ly!tJ~I'fI 's ,~,~ 

Star won't sell at a loss, but if needed they will sell at single digit margins taking into 
consideration the broader benefits to their market presence and the negative Lmpact to 
1...,1c 'Xl ane. See table La ... herein for estimates on their cost a..~d margin position. J.-

4. The illusion by CllStOll1eIS of what Star has to offer as a domestic supplier is most iikely better 
than what reaiity wiii actually be. 

5. It will take Star several more months before all their patterns are available or they can take on {"V' 

si!!Ilificant volume. This nrobablv means we can stre~g(hen our resnonse '" n"",j,,11 ov"r tim" GlP/ ..... ..."' '-" --,1;"----- -.------.--. -.-- ------ \ 

so as not to prematurely erode margin dolla..rs. 

'" v. Sigma will carefully vvatch our reaction to Star as they conteillplate their long-terrIl strategy 7 regarding domestic. There maybe longer term benefits to Sigma seeing a stronger response 
from us at least in several select markets. ~ O"'e. l.d; AI>4 '(.1\ F,mJ 

v ' 

The traditional approach to address competitive share or non public price moves is to publically take 
the market down. \Vhile this tactic works against traditional conlpetitoIs with established share 
posiiions and mfg overhead, I have yet to see it work against Star on either the waterworks or 
plumbing side. Star has historically shown they will just continue incremental discounting down to the 
point where they're selling near breakeven. Once published pricing is returned to more normal levels, 
they will just resume their discount pric.ing tactics. 

The proposed straiegy for review is based upon the foHowing core concepts: £\ 
.AO: 

~., tt-

l. Trying to hold on to our near 100% market share in the (3"·24") se2:ment would he hoth verv f:::. ,.,.II 
diific~lt and very costly_ Our goa! inste~iI should be to ~ontain/St;'s share to accounts th~tolar~,J<fvo~ 
~eit~erstrategic~lly ~m~or'~nt nor have ~ stiO~g~lat,i?nshi~ .with either ~yler Union or ':1 &H. ~rr 
m snon:, we can-{ anom to lOose or weaKen relanonslllps WIth our strategIc accounts trymg to/ .11' 
appease accounts that truly don't want to have a strong relationship with us. ~~ 

2. Our competitive response should strengthen and evolve over time as we better ascertain Star's ' 
competitive position. Competitive reactions ,vill be on as needed basis for specific customers or 
markets. 
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3. Wpjle \ve need to support our strategic accowlts and good cust0i11erS, we also need to avoid any 
situation getting "personal" with other accounts so thai there is always a bridge back to us if 
that customer's situation changes. 

4. Segmenting our customers into four levels or buckets based upon their size, commitment level 
to Tyler Union and strategic importance to the business. The ra1J.ge of rebates, cash discounts, 
nn'c,'nfJ :lnrl nthpr in~pnt1"p~ !l1.n1-il<;1hl". unll h"" ..-Io ... o.=.: ..... "'r1 b'" 4-t.."" 1p~V·"11 ~::.:<;.:l:Vll"~U~ ·,u- ;;t -I'-'::ij-..Lu~i"'-w-'ar--
,r------Q --- ----"- ----'-'--~- ....................... ~ .......... 1 .... V .... .L ... u .... .... v ........ J..u . .Ll.l"",,U J UJ.":;; 1. ........ ~ ..... 0 ............ ..., 

account. See table 2A herein. 
5. If needed, the FTC inquiry may aHow a poiiticaliy correct rational as to why we're continuing 

to suppiy certain accounts or branches with product when they are also purchasing a small 
portion of their requirements from Star. 

RebateS & Cash Discounts 

A combination of rebates and/or incremental cash discounts would be available to level 1&-2 accounts 
as competitively appropriate. In general, level! aCCOll..l1ts could receive a total value bet'Neen (8~'O to 
10~/o) while level 2 accounts vi/ould be in th.e (4% to 8~i;) ratige. Unless there are unique 
circunlst&ices, level J aCCOl.mts would nonnally not receive any rebates or incremental cash discounts, 
but if required the limit would be 4%. An of these core rebates should be earned and paid on an annual 
basis. 

We know that Star has some 15% rebates in place and that they are also doing some job pricing below 
published. With near 100% market share, if our objective is to hold on to as much price as possible 

\/\ / we'll have to address competitive situations as they are confinned rather tt-illJ.'1 being proactive. \Vhile 
",IV 
v wis approach should maxirnize margin $ frtis year, it does create longer term risks as it aiiows 

customer to be in active discussions with Star before can confmn and react. 

Ifthat is the desired strategy, I would suggest reacting to competitive situations l!singjob pricing for 
both level 1 & 2 account~ and an incremental slidi..llg quarterly rebate progral'n for only level 1 
accounts. The job pricing 'would be used to make sure we were c0111petitive with what Star was putting 
out for street pricing. For any job pricing to ievei 2 accounts we wouid make sure that the pricing 
offered applied to suppiying the whole job. Any partial job orders would be at published levels. Once (1; 
the weight average invoice price with a given market area falls to around 95% of published, we wp~... . 
most likely lower the published price accordingly. • -Q. ... ~ 

/J"'" 
Sin.ee level 1 accounts are our strategic partners, I believe we should offer them an inc,e~ental slidi1:1g 
quarteriy rebate when competitiveiy appropriate. If for example we use a 5% progr<)ffi, those accounts 
would receive an incremental 5% quarterly rebate on any sales at published pricingl Any job pricing 
or discounted sales during the quarter would be deducted from the rebate due. If t1:1.3.t accounts average 
invoice price for the quarter \vas 97%. of published, tb.eir incremental quarterly rebate would be 
reduced from 5% to 2,}'O. V,,'hen ever a reduction in published pricing is required, we will decide that 
that point whether to discontinue that program or reduce the potential from 5% down to 3%. 

As a special note on the (30"- 48") se~ment, our product line in tIllS segment is cu..~ently very ,,"veak 

?eyond 30'.' l.¥hich ?uts. us at a ?2etiti-\~~"·disad~~~g~ to ~o:h Star ~nd ~CIP~<?.?ur p~ttern ~ork; 
1S progressmg, but it Will be ~ year untll ·we are ,Ole IO catcn up to ::star's availability and we WIll 
probably never tooi some 0/- the iower voiume it<¢s that ACIPCO has. ACIPCO is published @ 0.70 
but multiple inputs have ~m actUal~~t~~~.56 ~ange which is about what their 20% 

---- t 1. .... fI",- ; Il'" 
A'. ... f 1.,), \g~ '. . .. ~ 1." It .uQ./ 

c ttif.J~ - J. rs(.fI\,.<l.-"'.....,.., ',", ............ ~~ 
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3. Wpjle \ve need to support our strategic accowlts and good cust0i11erS, we also need to avoid any 
situation getting "personal" with other accounts so thai there is always a bridge back to us if 
that customer's situation changes. 

4. Segmenting our customers into four levels or buckets based upon their size, commitment level 
to Tyler Union and strategic importance to the business. The ra1J.ge of rebates, cash discounts, 
pricing and other incentives available \vill be determined by the level asSi~lled to a particular 
account. See table 2A herein. 

5. If needed, the FTC inquiry may aHow a poiiticaliy correct rational as to why we're continuing 
to suppiy certain accounts or branches with product when they are also purchasing a small 
portion of their requirements from Star. 

RebateS & Cash Discounts 

A combination of rebates and/or incremental cash discounts would be available to level 1&2 accounts 
as competitively appropriate. In general, level! aCCOll..l1ts could receive a total value bet'Neen (8~'O to 
10~/o) while level 2 accounts vi/ould be in th.e (4% to 8~i;) ratige. Unless there are unique 
circunlst& .... ces, level J aCCOl.mts would nonnally not receive any rebates or incremental cash discounts, 
but if required the limit would be 4%. An of these core rebates should be earned and paid on an annual 
basis. 

We know that Star has some 15% rebates in place and that they are also doing some job pricing below 
published. With near 100% market share, if our objective is to hold on to as much price as possible 

\/\ / we'll have to address competitive situations as they are confinned rather tt-illn being proactive. \Vhile 
",IV 
v wis approach should maxirnize margin $ frtis year, it does create longer term risks as it aiiows 

customer to be in active discussions with Star before can confmn and react. 

Ifthat is the desired strategy, I would suggest reacting to competitive situations using job pricing for 
both level 1 & 2 account~ and an incremental slidi..llg quarterly rebate progral'n for only level 1 
acc.ounts. The job pricing 'would be used to make sure we were c0111petitive with what Star was putting 
out for street pricing. For any job pricing to level 2 accounts we wouid make sure that the pricing 
offered applied to suppiying the whole job. Any partial job orders would be at published levels. Once (1; . 
the weight average invoice price with a given market area falls to around 95% of published, we wp~ ... 
most likely lower the published price accordingly_ • -Q. ... ~ 

'JI"'" 
Sin.ee level 1 accounts are our strategic partners, I believe we should offer them an inc,er;ental slidi1:1g 
quarterly rebate when competitiveiy appropriate. If for example we use a 5% progr<)ffi, those accounts 
would receive an incremental 5% quarterly rebate on any sales at published pricinl A.1lY job pricing 
or discounted sales during the quarter would be deducted from the rebate due. If t1:1.3.t accounts average 
invoice price for the quarter \vas 97%. of published, tb.eir incremental quarterly rebate would be 
reduced from 5% to 2,}'O. V,,'hen ever a reduction in published pricing is required, we will decide that 
that point whether to discontinue that program or reduce the potential from 5% down to 3%. 

As a special note on the (30"- 48") se~ment, our product line in tIllS segment is cu..~ently very ,,"veak 

?eyond 30'.' l.¥hich ?uts. us at a ?2etiti-~~~"·disad~~~g~ to ~o:h Star ~nd ~CIP~<?.?ur p~ttern ~ork; 
1S progressmg, but it Will be ~ year unCH ·we are ,Ole IO catcn up to ::star's availability and we WIll 
probably never tool some Cf the lower volume it<¢s that ACIPCO has. ACIPCO is published @ 0.70 
but multiple inputs have ~m actUal~~t~~~.56 ~ange which is about what their 20% 

---- t 1. .... fI",- Il ... 
A'. ... f 1.,), \g~ '. . .. ~ 1." It .uQ./ 

c ttif.J~ - J. rs(.fI\,.<l.-"'.....,.., ',", ............ ~~ 
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discounted pricing is to us. Star also appears to be seiiing in the low to mid 0.50's range and is 
aligning with Griffin for ductile jobs. There is also some rumored activity between US Pipe and Star. 
Since we have weaknesses in this segment, our strategy should be to support our customers wit..1:! 
competitive pricing on ajob by job basis \Xrhere vie have product available. \Ve should also consider 
lO\Veling our published multiplier from 0.70 to 0.62 as the CUt""Tent spread between published and 
competitive job pricing is too large. I would also like to revisit ACIPCO to discuss more competitive 
price and lead times. However, I suspect that as long as our smaller diameter product is available to 
them through Sigma, cooperation will be difficult. What we really need is improved lead times and 
pricing in the 0.48 to 0,50 range so that were not reselling at a net loss. 

Inventory & Service Incentives 

If competitively appropriate~ we would consider special inventory & service incentives but oPJy for 
level 1 accounts. These incentives \vculd include items such as: adjustnlents to FF A terms; extended 
terms to hold mutually ayeed upon levels of local stock; consigned inventory; preferential order 
fulfillmeni under backlog conditions. 

T::.b!e lA Star's Cost Basis 

Sid iViJ Fittings 3;; - 6;; 8;; -12;; 14" - 24" 30" -48" 
Mig Cosi @ foundry ievei $1,588 $1,738 $2,110 $2,710 
Siar purchase cosi @ 20% foundry GM $1,985 $2,173 $2,638 $3,388 
Freighi io Housion $12 $12 $40 $40 
Coaiing & Lining costs $150 $150 $150 $150 
Ouibound freighi $100 $100 $100 $100 
Disiribuiion center $95 $95 $95 $95 
Sial's net cost $2,342 $2,530 $3,023 $3,773 
Sial's break even selling price with 1 0% rebate $2,518 $2,720 $3.250 $4,056 
Muitipiier 0.286 0.296 0.325 0.369 
Current Published 0.460 0.460 0.580 0.700 
Price risk - worst case -38% -36% -44% -47% 

Star selling price @ 25% GM with 10% rebate $3,357 $3,626 $4,332 $5,407 
Multiplier 0.381 0.394 0.433 0.492 
Price risk -17% -14% -25% -30% 

Foundry & finishing costs per Kent Brown 3/12/10 

Tab!e 2A - Program 1' .. 1atrix 

Leveii Levei2 1,&yei 3 Level 4 
T ot~! Rllsiness leve! or Domestic Share >- $10M or:>- 95% :> $1M or> 75% :> $O.3M Oi;;' 75% < $O.3M uf < 75% 

ND Share >50% ::> ?5% '> 25% < 25% 
Maintain as Domestic Dist Yes Yes Yes Normally No 

Available Rebate & Incr Cash DISC (8% to 10%) (4% to 8%) (0% to 4%) 0% 
uomestic Job Pridn Per local Mkt Conditions Per local Mkt Conditions Normal! No No 
Slidin- Qlit· Rebat~ (3% to 5%' No No No 

Pe erentia! Pric:ing on ~rge ,-0 S .es !\o No No 
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discounted pricing is to us. Star also appears to be seiiing in the low to mid 0.50's range and is 
aligning with Griffin for ductile jobs. There is also some rumored activity between US Pipe and Star. 
Since we have weaknesses in this segment, our strategy should be to support our customers wit..1:! 
competitive pricing on ajob by job basis \Xrhere vie have product available. \Ve should also consider 
lO\Veling our published multiplier from 0.70 to 0.62 as the CUt""Tent spread between published and 
competitive job pricing is too large. I would also like to revisit ACIPCO to discuss more competitive 
price and lead times. However, I suspect that as long as our smaller diameter product is available to 
them through Sigma, cooperation will be difficult. What we really need is improved lead times and 
pricing in the 0.48 to 0,50 range so that were not reselling at a net loss. 

Inventory & Service Incentives 

If competitively appropriate~ we would consider special inventory & service incentives but oPJy for 
level 1 accounts. These incentives \vculd include items such as: adjustnlents to FF A terms; extended 
terms to hold mutually ayeed upon levels of local stock; consigned inventory; preferentiai order 
fulfiiimeni under backlog conditions. 

T::.b!e lA Star's Cost Basis 

Sid iViJ Fittings 3;; - 6;; 8;; -12;; 14" - 24" 30" -48" 
Mig Cosi @ foundry ievei $1,588 $1,738 $2,110 $2,710 
Siar purchase cosi @ 20% foundry GM $1,985 $2,173 $2,638 $3,388 
Freighi io Housion $12 $12 $40 $40 
Coaiing & Lining costs $150 $150 $150 $150 
Ouibound freighi $100 $100 $100 $100 
Disiribuiion center $95 $95 $95 $95 
Sial's net cost $2,342 $2,530 $3,023 $3,773 
Sial's break even selling price with 1 0% rebate $2,518 $2,720 $3.250 $4,056 
Muitipiier 0.286 0.296 0.325 0.369 
Current Published 0.460 0.460 0.580 0.700 
Price risk - worst case -38% -36% -44% -47% 

Star selling price @ 25% GM with 10% rebate $3,357 $3,626 $4,332 $5,407 
Multiplier 0.381 0.394 0.433 0.492 
Price risk -17% -14% -25% -30% 

Foundry & finishing costs per Kent Brown 3/12/10 

Tab!e 2A - Program 1' .. 1atrix 

Leveii Levei2 \.evei 3 Level 4 
T ot~! Rllsiness leve! or Domestic Share >- $10M or:>- 95% :> $1M or> 75% :> $O.3M Oi;;' 75% < $O.3M uf < 75% 

ND Share >50% > ?5% '> 25% < 25% 

Available Rebate & Incr Cash- DISC (8% to 10%) (4% to 8%) 
Yes Normally No Maintain as Domestic Dist Yes Yes 

(0% to 4%) 0% 
uomestic Job Pridn Per local Mkt Conditions Per local Mkt Conditions Normal! No No 
Slidin- Qtit· Rebat~ (3% to 5%' No No No 

.es !\o No No 
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From: 

Sent: 

To: 

Cc: 

Snbject: 

Dan Henrie 
1\1onday, October 5,2009 8:45 A~\'1 

Scott Frank <scott.frank@clowwateLcom> 
Shane! Traver <shaneLtraver@clowwater.com> 

RE: HD Wichita 

A lot of eyes watching ... We will continue to quote our projects" right down the line" and uphold the pricing integrity 
from our side of the business. 
However, I know for a fact that our ""good friends" at HD Supply tend to stretch the truth when reporting feedback on 
fitting prices. 
We will hold the line .. 

Dan Henrie 
Treatment Plant Sales Manager - Western Region 
799 Roosevelt Road Bldg 6 , Suite 015 
Glen Ellyn, Illinois 60137 
Fax 630 545-9905 
Cell 630 605 7489 
dan.henrie@clowwater.com 

From: Scott Frank 
Sent: Monday, October 05, 2009 8:37 AM 
To: Jerry Jansen; Vince Napoli 
Cc: Dan Henrie: David Smith 
Subject: RE: HD Wichita 

Amen by friend ... .1 need no calls from Birmingham. Our Q system adds money for freight and 
primer to our list price. We often apply .42i.52i.69 to our pricing structure which relates to sell 
prices of .431·.437/.522·5361.701·.712. Our theory should hold true However! wi!! adjust my safety 
factor. Please tell us everything you can when numbers our picked up. Is this Wichita issue within 
the guidelines? 

Dave & Dan we need to discuss. 

Scott Frank 
General Sales Manager 
Claw Water Systems Company 
direct line 740-291-1066 
cell 740-202-3094 
fax 740-622-4272 
scott.frank@clowwater.COIll 
~ please consider the environment before printing this email 

From: Jerry Jansen [mailto:JerryJansen@tylerunion.com] 
Sent: Monday, October 05, 2009 6:07 AM 
To: Scott Frank; Vince Napoli 
Subject: Re: HD Wichita 
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CX 0106-001

PUBLIC

From: 

Sent: 

To: 

Cc: 

Snbject: 

Dan Henrie 
1\1onday, October 5,2009 8:45 A~\'1 

Scott Frank <scott.frank@clowwateLcom> 
Shane! Traver <shaneLtraver@clowwater.com> 

RE: HD Wichita 

A lot of eyes watching ... We will continue to quote our projects" right down the line" and uphold the pricing integrity 
from our side of the business. 
However, I know for a fact that our ""good friends" at HD Supply tend to stretch the truth when reporting feedback on 
fitting prices. 
We will hold the line .. 

Dan Henrie 
Treatment Plant Sales Manager - Western Region 
799 Roosevelt Road Bldg 6 , Suite 015 
Glen Ellyn, Illinois 60137 
Fax 630 545-9905 
Cell 630 605 7489 
dan.henrie@clowwater.com 

From: Scott Frank 
Sent: Monday, October 05, 2009 8:37 AM 
To: Jerry Jansen; Vince Napoli 
Cc: Dan Henrie: David Smith 
Subject: RE: HD Wichita 

Amen by friend ... .1 need no calls from Birmingham. Our Q system adds money for freight and 
primer to our list price. We often apply .42i.52i.69 to our pricing structure which relates to sell 
prices of .431·.437/.522·5361.701·.712. Our theory should hold true However! wi!! adjust my safety 
factor. Please tell us everything you can when numbers our picked up. Is this Wichita issue within 
the guidelines? 

Dave & Dan we need to discuss. 

Scott Frank 
General Sales Manager 
Claw Water Systems Company 
direct line 740-291-1066 
cell 740-202-3094 
fax 740-622-4272 
scott.frank@clowwater.COIll 
~ please consider the environment before printing this email 

From: Jerry Jansen [mailto:JerryJansen@tylerunion.com] 
Sent: Monday, October 05, 2009 6:07 AM 
To: Scott Frank; Vince Napoli 
Subject: Re: HD Wichita 

Confidential TU-FTC-0231548 



Scott. we need to make sure aii domestic is right down the iine since Sigma is invoived and they get information from 
several people and especially see HD numbers. 

I know you package but they do see invoice numbers at times so we need to keep domestic prices up and not lower fitting 
numbers to hide pipe. 

I knovv 'v'Y6 have been hearing fittings baing IO'vv6r6d across your area on jobs 'vvith fitting prices moving up and dO'vvn 
across the range. 

With the Sigma deal we don't need Ruffner involved. 

Jerry 

From: Scott Frank <scott.frank@clowwater.com> 
To: Vince Napo!i 
Cc: Jerry Jansen 
Sent: Fri Oct 02 10:18:092009 
Subject: RE: HD Wichita 

'We are quoting Lindsborg, KS Piant job on 1017 but pricing iooks fine. 

Is your question on plant or line work?? 

Scott Frank 
General Sales Manager 
Clow~ \-Vater Syste111S COITLpany 
direct line 740-291-1066 
cell 740-202-3094 
fax 740-622-4272 
scott.frank@cloVlvlater.COUl 

~ please consider the environment before printing this email 

From: Vince Napoli [mailto:Vince.Napoli@tylerunion.com] 
Sent: Friday, October 02, 2009 9:S6 AM 
To: Scott Frank 
Cc: Jerry Jansen 
Subject: HD Wichita 

Scott 
Do you have any pricing out for a job to HD Wichita for below the established .70 multiplier for 30" + domestic fittings? 

Vince Napoli 
TylerUnion Sales 
vince. napoli@tylerunion.com 
256-240-4281 
800-226-7601 ext 281 
Fax: 256-240-4214 
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Scott. we need to make sure aii domestic is right down the iine since Sigma is invoived and they get information from 
several people and especially see HD numbers. 

I know you package but they do see invoice numbers at times so we need to keep domestic prices up and not lower fitting 
numbers to hide pipe. 

I knovv 'v'Y6 have been hearing fittings baing IO'vv6r6d across your area on jobs 'vvith fitting prices moving up and dO'vvn 
across the range. 

With the Sigma deal we don't need Ruffner involved. 

Jerry 

From: Scott Frank <scott.frank@clowwater.com> 
To: Vince Napo!i 
Cc: Jerry Jansen 
Sent: Fri Oct 02 10:18:092009 
Subject: RE: HD Wichita 

'We are quoting Lindsborg, KS Piant job on 1017 but pricing iooks fine. 

Is your question on plant or line work?? 

Scott Frank 
General Sales Manager 
Clow~ \-Vater Syste111S COITLpany 
direct line 740-291-1066 
cell 740-202-3094 
fax 740-622-4272 
scott.frank@cloVlvlater.COUl 

~ please consider the environment before printing this email 

From: Vince Napoli [mailto:Vince.Napoli@tylerunion.com] 
Sent: Friday, October 02, 2009 9:S6 AM 
To: Scott Frank 
Cc: Jerry Jansen 
Subject: HD Wichita 

Scott 
Do you have any pricing out for a job to HD Wichita for below the established .70 multiplier for 30" + domestic fittings? 

Vince Napoli 
TylerUnion Sales 
vince. napoli@tylerunion.com 
256-240-4281 
800-226-7601 ext 281 
Fax: 256-240-4214 
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From: 
Sent: 

To: 

Subject: 

Greg Adams <GregAdams@tyierunion.com> 

Tuesday, November 3, 2009 5:02 P1\,1 

Jerry Jansen <JerryJansen@tyierunion.com> 
RE: Urgent domestic job issue 

The biggest problem with that is that they are going to have Id fittings with USA and Star on them and we are going to be 
specing in ACIPCO? How should I approach that? 

Greg Adams 
Tyler Union 
Plant Sales 

713-594-3799 cell 
903-882-2185 fax 
gadams@tylerunion.com 
www.tylerunion.com 

From: Jerry Jansen 
Sent: Tuesday, November 03, 2009 4:19 PH 
To: Greg Adams 
Subject: RE: urgent domestic job issue 

Keep them out of the spec 

From: Greg Adams 
Sent: Tuesday, November 03, 2009 4:04 PM 
To: Jerry Jansen 
Subject: Re: Urgent domestic job issue 

Thatls what! figured! just mainly wanted to make sure you VIJere aware of it. Between this one and the fort leonard job 
that I found out greg has as well you are looking at almost one million in domestic fittings going to star. 

Greg Adams 
Tyler Union 
Treatment Plant Division 
713-594-3799 
Gadams@tylerunion.com 

From: Jerry Jansen 
To: Greg Adams 
Sent: Tue Nov 03 15:57:18 2009 
Subject: RE: Urgent domestic job issue 
Greg, vve won't move the numbers on the package due to the Sigma deal and we have a commitment from HO to use our 
domestic. We don't want the market tumbling and if we keep everyone on board we shouldn't have to drop prices. 

This big of job they should be making cuts on other items. 

I'm trying Sean again. 

Jerry 

From: Greg Adams 
Sent: Tuesday, November 03, 20091:56 PM 
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From: 
Sent: 

To: 

Subject: 

Greg Adams <GregAdams@tyierunion.com> 

Tuesday, November 3, 2009 5:02 P1\,1 

Jerry Jansen <JerryJansen@tyierunion.com> 
RE: Urgent domestic job issue 

The biggest problem with that is that they are going to have Id fittings with USA and Star on them and we are going to be 
specing in ACIPCO? How should I approach that? 

Greg Adams 
Tyler Union 
Plant Sales 

713-594-3799 cell 
903-882-2185 fax 
gadams@tylerunion.com 
www.tylerunion.com 

From: Jerry Jansen 
Sent: Tuesday, November 03, 2009 4:19 PH 
To: Greg Adams 
Subject: RE: urgent domestic job issue 

Keep them out of the spec 

From: Greg Adams 
Sent: Tuesday, November 03, 2009 4:04 PM 
To: Jerry Jansen 
Subject: Re: Urgent domestic job issue 

Thatls what! figured! just mainly wanted to make sure you VIJere aware of it. Between this one and the fort leonard job 
that I found out greg has as well you are looking at almost one million in domestic fittings going to star. 

Greg Adams 
Tyler Union 
Treatment Plant Division 
713-594-3799 
Gadams@tylerunion.com 

From: Jerry Jansen 
To: Greg Adams 
Sent: Tue Nov 03 15:57:18 2009 
Subject: RE: Urgent domestic job issue 
Greg, vve won't move the numbers on the package due to the Sigma deal and we have a commitment from HO to use our 
domestic. We don't want the market tumbling and if we keep everyone on board we shouldn't have to drop prices. 

This big of job they should be making cuts on other items. 

I'm trying Sean again. 

Jerry 

From: Greg Adams 
Sent: Tuesday, November 03, 20091:56 PM 

Confidential TU-FTC-0233217 



To: Jerry Jansen 
Subject: Urgent domestic job issue 

Jerry, 
This job bid last week and the domestic fitting bom that is attached is worth 750K. Crossland Construction has the job 

out ofTu!sa and they buy from Hajoca. HOINever Ryan Mi!!er is talking seriously vvith them as 'Ne!! so! wanted you to 
take a look at it maybe compare it to what we are going to do on LD patterns and see if you want to give Ryan a cut to 
keep Star from getting this one. Caiied Greg and he has not caiied me back 50 i am wondering if he is avoiding me. i'm 

sure he and sean are playing the same game. Hajoca also has the Fort Leonard job but not sure if that is with the olathe 
branch or not. 

Greg Adams 
Ty!er Union 

Plant Sales 
7i3-594-3799 ceii 
903-882-2185 fax 
gadams@tylerunion.com 

www.tylerunion.com 

From: mdrakeiOOO@aoi.com [maiito:mdrakeiOOO@aoi.com] 
Sent: Monday, October 26, 2009 4:26 PM 
To: Benny.Salcido@hdsupply.com 
Cc: Debbie Perryman; Greg Adams; Shane Dubose; Debbie Vinson; Sundra Welch 
Subject: HD SUPPLY PHOENIX PL40-09-1742 NORTHSIDE WATER TREATMENT PLANT EXPANSION OK 

Hello Benny. I have attached pricing for Northside Water Plant in Okalahoma. Please note that some items are available 
only 
in MJ x MJ or only in C11 O. I made notes in Red. There is one items we cannot furnish. Let me know if you want to make 
substitutions to rnake up the fitting. Thanks. 

Marla Drake 
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To: Jerry Jansen 
Subject: Urgent domestic job issue 

Jerry, 
This job bid last week and the domestic fitting bom that is attached is worth 750K. Crossland Construction has the job 

out ofTu!sa and they buy from Hajoca. HOINever Ryan Mi!!er is talking seriously vvith them as 'Ne!! so! wanted you to 
take a look at it maybe compare it to what we are going to do on LD patterns and see if you want to give Ryan a cut to 

keep Star from getting this one. Caiied Greg and he has not caiied me back 50 i am wondering if he is avoiding me. i'm 

sure he and sean are playing the same game. Hajoca also has the Fort Leonard job but not sure if that is with the olathe 

branch or not. 

Greg Adams 
Ty!er Union 

Plant Sales 

7i3-594-3799 ceii 
903-882-2185 fax 

gadams@tylerunion.com 

www.tylerunion.com 

From: mdrakeiOOO@aoi.com [maiito:mdrakeiOOO@aoi.com] 
Sent: Monday, October 26, 2009 4:26 PM 
To: Benny.Salcido@hdsupply.com 
Cc: Debbie Perryman; Greg Adams; Shane Dubose; Debbie Vinson; Sundra Welch 
Subject: HD SUPPLY PHOENIX PL40-09-1742 NORTHSIDE WATER TREATMENT PLANT EXPANSION OK 

Hello Benny. I have attached pricing for Northside Water Plant in Okalahoma. Please note that some items are available 
only 
in MJ x MJ or only in C11 O. I made notes in Red. There is one items we cannot furnish. Let me know if you want to make 
substitutions to make up the fitting. Thanks. 

Marla Drake 
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From: 
Sent: 

To: 

SUbject: 

Greg Adams <Greg.Adams@tylerunion.com> 

Sunday, October 4,20098:48 PI\'1 

Jerry Jansen <JerryJansen@tylerunion.com> 

Re: Weekly for Greg Adams ending 10-3-09 

I nat was supposea to go to fUller. He is bringing ihe guys from mainiine in io iour ihe foundry and we were meeiing ai ihe 
courtyard in oxford. Must have replied to you by mistake. 

Speaking of mainline Keith Vandegrift called me on friday wanting 1000 dollars for a deal they are doing for Garney 
construction in Atlanta. They are doing a dinner and minor leagUe hockey game. I told him you might do a credit but I 
would have to see. Kind of ticked me off after we dumped all that money on the cowboys game but I guess this is a 
different group and he is asking mueller and another vendor to do the same. Also he is our first meeting at 'vvcftcc. Let me 
know what you want me to tell him. 

Greg Adams 
Tyler Union 
Treatment Plant Division 
713-594-3799 
Gadams@tylerunion.com 

From: Jerri Jansen 
To: Greg Adams 
Sent: Sun Oct 04 20:41:082009 
Subject: RE: Weekly for Greg Adams ending 10-3-09 

What Courtyard 

From: Greg Adams 
Sent: Sunday, October 04, 2009 5:59 PM 
To: Jerry Jansen 
Subject: RE: Weekly for Greg Adams ending 10-3-09 

Just did. Agreed lets just plan on meeting at the courtyard and we'll go from there. 

Greg .6.dams 
Tyler Union 
Piant Saies 
713-594-3799 cell 
903-882-2185 fax 
gadams@tylerunion.com 
www.tylerunion.com 

From: Jerry Jansen 
Sent: Sunday, October 04, 2009 5:23 PM 
To: Greg Adams; Marla Drake 
Cc: La u ra Alvey 
Subject: RE: Weekly for Greg Adams ending 10-3-09 

Good news on the jobs with Metro Tex. Are they both domestic and non or just domestic? We can't be moving domestic 
numbers with our MDA with Sigma. We need to stay stable so leI's keep focused on what is happening out there. 

Also gauges and ME is good news. Keep after it. 

Jerry 
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From: 
Sent: 

To: 

SUbject: 

Greg Adams <Greg.Adams@tylerunion.com> 

Sunday, October 4,20098:48 PI\'1 

Jerry Jansen <JerryJansen@tylerunion.com> 

Re: Weekly for Greg Adams ending 10-3-09 

I nat was supposea to go to fUller. He is bringing ihe guys from mainiine in io iour ihe foundry and we were meeiing ai ihe 
courtyard in oxford. Must have replied to you by mistake. 

Speaking of mainline Keith Vandegrift called me on friday wanting 1000 dollars for a deal they are doing for Garney 
construction in Atlanta. They are doing a dinner and minor leagUe hockey game. I told him you might do a credit but I 
would have to see. Kind of ticked me off after we dumped all that money on the cowboys game but I guess this is a 
different group and he is asking mueller and another vendor to do the same. Also he is our first meeting at 'vvcftcc. Let me 
know what you want me to tell him. 

Greg Adams 
Tyler Union 
Treatment Plant Division 
713-594-3799 
Gadams@tylerunion.com 

From: Jerri Jansen 
To: Greg Adams 
Sent: Sun Oct 04 20:41:082009 
Subject: RE: Weekly for Greg Adams ending 10-3-09 

What Courtyard 

From: Greg Adams 
Sent: Sunday, October 04, 2009 5:59 PM 
To: Jerry Jansen 
Subject: RE: Weekly for Greg Adams ending 10-3-09 

Just did. Agreed lets just plan on meeting at the courtyard and we'll go from there. 

Greg .6.dams 
Tyler Union 
Piant Saies 

713-594-3799 cell 
903-882-2185 fax 
gadams@tylerunion.com 

www.tylerunion.com 

From: Jerry Jansen 
Sent: Sunday, October 04, 2009 5:23 PM 
To: Greg Adams; Marla Drake 
Cc: La u ra Alvey 
Subject: RE: Weekly for Greg Adams ending 10-3-09 

Good news on the jobs with Metro Tex. Are they both domestic and non or just domestic? We can't be moving domestic 
numbers with our MDA with Sigma. We need to stay stable so leI's keep focused on what is happening out there. 

Also gauges and ME is good news. Keep after it. 

Jerry 

Confidential TU-FTC-0245518 



From: Greg Adams 
Sent: Saturday, October 03,200911:14 PM 
To: Jerry Jansen; Marla Drake 
Cc: Laura Alvey 
Subject: Weekly for Greg Adams ending 10-3-09 

Enjoy! 

Greg Adams 
Tyler Union 

Plant Sales 
713-594-3799 cell 
903-882-2185 fax 
gadams@tylerunion.com 
WW\N.ty!erunion.com 

Confidential TU-FTC-0245519 
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From: Greg Adams 
Sent: Saturday, October 03,200911:14 PM 
To: Jerry Jansen; Marla Drake 
Cc: Laura Alvey 
Subject: Weekly for Greg Adams ending 10-3-09 

Enjoy! 

Greg Adams 
Tyler Union 

Plant Sales 
713-594-3799 cell 
903-882-2185 fax 
gadams@tylerunion.com 
WW\N.ty!erunion.com 
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TYLER UN t<,"ey IVlarKet l,;Ommunlcatlons 

Confidential 

Sept 22, 2009 

McWane has made significant investments in its domestic manufacturing facilities to maintain an 
extensive fitting and accessory' product line, produced in safe and environmentally compliant 
foundries. We are continuing to invest in our domestic business and will soon be announcing 
additional fitting and accessory items in the 36" - 48" size range. 

In light of this investment, effective October 1, 2009 rv1cv'Vane will adopt a program whereby our 
domestic fittings and accessories will be available to customers who elect to fully support McWane 
branded products for their domestic fitting and accessory' requirements. This applies 'vvhether these 
products are purchased through Tyler Union, Clow Water or through Sigma. Exceptions are where 
Tyler Union or Clo\"! \AJater products are not readily available \AJithin normal lead times or "A/here 
domestic fittings and accessories are purchased from another domestic pipe and fitting 
manufacturer along 'l/ith that manufacture's ductile iron pipe. 

Customers who elect not to support this program may forgo participation in 
•• I • r I ," ,..... I • • • .,. ,. • 

any unpala reoaIes TOr aomesIlc Tlwngs ana accessories or snlpmem OT melr 
domestic fitting and accessory orders of Tyler Union or Clow "Vater products 
for up to 12 vveeks. 

Aithough the words "may" and "or" were specificaiiy used, the market 
has interpreted the communication in the more hard iine "wiii" sense 

TU-FTC-0255189 
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TYLER UN t<,"ey IVlarKet l,;Ommunlcatlons 

Confidential 

Sept 22, 2009 

McWane has made significant investments in its domestic manufacturing facilities to maintain an 
extensive fitting and accessory' product line, produced in safe and environmentally compliant 
foundries. We are continuing to invest in our domestic business and will soon be announcing 
additional fitting and accessory items in the 36" - 48" size range. 

In light of this investment, effective October 1, 2009 rv1cv'Vane will adopt a program whereby our 
domestic fittings and accessories will be available to customers who elect to fully support McWane 
branded products for their domestic fitting and accessory' requirements. This applies 'vvhether these 
products are purchased through Tyler Union, Clow Water or through Sigma. Exceptions are where 
Tyler Union or Clo\"! \AJater products are not readily available \AJithin normal lead times or "A/here 
domestic fittings and accessories are purchased from another domestic pipe and fitting 
manufacturer along 'l/ith that manufacture's ductile iron pipe. 

Customers who elect not to support this program may forgo participation in 
•• I • r I ," ,..... I • • • .,. ,. • 

any unpala reoaIes TOr aomesIlc Tlwngs ana accessories or snlpmem OT melr 
domestic fitting and accessory orders of Tyler Union or Clow "Vater products 
for up to 12 vveeks. 

Aithough the words "may" and "or" were specificaiiy used, the market 
has interpreted the communication in the more hard iine "wiii" sense 
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Confidential 

Key iViarket Communications 

Sept 22, 2009 

McWane has made significant investments in its domestic manufacturing facilities to maintain an 
extensive fitting and accessory' product line, produced in safe and environmentally compliant 
foundries. We are continuing to invest in our domestic business and will soon be announcing 
additional fitting and accessory items in the 36" - 48" size range. 

In light of this investment, effective October 1, 2009 rv1cv'Vane will adopt a program whereby our 
domestic fittings and accessories will be available to customers who elect to fully support McWane 
branded products for their domestic fitting and accessory' requirements. This applies 'vvhether these 
products are purchased through Tyler Union, Clow Water or through Sigma. Exceptions are where 
Tyler Union or Clo\"! \AJater products are not readily available \AJithin normal lead times or "A/here 
domestic fittings and accessories are purchased from another domestic pipe and fitting 
manufacturer along 'l/ith that manufacture's ductile iron pipe. 

Customers who elect not to support this program forgo participation in 
any unpaid rebates for domestic fittings and accessories shipment of their 
domestic fitting and accessory orders of Tyler Union or Clow "Vater products 
for up to 12 vveeks. 

Aithough the words "may" and "or" were specificaiiy used, the market 
has interpreted the communication in the more hard iine "wiii" sense 
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o Provide 180 day notice of intent to tenninate current iviDA 
~ VVithin 180 day period: 

!!!! \l·Jaive requirement to sell \,AJithin 98% of published pricing? 
• \Alaive requirement to provide a minimum 8% rebate? 

o Communicate intent to vvork in good faith tovvards neVv arrangement 
y ['.Jear term Tactical Objectives are: 

• non't push Sigma into an panic reaction of securing alternate sources 
• Buy time to see if the Water Bill contains a Buy American provision 

o Desired Roll for Sigma 
y Service market segment where customers: 

• Will pay what net price Sigma can afford within their suoolv costs - 20%? 
• Vaiue the service ieveis provided from their regionai yards 
" Sigma has a much stronger relationship relative to Tyler Union's 

U fJotential arranaement framework 
~ 

"'" __ 1"\' t"t" I.· I • • • I _ __ _ _ _ _ _ _ _ r LUV/o OTT puollsnea price levels (regardless of Job pricing levels) 
y No restrictions on resale pricing or rebate programs 
y Requires ~v1c\l\Jane to be their exclusive source of supply 
? Comply \,AJith any "Do not Sell" account lists 

TU-FTC-0255190 

CX 0119-003

PUBLIC

Confidential 

Sigma Suppiy Restructure? 

o Provide 180 day notice of intent to terminate current iviDA 
~ VVithin 180 day period: 

II \l·Jaive requirement to sell \,AJithin 98% of published pricing? 
• \AJaive requirement to provide a minimum 8% rebate? 

o Communicate intent to vvork in good faith tovvards neVv arrangement 
y ['.Jear term Tactical Objectives are: 

• non't push Sigma into an panic reaction of securing alternate sources 
• Buy time to see if the Water Bill contains a Buy American provision 

o Desired Roll for Sigma 
y Service market segment where customers: 

• Will pay what net price Sigma can afford within their sUDDlv costs - 20%? 
• Vaiue the service ieveis provided from their regionai yards 
.. Sigma has a much stronger relationship relative to Tyler Union's 

U Potential arranaement framework 
~ 

~ 20% off pubiished price ieveis (regardless of job pricing levels) 

~ No restrictions on resale pricing or rebate programs 
y Requires ~v1c\l\Jane to be their exclusive source of supply 
? Comply \,AJith any "Do not Sell" account lists 

TU-FTC-0255190 
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TYLER UN N® t-Jotentlal l,;ustomer ~upport t-JOIiCleS 

Confidential 

Hard Line 

U Access to McWane 
domestic piOduct eithei 
through McWane or ~igma 
requires distributors to 
exclusively support 
McWane where products 
are avaiiabie within normai 
lead times. 

U Vioiation wiii resuit in: 

~ Loss of access 

, Loss of accrued rebates 

Middle Ground 

n Access to McWane 
domestic product either 
through ~v1c\lVane or 
Sigma? is available to a!! 
distributors that are 
indexed accounts of either 
party. 

o For accounts vvho fully 
support McWane: 

~ 8% - 10% rebate available 

;, Job or fixed price discounts 
available as market appropriate 

o For accounts NOT fully 
supporting ~v~cV\jane 

~ No rebate avaiiabie 

;.. Published pricing only 

.:. Potential "Do not Sell" list for 
accounts mainly using Stai? 

Soft Line 

U Access to McWane 
domestic piOduct eithei 
through McWane or 
Sigma? is avaiiabie to aii 
distributors that are 
indexed accounts of either 
party. 

n ~tandard Ty!er Union 
rebate of 8% avaiiabie to 
all accounts vvith total 
purchases> $100,000 

+:+ Potential "Do not Sell" list 
for accounts mainly using Star? 

TU-FTC-0255191 
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N® Potentiai Customer Support Poiicies 

Hard Line 

U Access to McWane 
domestic product either 
through McWane or Sigma 
requires distributors to 
exclusively support 
McWane where products 
are avaiiabie within normai 
lead times. 

U Vioiation wiii resuit in: 

~ Loss of access 

, Loss of accrued rebates 

Midd!e Ground 

n Access to McWane 
domestic prod uct either 
through Mc'i/Vane or 
Sigma? is available to a!! 
distributors that are 
indexed accounts of either 
party. 

o For accounts who fully 
support McWane: 

~ 8% - 10% rebate available 

;, Job or fixed price discounts 
available as market appropriate 

o For accounts NOT fully 
supporting ~v~cV\jane 

~ No rebate avaiiabie 

;.. Published pricing only 

.:. Potential "Do not Sell" list for 
accounts mainly using Stai? 

Soft Line 

U Access to McWane 
domestic product either 
through McWane or 
Sigma? is avaiiabie to aii 
distributors that are 
indexed accounts of either 
party. 

n Standard Ty!er Union 
rebate of 8% avaiiabie to 
all accounts vvith total 
purchases> $100,000 

+:+ Potential "Do not Sell" list 
for accounts mainly using Star? 

TU-FTC-0255191 
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TYLER UN utner Inputs 

Confidential 

o Customers who perceive loosing business to their competitors utilizing Star are 
strongiy asking/demanding us to cut off access of ivicitVane product to those 
distributors ..... (Roberts & Brune and Pace Supply regarding Groeniger's use of Star) 

o 'vVhile Star would like access to our product to fill in holes, it's highly unlikely at this 
point that they'd agree to an exclusive supply arrangement 

o By mid yeai, it's piObable that Stai would job quote in the following net discount iange 
in "certain markets" to either secure business or be disruptive: 

'y 3" - 12" 

» 30" - 48" 

(10% to 20%) 
(10% to 30%) 
(20% to 40%) 

current 0.46 muiti 
current 0.58 multi 
current 0"70 multi 

D VVhile Star can be disruptive in certain markets, it \Nill be an extended time period until 
they can be broad reaching within the entire market. 

o Aside from product availability, another concern customers \AJili have is Star's ability to 
support them in the event of significantly falling market prices as McWane is perceived 
as having a much lowei cost of supply than Stai 

TU-FTC-0255192 
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Other inputs 

o Customers who perceive loosing business to their competitors utilizing Star are 
strongiy asking/demanding us to cut off access of ivicitVane product to those 
distributors ..... (Roberts & Brune and Pace Supply regarding Groeniger's use of Star) 

o 'vVhile Star would like access to our product to fill in holes, it's highly unlikely at this 
point that they'd agree to an exclusive supply arrangement 

o By mid yeai, it's piObable that Stai would job quote in the following net discount iange 
in "certain markets" to either secure business or be disruptive: 

'y 3" - 12" (10% to 20%) current 0.46 muiti 
» 141

) - 24H (10% to 30%) current 0.58 multi 
» 30" - 48" (20% to 40%) current 0"70 multi 

D VVhile Star can be disruptive in certain markets, it \Nill be an extended time period until 
they can be broad reaching within the entire market. 

o Aside from product availability, another concern customers \AJili have is Star's ability to 
support them in the event of significantly falling market prices as McWane is perceived 
as having a much lowei cost of supply than Stai 

TU-FTC-0255192 
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FrOHl: 

Sent: 
To: 

Subject: 

Guys, 

Leon G. rvfcCullough <Leon.rvfcCullough@.clow-valve.com> 

Tuesday, December 8, 2009 2:42 PM 

Leon G. 1\1cCullough <Leon.1V!cCullough@c1ovv'valve.com>; Rick Tatl11an 
<Rlck.Tatman(0tylenmion.com>; Thomas \Valton <Thomas.\Valton@mh
valve. com>; :Lvlike \lore <Tviike.\lore(fDclowvalve.com> 

RE: 2010 Programs 

I have scheduled a meeting with HDS in Thomasville next Wednesday, 12/16 to review our 2010-2012 rebate 
program. 

HDS \,1v!!! have Jerry \Nebb, Darrin and G!enn and vve '.lvi!! be represented by Rick Tatman, !\/like Vore and myself. 

Rick, You will need to check your schedule and if you are there when we arrive please pick Mike and rne up at 

the Thomasville airport. We will arrive about 11:00 a.m. ET. You are welcome to fly into Des Moines and 
commute with us via NetJet if that is any easier travel. 
I drove that route once before and it is about 5 hours or slightly less. The next time I flew int%ut of, 
Tallahassee, FI. 

Let me know 'vvhat you decide. 

Leon 

From: Leon G. McCu!!ough 
Sent: TuesdaYr December 08, 2009 9:50 AM 
To: Rick Tatman; Thomas V'Jalton (thomas. \r\!alton©mh~valve.com) 
Subject: 2010 Programs 

I'm thinking of implementing a 3 year program, basically the same as the 2009 programs for our national 
accounts. Most everyone as asked about extended programs. 

My interest is getting everyone on board and committed for the next three years is to remove the opportunity 

for Star to introduce their domestic made fittings into our major national accounts. Perhaps even include 

ianguage that the programs automaticaily extend uniess either party give 90 days notice. 

Your thoughts? We can conference call at your convenience as I will probably be snowed in for the next two 
days, if the weatherman is correct! 

Leon 

Confidential TU-FTC-0032541 
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FrOHl: 

Sent: 
To: 

Subject: 

Guys, 

Leon G. rvfcCullough <Leon.rvfcCullough@.clow-valve.com> 

Tuesday, December 8, 2009 2:42 PM 

Leon G. 1\1cCullough <Leon.1V!cCullough@c1ovv'valve.com>; Rick Tatl11an 
<Rlck.Tatman(0tylenmion.com>; Thomas \Valton <Thomas.\Valton@mh
valve. com>; :Lvlike \lore <Tviike.\lore(fDclowvalve.com> 

RE: 2010 Programs 

I have scheduled a meeting with HDS in Thomasville next Wednesday, 12/16 to review our 2010-2012 rebate 
program. 

HDS \,1v!!! have Jerry \Nebb, Darrin and G!enn and vve '.lvi!! be represented by Rick Tatman, !\/like Vore and myself. 

Rick, You will need to check your schedule and if you are there when we arrive please pick Mike and rne up at 

the Thomasville airport. We will arrive about 11:00 a.m. ET. You are welcome to fly into Des Moines and 
commute with us via NetJet if that is any easier travel. 
I drove that route once before and it is about 5 hours or slightly less. The next time I flew int%ut of, 
Tallahassee, FI. 

Let me know 'vvhat you decide. 

Leon 

From: Leon G. McCu!!ough 
Sent: TuesdaYr December 08, 2009 9:50 AM 
To: Rick Tatman; Thomas V'Jalton (thomas. \r\!alton©mh~valve.com) 
Subject: 2010 Programs 

I'm thinking of implementing a 3 year program, basically the same as the 2009 programs for our national 
accounts. Most everyone as asked about extended programs. 

My interest is getting everyone on board and committed for the next three years is to remove the opportunity 
for Star to introduce their domestic made fittings into our major national accounts. Perhaps even include 

ianguage that the programs automaticaily extend uniess either party give 90 days notice. 

Your thoughts? We can conference call at your convenience as I will probably be snowed in for the next two 
days, if the weatherman is correct! 

Leon 

Confidential TU-FTC-0032541 
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From: 
Sent: 

To: 

Cc: 
Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Monday, May 5, 2008 3:04 PM 

l\1cCu!lough, Leon (l\1c\Vane Executive Vice President) 
<lmccullough@clo\1.rvalve.com> 

Waiton, Thomas (McWane Sr. Vice President) <twalton@MH-Valve.com> 

Draft Announcement letter 

Attach: 1\1ay Price Increase Draft C.doc;sigma increase.pdf;Current ~.1ap 4 14 08.ppt;~.1ap #4 
Conscfvativc.pptJ\1ap #5 Aggrcssivc.ppt 

Leon, 

Per your request, attached is the draft letter I \rvas \vorking on when you called. Also, as a reference I have attached the 
Sigma letter as \-ve!! as severa! multiplier maps. 

This draft would align with the approach of waiting until the DIFRA data is available before announcing any price actions. 
I have other draflletters developed in the event we'd elect to announce something sooner. 

Although the Sigma announcement represented an increase range of 20% to 40%, I don't believe we would follow that 
lead regardless of the DIFRA data as it would lead to instability. 

II-Ie attached iviap #4 is probablY tl-Ie rnost conservative approacI-1 we'd take which represents an overali increase oi ..... 8% 
on Blended products \Nhile Map #5 probably is the most aggressive recommendation for this next step \rvith an overall 
increase of ..... 12%. 

The current pricing is reflected in the map dated 4/14/08. 

Thomas and I were scheduled to review this subject today @ 4pm 

Richard (Rick) Tatman 
VP&GIVI Tyler/Union 
Mc\fVane \f\}ate!yvorks Fittings Di\~sion 
(903) 882-240 
rtatman@tvlerunion.com 

CunriuenliGli TU-FTC-02550S8 
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From: 
Sent: 

To: 

Cc: 
Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Monday, May 5, 2008 3:04 PM 

l\1cCu!lough, Leon (l\1c\Vane Executive Vice President) 
<lmccullough@clo\1.rvalve.com> 

Waiton, Thomas (McWane Sr. Vice President) <twalton@MH-Valve.com> 

Draft Announcement letter 

Attach: 1\1ay Price Increase Draft C.doc;sigma increase.pdf;Current ~.1ap 4 14 08.ppt;~.1ap #4 
Conscfvativc.pptJ\1ap #5 Aggrcssivc.ppt 

Leon, 

Per your request, attached is the draft letter I \rvas \vorking on when you called. Also, as a reference I have attached the 
Sigma letter as \-ve!! as severa! multiplier maps. 

This draft would align with the approach of waiting until the DIFRA data is available before announcing any price actions. 
I have other draflletters developed in the event we'd elect to announce something sooner. 

Although the Sigma announcement represented an increase range of 20% to 40%, I don't believe we would follow that 
lead regardless of the DIFRA data as it would lead to instability. 

II-Ie attached iviap #4 is probablY tl-Ie rnost conservative approacI-1 we'd take which represents an overali increase oi ..... 8% 
on Blended products \Nhile Map #5 probably is the most aggressive recommendation for this next step \rvith an overall 
increase of ..... 12%. 

The current pricing is reflected in the map dated 4/14/08. 

Thomas and I were scheduled to review this subject today @ 4pm 

Richard (Rick) Tatman 
VP&GIVI Tyler/Union 
Mc\fVane \f\}ate!yvorks Fittings Di\~sion 
(903) 882-240 
rtatman@tvlerunion.com 

CunriuenliGli TU-FTC-02550S8 



CunriuenliGli 

May 6, 2008 

To: Aii Tyier Union Utiiity Customers 

RE: Pricing for Utility Fittings and Accessories 

Dear Valued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularly hard with sharp increases in scrap iron, alloys and transportation costs. 
While the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

Since several misperceptions are starting to circulate, we wanted to send out this 
general communication to clearly define our intention in regards to any future pricing 
actions. 

Before announcing any price actions we carefully analyze all factors including: Domestic 
and Global inflation, market & competitive conditions within each region as well as 
performance against our own internal metrics. We are currently waiting on updates for 
several factors but anticipate being able to complete our analysis towards the middle of 
the month. At that point we \"fi!! be sending out specific letters to each region detailing 
changes, if any, to our current pricing policy. 

For planning purposes only, we expect for regions that do have a change that multipliers 
\lvi!! increase in the range of 6% up to 16% effective about 3 \lveeks after the 
announcement date. ,fl.S ahNays, annual municipal bid contracts 'Ni!! be honored per the 
terms of the contract and jobs quoted prior to the announcement date \Ni!! be honored 
through a specified period provided in the announcement. 

Sincerely, 

/ ) 
Y~'Y~ 
/ F / 

Jerry Jansen 
National Sales Manager 

TU-FTC-0255099 
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TYLER UNION® 
Qu<!!!ity W<!!ierworks Pmiltlcis 

May 6, 2008 

To: Aii Tyier Union Utiiity Customers 

RE: Pricing for Utility Fittings and Accessories 

Dear Valued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularly hard with sharp increases in scrap iron, alloys and transportation costs. 
While the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

Since several misperceptions are starting to circulate, we wanted to send out this 
general communication to clearly define our intention in regards to any future pricing 
actions. 

Before announcing any price actions we carefully analyze all factors including: Domestic 
and Global inflation, market & competitive conditions within each region as well as 
performance against our own internal metrics. We are currently waiting on updates for 
several factors but anticipate being able to complete our analysis towards the middle of 
the month. At that point we \"fi!! be sending out specific letters to each region detailing 
changes, if any, to our current pricing policy. 

For planning purposes only, we expect for regions that do have a change that multipliers 
\lvi!! increase in the range of 6% up to 16% effective about 3 \lveeks after the 
announcement date. ,fl.S ahNays, annual municipal bid contracts 'Ni!! be honored per the 
terms of the contract and jobs quoted prior to the announcement date \Ni!! be honored 
through a specified period provided in the announcement. 

Sincerely, 

/ ) 
Y~'Y~ 
/ F / 

Jerry Jansen 
National Sales Manager 

TU-FTC-0255099 
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CunriuenliGli 

©SIGfw11\ 
CORPORAT!ON 

Date: April 24, 2008 
To: SIGMA Corporation's V~lued Customers 
From: ~Ti Rybacki 
Sub: Iviultiplier L.(;;teaSe rvfuy 19) 2008 

Dear Fliends, 

To say this year has been a challenge is a gross W1de1statement. With rising 
Nt.l.. in trJln.nortan(ln. labor. medical benefits. raw materials. etc .. 2008 will 
---- -- -~-~-------. --- - i" ----,----- - - ~ ~ 

certair·Jy be a difficult year for all of us, Hopefhl1y we win lea.m somethi.ng from it 
... _--1 1.._ '---'* __ I.. •• ~;:;_~ .......... = ...... 1.. ... ~ .... ~ ___ ~ ....... .... ,,""..: .. .19 _AU1o'M +'ht-t'l U':''''U ",.,,11.,.,.1-. ~.."um"'1i"T'1 
iUJU uc Ur;;::~Ll;:;-l UUfllUl~D~ Ul UJ.'I:' "l.1 .. lI.u.l'" .LV" .LlAV-aue ,.;"u.·.nuw-t,..L .... u~ "'4-J .......... 01 ............. y .. "' ................ 

SIGMA Corporation. like ali manufucttirets in the Waterworks Industry, hilS 

been hit with W1wecedented increases in 8Cl'IlJ' irou prices which have increased 7 
fold in just a few shOIt years. As a result we wiU be rnjsing multipliers up to 10 
multioller ooints depending on your region. The increase wiU take place on May 
1 Q ?/lOR "nil V""r r-;1!1MA Rellional Manlll!'ef will infurm vou bv letter before the 
~~,---- ---~-- -~--.-----....---------------- ------ .. .. 
end of pl>prH of your ne'.~! multiplier. 

We~ve cut the liumber of different multipliers across the country do,",,'l1 tv four 
01 five with the ultimate goai (If one muitipiier for Fittings (1viJ &: Push-on, C- i53, 
Flanged C-llO) nationwide in the nottoo distant future. We can't promise that this 
will be the last increase in 2008, but we can promise we will give you ample 
warning of any futUIe changes. 

OrJy orders t~at are placed befure May 19~ 2008 with a spe-eific Bl11pping date 
__ ..!'I' '-~ 't.. ____ ._~ __ ...2 _.r ! .... -t.. ...... 1... ........ """" ...... IA .t:.- _l'-"CI'A ... ,;11 "" .. al1 .... ~.aI"!+ +,.." t'h./CIO 1'II~~lt' 
W,lU UI;:; JIUUUlOU auu GUy JUU.:::I UlIII. a.a~ .LI~U .LVJ. .......... 114.<;1' ... "'.,r;.I,L ',n.· .n. ..... ''''xr ................ MZ..L:. 

muitipiier~ .. 

In conclusion, we at SIGMA tbN)k you tOr' your ioyaity and frienciship and we 
wish you all the best dudng these trying times in our marketplace. 

SinCiftly yours, 

~Wf 
r..;;iY/ 

TU-FTC-0255100 
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To. I:"ERGUSO"-l WaterYio!ks··He~,aerso., PElQe" 1 of 2 8:33:20 PM 4127.12008 6097581163 $lgmEi Corp 

CunriuenliGli 

Date: April 24, 2008 
T'o: SIGMA Corporation's Valued Customers 
From: ~Ti Rybacki 
Sub: Iviultiplier L.(;;teaSe rvfuy 19) 2008 

Dear Fliends, 

To say this year has been a challenge is a In"QSS W1de1statement. With rising 
Nt.l.. in'trJln.n;'rtatilln, labor, medical- benefi~. raw materials. etc .. 2008 will 
---- -- -~-~-------. --- - i" ---- ----- - . ~ ~ 

certair·Jy be a difficult year for all of us. Hopefhl1y we win lea.m somethi.ng from it 
and be better businesses Li the ru:rw.-e for r,a\-ing endured t.'lis veri tough dc\\'nt'J ... *'It 

SIGMA Corporation. like ali manufucttirets in the Waterworks Industry, hilS 

been hit with unmecedented increases in 8Cl'IlJ' irou prices which have increased 7 
fold in just a few shOIt years. As a result we wiU be rnWni multipliers up to 10 
multioller ooints deoendin2 on vour reman. The increase wiU take place on May 
! 9, 2008 and yom SIGMA::-Regional Manager will inform you by letter before the 
i:l.Tio .... ~+ A .... ·,··11 ~f'''l'nr1'' 'rOoDrili:T rt'Io."l":n.l;~,. 
v.I.n.' ....... " ;!,.t".IU. V-"- J~""" ............ ~ u .......... r ........... ' 

We~ve cut the liumber of different multipliers across the country do","'l1 tv four 
01 five with the ultimate goai (If one muitipiier for Fittings (1viJ &: Push-on, C- i53, 
Flanged C-II0) nationwide in the nottoo distant future. We can't promise that this 
will be the last increase in 2008, but we can promise we will give you ample 
warning of any futUIe changes. 

OrJy orders t~at are placed befure May 19~ 2008 with a spe-eific Bl11pping date 
will be honored and any jobs that &.!""e held for release V'rJI be subiect to t..~e ne\:t/ 
muitipiier~ .. 

In conclusion, we at SIGMA tbN)k you tOr' your ioyaity and frienciship and we 
wish you all the best dWlng these trying times in our marketplace. 

SinCiftly yours, 

~Wf 
~iY/ 

TU-FTC-0255100 
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CunriuenliGli 

:Sio·So.con V'ittw Avu. 
Om~r!o; C . .6. 91761 

................... - . ....-....- - -
{r' ~"':I\I' A 
':;I~.~.y ..... (e:OQ) lIB"9·:62.30 

190919B3·'1944 
FAX: (60S1 391 .. 2033 

CORPO~ATION 

April 24, 2008 

IJtlHty Fitting & Accessory Muiiipiier Ad,iu8tment effective l"1'lay 19,2008 

Dear Valued NEVADA Customer: 

The multiplier referenced below is to be used against the SIGlv1A price 
book dated Julyl, 2007. 

Utility Fittings .3 8 
Accessories .38 

Please contact your .I."egional sales office 'With allY questions. 

Sincereiy, 

LaITY Rybacki 

2 
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:Sio·So.con V'ittw Avu. 
Om~r!o; C . .6. 91761 

................... -. ....-....- - -
{r' ~"':I\I' A 
':;I~.~.y ..... (e:OQ) lIB"9·:62.30 

190919B3·'1944 
FAX: (60S1 391 .. 2033 

CORPO~ATION 

April 24, 2008 

IJtlHty Fitting & Accessory Muiiipiier Ad,iu8tment effective l"1'lay 19,2008 

Dear Valued NEVADA Customer: 

The multiplier referenced below is to be used against the SIGlv1A price 
book dated Julyl, 2007. 

Utility Fittings .3 8 
Accessories .38 

Please contact your .I."egional sales office 'With allY questions. 

Sincereiy, 

LaITY Rybacki 

2 
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Confidential 

May 7, 2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

Dear Valued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularly hard with sharp increases in scrap iron, alloys and transportation costs. 
While the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions. we carefully analyze all factors including: domestic 
and global inflation. market and competitive conditions within each region. as well as 
performance against our own internal metrics. We anticipate being able to complete our 
analysis by the end of May. At that point. we will send out letters to each specific region 
detailing changes, if any, to our current pricing policy. 

For planning purposes only, we expect for regions with a change that multipliers will 
increase in the range of 6% up to 16% effective June 16th

_ 

Sincerely, 
• J 

_ J _./. 
"'V~'7~ 
r / / , , F 

Jerry Jansen 
National Sales Manager 

TU-FTC-0010321 
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Confidential 

TYLER UN. 

May 7, 2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

Dear Valued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularly hard with sharp increases in scrap iron, alloys and transportation costs. 
While the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions. we carefully analyze all factors including: domestic 
and global inflation. market and competitive conditions within each region. as well as 
performance against our own internal metrics. We anticipate being able to complete our 
analysis by the end of May. At that point. we will send out letters to each specific region 
detailing changes, if any, to our current pricing policy. 

For planning purposes only, we expect for regions with a change that multipliers will 
increase in the range of 6% up to 16% effective June 16th

_ 

Sincerely, 
• J 

_ J _./. 
"'V~'7~ 
r / / , , F 

Jerry Jansen 
National Sales Manager 

TU-FTC-0010321 
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From: 

Sent: 
To: 
Subject: 

A.ttach: 

Ruffner, 

rvfcCullough, Leon (:rvfc~rane Executive ,lice President) 
<lmcculiough@clowvalve.com> 

Wednesday. June 18. 2008 9:03 AM 

G. Ruffner Page, Jr. <RPage(?ymCvlane.com> 

FW: Initial DIFRA Output reports 

Initial DIFF~A~ Output Reports 2006 2007 LA~pr 2008.pdfJnitial DIFRA~ Output 
Analysis.xls 

The share numbers are pretty dismal and significantly less than I would have thought. My perception was that we 
would be closer io 50%, irying io reach for 60%, while in realiiy we have io gei io 50% and deiermine whai ii will 
iake io reach 60%. iniernaiiy 60% is ihe iong range objective. 
'vVe are announcing a weigrlied average 8% price increase today WiU-1 an effective date of juiy 14, 2008. Sigma & 
Star were seeking an increase in tile 25% range wilierl we wiii not SUppOit as U-Iey continue to take share with 
special pricing on both the backside and the front side of projects. 
My gut feel is that 'vve 'vvill be seeing increased cost pressures from China that 'vvill impact Sigma/Star more than us 
and that '.,'/e 'vvill continue to support modest price increases \Nhile they ask for substantial increases. I believe that 
until they feel prolonged profit margin pressures they v/ill continue their historical practice of undisciplined market 
pricing. Until vve see at least minor market share improvement! am in favor of no price increase support in the 
utility fittings market. Even if we see minor improvement in the next months! believe any price increase support 
from Ty!er/Union wi!! be minima!. 
These are just a few quick thoughts after reviewing the market share data and may change as we discuss among 
the group. 
Leon 

From: Rick Tatman [mailto:rtatman@tylerunion.com] 
Sent: Tuesday, June 17, 2008 3:20 PM 
To: McCullough; Leon (McWane Executive Vice President); Walton;Thomas (McWane Sr, Vice President); 'Jerry 
Jansen' 
Subject: Initia! DIFRA. Output reports 

,f..ttached is the D!FRi\ report along v!ith a simple summary and comparison file ! thre'N together in Exce! for your 
reference. 

Initial observations: 

1. 2006 baseline total D!FRA tonnage tracks very we!! vvith what we would have expected based upon 

'vvalking the 2001 market data from the 421 hearings forward using the change in VMA units 
2. Our silare loss for 2007 and Apr YTD 2008 is actuaily iarger than what i expected. j..jote ti-Ie DiFRA 

tonnage is not down as much over tilose period as 1I-le ViviA unit data 
3. The "backed inio·· non OiFRA ionnage appears io be on ihe iower end of whai we wouid have expecied 

4. All points above suggest that data is accurate within reason which was probably the resistance to sending 
it out before we announced any price. 

5. The largerthan expected share loss will make the task of getting it back more difficult, but of course will 
make victory all the more sweater in terms of the incremental financial benefits_ 

Richard (Rick) Tatman 
VP&GM TyleriUnion 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tyierunion.com 
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From: 

Sent: 

To: 

Subject: 

A.ttach: 

Ruffner, 

rvfcCullough, Leon (:rvfc~rane Executive ,lice President) 
<lmcculiough@clowvalve.com> 

Wednesday. June 18. 2008 9:03 AM 

G. Ruffner Page, Jr. <RPage(?ymCvlane.com> 

FW: Initial DIFRA Output reports 

Initial DIFF~A~ Output Reports 2006 2007 LA~pr 2008.pdfJnitial DIFRA~ Output 
Analysis.xls 

The share numbers are pretty dismal and significantly less than I would have thought. My perception was that we 
would be closer io 50%, irying io reach for 60%, while in realiiy we have io gei io 50% and deiermine whai ii will 
iake io reach 60%. iniernaiiy 60% is ihe iong range objective. 
'vVe are announcing a weigrlied average 8% price increase today WiU-1 an effective date of juiy 14, 2008. Sigma & 
Star were seeking an increase in tile 25% range wilierl we wiii not SUppOit as U-Iey continue to take share with 
special pricing on both the backside and the front side of projects. 
My gut feel is that 'vve 'vvill be seeing increased cost pressures from China that 'vvill impact Sigma/Star more than us 
and that '.,'/e 'vvill continue to support modest price increases \Nhile they ask for substantial increases. I believe that 
until they feel prolonged profit margin pressures they v/ill continue their historical practice of undisciplined market 
pricing. Until vve see at least minor market share improvement! am in favor of no price increase support in the 
utility fittings market. Even if we see minor improvement in the next months! believe any price increase support 
from Ty!er/Union wi!! be minima!. 
These are just a few quick thoughts after reviewing the market share data and may change as we discuss among 
the group. 
Leon 

From: Rick Tatman [mailto:rtatman@tylerunion.com] 
Sent: Tuesday, June 17, 2008 3:20 PM 
To: McCullough; Leon (McWane Executive Vice President); Walton;Thomas (McWane Sr, Vice President); 'Jerry 
Jansen' 
Subject: Initia! DIFRA. Output reports 

,f..ttached is the D!FRi\ report along v!ith a simple summary and comparison file ! thre'N together in Exce! for your 
reference. 

Initial observations: 

1. 2006 baseline total D!FRA tonnage tracks very we!! vvith what we would have expected based upon 
'vvalking the 2001 market data from the 421 hearings forward using the change in VMA units 

2. Our silare loss for 2007 and Apr YTD 2008 is actuaily iarger than what i expected. j..jote ti-Ie DiFRA 
tonnage is not down as much over tilose period as 1I-le ViviA unit data 

3. The "backed inio·· non OiFRA ionnage appears io be on ihe iower end of whai we wouid have expecied 

4. All points above suggest that data is accurate within reason which was probably the resistance to sending 
it out before we announced any price. 

5. The largerthan expected share loss will make the task of getting it back more difficult, but of course will 
make victory all the more sweater in terms of the incremental financial benefits_ 

Richard (Rick) Tatman 
VP&GM TyleriUnion 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tyierunion.com 
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n~1)EPE~1J)ENT ACCOUNTAL,T'S REPORT O~ APPL yn';G AGREED-lJPOl..J PROCEDUltbS 

Ductiie Iron httings Research Association: 

We have performed the procedures enumerated below, which were agreed to by the members of the 
Ductile Iron Fittings Research Association (the "Association~), solely to assist you with respect to the 
information included in the unaudited Schedule of Ductile Iron Waterworks pittings (Trade Tons 
Shinned) for the vear ended Decemher 31_ 2000_ This en"a"ement tn annlv a<>reen-lInnn nrocenmes was 

~~ ~., ~ - - - - -0---0---------- -- --rr-... --c;;;r--- --r---r-~~-~-~·--- .. _-

performed in accordance with standards established by the Arnerican Institute of Certified Public 
ACCOunta.lltS. The sufficiency of the procedures is solely the responsibility of the specified users of the 
report Consequently, \Vc make no representation regarding the sufficiency of the piOccdurcs dcscrib~d 
below eit1er for the pUlpose for which this report has been requested or for any other purpose. 

The procedures that we periorrned are summarized as roiiows: 

L We received from the members of the Association unaudited reports statiug trade tons shipped for 
the year ended De<::ember 31, 2006_ We totaled the trade tons shipped from the reports received 
from the members as shown in the attached schedule. 

We were not engaged to, aud did not pertorm an audit, the objcctive of which would be the expression of 
an opinion on the trade tons shipped for the year ended December 31, 2006. Accordingly, we do not 
express such an opinion. Had '.~'e performed additional procedures, other matters might have COlne to Oill' 

attention that \vauld have been reported to you. 

This report is intended solely for the infonnation and use of the me_mbefs of the Association and is not 
intended to be and should not be used by anyone orner than these specified parties. 

I 
June 13,2008 

TU-FTC-0262076 

CX 0139-002

PUBLIC

Confidential 

n~1)EPE~1J)ENT ACCOUNTAL,T'S REPORT O~ APPL yn';G AGREED-lJPOl..J PROCEDUltbS 

Ductiie Iron Fittings Research Association: 

We have performed the procedures enumerated below, which were agreed to by the members of the 
Ductile Iron Fittings Research Association (the "Association~), solely to assist you with respect to the 
information included in the unaudited Schedule of Ductile Iron Waterworks pittings (Trade Tons 
Shipped) for the year ended December 31:; 2006_ This engagement to apply agreed-upon procedures was 
performed in accordance with standards established by the Arnerican Institute of Certified Public 
A(,:""c\llnto:llnt~ Thp ~nffi{"'.jpn.f"" C\f thp l"'rJ"r\,...Pr!UTP'" ;c ",C\lph .. thp 't"P",nA"""'lh;I;-h:, A-f t'hp ",n,::a,r>;.t,,,,rl llCO"''''''' Af't-ho 
~ ~-'_ .... ~~~~~~ ..... ~~~_ .... """-"-A_A_U'"'J ...... ~ ...... 1"""- ................................... A .... .... '-' ........ .! ...... "" -'- ......... 1""'-'u..., .. U' ... u.~ ... y .................... .... y ......................... ................. V .. u ... .... 

report Consequently, \Vc make no representation regarding the sufficiency of the piOccdurcs dcscrib~d 
below eit1er for the purpose for which this report has been requested or for any other purpose. 

The procedures that we periormed are summarized as Ioiiows: 

I. We received from the members of the Association unaudited reports stating trade tons shipped for 
the year ended De<::ember 31, 2006. We totaled the trade tons shipped from the reports received 
from the members as shown in the attached schedule. 

We were not engaged to, and did not pertorm an audit, the objcctive of which would be the expression of 
an oninion on the trade tom; ~hinned for the ve;:!r ende.11 Def".emhf':T 1 1. )00'; A{'.~()Tr11n(Tlv WP r1() nm .. . ..... - - ----- --rr--- --- ---- .;---- ---~~- --~~~----- --, ----- ----------O~..I, .. - -- ---~ 

express s.uch an opinion. Had '.~'e performed additional procedures, other matters might have COlne to Oill' 

attention that \vauld have been reported to you. 

This report is intended solely for the infonnation and use of the me.mbers of the Association and is not 
intended to be and should not be used by anyone orner than these specified parties. 

~-f4, ;K4~~/ ?~~ / J~ I bvrv"l L-L/ 
June 13,2008 

TU-FTC-0262076 
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Ductile Iron Fittings Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December31~2006 

'" II ~ ..... II 
L.. -I L.. 

14"-24" 

Over 24" 

Diameter 

Flanged 
All Other 

Flanged 
All Other 

Flanged 
All Other 

Totals 

li,623 
85,228 

5,532 
19,213 

1,219 
5,792 

134,607 

TU-FTC-0262077 
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Ductile Iron Fittings Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31~ 2006 

'" II ~ "'" L.. -I L.. 

14"-24" 

Over 24" 

Diameter 

Flanged 
All Other 

Flanged 
All Other 

Flanged 
All Other 

Totals 

li,623 
85,228 

5,532 
19,213 

1,219 
5,792 

134,607 
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IJ\.TIEPENDENT ACCOUt"J"TA}'-"rrS REPORT ON APPLYING AGREED-UPON PROCEDURES 

Ductile Iron Filiings Research Associaiion: 

We have p~rfonn~d the procedures enumerated below, which were agre~d (0 by the members of th~ 
Ductile Iron Fittings Research Association (the "Association"), solely to assist you with respect to the 
information included in the unaudited Schedule of Ductile Iron Wat~rwork> Fittings (Trade Tons 
Shipped) for the year ended December 31, 2007. This engagement to apply agreed-upon procedures was 
performed in accordance with standards established by the American Institute of Certified Public 
A (,..f" .. mmt:::lnt.o;:. The s:nfficien~v of the nro(';enllres: i~ s:olelv the res:non.o;:ihiliD,1 of the s:nf"sCifien ns:ers: .of the --------------- ---- -----------,; -- ---- r---------- -- -----.. 1 ---- ---r---------,; -- --- -r------- _.---- -- ----

report. Consequently~ we make no representation regarding the sufficiency of dIe procedures described 
belov..' eit.~er for the purpose for which t~is report has been requested or for any other pu.yose. 

The procedures that we perfoflned are summarized as follows: 

1. We received from the members of the Association unaudited reports stating trade tons shipped on 
a monthly and an annnal basis for the year ended December 31, 2007. We totaled the trade tons 
shipped from the reports received from the members as shown in the attached schedule. 

We were not engaged to, and did not perform an audit, the objective of which would be the oxpression of 
an opinion on the trade tons shipped for the year ended December 31, 2007. Accordingly, we do not 
expre~~ .'aJCh an opir'licll1. Ra.rl we perrcnmerl additional proccdurc~:; other matters. might have- c.omc to OlJr 
attention that would have been reported to you. 

This report is intended solely for the information and use of the members of the Association and is not 
intended to be and should not be used by anyone oL1er than these specified partict!l. 

June 13,2008 

TU-FTC-0262078 
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IJ\.TIEPENDENT ACCOUt"J"TA}'-"rrS REPORT ON APPLYING AGREED-UPON PROCEDURES 

Ductile Iron Filiings Research Associaiion: 

We have p~rfonn~d the procedures enumerated below, which were agre~d (0 by the members of th~ 
Ductile Iron Fittings Research Association (the "Association"), solely to assist you with respect to the 
information included in the unaudited Schedule of Ductile Iron Wat~rwork> Fittings (Trade Tons 
Shipped) for the year ended December 31, 2007. This engagement to apply agreed-upon procedures was 
performed in accordance with standards established by the American Institute of Certified Public 
Ac--e..ounta.nts. The sufficiency of the procedures is solely the responsibility of the specified users of the 
report. Consequently~ we make no representation regarding the sufficiency of dIe procedures described 
belov..' eit.~er for the purpose for which t~is report has been requested or for any other pu.yose. 

The procedures that we perfoflned are summarized as follows: 

1. We received from the members of the Association unaudited reports stating trade tons shipped on 
a monthly and an annnal basis for the year ended December 31, 2007. We totaled the trade tons 
shipped from the reports received from the members as shown in the attachcd schedule. 

We were not engaged to, and did not perform an audit, the objective of which would be thc oxpression of 
an opinion on the trade tons shipped for the year ended December 31, 2007. Accordingly, we do not 
expre~~ .'aJCh an opinicll1. Ra.rl we perrcnmerl additional proccdurc~:; other matters. might have- c.omc to OlJr 
attention that would have been reported to you. 

This report is intended solely for the information and use of the members of the Association and is not 
intended to be and should not be used by anyone oL1er than these specified partict!l. 

June 13,2008 

TU-FTC-0262078 
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INDEPENDENT ACCOUNTAl"lT'S REPORT ON APPLYll",fG AGREED-1.JPON PROCED1.JRES 

Ductile Iron httings Research Association: 

We have perfomled the procedures enumerated below, which were agreed lo by the members of the 
Ductile Iron Fittings Research Association (the "Association"), solely to assist you with respect to the 
information included in the unaudited Schedule of Ductile Iron Waterworks Fittings (rrade Tons 
Shipped) Comparison for the four months ended April 30, 2008. This engagement to apply agreed-upon 
procedures was performed in accordance wiLh standards established by the American Institute of Certified 
Public Accountants. The sufficiency of the procedures is solely the responsibility of the specified users of 
tho report. Consequ~ntly, we make no representation regarding the sufficiency of the procedures 
desciibed belo,"v either for th.e purpose for which this report has been reque-sted or for any other purpose. 

The procedures that we perfonned are summarized as roiiows: 

I. We received from the members of the Association unaudited reports stating trade tons shipped on 
a monthly basis for the four months ended April 30, 2008. We totaled the trade tons shipped from 
the reports received from the members as shown in the attached schedule. 

We were not engaged to, and did not perform an audit, the objective of which would be the expression of 
an nninion on the trade ton.;; ~hinnecl for the fOl1r month" enrlffi Anril10_ ?'OOR_ Ac-C'.('Ir.clinp"lv we ilo nnt ---- -r-------- ---- ---- ------- ----- ----rr--- --- ---- ----- ---~------ ~---~- --,---- --, ----. ------~---o-.. /, .. - -- ----

express sueh an opinion. Had we performed additional procedures, oLJ.}cr maUer,S might hav~ come to our 
att..ention t.~at \vould have been reported to you. 

This report is intended solely for the infonnatiol1 and use of the members of the Association and is not 
intended to be and shouid not be llsed by anyone other than these spc-cificd partics.. 

)~ I 
f/ 

June 13, 2008 

TU-FTC-0262080 
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INDEPENDENT ACCOUNTAl"lT'S REPORT ON APPLYll",fG AGREED-1.JPON PROCED1.JRES 

Ductile Iron httings Research Association: 

We have perfomled the procedures enumerated below, which were agreed lo by the members of the 
Ductile Iron Fittings Research Association (the "Association"), solely to assist you with respect to the 
information included in the unaudited Schedule of Ductile Iron Waterworks Fittings (rrade Tons 
Shipped) Comparison for the four months ended April 30, 2008. This engagement to apply agreed-upon 
procedures was performed in accordance wiLh standards established by the American Institute of Certified 
Public Accountants. The sufficiency of the procedures is solely the responsibility of the specified users of 
tho report. Consequ~ntly, we make no representation regarding the sufficiency of the procedures 
desciibed belo,"v either for th.e purpose for which this report has been reque-sted or for any other purpose. 

The procedures that we perfonned are summarized as roiiows: 

I. We received from the members of the Association unaudited reports stating trade tons shipped on 
a monthly basis for the four months ended April 30, 2008. We totaled the trade tons shipped from 
the reports received from the members as shown in the attached schedule. 

We were not engaged to, and did not perform an audit, the objective of which would be the expression of 
an nninion on the trade ton.;; ~hinnecl for the fOl1r month" enrlffi Anril10_ ?'OOR_ Ac-C'.('Ir.clinp"lv we ilo nnt ---- -r-------- ---- ---- ------- ----- ----rr--- --- ---- ----- ---~------ ~---~- --,---- --, ----. ------~---o-.. /, .. - -- ----

express sueh an opinion. Had we performed additional procedures, oLJ.}cr maUer,S might hav~ come to our 
att..ention t.~at \vould have been reported to you. 

This report is intended solely for the infonnatiol1 and use of the members of the Association and is not 
intended to be and shouid not be llsed by anyone other than these spc-cificd partics.. 

)~ I 
f/ 

June 13, 2008 

TU-FTC-0262080 
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DIFRA McWane % Share Tyler/Union % Share 
2006 134,607 73,762 54.8% 71,6i i 53.2% 
2007 121,087 60,629 50.1% 58,940 48.7% 

Apr-08 33,881 15,304 45.2% 14,769 43.6% 
2008 trend 101,713 45,944 45.2% 

DIFRA VMA 
'07 vs '06 -100% -15.4% 

Apr YTD '07 vs '06 -160% -22.0% 

2001 Market per 421 data 127,712 
VMi'. Change 2006 vs 2001 13.70% 
2006 market per VMA walk 145,209 

2006 OIFRA Members 134,607 
OIFRA market share 92.7% 

, McWane Apr YTO lost tonnage 3,262 
'McWane 2008 lost tonnage tracking 9,793 
'McWane 2007 lost tonnage 5.724 

• Actual OIFRA share vs 54.8% 2006 reference 
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DIFRA McWane % Share Tyler/Union % Share 
2006 134,607 73,762 54.8% 71,6i i 53.2% 
2007 121,087 60,629 50.1% 58,940 48.7% 

Apr-08 33,881 15,304 45.2% 14,769 43.6% 
2008 trend 101,713 45,944 45.2% 

DIFRA VMA 
'07 vs '06 -100% -15.4% 

Apr YTD '07 vs '06 -160% -22.0% 

2001 Market per 421 data 127,712 
VMi'. Change 2006 vs 2001 13.70% 
2006 market per VMA walk 145,209 

2006 OIFRA Members 134,607 
OIFRA market share 92.7% 

, McWane Apr YTO lost tonnage 3,262 
'McWane 2008 lost tonnage tracking 9,793 
'McWane 2007 lost tonnage 5.724 

• Actual OIFRA share vs 54.8% 2006 reference 
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From: Rick Tatman <rtatman@tylerunion.com> 

Sent: Sunday, April 12,2009 2:02 A~\'1 

To: jjansen@tylerunion.com 

Subject: Tyler/TJnion New List Price &' Multipliers 

Aitach: lYfultiplier Change Analysis.xlsm;_ A ,TG certification _.txt 

Jerry, 

I'm going to continue working on the wording of the message below and send to Thomas so he has it Monday morning. 
They want us to have one firm multiplier for each region so that the net effect of the new List and multipliers is a 1 % price 
decrease from our Jan - Mar invoice levels. \/\lith the way we took List Pricing down on larger Diameters ..... 1 don't know 
how to do that without taking net prices up on the (3"-12") segment You'll see below that like we need to do on Domestic, 
we might want to consider tiered muitipiiers for Biended aiso to give us some flexibiiity within a no job pricing 
environment Aiso noie ihai we had ihoughi ihe Lisi Price impaci on ihe (3"-'i2") segmeni was a +4% average increase. 
Thai now appears to be error with the actual increase near -1-7%. On average List Pricing for the ("14"-24") segment went 
down 18% and tile (30"-48") segment went down on average 33%. 

Thomas, 

The discussions around this List and Multiplier change are indeed confusing because v,Je have several variables moving 
at the same time. List Pricing 'v"/as completely restructured for a!! size diameters with almost a!! diameters changing up or 
down by a different % from the current List Price LP 5072. A!though rather wordy ...... hopefully the following w!!! provide 
some grounding for you to better understand \1I!hat we did and why. 

\/IIhen we started the project to restructure our List Pricing September of last year, we had the following objectives & 
assumptions: 

To have a know List Price structure such that we could better understand the gross margins by product category 
for a given selling multiplier . If we gave a 027 for a job we wanted to easily be able to know the estimated total 
Gross Margin, 

2 We wanted to compress the $ilb on the larger diameter segments with the current List Price LP 5072 so that 
Sigm::l/St::lr wOllld h::lve less room to jOh rrice helow rllhlished mllitirliers_ This would ::llso result in comretitive 
multiplier feedback not being as significantly dependant upon what diameter it was associated with. \/\lith the 
current List Price, Star giving a 0,20 on a 24" items is completely different in terms of their profitability than a 0.20 
on 6" items, 

3. We did want increasing gross margins between the (3"-12"), (14"-24") and (30"-48") product groups, but we wanted 
that increase to be more rational and compressed rather than the current 2X factor between (3"-12') and (30"-48") 
for a given multiplier 

4. The restructuring was to be based upon the competitive needs of the Blended or Import segment of our business, 

5. It was assumed; that if we compressed the gross margins on the larger diameter segments (where our share is 
weaker) it would remove profitability from the Sigma/Star on that segment which in theory was supposed to put 
more pressure on them not to slash multipliers on the (3"-12") segment where our share is very strong. This 
hopefully would also shrink the gap between Job and Published multipliers forthis Stocking segment so that 
distributors wouldn't have yet another excuse to not hold inventory 

6. VVe actua!!ywanted to have a sma!! List Price increase for the (3"-12") segment 
a. This is .... vhere historically our share had been the strongest. Once the competitive 'v'var stabilizes we .... vere 

tlOping to act-lieve a rnodest net rnarkei price increase for Hlis segrnent. 

b. For the current environment, an increase in List Price would require a decrease In Published multipliers to 
remain net zero. From a perception viewpoint, we thought that if our published multiplier was lower than 
Sigma's and Siar's on ihis Siocking segmeni ihai ihey wouid be more iikeiy io adopi our new Lisi Price, 

7. We wanted the List Pricing structure to be easily understood and therefore easily followed by our competitors so 
every diameter has a Ilxed $/lb fomnat for every configuration MJ, Flange, ell 0, ec!.."The code is easy to break. 
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From: Rick Tatman <rtatman@tylerunion.com> 

Sent: Sunday, April 12,2009 2:02 A~\'1 

To: jjansen@tylerunion.com 

Subject: Tyler/TJnion New List Price &' Multipliers 

Aitach: lYfultiplier Change Analysis.xlsm;_ A ,TG certification _.txt 

Jerry, 

I'm going to continue working on the wording of the message below and send to Thomas so he has it Monday morning. 
They want us to have one firm multiplier for each region so that the net effect of the new List and multipliers is a 1 % price 
decrease from our Jan - Mar invoice levels. \/\lith the way we took List Pricing down on larger Diameters ..... 1 don't know 
how to do that without taking net prices up on the (3"-12") segment You'll see below that like we need to do on Domestic, 
we might want to consider tiered muitipiiers for Biended aiso to give us some flexibiiity within a no job pricing 
environment Aiso noie ihai we had ihoughi ihe Lisi Price impaci on ihe (3"-'i2") segmeni was a +4% average increase. 
Thai now appears to be error with the actual increase near -1-7%. On average List Pricing for the ("14"-24") segment went 
down 18% and tile (30"-48") segment went down on average 33%. 

Thomas, 

The discussions around this List and Multiplier change are indeed confusing because v,Je have several variables moving 
at the same time. List Pricing 'v"/as completely restructured for a!! size diameters with almost a!! diameters changing up or 
down by a different % from the current List Price LP 5072. A!though rather wordy ...... hopefully the following w!!! provide 
some grounding for you to better understand \1I!hat we did and why. 

\/IIhen we started the project to restructure our List Pricing September of last year, we had the following objectives & 
assumptions: 

To have a know List Price structure such that we could better understand the gross margins by product category 
for a given selling multiplier . If we gave a 027 for a job we wanted to easily be able to know the estimated total 
Gross Margin, 

2 We wanted to compress the $ilb on the larger diameter segments with the current List Price LP 5072 so that 
Sigm::l/St::lr wOllld h::lve less room to jOh rrice helow rllhlished mllitirliers_ This would ::llso result in comretitive 
multiplier feedback not being as significantly dependant upon what diameter it was associated with. \/\lith the 
current List Price, Star giving a 0,20 on a 24" items is completely different in terms of their profitability than a 0.20 
on 6" items, 

3. We did want increasing gross margins between the (3"-12"), (14"-24") and (30"-48") product groups, but we wanted 
that increase to be more rational and compressed rather than the current 2X factor between (3"-12') and (30"-48") 
for a given multiplier 

4. The restructuring was to be based upon the competitive needs of the Blended or Import segment of our business, 

5. It was assumed; that if we compressed the gross margins on the larger diameter segments (where our share is 
weaker) it would remove profitability from the Sigma/Star on that segment which in theory was supposed to put 
more pressure on them not to slash multipliers on the (3"-12") segment where our share is very strong. This 
hopefully would also shrink the gap between Job and Published multipliers forthis Stocking segment so that 
distributors wouldn't have yet another excuse to not hold inventory 

6. VVe actua!!ywanted to have a sma!! List Price increase for the (3"-12") segment 
a. This is .... vhere historically our share had been the strongest. Once the competitive 'v'var stabilizes we .... vere 

tlOping to act-lieve a rnodest net rnarkei price increase for Hlis segrnent. 

b. For the current environment, an increase in List Price would require a decrease In Published multipliers to 
remain net zero. From a perception viewpoint, we thought that if our published multiplier was lower than 
Sigma's and Siar's on ihis Siocking segmeni ihai ihey wouid be more iikeiy io adopi our new Lisi Price, 

7. We wanted the List Pricing structure to be easily understood and therefore easily followed by our competitors so 
every diameter has a Ilxed $/lb fomnat for every configuration MJ, Flange, ell 0, ec!.."The code is easy to break. 
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8. We wanted the overall net impact to pricing for our Domestic product sales to be near zero as we didn't want any 

backlash from the market over raising Domestic prices in light of the forthcoming ARA funding projects. 

9. The new List Price was intended to promote stability and "reduce" the wiggle room for profitable job pricing. 
However, it was never intended to be able to completely address on the various competitive situations across the 
entire product offering so that we could always have firm multipliers. 

10. In terms of the overall impact to pricing (3"-48") we assumed our historical selling split of 80% (3"-12"), 17% (14"-
24") and 3% (30"-48") within the initial analysis .... .this is now causing a problem ..... see below. 

I understand that you wanted the overall net impact of the new List Price and new Published multipliers to be about 1 % 
below the actual net pricing we had for Jan - Mar. One big issue I have in trying to achieve that is the split mix within our 
Jan - Mar invoices: 

(3"-12")- 62% 
(14"-24") - 30% 
(30"-48") - 8%. 

Tflat change from our rlisioricai spiit has to do witt-I H-Ie deciine in [-lOUSing starts and it-Ie shifi to more iine and piant jobs, 
as weii as some share gains on larger diameter jobs due to being more competitive on price. \Nith that shift and the 
decrease in List Pricing for (14"-48"), I can't hit the -1% bogey unless I use a double digit net increase in pricing forthe 
(3"-12") Stocking segment. I think given the current environment, any net change in the (3"-12") segment should be 
limited to 0% to +3% even if the net pricing on the (14"-48") segment is decreasing significantly. Remember, even at the 
nevI List Price levels the larger diameter items generate more profit per Ib than the (3"~ 12") segment items. 

As ! see it we have 3 options: 

1. Published multipliers for the nelN List Price such that the net effect on the (3"-12") segment compared to current 
Jan - Mar selling levels is zero or at the most +3%. That same multiplier against the nelN List Pricing on (14"-48") 
would result in an overall decrease of about 7% for (3"-48") compared to Jan - Mar invoice levels. The Jan - Mar 
invoice prices \vere mostly from jobs quoted in the 4th quarter. Looking at the current market, pricing is trending 
dO\lm especially in the NVVand NE. If we \lJant these ne\lJ Published multipliers to stick, we probably need to be 
competitively looking ahead to INhere the market is going or at least the present environment rather than where it 
"vas in the 4th quarter. 

2. Tier multipliers for (3"-12") and (14"-48") basically separating stock fmm non stock. One advantage that tiered 
multipliers have is that they provide an added degree of flexibility to address future competitive pricing. \rve can 
send a message on non stock items without having to take our entire product line daVin. 

3. Delay everything about 2-vveeks and redo the nevv List Price ..... vve'd have to decrease the List Pricing for tt-Ie (3"-
12") segment and increase the pricing for the (14"-24") and (30"-48") segments. Altt-Iough this would help solve the 
-1% target issue, it would result in further separating the gross margins between (3"-12") and (14"-48") segments 
giving Sigma and Star more room to undercut Published multipliers and still have good selling margins for larger 
diameter jobs. 

! I,Nou!d probably vote for a 2 tier multiplier system but! tend to like flexibility to react more than simplicity to manage. This 
would allow us to take separate Published multiplier actions as needed on Stock (3"-12") items and non Stock (14"-48") 
items. For example if Sigma is screwing up a certain market we could react by only lowering Published mu!tipliers for 
(14"-48") where their share is stronger and therefore they'd feel more of a $ hit than we would Using a 2 tier multiplier 
systems I was able to get the net change for the (3"-12") segment to be +2% with the overall (3"-48") coming in @ -4%. 
That -4% is probably a better reference of what the forward pricing will look like based upon current quote levels. 

In a separate e-mail you'll also see why most likely we'll need a tiered multiplier system for the Domestic Only business 

Richard (Rick) Tatman 
VP&GTVi Tyicf/TJnion 
ivicV\.fane 'vVaterworks Fittings Division 
(903) 882-2440 
rtatmaniWtylerun ion .com 
VN''vV. tylerunion .com 
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8. We wanted the overall net impact to pricing for our Domestic product sales to be near zero as we didn't want any 

backlash from the market over raising Domestic prices in light of the forthcoming ARA funding projects. 

9. The new List Price was intended to promote stability and "reduce" the wiggle room for profitable job pricing. 
However, it was never intended to be able to completely address on the various competitive situations across the 
entire product offering so that we could always have firm multipliers. 

10. In terms of the overall impact to pricing (3"-48") we assumed our historical selling split of 80% (3"-12"), 17% (14"-
24") and 3% (30"-48") within the initial analysis .... .this is now causing a problem ..... see below. 

I understand that you wanted the overall net impact of the new List Price and new Published multipliers to be about 1 % 
below the actual net pricing we had for Jan - Mar. One big issue I have in trying to achieve that is the split mix within our 
Jan - Mar invoices: 

(3"-12")- 62% 
(14"-24") - 30% 
(30"-48") - 8%. 

Tflat change from our rlisioricai spiit has to do witt-I H-Ie deciine in [-lOUSing starts and it-Ie shifi to more iine and piant jobs, 
as weii as some share gains on larger diameter jobs due to being more competitive on price. \Nith that shift and the 
decrease in List Pricing for (14"-48"), I can't hit the -1% bogey unless I use a double digit net increase in pricing forthe 
(3"-12") Stocking segment. I think given the current environment, any net change in the (3"-12") segment should be 
limited to 0% to +3% even if the net pricing on the (14"-48") segment is decreasing significantly. Remember, even at the 
nevI List Price levels the larger diameter items generate more profit per Ib than the (3"~ 12") segment items. 

As ! see it we have 3 options: 

1. Published multipliers for the nelN List Price such that the net effect on the (3"-12") segment compared to current 
Jan - Mar selling levels is zero or at the most +3%. That same multiplier against the nelN List Pricing on (14"-48") 
would result in an overall decrease of about 7% for (3"-48") compared to Jan - Mar invoice levels. The Jan - Mar 
invoice prices \vere mostly from jobs quoted in the 4th quarter. Looking at the current market, pricing is trending 
dO\lm especially in the NVVand NE. If we \lJant these ne\lJ Published multipliers to stick, we probably need to be 
competitively looking ahead to INhere the market is going or at least the present environment rather than where it 
"vas in the 4th quarter. 

2. Tier multipliers for (3"-12") and (14"-48") basically separating stock fmm non stock. One advantage that tiered 
multipliers have is that they provide an added degree of flexibility to address future competitive pricing. \rve can 
send a message on non stock items without having to take our entire product line daVin. 

3. Delay everything about 2-vveeks and redo the nevv List Price ..... vve'd have to decrease the List Pricing for tt-Ie (3"-
12") segment and increase the pricing for the (14"-24") and (30"-48") segments. Altt-Iough this would help solve the 
-1% target issue, it would result in further separating the gross margins between (3"-12") and (14"-48") segments 
giving Sigma and Star more room to undercut Published multipliers and still have good selling margins for larger 
diameter jobs. 

! I,Nou!d probably vote for a 2 tier multiplier system but! tend to like flexibility to react more than simplicity to manage. This 
would allow us to take separate Published multiplier actions as needed on Stock (3"-12") items and non Stock (14"-48") 
items. For example if Sigma is screwing up a certain market we could react by only lowering Published mu!tipliers for 
(14"-48") where their share is stronger and therefore they'd feel more of a $ hit than we would Using a 2 tier multiplier 
systems I was able to get the net change for the (3"-12") segment to be +2% with the overall (3"-48") coming in @ -4%. 
That -4% is probably a better reference of what the forward pricing will look like based upon current quote levels. 

In a separate e-mail you'll also see why most likely we'll need a tiered multiplier system for the Domestic Only business 

Richard (Rick) Tatman 
VP&GTVi Tyicf/TJnion 
ivicV\.fane 'vVaterworks Fittings Division 
(903) 882-2440 
rtatmaniWtylerun ion .com 
vNv'vv.tylerunion.com 
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report of blended 2-12 ftg sales analysis- State

Last Revison 4/9/09 3:30pm
Note these numbers have to be manually inserted…they are not linked to the analysis tab

State Region

New (3"-12") 
Blended 

Multipliers 
with LP 5091

New (14"- 48") 
Blended 

Multipliers with 
LP 5091

New (3"- 12") 
Domestic 

Multipliers with 
LP 5091

New (14"- 24") 
Domestic 

Multipliers with 
LP 5091

New (30"- 48") 
Domestic 

Multipliers with 
LP 5091

AZ 1 0.280 0.310 0.430 0.500 Call for Price
CA 1 0.280 0.310 0.430 0.500 Call for Price
NV 1 0.280 0.310 0.460 0.540 Call for Price
ID 2 0.320 0.350 0.460 0.540 Call for Price
MT 2 0.320 0.350 0.460 0.540 Call for Price
OR 2 0.320 0.350 0.460 0.540 Call for Price
WA 2 0.320 0.350 0.460 0.540 Call for Price
UT 3 0.440 0.470 0.460 0.540 Call for Price
AR 4 0.270 0.300 0.430 0.500 Call for Price
CO 4 0.270 0.300 0.430 0.500 Call for Price
IA 4 0.270 0.300 0.430 0.500 Call for Price
IL 4 0.270 0.300 0.430 0.500 Call for Price
KS 4 0.270 0.300 0.430 0.500 Call for Price
LA 4 0.270 0.300 0.430 0.500 Call for Price
MN 4 0.270 0.300 0.430 0.500 Call for Price
MO 4 0.270 0.300 0.430 0.500 Call for Price
MS 4 0.270 0.300 0.430 0.500 Call for Price
ND 4 0.270 0.300 0.430 0.500 Call for Price
NE 4 0.270 0.300 0.430 0.500 Call for Price
NM 4 0.270 0.300 0.430 0.500 Call for Price
OK 4 0.270 0.300 0.430 0.500 Call for Price
SD 4 0.270 0.300 0.430 0.500 Call for Price
TX 4 0.270 0.300 0.430 0.500 Call for Price
WI 4 0.270 0.300 0.430 0.500 Call for Price
WY 4 0.270 0.300 0.430 0.500 Call for Price
IN 5 0.260 0.290 0.430 0.500 Call for Price
KY 5 0.260 0.290 0.430 0.500 Call for Price
MI 5 0.260 0.290 0.430 0.500 Call for Price
OH 5 0.260 0.290 0.430 0.500 Call for Price
TN 5 0.260 0.290 0.430 0.500 Call for Price
WV 5 0.260 0.290 0.430 0.500 Call for Price
PA 6 0.380 0.410 0.430 0.500 Call for Price
CT 7 0.280 0.310 0.430 0.500 Call for Price
DC 7 0.280 0.310 0.430 0.500 Call for Price
DE 7 0.280 0.310 0.430 0.500 Call for Price
MA 7 0.280 0.310 0.430 0.500 Call for Price
MD 7 0.280 0.310 0.430 0.500 Call for Price
NH 7 0.280 0.310 0.430 0.500 Call for Price
NJ 7 0.280 0.310 0.430 0.500 Call for Price
NY 7 0.280 0.310 0.430 0.500 Call for Price
RI 7 0.280 0.310 0.430 0.500 Call for Price
AL 8 0.240 0.270 0.430 0.500 Call for Price
FL 8 0.240 0.270 0.430 0.500 Call for Price
GA 8 0.240 0.270 0.430 0.500 Call for Price
NC 8 0.240 0.270 0.430 0.500 Call for Price
PR 8 0.240 0.270 0.430 0.500 Call for Price
SC 8 0.240 0.270 0.430 0.500 Call for Price
VA 8 0.240 0.270 0.430 0.500 Call for Price
HI 9 0.340 0.370 0.430 0.500 Call for Price
AK 10 0.360 0.390 0.460 0.540 Call for Price

TU-FTC-0239366-001
CX 0171-004

PUBLIC



State Region

(3"-12")     New 
Published 

Multiplier with 
LP 5091

(14"-48")     
New Published 
Multiplier with 

LP 5091

Prior 
Published 
Multiplier

(3"-12")      
Net Change in 
Published List 
& Multipliers

 (3-12")   Invoice 
Amount @ LP 
5072 & Actual 

Selling Multipliers

(3"-12")      
Invoice       

@ LP 5072
AZ 1 0.280 0.310 0.33 -9.1% $105,648 $336,137
CA 1 0.280 0.310 0.33 -9.4% $776,743 $2,438,279
NV 1 0.280 0.310 0.33 -9.1% $28,856 $102,030
ID 2 0.320 0.350 0.42 -18.4% $73,056 $189,686
MT 2 0.320 0.350 0.42 -18.4% $13,277 $31,612
OR 2 0.340 0.370 0.42 -13.3% $109,896 $284,320
WA 2 0.320 0.350 0.42 -18.4% $226,652 $561,416
UT 3 0.440 0.470 0.48 -1.8% $192,082 $409,178
AR 4 0.270 0.300 0.33 -12.4% $86,598 $292,053
CO 4 0.270 0.300 0.33 -12.4% $198,522 $653,968
IA 4 0.270 0.300 0.30 -3.6% $70,087 $283,275
IL 4 0.270 0.300 0.31 -6.7% $171,903 $581,825
KS 4 0.270 0.300 0.30 -3.6% $134,453 $512,060
LA 4 0.270 0.300 0.30 -3.6% $135,674 $464,614
MN 4 0.270 0.300 0.32 -9.6% $55,779 $203,526
MO 4 0.270 0.300 0.30 -3.6% $234,700 $846,081
MS 4 0.270 0.300 0.30 -3.3% $78,638 $330,865
ND 4 0.270 0.300 0.32 -9.6% $11,117 $39,707
NE 4 0.270 0.300 0.30 -3.6% $14,267 $53,789
NM 4 0.270 0.300 0.33 -12.4% $94,869 $326,762
OK 4 0.270 0.300 0.30 -3.6% $136,328 $511,292
SD 4 0.270 0.300 0.32 -9.6% $44,588 $147,632
TX 4 0.270 0.300 0.30 -3.6% $1,173,122 $4,115,688
WI 4 0.270 0.300 0.32 -9.6% $38,093 $119,320
WY 4 0.270 0.300 0.33 -12.4% $498 $1,348
IN 5 0.260 0.290 0.28 -0.6% $120,343 $463,764
KY 5 0.260 0.290 0.28 -0.6% $100,881 $404,333
MI 5 0.260 0.290 0.33 -15.6% $892 $3,186
OH 5 0.260 0.290 0.28 -0.6% $150,271 $663,483
TN 5 0.260 0.290 0.28 -0.6% $244,425 $942,832
WV 5 0.260 0.290 0.28 -0.6% $30,845 $117,940
PA 6 0.380 0.410 0.38 6.8% $13,262 $35,321
CT 7 0.280 0.310 0.33 -9.1% $1,903 $5,767
DC 7 0.280 0.310 0.33 -9.1% $521 $1,864
DE 7 0.280 0.310 0.33 -9.1% $21,159 $75,848
MA 7 0.280 0.310 0.33 -9.1% $5,614 $18,792
MD 7 0.280 0.310 0.33 -9.1% $134,302 $531,925
NH 7 0.280 0.310 0.33 -9.1% $2,690 $8,605
NJ 7 0.280 0.310 0.33 -8.3% $6,930 $21,041
NY 7 0.280 0.310 0.33 -9.1% $46,429 $174,880
RI 7 0.280 0.310 0.33 -9.1% $4,920 $16,716
AL 8 0.240 0.270 0.28 -8.2% $317,108 $1,243,895
FL 8 0.240 0.270 0.28 -8.2% $901,309 $3,620,976
GA 8 0.240 0.270 0.28 -8.2% $262,395 $1,059,007
NC 8 0.240 0.270 0.28 -8.2% $220,723 $906,403
PR 8 0.240 0.270 0.28 -8.2% $22,003 $96,502
SC 8 0.240 0.270 0.28 -8.2% $116,836 $480,665
VA 8 0.240 0.270 0.28 -9.2% $201,615 $784,536
HI 9 0.340 0.370 0.36 1.2% $38,679 $107,581
AK 10 0.360 0.390 0.42 -8.2% $253 $604

7,171,754
Change

TU-FTC-0239366-002

CX 0171-005

PUBLIC



State
AZ
CA
NV
ID
MT
OR
WA
UT
AR
CO
IA
IL
KS
LA
MN
MO
MS
ND
NE
NM
OK
SD
TX
WI
WY
IN
KY
MI
OH
TN
WV
PA
CT
DC
DE
MA
MD
NH
NJ
NY
RI
AL
FL
GA
NC
PR
SC
VA
HI
AK

(3"-12") Average 
Change LP 5091  

to LP 5072

(3"-12") Invoice @ LP 
5091 & New Published 

Multipliers
(3"-12")    

Net Change  

  (14"-24")   
Invoice Amount 
@ LP 5072 & 
Actual Selling 

Multipliers

(14"-24") Invoice @ LP 
5091 & New Published 

Multipliers
(14"-24")   

Net Change
7% $100,801 $0 $48,761 $41,482 $0
7% $731,191 -5.9% $161,703 $141,764 -12.3%
7% $30,597 6.0% $76,813 $69,183 -9.9%
7% $65,009 -11.0% $26,821 $23,407 -12.7%
7% $10,834 -18.4% $504 $345 -31.6%
7% $103,532 -5.8% $77,670 $59,986 -22.8%
7% $192,408 -15.1% $43,110 $29,459 -31.7%
7% $192,821 0.4% $106,264 $86,623 -18.5%
7% $84,453 -2.5% $19,002 $16,512 -13.1%
7% $189,108 -4.7% $225,184 $186,416 -17.2%
7% $81,915 16.9% $111,669 $114,544 2.6%
7% $168,246 -2.1% $58,896 $49,961 -15.2%
7% $148,072 10.1% $28,335 $26,649 -6.0%
7% $134,352 -1.0% $75,413 $65,690 -12.9%
7% $58,854 5.5% $25,990 $22,801 -12.3%
7% $244,661 4.2% $27,022 $25,190 -6.8%
7% $95,676 21.7% $22,513 $23,156 2.9%
7% $11,482 3.3% $2,584 $2,271 -12.1%
7% $15,554 9.0% $13,735 $12,552 -8.6%
7% $94,490 -0.4% $14,060 $10,602 -24.6%
7% $147,850 8.5% $88,269 $86,132 -2.4%
7% $42,691 -4.3% $10,116 $8,772 -13.3%
7% $1,190,133 1.5% $427,815 $382,881 -10.5%
7% $34,504 -9.4% $5,927 $5,129 -13.5%
7% $390 -21.7% $1,059 $931 -12.1%
7% $129,140 7.3% $38,245 $37,416 -2.2%
7% $112,591 11.6% $43,918 $44,471 1.3%
7% $887 -0.5% $53,914 $49,311 -8.5%
7% $184,753 22.9% $51,113 $52,869 3.4%
7% $262,541 7.4% $43,947 $41,098 -6.5%
7% $32,842 6.5% $4,022 $3,753 -6.7%
7% $14,375 8.4% $11,136 $9,273 -16.7%
7% $1,729 -9.1% $ $0 #DIV/0!
7% $559 7.3% $3,118 $3,447 10.6%
7% $22,745 7.5% $491 $446 -9.1%
7% $5,635 0.4% $6,168 $4,752 -23.0%
7% $159,514 18.8% $52,342 $51,526 -1.6%
7% $2,580 -4.1% $ $0 #DIV/0!
7% $6,310 -8.9% $23,980 $18,472 -23.0%
7% $52,443 13.0% $ $0 #DIV/0!
7% $5,013 1.9% $ $0 #DIV/0!
7% $319,731 0.8% $242,513 $218,362 -10.0%
7% $930,736 3.3% $903,836 $810,818 -10.3%
7% $272,207 3.7% $52,401 $45,896 -12.4%
7% $232,982 5.6% $38,482 $34,583 -10.1%
7% $24,805 12.7% $21,836 $21,418 -1.9%
7% $123,550 5.7% $18,818 $16,444 -12.6%
7% $201,657 0.0% $108,940 $96,514 -11.4%
7% $39,175 1.3% $7,678 $6,472 -15.7%
7% $233 -8.0% 0 $0 #DIV/0!

$7,308,358 $3,426,133 $3,059,777
Change 1.9% Change -11%

TU-FTC-0239366-003

CX 0171-006

PUBLIC



State
AZ
CA
NV
ID
MT
OR
WA
UT
AR
CO
IA
IL
KS
LA
MN
MO
MS
ND
NE
NM
OK
SD
TX
WI
WY
IN
KY
MI
OH
TN
WV
PA
CT
DC
DE
MA
MD
NH
NJ
NY
RI
AL
FL
GA
NC
PR
SC
VA
HI
AK

  (30"-48")   
Invoice Amount 
@ LP 5072 & 
Actual Selling 

Multipliers

(30"-48") Invoice 
@ LP 5091 & 

New Published 
Multipliers

(30"-48")    
Net Change

  (3"-48") 
Invoice Amount 
@ LP 5072 & 
Actual Selling 

Multipliers

(3"-24") 
Invoice @ LP 
5091 & New 
Published 
Multipliers Net Change

$65,291 $53,604 $0 $219,700 $195,887 -10.8%
$12,288 $7,734 -37.1% $950,734 $880,689 -7.4%

$ $0 #DIV/0! $105,669 $99,780 -5.6%
$0 #DIV/0! $99,877 $88,417 -11.5%

$ $0 #DIV/0! $13,781 $11,179 -18.9%
$59,388 $35,053 -41.0% $246,954 $198,571 -19.6%

$ $0 #DIV/0! $269,762 $221,867 -17.8%
$ $0 #DIV/0! $298,346 $279,444 -6.3%

$63,525 $57,507 -9.5% $169,125 $158,473 -6.3%
$57,247 $37,861 -33.9% $480,953 $413,384 -14.0%
$1,389 $1,035 -25.5% $183,145 $197,494 7.8%
$8,193 $5,603 -31.6% $238,992 $223,811 -6.4%
$14,556 $11,561 -20.6% $177,344 $186,282 5.0%
$30,368 $25,570 -15.8% $241,455 $225,613 -6.6%
$22,905 $18,384 -19.7% $104,674 $100,039 -4.4%
$24,927 $21,424 -14.1% $286,649 $291,275 1.6%

$ $0 #DIV/0! $101,151 $118,832 17.5%
$ $0 #DIV/0! $13,701 $13,753 0.4%
$ $0 #DIV/0! $28,002 $28,107 0.4%
$ $0 #DIV/0! $108,929 $105,092 -3.5%

$1,441 $1,260 -12.6% $226,038 $235,242 4.1%
$ $0 #DIV/0! $54,704 $51,463 -5.9%

$44,089 $33,967 -23.0% $1,645,026 $1,606,981 -2.3%
$3,294 $2,069 -37.2% $47,314 $41,702 -11.9%

0 $0 #DIV/0! $1,557 $1,320 -15.2%
$9,199 $6,981 -24.1% $167,787 $173,537 3.4%
$1,287 $1,000 -22.3% $146,086 $158,062 8.2%
$4,930 $4,354 -11.7% $59,736 $54,553 -8.7%
$26,595 $21,022 -21.0% $227,979 $258,645 13.5%
$8,243 $6,407 -22.3% $296,615 $310,045 4.5%

$ $0 #DIV/0! $34,867 $36,595 5.0%
$4,442 $3,051 -31.3% $28,840 $26,698 -7.4%

$ $0 #DIV/0! $1,903 $1,729 -9.1%
$891 $662 -25.8% $4,530 $4,667 3.0%

$ $0 #DIV/0! $21,650 $23,192 7.1%
$ $0 #DIV/0! $11,782 $10,387 -11.8%

$32,415 $26,930 -16.9% $219,059 $237,970 8.6%
$ $0 #DIV/0! $2,690 $2,580 -4.1%

$3,939 $2,480 -37.0% $34,849 $27,262 -21.8%
$ $0 #DIV/0! $46,429 $52,443 13.0%
$ $0 #DIV/0! $4,920 $5,013 1.9%

$301,029 $251,202 -16.6% $860,650 $789,294 -8.3%
$181,810 $141,962 -21.9% $1,986,955 $1,883,515 -5.2%
$1,287 $931 -27.6% $316,083 $319,034 0.9%
$28,047 $21,934 -21.8% $287,252 $289,499 0.8%
$4,944 $3,727 -24.6% $48,783 $49,950 2.4%
$34,494 $29,034 -15.8% $170,148 $169,028 -0.7%
$64,685 $50,849 -21.4% $375,240 $349,020 -7.0%
$3,334 $2,296 -31.1% $49,691 $47,942 -3.5%

0 $0 #DIV/0! $253 $233 -8.0%

$1,042,893 $887,455 $11,718,359 $11,255,590
Change -15% Total Change -3.9%

TU-FTC-0239366-004

CX 0171-007

PUBLIC



Confidential 

No virus found in this incoming message. 
Checked by AVG. 
Version: 7.5.5571 Virus Database: 270.11.53/2054 - Release Date: 4/11/2009 1051 AM 

TU-FTC-0239367 
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Confidential 

No virus found in this incoming message. 
Checked by AVG. 
Version: 7.5.5571 Virus Database: 270.11.53/2054 - Release Date: 4/11/2009 1051 AM 
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From: 

Sent: 
To: 

SUbject: 

G. Ruffner Page, Jr. 

Thursday, January' 31,2008 "II :45 A~v1 

'McCullough, Leon (McWane Executive Vice President), 
<lmccullough@clowvalve.com> 

RE: Star follo\ving Tyler 1\1aps 

Beats a sharp stick in the eye. 

-----Original Message-----
From: McCullongh, Leon (Mc\Vane Executi"ve Vice President) fmailto:lmccllllongh'/7.clmn'al"ve.coml 

Ser.t: Thursday_ January 31, 2008 11 :26 Al-.1 

To: G. Ruffner Page, Jr. 

Subject: F\V: Star following Tyler Maps 

The first tentative baby steps are encQumging but the proof\vill be in "saying no" to customer requests for special pricing. 

Leon 

-----Original T' ... 1cssagc-----
From: Rick Tatman [mailto:RTatm.m:rl:TvlcrPipc.coml 
Sent: Thursday_ January 3 L 2008 11 :23 Alvl 

To: McCullougiL Leon (1vic\V,Ule Executive Vice President): \Valton, Thomas (1vic\Vane Sf. Vice President) 
Subject: Star following Tyler Maps 

Per the e-mail chain belmv Star is follmving the Tyler lvfultiplier 1'-.1aps also 

elIeclive Feb 18th. Also note comment on NO UTILITY PROJECT PRICING NATION 

'VIDE lhal \va~ senl lo HDS regional n:p~. TIlt: proof \vill be if lhey adually 
hold to wimt they say. 

Note tImt Star lms our actual Maps vihich isn't a bad tIring. 

V'le hcard a similar announcement is out from Sigma but we'vc yet to recclve a 

copy. 

Frem: Bud Leider 
Sent: Wednesday, Janual}' 30, 20081:18 PM 

To: 'Rob.Hixon'(fHDSUPPLY.com': 'don.taylor:t?ihdsupply.com' 
Subject: FW: Ty ler Map TmportlBlcndcd Multipliers 

FYI, 

Star is raising or matching all fitting numbers to match Tyler effective Feb 

18th. Accessories \'villnot ahvays follmv map in some markets ,,,here there 

are bolt 0111y producers selling at Imver numbers. NO UTILITY PROJECT 
PRIC!NG NATION WIDE. 

Bud Leider 281 794 1585 

From: !vL.'1H !v1ilL.'Ull)'Cr 

Confidential TU-FTC-0261470 

CX 0178-001

PUBLIC

From: 

Sent: 

To: 

SUbject: 

G. Ruffner Page, Jr. 

Thursday, January' 31,2008 "II :45 A~v1 

'McCullough, Leon (McWane Executive Vice President), 
<lmccullough@clowvalve.com> 

RE: Star follo\ving Tyler 1\1aps 

Beats a sharp stick in the eye. 

-----Original Message-----
From: McCullongh, Leon (Mc\Vane Executi"ve Vice President) rmailto:lmccllllollgh~fl~.clmn'al·ve.coml 

Ser.t: Thursday_ January 31, 2008 11 :26 Al-.1 

To: G. Ruffner Page, Jr. 

Subject: F\V: Star following Tyler Maps 

The first tentative baby steps are encQumging but the proof\vill be in "saying no" to customer requests for special pricing. 

Leon 

-----Original T' ... 1cssagc-----
From: Rick Tatman [mailto:RTatm.m:rl:TvlcrPipc.coml 
Sent: Thursday_ January 3 L 2008 11 :23 Alvl 

To: McCullougiL Leon (1vic\V,Ule Executive Vice President): \Valton, Thomas (1vic\Vane Sf. Vice President) 
Subject: Star following Tyler Maps 

Per the e-mail chain belmv Star is follmving the Tyler lvfultiplier 1'-.1aps also 
elIeclive Feb 18th. Also note comment on NO UTILITY PROJECT PRICING NATION 

'VIDE lhal \va~ senl lo HDS regional n:p~. TIlt: proof \vill be if lhey adually 
hold to wimt they say. 

Note tImt Star lms our actual Maps vihich isn't a bad tIring. 

V'le hcard a similar announcement is out from Sigma but we'vc yet to recclve a 
copy. 

Frem: Bud Leider 
Sent: Wednesday, Janual}' 30, 20081:18 PM 

To: 'Rob.Hixon'(fHDSUPPLY.com': 'don.taylor:t?ihdsupply.com' 
Subject: FW: Ty ler Map TmportlBlcndcd Multipliers 

FYI, 

Star is raising or matching all fitting numbers to match Tyler effective Feb 
18th. Accessories \'villnot ahvays follmv map in some markets ,,,here there 

are bolt 0111y producers selling at Imver numbers. NO UTILITY PROJECT 
PRIC!NG NATION WIDE. 

Bud Leider 281 794 1585 

From: !vL.'1H !v1ilL.'Ull)'Cr 

Confidential TU-FTC-0261470 



Sent: Tuesday, January 29, 200810:18 AM 

To: Bud Leider: Michael Berry: Neil McGillivray: Pete Lisowski: Ramon 

Prado: Shaun Smith 

Cc: Da111vkCutcheol1~ Pam Garey 
Subject: FW: Ty!crMap Import/Blended Multipliers 

"f\/Take sure you notice that there me hvo maps. One for blended fittings and 
one for accessories. 

From: Pcic Lisowski 
Sent: Monday, January 18, 2()()X 7: n PM 
To: Matt Minamyer 

Cc: Dan McCutcheon; Bud Leider; Shaun Smith; Rmnon Prado: Miclmcl Berry 
Subject: Tyler Map ImportlBlended Multipliers 

Peter L. Lisowski 
Northeast Division Manager 
ceil 713-416-465~ 
office: 330-343-6953 
fax: 330-602-4632 
email. pCicll:~?siafpipcpr{JduCis.COiH 

No virus round in this incoming message. 
Checked by A VG Free Edition. 
Version: 7.5.5161 Virus Database: 269.19.17/1253 - Release Date: 1/3112008 

9:09AM 

No ,rims found in this outgoing message. 
Checked by A VG Free Edition. 
Version: 7.5.5IG / Vims Database: 2G9.19.17/1253 - Release Date: 1/31/2008 

9:09 AM 

Confidential TU-FTC-0261471 

CX 0178-002

PUBLIC

Sent: Tuesday, January 29, 200810:18 AM 

To: Bud Leider: Michael Berry: Neil McGillivray: Pete Lisowski: Ramon 

Prado: Shaun Smith 

Cc: Da111vkCutcheol1~ Pam Garey 
Subject: FW: Ty!crMap Import/Blended Multipliers 

"f\/Take sure you notice that there me hvo maps. One for blended fittings and 
one for accessories. 

From: Pcic Lisowski 

Sent: Monday, January 18, 2()()X 7: n PM 
To: Matt Minamyer 

Cc: Dan McCutcheon; Bud Leider; Shaun Smith; Rmnon Prado: Miclmcl Berry 
Subject: Tyler Map ImportlBlended Multipliers 

Peter L. Lisowski 
Northeast Division Manager 
ceil 713-416-465~ 
office: 330-343-6953 
fax: 330-602-4632 
email. pCicll:~?siafpipcpr{JduCis.COiH 

No virus round in this incoming message. 
Checked by A VG Free Edition. 
Version: 7.5.5161 Virus Database: 269.19.17/1253 - Release Date: 1/3112008 

9:09AM 

No ,rims found in this outgoing message. 
Checked by A VG Free Edition. 
Version: 7.5.5IG / Vims Database: 2G9.19.17/1253 - Release Date: 1/31/2008 

9:09 AM 

Confidential TU-FTC-0261471 
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Jennifer McDaniel 

From: 
Sent: 

Rick Tatman [RTatman@TylerPipe.com] 
Thursday, February 07, 2008 6:03 PM 

To: McCullough, Leon (McWane Executive Vice President); Walton,Thomas (McWane Sr. Vice 
President) 

Subject: Restarting ActiVity on a Fittings Trade association 

Fyi. .... 

Larry caiied today to confirm that Sigma has interest in participating in a trade association for Fittings. He also 
communicated that Star wouid consider participating aiso. 

He suggested that i contact Tom Brakefieid ..... see messages beiow. 

I'm going to touch base with Proctor in regards to the Do's and Don't of having these discussions and wili pian to move 
forvVaid with making this a reality. 

If you have any concerns Oi want direct involvement in the piOcess piease iet rne know. 

1i3eAa'Ut {~i 7~ 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

From: TB2 (Tom Brakefield - ALX) [mailto:tb2@sigmaco.comJ 
Sent: Thursday, February 07,20085:21 PM 
To: Rick Tatman 
Cc: VP (Victor Pais - CRM); LRyb446150@aol.com; Long, Thad G. 
Subject: RE: DIFRA 

ric 

thx fOi the e-mail and the suggestions for trle restart of Oi FRA .. 

piease note I have copied tad long oj Bradley arant as he and mike mcklbben have help establish the association and 
wouid need to be there .. 

I would suggest that tad, who has all the addresses of the companies originally involved, get in touch with the people 
representing these companies to see which of your suggestion will work .. 

I can make any of the dates work and the location also .... 

thx aaain for these suaoestions as Siam a believes this is neederl to meke e hAltAr inrill.!rll 
~ ........ - .... ---- - --- - -------------------------~ -----J--

tom brakefie!d 
205-706-0886 

From: Rick Tatman [maiito:RTatman@TyierPipe.com] 
Sent: Thursday, February 07,2008 11:47 AM 
To: TB2 (Tom Brakefield - ALX) 
Subject: DIFRA 

Tom, 

Confidential 

1 

CX 0179-001

PUBLIC

Jennifer McDaniel 

From: 
Sent: 

Rick Tatman [RTatman@TylerPipe.com] 
Thursday, February 07, 2008 6:03 PM 

To: McCullough, Leon (McWane Executive Vice President); Walton,Thomas (McWane Sr. Vice 
President) 

Subject: Restarting ActiVity on a Fittings Trade association 

Fyi. .... 

Larry caiied today to confirm that Sigma has interest in participating in a trade association for Fittings. He also 
communicated that Star wouid consider participating aiso. 

He suggested that i contact Tom Brakefieid ..... see messages beiow. 

I'm going to touch base with Proctor in regards to the Do's and Don't of having these discussions and wili pian to move 
forvVaid with making this a reality. 

If you have any concerns Oi want direct involvement in the piOcess piease iet rne know. 

1iWa'Ut {~i 7~ 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

From: TB2 (Tom Brakefield - ALX) [mailto:tb2@sigmaco.comJ 
Sent: Thursday, February 07,20085:21 PM 
To: Rick Tatman 
Cc: VP (Victor Pais - CRM); LRyb446150@aol.com; Long, Thad G. 
Subject: RE: DIFRA 

ric 

thx fOi the e-mail and the suggestions for trle restart of Oi FRA .. 

piease note I have copied tad long oj Bradley arant as he and mike mcklbben have help establish the association and 
wouid need to be there .. 

I would suggest that tad, who has all the addresses of the companies originally involved, get in touch with the people 
representing these companies to see which of your suggestion will work .. 

I can make any of the dates work and the location also .... 

thx again for these suggestions as Sigma believes this is needed to make a better industry .. 

tom brakefie!d 
205-706-0886 

From: Rick Tatman [maiito:RTatman@TyierPipe.com] 
Sent: Thursday, February 07,2008 11:47 AM 
To: TB2 (Tom Brakefield - ALX) 
Subject: DIFRA 

Tom, 
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It appears there is renewed interest in making another attempt to form an industry association for Fittings similar to DIPRA 
or CISPI. 

When you're available, I'd like to get your inputs on what the potential next steps should be, 

If a face to face meeting with perspective members would be constructive, I've got the following dates open in my 
schedule, 

• Feb 18'h _ 20'h 
• March 18'h_21" 
• March 24'h - 27'h 

Location is open, but Birmingham, Houston, Dallas or Atlanta would probably be viable options, 

One other potential option is during WASDA, My schedule during the event is hit & miss, but I know on the 28m I'm open 
after 1 0:00am 

Of course we'll need to make sure we have the appropriate legal representation available for any discussion, 

~(j{{(dJ7~ 

VP & GM Tyler/Union 
f\..~cWane Watet"'Norks Fittings Division 
(903) 882-2440 

No virus found in this incoming message. 
Checked by A VG Free Edition, 
Version: 7,5.516/ Virus Database: 269,19,2111263 - Release Date: 2/6/20088:14 PM 

No vY'irus found in this outgoing message. 
Checked by AVO free Edition, 
Version: 7,5.516 I Virus Database: 269.19.2111263 - Release Date: 2/6/2008 8:14 PM: 
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It appears there is renewed interest in making another attempt to form an industry association for Fittings similar to DIPRA 
orCISPI. 

When you're available, I'd like to get your inputs on what the potential next steps should be, 

If a face to face meetina with perspective members would be constructive. I've aot the followina dates open in mv 
schedule, -'. . - _.. 

Feb 18'h _ 20'h 
• March 18'h_21" 
• March 24'h - 27'h 

Location is open, but Birmingham, Houston, Dallas or Atlanta would probably be viable options. 

One other potential option is during WASDA. My schedule during the event is hit & miss, but I know on the 28m I'm open 
after 1 0:00am 

Of course we'll need to make sure we have the appropriate legal representation available for any discussion. 

~(j{{(dJ7~ 

VP & GM Tyler/Union 
f\..~cWane Watet"'Norks Fittings Division 
(903) 882·2440 

No virus found in this incoming message. 
Checked by A VG Free Edition. 
Version: 7.5.516/ Virus Database: 269.19.2111263 . Release Date: 2/6/20088:14 PM 

No vY'irus found in this outgoing message. 
Checked by AVO free Edition, 
Version: 7,5.516 I Virus Database: 269.19.2111263 - Release Date: 2/6/2008 8:14 PM: 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Alin :'SDP' Learn 

VP (Victor Pais-CRMJ 

Friday, June 05, 2009 05:28:13 P!V! 

OEMS 

GRl (Go pi Ramanathan-CRM); SB2 (Stuart Box - CRM) 

VP to OEMS: McWane's Agreement to Seii Sigma Domestic Product 

Sigma - Domestic Product Agreement 6 4 2009.pdf 

The attached is IvlcvVane's offer to sell us SA product. It's little more than a patronizing 
accommodation, to facilitate us access to the BA product, at best. But, it doesn't al10vv 
any GlvI if we are to seil at the same price as their IvIultipiiers for the BA. 

Given the rising use of the BA spec for the ARRA, SRF and W IF (Water Trust fund) etc, 
it's time we seriousiy went ahead 'with our SDP pians. I can definiteiy try to increase the 
GMs -- but, it won't be any more than 10% at best. Unfortunateiy, these decisions seem 
to have been left to Rick Tatman, who is highly clinical, GE-style and sees NO strategic 
vaiue in a closer relationship with SiGMA. 

Lct's re-group and get serious to dcvelop a thorough and detailed "SDP' plan -
production choices, processes, machining/processing, range, time line etc ... 

Regards, 

'Victor IP/lis 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@signlaco.com 

From: Rick Tatman [mai!to:rt..atman@v/!erunion.com] 
Sent: Friday, June 05, 2009 12:44 PM 
To: MRl (Mitche!! Rona-CJ~~M) 
Subject: Agreement to Sell Sigma Domestic Product 

Mitche!!, 

Hopefully you arrived safe and sound without too much of jet lag~ 

As I assume you are still staying somewhat connected to work. attached is a letter regarding a 
broader agreement to sell Sigma Domestic product beyond the prior ACIPCO arrangement. 

We'liialk when you gel back. 

~:c~ ('2i?i<4J 7atJ1f4# 

VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Alin :'SDP' Learn 

VP (Victor Pais-CRMJ 

Friday, June 05, 2009 05:28:13 P!V! 

OEMS 

GRl (Go pi Ramanathan-CRM); SB2 (Stuart Box - CRM) 

VP to OEMS: McWane's Agreement to Seii Sigma Domestic Product 

Sigma - Domestic Product Agreement 6 4 2009.pdf 

The attached is IvlcvVane's offer to sell us SA product. It's little more than a patronizing 
accommodation, to facilitate us access to the BA product, at best. But, it doesn't al10vv 
any GlvI if we are to seil at the same price as their IvIultipiiers for the BA. 

Given the rising use of the BA spec for the ARRA, SRF and w"TF (Water Trust fund) etc, 
it's time we seriousiy went ahead 'with our SDP pians. I can definiteiy try to increase the 
GMs -- but, it won't be any more than 10% at best. Unfortunateiy, these decisions seem 
to have been left to Rick Tatman, who is highly clinical, GE-style and sees NO strategic 
vaiue in a closer relationship with SiGMA. 

Lct's re-group and get serious to dcvelop a thorough and detailed "SDP' plan -
production choices, processes, machining/processing, range, time line etc ... 

Regards, 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@signlaco.com 

From: Rick Tatman [mai!to:rt..atman@v/!erunion.com] 
Sent: Friday, June 05, 2009 12:44 PM 
To: MRl (Mitche!! Rona-CJ~~M) 
Subject: Agreement to Sell Sigma Domestic Product 

Mitche!!, 

Hopefully you arrived safe and sound without too much of jet lag~ 

As I assume you are still staying somewhat connected to work. attached is a letter regarding a 
broader agreement to sell Sigma Domestic product beyond the prior ACIPCO arrangement. 

We'liialk when you gel back. 

~:c~ ('2i?i<4J 7atJ1f4# 

VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
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Mitchell Rona 
Sigma Corporation 
700 Goldman Drive 
Cream Ridge, NJ 08514 

MitchelL 

June 4, 2009 

TIlank you for :your request to purchase fittings and accessories manufactured by our domestic 
Inanufacturing facilities. We have considered your request solely in light of its potential impact on our 
own distribution and marketing considerations. and are pleased to infonl1 you that we \·v111 be able to sell 
you domestic fittings and accessories, but subject to cert.:Lin conditions. 

1. All products \vill be branded \vith our trademarked Tyler/Union 113-me. 

2. Pricing to Sigma ,·vi!! be a 5~/o discount off our !O\vcst national published multipliers against our 
List Price, LP5091, as ±ol!O'.vs: 

3"-12" Fittings 
14"- 24" Fittings 
> 24" Fittings 
ACCL":sSOTll:S 

TappIng Sleeves 

!\1ultiplier 

n 111 
V."'T~ 

0.50 
n L 1 
v.v.! 

0.41 
1\ ,: _, 

v.y-t 

3. Payment terms are net 30 days ,vith no discount allo-wed. 
4. 10,000 pound minimum order requirement with al1 orders for immediate release. 
5. Prices include freight for shipments equal to or greater than 40,000 pounds. Shiplnents less than 

40,000 pounds wiii be FOB Anniston~ AL. 
b. Ail saies are subject to T yleriUnion's standard ten11S and conditions of saie and any ten11S stated 

on ·1·:yler/Umon 's mV01ces or order ackno\,vledgments. 
7. This is a non-exclusive buy-sell arrangement, and TyleriUnion reserves the right to sell to any 

other customer at any time in its sale discretion. 
8. l1,is otTer and the pricing stated above shail be vaiid for six months unless extended by written 

mutual agreement of both parties. TylcriUnion reserves the right to ten11inate sales to Sigma at 
any time ,vith 30 days written notice. 

9. 111is letter and the tenus incorporated expressly by reference contain the entire agreement 
bet\veen the parties, and may only be amended by a "vriting signed by authorized representatives 
of both parties. There are no other agreements, understandings, or tenus that are not reflected 
herein. 

Sincerely. 

~~7~ 
Richard (Rick) Tatman 
VP&GM Tyler/Union 
Md"Jane ~qaterworks Fittings Division 

SIG - 0001559 
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TYLER UNIONv 
QUIWitty 'Wa$0JMN@r'·ks Pwoduct's 

Mitchell Rona 
Sigma Corporation 
700 Goldman Drive 
Cream Ridge, NJ 08514 

MitchelL 

June 4, 2009 

TIlank you for :your request to purchase fittings and accessories manufactured by our domestic 
Inanufacturing facilities. We have considered your request solely in light of its potential impact on our 
own distribution and marketing considerations. and are pleased to infonl1 you that we \·v111 be able to sell 
you domestic fittings and accessories, but subject to cert.:Lin conditions_ 

1. All products \vill be branded \vith our trademarked Tyler/Union 113-me. 

2. Pricing to Sigma ,·vi!! be a 5~/o discount off our !O\vcst national published multipliers against our 
List Price, LP5091, as ±ol!O'.vs: 

3"-12" Fittings 
14"- 24" Fittings 
> 24" Fittings 
ACCL":sSOTll:S 

Tapping Sleeves 

!\1ultiplier 

OAl 
0.50 
n L 1 
v.v.! 

0.41 
1\ ,: _, 

v.y-t 

3. Payment terms are net 30 days ,vith no discount allo-wed. 
4. 10,000 pound minimum order requirement with al1 orders for immediate release. 
5. Prices include freight for shipments equal to or greater than 40,000 pounds. Shiplnents less than 

40,000 pounds wiii be FOB Anniston~ AL. 
b. Ail saies are subject to T yleriUnion's standard ten11S and conditions of saie and any ten11S stated 

on ·t·:yier/Umon 's mV01ces or order ackno\,viedgments. 
7. This is a non-exclusive buy-sell arrangement, and TyleriUnion reserves the right to sell to any 

other customer at any time in its sale discretion. 
8. l1,is otTer and the pricing stated above shail be vaiid for six months unless extended by written 

mutual agreement of both parties. TylcriUnion reserves the right to tenninate sales to Sigma at 
any time ,vith 30 days written notice. 

9. 111is letter and the tenns incorporated expressly by reference contain the entire agreement 
bet\veen the parties, and may only be amended by a vvriting signed by authorized representatives 
of both parties. There are no other agreements, understandings, or tenns that are not reflected 
herein. 

Sincerely. 

~~7~ 
Richard (Rick) Tatman 
VP&GM Tyler/Union 
Md"Jane ~qaterworks Fittings Division 
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From: 

Sent: 

To: 

Cc: 

Subject: 

ATT:SB2 

SB1 (Siddharth Bhattacharji-CRM) 

Tuesday, June 16, 2009 11:31:11 P!V! 

SB2 (Stuart Box - CRM) 

VP (Victor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX); MRl 

(!\I!ltche!! Rona-CR!\/!); GRl (GoP! Ramanathan-CRI".'!) 

sb1 to sb2: deveiopment pia ns for SOP 

6/16/09 

VVe had expected the show to be slo'vv, and the floor traffic 'vvas belo'vv par. Most of the larger players 
were there though some had sCaled down the exhibits. A\N'vVA organizers had dune a great job in 

widening the aisies and make the haii iook "fuiier" with the existing dispiay booths. 

The meet was very good in terms of getting feedback from our customers on the impact of the ARRA 
and how they view the Buy America gaining any traction. Most felt that the sentiment in favor of 
domestic production is growing and though the BA restrictions may eventually be struck down, there 
could be domestic only specs that could stay on longer. The prudent plan is to investigate each range of 
our needs: 

AA. DM and DFF in 3 thru 12. - Machine molding. See compatibility vv'ith DM ptrns in MTF ';.tilth selected 

domestic fdy. As a back-up, cost the total ivlj tooling i.e. patterns, rnatchplate, mounting, core boxes 

from india/USA. it seems that iviTF wiii need the use of their DFF ptrns and we wiii need to deveiop our 
own. Cost the DFF tooiing i.e. patterns, matchpiate, mounting, core boxes from IndiaiUSA. Wlii It be 
cheaper to have the production patterns made in Mexico using master patterns at MTF? 

BB. DM and OFF in 14 thru 24 - We could do these in RS or in a bigger GS molding line. Can patterns 
designed for matchplate mounting for molding line be used on RS line? Once the domestic foundries are 
identified, make decision on type of patterns. If MTF patterns are available for OM, check feasibility and 

cost of adapting them. Doub!e the cost since vve \IVi!! have to bear the cost that !\I]TF \Ivi!! expense vvhen 

they ~re re-~dopting b~ck into their production line. For DFF, .... ve wil! need to develop our O\,vn for the 

same reason as in (AA). Same questions as in (AA). 

cc. DiVi and DFF in 30 thru 48 - This needs some serious thought outside the LF pian in case the LF pian 
does not work out. Look at the technology used by MTF, can we find any domestic foundry where the 

modular patterns can be used? Since these patterns will be produced with RS, wooden patterns are OK. 
We need to cost the tooling for large size OM and DFF tooling for RS molding. Since these will be in 
wood, we should seek costing in USA, Korea and India since quality of good hardwood needed for 
patterns is not easily available in India. Meanwhile .. where will we get estimates of preparing the molds 
for I F? \j\je should use shops that ha\le experience with this sort of mnlrlc:; - i.e. China or Korea. India wil! 

not be suit<:lb!e for these LF molds. 

'vVe heard at the A'vV'vVA show that Star has will offer a line of domestic fittings and restraints from Sept 
and August respectiveiy. There were aiso assertions from some Star peopie that they have 11 foundries 
working on their pian. This is a iarge number of foundries to invoive in a production that eouid be a 

couple of thousand tons. We are curious how so much activity can be under the radar and none of the 
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From: 

Sent: 

To: 

Cc: 

Subject: 

ATT:SB2 

SB1 (Siddharth Bhattacharji-CRM) 

Tuesday, June 16, 2009 11:31:11 P!V! 

SB2 (Stuart Box - CRM) 

VP (Victor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX); MRl 

(!\I!ltche!! Rona-CR!\/!); GRl (GoP! Ramanathan-CRI".'!) 

sb1 to sb2: deveiopment pia ns for SOP 

6/16/09 

VVe had expected the show to be slo'vv, and the floor traffic 'vvas belo'vv par. Most of the larger players 

were there though some had sCaled down the exhibits. A\N'vVA organizers had dune a great job in 

widening the aisies and make the haii iook "fuiier" with the existing dispiay booths. 

The meet was very good in terms of getting feedback from our customers on the impact of the ARRA 
and how they view the Buy America gaining any traction. Most felt that the sentiment in favor of 
domestic production is growing and though the BA restrictions may eventually be struck down, there 
could be domestic only specs that could stay on longer. The prudent plan is to investigate each range of 
our needs: 

AA. DM and DFF in 3 thru 12. - Machine molding. See compatibility vv'ith DM ptrns in MTF ';.tilth selected 

domestic fdy. As a back-up, cost the total ivlj tooling i.e. patterns, rnatchplate, mounting, core boxes 

from india/USA. it seems that iviTF wiii need the use of their DFF ptrns and we wiii need to deveiop our 
own. Cost the DFF tooiing i.e. patterns, matchpiate, mounting, core boxes from IndiaiUSA. Wlii It be 
cheaper to have the production patterns made in Mexico using master patterns at MTF? 

BB. DM and OFF in 14 thru 24 - We could do these in RS or in a bigger GS molding line. Can patterns 
designed for matchplate mounting for molding line be used on RS line? Once the domestic foundries are 
identified, make decision on type of patterns. If MTF patterns are available for OM, check feasibility and 

cost of adapting them. Doub!e the cost since vve \IVi!! have to bear the cost that !\I]TF \Ivi!! expense vvhen 

they ~re re-~dopting b~ck into their production line. For DFF, .... ve wil! need to develop our O\,vn for the 
same reason as in (AA). Same questions as in (AA). 

cc. DiVi and DFF in 30 thru 48 - This needs some serious thought outside the LF pian in case the LF pian 
does not work out. Look at the technology used by MTF, can we find any domestic foundry where the 

modular patterns can be used? Since these patterns will be produced with RS, wooden patterns are OK. 
We need to cost the tooling for large size OM and DFF tooling for RS molding. Since these will be in 
wood, we should seek costing in USA, Korea and India since quality of good hardwood needed for 
patterns is not easily available in India. Meanwhile .. where will we get estimates of preparing the molds 
for I F? \j\je should use shops that ha\le experience with this sort of mnlrlc:; - i.e. China or Korea. India wil! 
not be suit<:lb!e for these LF molds. 

'vVe heard at the A'vV'vVA show that Star has will offer a line of domestic fittings and restraints from Sept 

and August respectiveiy. There were aiso assertions from some Star peopie that they have 11 foundries 
working on their pian. This is a iarge number of foundries to invoive in a production that eouid be a 

couple of thousand tons. We are curious how so much activity can be under the radar and none of the 

SIG - 0016570 
Confidential 
FO!A Exempt 



foundries you spoke to has tTlentioned this flurry of activity. Either Star is vastly exaggerating their 
efforts, or they have east a wider net than we have in ioeating foundries outside the weii known ones. 
That seems difficult to conjure given the state of the foundry industry in USA. However, it will be a good 
idea to methodically go through a list of DI foundries and contact each of them to see if they can make 
for us and also dig a little deeper to find out Star's plans. The foundry industry is small and people talk. 
We can get an exhaustive list of foundries from ASF and from again reaching out to others who can help 
like Ron Douglass and your friends in the industry. 

Further to the 3 categories listed above, ! spoke to Stephen Gab!es and urged him to seek a national 
vJaiver for all their proprietary systems. Though the EPA rules do not permit manufacturers applying for 
waivers, this hurdle can be easily breached, through the use of a helpful municipality. He agreed to get a 
waiver for TR Fiex and TrimTyton products since there is no domestic producers for these. if USP can 

heip us get the Trim Tyton waiver, we can then concentrate on the DM and DFF range deveiopment and 
still supply the TrimTyton from China and India. 

VP said he favored the immediate development of our capability in the (CC) range since most of the 
ARRA j SRF jobs will have a larger proportion of these fittings. This means we have to ratchet up our 
evaluation program for LF and RS and be in a position to make some investment decision in equipment 
and tooling by Ju!y end. ! fee! we wil! need a good range of domestic, otherwise we wil! fa!! hostage 
\Nhen the distributor says he cannot give just the large size because 1\/lc\"! \Nants a!! or nothing. That 
means 'vve must concurrently process our evaluations of (AA) and (SS) too. 

Lot of work, and we must reduce and re-distribute this ioad through our ENGG team. Let us discuss on 
the phone between GRl, you and me. 

Rgdsj 

.Siddh"rth f'>h"tbcharii --- -.- ) 

SIGIVIA Corporation 
700 Goldman Drive 
Cream Ridge, i\ij 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sbl@sigmaco.com 
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foundries you spoke to has tTlentioned this flurry of activity. Either Star is vastly exaggerating their 
efforts, or they have east a wider net than we have in ioeating foundries outside the weii known ones. 
That seems difficult to conjure given the state of the foundry industry in USA. However, it will be a good 
idea to methodically go through a list of DI foundries and contact each of them to see if they can make 
for us and also dig a little deeper to find out Star's plans. The foundry industry is small and people talk. 
We can get an exhaustive list of foundries from ASF and from again reaching out to others who can help 
like Ron Douglass and your friends in the industry. 

Further to the 3 categories listed above, ! spoke to Stephen Gab!es and urged him to seek a national 
vJaiver for all their proprietary systems. Though the EPA rules do not permit manufacturers applying for 
waivers, this hurdle can be easily breached, through the use of a helpful municipality. He agreed to get a 
waiver for TR Fiex and TrimTyton products since there is no domestic producers for these. if USP can 

heip us get the Trim Tyton waiver, we can then concentrate on the DM and DFF range deveiopment and 
still supply the TrimTyton from China and India. 

VP said he favored the immediate development of our capability in the (CC) range since most of the 
ARRA j SRF jobs will have a larger proportion of these fittings. This means we have to ratchet up our 
evaluation program for LF and RS and be in a position to make some investment decision in equipment 
and tooling by Ju!y end. ! fee! we wil! need a good range of domestic, otherwise we wil! fa!! hostage 
\Nhen the distributor says he cannot give just the large size because 1\/lc\"! \Nants a!! or nothing. That 
means 'vve must concurrently process our evaluations of (AA) and (SS) too. 

Lot of work, and we must reduce and re-distribute this ioad through our ENGG team. Let us discuss on 
the phone between GRl, you and me. 

Rgdsj 

.Siddh"rth f'>h"tbcharii --- -.- ) 

SIGIVIA Corporation 
700 Goldman Drive 
Cream Ridge, i\ij 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sbl@sigmaco.com 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Victor -

GFl (Greg Fox-ALX) 

!V!onday, Ju!y 13, 2009 04:35:00 P!V! 

VP (Victor Pais-CRIVlj; ARi (Ai Richardson-HTN); SBi (Siddharth Bhattacharji
CRM); TB2 (Tom Brakefield-ALX); SB2 (Stuart Box - CRM); ENGG 

RM6; Larry Rybacki; H\J1G (Jim McGivern) 

RE: VP to AR : ARRA COMPLIANCE iSDP update 

\/'-Je don't have nHJCh inform;)t:or: dS to St;)r's on domestic 
following; 

1) Star's field saiesmen (at ieast some) have a sample of their domesticaiiy-produced Wedge Restraint, 
are activeiy shllWing this product to distributionc are customers that aVilil,abi is the 

fall. 

2) Star solicited orders!' about 3 or 4 weeks ago for domestic fittings from their customer base. 
rhey indicated range WiJS not complete yet; however, many "A" items were to be available in the near 
Future. Based on ""'Ie-orders", pattern orioritiesvllQu!d be determined. 

From: VP (Victor Pais-CRM) 
Sent: Monday, July 13, 2009 3:07 PM 
To: ARl (AI Richardson-HTN); SBl (Siddharth Bhattacharji-CRM); TB2 (Tom Brakefield-ALX); SB2 (Stuart 
Box - CRM); ENGG 
Cc: RM6; Larry Rybacki; JMG (Jim McGivern) 
Subject: VP to AR : ARRA COMPLIANCE jSDP update 

AI and others, 

We are intensely pursuing our SDP plans for both FTGs and PRP. But, it's a lot of work and 
Capex$ too! In fact, we plan to present a brief outline during our BOD meeting 7/15. We don't 
have the final outline even at a prelim level -- as our SDP-M3 team (GR + SB2 + MR1) have 
been hard at it putting together a feasibility! Capex!PCM data and I expect we "cill be ready "cith 
itbY7!20. 

I plan to share some lJpdate thrlJ Vms shortly. 

Meanwhile, we have also resumed OUf 'negotiation' vvith Tyler at different levels. After thro'Aling 
a somewhat naIve/condescending 'buy sen' offer and assuring us that 'door is sti11 open __ .', they 
seem to be serious about a sincere and sensible 'buy sell' V\Thich \i\,rillieave sufficient GM for us. 
MRl has prepared a counter offer draft which we are reviewing. Apart from tough feedback from 
LR and me, I suspect their current assessment that Star and hence SIGMA may indeed succeed 
vV1th domestic production, after all, may be prompting them to relent and v{ork v{ith us. 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Victor -

GFl (Greg Fox-ALX) 

!V!onday, Ju!y 13, 2009 04:35:00 P!V! 

VP (Victor Pais-CRIVlj; ARi (Ai Richardson-HTN); SBi (Siddharth Bhattacharji
CRM); TB2 (Tom Brakefield-ALX); SB2 (Stuart Box - CRM); ENGG 

RM6; Larry Rybacki; H\J1G (Jim McGivern) 

RE: VP to AR : ARRA COMPLIANCE iSDP update 

\/'-Je don't have nHJCh inform;)t:or: dS to St;)r's pricing on domestic 

following; 

1) Star's field saiesmen (at ieast some) have a sample of their domesticaiiy-produced Wedge Restraint, 

They are activeiy showing this product to distributionc They are telling customers that availabliity IS the 
fall. 

2) Star solicited orders!' about 3 or 4 weeks ago for domestic fittings from their customer base. 
rhey indicated range WiJS not complete yet; however, many "A" items were to be available in the near 

, pattern priorities vl/au!d be determined. 

Greg 

From: VP (Victor Pais-CRM) 
Sent: Monday, July 13, 2009 3:07 PM 
To: ARl (AI Richardson-HTN); SBl (Siddharth Bhattacharji-CRM); TB2 (Tom Brakefield-ALX); SB2 (Stuart 
Box - CRM); ENGG 
Cc: RM6; Larry Rybacki; JMG (Jim McGivern) 
Subject: VP to AR : ARRA COMPLIANCE jSDP update 

AI and others, 

We are intensely pursuing our SDP plans for both FTGs and PRP. But, it's a lot of work and 
Cauex$ too! In fact. we ulan to uresent a brief outline during our BOD meeting 711"0. We don't 
ha';'e the final outli~e e~en at a'urelim level-- as our SDP-M~ team (GR + SB2:;' MRl) have 
been hard at it putting together 'a feasibility! Capex!PCM data aii'd I exp~ct we "cill be ready "cith 
itbY7!20. 

I plan to share some lJpdate thrlJ Vms shortly. 

Meanwhile, we have also resumed OUf 'negotiation' vvith Tyler at different levels. After thro'Aling 
a somewhat naIve/condescending 'buy sen' offer and assuring us that 'door is sti11 open __ .', they 
seem to be serious about a sincere and sensible 'buy sell' V\Thich \i\,rillieave sufficient GM for us. 
MRl has prepared a counter offer draft which we are reviewing. Apart from tough feedback from 
LR and me, I suspect their current assessment that Star and hence SIGMA may indeed succeed 
vV1th domestic production, after all, may be prompting them to relent and v{ork v{ith us. 
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At the right price and tenns, that would Inake sense to us as otherwise we will be staring at a 
hefty Capf'x$ and nneertain 

The ge1=>LaLion LiIne [01" Lhe SDP jJI"ojedi 

The FTG range with its myriad line items is very cumbersome for the SDP plans. PRP would be 
much more manageable though expensive. 

Meanwhile, please do NOT publish this discussion with Tyler ,,~th any customers and ,,~th our 
SST Loo as Lhere is nOLhing gained [rom iL aL Lhis Lime. 

On the other hand, what is the feedback from Star's camp? What are they promising? Are they 
activeiy quoting for Dom products? Have they secured any POs? we have NO information! 

Regards, 

'V'U:torlPllis 
SIGMA Corp 
609-758-0800 x 555 
6U9-f)29-:W:W (cell) 
vp@signlaco.com 

From: AR1 CA! Richardson-HTN) 
Sent: Monday, Ju!y 13, 20093:41 PM 
To: SB1 (Siddharth Bhattacharji-CRM); TB2 (Tom Brakefie!d-ALX); SB2 (Stuart Box - CRM); ENGG 
Cc: RM6; Larry Rybacki; VP (Victor Pais-CRM) 
Subject: FW: LAREDO JEFFERSON ST WTP ARRA COMPLIANCE REQUEST 
Importance: High 

!s there an "P'08"" on our domestic p"J~l'C8';S? 

is there any more 

Thanks 

Ai Richardson 

SW Regional Manager 

HOllston, TX 

281-987-1200 

800-999-0109 

281-987-0200 Fax 
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At the right price and tenns, that would Inake sense to us as otherwise we will be staring at a 
hefty Capf'x$ and nneertain 

The ge1=>LaLion LiIne [01" Lhe SDP jJI"ojedi 

The FTG range with its myriad line items is very cumbersome for the SDP plans. PRP would be 
much more manageable though expensive. 

Meanwhile, please do NOT publish this discussion with Tyler ,,~th any customers and ,,~th our 
SST Loo as Lhere is nOLhing gained [rom iL aL Lhis Lime. 

On the other hand, what is the feedback from Star's camp? What are they promising? Are they 
activeiy quoting for Dom products? Have they secured any POs? we have NO information! 

Regards, 

SIGMA Corp 
609-758-0800 x 555 
6U9-f)29-:W:W (cell) 
vp@signlaco.com 

From: AR1 CA! Richardson-HTN) 
Sent: Monday, Ju!y 13, 20093:41 PM 
To: SB1 (Siddharth Bhattacharji-CRM); TB2 (Tom Brakefie!d-ALX); SB2 (Stuart Box - CRM); ENGG 
Cc: RM6; Larry Rybacki; VP (Victor Pais-CRM) 
Subject: FW: LAREDO JEFFERSON ST WTP ARRA COMPLIANCE REQUEST 
Importance: High 

!s there an update on our domestic pro~Fess? 

!s there any more knowledge on helping customers v'lith this request? 

Thanks 

Ai Richardson 

SW Regional Manager 

HOllston, TX 

281-987-1200 

800-999-0109 

281-987-0200 Fax 
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From: PJ1 (Patricia Jones-t-fTN) 
Sent: Monday, July 13, 2009 2:20 PM 
To: AR1 (AI Richardson-HTN); JS1 (Jim Stohr-t-fTN); GM1 (Greg McAdams-HTN) 
Subject: FW: LAREDO JEFFERSON ST WTP ARRA COMPLIANCE REQUEST 

Could one of you gentlemen address this Issue with Rene @ Metro-Tex. Thanks, 

Pat 

-----Original Message-----
From: jaunda [mailto:jpayne@metrotexfab,com] 
Sent: Monday, July 13, 2009 2:21 PM 
To: undisclosed-recipients 
Subject: LAREDO JEFFERSON ST WTP ARRA COMPLIANCE REQUEST 

Good Afternoon -

Please see the attached documents and confirm in writing whether or not you meet ARRA compliance. 

We request you reply via email or fax prior to bid day. 

Bid date remains 7-15-09. 

Thank you, 
Jaunda Payne 

Metro-Tex Fabricators, Inc. 
5107 Brookglen Dr. 
Houston, TX 77017 
Ph: 713A73.3900 
Fx:713A73.1597 
y!"'V!w "n~8trot8xfab"com 

Please consider the environmenT when prinTing this emaiL 
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From: PJ1 (Patricia Jones-t-fTN) 
Sent: Monday, July 13, 2009 2:20 PM 
To: AR1 (AI Richardson-HTN); JS1 (Jim Stohr-t-fTN); GM1 (Greg McAdams-HTN) 
Subject: FW: LAREDO JEFFERSON ST WTP ARRA COMPLIANCE REQUEST 

Could one of you gentlemen address this Issue with Rene @ Metro-Tex. Thanks, 

Pat 

-----Original Message-----
From: jaunda [mailto:jpayne@metrotexfab,com] 
Sent: Monday, July 13, 2009 2:21 PM 
To: undisclosed-recipients 
Subject: LAREDO JEFFERSON ST WTP ARRA COMPLIANCE REQUEST 

Good Afternoon -

Please see the attached documents and confirm in writing whether or not you meet ARRA compliance. 

We request you reply via email or fax prior to bid day. 

Bid date remains 7-15-09. 

Thank you, 
Jaunda Payne 

Metro-Tex Fabricators, Inc. 
5107 Brookglen Dr. 
Houston, TX 77017 
Ph: 713A73.3900 
Fx:713A73.1597 
y!"'V!w "n~8trot8xfab"com 

Please consider the environmenT when prinTing this emaiL 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Thomas, 

MRl (Mitchell Rona-CRM) 

Tuesday, Ju!y 14, 2009 10:57:13 PM 

;twa iton@mh-vaive.com; 

rtatman@tylerunion_com 

Mitchell to Thomas Re: Sigma Proposal to McWane for Domestic Fittings 

McWane-Sigma-07-13-09.doc 

I appreciate the conversation from last week. 

As promised please find a simple but straight forward proposal from Sigma for master distribution of 
your domestic fittings. 

! hope McWane wil! find this offer favorable and respond with further discussions about how we can 
move this forvJard. 

i look forward to your reply. 

Thanks, 

Mitchell 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Thomas, 

MRl (Mitchell Rona-CRM) 

Tuesday, Ju!y 14, 2009 10:57:13 PM 

;twa iton@mh-vaive.com; 

rtatman@tylerunion_com 

Mitchell to Thomas Re: Sigma Proposal to McWane for Domestic Fittings 

McWane-Sigma-07-13-09.doc 

I appreciate the conversation from last week. 

As promised please find a simple but straight forward proposal from Sigma for master distribution of 
your domestic fittings. 

! hope McWane wil! find this offer favorable and respond with further discussions about how we can 
move this forvJard. 

i look forward to your reply. 

Thanks, 

Mitchell 

SIG - 0003201 
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Master Distributor Agreement for AWWA domestic pipe fittings 

This agreement would be between McWane Inc (Tyler Union unit) of Birmingham, AL 

and Sigma Corporation oj Cream Ridge, Nj. 

Sigma would have access to Tyler, Union, and Clow branded domestically produced fittings for a minimum of 3 

years beginning August 1st 2009. Mc\l\fane is required to provide Sigma with 6 months notice if they desire to 

terminate the agreement with Sigma at the end of the 3 year period. if the agreement remains in effect beyond 

the 3 year period, McWane should still be required to provide Sigma Corporation with six months prior notice if 

they chose to terminate the agreement. 

Sigma in turn will not seek any other sources either directly or through 3'd party for the production or 

distribution of domestic fittings \,vith the fo!!m,ving exceptions -- Sigma shall have the right to produce or 

purchase fittings which are outside the ivic'vVane domestic range or which cannot be provided by ivic'vVane 

within a reasonable and customary time frame. Sigma defines reasonable and customary as 6 weeks from 

placement of firm order or written inquiry_ If McWane accepts an order from Sigma and fails to provide the 

product within 8 'u"v'eeks from P.O. date, Sigma has the right to procure those items from another supplier and 

iVicWane wouid be responsibie for the cost difference. 

At the same time, Sigma proposes to supply McWane a similar master distributor agreement for 30" and large 

Cll0 MJ, Cll0 Flanged, and C153 MJ fittings from our domestic production, using efficient and modern 

processes, once it commences. VVe would offer the same terms and conditions that we have requested from 

McVv'ane. If this opportunity is of interest to Mc'vVane it can be discussed in further details. 

Sigma requests McWane seii Sigma at the foiiowing muitipiiers off the current industry priceiist: 

x = .31 for 2" thru 12" (all bell types) 

X= .35 for 14" thru Z4" (all bell types) 

x = .4Z for 30" thru 48" (all bell types) 

If the published industry multipliers change Sigma's above agreed multipliers would change to recapture the 

same mu!tiplier point spread that \·vou!d exist as a result of this agreement. 

Commercia! Terms~ 

PaytTlent terms are 1% -10 net 30 days 

Freight Terms are truckioad freight aiiowed to aii Sigma warehouse iDeation as listed beiow: 

Cream Ridge, NJ Rockingham, NC Birmingham, AL Aiexander City, AL 

Houston, TX Sauk Village, IL Ontario, CA Seattle, WA 

Orlando, FL 
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Master Distributor Agreement for AWWA domestic pipe fittings 

This agreement would be between McWane Inc (Tyler Union unit) of Birmingham, AL 

and Sigma Corporation oj Cream Ridge, Nj. 

Sigma would have access to Tyler, Union, and Clow branded domestically produced fittings for a minimum of 3 

years beginning August 1st 2009. Mc\l\fane is required to provide Sigma with 6 months notice if they desire to 

terminate the agreement with Sigma at the end of the 3 year period. if the agreement remains in effect beyond 

the 3 year period, McWane should still be required to provide Sigma Corporation with six months prior notice if 

they chose to terminate the agreement. 

Sigma in turn will not seek any other sources either directly or through 3'd party for the production or 

distribution of domestic fittings \,vith the fo!!m,ving exceptions -- Sigma shall have the right to produce or 

purchase fittings which are outside the ivic'vVane domestic range or which cannot be provided by ivic'vVane 

within a reasonable and customary time frame. Sigma defines reasonable and customary as 6 weeks from 

placement of firm order or written inquiry_ If McWane accepts an order from Sigma and fails to provide the 

product within 8 'u"v'eeks from P.O. date, Sigma has the right to procure those items from another supplier and 

iVicWane wouid be responsibie for the cost difference. 

At the same time, Sigma proposes to supply McWane a similar master distributor agreement for 30" and large 

Cll0 MJ, Cll0 Flanged, and C153 MJ fittings from our domestic production, using efficient and modern 

processes, once it commences. VVe would offer the same terms and conditions that we have requested from 

McVv'ane. If this opportunity is of interest to Mc'vVane it can be discussed in further details. 

Sigma requests McWane seii Sigma at the foiiowing muitipiiers off the current industry priceiist: 

x = .31 for 2" thru 12" (all bell types) 

X= .35 for 14" thru Z4" (all bell types) 

x = .4Z for 30" thru 48" (all bell types) 

If the published industry multipliers change Sigma's above agreed multipliers would change to recapture the 

same mu!tiplier point spread that \·vou!d exist as a result of this agreement. 

Commercia! Terms~ 

PaytTlent terms are 1% -10 net 30 days 

Freight Terms are truckioad freight aiiowed to aii Sigma warehouse iDeation as listed beiow: 

Cream Ridge, NJ Rockingham, NC Birmingham, AL Aiexander City, AL 

Houston, TX Sauk Village, IL Ontario, CA Seattle, WA 

Orlando, FL 
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From: 

Sent: 

To: 

Subject: 

Guys 

JMG (Jim McGivern) 

\i\fednesday, September 09, 200901:08:16 PM 

VP (Victor Pais-CRIVlj; SBi (Siddharth Bhattacharji-CRMj; IV1Ri (rVlitcheii Rona

CRM); Larry Rybacki 

MDA 

Joe just called me. He managed to track down Procter who is on the road. Joe took him through our 
changes. Procter was on listen mode and said he did not want to respond on all issues. On a couple of 
our points he said he needs to go back to anti-trust counsel to see if they are ok eg our request that 

Mcwane will be following the same rules on pricing and customers that they are imposing on us. The 
onf> j"''''IJP hp flrltly rpjPr:tpri Wett;; thp inripmnity rp£lLJf,,:;t_ Hp "'<'Iiri thprp j", no W<'ly Mr:W;:InP will inrlpmnify 

us for anything and it is not negotiable. Joe is now sending him our marked up document and Procter 
stiid he 'v\l [I 1 get b<lck on the legtil points <Js<Jp. He 'vv<Jnts to <llso brief the Mc\/V.:me legtil people <Jnd then 
there is expected to be a call or a meeting betvv'een the business people to finalise the agreement. Joe 
wiii cont<Jct us when he he.lrs b<lck from Procter. 

Regards 
Jim 
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From: 

Sent: 

To: 

Subject: 

Guys 

JMG (Jim McGivern) 

\i\fednesday, September 09, 200901:08:16 PM 

VP (Victor Pais-CRIVlj; SBi (Siddharth Bhattacharji-CRMj; IV1Ri (rVlitcheii Rona

CRM); Larry Rybacki 

MDA 

Joe just called me. He managed to track down Procter who is on the road. Joe took him through our 
changes. Procter was on listen mode and said he did not want to respond on all issues. On a couple of 
our points he said he needs to go back to anti-trust counsel to see if they are ok eg our request that 

Mcwane will be following the same rules on pricing and customers that they are imposing on us. The 
onf> j"''''IJP hp flrltly rpjPr:tpri Wett;; thp inripmnity rp£lLJf,,:;t_ Hp "'<'Iiri thprp j", no W<'ly Mr:W;:InP will inrlpmnify 

us for anything and it is not negotiable. Joe is now sending him our marked up document and Procter 
stiid he 'v\l [I 1 get b<lck on the legtil points <Js<Jp. He 'vv<Jnts to <llso brief the Mc\/V.:me legtil people <Jnd then 
there is expected to be a call or a meeting betvv'een the business people to finalise the agreement. Joe 
wiii cont<Jct us when he he.lrs b<lck from Procter. 

Regards 
Jim 

SIG - 0003947 
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From: 
SBZ {Stuart Box - CRM)[/O=FIRST ORGANIZATION/OU=FIRST ADMINISTRATIVE 

G ROU P /CN=RECI PI ENTS/CN=SBZ] 

Sent: f\/londay, September 21, 2009 11:58:53 Pf\/l 

To: MRI (Mitchell Rona-CRM) 

Cc: SB2 (Stuart Box - CR!\/1) 

Subject: 

Attachments: 

FW: VP to SBZ : Final LF casting poured and cleaned at EF this week 

SIGMA SDP Fittings LF trailsopptx 

Mitchell, 

Per our conversation! have finished my LF presentationc 

Questions; 
1. Do we make the (4) GXIII1B 3645 lert at MFT? 
2. Do we proceed with IF reeul;'lr production? 

You do '"vhZlt you WZlrlt to \-v:th 

how dose \fie are even if \fie do not go forward, 

~tuart 

From: SB2 (Stuart Box - CRM) 
Sent: Sunday, September 20, 2009 3:41 PM 
To: VP (Victor Pais-CRM); SDP 
Cc: Larry Rybacki; JMG (Jim McGivern) 
Subject: RE: VP to SB2 : Final LF casting poured and cleaned at EF this week 

Victor .. 

find the e:;timated cost of Domestic The estimate is 
based on using XPF dorl"lest!c asseimL:lvof foarr: patterns on EF property, [F dnd 
Iv1FTfinishing. As you can see the significant costs are buiit up at EF and Iv1FT Some of this cost is a 

resuit of XPf- foam rYlachining both f-LG and MJ. fhere wouid be no capitai cost for but 
we would have to spend sOllle money at EF before we could actually go into regular production. 

If you wil! recal!, we sat at the Durry Inn snack area on one of your trips to Birmingham and discussed 
this I said I we could do MJ for 8bout $1040 per Ib, This was based on 85 cast bells, 
bolt holes and finishing at I'v1}6. ! stil! believe this cost is possible hut not without the development of 
new to"iir,g at XPF. ! wou!d not recommend that adventure unti! \/I,fe see the term need for 

dome~;t;c fititin:os. 

with ivlRl on the e(onornics so that we can (Ofne to a gfOSS 

anaiysls aiong with a recap of the LF triais we have conducted. i wiii aiso iay out the equipment and COSt 
of eqUipment needed for regular production.tit ff. 

Please advise Ir you have any quesf:;oilS. 
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From: 
SBZ {Stuart Box - CRM)[/O=FIRST ORGANIZATION/OU=FIRST ADMINISTRATIVE 

G ROU P /CN=RECI PI ENTS/CN=SBZ] 

Sent: f\/londay, September 21, 2009 11:58:53 Pf\/l 

To: MRI (Mitchell Rona-CRM) 

Cc: SB2 (Stuart Box - CR!\/1) 

Subject: 

Attachments: 

FW: VP to SBZ : Final LF casting poured and cleaned at EF this week 

SIGMA SDP Fittings LF trailsopptx 

Mitchell, 

Per our conversation! have finished my LF presentationc 

Questions; 
1. Do we make the (4) GXIII1B 3645 left at MFT? 
2. Do we "rI,cE·"d with l F 

time, '"vhZlt VJf::. did ;md 
how dose \fie are even if \fie do not go forward, 

~tuart 

From: SB2 (Stuart Box - CRM) 
Sent: Sunday, September 20, 2009 3:41 PM 
To: VP (Victor Pais-CRM); SDP 
Ce: Larry Rybacki; JMG (Jim McGivern) 
Subject: RE: VP to SB2 : Final LF casting poured and cleaned at EF this week 

Victor .. 

The estimate is 
based on using XPF foa(n, Sigrna dornest!c of foarr: patterns on EF property, [F casting, dnd 

Iv1FTfinishing. As you can see the significant costs are buiit up at EF and Iv1FT Some of this cost is a 

result of XPf- foam needing rYlachining both f-LG and MJ. fhere wouid be no capitai cost for tooling, but 
we would have to spend sOllle money at EF before we could actually go into regular production. 

If you wil! recal!, we sat at the Durry Inn snack area on one of your trips to Birmingham and discussed 

this topiC. I said I we could do MJ for 8bout $1.40 per lb. This was based on 85 cast bells, 
bolt holes and finishing at I'v1}6. ! stil! believe this cost is possible hut not without the development of 

at XPF. ! wou!d not recommend that adventure unti! \I!,le see the term need for 
dome~;tic fittings. 

I arn working with ivlRl on the econornics so that we can corne to a gross ((]afgin and win i(lciude that 

anaiysls aiong with a recap of the LF triais we have conducted. i wiii aiso iay out the equipment and COSt 
of eqUipment needed for regular production.tit ff. 

Please advise if you have any questions. 
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Regards, 

Stuart 

LF Regular Production Cost Estimate Costlib 

Foam Patterns (XPF) (based on tria! cost) $0.07 

Ocean F reighi for Foam Paiierns (based on $3200 & 50000 lbs equivalent casting weight per container) $0.07 

F Dam pattern Assembly (based on trial assembly times=3 man hours/piece. $301man hour for weighted avg cast weight) $0.07 

Casting at EF (based on current cost mode! at EF) $1.00 

Transportation to tv1FT (est. based on iiIlFT experience) $0.06 

Finishing by MFT (based on current quote from MFT MJ and FLG) $0.42 

Transportation to Sigma (based on iI/1FT experience, could va.1')' to CHI and C.Ril/!) $0.07 

TOTAL $P6 

From: VP (Victor Pais-CRM) 
Sent: Thursday, September 17, 200910:07 AM 
To: SB2 (Stuart Box - CRM); SDP 
Cc: Larry Rybacki; JlvlG (Jim IVfcGivern) 
Subject: VP to SB2 : Final LF casting poured and cleaned at EF this week 

Stuart, 

Again, great work and dedication! 

At this point, can one of you update the costing for the L-range (30-48) using this LF process 
and MTF finishing costs? 

.Just like in the PRP, we need to glean the GMs to know where we stand in the economics front... 

Regards, 

Victor .:pais 
S!GM~-\' Corp 
609-758-0800 x 555 
609-529-2020 (cell) 

From: SB2 (Stuart Box - CR~·1) 

Sent: ThursdaYI September 17/ 2009 12:25 A~·1 
To: SDP 
Subject: stuart to team re; Final LF casting poured and cleaned at EF this \Neek 

Attn: All, 
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Regards, 

Stuart 

LF Regular Production Cost Estimate Costlib 

Foam Patterns (XPF) (based on tria! cost) $0.07 

TOTAL $P6 

From: VP (Victor Pais-CRM) 
Sent: Thursday, September 17, 200910:07 AM 
To: SB2 (Stuart Box - CRM); SDP 
Cc: Larry Rybacki; JlvlG (Jim IVfcGivern) 
Subject: VP to SB2 : Final LF casting poured and cleaned at EF this week 

Stuart, 

Again, great work and dedication! 

At this point, can one of you update the costing for the L-range (30-48) using this LF process 
and MTF finishing costs? 

.Just like in the PRP, we need to glean the GMs to know where we stand in the economics front... 

Regards, 

Victor .:pais 
S!GM~-\' Corp 
609-758-0800 x 555 
609-529-2020 (cell) 

From: SB2 (Stuart Box - CR~·1) 

Sent: ThursdaYI September 171 2009 12:25 A~·1 
To: SDP 
Subject: stuart to team re; Final LF casting poured and cleaned at EF this \Neek 

Attn: All, 
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i have used the last of the China foam this week. vVe have some USP fOarT] left! but i believe we have 
gone as far we shouid untii such time as we pian to move forward with this project. Pi ease review the 

pictures attached of this last GDMB 4845 made with the XPF foams. We have solved the pouring issue 
that was troubling us. We still have sand filling and possibly compaction issues to resolve, but that will 
require some capital equipment. I have instructed EF to finish the grinding on this part and ship with the 
4811 and (2) 3645's to MFT for machining and final coating and lining. MM is aware of this and is ready 
to do the work for us. I am working on a PPT presentation that will document our trials and also 
estimate capital equipment purchase and product costing using this domestic casting method~ The PPT 

should be ready over the weekend. ! hope we can make a final decision sometime soon, as ! am trying 
to finalize my agenda for China next month. If 'Ne are going fon .. vard 'vvith LF fittings I need to spend 
several days at XPF. 

I nank you all Tor the help and support up to this pOint. I do beiieve that our triais have proven that with 
a little imagination and know how large LF castings can be produced with very little fan fare. I am ready 
and willing to move this project to the actual manufacturing stage when given the opportunity. 

Stuart 
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i have used the last of the China foam this week. vVe have some USP fOarT] left! but i believe we have 
gone as far we shouid untii such time as we pian to move forward with this project. Pi ease review the 

pictures attached of this last GDMB 4845 made with the XPF foams. We have solved the pouring issue 
that was troubling us. We still have sand filling and possibly compaction issues to resolve, but that will 
require some capital equipment. I have instructed EF to finish the grinding on this part and ship with the 
4811 and (2) 3645's to MFT for machining and final coating and lining. MM is aware of this and is ready 
to do the work for us. I am working on a PPT presentation that will document our trials and also 
estimate capital equipment purchase and product costing using this domestic casting method~ The PPT 

should be ready over the weekend. ! hope we can make a final decision sometime soon, as ! am trying 
to finalize my agenda for China next month. If 'Ne are going fon .. vard 'vvith LF fittings I need to spend 
several days at XPF. 

I nank you all Tor the help and support up to this pOint. I do beiieve that our triais have proven that with 
a little imagination and know how large LF castings can be produced with very little fan fare. I am ready 
and willing to move this project to the actual manufacturing stage when given the opportunity. 

Stuart 
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SIGMA�
LARGE�FITTING�PRODUCTION

DOMESTIC
(SDP�LF�TRIALS)

History,�Trials�w/�costs,�
Commercial�Analysis,�
Capital�Expense,�and�
Production�Plan
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SDP�Fittings�History
•January�2009

•ARRA�with�BA�requirements.
•February�– May�2009,�

•Strategy�and�Planning�for�SDP�(fittings�and�PRP)
•SB2�suggests�that�Sigma�produce�a�USA�fitting�for�AWWA.��MFT�
supplied�a�pattern�and�(2)�DFB2445’s�were�made�for�the�show�at�
Eureka�Foundry�(EF)�located�in�Chattanooga�TN.
•SB2�suggests�that�LF�would�an�easy�way�to�get�into�the�intermediate�
and�large�domestic�fitting�manufacturing.��Especially,�if�foam�could�be�
imported�from�XPF.

1. SB2�comments�on�the�LF�process
a) Any�RS�foundry�reclaim�sand�can�be�used�for�LF�molding
b) Vacuum�is�not�required
c) Sand�compaction�can�be�accomplished�with�a�sledge�hammer�pounding�on�the�

flask
d) The�Foam�coating�is�the�key�ingredient�for�making�good�surface�finish�LF�castings.

•Walter�Florence�endorses�VP�plan�for�moving�forward�with�BA/DA
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SDP�Fittings�History
• May�2009

• Sigma�needed�to�find�a�foundry�willing�to�experiment�with�foam�
production.��Eventually�selected�EF�in�Chattanooga�TN.

a) EF�had�a�small�amount�of�experience�with�LF.
b) EF�needs�new�business.
c) EF�has�excess�melting�capacity�and�floor�space.
d) Initial�price�indications�appear�to�fit�the�cost�model.�($1.00/LB)
e) SB2�has�a�very�good�relationship�with�the�owner�and�good�experiences�from�USP�

days.
• USP�agreed�to�allow�Sigma�to�use�its�LF�tools�to�produce�36”�MJ�

family�of�parts.
a) Foam�bead��to�be�high�density�PMMA�(1.5�lb/�cuft).��Much�stronger�than�the�XPF�

foam.
b) USP�patterns�were�designed�to�be�as�cast�MJ��with�as�cast�bolt�holes.
c) USP�foam�patterns�are�XMB�wall�thickness�to�allow�for�TR�Flex�production�in�the�

future.��Bells�are�XMB�as�well.
• XPF�agrees�to�sell�foam�patterns�for�trials

a) Foam�patterns�made�from�very�low�density�bead�=�weak�patterns�which�can�lead�
to�damage�in�handling�and�molding.�(0.7lb/cuft)

b) XPF�MJ�foam�patterns�have�machine�stock�and�bolt�holes�must�be�drilled.�(12%�
excess��material�on�total�fitting�weight�basis)

c) Sigma�would�need�to�find�a�suitable�MS�for�MJ�and�FLG�fittings.��MFT�agreed�to�
finish�at�a�cost�of�$0.40/lb�with�no�freight�included.
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SDP�Fittings�LF�Trials
•June�2009
•Sigma�purchased�(1)�72x72x72�and�(1)�
96x96x96�LF�flask.�Total�cost�$15,800.
•EF�installs�simple�Eccentric�Motor�for�
compaction.
•(4)�DMB4845’s�were�ordered�from�XPF�
and�air�freighted�to�Chattanooga.��Total�
cost�$7,300(only�$630�for�the�foam).

•(2)�patterns�were�assembled�by�XPF�
•(2)�pattern�pieces�were�left�for�SB2�to�
assemble.��Along�with�(6)�extra�MJ�bell�patterns

•Purchased�foam�patterns�for�36�inch�MJ�
family�of�fittings�from�Alliance�Foam�using�
USP�tooling.��Total�Cost�$ 3,116.
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SDP�Fittings�LF�Trials
•July�2009

•XPF�foam�patterns�and�USP�pattern�pieces�arrive�at�EF
•EF�produces�a�trial�mold�using�XPF�bell�pattern
•EF�produces�a�trial�mold�using�a�USP�bell
•EF�produces�a�GDMB�3645.
•Notables:

•All�sample�castings�were�made�with�EF�normal�reclaimed�RS�with�
no�vacuum�on�the�mold.
•PMMA�foam�kicked�iron�out�of�the�spru during�pouring��
potentially�effecting�the�pour�event
•Surface�finish�was�good�for�both�foam�material�types
•PMMA�pattern�bolt�holes�were�clean�and�required�no�machining.
•PMMA�pattern�did�not�have�any�riser�or�flow�off�and�some�
lustrous�carbon�was�evident�on�the�top�flange.
•36�MJ�bell�dimensions�were�below�spec�but�roundness�appears�
to�be�acceptable.
•GDMB�3645�could�be�machined�to�size�at�MFT�to�make�a�sellable�
part
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SDP�Fittings�LF�Trials
•August�2009

• 2nd trial�of�DMB3645�resulted�in�a�scrap�casting.��The�iron�
kick�back�was�so�bad�that�the�pour�was�interrupted�and�the�
foam�pattern�collapsed.
•Gas�was�not�being�allowed�out�of�the�sand�at�the�beginning�of�the�
pour.��Possible�reasons:

1. No�Vacuum�during�pour.
2. EF�sand�was�to�fine,�not�allowing�any�gas�passage�ways.

• EF�was�not�ready�to�fill�the�large�flask�so�we�assembled�a�
4811�out�of�the�pattern�pieces�supplied�by�XPF.��The�part�
was�gated�in�the�center�and�fit�into�the�small�flask.��The�
fitting�poured�without�any�kick�back,�but�the�casting�was�
scrap�because�it�appeared�that�the�top�flange�separated�
from�the�body.��
• Gas�was�not�being�allowed�out�thru�the�sand
• Weak�foam�pattern�from�XPF�could�not�hold�back�the�gas�pressure.

CX 0282-010

PUBLIC



SDP�Fittings�LF�Trials
•August�2009
• Decision�to�purchase�a�new�sand�better�
suited�to�LF�than�EF�reclaim�sand.��AFS�34�sub�
angular�grain�vs.�AFS�65�round�grain.
•GDMB�3645�cast�using�new�sand.��Pour�still�
kicked,�but�casting�was�sound�and�with�MJ�
dimension�machined�at�MFT�will�be�sellable
•2nd GDMB�4811�was�constructed�using�a�
different�gate�system�than�1st trial,�and�the�
new�sand�in�the�small�mold�box.��Casting�is�
good�and�once�machined�at�MFT�will�be�
sellable.
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SDP�Fittings�LF�Trials
•September�2009

• Decision�to�mold�and�pour�one�of�the�XPF�DMB4845�
from�XPF�was�made.��The�molding�process�required�
every�drop�of�the�AFS�34�sand�(22�tons).��The�mold�
kicked�during�pouring.��The�casting�was�scrap�due�to�the�
pattern�cracking�during�molding�(poor�practice�by�EF)
•2nd DMB�4845�constructed�by�SB2,�with�the�following�
changes;

1. Riser�flow�offs�were�not�coated�with�LF�coating
2. In�gate�was�not�coated�with�LF�coating
3. Gas�vent�holes�were�cut�into�the�in�gate.��“old�trick�from�

past�experience”�and�remembered�when�looking�at�the�
pictures�of�the�DMB4811�gate�and�the�hole�that�the�
gate�design�created.

4. Care�taken�by�EF�to�add�sand�properly�during�molding
•Resulted�in�a�good�casting,�once�machined�at�MFT�will�
be�sellable.
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SDP�Fittings�LF�Trials
Recap�Summary

• SB2�comments�on�the�LF�process
a) Any�RS�foundry�reclaim�sand�can�be�used�for�LF�

molding:�Proved�to�be�incorrect.��It�is�possible�that�
with�vacuum�during�pouring�this�would�be�true.

b) Vacuum�is�not�required:�This�is�true�but�sand�grain�
fineness�is�an�issue�for�gas�release.

c) Sand�compaction�can�be�accomplished�with�a�sledge�
hammer�pounding�on�the�flask:�This�was�a�bit�of�an�
exaggeration�but�the�simple�vibrators�($600)�proved�
to�be�correct.

d) The�Foam�coating�is�the�key�ingredient�for�making�
good�surface�finish�LF�castings:��This�is�true.��The�
surface�finish�on�even�the�XPF�foam�is�outstanding�
and�much�better�than�XPF�surface�finish.
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SDP�Fittings�LF�Trials
Cost�Summary
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SDP�Fittings�LF�Trials
Cost�Summary

•We�should�mold�and�cast�the�inventory�of�foam�we�
have�on�hand�so�that�the�sales�potential�of�list�price�
@0.65�would�pay�for�the�LF�trials.
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SDP�Fittings�LF�Regular�Production
Cost�Estimate
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Commercial�Assumptions

1. ACIPCO�will�purchase�25�tons/month�of�“a”�items�
2. 25�tons/month�of�“a”�items�is�about�40�pieces
3. There�will�be�a�need�for�another�25�tons/month�

of�odd�fittings�that�McWane will�not�be�tooled�to�
produce,�but�would�be�easily�constructed�from�
LF�process.

4. MFT�will�be�able�to�machine�FLG�and�MJ�fittings�
at�a�rate�of�80�pieces�per�month.

5. Average�selling�price�will�be�$3.00/lb
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Commercial�Estimate
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From: 

Sent: 

To: 

Cc: 

Subject: 

'Victor -

Wa Iter Florence [wflorence@frontenac.com] 

Saturday, !Vlay 16, 200903:00:58 P!V! 

VP (Victor Pais-CRM); M20; GRl (Gopi Ramanathan-CRM) 

SB2 (Stuart Box - CRM); Ron Kuehl 

RE: VP to SBl (ee : ivi20) : Response on your Korea sourcing pian -- with 

strategic look @ other options ... 

As an investor, I am all for your approach especially putting your competitors on the 
defensive and on notice. Nothing would please us more than to see Sigma kick some of 
the competitors butts in the market havinp; witnessed recent behavior by them, and 
having a dOlllestic line and a solid Korean alternative quickly ,vould be great. 

As you know, I have no idea of the complexities involved in such a decision hut you 
have our full support as we trust you and the team to make the right decision here short 
term and long term for Sigma. 

Either way, this all sounds like it may have great potential and very encouraging! 

'"'\TaUer C. FJOTE'l1CE' 

Fronlenac Conlpany, LLC 
168-0044 

From: VP (Victor Pais-CRM) [mai!to:VP@sigmaco.com] 
Sent: ThursdaYI May 141 20094:37 PM 
To: M20; GRl (GoP! Ramanathan-CJ~~M) 
Cc: SB2 (Stuart Box - CRM); \Na!ter F!orence; Ron Kueh! 
Subject: VP to 581 (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ other 
options .. -

SIGlViA F·itting 

1\1ay 14, 2009 
To: SE1 

IV-ote : I have discusselt 11l0st of thefollowing l"eSpon.se with SBJ. and 1"J1.,fRJ. this 
morning as we were r-eviewing lYIiichell's Bham visii ear-lier ihis week. 

Thank you for your succinct update of 5in below on the Korea option for us to offer a SA 
alternative for ARRA use. On the whole, we may have to pursue the Korea option, as well, as 
Star already has a leg up on us by a couple of months. But, we can certainly catch up with them 
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From: 

Sent: 

To: 

Cc: 

Subject: 

'Victor -

Wa Iter Florence [wflorence@frontenac.com] 

Saturday, !Vlay 16, 200903:00:58 P!V! 

VP (Victor Pais-CRM); M20; GRl (Gopi Ramanathan-CRM) 

SB2 (Stuart Box - CRM); Ron Kuehl 

RE: VP to SBl (ee : ivi20) : Response on your Korea sourcing pian -- with 

strategic look @ other options ... 

As an investor, I am all for your approach especially putting your competitors on the 
defensive and on notice. Nothing would please us more than to see Sigma kick some of 
the competitors butts in the market havinp; witnessed recent behavior by them, and 
having a dOlllestic line and a solid Korean alternative quickly ,vould be great. 

As you know, I have no idea of the complexities involved in such a decision hut you 
have our full support as we trust you and the team to make the right decision here short 
term and long term for Sigma. 

Either way, this all sounds like it may have great potential and very encouraging! 

'"'\TaUer C. FJOTE'l1CE' 

Fronlenac Conlpany, LLC 
168-0044 

From: VP (Victor Pais-CRM) [mai!to:VP@sigmaco.com] 
Sent: ThursdaYI May 141 20094:37 PM 
To: M20; GRl (GoP! Ramanathan-CJ~~M) 
Cc: SB2 (Stuart Box - CRM); \Na!ter F!orence; Ron Kueh! 
Subject: VP to 581 (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ other 
options .. -

SIGlViA F·itting 

1\1ay 14, 2009 
To: SE1 

IV-ote : I have discusselt 11l0st of thefollowing l"eSpon.se with SBJ. and 1"J1.,fRJ. this 
morning as we were r-eviewing lYIiichell's Bham visii ear-lier ihis week. 

Thank you for your succinct update of 5in below on the Korea option for us to offer a SA 
alternative for ARRA use. On the whole, we may have to pursue the Korea option, as well, as 
Star already has a leg up on us by a couple of months. But, we can certainly catch up with them 
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and as we have done in the last few years, when \'\Ie have fallen behind like in PRP., FL etc. we 
can not only catch up with theln, but also surpass thenl, as on the whole we have nl0re all round 
reSOllrees. 

I abo wanL Lo prt'l=>t'nL Lhe following inl=>ighLI=> and 'food for LhoughL' as we develop a nt'w sourl:ing 
alternative, at some new investment: 

1. The Korea option will greatly help us present a credible and competitive alternative for the 
fiA lise, to McWane in Fittings and PRP, if we proceed with that as wen. As we know, the 
Korea option does have certain limits such as the eligibility in only the 37 states + even there 
for jobs on projects of over $7-4 lVl. Due to Korea's familiarity with AWWA industry in 
general and their prowess in Castings and Fittings in particular, we can have a reliable 
substitute in a fairly short amount oftime and at a relatively manageable investment, though 
it could be sizable under our current circumstances at about S1 M, when all is said and done, 
if we have to have the full range of Fittings and even a decent range of PRP at some point. 

2. However, as we develop a BA option to meet the ARRA needs, it is also necessary to look 
beyond the ARRA. As we know, the BA provision has been inserted into the other Federal 
grants/loans to the SRF outside the ARRA which can have a bigger and more lasting impact. 
We are also aware of the BA sentiment slowly spreading and becoming a part of American 
life and business, at least in certain quarters, where exploration ofthe sentiment is rife as in 
the AWWA industry. In addition, due to an unrelated but a threat nevertheless, ECL is also 
bent on becoming a market spoiler in the A WW A industry thrn 01 pipe and likely other 
products, the DIPRA consortium who represent the DIP and V & H could also promote more 
of the BA sentiment, but with a twist - specifying 'domestic' CDA' as I call it) without the 
exemptions provided for by the Section 160.5 of ARRA etc. 

3. In short, there is a need for us to consider developing a DA option - which in turn could kill 
2 birds with 1 shot, by meeting the BA requirement as well. It is important to do so, since we 
are about to invest efforts and funds to develop a brand new sourcing paradigm in Korea and 
just about everything has to be done from scratch. 

The relative merits of the BA (Korea) and DA through a domestic production are amply 
deaL In short, the 'BA/Korea' option is lTIOre of a rlf"ff"n . ..:ivf" postnre, while the 
'DA/domestic' option is definitely a nrn!Jctive/nffensive move_ 

.A1S for Fittings, the cnrrent DIFRA market size of about 100,000 ST may include abont 10?/o-
12?i using the 'DLA-,,-' option, on the strength of the fev", specific markets like PA, l'JJ etc ,·vhich 
are still 'domestic'. This market is expected to drop to 80,000 ST - 85,000 ST in og and pick 
up to about go,ooo to 95,000 ST in 2010. But, the 'D ... A,,-' seglnent may s\vell to about 25~-'b -
30% of the entire market due to the ARRAjBA. and other BA. drivers_ So, having aDA. 
Fittings capability v.rill open up this somew'hat larger 30% neVl niche for SIG~~'LA,,-, \vhich vie 
can leverage much more cffectively than 1\1c\'Vane thru our relationships and other 
1\1arketing, 1\1anagement and Strategic strengths. 

Vie can then challenge rvfcVlane much more aggressively and somevvhat on an equal footing_ 

4_ The DA option for PRP may make more sense as in any case we have the flexibility to 
produce only the gland body for SLD/SLC in USA while using the bolts and inserts frorn 
China. The arguInenl for a DA version [or PRP is Inore cornpelling as il could give us a sLrong 
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and as we have done in the last few years, when \'\Ie have fallen behind like in PRP., FL etc. we 
can not only catch up with theln, but also surpass thenl, as on the whole we have nl0re all round 
reSOllrees. 

I abo wanL Lo prt'l=>t'nL Lhe following inl=>ighLI=> and 'food for LhoughL' as we develop a nt'w sourl:ing 
alternative, at some new investment: 

1. The Korea option will greatly help us present a credible and competitive alternative for the 
fiA lise, to McWane in Fittings and PRP, if we proceed with that as wen. As we know, the 
Korea option does have certain limits such as the eligibility in only the 37 states + even there 
for jobs on projects of over $7-4 lVl. Due to Korea's familiarity with AWWA industry in 
general and their prowess in Castings and Fittings in particular, we can have a reliable 
substitute in a fairly short amount oftime and at a relatively manageable investment, though 
it could be sizable under our current circumstances at about S1 M, when all is said and done, 
if we have to have the full range of Fittings and even a decent range of PRP at some point. 

2. However, as we develop a BA option to meet the ARRA needs, it is also necessary to look 
beyond the ARRA. As we know, the BA provision has been inserted into the other Federal 
grants/loans to the SRF outside the ARRA which can have a bigger and more lasting impact. 
We are also aware of the BA sentiment slowly spreading and becoming a part of American 
life and business, at least in certain quarters, where exploration ofthe sentiment is rife as in 
the AWWA industry. In addition, due to an unrelated but a threat nevertheless, ECL is also 
bent on becoming a market spoiler in the A WW A industry thrn 01 pipe and likely other 
products, the OIPRA consortium who represent the DIP and V & H could-also promote more 
of the BA sentiment, but with a twist - specifying 'domestic' CDA' as I call it) without the 
exemptions provided for by the Section 160.5 dAR-RA etc. 

3. In short, there is a need for us to consider developing a DA option - which in turn could kill 
2 birds with 1 shot, by meeting the BA requirement as well. It is important to do so, since we 
are about to invest efforts and funds to develop a brand new sourcing paradigm in Korea and 
just about everything has to be done from scratch. 

The relative merits of the BA (Korea) and DA through a domestic production are amply 
deaL In short, the 'BA/Korea' option is lTIOre of a rlf"ff"n . ..:ivf" postnre, while the 
'DA/domestic' option is definitely a nrn!Jctive/nffensive move_ 

.A1S for Fittings, the cnrrent DIFRA market size of about 100,000 ST may include abont 10?/o-
12?i using the 'DLA-,,-' option, on the strength of the fev", specific markets like PA, l'JJ etc ,·vhich 
are still 'domestic'. This market is expected to drop to 80,000 ST - 85,000 ST in og and pick 
up to about go,ooo to 95,000 ST in 2010. But, the 'D ... A,,-' seglnent may s\vell to about 25~-'b -
30% of the entire market due to the ARRAjBA and other BA drivers_ So, having aDA. 
Fittings capability v.rill open up this somew'hat larger 30% neVl niche for SIG~~'LA,,-, \vhich vie 
can leverage much more cffectively than 1\1c\'Vane thru our relationships and other 
1\1arketing, 1\1anagement and Strategic strengths. 

Vie can then challenge rvfcVlane much more aggressively and somevvhat on an equal footing_ 

4_ The DA option for PRP may make more sense as in any case we have the flexibility to 
produce only the gland body for SLD/SLC in USA while using the bolts and inserts frorn 
China. The arguInenl for a DA version [or PRP is Inore cornpelling as il could give us a sLrong 
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impetus for making a play for a much larger market share, as compared to the BA/Korea 
option. 

As GF so sensib1y pUL iL aL Lhe Rl'viR 1asL week, wiLh a dornesLic 'DA' version, we cou1d rnake a 
play [or 30% o[ auouL $200 Iv1 PRP IIlarkeL or auouL $50 Iv1 Lo $60 lv1 leveraging our 1=iirong 
relationships at the G71eveb - especially at the G3 -- and the current preference by each of 
the G3 to broad base their supply base~ beyond EBBA/Ford. 

it is important to discnss and review both the costs and henefits -- as without qnestion, the 
DA option ,,~ll call for higher investment, but will also offer us a higher market potential, as 
lhe ImporljDomeslic comb ina lion is quile polenl, slralegicaiiyi 

5. We are aii aware of our abiiity to look atthe VA version on the strength of the broad EPQ 
expertise we now have with SB2, SBl and CR1, with inputs from SMD from the Marketing, 
Design and other features. This DA option "ill be more in SIGMA's proven 'virtual' 
manufacturing mode - with production and even assembly sub-contracted by identifying 
suitable shops that may already be out there -looking for additional work, rather than a 
fully integrated! owned format preferred by EBAA!McWane etc. At the current dire 
circumstances, we may even be able to tap into the surplus capacity of not just the casting, 
but also the assembly operations and not have to make any huge commitment to fIxed costs. 

6. In the case of Fittings, we naturally will have more work to do in order to meet the entire 
range of S-M-L and with the much wider complexity of production, machining and fInishing 
operations. Stuart gave us a preliminary glimpse into this challenge when we asked him for 
an outline of this feasibility for production of domestic fIttings. 

Here, we would be better off teaming up 'with Metalfit as they own/ have access to a complete 
range of DM and DFF patterns, which can be used for casting in a suitable USA foundry. As 
for the latter, Stuart has suggested Eureka foundry in Chattanooga and we also have a shot 
at ACTPCO's foundry in Prior, OK, which may be able to produce up to 30'" (We have had 
some preliminary discllssions with ACIPCO at the high levels and there is some interest as 
long as we manage most of the operations, as ACTPCO docs NOT want to be in the 
production of Fittings!) 

7 One feasible modified version of this 'DA' option is to produce the castings in a US foundry 
(say Prior, OK or Eureka or both, depending on size range) and then move them to Metalfit 
in Monterrey - for machining, l1ning and painting and packing. Though it adds to the freight 
expense, these finishing operations are extremely expensive in USA and may turn out to be 
the 'bottleneck'. (Hle need to study the intricacies in the blended production format to 
qualiJi; for the DA stap.1s!) 

o u. For Fittings, as a practical plan, it may be better to focus on the '1\1' size in Korea, the S range 
consider the DA version in USA vvhile for the L, vve may be able to live for at least a year on 
the waiver route as there is no clear domestic supplier. 

The above are nly initial thoughts having gone over thenl over the last 2 or 3 v~Teeks as vve V\Tere 
following the various luarket trends here vvhile you were looking at the options overseas. I 
suggest we should have an l'v112 (with Sl'vlD) conference call so that we can discuss the nlerits of 
this both on a sh01t terrn and 10ng terrn basis. These decisions con1d wen decide and re-orient 
SIGlvlA's long Lenn sLraLegy in a very bold and reassuring way La Lhe cusLOiners and pUL SOLlIe o[ 
our competitors like Iv1cvVane, EBAA and even Star on the defen1=iive and on notice. 
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impetus for making a play for a much larger market share, as compared to the BA/Korea 
option. 

As GF so sensib1y pUL iL aL Lhe Rl'viR 1asL week, wiLh a dornesLic 'DA' version, we cou1d rnake a 
play [or 30% o[ auouL $200 Iv1 PRP IIlarkeL or auouL $50 Iv1 Lo $60 lv1 leveraging our 1=iirong 
relationships at the G71eveb - especially at the G3 -- and the current preference by each of 
the G3 to broad base their supply base~ beyond EBBA/Ford. 

it is important to discnss and review both the costs and henefits -- as without qnestion, the 
DA option ,,~ll call for higher investment, but will also offer us a higher market potential, as 
lhe ImporljDomeslic comb ina lion is quile polenl, slralegicaiiyi 

5. We are aii aware of our abiiity to look atthe VA version on the strength of the broad EPQ 
expertise we now have with SB2, SBl and CR1, with inputs from SMD from the Marketing, 
Design and other features. This DA option "ill be more in SIGMA's proven 'virtual' 
manufacturing mode - with production and even assembly sub-contracted by identifying 
suitable shops that may already be out there -looking for additional work, rather than a 
fully integrated! owned format preferred by EBAA!McWane etc. At the current dire 
circumstances, we may even be able to tap into the surplus capacity of not just the casting, 
but also the assembly operations and not have to make any huge commitment to fIxed costs. 

6. In the case of Fittings, we naturally will have more work to do in order to meet the entire 
range of S-M-L and with the much wider complexity of production, machining and fInishing 
operations. Stuart gave us a preliminary glimpse into this challenge when we' asked him for 
an outline of this feasibility for production of domestic fIttings. 

Here, we would be better off teaming UP 'with Metalfit as they own/have access to a complete 
range of DM and DFF patterns. which can be used for casti;"g in a suitable USA foundr~. As 
for the latter. Stuart h~s sugge~ted Eureka foundry in Chatt;nooga and we also have a'shot 
at ACTPCO's "foundry in Pri"(;"]:, OK, which may be 'able to produc~ up to 30'" (We have had 
some preliminary discllssions with ACIPCO at the high levels and there is some interest as 
long as we manage most of the operations, as ACTPCO docs NOT want to be in the 
production of Fittings!) 

7 One feasible modified version of this 'DA' option is to produce the castings in a US foundry 
(say Prior, OK or Eureka or both, depending on size range) and then move them to Metalfit 
in Monterrey - for machining, l1ning and painting and packing. Though it adds to the freight 
expense, these finishing operations are extremely expensive in USA and may turn out to be 
the 'bottleneck'. (Hle need to study the intricacies in the blended production format to 
qualiJi; for the DA stap.1s!) 

8. For Fittings, as a practical plan, it may be better to focus on the '1\1' size in Korea, the S range 
consider the DA version in USA vvhile for the L, vve may be able to live for at least a year on 
the waiver route as there is no clear domestic supplier. 

The above are nly initial thoughts having gone over thenl over the last 2 or 3 v~Teeks as vve V\Tere 
following the various market trends here vvhile you were looking at the options overseas. I 
suggest we should have an l'v112 (with Sl'vlD) conference call so that we can discuss the nlerits of 
this both on a sh01t terrn and 10ng terrn basis. These decisions con1d wen decide and re-orient 
SIGlvlA's long Lenn sLraLegy in a very bold and reassuring way La Lhe cusLOiners and pUL SOLlIe o[ 
our competitors like Iv1cvVane, EBAA and even Star on the defen1=iive and on notice. 
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Best Regards, 

'victor iPais 
SIGMA (;orp 
609-758-0800 x 555 
609-529-2020 (cell) 
:":'R{a.).~.tKl~!~~<2:S~'2,!~~.,". 
From: SB1 (Siddharth Bhattacharji-CRM) 
Sent: Monday, May 11, 2009 3: 12 PM 
To: GR1 (Gopi Ramanathan-CRM); 551 (Sean Salins-CRM); RM6 
Cc: VP (Victor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX) 
Subject: sb1 to Mll: korea sourcing plan 

To: PIP+ ENGG + M11 
From: SBI 
Re: Korea Sourcing 
Date: May 11, 2009 

This is a report of my findings after visiting Korea. 

Star has planned its production in Korea for the range 3" to 48" in DM. They plan on developing 346 
patterns, out of which 117 patterns are in production. The pattern work started in April and I saw some 
patterns of 18, 20, 24 bends and DML48. I also some cores of DMB890. They intend to produce 3 thru 12 
in a machine molding line in HJ and 14 thru 48 in RS line in Me. The RS line uses RS for molding and 
cores. We have experience with both foundries when they produced for us in SISKO. At that time, HJ and 
Me made large size fittings for us using sweep and partial modular patterns~ 

Looking at the patterns that were scattered around the machine shop, it seems Star has a PPP that is 

designed around actual orders that they must need to furnish on jobs since the PPP did not seem to be 
based on popuiar sizes first. This means that they couid have taken some big exposure on suppiying 
ARRA compiiant ftgs based on their abiiity to get ftgs from Korea. 

The procedures used by Star is similar to what we had in SISKO. The ftgs will be cast at HJ and Me and 
will be machined by YB Kim at his machine shop called Kyung Ho Tech (KHT). They will cement line, 
paint, pack and export to Star. Star has arranged to send NSF61 paint to KHT and has applied for NSF61 
approval for HJ and Me. They did not mention anything about UL and FM at HJ. 

Qualification of the castings have started and Star is planning to make their first shpt of Korean ftgs end 

of ~ ... 1ay. 

Both Hj and iviC were very open about their work for Star and openiy said they want to work with 
SIGMA. However each has signed a 3 way exclusive agreement that binds HJ and Me with KHT to work 
exclusively with Star. The agreement has all sorts of penalties if the Koreans want to sell fittings, glands 
and pipe restraints to any company other than Star, but there is no minimum purchase commitment in 
tons or dollars! I have advised HJ and Me all the pitfalls of the agreement that they have signed and 
both immediately called Star's agent asking for changes to the agreement. Star has responded that they 
wait till 5/22 when a team from Star will be in Korea~ I told them that their best opportunity to push Star 
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Best Regards, 

'victor iPais 
SIGMA (;orp 
609-758-0800 x 555 
UUlj-5.:Llj-:Ll':LU (cell) 

From: SB1 (Siddharth Bhattacharji-CRM) 
Sent: Monday, May 11, 2009 3: 12 PM 
To: GR1 (Gopi Ramanathan-CRM); 551 (Sean Salins-CRM); RM6 
Cc: VP (Victor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX) 
Subject: sb1 to Mll: korea sourcing plan 

To: PIP+ ENGG + M11 
From: SBI 
Re: Korea Sourcing 
Date: May 11, 2009 

This is a report of my findings after visiting Korea. 

Star has planned its production in Korea for the range 3" to 48" in DM. They plan on developing 346 
patterns, out of which 117 patterns are in production. The pattern work started in April and I saw some 
patterns of 18, 20, 24 bends and DML48. I also some cores of DMB890. They intend to produce 3 thru 12 
in a machine molding line in HJ and 14 thru 48 in RS line in Me. The RS line uses RS for molding and 
cores. We have experience with both foundries when they produced for us in SISKO. At that time, HJ and 
Me made large size fittings for us using sweep and partial modular patterns~ 

Looking at the patterns that were scattered around the machine shop, it seems Star has a PPP that is 

designed around actual orders that they must need to furnish on jobs since the PPP did not seem to be 
based on popuiar sizes first. This means that they couid have taken some big exposure on suppiying 
ARRA compiiant ftgs based on their abiiity to get ftgs from Korea. 

The procedures used by Star is similar to what we had in SISKO. The ftgs will be cast at HJ and Me and 
will be machined by YB Kim at his machine shop called Kyung Ho Tech (KHT). They will cement line, 
paint, pack and export to Star. Star has arranged to send NSF61 paint to KHT and has applied for NSF61 
approval for HJ and Me. They did not mention anything about UL and FM at HJ. 

Qualification of the castings have started and Star is planning to make their first shpt of Korean ftgs end 

of ~ ... 1ay. 

Both Hj and iviC were very open about their work for Star and openiy said they want to work with 
SIGMA. However each has signed a 3 way exclusive agreement that binds HJ and Me with KHT to work 
exclusively with Star. The agreement has all sorts of penalties if the Koreans want to sell fittings, glands 
and pipe restraints to any company other than Star, but there is no minimum purchase commitment in 
tons or dollars! I have advised HJ and Me all the pitfalls of the agreement that they have signed and 
both immediately called Star's agent asking for changes to the agreement. Star has responded that they 
wait till 5/22 when a team from Star will be in Korea~ I told them that their best opportunity to push Star 
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is now since Star is working to a dose deadline and they should simply stop all developtTlent work and 
ask Star to cancei the current agreement immediateiy. Then hoid out hope to discuss a fresh agreement 
when they come in late May. At first they were unwilling to talk tough to Star, meanwhile hoping they 
could start some work with us on the quiet. But I said the agreement was so lopsided that Star did not 
have to give them any tonnage and could still prevent them from producing for SIGMA or force them to 
pay a penalty of $250,000 if they sold to SIGMA or others. Then HJ agreed to send an ultimatum to Star 
and said they will advise us within 7 days (from 5/9) if they succeeded to throw out the exclusive 
agreement~ 

Our relationship with HJ and Me is very good as they both retain very positive opinion of our business 
relationship of the past and they viill try their best to cancel the agreement. KHT is in a different position 
since they convinced HJ and iviC to sign the agreement, but the owner of KHT is YB Kim - a former 

partner in SISKO and he was aiso very keen to heip us with finding new machine shops and pattern 
shops but he requested his role be kept secret since he cannot afford to upset Star. 

In addition to the ftgs development, Star has started work to produce their wedge restraints in Korea. 
KHT said they are developing the entire range 3 thru 48 and the bolts and wedges in Korea. He did not 
have details on where these are being developed. He was also not clear about any development activity 
on the PVL range. 

Since I did not v-Jant to rely on HJ and Me being able to throvv off the restrictive agreement with Star, we 
proceeded with exploring an alternate option. vVe tTlet with Korea Cast iron Pipe Co (KCiP), the largest 
DiP producer in Korea, They have a George Fisher iine making fittings and an RS iine for iarger fittings 
beyond 300mm (12"). They also have a line making the KP gland exclusively. Of late their sales of 
castings to auto companies has dropped and they have some capacity in the G/Fisher line and in their 
large size (30" and above). We also met with a Sung Um Castec (SLe) a RS foundry about 2 hrs drive west 
from Busan that is owned by BK Kim. Though they have never made ftgs, BK Kim has experience of 
making ftgs while working for KCIP. SLC has made valve bodies in 20" size. They have a RS line, two 1Mt 
furnaces working in tandem and a large shot blasting machine which can handle upto 3MT casting~ They 
are adept at using wooden partial patterns - just like fv'!C. The remote location of SLC could be a 
logistic;)! problem but it c;)n ;)!so me;)n che;)per !;)bor. SLC is vJe!! connected \,vith the excellent highvJ;)Y 

system to Susan. 

With the heip of our PIP and OEM team, we had prepared a tentative iist of 342 sma;; fittings (3-16i, 94 
medium fittings (18 - 24) and 66 large fittings (30 - 48). Further work needs to be done on this list by 
breaking them into DM, XM and DFF and in the size ranges 3-12, 14-24,30-48. My thought is to 
postpone the development of the DP in Korea since there is no domestic producer of Trim Tyton and the 
relative complexity of this item will delay the rest of the items. 

For purpose of discussions, ! broke the tentative list into 250 patterns in 12 and under and 150 patterns 
in 11l and above. To save costs, \Ne can make most of the 11l" plus range patterns in \.A.'ood and the 12" 

and below in Aluminum. \IVe showed drawings of our range and asked 2. pattern shops to estimate the 
time to make the 200 metai patterns. They said they could start delivering the first set of metai patterns 
25 days after receiving the drawings in 3D-CAD. Though they can work with CAD, they wouid prefer 30-

CAD for ease of use. They can complete the 200 metal patterns in 2 months. 

The wooden patterns take about half the time needed to make a metal pattern. These would be made 
by VB Kim and he said he could have all the 200 patterns done within the same 2 months time frame. 
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is now since Star is working to a dose deadline and they should simply stop all developtTlent work and 

ask Star to cancei the current agreement immediateiy. Then hoid out hope to discuss a fresh agreement 
when they come in late May. At first they were unwilling to talk tough to Star, meanwhile hoping they 
could start some work with us on the quiet. But I said the agreement was so lopsided that Star did not 
have to give them any tonnage and could still prevent them from producing for SIGMA or force them to 
pay a penalty of $250,000 if they sold to SIGMA or others. Then HJ agreed to send an ultimatum to Star 
and said they will advise us within 7 days (from 5/9) if they succeeded to throw out the exclusive 
agreement~ 

Our relationship with HJ and Me is very good as they both retain very positive opinion of our business 
relationship of the past and they viill try their best to cancel the agreement. KHT is in a different position 
since they convinced HJ and iviC to sign the agreement, but the owner of KHT is YB Kim - a former 

partner in SISKO and he was aiso very keen to heip us with finding new machine shops and pattern 

shops but he requested his role be kept secret since he cannot afford to upset Star. 

In addition to the ftgs development, Star has started work to produce their wedge restraints in Korea. 
KHT said they are developing the entire range 3 thru 48 and the bolts and wedges in Korea. He did not 
have details on where these are being developed. He was also not clear about any development activity 
on the PVL range. 

Since I did not v-Jant to rely on HJ and Me being able to throvv off the restrictive agreement with Star, we 
proceeded with exploring an alternate option. vVe tTlet with Korea Cast iron Pipe Co (KCiP), the largest 

DiP producer in Korea, They have a George Fisher iine making fittings and an RS iine for iarger fittings 
beyond 300mm (12"). They also have a line making the KP gland exclusively. Of late their sales of 
castings to auto companies has dropped and they have some capacity in the G/Fisher line and in their 
large size (30" and above). We also met with a Sung Um Castec (SLe) a RS foundry about 2 hrs drive west 
from Busan that is owned by BK Kim. Though they have never made ftgs, BK Kim has experience of 
making ftgs while working for KCIP. SLC has made valve bodies in 20" size. They have a RS line, two 1Mt 
furnaces working in tandem and a large shot blasting machine which can handle upto 3MT casting~ They 
are adept at using wooden partial patterns - just like fv'!C. The remote location of SLC could be a 
logistic;)! problem but it c;)n ;)!so me;)n che;)per !;)bor. SLC is vJe!! connected \,vith the excellent highvJ;)Y 

system to Susan. 

With the heip of our PIP and OEM team, we had prepared a tentative iist of 342 sma;; fittings (3-16i, 94 
medium fittings (18 - 24) and 66 large fittings (30 - 48). Further work needs to be done on this list by 
breaking them into DM, XM and DFF and in the size ranges 3-12, 14-24,30-48. My thought is to 
postpone the development of the DP in Korea since there is no domestic producer of Trim Tyton and the 
relative complexity of this item will delay the rest of the items. 

For purpose of discussions, ! broke the tentative list into 250 patterns in 12 and under and 150 patterns 
in 11l and above. To save costs, \Ne can make most of the 11l" plus range patterns in \.A.'ood and the 12" 

and below in Aluminum. \IVe showed drawings of our range and asked 2. pattern shops to estimate the 

time to make the 200 metai patterns. They said they could start delivering the first set of metai patterns 
25 days after receiving the drawings in 3D-CAD. Though they can work with CAD, they wouid prefer 30-

CAD for ease of use. They can complete the 200 metal patterns in 2 months. 

The wooden patterns take about half the time needed to make a metal pattern. These would be made 
by VB Kim and he said he could have all the 200 patterns done within the same 2 months time frame. 
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We can receive a quote on the cost of the patterns within 4 days of sending the drawings. The tooiing 
cost would be for patterns and core boxes. 

ENGG needs to review the final item list of items and indicate which patterns need to be made in metal 
and which in wood. Also it may be possible to save costs by having an item made with a metal pattern 
but the core made from a wooden core box. Certain patterns like offsets. though in the 12" and under 
range will need to be made in RS and may not need a metal pattern. 

\Ne had detailed discussion 'u"Jith KelP at a second meeting. It was led by Mr. TH Kim (MD) who is the son 
of the Chairman. THK is heading their export division} speaks English vve!! and is quite different from his 
father. He seems very keen to develop a business reiationship with SiGMA and start exports to the US. 

The KelP engineers had made detaiied iist of items that they wanted to produce. They wanted to make 
fittings the 3-12 and the 30-48 ranges and they had no capacity in the medium size RS line. In the ranges 
they had selected, they did not want to make certain configurations like 90 deg bends. We told them 
that they needed to make all the ftgs in a range and THK agreed to invest in the flasks and match plates 
required to supply all the configurations. We supplied them some drawings of 90 deg bends, tees and 
crosses which can be used by them to prepare quotations. 

They 'Nil! make the castings and SYC ';N!!! arrange for the machining, cement lining and painting as ';Ne!! as 
export packing and exports. \Ve explained our system to adjust for exchange rate changes using month 
end exchange rates after the change exceeds more than 3% in either direction. Like all exporters} they 
are nervous about the exchange rate since they beiieve that the Korean Vvon is going to get stronger 
from the current 1260 to between llOO and llSO by next year. I also said that we don't make automatic 
adjustment for raw material costs but will do so if the situation warrants. 

We explained our MTR and SCM systems and they agreed to cooperate on both. 

We have a clear plan in Korea which will be supported by KCIP and SLC to make ftgs from 3 thru 48 size 
range .. 6, starting plan of 10Drv'!T in the 3 thru 12 and 10or\J1T in the 14 thru 48 range can be easily 
accommodated. In fact \,ve can bump up the 3 thru 12 to 150MT per month and the 14 thru 48 to 150MT 

with ease. Ftgs can start being shipped 60 days from vvhen vve take the decision and vve can have the 
cumpiete range of 400 patterns ready fur productiun in August 2009. 

Our plan of action for Korea: 

l. Plan to make the 3-12 at KCIP or HJ; 14-24 at SLC or MC; and 30-48 in KCIP. 
2. Prepare a pattern list indicating which patterns and core boxes will be in metal and which in 

wood. 
3. Make a PPP based on usage and urgent (10" items needed to qualify for ARRA projects. 
II. Have 3D-C/l,D versions of a!! dwgs in the PPP ready to send the pattern makers. 
5. Get quotes from pattern makers and decide on production of tooling. 
6. 'vVait for pricing from KelP and SLC. 
7. Hj and ivie can get rid of their exciusive agreement with Star. 

8. We already have the pricing from HJ and Me to Star and same can be offered to us. 
9. Send SYC the list of ports where we will import so they can obtain their best rates locally in 

Korea. 
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We can receive a quote on the cost of the patterns within 4 days of sending the drawings. The tooiing 
cost would be for patterns and core boxes. 

ENGG needs to review the final item list of items and indicate which patterns need to be made in metal 
and which in wood. Also it may be possible to save costs by having an item made with a metal pattern 
but the core made from a wooden core box. Certain patterns like offsets. though in the 12" and under 
range will need to be made in RS and may not need a metal pattern. 

\Ne had detailed discussion 'u"Jith KelP at a second meeting. It was led by Mr. TH Kim (MD) who is the son 

of the Chairman. THK is heading their export division} speaks English vve!! and is quite different from his 
father. He seems very keen to develop a business reiationship with SiGMA and start exports to the US. 

The KelP engineers had made detaiied iist of items that they wanted to produce. They wanted to make 
fittings the 3-12 and the 30-48 ranges and they had no capacity in the medium size RS line. In the ranges 
they had selected, they did not want to make certain configurations like 90 deg bends. We told them 
that they needed to make all the ftgs in a range and THK agreed to invest in the flasks and match plates 
required to supply all the configurations. We supplied them some drawings of 90 deg bends, tees and 
crosses which can be used by them to prepare quotations. 

They 'Nil! make the castings and SYC ';N!!! arrange for the machining, cement lining and painting as ';Ne!! as 
export packing and exports. \Ve explained our system to adjust for exchange rate changes using month 
end exchange rates after the change exceeds more than 3% in either direction. Like all exporters} they 

are nervous about the exchange rate since they beiieve that the Korean Vvon is going to get stronger 
from the current 1260 to between llOO and llSO by next year. I also said that we don't make automatic 
adjustment for raw material costs but will do so if the situation warrants. 

We explained our MTR and SCM systems and they agreed to cooperate on both. 

We have a clear plan in Korea which will be supported by KCIP and SLC to make ftgs from 3 thru 48 size 
range .. 6, starting plan of 10Drv'!T in the 3 thru 12 and 10or\J1T in the 14 thru 48 range can be easily 
accommodated. In fact \,ve can bump up the 3 thru 12 to 150MT per month and the 14 thru 48 to 150MT 

with ease. Ftgs can start being shipped 60 days from vvhen vve take the decision and vve can have the 
cumpiete range of 400 patterns ready fur productiun in August 2009. 

Our plan of action for Korea: 

l. Plan to make the 3-12 at KCIP or HJ; 14-24 at SLC or MC; and 30-48 in KCIP. 
2. Prepare a pattern list indicating which patterns and core boxes will be in metal and which in 

wood. 
3. Make a PPP based on usage and urgent (10" items needed to qualify for ARRA projects. 
II. Have 3D-C/l,D versions of a!! dwgs in the PPP ready to send the pattern makers. 

5. Get quotes from pattern makers and decide on production of tooling. 
6. 'vVait for pricing from KelP and SLC. 
7. Hj and ivie can get rid of their exciusive agreement with Star. 

8. We already have the pricing from HJ and Me to Star and same can be offered to us. 
9. Send SYC the list of ports where we will import so they can obtain their best rates locally in 

Korea. 
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10. i'Jegotiate the best contract rate from Busan, Korea to all our inward ports with shipping lines, 
based on 175 cntrs. 

11. Send NSF 61 paint to Korea. 
12. Get UL/FM/NSF 61 approvals for KCIP and NSF61 for SLC. 

We did not discuss in great detail about our plans to make OneLoks in Korea. We can plan to have the 
SLDE/SLCE bodies made in Korea and have them import the break-off bolts and wedges from SFT, and 
assemble them for export to us. We should cost out two options - produce ALL our small size 
requirements in a high volume machine !ike a D!S . .d. and see Vt/hat the unit cost of a SLDE/SLCE wi!! be; 

and produce what is needed to supply ARRA projects (say 10 to 15%of small size) and find the unit cost 
for the lower production; and cost the 14 thru 48 range using RS process. 

Just a footnote, that ftgs and restraints from Korea wiii attract a duty rate - simiiar to China. 

Rgds/ 

Siddh"rth f:,h"tbch"rii 
- - -) 

S!GI\.l!A Corporation 

700 Goldman Drive 
Crean·] Ridge, i'JJ 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sb1@sigmaco.com 
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10. i'Jegotiate the best contract rate from Busan, Korea to all our inward ports with shipping lines, 
based on 175 cntrs. 

11. Send NSF 61 paint to Korea. 
12. Get UL/FM/NSF 61 approvals for KCIP and NSF61 for SLC. 

We did not discuss in great detail about our plans to make OneLoks in Korea. We can plan to have the 
SLDE/SLCE bodies made in Korea and have them import the break-off bolts and wedges from SFT, and 
assemble them for export to us. We should cost out two options - produce ALL our small size 
requirements in a high volume machine !ike a D!S . .d. and see Vt/hat the unit cost of a SLDE/SLCE wi!! be; 

and produce what is needed to supply ARRA projects (say 10 to 15%of small size) and find the unit cost 
for the lower production; and cost the 14 thru 48 range using RS process. 

Just a footnote, that ftgs and restraints from Korea wiii attract a duty rate - simiiar to China. 

Rgds/ 

Siddh"rth f:,h"tbch"rii 
- - -) 

S!GI\.l!A Corporation 

700 Goldman Drive 
Crean·] Ridge, i'JJ 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sb1@sigmaco.com 
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1: SiGlViA '!"I:JUI I'itting Choice ... 

TO: l\RES C\I'ITi\L C:()RP()JU\.TI()~'l 

SUBJECT: ADV Ai'-O·: R ":SPOi'-Sr:S '1'0 L":ND":R QU ":S' I' I Oi'-S 

DATE: 2/9/09 

A. Business Update 

8. Discuss pricing and volume trends: 

'The attached ~SltLES SNAPSHOT' data pluvides sonie relevant Sales, VOIU111e, Pricing and Gl\l 

trends, comparing 08 ,,~th 07. Overall, while the Volume saw a considerable decline, the Prices 
(ASP jMT) showed equally appreciable improvement dne to various factors such as steady 
opporlunLslic. pric.lng boosts and lrllproved product r111x elc. 

9. Discuss trends in ra'\v materials costs 

Overall, Lhe trend for producl costs is highly favorable, \vIth the global 1'::1\"1 ITlaterlal costs 
dropping due to the same economic factors that led to the dedine in market demand! From the 
peak in August/September, the cost of Fittings from China has come down by about 15% - 18%, 
fronl India 20% -259-6~ PRP by about 10% and ]VIce aboul 259-6 - 30%. 

10. Customer overvie'\v 

This ohviously a wide open topic - hut, owrall we h~vp ~ sl~hle Customer hasp, all of whom of 
course have been affected by the 11.o\-vn turn. Ho\vever, due to the buoyanl streak spanning 10-15 

years almost nn-1nterrnpted, nlost of them are 1n strong financial condition and have been able to 
steadily aciiust to the weakening market since about end of 2006. These lean times, has made 
SIG1\-LA\, national distribution footprint even Inore attractive to these Distributors w.ho seek .JIT 

deliveTit:.s including direct job-site drops to fLuther reduce their operational costs. 

Onr position is espedally strong ,,~th the OEM gronp as they depend on SIGMA to an even larger 
extent as they· pare dovln the1r staff; 1eaving the task of managing the1r snpp1y cha1n even more to 

11. Discuss customer by customer sales and margin trends. Discuss decline in HD Supply sales: 

The atlached Sales SUllllna(V also provicles .sonle insights on our 'BIG l~l custOlllefS, \lv-hleh points 
lo significant gains in 08 from all our key OEM customers. On the DisLribution side, our sales Lo 
HDS was lower - as they snffered a larger (;ontraetion in their bnsiness dne to their continning 
dovnl-sizing; started ""hen HD had acquired P.'Vo separate Distribution chains - Hughes and 
J'>Jational Vfaler jn early 2006, each wilh a national roolprint and hence overlapping localions in 
several key markets. 

SIG - 0002517 
Confidential 
FO!A Exempt 

CX 0313-001

PUBLIC

1: SiGlViA '!"I:JUI I'itting Choice ... 

TO: l\RES C\I'ITi\L C:()RP()JU\.TI()~'l 

SUBJECT: ADV Ai'-O·: R ":SPOi'-Sr:S '1'0 L":ND":R QU ":S' I' I Oi'-S 

DATE: 2/9/09 

A. Business Update 

8. Discuss pricing and volume trends: 

'The attached ~SltLES SNAPSHOT' data pluvides sonie relevant Sales, VOIU111e, Pricing and Gl\l 

trends, comparing 08 ,,~th 07. Overall, while the Volume saw a considerable decline, the Prices 
(ASP jMT) showed equally appreciable improvement dne to various factors such as steady 
opporlunLslic. pric.lng boosts and lrllproved product r111x elc. 

9. Discuss trends in ra'\v materials costs 

Overall, Lhe trend for producl costs is highly favorable, \vIth the global 1'::1\"1 ITlaterlal costs 
dropping due to the same economic factors that led to the dedine in market demand! From the 
peak in August/September, the cost of Fittings from China has come down by about 15% - 18%, 
fronl India 20% -259-6~ PRP by about 10% and ]VIce aboul 259-6 - 30%. 

10. Customer overvie'\v 

This ohviously a wide open topic - hut, owrall we h~vp ~ sl~hle Customer hasp, all of whom of 
course have been affected by the 11.o\-vn turn. Ho\vever, due to the buoyanl streak spanning 10-15 

years almost nn-1nterrnpted, nlost of them are 1n strong financial condition and have been able to 
steadily aciiust to the weakening market since about end of 2006. These lean times, has made 
SIG1\-LA\, national distribution footprint even Inore attractive to these Distributors w.ho seek .JIT 

deliveTit:.s including direct job-site drops to fLuther reduce their operational costs. 

Onr position is espedally strong ,,~th the OEM gronp as they depend on SIGMA to an even larger 
extent as they· pare dovln the1r staff; 1eaving the task of managing the1r snpp1y cha1n even more to 

11. Discuss customer by customer sales and margin trends. Discuss decline in HD Supply sales: 

The atlached Sales SUllllna(V also provicles .sonle insights on our 'BIG l~l custOlllefS, \lv-hleh points 
lo significant gains in 08 from all our key OEM customers. On the DisLribution side, our sales Lo 
HDS was lower - as they snffered a larger (;ontraetion in their bnsiness dne to their continning 
dovnl-sizing; started ""hen HD had acquired P.'Vo separate Distribution chains - Hughes and 
J'>Jational Vfaler jn early 2006, each wilh a national roolprint and hence overlapping localions in 
several key markets. 
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B. Supplier overview (Ai, SFT, CEC) : 

8. Oven'ie'\v of o,\vners and current capitalization 

As mentioned in our 12/11/08 update, all 3 of our major suppliers -- who among them aeeount 
for almost about 75% of our production, each being our primary supplier of 4 of our 6 product 
groups - 8.nd h8.v-1ng been suppl~Ylng SIG1\1/\ from the start of our rebtlonship, have ste8.dlly 
grown wilh us over the years and have adapted their operations lo SIGiVL'\'s needs. Our 
relationship with Al has spanned 24 years, with 8FT - 11 years and with CEC -- 18 years. All 3 
h::nre:l simple hut stronf; OI/',mcrship str11ct11re ::inn arc rcl(ltively ,,\Ten capltall7.pd for slJPp1irrs in 

this industry in China and India. In one vva), they are better suited to vi/cather the current 
storm as they do not rely on outside financing induding bank debt to any appreciable extent. In 

fact, as Chinese banks do not support medium sized businesses induding; exporters, Ai and 8FT 
do not rely on any bank joans for their operatlons~ though SIT uses SOHle kind of discountlng 
facility' for their exporl in voicing only'. 

On the other hand in India, banking support for businesses is quile extensive, as majority of lhe 
banks are natIonalized and are entrusted wllh supportIng busInesses and lhey have favorable 
lending strnctnn: .. 

All 3 suppliers, as well as our other suppliers are nimble enough to adjusl lheir overheads 
ac.c.ording to SIG::\L.&. .... 's order book and as such, over tirne, vve have irl1proved our ability Lo guide 
Lhern wiLh our buying plans, even though vve do noL have any cornrnitrnents that Lie us Lo any 
level of purchases. As raw material eost aeeounts for most of the final eost of the product, it is 
this item that dictates most of their commitments and as such, during the tumultuous 2008 

sharp price ]ncreases~ all of thenl ,vent through a challengi.ng ti.nlE' to cover as nluch raVl 
rnalerial as they couto. aL lower prlees. TheIr working c.apllal was also anecteC1. traIn the 
pressures of the sharp raw material eost inereases. However, all that is behind us as the raw 
ma.t('.rials h8.vP nnvv droppf'.d 8.hOllt 2.0% to :")5% p;ettinp; back 8.1most to thf'. hp{-Ilthv lC'.v('.ls of 

2007· 

Now that the raw material availability and the eost have moderated, with abundant labor pool 
~lv~llbhlp ~I';;: ,-""pll. 1ATP fppl ';;:P('lH'P fnr thp f()rp.~pp~lhIP fntnrp ~I.~ tn hnth mH' ,qnnnlv rh;;jln ~mrl thp --.--,,---.------- .. ---, .. -------------.-- .. -.-. --.- - ..... ---.-.--------.--.-- .. ------. - .. --- .... -. --·-rr·- . .l -------.--.----.--

costs froul all our suppliers, especially the prllnar:-y 3. The only challenge is the weak deuland! 

9. How are your suppliers faring in the current econOluic environluent? 

As rnentioned abOve, our suppliers are faring quiLe \lvell, Lhanks Lo the dose coordinatIon 
bel ween 101liNlA and our suppliers. Undoubtedly, lhey may not be generating much profit, as 
the volumes often are at or below the break even levels. On the other hand, they have very 
flexib1e oV('rheads and the:r have Httk by "vay of SC & A; they are able to moderate their 
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storm as they do not rely on outside financing induding bank debt to any appreciable extent. In 

fact, as Chinese banks do not support medium sized businesses induding; exporters, Ai and 8FT 
do not rely on any bank joans for their operatlons~ though SIT uses SOHle kind of discountlng 
facility' for their exporl in voicing only'. 

On the other hand in India, banking support for businesses is quile extensive, as majority of lhe 
banks are natIonalized and are entrusted wllh supportIng busInesses and lhey have favorable 
lending strnctnn: .. 

All 3 suppliers, as well as our other suppliers are nimble enough to adjusl lheir overheads 
ac.c.ording to SIG::\L.&. .... 's order book and as such, over tirne, vve have irl1proved our ability Lo guide 
Lhern wiLh our buying plans, even though vve do noL have any cornrnitrnents that Lie us Lo any 
level of purchases. As raw material eost aeeounts for most of the final eost of the product, it is 
this item that dictates most of their commitments and as such, during the tumultuous 2008 

sharp price ]ncreases~ all of thenl ,vent through a challengi.ng ti.nlE' to cover as nluch raVl 
rnalerial as they couto. aL lower prlees. TheIr working c.apllal was also anecteC1. traIn the 
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costs froul all our suppliers, especially the prllnar:-y 3. The only challenge is the weak deuland! 

9. How are your suppliers faring in the current econOluic environluent? 

As rnentioned abOve, our suppliers are faring quiLe \lvell, Lhanks Lo the dose coordinatIon 
bel ween 101liNlA and our suppliers. Undoubtedly, lhey may not be generating much profit, as 
the volumes often are at or below the break even levels. On the other hand, they have very 
flexib1e oV('rheads and the:r have Httk by "vay of SC & A; they are able to moderate their 
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production overheads as dose to the needs of SIGIvl.A's orders and manage vvithout any 

significant fixed overheads. An are dedkated to their business and loyal to SIGr,,1A - so, they are 
now iargeiy focusing on managing the day-to-day operations, with only modest protits or 
breaking even, lrusling and looking forward to the recovery ahead. 

10. What. percentage of each of your supplier's business does Siglua represent? 

STG1VrA aeeounts for ahnost 857'0 to 1007'0 of each of the. 3 key .srrppHer.s. Ai doe.s export about 
10% to 15% to other markets. 8FT snpplies exdusivdy to 81CMA by ehoiee, though 8FH - the 
bigger ofthe 2 production units 8FT uses - also has production for domestic market and other 
illarkets, \vhkh ]11 fact, helps to a certall1 extent ]11 cost effldency and capacity utiUzatiol1 though 
each of the uniLs is dedIcated to a product or a cu.storner. 

11. Ho'\v have they reacted to stretch in paYIllent terIlls? 

As for pa:yment tenns, for AI, the bns1ness is routed throngh C1'vTP, onr sharenoldeT and one of 
our largest suppliers. CMP being part of a large expOIt organization with substantial resources 
was able to accept our request to stretch payment terms from the previous 120 days to 165 days 
'.,vith a srnall addItIonal charge, withoul any problcrrl. 8FT \-vas Hol able to slretch lhclr payrrlCnt 
lerms as they do nol have much flexibililY 10 aCctcpl any. Wilh CEC, who supplies us only lhe 
MCC prodncts, we are obligated to purehase on DIP (Doeuments against Payment, a fOIm of 
corn tprnlS;_ :1<:;; thpir pxnnrt H"I::mhltinn<:;; llrohihit :::111V rH"r1it tprnlS;_ in.,titntpn to llrPVpnt <:;;nl:ll1pT" - ---"' --------, _ .. ------ ----r --- --0·---------- .r:--------- ----d ------- --------, -----------. -- .r:-- - ---- .-----.--.-

expOt~lers {rarn using favorable bank finances Lo extend credit and lOvver the Illarket price and 
harm the export market. 

OvcraH~ ''\Ie arc not in a position to extend our terms with our sUPP]lers beyond a tllodcst c}ctent 
as it \"1ould hurt both our costs and the Supply Chain. 

C. FY 2008 Financial Rev-ie,v and January 2009 Flash 

1. Please provide an EBITDA bridge from 2007 to 2008 and from 2008 to 2009 

2. Piease provide a breakdown of Revenue and EBITDA by end Illarket such as repiaceIllent 

vs. ne'\'\' construction (i.e. I'esidential, cOIllIllercial, Illunicipal) 

3. Please provide a breakdo'\vn of Revenue and EBITDi11 by product line 

4. Please provide a bridge from total bank debt of $120Amm as of 12/22/08 to $112.9mm as of 

12/31/08 

5. Discuss working capitai trends and iiquidity position (Revoiver usage vs borrowing base) at 

12/31 

6. Please provide .l11R and .A .. P aging at 12/31/08. 

7. Why is LIFO adjustment gro'\ving in 2008? What are the "Other" EBITDA adjustments at 

12/31/08? 
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as it \"1ould hurt both our costs and the Supply Chain. 
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1. Please provide an EBITDA bridge from 2007 to 2008 and from 2008 to 2009 

2. Piease provide a breakdown of Revenue and EBITDA by end Illarket such as repiaceIllent 

vs. ne'\'\' construction (i.e. I'esidential, cOIllIllercial, Illunicipal) 
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4. Please provide a bridge from total bank debt of $120Amm as of 12/22/08 to $112.9mm as of 
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8. What is policy on obsolete inventory? Are you able to track sales by SKU? _Are there any 

SKlJ's that g-enerate gross illarg-in? 

9. Please provide flash revenue and EBITDA for January 2009 

l\:i,Jst of the aboi.-'e information may hai.-'e been already sent by .Jeff. \Ve can cover any additional 

queries during the meeting 2/10/09. 

D. Industry Update : 

8. Discuss competitive landscape, market share trends, pricing actions in marketplace and any other 

changes given the cunent enVil'Onluent 

One of the advantages '.'Ve eqjoy in our conlpetithre envlronnlent is vdlat '.'Ve had achieved in the 
pasl few years - a consolidalion in each of lhe product ranges. In Fitlings, there are effectively 
3 - I\1evVane., SIGl\flA 2nd St2I' - and an suffe.r from the same ch~ll1e.nge.s ~lnd the.re seems to be. 2 
great des1rc to lnlprovc the pricing and each one has dcnlOnstrated thnl a reasonable an10unt of 
disclpline, even being protective of our respective market share. This is ''\There the monthly 
rnarket size data produc.ed by DIFIZl\., an industry assoclaLion that SIGIVL\ helped La forrn, '.''lith 
4 SUpp1i(,T m('.mbers fro Fittings (one, US Pipe l aetnal1y is not a produeer anyrnore l but a smal1 
player buying aln10st aH their needs from SIGJ\-:rLLA~), helps n1aintain the pricing discipline, as the 
market and market share. data point to a rdathrdy eonsiste.nt and stahle rnarket pattern. It has 
hdperl an of us not to al1ovv- the sharp market dec11ne to be nl1staken as a '10ss of nlarket share', 
vvhkh [IlOSUy causes price reacUon. Our G]\'~Is ha.'ve conUnued to be sLrong, LhroughouL the year, 
eVen as the VOlUITleS have been vveak. In facl, Lhe recent feducLion In our Gl\1s is inore dUe Lo 
the increase. in the ravv rnaterial prices 1/,,~hich finaHy caught np 1/.,'ith our blended 1nventor-::'l cost 
in Q3 and Q4, rather than the pricing swlngs! 

ThOtlgh V\'e do not ha\le this forrnal aSSOcIatIon structure fot othet l-_JrouLld;-:" the relative stable. 
rnarkeL pridng, paLlern has applied lo Lhern as weH~ as our sLeady ASP (Average Sa1es Price/tviT) 
and the Glvi data would aiLesL 

Vv"e are glad and relieved to have a relativelY responsible. and finandaHy \ve.11 fnnded eompet1tive 
environment - ali of whom have done weli over the past 10 -15 years as did SIGMA and have 
realized the 1rnportance of snstaining stahle prices even dnring the market -v'leakness. A doser 
look at the GMs \viil show that even 1n the secondary product range such as 0111' Accessor1es, 
PRP and Group E, we have sustained strong GMs throughout the weakening 08. 

9. Discuss oudook for end market demand and related assumptions for 2009 budget 

Our end rnarke"L deinand for 2009 conlinues to be unCertain, as for 2 years In a 1'0\1\1 frOITI lhe 
peak of 2005-2006, the demand in reai nnit terms or metric tones eM'!') has dedined in jnst 
abont every prodnct. In Fittings where we now have a reliable market data throngh the DIFRA 
association that SIG]\IA helped put together, the volume in 2008 declined by about 17% in 
Fillings, whIle trending at aboul 10 to 12~o lin Q3, with the Q4 of course conLrlbutlng to a 
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8. What is policy on obsolete inventory? Are you able to track sales by SKU? _Are there any 

SKlJ's that g-enerate gross illarg-in? 

9. Please provide flash revenue and EBITDA for January 2009 

l\:i,Jst of the aboi.-'e information may hai.-'e been already sent by .Jeff. \Ve can cover any additional 

queries during the meeting 2/10/09. 

D. Industry Update : 

8. Discuss competitive landscape, market share trends, pricing actions in marketplace and any other 

changes given the cunent enVil'Onluent 

One of the advantages '.'Ve eqjoy in our conlpetithre envlronnlent is vdlat '.'Ve had achieved in the 
pasl few years - a consolidalion in each of lhe product ranges. In Fitlings, there are effectively 
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eVen as the VOlUITleS have been vveak. In facl, Lhe recent feducLion In our Gl\1s is inore dUe Lo 
the increase. in the ravv rnaterial prices 1/,,~hich finaHy caught np 1/.,'ith our blended 1nventor-::'l cost 
in Q3 and Q4, rather than the pricing swlngs! 

ThOtlgh V\'e do not ha\le this forrnal aSSOcIatIon structure fot othet l-_JrouLld;-:" the relative stable. 
rnarkeL pridng, paLlern has applied lo Lhern as weH~ as our sLeady ASP (Average Sa1es Price/tviT) 
and the Glvi data would aiLesL 

Vv"e are glad and relieved to have a relativelY responsible. and finandaHy \ve.11 fnnded eompet1tive 
environment - ali of whom have done weli over the past 10 -15 years as did SIGMA and have 
realized the 1rnportance of snstaining stahle prices even dnring the market -v'leakness. A doser 
look at the GMs \viil show that even 1n the secondary product range such as 0111' Accessor1es, 
PRP and Group E, we have sustained strong GMs throughout the weakening 08. 

9. Discuss oudook for end market demand and related assumptions for 2009 budget 

Our end rnarke"L deinand for 2009 conlinues to be unCertain, as for 2 years In a 1'0\1\1 frOITI lhe 
peak of 2005-2006, the demand in reai nnit terms or metric tones eM'!') has dedined in jnst 
abont every prodnct. In Fittings where we now have a reliable market data throngh the DIFRA 
association that SIG]\IA helped put together, the volume in 2008 declined by about 17% in 
Fillings, whIle trending at aboul 10 to 12~o lin Q3, with the Q4 of course conLrlbutlng to a 
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sharper decline_ "Ve expect the overall -volume in 2009 to be about 59-b to 10% lovler than 2008 

111 sOlTIe"v"hat of a rnirror inlage of 2008 vvith the {21 reflect111g the "weakness dose to <24 of 2008, 

Q2 with a dose similar to Q3, and Q3 and Q4 simi lar to the slightly stronger Q2 and Ql of 2008, 

as the economy slowly, but surely recovers, both through revival o[the private investmenl and 
lhrough rnunieipal fundIng aided by thp expected AP.l~,\ (Arnerlean Recovery and Re
-rnvestrnent Aet) stinrnlns Em that 1S being debated and voted on by Congress cnrre.nt1y. 

However, as we have stated often in these forums, SIG,,{A has always found a way to grow our 
rnarket share, irrespective of the rnarket conditions in each of our product groups, especially the 
in ihe .'5econdary range outside of the core product of Fittings, where we have the highe.'5i rnarket 

share since it was the first and most focused product. Since SIGJII1A has a truly unrivalled 
national Marketing, Sales and Distribution footprint, with as many as 15 locations, including 
our pnnlary facilities and sate1]ites, to sen1ce our customer base on an efficient J- I -T basis, 'iNC 

intend to focus on all our products, but mosLly the 4 supportive products where we have less 
pc.netrat1on than Fittings. 

During onr consistc.nt gnnvth years, espc.dal1y the rnore buoyant 'snper grovvth' years of 2003 to 
2006, we did not need to look for and convert 'all' opportunities, as our growth targets were 
mOl'e than mel by our more seleclive seiling elTorl, since strong relationships al'e still an 
important driver in our industry. This led to ""That \ve refer to as 'Poor Sales Group' (PSG) and 
\Ve no\v hal/e. a PSG analysis for each territm:y, each product and each re.gion by sOIting our 

customer Sales data to identifY a focus list of customers "ith whom we do say, less than 
$25,000 in overall Sales or less than 85,000 [or any given product range, so lhal the Terrilory 
Sales JVlanagers (TSYls), the Regional IV!anagers (1U\,!s) and lhe National Product JVlanagers 
(NPl'vls) can an focn.s on the PSG. (Here we use another ernpu'H_~al rrwde! Lue had deL'e!oped 
internally to quantify our market size in relation to our Distributor's ouerall Sales. where the 
SRP (SIGMA Range Potential) is estimated at about 12% of the Distributor's total Sales in 
YVater arui Seuwr area, u)it.h each of our indi-uidual product.s accourttirtg for any lvhere frorn 
19i) to 470 each. Til.is model has proven extremely helpful in expandiny our Sales team's joe-u.s 
and understanding both of the potential and ow' actual Sales. so as to calibrate and adjust our 
sales e.[forl. andjtJCllS accordingly.) 

V\l1th this revle\"l, the 2009 Sales targets are set first for eaeh product and for eaeh region, nsing 

a growth or dedine in the real volume depending upon our eurrent relative position of eaeh 
product in each g€ographical region. This target in YIT (Metric Tons) was th€n factored by the 
A.sr (Average Sales Price) per ton, to vvhkh also a grovvth or decline 9-G factor vvas applied. 
Increase was based on anlicipated modest price increases or improved product mLx elc. and 
dedine, if the cost rednctions may rdleet a slight deerease in the market prieing, though it is not 
eornmon for one to foHovif the other entirely_ 
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sharper decline_ "Ve expect the overall -volume in 2009 to be about 59-b to 10% lovler than 2008 

111 sOlTIe"v"hat of a rnirror inlage of 2008 vvith the {21 reflect111g the "weakness dose to <24 of 2008, 

Q2 with a dose similar to Q3, and Q3 and Q4 simi lar to the slightly stronger Q2 and Ql of 2008, 

as the economy slowly, but surely recovers, both through revival o[the private investmenl and 
lhrough rnunieipal fundIng aided by thp expected AP.l~,\ (Arnerlean Recovery and Re
-rnvestrnent Aet) stinrnlns Em that 1S being debated and voted on by Congress cnrre.nt1y. 

However, as we have stated often in these forums, SIG,,{A has always found a way to grow our 
rnarket share, irrespective of the rnarket conditions in each of our product groups, especially the 
in ihe .'5econdary range outside of the core product of Fittings, where we have the highe.'5i rnarket 

share since it was the first and most focused product. Since SIGJII1A has a truly unrivalled 
national Marketing, Sales and Distribution footprint, with as many as 15 locations, including 
our pnnlary facilities and sate1]ites, to sen1ce our customer base on an efficient J- I -T basis, 'iNC 

intend to focus on all our products, but mosLly the 4 supportive products where we have less 
pc.netrat1on than Fittings. 

During onr consistc.nt gnnvth years, espc.dal1y the rnore buoyant 'snper grovvth' years of 2003 to 
2006, we did not need to look for and convert 'all' opportunities, as our growth targets were 
mOl'e than mel by our more seleclive seiling elTorl, since strong relationships al'e still an 
important driver in our industry. This led to ""That \ve refer to as 'Poor Sales Group' (PSG) and 
\Ve no\v hal/e. a PSG analysis for each territm:y, each product and each re.gion by sOIting our 

customer Sales data to identifY a focus list of customers "ith whom we do say, less than 
$25,000 in overall Sales or less than 85,000 [or any given product range, so lhal the Terrilory 
Sales JVlanagers (TSYls), the Regional IV!anagers (1U\,!s) and lhe National Product JVlanagers 
(NPl'vls) can an focn.s on the PSG. (Here we use another ernpu'H_~al rrwde! Lue had deL'e!oped 
internally to quantify our market size in relation to our Distributor's ouerall Sales. where the 
SRP (SIGMA Range Potential) is estimated at about 12% of the Distributor's total Sales in 
YVater arui Seuwr area, u)it.h each of our indi-uidual product.s accourttirtg for any lvhere frorn 
19i) to 470 each. Til.is model has proven extremely helpful in expandiny our Sales team's joe-u.s 
and understanding both of the potential and ow' actual Sales. so as to calibrate and adjust our 
sales e.[forl. andjtJCllS accordingly.) 

V\l1th this revle\"l, the 2009 Sales targets are set first for eaeh product and for eaeh region, nsing 

a growth or dedine in the real volume depending upon our eurrent relative position of eaeh 
product in each g€ographical region. This target in YIT (Metric Tons) was th€n factored by the 
A.sr (Average Sales Price) per ton, to vvhkh also a grovvth or decline 9-G factor vvas applied. 
Increase was based on anlicipated modest price increases or improved product mLx elc. and 
dedine, if the cost rednctions may rdleet a slight deerease in the market prieing, though it is not 
eornmon for one to foHovif the other entirely_ 
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1\11 in all, our assurnptions are balanced and conser,,rative and did not include any InaJOI' 

de1,Y]oprnent snch as the infrastrnctnre spending 1n the stinln1ns b111 etc or a sudden or 
signiticant improvement in market demand. 

iO. Please opine on your views/thoughts on municipal budgets, potential stimulus package and how it 

benefits Sigma 

\'Vlthout qUeslion, rnunlcipal budgets al all le\:els and spendIng by various agencies on vvalef 
and sewer seclors have been affected to a cerlain extent or the other, depending on our various 
regions. In partieular, treatment Plant "York, both in water and sewage seem to be steady, as 
borne ont by onr steady and even gro\\r1ng sa1es from 3 large customers '~Tho acconnt for a 
significant paI-l of treaLlnent plant work - Aillerican Pipe, 1;8 Pipe and C & B - all located in 
Birmingham Alabama, but sell nationally. 

The stimn1ns package through the ARRA bi11 \,\>111 de.finitely be a net boost to anI' indnstIY as any 
\\7here fnnn S6 B11Hon to S10 B11Hon lS expe.eted to be nIaking -Its "Tay through vara")ns agencw.s 

at state and local levels, directly into the "Yater & Sewer industry. Besides, when most of the 
other infrastructure work. be iltransportation such as rail or highway. schools. heallhcare etc. it 
loo v'iould have addllional need for '?'Vater and sevver c.onstructlon, as a captIve part of lhe 
projel't. 

Equally, we opine that this large stimulus bill is also going La revive and reactivate private and 

other forrns of investrnent into lhe infrastruclure, including "vater and se;ver, all of ;vhic.h \-vill 
contribute to our business. However, We have nQt really factored any of lhis stirllulus direclly 
into OUT' bndgets as it is somewhat prematnre and nnqnantifiable at this point. 

HOvve'ier, vve Hlust also nlention a likely unfavorable result fron} the AltRA bHl, as at present it 
also inciudes a broad 'Buy America' (BA) provision. Though this BA pro\~sion was largely 
driven by the slrong sleel caucus from the 1I1idwesl, in an effort to revive manufacluring 
employment, ~iron & steer \,\Tas bundled together in the honse version in a hasty manner the bill 

"v\,as dra\iVl1 up \,\>1th a sense of expediency. Later, 'a11 rnanufactllred goods' vvas also inserted in 
Lhe senaLe version. 

H is our c.onsidered opUllon that while we appreciate Lhe sentirnenl for proteclion of the sled 
Industry, where .sub.slanlial capacity and 111Ulliple .sources of productIon in the liS/\.. are avaIlable 
,,~th signitlcant investment in modern technology and plants, its applieation across the board to 
other products such as iron casting products. produced in foundries with extremely higher level 
of ]abor and envlronUlental sens]tl-vlty, is sure to cause a lot of disruption and service prob]ems 
In the IrnplernenLaLion, if strietly enforced. In faet, as In the case of our water rnain Fittings, the 

SA provision wonld force the market at the mercy of a single domestic producer, with only 
abont 45% market share and that too one who complements the incomplete range in their 
current production froIn their China foundry! Over the last 3 ;veeks, 'vve have been involved in 
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1\11 in all, our assurnptions are balanced and conser,,rative and did not include any InaJOI' 

de1,Y]oprnent snch as the infrastrnctnre spending 1n the stinln1ns b111 etc or a sudden or 
signiticant improvement in market demand. 

iO. Please opine on your views/thoughts on municipal budgets, potential stimulus package and how it 

benefits Sigma 

\'Vlthout qUeslion, rnunlcipal budgets al all le\:els and spendIng by various agencies on vvalef 
and sewer seclors have been affected to a cerlain extent or the other, depending on our various 
regions. In partieular, treatment Plant "York, both in water and sewage seem to be steady, as 
borne ont by onr steady and even gro\\r1ng sa1es from 3 large customers '~Tho acconnt for a 
significant paI-l of treaLlnent plant work - Aillerican Pipe, 1;8 Pipe and C & B - all located in 
Birmingham Alabama, but sell nationally. 

The stimn1ns package through the ARRA bi11 \,\>111 de.finitely be a net boost to anI' indnstIY as any 
\\7here fnnn S6 B11Hon to S10 B11Hon lS expe.eted to be nIaking -Its "Tay through vara")ns agencw.s 

at state and local levels, directly into the "Yater & Sewer industry. Besides, when most of the 
other infrastructure work. be iltransportation such as rail or highway. schools. heallhcare etc. it 
loo v'iould have addllional need for '?'Vater and sevver c.onstructlon, as a captIve part of lhe 
projel't. 

Equally, we opine that this large stimulus bill is also going La revive and reactivate private and 

other forrns of investrnent into lhe infrastruclure, including "vater and se;ver, all of ;vhic.h \-vill 
contribute to our business. However, We have nQt really factored any of lhis stirllulus direclly 
into OUT' bndgets as it is somewhat prematnre and nnqnantifiable at this point. 

HOvve'ier, vve Hlust also nlention a likely unfavorable result fron} the AltRA bHl, as at present it 
also inciudes a broad 'Buy America' (BA) provision. Though this BA pro\~sion was largely 
driven by the slrong sleel caucus from the 1I1idwesl, in an effort to revive manufacluring 
employment, ~iron & steer \,\Tas bundled together in the honse version in a hasty manner the bill 

"v\,as dra\iVl1 up \,\>1th a sense of expediency. Later, 'a11 rnanufactllred goods' vvas also inserted in 
Lhe senaLe version. 

H is our c.onsidered opUllon that while we appreciate Lhe sentirnenl for proteclion of the sled 
Industry, where .sub.slanlial capacity and 111Ulliple .sources of productIon in the liS/\.. are avaIlable 
,,~th signitlcant investment in modern technology and plants, its applieation across the board to 
other products such as iron casting products. produced in foundries with extremely higher level 
of ]abor and envlronUlental sens]tl-vlty, is sure to cause a lot of disruption and service prob]ems 
In the IrnplernenLaLion, if strietly enforced. In faet, as In the case of our water rnain Fittings, the 

SA provision wonld force the market at the mercy of a single domestic producer, with only 
abont 45% market share and that too one who complements the incomplete range in their 
current production froIn their China foundry! Over the last 3 ;veeks, 'vve have been involved in 
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intense lobbying effort '"\lith teams frorn Alabama and vVashinbrton DC, to attempt an exemption 

based on the. 'pnbHc 1nte.rest' pnn,ision pnn,ided in the nA pnrv1s1on. 'v\ie are using onr 
resources at ail levels of the Federai government to bring their attention to the likeiy outcome of 
lhe HA provision narrowing the choices signifieanLly and abrupLly, especially in the iron 
rnanufactured goods, where O\ler the last 30 years or so, a lot of dornestle rnanufacturlng has 
lx'.en snpp1antl'.d by overseas prodnetHHI and the. dornestw prodnetHHI rnay be lirnited to one· or 
two suppllers vlith incomplete range and capacity. 

'''[hile ';.ve are certainly concerned by this It_A,. provision in the AR_RA bm, ';.ve are also anticipating 
ihai it could also create sornewhaL unexpected Lrnproverneni in the rnarket pncmg, a.'5 ),,/[c\·\Tane 

- being the lone domestic producer - could use the opportunity to increase the market pricing 

on the basis of increased protection provided by the BA provision! 

vVhlle \ve are continuing our efforts to insert a suitable specific nloaU1Cation to alJo"v an 
exemption from the BA clause in the case of single domestic supplier in the pending bill itself, 
V\lf' nUl)' h:lVP to :lchlf'vP lhf' ~mmp thrll :l w;'livPf procpss~ s;'lid to lw comrnon wilh hHls of lhis 

nature ,"V'here suffident clarity as to the. seope of each pruv1s1ons can not be pruv1ded in the. 11111 
itself. 

Falling any success Lo anlend Lhe BA provlSlon7 we plan to pursue a 'Plan B' wiLh Filtings 
sourCed frOiD ),Jletalfily one of our reliable supplier localed in rvIonlerrey, rVIexlco vvith whorn ",Ve 
have an excelient and dose. relationship, indnding a dialog for a likely aeqnisition in 07 "whieh 
we suspended pending our transaction with Frontenac. Their product ,,~Il qualify as a suitable 
equivalent to the 'B~A_' status under the N~A_FTA provisions and in effect~ SIG)'1:A could be an 
ellgible supplier under lhe BA prOViSion. 'vVe already source a cdlical range of specially fluings 
from Metalfit to selviee ACTPCO and US Pipe, under an exdusive agreement with Metalfjt. 

AH in all, ,ve expect the ARRA iD"!pact in onr 1ndustry to account for only about 10~% top 20~% of 
lhe expecled dernand and Since lhe ARRA bin ilself wln boosl lhe overall rnarkeL dernand, 
beyond the direclly funded business, over the olherwise slower pace of recovery, we deem the 

8A 1ssne to he sorne,vhat of a nentral impac1 and even a plns~ ,,,,-ith the l\fletalfit ehanneL 

E. FY 2009 Budget Re\rie\v : 

1. Detailed revie'\v of quarter-by-quarter 2009 budget assumptions, including mgmt assumptions on 

topline, margins, by product categorj (i.e., residential, commercial, and municipal). 

As for the 2009 quarter by quarter and month to month budget assumptions, please review our 
IVISF (Monthly Sales F,,,,tor) Ch",i" th"t wp h"ve lIse .. l to rPile.ct the spason"lity "ml othpT factors to 

translate our annuaj SaleS targets lnto nl0nthly SE'gnlcnts. 

As our G:\1 is expected to gradually improve, in line with the sharply lower purchase prices 
reflectIng in our supply chain on a FIFO basis

7 
vve have shc)'vvn a gradually !rllprovlng GI.\:l by 
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intense lobbying effort '"\lith teams frorn Alabama and vVashinbrton DC, to attempt an exemption 

based on the. 'pnbHc 1nte.rest' pnn,ision pnn,ided in the nA pnrv1s1on. 'v\ie are using onr 
resources at ail levels of the Federai government to bring their attention to the likeiy outcome of 
lhe HA provision narrowing the choices signifieanLly and abrupLly, especially in the iron 
rnanufactured goods, where O\ler the last 30 years or so, a lot of dornestle rnanufacturlng has 
lx'.en snpp1antl'.d by overseas prodnetHHI and the. dornestw prodnetHHI rnay be lirnited to one· or 
two suppllers vlith incomplete range and capacity. 

'''[hile ';.ve are certainly concerned by this It_A,. provision in the AR_RA bm, ';.ve are also anticipating 
ihai it could also create sornewhaL unexpected Lrnproverneni in the rnarket pncmg, a.'5 ),,/[c\·\Tane 

- being the lone domestic producer - could use the opportunity to increase the market pricing 

on the basis of increased protection provided by the BA provision! 

vVhlle \ve are continuing our efforts to insert a suitable specific nloaU1Cation to alJo"v an 
exemption from the BA clause in the case of single domestic supplier in the pending bill itself, 
V\lf' nUl)' h:lVP to :lchlf'vP lhf' ~mmp thrll :l w;'livPf procpss~ s;'lid to lw comrnon wilh hHls of lhis 

nature ,"V'here suffident clarity as to the. seope of each pruv1s1ons can not be pruv1ded in the. 11111 
itself. 

Falling any success Lo anlend Lhe BA provlSlon7 we plan to pursue a 'Plan B' wiLh Filtings 
sourCed frOiD ),Jletalfily one of our reliable supplier localed in rvIonlerrey, rVIexlco vvith whorn ",Ve 
have an excelient and dose. relationship, indnding a dialog for a likely aeqnisition in 07 "whieh 
we suspended pending our transaction with Frontenac. Their product ,,~Il qualify as a suitable 
equivalent to the 'B~A_' status under the N~A_FTA provisions and in effect~ SIG)'1:A could be an 
ellgible supplier under lhe BA prOViSion. 'vVe already source a cdlical range of specially fluings 
from Metalfit to selviee ACTPCO and US Pipe, under an exdusive agreement with Metalfjt. 

AH in all, ,ve expect the ARRA iD"!pact in onr 1ndustry to account for only about 10~% top 20~% of 
lhe expecled dernand and Since lhe ARRA bin ilself wln boosl lhe overall rnarkeL dernand, 
beyond the direclly funded business, over the olherwise slower pace of recovery, we deem the 

8A 1ssne to he sorne,vhat of a nentral impac1 and even a plns~ ,,,,-ith the l\fletalfit ehanneL 

E. FY 2009 Budget Re\rie\v : 

1. Detailed revie'\v of quarter-by-quarter 2009 budget assumptions, including mgmt assumptions on 

topline, margins, by product categorj (i.e., residential, commercial, and municipal). 

As for the 2009 quarter by quarter and month to month budget assumptions, please review our 
IVISF (Monthly Sales F,,,,tor) Ch",i" th"t wp h"ve lIse .. l to rPile.ct the spason"lity "ml othpT factors to 

translate our annuaj SaleS targets lnto nl0nthly SE'gnlcnts. 

As our G:\1 is expected to gradually improve, in line with the sharply lower purchase prices 
reflectIng in our supply chain on a FIFO basis

7 
vve have shc)'vvn a gradually !rllprovlng GI.\:l by 
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quarter. This is rnore of a conservative estimate, as it is difficult to simulate GIvls in any accurate 
~_, _"._.1!'" ..... ~ •• ___ •• _._ ..... 
UI 1 I;;":(lH~lH.; Hl(llllll;;":l. 

IVe are not able to breakdown our targets by different end demand factors, like residential, 
COnltllercial and municipaJ directly. H01.ivever, as certain products are used ]argely in certain 
,seeton;, our Largets applIed_ on each sub-prod.ucl group, In a \-'lay are IdentIfied and pegged by 
sectors indirectly. 

2. Discuss projects in the Pipeline for 2009 

,Ve do not work with a 'pipeline of projects' as such and our actual back log in terms of tirm 
orders is also somewhat modest at about 10 to 12 days, since most of our Sales are now supported 
by a J-I-T format for almost aH Cl1stOtlleTS. In the ORYl side, of course, v{e v,Tork v'lith a bit longer 
LiIlle fraIlle and eloser rnanner, as our large eustorner.s are Inanufaeturers, vvith their own pipeline 
and produetion sehednks and related snpply chain requirements Ent, here too since our se,,,ice 
is based on an on-going basis. it is not conducted strictly at a project to project basis. 

3. Overvie'\v of customer rebate program. Assumptions on rebate savings, given that in 2008 rebates 

were higher than expected? Were they produced via discussion with customer base? 

The custorner rebate prograrn has bCeOITlC sornc\<vhat of a slgnlfieanl parl of our cOITuncrclal 
pricing package. There is a desire by the suppliers 10 reduce the overall impacl of the volume 
rebates, but vve expecl il to take place at a gradual paee. For 2009, whlle we are nol in a posItion 
to make :lny m8jor or dr:lstlC ch::mp;e, as It could cost us vohnnrs 1f onr competltors too 0on't 
Illatch thern equally, vVe hail€- engaged in an exercise at this early stage, 'vvhen the VI<. prograrns are 
presented, lo make them 'smarler' by lweaking the trigger points in a way to achieve a iowering of 
Rehate-to-Sales % (R'I'S). In 2008, onr RTEl for the Distributor segment - whieh acconnted for 
almost aH our Rebate expense, since OEM does not Heed to v\TOrk ,"vith Rebate programs - the 
RTS% was at about 7.296 of our Sales. \'Ve arc ainling to reduce it to about 6.79& - 6.8~G iTLaking a 
savings of aboul $400,000 for the whole year, on a apples-to-apples basis, thru this diligent 
'srnart' prograrns. 

This is a difficult eX(,.fClse l hut one that ';""{'. have be.gun to -antlate, with OHl' conrnntrnent to aehievt~ 
a gradual reduction. 

4. ReY1e,\v of $3.2mm expense reduction plan and timing 

The S3.2 M expense reduclion in 2009 was off a comparable operational expense base of 2008 

and its real time savings have been already built into our current operational spending and not 
sonwthing that is on1y 'expecte.d' in the future. 

These savings were the result of an elaborate ERP-09 (Expense Reduction Plan) that we 
undertook by examining each expense item within each expense head at both the regional and the 
eorporale level, using our infonnalive, dynnrnic. and ;vell received peA (Profit Cenler Aeeounling) 
data. As per the ERP ehart provided, almost 40% of the savings vvere in HR, out of vvhkh rnost 
was from the warehouse labor deemed to be redundant in response to the reduction of the volume 
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quarter. This is rnore of a conservative estimate, as it is difficult to simulate GIvls in any accurate 
~_, _"._.1!'" ..... ~ •• ___ •• _._ ..... 
UI 1 I;;":(lH~lH.; Hl(llllll;;":l. 

IVe are not able to breakdown our targets by different end demand factors, like residential, 
COnltllercial and municipaJ directly. H01.ivever, as certain products are used ]argely in certain 
,seeton;, our Largets applIed_ on each sub-prod.ucl group, In a \-'lay are IdentIfied and pegged by 
sectors indirectly. 

2. Discuss projects in the Pipeline for 2009 

,Ve do not work with a 'pipeline of projects' as such and our actual back log in terms of tirm 
orders is also somewhat modest at about 10 to 12 days, since most of our Sales are now supported 
by a J-I-T format for almost aH Cl1stOtlleTS. In the ORYl side, of course, v{e v,Tork v'lith a bit longer 
LiIlle fraIlle and eloser rnanner, as our large eustorner.s are Inanufaeturers, vvith their own pipeline 
and produetion sehednks and related snpply chain requirements Ent, here too since our se,,,ice 
is based on an on-going basis. it is not conducted strictly at a project to project basis. 

3. Overvie'\v of customer rebate program. Assumptions on rebate savings, given that in 2008 rebates 

were higher than expected? Were they produced via discussion with customer base? 

The custorner rebate prograrn has bCeOITlC sornc\<vhat of a slgnlfieanl parl of our cOITuncrclal 
pricing package. There is a desire by the suppliers 10 reduce the overall impacl of the volume 
rebates, but vve expecl il to take place at a gradual paee. For 2009, whlle we are nol in a posItion 
to make :lny m8jor or dr:lstlC ch::mp;e, as It could cost us vohnnrs 1f onr competltors too 0on't 
Illatch thern equally, vVe hail€- engaged in an exercise at this early stage, 'vvhen the VI<. prograrns are 
presented, lo make them 'smarler' by lweaking the trigger points in a way to achieve a iowering of 
Rehate-to-Sales % (R'I'S). In 2008, onr RTEl for the Distributor segment - whieh acconnted for 
almost aH our Rebate expense, since OEM does not Heed to v\TOrk ,"vith Rebate programs - the 
RTS% was at about 7.296 of our Sales. \'Ve arc ainling to reduce it to about 6.79& - 6.8~G iTLaking a 
savings of aboul $400,000 for the whole year, on a apples-to-apples basis, thru this diligent 
'srnart' prograrns. 

This is a difficult eX(,.fClse l hut one that ';""{'. have be.gun to -antlate, with OHl' conrnntrnent to aehievt~ 
a gradual reduction. 

4. ReY1e,\v of $3.2mm expense reduction plan and timing 

The S3.2 M expense reduclion in 2009 was off a comparable operational expense base of 2008 

and its real time savings have been already built into our current operational spending and not 
sonwthing that is on1y 'expecte.d' in the future. 

These savings were the result of an elaborate ERP-09 (Expense Reduction Plan) that we 
undertook by examining each expense item within each expense head at both the regional and the 
eorporale level, using our infonnalive, dynnrnic. and ;vell received peA (Profit Cenler Aeeounling) 
data. As per the ERP ehart provided, almost 40% of the savings vvere in HR, out of vvhkh rnost 
was from the warehouse labor deemed to be redundant in response to the reduction of the volume 
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and sorne of the efficiencies. For each ERP item, V\ie have de'veloped 'ver:y dear norms and 
guidelines to reaHze the sa1,ings budgeted or identified. i\S 'Vie have a VeT)' inclusive tean1 and 
participative team process, our Eftl' initiatives have been weli received ,,~th complete 
underslanding and readiness and we expect our final savings to even exceed our carefully 
ITleasured largets, as we adopt a 'lean' operalional eulture, to respond to the eurrenl realitIes, 
\vhi1e preserving onr core abiHty to respond to the. opportnrntH.'.s as and v~'he.n the reeover:::v' beg'ms. 

5. Headcount reductions in which deparnnents? 

Frotn the slarl, vve chose not to go vvHh an 'across lhe board' cut In our HR, as we are nol a 
manufacturing or assembly operation, but rather a Sales and Service provider. As such in the HR 
loo, we wenl about diligenLly reviewing each individual person's currenl role and contribution, 
rnateh1ng np v\lith the. enrrent need as eornpared to pre1,lons grov\lth plans. On the non-V'~~arehons{'. 
le.vel, \ve fonnd the nee.d for eornplete. redundancy to be. minimaL as over t1nw, onr manp(HVeT 
development has been extremely deliberate and on an 'as needed' basis, where we have just 1 or 2 

persons for e:lch l:lsk~ rn:lny even rnn1tl-l:lsklng. However~ we wen'" ;'lhlf' to find cf'rl:lln p:lrLial 

redundanc.Ies and 'l-ve have reflected lhese In our budgets. But a slgnIflc.anL arrlounl of savIngs \vas 
also rece1ved by a 'shared pain' plan, 'iI,~here every one above a certa1n compensation level, took a 
cut of 3% lo 5% wilh Siddharlh and myself slarling wilh a 25% reduclion. 

6. Any vendor procurenient savings? 

Our vendor procurement savings [or 2009 are largely by way of the reduction in production costs 
riuP. to Ihp l'orrp.r;;;nonripnI'P riron in t';'lW m~ltpd~11 f'o.~I.~_ /\.;;: pxnblnp(i ;:}hrH.!P._ our .r;;;i1nnHpT.~ ;'It'P. ----- -- ---- ------r---------- ----r --- --- .. ---------- --,--,-- --- ---r--------· --~- -7 ---- ---rr----'- ----
rnost1y are andllar-:,,F or captive snppHers to STGl\.fA and as snch, they \''v~ork on very srnal1 111arg1ns. 
Historicaiiy they have responded to any and aii of our reasonable reqnests, such as special pricing 
for the same product for cerlain additional opporlunities where we needed such considerations 
such as OElV! business and 'vvith the high mnOl1nt (Jf lTIl1tl1al trust and respect, ,,\re ha've enjoyed an 

extrernely favorable and transpare:nt relationship on every rnatter fron1 pnclng, tenns, capacity 
addition, investment, delivery improvements, quality enhancement, process changes etc. 

HO\Ve"ler, in 2009 \ve are focused on not just the n1arket driven savi.ngs, but also by effecti.ng; 
certaIn design changes, wherever we have the flexIbIlity to reduce the weights to lovver l'.o.st.s~ 

looking al each componenl such as coalings [or savings and constantly reviewing the choices for 
onr buying at the item kvel from the lowest cost sources, where we have duplicate sources. 

Looking at InulUple options for any result - be il Sales growth, or cost or expense reduction, this 
year -- has been 'second nalure' to our process and we are adept al working on multiple levels, 
once a need or Rn opportanily is :lpp:lrf'nt. For 2oo9~ :l sRvings in costs :lnd expenses WRS 

decidedly anI' main impetns and V\iT arc keenly 1nvo1ved in pnrsu1ng it at aH kvc1s of our 
structure. 

7. Tinting on any additional sale-lease hack pl'opel'ties? 
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and sorne of the efficiencies. For each ERP item, V\ie have de'veloped 'ver:y dear norms and 
guidelines to reaHze the sa1,ings budgeted or identified. i\S 'Vie have a VeT)' inclusive tean1 and 
participative team process, our Eftl' initiatives have been weli received ,,~th complete 
underslanding and readiness and we expect our final savings to even exceed our carefully 
ITleasured largets, as we adopt a 'lean' operalional eulture, to respond to the eurrenl realitIes, 
\vhi1e preserving onr core abiHty to respond to the. opportnrntH.'.s as and v~'he.n the reeover:::v' beg'ms. 

5. Headcount reductions in which deparnnents? 

Frotn the slarl, vve chose not to go vvHh an 'across lhe board' cut In our HR, as we are nol a 
manufacturing or assembly operation, but rather a Sales and Service provider. As such in the HR 
loo, we wenl about diligenLly reviewing each individual person's currenl role and contribution, 
rnateh1ng np v\lith the. enrrent need as eornpared to pre1,lons grov\lth plans. On the non-V'~~arehons{'. 
le.vel, \ve fonnd the nee.d for eornplete. redundancy to be. minimaL as over t1nw, onr manp(HVeT 
development has been extremely deliberate and on an 'as needed' basis, where we have just 1 or 2 

persons for e:lch l:lsk~ rn:lny even rnn1tl-l:lsklng. However~ we wen'" ;'lhlf' to find cf'rl:lln p:lrLial 

redundanc.Ies and 'l-ve have reflected lhese In our budgets. But a slgnIflc.anL arrlounl of savIngs \vas 
also rece1ved by a 'shared pain' plan, 'iI,~here every one above a certa1n compensation level, took a 
cut of 3% lo 5% wilh Siddharlh and myself slarling wilh a 25% reduclion. 

6. Any vendor procurenient savings? 

Our vendor procurement savings [or 2009 are largely by way of the reduction in production costs 
riuP. to Ihp l'orrp.r;;;nonripnI'P riron in t';'lW m~ltpd~11 f'o.~I.~_ /\.;;: pxnblnp(i ;:}hrH.!P._ our .r;;;i1nnHpT.~ ;'It'P. ----- -- ---- ------r---------- ----r --- --- .. ---------- --,--,-- --- ---r--------· --~- -7 ---- ---rr----'- ----
rnost1y are andllar-:,,F or captive snppHers to STGl\.fA and as snch, they \''v~ork on very srnal1 111arg1ns. 
Historicaiiy they have responded to any and aii of our reasonable reqnests, such as special pricing 
for the same product for cerlain additional opporlunities where we needed such considerations 
such as OElV! business and 'vvith the high mnOl1nt (Jf lTIl1tl1al trust and respect, ,,\re ha've enjoyed an 

extrernely favorable and transpare:nt relationship on every rnatter fron1 pnclng, tenns, capacity 
addition, investment, delivery improvements, quality enhancement, process changes etc. 

HO\Ve"ler, in 2009 \ve are focused on not just the n1arket driven savi.ngs, but also by effecti.ng; 
certaIn design changes, wherever we have the flexIbIlity to reduce the weights to lovver l'.o.st.s~ 

looking al each componenl such as coalings [or savings and constantly reviewing the choices for 
onr buying at the item kvel from the lowest cost sources, where we have duplicate sources. 

Looking at InulUple options for any result - be il Sales growth, or cost or expense reduction, this 
year -- has been 'second nalure' to our process and we are adept al working on multiple levels, 
once a need or Rn opportanily is :lpp:lrf'nt. For 2oo9~ :l sRvings in costs :lnd expenses WRS 

decidedly anI' main impetns and V\iT arc keenly 1nvo1ved in pnrsu1ng it at aH kvc1s of our 
structure. 

7. Tinting on any additional sale-lease hack pl'opel'ties? 

SIG - 0002525 
Confidential 
FO!A Exempt 



The sale-lease back option for our real estate properties vvas studied as to its impact on the 

EI3ITDA, the. balance sheet and of course the. DIE ratio and it \vas dedded to pnrsue it. 1 hnvever, 
as the current real estate and mortgage market are not favorable. we have deferred its foilow up to 
early spring. when we expect the credit markel conditions lo improve. especially after bolh the 
AP.l~,\ stlrrllllus bIll and the bankIng stlrrllllus bIll to follow are enacted. 

8. Overview of inventory reduction plan 

Inventor:.Y rednetion i"12S identifie.d as one of onr 5 m2Jor l\/l-A-Ps C!'vhlnagement Aetion Pbns) 

g,oJng Hilo our preparaLlon or PLAl..J-09 and we have strucLured a ver.V detailed and weH thoug,ht 
out plan that has been introduced to our Team at various levels. The outline of this Plan was 
covered in a Management Memo to the BOD. which was later sent to ARES and the slides 
attached v.o111 gh.re. nnther insight into this spe.dfie 'IRP ( In'".re.ntory Reduet10n Plan). 

In short, we have introdnced a detailed RIT (Regional Inventory Target) Plan for 2009 - a 
SIGMA first -- in a simple form by assigning a rednction targets in % terms, fro each quarter, 
stat~ling ;vith our Inventor) level, as of 1/1/09 for each sub~product aL each regional leveL This 
has to be achie-ved through a ntunber of steps, b()th operational - such as inventcHY transfers and 
a leaner re-order process - without of course hurting our availability as well as Sales through 
speclal Sales prornotlons of lterns in EI (Excess Inventory). 

9. Discuss '\vorking capital and liquidity assumptions throughout 2009 

PJea'3r:' refE'r to thE' financial data suppJ1E'd by .JE'ff]\iarCtlS for rE'sponse on this qtlE'ry Additionally, 

if required, vile can discuss during the rneeting. 

10. Overview of contingency plan 

As onr rnanagernent approach 1S hands-on and has be.en knO\'\'11 for onr ninlb1e.ness vV-lth constant 
team diaiog dne to our 'flat' strueture and indnsive process, we ean respond to any significant 
trend of bnsiness decline in a fairly short time frame, without having to spend extraordinary 
::lrnnllnl nf linlP r1pvplnnino 'rnnlinopnr\/ nl:1n.;;:' Ihp fnrTIl::li nr'pn::lr'::llinn nr vvhirh rn:.l\/ inrlll.1p 
~~.~~~~'L~~ ~._ ~'L~.~ ~.~. ~'~r'~.o ~~L~~·~·O~'~·~.J r'~'L~~" ~.L~' '_~LL~.~~. r·~r~~·~~~·~·L~' "~L'~~ . . ~~~'.J .~.~.~~.~ 

Inputs froll1 an extended tearn, \vhich rnay be connteq:no(lnethle, at a tUlle all are foct1sed 011 

making our diligent and detailed PL<L'\I-09 work! The 4-month pain-staking preparation to put 
together our PLAN-09 with attention to each expense detail and indeed each part of our overall 
Business Plan, vvilhout using broad strokes, a11o\"','s us lhis flexibility to !llake changes rather 
.swiftly. 

11. Potential areas of upside to 2009 plan 

1 ne :2 areas or upS10e In onr t'Li\i'-09 is the dramatic drop In onr product costs~ \\Thieh \'vil1 
manifest themselves gradually from Q2 on, because of the FIFO nature of our inventory. Our 
newer purchase additions are modest. as compared to the previous purchases - but. all in all, our 
GrvIs \ivi11 irnprove frOIll the lo;ver product c.osts. J.AJso, the signific.anL reduction in lhe expenses vve 
ha\le. achieved and put into onr stnlctnre. \'vm be a boost to our bottorn line., \vhen vve can not 
nceessarily depend on Sales growth. 
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The sale-lease back option for our real estate properties vvas studied as to its impact on the 

EI3ITDA, the. balance sheet and of course the. DIE ratio and it \vas dedded to pnrsue it. 1 hnvever, 
as the current real estate and mortgage market are not favorable. we have deferred its foilow up to 
early spring. when we expect the credit markel conditions lo improve. especially after bolh the 
AP.l~,\ stlrrllllus bIll and the bankIng stlrrllllus bIll to follow are enacted. 

8. Overview of inventory reduction plan 

Inventor:.Y rednetion i"12S identifie.d as one of onr 5 m2Jor l\/l-A-Ps C!'vhlnagement Aetion Pbns) 

g,oJng Hilo our preparaLlon or PLAl..J-09 and we have strucLured a ver.V detailed and weH thoug,ht 
out plan that has been introduced to our Team at various levels. The outline of this Plan was 
covered in a Management Memo to the BOD. which was later sent to ARES and the slides 
attached v.o111 gh.re. nnther insight into this spe.dfie 'IRP ( In'".re.ntory Reduet10n Plan). 

In short, we have introdnced a detailed RIT (Regional Inventory Target) Plan for 2009 - a 
SIGMA first -- in a simple form by assigning a rednction targets in % terms, fro each quarter, 
stat~ling ;vith our Inventor) level, as of 1/1/09 for each sub~product aL each regional leveL This 
has to be achie-ved through a ntunber of steps, b()th operational - such as inventcHY transfers and 
a leaner re-order process - without of course hurting our availability as well as Sales through 
speclal Sales prornotlons of lterns in EI (Excess Inventory). 

9. Discuss '\vorking capital and liquidity assumptions throughout 2009 

PJea'3r:' refE'r to thE' financial data suppJ1E'd by .JE'ff]\iarCtlS for rE'sponse on this qtlE'ry Additionally, 

if required, vile can discuss during the rneeting. 

10. Overview of contingency plan 

As onr rnanagernent approach 1S hands-on and has be.en knO\'\'11 for onr ninlb1e.ness vV-lth constant 
team diaiog dne to our 'flat' strueture and indnsive process, we ean respond to any significant 
trend of bnsiness decline in a fairly short time frame, without having to spend extraordinary 
::lrnnllnl nf linlP r1pvplnnino 'rnnlinopnr\/ nl:1n.;;:' Ihp fnrTIl::li nr'pn::lr'::llinn nr vvhirh rn:.l\/ inrlll.1p 
~~.~~~~'L~~ ~._ ~'L~.~ ~.~. ~'~r'~.o ~~L~~·~·O~'~·~.J r'~'L~~" ~.L~' '_~LL~.~~. r·~r~~·~~~·~·L~' "~L'~~ . . ~~~'.J .~.~.~~.~ 

Inputs froll1 an extended tearn, \vhich rnay be connteq:no(lnethle, at a tUlle all are foct1sed 011 

making our diligent and detailed PL<L'\I-09 work! The 4-month pain-staking preparation to put 
together our PLAN-09 with attention to each expense detail and indeed each part of our overall 
Business Plan, vvilhout using broad strokes, a11o\"','s us lhis flexibility to !llake changes rather 
.swiftly. 

11. Potential areas of upside to 2009 plan 

1 ne :2 areas or upS10e In onr t'Li\i'-09 is the dramatic drop In onr product costs~ \\Thieh \'vil1 
manifest themselves gradually from Q2 on, because of the FIFO nature of our inventory. Our 
newer purchase additions are modest. as compared to the previous purchases - but. all in all, our 
GrvIs \ivi11 irnprove frOIll the lo;ver product c.osts. J.AJso, the signific.anL reduction in lhe expenses vve 
ha\le. achieved and put into onr stnlctnre. \'vm be a boost to our bottorn line., \vhen vve can not 
nceessarily depend on Sales growth. 
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The treatment plant rnarket continues to be strong and as mentioned before vve have 3 of the 
largest snppHers of plant \vork package.s 1n i\CIPCO, US Pipe and C & I3 - vvhere. SIGr,,1A is either 

the soie supplier or the largest, having buiit them over the iast several years, through quality 
producl, impeccable service and close trusting relationships. 

Vv'e also have a few of the ',second_ary' products lhaL \-ve had nOl enlpha,slz;ed In previous year,s of 

growlh lhal we can grow with, even when the lolal market volume itself is weaker. 

F. Other: 

1. Please discuss Fulton acquisition (description of business, product line, strategic rationale, etc.) 

Fulton EnterprIses vvas a sIllall niche business supplying certain accessory products to a fevv OE1Vls 
1/I,:ith a large part going ACIPCO. Historieal1y, Fulton has i,vorked \\;ith ACTPCO snpPlying them 
varions produets that the latter had to outsourec and though over time they had lost some of the 
business to new suppliers like SIGMA, they still had a healthy sales base of about $8 YL One key 
pradUCL they have braughL to us is 'poly urrap·' \vhich is used La \<vrap ductile Iron pipe in c.ertain 
higher corrosive soils. This cacquisition' "vas more of an 'absorption', as "ve did not pay any price for 

the business itself, other than the real estate and the inventory they had, at cost. Instead, we have a 
11lHrgin sharing arrangernent with their kE'Y pE'ople and aH in all, frotn thE' bus!nE'ss that would 
!1l1grale frorn Fullon, eVen at lhe expecled feduc.ed let/ely vile expecl to have a Hel increase of aboul 
Ssoo,ooo to onr EBITDA from this bnsiness. 

In addition., \·ve p]an to market the poly tvrap to Distributors as ,-veIl and V\T€ expect an addition of 
about $2 IVI v;.ith a illargiu of about 2o~6 to 25~6 - an addition to our Group 'E' range. 

2. Please discuss the SSF product line. 

tne SSF (SIGlvIA Streel_t'unuslungSj is a new producl we have Lried to launch. This is a pan Qt U1E'
business we had not developed before, lhough these items are very much part of the conslruction 
prol1llc1"s - l)f'.lng r1 p;;ut of thf', 'finlshlng r;.Jn~f',j "vhpn ;.J ronstnwtion projf',ct sll(~h as thf', sl1h-division~ 

shopping rnan, or an indnstrial or eomrnereial site is to be. cornpkte.d. 

products were not part of the 'water, sewer, or drainage' construction that our customers and 
contraclors manage. ins lead, it has been trealed as 'ornamental and architeclural' and hence goes 
throllph fI rliffpTPnt r'_h~lnnpL -------0-- -- -.---------- ------------

Though we had identified good saies reps and even some OEYl customers m the SSF range, for 
certain items such as Bollards, Tree Grates etc. we could not identify suitable sources in China with 
Ihp hiohpl' ';;:11f·f::'lf"p <1I1:.::'11ihf Ih::'ll Ih"".;;:"" nl'nnll"l.;;: .1prn:HH1 ::'1<:;: Ihp\f :H'p::'I11 irNI:::dl""n ::'Ihn\/p on,llnn :.::'Inn 
~L~~ .L'O.L~'~ ~,~, •• _~~~~. '1.~'~".~.J ~~.~~~ ~~.~~,~ r~~"~~~~' ~.~'~~L~'L~~" ~~._. ~.L~'.J ~'L~' ~~., •• L·_·~~".~~' ~~~~.~ DL~~'.L" ~,~.~. 

need a different finish. So, the tl-iaJ and error process cost us smue titHe and oPPol-Lunities, though 
we now have just the right supplier at a competitive pricing and some items and opportunities are 
being worked on. 
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The treatment plant rnarket continues to be strong and as mentioned before vve have 3 of the 
largest snppHers of plant \vork package.s 1n i\CIPCO, US Pipe and C & I3 - vvhere. SIGr,,1A is either 

the soie supplier or the largest, having buiit them over the iast several years, through quality 
producl, impeccable service and close trusting relationships. 

Vv'e also have a few of the ',second_ary' products lhaL \-ve had nOl enlpha,slz;ed In previous year,s of 

growlh lhal we can grow with, even when the lolal market volume itself is weaker. 

F. Other: 

1. Please discuss Fulton acquisition (description of business, product line, strategic rationale, etc.) 

Fulton EnterprIses vvas a sIllall niche business supplying certain accessory products to a fevv OE1Vls 
1/I,:ith a large part going ACIPCO. Historieal1y, Fulton has i,vorked \\;ith ACTPCO snpPlying them 
varions produets that the latter had to outsourec and though over time they had lost some of the 
business to new suppliers like SIGMA, they still had a healthy sales base of about $8 YL One key 
pradUCL they have braughL to us is 'poly urrap·' \vhich is used La \<vrap ductile Iron pipe in c.ertain 
higher corrosive soils. This cacquisition' "vas more of an 'absorption', as "ve did not pay any price for 

the business itself, other than the real estate and the inventory they had, at cost. Instead, we have a 
11lHrgin sharing arrangernent with their kE'Y pE'ople and aH in all, frotn thE' bus!nE'ss that would 
!1l1grale frorn Fullon, eVen at lhe expecled feduc.ed let/ely vile expecl to have a Hel increase of aboul 
Ssoo,ooo to onr EBITDA from this bnsiness. 

In addition., \·ve p]an to market the poly tvrap to Distributors as ,-veIl and V\T€ expect an addition of 
about $2 IVI v;.ith a illargiu of about 2o~6 to 25~6 - an addition to our Group 'E' range. 

2. Please discuss the SSF product line. 

tne SSF (SIGlvIA Streel_t'unuslungSj is a new producl we have Lried to launch. This is a pan Qt U1E'
business we had not developed before, lhough these items are very much part of the conslruction 
prol1llc1"s - l)f'.lng r1 p;;ut of thf', 'finlshlng r;.Jn~f',j "vhpn ;.J ronstnwtion projf',ct sll(~h as thf', sl1h-division~ 

shopping rnan, or an indnstrial or eomrnereial site is to be. cornpkte.d. 

products were not part of the 'water, sewer, or drainage' construction that our customers and 
contraclors manage. ins lead, it has been trealed as 'ornamental and architeclural' and hence goes 
throllph fI rliffpTPnt r'_h~lnnpL -------0-- -- -.---------- ------------

Though we had identified good saies reps and even some OEYl customers m the SSF range, for 
certain items such as Bollards, Tree Grates etc. we could not identify suitable sources in China with 
Ihp hiohpl' ';;:11f·f::'lf"p <1I1:.::'11ihf Ih::'ll Ih"".;;:"" nl'nnll"l.;;: .1prn:HH1 ::'1<:;: Ihp\f :H'p::'I11 irNI:::dl""n ::'Ihn\/p on,llnn :.::'Inn 
~L~~ .L'O.L~'~ ~,~, •• _~~~~. '1.~'~".~.J ~~.~~~ ~~.~~,~ r~~"~~~~' ~.~'~~L~'L~~" ~~._. ~.L~'.J ~'L~' ~~., •• L·_·~~".~~' ~~~~.~ DL~~'.L" ~,~.~. 

need a different finish. So, the tl-iaJ and error process cost us smue titHe and oPPol-Lunities, though 
we now have just the right supplier at a competitive pricing and some items and opportunities are 
being worked on. 
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But; v\That vve are basing most of our 2009 Sales target of about $4Ivl in the SSF range and be:;rond; 
cornes frorn an association \,\-1th a Cze.ch Repnblic producer of spe.da1ized prodncts caned -
'MMcite'- who have a complete range of homegrown designs that they were iooking to expand into 
USA. Our SSF team was able lo impress them with the market research and logislical, operational 
support and have struck an exclusIve agreeITlenL wllh lherTI. They have now developed a few capable 
and expe.ne.need Sales Reps \\Tho are a ke.y part of the SSF busHH.'.ss, as it is these reps who kee.p track 
ofthe various projects and work ,,/ith architects or other design 'specifiers' to approve SIGMA's range 
at the front end, so we can supply them when the projects are ready for them at the back end . 
... .1",pparently, one or l\vo of lhe c.urrent supplIers of thIs range had abruptly changed their Sales Rep 
arrangenlCnts, relieving several reps - nlany of whom were eagerly looking for a good alternative 
and we seemed to have been at the right place at the right time! 

J.Al-S part of the SSF range, vve are also trying Lo develop steel fabricated graLesy ;vhich in faeL are 
eornplernentary to our iron IvlCC range and we have had SOITle success wilh a Chinese supplier who 
supplies us some of the sted products - a minor part of our produetion, as most of onr underground 
pr0l111CtS 8.1"'('. mad(-,. frorn iron castinES. 

'<'li1iie we are confident of making the SSP range grow, the progress VI~ii have to be slower, as it calis 
for a significanl amounl or bOlh markel, producl and supply developmenl - ali al lhe same lime. 
Thmwh ",,"p {in h~lvp ~I tp;;1m nf "1' dpdi('~ltprl npnnlp_ thp1J ~Irp ~In ,~nrnp\/\Th~lt np"\v tn thi.;;: hn.;;:inps.;;: ~Jn{i thp - -- - --.. :::,-- .. - - .. - ---, - - - - ----- - - '.~ _.- _.- - - - - -- r - - r - - 7 --- -.; --- - --- - - --- - •• ---- - -- - •• - - ----- - --- --- - ,- - --- _ •. ----

management time to monitor and guide. the.m closely to ensure a more. spe.edy progress has been 

affected by management attention to our primary business and the need for additional pianning and 
design of new monitoring metrics and MIS etc. From our market estimation, the SSF market itself is 
said to be dose to uplivards of about 8200 Y1, depending on hOliv "vide this fragrnenled range is looked 
at. BIGivIA has a great opportnn1ty with onr nationa1 footprint, to gH)vl this busHlcss to $25 1','1 and 
higher in time to come, with the proper resources, but mainly VI~th time and attention. 
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But; v\That vve are basing most of our 2009 Sales target of about $4Ivl in the SSF range and be:;rond; 
cornes frorn an association \,\-1th a Cze.ch Repnblic producer of spe.da1ized prodncts caned -
'MMcite'- who have a complete range of homegrown designs that they were iooking to expand into 
USA. Our SSF team was able lo impress them with the market research and logislical, operational 
support and have struck an exclusIve agreeITlenL wllh lherTI. They have now developed a few capable 
and expe.ne.need Sales Reps \\Tho are a ke.y part of the SSF busHH.'.ss, as it is these reps who kee.p track 
ofthe various projects and work ,,/ith architects or other design 'specifiers' to approve SIGMA's range 
at the front end, so we can supply them when the projects are ready for them at the back end . 
... .1",pparently, one or l\vo of lhe c.urrent supplIers of thIs range had abruptly changed their Sales Rep 
arrangenlCnts, relieving several reps - nlany of whom were eagerly looking for a good alternative 
and we seemed to have been at the right place at the right time! 

J.Al-S part of the SSF range, vve are also trying Lo develop steel fabricated graLesy ;vhich in faeL are 
eornplernentary to our iron IvlCC range and we have had SOITle success wilh a Chinese supplier who 
supplies us some of the sted products - a minor part of our produetion, as most of onr underground 
pr0l111CtS 8.1"'('. mad(-,. frorn iron castinES. 

'<'li1iie we are confident of making the SSP range grow, the progress VI~ii have to be slower, as it calis 
for a significanl amounl or bOlh markel, producl and supply developmenl - ali al lhe same lime. 
Thmwh ",,"p {in h~lvp ~I tp;;1m nf "1' dpdi('~ltprl npnnlp_ thp1J ~Irp ~In ,~nrnp\/\Th~lt np"\v tn thi.;;: hn.;;:inps.;;: ~Jn{i thp - -- - --.. :::,-- .. - - .. - ---, - - - - ----- - - '.~ _.- _.- - - - - -- r - - r - - 7 --- -.; --- - --- - - --- - •• ---- - -- - •• - - ----- - --- --- - ,- - --- _ •. ----

management time to monitor and guide. the.m closely to ensure a more. spe.edy progress has been 

affected by management attention to our primary business and the need for additional pianning and 
design of new monitoring metrics and MIS etc. From our market estimation, the SSF market itself is 
said to be dose to uplivards of about 8200 Y1, depending on hOliv "vide this fragrnenled range is looked 
at. BIGivIA has a great opportnn1ty with onr nationa1 footprint, to gH)vl this busHlcss to $25 1','1 and 
higher in time to come, with the proper resources, but mainly VI~th time and attention. 

SIG - 0002528 
Confidential 
FO!A Exempt 



 
 
 

CX 0319 

 
 

 
 
 

PUBLIC



From: 

Sent: 

To: 

Subject: 

Attachments: 

Attn :M20 

vr (Victor rals-CRM) 

Sunday, May 10, 2009 01:02:41 PM 

M20 

VP Lu ivi20: Reviewing DiFRA-08 rurLher ... 

DIFRA-SIGMA-SMS-1208.xls 

Over the lost couple of weeks since Tyler unceremonio11s1y introduced" drastic new List 
Price/Multiplier pricing change, we have tried to understand their rationale and 3 events seem 
to have contributed to their decision: 

1. In 08, Tyler is said to have lost their Market share over 07, by a significant amount of 4 -5 % 
points. 
2. As updated before, SIGMA and Star chose to withhold providing our respective monthly Sales 
(MT) reporting requirements, smoothly managed by all 4 members throughout 08 since we 
started in April ot!, with prior months of ot! as well as full year of 06 and 07. 
3. Severe discounting ofthe pricing over the last 6-8 months especially in 09, when the market 
demand worsened over even CJ4/o8 -- with wide variation in pricing, with substantial deviation 
from the LP /Muitiplier norm. This problem was acute in the mid-to-large size range. 

As the entire sequence of events and assnmptions are very important -- even critical -- to our 
bur:;inesr:; not just in 09, but also beyond, it'r:; only fitting that we review the DIFRA-08 data ar:; 
lhoroughly as we can, lo use lhe dala and lhe findings lo shape our fulure slralegy. So, here's 
howl see it: 

1.V-lhik, in a 4 member set-up, "\vhen Vie find oar OVv'TI market sh8re in 08 st8Y a1most flat \is-~t
vis 07 (26.6% vs 26-4% in the STG,'JjDistribntor market or 28.,'J% VS 29.2% inc1nding our OE1\1 
sales to ACIPCO, \vho is not a member, but excluding USP as they report themselves as a 
member), if the Tyler's a11eged loss of 4%-5% in 08 is accurate -- and 'Are can assume it to be so-
the first and likely logical conclusion is that Star usurped 'vvhatever Tyler may hmie lost. It's not a 
surprising or far-sLreLched conclusion" given SLar's deLennined and Lenaciou'S efforLs Lo focus on 
Tylf'r's ~llstomf'r h~sp, ~s thp l~ttf'r h~s hf'f'n rightly cif'f'mf'ci to hf' 'vlllnf'r~hlp' pspf'd~l1y whf'n 
Star stops at nothing to extract volume, especially with their deep discounts and creative yet 
jarring VR deals. It's my guess that several independent customer locations -- including HD's 
branches who are given unlimited discretion in purchasing, with practically little or no control 
from the top, unlike, day Ferguson, found Star's attractive deals, with variation on ajob-to-job, 
day-to-day basis. 

2. However, before, we conclude that Star grabbed all of TYler's loss, we need to examine any 
other likely causes too. For starters, SIGMA got 0.7% of it -- thm the ACIPCO route, even as we 
lost 0.2% in the Distributor segment. 

Ifs also likely that USP too may have picked up some % in 08 -- as they actively increased their 
presence in the PW niche. v\Thile they may have sourced some of their 08 sales volume from 
their own oid stocks -- however smail -- and aiso some from ACIPCO (in the 42"-48") range, 
most of their sales were from our supplies. VVe can gage this increase ... 
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From: 

Sent: 

To: 

Subject: 

Attachments: 

Attn :M20 

vr (Victor rals-CRM) 

Sunday, May 10, 2009 01:02:41 PM 

M20 

VP Lu ivi20: Reviewing DiFRA-08 rurLher ... 

DIFRA-SIGMA-SMS-1208.xls 

Over the lost couple of weeks since Tyler unceremonio11s1y introduced" drastic new List 
Price/Multiplier pricing change, we have tried to understand their rationale and 3 events seem 
to have contributed to their decision: 

1. In 08, Tyler is said to have lost their Market share over 07, by a significant amount of 4 -5 % 
points. 
2. As updated before, SIGMA and Star chose to withhold providing our respective monthly Sales 
(MT) reporting requirements, smoothly managed by all 4 members throughout 08 since we 
started in April ot!, with prior months of ot! as well as full year of 06 and 07. 
3. Severe discounting ofthe pricing over the last 6-8 months especially in 09, when the market 
demand worsened over even CJ4/o8 -- with wide variation in pricing, with substantial deviation 
from the LP /Muitiplier norm. This problem was acute in the mid-to-large size range. 

As the entire sequence of events and assnmptions are very important -- even critical -- to our 
bur:;inesr:; not just in 09, but also beyond, it'r:; only fitting that we review the DIFRA-08 data ar:; 
lhoroughly as we can, lo use lhe dala and lhe findings lo shape our fulure slralegy. So, here's 
howl see it: 

1.V-lhik, in a 4 member set-up, "\vhen Vie find oar OVv'TI market sh8re in 08 st8Y a1most flat \is-~t
vis 07 (26.6% vs 26-4% in the STG,'JjDistribntor market or 28.,'J% VS 29.2% inc1nding our OE1\1 
sales to ACIPCO, \vho is not a member, but excluding USP as they report themselves as a 
member), if the Tyler's a11eged loss of 4%-5% in 08 is accurate -- and 'Are can assume it to be so-
the first and likely logical conclusion is that Star usurped 'vvhatever Tyler may hmie lost. It's not a 
surprising or far-sLreLched conclusion" given SLar's deLennined and Lenaciou'S efforLs Lo focus on 
Tylf'r's ~llstomf'r h~sp, ~s thp l~ttf'r h~s hf'f'n rightly cif'f'mf'ci to hf' 'vlllnf'r~hlp' pspf'd~l1y whf'n 
Star stops at nothing to extract volume, especially with their deep discounts and creative yet 
jarring VR deals. It's my guess that several independent customer locations -- including HD's 
branches who are given unlimited discretion in purchasing, with practically little or no control 
from the top, unlike, day Ferguson, found Star's attractive deals, with variation on ajob-to-job, 
day-to-day basis. 

2. However, before, we conclude that Star grabbed all of TYler's loss, we need to examine any 
other likely causes too. For starters, SIGMA got 0.7% of it -- thm the ACIPCO route, even as we 
lost 0.2% in the Distributor segment. 

Ifs also likely that USP too may have picked up some % in 08 -- as they actively increased their 
presence in the PW niche. v\Thile they may have sourced some of their 08 sales volume from 
their own oid stocks -- however smail -- and aiso some from ACIPCO (in the 42"-48") range, 
most of their sales were from our supplies. VVe can gage this increase ... 
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FOR: esp FOR: 

Assl1l11.ing USP Inay have increased by about 1,000 ST or about 1%, we can account for about 
1.5% of the 4-5% loss in Tyler, ,,,ith the remaining being grabbed by Star ... 

3. AR has been persistent in his alarm about SIP's growth and we can't overlook them at all. It's 
likely that they too may have grown by another 1,000 ST. However, SIP's sales/growth is NOT 
reflected in the DIFRA data as they are not a member. Tyler's loss was strictly comparing the 
industry data comprising of just the 4 members, excluding SIP, for both 07 and 08. Still, we 
IIllISl keep a wary eye on SIP. 

v"lThile we continue Lo analy/.e to rnake rneaningful conclusions and SUitable sales plans, we will 
be staring at a tough slog rest of the year, due the 'triple whammy' I covered in my nOD/NI20 
update of 5/5/09 -- vveak market demand, threat of ARRAj BA and T:v1er'S price reduction, all of 
vvhich could cost us sa1cs and profits npv{8rds of $5l\1 in 09 alone ... 

'''Ie therefore have to adopt a proactive PL.1 ...... 1\.J 'B' to shore up our profitability someho1N during 
the 2nd half, even as 'Ne make any and a!! adjustments to trim our costs, expenses and 
Inventory, to ensure we meet Ollr Debt/Earnings targets_ 

'!lido,,@ai. 
S!GM....I\.Corp 
609-758-0800 x 555 
609-.529-2020 (ceIl) 

vp.<tp_s_ig~naco.com 

From: VP (Victor Pais-CRM) 
Sent: Monday, May 04, 2009 7:59 AM 
To: M20 
Subject: Vp to RK2 (cc : M20) : Reviving DIFRA 

Attn: RK2 cc: M20 

As YOll are aware, we had kept IIp Ollr DIFRA membership thm 08 and had llsed the monthly 
data in an useful manner to keep track of both the total market size and our SMS (SIGMA 
Market Share). As the volume in 08 continued to decline -- as it did in 07 vs 06 -- we were able 
to stay reassured that we were holding on to out SMS ... or close to it! (Towards the end of the 
year, I was sounding some alann that we were losing a bit of it_ As can be seen, in the attached 
data, SIGIvLA lost 2% share from the start to the end of the year -- or at least as of 11/ 08, since I 
don't have the fina112jo8 data.) 

Sumt'huw, earllt'r lfll::; year,jll::;L a::; we were auullL vru~e::;.":; afltt'":;llumil uur 1/09 ttala Lu iJiFRA, 
LR decided not to go ahead with this DIFRA participation, nlisreading sonle of the l11arket 
competitive dynamics inc1uding the ARRA/llA threat, which really came dovvn from the 
jJolitical "vind.s outside AVl'\~'\TA and wasn't an initiative from l\lcV,Tane. V,Thile this .step, unvvi.se as 
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FOR: esp FOR: 

Assl1l11.ing USP Inay have increased by about 1,000 ST or about 1%, we can account for about 
1.5% of the 4-5% loss in Tyler, ,,,ith the remaining being grabbed by Star ... 

3. AR has been persistent in his alarm about SIP's growth and we can't overlook them at all. It's 
likely that they too may have grown by another 1,000 ST. However, SIP's sales/growth is NOT 
reflected in the DIFRA data as they are not a member. Tyler's loss was strictly comparing the 
industry data comprising of just the 4 members, excluding SIP, for both 07 and 08. Still, we 
IIllISl keep a wary eye on SIP. 

v"lThile we continue Lo analy/.e to rnake rneaningful conclusions and SUitable sales plans, we will 
be staring at a tough slog rest of the year, due the 'triple whammy' I covered in my nOD/NI20 
update of 5/5/09 -- vveak market demand, threat of ARRAj BA and T:v1er'S price reduction, all of 
vvhich could cost us sa1cs and profits npv{8rds of $5l\1 in 09 alone ... 

'''Ie therefore have to adopt a proactive PL.1 ...... 1\.J 'B' to shore up our profitability someho1N during 
the 2nd half, even as 'Ne make any and a!! adjustments to trim our costs, expenses and 
Inventory, to ensure we meet Ollr Debt/Earnings targets_ 

'!lido,,@ai. 
S!GM....I\.Corp 
609-758-0800 x 555 
609-.529-2020 (ceIl) 

vp.<tp_s_ig~naco.com 

From: VP (Victor Pais-CRM) 
Sent: Monday, May 04, 2009 7:59 AM 
To: M20 
Subject: Vp to RK2 (cc : M20) : Reviving DIFRA 

Attn: RK2 cc: M20 

As YOll are aware, we had kept IIp Ollr DIFRA membership thm 08 and had llsed the monthly 
data in an useful manner to keep track of both the total market size and our SMS (SIGMA 
Market Share). As the volume in 08 continued to decline -- as it did in 07 vs 06 -- we were able 
to stay reassured that we were holding on to out SMS ... or close to it! (Towards the end of the 
year, I was sounding some alann that we were losing a bit of it_ As can be seen, in the attached 
data, SIGIvLA lost 2% share from the start to the end of the year -- or at least as of 11/ 08, since I 
don't have the fina112jo8 data.) 

Sumt'huw, earllt'r lfll::; year,jll::;L a::; we were auullL vru~e::;.":; afltt'":;llumil uur 1/09 ttala Lu iJiFRA, 
LR decided not to go ahead with this DIFRA participation, nlisreading sonle of the l11arket 
competitive dynamics inc1uding the ARRA/llA threat, which really came dovvn from the 
jJolitical "vind.s outside AVl'\~'\TA and wasn't an initiative from l\lcV,Tane. V,Thile this .step, unvvi.se as 

Confidential 
FO!A Exempt 



it waR, ,eemed to be an i,olated one witb little consequence, now seems to haw precipitated the 
strong and drastic reaction from Tyler by way of the unfavorable revision of the entire Price List. 

vVe took SOlne comfort even mnidst the tlllTIultuOllS Inarket tllnnoil during the 2nd half that 'we 
were not losing market share .. .' largely from our cursory review of the DIFRA data and informal 
'customer checks', we just didn't probe how the other two (Tyler and Star) were faring. However, 
from our investigation and close review of competitive trends in 08, it now seems clear that we 
actually lost 2% -- fairly sizable -- as the CUMULATIVE data clearly shows. In addition, Tyler is 
likely to have lost 4%-5% as well. So, by 'imple deduction, Star ha, usurped about 5% - 6% or 
about 5,000 MTto 6,000 MT just in one year! While our casual 'fact checks' with HDS, 
Ferguson -- who cannoL be Lrllsled nor even ex peeled La reveallhe accurale facls -- dId nol allesL 
to Star's ciandestine grab of market share, I had been sensing from the glimpses into their 
market tactics, their supply chain activity etc that they were indeed stealing market share. \lVhile 
they may have avoided the high profile targets like Fergnson and even HDS and may have also 
astutely avoided SIGlvLA's primary accounts it's dear that they honed in on traditional Tyler 
accounts -- independents and even the RDS which is quile decenlrali/,ed and undisciplined -- la 
siphon off sizable volume from Tyler ... 

So, having lost 4% -5% in 08 and having seen that both SICl'llA and Star abruptly suspending 
the DTFRA reporting, Tyler seems to have conc1uded that our decision v.'as to conceal our 
continuing market share grab! Having seen pricing too go completely out of control, ~;\'ith 
rampant net unit pricing -"'''1/0 any regard to List/!Vlultiplier practice, especially in the 
Medium/Large range, Tyler seems to have chosen to revise the Price List in such a simplistic but 
hugely destructive manner .. _ 

It's unclear as to if and how our bold stand to defy Tyler's pricing revision and our own efforts to 
commit to a new pricing discipline would succeed. But, we now need to move s\'\.'"ift]y to control 
the damage created and the first step is to report our YTD data to DIFRA ASAP to restore the 
badly dented competitive confidence ... 

RK2-->PLEASE COMPLETTHE DIFRA-1208, AS I HAVE ONLY 11/08. PLEASE USE THE 
ATTACHED SHEETTO UPDATE THE 12/08 DATA. 

ALSO, PLEASE PREPARE THE DIFRA-09 DATA BY EACH OF THE 4 MONTHS AND SEND 
TO TB/VP/LR TO REVIEW IT AND THEN FORWARDS TO DIFRA, ASAP. 

regards, 

'v'ictor iPais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
",-p(;))sigmaco.c"Om 
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it waR, ,eemed to be an i,olated one witb little consequence, now seems to haw precipitated the 
strong and drastic reaction from Tyler by way of the unfavorable revision of the entire Price List. 

vVe took SOlne comfort even mnidst the tlllTIultuOllS Inarket tllnnoil during the 2nd half that 'we 
were not losing market share .. .' largely from our cursory review of the DIFRA data and informal 
'customer checks', we just didn't probe how the other two (Tyler and Star) were faring. However, 
from our investigation and close review of competitive trends in 08, it now seems clear that we 
actually lost 2% -- fairly sizable -- as the CUMULATIVE data clearly shows. In addition, Tyler is 
likely to have lost 4%-5% as well. So, by 'imple deduction, Star ha, usurped about 5% - 6% or 
about 5,000 MTto 6,000 MT just in one year! While our casual 'fact checks' with HDS, 
Ferguson -- who cannoL be Lrllsled nor even ex peeled La reveallhe accurale facls -- dId nol allesL 
to Star's ciandestine grab of market share, I had been sensing from the glimpses into their 
market tactics, their supply chain activity etc that they were indeed stealing market share. \lVhile 
they may have avoided the high profile targets like Fergnson and even HDS and may have also 
astutely avoided SIGlvLA's primary accounts it's dear that they honed in on traditional Tyler 
accounts -- independents and even the RDS which is quile decenlrali/,ed and undisciplined -- la 
siphon off sizable volume from Tyler ... 

So, having lost 4% -5% in 08 and having seen that both SICl'llA and Star abruptly suspending 
the DTFRA reporting, Tyler seems to have conc1uded that our decision v.'as to conceal our 
continuing market share grab! Having seen pricing too go completely out of control, ~;\'ith 
rampant net unit pricing -"'''1/0 any regard to List/!Vlultiplier practice, especially in the 
Medium/Large range, Tyler seems to have chosen to revise the Price List in such a simplistic but 
hugely destructive manner .. _ 

It's unclear as to if and how our bold stand to defy Tyler's pricing revision and our own efforts to 
commit to a new pricing discipline would succeed. But, we now need to move s\'\.'"ift]y to control 
the damage created and the first step is to report our YTD data to DIFRA ASAP to restore the 
badly dented competitive confidence ... 

RK2-->PLEASE COMPLETTHE DIFRA-1208, AS I HAVE ONLY 11/08. PLEASE USE THE 
ATTACHED SHEETTO UPDATE THE 12/08 DATA. 

ALSO, PLEASE PREPARE THE DIFRA-09 DATA BY EACH OF THE 4 MONTHS AND SEND 
TO TB/VP/LR TO REVIEW IT AND THEN FORWARDS TO DIFRA, ASAP. 

regards, 

'v'ictor iPais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
",-p(;))sigmaco.c"Om 
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From: 

Sent: 

To: 

SUbject: 

Rick Tatman <Rick.Tatman@tylerunion.com> 

Sunday, December! 3,2009 9:50 P~v1 

Leon G. McCullough <Leon.McCullough@cIO\vvalve.com>; Thomas Walton 
<Thomas.W alton@mh-valve.com> 

Price Increase Df\\TF 

Attach: Util Mult Map-BLENDED LP509i.pdf;Util Mult Map-DOMESTIC LP5091 3-
12.pdf;Util Mul! Map-DOMESTIC LP5091 14-24.pdf;DlWF Non-Domestic Pricing Nov 
ReporLXLS 

\,tVould it be possible to meet @ 2pm on Monday? 

For your reference! have attached November's pricing report on non Domestic fittings and the current mu!tiplier maps. 
One of the tabs on the pricing reports lists the states in descending order of price discounting verses published. 

Non Domestic: 
~ For the prior 3-month period the average sell point is 93% of published pricing 

o The Southeast and Pacific ~~orthvlest have some of the deepest discounts 
o The higher published rnultiplier tTlarkets tend to sell at a deeper discount 

• Whiie not yet refiected in the data, we're picking up that Star is now offering a 0.25 (89% of pubiished) in Caiifornia 
and 0.28 (87% of pubiished) for OR, WA, iD. We suspect this is on reaction to the Ferguson shift to TyierUnion. 

Domestic: 

• As pubiished, Domestic pricing is i .7X of non Domestic for (3"-i2") and 2.iX for (i4"-24") 
• ACIPCO's claimed published Domestic (30"-48") pricing is 2.8X of non Domestic 

• Per our MDA with Sigma: 
o Pricing is set @ 80% of our Published multipliers 

o Sigma (and in theory Ty!erUnion) is supposed to sell within 98% of the published levels 
: VVe don't expect Star to be able to significantly be able to influence domestic pricing until latter in 1Q 

• \,nV'ith the stance on supporting our domestic brand, we're going to have to carefully consider our strategy with 
addressing Star's domestic price actions. 

\lVhile \ve can certainly generate some incremental price $ on Domestic during 1 Q, I'm concerned about hOVJ that will fit 
\Nith OLlr Domestic pricing strategy verses Star and the current spread 'Nith non Domestic pricing. 

On non Domestic, ! don't think there ·\lvi!! be too much tracti n on a genera! double digit increase VVe may have the ability 
to net some price in the market areas that are currently se! ng above 95% of published. I've given a reference example 
on the tab !abeled "Potential Price !ncrease" The obvious ssue with this reference example is the amount of net price 
achieved. 

Certainly up for discussion .. 

VP & Givi - TyieriUnion 
(903) 882-2440 
ri CK. tatma ncroiyieru nio n. co m 

www.tylerunlon.com 

Confidentia! TU-FTC-0249663 
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and 0.28 (87% of pubiished) for OR, WA, iD. We suspect this is on reaction to the Ferguson shift to TyierUnion. 
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• As pubiished, Domestic pricing is i .7X of non Domestic for (3"-i2") and 2.iX for (i4"-24") 
• ACIPCO's claimed published Domestic (30"-48") pricing is 2.8X of non Domestic 
• Per our MDA with Sigma: 

o Pricing is set @ 80% of our Published multipliers 
o Sigma (and in theory Ty!erUnion) is supposed to sell within 98% of the published levels 

: VVe don't expect Star to be able to significantly be able to influence domestic pricing until latter in 1Q 

• \,nV'ith the stance on supporting our domestic brand, we're going to have to carefully consider our strategy with 
addressing Star's domestic price actions. 

\lVhile \ve can certainly generate some incremental price $ on Domestic during 1 Q, I'm concerned about hOVJ that will fit 
\Nith OLlr Domestic pricing strategy verses Star and the current spread 'Nith non Domestic pricing. 
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I I _current .1 I I Actual I ,I- I _A~:ra,ge .1 I I Actual I ,I- I 
illyui"" AY"'<lY" i"Y<.>i"" AY"'<lY" 

., 
I 1 l'uiJii,.ir"u 1 

1 Invoice @ List 1 
1 A",u<ll 't,UI 1 I <'>""<lY" 1 I'uu",.""u 1 

1 Invoice @ List 1 
1 A",u<l1 -r, <'>1 1 1<'>1111<19" 1 

State MultIplier Amount Multiplier Published InVOIced MultIplier Amount Multiplier Published InVOIced 

I~~, I 25 I "'1')$~::1 ~!~'~:~I 249 I 99% I J 250 I ,,~~~'~~!I ,,!~~'~~~I 250 I 100% I o~1 25 250 100% 250 250 100% I;;;" I I ·····,1 ·····,1 000 I I ·1 250 I .. ··"301 '"~$1:32ol 250 I 100% I ·1 
IWI 

! 
25 I $28.409 1 $115,367 1 246 I 98% I 131 250 I $82.414 1 $328,722 1 250 I 100% I 361 ,ALL 0.283 $3,218,388 , $13,184,020 0.244 93% 1.434 , $10,518,079 $42,838,299 , 0.245 93% 4.730, 
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MI 250 ~~~~,~~~I -~~~,~~~I 250 100% 6~1 0:27 8,0% 92J'I% 98%.or.Gr€ffiE:f.plim;:3.mmlths 
iviN .250 '1>10.;1,40::> '1>0::>'::,10"" .250 iOO% 0,:2! 0.0% 92.6% 98% or .. reaier lioi.3monirn> 
VT .250 $330 $1,320 .250 100% 0:27 8.0% 92.6% 98% or Greaierpliofo3 months 
WI 250 1 w, ~~~'~~:I ~}:~~'=~~I 250 100% • ,;:1 027 8.0% 92.6% 98% or Gr<'lAt~rprioc3 months. 

ALL I "'~'~'~'~'~I .. ~~,U~~,~~~ I 0.245 #REF! ~,,~~, Nm:CI"-.an~ 1.$% 

Confidential TU-FTC-0249670 



report of biended filling saies anaiysls homeofflc 

,-----r------+=::::::;:::;. . I . c;:::::::::::; 
I ' I I Actual % of I Tonnage I P:~~;:~:d I Invoice I 'I I Actual % of I 

Account Customer 

, I 

•

,'ii. I ',.,.,.,. 

, I,,' , ~ 
I 

ij
l." .. , ' 

.. II' :',,' '. 

, , 

II I ,I, ii' 

1 'I 1 

Confidential 

Invoice@ List Multiplier Published Invoiced Multiplier Amount Involce@Llst Multiplier Average 

I 

I 

J=, I 

~ I 

I 

I 

, I 

I 

'I 
I 

I 
, I 

, I 

I 
i ,i 

I 
I 

, .1 

I 
I
I 
I-

I 

I 

I 

I 

. , 

TU-FTC-0249671 

CX 0347-009

PUBLIC

report of biended filling saies anaiysis homeofflc 

"' I 
I I Aoto.' 

Po Ii h~:f P:~~::~:d I 
I,""" 

Adu .. i 

~mo~nt 
% of 

':~ 
, i ,/ij) i Mo' 'Iier Invoic~( Mull lier Mo' lier A' ". " I 

" 
I I I I 

I, , I I I I 
I , , I I I ul 

I~ 
, 

, I, , t I I I I 
I , I I I I 
I I I I I 
I , I ,~I I I , 

I!~ 
" , , , 

, I I I I , , 

I I I I 
I 

, 

I I I I , , 

I , I I I I 
" 

, ii' , , , 

I 
, 

I I I I 
" !. , 

I , I I I I 
I I I I I 

, I ~ 
, , I I I I 

" I I I 'I i III I I I I , I',', I I I I 
I' , I I I I 
I ' , I I I I 
I' 'ri ' , I I I I 
I 

'" , , , 
, I I I I 

I' , , , I I I '., 
" ~ 

, 
"~' 

I I I I I 

Confidential TU-FTC-0249671 



I 
Account I 
, I 

I 

I 

I 

I 

I 

I 

I 

I 

I 
I 

Confidential 

Tonnage 
Invoiced 

report of biended filling saies anaiysis homeofflc 

TU-FTC-0249672 

CX 0347-010

PUBLIC

report of biended filling saies anaiysis homeofflc 

I 

Confidential TU-FTC-0249672 



C",'om., 

Iii''':,'','''' 
, I' "", " ,'@ 

I "EW;:R~UPP -Y 'NC 

I I~, ' 
I' ""', r 

I" ! .,11, II I.!! 

~ I,' , 

I; , I,' 

I ' , 
I, , 

I 
I I I 

" , 

I" ' 

~II'I , , 

I 

Confidential 

report of biended filling saies anaiysis homeofflc 

,,,,au,,,1 Aclu"j % uf TUIIII"9" P:~~;:j~:u 
Ilnvoice@Lisl Multiplier Published Invoiced ~ 

" 

I I 

I ~ I 

99% 

I 
,I 

I I I 
I I I 

I I I 
I I I 
I I I 

I 

I 

II 

I I 
I I 

,I ~. 
I ~ I 

, , 

-

I 

I 

I II 
1-,1-, I 
I I 

, I I 
I I 

TU-FTC-0249673 

CX 0347-011

PUBLIC

Account Customer 
I 

• I I. 

I I 

I 

". ! "I. 

~ riD 
:::::: ;;'CULVER;'! {INC 

I 1.1 I. !.I 

I" I" I 

I I 

""i I I 

Confidential 

report of biended filling saies anaiysis homeofflc 

II II "O~o.! II Ado"' % of II TO"""90 p::~::,;:u 
Iinvoice@ List Multiplier Published Invoiced Multiplier 

I I I I 

I I I I 
II I I 

1 1 1 1 

1 $17~::i I::: 1 ::~ 1 

1 1 1 1 

I I I I 

1 1 1 1 

1 1 1 1 

jllvui"" 

Amount ! I M:::::~' I ~o,:.~,Of I 
1 1 1 
I I I 
I I.. I 
I I~I 
1= =1= d I· I ,-----I 
I I '-----I 
I I I 

;:::;:1::: 1 ;,9;~ 1 

1 1 1 

1 1 1 

I I I 

1 1 1 

1 1 1 

TU-FTC-0249673 



report of biended filling saies anaiysl5 homeofflc 

Tur"'<lY" 

~"t '",oi,.d 

" 

I I , 

I 
I 
I 
I 
I , 

I 
I 
I 
I 
I 
I 
I 

~ 
I 
I 
I 
I 
I 
I , 

I 
I 
I 
I 

III 

Confidential TU-FTC-0249674 

CX 0347-012

PUBLIC

I I 
I Account I 
1
136970 

I I; ;:::; I 
1
109114 

I 115700 

I::~::: I 
1'°00"' I 
102185 

1
100248 

I 
I~~~~~~ I 

1
131903 

I 109142 

I:~:~:: I 
I:;;;;; I 
1
138160 

I 
I~~~~:~ I 
1100870 I 
123387 

I;~~~~~ I 
I:;;;~: I 
1"0734 I 
I~~???~ I 
11L:l:<ljl I 
119610 

1132754 I 

I;;;::; I 
1"2060 I 
I~~:~~~ I rU

::>411 I 
111210 

1115170 I 

I;;;;;; I 
1
136975 

I 
I;~~;~~ I 
1-ILLI>4tl I 
130332 

1138325 I 

Confidential 

report of biended filling saies anaiysis homeofflc 

TU-FTC-0249674 



I' " I 
'I I j- I 

I I, 

I I I 
I I I 

,i I~;, 
I~ 

Confidential 

report of biended filling saies anaiysis homeofflc 

.",au",1 Aclu<lj % uf TU''''''9'' P:~~;:i~:u 
Ilnvoice@Lisl ~ Published Invoiced I 

c- -I=i I 

I ~ I 

I 99% I 

I I 

I I 

I =i I 

I I 

I 
,I 

I 

I 
I 
I 

'I 

I I 
I I 
III 

_,1 

I 

,I-
I 
I-I-
I 
I , I 

I 

I 

I 
~I 

89% 

I I 

I I 

I I 

I I 
I I 

TU-FTC-0249675 

CX 0347-013

PUBLIC

Account Customer 

"1 I 

" "i 

~ ~S;Ly~g'NC , 

I 
I 

" '~ , ! , 

I I 
, 

I 
'I 

I I , , 
I 

, , 

I 
I 

, , 

;, 
I I 
I I I 

Confidential 

report of biended filling saies anaiysls homeofflc 

II II "O~o., II Ado"; % of II TO"""90 p::~::;;:u 
Iinvoice@ List Multiplier Published Invoiced Multiplier 

I I I I 

I I I I 
II I I 

I I I I 
, 1 $1337:1::: 1 99% 1 

I I I I I 
, I I I I 

I II I I 
I I I I 

illvui"" 
Amount , I M:::::~' I ~o,:.~,Of I 

I I I 

I I I 
I =1= =1 
I I ~I 
I I I 

i15i::I;~: I :::1 I 
I I I 
I I I 

I I I 
I I I 

~I I I 
I I I 

I 

, , I 

TU-FTC-0249675 



Tur"'<lY" illi"' '",oi,.d 

II 
I 

~I 
I 

~I 
~I 

I 

I 

" I 

I 

Ii 

I 
I 

Confidential 

report of biended filling saies anaiysl5 homeofflc 

TU-FTC-0249676 

CX 0347-014

PUBLIC

report of biended filling saies anaiysl5 homeofflc 

Tur"'<lY" 

Account Invoiced 

~ 

:i:::: 

, 

Confidential TU-FTC-0249676 



~"t C",tom., Iinvoice@ i 

,~ 
I,' 

1 

II 

I .. 1 

, i 

Confidential 

report of biended filling saies anaiysis homeofflc 

"","", 
Aclu<lj % uf 

~ Published 

1 1 1 1 

1 1 1 1 

1 1 1 1 

1 1 1 1 

000 I I I :250 I 

jllvu;"" 

Amo", 

, 

, 

1 

1 

1 

1 

1 

:::007 . I 1! 

1 1 

1 1 

1 1 

1 1 

:255 I 102% I 

TU-FTC-0249677 

CX 0347-015

PUBLIC

Account Customer 

, i. 

I I I 

I I I 

~ 
; 

:;:i;; ~Hi ~7RUGGS CO 

Confidential 

report of biended filling saies anaiysis homeofflc 

I I "O~o., I Ado"; % of I TO"""90 
Iinvoice@ List I Multiplier I Published I Invoiced 

I I I I 

I I I I 
I I I I 

I I .::: I I 

p::~::;;:u 
Multiplier 

jllvui"" 

Amount , I M:::::~' I ~o,:.~,Of I 
I I I 

I I I 
I I I 
I I !=I 
I I I 

~49681 .. 250 I 100% I 
",,",I .", I'"'' I 

TU-FTC-0249677 



report of biended filling saies anaiysis homeofflc 

Tur"'<lY" 

Confidential TU-FTC-0249678 

CX 0347-016

PUBLIC

I I 
I Account I 
1
128749 

I I;;;;;: I 
1
131325 

I 133760 

I:::~:: I 1'°'·00 I 138599 

1
138915 

I 
I~~~;~~ I 

1"7990 I 120118 

I:::::~ I 
I:;;:;; I 
1120775 1 

Confidential 

Tur"'<lY" 
Invoiced 

report of biended filling saies anaiysl5 homeofflc 

TU-FTC-0249678 



Confidential 

I 

I 

SFX Customer 
, : 

report of biended fliling sales analysIs 

Address 

TU-FTC-0249679 

CX 0347-017

PUBLIC

i.t,1 I 
I' I ,,,I : 

I, I 
I II J I 

I 

I I ,,' ;" 
1 I I I 

Ii I 

I 

I I 
i I 

I, I ::~ 
I I : 

I" I 

I i I 

: 1 I 

I I 

~III ~I I 
~I I 
~,Bi, 

Confidential 

report of biended filling sales analysIs 

d"" 

I I 

~ " I 
I 

'iI' 

!I' , 
I I 

'I I 
I I i 

I 

II 
~ I 

I 

I 

I 

TU-FTC-0249679 



report of biended fliling sales analysIs 

I P:~~:;~:d I 
I 

I Tonnage I Li,' I :~::;::, Actual % 

State Invoiced I Multiplier Invoice Amo unt Invoice @ I Published Invoi;:~ 

I I I I I 

I I I I I 
, " I I I 

I, 
I 

, I 
I 

" I I I I I f::: ~ I I I I 1= I I I I I~ f::: ~ 
I I I 

I, I 
I I 

I, 

I I I I I 
I I I I I 
I I I I I :--f-
I I I I- f- :--f-

I, :--f-
------. ,I f- :--f-

I I I I j-
I I I I jf,f I 
I I I I I 
I I I ,I ' I-
I I I I 'I-

I I I I I I I 

I I I I I , 

I I I I I 
I I I I I 
I I I I 

, , 

I 
I I I I I .. 

I I I I I 
I I I I I 

Confidential TU-FTC-0249680 

CX 0347-018

PUBLIC

report of biended filling sales analysIs 

, 
Ado,' I 

I ~::o;::: 
_A::,~,e , 

1'"'OiOe Amo, "te 
Pobli'hed I :~:'"::, I ~o:o:' ~::f I ~:,:;::: I Mu i lier , , 

I I I " I I 
I I I I I 
I I I I I , , , 

I I I I I 
I I I I 'I 
I I I I I 

, 

n I I 
, f------i • ' I 

I I 
I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I " , I I I , I I I I I , 
I I I I I 
I I I I I 
I I I I I 
I I 

'.' 'I 
I I 

I I I I I 
I I I I I 
I I I I I 

Confidential TU-FTC-0249680 



~@i"t'SFX 

~ 
~, I .. 

',fl r~.~~ 
~1;i945IHD' 
~I' I"~~ 
;;:::1 I ~ 
5=1 I' , 

I I:, IJ 
,----I I ~ 
: H " Itfufu, '9'Fc' 

I II'EITuS 
" I I' 

\ I I I I I I 

I, I 

I I 
I I 
I I , 

i=.~I~ , 
I I I I 

Confidential 

report of biended fliling sales analysIs 

, , 
I, 

. . 

, Ii I 
I 

, I 

~~ :i28~~14 " , 

I 

I i m· .. ~ 
~ 

Ii I i I , 

I 
~ 

, 

I , 
, :,' I 

I 
, , 

" I 
I 

I 
, I 

, . I 
I , 

, 

, , I 

I I 
I I 
I I 
I I , 

~: I il I 
I 

I 

I 
I 

I I 
I I 
I I 
I I 
I I 
I I 
I I 

I I 
I I 
I I 
I I 
I I 

! .~·~:~::"II Ad""' %"f 
I I ~~~;~,7;r I Published 

~ I 

:~;:: I 

I 

I 
I 
I-
I 

I 

I 

I 

I 

, 

I :::1 

I 

I 

I 

I 

I 

I 

I , 

TU-FTC-0249681 

CX 0347-019

PUBLIC

report of biended filling sales analysIs 

Customer 

I I 
St,t, I Aooooot ISFX Address 

Sob i F~:~i~~::U. .. I .~:;:~~, I Ado,; % "f I 
I Person I Multiplier InVOice Amount InVOice @ List I Multiplier I Published I 

I· 1 
I 

.1 .. " I I I 
I I 

I I I I I 
I~III. 
. I I I 

I I I 
I I I 

. I I I 
I~ I:::::: I:~: iHDiu, I :::::~: ::::: :~;:::I;:: I :::1 I 

I I I I I 
I' I I 

'I I :, 
: I I 

" " i 
, 

I 

I I I 
I I I 

: I I' 
I, I 

I • • : 

, , 

~ I I I 
I I I 

I I 
I' I' 

, I I 
I I 
" 

, ". 
I I I I 

Confidential TU·FTC·0249681 



report of biended fliling sales analysIs 

1 1 1 1== i= C-f-
I 1 1 1 1 1 

c-f-

1 1 1 1 1 

1 1 1 1 1 , , , , 

1 
il 1 1 

$ 
1 

1 1 1 1 1 

1 1 1 
1==:1 

1 

1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

i 
1 1 1 1 1 

I 1 1 1 1 1 

:: 1 1 1 1 1 

1 1 1 1 1 

" 1 1 1 1 1 

1 1 1 1 1 
I, 

1 1 1 1 1 

1 'I 1 
" 'I 1 

1 1 1 1 1 

1 1 

I 
1 1 1 

11 i I 

I I I I I 

Confidential TU-FTC-0249682 

CX 0347-020
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report of biended filling sales analysIs 

I 1- I_A~:ra.ge .1 I I Actual I- . I- I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'0.' % 0' I ,o"".,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

I~~ I I .320 I !~'~~:I $~:'~~~I 279 I 87% I 21 
.320 279 87% 

IINA I 141 .320 I $81:6171 $290:6701 280 I 87% I "I 
IWA I I .320 I $3.34°1 $11.918 1 280 I 87% I :1 WA 320 $11 881 $42435 279 87% 

I~~ I '1 320 I $3~~~~1 $12~:~~1 279 I 87% I '1 1'0" I I 320 I '0001 ,"001 279 I 87% I I WA 320 $985 $3.520' 279 87% 

IAL I '1 
250 I ~~~';~~I ~~;.~~~ I 222 I 88% I :1 250 220 88% 

I~- I I .250 I $1~:6~;1 $~~:~1~1 220 I 88% I ;1 
10H I 21 

.250 I $27.265 1 $122.335 1 222 I 88% I ';1 OH .250 $9,112 $41,362 220 88% 

I~.~ I I .320 I !~:'~;:I $~~~'~~:I 282 I 88% I ':1 

I~ I " 
.250 I '" .0°°1 m.oool 221 I 88% I ;1 .280 $5,764 $22,919 251 89% 

I~ I ;1 
.280 I $35,397 1 $141,473 1 250 I 89% I 1~1 280 q:177<;<; q:7n 1':7R 251 89% 

leo I I 250 I Y$~:79~1 $21:509 1 223 I 89% I 21 

ICC I "I 250 I $111,8771 $500,28°1 223 I 89% I 5~1 PR 250 $2,309 $10.266 224 89% 

I~~- I 71 250 I !:~'~~:I $~~~'~~~I 223 I 89% I 4~1 
I~"LM I I 

320 

I "~~:~~~I "~~:~~~I 
20!) 

I 
09% 

I "I .250 226 90% 

ICA I :1 
.280 I $16,417 1 $64,709 1 253 I 90% I J "' .250 q:,<; 177 <1;111 RRq 225 "lnO.?, 

IFe I 41 .250 I ~6~:~2?1 ~~O~:6~~1 227 I 90% I ;;1 

I" I ~I 
.2~O I :j;(U,:<4!::l1 :)J1U,~;:;JI L,Ej I !::IU% I J:I 10 .320 $11.198 $38,691 289 90% 

I~~, I 71 250 I $~:'~~~I $1?~':~:1 227 I 90% I 19
1 

I~~ I ,I 250 

I $~~:~~~I $;;:~~~I 
225 

I 
80% 

I 51 250 228 90% 

ITN I 'I 250 I $19,921 1 $88,018 1 228 I 90% I 1~1 \/\/A "'0 .<1;7 RRR 'l;'R ,\<\q qO% 

I" I 31 250 I ~~2:1331 ~18;:3~61 229 I 91% I 20
1 

" " .,;:;,0 :);:;u,o{u :)J:;'·1,4;:;8 "L8 8i% jo FL .250 $6,496 $28,245 229 91% 3 

Icc :~I .250 ~~;~'~:;I !!~~'~~:I 229 91% ;~I 
I~~ "; I .250 

~$~~:;7~1 $1~~:6~71 
222 21% 

;;1 .250 229 91% 

ICC ,I .250 $3,699 1 $16,086 1 229 91% 
:1 "' ?!'iO $1E'> 517 $71 81!'i ??!'l 1'11% 

I~~ ,I 250 ~~:~~~I ~~~:~~~I 229 91% 
:1 250 :)IO,I>O{ :tlJI,IIJ 229 9i% FL 250 $166 $722 229 91% 

IFL 271 250 $110,0221 $479,9991 229 91% 541 
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CX 0347-021

PUBLIC

report of biended filling sales analysIs 

I I 
St,t, I Aooooot ISFX Customer Address 

Sob i F~:~i~~::U. .. I .~:;:~~, I Ado,; % 0; I 
I Person I Multiplier InVOice Amount InVOice @ List I Multiplier I Published I 

,I I : ", I I I 
I I ' 

; I' I : I I I 

'1" 

~ I I I 
~ I I I 

I ::::: .25 $2,62: $1141,1::: I 91% I 

I I I 
'I I I 

I I I 
I I I 

I, I 

I I 
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, I I I , 

" 

I I I I I I I 
I' I , I I 
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report of biended fliling sales analysIs 

TU-FTC-0249684 

CX 0347-022

PUBLIC

report of biended filling sales analysIs 

I 1- I_A~:ra.ge .1 I I Actual I .. I- I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'°·; % 0' I ,o"".,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

IFL I ;1 
.250 I !:!'~~!I $!:~'~~~I 229 I 91% I ':1 .250 229 91% 

liN I ;1 .250 I ~ $9:7841 $42:5401 229 I 91% I ;1 

IKY I :1 
.250 I $22.626 1 $98.708 1 229 I 91% I 10

1 KY 250 $52018 $226167 229 91% 26 

I~~ I ..I 250 I ~:~:~~~I _~:~ ::~ ~ I 229 I 91% I ~~I 
I'"" I ';1 

250 I '0<00'1 "0°"°1 228 I 91% I °;1 NC 250 $7.775 $33.808 229 91% 

INC I ,I 250 I $!~':~~I !~~'!~~I 229 I 91% I :1 250 229 91% I;; I I .250 I $~; :4~21 $4~:~~81 229 I 91% I ;1 ISC I :1 
.250 I $7.526 1 $32.723 1 229 I 91% I ,;1 SC .250 $21,274 $92.498 229 91% 

I~~ I I .250 I $::~~:I $:~'~~~I 229 I 91% I 21 

I~; I I .250 I ,0" I ,<·,.°1 229 I 91% I d .250 $5,747 $24,989 229 91% 

ITN I :1 
.250 I $7,724 1 $33,583 1 229 I 91% I :1 I/Il. 250 q:11 .,0::"1 q:,jJ:l"1"1O:: 229 91% IVA I ,I 250 I $57:976 1 $252:74°1 229 I 91% I 281 IVA I ~I 
250 I $12,701 1 $55,704 1 '" I 91% I :1 VA 250 $9,858 $42,861 229 91% 

I~A I ~ I 320 I $~:'~~~I ~~~'?~:I 293 I 91% I ;I 
I~~ I ;1 

250 

I $;~:7;~1 $~~~:~~~I 
230 

I 
92% 

I ,;1 .250 231 92% 

IFL I .1 
.250 I $10,936 1 $47,335 1 231 I 92% I ;1 "' .250 'l;ql1',l q:'lJ:l 7HO:: 232 q.,o.l, 

I" I I .250 I '-";;1 ~~~:~3~1 232 I 92% I I 
I" I I .2~O I :j.b,Ub4 1 :ti:<b,U4!::l1 :<J:< I !::IL% I ~I GA .250 $4,337 $18,688 232 92% 

E~~ I ..I 320 I !~~'~~~I ~!~~'~=~I 297 I 92% I .~I 
I~~ I "I 250 

I ;~~:;~~I ";~~:~;~I 
230 

I 
82% 

I -;1 250 231 92% 

INC I 1~1 250 I $49, 161 1 $213,442 1 230 I 92% I 2:1 NO ?liO "1? O'l.:1 ""? 1H.:1 q?% 

INC I 21 250 I ~22:0861 ~94:9171 232 I 92% I 10
1 

NC , .L::>O :jl·14,tjUi;\ :jltj;j,"ltji;\ LJl >lL% , 
NC .250 $11,140 $48,218 231 92% 5 

IN' .I .250 ~~;'~~~I !~~'~!~I 231 92% 
:1 I;; ;1 

.250 
$;~:~881 $;;:~~~I 

230 82% 

;1 .250 231 92% 

ISC 
11 

.250 $9,06°1 $39, 118 1 231 92% 1:1 TN ?!'iO $3Cl 6R!'i $133179 ?30 !'I?% 

I:~ ~I 250 $~~:~:~I ~~::~~~I 232 92% 
;1 250 :jl:>,4bb :jlLJ,IJI 230 92% VA 2 250 $11,311 $49,173 230 92% 5 

Iwv 71 250 $14,5151 $63,0701 230 92% 71 
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Confidential 

report of biended filling sales analysIs 

Address 
S,1e> i F~:~i~~::u 

I Person I Multiplier Invoice Amount 

,," 

'j I j j 

II' 
I ::::: .25 

, , 

;, 
, 

,~ , 

, 
, 

, 
; 

, 
, 

, , , 
, 

, , 

, 
, , , . 

; , 
, , 

, , 

I .~:;:~~, I Ado,; % 0; I 
Invoice @ List I Multiplier I Published I 

I I I 
I I I 

; I I I 

.:..01 000 I 
"'"'I''' I . I I 

I I 

'I I 

" 

I I 
I I 

,I I 
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99% I 
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I 
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PUBLIC

report of biended filling sales analysIs 

1:°,"".,: p:::::,;:, I 
State I ;nvoiced MUltiPI:er I Invoice Amount 

I I 

, I I 
I I I II 
1 1 

, 1 1 I I I 
I~~ I~:: I $2:::~ 

1 1 

_$2~98123~ 1 94% J "","'1 Do 1 ,,% "I 

I I I 
I I I I I 

" I I 
I II 
1 1 1 

, I I 'I I 'I 
I I I I I , 

1 1 1 1 1 
1 1 'I 1 1 

, 1 1 1 1 1 
1 1 1 1 1 , 

, 
, I I I I I 
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State I Account I SFX Customer 
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Confidential 

report of biended filling sales analysIs 

Address 
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" , 
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S,1e> i P~:~i~~::U, " I .~:;:~~e I Ad",' % "' I 
I Person I Multiplier InVOice Amount InVOice @ List I Multiplier I Published I 

'I I I 
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I I I 
I I I 
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~ I I I 
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1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

1 1 1 1 1 

" 1 1 1 1 1 

I 
1 1 1 1 1 
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1 1 1 1 1 
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1 1 1 1 1 
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report of biended filling sales analysIs 

1 ~:;;:~~~ p:::::,;:, I I "0'"" I Ad""' % of To",,,,'1 
State Multiplier I Invoice Amount , , I ~:;:;~:, I Pobli,h,d Invoiced , I I I I I 

I I I I I 
I I I I I 

, I I I I I 
I I I I I 
I I 

f------' 
I I I 

I I I I I 
I I f-- I I I , 
I I I I I 

I~: 1 ;i: I ':; ~ '::: :::I;:~ I :;~ 221 I . I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I 

" I I I I I 
, I I I I I 

I I 
, 

I I I 
I I I I I 
I I I I I 
I I I I I 
I I I I I , , , 

I I I I I 
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report of biended filling sales analysIs 

Address 
Sob i F~:~i~~::U. .. I .~:;:~~, I Ado,' % 01 I 

I Person I Multiplier InVOice Amount InVOice @ List I Multiplier I Published I 

i , 

'I I I 

I I I 
I I I 
I I I 

I DOTHAN AL " AL ':::;1 I ::::: 

, 
'I::: 1 1 

iI' I I I 

I I I 
, , I I I 

I I I 

'i .. 
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i 

TU-FTC-0249690 

CX 0347-028

PUBLIC

report of biended filling sales analysIs 

I I. I_A~:ra.ge .1 I I Actual I- . I. I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'°·' % 0' I ,o"".,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

ITX I '~ I .250 I $~~'~~~I $;~~':~~I 245 I 98% I 4:1 
.250 247 98% IVA I '1 .250 I --,;;1 ---"551 247 I 98% I "I IVA I 111 
.250 I $1.064 1 $4.34°1 245 I 98% I "I WI 250 $58061 $234758 247 98% 

I~~ I 'I 320 I $5~:~~1 $~~:~~:I 319 I 99% I 21 

I"' I I 320 I '00°1 '" 00°1 
319 I 99% I 71 AL 250 $16.949' $67.813' 249 99% 

IAL I ,I 250 I ~,<$~~;I ~~;'~;~I 249 I 99% I ,I 250 249 99% 
I~~ I I .250 I $;:;~;I $;;:;~;I 249 I 99% I ;1 

IAL I I .250 I $39°1 $1.563 1 249 I 99% I I AL .250 $1,858 $7.433 249 99% 

I~: I I .250 I ~.$?::I !~';~:I 249 I 99% I I 
I~~ I I .250 I """'1 "··'°1 249 I 99% I I .250 $2,034 $8,139 249 99% 

IAL I ,I .250 I $2471 $9891 249 I 99% I .1 ., 250 ~1Q I':Q? ~7j:[ 71':"1 249 99% 

I" I "I 250 I Y'-$76sl Y$3:0631 249 I 99% I "I 
IAe I I 2" I $4,458 1 $17,833 1 '" I 99% I 'I Ae 250 $284 $1,138 249 99% 

I~~ I I 250 I !~'~~~I $:~'~~~I 249 I 99% I 21 

I~; I I 
250 

I ;~:~~~I $~~:~~~I 
249 

I 
99% 

I ,I .250 249 99% 

I~ I I .280 I $2,924 1 $10,443 1 279 I 99% I :1 .280 .~j:[ '<'<7 ~?<I 77R 279 <1<10.1, 

IAZ I I .280 I $1_:!~~1 Y~6:~;~1 279 I 99% I "I 
I~ I I .280 I :ti::S::S!::l1 :)1,:<1"1 :</'::) I ,::)!::l% I ,I .280 $3,641 $13,005 279 99% 

leA I 10
1 

280 I $51;~~:1 $1~:'~~:1 279 I 99% I 20
1 

I~: I I 
280 

I ;~~~I ;~:~~~I 
279 

I 
88% 

I I 280 279 99% 

leA I I 280 I $2,915 1 $10,413 1 279 I 99% I 'I 
I~~ 

?RO ',? 1 <I? .<1;7 R<I? <19% 

I I '80 I ~6:9251 ~2~:7331 279 I 99% I 21 
CA , .Li;\O ~i;\,::>LU :):;\U,4:;\U "L.f'::J '::J'::J% , 
eA .280 $3,976 $14,201 279 99% , 

leA I .280 !~'~~~I $~~':~~I 279 99% 'I 
I~: ,I .280 

$;:~;~I $;;:;~;I 
272 22% 

d .280 279 99% 

leA I .280 $4361 $1,558 1 279 99% ,I CA 7eo $5 om $17 RR4 ?79 1'19% 

I~: 'I 280 $~~:~~~I ~~~:~:~I 279 99% 1~1 
280 ~.j,·1.j4 .,"I"I,·I'::J.j 279 99% 

eA , 280 $11,502 $41,081 279 99% 4 
leA 21 280 $29,8591 $106,6411 279 99% 111 
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TU-FTC-0249691 

CX 0347-029

PUBLIC

report of biended filling sales analysIs 

I I 
St,t, I Aooooot ISFX Customer Address 

Sob i F~:~i~~::U. .. I .~:;:~~, I Ado,; % "f I 
I Person I Multiplier InVOice Amount InVOice @ List I Multiplier I Published I 

I' 1 I I I 
I I', 

I I I I I 
I I I 
I I I 

I :::::~: $2,5" $8,99212,9 I 99% I 
$322" $115,3181'" I ",'ro I 

" I I I 
I I I 

I I I 
, , I I I 

, , I I I 
F-I I : I: 1 
c-I I c-, , I I I 

I I '" ,',,, 

1",1 ~' 
, 

I I 
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I I 

I I 
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I . 

fslRlF~ 
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34 

TU-FTC-0249692 

CX 0347-030

PUBLIC

report of biended filling sales analysIs 

I 1- I_A~:ra.ge .1 I I Actual I- . I- I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'°0; % 0' I ,o""o,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

ICA I '1 .280 I $19~~~~1 $~;'~~~I 279 I 99% I 71 
.280 279 99% 

leA I I .280 I $9~3391 $33:3551 279 I 99% I 31 ICA I 31 .280 I $42.61°1 $152. 179 1 279 I 99% I 171 CA 280 $328 $1 174 279 99% 

I?~ I :1 280 I -~~·~~:I ~:::;?~I 279 I 99% I :1 
1°" I "I 280 

I '0000"1 '''0°'°1 279 

I 
99% 

I :1 CA 280 $3.558 $12.710 279 99% 

ICA I I 280 I ~;~~I !~'~~!I 279 I 99% I I 280 279 99% 
leA I I .280 I $~9~1 $;:;~;I 279 I 99% I I ICA I I .280 I $

542
1 $1.936 1 279 I 99% I 31 CA .280 $9,180 $32,788 279 99% 

I?~ I I .280 I $:::~~I $17..:~:~1 279 I 99% I 21 

I~~ I 11 
.280 

I '<001 '0<°1 279 

I 
99% 

I 31 .280 $7,548 $26,958 279 99% 

ICA I 1;1 .280 I $85,339 1 $304,783 1 279 I 99% I 34
1 c. 280 q:"""Q""",, q:1Q? 1':1"1 279 99% 01 

ICA I I 280 I Y;2:s3;1 Y·;9:051 1 279 I 99% I -'1 
ICA I I 280 I $1,756 1 $6,273 1 '" I 99% I 21 CO 250 $4,505 $18,023 249 99% 

I?~ I :1 250 I ~~~'~;~I ,,~~~'~:~I 249 I 99% I j 
I~~ I °1 

250 

I "~~:~~:I ";~;:~~~I 
249 

I 
99% 

I <;1 .250 249 99% 

ICO I :1 
.250 I $9,506 1 $38,027 1 249 I 99% I :1 en .250 q:1n R7R q:,,",,"i1"i 249 ClOO.l, 

Ico I I .250 I - -"75 1 y ~1:1?~1 249 I 99% I I 
I~~ I I .2~O I :ti:< ti1 1 :)1,1:<1j1 :<4!::l I !::l!::l% I 21 .250 $5,922 $23,689 249 99% IDE I I 250 I $3..:~~~1 $~~'!~~I 249 I 99% I '1 
I~~ I 11 

250 

I $1/~~~1 $;~:;~~I 
249 

I 
88% 

I ,I 250 249 99% 

IFL I ,I 250 I $9,432 1 $37,729 1 249 I 99% I 1~1 " ?liO 'l;?? A11i 'l;A1 RR1 Cl9% 

IFL I I 250 I T$1~2061 T ~4:8251 249 I 99% I I 
" .,;:;.0 :)::>4U :):<,"1 oJ :<4!::l !::l!::l% FL .250 $1,601 $6,406 249 99% 

IGA I .250 $17..:~;~1 $~2'~:~1 249 99% 71 

I~~ I 
.250 

;;;;1 $;:~~;I 
242 22% 

I .250 249 99% 

IGA ;1 
.250 $12, 191 1 $48,765 1 249 99% 

:1 (,;A ?!'i0 $76:>4 $:>05:>9 '49 1'19% 

I~: ;1 250 ~~~:~~:I ~~~::~~I 249 99% 
:1 250 :t>,;U,!::lbl:l :t>I:lJ,1:l14 249 99% GA 250 $2,989 $11,959 249 99% 1 

IGA 250 $5,8781 $23,5151 249 99% 21 
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CX 0347-034

PUBLIC

report of biended filling sales analysIs 

I 1- I_A~:ra.ge .1 I I Actual I- . I- I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'00; % 0' I ,o""o,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

I~ I J .250 I !~~':~;I <t~~;.~~~1 249 I 99% I j 
.250 249 99% ILA I ~I .250 I 'Wi447 I ''';1 :7911 249 I 99% I "'I 

I~ I ;1 
.250 I $10.788 1 $43. 154 1 249 I 99% I ;1 250 $8737 $34949 249 99% 

I~~ I 'I 250 I $~~:~~~I $~::~~:I 249 I 99% I 51 

I"" I I 250 I ""'°1 ".0°1 249 I 99% I I MA 250 $917 $3.669 249 99% 

I~: I '1 
250 I $12~?~~1 $48~~~~1 249 I 99% I 51 
250 249 99% 

I~~ I I .250 I $4~~~11 $17~9;~1 249 I 99% I ,1 

IMO I 31 
.250 I $21.524 1 $86.749 1 248 I 99% I ':1 MO .250 $13,180 $52,721 249 99% 

I~~ I '1 .250 I $8..:~~:1 $:~':;:I 249 I 99% I 31 

I~; I I .250 I ;~~~I ~"$~~~I 
249 I 99% I I .250 249 99% 

1
M' I I .250 I $1841 $7381 249 I 99% I I ~! I 250 q:17? q:"::RQ 249 99% 

I~' I I 250 I $4~5471 $18~1891 249 I 99% I '1 

1
M' I 11 

250 I $4,432 1 $17,731 1 '" I 99% I :1 M' 250 $9,035 $36,141 249 99% 

I~~ I 31 250 I ~~~'~~~I ~~~':~~I 249 I 99% I :I 
I~~ I 11 

250 

I ;~~:~~~I ;~~:~~~I 
249 

I 
99% 

I ;1 .250 249 99% 

IMO I I .250 I $2,05°1 $8,202 1 249 I 99% I ,I Mn .250 .<I;""R1 <I;?? ?<I" 249 ClCIO.l, 

IMO I I .250 I ~~:O~51 ~~6:3~~1 249 I 99% I ;1 

IMU I ~I 
.2~O I :j.i:i,~::141 :ti::l4,1::1i:i1 :<4!::l I !::I!::I% I 1~1 MO .250 $34,295 $137,310 249 99% 

I~~ I I 250 I !:~'2~!1 !~?'~~~I 249 I 99% I ~I 
I~~ I I 

250 

I ~ ~~:;~~I ;7~:~;~1 
249 

I 
88% 

I ;1 250 249 99% 

1
M3 I I 250 I $3,782 1 $15, 131 1 249 I 99% I :1 M, ,,?O ',? A,\7 ',A ?<I? Cl9% IMT I I 320 I $~2371 $13~2~11 319 I 99% I '1 
!¥II .oSLO :j.L::>L :j.li:ii:i :;118 8!::1% NC .250 $2,800 $11,202 249 99% 

I~~ .I .250 ,""A$~~:I ,""7$:~:1 248 99% J 
I;~ "I .250 '·,;;;1 '·,;;;1 242 22% 'I .250 248 99% 

INO ,I .250 $2,596 1 $10,386 1 249 99% ~;I NO ?!'iO $7Cl 7!'i9 $?f!~ O~7 ?49 99% 

I~~ I 250 ~:~:~~:I ~~~:~~:I 249 99% 
;1 250 .,·loS,·I::>oS .,::>L,t'l::> 249 99% NE 250 $2,267 $9,069 249 99% 

INE 250 $981 $3941 248 99% 
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TU-FTC-0249698 

CX 0347-036

PUBLIC

report of biended filling sales analysIs 

I 1- I_A~:ra.ge .1 I I Actual I .. I- I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'°0; % 0' I ,o""o,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

I~; I '1 
.250 I !:'~~~I $~~';~:I 249 I 99% I 'I .250 249 99% IN; I 41 .250 I $10:7731 $:;3:0931 249 I 99% I 41 

INJ I 'I .250 I $10. 116 1 $40,467 1 249 I 99% I 41 NJ 250 $1 440 $5761 249 99% 

I~:. I .1 
250 I ~_$~~:I ~_.$::~I 249 I 99% I J 

1'"'"' I 'I 250 I "·"1 ,< '''°1 249 I 99% I ~I NM 250 $2.518 $10.073 249 99% 

I~~ I I 250 I !~'~~~I !~'~~!I 249 I 99% I I 250 249 99% 
IN~ I I .320 I "-$;;~I "-$~~71 319 I 99% I I 
INV I I .320 I $1.649 1 $5. 154 1 319 I 99% I I NV .320 $202 $632 319 99% 

I~~ I I .320 I !~·~~~I !~·~~:I 319 I 99% I I 
I;~ I I .250 I '".00'1 "·°"1 249 I 99% I 11 .250 $2,487 $9.949 249 99% 

INY I I .250 I $3.239 1 $12.957 1 249 I 99% I :1 ~IV 250 .;.,:: "<In q:?,:: 1?? 249 99% INY I I 250 I $6:86°1 ;2;::443 1 249 I 99% I ;1 

1°" I 'I 250 I $15.018 1 $60.075 1 249 I 99% I 'I 0" 250 $2,047 $8,191 249 99% 

I~~ I 51 250 I $21..::~] $~:':~;I 249 I 99% I 'I 
I~; I I 

250 

I $1~~~~1 ;~:;~~I 
249 

I 
99% 

I I .250 249 99% 

1°" I 01 
.250 I $9,672 1 $38,689 1 249 I 99% I 1~1 no .250 q:?q 7R"I <1;11<17"11 248 qqo.l, 

10K I ;1 .250 I $~~:~8?1 ~ ~50:~501 249 I 99% I 'I 
IUK I 11 

.2~O I :jo2,(:i4JI $11 ,j(~1 24!::l I !::l!::l% I :1 OK .250 $3,589 $14,359 249 99% 

1
0K I J 250 I ~!~,~:~ I ~,~~'~~~I 249 I 99% I J 
I~~ I °1 

320 

I 0";;;1 -P' "$;~~I 
319 

I 
88% 

I 001 320 317 99% 

lOR I I 320 I $204 1 $638 1 319 I 99% I I 
I~~ 

"I?O "10R "<I,m q9% 

I 21 320 I $13>31 1 $42>~61 319 I 99% I 41 
UK .oSLO :jo2::>oS :jot!::lL ;jl!::l .... % 

OR .320 $5,426 $16,959 319 99% IPA I .400 ~.,$~~~I ~,,$!:;I 398 99% I 
I~~ I 

0400 

$~:~;;I $;~:~;~I 
399 99% 

d .400 399 99% 

I~~ I .250 $4,427 1 $17,711 1 249 99% 
;1 ?!'iO $3 ?7? $13091 ?49 99% 

I~~ '1 250 ~~:~~~I $~~:~~:I 249 99% 
:1 250 :)I"",",,4L :)IO,!::ll>!::l 249 99% 

SC 250 $7,456 $29,825 249 99% 3 
Iso 250 $2,7841 $11,1371 249 99% 11 
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report of biended fliling sales analysIs 

, 

~, " 
, 

'i!' 
E 

I I I 

I I I 

I~I .25 1 
I I I 

.. ~ I I I 
I I I 
I I I 

I I,' I I 
I. I" . " I I 
+F~~I~ 
lCj~~I~ iii' , I~I 

I~I 

Confidential 

I ",::;:~~ell Ad"., %"f 
I I Multiplier I Published 

I 

I 
$2,12 $8.48 I 

I

I 

-----1.. I ===:! 1-

I 

I 

I~ 

I 
I 100% 

~I~ 
I 

I 
I~ 
I 

I 

I I 
I I 
,~L 

TU-FTC-0249699 

CX 0347-037

PUBLIC

report of biended filling sales analysIs 

Customer Address 
Sob i P~:~i~~::U. .. I .~:;:~~e I Ado,; % of I 

I Person I Multiplier InVOice Amount InVOice @ List I Multiplier I Published I 
I I 

51.1, I Aoooo",1 5FX 

I' I " , , , 1 1 1 

I I I 
I I 
I' I :.,' , 

1= 1 1 
h I I 

~I I ' 
~I I , 

I I I 
! 00040 ._ $2' .• , .. )o~o I.. I 
, ceo<o." '. '" """I'" I ,"o'ro I 

I I ' , 
i~~ I:::::: I iBIGC~~NTR:{\'LY_C~'NC 3:PLY# !M'DLANDTX';~~'76801 

I I I I ""! I !! 

I 11'_ 
11;11 

~J kll' ' , ;-1 ~ ,,,,, 
t:1 I " , f I I I I I 

Confidential 

I, I' , 
~',' 

I 

I, 

I ~, 
I 

I I 

I I I 
, ~ 

II"I'~ I I I 

I I I 
I I I 
I I I 

:' ,', 

I I i I 

TU·FTC·0249699 



I I 
1 1 

,I I 
1 1 

1 1 

1 1 
1 1 

I~I 
I~I 

Confidential 

report of biended fliling sales analysIs 

1 1 

~I 1 
~ 1_"06

1 

1 1 

1 'I 

I I 

1 1 

1 1 
, , 

" 

1 1 

1 

lli I 

1 ' 

'~RlF~ 
mi~~ 

TU-FTC-0249700 

CX 0347-038

PUBLIC

report of biended filling sales analysIs 

I 1- I_A~:ra.ge .1 I I Actual I .. I- I I I ,o"".,e I coo"",eo I I I Aoe,.,e 1"°'°·; % 0' I ,o"".,e I 
State Invoiced Multiplier Invoice Amount Invoice@List Multiplier Published Invoiced 

Iso I I .250 I $lo~;~!1 $!~'~~~I 249 I 99% I 51 
.250 249 99% ISD I I .250 I $12~3841 $49:5371 249 I 99% I 41 ISO I ;1 .250 I $37.989 1 $151.959 1 249 I 99% I ';1 TN 250 $7901 $31 605 249 99% 

I~~ I I 250 I ~~~~I ~~:~~~I 249 I 99% I I 
I'" I 141 

250 I ""1 ,.,0<1 248 I 99% I 241 TN 250 $53.220' $213.007' 249 99% 

I~: I :1 250 I $~~'~;;I ~!~';~!I 249 I 99% I :1 250 249 99% h; I ;1 .250 I $;3:~481 $~;5:3~31 249 I 99% I ,;1 
ITX I 21 .250 I $6.713 1 $26.855 1 249 I 99% I ;1 TX .250 $3,301 $13,206 249 99% 

I~: I I .250 I !;::~I $1..:~~~1 249 I 99% I I 
I~~ I I .250 I ;~~~I ;~~~I 

249 I 99% I I .250 249 99% 

ITX I I .250 I $3,17°1 $12,682 1 249 I 99% I '1 TY 250 <;'1<;<;'::: <;..,::.,.,,, 249 99% IT; I 11 250 I $2:927 1 $11:711 1 249 I 99% I '1 
ITX I 11 

250 I $10, 101 1 $40,405 1 249 I 99% I :1 TX 250 $8,304 $33,351 248 99% 

I~~ I :1 250 I !~~'~~~I !~:~':;~I 249 I 99% I ;~I 
h~ I 01 250 

I ;7~:~~~1 -P~~~:~~; 1 
249 

I 
99% 

I <;1 .250 248 99% 

ITX I :1 .250 I $43,289 1 $173,757 1 249 I 99% I 1;1 
TY .250 <;'10:: <1<;7 <;'O::R 11<) 248 <)<)0.1, 

IT; I 'I .250 I ~49:~~?1 $!99:?341 249 I 99% I 221 
I" I ~I 

.2~O I $11,8titi l $4(,8~41 :<48 I !::I!::I% I ~I TX .250 $6,722 $26,891 249 99% ITX I :1 250 I ~~~'!~!I !;~'~~:I 249 I 99% I ;1 
I~~ I ;1 250 

I ;;;:~~~I ;~~:;~~I 
249 

I 
88% 

I ;1 250 249 99% 

ITX I 41 250 I $32,282 1 $129,453 1 249 I 99% I 1~1 TY ?liO ',"10"17 "1? 1"1 <)9% IT; I I 250 I ~ T $~H31 >3:6~51 249 I 99% I I 
" 

, .';::>0 :jl·I::>,::>4f :jlt;;:<,"18U :<48 88% , 
TX .250 $179 $717 249 99% ITX 131 .250 $!:':!~I $!~~'~~~I 249 99% 1~1 
h; 11 

.250 
$~:~3~1 ~$;:9~41 

242 22% ;1 .250 249 99% 

ITX 11 .250 $5,179 1 $20,719 1 249 99% ;1 TX ?!'iO $!'i 4?4 $'1 697 '49 99% 

I~~ I 250 .'641 - .$~~~I 248 99% I 250 :jl.jIU $·1,';4'; 249 99% TX 6 250 $41,S14 $167,259 249 99% 19 
ITX I 250 $22,3791 $S9,5171 249 99% sl 
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TU-FTC-0249702 

CX 0347-040
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From: 

Sent: 
To: 

Cc: 

Subject: 

Rick Tatman <RTatman@TylerPipe.com> 

Tuesday, January 8, 2008 "10:02 P~\l1 

McCullough, Leon (McWane Executive Vice President) 
<lmccullough@clowvalve.com> 

\V alton, Thomas (1\1c\Vane Sf. Vice President) <t'Vlalton@,~~ffi-\' al-ve.com> 

Draft L..or it just feels like it. 

Hopefully you can read from your blackberry. 

January 11 th 2007 

RE: Pending price change for Utility Fittings and Accessories 

Dear Valued Customer, 

Due to continued rising costs, especially within our off shore operations, vve find it necessary to 
increase pricing on Utiiity Fiiiings and Accessories. 

As per our prior letter of last October 5th , \"'/9 VIIi!! adjust pricing by increasing multipliers vvhi!e retaining 
our current List Price, LP-5072. Letters stating the neVJ region specific multipliers "viII be mailed 

. . _ ... h _ .. . . ... . . __ . . __ .. . 

January 1/j'''. t-or your planning purposes, the Increase will be 1U% to 1L% above the current 

competitive levels effective February 18th 

It is not our intention to provide job pricing. In an effort to support Distribution and stable market 
conditions, we will continue to monitor the competitive environment and will adjust regional multipliers 
as required. 

All annual municipal bid contracts will be honored per the terms of the contract Jobs quoted prior to 
this announcement v-Jili be honored up to ~v1arch 1 st, v-Jith documentation provided to your local 
Tyler/Union sales represeniative. 

If the current inflationary trends continue as forecasted, we anticipate the need to announce another 
multiplier increase within the next 6 months. However. we will only do so if conditions require and the 
increase can be supported by stable market conditions. 

VVe thank you for your business and as alvvays vve remain committed to providing you vvith quality 
products at com petitive prices. 

Sincerely, 
• J 

.. J . / 
"CLI.!~V~ 
r / I 

/ , / 

Jerry Jansen 
National Sales Manager 
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From: 

Sent: 
To: 

Cc: 

Subject: 

Rick Tatman <RTatman@TylerPipe.com> 

Tuesday, January 8, 2008 "10:02 P~\l1 

McCullough, Leon (McWane Executive Vice President) 
<lmccullough@clowvalve.com> 

\V alton, Thomas (1\1c\Vane Sf. Vice President) <t'Vlalton@,~~ffi-\' al-ve.com> 

Draft L..or it just feels like it. 

Hopefully you can read from your blackberry. 

January 11 th 2007 

RE: Pending price change for Utility Fittings and Accessories 

Dear Valued Customer, 

Due to continued rising costs, especially within our off shore operations, vve find it necessary to 
increase pricing on Utiiity Fiiiings and Accessories. 

As per our prior letter of last October 5th , \"'/9 VIIi!! adjust pricing by increasing multipliers vvhi!e retaining 
our current List Price, LP-5072. Letters stating the neVJ region specific multipliers "viII be mailed 

. . _ ... h _ .. . . ... . . __ . . __ .. . 

January 1/j'''. t-or your planning purposes, the Increase will be 1U% to 1L% above the current 

competitive levels effective February 18th 

It is not our intention to provide job pricing. In an effort to support Distribution and stable market 
conditions, we will continue to monitor the competitive environment and will adjust regional multipliers 
as required. 

All annual municipal bid contracts will be honored per the terms of the contract Jobs quoted prior to 
this announcement v-Jili be honored up to ~v1arch 1 st, v-Jith documentation provided to your local 
Tyler/Union sales represeniative. 

If the current inflationary trends continue as forecasted, we anticipate the need to announce another 
multiplier increase within the next 6 months. However. we will only do so if conditions require and the 
increase can be supported by stable market conditions. 

VVe thank you for your business and as alvvays vve remain committed to providing you vvith quality 
products at com petitive prices. 

Sincerely, 
• J 

.. J . / 
"CLI.!~V~ 
r / I 

/ , / 

Jerry Jansen 
National Sales Manager 
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FrOHl: 

Sent: 
To: 

Cc: 

SUbject: 

Rick Tatlllan <rtatrnan@tyleCU111on.cOill> 

Monday, May 18,2009 11:36 PM 

Ruffner Page <rpage@mc\Vane,c01n> 

Leon McCuiiough <imccuiiough@ciowvaive.com>; Thomas Waiton 
<twalton@mh-valve.com> 

Sigma.l Victor 

Let me address the items from your message belmv then comment on a fe,,, topics for the pending meeting \vith Victor. 

1) One issue \vith Yin is that at this point ,ve don't have much more than 500 tOlls/yr to place with him. He needs the volume. 
but that tOlmage is too small for him to put his Sigma business at risk. If\ve had some\vhere bet\veen 2,500 to 5.000 t0115/),r 

the game '''QuId probably change. 

2) We continue 10 source through Signm hCC3U.">C even their high China pricing is 1m-vcr limn r 10\\' IS and on < 100 lons/yr \VC 

don't yet have another source. Excluding those < 100 tons. the margin hit if we don't use Sigma is < $200.000 for 
Tyler/Uillon. Note if the Dahan Orient source option pans out their pricing is less than half of Si.gnm's ,,,hich would net a 
signicant savings. 

3) TXX has patterns [or every item \ve sell more than 25pes/yr. We ean certainly add marc patteTIlS but I'd like to see if 
Dalian Orient or other potential options ,york out. 

4) There are se'veral reasons to have some level of u'orking relationship ,\:\,'ith Metal Fit. I'm not sure exactly hmv Sigma fits 
into that loop and ""vhich entity actually has m,vnership of 'which patterns so I can't conLlllent much further at this point 

As for Victor's meeting \vith you .. 

A heaHhy and constructive relationship \yith Sigma could be benificial to both parties and the industry in generaL Fromm)' 
perspeclive Ihere's a generai IruSI issue based upon recelll experience Ihal Ihey don'l seem 10 cOnSiSlCtlIi), slay wilhin Ihe 
Spirit of agreements. 

On the non DomestIc side ,ve need more competItIve and c01151stent pricmg on items ,Ye elect to source through SlbJIlm and 
un-circumvented access to expand our business relationslllps ,yith other supply options. 

On the Domestic side ,ve could continue to creatively explore \vhether or not there could be a healthy relationship structure 
established between McWane. Sigma and ACTPCO. We haye stopped branding Disa product for them since it was showing 
up on Domestic jobs but ,Ye still sell Tyler/Ulllon branded domestic product into their OEM division headed by l'vfitchell 
Rona. I suspect one of their hu-ger customers for that product is ACIPCO '''ho needs it to fill out their domestic offering. 
Our supply rciaiionship wiih ACiPCO has rcceniiy iumed sour as ihe)' now won!i quoie us umii \ve provide the specific 
distribulor/job details for the fillings ,ve need and lhen inman)' c.;ases they'll clec.;t to no quole us. When they do quole us il!s 
pushing $5,000/to11. 

VV-ith the pending ARA projects welre acmally looking into the fesability of tooling 36:: - 38:: patterns for Domestic 
produciion at at outside foundl)' such as Glide,yelL in a perfect world \ve could tool the 2070 of paHems 1hm llkll,,-e lip 80% 
or ihe volume and soutee the test rram ACiPCO Ot have ACiPCO sell ihe balance without blocking uS out on vrhat \Ve can 
prm,ide ... .it's late I must have stmled dreaming! 

Sigma ,,'ould have the same issue if they ,valued to enter ule Domestic market \vith only the "A" items since we're ule only 
viable option on the balance of the items certainly through 20" 

Rick 

Confidential TU-FTC-0256493 

CX 0456-001

PUBLIC

FrOHl: 

Sent: 
To: 

Cc: 

SUbject: 

Rick Tatlllan <rtatrnan@tyleCU111on.cOill> 

Monday, May 18,2009 11:36 PM 

Ruffner Page <rpage@mc\Vane,c01n> 

Leon McCuiiough <imccuiiough@ciowvaive.com>; Thomas Waiton 
<twalton@mh-valve.com> 

Sigma.l Victor 

Let me address the items from your message belmv then comment on a fe,,, topics for the pending meeting \vith Victor. 

1) One issue \vith Yin is that at this point ,ve don't have much more than 500 tOlls/yr to place with him. He needs the volume. 
but that tOlmage is too small for him to put his Sigma business at risk. If\ve had some\vhere bet\veen 2,500 to 5.000 t0115/),r 

the game '''QuId probably change. 

2) We continue 10 source through Signm hCC3U.">C even their high China pricing is 1m-vcr limn r 10\\' IS and on < 100 lons/yr \VC 

don't yet have another source. Excluding those < 100 tons. the margin hit if we don't use Sigma is < $200.000 for 
Tyler/Uillon. Note if the Dahan Orient source option pans out their pricing is less than half of Si.gnm's ,,,hich would net a 
signicant savings. 

3) TXX has patterns [or every item \ve sell more than 25pes/yr. We ean certainly add marc patteTIlS but I'd like to see if 
Dalian Orient or other potential options ,york out. 

4) There are se'veral reasons to have some level of u'orking relationship ,\:\,'ith Metal Fit. I'm not sure exactly hmv Sigma fits 
into that loop and ""vhich entity actually has m,vnership of 'which patterns so I can't conLlllent much further at this point 

As for Victor's meeting \vith you .. 

A heaHhy and constructive relationship \yith Sigma could be benificial to both parties and the industry in generaL Fromm)' 
perspeclive Ihere's a generai IruSI issue based upon recelll experience Ihal Ihey don'l seem 10 cOnSiSlCtlIi), slay wilhin Ihe 
Spirit of agreements. 

On the non DomestIc side ,ve need more competItIve and c01151stent pricmg on items ,Ye elect to source through SlbJIlm and 
un-circumvented access to expand our business relationslllps ,yith other supply options. 

On the Domestic side ,ve could continue to creatively explore \vhether or not there could be a healthy relationship structure 
established between McWane. Sigma and ACTPCO. We haye stopped branding Disa product for them since it was showing 
up on Domestic jobs but ,Ye still sell Tyler/Ulllon branded domestic product into their OEM division headed by l'vfitchell 
Rona. I suspect one of their hu-ger customers for that product is ACIPCO '''ho needs it to fill out their domestic offering. 
Our supply rciaiionship wiih ACiPCO has rcceniiy iumed sour as ihe)' now won!i quoie us umii \ve provide the specific 
distribulor/job details for the fillings ,ve need and lhen inman)' c.;ases they'll clec.;t to no quole us. When they do quole us il!s 
pushing $5,000/to11. 

VV-ith the pending ARA projects welre acmally looking into the fesability of tooling 36:: - 38:: patterns for Domestic 
produciion at at outside foundl)' such as Glide,yelL in a perfect world \ve could tool the 2070 of paHems 1hm llkll,,-e lip 80% 
or ihe volume and soutee the test rram ACiPCO Ot have ACiPCO sell ihe balance without blocking uS out on vrhat \Ve can 
provide ... .it's late I must have stmled dreaming! 

Sigma ,,'ould have the same issue if they ,valued to enter ule Domestic market \vith only the "A" items since we're ule only 
viable option on the balance of the items certainly through 20" 

Rick 
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-----Originall'.1essage-----
From: Ruffner Page fmailto:mageii;,mC\yane.coml 

Sent: l"vfonday, l"vfay 18,20093:40 Pl"vf 

To: Rick Tatman 

Cc: Leon McCullough: Thomas Walton 

Subject: RE: Star 

There is no doubt that the suppJiers \ve could have in common vdth Sigma will continue to shy a\vay from seHing us direct. 
The initial offer b)" Yin to cut out Sigma \vas onI)" a test. 1 am convinced. Therefore 1 should expect us to get him to do so 
nmv. Hmv much does it cost us to go through Sigma to get these lie' items that represent such a small amount of tons (% & 
$)'1 

Also we can perhaps develop the tooling [ocusingjust on these 25 highest runlling "e" items then the next 25 paUenlS and 
have them in place for the 2010 sel1ing season. Sourcing from Mexico's Metalfit may be an option if Sigma a]]mvs us to pay 
a rental fee on the particular patterns in qnestion. Victor is coming to see me \Vednesday afternoon. So let me know if yon 
,vant me to ask him. 

T [1lso need <l service level report responding to Rill Theiss (sp?) 

-----Odginal iviessage-----
From: Rick Tatman i mallto:llatman:Yl:tylenullon.comi 

Sent: Monday, May is, 2009 3:15 PM 

To: Ruffner Page 

Cc: Leon McCullough: Thomas Walton 

Subject: Star 

Ruffner, 

BCH does indeed have about 100 pattenls that aren't available at TXX. 

However, almost all of those are either Flange x MJ fittings or 

Push-On fittings that ,ve can produce at Union Foundry. 

In temlS of ,vhat Star could potentially supply th.at we can't.. 

There are < 75 patterns representing < 100 tonsiyr that \ve donlt have 

available eiUler through TXX, UlllOll, Clow or BCH. Almost all of those 

patterns are for odd configuration (36"_48") diameter castings that 

Mr. Yin has available (iii, A 1 and 've'd currently have to source from 
Sib'll1ll (/X$l.OO - $1.60/Ib)* 

\Ve recently located another potential source in China that claims to 

have the vast majority of those odd patterns. A team from T'A"X ,:viII be 

going to Dalian Orient June 2nd for an on site audit and if there are 

no issues we'll start shifting most all of our Sigma orders to them. 
Their quotcd pricc ror small lot orders was $iJ.61/Ib. 

In short ,ve have access to almost any fitting item FEl purchases from 

Star and I ,\-vQuld assume FEI '\-vill keep Sigma as an altemate source. 

WIUli l'IllllOi iIi"I! faIll.ilirlf \\-'lih afC the sireet castings and oilief Illisc 

items both Star and Si,brtl1(l carry and if Star has an exclusive on any 
particniar product from that segment that ... hI needs. 
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-----Originall'.1essage-----
From: Ruffner Page fmailto:mageii;,mC\yane.coml 

Sent: l"vfonday, l"vfay 18,20093:40 Pl"vf 

To: Rick Tatman 

Cc: Leon McCullough: Thomas Walton 

Subject: RE: Star 

There is no doubt that the suppJiers \ve could have in common vdth Sigma will continue to shy a\vay from seHing us direct. 
The initial offer b)" Yin to cut out Sigma \vas onI)" a test. 1 am convinced. Therefore 1 should expect us to get him to do so 
nmv. Hmv much does it cost us to go through Sigma to get these lie' items that represent such a small amount of tons (% & 
$)'1 

Also we can perhaps develop the tooling [ocusingjust on these 25 highest runlling "e" items then the next 25 paUenlS and 
have them in place for the 2010 sel1ing season. Sourcing from Mexico's Metalfit may be an option if Sigma a]]mvs us to pay 
a rental fee on the particular patterns in qnestion. Victor is coming to see me \Vednesday afternoon. So let me know if yon 
,vant me to ask him. 

T [1lso need <l service level report responding to Rill Theiss (sp?) 

-----Odginal iviessage-----
From: Rick Tatman i mallto:llatman:Yl:tylenullon.comi 
Sent: Monday, May is, 2009 3:15 PM 

To: Ruffner Page 

Cc: Leon McCullough: Thomas Walton 

Subject: Star 

Ruffner, 

BCH does indeed have about 100 pattenls that aren't available at TXX. 

However, almost all of those are either Flange x MJ fittings or 

Push-On fittings that ,ve can produce at Union Foundry. 

In temlS of ,vhat Star could potentially supply th.at we can't.. 

There are < 75 patterns representing < 100 tonsiyr that \ve donlt have 

available eiUler through TXX, UlllOll, Clow or BCH. Almost all of those 

patterns are for odd configuration (36"_48") diameter castings that 

Mr. Yin has available (iii, A 1 and 've'd currently have to source from 
Sib'll1ll (/X$l.OO - $1.60/Ib)* 

\Ve recently located another potential source in China that claims to 

have the vast majority of those odd patterns. A team from T'A"X ,:viII be 

going to Dalian Orient June 2nd for an on site audit and if there are 

no issues we'll start shifting most all of our Sigma orders to them. 
Their quotcd pricc ror small lot orders was $iJ.61/Ib. 

In short ,ve have access to almost any fitting item FEl purchases from 

Star and I ,\-vQuld assume FEI '\-vill keep Sigma as an altemate source. 

WIUli l'IllllOi iIi"I! faIll.ilirlf \\-'lih afC the sireet castings and oilief Illisc 
items both Star and Si,brtl1(l carry and if Star has an exclusive on any 
particniar product from that segment that ... hI needs. 
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Regards. 

Rick Tatmall 

*On a side nole [ mecl wilh Mr, Yin in April 10 sci-up a direcl 

sourcing relationship ,,,,ith Alper our discussions during the prior 

year. Even though his fOlUldry ,vas yery slow he changed course and 

declined to sell direct saying 1ve still needed to go through Sigma. 

\Vc cncollntered a similar change in position from BH fOlUldry ,,,,hcre 
Sigma get their giands and giand pack from. ivTr. Zhang and i visited BH 

last fall and met ,vith the mvner. He was very interested in supplying 

us glands and provided a quote \vithin days of our meeting. A month 

latter when we went to place an order he said he that he could accept 
any orders at this time. I don't have any confinnation. but it 

cert .. ainly appears that Sigma Ims had some hand in "ellcoun!,brillg" their 
suppliers to not snpport us. 

-----OriginaJ Mcssagc-----
From: Ruffner Page [mailto:mage:iI,mcwane.com] 
Sent: Sunday, May 17,20094:49 PM 

To: Rick Tatman 

Subject: F\v: Star 

Rcscnding to correct address. 

----- Ori.ginal Message ----

From: RuTfner Page 

To: 'rtatm<m:r~~tylerpipe.com' <rtatman:i7)ylerpipe.com> 

Cc: Lcon McCullough 

Sent: Sun!--.,fay 17 16:4513 2009 

Subject: Star 

R 

Do they Im\e fittings tooling lImt we still don't Imve? l[vve Vi ere to 

replace them \'lionld \VC have to find some sl:lcs/dimcnsions/cnd 

configuration to have a complete line? 

Aiso T understand Gooding's Cndry BeR has much tooiing at onc point \vc 
didn't have. Is that still true? This is Tom L info from a year ago. 

R 
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Regards. 

Rick Tatmall 

*On a side nole [ mecl wilh Mr, Yin in April 10 sci-up a direcl 

sourcing relationship ,,,,ith Alper our discussions during the prior 

year. Even though his fOlUldry ,vas yery slow he changed course and 

declined to sell direct saying 1ve still needed to go through Sigma. 

\Vc cncollntered a similar change in position from BH fOlUldry ,,,,hcre 
Sigma get their giands and giand pack from. ivTr. Zhang and i visited BH 

last fall and met ,vith the mvner. He was very interested in supplying 

us glands and provided a quote \vithin days of our meeting. A month 

latter when we went to place an order he said he that he could accept 
any orders at this time. I don't have any confinnation. but it 

cert .. ainly appears that Sigma Ims had some hand in "ellcoun!,brillg" their 
suppliers to not snpport us. 

-----OriginaJ Mcssagc-----
From: Ruffner Page [mailto:mage:iI,mcwane.com] 
Sent: Sunday, May 17,20094:49 PM 

To: Rick Tatman 

Subject: F\v: Star 

Rcscnding to correct address. 

----- Ori.ginal Message ----

From: RuTfner Page 

To: 'rtatm<m:r~~tylerpipe.com' <rtatman:i7)ylerpipe.com> 

Cc: Lcon McCullough 

Sent: Sun!--.,fay 17 16:4513 2009 

Subject: Star 

R 

Do they Im\e fittings tooling lImt we still don't Imve? l[vve Vi ere to 

replace them \'lionld \VC have to find some sl:lcs/dimcnsions/cnd 

configuration to have a complete line? 

Aiso T understand Gooding's Cndry BeR has much tooiing at onc point \vc 
didn't have. Is that still true? This is Tom L info from a year ago. 

R 
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FrOHl: Rick Tatlllan 

Sent: Thursday, October 15,20094: 11 PM 

To: Rick Tatman <rtatman@,tylerunion.com> 

Subject: Jeny Burns - Notes 10i15/09 

• Star/Dan McCutchen recently visit AC!PCO looking for access to domestic fittings 
# I don't think ACIPCO fundamentally VJants to support Star but they ... vant they both \Nant the tonnage for 

their foundry and don't want Star to develop patterns. 

• jerry Said ihai iF ihey did someihing for Siar ii wouid be under an exciusive suppiy arrangemeni for 30" & 
greater 

• ACIPCO is looking at a business strategy where by they source more ND fittings from Sigma to open up 
domestic mfg and then they want to support the domestic LD requirements for McWane, Sigma, Star, US 
Pipe, ect 

• This would address the cost issues they have on jobs that don't require domestic fittings and keep others 
from adding domestic fitting capacity which I'm sure they view and not in their long term best interest 

• AC!PCO has the pipe on the 42"/48" job in OK that Star claims to have the fittings on. Jerry said he could 
have had the fittings business but Star took it too 10VJ and he elected to see if they could actually supply. 

• Jerry claims he's paying above published for our fittings from Sigma and wanted to know ifvve could help. 
said that I couldn't discuss our pricing arrangement with Sigma, but if he wanted to buy direct he still would 
be abie io achieve ihe prior discount offered, 

• Jerry wanted to know if we would consider having ACIPCO supply ali of our LD domestic requirements, 
• I said that we were fairly committed to phase 1 of our LD program but that we certainly would be willing to 

discuss a relationship with them prior to committing tooling $ for additional phases, 

• ! said on the core A items, ! didn't think he would be in a cost position to allow us to react as needed to 
competitive Situations, but on the Band C items we would be in a better position to absorb a higher cost in 
lue of investing in tooling. 

• ! said that an agreed upon discount to published mar!<.et levels would be a good approach. 
: ! believe that ultimately /\C!PCO v!ou!d be better off is '.ve agree to purchase B&C items from them rather 

than too! and in turn they agree not to supply Star. The Incrementa! volume from sel!ing McVVane and 
Sigma the B&C items INou!d be greater than INhat they INou!d net from selling Star and then loosing at least 
our B items. 

: Collateral damage to Ebba if they support Star 

Kichard S Tatman 
VP & GM - TyieriUnion 
(903) 882-2440 
rick.tatman@tylerunion.com 
www.tylerunion.com 

Confidential TU-FTC-0257780 

FrOHl: Rick Tatlllan 

Sent: Thursday, October 15,20094: 11 PM 

To: Rick Tatman <rtatman@,tylerunion.com> 

Subject: Jeny Burns - Notes 10i15/09 

• Star/Dan McCutchen recently visit AC!PCO looking for access to domestic fittings 
# I don't think ACIPCO fundamentally VJants to support Star but they ... vant they both \Nant the tonnage for 

their foundry and don't want Star to develop patterns. 

• jerry Said ihai iF ihey did someihing for Siar ii wouid be under an exciusive suppiy arrangemeni for 30" & 
greater 

• ACIPCO is looking at a business strategy where by they source more ND fittings from Sigma to open up 
domestic mfg and then they want to support the domestic LD requirements for McWane, Sigma, Star, US 
Pipe, ect 

• This would address the cost issues they have on jobs that don't require domestic fittings and keep others 
from adding domestic fitting capacity which I'm sure they view and not in their long term best interest 

• AC!PCO has the pipe on the 42"/48" job in OK that Star claims to have the fittings on. Jerry said he could 
have had the fittings business but Star took it too 10VJ and he elected to see if they could actually supply. 

• Jerry claims he's paying above published for our fittings from Sigma and wanted to know ifvve could help. 
said that I couldn't discuss our pricing arrangement with Sigma, but if he wanted to buy direct he still would 
be abie io achieve ihe prior discount offered, 

• Jerry wanted to know if we would consider having ACIPCO supply ali of our LD domestic requirements, 
• I said that we were fairly committed to phase 1 of our LD program but that we certainly would be willing to 

discuss a relationship with them prior to committing tooling $ for additional phases, 

• ! said on the core A items, ! didn't think he would be in a cost position to allow us to react as needed to 
competitive Situations, but on the Band C items we would be in a better position to absorb a higher cost in 
lue of investing in tooling. 

• ! said that an agreed upon discount to published mar!<.et levels would be a good approach. 
: ! believe that ultimately /\C!PCO v!ou!d be better off is '.ve agree to purchase B&C items from them rather 

than too! and in turn they agree not to supply Star. The Incrementa! volume from sel!ing McVVane and 
Sigma the B&C items INou!d be greater than INhat they INou!d net from selling Star and then loosing at least 
our B items. 

: Collateral damage to Ebba if they support Star 

Kichard S Tatman 
VP & GM - TyieriUnion 
(903) 882-2440 
rick.tatman@tylerunion.com 
www.tylerunion.com 

Confidential TU-FTC-0257780 
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FrOHl: Rick Tatlllan 

Sent: Thursday, October 15,20094: 11 PM 

To: Rick Tatman <rtatman@,tylerunion.com> 

Subject: Jeny Burns - Notes 10i15/09 

• Star/Dan McCutchen recently visit AC!PCO looking for access to domestic fittings 

# I don't think ACIPCO fundamentally VJants to support Star but they ... vant they both \Nant the tonnage for 

their foundry and don't want Star to develop patterns. 

• jerry Said ihai iF ihey did someihing for Siar ii wouid be under an exciusive suppiy arrangemeni for 30" & 
greater 

• ACIPCO is looking at a business strategy where by they source more ND fittings from Sigma to open up 
domestic mfg and then they want to support the domestic LD requirements for McWane, Sigma, Star, US 
Pipe, ect 

• This would address the cost issues they have on jobs that don't require domestic fittings and keep others 

from adding domestic fitting capacity which I'm sure they view and not in their long term best interest 

• AC!PCO has the pipe on the 42"/48" job in OK that Star claims to have the fittings on. Jerry said he could 

have had the fittings business but Star took it too 10VJ and he elected to see if they could actually supply. 

• Jerry claims he's paying above published for our fittings from Sigma and wanted to know ifvve could help. 
said that I couldn't discuss our pricing arrangement with Sigma, but if he wanted to buy direct he still would 
be abie io achieve ihe prior discount offered, 

• Jerry wanted to know if we would consider having ACIPCO supply ali of our LD domestic requirements, 

• I said that we were fairly committed to phase 1 of our LD program but that we certainly would be willing to 
discuss a relationship with them prior to committing tooling $ for additional phases, 

• ! said on the core A items, ! didn't think he would be in a cost position to allow us to react as needed to 
competitive Situations, but on the Band C items we would be in a better position to absorb a higher cost in 
lue of investing in tooling. 

• ! said that an agreed upon discount to published mar!<.et levels would be a good approach. 
: ! believe that ultimately /\C!PCO v!ou!d be better off is '.ve agree to purchase B&C items from them rather 

than too! and in turn they agree not to supply Star. The Incrementa! volume from sel!ing McVVane and 
Sigma the B&C items INou!d be greater than INhat they INou!d net from selling Star and then loosing at least 
our B items. 

: Collateral damage to Ebba if they support Star 

Kichard S Tatman 
VP & GM - TyieriUnion 
(903) 882-2440 
rick.tatman@tylerunion.com 

www.tylerunion.com 

Confidential TU-FTC-0257780 
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CX 0527-001

From: 
Sem: 
To: 
Subject: 
Attachments: 

Guys, 

Ramon Prado 
!v!onaay, !v!ay '!L, 2008 "10:38 AM 
Chuck Carrigan; Chuck Carrigan 2; Clay Ga!!oway; Ramon Prado; Ryan Berry 
FW: Fitting Mult. ChAnges on Hold 
20080509174617094.pdf 

See ivlatt s email below and the Tyler attachment. Tyler is not going up until June 16th and mL!ltipliers are yet to be determined. 

Please call me if you have any questions or want to discuss how to hold your mouth with our customers. 

Thanks, 

Ramon Prado 
Southeastern Division Manager 
Star Pipe Products 
Office: (281) 582-8420 
Leu: (281) 787-0979 
Fax: (281) 368-5369 

From: jviatt jviinamyer 
Sent: jvionday, jviay i2, 20089:49 AM 
To: Bud Leider; Michaei Berry; i'Jeii jvicGiiiivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Cc: Pam Garey; Dan fvlcCutcheon; Linda fvleiers; 81ake Harrison; Dale Andre\~'!s 
Subject: Fitting fV!u!t. Changes on Hold 

TO: All 

Our current multiplier changes on fittings have been put on hold for the time being. The fittings market pricing is just coming off 
the last increase so we want to evaluate the market conditions for the next few weeks, let the market settle down a little bit, and 
then make a decision in early to mid June on to how to proceed. 

Please let our customers knovv that we are on hold and vvililet them knovv v ... hat our plan is in time for them prepare. 

Thanks, 

Matt 

Matt Minamyer 
National Sales Manager 
Star Pipe Products 
4018 \.-AJesthollovv' Parkway 
Houston, TX 77082 
Direct Office (281) 582-8445 
Cell (713) 301-8734 
mattm@staroipeproducts.com 

Confidentiai SPP03073"j 
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From: 
Sem: 
To: 
Subject: 
Attachments: 

Guys, 

Ramon Prado 
!v!onaay, !v!ay '!L, 2008 "10:38 AM 
Chuck Carrigan; Chuck Carrigan 2; Clay Ga!!oway; Ramon Prado; Ryan Berry 
FW: Fitting Mult. ChAnges on Hold 
20080509174617094.pdf 

See ivlatt s email below and the Tyler attachment. Tyler is not going up until June 16th and mL!ltipliers are yet to be determined. 

Please call me if you have any questions or want to discuss how to hold your mouth with our customers. 

Thanks, 

Ramon Prado 
Southeastern Division Manager 
Star Pipe Products 
Office: (281) 582-8420 
Leu: (281) 787-0979 
Fax: (281) 368-5369 

From: jviatt jviinamyer 
Sent: jvionday, jviay i2, 20089:49 AM 
To: Bud Leider; Michaei Berry; i'Jeii jvicGiiiivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Cc: Pam Garey; Dan fvlcCutcheon; Linda fvleiers; 81ake Harrison; Dale Andre\~'!s 
Subject: Fitting fV!u!t. Changes on Hold 

TO: All 

Our current multiplier changes on fittings have been put on hold for the time being. The fittings market pricing is just coming off 
the last increase so we want to evaluate the market conditions for the next few weeks, let the market settle down a little bit, and 
then make a decision in early to mid June on to how to proceed. 

Please let our customers knovv that we are on hold and vvililet them knovv v ... hat our plan is in time for them prepare. 

Thanks, 

Matt 

Matt Minamyer 
National Sales Manager 
Star Pipe Products 
4018 \.-AJesthollovv' Parkway 
Houston, TX 77082 
Direct Office (281) 582-8445 
Cell (713) 301-8734 
mattm@staroipeproducts.com 

Confidentiai SPP03073"j 



;.-s;;. Fro.: fijler Pipe at lID _ ~ 95-99-96 91:43 p. :-; . . 

~-: • 

May 7,2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

DearValued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularty hard with sharp increases in scrap iron, alloys and transportation costs. 
Vllhile the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions, we careiuiiy analyze aii factors inciuding: domestic 
and global inflation, market and competitive conditions within each region, as weil as 
performance against our own internal metrics .. We anticipate being abie to compleie our 
anaiysis by ihe end of iviay. At that point, we wiii send out letters to each specific region 
detaiiing changes, if any, io our curreni pricing policy. 

For pianning purposes oniy, we expect for regions with a change that muitipliers will 
increase in the range of 6% up to 16% effective June 16th

. 

Sincerely, 

Y:~i~ 
/ , I 

Jerry Jansen 
National Sales Manager 

Confidentiai SPP030732 
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;}l;;. Fro.: fijler Pipe at lID _ ~ 95-99-96 91:43 p. :-; . . 

::: • 

May 7,2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

DearValued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularty hard with sharp increases in scrap iron, alloys and transportation costs. 
Vllhile the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions, we careiuiiy analyze aii factors inciuding: domestic 
and global inflation, market and competitive conditions within each region, as weil as 
performance against our own internal metrics .. We anticipate being abie to compleie our 
anaiysis by ihe end of iviay. At that point, we wiii send out letters to each specific region 
detaiiing changes, if any, to our current pricing policy. 

For pianning purposes oniy, we expect for regions with a change that muitipliers will 
increase in the range of 6% up to 16% effective June 16th

. 

Sincerely, 

~~i~ 
/ , I 

Jerry Jansen 
National Sales Manager 

Confidentiai SPP030732 

PUBLIC
;}l;;. Fro.: fijler Pipe at lID _ ~ 95-99-96 91:43 p. :-; . . 

::: • 

May 7,2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

DearValued Customer, 

You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularty hard with sharp increases in scrap iron, alloys and transportation costs. 
Vllhile the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market. 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions, we careiuiiy analyze aii factors inciuding: domestic 
and global inflation, market and competitive conditions within each region, as weil as 
performance against our own internal metrics .. We anticipate being abie to compleie our 
anaiysis by ihe end of iviay. At that point, we wiii send out letters to each specific region 
detaiiing changes, if any, to our current pricing policy. 

For pianning purposes oniy, we expect for regions with a change that muitipliers will 
increase in the range of 6% up to 16% effective June 16th

. 

Sincerely, 

~~i~ 
/ , I 

Jerry Jansen 
National Sales Manager 

Confidentiai SPP030732 
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From: 
To: 
~~. 

"". 
Sent: 
Subject: 

Dan McCutcheon 
R2mesh Bhut2da 
Navin Bhargava; Rishi Bhutada 
10/17/20086:14:15 PM 
RE: Tyier South Piant Announcernent 

I don't tl1inI, we can draw that COilciusion from tbis action. Two things: 
:; They had a sigIlmCfL."1t capacitvY problcln 
o Sigma recently hought 8 til's from tyle!' hecause sigma said "they could buy them fon' 

15% cheaper from tyler than they could get them fronl chi.na". .After the 8 til's, tyler 
,!""oul<l not tak" anv nuwe 0 .. <1" .. ". Mv "."""" i" tvle" took the"e m,<le .. " to IT'v to Juake a -- -------- ----- - --------- --------..-' --------------- ----- ------ ----..-' C:-'-- ------------ -,.,----- --- ------ ----------- ----- ------- --- ----,.,- --- ---------------

point. flu.ring tl1e negotiation, tyler stated that tJley arc H_01-V the knv co~t prudu_cer and 
said they could prove it. I think there is some exaggeration in this statemeIlt, but i 
believe the core l)oint. 

From: Ramesh Bhutada 
Sent: Friday, October 17, 2008 1:29 P~·1 
To: Dan ~·1cCutcheon; Navin Shargava; Rishi Bhutada; t·1att t·1inamyer; Susan Schepps; Ravi Pallod 
Subject:: RE: Tyler South Plant AnnounCement 

Dan, 

Finally the expected happened. 
Does it also indicate that Tyler and by extension Star 's landed production costs from China are lower than 
domestic production costs even after pig iron increases in China.? 

Ramesh 

From: Dan McCutcheon 
Sent: Friday, October 17, 2008 9:11 AM 
To: Ramesh Bhutada; Navin Bhargava; Rishi Bhutada; Matt Minamyer; Susan Schepps 
Subject: FW: Tyler South Plant Announcement 

Fron.: Kick Fairbanks [mailto:rick@TDG.coop] 
Sent: Thursday, October 16, 2008 2:32 Pivj 
io: 'Barnett, Steve'; 'Brewer, Buzz'; 'Cook, Steve'; 'Coryn, jviike'; 'Dagle, Bob'; 'Dixon, Darren '; 'Fowler, Hod'; 'Gardner-Vollets, 
Linda '; !Green, Duane!; !Groeniger, Rick'; 'Hayes, Jenks'; 'Himes, Bruce!; 'Johnson, Dennis'; !Johnson, Wayne!; !Koetje, Tim'; 
'Konen, Jeff; 'Losee, Kurf; 'jviina, Tom!; !jviorrison, Ed!; 'Ota, Ken!; !Parent, Dick!; !Parsons, Jim!; !Poeniing, Joe!; !Porter, Curtis!; 
'Prescott, Peter"; 'Shaw, Tom'; 'Sheley, Dennis'; Tom Stordahl 
Subject: FW: Tyier South Plant Announcement 

Dear TDG Members, 

FYI: I'm forwarding you this email from Rick Tatman, VP&GM of Tyler/Union. 

Essentially the message is: Due to the difficult economic climate Ty!er/Union is closing. through 2009. the 
manufacturing of its domestic ductile iron fittings in Tyler, TX. They \tv-iii manufacture domestic fittings only in Anniston, 
AL, pius they will continue to rnBnuf8clU(e in China. The Tyle! north plant, whe(e they rtIWIUTC1CIUle soii pipe arlU OU1~:H 
products, wiil continue produ:;tion. Tyier wiil also continue to be a service and distribution center ior both domestic and 
blended products. 

Rick 

MESP0003704 
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From: 
To: 
~~, ...... , 
Sent: 
Subject: 

Dan McCutcheon 
R2mesh Bhut2da 
Navin Bhargava; Rishi Bhutada 
10/17/20086:14:15 PM 
RE: Tyier South Piant Announcernent 

I don't tl1inI, we can draw COilciusion from 
:; They 

action. Two U'·'·'·"5'" 

o Sigma recently hought 8 til's from tyle!' hecause sigma said "they could buy them fon' 
15% cheaper from tyler than they could get fronl chi.na". .After the 8 til's, tyler 
,-vould llot take all~y rnore orders~ _M~y ~ro ess 

flUTing tl1e negotiation, tyler stated that 
too], these orders to try to make a 

arc lH};'V the knv co~t .. "Hii;;,"r and 
said they could prove it. I think there is some exaggeration in this statemeIlt, but i 
believe the core I"""'" 

From: Ramesh Bhutada 
Sent: Friday, October 17, 2008 1:29 P~·1 
To: Dan ~·1cCutcheon; Navin Shargava; Rishi Bhutada; t·1att t·1inamyer; Susan Schepps; Ravi Pallod 
Subject:: RE: Tyler South Plant AnnounCement 

Dan, 

Finally the expected happened. 
Does it also indicate that Tyler and by extension Star's landed production costs from China are lower than 
domestic production costs even after pig iron increases in China,? 

Ramesh 

From: Dan McCutcheon 
Sent: Friday, October 17, 2008 9:11 AM 
To: Ramesh Bhutada; Navin Bhargava; Rishi Bhutada; Matt Minamyer; Susan Schepps 
Subject: FW: Tyler South Plant Announcement 

Fron.: Kick Fairbanks [mailto:rick@TDG.coop] 
Sent: Thursday, October 16, 2008 2:32 Pivj 
io: 'Barnett, Steve'; 'Brewer, Buzz'; 'Cook, Steve'; 'Coryn, jviike'; 'Dagle, Bob'; 'Dixon, Darren '; 'Fowler, Hod'; 'Gardner-Vollets, 
Linda '; !Green, Duane!; !Groeniger, Rick'; 'Hayes, Jenks'; 'Himes, Bruce!; 'Johnson, Dennis'; !Johnson, Wayne!; !Koetje, Tim'; 
'Konen, Jeff; !Losee, Kurf; !jviina, Tom!; !jviorrison, Ed!; !Ota, Ken!; !Parent, Dick!; !Parsons, Jim!; !Poehiing, Joe!; !Porter, Curtis!; 
'Prescott, Peter'; 'Shaw, Tom'; 'Sheley, Dennis'; Tom Stordahl 
Subject: FW: Tyler South Plant Announcement 

Dear TDG Members, 

FYI: I'm forwarding you this email from Rick Tatman, VP&GM of Tyler/Union. 

Essentially the message is: Due to the difficult economic climate Tyler/Union is closing. through 2009. the 
manufacturing of its domestic ductile iron fittings in Tyler, TX. They \tv-iii manufacture domestic fittings only in Anniston, 
AL, pius they will continue to rnBnuf8clU(e in China. The Tyle! north plant, whe(e they rtIWIUTC1CIUle soii pipe arlU OU1~:H 
products, will continue produ:;tion, Tyler will also continue to be a service and distribution center ior both domestic and 
blended products. 

Rick 

MESP0003704 



Rick Fairbanks 
THE DISTRIBUT!ON GROUP 
rick@tdg.coop 
(801) 475-4000 office 
(80'i) 475-0'iOO iax 
(801) 540-4030 mbl 
V\MMI.tdg.coop 

Fiom: Rick Tatman [mailto:rtatman@tylerunion.com] 
Sent: ThuiSdaYI October 16, 2008 12:20 Pt·1 
To: Rick Tatman 
Subject: Tyler South Plant Announcement 

See attached. 

Today we announced internally our decision to cease active production at the Tyler South Plant for at least the full 2009 calendar 
year. 

A~hough ~ was a difficult decision to make, this action will strengthen our competitive position for both our domestic and blended 
product offerings. 

We will still maintain Tyler as a service center and distribution yard. As such there will be no change to either your customer 
service contact point or sales coverage. 

I'm going to spend most of the afternoon holding small group meetings with our hourly team members to address their concerns. 

I will try to contact you over the next few days to answer any questions that you may have. 

As always, we appreciate the opportun~y to earn your business. 

f(!ick. .. d (f(!ic&) 7~ 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tvlerunion.com 
www.tvlerunion.r.om 

This email has been scanned by the J'vlessageLabs Email Security System 
For more information please visit http://vvww.messagelabs.com/email 
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Rick Fairbanks 
THE DISTRIBUT!ON GROUP 
rick@tdg.coop 
(801) 475-4000 office 
(80'i) 475-0'iOO iax 
(801) 540-4030 mbl 
V\MMI.tdg.coop 

Fiom: Rick Tatman [mailto:rtatman@tylerunion.com] 
Sent: ThuiSdaYI October 16, 2008 12:20 Pt·1 
To: Rick Tatman 
Subject: Tyler South Plant Announcement 

See attached. 

Today we announced internally our decision to cease active production at the Tyler South Plant for at least the full 2009 calendar 
year. 

A~hough ~ was a difficult decision to make, this action will strengthen our competitive position for both our domestic and blended 
product offerings. 

We will still maintain Tyler as a service center and distribution yard. As such there will be no change to either your customer 
service contact point or sales coverage. 

I'm going to spend most of the afternoon holding small group meetings with our hourly team members to address their concerns. 

I will try to contact you over the next few days to answer any questions that you may have. 

As always, we appreciate the opportun~y to earn your business. 

f(!ick. .. d (f(!ic&) 7~ 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tvlerunion.com 
www.tvlerunion.r.om 

This email has been scanned by the J'vlessageLabs Email Security System 
For more information please visit http://vvww.messagelabs.com/email 
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From: 

Sent: 

To: 

Cc: 

SUbject: 

Attach: 

Thomas, 

Rick Tatman <rtatman@tylerunion.com> 

1\1onday, April "13,2009 7:50 P~\l1 

Walton,Thomas (McWane Sf. Vice President) <twaIton@MH-Valve.com> 

McCullough, Leon (McWane Executive Vice President) 
<lmccullough@clovivalve.com>; len;' Jansen <Jerrj.Jansen@tylerunion.com>; Laura 
Alvey <Laura.Alvey@.tylerunion.com> 

List Price Change Final draft. doc 

List Price Change Final draft.doc 

As requested here's the final draft of the List Price change announcement letter with cc: to Leon. 
spoke with Jerry this evening and he feels we can still hold to the May 1 st effective date if we can 
send this letter out ,.o..S,tl.P. !f not \A./e should probably consider pushing effective date out since 'lve're 
getting inside a 2-week 'vvindo'vv. There's nothing magical about ~v1ay 1 st other than our comparative 
financial reporting is much cleaner if things change at a month point 

I understand we have some final issues to resolve among ourselves in terms of what multipliers will 
be announced against this new LisL.Jerry felt somewhat comfortable sending that document out 
latter in the week which wi!! give us some time to resolve the last of the open market questions. 

Fyl .... the actual net effect of the List and multipliers changeS for Domestic product will be near zero 
as we really didn't want to give any net Domestic pricing at this point. However, since the List PriCing 
on the (3"-12") stocking segment is actually going up, the offsetting decrease in Domestic multipliers 
to achieve a net zero gives somewhat of an illusion that Domestic Prices are going down. 

!f needed \lIle could strike that "!n addition, to reaffirm our commitment to support Domestic 
specifications and American manufacturing jobs, Domestic multipliers "vi!! also be adjusted". comment 
from the announcement .... but I some'vvhat like the initial message that text sends to OUi iniport 
competitors as it wiii take them some time to put aii the pcs together. 

From a List Price perspective we took the (3"-12") up somewhat since that's our strongest market 
share and eventually when the pricing wars end we'd like to be able to get the margins up on that 
segment to help offset the reduced List Prices on the larger diameter segments \A!here our share is 
vv'saker. 

VP&Givi Tyier/Union 
ivicVvane \NatelWorks Fittings Division 
(903) 882-2440 
rtatma n@tylerunion.com 
v·rYiVv .tylerLiiiioii .com 

Confidential TU-FTC-0032083 
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From: 

Sent: 

To: 

Cc: 

SUbject: 

Attach: 

Thomas, 

Rick Tatman <rtatman@tylerunion.com> 

1\1onday, April "13,2009 7:50 P~\l1 

Walton,Thomas (McWane Sf. Vice President) <twaIton@MH-Valve.com> 

McCullough, Leon (McWane Executive Vice President) 
<lmccullough@clovivalve.com>; len;' Jansen <Jerrj.Jansen@tylerunion.com>; Laura 
Alvey <Laura.Alvey@.tylerunion.com> 

List Price Change Final draft. doc 

List Price Change Final draft.doc 

As requested here's the final draft of the List Price change announcement letter with cc: to Leon. 
spoke with Jerry this evening and he feels we can still hold to the May 1 st effective date if we can 
send this letter out ,.o..S,tl.P. !f not \A./e should probably consider pushing effective date out since 'lve're 
getting inside a 2-week 'vvindo'vv. There's nothing magical about ~v1ay 1 st other than our comparative 
financial reporting is much cleaner if things change at a month point 

I understand we have some final issues to resolve among ourselves in terms of what multipliers will 
be announced against this new LisL.Jerry felt somewhat comfortable sending that document out 
latter in the week which wi!! give us some time to resolve the last of the open market questions. 

Fyl .... the actual net effect of the List and multipliers changeS for Domestic product will be near zero 
as we really didn't want to give any net Domestic pricing at this point. However, since the List Pricing 
on the (3"-12") stocking segment is actually going up, the offsetting decrease in Domestic multipliers 
to achieve a net zero gives somewhat of an illusion that Domestic Prices are going down. 

!f needed \lIle could strike that "!n addition, to reaffirm our commitment to support Domestic 
specifications and American manufacturing jobs, Domestic multipliers "vi!! also be adjusted". comment 
from the announcement .... but I some'vvhat like the initial message that text sends to OUi iniport 
competitors as it wiii take them some time to put aii the pcs together. 

From a List Price perspective we took the (3"-12") up somewhat since that's our strongest market 
share and eventually when the pricing wars end we'd like to be able to get the margins up on that 
segment to help offset the reduced List Prices on the larger diameter segments \A!here our share is 
vv'saker. 

VP&Givi Tyier/Union 
ivicVvane \NatelWorks Fittings Division 
(903) 882-2440 
rtatman@tylerunlon.com 
v·rYiVv .tylerLiiiioii .com 
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April 13, 2009 
Dear valued customer, 

Tyler/Union will be implementing a new list Price LP-5091 effective May 1, 2009 that 
will supersede our current List Price, LP-5072. LP-5091 will be available on our website 
@ www.tV!Art!ninnr.nm or if you need a hardcopy, please c.ontact your local Ty!er/Union 
representative. 

Unlike traditional changes, this new List Price is not a result of a need to raise prices. 
Instead, this change was implemented to provide a more rational pricing structure 
across our entire product offering from a manufacturer's perspective. Although there 
are item by item changes, the most significant change is vvith the larger diameter 
product segments vvhere prices have been significantly decreased. 

To address competitive market conditions, we will also implement new Blended 
multipliers for many market areas effective with LP-5091. In addition, to reaffirm our 
commitment to support Domestic specifications and American manufacturing jobs, 
Domestic multipliers \vi!! also be adjusted. The nevI multipliers for your specific market 
ai8as will be communicated in a sepaiate document. 

All annual municipal bid contracts will be honored per the terms of the contract. Jobs 
quoted prior to today's announcement will be honored through May 31,2009. 

Please contact your local Tyler/Union sales representative if you have special concerns 
or conditions ihai need to be considered. 

We thank you for your business and look forward to serving your future demands . 

./ ) 
Y~'7~ 
/ , / 

Jerry Jansen 
Nationa! Sales ~¥~anager 
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April 13, 2009 
Dear valued customer, 

Tyler/Union will be implementing a new list Price LP-5091 effective May 1, 2009 that 
will supersede our current List Price, LP-5072. LP-5091 will be available on our website 
@ www.tV!Art!ninnr.nm or if you need a hardcopy, please c.ontact your local Ty!er/Union 
representative. 

Unlike traditional changes, this new List Price is not a result of a need to raise prices. 
Instead, this change was implemented to provide a more rational pricing structure 
across our entire product offering from a manufacturer's perspective. Although there 
are item by item changes, the most significant change is vvith the larger diameter 
product segments vvhere prices have been significantly decreased. 

To address competitive market conditions, we will also implement new Blended 
multipliers for many market areas effective with LP-5091. In addition, to reaffirm our 
commitment to support Domestic specifications and American manufacturing jobs, 
Domestic multipliers \vi!! also be adjusted. The nevI multipliers for your specific market 
ai8as will be communicated in a sepaiate document. 

All annual municipal bid contracts will be honored per the terms of the contract. Jobs 
quoted prior to today's announcement will be honored through May 31,2009. 

Please contact your local Tyler/Union sales representative if you have special concerns 
or conditions ihai need to be considered. 

We thank you for your business and look forward to serving your future demands . 

./ ) 
Y~'7~ 
/ , / 

Jerry Jansen 
Nationa! Sales ~¥~anager 
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Odobe, 23. 2007 

To: Valued Sigma Cu~t<)rneTs 
Larry Rybacki 

ThL~ ye;JY nsas certainly been a chaHenge to us an, [;.nG all indic,atlon~ arc that lDOE \viii be 1l1OXe 
of the, ~'fu'TIe. 11 has been espec,rany tryi.~.g J~)f many of us WhD b.'ciie 1113nutac1.uring fa{;ijtic-) 
oversca3~ though ~'nerc.ase-d C,)sts arc affecting dorn~sL~c producers too. \\lith Ulcre-ased costs. in 
!:"X'i}\.! .rnHk~r~;:d;;:, fre8£ht.; cu-frency~ pcrSOllt'1e], etc. i,lifO havo no choice but tD refh.':ct a prIce im:n:;;a;..;e 
un a.H ou.r Fithngs~ /\c-ces~-0r.~.es and .A,lu.nidpal C0<.;ting~ in(:.lnding '\l,'."!~b/\,;: Roxes, etc. in the next 
fe-vi.' TitOnth3. 

T!it; fifst increRse i,,'Tm 'he 't'YVQ to three mrllt~plier :points em aD fittings (l\tt ?ucli-Dn, Fbtlged and 
j\cce~;;)\.rd.e;::) effective >h.r'let!liY.::r S~ 2007. The ser.,ol!.d iTIl:,n~;;1S('; wt:+;;h win h~:~ 2o. minhnv.ITl Df 6</t. 
\"Z,-iH bk~; plfiCc on Januar:r 2, 20{)8 :;;tnd wm be ill t:"le farrn of a. Us! pl~:CC incTe~3e, 
2~ 200S Prke· Li.:;t in.c:reas~ v/1]1 enc·mnp!:3..S~~' an ;-::'3:uJudS Hi O\U" VJL3~'f~. C:(j:tLi..:(~g.. 

V·le v/W hanoI Cllrt',;;:nt pricing :for an Dnl;-;Ts plac(.;tl be_~(H'f; Nnvf5rnh.:.:r 53 2007 'vvith no shipfY;Iig 
re~jtf.i.cd{):\lS. 

-Y·je at SIGI'-/fA ~he.rc your co.n.Germ; ahout the llnpact fron: th~-~ re::.::eni, decline In lnarkci: 
lYldtlpUers en your inventory vslue and n~~affl}ns. "'W'e realize that decHninlLJ?Ii;':3:!s ~ldp no<me 
8nd devt-.:hting YOU,f inventory aIle the sc:"'vice an.d quality ~vc provide .is un(';{!nsdom-::.He~ IilJt we 
nisn nrc con},;GlHUS of om' tespouslbllity to support our custO.f:''lerS when. tb.c lnarkEt prices dcelhc 
DC !1u,:ht.'-:r h~:)'Jv hra.tionaiiy. Pb,~~se be :}v"rEff\3 that Jhxpetl'i price fluduations. is not SlCHvIA's 
rn.trdu~ti.i1g phDDsopby and '.vo 1.-""nl do ~\/ejy1hing \ve can to lTIo'.k.e t;a.re they are .Cl]rilrfJizeti in. lh{~ 
f..itur~o 

\,.,,;:> 'i /~. 
~ //'v 

Larr!Rvh~~ki 
/ 

/ 
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Current Competitive Environment 

Generai: 

o Net pricing in 2007 lagged inftation due to pressure on volume 

o The July LP increase wasn't fully realized by Sigma/Star due to lower multipliers and 
allowing specific accounts to continue buying off prior LP 

o Continued inflation out of China is increasing pressure for netting real price 

Tyler/Union 

o Oct Sth: A.nnouncement stated that any future price actions \/\/ou!d be handled v\fith 
multiplier changes rather than by publishing new List Price books. 

o Due to Domestic Mfg our average inflation is well below Sigma and Star's 

o Oct 23ro : Announce a minimum LP increase of 6% for Jan 2nd 

o Mid Dec: Posted new LP files on their website (16% to 46%) increase -25% on average 

o Dec 20th : Delayed their effective date while bashing Tyler/Union for not following 

Star: 
o Nov 30th : List Price increase announced for Jan 2nd effective date 

o Late Dec: Revised effective date to Feb 4th 

o No actual values or % changed have yet to be announced or posted 

1 
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Current Competitive Environment 

Generai: 

o Net pricing in 2007 lagged inftation due to pressure on volume 

o The July LP increase wasn't fully realized by Sigma/Star due to lower multipliers and 
allowing specific accounts to continue buying off prior LP 

o Continued inflation out of China is increasing pressure for netting real price 

Tyler/Union 

o Oct Sth: Announcement stated that any future price actions \/\/ou!d be handled with 
multiplier changes rather than by publishing new List Price books. 

o Due to Domestic Mfg our average inflation is well below Sigma and Star's 

o Oct 23rd : Announce a minimum LP increase of 6% for Jan 2nd 

o Mid Dec: Posted new LP files on their website (16% to 46%) increase -25% on average 

o Dec 20th : Delayed their effective date while bashing Tyler/Union for not following 

Star: 
o Nov 30th : List Price increase announced for Jan 2nd effective date 

o Late Dec: Revised effective date to Feb 4th 

o No actual values or % changed have yet to be announced or posted 

1 
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New Sigma List vs Tyler/Union LP5072 

~1 % Change varies 

I I by both Product 

I I Group and Size. 

I 
, 

I Other Product 
I I Groups need to 

">- be analyzed for 
Ship List Price $ ( further insights. 
C"d~ wl,,~~ 

I 
ii Vveighted , I 

I 
Average 

) increase appears 
./ to be in the 25% 

Range 
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New Sigma List vs Tyler/Union LP5072 

Confidential 

% Change varies 
by both Product 
Group and Size. 
Other Product 
Groups need to 
be analyzed for 
further insights. 

Vveighted 
Average 
increase appears 
to be in the 25% 
Range 
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China Inflation - Update with Jan Data 

Total Cost Imoact: -$301/ton 

" Pig Iron: $205 
" Coke: $16 
j;.- Exchange Rate: $33 
~ VAT Change: $47 

Exchage Rate (RMB per $) 

,.~ 

II 
(7.3, i 

IlL 
Jan '07 Jan '08 

Pig liOn (RMS/Metiic Ton) 

~I 
II 
I' 

4398 

i 
Jan '07 Jan 'OS 

Coke (RMB/Metric Ton) 

... ~nn 
"uu~1 

I /1 
.J,,!!"! '07 .1:=!!1 'Ol=l 
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China Inflation - Update with Jan Data 

Total Cost Imoact: -$301/ton 

" Pig Iron: $205 
" Coke: $16 
j;.- Exchange Rate: $33 
~ VAT Change: $47 

Exchage Rate (RMB per $) 

~ 
.' I I 

I I 7.', 
I/L==j IL 

Jan '07 Jan '08 

Pig liOn (RMS/Metiic Ton) 

~I 
II 
I' 

4398 

I 
Jan '07 Jan 'OS 

Coke (RMB/Metric Ton) 

... ~nn 
"uu~1 

I /1 
.J,,!!"! '07 .J,,!!,,! 'Ol=! 
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Desired Message to the Market & Competitors 

o Tyler/Union will be consistent and follow through with what we've 
formally communicated. 

o TlU will encourage/drive both price stability and transparency. 

o TfU wiii adjust muitipiiers as required to remain competitive within any 
given maiket aiea. (Consistent Job Pricing wiii be rnet with genercii rnarket actions) 

o For 2008, we will support net price increases but will do so in stepped or 
staged increments. A prerequisite for supporting the next increment of 
price is reasonable stability and transparency at the prior level. 

Due to their now more desperate need for price. I believe that Sigma and 
Star will mimic and verbally follow any program we publish. However the 
keys to actual success are: 

1. T/U being consistent v/ith v/hat 'oVe say for an extended period (> 3 months) 

2. Sigma & Star's mgt pulling price authority away from front line sales and 
customer service personnei to add discipiine to the process 

3. Support from our major customers to abandon the current process of branches 
calling multiple suppliers to auction for price. (We'll need face to face meetings) 

4. The Big 3 not allowing 3rd tier suppliers like Serampore to disrupt the process 

4 
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Desired Message to the Market & Competitors 

o Tyler/Union will be consistent and follow through with what we've 
formally communicated. 

o TlU will encourage/drive both price stability and transparency. 

o TfU wiii adjust muitipiiers as required to remain competitive within any 
given maiket aiea. (Consistent Job Pricing wiii be rnet with generai rnarket actions) 

o For 2008, we will support net price increases but will do so in stepped or 
staged increments. A prerequisite for supporting the next increment of 
price is reasonable stability and transparency at the prior level. 

Due to their now more desperate need for price. I believe that Sigma and 
Star will mimic and verbally follow any program we publish. However the 
keys to actual success are: 

1. T/U being consistent v/ith '.vhat 'oVe say for an extended period (> 3 months) 

2. Sigma & Star's mgt pulling price authority away from front line sales and 
customer service personnei to add discipiine to the process 

3. Support from our major customers to abandon the current process of branches 
calling multiple suppliers to auction for price. (We'll need face to face meetings) 

4. The Big 3 not allowing 3rd tier suppliers !ike Serampore to disrupt the process 

4 
TU-FTC-0011438 



Confidential 

Actual Inflation verses Announces Increases 

o $300/ton of China inflation over the prior 12 months 
represents about 15% of the average gross selling price 
for B!ended product. 

o It appears that betvveen (6% to 80/0) of price was 
reaiized from thell % average juiy List Price increase. 

o Sigma's recent List Price Increase on average 
appears to be another -25% above the July levels. 

o Based upon recent history, Sigma's actual support of 
the announced increase is highly suspect. 

o If Tyler followed near that level, we anticipate Sigma 
would continue the oattern of beina 2-30ts below 
Ty!er/Union while offering more flexib!e 'terms to secure 
volume. 

5 
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Actual Inflation verses Announces Increases 

o $300/ton of China inflation over the prior 12 months 
represents about 15% of the average gross selling price 
for B!ended product. 

o It appears that betvveen (6% to 80/0) of price was 
reaiized from thell % average juiy List Price increase. 

o Siqma's recent List Price Increase on averaqe 
appears to be another -25% above the July levels. 

o Based upon recent history, Sigma's actual support of 
the announced increase is highly suspect. 

o If Tyler followed near that level, we anticipate Sigma 
would continue the oattern of beina 2-30ts below 
Ty!er/Union while offering more flexible 'terms to secure 
volume. 
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"Rough Draft" of a Stronger Language Letter 
Dear Valued Customer, 

Due to continued iising costs, especially witilin our oii silore operations, we iind it 
necessary to increase pricing on Utility Fittings and Accessories 

As per our prior letter of last October 5m
, we will adjust pricing by increasing 

rnuitipliers while retaining our current List Price, LP-5072. Letters stating tile new 
mu!tipliers and specific conditions wi!! be sent within the next seveRi.! weeks_ For 
your planning purposes, the increase will be 8% to 12% with a target effective 
date of February 18m

. 

,r V\/p. llndp.rRtand thp. np.p.d fnr thi!'; inr.rp.a!';p. and that in np.np.ral higher price levels 
f p~~vid~- ~~-I~~ -t~ -th~- i~d~~t;Y.-- -Ho~~~-~~: ~~-~i~~;t--b~ii;;~-th~-'industry's your best 

, ___ ,1 1 !~~~~,e_~t~ _a~_~_~~,~,:d ~_~ _p~~,li_~~~~~ _i~~~~~_s~~ ~at_I~v.~_I~,t_h~t, ~r~_ ~?t supported, 
["\-vo 

Potentia! 
V.;]'Siom 

~ II::<:IUlflY LU 111l:;LcWIIiLY c:lliU UILIlf1c:1LI::IY 1::1Ul:;IUll UI 111<:lrl\I::L II::VI::I iJ11L;I11Y. 

11 While we acknowledge this increase is significantly lower than what has been 
1 communicated by another supplier. We don't believe your best interests are 

l ~r,e:t:~~!i~; :'~:'~~t~;';t~~~r:r~:~~ni~~i~~~~7 !~~~~~~i~i~~oried, ieading io 

If the current inflationary trends continue as forecasted, we may need to 
announce anoiher muiiipiier increase wiihin ihe nexi 3 io 6 monihs. 
However, we wi!! only do so if both conditions require and the increase can be 
supported within stability market conditions. 

\ive thank you for your business and as aiways we remain committed to providing 
you with quality products at competitive prices. 

6 
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"Rough Draft" of a Stronger Language Letter 
Dear Valued Customer, 

Due to continued iising costs, especially witilin our oii silore operations, we iind it 
necessary to increase pricing on Utility Fittings and Accessories 

As per our prior letter of last October 5m
, we will adjust pricing by increasing 

rnuitipliers while retaining our current List Price, LP-5072. Letters stating tile new 
mu!tipliers and specific conditions wi!! be sent within the next seveRi.! weeks_ For 
your planning purposes, the increase will be 8% to 12% with a target effective 
date of February 18m

. 

,r V\/p. llndp.rRtand thp. np.p.d fnr thi!'; inr.rp.a!';p. and that in np.np.ral higher price levels 
f p~~vid~- ~~-I~~ -t~ -th~- i~d~~t;Y.-- -Ho~~~-~~: ~~-~i~~;t--b~ii;;~-th~-'industry's your best 

r---'II ~~~~~,e_~t~ _a~_~_~~,~,:d ~t _p~~,li_~~~~~ _i~:~~~_s~~ ~at_I~v.~_I~,t_h~t, ~r~_ ~?t supported, 
["\-vo 

Potentia! 
V.;]'Siom 

~ II::ClUlflY LU Ifll:;LClUIIiLY c:lliU UILIlf1c:1LI::IY 1::1Ul:;IUll UI f11Clr]<;I::L II::VI::I iJ11L;I11Y. 

11 While we acknowledge this increase is significantly lower than what has been 
1 communicated by another supplier. We don't believe your best interests are 

l ~r,e:t:~~!i~; :'~:'~~t~;';t~~~r:r~:~~ni~~i~~~~7 !~~~~~~i~i~~oried, ieading io 

If the current inflationary trends continue as forecasted, we may need to 
announce anoiher muiiipiier increase wiihin ihe nexi 3 io 6 monihs. 
However, we wi!! only do so if both conditions require and the increase can be 
supported within stability market conditions. 

\ive thank you for your business and as aiways we remain committed to providing 
you with quality products at competitive prices. 

6 
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"Rough Draft" of a Softer Language Letter 

Dear Valued Customer, 

Due to continued rising costs, especially \Nithin our off shore operations, INe find it 
necessary to increase pricing on Utility Fittings and Accessories. 

As per our prior letter of last October 5th
, we will adjust pricing by increasing 

multipliers .. vhile retaining our current List Price, LP-5072. Letters stating the new 
multipliers and specific conditions will be sent within the next several weeks. For 
your planning purposes, the increase will be 8% to 12% with a target effective 
date of February 18th

. 

If the current inflationary trends continue as forecasted, we may need to 
announce another multiplier increase within the next 3 to 6 months. 
However, we wiii oniy do so if both conditions require and the Increase can be 
supported ~vithin stability market conditions. 

We thank you for your business and as always we remain committed to providing 
you With quality products at competitive prices. 
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"Rough Draft" of a Softer Language Letter 

Dear Valued Customer, 

Due to continued rising costs, especially \Nithin our off shore operations, INe find it 
necessary to increase pricing on Utility Fittings and Accessories. 

As per our prior letter of last October 5th
, we will adjust pricing by increasing 

multipliers .. vhilc retaining our current List Price, LP-5072. Letters stating the new 
multipliers and specific conditions will be sent within the next several weeks. For 
your planning purposes, the increase will be 8% to 12% with a target effective 
date of February 18th

. 

If the current inflationary trends continue as forecasted, we may need to 
announce another multiplier increase within the next 3 to 6 months. 
However, we wiii oniy do so if both conditions require and the Increase can be 
supported ~vithin stability market conditions. 

We thank you for your business and as always we remain committed to providing 
you With quality products at competitive prices. 

7 
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Blended Multiplier Map 

I Sept _ Dec I 
STATE I Actual Average I 
0' 0.234 

"' " W; 

"' 
" ND 

'" NC 

'" \/, 

~ 

MN 

" NV 

" "" 
" '" C> , 
R 

Last published multiplier map 
Note Comparison to Actual Average Tyler Values 

Union is trying to pull similar data 

0.2313 I 0.243 
0.246 I O?4.q 

0.250 I 0.250 
0.252 I 0.2503 
0.250 I O.2il(l 
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I 0.265 
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Sept- Dec 
Actual 
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~ 0.292 

'" ,,~ 
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CO o ~[M 

" ,"M 

MT o 31Q 

0" 0.324 

" Q 34, 

" '"00 
'0 O,~"" 

0' '"00 
"' O,~ll 

" om 
W, 0.362 
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Blended Multiplier Map 

Last published multiplier map 
Note Comparison to Actual Average Tyler Values 

Union is trying to pull similar data 
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Ty!er I Union 
Tylo:1r PiP'l"I' Urlkm F9t'ndry 
Tyler TX _ Anniston AL 

October 5, 2007 

RE' PrIC~ chang~ fLll" utility Flttlng~ and AcC~~LII"I~~ Effective. N"""mb,.,- 5, 2007 

DearValued CuslOOler 

Due to continued rising costs, especially ,,·ithin oor off shore operations, we find it 
neressary to Increase pricing an all Utility Fittings and AC(:<;!sSCfles effective 
November 5 2007 

We ,,,II retain our rurrent List PriG€! LP-50n, but the Invoice multiplier ",II Increase as 
101i0WS trom Ine pre'VIouslevels 

Blended utlilty Filling ana Accessory Oraers "'0,020 
Domeslic Util~y fitting and Acoe~SCfY Order. "'0,010 

The new InVOice multipliers ','~II apply to all orders received on or after 
r~0""",b~,:::; 2DD7. ;;'-'1 u,-d",,- ,-e~~,v"," p,;u'- ,~I; ~~ p,-,c~ ~'-0t~ct"'d p'-CN;~~d c,," 51-"pp''-,g 
restrictions apply 

Please pW'''';de your local TylfflUnion territory manager v,;th dooumentation regarding 
~~\' e~ding quct"'io~~ ~~d mu~i~ip~! bidG before ~Jc\=bcr 2 2007. Jeb quc:!e<; .;;!! be 
honored for 60 days MuniCipal contracts ·,~II be hooored throogh the term of the 
""n!raci not to a~""ed one year pr0'Aded the d0cumenta!;a~ ;~c!ude6 quam;!;es a~d 
deliver dates 

As a oonV>!nlence to our Gustomer>;. it is our intention to address future price "ctions ~Ath 
MjIJ4!"1'1~!<;to 'nlh:l!C'& mlJtt!"~E' !~I,,=I~ r~.!~N th~~ by pl.lbll~h!O'\~ LI~! !'!"!C~ ct">~."!!~~ 

w~ thank you fnr yoor bU~lne<~ and a~ al,.."y< """' r~maln committed to providing you 
with quality prnducts at compo;1jtlve pnC~$ 

Sincffelv, 

I/i~' 
Jerry Jansen 
National Sales Manager 

('/1 ___ ---, 

~.'I ------" 
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Ty!er I Union 
Ty!o:1r PiP'l"/' Urlkm F9tl!'"!dry 
Tyler TX _ Anniston AL 

October 5, 2007 

RE' PrIC~ chang~ fLll" lItlllty Flttlng~ and AcC~~LII"I~~ Effective. N"""mb,.,- 5, 2007 

D~arValu~d CustOOler 

Due to continued rising costs, especially ",ithin oor off shore operations, we find it 
neressary to Increase pricing an all Utility Fittings and AC(:<;!sSCfleseffectlve 
November 5 2007 

We ,,,II retain our (:!Jrrent List Prire LP-5072, but the Invoice multiplier ",II Increase as 
101i0WS trom Ine pre'VIou~ level~ 

Blended utliliy Fliiing ana Accessory Ora,.,-~ "'0,020 
Domeslic Util~y Fitting and Acce~SCfY Order. "'0,010 

The new Invoice multlpller~ "'~II apply 10 all ord"'-$ recelve.d on LII" afier 
r~o"",,;b~,:::; 2DD7 ;;,-.y o.-d~.- .-~~~.v"'" p.;o.- ,~II ~~ p.-.c~ ~.-ot~ct~d p'-Ov;~~d .-'u 51-,.ppi.-.g 
restrictions apply 

deliver dates 

As a conV>!nlenre to our customer>;, it is our intention to addressflfure price "ctions ~Ath 
MjIJ4!"1'~!<;to Inlh:l!C'& mlJtti"~E' !~I,,=I~ r~_!~N th~~ by pl!bll~hin~ U~! F'ric~ ct">~_"!!~~ 

w~ thank you for yoor bU~lne<~ and a~ alv,ay< we r~maln oommltted to providing you 
with qUality products at competitive prlce~ 

SinCffelv, 

I/i~' 
Jerry Jansen 
National Sales Manager 

<,/1L ___ ~ 

~.~I ------" 
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-,',\ -, .. ,i ,. '" ',,"",'>:. V,~ "'S !", e);' --;'~'" 

·",i, 

.",,,,-.,--

/"'LI ___ _ 

~'-J'-I ------" 

lin direct conflict with 
I Tyler/Union's Oct 5th 

I announcement on 

I ~~~~~~~it~U;~~ti~:~~S 

I
I rather than List Price 
, changes 
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Confidential 

/1'---___ ~ 

~'-J,------~ 

lin direct conflict with 
I Tyler/Union's Oct 5th 

I

I ~na~"1°aUg~~:~u~:~:~rice 
actions with multioliers 

I rather than List P~ice 
I changes 

11 
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Sigma Dec 20th Anno!.!ncement 

Date: Ikccmcer20_20()7 

Iluh: Jauwry 2. 20~ Price Increll8c 

De'U Customers. 

We at SlG:<1A C(lrpor.<L;u" wish you nil (l veJy happ}' and healthy l10Jiday ,ea~Qn.;md 
thad you all fur your !lUpparr and friendship throughout the J'e~r_ 

Unfurtunavdy tor);QJ!. and~ 000 of our ccrnpetitors In :he Fitting ~has not 
a.!l.:w,-,,-~d "- New list Prke j~re"_"'~ 1<". lOeB dC3p;lc the ~ l>"ii[111q iUe ~uloj~ct w 0,,: 
sa.-ne ~om prc,'lUl~~ i!lS Lheres! of ~~. As B n::sul: the ~ew List Price 8hcd a~ it pertains ttl 
l'i1iiiijl;> olliy w.Llt \JtO UclayuJ furm.: time bei:J.g. it;.o. our sinceIehope that the delay will 
be sit",! j"nn aeJ tJuu ihis Price Increase which l~ rn:a1thy for all MilS will be 
implementt':(i in Hie very near :illUre. 

This delay i.'> fOJ Fil!i.!ll2:ill!..!l and due:> not :IJlply to IIU other-pooducts in tte .lanuary 
2

nd 
Price Book. We're sorry for nny i"_~'JllV!.'nk",~~~ "!his !!l!!y ha"", Cll.Ullel ycr...:, "nu "'NC 

will continue lu provUfu you v.ith the qunlity HIHl SCM"" you have bc<;cnle ".:ctI'tmn"~ 10 
~t S](;MA CacpcI!!tic" 

Sin{~lY YOUTS, 

~. __ < ": £;I. ... y-
1 " ...... / -._-, 
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Sigma Dec 20th Anno!.!ncement 

Date: Ikccmcer20_20()7 

Iluh: Jauwry 2. 20~ Price Increll8c 

De'U Customers. 

We at SlG:<1A Corporal;u" wish you nil (l veJy happ}' and healthy l10Jiday ,ea~Qn.;md 
thad you all for your !lUpparr and friendship througbaullh~ J'e~r_ 

Unfurtunavdy tor);QJ!. and~ 000 of our ccrnpetitors In :he.!::i!1iJlg ~has not 
a.!l.:w,-,,-~d "- New list Prke j~re" ... "'~ 1<". lOeB dC3p;lc the ~ l>'i,,[ l>'1q iUe ~uloj~ct w 0,,: 
sa.-ne ~om prc,'lUl~~ i!lS Lherest of ~~. As B n::sul: the ~ew List Price 8hcd a~ it pertains ttl 
l'i1iiiijl;> olliy w.Llt l",., UclayuJ {urili<: time bei:J.g. it;.o. our sinceIehope that the delay will 
be shmj I"nn aeJ tJuu Utis Price Increase which IS rn:a1thy for all MilS will be 
impj"mentt':(i in Hie very near :illUre. 

This delay i.'> fOI F:i.I!i.!ll2:ill!..!l and due:> not :IJlply to IIU ofu.er-pooducts in 'lte .lanuary 
2

nd 
Price Book. We're sorry for noy i".~'JllV!.'nk",~~~ "!his !!l!!y ha"", Cll.Ullel ycr...:, "'Hi. "'NC 

will continue lu provUfu you v.ith the qunlity HIHl SCM"" YOII have bc<;cnle ".:ctI'tmn"~ 10 
~t S](;MA CacpcI!!tic" 

Sin{~l;' yours, 

~.--<': £;I. ... y
J/-!'.-'n 

12 
Til E:T,.... nn11AA&:: 

I ..... -, I ""'-vv I I "'T"'TV 



Confidential 

1st Star Price Announcement 

Sfar PpC P_"."Xiuci,r :.I'ifi IN: rmbiis!ling li no:o:w PriG!': lA,~fjiJ'" UtJli('o' Fil{ing~, Al;i;(;.m'ffrr::.J (If", 
F(JJ.,ri'-{~,Gr Pu"I7.ld., (T}P!".t}8.o.l) to Ix:; (1/i'c(il'lJ J,:(Hu~ry l:;{, .lUff8. 

fhis rww Ufihiy llrfing:; j>"l'h'e li,\Tlt111.~ green,n ~'Ql(Jl' ana rt.~pfaa 'fie CI<rrp11 /'!'i(:r!. J.i.~i 

(VP/....Q7. 0.1) 11.41 i.~ Hue in c%r. 

ThiN nom pldng ,,~m ~1pp!;! W aft ,,-raer's m .. .dw!_,l "=''"' ."n_el ~~ _h'!wJr}' hi, "]O(Jf.i AJT},' '-'Fd.,1' 
N.tQt'(! JallWV'}' i."', :1)08 wi!! lw prY:/: pmlet:leti. U~· hmg a,. .'Jf) ,l'ilippbl.,'?, rf2st~"ictior"s app{:y, 

Regard.., 

I Note that no % increase was stated I 
~~-~ r 

Alatf } .. lil1aiJJy~.~ 
l':atwfwl S;,.!(~ ·~I,m~.g':,~. 
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Confidential 

1st Star Price Announcement 

Sfar PpC P_"."Xiuci.r :.I'ifi IN: rmbiis!ling li no:o:w PriG!': lA.~fjiJ'" UtI/i("'o' Fil{ing~, Al;i;(;,m'ffr<!.J (If", 
F(JJ.,ri"{~.Gr Pu"I7.ld., (T}P!".t}8.Ul) to Ix:; (1/i'c(iw J,:(Hu~ry l:;{, .lUff8. 

fhis rww Ufi{fi ..... J-lr,inf!s j>"l'h'e li.,\Tlt111.~ fI}'eellln ~'Ql(Jl' ana rt.~pfaa 'fie CI<rrp11 /'!'i(:r!. J.i.~i 
(VPI..,.Q7. 0.1) 1/~41 i.~ hi~e in c%r. - . 

7J.,i~ =b>r ...... ,,,;.,..,. ._~;I.' ......... l~, ~~ • ... 11 "'r'~.~ ... ,> >'~f"flh""l "!"f.nd ,.,~ Jr"'!"!>"1.' .1~'i ,]O(Jf.i A_tr';-' '.lTd",,, 
~'''''''~''r'.'''IS-'"''''''-r·.F··'-··~--~·'·'·---'- -, -- -- -:r - ---T --, ~ 

N.tQt'(! JallW:U}' 1."', :1)08 wi!! lw prY:/: pmlet:led, U~' hmg a,. .'Jf) ,l'ilippbl.,'?, rf2st~"ictior",s app{:y, 

Regard.., 

I Note that no % increase was stated 
~~-~ 

r 
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Confidential 

Revised Star Announcement Pushing Date to Feb 4th 

*** EFFECTIVE DATE HAS CHANGED TO FEBRUARY 4TH, 2008 *** 

,Vocewb" 30, '007 <~c-------~ 
RE. ,Yew Pn<'iJ Ldfor Utilit)' I'1ITmg, IUPL.08.0J! 

Dear ['alu.:d Customer: 

Posted Late December although letter date remained 
same as the 1st announcement - Nov 30lh 

SIClrl'ipr: l'rodudli ,,·ill b!! puDlilihing II n~w l'ri('~ Lis/Jur Ulililyrillings, A('('f:'Ii::;ori~s unJFilDrim/oT j'ruJud!i (U1'1... 08. 01) 10 

'{'his new Utility i'itting, Price Ust wilt he green in ca/()r and replace the current '-'ri.::e !.is! (1/1-'/ .117.112) rhat is Nile in co/m'. 

This new pnclI1g,vil/ appl)' to all orders received 011 and after Febnwyy 4rh. ~008 .. -1n,)' order hefore February 4th, 2008 will be 
price pro/ecied, us long us no shipping res/ric/ions apply. 

Thank rml (ar your husiness In 2f!07 and we wlsh )}()u zrear success tiJr :>0(18" 

Alilu Minilmya 
iliatwllal Sales .\1wzager 
Slill" l'ip~ l'rudu("!s 
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Revised Star Announcement Pushing Date to Feb 4th 

*** EFFECTIVE DATE HAS CHANGED TO FEBRUARY 4TH, 2008 *** 
/'1L ___ ~ 

!Vovember 30, ::007 < 
~,---

RE: ,Yew Pn<'e Ldfor Utilit)' I'1ITmg, IUPL.08.0J! 

Dear ['alu.:d Custamer: 

Posted Late December although letter date remained 
same as the 1st announcement - Nov 30lh 

Slill"j'ipf:' l'roduds ",ill b!! puDiishing iI n~w l'l"i('~ Lis/Jur U/ilil}'rillings, A('('f:'ssori~s unJFiiDrim/or j'rodud!i (U1'1... 08, 01) 10 

'{'his new (.!tility i'ittinp;s Price I.ist wilt he green in calor and replace the current I·'rice l.ist Ii /I·'! ,.1i7.1i2) rhat is Nile in co/m'. 

This new pn<'lI1g,vil/ appl)' ta all orders )"i!!<'eived 011 and after F~bnlar)' 4rh, ~008 .. -1n,)' order hefare February 4th, 2008 will be 
price pro/f:'cif:'d, us long us no shipping res/ric/ions app!y_ 

Thank rml (or your husiness In 2f!07 and we wlsh )}()u zrear succ~ss tor :'0(18. 

Alilu Minilmya 
iliatwllal Sales .\fOllager 
Slill" l'ip~ l'rodu('ls 

14 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attach: 

Jennifer Heys <:Jennifer.Heys@tylerunion.com-> 

Saturday, August 29,2009829 PM 

1'-Ekki Dolick <Nikki.Dolick@.tylerunion.com>; Justin Connor 
<Justin.Connor@tylerunion.com>; ruffman70@aol.com 

jerry jansen <jerryJansen@tylerunion.com> 

Conference Call 

Call.doc 

For those of you that rnissed yesterday's conference call, attached is a sumrnary' of what was discussed. Call Jerry' if you 
have any qUestions regarding our nev.; policy on Star Domestic. 
Have a great 'Neekend! 
Jennifer 

CunriuenliGli TU-FTC-0240054 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attach: 

Jennifer Heys <:Jennifer.Heys@tylerunion.com-> 

Saturday, August 29,2009829 PM 

1'-Ekki Dolick <Nikki.Dolick@.tylerunion.com>; Justin Connor 
<Justin.Connor@tylerunion.com>; ruffman70@aol.com 

jerry jansen <jerryJansen@tylerunion.com> 

Conference Call 

Call.doc 

For those of you that rnissed yesterday's conference call, attached is a sumrnary' of what was discussed. Call Jerry' if you 
have any qUestions regarding our nev.; policy on Star Domestic. 
Have a great 'Neekend! 
Jennifer 

CunriuenliGli TU-FTC-0240054 



Conference Call 8/28/09 

STAR DOMESTIC: 
• All indications we have state Sigma is NOT getting into the domestic market. 

They don't see a lot of value going forward. We may end up selling them some. 
• We welcome Star to the domestic market if they are willing to make the same 

investments ",ve have, and meet the same spees. However, ",ve intend to protect 
our domestic brand. 

• WhaL are we going La do if a cusLomer buys SLar dornesLic? We are noL going La 
sell them our domestic. We have a lot of money invested in our foundries, and we 
are not willing to be cherry-picked by anyone using Star domestic. IF Star 
actually has a full line, they are a viable option for anyone to use - we're just not 
going to share domestic business. 

AR ... U: 

o This means the customer will no longer have access to our domestic. 
They can still buy ND from us. 

c Once they use Star, they can't EVER buy domestic from us. 
c 'VE DON'T 'VANT TO THREATEN! Vie just want to make it clear 

inat we are proieciing our domestic brand, and we are going to support 
those that support us. 

o They will no longer get "blended" inventory It will be all import. 
o For companies with multiple branches (RD, Ferguson, Winwater, Hajoca, 

etc) - if one branch uses Star. every branch is cut off. 
o TOG companies will be treated as independents, not grouped together. 
c This is the same thing distributors do to contractors. They do not allovi 

them to buy only a feTw' items from theln - they vvant the whole job. 
o j eny will be puttIng out talking points for us to use. 
o We fully expect to lose some NO business because oftnis. 
o We have to promote that we can handle their ND and DaM needs. We 

have the full line, and we continue growing our line constantly. They 
need us - not Star. 

o So far, Star is at the same price as we are .. so there is no advantage to the 
distributor choosing Star over Tyler. 

c \Ve still don't kno\v specifically v.'here Star is pouring their fittings. They 
won't say. 

c Leon, Rick & jerry wi11 be talking to ihe big, muhi-branch cusiomers. 
Salesmen will be talking with local branch managers and owners. 

• This is not to be discussed in passing - this is a SERIOUS 
conversation. 

• Report back to Jerry all conversations had, so that Jerry can revise 
our talking points for the whole sales team 

• Make sure you are discussing our stance with aii customers, every day. 
• De Minimis waiver - this one will keep coming up. Know how to discuss it. 

Distributors are telling engineers things that aren't true in order to use this waiver. 

CunriuenliCli TU-FTC-0240055 
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Conference Call 8/28/09 

STAR DOMESTIC: 
• All indications we have state Sigma is NOT getting into the domestic market. 

They don't see a lot of value going forward. We may end up selling them some. 
• We welcome Star to the domestic market if they are willing to make the same 

investments ",ve have, and meet the same spees. However, ",ve intend to protect 
our domestic brand. 

• WhaL are we going La do if a cusLomer buys SLar dornesLic? We are noL going La 
sell them our domestic. We have a lot of money invested in our foundries, and we 
are not willing to be cherry-picked by anyone using Star domestic. IF Star 
actually has a full line, they are a viable option for anyone to use - we're just not 
going to share domestic business. 

AR ... U: 

o This means the customer will no longer have access to our domestic. 
They can still buy ND from us. 

c Once they use Star, they can't EVER buy domestic from us. 
c 'VE DON'T 'VANT TO THREATEN! Vie just want to make it clear 

inat we are proieciing our domestic brand, and we are going to support 
those that support us. 

o They will no longer get "blended" inventory It will be all import. 
o For companies with multiple branches (RD, Ferguson, Winwater, Hajoca, 

etc) - if one branch uses Star. every branch is cut off. 
o TOG companies will be treated as independents, not grouped together. 
c This is the same thing distributors do to contractors. They do not allovi 

them to buy only a feTw' items from theln - they vvant the whole job. 
o j eny will be puttIng out talking points for us to use. 
o We fully expect to lose some NO business because oftnis. 
o We have to promote that we can handle their ND and DaM needs. We 

have the full line, and we continue growing our line constantly. They 
need us - not Star. 

o So far, Star is at the same price as we are .. so there is no advantage to the 
distributor choosing Star over Tyler. 

c \Ve still don't kno\v specifically v.'here Star is pouring their fittings. They 
won't say. 

c Leon, Rick & jerry wi11 be talking to ihe big, muhi-branch cusiomers. 
Salesmen will be talking with local branch managers and owners. 

• This is not to be discussed in passing - this is a SERIOUS 
conversation. 

• Report back to Jerry all conversations had, so that Jerry can revise 
our talking points for the whole sales team 

• Make sure you are discussing our stance with aii customers, every day. 
• De Minimis waiver - this one will keep coming up. Know how to discuss it. 

Distributors are telling engineers things that aren't true in order to use this waiver. 

CunriuenliCli TU-FTC-0240055 



CunriuenliGli 

This is for bolts, nuts & gaskets only. Glands & fittings have a country of origin 
on them. 

• Make everyone aware of the \"ww,Jngwane~~~lJ)'mn~eriqln,C~Qm website~ Use the 
flyers you were sent. 

• Make sure you mention our domestic valve boxes & glands. Sell the whole 
domestic product line. 

ND Valvc Boxcs: 
• Vince is now 1Il charge of valve box pnclIlg. Any quesllons or COllllnenls should 

be directed to him 
• Make sure we are pushing valve AND SERVICE boxes. 
• Vince has sent out a new price list showing our bottom dollar. This is where we 

CAN go Not where we WANT to go Make sure you are using the revised one 
he sent out \-vith 9 changes highlights in turquoise. 

• ~vfake sure you start high an.d negotiate on pricing. \Ve need to make as much 
money as we can on these. The mmlmum quantity we want to sell is a crate. Use 
the lower prices to try to move half or full truckloads. 

• This may be their last chance to buy the heavy boxes~ Once this inventory is 
gone, we will be replacing with lightweight boxes. 

• This price list is confidential, do not hand out to anyone. We do not want the 
competitors to knovl our price range. 

• Vie have to get these boxes moved by the end of the year. Talk to Vince if a deal 
can be made for prices lower than listed, or for extended terms. 

• Focus on the boxes Vince has shaded in yellow. These are the highest quantity 
items. 

• Track your valve box sales. 

\Ve are not dovln as far as the Ductile Pipe, PVC Pipe, or Valve & Hydrant divisions. 
\Ve believe we are holding our own, and not losing market share. 
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CunriuenliGli 

This is for bolts, nuts & gaskets only. Glands & fittings have a country of origin 
on them. 

• Make everyone aware of the \"ww,Jngwane~~~lJ)'mn~eriqln,C~Qm website~ Use the 
flyers you were sent. 

• Make sure you mention our domestic valve boxes & glands. Sell the whole 
domestic product line. 

ND Valvc Boxcs: 
• Vince is now 1Il charge of valve box pnclIlg. Any quesllons or COllllnenls should 

be directed to him 
• Make sure we are pushing valve AND SERVICE boxes. 
• Vince has sent out a new price list showing our bottom dollar. This is where we 

CAN go Not where we WANT to go Make sure you are using the revised one 
he sent out \-vith 9 changes highlights in turquoise. 

• ~vfake sure you start high an.d negotiate on pricing. \Ve need to make as much 
money as we can on these. The mmlmum quantity we want to sell is a crate. Use 
the lower prices to try to move half or full truckloads. 

• This may be their last chance to buy the heavy boxes~ Once this inventory is 
gone, we will be replacing with lightweight boxes. 

• This price list is confidential, do not hand out to anyone. We do not want the 
competitors to knovl our price range. 

• Vie have to get these boxes moved by the end of the year. Talk to Vince if a deal 
can be made for prices lower than listed, or for extended terms. 

• Focus on the boxes Vince has shaded in yellow. These are the highest quantity 
items. 

• Track your valve box sales. 

\Ve are not dovln as far as the Ductile Pipe, PVC Pipe, or Valve & Hydrant divisions. 
\Ve believe we are holding our own, and not losing market share. 
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From: 
Sent: 
To: 

Subject: 
Attach: 

Charlie, 

Rick Tatman 

Tuesday, July 21,200910:08 P}v1 

Chariie Nowiin <cnowiin@mcwane.com> 

Proforma Sigma Otler July 2009.xls 

Proforma Sigma Offer July 2009.xls 

i believe Thomas ieft your a v-maii. 

\l'v8 are having some discussions with Sigma as to providing them with Domestic fittings as an aiternative to them 
securing their own source option such as Star has dons. 

This is certainly a choice of evils as having more Domestic suppliers doesn't really increase the size of the pie. 
Our ultimate decision \Ni!! be based upon: 

• if we say No, would Sigrna reaiiy spend it-Ie $ required to execute a dornestic product option 
• Wouid providing Sigma with access to TyieriUnion domestic protect heip us either bener protect our 

brand/share against Star or promote more stabie market prices 

There was some discussion as to whether or not we shouid inciude idie piant costs within our anaiysis at which 
point said wily don't you ask Ci-Iariie for i-lis opinion 

One vievv is that those are real costs that will be vvith us for the next 2-years as we burn down the inventory so 
they should be reflected in our cost basis especially since ';Ne don't knovv if this \,'Vill be a long term arrangement. 

The other vie ... v is that those are not part of our real long term mfg costs and are more a reflection of both our 
inventory levels and the short term market and therefore should be excluded in any consideration. 

The attached was just a simple mode! ! built to help with a rough evaluation of Sigma's proposal. One tab 
include.s Idle pl::lnt ::Inri the other excludes it_ 

I'm in Anniston cell is (903) 216-1272 
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From: 
Sent: 
To: 

Subject: 
Attach: 

Charlie, 

Rick Tatman 

Tuesday, July 21,200910:08 P}v1 

Chariie Nowiin <cnowiin@mcwane.com> 

Proforma Sigma Otler July 2009.xls 

Proforma Sigma Offer July 2009.xls 

i believe Thomas ieft your a v-maii. 

\l'v8 are having some discussions with Sigma as to providing them with Domestic fittings as an aiternative to them 
securing their own source option such as Star has dons. 

This is certainly a choice of evils as having more Domestic suppliers doesn't really increase the size of the pie. 
Our ultimate decision \Ni!! be based upon: 

• if we say No, would Sigrna reaiiy spend it-Ie $ required to execute a dornestic product option 
• Wouid providing Sigma with access to TyieriUnion domestic protect heip us either bener protect our 

brand/share against Star or promote more stabie market prices 

There was some discussion as to whether or not we shouid inciude idie piant costs within our anaiysis at which 
point said wily don't you ask Ci-Iariie for i-lis opinion 

One vievv is that those are real costs that will be vvith us for the next 2-years as we burn down the inventory so 
they should be reflected in our cost basis especially since ';Ne don't knovv if this \,'Vill be a long term arrangement. 

The other vie ... v is that those are not part of our real long term mfg costs and are more a reflection of both our 
inventory levels and the short term market and therefore should be excluded in any consideration. 

The attached was just a simple mode! ! built to help with a rough evaluation of Sigma's proposal. One tab 
include.s Idle pl::lnt ::Inri the other excludes it_ 

I'm in Anniston cell is (903) 216-1272 

CunriuenliGli TU-FTC-0256025 



Proforma Sigma Offer July 2009.xls 

UNSUPPORTED OR EXCLUDED FILE TYPE 
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Proforma Sigma Offer July 2009.xls 

UNSUPPORTED OR EXCLUDED FILE TYPE 
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From: Pam (rarcy 

To: Donna De:yeL Kelly "\Valkec Kerrie IIuisel: IZristin Reid: Linda :"','ieiers: 1\'iichael Slaughter 

Cc: Pam Garey 

Sent: Tuc~day, \lovcmbcr 25, 2()()~ ()2:5 i:-.+3 PM 

Subject: l'\V: Pricing Strategy Changes 

Impot1allce: HIGH 

See lVlatt's email helm-v.Effectiveutltl-redit1telYJ]~fiitth.lU1ifii to tiplH'olJe till pl-tsks (yes, even one-lilne .only). Send 
via email Imiess order is pending; calif or verbal approval. 

Call with any questions, 

Parr! Gnrey 
l'-/a/iona! Customer Service ;\lanuger 
,Star Fipe Froducts 
TeAl Free: 800- 999- 3009 
Direct Toll Free: 866- 508 0108 

From: Matt Minamyer 
Sent: TuesdaYt November 251 2008 7:42 AM 
To: Bud Leider; Michael Berry; ~Jeil McGillivray; Pete Lisov/ski; Ramon Prado; Shaun Smith 
Cc: Susan Schepps; Dan ~Y1cCutcheon; Pam Garey 
Subject: F'vV: t"TIUflY Strategy Changes 
Importance: High 

TO: All 

We have all been extremely diligent in protecting the stability of our market pricing. So much so that we have earned 
the reputation of being the best at protecting the market pricing and at times. to the extent that some think us inflexible 
in that area. You have all done a great job and deserve credit for the effort and results. 

However. some of our competition has not performed as admirably nor are we now certain that it was ever part of their 
strategy. Considering tha\. we need to change our plan in how we are setting our multipliers. We have many instances 
where we have documented the competition being irresponsible (Mostly Sigma) and selling under our multipliers in 
almost every market with varying strategies. We have lost too much revenue to tolerate it any longer. 

Please get with your teams to be sure we are all clear on the following plan_ 

We will take every order we can after exhausting all avenues to document the competitors pricing. Please be 
diligent while talking to your customers that we want to continue being good stewards in the market but we 
will no longer tolerate the competition being irresponsible in the market and being undersold as a result. The 
reason is that 11'.fe have documented so much under market pricing that we have to react to protect our 
partners', and our own market shares. Do it with a combination of buy plans, shori term buys, and project 
pricing. Do this quietly and selectively and as much under the radar as you can but, if it is necessary, be sure 
i#,.. 1'1,.. i. I':!,.. 1'I#!!1.i# #!!1.1'#!!1. ... ' ,..rl'l#!!1.r"'" .. ...- .... ...- ......... ...- ~ ..... "'Y""Y ...-."' ........ . 

You should also go after the competitors' partners to try and gain some of that market share. This doesn't 
give us the go ahead to be irresponsible on the market but rather the ability to be more flexible in pricing. If 
we are moving pricing we need to get more revenue as a result. 

Your teaiUS wiii need to be sure tiley are tracking every project in tileir territory so tilat tiley know wilat is 
going On ana how to react. 

For orders ihai gei beiow your comfort ievei. do a margin anaiysis and caii me io discuss. This inciudes compeiing wiih 
ihe pipe companies going direci wiih SigmaiAmericaniivieiai-Fii fiiiings andior Joini Resiraini. 'vVe have discussed ihai 

CO~JF!DE!'JT!.';,L E00064108 
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From: Pam (rarcy 

To: Donna Be:yeL Kelly "\Valkec Kerrie IIuisel: IZristin Reid: Linda :"','ieiers: 1\'iichael Slaughter 

Cc: Pam Garey 

Sent: Tuc~day, \lovcmbcr 25, 2()()~ ()2:5 i:-.+3 PM 

Subject: l'\V: Pricing Strategy Changes 

Impot1allce: HIGH 

See lVlatt's email helm-v. Effective utltl-redit1telYJ ]~fiitt h'{Urifii to a]Jpf'tnJe all pl-tsks (yes, even one-lilne .only). Send 
via email Imiess order is pending; calif or verbal approval. 

Call with any ques/lOns, 

Parr! 
l'-/a/iona! Customer Service ;\lanuger 
,Star Fipe Froducts 
TeAl Free: 800- 999- 3009 
Direct Toll Free: 866-5080108 
Di;cc!: 28.t -582-8408 

From: Matt Minamyer 
Sent: TuesdaYt November 251 2008 7:42 AM 
To: Bud Leider; Michael Berry; ~Jeil McGillivray; Pete Lisov/ski; Ramon Prado; Shaun Smith 
Cc: Susan Schepps; Dan ~Y1cCutcheon; Pam Garey 
Subject: F'vV: t"TIUflY Strategy Changes 
Importance: High 

TO: All 

We have all been extremely diligent in protecting the stability of our market pricing. So much so that we have earned 
the reputation of being the best at protecting the market pricing and at times. to the extent that some think us inflexible 
in that area. You have all done a great job and deserve credit for the effort and results. 

However. some of our competition has not performed as admirably nor are we now certain that it was ever part of their 
strategy. Considering that. we need to change our plan in how we are setting our multipliers. We have many instances 
where we have documented the competition being irresponsible (Mostly Sigma) and selling under our multipliers in 
almost every market with varying strategies. We have lost too much revenue to tolerate it any longer. 

Please get with your teams to be sure we are all clear on the following plan_ 

We will take every order we can after exhausting al! avenues to document the competitors pricing. Please be 
diligent while talking to your customers that we want to continue being good stewards in the market !Jut we 
will no longer tolerate the competition being irresponsible in the market and being undersold as a result. The 
reason is that 11'.f9 have documented so much under market pricing that we have to react to protect our 
partners', and our own market shares. Do it with a combination of buy plans, shori term buys, and project 
pricing. Do this quietly and selectively and as much under the radar as you can but, if it is necessary, be sure 
i#,.. 1'1,.. ii# I':!,.. 1'I#!!1.i# ..... , ........ , ,..rl'l .... r"'" .. ...- .... ...- ......... ...- ~ ..... "'Y""Y ...-."' ........ . 

You should also go after the competitors' partners to try and gain some of that market share. This doesn't 
give us the go ahead to be irresponsible on the market but rather the ability to be more flexible in pricing. If 
we are moving pricing we need to get more revenue as a result. 

Your teaiUS wiii need to be sure tiley are tracking every project in tileir territory so tilat tiley know wilat is 
going On ana how to react. 

For orders ihai gei beiow your comfort ievei. do a margin anaiysis and caii me io discuss. This inciudes compeiing wiih 
ihe pipe companies going direci wiih SigmaiAmericaniivieiai-Fii fiiiings andior Joini Resiraini. 'vVe have discussed ihai 

CO~JF!DE!'JT!.';,L E00064108 



strategy in detail and your teams should be allover it Those multipliers to compete with the pipe companies directs 
wi!! be lower that we are used to but we have been very successful going after those jobs. 

To manage this! wi!! have a!! the pinks come through me again for awhile so vl.Je can measure the results. 

I'!! be ca!ling each one of you to be sure we a!! understand hOI,N we are moving forward. 

Thanks, 

iviaH 

Matt Minamyer 
National Safes Manager 
Star Pipe Products 
Cell- (713) 301-8734 
Office - (281) 582-8445 

CO~JF!DE!'JT!.';,L E00064109 
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strategy in detail and your teams should be allover it Those multipliers to compete with the pipe companies directs 
wi!! be lower that we are used to but we have been very successful going after those jobs. 

To manage this! wi!! have a!! the pinks come through me again for awhile so vl.Je can measure the results. 

I'!! be ca!ling each one of you to be sure we a!! understand hOI,N we are moving forward. 

Thanks, 

iviaH 

Matt Minamyer 
National Safes Manager 
Star Pipe Products 
Cell- (713) 301-8734 
Office - (281) 582-8445 

CO~JF!DE!'JT!.';,L E00064109 



 
 
 

CX 0752 

 
 

 
 

PUBLIC
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From: 
To: 
CC: 
Sent: 

Matt Minamyer 
Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Dan McCutcheon; Susan Schepps; Pam Garey; Linda Meiers; Donna Beyer 
1122/2008 11 :56:04 AM 

Subject: McWane/Tyler Multipliers and our Plan 

To: ,f.,!! DM's 

The Ty!er multiplier letters are hitting the streets. VVe need to be able to react quickly to be at the right prices. 

I will be putting out some instructions on our plans to change state multipliers in the case that we don't get much advance 
warning. 

Our goal is to take a price increase and to stop project pricing. 

For now here is the plan: 

Once we know what a state or area's multiplier is. if it goes up, we will change to that number. If it goes down, we will 
discuss ~. 

o Later today we will E-mail the procedure for multiplier changes. It will be simple (So that you all can 
understand it 1) 

We will not be project pricing unless we see firm documentation that there is a project price or a buy plan that is off of 
the state mu~iplier. 
All project pricing has to go through me. 

o Tell your TM's not to ask unless they have solid documentation. I have to be very strict on this as we will not 
be the ones to drag the market down. 

o You and your TM's need to be able to tell your customers that we need wr~ten documentation with project 
names, dates, and pricing before we move off of the buy plan This is an effort to do the right thing for the 
industry. 

Your TM's need to start cleaning up their existing project pricing. The Tyler leUer states that they will honor their 

existing project pricing only until March 15'. We will do the same. If we go past that ~ will cause disruptions and 
may resu~ in the increases to be soft or not hold at all. 

o Start preparing yourselves and your TM's to hold strong and get their projects ordered and shipped before 

March 1st 

o Train them that this is what is best for the industry and that we need to be part of the effort to help our 
industry. We will not part of damaging the industry due to lack of discipline. We all need to be able to explain 
this to our customers and to take it to whatever level of management within that customer's organization that is 
required. 

o I'm all good with you guys using me as the bad guy. (Stop snickering I J) 

You need to know that we are strong in revenue and prom. We will have no problems weathering any price wars, even if they 
are prolonged. What we are doing is what is right for the industry. So, don't think we need the price increases, as that is not the 
case. A price increase will be good for us on the short and long term profit situation but are not vital to our strength. The truth is 
that we would come out of a price war stronger than ever and w~h a bigger market share, but we don't think the industry needs 
that right now. 

Deal from strength and commitment and always take the high road when discussing the industry and our competitors. If we do 
this, we will emerge as the most solid partner in the industry. 

Let me know if you have any questions as It is important that we manage this correctly. I know thiS will take major effort but that 
is where we need to be focused untii the crazy pricing ieveis out. Make this your priority. 

Thanks, 

iviatt 

r,,1att r,,1inamysr 
ruationa! Sales Manager 

ESP0004665 

PUBLIC

From: 
To: 
CC: 
Sent: 

Matt Minamyer 
Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Dan McCutcheon; Susan Schepps; Pam Garey; Linda Meiers; Donna Beyer 
1122/2008 11 :56:04 AM 

Subject: McWane/Tyler Multipliers and our Plan 

To: ,f.,!! DM's 

The Ty!er multiplier letters are hitting the streets. VVe need to be able to react quickly to be at the right prices. 

I will be putting out some instructions on our plans to change state multipliers in the case that we don't get much advance 
warning. 

Our goal is to take a price increase and to stop project pricing. 

For now here is the plan: 

Once we know what a state or area's multiplier is. if it goes up, we will change to that number. If it goes down, we will 
discuss ~. 

o Later today we will E-mail the procedure for multiplier changes. It will be simple (So that you all can 
understand it 1) 

We will not be project pricing unless we see firm documentation that there is a project price or a buy plan that is off of 
the state mu~iplier. 
All project pricing has to go through me. 

o Tell your TM's not to ask unless they have solid documentation. I have to be very strict on this as we will not 
be the ones to drag the market down. 

o You and your TM's need to be able to tell your customers that we need wr~ten documentation with project 
names, dates, and pricing before we move off of the buy plan This is an effort to do the right thing for the 
industry. 

Your TM's need to start cleaning up their existing project pricing. The Tyler leUer states that they will honor their 

existing project pricing only until March 15'. We will do the same. If we go past that ~ will cause disruptions and 
may resu~ in the increases to be soft or not hold at all. 

o Start preparing yourselves and your TM's to hold strong and get their projects ordered and shipped before 

March 1st 

o Train them that this is what is best for the industry and that we need to be part of the effort to help our 
industry. We will not part of damaging the industry due to lack of discipline. We all need to be able to explain 
this to our customers and to take it to whatever level of management within that customer's organization that is 
required. 

o I'm all good with you guys using me as the bad guy. (Stop snickering I J) 

You need to know that we are strong in revenue and prom. We will have no problems weathering any price wars, even if they 
are prolonged. What we are doing is what is right for the industry. So, don't think we need the price increases, as that is not the 
case. A price increase will be good for us on the short and long term profit situation but are not vital to our strength. The truth is 
that we would come out of a price war stronger than ever and w~h a bigger market share, but we don't think the industry needs 
that right now. 

Deal from strength and commitment and always take the high road when discussing the industry and our competitors. If we do 
this, we will emerge as the most solid partner in the industry. 

Let me know if you have any questions as It is important that we manage this correctly. I know thiS will take major effort but that 
is where we need to be focused untii the crazy pricing ieveis out. Make this your priority. 

Thanks, 

iviatt 

r,,1att r,,1inamysr 
ruationa! Sales Manager 

ESP0004665 
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P.O. Box 300 
700 Goidrnan Dr. 
Cream Ridge, ~JJ 08511-. 

Attention: All STGMA Customers 

CORPORATION 

TEL: (509) 758-0800 x 555 
CAV. ICrl(l\ "71:01-1'::' ,M"" 1"'-''-1/ f~}('-_'_U',' 

inteind. WV'vVJ.:;i2iTldC0.(Onl 

Email: VP(@siemaco.com 

September 22; 2009 

Re: 'lUDA' -- A practical option to meet your Domestic requirements of A Wl1TA Fittings ... 

Dear Custome.r; 

First, we thank you for your continued support of SIGMA, as you and us, like all in this A ,VWA and 
related industries continue to respond to the unprecedented downturn. And like you, we are confident 
that onT innnstrylATill rt'covt'T; albt'it slowly; ann ollrphmning Tt'fit'cts tht'se thoughts ann hopes. 

As you are aware, our industry too is expected to be a beneficiary from the ARRA (the Recovery Act) 
signed by President Obama in February this year. While this bill was intended to help the various 
segments of the US economy, it also came with a rather controversial 'Buy American (BA), provision. 
Though this was inserted with the best of intentions -- to assist in creation of employment at home, with 
use of domestic products -- it has also brought on several challenges in the implementation of the many 
provisions. A wide consOItium of uusiness interests from customer groups to chambers of commerce 
and several of our trading partners, have vehemently objected to this provision and has offered a strong 
push back against this poiicy to the Administration, who in turn seems to be having second thoughts 
about strongly pushing such a prm'lslon In future legislation, judging from some of their recent 
statenlents. 

However, for now, the BA in the ARRA bill is a reality and all of us have to comply vvith this provision -
volh1ch caiis for usc of products made in USA on projects supported by ARRA funds. To rcspond to this 
unexpected development, STGl\1A carefully reviewed the option to produce onr own range of Fittings 
and Restraints in USA. As a leading supplier of AVVVVA Fittings over the last 25 years, STCrvTA has 
adequate engineering and production expertise and the needed resources to develop and manufacture a 
competitive range of Ld ... "\llNLd,,- Fittings using a fe~N quality foundries in USA. From the start, ~Ne had a 
healthy respcct for the daunting challcnges involvcd in developing thc large range of over 2,000 line 
items needed to fLl11v service your needs in a prompt and complete manner - like -we have done from 
on!" norH:lornestic production range. Along ",,-ith the extensive range; we. have to contend lA!-ith the 
logistical cha!!enges of vanous related operations of finishing the castings such as machining, testing, 
fresh approvals, lining and coating and such requirements that are needed to offer a credible and 
reliable supply chain of domcstic madc Fittings to our customers. (Please note that any mention of 
Fitti ngs in this letter would include applicahle Accessories too.) 

Though \'\·'e were confident of the above option, we felt an innovative approach was called for if we \'\-'ere 
to support our loyal customers in the immediate future and beyond . 

.so~ after consirlering the various pros anci cons of each option; we art' glarl to inform yon that we have 
decided on a nractical course -- rather than a speculative one -- through a mutually beneficial Master 
Distributor Agreement (MDA) with Tyler/Union, who as you are well aware, produces a wide range of 
domestic AWWA Fittings, currently in the 4" to :16" range, with acti ve plans to expand up to 48". 

Though we have been vigorously competing with Tyler/Union over the past several years -- and plan to 
continue to do so -- we chose this MDA option to enable us to service you, our customer with your 
limited, yet unpredictable needs for the domestic Fittings under the BA requirement of the ARRA and 
similar needs, in a timely and complete manner. Tyler/Union has sufficient capacity and substantial 
levels of already produced inventory of almost the entire range and this is a key factor in our decision to 
seek a proposal from Tyler/Union to supply us the domestic Fittings under the above mentioned supply 
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agree.me-nL and accepl lhls opLion when Lhey responded favorably. vVe are conl1denL LhaL our 
choice is the most responsible one given the enormous chailenges of the range needed to supply the 
LAJ..RP,,_i~J.. jobs, in a complete and prompt manner, v.rhich is critical to assist you to complete your 0\,,11 

responsibilities to complete the ARRAjobs on time. 

SIGi'v'LA will conLinue Lo service your needs wiLl! iLs irnporLed Ene o[ FiLLings, ResLrainLs, ]'vltHllClpal 
Castings and other products as l,ve have done in the past. Nmv, ''''Ie "'.vill also be able to offer you a 
complementar,Y line of Tyler jV nionjClo,,v Fittings to service your needs for domestic Fittings for LA£.P..._l' .. 
or other such specifications. Vle plan to stock a certain level of the Tyler/Union Fittings in SIGIVIA's 
impressive national network of facilities to supply you on a timf'ly b::lsis; inf'lJl(ling nf'livpry to your 
facility or job sites. This option is solely intended to sustain and grow our ability to service you, the 
SIG!\1..A..'s loyal customers, as -,,"'ou choose to use our proven service to make -,,"'our o\vn operations 
efficient. Under this MDA. SIGMA can service any Distributor locations in the country with the 
domestic Fittings. 

_A_S per this MDA, vlTe are now Master Distributors of Tyler/Union domestic Fittings. As such, we 111lill 

follow Tyler/Union's distribution and pricing polices as they are announced from time to time. As 
mentioned in their own letter from Tyler/Union to their customers. which you too may have received. 
we wish to supply the Tyler/Union domestic Fittings to any customers who elect to commit to fullv 
support Tyler/Union/Clow branded Fittings for their requirements of domestic Fittings, purchased thm 
Tyler/Union or SIGMA. We appeal to you to accept this requirement of exclusive choice, as a fair and 
reasonable one, in light of the considerable investment by Tyler/Union/Clow to provide this ran,~e of 
domestic production, which is now being expanded to offer domestic Fittings up to 48". Please note that 
customers who eiect not to fuily support this program may forgo any unpaid voiume incentive rebates 
applicable to only the domestic Fittings and delivery of domestic Fittings up to 12 weeks. 

",Vith this TviDA, we piedge to suppiy yon the domestic requirements of Fittings at a competitive price as 
per our Price List of May 2009 for AW-WA Fittings, with the appiicable multipiiers for Domestic 
Fittings. pi ease note that the snppiy of Tyier/Union Fittings through SIGMA wiii not cost you any 
premium and Vlrill be supplied through STGr"fA's well known and reliable customer service team. 
Through Lhis J'vIDA, SIGlVIA is also in a posiLion Lo supply you your needs of dOinesLic FiLLings required 
by any other specifications outside of ARRA as weii. So, piease inquire vvith your STGiv[A Saies 
Representative for any and all of your needs of domestic Fittings. 

As of now, we can supply yon a complete range of A\V"VlA Fittings in C153 -- Compact r"fJ and Push-on 
- and ellO Full Body lVU and Flanged in the 3" to :50 , v\''ith 42" and 48" items under adlve 
" .. ~, , .. " ", . ,..,. .~" .. develOpment . .Lil. ... s "lyler; unlOn nas emLmrKed on an expanSIOn ottnelr range up to 4l:S , \ve request you to 
approach us for all your requirements including the large sizes, so \ve can guide you '.vith pricing and 
delivery timeS accordingly. In addition, \eVE' are also in a position to deliver domestic Fittings in the 30" 
bJ 48" range produced by a reliable dCJl11estic pipe 111anufacturer; if Tyler/Union does nClt have the 
specific capability. 

1\1eanv,rhile, vIe continue our efforts to de·velop a domestic range of Restraints and we ,vill inform you of 
these plans in the near future. 

So, as you have done all these years, please continue to make S!GNI~4.. your 'fitting choice' for all your 
fitting needs, including domestic! 

vVp closp V\~th reiteration of onr appreciation of your husiness, your support ann most important, your 
relationship! 

Best Regards, 

Larry Rybacki & 'VictorlPais 
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DECLARATION OF FACTUAL STATEMENT 
DV 1""\ A "1 HrrT TTr~·n"nN .LJ.1 UrL.I.'1 .1. .. .1. ...... '-'......,..1. "-"' ............... ......,. .... , 

1'.1y na.tTIe is Dan McCutcheon, and I am VP for sales for Star Pipe Products. I have been asked 
to report on tllree events involving Tyler-lTnjon; a subsidiary of McWane (collectively 
H1vicWane~'). 

The Formation ofDlFRA and My Concerns 

1. Sigma altd McWane agreed to put together a trade association for ductile iron pipe 
fittings, DIFRA a."'1d invited Star Pipe to join. My initial reaction for over a year was not 
to join DiFRA, because I feared that t.~e only members ofDIFR_A.. would be McWane, 
Sigma and Star Pipe, and that this would be a subterfuge to obtain Star Pipe's pricing and 
sales information in order for Mc W ane to attempt to damage Star Pipe in the fliture. I 
refused to join, but finally agreed after there was significant pressure on us to join. 

2. During the DIFRA meetings, I typically represented Star Pipe. Sigma was usually 
represented by Victor Pais or Larri Rybacki~ a.."'1d r-.. 1c\VaIle \vas represented by Rick 
Tatman, David Green (who previously worked for Tyler Union, but was reportedly fired 
from McWane two years ago), and Thomas Waiton (who was reportedly recently fired 
from Mc W ane on April 7, 2010). I understood that Thomas Walton was one of the rising 
sta..rs at McWane and was in charge of fittings, valves and hydrants. I believe Rick 
'T' ....................... ""' ............... ""r1 t ..... \17 t:llt ..... n 
.1a.U.1l.C;U.11""pVIL .... U ~v ,,~ .. u~ ......... . 

3. In my opinion, DIFRA was created for the purpose of gathering Star Pipe's information 
that was used to hurt us via McWane's new price iist, reieased May, 2009. This price list 
was conveniently released after nearly a year of Star Pipe's data was collected by DIFRA. 
I was told by McWane's Rick Tatman that they had spent six months analyzing data in 
order to come up vvith this price list. I believe tp2t the data tb~t was being analyzed for 
Siar Pipe and Sigma market positioning was the Sfuile data released to DIFR . .<A ... There 
was no market reason that wouid have justified such a drastic reduction in import prices 
(40 percent), especially for products McWane did not produce or import at the time. The 
only possible reason was that McWane was intent on damaging Star Pipe and Sigma's 
business an.d expa.11ding its monopoly power in the ductile iron pipe fittings market. 

4. To my knowledge, no DiFRA meetings were scheduled 8.J..A....er the price list \-vas published. 
At least, neither I nor anyone eise from Star Pipe was invited to anoiher DIFRA meeting. 

McWane'. Announcement of a Drastic Reduction in Import Prices 

5. Just before the release of Tyler Union's price list in ~/lay, I ,,,,as contacted by Victor Pais; 
VP of Sigma Corporation. Victor was very angry about the ne"," price list and insisted 
that Star Pipe publish a letter to the market stating that we will not follow tvlcWane'S neVv' 
price list. He told me that I was the only one who was not agreeing to this strategy, and 
that I should sign a letter stating that we would all be using the July 2007 price list where 
import prices were much higher, Victor told me that if all three companies (Star Pipe, 
SIP aIld Sigma) agreed to maintain the higher price, then he would be able to persuade 
iVlc W ane to rescind t11e ne"v lOVv'er price list fu~d return to the old list. .A" sa...1'flple of this 
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DV 1""\ A "1 HrrT TTr~·n"nN .LJ.1 UrL.I.'1 .1. .. .1. ...... '-'......,..1. "-"' ............... ......,. .... , 

1'.1y na.tTIe is Dan McCutcheon, and I am VP for sales for Star Pipe Products. I have been asked 
to report on tllree events involving Tyler-lTnjon; a subsidiary of McWane (collectively 
H1vicWane~'). 

The Formation ofDlFRA and My Concerns 

1. Sigma altd McWane agreed to put together a trade association for ductile iron pipe 
fittings, DIFRA a."'1d invited Star Pipe to join. My initial reaction for over a year was not 
to join DiFRA, because I feared that t.~e only members ofDIFR_A.. would be McWane, 
Sigma and Star Pipe, and that this would be a subterfuge to obtain Star Pipe's pricing and 
sales information in order for Mc W ane to attempt to damage Star Pipe in the fliture. I 
refused to join, but finally agreed after there was significant pressure on us to join. 

2. During the DIFRA meetings, I typically represented Star Pipe. Sigma was usually 
represented by Victor Pais or Larri Rybacki~ a.."'1d r-.. 1c\VaIle \vas represented by Rick 
Tatman, David Green (who previously worked for Tyler Union, but was reportedly fired 
from McWane two years ago), and Thomas Waiton (who was reportedly recently fired 
from Mc W ane on April 7, 2010). I understood that Thomas Walton was one of the rising 
sta..rs at McWane and was in charge of fittings, valves and hydrants. I believe Rick 
'T' ....................... ""' ............... ""r1 t ..... \17 t:llt ..... n 
.1a.U.1l.C;U.11""pVIL .... U ~v ,,~ .. u~ ......... . 

3. In my opinion, DIFRA was created for the purpose of gathering Star Pipe's information 
that was used to hurt us via McWane's new price iist, reieased May, 2009. This price list 
was conveniently released after nearly a year of Star Pipe's data was collected by DIFRA. 
I was told by McWane's Rick Tatman that they had spent six months analyzing data in 
order to come up vvith this price list. I believe tp2t the data tb~t was being analyzed for 
Siar Pipe and Sigma market positioning was the Sfuile data released to DIFR . .<A ... There 
was no market reason that wouid have justified such a drastic reduction in import prices 
(40 percent), especially for products McWane did not produce or import at the time. The 
only possible reason was that McWane was intent on damaging Star Pipe and Sigma's 
business an.d expa.11ding its monopoly power in the ductile iron pipe fittings market. 

4. To my knowledge, no DiFRA meetings were scheduled 8.J..A....er the price list \-vas published. 
At least, neither I nor anyone eise from Star Pipe was invited to anoiher DIFRA meeting. 

McWane'. Announcement of a Drastic Reduction in Import Prices 

5. Just before the release of Tyler Union's price list in ~/lay, I ,,,,as contacted by Victor Pais; 
VP of Sigma Corporation. Victor was very angry about the ne"," price list and insisted 
that Star Pipe publish a letter to the market stating that we will not follow tvlcWane'S neVv' 
price list. He told me that I was the only one who was not agreeing to this strategy, and 
that I should sign a letter stating that we would all be using the July 2007 price list where 
import prices were much higher, Victor told me that if all three companies (Star Pipe, 
SIP aIld Sigma) agreed to maintain the higher price, then he would be able to persuade 
iVlc W ane to rescind t11e ne"v lOVv'er price list fu~d return to the old list. .A" sa...1'flple of this 

- I -

0011 SP000070R 

dmontague
Rectangle



CX 0807-2

DECLARATION OF FACTUAL STATEMENT 
-n,";:T T""\. A l\. T ~ If ........ r'lT T'T'("'\UC'I\l\.T 
D I VIli"i lVl'-'\......-U 1 L-J. H ..... '-J.L 'I 

letter is included as Appendix A. I replied that I was not willing to participate and that I 
did not want to C~"'Ty on the conversation. 

Mc W ane' s Request for Star to Stop Production of Soil Pipe 

6. Star Pipe started making sales of soil pipe in February, 2007. In the fourth quarter of 
2006, just after Star Pipe had decided to start selling soil pipe, but before we had actually 
made any sales, I received a call from David Green at !t.1c W ane requesting a meeting. 
Me Wane officiais, David Green and Rufner Page came down to meet our CEO, Ra..lTIesh 
Bhutada, and me in Houston. In that iunch meeting they expressed their anger that We 
were about to enter the soil pipe market and directly challenged our decision. They 
pointed out that they felt they had made a mistake in letting us get into the tittings market, 
and that \vas a mistake that would not hannen aQain. Thev were unhappy with their 

rr '-' " &&. 

nUirket share in ductile iron pipe fittings, \vpJch ! interpreted to meafl that we could 
expect trouble if our market share in fittings continued to increase. In that meeting, they 
offered to make us soil pipe if we would stay out of the market 

7 At the time, the leading import soil pipe provider was Matco-Norca (Matco). They told 
us they \vere going to make malleable thJeaded fittings because they stated that was 
tviatco's nUinber one product) UJ.~d they \vould dunlp this product on the market to plmish 
~ .......... ~ ., .• 1'1 1 I ...l 1'1 t.,.. 'T''h ,.1 • .....l IDem. 1 ney sma mey a10 not neeu to i'iifu(e Bl0ney on a prouuct 11.r(C tHIS. .1- Hey ..... 1... 

produce these tittings and Matco exited the market shortly. To my knowledge, McWalle 
no longer provides this product. They also threatened that if we stayed in the soil pipe 
market, they would make Joint Restraint product, a product we made and they did not. 
1-v1onLlts after the meetL.l1g they introduced their new Joint Restraint product line. 

8. At the time Star Pipe had no market share in soii pipe (having made no sales), but since 
then we have acquired approximateiy 4-5 percent of the market share. 

I declare under penalty of perjury under the iaws of the United States of America, pursuant to 28 
U.S.c. § 1746, that the foregoing is true and correct. Executed on the ao th day of Aprii, 2010 

'\. ~ ,A---
~ _C' "--, 
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letter is included as Appendix A. I replied that I was not willing to participate and that I 
did not want to C~"'Ty on the conversation. 

Mc W ane' s Request for Star to Stop Production of Soil Pipe 

6. Star Pipe started making sales of soil pipe in February, 2007. In the fourth quarter of 
2006, just after Star Pipe had decided to start selling soil pipe, but before we had actually 
made any sales, I received a call from David Green at !t.1c W ane requesting a meeting. 
Me Wane officiais, David Green and Rufner Page came down to meet our CEO, Ra..lTIesh 
Bhutada, and me in Houston. In that iunch meeting they expressed their anger that We 
were about to enter the soil pipe market and directly challenged our decision. They 
pointed out that they felt they had made a mistake in letting us get into the tittings market, 
and that \vas a mistake that would not hannen aQain. Thev were unhappy with their 

rr '-' " &&. 

nUirket share in ductile iron pipe fittings, \vpJch ! interpreted to meafl that we could 
expect trouble if our market share in fittings continued to increase. In that meeting, they 
offered to make us soil pipe if we would stay out of the market 

7 At the time, the leading import soil pipe provider was Matco-Norca (Matco). They told 
us they \vere going to make malleable thJeaded fittings because they stated that was 
tviatco's nUinber one product) UJ.~d they \vould dunlp this product on the market to plmish 
~ .......... ~ ., .• 1'1 1 I ...l 1'1 t.,.. 'T''h ,.1 • .....l IDem. 1 ney sma mey a10 not neeu to i'iifu(e Bl0ney on a prouuct 11.r(C tHIS. .1- Hey ..... 1... 

produce these tittings and Matco exited the market shortly. To my knowledge, McWalle 
no longer provides this product. They also threatened that if we stayed in the soil pipe 
market, they would make Joint Restraint product, a product we made and they did not. 
1-v1onLlts after the meetL.l1g they introduced their new Joint Restraint product line. 

8. At the time Star Pipe had no market share in soii pipe (having made no sales), but since 
then we have acquired approximateiy 4-5 percent of the market share. 

I declare under penalty of perjury under the iaws of the United States of America, pursuant to 28 
U.S.c. § 1746, that the foregoing is true and correct. Executed on the ao th day of Aprii, 2010 

'\. ~ ,A---
~ _C' "--, 
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State of Texas I / 

DECLARATIO-N OF FACTU_A..L STATEMENT 
BY DA1~ NiCCUTCHEOt~ 

County of NoA1 W 

Before me, Dan ~.,1cCutcheon, Vice-President of StEU' Pipe Products, on this day a;,a 3.0, ~O/ () personally appeared, kno\vn to me to be t-t,.e person whose name is subscribed to 
the foregoing. 

/1./111 
Given under my hand and seal of office this tJ{(lf:11 day of April, 2010. 

/I _ A 

(Personalized Seal) ,Jlfi4!l4! J(: &./fJU/l 
1"..rutat-y Public's Signature 

CON F! DE NT!i',L 
Q011 SP0000708 
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State of Texas I / 

DECLARATIO-N OF FACTU_A..L STATEMENT 
BY DA1~ NiCCUTCHEOt~ 

County of NoA1 W 

Before me, Dan ~.,1cCutcheon, Vice-President of StEU' Pipe Products, on this day a;,a 3.0, ~O/ () personally appeared, kno\vn to me to be t-t,.e person whose name is subscribed to 
the foregoing. 

Given under my hand and seal of office this itJM day of April, 2010. 

/I _ A 

(Personalized Seal) ,Jlfi4!l4! J(: &./fJU/l 
}.lotary Public's Signature 

CON F! DE NT!i',L 
n011 c::pnnnn7nQ 
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From: 
To: 
~~ . ....... 
Sent: 
Subject: 

Hi All. 

Matt Minamyer 
Bud Leider; Michael Berry; f'-Jeil McGillivray; Pete LisO'v-vski; Ramon Prado; Shaun Smith 
Susan Schepps; Dan McCutcheon 
8/25/2008 10:10:21 PM 
Pricing in U-Ie iviarket 

I have noticed that recently we have been seeing more pricing pressure in these forms: 

Ford, Smith Blair, and Romac being very low on mu~ipliers. 
Sigma getting tricky with special local deals. 
Tyler has been pretty good but a couple of instances where they don't respect the market prieR. in markets where they 

get no business and have nothing too lose 

~~~y guidance is: 

Don't let anyone take your JR (or fittings) business on price. Confirm the price and match it to get it back. The JR 
market may be changing due to a!! the new players. \lVatch for Ty!er and Bu!!dog very closely and don't let them, or 
anyone, in. 

If it is a customer IAtho '.,-vill shop the price back to the competitor you need to use good judgment on ho ...... and if to 
match price. 

Do the same thing to Tyler that they do to you. Maybe it '.;vili get back to them and they "viii stop. 
Continue to report \rvhat's going on. 

know we have been very careful on special pricing and it seems to be vvorking pretty good. But, the competitors are starting to 
get weak and we cant sit back and let them play games and lose our market share. 8e aggressive 'vvhen it happens. 

Matt 

Matt Minamyer 
National Sales ivianager 
Star Pipe Products 
Cell· (713) 301-8734 
Office - (281) 582-8445 
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From: 
To: 
~~ . ....... 
Sent: 
Subject: 

Hi All. 

Matt Minamyer 
Bud Leider; Michael Berry; f'-Jeil McGillivray; Pete LisO'v-vski; Ramon Prado; Shaun Smith 
Susan Schepps; Dan McCutcheon 
8/25/2008 10:10:21 PM 
Pricing in U-Ie iviarket 

I have noticed that recently we have been seeing more pricing pressure in these forms: 

Ford, Smith Blair, and Romac being very low on mu~ipliers. 
Sigma getting tricky with special local deals. 
Tyler has been pretty good but a couple of instances where they don't respect the market prieR. in markets where they 

get no business and have nothing too lose 

~~~y guidance is: 

Don't let anyone take your JR (or fittings) business on price. Confirm the price and match it to get it back. The JR 
market may be changing due to a!! the new players. \lVatch for Ty!er and Bu!!dog very closely and don't let them, or 
anyone, in. 

If it is a customer IAtho '.,-vill shop the price back to the competitor you need to use good judgment on ho ...... and if to 
match price. 

Do the same thing to Tyler that they do to you. Maybe it '.;vili get back to them and they "viii stop. 
Continue to report \rvhat's going on. 

know we have been very careful on special pricing and it seems to be vvorking pretty good. But, the competitors are starting to 
get weak and we cant sit back and let them play games and lose our market share. 8e aggressive 'vvhen it happens. 

Matt 

Matt Minamyer 
National Sales ivianager 
Star Pipe Products 
Cell· (713) 301-8734 
Office - (281) 582-8445 
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From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Outside Sales 
5/7/20086: 15:59 PM 
Star - Multiplier Change (Arizona) 

RE: Utility Fittings & Accessories Itfultiplier Chal1ge - Arizona Customers 

To Ollr Va/ucd Cuslomers: 

lhefollowinR is a breakdown (?fOlfr clfrrenl price lisls anr:) Ihc ncw I1mllipliers Ihal !-Fill 
lake effecl_Alondu.J--·, .LlJiiV 19, 20GB. 

Product Description 
» Utility Fittings Cll0 & C153 
» Accessories 

Price List 
UPL. 07. 02 (blue) 
Ul'L.07.02 (blue) 

jiJuitipiier 
.38 
.38 

77ie neh iiiltftipfh:rs wi II app~y to all ordt!l's received on or (!trel' AI(Jffd(~v, AIay J 9, ](}(}/i. 

Ally order received prior to that date wiii he price protected provided 110 shipping 
restrictions applv. 

/Jleo.\'e provide .vollr local territoJ}' A4anop;er lvith docllmentation regardinp; aJ~v 
f7llfnjCJ~fJa! bit!,\, before ;1-10..v 19,1008. _All1nicipa/ contracts wi!! be honored throllgh the 

I 

I 

term (!l the contract, provided the dociimentation incliides (juantities and de!iveJ)' date,)". 

rVe remain coml1lltted to earning your husllless. 

:Hatt :\Iillml~ver 
lllationa! Sa!e:,,' Akmager 

ESP0002164 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Outside Sales 
5/7/20086: 15:59 PM 
Star - Multiplier Change (Arizona) 

RE: Utility Fittings & Accessories Itfultiplier Chal1ge - Arizona Customers 

To Ollr Va/ucd Cuslomers: 

lhefollowinR is a breakdown (?fOlfr clfrrenl price lisls anr:) Ihc ncw I1mllipliers Ihal !-Fill 
lake effecl_Alondu.J--·, .LlJiiV 19, 20GB. 

Product Description 
» Utility Fittings Cll0 & C153 
» Accessories 

Price List 
UPL. 07. 02 (blue) 
Ul'L.07.02 (blue) 

jiJuitipiier 
.38 
.38 

77ie neh iiiltftipfh:rs wi II app~y to all ordt!l's received on or (!trel' AI(Jffd(~v, AIay J 9, ](}(}/i. 

Ally order received prior to that date wiii he price protected provided 110 shipping 
restrictions applv. 

/Jleo.\'e provide .vollr local territoJ}' A4anop;er lvith docllmentation regardinp; aJ~v 
f7llfnjCJ~fJa! bit!,\, before ;1-10..v 19,1008. _All1nicipa/ contracts wi!! be honored throllgh the 

I 

I 

term (!l the contract, provided the dociimentation incliides (juantities and de!iveJ)' date,)". 

rVe remain coml1lltted to earning your husllless. 

:Hatt :\Iillml~ver 
lllationa! Sa!e:,,' Akmager 

ESP0002164 



 
 
 

CX 0817 

 
 

 
 

PUBLIC



CX 0817-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
OL.rtside Sales 
5/7/20086:19:32 PM 
Siai - Muiiipiiei Change (Aikansas) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Arkansas Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()OH. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002166 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
OL.rtside Sales 
5/7/20086:19:32 PM 
Siai - Muiiipiiei Change (Aikansas) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Arkansas Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()OH. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002166 



 
 
 

CX 0818 

 
 

 
 

PUBLIC



CX 0818-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Ol.'tside Sales 
5/7/20086:23:50 PM 
Star - Multiplier Change (Colorado) 

RE: Utility Fittings & Accessories Itfultiplier Chal1ge - Colorado Customers 

To Ollr Va/ucd Cuslomers: 

lhefollowinR is a breakdown (?fOlfr clfrrenl price lisls anr:) Ihc ncw I1mllipliers Ihal !-Fill 
lake effecl_Alondu.J--·, .LlJiiV 19, 20GB. 

Product Description 
» Utility Fittings Cll0 & C153 
» Accessories 

Price List 
UPL. 07. 02 (blue) 
Ul'L.07.02 (blue) 

jiJuitipiier 
.-12 
.38 

77ie neh iiiltftipfh:rs wi II app~y to all ordt!l's received on or (!trel' AI(Jffd(~v, AIay J 9, ](}(}/i. 

Ally order received prior to that date wiii he price protected provided 110 shipping 
restrictions applv. 

/Jleo.\'e provide .vollr local territoJ}' A4anop;er lvith docllmentation regardinp; aJ~v 
f7llfnjCJ~fJa! bit!,\, before ;1-10..v 19,1008. _All1nicipa/ contracts wi!! be honored throllgh the 

I 

I 

term (!l the contract, provided the dociimentation incliides (juantities and de!iveJ)' date,)". 

rVe remain coml1lltted to earning your husllless. 

:Hatt :\Iillml~ver 
lllationa! Sa!e:,,' Akmager 

ESP0002168 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Ol.'tside Sales 
5/7/20086:23:50 PM 
Star - Multiplier Change (Colorado) 

RE: Utility Fittings & Accessories Itfultiplier Chal1ge - Colorado Customers 

To Ollr Va/ucd Cuslomers: 

lhefollowinR is a breakdown (?fOlfr clfrrenl price lisls anr:) Ihc ncw I1mllipliers Ihal !-Fill 
lake effecl_Alondu.J--·, .LlJiiV 19, 20GB. 

Product Description 
» Utility Fittings Cll0 & C153 
» Accessories 

Price List 
UPL. 07. 02 (blue) 
Ul'L.07.02 (blue) 

jiJuitipiier 
.-12 
.38 

77ie neh iiiltftipfh:rs wi II app~y to all ordt!l's received on or (!trel' AI(Jffd(~v, AIay J 9, ](}(}/i. 

Ally order received prior to that date wiii he price protected provided 110 shipping 
restrictions applv. 

/Jleo.\'e provide .vollr local territoJ}' A4anop;er lvith docllmentation regardinp; aJ~v 
f7llfnjCJ~fJa! bit!,\, before ;1-10..v 19,1008. _All1nicipa/ contracts wi!! be honored throllgh the 

I 

I 

term (!l the contract, provided the dociimentation incliides (juantities and de!iveJ)' date,)". 

rVe remain coml1lltted to earning your husllless. 

:Hatt :\Iillml~ver 
lllationa! Sa!e:,,' Akmager 

ESP0002168 



 
 
 

CX 0819 

 
 

 
 

PUBLIC



CX 0819-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Ol.'tside Sales 
5/7/20086:29:46 PM 
Star - Multiplier Change (Georgia) 

Al(Zl-' 7, 2008 

RE: Utility Fittings & Accessories IVlultiplier Chal1ge - Georgia Customers 

To Ollr Va/ucd Cuslomers: 

lhefollowinR is a breakdown (?fOlfr clfrrenl price lisls anr:) Ihc ncw I1mllipliers Ihal !-Fill 
lake effecl_Alondu.J--·, .LlJiiV 19, 20GB. 

Product Description 
» Utility Fittings Cll0 & C153 
» Accessories 

Price List 
UPL. 07. 02 (blue) 
Ul'L.07.02 (blue) 

jiJuitipiier 
.35 
.35 

77ie neh iiiltftipfh:rs wi II app~y to all ordt!l's received on or (!trel' AI(Jffd(~v, AIay J 9, lO(}g 
Ally order received prior to that date wiii he price protected provided 110 shipping 
restrictions applv. 

/Jleo.\'e provide .vollr local territoJ}' A4anop;er lvith docllmentation regardinp; aJ~v 
f7llfnjCJ~fJa! bic!,\' before ;1-10..v 19,1008. _All1nicipa/ contracts wi!! be honored throllgh the 

I 

I 

term (!l the contract, provided the dociimentation incliides (juantities and de!iveJ)' date,)". 

rVe remain coml1lltted to earning your husllless. 

:Hatt :\Iillml~ver 
lllationa! Sa!e:,,' Akmager 

ESP0002170 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Ol.'tside Sales 
5/7/20086:29:46 PM 
Star - Multiplier Change (Georgia) 

Al(Zl-' 7, 2008 

RE: Utility Fittings & Accessories IVlultiplier Chal1ge - Georgia Customers 

To Ollr Va/ucd Cuslomers: 

lhefollowinR is a breakdown (?fOlfr clfrrenl price lisls anr:) Ihc ncw I1mllipliers Ihal !-Fill 
lake effecl_Alondu.J--·, .LlJiiV 19, 20GB. 

Product Description 
» Utility Fittings Cll0 & C153 
» Accessories 

Price List 
UPL. 07. 02 (blue) 
Ul'L.07.02 (blue) 

jiJuitipiier 
.35 
.35 

77ie neh iiiltftipfh:rs wi II app~y to all ordt!l's received on or (!trel' AI(Jffd(~v, AIay J 9, lO(}g 
Ally order received prior to that date wiii he price protected provided 110 shipping 
restrictions applv. 

/Jleo.\'e provide .vollr local territoJ}' A4anop;er lvith docllmentation regardinp; aJ~v 
f7llfnjCJ~fJa! bic!,\' before ;1-10..v 19,1008. _All1nicipa/ contracts wi!! be honored throllgh the 

I 

I 

term (!l the contract, provided the dociimentation incliides (juantities and de!iveJ)' date,)". 

rVe remain coml1lltted to earning your husllless. 

:Hatt :\Iillml~ver 
lllationa! Sa!e:,,' Akmager 

ESP0002170 
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PUBLIC



CX 0820-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Outside Sales 
5/7/20086:34:41 PM 
Star - Multiplier Change (Iowa) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - [owa Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()OH. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002172 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Outside Sales 
5/7/20086:34:41 PM 
Star - Multiplier Change (Iowa) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - [owa Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()OH. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002172 
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PUBLIC



CX 0821-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Outside Sales 
5/7/20086:37:53 PM 
Star - Multiplier Change (Kansas) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Kansas Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()()H. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002174 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
Outside Sales 
5/7/20086:37:53 PM 
Star - Multiplier Change (Kansas) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Kansas Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()()H. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002174 



CX 0822-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
OL.rtside Sales 
5/7/20086:42:58 PM 
Siai - Muiiipiiei Change (Louisiana) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Louisiaml Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()OH. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002176 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
OL.rtside Sales 
5/7/20086:42:58 PM 
Siai - Muiiipiiei Change (Louisiana) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Louisiaml Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.35 
.35 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()OH. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002176 
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PUBLIC



CX 0823-001

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
OL.rtside Sales 
5/7/20086:49:44 PM 
Siai - Multipliei Change (Michigan) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Michigan Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.38 
.38 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()()H. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002178 

PUBLIC

i 
I 

From: 
To: 
Sent: 
Subject: 

Star Pipe Products 
OL.rtside Sales 
5/7/20086:49:44 PM 
Siai - Multipliei Change (Michigan) 

lviay 7, 2008 

RE: Utility Fittings & Accessories Multiplier Change - Michigan Customers 

To Gllr Valued Customers: 

Thefollowing is a breakdown C!f our current price lists and the new .multipliers that will 
take effect l'v1onda:y, -L'llav 19, 2008. 

Product Description 
» Utility Fittinxs ClIO & C153 
» Accessor;es 

Price Li.~t 
UrL.07.02 (blue) 
1I1'L.07.02 (blue) 

Muitipiier 
.38 
.38 

The ne1+' multipliers hill (-q)ply to all orders received on or after lyfonday, lyfuy 1 Y, 2()()H. 
Any order received prior to that date will he price protected provided no shipping 
restrictions apply. 

Plea .... 'e provide your local Territory Manager lvith documentation regarding any 
111llnicipal bids before Alay 19, 2008. }~lunicipa! contracts will be honored through the 
term of the contract, provided the dociirnentation includes quantities and delivery dates. 

We remam committed to earnmg your husmess. 

I 

I 

Matt Minamyer 
.National Sales .A1anager 

ESP0002178 
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CX 0827-001

From: Matt Minamyer 
To: Susan Schepps; Bud Leider; Michael Berry; Neil McGillh,'fay; Pete LisO'v-vski; Ramon Prado; Shaun 

Smith 

Sent: 
Subject: 

TO: All 

Dan McCutcheon; Matt Minamyer 
10/22/2008 12:49: 19 PM 
F'vV: 30" and up iittings 

It looks like we are losing this business to Sigma thru directs with US Pipe and American. It's time to take it back! 

We may have to go to a .24 - .22 to the distributor to get the orders. 

Please get with your TM's and go after all the projects with 30" and up Get your partners involved and start taking these 
orders~ 

Prepare to give this speech to your customers in some form: 

VVe are both losing this business to Sigma thru American and US Pipe and we want to partner with you to take it back 
and make some money doing it. Sigma is silently bringing markets daVin and acting as if they are being good steviards. 

Let me kno'.lJ if you ha\le anything questions or issues. Report thru AR's and \,Aihen 'lJe do project re\,'ie'v"J meetings. 

Thanks, 

Matt 

From: Matt iviinamyer 
Sent: Monday, October 20, 2008 6:24 Aivj 
TO: Susan Schepps; Bud Leider; iViichaei Berry; Neii iVicGiiiivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Subject: 30" and up fittings 

Our tonnage is down 12%, and we hear that the competition's tonnage is up around 20%. 

Any ideas? 

Thanks, 

fv1att 

ESP0003143 

PUBLIC
From: Matt Minamyer 
To: Susan Schepps; Bud Leider; Michael Berry; Neil McGillh,'fay; Pete LisO'v-vski; Ramon Prado; Shaun 

Smith 

Sent: 
Subject: 

TO: All 

Dan McCutcheon; Matt Minamyer 
10/22/2008 12:49: 19 PM 
F'vV: 30" and up iittings 

It looks like we are losing this business to Sigma thru directs with US Pipe and American. It's time to take it back! 

We may have to go to a .24 - .22 to the distributor to get the orders. 

Please get with your TM's and go after all the projects with 30" and up Get your partners involved and start taking these 
orders~ 

Prepare to give this speech to your customers in some form: 

VVe are both losing this business to Sigma thru American and US Pipe and we want to partner with you to take it back 
and make some money doing it. Sigma is silently bringing markets daVin and acting as if they are being good steviards. 

Let me kno'.lJ if you ha\le anything questions or issues. Report thru AR's and \,Aihen 'lJe do project re\,'ie'v"J meetings. 

Thanks, 

Matt 

From: Matt iviinamyer 
Sent: Monday, October 20, 2008 6:24 Aivj 
TO: Susan Schepps; Bud Leider; iViichaei Berry; Neii iVicGiiiivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Subject: 30" and up fittings 

Our tonnage is down 12%, and we hear that the competition's tonnage is up around 20%. 

Any ideas? 

Thanks, 

fv1att 

ESP0003143 
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CX 0856-001

From: 
Sent: 
To: 
Subject: 

Matt, 

Shaun Smith 
Tuesday, March 11, 2008 2:22 PM 
Matt Minamyer 
RE: Sigrrm McHlUiillg ihe iviuii increase 

It seems as though they have been pretty discipline in my Division. We have had a recent City bid in Tulsa that Water 
Products quoted be/ow market~ but we are waiting to find out who they quoted. 
The oniy other issue was TyieriSigma quoting Ferguson SA piant jobs with the Texas muitipiier for a CO project. it seems they 
haven't iigured this out yet. 

I just picked up a copy of C 8. B's and Custom Fabs quote for the Denton plant job (401) that just bid and C 8. B quoted prices 
that was 50% - 60% lower than us. 

Everyone that I have spoken with says that everyone seems to be playing fair. 

I still think it is early. 

ShaunSmith 
5,louthwestern Division Manager 
Star Pipe Products 
Office - 281-584-4241 
Cell- 281-787-1223 

From: Matt Minamyer 
Sent: Tuesday, jviarch ii, 2008 i2:40 Pjvi 
To: Ramon Prado; ~·1ichael Berry'; Bud Leider; Pete Lisov\lski; Shaun Smith 
Cc: Matt Minamyer 
Subject: Sigma Handling the Mult Increase 

Due last Friday were any issues we had with Sigma on how they are handling the Mult increases. Only Mike and Bud have replied . 

. Just give me major things that you k.now of !ik.e· 
No shipping restriction on NJ 
No letter out on MA 
Letter out iate in XX 

CONFIDENTI,fl\L SPP001585 

PUBLIC

From: 
Sent: 
To: 
Subject: 

Matt, 

Shaun Smith 
Tuesday, March 11, 2008 2:22 PM 
Matt Minamyer 
RE: Sigrrm McHlUiillg ihe iviuii increase 

It seems as though they have been pretty discipline in my Division. We have had a recent City bid in Tulsa that Water 
Products quoted be/ow market~ but we are waiting to find out who they quoted. 
The oniy other issue was TyieriSigma quoting Ferguson SA piant jobs with the Texas muitipiier for a CO project. it seems they 
haven't iigured this out yet. 

I just picked up a copy of C 8. B's and Custom Fabs quote for the Denton plant job (401) that just bid and C 8. B quoted prices 
that was 50% - 60% lower than us. 

Everyone that I have spoken with says that everyone seems to be playing fair. 

I still think it is early. 

ShaunSmith 
5,louthwestern Division Manager 
Star Pipe Products 
Office - 281-584-4241 
Cell- 281-787-1223 

From: Matt Minamyer 
Sent: Tuesday, jviarch ii, 2008 i2:40 Pjvi 
To: Ramon Prado; ~·1ichael Berry'; Bud Leider; Pete Lisov\lski; Shaun Smith 
Cc: Matt Minamyer 
Subject: Sigma Handling the Mult Increase 

Due last Friday were any issues we had with Sigma on how they are handling the Mult increases. Only Mike and Bud have replied . 

. Just give me major things that you k.now of !ik.e· 
No shipping restriction on NJ 
No letter out on MA 
Letter out iate in XX 

CONFIDENTI,fl\L SPP001585 
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Sales guys saying they didn't know. 
Honoring aii previousiy priced jobs in OH 
Etc. 

Send it today. 

Be!ow is what! and from all our conversations about this, it doesn't seem like much considering how you a!! roughed me up over them not taking the increase in a 
professional manner. 

Spokane INA: 

Sigma quoted a .24 to Randy Reno HD Denver for Spokane WA job. Randy was quoting CH2M Hill. Star did not match as this was a turnkey which we 
felt would go to market. 

Southern N~."" 

Sigma lowered to a .28 in Las Cruces area, and Star did as well with EI Paso near by at a .28. As of Friday Tyler indicated that they are moving West 
Texas to a .30 to Inatch i-.iivi. Star is raising nurnber back to .30 this week in i-.iivi and raising ''-liest Texas to a .30. Have not yet seen any Sigrna 
verification. 

John Ristine 
ri.D. San iviarcos - Being toid that Sigma aiiowed pricing to continue up to 2i29 with no shipping restrictions. This is verbai with no written proof. 
\.IIJestern V'JaterVVorks - Sigma is protecting pricing by selling fittings direct through U.S. Pipe. 

Kris Kadai 
Groeniger Fresno Plant - U.S. Pipe quoted sigma fittings at a .28 for the upcoming Soledad VVWTP project. 

NAPAC - Only in the Stockton/Sacramento - Trying to seize some opportunity offering price protection with no shipping restrictions. I am not concerned 
with this issue at the moment, but I am watching very closely. 

Sigma is selling FBE off of the black list in Sarasota and Fort Meyers. 

2 
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Sales guys saying they didn't know. 
Honoring aii previousiy priced jobs in OH 
Etc. 

Send it today. 

Be!ow is what! and from all our conversations about this, it doesn't seem like much considering how you a!! roughed me up over them not taking the increase in a 
professional manner. 

Spokane INA: 

Sigma quoted a .24 to Randy Reno HD Denver for Spokane WA job. Randy was quoting CH2M Hill. Star did not match as this was a turnkey which we 
felt would go to market. 

Southern N~."" 

Sigma lowered to a .28 in Las Cruces area, and Star did as well with EI Paso near by at a .28. As of Friday Tyler indicated that they are moving West 
Texas to a .30 to Inatch i-.iivi. Star is raising nurnber back to .30 this week in i-.iivi and raising ''-liest Texas to a .30. Have not yet seen any Sigrna 
verification. 

John Ristine 
ri.D. San iviarcos - Being toid that Sigma aiiowed pricing to continue up to 2i29 with no shipping restrictions. This is verbai with no written proof. 
\.IIJestern V'JaterVVorks - Sigma is protecting pricing by selling fittings direct through U.S. Pipe. 

Kris Kadai 
Groeniger Fresno Plant - U.S. Pipe quoted sigma fittings at a .28 for the upcoming Soledad VVWTP project. 

NAPAC - Only in the Stockton/Sacramento - Trying to seize some opportunity offering price protection with no shipping restrictions. I am not concerned 
with this issue at the moment, but I am watching very closely. 

Sigma is selling FBE off of the black list in Sarasota and Fort Meyers. 
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From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

He!!o Ramon, 

Ryan Berry 
Friday, Aprii 25, 20084:18 PM 
Ramon Prado 
Matt iviinarnyer 
Sigma Fitting Increase Letter 5/19/08 
SigmaFittingsOS1 908. pdf 

Here is the Sigma fitting increase letter that just hit the streets today. As soon as the multiplier letter or letters hit my 
customers, I will get them and forward to you and Matt ASAP' 

Have a Great Weekend! 

Thx & Best Regards, 

Ryan Berry 
SE Division Territory ~~1anager 
Star Pipe Products 
TVf: 239-699-6331 
E: ryanb(mstarpipeproducts.com 
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From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

He!!o Ramon, 

Ryan Berry 
Friday, Aprii 25, 20084:18 PM 
Ramon Prado 
Matt iviinarnyer 
Sigma Fitting Increase Letter 5/19/08 
SigmaFittingsOS1 908. pdf 

Here is the Sigma fitting increase letter that just hit the streets today. As soon as the multiplier letter or letters hit my 
customers, I will get them and forward to you and Matt ASAP' 

Have a Great Weekend! 

Thx & Best Regards, 

Ryan Berry 
SE Division Territory ~~1anager 
Star Pipe Products 
TVf: 239-699-6331 
E: ryanb(mstarpipeproducts.com 
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o:J~1 MAl 
~""'-Mrl raw.~ 

CORPORAiiON 

Date: April 24, 2008 
To: 
From: 

SIGMA Corporation's Valued Customers 
Larry Ryhacki 

C'I.~'L... 
ou,l...!'_ ~v1ultiplier L"'lcrease ~Y1ay 19, 2008 

near Friends, 

To say this ye~.r has been a challenge is a gross ul1derstarement. With rising 
" '.. ....-"" ....: .... _ 1 ... 1... ....................... ..1~,..nl J..."" ....... ~+£'I ..-:Iur "","3tJa'l";a10 E>+ .... _ "()(tR \1rill COS...s hi uw"'1Spv..,...aI..I.'-.. .L.I, .l.UVV"', J,.l.I, ..... U .. V~ v ...... J~ ..... LJll..;:I, .l.. .... v ......................................... -.1 _............. • ....... ... 

certainiy be a diificult year for all of us', Hopefa11y we willleam something from it 
and be better businesses in the future lor having endured this very tough doWDiUm. 

~lr.MA l:nrnnT"tinn_ Hlee ,,11 manufactuTers in the Waterworks Industrv. has 
---~.-- ---r--------, -,--- -- ---~--~----------- -- ---- - -------- --- - "'. 

been hit "lith unprecedented increases i..T} scrap iron prices \vJljch have increased 7 
fold in just a few short years. As a result we will be raisin.g multipliers up to 10 
multipiier PQipts depending on your region. 1 ne increase Will take piace on May 
19,2008 and your SIGMA Regional Manager will infonn you by letter before the 
end of April of your new multiplier. 

We've cut the number of different multiplieis across t.1e count.-! do"vn to four 
or five with the ultimate goai of one multiplier for Fittings (MJ & Push.on, C·153, 
Flanged C-IlO) nationwide in the not too distant futur!'l. We can't promise that this 
will be the last increase in 2008, but we can promise we will give you ample 
warning of 8....ny fiJ.tu1"'e changes. 

Only orders that are placed before 1v1ay 19, 2008 wiL'1 a specific stJpping date 
wili be honored and any jobs that are heid for release wiii be subject io the llirnL 
mu1tipJil3r~. 

In conclusion, 've at 8101' .. 1...6."" tb..ank you for your loyalty e...'1d friends-h.ip and we 
wish you all the best during these ta-ying times in our marketplace. 

Sinc91ly yours, 

Yf~ 
La:~y/ 
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o:J~1 _""'!IiI .. 
CORPORAiiON 

Date: 
To: 
From: 
C'I •• 'L... 
OUI...!'_ 

April 24, 2008 
SIGMA Corporation's Valued Customers 
Larry Ryhacki 
~v1ultiplier L"'lcrease ~Y1ay 19, 2008 

near Friends, 

To say this ye~.r has been a challenge is a gross ul1derstarement. With rising 
" '.. ....-"" ....: .... _ 1 ... 1... .................... ..1~,..nl J..."" ....... ~+£'I ..-:Iur "","3tJa'l";a10 E>+..... "()(tR \1rill COS..s hi uw"'1Spv..,...aI..I.'-.. ,I...I, ..I,UVV"', J..l.I, ..... U .. V~ v ....... ~ ..... L..Ol..;:I, .l.. .... v ..................................... -.1 _ ........ ~ ........ ... 

certainiy be a diificult year for all of us', Hopefa11y we willleam something from it 
and be better businesses in the future lor having endured this very tough doWDiUrn. 

~lr.MA l:nrnnT"tinn_ Hlee ,,11 manufactuTers in the Waterworks Industrv. has 
---~.-- ---r--------, .,--- -- -~-~--~----------- -- ---- - -------- --- - "'-

been hit "lith unprecedented increases i..T} scrap iron prices \vJljch have increased 7 
fold in just a few short years. As a result we will be raisin.g multipliers up to 10 
multipiier PQipts depending on your region. 1 ne increase Will take piace on May 
19,2008 and your SIGMA Regional Manager will infonn you by letter before the 
end of April of your new multiplier. 

We've cut the numbei of diffeient multiplieis across t.1e count.-! do"vn to four 
or five with the ultimate goai of one multiplier for Fittings (MJ & Push.on, C·153, 
Flanged C-IlO) nationwide in the not too distant futur!'l. We can't promise that this 
will be the last increase in 2008, but we can promise we will give you ample 
warning of 8....ny fiJ.tu1"'e changes. 

Only orders that are placed before 1v1ay 19, 2008 wiL'1 a specific stJpping date 
wili be honored and any jobs that are heid for release wiii be subject io the llirnL 
mu1tipJil3r~. 

In conclusion, 've at 8101' .. 1...6."" tb..ank you for your loyalty e...'1d friends-h.ip and we 
wish you all the best during these ta-ying times in our marketplace. 

Sinc91ly yours, 

.tV f4.u; 
La:~y/ 
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From: 
Sent: 
To: 
Subject: 
Attachments: 

u ___ ... __ _ 
nt:tt: wt::' yv ... 

Shaun Smith 

Shaun Smith 
Wednesday, May 07, 2008 ; :2; PM 
Maii Minamyer 
F'vV: Tyier/Union Pricing Letter 
TyleiUnion Announcement May 7 20GB. pdf 

South·we.,"tern DiFi.\'ion _Manager 
.~'tar Pipe Products 
Office -181-584-4241 
Cell- 281-787-1223 

From: O'Brien, Bob [HDS] fmai!to:bob.obriencmhdsupp!v.coml 
Sent: \AJednesday, May 07{ 2008 1:06 PM 
To: Shaun Smith 
Subject: F\A/: Ty!er/Union Pricing Letter 

Bob O'Brien 
Branch Manager 
HD Supply \AJatsryllJorks 
Branch 530 
ivicKinney, TX 
P 972.542,3342 
F 972.548,1804 
C 8178290469 

Local Service Nation'vvide 
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From: 
Sent: 
To: 
Subject: 
Attachments: 

u ___ ... __ _ 
nt:tt: wt::' yv ... 

Shaun Smith 

Shaun Smith 
Wednesday, May 07, 2008 ; :2; PM 
Maii Minamyer 
F'vV: Tyier/Union Pricing Letter 
TyleiUnion Announcement May 7 20GB. pdf 

South·we.,"tern DiFi.\'ion _Manager 
.~'tar Pipe Products 
Office -181-584-4241 
Cell- 281-787-1223 

From: O'Brien, Bob [HDS] fmai!to:bob.obriencmhdsupp!v.coml 
Sent: \AJednesday, May 07{ 2008 1:06 PM 
To: Shaun Smith 
Subject: F\A/: Ty!er/Union Pricing Letter 

Bob O'Brien 
Branch Manager 
HD Supply \AJatsryllJorks 
Branch 530 
ivicKinney, TX 
P 972.542,3342 
F 972.548,1804 
C 8178290469 

Local Service Nation'vvide 

CONFiDENTiAL SPP000595 
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May 7.2008 

To: A!! Ty!er Union Distribution Customers 

RE: Pricing for Utility Fittings and ,L'.,ccesscries 

Dear Valued Customer, 

You have iikeiy heard or read about continued increases in factors of production 
impacting both domestic and giobai operations. The foundry industry has been hit 
particuiariy hard with sharp increases in scrap iron, aiioys and transportation costs. 
While the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions, we carefully analyze all factors including: domestic 
and global inflation, market and competitive conditions within each region, as well as 
performance against our own internal metrics. \I\Je anticipate being able to complete our 
analysis by the end of May. At that point, vlfe wi!! send out leiters to each specific region 
detailing changes, if any, to our current pricing policy. 

For planning purposes only, 'vve expect for regions 'vvith a change that multipliers 'vvill 
inciease in the range of 6% up to 16% effective June 16th 

Sincereiy, 

/ j 
~A-7 Va~_~ ... ..../ 
/ / I 

Jerry Jansen 
Nationa! Sales Manager 

CONFiDENTiAL SPP000596 
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May 7.2008 

To: A!! Ty!er Union Distribution Customers 

RE: Pricing for Utility Fittings and ,L'.,ccesscries 

Dear Valued Customer, 

You have iikeiy heard or read about continued increases in factors of production 
impacting both domestic and giobai operations. The foundry industry has been hit 
particuiariy hard with sharp increases in scrap iron, aiioys and transportation costs. 
While the financial impact to our business is real, we also recognize there are 
restrictions as to the level and timing at which pricing can be accommodated in the 
market 

We are sending this general communication to our waterworks distribution customers to 
more clearly define our intention in regards to future pricing actions. 

Before announcing any price actions, we carefully analyze all factors including: domestic 
and global inflation, market and competitive conditions within each region, as well as 
performance against our own internal metrics. \I\Je anticipate being able to complete our 
analysis by the end of May. At that point, vlfe wi!! send out leiters to each specific region 
detailing changes, if any, to our current pricing policy. 

For planning purposes only, 'vve expect for regions 'vvith a change that multipliers 'vvill 
inciease in the range of 6% up to 16% effective June 16th 

Sincereiy, 

/ j 
~A-7 Va~_~ ... ..../ 
/ / I 

Jerry Jansen 
Nationa! Sales Manager 
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From: 
Sent: 
To: 
Subject: 

lrllliniy project pricing: 

Shaun Smith 
Thursday, October 30, 2008 8:48 AM 
Maii Minamyer 
RE: Sigma Antics 

NTX - Seeing .27/or/ittings/re,.traint - State multiplier is a .30 
T uTsa - .24 fittings/restraint - State mu ltiplier .30 - F ord/Smith-Blair restraints. 241. 25 -
waiting to see their increase _Nov, 1st 
-'-~S - .27.fittings - State I1lultiplier .30 
Il,lE - Tyler/Signuijittings .27 -State iilultiplier .30 
TX/OK - September .S·peciai - HALF A TRUCKLOAD (20,(j(j(j#) - .29 Ot"T FiTThVGS & .27 
ON RESTRAINTS 
A FULL TRUCKLOAD (40-45,000#) - .28 ON FITTINGS & .27 ON RESTRAINTS (YOU 
CAN FILL ALSO WITH CASTINGS) 

Skaun H. Sn:ith 
Southwe .... tern Divi .... ioii Aliiiiiiger 
Star Pipe Products 
4()18 Westlwllow Pkwy. 
Houston, TX 77()82 
O.fJice - 281-584-4241 
Mobile - 281-787-1223 

From: Matt Mlnamyer 
Sent: Wednesday, October 29, 2008 4:50 PM 
To: Shaun Smith; Pete Lisowski; Ramon Prado; Bud Leider; Michaei Berry; Neii McGiiiivray 
Subject: Sigma Antics 
Importance: High 

Hi Guys, 

Off of the top of your heads, please give me no more than the top five things Sigma does or has done In 
your division that is out of the market pricing or any weird stuff. Make sure they are iegit. 

IE: 

In ~~ew Mexico they keep dropping the fitting number to xx. The salesman says that it is because 
they don't get any share and have nothing to lose. 
The put out a letter in TX and OK announcing a truck load special. Any full trucks get xx points 
off the sate mult. 

[Shoun Sinitli] 
In FL they told their partners they get tvv'o paints belo'vv the stat multiplier at all timeS. 
In SOCAL they give HDS a sliding scale reduction on multipliers. They alla'v'; the branches to 
bundle orders together and then give up to a 10% discount. 

These are rea! but! don't have a!! the facts right on them. Please make these correct and send me the 
rest ASAP 

CONFiDENTiAL SPP002005 
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From: 
Sent: 
To: 
Subject: 

lrllliniy project pricing: 

Shaun Smith 
Thursday, October 30, 2008 8:48 AM 
Maii Minamyer 
RE: Sigma Antics 

NTX - Seeing .27/or/ittings/re,.traint - State multiplier is a .30 
T uTsa - .24 fittings/restraint - State mu ltiplier .30 - F ord/Smith-Blair restraints. 241. 25 -
waiting to see their increase _Nov, 1st 
-'-~S - .27.fittings - State I1lultiplier .30 
Il,lE - Tyler/Signuijittings .27 -State iilultiplier .30 
TX/OK - September .S·peciai - HALF A TRUCKLOAD (20,(j(j(j#) - .29 Ot"T FiTThVGS & .27 
ON RESTRAINTS 
A FULL TRUCKLOAD (40-45,000#) - .28 ON FITTINGS & .27 ON RESTRAINTS (YOU 
CAN FILL ALSO WITH CASTINGS) 

Skaun H. Sn:ith 
Southwe .... tern Divi .... ioii Aliiiiiiger 
Star Pipe Products 
4()18 Westlwllow Pkwy. 
Houston, TX 77()82 
O.fJice - 281-584-4241 
Mobile - 281-787-1223 

From: Matt Mlnamyer 
Sent: Wednesday, October 29, 2008 4:50 PM 
To: Shaun Smith; Pete Lisowski; Ramon Prado; Bud Leider; Michaei Berry; Neii McGiiiivray 
Subject: Sigma Antics 
Importance: High 

Hi Guys, 

Off of the top of your heads, please give me no more than the top five things Sigma does or has done In 
your division that is out of the market pricing or any weird stuff. Make sure they are iegit. 

IE: 

In ~~ew Mexico they keep dropping the fitting number to xx. The salesman says that it is because 
they don't get any share and have nothing to lose. 
The put out a letter in TX and OK announcing a truck load special. Any full trucks get xx points 
off the sate mult. 

[Shoun Sinitli] 
In FL they told their partners they get tvv'o paints belo'vv the stat multiplier at all timeS. 
In SOCAL they give HDS a sliding scale reduction on multipliers. They alla'v'; the branches to 
bundle orders together and then give up to a 10% discount. 

These are rea! but! don't have a!! the facts right on them. Please make these correct and send me the 
rest ASAP 

CONFiDENTiAL SPP002005 
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Thanks, 

Maii 

fViatt Mmamyer 
."'!ationa! Safes !Vlanager 
Star Pipe Products 
Cell- (713) 301-8734 
Office - (281) 582-8445 

CONFiDENTiAL 
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Thanks, 

Maii 

fViatt Mmamyer 
."'!ationa! Safes !Vlanager 
Star Pipe Products 
Cell- (713) 301-8734 
Office - (281) 582-8445 
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Fro,: lyl'" Pipe at QD _ ~ 01-19-08 10:23 a. r'l 003 of OIl3 

january 18, 2008 

To: TyleriUnion Utiiiiy Customers in CA 

Re: Pricing Multiplier Adjusiment Effective February 18,2008 

Dear Valued Customer: 

Per our January 11, 2008 letter, TyieriUnion is announcing the following changes to our pricing 
muitipiiers effective Monday, February 18, 200B, This adjustment is required due to continued 
rising costs, especiaiiy within our off-shore operations, 

Multipiiers wiii be appiied to TyieriUnion's List Price LP-5072 dated July 2,2007, 

iviuitipiier Product 

0.33 Ali Blended Orders for C'l'lO & C'153 Utiiliy Fittings 

0.44 Ail Domestic Oniy Orders for Cl 1 0 & Cl 53 Utiiity Fiiiings 

0.33 Aii Standard Accessories 

0.36 MJ Field Lok 

Aii orders entered after the ciose 01 business on Friday, February 15, 2008 wiii be entered at the 
new multipiiers. 

Aii annual fnunicipai bid contracts \lviii be honored per the terms of the contract. ..JODS quorea 
piior to this announcement wiil be honored through March -I j 2008, with acceptabie 
dOCUfnentation provided to your iocal Tyier/Union saies representative. 

'iNe ulank you for your business and as aiways we remain committed to providing you with 
Qu-aiity products and set~vice at cornpeiitive prices. 

SincerelYJ 

./ ) 
y~y~ 
I , I 

Jerry Jansen 
National Sales Manager 

C'II':': nnc"l"l'"Jo 
vi ..... - VVvvv","V 

Confidential 
FO!A Exempt 

Fro,: lyl'" Pipe at QD _ ~ 01-19-08 10:23 a. r'l 003 of OIl3 

january 18, 2008 

To: TyleriUnion Utiiiiy Customers in CA 

Re: Pricing Multiplier Adjusiment Effective February 18,2008 

Dear Valued Customer: 

Per our January 11, 2008 letter, TyieriUnion is announcing the following changes to our pricing 
muitipiiers effective Monday, February 18, 200B, This adjustment is required due to continued 
rising costs, especiaiiy within our off-shore operations, 

Multipiiers wiii be appiied to TyieriUnion's List Price LP-5072 dated July 2,2007, 

iviuitipiier Product 

0.33 Ali Blended Orders for C'l'lO & C'153 Utiiliy Fittings 

0.44 Ail Domestic Oniy Orders for Cl 1 0 & Cl 53 Utiiity Fiiiings 

0.33 Aii Standard Accessories 

0.36 MJ Field Lok 

Aii orders entered after the ciose 01 business on Friday, February 15, 2008 wiii be entered at the 
new multipiiers. 

Aii annual fnunicipai bid contracts \lviii be honored per the terms of the contract. ..JODS quorea 
piior to this announcement wiil be honored through March -I j 2008, with acceptabie 
dOCUfnentation provided to your iocal Tyier/Union saies representative. 

'iNe ulank you for your business and as aiways we remain committed to providing you with 
Qu-aiity products and set~vice at cornpeiitive prices. 

SincerelYJ 

./ ) 
y~y~ 
I , I 

Jerry Jansen 
National Sales Manager 

C'II':': nnc"l"l'"Jo 
vi ..... - VVvvv","V 

Confidential 
FO!A Exempt 

PUBLICFro,: lyl'" Pipe at QD _ ~ 01-19-08 10:23 a. r'l 003 of OIl3 

january 18, 2008 

To: TyleriUnion Utiiiiy Customers in CA 

Re: Pricing Multiplier Adjusiment Effective February 18,2008 

Dear Valued Customer: 

Per our January 11, 2008 letter, TyieriUnion is announcing the following changes to our pricing 
muitipiiers effective Monday, February 18, 200B, This adjustment is required due to continued 
rising costs, especiaiiy within our off-shore operations, 

Multipiiers wiii be appiied to TyieriUnion's List Price LP-5072 dated July 2,2007, 

iviuitipiier Product 

0.33 Ali Blended Orders for C'l'lO & C'153 Utiiliy Fittings 

0.44 Ail Domestic Oniy Orders for Cl 1 0 & Cl 53 Utiiity Fiiiings 

0.33 Aii Standard Accessories 

0.36 MJ Field Lok 

Aii orders entered after the ciose 01 business on Friday, February 15, 2008 wiii be entered at the 
new multipiiers. 

Aii annual fnunicipai bid contracts \lviii be honored per the terms of the contract. ..JODS quorea 
piior to this announcement wiil be honored through March -I j 2008, with acceptabie 
dOCUfnentation provided to your iocal Tyier/Union saies representative. 

'iNe ulank you for your business and as aiways we remain committed to providing you with 
Qu-aiity products and set~vice at cornpeiitive prices. 

SincerelYJ 

./ ) 
y~y~ 
I , I 

Jerry Jansen 
National Sales Manager 

C'II':': nnc"l"l'"Jo 
vi ..... - VVvvv","V 

Confidential 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Greg, 

VP (Victor Pais-CRM) 

Wednesday, June 17, 2009 11:25:29 AM 

Greg Hyland 

Bob Leggett; OEMS; SB2 (Stuart Box - CRfVl); Ray Torok (rtorok@uspipe.com) 

VP to Greg: BA follow up 

I saw you among the EPA audience, but left a bit before it wound up to take a call -- as it 
happens, related to our SDP (SIGMA Domestic Production), plan itself! 

We understand your concern vvith the RA issue and we also agree with your assessment as to its 
growing impact in "Vater spending in the significantly altered landscape. However, true to form, 
we chose to address this challenge too in a deliberate and poised l11anner -- working on various 
fronts at the same time. \Vhile we are awaiting a few more clarifications from EPA as to the short 
terms measures related to the implementation of the i\P,,-Rl\ and '''larking on a long shot of a 
legislative breakthrough that may at least open up NAFTA sources (but not thru the old 
ngrppmf'.nt), Wf' nlso hnVf' llf'.en oiligf'.ntlyworking on n trllP oomf'stie sOl1n~ing plnn. 

As I updated various members of your team -- Steve, Gary, Ray, Bob and yourself -- our SDP 
plan for fittings revolves arollnd using the existing tooling, primarily from Metalfit, our strategic 
partner in Mexico, thru whom we have serviced US Pipe efficiently over the past 4 years. We of 
course a1so 100k forward to lLsing USP;s own too1ing where necessary. We have checked out a 
few suitable foundries to produce fittings from these tooling -- but, have not committed to any 
yd. Tn fad, we firsL wHnLeu Lu pruuuce a few ifliLial sHmple~, Lu pmcess Lhe cUfTIpaLiLiliLy uf Lhe 
Looling, as roundry pracLices are nOLoriously noL rLLngible! We sLLcceeded in OLLr Lrials and one 
sample ,"vas even available at our booth, though ,ve chose not to create stir, just yet. nYe left it to 
the other supplier, so they could have their day in the sun!) 

We are eager to consider your facilities -- as we are planning to develop a domestic Restraint 
range as well, which require different equipment and process. 

Thru this response, we are advising Stuart Box, our engineer (a USP JMueller alumnus himself!) 
to follow up with Bob, so we can keep making progress. 

Please continue to be patient and confident of our plans and resolve to have a suitable 
alternative! As you are well aware, this is a major undertaking and calls for enormous amount 
of detail, logistics, coordination <md teamv.rork. But, in the end, l,ve win find a vmy to succeed-
just as we have done all these 24 years! 

I take this opportunity to thank all of you for your business and friendship ... 

Regards, 

o/ictor Cl'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp(Wsigmaco.com 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Greg, 

VP (Victor Pais-CRM) 

Wednesday, June 17, 2009 11:25:29 AM 

Greg Hyland 

Bob Leggett; OEMS; SB2 (Stuart Box - CRfVI); Ray Torok (rtorok@uspipe.com) 

VP to Greg: BA follow up 

I saw you among the EPA audience, but left a bit before it wound up to take a call -- as it 
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growing impact in "Vater spending in the significantly altered landscape. However, true to form, 
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As I updated various members of your team -- Steve, Gary, Ray, Bob and yourself -- our SDP 
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course a1so 100k forward to lLsing USP;s own too1ing where necessary. We have checked out a 
few suitable foundries to produce fittings from these tooling -- but, have not committed to any 
yd. Tn fad, we firsL wHnLeu Lu pruuuce a few ifliLial sHmple~, Lu pmcess Lhe cUfTIpaLiLiliLy uf Lhe 
Looling, as roundry pracLices are nOLoriously noL rLLngible! We sLLcceeded in OLLr Lrials and one 
sample ,"vas even available at our booth, though ,ve chose not to create stir, just yet. nYe left it to 
the other supplier, so they could have their day in the sun!) 

We are eager to consider your facilities -- as we are planning to develop a domestic Restraint 
range as well, which require different equipment and process. 

Thru this response, we are advising Stuart Box, our engineer (a USP JMueller alumnus himself!) 
to follow up with Bob, so we can keep making progress. 

Please continue to be patient and confident of our plans and resolve to have a suitable 
alternative! As you are well aware, this is a major undertaking and calls for enormous amount 
of detail, logistics, coordination <md teamv.rork. But, in the end, l,ve win find a vmy to succeed
just as we have done all these 24 years! 

I take this opportunity to thank all of you for your business and friendship ... 

Regards, 

o/ictor Cl'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp(Wsigmaco.com 
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Cc: 
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Greg, 
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Greg Hyland 

Bob Leggett; OEMS; SB2 (Stuart Box - CRfVI); Ray Torok (rtorok@uspipe.com) 
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I saw you among the EPA audience, but left a bit before it wound up to take a call -- as it 
happens, related to our SDP (SIGMA Domestic Production), plan itself! 
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ngrppmf'.nt), Wf' nlso hnVf' llf'.en oiligf'.ntlyworking on n trllP oomf'stie sOl1n~ing plnn. 

As I updated various members of your team -- Steve, Gary, Ray, Bob and yourself -- our SDP 
plan for fittings revolves arollnd using the existing tooling, primarily from Metalfit, our strategic 
partner in Mexico, thru whom we have serviced US Pipe efficiently over the past 4 years. We of 
course a1so 100k forward to lLsing USP;s own too1ing where necessary. We have checked out a 
few suitable foundries to produce fittings from these tooling -- but, have not committed to any 
yd. Tn fad, we firsL wHnLeu Lu pruuuce a few ifliLial sHmple~, Lu pmcess Lhe cUfTIpaLiLiliLy uf Lhe 
Looling, as roundry pracLices are nOLoriously noL rLLngible! We sLLcceeded in OLLr Lrials and one 
sample ,"vas even available at our booth, though ,ve chose not to create stir, just yet. nYe left it to 
the other supplier, so they could have their day in the sun!) 

We are eager to consider your facilities -- as we are planning to develop a domestic Restraint 
range as well, which require different equipment and process. 

Thru this response, we are advising Stuart Box, our engineer (a USP JMueller alumnus himself!) 
to follow up with Bob, so we can keep making progress. 

Please continue to be patient and confident of our plans and resolve to have a suitable 
alternative! As you are well aware, this is a major undertaking and calls for enormous amount 
of detail, logistics, coordination <md teamv.rork. But, in the end, l,ve win find a vmy to succeed
just as we have done all these 24 years! 

I take this opportunity to thank all of you for your business and friendship ... 

Regards, 

o/ictor Cl'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp(Wsigmaco.com 
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From: Greg Hyland [mailto:ghyland@muellerwp.comj 
Sent: Tuesday, June 16, 2009 8:43 PM 
To: VP (Vic'"LOr Pais-CRtv1) 
Ce: Bob Leggett 
Subject: EPA 

Victor. 

I \-vas looking for you after the EPA presentation. It sure looks like Buy American is for real. I saw Star's 
announcement. We arc vvilling to pull out all stops to react quickly. As \,,"c discussed last evening bChvccn our plants 
in Albertville and Columbia, PA lye can carve out the capacity to meet your requirements. I iltiuk we lleed to iHm·e 
quickly. Bob Leggell and r "vill drive this on OUT side. Let's follo\'" up. 

Best, 
Greg 
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From: Greg Hyland [mailto:ghyland@muellerwp.comj 
Sent: Tuesday, June 16, 2009 8:43 PM 
To: VP (Vic'"LOr Pais-CRtv1) 
Ce: Bob Leggett 
Subject: EPA 

Victor. 

I \-vas looking for you after the EPA presentation. It sure looks like Buy American is for real. I saw Star's 
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From: Greg Hyland [mailto:ghyland@muellerwp.comj 
Sent: Tuesday, June 16, 2009 8:43 PM 
To: VP (Vic'"LOr Pais-CRtv1) 
Ce: Bob Leggett 
Subject: EPA 

Victor. 

I \-vas looking for you after the EPA presentation. It sure looks like Buy American is for real. I saw Star's 
announcement. We arc vvilling to pull out all stops to react quickly. As \,,"c discussed last evening bChvccn our plants 
111 Albertville and Columbia, PA \te can carve out the capacity to meet your Ieqmfeli1el1tS. I iltiuk we lleed to iHm·e 
quickly. Bob Leggell and r "vill drive this on OUT side. Let's follo\'" up. 

Best, 
Greg 
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From: 

Sent: 

To: 

Subject: 

VP (Victor Pais-CRM) 

Thursday, April 09, 200901:25:52 PM 

OEM5 

VP to OEMS: unweicome reversai by fVlcWane about Pvt Labeii 

From: Ruffner Page [mailto:rpage@mcwane.com] 
Sent: Thursday, April 09, 2009 1:22 PM 
To: VP (Victor Pais-CRM) 
Cc: James M. Proctor; McCullough Leon; Dennis Charko 
Subject: 

Victor' J 

I am sorry to inform you that our fittings team~ headed by Leon McCullough~ has 
decided not to sell Sigma private label product from our domestic foundries. It 
is only after significant internal discussion did the team come to this decision. 
This decision applies to product produced by both the Tyler/Union and Clow Water 
organizations. 

SincerelYJ 

Ruffner 
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From: 

Sent: 

To: 

Subject: 

VP (Victor Pais-CRM) 

Thursday, April 09, 200901:25:52 PM 

OEM5 

VP to OEMS: unweicome reversai by fVlcWane about Pvt Labeii 

From: Ruffner Page [mailto:rpage@mcwane.com] 
Sent: Thursday, April 09, 2009 1:22 PM 
To: VP (Victor Pais-CRM) 
Cc: James M. Proctor; McCullough Leon; Dennis Charko 
Subject: 

Victor' J 

I am sorry to inform you that our fittings team~ headed by Leon McCullough~ has 
decided not to sell Sigma private label product from our domestic foundries. It 
is only after significant internal discussion did the team come to this decision. 
This decision applies to product produced by both the Tyler/Union and Clow Water 
organizations. 

SincerelYJ 

Ruffner 
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From: 

Sent: 

To: 

Subject: 

VP (Victor Pais-CRM) 

Thursday, April 09, 200901:25:52 PM 

OEM5 

VP to OEMS: unweicome reversai by fVlcWane about Pvt Labeii 

From: Ruffner Page [mailto:rpage@mcwane.com] 
Sent: Thursday, April 09, 2009 1:22 PM 
To: VP (Victor Pais-CRM) 
Cc: James M. Proctor; McCullough Leon; Dennis Charko 
Subject: 

Victor' J 

I am sorry to inform you that our fittings team~ headed by Leon McCullough~ has 
decided not to sell Sigma private label product from our domestic foundries. It 
is only after significant internal discussion did the team come to this decision. 
This decision applies to product produced by both the Tyler/Union and Clow Water 
organizations. 

SincerelYJ 

Ruffner 
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From: 

Sent: 

To: 

Subject: 

Walter Florence [wflorence@frontenac.com] 

Tuesday, November 03,200910:04:14 PM 

5B1 (5iddharth Bhattacharji-CRM); JMG (Jim McGivern); VP (Victor Pais-CRM) 

RE: sbi to jmg+wf: caii with US coe 

nl cover and iisten to what they are trying Lo accor'1plish. I think it is unlikeiy sigrra is going to be a good 
C<:lse study in light of the MDA which i think we should be rf1indfu! of. i knew there was SOrf1e sensitivity 
but was flot cleaL I'li circle back and report. 

Waller C. Florence 
Frontenac Company, LLC 
(::)12) 368-0044 

From: 561 (5iddharth 6hattacharji-CRM) lmailto:sb1@sigmaco.comJ 
Sent: Tuesday, November 03, 2009 8:08 PM 
To: Jt·1G (Jim t·1cGivern); Vv'alter Florence; VP (Victor Pais-CRt·1) 
Subject: sb1 to jmg+wf: cali with US COC 

JMG/WF 11/3/09 

Adding to VP's caution, please be very careful vvhiie talking to US coe ['lien if vlfe are Htechnicail,/' not 
'"dolatin~ th"" MO.A by speakln~ as Irnlestors and rHlt SiC1,. we cannot afford to ;.-'mt<'1g0rlll"" MdlJ who can 

pull the r'~'1DA off the t;)ble using some other excuse if they feel strongly about our ;)ttempts to beat back 
thE-; SA laws related to pipe fittings. My Jdvice would be fot WF to handle the calion his O\Wl Jnd no 
empioyee of SIG he involved. 

Rgds/ 

Siddharth 

From: JMG (Jim McGivern) 
Sent: Tuesday, November 03, 2009 8: 06 PM 
To: Walter Florence; VP (Victor Pais-CRM); S61 (Siddharth 6hattacharji-CRM) 
Subject: Re: US Chamber Conference Cali - Confirm 11/4 @ 5pm EST (4pm Central) 

Walter 
I am happy to join. I would suggest that if they are looking for quotes it should come 
under the Frontenac name and not Sigma in order to protect the :rvIDA. I could be 
introduced as a Frontenac investor as well as Sigma Chairman. Do you think that is 
feasible? 
Regards 
Jim 

Regards 
Jim McGivern 
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Walter Florence [wflorence@frontenac.com] 

Tuesday, November 03,200910:04:14 PM 

5B1 (5iddharth Bhattacharji-CRM); JMG (Jim McGivern); VP (Victor Pais-CRM) 

RE: sbi to jmg+wf: caii with US coe 

nl cover and iisten to what they are trying Lo accor'1plish. I think it is unlikeiy sigrra is going to be a good 
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but was flot cleaL I'li circle back and report. 

Waller C. Florence 
Frontenac Company, LLC 
(::)12) 368-0044 
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'"dolatin~ th"" MO.A by speakln~ as Irnlestors and rHlt SiC1,. we cannot afford to ;.-'mt<'1g0rlll"" MdlJ who can 

pull the r'~'1DA off the t;)ble using some other excuse if they feel strongly about our ;)ttempts to beat back 
thE-; SA laws related to pipe fittings. My Jdvice would be fot WF to handle the calion his O\Wl Jnd no 
empioyee of SIG he involved. 

Rgds/ 

Siddharth 

From: JMG (Jim McGivern) 
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Walter 
I am happy to join. I would suggest that if they are looking for quotes it should come 
under the Frontenac name and not Sigma in order to protect the :rvIDA. I could be 
introduced as a Frontenac investor as well as Sigma Chairman. Do you think that is 
feasible? 
Regards 
Jim 

Regards 
Jim McGivern 
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From: JMG (Jim McGivern) 
Sent: Tuesday, November 03, 2009 8: 06 PM 
To: Walter Florence; VP (Victor Pais-CRM); S61 (Siddharth 6hattacharji-CRM) 
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Walter 
I am happy to join. I would suggest that if they are looking for quotes it should come 
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From: Walter Florence <wflorence@frontenac.com> 
Date: Tue, 3 Nov 2009 17.43.33 -0600 
To: <vp@sigmaco.com>; <jmg@sigmaco.com>; <sbl@sigmaco.com> 
Subjed: Fw. US Cim-mueI Cunl'elem.::e Call - Cuniinn 11/4 @. Spm EST (4pm CenLral) 

Do you vvant to join this cal! ? 

From: Wojno, Tom <TWojno@USChamber.com> 
To; Walter Florence 
Sent: Tue Nov 0315:07:482009 
Subject: US Chamber Conference Call - Confirm 11/4 @ 5pm EST (4pm Central) 

Walter, 

As promised, here is a dial in number for tomorrow's call. Please circulate as you see fit. 

Number:(866) 482-6958/Passcode: 1410986 

On the call will be David Hirschmann, SVP of the US Chamber of Commerce, and CEO of the 
Chamber's Center for Capitai Markets as weii as Christopher Braddock, Senior Director of 
Antitrust & Privatization, and our resident Buy America Policy Expert. I will be on the call as well. 
We iook forward to speaking with you tomorrow. Thank you again. 

Turn 

,1.1rln,,",u':'>'·! CC:'T;(:.r~fe Rt':h"fk~(','s 
UnXec Str?;t~?:; CfwmileF of C0m:nl:~r('e 

1f'l!S {.~ Sb"E8t NVV I VVh:-3fli;IGtCi~, DC! ~:.OCg;: 
wr 7.0;::.4G3 5757 off~co::: I ;::;:,;": .4f;;;.G94,7 fox 

1YYQln.q_@_~L.:?_;;Li~UjJ2§'_Li::QJn 
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From: Walter Florence <wflorence@frontenac.com> 
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From: Wojno, Tom <TWojno@USChamber.com> 
To; Walter Florence 
Sent: Tue Nov 0315:07:482009 
Subject: US Chamber Conference Call - Confirm 11/4 @ 5pm EST (4pm Central) 

Walter, 

As promised, here is a dial in number for tomorrow's call. Please circulate as you see fit. 

Number:(866) 482-6958/Passcode: 1410986 

On the call will be David Hirschmann, SVP of the US Chamber of Commerce, and CEO of the 
Chamber's Center for Capitai Markets as weii as Christopher Braddock, Senior Director of 
Antitrust & Privatization, and our resident Buy America Policy Expert. I will be on the call as well. 
We iook forward to speaking with you tomorrow. Thank you again. 
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From: Walter Florence <wflorence@frontenac.com> 
Date: Tue, 3 Nov 2009 17.43.33 -0600 
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To; Walter Florence 
Sent: Tue Nov 0315:07:482009 
Subject: US Chamber Conference Call - Confirm 11/4 @ 5pm EST (4pm Central) 

Walter, 

As promised, here is a dial in number for tomorrow's call. Please circulate as you see fit. 

Number:(866) 482-6958/Passcode: 1410986 

On the call will be David Hirschmann, SVP of the US Chamber of Commerce, and CEO of the 
Chamber's Center for Capitai Markets as weii as Christopher Braddock, Senior Director of 
Antitrust & Privatization, and our resident Buy America Policy Expert. I will be on the call as well. 
We iook forward to speaking with you tomorrow. Thank you again. 
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l;SIGMA }"our l'ltting Choice ... 

. June 9, 2009 
To: RP -- Personal 

He: ~ 

Ruffner, 

! hope you, your family and business arc doing \vell - though, the last one may be bit of stretch these 
days ... 

T chose to take a bit of a low profile over the past couple of months - as Twas uoth hurt and confused 
by the way some of our dialog transpired earlier this year. T wanted to convey my personal feelings 
about a few of my thoughts sooner - but, then, Larry too wanted to do so on some specific issue. So, I 
suggested that he goes first ... 

So, here it is - opening up to you! 

First, Ruffner, I do want to start by thanking you for your relationship and mutual respect, which I 
know to be genuine. Having access to the top person of such a large organization in our industry is 
certainly a blessing and T appreciate your goodwill. It is a pity that we were not always able to go all 
the way to make some bold initiatives work and as each of us represent a different culture, different 
set of interests. But, we have both always interacted in good faith and with the best interests of each 
other in the equation, at least for most part ... 

I do ""..'ant to thank YOll for accommodating me at various recent meetings starting from March in New 
York and 3 since then in l$irmingham, mostiy to discuss two opportunities to work together - one to 
seek a 'buy-sell' agreement for the Domestic requirements and the second was to introduce McvVane 
to a prOlllising Global investment 0ppOltunit-y in India. But, despite several earnest effOlts by me to 
convince you of the merits of a mutually beneficial agreement on the first one, I felt that you didn't go 
a slep further La respond in a vvay La rel1ecl and main LaIn lhaL LrLlsL and rlluLual accornrIlodaLion, aL 
both strategic and personal level. As a result, I felt I let down and as it turned out then, somewhat in 
an insensitive manner ... 

1 want to address this issue in a bit more detail, in a deliberate and direct manner. .. 

It is little over 5 years, since we started our relationship, when I approached you to offer our services 
to meet what then was a fairly clear and sizable need for McWane - a reliable global supply chain to 
meet a certain gap that you identified in your own domestic production structurE', due to costs and 
oLher fadors. Of course, those very cin:lLJusiances uffereel us a significani opportuniLy to Juake gain.s 
on our own and take full advantage to become an even more significant supplier, of course at your 
expense. Yet, against many suggestions to go in the direction, I personally chose a more moderate and 
deliberate strategy by reaching out to you. We put whatever resources necessary to support your 
short-tenn np.p.o. ... ;;]nri thp,n ;;}Iso f:;}('.ilit::-.tpn to rnnvprt YOllr strong ripsirp to h;;]vp YOllr own 
manufacturing in China, by channeling the services of Ollr own partner of over 20 years, to your needs, 
without any reward for liS for these services ... 

As an aside, I had also tried to dissuade you from using any other source, as it would create 
unwanted capacity that would hurt the industry in the long term. And sure enough .. fastforward to 
tuday -- after 5 years, the 2 suurces we intruduced tu yuu, uur uwn and yuurs, are still cuntrulled 
withuut any slippage tu uppurtunistic puachers, while a third that yuu had develuped un yuur uwn 
has fallen to opportunistic competitors! 
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l;SIGMA }"our l'ltting Choice ... 

. June 9, 2009 
To: RP -- Personal 

He: ~ 

Ruffner, 

! hope you, your family and business arc doing \vell - though, the last one may be bit of stretch these 
days ... 

T chose to take a bit of a low profile over the past couple of months - as Twas uoth hurt and confused 
by the way some of our dialog transpired earlier this year. T wanted to convey my personal feelings 
about a few of my thoughts sooner - but, then, Larry too wanted to do so on some specific issue. So, I 
suggested that he goes first ... 

So, here it is - opening up to you! 

First, Ruffner, I do want to start by thanking you for your relationship and mutual respect, which I 
know to be genuine. Having access to the top person of such a large organization in our industry is 
certainly a blessing and T appreciate your goodwill. It is a pity that we were not always able to go all 
the way to make some bold initiatives work and as each of us represent a different culture, different 
set of interests. But, we have both always interacted in good faith and with the best interests of each 
other in the equation, at least for most part ... 

I do ""..'ant to thank YOll for accommodating me at various recent meetings starting from March in New 
York and 3 since then in l$irmingham, mostiy to discuss two opportunities to work together - one to 
seek a 'buy-sell' agreement for the Domestic requirements and the second was to introduce McvVane 
to a prOlllising Global investment 0ppOltunit-y in India. But, despite several earnest effOlts by me to 
convince you of the merits of a mutually beneficial agreement on the first one, I felt that you didn't go 
a slep further La respond in a vvay La rel1ecl and main LaIn lhaL LrLlsL and rlluLual accornrIlodaLion, aL 
both strategic and personal level. As a result, I felt I let down and as it turned out then, somewhat in 
an insensitive manner ... 

1 want to address this issue in a bit more detail, in a deliberate and direct manner. .. 

It is little over 5 years, since we started our relationship, when I approached you to offer our services 
to meet what then was a fairly clear and sizable need for McWane - a reliable global supply chain to 
meet a certain gap that you identified in your own domestic production structurE', due to costs and 
oLher fadors. Of course, those very cin:lLJusiances uffereel us a significani opportuniLy to Juake gain.s 
on our own and take full advantage to become an even more significant supplier, of course at your 
expense. Yet, against many suggestions to go in the direction, I personally chose a more moderate and 
deliberate strategy by reaching out to you. We put whatever resources necessary to support your 
short-tenn np.p.o. ... ;;]nri thp,n ;;}Iso f:;}('.ilit::-.tpn to rnnvprt YOllr strong ripsirp to h;;]vp YOllr own 
manufacturing in China, by channeling the services of Ollr own partner of over 20 years, to your needs, 
without any reward for liS for these services ... 

As an aside, I had also tried to dissuade you from using any other source, as it would create 
unwanted capacity that would hurt the industry in the long term. And sure enough .. fastforward to 
tuday -- after 5 years, the 2 suurces we intruduced tu yuu, uur uwn and yuurs, are still cuntrulled 
withuut any slippage tu uppurtunistic puachers, while a third that yuu had develuped un yuur uwn 
has fallen to opportunistic competitors! 
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l;SIGMA }"our l'ltting Choice ... 

. June 9, 2009 
To: RP -- Personal 

He: ~ 

Ruffner, 

! hope you, your family and business arc doing \vell - though, the last one may be bit of stretch these 
days ... 

T chose to take a bit of a low profile over the past couple of months - as Twas uoth hurt and confused 
by the way some of our dialog transpired earlier this year. T wanted to convey my personal feelings 
about a few of my thoughts sooner - but, then, Larry too wanted to do so on some specific issue. So, I 
suggested that he goes first ... 

So, here it is - opening up to you! 

First, Ruffner, I do want to start by thanking you for your relationship and mutual respect, which I 
know to be genuine. Having access to the top person of such a large organization in our industry is 
certainly a blessing and T appreciate your goodwill. It is a pity that we were not always able to go all 
the way to make some bold initiatives work and as each of us represent a different culture, different 
set of interests. But, we have both always interacted in good faith and with the best interests of each 
other in the equation, at least for most part ... 

I do ""..'ant to thank YOll for accommodating me at various recent meetings starting from March in New 
York and 3 since then in l$irmingham, mostiy to discuss two opportunities to work together - one to 
seek a 'buy-sell' agreement for the Domestic requirements and the second was to introduce McvVane 
to a prOlllising Global investment 0ppOltunit-y in India. But, despite several earnest effOlts by me to 
convince you of the merits of a mutually beneficial agreement on the first one, I felt that you didn't go 
a slep further La respond in a vvay La rel1ecl and main LaIn lhaL LrLlsL and rlluLual accornrIlodaLion, aL 
both strategic and personal level. As a result, I felt I let down and as it turned out then, somewhat in 
an insensitive manner ... 

1 want to address this issue in a bit more detail, in a deliberate and direct manner. .. 

It is little over 5 years, since we started our relationship, when I approached you to offer our services 
to meet what then was a fairly clear and sizable need for McWane - a reliable global supply chain to 
meet a certain gap that you identified in your own domestic production structurE', due to costs and 
oLher fadors. Of course, those very cin:lLJusiances uffereel us a significani opportuniLy to Juake gain.s 
on our own and take full advantage to become an even more significant supplier, of course at your 
expense. Yet, against many suggestions to go in the direction, I personally chose a more moderate and 
deliberate strategy by reaching out to you. We put whatever resources necessary to support your 
short-tenn np.p.o. ... ;;]nri thp,n ;;}Iso f:;}('.ilit::-.tpn to rnnvprt YOllr strong ripsirp to h;;]vp YOllr own 
manufacturing in China, by channeling the services of Ollr own partner of over 20 years, to your needs, 
without any reward for liS for these services ... 

As an aside, I had also tried to dissuade you from using any other source, as it would create 
unwanted capacity that would hurt the industry in the long term. And sure enough .. fastforward to 
tuday -- after 5 years, the 2 suurces we intruduced tu yuu, uur uwn and yuurs, are still cuntrulled 
withuut any slippage tu uppurtunistic puachers, while a third that yuu had develuped un yuur uwn 
has fallen to opportunistic competitors! 
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During our negotiation, we deliberately took a fairly amenable position in all commercial 
and other terms as for most part, we did not look at the opportunity as one for any substantial short 
term benefits - rather, to develop a respectable partnership to work together to make our industry a 
mature, stable and profitable to all. 

After the initial 2 years of our active but diminished partICIpation as your supplier, we had few 
opportunities to engage in any active partnership or other business association, but we still 
maintained a cordial relationship. 1 was personally a bit surprised when you did not offer me the 
courtesy of assisting you when you decided to lOOK for investments in the Chinese pipe industry, 
knowing fully well, our deep relationships in China going back to about 25 years, especially the one 
with Minmetals, a large organization with great reputation and huge financial resources and of course, 
very high level relationships and connections, all of which are even more of a key to success in a 
Guan Xi (relationship) based culture like China! While you gamely directed your own direct foray into 
China for investment with great effort and expenditure, ultimately falling short of a mutually 
beneficial agreement, we could have most definitely helped you navigate a sound agreement, using our 
dose relationships and even more importantly our skills to manage negotiations in a 'vvin ,,;."'in' 
manner, averting any breakdown, with creative and feasible solutions. 

I am not merely referring to our historic success in China. Our recent success with XINDIA, to help 
launch Xing Xing in India attests to this ability - leading themg to a successful partnership agreement 
and that too vvith a project in a third country, one that is proceeding as per schedule vvith adjustment 
as needed by global events, with bigger and better plans ahead, including DI pipe and other products. 

As I was motivated by the benefits from a disciplined and organized effort in some of the other parts of 
our beloved Aw~v\t~A industry sllch as DI pipe, Valves and Hydrants, I took the initiative to form an 
industry association for Fittings as well and though due to the inherent unease between the suppliers, 
it prOved to be more chal1enging than I had expected, 'lve were able to pre'lall and have the association 
start functioning in early 08. In fact, it would have kicked off a lot sooner had it not been for the 
change in senior management in your m.vn organization that took place the previous year. It's a pity 
that this effort got aborted earlier this year and got further doomed by some of your other actions ... 

Though we did not come across other opportunities to be actively engaged in any business since our 
initial sourcing partnership, I reflected my respect and deference to our relationship, to keep our 
contact going and also introduced you to a promising opportunity in India. Though our partners both 
in India and China questioned McWane's role in the ,I/V in India, I simply prevailed and obtained 
Lheir acceplance solely on lIlY personal relaLlonship wllh YOll ... 

Last year, as the entire economy in general and our industry in particular was in a \lveakening trend, T 
identified a strategic opportunity for a joint venture between our common business and when all in 
our team as ""veIl as you yourself SEnv merit in m:r preliminary outline, we both proceeded and made a 
fair amount of headway including exchanging fairly confidential and sensitive information so as to 
attempt at le.ast a preliminary proposal. As you left it to our combined expertise to formulate. a sui.table 
proposal, we presented a preliminary outline to be reviewed further. However, you abruptly concluded 
that it was not in your best interest and terminated the discussions, without responding with any 
counter proposal as you had promised both Walter and myself.. .. 

While we chose to move on, looking fonll3rd to the next opportunity, what we faced was stunning -- a 
series of strong and reactive measures which seemed to have been designed to hurt our profitability in 
somewhat of a punitive intent while eX lending the pain to almost all involved in the business, 
including customers. Knowing your size and history, all have quietly resigned to accept these actions, 
though not \vithout considerable dissatisfaction and angst. 

Even amidst all this turmoil I found a real opportunity to leverage our mutual trust and spirit of 
mutual cooperation ... 
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[FieldPage] 
During our negotiation, we deliberately took a fairly amenable position in all commercial 
and other terms as for most part, we did not look at the opportunity as one for any substantial short 
term benefits - rather, to develop a respectable partnership to work together to make our industry a 
mature, stable and profitable to all. 

After the initial 2 years of our active but diminished partICIpation as your supplier, we had few 
opportunities to engage in any active partnership or other business association, but we still 
maintained a cordial relationship. 1 was personally a bit surprised when you did not offer me the 
courtesy of assisting you when you decided to lOOK for investments in the Chinese pipe industry, 
knowing fully well, our deep relationships in China going back to about 25 years, especially the one 
with Minmetals, a large organization with great reputation and huge financial resources and of course, 
very high level relationships and connections, all of which are even more of a key to success in a 
Guan Xi (relationship) based culture like China! While you gamely directed your own direct foray into 
China for investment with great effort and expenditure, ultimately falling short of a mutually 
beneficial agreement, we could have most definitely helped you navigate a sound agreement, using our 
dose relationships and even more importantly our skills to manage negotiations in a 'vvin ,,;."'in' 
manner, averting any breakdown, with creative and feasible solutions. 

I am not merely referring to our historic success in China. Our recent success with XINDIA, to help 
launch Xing Xing in India attests to this ability - leading themg to a successful partnership agreement 
and that too vvith a project in a third country, one that is proceeding as per schedule vvith adjustment 
as needed by global events, with bigger and better plans ahead, including DI pipe and other products. 

As I was motivated by the benefits from a disciplined and organized effort in some of the other parts of 
our beloved Aw~v\t~A industry sllch as DI pipe, Valves and Hydrants, I took the initiative to form an 
industry association for Fittings as well and though due to the inherent unease between the suppliers, 
it prOved to be more chal1enging than I had expected, 'lve were able to pre'lall and have the association 
start functioning in early 08. In fact, it would have kicked off a lot sooner had it not been for the 
change in senior management in your m.vn organization that took place the previous year. It's a pity 
that this effort got aborted earlier this year and got further doomed by some of your other actions ... 

Though we did not come across other opportunities to be actively engaged in any business since our 
initial sourcing partnership, I reflected my respect and deference to our relationship, to keep our 
contact going and also introduced you to a promising opportunity in India. Though our partners both 
in India and China questioned McWane's role in the ,I/V in India, I simply prevailed and obtained 
Lheir acceplance solely on lIlY personal relaLlonship wllh YOll ... 

Last year, as the entire economy in general and our industry in particular was in a \lveakening trend, T 
identified a strategic opportunity for a joint venture between our common business and when all in 
our team as ""veIl as you yourself SEnv merit in m:r preliminary outline, we both proceeded and made a 
fair amount of headway including exchanging fairly confidential and sensitive information so as to 
attempt at le.ast a preliminary proposal. As you left it to our combined expertise to formulate. a sui.table 
proposal, we presented a preliminary outline to be reviewed further. However, you abruptly concluded 
that it was not in your best interest and terminated the discussions, without responding with any 
counter proposal as you had promised both Walter and myself.. .. 

While we chose to move on, looking fonll3rd to the next opportunity, what we faced was stunning -- a 
series of strong and reactive measures which seemed to have been designed to hurt our profitability in 
somewhat of a punitive intent while eX lending the pain to almost all involved in the business, 
including customers. Knowing your size and history, all have quietly resigned to accept these actions, 
though not \vithout considerable dissatisfaction and angst. 

Even amidst all this turmoil I found a real opportunity to leverage our mutual trust and spirit of 
mutual cooperation ... 
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[FieldPage] 
During our negotiation, we deliberately took a fairly amenable position in all commercial 
and other terms as for most part, we did not look at the opportunity as one for any substantial short 
term benefits - rather, to develop a respectable partnership to work together to make our industry a 
mature, stable and profitable to all. 

After the initial 2 years of our active but diminished partICIpation as your supplier, we had few 
opportunities to engage in any active partnership or other business association, but we still 
maintained a cordial relationship. 1 was personally a bit surprised when you did not offer me the 
courtesy of assisting you when you decided to lOOK for investments in the Chinese pipe industry, 
knowing fully well, our deep relationships in China going back to about 25 years, especially the one 
with Minmetals, a large organization with great reputation and huge financial resources and of course, 
very high level relationships and connections, all of which are even more of a key to success in a 
Guan Xi (relationship) based culture like China! While you gamely directed your own direct foray into 
China for investment with great effort and expenditure, ultimately falling short of a mutually 
beneficial agreement, we could have most definitely helped you navigate a sound agreement, using our 
dose relationships and even more importantly our skills to manage negotiations in a 'vvin ,,;."'in' 
manner, averting any breakdown, with creative and feasible solutions. 

I am not merely referring to our historic success in China. Our recent success with XINDIA, to help 
launch Xing Xing in India attests to this ability - leading themg to a successful partnership agreement 
and that too vvith a project in a third country, one that is proceeding as per schedule vvith adjustment 
as needed by global events, with bigger and better plans ahead, including DI pipe and other products. 

As I was motivated by the benefits from a disciplined and organized effort in some of the other parts of 
our beloved Aw~v\t~A industry sllch as DI pipe, Valves and Hydrants, I took the initiative to form an 
industry association for Fittings as well and though due to the inherent unease between the suppliers, 
it prOved to be more chal1enging than I had expected, 'lve were able to pre'lall and have the association 
start functioning in early 08. In fact, it would have kicked off a lot sooner had it not been for the 
change in senior management in your m.vn organization that took place the previous year. It's a pity 
that this effort got aborted earlier this year and got further doomed by some of your other actions ... 

Though we did not come across other opportunities to be actively engaged in any business since our 
initial sourcing partnership, I reflected my respect and deference to our relationship, to keep our 
contact going and also introduced you to a promising opportunity in India. Though our partners both 
in India and China questioned McWane's role in the ,I/V in India, I simply prevailed and obtained 
Lheir acceplance solely on lIlY personal relaLlonship wllh YOll ... 

Last year, as the entire economy in general and our industry in particular was in a \lveakening trend, T 
identified a strategic opportunity for a joint venture between our common business and when all in 
our team as ""veIl as you yourself SEnv merit in m:r preliminary outline, we both proceeded and made a 
fair amount of headway including exchanging fairly confidential and sensitive information so as to 
attempt at le.ast a preliminary proposal. As you left it to our combined expertise to formulate. a sui.table 
proposal, we presented a preliminary outline to be reviewed further. However, you abruptly concluded 
that it was not in your best interest and terminated the discussions, without responding with any 
counter proposal as you had promised both Walter and myself.. .. 

While we chose to move on, looking fonll3rd to the next opportunity, what we faced was stunning -- a 
series of strong and reactive measures which seemed to have been designed to hurt our profitability in 
somewhat of a punitive intent while eX lending the pain to almost all involved in the business, 
including customers. Knowing your size and history, all have quietly resigned to accept these actions, 
though not \vithout considerable dissatisfaction and angst. 

Even amidst all this turmoil I found a real opportunity to leverage our mutual trust and spirit of 
mutual cooperation ... 
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T approached you with a request to consider a buy-sell arrangement for SIGMA on a 'cost
plus' basis without any strings attached, You consented at first and even confirmed the support of 
your senior most manager and we were in the process of implementing this arrangement. However, 
you again abruptly v.-1thdrew this decision presumably at the insistence of your operati.onal team 
involved in the business, none of v,Thom have any kno .... vlcdgc and hence appreciation of the selfless 
support given by us to you when you most needed it! I continued to appeal to YOll and your 
management "'lith poise and patience; stressing that a mutually beneficial agreement would be in the 
best interest of the industry as a whole and McWane itself, including SIGMA, After promising a 
review by you yourself, we were offered a bland agreement which was mostly ceremonial and 
somevvhat condescending. 

Ruffner, at this point, from the above few instances, I must conclude that while you mean well and are 
approachable and forthright in your approach, your decisions tend to be almost entirely in McWane's 
own Dest intcrest as you scc fit, with littlc or no consideration for othcrs in your calculations. This in 
itself is not wrong or objectionable - it is just so different from my own approach that I have used all 
my Efe and especially over the last 25 years to further our grovvth in the AVlV'l A industry that T have 
come to love. 

When our nearly two month dialog to explore the 'buy sell' agreement ended up with such a dead-end, 
it rcally hurt my pcrsonal crcdibility both within our team and a few close customer groups, who arc 
well aware of our deep personal relationship and had considered our logical plan for a fair buy-sell 
agreement both a prudent measure and a just reward for our own support to you a few years back. .. 

So, please understand that it was extremely difficult for me to respond to Mike Keel's two overtures -
to discuss the marketing of the 'Bure Stop' restraint and the follow of the India J iV and I explained to 
him the uneasy position your rejection on the buy-sen put me in! (T understand, as a response, you 
have taken a c1inical step by deputing Mike to ,·isit Xing xing directly. Hut, please realiZe that your 
direct involvement without my guidance may expose you to some unknown risks brought by cultural 
differences!) 

All that being said, I am both relieved and grateful that the dialog between us has been revived and a 
much more reasonable proposal is on the table. After a few exchanges, we are down to a couple of 
serious differences and at this point, I would like to see you in person, to resolve these differences and 
move forward to regain the lost ground for both of us! 

I aiso would like Lo updaLe you on a few iLeIIls and discuss a few oLher issues of JIIULUal inLeresl. 

As T have a very tight August schedule, can T See you Tuesday, August 11th next V\ieek, preferably in the 
afternoon, for an hour or so? 

nest Regards, 

'r'>ctor iJ'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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[FieldPage] 
T approached you with a request to consider a buy-sell arrangement for SIGMA on a 'cost
plus' basis without any strings attached, You consented at first and even confirmed the support of 
your senior most manager and we were in the process of implementing this arrangement. However, 
you again abruptly v.-1thdrew this decision presumably at the insistence of your operati.onal team 
involved in the business, none of v,Thom have any kno .... vlcdgc and hence appreciation of the selfless 
support given by us to you when you most needed it! I continued to appeal to YOll and your 
management "'lith poise and patience; stressing that a mutually beneficial agreement would be in the 
best interest of the industry as a whole and McWane itself, including SIGMA, After promising a 
review by you yourself, we were offered a bland agreement which was mostly ceremonial and 
somevvhat condescending. 

Ruffner, at this point, from the above few instances, I must conclude that while you mean well and are 
approachable and forthright in your approach, your decisions tend to be almost entirely in McWane's 
own Dest intcrest as you scc fit, with littlc or no consideration for othcrs in your calculations. This in 
itself is not wrong or objectionable - it is just so different from my own approach that I have used all 
my Efe and especially over the last 25 years to further our grovvth in the AVlV'l A industry that T have 
come to love. 

When our nearly two month dialog to explore the 'buy sell' agreement ended up with such a dead-end, 
it rcally hurt my pcrsonal crcdibility both within our team and a few close customer groups, who arc 
well aware of our deep personal relationship and had considered our logical plan for a fair buy-sell 
agreement both a prudent measure and a just reward for our own support to you a few years back. .. 

So, please understand that it was extremely difficult for me to respond to Mike Keel's two overtures -
to discuss the marketing of the 'Bure Stop' restraint and the follow of the India J iV and I explained to 
him the uneasy position your rejection on the buy-sen put me in! (T understand, as a response, you 
have taken a c1inical step by deputing Mike to ,·isit Xing xing directly. Hut, please realiZe that your 
direct involvement without my guidance may expose you to some unknown risks brought by cultural 
differences!) 

All that being said, I am both relieved and grateful that the dialog between us has been revived and a 
much more reasonable proposal is on the table. After a few exchanges, we are down to a couple of 
serious differences and at this point, I would like to see you in person, to resolve these differences and 
move forward to regain the lost ground for both of us! 

I aiso would like Lo updaLe you on a few iLeIIls and discuss a few oLher issues of JIIULUal inLeresl. 

As T have a very tight August schedule, can T See you Tuesday, August 11th next V\ieek, preferably in the 
afternoon, for an hour or so? 

nest Regards, 

'r'>ctor iJ'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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[FieldPage] 
T approached you with a request to consider a buy-sell arrangement for SIGMA on a 'cost
plus' basis without any strings attached, You consented at first and even confirmed the support of 
your senior most manager and we were in the process of implementing this arrangement. However, 
you again abruptly v.-1thdrew this decision presumably at the insistence of your operati.onal team 
involved in the business, none of v,Thom have any kno .... vlcdgc and hence appreciation of the selfless 
support given by us to you when you most needed it! I continued to appeal to YOll and your 
management "'lith poise and patience; stressing that a mutually beneficial agreement would be in the 
best interest of the industry as a whole and McWane itself, including SIGMA, After promising a 
review by you yourself, we were offered a bland agreement which was mostly ceremonial and 
somevvhat condescending. 

Ruffner, at this point, from the above few instances, I must conclude that while you mean well and are 
approachable and forthright in your approach, your decisions tend to be almost entirely in McWane's 
own Dest intcrest as you scc fit, with littlc or no consideration for othcrs in your calculations. This in 
itself is not wrong or objectionable - it is just so different from my own approach that I have used all 
my Efe and especially over the last 25 years to further our grovvth in the AVlV'l A industry that T have 
come to love. 

When our nearly two month dialog to explore the 'buy sell' agreement ended up with such a dead-end, 
it rcally hurt my pcrsonal crcdibility both within our team and a few close customer groups, who arc 
well aware of our deep personal relationship and had considered our logical plan for a fair buy-sell 
agreement both a prudent measure and a just reward for our own support to you a few years back. .. 

So, please understand that it was extremely difficult for me to respond to Mike Keel's two overtures -
to discuss the marketing of the 'Bure Stop' restraint and the follow of the India J iV and I explained to 
him the uneasy position your rejection on the buy-sen put me in! (T understand, as a response, you 
have taken a c1inical step by deputing Mike to ,·isit Xing xing directly. Hut, please realiZe that your 
direct involvement without my guidance may expose you to some unknown risks brought by cultural 
differences!) 

All that being said, I am both relieved and grateful that the dialog between us has been revived and a 
much more reasonable proposal is on the table. After a few exchanges, we are down to a couple of 
serious differences and at this point, I would like to see you in person, to resolve these differences and 
move forward to regain the lost ground for both of us! 

I aiso would like Lo updaLe you on a few iLeIIls and discuss a few oLher issues of JIIULUal inLeresl. 

As T have a very tight August schedule, can T See you Tuesday, August 11th next V\ieek, preferably in the 
afternoon, for an hour or so? 

nest Regards, 

'r'>ctor iJ'ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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From: 

Sent: 

To: 

Subject: 

Mitch, 

VP (Victor Pals-CRivi) 

Wednesday, September 09,200909:27:53 AM 

MIn (iViitcheii Rona-CRIVI) 

VP to MR1: MDA follow up 

Good you fonvarded the Star schedule to R'l'. Now, please respond to my P01\ to proceed \-\ith the conclusion of MDA 
-- slill a eoupk of nagging issues lo be sorled oul before I prepare SST guidelines ... 

re,2,ards, 

SIGMA Corp 
hOl)-75H-f)Hof) x 555 
h09-,529-202() (cell) 
\'p@;sigmaco.com 

From: iviRi (iviitcheii Rona-CRivi) 
Sent: Wednesday, September 09,2009 1:16 AM 
To: VP (Victor Pais-CRM) 
Subject: RE: VP to MR1 : Forwarding Star Pipe Products domestic schedule 

From: VP (Victor Pais-CRM) 
Sent: Tuesday, September 08, 2009 1:32 PM 
To: OEMS 
Sybj@ct; VP to MRl " Forwarding Star Pipe Products domestic schedule 

Mitch, 

Though RT jTyler temn would get hold of Star's puhlished schedule, T suggest you fonv3rd it to RT, hut "wjo Res 
letter. 

vllhal inlrigues me is how euslomers like Ferguson \\'ould even loy wiLh Slar \\"hen lhey ean risk lolal exdusion [rom 
DA sel'.rice fron) Tder on the strength nfthclr passiom1te commitment to the '1(" cbuse -- Exclush.-itY! 80, actLwlly, it 
may generate a steady 10y<.11t:1/ to Mew j,sIG if it is thoughtfully and effectively introduced and promoted! ,sensing the 
pivolal illlpurlanee uf lhis dause, I hme disguiseu il as all issue of 'fa.irness' -- helping SIGjMcV\r lhru lheir luyall) in 
n:lUl"1l u[ UUl" ~cniL:c u[ lhclll lluu t1divcl"Y u[ lhc ENITlllli ju1J! (Ii'~ ;~~U(: umI uJlJll"uuuh lilct: ih;~ Uf/U ilwi 1 wuulJ lilct: 
to get across to RT to take the edge qfl their stern 'all 01' nothing' message and 'take it 01' leave it' approach!) 

I.et'st::dk ... 

SIGMA Corp 
609-75R-oRoo x 555 
6()9-529-2()2() (ccii) 
!'J!Jjt~igW~';;5?:~?m __ 
From: GFI (Greg Fox-ALX) 
Sent: Monday, September 07, 2009 11 :40 PM 
To: VP (Victor paiS-CRM) 
C-c: M20 
SUbject: GFI -> VP: Star Pipe Products domestic schedule 

V]ctor -

f'1'~,1.';f"> ;"(>,1rJ b("'I.~1f/ Bn C.:J("1p[")s,1,.,n'~ f">01:JiI (t~ L?" i"y inq,;irir;g ,1.'; (n SjgnF"~ !"\1,1r;, :Jnd pr'~E' ",,~ tOW:Jl"rJ fk~mr,,,(i, !"\I"odur I inn t~f 

bo~h fittings olld rest,;]int. CamposJl"1o':; inquiry foilows Star's update vii] the email beiow as we:i JS ~hrough a rcfc cnccd 
meel:ng Det"Nf'en Fe"~:usn(\ and St3f. 
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CX 0948-001

From: 

Sent: 

To: 

Subject: 

Mitch, 

VP (Victor Pals-CRivi) 

Wednesday, September 09,200909:27:53 AM 

MIn (iViitcheii Rona-CRIVI) 

VP to MR1: MDA follow up 

Good you fonvarded the Star schedule to R'l'. Now, please respond to my P01\ to proceed \-\ith the conclusion of MDA 
-- slill a eoupk of nagging issues lo be sorled oul before I prepare SST guidelines ... 

re,2,ards, 

SIGMA Corp 
hOl)-75H-f)Hof) x 555 
h09-,529-202() (cell) 
\'p@;sigmaco.com 

From: iviRi (iviitcheii Rona-CRivi) 
Sent: Wednesday, September 09,2009 1:16 AM 
To: VP (Victor Pais-CRM) 
Subject: RE: VP to MR1 : Forwarding Star Pipe Products domestic schedule 

From: VP (Victor Pais-CRM) 
Sent: Tuesday, September 08, 2009 1:32 PM 
To: OEMS 
Sybj@ct; VP to MRl " Forwarding Star Pipe Products domestic schedule 

Mitch, 

Though RT jTyler temn would get hold of Star's puhlished schedule, T suggest you fonv3rd it to RT, hut "wjo Res 
letter. 

vllhal inlrigues me is how euslomers like Ferguson \\'ould even loy wiLh Slar \\"hen lhey ean risk lolal exdusion [rom 
DA sel'.rice fron) Tder on the strength nfthclr passiom1te commitment to the '1(" cbuse -- Exclush.-itY! 80, actLwlly, it 
may generate a steady 10y<.11t:1/ to Mew j,sIG if it is thoughtfully and effectively introduced and promoted! ,sensing the 
pivolal illlpurlanee uf lhis dause, I hme disguiseu il as all issue of 'fa.irness' -- helping SIGjMcV\r lhru lheir luyall) in 
n:lUl"1l u[ UUl" ~cniL:c u[ lhclll lluu t1divcl"Y u[ lhc ENITlllli ju1J! (Ii'~ ;~~U(: umI uJlJll"uuuh lilct: ih;~ Uf/U ilwi 1 wuulJ lilct: 
to get across to RT to take the edge qfl their stern 'all 01' nothing' message and 'take it 01' leave it' approach!) 

I.et'st::dk ... 

SIGMA Corp 
609-75R-oRoo x 555 
6()9-529-2()2() (ccii) 
!'J!Jjt~igW~';;5?:~?m __ 
From: GFI (Greg Fox-ALX) 
Sent: Monday, September 07, 2009 11 :40 PM 
To: VP (Victor paiS-CRM) 
C-c: M20 
SUbject: GFI -> VP: Star Pipe Products domestic schedule 

V]ctor -

f'1'~,1.';f"> ;"(>,1rJ b("'I.~1f/ Bn C.:J("1p[")s,1,.,n'~ f">01:JiI (t~ L?" i"y inq,;irir;g ,1.'; (n SjgnF"~ !"\1,1r;, :Jnd pr'~E' ",,~ tOW:Jl"rJ fk~mr,,,(i, !"\I"odur I inn t~f 

bo~h fittings olld rest,;]int. CamposJl"1o':; inquiry foilows Star's update vii] the email beiow as we:i JS ~hrough a rcfc cnccd 
meel:ng Det"Nf'en Fe"~:usn(\ and St3f. 

SIG - 0004963 
Confidential 
FOIA Exempt 

PUBLIC

From: 

Sent: 

To: 

Subject: 

Mitch, 

VP (Victor Pals-CRivi) 

Wednesday, September 09,200909:27:53 AM 

MIn (iViitcheii Rona-CRIVI) 

VP to MR1: MDA follow up 

Good you fonvarded the Star schedule to R'l'. Now, please respond to my P01\ to proceed \-\ith the conclusion of MDA 
-- slill a eoupk of nagging issues lo be sorled oul before I prepare SST guidelines ... 

re,2,ards, 

SIGMA Corp 
hOl)-75H-f)Hof) x 555 
h09-,529-202() (cell) 
\'p@;sigmaco.com 

From: iviRi (iviitcheii Rona-CRivi) 
Sent: Wednesday, September 09,2009 1:16 AM 
To: VP (Victor Pais-CRM) 
Subject: RE: VP to MR1 : Forwarding Star Pipe Products domestic schedule 

From: VP (Victor Pais-CRM) 
Sent: Tuesday, September 08, 2009 1:32 PM 
To: OEMS 
Sybj@ct; VP to MRl " Forwarding Star Pipe Products domestic schedule 

Mitch, 

Though RT jTyler temn would get hold of Star's puhlished schedule, T suggest you fonv3rd it to RT, hut "wjo Res 
letter. 

vllhal inlrigues me is how euslomers like Ferguson \\'ould even loy wiLh Slar \\"hen lhey ean risk lolal exdusion [rom 
DA sel'.rice fron) Tder on the strength nfthclr passiom1te commitment to the '1(" cbuse -- Exclush.-itY! 80, actLwlly, it 
may generate a steady 10y<.11t:1/ to Mew j,sIG if it is thoughtfully and effectively introduced and promoted! ,sensing the 
pivolal illlpurlanee uf lhis dause, I hme disguiseu il as all issue of 'fa.irness' -- helping SIGjMcV\r lhru lheir luyall) in 
n:lUl"1l u[ UUl" ~cniL:c u[ lhclll lluu t1divcl"Y u[ lhc ENITlllli ju1J! (Ii'~ ;~~U(: umI uJlJll"uuuh lilct: ih;~ Uf/U ilwi 1 wuulJ lilct: 
to get across to RT to take the edge qfl their stern 'all 01' nothing' message and 'take it 01' leave it' approach!) 

I.et'st::dk ... 

SIGMA Corp 
609-75R-oRoo x 555 
6()9-529-2()2() (ccii) 
!'J!Jjt~igW~';;5?:~?m __ 
From: GFI (Greg Fox-ALX) 
Sent: Monday, September 07, 2009 11 :40 PM 
To: VP (Victor paiS-CRM) 
C-c: M20 
SUbject: GFI -> VP: Star Pipe Products domestic schedule 

V]ctor -

f'1'~,1.';f"> ;"(>,1rJ b("'I.~1f/ Bn C.:J("1p[")s,1,.,n'~ f">01:JiI (t~ L?" i"y inq,;irir;g ,1.'; (n SjgnF"~ !"\1,1r;, :Jnd pr'~E' ",,~ tOW:Jl"rJ fk~mr,,,(i, !"\I"odur I inn t~f 

bo~h fittings olld rest,;]int. CamposJl"1o':; inquiry foilows Star's update vii] the email beiow as we:i JS ~hrough a rcfc cnccd 
meel:ng Det"Nf'en Fe"~:usn(\ and St3f. 
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FOIA Exempt 



m21"'<lgf'tr'E'nt, in rYl'l Gplr""of), !.",s I"'Gt pfGvid"d Gll!" s;)ic's team wit', 2d2qualE' inlul'malinr", <lS tc Sigma's pl,1[",s lr; SGUI'Cc' (l);)tf'riai 

rinmp:'l.1r:21dy 

wilh Oill' "~)(tendec~ "{lle'. teClm. With rt:g{lrd to PRP, ,~vell less htcinnalic'll hi)'; he(;11 f0rthcc·mi:lg. [eftahly, #(; hiNe h"~ard ;:hal 
WI? are cori1rnitted to domestic pr0duc~ion of PRY .mel ~i'i.1t worK is ':H'f»in~, Noneti,210S:i. nothing r2t1"lotc:iy Sirnl!.:H to Star'~ 
prGduc:tior'l ",-heaulf' has bE~en Li,.cuIAL~d (\: C():1 iYlui",icawd 

nrd01"S lo ;olllcV\.' us to n;i"F.:n $lO:)!\J1M in lhc "eulnd half of thE: yeAr. Howevf'r, {ren my experiE:ncc in lhe South;::"sl, E:Vf:n our 

rn(-,_~t ~1"pp,-'rCve c!";sbrnef's ;:)re connor nc:d, cautio,JS ,-If' even unwiliing tc make whoie~<Jle 0, s;r;nif1c<'ntly brgcf' c,-lrnrnitrnents b 
S;PT<J w;th (hI" urV:t'~\-3inly of th'-"il' i;n;r.2j;"tt' 31VJ jut~re d~jl"E'S;-it: 1~2t'ds SG wv:ie-JI' :;eE'mi::g'y" S\-31' givp" ,""lIc'n (;ur 

custome~~ 1).1iiSe ~o con:;idr:!l- o~ (2['o'·,sider thAir optio',:; 0':; Star has chosen.1 high 1)(Ofii2, agg(e<;<;iv2 raml).:Jlgn to i'·,~mduce 

hClVl2 crei;ted ilr) irr,pP2ssicn in the rrlIJ,ket thHt dctrlc~tic prcdu;:;b are P2quire(j tc compete in tod<J'I;~ ilnd tCITl,-lr row'~ 

mOil' kc,tpbcl". 

-I hank~, 

Gr2f' 

From: Ro bert. Ca mposano@Ferguson.com [ma i Ito: Robert.CamposanO@Ferguson.com] 
Sent: Friday, September 04,2009 10:03 AM 
To: Larry Rybacki; GFI (Greg Fox-ALX) 
Subject: FW: Star Pipe Products domestic schedule 

Larry, 

Any thou::;hts on Star baing able to pun this off and ::;arnish specifications? DOes Sigma have options at this point? 

80 Camposano 
Southeast District Manager 
Ferguson. a \Noiseley Compa,-,y 
8008 Sligh Avenue Tampa FI 33610 
'.la~,",,\ "',"""" ~,""",~n ro.ID'S" "',." OJ;;;a~ r.la~...,\ ,.,,...,, ~,""",nn 
'-I'-""-'i ,,,'., 'L..''''--''_\'--'','} _'''' '--'"u, , I'-""-'i ,,,'., 'L.;Cg: 

E, I.(,lJ'?'~U2dJ.~PJ2§'~fl2'@fl£.u;:gJ_::l.9-'J.,--QQJs. 
W -"'J'Nw.fermJ.;>_u~U;S!nI 

I hank you for lilklng the time out of your meeting to "ave us present Below:s the scheduie we spoke of, if you want to olstnbute 
to Y0urteam_ VlJe f"lre quoti,-,g dnmestic projer;ts now_ with r:lelivery dates after 9115 This ;ncludes C153 M,j anr:l C11C l:f'lnger:l 
Large diameter ~obs will be later In orde, for us to manage our growing :nventory, we request that until the new year, we get a 
mate~:allist to quote before you olace a I-'U. I his allows;.<s to manage ou~ domestic Inventory m;.<ch more accurately ~Ight now. 
We look forwaed to growing ou e busi'less together, please 7eel free to have a'lyone cortact '11e if you have any questions 

Thanks, 

Bob Brangan 
Star t-'Ipe ;-'(I)(;;'U';;:';; 
Nodheast Territal~:I Mar:ageiT 

m J:;!-:J6 535 03C)'1 
215J54.52UO 

I 
IAm€!riCan Made Development schedule 8.12512009 

SIG - 0004964 
Confidential 
FOIA Exempt 
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m21"'<lgf'tr'E'nt, in rYl'l Gplr""of), !.",s I"'Gt pfGvid"d Gll!" s;)ic's team wit', 2d2qualE' inlul'malinr", <lS tc Sigma's pl,1[",s lr; SGUI'Cc' (l);)tf'riai 

rinmp:'l.1r:21dy 

wilh Oill' "~)(tendec~ "{lle'. teClm. With rt:g{lrd to PRP, ,~vell less htcinnalic'll hi)'; he(;11 f0rthcc·mi:lg. [eftahly, #(; hiNe h"~ard ;:hal 
WI? are cori1rnitted to domestic pr0duc~ion of PRY .mel ~i'i.1t worK is ':H'f»in~, Noneti,210S:i. nothing r2t1"lotc:iy Sirnl!.:H to Star'~ 
prGduc:tior'l ",-heaulf' has bE~en Li,.cuIAL~d (\: C():1 iYlui",icawd 

nrd01"S lo ;olllcV\.' us to n;i"F.:n $lO:)!\J1M in lhc "eulnd half of thE: yeAr. Howevf'r, {ren my experiE:ncc in lhe South;::"sl, E:Vf:n our 

rn(-,_~t ~1"pp,-'rCve c!";sbrnef's ;:)re connor nc:d, cautio,JS ,-If' even unwiliing tc make whoie~<Jle 0, s;r;nif1c<'ntly brgcf' c,-lrnrnitrnents b 
S;PT<J w;th (hI" urV:t'~\-3inly of th'-"il' i;n;r.2j;"tt' 31VJ jut~re d~jl"E'S;-it: 1~2t'ds SG wv:ie-JI' :;eE'mi::g'y" S\-31' givp" ,""lIc'n (;ur 

custome~~ 1).1iiSe ~o con:;idr:!l- o~ (2['o'·,sider thAir optio',:; 0':; Star has chosen.1 high 1)(Ofii2, agg(e<;<;iv2 raml).:Jlgn to i'·,~mduce 

hClVl2 crei;ted ilr) irr,pP2ssicn in the rrlIJ,ket thHt dctrlc~tic prcdu;:;b are P2quire(j tc compete in tod<J'I;~ ilnd tCITl,-lr row'~ 

mOil' kc,tpbcl". 

-I hank~, 

Gr2f' 

From: Ro bert. Ca mposano@Ferguson.com [ma i Ito: Robert.CamposanO@Ferguson.com] 
Sent: Friday, September 04,2009 10:03 AM 
To: Larry Rybacki; GFI (Greg Fox-ALX) 
Subject: FW: Star Pipe Products domestic schedule 

Larry, 

Any thou::;hts on Star baing able to pun this off and ::;arnish specifications? DOes Sigma have options at this point? 

80 Camposano 
Southeast District Manager 
Ferguson. a \Noiseley Compa,-,y 
8008 Sligh Avenue Tampa FI 33610 
'.la~,",,\ "',"""" ~,""",~n ro.ID'S" "',." OJ;;;a~ r.la~...,\ ,.,,...,, ~,""",nn 
'-I'-""-'i ,,,'., 'L..''''--''_\'--'','} _'''' '--'"u, , I'-""-'i ,,,'., 'L.;Cg: 

E, I.(,lJ'?'~U2dJ.~PJ2§'~fl2'@fl£.u;:gJ_::l.9-'J.,--QQJs. 
W -"'J'Nw.fermJ.;>_u~U;S!nI 

I hank you for lilklng the time out of your meeting to "ave us present Below:s the scheduie we spoke of, if you want to olstnbute 
to Y0urteam_ VlJe f"lre quoti,-,g dnmestic projer;ts now_ with r:lelivery dates after 9115 This ;ncludes C153 M,j anr:l C11C l:f'lnger:l 
Large diameter ~obs will be later In orde, for us to manage our growing :nventory, we request that until the new year, we get a 
mate~:allist to quote before you olace a I-'U. I his allows;.<s to manage ou~ domestic Inventory m;.<ch more accurately ~Ight now. 
We look forwaed to growing ou e busi'less together, please 7eel free to have a'lyone cortact '11e if you have any questions 

Thanks, 

Bob Brangan 
Star t-'Ipe ;-'(I)(;;'U';;:';; 
Nodheast Territal~:I Mar:ageiT 

m J:;!-:J6 535 03C)'1 
215J54.52UO 

I 
IAm€!riCan Made Development schedule 8.12512009 

SIG - 0004964 
Confidential 
FOIA Exempt 
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m21"'<lgf'tr'E'nt, in rYl'l Gplr""of), !.",s I"'Gt pfGvid"d Gll!" s;)ic's team wit', 2d2qualE' inlul'malinr", <lS tc Sigma's pl,1[",s lr; SGUI'Cc' (l);)tf'riai 

rinmp:'l.1r:21dy 

wilh Oill' "~)(tendec~ "{lle'. teClm. With rt:g{lrd to PRP, ,~vell less htcinnalic'll hi)'; he(;11 f0rthcc·mi:lg. [eftahly, #(; hiNe h"~ard ;:hal 
WI? are cori1rnitted to domestic pr0duc~ion of PRY .mel ~i'i.1t worK is ':H'f»in~, Noneti,210S:i. nothing r2t1"lotc:iy Sirnl!.:H to Star'~ 
prGduc:tior'l ",-heaulf' has bE~en Li,.cuIAL~d (\: C():1 iYlui",icawd 

nrd01"S lo ;olllcV\.' us to n;i"F.:n $lO:)!\J1M in lhc "eulnd half of thE: yeAr. Howevf'r, {ren my experiE:ncc in lhe South;::"sl, E:Vf:n our 

rn(-,_~t ~1"pp,-'rCve c!";sbrnef's ;:)re connor nc:d, cautio,JS ,-If' even unwiliing tc make whoie~<Jle 0, s;r;nif1c<'ntly brgcf' c,-lrnrnitrnents b 
S;PT<J w;th (hI" urV:t'~\-3inly of th'-"il' i;n;r.2j;"tt' 31VJ jut~re d~jl"E'S;-it: 1~2t'ds SG wv:ie-JI' :;eE'mi::g'y" S\-31' givp" ,""lIc'n (;ur 

custome~~ 1).1iiSe ~o con:;idr:!l- o~ (2['o'·,sider thAir optio',:; 0':; Star has chosen.1 high 1)(Ofii2, agg(e<;<;iv2 raml).:Jlgn to i'·,~mduce 

hClVl2 crei;ted ilr) irr,pP2ssicn in the rrlIJ,ket thHt dctrlc~tic prcdu;:;b are P2quire(j tc compete in tod<J'I;~ ilnd tCITl,-lr row'~ 

mOil' kc,tpbcl". 

-I hank~, 

Gr2f' 

From: Ro bert. Ca mposano@Ferguson.com [ma i Ito: Robert.CamposanO@Ferguson.com] 
Sent: Friday, September 04,2009 10:03 AM 
To: Larry Rybacki; GFI (Greg Fox-ALX) 
Subject: FW: Star Pipe Products domestic schedule 

Larry, 

Any thou::;hts on Star baing able to pun this off and ::;arnish specifications? DOes Sigma have options at this point? 

80 Camposano 
Southeast District Manager 
Ferguson. a \Noiseley Compa,-,y 
8008 Sligh Avenue Tampa FI 33610 
'.la~,",,\ "',"""" ~,""",~n ro.ID'S" "',." OJ;;;a~ r.la~...,\ ,.,,...,, ~,""",nn 
'-I'-""-'i ,,,'., 'L..''''--''_\'--'','} _'''' '--'"u, , I'-""-'i ,,,'., 'L.;Cg: 

E, I.(,lJ'?'~U2dJ.~PJ2§'~fl2'@fl£.u;:gJ_::l.9-'J.,--QQJs. 
W -"'J'Nw.fermJ.;>_u~U;S!nI 

I hank you for lilklng the time out of your meeting to "ave us present Below:s the scheduie we spoke of, if you want to olstnbute 
to Y0urteam_ VlJe f"lre quoti,-,g dnmestic projer;ts now_ with r:lelivery dates after 9115 This ;ncludes C153 M,j anr:l C11C l:f'lnger:l 
Large diameter ~obs will be later In orde, for us to manage our growing :nventory, we request that until the new year, we get a 
mate~:allist to quote before you olace a I-'U. I his allows;.<s to manage ou~ domestic Inventory m;.<ch more accurately ~Ight now. 
We look forwaed to growing ou e busi'less together, please 7eel free to have a'lyone cortact '11e if you have any questions 

Thanks, 

Bob Brangan 
Star t-'Ipe ;-'(I)(;;'U';;:';; 
Nodheast Territal~:I Mar:ageiT 

m J:;!-:J6 535 03C)'1 
215J54.52UO 

I 
IAm€!riCan Made Development schedule 8.12512009 
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Descdp'ik.ms 

D: COMPACT MJ r:TTING UP TO 24" 

.--" .---, " , ,--,>"'.,-.,~, •• , ,----.-,~." , ,,--, --.->"'. ,.., .. " u, r--"ULLI:::" ... n ... !' IVI"; r I \,;J,~ <..If"' ,,_, L4 

D! MJ COfv1P}\CT F i ("S 30" c~8" 

D' MJ FUU.30DY FTG ~j.O" - 4U" 

IJOint Restraint 

ISTARGRIP 3000 SERIES 

PVC: STAR(3RIP 4000 SeRieS 

Vile rim providing dr;livery on all items 'when we quote 
an ARRA/domestic project - d01iv0ry will typica!ly be 
faster than per our Inventory pian above clue to pnorlty. 

Committed project (k&'feries "m-::' ai! on sch'::'dBJ!e. 
98% tonnage consumption by' 6/1/10 

80%, consl.lmpUon 

Sept 15 - Nov 15 

Sef,.'t 15 - Nov 15 

[Jec 15th 

3,4,6,6.10,12,16,24 
Sizes 

Sept 15th 

Sept l.5tr' 

,SA by 8!1!20lJS 

95% consumpUon 

Decl-reb15 

Dec1-teb15 

by pro;ect 

~v orai6ct 

14,18,20,30,36,42,48 Sizes 

Nov 1 S'~ 
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Descdp'ik.ms 

D: COMPACT MJ r:TTING UP TO 24" 

.--" .---, " , ,--,>"'.,-.,~, •• , ,----.-,~." , ,,--, --.->"'. ,.., .. " u, r--"ULLI:::" ... n ... !' IVI"; r I \,;J,~ <..If"' ,,_, L4 

D! MJ COfv1P}\CT F i ("S 30" c~8" 

D' MJ FUU.30DY FTG ~j.O" - 4U" 

IJOint Restraint 

ISTARGRIP 3000 SERIES 

PVC: STAR(3RIP 4000 SeRieS 

Vile rim providing dr;livery on all items 'when we quote 
an ARRA/domestic project - d01iv0ry will typica!ly be 
faster than per our Inventory pian above clue to pnorlty. 

Committed project (k&'feries "m-::' ai! on sch'::'dBJ!e. 
98% tonnage consumption by' 6/1/10 

80%, consl.lmpUon 

Sept 15 - Nov 15 

Sef,.'t 15 - Nov 15 

[Jec 15th 

3,4,6,6.10,12,16,24 
Sizes 

Sept 15th 

Sept l.5tr' 

,SA by 8!1!20lJS 

95% consumpUon 

Decl-reb15 

Dec1-teb15 

by pro;ect 

~v orai6ct 

14,18,20,30,36,42,48 Sizes 

Nov 1 S'~ 
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Descdp'ik.ms 

D: COMPACT MJ r:TTING UP TO 24" 

.--" .---, " , ,--,>"'.,-.,~, •• , ,----.-,~." , ,,--, --.->"'. ,.., .. " u, r--"ULLI:::" ... n ... !' IVI"; r I \,;J,~ <..If"' ,,_, L4 

D! MJ COfv1P}\CT F i ("S 30" c~8" 
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Sept 15 - Nov 15 

Sef,.'t 15 - Nov 15 

[Jec 15th 

3,4,6,6.10,12,16,24 
Sizes 

Sept 15th 

Sept l.5tr' 
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From: 

Sent: 

To: 

VP (Victor Pais-CRM) 

Thursday, September 24, 2009 04:33:48 PM 

Larry Rybacki 

Cc: 

581 (5iddharth 8hattacharji-CRivi); jjviG (jim ivicGivern); jjvi (jeff iviarcus-CRivi); 
FSl (Fred Stevens-CRM); RM6; TB2 (Tom Brakefield-ALX); DW2 (Dick Williams
ALXj 

Subject: VP to LR : Caution about VR on MDA --> SIGMA Rebate on Domestic Fittings 

Larry and others, 

Please be very careflll in NOT offering anyVR plans for :lOlU for DOM Fittings -- as Tyler may 
reduce the VR% for 2010. 
As you know, they have been trying to improve this area of the market pricing for a while ... 

Also, please make sure we offer the 8% ONLY on DOM-FTGs and not DOM-ACC. But, if nee, we 
can give 2 - 3% as we will sLill be- able Lo purchase @ 20% 0[[ .. 

Regards, 

1lidor (pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 

From: LRyb446150 [mailto:lryb446150@aol.coml 
Sent: Thursday, September 24, 2009 3:16 PM 
To: rick fairbanks 
Ce: VP (Victor Pais-CRM); SBI (Siddharth Bhattacharji-CRM); JMG (Jim McGivern); JM (Jeff Marcus-CRM); 
FSl (Fred Stevens-CRivi) 
Subject: SIGMA Rebate on Domestic Fittings 

Dear Rick and Karen, 

Please read the attached letter from Larry. 

Thank you, 

Cindy Dayotas 
SIGMA / ALL CAST Corporation 
TF - (800) 456-4033 
PH - (508) 393-9070 
FX - (508) 393-9334 
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From: 

Sent: 

To: 

VP (Victor Pais-CRM) 

Thursday, September 24, 2009 04:33:48 PM 

Larry Rybacki 

Cc: 

581 (5iddharth 8hattacharji-CRivi); jjviG (jim ivicGivern); jjvi (jeff iviarcus-CRivi); 
FSl (Fred Stevens-CRM); RM6; TB2 (Tom Brakefield-ALX); DW2 (Dick Williams
ALXj 

Subject: VP to LR : Caution about VR on MDA --> SIGMA Rebate on Domestic Fittings 

Larry and others, 

Please be very careflll in NOT offering anyVR plans for :lOlU for DOM Fittings -- as Tyler may 
reduce the VR% for 2010. 
As you know, they have been trying to improve this area of the market pricing for a while ... 

Also, please make sure we offer the 8% ONLY on DOM-FTGs and not DOM-ACC. But, if nee, we 
can give 2 - 3% as we will sLill be- able Lo purchase @ 20% 0[[ .. 

Regards, 

1lidor (pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 

From: LRyb446150 [mailto:lryb446150@aol.coml 
Sent: Thursday, September 24, 2009 3:16 PM 
To: rick fairbanks 
Ce: VP (Victor Pais-CRM); SBI (Siddharth Bhattacharji-CRM); JMG (Jim McGivern); JM (Jeff Marcus-CRM); 
FSl (Fred Stevens-CRivi) 
Subject: SIGMA Rebate on Domestic Fittings 

Dear Rick and Karen, 

Please read the attached letter from Larry. 

Thank you, 

Cindy Dayotas 
SIGMA / ALL CAST Corporation 
TF - (800) 456-4033 
PH - (508) 393-9070 
FX - (508) 393-9334 
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From: 

Sent: 

To: 

VP (Victor Pais-CRM) 

Thursday, September 24, 2009 04:33:48 PM 

Larry Rybacki 

Cc: 

581 (5iddharth 8hattacharji-CRivi); jjviG (jim ivicGivern); jjvi (jeff iviarcus-CRivi); 
FSl (Fred Stevens-CRM); RM6; TB2 (Tom Brakefield-ALX); DW2 (Dick Williams
ALXj 

Subject: VP to LR : Caution about VR on MDA --> SIGMA Rebate on Domestic Fittings 

Larry and others, 

Please be very careflll in NOT offering anyVR plans for :lOlU for DOM Fittings -- as Tyler may 
reduce the VR% for 2010. 
As you know, they have been trying to improve this area of the market pricing for a while ... 

Also, please make sure we offer the 8% ONLY on DOM-FTGs and not DOM-ACC. But, if nee, we 
can give 2 - 3% as we will sLill be- able Lo purchase @ 20% 0[[ .. 

Regards, 

1lidor (pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 

From: LRyb446150 [mailto:lryb446150@aol.coml 
Sent: Thursday, September 24, 2009 3:16 PM 
To: rick fairbanks 
Ce: VP (Victor Pais-CRM); SBI (Siddharth Bhattacharji-CRM); JMG (Jim McGivern); JM (Jeff Marcus-CRM); 
FSl (Fred Stevens-CRivi) 
Subject: SIGMA Rebate on Domestic Fittings 

Dear Rick and Karen, 

Please read the attached letter from Larry. 

Thank you, 

Cindy Dayotas 
SIGMA / ALL CAST Corporation 
TF - (800) 456-4033 
PH - (508) 393-9070 
FX - (508) 393-9334 
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From: VP (Victor Pais-CRM) 

Sent: Thursday, June 18, 2009 12:53:20 PM 

MRl (Mitchell Rona-CRM); 5Bl (5iddharth Bhattacharji-CRM); GRl (Gopi 
To: 

Ramanathan-CR!\1); SB2 (Stuart Box - CRM) 

Cc: TB2 (Tom Brakefield-ALX); LRyb446150 

Subject: VP to SOP team: Recap of SOP meeting from Wednesday June 17th 

Attn: SDP team 

MyQRR to your recap of your 6/17mtg: 

1. It's extremely important that we not only keep l\1TF informed, but also develop our SDP plans 
with them as a 'full partner'. While MM/TM are likely more swayed by the feedback from the 
Distributors during our brainstorming session 6/15 ( T deliberately asked LR to ask each 
Distributor present to opine on the outlook for BA. if a gro"~ng menace over the next 2-3 years 
and all excluding T~~1 himself, affirmed it to be so! 1 could see ~~H.1 coming a bit more fOr'vvard. 
soon after ... ), they are still very protective and defensive, as they still feel vulnerable by the 
impact of BA and SDP~ I have reiterated a few times that SDP plan actually is intended to protect 
MTF bsns too as our SDP part can complement and protect the non-BA business for 
SIGMA/MTF. 

I also conveyed my many disc with the USP team -- much morc nervous than ACIPCO who is at 
least temporarily comfortable with the access to Tyler's BA thru SIGMA -- to MM and that we 
need to develop and confirm a credible SDP plan to USP soon ... 

". We also need to develop at least 'VI' of CAPEX plan so we can process it within STG's new 
structure. Any 'investment' needs to be processed and accepted by the BOD first -- definitely 
before we start spending -- and we shouldn't overlook this important technicality! They arc 
highly supportive and are motivated by the strategic value -- of targeting the 'domestic' segment 
even outside the RAj A RRA need, not open to us thus far. Rut, we need develop the CAPEX plan 
-- request I had made to SB2 a \\,'hile back. Of course, it is a movin.g target -- but, I su.ggest GR + 
SB2 prepare a template which can be updated as we fine tune each part of the SDP puzzle. 

3. Personally. T suggest we should prioritize the avl of SDP-30" to 48" for a few reasons: 

1. As more ARRA funding may go towards the larger PVV jobs. the 'demand' for the LiS can 
be expected to be higher 

than historic 'DII='P...A' profile. 

2. vVith a '·V'.T8.iver' route .. all benefit -- Star who have been aggressive in PW and even Tyler 
and who knows, even SIP 

may sneak in. as they seem to be making a steady encroachment. On the other hand. if 
we do an ABC and develop 

Lhe capabiliLy [or Lhe Lop 20-30 iLems Lhru a EF /MTF combinaLion. we may geL a head
start and stifle TYler/Star. 

3. Tnat said, Star may do the same as above -- as they have been surprisingly more focused 
and proactive on the BA 
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From: VP (Victor Pais-CRM) 

Sent: Thursday, June 18, 2009 12:53:20 PM 

MRl (Mitchell Rona-CRM); 5Bl (5iddharth Bhattacharji-CRM); GRl (Gopi 
To: 

Ramanathan-CR!\1); SB2 (Stuart Box - CRM) 

Cc: TB2 (Tom Brakefield-ALX); LRyb446150 

Subject: VP to SOP team: Recap of SOP meeting from Wednesday June 17th 

Attn: SDP team 

MyQRR to your recap of your 6/17mtg: 

1. It's extremely important that we not only keep l\1TF informed, but also develop our SDP plans 
with them as a 'full partner'. While MM/TM are likely more swayed by the feedback from the 
Distributors during our brainstorming session 6/15 ( T deliberately asked LR to ask each 
Distributor present to opine on the outlook for BA. if a gro"~ng menace over the next 2-3 years 
and all excluding T~~1 himself, affirmed it to be so! 1 could see ~~H.1 coming a bit more fOr'vvard. 
soon after ... ), they are still very protective and defensive, as they still feel vulnerable by the 
impact of BA and SDP~ I have reiterated a few times that SDP plan actually is intended to protect 
MTF bsns too as our SDP part can complement and protect the non-BA business for 
SIGMA/MTF. 

I also conveyed my many disc with the USP team -- much morc nervous than ACIPCO who is at 
least temporarily comfortable with the access to Tyler's BA thru SIGMA -- to MM and that we 
need to develop and confirm a credible SDP plan to USP soon ... 

". We also need to develop at least 'VI' of CAPEX plan so we can process it within STG's new 
structure. Any 'investment' needs to be processed and accepted by the BOD first -- definitely 
before we start spending -- and we shouldn't overlook this important technicality! They arc 
highly supportive and are motivated by the strategic value -- of targeting the 'domestic' segment 
even outside the RAj A RRA need, not open to us thus far. Rut, we need develop the CAPEX plan 
-- request I had made to SB2 a \\,'hile back. Of course, it is a movin.g target -- but, I su.ggest GR + 
SB2 prepare a template which can be updated as we fine tune each part of the SDP puzzle. 

3. Personally. T suggest we should prioritize the avl of SDP-30" to 48" for a few reasons: 

1. As more ARRA funding may go towards the larger PVV jobs. the 'demand' for the LiS can 
be expected to be higher 

than historic 'DII='P...A' profile. 

2. vVith a '·V'.T8.iver' route .. all benefit -- Star who have been aggressive in PW and even Tyler 
and who knows, even SIP 

may sneak in. as they seem to be making a steady encroachment. On the other hand. if 
we do an ABC and develop 

Lhe capabiliLy [or Lhe Lop 20-30 iLems Lhru a EF /MTF combinaLion. we may geL a head
start and stifle TYler/Star. 

3. Tnat said, Star may do the same as above -- as they have been surprisingly more focused 
and proactive on the BA 
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From: VP (Victor Pais-CRM) 

Sent: Thursday, June 18, 2009 12:53:20 PM 

MRl (Mitchell Rona-CRM); 5Bl (5iddharth Bhattacharji-CRM); GRl (Gopi 
To: 

Ramanathan-CR!\1); SB2 (Stuart Box - CRM) 

Cc: TB2 (Tom Brakefield-ALX); LRyb446150 

Subject: VP to SOP team: Recap of SOP meeting from Wednesday June 17th 

Attn: SDP team 

MyQRR to your recap of your 6/17mtg: 

1. It's extremely important that we not only keep l\1TF informed, but also develop our SDP plans 
with them as a 'full partner'. While MM/TM are likely more swayed by the feedback from the 
Distributors during our brainstorming session 6/15 ( T deliberately asked LR to ask each 
Distributor present to opine on the outlook for BA. if a gro"~ng menace over the next 2-3 years 
and all excluding T~~1 himself, affirmed it to be so! 1 could see ~~H.1 coming a bit more fOr'vvard. 
soon after ... ), they are still very protective and defensive, as they still feel vulnerable by the 
impact of BA and SDP~ I have reiterated a few times that SDP plan actually is intended to protect 
MTF bsns too as our SDP part can complement and protect the non-BA business for 
SIGMA/MTF. 

I also conveyed my many disc with the USP team -- much morc nervous than ACIPCO who is at 
least temporarily comfortable with the access to Tyler's BA thru SIGMA -- to MM and that we 
need to develop and confirm a credible SDP plan to USP soon ... 

". We also need to develop at least 'VI' of CAPEX plan so we can process it within STG's new 
structure. Any 'investment' needs to be processed and accepted by the BOD first -- definitely 
before we start spending -- and we shouldn't overlook this important technicality! They arc 
highly supportive and are motivated by the strategic value -- of targeting the 'domestic' segment 
even outside the RAj A RRA need, not open to us thus far. Rut, we need develop the CAPEX plan 
-- request I had made to SB2 a \\,'hile back. Of course, it is a movin.g target -- but, I su.ggest GR + 
SB2 prepare a template which can be updated as we fine tune each part of the SDP puzzle. 

3. Personally. T suggest we should prioritize the avl of SDP-30" to 48" for a few reasons: 

1. As more ARRA funding may go towards the larger PVV jobs. the 'demand' for the LiS can 
be expected to be higher 

than historic 'DII='P...A' profile. 

2. vVith a '·V'.T8.iver' route .. all benefit -- Star who have been aggressive in PW and even Tyler 
and who knows, even SIP 

may sneak in. as they seem to be making a steady encroachment. On the other hand. if 
we do an ABC and develop 

Lhe capabiliLy [or Lhe Lop 20-30 iLems Lhru a EF /MTF combinaLion. we may geL a head
start and stifle TYler/Star. 

3. Tnat said, Star may do the same as above -- as they have been surprisingly more focused 
and proactive on the BA 
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iSSUf-, though keeping a tight lid on their moves! 36 out ofthf-76 (mostly) DIV[ ptus they 
seem to have produced in 

Korea are in the 30"-48" range. 

So, I suggest we consider this tactic instead of I'elyingjust on waivers. If we can demonstrate BA 
avl, we should be able to preempt any waiver and quote and get high prices @ higher GMs! (Try 
a bit of Tyler on Tyler themselves!) 

I suggest we keep TB2/LR also in our SDP discussions as they need to know to guide the 
RMsjSST tiii we develop a more informati.ve SOP plan ... 

l'vfore to follow ... 

Regards, 

'Victor q>ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
'il}@Si_g!_llClt::():_Ct?Pl _____ . _________ . _________ . ______________________ . ____________________________________ . ______________________ . _________ . ____________ . _________ . ____________ . _________ . ________ _ 

From: MR1 (Mitchell Rona-CRM) 
Sent: Thursday, June 18, 2009 10:43 AM 
To: SB1 (Siddharth Bhattacharji-CRM); VP (Victor Pais-CRM); GR1 (Gopi Ramanathan-CRM); SB2 (Stuart 
Box - CRivi) 
Subject: MR to All Re: Recap of SDP meeting from Wednesday June 17th 

All, 

Below are the notes from our meeting: 

4" thru 24" MJ and FL-
MJ (153 - We will hold a final decision until we know the status of the Metalfit pattern 
availability. 

We will expedite a visit to Prior (Acipco) as they can be a source for 16" thru 24" MJ 
and even flange if we get tooling from MTF. 
Flange - Using historical data we will begin cope and drag patterns ( all aluminum) but hold off 
on core boxes until the foundry is finalized. 

3D" and 36" MJ and FL-

MJ/FL (foam)- We are releasing orders for foams to made for trials to be run at Eureka Foundry. 
We will buy 1 flask locally but are working to price and order flasks from overseas for 

the bulk amount 
We also plan to rent or lease a vibration table for the trials at Eureka. 
We will also explore that setting up the Foam operation in Pryor may be a better long 

term choice due to the Acipco factor. 
The foam plan is a more complete product offering plan and should be thought of as 

more long term and time consuming. 
Machining of flanged to be done at either Davis machine or using MTF. 
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iSSUf-, though keeping a tight lid on their moves! 36 out ofthf-76 (mostly) DIV[ ptus they 
seem to have produced in 

Korea are in the 30"-48" range. 

So, I suggest we consider this tactic instead of I'elyingjust on waivers. If we can demonstrate BA 
avl, we should be able to preempt any waiver and quote and get high prices @ higher GMs! (Try 
a bit of Tyler on Tyler themselves!) 

I suggest we keep TB2/LR also in our SDP discussions as they need to know to guide the 
RMsjSST tiii we develop a more informati.ve SOP plan ... 

l'vfore to follow ... 

Regards, 

'Victor q>ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
'il}@Si_g!_llClt::():_Ct?Pl _____ . _________ . _________ . ______________________ . ____________________________________ . ______________________ . _________ . ____________ . _________ . ____________ . _________ . ________ _ 

From: MR1 (Mitchell Rona-CRM) 
Sent: Thursday, June 18, 2009 10:43 AM 
To: SB1 (Siddharth Bhattacharji-CRM); VP (Victor Pais-CRM); GR1 (Gopi Ramanathan-CRM); SB2 (Stuart 
Box - CRivi) 
Subject: MR to All Re: Recap of SDP meeting from Wednesday June 17th 

All, 

Below are the notes from our meeting: 

4" thru 24" MJ and FL-
MJ (153 - We will hold a final decision until we know the status of the Metalfit pattern 
availability. 

We will expedite a visit to Prior (Acipco) as they can be a source for 16" thru 24" MJ 
and even flange if we get tooling from MTF. 
Flange - Using historical data we will begin cope and drag patterns ( all aluminum) but hold off 
on core boxes until the foundry is finalized. 

3D" and 36" MJ and FL-

MJ/FL (foam)- We are releasing orders for foams to made for trials to be run at Eureka Foundry. 
We will buy 1 flask locally but are working to price and order flasks from overseas for 

the bulk amount 
We also plan to rent or lease a vibration table for the trials at Eureka. 
We will also explore that setting up the Foam operation in Pryor may be a better long 

term choice due to the Acipco factor. 
The foam plan is a more complete product offering plan and should be thought of as 

more long term and time consuming. 
Machining of flanged to be done at either Davis machine or using MTF. 
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iSSUf-, though keeping a tight lid on their moves! 36 out ofthf-76 (mostly) DIV[ ptus they 
seem to have produced in 

Korea are in the 30"-48" range. 

So, I suggest we consider this tactic instead of I'elyingjust on waivers. If we can demonstrate BA 
avl, we should be able to preempt any waiver and quote and get high prices @ higher GMs! (Try 
a bit of Tyler on Tyler themselves!) 

I suggest we keep TB2/LR also in our SDP discussions as they need to know to guide the 
RMsjSST tiii we develop a more informati.ve SOP plan ... 

l'vfore to follow ... 

Regards, 

'Victor q>ais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
'il}@Si_g!_llClt::():_Ct?Pl _____ . _________ . _________ . ______________________ . ____________________________________ . ______________________ . _________ . ____________ . _________ . ____________ . _________ . ________ _ 

From: MR1 (Mitchell Rona-CRM) 
Sent: Thursday, June 18, 2009 10:43 AM 
To: SB1 (Siddharth Bhattacharji-CRM); VP (Victor Pais-CRM); GR1 (Gopi Ramanathan-CRM); SB2 (Stuart 
Box - CRivi) 
Subject: MR to All Re: Recap of SDP meeting from Wednesday June 17th 

All, 

Below are the notes from our meeting: 

4" thru 24" MJ and FL-
MJ (153 - We will hold a final decision until we know the status of the Metalfit pattern 
availability. 

We will expedite a visit to Prior (Acipco) as they can be a source for 16" thru 24" MJ 
and even flange if we get tooling from MTF. 
Flange - Using historical data we will begin cope and drag patterns ( all aluminum) but hold off 
on core boxes until the foundry is finalized. 

3D" and 36" MJ and FL-

MJ/FL (foam)- We are releasing orders for foams to made for trials to be run at Eureka Foundry. 
We will buy 1 flask locally but are working to price and order flasks from overseas for 

the bulk amount 
We also plan to rent or lease a vibration table for the trials at Eureka. 
We will also explore that setting up the Foam operation in Pryor may be a better long 

term choice due to the Acipco factor. 
The foam plan is a more complete product offering plan and should be thought of as 

more long term and time consuming. 
Machining of flanged to be done at either Davis machine or using MTF. 
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RS Option- Using our vol UfTI e we price RS tooling for the top say 50 items. Tooling either wood or 
aluminum based on volumes. 

'vVe have produced a list of previous sales for 30" and 36" sales for 2002 and 2009 YTD. 

This plan is for a quicker entry into the market to match what Tyler / Union are 
presently able to offer. 

MRl to work to try and truly understand the present Tyler/Union and Clow offering. 
RS production cLln be done LIt PenmLlf. SB2 ;]nd GRl to pi LIn to visit Penm;]f. 

Machining to be done either at Davis or MTF. 

42" and 48" MJ and FL-

At this point we vvi!! think only about the waiver process as there is no other option 
but Acipco 

Future plans include foam trials once the 36" and smaller is proved out~ 

Metalfit-
Mark and Manuel will provide pricing for product finishing (machining, cement lining, 

painting, and packing) 
Mark also confirmed Metalfit can duplicate tooling (make additional impressions). 

They don't have a duplicator but can do it 
They will provide pricing and capacity levels. 

Star's Plan-
I have requested RJD to look through all his contact and suppliers to see what they 

might be doing 
Stuart will discuss with Ron Crawford the same. 
GRl will give Me a list for us to make sure ASF foundry calls to also try and see their 

plans 

Thanks, 

Mitchell 
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RS Option- Using our vol UfTI e we price RS tooling for the top say 50 items. Tooling either wood or 
aluminum based on volumes. 

'vVe have produced a list of previous sales for 30" and 36" sales for 2002 and 2009 YTD. 

This plan is for a quicker entry into the market to match what Tyler / Union are 
presently able to offer. 

MRl to work to try and truly understand the present Tyler/Union and Clow offering. 
RS production cLln be done LIt PenmLlf. SB2 ;]nd GRl to pi LIn to visit Penm;]f. 

Machining to be done either at Davis or MTF. 

42" and 48" MJ and FL-

At this point we vvi!! think only about the waiver process as there is no other option 
but Acipco 

Future plans include foam trials once the 36" and smaller is proved out~ 

Metalfit-
Mark and Manuel will provide pricing for product finishing (machining, cement lining, 

painting, and packing) 
Mark also confirmed Metalfit can duplicate tooling (make additional impressions). 

They don't have a duplicator but can do it 
They will provide pricing and capacity levels. 

Star's Plan-
I have requested RJD to look through all his contact and suppliers to see what they 

might be doing 
Stuart will discuss with Ron Crawford the same. 
GRl will give Me a list for us to make sure ASF foundry calls to also try and see their 

plans 

Thanks, 

Mitchell 
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RS Option- Using our vol UfTI e we price RS tooling for the top say 50 items. Tooling either wood or 
aluminum based on volumes. 

'vVe have produced a list of previous sales for 30" and 36" sales for 2002 and 2009 YTD. 

This plan is for a quicker entry into the market to match what Tyler / Union are 
presently able to offer. 

MRl to work to try and truly understand the present Tyler/Union and Clow offering. 
RS production cLln be done LIt PenmLlf. SB2 ;]nd GRl to pi LIn to visit Penm;]f. 

Machining to be done either at Davis or MTF. 

42" and 48" MJ and FL-

At this point we vvi!! think only about the waiver process as there is no other option 
but Acipco 

Future plans include foam trials once the 36" and smaller is proved out~ 

Metalfit-
Mark and Manuel will provide pricing for product finishing (machining, cement lining, 

painting, and packing) 
Mark also confirmed Metalfit can duplicate tooling (make additional impressions). 

They don't have a duplicator but can do it 
They will provide pricing and capacity levels. 

Star's Plan-
I have requested RJD to look through all his contact and suppliers to see what they 

might be doing 
Stuart will discuss with Ron Crawford the same. 
GRl will give Me a list for us to make sure ASF foundry calls to also try and see their 

plans 

Thanks, 

Mitchell 
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From: 

Sent: 

To: 

Subject: 

Attachments: 

I01"'..a/ Sl1e.yr ..-,/ 
SIGMA Corporation 

IS (lana Shenay-CRMj 

Tuesday, September 22, 2009 04:44:43 PM 

VP (Victor Pais-CRM) 

is to VP - SOS Update (from VM) - [ViDA 

50S MDA VP-VM 090909.dac 

700 Goldman Or!vfl, Cream Ridge, NJ·-08!:H4. 
P: 609-758-0800 x 333 F: 609-758~1.i63 
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From: 

Sent: 

To: 

Subject: 

Attachments: 

I01"'..a/ Sl1e.yr ..-,/ 
SIGMA Corporation 

IS (lana Shenay-CRMj 

Tuesday, September 22, 2009 04:44:43 PM 

VP (Victor Pais-CRM) 

is to VP - SOS Update (from VM) - [ViDA 

50S MDA VP-VM 090909.dac 

700 Goldman Or!vfl, Cream Ridge, NJ·-08!:H4. 
P: 609-758-0800 x 333 F: 609-758~1.i63 

SIG - 0009955 
Confidential 
FOIA Exempt 

PUBLIC

From: 

Sent: 

To: 

Subject: 

Attachments: 

I01"'..a/ Sl1e.yr ..-,/ 
SIGMA Corporation 

IS (lana Shenay-CRMj 

Tuesday, September 22, 2009 04:44:43 PM 

VP (Victor Pais-CRM) 

is to VP - SOS Update (from VM) - [ViDA 

50S MDA VP-VM 090909.dac 

700 Goldman Or!vfl, Cream Ridge, NJ·-08!:H4. 
P: 609-758-0800 x 333 F: 609-758~1.i63 

SIG - 0009955 
Confidential 
FOIA Exempt 



SOS - 090909 voice mail FR01vf v'P 

l\Iaster Distribution Agreement (l\IDA) 

This IS uur answel tu Lhe Buy American manuaLeu by the ARRA anu utilel neeus It)! 
domestic Fittings. 

We have a formal agreement that McWane has presented to that is under study just now. 
This is to clarify and expiain certain things that have been addressed, but are stin nagging 
all of us. 

This year, among a lot of other factors, the BA because of the stimulus bill has been a 
large rea nernng. This has taken a large chunk of our time as it has evolved over the past 
few months. This came from new political realities that were inserted into the ARRA. 
The BA has gripped my aueniion because it has been traumatic - and is of great concern 
as it could have far reaching impact. Though we have had a stellar 24-year history, over 
the years, the BA has been a threat that came from nowhere. 

A lot of the ARRA money has so far been going toward water cleaning, tlltration and 
other water and sewer related work not the water infrastmcture. Not mllch can be done 
as the tide is against ahead. On the other hand we have identified an opportunity to tind a 
solution I met with RP in NYC and asked if McWane would indulge us with a Auy Sell 
agreement at a cost+ basis. He agreed based on the trusting reiationship we have buiit up 
helping McWane structure their manufacturing overseas. We have had some setbacks 
and dIsappointments. However, based on a draft that is being considered, we are ready 
lor the next step. I propose a 3-part action plan lor us to understand it clearly. 

Over the past 30 years, 1 do not recall any agreement of this nature in our industry. We 
know there has been a simple buying agreement between American and Griffin, which is 
more of an outsourcing of the standard A WW A pipe. There have been some smaller 
arrangement with the Field Lok and some other products. Because we are competitors 
there are a lot of issues we have to be aware of like Anti-trust,. Till now we have been 
relatively unscathed, because we are not into pipe and there have not been many 
acquisitions to consolidate beyond PCI - though McWane has in soil pipe and other 
areas. We have to be careful in navigating this agreement. Having a competitor sell to 
another under an agreement of this nature, is absolutely unconventional. We have 
received responses like: 1 his may be the most important agreement you have achieved. 
(Jerry Bums of American Pipe). Tom Morton (US Pipe) also commented 1 can 
understand that this is the bestj'!y the indusny. Mark Myers of METALFlT wondered: 
How did you manage 10 have acce5;S, lei alO/le have any margill,<:';? Jerry Webb (HDS) 
and Bill Tees indicated that they were tine with it. 

In these challenging times with constant pressure and uncertainty, trust is the tlrst to be 
violated. I share your disappointment at not having our own littings, which would have 
made us supreme. But we have to be realistic - and the time factor and logistics here are 
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l\Iaster Distribution Agreement (l\IDA) 

This IS uur answel tu Lhe Buy American manuaLeu by the ARRA anu utilel neeus It)! 
domestic Fittings. 

We have a formal agreement that McWane has presented to that is under study just now. 
This is to clarify and expiain certain things that have been addressed, but are stin nagging 
all of us. 

This year, among a lot of other factors, the BA because of the stimulus bill has been a 
large rea nernng. This has taken a large chunk of our time as it has evolved over the past 
few months. This came from new political realities that were inserted into the ARRA. 
The BA has gripped my aueniion because it has been traumatic - and is of great concern 
as it could have far reaching impact. Though we have had a stellar 24-year history, over 
the years, the BA has been a threat that came from nowhere. 

A lot of the ARRA money has so far been going toward water cleaning, tlltration and 
other water and sewer related work not the water infrastmcture. Not mllch can be done 
as the tide is against ahead. On the other hand we have identified an opportunity to tind a 
solution I met with RP in NYC and asked if McWane would indulge us with a Auy Sell 
agreement at a cost+ basis. He agreed based on the trusting reiationship we have buiit up 
helping McWane structure their manufacturing overseas. We have had some setbacks 
and dIsappointments. However, based on a draft that is being considered, we are ready 
lor the next step. I propose a 3-part action plan lor us to understand it clearly. 

Over the past 30 years, 1 do not recall any agreement of this nature in our industry. We 
know there has been a simple buying agreement between American and Griffin, which is 
more of an outsourcing of the standard A WW A pipe. There have been some smaller 
arrangement with the Field Lok and some other products. Because we are competitors 
there are a lot of issues we have to be aware of like Anti-trust,. Till now we have been 
relatively unscathed, because we are not into pipe and there have not been many 
acquisitions to consolidate beyond PCI - though McWane has in soil pipe and other 
areas. We have to be careful in navigating this agreement. Having a competitor sell to 
another under an agreement of this nature, is absolutely unconventional. We have 
received responses like: 1 his may be the most important agreement you have achieved. 
(Jerry Bums of American Pipe). Tom Morton (US Pipe) also commented 1 can 
understand that this is the bestj'!y the indusny. Mark Myers of METALFlT wondered: 
How did you manage 10 have acce5;S, lei alO/le have any margill,<:';? Jerry Webb (HDS) 
and Bill Tees indicated that they were tine with it. 

In these challenging times with constant pressure and uncertainty, trust is the tlrst to be 
violated. I share your disappointment at not having our own littings, which would have 
made us supreme. But we have to be realistic - and the time factor and logistics here are 
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l\Iaster Distribution Agreement (l\IDA) 

This IS uur answel tu Lhe Buy American manuaLeu by the ARRA anu utilel neeus It)! 
domestic Fittings. 

We have a formal agreement that McWane has presented to that is under study just now. 
This is to clarify and expiain certain things that have been addressed, but are stin nagging 
all of us. 

This year, among a lot of other factors, the BA because of the stimulus bill has been a 
large rea nernng. This has taken a large chunk of our time as it has evolved over the past 
few months. This came from new political realities that were inserted into the ARRA. 
The BA has gripped my aueniion because it has been traumatic - and is of great concern 
as it could have far reaching impact. Though we have had a stellar 24-year history, over 
the years, the BA has been a threat that came from nowhere. 

A lot of the ARRA money has so far been going toward water cleaning, tlltration and 
other water and sewer related work not the water infrastmcture. Not mllch can be done 
as the tide is against ahead. On the other hand we have identified an opportunity to tind a 
solution I met with RP in NYC and asked if McWane would indulge us with a Auy Sell 
agreement at a cost+ basis. He agreed based on the trusting reiationship we have buiit up 
helping McWane structure their manufacturing overseas. We have had some setbacks 
and dIsappointments. However, based on a draft that is being considered, we are ready 
lor the next step. I propose a 3-part action plan lor us to understand it clearly. 

Over the past 30 years, 1 do not recall any agreement of this nature in our industry. We 
know there has been a simple buying agreement between American and Griffin, which is 
more of an outsourcing of the standard A WW A pipe. There have been some smaller 
arrangement with the Field Lok and some other products. Because we are competitors 
there are a lot of issues we have to be aware of like Anti-trust,. Till now we have been 
relatively unscathed, because we are not into pipe and there have not been many 
acquisitions to consolidate beyond PCI - though McWane has in soil pipe and other 
areas. We have to be careful in navigating this agreement. Having a competitor sell to 
another under an agreement of this nature, is absolutely unconventional. We have 
received responses like: 1 his may be the most important agreement you have achieved. 
(Jerry Bums of American Pipe). Tom Morton (US Pipe) also commented 1 can 
understand that this is the bestj'!y the indusny. Mark Myers of METALFlT wondered: 
How did you manage 10 have acce5;S, lei alO/le have any margill,<:';? Jerry Webb (HDS) 
and Bill Tees indicated that they were tine with it. 

In these challenging times with constant pressure and uncertainty, trust is the tlrst to be 
violated. I share your disappointment at not having our own littings, which would have 
made us supreme. But we have to be realistic - and the time factor and logistics here are 
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I.;onducivt": to a It":a~olmbk amount of uusiut":s;). v\rith our own ability and severely 
strained finances, with uncertain return on our investment, was not a prudent decision. 
This is one ollhe most significant and r"IlosliIHpoftanl decis10ns in SIGJ'viA's histofy. 

NAPPCO imd embarked Ull a dumeslil.; SUUIl.;e 20 years agu, when lheil Kurea suur(.;e feB 
apart. It may have been a well meant and logical decision, but it may have been the straw 
that broke the camel's back when another recession was imminent. These decIsIOns are 
very profound. 

LR and I have disagreements on our arch rivals - Star and Mc Wane. I have kept track of 
Tnelr acIivuies and appiauaea [Oem for Tnelr acnVUles. They have done a lot of things 
right - they may have grown faster and bigger - with Star's decision to invest. What 
they do has ramifications on our business. Star has invested out of survivai and fear. 
They may have concluded that with SIGMA close to McWane they would get a Buy Sell 
agreement. lVlcwane mlgm accommodate Star as well JUSt to Ill! tillS need. Star may 
need to invest heavily - like $3 to $5 M and the returns would be gradual. If Star 
succeeds in investing in tooling and domestic manufacturing, it might put a lot of 
pressure on McWane, not so much on SIGMA. 

Ifwe follow the essence of the 11DA and it comes with very tight provisions, we can help 
ourselves and can hopefuHy stabilize the market to a point, assuming Tyler/lJnion has 
about 40% market share, SIGMA has 30% and ACIPCO and US Pipe together has 5%, it 
is about 750/0 of the market. It doesn't matter what brand it comes with because each of 
our respective customers buys from us for certain reasons: relationship, service, 
proximity, etc. It is our job to seii that. US Pipe wiii get certain jobs because they have 
the pipe, TR Flex and plantwork package - but if we do our job right, it might isolate Star 
and make them suifer with their investment even more, because they may not be able to 
gain credibility. This has been understood by many and accepted. Yet 2 weeks back 
there was some angst within our team on this decision. 

As to the agreement itself, it is tight. My 3 step process: 

L Among ourselves we need to be clear. I will continue to update you. 
2. A letter to our Team - SST as to what we can and cannot do. 
3. A customer letter that we will present to explain our option and this MLJA 

arrangement. 

It is very important that the customers are aware of this arrangement. The letter is going 
out shortly after inputs from Siddharth, Larry and Jim. This not Just a Sales letter, it also 
needs to meet the legal requirements, because certain references like 'partnership' etc. 
can be misconstrued and we need to make appealing, but the essence to the customer 
should be the need of the ARRA despite our objections - we will meet the customers' 
need and supply the product as needed and it will come tram McWane who has the range 
and it will make it better to service you the customer with a complete range, delivery etc. 
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I.;onducivt": to a It":a~olmbk amount of uusiut":s;). v\rith our own ability and severely 
strained finances, with uncertain return on our investment, was not a prudent decision. 
This is one ollhe most significant and r"IlosliIHpoftanl decis10ns in SIGJ'viA's histofy. 

NAPPCO imd embarked Ull a dumeslil.; SUUIl.;e 20 years agu, when lheil Kurea suur(.;e feB 
apart. It may have been a well meant and logical decision, but it may have been the straw 
that broke the camel's back when another recession was imminent. These decIsIOns are 
very profound. 

LR and I have disagreements on our arch rivals - Star and Mc Wane. I have kept track of 
Tnelr acIivuies and appiauaea [Oem for Tnelr acnVUles. They have done a lot of things 
right - they may have grown faster and bigger - with Star's decision to invest. What 
they do has ramifications on our business. Star has invested out of survivai and fear. 
They may have concluded that with SIGMA close to McWane they would get a Buy Sell 
agreement. lVlcwane mlgm accommodate Star as well JUSt to Ill! tillS need. Star may 
need to invest heavily - like $3 to $5 M and the returns would be gradual. If Star 
succeeds in investing in tooling and domestic manufacturing, it might put a lot of 
pressure on McWane, not so much on SIGMA. 

Ifwe follow the essence of the 11DA and it comes with very tight provisions, we can help 
ourselves and can hopefuHy stabilize the market to a point, assuming Tyler/lJnion has 
about 40% market share, SIGMA has 30% and ACIPCO and US Pipe together has 5%, it 
is about 750/0 of the market. It doesn't matter what brand it comes with because each of 
our respective customers buys from us for certain reasons: relationship, service, 
proximity, etc. It is our job to seii that. US Pipe wiii get certain jobs because they have 
the pipe, TR Flex and plantwork package - but if we do our job right, it might isolate Star 
and make them suifer with their investment even more, because they may not be able to 
gain credibility. This has been understood by many and accepted. Yet 2 weeks back 
there was some angst within our team on this decision. 

As to the agreement itself, it is tight. My 3 step process: 

L Among ourselves we need to be clear. I will continue to update you. 
2. A letter to our Team - SST as to what we can and cannot do. 
3. A customer letter that we will present to explain our option and this MLJA 

arrangement. 

It is very important that the customers are aware of this arrangement. The letter is going 
out shortly after inputs from Siddharth, Larry and Jim. This not Just a Sales letter, it also 
needs to meet the legal requirements, because certain references like 'partnership' etc. 
can be misconstrued and we need to make appealing, but the essence to the customer 
should be the need of the ARRA despite our objections - we will meet the customers' 
need and supply the product as needed and it will come tram McWane who has the range 
and it will make it better to service you the customer with a complete range, delivery etc. 
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I.;onducivt": to a It":a~olmbk amount of uusiut":s;). v\rith our own ability and severely 
strained finances, with uncertain return on our investment, was not a prudent decision. 
This is one ollhe most significant and r"IlosliIHpoftanl decis10ns in SIGJ'viA's histofy. 

NAPPCO imd embarked Ull a dumeslil.; SUUIl.;e 20 years agu, when lheil Kurea suur(.;e feB 
apart. It may have been a well meant and logical decision, but it may have been the straw 
that broke the camel's back when another recession was imminent. These decIsIOns are 
very profound. 

LR and I have disagreements on our arch rivals - Star and Mc Wane. I have kept track of 
Tnelr acIivuies and appiauaea [Oem for Tnelr acnVUles. They have done a lot of things 
right - they may have grown faster and bigger - with Star's decision to invest. What 
they do has ramifications on our business. Star has invested out of survivai and fear. 
They may have concluded that with SIGMA close to McWane they would get a Buy Sell 
agreement. lVlcwane mlgm accommodate Star as well JUSt to Ill! tillS need. Star may 
need to invest heavily - like $3 to $5 M and the returns would be gradual. If Star 
succeeds in investing in tooling and domestic manufacturing, it might put a lot of 
pressure on McWane, not so much on SIGMA. 

Ifwe follow the essence of the 11DA and it comes with very tight provisions, we can help 
ourselves and can hopefuHy stabilize the market to a point, assuming Tyler/lJnion has 
about 40% market share, SIGMA has 30% and ACIPCO and US Pipe together has 5%, it 
is about 750/0 of the market. It doesn't matter what brand it comes with because each of 
our respective customers buys from us for certain reasons: relationship, service, 
proximity, etc. It is our job to seii that. US Pipe wiii get certain jobs because they have 
the pipe, TR Flex and plantwork package - but if we do our job right, it might isolate Star 
and make them suifer with their investment even more, because they may not be able to 
gain credibility. This has been understood by many and accepted. Yet 2 weeks back 
there was some angst within our team on this decision. 

As to the agreement itself, it is tight. My 3 step process: 

L Among ourselves we need to be clear. I will continue to update you. 
2. A letter to our Team - SST as to what we can and cannot do. 
3. A customer letter that we will present to explain our option and this MLJA 

arrangement. 

It is very important that the customers are aware of this arrangement. The letter is going 
out shortly after inputs from Siddharth, Larry and Jim. This not Just a Sales letter, it also 
needs to meet the legal requirements, because certain references like 'partnership' etc. 
can be misconstrued and we need to make appealing, but the essence to the customer 
should be the need of the ARRA despite our objections - we will meet the customers' 
need and supply the product as needed and it will come tram McWane who has the range 
and it will make it better to service you the customer with a complete range, delivery etc. 
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There are 2 elements which are somewhat troubling. One is easy to understand - we 
don't want any custofner that we oiTer the domestic Fillings to, to misuse the opportunity 
or this access to cherry pick between us and Star. We need to develop an exclusive 
agreemenL aIIangemenL wiLh eadl cusLomer aml convince Lhem Lhat the jobs caIlnoL be 
split between suppliers. We need to do this, or we will end up strengthening Star. We 
have to be firm, disciplined and even if necessary walk away. 

Secondiy, wun rhe pncmg, we are oOllged IO be as ciose IO rhe pUDllsned muitlpiier as 
possible. Our hands are not tied - but we cannot sell below, because it will undermine 
lYlC wane -s own ~ales. There is also a requirement of a volume rebate being given 
across the board. Tyler gives 8% some times 100/0 and we may have to give 8% as well. 
\.Ve are checking on the wiggle room we have on this aspect. 

vVe have to navigate to make sure we understand and implement to meet one specific 
narrow need .. 

One last word about McWane .. 

Folks, 5 years back I reached out to the CEO of McWane and this led to some business. 
We received a hefty PO from IVIc\Vane for $11 IVI (in 2004). 'Ne made only 10~o, but we 
did not have any DOE or COE. It lasted for a couple of years and we benefited from it A 
trusting relationship ensued - which led to a lot of good things. In those 5 years, we have 
grown. Prior to this agreement we were at $112 M and we went up to $240 M. Our 
profits were anemic before that and the market share of TvfcWane who was supposed to 
the enemy and the arrogant entity, was reduced. So the relationship worked well. I also 
recommended that Larry develop a relationship with Dale Smith and that it would be 
prudent. 

When I met Tom Brakefield in April 2001, they were a strong competitor in bittings -
but we had mutuai respect, which we have pariayed into good things for aii of us. I do it 
with the long tenn and the larger picture in mind, knowing the perils of this uncharted 
territory, because I have grown out of uncertainty and taking chances and thinking 
outside the box. So thus far, if I make ledger of my ad ventures, it looks good. I will 
continue to improve SIGMA. Some are myopic and need to see the benetIt to give it 
their stamp of approvaL But the benefit cannot be achieved without taking the risk - and 
not taking the fIsk stIfles the eventual outcome. 

1 want you to keep in mind the context in which this is being - what it is meant to be and 
what it is not meant to be - so we can have a rationale view of this arrangement. 

More to follow .. 
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There are 2 elements which are somewhat troubling. One is easy to understand - we 
don't want any custofner that we oiTer the domestic Fillings to, to misuse the opportunity 
or this access to cherry pick between us and Star. We need to develop an exclusive 
agreemenL aIIangemenL wiLh eadl cusLomer aml convince Lhem Lhat the jobs caIlnoL be 
split between suppliers. We need to do this, or we will end up strengthening Star. We 
have to be firm, disciplined and even if necessary walk away. 

Secondiy, wun rhe pncmg, we are oOllged IO be as ciose IO rhe pUDllsned muitlpiier as 
possible. Our hands are not tied - but we cannot sell below, because it will undermine 
lYlC wane -s own ~ales. There is also a requirement of a volume rebate being given 
across the board. Tyler gives 8% some times 100/0 and we may have to give 8% as well. 
\.Ve are checking on the wiggle room we have on this aspect. 

vVe have to navigate to make sure we understand and implement to meet one specific 
narrow need .. 

One last word about McWane .. 

Folks, 5 years back I reached out to the CEO of McWane and this led to some business. 
We received a hefty PO from IVIc\Vane for $11 IVI (in 2004). 'Ne made only 10~o, but we 
did not have any DOE or COE. It lasted for a couple of years and we benefited from it A 
trusting relationship ensued - which led to a lot of good things. In those 5 years, we have 
grown. Prior to this agreement we were at $112 M and we went up to $240 M. Our 
profits were anemic before that and the market share of TvfcWane who was supposed to 
the enemy and the arrogant entity, was reduced. So the relationship worked well. I also 
recommended that Larry develop a relationship with Dale Smith and that it would be 
prudent. 

When I met Tom Brakefield in April 2001, they were a strong competitor in bittings -
but we had mutuai respect, which we have pariayed into good things for aii of us. I do it 
with the long tenn and the larger picture in mind, knowing the perils of this uncharted 
territory, because I have grown out of uncertainty and taking chances and thinking 
outside the box. So thus far, if I make ledger of my ad ventures, it looks good. I will 
continue to improve SIGMA. Some are myopic and need to see the benetIt to give it 
their stamp of approvaL But the benefit cannot be achieved without taking the risk - and 
not taking the fIsk stIfles the eventual outcome. 

1 want you to keep in mind the context in which this is being - what it is meant to be and 
what it is not meant to be - so we can have a rationale view of this arrangement. 

More to follow .. 
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There are 2 elements which are somewhat troubling. One is easy to understand - we 
don't want any custofner that we oiTer the domestic Fillings to, to misuse the opportunity 
or this access to cherry pick between us and Star. We need to develop an exclusive 
agreemenL aIIangemenL wiLh eadl cusLomer aml convince Lhem Lhat the jobs caIlnoL be 
split between suppliers. We need to do this, or we will end up strengthening Star. We 
have to be firm, disciplined and even if necessary walk away. 

Secondiy, wun rhe pncmg, we are oOllged IO be as ciose IO rhe pUDllsned muitlpiier as 
possible. Our hands are not tied - but we cannot sell below, because it will undermine 
lYlC wane -s own ~ales. There is also a requirement of a volume rebate being given 
across the board. Tyler gives 8% some times 100/0 and we may have to give 8% as well. 
\.Ve are checking on the wiggle room we have on this aspect. 

vVe have to navigate to make sure we understand and implement to meet one specific 
narrow need .. 

One last word about McWane .. 

Folks, 5 years back I reached out to the CEO of McWane and this led to some business. 
We received a hefty PO from IVIc\Vane for $11 IVI (in 2004). 'Ne made only 10~o, but we 
did not have any DOE or COE. It lasted for a couple of years and we benefited from it A 
trusting relationship ensued - which led to a lot of good things. In those 5 years, we have 
grown. Prior to this agreement we were at $112 M and we went up to $240 M. Our 
profits were anemic before that and the market share of TvfcWane who was supposed to 
the enemy and the arrogant entity, was reduced. So the relationship worked well. I also 
recommended that Larry develop a relationship with Dale Smith and that it would be 
prudent. 

When I met Tom Brakefield in April 2001, they were a strong competitor in bittings -
but we had mutuai respect, which we have pariayed into good things for aii of us. I do it 
with the long tenn and the larger picture in mind, knowing the perils of this uncharted 
territory, because I have grown out of uncertainty and taking chances and thinking 
outside the box. So thus far, if I make ledger of my ad ventures, it looks good. I will 
continue to improve SIGMA. Some are myopic and need to see the benetIt to give it 
their stamp of approvaL But the benefit cannot be achieved without taking the risk - and 
not taking the fIsk stIfles the eventual outcome. 

1 want you to keep in mind the context in which this is being - what it is meant to be and 
what it is not meant to be - so we can have a rationale view of this arrangement. 

More to follow .. 
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From: 

Sent: 

To: 

SB1 (Siddharth Bhattacharji-CRMj 

Tuesday, January 19, 2010 09:58:55 AM 

jim@sda-inc.com 

Cc: 
vP (Victor Pais-CRivi); JiviG (jim ivicGivern); 'Waiter Fiorence i

; jjvi (jeff iviarcus

CRM); KB2 (Karen Barone-CRM) 

Subject: siddharth to jim: SDA 

Dear Jim 1/19/10 

During the review of our expense budget for 2010, we evaluated our need to continue the services of 
SDA. In light of our decision to become a master distributor for Tyler Fittings and the decision to start 

our domestic manufacturing of pipe restraints, we are handicapped in terms of taking a vocal and visible 
position against the Buy American rules that have or are being enacted in the Congress. 

As a result, we have decided to discontinue our retainer arrangement with SDA, and move to a fee 

based plan as and when we need your representation. While we could not find time to set up the 
meeting with Senator Menendez, we are still open to doing some work in that direction - but later in 

2010. I would suggest you give me a call around September of this year. 

We thank you for your service and we will keep in touch, 

Rgds/ 

S!GMA Corporation 
700 Goldman Drive 
Cream Ridge; NJ 08550 

Ph: 800-999-2550 
Fax: 609-758-1163 
EMail: sbl@sigmaco.com 
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From: 

Sent: 

To: 

SB1 (Siddharth Bhattacharji-CRMj 

Tuesday, January 19, 2010 09:58:55 AM 

jim@sda-inc.com 

Cc: 
vP (Victor Pais-CRivi); JiviG (jim ivicGivern); 'Waiter Fiorence i

; jjvi (jeff iviarcus

CRM); KB2 (Karen Barone-CRM) 

Subject: siddharth to jim: SDA 

Dear Jim 1/19/10 

During the review of our expense budget for 2010, we evaluated our need to continue the services of 
SDA. In light of our decision to become a master distributor for Tyler Fittings and the decision to start 

our domestic manufacturing of pipe restraints, we are handicapped in terms of taking a vocal and visible 
position against the Buy American rules that have or are being enacted in the Congress. 

As a result, we have decided to discontinue our retainer arrangement with SDA, and move to a fee 

based plan as and when we need your representation. While we could not find time to set up the 
meeting with Senator Menendez, we are still open to doing some work in that direction - but later in 

2010. I would suggest you give me a call around September of this year. 

We thank you for your service and we will keep in touch, 

Rgds/ 

S!GMA Corporation 
700 Goldman Drive 
Cream Ridge; NJ 08550 

Ph: 800-999-2550 
Fax: 609-758-1163 
EMail: sbl@sigmaco.com 

SIG - 0010911 
Confidential 
FOIA Exempt 

PUBLIC

From: 

Sent: 

To: 

SB1 (Siddharth Bhattacharji-CRMj 

Tuesday, January 19, 2010 09:58:55 AM 

jim@sda-inc.com 

Cc: 
vP (Victor Pais-CRivi); JiviG (jim ivicGivern); 'Waiter Fiorence i

; jjvi (jeff iviarcus

CRM); KB2 (Karen Barone-CRM) 

Subject: siddharth to jim: SDA 

Dear Jim 1/19/10 

During the review of our expense budget for 2010, we evaluated our need to continue the services of 
SDA. In light of our decision to become a master distributor for Tyler Fittings and the decision to start 

our domestic manufacturing of pipe restraints, we are handicapped in terms of taking a vocal and visible 
position against the Buy American rules that have or are being enacted in the Congress. 

As a result, we have decided to discontinue our retainer arrangement with SDA, and move to a fee 

based plan as and when we need your representation. While we could not find time to set up the 
meeting with Senator Menendez, we are still open to doing some work in that direction - but later in 

2010. I would suggest you give me a call around September of this year. 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Walter, 

VP (Victor Pais-CRM) 

Friday, February 20,200907:42:13 AM 

Walter Florence 

Ron Kuehi; fV14-BFA; TB2 (Tom Brakefeiid-ALX); MRi (Mitcheii Rona-CRlVl) 

VP to WF : BA review and Response to your queries 

BA REVIEW-RESPONSE to WF- 022009.doc 

As per my quick response 2/10 to your original list of concerns/ queries as to the BA impact, 
plt'a~e find attached a detailed Revievv of the RA i~~ue and re~pon~e~ to your' queTie~. T think my 
responses are comprehensive -- but SBI can add his insights as both of liS have been heavily 
involved in understanding and developing a suitable strategy ... 

I have copied to M4 and also to Tom and Mitchell. I expect to share this "ith our M20 as many 
are looking for an update .. 

As for the conf call later today, it's best that just SBl and i v·.rill talk to you later, as it's mostly to 
allay your concerns about the BA strategy, our lobbying plans and current trends. We will talk @J 
1.30 P]VI EST/ 12.30 P:t'i[ CST. 

As it happens, ARES too wish to talk about BA~ If you agree, I C::ln forward this update too to 
them ... 

Essentially, Jurge all to be patient and poised as it's TOO EARLY to know the impact oj the BA! 

Regards, 

~l/ictor q7a-is 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\'p0'lsigmaco.com 
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l;SIGMA }"our l'ltting Choice ... 

February 20,2009 
To: WF 

He: i{euieu' of the '''It,1. ': impact and R.esponse to your queries 

Vlalter, 

As per my quick response to your message of 2/10/09 "\vi.th your various concerns and queries related 
to the BA isslIe, I wOllld now Eke now present a rletai1erl response. so that <l1l of ItS c0l11rl have a greater 
-and common -- understanding of this issue that has suddenly auoeared in OUf 'S-\V-O-T' chart as a 
likely threat and verhaps, also a'r; opportunity as T have already poi~ted pout before. 

While I have responded to each of your queries next to it in a Q & A format below, I want to first 
quantify the likely impact of the BA provision as follows, We can see the BA making its impact on our 
business at 5 different levels. (Though most of our focus has been on our primary product of Fittings, it 
will also impact our business in PRP and MCC,from the appropriate segments of the ARRAfunding); 

L Primarily, the BA will affect the specific jobs directly funded by the newly signed ARRA stimulus 
bil1. 

While there has been a lot of coverage as to the various amounts provided for 'Water' under the 
overall heading for 'infra-structure', there also is a fair amount of confusion as to the extent of the 
total funding specifically in the 'Water and Sewer (W &S), segment and no clear list of specific jobs 
that are covered by it has emerged. While T have not perused the entire final version ofthe ARRA for 
relevant details, the clearest reference I have seen is to a provision of '$6.4 Bi1lion for Clean and 
Drinking Water', in the Senate version as of 2/8/09, No separate provision fro 'Sewage has been 
identified, even as some assume the above amount covers both W & S segments. 

So, we have to now foUm·v up to gather luore details such as the specific projects by state, town etc 
and equally imporLanl as Lhe agencies responsible for irnplenlenling lhe projecLs and \ve are 
planning to do so through the continued retention of our 'GA (Government Affairs) team' aka 
'lohbyists', which we ilrf>- in the process offina1izing, hy next vveek. (Though we have not made any 
further commitments beyond the initial retainer of about $25,000 each to the 2 groups - RD/BTC 
from Alabama and SDA from Chicago - we are considering committing a certain effort at a 
moderate level to engage the services of one or both groups for the next 3 or 4 months to achieve 
some of the specific follow up plans related to the BA, as has been covered by the various recent 
messages by 5B1.) 

2. Apan trOIIl the auove direLi V\" & S jous - WIllcn c.:OUIU ue Illosliy in the Piant vVork segment -
almost all of the other investment in infra-structure sectors, such as Transit, Energy, Health Care, 
Education etc v.'Ould also have \IV 8.- S parts that use our products (currently dubbed under the 
'Commercial sector') and as such, this part could also be affected by the BA. 

3. As the ARRA a1so contains severa1 other forms of funding assistance to the variolls municipa1 
agencies inc1uding state, county and towns, to support the respective shortfal1s in their overal1 
revenue suffered due to the economic downturn, it is possible that part of the routine W & S jobs 
that would have been otherwise funded and implemented by these municipal agencies, could be 
instead met through the federal ARRA funds that may come through certain block grants. If so, it is 
possible that they may also slap on the BA issue as a part of the 'specs'. 

4, We can expect a slow but steady increase in the BA spec activity, either by various pro-BA lobby 
groups such as the 'steel caucus', thc various unions notably the steel vmrkers union, .. vhich may 
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l;SIGMA }"our l'ltting Choice ... 

February 20,2009 
To: WF 

He: i{euieu' of the '''It,1. ': impact and R.esponse to your queries 

Vlalter, 

As per my quick response to your message of 2/10/09 "\vi.th your various concerns and queries related 
to the BA isslIe, I wOllld now Eke now present a rletai1erl response. so that <l1l of ItS c0l11rl have a greater 
-and common -- understanding of this issue that has suddenly auoeared in OUf 'S-\V-O-T' chart as a 
likely threat and verhaps, also a'r; opportunity as T have already poi~ted pout before. 

While I have responded to each of your queries next to it in a Q & A format below, I want to first 
quantify the likely impact of the BA provision as follows, We can see the BA making its impact on our 
business at 5 different levels. (Though most of our focus has been on our primary product of Fittings, it 
will also impact our business in PRP and MCC,from the appropriate segments of the ARRAfunding); 

L Primarily, the BA will affect the specific jobs directly funded by the newly signed ARRA stimulus 
bil1. 

While there has been a lot of coverage as to the various amounts provided for 'Water' under the 
overall heading for 'infra-structure', there also is a fair amount of confusion as to the extent of the 
total funding specifically in the 'Water and Sewer (W &S), segment and no clear list of specific jobs 
that are covered by it has emerged. While T have not perused the entire final version ofthe ARRA for 
relevant details, the clearest reference I have seen is to a provision of '$6.4 Bi1lion for Clean and 
Drinking Water', in the Senate version as of 2/8/09, No separate provision fro 'Sewage has been 
identified, even as some assume the above amount covers both W & S segments. 

So, we have to now foUm·v up to gather luore details such as the specific projects by state, town etc 
and equally imporLanl as Lhe agencies responsible for irnplenlenling lhe projecLs and \ve are 
planning to do so through the continued retention of our 'GA (Government Affairs) team' aka 
'lohbyists', which we ilrf>- in the process offina1izing, hy next vveek. (Though we have not made any 
further commitments beyond the initial retainer of about $25,000 each to the 2 groups - RD/BTC 
from Alabama and SDA from Chicago - we are considering committing a certain effort at a 
moderate level to engage the services of one or both groups for the next 3 or 4 months to achieve 
some of the specific follow up plans related to the BA, as has been covered by the various recent 
messages by 5B1.) 

2. Apan trOIIl the auove direLi V\" & S jous - WIllcn c.:OUIU ue Illosliy in the Piant vVork segment -
almost all of the other investment in infra-structure sectors, such as Transit, Energy, Health Care, 
Education etc v.'Ould also have \IV 8.- S parts that use our products (currently dubbed under the 
'Commercial sector') and as such, this part could also be affected by the BA. 

3. As the ARRA a1so contains severa1 other forms of funding assistance to the variolls municipa1 
agencies inc1uding state, county and towns, to support the respective shortfal1s in their overal1 
revenue suffered due to the economic downturn, it is possible that part of the routine W & S jobs 
that would have been otherwise funded and implemented by these municipal agencies, could be 
instead met through the federal ARRA funds that may come through certain block grants. If so, it is 
possible that they may also slap on the BA issue as a part of the 'specs'. 

4, We can expect a slow but steady increase in the BA spec activity, either by various pro-BA lobby 
groups such as the 'steel caucus', thc various unions notably the steel vmrkers union, .. vhich may 
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February 20,2009 
To: WF 

He: i{euieu' of the '''It,1. ': impact and R.esponse to your queries 

Vlalter, 

As per my quick response to your message of 2/10/09 "\vi.th your various concerns and queries related 
to the BA isslIe, I wOllld now Eke now present a rletai1erl response. so that <l1l of ItS c0l11rl have a greater 
-and common -- understanding of this issue that has suddenly auoeared in OUf 'S-\V-O-T' chart as a 
likely threat and verhaps, also a'r; opportunity as T have already poi~ted pout before. 

While I have responded to each of your queries next to it in a Q & A format below, I want to first 
quantify the likely impact of the BA provision as follows, We can see the BA making its impact on our 
business at 5 different levels. (Though most of our focus has been on our primary product of Fittings, it 
will also impact our business in PRP and MCC,from the appropriate segments of the ARRAfunding); 

L Primarily, the BA will affect the specific jobs directly funded by the newly signed ARRA stimulus 
bil1. 

While there has been a lot of coverage as to the various amounts provided for 'Water' under the 
overall heading for 'infra-structure', there also is a fair amount of confusion as to the extent of the 
total funding specifically in the 'Water and Sewer (W &S), segment and no clear list of specific jobs 
that are covered by it has emerged. While T have not perused the entire final version ofthe ARRA for 
relevant details, the clearest reference I have seen is to a provision of '$6.4 Bi1lion for Clean and 
Drinking Water', in the Senate version as of 2/8/09, No separate provision fro 'Sewage has been 
identified, even as some assume the above amount covers both W & S segments. 
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and equally imporLanl as Lhe agencies responsible for irnplenlenling lhe projecLs and \ve are 
planning to do so through the continued retention of our 'GA (Government Affairs) team' aka 
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from Alabama and SDA from Chicago - we are considering committing a certain effort at a 
moderate level to engage the services of one or both groups for the next 3 or 4 months to achieve 
some of the specific follow up plans related to the BA, as has been covered by the various recent 
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Education etc v.'Ould also have \IV 8.- S parts that use our products (currently dubbed under the 
'Commercial sector') and as such, this part could also be affected by the BA. 

3. As the ARRA a1so contains severa1 other forms of funding assistance to the variolls municipa1 
agencies inc1uding state, county and towns, to support the respective shortfal1s in their overal1 
revenue suffered due to the economic downturn, it is possible that part of the routine W & S jobs 
that would have been otherwise funded and implemented by these municipal agencies, could be 
instead met through the federal ARRA funds that may come through certain block grants. If so, it is 
possible that they may also slap on the BA issue as a part of the 'specs'. 

4, We can expect a slow but steady increase in the BA spec activity, either by various pro-BA lobby 
groups such as the 'steel caucus', thc various unions notably the steel vmrkers union, .. vhich may 
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[FieldPage] 
get a new wind in their sails, working closely with those in our own industry 
including the AFS (American Foundry Society) of which .Tim Keffer - Head of Sales for EBAA, is the 
President. ERAA (PRP) + E.ITY\! CiviCe) + ivicvVane (Fittings+) are definitely working in concert to 
put out an effective marketing effort to make the BA stick in our industry! They may slowly but 
surely succeed in converting some of the key specs to 'BA' riding on the overall ARRA momentum. 

5. As the BA issue gains momentum and coverage, some of the towns and agencies may take it up on 
their own to add the BA spec and some of Ollr customers also may gravitate to the 'domestic' 
suppliers to appease them to get their support for the BA jobs, as in most cases, the choiec is just 
one and may be two! (As of now, our customers are fairly supportive and sympathetic to the 'open 
choice' sentiment. But they are known to change as the v'.rind blows and so we need to be vigilant 
and prepared ... ) 

All in all, lny own rough estilnate of the 'new business' that could be generated from the ARRA, for 
FI1TINGS, to be about 5.000 ST in 09 that can climb to as high as 15,000 ST in 2010 - in comparison 
to the total lJIF!{,,1~ market of about 100,000 ST in 2008, "\vhich could have been expected to further 
shrink to 85,000 to 90,000 ST in 2009, as Q1-09 is continuing at about 10% be10wthe weak Q4-08, 

The ARRA is expected to create a larger new demand in the IV/CCl (heavy) range as substantial 
funding fro Highways and Roads has been allocated, as it is an infra-structure spending favorite, 
with strong historical lobbying effort in place, unlike our W & S industry! But, traditionally, 
SlGAlA/import suppliers have not been active in this niche, due to the various restrictive specs in 
place, thanks to the tenacious ·spec·' effort by the domestic suppliers,with the DOTs who are the central 
agencies to steer these jobs. 

However, all these estimates and projections are just preliminary at this point and it may not be till 
about L''' .. pril that '.ve .. vill be able to get any clearer sense as to how 2009 might end up. So, we have to 
continue to monitor closely and mranwhi1c be patient and poised, so as not to make any rash or unwise 
decisions. 

Now to your specific queries: 

(1) How do we fully explore alternative supply ,,>ourees (in addition to Metalfit)? \l\Ihat is a 

reasonable time before we are in a position to have product available that qualifies? VVhat is the 
process 3nd who is point person to exhaust all of our options? I will want to discuss other out of the 
box ideas to develop other souring alternatives ocn Can3da, Mexico. Europe, etc as with tirne there has 
to bE' sOrTH:,th!ng elsE' WE' f-21r! do to find Sigrn;:Q'S opportumty ;:ttTndst this challenge 

As for the 'alternative' supply sources to meet the BA requirement; there is no source other than 
METALFIT that can be a realistic choice, (And of course, we are taking only about FITIINGS, We need 
to look at other options for PRP and MCC!), 

To the best of our knowledge there is no other foundry in Mexico which has any kind of tooling for the 
AWWA Fittings. Here, it's important note that all in all, our FITTINGS range consists of 4 different 
types of rittings - OM (about 65%), orr (about 15%), XM (about 10%) and DP (about 10%). OM and 
DP tooiing can be partly common just as DFF and X1'v1 can be. We are fortunate with METALFIT 
Foundry (MTF) as they have it, due to a large investment made by Griffin, after they bought them 
several years back to be their Fittings supplier, to replace their ancient foundry in VA. As it turned out, 
Griffin overlooked the need to focus on effective marketing of Fittings and when they kept losing the 
volume - just as USP did over the years - largely due to emergence of SIGIVLA ... and Star as credible 
suppliers, Griffin couldn't keep to feeding MTF and finally, they turned around and sold it back to the 
old owners, leaving the tooling hack with MTF. (MTF originally hadj1L't the DFF and Grt/Jin added 
the larger DM range.) 
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to the total lJIF!{,,1~ market of about 100,000 ST in 2008, "\vhich could have been expected to further 
shrink to 85,000 to 90,000 ST in 2009, as Q1-09 is continuing at about 10% be10wthe weak Q4-08, 

The ARRA is expected to create a larger new demand in the IV/CCl (heavy) range as substantial 
funding fro Highways and Roads has been allocated, as it is an infra-structure spending favorite, 
with strong historical lobbying effort in place, unlike our W & S industry! But, traditionally, 
SlGAlA/import suppliers have not been active in this niche, due to the various restrictive specs in 
place, thanks to the tenacious ·spec·' effort by the domestic suppliers,with the DOTs who are the central 
agencies to steer these jobs. 

However, all these estimates and projections are just preliminary at this point and it may not be till 
about L''' .. pril that '.ve .. vill be able to get any clearer sense as to how 2009 might end up. So, we have to 
continue to monitor closely and mranwhi1c be patient and poised, so as not to make any rash or unwise 
decisions. 

Now to your specific queries: 

(1) How do we fully explore alternative supply ,,>ourees (in addition to Metalfit)? \l\Ihat is a 

reasonable time before we are in a position to have product available that qualifies? VVhat is the 
process 3nd who is point person to exhaust all of our options? I will want to discuss other out of the 
box ideas to develop other souring alternatives ocn Can3da, Mexico. Europe, etc as with tirne there has 
to bE' sOrTH:,th!ng elsE' WE' f-21r! do to find Sigrn;:Q'S opportumty ;:ttTndst this challenge 

As for the 'alternative' supply sources to meet the BA requirement; there is no source other than 
METALFIT that can be a realistic choice, (And of course, we are taking only about FITIINGS, We need 
to look at other options for PRP and MCC!), 

To the best of our knowledge there is no other foundry in Mexico which has any kind of tooling for the 
AWWA Fittings. Here, it's important note that all in all, our FITTINGS range consists of 4 different 
types of rittings - OM (about 65%), orr (about 15%), XM (about 10%) and DP (about 10%). OM and 
DP tooiing can be partly common just as DFF and X1'v1 can be. We are fortunate with METALFIT 
Foundry (MTF) as they have it, due to a large investment made by Griffin, after they bought them 
several years back to be their Fittings supplier, to replace their ancient foundry in VA. As it turned out, 
Griffin overlooked the need to focus on effective marketing of Fittings and when they kept losing the 
volume - just as USP did over the years - largely due to emergence of SIGIVLA ... and Star as credible 
suppliers, Griffin couldn't keep to feeding MTF and finally, they turned around and sold it back to the 
old owners, leaving the tooling hack with MTF. (MTF originally hadj1L't the DFF and Grt/Jin added 
the larger DM range.) 

SIG - 0013006 
Confidential 
FOIA Exempt 



[FieldPage] 
So, with the MTF needs minimal time to get 'set up' as they do produce from this tooling 
from time to time, though at preseut their productiou is limited, since they mostly sell DFF (the Flanged 
Fittings), and only use the D1\ti (ivLJ) to complement some special orders. Of conrse, being a small 
foundry with their current reduced capacity to meet the current demand needs, we have to discuss at 
length as to how we can meet the expanded needs for the SA as and l.vhcn that segment opens up, which 
is perhaps a bit down the road. This is why Mark Myers is visiting CRM next week to discuss the 
modalities and various related details. 

So, outside of METALFIT, it is pointless to look for any other source in Mexico, as we believe there is no 
other foundry with any tooling and even to try to locate qualified foundries who are even willing and 
capable itself may be a futile exercise. Extending your query to explore other likely sources like Europe, 
Canada etc is also a needless exercise. 1t's important to realize that Fittings are one of the toughest 
product ranges to get into, due to the extensive amount of tooling that is necessary - even the minimum 
of the A and B items could run into about 500 items and v.-1thout a finn program to commit by way of 
volume, the whole quest is a non-starter. Besides, Europe has very few foundries left, who can even 
produce castings of this nature. So nmch so, even foundries in Eastern Europe, such as Poland and 
Czech Republic etc. had started sourcing from China since their costs also started going up, in keeping 
v,1th the high ED costs. Besides none of them have the L

A1,,,TlNi11 range and once again it v,ill be a v.ild 
goose chase to look for any of these sources. Canada too falls in a similar range, as there are perhaps 
jllst a h,mrlflll offollnrlries lE"ft and none with the AWVVA r(Jnge. 

1 am not sure which other 'point person' that 1 can point to, other than the 2 of us. who between us hold 
the above views. Of course, at the point of implementation, others such as Gopi, Sean etc ""ill inevitably 
be involved, as they have been working with MTF already. 

At this point, while we are certainly looking at newer options, please do not elevate your search to an 
academic level in the interest of 'thinking OIttside the hox!' As YOit vvell know, one of the re(Jsons SIGMA 
succeeded in this product range is due to the prohibitive barrier to entry with the high cost of tooling 
etc. and having benefited from our early entry into China when tooling, capacity, labor and other costs 
and all the other factors were extremely favorable, it is hard to duplicate this effort. 

So, we suggest that vve focus entirely on hovv to meld MTF as a suitable BA compliant source and 
neutralize the 1ike1y adver.se impact of the Bi1., by pu.sitiuning our.se1ve.s a.s a .suitaUe a1ternative tu 
McWane. (With our relationship with McWane, it is also fully conceivable to get part of our needs 
prodllced with SUi-MA lahel, once we estahlish ol1rselve.<; as the '2nd choice-'for the RA segment, as they 
may privately prefer it to bejust a 2-supplier market! Besides, this may marginalize Star ... ) 

(2) How are you adjusting or planning to adjust our inventory purchasing plans in light of the lead 
times involved and in light of !::,IO'I,vdO'lNI1 from SA provision? 

I know this htls hppn (l ronstt'mt ronrprn of yonTS (lS to thE" imp;:H~t on invpntory (lnci sl1pply rhtlin, in 
response to any market change. However, to echo what has been said before through various 
management memos, including mine to the BOD last month, on one hand we reflect as many of the 
sales trends that we can capture and identify in Ollr supply chain model, as nimbly and dynamically as 
we can. And, we do not have any long term commitments beyond the minimal lead times, no matter 
what onr annual forecasts are. At the sallle time, it is eqlla11y important to know that onr ability to 
reflect the trends completely and instantly into either purchasing or inventory is stifled because of the 
long lead Lirnes. 

On Lhe specific issue of BAj.MTF, il is loo prenlaLure Lo eOiIle Lip wiLh any specific norms or adjusLillt:'ilLs 
simple because we are awaiting the specific impact of the BA on orders or business. For the foreseeable 
future, ".ve do not plan to stock any 'BL,1~ brand' simply to meet the BA requirements. Vile expect it start 
with some of the specific Plant Work jobs, which for most part we now work with 3 cllstomers -
ACIPCO, US Pipe and C & Il. The first 2 will approach us for all their needs and we will source them 
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So, with the MTF needs minimal time to get 'set up' as they do produce from this tooling 
from time to time, though at preseut their productiou is limited, since they mostly sell DFF (the Flanged 
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foundry with their current reduced capacity to meet the current demand needs, we have to discuss at 
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is perhaps a bit down the road. This is why Mark Myers is visiting CRM next week to discuss the 
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be involved, as they have been working with MTF already. 
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academic level in the interest of 'thinking OIttside the hox!' As YOit vvell know, one of the re(Jsons SIGMA 
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etc. and having benefited from our early entry into China when tooling, capacity, labor and other costs 
and all the other factors were extremely favorable, it is hard to duplicate this effort. 

So, we suggest that vve focus entirely on hovv to meld MTF as a suitable BA compliant source and 
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McWane. (With our relationship with McWane, it is also fully conceivable to get part of our needs 
prodllced with SUi-MA lahel, once we estahlish ol1rselve.<; as the '2nd choice-'for the RA segment, as they 
may privately prefer it to bejust a 2-supplier market! Besides, this may marginalize Star ... ) 

(2) How are you adjusting or planning to adjust our inventory purchasing plans in light of the lead 
times involved and in light of !::,IO'I,vdO'lNI1 from SA provision? 

I know this htls hppn (l ronstt'mt ronrprn of yonTS (lS to thE" imp;:H~t on invpntory (lnci sl1pply rhtlin, in 
response to any market change. However, to echo what has been said before through various 
management memos, including mine to the BOD last month, on one hand we reflect as many of the 
sales trends that we can capture and identify in Ollr supply chain model, as nimbly and dynamically as 
we can. And, we do not have any long term commitments beyond the minimal lead times, no matter 
what onr annual forecasts are. At the sallle time, it is eqlla11y important to know that onr ability to 
reflect the trends completely and instantly into either purchasing or inventory is stifled because of the 
long lead Lirnes. 

On Lhe specific issue of BAj.MTF, il is loo prenlaLure Lo eOiIle Lip wiLh any specific norms or adjusLillt:'ilLs 
simple because we are awaiting the specific impact of the BA on orders or business. For the foreseeable 
future, ".ve do not plan to stock any 'BL,1~ brand' simply to meet the BA requirements. Vile expect it start 
with some of the specific Plant Work jobs, which for most part we now work with 3 cllstomers -
ACIPCO, US Pipe and C & Il. The first 2 will approach us for all their needs and we will source them 
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So, with the MTF needs minimal time to get 'set up' as they do produce from this tooling 
from time to time, though at preseut their productiou is limited, since they mostly sell DFF (the Flanged 
Fittings), and only use the D1\ti (ivLJ) to complement some special orders. Of conrse, being a small 
foundry with their current reduced capacity to meet the current demand needs, we have to discuss at 
length as to how we can meet the expanded needs for the SA as and l.vhcn that segment opens up, which 
is perhaps a bit down the road. This is why Mark Myers is visiting CRM next week to discuss the 
modalities and various related details. 

So, outside of METALFIT, it is pointless to look for any other source in Mexico, as we believe there is no 
other foundry with any tooling and even to try to locate qualified foundries who are even willing and 
capable itself may be a futile exercise. Extending your query to explore other likely sources like Europe, 
Canada etc is also a needless exercise. 1t's important to realize that Fittings are one of the toughest 
product ranges to get into, due to the extensive amount of tooling that is necessary - even the minimum 
of the A and B items could run into about 500 items and v.-1thout a finn program to commit by way of 
volume, the whole quest is a non-starter. Besides, Europe has very few foundries left, who can even 
produce castings of this nature. So nmch so, even foundries in Eastern Europe, such as Poland and 
Czech Republic etc. had started sourcing from China since their costs also started going up, in keeping 
v,1th the high ED costs. Besides none of them have the L
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goose chase to look for any of these sources. Canada too falls in a similar range, as there are perhaps 
jllst a h,mrlflll offollnrlries lE"ft and none with the AWVVA r(Jnge. 

1 am not sure which other 'point person' that 1 can point to, other than the 2 of us. who between us hold 
the above views. Of course, at the point of implementation, others such as Gopi, Sean etc ""ill inevitably 
be involved, as they have been working with MTF already. 

At this point, while we are certainly looking at newer options, please do not elevate your search to an 
academic level in the interest of 'thinking OIttside the hox!' As YOit vvell know, one of the re(Jsons SIGMA 
succeeded in this product range is due to the prohibitive barrier to entry with the high cost of tooling 
etc. and having benefited from our early entry into China when tooling, capacity, labor and other costs 
and all the other factors were extremely favorable, it is hard to duplicate this effort. 

So, we suggest that vve focus entirely on hovv to meld MTF as a suitable BA compliant source and 
neutralize the 1ike1y adver.se impact of the Bi1., by pu.sitiuning our.se1ve.s a.s a .suitaUe a1ternative tu 
McWane. (With our relationship with McWane, it is also fully conceivable to get part of our needs 
prodllced with SUi-MA lahel, once we estahlish ol1rselve.<; as the '2nd choice-'for the RA segment, as they 
may privately prefer it to bejust a 2-supplier market! Besides, this may marginalize Star ... ) 

(2) How are you adjusting or planning to adjust our inventory purchasing plans in light of the lead 
times involved and in light of !::,IO'I,vdO'lNI1 from SA provision? 

I know this htls hppn (l ronstt'mt ronrprn of yonTS (lS to thE" imp;:H~t on invpntory (lnci sl1pply rhtlin, in 
response to any market change. However, to echo what has been said before through various 
management memos, including mine to the BOD last month, on one hand we reflect as many of the 
sales trends that we can capture and identify in Ollr supply chain model, as nimbly and dynamically as 
we can. And, we do not have any long term commitments beyond the minimal lead times, no matter 
what onr annual forecasts are. At the sallle time, it is eqlla11y important to know that onr ability to 
reflect the trends completely and instantly into either purchasing or inventory is stifled because of the 
long lead Lirnes. 

On Lhe specific issue of BAj.MTF, il is loo prenlaLure Lo eOiIle Lip wiLh any specific norms or adjusLillt:'ilLs 
simple because we are awaiting the specific impact of the BA on orders or business. For the foreseeable 
future, ".ve do not plan to stock any 'BL,1~ brand' simply to meet the BA requirements. Vile expect it start 
with some of the specific Plant Work jobs, which for most part we now work with 3 cllstomers -
ACIPCO, US Pipe and C & Il. The first 2 will approach us for all their needs and we will source them 
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from MTF if it has to be EA, as their preference is not to go to Mc¥lanc directly. 
However, C & B could be a bit of a concern, as they have direct access to McWane for their domestic/BA 
needs and also iviTF directly for their special needs. So, if the SA component in the RA niche grows it 
may affect our sales a hit. 

Of course, we also sell to other customers in the PW segment, Any orders ,,~th the BA spec also ,,~II be 
managed on a case-by-case and back-to-back basis. So, at this point, we can not and hence, do not 
reilecl lhe BA relaled business inlo our supply chain. On Lhe oLher hand, we will reilecl any decline in 
the overall volumes based on our 'STR' and other trend data, in onr Supply Chain adjustments, as often 
as we can and we have been doing so for most of last year, as per Ollr extensive memo on Inventory 
presented to the BOD. 

{:3) \iVhat options exist for Sigma to adjust downward further the cost structure to match lower 
volumes? How do we quantify these actions? VVhat will be the milestones we are looking to act on 
these alternatives? 

This too has been a constant query at the BOD and for you over the last 6 months, as volumes have been 
weakening. "Vith less than 2 months into 2009, it is a bit early to track any specific trends and conclude 
them to be significantly lower and hence address the cost structure. As we had discussed before, for 
more than one reason, the right timing could be end MarchI early April, where we would have had 
much clearer indication as to the true level of the market as to the quantification of the demand. In this 
regard, I am already studying a comparison of Q4-o8 with Q1-09 - which represent similar weak patch, 
both dlle to the seasonCllity and the cllrrent downtllrn. Though we see a decline of abollt 10%, we 
already have built in a 5% reduction in all our new PO's off our 'NTB' data and we vv-i.ll continue to 
monitor the trends. These decisions are double edged swords -- if we are too aggressive in ramping 
dmvn\"lard, it could come back and hurt us in the second half and well beyond! 

\./\!hat are the strategic impiic;Jtions - negJtive ;Jnd Detent;," - that might come from 
this? 

At this point, I am not sure of any clear strategic implication of the BA other than what has already been 
ruenLioned. On one hand, vve feel graLefullhaL \ve are in a good posiLion Lo aL leasl offer an allernaLive 
through MTF. If that happens, it would marginalize Star, who in turn might get more desperate to hold 
on to or gain more of the non-domestic volume ... ",hich naturally is a concern. Already, they are acting 
somewhat desperate and irrational, as they are facing the weaker Q1, and trying to grab whatever 
business is available. 

All in all, we may face a 'it may get worse, before it gets better. . .' pattern and we need to continue to be 
poised and strong in our resolve and focus. 

(S) What are the other legislative avenues (I.e., blanket waivers to monopolies, etc.) or other 
!eglslative vehicles that we should be aware of and pursuing Lo help clarify this outcome is not in the 
public!s interest? Vt/ho do we appeal to and how to we do that ASAP? 

Please refer to the various e-mail messages sent by SBl over the last 2 weeks to Jim Smith and our AL 
team as to the options avai1ab1e. But, as you are we11 aware, our best recourse is to go a11 ont and uti1ize 
the WH connection to seek a suitable way to secure a formal exemption to the BA language in the 
monopolistic situation, which has been already written about. We have received your suggestion of 
creating a BA committee, which I am not sure how it vvill be more effective since we are keeping you 
informed of the various options and efforts. We had deliberately kept Stan out of the day to day 
messages, as it is counter productive to involve too many and also to respect his vvish to be somewhat 
distant in his effort to help us. Bnt when we talk later today, we can cover this to see if any thing else 
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from MTF if it has to be EA, as their preference is not to go to Mc¥lanc directly. 
However, C & B could be a bit of a concern, as they have direct access to McWane for their domestic/BA 
needs and also iviTF directly for their special needs. So, if the SA component in the RA niche grows it 
may affect our sales a hit. 

Of course, we also sell to other customers in the PW segment, Any orders ,,~th the BA spec also ,,~II be 
managed on a case-by-case and back-to-back basis. So, at this point, we can not and hence, do not 
reilecl lhe BA relaled business inlo our supply chain. On Lhe oLher hand, we will reilecl any decline in 
the overall volumes based on our 'STR' and other trend data, in onr Supply Chain adjustments, as often 
as we can and we have been doing so for most of last year, as per Ollr extensive memo on Inventory 
presented to the BOD. 

{:3) \iVhat options exist for Sigma to adjust downward further the cost structure to match lower 
volumes? How do we quantify these actions? VVhat will be the milestones we are looking to act on 
these alternatives? 

This too has been a constant query at the BOD and for you over the last 6 months, as volumes have been 
weakening. "Vith less than 2 months into 2009, it is a bit early to track any specific trends and conclude 
them to be significantly lower and hence address the cost structure. As we had discussed before, for 
more than one reason, the right timing could be end MarchI early April, where we would have had 
much clearer indication as to the true level of the market as to the quantification of the demand. In this 
regard, I am already studying a comparison of Q4-o8 with Q1-09 - which represent similar weak patch, 
both dlle to the seasonCllity and the cllrrent downtllrn. Though we see a decline of abollt 10%, we 
already have built in a 5% reduction in all our new PO's off our 'NTB' data and we vv-i.ll continue to 
monitor the trends. These decisions are double edged swords -- if we are too aggressive in ramping 
dmvn\"lard, it could come back and hurt us in the second half and well beyond! 

\./\!hat are the strategic impiic;Jtions - negJtive ;Jnd Detent;," - that might come from 
this? 

At this point, I am not sure of any clear strategic implication of the BA other than what has already been 
ruenLioned. On one hand, vve feel graLefullhaL \ve are in a good posiLion Lo aL leasl offer an allernaLive 
through MTF. If that happens, it would marginalize Star, who in turn might get more desperate to hold 
on to or gain more of the non-domestic volume ... ",hich naturally is a concern. Already, they are acting 
somewhat desperate and irrational, as they are facing the weaker Q1, and trying to grab whatever 
business is available. 

All in all, we may face a 'it may get worse, before it gets better. . .' pattern and we need to continue to be 
poised and strong in our resolve and focus. 

(S) What are the other legislative avenues (I.e., blanket waivers to monopolies, etc.) or other 
!eglslative vehicles that we should be aware of and pursuing Lo help clarify this outcome is not in the 
public!s interest? Vt/ho do we appeal to and how to we do that ASAP? 

Please refer to the various e-mail messages sent by SBl over the last 2 weeks to Jim Smith and our AL 
team as to the options avai1ab1e. But, as you are we11 aware, our best recourse is to go a11 ont and uti1ize 
the WH connection to seek a suitable way to secure a formal exemption to the BA language in the 
monopolistic situation, which has been already written about. We have received your suggestion of 
creating a BA committee, which I am not sure how it vvill be more effective since we are keeping you 
informed of the various options and efforts. We had deliberately kept Stan out of the day to day 
messages, as it is counter productive to involve too many and also to respect his vvish to be somewhat 
distant in his effort to help us. Bnt when we talk later today, we can cover this to see if any thing else 
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from MTF if it has to be EA, as their preference is not to go to Mc¥lanc directly. 
However, C & B could be a bit of a concern, as they have direct access to McWane for their domestic/BA 
needs and also iviTF directly for their special needs. So, if the SA component in the RA niche grows it 
may affect our sales a hit. 

Of course, we also sell to other customers in the PW segment, Any orders ,,~th the BA spec also ,,~II be 
managed on a case-by-case and back-to-back basis. So, at this point, we can not and hence, do not 
reilecl lhe BA relaled business inlo our supply chain. On Lhe oLher hand, we will reilecl any decline in 
the overall volumes based on our 'STR' and other trend data, in onr Supply Chain adjustments, as often 
as we can and we have been doing so for most of last year, as per Ollr extensive memo on Inventory 
presented to the BOD. 

{:3) \iVhat options exist for Sigma to adjust downward further the cost structure to match lower 
volumes? How do we quantify these actions? VVhat will be the milestones we are looking to act on 
these alternatives? 

This too has been a constant query at the BOD and for you over the last 6 months, as volumes have been 
weakening. "Vith less than 2 months into 2009, it is a bit early to track any specific trends and conclude 
them to be significantly lower and hence address the cost structure. As we had discussed before, for 
more than one reason, the right timing could be end MarchI early April, where we would have had 
much clearer indication as to the true level of the market as to the quantification of the demand. In this 
regard, I am already studying a comparison of Q4-o8 with Q1-09 - which represent similar weak patch, 
both dlle to the seasonCllity and the cllrrent downtllrn. Though we see a decline of abollt 10%, we 
already have built in a 5% reduction in all our new PO's off our 'NTB' data and we vv-i.ll continue to 
monitor the trends. These decisions are double edged swords -- if we are too aggressive in ramping 
dmvn\"lard, it could come back and hurt us in the second half and well beyond! 

\./\!hat are the strategic impiic;Jtions - negJtive ;Jnd Detent;," - that might come from 
this? 

At this point, I am not sure of any clear strategic implication of the BA other than what has already been 
ruenLioned. On one hand, vve feel graLefullhaL \ve are in a good posiLion Lo aL leasl offer an allernaLive 
through MTF. If that happens, it would marginalize Star, who in turn might get more desperate to hold 
on to or gain more of the non-domestic volume ... ",hich naturally is a concern. Already, they are acting 
somewhat desperate and irrational, as they are facing the weaker Q1, and trying to grab whatever 
business is available. 

All in all, we may face a 'it may get worse, before it gets better. . .' pattern and we need to continue to be 
poised and strong in our resolve and focus. 

(S) What are the other legislative avenues (I.e., blanket waivers to monopolies, etc.) or other 
!eglslative vehicles that we should be aware of and pursuing Lo help clarify this outcome is not in the 
public!s interest? Vt/ho do we appeal to and how to we do that ASAP? 

Please refer to the various e-mail messages sent by SBl over the last 2 weeks to Jim Smith and our AL 
team as to the options avai1ab1e. But, as you are we11 aware, our best recourse is to go a11 ont and uti1ize 
the WH connection to seek a suitable way to secure a formal exemption to the BA language in the 
monopolistic situation, which has been already written about. We have received your suggestion of 
creating a BA committee, which I am not sure how it vvill be more effective since we are keeping you 
informed of the various options and efforts. We had deliberately kept Stan out of the day to day 
messages, as it is counter productive to involve too many and also to respect his vvish to be somewhat 
distant in his effort to help us. Bnt when we talk later today, we can cover this to see if any thing else 
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needs to be done. Tn the end, we simply need to make it happen and as I have said before, 
you/Frontenac have a unique opportunity to can really offer some concrete help here! 

Best Regards, 

'Tuto,.Pai:< 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Dcar Larr:y, 

VP (Victor Pais-CRM) 

Monday, November 24, 2008 06:52:13 AM 

Larry Rybacki 

Rivi6; 5Bl (5iddharth Bhattacharji-CRivi); TB2 (Tom Brakefeiid-ALX); jivi (jeff 

Marcus-CRM) 

VP to LR : URGENT -- Need to stabilize market pricing 

PRICE !NCREASE LETTER 11240B.doc 

With the severe contraction in markp.t vnll1me over the recent few wepksj the equally quick and 
sharp erosion in market pricing is an alarming 'double whammy'! \-Vhat's even more disturbing 
is our two main competitors in Fittings seem to sec SICMA as 'leading' this recent price 
decline ... 

There is no time for pointing fingers nor\vill it reverse the trend. If we let it go till the end of the 
year, we may start 09 on an even bad footing ... 

I suggest we do all we can to reverse it. Though I am not sure if the trend is similar at other parts 
too, it Seems to be-. most severe-. in south east, espe-.cial1y in FL. As IVlitch has already alerted al1 
recently, we have another collateral hit from these lower pricing as OEM sells to ACIPCO and 
USP at nmch higher prices -- wi 0 any VF...s, at that -- than the current Inarket pricing. These are 
very vrofitable sales for us and of course, entire SIGMA benefits from this contriuution! 

So, I suggest we initiate an immediate price increase in FL and GA -- and if you choose to, in 
other markets too -- effective Dec 8, 08 (T would even make it Dec 1St, next Monday! Why 
wait?), to signal at least an end to the recent vicious cycle and start the New Year on a positive 
note. All manufacturers are hurting, but also lack the -will or the capacity to lead ""rjth a sensible 
proactive act. The lot thus fal1s on us and T think we should rise to the occasion and not punt it 
to MeWane as they are quite resigned to just follow the market. But, if we lead, the other two are 
likely to follow, as all are equally stunned by the drying up of the market demand ... 

Regards, 

"'Victor (Pa:is 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Dcar Larr:y, 

VP (Victor Pais-CRM) 

Monday, November 24, 2008 06:52:13 AM 

Larry Rybacki 

Rivi6; 5Bl (5iddharth Bhattacharji-CRivi); TB2 (Tom Brakefeiid-ALX); jivi (jeff 

Marcus-CRM) 

VP to LR : URGENT -- Need to stabilize market pricing 

PRICE !NCREASE LETTER 11240B.doc 

With the severe contraction in markp.t vnll1me over the recent few wepksj the equally quick and 
sharp erosion in market pricing is an alarming 'double whammy'! \-Vhat's even more disturbing 
is our two main competitors in Fittings seem to sec SICMA as 'leading' this recent price 
decline ... 

There is no time for pointing fingers nor\vill it reverse the trend. If we let it go till the end of the 
year, we may start 09 on an even bad footing ... 

I suggest we do all we can to reverse it. Though I am not sure if the trend is similar at other parts 
too, it Seems to be-. most severe-. in south east, espe-.cial1y in FL. As IVlitch has already alerted al1 
recently, we have another collateral hit from these lower pricing as OEM sells to ACIPCO and 
USP at nmch higher prices -- wi 0 any VF...s, at that -- than the current Inarket pricing. These are 
very vrofitable sales for us and of course, entire SIGMA benefits from this contriuution! 

So, I suggest we initiate an immediate price increase in FL and GA -- and if you choose to, in 
other markets too -- effective Dec 8, 08 (T would even make it Dec 1St, next Monday! Why 
wait?), to signal at least an end to the recent vicious cycle and start the New Year on a positive 
note. All manufacturers are hurting, but also lack the -will or the capacity to lead ""rjth a sensible 
proactive act. The lot thus fal1s on us and T think we should rise to the occasion and not punt it 
to MeWane as they are quite resigned to just follow the market. But, if we lead, the other two are 
likely to follow, as all are equally stunned by the drying up of the market demand ... 

Regards, 

"'Victor (Pa:is 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Dcar Larr:y, 

VP (Victor Pais-CRM) 

Monday, November 24, 2008 06:52:13 AM 

Larry Rybacki 

Rivi6; 5Bl (5iddharth Bhattacharji-CRivi); TB2 (Tom Brakefeiid-ALX); jivi (jeff 

Marcus-CRM) 

VP to LR : URGENT -- Need to stabilize market pricing 

PRICE !NCREASE LETTER 11240B.doc 

With the severe contraction in markp.t vnll1me over the recent few wepksj the equally quick and 
sharp erosion in market pricing is an alarming 'double whammy'! \-Vhat's even more disturbing 
is our two main competitors in Fittings seem to sec SICMA as 'leading' this recent price 
decline ... 

There is no time for pointing fingers nor\vill it reverse the trend. If we let it go till the end of the 
year, we may start 09 on an even bad footing ... 

I suggest we do all we can to reverse it. Though I am not sure if the trend is similar at other parts 
too, it Seems to be-. most severe-. in south east, espe-.cial1y in FL. As IVlitch has already alerted al1 
recently, we have another collateral hit from these lower pricing as OEM sells to ACIPCO and 
USP at nmch higher prices -- wi 0 any VF...s, at that -- than the current Inarket pricing. These are 
very vrofitable sales for us and of course, entire SIGMA benefits from this contriuution! 

So, I suggest we initiate an immediate price increase in FL and GA -- and if you choose to, in 
other markets too -- effective Dec 8, 08 (T would even make it Dec 1St, next Monday! Why 
wait?), to signal at least an end to the recent vicious cycle and start the New Year on a positive 
note. All manufacturers are hurting, but also lack the -will or the capacity to lead ""rjth a sensible 
proactive act. The lot thus fal1s on us and T think we should rise to the occasion and not punt it 
to MeWane as they are quite resigned to just follow the market. But, if we lead, the other two are 
likely to follow, as all are equally stunned by the drying up of the market demand ... 

Regards, 

"'Victor (Pa:is 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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L SIGlViA }70Ul" ~Fitting Choice ... 

N ovem ber 24, 2008 
To: Our Valued Customers in Florida & Georgia 

Re : Pricing RelJision in Florida & Georgia 

We thank you for your business in these uncertain and difficult times. We have always 
appreciated our customers' patronage and friendship -- but do so even more at this time! 

The weakening markeL demands have undersLandably caused Lhe markeL prices Lo fall in recenL 
months. However, while SIGMA has responded as and when we had to, to support our 
customers, we also are aware of our need to be responsible as a business, to support our people 
and operations, so we can continue to service you adequately. It is true that the sharp increases 
in raw materials and hence our product costs that we saw earlier this year have started softening 
overseas. However, those ~wil1 not be felt in our system for another few months due to the rather 
long lead times and our substantial inventory on hand, from which we service your needs, on a 
day to day basis. 

In addition;; OlJr costs of doing blJsiness have in fact risen on a 'per S of Sales' due to the market 
decline and we are foreed to carry higher levels of inventory with slow turns due to the weaker 
demand and lower volnmes. 

As such, ,AlE' '.".rish to confinn that 'Ne 'Nill raise our multiplier to O .. il1 for all A VVVVA Fittings and 
Accessories off onr Price List dated .July 2007, 'A,rlth effect from Monday, December 7,2008. We 
are committed to support our customers '·'lith competitivE' prices, but it is our fervent hope that 
vve can do so at these revised levels, to recoup some of the erosion that we have seen In our 
prices and margins during the 1ast fevl months of the nncertain market instahi1ity. 

'''Ie requesL you Lo undersLand and SUppOlt our effolts Lo be a responsible supplier for nO"N and 
for a long time. VVe also hope this effort 'vvill also stabilize the value of your oVv'n inventories as 
''''70"".'1 
V~ 11;;:·11. 

VVe take this opportunity to wish you safe and happy Holidays. EVen as \lVe all faCe the anguish 
from the severe market dOVvTIturn, both in our industry and in just about all parts of the 
econOiny, here at honle and abroad, it is perhaps tiinely to reflect on the nlany blessing vve have 
received all these years, both at home and in our business and hope and pray that slowly but 
sure1y we V'r'i11 see the 1ight at the end of this dark tnnne1, soard vVe expect the neV'r' 
achnHllsLraLion will do Lhe rlghL Lhing and prlonuze La supporL our econoilly Lhrough a sizable 
paf:kage of investment in our infrastrudure, whif:h inevitably f:olLlcl help our inclu1':itry as well. 

Once again, thank you for your business and Happy Holidays! 

Best Regards, 

SIGIVIA Corp 
609-758-0800 x 555 
609-529-2020 (cen) 
vp<Wsigmaco.com 
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L SIGlViA }70Ul" ~Fitting Choice ... 

N ovem ber 24, 2008 
To: Our Valued Customers in Florida & Georgia 

Re : Pricing RelJision in Florida & Georgia 

We thank you for your business in these uncertain and difficult times. We have always 
appreciated our customers' patronage and friendship -- but do so even more at this time! 

The weakening markeL demands have undersLandably caused Lhe markeL prices Lo fall in recenL 
months. However, while SIGMA has responded as and when we had to, to support our 
customers, we also are aware of our need to be responsible as a business, to support our people 
and operations, so we can continue to service you adequately. It is true that the sharp increases 
in raw materials and hence our product costs that we saw earlier this year have started softening 
overseas. However, those ~wil1 not be felt in our system for another few months due to the rather 
long lead times and our substantial inventory on hand, from which we service your needs, on a 
day to day basis. 

In addition;; OlJr costs of doing blJsiness have in fact risen on a 'per S of Sales' due to the market 
decline and we are foreed to carry higher levels of inventory with slow turns due to the weaker 
demand and lower volnmes. 

As such, ,AlE' '.".rish to confinn that 'Ne 'Nill raise our multiplier to O .. il1 for all A VVVVA Fittings and 
Accessories off onr Price List dated .July 2007, 'A,rlth effect from Monday, December 7,2008. We 
are committed to support our customers '·'lith competitivE' prices, but it is our fervent hope that 
vve can do so at these revised levels, to recoup some of the erosion that we have seen In our 
prices and margins during the 1ast fevl months of the nncertain market instahi1ity. 

'''Ie requesL you Lo undersLand and SUppOlt our effolts Lo be a responsible supplier for nO"N and 
for a long time. VVe also hope this effort 'vvill also stabilize the value of your oVv'n inventories as 
''''70"".'1 
V~ 11;;:·11. 

VVe take this opportunity to wish you safe and happy Holidays. EVen as \lVe all faCe the anguish 
from the severe market dOVvTIturn, both in our industry and in just about all parts of the 
econOiny, here at honle and abroad, it is perhaps tiinely to reflect on the nlany blessing vve have 
received all these years, both at home and in our business and hope and pray that slowly but 
sure1y we V'r'i11 see the 1ight at the end of this dark tnnne1, soard vVe expect the neV'r' 
achnHllsLraLion will do Lhe rlghL Lhing and prlonuze La supporL our econoilly Lhrough a sizable 
paf:kage of investment in our infrastrudure, whif:h inevitably f:olLlcl help our inclu1':itry as well. 

Once again, thank you for your business and Happy Holidays! 

Best Regards, 

SIGIVIA Corp 
609-758-0800 x 555 
609-529-2020 (cen) 
vp<Wsigmaco.com 
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From: 

Sent: 

To: 

Cc: 

Subject: 

'Victor 

JMG (Jim McGivern) 

Monday, July 13, 200903:00:50 PM 

VP (Victor Pais-CRM) 

OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRIVl) 

RE: VP to JMG : Possible Master Distributor Agreement with McWane 

ThanKs for t.hat.. it. al! see-ms t.o rnake a !ot of sense- to ii"le, 

Regards 
lim 

From: VP (Victor Pais-CRM) 
Sent: Monday, July 13, 2009 2:49 PM 
To: JMG (Jim McGivern) 
Cc: OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRM) 
Subject: VP to JMG : Possible Master Distributor Agreement with McWane 

,Jim, 

ill lvIilchell Jllay Le Lravelillg, here i~ a QRR (Quick ReLurll Rt'~.LJ) : 

1. IVlcVVane beEeves in 'pubEshlng' their multipHers by \vr1tlng to the customers. Please find a 
sample of one such notification earlier this year. As a rule, we don't put it up on website -- as 
~ontnlMors r,tln thp,n know Distrihlltors' pri~ing! 

2. Negotiations with McW for a 'buy sell' have gone on different levels -- LR's feedback. .. My own 
with the CEO announcing our 'SDP' plans and a strong feedback thru a senior McW VP in 
charge of global business who had called to follow up of our plans to include McW in a proposed 
new DI pipe plant (thru SML!Xindia, our operations in India) and Mitchell's spirited 
engagement with one oftheir 4 key guys. No commitment -- but, I believe the high profile 
Pllblieit.y by Star as to tht'ir (lomestie plans and ollr own (low Kt'y) plans may havt~ finally 
convinced McW that addition of new capacity isn't good for them or the industry ... It's wait and 
C'oo ,..,...-.0 C'+on .... + .... +~.-.--.o rohcC'C' "l .... u 
':>'.Av ••• V""-- ':>L"--t-' aL U LlI",,--, v"'-'':>':> t-'la.r ••• 

3. Ifwe get a wholesome agreement, yes; it -will replace our SDP plans -- and save huge CapexS! 

4. The PCM ( Price + Cost + Margin) exercise is being worked out. Mitchell had done so and we 
reviewed it 7/10 and revised it. It's V\f-I-P ... 

regards, 

'Vi,,7;or rJ!ai!l 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\l?_~~itPl1aco_com 

From: JMG (Jim McGivern) 
Sent: Monday, Ju!y 131 2009 2:34 PM 
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From: 

Sent: 

To: 

Cc: 

Subject: 

'Victor 

JMG (Jim McGivern) 

Monday, July 13, 200903:00:50 PM 

VP (Victor Pais-CRM) 

OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRIVl) 

RE: VP to JMG : Possible Master Distributor Agreement with McWane 

ThanKs for t.hat.. it. al! see-ms t.o rnake a !ot of sense- to ii"le, 

Regards 
lim 

From: VP (Victor Pais-CRM) 
Sent: Monday, July 13, 2009 2:49 PM 
To: JMG (Jim McGivern) 
Cc: OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRM) 
Subject: VP to JMG : Possible Master Distributor Agreement with McWane 

,Jim, 

ill lvIilchell Jllay Le Lravelillg, here i~ a QRR (Quick ReLurll Rt'~.LJ) : 

1. IVlcVVane beEeves in 'pubEshlng' their multipHers by \vr1tlng to the customers. Please find a 
sample of one such notification earlier this year. As a rule, we don't put it up on website -- as 
~ontnlMors r,tln thp,n know Distrihlltors' pri~ing! 

2. Negotiations with McW for a 'buy sell' have gone on different levels -- LR's feedback. .. My own 
with the CEO announcing our 'SDP' plans and a strong feedback thru a senior McW VP in 
charge of global business who had called to follow up of our plans to include McW in a proposed 
new DI pipe plant (thru SML!Xindia, our operations in India) and Mitchell's spirited 
engagement with one oftheir 4 key guys. No commitment -- but, I believe the high profile 
Pllblieit.y by Star as to tht'ir (lomestie plans and ollr own (low Kt'y) plans may havt~ finally 
convinced McW that addition of new capacity isn't good for them or the industry ... It's wait and 
C'oo ,..,...-.0 C'+on .... + .... +~.-.--.o rohcC'C' "l .... u 
':>'.Av ••• V""-- ':>L"--t-' aL U LlI",,--, v"'-'':>':> t-'la.r ••• 

3. Ifwe get a wholesome agreement, yes; it -will replace our SDP plans -- and save huge CapexS! 

4. The PCM ( Price + Cost + Margin) exercise is being worked out. Mitchell had done so and we 
reviewed it 7/10 and revised it. It's V\f-I-P ... 

regards, 

'Vi,,7;or rJ!ai!l 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\l?_~~itPl1aco_com 

From: JMG (Jim McGivern) 
Sent: Monday, Ju!y 131 2009 2:34 PM 
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From: 

Sent: 

To: 

Cc: 

Subject: 

'Victor 

JMG (Jim McGivern) 

Monday, July 13, 200903:00:50 PM 

VP (Victor Pais-CRM) 

OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRIVl) 

RE: VP to JMG : Possible Master Distributor Agreement with McWane 

ThanKs for t.hat.. it. al! see-ms t.o rnake a !ot of sense- to ii"le, 

Regards 
lim 

From: VP (Victor Pais-CRM) 
Sent: Monday, July 13, 2009 2:49 PM 
To: JMG (Jim McGivern) 
Cc: OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRM) 
Subject: VP to JMG : Possible Master Distributor Agreement with McWane 

,Jim, 

ill lvIilchell Jllay Le Lravelillg, here i~ a QRR (Quick ReLurll Rt'~.LJ) : 

1. IVlcVVane beEeves in 'pubEshlng' their multipHers by \vr1tlng to the customers. Please find a 
sample of one such notification earlier this year. As a rule, we don't put it up on website -- as 
~ontnlMors r,tln thp,n know Distrihlltors' pri~ing! 

2. Negotiations with McW for a 'buy sell' have gone on different levels -- LR's feedback. .. My own 
with the CEO announcing our 'SDP' plans and a strong feedback thru a senior McW VP in 
charge of global business who had called to follow up of our plans to include McW in a proposed 
new DI pipe plant (thru SML!Xindia, our operations in India) and Mitchell's spirited 
engagement with one oftheir 4 key guys. No commitment -- but, I believe the high profile 
Pllblieit.y by Star as to tht'ir (lomestie plans and ollr own (low Kt'y) plans may havt~ finally 
convinced McW that addition of new capacity isn't good for them or the industry ... It's wait and 
C'oo ,..,...-.0 C'+on .... + .... +~.-.--.o rohcC'C' "l .... u 
':>'.Av ••• V""-- ':>L"--t-' aL U LlI",,--, v"'-'':>':> t-'la.r ••• 

3. Ifwe get a wholesome agreement, yes; it -will replace our SDP plans -- and save huge CapexS! 

4. The PCM ( Price + Cost + Margin) exercise is being worked out. Mitchell had done so and we 
reviewed it 7/10 and revised it. It's V\f-I-P ... 

regards, 

'Vi,,7;or rJ!ai!l 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\l?_~~itPl1aco_com 

From: JMG (Jim McGivern) 
Sent: Monday, Ju!y 131 2009 2:34 PM 
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To: ~·1Rl (~·1itchell Rona-CR~·1); VP (VictOi Pai5-CR~·1) 
Ce: OEMS; SB2 (Stuart Box - CRM); GRl (Go pi Ramanathan-CRM) 
Subject: RE: MR to OEM5 Plus JMGi GRl i fJ SB2 Re: Possible Master Distributor Agreement with 
McWane 

Mitcheli 

A couplc of quick quest.ions. \A/hcn you t.aik about published indust.ry muit.ipiiers, wh~::re arc t.hey 
published'? Secondly have Me VVane agreed to the principie of such an aBreer:1ent'~) As I read it this 

vvouid be our dorl1estic soiuLiofL rinaiiv eouid you give me In ideJ of the sorts of GM live would get if It,fe 
purcha~ed product at these rates and then onso!d in the market.. 
Many thanks 
Jim 

From: MRl (Mitchell Rona-CRM) 
Sent: Monday, July 13, 2009 11:46 AM 
To: VP (Victor Pais-CRM) 
Ce: OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRM); JMG (Jim McGivern) 
Subject: jviR to OEivi5 Pius jjviG, GR1, & SB2 Re: Possibie jviaster Distributor Agreement with jvjc\lVane 

Victor, 

Please find the master distribution agreement piOposal we have discussed. 

Please review and let me have your comments. 

Th~nks, 

!'v'!itche!! 

SIG - 0017143 
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FOIA Exempt 

CX 1018-002

To: ~·1Rl (~·1itchell Rona-CR~·1); VP (VictOi Pai5-CR~·1) 
Ce: OEMS; SB2 (Stuart Box - CRM); GRl (Go pi Ramanathan-CRM) 
Subject: RE: MR to OEM5 Plus JMGi GRl i fJ SB2 Re: Possible Master Distributor Agreement with 
McWane 

Mitcheli 

A couplc of quick quest.ions. \A/hcn you t.aik about published indust.ry muit.ipiiers, wh~::re arc t.hey 
published'? Secondly have Me VVane agreed to the principie of such an aBreer:1ent'~) As I read it this 

vvouid be our dorl1estic soiuLiofL rinaiiv eouid you give me In ideJ of the sorts of GM live would get if It,fe 
purcha~ed product at these rates and then onso!d in the market.. 
Many thanks 
Jim 

From: MRl (Mitchell Rona-CRM) 
Sent: Monday, July 13, 2009 11:46 AM 
To: VP (Victor Pais-CRM) 
Ce: OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRM); JMG (Jim McGivern) 
Subject: jviR to OEivi5 Pius jjviG, GR1, & SB2 Re: Possibie jviaster Distributor Agreement with jvjc\lVane 

Victor, 

Please find the master distribution agreement piOposal we have discussed. 

Please review and let me have your comments. 

Th~nks, 

!'v'!itche!! 
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To: ~·1Rl (~·1itchell Rona-CR~·1); VP (VictOi Pai5-CR~·1) 
Ce: OEMS; SB2 (Stuart Box - CRM); GRl (Go pi Ramanathan-CRM) 
Subject: RE: MR to OEM5 Plus JMGi GRl i fJ SB2 Re: Possible Master Distributor Agreement with 
McWane 

Mitcheli 

A couplc of quick quest.ions. \A/hcn you t.aik about published indust.ry muit.ipiiers, wh~::re arc t.hey 
published'? Secondly have Me VVane agreed to the principie of such an aBreer:1ent'~) As I read it this 

vvouid be our dorl1estic soiuLiofL rinaiiv eouid you give me In ideJ of the sorts of GM live would get if It,fe 
purcha~ed product at these rates and then onso!d in the market.. 
Many thanks 
Jim 

From: MRl (Mitchell Rona-CRM) 
Sent: Monday, July 13, 2009 11:46 AM 
To: VP (Victor Pais-CRM) 
Ce: OEMS; SB2 (Stuart Box - CRM); GRl (Gopi Ramanathan-CRM); JMG (Jim McGivern) 
Subject: jviR to OEivi5 Pius jjviG, GR1, & SB2 Re: Possibie jviaster Distributor Agreement with jvjc\lVane 

Victor, 

Please find the master distribution agreement piOposal we have discussed. 

Please review and let me have your comments. 

Th~nks, 

!'v'!itche!! 
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From: 

Sent: 

To: 

Walter Florence [wflorence@frontenac.com] 

Tuesday, May 26, 2009 03:50:58 PM 

VP (Victor Pais-CRM) 

Cc: 
Ron Kuehi; james McGivernl; Larry Rybacki; 5Bl (Siddharth Bhattacharji-CRivi); 

5 Goldblatt 

Subject: RE: VP to WF : A few strategic Options for SIG ... including a 'Big Plan' ... 'MAX'? 

Victor ,,--

The strategy makes good senSA ionger tprm ('.'post reress!on phase" as you and! wouid love to 

have a choice event.uallv bet.ween P2 or 52. That said, each of their reactions as ! have witnessec1 then 
:~!;'cond hand Cduses n:8 to believe that. neither of P2. Ot" 52. helve d hist.ory or iii culture of trcltlScH..::tiOth. 
Sf), it is unlikely either will pursue 3 deal '.'vith us on zmyLhing but..a very ~;Iow and de.!iber'lhe tirnel-able 
(good t.o have had t.his discussions but i would sit back now and wait), or at. a price t.hat is way too rich 
too pa'::ls up. I \,J\'ould also not put it past. McVvane or Star to be trying to gang up on Sigma given their 

cOIT:petitive nature and! think \ve need to be careful about chasing them too rT'uch beyond the 
discussions we have had eise they will see that as a sign of weaklless. 

in my view, it is !Jiso wi5e not to rush P2. or 52 until Sigma is ready and :some more time gives Sigma a 
much ne;eded opportunity to put together a couple of quatten; of positive; pe;rtormancc (iH priotity), 
;]nd to move in paralici on domf:stl~ sourcing (ttl;] priority) and one: or two smailer ZlcquIsitions Hwt mZlY 
be "chpaper" (#2 rrinrity.l. I wn!drl not undPrsf'il thf' notion of smaiif'f deais that arid Sl··2m of EBITDA 
as I think Sigma ~an do v,fI,,:11 by trying to find smailf:r things that are "cheaper''" rather than iargl:"':r deals 

that. an? prernium pdced i agree this can he!p us improve our debt rat.ios, I am c;llways surprised how 
sr:ialler (Iea!s or announCet"iH:::nts," !Ike a dornestic line, ahvays gets people's attention and they wii! take 
your discussions rrore seriously, Untl! then, they will ho!d out for Lop dollar. 

Waller C. Florellce 
Frontenac Company, LLC 
(312) 368-0044 

From: VP (Victor Pais-CRivij [maiito:VP@sigmaco,com] 
Sent: Tuesday, May 26, 2009 12:08 PM 
To: \A/alter Florence 
Cc: Ron Kuehl; jim mcgivern; Larry Rybacki; SB1 (Siddharth Bhattacharji-CRM); sgoldblatt@winston.com 
Subject: VP to WF : A few strategic Options for SIG ... inciuding a 'Big Plan' .. .'MAX'7 

Walter, 

T hope you and others had a restful and enjoyable long weekend ... 

Last week was quite an active one for us to explore a few strategic options, keeping with our 
reientless search to find and/or create suitable OPIJoItunities to counter the impact of the recent 
challenges -- which have been equally relentless -- as captured in my 'triple whammy' update to 
BPD /1\1 team of 5/5/09 .. , 
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From: 

Sent: 

To: 

Walter Florence [wflorence@frontenac.com] 

Tuesday, May 26, 2009 03:50:58 PM 

VP (Victor Pais-CRM) 

Cc: 
Ron Kuehi; james McGivernl; Larry Rybacki; 5Bl (Siddharth Bhattacharji-CRivi); 

5 Goldblatt 

Subject: RE: VP to WF : A few strategic Options for SIG ... including a 'Big Plan' ... 'MAX'? 

Victor ,,--

The strategy makes good senSA ionger tprm ('.'post reress!on phase" as you and! wouid love to 

have a choice event.uallv bet.ween P2 or 52. That said, each of their reactions as ! have witnessec1 then 
:~!;'cond hand Cduses n:8 to believe that. neither of P2. Ot" 52. helve d hist.ory or iii culture of trcltlScH..::tiOth. 
Sf), it is unlikely either will pursue 3 deal '.'vith us on zmyLhing but..a very ~;Iow and de.!iber'lhe tirnel-able 
(good t.o have had t.his discussions but i would sit back now and wait), or at. a price t.hat is way too rich 
too pa'::ls up. I \,J\'ould also not put it past. McVvane or Star to be trying to gang up on Sigma given their 

cOIT:petitive nature and! think \ve need to be careful about chasing them too rT'uch beyond the 
discussions we have had eise they will see that as a sign of weaklless. 

in my view, it is !Jiso wi5e not to rush P2. or 52 until Sigma is ready and :some more time gives Sigma a 
much ne;eded opportunity to put together a couple of quatten; of positive; pe;rtormancc (iH priotity), 
;]nd to move in paralici on domf:stl~ sourcing (ttl;] priority) and one: or two smailer ZlcquIsitions Hwt mZlY 
be "chpaper" (#2 rrinrity.l. I wn!drl not undPrsf'il thf' notion of smaiif'f deais that arid Sl··2m of EBITDA 
as I think Sigma ~an do v,fI,,:11 by trying to find smailf:r things that are "cheaper''" rather than iargl:"':r deals 

that. an? prernium pdced i agree this can he!p us improve our debt rat.ios, I am c;llways surprised how 
sr:ialler (Iea!s or announCet"iH:::nts," !Ike a dornestic line, ahvays gets people's attention and they wii! take 
your discussions rrore seriously, Untl! then, they will ho!d out for Lop dollar. 

Waller C. Florellce 
Frontenac Company, LLC 
(312) 368-0044 

From: VP (Victor Pais-CRivij [maiito:VP@sigmaco,com] 
Sent: Tuesday, May 26, 2009 12:08 PM 
To: \A/alter Florence 
Cc: Ron Kuehl; jim mcgivern; Larry Rybacki; SB1 (Siddharth Bhattacharji-CRM); sgoldblatt@winston.com 
Subject: VP to WF : A few strategic Options for SIG ... inciuding a 'Big Plan' .. .'MAX'7 

Walter, 

T hope you and others had a restful and enjoyable long weekend ... 

Last week was quite an active one for us to explore a few strategic options, keeping with our 
reientless search to find and/or create suitable OPIJoItunities to counter the impact of the recent 
challenges -- which have been equally relentless -- as captured in my 'triple whammy' update to 
BPD /1\1 team of 5/5/09 .. , 
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From: 

Sent: 

To: 

Walter Florence [wflorence@frontenac.com] 

Tuesday, May 26, 2009 03:50:58 PM 

VP (Victor Pais-CRM) 

Cc: 
Ron Kuehi; james McGivernl; Larry Rybacki; 5Bl (Siddharth Bhattacharji-CRivi); 

5 Goldblatt 

Subject: RE: VP to WF : A few strategic Options for SIG ... including a 'Big Plan' ... 'MAX'? 

Victor ,,--

The strategy makes good senSA ionger tprm ('.'post reress!on phase" as you and! wouid love to 

have a choice event.uallv bet.ween P2 or 52. That said, each of their reactions as ! have witnessec1 then 
:~!;'cond hand Cduses n:8 to believe that. neither of P2. Ot" 52. helve d hist.ory or iii culture of trcltlScH..::tiOth. 
Sf), it is unlikely either will pursue 3 deal '.'vith us on zmyLhing but..a very ~;Iow and de.!iber'lhe tirnel-able 
(good t.o have had t.his discussions but i would sit back now and wait), or at. a price t.hat is way too rich 
too pa'::ls up. I \,J\'ould also not put it past. McVvane or Star to be trying to gang up on Sigma given their 

cOIT:petitive nature and! think \ve need to be careful about chasing them too rT'uch beyond the 
discussions we have had eise they will see that as a sign of weaklless. 

in my view, it is !Jiso wi5e not to rush P2. or 52 until Sigma is ready and :some more time gives Sigma a 
much ne;eded opportunity to put together a couple of quatten; of positive; pe;rtormancc (iH priotity), 
;]nd to move in paralici on domf:stl~ sourcing (ttl;] priority) and one: or two smailer ZlcquIsitions Hwt mZlY 
be "chpaper" (#2 rrinrity.l. I wn!drl not undPrsf'il thf' notion of smaiif'f deais that arid Sl··2m of EBITDA 
as I think Sigma ~an do v,fI,,:11 by trying to find smailf:r things that are "cheaper''" rather than iargl:"':r deals 

that. an? prernium pdced i agree this can he!p us improve our debt rat.ios, I am c;llways surprised how 
sr:ialler (Iea!s or announCet"iH:::nts," !Ike a dornestic line, ahvays gets people's attention and they wii! take 
your discussions rrore seriously, Untl! then, they will ho!d out for Lop dollar. 

Waller C. Florellce 
Frontenac Company, LLC 
(312) 368-0044 

From: VP (Victor Pais-CRivij [maiito:VP@sigmaco,com] 
Sent: Tuesday, May 26, 2009 12:08 PM 
To: \A/alter Florence 
Cc: Ron Kuehl; jim mcgivern; Larry Rybacki; SB1 (Siddharth Bhattacharji-CRM); sgoldblatt@winston.com 
Subject: VP to WF : A few strategic Options for SIG ... inciuding a 'Big Plan' .. .'MAX'7 

Walter, 

T hope you and others had a restful and enjoyable long weekend ... 

Last week was quite an active one for us to explore a few strategic options, keeping with our 
reientless search to find and/or create suitable OPIJoItunities to counter the impact of the recent 
challenges -- which have been equally relentless -- as captured in my 'triple whammy' update to 
BPD /1\1 team of 5/5/09 .. , 
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T had planned to compi1e the options we have or are working on creating, in a broader update-
but, as LR has already called you and updated you about his meetings in Honston, I want to T add 
some color' and present an additional option, which is truly a 'big idea'! (As T had covered some 
of these options during my 1-on-1 chat with Jim at Ollr O'Hare meeting 5/7/09, I have copied 
this to him as well, in light of his joining our team, which we are separately in the process of 
finalizing the details of!) 

As I see it, we can pursue folloV\ing 3 broad choices to steer SIG in the 'post-recession' phase: 

1. .Uht'!.t.::.~n.4·{~Jg~1(h· ;' ·S1n..,v~.H!~.(8.%lt¥ilJ..J;!.@J : 
Look for modest and realistic avenues to add grow"th -- both organic and SITlaU acquisitions, to 
primarily, recoup the $25M - $~oM of Sales Revenue we would have lost on an annual basis, 
due to the 'triple whammy' challenges. (T will separately present 2 such opportunities which 
could add about $3M - S4M in Sales / S600K - $750K in ElIlTlJA in 09 and SlOM - $12M in 
Sales/ $2M - S3M in EBITDA in 2010 that are definitely available for 'acquisition' at realistic 
valuations, yet to be determined.). 

This approach continued to add such small tuck-in prospects with whatever recovery we can 
expect in A WW A in 2010 could bring our Sales back to $225M - S240M with EBITDA of $24M 
- $25M in 2010 -- or get back to the 'FSX (transaction)' leveL 

~E, .~·N:f'~l~GtLfu~~j ~--: A\~til(t61H::)r( ~}r C~A1f:Dil,!~e:·q)~!< ~JJ.i Sh.H.::..i/l~ 
This is absolutely a 'no brainer' type of consolidation opportunity this current significantly 
vleakened market almost begs for and the conditions couldn't be more conducive -- in light of 
McWane's ire at Star for their ill-advised grab of additional market share in a weak 08 during 
otlr vc,:ry first year of DTFRA rr:ltltionship and their s(':r:ming rlivcrsion ofthosr: gains to inflict 
further pain in their Soil Pipe business unit, A classic 'insult to injury' which finally triggered 
McWane's hlT)T to s1ash Price Lists to better contro1 pricing, Market share and profitability ... Star 
is hurting as they seem to be off 25% in their basic core range, even as they seem to be confident 
of maintaining their volume in Soil Pipe",They are hit 'Nith high inventory and highly 
pessimistic of their outiook, having taken short -term and myopic ways to their grovvth thus far 
in a fairly receptive market and not being known for their composure under trying times, are 
Clnxiuu.siy .searching [or .suitable '.survival.siraLegie.s' ... 

. l~J .. vays, looking ahead for strategic opportunities, I initiated a talk 'vvith Dan IV1cCutcheon, their 
VP (or the Chief Enforcer) as to the 'win win' benefits of a 'S2' merger of some form, earlier this 
year when T met him HOllston 2/17/09 to re:viewthe progress and options for BA, then (1 

budding threat ... While he agreed that the 'S2' plan makes all the sense in the world, he also 
spoke to the 'cultural/personal' roadblock and wondered aloud as to how intractable any 
'merger' between the two unlike organizations could pan ou!",Still, he agreed to pursue it w~th 
the 'powers to be' 

However, due to the personal history that has perpetually haunted our two organizations, driven 
eniirely uy the fickle ClmluIlpredicLauie nature of RaIIlt'sh BhuLada eRE), Lhe principal owner 
and exclusive decision maker -- despite the hollow talk of 'management 
team ... Board ... Shareholders etc', any rational discussion of a '82' hasn't been feasible ... RB keeps 
vowing of his commitment to pass Star on to the 2nd generations, while I have always believed 
LhaL's Lhe logical alibi for Lhe 'inconvenienL LruLh' ofinsufflclenL pfoflLablllLy ... lnsLead. even as 
they have agreed as to the benefits of 'S2' they have always mused about 'acquiring SIGMA",' to 
achieve the same result! 
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T had planned to compi1e the options we have or are working on creating, in a broader update-
but, as LR has already called you and updated you about his meetings in Honston, I want to T add 
some color' and present an additional option, which is truly a 'big idea'! (As T had covered some 
of these options during my 1-on-1 chat with Jim at Ollr O'Hare meeting 5/7/09, I have copied 
this to him as well, in light of his joining our team, which we are separately in the process of 
finalizing the details of!) 

As I see it, we can pursue folloV\ing 3 broad choices to steer SIG in the 'post-recession' phase: 

1. .Uht'!.t.::.~n.4·{~Jg~1(h· ;' ·S1n..,v~.H!~.(8.%lt¥ilJ..J;!.@J : 
Look for modest and realistic avenues to add grow"th -- both organic and SITlaU acquisitions, to 
primarily, recoup the $25M - $~oM of Sales Revenue we would have lost on an annual basis, 
due to the 'triple whammy' challenges. (T will separately present 2 such opportunities which 
could add about $3M - S4M in Sales / S600K - $750K in ElIlTlJA in 09 and SlOM - $12M in 
Sales/ $2M - S3M in EBITDA in 2010 that are definitely available for 'acquisition' at realistic 
valuations, yet to be determined.). 

This approach continued to add such small tuck-in prospects with whatever recovery we can 
expect in A WW A in 2010 could bring our Sales back to $225M - S240M with EBITDA of $24M 
- $25M in 2010 -- or get back to the 'FSX (transaction)' leveL 

~E, .~·N:f'~l~GtLfu~~j ~--: A\~til(t61H::)r( ~}r C~A1f:Dil,!~e:·q)~!< ~JJ.i Sh.H.::..i/l~ 
This is absolutely a 'no brainer' type of consolidation opportunity this current significantly 
vleakened market almost begs for and the conditions couldn't be more conducive -- in light of 
McWane's ire at Star for their ill-advised grab of additional market share in a weak 08 during 
otlr vc,:ry first year of DTFRA rr:ltltionship and their s(':r:ming rlivcrsion ofthosr: gains to inflict 
further pain in their Soil Pipe business unit, A classic 'insult to injury' which finally triggered 
McWane's hlT)T to s1ash Price Lists to better contro1 pricing, Market share and profitability ... Star 
is hurting as they seem to be off 25% in their basic core range, even as they seem to be confident 
of maintaining their volume in Soil Pipe",They are hit 'Nith high inventory and highly 
pessimistic of their outiook, having taken short -term and myopic ways to their grovvth thus far 
in a fairly receptive market and not being known for their composure under trying times, are 
Clnxiuu.siy .searching [or .suitable '.survival.siraLegie.s' ... 

. l~J .. vays, looking ahead for strategic opportunities, I initiated a talk 'vvith Dan IV1cCutcheon, their 
VP (or the Chief Enforcer) as to the 'win win' benefits of a 'S2' merger of some form, earlier this 
year when T met him HOllston 2/17/09 to re:viewthe progress and options for BA, then (1 

budding threat ... While he agreed that the 'S2' plan makes all the sense in the world, he also 
spoke to the 'cultural/personal' roadblock and wondered aloud as to how intractable any 
'merger' between the two unlike organizations could pan ou!",Still, he agreed to pursue it w~th 
the 'powers to be' 

However, due to the personal history that has perpetually haunted our two organizations, driven 
eniirely uy the fickle ClmluIlpredicLauie nature of RaIIlt'sh BhuLada eRE), Lhe principal owner 
and exclusive decision maker -- despite the hollow talk of 'management 
team ... Board ... Shareholders etc', any rational discussion of a '82' hasn't been feasible ... RB keeps 
vowing of his commitment to pass Star on to the 2nd generations, while I have always believed 
LhaL's Lhe logical alibi for Lhe 'inconvenienL LruLh' ofinsufflclenL pfoflLablllLy ... lnsLead. even as 
they have agreed as to the benefits of 'S2' they have always mused about 'acquiring SIGMA",' to 
achieve the same result! 
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T had planned to compi1e the options we have or are working on creating, in a broader update-
but, as LR has already called you and updated you about his meetings in Honston, I want to T add 
some color' and present an additional option, which is truly a 'big idea'! (As T had covered some 
of these options during my 1-on-1 chat with Jim at Ollr O'Hare meeting 5/7/09, I have copied 
this to him as well, in light of his joining our team, which we are separately in the process of 
finalizing the details of!) 

As I see it, we can pursue folloV\ing 3 broad choices to steer SIG in the 'post-recession' phase: 

1. .Uht'!.t.::.~n.4·{~Jg~1(h· ;' ·S1n..,v~.H!~.(8.%lt¥ilJ..J;!.@J : 
Look for modest and realistic avenues to add grow"th -- both organic and SITlaU acquisitions, to 
primarily, recoup the $25M - $~oM of Sales Revenue we would have lost on an annual basis, 
due to the 'triple whammy' challenges. (T will separately present 2 such opportunities which 
could add about $3M - S4M in Sales / S600K - $750K in ElIlTlJA in 09 and SlOM - $12M in 
Sales/ $2M - S3M in EBITDA in 2010 that are definitely available for 'acquisition' at realistic 
valuations, yet to be determined.). 

This approach continued to add such small tuck-in prospects with whatever recovery we can 
expect in A WW A in 2010 could bring our Sales back to $225M - S240M with EBITDA of $24M 
- $25M in 2010 -- or get back to the 'FSX (transaction)' leveL 

~E, .~·N:f'~l~GtLfu~~j ~--: A\~til(t61H::)r( ~}r C~A1f:Dil,!~e:·q)~!< ~JJ.i Sh.H.::..i/l~ 
This is absolutely a 'no brainer' type of consolidation opportunity this current significantly 
vleakened market almost begs for and the conditions couldn't be more conducive -- in light of 
McWane's ire at Star for their ill-advised grab of additional market share in a weak 08 during 
otlr vc,:ry first year of DTFRA rr:ltltionship and their s(':r:ming rlivcrsion ofthosr: gains to inflict 
further pain in their Soil Pipe business unit, A classic 'insult to injury' which finally triggered 
McWane's hlT)T to s1ash Price Lists to better contro1 pricing, Market share and profitability ... Star 
is hurting as they seem to be off 25% in their basic core range, even as they seem to be confident 
of maintaining their volume in Soil Pipe",They are hit 'Nith high inventory and highly 
pessimistic of their outiook, having taken short -term and myopic ways to their grovvth thus far 
in a fairly receptive market and not being known for their composure under trying times, are 
Clnxiuu.siy .searching [or .suitable '.survival.siraLegie.s' ... 

. l~J .. vays, looking ahead for strategic opportunities, I initiated a talk 'vvith Dan IV1cCutcheon, their 
VP (or the Chief Enforcer) as to the 'win win' benefits of a 'S2' merger of some form, earlier this 
year when T met him HOllston 2/17/09 to re:viewthe progress and options for BA, then (1 

budding threat ... While he agreed that the 'S2' plan makes all the sense in the world, he also 
spoke to the 'cultural/personal' roadblock and wondered aloud as to how intractable any 
'merger' between the two unlike organizations could pan ou!",Still, he agreed to pursue it w~th 
the 'powers to be' 

However, due to the personal history that has perpetually haunted our two organizations, driven 
eniirely uy the fickle ClmluIlpredicLauie nature of RaIIlt'sh BhuLada eRE), Lhe principal owner 
and exclusive decision maker -- despite the hollow talk of 'management 
team ... Board ... Shareholders etc', any rational discussion of a '82' hasn't been feasible ... RB keeps 
vowing of his commitment to pass Star on to the 2nd generations, while I have always believed 
LhaL's Lhe logical alibi for Lhe 'inconvenienL LruLh' ofinsufflclenL pfoflLablllLy ... lnsLead. even as 
they have agreed as to the benefits of 'S2' they have always mused about 'acquiring SIGMA",' to 
achieve the same result! 

SIG - 0032215 
Confidential 
FOIA Exempt 



While T have consistently staved them off that discussion, LR used a different tactic a couple of 
months back and asked them to take a shot at it -- but, let it be knmm that 'it better be a high 
number ... '. Their invitation to LR for a heart-ta-heart discussion last week was the result of that 
opening LR gave, which SBI and I agreed to, only to bring a closure to their 'wishful thinking, 
delusional' thinking! 

I am not sure how much LR has filled you in with as to his discussions with RB jDM -- but, his 
suggestion (actually, a challenge) to them to take a !light to Chicago to meet the Frontenac team, 
for a face-ta-face meeti.ng to understand your investment phiiosophy, your resources, your 
COIIullilmenllo AvV\tVA and SIG eLc would be a greal slep in lhe rlghl direcLioIl. \Vhlle I vvon'l 
hold my breath as to any conversion RB would have, to then respond positively to our overture 
for a suitable merger, I also believe in miracles and nothing short of one would get us closer to 
our long cherished hope and dream of a S2 -- for Star has been singularly unhealthy to our 
entire industry over the past 20-some years, ·with their reckless, irresponsible and undisciplined 
tactics to resort to whatever it takes to grab some business and grow. Most of this sorry pattern 
can be traced to RB's venomous, jealous, paranoid and autocratic nature. (Please note that all 
these adjectives can be confirmed to be entirely valid by any independent and objective 
assessment. VVhile I haye a personal history going back to 30 years, I have pursued eyery 
opportunity to reach out to him and DM to find some common ground, but to no avail -- at least 
thus far! As LR found out for himself last week, lill just can't seem to be able to accept that SIG 
has groV\.'l1 almost double of their size, despite their various attempts to hann us every 
conceivab1e way!) 

But, there is one positive attribute to RB/Star, if l..ue can call it that. TA,lhen chips are down and 
faced with dire straits of their own and relative strengths of an adversary or a suitor, RB is 
known to have a sudden and complete change of heart to make a deal rather than stay on his 
perch of high sounding myths and bold gambles! The challenge for us, thus, is to continue our 
demeanor of poise and inflict some long overdue pain to their operations, leveraging our 
relationships and even cashing in on come chips. LR is working on some ... 

I am doubtful that RBI DM will make it to Chicago as per LR's invitation, as they may now tlnally 
realize that their make-believe scenario of a triumphant grab of a significantly weakened SIGJV[A 
[rOIll a uiscourageu Fronienac aL a uargain price, is sOIIlewhai ue!usiunai! Even if ihey uu so -- I 
am not looking fOJ\I\Tard to working out the many details of a merger or even an outright 
acquisition as they are likely to be most mis-trusting and difficult to gain and share any 
information with! I am all too willing to playa secondary role in that process -- if we come to 
that point at all -- and let V\TF: RK: -IMG and even SRl manage it. All T care ifmaking it happen-
but, T have my doubts!", 

80, naturally, I would rather take my chances on Option 3 thatfollows -- which is definitely a 
3HiIQF:/t by all counts -- OUT OF THE BOX, if there is one! But, T do believe itisfeasible -- as 
ifit has any shred of becoming a reality, I WILL make it happen, precisely fur the oppusite uf 
the reasons dogging the 82 -- my rapport and credibility with the key person in the other side", 

We are al1 familiar with the merits of the P2 Plan that we toyed with last year and took it as far 
as iL could go -- Lo creaLe a .JV wiLh McvVane Lo C'oIubine SIC wiLh Lhelr Tyler Union uniL, as a 
tnle 'merger of equals'. It fell short when Mcv\'-ane was uncomfortable l/I."'ith our debt on one 
hand and our staking out a 50%-50% joint ownership, on the other ... 
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While T have consistently staved them off that discussion, LR used a different tactic a couple of 
months back and asked them to take a shot at it -- but, let it be knmm that 'it better be a high 
number ... '. Their invitation to LR for a heart-ta-heart discussion last week was the result of that 
opening LR gave, which SBI and I agreed to, only to bring a closure to their 'wishful thinking, 
delusional' thinking! 

I am not sure how much LR has filled you in with as to his discussions with RB jDM -- but, his 
suggestion (actually, a challenge) to them to take a !light to Chicago to meet the Frontenac team, 
for a face-ta-face meeti.ng to understand your investment phiiosophy, your resources, your 
COIIullilmenllo AvV\tVA and SIG eLc would be a greal slep in lhe rlghl direcLioIl. \Vhlle I vvon'l 
hold my breath as to any conversion RB would have, to then respond positively to our overture 
for a suitable merger, I also believe in miracles and nothing short of one would get us closer to 
our long cherished hope and dream of a S2 -- for Star has been singularly unhealthy to our 
entire industry over the past 20-some years, ·with their reckless, irresponsible and undisciplined 
tactics to resort to whatever it takes to grab some business and grow. Most of this sorry pattern 
can be traced to RB's venomous, jealous, paranoid and autocratic nature. (Please note that all 
these adjectives can be confirmed to be entirely valid by any independent and objective 
assessment. VVhile I haye a personal history going back to 30 years, I have pursued eyery 
opportunity to reach out to him and DM to find some common ground, but to no avail -- at least 
thus far! As LR found out for himself last week, lill just can't seem to be able to accept that SIG 
has groV\.'l1 almost double of their size, despite their various attempts to hann us every 
conceivab1e way!) 

But, there is one positive attribute to RB/Star, if l..ue can call it that. TA,lhen chips are down and 
faced with dire straits of their own and relative strengths of an adversary or a suitor, RB is 
known to have a sudden and complete change of heart to make a deal rather than stay on his 
perch of high sounding myths and bold gambles! The challenge for us, thus, is to continue our 
demeanor of poise and inflict some long overdue pain to their operations, leveraging our 
relationships and even cashing in on come chips. LR is working on some ... 

I am doubtful that RBI DM will make it to Chicago as per LR's invitation, as they may now tlnally 
realize that their make-believe scenario of a triumphant grab of a significantly weakened SIGJV[A 
[rOIll a uiscourageu Fronienac aL a uargain price, is sOIIlewhai ue!usiunai! Even if ihey uu so -- I 
am not looking fOJ\I\Tard to working out the many details of a merger or even an outright 
acquisition as they are likely to be most mis-trusting and difficult to gain and share any 
information with! I am all too willing to playa secondary role in that process -- if we come to 
that point at all -- and let V\TF: RK: -IMG and even SRl manage it. All T care ifmaking it happen-
but, T have my doubts!", 

80, naturally, I would rather take my chances on Option 3 thatfollows -- which is definitely a 
3HiIQF:/t by all counts -- OUT OF THE BOX, if there is one! But, T do believe itisfeasible -- as 
ifit has any shred of becoming a reality, I WILL make it happen, precisely fur the oppusite uf 
the reasons dogging the 82 -- my rapport and credibility with the key person in the other side", 

We are al1 familiar with the merits of the P2 Plan that we toyed with last year and took it as far 
as iL could go -- Lo creaLe a .JV wiLh McvVane Lo C'oIubine SIC wiLh Lhelr Tyler Union uniL, as a 
tnle 'merger of equals'. It fell short when Mcv\'-ane was uncomfortable l/I."'ith our debt on one 
hand and our staking out a 50%-50% joint ownership, on the other ... 
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With the seeming advantage of the 'BA' that has fanen on McWane's lap, I frankly don't think 
revival of 'P2T is a feasible option any time soon. 

Besides, both the above ',J/V' options (S2 or P2) will oe tough to assimilate and manage dut' to 
the significant differences in their culture, stmcture and personalities involved -- though if 
anyone can do it, YES, "VE CAN! 

However, not wanting to give up on any likely option, as I am so driven by both the need and 
the huge Ineritsjr0111 a consolidation within our industry in light of the drastic decline in 
markel demand bOlhJor 09 and likely lhe nexl2-3 years, 1 came up wilh lhis bold plan aJler 
n1y Tneetings with RP (Ruffner page, CEO qfAIcl-'llane last week in 2 parts). I call it 'l'l'fAX'jor 
obvious reason ... 

As I continue to reflect on last week's events and discoveries from our meetings, the 'MAX' plan 
occurred to me when I finally got my annual gardening going Friday evening ... 

The origin of this idea had to do with one brief juncture during my feisty exchange with RP last 
week, I abmptly asked him 'why don't you let us buy your FTC bsns ... ?' That question startled 
RP for a second, but he recovered quickly and blurted out 'Not NOW!' I didn't pursue it -- but, 
the way he retorted seemed to have left the door open at least in my mind ... 

The basis of rny logic has Lo do wiLh Lhe faclLhaL RP seenwd Lo be sornewhaL besieged by Lhe 
onslaught on their many plants from the recent severe decline in volume across the AvVVVA 
range and the resulting loss of liquidity, though he keeps talking about their nimble 
'scalability' ... Though the BA has given a temporary bOllnce, he doesn't seem to think it's a 'home 
run' ... T tllso fed they arC': too pamnoirl tlnrlunimaginative to take advantage: of thei r current 
advantage and realize the full value of the opportunity ... 

SO, MY NEW PLAN -- THAT I CALL 'MAX' (MCWANE ACQUISITION) -- IS TO OFFER 
MCWANE, AN ATIRACTIVE PRICE LIKE, SAY $125M (which can be stretched a bit, if 
necessary), FORTH EIR'LYLER! UNION IlUSINESS THAT WE llliEVIWElJ AS 1'AKl' OF 1'2 
(which includes 3 plants -- one in AL, one in Canada for MCC and of course their China foundry 
-- uuL NO Tyler IJlanL) ... 

.LA....s big the number is.l think it can be justified and raised as follov,·'s : 

1. From our P2 review; we can raise about $8sMfrom the revolver. ($2sMfrom about $30M 
of AIR + $60 Mfrom about$100M ofTNY}. 

2. Frontenac will have to bring afair slug of equity of say about $40M (Some of it -- say $lOM 
- $lSM -- can be in the form of a redeemable Pref Shares, which will have to be subordinated 
till certain earnings are realized and debt reduced) 

3.Asfurlhe incremenial EBITDA Iu suppurIIhis new debl, Tyler-Uniun's EBITDA whit:h was 
about $14M last year -- can be easily recast to about $20M since the data we had was when 
Tyler plant also was running, which has been shut down, saving afair amount). TVith a 
conservative level of synergic savings/price boosts of about $loI\I1, the I\lET EBITDA addition 
can be close to .$30M~ 
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4. Even with lower ElJJTDA addition, the incremental D/E can be only in the 3 to 4 range -
improving our overall ratio from our current over 6.0! 

5· Infact, if we have a bit more legroom in the debt, we can avail of some additional senior 
debtund retire the ARES at such high cost, as we had planned at the P2 plan. 

6. With MAX in hand, we can manage the market astutely, to make some HUGE profits for at 
least 2 years -- overall EBITDA of $50M to $60M -- till other smaller Fittings suppliers start 
nibbling at our high 70% share and dilute our earnings. But, if we can reduce our debt -- which 
will start at the post-IWAX level oj say $lB5IVl -- down to about $125M - $135M i112-3 years, we 
would have brough1 down1he D/E 10 a respeClable abou13.0 alld we will be ill all excellen1 
positionfoT thef-tiLtiTe growth .... 

7. A big caveatfor RP from the .MAX -- one much after his own heart -- is to hopef7.111y talk Star 
of the Soil Pipe, who may be amenable to part with it, if the VIC business is controlled by 
SIGlvIA as compared to McWane! From the $12sM CAS!I, we can convince RP to pay about 
$loIW to Star and 'buy' this business back! He would love it... 

8. If RP balks at the $125M price --1 really think he may accept it -- we can either stretch the 
price a bit higher with extended payment terms or we can ask him to hold the PPE of about 
$35M back and lease it to us, which we can buy back later if nee. (On the other hand, their total 
RFTATNFTJ FARNTNGS in the T/Uunit is about $ 125M.) 

9. We can also ask RP to stay on @ a 10% - 20% level, with a suitable Re-Cap, which may help 
the equif:'~ situ.ation ... 

10. The crux of this iWAXplan is to convince RP that we can capture the inherent VALUE nfthis 
business better than McWane themselves can due to their various legacy and competitive 
negatives ... 

Though far-fetched, I think 'MAX' is doable and it may have a better chance than any of the 
other plans ... 

vVe can ihen s!->eeuily gu after ihe lvICC auuiiiuIl iuwanllS our $soolvI goal... 

''\/hat do you think? Let's talk at the earliest -- if you think it's doable, I can set up a meeting \vith 
for both of us and place it in front of him. If nothing else, it will demonstrate to RP our 
resourcefulness, our passion to turn the current agitated business into good business and (1 

likely opportunity for them to convert some of their dormant assets into CASH! 

Besides, we will then also have a BA solution, as well! 

Let's talk... 

BesL Regard.s, 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 
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From: 

Sent: 

To: 

Cc: 

Subject: 

MW (Mil<e Walsh-CRM) 

Thursday, December 18, 2008 08:44:39 AM 

VP (Victor Pais-CRM) 

LR (Larry Rybacki); SBi (Siddharth Bhattacharji-CRfVl) 

RE: VP to MW : QRR --ECDA pricing 

Sorry about any confusion_ I know it can get complicated especially when you arc not involved in the 
business from day to day, l/ile definitely !5ent the letter out to all Gustomer!5. All Gll!5tomers know that and 
so does STAR, contrary to anything you may have heard. Jean Boucller lias notified ali QUE customers 
a.s weiL A.s for PRP",ju.si so you knQw .. ,we have never .sent oui a ietter or even verbaiiy offereci a .28 
ITlulitplierto any(~ne in eastern Canada. However...wl"iel1 GUBtomers give us a 'last look' and UIG PRP mix 
~!i(r'~ys us to drop pricing and sfi!! DC' proFtRfJiE' ... 'N€' vv!!! do so. Sf",r "~vas flt .28 off fhe '06 price list all 
year. Tr1C:y just recently ctmnged tho price list to the '08 list with Hle same multilier. Ttley have not 
chan~:jed the fiain~) rnultip!ier. \/\/e have sold a 101 of restraints at .32 and higher. However. .. Star's pricing 
to EMCO and CORIX (.24fittings and .28PRP) moved a lot of' business avtlay from us and to Star. MVi/ 

From: VP (Victor Pais-CRM) 
Sent: Thursday, December 18, 2008 8:30 Aivj 
To: MW (Mike Walsh-CRM) 
Cc: LR (Larr! Ryback!); 58! (5!ddharth Bhatt..acharj!-CRM) 
Subject: VP to MW : QRR --ECDA pricing 

Mike, 

Your original message didn't state clearly that the orig letter of 37/37 went to ALL cstmrs, But, 
you did clarify that it was' resent to 3 cstmrs' ... 

As far raising PRP, T only corrected you as for my arig recom of 9/2 -- T had suggested THEN to 
raise PRP to 31 and not 28 as U referred to in your 12/17 msg. 

TO SUMMARIZE".YOU DO NOT NEED TO DO ,A_l\!YTHING MOlH'.",T .PTS HOPE OUR 
COMPETETION UNDERSTANDS OUR INTENT AND INITIATIVE.., 

Thanks, 

'!lictor' !Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\- p(u\sig,rnaeo.eom 

From: MW (Mike Walsh-CRM) 
Sent: ThUrSday, Decernber 18, 2008 8:10 Aivj 
To: VP (Victor Pais-CRM) 
Cc: LR (Larry Ryback!); 58! (5!ddharth Bhatt..acharj!-CRM) 
Subject: MW to Vpn??RE: VP to MW : ECDA pricing 

VP ... I don't think you understood my message. 

SIG - 0032461 
Confidential 
FOIA Exempt 

CX 1077-001

From: 

Sent: 

To: 

Cc: 

Subject: 

MW (Mil<e Walsh-CRM) 

Thursday, December 18, 2008 08:44:39 AM 

VP (Victor Pais-CRM) 

LR (Larry Rybacki); SBi (Siddharth Bhattacharji-CRfVl) 

RE: VP to MW : QRR --ECDA pricing 

Sorry about any confusion_ I know it can get complicated especially when you arc not involved in the 
business from day to day, l/ile definitely !5ent the letter out to all Gustomer!5. All Gll!5tomers know that and 
so does STAR, contrary to anything you may have heard. Jean Boucller lias notified ali QUE customers 
a.s weiL A.s for PRP",ju.si so you knQw .. ,we have never .sent oui a ietter or even verbaiiy offereci a .28 
ITlulitplierto any(~ne in eastern Canada. However...wl"iel1 GUBtomers give us a 'last look' and UIG PRP mix 
~!i(r'~ys us to drop pricing and sfi!! DC' proFtRfJiE' ... 'N€' vv!!! do so. Sf",r "~vas flt .28 off fhe '06 price list all 
year. Tr1C:y just recently ctmnged tho price list to the '08 list with Hle same multilier. Ttley have not 
chan~:jed the fiain~) rnultip!ier. \/\/e have sold a 101 of restraints at .32 and higher. However. .. Star's pricing 
to EMCO and CORIX (.24fittings and .28PRP) moved a lot of' business avtlay from us and to Star. MVi/ 

From: VP (Victor Pais-CRM) 
Sent: Thursday, December 18, 2008 8:30 Aivj 
To: MW (Mike Walsh-CRM) 
Cc: LR (Larr! Ryback!); 58! (5!ddharth Bhatt..acharj!-CRM) 
Subject: VP to MW : QRR --ECDA pricing 

Mike, 

Your original message didn't state clearly that the orig letter of 37/37 went to ALL cstmrs, But, 
you did clarify that it was' resent to 3 cstmrs' ... 

As far raising PRP, T only corrected you as for my arig recom of 9/2 -- T had suggested THEN to 
raise PRP to 31 and not 28 as U referred to in your 12/17 msg. 

TO SUMMARIZE".YOU DO NOT NEED TO DO ,A_l\!YTHING MOlH'.",T .PTS HOPE OUR 
COMPETETION UNDERSTANDS OUR INTENT AND INITIATIVE.., 

Thanks, 

'!lictor' !Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\- p(u\sig,rnaeo.eom 

From: MW (Mike Walsh-CRM) 
Sent: ThUrSday, Decernber 18, 2008 8:10 Aivj 
To: VP (Victor Pais-CRM) 
Cc: LR (Larry Ryback!); 58! (5!ddharth Bhatt..acharj!-CRM) 
Subject: MW to Vpn??RE: VP to MW : ECDA pricing 

VP ... I don't think you understood my message. 
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From: 

Sent: 

To: 

Cc: 

Subject: 

MW (Mil<e Walsh-CRM) 

Thursday, December 18, 2008 08:44:39 AM 

VP (Victor Pais-CRM) 

LR (Larry Rybacki); SBi (Siddharth Bhattacharji-CRfVl) 

RE: VP to MW : QRR --ECDA pricing 

Sorry about any confusion_ I know it can get complicated especially when you arc not involved in the 
business from day to day, l/ile definitely !5ent the letter out to all Gustomer!5. All Gll!5tomers know that and 
so does STAR, contrary to anything you may have heard. Jean Boucller lias notified ali QUE customers 
a.s weiL A.s for PRP",ju.si so you knQw .. ,we have never .sent oui a ietter or even verbaiiy offereci a .28 
ITlulitplierto any(~ne in eastern Canada. However...wl"iel1 GUBtomers give us a 'last look' and UIG PRP mix 
~!i(r'~ys us to drop pricing and sfi!! DC' proFtRfJiE' ... 'N€' vv!!! do so. Sf",r "~vas flt .28 off fhe '06 price list all 
year. Tr1C:y just recently ctmnged tho price list to the '08 list with Hle same multilier. Ttley have not 
chan~:jed the fiain~) rnultip!ier. \/\/e have sold a 101 of restraints at .32 and higher. However. .. Star's pricing 
to EMCO and CORIX (.24fittings and .28PRP) moved a lot of' business avtlay from us and to Star. MVi/ 

From: VP (Victor Pais-CRM) 
Sent: Thursday, December 18, 2008 8:30 Aivj 
To: MW (Mike Walsh-CRM) 
Cc: LR (Larr! Ryback!); 58! (5!ddharth Bhatt..acharj!-CRM) 
Subject: VP to MW : QRR --ECDA pricing 

Mike, 

Your original message didn't state clearly that the orig letter of 37/37 went to ALL cstmrs, But, 
you did clarify that it was' resent to 3 cstmrs' ... 

As far raising PRP, T only corrected you as for my arig recom of 9/2 -- T had suggested THEN to 
raise PRP to 31 and not 28 as U referred to in your 12/17 msg. 

TO SUMMARIZE".YOU DO NOT NEED TO DO ,A_l\!YTHING MOlH'.",T .PTS HOPE OUR 
COMPETETION UNDERSTANDS OUR INTENT AND INITIATIVE.., 

Thanks, 

'!lictor' !Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\- p(u\sig,rnaeo.eom 

From: MW (Mike Walsh-CRM) 
Sent: ThUrSday, Decernber 18, 2008 8:10 Aivj 
To: VP (Victor Pais-CRM) 
Cc: LR (Larry Ryback!); 58! (5!ddharth Bhatt..acharj!-CRM) 
Subject: MW to Vpn??RE: VP to MW : ECDA pricing 

VP ... I don't think you understood my message. 
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Confidential 
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custorn8rs two months ago, I don't undel'stand".do you want us to send it again? Everyone 
acknov.;leqed mceiving it ::md thev knov.; what their pricing is. Please clarify. 

Point 4. In 1hat samE': lettor al10vc: 'we incrC:flsod tile multipliers for PRP to .37 B150. Am you suggesting I 
send out a leiter LOiiVERING everyone's multiplier to .3'P 

From: VP (Victor Pais-CRM) 
Sent: Thursday, December 18, 2008 7:59 AM 
To: MW (Mike Walsh-CRM) 
Cc: LR (Larry Rybacki); 5B! (5iddharth Bhattacharji-CRM) 
Subject: vp to MW : ECDA pricing 

Mike, 

Thank you for your update. It's clear now what has taken piace with our initiative to improve 
ECDA pricing ... 

My brief response: 

1. Justto be accurate -- T had suggested that we bump up the PRP increase to 0.31 off the 08 PL
- not 0.28 which is what the Concord team said we were at during my visit. But, we can get there 
now ... 

2. Your explanation of how we initiative price increases is right -- but, it's a very informal 
process and we are trying to improve and make it a bit more disciplined and formal. You didn't 
do anything 'vvrong' -- it's just that we need to be a bit 'smarter' and effective in our 'message 
management'. There is a lot of mistrust between the FTG and PRP supplier base -- which is 
unhealthy and leads to price/profit erosion. we simply cannot will the market to improve or 
expect our competitors -- who are less than confident, disciplined, proactive or even 'ethical'. 
This is where a simp1e written message goes a10ng 'vn.y. (J!lst see vvhen CSl or one of the RMs 
send a letter from Tyler or EBAA or Ford, however rare it may be! It goes to M20 and all come to 
know something about what our competitors are doing ... ) 

3. T would suggest you circulate the 0.37 letter to all our customers in ECDA, if you plan to offer 
it al1, which I w1d urge you to do so. As suggested to the Concord team and you, I would then 
make a preferential price for our 'A' customers using an effective 'Instant Rebate' which can be 
paid every month so customers do not have to wait for a quarter etc. Also, if we are to deviate 
from the stated pricE' increasE's t111 our competition does so, I suggest WE' do so on1y with our "A' 
custOIners and "vvith a clear request that they do not spread the news of our 'lower price' in a 
negative way ... 

4.1 also suggest we go up to a 0.31 or better in PRP, effective 1/5/09. 

5. As I have stressed in my recent Vnls, all cOlnpetitors are shaken by the sever decline in the 
market volume and thanks to DTFRA data, the 3 are somewhat reassured that it's the market 
weakness that's costing them the volume and they are not losing to the competition. I am 
confident they will follow suit if we lead and do so with some discipline ... 

SIG - 0032462 
Confidential 
FOIA Exempt 

CX 1077-002

custorn8rs two months ago, I don't undel'stand".do you want us to send it again? Everyone 
acknov.;leqed mceiving it ::md thev knov.; what their pricing is. Please clarify. 

Point 4. In 1hat samE': lettor al10vc: 'we incrC:flsod tile multipliers for PRP to .37 B150. Am you suggesting I 
send out a leiter LOiiVERING everyone's multiplier to .3'P 

From: VP (Victor Pais-CRM) 
Sent: Thursday, December 18, 2008 7:59 AM 
To: MW (Mike Walsh-CRM) 
Cc: LR (Larry Rybacki); 5B! (5iddharth Bhattacharji-CRM) 
Subject: vp to MW : ECDA pricing 

Mike, 

Thank you for your update. It's clear now what has taken piace with our initiative to improve 
ECDA pricing ... 

My brief response: 

1. Justto be accurate -- T had suggested that we bump up the PRP increase to 0.31 off the 08 PL
- not 0.28 which is what the Concord team said we were at during my visit. But, we can get there 
now ... 

2. Your explanation of how we initiative price increases is right -- but, it's a very informal 
process and we are trying to improve and make it a bit more disciplined and formal. You didn't 
do anything 'vvrong' -- it's just that we need to be a bit 'smarter' and effective in our 'message 
management'. There is a lot of mistrust between the FTG and PRP supplier base -- which is 
unhealthy and leads to price/profit erosion. we simply cannot will the market to improve or 
expect our competitors -- who are less than confident, disciplined, proactive or even 'ethical'. 
This is where a simp1e written message goes a10ng 'vn.y. (J!lst see vvhen CSl or one of the RMs 
send a letter from Tyler or EBAA or Ford, however rare it may be! It goes to M20 and all come to 
know something about what our competitors are doing ... ) 

3. T would suggest you circulate the 0.37 letter to all our customers in ECDA, if you plan to offer 
it al1, which I w1d urge you to do so. As suggested to the Concord team and you, I would then 
make a preferential price for our 'A' customers using an effective 'Instant Rebate' which can be 
paid every month so customers do not have to wait for a quarter etc. Also, if we are to deviate 
from the stated pricE' increasE's t111 our competition does so, I suggest WE' do so on1y with our "A' 
custOIners and "vvith a clear request that they do not spread the news of our 'lower price' in a 
negative way ... 

4.1 also suggest we go up to a 0.31 or better in PRP, effective 1/5/09. 

5. As I have stressed in my recent Vnls, all cOlnpetitors are shaken by the sever decline in the 
market volume and thanks to DTFRA data, the 3 are somewhat reassured that it's the market 
weakness that's costing them the volume and they are not losing to the competition. I am 
confident they will follow suit if we lead and do so with some discipline ... 
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custorn8rs two months ago, I don't undel'stand".do you want us to send it again? Everyone 
acknov.;leqed mceiving it ::md thev knov.; what their pricing is. Please clarify. 

Point 4. In 1hat samE': lettor al10vc: 'we incrC:flsod tile multipliers for PRP to .37 B150. Am you suggesting I 
send out a leiter LOiiVERING everyone's multiplier to .3'P 

From: VP (Victor Pais-CRM) 
Sent: Thursday, December 18, 2008 7:59 AM 
To: MW (Mike Walsh-CRM) 
Cc: LR (Larry Rybacki); 5B! (5iddharth Bhattacharji-CRM) 
Subject: vp to MW : ECDA pricing 

Mike, 

Thank you for your update. It's clear now what has taken piace with our initiative to improve 
ECDA pricing ... 

My brief response: 

1. Justto be accurate -- T had suggested that we bump up the PRP increase to 0.31 off the 08 PL
- not 0.28 which is what the Concord team said we were at during my visit. But, we can get there 
now ... 

2. Your explanation of how we initiative price increases is right -- but, it's a very informal 
process and we are trying to improve and make it a bit more disciplined and formal. You didn't 
do anything 'vvrong' -- it's just that we need to be a bit 'smarter' and effective in our 'message 
management'. There is a lot of mistrust between the FTG and PRP supplier base -- which is 
unhealthy and leads to price/profit erosion. we simply cannot will the market to improve or 
expect our competitors -- who are less than confident, disciplined, proactive or even 'ethical'. 
This is where a simp1e written message goes a10ng 'vn.y. (J!lst see vvhen CSl or one of the RMs 
send a letter from Tyler or EBAA or Ford, however rare it may be! It goes to M20 and all come to 
know something about what our competitors are doing ... ) 

3. T would suggest you circulate the 0.37 letter to all our customers in ECDA, if you plan to offer 
it al1, which I w1d urge you to do so. As suggested to the Concord team and you, I would then 
make a preferential price for our 'A' customers using an effective 'Instant Rebate' which can be 
paid every month so customers do not have to wait for a quarter etc. Also, if we are to deviate 
from the stated pricE' increasE's t111 our competition does so, I suggest WE' do so on1y with our "A' 
custOIners and "vvith a clear request that they do not spread the news of our 'lower price' in a 
negative way ... 

4.1 also suggest we go up to a 0.31 or better in PRP, effective 1/5/09. 

5. As I have stressed in my recent Vnls, all cOlnpetitors are shaken by the sever decline in the 
market volume and thanks to DTFRA data, the 3 are somewhat reassured that it's the market 
weakness that's costing them the volume and they are not losing to the competition. I am 
confident they will follow suit if we lead and do so with some discipline ... 

SIG - 0032462 
Confidential 
FOIA Exempt 



So., let's keep trying theSe efforts to improve the market pricing -- kno\lving full well that it's a 
very difficult and time consuming process. We need to be a lot more patient and focused than we 
are -- because in the end, the RESULTS speak for themselves, thru higher profits and 
compensation! 

regards, 

'Victor (['ai, 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
VV\~~i!!lI_~at:()'S:()Pl_ 

From: MW (Mike Walsh-CRM) 
Sent: Wednesday, December 17, 20089:32 Aivj 
To: VP (Victor Pais-CRM) 
Subject: your ECD.t., VM from yesterday 

VP ___ in reolv to your voice mail messaae vesterday On Sept 2 you sent the Concord visit message with 
instructions to increase pricing to _35 for fittings_ 28 for PRP_ We started verbally notifying all Ontario 
and Maritime customers that week. We gave them the customary 30 day notice that all require. Pricing 
in the CRM territory is always done verbally because that is how Star does it. They very seldom send 
anything out in writing and when they do send something in writing they do not use that pricing. 
HO'.vever. .. Larry asked us to put the notification in -..vriting this time so I drafted t-..· ... o letters announcing the 
price increase. As we approached the effective date for the price increase it was evident that the 
Canadian conversion, which tumbled dramatically during August was not going to come back to an 
acceptable level. It was then we made the decision to increase the pricing to .37 for both fittings and 
restraints and delay the effective date another couple weeks. Those were sent out to the customers in 
Oct. Yesterday we re-sent the two ietters to 3 different customers in Canada. i can·t understand why 
Larry told you he did not think I sent out a letter. I cannot understand why Larry told you that he was not 
sure! sent out a !eUer. We have had this discussion about 6 times with Larry. Dennis and Tanya and! 
have told him that the letter went out. In November I sent Larry copies of the 2 letters. When Dennis and 
Chris King and Larry and I sat with Brian Scott and Sean Kelly in Canada last month both acknowledged 
receipt of the letter. I faxed a copy of each letter to Chicago yesterday for Larry. Kane told me he would 
bring those to Larry and hand them to him a dinner last night. Very few customers buy from us at the new 
pricing. Due to our relationships several customers have come back and given us 'last look' at some jobs 
and we have been able to get a few orders. Star did change their restraint pricing in November. They 
are now using the 2008 price list after using the 2006 price list all year. They are using .28 multiplier for 
restraints. As for fittings ... Star has not made a change. They sell EMCO and OWP at .24 multiplier. 
Raju runs a monthly report that he gives to Karen to detennine the commission structure. That report 
caicuiates the average muitipiier for Fittings and Restraints. i wiii forward your VM message to him so he 
can send you the information you have requested. 

FYI ... Larry's letter announcing the billing in US Dollars went out to all the Canadian customers end of last 
week. 

MW 
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So., let's keep trying theSe efforts to improve the market pricing -- kno\lving full well that it's a 
very difficult and time consuming process. We need to be a lot more patient and focused than we 
are -- because in the end, the RESULTS speak for themselves, thru higher profits and 
compensation! 

regards, 

'Victor (['ai, 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
VV\~~i!!lI_~at:()'S:()Pl_ 

From: MW (Mike Walsh-CRM) 
Sent: Wednesday, December 17, 20089:32 Aivj 
To: VP (Victor Pais-CRM) 
Subject: your ECD.t., VM from yesterday 

VP ___ in reolv to your voice mail messaae vesterday On Sept 2 you sent the Concord visit message with 
instructions to increase pricing to _35 for fittings_ 28 for PRP_ We started verbally notifying all Ontario 
and Maritime customers that week. We gave them the customary 30 day notice that all require. Pricing 
in the CRM territory is always done verbally because that is how Star does it. They very seldom send 
anything out in writing and when they do send something in writing they do not use that pricing. 
HO'.vever. .. Larry asked us to put the notification in -..vriting this time so I drafted t-..· ... o letters announcing the 
price increase. As we approached the effective date for the price increase it was evident that the 
Canadian conversion, which tumbled dramatically during August was not going to come back to an 
acceptable level. It was then we made the decision to increase the pricing to .37 for both fittings and 
restraints and delay the effective date another couple weeks. Those were sent out to the customers in 
Oct. Yesterday we re-sent the two ietters to 3 different customers in Canada. i can·t understand why 
Larry told you he did not think I sent out a letter. I cannot understand why Larry told you that he was not 
sure! sent out a !eUer. We have had this discussion about 6 times with Larry. Dennis and Tanya and! 
have told him that the letter went out. In November I sent Larry copies of the 2 letters. When Dennis and 
Chris King and Larry and I sat with Brian Scott and Sean Kelly in Canada last month both acknowledged 
receipt of the letter. I faxed a copy of each letter to Chicago yesterday for Larry. Kane told me he would 
bring those to Larry and hand them to him a dinner last night. Very few customers buy from us at the new 
pricing. Due to our relationships several customers have come back and given us 'last look' at some jobs 
and we have been able to get a few orders. Star did change their restraint pricing in November. They 
are now using the 2008 price list after using the 2006 price list all year. They are using .28 multiplier for 
restraints. As for fittings ... Star has not made a change. They sell EMCO and OWP at .24 multiplier. 
Raju runs a monthly report that he gives to Karen to detennine the commission structure. That report 
caicuiates the average muitipiier for Fittings and Restraints. i wiii forward your VM message to him so he 
can send you the information you have requested. 

FYI ... Larry's letter announcing the billing in US Dollars went out to all the Canadian customers end of last 
week. 

MW 
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So., let's keep trying theSe efforts to improve the market pricing -- kno\lving full well that it's a 
very difficult and time consuming process. We need to be a lot more patient and focused than we 
are -- because in the end, the RESULTS speak for themselves, thru higher profits and 
compensation! 

regards, 

'Victor (['ai, 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
VV\~~i!!lI_~at:()'S:()Pl_ 

From: MW (Mike Walsh-CRM) 
Sent: Wednesday, December 17, 20089:32 Aivj 
To: VP (Victor Pais-CRM) 
Subject: your ECD.t., VM from yesterday 

VP ___ in reolv to your voice mail messaae vesterday On Sept 2 you sent the Concord visit message with 
instructions to increase pricing to _35 for fittings_ 28 for PRP_ We started verbally notifying all Ontario 
and Maritime customers that week. We gave them the customary 30 day notice that all require. Pricing 
in the CRM territory is always done verbally because that is how Star does it. They very seldom send 
anything out in writing and when they do send something in writing they do not use that pricing. 
HO'.vever. .. Larry asked us to put the notification in -..vriting this time so I drafted t-..· ... o letters announcing the 
price increase. As we approached the effective date for the price increase it was evident that the 
Canadian conversion, which tumbled dramatically during August was not going to come back to an 
acceptable level. It was then we made the decision to increase the pricing to .37 for both fittings and 
restraints and delay the effective date another couple weeks. Those were sent out to the customers in 
Oct. Yesterday we re-sent the two ietters to 3 different customers in Canada. i can·t understand why 
Larry told you he did not think I sent out a letter. I cannot understand why Larry told you that he was not 
sure! sent out a !eUer. We have had this discussion about 6 times with Larry. Dennis and Tanya and! 
have told him that the letter went out. In November I sent Larry copies of the 2 letters. When Dennis and 
Chris King and Larry and I sat with Brian Scott and Sean Kelly in Canada last month both acknowledged 
receipt of the letter. I faxed a copy of each letter to Chicago yesterday for Larry. Kane told me he would 
bring those to Larry and hand them to him a dinner last night. Very few customers buy from us at the new 
pricing. Due to our relationships several customers have come back and given us 'last look' at some jobs 
and we have been able to get a few orders. Star did change their restraint pricing in November. They 
are now using the 2008 price list after using the 2006 price list all year. They are using .28 multiplier for 
restraints. As for fittings ... Star has not made a change. They sell EMCO and OWP at .24 multiplier. 
Raju runs a monthly report that he gives to Karen to detennine the commission structure. That report 
caicuiates the average muitipiier for Fittings and Restraints. i wiii forward your VM message to him so he 
can send you the information you have requested. 

FYI ... Larry's letter announcing the billing in US Dollars went out to all the Canadian customers end of last 
week. 

MW 

SIG - 0032463 
Confidential 
FOIA Exempt 



 
 
 

CX 1085 

 
 

 
 
 

PUBLIC



From: 

Sent: 

To: 

Cc: 

Subject: 

yes 

Dan McCutcheon [danm@starpipeproducts.com] 

Wednesday, May 07, 200804:12:10 PM 

TB2 (Tom Brakefield - ALX); Long, Thad G.; Tom Brakefield; VP (Victor Pais 
- CR!\~); rtatman@ty!erunion.com; Gary Cra\Nford 

Herren, K. Wood; McKibben, Michael D. 

RE: 

From: TB2 (Tom Brakefield - ALX) [mailto:tb2@sigmaco.com] 
Sent: Monday, May OS, 2008 6:07 PM 
To: Long, Thad G.; Tom Brakefield; VP (Victor Pais - CRM); Dan McCutcheon; 
rtatman@lylerunion.com; Gary Crawford 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: RE: 

yes! I! Sigma and we vvi!! be sending the repDrt if"! this wee~". 

From: Long, Thad G. [mailto:TLONG@bradleyarant.com] 
Sent: Monday, May 05,20085:06 PM 
To: Long, Thad G.; Tom Brakefield; TB2 (Tom Brakefield - ALX); VP (Victor Pais - CRM); Dan 
McCutcheon; rtatman@lylerunion.com; Gary Crawford 
Cc; Herren, K. v'Vood; jvjcKibben, jvjichaei D. 
Subject: RE: 

Having hn;:mj no dismmT, can W(-';, 8Sfmmc nver<jonc concurs wittl ttl[~se reporting procndures and 
parameters. so Hlai reportin~! can begin by mid-May? Please confirm. Tt-lanks. 

Thad G. Long 

For Attorney Profile click below 

Thad G. Long 
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Confidential 
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From: 

Sent: 

To: 

Cc: 

Subject: 

yes 

Dan McCutcheon [danm@starpipeproducts.com] 

Wednesday, May 07, 200804:12:10 PM 

TB2 (Tom Brakefield - ALX); Long, Thad G.; Tom Brakefield; VP (Victor Pais 
- CR!\~); rtatman@ty!erunion.com; Gary Cra\Nford 

Herren, K. Wood; McKibben, Michael D. 

RE: 

From: TB2 (Tom Brakefield - ALX) [mailto:tb2@sigmaco.com] 
Sent: Monday, May OS, 2008 6:07 PM 
To: Long, Thad G.; Tom Brakefield; VP (Victor Pais - CRM); Dan McCutcheon; 
rtatman@lylerunion.com; Gary Crawford 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: RE: 

yes! I! Sigma and we vvi!! be sending the repDrt if"! this wee~". 

From: Long, Thad G. [mailto:TLONG@bradleyarant.com] 
Sent: Monday, May 05,20085:06 PM 
To: Long, Thad G.; Tom Brakefield; TB2 (Tom Brakefield - ALX); VP (Victor Pais - CRM); Dan 
McCutcheon; rtatman@lylerunion.com; Gary Crawford 
Cc; Herren, K. v'Vood; jvjcKibben, jvjichaei D. 
Subject: RE: 

Having hn;:mj no dismmT, can W(-';, 8Sfmmc nver<jonc concurs wittl ttl[~se reporting procndures and 
parameters. so Hlai reportin~! can begin by mid-May? Please confirm. Tt-lanks. 

Thad G. Long 

For Attorney Profile click below 

Thad G. Long 
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From: 

Sent: 

To: 

Cc: 

Subject: 

yes 

Dan McCutcheon [danm@starpipeproducts.com] 

Wednesday, May 07, 200804:12:10 PM 

TB2 (Tom Brakefield - ALX); Long, Thad G.; Tom Brakefield; VP (Victor Pais 
- CR!\~); rtatman@ty!erunion.com; Gary Cra\Nford 

Herren, K. Wood; McKibben, Michael D. 

RE: 

From: TB2 (Tom Brakefield - ALX) [mailto:tb2@sigmaco.com] 
Sent: Monday, May OS, 2008 6:07 PM 
To: Long, Thad G.; Tom Brakefield; VP (Victor Pais - CRM); Dan McCutcheon; 
rtatman@lylerunion.com; Gary Crawford 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: RE: 

yes! I! Sigma and we vvi!! be sending the repDrt if"! this wee~". 

From: Long, Thad G. [mailto:TLONG@bradleyarant.com] 
Sent: Monday, May 05,20085:06 PM 
To: Long, Thad G.; Tom Brakefield; TB2 (Tom Brakefield - ALX); VP (Victor Pais - CRM); Dan 
McCutcheon; rtatman@lylerunion.com; Gary Crawford 
Cc; Herren, K. v'Vood; jvjcKibben, jvjichaei D. 
Subject: RE: 

Having hn;:mj no dismmT, can W(-';, 8Sfmmc nver<jonc concurs wittl ttl[~se reporting procndures and 
parameters. so Hlai reportin~! can begin by mid-May? Please confirm. Tt-lanks. 

Thad G. Long 

For Attorney Profile click below 

Thad G. Long 
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From: Long, Thad G. 
Sent: Friday f Apri! 25r 2008 4:46 PM 
To: 'Tom Brakefield'; 'TB2@sigmaco.com'; 'VP (Victor Pais - CRM)'; 'Dan McCutcheon'; 
rtatman@tylerunion.com; 'Gary Crawford' 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: 

Genfh:)men: 

This morning there 'Nas .a confemnce 1e!8phone cell! to discuss certain issues rC!8tinO to DIFRA 
member reporting Gr dat3, in o.vhicfl trie participants Viere Tom Brakefield and Vidar p7>8i:..; (Sigma). 
Tick Tatman (Tyler-McWane) cmd DC!.n MGCutcl"ieon (Star). Gcuy Cn::!.wford of U.S. Pipe was out of 
fhe country but had previously said he would f]ccept wilatever decision waf> rnade concerning 
these reporting issues. The subjects o'fthe teiephone call were: (1) the 'format o'fthe reporting 
forrns ~md reporting st~:mdRl"ds 'for assuring that data 'were fJeing reported in 8 consistent m~:mnel" 
8cmss HIC various reporting com panics; and (2) HIC I]t;cHJraprlic area 01 B8ics to bt: InciU(jf;(j in 
the reporting data. A consensus was reached on all these outstanding issues, and I am 
undertaking in this ernE!! to surnrnarize the conclusions fieac·hed and t·J interJn.1te them with 
prENious (jfH~isiOrlS :::md reiteratE; thern in a single compmtlcnsivc Bumm8rizing email tlerein. 

1. Reporting Area Geographicaliy. and Reporting Subiect (Shipments. not Saies). The 
geogrAphic exicnt covered by fhe mporting would inclu.je rrhipn!.~.D_t"! in ton~ (Sh'OIli: ton~ -
2,000#) of the _EillHr§::I)L01_JJ1~y['lJ.t.iLrL~_~~_§ __ $ ___ !:.l!l_(LP_~_?J~_gJ~!~_9. but excluding all of the rest of 
the ·world. For example, neitller Canada nor Mexico, nor Central America, nor Soutll America nor 
We Caribtman woul(j tm inClu(j(-;(j, nut Alaska, Hawaii 8rl(j Pm;rto Rico would tm Includect Plcam; 
note that SHIPMENT figures should be used, rather than sales li~Jures, since sales can be 
G~mce!ed and never shipped, 3nd saies Gould refleGt items 'Nhose shippinf1 date is so far in the 
future as not to reflect reliably current economic activity in the products. Reporting forms have 
been attached. 

2. E!imination of Duplications !n Report!ng. Reporting companie$ would exclude, f'rum 
reported shipments. all shipments to other D!FRA members who also report Thus if rnember A 
ships t·J member B, rnember A would subtract out of'its repmi whatever the shipments Vifere to 
rr,:;mber 8; but 'Nh:;n rr.:;mber 8 ships th:; items it has purchased 'trom merr,ber A, member B 
would report those sl'lipments. In ttlat manner, tliere will be no duplic.t:!tion of sliipments of Ule 
same ifems from two companies which fl<'lch make shipmenfs of the same physical items To 
elaborate further, if a DIFRA mernber ships to another ductile iron filtings supplier which is NOT a 
DIFRA rncrnber (such as a smaller importer of dudile iron fitlings), the shipping member lNOULD 
report that shiprnent, because thoro would bo no duplication in any ot the reported saies data, 
since the purcflaser in this example in nut a D!FRA member and would not be participating in 
supplying data. 

3. Definition. "Non-Flange fittings" mean mean all types of fittings, specialty or otiler.;vise. which 
are not tlangctj fittings, such a5 M,J, restrain. grooved ant] flanged contigurations (such a5 M,J & 
llange. T,i & flange. etc.) 

4. "t;9_~i]!~.nce~!~J~.t9J~_~jLqJ:!jD.~..I.!.~!t~f[~_'!!.~~!!rr~LF$§!QI.tjDJ1Q~,~,QJ.Li1~.?.: It was determ i ned in 
HIe cOllf8relic8 call U'l.at feporLs would be submitted by all DIFRA iTI8Ini:Je!"s Ih) late!" tha(1 rv18y 15, 
:":OD8 (which would refled dafa tor April 20D8 and for prior time periods as wi!! be indicated 
below). <:ind Hwt rnonHlly reports wDuld thereafter be H1<i(le by the 15Hl calemlar (late uf eat:h 
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From: Long, Thad G. 
Sent: Friday f Apri! 25r 2008 4:46 PM 
To: 'Tom Brakefield'; 'TB2@sigmaco.com'; 'VP (Victor Pais - CRM)'; 'Dan McCutcheon'; 
rtatman@tylerunion.com; 'Gary Crawford' 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: 

Genfh:)men: 

This morning there 'Nas .a confemnce 1e!8phone cell! to discuss certain issues rC!8tinO to DIFRA 
member reporting Gr dat3, in o.vhicfl trie participants Viere Tom Brakefield and Vidar p7>8i:..; (Sigma). 
Tick Tatman (Tyler-McWane) cmd DC!.n MGCutcl"ieon (Star). Gcuy Cn::!.wford of U.S. Pipe was out of 
fhe country but had previously said he would f]ccept wilatever decision waf> rnade concerning 
these reporting issues. The subjects o'fthe teiephone call were: (1) the 'format o'fthe reporting 
forrns ~md reporting st~:mdRl"ds 'for assuring that data 'were fJeing reported in 8 consistent m~:mnel" 
8cmss HIC various reporting com panics; and (2) HIC I]t;cHJraprlic area 01 B8ics to bt: InciU(jf;(j in 
the reporting data. A consensus was reached on all these outstanding issues, and I am 
undertaking in this ernE!! to surnrnarize the conclusions fieac·hed and t·J interJn.1te them with 
prENious (jfH~isiOrlS :::md reiteratE; thern in a single compmtlcnsivc Bumm8rizing email tlerein. 

1. Reporting Area Geographicaliy. and Reporting Subiect (Shipments. not Saies). The 
geogrAphic exicnt covered by fhe mporting would inclu.je rrhipn!.~.D_t"! in ton~ (Sh'OIli: ton~ -
2,000#) of the _EillHr§::I)L01_JJ1~y['lJ.t.iLrL~_~~_§ __ $ ___ !:.l!l_(LP_~_?J~_gJ~!~_9. but excluding all of the rest of 
the ·world. For example, neitller Canada nor Mexico, nor Central America, nor Soutll America nor 
We Caribtman woul(j tm inClu(j(-;(j, nut Alaska, Hawaii 8rl(j Pm;rto Rico would tm Includect Plcam; 
note that SHIPMENT figures should be used, rather than sales li~Jures, since sales can be 
G~mce!ed and never shipped, 3nd saies Gould refleGt items 'Nhose shippinf1 date is so far in the 
future as not to reflect reliably current economic activity in the products. Reporting forms have 
been attached. 

2. E!imination of Duplications !n Report!ng. Reporting companie$ would exclude, f'rum 
reported shipments. all shipments to other D!FRA members who also report Thus if rnember A 
ships t·J member B, rnember A would subtract out of'its repmi whatever the shipments Vifere to 
rr,:;mber 8; but 'Nh:;n rr.:;mber 8 ships th:; items it has purchased 'trom merr,ber A, member B 
would report those sl'lipments. In ttlat manner, tliere will be no duplic.t:!tion of sliipments of Ule 
same ifems from two companies which fl<'lch make shipmenfs of the same physical items To 
elaborate further, if a DIFRA mernber ships to another ductile iron filtings supplier which is NOT a 
DIFRA rncrnber (such as a smaller importer of dudile iron fitlings), the shipping member lNOULD 
report that shiprnent, because thoro would bo no duplication in any ot the reported saies data, 
since the purcflaser in this example in nut a D!FRA member and would not be participating in 
supplying data. 

3. Definition. "Non-Flange fittings" mean mean all types of fittings, specialty or otiler.;vise. which 
are not tlangctj fittings, such a5 M,J, restrain. grooved ant] flanged contigurations (such a5 M,J & 
llange. T,i & flange. etc.) 

4. "t;9_~i]!~.nce~!~J~.t9J~_~jLqJ:!jD.~..I.!.~!t~f[~_'!!.~~!!rr~LF$§!QI.tjDJ1Q~,~,QJ.Li1~.?.: It was determ i ned in 
HIe cOllf8relic8 call U'l.at feporLs would be submitted by all DIFRA iTI8Ini:Je!"s Ih) late!" tha(1 rv18y 15, 
:":OD8 (which would refled dafa tor April 20D8 and for prior time periods as wi!! be indicated 
below). <:ind Hwt rnonHlly reports wDuld thereafter be H1<i(le by the 15Hl calemlar (late uf eat:h 
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From: Long, Thad G. 
Sent: Friday f Apri! 25r 2008 4:46 PM 
To: 'Tom Brakefield'; 'TB2@sigmaco.com'; 'VP (Victor Pais - CRM)'; 'Dan McCutcheon'; 
rtatman@tylerunion.com; 'Gary Crawford' 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: 

Genfh:)men: 

This morning there 'Nas .a confemnce 1e!8phone cell! to discuss certain issues rC!8tinO to DIFRA 
member reporting Gr dat3, in o.vhicfl trie participants Viere Tom Brakefield and Vidar p7>8i:..; (Sigma). 
Tick Tatman (Tyler-McWane) cmd DC!.n MGCutcl"ieon (Star). Gcuy Cn::!.wford of U.S. Pipe was out of 
fhe country but had previously said he would f]ccept wilatever decision waf> rnade concerning 
these reporting issues. The subjects o'fthe teiephone call were: (1) the 'format o'fthe reporting 
forrns ~md reporting st~:mdRl"ds 'for assuring that data 'were fJeing reported in 8 consistent m~:mnel" 
8cmss HIC various reporting com panics; and (2) HIC I]t;cHJraprlic area 01 B8ics to bt: InciU(jf;(j in 
the reporting data. A consensus was reached on all these outstanding issues, and I am 
undertaking in this ernE!! to surnrnarize the conclusions fieac·hed and t·J interJn.1te them with 
prENious (jfH~isiOrlS :::md reiteratE; thern in a single compmtlcnsivc Bumm8rizing email tlerein. 

1. Reporting Area Geographicaliy. and Reporting Subiect (Shipments. not Saies). The 
geogrAphic exicnt covered by fhe mporting would inclu.je rrhipn!.~.D_t"! in ton~ (Sh'OIli: ton~ -
2,000#) of the _EillHr§::I)L01_JJ1~y['lJ.t.iLrL~_~~_§ __ $ ___ !:.l!l_(LP_~_?J~_gJ~!~_9. but excluding all of the rest of 
the ·world. For example, neitller Canada nor Mexico, nor Central America, nor Soutll America nor 
We Caribtman woul(j tm inClu(j(-;(j, nut Alaska, Hawaii 8rl(j Pm;rto Rico would tm Includect Plcam; 
note that SHIPMENT figures should be used, rather than sales li~Jures, since sales can be 
G~mce!ed and never shipped, 3nd saies Gould refleGt items 'Nhose shippinf1 date is so far in the 
future as not to reflect reliably current economic activity in the products. Reporting forms have 
been attached. 

2. E!imination of Duplications !n Report!ng. Reporting companie$ would exclude, f'rum 
reported shipments. all shipments to other D!FRA members who also report Thus if rnember A 
ships t·J member B, rnember A would subtract out of'its repmi whatever the shipments Vifere to 
rr,:;mber 8; but 'Nh:;n rr.:;mber 8 ships th:; items it has purchased 'trom merr,ber A, member B 
would report those sl'lipments. In ttlat manner, tliere will be no duplic.t:!tion of sliipments of Ule 
same ifems from two companies which fl<'lch make shipmenfs of the same physical items To 
elaborate further, if a DIFRA mernber ships to another ductile iron filtings supplier which is NOT a 
DIFRA rncrnber (such as a smaller importer of dudile iron fitlings), the shipping member lNOULD 
report that shiprnent, because thoro would bo no duplication in any ot the reported saies data, 
since the purcflaser in this example in nut a D!FRA member and would not be participating in 
supplying data. 

3. Definition. "Non-Flange fittings" mean mean all types of fittings, specialty or otiler.;vise. which 
are not tlangctj fittings, such a5 M,J, restrain. grooved ant] flanged contigurations (such a5 M,J & 
llange. T,i & flange. etc.) 

4. "t;9_~i]!~.nce~!~J~.t9J~_~jLqJ:!jD.~..I.!.~!t~f[~_'!!.~~!!rr~LF$§!QI.tjDJ1Q~,~,QJ.Li1~.?.: It was determ i ned in 
HIe cOllf8relic8 call U'l.at feporLs would be submitted by all DIFRA iTI8Ini:Je!"s Ih) late!" tha(1 rv18y 15, 
:":OD8 (which would refled dafa tor April 20D8 and for prior time periods as wi!! be indicated 
below). <:ind Hwt rnonHlly reports wDuld thereafter be H1<i(le by the 15Hl calemlar (late uf eat:h 
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would be 'tiled by May '15, 2008 VJould also mrlect some "catcll~up" data 'rO!' tile years 2006 and 
2007. Forthe vel1r2006, it is necess8r.; only to report annualaqgrega1e data forth8t entire vear. 
For the year 2007, monthly data should be reported to that year-to-year v3riations can be 
asc~rtai!1ed re!ativp, to 2003. At this time, DIFRA has ~I~cted to utilize the "lccmmting finn of 
Seiiers Richardson Vliatson Haiey & Logan LLP CPA 2'100 Southbridge P~rkway, Birmingham, 
AL 35209, to compile the data ami to report back to eadl member, monthly, aggre~Jate data only 
\Vit!1 no inforrn9.tion provided 83 to sa!es t)y any sing!o cornpsny, The dat~ s!"lou!d normally !Je 
sent to thf.! attention of RiGi< Hanf.!Y at Sf.!I!ers Richardson. unless otherwise advisf;lj, 

I vvould appreciate your comments on the reporting forms and the criteria which f10vem the fi!linf1 
out of the forms, as set forth above, ! look forward to hearing from you when yuu have had an 
opportunity to review this emaii and its attachrnems to be sure i am accurately ret'i£:cting the 
IjccisiOrlS you have made, Thanks. My bcst. Thad Long 

Thad G. Long 

F or Attorney Profile click below 

Thad 

Confidentiality Notiee: This e-mail is from a law firm and tn.1Y be protected by the attorney-client or work product privileges. If you have 
recci"'cd this mcssagc in crror, plcMc notify thc scndcr by rcplying to thi, e-mail ~nd then dclcte It from your computer. 
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would be 'tiled by May '15, 2008 VJould also mrlect some "catcll~up" data 'rO!' tile years 2006 and 
2007. Forthe vel1r2006, it is necess8r.; only to report annualaqgrega1e data forth8t entire vear. 
For the year 2007, monthly data should be reported to that year-to-year v3riations can be 
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From: 

Sent: 

To: 

Cc: 

Subject: 

guys 

Tom Brakefield [tbrakefield437@charter.netl 

Thursday, June 05,200803:15:12 PM 

'LRyb446150' 

vp (victor Pais - CRM); SBi (Siddharth Bhattacharji-CRfvl); lVlitcheii Rona 

FW: DIFRA numbers 

looks like HIe nurnbers are in 

!b2 

From: Dan jvicCutcheon [maiito:danm@starpipeproducts.com] 
Sent: Thursday, June 05, 2008 11:49 AM 
To: Tom Biakefield 
Cc: Iryb446150@aol.com 
Subject: DIFRA numbers 

Good morning Mr. President. I just sent our info in. Sorry it took us so long, but 
we were "carefully analyzing all factors including: domestic and global inflation, 
market and competitive conditions within each region; as well as performance 
against our own internal metrics". (Does that look familiar?) 
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From: 

Sent: 

To: 

Cc: 

Subject: 

guys 

Tom Brakefield [tbrakefield437@charter.netl 

Thursday, June 05,200803:15:12 PM 

'LRyb446150' 

vp (victor Pais - CRM); SBi (Siddharth Bhattacharji-CRfvl); lVlitcheii Rona 

FW: DIFRA numbers 

looks like HIe nurnbers are in 

!b2 

From: Dan jvicCutcheon [maiito:danm@starpipeproducts.com] 
Sent: Thursday, June 05, 2008 11:49 AM 
To: Tom Biakefield 
Cc: Iryb446150@aol.com 
Subject: DIFRA numbers 

Good morning Mr. President. I just sent our info in. Sorry it took us so long, but 
we were "carefully analyzing all factors including: domestic and global inflation, 
market and competitive conditions within each region; as well as performance 
against our own internal metrics". (Does that look familiar?) 
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From: 

Sent: 

To: 

Cc: 

Subject: 

guys 

Tom Brakefield [tbrakefield437@charter.netl 

Thursday, June 05,200803:15:12 PM 

'LRyb446150' 

vp (victor Pais - CRM); SBi (Siddharth Bhattacharji-CRfvl); lVlitcheii Rona 

FW: DIFRA numbers 

looks like HIe nurnbers are in 

!b2 

From: Dan jvicCutcheon [maiito:danm@starpipeproducts.com] 
Sent: Thursday, June 05, 2008 11:49 AM 
To: Tom Biakefield 
Cc: Iryb446150@aol.com 
Subject: DIFRA numbers 

Good morning Mr. President. I just sent our info in. Sorry it took us so long, but 
we were "carefully analyzing all factors including: domestic and global inflation, 
market and competitive conditions within each region; as well as performance 
against our own internal metrics". (Does that look familiar?) 
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From: 

Sent: 

To: 

Subject: 

Attachments: 

Attn: M20 

VP (Victor Pais - CRM) [vp@sigmaco.com] 

Thursday, june 19, 2008 08:15:21 Pivi 

M20 

VP to M20 : DIFRA Data and SIGMA Market Share (SMS) review 

o i FRA-5ivi 5-408-5 U ivHviARY.x is 

As you have been updated, we now have a Ductile Iron Fittings Research .L~sociation 
(DIFRA) is place -- thanks to the leadership and initiative of LK and a yeoman effort by 
TB. Thru various meetings in person and conference calls, byelaws and articles of 
association were drafted and approved, alI under the watchful eyes and expedited 
guidance of Bradley, Arrant, Rose and W-hile, a reputed law tlrm. They also have been 
part ofthe successful DIPRA for the 4 DI Pipe manufacturers. 

With certain criteria to qualify such as a minimum sales of 5,000 tons per year, the 
membership was limited to lend credibility to the membership. Out of the 5 such 
members that would have qualified, Tyler/Union, SIGMA, Star and USP joined DIFRA .. 
with ACIPCO abstaining from it. As per the mutual agreement. the combined sales data 
of each member -- in TONS (short tons) only -- in the markets of USA and Puerto Rico 
were included. while those in Canada. Panama or any other export markets were 
exc1uded. 

Also, each member's sales to other members -- such as SIGMA's to Tyler and USP -
were excluded, to avoid double counting of the industry data. Rut, any sales to ACTPCO 
was to he included, as they are not a memher and hence their sales are to he accounted 
for. 

After a fair amount of unease by Star, all 4 members turned in the sales data for 06, 07 
and 4/08. This data is sent only to a reputed accounting firm, who compiles and 
processes the data in complete confidentiality and isslles only the TOTAL INDUSTRY 
data to the la\v form, \vho in tum distributes the 'industry data' to each of the members. 

vVe finally have received the industry data; which we have processed to compute and 
compare the SIG~1.l'i-,- ]'v1arket Share (S]'v1S) data, for 06,07 and 08 (projected). Though 
the data has no surprises, it makes an interesting reading! 

This is a huge step by SIG]'vLJ1 .. and Star, in being able to demonstrate our \villingness and 
commitment to strengthen our industry and signal our willingness to grow in an 
responsible manner. Though mosL of Lhe iniLial benefiL is inLangible such as increased 
trust and respect bet\veen members, it is also the first step fro more substantial 
econo111ic benefits in the future. 

Please revievl the attached summary, \vith the NOTES, all of \vhich are self-explanatory. 

SIGTP00016204 
COr-JF!DEr-JT!AL~FTC Docket No. 9351 
FOL6. ExemptfProtected by Court Order 



CX 1092-002

PUBLIC

PLEASE USE THIS INFORMATION WITH PROPER JUDGMENT AND DISCRETION. 
THIS IS NOT FOR COMMON DISTRIBUTION! 

SIGMA Corp 
609-758-0800 x 555 
609-.'i29-2020 (cell) 
vP(uJSiglnaco.colll 

SIGTP00016205 
COr-JF!DE!'-JT!AL~FTC Docket No. 9351 
FOL6. ExemptfProtected by Court Order 
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THIS DC )CUrv'E~~T IS 
rRonucrn iN NJA

\ Tivr 

SIGTP00016206 
COf\JF!DEf\JT!AL~FTC Docket f\Jo. 9351 
FO!ft. Exempt/Protected by Court Order 



Tonnage is in short tons. Projected 2008 is based on 408 tonnage @ 28%. ACIPCO includes AVH also.

ACIPCO
SIZE TYPE TONS SMS SIZE % TONS TONS SMS SIZE % TONS SIZE %

2"-12" Flanged 5,603 32% 16% 329 5,274 30% 17% 17,623 13%
2"-12" All Other 19,687 23% 57% 1,459 18,227 21% 58% 85,228 63%

SMALL 25,290 25% 74% 1,788 23,501 23% 75% 102,851 76%
14"-24" Flanged 1,890 34% 6% 362 1,528 28% 5% 5,532 4%
14"-24" All Other 4,922 26% 14% 622 4,301 22% 14% 19,213 14%

MEDIUM 6,812 28% 20% 984 5,828 24% 18% 24,745 18%
> 24" Flanged 517 42% 2% 12 505 41% 2% 1,219 1%
> 24" All Other 1,706 29% 5% 21 1,684 29% 5% 5,792 4%

LARGE 2,223 32% 6% 34 2,189 31% 7% 7,011 5%

TOTAL 34,325 25% 100% 2,806 31,519 23% 100% 134,607 100%

ACIPCO INDUSTRY SIGMA  SIGMA
SIZE TYPE TONS SMS SIZE % TONS TONS SMS SIZE % TONS SIZE % TOTAL TOTAL W/O ACIPCO
2"-12" Flanged 5,846 37% 16% 375 5,471 34% 16% 15859 13% ‐10.0% 4.3% 3.7%
2"-12" All Other 20,713 27% 58% 838 19,875 26% 59% 76539 63% ‐10.2% 5.2% 9.0%

SMALL 26,558 29% 74% 1,213 25,345 27% 75% 92,398 76% ‐10.2% 5.0% 7.8%
14"-24" Flanged 1,953 40% 5% 382 1,571 32% 5% 4875 4% ‐11.9% 3.3% 2.8%
14"-24" All Other 4,810 28% 13% 454 4,356 25% 13% 17327 14% ‐9.8% ‐2.3% 1.3%

MEDIUM 6,763 30% 19% 837 5,926 27% 17% 22,202 18% ‐10.3% ‐0.7% 1.7%
> 24" Flanged 615 56% 2% 18 597 54% 2% 1095 1% ‐10.2% 18.9% 18.3%
> 24" All Other 2,052 38% 6% 55 1,997 37% 6% 5392 4% ‐6.9% 20.3% 18.6%

LARGE 2,666 41% 7% 73 2,594 40% 8% 6,487 5% ‐7.5% 20.0% 18.5%

TOTAL 35,987 30% 100% 2,122 33,865 28% 100% 121,087 100% ‐10.0% 4.8% 7.4%

Yr‐to‐Yr %

SIGMA TONNAGE AND MARKET SHARE BASED ON DIFRA DATA

INDUSTRYSIGMA SIGMA w/o ACIPCO

INDUSTRY

2007

2006

SIGMA SIGMA w/o ACIPCO

CX 1092-004

PUBLIC



ACIPCO INDUSTRY SIGMA  SIGMA
SIZE TYPE TONS SMS SIZE % TONS TONS SMS SIZE % TONS SIZE % TOTAL TOTAL W/O ACIPCO
2"-12" Flanged 5,912 36% 15% 930 4,981 30% 15% 16,596 14% 4.6% 1.1% ‐8.9%
2"-12" All Other 23,035 32% 59% 3,958 19,077 26% 58% 73,032 60% ‐4.6% 11.2% ‐4.0%

SMALL 28,947 32% 74% 4,888 24,059 27% 73% 89,629 74% ‐3.0% 9.0% ‐5.1%
14"-24" Flanged 2,213 38% 6% 564 1,649 28% 5% 5,804 5% 19.0% 13.3% 5.0%
14"-24" All Other 5,272 29% 14% 370 4,902 27% 15% 18,261 15% 5.4% 9.6% 12.5%

MEDIUM 7,485 31% 19% 934 6,551 27% 20% 24,064 20% 8.4% 10.7% 10.5%
> 24" Flanged 653 49% 2% 11 642 48% 2% 1,325 1% 21.0% 6.2% 7.5%
> 24" All Other 1,843 31% 5% 44 1,799 30% 5% 5,986 5% 11.0% ‐10.2% ‐9.9%

LARGE 2,496 34% 6% 56 2,440 33% 7% 7,311 6% 12.7% ‐6.4% ‐5.9%

TOTAL 38,928 32% 5,878 33,050 27% 121,004 ‐0.1% 8.2% ‐2.4%

NOTES :

 1. OEM sales to ACIPCO are included in SIGMA‐Sales, but not sales to USP + Clow, as both USP and Clow/McWane are DIFRA members.
 2. In 07, while the industry declined about 10%, SIGMA's volume grew about 5% including ACIPCO and about 7.5% excluding ACIPCO
 3. The 08 sales are projected using MSR‐408 @ 28%.
 4. The industry trend in 08 projects to a flat level over  07 ‐‐ with SIGMA incl ACIPCO growing about 8%, but losing about 2.5%, w/o ACICPO
 5. The SIGMA MARKET SHARE (SMS%) seems to have risen by about 5 points in  07 over 06, without our Sales to ACIPCO ‐‐ from 23% to 28%
 6. The SIGMA market share seems to be slightly lower by about 1 point in 08 so far, as compared to 07, without sales to ACIPCO
 7. In addition to the 4 members ‐‐ Tyler + SIGMA + Star + USP ‐‐ the rest of the suppliers in the industry, such as Metalfit + SIP +NAPAC
     + ACIPCO (in addition to our Sales to them) may account for an additional about 9,000 to 10,000 tons or about 8% to 9% of the total market

Yr‐to‐Yr %
SIGMA INDUSTRY

PROJ 2008
SIGMA w/o ACIPCO
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From: 

Sent: 

To: 

Subject: 

Hi Victor, 

Bob Leggett [bleggetl@muellerwp.coml 

Wednesday, July 01, 2009 11:37:32 AM 

VP (Victor Pais-CRM) 

AWWA Foiiow Up 

So enjoyea meeting you ana our alscusslon at AVVVVA. i understand that your team is working with 
Robert Holcombe regarding domestic fittings production for Sigma at Albertville, and we are also going to 
evaluate some parts for production at our Columbia, PA foundry. ! hope we wil! talk again before you 
make your final decision for a source. 

I would also like to get my team involved with the right folks to discuss your proposal to be a US agent for 
our adjustable manhole covers made in St. Jerome. Who should we start the discussion with? I think it is 
worth expioring. 

I also wanted to foliovv up "vvitrl James, your chairman. If you recali he did not have a business card "vvrlen 
we met. I was very interested in his experience at Elster and a number of folks he might be able to 
connect me with, especially his fanner US president now at Accenture. Could you please forward his 
contact info at your earliest convenience. 

Again it was a pleasure to meet such a well know industry figure: 

Kind Regards, 

Bob L. 

Robert G. Leggett 
Chief Operating Officer 
Mueller Water Products, Inc. 
1200 Abernathy Road, N.E. 
Suite 1200 
Aiiania. GA 30328 
Phone (770) 206-4222 
Mobile (717) 314-3879 
Fax (770) 206-4260 
~}}:}1:JV!..U.~dWPc9:)m 

Tins e-mail message is confidential and intended only for the above named recipient(s). It may contain infoffi"lation 
that is privileged or exempt from disclosure under appiicable hl\v. l£you have received this message in error or ille 
not the above named recipient(s) please immediately notify the sender at the munber listed above and delete tillS e
mail message from your computer. 

SIG - 0034946 
Confidential 
FOIA Exempt 
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Bob Leggett [bleggetl@muellerwp.coml 
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AWWA Foiiow Up 

So enjoyea meeting you ana our alscusslon at AVVVVA. i understand that your team is working with 
Robert Holcombe regarding domestic fittings production for Sigma at Albertville, and we are also going to 
evaluate some parts for production at our Columbia, PA foundry. ! hope we wil! talk again before you 
make your final decision for a source. 

I would also like to get my team involved with the right folks to discuss your proposal to be a US agent for 
our adjustable manhole covers made in St. Jerome. Who should we start the discussion with? I think it is 
worth expioring. 

I also wanted to foliovv up "vvitrl James, your chairman. If you recali he did not have a business card "vvrlen 
we met. I was very interested in his experience at Elster and a number of folks he might be able to 
connect me with, especially his fanner US president now at Accenture. Could you please forward his 
contact info at your earliest convenience. 

Again it was a pleasure to meet such a well know industry figure: 

Kind Regards, 

Bob L. 

Robert G. Leggett 
Chief Operating Officer 
Mueller Water Products, Inc. 
1200 Abernathy Road, N.E. 
Suite 1200 
Aiiania. GA 30328 
Phone (770) 206-4222 
Mobile (717) 314-3879 
Fax (770) 206-4260 
~}}:}1:JV!..U.~dWPc9:)m 

Tins e-mail message is confidential and intended only for the above named recipient(s). It may contain infoffi"lation 
that is privileged or exempt from disclosure under appiicable hl\v. l£you have received this message in error or ille 
not the above named recipient(s) please immediately notify the sender at the munber listed above and delete tillS e
mail message from your computer. 
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From: 

Sent: 

To: 

Subject: 

Hi Victor, 

Bob Leggett [bleggetl@muellerwp.coml 

Wednesday, July 01, 2009 11:37:32 AM 

VP (Victor Pais-CRM) 

AWWA Foiiow Up 

So enjoyea meeting you ana our alscusslon at AVVVVA. i understand that your team is working with 
Robert Holcombe regarding domestic fittings production for Sigma at Albertville, and we are also going to 
evaluate some parts for production at our Columbia, PA foundry. ! hope we wil! talk again before you 
make your final decision for a source. 

I would also like to get my team involved with the right folks to discuss your proposal to be a US agent for 
our adjustable manhole covers made in St. Jerome. Who should we start the discussion with? I think it is 
worth expioring. 

I also wanted to foliovv up "vvitrl James, your chairman. If you recali he did not have a business card "vvrlen 
we met. I was very interested in his experience at Elster and a number of folks he might be able to 
connect me with, especially his fanner US president now at Accenture. Could you please forward his 
contact info at your earliest convenience. 

Again it was a pleasure to meet such a well know industry figure: 

Kind Regards, 

Bob L. 

Robert G. Leggett 
Chief Operating Officer 
Mueller Water Products, Inc. 
1200 Abernathy Road, N.E. 
Suite 1200 
Aiiania. GA 30328 
Phone (770) 206-4222 
Mobile (717) 314-3879 
Fax (770) 206-4260 
~}}:}1:JV!..U.~dWPc9:)m 

Tins e-mail message is confidential and intended only for the above named recipient(s). It may contain infoffi"lation 
that is privileged or exempt from disclosure under appiicable hl\v. l£you have received this message in error or ille 
not the above named recipient(s) please immediately notify the sender at the munber listed above and delete tillS e
mail message from your computer. 

SIG - 0034946 
Confidential 
FOIA Exempt 



 
 
 

CX 1113 

 
 

 
 
 

PUBLIC



From: 

Sent: 

To: 

Cc: 

Subject: 

G. Ruffner Page, Jr. [RPage@mcwane.com] 

Friday, January 04,200804:29:04 PM 

VP (Viclor Pais - CRM) 

twaiton@mh-vaive.com; rtatman@tyierpipe.com 

RE: VIctor to Ruffner: Response to your feedback -- a strategic opportunity ... 

It. has. occurred to r:le that with China costs rising and us having exce:ss tir:le available on our D!SAS 
<J(Ound t.he planLs, INP: could suppiy yClU with s.rn;::;li cornpacL fittings;:it;::; cml'"lpNitivp price. Let" rnp: know 

'lour thoughts. Rick Tatman vvould be t.he appropriate point. of cont.act. if you or \four folks have any 
int.eresi- in discussing. 

R 

From: VP (Victor Pais - CRM) [mailto:vp@sigmaco.com] 
Sent: Friday, December 14, 2007 12:31 PM 
To: G. Ruffner Page, Jr. 
Cc: James M. Proctor 
Subject: Victor to Ruffner: Response to your feedback -- a strategic opportunity ... 

SIGMA YOUI' Fitting 
Choice ... 

December 14, 2007 
To: Mr. Ruffner Page - McWane 

Ruffner, 

Thank you for your quick response to my request for a meeting. 1 am relieved to find that you are not 
peeved vvith me! 

As per your suggestion, T am glad to present the follmving thoughts which point to a great opporhmity for 
McWane. 

As you are aware, because of our global relationships, we have been fortunate to have developed a few 
trusting relationships v'iith industr)' leaders in China and india and some of them are manufacturers of D 1 
Pipe in where SIGMA has found no strategic interest to engage in the business as \ve are committed to 
focus on more value added and service oriented products suitable for a medium size business like ours. I 
had gathered from my previous conversation with you that you are indeed interested in explol'ing 
opportunities in the VVater Works indu~1:r'y in the global lllarket and had in fact pursued some 
opportunities yourself. 

SIG - 0052897 
Confidential 
FOIA Exempt 
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Cc: 
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G. Ruffner Page, Jr. [RPage@mcwane.com] 
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VP (Viclor Pais - CRM) 

twaiton@mh-vaive.com; rtatman@tyierpipe.com 

RE: VIctor to Ruffner: Response to your feedback -- a strategic opportunity ... 
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'lour thoughts. Rick Tatman vvould be t.he appropriate point. of cont.act. if you or \four folks have any 
int.eresi- in discussing. 
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From: VP (Victor Pais - CRM) [mailto:vp@sigmaco.com] 
Sent: Friday, December 14, 2007 12:31 PM 
To: G. Ruffner Page, Jr. 
Cc: James M. Proctor 
Subject: Victor to Ruffner: Response to your feedback -- a strategic opportunity ... 

SIGMA YOUI' Fitting 
Choice ... 

December 14, 2007 
To: Mr. Ruffner Page - McWane 

Ruffner, 

Thank you for your quick response to my request for a meeting. 1 am relieved to find that you are not 
peeved vvith me! 

As per your suggestion, T am glad to present the follmving thoughts which point to a great opporhmity for 
McWane. 

As you are aware, because of our global relationships, we have been fortunate to have developed a few 
trusting relationships v'iith industr)' leaders in China and india and some of them are manufacturers of D 1 
Pipe in where SIGMA has found no strategic interest to engage in the business as \ve are committed to 
focus on more value added and service oriented products suitable for a medium size business like ours. I 
had gathered from my previous conversation with you that you are indeed interested in explol'ing 
opportunities in the VVater Works indu~1:r'y in the global lllarket and had in fact pursued some 
opportunities yourself. 
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Confidential 
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From: 

Sent: 

To: 

Cc: 

Subject: 

G. Ruffner Page, Jr. [RPage@mcwane.com] 

Friday, January 04,200804:29:04 PM 

VP (Viclor Pais - CRM) 

twaiton@mh-vaive.com; rtatman@tyierpipe.com 

RE: VIctor to Ruffner: Response to your feedback -- a strategic opportunity ... 

It. has. occurred to r:le that with China costs rising and us having exce:ss tir:le available on our D!SAS 
<J(Ound t.he planLs, INP: could suppiy yClU with s.rn;::;li cornpacL fittings;:it;::; cml'"lpNitivp price. Let" rnp: know 

'lour thoughts. Rick Tatman vvould be t.he appropriate point. of cont.act. if you or \four folks have any 
int.eresi- in discussing. 

R 

From: VP (Victor Pais - CRM) [mailto:vp@sigmaco.com] 
Sent: Friday, December 14, 2007 12:31 PM 
To: G. Ruffner Page, Jr. 
Cc: James M. Proctor 
Subject: Victor to Ruffner: Response to your feedback -- a strategic opportunity ... 

SIGMA YOUI' Fitting 
Choice ... 

December 14, 2007 
To: Mr. Ruffner Page - McWane 

Ruffner, 

Thank you for your quick response to my request for a meeting. 1 am relieved to find that you are not 
peeved vvith me! 

As per your suggestion, T am glad to present the follmving thoughts which point to a great opporhmity for 
McWane. 

As you are aware, because of our global relationships, we have been fortunate to have developed a few 
trusting relationships v'iith industr)' leaders in China and india and some of them are manufacturers of D 1 
Pipe in where SIGMA has found no strategic interest to engage in the business as \ve are committed to 
focus on more value added and service oriented products suitable for a medium size business like ours. I 
had gathered from my previous conversation with you that you are indeed interested in explol'ing 
opportunities in the VVater Works indu~1:r'y in the global lllarket and had in fact pursued some 
opportunities yourself. 
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Confidential 
FOIA Exempt 



At this point, I would like to interest you "with an opportunity to take an early entry position to benefit 
from the sizable boom in infrastmcture in certain emerging markets such as India and the Middle East 
but more specifically UAE and Saudi Arabia. The ME market desen'es particular attention as there seems 
to be strategic commitment to channel their \vindfall in oil reyenne into bnilding a broad based infra
stnlcture to support a diverse local manufacturing and senice sector and prmide long term job creation 
to the local ]X)pulation most of \-vho are currently supported by govenlment benefits. Our beloyed 
\'I."aten'l.'Orks and related industries thus have an immediate and sizable potentiaL 

While there is some production of DI pipe in the Middle East market, most is imported from China and 
India and I think there is a strong opIXJrtunity for a successful joint venture that can combine McVVane's 
strong position as a manufacttlre of a full range of products with SIGMA's international marketing in 
Vlater \Alorks and other products and our close relationship "with DI pipe manufacturers in India. 'Ne also 
know one large manufacturing/trading gronp in Dubai who is a .. veil connected and resourceful company 
and is keen to partner with proyen Western manufacturers for a ,I/v to set up local manufacturing 
operation for DI Pipe and other Waterworks products including even processing plant. While 
manufacturers from India and China are exporting hem.ily to the ME markets, there is a strong preference 
[or a vVesLern brand specially vv!Lh some local conLenL. 1 believe \'\-e can joinLly capiLali.le on Ulis 
opporhmity to create a new brand for the vVatenvorks products, leveraging our respectiye synergies and 
expertise. 

Apart from this inYestment opportwlity being sound on its 0\,\~1 merit, this proactive initiative ""ill also 
give McWane an active global presence and an oP.IX>rtunit.y to develop closer relationships \-",ith other 
global manufacttlrers. We are \\illing to commit our 25 years of expertise in these areas, cultivating 
persona! relationships and credibilit.'l based on trust and our commitment to professional norms, to bring 
tangible and intangible benefits to the proposed joint venture. 
As 1 will be making a visit to India in early Jauuar.y - both for lJersonal and business reasons, 1 alll eager 
to meet with you to discuss this opportunity in greater detail in person. This is why T requested the 
meeting and I hope you will have a real interest in tllis opportunity and personally I encourage you to 
consider it, even as I aill a\--~"are that ,you are invoh"ed in a major restructuring of your O\'\-n operations in 
the USA. 

Since next week is about the only opportunity we have before the holidays, T \-vould like an opportunity to 
meet with you with other ke.y senior McWane personnel, Tuesday 12/18/07 or Wednesday 12/19/07. 
"Vhile T ~all cuntinue this dialog with others like Mike Keel later, T feel it is important to start with a 
discussion with yOli. 

Looking fon-Yard to seeing you next week. 

Best Regards 

1)ictor' Q?ais 

SIGlVIA Corp 
609-758-0800 x 555 
609-529-2020 (ccll) 
vp@sigmaco.com 

SIG - 0052898 
Confidential 
FOIA Exempt 
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At this point, I would like to interest you "with an opportunity to take an early entry position to benefit 
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While there is some production of DI pipe in the Middle East market, most is imported from China and 
India and I think there is a strong opIXJrtunity for a successful joint venture that can combine McVVane's 
strong position as a manufacttlre of a full range of products with SIGMA's international marketing in 
Vlater \Alorks and other products and our close relationship "with DI pipe manufacturers in India. 'Ne also 
know one large manufacturing/trading gronp in Dubai who is a .. veil connected and resourceful company 
and is keen to partner with proyen Western manufacturers for a ,I/v to set up local manufacturing 
operation for DI Pipe and other Waterworks products including even processing plant. While 
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global manufacttlrers. We are \\illing to commit our 25 years of expertise in these areas, cultivating 
persona! relationships and credibilit.'l based on trust and our commitment to professional norms, to bring 
tangible and intangible benefits to the proposed joint venture. 
As 1 will be making a visit to India in early Jauuar.y - both for lJersonal and business reasons, 1 alll eager 
to meet with you to discuss this opportunity in greater detail in person. This is why T requested the 
meeting and I hope you will have a real interest in tllis opportunity and personally I encourage you to 
consider it, even as I aill a\--~"are that ,you are invoh"ed in a major restructuring of your O\'\-n operations in 
the USA. 
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At this point, I would like to interest you "with an opportunity to take an early entry position to benefit 
from the sizable boom in infrastmcture in certain emerging markets such as India and the Middle East 
but more specifically UAE and Saudi Arabia. The ME market desen'es particular attention as there seems 
to be strategic commitment to channel their \vindfall in oil reyenne into bnilding a broad based infra
stnlcture to support a diverse local manufacturing and senice sector and prmide long term job creation 
to the local ]X)pulation most of \-vho are currently supported by govenlment benefits. Our beloyed 
\'I."aten'l.'Orks and related industries thus have an immediate and sizable potentiaL 

While there is some production of DI pipe in the Middle East market, most is imported from China and 
India and I think there is a strong opIXJrtunity for a successful joint venture that can combine McVVane's 
strong position as a manufacttlre of a full range of products with SIGMA's international marketing in 
Vlater \Alorks and other products and our close relationship "with DI pipe manufacturers in India. 'Ne also 
know one large manufacturing/trading gronp in Dubai who is a .. veil connected and resourceful company 
and is keen to partner with proyen Western manufacturers for a ,I/v to set up local manufacturing 
operation for DI Pipe and other Waterworks products including even processing plant. While 
manufacturers from India and China are exporting hem.ily to the ME markets, there is a strong preference 
[or a vVesLern brand specially vv!Lh some local conLenL. 1 believe \'\-e can joinLly capiLali.le on Ulis 
opporhmity to create a new brand for the vVatenvorks products, leveraging our respectiye synergies and 
expertise. 

Apart from this inYestment opportwlity being sound on its 0\,\~1 merit, this proactive initiative ""ill also 
give McWane an active global presence and an oP.IX>rtunit.y to develop closer relationships \-",ith other 
global manufacttlrers. We are \\illing to commit our 25 years of expertise in these areas, cultivating 
persona! relationships and credibilit.'l based on trust and our commitment to professional norms, to bring 
tangible and intangible benefits to the proposed joint venture. 
As 1 will be making a visit to India in early Jauuar.y - both for lJersonal and business reasons, 1 alll eager 
to meet with you to discuss this opportunity in greater detail in person. This is why T requested the 
meeting and I hope you will have a real interest in tllis opportunity and personally I encourage you to 
consider it, even as I aill a\--~"are that ,you are invoh"ed in a major restructuring of your O\'\-n operations in 
the USA. 

Since next week is about the only opportunity we have before the holidays, T \-vould like an opportunity to 
meet with you with other ke.y senior McWane personnel, Tuesday 12/18/07 or Wednesday 12/19/07. 
"Vhile T ~all cuntinue this dialog with others like Mike Keel later, T feel it is important to start with a 
discussion with yOli. 

Looking fon-Yard to seeing you next week. 

Best Regards 
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SIGlVIA Corp 
609-758-0800 x 555 
609-529-2020 (ccll) 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Victor, 

Rick Tatman [RTatman@TylerPipe.com] 

Friday, February 01,200809:05:51 AM 

VP (Victor Pais - CRM) 

rpage@mcwane.com; lLeon fVlcCuiiough 1
; lThomas Waiton 1 

3"-8" DIWF from Tyler/Union 

For your consideration I'd like to propose providing Sigma with 3" - 8" Ductile 
Iron Waterworks fittings @ $1,220 per ton FOB Anniston, AL. Terms would be 
30 days net with no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma branding, 
we'd limit the availability to the top 12-20 items and require a substantial 
minimum volume commitment. 

There are probably other commercia! or legal issues !'d need to check on prior to 
being able to make a firm commitment. Before going through that exercise, I'd 
like to receive your feedback on the conditions above as \Ne!! as the volume 
commitment Sigma would be comfortable committing to. 

Regards, 

~ {iIi!;dJ 7~ 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Victor, 

Rick Tatman [RTatman@TylerPipe.com] 

Friday, February 01,200809:05:51 AM 

VP (Victor Pais - CRM) 

rpage@mcwane.com; lLeon fVlcCuiiough 1
; lThomas Waiton 1 

3"-8" DIWF from Tyler/Union 

For your consideration I'd like to propose providing Sigma with 3" - 8" Ductile 
Iron Waterworks fittings @ $1,220 per ton FOB Anniston, AL. Terms would be 
30 days net with no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma branding, 
we'd limit the availability to the top 12-20 items and require a substantial 
minimum volume commitment. 

There are probably other commercia! or legal issues !'d need to check on prior to 
being able to make a firm commitment. Before going through that exercise, I'd 
like to receive your feedback on the conditions above as \Ne!! as the volume 
commitment Sigma would be comfortable committing to. 

Regards, 

~ {iIi!;dJ 7~ 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

SIG - 0053397 
Confidential 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Victor, 

Rick Tatman [RTatman@TylerPipe.com] 

Friday, February 01,200809:05:51 AM 

VP (Victor Pais - CRM) 

rpage@mcwane.com; lLeon fVlcCuiiough 1
; lThomas Waiton 1 

3"-8" DIWF from Tyler/Union 

For your consideration I'd like to propose providing Sigma with 3" - 8" Ductile 
Iron Waterworks fittings @ $1,220 per ton FOB Anniston, AL. Terms would be 
30 days net with no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma branding, 
we'd limit the availability to the top 12-20 items and require a substantial 
minimum volume commitment. 

There are probably other commercia! or legal issues !'d need to check on prior to 
being able to make a firm commitment. Before going through that exercise, I'd 
like to receive your feedback on the conditions above as \Ne!! as the volume 
commitment Sigma would be comfortable committing to. 

Regards, 

~ {iIi!;dJ 7~ 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

SIG - 0053397 
Confidential 
FOIA Exempt 
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From: 
Sent: 
To: 
Cc: 
Subject: 

Dan McCutcheon [danrn@starpipeproducts.com] 

Tuesday, February 19, 200805:52:00 AM 
VP (Victor Pais - CRivi) 
Da n McCutcheon 
Nit Noi Thai Restaurant & Nit i'lioi Cafe 

htip:l/www.nitnoiU-lai.cofn/woodway_iocation.pt-l p 

how about Nit Noi on \flJoodway @ 12:30? it is close to where you are 
staying. the map is on the attachment. I will need to leave by 2:30. 

SIG - 0053608 
Confidential 
FOIA Exempt 
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From: 
Sent: 
To: 
Cc: 
Subject: 

Dan McCutcheon [danrn@starpipeproducts.com] 

Tuesday, February 19, 200805:52:00 AM 
VP (Victor Pais - CRivi) 
Da n McCutcheon 
Nit Noi Thai Restaurant & Nit i'lioi Cafe 

htip:l/www.nitnoiU-lai.cofn/woodway_iocation.pt-l p 

how about Nit Noi on \flJoodway @ 12:30? it is close to where you are 
staying. the map is on the attachment. I will need to leave by 2:30. 

SIG - 0053608 
Confidential 
FOIA Exempt 
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From: 
Sent: 
To: 
Cc: 
Subject: 

Dan McCutcheon [danrn@starpipeproducts.com] 

Tuesday, February 19, 200805:52:00 AM 
VP (Victor Pais - CRivi) 
Da n McCutcheon 
Nit Noi Thai Restaurant & Nit i'lioi Cafe 

htip:l/www.nitnoiU-lai.cofn/woodway_iocation.pt-l p 

how about Nit Noi on \flJoodway @ 12:30? it is close to where you are 
staying. the map is on the attachment. I will need to leave by 2:30. 

SIG - 0053608 
Confidential 
FOIA Exempt 
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From: 

Sent: 

To: 

Cc: 

Mitchell Rona 

Tuesday, March 11, 2008 08:16:03 AM 

5B1 (5iddharth Bhattacharji-CRM); VP (Victor Pais - CRM) 

lGRi (Gopi Ramanathan-CRivif; lSSil; CSi (Craig Schapiro - CRivi); SB2 
(Stuart Box - CRM) 

Subject: RE: sbl to mrl+ssl:: 3 1t _8 1t DIWF from Tyler/Union 

Siddharth, 

let's put fogether our 200 S-I mix and Ulen I will work wifh thcm to mtJke HIe plan. 

As long we do 'what we say I think they will begin the process 'with us, 

From: 5Bl (5iddharth Bhattacharji-CRM) 
Sent: Tuesday, March 11,200812:32 AM 
To: Mitchell Rona; VP (Victor Pais - CRM) 
Cc: 'GRl (Go pi Ramanathan-CRM),; '551'; C51 (Craig Schapiro - CRM); 5B2 (Stuart Box - CRM) 
Subject: sbl to mrl+ssl: : 3;;-8;; DIWF from Tyler/Union 

wii! not be m!Jking al1y distinction bebN'?en ftgs IT:ade in Tylet!Ul1ion !Jnd el:;ewhete. Since the 

SSl -- please see VJ'h3t is our tata! !J5:3ge of these is items. i dQubt \ve can r:13Ke 200!\~T 'with just 

lS items since we have to still give some tonnage t.o our eXisting <;uppliet"s. 
Can \"j'2; if \ve can reach this tonnage inciuding sorne rrC'f€ Le'2;s !lk'2; 3;.;6, 8,,;;8,890, etc:? 

Rgds/ 

From: ~·1itchell Rona 
Sent: Monday, March 10, 2008 10: 55 PM 
To: VP (Victor Pais - CRM) 
Cc: 5Bl (5iddharth Bhattacharji-CRM); GRl (Gopi Ramanathan-CRM); 551; C51 (Craig 
Schapiro - CRM); 5B2 (Stuart Box - CRM) 
Subject: FW: 3"-8" DIWF from Tyler/Union 

Guys, 
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From: 

Sent: 

To: 

Cc: 

Mitchell Rona 

Tuesday, March 11, 2008 08:16:03 AM 

5B1 (5iddharth Bhattacharji-CRM); VP (Victor Pais - CRM) 

lGRi (Gopi Ramanathan-CRivif; lSSil; CSi (Craig Schapiro - CRivi); SB2 
(Stuart Box - CRM) 

Subject: RE: sbl to mrl+ssl:: 3 1t _8 1t DIWF from Tyler/Union 

Siddharth, 

let's put fogether our 200 S-I mix and Ulen I will work wifh thcm to mtJke HIe plan. 

As long we do 'what we say I think they will begin the process 'with us, 

From: 5Bl (5iddharth Bhattacharji-CRM) 
Sent: Tuesday, March 11,200812:32 AM 
To: Mitchell Rona; VP (Victor Pais - CRM) 
Cc: 'GRl (Go pi Ramanathan-CRM),; '551'; C51 (Craig Schapiro - CRM); 5B2 (Stuart Box - CRM) 
Subject: sbl to mrl+ssl: : 3;;-8;; DIWF from Tyler/Union 

wii! not be m!Jking al1y distinction bebN'?en ftgs IT:ade in Tylet!Ul1ion !Jnd el:;ewhete. Since the 

SSl -- please see VJ'h3t is our tata! !J5:3ge of these is items. i dQubt \ve can r:13Ke 200!\~T 'with just 

lS items since we have to still give some tonnage t.o our eXisting <;uppliet"s. 
Can \"j'2; if \ve can reach this tonnage inciuding sorne rrC'f€ Le'2;s !lk'2; 3;.;6, 8,,;;8,890, etc:? 

Rgds/ 

From: ~·1itchell Rona 
Sent: Monday, March 10, 2008 10: 55 PM 
To: VP (Victor Pais - CRM) 
Cc: 5Bl (5iddharth Bhattacharji-CRM); GRl (Gopi Ramanathan-CRM); 551; C51 (Craig 
Schapiro - CRM); 5B2 (Stuart Box - CRM) 
Subject: FW: 3"-8" DIWF from Tyler/Union 

Guys, 
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From: 

Sent: 

To: 

Cc: 

Mitchell Rona 

Tuesday, March 11, 2008 08:16:03 AM 

5B1 (5iddharth Bhattacharji-CRM); VP (Victor Pais - CRM) 

lGRi (Gopi Ramanathan-CRivif; lSSil; CSi (Craig Schapiro - CRivi); SB2 
(Stuart Box - CRM) 

Subject: RE: sbl to mrl+ssl:: 3 1t _8 1t DIWF from Tyler/Union 

Siddharth, 

let's put fogether our 200 S-I mix and Ulen I will work wifh thcm to mtJke HIe plan. 

As long we do 'what we say I think they will begin the process 'with us, 

From: 5Bl (5iddharth Bhattacharji-CRM) 
Sent: Tuesday, March 11,200812:32 AM 
To: Mitchell Rona; VP (Victor Pais - CRM) 
Cc: 'GRl (Go pi Ramanathan-CRM),; '551'; C51 (Craig Schapiro - CRM); 5B2 (Stuart Box - CRM) 
Subject: sbl to mrl+ssl: : 3;;-8;; DIWF from Tyler/Union 

wii! not be m!Jking al1y distinction bebN'?en ftgs IT:ade in Tylet!Ul1ion !Jnd el:;ewhete. Since the 

SSl -- please see VJ'h3t is our tata! !J5:3ge of these is items. i dQubt \ve can r:13Ke 200!\~T 'with just 

lS items since we have to still give some tonnage t.o our eXisting <;uppliet"s. 
Can \"j'2; if \ve can reach this tonnage inciuding sorne rrC'f€ Le'2;s !lk'2; 3;.;6, 8,,;;8,890, etc:? 

Rgds/ 

From: ~·1itchell Rona 
Sent: Monday, March 10, 2008 10: 55 PM 
To: VP (Victor Pais - CRM) 
Cc: 5Bl (5iddharth Bhattacharji-CRM); GRl (Gopi Ramanathan-CRM); 551; C51 (Craig 
Schapiro - CRM); 5B2 (Stuart Box - CRM) 
Subject: FW: 3"-8" DIWF from Tyler/Union 

Guys, 
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Confidential 
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Please; red\j be!ow from Rick. 

He had in\jicated that he wanted to limit the # of iterns they supply us in his first email. 
He has now provided a list (below) but says it is nDt firm, 

He cie.Jriv stated tfl~)Y llon't want us to fl.Jve .J complete dOm~)5tic ran;~e so we could 
quote dmnestit: jobs. 

! wid him we have no interest at this time 10 seii against Tvier in the domestic market 
said I'm sure ·1<'./8 could aSSUI'E) Tyler nf tilat fBCt. 

He-): .said if they found different they would stop .selling LIS. 

He Bi1id 11e hears tllat some of the new prices in fhe mariwt am being compromised witll 
deals. He hopes the market ·will irnprove and hopes do our part. 

! gave him the SO,55 max number tor glands, He said he would re-vie."" and try and give 
us $0.54 to $0.50. 

He felt tile expolt incentive wuuiLl not be i-edLiceu cun~hjeriijg the steep incl-e8~e:5 in li;i'i'</ 
matf:ria.is arld currency appreciAtion. 

He said A-1 should he very cOnCernf)cj about not he environmentally compliant ancj that 
after this OlympiGs this Gould quickly beGOmf) an,j issue. 

Let me knml'.J if Hlis range or the limited range can generate the 200 tons and that i5 fhe 
road we ·want to go. 

He aiso said ihat scrap is up and ii"mi he wuuiu quaiify his fiUings and giand quoie. 

Thanks. 

Milchell 

From: Rick Tatman [mailto:rtatman@tylerunlon.com] 
Sent: Monday, March 10, 2008 2:47 PM 
To: Mitchell Rona 
Subject: FW: 3"-8" DIWF from Tyler/Union 

Mitchell, 

Looks like I never 3Gtually provided the item list. Below is what we were Gonsidering 
internally. 

On fittings we'd need at least 200 tons per month of volume in order for this to make 
sense logistically. 
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Please; red\j be!ow from Rick. 

He had in\jicated that he wanted to limit the # of iterns they supply us in his first email. 
He has now provided a list (below) but says it is nDt firm, 

He cie.Jriv stated tfl~)Y llon't want us to fl.Jve .J complete dOm~)5tic ran;~e so we could 
quote dmnestit: jobs. 

! wid him we have no interest at this time 10 seii against Tvier in the domestic market 
said I'm sure ·1<'./8 could aSSUI'E) Tyler nf tilat fBCt. 

He-): .said if they found different they would stop .selling LIS. 

He Bi1id 11e hears tllat some of the new prices in fhe mariwt am being compromised witll 
deals. He hopes the market ·will irnprove and hopes do our part. 

! gave him the SO,55 max number tor glands, He said he would re-vie."" and try and give 
us $0.54 to $0.50. 

He felt tile expolt incentive wuuiLl not be i-edLiceu cun~hjeriijg the steep incl-e8~e:5 in li;i'i'</ 
matf:ria.is arld currency appreciAtion. 

He said A-1 should he very cOnCernf)cj about not he environmentally compliant ancj that 
after this OlympiGs this Gould quickly beGOmf) an,j issue. 

Let me knml'.J if Hlis range or the limited range can generate the 200 tons and that i5 fhe 
road we ·want to go. 

He aiso said ihat scrap is up and ii"mi he wuuiu quaiify his fiUings and giand quoie. 

Thanks. 

Milchell 

From: Rick Tatman [mailto:rtatman@tylerunlon.com] 
Sent: Monday, March 10, 2008 2:47 PM 
To: Mitchell Rona 
Subject: FW: 3"-8" DIWF from Tyler/Union 

Mitchell, 

Looks like I never 3Gtually provided the item list. Below is what we were Gonsidering 
internally. 

On fittings we'd need at least 200 tons per month of volume in order for this to make 
sense logistically. 
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Please; red\j be!ow from Rick. 

He had in\jicated that he wanted to limit the # of iterns they supply us in his first email. 
He has now provided a list (below) but says it is nDt firm, 

He cie.Jriv stated tfl~)Y llon't want us to fl.Jve .J complete dOm~)5tic ran;~e so we could 
quote dmnestit: jobs. 

! wid him we have no interest at this time 10 seii against Tvier in the domestic market 
said I'm sure ·1<'./8 could aSSUI'E) Tyler nf tilat fBCt. 

He-): .said if they found different they would stop .selling LIS. 

He Bi1id 11e hears tllat some of the new prices in fhe mariwt am being compromised witll 
deals. He hopes the market ·will irnprove and hopes do our part. 

! gave him the SO,55 max number tor glands, He said he would re-vie."" and try and give 
us $0.54 to $0.50. 

He felt tile expolt incentive wuuiLl not be i-edLiceu cun~hjeriijg the steep incl-e8~e:5 in li;i'i'</ 
matf:ria.is arld currency appreciAtion. 

He said A-1 should he very cOnCernf)cj about not he environmentally compliant ancj that 
after this OlympiGs this Gould quickly beGOmf) an,j issue. 

Let me knml'.J if Hlis range or the limited range can generate the 200 tons and that i5 fhe 
road we ·want to go. 

He aiso said ihat scrap is up and ii"mi he wuuiu quaiify his fiUings and giand quoie. 

Thanks. 

Milchell 

From: Rick Tatman [mailto:rtatman@tylerunlon.com] 
Sent: Monday, March 10, 2008 2:47 PM 
To: Mitchell Rona 
Subject: FW: 3"-8" DIWF from Tyler/Union 

Mitchell, 

Looks like I never 3Gtually provided the item list. Below is what we were Gonsidering 
internally. 

On fittings we'd need at least 200 tons per month of volume in order for this to make 
sense logistically. 

SIG - 0054526 
Confidential 
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Glands are a some'v'ihat easier change aver process to run yaur Brand sa the monthly 
volume hurdle on Glands would 100 tons. 

8" Pattern Combinations 
~"4oMJCpt 

8".22J/2.MJ.Cpt 
8"11Y4MJCpt 

:6" MJ Pattern Combinations 

__ ,_?_': __ ~_LI_~_~_ ~r_t __ _ 
. l5'j..1JxSwlJ:eeCRt .... 

'4" MJ Pattern Combinations 
:4" MJ I ee Cpt 

···.·.4".MJ114.BdCpt .. 
;4" MJ 45 Bd Cpt ·6x4" MJ Tee Cpt 

'5'j..1J90BdCpt 
'5" MJ 45 Bd Cpt 

. ... .. . .4"M)221I2BdCpt 
4"MJ111!4BdCpt 

5" MJ 22 1 (2" Bd Cpt 
'5" MJ 11 .1/4 ,Bd Cpt 

'R~ ('Rick) 7~ 
VP&GM Tyler/Union 

McWane Waterworks Fittings Division 
(903) 882-240 
rtatma!1@tylerunio!1.Gorn 

From: Rick Tatman [mailto:RTatman@TylerPipe,com] 
Sent: Friday, February 01, 2008 8:06 AM 
To: 'vp@sigmaco.com' 
Cc: ' (rpage@mcwane.com)'; 'Leon McCullough (Imcculiough@clowvalve.com)'; 'Thomas 
Walton (twalton@MH-Valve.com)' 
Subject: 3"-8" DIWF from Tyler/Union 

Victor, 

For your consideration I'd like to propose providing Sigma with 3" - 8" 
Ductiie iron Waterworks fittings @ $'j ,220 per ton FOB Anniston, AL. 
Terms would be 30 days net With no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma 
branding, we'd iimii ihe avaiiabiiiiy io ihe iop 'i2-20 items and require a 
substantial minimum volume commitment. 

There are probably other commercial or legal issues I'd need to check on 
prior io being abie to make a firm commitment. Before going through that 
exercise, I'd like to receive your feedback on the conditions above as well 
as the voiume commitment Sigma wouid be comfortabie committing to. 

Regards, 

~ (~) '7ar-u. 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

SIG - 0054527 
Confidential 
FOIA Exempt 
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Glands are a some'v'ihat easier change aver process to run yaur Brand sa the monthly 
volume hurdle on Glands would 100 tons. 

8" Pattern Combinations 
~"4oMJCpt 

8".22J/2.MJ.Cpt 
8"11Y4MJCpt 

:6" MJ Pattern Combinations 

__ ,_?_': __ ~_LI_~_~_ ~r_t __ _ 
. l5'j..1JxSwlJ:eeCRt .... 

'4" MJ Pattern Combinations 
:4" MJ I ee Cpt 

···.·.4".MJ114.BdCpt .. 
;4" MJ 45 Bd Cpt ·6x4" MJ Tee Cpt 

'5'j..1J90BdCpt 
'5" MJ 45 Bd Cpt 

. ... .. . .4"M)221I2BdCpt 
4"MJ111!4BdCpt 

5" MJ 22 1 (2" Bd Cpt 
'5" MJ 11 .1/4 ,Bd Cpt 

'R~ ('Rick) 7~ 
VP&GM Tyler/Union 

McWane Waterworks Fittings Division 
(903) 882-240 
rtatma!1@tylerunio!1.Gorn 

From: Rick Tatman [mailto:RTatman@TylerPipe,com] 
Sent: Friday, February 01, 2008 8:06 AM 
To: 'vp@sigmaco.com' 
Cc: ' (rpage@mcwane.com)'; 'Leon McCullough (Imcculiough@clowvalve.com)'; 'Thomas 
Walton (twalton@MH-Valve.com)' 
Subject: 3"-8" DIWF from Tyler/Union 

Victor, 

For your consideration I'd like to propose providing Sigma with 3" - 8" 
Ductiie iron Waterworks fittings @ $'j ,220 per ton FOB Anniston, AL. 
Terms would be 30 days net With no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma 
branding, we'd iimii ihe avaiiabiiiiy io ihe iop 'i2-20 items and require a 
substantial minimum volume commitment. 

There are probably other commercial or legal issues I'd need to check on 
prior io being abie to make a firm commitment. Before going through that 
exercise, I'd like to receive your feedback on the conditions above as well 
as the voiume commitment Sigma wouid be comfortabie committing to. 

Regards, 

~ (~) '7ar-u. 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

SIG - 0054527 
Confidential 
FOIA Exempt 
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Glands are a some'v'ihat easier change aver process to run yaur Brand sa the monthly 
volume hurdle on Glands would 100 tons. 

8" Pattern Combinations 
~"4oMJCpt 

8".22J/2.MJ.Cpt 
8"11Y4MJCpt 

:6" MJ Pattern Combinations 

__ ,_?_': __ ~_LI_~_~_ ~r_t __ _ 
. l5'j..1JxSwlJ:eeCRt .... 

'4" MJ Pattern Combinations 
:4" MJ I ee Cpt 

···.·.4".MJ114.BdCpt .. 
;4" MJ 45 Bd Cpt ·6x4" MJ Tee Cpt 

'5'j..1J90BdCpt 
'5" MJ 45 Bd Cpt 

. ... .. . .4"M)221I2BdCpt 
4"MJ111!4BdCpt 

5" MJ 22 1 (2" Bd Cpt 
'5" MJ 11 .1/4 ,Bd Cpt 

'R~ ('Rick) 7~ 
VP&GM Tyler/Union 

McWane Waterworks Fittings Division 
(903) 882-240 
rtatma!1@tylerunio!1.Gorn 

From: Rick Tatman [mailto:RTatman@TylerPipe,com] 
Sent: Friday, February 01, 2008 8:06 AM 
To: 'vp@sigmaco.com' 
Cc: ' (rpage@mcwane.com)'; 'Leon McCullough (Imcculiough@clowvalve.com)'; 'Thomas 
Walton (twalton@MH-Valve.com)' 
Subject: 3"-8" DIWF from Tyler/Union 

Victor, 

For your consideration I'd like to propose providing Sigma with 3" - 8" 
Ductiie iron Waterworks fittings @ $'j ,220 per ton FOB Anniston, AL. 
Terms would be 30 days net With no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma 
branding, we'd iimii ihe avaiiabiiiiy io ihe iop 'i2-20 items and require a 
substantial minimum volume commitment. 

There are probably other commercial or legal issues I'd need to check on 
prior io being abie to make a firm commitment. Before going through that 
exercise, I'd like to receive your feedback on the conditions above as well 
as the voiume commitment Sigma wouid be comfortabie committing to. 

Regards, 

~ (~) '7ar-u. 
VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

SIG - 0054527 
Confidential 
FOIA Exempt 



No vims found in tilis outgoing mcssagc. 
Checked by A VG Free Edition. 
Version: 7.5.516! Virus Database: 269.19.1711253 - Release Date: 1/31/20089:09 AM 
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No vims found in tilis outgoing mcssagc. 
Checked by A VG Free Edition. 
Version: 7.5.516! Virus Database: 269.19.1711253 - Release Date: 1/31/20089:09 AM 
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From: 

Sent: 

To: 

Subject: 

Dick, 

VP (Victor Pais - CRM) 

Friday, April 11,200811:55:38 AM 

M20 

VP to Dick: Resp to your inputs on our Pricing Strategy ... 

Thanks for your 'QRR'. Parlicipalion in a dialog, especially in one as imporlanl as lhis 
one, is always not only welcome but necessary! 

Your inputs + queries are NOT rambling. They are all valid and I expected many of 
them, but I thought it's best to present the Plan and then review the responses and 
comments. 

Some of my responses are next to your queries: 

-----Original Message-----

From: DW2 (Dick Williams - ALX) [mailtn:dw2(i1sigmaco.com] 

Sent: Friday, Apriln, 2008 10:44 AM 

To: VP (Victor Pais - CRM); M20 

Subject: RE: VP to LR + TB + RMs: Our pricing strategy for FIGs 

Victor, 

,Vhile I applaud the idea of PW pricing being the same as standard out of stock pricing, I 
am skeptical that it will fly. Our PW pricing in recent years has been to match 
competitive numbers rather than give these lower multipliers out of the shoot. 
Unfortunately, we are the tail rather than the dog when quoting these jobs. That bcing 
said, if Star and McWane follow suit, it will be a great move. I simply don't think they 
will. We seem to always think McWane quotes the same pricing as their map, but I can 
assure you that's not the case. 

R--> Of course, our !Single Track! pricing for PVl inc1t1rled is based on both Star and 
:vkWarw foHo\\ing this lead. We will NOT -.. and can NOT .... do this unilaterally. Star 
1Nill definitely be motivated to f(]llow it as they too are well aware of the backhsh from 
this short-sighted dual pricing, sinee Th,fc'/v'ane \vho never understand the ratioTIak for 
knver pricing for P\,V/.Johs, btlt of eourse are forced to fnl10vv the StarjSIGJ\fA no1'1ns. IF 
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dEy 9special cHscounC given by Star .. voukl be in the fOInl_ of d 'V}{' vvhkh rn_.:i.y be tied to a 
volume etc --less visible and less harmful than a low upfront price! 

ALL IN ALL, 'HIE BENEFrrS OF 'HIESE SIGNll'ICAN'!' BOOS'!, IN l'JUCING J''ORALL 

In addition, our friends at USP and ACIPCO, and possibly Fast Fab in the future will 
also have to follow OUR map. I don't care what OEM sells them at, but if we are to 
follow~ the ll1ap, they will as w~ell or we will shove our direct distribution sales to our 
OEM customers, There is enough friction between the regions and OEM now, we don't 
need any more. I am also skeptical that will happen. 

R--> If ~vve set a dear NE'\-,V pricing landscape~ ACIPCO. U~:JP /PFAB can be persuaded to 
follow the market norn,s, as they are lesser of the evils comparedlo the Star/Me'N 
nexus. Our pricing to .ACIPCO is NOT an issue as ""\<"8 charge fhern attractive pnung; 
based mostly on Multiplkrs (OF course, we do not supply them the :W-48"). USP if they 
sell only-to cu:n1ra..::tors, 3S per their DeyV restructuring (is it final? operaticH"lal?) ,sin 
have lo know the 'markellevel' so lhey are in line wilh olher nislribvlors/PW suppliers 
'i,vhorn "\/'lC sc:rvlc8 a1.so, And Ti'FAB) if they suppl:}' DIstributors .. 1,-\,1]1 h,fl,/C to a '\:'IasLcr 
Distributor pries, which can be simply our j)istr multipliers less the VRs! 

"Vhat kind of procedure do we need to have in effect when our sales people get wind of 
more competitive pricing and can receive the order if they match. If vve don't put 
something in place, this will never work in-house, much less with our competition. 
Sometimes, ·\lVe are our vvorSe enemy. 

R--,,> \:\'1;;:: iJced lU deVcluJ:-f (1 dc:r1.1 Gu_-lddinc>:I r1.nd ~\;-;l u.p a ce:n.iral P\-V gi..lldance II_nit led by 
you/TB worki.ng dosely with the RAts. 'iVe have to rnake it vvurk in the greater inttTest of 
SIGl\IA and eVen induS1T)' 

As you are av,.rare, these PVI jobs sometimes take months betvv€en quote and order. If VIle 

follow standard multipliers, I don't believe the customers will ask us for a written 
quotation. Hovv vvill vVe handle the jobs 'Vvhen a list price increase and or multiplier 
increase take effect in between quote and order if we don't do a "Titten quotation'? 

R--> 1 missed mentioning it in the proposed customer letter -- we still need to maintain 
the formal Quoting prOCedure'; -- to confirrn. tile a",/2ilability + deE\Tl)-- _. + 
escalation clause for dated orders etc. 

I certainly am in favor of this move and would hope that all competition would follow 
suit. I never have seen it happen in the past, but it's worth a shot. 

In fe\>ievving rvlcV{ane's Feb. '08 map, these ilevV multipliers seem to be 6-7% }-Jgher. 
Does McWane have a new Blended Multiplier Map, If someone has one, would you 
please fonvard to 111e. 
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R--> PI note that the p_roposed i11_vlUpliers 'i..l:e 6-8 POrN'IS tiEd not % higher than -r"I(VV 
map. 'We do have MeW blended map -- I or CSI can send it to you. 

If all competition will follow suit in this strategy, our next step should be to lower these 
outrageous rebates we are being forced to pay. Those are direct dollars that Vv'ould go 
straight to the bottom line. If our competitors follow suit in this pricing strategy, why 
would they not folloVv' suit in lowering rebates? 

R--,,-. i\ll feel rotten about the high 'VR5 -- but, Star created the current 111eSS 

kn,vering Ihenl significantly to TDG for the 07 season ba:sed on likely sorne (intention8l) 
Hllslnfor111;}tion about r-.;lc\\,r's "\iTt to lID,:): 'rve afE: stuck for another ~vear as -It i.V3.S a 
:> year deal. Lel's get the MULTIPLIEPuS up. Other moves will follow then ... 

I know I am rambling, but these are some of my initial thoughts ..... 

lVice l'anJbHng ... it-'s better to rarnhle now .. .rather than rurn_ble l..vhen if's iDO late! 

Best regards, 

Dick 

'1/ictor (Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\iTl@,,,i\-Tma('o~('om 
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From: 

Sent: 

To: 

Subject: 

Attachments: 

Attn: M20 

VP (Victor Pais - CRM) 

Friday, April 11,200809:31:39 AM 

M20 

VP to LR +TB + RMs: Our pricing strategy for FTGs 

SIGMA-MULTIPLIER MAP-S08.pdf; CUSTOMER LETTER-PLANTWORK & JOB 

PRIClNG-41008.doc 

Keeping with our ongoing effort to boost our Prices and hence GMs as our AIC keep 
rising due to sharp overseas raw material increases, which have finally caught up with 
the domestic scrap costs too, please find the proposed MULTIPLIER MAP that LR and I 
discussed 4/8 when he visited CRM. Though we would have preferred a LIST PRICE 
increase, as it is generally deemed 'safer', we can also empathize 
with McWane's treDidation about that route when multiDlier have slid last 2 vears bv 
almost 20% -- not to speak ofVRs which have climbed about 20% too. . . 

In the end, all we care about a NET increase in ASP /MT which will ensure our 
maintaining -- an even boosting -- our GMs despite the cost increases as we can benefit 
from Inventory profits as well, as we realized in 04. 

Despite the gloomy assessment -- both about the market and competition -- we have a 
very strong opportunity to lead and be a catalyst in boosting the Multipliers to another 
level, in ONE SHOT! It's time BIG BOLD MOVES (BBM, baby!) and this M-Map aims at 
just that. .. 

IN FACT, TB LEFT A MESSAGE -- WHICH I RECEIVED AFTER I HAD MADE THE 
MAP -- AS TO 'A'llY NOT WE CONSIDER ONE NATIONAL MULTIPLIER @ 0.42? WE 
CAN CONSIDER IT TOO ... ALTERNATELY WE CAN TRY 2 DISTINCT SEPARATE 
LEVELS 0-42 AND 0.48, THE LATTER IN A FEW VERY SPARSE AND SMALL 
MARKETS, LIKE THE NW STATES + P A. 

It's definitely time for some 'RRM's and SIGMA will have to make them as our two 
competitors lack the imitative, credibility and leadership ... 

I also think our pricing strategy needs to be a 1-2 punch -- taking this opportunity to also 
correct the ill-fated 'dual' pricing approach for PW /JOBs. I have also drafted a letter-
which LR can abbreviate as he does so well-- and I think we should launch this 1-2 

punch Monday 4/14 and make them effective 5/5/08, This ill-advised 'PW' pricing has 
been suspiciously perceived by McWane as a way to get around the Market pricing and 
they will continue to resist any price boosts as they have truly lost market share and they 
suffer from very high inventory levels and very uncertain future since they also have 
substantial manufacturing commitments. We need to earn their TRUST and 
CONFIDENCE in our plan to improve the industry. So, it ,,'ill take a measure of 
DISCIPLINE and MATURITY on our part too. It's thru our gutsy example that we can 
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and must draw the other to our cause and make them follow in a new paradigm that has 
worked well in other products -- DIP, V&H, Couplings etc. 

Please come forward with suggestions and any other comments -- please don't stay quiet 
and then nurse fears or uneasiness. Vlhat do Tyve have to lose -- other than loss of G~vfs? 

I will also follo.-..,v up with a Vm, so We can move fonvard decisively ... 

Regards 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
\-u(a'sigmaco.com 
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I: SIGMA 

April 10, 2008 
Dear C-ustamer, 

VVe hope your business is going well despite the headwinds many of liS are facing on account of the 
weakness in some sector of our "Vater an Sewer Constnlction industry. 

At SIGMA, we too are trying to adjust to these challenges and even as we have to live with a weaker 
volume, we are facing severe challenges in our production costs, due to sharp rise in raw material costs 
in China and India, which have also impacted the domestic costs of the iron products, as scrap costs 
have jumped to unprecedented levels at astounding rates! 

In response to these cost pressures, we vvish to streamline our pricing strategy flirther by announcing 
that all future pricing for Plant Work or any other 'Special .robs' will follow the prevailing pricing 
applicable for your routine purchases of AVVV\TA Fittings, Accessories and Restraints, applicable to the 
respective markets at the time of quotations. 

As you WOllIn r~c<111, WE' h<1n mad~ <1 signific<1nt change: in our pricing thE' Plant \'Vork johs hy s·witching 
to a multiplier based pricing off the prevailing List Prices. However, we also had followed the market 
practice of treating and pricing these Plant Work or other Special Jobs different from the prevailing 
'standard' multiplier for stock orders. While our intention was to keep our customers competitive in 
response to some of our competitors' aggressive pricing, we have also realized that this variation in 
pricing for the same products used by the same customers in same markets is detrimental to the 
industry as a whole and annoying to the customers who have had to spend much more time in this 
pricing exercise than necessary. 

As increasingly many of the \Vater works Distributors today also participate in the Treatment Plant 
VVork side of the business and as a significant part of our orders are shipped directly to the job site, we 
have concluded that it is time that we streamlined our pricing process, to eliminate the 'dual' pricing 
methods. Tn response to the sizable and frequent cost increases, our industry has streamlined the 
pricing of Fittings and Accessories thru a national 'multiplier' stnlcture ·with some regional variations. 
So, it is only logical that we use the same List Price and Multiplier pricing fro all Fittings, Accessories 
and Restraints as applicable for day-to-day stock purchases. 

As such, we wish to infonn our custOIners that starting 1''t'1~~ .. 5.!' 2~2(18, all customer requests for 
quotations any Plant Work and Special Jobs will be processed using our prevailing national list price 
and our regiona1 mu1tiplier terms and 'A'e \"1111 cease to use any varying 'specia1' pricing. Items not 
appearing in our price list or custom configurations will be priced when you call us and will be 
subsequently added to our price lists. This will simplify our quoting and we can better focus on 
managing the supply chain and project management issues related to Plant VVork and other jobs to 
continue to improve our response times and our delivery performance, to help you as the Distributor or 
job supplier even more. 

Please be reassured that all the quotes that have already been confirmed as of lVlay 2, 2008, "v-l11 be 
honored as they have been quoted, but will be limited to the specific jobs, each identified with a job 
reference name and number . 

.,:\s ahvays, SIGl\~\ is committed to help our industry get stronger and vIe stay committed to grmving 
VI';th a sense of responsibility and an increasing commitment to our customer, who in turn values 
reliable service, more each day. vVe take this opportunity to express ollr appreciation for YOllr bllsiness 
all these years and we "v-ish you continued success in your business for the rest of this year and beyond. 

Larry ~(jac~ 
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I: SIGMA 

April 10, 2008 
Dear C-ustamer, 

VVe hope your business is going well despite the headwinds many of liS are facing on account of the 
weakness in some sector of our "Vater an Sewer Constnlction industry. 

At SIGMA, we too are trying to adjust to these challenges and even as we have to live with a weaker 
volume, we are facing severe challenges in our production costs, due to sharp rise in raw material costs 
in China and India, which have also impacted the domestic costs of the iron products, as scrap costs 
have jumped to unprecedented levels at astounding rates! 

In response to these cost pressures, we vvish to streamline our pricing strategy flirther by announcing 
that all future pricing for Plant Work or any other 'Special .robs' will follow the prevailing pricing 
applicable for your routine purchases of AVVV\TA Fittings, Accessories and Restraints, applicable to the 
respective markets at the time of quotations. 

As you WOllIn r~c<111, WE' h<1n mad~ <1 signific<1nt change: in our pricing thE' Plant \'Vork johs hy s·witching 
to a multiplier based pricing off the prevailing List Prices. However, we also had followed the market 
practice of treating and pricing these Plant Work or other Special Jobs different from the prevailing 
'standard' multiplier for stock orders. While our intention was to keep our customers competitive in 
response to some of our competitors' aggressive pricing, we have also realized that this variation in 
pricing for the same products used by the same customers in same markets is detrimental to the 
industry as a whole and annoying to the customers who have had to spend much more time in this 
pricing exercise than necessary. 

As increasingly many of the \Vater works Distributors today also participate in the Treatment Plant 
VVork side of the business and as a significant part of our orders are shipped directly to the job site, we 
have concluded that it is time that we streamlined our pricing process, to eliminate the 'dual' pricing 
methods. Tn response to the sizable and frequent cost increases, our industry has streamlined the 
pricing of Fittings and Accessories thru a national 'multiplier' stnlcture ·with some regional variations. 
So, it is only logical that we use the same List Price and Multiplier pricing fro all Fittings, Accessories 
and Restraints as applicable for day-to-day stock purchases. 

As such, we wish to infonn our custOIners that starting 1''t'1~~ .. 5.!' 2~2(18, all customer requests for 
quotations any Plant Work and Special Jobs will be processed using our prevailing national list price 
and our regiona1 mu1tiplier terms and 'A'e \"1111 cease to use any varying 'specia1' pricing. Items not 
appearing in our price list or custom configurations will be priced when you call us and will be 
subsequently added to our price lists. This will simplify our quoting and we can better focus on 
managing the supply chain and project management issues related to Plant VVork and other jobs to 
continue to improve our response times and our delivery performance, to help you as the Distributor or 
job supplier even more. 

Please be reassured that all the quotes that have already been confirmed as of lVlay 2, 2008, "v-l11 be 
honored as they have been quoted, but will be limited to the specific jobs, each identified with a job 
reference name and number . 

.,:\s ahvays, SIGl\~\ is committed to help our industry get stronger and vIe stay committed to grmving 
VI';th a sense of responsibility and an increasing commitment to our customer, who in turn values 
reliable service, more each day. vVe take this opportunity to express ollr appreciation for YOllr bllsiness 
all these years and we "v-ish you continued success in your business for the rest of this year and beyond. 

Larry ~(jac~ 
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I: SIGMA 

April 10, 2008 
Dear C-ustamer, 

VVe hope your business is going well despite the headwinds many of liS are facing on account of the 
weakness in some sector of our "Vater an Sewer Constnlction industry. 

At SIGMA, we too are trying to adjust to these challenges and even as we have to live with a weaker 
volume, we are facing severe challenges in our production costs, due to sharp rise in raw material costs 
in China and India, which have also impacted the domestic costs of the iron products, as scrap costs 
have jumped to unprecedented levels at astounding rates! 

In response to these cost pressures, we vvish to streamline our pricing strategy flirther by announcing 
that all future pricing for Plant Work or any other 'Special .robs' will follow the prevailing pricing 
applicable for your routine purchases of AVVV\TA Fittings, Accessories and Restraints, applicable to the 
respective markets at the time of quotations. 

As you WOllIn r~c<111, WE' h<1n mad~ <1 signific<1nt change: in our pricing thE' Plant \'Vork johs hy s·witching 
to a multiplier based pricing off the prevailing List Prices. However, we also had followed the market 
practice of treating and pricing these Plant Work or other Special Jobs different from the prevailing 
'standard' multiplier for stock orders. While our intention was to keep our customers competitive in 
response to some of our competitors' aggressive pricing, we have also realized that this variation in 
pricing for the same products used by the same customers in same markets is detrimental to the 
industry as a whole and annoying to the customers who have had to spend much more time in this 
pricing exercise than necessary. 

As increasingly many of the \Vater works Distributors today also participate in the Treatment Plant 
VVork side of the business and as a significant part of our orders are shipped directly to the job site, we 
have concluded that it is time that we streamlined our pricing process, to eliminate the 'dual' pricing 
methods. Tn response to the sizable and frequent cost increases, our industry has streamlined the 
pricing of Fittings and Accessories thru a national 'multiplier' stnlcture ·with some regional variations. 
So, it is only logical that we use the same List Price and Multiplier pricing fro all Fittings, Accessories 
and Restraints as applicable for day-to-day stock purchases. 

As such, we wish to infonn our custOIners that starting 1''t'1~~ .. 5.!' 2~2(18, all customer requests for 
quotations any Plant Work and Special Jobs will be processed using our prevailing national list price 
and our regiona1 mu1tiplier terms and 'A'e \"1111 cease to use any varying 'specia1' pricing. Items not 
appearing in our price list or custom configurations will be priced when you call us and will be 
subsequently added to our price lists. This will simplify our quoting and we can better focus on 
managing the supply chain and project management issues related to Plant VVork and other jobs to 
continue to improve our response times and our delivery performance, to help you as the Distributor or 
job supplier even more. 

Please be reassured that all the quotes that have already been confirmed as of lVlay 2, 2008, "v-l11 be 
honored as they have been quoted, but will be limited to the specific jobs, each identified with a job 
reference name and number . 

.,:\s ahvays, SIGl\~\ is committed to help our industry get stronger and vIe stay committed to grmving 
VI';th a sense of responsibility and an increasing commitment to our customer, who in turn values 
reliable service, more each day. vVe take this opportunity to express ollr appreciation for YOllr bllsiness 
all these years and we "v-ish you continued success in your business for the rest of this year and beyond. 

Larry ~(jac~ 
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From: VP (Victor Pais - CRM) 

Sent: Friday, February 08,200806:12:07 PM 

To: 
SBl (Siddharth Bhattacharji-CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); 

Cc: 

Subject: 

Attn: SHI 

'551 (Sean Sa!ins-CRM)'; 'SHl (Suni! Handa-CR~.'!)'; 'GRl@sigmaco.com' 

'Larry Rybacki'; SB2 (Stuart Box - CRM) 

VP to SBl : QRR -- DG + FTG from Union 

I am unaware ofLR's comment attributed to RT about opposition in Tyler's camp about 
selling to SIGlvlA -- though ifs still easily understandable. (rell1ernber hov\.' ll1any of us 
felt al~KYllt selling to Star!) T11)5 is \Vh8n) the PCA iTJtcn~st .. - froln Ruffner and Rick ._-
may be different fron1 Sales interest. .. 

,Just snrne addl jnputs : 

1. Fulton will be ready very soon! Sinee AClPCO has now received their internal go 
ahead, they want ASD started instantly and both SB2 + MRt arc doing cartwheels to 
please 1\CI1'CO. 

2. Fulton has suffIcient whse space tn hOllse DGs and also pack. As of now. we may not 
pbll ke.eping nnJ(:h non-ACI1'CO in the ASD -- as it's really insiele ACIPCO's own facility. 
large as it is. 

:3. I suspect -- from S01TIe conlnlent frOlTI ,sonleone inslde BF -- that the reason ,Joe 
pC'iced TBs lower with the DGP, as compared to loose TBs atone is to make the captive 
TB bsn.s thru the DGPs Ill.ore se('.urf~, As other TB suppliers are not in a position to offer 
DGPs. his plan made sense -- if not his sel'Ylce! Also, I think he found it was a good way 
to get the MOST of the of the labor, with the inevitable down time. 

4. \Ve still n,scd to meet and have a dear POA and responsc to Tyler for the FTGs. 

Rgds, 

'Victo, rPais 
SIGMA Corp 
609-708-0800 x 000 
609-529-2020 (cell) 
vp@sigmaco.colll 

From: 5B1 (5iddharth Bhattacharji-CRM) 
Seiit: Friday, February 08, 2008 5:07 Pt·, 
To: VP (Victor Pais - CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); '551 (Sean 5alins-CRM)'; '5H1 
(Suni! Handa-CRM)'; 'GR1@sigmaco.com' 
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From: VP (Victor Pais - CRM) 

Sent: Friday, February 08,200806:12:07 PM 

To: 
SBl (Siddharth Bhattacharji-CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); 

Cc: 

Subject: 

Attn: SHI 

'551 (Sean Sa!ins-CRM)'; 'SHl (Suni! Handa-CR~.'!)'; 'GRl@sigmaco.com' 

'Larry Rybacki'; SB2 (Stuart Box - CRM) 

VP to SBl : QRR -- DG + FTG from Union 

I am unaware ofLR's comment attributed to RT about opposition in Tyler's camp about 
selling to SIGlvlA -- though ifs still easily understandable. (rell1ernber hov\.' ll1any of us 
felt al~KYllt selling to Star!) T11)5 is \Vh8n) the PCA iTJtcn~st .. - froln Ruffner and Rick ._-
may be different fron1 Sales interest. .. 

,Just snrne addl jnputs : 

1. Fulton will be ready very soon! Sinee AClPCO has now received their internal go 
ahead, they want ASD started instantly and both SB2 + MRt arc doing cartwheels to 
please 1\CI1'CO. 

2. Fulton has suffIcient whse space tn hOllse DGs and also pack. As of now. we may not 
pbll ke.eping nnJ(:h non-ACI1'CO in the ASD -- as it's really insiele ACIPCO's own facility. 
large as it is. 

:3. I suspect -- from S01TIe conlnlent frOlTI ,sonleone inslde BF -- that the reason ,Joe 
pC'iced TBs lower with the DGP, as compared to loose TBs atone is to make the captive 
TB bsn.s thru the DGPs Ill.ore se('.urf~, As other TB suppliers are not in a position to offer 
DGPs. his plan made sense -- if not his sel'Ylce! Also, I think he found it was a good way 
to get the MOST of the of the labor, with the inevitable down time. 

4. \Ve still n,scd to meet and have a dear POA and responsc to Tyler for the FTGs. 

Rgds, 

'Victo, rPais 
SIGMA Corp 
609-708-0800 x 000 
609-529-2020 (cell) 
vp@sigmaco.colll 

From: 5B1 (5iddharth Bhattacharji-CRM) 
Seiit: Friday, February 08, 2008 5:07 Pt·, 
To: VP (Victor Pais - CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); '551 (Sean 5alins-CRM)'; '5H1 
(Suni! Handa-CRM)'; 'GR1@sigmaco.com' 
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From: VP (Victor Pais - CRM) 

Sent: Friday, February 08,200806:12:07 PM 

To: 
SBl (Siddharth Bhattacharji-CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); 

Cc: 

Subject: 

Attn: SHI 

'551 (Sean Sa!ins-CRM)'; 'SHl (Suni! Handa-CR~.'!)'; 'GRl@sigmaco.com' 

'Larry Rybacki'; SB2 (Stuart Box - CRM) 

VP to SBl : QRR -- DG + FTG from Union 

I am unaware ofLR's comment attributed to RT about opposition in Tyler's camp about 
selling to SIGlvlA -- though ifs still easily understandable. (rell1ernber hov\.' ll1any of us 
felt al~KYllt selling to Star!) T11)5 is \Vh8n) the PCA iTJtcn~st .. - froln Ruffner and Rick ._-
may be different fron1 Sales interest. .. 

,Just snrne addl jnputs : 

1. Fulton will be ready very soon! Sinee AClPCO has now received their internal go 
ahead, they want ASD started instantly and both SB2 + MRt arc doing cartwheels to 
please 1\CI1'CO. 

2. Fulton has suffIcient whse space tn hOllse DGs and also pack. As of now. we may not 
pbll ke.eping nnJ(:h non-ACI1'CO in the ASD -- as it's really insiele ACIPCO's own facility. 
large as it is. 

:3. I suspect -- from S01TIe conlnlent frOlTI ,sonleone inslde BF -- that the reason ,Joe 
pC'iced TBs lower with the DGP, as compared to loose TBs atone is to make the captive 
TB bsn.s thru the DGPs Ill.ore se('.urf~, As other TB suppliers are not in a position to offer 
DGPs. his plan made sense -- if not his sel'Ylce! Also, I think he found it was a good way 
to get the MOST of the of the labor, with the inevitable down time. 

4. \Ve still n,scd to meet and have a dear POA and responsc to Tyler for the FTGs. 

Rgds, 

'Victo, rPais 
SIGMA Corp 
609-708-0800 x 000 
609-529-2020 (cell) 
vp@sigmaco.colll 

From: 5B1 (5iddharth Bhattacharji-CRM) 
Seiit: Friday, February 08, 2008 5:07 Pt·, 
To: VP (Victor Pais - CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); '551 (Sean 5alins-CRM)'; '5H1 
(Suni! Handa-CRM)'; 'GR1@sigmaco.com' 
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Cc: 'Lairy' Rybacki'; S82 (Stuart Box - CRt·1) 
Subject: sbl to vp: DG from Union 

AlLVI' l/H 

I missed the msg from Rir'k th.i1t VOll fonM.i1rded on 1/1. Since I did not know :lbout his rf::;ponsf:_, I 'WZlS 
guided bV LR's Updi'ltf~ of his CO(iVf~rsi'ltion with Rick wherein he sL~ted thi'lt "people inside Tyler Wf~re not 

too keen to <;uppiv us dOI':"le<;t.lc ftgs but. RP felt he O\ved it to you H'" 

1\5 far as the DGPjMGP is concerned, uSing ruiton 15 a good idea. i would still work with Sf and seek to 
bring improvement in their set up which i think is possible since our voiurne will get UHlir attention. Tiil 

Fu!ton is off Jnd running, 'Ne con use bot.h sources. Instead of h!Jving dUJI invent.orv, wil! t.here- be space
in ASD to keep DG? 

\Ve rrust not forgeT that we have an in hOHsI.:: pxpprt in pkgd acr mgrrt in K\Vl who hrid ri lint=' 'J,ivorking in 

ALX felt" ye8rs and can draw on his experience fat" the benefit of Fulton/SF. We also need t.o check t.he 
pri(:ing hOr:! SF " .. for ~~Drr:p fPa:~(m; Lheir TB pricing imidp a pkgd ao::: wa:~ quot.ed cheapPf than I-he pricp 

of ::-he ioose TtL 

Rgds/ 

~iddhiJrth 

From: VP (Victor Pais - CRM) 
Sent: Friday, February 08, 2008 10:21 AM 
To: 5Bl (5iddharth Bhattacharji-CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); '551 (Sean 
5alins-CRM),; '5Hl (Sunil Handa-CRM),; 'GR1@sigmaco.com' 
Cc: 'Larry Rybacki'; SB2 (Stuart Box - CRr·1) 
Subject: VP to 5Bl : Possible sourcing opportunities from Tyler -- FTGs + DG ... 

Attn; SBI 

1 alll. surprisf.x.i b}' }'OlH' referenc:e to 'T:yler not respondlng to our offer to considf.:T 
buying dornestie Dr'l! frorH Tyler ~ylth S1(;l\L4. labeL .. ' -- ao;;; ';ve did get a speeiile 
price from Rkk @ Tyler -- @ an attractive S1220/ST, though for a small range of 
301 -, 8" -- and r had copled you nIl my quIck_ respon.se: to lUck_ to aekncy\vledgf.:': his 
offer' 

Ple3se eheck if you t'eceived it or not? I \-V;JS pLuming to discuss about this 
(lpportu:nlty so "tvc a specific POA and get b:J.ck t(\ Tyk't' "vith a :more 
definitive response _ .. hut, 1 have heen husy ilnahzlng PCA/RST and I didn't get a 
chance. FoJ i.~ 111y a!4dl re.sp ; 

L T:;;lf::'T pr1f.'f::'- is an int.f'ff::'-sting and revealing pr1.r.'t'- -- vvhkh IT'-ean~ t.he.1.y 
VARIABLE cost is still only 61 C/lb! It doesn't seem to have changed from the 
PrlCf-' gavf' to "1 rsp 5 yf.'81'.s h;.wk~ This @' about 6SCjll) lancied in uur 
warehouse cmnpares @ aboul 73C/1b from CMP/Al ami 66C/ib from RBE, India, 
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Cc: 'Lairy' Rybacki'; S82 (Stuart Box - CRt·1) 
Subject: sbl to vp: DG from Union 

AlLVI' l/H 

I missed the msg from Rir'k th.i1t VOll fonM.i1rded on 1/1. Since I did not know :lbout his rf::;ponsf:_, I 'WZlS 
guided bV LR's Updi'ltf~ of his CO(iVf~rsi'ltion with Rick wherein he sL~ted thi'lt "people inside Tyler Wf~re not 

too keen to <;uppiv us dOI':"le<;t.lc ftgs but. RP felt he O\ved it to you H'" 

1\5 far as the DGPjMGP is concerned, uSing ruiton 15 a good idea. i would still work with Sf and seek to 
bring improvement in their set up which i think is possible since our voiurne will get UHlir attention. Tiil 

Fu!ton is off Jnd running, 'Ne con use bot.h sources. Instead of h!Jving dUJI invent.orv, wil! t.here- be space
in ASD to keep DG? 

\Ve rrust not forgeT that we have an in hOHsI.:: pxpprt in pkgd acr mgrrt in K\Vl who hrid ri lint=' 'J,ivorking in 

ALX felt" ye8rs and can draw on his experience fat" the benefit of Fulton/SF. We also need t.o check t.he 
pri(:ing hOr:! SF " .. for ~~Drr:p fPa:~(m; Lheir TB pricing imidp a pkgd ao::: wa:~ quot.ed cheapPf than I-he pricp 

of ::-he ioose TtL 

Rgds/ 

~iddhiJrth 

From: VP (Victor Pais - CRM) 
Sent: Friday, February 08, 2008 10:21 AM 
To: 5Bl (5iddharth Bhattacharji-CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); '551 (Sean 
5alins-CRM),; '5Hl (Sunil Handa-CRM),; 'GR1@sigmaco.com' 
Cc: 'Larry Rybacki'; SB2 (Stuart Box - CRr·1) 
Subject: VP to 5Bl : Possible sourcing opportunities from Tyler -- FTGs + DG ... 

Attn; SBI 

1 alll. surprisf.x.i b}' }'OlH' referenc:e to 'T:yler not respondlng to our offer to considf.:T 
buying dornestie Dr'l! frorH Tyler ~ylth S1(;l\L4. labeL .. ' -- ao;;; ';ve did get a speeiile 
price from Rkk @ Tyler -- @ an attractive S1220/ST, though for a small range of 
301 -, 8" -- and r had copled you nIl my quIck_ respon.se: to lUck_ to aekncy\vledgf.:': his 
offer' 

Ple3se eheck if you t'eceived it or not? I \-V;JS pLuming to discuss about this 
(lpportu:nlty so "tvc a specific POA and get b:J.ck t(\ Tyk't' "vith a :more 
definitive response _ .. hut, 1 have heen husy ilnahzlng PCA/RST and I didn't get a 
chance. FoJ i.~ 111y a!4dl re.sp ; 

L T:;;lf::'T pr1f.'f::'- is an int.f'ff::'-sting and revealing pr1.r.'t'- -- vvhkh IT'-ean~ t.he.1.y 
VARIABLE cost is still only 61 C/lb! It doesn't seem to have changed from the 
PrlCf-' gavf' to "1 rsp 5 yf.'81'.s h;.wk~ This @' about 6SCjll) lancied in uur 
warehouse cmnpares @ aboul 73C/1b from CMP/Al ami 66C/ib from RBE, India, 
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Cc: 'Lairy' Rybacki'; S82 (Stuart Box - CRt·1) 
Subject: sbl to vp: DG from Union 

AlLVI' l/H 

I missed the msg from Rir'k th.i1t VOll fonM.i1rded on 1/1. Since I did not know :lbout his rf::;ponsf:_, I 'WZlS 
guided bV LR's Updi'ltf~ of his CO(iVf~rsi'ltion with Rick wherein he sL~ted thi'lt "people inside Tyler Wf~re not 

too keen to <;uppiv us dOI':"le<;t.lc ftgs but. RP felt he O\ved it to you H'" 

1\5 far as the DGPjMGP is concerned, uSing ruiton 15 a good idea. i would still work with Sf and seek to 
bring improvement in their set up which i think is possible since our voiurne will get UHlir attention. Tiil 

Fu!ton is off Jnd running, 'Ne con use bot.h sources. Instead of h!Jving dUJI invent.orv, wil! t.here- be space
in ASD to keep DG? 

\Ve rrust not forgeT that we have an in hOHsI.:: pxpprt in pkgd acr mgrrt in K\Vl who hrid ri lint=' 'J,ivorking in 
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pri(:ing hOr:! SF " .. for ~~Drr:p fPa:~(m; Lheir TB pricing imidp a pkgd ao::: wa:~ quot.ed cheapPf than I-he pricp 

of ::-he ioose TtL 

Rgds/ 

~iddhiJrth 

From: VP (Victor Pais - CRM) 
Sent: Friday, February 08, 2008 10:21 AM 
To: 5Bl (5iddharth Bhattacharji-CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); '551 (Sean 
5alins-CRM),; '5Hl (Sunil Handa-CRM),; 'GR1@sigmaco.com' 
Cc: 'Larry Rybacki'; SB2 (Stuart Box - CRr·1) 
Subject: VP to 5Bl : Possible sourcing opportunities from Tyler -- FTGs + DG ... 

Attn; SBI 
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buying dornestie Dr'l! frorH Tyler ~ylth S1(;l\L4. labeL .. ' -- ao;;; ';ve did get a speeiile 
price from Rkk @ Tyler -- @ an attractive S1220/ST, though for a small range of 
301 -, 8" -- and r had copled you nIl my quIck_ respon.se: to lUck_ to aekncy\vledgf.:': his 
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Ple3se eheck if you t'eceived it or not? I \-V;JS pLuming to discuss about this 
(lpportu:nlty so "tvc a specific POA and get b:J.ck t(\ Tyk't' "vith a :more 
definitive response _ .. hut, 1 have heen husy ilnahzlng PCA/RST and I didn't get a 
chance. FoJ i.~ 111y a!4dl re.sp ; 

L T:;;lf::'T pr1f.'f::'- is an int.f'ff::'-sting and revealing pr1.r.'t'- -- vvhkh IT'-ean~ t.he.1.y 
VARIABLE cost is still only 61 C/lb! It doesn't seem to have changed from the 
PrlCf-' gavf' to "1 rsp 5 yf.'81'.s h;.wk~ This @' about 6SCjll) lancied in uur 
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2. Of course, it is for an very lini.iled 'AA! high l/o1ur.ne Heins in lhe 4 9'_819 Tdnge-
but, I am sure the 12"/16" may be added at a still competitive price_ We shouid 
definitely respond v\:-ltll ,it least a buy @' about 200 - 300 r'llIT /n1onth -- to reduct:, 
our AlC in addition to the important relationship (re)building opportunity! 

:-3. I i.,vas going to suggest to you to consider T)/ler/Union for DG too after you 
recE,n::ly apprised rne of our uncertainty and pricing problenl '~'vith Cl\1P/BIL In 
all my previous discllssions with Duvid/RutTner, they have always stressed their 

aLLractivc c;:.k.;;L' in tbdr DISA rrlad~; DC-s and ~hdr C3[J2Cily in tbeir:2 
DISA TVI/Cs -- so nluch thcy\vouktn't ('onsider sOlJrcing DGs from .:,-\.:c:: and 
\,vouldn't eVen consider outsourcing the ,special Ace-PACK for thE l\I,J-FLOKs! 

4.I expEct thc~r ',,\rill be eager to supply DG~~ (fi,) about 90n/ST. l arH not surE vvhat 
our current cost from CMP/BH is. 

5. As for DGPs: instead of trying to ('.OJTect HF's poor operaUonal effidenc)i: I 
suggest ~\vc consider packing DGPs oursehres at the nearby Fullon facility ._-
which ",viI! be nc-,vly 'acquired' by SIGMA-OEM, at a 'virtual' kvcl-- actual 
scqtd.sition. Fulton if,Stn i:"; 'L~ffleicnl and have HlSl"l<?Jgcd :";cvfJ'sl f\CC-
PACK operations for ACJPCO and GIUl'FlN and now we will have additional 

,SB~ can d(J'-/ctail this opcrntion into his supcn'i~1ion of i\E;D--Pltl~~, 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
YlJ@sigmaco.com 

From: 5Bl (5iddharth Bhattacharji-CRM) 
Sent: Thursday, February 07, 2008 10:37 PM 
To: VP (Victor Pais - CRM); Mitchell Rona; TB2 (Tom Brakefield - ALX); 5S! (Sean Salins-CRM); 
SHl (Sunii Handa-CRivi); GRl@sigmaco.com 
Ce: 'Larry Rybacki' 
Subject: sbl to OEMS p!us: possible source of DG 

An: OEM 5 + SSl+SHl +GRl 2/7 

Larry called me today to tell me that he had recd a call from Rick Tatman, GM of Tyler. He was 
responding to a e-mail from VP offering to buy DM made domestically by Tyler/Union. Though 
they have not decided on that yet, they are keen to supply us DG. 

This is very welcome news since we h,lVe <l looming problem in developing <l good qULllIty DG 
supplier now that the pig prices in China (and even India) makes a price from a good fdy 
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uncompetitive. 'vVe could always source from no-name fdys in China and India to bring in a very 
competitively priced DG or DGP, but the risks of quality problems is very high. 

Therefore the approach frm Tyler is most welcome. 

This is what I propose: 

aa. MRl to call Rick and tell him we have a choice of buying their design with our name +their 
UL # on it and if \,A./e do that we need a dwg of their DG so that it can be cleared by our EPO. 
Otherwise, we can supply our dwg and they have to make patterns to our print and we have to 
go through the SAP process, etc. This can be handled by EPQ with help from SBZ. 

bb~ SB2 can work up likely cost of Union Disa produced DG so we can make an offer (or counter 

offer) based on US production costs and not China purchase price since the latter is higher. 

cc. SHl to split his NTB of DG for balance of 2008 by subtracting what we will order -5 and-6 
from China. From the remaining qty: we can give a good initial order to Tyler. 

dd. The real benefit from the Tyler supplied DG is not in loose DG sales but in DGP pricing. 
Unfortunately we are stuck with Birmingham Fasteners to make the packs domestically. I say 
"stuck" because of their shoddy service. BF is very competitive with their TB - around 3 to 5% 

cheaper than China on the popular TB35/TB40 /TB45 sizes. To make the best use of the Tyler 
opportunity, we have to take more control on the BF packaging operations. The nice thing now 
is that the DG will be produced close to Birmingham, the TB in Birmingham and the MG is not a 
problem. Freight costs will be minimized. The challenge will be organize the packaging activity in 
BF to our standards. If the DG is a go, I will make a visit to BF along with SB2 and we will work 
out in detail how BF will handle the work and where our local Birmingham crew can keep a 
supply chain eye on BF - something we never did earlier. But the opportunity now and the 
enhanced infrastructure we are putting in Birmingham allows us this control. 

ee. MR1» After you have made initial contact with Rick, please direct him to me. I will finalize 
the pricing and the purchase plan and then we will have EPQj5B2 to do the SAP, etc. 

Rgds/ 

Siddharth 
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From: VP (Victor Pais - CRM) 

Sent: Thursday, January 24, 2008 10:39:08 AM 

m20@sigmaco.com 

Subject: VP to RMs: MULTIPLIER REVIEW 

Attaf::hments: MLJLTIPLlFR RFVI FW-RY TFRRY-1707-1740R.xls 

Attn: Rl\/Is CC: 1\/120 

l.Jow thai TYLER has sLarted publishIng Lheir planned 'lVIULTIPLIER lvIAP' by each 
state, SBl and I were (;oncerneo about if the nev\' multipliers \-vauld in fact present a real 
improvement over SIGIVIA's actual current IvIULT levels. To do so in a rational manner, 
Raju first analyzed all the FiG sales in 12/07 for each territory and identified all sales at 
each MULT levels to see the spread and also compute the WEIGHTED AVG MULTfor 
each our territories, The attached spreadsheet provides valuable insights as to where our 
selling prices are -- most @ very, very low multipliers! 

I have also posted whatever NEW multipliers announced by Tyler and knovvTI as of to
dale (as per CSl'S separale msg of loday), 

vVhen we compare 'apples to apples', the Tyler's NEW multipliers do NOT provide much 
of an improvement in many Territories -- with reasonable improvement in just CA, lA, 
L"'-, MA, IL, v-.'\T, NC and parts of TX, but, only marginal or no improvement in many 
territories like OH, AR. and FL. and even a lowering in some like MD and ID. It's likely 
that Tyler did wish to make a definite effort to improve the multiplier levels -- but, may 
have based their choices for the NEW multipliers on the actual documented competitive 
pricing that they are knovm to procure proof for, from the customers, Unfortunately, the 
illogical pricing approaeh used by Star -- and hence STGMA -- for 'Plant quotes' with 
lower 'special' multipliers may have biased Tyler's decisions in pegging the NEvV 
multipliers at ,,,,here they are. Though Tyler is beginning to pay attention to PvV jobs too, 
they just don't understand ''''hy PvV jobs need to be given LOvVER pricing -- ,,,,hen in 
fact, for Soil Pipe, Tyler and CP are Y .. I10"'/11 to offer HIGHER prices, since they feel the 
Distributors don't commit their resources to stock and usually order direct job-site 
shipments! 

I IIA -"lE URGED LARRY TO INITIATE A l'~EV{ COrvllVIITTED M~D SERIOUS EFFORT 
TO NOR1VIALIZE ALL PRICING FOR FITTINGS -- AT SA1VIE LEVELS -- PVl AS VIELL 
AS OTHER ORDERS, TO ELIlVIINATE THE CONFUSION vVE ARE CREATIN-G vVITH 
CUSTOl'vIERS Al.JD COl'vIPETITORS, LEADING TO LO,,\'ER O,lERALL PRICING 
LEVELS! 

Though Tyler's NEW multipliers are discouraging, this is both a lesson and an 
opportunity fro SIGMA and Star to develop a patient and disciplined Marketing 
approach and demonstrate to Tyler that we are capable of being part of a stable and 
profitability conscious industry, This is the 'leadershIp capital' we created when we 
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acquired PCI and reduced the supply base to just 3 -- but, so far, w-e have NOT been 
astute enough to derive any returns froni this capital! 

Lei's get-it-done in u8 ... 

Best regards, 

eVictor CPa-is 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp(aJsigmaco.com 
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From: 

Sent: 

To: 

Subject: 

Guys, 

Mitchell Rona (mrl@sigmaco.com] 

Friday, August 22, 2008 12:23:01 AM 

OEMS 

[VIR to OEMS Re: Short taik with Rick Tatman 

Rick Vias Upset by the numbers in Florida and California based on vvhat he has seen from us and Star. 

He said the 26 and _30 respectively were available from us both without any second thought 

Just FYI 

Mitchell Rona 
p- 800-999-2550 )(235 
c- 609-915-1694 
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From; 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

TI~11 
DIll, 

VP (Vidor Pais - CRivi) 

Friday, August 15, 2008 01:42:30 AM 

B!V'!!TCH1UK@ao!.com 

Tony Eiiiott - SAL; SBi (Siddharth Bhattacharji-CRfVl) 

VP to BM : Dutco update ... 

Victor to f"J8gti _ Fo!!o'u"v' up VJith 8 promising J_V opportunity ... msg; XIf'JDIA-

XXP-Mc\tV AN E-STRATEG Ie PLAr~-80408.doc 

I apologize for not responding vvith updates and/or replies to your messages and 
queries. V~'hile I have always had a busy schedule due to both my nature of constant 
search for new opportunities and even just ill1provell1ents of our systell1s and such, this 
)/ear has been a highly 'uense' wilh luany ilifferenl (:hallenges anu priurilies all hilling al 
same time. Much marc attention is warranted for what once was 'routine' in Sales or 
Supply Chain, as both are under severe strain. Tnat said, we are holding our own and 
even staying dose to the Plan, while the whole industry is hurting some severely. 

In any case, here is an update on Dutco : 

1. I had in\~ted Naga to Av\TV'v'A prilnarily to introduce hiln to Induron, Inanufacturer of 
Prultxlu-401, a pruprielary sewer lining pruuu(:l fur DI Pipe, lhal has nuw be(:uIIle lhe 
Avi:~vV A standard as all other alternatives used previously by the 4 Dr pipe producers 
ended up with frequent failures. P-401 is ceramic epoxy product with 'sphere' 
technology and due to this feature and ti"le way it's developed and applied with a 40 mil 
lining, 1:'-401 has stood the test of time and has had practicaliy NO faiiure despite the 
unpredictable beha,~or of sewage lines and over 40 Million feet of DI pipe over the past 
over 20 years. 

That's ali 1 can say about it as it is quite technical and if you deem it to have any 
potential for EU (Eastern EU etc, you can pursue it as it can be quite a protItable niche. 
But, I am not sure if EU uses DIP for any sewer lines or just PVC? P-401 is good only in 
DIP ... 

Naga liked the special appeal of P-401 and even suggested a few additional applications 
like coating for the under the MR cover due to toxic vent gases and possibly in Large 
Valves. At my request, he did bring some UAE specs with him which are being studied 
by Induron. But, I have not heard back from Naga in over 2 months and of course, I too 
hadn't followed up, as I thought I would do so after he returned from his vacation. 

While you can discuss his views on this product and follow up in any way you wish to, I 
need to do to anyway and I "ill do so in the next few days. 

2. MCC : I had discussed the Carnation relationship with Naga and also "Tote him a 
long background note, since I felt he needed to know more about them. They "ill not be 
'as bad' as NIF -- but, I also didn't want Naga to end up "ith another mediocre supplier. 

SIG - 0068520 
Confidential 
FOIA Exempt 

PUBLIC

From; 

Sent: 

To: 
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Attachments: 

TI~11 
DIll, 
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Tony Eiiiott - SAL; SBi (Siddharth Bhattacharji-CRfVl) 

VP to BM : Dutco update ... 
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I apologize for not responding vvith updates and/or replies to your messages and 
queries. V~'hile I have always had a busy schedule due to both my nature of constant 
search for new opportunities and even just ill1provell1ents of our systell1s and such, this 
)/ear has been a highly 'uense' wilh luany ilifferenl (:hallenges anu priurilies all hilling al 
same time. Much marc attention is warranted for what once was 'routine' in Sales or 
Supply Chain, as both are under severe strain. Tnat said, we are holding our own and 
even staying dose to the Plan, while the whole industry is hurting some severely. 

In any case, here is an update on Dutco : 

1. I had in\~ted Naga to Av\TV'v'A prilnarily to introduce hiln to Induron, Inanufacturer of 
Prultxlu-401, a pruprielary sewer lining pruuu(:l fur DI Pipe, lhal has nuw be(:uIIle lhe 
Avi:~vV A standard as all other alternatives used previously by the 4 Dr pipe producers 
ended up with frequent failures. P-401 is ceramic epoxy product with 'sphere' 
technology and due to this feature and ti"le way it's developed and applied with a 40 mil 
lining, 1:'-401 has stood the test of time and has had practicaliy NO faiiure despite the 
unpredictable beha,~or of sewage lines and over 40 Million feet of DI pipe over the past 
over 20 years. 

That's ali 1 can say about it as it is quite technical and if you deem it to have any 
potential for EU (Eastern EU etc, you can pursue it as it can be quite a protItable niche. 
But, I am not sure if EU uses DIP for any sewer lines or just PVC? P-401 is good only in 
DIP ... 

Naga liked the special appeal of P-401 and even suggested a few additional applications 
like coating for the under the MR cover due to toxic vent gases and possibly in Large 
Valves. At my request, he did bring some UAE specs with him which are being studied 
by Induron. But, I have not heard back from Naga in over 2 months and of course, I too 
hadn't followed up, as I thought I would do so after he returned from his vacation. 

While you can discuss his views on this product and follow up in any way you wish to, I 
need to do to anyway and I "ill do so in the next few days. 

2. MCC : I had discussed the Carnation relationship with Naga and also "Tote him a 
long background note, since I felt he needed to know more about them. They "ill not be 
'as bad' as NIF -- but, I also didn't want Naga to end up "ith another mediocre supplier. 
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I had strongly suggested to Naga that \"-,hile he can use them for the immediate needs, he 
should seriously consider setting up a JV ~Nith SCP /SIGl\1LA ... and develop a nevv' brand 
(SCP /SIG]\1A) to be promoted both thru Dutco's help and sell to others, as he himself 
had suggested. As you knovv, RFI (REA's successor family unit) had offered us a 
duplicate range thru the SIGr-vlA brand and SCP channel. But, vVe need l".Jaga's blessing 
to go ahead. He see111ed to be quite torn as to how to proceed. 

I had offered to vh~te to r-.Jaga about this plan, during Tony's visit to USA in I'v1ay. But, I 
haven't. You can takc it furthcr. 

3. You both may have seen some reference to a JVvvith 1\1c\Vane for DIP and other \V,A,T 
products in the I'v1E market. As you kI10vV, I had developed a close relationship vvith 
tvlc\iVane's CEO 4 years back and I stepped it up recently vvhen I suggested that they look 
at India and ]V[E as growih nlarkets to partly nlake up the downturn in AV\T"\:v"'v'A. If you 
are up [or ii -- since you have a long i1ighi -- please review a conIldeniial noie I had 
wriiien Lu Alex, uur partner in Inuia, as Lu Lhe uppurLuniLies fur DIP pruuuc:Liun in Inuia 
and lvLE. 

BTJT, BILL, PLEASE DO NOT lvfENTI01..J Al..JY OF THESE H..JSIGHTS TO Al'\J''I{ ONE 
OutSIDE SCP jSIGlvIA, AS THIS n~DUSTRY IS EXTRElvIELY CLOSE EVEN AT A 
GLOBAL LEVEL AND IT CAI~ ONLY HURT OUR PLt\NS, ALL OF v\THICH ARE II'J 
THE NASCENT STAGE. PLEASE DO NOT EVEN MENTION TO Tm-on" DEXTER, 
JINDAL ETC. (I HA VE ONLY BRIEFLY MENTIONED TO NAGA, AS I THOUGHT 
'lHliRliMAY HliA ROLli FOR 'lHliM.) 

wnUe IvIcWane are interested, they are proceeding very cautiously as they have neither 
any Global experience nor much appetite for green-field, long gestation time 
investments. They prefer acquisitive route where the returns are more predictable and 
hence quicker. But,a as A ,VWA market looks to be even slower than previously thought 
for a comeback, McWane is surely open for Global opportunities and they are 
responding to my guidance, as they lack much experience themselves. They are open to 
work with SCP or Dutco etc. 

But, McWane has had a McWane International unit for exports and now they have Tom 
McKinley, an experienced export person, who spent over 20 years with T & C before 
they disappeared. In fact, he is contacting the few regional successor units like TCG in 
UAE who are about $300M in just Water & Sewer supply business. 

4. I had discussed the Flanged Pipe project with Naga. He was interested -- but, more to 
set it up himself in UAE and then export to UK. My preference was to set it up in India 
or China for standard lengths and then have a finishing plant in UK and ME. 

You can discuss it further. 

That's all I can think of at this wee hour ... 

Have a safe and productive tripi 
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PS: AGAIN. PLl<i\<O;:l< no NOT P.A<O;:S ON .Al'oJYINFO FROM Ml< TO JINnAL. 
ESPECL~LLY -LA~OlJT XI~!DL~'S PL~!S IN INDL-\ ETC! 

Best regards, 

'Victor ®-is 
SIGlVL4.. CQrp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 

From: BMITCH1UK@ao!.com [mailto:8MITCH1UK@aol.com] 
Sent: Tuesday, August 12, 2008 4:08 PM 
To: VP (Victor Pais - CRM) 
Subject: From 8M to VP- URGENT Visit of Dutco by Tony and myself 

Attn Victor 
From Bill 
12th August 2008 

Tony and myself are visiting Naga on Saturday leaving Friday the 15th to see him on the 16th. 
I k_!loW you spent quite sometime with Naga at the A\MNA but as yet I have not seen anything about what 
you discussed and what effect it will have on any co-operation for us working together. 
I know you are pretty busy but I would appreciate even some bullet pOints. 

Very Besi Regards 

Bill 
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From; 

Sent: 

To: 

Cc: 

Subject: 

VP (Vidor Pais - CRivi) 

Thursday, May 08, 2008 11:34:18 PM 

'naga raja n.cv@dutcotennant.com' 

TB2 (Tom Brakefieid - ALX); SBl (Siddharth Bhattacharji-CRM) 

Victor to Naga : Follow up with a promising J/V opportunity ... 

I hope all is vvell v .. ,1th you, your falnily and your business! It has really been a long titHe 
since we have been in contact -- so, I have a lot to catch up ... 

I havejusl relurned horne [rotn a very produclive and enlighlening visH lo Binninghanl 
(the US version!) and I wanted to write to you at the earliest possible time to present you 
with a promising J IV opportunity ... 

It has to do with a sman company caned INDURON Coatings, a producer of speciai 
coatings and linings, both for Waterv'lOrks and Industrial applications. They have a long 
history of over 60 years in producing paints and coatings. Our involvement ,,'ith them 
started with PROTECTO-401, which you may have heard about, as it is a very powerful 
and proven lining for DI pipe for sewer applications. VI'hile DIP ,,'ith Cement lining can 
be used in some sewer lines, when the sewer gets highly acidic from the release of H2S, 
the elL is not sufficient to prevent the corrosion, while Protecto-401, can. In USA, it has 
become the exclusive spec choice for sewer lining for DIP and has been endorsed by all 
the 4 DIP producers. It has performed very well in the USA/Canada for the past 25 
years. It is produced with unique ceramic 'sphere' technology. 

In addition to Protecto-401; Induron produces several other coatings for vVater 
treatment plants, ''''later tanks, reflective coatings (especially usable in the very hot ME 
markets) and can also produce any other custom coatings. 

As it happens, SIGl\1A is in confidential discussion to acquire Induron and '\Ive are in the 
middle of the process. During our 'visit to prepare future strategic grovvth plans, '\Ive savV' 
the potential in taking Induron/Protecto range to the novv booming markets in ]vfE and 
India, using our local relationships. I naturally thought of you for the rvfE l11arket! 

As it is late now -- and I am leaving for a long awaited vacation Friday morning -- I will 
provide you additional information later. But, you can check out their 2 websites -
under Induron and Protecto-401. I am sure you ,,'iii be interested in marketing their 
products in the ME market and we can also discuss a .J IV to produce these products thru 
you locally. 

AS INDURON IS LOCATED IN l:HRMINGHAM, WHICH IS JUST 3 HOURS AWAY 
FROM ATLANTA, 'WHERE THE A "l;V1;VA Co;,'VENTION "NILL BE HELD NEx. 
MONTH, CAN I REQUEST YOU TO MAKE A QUICK VISIT TO THE SOWE 
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I hope all is vvell v .. ,1th you, your falnily and your business! It has really been a long titHe 
since we have been in contact -- so, I have a lot to catch up ... 

I havejusl relurned horne [rotn a very produclive and enlighlening visH lo Binninghanl 
(the US version!) and I wanted to write to you at the earliest possible time to present you 
with a promising J IV opportunity ... 

It has to do with a sman company caned INDURON Coatings, a producer of speciai 
coatings and linings, both for Waterv'lOrks and Industrial applications. They have a long 
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become the exclusive spec choice for sewer lining for DIP and has been endorsed by all 
the 4 DIP producers. It has performed very well in the USA/Canada for the past 25 
years. It is produced with unique ceramic 'sphere' technology. 

In addition to Protecto-401; Induron produces several other coatings for vVater 
treatment plants, ''''later tanks, reflective coatings (especially usable in the very hot ME 
markets) and can also produce any other custom coatings. 

As it happens, SIGl\1A is in confidential discussion to acquire Induron and '\Ive are in the 
middle of the process. During our 'visit to prepare future strategic grovvth plans, '\Ive savV' 
the potential in taking Induron/Protecto range to the novv booming markets in ]vfE and 
India, using our local relationships. I naturally thought of you for the rvfE l11arket! 

As it is late now -- and I am leaving for a long awaited vacation Friday morning -- I will 
provide you additional information later. But, you can check out their 2 websites -
under Induron and Protecto-401. I am sure you ,,'iii be interested in marketing their 
products in the ME market and we can also discuss a .J IV to produce these products thru 
you locally. 

AS INDURON IS LOCATED IN l:HRMINGHAM, WHICH IS JUST 3 HOURS AWAY 
FROM ATLANTA, 'WHERE THE A "l;V1;VA Co;,'VENTION "NILL BE HELD NEx. 
MONTH, CAN I REQUEST YOU TO MAKE A QUICK VISIT TO THE SOWE 
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CAN DISC[7SS TIns OPPOlrrUN1TY? "\VE VVILL i~.LSO Tf\':KE -YOlJ TO VISIT 
IND17RO ~~ AFTER TIlE A "",,/'AlA. 

I knovv this is short notice -- but, please do tri and visit as this is a very pronlising 
opportunity. I also vvould like to discuss an option fro DI ]vfanhole Castings from a 
proven source in India, who is already shipping about 500 - 6001VIT /nlth to the 3-4 ]vfE 
InarkeLs. BuL, they are willing to private label'DulCO', as we know thern very closely. 
Pramod J:~eotia, our lYICC lYianager from India Vv1.11 be visiting Av\T''-vVA too. 

AS OUR DISCCSSIONS WITH INDURON ARE CONFIDENTIAL PENDING OCR 
COMPLKnON OF THE TRJ\J\:SACTlON, PLEASE DO NUl' MENTION ABOV' r THESE 
PLANS TO i\;\!Y ONE INCLUDL'fG fllLL. OF COURSE, YUU CAN lI.1EN'nO:' 
IND1TRONiPROTECTO --AND ALSO THE Jtv' PLANS, BUT, NOT OCR PLANS TO 
ACQUIRE THEM! 

I will be in touch with my E-m. So, please respond at your earliest. I really hope you can 
make it to AWWA! 

Best regards, 

SIGM ... '\. Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp(cf)sigmaco.com 
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~~IGMA Your Fitting Choice ... 

August 4, 2008 
To: Alex PJ & Gopi 

He , :1 Strategic 1>1aster Plan 

Dear Alex and Gopi, 

Alex, L hope an is wen v.ith you, your fanlily and your work on various projects, such as SML, XIN DIA 
etc. I know I have not been in touch with you directly for a vvhile. Though "Vf get SOfiE' updatE's from 
CR, those too have been infrequent of late, as everyone's plate is full and each is going about vvhat 
needs to be done. But I think this is a good time to catch up . .I.~"S it turns out, I have been vmrking on 
'the other side-' of our global picture of late, 'Arith XXP as the common factor, for reasons strategic to 
SIGlVLA.'s future itself. 

Thp ~tt;:J('_hf'rl 2 rf':r.f':nt mf':ss::lgf'.S th::lt T h::lrl sP.nt - onf': to FCi-/T .MZ .,.hf':<'Iri of my Chin;:! trip Prlrlif'r this 
month and another to Mr. Ruffner Pae:e, CEO of McWane, should e:ive VOll certain clear inskht as to 
some of the opportunities I thought to~ be feasible. So. I s{,ggest YO~, re;:';ew them before goi;]'g ahead 
with this update further. 

Afte .. • RY diseu.ssimlSwUh RP in lISA. and 121fZ ill Chilla, I see there is re(11 polen.linlf(w 
ftfeu~ RIG PI<Al'\'S ('u1.J:l so uye need to conle to (l "lnee:ting qfthe l'ninds J soon~~. 

I am aware that GR keeps you updated on any feedback and developments from US side on a precise 
and constant basis. Still, even at the cost of repetition, I would like to provide you some background, 
and my own insights to fin any gaps and at the very least, reiterate some important opportunities", 

Ivly motivation to consciously revive my relationship with RP is tow-As you are aware, on the one 
hand, 1VIcvVane is a primary competitor for SIGlviA in the Av\:r'vVA Fittings and in fact it is them whom 
we Lake on [or (nasl parL. ArLer various consolidations, this niche rnarket of $350 ivi now, is lefL wilh 
just 3 suppliers - 1vIc\Vane, SIG1vlA and Star. V{e 3 account for about 95%, with 3-4 small suppliers 
picking up the remaining. 

1\1clNanc is a sizable manufacturer of lNatenyorks products - including DIP at about $3001\1 (25%) 
1Nith their 4 p1ants, Va1ves & Hydrants at about $2501Vr (30%) 1Ar1th 3 p1ants, CT soi1 pipe at about 
S250M being just 1 of the 2 remaining producers \I'.rith 3 plants including 1 in Canada and about 
S200M in FiLLings wiLh 3 plants including 1 in China~ They have a few oLher lines of business ouLside 
the WW industry, with the tot~l S~les being about Sl.5 Billion. Having chartec1 an aggressive growth 
strategy with a single minded focus on consolidation of each of the product group, they have been 
highly profit oriented with proactive acquisitions especially when the various foundry-based units 
would become distressed, throughout their So-plus years. Still family owned, they are well funded 
from years of utmost attention to profitability ,md forward looking c.ommitment ·to investment in 
technology and infra-structure. They even started a bank and grew it rapidly and recently sold it to 
Royal Bank of Canada! With minimal management changes due to their private structure, they were 
able to focus on efficiency, productivity, growth, investment and consolidation, So, with this winning 
combination, they have prospered in each of the products they have been active in. 

IIowever, somehow in the area of Fittings, "'-rlth the vast proc1llct range, the need for c1ernandmg 
service and SiGlvIA's tenacious and poised grov\o'th over the last 25 years, IvIcWane has seen their 
market share shrink from a high of about 65% to the current 45%. SIGIvIA and Star obviously have 
grown, currently holding auout 30% and 20% re.speL'tively. 
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~~IGMA Your Fitting Choice ... 

August 4, 2008 
To: Alex PJ & Gopi 

He , :1 Strategic 1>1aster Plan 

Dear Alex and Gopi, 

Alex, L hope an is wen v.ith you, your fanlily and your work on various projects, such as SML, XIN DIA 
etc. I know I have not been in touch with you directly for a vvhile. Though "Vf get SOfiE' updatE's from 
CR, those too have been infrequent of late, as everyone's plate is full and each is going about vvhat 
needs to be done. But I think this is a good time to catch up . .I.~"S it turns out, I have been vmrking on 
'the other side-' of our global picture of late, 'Arith XXP as the common factor, for reasons strategic to 
SIGlVLA.'s future itself. 

Thp ~tt;:J('_hf'rl 2 rf':r.f':nt mf':ss::lgf'.S th::lt T h::lrl sP.nt - onf': to FCi-/T .MZ .,.hf':<'Iri of my Chin;:! trip Prlrlif'r this 
month and another to Mr. Ruffner Pae:e, CEO of McWane, should e:ive VOll certain clear inskht as to 
some of the opportunities I thought to~ be feasible. So. I s{,ggest YO~, re;:';ew them before goi;]'g ahead 
with this update further. 

Afte .. • RY diseu.ssimlSwUh RP in lISA. and 121fZ ill Chilla, I see there is re(11 polen.linlf(w 
ftfeu~ RIG PI<Al'\'S ('u1.J:l so uye need to conle to (l "lnee:ting qfthe l'ninds J soon~~. 

I am aware that GR keeps you updated on any feedback and developments from US side on a precise 
and constant basis. Still, even at the cost of repetition, I would like to provide you some background, 
and my own insights to fin any gaps and at the very least, reiterate some important opportunities", 

Ivly motivation to consciously revive my relationship with RP is tow-As you are aware, on the one 
hand, 1VIcvVane is a primary competitor for SIGlviA in the Av\:r'vVA Fittings and in fact it is them whom 
we Lake on [or (nasl parL. ArLer various consolidations, this niche rnarket of $350 ivi now, is lefL wilh 
just 3 suppliers - 1vIc\Vane, SIG1vlA and Star. V{e 3 account for about 95%, with 3-4 small suppliers 
picking up the remaining. 

1\1clNanc is a sizable manufacturer of lNatenyorks products - including DIP at about $3001\1 (25%) 
1Nith their 4 p1ants, Va1ves & Hydrants at about $2501Vr (30%) 1Ar1th 3 p1ants, CT soi1 pipe at about 
S250M being just 1 of the 2 remaining producers \I'.rith 3 plants including 1 in Canada and about 
S200M in FiLLings wiLh 3 plants including 1 in China~ They have a few oLher lines of business ouLside 
the WW industry, with the tot~l S~les being about Sl.5 Billion. Having chartec1 an aggressive growth 
strategy with a single minded focus on consolidation of each of the product group, they have been 
highly profit oriented with proactive acquisitions especially when the various foundry-based units 
would become distressed, throughout their So-plus years. Still family owned, they are well funded 
from years of utmost attention to profitability ,md forward looking c.ommitment ·to investment in 
technology and infra-structure. They even started a bank and grew it rapidly and recently sold it to 
Royal Bank of Canada! With minimal management changes due to their private structure, they were 
able to focus on efficiency, productivity, growth, investment and consolidation, So, with this winning 
combination, they have prospered in each of the products they have been active in. 

IIowever, somehow in the area of Fittings, "'-rlth the vast proc1llct range, the need for c1ernandmg 
service and SiGlvIA's tenacious and poised grov\o'th over the last 25 years, IvIcWane has seen their 
market share shrink from a high of about 65% to the current 45%. SIGIvIA and Star obviously have 
grown, currently holding auout 30% and 20% re.speL'tively. 
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",,'Vhile we were head to head competitors throughout our first 20 years, with hardly 
any contact at all. I instinctively felt if a relationship could be develoPed. it vvould only add to the 
stability of the industry by removing the mistrust that existed, ~vhieh vms rdlected in the unhealthy 
competitive pricing that 

prevailed till 2003. Being a resourceful producer, ah.lvays bent on retaining their market share at all 
costs -- since they know too well; that the market share once lost is hard to recover -- McvVane didn't 
and still doesn't hesitate to meet the lower import prices and took on us head on; to make sure that the 
competitors knew their strength and determination. 

On the other hand, they are not vindictive and are all too keen to maximize their profitability, in a 
stable market. In each of the mature products like DIP, V&H and Soil Pipe, they have a proven record 
of a disciplined and responsible supplier ,,1thout intimidating competitors or customers, for greedily 
grabbing market share. Bnt, they are also conscious that the gradual slide in market position in any 
product beyond the tipping point, could eventually lead to a quick and irrevocable demise. So, they 
have tried to balance poise and paranoia as well as anyone can! 

We got the opportunity to develop a direct link with McWane, about 5 years back, when they filed a 
trade complaint "'lith US Government against Chinese imports of Fittings under a special legal 
provision provided for in an agreement that led to USA's granting of vVTO status to China in 2000. 

vVhen i heard a 'rumor' in the market that they had planned to go to China and buy a foundry if they 
10st the petition for proteclion against the irnports (it wasn't ADD - but, any other re1ief such as tariff 
or quota etc), I was obviously concerned, as most likely, they v\rould end up vvith Al, our large and 
estabHshed Fittings snpp1ier in China! 

Though \ve had good standing with our suppliers including .t.~11, including an exclusiye agreement, I 
';Nas uncomfortab1e 1eaving 1Vfc\vane's p1ans for China to chance. So, instinctive1y, T reached ant to RP, 
their CEO, for a direct dialog and he readily responded. Since both us share an open, talkative and 
transparent personality, we developed an instant rapport and ease vvith eaeh otheL I offered our spare 
capacity to them with private lahel and discouraged creating new capacity~ which resonated with him 
as they too are mindful of the problems from excess capacity. 

So, though it was an unorthodox move for both, we ended up creating a very trusting relationship and 
guided them to their Chin" someing, which led to EnGMA supplying" f"ir "mount of product for a few 
years. Of course, being a manufacturer, they are not comfortable with merely outsourcing and wanted 
to build their own Fittings foundry in China, which they did on a grand scale, investing over SI5 M , 
which we facilitated thm AI, our long time supplier. So, overall, this entire instinctive call generated 
an all round goodw111, which in turn led to tangible benefits such as higher market pricing and profits 
for all including SIGMA. (I had also strongly urged them to have a production presence in India too 
and brought them to show 2 of our Fittings suppliers - Him cast in Goa and Pioneer in Chennai, 
with the latter available for a quick acquisition at re(L.;;onable price, then - withy GR present for 
these visits. Their market review then, prompted them to deem China is the place for own 
manufacturing and they passed un india. i reminded R P recently that he shuuld have listened tu my 
advice - since he now views sonte production presence in India as strategic for the future, as I will 
elaborate later!) 

Of course', right nm,v ~/[C'·Vane uses their China foundr:y to a limited extent, as their own cost today in 
their US units for a good part of the product range is less than China, on a variable cost basis. So they 
use the China foundry for only about 10,000 :r..1T out of their annual total need of about 45,000 l\IT 

requirements, most!).' using the China production for the speclfl! high cost 'c' & 'D' items and continue 
to produce most of their 'A' and 'B' range from their 2 efficient USA plants. vVhile we have always 
enjoy('d a clear cost advantag(' with our strong production btls(' in India and China ov('r th(' last 25 
years, that paradigm is changing dramatically ",-ith our current and still rising trends in the cost for 
the casting products in India and China. 
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",,'Vhile we were head to head competitors throughout our first 20 years, with hardly 
any contact at all. I instinctively felt if a relationship could be develoPed. it vvould only add to the 
stability of the industry by removing the mistrust that existed, ~vhieh vms rdlected in the unhealthy 
competitive pricing that 

prevailed till 2003. Being a resourceful producer, ah.lvays bent on retaining their market share at all 
costs -- since they know too well; that the market share once lost is hard to recover -- McvVane didn't 
and still doesn't hesitate to meet the lower import prices and took on us head on; to make sure that the 
competitors knew their strength and determination. 

On the other hand, they are not vindictive and are all too keen to maximize their profitability, in a 
stable market. In each of the mature products like DIP, V&H and Soil Pipe, they have a proven record 
of a disciplined and responsible supplier ,,1thout intimidating competitors or customers, for greedily 
grabbing market share. Bnt, they are also conscious that the gradual slide in market position in any 
product beyond the tipping point, could eventually lead to a quick and irrevocable demise. So, they 
have tried to balance poise and paranoia as well as anyone can! 

We got the opportunity to develop a direct link with McWane, about 5 years back, when they filed a 
trade complaint "'lith US Government against Chinese imports of Fittings under a special legal 
provision provided for in an agreement that led to USA's granting of vVTO status to China in 2000. 

vVhen i heard a 'rumor' in the market that they had planned to go to China and buy a foundry if they 
10st the petition for proteclion against the irnports (it wasn't ADD - but, any other re1ief such as tariff 
or quota etc), I was obviously concerned, as most likely, they v\rould end up vvith Al, our large and 
estabHshed Fittings snpp1ier in China! 

Though \ve had good standing with our suppliers including .t.~11, including an exclusiye agreement, I 
';Nas uncomfortab1e 1eaving 1Vfc\vane's p1ans for China to chance. So, instinctive1y, T reached ant to RP, 
their CEO, for a direct dialog and he readily responded. Since both us share an open, talkative and 
transparent personality, we developed an instant rapport and ease vvith eaeh otheL I offered our spare 
capacity to them with private lahel and discouraged creating new capacity~ which resonated with him 
as they too are mindful of the problems from excess capacity. 

So, though it was an unorthodox move for both, we ended up creating a very trusting relationship and 
guided them to their Chin" someing, which led to EnGMA supplying" f"ir "mount of product for a few 
years. Of course, being a manufacturer, they are not comfortable with merely outsourcing and wanted 
to build their own Fittings foundry in China, which they did on a grand scale, investing over SI5 M , 
which we facilitated thm AI, our long time supplier. So, overall, this entire instinctive call generated 
an all round goodw111, which in turn led to tangible benefits such as higher market pricing and profits 
for all including SIGMA. (I had also strongly urged them to have a production presence in India too 
and brought them to show 2 of our Fittings suppliers - Him cast in Goa and Pioneer in Chennai, 
with the latter available for a quick acquisition at re(L.;;onable price, then - withy GR present for 
these visits. Their market review then, prompted them to deem China is the place for own 
manufacturing and they passed un india. i reminded R P recently that he shuuld have listened tu my 
advice - since he now views sonte production presence in India as strategic for the future, as I will 
elaborate later!) 

Of course', right nm,v ~/[C'·Vane uses their China foundr:y to a limited extent, as their own cost today in 
their US units for a good part of the product range is less than China, on a variable cost basis. So they 
use the China foundry for only about 10,000 :r..1T out of their annual total need of about 45,000 l\IT 

requirements, most!).' using the China production for the speclfl! high cost 'c' & 'D' items and continue 
to produce most of their 'A' and 'B' range from their 2 efficient USA plants. vVhile we have always 
enjoy('d a clear cost advantag(' with our strong production btls(' in India and China ov('r th(' last 25 
years, that paradigm is changing dramatically ",-ith our current and still rising trends in the cost for 
the casting products in India and China. 
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j~~t the same time, I have been fol1ovving the opportunities in the ,,,rater 'Vorks business In the 
emerging markets in India and the Middle East and having heard from GR that X.XP may be leaning 

towards a position for XINDLA. 'to go on our own' for the DIP expansion plan for XINDLA., I thought it 
could be an opportune time for us to generate interest in the Mc\Vane camp to capitalize on some of 
the new global opportunities and in the process, also draw closer to them as explained above. 

Simply put, the USA economy in general and WW market in particular, have been battered and 
wou-n2le21 significantly, as you know- and any turn around is going to be very slow and very gradual, 
due to the extent of abuse and the ine\itable back-lash from the over-reaction and corrective 
measures. Even otherwise, over the last 5 to 6 years, McWane hasn't seen any growth opportunity for 
AvVWA be it through organic or even acquisitive route, as they have a good position in most of the 
products they are in and have grown largely thru opportunistic buys of distressed units with Quick 
cash deals. As such, Lhey don;l normally like Lo pay good mulLiples based on earnings, as a way for 
their acquisition strategy nor have they had the patience to buiid green-fieid investments, 

In fact, they had tried to go on their own and reached out to Xinxing in 2005 and RP himself had 
tried to develop a personal relationship with LlviZ - and thought he did - but, after 2 long years~ 
neither' side fell conifodable doing a Jill an.d couldn'l see nor creale any 'win win'scenario and 
finally agreed to part ways, s01newhat "arrzicably'! OJ course, I attributed the break-down to the 
huge 'culrural divide', what with both being on opposite sides of the philosophical spectrum - one 
closely held and tightly controlled family ownership with no experience nor appetite for 
partnerships and the other, a government owned entit'~ in China, somewhat secretive with their 
plap.s, Luith a nebulous, complex and undisciplined management cl!lp.1re. Tn lot of ways, the'J Luere 
the polar opposites! W.hat they lacked tnas a much needed 'glue' by tnay ofSIGIVLA's expertise to keep 
serious dialog moving, ulith alert and adept guiding of the issues and make compromises, based on 
credible plans in a trusting environment ... 

So, in my recent few 'I-on-I' meetings Vl1thy RP, I brought him up to date, not only about SIGMA's 
restructuring through a PE investor last year, but also our plans for XINDIA, This was a deliberate 
effort to give him the accnrate in.sight.s abont plans, rather than some one else feeding him erronf'-OUS 
motives on our part -- either thru ignorance Of purposeful mischief - such as the new SIGMA trying 
to import Chinese DIP thru the .JjV v.ith XXP etc. RPjMcWane keeps tabs on their competitors and 
customers alike and often ends up listening to baseless rumors as they have nothing else to go by!) 

I then casually outlined opportunities both in India and ME, as mentioned in the attached 2 updates, 

As we have also been eyeing certain opportunities in the IViiddle East, both through my own contacts 
",rith DlJTCO - a large trading/manufacturing group in Dubai and some of our activities through our 
UK operation, i al.so mentioned to McvVane that they shOUld look at the lViiddle East market, starting 
with a processing plant, as we had once discussed with XXP when we were trying to bring US Pipe to 
the table. This idea hit a nerve with RP as IVlc\Vane has a lot of spare capacity in their 3 DIP plants in 
USA and vvith the weak $ currency, it was at least a feasible idea to support their plants, vvhich is 
ahvays RP's first priority. 

As it happens, IV!cvVane has had a 'lV!cvVane International' activity through v.rhich they have been 
exporting at a modest level, some of the McWane product range - sllch as Valves and Hydrants, soil 
pipe and a few other products; as AvVvVA products are specified in overseas markets from time to 
timf'. How('ver, ff'Cently, they hired <'I Tom McKinl('y (TM), <'I person with <'I lot of glob<'ll vVatf'r vVorks 
experience. from his many years with T&C, a large French global Water Works Export Distribution 
company, once closely aligned with ST Gobain, which has since closed their global operations. So. 
McVVane too have been entertaining certain opportunities around the world. But RP wasn't quite sure 
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j~~t the same time, I have been fol1ovving the opportunities in the ,,,rater 'Vorks business In the 
emerging markets in India and the Middle East and having heard from GR that X.XP may be leaning 

towards a position for XINDLA. 'to go on our own' for the DIP expansion plan for XINDLA., I thought it 
could be an opportune time for us to generate interest in the Mc\Vane camp to capitalize on some of 
the new global opportunities and in the process, also draw closer to them as explained above. 

Simply put, the USA economy in general and WW market in particular, have been battered and 
wou-n2le21 significantly, as you know- and any turn around is going to be very slow and very gradual, 
due to the extent of abuse and the ine\itable back-lash from the over-reaction and corrective 
measures. Even otherwise, over the last 5 to 6 years, McWane hasn't seen any growth opportunity for 
AvVWA be it through organic or even acquisitive route, as they have a good position in most of the 
products they are in and have grown largely thru opportunistic buys of distressed units with Quick 
cash deals. As such, Lhey don;l normally like Lo pay good mulLiples based on earnings, as a way for 
their acquisition strategy nor have they had the patience to buiid green-fieid investments, 

In fact, they had tried to go on their own and reached out to Xinxing in 2005 and RP himself had 
tried to develop a personal relationship with LlviZ - and thought he did - but, after 2 long years~ 
neither' side fell conifodable doing a Jill an.d couldn'l see nor creale any 'win win'scenario and 
finally agreed to part ways, s01newhat "arrzicably'! OJ course, I attributed the break-down to the 
huge 'culrural divide', what with both being on opposite sides of the philosophical spectrum - one 
closely held and tightly controlled family ownership with no experience nor appetite for 
partnerships and the other, a government owned entit'~ in China, somewhat secretive with their 
plap.s, Luith a nebulous, complex and undisciplined management cl!lp.1re. Tn lot of ways, the'J Luere 
the polar opposites! W.hat they lacked tnas a much needed 'glue' by tnay ofSIGIVLA's expertise to keep 
serious dialog moving, ulith alert and adept guiding of the issues and make compromises, based on 
credible plans in a trusting environment ... 

So, in my recent few 'I-on-I' meetings Vl1thy RP, I brought him up to date, not only about SIGMA's 
restructuring through a PE investor last year, but also our plans for XINDIA, This was a deliberate 
effort to give him the accnrate in.sight.s abont plans, rather than some one else feeding him erronf'-OUS 
motives on our part -- either thru ignorance Of purposeful mischief - such as the new SIGMA trying 
to import Chinese DIP thru the .JjV v.ith XXP etc. RPjMcWane keeps tabs on their competitors and 
customers alike and often ends up listening to baseless rumors as they have nothing else to go by!) 

I then casually outlined opportunities both in India and ME, as mentioned in the attached 2 updates, 

As we have also been eyeing certain opportunities in the IViiddle East, both through my own contacts 
",rith DlJTCO - a large trading/manufacturing group in Dubai and some of our activities through our 
UK operation, i al.so mentioned to McvVane that they shOUld look at the lViiddle East market, starting 
with a processing plant, as we had once discussed with XXP when we were trying to bring US Pipe to 
the table. This idea hit a nerve with RP as IVlc\Vane has a lot of spare capacity in their 3 DIP plants in 
USA and vvith the weak $ currency, it was at least a feasible idea to support their plants, vvhich is 
ahvays RP's first priority. 

As it happens, IV!cvVane has had a 'lV!cvVane International' activity through v.rhich they have been 
exporting at a modest level, some of the McWane product range - sllch as Valves and Hydrants, soil 
pipe and a few other products; as AvVvVA products are specified in overseas markets from time to 
timf'. How('ver, ff'Cently, they hired <'I Tom McKinl('y (TM), <'I person with <'I lot of glob<'ll vVatf'r vVorks 
experience. from his many years with T&C, a large French global Water Works Export Distribution 
company, once closely aligned with ST Gobain, which has since closed their global operations. So. 
McVVane too have been entertaining certain opportunities around the world. But RP wasn't quite sure 
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how to structure it in any kind of strategic and consistent activitj rather than a illere 
export oPeration taking advantage of certain tactical opportunities. 

'Nith my presenting him opportunities in India and the Midd1e East, he fina11y sa\"/ a sure shot "".ray to 
develop a long term global presence and move fonvard decisively, since he trusts my grasp, instincts 
and most of all, a broad and fair minded business approach. After a fe,Al discnssions, I Vlas able to 

outline the 3 specific opportunities - participation in a IJI P plant in India; the SIGMA Fittings foundry 
(RP is now keen to have some Tndia foundry production as well to complement USA and China, as he 
deems India could be a bit more stable and competitive in the near future.) and a .J IV in the Middle 
East fro DIP and indeed the WW range - first to process pipe brought in from say USA, if cost efficient 
and then to even consider local prodl,ction etc ... -Being a -decisive person, not letting grass grow under 
his feet, we made quick progress in just a few weeks. 

This is where I saw the need to involve XXP not just for our India plans, but also in the Middle East, as 
I didn't think McWane going it alone would be a prudent idea, which could rub XXP the wrong way 
and creaLe an embarrassing poslLlon of SIGMA wlLh Ollr close parLnershlp wlLh XXP - Since XXP 
already has a presence in ME. Besides, I thought this would also be an opportunity for XXP to get 
additional business through the front door, nsing the American brand, emphasis on qnality, 
specification, marketing etc. (Since lVIcvVanc was now sceking new markets including IVIE, 2 senior 
guys from lYicvVane Global, a newlY created unit RP has set up to guide their global plans, made a 
quick visillo ME 1asl rnonlh anel gol very posilive response [rorn key "V"V cuslorners inc1ueling "Valer 
companies in UAE, Qatar an I3ahrain. The gist v\ras that r-vfE ITlarket was looking at huge investment in 
infra-structure including V/\V ... a vvestern brand and market is viewed favorably ... local processing 
/production plant is very timely as 1\1E governments arc intent on adding manl1faetl1ring activity to 
broaden their economies and cerate diverse and long term employment opportunities ... China 
prodncts are cheap, bnt qual1ty concerns remain etc ... ) 

Hence m-y request to FC to arrange a meeting with LMZ during my current China trip~ 

FG's first response to my update which he read and understood clearly, was to say that XXP has their 
own strong presence in the Middle East ... they also have signed onfor a J/V with a processing plant 
J/V in Saudi which will also cover other parts of the Middle East. ... LtvIZ is very busy with many 
acquisitions in China etc ... and may not have time to meet with VP this time, hut he will try to get 
him ... lfnotavailable, VP can explain his ideas to FG and FG will convey them to LMZ ... ' 

Though I would have abided by FG's advice if a meeting just wasn't feasible during our tight China 
visit, I was very keen to meet LMZ in person. I knew this time, the opportunities were real and I knew 
in my heart that we could make some 'big, but sound ideas· work. ... 

So, in addition to "FG, who often doesn't go far enough in trying and following up, T worked on vVT,M to 
reach LlvIZ. Though VVL1VI is aiso a meek and somewhat cautious, I know how to motivate her and this 
time, it worked as LlViZ caned back offering to meet for lunch Sunday, 7/13/08 for lunch, after "VLlYi 
conveyed briefly as to what I wanted to talk aboutl FG was a bit surprised hii11Self. 

But after stressing the importance of the meeting, he tried Ll'vfZ hard and I "vas able to meet him for 
about 2 hours G .... Tr luneh 7/13/08. _As it happened, ~ve had luneh at the Crand ]\1illenniuffi hotel 
Xinxing's o\'vn hote1 \"/hich has been comp1eted in the Fortune P1aza right next to their bui1ding. It is 
quite elegant and Ll\1Z gave us a \~/alk through of the facilities including rooms, conference facility, a 
gigRntic spa etc. 

As the time was short and in kf'_eping his nsnal dirf'-ct style: after minimal pleasantries: LMZ came right 
to the point and asked ... 'What are your suggestions for new opportunities in India? and the Middle 
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how to structure it in any kind of strategic and consistent activitj rather than a illere 
export oPeration taking advantage of certain tactical opportunities. 

'Nith my presenting him opportunities in India and the Midd1e East, he fina11y sa\"/ a sure shot "".ray to 
develop a long term global presence and move fonvard decisively, since he trusts my grasp, instincts 
and most of all, a broad and fair minded business approach. After a fe,Al discnssions, I Vlas able to 

outline the 3 specific opportunities - participation in a IJI P plant in India; the SIGMA Fittings foundry 
(RP is now keen to have some Tndia foundry production as well to complement USA and China, as he 
deems India could be a bit more stable and competitive in the near future.) and a .J IV in the Middle 
East fro DIP and indeed the WW range - first to process pipe brought in from say USA, if cost efficient 
and then to even consider local prodl,ction etc ... -Being a -decisive person, not letting grass grow under 
his feet, we made quick progress in just a few weeks. 

This is where I saw the need to involve XXP not just for our India plans, but also in the Middle East, as 
I didn't think McWane going it alone would be a prudent idea, which could rub XXP the wrong way 
and creaLe an embarrassing poslLlon of SIGMA wlLh Ollr close parLnershlp wlLh XXP - Since XXP 
already has a presence in ME. Besides, I thought this would also be an opportunity for XXP to get 
additional business through the front door, nsing the American brand, emphasis on qnality, 
specification, marketing etc. (Since lVIcvVanc was now sceking new markets including IVIE, 2 senior 
guys from lYicvVane Global, a newlY created unit RP has set up to guide their global plans, made a 
quick visillo ME 1asl rnonlh anel gol very posilive response [rorn key "V"V cuslorners inc1ueling "Valer 
companies in UAE, Qatar an I3ahrain. The gist v\ras that r-vfE ITlarket was looking at huge investment in 
infra-structure including V/\V ... a vvestern brand and market is viewed favorably ... local processing 
/production plant is very timely as 1\1E governments arc intent on adding manl1faetl1ring activity to 
broaden their economies and cerate diverse and long term employment opportunities ... China 
prodncts are cheap, bnt qual1ty concerns remain etc ... ) 

Hence m-y request to FC to arrange a meeting with LMZ during my current China trip~ 

FG's first response to my update which he read and understood clearly, was to say that XXP has their 
own strong presence in the Middle East ... they also have signed onfor a J/V with a processing plant 
J/V in Saudi which will also cover other parts of the Middle East. ... LtvIZ is very busy with many 
acquisitions in China etc ... and may not have time to meet with VP this time, hut he will try to get 
him ... lfnotavailable, VP can explain his ideas to FG and FG will convey them to LMZ ... ' 

Though I would have abided by FG's advice if a meeting just wasn't feasible during our tight China 
visit, I was very keen to meet LMZ in person. I knew this time, the opportunities were real and I knew 
in my heart that we could make some 'big, but sound ideas· work. ... 

So, in addition to "FG, who often doesn't go far enough in trying and following up, T worked on vVT,M to 
reach LlvIZ. Though VVL1VI is aiso a meek and somewhat cautious, I know how to motivate her and this 
time, it worked as LlViZ caned back offering to meet for lunch Sunday, 7/13/08 for lunch, after "VLlYi 
conveyed briefly as to what I wanted to talk aboutl FG was a bit surprised hii11Self. 

But after stressing the importance of the meeting, he tried Ll'vfZ hard and I "vas able to meet him for 
about 2 hours G .... Tr luneh 7/13/08. _As it happened, ~ve had luneh at the Crand ]\1illenniuffi hotel 
Xinxing's o\'vn hote1 \"/hich has been comp1eted in the Fortune P1aza right next to their bui1ding. It is 
quite elegant and Ll\1Z gave us a \~/alk through of the facilities including rooms, conference facility, a 
gigRntic spa etc. 

As the time was short and in kf'_eping his nsnal dirf'-ct style: after minimal pleasantries: LMZ came right 
to the point and asked ... 'What are your suggestions for new opportunities in India? and the Middle 
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East?' I am not sure if my entire advance message to him (attached here) I had sent 
through PG "vas forvrarded to him or not, but PG certainly seemed to have given a brief to him as to 
i.vhat I -..vanted to discuss vvith Ll\1Z. So, I gave him my assessment of the current vvcak market outlook 
in US,j,~, our strategic plans \·vith l\/[c\"/ane and hovv ! thought l\/[cVVane could fit in \"lith our plans in 
India - both for the DIP plans through XINDL4.. and Fittings and other products through Sl\.fL. 

T gave him a glimpse as to how T came to present the opportunities in Tndia and the Middle East to RP, 
as outlined above. I knew I would get a push back about the Middle East and initially I did, as he 
mentioned about 'XXP's J/V for a processinq plant in Saudi ... which also will cover the rest of ME 
market ... ' But when I stayed my' ground and explained to him as to how McWane has positive 
response from a few ME customers, for a 'western brand' for a DIP and a strong endorsement for a 
processing plant in the UAE, backed by a powerful local group who use a lot of DIP themselves etc, 
LMZ quickly changed his position and gave a 'green light' to go ahead and discuss with McWane and 
bring suitable proposals back to XXP. His position may have surprised WLM and FG, but knov.'ing 
LMZ as I do now, having worked wiLh him closely for Lhe lasL 3 years, he saw a definiLe new niche La 
add one more dimension in their global outreach .. this time through McWane. Though XXP had 
direct diaiog vvith IvIeWane - LTvIZ vvith RP himseif - he didn't even hang his hat on their 'direct· 
rciationship. But, having failed in their previous direct dialog and having seen how we have guided 
XXP into India to a fnlitful JjV, he must have sensed that I WOUld develOp and present him onlY a 
praclical opporlunily lhal would be good for al1 parlies, inslead of lhe lirne and energy lhal could be 
spent bet-ween two parties of opposite culture! 

As for India, he clearly expressed his disappointment of ha\ing not been able to ;.vork vyith JSL in a 
\Norkable partnership format and stated clearly his preference still to look for opportunities to vlork 
1Nith the .J1ndal Group - he also mentioned that he didn't 'ivant to have too many 'enemies' knov-.ring 
fully well that EeL alread.y is one! FG kept referring to JSL's 'changed position' - he was referring to 
how .JSL has now ruled out a share holding fro XINDLA in .JSL's current plant in return for the 
upgrade. But, I pointed out to both that even XXP/XINDIA have changed their position from their 
original visit to JSL in March 2007 in Delhi, when LMZ had clearly stated that their strategy is to take 
only a minority position in any DIP plant in India, preferring to work with .rSL as a strategic partner. 
So, I explained that BOTH have somewhat changed their original position in response to the current 
realities - ,TSL's inability to grant any benefits to XXP and XXP's realization of the strength of the 
Indian DIP market - and suggested that we move forward by looking for smaner strategic 
opportunities v.'ith .rSL and assured him that .rSL might not look at any of XXP's plans in India, in 
extreme or hostile terms, as they are more 'business like' and less jealous and paranoiac than EeL... 

I didn't push for any close XXP (.Jindal .r (V that we were once striving for .. having learnt from GR's 
update of your last meetings with PRJ who made it clear that accommodation of XXP through shares 
in .lSI, for the up-gradation is not feasible and on the other hand, YR/XXP seem to have adopted an 
even more drastic change in their position that XINDIA now would like to develop a DIP plant as a 
majority owner. To me, it appears that they would Eke to do so even if .jSL had offered some small 
shares in JSL! So, I pointed out to UvIZ that it is still possible for Xn-..rDIA to attract JSL as a nlinority 
player in the DIP plant, say at 10% to 15% and we should strive to do so, in order to foster a healthy 
market plaCe. (Though I didn't elaborate on it in the interest of time, in the future, we can set up a 
IDIPRA Indian DI _Pipe Research Association, along the lines of DIPRA UE11 which breeds a 
harmonious environment e'....,'en in a competitive setting.) 

So, all in all, LMZ gave thumbs up to invite Mc"Vane as a partner in the XINDIA/DIP ,J/V and also 
agreed for partieipation in MeWane DIP .J/V in ME - both; of eourse; subject to market data and 
fC'Hsibility C'te. 

But, he stressed that 'the decision aboul a DIP planliJy XfNDIA will be made aher Alex completes his 
market st!1d~J UJhich XXP has asked hfm. to update and present to }(lNDL4.,. -'. I was not aware that 
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East?' I am not sure if my entire advance message to him (attached here) I had sent 
through PG "vas forvrarded to him or not, but PG certainly seemed to have given a brief to him as to 
i.vhat I -..vanted to discuss vvith Ll\1Z. So, I gave him my assessment of the current vvcak market outlook 
in US,j,~, our strategic plans \·vith l\/[c\"/ane and hovv ! thought l\/[cVVane could fit in \"lith our plans in 
India - both for the DIP plans through XINDL4.. and Fittings and other products through Sl\.fL. 

T gave him a glimpse as to how T came to present the opportunities in Tndia and the Middle East to RP, 
as outlined above. I knew I would get a push back about the Middle East and initially I did, as he 
mentioned about 'XXP's J/V for a processinq plant in Saudi ... which also will cover the rest of ME 
market ... ' But when I stayed my' ground and explained to him as to how McWane has positive 
response from a few ME customers, for a 'western brand' for a DIP and a strong endorsement for a 
processing plant in the UAE, backed by a powerful local group who use a lot of DIP themselves etc, 
LMZ quickly changed his position and gave a 'green light' to go ahead and discuss with McWane and 
bring suitable proposals back to XXP. His position may have surprised WLM and FG, but knov.'ing 
LMZ as I do now, having worked wiLh him closely for Lhe lasL 3 years, he saw a definiLe new niche La 
add one more dimension in their global outreach .. this time through McWane. Though XXP had 
direct diaiog vvith IvIeWane - LTvIZ vvith RP himseif - he didn't even hang his hat on their 'direct· 
rciationship. But, having failed in their previous direct dialog and having seen how we have guided 
XXP into India to a fnlitful JjV, he must have sensed that I WOUld develOp and present him onlY a 
praclical opporlunily lhal would be good for al1 parlies, inslead of lhe lirne and energy lhal could be 
spent bet-ween two parties of opposite culture! 

As for India, he clearly expressed his disappointment of ha\ing not been able to ;.vork vyith JSL in a 
\Norkable partnership format and stated clearly his preference still to look for opportunities to vlork 
1Nith the .J1ndal Group - he also mentioned that he didn't 'ivant to have too many 'enemies' knov-.ring 
fully well that EeL alread.y is one! FG kept referring to JSL's 'changed position' - he was referring to 
how .JSL has now ruled out a share holding fro XINDLA in .JSL's current plant in return for the 
upgrade. But, I pointed out to both that even XXP/XINDIA have changed their position from their 
original visit to JSL in March 2007 in Delhi, when LMZ had clearly stated that their strategy is to take 
only a minority position in any DIP plant in India, preferring to work with .rSL as a strategic partner. 
So, I explained that BOTH have somewhat changed their original position in response to the current 
realities - ,TSL's inability to grant any benefits to XXP and XXP's realization of the strength of the 
Indian DIP market - and suggested that we move forward by looking for smaner strategic 
opportunities v.'ith .rSL and assured him that .rSL might not look at any of XXP's plans in India, in 
extreme or hostile terms, as they are more 'business like' and less jealous and paranoiac than EeL... 

I didn't push for any close XXP (.Jindal .r (V that we were once striving for .. having learnt from GR's 
update of your last meetings with PRJ who made it clear that accommodation of XXP through shares 
in .lSI, for the up-gradation is not feasible and on the other hand, YR/XXP seem to have adopted an 
even more drastic change in their position that XINDIA now would like to develop a DIP plant as a 
majority owner. To me, it appears that they would Eke to do so even if .jSL had offered some small 
shares in JSL! So, I pointed out to UvIZ that it is still possible for Xn-..rDIA to attract JSL as a nlinority 
player in the DIP plant, say at 10% to 15% and we should strive to do so, in order to foster a healthy 
market plaCe. (Though I didn't elaborate on it in the interest of time, in the future, we can set up a 
IDIPRA Indian DI _Pipe Research Association, along the lines of DIPRA UE11 which breeds a 
harmonious environment e'....,'en in a competitive setting.) 

So, all in all, LMZ gave thumbs up to invite Mc"Vane as a partner in the XINDIA/DIP ,J/V and also 
agreed for partieipation in MeWane DIP .J/V in ME - both; of eourse; subject to market data and 
fC'Hsibility C'te. 

But, he stressed that 'the decision aboul a DIP planliJy XfNDIA will be made aher Alex completes his 
market st!1d~J UJhich XXP has asked hfm. to update and present to }(lNDL4.,. -'. I was not aware that 
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XINDIA or Alex is currently conducting ally market study? It certainly makes sense as a 
fevv different ne-vr plans fro additional capacity have- been announced and eVen undervray like 
Tat~-IKL1bota ete and it's likely that some of the demand parameters may have ehanged v.-ith the reeent 
economic uncertainty in India. But, I \·vasn't mvare that a forma1 study is undenvay ... 

is it heing done "'t('rn(!lll1'~OJ' I,'mwi ;:;r'oiect thrl1 some one like Collabrant/Vutso? 

Once our discussion on the specific isslles I had come to discllss - primarily participation of McWane 
with XXP in India and XXP in Cane's ME J/V - was concluded, with LMZ endorsing both initiatives, 
he came on hard on me as to XINDIA progress, which I must say, which put me ilf at ease, as I just 
didn't know where we stood v,,;th XINDIA's progress! Frankly, I have not sought out any update from 
GR as our ready source and from him too, there has been much less updates, as all are extremely busy 
since the ground breaking ... 

As sllch, I was frank wlLh him aboul my noL being in a posiLion Lo lell him abollLlhe progress, noLlhaL 
he was looking to me for an updated schedule as much as to convey that he was not satisfied with the 
progress and implied in his O'wn way that even the process, including communication, may also be less 
than satisfactory. Though he didn't mention it as such, I sensed that YB may bc complaining to him 
about how things in India are somewhat nebulous and constantlY unsettling, without a dear project 
plan, a credible progress update and Lhe tenacious focus on a Larget completion date ... 

Knovv-1ng hovv inflexible YB often is on a fevv issnes, I tried to convey to LrVIZ that vvhile certain initial 
delays arc unavoidable to get various permits etc. some of the delays may also be caused v{hen 
YB/Y"--,,XP do not provide all the releyant information such as designs, equipment schedules, cost data 
etc to help XTNDTA complete varions applications for permits and keep going fon,vard. He simply 
responded by saying 'YB/~Y.X:P will not be a hindrance to any of~X:LNDL4's neerl ..... ' Then, both FG and 
LMZ spent the next few minutes to stress to lTIe 'how ilTIportant XINDLA is for all 0111' future ventures 
and he_ promised a lot more investment hy XXP; Minmetals and others-ifXINDIA project is managed 
efficiently and successfully .. .' LMZ became passionate when he said 'this XINDIA project is being 
watched very carefully by not only XXP board, but also at the Ministry etc.: He even referred to his 
meeting with the high Indian Minister recently, which has since brought high profile coverage and he 
used it to stress that he is now in the limelight to make snre that the proje_ct is progressing on schedule 
and completed at the earliest. 

For my part, even as I expressed my inability to comment on any progress, as I simply did not have 
any credible latest information, I assured him that we will organize a web based project update, so that 
anyone from India or China, or USA, can get a read on the project update without having to 
necessarily ask GR or Alex or YB etc. for one. 

At this point, Alex and Gopi, it is imperative that both of you coordinate ""ith me to make sure that we 
are all in the same loop and we make tangible progress on these various oppmtunities. As for the 
latter, despite having worked on several initiatives at the S:tvIL level, I anI sensing that in the end we 
may rea1ize langible success in Lhe one area Lhal STG1\1A has some experlise - Vlaler \\Torks and T 
strongly suggest that we all direct our Ut'"1.ified, comnlete and constant focus on it. 

No\\' that \ve have x...XP's support and 1\1c'-Vane's interest, \ve just develop a clear 3 to 5-year plan to 
present to both camps and then channel all onr resources and energy to make it happen. Very simply, 
this will be to create a Master Plan to create a DIP + Other Than Pipe (OTP) production/supply ,I/V 
for the Indian market "vith attention to all relevant details of Sales, Profits, Investment and ROI and 
also spelling ont individual roles for the_ varions parties~ -with a simple yet dear stnlcture etc. (I 
recently received one such outline for the proposed J jV for the ME - very succinct yet complete look 
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XINDIA or Alex is currently conducting ally market study? It certainly makes sense as a 
fevv different ne-vr plans fro additional capacity have- been announced and eVen undervray like 
Tat~-IKL1bota ete and it's likely that some of the demand parameters may have ehanged v.-ith the reeent 
economic uncertainty in India. But, I \·vasn't mvare that a forma1 study is undenvay ... 

is it heing done "'t('rn(!lll1'~OJ' I,'mwi ;:;r'oiect thrl1 some one like Collabrant/Vutso? 

Once our discussion on the specific isslles I had come to discllss - primarily participation of McWane 
with XXP in India and XXP in Cane's ME J/V - was concluded, with LMZ endorsing both initiatives, 
he came on hard on me as to XINDIA progress, which I must say, which put me ilf at ease, as I just 
didn't know where we stood v,,;th XINDIA's progress! Frankly, I have not sought out any update from 
GR as our ready source and from him too, there has been much less updates, as all are extremely busy 
since the ground breaking ... 

As sllch, I was frank wlLh him aboul my noL being in a posiLion Lo lell him abollLlhe progress, noLlhaL 
he was looking to me for an updated schedule as much as to convey that he was not satisfied with the 
progress and implied in his O'wn way that even the process, including communication, may also be less 
than satisfactory. Though he didn't mention it as such, I sensed that YB may bc complaining to him 
about how things in India are somewhat nebulous and constantlY unsettling, without a dear project 
plan, a credible progress update and Lhe tenacious focus on a Larget completion date ... 

Knovv-1ng hovv inflexible YB often is on a fevv issnes, I tried to convey to LrVIZ that vvhile certain initial 
delays arc unavoidable to get various permits etc. some of the delays may also be caused v{hen 
YB/Y"--,,XP do not provide all the releyant information such as designs, equipment schedules, cost data 
etc to help XTNDTA complete varions applications for permits and keep going fon,vard. He simply 
responded by saying 'YB/~Y.X:P will not be a hindrance to any of~X:LNDL4's neerl ..... ' Then, both FG and 
LMZ spent the next few minutes to stress to lTIe 'how ilTIportant XINDLA is for all 0111' future ventures 
and he_ promised a lot more investment hy XXP; Minmetals and others-ifXINDIA project is managed 
efficiently and successfully .. .' LMZ became passionate when he said 'this XINDIA project is being 
watched very carefully by not only XXP board, but also at the Ministry etc.: He even referred to his 
meeting with the high Indian Minister recently, which has since brought high profile coverage and he 
used it to stress that he is now in the limelight to make snre that the proje_ct is progressing on schedule 
and completed at the earliest. 

For my part, even as I expressed my inability to comment on any progress, as I simply did not have 
any credible latest information, I assured him that we will organize a web based project update, so that 
anyone from India or China, or USA, can get a read on the project update without having to 
necessarily ask GR or Alex or YB etc. for one. 

At this point, Alex and Gopi, it is imperative that both of you coordinate ""ith me to make sure that we 
are all in the same loop and we make tangible progress on these various oppmtunities. As for the 
latter, despite having worked on several initiatives at the S:tvIL level, I anI sensing that in the end we 
may rea1ize langible success in Lhe one area Lhal STG1\1A has some experlise - Vlaler \\Torks and T 
strongly suggest that we all direct our Ut'"1.ified, comnlete and constant focus on it. 

No\\' that \ve have x...XP's support and 1\1c'-Vane's interest, \ve just develop a clear 3 to 5-year plan to 
present to both camps and then channel all onr resources and energy to make it happen. Very simply, 
this will be to create a Master Plan to create a DIP + Other Than Pipe (OTP) production/supply ,I/V 
for the Indian market "vith attention to all relevant details of Sales, Profits, Investment and ROI and 
also spelling ont individual roles for the_ varions parties~ -with a simple yet dear stnlcture etc. (I 
recently received one such outline for the proposed J jV for the ME - very succinct yet complete look 
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at the opportunity from start to finish. I had to sIgn a CA before I received it and joined 
the conference call - but, I can share it among us to make sure "vVe proceed in the right direction!) 

For the 'XIN PIPE' or l\I[XP (!\I[c\'\/ane XIND,&~I Pipe) project, \ve can 100k at a dear Sa1es potentia1 of a 
about $350M to $400 IV! in just 3 years \vith a realistic capacity of 250,000 lVIT (S300 :r..1) of DIP and 
about 10,000 MT ($30 M) of Fittings, and other products of about $30 to $50 M_ At this point '\I\--rith 
our limited management and financial resources; it is counter productive for us to focus on any other 
project and we need to come together to develop a credible plan in a short time, so we can present it to 
all concerned, get their blessing and move on_ 

(Thouqh I have combined the OTP ranqe in this project, we can still structure the Castinq/ Fittinq 
separately with just SML/McWane etc ~ but, with~MXP in a close framework as ifit's all one ... ) ~ 

As for XTNDTA, T urge you to immediately establish a dynamic and accurate project update 
mechanism, where anyone of us like Siddharth or myself or I'G or ViLM or anyone else in XXP can 
refer to it at will and get to understand as to the status of each part of the project and have a clear and 
common undersLanding of Lhe comp1eLion dale, insLead of one of liS having La ask GR and geL an 
impromptu update which could be different from the current realities. I am sure you may already be 
working on this type of pian, but I have not heard or seen any reference to it_ If you recall, I had 
stressed thc need for this disciplined approach to CR soon after thc ground breaking, as to how 
important it is make a realistic schedule and do al1 we can to stay ""rith it, as Chinese and American 
projecL rnanagernenl is known lo_ in india, we have lol rnore variables beyond our conlrol, bul, we 
also are more forgiving of delays and have a tendency to 'go "vith the flow __ .' rather than work with a 
'make it vvork at all costs ___ ' and 'do vvhatever it takes ___ ' It is imperative novv that we set a dear start 
date for XINDIA production based on a realistic assessment of the ground realities and then make it 
come about -- as it may othenvise affect interest by Y:...:XP on other projects such as the DIP etc. 

It is also necessary that the 4 of us now have a serious review of the entire XINDLA. project and the 
above proposed opportunities to have a dear 'meeting of the lTIinds' to go for"',Tard~ In fact, the 4 of us 
actllally never have_ reviewed as even at Banga10re in February; we spent the avai1able time to review 
the SML's business plans rather than XINDIA, which was at its infancy then. 

The first step ought to be a conference call with all 4 of us - and anyone else now involved in the 
XTNDTA project, so that first T can get canght np so T can interact ",ith McWane and XXP/FG as to the 
plans going forward. 

Bnt, first, please re,iew this rather lengthy npdate carefnlly and then respond ",ith any insights, 
update etc to bring me up to speed with XINDIA and other related events and developments. We can 
set up the conference call soon after. (But, I am not available Friday 8/8 and Saturday 8/9 as I will be 
in Toronto for a quick ,isit. T win be back Sunday afternoon. We can do so Thursday 8/7, say 10 am) 

I am also planning a meeting with RP jlVIcV\;'"ane next week, to cover these and other plans_ 

Lel's regroup and develOp a c1ear iYLasler Plan and more irnporlanLly, lel's get-ii-done! 

Best Regards, 

{VictoT~is 

SIGlVIA Corp 
609~758~080o x 555 
609-529-2020 (cell) 
vQ(Wsigmaco_com 
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at the opportunity from start to finish. I had to sIgn a CA before I received it and joined 
the conference call - but, I can share it among us to make sure "vVe proceed in the right direction!) 

For the 'XIN PIPE' or l\I[XP (!\I[c\'\/ane XIND,&~I Pipe) project, \ve can 100k at a dear Sa1es potentia1 of a 
about $350M to $400 IV! in just 3 years \vith a realistic capacity of 250,000 lVIT (S300 :r..1) of DIP and 
about 10,000 MT ($30 M) of Fittings, and other products of about $30 to $50 M_ At this point '\I\--rith 
our limited management and financial resources; it is counter productive for us to focus on any other 
project and we need to come together to develop a credible plan in a short time, so we can present it to 
all concerned, get their blessing and move on_ 

(Thouqh I have combined the OTP ranqe in this project, we can still structure the Castinq/ Fittinq 
separately with just SML/McWane etc ~ but, with~MXP in a close framework as ifit's all one ... ) ~ 

As for XTNDTA, T urge you to immediately establish a dynamic and accurate project update 
mechanism, where anyone of us like Siddharth or myself or I'G or ViLM or anyone else in XXP can 
refer to it at will and get to understand as to the status of each part of the project and have a clear and 
common undersLanding of Lhe comp1eLion dale, insLead of one of liS having La ask GR and geL an 
impromptu update which could be different from the current realities. I am sure you may already be 
working on this type of pian, but I have not heard or seen any reference to it_ If you recall, I had 
stressed thc need for this disciplined approach to CR soon after thc ground breaking, as to how 
important it is make a realistic schedule and do al1 we can to stay ""rith it, as Chinese and American 
projecL rnanagernenl is known lo_ in india, we have lol rnore variables beyond our conlrol, bul, we 
also are more forgiving of delays and have a tendency to 'go "vith the flow __ .' rather than work with a 
'make it vvork at all costs ___ ' and 'do vvhatever it takes ___ ' It is imperative novv that we set a dear start 
date for XINDIA production based on a realistic assessment of the ground realities and then make it 
come about -- as it may othenvise affect interest by Y:...:XP on other projects such as the DIP etc. 

It is also necessary that the 4 of us now have a serious review of the entire XINDLA. project and the 
above proposed opportunities to have a dear 'meeting of the lTIinds' to go for"',Tard~ In fact, the 4 of us 
actllally never have_ reviewed as even at Banga10re in February; we spent the avai1able time to review 
the SML's business plans rather than XINDIA, which was at its infancy then. 

The first step ought to be a conference call with all 4 of us - and anyone else now involved in the 
XTNDTA project, so that first T can get canght np so T can interact ",ith McWane and XXP/FG as to the 
plans going forward. 

Bnt, first, please re,iew this rather lengthy npdate carefnlly and then respond ",ith any insights, 
update etc to bring me up to speed with XINDIA and other related events and developments. We can 
set up the conference call soon after. (But, I am not available Friday 8/8 and Saturday 8/9 as I will be 
in Toronto for a quick ,isit. T win be back Sunday afternoon. We can do so Thursday 8/7, say 10 am) 

I am also planning a meeting with RP jlVIcV\;'"ane next week, to cover these and other plans_ 

Lel's regroup and develOp a c1ear iYLasler Plan and more irnporlanLly, lel's get-ii-done! 

Best Regards, 

{VictoT~is 

SIGlVIA Corp 
609~758~080o x 555 
609-529-2020 (cell) 
vQ(Wsigmaco_com 
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TYLER UNI N" 
Quality Wat!lwworks Products 

January 11, 2008 

RE: Pending Price Change for Utility Fittings and Accessories 

Dear Valued Customer, 

Due to continued rising costs, especially 'y"v'ithin our off-shore operations, we find 
it necessary to increase pricing on Uti I ity Fittings and AccessOl-ies. 

As per our prior letter of October 5, 2007, we will adjust pricing by increasing 
multipliers while retaining our current List Price, LP-5072. Letters stating the new 
region specific multipliers will be mailed January 18, 2008. The increase will be 
1 OO/e to 12%~ above the current prevailing mu!tiplier levels on B!ended Fittings and 
Accessories and 3% to 5~'o en Domestic Fittings effective February 18, 2008. 

To help our distribution customers better manage their Inventory valuations and 
compete on a more level plaYing field, It is our Intention gOing forward to sell all 
products only off the newly published multipliers. We will continue to monitor the 
competitive environment and adjust regional multipliers as required to provide 
you with competitive pricing. 

All annual municipal bid contracts vv'ill be honored per the terms of the contract. 
Jobs quoted prior to this announcement will be honored through March 1, 2008, 
with acceptabie documentation provided to your iocai TyieriUnion saies 
representative 

If the current inflationary trends continue as forecasted, we anticipate the need to 
announce another multiplier increase within the next six months. However, we 
\"Ii!! only do so as conditions require. 

'v"Ve thank you for your business and as alway-s we remain committed to providing 
you wiih quaiiiy producis and service ai compeiiiive prices. 

Sincerely, 
. I 

- ~ - /.... . 
V~'7~ 

/ / / 
jerry jansen 
National Sales Manager 
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TYLER UNI N" 
Quality Wat!lwworks Products 

January 11, 2008 

RE: Pending Price Change for Utility Fittings and Accessories 

Dear Valued Customer, 

Due to continued rising costs, especially 'y"v'ithin our off-shore operations, we find 
it necessary to increase pricing on Uti I ity Fittings and Accessor-ies. 

As per our prior letter of October 5, 2007, we will adjust pricing by increasing 
multipliers while retaining our current List Price, LP-5072. Letters stating the new 
region specific multipliers will be mailed January 18, 2008. The increase will be 
1 OO/e to 12%~ above the current prevailing mu!tiplier levels on B!ended Fittings and 
Accessories and 3% to 5~'o en Domestic Fittings effective February 18, 2008. 

To help our distribution customers better manage their inventory valuations and 
compete on a more level plaYing field, It is our Intention gOing forward to sell all 
products only off the newly published multipliers. We will continue to monitor the 
competitive environment and adjust regional multipliers as required to provide 
you with competitive pricing 

All annual municipal bid contracts vv'ill be honored per the terms of the contract. 
Jobs quoted prior to this announcement will be honored through March 1, 2008, 
with acceptable documentation provided to your local TyleriUnion sales 
representative. 

If the current inflationary trends continue as forecasted, we anticipate the need to 
announce another multiplier increase within the next six months. However, we 
\"Ii!! only do so as conditions require. 

'v"Ve thank you for your business and as alway-s we remain committed to providing 
you with quality products and service at competitive prices. 

Sincerely, 
. I _ J _ /.... . 

V~'7~ 

/ / / 
jerry jansen 
National Sales Manager 
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From: 
Sent: 

To: 
Subject: 

Attach: 

Laura, 

Rick Tatman 

Tuesday, Octoher 6, 2009 10:24 AM 

Laura Alvey <Laura.Alvey@tylen.:mion.com> 

Sept 22nd Announcement Q&A Rev2.doc 

Sept 22nd Announcement Q&A Rev2.doc 

Please send out to the fie!d. 

!fthere are Gustomer questions that still are not addressed by this revision they should send those into you and 
we'!! provide the appropriate response. 

Confidential TU-FTC-0255496 

CX 1179-001

PUBLIC

From: 
Sent: 

To: 

Subject: 

Attach: 

Laura, 

Rick Tatman 

Tuesday, Octoher 6, 2009 10:24 AM 

Laura Alvey <Laura.Alvey@tylen.:mion.com> 

Sept 22nd Announcement Q&A Rev2.doc 

Sept 22nd Announcement Q&A Rev2.doc 

Please send out to the fie!d. 

!fthere are Gustomer questions that still are not addressed by this revision they should send those into you and 
we'!! provide the appropriate response. 
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Regarding Ty!er Union's September 22nd Announcement 

Rev 2: 10/6/09 

Question: Will Sigma be able to setup distributors that TylerUnion would not historically 
support? 

Arlswer: For the most part, Yes. Within certain restrictions, Sigma has the ability to 
supply our domestic product to their customers. \/Vhi!e we understand your concerns, 
the reality of situation is that in the absence of the MDA with TylerUnion, Sigma was 
going to develop their own domestic sourcing options to the extent they could. More 
than likely that distributor you're concerned about would have obtained some level of 
domestic product either from Star or from Sigma. We believe that ultimately the market 
will be more stable, and your business will be better off, if distributors like the one in 
question purchase their domestic requirements either through TylerUnion or through 
Sigma under our MDA.. 

Question: Under the MDA will Sigma be allowed to direct bid municipalities? 

Answer: It is our understanding that Sigma does not intend to participate in direct bids. 

Question: Under the MDA will Sigma be allowed to sell to distributors that are located in 
domestic only markets such as PA and certain areas of NY, MD and DE? 

Ans'v"v'eT: The MDA does not restrict Sigma from selling distributors in any specific 
market area. However, you need to stress to your customers that although they have 
access to our domestic product through Sigma .... .TyierUnion is the manufacture. 'VVe 
were supporting domestic requirements long before ARRA surfaced and we'll be 
supporting domestic requirements long have the ARRA period is over with and we carry 
the broadest range of items in inventory to service your needs. There is no valid reason 
not to continue to utilize TylerUnion directly for all your domestic requirements 

Question: If a customer is buying Metal Fit product is that a violation of our policy 
requiring full support of the ivicVv'ane brands for all domestic requirements? 

Answer: If Metal Fit product is allowed on a Job, then that Job does not have a true 
domestic spec requirement Our policy applies to Jobs and applications that required 
USA on the casting as part of their "domestic requirement". 

Question: Your letter states that "Customers \vho elect not to support this program may 
forgo participation in any unpaid rebates for domestic fittings and accessories or 
shipment of their domestic fitting and accessory orders of Tyier Union or Ciow Water 
products for up to i 2 weeks" Does the "or" mean that customers can choose between 
loosing their rebate or loosing access to product? 

Answer: No The language of the letter was structured to allow us to apply the 
appropriate response based upon the unique circumstances of each situation. Loosing 
any unpaid rebates or loosing access to product for up to 12 weeks defines the potential 
boundaries of vvhat that appropriate response could be. 
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Regarding Ty!er Union's September 22nd Announcement 

Rev 2: 10/6/09 

Question: Will Sigma be able to setup distributors that TylerUnion would not historically 
support? 

Arlswer: For the most part, Yes. Within certain restrictions, Sigma has the ability to 
supply our domestic product to their customers. \/Vhi!e we understand your concerns, 
the reality of situation is that in the absence of the MDA with TylerUnion, Sigma was 
going to develop their own domestic sourcing options to the extent they could. More 
than likely that distributor you're concerned about would have obtained some level of 
domestic product either from Star or from Sigma. We believe that ultimately the market 
will be more stable, and your business will be better off, if distributors like the one in 
question purchase their domestic requirements either through TylerUnion or through 
Sigma under our MDA.. 

Question: Under the MDA will Sigma be allowed to direct bid municipalities? 

Answer: It is our understanding that Sigma does not intend to participate in direct bids. 

Question: Under the MDA will Sigma be allowed to sell to distributors that are located in 
domestic only markets such as PA and certain areas of NY, MD and DE? 

Ans'v"v'eT: The MDA does not restrict Sigma from selling distributors in any specific 
market area. However, you need to stress to your customers that although they have 
access to our domestic product through Sigma .... .TyierUnion is the manufacture. 'VVe 
were supporting domestic requirements long before ARRA surfaced and we'll be 
supporting domestic requirements long have the ARRA period is over with and we carry 
the broadest range of items in inventory to service your needs. There is no valid reason 
not to continue to utilize Ty!erUnion directly for a!! your domestic requirements 

Question: If a customer is buying Metal Fit product is that a violation of our policy 
requiring full support of the ivicVv'ane brands for all domestic requirements? 

Answer: If Metal Fit product is allowed on a Job, then that Job does not have a true 
domestic spec requirement Our policy applies to Jobs and applications that required 
USA on the casting as part of their "domestic requirement". 

Question: Your letter states that "Customers \vho elect not to support this program may 
forgo participation in any unpaid rebates for domestic fittings and accessories or 
shipment of their domestic fitting and accessory orders of Tyier Union or Ciow Water 
products for up to i 2 weeks." Does the "or" mean that customers can choose between 
loosing their rebate or loosing access to product? 

Answer: No The language of the letter was structured to allow us to apply the 
appropriate response based upon the unique circumstances of each situation. Loosing 
any unpaid rebates or loosing access to product for up to 12 'vv€l€lks defines the potential 
boundaiies of vvhat that appiOpiiate iesponse could be. 
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Question: \/Vh'y' did Tyler Union set Sigma up as a Master Distributor of their domestic 
fittings and accessories? 

Answer: Tyler Union recognized that ARRA projects will result in more branch locations 
needing to purchase domestic fitting and accessories than has historically been the 
case. In some cases Sigma has a unique relationship with a particular branch or 
distributor whereby the customer may prefer the utilize Sigma for their domestic 
requirements. 

Question: Your announcement letter stated that "ivicVVane will adopt a program 
whereby our domestic fiiiings and accessories will be available to customers who elect 
to fully support McWane branded products for their domestic fitting and accessory 
requirements." What does this mean? 

A.nswer: !\~c\A!ane has spent almost $600 million to modernize, improve and increase 
the efficiency of its domestic production facilities, including more than $40M of 
investment in our ductile iron watervvorks fittings operations alone. Mc'v'Vane produces 
an extensive product line of domestic fittings and accessory items. In support of that 
investment and long term commitment we have elected to support customer's who 
desire to partner with us in support of our business. 

Question: If we don't want to support the Tyler Union or Clow Water brands for our 
domestic fitting and accessory requirements, does that mean you \A!On't sell us 
anything? 

Answer: The request for fuii support oniy appiies to our domestic fitiings and 
accessories. That policy does not in anyway affect our business relationship on other 
products such as non domestic fittings and accessories, restraints, domestic valve 
boxes or non domestic valve boxes. 

Question: Does that mean if! don't want to use the Ty!er Union or C!O\AJ VVater brands 
for all my domestic fittings and accessories that you vl/on't sell me any domestic fittings 
or accessories? 

Answer: Tyler Union has an extensive product line of domestic fittings and accessories 
and we maintain sufficient inventory levels at all our stocking locations. As such, we 
and are in a strong position to serve your total needs. Just as you prefer working with 
contractors that support your business long term, we prefer to supply our domestic 
fittings and accessories into customers \vho have freely chosen to fully support our 
business. 

Question: If I purchase Tyler Union's domestic fittings and accessories from Sigma can 
I still place orders with Tyler Union? 

Answer: Yes, our policy only asks customers to fully support the Tyler Union and Clow 
\Aiater brands for your domestic requirements. Customers have the option to purchase 
those items from either Tyler Union Clo'.N VVater or Sigma depending upon '.Nhat's best 
for their business. 

TU-FTC-0255498 

CX 1179-003

PUBLIC

Confidential 

Question: \/Vh'y' did Tyler Union set Sigma up as a Master Distributor of their domestic 
fittings and accessories? 

Answer: Tyler Union recognized that ARRA projects will result in more branch locations 
needing to purchase domestic fitting and accessories than has historically been the 
case. In some cases Sigma has a unique relationship with a particular branch or 
distributor whereby the customer may prefer the utilize Sigma for their domestic 
requirements. 

Question: Your announcement letter stated that "ivicVVane will adopt a program 
whereby our domestic fiiiings and accessories will be available to customers who elect 
to fully support McWane branded products for their domestic fitting and accessory 
requirements." What does this mean? 

A.nswer: !\~c\A!ane has spent almost $600 million to modernize, improve and increase 
the efficiency of its domestic production facilities, including more than $40M of 
investment in our ductile iron watervvorks fittings operations alone. Mc'v'Vane produces 
an extensive product line of domestic fittings and accessory items. In support of that 
investment and long term commitment we have elected to support customer's who 
desire to partner with us in support of our business. 

Question: If we don't want to support the Tyler Union or Clow Water brands for our 
domestic fitting and accessory requirements, does that mean you \A!OnJt sell us 
anything? 

Answer: The requesi for fuii suppori oniy appiies io our domesiic fiiiings and 
accessories. That policy does not in anyway affect our business relationship on other 
products such as non domestic fittings and accessories, restraints, domestic valve 
boxes or non domestic valve boxes. 

Question: Does that mean if! don't want to use the Ty!er Union or C!O\AJ VVater brands 
for all my domestic fittings and accessories that you vlfon't sell me any domestic fittings 
or accessories? 

Answer: Tyler Union has an extensive product line of domestic fittings and accessories 
and we maintain sufficient inventory levels at all our stocking locations. As such, we 
and are in a strong position to serve your total needs. Just as you prefer working with 
contractors that support your business long term, we prefer to supply our domestic 
fittings and accessories into customers \vho have freely chosen to fully support our 
business. 

Quesiion: If I purchase Tyler Union's domesiic fitiings and accessories from Sigma can 
I still place orders with Tyler Union? 

Answer: Yes, our policy only asks customers to fully support the Tyler Union and Clow 
\I\fater brands for your domestic requirements. Customers have the option to purchase 
those items from either Tyler Union Clo'.N VVater or Sigma depending upon '.Nhat's best 
fOi theii business. 
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Question: Does the program to fully support the Ty!er Union and C!O\AJ VVater brands for 
domestic requirements apply on a branch by branch basis? 

Answer: No, the program is intended to appiy at the corporate ievei at each customer 
and therefore applies to all branches within that organization 

Question: Can I utilize another domestic fitting and accessory brand other than Tyler 
Union or C!ow Water products and then still purchase Ty!er Union or C!ow Water 
products through Sigma? 

Answer: No, Sigma will be adhering to the same distribution program and policies as 
the Tyier Union and Ciow Water divisions of ivicWane. 

Question: What if I need a particular item and Tyler Union doesn't have it available? 

A.nswer: VVe have asked customers to support our business \.A.Jhere Ty!er Union 
products are readily available \vithin norma! lead times. VVe \vi!! apply the test of reason 
based upon the circumstances, but vve recognize that if we don't have a particular item 
tooied or avaiiabie to ship from one of our yards that customers need to have the option 
to secure that item from another source to support their contractors. 

Question: I don't understand what you meant by allowing an exception "where domestic 
fittings and accessories are purchased from another domestic pipe and fitting 
manufacturer along with their ductile iron pipe" 

Answer: Although McVVane is a manufacture of ductile iron pipe, Tyler Union does not 
as a normai practice provide ductiie pipe aiong with our fittings and accessories. vVe 
recognize that there are certain jobs or circumstances whereby ductile pipe and fillings 
are quoted or supplied together by a single domestic manufacture. Since we don't as a 
normal business practice offer that "package". our intent was not to disrupt that 
established business relationship where it makes sense for our customers 

Question: VVhat if only fittings are purchased from another domestic pipe and fittings 
manufacture for a particular job that doesn't require ductile pipe. 

Answer: This is a very unique situation. Please communicate the exact circumstances 
into Jerry Jansen. 

Question: How does this affect my domestic rebate? 

Ansvver: Rebates are paid based upon qualified invoice dollars. Tyler Union branded 
products purchases through Sigma do not quaiify for Tyier Union's rebate program. 
Piease contact Sigma for any appiicabie rebates that may appiy on product purchases 
through Sigma. 

Question: Is my rebate on your non domestic fittings affected by my purchasing choice 
on domestic products? 

TU-FTC-0255499 

CX 1179-004

PUBLIC

Confidential 

Question: Does the program to fully support the Ty!er Union and C!O\Aj VVater brands for 
domestic requirements apply on a branch by branch basis? 

Answer: No, the program is intended to appiy at the corporate ievei at each customer 
and therefore applies to all branches within that organization 

Question: Can I utilize another domestic fitting and accessory brand other than Tyler 
Union or C!ow Water products and then still purchase Ty!er Union or C!ow Water 
products through Sigma? 

Answer: No, Sigma will be adhering to the same distribution program and policies as 
the Tyier Union and Ciow Water divisions of ivicWane. 

Question: What if I need a particular item and Tyler Union doesn't have it available? 

A.nswer: VVe have asked customers to support our business \.A./here Ty!er Union 
products are readily available \vithin norma! lead times. VVe \vi!! apply the test of reason 
based upon the circumstances, but vva recognize that if we don't have a particular item 
tooied or avaiiabie to ship from one of our yards that customers need to have the option 
to secure that item from another source to support their contractors. 

Question: I don't understand what you meant by allowing an exception "where domestic 
fittings and accessories are purchased from another domestic pipe and fitting 
manufacturer along \AJith their ductile iron pipe" 

Answer: Although McVVane is a manufacture of ductile iron pipe, Tyler Union does not 
as a normai praciice provide duciiie pipe aiong wiih our fiiiings and accessories. vVe 
recognize that there are certain jobs or circumstances whereby ductile pipe and fillings 
are quoted or supplied together by a single domestic manufacture. Since we don't as a 
normal business practice offer that "package". our intent was not to disrupt that 
established business relationship where it makes sense for our customers 

Question: VVhat if only fittings are purchased from another domestic pipe and fittings 
manufacture for a particular job that doesn't require ductile pipe. 

Answer: This is a very unique situation. Please communicate the exact circumstances 
into Jerry Jansen. 

Question: How does this affect my domestic rebate? 

Ansvver: Rebates are paid based upon qualified invoice dollars. Tyler Union branded 
products purchases through Sigma do not quaiify for Tyier Union's rebate program. 
Piease contact Sigma for any appiicabie rebaies that may appiy on product purchases 
through Sigma. 

Question: Is my rebate on your non domestic fittings affected by my purchasing choice 
on domestic products? 
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Answer: No, participation in our non domestic product rebate program is not affected by 
),'our decision on supporting the McV·Jane brands for your domestic fitting and accessory' 
requirements 

Question: Will Sigma also have access to Tyler Union's domestic valve and service 
boxes? 

Answer: No, the arrangement with Sigma is limited to fittings and accessories. 

Question: Ho'vv vvill this effect annual bids 

Answer: Annual bids only apply io aciive disiribuior cusiomers ihai adhere io our 
policies. Tyler Union reserves the right to de-activate any account based upon the best 
interest of our business as a whole. 
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Answer: No, participation in our non domestic product rebate program is not affected by 
),'our decision on supporting the MeV·Jane brands for your domestic fitting and accessory' 
requirements 

Question: Will Sigma also have access to Tyler Union's domestic valve and service 
boxes? 

Answer: No, the arrangement with Sigma is limited to fittings and accessories. 

Question: Ho'vv vvill this effect annual bids 

Answer: Annual bids only apply io aciive disiribuior cusiomers ihai adhere io our 
policies. Tyler Union reserves the right to de-activate any account based upon the best 
interest of our business as a whole. 
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From: 
Sent: 

To: 

Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Tuesday, April 28, 2009 5:25 PM 

Leon ~v1cCul1ough <lmccul1ough@c1oVv~vTalve.com>~ Thomas 'vValton 
<iwalton@Iuh-valve,coIn> 

RST is available @ 8:30 Inputs Sigma Response - TylerlUnion New List and 
Multipliers 

I am available @ 8:30~ 

We can discuss in more detail tomorrow, but I am now highly confident that Star will follow our List Price. 

That would make it highly un-likely that Sigma won't change course and follow also. 

Richard (Rick) Tatman 
VP&Gl\1 Tyler/Union 
Mc\l\fane VVater¥Jorks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
~~JYI~DJnjQD_,_gQ!D 

From: McCullough, Leon (McWane Executive Vice President) [mailto:lmccullough@clowvalve,com] 
Sent: Tuesday, April 28, 2009 4:29 PM 
To: rtatman@tylerunion,com; Walton,Thomas (McWane Sr, Vice President) 
Subject: RE: RST Inputs Sigma Response - Tyler/Union New List and Multipliers 

Would you guys be available for a conference call tomorrow morning @ 8:30 a.m.? If yes, please call me then. 

Leon 

From: Rick Tatman [maiito:rtatman@tyierunlon,com] 
Sent: Tuesday, Aprii 28, 2009 ii:26 AM 
To: Waiton,Thomas (iVicWane Sr. Vice President) 
Cc: tvicCuiiough, Leon (ivicWane Executive Vice President) 
Subject: RST Inputs Sigma Response - TyieriUnion New List and iViuitipiiers 

This is probabiy a better verbai discussion, but iet me jot down some of my thoughts . 

Confidential 

• The List Price restructuring was the right move for our business and we shouid maintain that course: 

o We finally have a known and structured price for each item. 
o Our level of profitability for a given multiplier is now much more easily determined and is no longer a 

crap shoot on what items the customer orders 
o The compression in $/lb list pricing makes it much more difficult to significantly under sell larger 

diameter items compared to the (3"-12") stocking segment. 
o In theory, the compression in margins across the entire size range should drive more stability on the 

(3"-12") stocking segment which both benefits our business to a greater degree and helps take away 
one of the barriers to distributors not wanting to hoid Stock (Too iarge of a spread between stock 
order and job pricing) 

• For aii the reasons the restructuring makes sense for our business it goes against what the importers want: 

o They have a much higher weighting in the larger diameter segment 
o The more room they have to "Make deals" and still make "Good profits" they better the system works 

for their sales model. 
o They are much better at line item and job pricing than we are. 
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From: 
Sent: 

To: 

Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Tuesday, April 28, 2009 5:25 PM 

Leon ~v1cCul1ough <lmccul1ough@c1oVv~vTalve.com>~ Thomas 'vValton 
<iwalton@Iuh-valve,coIn> 

RST is available @ 8:30 Inputs Sigma Response - TylerlUnion New List and 
Multipliers 

I am available @ 8:30~ 

We can discuss in more detail tomorrow, but I am now highly confident that Star will follow our List Price. 

That would make it highly un-likely that Sigma won't change course and follow also. 

Richard (Rick) Tatman 
VP&Gl\1 Tyler/Union 
Mc\l\fane VVater¥Jorks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
~~JYI~DJnjQD_,_gQ!D 

From: McCullough, Leon (McWane Executive Vice President) [mailto:lmccullough@clowvalve,com] 
Sent: Tuesday, April 28, 2009 4:29 PM 
To: rtatman@tylerunion,com; Walton,Thomas (McWane Sr, Vice President) 
Subject: RE: RST Inputs Sigma Response - Tyler/Union New List and Multipliers 

Would you guys be available for a conference call tomorrow morning @ 8:30 a.m.? If yes, please call me then. 

Leon 

From: Rick Tatman [maiito:rtatman@tyierunlon,com] 
Sent: Tuesday, Aprii 28, 2009 ii:26 AM 
To: Waiton,Thomas (iVicWane Sr. Vice President) 
Cc: tvicCuiiough, Leon (ivicWane Executive Vice President) 
Subject: RST Inputs Sigma Response - TyieriUnion New List and iViuitipiiers 

This is probabiy a better verbai discussion, but iet me jot down some of my thoughts . 

Confidential 

• The List Price restructuring was the right move for our business and we shouid maintain that course: 

o We finally have a known and structured price for each item. 
o Our level of profitability for a given multiplier is now much more easily determined and is no longer a 

crap shoot on what items the customer orders 
o The compression in $/lb list pricing makes it much more difficult to significantly under sell larger 

diameter items compared to the (3"-12") stocking segment. 
o In theory, the compression in margins across the entire size range should drive more stability on the 

(3"-12") stocking segment which both benefits our business to a greater degree and helps take away 
one of the barriers to distributors not wanting to hoid Stock (Too iarge of a spread between stock 
order and job pricing) 

• For aii the reasons the restructuring makes sense for our business it goes against what the importers want: 

o They have a much higher weighting in the larger diameter segment 
o The more room they have to "Make deals" and still make "Good profits" they better the system works 

for their sales model. 
o They are much better at line item and job pricing than we are. 
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• TIle V\iild card right now is Star. Late last week they put out a letter stating tlley would Ilave a new List 
Price effective iviay i 9th and that it wouid be posted to their website shortiy. 'vVe assumed given the 
ianguage and timing they wouid be foiiowing our List Price, but they very weii may post their own List Price 
as an act of defiance. Star and Sigma don't like each other but they iivill band together against the common 
enerny so lhere is now sorne probabilily lhal Slar rnay change direclion and relracllheir lisl price change. 

iviy gut feeis says to stay U18 course and continue WiUl U18 new List and iviuitipiiers effeciive May 1 st. if Our 
competitors truly want higher pricing and more stability they can certainly accommodate that around our new List 
Prics. 

\lVorst case is that the current environment Of heavy job pricing continues. !n that environment, we'!! at least 
better understand the margin level associated with any job multiplier quoted with our new List Price structure. 

Also, if we are going to make any announcement on TufGrip it would probably better to do that before any olive 
branch is accepted. Moving Joint Restraint pricing somewhat coupled to selling levels on (3"-12") fittings is 
probably a good strategy for us. 

I'm certainly open to discussion if anyone has strong feeling about another direction . 

.,., 1 1 f.,.· 1 "C"T> . 
KICnara ~KICK) latman 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatmanCdltyierun ion .com 
www.tyierunion.com 

From: 'vVaitonrThornas (ivic'vVane Sr. Vice President) [rnaiito:twaiton@ivin-Vaive.com] 
Sent: Tuesday, April 28, 2009 9:14 Ajvj 
To: itatman@tylerunion.com 
Cc: jvjcCuliougi-lr Leon (ivicWane Executive Vice President) 
Subject: RE: Sigma Response - Tyler/Union Nevy List and jv1ultipliers 

Rick, 

VVhat do you think our strategy going forward should be? 

Thanks, 

Thomas 

From: Rick Tatman [maiito:rtatman@tyierunion.com] 
Sent: jvionday, Aprii 27, 2009 5:25 Pivj 
To: ivicCuiiough, Leon (ivic'vVane Executive Vice President); WaitonrTrlOr-naS (ivic'vVane Sr. Vice President) 
Subject: Sigma Response - Tyler/Union New List and jviultipliers 

Gentlemen, 

This is an interesting read .... Admission of guilt for driving prices down and a renewed commitment firm 
multipliers and stability~ 

Note that they are going to stay with the CUrTent List Price. I may be reading too much into Larry's words but his 
message to Tyler/Union may be that I'll control my pricing and I want you pull back your list price 
restructuring????? 
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• TIle V\iild card right now is Star. Late last week they put out a letter stating tlley would Ilave a new List 
Price effective iviay i 9th and that it wouid be posted to their website shortiy. 'vVe assumed given the 
ianguage and timing they wouid be foiiowing our List Price, but they very weii may post their own List Price 
as an act of defiance. Star and Sigma don't like each other but they iivill band together against the common 
enerny so lhere is now sorne probabilily lhal Slar rnay change direclion and relracllheir lisl price change. 

iviy gut feeis says to stay U18 course and continue WiUl U18 new List and iviuitipiiers effeciive May 1 st. if Our 
competitors truly want higher pricing and more stability they can certainly accommodate that around our new List 
Prics. 

\lVorst case is that the current environment Of heavy job pricing continues. !n that environment, we'!! at least 
better understand the margin level associated with any job multiplier quoted with our new List Price structure. 

Also, if we are going to make any announcement on TufGrip it would probably better to do that before any olive 
branch is accepted. Moving Joint Restraint pricing somewhat coupled to selling levels on (3"-12") fittings is 
probably a good strategy for us. 

I'm certainly open to discussion if anyone has strong feeling about another direction. 

Richard (Rick) Tatman 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatmanCdltyierun ion .com 
www.tyierunion.com 

From: 'vVaitonrThornas (ivic'vVane Sr. Vice President) [rnaiito:twaiton@ivin-Vaive.com] 
Sent: Tuesday, April 28, 2009 9:14 Aivj 
To: itatman@tylerunion.com 
Cc: jvjcCuliougi-lr Leon (ivicWane Executive Vice President) 
Subject: RE: Sigma Response - Tyler/Union Nevy List and jv1ultipliers 

Rick, 

VVhat do you think our strategy going forward should be? 

Thanks, 

Thomas 

From: Rick Tatman [maiito:rtatman@tyierunion.com] 
Sent: jvionday, Aprii 27, 2009 5:25 Pivj 
To: ivicCuiiough, Leon (jvic'vVane Executive Vice President); WaitonrTrlOr-naS (ivic'vVane Sr. Vice President) 
Subject: Sigma Response - Tyler/Union New List and jviultipliers 

Gentlemen, 

This is an interesting read .... Admission of guilt for driving prices down and a renewed commitment firm 
multipliers and stability~ 

Note that they are going to stay with the CUrTent List Price. I may be reading too much into Larry's words but his 
message to Tyler/Union may be that I'll control my pricing and I want you pull back your list price 
restructuring????? 
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The "severe drops in list prices" Larry references is on the larger diameter items (14" - 48") vv'here Sigma's share 
position is much stronger than ours. p',s you knoV'J we actually raised list prices on the (3"-12") segment by over 
7% 

Under the restructured list price the total spread in terms of $/lb is now -33% while under the prior list price that 
spread was -250%. 

Under firm multiplier pricing, the gross margins under the prior list price improve by step functions for larger 
diameters which is what Larry is probably trYing to protect. 

Note that Star announced late last week that they would have a new list Price effective May 19th . It will be 
interesting to see what they do in iight of Sigma's announcement. 

The only option I see for Sigma if they vv'ant to retain their existing list price and apply firm multipliers is to utilize a 
tier multiplier system like ... ve no ... v have for our Domestic Only Fittings. 

Of course if Sigma is going to truly support stable pricing, we'd be better off having they support stable multipliers 
against our new restructured list price which favors our stronger product segment. 

SIGMA Your Fitting Choice .. 

April 27, 2009 
To: Our Vaiued Customers 

Re: Pricing Revie'vv for A\lVVVA MJ Fittings 

At the outset, we thank you for your business in these uncertain and difficult times. \flje have 
always appreCiated our customers' patronage and friendship -- but do so even more at this time! 

The severely weakened market demand has understandably caused the prices to fall in recent months, 
as suppliers and the distributors alike pursue the meager market volume using lower pricing to secure 
business. However, while SIGMA has responded to support our customers as necessary due to 
competitive pressures, we are also aware of the need to be responsible as a business, to support our 
peopie and operations, so we can continue to service you adequateiy, both now and in the iong term .. 

The problem of over supply and a cataclysmic drop in demand has created a market that doesn't seem 
to have a bottom. VVhile none of us like to see 1O'v'v'er pricing, vv'e've all had a hand in it either directly or 
indirectly, and any semblance of responsibility and market discipline seems to have disappeared. 'lIVe at 
S!GMA are just as much at fault as any of our competitors. 

In response to this turbulent patch, our industry leader has recently announced a highly re-structured 
pricing plan that you are aware of, with severe drops in the list prices. While we respect their rationale, 
whatever it may be, we disagree with their approach, as it is likely to devalue your inventory and also 
adversely affect your potential margins, which will be particularly felt in these lean times, We believe 
this action will hurt our industry, both in the short and the long term .. 

At the sarne tirne, we also sense the need to reverse H·le unheaiU1Y pricing spirai HHU a rnature, prudent 
and disciplined pricing approach. Despite the recent drop in our product costs from the high levels of 
08, our costs of doing business have in fact risen on a 'per $ of Sales' due to the sharp decline in market 
volume and the high levels of inventory \AJe are forced to carry to support your needs on a just-in-time 
basis and the resulting slow turns. 

THEREFORE, WE PLAN TO CONTINUE THE EXISTING PRICE LIST FOR THE FITTINGS 
AND ACCESSORIES, DATED JULY 1,2007 AND USE FIRM NEW MULTIPLIERS OFF 
THIS PRICE LIST, TO BRING STABILITY BACK TO OUR BUSINESS", 

The new Multipliers will be provided regionally by your SIGMA Sales team and will be effective for all 
orders shipped siarting iviay 4, 2009 excepi for pricing commiiied in wriiing priorio Aprii 27, 2009, 
whicll will be honored as quoted. 
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The "severe drops in list prices" Larry references is on the larger diameter items (14" - 48") vv'here Sigma's share 
position is much stronger than ours. p',s you knoV'J we actually raised list prices on the (3"-12") segment by over 
7% 

Under the restructured list price the total spread in terms of $/lb is now -33% while under the prior list price that 
spread was -250%. 

Under firm multiplier pricing, the gross margins under the prior list price improve by step functions for larger 
diameters which is what Larry is probably trYing to protect. 

Note that Star announced late last week that they would have a new list Price effective May 19th . It will be 
interesting to see what they do in iight of Sigma's announcement. 

The only option I see for Sigma if they vv'ant to retain their existing list price and apply firm multipliers is to utilize a 
tier multiplier system like ... ve no ... v have for our Domestic Only Fittings. 

Of course if Sigma is going to truly support stable pricing, we'd be better off having they support stable multipliers 
against our new restructured list price which favors our stronger product segment. 

SIGMA Your Fitting Choice .. 

April 27, 2009 
To: Our Vaiued Customers 

Re: Pricing Revie'vv for A\lVVVA MJ Fittings 

At the outset, we thank you for your business in these uncertain and difficult times. \flje have 
always appreCiated our customers' patronage and friendship -- but do so even more at this time! 

The severely weakened market demand has understandably caused the prices to fall in recent months, 
as suppliers and the distributors alike pursue the meager market volume using lower pricing to secure 
business. However, while SIGMA has responded to support our customers as necessary due to 
competitive pressures, we are also aware of the need to be responsible as a business, to support our 
peopie and operations, so we can continue to service you adequateiy, both now and in the iong term .. 

The problem of over supply and a cataclysmic drop in demand has created a market that doesn't seem 
to have a bottom. VVhile none of us like to see 1O'v'v'er pricing, vv'e've all had a hand in it either directly or 
indirectly, and any semblance of responsibility and market discipline seems to have disappeared. 'lIVe at 
S!GMA are just as much at fault as any of our competitors. 

In response to this turbulent patch, our industry leader has recently announced a highly re-structured 
pricing plan that you are aware of, with severe drops in the list prices. While we respect their rationale, 
whatever it may be, we disagree with their approach, as it is likely to devalue your inventory and also 
adversely affect your potential margins, which will be particularly felt in these lean times, We believe 
this action will hurt our industry, both in the short and the long term .. 

At the sarne tirne, we also sense the need to reverse H·le unheaiU1Y pricing spirai HHU a rnature, prudent 
and disciplined pricing approach. Despite the recent drop in our product costs from the high levels of 
08, our costs of doing business have in fact risen on a 'per $ of Sales' due to the sharp decline in market 
volume and the high levels of inventory \AJe are forced to carry to support your needs on a just-in-time 
basis and the resulting slow turns. 

THEREFORE, WE PLAN TO CONTINUE THE EXISTING PRICE LIST FOR THE FITTINGS 
AND ACCESSORIES, DATED JULY 1,2007 AND USE FIRM NEW MULTIPLIERS OFF 
THIS PRICE LIST, TO BRING STABILITY BACK TO OUR BUSINESS", 

The new Multipliers will be provided regionally by your SIGMA Sales team and will be effective for all 
orders shipped siarting iviay 4, 2009 excepi for pricing commiiied in wriiing priorio Aprii 27, 2009, 
whicll will be honored as quoted. 
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\{Ve hope you understand our sincere efforts to reverse the unhelpful course of the past and support our 
efforts to be a responsible supplier for nO\"J and for the future, given the challenging times v'le a!! face 
together as one industry. Vl,fe also hope this effort wi!! stabilize the value of your own inventories as we!!. 

We thank you for your patience and support, especially during this truly unprecedented and difficult 
period. I believe that once all is said and done we will all come out stronger and smarter for having 
gone through this challenge. In the interim, thanks for helping us make the industry a little bit better. 
Good health to all and I wish you a strong recovery in the months and years ahead. 

Best Regards, 

Larry Rybacki 

S!GMA Corp 

508-394-9070508-523-0127 (cell) 

Iryb446150@aol.com 

Richard (Rick) Tatman 
\T&Gr-v1 Ty ler/Union 
McVVane VVaterworks Fittings Division 
(903) 882-2440 
rtatman(a)tvlerun ion .com 
www.tvlerunion.com 
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\{Ve hope you understand our sincere efforts to reverse the unhelpful course of the past and support our 
efforts to be a responsible supplier for nO\"J and for the future, given the challenging times v'le a!! face 
together as one industry. Vl,fe also hope this effort wi!! stabilize the value of your own inventories as we!!. 

We thank you for your patience and support, especially during this truly unprecedented and difficult 
period. I believe that once all is said and done we will all come out stronger and smarter for having 
gone through this challenge. In the interim, thanks for helping us make the industry a little bit better. 
Good health to all and I wish you a strong recovery in the months and years ahead. 

Best Regards, 

Larry Rybacki 

S!GMA Corp 

508-394-9070508-523-0127 (cell) 

Iryb446150@aol.com 

Richard (Rick) Tatman 
\T&Gr-v1 Ty ler/Union 
McVVane VVaterworks Fittings Division 
(903) 882-2440 
rtatman(a)tvlerun ion .com 
www.tvlerunion.com 
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From: G. Ruffner Page, If. 

Sent: Tuesday, January 29, 2008 10:00 PM 

To: 'O'Neal, Craft' <CONeal@,OTIealstee1.com> 

Subject: RE: Q4/December EVA Perfonnance 

We are finally seeing the bottom. Month to month comparison bookings are flat and not falling in the under 

ground water works business. Pricing fell hard in the DI pipe business last 3rd Q and I think the industry looking 
into the "abyss" and thought that voiume was not the solution because pricing has stabiiized in that market. 
The Chinese importers in water works fittings are seeking price increases are we are now in a position to resist. 
In fact I have offered to make "An items for an importer at the same price they can bring in it in, also the soil 

pipe importers have largely quit importing due to cost increases. All good and needed news for your 

businesses. Volume in the above ground drain business will surely slow this year however. 

It is nice to feel the soliddrity within our compdny when the mdrket findlly stops hdmmering us. my gOdl now is 

to rebuild our self confidence in 2008. 

+h _ __ _ _ _ _ _ _ _ __ _ _ _ _ _ _ _ _ _ _ _ 

As to the 16 u
" I will check with Penny. I am probably available in the morning but am headed to bone lish at 

Deep Water Cay that day for the weekend. I know I know ...... 

From: O'f\Jea!, Craft [mai!to:COf\Jea!@onea!stee!.com] 
Sent: Tuesday, January 29,20089:25 .l!..M 
To: G. Ruffner Page, Jr. 
Subject: RE: Q4/December 8fA Performance 

Sorry for a!! the messages. Thanks for the offer to help. Things are tough, but! do believe O'Neal wi!! perform 
better soon_ Our subs should have a very good first half of the year, so overall profitability should be better for our 
company in 2008. 

How are things there? 

Colleen has requested the family meeting be on May 16th this year. !s that date o!c.ay for you and Penny? 

From: G. Ruffner Page, Jr. [mailto:RPage@mcwane.com] 
Sent: Monday, January 28,20088:18 PM 
To: O'f\Jea!, Craft 
Subject: FVV: Q4/December 8fA Performance 

Looks tough . .-6..nything! can do to help? 

From: Nicholas, Shawn [mailto:snicholas@onealsteel.com] 
Sent: Monday, January 28, 20084:00 PM 
To: Nicholas, Shawn; Jones, Bill; Bannon, Blake; Driscoll, Bob; Risch, Carl; O'Neal, Craft; Thurman, ('T.; 
Simpson, Dave; Hutson, Dean; Lesley, Don; Gray, Gary; Richard, Gene; Brockman, Gerald; Clark, Harry; Smith, 
Henley; Head, Holman; Robertson, Jeff; Simons, Jeff; Stephen, Jeff; Roberts, Jerry; Tucker, Jerry; Huntsinger, 
Jim; Boudreaux, Jody; Elrod, John; Simons, John; Shackleford, Ken; Cooke, Kevin; Woolnough, Mark; Valenta, 
Mary; Uzzell, Melvin; Gooldrup, Mike; Brewer, Mike; Harrison, Mitchell; Browning, Norm; Jensen, Paul; Davies, 
Rich; Crutchfleid, Ron; G. Ruffner Page, Jr.; Young, Scott; Smith, Shawn; Couiter, Steve; McCracken, Steve; 
Heath, Tim; Reed, Todd; Baiiou, Tom; Hauntz, Kevin; Hoiiey, Steve; Armstrong, Stephen; Travis, Ron; White, 
Chris; Smith, Rick; Hudson, Stan; Smothers, Duane; Regan, Tom; Saunders, Stephen; Goings, Alfred 
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From: G. Ruffner Page, If. 

Sent: Tuesday, January 29, 2008 10:00 PM 

To: 'O'Neal, Craft' <CONeal@,OTIealstee1.com> 

Subject: RE: Q4/December EVA Perfonnance 

We are finally seeing the bottom. Month to month comparison bookings are flat and not falling in the under 

ground water works business. Pricing fell hard in the DI pipe business last 3rd Q and I think the industry looking 
into the "abyss" and thought that voiume was not the solution because pricing has stabiiized in that market. 
The Chinese importers in water works fittings are seeking price increases are we are now in a position to resist. 
In fact I have offered to make "An items for an importer at the same price they can bring in it in, also the soil 

pipe importers have largely quit importing due to cost increases. All good and needed news for your 

businesses. Volume in the above ground drain business will surely slow this year however. 

It is nice to feel the soliddrity within our compdny when the mdrket findlly stops hdmmering us. my gOdl now is 

to rebuild our self confidence in 2008. 

+h _ __ _ _ _ _ _ _ _ __ _ _ _ _ _ _ _ _ _ _ _ 

As to the 16 u
" I will check with Penny. I am probably available in the morning but am headed to bone lish at 

Deep Water Cay that day for the weekend. I know I know ...... 

From: O'f\Jea!, Craft [mai!to:COf\Jea!@onea!stee!.com] 
Sent: Tuesday, January 29,20089:25 .l!..M 
To: G. Ruffner Page, Jr. 
Subject: RE: Q4/December 8fA Performance 

Sorry for a!! the messages. Thanks for the offer to help. Things are tough, but! do believe O'Neal wi!! perform 
better soon_ Our subs should have a very good first half of the year, so overall profitability should be better for our 
company in 2008. 

How are things there? 

Colleen has requested the family meeting be on May 16th this year. !s that date o!c.ay for you and Penny? 

From: G. Ruffner Page, Jr. [mailto:RPage@mcwane.com] 
Sent: Monday, January 28,20088:18 PM 
To: O'f\Jea!, Craft 
Subject: FVV: Q4/December 8fA Performance 

Looks tough . .-6..nything! can do to help? 

From: Nicholas, Shawn [mailto:snicholas@onealsteel.com] 
Sent: Monday, January 28, 20084:00 PM 
To: Nicholas, Shawn; Jones, Bill; Bannon, Blake; Driscoll, Bob; Risch, Carl; O'Neal, Craft; Thurman, ('T.; 
Simpson, Dave; Hutson, Dean; Lesley, Don; Gray, Gary; Richard, Gene; Brockman, Gerald; Clark, Harry; Smith, 
Henley; Head, Holman; Robertson, Jeff; Simons, Jeff; Stephen, Jeff; Roberts, Jerry; Tucker, Jerry; Huntsinger, 
Jim; Boudreaux, Jody; Elrod, John; Simons, John; Shackleford, Ken; Cooke, Kevin; Woolnough, Mark; Valenta, 
Mary; Uzzell, Melvin; Gooldrup, Mike; Brewer, Mike; Harrison, Mitchell; Browning, Norm; Jensen, Paul; Davies, 
Rich; Crutchfleid, Ron; G. Ruffner Page, Jr.; Young, Scott; Smith, Shawn; Couiter, Steve; McCracken, Steve; 
Heath, Tim; Reed, Todd; Baiiou, Tom; Hauntz, Kevin; Hoiiey, Steve; Armstrong, Stephen; Travis, Ron; White, 
Chris; Smith, Rick; Hudson, Stan; Smothers, Duane; Regan, Tom; Saunders, Stephen; Goings, Alfred 
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Subject: Q4/December EVA Performance 

Aii, 

Aiiached is the 4th QuarieriDecember EVA Performance Repori. 

Shawn ivi Nicholas, CPA 
General Accounting Manager 
O'Neal Steel 
(205) 599-8123 
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Subject: Q4/December EVA Performance 

Aii, 

Aiiached is the 4th QuarieriDecember EVA Performance Repori. 

Shawn ivi Nicholas, CPA 
General Accounting Manager 
O'Neal Steel 
(205) 599-8123 
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Jennifer Mcnaniel 

From: 
Sent: 

Rlck Tatman [rtatman@t'1!enmlon.com] 
Saturday, May 24, 2008 1 :50 PM 

To: McCulloUQh, Leon (McWane Executive Vice President): Walton. Thomas IMcWane Sr. Vice 
President) . .. . . 

Subject: Agree on Waiting until Data is available: DIFRA Data not available 

Leon, 

I would agiee with your approach as does Thor-nas based upon Our discussions in China. 

Although somev'v'hat painful to the bottom in the short teim, that would ie-SnfOice the message we've been tr-ying to drlii in 
\·vhich '."/hen successful \,vi!! pay long term dividends. 

The timing presented was just for a reference point. 

'R~ ('Ric&J 7atfflatt 
VP&GM Tyler/Union 

McVlJane \II/aterworks Fittings Division 
(903) 882-2440 
rtatman@tvleruniof),com 
www.tvlerunion.com 

From: McCu!!oughr Leon (Mc\flJane Executive Vice President) [ma!!to:!mccu!!ough@c!ovvAJalve.com] 
Sent: SatL!rday, May 24,20081:14 PM 
To: rtatman@ty!erunion.com; Wa!ton/Thomas (Mc\flJane Sr. Vice PreSident) 
Subject: RE: DIFRA. Data not availab!e 

! stH! believe we stand pat unt!! market share info is available. 
Leon 

From: Rick Tatman [mal!to:rtatman@tylerunion.com] 
Sent: FridaYI May 231 20089:20 PM 
To: \IIJa!ton/Thomas (Mc\IIJane Sr. Vice PreSident); McCullough, Leon (McVVane Executive Vice President) 
Subject: DIFft4. Data not available 

Feedback from the accounting firm \"./3S that tw"O of the four members hadn't yet reported. 

I might suspect that Star and Sigma are upset over their perception of McVVane's lack of support on pricing. 

I have asked the DI FRA legal counsel to contract the non reporting members 

Nearly four weeks ago all members agreed on a conference call to report by the 15'h. 

Having a price increase effective on June 16m would require a formal announcement next week. 

Enjoy the holiday weekend .... .I'm sure we'll talk on Tuesday. 

VP&GM Tyler/Union 

McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
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Jennifer Mcnaniel 

From: 
Sent: 

Rlck Tatman [rtatman@t'1!enmlon.com] 
Saturday, May 24, 2008 1 :50 PM 

To: McCulloUQh, Leon (McWane Executive Vice President): Walton. Thomas IMcWane Sr. Vice 
President) . .. . . 

Subject: Agree on Waiting until Data is available: DIFRA Data not available 

Leon, 

I would agiee with your approach as does Thor-nas based upon Our discussions in China. 

Although somev'v'hat painful to the bottom in the short teim, that would ie-SnfOice the message we've been tr-ying to drlii in 
\·vhich '."/hen successful \,vi!! pay long term dividends. 

The timing presented was just for a reference point. 

'R~ ('Ric&J 7atfflatt 
VP&GM Tyler/Union 

McVlJane \II/aterworks Fittings Division 
(903) 882-2440 
rtatman@tvleruniof),com 
www.tvlerunion.com 

From: McCu!!oughr Leon (Mc\flJane Executive Vice President) [ma!!to:!mccu!!ough@c!ovvAJalve.com] 
Sent: SatL!rday, May 24,20081:14 PM 
To: rtatman@ty!erunion.com; Wa!ton/Thomas (Mc\flJane Sr. Vice PreSident) 
Subject: RE: DIFRA. Data not availab!e 

! stH! believe we stand pat unt!! market share info is available. 
Leon 

From: Rick Tatman [mal!to:rtatman@tylerunion.com] 
Sent: FridaYI May 231 20089:20 PM 
To: \IIJa!ton/Thomas (Mc\IIJane Sr. Vice PreSident); McCullough, Leon (McVVane Executive Vice President) 
Subject: DIFft4. Data not available 

Feedback from the accounting firm \"./3S that tw"O of the four members hadn't yet reported. 

I might suspect that Star and Sigma are upset over their perception of McVVane's lack of support on pricing. 

I have asked the DI FRA legal counsel to contract the non reporting members 

Nearly four weeks ago all members agreed on a conference call to report by the 15'h. 

Having a price increase effective on June 16m would require a formal announcement next week. 

Enjoy the holiday weekend .... .I'm sure we'll talk on Tuesday. 

VP&GM Tyler/Union 

McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
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Jennifer McDanie! 

From: 
Sent: 

Rick Tatman [rtatman@tylerunion.com] 
Wednesday, June 04, 2008 12;51 PM 

To: Walton,Thomas (McWane Sr. Vice President): McCuliouah. Leon (McWane Executive Vice 
President) . .. - . . 

Subject: RE: DIFRA Reporting 

i wouid agree that since at ieast one member is being somewhat drug to the party ....... there is certainly a risk of under 
reporting. 

V,fe have Import data submitted as part of the 421 riearlllg process that we can waik forward jn (jrna using the ViviA data. 
This \tv'iI[ at least provide some reference pOint on the total market size. 'Ne can also reference the total submitted data 
verses the change in VMA data over the same period as another sanity chacko 

Slight under reporting by a fe\hJ thousand tons would be hard to find without an audit, but INe flush out any gross under 
reporting fairly quickly. 

'R~ ('Rick) 7atm4n 
VP&GM Tyler/Union 

Mc\lVane VlJateflNorks Fittings Division 
(903) 882-2440 
rtatm:=m@tvlerunion.com 
www.tvlerunion.com 

From: \Nalton,Thomas (Mc\hJane Sr. Vice President) [mal!to:twalton@MH-Va!ve.com] 
Sent: Wednesday, June 04, 2008 11:36 AM 
To: McCu!!ough,- Leon (McWane E.xecutive Vice President); rt...atman@tylerunion.com 
Subject: RE: DIFRA Reporting 

Each member has the right to cal! an independent audit, I am not sure about having their a'Nn audit firms check data? 

From: jvicCuilough, Leon (ivjc'vVane Executive Vice PreSident) 
Sent: V"ednesday, June 04, 2008 11:05 Aivj 
To: \rValton,T~lomas (ivlc'v"Vane Sr. Vice President); rtatrnan@tylerunjon.com 
Subject: RE: DIFRA Reporting 

Great news, but being pessimistic on this I 'vvill take a ''irvait and see" attitude. Please get the data circulated promptly so 
liNe can analyze and reach a decision on pending price increase letter. 
I know we must have some confidence that our competitors are reporting accurately but it is entirely possible they '.Nil! 
under report their sales. Are their any safe guards in the fo.ssociatlon bylaws that would !lmit the potential for 
misreporting? The V&H A.ssociation has an affidavit signed by the members that their outside independent auditors have 
reviewed the reporting process, done a random spot check and confirmed that the reporting is correct 
Leon 
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Jennifer McDanie! 

From: 
Sent: 

Rick Tatman [rtatman@tylerunion.com] 
Wednesday, June 04, 2008 12;51 PM 

To: Walton,Thomas (McWane Sr. Vice President): McCuliouah. Leon (McWane Executive Vice 
President) . .. - . . 

Subject: RE: DIFRA Reporting 

i wouid agree that since at ieast one member is being somewhat drug to the party ....... there is certainly a risk of under 
reporting. 

V,fe have Import data submitted as part of the 421 riearlllg process that we can waik forward jn (jrna using the ViviA data. 
This \tv'iI[ at least provide some reference pOint on the total market size. 'Ne can also reference the total submitted data 
verses the change in VMA data over the same period as another sanity chacko 

Slight under reporting by a fe\hJ thousand tons would be hard to find without an audit, but INe flush out any gross under 
reporting fairly quickly. 

'R~ ('Rick) 7atm4n 
VP&GM Tyler/Union 

Mc\lVane VlJateflNorks Fittings Division 
(903) 882-2440 
rtatm:=m@tvlerunion.com 
www.tvlerunion.com 

From: \Nalton,Thomas (Mc\hJane Sr. Vice President) [mal!to:twalton@MH-Va!ve.com] 
Sent: Wednesday, June 04, 2008 11:36 AM 
To: McCu!!ough,- Leon (McWane E.xecutive Vice President); rt...atman@tylerunion.com 
Subject: RE: DIFRA Reporting 

Each member has the right to cal! an independent audit, I am not sure about having their a'Nn audit firms check data? 

From: jvicCuilough, Leon (ivjc'vVane Executive Vice PreSident) 
Sent: V"ednesday, June 04, 2008 11:05 Aivj 
To: \rValton,T~lomas (ivlc'v"Vane Sr. Vice President); rtatrnan@tylerunjon.com 
Subject: RE: DIFRA Reporting 

Great news, but being pessimistic on this I 'vvill take a ''irvait and see" attitude. Please get the data circulated promptly so 
liNe can analyze and reach a decision on pending price increase letter. 
I know we must have some confidence that our competitors are reporting accurately but it is entirely possible they '.Nil! 
under report their sales. Are their any safe guards in the fo.ssociatlon bylaws that would !lmit the potential for 
misreporting? The V&H A.ssociation has an affidavit signed by the members that their outside independent auditors have 
reviewed the reporting process, done a random spot check and confirmed that the reporting is correct 
Leon 
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From: LRyb446150@aoi.com 

Sent: Wednesday, January 30,200810:05:46 AM 

M20@sigmaco.com 

Subject: LR to M20-Multiplier Letter with Logo and Larry's Signature 

Attachments: S!G!Vta, !\/!u!tiplier Adjustment 2-2S-08.doc 

Start the year off right. E:a§y_",aY:;Jo_staYLn§~'§p_e in the new year. 

SiG - 0053393 
Confidentiai 
FOIA Exempt 
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From: LRyb446150@aoi.com 

Sent: Wednesday, January 30,200810:05:46 AM 

M20@sigmaco.com 

Subject: LR to M20-Multiplier Letter with Logo and Larry's Signature 

Attachments: S!G!Vta, !\/!u!tiplier Adjustment 2-2S-08.doc 

Start the year off right. E:a§y_",aY:;Jo_staYLn§~'§p_e in the new year. 

SiG - 0053393 
Confidentiai 
FOIA Exempt 



©SIGMA 
CORPORATiON 

"lr>.._-,--. • 
LPa.LC. 

Subject: 
rrorn: 

Jan ... ",-,)/ 29~ 2008 
1\l[uitiplil_'!" Ad5ug1.rn~.nt - j "~bnm'y ') "'jth 
Larry R)-+m.cki 

Dear Valued Custom.ers, 

/\ .. s you :u:e an .d'''' ""re, STnTVf A Corporation was intending to put out a ne'w li~'t price ~h,-~d 
on January 2~ 2008 which showed a signiticant increase i.n all OUT pr()dU(.:I.~ due 10 the 
increased cost ui-raw lllulerials, :frei.ghto pea-s.onnel, etc. "Vhen one ofoul" COl1ilpetitors 
chos.e not to have a Ii~t price InC1"ease but rather a ITluhiplicr in(.;rease, we decided to 
fnHnw :'luit and on February 25'!1 your n~w lTIultipliers w.ili be In efxect for ahnost every 
ten:lto.ry. The key >",lord is. .4alUlGst" as a fev"'- of'territoTY- m.ultlplkrs arc. rn..::lovv ·"vhat you 
c'trrrently r'2'ccivc. trOIT! U~ Hnd "'L'Int." Hre in f.8·('t '-vel! he!(TVy_ 

It is our inlent to Tai~~ prices in. 200g, not because Vire arbitntl"ily fed like raising then:l bUI 
because every manutacturer in the ,"Valcrworks Industry that has lrun pruuui;Ls fleeds UrIe. 

Manufacturing needs a price inc-rt::H~e, distribution needs a p"ice increase, and v,rith 
p_foduct links Much as Ductile lron Pipe i:llld ·Valve &. IIydrants you've alr-cady witnessed 
signlfic<3.nt ch.?..1"lgcs. 

Vv'e think it's ull-....visc and. irresponsible to lower InultipJiers and devalue your inventory, 
~() your Regional Managers will send you new Il1.ultipliers in the next few days as long as 
they exceed your current ones. y.,'/e apologize for the confusion and lack of discipline our 
scgl1.1.cni or Hi..t;: hlChl:';.i.-ty has .~ho,;"n liSl --;':Ve a1 SIlJIvf.A. COll:-.oration. arc c-un:u::n'i tled to 10Hike 

thi!'> a m.ore pro:fitablc busine~:':l. [or all. Thanks tor :;/our sUPl'cort and underd"'nrl~ng and 
we -wish you success throughout 200:::' and beyond. 

SiG - 0053394 
Confidentiai 
FOIA Exempt 
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It is our inlent to Tai~~ prices in. 200g, not because Vire arbitntl"ily fed like raising then:l bUI 
because every manutacturer in the ,"Valcrworks Industry that has lrun pruuui;Ls fleeds UrIe. 

Manufacturing needs a price inc-rt::H~e, distribution needs a p"ice increase, and v,rith 
p_foduct links Much as Ductile lron Pipe i:llld ·Valve &. IIydrants you've alr-cady witnessed 
signlfic<3.nt ch.?..1"lgcs. 

Vv'e think it's ull-....visc and. irresponsible to lower InultipJiers and devalue your inventory, 
~() your Regional Managers will send you new Il1.ultipliers in the next few days as long as 
they exceed your current ones. y.,'/e apologize for the confusion and lack of discipline our 
scgl1.1.cni or Hi..t;: hlChl:';.i.-ty has .~ho,;"n liSl --;':Ve a1 SIlJIvf.A. COll:-.oration. arc c-un:u::n'i tled to 10Hike 

thi!'> a m.ore pro:fitablc busine~:':l. [or all. Thanks tor :;/our sUPl'cort and underd"'nrl~ng and 
we -wish you success throughout 200:::' and beyond. 

SiG - 0053394 
Confidentiai 
FOIA Exempt 
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Confiuential 

C:i~W 
~-~ .. 

""~'at,ijf Systems Company 

September 22, 2009 

Dear Valued Customer, 

The current market environment has been challenging to say the least and we truly 
appreciaie and ihank you for your coniinued business and support 

As market environments change, successful companies must react to ensure the needs 
of their customers as well as their business are being met. 

!n support of increased demand for domestic products, \ve are pleased to announce that 
MeVVans's domestic fittings and accessories sold under the Tyler Union or Clovv \lVater 
brand names wiii now be avaiiabie through Sigma. 

McWane has made significant investments in its domestic manufacturing facilities to 
maintain an extensive fitting and accessory product line, produced in safe and 
environmentally compliant foundries. \AJe are continuing to invest in our domestic 
business and 'vvill soon be announcing additional fitting and accessory' items in the 
36" - 48" size range. 

In light of this investment, effective October 1, 2009 McWane will adopt a program 
whereby our domestic fittings and accessories will be available to customers who elect 
to fully support McWane branded products for their domestic fitting and accessory 
requirements. This applies \J\/hether these products are purchased through Tyler Union, 
Clow VVater or through Sigma. Exceptions are 'vvhere Tyler Union or Clo'vv VVater 
pmducis al-e not I-eadiiy avaiiabie wiU-lin norrTlai iead iirnes or Wi-l ere dornestic fittings 
and accessories are purchased from another domestic pipe and fitting manufacturer 
along with that manufacture's ductile iron pipe. 

Customers who elect not to support this program may forgo participation in any unpaid 
rebates for domestic fittings and accessories or shipment of their domestic fitting and 
accessory orders of Tyler Union or Claw \/\.fater products for up to 12 vveeks. 

This program pertains only to domestic fittings and accessories. It does not apply to 
import or non-domestic fittings and accessories or to other McWane products such as 
pipe, valves, hydrants, restraints or valve boxes. 

P!ease contact your !oca! Ty!er Union or C!O'lJ \/Vater sa!es personne! for further 
information. 

Sincerely, 

Jerry Jansen 
Nationa! Sales Manager 
Tyler/Union 

Scott Frank 
Nationa! Sales Manager 
Clo'vv \PJater 

TU-FTC-0010345 
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Nationa! Sales Manager 
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OEM DISTRIBUTION AGREEMENT 

This Agreernent is effective as of SeptemberLZ 2009, between tv1c\lv'ane, Inc., a 
Delaware corporation, (hereinafter referred to as the "Company")) and Sigma Corporation 
("Sigma"). 

WHEREAS, McWane is a manufacturer of AWWA ductile iron water works fittings 
and glands that are made in the United States ("Domestic Fittings») and are marketed 
under the Tyler, Union, Clow and ClowWater Systems brand names ("McWane Domestic 
Fittings"); and 

WHEREAS, Sigma desires to become and McWane is willing to designate Sigma as 
an OE~.!! distributor of ~ .. 1c\AJane Domestic Fittings in accordance v\lith the terms and 
conditions of this Agreement. 

McWane and Sigma therefore agree as follows: 

1. SCOPE: 

a. Appointment. 

McWane hereby appoints Sigma, and Sigma hereby accepts appointment, as an 
authorized OE~v1 Distributor of rv1cWane Domestic Fittings upon the terms and conditions of 
this Agreement. 

b. Exclusivity. Sigma agrees that McWane shall be Sigma's sole and exclusive 
source for Domestic Fittingsj v::th the exception that: (1) Sigma may purch3se Domestic 
Fittings in the 30"- 48" diameter size range from other manufacturers so long as Sigma is 
the sole owner of the patterns for such Domestic Fittings, but only for resale to other 
domestic foundf'; manufacturers of ductile iron pipe and fittings; (2) If McWane does not 
own patterns for a particular Domestic Fitting, Sigma may purchase that Domestic Fitting 
from an alternative source, but only until such time as McWane acquires the pattern for 
that Domestic Fitting; and (3) Sigma may purchase Domestic FITtings from 3!ternat~ve 
sources on an order by order basis only if McWane cannot deliver McWane Domestic 
Fittings to the designated delivery point by the time specified in the order or within 30 days 
after the order has been received and processed by McWane , whichever occurs later. 

c. Markets 

Sigma may only resell McWane Domestic Fittings to: (1) American Cast Iron Pipe 
Company; and (2) Other customers, including distributors, contractors and fabricators, but 
exduding manufacturers of ductile iron pipe} that have agreed to purchase McWane 
Domestic Fittings as their sole source of Domestic Fittings when McWane Domestic 
Fittings are available at the time of order. McWane shall from time to time provide Sigma 
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with a list of customers who have not agreed to source their Domestic Fittings solely from /J 
McWane. Sigma agrees not to sen ~"'cWane Domestic Fittings to any customer so listed F-' 1 
by McWane, or to any other customer who Sigma actually knows has purchased Domestic 
Fittings from a source other than McWane at any time during the previous 60 days. 
McVVane reserves the unconditional right in its sole discretion to (i) can upon and sen 
McWane Domestic Fittings directly to any prospective customers or existing customers, (ii) 
investigate and resolve customer complaints, (iii) distribute sales and advertising 
information and (vii) perform other services. MeV-Jane reserves the right in its safe 
discretion to appoint or designate other distributors or representatives other than Sigma to 
self McWane Domestic Fittings. 

d. PriCing 

McWane will sell McWane Domestic Fittings to Sigma at a discount of twenty 
percent (20%) off McWane's published distributor pricing in effer:t ~t the time the order is 
received by McWane. While Sigma may resell McWane Domestic Fittings at any price it 
deems appropriate, it is the unilateral policy of McWane not to appoint or continue any 
OEM distributor who resells McWane Domestic Fittings at a price less than 98% of 
McWane 's published pricing on a weighted average basis for all customers and items sold 
during any given quarterly period, before rebates, freight and prompt payment discounts 
(the "Suggested Resale Price"), or 11'.1110 fails to establish a rebate program of So£' or gre1-lter 
for customers J excluding manufacturers of ductile iron pipe, '1Jho purchase more that 
$200,000 annually of McWane Domestic Fittings or who stock McWane Domestic Fittings 
in thB normal course of business. The determination of whether an OEM distributor has 
met these requirernents shaH be made in accordance \lvith the formulas and method set 
forth in the attached Exhibit A. This agreement shall terminate immediately and without 
notice in the event that Sigma resells ~1cVVane Domestic Fittings at a price b$~nvv the 
Suggested Resale Price) or fails to implement and maintain the Suggested Rebate for 
eligible customers; provided, however, that the Suggested Rebate shall not apply to 
customers who are domestic manufacturers of ductile iron pipe. McWane reserves the 
right to audit Sigma's compliance "lith this paragraph at any time through a third party 
chosen by auditor chosen by McWane. 

s. Independent Contractor. 

Sigma shall be conclusively deemed to be an independent contractor under this 
Agreement Unless expressly provided to the contrarj herein, all action taken by Sigma 
pursuant to this Agreement shaH be at Sigma'S ovm expense. Nothing herein contained 
shall constitute Sigma an agent of McWane for any purpose or authorize Sigma to assume 
or create any obligation or responsibility on behalf of or in the name of tll'c\lVane. Neither 
Sigma nor McWans intend that this Agreement be construed as constituting a "franchise" 
Of appointing Sigma as a "franchisee" for the purpose of any federal or state law regulating 
the rights and obligations of "franchisors" and "franchisees." Furthermore, it is expressly 
understood that Sigma has not paid and will not pay to ~J1cWane a franchise fee, and any 
monies which Sigma is required to pay to McWane shall conclusively be deemed to 

2 

CX 1194-002

PUBLIC
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OEM distributor who resells McWane Oomestic Fittings at a price less than 98% of 
McWane 's published pricing on a weighted average basis for all customers and items sold 
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for customers J excluding manufacturers of ductile iron pipe, '1Jho purchase more that 
$200,000 annually of McWane Domestic Fittings or who stock McWane Domestic Fittings 
in the normal course of business. The determination of whether an OEM distributor has 
met these requirernents shaH be made in accordance "'lith the formulas and method set 
forth in the attached Exhibit A. This agreement shall terminate immediately and without 
notice in the event that Sigma resells ~1cVVane Domestic Fittings at a price ba!nvv the 
Suggested Resale Price) or fails to implement and maintain the Suggested Rebate for 
eligible customers; provided, however, that the Suggested Rebate shall not apply to 
customers who are domestic manufacturers of ductile iron pipe. McWane reserves the 
right to audit Sigma's compliance "lith this paragraph at any time through a third party 
chosen by auditor chosen by McWane. 

e. Independent Contractor. 

Sigma shall be conclusively deemed to be an independent contractor under this 
Agreement Unless expressly provided to the contrarj herein, all action taken by Sigma 
pursuant to this Agreement shaH be at Sigma'S ovm expense. Nothing herein contained 
shall constitute Sigma an agent of McWane for any purpose or authorize Sigma to assume 
or create any obligation or responsibility on behalf of or in the name of tll'c\lVane. Neit~r 
Sigma nor McWane intend that this Agreement be construed as constituting a "franchise" 
Of appointing Sigma as a "franchisee" for the purpose of any federal or state law regulating 
the rights and obligations of "franchisors" and "franchisees." Furthermore, it is expressly 
understood that Sigma has not paid and will not pay to ~J1cWane a franchise fee, and any 
monies which Sigma is required to pay to McWane shall conclusively be deemed to 
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constitute bona fide payrnertfs for tar:gibie goods and serJices and not to constitute a 
"franchise fee." 

2. TERMS AND CONDITIONS: 

a. Prices and Terms, Terms of Sale, Product Warranties and Limitations of Liability. 

Payment terms on all orders shall be net 30 days with no discount. The minimum 
order shall be 10,000 pounds for immediate release in full pallet increments for each item 
MCWane will agree on an exception basis to accept orders in less than full pallet 
increments for each item; provided, however, that orders for less than full pallet increments 
may not exceed 20% of the total orders in any calendar quarter. There will be no freight 
charge for orders of 35,000 pounds or greater for immediate release to a single 
destination. 

McWane's standard terms and conditions of sale are annexed to this Agreement as 
Exhibit B and are hereby incorporated by reference, Except as expressly stated herein, 
such terms and conditions of sale, as they may be amended from time to by mutual 
agreement of the parties, together with any additional terms contained in McWane 's 
invoices and order acknowledgments, shall govern the relationship balwaen MeWsne and 
Sigma with respect to aU items set forth in such terms and concHtions of safe incllJding 
without limitation terms of payment, prices, warranties, remedies and disclaimers, 
limitations of liabilities, shipping dates, payments, changes and drawings, cancellation, 
suspension, risk of loss and security, patent indemnity, taxes, compliance with statues and 
regulations, governmental authorizations, general terms and conditions and quotation 
terms. Sigma agrees that) in connection 'Afith fts safes of ~J!cVVane Dome..stic Fittings to its 
customers1 it \J\fHl incorporate into ITs OV.l1 terms and conditions of safe the same !:m!tgt~on of 
warranties and remedies that are set forth in Exhibit B. 

b. Sigma Independence. 

Sigma will establish its own internal policies and procedures with regard to the 
management of its business, including by way of example and not by limitation: pricing, 
hiring, enlpioyee uniforms, hours and days of operation, and audtting of Sigma~s financial 
records, 

3. COVENANTS AND WARRANTIES OF SIGMA: 

a. Inventory. 

Sigma agrees to carry at all times an inventory of McWane Domestic Fittings 
sufficient to provide adequate cf.A~tGmer serJice. Sigma shan not be requ:red to maintBk~ 
any minimum inventory except to the extent necessary to meet the requirements of the 
preceding sentence, nor shall Sigma be required to make any minimum volume of 
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constitute bona fide payrnertfs for tar:gibie goods and serJices and not to constitute a 
"franchise fee." 

2. TERMS AND CONDITIONS: 

a. Prices and Terms, Terms of Sale, Product Warranties and Limitations of Liability. 

Payment terms on all orders shall be net 30 days with no discount. The minimum 
order shall be 10,000 pounds for immediate release in full pallet increments for each item 
MCWane will agree on an exception basis to accept orders in less than full pallet 
increments for each item; provided, however, that orders for less than full pallet increments 
may not exceed 20% of the total orders in any calendar quarter. There will be no freight 
charge for orders of 35,000 pounds or greater for immediate release to a single 
destination. 

McWane's standard terms and conditions of sale are annexed to this Agreement as 
Exhibit B and are hereby incorporated by reference, Except as expressly stated herein, 
such terms and conditions of sale, as they may be amended from time to by mutual 
agreement of the parties, together with any additional terms contained in McWane 's 
invoices and order acknowledgments, shall govern the relationship balwaen MeWsne and 
Sigma with respect to aU items set forth in such terms and concHtions of safe incllJding 
without limitation terms of payment, prices, warranties, remedies and disclaimers, 
limitations of liabilities, shipping dates, payments, changes and drawings, cancellation, 
suspension, risk of loss and security, patent indemnity, taxes, compliance with statues and 
regulations, governmental authorizations, general terms and conditions and quotation 
terms. Sigma agrees that in connection 'A!ith its sales of rvlcVVane Dome..stic Fittings to its 
customers1 it \J\fHl incorporate into ITs OV.l1 terms and conditions of safe the same !:m!tgt~on of 
warranties and remedies that are set forth in Exhibit B. 

b. Sigma Independence. 

Sigma will establish its own internal policies and procedures with regard to the 
management of its business, including by way of example and not by limitation: pricing, 
hiring, enlpioyee uniforms, hours and days of operation, and audtting of Sigma~s financial 
records, 

3. COVENANTS AND WARRANTIES OF SIGMA: 

a. Inventory. 

Sigma agrees to carry at all times an inventory of McWane Domestic Fittings 
sufficient to provide adequate cf.A~tGmer serJice. Sigma shan not be requ:red to maintBhl 
any minimum inventory except to the extent necessary to meet the requirements of the 
preceding sentence, nor shall Sigma be required to make any minimum volume of 
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purchases within any given time period that does net correspond to the business's 
reasonable requirements. 

b. Marketing Objectives. 

Sigma shall recommend to McWane reasonable annual sales goals for McWane 
Domestic Fittings and reasonable specific annual objectives for key customer accounts, 
and also recommend to Mc\lVane an annual sales plan j to be revievved quarterfy. S~gma 
shall keep McWane informed, on at least a quarterly basis, as to any change in its sales, 
inventorf or customer accounts that is likely to affect Sigma's performance under this 
Agreement. 

c. Promotion and Advertisement. 

Sigma shall use commerCially reasonable efforts and facilities vigorously to promote, 
maintain and increase the sale of McWane Domestic Fittings by all legal and ethical 
means, including advertising and personal solicitation of customers, demonstration of 
models, processing of orders, relations with customers, and resolution of customer 
complaints, and identification of Sigma as a source of McWane Domestic Fittings in 
business Hstings, trade publications, directories! stationerj and advertisements and through 
distribution of technical literature, catalogues, brochures and advertising matter provided by 
McWane. Without limiting the generality of the foregoing, Sigma shall: 

(i) provide before and after sales information and assistance to customers in using 
McWane Domestic Fittings; 

(ii) allow representatives of McWane at any reasonable time to examine Sigma's 
inventory of Domestic Fittings; 

(iii) promptly report to McWane all suspected Product defects or safety problems 
and keep McWane informed of customer complaints, comments and suggestions 
concerning McWane Domestic Fittings; and 

{iv) shall not oppose the inclusion of Buy American and other similar domestic 
content requiremonts that cou!d affect sales of vJatervVorks fittings in pending or existing 
legislation or regulations. Sigma will also not take any action designed to encourage the 
revocation or reduction of domestic content requirements in any existing laws, regulations, 
or specifications adopted by any 
subdivision or affiliate thereof. 

'" , " • I ., .". 

feGerar~ Slate or local governrnentat erWlY or any 

(v) take reasonable efforts to monitor its customer's sources of supply of 
Domestic Fitt:ngs, and shaH notif1 ~1(~c'vV8~e as 300n as possible if Sigma becomes a~\lare 
of any purchases of non-McWane Domestic Fittings by any such customer. 

d. Service and Repair. 
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purchases within any given time period that does not correspond to the business's 
reasonable requirements. 

b. Marketing Objectives. 

Sigma shall recommend to McWane reasonable annual sales goals for McWane 
Domestic Fittings and reasonable specific annual objectives for key customer accounts, 
and also recommend to Mc\lVane an annual sales plan j to be revievved quarterfy. S~gma 
shall keep McWane informed, on at least a quarterly basis, as to any change in its sales, 
inventorf or customer accounts that is likely to affect Sigma's performance under this 
Agreement. 

c. Promotion and Advertisement. 

Sigma shall use commercially reasonable efforts and facilities vigorously to promote, 
maintain and increase the sale of McWane Domestic Fittings by all legal and ethical 
means, including advertising and personal solicitation of customers, demonstration of 
models, processing of orders, relations with customers, and resolution of customer 
complaints, and identification of Sigma as a source of McWane Domestic Fittings in 
business Hstings, trade publications, directories! stationery and advertisements and through 
distribution of technical literature, catalogues, brochures and advertising matter provided by 
McWane. Without limiting the generality of the foregoing, Sigma shall: 

(i) provide before and after sales information and assistance to customers in using 
McWane Domestic Fittings; 

(ii) allow representatives of McWane at any reasonable time to examine Sigma's 
inventory of Domestic Fittings; 

(iii) promptly report to McWane all suspected Product defects or safety problems 
and keep McWane informed of customer complaints, comments and suggestions 
concerning McWane Domestic Fittings; and 

{iv) shall not oppose the inclusion of Buy American and other similar domestic 
content requiremonts that cou!d affect sales of vJatervVorks fittings in pending or existing 
legislation or regulations. Sigma will also not take any action designed to encourage the 
revocation or reduction of domestic content requirements in any existing laws, regulations. 
or specifications adopted by any federai~ state or !oca:i governrneniai entity or any 
subdivision or affiliate thereof. 

(v) take reasonable efforts to monitor its customer's sources of supply of 
Domestic Fitt:ngs, and shaH notif1 ~1(~c'vV8~e as 300n as possible if Sigma becomes a~\lare 
of any purchases of non-McWane Domestic Fittings by any such customer. 

d. Service and Repair. 
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Sigma shall provide or arrange for the provision of prompt and efficient service and 
repair of McWane Domestic Fittings sold by Sigma under original warranty. Sigma shall 
also deal with al/ customer inquiries and complaints related to McWane Domestic Fittings 
sold by Sigma, both before and after sale. 

e. Financial Information. 

McWane may from time to time request, and Sigma shall promptly furnish:: 

(1) A letter from Sigma's lead banker stating that Sigma has sufficient financing 
for its day to day operations and that Sigma is not in default under any financing 
agreement; and 
Sufficient financial statements or additional information to enable McWane to 
determine Sigma's compliance with the requirements of paragraph 1d, above. 
Such information shall be provided to a third party auditor chosen by McWane, 
who shall confirm Sigma's compliance but shall otherwise maintain the 
confidentiality of Sigma's financial information 

f. Confidential Information. 

All price information and quotations received from McWane regarding McWane 
Domestic Fittings and customer lists and names which now or hereafter are 111, Sigma's 
posseSSion, and all engineering data and other technical information which is furnished by 
McWane to Sigma, will be deemed to have been furnished in confidence and for use by 
Sigma only in connection vAth this Agreement Sigma will take all reasonable steps to hold 
such information and data in confidence and to prevent the disclosure thereof to any other 
person without the prior written direction or approval of McWane. All such data and 
information 'I,m remah1 the property of ~1l1c\l·Jan.e and upon the c~pirgtiG:1 or tcrm~nat:Gn of 
this Agreement will be returned to McWane, or at McWane's election, destroyed. Sigma's 
obHgations under this Paragraph \f/i!! survive the expiration and termination of this 
Agreement. 

McWane will take all reasonable steps to hold in confidence and to prevent the 
disclosure to any other person of any information provided by Sigma to r~cVVane that 
Sigma designates in writing to be confidential; provided, however, that this obligation of 
confidentiality shall not apply to any information that is available publicly or that McWane 
has obtained from a source other than Sigma. McWane's obligations under this 
Paragraph will survive the expiration and termination of this Agreement. 

g. Patents, Trademarks, and Trade Names. 

This Agreement does not constitute a transfer of, or a license from McWane to 
Sigma to use, or for Sigma or its business to substantially associate itself with, any 
Company trademark or trade name or other trade names, trademarks, seNiee marks, 
logos, or any related characterizations of McWane or any of its affiliates. Further, Sigma 
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Sigma shall provide or arrange for the provision of prompt and efficient service and 
repair of McWane Domestic Fittings sold by Sigma under original warranty. Sigma shall 
also deal with all customer inquiries and complaints related to McWane Domestic Fittings 
sold by Sigma, both before and after sale. 

e. Financial Information. 

McWane may from time to time request, and Sigma shall promptly furnish:: 

(1) A letter from Sigma's lead banker stating that Sigma has sufficient financing 
for its day to day operations and that Sigma is not in default under any financing 
agreement; and 
Sufficient financial statements or additional information to enable McWane to 
determine Sigma's compliance with the requirements of paragraph 1d, above. 
Such information shall be provided to a third party auditor chosen by McWane, 
who shall confirm Sigma's compliance but shall otherwise maintain the 
confidentiality of Sigma's financial information 

f. Confidential Information. 

All price information and quotations received from McWane regarding McWane 
Domestic Fittings and customer lists and names which now or hereafter are 111, Sigma's 
possession, and all engineering data and other technical information which is furnished by 
McWane to Sigma, will be deemed to have been furnished in confidence and for use by 
Sigma only in connection 1tAth this Agreement Sigma will take all reasonable steps to hold 
such information and data in confidence and to prevent the disclosure thereof to any other 
person without the prior written direction or approval of McWane. All such data and 
information 'I,m remah1 the property of ~1l1c\l·Jan.e and upon the c~pirgtiG:1 or tcrm~nat:Gn of 
this Agreement will be returned to McWane, or at McWane's election, destroyed. Sigma's 
obHgations under this Paragraph \f/i!! survive the expiration and termination of this 
Agreement. 

McWane will take all reasonable steps to hold in confidence and to prevent the 
disclosure to any other person of any information provided by Sigma to r~cVVane that 
Sigma designates in writing to be confidential; provided, however, that this obligation of 
confidentiality shall not apply to any information that is available publicly or that McWane 
has obtained from a source other than Sigma. McWane's obligations under this 
Paragraph will survive the expiration and termination of this Agreement. 

g. Patents, Trademarks, and Trade Names. 

This Agreement does not constitute a transfer of, or a license from McWane to 
Sigma to use, or for Sigma or its business to substantially associate itself with, any 
Company trademark or trade name or other trade names, trademarks, sGNiee marks, 
logos, or any related characterizations of McWane or any of its affiliates. Further, Sigma 
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warrants that it and its business is not now and will not be substantially associated with any 
Company trademark or trade name or other trade names, trademarks, service marks, 
logos, or any related characterizations of McWane or its affiliates. 

Sigma shall at all times: 

(i) cooperate with McWane and use its best efforts to protect and preserve 
McWane 's good will with respect to McWane Domestic Fittings, and McWane 's and its 
affiliates' patents, trademarks and trade names; 

(Ii) not do anything or permit anything to occur which will infringe any patents or 
trademarks of McWane or its affiliates; 

(iii) promptly inform McWane of any possible improper use by others of any 
patents, trademarks, trade names, service marks, or any related characterizations of 
McWane or its affiliates known to Sigma; 

(iv) refrain from using promotional materials bearing the name, trademarks or trade 
names of McWane or its affiliates or part of any trademarks or trade names without prior 
written approval from McWane ; and 

(v) refrain from using the name, trademarks or trade names of McWane or its 
affiliates on any Domestic Fittings or promotional materials not specifically authorized by 
McWane in writing. 

h. Financial Independence: 

As an independent contractor, Sigma is a financially independent entity, entirely 
distinct from McWane. Sigma warrants that it has other business or businesses and is not 
finanCially dependent on McWane. Sigma is not required to make arljl investments to 
participate in this Agreement, and neither Sigma nor McWane intend for there to be a 
community of interest in the marketing of goods or services between the two entities, and 
Sigma warrants that no community of interest currently exists or will come to exist. 
Furthermore, Sigma and McWane agree that McWane has no obligation to provide 
financial support to Sigma, and Sigma will neither request nor accept loans from McWane. 

4. COVENANTS OF MCWANE: 

a. Sales Support. 

McWane shall make available to Sigma such field sales personnel as it may deem 
appropriate to provide support in the sale of McWane Domestic Fittings. Any employee of 
McWane performing support service for Sigma shall be free to contact any of McWane's or 
Sigma's customers to demonstrate and promote McWane Domestic Fittings. McWane 
shall not, however, exercise any control over Sigma's hiring and training of employees or 
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warrants that it and its business is not now and will not be substantially associated with any 
Company trademark or trade name or other trade names, trademarks, service marks, 
logos, or any related characterizations of McWane or its affiliates. 

Sigma shall at all times: 

(i) cooperate with McWane and use its best efforts to protect and preserve 
McWane 's good will with respect to McWane Domestic Fittings, and McWane 's and its 
affiliates' patents, trademarks and trade names; 

(Ii) not do anything or permit anything to occur which will infringe any patents or 
trademarks of McWane or its affiliates; 

(iii) promptly inform McWane of any possible improper use by others of any 
patents, trademarks, trade names, service marks, or any related characterizations of 
McWane or its affiliates known to Sigma; 

(iv) refrain from using promotional materials bearing the name, trademarks or trade 
names of McWane or its affiliates or part of any trademarks or trade names without prior 
written approval from McWane ; and 

(v) refrain from using the name, trademarks or trade names of McWane or its 
affiliates on any Domestic Fittings or promotional materials not specifically authorized by 
McWane in writing. 

h. Financial Independence: 

As an independent contractor, Sigma is a financially independent entity, entirely 
distinct from McWane. Sigma warrants that it has other business or businesses and is not 
finanCially dependent on McWane. Sigma is not required to make arljl investments to 
participate in this Agreement, and neither Sigma nor McWane intend for there to be a 
community of interest in the marketing of goods or services between the two entities, and 
Sigma warrants that no community of interest currently exists or will come to exist. 
Furthermore, Sigma and McWane agree that McWane has no obligation to provide 
financial support to Sigma, and Sigma will neither request nor accept loans from McWane. 

4. COVENANTS OF MCWANE: 

a. Sales Support. 

McWane shall make available to Sigma such field sales personnel as it may deem 
appropriate to provide support in the sale of McWane Domestic Fittings. Any employee of 
McWane performing support service for Sigma shall be free to contact any of McWane's or 
Sigma's customers to demonstrate and promote McWane Domestic Fittings. McWane 
shall not, however, exercise any control over Sigma's hiring and training of employees or 
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setting of internal operating procedures. 

b. Literature. 

McWane will make available to Sigma at McWane's cost reasonable amounts of 
authorized sales literature and promotional material, but only upon the request of Sigma. 

5. REPACKING OR RELABELING: 

Sigma shall not relabel any McWane Domestic Fittings prior to sale without written 
consent from McWane. Sigma shall not remove, alter, or modify warning labels affixed by 
McWane to McWane Domestic Fittings prior to delivery to the final purchaser. McWane 
vAil provide Materials Safety Data Sheets and Warning Labels as required to comply with 
OSHA's Hazard Communications Standard (29 C.F.R.l910.!200). !t is Sigma's rE'sponsii:,iiity 
to ensure that each of its customers is furnished \l1!ith c.opies of appfic.ab!e M2t}riS'iC l"s's"; 
Data Sheets with the first shipment to every customer and any updated Materials Safety 
Data Sheets thereafter, and to affix appropriate Warning Li'lbels to any McWane Domestic 
Fittings shipped by Sigma. 

6. TFRM AND TFRMINAT!ON: 

a. Term. 

The initial term of the Agreement will be one year, commencing on September a 
2009 and expiring on September Jfp, 201 O. This Agreement will be automatically renewed 
for additional consecutive terms of one year each, on the same terms and 
conditions. Notwithstanding the preceding sentence, either ofthe parties to this Agreement 
may terminate this agreement with or without cause by giving the other one hundred c:ghty 
(180) days advance written notice. and in such case the Agreement will terminate 180 days 
after such notice has been sent. 

b. Additional Termination Rights. 

McWane may cancel this Agreement immediately upon written notice for any of the 
following reasons: 

(i) a violation of any of the terms of this Agreement, including without limitation 
any sales of McWane Domestic Fittings or other activities by Sigma that violate any of the 
provisions this Agreement; provided, however, that upon the first occurrence of a violation 
other than a violation of paragraph 1 d, Sigma shall have thirty (30) days from the date of 
occurrence to cure such violation to McWane's satisfaction. Sigma shan have no 
opportunity to cure any subsequent violations of that or any other provision of this 
Agreement before McWane may declare a default; 
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setting of internal operating procedures. 

b. Literature. 

McWane will make available to Sigma at McWane's cost reasonable amounts of 
authorized sales literature and promotional material, but only upon the request of Sigma. 

5. REPACKING OR RELABELING: 

Sigma shall not relabel any McWane Domestic Fittings prior to sale without written 
consent from McWane. Sigma shall not remove, alter, or modify warning labels affixed by 
McWane to McWane Domestic Fittings prior to delivery to the final purchaser. McWane 
vAil provide Materials Safety Data Sheets and Warning Labels as required to comply with 
OSHA's Hazard Communications Standard (29 C.F.R.l910.!200). !t is Sigma's rE'sponsii:,iiity 
to ensure that each of its customers is furnished v.#h c.opies of appfic.ab!e M2tc,riS'iC Es's"; 
Data Sheets with the first shipment to every customer and any updated Materials Safety 
Data Sheets thereafter, and to affix appropriate Warning Li'lbels to any McWane Domestic 
Fittings shipped by Sigma. 

6. TFRM AND TFRMINAT!ON: 

a. Term. 

The initial term of the Agreement will be one year, commencing on September iJ. 
2009 and expiring on September Jfp, 201 O. This Agreement will be automatically renewed 
for additional consecutive terms of one year each, on the same terms and 
conditions. Notwithstanding the preceding sentence, either of the parties to this Agreement 
may terminate this agreement with or without cause by giving the other one hundred c:ghty 
(180) days advance written notice. and in such case the Agreement will terminate 180 days 
after such notice has been sent. 

b. Additional Termination Rights. 

McWane may cancel this Agreement immediately upon written notice for any of the 
following reasons: 

(i) a violation of any of the terms of this Agreement, including without limitation 
any sales of McWane Domestic Fittings or other activities by Sigma that violate any of the 
provisions this Agreement; provided, however, that upon the first occurrence of a violation 
other than a violation of paragraph 1 d, Sigma shall have thirty (30) days from the date of 
occurrence to cure such violation to McWane's satisfaction. Sigma shan have no 
opportunity to cure any subsequent violations of that or any other provision of this 
Agreement before McWane may declare a default; 
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(ii) any attempt by Sigma to represent that this Agreement constitutes a license 
from McWane to Sigma or that Sigma is in any way licensed to use any Company 
trademark or trade name, service mark or any related characterizations of McWane or its 
affiliates; or to make, use or sell any patented invention of McWane or its affiiiates or to 
divulge any trade secrets of McWane or its affiliates without specific written authorization 
by McWane ; any use of the trademarks, trade names or related characterizations of 
McWane or its affiliates on any of Sigma's McWane Domestic Fittings or the transmittal of 
any trade secrets of McWane or its affiliates that are not specifically authorized in writing 
byMcWane; 

(iii) Sigma's failure to promptly pay McWane's invoices in accordance with 
McWane's Standard Terms and Conditions of Sale as amended from time to time; 

(iv) Sigma's becoming insolvent or bankrupt or attempting or making assignments 
for the benefit of its creditors; any appointment of a trustee or receiver for any SUbstantia! 
part of Sigma's assets; 

(v) any purported assignment of this Agreement by Sigma without McWane's 
prior written consent any change in ownership or control of Sigma or Sigma's business 
without McWane's prior written consent; 

(vi) any conviction of any offense punishable by a term of imprisonment in excess 
of one year and related to the business of Sigma; 

(vii) any breach of the representations and warranties of Sigma made to McWane 
in connection with this Agreement; 

(viii) any failure to act in good faith and in a commercially reasonable manner in 
carrying out the terms of this Agreement; or 

(viii) Sigma's abandonment of its rights under this Agreement. 

All determinations as to the occurrence of any of the foregoing events shall be in 
McWane's soie discretion. 

d. Sales after Termination. 

The acceptance of any order from, or the sale of any McWane Domestic Fittings to 
Sigma after termination of this Agreement shall not be construed as a renewal or an 
extension hereof, nor as a waiver of termination. 

e. Repurchase of McWane Domestic Fittings. 

!fthis Agreement is terminated, McWane will have the option, but not the obllgation, 
to repurchase from Sigma any or all McWane Domestic Fittings then in Sigma's inventory 
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(ii) any attempt by Sigma to represent that this Agreement constitutes a license 
from McWane to Sigma or that Sigma is in any way licensed to use any Company 
trademark or trade name, service mark or any related characterizations of McWane or its 
affiliates; or to make, use or sell any patented invention of McWane or its affiiiates or to 
divulge any trade secrets of McWane or its affiliates without specific written authorization 
by McWane ; any use of the trademarks, trade names or related characterizations of 
McWane or its affiliates on any of Sigma's McWane Domestic Fittings or the transmittal of 
any trade secrets of McWane or its affiliates that are not specifically authorized in writing 
byMcWane; 

(iii) Sigma's failure to promptly pay McWane's invoices in accordance with 
McWane's Standard Terms and Conditions of Sale as amended from time to time; 

(iv) Sigma's becoming insolvent or bankrupt or attempting or making assignments 
for the benefit of its creditors; any appointment of a trustee or receiver for any SUbstantia! 
part of Sigma's assets; 

(v) any purported assignment of this Agreement by Sigma without McWane's 
prior written consent any change in ownership or control of Sigma or Sigma's business 
without McWane's prior written consent; 

(vi) any conviction of any offense punishable by a term of imprisonment in excess 
of one year and related to the business of Sigma; 

(vii) any breach of the representations and warranties of Sigma made to McWane 
in connection with this Agreement; 

(viii) any failure to act in good faith and in a commercially reasonable manner in 
carrying out the terms of this Agreement; or 

(viii) Sigma's abandonment of its rights under this Agreement. 

All determinations as to the occurrence of any of the foregoing events shall be in 
McWane's soie discretion. 

d. Sales after Termination. 

The acceptance of any order from, or the sale of any McWane Domestic Fittings to 
Sigma after termination of this Agreement shall not be construed as a renewal or an 
extension hereof, nor as a waiver of termination. 

e. Repurchase of McWane Domestic Fittings. 

!fthis Agreement is terminated, McWane will have the option, but not the obllgation, 
to repurchase from Sigma any or all McWane Domestic Fittings then in Sigma's inventory 
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that have not been specifically identified to a resale contract at the time of termination. All 
such returns shall be governed by McWane's return policy, as announced from time to time 
in McWane's discretion. In addition, the price which McWane shall pay for such McWane 
Domestic Fittings will be the original cost to Sigma, less an adjustment for obsolescence 
and physical condition. Any inventory for which Sigma wishes credit consideration must be 
identified within thirty days after the effective date of termination of this Agreement. All 
such inventory must be received by McWane at McWane's offices, freight prepaid, before 
any credit will be due. 

f. No Termination Compensation. 

Sigma agrees that on termination of this Agreement, with or without cause, McWane 
will not be liable for any termination compensation whatsoever, whether based on good will 
established, clientele-created expenditures incurred or investments made by Sigma or 
otherwise. 

g. Change of McWane Domestic Fittings. 

McWane will have the right at all times without notice to cease to manufacture and 
sell, to supersede, or to withdraw from this Agreement any or all of McWane Domestic 
Fittings for business reasons sufficient to McWane , without any liability on the part of 
McWane to Sigma. 

h. Use of McWane Name. 

Upon termination of this Agreement, Sigma will not be entitled to use the trade 
names or trademarks of McWane or its divisions or affiliates for any purpose whatsoever, 
and shall return all unused sales materials to McWane. 

7. LIMITATIONS: 

In no event shall McWane or any of its affiliates be liable to Sigma or any other 
person for incidental, consequential or punitive damages in connection with the negotiation, 
execution, performance, breach or termination of this Agreement, or any act or omission 
undertaken hereunder. 

8. MISCELLANEOUS: 

a. Agreement. 

This Agreement, the Exhibits hereto and McWane 's Standard Terms and 
Conditions of Sale contain and constitute the entire agreement of the parties and cancel ail 
prior agreements between the parties, oral or written, related to the subject matter hereto. 
This Agreement may not be modified except by an instrument in writing executed by both 
parties. In the event of a conflict within the provisions of this Agreement and McWane's 
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that have not been specifically identified to a resale contract at the time of termination. All 
such returns shall be governed by McWane's return policy, as announced from time to time 
in McWane's discretion. In addition, the price which McWane shall pay for such McWane 
Domestic Fittings will be the original cost to Sigma, less an adjustment for obsolescence 
and physical condition. Any inventory for which Sigma wishes credit consideration must be 
identified within thirty days after the effective date of termination of this Agreement. All 
such inventory must be received by McWane at McWane's offices, freight prepaid, before 
any credit will be due. 

f. No Termination Compensation. 

Sigma agrees that on termination of this Agreement, with or without cause, McWane 
will not be liable for any termination compensation whatsoever, whether based on good will 
established, clientele·created expenditures incurred or investments made by Sigma or 
otherwise. 

g. Change of McWane Domestic Fittings. 

McWane will have the right at all times without notice to cease to manufacture and 
sell, to supersede, or to withdraw from this Agreement any or all of McWane Domestic 
Fittings for business reasons sufficient to McWane , without any liability on the part of 
McWane to Sigma. 

h. Use of McWane Name. 

Upon termination of this Agreement, Sigma will not be entitled to use the trade 
names or trademarks of McWane or its divisions or affiliates for any purpose whatsoever, 
and shall return all unused sales materials to McWane. 

7. LIMITATIONS: 

In no event shall McWane or any of its affiliates be liable to Sigma or any other 
person for incidental, consequential or punitive damages in connection with the negotiation, 
execution, performance, breach or termination of this Agreement, or any act or omission 
undertaken hereunder. 

8. MISCELLANEOUS: 

a. Agreement. 

This Agreement, the Exhibits hereto and McWane 's Standard Terms and 
Conditions of Sale contain and constitute the entire agreement of the parties and cancel ail 
prior agreements between the parties, oral or written, related to the subject matter hereto. 
This Agreement may not be modified except by an instrument in writing executed by both 
parties. In the event of a conflict within the provisions of this Agreement and McWane's 
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Standard Terms and Conditions of Sale, the former shall prevail. No terms and conditions 
of Sigma shall be deemed to have any force and effect unless agreed to by McWane in a 
'Nritten agreement signed by a vice piesident and generai manager of Mc\tVane, even if 
such terms shall be contained in any purchase order or other document submitted to 
McWane. 

b. No Assignment. 

This Agreement shall be binding upon and shall be forthe benefit ofthe parties and 
their respective heirs, successors and assigns. McWane may assign all or part of its rights 
and delegate all or part of its duties described in this Agreement by giving written notice 
thereof to Sigma. As this Agreement requires the performance of personal services by 
Sigma, Sigma may not assign any right or delegate any duty described in this Agreement 
and no person may succeed to the rights and obligations of Sigma hereunder, by merger or 
otherwise, without McWane 's prior written consent, and any purported assignment without 
such consent shall be void. 

c. Relationship. 

This Agreement will not make either party the agent or legal representative of the 
other for any purpose and Sigma will not transact any business or make any promises or 
representations in McWane's name or on McWane's behalf. It is intended that this 
Agreement establish only a seller-purchaser relationship between McWane and Sigma. 

d. Language. 

All correspondence pertaining to this Agreement or to any matter covered by this 
Agreement will be in the English language. 

e. Dispute Resolution. As used herein, "Disputes" shall include all actions, 
disputes, claims, counterclaims or controversies including, without limitation, any claim 
based on, or arising from, an alleged tort or contract. 

(1) Conciliation. The resolution of any Dispute between the parties related to the 
termination of this Agreement for cause other than a Dispute arising from a termination 
related to Sigma's breach of its obligations under paragraph 1 d shall first be attempted by 
consultation among the parties hereto. The claiming Party (the "Claimant") shall promptly 
notify the other Party (the "Respondenf') in a dated notice that a dispute has arisen and 
describe the nature of the dispute. Each party shall designate a "Representative," who 
shall endeavor to resolve such Dispute. The Representatives shall thereafter meet and 
confer at mutually agreeable time and place and negotiate in an effort to resolve the 
dispute without the necessity of any formal proceeding. 
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Standard Terms and Conditions of Sale, the former shall prevail. No terms and conditions 
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c. Relationship. 

This Agreement will not make either party the agent or legal representative of the 
other for any purpose and Sigma will not transact any business or make any promises or 
representations in McWane's name or on McWane's behalf. It is intended that this 
Agreement establish only a seller-purchaser relationship between McWane and Sigma. 

d. Language. 

All correspondence pertaining to this Agreement or to any matter covered by this 
Agreement will be in the English language. 

e. Dispute Resolution. As used herein, "Disputes" shall include all actions, 
disputes, claims, counterclaims or controversies including, without limitation, any claim 
based on, or arising from, an alleged tort or contract. 

(1) Conciliation. The resolution of any Dispute between the parties related to the 
termination of this Agreement for cause other than a Dispute arising from a termination 
related to Sigma's breach of its obligations under paragraph 1 d shall first be attempted by 
consultation among the parties hereto. The claiming Party (the "Claimant") shall promptly 
notify the other Party (the "Respondenf') in a dated notice that a dispute has arisen and 
describe the nature of the dispute. Each party shall designate a "Representative," who 
shall endeavor to resolve such Dispute. The Representatives shall thereafter meet and 
confer at mutually agreeable time and place and negotiate in an effort to resolve the 
dispute without the necessity of any formal proceeding. 
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(2) Any Dispute arising from a termination related to Sigma's breach of its 
obligations under paragraph 1d shall be submitted by the parties to mediation in 
accordance with the then current Model Procedure for Mediation of Business Disputes of 
the Center for Public Relations. The parties agree to bear equally the costs of the mediator 
or panel of mediators for such mediation. The parties agree to participate in good faith in 
the mediation and negotiations related thereto for a period of thirty (30) days. 

(3) Mandatory Arbitration of Disputes. Any Dispute referenced in paragraph 8 e 
(1) and (2) above that cannot be resolved through consultation or mediation within thirty 
(30) days after the date of such notice of Dispute (subject to any extensions mutually 
agreed upon by the parties in writing), and all other Disputes related to or ariSing from or 
under this Agreement shall be resolved by binding arbitration in accordance with Title 9 of 
the U.S. Code and the Commercial Arbitration Rules (the "Rules") of the American 
Arbitration Association ("AAA"). Defenses based on statutes of limitation, estoppel, waiver, 
laches and similar doctrines, that would otherwise be applicable to an action brought by a 
party, shall be applicable in any such arbitration proceeding, and the commencement of an 
arbitration proceeding with respect to this Agreement shall be deemed the commencement 
of an action for such purposes. 

(4) Selection of Arbitrator. Whenever arbitration is required under this paragraph 
8e, the arbitration tribunal shall consist of three (3) arbitrators, none of \vhom may have or 
have had any prior commercial, employment, orfinancial relationship with either party, and 
all of whom must be currently listed on AAA's National Roster of Commercial Arbitrators. 
The Claimant shall appoint one (1) arbitrator, the Respondent shall appoint one (1) 
arbitrator, and the two (2) arbitrators so appointed shall appoint a third arbitrator. If the 
Claimant and the Respondent fail to appoint one (1) arbitrator, or the two (2) arbitrators 
appointed fail to appoint the third arbitrator within the time period set by the then effective 
Rules, the relevant appointment shall be made in accordance with Rule 11 of the Rules. 
The panel of arbitrators shall determine the resolution of the Dispute. 

(5) Place of Arbitration. Whenever an arbitration is required, such arbitration 
shall be conducted in Birmingham, Alabama. The arbitrators shall apply the internal laws 
of the State of Alabama, without giving effect to any choice of law provision or rule that 
would cause the application of the laws of any other jurisdiction. Each party consents to 
the exclusive jurisdiction of the courts of the State of Alabama over any challenges to 
arbitration hereunder. 
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(6) Miscellaneous. Any arbitration questions arising under this Agreement shall 
be governed in accordance with Title 9 of the U.S. Code. The provisions of this paragraph 
8e shall survive any termination, amendment or expiration of the Agreement in which this 
paragraph 8e is contained, unless the parties otherwise expressly agree in writing. In the 
event of any Dispute governed by this paragraph 8e, each of the parties shall pay all of its 
own expenses, and, subject to the award of the arbitrators, shall pay an equal share ofthe 
arbitrators' fees. The arbitrators shall have the power to award recovery of all costs and 
fees (including attorneys' fees, administrative fees, arbitrators' fees and court costs) to the 
prevailing party or that party which substantially prevails. This paragraph 8e may be 
amended, changed or modified only by the express provisions of a writing which 
specifically refers to this paragraph and which is signed by all the parties hereto. 

(7) Basis for Arbitration. The parties hereto agree that the subject matter of this 
Agreement and any transactions that may be entered in connection herewith both involve 
and affect interstate commerce within the meaning of the commerce clause of the United 
States Constitution. This Agreement shall be irrevocable and is binding upon the parties 
and is subject to being specifically enforced. 

f. Amendments. 

This Agreement shall not be discharged, extended, amended or modified in any 
way, except by an agreement in writing signed by duly authorized representatives of both 
parties hereto. 

g. Waiver. 

Failure of either party to enforce at any time or for any period of time the provisions 
of this Agreement shall not be construed to be a waiver of such provisions or of the right of 
such party hereafter to enforce each and every such provision. 

h. Severability. 

Should any clause under this Agreement be declared to be invalid, such declaration 
shall not affect the validity of any of the other clauses of this Agreement. 

i. Governing Law. 

This Agreement shall be construed and the rights of the parties hereunder shall be 
determined in accordance with the internal laws of the State of Alabama (excluding 
conflicts of laws principles). 

j. Notices. 

All notices to be given hereunder shall be in writing and personally delivered or sent 
by certified or registered mail, return receipt requested, to: 
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Sigma Corporation: 

McWane, Inc: 

with copies to: 

k. Headings. 

11910 CR 492 
Tyler, TX 75706 

Attn: Vice President and General Manager 

Facsimile No.: (903) 882-2347 

McWane, Inc. 
2900 Highway 280 Ste 300 
Birmingham, AL 35223 
Attn: James M. Proctor, General Counsel 
Facsimile No.: 205-414-3170 

The descriptive phrases at the head of the various paragraphs of this Agreement are 
inserted only as a matter of convenience and for reference, and in no way are intended to 
define, limit, or describe the scope or intent of the particular paragraph to which they refer. 

I. Multiple Counterparts. 

This Agreement may be executed in multiple counterparts, each of which shall be 
deemed to be an original, and all of such counterparts together shall constitute but one and 
the same instrument. 

IN WITNESS WHEREOF, the parties hereto have executed this Agreement which 
will be effective as of the date first set forth above. 

MCWANE, INC. 

By: U;l92: 
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Sigma Corporation: 

McWane, Inc: 

with copies to: 

k. Headings. 

11910 CR 492 
Tyler, TX 75706 

Attn: Vice President and General Manager 

Facsimile No.: (903) 882-2347 

McWane, Inc. 
2900 Highway 280 Ste 300 
Birmingham, AL 35223 
Attn: James M. Proctor, General Counsel 
Facsimile No.: 205-414-3170 

The descriptive phrases at the head of the various paragraphs of this Agreement are 
inserted only as a matter of convenience and for reference, and in no way are intended to 
define, limit, or describe the scope or intent of the particular paragraph to which they refer. 

I. Multiple Counterparts. 

This Agreement may be executed in multiple counterparts, each of which shall be 
deemed to be an original, and all of such counterparts together shall constitute but one and 
the same instrument. 

IN WITNESS WHEREOF, the parties hereto have executed this Agreement which 
will be effective as of the date first set forth above. 

MCWANE, INC. 

By: U;l~ 
Name: j?lcIM.//) T.&r/l?/9N 
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Titie: v!; (,/1 

SIGMA CORPORATION 

'\ ~.:/ 
By: __ ~~~~~~ ____ ~ ____ __ 

Name: v Vi tiD ( f frl5 

Title: ... ?{.tf; W 
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Titie: v!; (,/1 

SIGMA CORPORATION 

1\,.01 ;,/ 
By: M/ 

--~~~----~------

Name: v Vi tiD ( f frl5 

Title: _-'?f-l{"",.t~f;-"W"",-,-,,,--__ _ 
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EXHIBIT A 

The formula for Computing Sigma's compliance with paragraph 1 d is as follows: 

List Published Invoiced %of 
Item Customer Price Multiplier Qty Sales @List Amount Published 

1 A $100 0.43 17 $731.00 $725.15 99.20% 
2 A $250 0.53 23 $3,047.50 $3,047.50 100.00% 
3 A $400 0.53 14 $2,968.00 $2,890.83 97.40% 
4 A $750 0.70 6 $3,150.00 $3,064.95 97.30% 
1 B $100 0.43 12 $516.00 $509.29 98.70% 
2 B $250 0.53 19 $2,517.50 $2,496.10 99.15% 
3 B $400 0.53 12 $2,544.00 $2,544.00 100.00% 
4 B $750 0.70 5 $2,625.00 $2,525.25 96.20% 
1 C $100 0.43 23 $989.00 $989.00 100.00% 
2 C $250 0.53 15 $1,987.50 $1,987.50 100.00% 
3 C $400 0.53 9 $1,908.00 $1,888.92 99.00% 
4 C $750 0.70 4 $2,100.00 $2,064.30 98.30% 

Total for Period $25,083.50 $24,732.80 98.60% 

Sales data should include all items sold to each customer for the period. The above data 
is just for example purposes on how the actual % of Published Pricing should be 
calculated. 
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EXHIBIT A 

The formula for Computing Sigma's compliance with paragraph 1 d is as follows: 

List Published Invoiced %of 
Item Customer Price Multiplier Qty Sales @List Amount Published 

1 A $100 0.43 17 $731.00 $725.15 99.20% 
2 A $250 0.53 23 $3,047.50 $3,047.50 100.00% 
3 A $400 0.53 14 $2,968.00 $2,890.83 97.40% 
4 A $750 0.70 6 $3,150.00 $3,064.95 97.30% 
1 B $100 0.43 12 $516.00 $509.29 98.70% 
2 B $250 0.53 19 $2,517.50 $2,496.10 99.15% 
3 B $400 0.53 12 $2,544.00 $2,544.00 100.00% 
4 B $750 0.70 5 $2,625.00 $2,525.25 96.20% 
1 C $100 0.43 23 $989.00 $989.00 100.00% 
2 C $250 0.53 15 $1,987.50 $1,987.50 100.00% 
3 C $400 0.53 9 $1,908.00 $1,888.92 99.00% 
4 C $750 0.70 4 $2,100.00 $2,064.30 98.30% 

Total for Period $25,083.50 $24,732.80 98.60% 

Sales data should include all items sold to each customer for the period. The above data 
is just for example purposes on how the actual % of Published Pricing should be 
calculated. 
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Exhibit B 

Attached are McWane's terms and conditions for sales of McWane Domestic Fittings: 

TERMS AND CONDITIONS OF SALE 
McWane, Inc. 

1. ENTIRE AGREEMENT. McWane, Inc., agrees to sell the goods covered herein (the 
"Goods") to Buyer on the following terms and conditions of sale (the "Terms and 
Conditions") which supersede any other or inconsistent terms of Buyer. This contract 
constitutes the entire agreement between parties with respect to the Goods, and this 
Agreement may not be modified, amended or waived in any way except in writing signed 
by an authorized representative of Seller. No representation, promise or term not set forth 
herein has been nor may be relied upon by Buyer. All references by Seller to Buyer's 
specifications and similar requirements are only to describe the products and work covered 
hereby and no warranties or other terms therein shall have any force or effect. 

2. OUOTATIONS. Where this form is used by Seller to place a bid, the quotation stated 
herein is for prompt acceptance and is subject to change and/or withdrawal without notice. 
Prompt acceptance of all quotations and adherence to delivery schedules are material 

terms of the bid and any subsequent agreement. In cases where freight allowance is 
included in the quotation, Buyer is liable for any rate increase and/or additional expense 
over the calculated allowance resulting from compliance with Buyer's shipping instructions. 

3. ACCEPTANCE. This order shall not be binding upon Seller until accepted by an 
authorized representative of Seller at its home office. Acceptance of orders, whether oral 
or written, is based on the express condition that Buyer agrees to all of these Terms and 
Conditions. Acceptance of delivery by Buyer will constitute Buyer's assent to these Terms 
and Conditions in their entirety. 

4. DELIVERY. All prices are F.O.B. Seller's plant, unless otherwise specified by Seller. All 
shipping dates are approximate, and any time period indicated for a shipment shall not 
commence until receipt of Seller's information. Acceptance of shipment by designated 
shipper, allocation of Goods to Buyer at premises other than Seller's, delivery to Buyer's 
representative or designee, or mailing of an invoice to Buyer, whichever first occurs, shall 
constitute tender of delivery. Upon tender of delivery, title shall pass to Buyer, subject to 
Seller's right of stoppage in transit and to any interest of Seller reserved to secure Buyer's 
payment or performance, irrespective of any freight allowance or prepayment of freight. 
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Exhibit 8 

Attached are McWane's terms and conditions for sales of McWane Domestic Fittings: 

TERMS AND CONDITIONS OF SALE 
McWane, Inc. 

1. ENTIRE AGREEMENT. McWane, Inc., agrees to sell the goods covered herein (the 
"Goods") to Buyer on the following terms and conditions of sale (the "Terms and 
Conditions") which supersede any other or inconsistent terms of Buyer. This contract 
constitutes the entire agreement between parties with respect to the Goods, and this 
Agreement may not be modified, amended or waived in any way except in writing signed 
by an authorized representative of Seller. No representation, promise or term not set forth 
herein has been nor may be relied upon by Buyer. All references by Seller to Buyer's 
specifications and similar requirements are only to describe the products and work covered 
hereby and no warranties or other terms therein shall have any force or effect. 

2. OUOTATIONS. Where this form is used by Seller to place a bid, the quotation stated 
herein is for prompt acceptance and is subject to change and/or withdrawal without notice. 
Prompt acceptance of all quotations and adherence to delivery schedules are material 

terms of the bid and any subsequent agreement. In cases where freight allowance is 
included in the quotation, Buyer is liable for any rate increase and/or additional expense 
over the calculated allowance resulting from compliance with Buyer's shipping instructions. 

3. ACCEPTANCE. This order shall not be binding upon Seller until accepted by an 
authorized representative of Seller at its home office. Acceptance of orders, whether oral 
or written, is based on the express condition that Buyer agrees to all of these Terms and 
Conditions. Acceptance of delivery by Buyer will constitute Buyer's assent to these Terms 
and Conditions in their entirety. 

4. DELIVERY. All prices are F.O.B. Seller's plant, unless otherwise specified by Seller. All 
shipping dates are approximate, and any time period indicated for a shipment shall not 
commence until receipt of Seller's information. Acceptance of shipment by designated 
shipper, allocation of Goods to Buyer at premises other than Seller's, delivery to Buyer's 
representative or designee, or mailing of an invoice to Buyer, whichever first occurs, shall 
constitute tender of delivery. Upon tender of delivery, title 5 hall pass to Buyer, subject to 
Seller's right of stoppage in transit and to any interest of Seller reserved to secure Buyer's 
payment or performance, irrespective of any freight allowance or prepayment of freight. 
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Goods held subject to Buyer's instructions, Goods for which Buyer has failed to supply 
shipping instructions, or in any case where Seller, in its sole discretion, determines any part 
of the Goods shouid be heid for Buyer's account, Seller may invoice the Goods and Buyer 
agrees to make payment at the maturity of the invoice rendered. Goods invoiced and held 
at any location for whatever reason shall be at Buyer's risk and Seller may charge for (but is 
not obligated to carry) insurance, storage and other expenses incident to such delay at its 

. prevailing. rates. Partial deliveries shall be accepted by Buyer and paid for at contract prices 
and terms. When Buyer has declared or manifested an intention not to accept delivery, no 
tender shall be necessary but Seller may, at its option, give notice in writing to Buyer that 
Seller is ready and willing to deliver and such notice shall constitute a valid tender of 
delivery. In no event shall Buyer be entitled to make any deduction from any payment due 
hereunder by reason of loss or damage in transit. Upon the written request of Buyer, 
Seller, at its sole discretion, may agree as a service to Buyer to process Buyer's claim 
against the carrier for any loss or damage in transit, provided that such claim is received by 
Seller with in five (5) days of the receipt of Goods. Any such claims must be accompanied 
by a delivery receipt, Signed by carrier's agent at time of delivery, on which receipt the loss 
or damage has been noted. In the absence of directions, goods will be shipped by the 
method and via carrier Seller believes dependable. Delivery by truck will be made to 
nearest points reasonably accessible by truck as determined by the driver. Buyer will 
furnish and pay for necessary labor to unload and store Goods. Buyer shall note loss or 
damage on truck shipments upon delivery ticket returned to Seller. All materials received 
from Seller must be counted upon receipt and compared to the Seller's packing list. Any 
shortage must be noted on the carrier's official freight bill and be confirmed with the 
signature ofthe driver representing the delivering carrier. A copy ofthe freight bill listing 
the shortage must be forwarded to Seller within three working days to receive credit for 
any shortage. If the freight bill is signed without exception, the packing list will be deemed 
correct and no shortage claim will be honored. Contact Seller's sales correspondent 
immediately if no packing list is present. 

5. TERMS OF PAYMENT. Terms to Buyers whose credit has been approved in writing by 
Seller are specified on the face of the applicable invoice. Seller shall have the right to make 
partial shipments. If, at any time or for any reason, Seller shall have cause to question 
Buyer's ability to perform, Seller may demand such assurances of Buyer's performance as 
Seller shall deem necessary in its discretion, including payment in advance for all 
shipments. If Buyer fails within J 0 days of Seller's demand to provide Seller with such 
assurance, Seller shall be entitled to cancel any order then outstanding, receive 
reimbursement for its reasonable and proper cancellation charges and may proceed to 
collect, without limitation, any sums due and owing, its reasonable cancellation charges 
and all damage resulting from Buyer's default. In the event of bankruptcy or insolvency of 
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Goods held subject to Buyer's instructions, Goods for which Buyer has failed to supply 
shipping instructions, or in any case where Seller, in its sole discretion, determines any part 
of the Goods shouid be heid for Buyer's account, Seller may invoice the Goods and Buyer 
agrees to make payment at the maturity of the invoice rendered. Goods invoiced and held 
at any location for whatever reason shall be at Buyer's risk and Seller may charge for (but is 
not obligated to carry) insurance, storage and other expenses incident to such delay at its 

. prevailing. rates. Partial deliveries shall be accepted by Buyer and paid for at contract prices 
and terms. When Buyer has declared or manifested an intention not to accept delivery, no 
tender shall be necessary but Seller may, at its option, give notice in writing to Buyer that 
Seller is ready and willing to deliver and such notice shall constitute a valid tender of 
delivery. In no event shall Buyer be entitled to make any deduction from any payment due 
hereunder by reason of loss or damage in transit. Upon the written request of Buyer, 
Seller, at its sole discretion, may agree as a service to Buyer to process Buyer's claim 
against the carrier for any loss or damage in transit, provided that such claim is received by 
Seller with in five (5) days of the receipt of Goods. Any such claims must be accompanied 
by a delivery receipt, Signed by carrier's agent at time of delivery, on which receipt the loss 
or damage has been noted. In the absence of directions, goods will be shipped by the 
method and via carrier Seller believes dependable. Delivery by truck will be made to 
nearest points reasonably accessible by truck as determined by the driver. Buyer will 
furnish and pay for necessary labor to unload and store Goods. Buyer shall note loss or 
damage on truck shipments upon delivery ticket returned to Seller. All materials received 
from Seller must be counted upon receipt and compared to the Seller's packing list. Any 
shortage must be noted on the carrier's official freight bill and be confirmed with the 
signature ofthe driver representing the delivering carrier. A copy ofthe freight bill listing 
the shortage must be forwarded to Seller within three working days to receive credit for 
any shortage. If the freight bill is signed without exception, the packing list will be deemed 
correct and no shortage claim will be honored. Contact Seller's sales correspondent 
immediately if no packing list is present. 

5. TERMS OF PAYMENT. Terms to Buyers whose credit has been approved in writing by 
Seller are specified on the face of the applicable invoice. Seller shall have the right to make 
partial shipments. If, at any time or for any reason, Seller shall have cause to question 
Buyer's ability to perform, Seller may demand such assurances of Buyer's performance as 
Seller shall deem necessary in its discretion, including payment in advance for all 
shipments. If Buyer fails within J 0 days of Seller's demand to provide Seller with such 
assurance, Seller shall be entitled to cancel any order then outstanding, receive 
reimbursement for its reasonable and proper cancellation charges and may proceed to 
collect, without limitation, any sums due and owing, its reasonable cancellation charges 
and all damage resulting from Buyer's default. In the event of bankruptcy or insolvency of 
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Buyer, or in the event of any proceeding brought against Buyer, voluntarily or involuntarily, 
under bankruptcy or any insolvency laws, Seller shall be entitled to cancel any order then 
outstanding at any time and shaii receive reimbursement for its reasonable and proper 
cancellation charges. If Buyer fails to make payment for the Goods when due, Buyer's 
account shall be deemed delinquent and Buyer shall be liable to Seller for a service charge 
of eighteen percent (18%) per annum orthe maximum allowed by law, whichever is greater, 
on any unpaid amount. Buyer shall be liab!e to Seller for all costs and expenses of 
collection, including court costs and reasonable attorney's fees. 

6. CANCELLATION. CHANGES AND RETURNS. This order is not subject to cancellation, 
change or return unless agreed to in writing by an authorized representative of Seller. At 
Seller's option, Buyer may be charged for any costs incurred by Seller prior to or as a result 
of such cancellation, change or return. In this event, the seller shall be entitled to revise its 
prices and delivery dates to reflect such change. When Seller's agreement is obtained, 
Seller will accept returned material for credit if, in its sole discretion, it finds such material 
to be standard stock and in good condition. Such credit shall be the invoice price less 25% 
on acceptable goods, and less all shipping and handling charges. In all other cases, the 
credit in Seller's sole discretion shall be the scrap value of the Goods, less shipping and 
handling charges. 

7. DELAY IN OR PREVENTION OF PERFORMANCE. Seller shall not be liable for any expense, 
loss or damage resulting from delay in delivery or prevention of performance caused by 
fires, floods, acts of God, strikes, labor disputes, labor shortages, lack of or inability to 
obtain materials, fuels, supplies or equipment, riots, accidents, transportation delays, acts 
or failures to act of any government or of Buyer, or any other cause whatsoever, provided 
that such cause is beyond the reasonable control of Seller; and Seller shall have such 
additional time for performance as may be reasonably necessary under the circumstances 
and may adjust the price to reflect increases occasioned by such delay. Acceptance by 
Buyer of any Goods shall constitute a waiver by Buyer of any claim for damages on account 
of any delay in delivery of such Goods. If delivery is delayed or interrupted for any such 
cause, Seller may store the Goods at Buyer's expense and risk, and Seller may charge Buyer 
a reasonable storage rate. If Seller is delayed in proceeding with production or otherwise 
because it is awaiting Buyer's approval or acceptance of designs, drawings, prints, 
engineering or technical data. or is awaiting Buyer's approval or acceptance of the Goods, 
Seller shall be entitled to an adjustment in price commensurate with any increase in Seller's 
cost of production and any other losses and expenses incurred by Seller attributable to 
such delays. 

8. DEFERRED DELIVERY. Any deferred delivery request by Buyer shall be subject to Seller's 
written approval. If such approval is given, Seller shall have the right to charge Buyer for 
the completed portion of the order and to warehouse all completed Goods at Buyer's 
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Buyer, or in the event of any proceeding brought against Buyer, voluntarily or involuntarily, 
under bankruptcy or any insolvency laws, Seller shall be entitled to cancel any order then 
outstanding at any time and shaii receive reimbursement for its reasonable and proper 
cancellation charges. If Buyer fails to make payment for the Goods when due, Buyer's 
account shall be deemed delinquent and Buyer shall be liable to Seller for a service charge 
of eighteen percent (18%) per annum orthe maximum allowed by law, whichever is greater, 
on any unpaid amount. Buyer shall be liab!e to Seller for all costs and expenses of 
collection, including court costs and reasonable attorney's fees. 

6. CANCELLATION. CHANGES AND RETURNS. This order is not subject to cancellation, 
change or return unless agreed to in writing by an authorized representative of Seller. At 
Seller's option, Buyer may be charged for any costs incurred by Seller prior to or as a result 
of such cancellation, change or return. In this event, the seller shall be entitled to revise its 
prices and delivery dates to reflect such change. When Seller's agreement is obtained, 
Seller will accept returned material for credit if, in its sole discretion, it finds such material 
to be standard stock and in good condition. Such credit shall be the invoice price less 25% 
on acceptable goods, and less all shipping and handling charges. In all other cases, the 
credit in Seller's sole discretion shall be the scrap value of the Goods, less shipping and 
handling charges. 

7. DELAY IN OR PREVENTION OF PERFORMANCE. Seller shall not be liable for any expense, 
loss or damage resulting from delay in delivery or prevention of performance caused by 
fires, floods, acts of God, strikes, labor disputes, labor shortages, lack of or inability to 
obtain materials, fuels, supplies or equipment, riots, aCcidents, transportation delays, acts 
or failures to act of any government or of Buyer, or any other cause whatsoever, provided 
that such cause is beyond the reasonable control of Seller; and Seller shall have such 
additional time for performance as may be reasonably necessary under the circumstances 
and may adjust the price to reflect increases occasioned by such delay. Acceptance by 
Buyer of any Goods shall constitute a waiver by Buyer of any claim for damages on account 
of any delay in delivery of such Goods. If delivery is delayed or interrupted for any such 
cause, Seller may store the Goods at Buyer's expense and risk, and Seller may charge Buyer 
a reasonable storage rate. If Seller is delayed in proceeding with production or otherwise 
because it is awaiting Buyer's approval or acceptance of designs, drawings, prints, 
engineering or technical data. or is awaiting Buyer's approval or acceptance of the Goods, 
Seller shall be entitled to an adjustment in price commensurate with any increase in Seller's 
cost of production and any other losses and expenses incurred by Seller attributable to 
such delays. 

8. DEFERRED DELIVERY. Any deferred delivery request by Buyer shall be subject to Seller's 
written approval. If such approval is given, Seller shall have the right to charge Buyer for 
the completed portion of the order and to warehouse all completed Goods at Buyer's 
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expense and risk of loss. Seller also reserves the right, at its option, as to any 
uncompleted portion of the order to cancel said uncompleted portion in accordance with 
Paragraph 6 above, or to revise its prices and delivery schedules on the portion not 
completed to reflect its increased costs and expenses attributable to the delay. 

9. WARRANTY AND LIMITATION OF LIABILITIES ANP BUYER'S REMEDIES. Seller warrants 
that the Goods delivered hereunder will be of the kind described in the within agreement 
and shall be free from defects in material and workmanship under conditions of normal 
use. Seller reserves the right to make any modifications required by production conditions 
to the information set forth in Seller's catalogues and advertising literature. Seller shall not 
be liable or responsible, however, for (A) any defects attributed to normal wear and tear, 
erosion or corrosion or improper storage, use or maintenance, or (B) defects in any portion 
or part of the Goods manufactured by others. If (B) above is applicable, Seller will, as an 
accommodation to Buyer, assign to Buyer any warranties given to it by any such other 
manufacturers. Any claim by Buyer with reference to the Goods for any cause shall be 
deemed waived by Buyer unless submitted to Seller in writing within ten (1 0) days from the 
date Buyer discovered, or should have discovered, any claimed breach. Buyer shall give 
Seller an opportunity to investigate. 

Provided that Seller is furnished prompt notice by Buyer of any defect and an opportunity 
to inspect the alleged defect as provided herein, Seller shall, at its option and in its sole 
discretion either: (I) repair the defective or non-conforming Goods, (ij) replace the 
nonconforming Goods, or part thereof, which are sent to Seller by Buyer within sixty days 
after receipt of the Goods at Buyer's plant or storage facilities, or (iii) if Seller is unable or 
chooses not to repair or replace, return the purchase price that has been paid and cancel 
any obligation to pay unpaid portions of the purchase price of nonconforming Goods. In 
no event shall any obligation to payor refund exceed the purchase price actually paid. 
Repair and/or replacement as provided above shall be at Seller's plant and shipped FOB 
Plant unless otherwise agreed to by Seller. Transportation charges for the return of the 
Goods or part thereof to Seller shall be prepaid by Buyer unless otherwise agreed to by the 
Seller in writing. Seller shall, in no event, be responsible for any labor, removal or 
installation charges that may result from the above-described repair and/or replacement of 
any Goods. The foregoing warranty does not cover failure of any part or parts 
manufactured by others, the failure of any part or parts from external forces, including but 
not limited to earthquake, installation, vandalism, vehicular or other impact, application of 
excessive torque to the operating mechanism or frost heave. The exclusive remedy of 
Buyer and the sole liability of Seller, for any loss, damage, injury or expense of any kind 
arising from the manufacture, delivery, sale, installation, use or shipment of the Goods and 
whether based on contract, warranty, tort or any other basis of recovery whatsoever, shall 
be, at the election of Seller, the remedies described above. The foregoing is intended as a 
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expense and risk of loss. Seller also reserves the right, at its option, as to any 
uncompleted portion of the order to cancel said uncompleted portion in accordance with 
Paragraph 6 above, or to revise its prices and delivery schedules on the portion not 
completed to reflect its increased costs and expenses attributable to the delay. 

9. WARRANTY AND LIMITATION OF LIABILITIES ANP BUYER'S REMEDIES. Seller warrants 
that the Goods delivered hereunder will be of the kind described in the within agreement 
and shall be free from defects in material and workmanship under conditions of normal 
use. Seller reserves the right to make any modifications required by production conditions 
to the information set forth in Seller's catalogues and advertising literature. Seller shall not 
be liable or responsible, however, for (A) any defects attributed to normal wear and tear, 
erosion or corrosion or improper storage, use or maintenance, or (B) defects in any portion 
or part of the Goods manufactured by others. If (B) above is applicable, Seller will, as an 
accommodation to Buyer, assign to Buyer any warranties given to it by any such other 
manufacturers. Any claim by Buyer with reference to the Goods for any cause shall be 
deemed waived by Buyer unless submitted to Seller in writing within ten (1 0) days from the 
date Buyer discovered, or should have discovered, any claimed breach. Buyer shall give 
Seller an opportunity to investigate. 

Provided that Seller is furnished prompt notice by Buyer of any defect and an opportunity 
to inspect the alleged defect as provided herein, Seller shall, at its option and in its sole 
discretion either: (I) repair the defective or non-conforming Goods, (ij) replace the 
nonconforming Goods, or part thereof, which are sent to Seller by Buyer within sixty days 
after receipt of the Goods at Buyer's plant or storage facilities, or (iii) if Seller is unable or 
chooses not to repair or replace, return the purchase price that has been paid and cancel 
any obligation to pay unpaid portions of the purchase price of nonconforming Goods. In 
no event shall any obligation to payor refund exceed the purchase price actually paid. 
Repair and/or replacement as provided above shall be at Seller's plant and shipped FOB 
Plant unless otherwise agreed to by Seller. Transportation charges for the return of the 
Goods or part thereof to Seller shall be prepaid by Buyer unless otherwise agreed to by the 
Seller in writing. Seller shall, in no event, be responsible for any labor, removal or 
installation charges that may result from the above-described repair and/or replacement of 
any Goods. The foregoing warranty does not cover failure of any part or parts 
manufactured by others, the failure of any part or parts from external forces, including but 
not limited to earthquake, installation, vandalism, vehicular or other impact, application of 
excessive torque to the operating mechanism or frost heave. The exclusive remedy of 
Buyer and the sole liability of Seller, for any loss, damage, injury or expense of any kind 
arising from the manufacture, delivery, sale, installation, use or shipment of the Goods and 
whether based on contract, warranty, tort or any other basis of recovery whatsoever, shall 
be, at the election of Seller, the remedies described above. The foregoing is intended as a 
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complete allocation of the risks between the parties and Buyer understands that it will not 

be able to recover consequential damages even though it may suffer such damages in 
substantial amounts. Because this Agreement and the price paid reflect such allocation, 
this limitation will not have failed of its essential purpose even if it operates to bar recovery 

for such consequential damages. 

THE FOREGOING WARRANTY IS EXCLUSIVE AND IN LIEU OF ALL OTHER WARRANTIES 

WHETHER EXPRESS OR IMPLIED BY LAW. THERE IS NO IMPLIED WARRANTY OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE. IN NO EVENT, WHETHER AS A 

RESULT OF BREACH OF CONTRACT, WARRANTY, TORT (INCLUDING NEGLIGENCE) OR 
STRICT LIABILITY, SHALL SELLER BE LIABLE FOR ANY PUNITIVE, SPECIAL, INCIDENTAL OR 
CONSEQUENTIAL DAMAGES INCLUDING, BUT NOT LIMITED TO, LOSS OF PROFIT, LOSS OF 

USE OF THE GOODS OR OTHER PROPERTY EQUIPMENT, DAMAGE TO OTHER PROPERTY, 
COST OF CAPITAL, COST OF SUBSTITUTE GOODS, DOWNTIME, OR THE CLAIMS OF BUYER'S 

CUSTOMERS FOR ANY OF THE AFORESAID DAMAGES. SELLER SHALL NOT BE LIABLE FOR 
AND BUYER AGREES TO INDEMNIFY SELLER FOR ALL PERSONAL INJURY, PROPERTY DAMAGE 

OR OTHER LIABILITY RESULTING IN WHOLE OR IN PART FROM THE NEGLIGENCE OF BUYER. 

In any contract by Buyer for resale of goods, buyer shall effectively disc/aim, as against 

Seller, any implied warranty of merchantability and all liability for property damage or 
personal injury resulting from the handling, possession or use of the Goods, and shall 

exclude, as against Seller, any liability for special or consequential damages. 

10. PATENTS. If any claim is made against Buyer based on a claim that any of the Goods 
constitute an infringement of any U.S. Letter Patent, Buyer shall notify Seller immediately. 

Seller shall have the right, with Buyer's assistance, if required, but at Seller's expense, to 
conduct settlement negotiations of any litigation. If any of the Goods are held to infringe 

any U.S. Letter Patent, and their use is enjoined or, if as a result of a settlement, Seller 

deems their continued use unadvisable and provided that Buyer has given Seller the 
immediate notice provided for above and has used the Goods only in accordance with the 

provisions of this order and shall not have altered or changed them in any material way, 
Seller shall, at its option and expense, procure for Buyer the right to continue using the 
Goods, modify the Goods so that they become non-infringing, replace the Goods with 

non-infringing Goods of substantially equal quality, or replace the Goods and refund the 
purchase price, less reasonable depreCiation. The foregoing states Seller's entire liability 

for patent infringement. 

12. ARBITRATION: DISPUTE RESOLUTION: PRESERVATION OF FORECLOSURE REMEDIES. At 

the option or election of Seller, any dispute, claim or controversy ("Dispute") between Seller 

or Buyer relating to the transactions contemplated by this agreement, including without 
limitation any claim based on or arising from an alleged tort, shall be resolved by binding 
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complete allocation of the risks between the parties and Buyer understands that it will not 

be able to recover consequential damages even though it may suffer such damages in 
substantial amounts. Because this Agreement and the price paid reflect such allocation, 
this limitation will not have failed of its essential purpose even if it operates to bar recovery 

for such consequential damages. 

THE FOREGOING WARRANTY IS EXCLUSIVE AND IN LIEU OF ALL OTHER WARRANTIES 

WHETHER EXPRESS OR IMPLIED BY LAW. THERE IS NO IMPLIED WARRANTY OF 
MERCHANTABILITY OR FITNESS FOR A PARTICULAR PURPOSE. IN NO EVENT, WHETHER AS A 

RESULT OF BREACH OF CONTRACT, WARRANTY, TORT (INCLUDING NEGLIGENCE) OR 
STRICT LIABILITY, SHALL SELLER BE LIABLE FOR ANY PUNITIVE, SPECIAL, INCIDENTAL OR 
CONSEQUENTIAL DAMAGES INCLUDING, BUT NOT LIMITED TO, LOSS OF PROFIT, LOSS OF 

USE OF THE GOODS OR OTHER PROPERTY EQUIPMENT, DAMAGE TO OTHER PROPERTY, 
COST OF CAPITAL, COST OF SUBSTITUTE GOODS, DOWNTIME, OR THE CLAIMS OF BUYER'S 

CUSTOMERS FOR ANY OF THE AFORESAID DAMAGES. SELLER SHALL NOT BE LIABLE FOR 
AND BUYER AGREES TO INDEMNIFY SELLER FOR ALL PERSONAL INJURY, PROPERTY DAMAGE 

OR OTHER LIABILITY RESULTING IN WHOLE OR IN PART FROM THE NEGLIGENCE OF BUYER. 

In any contract by Buyer for resale of goods, buyer shall effectively disc/aim, as against 

Seller, any implied warranty of merchantability and all liability for property damage or 
personal injury resulting from the handling, possession or use of the Goods, and shall 

exclude, as against Seller, any liability for special or consequential damages. 

10. PATENTS. If any claim is made against Buyer based on a claim that any of the Goods 
constitute an infringement of any U.S. Letter Patent, Buyer shall notify Seller immediately. 

Seller shall have the right, with Buyer's assistance, if required, but at Seller's expense, to 
conduct settlement negotiations of any litigation. If any of the Goods are held to infringe 

any U.S. Letter Patent, and their use is enjoined or, if as a result of a settlement, Seller 

deems their continued use unadvisable and provided that Buyer has given Seller the 
immediate notice provided for above and has used the Goods only in accordance with the 

provisions of this order and shall not have altered or changed them in any material way, 
Seller shall, at its option and expense, procure for Buyer the right to continue using the 
Goods, modify the Goods so that they become non-infringing, replace the Goods with 

non-infringing Goods of substantially equal quality, or replace the Goods and refund the 

purchase price, less reasonable depreCiation. The foregoing states Seller's entire liability 

for patent infringement. 

J 2. ARBITRATION' DISPUTE RESOLUTION' PRESERVATION OF FORECLOSURE REMEDIES. At 

the option or election of Seller, any dispute, claim or controversy ("Dispute") between Seller 

or Buyer relating to the transactions contemplated by this agreement, including without 
limitation any claim based on or arising from an alleged tort, shall be resolved by binding 
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arbitration in accordance with Title 9 of the U.S. Code and the Commercial Arbitration 
Rules of the American Arbitration Association (the "IV-.A"). Defenses based on statutes of 
limitation and similar doctrines shall be applicable in any such proceeding, and the 
commencement of an arbitration proceeding under this Agreement shall be deemed the 
commencement of an action for such purposes. The arbitrator shall be selected in 
accordance with the Commercial Arbitration Rules of the AAA. TheAAA shall designate a 
panel often (10) potential arbitrators knowledgeable in the subject matter of the Dispute. 
Each Seller and Buyer shall deSignate, within thirty (30) days of the receipt of the list of 
potential arbitrators, one of the potential arbitrators to serve, and the two arbitrators so 
deSignated shall select a third arbitrator from the eight remaining candidates. 

13. WAIVER. No delay or failure by Seller to exercise any right or remedy under these 
Terms and Conditions shall be construed to be a waiver thereof. Waiver by Seller of any 
breach shall be limited to the specific breach so waived and shall not be construed as a 
waiver of any subsequent breach of this order or any rights hereunder without the prior 
written consent of Seller. This Agreement, and the Terms and Conditions contained herein, 
are enforceable, however, against the successors and assigns of Buyer. 

14. ASSIGNMENT. Buyer may not assign this order or any rights hereunder without the 
prior written consent of seller. This agreement and the Terms and Conditions contained 
herein, are enforceable, however, against the successors and assigns of Buyer. 

15. TAXES. Seller's prices do not include sales, use, excise or other similar taxes. 
Consequently, in addition to the price specified herein, the amount of any present or future 
such tax shall be paid by Buyer, or in lieu thereof, Buyer shall provide Seller with all tax
exemption certificates required by the taxing authorities, at the time of sale. 

16. CUMULATIVE NATURE OF REMEDIES. All remedies of Seller set forth herein shall be 
cumulative and shall be in addition to any other remedies available to Seller, whether at 
law, equity or otherwise. 
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arbitration in accordance with Title 9 of the U.S. Code and the Commercial Arbitration 
Rules of the American Arbitration Association (the "IV-.A"). Defenses based on statutes of 
limitation and similar doctrines shall be applicable in any such proceeding, and the 
commencement of an arbitration proceeding under this Agreement shall be deemed the 
commencement of an action for such purposes. The arbitrator shall be selected in 
accordance with the Commercial Arbitration Rules of the AM. TheAAA shall designate a 
panel often (10) potential arbitrators knowledgeable in the subject matter of the Dispute. 
Each Seller and Buyer shall deSignate, within thirty (30) days of the receipt of the list of 
potential arbitrators, one of the potential arbitrators to serve, and the two arbitrators so 
designated shall select a third arbitrator from the eight remaining candidates. 

13. WAIVER. No delay or failure by Seller to exercise any right or remedy under these 
Terms and Conditions shall be construed to be a waiver thereof. Waiver by Seller of any 
breach shall be limited to the specific breach so waived and shall not be construed as a 
waiver of any subsequent breach of this order or any rights hereunder without the prior 
written consent of Seller. This Agreement, and the Terms and Conditions contained herein, 
are enforceable, however, against the successors and assigns of Buyer. 

14. ASSIGNMENT. Buyer may not assign this order or any rights hereunder without the 
prior written consent of seller. This agreement and the Terms and Conditions contained 
herein, are enforceable, however, against the successors and assigns of Buyer. 

15. TAXES. Seller's prices do not include sales, use, excise or other similar taxes. 
Consequently, in addition to the price specified herein, the amount of any present or future 
such tax shall be paid by Buyer, or in lieu thereof, Buyer shall provide Seller with all tax
exemption certificates required by the taxing authorities, at the time of sale. 

16. CUMULATIVE NATURE OF REMEDIES. All remedies of Seller set forth herein shall be 
cumulative and shall be in addition to any other remedies available to Seller, whether at 
law, equity or otherwise. 
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From: 

Sent: 

To: 

Cc: 

Snbject: 

Leon, 

Rick Tatman <rtatman@tylerunion.com> 

Monday, February 23,2009452 PM 

McCullough, I ,eon (McWane Executive Vice President) 
<lmccullough@.dowvalve.c01n>; :Rick Tatman <rtatman@tylerpipe.eom>; 
\Valton,Thomas Ov:Ic\Vane Sr. Vice President) <t'¥valton@.I\1H-Valve.com>; 'Jansen, 
Jerry' <jjan.scn@tylcrpipc.com> 

Yore, Mike (Osky Nationai Saies Manager) <mvore@ciowvaive,com> 

RE: Buy American 

Jerry and I discussed this .. 

At this point we have no reasonably accurate method to estimate the impact the Stimulus spending will have on fittings 
sales. To our knowledge none of the agencies such as AWWA have gone public with an estimate on the incremental 
amount of Waterworks activity tied to Stimulus spending. We also don't have a firm read on whether Metalfit product 
wouid quaiiiy giving riDS a suppiy outiel. 

EVeiyOne in the industiy including HD Supply is in that same boat. Although we don't knovv if it's a 10% factor or a 50% 
factor we do knovl that it's not zero. !n terms hmv Stimulus spending 'Ni!! affect HD Supply's thought process ...... not 
having a firm number isn't a!! bad at this point as without that knowledge they can't calculate the $ impact to their business 
if our Domestic rebate drops from 12% to 0% and therefore probably can't risk cutting us off 

~:c44'!d (~:c4) 7at.'414# 
VP&GM TyieriUnion 
ivicvVane v"Vaterworks Fittings Division 
(903) 882-2440 
rt8tma n@tvlerunion.com 
""lW'1".' .ty!erunion.Gom 

From: McCu!!ough! Leon (McWane Executive Vice President) [mai!to:!mccu!!ough@c!owva!ve.com] 
Sent: Monday, February 23, 2009 2:50 PM 
TD: Rick Tatman; Wa!ton,Thomas (McWane Sr. Vice President); Jansen, Jeny 
Cc: Vorei Mike (Osky Nationa! Sales Manager) 
Su bject: Buy A.merican 

!f 15% of the fitting market is historically domestic is there any '.vay to tel! in advance what the Buy American language 
'vvill increaSe this to oVer the next 2-3 vears. If no gauge is available what is a logical guess, 50%7 
if 50% is a close approxirnation can we leverage our dmnestic fittings and require our distributors to buy 50% of their 
non domestic fittings from Tyier/Union. 

This is in the same vain as we have been reviewing with HDS. 

We need to leverage our domestic position while not driving a wedge between ourselves and our customers as this Buy 

American requirement will not last forever 

Your thoughts? 

Leon 

Confidential TU-FTC-0248965 
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From: 

Sent: 

To: 

Cc: 

Snbject: 

Leon, 

Rick Tatman <rtatman@tylerunion.com> 

Monday, February 23,2009452 PM 

McCullough, I ,eon (McWane Executive Vice President) 
<lmccullough@.dowvalve.c01n>; :Rick Tatman <rtatman@tylerpipe.eom>; 
\Valton,Thomas Ov:Ic\Vane Sr. Vice President) <t'¥valton@.I\1H-Valve.com>; 'Jansen, 
Jerry' <jjan.scn@tylcrpipc.com> 

Yore, Mike (Osky Nationai Saies Manager) <mvore@ciowvaive,com> 

RE: Buy American 

Jerry and I discussed this .. 

At this point we have no reasonably accurate method to estimate the impact the Stimulus spending will have on fittings 
sales. To our knowledge none of the agencies such as AWWA have gone public with an estimate on the incremental 
amount of Waterworks activity tied to Stimulus spending. We also don't have a firm read on whether Metalfit product 
wouid quaiiiy giving riDS a suppiy outiel. 

EVeiyOne in the industiy including HD Supply is in that same boat. Although we don't knovv if it's a 10% factor or a 50% 
factor we do knovl that it's not zero. !n terms hmv Stimulus spending 'Ni!! affect HD Supply's thought process ...... not 
having a firm number isn't a!! bad at this point as without that knowledge they can't calculate the $ impact to their business 
if our Domestic rebate drops from 12% to 0% and therefore probably can't risk cutting us off 

~:c44'!d (~:c4) 7at.'414# 
VP&GM TyieriUnion 
ivicvVane v"Vaterworks Fittings Division 
(903) 882-2440 
rt8tma n@tvlerunion.com 
""lW'1".' .ty!erunion.Gom 

From: McCu!!ough! Leon (McWane Executive Vice President) [mai!to:!mccu!!ough@c!owva!ve.com] 
Sent: Monday, February 23, 2009 2:50 PM 
TD: Rick Tatman; Wa!ton,Thomas (McWane Sr. Vice President); Jansen, Jeny 
Cc: Vorei Mike (Osky Nationa! Sales Manager) 
Su bject: Buy A.merican 

!f 15% of the fitting market is historically domestic is there any '.vay to tel! in advance what the Buy American language 
'vvill increaSe this to oVer the next 2-3 vears. If no gauge is available what is a logical guess, 50%7 
if 50% is a close approxirnation can we leverage our dmnestic fittings and require our distributors to buy 50% of their 
non domestic fittings from Tyier/Union. 

This is in the same vain as we have been reviewing with HDS. 

We need to leverage our domestic position while not driving a wedge between ourselves and our customers as this Buy 

American requirement will not last forever 

Your thoughts? 

Leon 
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Jennifei rv1cDaniel 

From: 
Sent: 
To: 
Subject: 

FYI, 

Rick Tatman [rtatman@tylerunion.com] 
Thursday, February 19, 2009 4:19 PM 
Thomas Walton; Leon McCullough 
Jan DIFRA 

Two of the DIFRA members haven't yet reported January data. I know one is Sigma and most likely the other is Star. 

Per Brakefieid, he suspecis ihere may be some hard feeiings over ihe Buy American provision. 

Off the iecOid Tom would like to see the organization continue so he may lend some support. 

l'U also start vJorking the issue through the formal channels using VVood Herron of Bradley Arant 

VP&GM Ty!er/Union 
McVJane 'l'Jatervvorks Fittings Division 
(903) 882-2440 
rtatman@ty!erunion.com 
VIIINVIJ.tv!en...!nion.com 
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From: 
Sent: 
To: 

Subject: 
Attachments: 
Importance: 

Guys -

\Nalter Florence [wflorence@frontenaccom] 
I,\'!onday, January 14, 2008 12:16:56 PI,\'! 
rv'!4-SFA 

Ron Kuehl 
F'vV: horn C(aig: TYLER/Ui~iON NE'vV price increase lette( 

20080114102950625.pdf 
High 

One of the items I wanted to follow up on vvhen life has retumed to 
norma! for Jeff and l .... hen Victor is back from travels is the 
investor/board reporting package. Beyond the basic financial statements 
which were in good shape for the last board meeting and I know Jeff is 
working hard on, I personally found the STM report to be very useful 
during our due diligence. It communicated trends in price, volume and 
gave insights into the various regions highlighting operational 
successes and differences. 

As a board, I'd like to make sure 'v".le keep track of 'vvhether these price 
increases are sticking or whether we (and competitors) are giving it al! 
back in lower multipliers. Seems like an important driver of our and 
the industry's success this year will be tied to doing what we can to 
make this stick. 

Anyway, Jeff and Victor, perhaps you can give some more thought to hope 
we best track this and the other key operating metrics (iike inventory 
turns) and report on it at the board level. 

Best regards. 
Walter 

-----Original Message-----
From: CSi (Craig Schapiro - CRM) imaiilO:CSi@sigmaco.comj 
Sent ivionday, JanualY 14. 2008 9.50 Aivi 
To: SIGALL 
Subject: From Craig: TYLERJUI'JIOI'J I'JE\N price increase letter 
Import-"lncfl: High 

Interesting new slogan added on top, only since they have started 
sourcing overseas, I guess .... 

Craig Schapiro 
S!GMl'. Corporation 
cs1@sigmaco.com 
800-999-2550 x238 
fax (609) 758-1158 

-----Original Message-----
From: CSi [maiito:csi@sigmaco.comj 
Sent: ivionday, January 14. 2008 10:30 AM 
To: CS1 (Craig Schapiro - CRM) 

SiG - 0053'i45 
Confidential 
FO!A Exempt 
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Subject: 

This E-mail was sent from "RNPAE6C16" (Aficio 3035). 

Scan Date: O"i."i 4.2008 "i 0:29:50 (-0500) 

Confidential 
FO!A Exempt 



Fro,: tyler Pipe .t @) _ 

January 11, 2008 

RE: Pending Price Change fOi Utility Fittings and Accessories 

Deat Vaiued Custorner, 

Due to continued rising costs, especlaiiy within our off-shore operations, we find 
it necessary to increase pricing on Utiiity Fiitings and Accessories. 

As per our prior ieiier of October 5, 2007, we wiii adjust pricing by increasing 
muliipiiers whiie retaining our current List Price, LP-5072. Leiters stating the new 
region specific muitipiiers wiii be maiied january 18, 2008. The increase wiii be 
10% to 12% above the current prevailing multiplier levels on Blended Fittings and 
Accessories and 3% to 5% on Domestic Fittings effective February 18, 2008. 

To help our distribution customers better manage their inventory valuations and 
compete on a more level playing field, it is our intention going forward to sell all 
products only off the newly published multipliers. We will continue to monitor the 
competitive environment and adjust regional multipliers as required to provide 
you with competitive pricing. 

All annual municipal bid contracts will be honored per the terms of the contract 
Jobs quoted prior to this announcement will be honored throuQh March 1, 2008, 
with acceptable documentation provided to your local Tyler/Union sales 
representative. 

If the current inflationary trends continue as forecasted, we anticipate the needro 
announce another multiplier increase within the next six months. However, we 
will only do so as conditions require. 

We thank you for your business and as always we remain committed to providing 
you with r'1uelit.y products and service at competitive prices. 

Sincerely, 
• J 

~~~ 
/ / / 

Jerri J an sen 
National Sales Manager 

l"l ie3 of ee3 
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Shana Gerson 

From: 
Sent: 
To: 
Subject: 
Attachments: 

Importance: 

Margaret, 

Laura Alvey [LAlvey@TylerPipe.comj 
Friday, February 16, 20074:05 PM 
Margaret Powell 
2006 McWane DIFRA Report.xls 
2006 McWane DIFRA Report.xls 

High 

Attached is the McWane 2006 DIFRA Report. 

Thanks, 
Laura Alvey 

SRHW·00488 
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Ductile Iron Pipe Research Association 
Schedule of Ductile Iron Fittings of Tons Shipped 

For the Year Ended December 31, 2006 

Jan Feb Mar Apr May Jun Jul ~ ~ Oct Nov Dec YTD 
Compact 
3"-12" 

Mechanical Joint 2,540 3,374 3,110 2,671 3,321 3,452 2,653 3,337 2,185 1,994 1,485 1,641 31,763 
Push-On Joint 182 274 205 162 211 229 197 231 160 145 132 166 2,294 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Mechanical Joint 456 420 529 411 455 523 436 538 468 332 308 285 5,161 
Push-On Joint 4 8 2 17 6 10 7 0 21 10 (3) 9 91 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Mechanical Joint 13 29 6 23 37 32 46 50 37 14 13 3 303 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Compact Total 3,195 4,105 3,852 3,284 4,030 4,245 3,339 4,156 2,871 2,495 1,935 2,104 39,611 

Full Body 
3"-12" 

Mechanical Joint 204 240 292 219 263 295 265 235 215 150 151 127 2,656 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 3 1 4 1 4 0 0 0 14 

14"-24" 
Mechanical Joint 135 97 129 119 100 94 74 101 95 77 74 79 1,174 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 15 (1 ) 0 5 16 16 3 2 0 0 0 4 60 

Over 24" 
Mechanical Joint 23 4 38 19 56 76 22 39 49 24 17 29 396 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 33 23 1 10 0 0 1 0 68 

Full Body Total 377 340 459 365 469 509 366 391 360 251 243 239 4,369 

Special Fittings 
3"-12" 

Flanged Joint 339 365 375 368 408 423 320 390 309 333 244 203 4,076 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Flanged Joint 93 72 93 99 89 95 71 119 109 114 93 95 1,142 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Flanged Joint 9 16 5 7 10 12 9 6 6 1 6 9 96 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

(J) 
Special Fittings Total 441 453 473 474 507 529 399 515 424 448 343 307 5,313 ;::0 

:::I: 
~ Total Fittings 4,013 4,898 4,784 4,123 5,006 5,283 4,104 5,062 3,655 3,194 2,521 2,650 49,293 
6 
0 
~ 
co 
co Net Net Sales ($OOO's) (1 $ 8,491 $10,054 $10,344 $ 9,095 $ 10,659 $ 11,129 $ 8,612 $ 10,302 $ 8,180 $ 7,318 $ 5,661 $ 6,560 $ 106,405 

311120121a 
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Shana Gerson 

From: 
Sent: 
To: 
Subject: 
Attachments: 

Rick Haley 
Wednesday, January 31, 20077:33 AM 
Margaret Powell 
FW: Ductile Iron Fittings Research Association 
1868_001.pdf; 1869_001.pdf; DIFRA 2006 Draft WH 070119.xls 

Would you review this before I respond to Wood? Once I hear from you, I will give Wood your contact information and 
request the contact information of the members, including who will provide us the information and who is to receive the 
monthly reports. Let me know if there is anything else that I need to request. 

Richard W. Haley 

Sellers, Richardson, Watson, Haley & Logan, LLP 
2100-A Southbridge Parkway, Suite 380 
Birmingham, AL 35209 

PO Box 530867 Birmingham, AL 35253 

Direct 205.949.2119 

Fax 205.870.1502 
Rick.Haley@srwhl.com 

From: Herren, Wood [mailto:wherren@bradleyarant.com] 
Sent: Tuesday, January 30, 2007 6:08 PM 
To: Rick Haley; Greg Logan 
Cc: TB2 (Tom Brakefield - ALX) 
Subject: Ductile Iron Fittings Research Association 

Rick and Greg: 

Please find attached a copy of the engagement letter which has been signed by Tom Brakefield, the President of 
the Association. We should be good to go and the Association's members will begin reporting to your firm their 
monthly trade sales of ductile iron fittings. 

Also attached is the excel spreadsheet that the members will use to report their monthly trade sales of ductile 
iron fittings. As explained in more detail below, the format used by the members to report their monthly trade 
sales of ductile iron fittings is different than the format you will use to report monthly aggregate sales of ductile 
fittings to the members. 

The members will report their sales of ductile iron fittings using the subcategories, as applicable to each 
member, within each of the "Compact," "Full Body," and "Special Fittings" categories. You will track the 
information in the same manner in your records for the Association. However, for purposes of the report you 
will issue to the members each month showing the monthly aggregate trade sales by the members as a group, 
the "Restrained Joint" subcategory sales numbers should be combined with the "Push-On Joint" subcategory 
sales numbers in each of the "Compact" and "Full Body" categories. The "Grooved Joint" subcategory 
sales numbers under the "Special Fittings" category should be combined with the "Push-On Joint" subcategory 
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sales of ductile iron fittings is different than the format you will use to report monthly aggregate sales of ductile 
fittings to the members. 

The members will report their sales of ductile iron fittings using the subcategories, as applicable to each 
member, within each of the "Compact," "Full Body," and "Special Fittings" categories. You will track the 
information in the same manner in your records for the Association. However, for purposes of the report you 
will issue to the members each month showing the monthly aggregate trade sales by the members as a group, 
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under the "Compact" category in each of the respective sizes of fittings. I have attached a copy ofthe 
reporting spreadsheet on which I have charted the consolidation of these subcategories and it should help you 
understand how the reporting will work. 

Please call me after you have had a chance to review this e-mail and we can confirm the reporting 
arrangements. 

Thank you, 

Wood 

************************************************* 

IRS Circular 230 Notice: To ensure compliance with IRS requirements, we inform you that any U.S. federal tax advice 
contained in this communication (including any attachments) is not intended or written to be used, and cannot be used, for 
the purpose of (i) avoiding penalties under the Internal Revenue Code or (ii) promoting, marketing or recommending to 
another partY any transaction or matter addressed herein. 

K. Wood Herren, Esq. 
Bradley Arant Rose & White LLP 
One Federal Place 
1819 Fifth Avenue North 
Birmingham, Alabama 35203 
Direct Dial: 205.521.8505 
Facsimile: 205.488.6505 
Mobile: 205.218.3748 
E-mail: wherren@bradleyarant.com 
Web Site: www.bradleyarant.com 

Confidentiality Notice: This e-mail is from a law firm and may be protected by the attorney-client or work product privileges If you have received this message in error, please 
notifY the sender by replying to this e-mail and then delete it from your computer. 
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· ... 

SELLERS 

RICHARDSON 

WATSON 

HALEY & 

LOCAN LLP 

January 8, 2007 

Board of Directors 
Ductile Iron Fittings Research Association 

This letter is to explain our understanding of the arrangements for the services we are to perform of 
Ductile Iron Fittings Research Association (The Association) for the year ending December 31, 2007. 
We ask that you either confirm or amend this understanding. 

We wiII perform an audit of The Association's financial statements as of and for the year ended December 
31, 2007. We understand that the financial statements will be prepared in accordance with the cash basis 
of accounting which is a comprehensive basis of accounting other than accounting principles generally 
accepted in the United States of America. The objective of an audit of financial statements is to express 
an opinion on those statements. 

Management has informed us that The Association has made expenditures of less than $500,000 of 
monies received from any federal award programs. This consideration included the use of all federal 
funds whether received directly from a federal department or agency or as a secondary recipient from any 
other source, received either directly or indirectly as commodities or other tangible or intangible property 
from a federal award program, or participated in or received any benefits from any federal loan, loan 
guarantee or insurance program during the audit period requiring any federal program compliance 
auditing. 

We will conduct the audit in accordance with auditing standards generally accepted in the United ·States 
of America. Those standards require that we plan and perform the audit to obtain reasonable, rather than 
absolute, assurance about whether the financial statements are free of material misstatement whether 
caused by error, fraudulent financial reporting, or misappropriation of assets. Accordingly, a material 
misstatement, whether caused by error, fraudulent financial reporting or misappropriation of assets, may 
remain undetected. An audit includes examining, on a test basis, evidence supporting the amounts and 
disclosures in the financial statements. As a result, an audit is not designed to detect errors or fraud that 
are immaterial to the financial statements. An audit also includes assessing the accounting principles used 
and significant estimates made by management, as well as evaluating the overall financial statement 
presentation. We believe that our audit will provide a reasonable basis for our report. 

An audit of financial statements also includes obtaining an understanding of internal control sufficient to 
plan the audit and to detennine the nature, timing and extent of audit procedures to be performed. An 
audit is not designed to provide assurance on internal control or to identify significant deficiencies or 
material weaknesses. However, we will communicate to management and the Board of Directors any 
significant deficiencies or material weaknesses that become known to us during the course of the audit. 
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Ducti Ie Iron Fittings Research Association 

Page 2 

If circumstances arise relating to the condition of the Association's records, the availability of sufficient, 
competent evidential matter, or indications of a significant risk of material misstatement of the financial 
statements because of error, fraudulent financial reporting, or misappropriation of assets which in our 
professional judgment prevent us from completing the audit or forming an opinion, we retain the 
unilateral right to take any course of action permitted by professional standards, including declining to 
express an opinion or issue a report, or withdrawal from the engagement. 

As you know, management is responsible for (1) the preparation of The Association's financial 
statements, (2) establishing and maintaining effective internal control over financial reporting and 
safeguarding assets, and for informing us of all significant deficiencies in the design or operation of such 
controls of which it has knowledge, (3) properly recording transactions in the records, (4) identifying and 
ensuring that The Association complies with the laws and regulations applicable to its activities, and for 
informing us about all known material violations of such laws or regulations, (5) the design and 
implementation of programs and controls to prevent and detect fraud, and for informing us about all 
known or suspected fraud affecting the entity involving management, employees who have significant 
roles in internal control and others where the fraud could have a material effect on the financial 
statements, (6) informing us of its knowledge of any allegations of fraud or suspected fraud affecting the 
entity received in communications from employees, regulators, or others, (7) making all financial records 
and related information available to us and (8) for adjusting the financial statements to correct material 
misstatements. At the conclusion of our audit, we will request certain written representations from 
management about the financial statements and matters related thereto. We will also require that 
management affirm to us that the effects of any uncorrected misstatements aggregated by us during the 
current engagement and pertaining to the latest period presented are immaterial, both individually and in 
the aggregate, to the financial statements taken as a whole. 

Management is responsible for informing us of its views about the risks of fraud within the entity, and its 
knowledge of any fraud or suspected fraud affecting the entity. We will also determine that certain 
matters related to the conduct of the audit are communicated to management, including (1) fraud 
involving senior management and fraud (whether caused by senior management or other employees) that 
causes a material misstatement of the financial statements, (2) illegal acts that come to our attention 
(unless they are clearly inconsequential), (3) disagreements with management and other serious 
difficulties encountered in performing the audit, and (4) various matters related to the entity's accounting 
policies and financial statements. 

Management is responsible for establishing and maintaining internal controls, including ongoing 
monitoring activities; for the selection and application of accounting principles; and for the fair 
presentation in the financial statements of financial position, results of operations, and cash flows in 
conformity with the cash basis of accounting. Management is also responsible for management decisions 
and functions; for designating an individual with suitable skill, knowledge, or experience to oversee the 
tax services we provide; and for evaluating the adequacy and results of those services and accepting 
responsibility for them. 
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unilateral right to take any course of action permitted by professional standards, including declining to 
express an opinion or issue a report, or withdrawal from the engagement. 

As you know, management is responsible for (1) the preparation of The Association's financial 
statements, (2) establishing and maintaining effective internal control over financial reporting and 
safeguarding assets, and for informing us of all significant deficiencies in the design or operation of such 
controls of which it has knowledge, (3) properly recording transactions in the records, (4) identifying and 
ensuring that The Association complies with the laws and regulations applicable to its activities, and for 
informing us about all known material violations of such laws or regulations, (5) the design and 
implementation of programs and controls to prevent and detect fraud, and for informing us about all 
known or suspected fraud affecting the entity involving management, employees who have significant 
roles in internal control and others where the fraud could have a material effect on the financial 
statements, (6) informing us of its knowledge of any allegations of fraud or suspected fraud affecting the 
entity received in communications from employees, regulators, or others, (7) making all financial records 
and related information available to us and (8) for adjusting the financial statements to correct material 
misstatements. At the conclusion of our audit, we will request certain written representations from 
management about the financial statements and matters related thereto. We will also require that 
management affirm to us that the effects of any uncorrected misstatements aggregated by us during the 
current engagement and pertaining to the latest period presented are immaterial, both individually and in 
the aggregate, to the financial statements taken as a whole. 

Management is responsible for informing us of its views about the risks of fraud within the entity, and its 
knowledge of any fraud or suspected fraud affecting the entity. We will also determine that certain 
matters related to the conduct of the audit are communicated to management, including (1) fraud 
involving senior management and fraud (whether caused by senior management or other employees) that 
causes a material misstatement of the financial statements, (2) illegal acts that come to our attention 
(unless they are clearly inconsequential), (3) disagreements with management and other serious 
difficulties encountered in performing the audit, and (4) various matters related to the entity's accounting 
policies and financial statements. 

Management is responsible for establishing and maintaining internal controls, including ongoing 
monitoring activities; for the selection and application of accounting principles; and for the fair 
presentation in the financial statements of financial position, results of operations, and cash flows in 
conformity with the cash basis of accounting. Management is also responsible for management decisions 
and functions; for designating an individual with suitable skill, knowledge, or experience to oversee the 
tax services we provide; and for evaluating the adequacy and results of those services and accepting 
responsibility for them. 
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The Association hereby indemnifies Sellers, Richardson, Watson, Haley & Logan, LLP and its partners 
and employees and holds them harmless from all claims, liabilities, losses and costs arising in 
circumstances where there has been a known misrepresentation by a member of The Association's 
management, regardless of whether such person was acting in The Association's interest. This 
indemnification will survive termination of this letter. 

During the course of our engagement, we may accumulate records containing data which should be 
reflected in your books and records. The Association will detennine that all such data, if necessary, will 
be so reflected. Accordingly, the Association will not expect us to maintain copies of such records in our 
possession. 

The assistance to be supplied by Association persollnel, including the preparation of schedules and 
analyses of accounts, has been discussed and coordinated with management. The timely and accurate 
completion of this work is an essential condition to our completion of the audit and issuance of our audit 
report. 

Our fees are based upon the time required by the individuals assigned to the engagement, plus direct 
expenses. We estimate that our fees for this audit engagement and information return, which includes 
out-of-pocket expenses, will not exceed $10,000. The quoted fee for the year ended December 31,2007, 
will be the maximum for the work described in this letter unless the scope of the engagement is changed, 
the assistance of The Association has agreed to furnish is not provided, or unexpected conditions are 
encountered. No changes will be made in the maximum agreed to amount without discussion with you 
regarding the proposed change. All other provisions of this letter will survive any fee adjustment. We 
will submit our bill for these services promptly upon rendering the report. 

In addition to performing the above described services, we will compile on a monthly basis, the data 
submitted by the members rep011ing their respective sales of ductile iron fittings and will prepare and 
issue to the members' monthly reports showing the aggregate sales of ductile iron fittings using the 
reporting format attached hereto as Exhibit A for $450 per month. 

In the event we are requested or authorized by The Association or are required by government regulation, 
subpoena, or other legal process to produce our documents or ollr personnel as witnesses with respect to 
our engagements for The Association, The Association will, so long as we are not a party to the 
proceeding in which the information is sought, reimburse us for our professional time and expenses, as 
well as the fees and expenses of our counsel, incurred in responding to such requests. 

Professional standards and our firm policies require that we perform certain additional procedures 
whenever our reports are included, or we are named as accountants, auditors, or "experts" in a document 
used in a public or private offering of equity or debt securities. Accordingly, the Association agrees that 
it will not include our reports, or otherwise make reference to us, in any public or private securities 
offering without first obtaining our consent. Any request to consent is also a matter for which separate 
arrangements will be necessary. After obtaining our consent, the Association also agrees to provide us 
with printer's proofs or masters of such offering documents for our review and approval before printing, 
and with a copy of the final reproduced material for our approval before it is distributed. 

It is agreed by The Association and Sellers, Richardson, Watson, Haley & Logan, LLP or any successors 
in interest that no claim arising out of services rendered pursuant to this agreement by or on behalf of The 
Association shall be asserted more than two years after the date of the last audit report issued by Sellers, 
Richardson, Watson, Haley & Logan, LLP. 
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The Association hereby indemnifies Sellers, Richardson, Watson, Haley & Logan, LLP and its partners 
and employees and holds them harmless from all claims, liabilities, losses and costs arising in 
circumstances where there has been a known misrepresentation by a member of The Association's 
management, regardless of whether such person was acting in The Association's interest. This 
indemnification will survive termination of this letter. 

During the course of our engagement, we may accumulate records containing data which should be 
reflected in your books and records. The Association will detennine that all such data, if necessary, will 
be so reflected. Accordingly, the Association will not expect us to maintain copies of such records in our 
possession. 

The assistance to be supplied by Association persollnel, including the preparation of schedules and 
analyses of accounts, has been discussed and coordinated with management. The timely and accurate 
completion of this work is an essential condition to our completion of the audit and issuance of our audit 
report. 

Our fees are based upon the time required by the individuals assigned to the engagement, plus direct 
expenses. We estimate that our fees for this audit engagement and information return, which includes 
out-of-pocket expenses, will not exceed $10,000. The quoted fee for the year ended December 31,2007, 
will be the maximum for the work described in this letter unless the scope of the engagement is changed, 
the assistance of The Association has agreed to furnish is not provided, or unexpected conditions are 
encountered. No changes will be made in the maximum agreed to amount without discussion with you 
regarding the proposed change. All other provisions of this letter will survive any fee adjustment. We 
will submit our bill for these services promptly upon rendering the report. 

In addition to performing the above described services, we will compile on a monthly basis, the data 
submitted by the members rep011ing their respective sales of ductile iron fittings and will prepare and 
issue to the members' monthly reports showing the aggregate sales of ductile iron fittings using the 
reporting format attached hereto as Exhibit A for $450 per month. 

In the event we are requested or authorized by The Association or are required by government regulation, 
subpoena, or other legal process to produce our documents or ollr personnel as witnesses with respect to 
our engagements for The Association, The Association will, so long as we are not a party to the 
proceeding in which the information is sought, reimburse us for our professional time and expenses, as 
well as the fees and expenses of our counsel, incurred in responding to such requests. 

Professional standards and our firm policies require that we perform certain additional procedures 
whenever our reports are included, or we are named as accountants, auditors, or "experts" in a document 
used in a public or private offering of equity or debt securities. Accordingly, the Association agrees that 
it will not include our reports, or otherwise make reference to us, in any public or private securities 
offering without first obtaining our consent. Any request to consent is also a matter for which separate 
arrangements will be necessary. After obtaining our consent, the Association also agrees to provide us 
with printer's proofs or masters of such offering documents for our review and approval before printing, 
and with a copy of the final reproduced material for our approval before it is distributed. 

It is agreed by The Association and Sellers, Richardson, Watson, Haley & Logan, LLP or any successors 
in interest that no claim arising out of services rendered pursuant to this agreement by or on behalf of The 
Association shall be asserted more than two years after the date of the last audit report issued by Sellers, 
Richardson, Watson, Haley & Logan, LLP. 
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This letter constitutes the complete and exclusive statement of agreement between Sellers, Richardson, 
Watson, Haley & Logan, LLP and Ductile Iron Fittings Research Association, superseding all proposals, 
oral or written, and all other communication, with respect to the terms of the engagement between the 
parties. 

If this letter defines the arrangements as the Association understands them, please sign and date the 
enclosed copy and return it to us. 

Very truly yours, 

SELLERS, RICHARDSON, WATSON, HALEY & LOGAN, LLP 

Richard W. Haley, Partner 

,Confirmed on behalf of Ductile Iron Fittings Research Association: 

'~V~~~~~~~~ , President 

ZL.6D-L.f>v-SDZ dvS:SD L.D 6Z uer 
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This letter constitutes the complete and exclusive statement of agreement between Sellers, Richardson, 
Watson, Haley & Logan, LLP and Ductile Iron Fittings Research Association, superseding all proposals, 
oral or written, and all other communication, with respect to the terms of the engagement between the 
parties. 

If this letter defines the arrangements as the Association understands them, please sign and date the 
enclosed copy and return it to us-

Very truly yours, 

SELLERS, RICHARDSON, WATSON, HALEY & LOGAN, LLP 

,Confirmed on behalf of Ductile Iron Fittings Research Association: 

·~V~~~~~~~~ , President 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2006 

Jan Feb Mar Aw:.. May Jun Jul AY9 kI2 Oct Nov Dec YTD 

Compact 
3"-12" 

Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
"7 Push-On JOint~ 0 0 0 0 0 0 0 0 0 0 0 0 0 

(Restrained Joint] 0 0 0 0 0 0 0 0 0 0 0 0 0 
14"-24" 

0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint ~ 0 0 0 0 0 0 0 0 0 0 0 0 0 

(Restrained Joint] 0 0 0 0 0 0 0 0 0 0 0 0 0 
Compact Total 0 0 0 0 0 0 0 0 0 0 0 0 0 

Full Body 

0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 

0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 

0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 
0 0 0 0 0 0 0 0 0 0 0 0 0 

Special Fittings 
3"-12" 

Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
IGrooved Joint 1 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Grooved JOint) 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 

(J) 
Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

;::0 L...{Grooved Joint) 0 0 0 0 0 0 0 0 0 0 0 0 0 
:::I: Special Fittings Total 0 0 0 0 0 0 0 0 0 0 0 0 0 
~ 
6 Total Fittings 0 
CJ1 Trade Tons Shipped 0 0 0 0 0 0 0 0 0 0 0 0 0 w ...... 

Net Net Sales ($OOO's) (1) $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ $ 
112212007 
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NOTE 1: "Net Net Sales" is Gross Sales less freight,less credits, less programs and less cash discounts. 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2006 

Jan Feb Mar AQr.. May Jun Jul Ayg ~ Oct Nov Dec YTD 
Compact 
3"-12" 

Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Compact Total 0 0 0 0 0 0 0 0 0 0 0 0 0 

Full Body 
3"-12" 

Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Full Body Total 0 0 0 0 0 0 0 0 0 0 0 0 0 

Special Fittings 
3"-12" 

Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

(J) Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
;::0 

Special Fittings Total 0 0 0 0 0 0 0 0 0 0 0 0 0 :::I: 
~ 
6 Total Fittings 
0 
CJ1 Trade Tons Shipped 0 0 0 0 0 0 0 0 0 0 0 0 0 
w 
co 

Net Net Sales ($OOO's) (1) $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2006 

Jan Feb Mar AQr.. May Jun Jul Ayg ~ Oct Nov Dec YTD 
Compact 
3"-12" 

Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Compact Total 0 0 0 0 0 0 0 0 0 0 0 0 0 

Full Body 
3"-12" 

Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Mechanical Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Full Body Total 0 0 0 0 0 0 0 0 0 0 0 0 0 

Special Fittings 
3"-12" 

Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

14"-24" 
Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

Over 24" 
Flanged Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 

(J) Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0 
;::0 
:::I: Special Fittings Total 0 0 0 0 0 0 0 0 0 0 0 0 0 

~ 
6 Total Fittings 
0 

Trade Tons Shipped 0 0 0 0 0 0 0 0 CJ1 0 0 0 0 0 
w 
co 

Net Net Sales ($OOO's) (1) $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ - $ 
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Shana Gerson 

From: 
Sent: 
To: 
Subject: 
Attachments: 

Courtney Davis [cjdavis@USPIPE.com] 
Thursday, July 08, 20109:37 AM 
Bree Holland; Margaret Powell 
US Pipe Fittings Shipments - June 2010 
DIPRA_Fittings_SRWHL_Report_2010_6.xls 

Please let me know if you have any difficulty opening or viewing the attached. 

Thanks, 
Courtney 
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Shana Gerson 

From: 
Sent: 
To: 
Subject: 
Attachments: 

Courtney Davis [cjdavis@USPIPE.com] 
Thursday, July 08, 20109:37 AM 
Bree Holland; Margaret Powell 
US Pipe Fittings Shipments - June 2010 
DIPRA_Fittings_SRWHL_Report_2010_6.xls 

Please let me know if you have any difficulty opening or viewing the attached. 

Thanks, 
Courtney 
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U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 
All Other 

14"-24" 
Flanged 
All Other 

> 24" 
Flanged 
All Other 

Total Trade Tons Shipped 

Jan Feb 

2.7 2.1 
68.2 72.1 

2.9 0.9 
67.1 48.2 

0.1 0.1 
113.0 84.4 

254 208 

Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2007 

Mar Am:. May Jun Jul Allil ~ Oct Nov Dec YTD 

1.6 2.7 1.6 2.7 4.6 2.2 5.4 1.5 9.0 0.9 37 
30.6 55.9 66.5 85.6 52.5 76.3 45.2 45.5 44.6 31.5 674 

0.1 1.7 4.9 3.2 3.5 0.1 2.3 0.7 16.9 8.5 46 
74.8 89.4 47.9 36.4 38.6 40.8 54.1 47.2 56.8 37.1 638 

0.1 6.5 1.3 1.5 1.4 3.2 4.8 3.6 0.1 11.0 34 
64.8 47.2 87.4 60.7 58.1 102.5 112.7 54.2 87.8 86.5 959 
172 203 210 190 159 225 224 153 215 175 2,389 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2007 

Jan Feb Mar Am:. May Jun Jul Allil ~ Oct Nov Dec YTD 
U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 2.7 2.1 1.6 2.7 1.6 2.7 4.6 2.2 5.4 1.5 9.0 0.9 37 
All Other 68.2 72.1 30.6 55.9 66.5 85.6 52.5 76.3 45.2 45.5 44.6 31.5 674 

14"-24" 
Flanged 2.9 0.9 0.1 1.7 4.9 3.2 3.5 0.1 2.3 0.7 16.9 8.5 46 
All Other 67.1 48.2 74.8 89.4 47.9 36.4 38.6 40.8 54.1 47.2 56.8 37.1 638 

> 24" 
Flanged 0.1 0.1 0.1 6.5 1.3 1.5 1.4 3.2 4.8 3.6 0.1 11.0 34 
All Other 113.0 84.4 64.8 47.2 87.4 60.7 58.1 102.5 112.7 54.2 87.8 86.5 959 

Total Trade Tons Shipped 254 208 172 203 210 190 159 225 224 153 215 175 2,389 
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U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 
All Other 

14"-24" 
Flanged 
All Other 

> 24" 
Flanged 
All Other 

Total Trade Tons Shipped 

Jan 

1.4 
33.6 

2.2 
40.5 

0.0 
73.7 

151 

Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2008 

Feb Mar ~ May Jun Jul A!!9 §!.Q 

3.6 2.6 1.6 10 8 4 8 10 
24.2 36.1 62.1 102 99 112 119 81 

2.7 2.6 6.0 5 26 41 29 11 
73.0 59.7 44.5 78 52 102 92 79 

0.2 6.3 9.6 43 76 27 40 28 
51.7 145.8 99.5 183 235 121 154 125 

155 253 223 420 497 408 443 334 

Oct Nov Dec YTD 

23 16 29 116 
94 51 52 867 

6 20 21 174 
44 73 51 791 

7 94 33 364 
213 117 213 1,732 

388 372 399 4,044 

3/1/2012 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2008 

Jan Feb Mar ~ May Jun Jul A!!9 §!.Q Oct Nov Dec YTD 
U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 1.4 3.6 2.6 1.6 10 8 4 8 10 23 16 29 116 
All Other 33.6 24.2 36.1 62.1 102 99 112 119 81 94 51 52 867 

14"-24" 
Flanged 2.2 2.7 2.6 6.0 5 26 41 29 11 6 20 21 174 
All Other 40.5 73.0 59.7 44.5 78 52 102 92 79 44 73 51 791 

> 24" 
Flanged 0.0 0.2 6.3 9.6 43 76 27 40 28 7 94 33 364 
All Other 73.7 51.7 145.8 99.5 183 235 121 154 125 213 117 213 1,732 

Total Trade Tons Shipped 151 155 253 223 420 497 408 443 334 388 372 399 4,044 
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U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 
All Other 

14"-24" 
Flanged 
All Other 

> 24" 
Flanged 
All Other 

Total Trade Tons Shipped 

Jan 

35.7 
67.5 

19.5 
37.8 

59.6 
190.9 
411.0 

Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2009 

Feb Mar AI!!. May Jun Jul Wg ~ 

14.5 11.1 14.7 16.9 11.3 19.5 13.7 16.7 
45.4 68.0 121.7 37.6 77.1 76.6 65.9 74.0 

9.9 6.9 13.6 14.1 27.6 14.7 17.0 45.1 
61.8 73.9 73.5 61.6 62.2 62.3 101.7 84.8 

12.2 88.1 43.2 32.9 21.9 27.0 71.8 46.4 
205.2 253.7 198.5 117.3 202.4 353.7 194.4 191.9 
349.0 501.6 465.2 280.4 402.4 553.9 464.5 458.9 

Oct Nov Dec YTD 

19.0 7.3 11.7 192.1 
66.5 52.7 58.0 811.0 

33.4 9.0 7.1 218.1 
45.1 29.2 45.2 739.0 

63.8 25.7 51.2 543.7 
111.8 127.8 153.1 2,300.6 

339.6 251.7 326.3 4,804.5 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2009 

Jan Feb Mar AI!!. May Jun Jul Wg ~ Oct Nov Dec YTD 
U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 35.7 14.5 11.1 14.7 16.9 11.3 19.5 13.7 16.7 19.0 7.3 11.7 192.1 
All Other 67.5 45.4 68.0 121.7 37.6 77.1 76.6 65.9 74.0 66.5 52.7 58.0 811.0 

14"-24" 
Flanged 19.5 9.9 6.9 13.6 14.1 27.6 14.7 17.0 45.1 33.4 9.0 7.1 218.1 
All Other 37.8 61.8 73.9 73.5 61.6 62.2 62.3 101.7 84.8 45.1 29.2 45.2 739.0 

> 24" 
Flanged 59.6 12.2 88.1 43.2 32.9 21.9 27.0 71.8 46.4 63.8 25.7 51.2 543.7 
All Other 190.9 205.2 253.7 198.5 117.3 202.4 353.7 194.4 191.9 111.8 127.8 153.1 2,300.6 

Total Trade Tons Shipped 411.0 349.0 501.6 465.2 280.4 402.4 553.9 464.5 458.9 339.6 251.7 326.3 4,804.5 
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U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 
All Other 

14"-24" 
Flanged 
All Other 

> 24" 
Flanged 
All Other 

Total Trade Tons Shipped 

Jan 

5.9 
41.4 

10.9 
46.0 

41.0 
84.8 

230.0 

Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2010 

Feb Mar Aru.. May Jun Jul AY.9 ~ Oct Nov Dec YTD 

7.7 17.2 20.4 12.5 33.8 97.6 
49.7 94.7 64.3 64.2 81.5 395.7 

18.7 9.6 15.7 28.9 21.0 104.8 
29.0 41.2 62.5 43.1 79.3 301.2 

79.5 20.9 16.3 68.0 49.2 275.1 
77.1 131.9 345.4 99.7 205.3 944.2 

261.8 315.5 524.6 316.4 470.2 0.0 0.0 0.0 0.0 0.0 0.0 2,118.5 

31112012 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 

For the Year Ended December 31,2010 

Jan Feb Mar Aru.. May Jun Jul AY.9 ~ Oct Nov Dec YTD 
U. S. Pipe & Foundry Company, LLC 
2"-12" 

Flanged 5.9 7.7 17.2 20.4 12.5 33.8 97.6 
All Other 41.4 49.7 94.7 64.3 64.2 81.5 395.7 

14"-24" 
Flanged 10.9 18.7 9.6 15.7 28.9 21.0 104.8 
All Other 46.0 29.0 41.2 62.5 43.1 79.3 301.2 

> 24" 
Flanged 41.0 79.5 20.9 16.3 68.0 49.2 275.1 
All Other 84.8 77.1 131.9 345.4 99.7 205.3 944.2 

Total Trade Tons Shipped 230.0 261.8 315.5 524.6 316.4 470.2 0.0 0.0 0.0 0.0 0.0 0.0 2,118.5 

31112012 
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Total DIFRA - 2008 
2"-12" 

Flanged 
All Other 

14"-24" 
Flanged 
All Other 

> 24" 
Flanged 
All Other 

Total Trade Tons Shipped 

Jan 

35.7 
67.5 

19.5 
37.8 

59.6 
190.9 
411.0 

Jan 

Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) - 2010 

Feb Mar Al!!. May Jun Jul A!!9. ~ 

14.5 11.1 14.7 16.9 11.3 19.5 13.7 16.7 
45.4 68.0 121.7 37.6 77.1 76.6 65.9 74.0 

9.9 6.9 13.6 14.1 27.6 14.7 17.0 45.1 
61.8 73.9 73.5 61.6 62.2 62.3 101.7 84.8 

12.2 88.1 43.2 32.9 21.9 27.0 71.8 46.4 
205.2 253.7 198.5 117.3 202.4 353.7 194.4 191.9 
349.0 501.6 465.2 280.4 402.4 553.9 464.5 458.9 

Feb Mar Al!!. May Jun Jul A!!9. §!.Q 

Oct Nov Dec Total Year 

19.0 7.3 11.7 192.1 
66.5 52.7 58.0 811.0 

33.4 9.0 7.1 218.1 
45.1 29.2 45.2 739.0 

63.8 25.7 51.2 543.7 
111.8 127.8 153.1 2,300.6 
339.6 251.7 326.3 4,804.5 

Oct Nov Dec YTO 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) - 2010 

Jan Feb Mar Al!!. May Jun Jul A!!9. ~ Oct Nov Dec Total Year 
Total DIFRA - 2008 
2"-12" 

Flanged 35.7 14.5 11.1 14.7 16.9 11.3 19.5 13.7 16.7 19.0 7.3 11.7 192.1 
All Other 67.5 45.4 68.0 121.7 37.6 77.1 76.6 65.9 74.0 66.5 52.7 58.0 811.0 

14"-24" 
Flanged 19.5 9.9 6.9 13.6 14.1 27.6 14.7 17.0 45.1 33.4 9.0 7.1 218.1 
All Other 37.8 61.8 73.9 73.5 61.6 62.2 62.3 101.7 84.8 45.1 29.2 45.2 739.0 

> 24" 
Flanged 59.6 12.2 88.1 43.2 32.9 21.9 27.0 71.8 46.4 63.8 25.7 51.2 543.7 
All Other 190.9 205.2 253.7 198.5 117.3 202.4 353.7 194.4 191.9 111.8 127.8 153.1 2,300.6 

Total Trade Tons Shipped 411.0 349.0 501.6 465.2 280.4 402.4 553.9 464.5 458.9 339.6 251.7 326.3 4,804.5 

Jan Feb Mar Al!!. May Jun Jul A!!9. §!.Q Oct Nov Dec YTD 

3/1/2012 
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From: Mike Walsh 

Sent: Thursday, June 17, 201006:48:14 PM 

To: 
Harry 3air; 'DCNNIS LOUGHCAD'; Mike [i0Y; Jean l3oucher; Susan Van Hook; 

Cc: 

James Funck; Kevin Flanagan; Ken Stephenson; Julie Bell; Richard Hueth 

'Iryb4461S0@aol.com'; Jim McGivern; Tom Brakefield 

Subject: 

To: CRM sales team 
From: Mike vVaisil 
Dale: June 17. 2010 

price increase from Tyler?! 

RE: price increase from Tyler?1 

I spoke with Larry late today. He told me that Tyler has started sending out a price increase letter today. 
Multiplierforthe majority of the country is going to .29. He asked for all of us to follow up with our 
customers to get a copy of the letter sent to your regions from Tyler. 

Four months ago when the most recent price increase was announced (to .27) it was Larry's feeling that if 
that increase stuck .... that we would see another one in June ... and iftoday's information is correct then 
Larry's prediction was correct! Maybee that is a good sign for the Celties because he is betting heavy on 
tllem tonite. 

In all seriousness .. if this is true then it is a huge victory in war we have been fighting. \IVe have lost some 
battles along the way but we needed to do that in order to win the war. All of you in the field and in the 
office have been battling for the past 4 months and I honestly feel that our discipline and tenatiousness 
was a large contributing factor to the success in getting the pricing up. I send my sincere thanks to all for 
working so hard to get the pricing up and keep it from deteriorating. "vVe had a game pian. vVe stuck to 
it. It has worked. And now it has turned into a big victory. 

So ... here is what we need to do: 

A. lVIaKe sure Lanys lener nas gone out to EVERYONE. Vile can't miss anyone. 
B. Get a copy of the Tyler letters for each state. We will need them all. Scan and circulate. 

Kevin ... we need to see what the LI and NYC letter says. We are all aware that Tyler can make mistakes. 
Harry ... lets see what they decide to do in PA. 
Dennis ... Let me know what Bibby is thinking about 
Jean ... see what has been annouced in in QUE. 

Great Job everyone! Another victory! 

Mike 

S!GTP00005176 
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From: Ken Stephenson 

Sent: Tuesday, June 22, 2010 11:30:36 AM 

To: 
precastharry@ao!.com; Mike VJalsh; Harry 3air; Dennis Loughead; ~ ... 1ike [i0Y; 
Jean Boucher; Susan Van Hook; James Funck; Kevin Flanagan; Julie Bell; Richard 

Hueth 

Cc: Larry Rybacki; jim McGivern; Tom Brakefield 

Subject: RE: price increase from Tyler?! 

Mike/Harry. 

I had one of our Gustomers Gall Tyler. He said they told him there will be no change in PA He didn't say if 
they we're going on ~ new priCf:' list or not though so he is going back ::md chpcking on that Hp hasn't 
gotten anything from star yet either. 

Kenny 

From: precastharry(g)aol.com Lmailto:precastharry(g)aol.comJ 
Sent: TuesdaYr June 22, 2010 11 :27 ,ll.,M 
To: Mike Walsh; Harry Bair; Dennis Loughead; Mike Roy; Jean Boucher; Susan Van Hook; James Funck; 
Kevin Flanagan; Ken Stephenson; Julie Bell; Richard Hueth 
Cc: Larry Rybacki; Jim McGivern; Tom Brakefield 
Subject: Re: price increase from Tyier?! 

Mike. 

I still have not heard anything. I have someone calling Tyler to find out current pricing in Pa. 

I will let you know. 

Harry 

-----Original Message-----
From: Mike Walsh <MWalsh@sigmaco.com> 
To: Mike Walsh <MWalsh@sigmaco.com>; Harry Bair <HBair@sigmaco.com>; DENNIS LOUGHEAD 
<dlough7686@rogers.com>; Mike Roy <MRoy@sigmaco.com>; Jean Boucher 
<repco.oem@qc.aira.com>; Susan Van Hook <SVanHook@sigmaco.com>; James Funck 
<JFunck@sigmaco.com>; Kevin Flanagan <KFlanagan@sigmaco.com>; Ken Stephenson 
<KStephenson@sigmaco.com>; Julie 8ell <J8ell@sigmaco.com>; Richard Hueth 
<RHueth@sigmaco.com> 
Cc: Iryb446150@aoLcom; Jim McGivern <JMcGivern@sigmaco_com>; Tom Brakefield 
~TBrakefie!d@sigmaco.com-::. 

Sent: Tue, Jun 22, 201010:05 am 
Subject: RE: price increase from Tvler?! 

I heard from Kevin ... li is utJ to .29. 
I heard from both Jean Boucher and Dennis. No price increase from Bibby or Star. We will lead one in 
a!! of ECDA. 

S!GTP00006839 
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Harry and Kenny ... Any word from PA? Has Tyler sent a letter out to those customers yet? If not is 
possible they plan to keep it at .40. See what you guys can find out and let us all know. 

Thanks, 
~v1ike 

From: Mike Walsh 
Sent: Thursday, June 17, 2010 6:48 PM 
To: Harry Bair; 'DENNIS LOUGHEAD'; Mike Roy; Jean Boucher; Susan Van Hook; James Funck; Kevin 
Flanagan; Ken Stephenson; Julie Bell; Richard Hueth 
Cc: 'Irvb446150@aoi.com'; Jim McGivern; Tom Brakefield 
Subject: price increase from Tyler?! 

To: CRM sales team 
From: Mike Walsh 
Dale: june 17. 2010 
RE: price increase from Tyler?1 

I spoke with Larry late today. He told me that Tyler has started sending out a price increase letter today. 
Multiplier for the majority of the country is going to .29. He asked for all of us to follow up with our 
customers to get a copy of the letter sent to your regions from Ty!er 

Four months ago when the most recent price increase was announced (to _27) it was Larry's feeling that if 
that increase stuck ... that we would see another one in June ... and iftoday's infol1l1ation is correct then 
Larry's prediction w·as correct! Maybee that is a good sign for the Ceitics because he is betting heavy on 
them tonite. 

In all seriousness .. if this is true then it is a huge victory in war we have been fighting. We have lost some 
batties aiong Hie way bui we needed io do illai in orderto win ille wai. Aii of you in ille fieid and in the 
office have been battling for the past 4 months and I honestly feel that our discipline and tenatiousness 
was a large contributing factor to the success in getting the pricing up. ! send my sincere thanks to a!! for 
working so hard to get the pricing up and keep it from deteriorating. We had a game plan. We stuck to 
iL. iL ilas work.ed. And now iL has Lurned inLo a big vicLory. 

So ... here is what we need to do: 

A. Make sure Larry's letter has gone out to EVERYONE. We can't miss anyone. 
B. Get a copy of the Tyler letters for each state. We will need them all. Scan and circulate. 

Kevin ... we need to see what the LI and NYC letter says. We are all aware that Tyler can make mistakes. 
Harry ... lets see what they decide to do in PA. 
Dennis ... Let me know what Bibby is thinking about. 
Jean ... see what has been annouced in in QUE. 

Great Job everyone! Another victory! 

Mike 

S!GTP00006840 
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From: ARl (AI Richardson-HTN) 

Sent: Friday, May 15, 200901:06:41 PM 

VP (VictOi Pais-CRM); M20; GRl (Gopi Raillanathan-CRM) 

SB2 (Stua(t Box - CRM); Vv'altei Flo(ence; Ron Kuehl 

Subj@ct: 
RE: VP to SBl (CC: M20) : Response on your Korea sourcing plan -- with 

strategic look @ other options ... 

Hi Victor, 

In short or QRR, I have been selling impol1ed pipe fittings and accessories for 25 years. And I will most 
likely be selling them for at least 15 to 20 more. I do feel that a BA environment seems to be escalating in 
the US along with some of the international territories with close proximity. Having a dual or multiple 
sources including the US for product used in the Iron Sector of the WatelWorks industry would put Sigma 
in a Great Situation. Over the years myself 1;tnd ottler~ have i:llways HlOUgtlt Hmt if we had a domestic 
source we couid do some damage to our competition. in my eariy years, NAPPCO did source primarily 
from KOREA and the quality was superb but it was still imported 

As for Sigma's Future I think. it is a great idea to examine the possibility of producing product 
domestically. For Me and those behind me! 

I am open for a conference call regarding SA, but unavailable from 1 on Tuesday until Thursday 
afternoon. 

Thanks 

AI Richardson 

SW Regional Manager 

Houston, TX 

281-987-1200 

800-999-0109 

281-987-0200 Fax 

From: VP (Victor Pais-CRM) 
Sent: Thursday, May 14, 20094:37 PM 
To: M20; GRI (Gopi Ramanathan-CRM) 
cc: SB2 (Stuart Box - CRM); Waiter Fiorence; Ron Kuehi 

S!GTP00009022 
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Subject: Vp to 58! (CC : M20) : Response on your Korea sourcing plan -- with strategic look @ other 

1: SI G 1\:[/\ 
Choice ... 

To: SE1 

He: BA - Korea and other options 

Your Fitting 

May 14, 2009 

Note: I have discussed most of the following response with SB1 and MR1 this 
morning as we were reviewing lYIitchelFs Bham visit earlier this lveek. 

ThaIlk )tuu fur yuur ~LlccillcL Lllxiaie vr 5/ 11 beluw un Lhe Kurea uptiuIl fur U::i Lv u1Ter a BA 
alternative for ARRA Llse. On the whole) we may have to pursue the Korea option, as well, as 
Star already has a leg up on llS by a couple of months. But, we can certainly catch up 1-vith them 
and as we have done in the last few years, when we have fallen behind like in PRP, FL etc. we 
can not only catch up v\rith them, btit also surpass them, as on the whole we have more all round 
resources. 

T rilsn \vfint to l'fPSf'nt thf' following insights rind 'food for thought' <'is Wf' df'vf'lop 11 iWW SOiiiy:ing 
alternative, at some new investment: 

1. The Korea option will ~reat1y help us present a credible and competitive alternative for the 
BA use, to McvVane in Fittings and PRP, if we proceed -with that as well. As we know, the 
Korea option does have celtain limits such as the eiigiuility in only the 37 states + even there 
for jobs on projects of over S7.4 M. Due to Korea's familiarity Vlrith AWWA industry in 
general and their prowess in Castings and Fittings in particular, we can ha\·~e a reliable 
subsliLule in a fairly shorL amounL of Lime and aL a relalively manageable inveslmenl, lhough 
it could be sizable lLnder our current circumstances at abOlit Sl1\.f,-when all is said and done, 
if we have to have the full range of Fittings and even a decent range of PRP at some point. 

2. However, as we develop a BA option to meet the ARRA needs, It IS also necessary' to look 
beyond the ARR..<\.. As we know, the BA provision has been inseIted into the other Federal 
grants/loans to the SRF outside the ARRA vvhich can haVe a bigger and more lasting impact. 
vVe are also aware of the BA sentiment slowly spreading and becoming a part of American 
life and business, at least in certain quarters, "'\There exploration of the sentiment is rife as in 
the A\VvVA industry. In addition, due to an unrelated but a threat nevertheless, EeL is also 
bent on becoming a market spoiler in the A WW A industry thm DI pipe and likely other 
pronllcts, the OIPRA consortillm who represent the DIP <'Ind V & IT COllIn also promote more 
of the BA sentiment, but -with a tv\'ist - specifying 'domestic' COA' as T call it) without the 
exemptions prov'ided for by the Seetion 1605 of l'..RH ... l' ... etc. 

3. In short, there is a need for us to consider developing a DA option - 'v'lhich in turn could ki11 
2 birds vvith 1 shot, by meeting the BA requirement as well. It is important to do so, since we 
are aboLLt to invest efforts and funds to develop a brand neVI.' sourcing paradigm in Korea and 
just about everything has to be done from scratch. 

S!GTP00009023 
CONFIDENTIAL-FTC Docke! No. 9351 
FOIA Exempt/Protected by Court Order 



CX 1395-003

PUBLIC

The reJativE', merits of the_ BA (Kore,a) and DA through a domestic production are amply 
clear. Tn short, the 'BA/Korea' option is more of a defensive posture, vvhile the 
'DA/domestic' option is definitely a proactive/offensive move. 

As for Fittings, the ~urrent DIFRA market size of about 100,000 ST may indude about 10%-

12% using the 'DA' option, on the strength of the few specific markets like PA, NJ etc which 
are still 'domestic'. This market is expected to drop to 80,000 ST- 85,000 ST in 09 and pick 
up to about 90,000 to 95,000 ST in 2010. Bnt, the 'DA' segment may swell to about 25% -

30% of the entire market due to the ARRA/BA and other BA drivers. So, having a DA 
Fillings capabiliLy will open up Lhis somewhaL larger 30% new niche [or SIGMA, which we 
can le\'erage much more erfeclively lhan TvfcvVane Lhru our relaLionships and oLher 
Marketing, Management and Strategic strengths. 

vVe can then challenge McWane much more aggressively and somewhat on an equal footing. 

4. The DA option for PRP may make more sense as in any case we have the flexibility to 
produce only the gland body for SLOiSLC in USA while using the bolts and insens from 
China. The argument for a DA version for PR.P is more compelling as it could give us a strong 
impetus for making a play for a much larger market share, as compared to the BA/Korea 
option. 

As (..iF so sensIbly put It at the RM K last week, WIth a domestle 'DA' version, we could make a 
play for 30% of about $200 :M PRP market or about $50 M to $60 M leveraging our strong 
relationships at the G71evels - especially at the G3 -- and the current preference by each of 
the C3 to broad base their supply base, beyond EBBA/Ford~ 

It is important to discuss and review both the costs and benefits -- as vvithout qnestion. the 
DA option -will call for higher investment, but 'i/\rill also offer us a higher market potential, as 
the Import/Domestic combination is quite potent, strategically! 

b. iNe are all aware- of our auility Lo look at Lhe DA version on the strengLh of the uroau EPQ 
pxpprtisf' Wf' now h;:avf' with SR2, SRl ;:ann GR1, with inpllts from S\10 from thf' M;:arkf'-ting, 
Design and other features. This DA option \\Tin be more in SIGMA's proven 'virtual' 
manufacturing mode - \\-1th production and even assembly sub-contracted by identifying 
suitable shops that may already be out there - looking for additional work, rather than a 
fllily integrated/owned format preferred by EBAA/ivIcvVane etc. At the current dire 
circumstances, we may even be able to tap into the surplus capacit~y of not just the casting, 
but also the assembly operations and not have to make any huge cornmitrnent to fixed costs. 

6. In the case of Fittings, we naturally wil1 have more work to do in order to meet the entire 
range of S-M -Land with the much vvider complexity of production, machining and finishing 
operations. Stuart gave liS a preliminary glimpse into this challenge when we asked him for 
an outline of this feasibility for produc.:tion of domestic fittings. 

Ilere, we 'vvould be better off teaming up -with :\-letalfit as they ov ... --nJ have access to a complete 
range of DM and DI'I' patterns, which can be used for casting in a suitable USA foundry. As 
for the Intter, Stuart has suggested Eureka foundry in Chatttinooga tind ';NC also havc a shot 
at ACIPCO's foundry in Prior, OK, which may be able to produce up to 30". (VVe have had 
some preliminary discussions wiLh ACIPCO al the hig,h levels and Lhere is sume inLeresL as 
long as we manage most of the operations, as ACIPCO does NOT want to be in the 
production of Fittings!) 

S!GTP00009024 
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7. One feasible modified version of this 'DA' option is to produce the castings in a US foundry 
(say Prior) OK or Eureka or both) depending on size range) and then move them to Metalfit 
in 1\10nterrey - for machining, lining and painting and packing. Though it adds to the freight 
expense, these finishing operations are extremely expensive in USA and may turn out to be 
the 'bottleneck'. nVe need to study the intricacies in the blended production format to 
qualify for the DA stutus!) 

8. For Fittings, as a practical plan, it may be better to focus on the 'M' size in Korea, the S 
range eonsider the DA version in USA while [or the L, we may be able Lo live [or al leasL a 
year on lhe \Val\ier raule as lhere is no dear dorneslic supplier. 

The above are my initial thoughts having gone over them over the last 2 or 3 weeks as we were 
follovving the various market trends here while you were looking at the options overseas. I 
suggest we should have an M12 l with SMD) conference call so that we can discuss the merits of 
this both on a short term and long term basis. These decisions could well decide and re-orient 
SiGMA's long term strategy in a very bold and reassuring way to the customers and put some of 
our competitors like McWane" EB.A_A.. and even Star on the defensive and on notice. 

Bpst Regarns, 

O/ictor<Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
_'J)@s1g!~_a<;()_.~I~ _ 

FiOin: 5Bl (5iddharth Bhattacharji-CR~·1) 
Sent: Monday, May 11, 2009 3:12 PM 
To: GRI (Gopi Ramanathan-CRM); SSI (Sean Salins-CRM); RM6 
Cc: VP (Victor Pais-CRM); LR (Larry Rybacki); TB2 (Tom Brakefield-ALX) 
Subject: sbl to Mll: korea sourcing plan 

To: PIP+ ENGG + MIl 
From: SBl 
Re: Korea Sourcing 
Date: May 11, 2009 

This is a report of my findings after visiting Korea. 

Star has planned its production in Korea for the range 3" to 48" in DM. They plan on developing 346 

patterns. out of which 117 patterns are in production. The pattern work started in April and I saw some 
patterns of 18, 20, 24 bends and DML48. I also some cores of DMB890. They intend to produce 3 thru 12 
in a machine molding line in HJ and 14 thru 48 in RS line in Me. The RS line uses RS for molding and 
cores. We have experience with both foundries when they produced for us in SiSKO. Atthat time, Hj and 
Me made large size fittings for us using sweep and partial modular patterns. 

Looking at the patterns that 'Nere scattered around the machine shop, it seems Star has a PPP that is 
designed around actual orders that they must need to furnish on jobs since the PPP did not seem to be 
based on popular sizes first. This means that they could have taken some big exposure on supplying 
ARRA compliant ftgs based on their ability to get ftgs from Korea. 
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The procedures used by SLar is similar Lo whaL we had in SISKO. The rLgs will be casL aL HJ and ivlC and 
will be machined by YB Kim at his machine shop called Kyung Ho Tech (KHT). They will cement line, 
paint, pack and export to Star. Star has arranged to send NSF61 paint to KHT and has appiied for NSF61 
~pprov:]! for HJ :Jnd Me. They did not mention ~nything :]bout UL ~nd FM:Jt HJ. 

Qua!ification of the castings have started and Star is planning to make their first shpt of Korean ftgs end 
of May. 

Both HJ and MC were very open about their work for Star and openly said they want to work with 
SIGMA. However etlch h<Js signed <l 3 w<Jy exclusive <Jgreement thtlt binds HJ <Jnd MC with KHT to work 
exclusively with Star. The agreement has all sorts of penalties if the Koreans want to sell fittings, glands 
and pipe restraints to any company other than Star, but there is no minimum purchase commitment in 
tons or dollars! I have advised HJ and MC all the pitfalls of the agreement that they have signed and 
both immediately called Star's agent asking for changes to the agreement. Star has responded that they 
wait till 5/2.2. when a team from Star will be in Korea. I told them that their best opportunity to push Star 
is now since Star is working to a dose deadline and they should simply stop ali development work and 
ask Star to cancel the current agreement immediately. Then hold out hope to discuss a fresh agreement 
when they corne in IJte MJY. At first they were unwilling to tJlk tough to StJf, rneJnwhile hoping they 
could start some work with us on the quiet. But I said the agreement was so lopsided that Star did not 
have to give them any tonnage and could still prevent them from producing for SIGMA or force them to 
pay a penalty of $250,000 if they sold to S!GMA or others~ Then HJ agreed to send an ultimatum to Star 
and said they will advise us within 7 days (from 5/9) if they succeeded to throw out the exclusive 
agreement. 

Our relationship with HJ and MC is very good as they both retain very positive opinion of our business 
reiationship of the past and they wiii try their best to cancei the agreement. KHT is in a different position 
since they convinced HJ ~lnd MC to sign the tlgreement, but the owner of KHT is YB Kim - tl former 
partner In SI~KU and he was aiso very keen to help us with finding new machine shops and pattern 
shops but he requested his role be kept secret since he c:mnot ;]fford to upset St;]r. 

In tlddition to the ftgs devciopment, StiJr h.Js stiJrted work to produce their vv'edge restr.Jints in Kore.J. 
KHT said they are developing the entire range 3 thru 48 and the bolts and wedges in Korea. He did not 
h<Jve det<Jils on where these t:lre being developed. He Wt:lS ,Jlso not clet:lr t:lbout <Jny development <Jctivity 
on the PVL range. 

Since I did not want to rely on HJ and Me being able to throw off the restrictive agreement with Star, we 
proceeded with exploring an alternate option. We met with Korea Cast Iron Pipe Co (KCIP), the largest 
DIP producer in Korea, They have a George Fisher line making fittings and an RS line for larger fittings 
beyond 300mm (12"). They also have a line making the KP gland exclusively. Of late their sales of 
castings to auto companies has dropped and they have some capacity in the G/Fisher line and in their 
large size (30" and above). We also met with a Sung Lim Castec (SLC) a RS foundry about 2 hrs drive west 
from Busan that is owned by BK Kim. Though they have never made ftgs, BK Kim has experience of 
making ftgs whiie working for KCiP. SLC has made vaive bodies in 20" size. They have a RS iine, two livit 

furnaces working in tandem and a large shot blasting machine which can handle upto 3!'v1T casting. They 
are adept at using wooden partial patterns - just like MC The remote location of SLC could be a 
logistical problem but it can also mean cheaper labor. SLC is \,AJe!! connected with the excellent highway 
system to Susan. 
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\tv'ith the help or our PIP and OEM tearn, we had prepared a tentative list or 342 sniall riiiings (3-16), 94 
medium fittings (18 - 24) and 66 large fittings (30 - 48). Further work needs to be done on this list by 
breaking them into Divi, Xivi and DFF and in the size ranges 3-12, 14-24, 30-48. iviy thought is to 
postpone the development of the DP in Kore2! since there is no domestic producer of Trim Tyton 2!nd the 
relative complexity of this item will delay the rest of the items. 

For purpose of discussions, I broke the tentative list into 250 patterns in 12 and under and 150 patterns 
in 14 and above. To save costs, we can make most of the 14" plus range patterns in wood and the 12" 
and below in Aluminum. We showed drawings of our range and asked 2 pattern shops to estimate the 
time to mLlke the 200 metLlI pLltterns. They sLlid they could stiJrt delivering the first set of metLlI piJtterns 
25 days after receiving the drawings in 3D-CAD. Though they can work with CAD, they would prefer 30-

CAD for ease of use. They can complete the 200 metal patterns in 2 months. 

The wooden patterns take about half the time needed to make a metal pattern. These would be made 
by YB Kim and he said he could have all the 200 patterns done within the same 2 months time frame. 

We can receive a quote on the cost of the patterns within 4 days of sending the drawings. The tooling 
cost would be fOr pJtterns Jnd core boxes. 

ENGG needs to review the final item list of items and indicate which patterns need to be made in metal 
and which in wood~ Also it may be possible to save costs by having an item made with a metal pattern 
but the core made from a wooden core box. Certain patterns like offsets, though in the 12" and under 
range will need to be made in RS and may not need a metal pattern. 

We had detailed discussion with KelP at a second meeting. It was led by Mr. TH Kim (MDl who is the son 
of the Chairman. THK is heading their export division, speaks Engiish weii and is quite different from his 
fiJther. He seems very keen to develop iJ business relLltionship with SIGMA Llnd stLlrt exports to the US. 
I he KClP engineers had made detailed list of Items that they wanted to produce. I hey wanted to make 
fittings the 3-12 ;:md the 30-48 rz:nges z:nd they hz:d no cz:pz:city in the medium size RS line. In the rz:nges 
they had selected, they did not want to make certain configurations like 90 deg bends. We told them 
th<1t they needed to m<1kc <111 the ftgs in <1 r<1ngc iJnd THK iJgreed to invest in the f!<1sks <1nd miJtch p!<Jtcs 
required to supply all the configurations. We supplied them some drawings of 90 deg bends, tees and 
crosses which can be used by them to prepiJre quotations. 

They will make the castings and SYC will arrange for the machining, cement lining and painting as well as 
export packing and exports. We explained our system to adjust for exchange rate changes using month 
end exchange rates after the change exceeds more than 3% in either direction. Like all exporters, they 
are nervous about the exchange rate since they believe that the Korean Won is going to get stronger 
from the current 1260 to between 1100 and 1150 by next year. I also said that we don't make automatic 
adjustment for raw material costs but will do so if the situation warrants. 

We explained our MTR and SCM systems and they agreed to cooperate on both. 

VVe have a dear plan in Korea which wil! be supported by KC!P and SLC to make ftgs from 3 thru 48 size 
range. A starting plan of 100MT in the 3 thru 12 and 100MT in the 14 thru 48 range can be easily 
accommodated. !n fact we can bump up the 3 thru 12 to 1S0f\l!T per month and the 111 thru -18 to 150MT 
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with ease. Ftgs can start being shipped 60 days from when we take the decision and we can have the 

cornpiele range or 400 palLerns ready ror producLion in AuguSl2009. 

Our pian of action for Korea: 

1. Plan to make the 3-12 at KCIP or HJ; 14-24 at SLC or MC; and 30-48 In KCIP. 

z. Prepare a pattern list indicating \Afhich patterns and core boxes wil! be in meta! and \,A!hic:h in 
wood. 

3. Make a PPP based on usage and urgent "D" items needed to qualify for ARRA projects. 

4. Have 3D-CAD versions of all dwgs in the PPP ready to send the pattern makers. 

5. Get quotes from pilttern milkers ilnd decide on production of tooling. 

6. Waitfor pricing from KCIP and SLC. 

7. HJ and MC can get rid of their exclusive agreement with Star. 

8. We already have the pricing from HJ and MC to Star and same can be offered to us. 

9. Send SYC the list of ports where we will import so they can obtain their best rates locally in 

Korea. 

10. Negotiate the best contract rate from Susan, Korea to all our inward ports with shipping lineS, 

based on 175 cntrs . 

.L.L. Send NSF 61 ptlint to Kore.:.. 

12. Get ULjFM!NSF 61 approvals for KCIP and NSF61 for SLC. 

We did not discuss in great detail about our plans to make OneLoks in Korea We can plan to have the 
SLDE/SLCE bodies made in Korea and have them import the break-off bolts and wedges from SFT, and 

assemble them for export to us. We should cost out two options - produce ALL our small size 

requirements in a high volume machine like a DISA and see what the unit cost of a SLDE/SLCE will be; 

and produce what is needed to supply ARRA projects (say 10 to 15%of small size) and find the unit cost 

for the iower production; and cost the i4 thru 48 range using RS process. 

Just a footnote, that ftgs and restraints from Korea will attract a duty rate - Similar to China. 

Rgds/ 
51JJk~r lh bhaLLachary 
S!G!V!A Corporation 

700 Goldman Drive 

Cream Ridge, f'JJ 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sb1@sigmaco.com 
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From: Mike Walsh 

Sent: Friday, June 25, 2010 09:14:04 AM 

To: 
Mike Roy; Susan Van Hook; Kevin Flanagan; Richard HUeth; Ken Stephenson; 

Subject: 

Attachments: 

Harry Bair; Julie Bell 

FW: New Sigma Price Increase Letter 

Sigma Price Increase 6-24-2010_pdf 

We need to get this letter out today. Eadl of you need to handle your respective customers. MW 

From: Iryb446150@aol.com [mailto:lryb446150@aol.com] 
Sent: Thursday, June 24, 2010 5:24 PM 
To: Iona Shenoy; Chris King; Mike Walsh; AI Richardson; Greg Fox; David Pietryga; Mitchell Rona; Steve 
Goodwyn 
Subject: New Sigma Price Increase Letter 

FYI 

Cindy Dayotas 
Sigma I Alicast Corporation 
Iryb446150@aol.com 
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June 24, 2010 

T{}; Sigma Cu;.{tomers 'in the following territories: 

MA, CT, ME. VT. NH, RI, N-Y, NJ,. DE, MD, VA, WV, NC, SC, 
Gil., FL, AL, MS, TN, KY, 01-1, IN, fL, MI, WI, MN, lA, MD., AR, 
LA, TX, OK, KS, Nl1, SO, NO, WY ,CO, NM, CA, AL Hl, and 
Puerto Rico 

Re: The Nc'", MulHpUers take effeet July 1, 2010. 

f)ear S igma Customers~ 

As I stated in. my previolls letter about t!lC' 1'JS!rtg c"~:t~- c;-f prodl1f':lng produet 
oversea&, we at Sigma Corporation will be illCreasing our lllultipliers to a .29 in the 
above :melltioned t;;;nirOI-leS. 1h€ new muHipliers will be off ('lll' ';l/.rr~lIt list pI.'ices 
and. v:iU be as. 1(~llo',.\'5: 

.29 for-lviJ Push On and Fhl.'1ged _Fittings C j'1 0 and (:J 53 (3")- 48~" J 

P.O.A~ 401 lined and any oth0f special (;:()'£lkJ Fiitillgs. 

Qm Domestic Fitting pnces remain ill etIeet. 

All annllal municipal bid commc!s will be honored per the terms of the contract 
Any job quoted prior to h1day's Jetter will be honored through July 31, 20.lI) 
provided orders for immediate release have been received prior W July 31, 2iHO. 
Thank you for your $tlpport and we look forward to working with all of you tor 
many years to GOlne. 
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From: 

Sent: 

Subject: 

Craig Schapiro 
S!GM,ll., Corporation 

Craig Schapiro 

Friday, June 18, 2010 06:01:56 PM 

SIGALL 

F'vV: Star - New Fitting MultifJliers 

(800) 999-2550 x238 
OEM AWWA Waterworks 

From: Star Pipe Products [mailto:marketing@lstarpipeproducts.com] 
Sent: Friday, June 18, 2010 5:52 PM 
TO: Craig Schapiro 
Subject: Star - New Fitting Multipliers 

June I ii, 20 I 0 

TO: Sial' Pipe Customers in thefol/owing trading area.s': 
.4, .41"") .4'7.r<.4 .r<.r. r<'T' n.-;" ,..., f'1~ ", ,.4 " ,~, ,.TC'I V-~F ,.4 ~4.4 ~d'n ~d'''''' ~d" ~d'~' 

rJ.L, ./:lA, ./:lL" L./:I, LI.I', L.1, .11£, r L, 1.1/:1, fl.1, L/:l, .1L, .11 ", .1'l .. 1I, .l\..1, L./:I, 1t'L/:l, lt'.1L.I, It'.1E., lt'.1.1, It'.11'', 

~~~~~~~~~~~~m~mmn~~~ 
wv, WY 

RE: New lc1ult!pliersfor FtlllI1gs and Accessories EffeClive July 1, 2010 

To Our Valued Customers: 

Thefollowing multipliers H'ifl be effective Ju(v 1, 2010 and wil! apply to our A TVTVA. 
"Utilizv Fittings & Accessories Price Ust" (UPU)9J)2J, 'Ihe Price Ust is on our 
website at W1vw.sfarpiDeproduc/s.com. 

IMPORT Multiplier 

S!GTP00006846 
CONFIDENTIAL-FTC Docke! No. 9351 
FOIA Exempt/Protected by Court Order 



CX 1406-002

PUBLIC

Utility Fittings C11 0 and C153 3" - 48" .29 

AccAssories 3" - 48" .29 

Pro1ecto 401 Lined Fittings All Sizes POA 

Please provide your focal Territory Nfanager H'ith documentation regarding any 
existing lju()luiions. lviunicfj}ul und Annual COYilrucis will he honored per [he ierrns 

cd'the cuntract, not to exceed one year. 

jiVe remain commifted In earning your husme,'i's. 

ilegard,. 
~1';·;i":1 

:~~.;, 

/Jan McCutcheon 

This message was sent from Star Pipe Products to csl@slgmaco.com. It was sent from: Star 
Pipe Prcduct~, 4018 Wc::;tho!!ow Pkwl', Hou:::tcn, TX 77082. Yeu cor: mcdify/updctc your 
subscription via the link below. 

~~-1anage 'leur subscriptlor; 
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From: Victor Pais 

Sent: Tuesday, June OB, 2010 01:50:32 PM 

M20 

Cc: 
Jim Stohi; Joel \NlImsmeYei; Kane Connoi; Mike \Nalsh; Scott Mailoilv; Tom 

Paquette 

Subject: VP to LR : Price Increase Letter 

Attachments: MID-YEAR PRICE INCREASE LETIER-060Bl0.docx 

Importance: High 

Larry, 

Sincf' 0111' price increase lelLf'r aL Lhis poinL is largf'ly a 'llf'mls llP' Lo Lhe CllsLolllf'rS <HHi Lhe 
market about our intention to follow suit when Star or others take a definitive action on price 
in~reases, I thought the atta~hed revised letter would be more effeetive. As you can see, it 
captures the 2 specific actions signaled by Star while adding a few \1\-1.shful thoughts' of our own 
thrown in, hopefully to create some momentum and traction ... 

\Ve must note that while increases on P&A and PRPs are our Ob,,-1.011S focus. there has been 
increase on the costs of MCC as well, which get reflected and enacted thru increase in 'floor' 
prices. Of course, this mechanism has largely frayed as suppliers offer discounts off the PP 
levels, due to the current weak market demand. Yet, the raw material and labor costs for Mee 
spiked sharply in Feb - April period. Though sorne of lhese pressures have abaled a bil, OUi 

snppliers, mainly CEC, had to cover themselves for the raw material to produce OHr new orders, 
vvhich took a .sptitt as we wt'rt'. adju.sting our lower OHI levd.s and slightly revived ASP.sl 
Fortunately, due to SEt's dogged patient negotiation, we have mitigated much of this increase 
and secured a fairly positive pricing package for the recent MCC purchases. ( These discounts 
will be reflected in our Ale over the next few days and should help the respective peA for June!) 

Y N, the import market overall would have experienced a certain increase in .MCC costs and as 
stich, I urge each region to reflect a modest increase of say 4% on A items and 6% on others, 
from 6/15/10. Though :~'v':[CC market is fragmented and somcvvhat free-ranging, I am eonfident 
SIGMA's lead thru regional general price increase letters, followed by increased price quotes will 
be readily followed by the regional MCC suppliers. - -

So, I suggest LR finalizes the attached letter and all regions/SST circulate it ASAP. 

Regards, 

'V""I.o1' (J)ais 

SIGMA Corp. 
609-758-0800 x 555 (\V) 
609-529-2020 (e) 
VrX£I;:slgrn;::lCO.COln 
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From: Victor Pais 

Sent: Tuesday, June OB, 2010 01:50:32 PM 

M20 

Cc: 
Jim Stohi; Joel \NlImsmeYei; Kane Connoi; Mike \Nalsh; Scott Mailoilv; Tom 

Paquette 

Subject: VP to LR : Price Increase Letter 

Attachments: MID-YEAR PRICE INCREASE LETIER-060Bl0.docx 

Importance: High 

Larry, 

Sincf' 0111' price increase lelLf'r aL Lhis poinL is largf'ly a 'llf'mls llP' Lo Lhe CllsLolllf'rS <HHi Lhe 
market about our intention to follow suit when Star or others take a definitive action on price 
in~reases, I thought the atta~hed revised letter would be more effeetive. As you can see, it 
captures the 2 specific actions signaled by Star while adding a few \1\-1.shful thoughts' of our own 
thrown in, hopefully to create some momentum and traction ... 

\Ve must note that while increases on P&A and PRPs are our Ob,,-1.011S focus. there has been 
increase on the costs of MCC as well, which get reflected and enacted thru increase in 'floor' 
prices. Of course, this mechanism has largely frayed as suppliers offer discounts off the PP 
levels, due to the current weak market demand. Yet, the raw material and labor costs for Mee 
spiked sharply in Feb - April period. Though sorne of lhese pressures have abaled a bil, OUi 

snppliers, mainly CEC, had to cover themselves for the raw material to produce OHr new orders, 
vvhich took a .sptitt as we wt'rt'. adju.sting our lower OHI levd.s and slightly revived ASP.sl 
Fortunately, due to SEt's dogged patient negotiation, we have mitigated much of this increase 
and secured a fairly positive pricing package for the recent MCC purchases. ( These discounts 
will be reflected in our Ale over the next few days and should help the respective peA for June!) 

Y N, the import market overall would have experienced a certain increase in .MCC costs and as 
stich, I urge each region to reflect a modest increase of say 4% on A items and 6% on others, 
from 6/15/10. Though :~'v':[CC market is fragmented and somcvvhat free-ranging, I am eonfident 
SIGMA's lead thru regional general price increase letters, followed by increased price quotes will 
be readily followed by the regional MCC suppliers. - -

So, I suggest LR finalizes the attached letter and all regions/SST circulate it ASAP. 

Regards, 

'V""I.o1' (J)ais 

SIGMA Corp. 
609-758-0800 x 555 (\V) 
609-529-2020 (e) 
VrX£I;:slgrn;::lCO.COln 
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From: Jim McGivern 
Sent: MondaYI June 07, 2010 9:42 PM 
To: Victor Pais; M20 
Subject: RE: VP to LR : Price Increase Lettei 

L<:!iry 
! 8151'1::'1:' \~t!th Victor:; (Qmrnerit':'~ Un the f!Wng~ it wil! be intere:;ting to he,]1' the vie\f~~ :)fthe HM:; arid 
-10m. I would 5u\l Vict'Jf is rip,ht iJb'Jut iJ multiplier increiJse on t~e tittings ~ut 'Jtrlers miJ¥ have;j 

different perspective. 
Why fire. we. waiting until mid ,Iuly? (:an we not say July 1 ~,) I ~o(;k forward to other corrrnent:-.; iU1d then 

gNting the letter oul torn'J((Ow. 

Regards 
Jim 

From: Victor Pais 
Sent: Monday, June 07, 2010 6:09 PM 
To: M20 
Subject: VP to LR : Price Increase Letter 
Impor+..ance: High 

Larry, 

The plan to increase LIST for PRP is sOLLnd and we should go ahead vvith it, to follow Star's 
published move. 

FuI' P-401, I am nut sure v:hu is leading the. pridng? Is it C&B? In any case, all invulvt',d 
including Star will have to foUow too ... 

For any FrGs, it will be a confusing situation if we raise LISTs. Even if Star and other suppliers 
like SIP eLc follow sLliL, whaL happens if MevV doesn'L'? There will be confusion in Lhe markeL. 

Also, at present, FrC List is all inclusive - S, 1\1 and L size all in one. Changing some and not 
others wi!! be confusing. SB1 likely suggested raising the mu!tip!iers ... 

This may need additional thought - but, T applaud your efforts to improve pricing ... 
Regards, 

'Haul" tJ>ais 
SIGMA Corp. 
609-758-0800 x 555 (W) 
609-529-2020 (C) 
v IJ(ii:sigrna.co, co rn 

From: Iryb4461S0@aol.com [mailto:lryb4461S0@aol.com] 
Sent: jvjonday, June 07, 2010 4:37 Pivj 
To: M20 
Subject: Price Increase Letter 

Guys, 
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From: Jim McGivern 
Sent: MondaYI June 07, 2010 9:42 PM 
To: Victor Pais; M20 
Subject: RE: VP to LR : Price Increase Lettei 

L<:!iry 
! 8151'1::'1:' \~t!th Victor:; (Qmrnerit':'~ Un the f!Wng~ it wil! be intere:;ting to he,]1' the vie\f~~ :)fthe HM:; arid 
-10m. I would 5u\l Vict'Jf is rip,ht iJb'Jut iJ multiplier increiJse on t~e tittings ~ut 'Jtrlers miJ¥ have;j 

different perspective. 
Why fire. we. waiting until mid ,Iuly? (:an we not say July 1 ~,) I ~o(;k forward to other corrrnent:-.; iU1d then 

gNting the letter oul torn'J((Ow. 

Regards 
Jim 

From: Victor Pais 
Sent: Monday, June 07, 2010 6:09 PM 
To: M20 
Subject: VP to LR : Price Increase Letter 
Impor+..ance: High 

Larry, 

The plan to increase LIST for PRP is sOLLnd and we should go ahead vvith it, to follow Star's 
published move. 

FuI' P-401, I am nut sure v:hu is leading the. pridng? Is it C&B? In any case, all invulvt',d 
including Star will have to foUow too ... 

For any FrGs, it will be a confusing situation if we raise LISTs. Even if Star and other suppliers 
like SIP eLc follow sLliL, whaL happens if MevV doesn'L'? There will be confusion in Lhe markeL. 

Also, at present, FrC List is all inclusive - S, 1\1 and L size all in one. Changing some and not 
others wi!! be confusing. SB1 likely suggested raising the mu!tip!iers ... 

This may need additional thought - but, T applaud your efforts to improve pricing ... 
Regards, 

'Haul" tJ>ais 
SIGMA Corp. 
609-758-0800 x 555 (W) 
609-529-2020 (C) 
v IJ(ii:sigrna.co, co rn 

From: Iryb4461S0@aol.com [mailto:lryb4461S0@aol.com] 
Sent: jvjonday, June 07, 2010 4:37 Pivj 
To: M20 
Subject: Price Increase Letter 

Guys, 
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Before! send this out! want your feedback. 

Larry 
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Before! send this out! want your feedback. 

Larry 

S!GTP00006790 
CONFIDENTIAL-FTC Docke! No. 9351 
FOIA Exempt/Protected by Court Order 



CX 1413-004

L SIGMA 

-'line 7, 2010 
To: Sigma Customers 
Fm: Larry Rybacki 

Your Fittin!! Choice ... 

~ub: Nev~r list prices on l--'KI--', 40 i and Large Diameter Fittings 

Dear Valued Customer, 

-,-A.LS \ve enter the Illid year, \ve at SiglTIa CorporatIon hope that you, your compa.1J.Y, a.1J.U 
your farni1ies are dotng well as we rneander through another dif[icul1 year. 

In order to continue providing you \"ith the le"vel of service that you ~'ve been 
accustolned to, we at Sig!na Corporation plan to Inake a few adj ustlnents to our pricing of 
a few' of our products, to reflect the recent cost trends in the Ta\V l11aterial, CluTency 
exchange, tran.sportation, health care an.d other operational expenses. The following IS a 
summary of these changes: 

1. The List Prices of all of Ollf Restrained Joint Products v\I'ill be increased by about 
121Yo. 

2. The List Prices of our Protecto 401 Lined products will be increased by about 12%. 

3. The }Jet Prices of our i'-~1unicipal Castings including Valve Boxes and i'-~1eter Boxes 
\vill be increased, 

4. The tnultipliers [or DOlneshc and 1:..Jon-doInesl1c RestranllS will be revIsed. 

5. The lTIu1tip1iers for Non-DolTIestic Fittings ':\lil1 be revised. 

The List Price increases \vill be published in our w"ebsite by the stall of Avv"J.l A - June 
20,2010. 1he new prices will be in effect Monday July 1,2010 with no exceptions. 

Th8nk you for your support 8nd friendship 8nd with 8 little luck we'll find the next 0 
months bcttcr than the last. 

Sincerely yours, 
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L SIGMA 

-'line 7, 2010 
To: Sigma Customers 
Fm: Larry Rybacki 

Your Fittin!! Choice ... 

~ub: Nev~r list prices on l--'KI--', 40 i and Large Diameter Fittings 

Dear Valued Customer, 

-,-A.LS \ve enter the Illid year, \ve at SiglTIa CorporatIon hope that you, your compa.1J.Y, a.1J.U 
your farni1ies are dotng well as we rneander through another dif[icul1 year. 

In order to continue providing you \"ith the le"vel of service that you ~'ve been 
accustolned to, we at Sig!na Corporation plan to Inake a few adj ustlnents to our pricing of 
a few' of our products, to reflect the recent cost trends in the Ta\V l11aterial, CluTency 
exchange, tran.sportation, health care an.d other operational expenses. The following IS a 
summary of these changes: 

1. The List Prices of all of Ollf Restrained Joint Products v\I'ill be increased by about 
121Yo. 

2. The List Prices of our Protecto 401 Lined products will be increased by about 12%. 

3. The }Jet Prices of our i'-~1unicipal Castings including Valve Boxes and i'-~1eter Boxes 
\vill be increased, 

4. The tnultipliers [or DOlneshc and 1:..Jon-doInesl1c RestranllS will be revIsed. 

5. The lTIu1tip1iers for Non-DolTIestic Fittings ':\lil1 be revised. 

The List Price increases \vill be published in our w"ebsite by the stall of Avv"J.l A - June 
20,2010. 1he new prices will be in effect Monday July 1,2010 with no exceptions. 

Th8nk you for your support 8nd friendship 8nd with 8 little luck we'll find the next 0 
months bcttcr than the last. 

Sincerely yours, 
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From: TB2 (Tom Brakefield-ALX) 

Sent: Tliu(sday, Feb(uary 11, 201001:14:34 PM 

To: 
GFI (Greg Fox - ALX); MW (Mike Walsh-CRM); CKI (Chris King-ONT); ARI (AI 
Richardson-HTN) 

Subject: FW: VP to 5B!: follow up of Domestic material po's with Tyler 

guys fyi. .. if anyone else has a sirniliar situation please let VP know witb all tho details possible .. .tb2 

From: C51 (Craig 5chapiro-CRM) 
Sent: Thursday, February 11, 2010 9:08 AM 
To: VP (Victor Pais-CRM); 'DAVE PIETRYGA'; TB2 (Tom Brakefield-ALX); JMG (Jim McGivern); RM6; Larry 
Rybacki 
Subject: RE: VP to SBl : follow up of Domestic material po's with Tyler 

Dave - can you ask Joe and Charlie to put the details together for VP? Theirs were the 2 major issues .. 

Craig Schapiro 
SIGMA Corporation 
(800) 999-2550 x238 
OEM AVVWA WatelWorks 

From: VP (Victor Pais-CRM) 
Sent: Thursday, February 11, 20109:54 AM 
To: DAVE PIETRYGA; C51 (Craig Schapiro-CRivi); TB2 (Ton-·J Brakelieiu-ALX); JjviG (Jirn ivicGivern); Rivi6; 
Larry Rybacki 
Subject: VP to 58l : follOir .... up of Domestic material po's ir .... ith Tyler 

Attn :SBl 

OEM also has similar service issue. Their CSR seems Lo be helprul -- buL, also seems Lo lack any 
auiliLY Lo pl"Oviue qualiLy allijwen:i ueyunu whaL she may have uee[J aUViijelL 

I suggest we find a way to officially communicate and seek response from RT himself and I 
suggest that MR does it as he was the Operational conduit for this dialog. But, we need to find a 
vvay Lo cap Lure our concerns in a proper and respecLful wa.y, wiLh deLails of back orders and a 
tactful way to convey the discrepancy in the service and information provided by Tyler to us and 
the customers. 

I can draft such an official letter that can be filled in with specific examples of service concerns -
without being petty or petuiant -- and you can then review it before sending it out thru MR ... 

,,\-"hen IvlR/CS1 discusses their similar difficulty "vith me '2./y, I had advised them to approach 
Tyler thru Stuart or TB who could approach Kent Brown, the Union Plant Manager or even Tom 
"Valton. Of course, we need to be sympathetic to their caution for any such dialog even on 
sf'rvi~p issllPs Ilncl.pr thf'. prpspnt (,jrC:llmstRn('Ps ... 

Please advise ... 
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From: TB2 (Tom Brakefield-ALX) 

Sent: Tliu(sday, Feb(uary 11, 201001:14:34 PM 

To: 
GFI (Greg Fox - ALX); MW (Mike Walsh-CRM); CKI (Chris King-ONT); ARI (AI 
Richardson-HTN) 

Subject: FW: VP to 5B!: follow up of Domestic material po's with Tyler 

guys fyi. .. if anyone else has a sirniliar situation please let VP know witb all tho details possible .. .tb2 

From: C51 (Craig 5chapiro-CRM) 
Sent: Thursday, February 11, 2010 9:08 AM 
To: VP (Victor Pais-CRM); 'DAVE PIETRYGA'; TB2 (Tom Brakefield-ALX); JMG (Jim McGivern); RM6; Larry 
Rybacki 
Subject: RE: VP to SBl : follow up of Domestic material po's with Tyler 

Dave - can you ask Joe and Charlie to put the details together for VP? Theirs were the 2 major issues .. 

Craig Schapiro 
SIGMA Corporation 
(800) 999-2550 x238 
OEM AVVWA WatelWorks 

From: VP (Victor Pais-CRM) 
Sent: Thursday, February 11, 20109:54 AM 
To: DAVE PIETRYGA; C51 (Craig Schapiro-CRivi); TB2 (Ton-·J Brakelieiu-ALX); JjviG (Jirn ivicGivern); Rivi6; 
Larry Rybacki 
Subject: VP to 58l : follOir .... up of Domestic material po's ir .... ith Tyler 

Attn :SBl 

OEM also has similar service issue. Their CSR seems Lo be helprul -- buL, also seems Lo lack any 
auiliLY Lo pl"Oviue qualiLy allijwen:i ueyunu whaL she may have uee[J aUViijelL 

I suggest we find a way to officially communicate and seek response from RT himself and I 
suggest that MR does it as he was the Operational conduit for this dialog. But, we need to find a 
vvay Lo cap Lure our concerns in a proper and respecLful wa.y, wiLh deLails of back orders and a 
tactful way to convey the discrepancy in the service and information provided by Tyler to us and 
the customers. 

I can draft such an official letter that can be filled in with specific examples of service concerns -
without being petty or petuiant -- and you can then review it before sending it out thru MR ... 

,,\-"hen IvlR/CS1 discusses their similar difficulty "vith me '2./y, I had advised them to approach 
Tyler thru Stuart or TB who could approach Kent Brown, the Union Plant Manager or even Tom 
"Valton. Of course, we need to be sympathetic to their caution for any such dialog even on 
sf'rvi~p issllPs Ilncl.pr thf'. prpspnt (,jrC:llmstRn('Ps ... 

Please advise ... 
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Regards, 

'ViCtor tJ'ais 
SIGMA Corp 
6ut)-758-u8uu x 555 
609-529-2020 (cell) 
.:p(0siq~~~~.S,?·.~~~~l., __ .. ___ . ___ . mo. _ m _. m _.m _ m _. __ ••• ,n. _____ • __ ••• ,n •• ,m. om _ m _. m _ mo. _ mo. _ m _. __ •• ___ •• ,n •••• ,n •••• ,n •• ,m. ___ •• _ 

From: DAVE PIETRYGA [mailto:davepie@msn,comj 
Sent: Thursday, February 11, 2010 8:53 AM 
To: C51 (Craig 5chapiro-CRM); TB2 (Tom Brakefield-ALX); JMG (Jim McGivern); RM6; Larry Rybacki; VP 
(Vidor Pais-CRM) 
Subject: FW: Domestic material po's 

Aii, 

Piea~e read Biii'~ commenb below. Our cu~tomers are becoming very impatient with us on 
the flow of information and material availabity from U/T. It seems that U/T tells us one 
thing, and our customers something else. 

On one occasion in Michigan, we placed an order with Tyler on Jan. 18. They gave us the 
standard 4 to 6 week iead time. When we finaiiy naiied down an exact ship date, they toid 
us a date of Feb. 10. Our customer, growing tired of us putting them off, called Tyler on 
Feb. 2nd, and had tIle material delivered to jobsite on Feb. 5tfl. 

In the instance below Tyler tells us certain material for this job won't be available till Feb. 
26, but when the customer called them himself, they told him the material was available for 
immediate shipment. He is struggling with who is telling him the truth, and we can only go 
by what they teii u~. 

I don't know if this is a disconnect within Tyler, but it is not doing much for our reputation, 
and our abilities to service our customers needs. 

I know we need to be patient, but I am struggling to find answers, and so are my 
customers. 

It is also troubling when I probably still have 7 or 8 full trucks of material on order with 
them and they put 4 skids of material on our truck for drop-off along the 'v'Jay. 

Let me know if there is something I can do to help this process, I think this MDA will be a 
great thing for Sigma once we get over this first rough spot, but we have to maintain our 
customers trust. 

Thanks, 

Dave Pietryga 
Midwest Regiona! Manager 
Sigma Corporation 
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Regards, 

'ViCtor tJ'ais 
SIGMA Corp 
6ut)-758-u8uu x 555 
609-529-2020 (cell) 
.:p(0siq~~~~.S,?·.~~~~l., __ .. ___ . ___ . mo. _ m _. m _.m _ m _. __ ••• ,n. _____ • __ ••• ,n •• ,m. om _ m _. m _ mo. _ mo. _ m _. __ •• ___ •• ,n •••• ,n •••• ,n •• ,m. ___ •• _ 

From: DAVE PIETRYGA [mailto:davepie@msn,comj 
Sent: Thursday, February 11, 2010 8:53 AM 
To: C51 (Craig 5chapiro-CRM); TB2 (Tom Brakefield-ALX); JMG (Jim McGivern); RM6; Larry Rybacki; VP 
(Vidor Pais-CRM) 
Subject: FW: Domestic material po's 

Aii, 

Piea~e read Biii'~ commenb below. Our cu~tomers are becoming very impatient with us on 
the flow of information and material availabity from U/T. It seems that U/T tells us one 
thing, and our customers something else. 

On one occasion in Michigan, we placed an order with Tyler on Jan. 18. They gave us the 
standard 4 to 6 week iead time. When we finaiiy naiied down an exact ship date, they toid 
us a date of Feb. 10. Our customer, growing tired of us putting them off, called Tyler on 
Feb. 2nd, and had tIle material delivered to jobsite on Feb. 5tfl. 

In the instance below Tyler tells us certain material for this job won't be available till Feb. 
26, but when the customer called them himself, they told him the material was available for 
immediate shipment. He is struggling with who is telling him the truth, and we can only go 
by what they teii u~. 

I don't know if this is a disconnect within Tyler, but it is not doing much for our reputation, 
and our abilities to service our customers needs. 

I know we need to be patient, but I am struggling to find answers, and so are my 
customers. 

It is also troubling when I probably still have 7 or 8 full trucks of material on order with 
them and they put 4 skids of material on our truck for drop-off along the 'v'Jay. 

Let me know if there is something I can do to help this process, I think this MDA will be a 
great thing for Sigma once we get over this first rough spot, but we have to maintain our 
customers trust. 

Thanks, 

Dave Pietryga 
Midwest Regiona! Manager 
Sigma Corporation 
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Subject: Re: Domestic material po's 
To: bill.goodart@hdsupply.com; dp2@sigmaco.com; kcl@sigmaco.com 
CC: ray.selgworth@hdsuppiy.com; sb4@slgmaco.com 
From: kylefamilydell@sbcglobal.net 
Date: Thu, 11 Feb 201012:38:53 +0000 

Bill, I will let you know as soon as we can. We have to contact Tyler for this info, which has 
been the problem all along. I assure you we will do everything within our control to expedite 
your orders. Thanks again, Charlie. Sent via BlackBerry by AT&T 

From: "Goodart, Bill [HDS]" <BiII.Goodart@hdsupply.com> 
Date: TfIU, 11 Feb 2010 07.35:09 -0500 
To: <kylefamilydell@sbcglobal.net> 
Cc: Seigworth, Ray [HDS]<ray.seigworth@hdsupply.com> 
Subject: Domestic material po's 

Good morning charlie, 
In reference to several conversations that we have had over the past couple of days about domestic 
fittings, ! need to k.novv the status of a!! materia! on the fo!!ov'!ing po's, 
4534815 
4536990 
4535356 
4504657 
Some of these have had partial shipments, but I need to know the status of all material whether none of it 
has shipped, or if it is a backorder of a partial shipment.. 
I need this asap,."" our conversations over the past couple of days have been quite troubling to me over 
the status of this materiaL.when we were approached by sigma in january, being given the ability to pre
order material it was done under the premise that sigma would be able to handle the orders, Up until now, 
sigma had fuifiiied this promise quite weii"now i am being toid sigma doesn·t have the materiai, sigma 
can't get answers about the material. some of the material is out 3-6 weeks, and so forth,., I entrusted 
sigma with the orders of 5 branches in the indiana district, and am now being told there is nothing we can 
do about this ___ as you can understand, we have customers who placed orders with us in good faith and 
they expect their material ... 1 know there are other entitys involved in this matter, but please re-install my 
faith in our partner(sigma) ..... ! have been given conflicting statements about the status of this materia! 
from sigma and from the end producer .... who do I believe???? 
Thankg 
Bill goodart 

Bili GoodalL 
Senior Buyer 
HD Supply WatelWorks 
7281 E. 30th 8tr88t/46219 317-545-6088 fax 317-549-3383 
1680 Expo Lane/46214 317-271-1463 fax 317-271-2026 
Indianapolis, In 
bill_Qoodart@hdsupply_com 

One Team Driving Customer Success and Value Creation 
CONFIDENTIALITY NOTICE: 
This message is for intended addressee(s) only and may contain confidential, proprietary or privileged 
information, exempt from disclosure, and subject to terms at: http://\.-Av'';''\N.hdsupp!y.ccm/emai!!. 
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Subject: Re: Domestic material po's 
To: bill.goodart@hdsupply.com; dp2@sigmaco.com; kcl@sigmaco.com 
CC: ray.selgworth@hdsuppiy.com; sb4@slgmaco.com 
From: kylefamilydell@sbcglobal.net 
Date: Thu, 11 Feb 201012:38:53 +0000 

Bill, I will let you know as soon as we can. We have to contact Tyler for this info, which has 
been the problem all along. I assure you we will do everything within our control to expedite 
your orders. Thanks again, Charlie. Sent via BlackBerry by AT&T 

From: "Goodart, Bill [HDS]" <BiII.Goodart@hdsupply.com> 
Date: TfIU, 11 Feb 2010 07.35:09 -0500 
To: <kylefamilydell@sbcglobal.net> 
Cc: Seigworth, Ray [HDS]<ray.seigworth@hdsupply.com> 
Subject: Domestic material po's 

Good morning charlie, 
In reference to several conversations that we have had over the past couple of days about domestic 
fittings, ! need to k.novv the status of a!! materia! on the fo!!ov'!ing po's, 
4534815 
4536990 
4535356 
4504657 
Some of these have had partial shipments, but I need to know the status of all material whether none of it 
has shipped, or if it is a backorder of a partial shipment.. 
I need this asap,."" our conversations over the past couple of days have been quite troubling to me over 
the status of this materiaL.when we were approached by sigma in january, being given the ability to pre
order material it was done under the premise that sigma would be able to handle the orders, Up until now, 
sigma had fuifiiied this promise quite weii"now i am being toid sigma doesn·t have the materiai, sigma 
can't get answers about the material. some of the material is out 3-6 weeks, and so forth,., I entrusted 
sigma with the orders of 5 branches in the indiana district, and am now being told there is nothing we can 
do about this ___ as you can understand, we have customers who placed orders with us in good faith and 
they expect their material ... 1 know there are other entitys involved in this matter, but please re-install my 
faith in our partner(sigma) ..... ! have been given conflicting statements about the status of this materia! 
from sigma and from the end producer .... who do I believe???? 
Thankg 
Bill goodart 

Bili GoodalL 
Senior Buyer 
HD Supply WatelWorks 
7281 E. 30th 8tr88t/46219 317-545-6088 fax 317-549-3383 
1680 Expo Lane/46214 317-271-1463 fax 317-271-2026 
Indianapolis, In 
bill_Qoodart@hdsupply_com 

One Team Driving Customer Success and Value Creation 
CONFIDENTIALITY NOTICE: 
This message is for intended addressee(s) only and may contain confidential, proprietary or privileged 
information, exempt from disclosure, and subject to terms at: http://\.-Av'';''\N.hdsupp!y.ccm/emai!!. 
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From: 

Sent: 

To: 

Subject: 

Attachments: 

TB2 (Tom Brakefield - ALX) 

Fridav, February lG, 2007 11:0S:34 Pt .... 1 

RK2 (Raju Kakani-CRM) 

FW: Raju to TB2: DIFRA report 

DIFRA 2006 Draft.xls 

raju this looks fine to me and i believe you have accounted for all the "s1rings" so the net sales & tonnage 
numbers would be correct. please make sure vp,sb1 ,II' look at this brfore sending i may have missed 
something thx again, tb2 

From: RK2 (Raju Kakani-CRM) 
Sent: Thursday, February 15, 2007 4:06 PM 
To: TB2 (Tom Brakefield - ALX) 
Cc: VP (Victor Pais - CRivi); 'LRyb446150@aoi.com'; 5Bl (Siddharth Bhattacharji-CRivi); FSl (Fred 
Stevens-CRM) 
Subject: Raju to TB2: DIFRA report 

Tom, 
Please see attached 2006 and Jan'07 DIFRA report. 

This is after applying all non us filters to the weights and dollar sales data. 401 and plant sales are NOT 
deducted. 

Fred quickly gave me the 2006 Rebate + Commissions + Fright amount ($2,421,769) 

I have taken monthly fitting sales and arrived at the monthly percentages over the total sales, This 
percentage has been applied to the total rebates & discounts amount. This is just to arrive at the 
monthly R&D (rebates & discounts) amount. 

This method was adopted as monthly R&D break up is not practical to compute 

Finally I computed the NET NET (per DIFRA format) sales by subtracting the monthly R&D amount from 
the monthly fitting sales. 

Fred may come out with a percentage of R&D (after considering the non participation of TOG) which 
can be applied to report on a monthly basis. 

Please let me know if this is acceptable with you. You may want to discuss with DIFRA about our 
methodology. 

Regards, 
Raju Kakani 
Sigffiu CYrpYr~ti,;}r! 

SIGTP00002341 
CONFIDENTIAL-FTC Docket No. 9351 
FOIA ExempUProtected by Court Order 

PUBLIC

From: 

Sent: 

To: 

Subject: 

Attachments: 

TB2 (Tom Brakefield - ALX) 

Fridav, February lG, 2007 11:0S:34 Pt .... 1 

RK2 (Raju Kakani-CRM) 

FW: Raju to TB2: DIFRA report 

DIFRA 2006 Draft.xls 

raju this looks fine to me and i believe you have accounted for all the "s1rings" so the net sales & tonnage 
numbers would be correct. please make sure vp,sb1 ,II' look at this brfore sending i may have missed 
something thx again, tb2 

From: RK2 (Raju Kakani-CRM) 
Sent: Thursday, February 15, 2007 4:06 PM 
To: TB2 (Tom Brakefield - ALX) 
Cc: VP (Victor Pais - CRivi); 'LRyb446150@aoi.com'; 5Bl (Siddharth Bhattacharji-CRivi); FSl (Fred 
Stevens-CRM) 
Subject: Raju to TB2: DIFRA report 

Tom, 
Please see attached 2006 and Jan'07 DIFRA report. 

This is after applying all non us filters to the weights and dollar sales data. 401 and plant sales are NOT 
deducted. 

Fred quickly gave me the 2006 Rebate + Commissions + Fright amount ($2,421,769) 

I have taken monthly fitting sales and arrived at the monthly percentages over the total sales, This 
percentage has been applied to the total rebates & discounts amount. This is just to arrive at the 
monthly R&D (rebates & discounts) amount. 

This method was adopted as monthly R&D break up is not practical to compute 

Finally I computed the NET NET (per DIFRA format) sales by subtracting the monthly R&D amount from 
the monthly fitting sales. 

Fred may come out with a percentage of R&D (after considering the non participation of TOG) which 
can be applied to report on a monthly basis. 

Please let me know if this is acceptable with you. You may want to discuss with DIFRA about our 
methodology. 

Regards, 
Raju Kakani 
Sigffiu CYrpYr~ti,;}r! 
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Te!; (609) 75B-0I~OO x223 
Efax: (309) 403-6537 
Email: rk2@sigmaco.com 
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Te!; (609) 75B-0I~OO x223 
Efax: (309) 403-6537 
Email: rk2@sigmaco.com 
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Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec YTD

Compact
3"-12"

Mechanical Joint 1,113 1,290 1,025 1,044 1,197 1,403 1,190 1,464 1,287 1,211 904 792 13,920
Push-On Joint 116 106 129 95 145 189 201 197 124 112 136 125 1,675
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

14"-24"
Mechanical Joint 222 220 335 337 375 329 260 389 312 291 200 192 3,463
Push-On Joint 8 8 12 15 9 16 8 24 8 11 9 4 130
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Over 24"
Mechanical Joint 63 83 123 98 139 108 145 94 91 58 88 103 1,193
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Compact Total 1,523 1,707 1,624 1,588 1,865 2,046 1,804 2,168 1,822 1,683 1,336 1,216 20,381

Full Body
3"-12"

Mechanical Joint 138 119 168 37 100 126 150 102 68 107 82 119 1,314
Push-On Joint 1 5 15 9 57 2 5 17 11 30 1 152
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

14"-24"
Mechanical Joint 113 38 57 34 46 34 63 57 34 45 23 42 585
Push-On Joint 1 12 1 9 22
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Over 24"
Mechanical Joint 41 33 66 36 39 44 29 36 28 15 21 12 400
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Full Body Total 292 196 306 117 254 207 246 210 141 206 127 173 2,474

Special Fittings
3"-12"

Flanged Joint 356 351 321 293 387 527 388 437 363 352 296 281 4,353
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

14"-24"
Flanged Joint 92 111 135 115 120 130 146 173 113 134 93 106 1,468
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Over 24"
Flanged Joint 38 22 67 37 34 35 55 16 56 52 13 19 444
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Special Fittings Total 486 483 522 445 542 692 590 626 532 538 402 406 6,264

Total Fittings

Trade Tons Shipped 2,301 2,386 2,452 2,150 2,661 2,945 2,640 3,004 2,495 2,427 1,866 1,795 29,120

Net Net Sales ($000's) (1) 5,259,390$       5,515,640$          6,145,142$        5,301,040$       6,399,994$        6,953,376$      6,257,551$        7,158,453$            5,951,567$           5,576,586$            4,285,378$       4,315,663$        69,119,779$               

NOTE 1: "Net Net Sales" is Gross Sales less freight, less credits, less programs and less cash discounts.

ave sales price/ton $2,286.02 $2,311.76 $2,506.38 $2,465.61 $2,405.13 $2,361.23 $2,370.13 $2,383.24 $2,385.51 $2,297.92 $2,296.83 $2,404.84 $2,373.62

Ductile Iron Fitting Research Association
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped)

For the Year Ended December 31, 2006

2006
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Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec YTD
Compact
3"-12"

Mechanical Joint 913 0 0 0 0 0 0 0 0 0 0 0 913
Push-On Joint 80 0 0 0 0 0 0 0 0 0 0 0 80
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

14"-24"
Mechanical Joint 288 0 0 0 0 0 0 0 0 0 0 0 288
Push-On Joint 8 0 0 0 0 0 0 0 0 0 0 0 8
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Over 24"
Mechanical Joint 184 0 0 0 0 0 0 0 0 0 0 0 184
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Compact Total 1,474 0 0 0 0 0 0 0 0 0 0 0 1,474

Full Body
3"-12"

Mechanical Joint 122 0 0 0 0 0 0 0 0 0 0 0 122
Push-On Joint 2 0 0 0 0 0 0 0 0 0 0 0 2
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

14"-24"
Mechanical Joint 65 0 0 0 0 0 0 0 0 0 0 0 65
Push-On Joint 1 0 0 0 0 0 0 0 0 0 0 0 1
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Over 24"
Mechanical Joint 61 0 0 0 0 0 0 0 0 0 0 0 61
Push-On Joint 0 0 0 0 0 0 0 0 0 0 0 0 0
Restrained Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Full Body Total 251 0 0 0 0 0 0 0 0 0 0 0 251

Special Fittings
3"-12"

Flanged Joint 294 0 0 0 0 0 0 0 0 0 0 0 294
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

14"-24"
Flanged Joint 111 0 0 0 0 0 0 0 0 0 0 0 111
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Over 24"
Flanged Joint 38 0 0 0 0 0 0 0 0 0 0 0 38
Grooved Joint 0 0 0 0 0 0 0 0 0 0 0 0 0

Special Fittings Total 443 0 0 0 0 0 0 0 0 0 0 0 443

Total Fittings
Trade Tons Shipped 2,168 0 0 0 0 0 0 0 0 0 0 0 2,168

Net Net Sales ($000's) (1) -$          -$          -$         -$         -$         -$         -$         -$         -$          -$         -$         -$         -$         

NOTE 1: "Net Net Sales" is Gross Sales less freight, less credits, less programs and less cash discounts.

Ductile Iron Fitting Research Association
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped)

For the Year  2007

JAN'07
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SUMMARY OF FIRST MEETING 
TO ESTABLISH TRADE ASSOCIATION 

FOR DucTILE 'WATER WORKS FITTINGS 

. . '. 

At about noon~n Friday, March 18, 2005, a meeting was held at the law offices 
of Bradley Arant Rose & White LLP to explore the possibilities imd issues involved in 
establishing a new trade association relating to ductile fittings for the water works . 
industry. In alphabetical order,. the attendees of the principals werl;: Toro Brakefield (on 
behalf of Sigma Company, of which he is National Sales Manager), Gary"Crawford (on 

. behalfofU.S. Pipe, of which he. is Vice president Sales), and David W. Green (on behalf 
of McWane, Inc., of which he is Executive Vice President, Soil Pipe and Utility. Product 

. Group). A representative of ACIPCO had been invited buthad not been able to attend .. 
Lawyer in attendance were Thad G. Long, Michael D. McKibben, and K.. Wood Herren, 
all of Bradley Arant Rose & White LLP. 

There appeared to be a consensus that the A WW A was not a satisfactory vehicle 
for dealing with current and foreseeable needs of those manufacturing andlor selling 
fittings in the U.S. for the water works industry, partly because it is a large umbrella 
organization where the needs of a single market segment can get lost and.partly because 
of the long timeframes needed to revise standards and take other actions. Some possible 
examples of areas which might be addressed by a new and more narrowly focused trade 
association would be: . 

(1) Establishing procedures to eliminate radioactivity from metal sources used 
for making water works fittings; 

(2) Refming standardizations which go beyond the basic threshold standards 
established by A WW A; 

(3) Dealing with country-of-origin marking issues, such as the fact that 
separately sold components currently must be marked but when 
incorporated into an assembly do not have to be marked; and 

(4) Considering quality control issues. 

Next, the potential composition of members eligible to vote wasdi 
assumed that, if they approved of the association after its contours etter defmed, 
the initial membership would probably include all major fact . n the industry, including 
McWane, Sigma, U.S. Pipe and ACIPCO. It was also gested that Star and PCI would 
be potential members and also possibly Metal Fi n (Mexican company). Other names 
mentioned were Griffin and East Jordan, although it was uncertain as to whether the latter 
two companies were still marketing water works ductile fittings. A question was raised 
as to how to define eligibility for voting membership, and several criteria were discussed: 

(1) At a minimum all members would have to currently meet the minimum 
A WW A standards and commit, subject to possible verification, to meet 
the minimum A WW A standards in the future; 

(2) Meeting and committing to meet WHO standards; 
(3) There could be minimal standards of financial creditworthiness; 

1 
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(4) . Sales of ductile water works fittings in the U. S would have to reach some 
mininiallevel, probably expressed in terms of a fl'drly low percen~e 
share of the U,S. market in ductile w!lter works fittings (perhaps 
something in the 3%-5% range). This would be determined by an· 
independent CPA firm who would notreport to the membership any.· 
figures, but would only report that a membership applicant either did or 

. did not meet the percentage criteria; and 
(5) Such other criteria for membership as are designed to assure that the 
. voting membership of the Board have some minimal level of interest in 

.. the subject and participation and knowledge of issues affecting the . 
industry, without excluding anyone who. is a bona fide serious playedn . 
the.industry. . . . 

.. There was an apparent consenSus that voting membership should be open to·those·who 
manufacture domestically, and to those who do not, as long as the other criteria for voting 
membership are met. However, itwas agreed that safegUards could be considered to 
. avoid a situation where multiple sellers who simply re-brand products originating from a 
. common manufacturing source are not be awarded multiple memberships. In the latter 
case, a solution might be to admit to mempership the seller who makes at least a plurality 
of the U.S. sales originating with that common manufacturing source . 

. Of course, it was contemplated that there would likely Pe non-voting membership 
classifications which would be open essentially to everyone with any interest in the 
business of the association. They would be under a different dues structure and could 
perhaps participate in some of the work of the Association, either in an advisory capacity 
or as observer or as full participants, but there might be areas of Association work in 
which they would not be able to participate. These issues would have to be worked out 
as the details of the Association were considered and debated in greater depth. 

There was some discussion of a committee structure of the Association. There 
was some thought that perhaps the DIPRA committee structure might be a good starting 
point. Others pointed out that, because D IPRA tended to work under broad umbrella 
committees, it might be more appropriate for the new Association to designate its oWn set 
of committees based on what it felt were most appropriate to its work. Suggestions of 
possible committees were: (1) environmental (with health and safety as possible 
subcommittees); (2) technical; (3) publicity; (4) standards and advertising; (5) operations; 
(6) finance and budget; (7) marketing; and (8) Executive Committee. It was noted that, 
while it was good to think through the committee system in advance of organizing the 
new Association, it would be a simple matter to make changes if experience showed 
committees needed to be combined, separated, eliminated, added or otherwise modified. 
Presumably, changes in standing committees would have to be approved by the full 
Board, or at least by the Executive Committee (if there is one), as opposed to ad hoc 
committees which could be appointed and terminated by the President or Chair. 

Discussion followed as to the timeframe for setting up the Association. Bradley 
Arant committed, as a bottom-line proposition, to move as quickly as the businesses were 
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able to move in terms of agreement on the purposes and goals and need for such an . 
. Association.' With that in mind, Bradley Arant committed to have general minutes of this 
·.meetingprepared (the prese,nt document) which Wo.l!ld be distributed tothe organizing . 
. members fortheirco.riunents no l!iter tltan Tuesday; March 22, 2005 .. : Upo.n receiving 

. Comments, the minutes would be edited to rt:fiectthe thinking o.fthecoremembership, 
and then Bradley Arant would disseminate the refined minutes, probably via email, to' a 

· potential membership list that the organizers Wo.uld provide to. Bradley Arant, together 
with a co.ver memo requesting that the recipients l"\lsPo.nd in writmg with some expression 

· of interest in participating further in the planning phase, with of course no. o.bligation to 
join the ultimate Association, if any, resulting from the plaiming. Some o.fthe organizers' 

· . were to make inquiries of some potential pro.spectsto determine whether they were yet . 
.. ' .even sellers or llIanUfacture~s of ductile fillings for water works applications, as there was 

'. a belief expressed that some potential members hRd exited the industry arid would have . 
no furtherintel'est. . . .~" 

Within two' to three weeks, Bradley Arant (largely Wood Herren) would produce 
inco~oratio.n papers and bylaws suitable to the non-profit status of the proposed 
Association, tailo.red to the ideas and input r(lceived from the various organizers. After 
the organizers had had a chance to study these draft organizatio.nal papers, it was 
contemplated that a further organizational meeting would be scheduled at which the 
details ofthe by laws would be ironed out. . 

ThadG. Long 
March 21, 2005 
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Long, Thad G. 

From: 

Sent: 

To: 

Long, Thad G. 

Friday, April 25, 2008 4:46 PM 

'Tom Brakefield'; 'TB2@sigmac6.com'; 'VP (Victor Pais - CRM)'; 'Dan McCutcheon'; 
rtatman@tylerunion.com; 'Gary Crawford' 

Cc: Herren, K. Wood; McKibben, Michael D. 

Attachments: DIFRA Input Output Format Rev 2 xis (3).xls 

Gentlemen: 

This morni·ng there was a conference telephOne call to discuss certain issues relating to DIFRA'member reporting of data, 
in which the participants were Tom Brakefield and Victor Pais (Sigma), Tick Tatman (ryler-McWane) and Dan 
McCutCheon (Star). Gary Crawford of U.S. Pipe was out of the country but had previously said he Would accept whatever 

... decision was made concerning these reporting iSsues. The subjects of the telephone call were: (1) the format of the 
reporting forms and reporting standards for assuring that data were being reported .in a consistent manlier across the 
various reporting companies; and (2)·the geographic area of sales to be included in the reporting data. A consensus waS 
reached on all these outstanding isSUes, and I am undertaking in this email.to summarize·the conclusions reached and to 
integrate them with previous decisions and reiterate them in a single comprehensive summarizing email herein. 

1. Reporting Area Geographically. and Reporting Subject (Shipments; not Sales). The geographic extent covered by 
the reporting would include shipments in tons (short tons - 2,00010 of the entirety of the United States and Puerto 
Rico, but excluding all of the rest of the world. For example, neither Canada nor Mexico, nor Central America, nor South 
America nor the Caribbean would be included, but Alaska, Hawaii and Puerto Rico would be included. Please note that 
SHIPMENT figures should be used, rather .than sales .figures, since sales can be canceled and never shipped, and sales 
.could reflect items whose ·shipping date. is so far in the future as not to reflecrreliably current economic activity in the 
prOducts. Reporting forms have been atlached. 

2. Elimination of Duplications in Reporting. Reporting companies would exclude, from reported shipments, all 
shipments to other DIFRA members who also report. Thus. if member A ships to member B, member A would subtract.out 
of its report whatever the shipments were to member B; but when member B ships the items it has purchased from 
member A, member B would report those shipments. In that manner, there will be no duplication of shipments of the same 
items from two companies which each make shipments of the.same physical items. To elaborate further, if a DIFRA 
member ships to another ductile iron fittings supplier which is NOT a DIFRA meniber (such as a smaller importer of 
ductile iron fittings), the shipping member WOULD report that shipment, because there would be no duplication in aoyof 
the reported sales data, since the purchaser in ·this example in not a DIFRA member andwould-not be participating in 
supplying data. . 

3. Definition. "Non-Aange fittings" mean mean all types of fittings, specialty or otherwise, which are not flanged fittings, 
such as MJ, restrain, grooved and flanged configurations(suCh as MJ & flange:T J &fJange, etc.) 

. 4. COnimencement of Reporting. Timeframes. and Reporting Deadlines. H was determined .in the conference call that 
reports would be submitted by all DIFRA members no later than May 15, 2008 (which would reflect data for April 2008 and 
for prior time periods as will be indicated below), and that nionthly reports would thereafter be made by the 15th calendar 
date of each month for data referable to the immediately preceding calendar month. The initial reports which would be 
filed by May 15, 2008 would also reflect some "catch-up" data for the years 2006 and 2007.. For the year 2006, it is 
necessary only to report annual aggregate data for that entire year. For the year 2007, monthly data should be reported to 
that year-to-year variations can be ascertailied relative to 2008. At this time, DIFRA has electedlo utilize the accounting 
firm of Sellers Richardson Watson Haley & Logan LLP CPA, 2100 Southbridge Parkway, Birmingham, AL 35209, to 
conipile the data and to report back to each member, monthly, aggregate data only with no information provided as to 
sales by any single cOmpany. The data should normally be sent to the attention of Rick Haney at Sellers Richardson, 
unless otherwise advis.ed. 

I would appreciate your comments on the reporting· forms and the criteria which govern the filling out of the forms, as set 
forth above. I look foiward to hearirig from you when you have I)~d:"n opportunity to reviewthis email and its attachments 
to be sure I am accurately reflecting the decisions you have ll)Iade. ,Thanks. My best. Thad Long 

4/2511008 
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ThadG. Long 

For Attorney Profile click below 

ThadG.Long 
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Ductile Iron Fitting Researcti Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped) 
For the Vear Ended December 31, 2006 

totel 

Member Name 
2"-12" 

Flanged 
All Other 

14"-24~ 
Flanged 
All Other 

>24" 
Flanged 
All Other 

TotalTrade Tons Shipped 

o 
o 

o 
o 

o 
o 
o 

'.:~ 

4/25/2008 
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Ductile .Iron Fitting, Research Association 
Schedule of Ductile .Iron Waterworks Fittings (Trade Tons Shipped) 

, 

For the Year .Ended Decembe.r 31,2007 

.!ru!:. &It Mil:. Am:. May .I.!!n .!.!!! A!!lI .§!a Qm. Nov .!ill; m 
Member Name 
2"-12" 

Flanged 0 a 0 0 0 0 0 0 0 0 0 0 0 
All Other 0 0 0 0 0 0 0 0 () 0 0 0 0 

14"-24" 
Flanged 0 0 0 0 0 0 0 0 0 0 0 0 ·0 
All Other 0 0 0 0 0 0 0 0 0 0 0 0 0 

>24" 
Flanged 0 0 0 0 0 o· 0 0 0 0 0 0 0 
All Other 0 0 0 0 0 0 0 0 O. 0 0 0 0 

. Total Trade Tons Shipped 0' 0 0 0 0 0 0 0 0 o· ·0 0 0 

4/25/2008 
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Ductile Iron Fitting Research Association 
Schedule of Ductile Iron Waterworks Fittings (Trade Tons Shipped)· 

Forthe Year Ended December 31, 2008 

Jan ~. M!!:. 8ru:. ~ lI!!.!l .!!!l A!!g ~. .Q!l! ~ ~ YIQ 
Member Name 

, .2"-12~ 
Flanged 0 0 0 0 0 0 0 0 0 0 0 0 0 
AIiOthEir 0 0 0 0 0 0 0 0 0 0 0 0 0 

14" .. 24" 
Flanged 0 0 0 0 0 0 0 0 0 0 0 0 0 
All Other 0 0 0 0 0 0 0 0 0 0 0 0 0 

>24" 
Flanged 0 0 0 0 0 0 0 0 0 0 0 0 
All Other 0 0 0 0 0 0 0 0 0 0 0 0 

Total Trade Tons Shipped 0 0 0 0 0 0 0 0 o· 0 0 0 

4/25/2008 
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From: 

Sent: 

To: 

Subject: 

!-/[ike, 

precastharry@aol.com 

Tliu(sday, Septembei 24, 2009 04:3S:S0 PM 

MW (Mike Walsh-CRMJ 

Fwd: HD Chantilly 

Hopefully you had a chance to look at this. 

Thanks 

Harry 

-----Original Message----
From: prccastharry@,aol.com 
To: 'M"\V@'sigmaco.colll 
Sent: Thu, Sep 24, 2009 I: 18 pm 
Subject HD Chantilly 

Mike, 

I have been asked by Barry Nickolson for help on a job they just got that was released after 8 
months. They quoted this in Jan and need a .23 multiplier for this one only. I have told them no 
due Lv lhe hu:;l agreelllenL we have wilh Tylel DuL Lhey dvn'L l:an:. They need help. 

It's your call. I am not sure what they will do if we donit help. Probably go to Star. 

Let me know asap as I have been putting this off since last Friday. 

Harry 

Dy the way it is only around a $5,000 job. No restraints. 
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From: 

Sent: 

To: 

Subject: 

!-/[ike, 

precastharry@aol.com 

Tliu(sday, Septembei 24, 2009 04:3S:S0 PM 

MW (Mike Walsh-CRMJ 

Fwd: HD Chantilly 

Hopefully you had a chance to look at this. 

Thanks 

Harry 

-----Original Message----
From: prccastharry@,aol.com 
To: 'M"\V@'sigmaco.colll 
Sent: Thu, Sep 24, 2009 I: 18 pm 
Subject HD Chantilly 

Mike, 

I have been asked by Barry Nickolson for help on a job they just got that was released after 8 
months. They quoted this in Jan and need a .23 multiplier for this one only. I have told them no 
due Lv lhe hu:;l agreelllenL we have wilh Tylel DuL Lhey dvn'L l:an:. They need help. 

It's your call. I am not sure what they will do if we donit help. Probably go to Star. 

Let me know asap as I have been putting this off since last Friday. 

Harry 

Dy the way it is only around a $5,000 job. No restraints. 

SIGTP00027365 
CONFIDENTIAL-FTC Docket No. 935t 
FOIA ExempUProtected by Court Order 
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From: VP [vp@sigmaco.com] 

Sent: Tuesday, Decembei' 29, 2009 02:30:12 Pt .... 1 

To: 
GFl (Greg Fox-ALX); TB2 (Tom Brakefield-ALX); VP (Victor Pais-CRM); JMG 

(Jim McGivern) 

Cc: Larry Rybacki; RM6; CSl (Craig Schapiro-CRM) 

Subject: VP to GF: Ty!erUnion Price Increase 

Greg, 

I am glad to comply - but) hvn't seen a hr from Tyler for either blended or dum Ftgs, 
though I did see a msg to OE~vf alerting them abt the iner for the IVIDi~ .... 

Can someone fwd me a Tyler customer Itr with both incr? 

Also, has anyone seen a hr from Star? 

Rgds, Victor 

Regards 
Victor Pais 

From: "GF I (Greg Fox-ALX)" <GF I@sigmaco.com> 
Date: Man, 28 Dec 2009 17:20:00 -0500 
To: TB2 (Tom Brakefield-ALX)<TB2@sigmaco.com>, VP (Victor Pais
CRM)<VP@sigmaco.com>; JMG (Jim McGivern)<JMG@sigmaco.com> 
Ce: Larry Rybacki<lryb4461S0@aolcom>; RM6<RM6@sigmacocom>; CSI (Craig 
Schapiro-CR!v1)<C S l@sigmaco.com> 
SUbject: GF I -> TB2IVP/JMG: TylerLnion Price Increase 

Torn / VictOi / JiP'i -

t copied Larry on a regie-nat errail that I circulated to the !->.LX tea~ notifying th:;;:m of 

Union/T)der's pricE! increi:lse announcements on both dCH'llesric li-.. non-domestic fittings 

In 3 responSE, he sei1t the mess3ge belcnN. 

increas-e ietter or alit" own. II!':ave it to '{ou guys 1:0 determine who & what shouid he doneo 

From: iryb446150@aoi.com [maiito:iryb446150@aoi.com] 
Sent: MondaYi December 28,_ 2009 3:42 PM 

SIGTP00028025 
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From: VP [vp@sigmaco.com] 

Sent: Tuesday, Decembei' 29, 2009 02:30:12 Pt .... 1 

To: 
GFl (Greg Fox-ALX); TB2 (Tom Brakefield-ALX); VP (Victor Pais-CRM); JMG 

(Jim McGivern) 

Cc: Larry Rybacki; RM6; CSl (Craig Schapiro-CRM) 

Subject: VP to GF: Ty!erUnion Price Increase 

Greg, 

I am glad to comply - but) hvn't seen a hr from Tyler for either blended or dum Ftgs, 
though I did see a msg to OE~vf alerting them abt the iner for the IVIDi~ .... 

Can someone fwd me a Tyler customer Itr with both incr? 

Also, has anyone seen a hr from Star? 

Rgds, Victor 

Regards 
Victor Pais 

From: "GF I (Greg Fox-ALX)" <GF I@sigmaco.com> 
Date: Man, 28 Dec 2009 17:20:00 -0500 
To: TB2 (Tom Brakefield-ALX)<TB2@sigmaco.com>, VP (Victor Pais
CRM)<VP@sigmaco.com>; JMG (Jim McGivern)<JMG@sigmaco.com> 
Ce: Larry Rybacki<lryb4461S0@aolcom>; RM6<RM6@sigmacocom>; CSI (Craig 
Schapiro-CR!v1)<C S l@sigmaco.com> 
SUbject: GF I -> TB2IVP/JMG: TylerLnion Price Increase 

Torn / VictOi / JiP'i -

t copied Larry on a regie-nat errail that I circulated to the !->.LX tea~ notifying th:;;:m of 

Union/T)der's pricE! increi:lse announcements on both dCH'llesric li-.. non-domestic fittings 

In 3 responSE, he sei1t the mess3ge belcnN. 

increas-e ietter or alit" own. II!':ave it to '{ou guys 1:0 determine who & what shouid he doneo 

From: iryb446150@aoi.com [maiito:iryb446150@aoi.com] 
Sent: MondaYi December 28,_ 2009 3:42 PM 

SIGTP00028025 
CONFIDENTIAL-FTC Docket No. 9351 
FOIA ExempUProtected by Court Order 
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To: GFI (Greg Fox-ALX); RAI (Russell Axon-ALX); GL2 (Gloria Lamborne-ALX); SMI (Scott 
Marlow-ALX); KRI (Kim Robinson-ALX); DSI (David Swindell-ALX); KS3 (Kevin Stine); GDI (Greg 
Danais - ORL); GWl (Greg Wiikerson-ALX); BW2 (Ben Ware - ORL); S[V13 (Steve [Vlyers); JG2 
(Joel Goff-ALX); KP3 (Kevin Pennington) 
Cc: (Sl (Craig Schapiro-CRivi); iviRl (iviilcheii Rona-CRi''i) 
Subject: Re: TylerUnion Price Increase 

Somebody, T om Vietor or Jim get the price increase letter out ASAP. Sign my name if 
you want-thanks guys! 

Sent from my Verizon Wireless BlackBerry 

From: "GFI (Greg Fox-ALX)" <GF1@sigmacocorn> 
Date: MOll, 28 Dec 2009 14:58:54 -0500 
To~ RA I (Russell Axon-AI ,X)<ra-1@sigmaco com>; GI ,2 (Gloria r ,ambornc
ALX)<gI2@:sigmaco.eom>; <sml@sigmaco.com>; KRI (Kim Robinson
ALX)<krl@sigrnaco.com>;DSI (David Swindell-ALX)<dsl@sigmaco.com>; KS3 
(Kevin Stine)<ks3@sigmaco.com>; GO I (Greg Danais - ORL)<gd I@sigmaco.com>: 
G\V 1 (Greg Wilkerson-ALX)<gw l@sigmaco.com>; BW2 (Ben Ware -
ORL)<bw2@sigmaco.com>; SM3 (Steve Myers - HTN)<sm3@sigmaco.com>; 
<jg2@sigrnaco.com>; KP3 (Kevin Pennington)<kp3@.sigrnaco.com> 
Cr.: CS I (Craig Schapiro-CRM)<CS I @)sigmaco.com>~ MRI (Mitchell Rona
CRM)<MRI@sigmaco.com>; Larry Rybacki<lryb446150@aol.com> 
Subject: FW: TylerlJnion Price Increase 

ToAii -

Under the leJrns :md Zlgreerne;-Its of our M;)ster Disll"ibulio;l ,l\gieernenl will-! Unicn!Tylei, we 

From: MRI (Mitchell Rona-CRM) 
Sent: Monday, December 21, 2009 7:42 PM 
To: OEMS; RM6; CSI (Craig Schapiro-CRM) 
Ce: SSI (Sean Salins-CRM); BSA (Billie Sue Atkinson-Csik - CRM) 
Subject: FW: TylerUnion Price Increase 

This brings all dOniestic to om~ national niultiplier. 

Thanks, 

~ .. 1i!che!! 

SIGTP00028026 
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To: GFI (Greg Fox-ALX); RAI (Russell Axon-ALX); GL2 (Gloria Lamborne-ALX); SMI (Scott 
Marlow-ALX); KRI (Kim Robinson-ALX); DSI (David Swindell-ALX); KS3 (Kevin Stine); GDI (Greg 
Danais - ORL); GWl (Greg Wiikerson-ALX); BW2 (Ben Ware - ORL); S[V13 (Steve [Vlyers); JG2 
(Joel Goff-ALX); KP3 (Kevin Pennington) 
Cc: (Sl (Craig Schapiro-CRivi); iviRl (iviilcheii Rona-CRi''i) 
Subject: Re: TylerUnion Price Increase 

Somebody, T om Vietor or Jim get the price increase letter out ASAP. Sign my name if 
you want-thanks guys! 

Sent from my Verizon Wireless BlackBerry 

From: "GFI (Greg Fox-ALX)" <GF1@sigmacocorn> 
Date: MOll, 28 Dec 2009 14:58:54 -0500 
To~ RA I (Russell Axon-AI ,X)<ra-1@sigmaco com>; GI ,2 (Gloria r ,ambornc
ALX)<gI2@:sigmaco.eom>; <sml@sigmaco.com>; KRI (Kim Robinson
ALX)<krl@sigrnaco.com>;DSI (David Swindell-ALX)<dsl@sigmaco.com>; KS3 
(Kevin Stine)<ks3@sigmaco.com>; GO I (Greg Danais - ORL)<gd I@sigmaco.com>: 
G\V 1 (Greg Wilkerson-ALX)<gw l@sigmaco.com>; BW2 (Ben Ware -
ORL)<bw2@sigmaco.com>; SM3 (Steve Myers - HTN)<sm3@sigmaco.com>; 
<jg2@sigrnaco.com>; KP3 (Kevin Pennington)<kp3@.sigrnaco.com> 
Cr.: CS I (Craig Schapiro-CRM)<CS I @)sigmaco.com>~ MRI (Mitchell Rona
CRM)<MRI@sigmaco.com>; Larry Rybacki<lryb446150@aol.com> 
Subject: FW: TylerlJnion Price Increase 

ToAii -

Under the leJrns :md Zlgreerne;-Its of our M;)ster Disll"ibulio;l ,l\gieernenl will-! Unicn!Tylei, we 

From: MRI (Mitchell Rona-CRM) 
Sent: Monday, December 21, 2009 7:42 PM 
To: OEMS; RM6; CSI (Craig Schapiro-CRM) 
Ce: SSI (Sean Salins-CRM); BSA (Billie Sue Atkinson-Csik - CRM) 
Subject: FW: TylerUnion Price Increase 

This brings all dOniestic to om~ national niultiplier. 

Thanks, 

~ .. 1i!che!! 

SIGTP00028026 
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From: C51 (Craig Schapiro-CRI\1) 

Sent: Tuesday, February 23, 2010 04:32:S7 AM 

To: MRl (Mitchell Rona-CRM): RM6 

M5; SB2 (Stuart Box - CRM); SSl (Sean Salins-CRM); GRl (Gop; Ramanathan

CRM) 

Subject: RE: !\11R to A!! Re: Ty!er Domestic Business 

we are still quoting as much tor acipco as we were 3 months ago. they are VERY busy wi DOM. Mitchell -
Mike is correct. Please look at the printout i had left for you. They are backed up in EVERYTHING, 
including 4-24" "AlE items,. 

Craig Schapiro 
SiGiviA Corporation 
(800) 999-2550 x238 

From: MR1 (Mitchell Rona-CRM) 
Sent: Monday, February 22, 2010 11:35 PM 
To: RM6 
Cc: M5; CSI (Craig 5chaplro-CRM); 5B2 (Stuart Box - CRM); 551 (Sean 5ailns-CRM); GRI (GOpl 
Ramanathan-CRM) 
Subject: MR to All Re: Tyler Domestic Business 

Guys, 

I have spoken quickly with Rick about the production delays. 

He said tney are behind on tne middle range of lower vOlume Items say lUH tnru IbH

• These are not the 

disa high volume items or the large size but the horizontal molding line for the lower volume items. 

This medium line dOes about 5.5 tons and hom running 11 hours a day. This is 50 tons a day. This is 4 
days per week. They can change the tool 32 times a day. This is their bottleneck. 

His question is after we get our beat the increase orders do we expect the business to hold up. Is 
quoting still strong or might we have met the ARRA demand backlog. 

1. In speaking with Mike Walsh he felt Tyler was not just behind on lower volume but also A 
items. 

2. Mike also felt that he might not need another truckload based on present trends until maybe 
April or May? How do you euys feel about that in your own reeion? 

3. Tyler just wants to know how to help complete the backlog without gearing up for a market 
that will flatten out after they clear the deck. We not owe them anything in the way of 
commitment but your feedback will be helpful. 

SIGTP00018408 
CONFIDENTIAL-FTC Docke1 No. 9351 
FOIA ExempUProtected by Court Order 

PUBLIC

From: C51 (Craig Schapiro-CRI\1) 

Sent: Tuesday, February 23, 2010 04:32:S7 AM 

To: MRl (Mitchell Rona-CRM): RM6 

M5; SB2 (Stuart Box - CRM); SSl (Sean Salins-CRM); GRl (Gop; Ramanathan

CRM) 

Subject: RE: !\11R to A!! Re: Ty!er Domestic Business 

we are still quoting as much tor acipco as we were 3 months ago. they are VERY busy wi DOM. Mitchell -
Mike is correct. Please look at the printout i had left for you. They are backed up in EVERYTHING, 
including 4-24" "AlE items,. 

Craig Schapiro 
SiGiviA Corporation 
(800) 999-2550 x238 

From: MR1 (Mitchell Rona-CRM) 
Sent: Monday, February 22, 2010 11:35 PM 
To: RM6 
Cc: M5; CSI (Craig 5chaplro-CRM); 5B2 (Stuart Box - CRM); 551 (Sean 5ailns-CRM); GRI (GOpl 
Ramanathan-CRM) 
Subject: MR to All Re: Tyler Domestic Business 

Guys, 

I have spoken quickly with Rick about the production delays. 

He said tney are behind on tne middle range of lower vOlume Items say lUH tnru IbH

• These are not the 

disa high volume items or the large size but the horizontal molding line for the lower volume items. 

This medium line dOes about 5.5 tons and hom running 11 hours a day. This is 50 tons a day. This is 4 
days per week. They can change the tool 32 times a day. This is their bottleneck. 

His question is after we get our beat the increase orders do we expect the business to hold up. Is 
quoting still strong or might we have met the ARRA demand backlog. 

1. In speaking with Mike Walsh he felt Tyler was not just behind on lower volume but also A 
items. 

2. Mike also felt that he might not need another truckload based on present trends until maybe 
April or May? How do you euys feel about that in your own reeion? 

3. Tyler just wants to know how to help complete the backlog without gearing up for a market 
that will flatten out after they clear the deck. We not owe them anything in the way of 
commitment but your feedback will be helpful. 

SIGTP00018408 
CONFIDENTIAL-FTC Docke1 No. 9351 
FOIA ExempUProtected by Court Order 
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Thanks; 

Mitchell 

SIGTP00018409 
CONFIDENTIAL-FTC Docke1 No. 9351 
FOIA ExempUProtected by Court Order 

PUBLIC

Thanks; 

Mitchell 
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From: 
Sent: 

Rick Tatman [rtatman@tylerunion.coml 
Friday, July 18, 2008 9:16 PM 

To: McCullough, Leon (McWane Executive Vice President): Walton,Thomas (McWane Sr. Vice 
Pfesiderrl) 

Ce: Rick Tatman 
Subject: Revised DIFRA Numbsrs & 2nd Quarter EXecutive Report 
Attachments: 202008 Fittings Dashboard.ppt; 20 2008 TylerUnion Executive Summary.doc; Revised 

DIFRA Output Analysis.xls 

Attached is the 2nd Quarter Dashboard & Executive Summary report. 

Also, as the revised historical DIFRA reports just came in this morning, I have also updated the summar, file 'vve looked at 
prior including a variance analysis between the two sets of numbers. 

You'll see that there was only a negligible change to the baseline 2006 data with the most significant data change 
occurring in 2007 forthe 2"-12" non-fianged category. 

The 2007 change increased McWane share by slightly less than 1 point. 

Since the 2006 base point changed by less than 300 tons, I feel more confident in the accuracy of the revised data. 

Note, one of the charts on the Dashboard plots Tyler/Union's tonnage compared to DIFRA, VMA and DIPRA 

June DIFRA data should be out next week as will the DIPRA data. 

Let me kno\rv if you have any questions. 

Enjoy the 'vveekend! 

VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tylerunion.com 
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From: 
Sent: 

Rick Tatman [rtatman@tylerunion.coml 
Friday, July 18, 2008 9:16 PM 

To: McCullough, Leon (McWane Executive Vice President): Walton,Thomas (McWane Sr. Vice 
Pfesiderrl) 

Ce: Rick Tatman 
Subject: Revised DIFRA Numbsrs & 2nd Quarter EXecutive Report 
Attachments: 202008 Fittings Dashboard.ppt; 20 2008 TylerUnion Executive Summary.doc; Revised 

DIFRA Output Analysis.xls 

Attached is the 2nd Quarter Dashboard & Executive Summary report. 

Also, as the revised historical DIFRA reports just came in this morning, I have also updated the summar, file 'vve looked at 
prior including a variance analysis between the two sets of numbers. 

You'll see that there was only a negligible change to the baseline 2006 data with the most significant data change 
occurring in 2007 forthe 2"-12" non-fianged category. 

The 2007 change increased McWane share by slightly less than 1 point. 

Since the 2006 base point changed by less than 300 tons, I feel more confident in the accuracy of the revised data. 

Note, one of the charts on the Dashboard plots Tyler/Union's tonnage compared to DIFRA, VMA and DIPRA 

June DIFRA data should be out next week as will the DIPRA data. 

Let me kno\rv if you have any questions. 

Enjoy the 'vveekend! 

VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tylerunion.com 
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Gross Invoice Price ($/ton)
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Fittings vs Industry Benchmarks
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% Domestic Product in Blended Order Shipments 
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Order Mix (by Order Count) 
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Total Melt Material ($/ton)

$774
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$619

$300
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'06 '07 1Q Apr May Jun

TXX Tyler Union
Disa '06 '07 YTD 2Q Trend
Good Tons/hr 4.2 5.5 6.6 +
Scrap 1.8% 1.4% 1.2% +
Downtime 19.6% 13.7% 10.4% ─

Lbs per Mold 35 37 50 Flat

B1 '06 '07 YTD 2Q Trend
Good Tons/hr 1.3 1.4 1.3 +
Scrap 10.9% 12.5% 11.5% + +
Downtime 23.0% 16.4% 17.4% +
Lbs per Mold 605 625 656 +

Impact '06 '07 YTD 2Q Trend
Good Tons/hr 8.4 9.8 9.5 ─
Scrap 2.8% 1.2% 1.5% Flat
Downtime 14.3% 9.0% 6.2% + +
Lbs per Mold 197 212 203 ─
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TyieriUnion 
-~ -

Executive Report - 2"Y Quarter 2008 

Financial Performance 

June YTO pre-reserve income of $6.8M was up $5.4M compared to 2007 despite 
revenues being down 11 % and Idle Plant charges of $2.8M. Change in performance 
was driven by a 8 point improvement in gross profits coupled with an incremental 
inventory revaluation of 1.0M compared to 2007. Improvement in gross profit was 
primarily driven by two factors a lower percentage of higher cost domestic fittings 
shipped against blended sales; and valve boxes turning from negative to positive 
margin business with the introduction of the sourced product and price actions on 
domestic orders. Pending any unforeseen changes, an additional $1.6M of inventory 
valuation remains to be booked at year-end and the Ferguson rebate accrual has a 
balance of $0.5M after finishing the prior rebate program. 

Pre-reserve income for TXX was -$0 85M June YTO and is expected to remain in the 
negative territory for the balance of the year as we manage the transfer price more for 
cash flo'vV than income. 

Sales/Market/Competitive Environment 

Sales volume on fittings continues to be a grov/ing concern. VVhen measured against 
OIFRA we are lagging by 10 points May YTO and against VMA units we are lagging 10 
pOlnis june YTD. Note ihe june DiFRA data was noi yei avaiiabie. On a positive note, 
the spread with both OIFRA and VMA shows a recovery of about 5 points from the 
March YTO numbers. 

Of our major accounts, TOG is down 40% followed by HOS down 30%, WinWater down 
20% and Ferguson down 3%. All major accounts showed some recovery during the 2'd 
Quarter with the total Trade sales @ -24% compared to -35% for March YTO. Sigma 
was officially out of the TOG program for 2007, so we believe the TOG numbers are 
strongly influenced by members re-supporting Sigma this year 

Ferguson has now replaced HO Supply as our #1 account representing about 26% of 
total distribution sales. However, we expect sales to drop off for the next several 
months due to their large purchase volumes in May and the end of their fiscal year in 
Ju!y. 

We continue to track the level of confirmed discounting and job pricing within our 
competitive action file. The level of activity appears to have slowed over the past 
several months probably driven by a combination of rising costs putting more pressure 
on price and more creative use of programs. 

Both Sigma & Star have communicated support of the July 14th price increase although 
Sigma's communication method was much less public or open from what they have 
histoiically done. The Sales team is picking up spotted bianch inputs, mostly in the 
Southeast, of still being able to place orders at the old multipliers, but it will be mid
August until we can make an accurate assessment on the adherence level to published 
pricing 
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Executive Report - 2"Y Quarter 2008 

Financial Performance 

June YTO pre-reserve income of $6.8M was up $5.4M compared to 2007 despite 
revenues being down 11 % and Idle Plant charges of $2.8M. Change in performance 
was driven by a 8 point improvement in gross profits coupled with an incremental 
inventory revaluation of 1.0M compared to 2007. Improvement in gross profit was 
primarily driven by two factors a lower percentage of higher cost domestic fittings 
shipped against blended sales; and valve boxes turning from negative to positive 
margin business with the introduction of the sourced product and price actions on 
domestic orders. Pending any unforeseen changes, an additional $1.6M of inventory 
valuation remains to be booked at year-end and the Ferguson rebate accrual has a 
balance of $0.5M after finishing the prior rebate program. 

Pre-reserve income for TXX was -$0 85M June YTO and is expected to remain in the 
negative territory for the balance of the year as we manage the transfer price more for 
cash flo'vV than income. 

Sales/Market/Competitive Environment 

Sales volume on fittings continues to be a grov/ing concern. VVhen measured against 
OIFRA we are lagging by 10 points May YTO and against VMA units we are lagging 10 
pOlnis june YTD. Note ihe june DiFRA data was noi yei avaiiabie. On a positive note, 
the spread with both OIFRA and VMA shows a recovery of about 5 points from the 
March YTO numbers. 

Of our major accounts, TOG is down 40% followed by HOS down 30%, WinWater down 
20% and Ferguson down 3%. All major accounts showed some recovery during the 2'd 
Quarter with the total Trade sales @ -24% compared to -35% for March YTO. Sigma 
was officially out of the TOG program for 2007, so we believe the TOG numbers are 
strongly influenced by members re-supporting Sigma this year 

Ferguson has now replaced HO Supply as our #1 account representing about 26% of 
total distribution sales. However, we expect sales to drop off for the next several 
months due to their large purchase volumes in May and the end of their fiscal year in 
Ju!y. 

We continue to track the level of confirmed discounting and job pricing within our 
competitive action file. The level of activity appears to have slowed over the past 
several months probably driven by a combination of rising costs putting more pressure 
on price and more creative use of programs. 

Both Sigma & Star have communicated support of the July 14th price increase although 
Sigma's communication method was much less public or open from what they have 
histoiically done. The Sales team is picking up spotted bianch inputs, mostly in the 
Southeast, of still being able to place orders at the old multipliers, but it will be mid
August until we can make an accurate assessment on the adherence level to published 
pricing 
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ivianufaciuringiinvenioryiOrder Fuifiiimeni 

The inventory balance for fittings continued to fall slightly each month during the 2na 

Quarter and is now within i ,700 tons of the prior year end leveL As of june we have 
terminated our BCH orders and do not anticipate renewing activity until potentially after 
2009. This will reduce supply by 300 tons/month starting in August which will allow us to 
better manage overall inventory levels. Domestic plants will remain on the prior 143 day 
schedule and TXX will remain scheduled for about 15,000 tons annually or 60% of their 
capacity. 

The scaling back of non-domestic supply will cause us to re-Iook at our product 
management for blended shipments which will need to have a higher percentage of 
domestic content. VVith the Disa near cost competitive 'vvith TYv'<, 'vve need to develop an 
analytical mode! to help us optimize the balance between production schedules, 
inventory balances and product costs to determine by product category what our 
shipping mix should be for blended sales. 

Order fulfillment performance or the customer's perception of our relative performance 
IS an area the wiil need more time] attention and resource dollars. Although In general 
our performance on the standard metrics being measured has not degraded, I sincerely 
believe that we have a significant competitive disadvantage in this area. The current 
projects being scoped for feasibility are: product or pallet bar coding; using Elmira as a 
satellite yard; ie-engineering the material placement and process flow within the Tyler 
yard and use of consignment for select location. 

Tyler/Union Integration 

A major step in the integration process was completed the end of June with the 
transition of Union Foundry to ASI (Order entry, Receiving, Scheduling, Inventory 
Control) and MAS 200 (General Ledger, Accounts Payable, Payroll) There are 
certainly issues to be resolved, but in comparison to other system changes I have 
experienced, this one went reasonably well. It is our intent to publish a single Blue 
Book starting v.;ith Ju!y. 

Dashboards 

This executive report included a dashboard format that will allow you to quickly pulse 
performance on eight key metrics that are not readily found in the Blue Book. Please let 
me know if there are different metrics you would like to see in my 3rd Quaiier repOii. 

Sincereiy, 

Rte/c,arl Tat/f(tl!( 
Richard (Rick) Tatman 
VP&GM Tyler/Union 
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The inventory balance for fittings continued to fall slightly each month during the 2na 

Quarter and is now within i ,700 tons of the prior year end leveL As of june we have 
terminated our BCH orders and do not anticipate renewing activity until potentially after 
2009. This will reduce supply by 300 tons/month starting in August which will allow us to 
better manage overall inventory levels. Domestic plants will remain on the prior 143 day 
schedule and TXX will remain scheduled for about 15,000 tons annually or 60% of their 
capacity. 

The scaling back of non-domestic supply will cause us to re-Iook at our product 
management for blended shipments which will need to have a higher percentage of 
domestic content. VVith the Disa near cost competitive 'vvith TYv'<, 'vve need to develop an 
analytical mode! to help us optimize the balance between production schedules, 
inventory balances and product costs to determine by product category what our 
shipping mix should be for blended sales. 

Order fulfillment performance or the customer's perception of our relative performance 
IS an area the wiil need more time] attention and resource dollars. Although In general 
our performance on the standard metrics being measured has not degraded, I sincerely 
believe that we have a significant competitive disadvantage in this area. The current 
projects being scoped for feasibility are: product or pallet bar coding; using Elmira as a 
satellite yard; ie-engineering the material placement and process flow within the Tyler 
yard and use of consignment for select location. 

Tyler/Union Integration 

A major step in the integration process was completed the end of June with the 
transition of Union Foundry to ASI (Order entry, Receiving, Scheduling, Inventory 
Control) and MAS 200 (General Ledger, Accounts Payable, Payroll) There are 
certainly issues to be resolved, but in comparison to other system changes I have 
experienced, this one went reasonably well. It is our intent to publish a single Blue 
Book starting v.;ith Ju!y. 

Dashboards 

This executive report included a dashboard format that will allow you to quickly pulse 
performance on eight key metrics that are not readily found in the Blue Book. Please let 
me know if there are different metrics you would like to see in my 3rd Quaiier repOii. 

Sincereiy, 

Rte/c,arl Tat/f(tl!( 
Richard (Rick) Tatman 
VP&GM Tyler/Union 
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Initital DIFRA Report Summary - Per Revised Reports Variance to Original Data Submitted Share Positions

Total  Tonnage DIFRA McWane % Share Tyler/Union % Share Clow % Share Total  Tonnage Original Data Revised Data Variance McWane Share Original Revised Variance
2006 134,334 73,762 54.9% 71,611 53.3% 2,151 1.6% 2006 134607 134,334 -273 2006 54.8% 54.9% 0.1%
2007 118,953 60,629 51.0% 59,020 49.6% 1,609 1.4% 2007 121087 118,953 -2,134 2007 50.1% 51.0% 0.9%

April YTD 33,550 15,304 45.6% 14,769 44.0% 535 1.6% April YTD 33881 33,550 -331 April YTD 45.2% 45.6% 0.4%

Flanged DIFRA McWane % Share Tyler/Union % Share Clow % Share Flanged Original Data Revised Data Variance
2006 24,349 9,708 39.9% 8,234 33.8% 1,474 6.1% 2006 24374 24,349 -25
2007 21,421 8,270 38.6% 7,647 35.7% 623 2.9% 2007 21829 21,421 -408

April YTD 6,615 2,507 37.9% 2,310 34.9% 197 3.0% April YTD 6643 6,615 -28

Other DIFRA McWane % Share Tyler/Union % Share Clow % Share Other Original Data Revised Data Variance
2006 109,985 64,052 58.2% 63,375 57.6% 677 0.6% 2006 110233 109,985 -248
2007 97,532 52,359 53.7% 51,373 52.7% 986 1.0% 2007 99258 97,532 -1,726

April YTD 26,935 12,796 47.5% 12,458 46.3% 338 1.3% April YTD 27238 26,935 -303

2006 DIFRA McWane % Share Tyler/Union % Share Clow % Share 2006 Original Data Revised Data Variance
2"-12" Flanged 17,626 7,878 44.7% 7,037 39.9% 841 4.8% 2"-12" Flanged 17623 17,626 3

2"-12" Other 85,044 53,616 63.0% 53,276 62.6% 340 0.4% 2"-12" Other 85228 85,044 -184
Total 2" -12" 102,670 61,494 59.9% 60,313 58.7% 1,181 1.2% Total 2" -12" 102851 102,670 -181

0
14"-24" Flanged 5,533 1,593 28.8% 1,136 20.5% 457 8.3% 14"-24" Flanged 5532 5,533 1

14"-24" Other 19,215 9,176 47.8% 8,911 46.4% 265 1.4% 14"-24" Other 19213 19,215 2
Total 14"-24" 24,748 10,769 43.5% 10,047 40.6% 722 2.9% Total 14"-24" 24745 24,748 3

Over 24' Flanged 1,190 237 19.9% 61 5.1% 176 14.8% Over 24' Flanged 1219 1,190 -29
Over 24" Other 5,726 1,260 22.0% 1,188 20.7% 72 1.3% Over 24" Other 5792 5,726 -66
Total Over 24" 6,916 1,497 21.6% 1,249 18.1% 248 3.6% Total Over 24" 7011 6,916 -95

2007 DIFRA McWane % Share Tyler/Union % Share Clow % Share 2007 Original Data Revised Data Variance
2"-12" Flanged 15,477 6,524 42.2% 6,218 40.2% 306 2.0% 2"-12" Flanged 15859 15,477 -382

2"-12" Other 74,870 43,295 57.8% 42,708 57.0% 587 0.8% 2"-12" Other 76539 74,870 -1,669
Total 2" -12" 90,347 49,819 55.1% 48,926 54.2% 893 1.0% Total 2" -12" 92398 90,347 -2,051

14"-24" Flanged 4,875 1,560 32.0% 1,297 26.6% 263 5.4% 14"-24" Flanged 4875 4,875 0
14"-24" Other 17,328 7,817 45.1% 7,521 43.4% 296 1.7% 14"-24" Other 17327 17,328 1
Total 14"-24" 22,203 9,377 42.2% 8,818 39.7% 559 2.5% Total 14"-24" 22202 22,203 1

0 0
Over 24' Flanged 1,069 186 17.4% 132 12.3% 54 5.1% Over 24' Flanged 1095 1,069 -26

Over 24" Other 5,334 1,247 23.4% 1,144 21.4% 103 1.9% Over 24" Other 5392 5,334 -58
Total Over 24" 6,403 1,433 22.4% 1,276 19.9% 157 2.5% Total Over 24" 6487 6,403 -84

April YTD DIFRA McWane % Share Tyler/Union % Share Clow % Share April YTD Original Data Revised Data Variance
2"-12" Flanged 4,618 1,863 40.3% 1,773 38.4% 90 1.9% 2"-12" Flanged 4647 4,618 -29

2"-12" Other 20,171 10,262 50.9% 10,073 49.9% 189 0.9% 2"-12" Other 20449 20,171 -278
Total 2" -12" 24,789 12,125 48.9% 11,846 47.8% 279 1.1% Total 2" -12" 25096 24,789 -307

0
14"-24" Flanged 1,624 574 35.3% 494 30.4% 80 4.9% 14"-24" Flanged 1625 1,624 -1

14"-24" Other 5,111 2,098 41.0% 1,976 38.7% 122 2.4% 14"-24" Other 5113 5,111 -2
Total 14"-24" 6,735 2,672 39.7% 2,470 36.7% 202 3.0% Total 14"-24" 6738 6,735 -3

0
Over 24' Flanged 373 70 18.8% 43 11.5% 27 7.2% Over 24' Flanged 371 373 2

Over 24" Other 1,653 436 26.4% 409 24.7% 27 1.6% Over 24" Other 1676 1,653 -23
Total Over 24" 2,026 506 25.0% 452 22.3% 54 2.7% Total Over 24" 2047 2,026 -21
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From: 
Sent: 

Rick Tatman [rtatman@tylerunion.com] 
Wednesday, April 16, 2008 5:09 PM 

To: Walton,Thomas (McWane Sr. Vice President): McCullough, Leon (McWane Executive Vice 
Pfesiderrl) 

Subject: Tyler/Union Quarterly Report 
Attachments: 1 Q 2008 Fittings Dashboard.ppt; 1 Q 2008 TylerUnion EXecutive Summary.doc 

I wanted to put out this quarterly report to supplement the normal inlonnation published in the Blue Books. 

The attached Dashboard file graphically tracks some of the key metrics I look at and can quickly give you a pulse on the 
business. 

If needed, the attached written report goes into more detail. 

If you find these 01 value I'll keep putting them out on a quarterly basis. 

VP&GM Tyler/Union 
McWane WatelWorks Fittings Division 
(903) 882-240 
rtatman@tylerunion.com 
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From: 
Sent: 

Rick Tatman [rtatman@tylerunion.com] 
Wednesday, April 16, 2008 5:09 PM 

To: Walton,Thomas (McWane Sr. Vice President): McCullough, Leon (McWane Executive Vice 
Pfesiderrl) 

Subject: Tyler/Union Quarterly Report 
Attachments: 1 Q 2008 Fittings Dashboard.ppt; 1 Q 2008 TylerUnion EXecutive Summary.doc 

I wanted to put out this quarterly report to supplement the normal inlonnation published in the Blue Books. 

The attached Dashboard file graphically tracks some of the key metrics I look at and can quickly give you a pulse on the 
business. 

If needed, the attached written report goes into more detail. 

If you find these 01 value I'll keep putting them out on a quarterly basis. 

VP&GM Tyler/Union 
McWane WatelWorks Fittings Division 
(903) 882-240 
rtatman@tylerunion.com 
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Fittings vs VMA & DIPRA
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Order Mix (by Order Count) 

41% 41% 41% 43% 42% 40%

59% 59% 59% 57% 58% 60%

'06 '07 YTD Jan Feb Mar

Domestic Blended

% Domestic Product in Blended Order Shipments 

17.2%

9.4%

18.3%
22.1%

62.0%

'07 YTD Jan Feb Mar

Total Melt Material ($/ton)

$648

$481

$463

$300

$350

$400

$450

$500

$550

$600

$650

$700

'06 '07 Jan Feb Mar

TXX Tyler Union

Disa '06 '07 YTD
Good Tons/hr 4.2 5.5 6.5
Scrap 1.8% 1.4% 1.4%
Downtime 19.6% 13.7% 9.6%
Lbs per Mold 35 37 50

B1 '06 '07 YTD
Good Tons/hr 1.3 1.4 1.2
Scrap 10.9% 12.5% 16.9%
Downtime 23.0% 16.4% 18.1%
Lbs per Mold 605 625 633

Impact '06 '07 YTD
Good Tons/hr 8.4 9.8 9.7
Scrap 2.8% 1.2% 1.5%
Downtime 14.3% 9.0% 7.6%
Lbs per Mold 197 212 212

Expecting the Spread
With TXX to collapse 

~$100 after April

Target
Range

Shift to
Larger
Fittings
from
Historical
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Tyler/Union 
Executive Report for 1st Quarter 2008 

Financial Performance 

Per reserve income of $4.6M was up $2.1 M compared to 1st Quarter 2007, despite 
revenues being down 24% and Idle Plant charges of $1.5M. Change in 
performance 'vvas driven by a 9.3 point improvement in gross profits coupled 'vvith 
an inventory revaluation of $4.1 M which was $1.1 M incremental. The gross profit 
improvement was primarily driven by two factors: a lower percentage of higher 
cost domestic fittings shipped against blended sales; and valve boxes turning from 
negative to positive margin business with the introduction of the sourced product 
and price actions on domestic orders. Pending any unforeseen changes, an 
addiiionai $1.6ivl of inveniory vaiuaiion remains io be booked ai year-end. 

SaiesiMarketiCompetitive Environment 

Sales volume on fittings continues to be a growing concern. When measured 
against both VMA and DIPRA data, we have given up significant share during the 
first quarter with fitting tonnage lagging VMA unit volume by 14 points. 

Of our major accounts, TDG is down 54% followed by HDS down 34%, WinWater 
down 23% and Ferguson down 16%. Sigma was officially out of the TDG program 
for 2007, so the high erosion in TDG's volume may be due to members re
supporting Sigma this year. 

Ferguson outpacing the general market is enhanced by Newport News actively 
working with branches to hit one of the higher rebate tiers within their program that 
expires May 31 st VVe v'/i!! have to be very careful in the structure of our next 
program that it doesn't allow Ferguson to shift tonnage back for the balance of the 
year to hit Sigrna's calendar year based incentive points. 

Based upon our competitive feedback log, the level of multiplier discounting by 
boih Siar and Sigma appears io have died down significaniiy. As we undersiand ii, 
both have removed pricing authority from the front line sales team and pushed it up 
higher within their organizations Discounting is still available, but it now requires a 
more structured decision process. In an effort to dnve some VOlume, they also 
botr-l seieciiveiy t-lonored prior job pricing beyond U-leir pubiist-led iviarcr-I 1 st cut-off 
date. Our hard stance on that date certainly appears to have cost us some short 
term tonnage. 

Somewhat off-setting the higher degree of price stabilization is greater flexibility 
with extending terms. Several confirmed inputs have terms ranging from 
(1.5% 75days) to (2% 90 days) available to select accounts. HD Supply is at 
(1.5% 90 days) with Star and (2% 75 days) with Sigma, while Sigma has Mainline 
at (2% 90days). 
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Tyler/Union 
Executive Report for 1st Quarter 2008 

Financial Performance 

Per reserve income of $4.6M was up $2.1 M compared to 1st Quarter 2007, despite 
revenues being down 24% and Idle Plant charges of $1.5M. Change in 
performance 'vvas driven by a 9.3 point improvement in gross profits coupled 'vvith 
an inventory revaluation of $4.1 M which was $1.1 M incremental. The gross profit 
improvement was primarily driven by two factors: a lower percentage of higher 
cost domestic fittings shipped against blended sales; and valve boxes turning from 
negative to positive margin business with the introduction of the sourced product 
and price actions on domestic orders. Pending any unforeseen changes, an 
addiiionai $1.6ivl of inveniory vaiuaiion remains io be booked ai year-end. 

SaiesiMarketiCompetitive Environment 

Sales volume on fittings continues to be a growing concern. When measured 
against both VMA and DIPRA data, we have given up significant share during the 
first quarter with fitting tonnage lagging VMA unit volume by 14 points. 

Of our major accounts, TDG is down 54% followed by HDS down 34%, WinWater 
down 23% and Ferguson down 16%. Sigma was officially out of the TDG program 
for 2007, so the high erosion in TDG's volume may be due to members re
supporting Sigma this year. 

Ferguson outpacing the general market is enhanced by Newport News actively 
working with branches to hit one of the higher rebate tiers within their program that 
expires May 31 st VVe v'/i!! have to be very careful in the structure of our next 
program that it doesn't allow Ferguson to shift tonnage back for the balance of the 
year to hit Sigrna's calendar year based incentive points. 

Based upon our competitive feedback log, the level of multiplier discounting by 
boih Siar and Sigma appears io have died down significaniiy. As we undersiand ii, 
both have removed pricing authority from the front line sales team and pushed it up 
higher within their organizations Discounting is still available, but it now requires a 
more structured decision process. In an effort to dnve some VOlume, they also 
botr-l seieciiveiy t-lonored prior job pricing beyond U-leir pubiist-led iviarcr-I 1 st cut-off 
date. Our hard stance on that date certainly appears to have cost us some short 
term tonnage. 

Somewhat off-setting the higher degree of price stabilization is greater flexibility 
with extending terms. Several confirmed inputs have terms ranging from 
(1.5% 75days) to (2% 90 days) available to select accounts. HD Supply is at 
(1.5% 90 days) with Star and (2% 75 days) with Sigma, while Sigma has Mainline 
at (2% 90days). 
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With costs continuing to rise in China, Sigma has recently been putting out feelers 
on executing another price increase. Their communications appear to be testing 
our acceptance or resistance to supporting their prior announced then retracted 
January list price increase. With a nominal increase of about 25%, I don't believe 
that pricing can be supported in the market with any discipline, especially coupled 
with the February multiplier increases in the 7% range. ! am pretty sure they 
understand our published position on supporting a list price change, so I suspect 
they will instead put out a multiplier increase sometime in May. 

Manufacturing/Inventory 

Inventory for fittings grew almost 3,700 tons during the quarter despite extensive 
idle days at both the Tyler and Union plants. For the year we currently have both 
Tyler and Union scheduled for only 144 produciion days wiih 10 hours per shift. 
Under that domestic production and our scaled back non-domestic supply plan we 
could hold inventory levels flat with sales down 18% from last year. 

Our original plan to reduce inventory by 5,000 tons doesn't appear to be viable at 
this point without taking more drastic actions. We will take a hard assessment of 
our sales forecast after the close of May and take appropriate actions to achieve 
the required year end inventory targets. 

One potential action would be to scale back or eliminate the 300 tons we are 
sourcing from BCH per month Aside from the impact to that already strained 
relationship, a reduction in BCH tonnage would force us to shift higher priced 
Impact product within blended sales to keep our inventory mix within balance. This 
of course would have a corresponding negative impact on gross profits. !t is 
probably worth noting under a normal (2006) selling volume environment, our 
company owned capacity with the GFD off-line would be about 10,000 tons short of 
demand. This assumes two shifts for Disa production and single shifts for both the 
Impact and B1. 

To date the GFD shutdown and pattern transition has gone very' well. The Impact 
has been able to absorb about 20 patterns per week without a noticeable 
degradation in performance metncs. 

As a result of the integration we are starting to see much more cost effective 
production planning in regards to which items are scheduled on each machine and 
how our iiem mix for non-domesiic orders is deiermined. Having one person 
responsible for scheduling and inventory management for the entire business 
certainly appears to be the correct structure. 
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With costs continuing to rise in China, Sigma has recently been putting out feelers 
on executing another price increase. Their communications appear to be testing 
our acceptance or resistance to supporting their prior announced then retracted 
January list price increase. With a nominal increase of about 25%, I don't believe 
that pricing can be supported in the market with any discipline, especially coupled 
with the February multiplier increases in the 7% range. ! am pretty sure they 
understand our published position on supporting a list price change, so I suspect 
they will instead put out a multiplier increase sometime in May. 

Manufacturing/Inventory 

Inventory for fittings grew almost 3,700 tons during the quarter despite extensive 
idle days at both the Tyler and Union plants. For the year we currently have both 
Tyler and Union scheduled for only 144 produciion days wiih 10 hours per shift. 
Under that domestic production and our scaled back non-domestic supply plan we 
could hold inventory levels flat with sales down 18% from last year. 

Our original plan to reduce inventory by 5,000 tons doesn't appear to be viable at 
this point without taking more drastic actions. We will take a hard assessment of 
our sales forecast after the close of May and take appropriate actions to achieve 
the required year end inventory targets. 

One potential action would be to scale back or eliminate the 300 tons we are 
sourcing from BCH per month Aside from the impact to that already strained 
relationship, a reduction in BCH tonnage would force us to shift higher priced 
Impact product within blended sales to keep our inventory mix within balance. This 
of course would have a corresponding negative impact on gross profits. !t is 
probably worth noting under a normal (2006) selling volume environment, our 
company owned capacity with the GFD off-line would be about 10,000 tons short of 
demand. This assumes two shifts for Disa production and single shifts for both the 
Impact and B1. 

To date the GFD shutdown and pattern transition has gone very' well. The Impact 
has been able to absorb about 20 patterns per week without a noticeable 
degradation in performance metncs. 

As a result of the integration we are starting to see much more cost effective 
production planning in regards to which items are scheduled on each machine and 
how our iiem mix for non-domesiic orders is deiermined. Having one person 
responsible for scheduling and inventory management for the entire business 
certainly appears to be the correct structure. 
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Tyler/Union Inte~ration 

As discussed prior, we are fundamentally integrating Ty!er and Union into a single 
Tyler/Union business with the plants acting as cost centers rather than profit 
centers. This is essentially being done to drive operational efficiencies and 
improve service levels now that neither plant produces a full product !ine. The 
major task items involved are as follows: 

../ Customer Service Realignment 
• Branding: 

"' New Logo 
v' New website www.tyierunion.com Check it oui! 

• System Integration 
o ASI (Order entry, Receiving, Scheduling, Inventory Control) 
o MAS 200 (General Ledger, Accounts Payable, Payroll) 
o Kronos (Time Keeping) 

A cross functional team staffed by personnel from both Tyler and Anniston has 
been meeting weekly since last October. The Customer Service Realignment and 
Branding tasks have been completed so the team is now focusing on execution of 
the System Integration. We had originally planned to integrate the ASI and MAS 
systems at separate times. but the team's consensus was to integrate both 
systems together which pushed the target date out until June to accommodate the 
required expanded training scope. 

Although it was not the primary intention of the business integration, once 
completed we will have expanded opportunities to reduce base costs through 
consolidation of like tasks or have greater flexibility to address the pending issues 
associated with a high percentage of employees reaching retirement age within the 
next five years. 

Dashboards 

As part of this executive report I have included a dashboard format that will allow 
you to quickly pulse our performance on eight key metrics. Those particular 
metrics are items that I track trlat aren't necessarily reported within the Blue Book 
format. Please let me know if there are different metrics you would rather see and 
I can make the change in my next report. 

Sincerely, 

IftC,~a.,~' Tat-mal( 
Richard (Rick) Tatman 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-240 
rtatman@tylerunion.com 
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Tyler/Union Inte~ration 

As discussed prior, we are fundamentally integrating Ty!er and Union into a single 
Tyler/Union business with the plants acting as cost centers rather than profit 
centers. This is essentially being done to drive operational efficiencies and 
improve service levels now that neither plant produces a full product !ine. The 
major task items involved are as follows: 

../ Customer Service Realignment 
• Branding: 

"' New Logo 
v' New website www.tyierunion.com Check it oui! 

• System Integration 
o ASI (Order entry, Receiving, Scheduling, Inventory Control) 
o MAS 200 (General Ledger, Accounts Payable, Payroll) 
o Kronos (Time Keeping) 

A cross functional team staffed by personnel from both Tyler and Anniston has 
been meeting weekly since last October. The Customer Service Realignment and 
Branding tasks have been completed so the team is now focusing on execution of 
the System Integration. We had originally planned to integrate the ASI and MAS 
systems at separate times. but the team's consensus was to integrate both 
systems together which pushed the target date out until June to accommodate the 
required expanded training scope. 

Although it was not the primary intention of the business integration, once 
completed we will have expanded opportunities to reduce base costs through 
consolidation of like tasks or have greater flexibility to address the pending issues 
associated with a high percentage of employees reaching retirement age within the 
next five years. 

Dashboards 

As part of this executive report I have included a dashboard format that will allow 
you to quickly pulse our performance on eight key metrics. Those particular 
metrics are items that I track trlat aren't necessarily reported within the Blue Book 
format. Please let me know if there are different metrics you would rather see and 
I can make the change in my next report. 

Sincerely, 

IftC,~a.,~' Tat-mal( 
Richard (Rick) Tatman 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-240 
rtatman@tylerunion.com 
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From: Rick Tatman IRTatman@TylerPipe.coml 
Wednesday. January 30, 20084:53 PM Sent: 

To: McCullough, Leon (McWane Executive Vice President): Walton, Thomas (McWane Sr. Vice 
Pfesiderrl) 

Subject: Advantages and Disadvantages of selling Disa items to Sigma 

As requested. We can discuss as needed. 

Potential Advantages: 

1. Awareness within Sigma that our costs on the Disa are competitive with China. There is a theory that our ability 
to stabilize the mar'.,;:et is tied to our competitor's perception of our cost structure and our ability to sustain 
aggressive pricing if our share position is threatened. 

2. Perception in the marketplace that our Disa costs are competitive \rvith China. I believe this was Ruffner's 
comment "The more distribution and end users know that they are using our production capacity, the more they 
will be know that the arbitrage opportunity is gone." 

3. Our inventory on Disa items is very high and we're struggling to load the schedule. Putting the right patterns in 
China will help solve the problem over time, but for the remainder of the year it will be a struggle to load the 
schedule even with the GFD dov<in. 

4. The proposed pricing is above our variable costs so the tonnage would absorb a portion of the fixed plant costs 
making a positive impact to the bottom line. 

5. Being able to load the Disa's schedule with more long run items should have a positive impact on its operating 
peliormance. 

Potential Disadvantages: 

1. Risk that Sigma could sell the product to fill Domestic Only stocking orders which would result in both a loss of 
sale and margin for Tyler!Union 

2. Risk that Sigma would leverage A1 to lower prices and thereby improving their overall COGS position 
3. If Sigma has the perception that their cost advantage is gone, will that accelerate their desire to shift sourcing to 

lower cost regions such as Vietnam? 
4. Perception within Star that Sigma and McWane are teaming up. It may be more difficult for them to support 

stability if something plays on their old fear that McWane wants to drive them out of business 
5. Pricing proposed supports some coverage of Fixed costs ....... but there's not enough $ in there to absorb any 

field claims. 

Cost Inputs: 

1. I just received the actual Jan numbers on Coke and Pig which show additional inflation over Dec. The updated 
estimate on Sigma's landed cost from AI is $1 ,252/ton 

2. Jerry estimates the Disa cost on these "A" items to be: $1,249!ton of which $1,104 is variable and S235 is fixed. 
3. Freight costs from Anniston to Sigma's yards are going to run $40 to $140!ton depending upon location. As such 

'.,"le probably \rvon't be shipping any product west of Kansas City. 

Victor, 

For your consideration I'd like to propose providing Sigma with 3" - 8" Ductile Iron Waterworks fittings @ 
$1,220 per ton FOB Anniston, AL. Terms \vou!d be 30 days net \vith no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma branding, we' d limit the availability to the 
top 12-20 items and require a substantial minimum volume commitment. 
There are probably other commercial or legal issues I'd need to check on prior to being able to make a tirm 
commitment. Prior to going through that exercise, 1'd like to recei ve your feedback on the conditions above. 
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From: Rick Tatman IRTatman@TylerPipe.coml 
Wednesday. January 30, 20084:53 PM Sent: 

To: McCullough, Leon (McWane Executive Vice President): Walton, Thomas (McWane Sr. Vice 
Pfesiderrl) 

Subject: Advantages and Disadvantages of selling Disa items to Sigma 

As requested. We can discuss as needed. 

Potential Advantages: 

1. Awareness within Sigma that our costs on the Disa are competitive with China. There is a theory that our ability 
to stabilize the mar'.,;:et is tied to our competitor's perception of our cost structure and our ability to sustain 
aggressive pricing if our share position is threatened. 

2. Perception in the marketplace that our Disa costs are competitive \rvith China. I believe this was Ruffner's 
comment "The more distribution and end users know that they are using our production capacity, the more they 
will be know that the arbitrage opportunity is gone." 

3. Our inventory on Disa items is very high and we're struggling to load the schedule. Putting the right patterns in 
China will help solve the problem over time, but for the remainder of the year it will be a struggle to load the 
schedule even with the GFD dov<in. 

4. The proposed pricing is above our variable costs so the tonnage would absorb a portion of the fixed plant costs 
making a positive impact to the bottom line. 

5. Being able to load the Disa's schedule with more long run items should have a positive impact on its operating 
peliormance. 

Potential Disadvantages: 

1. Risk that Sigma could sell the product to fill Domestic Only stocking orders which would result in both a loss of 
sale and margin for Tyler!Union 

2. Risk that Sigma would leverage A1 to lower prices and thereby improving their overall COGS position 
3. If Sigma has the perception that their cost advantage is gone, will that accelerate their desire to shift sourcing to 

lower cost regions such as Vietnam? 
4. Perception within Star that Sigma and McWane are teaming up. It may be more difficult for them to support 

stability if something plays on their old fear that McWane wants to drive them out of business 
5. Pricing proposed supports some coverage of Fixed costs ....... but there's not enough $ in there to absorb any 

field claims. 

Cost Inputs: 

1. I just received the actual Jan numbers on Coke and Pig which show additional inflation over Dec. The updated 
estimate on Sigma's landed cost from AI is $1 ,252/ton 

2. Jerry estimates the Disa cost on these "A" items to be: $1,249!ton of which $1,104 is variable and S235 is fixed. 
3. Freight costs from Anniston to Sigma's yards are going to run $40 to $140!ton depending upon location. As such 

'.,"le probably \rvon't be shipping any product west of Kansas City. 

Victor, 

For your consideration I'd like to propose providing Sigma with 3" - 8" Ductile Iron Waterworks fittings @ 
$1,220 per ton FOB Anniston, AL. Terms \vou!d be 30 days net \vith no discounts allowed. 

As some tooling modifications are required to incorporate the Sigma branding, we' d limit the availability to the 
top 12-20 items and require a substantial minimum volume commitment. 
There are probably other commercial or legal issues I'd need to check on prior to being able to make a tirm 
commitment. Prior to going through that exercise, 1'd like to recei ve your feedback on the conditions above. 
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Regards, 

~(~/7_ 

VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

No virus found in tiris outgoing message. 
Che~ked by A VG Free Edilion. 
Version: 7.5.5161 Virus Database: 269.19.15/1249 - Release Date: 112911008 9:51 AM 

No virus fOllnd in this outgoing message. 
Checked by A VG Free Edition. 
Version: 7.5.5161 Virus Dalabase: 269.19.15/1249 - Release Dale: 112911008 9:51 AM 

No virus found in tiris inconring message. 
Checked by A VG free TIditiOll. 
Version: 7.5.5161 Vmls Database: 269.19.16/1251 - Release Date: 113012008 9:29 AM 

No vims found in this outgoing message. 
Checked by A VG Free Edition. 
Version: 7.5.5161 Virus Database: 269.19.1611251 - Release Date: 113011008 9:19 AM 
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Regards, 

~(~/7_ 

VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 

No virus found in tiris outgoing message. 
Che~ked by A VG Free Edilion. 
Version: 7.5.5161 Virus Database: 269.19.15/1249 - Release Date: 112911008 9:51 AM 

No virus fOllnd in this outgoing message. 
Checked by A VG Free Edition. 
Version: 7.5.5161 Virus Dalabase: 269.19.15/1249 - Release Dale: 112911008 9:51 AM 

No virus found in tiris inconring message. 
Checked by A VG free TIditiOll. 
Version: 7.5.5161 Vmls Database: 269.19.16/1251 - Release Date: 113012008 9:29 AM 

No vims found in this outgoing message. 
Checked by A VG Free Edition. 
Version: 7.5.5161 Virus Database: 269.19.1611251 - Release Date: 113011008 9:19 AM 
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From: 
Sent: 

Rick Tatman [RTatman@TylerPipe.com[ 
Thursday, January 31,20085:23 PM 

To: McCullough, Leon (McWane Executive Vice President): Walton, Thomas (McWane Sr. Vice 
Pfesiderrl) 

Subject: Star following Tyler Maps 

Per the e-mail chain below Star is following the Tyler Multiplier Maps also effective Feb 
18th. Also note comment on NO UTILITY PROJECT PRICING NATION WIDE that was sent to HDS 
regional reps. The proof will be if they actually hold to what they say. 

Note that Star has our actual Maps which isn't a bad thing. 

We heard a similar announcement is out from Sigma but we've yet to receive a copy. 

From: Bud Leider 
Sent: ~'Jednesday) January 30) 2008 1: 18 PM 
To: 'Rob. Hixon@HDSUPPLY.com'; 'don. taylor@hdsupply.com' 
Subject: H~: Tyler Map Import/Blended Multipliers 

FYI, 

Star is raIsIng or matching all fitting numbers to match Tyler effective Feb 18th. 
Accessories will not always follow map in some markets where there are bolt only producers 
selling at lower numbers. NO UTILITY PROJECT PRICING NATION WIDE. 

Bud Leider 281 794 1585 

From: Matt Minamyer 
Sent: Tuesday, January 2.9) 2008 10:18 .ltlV] 
To: Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Cc: Dan McCutcheon; Pam Garey 
Subject: FW: Tyler Map Import/Blended Multipliers 

Make sure you notice that there are two maps. One for blended fittings and one for 
accessories. 

From: Pete Lisowski 
S!:!nt: I .... iorrudy, JdrJudr'y 2.8, 2.008 7: 37 Pivi 
To: Matt Minamyer 
Cc: Dan McCutcheonj Bud Leiderj Shaun Smith; Ramon Prado; Michael Berry 
Subject: Tyler Map Import/Blended Multipliers 

Peter L. Lisowski 
Northeast Division Manager 
cell: 713-416-4658 
office: 338-343-6953 
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From: 
Sent: 

Rick Tatman [RTatman@TylerPipe.com[ 
Thursday, January 31,20085:23 PM 

To: McCullough, Leon (McWane Executive Vice President): Walton, Thomas (McWane Sr. Vice 
Pfesiderrl) 

Subject: Star following Tyler Maps 

Per the e-mail chain below Star is following the Tyler Multiplier Maps also effective Feb 
18th. Also note comment on NO UTILITY PROJECT PRICING NATION WIDE that was sent to HDS 
regional reps. The proof will be if they actually hold to what they say. 

Note that Star has our actual Maps which isn't a bad thing. 

We heard a similar announcement is out from Sigma but we've yet to receive a copy. 

From: Bud Leider 
Sent: ~'Jednesday) January 30) 2008 1: 18 PM 
To: 'Rob. Hixon@HDSUPPLY.com'; 'don. taylor@hdsupply.com' 
Subject: H~: Tyler Map Import/Blended Multipliers 

FYI, 

Star is raIsIng or matching all fitting numbers to match Tyler effective Feb 18th. 
Accessories will not always follow map in some markets where there are bolt only producers 
selling at lower numbers. NO UTILITY PROJECT PRICING NATION WIDE. 

Bud Leider 281 794 1585 

From: Matt Minamyer 
Sent: Tuesday, January 2.9) 2008 10:18 .ltlV] 
To: Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Cc: Dan McCutcheon; Pam Garey 
Subject: FW: Tyler Map Import/Blended Multipliers 

Make sure you notice that there are two maps. One for blended fittings and one for 
accessories. 

From: Pete Lisowski 
S!:!nt: I .... iorrudy, JdrJudr'y 2.8, 2.008 7: 37 Pivi 
To: Matt Minamyer 
Cc: Dan McCutcheonj Bud Leiderj Shaun Smith; Ramon Prado; Michael Berry 
Subject: Tyler Map Import/Blended Multipliers 

Peter L. Lisowski 
Northeast Division Manager 
cell: 713-416-4658 
office: 338-343-6953 
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fax: 330-602-4632 
email: petel@starpipeprodLlcts.com 

No virus found in this incoming message. 
Checked by AVG Free Edition. 
Version: 7.5.516 / Virus Database: 269.19.17/1253 - Release Date: 1/31(2008 
9:09 AM 

i\io vir-us found in this outgoing message. 
Checked by AVG Free Edition. 
Version: 7.5.516 / Virus Database: 269.19.17/1253 - Release Date: 1/31/2008 
9:09 .4M 
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fax: 330-602-4632 
email: petel@starpipeprodLlcts.com 

No virus found in this incoming message. 
Checked by AVG Free Edition. 
Version: 7.5.516 / Virus Database: 269.19.17/1253 - Release Date: 1/31(2008 
9:09 AM 

i\io vir-us found in this outgoing message. 
Checked by AVG Free Edition. 
Version: 7.5.516 / Virus Database: 269.19.17/1253 - Release Date: 1/31/2008 
9:09 .4M 
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From: 
Sent: 
To: 
SubjeGt: 

Leon, 

For your infonnation. 

VP&GM Tyler/Union 

Rick Tatman [rtatman@tylerunion.coml 
Wednesday, February 27, 2008 4:36 PM 
McCullough, Leon (McWane Executive Vice President) 
F'vV: RST Response on T 'NO things 

McWane Waterworks Fittings Division 
(903) 882-240 
...J.~~~~~=-I •• I~~ •• ~;~~ ~~~ 
~_~~~~_!_~~_~L\.I;Y~J_~~!_~_'_L'Y~!_,~~L!_' 

From: Ruffner Page [m9jitQ;Jl)_gg~@m~_~i~mJ~_,!;:Qml 
Sent: VI!ednesday, February 27,20089:14 ,1l,M 
To: <rtatman@tyierunion.com> 
Subject: Re: RST Response on Two things 

Great and understand. Let me know about the Consolidated contact step by step so [ can report to Phillip. [ will 
see you at TXX next \veek? 

On Feb 26, 200g, at 11 :30 Pl\1, "!tick Tatman" <rtlltman((i\tvlelunion.com> "\vrote: 

Ruffner, 

I don't believe Sigma 'will pursue the titting option at this point. Our 
quole should ltave been \'Cry dose 10 "vhal ''lie believe lheir cum;nl hmded 
costs are. For a cost neulral situation the), probably wouldn't disrupt 
lheir currelll supply ba~e. Hm\'e\er, supplyillg iltal qUOle shouhl reillforce 
the point that with lhe DTSA and our TXX facility we're in a very different 
compeiiiive cost game than \vhat they've been used io with us. 

We are in active discussions in regard LO supplying Glands oIT the DlSA and 
have sent some evalualion samples. Their interest appears lo be genuine and 
Glands doesn't pose the issue Fittings had ,\'ith being re-sold into Domestic 
Spec appiicalions. 1 O\ve lhem a Gland quole when 1 geL back. Thomas and 1 
need to spend some lime on what Ulalnumber should be after I oblain some 
additional cost data from TXX as a reference. 

I'll take any sales lead I can get these days so \ye'll be sure to make 
contact with Consolidated. 

Regards, 

Richard (Rick) Tatman 
VP&GM TylerlUnion 
McWanc Watcnyorks Fittings Diyision 
(903) SS2-240 

!L<Hnmn([{t\'.I~Xl!m9JU;_Qm 

-----OriginaJ Messagc-----
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From: 
Sent: 
To: 
SubjeGt: 

Leon, 

For your infonnation. 

VP&GM Tyler/Union 

Rick Tatman [rtatman@tylerunion.coml 
Wednesday, February 27, 2008 4:36 PM 
McCullough, Leon (McWane Executive Vice President) 
F'vV: RST Response on T 'NO things 

McWane Waterworks Fittings Division 
(903) 882-240 
...J.~~~~~=-I •• I~~ •• ~;~~ ~~~ 
~_~~~~_!_~~_~L\.I;Y~J_~~!_~_'_L'Y~!_,~~L!_' 

From: Ruffner Page [m9jitQ;Jl)_gg~@m~_~i~mJ~_,!;:Qml 
Sent: VI!ednesday, February 27,20089:14 ,1l,M 
To: <rtatman@tyierunion.com> 
Subject: Re: RST Response on Two things 

Great and understand. Let me know about the Consolidated contact step by step so [ can report to Phillip. [ will 
see you at TXX next \veek? 

On Feb 26, 200g, at 11 :30 Pl\1, "!tick Tatman" <rtlltman((i\tvlelunion.com> "\vrote: 

Ruffner, 

I don't believe Sigma 'will pursue the titting option at this point. Our 
quole should ltave been \'Cry dose 10 "vhal ''lie believe lheir cum;nl hmded 
costs are. For a cost neulral situation the), probably wouldn't disrupt 
lheir currelll supply ba~e. Hm\'e\er, supplyillg iltal qUOle shouhl reillforce 
the point that with lhe DTSA and our TXX facility we're in a very different 
compeiiiive cost game than \vhat they've been used io with us. 

We are in active discussions in regard LO supplying Glands oIT the DlSA and 
have sent some evalualion samples. Their interest appears lo be genuine and 
Glands doesn't pose the issue Fittings had ,\'ith being re-sold into Domestic 
Spec appiicalions. 1 O\ve lhem a Gland quole when 1 geL back. Thomas and 1 
need to spend some lime on what Ulalnumber should be after I oblain some 
additional cost data from TXX as a reference. 

I'll take any sales lead I can get these days so \ye'll be sure to make 
contact with Consolidated. 

Regards, 

Richard (Rick) Tatman 
VP&GM TylerlUnion 
McWanc Watcnyorks Fittings Diyision 
(903) SS2-240 

!L<Hnmn([{t\'.I~Xl!m9JU;_Qm 

-----OriginaJ Messagc-----
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SelH: Monday, February 25, 2008 6:47 PM 
To: n£!JJX!;Itt(Lt~J~miI1~_com 
Cc: t\yalt011ld,mh-valve.com 
Subject: nvo things 

RIck, 

Hope your lrawb as going well. 

T need ),01lr rollow up on the qllot<ltion \ve g<lve Sigma Are they interested? 
Volume? 

PJlIIIIp penodlcally mns II1tO onc of owncrs of Consolidatcd, a distnbutor 
based in Bhm that has offices in Nashville and SouUleasL TIley buy McWane 
pipe but have been a filling imporler for years. Hm'i-'ard Kerr, the mVller we 
know, said for someone to can on his ne\\' President (name unknown) of 
Consolidated to discuss s'ivitching back to Tylcrffinion. May bc a ",ild goose 
chase hut I need you to ha\'e someone make the sales call and report hack to 
me how it went. 

Thanks and look forward to seeing you at TXX 

R 

Confidential McWane-002444 
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SelH: Monday, February 25, 2008 6:47 PM 
To: n£!JJX!;Itt(Lt~J~miI1~_com 
Cc: t\yalt011ld,mh-valve.com 
Subject: nvo things 

RIck, 

Hope your lrawb as going well. 

T need ),01lr rollow up on the qllot<ltion \ve g<lve Sigma Are they interested? 
Volume? 

PJlIIIIp penodlcally mns II1tO onc of owncrs of Consolidatcd, a distnbutor 
based in Bhm that has offices in Nashville and SouUleasL TIley buy McWane 
pipe but have been a filling imporler for years. Hm'i-'ard Kerr, the mVller we 
know, said for someone to can on his ne\\' President (name unknown) of 
Consolidated to discuss s'ivitching back to Tylcrffinion. May bc a ",ild goose 
chase hut I need you to ha\'e someone make the sales call and report hack to 
me how it went. 

Thanks and look forward to seeing you at TXX 

R 
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From: 
Sent: 

To: 

Cc: 

SUb.ject: 

Attach: 

Butch, 

Rick Tatman <rtatman@tylerunion.com> 

Tuesday, June 17, 2008 6:26 PM 
butch_doane@ferguson_com 

Bill. Thees@ferguson.com 

TyierlTJnion July 14th Price annoucement 

Util Mult Map-BLENDED-7-14-08.pdf; TylerUnion price announcement July 14 -
FELdac. l!til Mult Map-ACCESSORIES-7-14-08pdf 

Per the attached documents we are announcing a price increase effective July 14th. 

Individual letters are being sent to the branches, but I wanted to provide you with an overall view for the entire market. 

The increase is significantly smaller than '¥vhat I believe others have proposed, but ';Ne believe this level is rational given all 
factors considered. 

I'!! try to cal! tomorrow to address any questions. 

Regards, 

VP&CH\1 -tyler/Union 
Mc\l\lane V'laterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tylerunion.com 

Confidential TU-FTC-0010081 
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From: 
Sent: 

To: 

Cc: 

SUb.ject: 

Attach: 

Butch, 

Rick Tatman <rtatman@tylerunion.com> 

Tuesday, June 17, 2008 6:26 PM 
butch_doane@ferguson_com 

Bill. Thees@ferguson.com 

TyierlTJnion July 14th Price annoucement 

Util Mult Map-BLENDED-7-14-08.pdf; TylerUnion price announcement July 14 -
FELdac. l!til Mult Map-ACCESSORIES-7-14-08pdf 

Per the attached documents we are announcing a price increase effective July 14th. 

Individual letters are being sent to the branches, but I wanted to provide you with an overall view for the entire market. 

The increase is significantly smaller than '¥vhat I believe others have proposed, but ';Ne believe this level is rational given all 
factors considered. 

I'!! try to cal! tomorrow to address any questions. 

Regards, 

VP&CH\1 -tyler/Union 
Mc\l\lane V'laterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunion.com 
www.tylerunion.com 
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I YLER UNION® 
'4lMaiHty Watet-wort~S Pi(©d~cf$ 

June 17, 2008 

iVlr. Butch Doane 
Manager of Sourcing - Ferguson Waterworks 
12500 Jefferson Avenue 
Newport News VA 23602 

RE" July 14, 2008 Price Change for Utility Fittings and Accessories 

Dear Butch, 

As per our prior letter of May 7, 2007, we will increase pricing effective July 14, 2008 by 
adjusting muitipiiers from our List Price, LP-5072. 

The attached maps dispiay the specific reglonai muitipiiers for Biended Fittings, and 
Accessories that will be applicable to your purchases. Letters confirming the new 
region specific multipliers will distributed to the branches by June 18, 2008 The 
weighted average increase on Blended Fittings and Accessories is approximately 8%, 
while the increase on Domestic Fittings is significantly less, re-affirming our commitment 
to support Domestic specifications. 

All annual municipal bid contracts 'wvill be honored per the terms of the contract. Jobs 
quoted prior to today's announcenlent wiH be honored trlfough Ju!y 31 , 2008, provided 
that (1) no shipping restrictions apply and (2) aii required job documentation is supplied 
to your iocai TyieriUnion saies representative by juiy 25, 2008. 

This Increase does noi fully absorb ihe level of cosi inflaiion ihai has occurred over ihe 
past few months, especially within our off-shore operations. As such, we Will continue 
to access market & competitive conditions in addition to our internal operating metrics 
and advise you if additional actions will be required before year end. 

\j\!e thank you for your business and as always we remain committed to providing you 
'v"v'ith quality products and service at competitive prices. 

SincerelY, 

/ ) 
'y/y~ 
, , F 

TU-FTC-0010083 
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I YLER UNION® 
'4lMaiHty Watet-wort~S Pi(©d~cf$ 

June 17, 2008 

iVlr. Butch Doane 
Manager of Sourcing - Ferguson Waterworks 
12500 Jefferson Avenue 
Newport News VA 23602 

RE" July 14, 2008 Price Change for Utility Fittings and Accessories 

Dear Butch, 

As per our prior letter of May 7, 2007, we will increase pricing effective July 14, 2008 by 
adjusting muitipiiers from our List Price, LP-5072. 

The attached maps dispiay the specific reglonai muitipiiers for Biended Fittings, and 
Accessories that will be applicable to your purchases. Letters confirming the new 
region specific multipliers will distributed to the branches by June 18, 2008 The 
weighted average increase on Blended Fittings and Accessories is approximately 8%, 
while the increase on Domestic Fittings is significantly less, re-affirming our commitment 
to support Domestic specifications. 

All annual municipal bid contracts 'wvill be honored per the terms of the contract. Jobs 
quoted prior to today's announcenlent wiH be honored trlfough Ju!y 31 , 2008, provided 
that (1) no shipping restrictions apply and (2) aii required job documentation is supplied 
to your iocai TyieriUnion saies representative by juiy 25, 2008. 

This Increase does noi fully absorb ihe level of cosi inflaiion ihai has occurred over ihe 
past few months, especially within our off-shore operations. As such, we Will continue 
to access market & competitive conditions in addition to our internal operating metrics 
and advise you if additional actions will be required before year end. 

\j\!e thank you for your business and as always we remain committed to providing you 
'v"v'ith quality products and service at competitive prices. 

SincerelY, 

/ ) 
'y/y~ 
, , F 

TU-FTC-0010083 
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jerry jansen 
National Sales Manager 

Confidential TU-FTC-0010084 
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jerry jansen 
National Sales Manager 
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Distribution Plays Critical Role in Water Industry Supply Chain 
 

By Deron Johnson 

Whether you are a contractor, a municipality or water district, or a manufacturer; you have experienced the value that a 
waterworks distributor adds to the supply chain. While a manufacturer builds value into the product that they produce, it is 
the distributor working in concert with the manufacturer that gets the right product to the right place at the right time. In these 
difficult times, when everyone is trying to do more with less, the value that a distributor brings has never been more 
important. 

Market Knowledge 

Your local distributor is, well, local. No other organization has more real-time knowledge about the needs of the designers, 
builders, and owners of today's water systems. While the general principles of a quality water system do not vary greatly as 
the geography changes, your specific needs are affected by many factors such as population, weather, geology, and water 
quality. Your local distributor can assist with product specifications, training, and problem solving. As an extension of all the 
manufacturers that they represent, the distributor can become a one call (or visit) source for all of your waterworks needs. 

Material Acquisition 

Most projects today have become more complex with more components. As a result, the demands made on contractors, 
water districts, and municipalities during the material acquisition process have become more burdensome. A buyer is now 
faced with acquiring tens or even hundreds of items made by dozens of manufacturers. Distributors are knowledgeable on a 
wide variety of product lines and represent a wide variety of manufacturers. With these capabilities, a distributor can 
streamline the purchasing, handling, and logistics of their incoming material. Freeing up the utility's or contractor's personnel 
to focus on what they do best, installing and running their water system. 

We Need What? When? 

As our water and sewer infrastructure ages, the likelihood of a break or system failure increases. When that break occurs at 
2:00 in the morning or in a major intersection at 2:00 in the afternoon, time becomes you biggest enemy. What size is the 
line? What is it made of? Where are the people and equipment needed to fix the problem? While a manufacturer may have 
exactly what you need in their facility, it may take a day or two to get the material. It is your local distributor that steps in with 
their expertise, inventory, and ability to respond quickly to an emergency. 

Many projects today encompass rehabilitation of existing lines or involve work in the vicinity of existing lines. Many times 
contractors are surprised by what they just hit or just found once they started digging. At times like this, the contractor's best 
friend is the local distributor that has the necessary parts to get the problem solved immediately. 

The Hub In The Wheel 

In today's market, it is not just all about getting your products to the marketplace, it is also about providing expertise, service, 
and solutions. It is about the value that you bring your trading partners and your customers. Distributors provide 
manufacturers additional resources to sell their product - sales personnel, local knowledge and inventory, training and 
hands-on support and in many cases, access to markets that would not be directly available to them. Contractors, engineers, 
and utilities are provided local product support and inventory, technical and field assistance, centralized product acquisition, 
and immediate emergency response. Most importantly, distributors allow their customers to operate more cost-effectively. 

Whatever your role, the next time you are involved with a waterworks project, think about how your job would be affected 
without the assistance of your local distributor. How many vendors would you have to call? How many deliveries would you 
have to coordinate? Would product availability affect your ability to complete the job on-time, under budget? 

The distributor is the link in the supply chain that ensures that the right material gets to the right place at the right time, in the 
right quantity. 
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About the Author: Deron Johnson has served on the WASDA Board of Directors for the past six years, and will assume the 
role of President in the spring of 2011. Johnson is currently the Vice President of Dana Kepner Co., a Denver-based 
waterworks supply company.
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Florida, feds announce major effort to restore River of Grass (Oct 28, 2011)  
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CX 1691-001

From: 
Sent: 
To: 
Subject: 

Ramon Prado 

Ramon Prado 
Wednesday, September 17, 2008 3:03 PM 
Matt Minamyer 
RE: South East - Aug 08 - Division.xls 

Southeastern Division Manager 
Star Pipe Products 
Office (281) 582-8420 
Cell: (281) 787-0979 
Fax: (281) 368-5369 

From: Matt Minamyer 
Sent: Wednesday, September 10, 20086:43 AM 
To: Ramon Prado 
Subject: South East - Aug 08 - Division.xls 

Hi Ra, 

VVhat the heck can we do? [Ramon Prado] \AJe have climbed our way back into contention and Ferguson attrition should be 
mostly gone now. Are we being aggressive enough?[Ramon Prado] I think we are doing better since figuring out that Sigma was 
cheating on the fitting deal. 

Looks like Ryan is doing OK. Is that from the Lynn deal?[Ramon Prado] Yes primarily. 

Are you're guys on the projects? [Ramon Prado] Yes. Are they project pricing to get every order?[Ramon Prado] Yes. 

Are they on top 01 the market pricing, real or Imaglned?[Ramon Prado] Yes - they all know where their competition is selling and 
we are there too. 

Tllanks, 

Matt 

Confidential SPP009723 
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From: 
Sent: 
To: 
Subject: 

Ramon Prado 

Ramon Prado 
Wednesday, September 17, 2008 3:03 PM 
Matt Minamyer 
RE: South East - Aug 08 - Division.xls 

Southeastern Division Manager 
Star Pipe Products 
Office (281) 582-8420 
Cell: (281) 787-0979 
Fax: (281) 368-5369 

From: Matt Minamyer 
Sent: Wednesday, September 10, 20086:43 AM 
To: Ramon Prado 
Subject: South East - Aug 08 - Division.xls 

Hi Ra, 

VVhat the heck can we do? [Ramon Prado] \AJe have climbed our way back into contention and Ferguson attrition should be 
mostly gone now. Are we being aggressive enough?[Ramon Prado] I think we are doing better since figuring out that Sigma was 
cheating on the fitting deal. 

Looks like Ryan is doing OK. Is that from the Lynn deal?[Ramon Prado] Yes primarily. 

Are you're guys on the projects? [Ramon Prado] Yes. Are they project pricing to get every order?[Ramon Prado] Yes. 

Are they on top 01 the market pricing, real or Imaglned?[Ramon Prado] Yes - they all know where their competition is selling and 
we are there too. 

Tllanks, 

Matt 
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From: 
Sent: 
To: 
Cc: 
Subject: 

Shaur'l, 

It is HD in Blue Spiings. 

Chris Antos [cantos@mainlinesupply.net] 
Thursday, September 04, 2008 4:46 PM 
Shaun Smith 
dkupish@mainlinesupply.net; bsheehan@mainlinesupply.net; Matt Minamyer 
RE: BPU Pricing 

This is a current bid last 'Neek, and they are \.A.dth ace. 
They are selling pipe/valves/hydrants cheap but not to the levels of MJ fittings. 
'vVe do not lower the pricing in Kansas City, i am concerned they are using their rebate money to price these jobs, or they 

are getting a better multiplier. 

What do you guys think? 

Thanks 

Chris Antos 
Genera! Manager 
Midwest Region 

& 

\tf.!:~IJi!~~:,JJ~t~~;:~ 
PH#1913J 281-1280 
Fl!# [1I13! 2!!1-1!i2!! 

From: Shaun Smith [rn"ilto:,b,,~n~@~ta[J)iJ)~jlrQ<:lu<$,cQml 
Sent: Tl'wrsday, Septembei 041 2008 2:47 Pt·1 
To: Chris Antos 
Cc: dkuoish@mainlinesupply,net; bsheehan@mainlinesuoply,net; Matt Minamyer 
Subject: RE: BPU Pricing 

Lllris, 

Thanks for the info. It could be II number of things. It is interesting the HD (Blue Springs, I'm assuming) 
wrote in ,'-,~tar, because Jerry Hughe, .. hilS made it vel}' clear to me that '(vier i~' their partner which is the 
,'iame for JFinwater. Both of these guys would be getting the standard.30 number from us. i.'i this an oid 
contrllct price or did it just bid, with or without Ilccy's? We hllve ,seen Sigma chellt on lllrger projects in other 
paris of the country lind hllve responded accordingly when we .. iee something. A~' you know, ·we willa/ways 
cover you in the.\'e .'iituations, just what to ltlllke .'Iure we don jt have a bidding mistake or HlJ and WWjust 
getting stupid in the nlllrket. Are they tllking other product.s chellp (pipeJvah'eS/hydrllnts)? 

WllIlt do you lind Bob suggest? I'm open to .yuggestions@ 

Thllnks. 

Shoun H. Smith 
Southwestern Division Manager 
Star Pipe Products 
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From: 
Sent: 
To: 
Cc: 
Subject: 

Shaur'l, 

It is HD in Blue Spiings. 

Chris Antos [cantos@mainlinesupply.net] 
Thursday, September 04, 2008 4:46 PM 
Shaun Smith 
dkupish@mainlinesupply.net; bsheehan@mainlinesupply.net; Matt Minamyer 
RE: BPU Pricing 

This is a current bid last 'Neek, and they are \.A.dth ace. 
They are selling pipe/valves/hydrants cheap but not to the levels of MJ fittings. 
'vVe do not lower the pricing in Kansas City, i am concerned they are using their rebate money to price these jobs, or they 

are getting a better multiplier. 

What do you guys think? 

Thanks 

Chris Antos 
Genera! Manager 
Midwest Region 

& 

\tf.!:~IJi!~~:,JJ~t~~;:~ 
PH#1913J 281-1280 
Fl!# [1I13! 2!!1-1!i2!! 

From: Shaun Smith [rn"ilto:,b,,~n~@~ta[J)iJ)~jlrQ<:lu<$,cQml 
Sent: Tl'wrsday, Septembei 041 2008 2:47 Pt·1 
To: Chris Antos 
Cc: dkuoish@mainlinesupply,net; bsheehan@mainlinesuoply,net; Matt Minamyer 
Subject: RE: BPU Pricing 

Lllris, 

Thanks for the info. It could be II number of things. It is interesting the HD (Blue Springs, I'm assuming) 
wrote in ,'-,~tar, because Jerry Hughe, .. hilS made it vel}' clear to me that '(vier i~' their partner which is the 
,'iame for JFinwater. Both of these guys would be getting the standard.30 number from us. i.'i this an oid 
contrllct price or did it just bid, with or without Ilccy's? We hllve ,seen Sigma chellt on lllrger projects in other 
paris of the country lind hllve responded accordingly when we .. iee something. A~' you know, ·we willa/ways 
cover you in the.\'e .'iituations, just what to ltlllke .'Iure we don jt have a bidding mistake or HlJ and WWjust 
getting stupid in the nlllrket. Are they tllking other product.s chellp (pipeJvah'eS/hydrllnts)? 

WllIlt do you lind Bob suggest? I'm open to .yuggestions@ 

Thllnks. 

Shoun H. Smith 
Southwestern Division Manager 
Star Pipe Products 
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4018 Westhol/ow Pkwy. 
Houston, TX 77082 
Office· 281-584·4241 
Mobile - 281-787-1223 

From: Chris Antos [mailto:cantos@mainlinesupply.netJ 
Sent: Thursday, Septembei 04, 2008 2:31 Pt·1 
To: Shaun Smith 
Cc: dkupish@mainlinesupply.net; bsheehan@mainlinesupply.net 
Subject: BPU Pricing 

Dave picked up some pricing from BPU in Kansas City, Kansas. I am a little concerned because I do not believe we are all 

dealing with the same cost. 

36EA 4" X 12" MJ SOLID SLEEVES Winwater 45.63 HD Supply 45.55 Cost: 43.80 
This is all that was on this bid. Winwater bid it 4%, HD took it for 3 X%. Winwater wrote in Tyler, HD wrote in Star 

5EA 6" X 4" SEB REDUCER Winwater 52.40 HD Supply 40.25 
This is all that was on the bid. HD Supply is at 3 X%. All bidders wrote in Star. 

My cost were figured at a .30 multiplier. 
Please review and let me know what you think. 

Thanks Chris 

Chris Antos 
Genera! ~v~anager 
~v~idvvest Region 
:~~I._:itq*QJJ;t_!f._:" 
PH#[9131281-1280 
FX# [9131 281·1620 
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4018 Westhol/ow Pkwy. 
Houston, TX 77082 
Office· 281-584·4241 
Mobile - 281-787-1223 

From: Chris Antos [mailto:cantos@mainlinesupply.netJ 
Sent: Thursday, Septembei 04, 2008 2:31 Pt·1 
To: Shaun Smith 
Cc: dkupish@mainlinesupply.net; bsheehan@mainlinesupply.net 
Subject: BPU Pricing 

Dave picked up some pricing from BPU in Kansas City, Kansas. I am a little concerned because I do not believe we are all 

dealing with the same cost. 

36EA 4" X 12" MJ SOLID SLEEVES Winwater 45.63 HD Supply 45.55 Cost: 43.80 
This is all that was on this bid. Winwater bid it 4%, HD took it for 3 X%. Winwater wrote in Tyler, HD wrote in Star 

5EA 6" X 4" SEB REDUCER Winwater 52.40 HD Supply 40.25 
This is all that was on the bid. HD Supply is at 3 X%. All bidders wrote in Star. 

My cost were figured at a .30 multiplier. 
Please review and let me know what you think. 

Thanks Chris 

Chris Antos 
Genera! ~v~anager 
~v~idvvest Region 
:~~I._:itq*QJJ;t_!f._:" 
PH#[9131281-1280 
FX# [9131 281·1620 
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CX 1695-001

From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

Gentlemen, 

Shaun Smith 
Monday, August 18, 2008 8:34 AM 
Mark Mcintire; Tomas Carlin: Matt Minamyer; Blake Wegener; Barry Foster 
brent@infraengineering.com; 'Jon Vaccaro': 'Josh Mcintire' 
RE: \Neekly Report 
image001.jpg 

Mark brings up (l valid point other than the weather they are fighting in the Midwe.~t@ 

i know you guy.\ are. Tf'e need to .'itll)' on the high roati, hut with our reilltion,t.hip.\, we ,\'izouitl he able to react 
'when necessary. I know it sOlneti;nes becolnes II difficult discussion, but because of h&'w 
manujactures/distributorslcontractors have acted Ol'er the years with (I need a better price!) it created thi" 
.'ipiruiing price ero.\"ion thut needed to ~·t(Jp. It doc.tin 't help thut the market b, ~wft, hut iet '.\' he ll.\ diiigent Wi we 
can gathering the proper data needed il" the other suspects are cheating, We will react, just need to make "ure 
it is real .. 

I will di.,euss with Matt what to do, il"anything abollt the Tulsa Joint restraint nlarlwt. 

Shaan H. Smith 
,4.;'uuthwestern Dirisioll .~111nager 
,~Ttar Pipe ProrJuct,~ 
4018 Westhoflow Pkwy. 
HouMoll, TX 77082 
o.Uice - 281-584-4241 
Mobile - 281-787-1223 

From: Mark McIntire [mailto:mark@infraenqineering.comJ 
Sent: i~ionday, August 18, 2008 8:23 Aivl 
To: Shaun Smith 
Cc: brent@infraengineering.com; 'Jon Vaccaro'; 'Josh jvicIntire' 
Subject: RE: Weekly Report 

Other than the huge amts of rain 'Vve are still receiving v>Je have been monitoring the piOgress through the year. I do see 
we are going to have some issue maintaining our restraint biz if we aren't going to be more flexible, since there are 20 
other Megalug manufacturers out there vying for what use to be EBAA's share. I would think it would be expected for us 
to lose an order or two initially with the price increases with Star sticking to the Tyler speech and Tyler crawfishing every 
chance they get. The Boys and I are staying on it and will report any issues. MM 

Mark Mcintire 
Ph 816-588-8700 
Fx 816-746-8264 

MCINTlRt MANAGtMtNT GROUP 
n'pr ... n!iog ,.1\' tho h" 
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From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

Gentlemen, 

Shaun Smith 
Monday, August 18, 2008 8:34 AM 
Mark Mcintire; Tomas Carlin: Matt Minamyer; Blake Wegener; Barry Foster 
brent@infraengineering.com; 'Jon Vaccaro': 'Josh Mcintire' 
RE: \Neekly Report 
image001.jpg 

Mark brings up (l valid point other than the weather they are fighting in the Midwe.~t@ 

i know you guy.\ are. Tf'e need to .'itll)' on the high roati, hut with our reilltion,t.hip.\, we ,\'izouitl he able to react 
'when necessary. I know it sOlneti;nes becolnes II difficult discussion, but because of h&'w 
manujactures/distributorslcontractors have acted Ol'er the years with (I need a better price!) it created thi" 
.'ipiruiing price ero.\"ion thut needed to ~·t(Jp. It doc.tin 't help thut the market b, ~wft, hut iet '.\' he ll.\ diiigent Wi we 
can gathering the proper data needed il" the other suspects are cheating, We will react, just need to make "ure 
it is real .. 

I will di.,euss with Matt what to do, il"anything abollt the Tulsa Joint restraint nlarlwt. 

Shaan H. Smith 
,4.;'uuthwestern Dirisioll .~111nager 
,~Ttar Pipe ProrJuct,~ 
4018 Westhoflow Pkwy. 
HouMoll, TX 77082 
o.Uice - 281-584-4241 
Mobile - 281-787-1223 

From: Mark McIntire [mailto:mark@infraenqineering.comJ 
Sent: i~ionday, August 18, 2008 8:23 Aivl 
To: Shaun Smith 
Cc: brent@infraengineering.com; 'Jon Vaccaro'; 'Josh jvicIntire' 
Subject: RE: Weekly Report 

Other than the huge amts of rain 'Vve are still receiving v>Je have been monitoring the piOgress through the year. I do see 
we are going to have some issue maintaining our restraint biz if we aren't going to be more flexible, since there are 20 
other Megalug manufacturers out there vying for what use to be EBAA's share. I would think it would be expected for us 
to lose an order or two initially with the price increases with Star sticking to the Tyler speech and Tyler crawfishing every 
chance they get. The Boys and I are staying on it and will report any issues. MM 

Mark Mcintire 
Ph 816-588-8700 
Fx 816-746-8264 

MCINTlRt MANAGtMtNT GROUP 
n'pr ... n!iog ,.1\' tho h" 
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From: Shaun Smith [mailto:shauns@staroioeproducts.comJ 
Sent: Monday, August 18, 2008 8: 12 AM 
To: Tomas Carlin; Blake Wegener; Barry Foster; Mark McIntire 
Subject: Weekly Report 

Gentlenten, 

Take a good look at your report; we are on a slower pace j.lJr August. Let's not lose our momentum. 1';f{lke 
sure we are not getting picked offby flny of the other mm1uftleturer." find let!1w knmt' ~lnay concerns we may 
befacing. 

Shaun H. Smith 
cy."J • ..,.*.. .. I 
.)()Ulnwe.\lern 1.l1l'1.'tlOn lJ'lllnager 

Star Pipe Prot/uc/., 
4018 Westhofiow Pkwy. 
Houston, TX 77082 
(~tfjce - 281-584-4241 
Mobile - 281-787-1223 
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From: Shaun Smith [mailto:shauns@staroioeproducts.comJ 
Sent: Monday, August 18, 2008 8: 12 AM 
To: Tomas Carlin; Blake Wegener; Barry Foster; Mark McIntire 
Subject: Weekly Report 

Gentlenten, 

Take a good look at your report; we are on a slower pace j.lJr August. Let's not lose our momentum. 1';f{lke 
sure we are not getting picked offby flny of the other mm1uftleturer." find let!1w knmt' ~lnay concerns we may 
befacing. 

Shaun H. Smith 
cy."J • ..,.*.. .. I 
.)()Ulnwe.\lern 1.l1l'1.'tlOn lJ'lllnager 

Star Pipe Prot/uc/., 
4018 Westhofiow Pkwy. 
Houston, TX 77082 
(~tfjce - 281-584-4241 
Mobile - 281-787-1223 
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CX 1696-001

From: 
Sent: 
To: 
Cc: 
Subject: 

Date: 

Name: 

Week Ending: 

Shaun Smith 
Monday, April 21, 2008 11 :29 AM 
Matt Minamyer 
Niki Sparks 
ft D ... .to no 
M.n. ....... I u.uv 

Weekly Activity Report 

April 21,2008 

Shaun Smith 

4-18-08 
HD/ACT Houston - Courtesy call to follow up with what TC has been explaining about castings and others, 
No new news, other than what Brian has been telling us in regards to Tommy, Tommy will and has started 
spending more time there. 
Pipeline of Texas - Tag Lewis - This b'lly is ajerk, but we offered to set him up with and account in TX at the 
appropriate numbers and he is still giving Pete a hard time. I am going to follov.' up vvith him this 'vveek. 
Projects: 
Bessemer Phases 1 & 2, - lOOK Fittings/joint Restraint 
''''etmore KS. Kings construction got this. liD is going to seli this. IvIike IVlurphy (HD- Out of Olathe). They 
will be using Star and this has 6" 401 fittings on it. Shawn Coleman is taking care of it out ofDlue Springs. 
Ozan Creek - $2m worth of material for lID N, Little Rock, This job will tinally begin shipping this week. 
Norman, OK - 48" waterline (1.5 miles) coming up for bid in late May, probably early June 

Trends: 
Barry - Getting better, but mostly slower still, 
Tommy - We had a satisfactory week We are ahead for the month, but it would be nice to make some ground 
being that we had a horrible lYfarch. 
Blake - Still pretty slow, AR has had more rain and more flooding than N, TX Jobs are around but shipping is 
at a stand stilL 
]\'I1\'IG - Slow - Plant T010rk is taking off 

Major Events / Happenings: 
HD Suppiy Peiham - Koury getting ready to piace order for Bessemer Phases i & 2, Shouid be $ WOK, 
plusIShaun Smith} Nice!! They are going to ship this job from Bham Branch (Shane), They both are already 
saying they need price help? Have told them the deal, meeting this week with Shane. Will call you most 
likelyIShaun Smith} You know the gig, ask them why? If they give you proof the other guy" are cheating, 
then we will match! 
HD Little Rock - Robert placed the order for just shy of $20k on Thursday 
Competition Update and/or New Information: 
Castings - Sigma - Tulsa valve box - Star $45 - Sigma $38 (600 in stock) 

Successes or issues from your sales people: 
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From: 
Sent: 
To: 
Cc: 
Subject: 

Date: 

Name: 

Week Ending: 

Shaun Smith 
Monday, April 21, 2008 11 :29 AM 
Matt Minamyer 
Niki Sparks 
ft D ... .to no 
M.n. ....... I u.uv 

Weekly Activity Report 

April 21,2008 

Shaun Smith 

4-18-08 
HD/ACT Houston - Courtesy call to follow up with what TC has been explaining about castings and others, 
No new news, other than what Brian has been telling us in regards to Tommy, Tommy will and has started 
spending more time there. 
Pipeline of Texas - Tag Lewis - This b'lly is ajerk, but we offered to set him up with and account in TX at the 
appropriate numbers and he is still giving Pete a hard time. I am going to follov.' up vvith him this 'vveek. 
Projects: 
Bessemer Phases 1 & 2, - lOOK Fittings/joint Restraint 
''''etmore KS. Kings construction got this. liD is going to seli this. IvIike IVlurphy (HD- Out of Olathe). They 
will be using Star and this has 6" 401 fittings on it. Shawn Coleman is taking care of it out ofDlue Springs. 
Ozan Creek - $2m worth of material for lID N, Little Rock, This job will tinally begin shipping this week. 
Norman, OK - 48" waterline (1.5 miles) coming up for bid in late May, probably early June 

Trends: 
Barry - Getting better, but mostly slower still, 
Tommy - We had a satisfactory week We are ahead for the month, but it would be nice to make some ground 
being that we had a horrible lYfarch. 
Blake - Still pretty slow, AR has had more rain and more flooding than N, TX Jobs are around but shipping is 
at a stand stilL 
]\'I1\'IG - Slow - Plant T010rk is taking off 

Major Events / Happenings: 
HD Suppiy Peiham - Koury getting ready to piace order for Bessemer Phases i & 2, Shouid be $ WOK, 
plusIShaun Smith} Nice!! They are going to ship this job from Bham Branch (Shane), They both are already 
saying they need price help? Have told them the deal, meeting this week with Shane. Will call you most 
likelyIShaun Smith} You know the gig, ask them why? If they give you proof the other guy" are cheating, 
then we will match! 
HD Little Rock - Robert placed the order for just shy of $20k on Thursday 
Competition Update and/or New Information: 
Castings - Sigma - Tulsa valve box - Star $45 - Sigma $38 (600 in stock) 

Successes or issues from your sales people: 
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Tommy-
Ferguson - Kyle sent in an 11K direct for COR ring and covers. Justin also has sent in some orders, but they 
were both complaining that it has really slowed down over there I Belinda told me that Jay really has his thumb 
on them about stock orders to come from Tyler. 
B1ake-
City of Springdale, AR -I met with Rick, who is the head P.E. They cali for fittings to be AWW A approved. I 
asked him if a cornpany was working on a particular job in the area would our fittings be approved. He said yes, 
there should be no problem as long as we meet the A WW A specs. All products in AR must be approved by the 
department of health, specifically the division of engineers. '10 one has told me this and I think this is a great 
start. Ray Davis is the man who runs the l'fW region for the state. The state is broken up into regions and has a 
representative to control spec issues. If we are approved through the state that would be a huge victory for us 
and give us somc big ammunition to approach these cities to be written into the specs. I will let you know what 
I corne up with.[Shaun Smith} Absolutely, Find out all of the repre.sentatil'es of tltis group and let's try and 
meet ·with them when T am with you. 
Barry -
Summit Supply Tuscaloosa - Randall Marshall should finish order for Fayette this week ($18K). 
HD Supply .Jackson - Brian is going to order Canton Project rrom us. Should he thi~, \-veek ($! 5 - 20K). 
Summit Supply Jackson - 2 more weeks for Bay St. Louis ($50 - 60K or more). 
Winwater Baton Rouge - Brian to order Baton Rouge project from us, probably next week ($10-15 K). 
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Tommy-
Ferguson - Kyle sent in an 11K direct for COR ring and covers. Justin also has sent in some orders, but they 
were both complaining that it has really slowed down over there I Belinda told me that Jay really has his thumb 
on them about stock orders to come from Tyler. 
B1ake-
City of Springdale, AR -I met with Rick, who is the head P.E. They cali for fittings to be AWW A approved. I 
asked him if a cornpany was working on a particular job in the area would our fittings be approved. He said yes, 
there should be no problem as long as we meet the A WW A specs. All products in AR must be approved by the 
department of health, specifically the division of engineers. '10 one has told me this and I think this is a great 
start. Ray Davis is the man who runs the l'fW region for the state. The state is broken up into regions and has a 
representative to control spec issues. If we are approved through the state that would be a huge victory for us 
and give us somc big ammunition to approach these cities to be written into the specs. I will let you know what 
I corne up with.[Shaun Smith} Absolutely, Find out all of the repre.sentatil'es of tltis group and let's try and 
meet ·with them when T am with you. 
Barry -
Summit Supply Tuscaloosa - Randall Marshall should finish order for Fayette this week ($18K). 
HD Supply .Jackson - Brian is going to order Canton Project rrom us. Should he thi~, \-veek ($! 5 - 20K). 
Summit Supply Jackson - 2 more weeks for Bay St. Louis ($50 - 60K or more). 
Winwater Baton Rouge - Brian to order Baton Rouge project from us, probably next week ($10-15 K). 
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From: 
Sent: 
To: 
Subject: 
Attachments: 

Hi Guys, 

Matt Minamyer 
Wednesday, September 10, 2008 7:19 AM 
Mark Mcintire; Shaun Smith 
RE: HD Omaha 
image001.jpg 

Mark makes sense. We should try to protect the market but stop before the point where our cusotemrs think we are not 
interested in protecting them with the cOlTect price. 

Can we make it a temporary buy or do we need to just go down and stay there? (I know what Mark wants to do 0) 

Do we announce it with a letter? 

!f we deliver this message to our CLlsaterms correctly 'Ne look pretty smart, so the odds are long but we can do it! © 

I would go to them and strategize as a partner and come up with a plan that they helped build and then get on down the 
road. 

Thanks, 

iviatt 

From: Mark McIntire [m .• jJ.tQ.:m"J:!S@Lofra_~ngLo~~r!og"!;.Qml 
Sent: Tuesday, Septernuer 09, 20084:02 Pivj 
To: Shaun Smith 
Cc: jvjatt jviinamyer; 'josh jvicIntire'; brent(QJinfraengineering.com; 'jon Vaccaro' 
Subject: HD Omaha 

Tyler has slid back to a .28 in Omaha, per Joe McLaughlin at HD. Municipal took the Omaha annual bid a month after the 
price increase below a .30 and called out Tyler. I think with the market in NE being 50000 bad if we don't protect our 
partner we may loose them_ I know we would like to keep the market up but Tyler and Sigma keep cheating and costing 
our partners projects in a baddddd market, where they are down substantially already. I think we need to go to a _28 with 
HD. We also need to rethink our VB attitude. We will loose a lot of fitting and restraint biz by not playing the VB games. 
Sigma is using a VB as a loss leader to pull in orders for fittings and restraints. Let me know, but I think after the beating 

our partners took last year for us trying to lead the market, we are going to loose market share by continuing the tough 
stance. Tyler got to where they are by being staunch and arrogant. I don't want to be looking back a year from now with a 
2% increase and 25% less biz. We, Star, didn't get to where we are by setting market and being sluggish to react We got 
to where we are by killing them all and letting God sort em out. We have good relationships in our market but 
relationships wi!! only get us the last look so long. MM 

Mark Mcintire 
Ph 816-588-8700 
Fx 816-746-8264 

MCiNTiRE i\i1ANAGEiviEN-i GROUP 
Jlepr-e!H!lltifq~ Dnl~' tnt;! Ellst 
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From: 
Sent: 
To: 
Subject: 
Attachments: 

Hi Guys, 

Matt Minamyer 
Wednesday, September 10, 2008 7:19 AM 
Mark Mcintire; Shaun Smith 
RE: HD Omaha 
image001.jpg 

Mark makes sense. We should try to protect the market but stop before the point where our cusotemrs think we are not 
interested in protecting them with the cOlTect price. 

Can we make it a temporary buy or do we need to just go down and stay there? (I know what Mark wants to do 0) 

Do we announce it with a letter? 

!f we deliver this message to our CLlsaterms correctly 'Ne look pretty smart, so the odds are long but we can do it! © 

I would go to them and strategize as a partner and come up with a plan that they helped build and then get on down the 
road. 

Thanks, 

iviatt 

From: Mark McIntire [m .• jJ.tQ.:m"J:!S@Lofra_~ngLo~~r!og"!;.Qml 
Sent: Tuesday, Septernuer 09, 20084:02 Pivj 
To: Shaun Smith 
Cc: jvjatt jviinamyer; 'josh jvicIntire'; brent(QJinfraengineering.com; 'jon Vaccaro' 
Subject: HD Omaha 

Tyler has slid back to a .28 in Omaha, per Joe McLaughlin at HD. Municipal took the Omaha annual bid a month after the 
price increase below a .30 and called out Tyler. I think with the market in NE being 50000 bad if we don't protect our 
partner we may loose them_ I know we would like to keep the market up but Tyler and Sigma keep cheating and costing 
our partners projects in a baddddd market, where they are down substantially already. I think we need to go to a _28 with 
HD. We also need to rethink our VB attitude. We will loose a lot of fitting and restraint biz by not playing the VB games. 
Sigma is using a VB as a loss leader to pull in orders for fittings and restraints. Let me know, but I think after the beating 

our partners took last year for us trying to lead the market, we are going to loose market share by continuing the tough 
stance. Tyler got to where they are by being staunch and arrogant. I don't want to be looking back a year from now with a 
2% increase and 25% less biz. We, Star, didn't get to where we are by setting market and being sluggish to react We got 
to where we are by killing them all and letting God sort em out. We have good relationships in our market but 
relationships wi!! only get us the last look so long. MM 

Mark Mcintire 
Ph 816-588-8700 
Fx 816-746-8264 

MCiNTiRE i\i1ANAGEiviEN-i GROUP 
Jlepr-e!H!lltifq~ Dnl~' tnt;! Ellst 
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From: 
Sent: 
To: 
Subject: 

Shaun Smith 
Wednesday, October 22, 2008 4:25 PM 
Matt Minamyer; Dan McCutcheon 
RE: QUOTE 10707007 

I agr'"ee with r/latt about jJ(ootecting HD. We need to sit down with 8r'ian and get the COiiiiiiitment 
before \r.Je react. 
I'm not sure about the market being already there. It may be there with ACT and we can make 
assumptions about Tyler/Ferguson J but ~'Je really haven 't lost business ~-Jith HD. This all got 
exposed with these 30" N. Harris county jobs and the fact that ACT quit buying from us. They 
are also supporting SIP fittings, .. 

r really only think this will affect the Houston market, but I am catching Sigma cheating 
more and more. We just took a 36" job in Tulsa with Ferguson~ 55K fittings and restraint -
.24 .... 

Do we also go to Ferguson? I have mixed feelings about them going to Tyler and then the whole 
TX market goes boom! 

Maybe we just cut a deal with ACT, see if he really buys and then go to HD and cut them a 
deal. We are watching the projects, we just didn't watch these projects with ACT and they got 
two of the three because Sigma dropped their pants. 

Can you smell the smoke, my brains on overdrive or is that overload:) 

Shaun H. Smith 
Southwestern Division Manager 
SteW Pipe Pr"oducts 
4018 tAjesthollm.oJ PktA!Y" 
Houston, TX 77082 
Office 281-584-4241 
Mobile - 281-787-1223 

-----Original Message----
From: Matt Minamyer 
Sent: Wednesday, October 22, 2008 10:41 AM 
To: Dan McCutcheon 
Cc: Shaun Smith 
Subject: RE: QUOTE 10707007 

The big numbers for ACT are from stock thru Brian. 

This will affect our margins more than the market but apparently, the market is there now as 
ACT has stopped buying. 

We should also give HDS the number for the same period of time as they are very loyal. 

The speech Nould be "t·Je have figured out that Sigma is gIvIng this number to ,l'l..CT so ~'Je ~·!ant 

to protect you for three months". 

We lose margin on HDS and gain volume from ACT. We need to do the math to see it if we make 
more money doing it. 
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From: 
Sent: 
To: 
Subject: 

Shaun Smith 
Wednesday, October 22, 2008 4:25 PM 
Matt Minamyer; Dan McCutcheon 
RE: QUOTE 10707007 

I agr'"ee with r/latt about jJ(ootecting HD. We need to sit down with 8r'ian and get the COiiiiiiitment 
before \r.Je react. 
I'm not sure about the market being already there. It may be there with ACT and we can make 
assumptions about Tyler/Ferguson J but ~'Je really haven 't lost business ~-Jith HD. This all got 
exposed with these 30" N. Harris county jobs and the fact that ACT quit buying from us. They 
are also supporting SIP fittings, .. 

r really only think this will affect the Houston market, but I am catching Sigma cheating 
more and more. We just took a 36" job in Tulsa with Ferguson~ 55K fittings and restraint -
.24 .... 

Do we also go to Ferguson? I have mixed feelings about them going to Tyler and then the whole 
TX market goes boom! 

Maybe we just cut a deal with ACT, see if he really buys and then go to HD and cut them a 
deal. We are watching the projects, we just didn't watch these projects with ACT and they got 
two of the three because Sigma dropped their pants. 

Can you smell the smoke, my brains on overdrive or is that overload:) 

Shaun H. Smith 
Southwestern Division Manager 
SteW Pipe Pr"oducts 
4018 tAjesthollm.oJ PktA!Y" 
Houston, TX 77082 
Office 281-584-4241 
Mobile - 281-787-1223 

-----Original Message----
From: Matt Minamyer 
Sent: Wednesday, October 22, 2008 10:41 AM 
To: Dan McCutcheon 
Cc: Shaun Smith 
Subject: RE: QUOTE 10707007 

The big numbers for ACT are from stock thru Brian. 

This will affect our margins more than the market but apparently, the market is there now as 
ACT has stopped buying. 

We should also give HDS the number for the same period of time as they are very loyal. 

The speech Nould be "t·Je have figured out that Sigma is gIvIng this number to ,l'l..CT so ~'Je ~·!ant 

to protect you for three months". 

We lose margin on HDS and gain volume from ACT. We need to do the math to see it if we make 
more money doing it. 
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From: 
Sent: 
To: 
Subject: 

Shaun Smith 
Wednesday, October 22, 2008 4:25 PM 
Matt Minamyer; Dan McCutcheon 
RE: QUOTE 10707007 

I agr'"ee with r/latt about jJ(ootecting HD. We need to sit down with 8r'ian and get the COiiiiiiitment 
before \r.Je react. 
I'm not sure about the market being already there. It may be there with ACT and we can make 
assumptions about Tyler/Ferguson J but ~'Je really haven 't lost business ~-Jith HD. This all got 
exposed with these 30" N. Harris county jobs and the fact that ACT quit buying from us. They 
are also supporting SIP fittings, .. 

r really only think this will affect the Houston market, but I am catching Sigma cheating 
more and more. We just took a 36" job in Tulsa with Ferguson~ 55K fittings and restraint -
.24 .... 

Do we also go to Ferguson? I have mixed feelings about them going to Tyler and then the whole 
TX market goes boom! 

Maybe we just cut a deal with ACT, see if he really buys and then go to HD and cut them a 
deal. We are watching the projects, we just didn't watch these projects with ACT and they got 
two of the three because Sigma dropped their pants. 

Can you smell the smoke, my brains on overdrive or is that overload:) 

Shaun H. Smith 
Southwestern Division Manager 
SteW Pipe Pr"oducts 
4018 tAjesthollm.oJ PktA!Y" 
Houston, TX 77082 
Office 281-584-4241 
Mobile - 281-787-1223 

-----Original Message----
From: Matt Minamyer 
Sent: Wednesday, October 22, 2008 10:41 AM 
To: Dan McCutcheon 
Cc: Shaun Smith 
Subject: RE: QUOTE 10707007 

The big numbers for ACT are from stock thru Brian. 

This will affect our margins more than the market but apparently, the market is there now as 
ACT has stopped buying. 

We should also give HDS the number for the same period of time as they are very loyal. 

The speech Nould be "t·Je have figured out that Sigma is gIvIng this number to ,l'l..CT so ~'Je ~·!ant 

to protect you for three months". 

We lose margin on HDS and gain volume from ACT. We need to do the math to see it if we make 
more money doing it. 

Confidential SPP010751 
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We need to get the volume commitment from ACT and then crunch the numbers. 

Thanks, 

Matt 

-----Original Message----
From: Dan McCutcheon 
Sent: Wednesday, October 22, 2008 10:08 AM 
To: I'viatt jvlinamyer'; Shawl Srtlith 
Subject: RE: QUOTE 10707007 

Nice. Should ~'Je only give the hot number on projects? Or does the volume come through ACT 
on stock orders? If you give them a .25, what do you give everyone else? Do we end up 
dragging down the whole state? 

-----Original Message----
From: Matt Minamyer 
Sent: Wednesday, October 22, 2008 9:59 AM 
To: Shaun Smith 
Cc: Dan McCutcheon 
SUbject: FW: QUOTE 10707007 

Hi Shaun, 

Nice work! 

As we talked about Monday, I think it is time that we slap Sigma around a little in South 
Texas. 

Let's go roll it up a little by buying some ACT business and any other of their honey wholes 
and still covering HDS. 

How about a .25 on stock orders on both for the rest of the year to ACT and HDS? 

Dan - Your' thoughts? 

Thanks, 

Matt 
-----Original Message----
From: Shaun Smith 
Sent: Wednesday, October 22, 2008 8:19 AM 
To: Matt Minamyer 
Subject: FW: QUOTE 10707007 

Good morning Matt_, 

FYI: 

Bob Nelson called for the attached 30" inquiry. We gave him a .26 on both 
fittings/restraints. Got the fittings, Sigma got the restraints. Sigma was around a .2457 on 
the restraints and fittings we were the same. This was an attempt by me to get something 
going with them. I spoke to Bob this morning and thanked him for the order and had a nice 
conversation (because his ego is delicate) and he appreciated the call and he explained to me 
that he is going to take the low numbers and purchase accordingly. He did say that he would 
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We need to get the volume commitment from ACT and then crunch the numbers. 

Thanks, 

Matt 

-----Original Message----
From: Dan McCutcheon 
Sent: Wednesday, October 22, 2008 10:08 AM 
To: I'viatt jvlinamyer'; Shawl Srtlith 
Subject: RE: QUOTE 10707007 

Nice. Should ~'Je only give the hot number on projects? Or does the volume come through ACT 
on stock orders? If you give them a .25, what do you give everyone else? Do we end up 
dragging down the whole state? 

-----Original Message----
From: Matt Minamyer 
Sent: Wednesday, October 22, 2008 9:59 AM 
To: Shaun Smith 
Cc: Dan McCutcheon 
SUbject: FW: QUOTE 10707007 

Hi Shaun, 

Nice work! 

As we talked about Monday, I think it is time that we slap Sigma around a little in South 
Texas. 

Let's go roll it up a little by buying some ACT business and any other of their honey wholes 
and still covering HDS. 

How about a .25 on stock orders on both for the rest of the year to ACT and HDS? 

Dan - Your' thoughts? 

Thanks, 

Matt 
-----Original Message----
From: Shaun Smith 
Sent: Wednesday, October 22, 2008 8:19 AM 
To: Matt Minamyer 
Subject: FW: QUOTE 10707007 

Good morning Matt_, 

FYI: 

Bob Nelson called for the attached 30" inquiry. We gave him a .26 on both 
fittings/restraints. Got the fittings, Sigma got the restraints. Sigma was around a .2457 on 
the restraints and fittings we were the same. This was an attempt by me to get something 
going with them. I spoke to Bob this morning and thanked him for the order and had a nice 
conversation (because his ego is delicate) and he appreciated the call and he explained to me 
that he is going to take the low numbers and purchase accordingly. He did say that he would 
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We need to get the volume commitment from ACT and then crunch the numbers. 

Thanks, 

Matt 

-----Original Message----
From: Dan McCutcheon 
Sent: Wednesday, October 22, 2008 10:08 AM 
To: I'viatt jvlinamyer'; Shawl Srtlith 
Subject: RE: QUOTE 10707007 

Nice. Should ~'Je only give the hot number on projects? Or does the volume come through ACT 
on stock orders? If you give them a .25, what do you give everyone else? Do we end up 
dragging down the whole state? 

-----Original Message----
From: Matt Minamyer 
Sent: Wednesday, October 22, 2008 9:59 AM 
To: Shaun Smith 
Cc: Dan McCutcheon 
SUbject: FW: QUOTE 10707007 

Hi Shaun, 

Nice work! 

As we talked about Monday, I think it is time that we slap Sigma around a little in South 
Texas. 

Let's go roll it up a little by buying some ACT business and any other of their honey wholes 
and still covering HDS. 

How about a .25 on stock orders on both for the rest of the year to ACT and HDS? 

Dan - Your' thoughts? 

Thanks, 

Matt 
-----Original Message----
From: Shaun Smith 
Sent: Wednesday, October 22, 2008 8:19 AM 
To: Matt Minamyer 
Subject: FW: QUOTE 10707007 

Good morning Matt_, 

FYI: 

Bob Nelson called for the attached 30" inquiry. We gave him a .26 on both 
fittings/restraints. Got the fittings, Sigma got the restraints. Sigma was around a .2457 on 
the restraints and fittings we were the same. This was an attempt by me to get something 
going with them. I spoke to Bob this morning and thanked him for the order and had a nice 
conversation (because his ego is delicate) and he appreciated the call and he explained to me 
that he is going to take the low numbers and purchase accordingly. He did say that he would 
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have other opportunities for us and Greg at Sigma asked for the whole order_. but he told him 
that he wasn't low and he is not going to play the back and forth game. 

This is info we need to consider if we are going to try and get Brian to start throwing stock 
orders our way. We also need to discuss how this will affect the STX market. Maybe we can get 
Brian aside at WASDA to have this conversation. 

Shaun H. Smith 
Southwestern Division Manager 
Star Pipe Products 
4618 Westhollow Pkwy. 
Houston, TX 77082 
Office 281-584-4241 
Mobile 281-787-1223 

-----Or;g;n~l Mp~~~gp-----

From: colletteer@starpipeproducts.com [mailto:colletteer@starpipeproducts.com] 
Sent: l-lednesday ~ October 22~ 2008 7: 42 AM 
To: Shaun Smith 
Subject: QUOTE 10707007 

Shaun-
This is quote for ACT-BOB 

Need the Acrobat Reader? 
Visit http://www.adobe.com and click on the 'Get Acrobat Rea 
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have other opportunities for us and Greg at Sigma asked for the whole order_. but he told him 
that he wasn't low and he is not going to play the back and forth game. 

This is info we need to consider if we are going to try and get Brian to start throwing stock 
orders our way. We also need to discuss how this will affect the STX market. Maybe we can get 
Brian aside at WASDA to have this conversation. 

Shaun H. Smith 
Southwestern Division Manager 
Star Pipe Products 
4618 Westhollow Pkwy. 
Houston, TX 77082 
Office 281-584-4241 
Mobile 281-787-1223 

-----Or;g;n~l Mp~~~gp-----

From: colletteer@starpipeproducts.com [mailto:colletteer@starpipeproducts.com] 
Sent: l-lednesday ~ October 22~ 2008 7: 42 AM 
To: Shaun Smith 
Subject: QUOTE 10707007 

Shaun-
This is quote for ACT-BOB 

Need the Acrobat Reader? 
Visit http://www.adobe.com and click on the 'Get Acrobat Rea 
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have other opportunities for us and Greg at Sigma asked for the whole order_. but he told him 
that he wasn't low and he is not going to play the back and forth game. 

This is info we need to consider if we are going to try and get Brian to start throwing stock 
orders our way. We also need to discuss how this will affect the STX market. Maybe we can get 
Brian aside at WASDA to have this conversation. 

Shaun H. Smith 
Southwestern Division Manager 
Star Pipe Products 
4618 Westhollow Pkwy. 
Houston, TX 77082 
Office 281-584-4241 
Mobile 281-787-1223 

-----Or;g;n~l Mp~~~gp-----

From: colletteer@starpipeproducts.com [mailto:colletteer@starpipeproducts.com] 
Sent: l-lednesday ~ October 22~ 2008 7: 42 AM 
To: Shaun Smith 
Subject: QUOTE 10707007 

Shaun-
This is quote for ACT-BOB 

Need the Acrobat Reader? 
Visit http://www.adobe.com and click on the 'Get Acrobat Rea 
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From: Shaun Smith 
Sent: Tuesday, October 28,20088:14 PM 

Matt Minamyer To: 
Cc: Niki Sparks 
Subject: A.R.1024 08 

Matt - Is this what you are looking for? 

Weeklv Activitv ReDort 

Date: October 28, 2008 

Name: Shaun Smith 

Week Ending: 10-24-08 
1. H D Supply/Homestead gave 220 PRC I 120' s ... 120K worth of restraints to Sigma because we were out of 

them I 
2, FergusonlLewisviiie VaHey Ridge Line A -7680 ft. of30" DI & PVC pipe. Awarded to Rodman 

Construction. Wrapped this job up on Friday with a PO worth $71,203.40. Matched Sigma price of a .27 
fitti ngs/restrai nts 

3. Western Industrial/Dana Kepner - Lubbock 34'10 St Water Line -total value is $159,541.35. Fittings 
accounted for $91,000.50 and JR accounted for $68,540.85. 

4. HD Little Rock - I closed the TlJL Alliance Contract 6 job in Tupelo, MS tar $31k I gave Robert a .26 on the 
fittings and JR to compete with Sigma. They have another job in Cabot coming up in a couple weeks with 44 
24" fittings and a couple restraints all 40 I lined. This will be a good job for us and I will know more this week 
when I am in AR and can speak to Glen or Robert 

5. HD Oklahoma City - lOOK FBE job, no restraints - .27 to compete with Ferguson/Tyler 
6. Ferguson Tulsa - ODOT project 55K fittings/restraints 24" dov,,'n matched .24 from Sigma another 15K 

coming this week 
7. ACT Houston - Better communication - Need to schedule lunch with Brian to close year end business and 

some uftne 30" business they have 
8. Competition - My team is in major attack mode - as reported, we are seeing cheating all over from Sigma

they have been instructed not to lose any orders. We have had a good couple of weeks; just keep hearing 
slowing in the market. 
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From: Shaun Smith 
Sent: Tuesday, October 28,20088:14 PM 

Matt Minamyer To: 
Cc: Niki Sparks 
Subject: A.R.1024 08 

Matt - Is this what you are looking for? 

Weeklv Activitv ReDort 

Date: October 28, 2008 

Name: Shaun Smith 

Week Ending: 10-24-08 
1. H D Supply/Homestead gave 220 PRC I 120' s ... 120K worth of restraints to Sigma because we were out of 

them I 
2, FergusonlLewisviiie VaHey Ridge Line A -7680 ft. of30" DI & PVC pipe. Awarded to Rodman 

Construction. Wrapped this job up on Friday with a PO worth $71,203.40. Matched Sigma price of a .27 
fitti ngs/restrai nts 

3. Western Industrial/Dana Kepner - Lubbock 34'10 St Water Line -total value is $159,541.35. Fittings 
accounted for $91,000.50 and JR accounted for $68,540.85. 

4. HD Little Rock - I closed the TlJL Alliance Contract 6 job in Tupelo, MS tar $31k I gave Robert a .26 on the 
fittings and JR to compete with Sigma. They have another job in Cabot coming up in a couple weeks with 44 
24" fittings and a couple restraints all 40 I lined. This will be a good job for us and I will know more this week 
when I am in AR and can speak to Glen or Robert 

5. HD Oklahoma City - lOOK FBE job, no restraints - .27 to compete with Ferguson/Tyler 
6. Ferguson Tulsa - ODOT project 55K fittings/restraints 24" dov,,'n matched .24 from Sigma another 15K 

coming this week 
7. ACT Houston - Better communication - Need to schedule lunch with Brian to close year end business and 

some uftne 30" business they have 
8. Competition - My team is in major attack mode - as reported, we are seeing cheating all over from Sigma

they have been instructed not to lose any orders. We have had a good couple of weeks; just keep hearing 
slowing in the market. 
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From: 
Sent: 
To: 
CG: 
Subject: 

Leon, 

Rick Tatman IRTatman@TylerPipe.coml 
Saturday. December 22, 2007 4:05 AM 
McCullough, Leon (McWane Executive Vice President) 
'vVailon,Thornas (ivic'vVane Sf. Vice Pfesiderrl) 
DIWF List Price Change 

I just wanted to put something on your radar in case it comes up before we have a chance to speak. 

Sigma recently posted a new List Price effective Jan 2" and they've been pulsing sources trying to see if Tyler/Union will 
follow. 
Like the last one, the % increases vary greatly by item with no apparent pattern. 

Star previously announce their intent to publish a new LP effective Jan 2" and now they've just posted a letter stating the 
effective date has been changed to Feb 4th. Unlike Sigma Star has yet to post any actual LP numbers. I believe they are 
waiting to see what Tyler/Union will do before actually posting numbers or printing books. 

As you may recall, our ~..Jov multiplier increase announcement stated that our intent \Iv-as to manage any future required 
market pricing with multiplier adjustments rather than LP changes. 

Given both the change in the Tyler/Union leadership structure and the accelerated inflation in China compared to 
Domestic cost, I believe we're in a unique position to help drive stability and rational pricing with the proper 
communication and actions. 

I have a concept that I believe will work if properly executed. There are some additional data paints to revievv, but I should 
be in a position to discuss with you in detail during the sales meeting or potentially before if needed. I don't believe with 
our silence and Star's push announcement that Sigma irvill hold to their Jan 2nd effective date so we have some time to get 
it right. 

Enjoy the holiday. 

~(:eldJ7_ 

VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
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From: 
Sent: 
To: 
CG: 
Subject: 

Leon, 

Rick Tatman IRTatman@TylerPipe.coml 
Saturday. December 22, 2007 4:05 AM 
McCullough, Leon (McWane Executive Vice President) 
'vVailon,Thornas (ivic'vVane Sf. Vice Pfesiderrl) 
DIWF List Price Change 

I just wanted to put something on your radar in case it comes up before we have a chance to speak. 

Sigma recently posted a new List Price effective Jan 2" and they've been pulsing sources trying to see if Tyler/Union will 
follow. 
Like the last one, the % increases vary greatly by item with no apparent pattern. 

Star previously announce their intent to publish a new LP effective Jan 2" and now they've just posted a letter stating the 
effective date has been changed to Feb 4th. Unlike Sigma Star has yet to post any actual LP numbers. I believe they are 
waiting to see what Tyler/Union will do before actually posting numbers or printing books. 

As you may recall, our ~..Jov multiplier increase announcement stated that our intent \Iv-as to manage any future required 
market pricing with multiplier adjustments rather than LP changes. 

Given both the change in the Tyler/Union leadership structure and the accelerated inflation in China compared to 
Domestic cost, I believe we're in a unique position to help drive stability and rational pricing with the proper 
communication and actions. 

I have a concept that I believe will work if properly executed. There are some additional data paints to revievv, but I should 
be in a position to discuss with you in detail during the sales meeting or potentially before if needed. I don't believe with 
our silence and Star's push announcement that Sigma irvill hold to their Jan 2nd effective date so we have some time to get 
it right. 

Enjoy the holiday. 

~(:eldJ7_ 

VP & GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
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From: GFl (Greg Fox - ALX) 

Sent: Thursday, March 06, 200806:31:09 Aivi 

To: ARl (Ai Richardson-HTN) 

Subject: RE: HD in Arkansas pricing from Tyler 

l\i -

Jir;-I should not \"'Tite that last sentence! 

Greg 

From: ARl (AI Richardson-HTN) [mailto:arl@sigmaco.com] 
Sent: Thursday, t·1arch 06, 2008 6:21 A~·1 
To: R~·16; Larry Rybacki 
Cc: VP (Vidor Pais - CRt·1); 581 (5iddharth 8hat+\.Clcharji-CR~·1) 
Subject: FV./: HD in Arkansas pricing from Tyler 

Hi Guys, 

i doubt i am sending you information that you have not heard yourself. Just trying to see if you 
guys are hearing some of the same things. 

Thanks 

Al Richardson 
S \"1 Regional r-.1anager 
Houston, TX 
281-987-1200 
800-999-0 ! 09 
281-987-0200 f=ax 

-----Original Message----
From: JSl (Jim Stohr-HTN) 
Sent: Wednesday, March 05, 2008 3: 16 PM 
To: 'AR1 (Ai Rlchardson-HTN)' 
Subject: HD in Arkansas pricing from Tyler 

AO 
~', 

\lIJe have 2 reliable sources in Arkansas ' ..... ith 2 separate HD locations telling us that Shane 
Dubose 'Nith Tyler is giving them a .23 multiplier. This is the same Ty!er salesman that 'Nas in the 
MO, f\.JB, !ll. territor'J last 'lear and killed the pricing. ! am also to understand that Shane still 
handles the HD in Blue Springs MO and I was told last week that our .27 was not competitive but 
assumed it was a Star deal, now I think it was Tyler and Shane_ The customer in AR even 
confinned that our price and Star was the same. We have refused to match pricing at this time 
but need your assistance to see if '.ve can get this ceased or should \",e !O\Ner ourseives to the 
rogue! y!er sa!esman-s tacHes. This is a market that should actuaii'J be .30 but Tyier has it set at 
.27 but are obviously not living up to that. 

Please give us your thoughts. Can Larry make a call and see if this can be stopped. 

SIGTP00040717 
COr-JF!DEr-JT!AL~FTC Docket No. 9351 
FOL6. ExemptfProtected b'J Court Order 
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From: GFl (Greg Fox - ALX) 

Sent: Thursday, March 06, 200806:31:09 Aivi 

To: ARl (Ai Richardson-HTN) 

Subject: RE: HD in Arkansas pricing from Tyler 

l\i -

Jir;-I should not \"'Tite that last sentence! 

Greg 

From: ARl (AI Richardson-HTN) [mailto:arl@sigmaco.com] 
Sent: Thursday, t·1arch 06, 2008 6:21 A~·1 
To: R~·16; Larry Rybacki 
Cc: VP (Vidor Pais - CRt·1); 581 (5iddharth 8hat+\.Clcharji-CR~·1) 
Subject: FV./: HD in Arkansas pricing from Tyler 

Hi Guys, 

i doubt i am sending you information that you have not heard yourself. Just trying to see if you 
guys are hearing some of the same things. 

Thanks 

Al Richardson 
S \"1 Regional r-.1anager 
Houston, TX 
281-987-1200 
800-999-0 ! 09 
281-987-0200 f=ax 

-----Original Message----
From: JSl (Jim Stohr-HTN) 
Sent: Wednesday, March 05, 2008 3: 16 PM 
To: 'AR1 (Ai Rlchardson-HTN)' 
Subject: HD in Arkansas pricing from Tyler 

AO 
~', 

\lIJe have 2 reliable sources in Arkansas ' ..... ith 2 separate HD locations telling us that Shane 
Dubose 'Nith Tyler is giving them a .23 multiplier. This is the same Ty!er salesman that 'Nas in the 
MO, f\.JB, !ll. territor'J last 'lear and killed the pricing. ! am also to understand that Shane still 
handles the HD in Blue Springs MO and I was told last week that our .27 was not competitive but 
assumed it was a Star deal, now I think it was Tyler and Shane_ The customer in AR even 
confinned that our price and Star was the same. We have refused to match pricing at this time 
but need your assistance to see if '.ve can get this ceased or should \",e !O\Ner ourseives to the 
rogue! y!er sa!esman-s tacHes. This is a market that should actuaii'J be .30 but Tyier has it set at 
.27 but are obviously not living up to that. 

Please give us your thoughts. Can Larry make a call and see if this can be stopped. 

SIGTP00040717 
COr-JF!DEr-JT!AL~FTC Docket No. 9351 
FOL6. ExemptfProtected b'J Court Order 
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jim Stohr 
Branch Manager 
Sigma Corporatior! 
Hniistnn, TX 
800-999-0109 

SIGTP0004071 e 
COr-JF!DEr-JT!AL~FTC Docket No. 9351 
FOL6. ExemptfProtected by Court Order 
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jim Stohr 
Branch Manager 
Sigma Corporatior! 
Hniistnn, TX 
800-999-0109 

SIGTP0004071 e 
COr-JF!DEr-JT!AL~FTC Docket No. 9351 
FOL6. ExemptfProtected by Court Order 
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From: GFl (Greg Fox - ALX) 

Sent: Thuisdav, MaV 08, 2008 10:SG:39 A~\I1 

TO: 

GD1 (Greg Danais - ORL); 'KS3 (Kevin Stine)'; DB3 (Debbie Baker-ALX); 

LM1 (Linda Moen - ALX); GW1 (Greg Wilkerson-ALX); 'JM2 (Jim Moeller)'; 

JG2 {Joei Goff-ALXi; 'GLL (Gioria Lamborne-ALXi'; KKI (Kim Koblnson
ALX); '051 (David Swindell-ALX)'; RA1 (Russell Axon-ALX); KP3 (Kevin 

Pennington); RM4 (Richard Mabe-ALX); WM1 (Wilson Moore-ALX); '5M3 

(Steve Myers - HTN)' 

Subject: FW: Tyler Union Price Increase 

Attachments: T yl e rU n io nAn nou nceme ntMay 72008. pdf 

FYI -

~il addltiQII, I'm certain we'll match the~r multipliers once published. 

t':jreg 

From: xa!83@sprintpcs.com [mai!to:xa!83@sprintpcs.com] 
Sent: Thursday, May 08, 2008 10:48 AM 
To: m20@sigmaco.com 
Subject: FW: Tyler Union Price Increase 

From: DW3 (Dan Workman-HTN) <dw3@sigmaco.com> 
Sent: Thursday, May 08, 2008 10:40 AM 
To: JSl (Jim Stohr-HTN) <jsl@sigmaco,com>; ARl (AI Richardson-HTN) <arl@sigmaco,com> 
Subject: Tyler Union Price Increase 

DIDN'T KNOW IF YOU HAD THIS YET. 

J_ Daniel Workman 

Sales 
Sigma Corporation 
Ph_ 281-987-1200 
Fax 281-987-0200 
dW3@sigmaco.com 

SIGTP00032817 
CONFIDENTIAL-FTC Dockel No. 9351 
FOIA ExempUProtected by Court Order 
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From: GFl (Greg Fox - ALX) 

Sent: Thuisdav, MaV 08, 2008 10:SG:39 A~\I1 

TO: 

GD1 (Greg Danais - ORL); 'KS3 (Kevin Stine)'; DB3 (Debbie Baker-ALX); 

LM1 (Linda Moen - ALX); GW1 (Greg Wilkerson-ALX); 'JM2 (Jim Moeller)'; 

JG2 {Joei Goff-ALXi; 'GLL (Gioria Lamborne-ALXi'; KKI (Kim Koblnson
ALX); '051 (David Swindell-ALX)'; RA1 (Russell Axon-ALX); KP3 (Kevin 

Pennington); RM4 (Richard Mabe-ALX); WM1 (Wilson Moore-ALX); '5M3 

(Steve Myers - HTN)' 

Subject: FW: Tyler Union Price Increase 

Attachments: T yl e rU n io nAn nou nceme ntMay 72008. pdf 

FYI -

~il addltiQII, I'm certain we'll match the~r multipliers once published. 

t':jreg 

From: xa!83@sprintpcs.com [mai!to:xa!83@sprintpcs.com] 
Sent: Thursday, May 08, 2008 10:48 AM 
To: m20@sigmaco.com 
Subject: FW: Tyler Union Price Increase 

From: DW3 (Dan Workman-HTN) <dw3@sigmaco.com> 
Sent: Thursday, May 08, 2008 10:40 AM 
To: JSl (Jim Stohr-HTN) <jsl@sigmaco,com>; ARl (AI Richardson-HTN) <arl@sigmaco,com> 
Subject: Tyler Union Price Increase 

DIDN'T KNOW IF YOU HAD THIS YET. 

J_ Daniel Workman 

Sales 
Sigma Corporation 
Ph_ 281-987-1200 
Fax 281-987-0200 
dW3@sigmaco.com 

SIGTP00032817 
CONFIDENTIAL-FTC Dockel No. 9351 
FOIA ExempUProtected by Court Order 
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May 7,2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

Dear Vaiued Customer, 

You have likely heard.or read about continued increases in factors of production 
imp'acting both domestic and g!ob'a! ()peration-s. The foundt\j indu-str\j h'8S been hit 
particularly hard With. sharp increases in scrap iron, alloys and transportation costs. 
While the financial impact to our business is real, we also .recognize there are 
restrictions as to the leve.! and timing at which pricing can be accommodated in the 
market 

Weare sending this general cOr1)munication to Our waterworks distribution customers to 
more clearly define our intention in regards to future- pricing actions. 

Before announcing any price actions, we carefully analyze all factors including: domestic 
and global inflation. market and competitive conditions within each region, as well as 
performance against our own internal metrics, We anticipate being able to complete our 
anaiysis: Oy the end of fviay. At that point, we wiii send out ietlers to ~ach specific region 
detailing changes., if any, to our current pricing polrcy. 

For planning purpo-ses only, 'Jve expect for regions 'with a change- that multipfiers \"Iil! 
increase in the r~nge of6% up to 16% effective June 16th

. 

Sincerely, 

J J 

1~1~ 
Jerry Jansen 
National Sales Manager 

SIGTP00032818 
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May 7,2008 

To: All Tyler Union Distribution Customers 

RE: Pricing for Utility Fittings and Accessories 

Dear Vaiued Customer, 

You have likely heard.or read about continued increases in factors of production 
imp'acting both domestic and g!ob'a! ()peration-s. The foundt\j indu-str\j h'8S been hit 
particularly hard With. sharp increases in scrap iron, alloys and transportation costs. 
While the financial impact to our business is real, we also .recognize there are 
restrictions as to the leve.! and timing at which pricing can be accommodated in the 
market 

Weare sending this general cOr1)munication to Our waterworks distribution customers to 
more clearly define our intention in regards to future- pricing actions. 

Before announcing any price actions, we carefully analyze all factors including: domestic 
and global inflation. market and competitive conditions within each region, as well as 
performance against our own internal metrics, We anticipate being able to complete our 
anaiysis: Oy the end of fviay. At that point, we wiii send out ietlers to ~ach specific region 
detailing changes., if any, to our current pricing polrcy. 

For planning purpo-ses only, 'Jve expect for regions 'with a change- that multipfiers \"Iil! 
increase in the r~nge of6% up to 16% effective June 16th

. 

Sincerely, 

J J 

1~1~ 
Jerry Jansen 
National Sales Manager 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Jf'v4 (Jeff Marcu5-CRM) 

Fridav, August 07,200903:41:18 PM 

'm4@sigmaco.com' 

Walter Florence; Ron Kuehl 

SIG Mega Plan Sent to Ares 

Attachments: 
MEGA PLAN-COVER LETTER to BANK PRESENTATION-080409.doc; ARES GROUP 

080709.ppt 

Jeff Marcus 
Sigma Corporation 
Chief Financial Officer 
iill@.§~.90m 
Tel: (609) 758 0800 ext 281 
Fax: (609) 758 'j 399 

From: JM (Jeff Marcus-CRM) 
Sent: Friday, August 07, 2009 3:40 PM 
To: 'Jim DeCillo' 
Cc: Karen DeCastro 
Subject: SIG Mega Plan 

8/7 

Jim, 

Here is the complete plan and cover note for distribution to Monroe and Orchard. 

I have simultaneously sent to the senior group with the following request for consideration: 

Leverage Ratio: 

9/09 - 6/10 @ 6.875 

9/10 @ 6.25 

12/10 @ 5.75. 

Fixed Charge Ratio: 

9/09 - 12/10 @ 1.00. 

I have also disclosed that we are an ambitious debt reduction plan both via reduced inventory and cost 
cutting and \Nith a possible debt buy back. 

SIG - 0003469 
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The senior group is sending 9 representatives in person on Wed the 12th and a few more will be on the 
phone. With your group following it will certainly be a Mega bank day! 

Have a good weekend and reach out to me as needed . 

. Jeff Marcus 
Sigma Corporation 
Chief Financial Officer 
im((t:sigmaco,Gom 
Tel: (609) 758 0800 ext 281 
Fax: (609) 758 1399 
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:E SIGlViA 

To: Our Banking Partners ... 
Sf'nior Gronp: PNC R:;]nk: Wplls Fnrgo: TO North R:m k 

IDB, 5'"/3rd Bank, Cathay Bank 

Augnst 4, 2009 

Term B Group: ARES Capital, Orchard Capital, Monroe Capital 

Re, Presentatioll qfou.,' R<!"isea Plans",inlJ'oducing ~IEG.fi PL'1.1V' 

De.ar Partners, 

First, I wish to take this opportunity on behalf of ollr partners at Frontenac Capital and SIGMA 
Management to thank you for your support since our closing October 10, 2007. OUf journey since has 
been an interesting one in that almost from the start. \'ve have faced the head ",,-rinds from the steady 
weakness experienced by the US economy since late 2007, further exasperated by the major financial 
downturn in September 2009. The ensuing turmoil and disruption in all segments of the economy 
have made any planning even in the ShOll term difficult and despite our deliberate and diligent 
Business Plan which Wt'- pr't'-sented to YUll earlit'T this year for 09, the sllstained weakness in Ollr 
economy in general and the ""Vater and Sewer industry in particular, have required us to rnake a 
significant revision in onr Plan after a serions mid-year re __ view of onr operations, based on the first 
half resl~ls, 

As you all would agree, the weaKness and volatility in the marKets have continued to challenge our 
Sales even as we have made significant adjustments in all aspects of our operations in a spirited and 
proactive manner, to improve our overall productivity, nsing onr cohesive Team strength to embrace 
lhese changes wJlllngiy and ellicienli.y. AL Lilis poinL, we fell a review of all aliI' projecUons and 
Business Plans was onl~l prudent and over the last about 2 months, \ve embarked on just such an 
exercise to develop revised plans - but with even more attention to detail, caution and diligence to 
make these projections more realistic and reasonable. 

In fact, since we see the recovery both in the overall economy and our industry to be a slower one, we 
chose to do stretch aliI' revised plans over an 1S-month span going all the way to December 2010. We 
dubbed our revised plan ':Mega Plan' as it covers not only the longer 2-year time frame, but also 
focuses on a 2-tiered strategy to focus on strengthening the CORE business ..... vhile also identifying a 
few smaH, proven options to add a fair level of synergic NE\V business. 

Through this narrative, we v.rish to present to you a comprehensive insightful review of our operations 
during the first half, our outlook and plans for the futnre and our specific requests for your support-
to provide you additional insightful and relevant inputs to go with our package of projections, 

As you are aware, our original plan for 09 called for a grow"th Sales target of 3238.5 l'vf with a target 
EBITDA of $25.oM. This was based on a detailed Sales target culled from the personal visits Larry and 
I made to each of our 6 regions vvhich are structured as independent profit centers, back in December 
08 and the conversations with each of our territory Sales Managers and other inplits. Without any new 
threats on the horizon from the BA (Buy America) and market pricing, we had expected the Margins to 
improve a bit over oS on the strength of the now lower product costs. 

vVhile we had fully expected the Q1 to be weak and had budgeted accordingly, we had expected a 
certain amount of modest but sure recovery, starting from Q2 both due to historic seasonal bounce 
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and a recovery from the previous 6 months of ,\veakness, partly aided by thc eagerly 
anticipated ARRA stimulus bill .... 

Thollgh ollr modE'st Q1 targets WE're met, ollr expectations for Q2 and beyond, WE're not. In ollr 
January 09 Board meeting we had decided that April/May would be the right time to gage the trend 
for 09 and after 2 months of consistently weak Sales in April and May, we chose to go back to the 
clravving board and develop a revised plan. based on fresh set of assumptions supported by the current 
trends and the outlook that we culled from our extensive interaction with several sources, especially 
our diverse cltstomer base, many of whom were in the same boat having to revise their forecasts 
~ontinLlaHy down. Besides, the overaH dedine in market volume, we also faced some uncertainty from 
the BA requirement of the ARRA stimulus bill and a new prieing system from McWane, our primary 
competitor for Fittings. As for the former, we have started a re\iew of our options to produce a limited 
range of domestic production, utilizing the extensive idle capacity of iron foundries, even as we are 
negotiating with McWane for a suitable 'buy seH' agreement, leveraging our relationship, from our 
past sllch accommodation for their global sOllrcing needs. 

As for the new pricing, the market seems to have adjusted to their new system and the net impact of 
the change has been a decline of about just 4% on a blended basis. 

With the market stabilizing somewhat albeit at a weaker level and with the pricing and margins also 
reflecting simi1ar trends, we thought it was the right time to attempt a 'Run Rate Analysis (RRA), to 
assess the steady level at which our CORE Business could be pegged at and over several weeks, we 
simuiated just such an RRA modei, which was actuaiiy use-d to project the Saies ieveis for the second 
half of 09 as well as for each quarter of 2010. The RRA started vvith the volumes in tons for each of 
our sub-products of our 6-part product range and at the specific Regional level. vVe also analyzed the 
current pricing trends from the actual most recent June realization and applied the respective Average 
Selling Price/lVIT (ASP) to the Volumes to project the Sflles for the next 4 qllm-ters, hflsed on monest 
seasonal and regional adjustments. 

On the Operational Expenses side too, we had very reliable data on the strength of our thorough Protlt 
Center Accounting (PCA) system, in effect since 2001. We applied the expense trends adjusted for any 
relevant factors "vith a bearing on the second half, with a conservative tilt to develop the t1nancial 
projections for og, "\vhich in tnrn ,;vere used to <"llso prep<"lre a preliminafJ' version of a realistic plan for 
2010. 

Our 'Mega Plan' approaches our future Business Plans on 2 fronts - both separate and independent -
as follows: 

Using the RRA model to quantify the future outlook, aliI' primary foclls is to stabilize our CORE 
Business and La find any and all ways La opLimize Lhe Sales even amidsLLhe markeL 'vveaktless LhaL 
is expected to linger on for a while even as it registers slow recovery, Greater emphasis will be put 
on each of our current products as well as 1 or 2 small and newer products that we had added to 
onr range, Whpfp WP havp not hfld thp kind ofppnptffltion that we are capflhle of, by lE'vE'ff1ging onf 
various synergies including customer relationships. 

Hming prepared a preliminary version '\I\rith 5 months data for our Board meeting 7/15/09, we 
have since updated projections for 09, using the actual 1ST haif data and with additional attention 
to detail, we forecasted and budgeted every expense for the 2 ilJ six months on the cautioLls side and 
in great detail. \Ve chose to do so on the conservative side "with projections of a few larger items 
such as the Customer Rebates as well as prm,1sion for Bad Debt and fe\v other such expense items. 

SIG ,0003472 
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The conclusions from the above diligent analysis point to the contraction of our business by about 
20% frorn 08 in Sales 9and the Plan) and a drop of about 2% in overall Gross 1\tfargins (GM) due to 
competitive factors and -with the adjustments of the variable costs such as freight and rebates, the 

impact of these market '''leakness on the net Gross Profit was a drop of about $13.SM from 08 and 
$l8.oM from the Plan. 

Part of this drop was offset by our diligent work on the non-variable Overhead expenses, 
vvhercfrom vve realized a strong savings (including bonuses) of about $7.01V[ over 08 levels and 
$S.SM better than Plan as a result of various prudent cost saving measures implemented 
throughout our operations. The net result is a drop in EBlTDA of about s6.5M over 08 and about 
$12.5M M from the Plan. (Our internal plans for 09 for our Sales Team cal/for slightly higher 
Sales in the $198 M to $200 M range, which may boost the EBITDA by up to $1.0 M.) 

While the Sales and profits have been weaker than planned, Ollr performance in inventory and 
expense reduction has surpassed our expectations. Since we were aware of the market weakness, 
we had also put in place many effective steps to manage our Supply Chain to realize significant 
reduction in our Inventory and our efforts were suitably rewarded as our inventol':Y has reduced by 
about S15lVf in just the first 6 months to about $75M and we plan to continue this trend all the way 
down to about $65M by the end of 09. (An incentive Team bonus based on inventory reduction 
has been introducedfor the_first time in SIGMA and is being received favorably by our Sales and 
Operational teams.) 

Largely due to the Inventory reduction and along with a few other steps, our total debt has been 
only reduced by about $13IvI in the l~L 6 months and we plan to reduce it further by an additional 
$101\1- $11 M by the end of 09. 

Our preliminary projection for 2010 ('ails for a Sales of about $210M from our CORE business with 
an EBlTDA of $16M. We also plan to reduce the total debt to about S77M by Dec 2010 or an 
additional drop of about SloM in 2010, on the strength of reduction of the Inventory to about 
$.s.sM. 

80,< aU in. a.ll, m .. v:!r the last {; UJe have 'righ..t sized· S'J(T!!L1 in 5c~._'cral tuhilc 
n:tuininu onr ecm.e strenyths to s!1stnin ond stuiJil-ize LlUT CCNU'; Business (meT next 18 
rnonths lL-'ith modr::..st grmcth and position the husiness tv grow as the mU"J'k.et steadily TeC{)Vers 

and grou?s in the yeo}"s to come. 

While we ceItainly plan to focus on the CORE Business to optimize the operations in each aspect 
of it, continuing the various adjustments we have made over the last several months, we also 
concluded that it is only strategic for us to explore a few options to add meaningful NEvV Business 
to offset some of the loss in our CORE Business, which may be recovered over a slow 2 or 3 year 
.span. At the same time, we realized too that typical 'acClnisitions' of synergic bnsines.ses as we had 
ulanned after our restnlcturing Vvith Frontenac. 18 months back. was not much of an oution due to 
~ur limiled resources, dram~Lically changed' capilal markel' condiLions and the difliculLy in 
assessing the valuation of a mature business in an uncertain year like the current one. 

So, we developed a 'modified' option that we call 'Strategic Business Additions (SBAs), whereby we 
have identified and nurtured 3 specific opportunities, all of vvhich have a few aspects in common, 
sllch as: 

1. They are all relatively small in size at somewhat of an embryonic stage with substantial 
polenliallo grClu.J, 
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2. They are all 'buyer-jriendly' opportunities with familiar ownership structure to allow 
accormnodation in valuation and/or terms ofpaynwnt. 

3. All of them have a lower requirement of working capital and with reasonable proven 
earnings, they would be accretive to SIG's performance and help us de-leverage our 
currentfinancial profile, as the projections clearly demoTl..'>trate. 

4. Must uf all, they are all highly synergic tv allvw SiGAlA's vast resources tv be channeled 
to realize significant grolvth in the next 2 or 3 years by leveraging our national 
Marketing footprint, close Customer Relationships, Distribution structure and our 
Sourcing strengths. 

The 3 'SBA' opportunities that we have identified and nurtured all fit the above criteria and due to 
our closeness to the owners, we have had extensive, meaningfLll discussions leading to agreements 
in principle v,rith sufficient amount of financial information already in hand, without even having 
had to resort to the commonly accepted practice of Confidentiality Agreements! IIowever, we 
have refrained from concluding any final Purchase Agreements as we first wish to notify our 
Banking Partners as to these plans and their merits. 

While more detailed information is available through our package as to the projections for each of 
the-se additions and the-ir contribution both individuaiiy and coiiectiveiy to onr earnings and the 
ratios -- as a quick summary, we are in a position to conclude all 3 additions that ,'\ri11 add about 
$:lulVI of I~"'EvV Sales with a current EBITDii of about S3.ulVI at current Sales, with a potential to 
grow up to $35M and EBITDA potential of $6M by 2012, due to the upside each one offers, 
especially ",rith SIGMA synergies. \Ve expect to ('nmplete flll 3 of them flll ""rith a combiner!. r!.OWll 
mnnTIf',nt of ~hollt $7M which will 11f', mostlv mf't thrOlJQ-h nf'W f',O\litv from sh~rf',holrlf'Ts for 1111 to 
~b~ut· S51\.1 ·~~·;d th~ remai~ing s~~l1 b~l~nce· f;o~ -the adva·~~·e~·' fro~ the·- e·liiibl~ ~dditi~n~-l 
working capital from the current assets, since we have sutlicient availability in our overall line and 
in the Inventory sub-limit too. No SeUds Note will be part of these agreements. but they aU will 
have reasonable earn-out provisions subject to healthy growth in EBITDA. 

These additions offer SIGJ\tlA a sound opportunity to grow our Sales to about S23SM and EBITDA 
of close to S201\1in 2010. 

So, all in all, we believe these additions are prudent and will help SIGI\1A diversify its product, 
customer and market footprint to allow SIGMA to grow at a more robust rate even v-.-;th a slow 
recovery. Due to the special circumstances vvith familiarity, culture and closeness, we believe one of 
these 3 "dditions - lINISOliRCr. - could he closed hy even 9/30/09 "nd the se.mnd - lInique (lIFF) 
- by 10/31/09 and the 3'" - SIMEX - by 2/28/10 with all the necessary Due Diligence and audit 
process implemented as required by our Board Audit Committee guidelineS. \-Ve request our Banking 
Partners to approve our Mega Plan in its entirety, even -when it is proc.essed in parts. 

We close Vlith our collective appreciation for the close relationship we enjoy -with our extended bank 
group and your confidence and support during the recent trying times. Over the past 24 years since 
our inception, SIGMA has grown with challenges and have consistently weathered the storms to 
emerge stronger and more nimble, as we have an experienced, loyal and poised management stnlcture 
and a mature team culture, to go with ollr strengths slich as ollr diverse product and market footprint 
and proven cllstomer and supplier relationships. 

We are ready for the future ... 

Best Regards, 
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© SIGMA MEGAPLAN-09 

Mid Year Strategic 

Review 
presenting .... 

A blue print for 18 months - July 2009- Dec 2010 



MID YEAR REVIEW OF CORE BUSINESS
• Market volume drop of about 20% ‐ 25% over 08.
• Gross Margin drop of about 2% over 08 average.
• Fittings price drop of average 4% since Mc Wane’s New 

Pricing Strategy.
• All in all prices have stabilized.
• Significant reduction in Overhead Operational Expenses             

– at $5.0M / year.
• Continuing declining trend in Inventory with a drop of 

$15.0M by 6/09.
• ‘Right ‐ Sizing’ of business is being achieved.
• Repositioning of SIGMA to grow over a wider product and 

market range.
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‘MEGA PLAN’

2 – TIER GROWTH STRATEGY
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RRA SNAPSHOT
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SALES REVIEW: 2008 Vs 2009 COMPARISON
2008 2009 COMPARISON

REGION H1 % 2008 H2 % 2008 2008
H1 

(Actual)
% RST 
2009

H2 (From 
RRA)

%RST 
2009 RST09 (RRA)

RST09 ‐
(Original)

H1‐09 > 
H1‐08 RST‐09 > 2008

RST‐RRA > 
RST (Org)

CRM  $18.8 55.0% $15.4 45.0% $34.2 $12.9 43.5% $16.9 56.5% $29.8 $33.6 ‐31.3% ‐13.0% ‐11.3%

CHI  $9.8 48.5% $10.4 51.5% $20.2 $9.5 47.0% $10.7 53.0% $20.2 $21.4 ‐3.0% 0.1% ‐5.6%

HTN  $18.3 54.8% $15.1 45.2% $33.3 $13.8 47.6% $15.2 52.4% $29.0 $31.8 ‐24.5% ‐13.0% ‐8.8%

ONT  $18.5 56.5% $14.2 43.5% $32.7 $10.3 45.7% $12.2 54.3% $22.5 $33.8 ‐44.5% ‐31.3% ‐33.4%

ALX  $32.6 55.5% $26.1 44.5% $58.8 $23.0 47.9% $25.0 52.1% $48.0 $56.0 ‐29.5% ‐18.3% ‐14.3%

SIG 5 $98.0 54.7% $81.2 45.3% $179.3 $69.5 46.5% $80.0 53.5% $149.5 $176.6 ‐29.1% ‐16.6% ‐15.3%

OEM  $29.8 50.8% $28.9 49.2% $58.8 $25.2 51.4% $23.8 48.6% $49.0 $57.9 ‐15.6% ‐16.6% ‐15.4%

SIG 6  $127.9 53.7% $110.2 46.3% $238.0 $94.7 47.7% $103.8 52.3% $198.5 $234.5 ‐25.9% ‐16.6% ‐15.4%

SSF $.01 3.3% $.2 96.8% $.2 $4.0 ‐95.0%
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Mega Plan • • • New Business 

presenting .... 
, , 

(Strategic Business Additions) 

P 0 ile 



Core Business

Stabilize  around RRA levels

Maximize Sales and Market Share

Greater attention to Sales 
Planning @ Territory, Product 

customer level

Closer monitoring of Actual vs
targets

‘Domestic’ niche thru ‘SDP’

Constant attention to Product 
Cost Reduction 

Tight watch over expense control 
/ productivity

Team focus to Inventory / Debt 
reduction

New Business

Small ‘buyer friendly’ prospects

Compatible and synergic market / 
customer, product range

Relatively embryonic market 
position, to lower valuation

Sufficient potential to grow

Reasonable upfront price and 
favorable payment terms

Relatively quick and smooth 
integration

Opportunity to redistribute Sales 
force from Core to New business 

Broaden product range to optimize 
growth in a slow recovery 

environment

‘MEGA PLAN’

2 – TIER GROWTH STRATEGY
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Unique Fittings & 
Flanges (UFF)

SIMEX UNISOURCE

Location Houston, TX Guadalajara, 
Mexico

Freehold, NJ

Nature of 
business

Distribution of fittings, 
Valves, & related 
products for fire 
protection (FP)

Distribution of 
AWWA range of 
fittings, Valves 
and MCC 

OEM supply of 
Pump, Valves, 
Plumbing etc.,

Market National Mexico (National) OEM (Select)

Years in 
business

5 (in  FP) ,12 overall 5 18

Sourcing China, India, Korea, 
Indonesia

China, India, 
Mexico

China

Growth 
Potential

Very High Moderate High

‘SBA’ PROFILE
(Strategic Business Additions)

Contd 
…
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Unique 
Fittings & 

Flanges (UFF)

SIMEX UNISOURCE Combined SBA-3

1. 2009 Profile ( Prelim)

Sales $ 4.6M $8.2M $6.7M $19.5M

EBITDA (Recast 
may be higher)

$1.1M $1.2M $0.7M $3.0M

Inv $2.5M $0.8M $0.4M $3.7M

A / R $0.7M $1.5M $0.6M $2.8M

W / C Coverage Yes No Yes

2. Future Outlook

Year 2010 2011 2010 2011 2010 2011 2010 2011

Sales $8.0M $13.0M $9.5M $10.5M $10.0M $13.5M $27.5 $37.0M

EBITDA $1.7M $2.6M $1.4M $1.6M $1.0 $1.6M $4.1M $5.8M

3. Valuation & Capital (all preliminary estimates  --- subject to further review)

Likely Price $5.0M $5.5M $2.25M $12.75M

Earn out   (for 
2010 / 2011)

Yes - $2.5M Yes - $2.0M Yes - $1.0M $5.5M

Down payment $4.0M $2.5M $0.75M $7.25M

Seller Note Yes Yes Yes

W/C Support $1.5M No * $0.5M $2.0M

Net Equity / 
Capital need

$2.5M $2.5M $0.25M $5.25 
* W/C is self financed through owner funds / retained earnings

‘SBA’ PROFILE
(Strategic Business Additions)
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Sigma Financial Acronyms

SFA

PCA Profit Center Accounting

DIRECT OPERATING EXPENSES

DOE(1) Variable Sales Expenses

NGM Net Gross Margin (After DOE 1)

DOE(2) Fixed Sales Expenses

DOE(3) Fixed Warehouse Expenses

COMMON OPERATING EXPENSES

COE (1) Common Sales & Marketing Overhead

COE (2) Corp Payroll+Benefits+Taxes

COE(3) Purchasing+Inventory+Production

COE (4) Main Office Overhead

COE (5) Professional Fees

COE (6A) Bank Charges

COE (7A) Discount Earned/Other

STRATEGIC BUSINESS ADDITIONS

SBA (1) Unisource

SBA (2) Unique

SBA (3) Simex

PCA Profit Center Accounting

DIRECT OPERATING EXPENSES

DOE(1) Variable Sales Expenses

NGM Net Gross Margin (After DOE 1)

DOE(2) Fixed Sales Expenses

DOE(3) Fixed Warehouse Expenses

COMMON OPERATING EXPENSES

COE (1) Common Sales & Marketing Overhead

COE (2) Corp Payroll+Benefits+Taxes

COE(3) Purchasing+Inventory+Production

COE (4) Main Office Overhead

COE (5) Professional Fees

COE (6A) Bank Charges

COE (7A) Discount Earned/Other

STRATEGIC BUSINESS ADDITIONS

SBA (1) Unisource

SBA (2) Unique

SBA (3) Simex
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 AMP : REVISED PCA-09-PLAN -- EBITDA 
   ( 'Absolutely MINIMUM  Plan')  

Q1 Q2 CUM-6/09 Q3 CUM-9/09 Q4

SIG-6 MT-->  Q3 > Q2--> 10.1%  Q4 > Q3--> -17.2%

   SALES 44,490,148$    50,238,468$   94,728,616$     55,180,785$   149,909,401$   45,687,314$       195,596,715$   100.0%

   GM% 31.8% 32.7% 32.3% 32.6% 32.4% 32.8% 32.5%
   GP$ 14,154,867$    16,411,874$   30,566,741$     17,975,724$   48,542,465$     14,997,473$       63,539,939$     32.5%

   DOE1(%) 9.6% 10.3% 10.0% 11.3% 10.5% 10.9% 10.6%
   DOE1($) 4,285,776$      5,152,958$      9,438,734$        6,254,054$      15,692,788$      4,959,049$          20,651,837$      

   NGM ($) 9,869,091$      11,258,916$    21,128,007$      11,721,670$    32,849,677$      10,038,424$        42,888,102$      
   NGM (%) 22.2% 22.4% 22.3% 21.2% 21.9% 22.0% 21.9%

   DOE2 2,135,151$      2,157,872$      4,293,023$        2,178,255$      6,471,278$        2,106,829$          8,578,107$       4.4%
   DOE3 2,415,899$      2,383,153$      4,799,052$        2,479,693$      7,278,745$        2,371,973$          9,650,718$       4.9%
   DOE2+DOE3 4,551,050$      4,541,025$      9,092,075$        4,657,948$      13,750,023$      4,478,802$          18,228,825$     9.3%

   ROP 5,318,041$      6,717,891$     12,035,932$     7,063,722$     19,099,654$     5,559,622$         24,659,277$      
12.0% 13.4% 12.7% 12.8% 12.7% 12.2% 12.6%  

    COE1 (CSM) 583,756$         605,770$         1,189,526$        505,614$         1,695,140$        477,375$             2,172,515$        1.1%
    COE2 (CORP COE) 1,391,913$      1,227,237$      2,619,150$        1,362,831$      3,981,981$        1,367,931$          5,349,912$        2.7%
    COE3 (PIP) 422,386$         371,677$         794,063$           484,500$         1,278,563$        484,500$             1,763,063$        0.9%
    COE4 (G&A) 138,977$         145,650$         284,627$           136,242$         420,869$           136,242$             557,111$           0.3%
    COE5 (PROF SVC) 260,901$         279,308$         540,209$           247,662$         787,871$           247,662$             1,035,533$        0.5%
    COE6A (BANK CH) 75,065$           95,991$           171,056$           85,527$           256,583$           85,527$               342,110$           0.2%
    COE7A (DISC EARNED) (41,285)$          25,069$           (16,216)$           (7,500)$            (23,716)$           (7,500)$                (31,216)$           0.0%

TOT COE - bef INT+ DEP 2,831,713$      2,750,702$      5,582,415$        2,814,876$      8,397,291$        2,791,737$          11,189,028$      5.7%

    EBITDA (CURRENT) -- w/o TPB-09 2,486,328$      3,967,189$     6,453,517$       4,248,846$     10,702,363$     2,767,885$         13,470,249$     6.9%
    Street Furniture (114,466)$       (114,466)$        (57,233)$         (171,699)$        (57,233)$             (228,932)$        -0.1%
    Real Estate 527,108$        527,108$          263,554$        790,662$          263,554$            1,054,216$       0.5%
    Carryover / Add backs 129,908$        129,908$          129,908$          129,908$          0.1%
    EBITDA (TTM-ADJ) --w/o TPB-09 2,486,328$      4,509,739$     6,996,067$       4,455,167$     11,451,234$     2,974,206$         14,425,441$     7.4%

    Bonus - Invy $0 $375,000 $375,000 0.2%
    Bonus - TPB $0 $548,915 $548,915 0.3%

 
    EBITDA $2,486,328 $4,509,739 $6,996,067 $4,455,167 $11,451,234 $2,050,291 $13,501,525 6.9%

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

CUM-12/09

SIGMA INTERNATIONAL GROUP, INC

CORE BUSINESS: 2009
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 PLAN SUMMARY -- PCA + EBITDA  + COMPARISON with 09  

  

Q1 Q2 CUM-6/10 Q3 CUM-9/10 Q4 10>09

SIG-6  Q3 > Q2--> 3.0%  Q4 > Q3--> -20.0%

   SALES 46,062,067$     55,371,068$  101,433,135$ 59,032,200$  160,465,335$ 49,225,760$       209,691,095$   100.0% 195,596,715$   100.0% 7.2%

   GM% 32.1% 32.1% 32.1% 32.2% 32.1% 32.2% 32.1% 32.5%
   GP$ 14,783,930$     17,756,746$  32,540,676$   18,997,101$  51,537,777$   15,841,299$       67,379,076$     32.1% 63,539,939$     32.5% 6.0%

   DOE1(%) 10.0% 10.0% 10.0% 10.1% 10.0% 10.1% 10.0% 10.6%
   DOE1($) 4,595,596$       5,531,930$     10,127,526$    5,915,564$     16,043,091$    4,926,640$         20,969,731$     10.0% 20,651,837$      1.5%

   NGM ($) 10,188,334$     12,224,816$  22,413,150$   13,081,537$  35,494,686$   10,914,659$       46,409,345$     42,888,102$     8.2%
   NGM (%) 22.1% 22.1% 22.1% 22.2% 22.1% 22.2% 22.1% 21.9% 0.0%

   DOE2 2,165,972$       2,165,972$     4,331,944$      2,165,972$     6,497,916$      2,165,972$         8,663,888$       4.1% 8,578,107$       4.4% 1.0%
   DOE3 2,436,806$       2,436,806$     4,873,613$      2,436,806$     7,310,419$      2,436,806$         9,747,225$       4.6% 9,650,718$       4.9% 1.0%
   DOE2+DOE3 4,602,778$       4,602,778$     9,205,557$      4,602,778$     13,808,335$    4,602,778$         18,411,113$     8.8% 18,228,825$     9.3% 1.0%

   ROP 5,585,556$       7,622,037$    13,207,593$   8,478,758$    21,686,351$   6,311,881$         27,998,232$     13.6% 24,659,277$      13.5%
12.1% 13.8% 13.0% 14.4% 13.5% 12.8% 12.6%

    COE1 (CSM) 548,560$          548,560$        1,097,120$      548,560$        1,645,680$      548,560$            2,194,240$       1.0% 2,172,515$       1.1% 1.0%
    COE2 (CORP COE) 1,350,853$       1,350,853$     2,701,706$      1,350,853$     4,052,558$      1,350,853$         5,403,411$       2.6% 5,349,912$       2.7% 1.0%
    COE3 (PIP) 445,173$          445,173$        890,347$         445,173$        1,335,520$      445,173$            1,780,694$       0.8% 1,763,063$       0.9% 1.0%
    COE4 (G&A) 140,671$          140,671$        281,341$         140,671$        422,012$         140,671$            562,682$          0.3% 557,111$          0.3% 1.0%
    COE5 (PROF SVC) 261,472$          261,472$        522,944$         261,472$        784,416$         261,472$            1,045,888$       0.5% 1,035,533$       0.5% 1.0%
    COE6A (BANK CH) 86,383$            86,383$          172,766$         86,383$          259,148$         86,383$              345,531$          0.2% 342,110$          0.2% 1.0%
    COE7A (DISC EARNED) (7,882)$            (7,882)$          (15,764)$          (7,882)$          (23,646)$          (7,882)$               (31,528)$          0.0% (31,216)$          0.0% 1.0%
TOT COE - bef INT+ DEP 2,825,230$       2,825,230$    5,650,459$     2,825,230$    8,475,689$     2,825,230$         11,300,918$     5.4% 11,189,028$     5.7% 1.0%

    EBITDA (CURRENT) -- w/o TPB-09 2,760,326$       4,796,808$    7,557,134$     5,653,529$    13,210,663$   3,486,651$         16,697,314$     8.0% 13,470,249$     6.9% 24.0%
    Street Furniture (break even) -$              -$                -$              -$                -$                   -$                 0.0% (228,932)$        -0.1%
    Real Estate 263,554$          263,554$       527,108$        263,554$       790,662$        263,554$            1,054,216$       0.5% 1,054,216$       0.5%
    Carryover / Add backs -$                -$                -$                 0.0% 129,908$          0.1%
    EBITDA (TTM-ADJ) --w/o TPB-09 3,023,880$       5,060,362$    8,084,242$     5,917,083$    14,001,325$   3,750,205$         17,751,530$     8.5% 14,425,441$     7.4% 23.1%

    Bonus - Invy $0 $500,000 $500,000 0.2% 375,000$          0.2%
    Bonus - TPB $0 $750,000 $750,000 0.4% 548,915$          0.3%

  
    EBITDA $3,023,880 $5,060,362 $8,084,242 $5,917,083 $14,001,325 $2,500,205 $16,501,530 7.9% $13,501,525 6.9% 22.2%

$11,015,197 $6,505,458 $2,050,291

    TTM $14,039,077 $14,589,700 $16,051,615 $16,501,530

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

CUM-12/10 PCA-PROJ-09

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS: 2010
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Q1 Q2 CUM-6/10 Q3 CUM-9/10 Q4 CUM-H2/10

1. UNISOURCE :
    SALES 1,500,000$     1,750,000$    3,250,000$    2,750,000$    6,000,000$   3,000,000$   5,750,000$    9,000,000$    100.0%

      GM% 18.0% 20.0% 18.0% 18.0%
   GP$ 270,000$        350,000$       620,000$       495,000$       1,115,000$   540,000$      1,035,000$    1,655,000$    18.4%
   DOE1% 1.0% 1.0% 1.0% 1.0% 1.0% 1.0% 1.0% 1.0%
   DOE1$ 15,000$          17,500$         32,500$         27,500$         60,000$        30,000$        57,500$         90,000$         1.0%
   NGP$ 255,000$        332,500$       587,500$       467,500$       1,055,000$   510,000$      977,500$       1,565,000$    17.4%

    NGM% 17.0% 19.0% 18.1% 17.0% 17.6% 17.0% 17.0% 17.4%
   DOE2 150,000$        180,000$       330,000$       200,000$       530,000$      225,000$      425,000$       755,000$       8.4%
   DOE3 -$               -$              -$              -$              -$               -$              -$              -$               0.0%
DOE2 + DOE3 150,000$        180,000$       330,000$       200,000$       530,000$      225,000$      425,000$       755,000$       8.4%
   ROP 105,000$        152,500$       257,500$       267,500$       525,000$      285,000$      552,500$       810,000$       9.0%

7.0% 8.7% 7.9% 9.7% 8.8% 9.5% 9.6% 9.0%
 2.UNIQUE (UFF)
    SALES 1,500,000$     1,750,000$    3,250,000$    2,250,000$    5,500,000$   2,750,000$   5,000,000$    8,250,000$    100.0%

      GM% 30.0% 28.0% 28.0% 30.0%
   GP$ 450,000$        490,000$       940,000$       630,000$       1,570,000$   825,000$      1,455,000$    2,395,000$    29.0%
   DOE1% 3.5% 3.5% 3.5% 3.5% 3.5% 3.5% 3.5% 3.5%
   DOE1$ 52,500$          61,250$         113,750$       78,750$         192,500$      96,250$        175,000$       288,750$       3.5%
   NGP$ 397,500$        428,750$       826,250$       551,250$       1,377,500$   728,750$      1,280,000$    2,106,250$    25.5%

    NGM% 26.5% 24.5% 25.4% 24.5% 25.0% 26.5% 25.6% 25.5%
   DOE2 100,000$        120,000$       220,000$       120,000$       340,000$      150,000$      270,000$       490,000$       5.9%
   DOE3 50,000$          65,000$         115,000$       75,000$         190,000$      90,000$        165,000$       280,000$       3.4%
DOE2 + DOE3 150,000$        185,000$       335,000$       195,000$       530,000$      240,000$      435,000$       770,000$       9.3%
   ROP 247,500$        243,750$       491,250$       356,250$       847,500$      488,750$      845,000$       1,336,250$    16.2%

16.5% 13.9% 15.1% 15.8% 15.4% 17.8% 16.9% 16.2%
 3. SIMEX
    SALES  2,400,000$    2,400,000$    2,750,000$    5,150,000$   2,500,000$   5,250,000$    7,650,000$    100.0%

      GM%  26.0% 26.0% 26.5% 25.5%
   GP$  624,000$       624,000$       728,750$       1,352,750$   637,500$      1,366,250$    1,990,250$    26.0%
   DOE1%  4.0% 4.0% 4.0% 4.0% 4.0% 4.0% 4.0%
   DOE1$  96,000$         96,000$         110,000$       206,000$      100,000$      210,000$       306,000$       4.0% 
   NGP$  528,000$       528,000$       618,750$       1,146,750$   537,500$      1,156,250$    1,684,250$    22.0%

    NGM%  22.0% 22.0% 22.5% 22.3% 21.5% 22.0% 21.8%
   DOE2  125,000$       125,000$       125,000$       250,000$      125,000$      250,000$       375,000$       4.9%
   DOE3  60,000$         60,000$         70,000$         130,000$      70,000$        140,000$       200,000$       2.6%
DOE2 + DOE3  185,000$       185,000$       195,000$       380,000$      195,000$      390,000$       575,000$       7.5%
   ROP  343,000$       343,000$       423,750$       766,750$      342,500$      766,250$       1,109,250$    14.5%

 14.3% 14.3% 15.4% 14.9% 13.7% 14.6% 14.5%

    SALES 3,000,000$     5,900,000$    8,900,000$    7,750,000$    16,650,000$ 8,250,000$   16,000,000$  24,900,000$  100.0%
      GM% 24.0% 24.8% 24.5% 23.9% 24.3% 24.1%
   GP$ 720,000$        1,464,000$    2,184,000$    1,853,750$    4,037,750$   2,002,500$   3,856,250$    6,040,250$    79.0%
   DOE1% 2.3% 3.0% 2.7% 2.8% 4.0% 2.7% 2.8% 4.0%
   DOE1$ 67,500$          174,750$       242,250$       216,250$       458,500$      226,250$      442,500$       684,750$       9.0%
   NGP$ 652,500$        1,289,250$    1,941,750$    1,637,500$    3,579,250$   1,776,250$   3,413,750$    5,355,500$    70.0%

    NGM% 21.8% 21.9% 21.8% 21.1% 21.5% 21.5% 21.3% 21.8%
   DOE2 250,000$        425,000$       675,000$       445,000$       1,120,000$   500,000$      945,000$       1,620,000$    21.2%
   DOE3 50,000$          125,000$       175,000$       145,000$       320,000$      160,000$      305,000$       480,000$       6.3%
DOE2 + DOE3 300,000$        550,000$       850,000$       590,000$       1,440,000$   660,000$      1,250,000$    2,100,000$    27.5%
   ROP 352,500$        739,250$       1,091,750$    1,047,500$    2,139,250$   1,116,250$   2,163,750$    3,255,500$    42.6%

11.8% 12.5% 12.3% 13.5% 12.8% 13.5% 13.5% 13.1%

CUM-12/10

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
SUMMARY of STRATEGIC BUSINESS ADDITIONS
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 PLAN SUMMARY -- PCA + EBITDA  + COMPARISON with 09  

 

Q1 Q2 CUM-6/10 Q3 CUM-9/10 Q4 10>09

SIG6 + SBA

   SALES 49,062,067$     61,271,068$  110,333,135$ 66,782,200$  177,115,335$ 57,475,760$        234,591,095$   100.0% 195,596,715$   100.0% 19.9%

   GM% 31.6% 31.4% 31.5% 31.2% 31.4% 31.0% 31.3% 32.5%
   GP$ 15,503,930$     19,220,746$  34,724,676$   20,850,851$  55,575,527$   17,843,799$        73,419,326$     31.3% 63,539,939$     32.5% 15.5%

   DOE1(%) 9.5% 9.3% 9.4% 9.2% 9.3% 9.0% 9.2% 10.6%
   DOE1($) 4,663,096$       5,706,680$    10,369,776$   6,131,814$    16,501,591$   5,152,890$          21,654,481$     9.2% 20,651,837$     10.6% 4.9%

   NGM ($) 10,840,834$     13,514,066$  24,354,900$   14,719,037$  39,073,936$   12,690,909$        51,764,845$     42,888,102$     20.7%
   NGM (%) 22.1% 22.1% 22.1% 22.0% 22.1% 22.1% 22.1% 21.9%

   DOE2 2,415,972$       2,590,972$    5,006,944$     2,610,972$    7,617,916$     2,665,972$          10,283,888$     4.4% 8,578,107$       4.4% 19.9%
   DOE3 2,486,806$       2,561,806$    5,048,613$     2,581,806$    7,630,419$     2,596,806$          10,227,225$     4.4% 9,650,718$       4.9% 6.0%
   DOE2+DOE3 4,902,778$       5,152,778$    10,055,557$   5,192,778$    15,248,335$   5,262,778$          20,511,113$     8.7% 18,228,825$     9.3% 12.5%

   ROP 5,938,056$       8,361,287$    14,299,343$   9,526,258$    23,825,601$   7,428,131$          31,253,732$     13.6% 24,659,277$     15.0% 26.7%
13.0% 13.5%

    COE1 (CSM) 548,560$          548,560$       1,097,120$     548,560$       1,645,680$     548,560$             2,194,240$       0.9% 2,172,515$       1.1% 1.0%
    COE2 (CORP COE) 1,350,853$       1,350,853$    2,701,706$     1,350,853$    4,052,558$     1,350,853$          5,403,411$       2.3% 5,349,912$       2.7% 1.0%
    COE3 (PIP) 445,173$          445,173$       890,347$        445,173$       1,335,520$     445,173$             1,780,694$       0.8% 1,763,063$       0.9% 1.0%
    COE4 (G&A) 140,671$          140,671$       281,341$        140,671$       422,012$        140,671$             562,682$          0.2% 557,111$          0.3% 1.0%
    COE5 (PROF SVC) 261,472$          261,472$       522,944$        261,472$       784,416$        261,472$             1,045,888$       0.4% 1,035,533$       0.5% 1.0%
    COE6A (BANK CH) 86,383$            86,383$         172,766$        86,383$         259,148$        86,383$              345,531$          0.1% 342,110$          0.2% 1.0%
    COE7A (DISC EARNED) (7,882)$            (7,882)$         (15,764)$         (7,882)$         (23,646)$         (7,882)$               (31,528)$          0.0% (31,216)$          0.0% 1.0%
TOT COE - bef INT+ DEP 2,825,230$       2,825,230$    5,650,459$     2,825,230$    8,475,689$     2,825,230$          11,300,918$     4.8% 11,189,028$     5.7% 1.0%

    EBITDA (CURRENT) -- w/o TPB-09 3,112,826$       5,536,058$    8,648,884$     6,701,029$    15,349,913$   4,602,901$          19,952,814$     8.5% 13,470,249$     6.9% 48.1%
    Street Furniture (break even) -$                -$                -$                 0.0% (228,932)$        -0.1%
    Real Estate 263,554$          263,554$       527,108$        263,554$       790,662$        263,554$             1,054,216$       0.4% 1,054,216$       0.5%
    Carryover / Add backs -$                -$                -$                 0.0% 129,908$          0.1%
    EBITDA (TTM-ADJ) --w/o TPB-09 3,376,380$       5,799,612$    9,175,992$     6,964,583$    16,140,575$   4,866,455$          21,007,030$     9.0% 14,425,441$     7.4% 45.6%

    Bonus - Invy $500,000 $500,000 0.2% $375,000 0.2%
    Bonus - TPB $750,000 $750,000 0.3% $548,915 0.3%

  
    EBITDA $3,376,380 $5,799,612 $9,175,992 $6,964,583 $16,140,575 $3,616,455 $19,757,030 8.4% $13,501,525 6.9% 46.3%

PRIOR YEARS EBITDA $11,015,197 $6,505,458 $2,050,291

    TTM CURRENT $14,391,577 $15,681,450 $18,190,865 $19,757,030

SIGMA INTERNATIONAL GROUP, INC 

 

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

CORE BUSINESS + SBA'S: 2010

CUM-12/10 PCA-PROJ-09

CX 1745-025

PUBLIC
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 Dec Mar June Sept Dec
2008 2009 2009 2009 2009

 CURRENT ASSETS:

 ACCOUNTS RECEIVABLE, NET $20,303,201 $27,806,461 $25,770,429 $31,786,994 $25,468,193
 INVENTORY (Incl In Transit) $96,691,233 $90,063,896 $80,303,431 $71,248,431 $72,558,431
 INVENTORY RESERVES ($26,460,076) ($26,196,050) ($26,278,012) ($26,278,012) ($20,278,012)
 PREPAID + OTHER CURRENT $3,621,454 $3,198,031 $2,771,865 $2,771,865 $2,771,865

     TOTAL CURRENT ASSETS $94,155,812 $94,872,338 $82,567,713 $79,529,278 $80,520,476

 MACHINERY + EQUIPMENT $3,573,104 $3,686,742 $3,549,948 $3,492,948 $3,435,948
 REAL ESTATE $9,325,063 $9,050,484 $8,976,334 $8,976,334 $8,976,334

     TOTAL OTHER ASSETS $102,173,618 $102,023,793 $101,614,135 $101,507,905 $101,401,675

TOTAL ASSETS $209,227,597 $209,633,358 $196,708,130 $193,506,465 $194,334,433

 CURRENT LIABILITIES:

 NOTES PAYABLE - BANK $56,964,871 $62,840,846 $46,873,732 $40,325,957 $35,915,238
 CURRENT PORTION OF TERM DEBT $3,214,286 $4,285,714 $4,285,714 $4,285,714 $4,285,714
 ACCOUNTS PAYABLE $25,789,818 $19,358,519 $18,758,809 $21,471,953 $21,066,953
 ACCRUED EXPENSES $5,373,481 $5,448,993 $5,558,218 $4,694,043 $5,947,186
 OTHER CURRENT LIABILITIES ($1,581,949) ($1,601,482) ($76,553) ($76,553) $1,710,457

     TOTAL CURRENT LIABILITIES $89,760,507 $90,332,590 $75,399,921 $70,701,116 $68,925,549

 LONG TERM LIABILITIES

 NOTES PAYABLE - TERM (A) $21,353,445 $20,282,016 $17,565,887 $17,565,887 $17,142,857
 NOTES PAYABLE - TERM (B) $30,000,000 $30,000,000 $30,000,000 $30,000,000 $30,000,000
 DIVIDENDS PAYABLE $6,112,500 $10,362,500 $11,687,500 $12,937,501 $14,187,502
 LONG TERM DEBT $5,915,221 $6,040,646 $5,862,101 $5,862,101 $5,862,101
 OTHER L/T DEBT $4,434,769 $4,434,769 $4,434,769 $4,434,769 $4,434,769

 TOTAL LONG TERM DEBT $67,815,935 $71,119,932 $69,550,256 $70,800,257 $71,627,228

 SHAREHOLDERS EQUITY:

 CAPITAL STOCK $64,798,110 $64,798,110 $68,237,765 $68,237,765 $68,237,765
 DIVIDENDS DECLARED ($6,112,500) ($10,362,500) ($11,687,500) ($12,937,501) ($14,187,502)
 RETAINED EARNINGS ($7,034,456) ($6,254,774) ($4,792,313) ($3,295,173) ($268,608)

     TOTAL SHAREHOLDERS' EQUITY $51,651,154 $48,180,836 $51,757,952 $52,005,091 $53,781,655

TOTAL LIABILITIES & SHAREHOLDERS EQUITY $209,227,597 $209,633,358 $196,708,130 $193,506,465 $194,334,433

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS: 2009

CX 1745-026

PUBLIC
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 Dec Mar June Sept Dec
2009 2010 2010 2010 2010

 CURRENT ASSETS:

 ACCOUNTS RECEIVABLE, NET $25,468,193 $27,992,672 $33,038,832 $33,822,621 $28,164,426
 INVENTORY $72,558,431 $72,280,431 $71,665,431 $66,730,431 $65,345,431
 INVENTORY RESERVES ($20,278,012) ($20,278,012) ($20,278,012) ($20,278,012) ($20,278,012)
 PREPAID + OTHER CURRENT $2,771,865 $2,936,211 $2,936,211 $2,936,211 $2,936,211

     TOTAL CURRENT ASSETS $80,520,476 $82,931,302 $87,362,462 $83,211,251 $76,168,056

 MACHINERY + EQUIPMENT $3,435,948 $3,378,948 $3,321,948 $3,264,948 $3,207,948
 REAL ESTATE $8,976,334 $8,976,334 $8,976,334 $8,976,334 $8,976,334

     TOTAL OTHER ASSETS $101,401,675 $101,131,098 $101,024,868 $100,918,638 $100,812,408

TOTAL ASSETS $194,334,433 $196,417,682 $200,685,612 $196,371,171 $189,164,746

 CURRENT LIABILITIES:

 NOTES PAYABLE - BANK $35,915,238 $41,359,031 $43,452,798 $39,214,739 $32,981,024
 CURRENT PORTION OF TERM DEBT $4,285,714 $4,285,714 $4,285,714 $4,285,714 $4,285,714
 ACCOUNTS PAYABLE $21,066,953 $20,726,453 $22,826,453 $21,356,453 $21,026,453
 ACCRUED EXPENSES $5,947,186 $5,447,638 $5,011,419 $4,991,675 $4,972,724
 OTHER CURRENT LIABILITIES $1,710,457 $276,007 $276,007 $276,007 $1,250,012

     TOTAL CURRENT LIABILITIES $68,925,549 $72,094,844 $75,852,392 $70,124,589 $64,515,928

 LONG TERM LIABILITIES

 NOTES PAYABLE - TERM (A) $17,142,857 $16,071,428 $14,999,999 $13,928,570 $12,857,141
 NOTES PAYABLE - TERM (B) $30,000,000 $30,000,000 $30,000,000 $30,000,000 $30,000,000
 DIVIDENDS PAYABLE $14,187,502 $14,187,502 $14,187,502 $14,187,502 $14,187,502
 LONG TERM DEBT $5,862,101 $5,862,101 $5,862,101 $5,862,101 $5,862,101
 OTHER L/T DEBT $4,434,769 $4,434,769 $4,434,769 $4,434,769 $4,434,769

 TOTAL LONG TERM DEBT $71,627,228 $70,555,799 $69,484,370 $68,412,941 $67,341,512

 SHAREHOLDERS EQUITY:

 CAPITAL STOCK $68,237,765 $68,237,765 $68,237,765 $68,237,765 $68,237,765
 DIVIDENDS DECLARED ($14,187,502) ($14,187,502) ($14,187,502) ($14,187,502) ($14,187,502)
 RETAINED EARNINGS ($268,608) ($283,223) $1,298,587 $3,783,377 $3,257,043

     TOTAL SHAREHOLDERS' EQUITY $53,781,655 $53,767,040 $55,348,850 $57,833,640 $57,307,305

TOTAL LIABILITIES & SHAREHOLDERS EQUITY $194,334,433 $196,417,683 $200,685,612 $196,371,170 $189,164,745

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS: 2010

CX 1745-027

PUBLIC
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 Mar June Sept Dec
2010 2010 2010 2010

 CURRENT ASSETS:

 ACCOUNTS RECEIVABLE, NET $29,784,496 $36,588,716 $38,415,062 $33,307,421
 INVENTORY $75,583,231 $76,649,571 $72,304,721 $71,571,171
 INVENTORY RESERVES ($20,278,012) ($20,278,012) ($20,278,012) ($20,278,012)
 PREPAID + OTHER CURRENT $2,936,211 $2,936,211 $2,936,211 $2,936,211

     TOTAL CURRENT ASSETS $88,025,926 $95,896,486 $93,377,982 $87,536,791

 MACHINERY + EQUIPMENT $3,378,948 $3,321,948 $3,264,948 $3,207,948
 REAL ESTATE $8,976,334 $8,976,334 $8,976,334 $8,976,334

     TOTAL OTHER ASSETS $103,381,098 $103,474,868 $103,368,638 $103,262,408

TOTAL ASSETS $203,762,307 $211,669,637 $208,987,902 $202,983,481

 CURRENT LIABILITIES:

 NOTES PAYABLE - BANK $45,252,295 $48,080,843 $44,857,510 $39,183,781
 CURRENT PORTION OF TERM DEBT $4,285,714 $4,285,714 $4,285,714 $4,285,714
 ACCOUNTS PAYABLE $20,726,453 $22,826,453 $21,356,453 $21,026,453
 ACCRUED EXPENSES $5,447,638 $5,011,419 $4,991,675 $4,972,724
 OTHER CURRENT LIABILITIES $276,007 $276,007 $276,007 $1,250,012

     TOTAL CURRENT LIABILITIES $75,988,107 $80,480,436 $75,767,360 $70,718,684

 LONG TERM LIABILITIES

 NOTES PAYABLE - TERM (A) $16,071,428 $14,999,999 $13,928,570 $12,857,141
 NOTES PAYABLE - TERM (B) $30,000,000 $30,000,000 $30,000,000 $30,000,000
 DIVIDENDS PAYABLE $14,187,502 $14,187,502 $14,187,502 $14,187,502
 LONG TERM DEBT $5,862,101 $5,862,101 $5,862,101 $5,862,101
 OTHER L/T DEBT $4,434,769 $4,434,769 $4,434,769 $4,434,769

 TOTAL LONG TERM DEBT $70,555,799 $69,484,370 $68,412,941 $67,341,512

 SHAREHOLDERS EQUITY:

 CAPITAL STOCK $71,487,765 $73,987,765 $73,987,765 $73,987,765
 DIVIDENDS DECLARED ($14,187,502) ($14,187,502) ($14,187,502) ($14,187,502)
 RETAINED EARNINGS ($81,863) $1,904,566 $5,007,338 $5,123,021

     TOTAL SHAREHOLDERS' EQUITY $57,218,400 $61,704,829 $64,807,601 $64,923,284

TOTAL LIABILITIES & SHAREHOLDERS EQUITY $203,762,307 $211,669,636 $208,987,902 $202,983,481

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS + SBA'S: 2010

CX 1745-028

PUBLIC
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July Aug Sept Oct Nov Dec

NET A/R $31,534,760 $33,478,476 $32,869,468 $33,736,684 $30,568,510 $26,550,667

INELLIGIBLES / RESERVES $6,306,952 $6,695,695 $6,573,894 $6,747,337 $6,877,915 $6,637,667
 
AVAILABILITY (85%) $21,443,637 $22,765,364 $22,351,239 $22,940,945 $20,137,006 $16,926,050

INVENTORY $76,231,765 $72,465,098 $71,248,431 $68,848,431 $68,848,431 $72,558,431

INELLIGIBLES $3,075,293 $2,962,293 $2,925,793 $2,853,793 $2,853,793 $2,785,093

AVAILABILITY $42,869,692 $40,728,644 $40,037,066 $38,672,858 $38,672,858 $40,887,176
 
BORROWING CAPACITY $64,313,329 $63,494,007 $62,388,304 $61,613,803 $58,809,864 $57,813,226

LOAN BALANCE $47,926,037 $44,991,311 $40,325,957 $38,209,887 $36,103,376 $35,915,238

NET AVAILABILITY $16,387,293 $18,502,696 $22,062,347 $23,403,916 $22,706,488 $21,897,988

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS: 2009

CX 1745-029

PUBLIC
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Mar June Sept Dec

NET A/R $29,075,146 $34,121,306 $34,905,095 $29,246,900

INELLIGIBLES / RESERVES $5,815,029 $6,824,261 $6,981,019 $7,311,725
 
AVAILABILITY (85%) $19,771,099 $23,202,488 $23,735,464 $18,644,899

INVENTORY $69,734,038 $69,119,038 $64,184,038 $62,799,038

INELLIGIBLES $2,092,021 $2,073,571 $1,925,521 $1,883,971

AVAILABILITY - 58.6%  (Max @ $ 50MM) $39,638,222 $39,288,644 $36,483,491 $35,696,229
 
BORROWING CAPACITY $59,409,322 $62,491,132 $60,218,955 $54,341,128

LOAN BALANCE $41,359,031 $43,452,798 $39,214,739 $32,981,024

NET AVAILABILITY $18,050,290 $19,038,334 $21,004,217 $21,360,104

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS: 2010

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

CX 1745-030

PUBLIC
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Mar June Sept Dec

NET A/R $30,866,970 $37,671,190 $39,497,536 $34,389,895

INELLIGIBLES / RESERVES $5,815,029 $8,324,261 $8,481,019 $8,811,725
 
AVAILABILITY (85%) $21,294,150 $24,944,890 $26,364,040 $21,741,445

INVENTORY $73,036,838 $74,103,178 $69,758,328 $69,024,778

INELLIGIBLES $2,092,021 $2,873,571 $2,725,521 $2,683,971

AVAILABILITY - 58.6% $41,573,663 $41,740,550 $39,281,225 $38,875,713
 
BORROWING CAPACITY $62,867,813 $66,685,440 $65,645,265 $60,617,158

LOAN BALANCE $45,252,295 $48,080,843 $44,857,510 $39,183,781

NET AVAILABILITY $17,615,518 $18,604,597 $20,787,755 $21,433,377

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS + SBA'S: 2010

CX 1745-031

PUBLIC
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1. Maximum Leverage 12/31/08 03/31/09 06/30/09 09/30/09 12/31/09

EBITDA Recast $20,774,495 $19,565,591 $15,427,986 $13,984,040 $13,501,525

Total Bank Debt $111,532,602 $117,408,576 $98,560,987 $92,013,212 $87,179,462

Total Bank Debt / Recast EBITDA 5.37 6.00 6.39 6.58 6.46

Maximum - PNC / ARES 5.50 6.50 6.50 6.00 5.75

Compliance Yes Yes Yes No No

2. Fixed Charge Coverage Ratio

EBITDA Recast $20,774,495 $19,565,591 $15,427,986 $13,984,040 $13,501,525

Deduct:

   Non Financed Capital Expenditures $1,237,939 $1,237,939 $417,201 $135,004 $5,537
   Taxes $2,258,895 $2,103,085 $840,085 $123,600 $81,600
   Dividends + Distributions

NUMERATOR $17,277,661 $16,224,567 $14,170,700 $13,725,436 $13,414,388

   Interest Paid $9,515,026 $8,506,107 $9,010,770 $9,017,063 $9,063,411
   Principal Payments $4,665,170 $3,519,170 $3,139,159 $2,067,731 $1,419,332
   Management Fee $248,000 $200,000 $272,000 $200,000 $200,000

DENOMINATOR $14,428,196 $12,225,277 $12,421,929 $11,284,794 $10,682,743

Fixed Charge Coverage Ratio 1.20 1.33 1.14 1.22 1.26

Minimum - PNC / ARES 1.05 / 1.00 1.10 / 1.05 1.10 / 1.05 1.10 / 1.05 1.10 / 1.05

Compliance Yes Yes Yes Yes Yes

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

CORE BUSINESS: 2009
SIGMA INTERNATIONAL GROUP, INC

CX 1745-032

PUBLIC
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1. Maximum Leverage 03/31/10 06/30/10 09/30/10 12/31/10

EBITDA Recast $14,039,077 $14,589,700 $16,051,615 $16,501,530

Total Bank Debt $91,551,827 $92,574,165 $87,264,676 $79,959,533

Total Bank Debt / Recast EBITDA 6.52 6.35 5.44 4.85

Maximum - PNC 4.00 4.00 4.00 4.00

Compliance No No No No

Maximum - ARES 4.65 4.50 4.25 4.25

Compliance No No No No

2. Fixed Charge Coverage Ratio

EBITDA Recast $14,039,077 $14,589,700 $16,051,615 $16,501,530

Deduct:

   Non Financed Capital Expenditures $0 $100,000 $100,000 $100,000
   Taxes $1,504,450 $1,934,450 $2,434,450 $2,934,450
   Dividends + Distributions

NUMERATOR $12,534,627 $12,555,250 $13,517,165 $13,467,080

   Interest Paid $9,801,373 $9,221,467 $9,025,222 $8,780,879
   Principal Payments $2,490,760 $2,565,887 $3,637,315 $4,285,714
   Management Fee $200,000 $200,000 $200,000 $200,000

DENOMINATOR $12,492,133 $11,987,354 $12,862,537 $13,266,593

Fixed Charge Coverage Ratio 1.00 1.05 1.05 1.02

Minimum - PNC / ARES 1.10 / 1.05 1.10 / 1.05 1.10 / 1.05 1.10 / 1.05

Compliance No No/Yes No/Yes No

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

SIGMA INTERNATIONAL GROUP, INC
CORE BUSINESS: 2010

CX 1745-033

PUBLIC
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1. Maximum Leverage 03/31/10 06/30/10 09/30/10 12/31/10

EBITDA Recast $14,397,877 $15,652,840 $18,187,905 $19,756,520

Total Bank Debt $95,445,090 $97,202,209 $92,907,447 $86,162,289

Total Bank Debt / Recast EBITDA 6.63 6.21 5.11 4.36

Maximum - PNC 4.00 4.00 4.00 4.00

Compliance No No No No

Maximum - ARES 4.65 4.50 4.25 4.25

Compliance No No No No

2. Fixed Charge Coverage Ratio

EBITDA Recast $14,397,877 $15,652,840 $18,187,905 $19,756,520

Deduct:

   Non Financed Capital Expenditures $0 $100,000 $100,000 $100,000
   Taxes $1,638,690 $2,338,437 $3,250,424 $4,178,436
   Dividends + Distributions

NUMERATOR $12,759,187 $13,214,403 $14,837,481 $15,478,084

   Interest Paid $9,824,572 $9,274,641 $9,121,577 $8,925,906
   Principal Payments $2,490,760 $2,565,887 $3,637,315 $4,285,714
   Management Fee $200,000 $200,000 $200,000 $200,000

DENOMINATOR $12,515,332 $12,040,528 $12,958,892 $13,411,620

Fixed Charge Coverage Ratio 1.02 1.10 1.14 1.15

Minimum - PNC / ARES 1.10 / 1.05 1.10 / 1.05 1.10 / 1.05 1.10 / 1.05

Compliance No Yes Yes Yes

DRAFT FORM AND NOT INTENDED TO CONSTITUTE A REPRESENTATION.

CORE BUSINESS + SBA'S: 2010
SIGMA INTERNATIONAL GROUP, INC

CX 1745-034
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From: Mike \l'Jaish 

Sent: Tuesday, August 17, 2010 10:00:3S AM 

To: Ken Stephenson 

Subiett: RE: Rats 

yes, that was the plan inventory was always the thing that held them back RemembeL"if customers are 
buying from Star .. we cannot sell them domestic any more. 

From: Ken Stephenson 
Sent: Tue 8/17/2010 8:22 AM 
TO: Mike I./Valsh 
Subject: Rats 

Mike, 

I have a quick update for you on rats. They are now delivering domestic fittings in the market. They we're 
seen delivering to VVW in Farm. I have also been told by a custom south of NJ that they are seiling 
domestic fittings at a .44. Have you heard any of this yet? 

Rgds, 
Kenny 

S!GTP00005357 
CONFIDENTIAL-FTC Docket No. 935t 
FOIA Exempt/Protected by Court Order 
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From: 

Sent: 

To: 

SUbject: 

Rick Tatman <Rick.Tatman@tylerunion.com> 

1\1onday, Novetnber 23, 2009 3: 19 P~v1 

Leon G. McCullough <Leon.McCullough@cIO\vvalve.com>; Thomas Walton 
<Thomas.W alton@mh-valve.com> 

Hajoca on hold 

We have put aii Hajoca orders on hoid for domestic fittings and accessories. 

Sigma has been advised to do the same per the terms of our iviDA. 

Jeff Otterstedt and Scott Frank have also been advised 

VP & GM - Tyler/Union 
(903) 882-2440 
ri ck. tatman@tvierunion.com 
www.tylerunion.com 

From: Leon G. McCullough 
Sent: Monday, November 23, 2009 2:35 PM 
To: Rick Tatman; Thomas Walton 
Cc: Allan Boscacci 
Subject: Hajoca 

Guys, 

Discussed with Sean Keiiy and he understands that we wiil discontinue seiiing Hajoca domestic fittings since they are 

supporting Star's domestic line. The Lansdale, Pa. branch does not report directly to Sean but he understands Lansdale 
will be also cut off on domestic. They had hoped to be able to buy Tyler/Union domestic at a higher price but I advised 

this was not an option. 
I offered to keep an open door policy and that if they had issues with Star's domestic fittings capability that we would 

VJe!come the opportunity to revievJ our offering to Hajoca. 

Sean said he does have concerns about potential acquisitions and how we would treat them going forward. If they elect 

to acquire a strong distributor supporting TyieriUnion i asked that Sean contact me rather than not pursuing the 
purchase. I didn't k now that anything would change but we should at least discuss any significant issues for a possible 

solution. 
Leon 

Confidential TU-FTC-0254549 

CX 1800-001

PUBLIC

From: 

Sent: 

To: 

SUbject: 

Rick Tatman <Rick.Tatman@tylerunion.com> 

1\1onday, Novetnber 23, 2009 3: 19 P~v1 

Leon G. McCullough <Leon.McCullough@cIO\vvalve.com>; Thomas Walton 
<Thomas.W alton@mh-valve.com> 

Hajoca on hold 

We have put aii Hajoca orders on hoid for domestic fittings and accessories. 

Sigma has been advised to do the same per the terms of our iviDA. 

Jeff Otterstedt and Scott Frank have also been advised 

VP & GM - Tyler/Union 
(903) 882-2440 
ri ck. tatman@tvierunion.com 
www.tylerunion.com 

From: Leon G. McCullough 
Sent: Monday, November 23, 2009 2:35 PM 
To: Rick Tatman; Thomas Walton 
Cc: Allan Boscacci 
Subject: Hajoca 

Guys, 

Discussed with Sean Keiiy and he understands that we wiil discontinue seiiing Hajoca domestic fittings since they are 

supporting Star's domestic line. The Lansdale, Pa. branch does not report directly to Sean but he understands Lansdale 
will be also cut off on domestic. They had hoped to be able to buy Tyler/Union domestic at a higher price but I advised 

this was not an option. 

I offered to keep an open door policy and that if they had issues with Star's domestic fittings capability that we would 

VJe!come the opportunity to revievJ our offering to Hajoca. 

Sean said he does have concerns about potential acquisitions and how we would treat them going forward. If they elect 

to acquire a strong distributor supporting TyieriUnion i asked that Sean contact me rather than not pursuing the 
purchase. I didn't k now that anything would change but we should at least discuss any significant issues for a possible 

solution. 
Leon 

Confidential TU-FTC-0254549 
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From: 

Sent: 

To: 

Subjed: 

Rick, 

MR i (Mitcheii Rona-CRM) <TvrR i@sigmaco.com> 

Tuesday, December 15,20098:32 AM 
Rick Tatman <RickTatman@.tylerunion_com> 

RE: Hajoca 

Sigma confirms we are ciear about Hajoca. 

When further notice occurs please alert us. 

Thanks, 

Mitchell 

Fiom: Rick Tatman [mailto:Rick.Tatman@tflerunion.com] 
Sent: rv1onrJr:ry; Decemher 14; 200Q 6:36 Ptv1 
To: MRl (Mitchell Rona-CRM) 
Subject: Hajoca 
Importance: High 

Mitchell, 

Per our prior conversation, Hajoca's Tuisa branch has eiected to support another brand for some of their Domestic fitting 
needs. 

After careful consideration, we have elected not to supply any of the Hajoca branches vvith our domestic product. 

Per the terms of our MDA I need you to acknowledge that Sigma will also not supply any Hajoca branch with Domestic 
fittings or accessories until further notice. 

VP &. GM - Ty!er/Union 
(903) 882-2440 
rick.tatman@tylerunion.com 
www.tvlerunion.com 

Confidential TU-FTC-0010036 
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From: 
Sent: 
To: 
Subject: 

D~" r'l.uy, 

Rick Tatman 
Thursday, February 04, 2010 9:18 PM 
Pitts, Roy; Jerry Jansen 
Hajoca 2009 Tyler Utiiity Rebates 

Jerry is traveling so I'll response since I'm in the office. 

Our records show Hajoca is due a 4Q rebate of $3,563 on non Domestic fittings purchases along with an Annual rebate of 
$3,092. 

You are correct in that we held just the 4Q Domestic fitting rebate. 

VP & GM - Tyler/Union 
(903) 332-2440 
rick. tatman®tvleru nion .com 
www.tvlerunion.com 

From: Pitts, Roy [mailto:RPitts@hajoca.comJ 
Sent: Thursday, February 04, 20102:48 PM 
To: Jerry Jansen 
Cc: Rick Tatman 
Subject: 2009 Tyier Utiiity Rebates 

Jerry - hope aii is weii. vVouid you pi ease forward me a summary of the rebates we are owed for 2009. i'm aware that our 
decision to seil Star products in TUlsa resulted in us losing access to TYler's domestic line, but it was also my 
understanding that we are due any rebates earned before the final decision was made. \fl/ou!d you please confirm this and 
let me know the amount of rebate we've earned and provide a summary of the purchases by Profit Center so we can be 
sure the amounts get correctly allocated. 

Jerry - we will need this information the by next Monday as we would like to accrue for these amounts before we close 
our books for 2009. Please iet me know how soon I can expect a response - and of course, caii me with any questions. 

Thank.s! ! 

Roy Pitts 
Director - Vendor Relations 
Hajoca Corporation 
Ardmore, PA 
PA Phone 6iO-649-i430 ext. 275 
VA Phone 703-858-5637 
FAX 484-708-1321 

Confidentialitv Notice: Information in this messaqe, includinq any attachments, is intended on Iv for the personal and confidential use of the recipient(s) above 
named. The information contained in this message may be privileged and confidential, may constitute a trade secret, may be subject to the attorney-client privilege 
and may othel"'Nise be protected from disciosure. if you are not the intended recipient of this message, or an agent responsibiefor deiivering it to an intended 
f8dpi8nt. )101.1 B.f<? h8r8b)1 notifiE!d thB.t yo.) h".V8 f<?G<?iv8d thi5 IT1<?so;ag<? in 8rfor. Bnd that Bny r<?viE!W. dis'38!"11iI1B.tion. di5doSl.!f8. distrib.)tion. Of Gopyin$) of thi'3 
message IS strictly prohibited. If you received this message In error, please notify the sender immediately, delete thiS message and destroy any hard copy print-
outs. 1/l/e h;J.vc t;J.kcn prec;J.utiens te minimize the risk oftf;J.nsmitting seftw;J.fc viruses, but we ;J.dvisc yeu to c;,rry your ewn virus checks en ;J.ny ;J.tt;,chmen! te thb;; 
message. We cannot accept liability for any loss or damage caused by software viruses. 

Confideniial ivic'vVane-OI8406 
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From: 

Sent: 

To: 

Cc: 

Subject: 

To AII-

GFl (Greg Fox - ALX) 

Monday, June Hi, 2008 07:4G:SG AM 

gwl@sigmaco.com; LMl (Linda Moen - ALX); GOl (Greg Oanais - ORL); 

'ks3@sigmaco.com';jg2@sigmaco.com; GL2 (Gloria Lamborne-ALX); KRl (Kim 

Kobinson-ALxj; KAl (Kusseii Axon-ALXi; USl (Uavid Swindeii-ALXi; SlVIl (Scott 

Marlow-ALXl; JM2 (Jim Moeller); WMl (Wilson Moore-ALX); 'KP3 (Kevin 

Pennington)'; RLl (Ramey Leviner - RCK); RM4 (Richard Mabe-ALX); JFl (Jeff 

Fox-ALX) 

Larry Rybacki 

Price Increase 

As you know, we I-lad expected to irnplement a price increase today (Monday, June 16th) on fittings and 
;oarrp<;<;nrip<; 

This anticipated increase was planed to mirror Union/Tyler's increase effective this day as we!!. 
Ho~vever, U nion/Ty!er, despite an earlier announcement of their intention, has not notified to the 
marketplace the timeframe or the specifics of their increase. 

Therefore, we are forced to delay our increase until we ascertain the specifics of Union/Tyler's increase 
from the market. Our increase will match UjT's both in amount and implementation date. 

All customers will have a reasonable amount of time to place pre-increase purchase orders prior to the 

effective date of the increase. 

Greg 

S!GTP00033340 
CONFIDENTIAL-FTC Docket No. 9351 
FOIA Exempt/Protected by Court Order 
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From: 

Sent: 

To: 

Cc: 

Subject: 

Attachments: 

Attn:RM6 

VP (Victor Pais-CR(l-v1) 

VJednesday, December 30, 2009 08:39:4G PM 

Mll 

(Sl (Craig Schapiro-CR!\/!); RK2 (Raju Kakani-CR!'v'!) 

VP to K!V!6 : Our price increase letters to the customers 

PRICE INCREASE LETTER-123009-CHl.pdf; PRICE INCREASE LETTER-123009-

ONT.pdf; PRICE INCREASE LETTER-123009-ALX.pdf; PRICE INCREASE LETTER-

123009-HTN.pur; PRiCE iNCREASE LETTER-123009-CRivi.pUi 

PleasE': find 01lT veTsion of the CllstomE':T Lettf'T to annOllnce the price increase. As it's oest to 
circulate the announcement at the respective Regional level, I chose to make 5 different 
variations of the same letter, \vith the appropriate contact info and v.rithjust the 
states/territories relevant to each region listed in the respective letter, even though the same 
pricing is applicable to all the 39 states for the import pricing (43 for the domestic). 

To respect the timing of the year. I also used the opportunity to express our appreciation to the 
customers befure mentiuning the price increase. Also, T chose tu include the increase for Goth 
lhe hnporl and DOflleslic filtings in the same lelter, while Tyler senl 2. different lelters. 

P1eRse revipw the lpttpr (T hRve RttRc;lwd R11 tho? 5 vprsinns) Rnd R(iviso? if Rny chRngp is rpqiiired. 
If not, please usc the rdevant letter to your region to advise all the customers in the appropriate 
territories listed at the top of the letter. 

Pi ease note that the pricing for 11 states (mostiy in the Western/N\Vand PA) as iisted in my 
earlier message was already higher than the previous 0.25 (and even the new 0.27) and as snch, 
is likely expected to remain the same. This needs to be verified. Also, we understand the pricing 
for the Domestic Fittings has been now rendered same for ail 50 states, to remove the smail 
difference that existed for the fev,T states thus far. 

CS1--> Please also post these letters on to our website. 

'Victor <PaIS 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (edl) 
vD@sigmaco.com 

S!GTP00052830 
CONFIDENTIAL-FTC Docket No. 935t 
FOIA Exempt/Protected by Court Order 
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21699 Torrence 
Sauk Village, IL-60411. i 

CORPORATION 

Attention: SIGMA Customers in the Midwestern region of: 
1_ OH 2. IN 3. IL 4. MI 5-~ - 6. MN 
7. SO 8 .. Nil 9. w~v 10. KY 

Re; Price Increase effective January 22:. 2010. 

Of!flr Custome.r, 

Hl: 888-999-0420 

FAX: 708-758-6790 

imerne!: www.~-IJ1.E..~,P?Dl 
Ern.aii; CHi-SAlES(@sigrnaco.COfH 

December 3G~ 2009 

At the uutset, as we close another year, we V\ish to thank each person in your organization for your 
trust, support and business fOI" SIGMA. V",'e value all of them, especially during this chailenging 
year, as our industry experienced a dramatic do"""nturn, along ",,"ith much of the US economy. 

Ai SIGMA, we managed to weather the storm with a great sense of poise and teamwork, trusting in 
oU!' diverse capabilities and resources and your continued loyal support. L'1anF.£ to the rn.any 
meaningfl..ll !md measured actions we took to respond to t...he challenges, '1Ve are hI even a better 
position to service you in .2010 and beyond! 

vVe take this opportunity to announce .a modest price increase 'in our multipliers off the existing 
price list for our range of AWVv'A Ductile Iron Fittings and Accessories, effective January 22 2010, 

as follows: (All multiplier pricing is of/SIGMA Price List effective May 12, 2009.) 

1. NON~DOMFST.lC: 

1. -,-~Jll·1"V+,;r'i,ftlA .. Fittings in e153/C110 (3 to 48") 
2 .... ~Jl .... A.Lcccssurics (3 to 48") 

2. DOMESTIC: (As per our Master Distributiort Agreem«rtl} 
1. All AWWAFittings in C153/C110 (3 to 12") 
2. AllAWWA Fittings in C153/C110 (14 to 24") 
3. AllAVl~VA Fittings in C153/CllO (30 to 48") 
4. All Accessories (3" to 24") 

non 
..... ·""'f 
0.27 

0-46 
0.58 
0·70 
.~ .L:. 
v.~u 

The new nricing 1.-vi11 annlv to orders received after the effective date of J;:muary 22.. 2010. 

annual municipal bid contracts ""ill be honored per terms of each such contract. 

Please contact your SIGMA Sales representative for further queries and clarifications. 

Vv"e once again thank you for your business and relationship and ""ish you a healthy and profitable 
New Year. 

Bc~t Regaxds:; 

S!GTP00052831 
CONFIDENTIAL-FTC Docket No. 935t 
FOIA Exempt/Protected by Court Order 
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TEL: 800-688-6230 
FAX: 909-391-2033 316 So. Bon View 

Ontario, CA-91761. 
R)«:I 
""',.,;;..... "IIII!iIIII'1I illl~r II(:!L: www,sigrT1"u.:o.(;orn 

Eniaif: .Qt{[@sign-ILic9.com 

CORPORATION 

Attention: SIGMA Customers in the Western region of : 
1.CO 2. \VY 

Re: Price Increase effective January 22. 2010. 

Dear Customer, 

At the outset. as we close another year, we wi~h to tlIank each Derson in your organization for vour 
trust, support and business for SiGMA. We value all of the~, especiaily duri~g this challcn~ging 
year, as our indu.....rrry· experienced a dramatic downturn, aiong 'iA.rith much of the US economy. 

At SIGlVIA, we managed to weather the storm with a great sense of poise and teamwork, trusting in 
oW' diverse capabilities and resources and your continued loyal support. Thanks to the many 
If!eanu!gful ~l!£1 !!!t!;:.umred m::i.i.o!!~ we tooK to .rt',spuml to' the c.."hallenges, we are in even a better 
position to servi('P. yml in 2(11 (1 <lnd beyond! 

w~ ~~e t.his opportunity to announee_a modest pdce in~ase in our ~~tipliers off the existing 
price list tor our range of AWWA Ductile Iron Fittin.o;s and AccesSOries, effective January 22, 2010, 
as follows: (All multiplier pricing is ojfSlGMA Price Ust effective May 12, 2009.) 

1. NON-DOMESTIC: 
1. 1~11 AV .. rV·lA Fittings in C153/Cll0 (3 to 48") 
2 .• All Accessories (3 to 48") 

2. nOl\ofRSTT(;: (,.4s per our Master DistributianA.greement) 
1. All A WW A Fittings in CI53/CllO (3 to 12") 
2. All AWWA Fittings in C153/CllO (14 to 24") 
3. All AWWA Fittings in C153/CllO (go to 48") 
4- All Acc;:;:ssones (3'7 to 24") 

The new pricing \vill apply to orders received after the effective d.ate of January 
annual mu..'1icipa! bid contracts ... vill be honored per terms of each such contru,ct. 

O.:::q 
0.27 

0-46 
0.58 
0·70 
- .< u . .q.v 

2010. 

Please contact your SIGMA Sales representative for further queries and clarifications. 

All 

,,'it! UUlX agaul lhallk yuu fur yuur bU:s.iIl~S aml.ll:llaUuIlship and wish yuu a healthy and profitable 
NewYeal'. 

Best Regards, 

S!GTP00052832 
CONFIDENTIAL-FTC Docket No. 935t 
FOIA Exempt/Protected by Court Order 
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Highway 22 West 
Aiexander City, AL-35010 i 

TEL: 256-23ij.2514 
FAX: 256-234-4933 
IntelTiet: w'l'Jw.sigrnaco.-com 
Email: RPS-SALES@sigm.:im.com 

, 

CORPORATiON 
Der..:em'ber 30, 2009 

Attention; SIGMA Customers in the Southeastern region of: 
1.NC 2. SC 3. GA 4. AL 5. FL' 6. MS 7. TN , 

Rc: Price Increase e..-Cf'cctive Janua.i\' 22.2010. 

Dear Custoffitor, 

At the outset, as we close another year, we wish to thank each person in your organization for your 
trust, support and business for SIGMA. We value all of them, especially during this challenging 
year, as our industry experienced a dramatic downturn, aiong ",ith much of the US economy. - -

At SIGI:vIA, We 11lanaged to weather the storm with a great sense of poise and teamwurk, trusting in 
OUI diverse capahilities and reSOUrces and your continued loyal suppori. Thanks to the many 
meaningful and 1l1f:f.isl1Tf:d adiml:'<i wt': took to H~SrK~)]jd to the (:hal1enges, we ?ixe in even a better 
position to service you in 2010 and beyond! 

V'le take this opportunity to announce a modest price increase in our multipliers off the existing 
price list for our range of AVlrWA Ductile Iron FILlings and Accessories, eff~ctive January 22. 2010; 
as follows: (All multiplier pric.,'ing is offS1GMA Price List effective May 12. 2009.) 

1. NliN-flOl\'!RSTIC: 
1. ~AJl AWWA Fittings in C153/C110 (3 to 48") 
2. .All Accessories (3 to 48") 

2. DOMESTIC: (As prJr our MostrJr Distribution Agreement) 
1. AllAWWA Fittings in C153/C110 (3 to 12") 
2. AllAWWA Fittings in Cl53/C110 (14 to 24") 
3. All AWWA Fittings in C153/C110 (30 to 48") 
4 . .l\.Jl .. l\.cccssoncs (3" to 24") 

0.27 

0.27 

0-46 
0.58 
0.70 
~ _h 
v • .,.v 

The ne'"l pricing ,·vill apply to orders received after the effective date of Ja."'1uary 22, 

annual municipal bid contracts '''.rill be honored per terms of each such contra.Gt. 
2010. 

Please contact your SIGMA Sales representative for further queries and clarifications. 

,"Ve once again thank you for your business and relationship and wl~h yOU a healthy and. j'Ji'uiltahlt': 
Nev ... ·Yeur. 

Best Regards, 
( 

(r 

(Larry <R.:y6f1.CPj 

S!GTP00052833 
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5000 Askins 
Houston, TX-77093. I 

CORPORATION 

TEL: 800-999'·0109 
FAX, 281-987·0200 
Internet: www.sigmaco.com 
Email: HTN@sigmaco.com 

Decem her 30, 20D9 

Attention: SIGMA Customers in the Southwestern rc~on of: 
t. fA 2. MO 3. AR 4. LA 5, 'TX 6. OK 
7. KS II. Nil 9. NM 10. PR (Puerto Rico) 

1 
Rc: Price Increase effective January 22. 2010. 

Deal' Customer, 

At !.he oUllie1; as we cluse anot.her year, we wish to t.ha..llk each person in your organization for your 
trust, support ~uld bll~Ll1es.s for SIGM...A.. We value ~ 11 of them, especially during t...his c...h.~llc....l1ging 
year, as our indU.'3try experienced a dramatic downturn) along ""ith much of the US economy. 

At SIGMA, we managed to weather the storm with a great sense of poise and teamwork, trusting in 
our diverse capabilities aud resnurCB<=> and YDur continued [0::.;a1 support. Thanks to the many 
mear..ingful and measured udion.s ;YC took to respond to the challenges, v;c arc i.l·l even a better 
position to service you in 2010 and beyond! 

"'Fe take this opporhlnity to announce a modest price increase in our multipliers off the exi.!:>""ting 
price list for our range of AWWA Ductile Iron Fittings.and Acc.:cssories, effective Januar;{ 22. 2010~ 
as follows: (All multiplier primng is offSlGMA Price List effective May 12, 2009.) 

1. 1'"~ON-DOI\-1ESTICi 
1. AIl A \\Tf,/,{ A Fittings in C153/C11G (3 to 48'') 
2. All Accessories (3 to 48'') 

2. DOMESTIC: (As Der our Master DistrihutionAareemenr) 
i: AllAWWAFittilU$inClii:l/Cno(:lto12")" -
2. AllAWWAFittings in Cl5..~iCllO (14 to 24'1 
3. All AV'rWA Fittings in Cl53iCllO (so to 48") 
4· AU Accessories (3" to 24") 

0·2:7 

0.27 

0-46 
o.sS 
0·70 
0-46 

The !leW prit":!!lg wm apply Lv o:rder~ ret.~~.lv~d afte!" -me effective rhlte of Janua..ry !!:.!, :.:!U1U. .All 
annual municipal bid contr:lcts will be honored per terms of each such contract, 

Please contact your SIGMA Sales representative for further queries and clarifications. 

"Ve once again thank you for your business and relationship and 1N1.sh you a healthy and profitable 
New¥ear. 

Best Regar-ds, 

S!GTP00052834 
CONFIDENTIAL-FTC Docket No. 935t 
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P.O. Box 300 
700 Goldman Dr. 
Cream Ridge, NJ 08514. 

CORPORA nON 

Attention: SIGMA Customers in the Northeastern region of: 
1. ME 2. VT 3. NJ 4. MA SiRI 6. CT 
7. !';, ...... i" 8. NJ 9. DE 10. r"ID iL VA 

Re: Price Increase effecti\t""€ JatJuary 2:2, 2010. 

Dear Cu;e:;tomcr. 

TEL, 1609) 758-0800 
FAX, (609) 758-1158 
jlli~lll""l: www.sigrnClco.-corn 

Email: ~BM_~5AL~,~,@~Jgfn<Jco.c9_EJ::!, 

December 3D, 200g 

At the outset, as we close another year. we ,",ish to thank each person in your organization for your 
trust, support and business for SIGlvlA. We value ail of them, especially during this chaHenging 
year, as our industry experienced a dramatic d()Vlffiturn, along V\1th much of the US economy. 

At SIGMA, we managed io weather the ::.;turm with a great sense of poise and iearnwork, trusting in 
OUT ilivf;roSr. ~-:~pahmtie:5 all(l l'eSOUl'l'::.t-$ .1't.!!d YI)tl!' (·:ont.!nued 11.)Y!.fl ~t!.pJ:.-KxL Tlmrw1S 1.0 L'he many 

meaningful and measured adions we took to Tf>5.ponrl to the ~hallfmges, 1NP. aTe in even a better 
position to service you in 2010 and beyond! 

We take this opportunity to announce -a modest price increase in our multipliers off the existing 
price list for our range of AW-WA Ductile Iron Fitting..c; and Acce,.c;sorie..c;, effective January 22. 2010, 
as follows: (Ali multiplier pricing is ojfSIGMA Price l.ist effective May 12, 2009.) 

1. NI'lN-nOM"H-ST!C: 
1. _All AWWA Fittings in C153/C110 (3 to 48") 
2. _All Accessories (~ to 48") 

2. DOMESTIC: (As per our Master Distribution Agreement} 
1. All A WW A Fittings in C153/CllO (3 to 12") 
2. A1IAWWA Fittings in C153/C110 (14 to 24") 
3. AllA\V\VA Fitti.'gs in et53/C110 (30 to 48") 
4· All A{!{!c~~ori-cs (3'~ to 24") 

The ne\v pri""ng will apply to orders received after the effective date of JanuarJ7 
annual municipal bid contracts will be honored per terms of each such contract. . 

0.27 
0.27 

2010. 

Please contact your SIGMA Sales repre."';entative fDr further queries and c1~rific«tions. 

All 

Vie once again thank you for your business and relationship a.nd vvbh YOu a hcalLhy amll'l'ufilablc 
New¥ear. 

Best Regards. 

A/~~ 

Y Larry <!/Jl6ad(j. 
'\::, 

S!GTP00052835 
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From: VP (Victor Pais-CR(l-v1) 

Sent: Tuesday, FebiUai'Y lG, 2010 08:S2:4S AM 

To: M20 

1<;'1 (lim <;.tnhr_HTI\!); SMl (Scott Mar!ow-A.LX); KCl (Kane Connor - CHI); JWl 
(Joe! \"Jj!msmeyer-ONT) 

Subject: VP to AR : f'v1c\,AJa ne 

I am aware of the various -- yours and others -- concerns about 'I\jler's deliveries. At a general 
level, this seems to be a industry \,vide (and even global) trend, \,\/hereby after an aggressive 
clIlbacks or Invenlories, Cllslomers and markel are caughl nal-rooled wiLh very low availabilily 
and finding the shrunken capacity somewhat inelastic! 

At 'normal' times, these concerns could ha,re been taken care of thnl a simple call to the right 
leveL But, as vVe a11 knovV', novv is not the 'nonnal' time and We need to eXercise certain restraint 
and patience vvith our follovv up. 

1\1y .sugge.stion .. ,..,a.s to ~ompile our .spe~ific ~oncern.s and have 1\1R v,Tite to RT@ Tyler in the 
capacity of an orderly follow up of our open orders. Also, since most of the production related 
problems/issues are dealt "'-1th by just Union foundry, my suggestion was for SB2 or TB2 to 
approach Tom Walton, again in an operational capacity to address the specific issues. 

:Most of all, we need to know if the delays are due to their batGeneck with cleaning their once 
huge stocks Iy<1ng at both T.yIer, T";( and Anniston, AL which are said to be old and need 
Siil)sti1ntii11 clpi1n iiP (confirnwd to mp- to lw i1n issiiP hy T.pon 1VTcCiil1oiigh himsf'lf) OR is it diif' 
to increilspd demand spiking thf'_ need for higher production but ilfff'_ctf'd hy the lowered 
capacity? 

EW1--"> Pleose cvlLise tfuJ! can nzaueIJnlXJTd 
hrwe .MR seud it oat [u R T 

Regards, 

SIGI' ... 'I.l'~ Corp 
1: ... '" ~~O "0 ... ",, ~~~ 
VV,")-! .'JV-VUVV A :l.'J.'J 

609-529-2020 (cell) 
Vp'@~~g!!~?C:9·.~~!1.1 .. 
From: ARl (AI Richardson-HTN) 
Sent: TuesdaYr February 16, 2010 7:47 AfV] 
To: VP (Victor Pais-CRM) 
Cc; jlli20; JSl (Jim Stonr-HTN) 
Subject: fv1cvVane 
Impoi"...ance: High 

Hi Victor, 

this P(}A? ~rso, I" can dn~~tt- olefteT and 

S!GTP00052853 
CONFIDENTIAL-FTC Docket No. 935t 
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Can we get an update on the McWane situation on delivery? We placed a lot of orders in Jan to beat the 
price increase but at this time have reed very little of the orders. We are in need of this material. 

Aiso - You shouid have seen my message regarding Neenah and the possibiiity of buy VB's from them. 
Neenah is telling me that Rick Tapman and ~\I'c'v''v'ane felt it was a conflict. I thought you had mentioned 
that Mc\lVane "Mas not concerned about it. But it seems that they are due to them tellinQ Neenah it is a 
conflict. .I:..s you know a!! of our INarehouses are in need of these VS's and we could move so boxes for 
them. Your thoughts? 

Thanks 

Al Richardson 

S\V Regional :tvfanager 

Houston, TX 

281-987-1200 

800-999-0109 

281-987-0200 Fax 
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From: 56l (5iddharth 6hattacharji-CRM) 

Sent: Monday, June is, 2009 OG:41:17 PM 

To: 'James P. Smith'; Bill Newman; 'Kit Lunney' 

VP (Victor Pais-CRM); LR (Larry Ryback!); TB2 (Tom Brakefield-ALX); MRl 

(f\/Iitche!! Rona-CRI\IJ); GRl (Gopi Ramanathan-CRM) 

Subject: siddharth to jim+BA team: update from san diego convention 

ATT:SDA cc: SA TC<.1m 6/15/09 

'v''Je had a meeting with a select group of distributors from CA, NH/ME, 'vVV, CO, to talk about the BA. 
'vVhile each had a different opinion on how much of their current bids were ARRA - a fact that showed 
how eovernment money is beine spent. all were convinced that they see a erowth in customers 
demanding a domestic product because of the !aw , but more important, the sentiment was in favor of 

buying domestic. The talking points from Kit 'Nere \A.:e!! received. 

Many distributors were uncertain if the recipients will make the effort to file for waivers or simplv take 
the easy road of buying domestic. We need to check "who is the recipient" - since one opinion is that 

the recipient is the owner of the project being financed with ARRA/SRF money, but another opinion is 

that the recipient is the successful contractor who will ultimately receive money from the EPA. Please 
clarify what EPA means by a recipient. 

There was a iot of discussion on what wiii be covered by the 5% waiver. The news that EPA wiii bring out 
a ciarification that ftgs will be specifically exciuded from the incidental items was met with a lot of 
sorrow since the distributors had felt that the 5% waiver would allow them to sell the imported fittings. 
\lJe need to decide if we shd put in our comments to EPA that ftgs should be included in the 5% waiver. 

The di5tributor5 are very worried with the SA and how badly it is being irriplernented by EPA. They want 
to heip in any way to expiain to EPA the suppiy situation in the market and the need to open it up for 
imported fittings. \Aje expiained the waiver process and they are wiiiing to work with the recipients to 
ask questions from EPA. But we have to clarify who is a "recipient". 

\Ne spoke with Petei Piescott who is willing to use his good offices with Susan Collins to set up an 

appointment. We can do so if it will help in strengthening the resolve in the Senate not to allow the BA 

rules in the new Trust Fund that is going into conference committee. Can you provide guidance on what 
to propose to Sen Collins and how useful she can be in the process? A.lso who are the members in the 
conf committee? 

Please also advise if we need to restart reaching out to Sen. Menendez? 

Rgdsj 

.5lddh£lrth Dhnttnch£l91 
SIGMA Corporation 
700 Goldman Drive 
Cream Ridge, NJ 08550 
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From: 56l (5iddharth 6hattacharji-CRM) 

Sent: Monday, June is, 2009 OG:41:17 PM 

To: 'James P. Smith'; Bill Newman; 'Kit Lunney' 

VP (Victor Pais-CRM); LR (Larry Ryback!); TB2 (Tom Brakefield-ALX); MRl 

(f\/Iitche!! Rona-CRI\IJ); GRl (Gopi Ramanathan-CRM) 

Subject: siddharth to jim+BA team: update from san diego convention 

ATT:SDA cc: SA TC<.1m 6/15/09 

'v''Je had a meeting with a select group of distributors from CA, NH/ME, 'vVV, CO, to talk about the BA. 
'vVhile each had a different opinion on how much of their current bids were ARRA - a fact that showed 
how eovernment money is beine spent. all were convinced that they see a erowth in customers 
demanding a domestic product because of the !aw , but more important, the sentiment was in favor of 

buying domestic. The talking points from Kit 'Nere \A.:e!! received. 

Many distributors were uncertain if the recipients will make the effort to file for waivers or simplv take 
the easy road of buying domestic. We need to check "who is the recipient" - since one opinion is that 

the recipient is the owner of the project being financed with ARRA/SRF money, but another opinion is 

that the recipient is the successful contractor who will ultimately receive money from the EPA. Please 
clarify what EPA means by a recipient. 

There was a iot of discussion on what wiii be covered by the 5% waiver. The news that EPA wiii bring out 
a ciarification that ftgs will be specifically exciuded from the incidental items was met with a lot of 
sorrow since the distributors had felt that the 5% waiver would allow them to sell the imported fittings. 
\lJe need to decide if we shd put in our comments to EPA that ftgs should be included in the 5% waiver. 

The di5tributor5 are very worried with the SA and how badly it is being irriplernented by EPA. They want 
to heip in any way to expiain to EPA the suppiy situation in the market and the need to open it up for 
imported fittings. \Aje expiained the waiver process and they are wiiiing to work with the recipients to 
ask questions from EPA. But we have to clarify who is a "recipient". 

\Ne spoke with Petei Piescott who is willing to use his good offices with Susan Collins to set up an 

appointment. We can do so if it will help in strengthening the resolve in the Senate not to allow the BA 

rules in the new Trust Fund that is going into conference committee. Can you provide guidance on what 
to propose to Sen Collins and how useful she can be in the process? A.lso who are the members in the 
conf committee? 

Please also advise if we need to restart reaching out to Sen. Menendez? 

Rgdsj 

.5lddh£lrth Dhnttnch£l91 
SIGMA Corporation 
700 Goldman Drive 
Cream Ridge, NJ 08550 
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Ph: 609-758-0800 Fax: 609-758-1163 EMail: sb1@sigmaco_com 
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From: 56l (5iddharth 6hattacharji-CRM) 

Sent: Friday, February OG, 2009 03:S9:49 PM 

To: VP (Victor Pais-CRM) 

Subiett: sbl to vp: my edits on the white paper 

Attachments: /\HH/\-Ij/\-\"JH!!!::. P/\P!::.H-020609 - sbl.doc 

,,-, I 11 .1 n. 1 .. I ". 
01ddMClrtM DMClttClcnCl~l 

SIGMA Corporation 

700 Goldrnan Drive 
Crecun Ridge, Nj 08550 

Ph: 609-758-0800 Fax: 609-758-1163 E ".'lad: sbl@sigmaco.com 
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FOIA Exempt 

PUBLIC

From: 56l (5iddharth 6hattacharji-CRM) 

Sent: Friday, February OG, 2009 03:S9:49 PM 

To: VP (Victor Pais-CRM) 

Subiett: sbl to vp: my edits on the white paper 

Attachments: /\HH/\-Ij/\-\"JH!!!::. P/\P!::.H-020609 - sbl.doc 

,,-, I 11 .1 n. 1 .. I ". 
01ddMClrtM DMClttClcnCl~l 

SIGMA Corporation 

700 Goldrnan Drive 
Crecun Ridge, Nj 08550 

Ph: 609-758-0800 Fax: 609-758-1163 E ".'lad: sbl@sigmaco.com 

S!G - 0007134 
Confidential 
FOIA Exempt 
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A ",TRITE PAPER 

Concerns for PUBLIC INTEFl?ST 
\"\7ith 8.1\ .. (Buy ... "ll.U1erican) provision in t..lte HR1/SRl Bills 

and nronosed modification 

• vVhile Wf' :CI.re snpportive of the Bny Amf'rican Act of 1933 which has hf'en very effective 
for the last 75 years, the current version of BA as proposed in the ARRA has some 
excessive aspects that vvililead to unintended distortions. 

• The problem with this version is that it is overbroad in its reach and makes no 
accommodation for existing market conditions and may be misused to push prices 
beyond reasonable increases. 

= Ovcr the last ~o yc.ars, the production of thousands of manufactured products has gone 
through significant re-structuring to include overseas production of component or 
finished product in response to evolving; economical and environmental factors. The 
sweeping BA prm,isions of the cnrrent Bill •. is an attempt to reverse a trend of 30 years in 
an abrupt, destructive and expensive fashion in the name of quick and urgent action. 

• The largest concern out of the broad Bl\. provision is the creation of an anti competitive 
ana narmnll simarion when a single producer ana lIS arnnarE'S ends up controlling all 
supply to the entire market~ 

Unlike steel products whieh are mostly fungible, the monOl)olistie situation is expected to be 
common in manufactured goods where product differentiation and features can create niche 
markets dominated by one domestic supplier. 

• vVe also share the vvidely felt concern about the excessive cost differential provided for 
domestic products through the '25% premium' on the cost of the entire project. This can 
create several instances of pnce escalation and manipulation for individual 
manufactured goods ·with excessive premiums as high as 50% to 80%, as thc 25% coycr 
applies over the entire proiect cost and sllch premiums can be commanded by sole 
suppliers created by this Act .. 

• So, we respectfully propose 2. meaningful modifications entirely driven by the issue of 
public interest: 

1. To seek an exemption from the BA provision, when it leaves a single domestic 
manufacturer and its affiliates as a sole supplier; and 

2. I .imit the ('.ost differential for dornestic products to lCI% over the eost of an imported 
prorlnct instead of masking the <letnal cost differenti<ll ",rithin the mnch l<lrger total 
project cost. 
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A ",TRITE PAPER 

Concerns for PUBLIC INTEFl?ST 
\"\7ith 8.1\ .. (Buy ... "ll.U1erican) provision in t..lte HR1/SRl Bills 

and nronosed modification 

• vVhile Wf' :CI.re snpportive of the Bny Amf'rican Act of 1933 which has hf'en very effective 
for the last 75 years, the current version of BA as proposed in the ARRA has some 
excessive aspects that vvililead to unintended distortions. 

• The problem with this version is that it is overbroad in its reach and makes no 
accommodation for existing market conditions and may be misused to push prices 
beyond reasonable increases. 

= Ovcr the last ~o yc.ars, the production of thousands of manufactured products has gone 
through significant re-structuring to include overseas production of component or 
finished product in response to evolving; economical and environmental factors. The 
sweeping BA prm,isions of the cnrrent Bill •. is an attempt to reverse a trend of 30 years in 
an abrupt, destructive and expensive fashion in the name of quick and urgent action. 

• The largest concern out of the broad Bl\. provision is the creation of an anti competitive 
ana narmnll simarion when a single producer ana lIS arnnarE'S ends up controlling all 
supply to the entire market~ 

Unlike steel products whieh are mostly fungible, the monOl)olistie situation is expected to be 
common in manufactured goods where product differentiation and features can create niche 
markets dominated by one domestic supplier. 

• vVe also share the vvidely felt concern about the excessive cost differential provided for 
domestic products through the '25% premium' on the cost of the entire project. This can 
create several instances of pnce escalation and manipulation for individual 
manufactured goods ·with excessive premiums as high as 50% to 80%, as thc 25% coycr 
applies over the entire proiect cost and sllch premiums can be commanded by sole 
suppliers created by this Act .. 

• So, we respectfully propose 2. meaningful modifications entirely driven by the issue of 
public interest: 

1. To seek an exemption from the BA provision, when it leaves a single domestic 
manufacturer and its affiliates as a sole supplier; and 

2. I .imit the ('.ost differential for dornestic products to lCI% over the eost of an imported 
prorlnct instead of masking the <letnal cost differenti<ll ",rithin the mnch l<lrger total 
project cost. 
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From: 

Sent: 

To: 

Cc: 

5Bl (5iddharth Bhattacharji-CRM) 

Monday, June 02, 2009 04:42:S7 PM 

SB1 (Siddharth Bhattacharji-CRM); SB2 (Stuart Box - CRM); VP (Victor 

Pais-CRM); OEMS 

GR1 (Go pi Ramanathan-CRfV'l); C51 (Craig Schapiro-CR!V'l) 

Subject: sbl to sb2: REV!SED - T\MO GD!'i!B2445 go to San Diego! 

,,",..,IT: SS2. + SGl [,/3/09 

VP Hked thE finish 5e rnu(h, he "Aiants us 1.0 dispiay beth the ftg:;. One wii! be 
Pdintt~d!iii"lf'd/Lodtt:d pt:r E:rlriiH f'niaii rind thE' ,\ecoiul wiii bE: disp~aVt:,d brl(t~. 

S,iddh::rth 

From: 5B1 (5iddharth Bhatt"..acharji-CRM) 
Sent: Monday, June 08, 2009 4:46 PM 
To: SB2 (Stuart Box - CRM); VP (Victor Pais-CRM); OEMS 
Cc: GR1 (Gopi Ramanathan-CRM); CS1 (Craig Schapiro-CRM) 
Subject: sbl to sb2: GDMB244S goes to San Diego! 

",~"..,.._ I'"n"l r'nU,," 
J-\ Ii, .Hll' 111 "'I U:;i 

The l!Hif!g iooks GRE.hTi 

Pk,,;]:-.:c c(;;!;':ent.iine, tar C();Jt in~id(' ;md give it a nicto, b!iOlCk enam('i COiOlt out~ide. ! <lm 
("'.~pying [his [0 ::Gl to c.0"'lrdinalx~ it:', dcdivt::fY and in:.LaILJh,")n 8:, a :',rK~"'v :';<:lrnph:~, 

Rgdsj 

From: SB2 (StL!art Box - CRM) 
Sent: Monday, June 08, /009 4:35 PM 
To: SBl (Siddharth Bhattacha~i-CRM); VP (Victor Pais-CRM); OEMS 
Cc: GRl (Gopi Ramanathan-CRM) 
Subject: RE: Sbl to OEM5: QRR-McWane;s Agreement and SDP 

i dn"1 2lt t"'i''i,,,:6 in ALX t.oday, I he- fittings !)trhff:d t.his nwrning and look very good. 
i flavc" i1 ft.'w piLLUft.'s aLLadluJ, I ';!Jggl";l Wl' CUiJl wiLt! bidt.k cniJr"flei anu do !IUi. 

rprnfCnl. !i'll"', Or i can prno·:s;, !ik;:~;:1 n(lFrlai fiHinp. (.:/1._ tar in and O(lt Or! ran 

ell. tar in and b!;;v.:k enamel out. lhe ntt.int:~ carl be readv Wedm:sdav tor 
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From: 

Sent: 

To: 

Cc: 

5Bl (5iddharth Bhattacharji-CRM) 

Monday, June 02, 2009 04:42:S7 PM 

SB1 (Siddharth Bhattacharji-CRM); SB2 (Stuart Box - CRM); VP (Victor 

Pais-CRM); OEMS 

GR1 (Go pi Ramanathan-CRfV'l); C51 (Craig Schapiro-CR!V'l) 

Subject: sbl to sb2: REV!SED - T\MO GD!'i!B2445 go to San Diego! 

,,",..,IT: SS2. + SGl [,/3/09 

VP Hked thE finish 5e rnu(h, he "Aiants us 1.0 dispiay beth the ftg:;. One wii! be 
Pdintt~d!iii"lf'd/Lodtt:d pt:r E:rlriiH f'niaii rind thE' ,\ecoiul wiii bE: disp~aVt:,d brl(t~. 

S,iddh::rth 

From: 5B1 (5iddharth Bhatt"..acharji-CRM) 
Sent: Monday, June 08, 2009 4:46 PM 
To: SB2 (Stuart Box - CRM); VP (Victor Pais-CRM); OEMS 
Cc: GR1 (Gopi Ramanathan-CRM); CS1 (Craig Schapiro-CRM) 
Subject: sbl to sb2: GDMB244S goes to San Diego! 

",~"..,.._ I'"n"l r'nU,," 
J-\ Ii, .Hll' 111 "'I U:;i 

The l!Hif!g iooks GRE.hTi 

Pk,,;]:-.:c c(;;!;':ent.iine, tar C();Jt in~id(' ;md give it a nicto, b!iOlCk enam('i COiOlt out~ide. ! <lm 
("'.~pying [his [0 ::Gl to c.0"'lrdinalx~ it:', dcdivt::fY and in:.LaILJh,")n 8:, a :',rK~"'v :';<:lrnph:~, 

Rgdsj 

From: SB2 (StL!art Box - CRM) 
Sent: Monday, June 08, /009 4:35 PM 
To: SBl (Siddharth Bhattacha~i-CRM); VP (Victor Pais-CRM); OEMS 
Cc: GRl (Gopi Ramanathan-CRM) 
Subject: RE: Sbl to OEM5: QRR-McWane;s Agreement and SDP 

i dn"1 2lt t"'i''i,,,:6 in ALX t.oday, I he- fittings !)trhff:d t.his nwrning and look very good. 
i flavc" i1 ft.'w piLLUft.'s aLLadluJ, I ';!Jggl";l Wl' CUiJl wiLt! bidt.k cniJr"flei anu do !IUi. 

rprnfCnl. !i'll"', Or i can prno·:s;, !ik;:~;:1 n(lFrlai fiHinp. (.:/1._ tar in and O(lt Or! ran 

ell. tar in and b!;;v.:k enamel out. lhe ntt.int:~ carl be readv Wedm:sdav tor 
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Confidential 
FOIA Exempt 
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midday. ! INi!! bf' b;::;ck at 1Vl2S tomorrow :,o! Ciln supervi<',e trw final pmr:es",ing 

of til1_~ fitting 

Stuart 

From: 5Bl (5iddharth Bhattacharji-CRM) 
Sent: Monday, June 08, 2009 4:18 PM 
To: SB2 (Stuart Box - CRM); VP (Victor Pals-CRM); OEMS 
Cc: GR1 (Gopi Ramanathan-CRM) 
Subject: RE: Sbl to OE~·15: QRR-~·1cVJane's Agreement and SDP 

6/8/09 

5iddhat"th 

From: SB2 (Stuart Box - CRM) 
Sent: Sunday, June 07, 2009 10:31 PM 
To: SB1 (Siddharth Bhattacharji-CRM); VP (Victor Pais-CRM); OEMS 
Cc: GR1 (GOpl Ramanathan-CRM) 
Subject: RE: Sbl to OErv15: QRR-r'1c'vVane's Agreement and SDP 

Lei:'s roii II 

C8n~ent lining and coat.ing. ThEY \,vill be n:ady by \,!\"!cd and can be 
~';hirp~cd to tJ1F~ A\,II/\/\!A :';rK~\'v ii \,v~~ h<:lv~c rh"': go ahf'~<'1d, PIF~as;:c i~cr f''f1(c 

Zlnd <Jdvls(;. jf the Iv1J bells Clre in tolerance. 

From: Siddharth Bhattacha~i [mailto:SB1@sigmaco.com] 
Sent: t-nday, June O~, 2.009 11:14 PM 
To: VP (Victor Pais-CRiVi); OEjvi5 
Cc: GRl (Gopi Ramanathan-CRilli); SB2 (Stuart Box - CRivi) 
Subject: Sbl to OErv15: QRR-rv1cVv'ane's Agreement and SDP 

I am glad the uncertainty is over a.11d we can hit the untrave!led 
road - once again! 

S!G - 0014882 
Confidential 
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midday. ! INi!! bf' b;::;ck at 1Vl2S tomorrow :,o! Ciln supervi<',e trw final pmr:es",ing 

of til1_~ fitting 

Stuart 

From: 5Bl (5iddharth Bhattacharji-CRM) 
Sent: Monday, June 08, 2009 4:18 PM 
To: SB2 (Stuart Box - CRM); VP (Victor Pals-CRM); OEMS 
Cc: GR1 (Gopi Ramanathan-CRM) 
Subject: RE: Sbl to OE~·15: QRR-~·1cVJane's Agreement and SDP 

6/8/09 

5iddhat"th 

From: SB2 (Stuart Box - CRM) 
Sent: Sunday, June 07, 2009 10:31 PM 
To: SB1 (Siddharth Bhattacharji-CRM); VP (Victor Pais-CRM); OEMS 
Cc: GR1 (GOpl Ramanathan-CRM) 
Subject: RE: Sbl to OErv15: QRR-r'1c'vVane's Agreement and SDP 

Lei:'s roii II 

C8n~ent lining and coat.ing. ThEY \,vill be n:ady by \,!\"!cd and can be 
~';hirp~cd to tJ1F~ A\,II/\/\!A :';rK~\'v ii \,v~~ h<:lv~c rh"': go ahf'~<'1d, PIF~as;:c i~cr f''f1(c 

Zlnd <Jdvls(;. jf the Iv1J bells Clre in tolerance. 

From: Siddharth Bhattacha~i [mailto:SB1@sigmaco.com] 
Sent: t-nday, June O~, 2.009 11:14 PM 
To: VP (Victor Pais-CRiVi); OEjvi5 
Cc: GRl (Gopi Ramanathan-CRilli); SB2 (Stuart Box - CRivi) 
Subject: Sbl to OErv15: QRR-rv1cVv'ane's Agreement and SDP 

I am glad the uncertainty is over a.11d we can hit the untrave!led 
road - once again! 

S!G - 0014882 
Confidential 
FOIA Exempt 
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Rgus 

Regards 
Siddharth Bhattacharji 

From: "VP (Victor Pais-CRM)" 
Dale' Fri, 5 .Tun 2009 17-28- J:l -0400 
To: OEM5<OEM5@sigmaco.com> 
Subject VP to OEMS: McWane's Agreement to Sell Sigma 
Domestic Product 
Attn :'SuP' team 

The attached is lVIcvVane's offer to sell us BA product. It's little 
more than a patronizing accommodation, to facilitate us access to 
the B_A._ proGuct, at best. But, it doesn't allmv any GIv! if ",ve are to 
sell at the same price as their Multipliers for the BA. 

GivE'n the ri.rsing l.lse of thE' RA SPE'(, for thE' ARRA, SRF 8.nCl yVTF ( 
Water Trust fund) etc, it's time we seriously went ahead with our 
SDP plans. I can definitely try to increase the GMs -- but, it won't 
be any more than 10% at best. U nfOltunately, these decisions seem 
to have becn left to .Kick Tatman, \vho is highly clinical, CE-stylc 
and sees NO strategic value in a closer relationship 'vvith SIGl\1l':L. 

Let's re-group and get serious to develop a thorough and detailed 
"SDP' plan -- production choices, processes, 
machining/processing, range, time line etc ... 

Regards, 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (('('11) 
\.1J.(i[)sig1p_~.g.o.coIl~ __ _ 

From: Rick Tatman [mai!to:rt..atman@ty!erunion,com] 
Sent: Friday, June 05, 2009 12:44 PM 
To: MR1 (Mitchell Rona-CRM) 
Subject: Agreement to Sell Sigma Domestic Product 

~v1itcheii, 

Hopefully you mriv(7d sAfe and sounfi without too much of jet lAO 

As i assume you are stiii staying somewhat connected to work, attached 
is a ieHo( iogarding a bfoader agr"oo(nent to soii Sigl'"f13 DO(flOsiic product 
beyond the prior ACiPCO arrangement. 
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Rgus 

Regards 
Siddharth Bhattacharji 

From: "VP (Victor Pais-CRM)" 
Dale' Fri, 5 .Tun 2009 17-28- J:l -0400 
To: OEM5<OEM5@sigmaco.com> 
Subject VP to OEMS: McWane's Agreement to Sell Sigma 
Domestic Product 
Attn :'SuP' team 

The attached is lVIcvVane's offer to sell us BA product. It's little 
more than a patronizing accommodation, to facilitate us access to 
the B_A._ proGuct, at best. But, it doesn't allmv any GIv! if ",ve are to 
sell at the same price as their Multipliers for the BA. 

GivE'n the ri.rsing l.lse of thE' RA SPE'(, for thE' ARRA, SRF 8.nCl yVTF ( 
Water Trust fund) etc, it's time we seriously went ahead with our 
SDP plans. I can definitely try to increase the GMs -- but, it won't 
be any more than 10% at best. U nfOltunately, these decisions seem 
to have becn left to .Kick Tatman, \vho is highly clinical, CE-stylc 
and sees NO strategic value in a closer relationship 'vvith SIGl\1l':L. 

Let's re-group and get serious to develop a thorough and detailed 
"SDP' plan -- production choices, processes, 
machining/processing, range, time line etc ... 

Regards, 

SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (('('11) 
\.1J.(i[)sig1p_~.g.o.coIl~ __ _ 

From: Rick Tatman [mai!to:rt..atman@ty!erunion,com] 
Sent: Friday, June 05, 2009 12:44 PM 
To: MR1 (Mitchell Rona-CRM) 
Subject: Agreement to Sell Sigma Domestic Product 

~v1itcheii, 

Hopefully you mriv(7d sAfe and sounfi without too much of jet lAO 

As i assume you are stiii staying somewhat connected to work, attached 
is a ieHo( iogarding a bfoader agr"oo(nent to soii Sigl'"f13 DO(flOsiic product 
beyond the prior ACiPCO arrangement. 
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We'll talk when you get back. 

VP&GM TyleifUnion 
~v'cVv'afie \,.'''v'aterworks Fittings Division 
(903) 882-2440 
rtfjtfrtaD.@ltyJe cu J}i_Qn_,_~mn 
w\'vw, lylcru n ion, com 
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We'll talk when you get back. 

VP&GM TyleifUnion 
~v'cVv'afie \,.'''v'aterworks Fittings Division 
(903) 882-2440 
rtfjtfrtaD.@ltyJe cu J}i_Qn_,_~mn 
w\'vw, lylcru n ion, com 

S!G - 0014884 
Confidential 
FOIA Exempt 
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From: 56l (5iddharth 6hattacharji-CRM) 

Sent: VJednesday, February 11, 2009 04:24.4S PM 

To: 'jims@sda-inc.com' 

Cc: VP (Victor Dais-CRrv"'); TB2 (Tom Brakefei!d-.l!..LX); LR (Larry Rybacki) 

Subject: siddharth to Jim: monitoring the proposed changes to !a\NS at state level 

Jim 2/11/09 

'iNe need to prepare for the un"vvelcome fall out from the SA laws that our competition will mount a 
campaign in some states to adopt the sarne provisions in the new SA preferences in the ARRP. Can you 

advise if there are services that monitor the leeislative calendars and activities in ali 50 states to eive I)S 

a head's up about any changes to their state procurement procedures or policies? 

! kne\,"J of one company called Mu!ti-States but \Ne never did anything ..... dth them. Any suggestions from 
you 'vvill be 'vvelcome. 

Rgds/ 

5iddharth 5h"ttacha~i 
S!GMA Corporation 
700 Go!dman Drive 
Cream Ridge, NJ 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sbl@sigmaco.com 

S!G - 0015677 
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From: 56l (5iddharth 6hattacharji-CRM) 

Sent: VJednesday, February 11, 2009 04:24.4S PM 

To: 'jims@sda-inc.com' 

Cc: VP (Victor Dais-CRrv"'); TB2 (Tom Brakefei!d-.l!..LX); LR (Larry Rybacki) 

Subject: siddharth to Jim: monitoring the proposed changes to !a\NS at state level 

Jim 2/11/09 

'iNe need to prepare for the un"vvelcome fall out from the SA laws that our competition will mount a 
campaign in some states to adopt the sarne provisions in the new SA preferences in the ARRP. Can you 

advise if there are services that monitor the leeislative calendars and activities in ali 50 states to eive I)S 

a head's up about any changes to their state procurement procedures or policies? 

! kne\,"J of one company called Mu!ti-States but \Ne never did anything ..... dth them. Any suggestions from 
you 'vvill be 'vvelcome. 

Rgds/ 

5iddharth 5h"ttacha~i 
S!GMA Corporation 
700 Go!dman Drive 
Cream Ridge, NJ 08550 

Ph: 609-758-0800 Fax: 609-758-1163 EMail: sbl@sigmaco.com 

S!G - 0015677 
Confidential 
FOIA Exempt 
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CX 2068-001

Jennifei McDaniel 

From: 
Sent: 
To: 
Subject: 

G. Ruffner Page, Jr. 
WArlnA!=i;r!Flv_ ,]onp.1R ?OnR Q'OQ AM 
'McCull~~gh, -L~~~ (McW~~e ·Exec~~tive Vice President), 
RE: Initial DIFRA Output reports 

This just reflects the lack of support and feedback we got from distribution as they wanted us to hold high price levels 
and buy under neath u~. They are just as guiity as competition of stealing market share. 

From: McCullough; Leon (McWane Executive Vice President) [ma!!to:!mccu!!ough@c!owva!ve.com] 
Sent: Wednesday, June 18, 2008 9:03 AM 
To: G. Ruffner Page, Jr. 
Subject: FW: Initial DIFRA Output reports 

Ruffner, 
The share numbers are pretty dismal and significantly less than I would have thought. My perception was that we would 
be cioser to 50%, trying to reach for 60%, while in reality we have to get to 50% and determine what it will take to reach 
60%. Internally 60% IS the long range objective, 
\"'le are announcing a '."J€ighted average 8%. price increase today vvith an effective date of July 14, 2008. Sigma & Stai 
\-~/ere seeking an increase in the 25% range 'lJhich we 'Nill not support as they continue to take share with special pricing 
on both the backside and the front side of projects. 
My gut feel is that we will be seeing increased cost pressures from China that will impact Sioma/Star more than us and 
that we will continue to support modest price increases while they ask for substantial increases. I believe that until thev 
feel prolonged profit margin pressures they will continue their historical practice of undisciplined market pricing. Until we 
see at least minor market share improvement i am in favor of no price increase support in the utiiitv fittinqs market. Even if 
we see rninor improvement in the next months i beiieve any price increase support from Tyier/Union wiii De minimai. 
These are just a iew quick thoughts after reviewing the market share daia and may change as we discuss among the 
group. 
Leon 

From: Rick Tatman [mailto:rtatman@t'y'lerunion.comJ 
Sent: Tuesday, June 17, 20083:20 PM 
To: McCulioughr Leon (McWane Executive Vice Presldent); Wa!ton;Thomas (McWane Sr. Vice President); 'Jerry Jansen' 
Subject: Initial DIFRA Output reports 

Attached is the DIFRA report along with a simple summary and comparison file I threw together in Excel for your 
reference. 

initiai observations: 

1. 2006 baseline totai DiFRA tonnage tracks very weii with what we wouid have expected based upon waiking the 
2001 rIlarket data from the 421 hearings forv'Jard using the change in VM,ii, units 

2~ Our share loss for 2007 and Apr YTD 2008 is actually larger than what! expected. f\Jote the D!FR.l1, tonnage is 
not down as much over those period as the VMA unit data 

3_ The "backed into" non OfFRA tonnage appears to be on the !QI.~!er end of what I/'/e would have expected 
4. All points above suggest that data is accurate within reason vvhich was probably the resistance to sending it out 

before we announced any price. 
5. The larger than expected share loss will make the task of getting it back more difficult, but of course will make 

victory all the more sweater in terms of the incremental financial benefits. 

VP&GitA TyieriUnion 

Mc\.Vane "vA.JateiINOikS Fittings Division 
11"11"10\ 001"1 1"'111111"1 
~;OVV) oo~w.:::'"t'"tV 
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Jennifei McDaniel 

From: 
Sent: 
To: 
Subject: 

G. Ruffner Page, Jr. 
WBdnesday, ,June 18, 2008 9:09.AM 
'McCullough, Leon (McWane Executive Vice President), 
RE: Initial DIFRA Output reports 

This just reflects the lack of support and feedback we got from distribution as they wanted us to hold high price levels 
and buy under neath u~. They are just as guiity as competition of stealing market share. 

From: McCullough; Leon (McWane Executive Vice President) [ma!!to:!mccu!!ough@c!owva!ve.com] 
Sent: Wednesday, June 18, 2008 9:03 AM 
To: G. Ruffner Page, Jr. 
Subject: FW: Initial DIFRA Output reports 

Ruffner, 
The share numbers are pretty dismal and significantly less than I would have thought. My perception was that we would 
be cioser to 50%, trying to reach for 60%, while in reality we have to get to 50% and determine what it will take to reach 
60%. Internally 60% IS the long range objective, 
\"'le are announcing a '."J€ighted average 8%. price increase today vvith an effective date of July 14, 2008. Sigma & Stai 
\-~/ere seeking an increase in the 25% range 'lJhich we .. viii not support as they continue to take share with special pricing 
on both the backside and the front side of projects. 
My gut feel is that we will be seeing increased cost pressures from China that will impact Sioma/Star more than us and 
that we will continue to support modest price increases while they ask for substantial increases. I believe that until thev 
feel prolonged profit margin pressures they will continue their historical practice of undisciplined market pricing. Until we 
see at least minor market share improvement i am in favor of no price increase support in the utiiitv fittinqs market. Even if 
we see rninor improvement in the next months i beiieve any price increase support from Tyier/Union wiii De minimai. 
These are just a iew quick thoughts after reviewing the market share daia and may change as we discuss among the 
group. 
Leon 

From: Rick Tatman [mailto:rtatman@t'y'lerunion.comJ 
Sent: Tuesday, June 17, 20083:20 PM 
To: McCulioughr Leon (McWane Executive Vice Presldent); Walton,Thomas (McWane Sr. Vice President); 'Jerry Jansen' 
Subject: Initial DIFRA Output reports 

Attached is the DIFRA report along with a simple summary and comparison file I threw together in Excel for your 
reference. 

initiai observations: 

1. 2006 baseline totai DiFRA tonnage tracks very weii with what we wouid have expected based upon waiking the 
2001 rIlarket data from the 421 hearings forv'Jard using the change in VM,8., units 

2~ Our share loss for 2007 and Apr YTD 2008 is actually larger than what! expected. f\Jote the D!FR.l1, tonnage is 
not down as mL!ch over those period as the VMA unit data 

3_ The "backed into" non OfFRA tonnage appears to be on the !QI.~!er end of what I/'/e would have expected 
4. All points above suggest that data is accurate within reason vvhich was probably the resistance to sending it out 

before we announced any price. 
5. The larger than expected share loss will make the task of getting it back more difficult, but of course will make 

victory all the more sweater in terms of the incremental financial benefits. 

VP&GitA TyieriUnion 

Mc\.Vane "vA.JateiINOikS Fittings Division 
11"11"10\ 001"1 1"'111111"1 
~;OVV) oo~w.:::'"t'"tV 
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From: 

Sent: 

To: 

Cc: 

VP (Victor Pais - CRM) 

Monday, October 22, 2007 04:28:22 PM 

Ai-lVIr. Yin Baohai (yinchina@pubiic.bta.net.cnj; Ai--lVIr. Yin Zhenhao 
(chinayin@public.bta.net.cn) 

liuguang; SBI (Siddharth Bhattacharji-CRM); MRI (Mitchell Rona-CRM); 'WLM 
(Lime1 \",jang-CR!\r~)' 

Subject: VP to Mr Yin: An update about the corporate changes at McWane ... 

:E SIG1VIA Your pitting Choice ... 

October 19, 2007 
To:A1 

Dear Mr. Yin, 

He: Corporate Changes in McWane C01upany 

Thank you for your best ,,,,ishes after our announcelnent closing the transaction that I had talked to you 
about carlier in the year. We look fonvard to continue our steady gro\\th and as our 'first ever' partner \Ve 

look forward to getting even closer to you. 

This is an update about !'"lcV\.'ane that 1 have been planning to send you for the last se-veral \veeks. It's 
likely LhaL YOLL lIla), have heard some or all of Lhls updaLe as you also have your own dlrecL conLacLs wiLh 
l'-.1c"Vane - but, I would like to brief you since I heard about t..'-18111 directly fronl t..'-le president of IVIciNane. 

Last month, I had a long meeting ,vith Mr. Ruffner Page (RP), President of the entire McWane Ine. 
During this meeting, I was surprised to hear from him directly, several major changes that he has initiated 
to resjxmd to the weak market conditions. Of course, at this point, these changes are public1y known in 
the AWWA industry but you may not have heard about all the changes and their reasons for them: 

1. Da,id Green (DG) was relieved of all responsibilities as Executive Vice President of McWane Co and 
President of the 'Tyler' Group in charge of the 'SPUD (Soil Pipe and Utility Products Di,ision) 
business unit. -- ,,,,,hich included all DrWF Fittings and Soil Pipe and related products. McWane is 
kno,,", to make quick decisions, "ith very little notice to the employees and the public as they 
believe in efficienc.y and do not let an.y indecisiveness hurt their business. So, DG was first tOld of 
these changes by RP only on August 3, 07! Within a couple of weeks, he was completely relieved of 
all his responsibilities for the Tyler/SPUD unit. The sales of L~is SPUD UIlit was close to $400 rvI. 

Initiall:y, McWane tried to fi .. nd an alternative position for DG 'within the McWane organization. But 
after about a month, they could not fit him in any position and he is no,,,,, completely out of McWane 
Co entirely. I have talked to DG a few weeks back as we have continued to be close friends and have 
mutual respect. 1110Ugh DG had somewhat of a firm and unfriendly nature, I was one of the few 
who had managed to get along with him as we were able to understand each other and find ways to 
gain the mutual tmst. He was surprisingly calm about RP's sudden decision and did not seem 
upset about the change though he seemed disappointed that he could not be more effective in his 
responsibilities, to please McWane. 

SIGTP00001083 
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From: 

Sent: 

To: 

Cc: 

VP (Victor Pais - CRM) 

Monday, October 22, 2007 04:28:22 PM 

Ai-lVIr. Yin Baohai (yinchina@pubiic.bta.net.cnj; Ai--lVIr. Yin Zhenhao 
(chinayin@public.bta.net.cn) 

liuguang; SBI (Siddharth Bhattacharji-CRM); MRI (Mitchell Rona-CRM); 'WLM 
(Lime1 \",jang-CR!\r~)' 

Subject: VP to Mr Yin: An update about the corporate changes at McWane ... 

:E SIG1VIA Your pitting Choice ... 

October 19, 2007 
To:A1 

Dear Mr. Yin, 

He: Corporate Changes in McWane C01upany 

Thank you for your best ,,,,ishes after our announcelnent closing the transaction that I had talked to you 
about carlier in the year. We look fonvard to continue our steady gro\\th and as our 'first ever' partner \Ve 

look forward to getting even closer to you. 

This is an update about !'"lcV\.'ane that 1 have been planning to send you for the last se-veral \veeks. It's 
likely LhaL YOLL lIla), have heard some or all of Lhls updaLe as you also have your own dlrecL conLacLs wiLh 
l'-.1c"Vane - but, I would like to brief you since I heard about t..'-18111 directly fronl t..'-le president of IVIciNane. 

Last month, I had a long meeting ,vith Mr. Ruffner Page (RP), President of the entire McWane Ine. 
During this meeting, I was surprised to hear from him directly, several major changes that he has initiated 
to resoond to the weak market conditions. Of course, at this point, these changes are public1v known in 
the AWWA industry but you may not have heard about all the changes and their reasons-for them: 

1. Da,id Green (DG) was relieved of all responsibilities as Executive Vice President of McWane Co and 
President of the 'Tyler' Group in charge of the 'SPUD (Soil Pipe and Utility Products Di,ision) 
business unit. -- ,,,,,hich included all DrWF Fittings and Soil Pipe and related products. McWane is 
kno,,", to make quick decisions, "ith very little notice to the employees and the public as they 
believe in efficienc): and do not let anv indecisiveness hurt their business. So, DG was first tOld of 
these changes by RP only on August 3', 07! Within a couple of weeks, he was completely relieved of 
all his responsibilities for the Tyler/SPUD unit. The sales of L~is SPUD UIlit was close to $400 rvI. 

Initiall:y, McWane tried to fi .. nd an alternative position for DG 'within the McWane organization. But 
after about a month, they could not fit him in any position and he is no,,,,, completely out of McWane 
Co entirelv. I have talked to DG a few weeks back as we have continued to be close friends and have 
mutual r;spect. 1110Ugh DG had somewhat of a firm and unfriendly nature, I was one of the few 
who had managed to get along with him as we were able to understand each other and find ways to 
gain the mutual tmst. He was surprisingly calm about RP's sudden decision and did not seem 
upset about the change though he seemed disappointed that he could not be more effective in his 
responsibilities, to please McWane. 
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2. RP explained that the change was not due to the personal performance of DG alone, but due to the 
need for a major restructuring of the 1\1c\Vane orga..."'1ization, to be more efficient and l11anage their 
overall capacity 1110re effectively. 

As you may know, McWane has several operating units, such as DIP (about $350 M "\vith 4 plants), 
V & H (Valve & Hydrants -- about S300 M with 5 or 6 plants), the SPUD (about $400M with 
DlWF's 3 units and Soil Pipe with 3-4 plants) and a couple of other units outside the AWWA. Each 
business lmit is headed by a Croup President. The SPUD lmit that was managed by DC had an 
unusual mix - it had an AWWA range (DIWF) and a Plumbing product range (Soil Pipe and 
Fittings). They are both different businesses in different industries, with different customer base 
\vith onl.y a fe'N common cllstomers. 

The primary reasons DG 'vas given charge of the entire 'SPUD' unit, was his ability to tUIn around 
any inefficient and unprofitable Inanufacturing operations and he was given the challenge to 
ilnprove the T:vler faundlT, ""vhich had 111ajor problellls related to 8InirOlll118nt, \'\'orkers safety, 
productivity etc. in the 2002-03 period. The Tyler foundry had 2 workshops - North plant 
producing the Soil Pipe and Fittings and .. vas very- profitable due to low costs, relatively- minimal 
competition and hence high prices. The South plant produces DIWF Fittings only, which had a 
problenl due to their higher costs and 10'\ver market priees. But DG did a very good .iob to 
streamline the production and bringing the cost dO'''1.1 in both units and for a while 'vas a very 
slleees~flll Group President within MevVane! 

Hovvever, during Lhe lasL 2 years his performance declined, largel)" because of the markeL and 
competitive factors. In the DIWF, largely due to Star's low pricing and DG's decision to respond 
aggressively with equally low pricing as the import pricing, Tyler's profits and volume went dmm. 
In the soil pipe too, there are 2 or 3 new import suppliers including Star and DG/Tyler again 
responded \vith low prices to make sure that import suppHers do not grow. Tn addition, DG's aloof 
and somewhat teclmical nature did not give hhn good market insights and all in all, Ivic\tVane felt 
that the entire SPUD division may have been too much responsibility for DC trying to balance 
different industries and several plants. 

So, no\v RP decided to separate the V'later VVorko5 part of the SPUD - the DIVVF and combine it 
with the V & H husiness unit, \vhich of course is sold to the s(lme customers (IS DI\VF (IS (I p(lrt of 
AVVV\lA package. In addition, the V & H President has been very successful ,viLlI customer and 
industry relationships and the V & H business is very profitable and so RP found more confidence 
in combining DIWF "ith the V & H. 

On the other hand, Tyler's Soil Pipe business along with the North plant of Tyler and the Soil Pipe 
plants McWane 0'''1.1S in Canada, under the Bibby name, have been merged to create a separate soil 
pipe/plumbing products division along with AB & I, another Soil Pipe company McWane bought 
recently. AR & T has a Soi I Pipe plant in California and is known for its lo\v costs. 

4. Another reason RP explained this restnlcturing ,"vas required was to share the foundry capacity 
within the AIVWA group producing parts for each other, "ithout the rivalry between 2 different 
units, as before, '"ith each asking RP for Investment in ne,"", equipillent fro their o,"",n needs! 
Similarly, the 3 soil pipe plants also needed to share between themselves to reduce costs to manage 
their capacity- better, instead of competing bet\veen themselves. As A\VV\l/\ business outlook is 
looking to be weaker for the next" or 3 years, McWane has seen the need for cost clltting and they 
felt this realignment ''''as very much required 0 

5. Apart from DG there are some other personnel changes. Tom Leonard (TL) that you know very 
well will no longer be involved in the DlvVF Fittings business as he h(ls been assigned (IS the #2 in 
the Soil Pipe/plumbing business. He "ill have the opportunity to succeed as the President of that 
group in a few years. 
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2. RP explained that the change was not due to the personal performance of DG alone, but due to the 
need for a major restructuring of the 1\1c\Vane orga..."'1ization, to be more efficient and l11anage their 
overall capacity 1110re effectively. 

4· 

5· 

As you may know, McWane has several operating units, such as DIP (about $350 M "\vith 4 plants), 
V & H (Valve & Hvdrants -- about S'lOO M with, or 6 Dlants). the SPUD (about $400M with 
DlWF's 3 units and'Soil Pipe with 3-4 plants) and a ~ouple;'f oth~~ units outside the AWWA. Each 
business lmit is headed by a Croup President. The SPUD lmit that was managed by DC had an 
unusual mix - it had an AWWA range (DIWF) and a Plumbing product range (Soil Pipe and 
Fittings). They are both different businesses in different industries, with different customer base 
\vith onl.y a fe'N common cllstomers. 

The primary reasons DG 'vas given charge of the entire 'SPUD' unit, was his ability to tUIn around 
any inefficient and unprofitable Inanufacturing operations and he was given the challenge to 
ilnprove the T:vler faundlT, ""vhich had 111ajor problellls related to 8InirOlll118nt, \'\'orkers safety, 
productivity etc. in the 2002-03 period. The Tyler foundry had 2 workshops - North plant 
producing the Soil Pipe and Fittings and .. vas very- profitable due to low costs, relatively- minimal 
competition and hence high prices. The South plant produces DIWF Fittings only, which had a 
problenl due to their higher costs and 10'\ver market priees. But DG did a very good .iob to 
streamline the production and bringing the cost dO'''1.1 in both units and for a while 'vas a very 
slleees~ful Group President within MevVane! 

Hovvever, during Lhe lasL 2 years his performance declined, largel)" because of the markeL and 
competitive factors. In the DIWF, largely due to Star's low pricing and DG's decision to respond 
aggressively with equally low pricing as the import pricing, Tyler's profits and volume went dmm. 
In the soil pipe too, there are 2 or 3 new import suppliers including Star and DG/Tyler again 
responded \vith low prices to make sure that import supp1iers do not grow. Tn addition, DG's aloof 
and somewhat teclmical nature did not give hhn good market insights and all in all, Ivic\tVane felt 
that the entire SPUD division may have been too much responsibility for DC trying to balance 
different industries and several plants. 

So, no\v RP decided to separate the V'/ater VVorks part of the SPUD - the DIVVF and combine it 
with the V & H husiness unit, \vhich of course is sold to the s(lme customers (IS OI\VF (IS (I p(lrt of 
AVVV\lA package. In addition, the V & H President has been very successful ,,,,,iLh customer and 
industry relationships and the V & H business is very profitable and so RP found more confidence 
in combining DIWF "ith the V & H. 

On the other hand, Tyler's Soil Pipe business along with the North plant of Tyler and the Soil Pipe 
plants McWane 0'''1.1S in Canada, under the Bibby name, have been merged to create a separate soil 
pipe/plumbing products division along with AB & I, another Soil Pipe company McWane bought 
recently. AR & T has a Soi I Pipe plant in California and is known for its lo\v costs. 

Another reason RP explained this restnlcturing ,"vas required was to share the foundry capacity 
within the AIVWA group producing parts for each other, "ithout the rivalry between 2 different 
units, as before, ,,,itl! each asking RP for investment in ne,"", equipillent fro their o,"",n needs! 
Similarly, the 3 soil pipe plants also needed to share between themselves to reduce costs to manage 
their capacity- better, instead of competing bet\veen themselves. As A\VV\lA business outlook is 
looking to be weaker for the next" or 3 years, McWane has seen the need for cost cutting and they 
felt this realignment ''''as very much required 0 

ADart from DG there are some other Dersonnel chan2:es. Tom Leonard (TL) that vou know verv 
"vell will no longer he involved in the DIYVF Fittings h~siness as he h(ls he~n ;ssign;d (IS the #2 i;l 
the Soil Pipe/plumbing business. He "ill have the opportunity to succeed as the President of that 
group in a few years. 
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6. For the DIWF business. the top person will be Leon McCullough. who has been the long time 
President of the V & H business of 1\1c\'\'ane. He ,~.ill be assisted by Tom \A/alton (T\'\'), \vho is the 
Plant Manager for McvVane's M & H plant, producing V & H product range. Since McvVane has the 
TTninn Fnllll(hv nrnclllr1np- DTVVF in thp ,"!:1mp tn"\vn ;1,c,: M f\, H. Tom v\T;1!tnn \~;II ;11.c.:n 111:11l;1P-P thp 
U ~~i~~~ F ~l~l;-dr1~ Pi~lt.~P~~~i~l~sh~, ti;~;~-; pl;l~ts-i~ ;~~~ t~'~~l -,~:e~e- ~;~lde~diiiere~;t t~~~-l~~~f~~ t ----

Another person called Rick Tapman who is relatively- new to the McWane organization will be the 
Plant Manager of the Tyler Pipe south (lll WF). 

7. We are not sure who will manage the Tyler Xian Xian (A2) plant -- but we understand Rick Tapman 
(RT) will be the person with Tom Walton also involved to supervise the business. We understand 
T\IV is planning a ,isit to China soon and due to our relations with McvVane, we are exploring 501118 
sourcing opportunities in their V & H product range also. So far, lVicv\Fane's V & H President had 
resisted purchasing any non-domestic parts for the V & H range, preferring to produce all in their 
0\\'11 foundries. But, as Iv1cVvane no""" """ants to steadily reduce capacity and save costs, we expect 
some opportunities from their M & H business also. RP has personally promised me to get some 
opportunities for this business if they- cannot produce any- of the parts in their O\vn foundries. 

8. None of these changes "vill have any impact on McWane's plans for sourcing Fittings through 
SIGMA. However. McWane has had a very high inventory since all 3 of the foundries - Tyler + 
Union + A2 -- \vere producing at a high level even though the.y were not gaining the market share 
and ·were in fact losing a little each year. So, after 3 years, they have very high inventol}' - about 
10,000 La 15,000 MT more Lhan Lhe level LhaL Lhey would like La have and hence, we are noL sure of 
the volume that they can buy from us in the future. 

If .you have an.y questions or an.y doubts, please contact us. Please also note that I have a strong personal 
relationship \vith Ruffner Page as \ve have helped each other in man.y wa)'s and he is a person, \vho if he 
tnlsts some one, ·will be open for not only discussion but any business opportunity if it is in the interest of 
both McWane and the industry. Though the above infonnation is common no\"" please treat this message 
\:\'ith discretion, as sonle of the obsen'ations in it are entirely my 0"",,11. 

BesL Regards. 

Victor <Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 

SIGTP00001085 
CONFIDENTIAL-FTC Docket No. 9351 
FO!ft. Exempt/Protected by Court Order 

CX 2118-003

PUBLIC

6. For the DIWF business. the top person will be Leon McCullough. who has been the long time 
President of the V & H business of 1\1c\'\'ane. He ,~.ill be assisted by Tom \A/alton (T\'\'), \vho is the 
Plant Manager for McvVane's M & H plant, producing V & H product range. Since McvVane has the 
TTninn Fnllll(hv nrnclllr1np- DTVVF in thp ,"!:1mp tn"\vn ;1,c,: M f\, H. Tom v\T;1!tnn \~;II ;11.c.:n 111:11l;1P-P thp 
U ~~i~~~ F ~l~l;-dr1~ Pi~lt.~P~~~i~l~sh~, ti;~;~-; pl;l~ts-i~ ;~~~ t~'~~l -,~:e~e- ~;~lde~diiiere~;t t~~~-l~~~f~~ t ----

Another person called Rick Tapman who is relatively- new to the McWane organization will be the 
Plant Manager of the Tyler Pipe south (lll WF). 

7. We are not sure who will manage the Tyler Xian Xian (A2) plant -- but we understand Rick Tapman 
(RT) will be the person with Tom Walton also involved to supervise the business. We understand 
T\IV is planning a ,isit to China soon and due to our relations with McvVane, we are exploring 501118 
sourcing opportunities in their V & H product range also. So far, lVicv\Fane's V & H President had 
resisted purchasing any non-domestic parts for the V & H range, preferring to produce all in their 
0\\'11 foundries. But, as Iv1cVvane no""" """ants to steadily reduce capacity and save costs, we expect 
some opportunities from their M & H business also. RP has personally promised me to get some 
opportunities for this business if they- cannot produce any- of the parts in their O\vn foundries. 

8. None of these changes "vill have any impact on McWane's plans for sourcing Fittings through 
SIGMA. However. McWane has had a very high inventory since all 3 of the foundries - Tyler + 
Union + A2 -- \vere oroducimr at a hi2:h level even thOll2:h thev were not 2:ainin2: the market share 
and were in fact 10si~lg a littl~ each y~ar. So, after 3 yei"rs, th~y have very high~inventory - about 
10,000 La 15,000 MT more Lhan Lhe level LhaL Lhey would like La have and hence, we are noL sure of 
the volume that they can buy from us in the future. 

If ,you have an,Y questions or an.y doubts, please contact us. Please also note that I have a strong personal 
relationship \vith Ruffner Page as \ve have helped each other in man,Y wa,)/s and he is a person, \vho if he 
tnlsts some one, ·will be open for not only discussion but any business opportunity if it is in the interest of 
both McWane and the industry. Though the above infonnation is common no\"" please treat this message 
\:\'ith discretion, as sonle of the obsen'ations in it are entirely my 0"",,11. 

BesL Regards. 

Victor <Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com 

SIGTP00001085 
CONFIDENTIAL-FTC Docket No. 9351 
FO!ft. Exempt/Protected by Court Order 
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From: VP (Victor Pais - CRM) 

Sent: Thursday, December 13, 2007 09:18:10 AM 
To: 
Subject: 
Importance: 

'Chris & Larry Rybacki'; SBI (Siddharth Bhattacharji-CRM) 
VP to M3 : Ruffner's resp for my Request for a meeting ... 

High 

Guys, 

I had sensed this to be coming_ Some things have happened over the past few weeks since we last met 
in Sept during which he was disappointed at our failure to get a better landscape -- but, he was still cordial. 
Perhaps, he has now done a thorough competitive review and has decided that an aggressive offensive 
strategy is the best form of defense -- which may call for using any and all options they have to strengthen 
their vulnerable positions including those they hurt us, such as acq of MTF, entry into PRP, keeping FTG 
price down during our rise in costs etc 

We will have to try other options to get their attention! 

Rgds, Victor 

-----0 rig i na I tv1 essage-----
From: G. Ruffner Page, Jr. [mailto:RPage@mcwane.comj 
Sent: \lVednesday, December 12, 2007 10:29 PM 
To: VP (Victor Pais - CRM) 
Cc: James M. Proctor 
Subject: Re: Victor to Ruffner: Request for a meeting .. 

Victor, 

I am not upset in the least and do not believe in or act on rumors. I also do not think it worthwhile nor wise 
for use to meet. If you have a specific topic to discuss, please share that with me in writing so there is 
no confusion about the purpose of meeting. 

Have a Happy Holiday season and enJoy your family and friends during the time of fellowship. 

R 

----- Original Massage -----
From: VP (Victor Pais - CRM) <vp@sigmaco.com> 
To: G. Ruffner Page, Jr. 
Sent: Wed Dec 12 15:59:43 2007 
SUbject: Victorta Ruffner: Request for a meeting __ 

Ruffner, 

You must be both busy and upset with me -- as I have not received a response from you for my 4 
messages on your cell V-mail. I can understand the former, but not the latter -- after all I have tried to do 
in good faith, to see it all tarnished by un unfounded rumor. .. 

But, I am not one for letting these challenges keep me from doing the RIGHT thing -- which is why I am 
requesting you a speciai meeting any afihe -lsi 3 days nexi week -- ivionday ("12(17), Tuesday C12t1S) or 
Wednesday (12119). I would highly prefer a lunch meeting so your office time is not wasted .. 

Thanking you in advance. 

Best Regards 

SIGTP00058130 
CONFIDENTIAL-FTC Docket No. 9351 
FO!ft. Exempt/Protected by Court Order 
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From: VP (Victor Pais - CRM) 

Sent: Thursday, December 13, 2007 09:18:10 AM 
To: 
Subject: 
Importance: 

'Chris & Larry Rybacki'; SBI (Siddharth Bhattacharji-CRM) 
VP to M3 : Ruffner's resp for my Request for a meeting ... 

High 

Guys, 

I had sensed this to be coming_ Some things have happened over the past few weeks since we last met 
in Sept during which he was disappointed at our failure to get a better landscape -- but, he was still cordial. 
Perhaps, he has now done a thorough competitive review and has decided that an aggressive offensive 
strategy is the best form of defense -- which may call for using any and all options they have to strengthen 
their vulnerable positions including those they hurt us, such as acq of MTF, entry into PRP, keeping FTG 
price down during our rise in costs etc 

We will have to try other options to get their attention! 

Rgds, Victor 

-----0 rig i na I tv1 essage-----
From: G. Ruffner Page, Jr. [mailto:RPage@mcwane.comj 
Sent: \lVednesday, December 12, 2007 10:29 PM 
To: VP (Victor Pais - CRM) 
Cc: James M. Proctor 
Subject: Re: Victor to Ruffner: Request for a meeting .. 

Victor, 

I am not upset in the least and do not believe in or act on rumors. I also do not think it worthwhile nor wise 
for use to meet. If you have a specific topic to discuss, please share that with me in writing so there is 
no confusion about the purpose of meeting. 

Have a Happy Holiday season and enJoy your family and friends during the time of fellowship. 

R 

----- Original Massage -----
From: VP (Victor Pais - CRM) <vp@sigmaco.com> 
To: G. Ruffner Page, Jr. 
Sent: Wed Dec 12 15:59:43 2007 
SUbject: Victorta Ruffner: Request for a meeting __ 

Ruffner, 

You must be both busy and upset with me -- as I have not received a response from you for my 4 
messages on your cell V-mail. I can understand the former, but not the latter -- after all I have tried to do 
in good faith, to see it all tarnished by un unfounded rumor. .. 

But, I am not one for letting these challenges keep me from doing the RIGHT thing -- which is why I am 
requesting you a speciai meeting any afihe -lsi 3 days nexi week -- ivionday ("12(17), Tuesday C12t1S) or 
Wednesday (12119). I would highly prefer a lunch meeting so your office time is not wasted .. 

Thanking you in advance. 

Best Regards 

SIGTP00058130 
CONFIDENTIAL-FTC Docket No. 9351 
FO!ft. Exempt/Protected by Court Order 
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Victor Pais 
SIGMA Corp 
609-758-0800 x 555 
609-529-2020 (cell) 
vp@sigmaco.com <maillo:vp@sigmaco.com> 

SIGTP00058131 
CONFIDENTIAL-FTC Docket No. 9351 
FO!ft. Exempt/Protected by Court Order 



 
 
 

CX 2145 

 
 

 
 
 
 

PUBLIC



CX 2145-001

PUBLIC

From: 
Sent: 
To: 
Subject: 
Attachments: 

Charlie Nowlin 
Friday, July 11,20088:36 PM 
Jody Hall 
F'vV: 2008 vs. 2007 - Tyler! Union Cornbined 
Tyler Union Var analysis.xls; Variance Analysis.doc 

From: John Springer rmailto:lsorinaerlaltvleroioe.coml 
Sent: Tuesday, July 08, 2008 12:08 PM 
To: Kent Brown; Thomas Walton; Rick Tatman; Leon McCullough 
Cc: Russ Patterson; Andy Payant; Charlie Nowlin 
Subject: 2008 vs. 2007 - Tyler / Union Combined 

Discussion and spreadsheets are attached, 

Confideniial ivic'vVane-009347 
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Comments: uocument Produced in Native Format 
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McWane-009348.xls

Tyler Pipe Company
Instructions for Preparing Variance Analysis Report

1 Change date in heading.
2 Input Sales & Gross Profit numbers (units, prior gross profit, sell price, and full cost). 
3 Input YTD Idle Plant expense on Row 34 & 35.
4 Force rounding difference in C-20
5 Input Selling, Shipping, Administration, Other Income, Other Expense and Idle Plant in applicable cells on Summary worksheet.

Instructions

CX 2145-003
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McWane-009348.xls

Tyler / Union
Waterworks Division

Variance Analysis
YTD June, 2008  vs. YTD June, 2007

Note: Trade Sales: Domestic N.D. Domestic N.D. Other
Utility Fit. Utility Fit. Glands Valve Box. Valve Box. Castings Total

Volume Variance:
Units Sold - Prior 27,118           7,775             3,244         4,527           -                  16                42,680           
Units Sold - Current 13,798           12,589           1,925         2,972           709              40                32,032           

Inc (Dec) (13,320)          4,814             (1,319)        (1,556)          709              24                
Gross Profit - Prior 140                653                420            19                -                  188              
Volume Variance (1,863,893)     3,144,399      (554,693)    (29,703)        -                  4,571           700,681         

Price Variance:
Sell Price - Prior 2,144             1,849             2,037         1,615           -                  830              
Sell Price - Current 2,737             2,002             2,086         1,671           940              1,066           

Inc (Dec) 594                153                49              56                940              235              
Units Sold - Current 13,798           12,589           1,925         2,972           709              40                
Price Variance 8,189,149      1,926,034      94,778       165,840       666,608       9,451           11,051,860    

Cost Variance:
Full Cost per Ton/Unit - Prior 2,004             1,195             1,617         1,596           -                  642              
Full Cost per Ton/Unit - Current 2,283             1,326             1,810         1,635           904              875              

(Inc) Dec (280)              (131)              (194)           (39)              (904)            (233)            
Units Sold - Current 13,798           12,589           1,925         2,972           709              40                
Cost Variance (3,859,039)     (1,647,654)     (372,539)    (115,005)      (641,075)      (9,357)          (6,644,668)     

Gross Profit Variance 2,466,217      3,422,779      (832,454)    21,132         25,533         4,666           5,107,873      

Gross Profit Change per Fin.Stmts. 2,466,209      3,422,779      (832,454)    21,132         25,533         4,666           5,107,865      
Variance 8                   -                    -                (0)                -                  -                  8                   

Current Idle Plant Allocation (2,849,875)     -                -              (2,849,875)     
Prior Idle Plant Allocation (2,169,467)     -                -                  (2,169,467)     

Detail

CX 2145-004
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McWane-009348.xls

Domestic N.D. N.D. Other
Trade Sales: Utility Fit. Utility Fit. Glands Valve Box. Valve Box. Castings Total
Units Sold - Prior 27,118           7,775             3,244             4,527             -                    16                  42,680           
Units Sold - Current 13,798           12,589           1,925             2,972             709                40                  32,032           

Volume Variance (1,863,893)$   3,144,399$    (554,693)$      (29,703)$        -$                   4,571$           700,681         

Price Variance 8,189,149$    1,926,034$    94,778$         165,840$       666,608$       9,451$           11,051,860$  

Cost Variance (3,859,039)$   (1,647,654)$   (372,539)$      (115,005)$      (641,075)$      (9,357)$          (6,644,668)$   
Idle Plant (680,408)$      -$                   -$                   -$                   -$                   -$                   (680,408)$      
Trade Gross Profit Variance 1,785,809$    3,422,779$    (832,454)$      21,132$         25,533$         4,666$           4,427,465$    

Intercompany Gross Profit Variance (223,429)$      479,160$       (252,750)$      86,511$         (152,868)$      -$                   (63,376)$        

Operating Expense Variance
Selling Variance (493,544)$      
Shipping Variance (266,085)$      
Administration Variance 21,816$         

Total Oper.Exp.Variance (737,813)$      

Oper.Profit Variance 3,626,276$    

Other Income Variance 32,399$         
Other Expense Variance 1,720,865$    
Special Reserve (285,867)$      

Pre-Tax Profit Variance 5,093,673$    

Waterworks Division
Variance Analysis

YTD June, 2008  vs. YTD June, 2007

Tyler / Union

Summary

CX 2145-005
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July 8, 2008 

Variance Analysis Di!STussim! 
'Vaterworks Division 
Tyler! Union COfnbined 

from: John Springer 

Pre-tax profits on a ycar-to-date basis through June 30, 2008 of$6,501K ",..,'-ere $5,003K 
higher than the pre-tax pmlits Cor the same penod 01' the pnol yeaI. 1\;1aJor contributors to 
the change from the prior year include: 

A) LJiiiity Fitiings have contributed an additionai $5,209K of gross profits. This is in 
spite of a 24~/o reduction in volume. Pricing gains, primarily on the domestic product, 
have contributed an additionai $10, 115K of gross profits. Increased product COStS of 
both domestic and non-domestic product, as weB as $680K of higher expenses 
associated with idle plant, have eroded profits by $6,187K Although volume overall 
is down, we have increased the sales volume of the more profitable non-domestic 
product. This has contributed an additional $1,280K of profits over and above the 
profits lost from the 49% drop in domestic volume. 

B) Valve Box profits from trade sales have managed to remain relatively flat with the 
prior year, although volume is down by 19%. 

C) Gross Profits derived from Glands have fallen by $832K in 2008 due to a 41 % drop 
in ·volume and a 12~/o increase in cost. 

D) Inventory Adjustments (increasing the inventory values based upon the prior year's 
actual costs) resulted in approximately $l,OOOK more profits in 2008 than the prior 
year. 

Detailed and Summary Reports are attached for your reviev,'. Please let me knmN if you 
have any questions. TharJ( you. 

John 

Confideniial ivic'vVane-009349 
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From: 
To: 
Sent: 
Subject: 
Attachments: 

Here it is 

Fielding, Glenn [HOS - NWW] 
Mills, Linda [HOS - N\I\I\N]; Parker, Ben [HOS - N\N\I\I) 

1/11/2008 8:54:39 AM 
FW: TylerlUnion Price Increase Announcement 
TylerUnion Price Increase Letter 01 11 OB.pdf 

From: Rick Tatman [mailto:RTatman@TylerPipe.com] 
Sent: Thursday, January 10, 2008 10:52 PM 
To: Webb, Jerry [HOS]; Fielding, Glenn [HOS - NWW]; Mack, Joseph [HOS] 
Subject: Tyier/Union Price Increase Announcement 

Jerry, Glenn and Joe 

Aitached is our price increase ieiter than wiii be going out on Friday. 

i think some of the key pOints are: 

= The % change is significantly lower than the List Price change Sigma posted on their website which appears to be in the 

range of -25% on average 

ii 'iJ"Je are going to maintain our List Price Book and make the adjustment iivith multipliers 

• The lower % for Domestic Product reflects both lower cost inflation in the US compared to China and our desire to 

suppoil Domestic Specifications 

• Distributors are ultimately better served with adherence to published pricing as instability and the corresponding price 

erosion only reduces your profitability 

I will be happy to answer any questions or provide clarification if needed. 

;ti!k4tVUt {;ti!k" 7-.. 
VP & GM TylerlUnion 
McWane WatelWorks Fittings Division 
(903) 882-2440 

CONF!DENT!AL HDSVIJW000854 
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January 11, 2008 

RE: Pending Price Change for Utility Fittings and Accessories 

Dear Valued Custorfler, 

Due to continued rising costs, especially within our off-shore operations, we find 
It necessary to Increase pricing on Utility Fittings and Accessories. 

As per our prior letter of October 5, 2007, we will adjust pricing by increasing 
multipliers while retaining our current list Price, LP-5072. Leiters stating the new 
region specific multipliers will be mailed .January 18, 2008 The increase will be 
10% to 12% above the current prevailing multiplier levels on B!ended Fittings and 
Accessories and 3% to 5% on Domestic Fittings effective February 18, 2008_ 

To help our distribution customers better manage their inventory valuations and 
compete on a more ievei piaying fieid, it is our intention going forv"lard to seii aii 
products only off the nevvly published multipliers. VVe vvill continue to monitor the 
competitive environment and adjust regionai muitipiiers as required to provide 
you with cOiTlpetitive pricing. 

All annual municipal bid contracts will be honored per the terms of the contract. 
jobs quoted prior to this announcement wiii be honored through March i, 2008, 
with acceptable documentation provided to your local Tyler/Union sales 
representative. 

If the current inflationary trends continue as forecasted, we anticipate the need to 
announce another multiplier increase w'ithin the next six months. However, vIe 
"viii only do so as conditions require~ 

\lJe thank you for your business and as always we remain committed to providing 
you \vith quality products and sen/ice at competitive prices. 

Sincerely, 

/ j 

'P"-7 yO +-<v-...J 

1/1 
Jerry Jansen 
Nationa! Sales Manager 

CONF!DENT!AL HDSIIIJW000855 
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From: CS1 (Craig Schapiro - CRM) [CS1@sigmaco.com] 

Sent: Friday, June 27, 2008 09:44:20 PM 

To: m20@sigmaco.com 

Subiett: From Craig: Nev·! rv'!u!tipliers - Star Pipe Products 

Looks like STAR is sending their version of the TYLER letters 

Craig Schapiro 
SIGMA Corporation 
(800)999-2550 x238 
csl@siqmaco.com 
FAX 609-758-1158 

From: Star Pipe Products [mailto:marketing@starpipeproducts.com] 
Sent: Fr; 6/27/2008 5:22 PM 
To: CSI (Craig Schapiro - CKM) 
Subject: New jViuitipiiers - Star Pipe Products 

RRo' !Huftipfier Change,'ii - Rffi~ctil;e Jufi.' 14. 2{){)8 (CT) /\'-IA) !HR) IH( /'./H) /'./J) /\TY) Rl) 

VT, AZ, CA, N.M, El Paso-T¥j 

To Our V(.!lued Customers: 

The fo!!r..I1ving i~' a breakdown r.i'our current priC/! 1i~·ty and the m'''}j' mulHp!iery that will 
take eflecllvfondaJ.!, July 1'/, 2008, 

Product DescrilJtion. 
» Utility Fittings ClIO &. ('153 
» Accessories 
»Joint Restraint Products 
»AJiVWA (irool'edProducts 
)} Ceramic ppOX).' Fined Fillings 

Price List 
UPL onl2 (blue) 
I !PI n7 n) (hlw» 
'-~' '"''',.,,- \"", .. _,/ 

JRI'L08.01B (plllple) 
GRVPL07.02 (vellow! 
rlPT,.07.02 (hI1le) 

MuitilJlier 
33 

.33 
No Chanxe 

CALL' 
CATJ,* 

(* please contact your local Star representalive for pricing) 

S!GTP00016290 
CONFIDENTIAL-FTC Docket No, 935t 
FOIA Exempt/Protected by Court Order 
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Ine new multipliers will apply to all orders received on or ({fter AIonday, July 14, 2()()S 
Any order received prior to thut date wi!! be price protected proliided NO shipping 
res/ric/ions appZv. 

Please provide your 10c(11 Territmy Manaxer with documentation rexardinx any 
nJll1licjpol hid", hefnre july! -I, 2{){)f? Il.4unicipal contracts will he honored through the 
term (?f the eontrae!, pro'vided the documentation includes quantities and delivery dates. 

We remain enmmilled In earning .. your husiness. 

IY '" ...... " ................. . 

I 

Mall Minamyel' 
Nat;unal Sales lvfanaxer 

This message was sent from Star Pipe Products to csi@sigmaco.com. It was sent from: Star Pipe Products, 
4018 Westhollow Pkwy, Houston, TX 77082. You can modify/update your subscription via the link below. 

----.':..Manage your subscription 

S!GTP00016291 
CONFIDENTIAL·FTC Docket No. 935t 
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From: 

Sent: 

To: 

Attachments: 

To /\!! -

GFl (Greg Fox - ALX) 

Monday, July 07, 2008 03:21:43 PM 

RAl (Russell Axon-ALX); GL2 (Gloria Lamborne-ALX); SMl (Scott Marlow-ALX); 

KRl (Kim Robinson-ALX); DSl (David Swindell-ALX); LMl (Linda Moen - ALX); 

gwl@sigmaco.com; KIVI4 (Kichard IVlabe-ALX); jg2.@sigmaco.com; 'KfJ3 (Kevin 
Pennington)'; 'ks3@sigmaco.com'; GOl (Greg Oanais - ORL); '5M3 (Steve Myers 

- HTN)'; JM2 (Jim Moeller) 

Fitting j.A.ccessor'or Price Increase Confirmation Letters 

Price Increase Southeast - Ju!y 14 2008.pdf; Price Increase Misssissippi - Ju!y 14 
2008.pdf 

The attached two letters will be win faxed to the marketplace on TUesday. July 8th. 

I believe it's a confirmation of what the market already knows. 

Greg 

S!GTP00094741 
CONFIDENTIAL-FTC Docket No. 935t 
FOIA Exempt/Protected by Court Order 
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1='.0. Box 51 9 
A!exander City, AL 35011 
Email: RPS@sigmaco.com 
www.sigmaco.com 

Date: July 7, 2008 

®SI r,,'1 
CORPORA.TIOt~ 

TEL: (256} 234~2514 
(800) 824-4513 

FAX: (256) 234-4956 

Re: Fitting & Accessory Muitipiier Adjustment in Aiabama, 
Georgia, Florida, Tennessee, N'orth Carolina and South Carolina 

Dear Vaiued Customer: 

A lthough delayed from previous. an~!ouncements; Sigma 
CoqJoration plans a price increase on its fittings and accessories. 

This increase will be effective Julv 14. 2008. 

As ot u~at date, ClIO and Cl53 Fittings and Accessories will be 
priced at the tollowing levels: 

x. 28 against Sigma's list price book dated July 2007 

All municipal bids will be honored through the length of the 
c·ontract. 

We thank you for your past and future support of Sigma. 

5~ . ~ 
Greg~~ ) 
Southeast Regional ~Y1an.ager 
Sigma Corporation 

S!GTP00094742 
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P.O. Box 519 
A!exander City; AL 35011 
Email: RPS@sigmaco.com 
www.sigmaco.com 

Date: July 7, 2008 

CORPORATIO~J 

TEL: (256) 234-2514 
(800) 824-4513 

FAX: (256) 234-4956 

Re: Fiiiing & Accessory Muitiplier Adjustment in Mississippi 

De:::tr Valued C-llstOl1:le-r: 

Although delayed from previous announcements, Sigma 
r - 1 •• • +-: • ,.f • ,--,orporat;on p.an~ a pnce Increase on lt~ dttlngs anu acceSS()ne~:L 

This increase will be e/{ective Ju~l' 14. 2008 . 

.lA •• B of that date, ClIO and CIS3 Fittings and Accessories '\-'vil1 be 
priced at the foHowing leveis: 

x. 30 against Sigma's list price book dated .July 2007 

Ail municipai bids win be honored through the iength of the 
contract. 

vvTe thank you for your past and future support of Sigrna. 

Sincerely, 

Southeast P,-egiona! !\1anager 
Si~-tt1a Corporation 

S!GTP00094743 
CONFIDENTIAL-FTC Docket No. 9351 
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From: Matt Minamyer 
Sent: Thursday, June 19, 2008 4:40 PM 
To: Matt Minamyer; Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; 

Shaun Smith; Susan Schepps 
Cc: Pam Garey; Linda Meiers; Blake Harrison; Dale Andrews; Dan McCutcheon; Donna Beyer; 

Sue Palmer; Roger Johnson; Kay Ellis; Bill Silva 
Subject: RE: Mult Change plan for your review 

TO ALL: 

It looks like we are getting ready to go through another round of multiplier increases. 

Below are specific instructions on how we will handle this. It includes how to set up the pricing and how tall of should 
act.. Please make sure you understand the plan. 

The dates below are wrong as it was for the last go round but the procedures and the stakes are the same. 

Let's all do a good job. 

If anyone has a suggestion for a change please let me know. 

Thanks, 

Matt 

From : Matt Minamyer 
Sent: Wednesday, January 23, 2008 3:09 PM 
To: Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Cc: Pam Garey; Linda Meiers; Blake Harrison; Dale Andrews; Dan McCutcheon; Donna Beyer; Sue Palmer; Niki Sparks 
Subject: FW: Mult Change plan for your review 

TO: ALL 

We are getting ready for the multiplier changes. Below are all the procedures that we can think of 
that we have to follow in order for this to work. Please read it carefully as there are a lot of things that 
have to happen correctly. 

If we all communicate and do our part, this should work. 

Please call Matt for pricing questions and Linda, Pam, or Dale for procedure questions. 

Below this E-mail is the first letter I sent to the OM's with instructions on our game plan. All OM's 
need to understand both parts of this E-mail and guide their TM's. 

If we hold our mouths correctly, and do our due diligence, we will look like professionals. If we get 
sloppy, it will show. 

Thanks for your help. 

Matt ...................•••.....••••••••...••..••••••••.................•......................•••• 
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Here is the procedure for mult changes as best as we can figure out, for now. 

- The OM Gets the Tyler multiplier letter as soon as possible and forwards it to Linda 
immediately. 

- The OM will receive from Oale no later than this Friday (01-25-08) a multiplier report that will 
be tabbed by OM/State/ and sorted high mult to low mult. 

- The OM will highlight any "Exceptions" on the spreadsheet and send it back to Linda no Later 
than next Friday (02-01-08) 

o An "Exception" is defined as any customer who will not be taking the new state 
multiplier, whether it is higher or lower. 

• Any multipliers that the OM wants to be lower than the state mult. has to be 
approved by Matt (or Oan if Matt is not available) and changed with a pink. 

• Any exceptions higher than the state mult will remain at the current level. 
• We will make all accessories the same as fittings. If we need to change 

accessories then the OM does it via a pink that goes through Matt. 
• No mult change on grooved 
• FBE carries the same mult as CL. Any exceptions are done with a pink. 
• P401 will have the correct PL on the mult letters we send out but there will be no 

mult. 

- Any mult that the OM wants to be lower than the state mult has to be done with a pink and 
approved by Matt. 

- Any mult that the OM want to be higher than the state mult should be highlighted on the mult 
report and Oale will not change those. 

o . (I know I am repeating this but it is important) 

Linda will receive the Tyler multiplier letters from the OM's and the multiplier report from the 
OM's. She then gets with Blake and they prepare multiplier letters for all customers who are 
getting a multiplier change. 

o They will note all exceptions on the report from the OM's and not mail letters to those 
customers. 

o It will be a generic letter by state (or trading area if there are more than one mult. In one 
state.) 

- Blake will prepare the letters for Sue and Niki to snail mail. 
o Blake will E-mail the letter from our existing data base of customer E-mails. 
o .Blake and Linda will coordinate with regard to exclusions on the email distribution 
o All TM's and OM's will get a copy of all letters in their territorieslDivisions. 
o All CSR's will get a copy of the mult letters. 

Linda will forward the mult report that she gets from the OM's to Oale. 
- Dale will prepare the mult changes in Prelude to take affect on 2-18-08. She will not make any 

hard changes in Prelude until the evening of the 1 yth. 

Confidential 

o Oale will note the exceptions that the OM's highlighted on the mult report and not 
change those account multipliers. 

o Plant accounts will be changed to match existing Utility accounts. 
Blake will E-mail the generic multiplier letter to Matt and Matt will edit it for this mailing. 

o It will list all the current PL's and will indicate multipliers for MJ, PO, FL, and FBE 
fittings. 

o The letter will reference P401 and Grooved PL's but no multipliers. 
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• Instead we will note for them in the letter to call their sales person for a mult on 
P401 and Grooved. 

Pam will run a report for all existing project pricing and their termination dates to send to the 
OM's. 
The OM's will prepare their customers to take this material by March 1st or the pricing will 
expire. 

o Any exceptions have to go through Matt. 
Pam will terminate all projects upon notification from a TM or OM. 
The CSR's will be pro-active in telling our customers that the multipliers will be changing. 

o They will keep a record of who they told, company, date, and time. 

The TM's and OM's will follow the procedure below to make sure they are telling their 
customers that it is coming and that we can no longer project price. 
Donna will check with Susan for her advice on what to do with Fabricator Products. 
Susan will coordinate with the OM's on Plant only and house accounts. 

From: Matt Minamyer 
Sent: Tuesday, January 22, 2008 10:56 AM 
To: Bud Leider; Michael Berry; Neil McGillivray; Pete Lisowski; Ramon Prado; Shaun Smith 
Cc: Dan McCutcheon; Susan Schepps; Pam Garey; Linda Meiers; Donna Beyer 
Subject: McWane/Tyler Multipliers and our Plan 

To: All DM's 

The Tyler multiplier letters are hitting the streets. We need to be able to react quickly to be at the right prices. 

I will be putting out some instructions on our plans to change state multipliers in the case that we don't get much advance 
warning. 

For now here is the plan: 

Confidential 

Once we know what a state or area's multiplier is, if it goes up, we will change to that number. If it goes down, we 
will discuss it. 

o Later today we will E-mail the procedure for multiplier changes. It will be simple (So that you all can 
understand it (9) 

We will not be project pricing unless we see firm documentation that there is a project price or a buy plan that is 
off of the state multiplier. 
A1J PTqj!J?t Pl'i9.!.Qg ,,@§ Wgg tbl9,!gP w.~~ 

o Tell your TM's not to ask unless they have solid documentation. I have to be very strict on this as we will 
not be the ones to drag the market down. 

o You and your TM's need to be able to tell your customers that we need written documentation with project 
names, dates, and pricing before we move off of the buy plan This is an effort to do the right thing for the 
industry. 

Your TM's need to start cleaning up their existing project pricing. The TYler Ie«~.r .~~ th.~t!Jey wilt hQt:JQf 
(hfW ~J5/~flfJ9Pro.j!9.t pq91~g 9JJ'Y t!nUI I,fi!Te;q 1st. We wll/ t.(9 tPe ~@W!. If we go past that it will cause ... 
disruptions and may result in the increases to be soft or not hold at all. 

o Start preparing jlourselves and your TM's to hold strong and get their projects ordered and shipped 
before March 1 . 

o Train them that this is what is best for the industry and that we need to be part of the effort to help our 
industry. We will not part of damaging the industry due to lack of discipline. We all need to be able to 
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explain this to our customers and to take it to whatever level of management within that customer's 
organization that is required . 

o I'm all good with you guys using me as the bad guy. (Stop snickering! ©) 

You need to know that we are strong in revenue and profit. We will have no problems weathering any price wars, even if 
they are prolonged. What we are doing is what is right for the industry. So, don't think we need the price increases, as 
that is not the case. A price increase will be good for us on the short and long term profit situation but are not vital to our 
strength. The truth is that we would come out of a price war stronger than ever and with a bigger market share, but we 
don't think the industry needs that right now. 

Deal from strength and commitment and always take the high road when discussing the industry and our competitors. If 
we do this, we will emerge as the most solid partner in the industry. 

Let me know if you have any questions as it is important that we manage this correctly. I know this will take major effort 
but that is where we need to be focused until the crazy pricing levels out. Make this your priority. 

Thanks, 

Matt 

Matt Minamyer 
National Sales Manager 
Star Pipe Products 
4018 Westhollow Parkway 
Houston, TX 77082 
(281) 558-3000 Office 
(713) 301- 8734 Cell 
mattm@starpipeproducts.com 

Confidential 
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From: 
Sent: 
To: 
Subject: 

June 27, 2008 

Star Pipe Products [marketing@starpipeproducts.com] 
Friday, June 27, 2008 3:39 PM 
Outside Sales 
New Multipliers - Star Pipe Products 

RE: Multiplier Changes - Effective July 14,2008 (DE, IN, KY, MD, NC, OH, SC, TN, 
VA, WV) 

To Our Valued Customers: 

The following is a breakdown of our current price lists and the new multipliers that will 
take effect Monday, July 14, 2008. 

Product Description 
» Utility Fittings ClIO & C153 
» Accessories 
» Joint Restraint Products 
» A WWA Grooved Products 
» Ceramic Epoxy Lined Fittings 

Price List 
UPL. 07. 02 (blue) 
UPL. 07. 02 (blue) 
JRPL. 08. 01B (purple) 
GRVPL.07.02 (yellow) 
UPL.07.02 (blue) 

(* please contact your local Star representative for pricing) 

Multiplier 
.28 
.28 

No Change 
CALL * 
CALL * 

The new multipliers will apply to all orders received on or after Monday, July 14, 2008. 
Any order received prior to that date will be price protected prOVided no shipping 
restrictions apply. 

Please provide your local Territory Manager with documentation regarding any 
municipal bids before July 14, 2008. Municipal contracts will be honored through the 
term of the contract, provided the documentation includes quantities and delivery dates. 

We remain committed to earning your business. 

Regards, 

I ~ -.-.--------.. --.- I 
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Matt Minamyer 
National Sales Manager 

i This message was sent from Star Pipe Products to OutsideSales@starpipeproducts.com. It was sent from: Star Pipe Products, 4018 I ~ M 
.. _._----_._-------_ .. _---_._-_ ... _._---_._----- .. _------- ------_._--- .. -~ 

! Westhollow Pkwy, Houston, TX 77082 . You can modify/update your subscription via the link below. . • l. ________________ .. ___________________ . ______ ... ______________ . __ _ 

DManage your subscription 
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Expert Report of Laurence Schumann 

I. Introduction 
 
 A. Qualifications 
 

1. I am an economist on the staff of the Federal Trade Commission (“FTC”).  In 

1986, I earned a Ph.D. in economics from the University of Virginia, where I had earned a B.A. 

in economics in 1980.  My field of specialization is the economics of industrial organization, and 

throughout my career I have applied industrial organization economics to issues of competition 

and regulatory analysis. 

2. I first joined the staff of the FTC in September 1985.  In March 1996, I left the 

FTC to become a private economic consultant.  I rejoined the staff of the FTC in March 2008.  

During the spring of 1990, I returned to the University of Virginia to teach a course covering the 

law and economics of antitrust.  More recently, I have lectured on the economics of antitrust at 

international technical assistance workshops and conferences sponsored jointly by the FTC, the 

U.S. Agency for International Development, and, in certain cases, additional organizations 

devoted to international economic development.1  I have authored or coauthored a number of 

articles that have been published in peer-reviewed journals, and I have previously provided 

expert economic testimony in Federal District Court and in private arbitration proceedings.  A 

more extensive summary of my professional accomplishments can be found in my curriculum 

vitae, a copy of which is attached as Appendix A to this report. 

3. My testimony in this matter reflects my own independent analysis and opinions.  

As a testifying expert economist retained by the FTC staff, I receive no compensation besides 

                                                 
1 The FTC’s international technical assistance program provides training in antitrust policy, economics, and 

investigational methods to the staffs of competition enforcement agencies in countries with underdeveloped or 
transitional economies.  
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that which I otherwise receive as a government employee.  Further, I have reached the highest 

step of the highest pay grade for which I am eligible as a career federal employee.   I cannot 

receive a promotion or any other increase in compensation in exchange for my testimony or for 

any particular opinion expressed in my testimony. 

 B. Background 
 

4. This matter concerns certain business practices and conduct of the sellers of 

ductile iron pipe fittings (“Fittings”) in the United States.  Ductile iron is a strong yet highly 

flexible and elastic form of cast iron in which graphite nodules in the iron take on a spherical 

shape, unlike the flakes of graphite found in gray iron, the most common form of cast iron.  

Ductile iron is formed by adding magnesium to the iron, which causes the graphite in the iron to 

form the spherical nodules that provide ductile iron with its unique properties.2  Ductile iron is 

used in the manufacture of pipes, fittings, and related products used in waterworks, principally 

for the construction and repair of clean water and sewage treatment and transportation systems. 

5. Three companies – McWane, Inc. (“McWane”), Sigma Corporation (“Sigma”), 

and Star Pipe Products, Ltd. (“Star”) – supply over 90 percent of the Fittings sold in the U.S.3  

Each serves waterworks customers and their contractors through distributors, which account for 

roughly 95% of their Fittings sales.4 

                                                 
2 QIT-Fer et Titane Inc, Ductile Iron Data for Design Engineers, Revised and Reprinted (Montreal:  Rio 

Tinto Iron & Titanium, Inc., 1998), pp. 2-9 – 2-11 (available from metalwebnews.org/ftp/didata.pdf and The Ductile 
Iron Society (http://www.ductile.org/didata/default.htm)).  Also see Ductile Iron Pipe Research Association, 
www.dipra.org, “About Ductile Iron Pipe,” http://www.dipra.org/benefits-of-dip/benefits-of-di-pipes/. 

3 SIG – 0002517 – 2528, p. 2520 (“In fittings there are effectively 3 – McWane, Sigma, and Star . . . .”).   
Mr. Tatman testified that McWane, Sigma, and Star together represented 92 percent of Fittings shipments (Tatman 
IH, July 21, 2010, pp. 102 – 103 and p. 135.  Also see TU-FTC-0010086 – 10089, p. 10087, “2009 Narrative for 
Long Range Plan;” TU-FTC-0010434 – 10489, p. 10436, “2009 Budget Waterworks Division, Tyler/Union, Rick 
Tatman;” TU-FTC-0012192, “2011 - 2012 Budget Planning Forecast,” Tab - HDS  FEI Growth. 

4 McWane, Sigma, and Star formed the Ductile Iron Fittings Association (DIFRA), the bylaws of which 
require that “At least ninety-five percent of [a member’s] sales of ductile iron fittings must be to a distributor.”  
(SIG-0033693-712, p. 702.) 
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6. McWane operates or has operated a number of subsidiaries that manufacture (or 

have manufactured) Fittings in the U.S.  Its primary Fittings business unit is Tyler Union, which, 

until relatively recently was two separate business units that McWane had acquired, the Tyler 

Pipe Company and the Union Foundry Company.  Tyler Xian Xian is a McWane business unit 

that manufactures Fittings in China, and Clow Water Systems is a McWane unit that sells ductile 

iron pipe and fittings.  To avoid confusion, I will refer to all of McWane’s Fittings businesses 

collectively as McWane. 

7. McWane manufactures Fittings in the U.S. and China.  Star and Sigma have 

traditionally been importers of Fittings from China, India, and Mexico.5   

8. After several years of discussions, McWane, Sigma, and Star formed a trade 

association, the Ductile Iron Fittings Research Association (“DIFRA”) in 2007.6  They were 

joined by U.S. Pipe, a ductile iron pipe manufacturer that no longer manufactured (and still does 

not manufacture) Fittings. 7  The primary activity of DIFRA was the collection of data on the 

tons of Fittings shipped monthly by its members and the dissemination of monthly reports 

containing the aggregated shipments data (the “DIFRA Reports”) to its members. 

9. In June of 2008, DIFRA first obtained Fittings shipments data from all of its 

members.  The first submission to DIFRA consisted of total 2006 Fittings shipments and 

monthly Fittings shipments for all of 2007 and through April of 2008.8  The monthly DIFRA 

                                                 
5 Rona Deposition, May 18, 2012, p. 37.  In addition to China, India, and Mexico, Star imports Fittings 

from Brazil and Korea (McCutcheon Deposition, May 16, 2012, pp. 9 – 10). 
6 SIG-0033727 – 33731.  Pages 33728 – 33731 consist of DIFRA’s Articles of Incorporation.  DIFRA was 

incorporated January 12, 2007, but did not begin operating until early 2008. 
7 U.S. Pipe resold fittings with its pipes that were manufactured by others, primarily Sigma, but also 

McWane, Star, and other small foundries.  In our calculations of total shipments and market shares, shipments by 
U.S. Pipe of Fittings that they had purchased from McWane, Sigma, and Star were not included to avoid double 
counting because they were included in McWane, Sigma, and Star shipments. 

8 DIFRA-000497 – 000508.  The shipments data collected by DIFRA consisted of shipments in tons.  

CX 2260-005

PUBLIC



 Confidential – Subject to Protective Order 

4 
 

Reports would allow McWane, Sigma, and Star to determine the monthly changes in their 

respective market share as well as the combined market share of the two other Fittings suppliers.  

Accordingly, during periods in which Fittings volume was falling, the Fittings data would allow 

each supplier to obtain some indication of whether its shipment volume was falling because of 

decreased demand, which would be indicated by a stable market share, or if its volume was 

falling because its rivals were cutting prices, which would be indicated by a declining market 

share.   

10. DIFRA continued collecting monthly data and disseminating monthly Reports 

through the January 15, 2009 DIFRA Report, which provided the aggregated shipments data 

through December 2008.9  Thereafter, Sigma and Star declined to provide further shipments data 

to DIFRA,10 and DIFRA ceased operating.11 

11. On February 17, 2009, President Obama signed the American Recovery and 

Reinvestment Act of 2009 (“ARRA”).12  The ARRA allocated multiple billions of dollars for 

waterworks projects,13 but those projects were nearly always limited to the use of only American 

made iron and steel products.14  Before passage of the ARRA, 15 – 20 percent of the Fittings 

sold in the United States were for projects specifying domestic-only Fittings.15 

                                                 
9 SRHW-00007 – 00020, p. 00008. 
10 In May 2009, Sigma again provided its data to DIFRA in a failed effort to reinvigorate it. 
11 In the words of Richard Tatman, McWane’s vice-president and general manager in charge of its 

waterworks fittings business, “DIFRA went defunct after 2008.” Tatman IH, July 21, 2010, p. 94. 
12 Pub. L. No. 111-5. 
13 See H.R. 1, American Recovery and Reinvestment Act of 2009 (ARRA), §3; Division A. 
14 Section IV below contains more details of the ARRA. 
15 According to McWane, “Adjusting for that tonnage shows that the actual volume of domestic fittings 

sold to jobs that (at least at the time of that bid) preferred domestic fittings was roughly 20% of the total fittings sold 
in the U.S. during the 2007-09 period, and only slightly higher in 2010.”  Memorandum of McWane, Inc. 
Responding to Commission Staff Questions Regarding the Competitiveness of the Ductile Iron Waterworks Fittings 
Market in the United States, May 10, 2011, p. 12. Mr. Tatman testified that before the ARRA, sales of Fittings for 
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12. In reaction to the ARRA, Star announced in June 2009 that it was introducing a 

line of “Made in America” Fittings.  McWane then implemented a program with the intent to 

block or delay Star’s entry.16  On September 22, 2009, McWane announced in a letter to 

distributors that it was adopting “a program whereby our [i.e., McWane’s] domestic fittings and 

accessories will be available to customers who elect to fully support McWane branded products 

for their domestic fitting and accessory requirements.”17  By “fully supporting” McWane’s 

domestic Fittings, distributors were expected to purchase all of their domestic Fittings from 

McWane.18   Distributors that elected to not support this program faced the potential of the loss 

of rebates and access to McWane domestic fittings and accessories. 

13. Sigma too concluded following the enactment of ARRA that it had to be in the 

business of selling Made-in-America Fittings.19  Although McWane had initially rejected 

Sigma’s request to supply its domestic Fittings,20 in September 2009, McWane agreed to sell 

domestic fittings to Sigma pursuant to a Master Distribution Agreement (“MDA”).  Although 

McWane offered a 20 percent discount to Sigma under the MDA, this discount only offered 

Sigma a very small, but at least nonnegative, gross margin.  Sigma was not happy with this as 
                                                                                                                                                             
projects specifying domestic-only Fittings had been 15 – 18 percent.  See Tatman IH, July, 21, 2010, pp. 47 – 48, 
50, 54, 65, and elsewhere; McWane-007526, slide 11. 

16 See, for example, TU-FTC-0255547 – 255548, p. 255547 (“If their claims are ahead of their actual 
capabilities we need to make sure that they [Star] don’t reach any critical market mass that will allow them to 
continue to invest and receive a profitable return.”). 

17 TU-FTC-0010345.  Emphasis added. 
18 McWane informed distributors that it viewed purchases of McWane-branded domestic Fittings from 

Sigma to also reflect support for McWane’s domestic Fittings.  Consequently, distributors that purchased all of the 
domestic Fittings either directly from McWane or indirectly through Sigma’s sales of McWane-branded domestic 
Fittings (or both) were considered by McWane to be “fully supporting” its domestic Fittings. 

19 Rona Deposition, May 18, 2012, pp. 219-221; Pais Deposition, May 31, 2012, pp. 345-349. 
20 McWane had offered to sell domestic Fittings to Sigma at a 5 percent discount off of its own prices.  

(SIG-0001557-1559)  However, this discount was so small that Sigma would have lost money on every domestic 
Fittings sale that it made.  Later analysis by McWane indicated that a discount to Sigma 4 times higher than its 
original 5 percent offer would still result in Sigma’s gross margin being only 5.7 percent, suggesting that, at best, 
Sigma might barely break even with respect to its operating income.  (TU-FTC-0031557)  McWane’s original offer 
to Sigma of a 5 percent discount was not taken seriously by Sigma’s management.  (SIG-0001557-1559) 
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well as other terms that McWane required the MDA to include, but Sigma concluded that 

working with McWane through the MDA was, at least in the near term, a preferred alternative to 

manufacturing its own domestic Fittings, and was “likely to have the intended effect of 

marginalizing Star whose ability to deliver jobs will be highly suspect, at least over the next 12 

months or so.”21 

 C. Assignment 
 

14. I have been asked by the staff of the FTC’s Bureau of Competition to perform an 

economic analysis and provide opinions on the competitive effects of certain actions performed 

by McWane, Sigma, and Star.  In particular, I have been asked to analyze the competitive 

implications of: 

A. The communications among  McWane, Sigma, and Star in 2008; 

B. The formation of DIFRA and the exchange of aggregate tons shipped data by 

McWane, Sigma, and Star; 

C. McWane’s imposition of its “full support program” on distributors of 

domestically manufactured Fittings; and 

D. The MDA.  

15. In performing my analysis, I have reviewed business documents provided by 

McWane, Sigma, Star, and third-parties, including DIFRA, other suppliers of pipe and Fittings, 

waterworks distributors, and foundries.  I have also reviewed Investigational Hearings and 

depositions of McWane, Sigma, and Star executives, and executives of third-party pipe and 

fitting suppliers, waterworks distributors, and foundries.  I have reviewed the complaints issued 

by the FTC and the consents agreed to by Sigma and Star.  I have also reviewed presentations 
                                                 

21 SIG-0005011 – 5019, p 5013.  The last paragraph on page 5012 discusses the difficulties, risks, and costs 
of entry, which led Sigma to prefer the alternative MDA despite viewing it as “not entirely to our liking” and 
“comes with a few other restrictions . . . .” 
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and white papers submitted by the parties to the Bureau of Competition’s staff and management 

and the pleadings submitted in this litigation.   I have interviewed executives from a major 

waterworks distributor, an independent foundry, and Star.  I have read or reviewed relevant 

economics literature, and I have read or reviewed various books on water distribution systems, 

water and wastewater engineering, and ductile iron pipe and fittings.  Appendix B at the end of 

my report provides a list of all of the materials that I considered when performing my economic 

analysis and reaching my opinions. 

16. I am continuing to examine material obtained through discovery in this 

proceeding.  Depositions were still being taken as late as June 5 and one or more of the parties to 

events charged in the Commission’s Complaint even now appear to be still producing documents 

in response to subpoenas.  Based on this material, and on any new information relevant to this 

litigation that comes to my attention subsequent to the filing of this report, I reserve the right to 

revise or augment my analyses and opinions as I find appropriate. 

 D. Summary of My Opinions 
 

17. Based on the materials that I have reviewed and the economic analysis presented 

in this report, I have formed the following opinions: 

(a) Sigma, Star and McWane communicated with one another by a variety of methods for 

the purpose of “stabilizing” falling prices and raising prices to higher levels.  During 

certain periods of time, Fittings prices increased as a result of this communication.  

(b) Sigma, Star, and McWane established DIFRA, the Fittings trade association, for the 

express purpose of fostering coordination and collusion through the exchange of 

competitively sensitive information.  Participation in the DIFRA information 
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exchange, along with certain communications among the companies, directly resulted 

in a price-fixing accord. 

(c) McWane exercised monopoly power to impose a restrictive dealing, “full support” 

policy for the purpose of preventing or delaying Star’s efficient entry into the 

domestically manufactured Fittings market.   By impeding Star’s access to 

distribution, McWane erected a significant antitrust barrier to entry.  As a result, 

McWane maintained its monopoly power by preventing the degree of competition 

between McWane and Star that otherwise would have occurred.  McWane’s exercise 

of monopoly power caused customers to endure periods in which prices were higher 

than they otherwise would have been and reduced consumer welfare. 

(d) McWane offered Sigma the MDA to avoid the prospect of Sigma’s entry into the 

domestic production of Fittings.   If Sigma, like Star, would have entered into the 

domestic production of Fittings had McWane not agreed to the MDA, or to terms 

acceptable to Sigma, the MDA eliminated competition between McWane and Sigma 

that would have acted to lower prices and enhance consumer welfare.  
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II. The Fittings Markets 
 

18. McWane sells Fittings manufactured in the United States and China to wholesale 

waterworks distributors throughout the United States.  Star and Sigma have traditionally been 

importers of Fittings from China, India, and Mexico.22   Since 2009, Star has been selling small 

quantities of Fittings that it manufactures in the United States through agreements with 

independent foundries.23   Before the fourth quarter of 2009, McWane was the sole manufacturer 

of Fittings of 24 inches or less in the United States.24   

19. The competitive analysis of a firm’s conduct is undertaken within the context of a 

relevant antitrust market.  A relevant antitrust market has two dimensions, a relevant product and 

a relevant geographic market.  The relevant product market reflects consumers’ ability and 

willingness to substitute away from one product to another.  The relevant geographic market 

reflects consumers’ ability and willingness to substitute the purchase of the product away from 

one sourcing area to another.  As discussed below, my economic analysis concerns two relevant 

product markets.  The first relevant product market consists of Fittings sold for use without 

regard to country of origin.  The second relevant product market consists of Fittings sold for use 

when American manufacture is required.  That market is relevant for review because a 

                                                 
22  Rona Deposition, May 18, 2012, p. 37.  In addition to China, India, and Mexico, Star has imports 

Fittings from Brazil and Korea.  (McCutcheon Deposition, May 16, 2012, pp. 9 – 10). 
23 Q011SP0000282 – 0000285, STAR0000001_FTC Docket No. 9351_Confidential.xlsx, e-mail of 

Thursday, April 26, 2012 7:04 PM from Nicole Williams, counsel for Star, to Michael Bloom (on identifying 
domestic fittings), e-mail of Friday, April 27, 2012 12:22 PM from Nicole Williams, counsel for Star, to Michael 
Bloom (on domestic and imports shipments). 

24 See Respondent McWane’s Objections and Responses to Complaint Counsel’s Requests for Admissions 
(June 8, 2012) at ¶ 12, p. 10.  ACIPCO had been a manufacturer of Fittings (that is, narrow and medium-wide 
Fittings), but exited in 1995 (narrow) and 2006 (medium).  Burns Deposition, May 17, 2012, p.  26.  Since that time, 
it has manufactured only wide-width Fittings of 30 inches or more.  Ibid.  U.S. Pipe also was once a manufacturer of 
Fittings, but it exited in 2006 when it closed its Chattanooga facility.  Morton Deposition, May 30, 2012, p. 10.  U.S. 
Pipe no longer produces any Fittings.  Ibid.  Griffin Pipe Products also exited the production of MA Fittings.  Kuhrts 
Deposition, May 24, 2012, pp. 11-13. 
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hypothetical monopolist can target this subset of Fittings customers for discriminatorily high 

prices.  In all events, the relevant geographic is national.  

 A. Relevant Product Markets 
 

20. A relevant product market consists of a set of close substitute goods or services 

such that a hypothetical monopolist would need to own all of them to implement profitably a 

“small but significant and nontransitory increase in price” (“SSNIP”).  If a sufficient number of 

customers would turn to another close substitute product not owned by the hypothetical 

monopolist and defeat the hypothetical monopolist’s attempt to impose a SSNIP, then that 

additional close substitute would be added to the market.  Having added that close substitute to 

the market, we would repeat the exercise to see if still another close substitute could defeat the 

hypothetical monopolist’s attempt to impose a SSNIP.  When no additional product exists that 

consumers could turn to defeat a SSNIP, then all of the substitute products hypothetically owned 

by our hypothetical monopolist would compose the set of products that define the relevant 

product market.25 

The Fittings Market26 
 

21. Ductile iron is a type of cast iron primarily used to transport drinking water and 

sewage under high pressure conditions in municipal distribution systems and treatment plants.  

Fittings are attached to the ends of pipes for a variety of reasons.  These include changing flow 

direction, connecting pipes of different sizes, merging two pipelines to one or branching-off one 

                                                 
25 For discussions of the hypothetical monopolist test applied in the case of mergers, see U.S. Department 

of Justice and Federal Trade Commission, Horizontal Merger Guidelines, August 19, 2010, Section 4 “Market 
Definition,” pp. 7 – 14.  One might wish to also review the Federal Trade Commission & U.S. Department of 
Justice, Horizontal Merger Guidelines, Issued April 2, 1992 & Revised April 8, 1997, pp. 4 – 10. 

26 Unless otherwise noted, the “Fittings market” consists of Fittings sold without regard to country of 
origin. 
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pipeline to two, and attaching, plugging, or capping pipes, valves, fire hydrants, or water 

meters.27 

22. In high-pressure waterworks applications, Fittings are not only used with ductile 

iron pipes, but also with polyvinyl chloride (“PVC”) pipe and high-density polyethylene 

(“HDPE”) pipe, two types of plastic pipe.28  PVC and HDPE fittings, however, are not used with 

ductile iron pipe in similar high-pressure waterworks applications.29 

23. Because Fittings are nearly always used with PVC or HDPE pipe in high-pressure 

waterworks applications, and Fittings are always used with ductile iron pipe30 in high-pressure 

waterworks applications, neither PVC fittings nor HDPE fittings (or fittings of any other 

material) constrain Fittings prices.31  Because no substitute for Fittings exists for use in high-

pressure waterworks applications at any price within any relevant range, the appropriate product 

market definitions in this case are limited to Fittings. 

                                                 
27 See “Memorandum of McWane, Inc. Responding to Commission Staff Questions Regarding the 

Competitiveness of the Ductile Iron Waterworks Fittings Market in the United States,” May 10, 2011 (White Paper 
submitted to the FTC Staff), p. 5. 

28 Davis, Mackenzie L., Water and Wastewater Engineering:  Design Principles and Practice.  New York:  
McGraw-Hill, 2010:  pp. 17-11 – 17-12.  HD Supply interview, April 12, 1012.  Keep in mind that “Fittings” refers 
strictly to ductile iron pipe fittings.  Ductile iron pipe fittings are used with PVC and HDPE pipe in high-pressure 
waterworks applications, not PVC or HDPE pipe fittings (although these fittings may be used with PVC or HDPE 
pipe for other applications within a waterworks system or plant). 

29 Davis, Water and Wastewater Engineering, p. 17-11, and HD Supply Interview, April 12, 2012. 
30 Tatman IH, July 21, 2010, pp. 28-30. 
31 HD Supply interview, April 12, 2012; Sheley Deposition, April 24, 2012, p. 65; Webb Deposition, May 

30, 2012, pp. 63-64. 
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24. Fittings are produced in a wide range of shapes and diameters, which reflect the 

wide range of applications (paragraph 21) and the wide range of pipe diameters.  The diameter of 

the pipe used in a waterworks project (or a section of a waterworks project) depends on issues 

related to pipeline design, engineering, and applications.32  A fitting must have a diameter 

appropriate for the pipe to which it is to be attached, and a shape or design appropriate for its 

intended function (for example, changing the direction of the pipeline’s flow by 90 degrees).  For 

example, if a 90 degree bend is specified because a plant design requires that at a specific point 

the flow of water must be redirected by 90 degrees, a contractor or distributor cannot substitute a 

22.5 degree bend or a straight reducer (which connects two pipes with different diameters). 

25. Accordingly, based on this “demand side” analysis, one could view Fittings of 

different sizes and types as being in different product markets.  Thus, I could separately analyze 

                                                 
32 Davis, Waste and Wastewater Engineering, “Pipe Network Design,” pp. 17-10 – 17-22. 
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the impact of McWane’s conduct on each type of Fittings of 24 inch diameter and less, the sizes 

and types of Fittings that I conclude are implicated by the collusive and monopolistic conduct 

alleged in the Complaint. 

26. In this instance, however, it is neither necessary nor desirable to analyze the 

competitive effects of the allegedly anticompetitive conduct at issue here for each of these 

markets.  Doing so would be an extended redundant exercise that would provide no more useful 

information about the competitive implications of the conduct than an analysis of the collection 

of Fittings having a diameter of 24” and less.  For example, if we analyze the competitive effects 

of McWane’s, Sigma’s, and Star’s business practices with respect to a 4-inch, 90-degree bend, 

mechanical joint compact Fitting and perform the same analysis for 14-inch, push-on tee 

compact Fittings, the two analyses are essentially the same.  For both products, the factors 

relevant for a competitive analysis are essentially identical.  The primary suppliers, McWane, 

Sigma, and Star are the same; the customers, primarily waterworks products distributors, are the 

same; the materials and other inputs required to manufacture the products are the same;33 and the 

competitive effects of the allegedly anticompetitive practices will be the same.   

27. Accordingly, the competitive analysis of the business practices at issue in this 

matter will be identical for each size and shape of fitting of 24 inches or less.  Thus, rather than 

redundantly performing the same analysis and finding the same competitive results for each 

fitting of a specific diameter and shape, I analyze Fittings with a diameter of 24 inches or less as 

if they were part of a single product market. 

                                                 
33 They will both require identical inputs such as scrap iron, magnesium, and so forth.  They both also 

require patterns, but the individually sized and shaped products will require individually sized and shaped patterns.  
This, however, is not relevant to an economic analysis of the allegedly anticompetitive conduct.  The patterns can be 
supplied by the same suppliers and manufactured with the same materials. 
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28.   I do not include fittings with diameters of more than 24 inches (“large Fittings”) 

in the relevant product market for two reasons.  First, as I have noted, I conclude that large 

diameter Fittings are not implicated by McWane’s, Sigma’s, and Star’s conduct.   Second, the 

competitive analysis of large diameter Fittings necessarily differs from that of small- and 

medium-diameter Fittings.  American Cast Iron Pipe Company (“ACIPCO”), a significant 

producer of ductile iron pipe that also produces large diameter Fittings, is not a producer of 

Fittings of 24 inches and smaller diameter, nor does ACIPCO have any interest in extending its 

product scope to include small and medium diameter Fittings.34 

29. Finally, I note that producers tend to recognize the validity of grouping Fittings 

into size ranges for the purpose of their own planning and budget analyses.  McWane, for 

example, groups all fittings into three size-based categories (and “Others”) in its analyses that go 

into its budgets and planning documents.35  In addition, when McWane, Sigma, and Star set up 

DIFRA’s information exchange, they determined that shipments information could be usefully 

aggregated in small, medium, and large diameter categories, with small and medium Fittings 

being Fittings of 24 inches in diameter and below and large being Fittings of 30 inches and 

above.36  Thus, grouping Fittings with different sizes and shapes into distinct size categories is 

consistent with industry practice.  Therefore, for the purpose of my analysis, I group all fittings 

of 24 inches in diameter and less as a single relevant market as I have explained. 

                                                 
34 Burns Deposition, May 17, 2012, p. 71.  (Jerry Burns is the Division Sales Manager for the ductile iron 

pipe division of ACIPCO.)  
35 See TU-FTC-0250796, TU-FTC-0011768, TU-FTC-0012192, TU-FTC-0107346.  The size-based  

categories used by McWane are 2 through 12 inches, 14 through 24 inches, and 30 through 36 inches, and Other. 
36 They further divided each size category into “flanged” and “all other”; however, for the purpose of my 

economic analysis, differentiating flanged fittings from all other fittings would again add redundancy, diminish the 
expositional efficiency and clarity, but provide no benefit to the analysis.  
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30. In all events, I wish to emphasize that combining Fittings of 24 inches and less 

into a single market does not affect the economic analysis of the conduct at issue in this matter.  

The identical results would be reached if I separately analyzed each size and shape of Fittings —

just many, many times over.  Accordingly, hereafter the references to Fittings or the Fittings 

market will denote ductile iron pipe fittings with diameters of 24 inches or less. 

Made-In-America Fittings 
 

31. Domestically manufactured Fittings and imported Fittings are virtually identical 

in all respects.  Both are manufactured with the same materials to meet the same ANSI/AWWA 

standards.37  Accordingly, except for those projects in which only domestically manufactured 

Fittings can meet the specifications, domestically manufactured Fittings and imported Fittings 

are near perfect substitutes.  Indeed, McWane sells blended Fittings consisting of bundles of both 

domestic and imported Fittings that are priced to compete with the imported fittings of its 

rivals.38    

32. Before 2009, 15 to 20 percent of Fittings were sold for use in waterworks projects 

specifying that the Fittings be made in America.39  For some municipalities, regional or state 

authorities, or private businesses, requiring that a waterworks project include the specification of 

Made-In-America (“MA”) Fittings reflects a matter of strong preference and policy.  For other 

municipalities or state agencies, the specification of MA Fittings was (and, in certain states still 

is) a matter of law.  For example, since 1978, in the Commonwealth of Pennsylvania, only iron 
                                                 

37 ANSI refers to the American National Standards Institute, a private non-profit organization that oversees 
and accredits standards developed standard-developing industry organizations, government agencies, consumer 
groups, and others.  AWWA refers to the American Water Works Association, “an international nonprofit 
educational association dedicated to safe water.”  According to the AWWA, “ AWWA Standards Committees have 
developed more than 160 Standards that provide industry-approved technical guidance for 24 categories of products 
and processes in municipal water supply.”  See www.awwa.org and follow its links to information posted under 
“About AWWA” and “About AWWA Standards” (under “Professional and Technical Resources”). 

38 Tatman Deposition, May 10, 2012, pp. 46-47. 
39 See footnote 155. 
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and steel products made in America can be used in all construction, repair, and maintenance 

contracts let by public bodies, including the Commonwealth, its political subdivisions, and 

authorities.40 

33. The specification of MA Fittings creates a second market, based on price 

discrimination concerns.  For most high-pressure waterworks applications, Fittings manufactured 

in the United States or abroad compete in the same relevant Fittings product market.  McWane 

sells domestically produced product into this market at prices set by the import product.  

However, Fittings manufactured abroad cannot substitute for Fittings manufactured domestically 

whenever MA Fittings is specified.  Accordingly, I conclude that two distinct markets are 

relevant in this matter:  a Fittings market consisting of both domestic and imported Fittings and a 

MA Fittings market consisting of Fittings sold for use in projects in which MA Fittings are 

specified.41 

B. Geographic Market 
 

34. The relevant geographic market is defined in a manner analogous to the definition 

of product market.  When defining the relevant geographic market for cases in which suppliers 

deliver their products or services to customers’ locations, one starts with a hypothetical firm that 

is a monopolist seller of the relevant product in a particular location.  If the hypothetical 

monopolist were to impose a SSNIP on the product and a sufficient number of customers would 

respond by purchasing the product from another location and, as a result, defeat the SSNIP, then 

                                                 
40 The Pennsylvania Steel Products Procurement Act, 73 Pa. Stat. §§ 1881-1887.  The definition of “steel 

products” includes cast iron products.  When required by law, such as in Pennsylvania or under the ARRA, public 
waterworks projects will require MA Fittings under virtually all circumstances.  Nonetheless, in certain cases, some 
negotiations over the extent of a MA Fittings specification may occur. 

41 When MA Fittings are specified because of a preference, rather than law, it is possible that, should the 
price of MA fittings be sufficiently high, Sigma or Star may convince those responsible for the specification to 
change it and allow imported fittings.  Nonetheless, those water utilities that are bound by law to use  MA Fittings 
establish a distinct discrimination market. 
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this other substitute location should be added to relevant geographic market.  Next we consider 

whether our hypothetical monopolist seller in these two locations could profitably impose a 

SSNIP, or whether a sufficient number of customers would purchase the product from another 

substitute location and defeat the SSNIP.  When customers can no longer turn to a substitute 

location to defeat a SSNIP, then the relevant geographic market is the region composed of all the 

locations in which our hypothetical firm is a monopolist seller of the product. 

35. Because Fittings suppliers ship their products nationally from multiple locations, 

a local distributor can substitute the Fittings of one manufacturer for those of another from 

virtually any locality in the country.   Accordingly, the relevant geographic market is national in 

scope.42 

C. Market Structure 
 
36. Table 1 provides market shares for McWane, Sigma, and Star, as well as the 

Herfindahl-Hirschman Index (“HHI”), the standard measure of market concentration.  As a 

group, McWane, Sigma, and Star, account for more than 95 percent of the Fittings sold in the 

United States.43  

                                                 
42 Star and Sigma operate more distribution centers than McWane, and differences in freight costs could 

make one or more suppliers less attractive substitutes in certain localities.  Nonetheless, with the suppliers shipping 
nationally, this issue does not appear to be of any significance, nor has the issue of price discrimination based 
strictly on the locations of suppliers and their local distributors.  

43 To avoid double counting, Sigma’s sales do not include its sales of MA Fittings, which are attributed to 
McWane. 
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37. A small group of fringe suppliers import Fittings into the United States.  The 

fringe importers include Serampore Industries (“SIP”), NAPAC, and Genesis Imports and 

starting in 2009, Electrosteel.44 

                                                 
44 Tatman IH, July 21, 2010, p. 102 – 103 and McWane-007404, slide 7 (although the document, as 

produced, is dated “1/6/08” on each slide, it is an update from February 9, 2009 (see McWane-007403, an e-mail in 
which the updated presentation was attached).  Mr. Tatman testified that these importers and “half a dozen other 
very small regional players” (p. 103) sold Fittings in the period of time in which DIFRA operated.  

2007 2008 2009 2010 2011
McWane 47.7% 43.0% 45.5% 50.8% 46.2%
Sigma 32.7% 34.8% 31.9% 26.8% 26.3%
Star 16.5% 19.2% 19.7% 19.4% 24.5%

HHI        3,624        3,430        3,471        3,676        3,428 

Table 1
Market Shares and Market Concentration

Domestic and Imported Fittings

Sources: Sigma sales: ItemDescriptions.xls (Sigma); FTC-SIGMA-000001 (Audit  Data).mdb; 
email of Thursday, May 10, 2012 9:20 PM from Jason Leckerman, counsel for Sigma, to 
Michael Bloom (for info on identifying domestic product). Star sales: STAR0000001_FTC 
Docket No. 9351_Confidential.xlsx; STAR0182054_FTC Docket No. 
9351_Confidential.xlsx; DALLAS_2862759_1.XLS (Star). McWane sales: McWane-
007664.xlsx through McWane-007685.xlsx; ACIP000018.xlsx and ACIP000019.xlsx; e-
mail of Friday, April 6, 2012 3:23 PM from William Lavery, counsel for McWane, to Linda 
Holleran (data dictionary).

Notes: Sales are based on tons.  I removed Sigma’s sales of domestic product, because they 
were attributed to and accounted for in McWane’s sales.  McWane, Sigma, and Star's market 
shares total 97% of U.S. shipments of ductile iron pipe fitt ings of 24 inches or less.  Based on 
McWane’s testimony and documents, I assume that McWane, Sigma, and Star’s combined 
tons of ductile iron pipe fit tings of all sizes represent 92% of the total tonnage of domestic 
and imported ductile iron fitt ings sold in the U.S.  I assume that the remaining 8% includes 
ACIPCO’s sales of 30 inches and above fitt ings that it  produces plus the sales of the small 
fringe.  Using this assumption, and by calculating the total sales of McWane, Sigma, Star, and 
ACIPCO, I back-out the sales of the other sellers.  To be conservative, I attribute this entire 
share to sales in fit tings up to 24 inches in diameter.  (ACIPCO’s produces no fit tings under 
30 inches, so such fit tings are excluded from all calculations.)  This gives the others a 3% 
share of fit t ings of 24 inches and less.  

24 Inches and Less

See TU-FTC-0010086 – 10089, p. 10087, “2009 Narrative for Long Range Plan”; TU-FTC-
0010434 – 10489, p. 10436, “2009 Budget Waterworks Division, Tyler/Union, Rick
Tatman”; TU-FTC-0012192, “2011 - 2012 Budget Planning Forecast,” Tab - HDS FEI
Growth; Tatman IH, July 21, 2010, p. 102.
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38. The market structure of the MA Fittings market is quite different from that of the 

Fittings market.  For a number of years before 2009, McWane was the sole manufacturer of 

Fittings in the United States.45  All Fittings for use in projects specifying MA materials could 

only be purchased from McWane.  That changed in October 2009, when Star first shipped 

                                                 
45 See Answer of Respondent McWane Inc. to the Federal Trade Commission’s Administrative Complaint 

(Feb. 2, 2012) at ¶ 40.  

McWane Star McWane Star
2010 20,641        1,012          95.3% 4.7%
2011 11,269        1,145          90.8% 9.2%

Sources: Star sales: e-mail of Friday, April 27, 2012 12:22 PM from Nicole Williams, 
counsel for Star, to Michael Bloom (that almost always, when domestic material was 
shipped, it  was required); STAR0000001_FTC Docket No. 9351_Confidential.xlsx; 
STAR0182054_FTC Docket No. 9351_Confidential.xlsx; 
DALLAS_2862759_1.XLS (Star); e-mail of Thursday, April 26, 2012 7:04 PM 
from Nicole Williams, counsel for Star, to Michael Bloom (for info on identifying 
domestic fit t ings).  McWane sales: McWane-007664.xlsx through McWane-
007685.xlsx; 2006 Non Dom Mult Maps.pdf McWane-007636 - 007641; 2007 Non 
Dom Mult Maps.pdf McWane-007642 – 007644; 2008 Non Dom Mult Maps.pdf 
McWane-007647 – 007650; 2009 Non Dom Mult Maps.pdf McWane-007654 – 
007655; 2010 Non Dom Mult Maps.pdf McWane-007658 – 007659; 2011 Non 
Dom Mult Map.pdf McWane-007661; 2012 Non Dom Mult Map.pdf McWane-
007663; e-mail of Wednesday, April 18, 2012 1:33 PM from William Lavery, 
counsel for McWane, to Linda Holleran (for method to identify domestic sales); e-
mail of Monday, May 14, 2012 9:36 AM from William Lavery, counsel for 
McWane, to Michael Bloom (for DC multipliers that are not represented on 
multiplier maps); e-mail of Friday, April 6, 2012 3:23 PM from William Lavery, 
counsel for McWane, to Linda Holleran (data dictionary). 

Table 2
MA Fittings Shipments and Market Shares

Domestic Fittings 24 Inches and Under

Note: Shipments and shares are based on tons.  McWane's sales include its sales to 
Sigma; Sigma is not in the table because it  resold McWane's product

 Shipments Market Shares
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Fittings manufactured in the United States under tolling contracts with a number of U.S. 

foundries.46   

39. As indicated in Table 2, in 2010, Star’s shipments in tons represented 4.7 percent 

of total MA Fittings shipments, and grew to 9.2 percent in 2011.47   However, Star saw very little 

change in its 2011 shipments (1,145 tons) from those of 2010 (1,012 tons).  

 
D. Pricing 
 
40. Waterworks projects are local:  Typically, a municipality, regional water district, 

or residential or commercial construction company hires a contractor to extend water and sewer 

                                                 
46 Star had trivial shipments in September 2009. 
47 Sigma sales of MA Fittings have been attributed to McWane to avoid double counting. 
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lines to a new residential or commercial development or to construct a new water or sewage 

treatment plant.  Accordingly, waterworks products distributors tend to be local, although the 

entities may be local offices of national companies.  The sales data produced by Sigma, Star, and 

McWane contains shipments to more than 630 distinct waterworks distributors (not branch 

distribution centers) operating in the United States during 2010.48   Most of these waterworks 

distributors are small, local companies with just one or a few distribution yards.  But a number of 

regional distributors with local distribution centers in several states play an important role in 

Fittings distribution.  Finally, there are two very large distributors, HD Supply and Ferguson.  

They are large, national companies that distribute waterworks products throughout the country.  

Yet, they sell their waterworks products to contractors and municipalities through local branches.  

HD Supply operates approximately 215 branches that distribute waterworks products at the local 

level.49  Ferguson operates 161 branches throughout the country.50   

41. The Fittings suppliers sell to distributors through a complex institutional process.  

A supplier’s prices depend first on the supplier’s list prices and the supplier’s “multipliers.”  

Each supplier publishes list prices for the fittings it sells.   Each distributor nominally pays prices 

based on a discount off of the list prices.  The discounts vary by state and region of the country 

and are publicly announced as “multipliers” that equal 1 minus the discount.  Thus, if a particular 

distributor is located in a state in which distributors receive a 70 percent discount off of a 

supplier’s list price, the multiplier is 0.30.  The product of the multiplier and the list price is the 

                                                 
48 McWane reported having 242 unique customers in “Memorandum of McWane, Inc. Responding to 

Commission Staff Questions Regarding the Competitiveness of the Ductile Iron Waterworks Fittings Market in the 
United States,” May 10, 2011 [White Paper submitted to the FTC Staff], p. 16, footnote 58.  Sources for 2010 total 
number of unique distributors:  Sigma sales:  FTC-SIGMA-000001 (Audit Data).mdb; Star sales:  
STAR0000001_FTC Docket No. 9351_Confidential.xlsx, STAR0182054_FTC Docket No. 9351_Confidential.xlsx, 
DALLAS_2862759_1.XLS (Star); McWane sales:  McWane-007664.xlsx through McWane-007685.xlsx. 

49 Webb Deposition, May 30, 2012, p. 59. 
50 Thees Deposition, June 1, 2012, p. 11. 
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nominal price of a supplier’s fittings, the price a distributor would pay for each fitting if pricing 

were actually conducted as fittings suppliers would like them to be – completely transparent and 

stable.51  McWane published different multiplier maps for its blended fittings, bundles of 

domestic and imported fittings that compete against imported fittings in the Fittings market, and 

its domestic fittings, which are sold in the MA Fittings market.52  It has also published multiplier 

maps designated for its “program participants” and maps that are not. 

42. These nominal prices of fittings can change through either changes in the set of 

list prices or changes in multipliers.  Multipliers tend to change more frequently than list prices.  

For example, in April 2009 McWane announced that new list prices, LP-5091, would replace the 

then current list prices, LP-5072, effective May 1, 2009.53  LP-5072 had been announced on June 

4, 2007 and had become effective July 2, 2007.54   After LP-5072 became effective July 2, 2007, 

new sets of multipliers became effective later that July, in November 2007, in February 2008, 

and in July 2008.55   

43. The price that a distributor actually pays for Fittings tends to differ from the 

nominal price for a number of reasons.  These include: 1.) Special buy programs for some 

                                                 
51 Tatman Deposition, May 10, 2012, pp. 36-37 (describing McWane’s preference for stable prices).  TU-

FTC-0032393 is a spreadsheet that McWane created to analyze of the May 1, 2009 change in its prices that would 
result from the adoption of both its new set of list prices, LP-5091, and new multipliers that also became effective on 
May 1, 2009.  By following the formulas in the spreadsheet, one can follow how prices change when new 
multipliers are used with an existing set of list prices, when existing multipliers are used with new list prices, and 
when new multipliers are used with new list prices. 

52 McWane distinguished between “domestic fittings” and “blended fittings” through its May 1, 2009 set of 
multiplier maps.  (McWane-001633-35.)  By no later than January 22, 2010, McWane began publishing multiplier 
maps distinguishing “non-domestic fittings” from “domestic fittings.”  (McWane-015035-37.)  From at least the 
beginning of 2006, McWane has published separate maps with different multipliers for domestic fittings and for 
non-domestic fitting or blended fittings.  That McWane’s publishes a separate map for  domestic with different 
multipliers is consistent with my conclusion that there is a distinct domestic market. 

53 TU-FTC-0010299. 
54 TU-FTC-0010293. 
55 McWane-007642; TU-FTC-0010310; TU-FTC-0023404; TU-FTC-0023405; TU-FTC-0023299; 

McWane-123857.  In addition, McWane issued new multipliers limited to Idaho and Montana in April 2008.  TU-
FTC-0250841. 
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customers; 2.) Project discounts and “one-time pricing”; 3.) Corporate rebates and sometimes 

branch rebates; 4.) Cash discounts; and 5.) Freight terms.56  McWane’s rebate programs can 

include quarterly rebates and annual rebates offered or negotiated with individual distributors, in 

the cases of high volume distributors,57 or offered as general programs to others. 

44. A major factor that works to undermine price transparency is “project pricing” or 

“job pricing.”58  These are additional discounts that suppliers or their sales representatives offer 

to win bids on specific waterworks projects.  This sort of discounting played a key role in the 

alleged collusive activity of McWane, Star, and Sigma.   

 E. The Fittings Market From 2007 Through 2011 
 

45. The demand for Fittings is based primarily on the demand for new residential 

construction, coupled with the demand for public water and sewer systems and treatment 

plants.59  As indicated in the graph below, the recent housing recession served to significantly 

depress the demand for Fittings over the 2007-2009 period, although the demand is clearly 

seasonal.  Peak demand clearly falls materially from 2007 to 2008 and then from 2008 to 2009.  

With the stimulus spending in 2010, demand increased somewhat above what would be expected 

from the depressed housing market. 

 

                                                 
56 Bhutada Deposition, May 14, 2012, pp. 17 – 18, 104-06, 109-10. 
57 TU-FTC-0032360; TU-FTC-0011285; TU-FTC-0010147; TU-FTC-0010145; TU-FTC-0010201; 

McWane-010391; TU-FTC-0020902. 
58 See SIGTP00000024 – 25, p. 25;  SIG-0055257 – 58, p. 58; TU-FTC-0011435 – 48, p. 38; SPP006965-

66. 
59 McCullough IH, August 12, 2010, pp. 121 – 122 (housing starts); United States International Trade 

Commission, Certain Ductile Iron Waterworks Fittings From China, V-5 - V-6 (2003). 
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III. McWane, Sigma, and Star Fixed Prices for Ductile Iron Fittings 
 
 A. Oligopoly and Collusion 

 
46. The market for the sale of Fittings in the United States is an oligopoly.  

Oligopolies are markets characterized by a few large firms selling all or most of the market’s 

output.  As I discussed in the previous section, the dominant sellers, McWane, Sigma, and Star, 

supply more than 95 percent of the Fittings sold in the United States,60 and each firm is acutely 

aware that its pricing and output policies are interdependent with the pricing and output policies 

of the two other firms.61 

47. Because there are few firms in an oligopoly, each firm’s profit maximizing price 

and output decision depends on the price, output, and strategic behavior of each of the other 

firms in the market.  Thus, to maximize its profits, an oligopolist must account, in its strategic 

decision-making, for the likely strategic reactions of other oligopolists.  By recognizing their 

mutual interdependence, firms in oligopolies may be able to develop strategies through 

observations associated with their ongoing interactions in the market that tend to promote 

cooperative behavior and diminish competitive behavior.  This sort of strategic behavior by firms 

in an oligopoly may allow them to jointly obtain prices and profits that exceed competitive 

levels.62   

48. The term that economists use to denote strategies and business practices that 

promote cooperation for the purpose of jointly obtaining anticompetitive outcomes is 

                                                 
60 See Table 1.  As previously described, Fittings refers to ductile iron pipe fittings of 24 inches in diameter 

or less. 
61 McCutcheon IH, October 12, 2010, pp. 383-387 (describing a relatively high level of transparency for 

rivals’ transaction prices). 
62 As noted by David Colander, “In oligopolies all decisions, including pricing decisions, are strategic 

decisions.  Collusion is much easier.”  Colander, David C., Microeconomics, 8th ed. (Boston: McGraw-Hill Irwin, 
2010), p. 367. 
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“coordinated interaction.”  The 2010 Horizontal Merger Guidelines defines coordinated 

interaction as conduct by multiple firms that is profitable for each only as a result of the 

accommodating reactions of the others. These reactions can dampen a firm’s incentive to offer 

customers better deals by undercutting the extent to which such a move would win business 

away from rivals.  “They also can enhance a firm’s incentive to raise prices by assuaging the fear 

that such a move would lose customers to rivals.”63  As further described in the 2010 Horizontal 

Merger Guidelines,  

Coordinated interaction includes a range of conduct. Coordinated interaction can 
involve the explicit negotiation of a common understanding of how firms will 
compete or refrain from competing. Such conduct typically would itself violate 
the antitrust laws. Coordinated interaction also can involve a similar common 
understanding that is not explicitly negotiated but would be enforced by the 
detection and punishment of deviations that would undermine the coordinated 
interaction. Coordinated interaction alternatively can involve parallel 
accommodating conduct not pursuant to a prior understanding. Parallel 
accommodating conduct includes situations in which each rival’s response to 
competitive moves made by others is individually rational, and not motivated by 
retaliation or deterrence nor intended to sustain an agreed-upon market outcome, 
but nevertheless emboldens price increases and weakens competitive incentives to 
reduce prices or offer customers better terms. Coordinated interaction includes 
conduct not otherwise condemned by the antitrust laws. 64 

 
49. There is a fundamental conflict that tends to undermine coordinated interaction by 

firms in an oligopoly.  Jointly, the firms can obtain higher profits through coordination and 

accommodation.  However, if any given firm believes that its rivals have decided to follow  

strategies to maintain high prices and profits jointly, then it can further increase its profits by 

secretly shaving its prices and taking business (and profits) away from its rivals. Yet, as firms in 

                                                 
63 2010 Horizontal Merger Guidelines, Section 7, p. 24.  The 2010 Horizontal Merger Guidelines concern 

the approach that the Antitrust Division of the Department of Justice and the Federal Trade Commission take to the 
investigation and enforcement of antitrust laws with respect to mergers.  Nonetheless, this description of coordinated 
interaction reflects current economic research and consensus on the strategic and potentially anticompetitive 
behavior of firms in oligopolies generally and is not limited to just merger analysis. 

64 Ibid. Section 7, pp. 24 – 25. 
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the oligopoly maximize their profits through secret price cutting, market prices fall lowering 

every firm’s prices and profits. 

50. Reaching and sustaining coordinated interaction requires that several challenges 

be overcome.  Although speaking specifically of cartelization, Margaret C. Levenstein and 

Valerie Y. Suslow group into three categories the challenges facing all sellers seeking to 

coordinate: 

A. Selecting and coordinating the behavior of cartel participants on mutually 

consistent, collusive strategies; 

B. Monitoring the behavior of cartel participants to detect and deter defections from 

these collusive strategies; and 

C. Preventing entry (or expansion) by non-cartel firms. 65 

51. George Stigler, in his seminal 1964 article, “A Theory of Oligopoly,” 

significantly advanced the analysis of coordinated interaction.66   Stigler provided a theory of 

oligopoly that identified characteristics of markets, products, and firms that promote or impede 

successful coordination, and thus, the characteristics that make coordinated interaction, including 

collusion, more or less likely.  First, Stigler observed that coordinated interaction requires more 

                                                 
65 Levenstein, Margaret C. and Valerie Y. Suslow, “What Determines Cartel Success,” Journal of 

Economic Literature XLIV (2006), pp. 43 – 95.  Levenstein and Suslow survey and analyze a large number of 
economic studies of cartels.  They report that the one paper in their survey that looked at cartel duration found that 
they lasted on average about 5 years, but with a fairly high variance.  Although concentration tended to aid cartel 
stability, industry associations facilitated cartel formation in less concentrated industries, and by increasing 
profitability, cartels helped marginal firms survive, which then tended to reduce concentration.  Demand instability, 
particularly unanticipated shocks, undermined cartel stability, but commonly known cyclical fluctuations had little 
impact on cartel stability. Levenstein and Suslow concluded that, “Successful cartels develop mechanisms for 
sharing information, making decisions, and manipulating incentives through self-imposed carrots and sticks.” (p. 86)   
Also see, Connor, John M., Price-Fixing Overcharges:  Revised 2nd Edition (2010), Social Science Research 
Network (“SSRN”), available at http://ssrn.com/abstract=1610262. 

66 Stigler, George J., “A Theory of Oligopoly,” Journal of Political Economy 72 (1964) pp. 44-61.  For an 
extensive discussion of Stigler’s “A Theory of Oligopoly” and the influence that it still has on antitrust analysis and 
enforcement policy, see Carlton, Dennis W. and Sam Peltman, “Introduction to Stigler’s Theory of Oligopoly,” 
Competition Policy International 6, Autumn 2010, pp. 238 – 251. 
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than just recognition of interdependence among rivals to succeed.  After Stigler, others, 

particularly George Hay and Daniel Kelly, further analyzed the features of oligopolistic markets 

that render them more or less conducive to coordination.67  

52. According to Stigler, Hay and Kelly, and others, these features include:  1.) High 

concentration; 2.)  Few rivals; 3.) Product homogeneity; 4.) Inelastic demand; 5.) Price 

transparency; 6.) Trade association; 7.) Information exchange; 8.) Unconcentrated buyers; 9.) 

Barriers to entry; and 10.) Industry social structure.68  With respect to “Industry Social 

Structure,” Hay and Kelly wrote, 

In the formative stages of a conspiracy, unless it is organized under the aegis of an 
organization such as the NRA, someone must take the lead in making the contacts 
and organizing the meetings. Given the illegality of such arrangements some 
competitors must be coaxed into joining, and a dominant individual will often 
overcome the inertia and take the lead.69 

 
53. Although characteristics such as these may make coordinated interaction more 

likely, not all of these characteristics are necessary for successful coordination to occur.  The 

critical element that Stigler emphasizes for coordination is not really a characteristic of a market, 

product, or firm so much as a function of them:  the ability to enforce consensus.  Stigler notes 

that if any member of a price agreement can secretly violate it, the firm will gain more profits by 

doing so than by conforming to it.  According to Stigler, 

It is, moreover, surely one of the axioms of human behavior that all agreements 
whose violation would be profitable to the violator must be enforced.  The 
literature of collusive agreements, ranging from the pools of the 1880’s to the 
electrical conspiracies of recent times, is replete with instances of the collapse of 

                                                 
67 Hay, George A. and Daniel Kelly, “An Empirical Survey of Price Fixing Conspiracies,” The Journal of 

Law and Economics 17 (1974), pp. 13 – 38. 
68 The list here is not intended to be exhaustive, and virtually any undergraduate textbook on Industrial 

Organization will contain a chapter on coordinated interaction (or collusion) that discusses the many market, 
product, and firm characteristics that may be conducive to coordination. 

69 Hay and Kelly, p. 16. 
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conspiracies because of "secret" price cutting. . . . But no conspiracy can neglect 
the problem of enforcement.70 

 
Because no conspiracy can neglect the problem of enforcement, no conspiracy can neglect the 

problem of identifying instances or patterns of secret price cutting. 

54. Stigler advanced the idea that cartel participants can track changes in sales 

patterns to detect (and thus deter) competitive pricing in the marketplace. Stigler’s model 

suggests that detection of competitive conduct [i.e., price cutting] is easiest when information on 

prices and sales is readily available. It is also possible to infer the likelihood of pro-competitive 

conduct from the totality of the evidence. Such an inference is more likely when the number of 

buyers served by each competitor is relatively stable (customer switching leads to inference of 

discount pricing, even though little market share may be lost), the market is relatively stable 

(buyers grow or shrink slowly, so they are less likely to switch suppliers for reasons unrelated to 

discounts), and the industry is relatively static (few new buyers exist to disrupt historical 

business relationships).  If pro-competitive conduct can be readily identified and punished, it is 

less likely to occur in the first place. 

55. The limited number of firms in an oligopoly may make it feasible for the firms to 

communicate and come to mutual understandings through a series of reactions to changes in 

price or other strategic factors (e.g., capacity or technology).  Such communication may allow 

the rival firms to reach agreements intended to maximize joint profits without explicitly 

colluding through meetings, phone calls, or other direct means.  As Hay and Kelly suggest above 

(see paragraph 52), with just a few large firms in an oligopoly, social interactions prompted by a 

dominant or popular personality or by social events at industry conventions or trade shows may 

give rise to the sort of casual, informal communication that can lead to understandings regarding 

                                                 
70 Stigler, “A Theory of Oligopoly,” p. 46. 
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prices and pricing behavior.  It is important to note that these communications move beyond the 

purely tacit mechanisms envisioned in independent pricing decisions.  By taking explicit actions 

to communicate in any way, shape, or form prior to unilaterally setting competitive variables, 

firms may be able to increase the probability of sustaining prices above the competitive level. 

56. Barriers to entry prevent or delay competition from entrants that might otherwise 

undermine coordinated behavior among incumbent firms.  As discussed in more detail in Section 

IV, 71 antitrust barriers to entry may not fully preclude firms from becoming new suppliers in a 

market, but they delay the growth of entrants and the time they need to reach a minimum 

efficient scale.  By doing so, antitrust barriers to entry impede entrants ability to attain 

competitive significance in the market.72   

57. Informal or social communication can promote cooperative behavior by rivals in 

an oligopoly in a number of ways.  It can create personal relationships among managers of rival 

firms that promote high degrees of predictability and trust.  And despite the characterization of 

informal communication as “cheap talk,” Joseph Farrell and Matthew Rabin agree that “talk is 

cheap” in that “it does not directly affect payoffs,” but observe that 

given that people respond to it, talk definitely affects payoffs.  A misinformed 
listener will do something that is not optimal for himself and, if their interests are 
sufficiently aligned, this is bad for the speaker too.  In a nutshell, this is how 
cheap talk can be informative in games, even if players ruthlessly lie when it suits 
them.73 

 

                                                 
71 See paragraphs 130 – 132 in Section IV. 
72 For a discussion of the term “antitrust barrier to entry” see Schmalensee, Richard, “Sunk Costs and 

Antitrust Barriers to Entry,” The American Economic Review, 94, Papers and Proceedings of the One Hundred 
Sixteenth Annual Meeting of the American Economic Association, San Diego, CA, January 3-5, 2004 (May 2004), 
pp. 471-475, p. 471; McAfee, Preston R., Hugo M. Mialon, and Michael A. Williams, “What Is a Barrier to Entry?,” 
The American Economic Review, 94, Papers and Proceedings of the One Hundred Sixteenth Annual Meeting of the 
American Economic Association, San Diego, CA, January 3-5, 2004 (May, 2004), pp. 461-465. 

73 Farrell, Joseph and Matthew Rabin, “Cheap Talk,” Journal of Economic Perspectives 10 (Summer 1996), 
pp. 103 – 118.  Quoted from page 104 (italics added). 
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Thus, informal communication, although perhaps just “cheap talk,” may convey information that 

reduces uncertainty and promotes coordination because it helps “align” the interests of otherwise 

rivalrous firms.  By doing so, the talk increases the likelihood that price increases can be 

successfully imposed and maintained.  

58. Uncertainty regarding the behavior of rivals can lead to price cutting by 

encouraging firms to cheat on their rivals before their rivals can cheat on them.  That is, the lack 

of trust in rivals (as well as the lack of an enforceable agreement) creates or enhances the 

uncertainty that each firm in an oligopoly faces with respect to the likelihood that a rival will 

cheat.  By promoting trust through the personal relationships that casual social interactions 

encourage and by promoting casual communication, even if it is only “cheap talk,” informal 

communication reduces uncertainty with respect to rivals’ willingness to secretly cut prices, 

which acts to maintain high prices, which lowers consumer welfare.  

59. Firms in a market may also agree on the adoption of certain practices that assist in 

the creation or maintenance of supra-competitive pricing.  Participation in trade association 

activities may facilitate coordination, including collusion.  At the same time, some of these 

activities can be efficient and beneficial both to firms and consumers.  For example, trade 

associations can support research leading to improved products or lower-cost methods of 

production.  Trade associations may establish standards that benefit consumers by ensuring 

compatibility or safety, while promoting price competition.  Trade associations can also provide 

training and other professional development activities for members’ employees, expose members 

to existing production technologies and competing suppliers through trade shows, and promote 

members’ goods or services to consumers. 
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60. Nonetheless, the creation of a trade association may also facilitate collusion by 

facilitating the exchange of competitively sensitive information and facilitating more general 

communication among executives of the rival firms in an oligopoly.  Indeed, the relationship 

between trade associations and collusion is a long noted empirical regularity. As discussed by 

Joseph E. Harrington, Jr., 

It has been documented that trade associations are used as a cover for cartel 
meetings, and more to the point, trade associations have been created for that 
express purpose.  For example, the Amino Acid Manufacturers International 
Association was formed by members of the lysine cartel (Connor 2001) and the 
Oklahoma Highway Department only started receiving identical bids at 
procurement auctions some time after the Asphalt Refiners Association was 
formed (Funderburk 1974).74 

 
More recently, trade associations facilitated price fixing in the citric acid industry and the 

vitamin industry.75  

61. Game theory provides economists with additional tools to model and analyze 

strategic coordination among sellers within an oligopoly.  Game theory has been defined as, “a 

mathematical method for analyzing strategic interaction.”76  In industrial organization, game 

theory is particularly well-suited for modeling and analyzing oligopoly because recognition of 

mutual interdependence gives rise to profit-maximizing strategies that must incorporate 

expectations of the profit-maximizing strategies of rivals. By allowing economists to formally 

                                                 
74 Harrington, Joseph E. Jr., “Detecting Cartels,” Handbook of Antitrust Economics, ed. Paolo Buccirossi, 

(Cambridge:  The MIT Press, 2008), Chapter 6, pp. 213 – 258.  The section quoted is on p. 220.  Citations 
incorporated in the quote are:  Connor, J.M., Global Price Fixing:  Our Customers are the Enemy (Boston:  Kluwer 
Academic, 2001) and Funderburk, D. R., “Price Fixing in the Liquid-asphalt Industry:  Economic Analysis Versus 
the ‘Hot Document,’” Antitrust Law and Economics Review (1974), pp. 61 – 74.  Also see Levenstein, and Suslow, 
footnote 65 above. 

75 See Connor, John M., Global Price Fixing 2nd ed. (Berlin:  Springer-Verlag, 2008).  Connor provides 
detailed descriptions of the Citric Acid Cartel, the Lysine Cartel, and the Vitamin Cartel.  

76 The quote is from the Royal Swedish Academy of Sciences press release announcing its decision to 
award the 1994 Nobel Prize in Economics to John C. Harsanyi, John F. Nash Jr., and Reinhard Selten.  They 
received the award based on their pioneering analysis of the principal aspect of game theory, the concept of 
equilibrium, which is used to make predictions about the outcome of strategic interaction.  See 
http://www.nobelprize.org/nobel_prizes/economics/laureates/1994/press.html. 
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model these strategic interactions among rival oligopolists, game theory has given rise to an 

extensive literature studying how characteristics of markets and changes in those characteristics, 

may affect equilibrium prices and consumer welfare.  

62. Although game theory can incorporate strategic decision making into its models, 

its use has certain limitations.  The Cournot and Bertrand models of oligopoly, two very early 

models of oligopoly based on game theory, are “static” single-period games that cannot analyze 

how repeated interaction affects outcomes.77  Modern oligopoly theory, therefore, has developed 

through the analysis of models of repeated games (“supergames”) in which oligopolists compete 

in period after period.  By allowing economists to analyze equilibrium strategies over more than 

a single period, multi-period models provide economists with the tools to develop models that 

better predict behavior in actual oligopoly markets. 

63. One weakness of supergames, however, is that they may allow for an infinite 

number of equilibriums, some of which may be welfare reducing (i.e., anticompetitive) and 

others of which may be welfare enhancing (pro-competitive).  In addition, the conclusions that 

are drawn from the models can be very sensitive to small changes in assumptions or parameters 

of the model.  Nevertheless, game theory has provided, and still provides, helpful insight into the 

effect on prices of different strategies applied in markets having varying characteristics, 

particularly game theoretic models of oligopoly.  They highlight that oligopolists who alter the 

“rules” of their interaction to facilitate speedier detection and punishment of defectors from the 

industry profit-maximizing price are more likely than otherwise to gain and maintain supra-

                                                 
77 Cournot assumed that an oligopolist sets its output level under the assumption that its rivals’ output will 

not change.  Betrand assumed that an oligopolist sets its price under the assumption that its rivals’ prices will not 
change.  Although the models appear similar and were both based on the same assumptions of homogeneous goods, 
a constant marginal cost, and a simple linear demand curve, the equilibrium prices and quantities obtained by the 
two models are very different.  The Cournot equilibrium price and output level lies between the monopoly price and 
output level and the competitive price and output level, depending on how many firms sell in the oligopoly market.  
The Betrand equilibrium is the competitive price and output level. 
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competitive prices. 78  As Stigler, and others, have suggested, economic analysis of market 

behavior can allow us to detect these problematic agreements.79 

 B. The Fittings Market is Highly Susceptible to Collusion 
 

64. I previously identified market and product conditions and business practices that 

are conducive to coordination, including explicit collusion.  The extensive record in this matter 

indicates that the Fittings market exhibits many of these characteristics.  Accordingly, I conclude 

that the Fittings market is highly susceptible to collusion. 

65. High Concentration:  The Fittings market is characterized by very high 

concentration.  As discussed in Section II above and shown in Table 1, the HHI in the Fittings 

market is very high.  For each year over the period 2007 – 2011 the HHI exceeded 3400,80 and 

an HHI above 2,500 is classified by federal antitrust enforcement agencies as reflecting a highly 

concentrated market.81 

66. Few Rivals:  The Fittings market is characterized by few sellers of any 

significance.   McWane, Sigma, and Star supply over 95 percent of Fittings sold in the United 

                                                 
78 For a discussion of infinitely repeated games and strategies and parameters that promote compliance with 

collusive understandings among rivals in an oligopoly, see Pepall, Lynne, Daniel J. Richards, and George Norman, 
Industrial Organization:  Contemporary Theory and Practice, 2nd ed. (Mason, OH:  South-Western – Cengage 
Learning, 2002), pp. 368 – 374. 

79 See Coate, Malcolm B., “Alive and Kicking:  Collusion Theories in Merger Analysis at the Federal Trade 
Commission,” Competition Policy International 4 (Autumn 2008), pp. 145 – 174, at pages 150 – 151. 

80 See Table 1. 
81 For a discussion of the degrees of concentration as measured by the HHI, see the Horizontal Merger 

Guidelines, pp. 18 – 19.  Although, this particular discussion of the HHI is in the context of merger analysis, the 
HHI is generally used by economists to measure market concentration for any research or analysis in which market 
concentration is relevant – not just merger analysis and not just antitrust analysis.  Merger analysis incorporates the 
HHI because mergers raise concentration, and, “The higher the post-merger HHI and the increase in the HHI, the 
greater are the Agencies’ potential competitive concerns. . . .” (p. 19).   It is the link between high concentration and 
the potential for coordinated interaction, particularly in homogeneous product markets, that raises the competitive 
concerns. 
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States.  The remaining amount, less than 5 percent, is divided among a number of small, fringe 

companies.82    

67. Unconcentrated Buyers:  Although just a few firms import or produce Fittings, 

their distributor-customers are often small, local companies.  McWane alone has over 240 

distinct distributor-customers,83 and McWane, Star, and Sigma together sold to over 630 distinct 

distributors (not branches) during 2010.84  HD Supply and Ferguson are exceptions.  These are 

large national companies that together have about a 50 percent share of the distribution market.85   

68.  Product Homogeneity:  Fittings of any particular size or shape are homogeneous 

commodity products manufactured to meet industry-wide standards.86  One supplier’s 4-inch, 90-

degree bend, mechanical joint compact Fittings are virtually identical to any other supplier’s 4-

inch, 90-degree bend, mechanical joint compact Fittings.  Therefore, no incumbent could 

maintain a nominal consensus price while effectively cheating through the pricing of distinct 

product features or bundles of features.   Nor could an incumbent conceal effective cheating 

through the addition of new features, the improvement of existing features, or otherwise 

improving quality, while outwardly appearing to maintain a consensus price.       

69. Inelastic Demand:  The demand for ductile-iron fittings is highly inelastic over the 

range of prices germane to Fittings transactions.  This is because, for water distribution and 

                                                 
82 See Table 1. 
83 See “Memorandum of McWane, Inc. Responding to Commission Staff Questions Regarding the 

Competitiveness of the Ductile Iron Waterworks Fittings Market in the United States,” May 10, 2011 [White Paper 
submitted to the FTC Staff], p. 16, footnote 58.   McWane sales data contained over 300 customers (by unique 
customer number) over the 2007 – 2011 period.  McWane-007664.xlsx – McWane-007685.xlsx.  

84 See Sigma sales: FTC-SIGMA-000001 (Audit Data).mdb, email of Thursday, May 11, 2012 10:26 AM 
from Jason Leckerman, counsel for Sigma, to Michael Bloom (for info on identifying domestic product); Star sales: 
STAR0000001_FTC Docket No. 9351_Confidential.xlsx, STAR0182054_FTC Docket No. 9351_Confidential.xlsx, 
DALLAS_2862759_1.XLS (Star); McWane-007664.xlsx through McWane-007685.xlsx. 

85 Thees IH, November 16, 2010, pp. 87-88. 
86 Standards for Fittings were developed jointly by the American National Standards Institute and the 

American Water Works Association. 

CX 2260-037

PUBLIC



 Confidential – Subject to Protective Order 

36 
 

treatment systems, no economically relevant or practical substitute for ductile-iron fittings exists.  

Moreover, Fittings costs represent a very small share of the overall cost of constructing a 

waterworks system or plant—approximately 5 percent of the total project cost.87  Finally, 

decisions to build or repair waterworks systems or treatment plants depend on many factors 

unrelated to the cost of Fittings.  These include such things as 1.) The age and condition of 

existing water works facilities and pipelines; 2.) The size of the plant to be built; 3.) The rate of 

growth in the municipality; 4.) The state of local real estate markets, municipal budgets, and so 

forth.88 

70. Inelastic demand for Fittings indicates that the rewards from price cutting are 

likely to be small and the rewards from collusion are likely to be large.   As noted by Hay and 

Kelly, “The more inelastic is industry demand, the greater are the potential rewards to the price 

fixers.”89 

71. Price Transparency:  Transparency of pricing also is conducive to coordination.  

In particular, transparency of pricing is one way of providing a relatively sure means for rivals to 

detect cheating on any consensus price, which increases the risk of its punishment and thereby 

creates a disincentive for such cheating in the first instance.  Although list prices and 

“multipliers” are published, the prices that distributors actually pay are often very different from 

those implied by the list prices and multipliers.90   Fittings suppliers offer various types of 

                                                 
87 Tatman Deposition, May 10, 2012, p. 18 (McWane estimates Fittings represent 5% of the cost of a 

waterworks job). 
88 McCullough IH, August 12, 2010, pp. 121-122 (housing starts); United States International Trade 

Commission, Certain Ductile Iron Waterworks Fittings From China, V-5 - V-6 (2003). 
89 Hay and Kelly, p. 15. 
90 As I discussed in Section II, nominally, waterworks distributors are charged a price for Fittings that 

reflects a discount off of the supplier’s list price.  The multiplier is 1 minus the discount.  That is, if a distributor 
receives a 60 percent discount, then the price they are nominally expected to pay is 40 percent of the supplier’s list 
price.  The multiplier in this case is .40.   
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discounts and rebate programs to distributors.  Project pricing, in which a supplier’s sales 

representatives offers additional discounts to distributors to help them win bids for specific 

projects, has been a common problem often blamed for price “instability.”91 

72. Trade Association:  Trade associations can beneficial to both the firms in an 

industry and consumers.  However, trade associations also may facilitate collusion and have been 

associated with past price fixing conspiracies.  DIFRA, the trade association created by Fittings 

suppliers, is central to the allegations of collusion by McWane, Star, and Sigma.  

73. Barriers to Entry:   Antitrust barriers to entry may fully preclude firms from 

becoming new suppliers in a market, or they may delay the growth of entrants and their ability to 

attain competitive significance.  In the Fittings market, distributors provide manufacturers with 

critical services necessary for success in the market.  Building a network of distributors can be a 

long and arduous task.  Existing distributors already have business relationships with incumbent 

firms, and agreeing to sell the Fittings of a previously unknown firm can pose significant risks to 

distributors until the entrant has proven its quality and reliability.  For an entrant, the time and 

cost of negotiating sales agreements with a large number of individual distributors located in 

cities and counties throughout the U.S. limits the speed of entry.  Accordingly, this need to 

develop a network of local distributors could facilitate collusion by acting to keep concentration 

high, with McWane, Sigma, and Star as the only suppliers of any significance in the market. 

74. Industry Social Structure:  The Fittings market also exhibits regular interaction 

and communication among suppliers’ senior executives.  Certain senior executives at McWane, 

Sigma, and Star have known each other for many years.  Sigma’s president, Victor Pais, started 

                                                 
91 SIGTP00000025 – 26, at 26; SIG-0055257 – 58, at 58; TU-FTC-0011435 – 48, at 38; SPP006965-66. 
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Star Pipe and initially was its only employee.92  Mr. Pais has known Star’s president and CEO, 

Ramesh Bhutada since 1977.93  In 1985, Mr. Pais, along with his partner, Siddharth Bhattacharji, 

founded Sigma.94  Mr. Pais also has a “mutually trusting and mutually respectful”95 relationship 

with Ruffner Page, the CEO of McWane.  The two met numerous times in 2007 and 2008 to 

discuss business opportunities and challenges.96  The record describes dinners between Star and 

Sigma executives and McWane and Sigma executives.97  The record indicates that Mr. Pais is 

particularly interested in socially engaging executives of McWane and Star to “make peace” and 

stabilize the markets.98 

 C. McWane, Sigma, and Star Explicitly Colluded 
 

75. McWane, Sigma, and Star took advantage of the characteristics of Fittings and the 

Fittings market to embark on a course of action that allowed them to collude explicitly.   As a 

result of these actions, McWane, Sigma, and Star at times successfully raised and maintained 

prices above those that would have otherwise prevailed.  As economic theory predicts, cheating 

ultimately caused the cartel to collapse, but consumers were harmed, nonetheless. 

76. Reaching this collusive agreement appears to have involved a multi-stage process 

in which the firms first agreed to reduce or eliminate discounting.  Then they agreed to exchange 

                                                 
92 Pais IH, July 23, 2010, pp. 7–8. 
93 Ibid. at p. 8. 
94 Ibid. at pp. 8–9. 
95 SIG-0002602-610, p. 605.  
96  Pais and Page met numerous times in 2007 and 2008 to discuss business opportunities and challenges.  

Pais Deposition, May 31, 2012, see e.g. pp. 18-22, 197 – 251; Page Deposition, May 24, 2012, see e.g. pp. 28-35, 
80-93, 106-110, 183-190, 240, and 245-254. 

97 See e.g. Tatman (McWane) dinner with McCutcheon (Star) on Mar. 27, 2008, Tatman Tr;  numerous 
meetings between Pais (Sigma) and Page (McWane), Pais Deposition, May 31, 2012, pp. 197-251; Pais (Sigma) 
lunch with McCutcheon (Star) on Feb. 19, 2008, SIG-0058408 and SIG-0053608. 

98 See SIG-0058000-03 at 00 (“We need to earn their TRUST and CONFIDENCE in our plan to improve 
the industry.”); SIGTP00016204-06 (“This is a huge step by SIGMA and Star, in being able to demonstrate our 
willingness and commitment to strengthen our industry and signal our willingness to grow in an [sic] responsible 
manner.”); McCutcheon IH, October 12, 2010, pp. 226–230. 
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output information and they collusively fixed prices.  The exchange of output information 

facilitated the agreement by providing the firms a method to assure themselves that rivals 

actually implemented and maintained the collusively agreed to prices.  The agreement collapsed, 

possibly driven by further declines in demand and discord over the ARRA’s Buy American 

provision. 

77. Executives from McWane, Sigma, and Star regularly communicated with each 

other on strategies to sustain higher Fittings pricing.  Their communication was overt at times, 

taking place at in-person meetings, during conversations over the phone, in e-mails, at trade 

shows, and over dinner.99  At other times, the communication was indirect; the firms used price 

announcements that they would send to customers as a means of sending messages 

surreptitiously to one another.  The communication succeeded in establishing terms of a 

consensus effort to reduce or eliminate discounting, and the actions undertaken by the firms 

constituted adherence to it.  As discussed in Section II, competition in the Fittings market 

generally involves discounts off of a nominal price (itself established by the product of the 

published multiplier and the published list price for the fitting).  Multipliers and list prices are 

transparent, while the various discounts are confidential.100  

                                                 
99 See McCutcheon IH, vol. 2, May 4, 2011, pp. 219 -231;  SIG-0054525 (e-mail from Mitchell Rona to 

Siddharth Bhattacharji and Victor Pais discussing conversation with Rick Tatman, at 526:  “He said he hears that 
some of the new prices in the market are being compromised with deals.  He hopes the market will improve and 
hopes do our part.”)  Also see, SIG – 0059439 (e-mail from Mitchell Rona to his colleagues at Sigma discussing 
conversation with Rick Tatman) “Rick was upset by the numbers in Florida and California based on what he has 
seen from us and Star.  He said the .26 and .30 [multipliers] respectively were available from us both without any 
second thought,” McCutcheon Dep. 227:22 – 228:8; McCutcheon IH 257:7 – 258:18 (testifying about having a 
conversation with Rick Tatman about new price lists); Second Declaration of Factual Statement of Dan McCutcheon 
(May 25, 2011). 

100 Distributors also may obtain rebates based their quarterly or annual purchases from a specific supplier. 
Larger distributors may negotiate individually with suppliers to obtain better rebate terms.  Thirty-two small 
distributors formed a buying group, The Distribution Group (“TDG”), to obtain a negotiating position on rebates 
similar to those of the national distributors, HD Supply and Ferguson. 
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78. In late 2007, Sigma announced a price increase that would be effective January 2, 

2008.101  Whereas Star quickly followed,102 McWane held back to the others’ dismay.103  On 

December 20, 2007 Sigma announced that it was putting its previously announced price increase 

on hold, indicating that it was doing so because McWane had not followed with a price increase 

of its own.104  This pricing episode appears to have inspired McWane executives to consider 

ways to exploit their mutual dependence through communications with its rivals.105 

79. On January 30, 2008, Rick Tatman sent an e-mail to Leon McCullough discussing 

the potential advantages and disadvantages of selling 3 inch to 8 inch Fittings to Sigma at $1,220 

per pound.106  The first item listed under the heading “Potential Advantages” is  

Awareness within Sigma that our costs on the Disa are competitive with China[.] 
There is a theory that our ability to stabilize the market is tied to our competitor’s 
perception of our cost structure and our ability to sustain aggressive pricing if our 
share position is threatened.107 

 
80. Mr. McCullough replied with an e-mail containing his comments written 

following each individual item listed.108  After the first item under “Potential Advantages,” he 

wrote, “This is a good thing,”109 and on February 1, 2008, Mr. Tatman sent an e-mail to Sigma’s 

Victor Pais with the offer he had described to Mr. McCullough two days before.110 

                                                 
101 See SIGTP00000011; McWane-002051. 
102 See McWane-002051; SIGTP00000024. 
103 Ibid. 
104 SIGTP00000011. 
105 McWane-002051; TU-FTC-0011435-448, at 438. 
106 McWane-002061. 
107 McWane-002061; see also McWane-002443-44 (Tatman email to Page (“supplying that quote should 

reinforce the point that with the DISA and our TXX facility we’re in a very different competitive cost game than 
what they’ve been used to with us.”)). 

108 McWane-002063-64. 
109 Ibid. at p. 002063. 
110 SIG-0053397. 
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81. Although negotiating the deal took some time, word of Sigma’s purchase of 

fittings from McWane and its competitive implications were clearly conveyed to Star as well.  

Star’s Dan McCutcheon viewed the sale exactly as Mr. Tatman expected.  In an e-mail to other 

Star executives he wrote: 

Sigma recently bought 8 t/l’s from tyler [McWane] because sigma said “they 
could buy them for 15% cheaper from tyler than they could get them from china”.  
After the 8t/l’s, tyler would not take any more orders.  My Guess is tyler took 
these orders to try to make a point.  During the negotiation, tyler stated that they 
are now the low cost producer and said they could prove it.  I think there is some 
exaggeration in this statement, but I believe the core point.111  

 
82. That McWane offered to sell Fittings to Sigma, but, at the same time, refused to 

consider further orders, might at first appear odd given the difficulty in making any Fittings sales 

on account of the steep decline in demand.  However, as explained above by Mr. Tatman, the 

purpose of the sale was not to just generate revenue, but to convey to Sigma and Star the implied 

threat that if they did not agree to transparently reduce their own discounting, McWane’s lower 

costs would allow it to price very aggressively.112 

83. In seeking the pricing agreement with Star and Sigma, McWane intended to take 

advantage of the cost pressures facing Sigma and Star on account of the high and rising inflation 

in China and the rising cost of iron throughout Asia.  Because Star and Sigma imported the 

Fittings that they sold (mostly from China, in the case of Star, and from China and India, in the 

case of Sigma), the sharply increasing prices in Asia had a disproportionate effect on their costs.  

Although Tyler imported Fittings manufactured at its Tyler Xian Xian foundry in China, much of 

                                                 
111 SPP020918 – 20919, p. 20918. 
112 McWane-002061-62. 
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its production was still in the United States, which was not experiencing the degree of inflation 

that was occurring in China and India.113 

84. In effect, McWane managed to communicate its potential power to both of its 

rivals by making relatively trivial sales to one rival and waiting for that rival to tell the other. 

85. McWane understood its cost advantage as well as Sigma’s and Star’s needs for a 

price increase.114  In fact, the sale of Fittings to Sigma followed from a plan McWane had 

developed to use those advantages to increase prices and drive price stability in the Fittings 

market. 

86. On December 22, 2007, Rick Tatman, McWane VP and General Manager of its 

Waterworks Fittings Division, emailed his superiors at McWane, including EVP Leon 

McCullough, explaining his “concept” to “drive stability and rational pricing with the proper 

communications and actions.”115  This “concept” is detailed in a McWane PowerPoint 

presentation prepared by Tatman and discussed with his bosses McCullough and Thomas 

Walton.116  In it, Tatman describes the necessary communications and actions for McWane to 

secure industry-wide price increases.117  These communications and actions are directed to the 

attainment of supra-competitive pricing outcomes beyond those attainable through unilateral 

action in recognition of pricing interdependence.   One slide in the presentation listed the specific 

message that McWane intended to convey to Sigma and Star as well as to the Fittings market as 

a whole: 

                                                 
113 See, for example, McWane-002051, email of December 22, 2007 from Rick Tatman, McWane VP and 

General Manager of its Waterworks Fittings Division, to McWane EVP Leon McCullough. 
114 Tatman Deposition, May 10, 2012, pp. 82 – 83. 
115 McWane-002051. 
116  Tatman Deposition, May 10, 2012, pp. 67 – 71. 
117 TU-FTC-0011435 – 448, at 438. 
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87. The document also contained two alternative “rough drafts” of what would be 

McWane’s January 11, 2008 letter to customers regarding price increases that would be effective 

February 18, 2008.   These draft letters, as well as the final January 11, 2008 letter, contained 

language clearly intended as a message to Sigma and Star signaling that McWane would not be 

discounting off their soon to be published list prices, and that additional price increases might be 

forthcoming if the competitive environment justified raising prices. The McWane presentation 

indicates that McWane would not increase prices further unless Sigma and Star stopped using 

discounts to win market share from McWane, and that it intended convey that message to its two 

competitors by means of its price announcement, which it knew Star and Sigma would easily 

obtain.  Here, the communication is indirect, via public price announcements, but the 
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communication among competitors is clear, McWane’s rivals must cooperate or prices will not 

increase further.  Such communication moves beyond purely the unilateral actions that a firm is 

expected to undertake in an oligopoly.  

88. Star and Sigma each quickly responded to McWane’s January customer letter and 

price increase by announcing price increases that matched McWane’s118 and by taking overt 

measures to reduce project pricing,119 including the removal of project pricing authority from 

line personnel.120  In so doing, they indirectly communicated back to McWane that they were of 

one mind, and that further price increases may be imposed without the ordinary risk of market 

share loss due to cheating on the consensus price.121  Thus, McWane, Sigma, and Star agreed that 

Sigma and Star would take measures to reduce or eliminate conduct that undermined cooperative 

pricing in return for the prospect of future price increases soon thereafter. 

89. Sigma documents are rife with references to forgoing profits attainable through 

project pricing to assure McWane that it could be as forward looking and disciplined as required 

to enable the imposition and maintenance of supra-competitive prices.122  And Sigma senior 

                                                 
118 SIG – 0053393-94; SPP009151-52; TU-FTC-0261470-71 (“Star is raising or matching all fittings 

numbers to match Tyler effective Feb 18th.”); SIG – 0061257-58. 
119 ESP0004665; SPP009151; SIG – 0058464-66; MESP0009348 (“no more project pricing after March 

1st”); TU-FTC-0261470 (Star announcement to HD Supply “NO UTILITY PROJECT PRICING NATIONWIDE.”). 
120 ESP0004665; TU-FTC-0010942-65 at 0010965. 
121 None of this was lost on McWane.  See, for example, TU-FTC-0010113-15, a Tyler/Union (McWane) 

Executive Report for 1st Q 2008, noting that Star and Sigma project discounting “appears to have died down 
significantly,” that apparently “both have removed pricing authority from the front line  . . . , and expressing 
confidence that Sigma “understand[s] our published position on supporting a list price change . . . .”  

122 See, for example, SIG-0058464, email of January 24, 2008 from Victor Pais to other Sigma senior 
managers advocating the abandonment of project pricing “TO ELIMINATE THE CONFUSION WE ARE 
CREATING WITH CUSTOMERS AND COMPETITORS . . . .”  (emphasis added)  And referring to McWane’s 
price increase announcement as, “both a lesson and an opportunity for SIGMA and Star to develop a patient and 
disciplined Marketing approach and demonstrate to Tyler [McWane] that we are capable of being part of a stable 
and profitability conscious industry.”  See also Rybacki Deposition, May 14, 2012, p. 229 (when asked if he recalled 
in January 2008, that Mr. Pais was asking him to make a committed and serious effort to normalize pricing, Mr. 
Rybacki testified that “Because Star’s pricing was ruining the market; and as a result, it was upsetting the gorilla in 
the room, which was Tyler, because they’re the biggest, McWane’s the biggest, and it was obviously hurting us as 
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managers communicated with Star senior managers to persuade them that Star too needs to 

reform its conduct to assure McWane that pricing to maximize industry profits will be a win-

win-win proposition, despite McWane’s historic losses of market share to Star’s and/or Sigma’s 

cheating on the consensus price.123 

90. In taking the actions “desired” by McWane, Star would be acting against its self-

interest absent an agreement to increase industry prices.  Star’s strategy had been to grow share 

by project pricing.124  Star knew that in the absence of an agreement, Star would lose market 

share if it stopped offering discounts.125  As Star’s Matt Minamyer explained in an email to other 

Star senior managers, “Our goal is to take a price increase and to stop project pricing.”126  But at 

the same time, he explains,   

don’t think we need the price increases, as that is not the case.  A price increase 
will be good for us on the short and long term profit situation but are not vital to 
our strength.  The truth is that we would come out of a price war stronger than 
ever and with a bigger market share, but we don’t think the industry needs that 
right now.127 
 

Minamyer also stated, “What we are doing is what is right for the industry.”128 

91. When asked in an investigational hearing whether advising its personnel and its 

customers that there will be no more project pricing was, “an unusual step for Star,” Minamyer’s 

                                                                                                                                                             
well; and that’s the reason why we he wanted us to normalize or try to standardize on the list and multiplier to create 
some kind of stability . . . .” 

123 McCutcheon IH, October 12, 2010, pp. 226-30; see also Declaration of Factual Statement by Dan 
McCutcheon (April 28, 2010) (discussing “pressure” on Star to join DIFRA).  See also SIG – 0058464-66; 
SIGTP00016204-06. 

124  McCutcheon Deposition, May 16, 2012, pp. 152-153 (project pricing was a core part of Star’s strategy). 
125  Minamyer Deposition, May 9, 2012, pp. 118 – 120. 
126 ESP0004665 – 4666, p. 4665. 
127 Ibid. 
128 Ibid. 
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superior, Dan McCutcheon, testified that it was, “irrational” and “bizarre.”129  In a Declaration 

provided to FTC staff, dated May 25, 2011, Mr. McCutcheon further explained:  

Project pricing is a significant part of Star’s competitive Strategy and, as the 
smallest competitor in the market, Star could not afford to cease project pricing 
and remain competitively viable.130 

 
Nevertheless, Star informed its customers that it was ceasing project pricing.131 

92. Through its sales force, McWane monitored the incidence of project pricing and 

found that “discounting by both Star and Sigma appears to have died down significantly” and 

that “both have removed pricing authority from the front line sales team and pushed it up higher 

within their organizations.  Discounting is still available, but it now requires a more structured 

decision process…”132 

93. As I previously observed, when McWane announced its January 2008 price 

increase it held out to Star and Sigma the prospect of further 2008 price increases.  Any further 

price increases, however, would be contingent on Star and Sigma promptly adopting McWane’s 

increase and thereafter maintaining stable and transparent pricing policies.133  But despite Star 

and Sigma’s agreement, McWane feared that it would not be able to detect cheating on the 

consensus price.  Moreover, although the list prices and multipliers are transparent, the actual 

transaction prices are not,134 and given the potential for further declines in new housing starts and 

                                                 
129 McCutcheon IH, October 12, 2010, p. 452; see also McCutcheon Deposition, May 16, 2012, pp. 152–

53; Leider Deposition, May 31, 2012, p. 79-80; Berry Deposition, June 1, 2012, p. 96. 
130 Second Declaration of Factual Statement of Dan McCutcheon (May 25, 2011), ¶ 13. 
131 MESP0009348 and McWane-002065-66. 
132 McWane-000668-72 (Fittings Dashboard and Tyler/Union Executive Report for 1st Quarter 2008). 
133 See McWane-002051; TU-FTC-0011435; ESP0004665; SIG-0058464; SIG-0058000; TU-FTC-

0255098-104; TU-FTC-0010321; SIG-0034424; SIGTP00016204; TU-FTC-0010081; SPP000086; MESP0010393. 
134 See Section II, paragraphs 43 – 44. 
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other construction, McWane would not be able to tell the extent to which its declining sales 

resulted from an overall decline in the market, cheating by Star or Sigma, or both. 

94.  The lack of price transparency in conjunction with declining demand ensured that 

McWane would not be able to overcome what Levenstein and Suslow described as the second 

impediment to reaching and sustaining collusive agreements, adequately “monitoring the 

behavior of cartel participants to detect and deter defections from these collusive strategies.”135  

It therefore refused to risk a second 2008 price increase without further assurance from Star and 

Sigma that they would not take advantage of another McWane price increase by again 

undercutting McWane’s prices to grow their sales.  For this assurance, McWane required both 

Sigma and Star to provide sales data to DIFRA before taking further price increases. 

95. Trade associations have long been associated with the creation of collusive 

schemes and conspiracies.136  Although trade associations may enhance efficiency through such 

activities as standard setting, consumer education, or research and development of more efficient 

technologies or best practices, they also may collect and disseminate competitively sensitive 

information, and promote social interaction among competitors that can foster cooperation or 

conspiracy.   

96. DIFRA’s Articles of Incorporation state that it is organized for numerous 

beneficial purposes.  These include:  1.) To provide members with opportunities for “seminars, 

publications, and other programs and activities” for their education, advancement and for the 

improvement of the industry; 2.) To “advocate and publicize the needs, interests and merits of 

the ductile iron fittings industry to industry, the public, and the government;” 3). “To assist in the 

development and establishment of standards with respect to the ductile iron fittings industry;” 

                                                 
135 Levenstein and Suslow, p. 44. 
136 See for example, Hay and Kelly, pp. 29-38. 
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and 4.) “To plan and conduct research and test programs for ductile iron fittings and other 

products of interest to the ductile iron fittings industry.”137   The record reflects that DIFRA 

failed to perform any of these activities over the two-year period of DIFRA’s effective life, from 

DIFRA’s incorporation on January 12, 2007138 until the organization effectively ceased operating 

in January 2009.139  DIFRA’s only activity was the collection of monthly Fittings shipments data 

from its individual members, and the distribution of the aggregated monthly Fittings shipment 

data back to them.140 

97. Tom Brakefield, who at the time was a Sigma employee, had been president of 

DIFRA, but is currently not sure if he still is because, “for all practical purposes, the Ductile Iron 

Fittings Research Association has been defunct for the last three and a half years.”141  In his 

deposition, Mr. Brakefield indicated the members were interested in standardization, but never 

actually did anything about it: 

Q. What actions did DIFRA take to promote the standardization of the fittings? 
A. I don’t think we got -- we didn’t take any action. We didn’t get to that. 
Q. Did DIFRA form a committee to evaluate standards for fittings? 
A. There was discussion of committees being formed and organized and staffed 
by member people, but none of that took place at all.142 
 

Other witnesses involved with DIFRA agreed.  With the exception of the collection of members’ 

shipments data and the distribution of the aggregated shipments data back to its members, 

DIFRA accomplished nothing.143 
                                                 

137 SIG-0033727 – 33731, The  DIFRA Certificate and Articles of Incorporation, January 12, 2007.  The 
purposes of the organization are found on pages 33728 – 33729. 

138 SIG-0033727 – 33731, p. 33727. 
139 Deposition of Tom Brakefield Volume 1, May 4, 2012, p. 10. 
140 The first set of Fittings shipment data collected from its members and later disseminated to them in an 

aggregated form covered consisted of annual 2006 shipments, and monthly covering the period January 2007 
through April 2008.  DIFRA finished collecting this first set of data with the submission of Star on June 5, 2008 
(Q006SP0000805) and it sent the aggregated data to members on June 17, 2008 (Q006SP0000810).   

141 Brakefield Deposition Vol. 1, May 4, 2012, p. 10; Tatman IH, July 21, 2010, p. 94. 
142 Brakefield Deposition Vol. 1, May 4, 2012, p. 95. 
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98. Mr. Brakefield testified that enthusiasm for DIFRA “really dropped” after the 

passage of the ARRA in mid-February 2009.144  Conflicts were raised within DIFRA by the 

ARRA because it required that the Fittings used in ARRA funded projects be made in America, 

and, at that time, McWane was the only domestic manufacturer of Fittings.  However, Mr. 

Brakefield testified that DIFRA ceased operating in December 2008 or January 2009, before the 

passage of the ARRA, but coincident with the decisions of DIFRA’s members to cease 

submitting shipping data to DIFRA.   

99. The DIFRA members appear to have made no effort whatsoever to accomplish 

any of the stated purposes of DIFRA.  It is just not credible, in my opinion, to assert that during 

the period that DIFRA members were deciding what sales or shipments data members would 

provide, how the spreadsheet template for the data should be designed, and then submitting their 

data and reviewing DIFRA’s shipments reports, the members of DIFRA were incapable of 

setting-up a single committee for any of the many standard-setting activities they supposedly 

planned; or, for that matter, to create a single committee to do just one of any of the many 

beneficial activities that DIFRA’s Articles of Incorporation describe as the purposes of the 

organization. 

100. The record strongly indicates that McWane’s, Sigma’s, and Star’s support for 

DIFRA was expressly for the purpose of monitoring compliance with their price agreements and 

revealing cheating.  This monitoring mechanism was achieved through the only activity DIFRA 

                                                                                                                                                             
143 Rybacki Deposition, May 14, 2012, pp. 184-185; Pais IH, July 23, 2010, pp. 59-61. 
144 Brakefield Deposition Vol. 1, May 4, 2012, p. 125. 
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ever undertook, the collection and dissemination of Fittings shipment data provided to DIFRA by 

McWane, Sigma, and Star.145   

101. Victor Pais provided an excellent description of how the DIFRA data could be 

used to help enforce a collusive agreements and fix prices: 

One of the advantages we enjoy in our competitive environment is what we had 
achieved in the past few years – a consolidation in each of the product ranges.  In 
Fittings, there are effectively 3 – McWane, SIGMA, and Star – and all suffer from 
the same challenges and there seems to be a great desire to improve the pricing 
and each one has demonstrated thru a reasonable amount of discipline, even being 
protective of our respective market share. This is where the monthly market size 
data produced by DIFRA, an industry association that SIGMA helped to form, 
with 4 supplier members from Fittings (one, U.S. Pipe, actually is not a producer 
anymore, but a small player buying almost all of their needs from SIGMA), helps 
maintain the pricing discipline, as the market and market share data point to a 
relatively consistent and stable market pattern.  It has helped all of us not to allow 
the sharp market decline to be mistaken as a “loss of market share,” which mostly 
causes price reaction.  Our GMs have continued to be strong, throughout the year, 
even as the volumes have been weak.  In fact, the recent reduction in our GMs is 
more due to the increase in raw material prices which finally caught up with our 
blended inventory cost in Q3 and Q4, rather than pricing swings!146 

 
102. Oddly enough, though Mr. Pais describes DIFRA’s role in maintaining “pricing 

discipline,” by preventing a sharp market decline from being mistaken as a loss of market share, 

an activity not mentioned as a purpose of the organization in its Articles of Incorporation, he 

fails to mention a single activity actually listed in the Articles of Incorporation as a purpose for 

DIFRA’s existence.  He says nothing of standard setting, seminars, publications, research 

programs, or any plans for these activities in the future. 

103. With market demand, and therefore prices, falling during the 2008 – 2009 period, 

collusive behavior required that McWane, Sigma, and Star be able to distinguish between 

declining revenue caused by decreased demand and declining revenue caused by cheating.  The 

                                                 
145 U.S. Pipe also provided shipment data, but it neither manufactured nor imported Fittings.  Instead, U.S. 

Pipe purchased Fittings, primarily from Sigma, for resale with the pipes it manufactured. 
146 SIG-0002517 – 2528 at 25220. 

CX 2260-052

PUBLIC



 Confidential – Subject to Protective Order 

51 
 

key to doing so was the market share numbers that each of the three suppliers could calculate 

from the DIFRA data.  If a supplier experienced falling revenues, but stable market share, then 

the decline in revenue would follow from the decline in overall demand rather than cheating.  

But, if falling revenue was accompanied by falling market share, then one or more of the rivals 

must have been cheating. 

104. This use of the DIFRA data to monitor rivals’ cooperation with collusive prices 

was never more evident than it was with the release of McWane’s June 2008 multiplier increase.  

In late April 2008, SIGMA sent letters to customers located in different regions of the country 

announcing that, effective May 19, it would be raising its multipliers “as high as 10 multiplier 

points” depending on a customer’s location.147  On April 25, 2008, executives from McWane, 

SIGMA, and Star participated on a conference call to finalize the DIFRA sales reporting rules.  

They agreed that by May 15, 2008 all would have submitted annual sales data for 2006 and 

monthly sales data for January 2007 through April 2008.  Then on May 7, Star began informing 

its customers of its own multiplier increases effective May 19, 2008.148 

105. McWane, however, chose to wait and not announce any price increase until after 

the receipt of the DIFRA Report.   When he learned that Sigma was announcing price increases, 

Mr. Tatman drafted a letter that would “align with the approach of waiting until the DIFRA data 

is available before announcing any price actions” and eliminate any “misperceptions [that were] 

starting to circulate.”149    

106. In a May 7, 2008 letter to distributors (and Sigma and Star), McWane stated,150 

                                                 
147 SPP000083 – 000085, p. 000084. 
148 See ESP0002164, ESP0002166, and  ESP0002168. 
149  TU-FTC-0255098-104, pp. 98 and 99. 
150 TU-FTC-0023311, emphasis added. 
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Dear Valued Customer,  
 
You have likely heard or read about continued increases in factors of production 
impacting both domestic and global operations. The foundry industry has been hit 
particularly hard with sharp increases in scrap iron, alloys and transportation 
costs. While the financial impact to our business is real, we also recognize there 
are restrictions as to the level and timing at which pricing can be accommodated 
in the market.  
 
We are sending this general communication to our waterworks distribution 
customers to more clearly define our intention in regards to future pricing actions.  
 
Before announcing any price actions, we carefully analyze all factors including: 
domestic and global inflation, market and competitive conditions within each 
region, as well as performance against our own internal metrics. We anticipate 
being able to complete our analysis by the end of May. At that point, we will send 
out letters to each specific region detailing changes, if any, to our current pricing 
policy.  
 
For planning purposes only, we expect for regions with a change that multipliers 
will increase in the range of 6% up to 16% effective June 16th. 
 
Sincerely,  
 
Jerry Jansen  
National Sales Manager 

 
107. Although McWane, Sigma, and Star earlier had agreed on a timetable for 

submitting their shipments data to DIFRA, Star failed to provide its shipments data as scheduled.  

However, just hours after it received McWane’s May 7 letter, Star emailed the DIFRA members 

that it would submit its data.  McWane’s letter also caused Star and Sigma to suspend their 

announced price increases. 

108. On June 5, 2008, Star finally sent its sales data to DIFRA.  In an e-mail informing 

DIFRA president Tom Brakefield that it had submitted its data to DIFRA, Star’s Dan 

McCutcheon quoted McWane’s May 7 letter verbatim, 

Good morning Mr. President.  I just sent our info in.  Sorry it took us so long, but 
we were “carefully analyzing all factors including: domestic and global inflation, 
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market and competitive conditions within each region, as well as performance 
against our own internal metrics.”  (Does that look familiar?)151 

 
109. On June 17, DIFRA disseminated its first monthly report.  In less than an hour, 

McWane’s Tatman performed a brief analysis of the data which he circulated to his boss 

McCullough, who forwarded it on to McWane’s CEO.152  Later that same day, McWane 

announced a price increase, and shortly afterwards Sigma and Star did too.153 

110. By participating in the DIFRA monthly shipments reports, McWane, Sigma, and 

Star allowed all three Fittings rivals to monitor changes in their respective market shares and 

detect secret price cutting.  The very day that DIFRA released its first shipments report, McWane 

rewarded its two rivals by announcing a price increase.154  The increase was a direct result of 

DIFRA participation.  Shortly thereafter, Star and Sigma followed suit with announcements of 

their own price increases.155  Thus, the DIFRA reports worked exactly as predicted.  By 

providing McWane, Sigma, and Star with the sum of their respective shipments each month, 

each of three firms could monitor their market shares and determine if declines in revenue were 

the result of declines in demand or price cutting by rivals. 

111. In January 2009, when DIFRA sent its members the December 2008 aggregate 

shipments report, McWane’s Rick Tatman wrote Thomas Walton and Leon McCullough, 

“December was clearly our worst share performance for the year!”156  In Mr. Tatman’s “DIFRA 

Market Share Analysis” based on the December 2008 DIFRA data, Mr. Tatman found that 

                                                 
151 SIG-0033880. 
152 TU-FTC-0266469. 
153 TU-FTC-0010081; MESP0010393; SPP000086-87. 
154 See TU-FTC-0010331 – 0010332; TU-FTC-0010083 – 10084. 
155 SPP024887 -  SPP024888 and SPP000087.  Star’s and Sigma’s announcements of their price increases 

indicated that they would both become effective the very same day as McWane’s, July 14, 2008.   
156 TU-FTC-0031718. 
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McWane’s December 2008 market share was 41.2 percent, compared to 44.4 percent in 

December 2007.  McWane’s market share for all of 2008 was 46.1 percent, compared to 51.0 

percent for all of 2007 and 54.9 percent for 2006.  Total industry tons had fallen from 134,334 

tons in 2006, to 118,953 tons for 2007, to 99,262 tons for 2008.157  Although the aggregate 

shipment figures DIFRA data clearly showed that demand had fallen considerably over the 2006 

through 2008 period, Mr. Tatman used the data just as Mr. Pais predicted, to determine that 

McWane’s declining revenue was not the result of just declining demand, but also the result of 

price cutting by Sigma and Star, as evident from McWane’s lower market share.158 

112. In mid-April 2009, McWane announced a new price list and a new set of 

multipliers, both of which would become effective May 1, 2009.  The events that occurred 

following this announcement illustrate McWane’s, Sigma’s and Star’s total lack of inhibition 

with respect to communicating directly with rivals to fix prices. 

113. Victor Pais, Sigma’s President, was particularly upset with McWane’s new price 

list,159 and he showed no qualms about calling his competitors to discuss how Fittings should be 

priced.  He called Dan McCutcheon, Star’s Vice President for Sales to try to persuade Star to 

continue its use of the July 2007 price list,160 and he appears to have called SIP’s VP of Business 

Development, Bharat Agarwal, for the same purpose.161 

                                                 
157 TU-FTC-0266255 – 0266263, p. 266257.   
158 See TU-FTC-0266472; SIG-0001553-56; see also SIGTP00016204-06. 
159 Rybacki Deposition, May 14, 2012, pp. 193-98; Pais Deposition, May 31, 2012, pp. 325-327. 
160 Declaration of Factual Statement By Dan McCutcheon, April 28, 2010. 
161 Ibid., Appendix A.  Mr. McCutcheon wrote in his Declaration, “Victor was very angry about the new 

price list and insisted that Star Pipe publish a letter to the market stating that we will not follow McWane’s new 
price list.   He told me that I was the only one who was not agreeing to this strategy, and that I should sign a letter 
stating that we would all be using the July 2007 price list where import prices were much higher.”  Appendix A of 
Mr. McCutcheon’s Declaration consists of a letter sent by Mr. Agarwal addressed to “Our Valued Customers” 
announcing SIP’s intention to use the July 2007 prices.  See Q010SP0000375 – 383, p. 0375. 
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114. On April 22, 2009, Star announced that it would revise its price list, effective May 

19, 2009, but it did not indicate whether it planned to follow McWane or what changes it 

planned to make.162  Star VP Dan McCutcheon testified that his conversation with Sigma’s Pais 

had left him unsure of whether McWane would go forward with its announced price changes.163  

115. To eliminate this uncertainty, Star’s McCutcheon telephoned McWane’s Tatman.  

As Mr. McCutcheon as testified, “In light of my concerns, I contacted Rick Tatman at McWane 

to confirm McWane’s intention to issue a new price list on May 1, 2009.”164   And, “I did have a 

doubt in the back of my mind – I wanted to make sure before we moved ahead and printed all 

these price lists, so I called Rick just to make sure.”165   Star’s McCutcheon went on: 

So, I picked up the phone and I called him. And I said, I’m only going to ask you 
one question, are you guys going to come out with a new price list, because I’m 
getting ready to approve it and spend $25,000 to do it. And he said, we absolutely 
are, and he says, I’m so sure that I’ll pay the $25,000 if we don’t. And I said, I 
appreciate that, nice talking to you, and hung up the phone.166 
 
116. Having assured one another they were going ahead with their new pricing, 

McWane implemented its price changes on May 1, 2009 as it had previously announced it would 

do, followed shortly thereafter by Star, which adopted substantially the same prices.167 

 D. Conclusion 
 

117. The Fittings market is practically a textbook example of anticompetitive 

facilitating practices and collusion in an oligopoly.  Interdependence leading to agreements to 

facilitate coordination and collusion, collusion in fact, and then cheating, detection, and finally 

                                                 
162 TU-FTC-0031768 
163 Second Declaration of Factual Statement of Dan McCutcheon, May 25, 2011, ¶ 16; McCutcheon Dep. 

227:22 – 228:19. 
164 Second Declaration of Factual Statement of Dan McCutcheon, May 25, 2011, ¶ 17. 
165 McCutcheon Deposition, May 16, 2012, pp. 227 – 228. 
166 McCutcheon IH, May 4, 2011, pp. 257 – 258; McCutcheon Deposition, May 16, 2012, pp. 229 – 231. 
167 See McWane’s price list, McWane 014242 - 451, and Star’s price list, McWane 018123 - 268. 
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collapse.  The only real surprise that characterized the Fittings cartel is just how brazen the price 

fixing was.  

118. Senior executives at McWane, Sigma, and Star regularly communicated with one 

another, both directly and indirectly, in attempts to end or reduce discounting and stabilize 

falling prices.  They used their trade association, DIFRA, to exchange shipment data so that they 

could monitor their market shares to detect price cutting, and McWane refused to increase its 

prices until both Sigma and Star had submitted their shipments data to DIFRA.  Star was the last 

of the three to submit its data to DIFRA, and on the very day that DIFRA sent to its members the 

report based on this data, McWane announced its price increase, which was soon followed by 

similar price increases by Sigma and Star.  In my opinion, the communication among the three 

rivals and the use of DIFRA to exchange shipments data directly resulted in these price 

increases. 

119. The events surrounding McWane’s announcement of its May 1, 2009 price list 

illustrates the flagrant discussions of prices among McWane, Sigma, and Star executives.  They 

appear to show no hesitation when it comes to picking-up the phone and calling a rival to discuss 

prices, and, if called by a rival, they appear quite willing to have these discussions. 

CX 2260-058

PUBLIC



 Confidential – Subject to Protective Order 

57 
 

IV. McWane Used its Monopoly Power in the “Made in America” Fittings Market to 
Delay Efficient Entry by Star and Further Sustain Its Monopoly 
 
 A. The Economics of Exclusive (or Restrictive) Dealing 

 
120. McWane imposed a form of “exclusive dealing” on waterworks distributors for 

the express purpose of delaying or preventing Star from entering the MA Fittings market.  By 

unilaterally imposing this form of vertical restraint on waterworks distributors, McWane acted to 

maintain its monopoly position and monopoly power whenever local, state, or federal regulations 

required that waterworks projects use only domestically manufactured Fittings and when 

customers otherwise exhibited a strong preference for MA Fittings. 

121. Economists use the term “vertical” to refer to different stages in the production 

and distribution of a given product.  Raw materials suppliers, parts suppliers, manufacturers, 

distributors, and retailers describe firms that are vertically related.  Stages of production that 

precede any given stage are described as being “upstream” and stages of production that follow 

any given stage are described as being “downstream.”   Economists describe a firm that operates 

at more than one level of a product’s production or distribution as a “vertically integrated” firm.  

For example, a manufacturer that also produces parts for the goods it manufactures or operates 

an in-house distribution system is vertically integrated.168   A firm may be vertically integrated in 

numerous upstream or downstream markets, or essentially not vertically integrated at all.169 

                                                 
168 Firms that produce products that compete against one another at the same vertical stage of production 

are horizontally related.  A horizontal merger, for example, is the acquisition of a competitor.  In contrast, a vertical 
merger is the acquisition of a supplier or customer. 

169 Literally, every firm is vertically integrated to some, though perhaps trivial, degree.  An extensive 
economic literature explores the factors that determine firms’ decisions to rely on markets for goods or services that 
it uses (buying inputs such as fabricated parts from third-party manufacturers or services such as customer assistance 
through third-party call centers) or relying on vertical integration.  More generally, “the theory of the firm” explains 
why society relies on firms rather than markets to organize economic activity in certain situations and not others.  
Central to the modern theory of the firm is the role that transaction costs play.  Ronald H. Coase explained that the 
use of the marketplace involves costs and these costs not only help determine the size and nature of firms, but also 
markets and market structure.  If the cost of buying from other firms is relatively low, for example, the firm is more 
likely to buy inputs from other firms than produce them itself.  Economies from vertical integration such as reducing 
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122. Vertical restrictions are arrangements between firms at different stages of 

production that limit the ability of an “upstream” supplier or “downstream” customer to operate 

its business in a certain manner, usually in exchange for access to either the goods or services of 

the other firm.  Many different types of vertical restrictions can be agreed to by vertically related 

firms. These include territorial restrictions in which a distributor or retailer agrees to operate in 

specific geographic areas in exchange for the right to sell a manufacturer’s products; supply 

restrictions in which a manufacturer agrees to purchase a minimum amount of an input (or all of 

its requirements) from a particular supplier; and resale price maintenance, in which a 

manufacturer might supply goods or services to a retailer for resale to consumers under the 

restriction that the retailer agrees to sell the good or service for no less than a price specified by 

the manufacturer (minimum resale price maintenance) or no greater than a price specified by the 

manufacturer (maximum resale price maintenance). 

123. Vertical restrictions can be efficient, reducing costs by eliminating “free riding” 

by retailers, manufacturers, or consumers; protecting manufacturers’ reputations; or preventing 

post-contractual opportunism.  As a result, a vertical restriction can result in greater output and 

lower prices for consumers.170 

124. Vertical restrictions, however, are not always benign.  As noted by Carlton and 

Perloff, “in some cases, vertical restrictions (and vertical integration) can be used for 

                                                                                                                                                             
uncertainty in the supply inputs or coordinating interrelated stages of production of inputs and final products 
(producing pig iron so that the molten iron can be immediately used to make steel) represent costs of using the 
marketplace to obtain the inputs.  See Coase, Ronald H., “The Nature of the Firm,” Economica 4 (1937), pp. 386 – 
405 and Williamson, Oliver E., Markets and Hierarchies – Analysis and Antitrust Implications:  A Study of the 
Economics of Internal Organization (New York:  The Free Press, 1975). 
170 Carlton, Dennis W. and Jeffrey M. Perloff, Modern Industrial Organization, 4th ed. (Boston:  Pearson Addison 
Wesley, 2005) pp. 426-27. 
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anticompetitive purposes.  For example, they may be used to cartelize an industry or prevent 

entry, or otherwise harm rivals by raising rivals’ costs.”171    

125. Exclusive dealing is a vertical restraint in which “a manufacturer prevents its 

distributors from selling competing brands.”172  Typically, under exclusive dealing, firms 

compete for the right to be the exclusive supplier or seller of a product to a specific customer.  

Although a particular retailer or distributor may carry just a single manufacturer’s product, 

consumers obtain the benefit of competition among competing manufacturers to obtain the 

exclusive supply contract.  Consumers may also obtain the benefits from competing retailers or 

distributors, even if each one sells exclusively the products manufactured by just one of multiple 

competing suppliers. 

126. As is the case generally with vertical restrictions, exclusive dealing arrangements 

can be efficient and can foster competition.  They can prevent “free riding” that discourages 

manufacturers or retailers from investing in promotion and other output enhancing activity.173  

For example, an exclusive supply contract may allow a manufacturer to invest in promoting a 

retailer’s sales or service, which may allow the manufacturer to more effectively compete against 

other manufacturers selling through other retailers.  If the retailer, instead, sold the brands of 

many manufacturers, then, should any single manufacturer invest resources in promoting the 

retailer’s sales or service, consumers attracted to the retailer by the manufacturer’s promotional 

activities could, once in the retailer’s store, purchase a brand of the product produced by a 

competing manufacturer, but sold by the same retailer.  In this case, the manufacturer providing 

the promotional activities would be essentially providing free promotion to his competitor.  To 

                                                 
171 Ibid., p. 429 (footnote and chapter reference in original is omitted). 
172 Ibid., p. 672. 
173 Ibid., p. 424. 
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avoid doing so, the manufacture may choose to forgo otherwise economically efficient 

promotional activities.174   

127. Exclusive dealing can also create incentives for retailers to be more 

knowledgeable about a manufacturer’s products and better promote and service their sales.175 

128. Just as a vertical contract can be thought of as a somewhat less restrictive form of 

vertical merger, a “restrictive” supply contract can be thought of as a somewhat less restrictive 

form of an exclusive supply contract.  A restrictive supply contract may not outright preclude the 

purchase of an input from one of the supplier’s competitors, the restrictions impose costs or 

otherwise create incentives for the input buyer to purchase exclusively from the contracted 

supplier.  Thus, though not literally exclusive dealing, to the extent that both forms of supply 

contract achieve the same end, the economic analysis of “restrictive” dealing is essentially the 

same as that of exclusive dealing.   

129. Although restrictive dealing may benefit competition, it, like other vertical 

restraints, may also be used to enhance or maintain market power.  Restrictive dealing can raise 

barriers to entry by raising distribution costs.  As Carlton and Perloff note, “[A]n incumbent can 

make it difficult or impossible for a rival to enter by tying up scarce distribution channels.  

Exclusive dealing is one way for manufacturers to tie up distribution.”176  Entry is particularly 

difficult when economies of scale require an entrant to obtain a certain level of output in order to 

reach minimum efficient scale.  In such a case, an incumbent manufacturer does not need to “tie 

up” all distributors through restrictive arrangements, just enough that any manufacturer 

                                                 
174 Ibid. 
175 Ibid., p. 419. 
176 Ibid., p. 430.  Carlton and Perloff also note that this sort of strategic behavior can only work if channels 

of distribution are limited.  As I discuss below, water works distributors are essentially the only channel through 
which Fittings are sold. 
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attempting to enter would not be able to obtain sufficient distribution services necessary to 

manufacture and sell that quantity of output required to reach the minimum efficient scale of 

production.177 

130. The economic concept of “barrier to entry” has had a somewhat controversial 

history in its application to antitrust.  McAfee, Mialon, and Williams defined what they called an 

“economic barrier to entry” as “a cost that must be incurred by a new [sic] entrant and that 

incumbents do not or have not had to incur.”178  However, antitrust analysis and enforcement 

policies focus strictly on how merger- and non-merger-related business practices affect 

consumers and consumer welfare.  Accordingly, even if, in the long-run, any firm can replicate 

what incumbents have done and enter the market, if consumers are materially injured during that 

intervening period by a diminution of competition, the business practice is deemed 

anticompetitive.  

131. The focus of antitrust analysis on consumer welfare gives rise to a more broadly 

defined concept of an entry barrier, what McAfee et al. refer to as an antitrust barrier to entry, 

“a cost that delays entry and thereby reduces [consumer] welfare relative to immediate but 

                                                 
177 Thousands of different sizes and shapes of Fittings may be used in waterworks projects, but only 100 

fittings account for 80 percent of the Fittings sold in the United States and less than 300 fittings account for more 
than 90 percent (see McWane-007527).  Accordingly, even when rarely used sizes and shapes are manufactured as 
needed, fixed warehouse and inventory costs for both fittings and the patterns used to make molds for the fittings 
will add to economies of scale in production.   Nonetheless, increased production also may significantly lower costs 
as a firm grows from a relatively small manufacturer to a larger manufacturer.  Greater production levels make the 
use of the most efficient equipment more economical; accordingly, as the scale of production grows, costs decline 
through the adoption of more efficient production equipment (Interview with Charles Frazier, May 25, 2012).  For 
further discussion of anticompetitive exclusive contracts see, Rasmusen, Eric B., J. Mark Ramseyer, and John S. 
Wiley, Jr., “Naked Exclusion,” American Economic Review, December 1991, pp. 1137 – 1145; Segal, Ilya R. and 
Michael D. Whinston, “Naked Exclusion:  Comment,” American Economic Review, March 2000, pp. 296 – 309; and 
Simpson, John and Abraham L. Wickelgren, “Naked Exclusion, Efficient Breach, and Downstream Competition,” 
American Economic Review, September 2007, pp. 1305 – 1320. 

178 McAfee, Preston R., Hugo M. Mialon, and Michael A. Williams, “What Is a Barrier to Entry?,”  The 
American Economic Review, 94, Papers and Proceedings of the One Hundred Sixteenth Annual Meeting of the 
American Economic Association, San Diego, CA, January 3-5, 2004 (May, 2004), pp. 461-465.  
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equally costly entry.”179  The effect of the singular role of consumer welfare on the concept of 

barriers to entry is further noted by Richard Schmalensee, “I argue that U.S. antitrust is 

concerned with consumers’ surplus, not overall economic welfare, and that this choice of 

objective has important implications for the proper definition and assessment of ‘antitrust 

barriers to entry’. . . .”180 

132. Accordingly, a business practice that delays efficient entry creates an antitrust 

barrier to entry that may result in harm to consumers.181  If, absent the business practice, the 

output of an entrant would grow more quickly than otherwise, allowing the entrant to attain a 

minimum efficient scale sooner, then the competitive impact of the entrant on prices and, 

consequently, on consumer welfare, will be achieved sooner.  By impeding the ability of the 

entrant to grow sales, such a business practice ensures that consumers pay higher prices for 

longer periods of time.182   In addition, if adoption of the most efficient production methods 

requires achieving a minimum scale, then business practices that impede the growth of an entrant 

and hence represent an antitrust barrier to entry, harm consumers further by delaying the 

                                                 
179 McAfee et al., p. 463.  McAfee et al. define an antitrust barrier to entry as reducing “social” welfare, 

which is what economists generally are concerned with, but not antitrust enforcement policies.  The key distinction 
between an antitrust barrier to entry and an economic barrier to entry is not affected by the specific concept of 
welfare in this context, however.  The economic barrier to entry concerns the long-run ability of a firm not currently 
operating in a market to do so in reaction to the presence economic profits.  In contrast, an antitrust barrier to entry 
is a short-run concept.  It concerns factors that delay entry and, therefore, allow mergers or other business practices 
to raise prices above those that would prevail in their absence, imposing costs on consumers that lower consumer 
welfare even if entry forces prices to return to otherwise  prevailing levels in the long-run.  

180 Schmalensee, Richard, “Sunk Costs and Antitrust Barriers to Entry,” The American Economic Review, 
94, Papers and Proceedings of the One Hundred Sixteenth Annual Meeting of the American Economic Association, 
San Diego, CA, January 3-5, 2004 (May, 2004), pp.  471-475, p. 471.  

181 An antitrust barrier to entry is expected to prevent market forces from deterring anticompetitive effects. 
Thus, de minimis delays in entry are not relevant for antitrust purposes.   By efficient entry, I am referring to entry at 
a minimum efficient scale that allows consumers to obtain the maximum benefits possible from entry.  If immediate 
entry can occur, but only at a scale too small to be competitively significant because a business practices delays the 
ability of an entrant to obtain the minimum efficient scale, then post-entry, prices will remain high. 

182 Under the Horizontal Merger Guidelines, for example, an entrant facing constraints that limit its 
competitive effectiveness or prevent rapid expansion will not meet the “sufficiency” requirement for entry to be 
viewed as easy. 
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entrant’s adoption of lower-costs methods of production.  With higher costs than otherwise, the 

ability of the entrant to lower its prices, expand its output, and compete more vigorously with 

incumbent firms is constrained, further harming consumers.  

 B. The Need For Distribution Services Affects Entry in the MA Fittings Market 
 

133. Wholesale waterworks distributors provide services that are crucial to the success 

of a Fittings supplier.  Waterworks distributors operate locally, either as independent local 

companies, regional companies with multiple local branches, or large national companies with 

local branches throughout the country.  Through local operations and the provision of other 

services, waterworks distributors provide substantial benefits to Fittings suppliers, benefits that 

substantially lower suppliers’ costs.183  Distributors are compensated for these services through 

their margin on the fittings product.  

134. Each local waterworks distribution operation maintains inventories to service 

local contractors and municipalities.  This reduces the working capital required of Fittings 

suppliers and reduces the substantial investments in local warehouses and distribution facilities 

that suppliers would require if they sold directly to all of the many local contractors that 

construct, expand, and repair waterworks plants and transportation systems for cities and 

counties throughout the country.184 

135. Distributors also lower supplier’s costs by handling billing and invoicing to local 

contractors and municipalities,185 and assume the credit risk from dealing with local contractors.  

                                                 
183 McCutcheon IH, October 12, 2010, pp. 41– 42; Bhutada IH, October 12, 2010, pp. 9-15, 19-20; TU-

FTC-0024813 – 815, p. 815; Tatman IH, July 21, 2010, p. 72; McCullough IH, August 12, 2010, pp. 75-78; Pais IH, 
July 23, 2010, pp. 42- 43.  

184 Ibid. 

 
185 Sheley IH, January 11, 2011, p. 120.   
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136. Waterworks distributors supply contractors and municipalities with a full range of 

products required for the construction of clean water or sewage treatment plants and clean water 

or sewage transportation pipelines.  The products they supply include ductile iron pipes, fittings, 

valves, fire hydrants, and accessories, as well as steel and plastic waterworks products and other 

miscellaneous products used in the construction and maintenance of waterworks projects.     

137. Accordingly, one important service provided by a waterworks distributor that 

benefits both the distributor’s customers and its Fittings suppliers is the provision of “one-stop-

shopping” to contractors and municipalities.186  Because the distributor packages bundles of 

different types of products made from different materials for sale to contractors and 

municipalities, manufacturers and import suppliers of waterworks products do not need to 

provide this service themselves.  They can specialize in one or more related line of waterworks 

products and not necessarily be at a competitive disadvantage relative to a manufacturer or 

import supplier with a more diverse line of different products made from different materials.  A 

supplier of Fittings, for example, may use the services of a waterworks distributor to sell its 

Fittings alongside ductile iron, PVC, and HDPE pipes or other products manufactured or 

imported by other firms.   Accordingly, a Fittings supplier does not need to manufacture, import, 

or purchase ductile iron, PVC, or HDPE pipes to package with its Fittings, and it may even 

realize certain efficiencies from specialization that it could not obtain (or avoid certain costs 

from diversification that it might incur) if it were to try to diversify into the supply of 

waterworks products made from PVC, HDPE, or other materials with which it has no history or 

experience. 

                                                 
186 McCutcheon IH, October 12, 2010, pp. 41- 42; Bhutada IH, October 12, 2010, pp. 19-20. 
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138. Thus, the services of waterworks distributors are a vital input into the supply of 

Fittings.  Without the benefits provided by waterworks distributors, the costs of participating in 

the domestic manufacturing of Fittings, or in the supply of imported Fittings, could well be 

substantially higher than they are now.   

139. If a Fittings supplier were prevented from obtaining the services of distributors 

outright, it would face an absolute, long-term “economic barrier to entry.”  Moreover, a business 

practice that limits an entrant’s access to distributors will limit the ability of the firm to sell its 

products and grow its business.   Accordingly, even if access to distribution is not blocked 

absolutely, an incumbent’s business practice that limits an entrant’s access to distributors will 

delay the entrant’s ability to grow its sales to the point to which it can have a significant 

competitive impact on the market.   

140. In addition, by constraining the ability of an entrant to grow its sales, such a 

business practice could significantly delay the point in time at which an entrant will obtain the 

scale necessary to adopt the most efficient production processes, to the extent that efficient 

production technologies require a minimum scale of production to implement.   In either or both 

cases, actions by incumbent firms that limit an entrant’s access to distribution create an antitrust 

barrier to entry.  Consequently, consumers are harmed by having to pay higher prices for longer 

periods of time than otherwise. 

 C. McWane Used Its Monopoly Power to Restrict Star’s Access to Distribution 
for Its MA Fittings 

 
141. McWane executives have testified that, before 2009, waterworks projects that 

required domestically manufactured Fittings represented approximately 15 to 20 percent of its 

sales.187  In February 2009, in the midst of what some commentators have called “the Great 

                                                 
187 See footnote 155; Tatman IH, July 21, 2010, p. 47. 
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Recession,” Congress passed the ARRA, which allocated approximately $840 billion to spur 

economic growth and end the recession,188 and included allocations totaling $7.4 billion for 

waterworks projects.189  These funds, however, could be used for waterworks projects only if the 

iron, steel, and manufactured goods used in these projects were made in America.190 

142. The record indicates that the executives of McWane, Sigma, and Star anticipated 

that the ARRA’s MA requirement could have a significant impact on both McWane’s domestic 

and imported Fittings sales.191  As the sole manufacturer of MA Fittings, McWane would be the 

only Fittings supplier that could offer a full line of imported and domestic Fittings.  McWane, 

Sigma, and Star believed that McWane could leverage its business relationships with distributors 

purchasing MA Fittings from McWane to increase its sales of imported Fittings for projects that 

did not require that fittings be made in America.192  Thus, McWane’s position as a monopoly 

supplier of MA Fittings could create unique opportunities for it to sell more of its imported 

                                                 
188 http://www.recovery.gov/Transparency/fundingoverview/Pages/fundingbreakdown.aspx .  Originally, 

ARRA  expenditures were estimated as $787 billion.  This figure was revised to $840 billion in 2011. 
189 The ARRA allocated $4 billion to the Environmental Protection Agency (“EPA”) Clean Water State 

Revolving Fund and $2 billion for grants under section 1452 of the Safe Drinking Water Act  (see PUBLIC LAW 
111–5—FEB. 17, 2009; 123 STAT. p. 169).  The ARRA also allocated an additional $1.4 billion for the cost of 
direct loans and grants for the rural water, waste water, and waste disposal programs authorized by sections 306 and 
310B and described in section 381E(d)(2) of the Consolidated Farm and Rural Development Act  (PUBLIC LAW 
111–5—FEB. 17, 2009; 123 STAT. page 118).  

190 The ARRA allows for fund recipients to seek a waiver on the made in America provisions, but only 
when:  1.) Iron, steel, and manufactured goods are not produced in the United States in sufficient and reasonably 
available quantities and of a satisfactory quality; 2.) Inclusion of iron, steel, and manufactured goods produced in the 
United States will increase the cost of the overall project by more than 25 percent; or 3.) Applying the Buy 
American requirements of ARRA would be inconsistent with the public interest. (See United States Environmental 
Protection Agency, Memorandum From James A. Hanlon, Director, Office of Wastewater Management and Cynthia 
C. Dougherty, Director, Office of Ground Water and Drinking Water To Water Management Division Directors, 
April 28, 2009, p. 4. 

191 McCutcheon IH, October 12, 2010, pp. 101 – 107; SIG-0008050- 8057, p. 8053; SIG-0006431-6433, p. 
6432 (Buy American “is a very serious and unexpected handicap and the problem will only get worse as our 
distributors will align themselves with McWane (the sole domestic fittings supplier) to retain their ability bid on the 
domestic only jobs.  In the process of this alignment, we may lose a portion of the market that is not restricted to 
domestic simply because McWane will demand a larger share of the business.”); see Tatman IH, July 21, 2010, pp. 
154-157. 

192 Ibid. 
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Fittings through expanded business relationships with distributors.193  Any expansion of 

McWane’s sales of imported (or blended) Fittings that it would obtain on account of its position 

as the only domestic manufacturer of Fittings would represent sales lost by Sigma, Star, and 

fringe importers. 

143. The ARRA, therefore, created an incentive for Sigma and Star to enter into 

domestic production of Fittings, and both companies took steps to study and consider domestic 

entry.  McWane also analyzed the implications of supplying their competitors with MA Fittings 

and the possibility that Star or Sigma might enter the domestic market.  But as late as May 2009, 

McWane remained confident in its position as the monopoly supplier of MA Fittings, as 

reflected in a May 29 email from McWane’s VP and General Manager for its Fittings business, 

Rick Tatman, to his boss,  Leon McCullough, in which Tatman wrote, “Regardless of whether 

we structure a relationship with Sigma, Tyler/Union [i.e., McWane] would remain the only true 

viable source of domestically produced DWIF 3” – 24” . . . .”194   

144. On June 15, 2009, Star announced the introduction of their “new American Made 

line of Waterworks Fittings . . .”195  at the annual convention of the American Water Works 

Association.   McWane executives expressed considerable apprehension over the prospect of 

Star entering the MA Fittings market.  In an e-mail to Rick Tatman shortly after Star’s 

announcement of its entry, McWane Senior Vice President Thomas Walton wrote, “Whether we 

end up with Star as a complete or incomplete domestic supplier my chief concern is that the 

domestic market gets creamed from a pricing standpoint just like the non-domestic market has 

                                                 
193 See Tatman IH, July 21, 2010, pp. 154-157. 
194 TU-FTC-0031766 – 31767, p. 31766.  Mr. Tatman’s use of DWIF in this context is a typographical 

error.  Mr. Tatman uses the acronym DIWF for “ductile iron waterworks fittings,” which are the same as “ductile 
iron pipe fittings.” 

195 See Q002SP0000395 – 396; TU-FTC-0031773 – 31774; and SIG-0029504 – 29505. 
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been driven down in the past. That would dramatically affect our profit potential.”196  Mr. 

Tatman replied, “If their [i.e., Star’s] claims are ahead of their actual capabilities we need to 

make sure that they don’t reach any critical market mass that will allow them to continue to 

invest and receive a profitable return.  The difficulty and expense of doing so is somewhat 

proportional to their product availability and supply costs both of which we have yet to get hard 

data on.”197  McWane was bent on preventing Star’s entry into the MA market in part because 

“Star would not be a responsible competitor. . . .”198 

145. On September 22, 2009, before Star began shipping its domestic Fittings, 

McWane announced that effective October 1, 2009 it was implementing a new domestic fitting 

and accessory program.199  The program required any waterworks distributor that wished to sell 

McWane domestic Fittings and accessory products “to fully support McWane branded products 

for their domestic fitting and accessory requirements.”200  Distributors that failed to purchase 

only McWane domestic fittings (i.e., to “fully support” McWane domestic products) “may forgo 

participation in any unpaid rebates for domestic fittings and accessories” or face delays in 

shipments of as many as 12 weeks.201 

146. McWane carefully wrote the program announcement with the words “may” and 

“or,” and there was a mix of interpretations McWane’s announcement in the marketplace; but 

McWane itself concluded that “the market has interpreted the communication in the more hard 

                                                 
196 TU-FTC-0031436 – 31437, p. 31436 (emphasis added). 
197 TU-FTC-0255547 – 255548, p. 255547 (emphasis added). 
198 McWane-000264, slide 4. 
199 TU-FTC-0010345. 
200 Ibid. 
201 Ibid. 
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line “will” sense.”202  And that, apparently, is how McWane wanted its program announcement 

to be understood.  In fact, McWane told its sales representatives to quietly convey just that 

message to its distributors: “What are we going to do if a customer buys Star domestic?  We are 

not going to sell them our domestic ... Once they use Star, they can’t EVER buy domestic from 

us.”203 

147. Almost immediately after the release of the September 22, 2009 announcement by 

McWane of its “full support” program, distributors that had already requested quotes from Star 

for domestic Fittings withdrew their requests and told Star that they were no longer interested in 

purchasing domestic Fittings from the company.204  Ramesh Bhutada testified that before 

McWane’s announcement, it had received requests for quotes for domestic fittings worth 

approximately $10 million.205  The requests were from the two largest waterworks distributors in 

the country, HD Supply and Ferguson, important regional distributors, such as members of TDG, 

Mainline, and Winwater, and a variety of independent waterworks distributors.206  Other 

distributors have testified that they had intended to purchase some of their domestic fittings 

requirements from Star, but after McWane’s announcement, they decided not to submit requests 

for quotes from Star.207 

                                                 
202 TU-FTC-0255188 – 255192, p. 255189. 
203 TU-FTC-0240054-056, p. 055; Pitts IH, October 29, 2010, pp. 76-79, 137-139. 
204 Bhutada Deposition, May 14, 2012, pp. 79-80, 87; E00000787; Q007SP0000118-119; Q011SP0000279; 

McCutcheon Deposition, May 16, 2012, pp. 245-246; HDSWW001395; Webb IH, November 19, 2010, pp. 198-
199; Thees Deposition, June 1, 2012, p. 77; Berry Deposition, June 1, 2012, pp. 131-133. 

205 Bhutada Deposition, May 14, 2012, pp. 79-80. 
206 Ibid., at p. 80; Tatman IH, July 21, 2010, pp.267,  278-279; Bhutada Deposition, May 14, 2012, pp. 79-

80, 87; E00000787; Q007SP0000118-119; Q011SP0000279; McCutcheon Deposition, May 16, 2012, pp. 245-246; 
HDSWW001395; Webb IH, November 19, 2010, pp. 198-199; Thees Deposition, June 1, 2012, p. 77; Berry 
Deposition, June 1, 2012, pp. 131-133. 

207 Sheley Deposition, April 24, 2012, p. 135; Prescott Deposition, May 8, 2012, p. 113; Sheley IH, January 
11, 2011, pp. 96-97, 142; Morrison IH, February 2, 2011, pp. 72-76, 83-85; Thees IH, November 16, 2010, pp. 160-
163. 
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148. On September 23, 2009, HD Supply, the largest waterworks distributor in the 

country, sent a memorandum to all of its district managers, branch managers, and operations 

managers instructing them to only buy MA Fittings from McWane or Sigma.208  Ferguson, the 

second largest distributor in the country also instructed its district managers and branches to 

purchase MA Fittings from only McWane and Sigma.209  Together HD and Ferguson distribute 

approximately 50 percent of the Fittings sold in the United States.210 

149. With HD Supply, Ferguson, and regional distributors such as members of TDG, 

Winwater, and Mainline abiding by McWane’s “full support” program, McWane denied Star 

access to a large portion of the market, and likely among the most efficient means of distribution, 

the large U.S. and regional, multi-branch distributors.211 

150. Hajoca experienced the full impact of McWane’s “full support” policy.  Hajoca 

has a unique business model.  Each of its local branches operates as if they were a local 

company, with the local manager having the same responsibilities that the owner of a local 

business would have.212  Hajoca uses this business model not just for its waterworks distribution 

business, but for a variety of businesses it owns, all of which have the characteristic of requiring 

local operations to provide service in local markets.213  Accordingly, Hajoca’s branch managers 

in its waterworks distribution business had full responsibility for the branch, including choosing 

suppliers.214 

                                                 
208 HDSWW001395. 
209 Thees Deposition, June 1, 2012, p. 77. 
210 Thees IH, November 16, 2010, pp. 87-88. 
211 See Ibid. at pp. 89-92; see also McCutcheon IH, October 12, 2010, pp. 49-55. 
212 Pitts IH, Oct. 29, 2010, pp. 68-70; HAJ000043. 
213 Hajoca’s other businesses include residential and commercial plumbing, heating and air condition sales 

and service, pool suppliers, and industrial pipe, valves and fittings.  See www.hajoca.com.  
214 Pitts IH, October 29, 2010, p. 68-70; HAJ000043. 
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151. Hajoca refused to alter its business model after McWane announced its “full 

support” program.215  At that time two Hajoca locations needed MA Fittings.  One was in 

Oklahoma and the other in Pennsylvania.216  Historically the Pennsylvania branch had purchased 

all of its fittings from McWane because McWane was the only supplier of domestic fittings and 

in Pennsylvania state law requires the use of domestically produced iron and steel products for 

all public construction, repair, and maintenance projects.217  

152. The Hajoca Oklahoma branch decided to purchase domestic fittings from Star.  

McWane then informed Hajoca that they would be cut-off and lose their rebate for domestic 

fittings if they did not comply with the “full support” program.218  Hajoca stood by its own 

corporate policy to allow individual branches to choose their suppliers.219 

153. McWane then informed Hajoca that their branches no longer had access to their 

domestic line of fittings.  Hajoca negotiated with McWane to allow any outstanding orders for 

domestic fittings from the Pennsylvania branch to be placed by December 4, 2009.220  McWane 

allowed a little leeway on the date, but no new orders were allowed after approximately 

December 23, 2009.221  McWane also instructed Sigma not to sell MA Fittings to Hajoca, as 

                                                 
215 Pitts Deposition, April 11, 2012, p. 24. 
216 HAJ000055-56. 
217 Pitts IH, October 29, 2010, p. 57. 
218 HAJ000058-59. 
219 Pitts IH, October 29, 2010, pp. 68-70. 
220 HAJ000046. 
221 Roy Pitts testified that McWane gave an extension of “a week or two” after Rick Tatman returned from 

China (December 9,2010), which would have extended the date out to about December 23, 2009.  Pitts IH, October 
29, 2010, pp. 123-124. 
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required by the MDA.222  In addition to cutting off its MA Fittings to all Hajoca branches, 

McWane withheld the Hajoca’s fourth quarter 2009 domestic rebate for fittings.223 

154. Hajoca did not regain access to McWane MA Fittings until the following April.224  

McWane ultimately relented and supplied Hajoca branches, except the Oklahoma branch, with 

MA Fittings even though the Oklahoma branch continued to buy from Star.  Nevertheless, 

Hajoca was denied MA Fittings from McWane for the period of time during which ARRA 

funded waterworks projects were at their peak.225  

155. Groeniger & Company is a family-owned waterworks distribution company that 

operated nine branches before being acquired by Ferguson in 2011.226  Michael Groeniger, the 

former owner of Groeniger & Company, testified that before McWane’s September 22, 2009 

announcement of its “full support” policy for domestic fittings, Groeniger awarded two big 

domestic-only projects to Star.227  Mr. Groeniger testified that Star handled these jobs very well, 

and that he was pleased with the quality of Star’s service.228  Shortly after the McWane policy 

came out, McWane raised its price on a municipal contract Groeniger had with San Jose Water 

Company.229  McWane imposed its price increase despite the traditional industry practice of 

                                                 
222 TU-FTC-0257648-49. 
223 HAJ000045. 
224 Pitts Deposition, April 11, 2012, pp. 155-158; HAJ00001. 
225 See Figure 1.  McWane ultimately relented and settled its dispute with Hajoca.  McWane may not 

thereafter have punished other distributors that purchased Star MA Fittings as harshly.  This could be explained by 
two factors:  First, by no later than the end of January 2010, approximately one month after cutting-off Hajoca, 
McWane knew of the FTC’s investigation in this matter (Mr. Tatman sent McWane executives a presentation for 
use as a reference during a February 24, 2010 conference call with FTC staff, McWane-007527 and McWane-
007526.  The presentation was first created on January 29, 2010).  Second, McWane wanted compliance with its 
policy—not to have violators who they must punish.  One well-publicized punishment of a well-known firm can 
have a substantial deterrence effect on others, reducing the likelihood that they will violate the policy.  

226 Groeniger Deposition, May 11, 2012, p. 125.  
227 Ibid., pp. 217-218. 
228 Ibid., pp. 224-225. 
229 Ibid., p. 95. 
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honoring any municipal contracts already in place at agreed upon prices.230   Although McWane 

ultimately lowered its price, for six months Groeniger, was forced to pay higher than previously 

agreed-upon prices to service the San Jose contract.231 

156. To Groeniger, McWane’s “full support” policy, and the threats implied by it, was 

not unlike a similar policy that McWane had imposed in the 1980’s.232  Mr. Groeniger testified 

that back in the 80s, McWane had cut Groeniger off from supply for at least a year and possibly 

as many as three.233  McWane wanted Groeniger to purchase more of its products, and when 

Groeniger didn’t increase its purchases, McWane cut them off.234  

157. At the time that McWane announced this domestic program, it sold virtually 100 

percent of domestically manufactured Fittings.  Any distributor hoping to supply Fittings for a 

waterworks project funded with ARRA grants or loan guarantees had to purchase from McWane 

at that time.  Accordingly, at that time and continuing until Star was well-positioned to satisfy 

substantially all of its needs, any distributor that purchased Star Fittings that could have been 

purchased from McWane would incur substantial risks.  If a distributor had to wait for months 

for a McWane shipment after having purchased domestic Fittings from Star, the delay could 

severely harm its business relationship with a contractor.  Accordingly, distributors have testified 

that they viewed McWane’s September 22, 2009 program announcement as essentially a 

McWane imposed exclusive distribution requirement.235  

                                                 
230 Ibid., pp. 92-93. 
231 Ibid., p. 94. 
232 Ibid., pp. 102-104. 
233 Ibid., p. 106.  Mr. Groeniger testified, “Year, two years.  Maybe three.” 
234 Ibid., p. 104. 
235 HDSWW001395; Coryn Deposition, May 16, 2012, p. 114; Prescott Deposition, May 8, 2012, pp. 120-

121; Webb Deposition, May 30, 2012, pp. 93-94; Sheley Deposition, April 24, 2012, p. 165; Morton Deposition, 
May 30, 2012 pp. 144-146; USP-FTC_00000008-9; Berry Deposition, June 1, 2012, pp. 164-165. 
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158. By restricting Star’s access to distribution, McWane’s “full support” program 

would, as Mr. Tatman described, “make sure that they don’t reach any critical market mass that 

would allow them to continue to invest and receive a profitable return.”236  Although McWane’s 

“full support” program did not completely prevent Star from selling domestic Fittings, the 

evidence indicates that distributors that had expressed interest in buying considerable quantities 

of Star’s domestic Fittings before September 22, 2009 withdrew their requests shortly after this 

date on account of McWane’s new policy.237  Moreover, with HD Supply and Ferguson, which 

together account for approximately 50 percent of the sales of Fittings nationwide, informing their 

branches to not purchase domestic fittings from Star on account of the “full support” program, 

Star was denied access to a large share of the market.  With some of the larger regional 

distributors also being unwilling to purchase domestic fittings from Star’s access to the MA 

Fittings market was greatly limited, slowing its growth and lessening its ability to reach an 

efficient scale of production.  With higher costs and less output than otherwise, McWane’s “full 

support” policy lessened Star’s ability to compete with McWane.  As a result, prices were higher 

than otherwise and consumers were harmed.   

159. McWane has argued that an efficient rationale for its “full support” program was 

to avoid “free-riding” by Star and waterworks distributors that would allow Star to focus 

production on only the most popular fittings while taking advantage of McWane’s investments to 

obtain less popular fittings when necessary.238  The disingenuous nature of McWane’s “free 

                                                 
236 TU-FTC-0255547 – 255548, p. 255547. 
237 Bhutada Deposition, May 14, 2012, p. 79-80; E00000787; Q007SP000118-119; Q011SP0000279; 

McCutcheon Deposition, May 16, 2012, pp. 245-246; HDSWW001395; Webb IH, November 19, 2010, pp. 198-
199; Thees Deposition, June 1, 2012, p. 77; Berry Deposition, June 1, 2012, pp. 131-133. 

238 See “Memorandum of McWane, Inc. Responding to Commission Staff Questions Regarding the 
Competitiveness of the Ductile Iron Waterworks Fittings Market in the United States,” May 10, 2011 [White Paper 
submitted to the FTC Staff], p. 28 
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riding” rationale for its “full support” policy is evident by the fact that had “free riding” by Star 

and distributors been a legitimate concern, McWane could have eliminated any potential for it to 

occur in a much less restrictive, exclusionary and anticompetitive way.  Rather than requiring 

“full support” over a distributor’s entire purchases of domestic Fittings, McWane could have 

adopted a policy in which “full support” for its domestic products was required for any project in 

which any McWane Fittings was used.  Such a program would have eliminated any potential for 

free riding; yet, would have allowed Star to participate in any project through any distributor as 

long as it was willing and able to supply all domestic fittings specified, which it claimed it 

was.239  Such a policy would have ensured that Star or its distributors could not “cherry pick,” 

while not restricting Star’s access to the one input necessary for any manufacturer to enter the 

MA Fittings market:  distribution.  

160. McWane could implement its “full support” policy only because it had the 

monopoly power to do so.  Had McWane faced efficient competition by other incumbent 

manufacturers of Fittings, it could not have imposed such a restrictive dealing policy on 

distributors that would have been unwilling to voluntarily purchase domestic Fittings from only 

McWane.  If distributors felt harmed by McWane’s policy, they could have turned to another 

incumbent supplier of domestic Fittings, had any existed.   

161. Any distributor that wanted to only purchase domestic Fittings from McWane was 

always free to do so.  McWane chose to implement the policy even though the distributors would 

not have chosen to do so themselves.  Where economists find efficient exclusive (or restrictive) 

dealing, both parties benefit because these agreements are generally voluntarily agreed to.  A 

retailer may agree to stock only one brand of a product, but only because the manufacturer offers 

                                                 
239 TU-FTC-0250485.  
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the retailer a better deal than any other manufacturer of the product.  The manufacturer 

voluntarily agrees to charge the retailer less (or provide better service, or better quality, or other 

benefits to the retailer) because it gets the benefits from exclusivity, which may include not only 

sole access to the retailer’s customers, but also the retailer’s dedication and enthusiasm for the 

brand, promotion of the brand, better customer service, or any other “point of sale” benefits the 

retailer would have incentives to provide the manufacturer, if it were the only brand of the 

particular product that the retailer stocked.240 

162. Thus, it is not mere coincidence that McWane’s “full support” policy did not 

cover imported Fittings.  As discussed previously, Fittings is a homogeneous product.  If 

McWane had told distributors that they would lose unpaid rebates and have limited access to 

McWane’s products unless they provided “full support” to McWane’s imported Fittings, 

distributors could have easily purchased virtually identical Fittings supplied by Sigma, Star, or 

any number of the small fringe importers.  I strongly suspect that Sigma, Star, or any other 

importer would have been quite willing to make sales at McWane’s expense to distributors that 

were not willing to “fully support” McWane’s imported Fittings. 

163. Although Star has obtained some sales, these sales are far below its current ability 

to supply domestic Fittings, and not sufficient for it to obtain the scale necessary to justify the 

capital expenditures necessary to build or buy a cost-efficient foundry of its own.  Testimony 

from investigational hearings indicates that Fittings production faces significant economies of 

scale.  For example, McWane’s Leon McCullough testified: 

24 Q.    And what if the tonnage in the Union foundry 
25 went down to say 5,000 tons for a year? 
 

                                                 
240 Benjamin Klein and Andres Lerner, “The Expanded Economics of Free Riding: How Exclusive Dealing, 

Prevents Free-Riding and Creates Undivided Loyalty,” 74 Antitrust Law Journal, 474, 491-496 (2007). 
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1 A.    It would get extremely difficult. I mean, 
2 just -- all of a sudden you got to cover more fixed 
3   overhead. Your costs goes up. I mean, the more the 
4   industry shrinks, the more our business shrink; the more 
5  our cost goes up, the more uncompetitive we become, the 
6  fewer people we have working for us and the more people 
7  that are on the street, and I mean that’s a bad 
8  scenario.241 

 
McWane’s Richard Tatman concurred with Mr. McCullough, describing significant economies 

of scale in the production of Fittings: 

19 A.    The problem with the foundries, they’re all 
20  built to run a certain size. And if you go to Union 
21  Foundry, the meld operation is called a cupola. When 
22  you start it up, you got to run it. It’s set to put 
23  out so much -- so much iron there. We almost have 
24  to -- whether we run the plant, we almost have to run 
25  so many hours a shift, and we almost have to run so 
1  much equipment.242 

 
164. Thus, the testimony of McWane executives as well their statements in documents 

written during the course of business indicates both that the production of Fittings entails 

significant economies of scale and that the express purpose of imposing exclusive dealing on 

distributors was to “eliminate Star as a domestic supplier of fittings.”243  

165. Although McWane may not have (yet) eliminated Star from the domestic Fittings 

market, its “full support” program has delayed Star’s ability to enter the MA Fittings market with 

competitively significant sales.  Moreover, with the economies of scale necessary to obtain a 

minimum efficient size for its own foundry, Star could lower its costs significantly.  The scale to 

justify a foundry would allow Star to obtain the efficiencies offered by high-volume 

manufacturing equipment.  Equally important, it would enable Star to avoid the inefficiencies 

                                                 
241 McCullough IH, August 12, 2010, pp. 95–96. 
242 Tatman IH, July 21, 2010, pp. 61-62. 
243 McWane-017936. 
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caused by its continued use of others’ foundries to manufacture its MA Fittings.  These 

inefficiencies include, among other things, costs of identifying, negotiating with, qualifying, and 

maintaining and replacing multiple foundry-sources; increased quality control, logistical, and 

other costs of using multiple foundries located at distance from one another; and others.244   

166. By using its market power to impede Star’s growth, McWane also has managed to 

maintain a level of monopoly power that Star otherwise would have diminished.  Accordingly, 

the ultimate result of McWane’s use of its monopoly power to impose its “full support” policy 

has been to keep the prices of domestic Fittings manufactured for the MA Fittings market higher 

than otherwise and reducing consumer welfare. 

 D. Conclusion 
 

167. McWane’s “full support” program resulted in Star immediately losing sales by 

distributors fearing the loss of rebates and access to McWane’s MA Fittings.  HD Supply and 

Ferguson, the two largest distributors in the country, and other distributors refused to purchase 

MA Fittings from Star as a direct result of the “full support” policy.  By denying Star the 

services of distributors that represented such a large share of the U.S. market, McWane erected a 

barrier to entry the  impeded Star’s growth and its ability to most efficiently manufacture MA 

fittings.  

168. McWane could not have imposed a “full support” policy without its exercising 

monopoly power.  By implementing its “full support” policy, McWane has been able to maintain 

monopoly power for longer than otherwise, resulting in higher prices than otherwise. 

                                                 
244 Bhutada Deposition, May 14, 2012, pp. 73-75, 126-131. McCutcheon Deposition, May 16, 2012, pp. 

141-142. 
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169. By impeding Star’s access to distribution and thereby its growth, McWane’s “full 

support” program lowered the degree of competition that otherwise would have existed between 

McWane and Star.  The result was higher prices and lower consumer welfare. 
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V. McWane Entered the MDA to Eliminate Risk of Independent Sigma Entry; Had 
Sigma Entered, Competition Would Have Been Enhanced 
 

170. McWane entered the MDA with Sigma to eliminate the risk that Sigma would 

enter into the MA Fittings market as Star was doing.  Had Sigma entered independently, 

competition would have been enhanced, and consumer welfare increased. 

171. After passage of the ARRA, Sigma assured its customers that it would be able to 

supply them with domestic Fittings.245   McWane reacted by weighing the risk of independent 

Sigma entry against supplying Sigma with its domestic Fittings, which McWane regarded as “a 

choice of evils as having more Domestic suppliers doesn’t really increase the size of the pie.”246  

On August 18, McWane’s Tatman wrote McWane VPs McCullough and Walton, saying he was 

“not picking up any strong sense that they [Sigma] have a strong alternate path at this point that 

they’d be willing to invest significant $ into.” 247  “As such,” Tatman advised, he would “not 

throw too much $ at this insurance policy [the MDA] . . . .”248  On September 17, apparently 

having concluded that the risk of Sigma investing in an alternate path justified the payment of 

some insurance premium, McWane entered the MDA with Sigma.249  

172. I have been asked by the staff of the Bureau of Competition to consider the 

competitive effects of the MDA under the assumption that Sigma would have entered into the 

MA Fittings market as a domestic manufacturer had the MDA not been signed.  Under this 

assumption, the MDA reduced competition in the MA Fittings market that otherwise would have 

lowered prices and increased consumer welfare. 

                                                 
245 Pais IH, July 23, 2010, pp. 140 - 145. 
246 TU-FTC-0258025. 
247 TU-FTC-0265821 – 827, p. 0265821. 
248 Ibid. 
249 SIG-00001-21 
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173. If Sigma would have entered into the domestic production of Fittings but for the 

MDA, then the MDA would not be characterized properly as a vertical supply agreement in 

which McWane acted as a supplier of domestic Fittings to a downstream distributor, Sigma.  

Instead, it would be a characterized properly as a horizontal agreement between McWane and 

Sigma that imposed significant restrictions on competition between the two companies. 

174. The MDA greatly restricted the prices at which Sigma could resell McWane’s 

domestic Fittings.   The MDA stated that Sigma could sell McWane’s domestic Fittings “at any 

price it deems appropriate [although] it is the unilateral policy of McWane not to appoint or 

continue any OEM distributor who resells McWane Domestic Fittings at a price less than 98% of 

McWane’s published pricing on a weighted average basis for all customers and items sold during 

any given quarterly period….”250  That is, Sigma could regularly discount McWane’s Fittings by 

no more than 2 percent below McWane’s published pricing, irrespective of market conditions, 

competition from Star for a specific project, or any other factor that might cause Sigma to offer a 

distributor a price more than 2 percent below McWane’s published prices.  The MDA also 

required Sigma to offer a rebate program of 8 percent or greater rebate to any customer that 

purchased more than $200,000 annually of McWane domestic Fittings or that stocked McWane’s 

domestic Fittings in the normal course of business.251   

175. The MDA not only controlled Sigma’s pricing, but also McWane’s.  Sigma 

expressly requested that the same rules on pricing and customers that the MDA required of it 

apply to McWane.252  Moreover, McWane sales managers and production executives explicitly 

requested their salespeople to abide by the restrictions placed on Sigma.  “We can’t be moving 

                                                 
250 SIG-00001 - SIG-00021, p. 00002. 
251 SIG-00001 - SIG-00021, p. 00002. 
252 SIG – 0003947. 

CX 2260-083

PUBLIC



 Confidential – Subject to Protective Order 

82 
 

domestic numbers with our MDA with Sigma.  We need to stay stable so let’s keep focused on 

what is happening out there.”253  “Sigma (and in theory Tyler Union [McWane]) is supposed to 

sell within 98% of the published levels.”254 

176. McWane recognized that having multiple suppliers of domestic Fittings would not 

significantly increase the overall size of the MA Fittings market, and that an increase in net 

tonnage of its sales of domestic Fittings for the MA Fittings market would be unlikely.255  The 

demand for fittings is derived from the demand for new sewage treatment plants or clean water 

treatment plants, or new or replacement water and sewage transportation systems.  With the price 

of fittings representing only 5 percent or so of the cost of waterworks projects, prices for Fittings 

could be well above competitive levels without having a significant effect on the demand for 

Fittings.   

177. At any given time, multiple suppliers of MA Fittings for use in ARRA projects or 

any other waterworks projects in which they are specified would have been competing for a 

share of a nearly fixed quantity of MA Fittings demanded for waterworks projects.  Star’s entry 

alone raised the concern that the domestic market would “get creamed from a pricing 

standpoint.”256  Had Sigma also entered the MA Fittings market prices would likely have fallen 

substantially below the prices McWane had commanded as the sole producer of MA Fittings.  

178. Thus, if Sigma had entered into the domestic production of Fittings rather than 

agreeing to the MDA, consumer welfare would have increased because of the enhanced degree 

                                                 
253 Tu-FTC-0245518 – 245519, p. 235518 (e-mail from Jerry Jansen to Greg Adams and Marla Drake, 

October 4, 2009) 
254 TU-FTC-0249663 (e-mail from Rick Tatman to Leon G. McCullough and Thomas Watson, December 

13, 2009). 
255 McWane-000264, slide 4. 
256 TU-FTC-0031436 – 31437, p. 31436 
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of competition in the MA Fittings market that Sigma’s entry would have engendered and the 

resulting lower prices.  

 

VI. Conclusions 
 

179. Based on my economic analysis, I conclude that Sigma, Star and McWane 

communicated with one another by a variety of methods for the purpose of “stabilizing” falling 

prices and raising prices to higher levels.  During certain periods of time Fittings prices increased 

as a result of this communication.  

180. I also conclude that McWane, Sigma, and Star formed DIFRA for the purpose of 

uncovering cheating and “stabilizing” falling prices. To achieve this end, executives from 

McWane, Sigma, and Star not only used information exchanged through DIFRA, but also 

communicated with each other. This communication led to McWane raising price upon receipt of 

the DIFRA data, a price increase that Sigma and Star followed.  

181. I further conclude that McWane used its monopoly power in the domestic 

production of Fittings to prevent or delay Star’s efficient entry into the MA Fittings market.  It 

accomplished this end by unilaterally imposing restrictive dealing on distributors, greatly 

diminishing Star’s access to distribution for its products.  By exercising its monopoly power in 

this way, I conclude that McWane was able to maintain monopoly power that otherwise would 

have been diminished by Star. 
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182. Lastly, I conclude that, based on the asslunption that SigIna would have entered 

the MA Fittings n1arket but for McWane's offer of the MDA, McWane and SigIna used the 

MDA to restrict discounting by both fin11s and to prevent the enhanced degree of cOlnpetitioll in 

the MA Fittings Inarket that SigIna's entry would have engendered. 

Respectfully sublnitted, 

oI~ 5:A.--
Laurence Schulnmu1, Ph.D. 
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 Subpoena Duces Tecum Issued to McWane (Modification), 2010-04-30 
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 Subpoena Duces Tecum Issued to Sigma (Modification), 2010-04-01 
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 McWane’s Answer to the Federal Trade Commission’s Administrative Complaint, 2012.02.02 
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 US EPA, Memorandum From James A. Hanlon, Director, Office of Wastewater Management and 

Cynthia C. Dougherty, Director, Office of Ground Water and Drinking Water To Water 
Management Division Directors, April 28, 2009 

 2012.02.09 Complaint in Water Line Supply v. McWane 
 2010 FTC/DOJ Horizontal Merger Guidelines 
 1997 FTC/DOJ Horizontal Merger Guidelines 
 H.R. 1, American Recovery and Reinvestment Act of 2009 (ARRA), Public Law 111-5, Feb. 17, 

2009 
 Ductile Iron Pipe Research Association, www.dipra.org, “About Ductile Iron Pipe,” 

http://www.dipra.org/benefits-of-dip/benefits-of-di-pipes/ 
 QIT-Fer et Titane Inc, Ductile Iron Data for Design Engineers, Revised and Reprinted (Montreal:  

Rio Tinto Iron & Titanium, Inc., 1998), available from metalwebnews.org/ftp/didata.pdf and The 
Ductile Iron Society (http://www.ductile.org/didata/default.htm) 

 http://www.awwa.org 
 http://www.census.gov/construction/c30/totpage.html 
 http://www.hajoca.com 
 http://www.nobelprize.org/nobel_prizes/economics/laureates/1994/press.html 
 http://www.recovery.gov/Transparency/fundingoverview/Pages/fundingbreakdown.aspx 
 HD Supply Interview (Jerry Webb and others), Elkridge, MD, April 12, 1012 
 Frazier and Frazier Interview (Charles Frazier), May 25, 2012 
 Star Pipe Interview (Rishi Bhutada), May 25, 2012 

 
 
Documents (Beginning Bates Number) Company 
ACIP000003 ACIPCO 
ACIP000018 ACIPCO 
ACIP000019 ACIPCO 
DIFRA-000496 DIFRA 
DIFRA-000497 DIFRA 
DIFRA-000498 DIFRA 
E00000787 Star Pipe 
E00002878 Star Pipe 
E00002879 Star Pipe 
E00006631 Star Pipe 
E00006633 Star Pipe 
E00006640 Star Pipe 
E00006642 Star Pipe 
E00007035 Star Pipe 
E00007132 Star Pipe 
E00014599 Star Pipe 
E00016058 Star Pipe 
E00017339 Star Pipe 
E00020779 Star Pipe 
E00020779 Star Pipe 
E00025630 Star Pipe 
E00026239 Star Pipe 
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E00044444  Star Pipe 
E00046819 Star Pipe 
E00047705 Star Pipe 
E00047705 Star Pipe 
E00047856 Star Pipe 
E00048297 Star Pipe 
E00063548 Star Pipe 
E00064106 Star Pipe 
E00064108 Star Pipe 
E00064110 Star Pipe 
E0010379 Star Pipe 
ESP00001138 Star Pipe 
ESP0001102 Star Pipe 
ESP0001105 Star Pipe 
ESP0001113 Star Pipe 
ESP0001122 Star Pipe 
ESP0001138 Star Pipe 
ESP0001468 Star Pipe 
ESP0001988 Star Pipe 
ESP0002164 Star Pipe 
ESP0002166 Star Pipe 
ESP0002168 Star Pipe 
ESP0002170 Star Pipe 
ESP0002172 Star Pipe 
ESP0002174 Star Pipe 
ESP0002176 Star Pipe 
ESP0002178 Star Pipe 
ESP0002185 Star Pipe 
ESP0002310 Star Pipe 
ESP0002578 Star Pipe 
ESP0002933 Star Pipe 
ESP0002937 Star Pipe 
ESP0002976 Star Pipe 
ESP0003012 Star Pipe 
ESP0003036 Star Pipe 
ESP0003054 Star Pipe 
ESP0003083 Star Pipe 
ESP0003092 Star Pipe 
ESP0003143 Star Pipe 
ESP0003145 Star Pipe 
ESP0004665 Star Pipe 
FEI-00000002 Ferguson 
FEI-00002420 Ferguson 
HAJ00001 Hajoca 
HAJ000043 Hajoca 
HAJ000045 Hajoca 
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HAJ000046 Hajoca 
HAJ000053 Hajoca 
HAJ000055 Hajoca 
HAJ000058 Hajoca 
HDSWW000001 HD Supply 
HDSWW000002 HD Supply 
HDSWW000005 HD Supply 
HDSWW000006 HD Supply 
HDSWW000008 HD Supply 
HDSWW000018 HD Supply 
HDSWW000019 HD Supply 
HDSWW000023 HD Supply 
HDSWW000031 HD Supply 
HDSWW000033 HD Supply 
HDSWW000035 HD Supply 
HDSWW000039 HD Supply 
HDSWW000042 HD Supply 
HDSWW000044 HD Supply 
HDSWW000048 HD Supply 
HDSWW000053 HD Supply 
HDSWW000054 HD Supply 
HDSWW000055 HD Supply 
HDSWW000056 HD Supply 
HDSWW000057 HD Supply 
HDSWW001395 HD Supply 
McWane-000002 McWane 
McWane-000044 McWane 
McWane-000053 McWane 
McWane-000057 McWane 
McWane-000061 McWane 
McWane-000098 McWane 
McWane-000149 McWane 
McWane-000177 McWane 
McWane-000263 McWane 
McWane-000264 McWane 
McWane-000353 McWane 
McWane-000367 McWane 
McWane-000387 McWane 
McWane-000423 McWane 
McWane-000449 McWane 
McWane-000668 McWane 
McWane-001199 McWane 
McWane-001295 McWane 
McWane-001337 McWane 
McWane-001338 McWane 
McWane-001339 McWane 

CX 2260-097

PUBLIC



Confidential – Subject to Protective Order 

96 
 

McWane-001532 McWane 
McWane-001564 McWane 
McWane-001623  McWane 
McWane-001633 McWane 
McWane-002051 McWane 
McWane-002053  McWane 
McWane-002057 McWane 
McWane-002058 McWane 
McWane-002061 McWane 
McWane-002063 McWane 
McWane-002065 McWane 
McWane-002123 McWane 
McWane-002124 McWane 
McWane-002125 McWane 
McWane-002346  McWane 
McWane-002357 McWane 
McWane-002441 McWane 
McWane-002443 McWane 
McWane-002537 McWane 
McWane-002545 McWane 
McWane-002660 McWane 
McWane-002693 McWane 
Mcwane-002701 McWane 
McWane-003527 McWane 
McWane-005120 McWane 
McWane-005127 McWane 
McWane-006982 McWane 
McWane-007396 McWane 
McWane-007403 McWane 
McWane-007404 McWane 
McWane-007408 McWane 
McWane-007420 McWane 
McWane-007472 McWane 
McWane-007526 McWane 
McWane-007527 McWane 
McWane-007528 McWane 
McWane-007636 McWane 
McWane-007642 McWane 
McWane-007647 McWane 
McWane-007654 McWane 
McWane-007658 McWane 
McWane-007661 McWane 
McWane-007663 McWane 
McWane-008871 McWane 
McWane-008877 McWane 
McWane-009447 McWane 
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McWane-009851 McWane 
McWane-010391 McWane 
McWane-013785 McWane 
McWane-013885 McWane 
McWane 014242 McWane 
McWane-014477 McWane 
McWane-014478 McWane 
McWane-014479 McWane 
McWane-014480 McWane 
McWane-014481 McWane 
McWane-014766 McWane 
McWane-014929 McWane 
McWane-015035 McWane 
McWane-017096 McWane 
McWane-017097 McWane 
McWane-017098 McWane 
McWane-017099 McWane 
McWane-017100  McWane 
McWane-017936 McWane 
McWane 018123 McWane 
McWane-018576 McWane 
McWane-018917 McWane 
McWane-018918 McWane 
McWane-018919 McWane 
McWane-018931 McWane 
McWane-018933 McWane 
McWane-020208 McWane 
McWane--021672 McWane 
McWane-021730 McWane 
McWane-021731 McWane 
McWane-021783 McWane 
McWane-021815 McWane 
McWane-021823 McWane 
McWane-021826 McWane 
McWane-022094 McWane 
McWane-024626 McWane 
McWane-025793 McWane 
McWane-026143 McWane 
McWane-049391 McWane 
McWane-080882 McWane 
McWane-081013 McWane 
McWane-083995 McWane 
McWane-083995  McWane 
McWane-114691 McWane 
McWane-123857 McWane 
McWane-184638 McWane 
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McWane-184638  McWane 
McWane-215911 McWane 
McWane-264005 McWane 
MESP0000334 Star Pipe 
MESP0000346 Star Pipe 
MESP0000405 Star Pipe 
MESP0000580 Star Pipe 
MESP0000590 Star Pipe 
MESP0000598 Star Pipe 
MESP0000729 Star Pipe 
MESP0002125 Star Pipe 
MESP0002842 Star Pipe 
MESP0003704 Star Pipe 
MESP0004043 Star Pipe 
MESP0005028 Star Pipe 
MESP0005162 Star Pipe 
MESP0005208 Star Pipe 
MESP0005560 Star Pipe 
MESP0006559 Star Pipe 
MESP0009348 Star Pipe 
MESP0010300 Star Pipe 
MESP0010381 Star Pipe 
MESP0010393 Star Pipe 
MESP0010418 Star Pipe 
MESP0010500 Star Pipe 
MESP0012118 Star Pipe 
MESP0012240 Star Pipe 
MESP0012240 Star Pipe 
Q001SP0000001 Star Pipe 
Q001SP0000971 Star Pipe 
Q002SP0000328 Star Pipe 
Q002SP0000347 Star Pipe 
Q002SP0000348 Star Pipe 
Q002SP0000351 Star Pipe 
Q002SP0000361 Star Pipe 
Q002SP0000385 Star Pipe 
Q002SP0000395 Star Pipe 
Q003SP0000070 Star Pipe 
Q003SP0000110 Star Pipe 
Q005SP0000002 Star Pipe 
Q006SP0000052 Star Pipe 
Q006SP0000111 Star Pipe 
Q006SP0000145 Star Pipe 
Q006SP0000147 Star Pipe 
Q006SP0000148 Star Pipe 
Q006SP0000789 Star Pipe 
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Q006SP0000791 Star Pipe 
Q006SP0000805 Star Pipe 
Q006SP0000810 Star Pipe 
Q006SP0000811 Star Pipe 
Q006SP0000818 Star Pipe 
Q006SP0000826 Star Pipe 
Q006SP0000832 Star Pipe 
Q006sp0000845 Star Pipe 
Q006SP0000853 Star Pipe 
Q006SP0000886 Star Pipe 
Q006SP0000890 Star Pipe 
Q006SP0000892 Star Pipe 
Q006SP0000897 Star Pipe 
Q006SP0000904 Star Pipe 
Q006sp0000907 Star Pipe 
Q006SP0000922 Star Pipe 
Q006SP0000922  Star Pipe 
Q006SP0000929 Star Pipe 
Q006SP0000933 Star Pipe 
Q006SP0000940 Star Pipe 
Q006SP0000950 Star Pipe 
Q006SP0000963 Star Pipe 
Q006SP0000964 Star Pipe 
Q006SP0000966 Star Pipe 
Q006SP0001021 Star Pipe 
Q0075SP0000316 Star Pipe 
Q007SP0000056 Star Pipe 
Q007SP0000056  Star Pipe 
Q007SP0000118 Star Pipe 
Q007SP000118 Star Pipe 
Q010SP0000067 Star Pipe 
Q010SP0000375 Star Pipe 
Q010SP0000390 Star Pipe 
Q010SP0000594 Star Pipe 
Q011SP0000002 Star Pipe 
Q011SP0000214  Star Pipe 
Q011SP0000220 Star Pipe 
Q011SP0000226 Star Pipe 
Q011SP0000237 Star Pipe 
Q011SP0000253 Star Pipe 
Q011SP0000276  Star Pipe 
Q011SP0000277 Star Pipe 
Q011SP0000279 Star Pipe 
Q011SP0000280 Star Pipe 
Q011SP0000282 Star Pipe 
Q011SP0000288 Star Pipe 
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Q011SP0000288  Star Pipe 
Q011SP0000292 Star Pipe 
Q011SP0000306 Star Pipe 
Q011SP0000315 Star Pipe 
Q011SP0000704 Star Pipe 
Q011SP0000706 Star Pipe 
Q012SP0000003 Star Pipe 
Q012SP0000026 Star Pipe 
Q012SP0000065 Star Pipe 
Q012SP0000479 Star Pipe 
Q014SP0000001 Star Pipe 
Q014SP0000137 Star Pipe 
Q014SP0000176 Star Pipe 
Q014SP0000196 Star Pipe 
Q014SP0000538 Star Pipe 
Q014SP0001173 Star Pipe 
SIG-00001 Sigma 
SIG-0000640 Sigma 
SIG-0000686 Sigma 
SIG-0000778 Sigma 
SIG-0000799 Sigma 
SIG-0000825 Sigma 
SIG-0001027 Sigma 
SIG-0001415 Sigma 
SIG-0001429 Sigma 
SIG-0001505 Sigma 
SIG-0001510 Sigma 
SIG-0001523 Sigma 
SIG-0001524 Sigma 
SIG-0001526 Sigma 
SIG-0001545 Sigma 
SIG-0001553 Sigma 
Sig-0001556 Sigma 
SIG-0001557 Sigma 
SIG-0001559 Sigma 
SIG-0001559 Sigma 
SIG-0001814 Sigma 
SIG-0002046 Sigma 
SIG-0002079 Sigma 
SIG-0002497 Sigma 
SIG-0002517 Sigma 
SIG-0002517 Sigma 
SIG–0002517  Sigma 
SIG-0002563 Sigma 
SIG-0002591 Sigma 
SIG-0002602 Sigma 
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SIG-0002611 Sigma 
SIG-0002627 Sigma 
SIG-0002680 Sigma 
SIG-0002793 Sigma 
SIG-0002815 Sigma 
SIG-0002863 Sigma 
SIG-0003123 Sigma 
SIG-0003149 Sigma 
SIG-0003150 Sigma 
SIG-0003184 Sigma 
SIG-0003213 Sigma 
SIG-0003224 Sigma 
SIG-0003227 Sigma 
SIG-0003508 Sigma 
SIG-0003947 Sigma 
SIG-0004963 Sigma 
SIG-0005011 Sigma 
SIG-0005229 Sigma 
SIG-0005602 Sigma 
SIG-0005624 Sigma 
SIG-0005644 Sigma 
SIG-0005750 Sigma 
SIG-0005839 Sigma 
SIG-0005856 Sigma 
SIG-0005899 Sigma 
SIG-0005974 Sigma 
SIG-0006049 Sigma 
SIG-0006230 Sigma 
SIG-0006230  Sigma 
SIG-0006431 Sigma 
SIG-0006592 Sigma 
SIG-0006769 Sigma 
SIG-0006850 Sigma 
SIG-0006852 Sigma 
SIG-0006973 Sigma 
SIG-0007076 Sigma 
SIG-0007142 Sigma 
SIG-0007771 Sigma 
SIG-0007852 Sigma 
SIG-0008015 Sigma 
SIG-0008049 Sigma 
SIG-0008050 Sigma 
SIG-0008065 Sigma 
SIG-0008133 Sigma 
SIG-0008179 Sigma 
SIG-0008207 Sigma 
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SIG-0008278 Sigma 
SIG-0008749 Sigma 
SIG-0008818 Sigma 
SIG-0009054 Sigma 
SIG-0009657 Sigma 
SIG-0009756 Sigma 
SIG-0009760 Sigma 
SIG-0009779 Sigma 
SIG-0009844 Sigma 
SIG-0009845 Sigma 
SIG-0009857 Sigma 
SIG-0009894 Sigma 
SIG-0009956 Sigma 
SIG-0009975  Sigma 
SIG-0010898 Sigma 
SIG-0011038 Sigma 
SIG-0011253 Sigma 
SIG-0013004 Sigma 
SIG-0013281 Sigma 
SIG-0014008 Sigma 
SIG-0014343 Sigma 
SIG-0014344 Sigma 
SIG-0014852 Sigma 
SIG-0016570 Sigma 
SIG-0016744 Sigma 
SIG-0016773 Sigma 
SIG-0016817 Sigma 
SIG-0017142 Sigma 
SIG-0017303 Sigma 
SIG-0018232 Sigma 
SIG-0018577 Sigma 
SIG-0018808 Sigma 
SIG-0019672 Sigma 
SIG-0019673 Sigma 
SIG-0020035 Sigma 
SIG-0022881 Sigma 
SIG-0023115 Sigma 
SIG-0023804 Sigma 
SIG-0023918 Sigma 
SIG-0025354 Sigma 
SIG-0025767 Sigma 
SIG-0025783 Sigma 
SIG-0025847 Sigma 
SIG-0025856 Sigma 
SIG-0026585 Sigma 
SIG-0026888 Sigma 
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SIG-0027588 Sigma 
SIG-0029504  Sigma 
SIG-0030706 Sigma 
SIG-0030709 Sigma 
SIG-0031214 Sigma 
SIG-0031373 Sigma 
SIG-0031590 Sigma 
SIG-0031981 Sigma 
SIG-0031982 Sigma 
SIG-0031983 Sigma 
SIG-0031984 Sigma 
SIG-0031985 Sigma 
SIG-0031999 Sigma 
SIG-0032461 Sigma 
SIG-0032491 Sigma 
SIG-0033417 Sigma 
SIG-0033569 Sigma 
SIG-0033686 Sigma 
SIG-0033693 Sigma 
SIG-0033698 Sigma 
SIG-0033713 Sigma 
SIG-0033723 Sigma 
SIG-0033727 Sigma 
SIG-0033727 Sigma 
SIG-0033753 Sigma 
SIG-0033768 Sigma 
SIG-0033851 Sigma 
SIG-0033854 Sigma 
SIG-0033863 Sigma 
SIG-0033880 Sigma 
SIG-0033889 Sigma 
SIG-0033893 Sigma 
SIG-0033895 Sigma 
SIG-0033899 Sigma 
SIG-0033927 Sigma 
SIG-0033929 Sigma 
SIG-0033939 Sigma 
SIG-0033947 Sigma 
SIG-0033950 Sigma 
SIG-0033951 Sigma 
SIG-0034036 Sigma 
SIG-0034050 Sigma 
SIG-0034210 Sigma 
SIG-0034406 Sigma 
SIG-0034420 Sigma 
SIG-0034424 Sigma 
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SIG-0034453 Sigma 
SIG-0034500 Sigma 
SIG-0034503 Sigma 
SIG-0034765 Sigma 
SIG-0034806 Sigma 
SIG-0034827 Sigma 
SIG-0034860 Sigma 
SIG-0036980 Sigma 
SIG-0037389 Sigma 
SIG-0038617 Sigma 
SIG-0039631 Sigma 
SIG-0039632 Sigma 
SIG-0040121 Sigma 
SIG-0040241 Sigma 
SIG-0040326 Sigma 
SIG-0052160 Sigma 
SIG-0052897 Sigma 
SIG-0053116 Sigma 
SIG-0053145 Sigma 
SIG-0053328 Sigma 
SIG-0053393 Sigma 
SIG-0053393 Sigma 
SIG-0053397 Sigma 
SIG-0053404 Sigma 
SIG-0053608 Sigma 
SIG0054441 Sigma 
SIG-0054441 Sigma 
SIG-0054525 Sigma 
SIG-0055257 Sigma 
SIG-0055257  Sigma 
SIG-0055497 Sigma 
SIG-0055586 Sigma 
SIG-0055830 Sigma 
SIG-0056075 Sigma 
SIG-0056509 Sigma 
SIG-0057822 Sigma 
SIG-0057840 Sigma 
SIG-0057850 Sigma 
SIG-0057961 Sigma 
SIG-0057981 Sigma 
SIG-0057983 Sigma 
SIG-0057997 Sigma 
SIG-0058000 Sigma 
SIG-0058090 Sigma 
SIG-0058149 Sigma 
SIG-0058296 Sigma 
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SIG-0058408 Sigma 
SIG-0058464 Sigma 
SIG-0058464 Sigma 
SIG-0058519 Sigma 
SIG-0059185 Sigma 
SIG-0059439 Sigma 
SIG-0059921 Sigma 
SIG-0060075 Sigma 
SIG-0060408 Sigma 
SIG-0060494 Sigma 
SIG-0060579 Sigma 
SIG-0060590 Sigma 
SIG-0060605 Sigma 
SIG-0060609 Sigma 
SIG-0060688 Sigma 
SIG-0060922 Sigma 
SIG-0061257 Sigma 
SIG-0061257 Sigma 
SIG-0064003 Sigma 
SIG-0068486 Sigma 
SIG-0068502 Sigma 
SIG-0068520 Sigma 
SIG-0068525 Sigma 
SIG-0068559 Sigma 
SIG-0068560 Sigma 
SIGTP00000011 Sigma 
SIGTP00000024 Sigma 
SIGTP00000025 Sigma 
SIGTP00002343  Sigma 
SIGTP00008831 Sigma 
SIGTP00016204 Sigma 
SIGTP00077529 Sigma 
SPP000083 Star Pipe 
SPP000086 Star Pipe 
SPP000087 Star Pipe 
SPP000566 Star Pipe 
SPP000595 Star Pipe 
SPP001585 Star Pipe 
SPP001586 Star Pipe 
SPP001587 Star Pipe 
SPP001588 Star Pipe 
SPP001596 Star Pipe 
SPP001611 Star Pipe 
SPP001653 Star Pipe 
SPP001913 Star Pipe 
SPP002005 Star Pipe 
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SPP002165 Star Pipe 
SPP006965 Star Pipe 
SPP007112 Star Pipe 
SPP007839 Star Pipe 
SPP007943 Star Pipe 
SPP007945 Star Pipe 
SPP008017 Star Pipe 
SPP008727 Star Pipe 
SPP008831 Star Pipe 
SPP009151 Star Pipe 
SPP009416 Star Pipe 
SPP009419 Star Pipe 
SPP009421 Star Pipe 
SPP009483 Star Pipe 
SPP009486 Star Pipe 
SPP009546 Star Pipe 
SPP009547 Star Pipe 
SPP009721 Star Pipe 
SPP010967 Star Pipe 
SPP012897 Star Pipe 
SPP012920 Star Pipe 
SPP013388 Star Pipe 
SPP014402 Star Pipe 
SPP014428 Star Pipe 
SPP014993 Star Pipe 
SPP015973 Star Pipe 
SPP016030 Star Pipe 
SPP016044 Star Pipe 
SPP017011 Star Pipe 
SPP017525 Star Pipe 
SPP020348 Star Pipe 
SPP020358 Star Pipe 
SPP020918 Star Pipe 
SPP021044 Star Pipe 
SPP021051 Star Pipe 
SPP024268 Star Pipe 
SPP024598 Star Pipe 
SPP024604 Star Pipe 
SPP024887 Star Pipe 
SPP030425 Star Pipe 
SPP030731 Star Pipe 
SPP033438 Star Pipe 
SPP033444 Star Pipe 
SRHW-00001 Sellers Richardson 
SRHW-00007 Sellers Richardson 
SRHW-00007  Sellers Richardson 
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SRHW-00021 Sellers Richardson 
SRHW-00035 Sellers Richardson 
SRHW-00587 Sellers Richardson 
SRHW-00679 Sellers Richardson 
Star Pipe Products-Organization Chart Star Pipe 
TU-FTC000166 McWane 
TU-FTC-0010002 McWane 
TU-FTC-0010026 McWane 
TU-FTC-0010041 McWane 
TU-FTC-0010081 McWane 
TU-FTC-0010083  McWane 
TU-FTC-0010086 McWane 
TU-FTC-0010086  McWane 
TU-FTC-0010100 McWane 
TU-FTC-0010107 McWane 
TU-FTC-0010113 McWane 
TU-FTC-0010145 McWane 
TU-FTC-0010147 McWane 
TU-FTC-0010182 McWane 
TU-FTC-0010183 McWane 
TU-FTC-0010185 McWane 
TU-FTC-0010186 McWane 
TU-FTC-0010196  McWane 
TU-FTC-0010197 McWane 
TU-FTC-0010201 McWane 
TU-FTC-001021 McWane 
TU-FTC-0010260 McWane 
TU-FTC-0010280 McWane 
TU-FTC-0010290 McWane 
TU-FTC-0010292  McWane 
TU-FTC-0010293 McWane 
TU-FTC-0010294 McWane 
TU-FTC-0010299 McWane 
TU-FTC-0010307 McWane 
TU-FTC-0010310 McWane 
TU-FTC-0010321 McWane 
TU-FTC-0010329 McWane 
TU-FTC-0010331 McWane 
TU-FTC-0010333 McWane 
TU-FTC-0010335 McWane 
TU-FTC-0010345 McWane 
TU-FTC-0010346 McWane 
TU-FTC-0010348 McWane 
TU-FTC-0010350 McWane 
TU-FTC-001037 McWane 
TU-FTC-0010381 McWane 
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TU-FTC-0010382 McWane 
TU-FTC-0010383 McWane 
TU-FTC-0010385 McWane 
TU-FTC-0010386 McWane 
TU-FTC-0010398 McWane 
TU-FTC-0010434 McWane 
TU-FTC-0010434  McWane 
TU-FTC-0010549 McWane 
TU-FTC-0010617 McWane 
TU-FTC-0010666 McWane 
TU-FTC-0010680 McWane 
TU-FTC-0010710 McWane 
TU-FTC-0010738 McWane 
TU-FTC-0010775 McWane 
TU-FTC-0010849 McWane 
TU-FTC-0010864 McWane 
TU-FTC-0010942 McWane 
TU-FTC-0011047 McWane 
TU-FTC-0011111 McWane 
TU-FTC-0011127 McWane 
TU-FTC-0011164 McWane 
TU-FTC-0011180 McWane 
TU-FTC-0011285 McWane 
TU-FTC-0011335 McWane 
TU-FTC-0011343 McWane 
TU-FTC-0011430 McWane 
TU-FTC-0011435 McWane 
TU-FTC-0011438 McWane 
TU-FTC-0011666 McWane 
TU-FTC-0011768 McWane 
TU-FTC-0012192 McWane 
TU-FTC-0012252 McWane 
TU-FTC-0012339 McWane 
TU-FTC-0012369 McWane 
TU-FTC-0012394 McWane 
TU-FTC-0012742 McWane 
TU-FTC-0013278 McWane 
TU-FTC-0013632 McWane 
TU-FTC-0013697 McWane 
TU-FTC-0018383 McWane 
TU-FTC-0018411 McWane 
TU-FTC-0020832 McWane 
TU-FTC-0020861 McWane 
TU-FTC-0020902 McWane 
TU-FTC-0023297 McWane 
TU-FTC-0023299 McWane 
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TU-FTC-0023301  McWane 
TU-FTC-0023302 McWane 
TU-FTC-0023307 McWane 
TU-FTC-0023311 McWane 
TU-FTC-0023404  McWane 
TU-FTC-0023405 McWane 
TU-FTC002391 McWane 
TU-FTC-0023910 McWane 
TU-FTC-0024014 McWane 
TU-FTC-0024014  McWane 
TU-FTC-0024187 McWane 
TU-FTC-0024497 McWane 
TU-FTC-0024743 McWane 
TU-FTC-0024813 McWane 
TU-FTC-0030041 McWane 
TU-FTC-0031335 McWane 
TU-FTC-0031393 McWane 
TU-FTC-0031394 McWane 
TU-FTC-0031420 McWane 
TU-FTC-0031424 McWane 
TU-FTC-0031425 McWane 
TU-FTC-0031436 McWane 
TU-FTC-0031446 McWane 
TU-FTC-0031507 McWane 
TU-FTC-0031508 McWane 
TU-FTC-0031551 McWane 
TU-FTC-0031555 McWane 
TU-FTC-0031557 McWane 
TU-FTC-0031560 McWane 
TU-FTC-0031605  McWane 
TU-FTC-0031617 McWane 
TU-FTC-0031718 McWane 
TU-FTC-0031720 McWane 
TU-FTC-0031725 McWane 
TU-FTC-0031726 McWane 
TU-FTC-0031736 McWane 
TU-FTC-0031762 McWane 
TU-FTC-0031766 McWane 
TU-FTC-0031768 McWane 
TU-FTC-0031773  McWane 
TU-FTC-0032049 McWane 
TU-FTC-0032074 McWane 
TU-FTC-0032084 McWane 
TU-FTC-0032327 McWane 
TU-FTC-0032360 McWane 
TU-FTC-0032392 McWane 
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TU-FTC-0032393 McWane 
TU-FTC-0032427 McWane 
TU-FTC-0032428 McWane 
TU-FTC-0032428  McWane 
TU-FTC-0032429 McWane 
TU-FTC-0032493 McWane 
TU-FTC-0032494 McWane 
TU-FTC-0032495 McWane 
TU-FTC-0032501 McWane 
TU-FTC-0032541 McWane 
TU-FTC-0032558 McWane 
TU-FTC-0091765  McWane 
TU-FTC-0101815 McWane 
TU-FTC-0102166 McWane 
TU-FTC-0102524 McWane 
TU-FTC-0103041 McWane 
TU-FTC-0103111 McWane 
TU-FTC-0107154 McWane 
TU-FTC-0107346 McWane 
TU-FTC-0107504 McWane 
TU-FTC-0107662 McWane 
TU-FTC-0107820 McWane 
TU-FTC-0107978 McWane 
TU-FTC-0108136 McWane 
TU-FTC-0108294 McWane 
TU-FTC-0110859 McWane 
TU-FTC-0125133 McWane 
TU-FTC-0125134 McWane 
TU-FTC-0132547 McWane 
TU-FTC-0163788 McWane 
TU-FTC-0163968 McWane 
TU-FTC-0200572 McWane 
TU-FTC-0218152 McWane 
TU-FTC-0231548 McWane 
TU-FTC-0233217 McWane 
TU-FTC-0233279 McWane 
TU-FTC-0234251 McWane 
TU-FTC-0238748 McWane 
TU-FTC-0239034 McWane 
TU-FTC-0239749 McWane 
TU-FTC-0240054 McWane 
TU-FTC-0240055 McWane 
TU-FTC-0244866 McWane 
TU-FTC-0244866  McWane 
TU-FTC-0245234 McWane 
TU-FTC-0245518 McWane 

CX 2260-112

PUBLIC



Confidential – Subject to Protective Order 

111 
 

TU-FTC-0245552 McWane 
TU-FTC-0246052 McWane 
TU-FTC-0246052  McWane 
TU-FTC-0246531 McWane 
TU-FTC-0246531  McWane 
TU-FTC-0248184 McWane 
TU-FTC-0248306  McWane 
TU-FTC-0248573 McWane 
TU-FTC-0248739 McWane 
TU-FTC-0248835 McWane 
TU-FTC-0248887 McWane 
TU-FTC-0248890 McWane 
TU-FTC-0248892 McWane 
TU-FTC-0248965 McWane 
TU-FTC-0249035 McWane 
TU-FTC-0249050 McWane 
TU-FTC-0249093  McWane 
TU-FTC-0249109 McWane 
TU-FTC-0249663 McWane 
TU-FTC-0250151 McWane 
TU-FTC-0250485 McWane 
TU-FTC-0250576 McWane 
TU-FTC-0250614 McWane 
TU-FTC-0250627 McWane 
TU-FTC-0250659 McWane 
TU-FTC-0250711 McWane 
TU-FTC-0250777 McWane 
TU-FTC-0250796 McWane 
TU-FTC-0250818 McWane 
TU-FTC-0250822 McWane 
TU-FTC-0250835 McWane 
TU-FTC-0250841 McWane 
TU-FTC-0250996 McWane 
TU-FTC-0252244 McWane 
TU-FTC-0253049 McWane 
TU-FTC-0253059 McWane 
TU-FTC-0253060 McWane 
TU-FTC-0253212 McWane 
TU-FTC-0253235 McWane 
TU-FTC-0253281 McWane 
TU-FTC-0255096 McWane 
TU-FTC-0255098 McWane 
TU-FTC-0255099 McWane 
TU-FTC-0255100 McWane 
TU-FTC-0255105 McWane 
TU-FTC-0255154 McWane 
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TU-FTC-0255157 McWane 
TU-FTC-0255164 McWane 
TU-FTC-0255181 McWane 
TU-FTC-0255188 McWane 
TU-FTC-0255249 McWane 
TU-FTC-0255267 McWane 
TU-FTC-0255284 McWane 
TU-FTC-0255286 McWane 
TU-FTC-0255496 McWane 
TU-FTC-0255497 McWane 
TU-FTC-0255530 McWane 
TU-FTC-0255547 McWane 
TU-FTC-0255547  McWane 
TU-FTC-0255716 McWane 
TU-FTC-0255770 McWane 
TU-FTC-0255789 McWane 
TU-FTC-0256407 McWane 
TU-FTC-0256408 McWane 
TU-FTC-0256487 McWane 
TU-FTC-0256507 McWane 
TU-FTC-0257225 McWane 
TU-FTC-0257648 McWane 
TU-FTC-0257657 McWane 
TU-FTC-0257762 McWane 
TU-FTC-0257851 McWane 
TU-FTC-0258025 McWane 
TU-FTC-0258026 McWane 
TU-FTC-0258195 McWane 
TU-FTC-0258217 McWane 
TU-FTC-0258218 McWane 
TU-FTC-0258394 McWane 
TU-FTC-0258520 McWane 
TU-FTC-0258948 McWane 
TU-FTC-0258988 McWane 
TU-FTC-0258994 McWane 
TU-FTC-0258996 McWane 
TU-FTC-0258997 McWane 
TU-FTC-0259468 McWane 
TU-FTC-0260477 McWane 
TU-FTC-0261470 McWane 
TU-FTC-0261564 McWane 
TU-FTC-0262075 McWane 
TU-FTC-0262682 McWane 
TU-FTC-0262702 McWane 
TU-FTC-0262803 McWane 
TU-FTC-0264044 McWane 
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TU-FTC-0264533 McWane 
TU-FTC-0265429 McWane 
TU-FTC-0265575 McWane 
TU-FTC-0265601 McWane 
TU-FTC-0265821 McWane 
TU-FTC-0265841 McWane 
TU-FTC-0265981 McWane 
TU-FTC-0266018 McWane 
TU-FTC-0266186 McWane 
TU-FTC-0266187 McWane 
TU-FTC-0266189 McWane 
TU-FTC-0266200 McWane 
TU-FTC-0266224 McWane 
TU-FTC-0266253 McWane 
TU-FTC-0266255 McWane 
TU-FTC-0266317 McWane 
TU-FTC-0266338 McWane 
TU-FTC-0266340 McWane 
TU-FTC-0266344 McWane 
TU-FTC-0266349 McWane 
TU-FTC-0266351 McWane 
TU-FTC-0266363 McWane 
TU-FTC-0266364 McWane 
TU-FTC-0266372 McWane 
TU-FTC-0266400 McWane 
TU-FTC-0266469 McWane 
TU-FTC-0266472 McWane 
TU-FTC0300000 McWane 
TU-FTC0300009 McWane 
TU-FTC-0700000  McWane 
TU-FTC-0700100 McWane 
TU-FTC-0700400-402 McWane 
TU-FTC-256507 McWane 
Tyler LP-5091_002 McWane 
US Pipe Chattanooga Tooling - USP-FTC_00000016 US Pipe/Mueller 
US Pipe Metalfit Tooling - USP-FTC_00000017 US Pipe/Mueller 
USP-FTC_00000008 US Pipe/Mueller 
USP-FTC_00000181 US Pipe/Mueller 
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CERTIFICATE OF SERVICE 

This is to certify that on June 15, 2012, I served via courier delivery a copy of the expert report 
related materials to: 

Joseph A. Ostoyich 
William C. Lavery 
Baker Botts L.L.P. 
The Warner 
1299 Pennsylvania Ave., N.W. 
Washington, D.C. 20004 
(202) 639-7700 
joseph.ostoyich@bakerbotts.com 
william.lavery@bakerbotts.com 

This is to certify that on June 15,2012, I served via electronic delivery a copy of the foregoing 
expert report to: 

June 15,2012 

Joseph A. Ostoyich 
William C. Lavery 
Baker Botts L.L.P. 
The Warner 
1299 Pennsylvania Ave., N.W. 
Washington, D.C. 20004 
(202) 639-7700 
joseph.ostoyich@bakerbotts.com 
william.lavery@bakerbotts.com 

1. Alan Truitt 
Thomas W. Thagard III 
Maynard Cooper and Gale PC 
1901 Sixth Avenue North 
2400 Regions Harbert Plaza 
Birmingham, AL 35203 
(205) 254-1000 
atruitt~maynardcooper.com 

tthagard@maynardcooper.com 

Counsel/or Respondent McWane, Inc. 

By: 

Federal e Commission 
Bureau of Competition 
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From: 

Sent: 
To: 
Cc: 
Subject: 

Long, Thad G. [TLONG@bradleyarant.com] 

Tuesday, March 18, 200806:27:30 PM 
TB2 (Tom Brakefield - ALXj 

McKibben, Michael D.; Herren, K. Wood 
RE: DIFRA Meeting 

Tom, if you have specific agenda items, please let me know. Obviously, one item is how and when to 
commence the reporting of individual data. Whether it is feasible to do this reporting - and, indeed, 
whether it is really feasible to have a trade association - depends a lot on whether you have more than 
three members. With four, you can just barely justify it, I think. With less than four, it gets pretty difficult. 
We can talk about all this, of course. Thanks and best regards. Thad 

Thad G Long 
Attorney Profile at website below 
http://www.bradleyarant.com/attorney-prof.cfm?g35203=50021 

-----Original Message-----
From: Tom Brakefield [mailto:tb2@sigmaco.com] 
Sent: Tuesday, March 18, 20083:39 PM 
To: Long, Thad G.; Rick Tatman; Dan McCutcheon; Crawford, Gary; Murray, Jimmy; Rybacki, Larry; 
Siddharih, 
Cc: Herren, K. Wood; McKibben, Michael D. 
Subject: Re: DIFRA Meeting 

Tad I plan to be there. Thx Tom Brakefield 
------Original Message------
From: Long, Thad G. 
To: Rick Tatman 
To: Brakefield, Tom 
To: Dan McCutcheon 
To: Crawford, Gary 
To: Murray, Jimmy 
To: Rybacki, Larry 
To: Siddharth, 
Cc: Herren, K. Wood 
Cc: McKIBBEN, MIKE 
Sent: Mar 18, 2008 3:33 PM 
Subject: DIFRA Meeting 

As we get closer to the time of the DFRA meeting, Thursday, March 27, at 1 :30 p.m. at our offices, I 
wanted to get a count of who was planning to attend. Could you please respond and let me know. I will 
send out a fannal announcement, with directions to our offices for those who might not know, and 
perhaps a rough agenda My best. Thad Long 

Thad G. Long 
For Attorney Profile click below 
Thad G. 
Long 

SIG - 0034192 
Confidential 
FOIA Exempt 
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From: 
Sent: 
To: 

Walton,Thomas (McWane Sr. Vice President) 
Monday, December 31,20076:57 AM 
Rick Tatman 

CG: 
Subject: 

jjansen@TyierPipe.cofn; ivicCuiiough, Leon (ivic\tvane Executive Vice President) 
RE: Draft Presentation for 1 Q 2008 DIWF LP Review.ppt 

Rick, 

I like your strategy of only giving them half of what they want to try and prevent cheating and fire sales. Also I am a 
little concerned over a 20%+ price increase in the market that is a tough physcological issue. What would the 
overall average percent increase amount too? That 4% discount for full truck loads is that something that everyone 
does? If so wno startea It first? I do not reaiiy like mat. 

Thanks, 

Thomas 

From: Rick Tatman jmaiito:RTatmamIDTyierPipe.comj 
Sent: Tuesday, December 25, 2007 9:16 PM 
To: McCullough, Leon (McWane Executive Vice President) 
Cc: iiansen0'Ty!erPipe.com; \AJa!ton,Thomas (McWane Sr. Vice President) 
Subject: Draft Presentation for lQ 2008 DIWF LP Review.ppt 

I received an error message on the original message due to the size of the attached PowerPoint file of> 5MB. I saved 
the presentation as a .pdf file which is attached to this message. You'll have to scroll to view the full content of each slide. 

Rick 

Leon, 

See attached slides on a concept we might want to discuss in regards to our pricing strategy for utility fittings. This is a 
draft presentation as there's additional analysis required before a final recommendation could be made. 

Our past attempts to drive stable pricing haven't been too successful. However, our new leadership structure coupled 
with China inflation out pacing domestic costs may provide a unique opportunity for success provided our strategy and 
execution is correct. 

Please let me know if this concept is something you want me to scope further. 

VP & GM Tyler/Union 
ivic"v"vane 'vVaierworks Fittings Division 
(903) 882-2440 

Confidential McWane-002057 
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From: 
Sent: 
To: 
Subject: 

Star Pipe Products [marketing@starpipeproducts.coml 
\,AJednesday, February 06, 2008 11 :28 PM 
Outside Sales 
New Multipliers - StAr Pipe Products 

Februwy 6, 2008 

RE: Multiplier Change., - Effective Fehruarl' 18, 2008 

To Olir rallied Customers: 

j he fo//o11/ing i,v a hreakdm-rn of our current price lists and the new multipliers that 11/ill 
take effect lv/onuay, FehruCllJ! 18, 2008. 

Prodact Description 
» [fllilty rlttmg, Cl10 & C153 
» Accessories 
}) Joint Re,~.;lrainl Produc/.'!' 
» A WWA Grooved Producl.', 
» Ceramic Fpo1\V Jjned Fittinxs 

Price List 
U1'L. UI. Ui (biue) 
UPUll.02 (hille) 
JIII'I .. Ofi.03 (gray) 
GIIVI'I .. 07. 02 (yellow) 
UPL 07. 02 (hlue) 

(* please contact ~your local Star representative for pricing) 

Multiplier 
.2:> 

.25 
No Change 

CA I.!. * 
CAU· 

T71e llelV multipliers "I)ill apply to all orders receired 011 or ({fter A10llday, February 18, 
2008. Any order received prior to that date l,vi!! be price protected provided no shipping 
res/ric/ions apply. 

Please provide your local Territory 1'v1anager with documentation regarding any 
municipal bids b~fore February 18, 2008. Municipal contracts will be honored through 
{he term of the contract, provided {he documelllaJion inciude5; quamilies alld deli Vel}' 
,-I_~I"., 
ULUI::'.l. 

We remain commifled to earfling your business. 

Regards, 

Matt Minam.-ver 
National Sales Manager 

Confidential SPP036790 

PUBLIC

From: 
Sent: 
To: 
Subject: 

Star Pipe Products [marketing@starpipeproducts.coml 
\,AJednesday, February 06, 2008 11 :28 PM 
Outside Sales 
New Multipliers - StAr Pipe Products 

Februwy 6, 2008 

RE: Multiplier Change., - Effective Fehruarl' 18, 2008 

To Olir rallied Customers: 

j he fo//o11/ing i,v a hreakdm-rn of our current price lists and the new multipliers that 11/ill 
take effect lv/onuay, FehruCllJ! 18, 2008. 

Prodact Description 
» [fllilty rlttmg, Cl10 & C153 
» Accessories 
}) Joint Re,~.;lrainl Produc/.'!' 
» A WWA Grooved Producl.', 
» Ceramic Fpo1\V Jjned Fittinxs 

Price List 
U1'L. UI. Ui (biue) 
UPUll.02 (hille) 
JIII'I .. Ofi.03 (gray) 
GIIVI'I .. 07. 02 (yellow) 
UPL 07. 02 (hlue) 

(* please contact ~your local Star representative for pricing) 

Multiplier 
.2:> 

.25 
No Change 

CA I.!. * 
CAU· 

T71e llelV multipliers "I)ill apply to all orders receired 011 or ({fter A10llday, February 18, 
2008. Any order received prior to that date l,vi!! be price protected provided no shipping 
res/ric/ions apply. 

Please provide your local Territory 1'v1anager with documentation regarding any 
municipal bids b~fore February 18, 2008. Municipal contracts will be honored through 
{he term of the contract, provided {he documelllaJion inciude5; quamilies alld deli Vel}' 
,-I_~I"., 
ULUI::'.l. 

We remain commifled to earfling your business. 

Regards, 

Matt Minam.-ver 
National Sales Manager 

Confidential SPP036790 
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I 
This message was sent from Star Pipe Products to OutsideSales@starpipeproducts.com. It was sent from: Star Pipe Products, 4018 
Westhollow Pkwy, Houston, TX 77082. You can modify/update your subscription via the link below. 

L ______________________________________________________________________________________________________________________________________________________ _ 

Manage your subscription 
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I 

I 
This message was sent from Star Pipe Products to OutsideSales@starpipeproducts.com. It was sent from: Star Pipe Products, 4018 
Westhollow Pkwy, Houston, TX 77082. You can modify/update your subscription via the link below. 

L ______________________________________________________________________________________________________________________________________________________ _ 

Manage your subscription 
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From: 

Sent: 

To: 

Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Thursday, April 23, 2009 5:56 PM 

Walton,Thomas (McWane Sf Vice President) <twalton@MH-Valvecom> 

Star New Utility Price List 

We d::;::;ume Lhey dLe following u::; DuL we ::;hould Know [or ::;ULe vy Lhe end of nexL weeK. 

Richard (Rick) Tatma.n 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunlon.com 
www.tylerunion.com 

> Apr"il )), )009 

> 
> RE: 
> 

Price List Change - Effective May 19, 2009 

> To Our Valued Customers: 
> 
> Star Pipe '.-Jill update our ]\l'rrHJ\ Fitting and I\ccessory Price List ';-Ii th an 
> effective date of 5/19/09. The ne'VJ price list 'dill be on the 'debsite 
> shortly @ [http: / ;"'H'!N. starpipeproducts. corn/index. asp] 
> 1,11,11>1. StarPipeProducts. com Hard copies 1>1i11 be distributed upon request by 
> our sale,s and customer service,s department,s . 
> 
> Our Territory Managers will be contacting you with the multipliers that 
> apply to the new A~~TA Fittings Price List. Please inform them of existing 
> quotations and annual contracts before Hay 19, 2009. 
> 
> Tile rernuin comIni tted to eurnlng your business. 
> 
> Regards, 
> 
> Hatt Minamyer 
> National Sales IvIanager 
> star Pipe Products 
> 
> 
> 

Confidential TU-FTC-0031768 
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From: 

Sent: 

To: 

Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Thursday, April 23, 2009 5:56 PM 

Walton,Thomas (McWane Sf Vice President) <twalton@MH-Valvecom> 

Star New Utility Price List 

We d::;::;ume Lhey cHe following u::; DuL we ::;hould Know fOL ::;ULe vy Lhe end of nexL weeK. 

Richard (Rick) Tatma.n 
VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
rtatman@tylerunlon.com 
www.tylerunlon.com 

> Apr"il )), )009 

> 
> RE: 
> 

Price List Change - Effective May 19, 2009 

> To Our Valued Customers: 
> 
> Star Pipe '.-Jill update our ]\l'rrHJ\ Fitting and I\ccessory Price List ';-Ii th an 
> effective date of 5/19/09. The ne'VJ price list 'dill be on the 'debsite 
> shortly @ [http: / ;"'H'!N. starpipeproducts. com/index. asp] 
> 1.'.1l.'.1l._1. StarPipeProducts. COITl Hard copies 1-1i11 be distributed upon request by 
> our sale,s and c.u,stomer service,s department,s . 

> 
> Our Territory Managers will be contacting you with the multipliers that 
> apply to the new A~~TA Fittings Price List. Please inform them of existing 
> quotations and annual contracts before Hay 
> 
> ,,'Ie remuin camIni tted to eurnlng your business. 
> 
> Regards, 
> 
> Hatt Minamyer 
> National Sales IvIanager 
> star Pipe Products 
> 
> 
> 

Confidential 
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From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

Greg Adams [gadams@tylerunion.com] 
Friday, May 01,20093:46 PM 
jjansen@tylerunion.com; dallen@tylerunion.com 
'Mar!a Drake' 
Star 
_AVGGert.txt 

Matt Minamyer just called me to ask if we went ahead with our list price today. I told him yes and that is alii told him 
made me plelly uncornrorlable bul I lhoughl you guy~ ~hould know. 

Thanks, 

Greg Adams 
Tyler Union 
Plant Sales 
713-594-3799 cell 
903-882-2185 fax 

g~9._i:J_!:I].?@~~.l~.r.~n.lQr.!:_~Q!:I)' 
www.tylerunion.com 

Confidentiai iviciiVane-048517 
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From: 
Sent: 
To: 
Cc: 
Subject: 
Attachments: 

Greg Adams [gadams@tylerunion.com] 
Friday, May 01,20093:46 PM 
jjansen@tylerunion.com; dallen@tylerunion.com 
'Mar!a Drake' 
Star 
_AVGGert.txt 

Matt Minamyer just called me to ask if we went ahead with our list price today. I told him yes and that is alii told him 
made me plelly uncornrorlable bul I lhoughl you guy~ ~hould know. 

Thanks, 

Greg Adams 
Tyler Union 
Plant Sales 
713-594-3799 cell 
903-882-2185 fax 

g~9._i:J_!:I].?@~~.l~.r.~n.lQr.!:_~Q!:I)' 
www.tylerunion.com 

Confidentiai iviciiVane-048517 
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Confidential 

EXhibitCX<2353 
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From: 
Sent: 

To: 
Subject: 

Rick Tatman <rtatman@tylerunion.com> 

Wednesday, June 24, 2009 10:56 PM 

Walton,Thomas (McWane Sf. Vice President) <twalton@MH-Valve.com> 

RE: Competition 

I agree that at this stage the chance for profitable cohabitation with Star owning a pc of the Domestic market is slim. Their 
actions in soil pipe are a good indication. 

We still need to better gage the extent and breath of their program. Iftheir claims are ahead of their actual capabilities we 
need to make sure that they don't reach any critical market mass that will allow them to continue to invest and receive a 
profitable return. The difficulty and expense of doing so is somewhat proportional to their product availability and supply 
costs both of which we have yet to get hard data on. 

I don't sense that Sigma is yet fully committed and they will be watching our response very closely to assess their strategy 
and probability of financial success. 

Longer term our mfg cost will go down as the market recovers and Stars will most likely go up as jobbing foundries won't 
take business near variable cost with other options available. However, that state is probably at least 2011. From what 
we've seen their costs right now won't be much different than our fully burdened costs when idle plant is included. 

Our product breath is probably our biggest strenght 

From: Walton,Thomas (McWane Sr. Vice President) [mailto:twalton@MH-Valve.com] 
Sent: Wednesday, June 24, 2009 3:49 PM 
To: Rick Tatman 
Cc: McCullough, Leon (McWane Executive Vice President) 
Subject: FW: Competition 

From: 
Sent: Wednesday, June 24, 20093:41 PM 
To: Rick Tatman 
Cc: McCullough, Leon (McWane Executive Vice President) 
Subject: RE: Competition 

Rick, 

Whether we end up with Star as a complete or incomplete domestic supplier my chief concern is that the domestic market 
gets creamed from a pricing standpoint just like the non-domestic market has been driven down in the past. That would 
dramatically effect our profit potential. Further, I have a sense there is a slim to none possibility that we would ever be 
able to sell Star domestic product at this point, one I do not think they would ever trust us and, two they seem to be so far 
down the road that I do not think they will be willing to turn back. I do agree whole heartedly that we need to evaluate our 
options and plot a comprehensive strategy going forward. 

I look forward to your thoughts. 

Thanks, EXhibit~S.. 

Thomas Rptr: G. Brooks 
Brooks Court Reporting 

From: McCullough, Leon (McWane Executive Vice President) 
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Sent: Wednesday, June 24, 2009 2:54 PM 
To: Rick Tatman 
Cc: Walton,Thomas (McWane Sr. Vice President) 
Subject: Competition 

Rick, 
Your thoughts on: 
Star developing a line of domestic fittings, full line-short line-? New tooling or relocate from elsewhere? Auto molding 
equipment tooling? Who pays for tooling, perhaps a hungry foundry with some cash/credit amortizes over a quantity 
commitment? Are we developing a list of potential foundry operations Star is aligning with, if not we should? 

Sigma's reaction to this and their future positioning, develop their own line as Star does,? Align with McWane? Establish 
buy/sell relationship with Star that is better than our last offer? 

Tyler/Union position short term/long term on sharing distribution of our domestic fitting line. Just because we share our 
blended fittings does not require us to share our domestic, especially if the competition is a short line domestic supplier. 
How is best to manage this with our customers. It is better to develop our strategy now and share with our customers 
so they know what to expect. This will take some thinking and discussion among the group but it needs to begin now. 

What specifying agencies must they have approval from, UL/FM, NSF, AWWA and how hard to obtain? 

I'm sure there are other considerations that need to be looked at but I wanted to tee the ball up now so we are looking 
at this situation from a lot of different angles. 

Leon 
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LP-5091 
Effedive: inay i, 2009 

Repioces LP-5072 

Doted juiy 2, 2007 

LIST PRICES 
Product .................................................. Pages 

JOiNi RESiRAii..Ji PROi)UCiS 
TUFGrip WEDGE RESTRAiNTS ............................... 2-3 

SET SeRE'vV RETAiNER GlAt~DS ............................... 4 

SURE STOP 350 LOCKIr--Kj GASKETS ........................ 4 

TUFGrip CLA~~.A.PS .................................................... 4 

ASSEMBLY !NSTRUCT!ONS & SPEC!F!CATIONS ..... 5-7 

MJ FIELD LOK RESTRAINT SYSTEM ........................... 8 

STANDARD COATI,..JGS 

Standard coat outside, cement !ined and sea! coat 
insidfL 

DUCTiLE iRON C153 MECHANICAL 
JOINT FITTINGS .................................................... 9-22 

ACCESSORIES 

ACCESSORY PACKS C153 .................................... 23 

ACCESSORY PACKS CliO ..................................... 24 

GLANDS ............................................................... 25 

GASKETS .............................................................. 26 

T-BOLTS & NUTS ................................................... 27 

TAPPING SLEEVES MJ COMPACT ?8 

DUCTilE iRO~~ Cll0 FUll BODY MECHA~~iCAl 
JOINT FITTINGS ............................................. 29-50 

UNION-TITE (PUSH ON) C153 FITTINGS ................. 51-58 

DUCTILE IRON CllO FLANGE FITTINGS ................. 59-74 

GRAY IRON MUNICIPAL CASTINGS ............... . .75-86 

PRICING NOTE: ___________ ---, 

r'With Accessories" prices are shown for assistance in preparing 
I auotations onlv. For your convenience. we will calculate the 

I ~;t~~f.~~~!~ncj~~s;::l~:i:~~ n~d:;i~·e~;:~:!r~;e~:: invoices wi!! I 
, , 

Visit our ·website: 

Product ................................................... Pages 

SPECiAL COAiiNGS 
FUSiON-BOND EPOXY COATED Be 
LINED FITTINGS 
Mechanicai joint Cl S3 .......................................... 87- i 00 

Union-Tite C153 ................................................. 101-109 

Flanged C 110 .................................................... 110-125 

PRIME COATED: Prime outside 140-1211 Pota Pox 
Pius, cemeni-iined and seoi cooi inside. 

FLA,!'-JGE C110 D! ................................................ 127 138 

BARE FITTlt.JGS (Uncoa1ed & Unlined) 
MJ C153 D! ........................................................ 139151 

MJ CllO DI ........................................................ 152-173 

FLAt--lGE ell0 Di ................................................ I (4-17V 

DOUBLE CEMENT liNED: Seai coot outside, doubie 
thickness cement lined cmd seol coot inside. 
MJC153D! 191-195 

MJ ellO DI ........................................................ 197-205 

TERMS & CONDiTiONS ........... . ..207-209 

WEBSiiE iNFORMAiiON ............................ 2iO 

WEIGHTS: _______________ -, 

All weights in this list price sheet are estimates for shipping 

purposes only, and exclude accessories. Consult Tyler or Union 
cotologs for weights of individual product. 

NOTE. For Topped Tees, Plugs and Cops Only We sto<;k 2" 
tPT Tops only. For 011 top sizes other thon 2" IPT up to a 4" 
maximum add $250,00 to the list price shown for corresponding 
2" tapped fitting. Spedal tapped fittings are non-cancellable and 
non-returnable, Contad CSR for details 

S = From Stock to 2 weeks 
N = Non-Stock; Check for availability. 

\"I'"w/.ty!erunion.com 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478· FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (BOO) 226-7601 • FAX ORDERS TO (800) 226·0806 

Confidential McVVane-014242 

PUBLIC

LP-5091 
Effedive: inay i, 2009 

Repioces LP-5072 

Doted juiy 2, 2007 

LIST PRICES 
Product .................................................. Pages 

JOiNi RESiRAii..Ji PROi)UCiS 
TUFGrip WEDGE RESTRAiNTS ............................... 2-3 

SET SeRE'vV RETAiNER GlAt~DS ............................... 4 

SURE STOP 350 LOCKIr--Kj GASKETS ........................ 4 

TUFGrip CLA~~.A.PS .................................................... 4 

ASSEMBLY !NSTRUCT!ONS & SPEC!F!CATIONS ..... 5-7 

MJ FIELD LOK RESTRAINT SYSTEM ........................... 8 

STANDARD COATI,..JGS 

Standard coat outside, cement !ined and sea! coat 
insidfL 

DUCTiLE iRON C153 MECHANICAL 
JOINT FITTINGS .................................................... 9-22 

ACCESSORIES 

ACCESSORY PACKS C153 .................................... 23 

ACCESSORY PACKS CliO ..................................... 24 

GLANDS ............................................................... 25 

GASKETS .............................................................. 26 

T-BOLTS & NUTS ................................................... 27 

TAPPING SLEEVES MJ COMPACT ?8 

DUCTilE iRO~~ Cll0 FUll BODY MECHA~~iCAl 
JOINT FITTINGS ............................................. 29-50 

UNION-TITE (PUSH ON) C153 FITTINGS ................. 51-58 

DUCTILE IRON CllO FLANGE FITTINGS ................. 59-74 

GRAY IRON MUNICIPAL CASTINGS ............... . .75-86 

PRICING NOTE: ___________ ---, 

r'With Accessories" prices are shown for assistance in preparing 
I auotations onlv. For your convenience. we will calculate the 

I ~;t~~f.~~~!~ncj~~s;::l~:i:~~ n~d:;i~·e~;:~:!r~;e~:: invoices wi!! I 
, , 

Visit our ·website: 

Product ................................................... Pages 

SPECiAL COAiiNGS 
FUSiON-BOND EPOXY COATED Be 
LINED FITTINGS 
Mechanicai joint Cl S3 .......................................... 87- i 00 

Union-Tite C153 ................................................. 101-109 

Flanged C 110 .................................................... 110-125 

PRIME COATED: Prime outside 140-1211 Pota Pox 
Pius, cemeni-iined and seoi cooi inside. 

FLA,!'-JGE C110 D! ................................................ 127 138 

BARE FITTlt.JGS (Uncoa1ed & Unlined) 
MJ C153 D! ........................................................ 139151 

MJ CllO DI ........................................................ 152-173 

FLAt--lGE ell0 Di ................................................ I (4-17V 

DOUBLE CEMENT liNED: Seai coot outside, doubie 
thickness cement lined cmd seol coot inside. 
MJC153D! 191-195 

MJ ellO DI ........................................................ 197-205 

TERMS & CONDiTiONS ........... . ..207-209 

WEBSiiE iNFORMAiiON ............................ 2iO 

WEIGHTS: _______________ -, 

All weights in this list price sheet are estimates for shipping 

purposes only, and exclude accessories. Consult Tyler or Union 
cotologs for weights of individual product. 

NOTE. For Topped Tees, Plugs and Cops Only We sto<;k 2" 
tPT Tops only. For 011 top sizes other thon 2" IPT up to a 4" 
maximum add $250,00 to the list price shown for corresponding 
2" tapped fitting. Spedal tapped fittings are non-cancellable and 
non-returnable, Contad CSR for details 

S = From Stock to 2 weeks 
N = Non-Stock; Check for availability. 

\"I'"w/.ty!erunion.com 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478· FAX ORDERS TO (800) 248-9537 
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LP-5091 JOIt-~T RESTRAIt-~T PRODUCTS Tyler Union 

I 
=iWb 

j • _____ • ~ Tivi 

I ....... ;; I 

-,! !I!! I 

5FTT;~B BY nF'LL.i~ 

MECHAN!CAI. JO!NT RESTP_l\!NT GLl\ND 

114352 
114154 
114161 
114178 
114185 
114192 
I I 420!:! 
114215 
114222 
114239 
114246 
461289 
461333 
461319 
461326 

114253 
11.4260 
114277 
114284 
114291 
11.4307 
114314 
114321 
114338 
1 1.43.45 
461302 
461357 

3" 
4" 
6" 
8" 

10" 
12" 
14" 
16" 
18" 
20" 
24" 
30" 
36" 
42" 
48" 

3·· 
4" 
6" 
8" 

10" 
12" 
1 .4" 
16" 
18" 
20" 
2.4" 
30" 
36" 

S TlD 3 63.75 10.5 
S TlD-4 70.00 11.8 
S ILLJ-6 98.00 I/.!:! 
S TLO-8 118.75 20.3 
S TLD 10 188.00 32.5 
S TLD-12 231.25 4V.<I 

S ILLJ-14 316.2!J !J;j.6 
S TLD-16 413.75 66.3 
S TLD-18 565.00 72.2 
S TLD-20 687.50 00.0 

S ILLJ-24 812.::'0 106.11 
S TLD-30 2102.50 290.0 
S TLO-36 2737.50 327.0 
S TLD-42 3691.25 512.0 
S TLD-48 4985.00 597.0 

s 
S 
S 
s 
s 
S 
s 
s 
s 
S 
S 
s 
s 

TLP-3 
TLP-4 
TLP-6 
TLP-8 

TLP-l0 
TLP-12 
TLP- 1.4 
TLP-16 
TLP-18 
TLP-20 
TLP-24 
TLP-30 
TLP-36 

81.25 
81.25 
109.50 
138.75 
241.25 
272.00 
.4.40.00 
535.00 
647.50 
788.75 
917.50 

2331.25 
3060.00 

12.2 
18.3 
20.8 
33.4 
42.0 
55.4 
68.4 
74.8 
86.9 

109.8 
293.0 
331.0 

MJ TLD TUFGrip'M TRANSITION KIT 
for IPS PVC PIPE 

KIT KIT APPROX 
UPCode SHIP PART LIST KIT 
670610 SIZE CODE NUMBER PRICES WEIGHT 

114420 
11.4437 
114444 
114451 
114468 
114475 

3" 
4" 
6" 
8" 

10" 
1 2·· 

S 
S 
S 
S 
s 
5 

TLP-3 
TLP-4 
TLP-6 
TLP-8 

TLP-lO 
TLP- 12 

81.25 
81.25 
109.50 
138.75 
241.25 
272.00 

11.0 
12.2 
18.3 
20.8 

42.0 

113805 
113812 
1138211 
113836 
113843 
113850 
11386/ 
113874 
113898 
113904 
113911 
456186 
458869 
456209 
456216 

113935 
1139.42 
113959 
113973 
113980 
113997 
114000 
114017 
114024 
114031 
456193 
458876 

3" 
4" 
6" 
8" 

10" 
12" 
14" 
16" 
18" 
20" 
24" 
30" 
36" 
42" 
48" 

4" 
6" 
8" 

10" 
12" 
14" 
16" 
la" 
20" 
24" 
30" 
36" 

S TlD 3 46.25 6.5 
S TlD-4 48.75 7.1 
S ILLJ-6 611.!J0 11.2 
S TLD-8 87.50 13.1 
S TLO 10 152.50 26.0 
S TLD-12 186.25 31.5 
S ILLJ-14 242.::>0 43.3 
S TLD-16 341.25 54.1 
S TLO-18 485.00 59.8 
S TLD-20 598.75 07.0 

S ILLJ-24 /O!J.OO 90.4 
S TLD-30 1915.00 248.0 
S TLO-36 2450.00 277.0 
S TLD-42 3691.25 448.0 
S TLD-48 4985.00 519.0 

5 
S 
S 
S 
5 
S 
S 
s 
5 
S 
S 
S 

TLP-4 
TLP-6 
TLP 8 

TLP-l0 
TLP-12 
TLP-14 
TLP-16 
TLP-la 
TLP-20 
TLP-24 
TLP-30 
TLP-36 

61.25 8.3 
78.50 12 . .4 

106.25 14.9 
200.00 25.7 
221.00 34.1 
342.50 45.1 
456.25 56.2 
567.50 62.4 
700.00 72.9 
813.75 93.2 

2061.00 251.0 
2689.00 281.0 

2 11910 CR 492 • TYLER, TEXAS 75706 • (600) 527-6476 • FAX ORDERS TO (600) 246-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (600) 226-0606 
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Tyler Union JO!f'.JT RESTRA!f'.JT PRODUCTS LP-5091 

Reference Dimensions TUFGrip ™ Restraint Dimensions 

I 
Size I 

!n<::hes C D I E 
" I 

3 4.08 4.88 I 6.19 

3.92 
I 

4 4.11::1 I /.::>0 

6 7.03 I 9.50 jj.UL I 
,,".'.<, 8 7.10 

I 10.17 I 11.75 ~,,: ,~~ ,;,,{.;~y. ,-,. ~ I I 
10 11.23 I 12.22 I 14.00 I I 
12 13.33 I 14.32 I 16.25 

I I 
14 15.44 I 16.40 I 18.75 

I I 
16 17.54 I 18.50 I 21.00 

18 19.64 
I I 

23.25 1 20.60 I 
20 21.74 I "' ... ~ ... I 25.50 I LL.lU I 
24 25.94 I I 30.00 126.90 I 

TUFt:. ... ;1"to ™ Arlv_ .... I __ 'O'i£:! _ ...... .......-.- ••• -::I-~ 
• UL Listed and FM approved for PVC and Ductile Iron Pipe sizes 4 - 12 inch 
• Aiiows disassembiy just iike a standard mechanicai joint 

Eliminates cumbersome thrust blocks 
\A/edges and bolts are immersion E-coated for corrosion resistance 
Sizes 3" through 24" 
Avaiiabie packaged with accessories 
Accomodates out of round pipe 

Suggested Spedfi'utions upply to Cu,tile und PVC TUFGrip ™ 

F 

7.67 9.82 

8.1/8 IU.6/ 

i 0.98 i2.77 

13.23 14.92 

15.70 16.97 

17.95 19.07 

20.43 21.18 

22.88 23.28 

25.43 25.38 

27.50 27.48 

32.00 31.68 

Restraint glands shall be designed for use with and conform to the applicable requirements of 

K 

3/4 

118 

7/8 

7/8 

7/8 

7/8 

7/8 

7/8 

li8 

7/8 

7/8 

ANSI .I AWWA Cll1_A21_11_ Restraint gland product identification shall have traceability. Restraint 
giands shaii have a minimum safety factor of 2:1. Restraint giands shaii empioy a singie tooth wedge 
design and utilize torque limiting nuts requiring no more than 60 ft-Ibs of torque to actuate wedges. 
Restraint devices shall accept ovt of round pipe. Restraint devices shall not utilize stops, shall have a 
bolt and threaded wedge that can not be removed prior to assembly. Mechanical Joint restraints shall 
be iisted by Underwriters Laboratories in sizes 4" - 12", and have a Factory Mutuai approvai in sizes 
4" - 12". Speciality tools vvill not be required for installation_ Restraint glands shall be Tyler / Union 
TUFGripw or approved equal. 

Ductile TUFGrip'M will restrain pipe conforming to the requirements of ANSI/AWWA/C151/A21 .51 . 
Ductile Iron Pipe gripping wedges shall be heat treated and hardened to a BHN range of 370-470. 

PVC TUFGrip'M will restrain pipe manufactured to AWWA C900 / C905 pipe and have working 
pressure ratings equal to the pressure rating for which they are used. Restraint glands shall 
accomadate 3" - i2" iPS without the removai of spacers or other modification of the device and 
conform to the requirements of AST,V'\ 1674_ 
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Tyler Union JO!f'.JT RESTRA!f'.JT PRODUCTS LP-5091 

Reference Dimensions TUFGrip ™ Restraint Dimensions 

I 
Size I 

!n<::hes C D I E 
" I 

3 4.08 4.88 I 6.19 

3.92 
I 

4 4.11::1 I /.::>0 

6 7.03 I 9.50 jj.UL I 
,,".'.<, 8 7.10 

I 10.17 I 11.75 ~,,: ,~~ ,;,,{.;~y. ,-,. ~ I I 
10 11.23 I 12.22 I 14.00 I I 
12 13.33 I 14.32 I 16.25 

I I 
14 15.44 I 16.40 I 18.75 

I I 
16 17.54 I 18.50 I 21.00 

18 19.64 
I I 

23.25 1 20.60 I 
20 21.74 I "' ... ~ ... I 25.50 I LL.lU I 
24 25.94 I I 30.00 126.90 I 

TUFt:. ... ;1"to ™ Arlv_ .... I __ 'O'i£:! _ ...... .......-.- ••• -::I-~ 
• UL Listed and FM approved for PVC and Ductile Iron Pipe sizes 4 - 12 inch 
• Aiiows disassembiy just iike a standard mechanicai joint 

Eliminates cumbersome thrust blocks 
\A/edges and bolts are immersion E-coated for corrosion resistance 
Sizes 3" through 24" 
Avaiiabie packaged with accessories 
Accomodates out of round pipe 

Suggested Spedfi'utions upply to Cu,tile und PVC TUFGrip ™ 

F 

7.67 9.82 

8.1/8 IU.6/ 

i 0.98 i2.77 

13.23 14.92 

15.70 16.97 

17.95 19.07 

20.43 21.18 

22.88 23.28 

25.43 25.38 

27.50 27.48 

32.00 31.68 

Restraint glands shall be designed for use with and conform to the applicable requirements of 

K 

3/4 

118 

7/8 

7/8 

7/8 

7/8 

7/8 

7/8 

li8 

7/8 

7/8 

ANSI .I AWWA Cll1_A21_11_ Restraint gland product identification shall have traceability. Restraint 
giands shaii have a minimum safety factor of 2:1. Restraint giands shaii empioy a singie tooth wedge 
design and utilize torque limiting nuts requiring no more than 60 ft-Ibs of torque to actuate wedges. 
Restraint devices shall accept ovt of round pipe. Restraint devices shall not utilize stops, shall have a 
bolt and threaded wedge that can not be removed prior to assembly. Mechanical Joint restraints shall 
be iisted by Underwriters Laboratories in sizes 4" - 12", and have a Factory Mutuai approvai in sizes 
4" - 12". Speciality tools vvill not be required for installation_ Restraint glands shall be Tyler / Union 
TUFGripw or approved equal. 

Ductile TUFGrip'M will restrain pipe conforming to the requirements of ANSI/AWWA/C151/A21 .51 . 
Ductile Iron Pipe gripping wedges shall be heat treated and hardened to a BHN range of 370-470. 

PVC TUFGrip'M will restrain pipe manufactured to AWWA C900 / C905 pipe and have working 
pressure ratings equal to the pressure rating for which they are used. Restraint glands shall 
accomadate 3" - i2" iPS without the removai of spacers or other modification of the device and 
conform to the requirements of AST,V'\ 1674_ 
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CX 2358-004

LP-5091 JOIt-~T RESTRAIt-~T PRODUCTS Tyler Union 
urCod .. 
670610 

$hir
Cud., 

'fUi'GRIP SERRATED PiPE 
RESiRAii~ERS 

300C K!TS FOR DUCT!LE OD PIPE 
S 4 95_00 
S 6 116_00 
S 8 iSO.OO 
S 10 315.00 
S 12 340.00 

JOOC K!TS FOR IPS OD PIPE 
S 4 95_00 
S 6 116.00 
S 8 iSO_DO 
S 10 31500 
S 12 340.00 

JOOC-AF K!TS FOR DUCT!LE 00 PIPE 
S 4 65.00 
S 6 76_00 
S 8 110_00 
S 10 ?o? nn 
S 12 217_00 

300C-AF K!TS FOR IPS 00 PIPE 
S 4 65.00 
s 6 76.00 
S 8 110.00 
S 10 202_00 
S 12 217.00 

360C K!TS FOR PVC PIPE 
S 4 107.00 
S 6 130.00 
S 8 212.00 
S 10 347.00 
S 12 407_00 

15 
19 
3i 
51 
55 

15 
19 
3i 
51 
55 

16 
20 
32 
5> 
56 

16 
20 
32 
52 
56 

14 
17 
30 
46 
50 

urCude 
670610 

$hi~ 
Code 

SET-SCREW Mj RETAiNER GLANDS 

MJ Dol. RETAINER GLAND ONLY ell 0" 
053774 S 3 2B.OO 5 
053781 S 4 27_00 6 
053798 S 6 45.00 11 
053804 S 8 56.50 13 
053811 S 10 105.50 lB 
053828 S 12 144.00 23 
053835 S 14 178.50 45 
053842 S 16 204.00 51 
053859 S lB 247.00 62 
053866 S 20 293.00 73 
053873 S 24 373.50 93 

DI RETAINER GLAND ACCESSORY PACK Cll0 ** 
3656?4 S 3 4400 
365631 S 4 44.00 
365648 S 6 70.00 
365655 S B B3.00 
365.':..':.? S 10 14000 
365679 S 12 182.00 
085348 S 14t 236.00 
OB5355 S 16t 270.00 
085362 S 1St 316.00 
085379 S 00. 371.00 ~v, 

085386 S 24t 468.00 
t Not packaged 

SURE STOP 350 LOC:K;t~G 
GASKETS (SHR) 
For use with Tyto!"!@ Joi!"!t Bells 

S 4 3500 
S 6 5000 
S 8 67.00 
S 10 97.00 
S 12 111.00 
S 14 225.00 
s 16 262.00 
S 18 31700 
S 20 367.00 
S 24 512.00 

TYTON® is a registered trademark of U.S. Pipe and 
Foundry Company 

'ANSI/AWWA el11 /A21.11 
**Not included in AWWA Standards 

7 
9 

12 
17 
?l 
23 
54 
65 
76 
95 

120 

5 
5 
.5 

1.0 
1.0 
1.5 
1.5 
2.0 
£.u 

2.0 
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LP-5091 JOIt-~T RESTRAIt-~T PRODUCTS Tyler Union 
urCod .. 
670610 

$hir
Cud., 

'fUi'GRIP SERRATED PiPE 
RESiRAii~ERS 

300C K!TS FOR DUCT!LE OD PIPE 
S 4 95_00 
S 6 116_00 
S 8 iSO.OO 
S 10 315.00 
S 12 340.00 

JOOC K!TS FOR IPS OD PIPE 
S 4 95_00 
S 6 116.00 
S 8 iSO_DO 
S 10 31500 
S 12 340.00 

JOOC-AF K!TS FOR DUCT!LE 00 PIPE 
S 4 65.00 
S 6 76_00 
S 8 110_00 
S 10 ?o? nn 
S 12 217_00 

300C-AF K!TS FOR IPS 00 PIPE 
S 4 65.00 
s 6 76.00 
S 8 110.00 
S 10 202_00 
S 12 217.00 

360C K!TS FOR PVC PIPE 
S 4 107.00 
S 6 130.00 
S 8 212.00 
S 10 347.00 
S 12 407_00 

15 
19 
3i 
51 
55 

15 
19 
3i 
51 
55 

16 
20 
32 
5> 
56 

16 
20 
32 
52 
56 

14 
17 
30 
46 
50 

urCude 
670610 

$hi~ 
Code 

SET-SCREW Mj RETAiNER GLANDS 

MJ Dol. RETAINER GLAND ONLY ell 0" 
053774 S 3 2B.OO 5 
053781 S 4 27_00 6 
053798 S 6 45.00 11 
053804 S 8 56.50 13 
053811 S 10 105.50 lB 
053828 S 12 144.00 23 
053835 S 14 178.50 45 
053842 S 16 204.00 51 
053859 S lB 247.00 62 
053866 S 20 293.00 73 
053873 S 24 373.50 93 

DI RETAINER GLAND ACCESSORY PACK Cll0 ** 
3656?4 S 3 4400 
365631 S 4 44.00 
365648 S 6 70.00 
365655 S B B3.00 
365.':..':.? S 10 14000 
365679 S 12 182.00 
085348 S 14t 236.00 
OB5355 S 16t 270.00 
085362 S 1St 316.00 
085379 S 00. 371.00 ~v, 

085386 S 24t 468.00 
t Not packaged 

SURE STOP 350 LOC:K;t~G 
GASKETS (SHR) 
For use with Tyto!"!@ Joi!"!t Bells 

S 4 3500 
S 6 5000 
S 8 67.00 
S 10 97.00 
S 12 111.00 
S 14 225.00 
s 16 262.00 
S 18 31700 
S 20 367.00 
S 24 512.00 

TYTON® is a registered trademark of U.S. Pipe and 
Foundry Company 

'ANSI/AWWA el11 /A21.11 
**Not included in AWWA Standards 

7 
9 

12 
17 
?l 
23 
54 
65 
76 
95 

120 

5 
5 
.5 

1.0 
1.0 
1.5 
1.5 
2.0 
£.u 

2.0 
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CX 2358-005

Tyler Union JO!f'.JT RESTRA!f'.JT PRODUCTS LP-5091 

TUF Grip SERRA TED PIPE RESTRAlft.JER eLAIVIPS 
ITU FJ5rlp' 300C:' Serrntec[Clamp~': I············································ . 
IPIPE RESTRA.INERS 300C SPECIFICA.TlONS 

I . . . .. . . .. . . 
Iserrated clamp pipe restrainerl> tor restraining AWWAC900 PVC and IPS PVC pipe spigot to bell. 

Nominal size 0.0, ITEM CODE 

I I 
4.80 300C-4-DI 

6.90 300C-6-DI 

9.05 300C S 01 

11.10 300C-l0-Di 

13.20 300C-12-DI 

10 

12 

1!:!:·~~~!?a~~t;o~~~:::-i~~;~~;I~tIS 

Ipvc p=p~ "·JiH·:...:t~~i Pip~ iiPSl13~O ~i<l.m~~ I 
I uu I InClUoeo I 

,I I I 
. 0.0. ITEM CODE QTY 

I 4.50 300C-4-IP5 

I 6.63 300C-6-IP5 2 

,ll~~35 . 12.75 

300C SIPS 

300C-l0-iP5 , 
300C-12:-IP5 

I Clamping Bolts & Nuts I, Wt . I 
Nuts I I lapprox·1 I 

uw ,I i ,I I 
SIZE . QTY I SIZE • lL8Sj 

13/4" X IT' I 4 15/8" X H/2" I 15 

31 

2 1314" x 17" I 4 15/8" 4" I 
I ~',~" ~ 1'7" I 4 I 3/4" :5" ,II 

I;;'~"~;~"I 4 ,17;g"x5" 
13/4" X 24" I 4 . 7/8" X 5" 

19 

4 51 

4 55 

1<;".mt"rI rl"mr pip" r"~tmin"r<; fnr r""tminin!,! AIfliWA Cqnn PVC :>nrlIP<; PVC pip" tn M"rh"nkal Inint "nrl Pu"h nn_lnint rlurtil" imn "nrhnr t·ttin!'!" 

I I I 
Pl,fC Pipe With D!J~We Ipl,fC Pipe l,.mh 5te!?! Pipe (!P51 I 300 C!amp~ I 

I Nominal Size ." 
10 

12 

Iruri Pips OD 

0.0. 

4.80 

5.90 

9.05 

11.10 

13.20 

I ITEM CODE 

I 300C-AF 4 DI 

I
I 300C-A!,-5-D! 

300C-AF-S-Di 

I 300C-AF-1O-DI 

I 300C-AF-12-DI I 

0.0. 

4.50 

5.53 

S.63 

10.75 

12.75 

OD 

ITEM CODE 

,

I ;~~~-::~~~::::! 
300C-AF-B-Di-iPS 

I 300C-AF-10-DI-IPS 

I 300C-AF-12-DI-IP5 
I~ Restraint to ush On-Join anchor fittinQs is onlv ,ecomm"nded th,oUQh l! inches in diameter. 

!note: 3/4"" 7" Te" Head Bolts are ';vollable as s~parate oaessorles. -

itQ.t\~f'if~~u4',~~rml~{ftlamp~'· 
l'=iFE RESTRAiNERS 360C SFECiFiCATiONS 

uw 

2 

2 

4 , 
4 ,. ,. 

I SIZE 

I 3/4" X 8" 

I 3it!"l(g .. 

1 3J4"XS" 

1 3/ 4" xB" 
I 3j4"x8" 

Clamping Bolts & Nuts 

4 , 
4 

4 

4 

I SIZE 

15/8" X 3-1/2" 

I
I ~~~::: ;.',' 

7/B"x5" 

7/8" x5" 

Isem!ted d2m;:! re~tr2iner and ~;:!!it b2Ck!J;:! ring for re~tr2ining .tJ,.\AIWA C900 Pl,fC 2nd IPS Pl,fC ;:!i;:!e to PVC ;:!re~~!Jre fitting~. 

Wt 

(appruA.) 

lLBSj 

16 

20 

32 

52 

56 

I I 
I Pres5ure I PVC Pipe With Oudile 

I I I 
Ipvc Pipe With Steel Pipe (IPS) 1300 Clamps I 

I 00 I Included I 

I 36(!C Sp!i! 

Restraint Rod5 & I Cidllll-'illt: 6uil~ & Nub I j Wt I I s..~k-ul-' 
Iron Pipe OD Nut5 I I .approx .. I Ring 

4.80 360(-4-Di 13/:'.': 9" 

3/4" x 9" 

C.D, 

6.90 360C-6-DI 2 

9.05 360C-8-01 

10 .360( -10-DI 

12 13.20 360C-12-Di 

>I< Rated ilt 2-times the pressure rating of the PVC Pipe being used on. 

Basic SpeCificatians: 
1) all dimensions ~re in inches 
2) "II COnnQctlng rods, Jnd nuts ,h,,11 complV with ASTM - A307 GrJde or (Tvpe C) 

3) all damping bolts shall complv with ASTM A449 and nuts Will comply with ASTM - A563 - Grade 5 

4) Colors 0100 Clamps - BLACK Industrial Enamel; IPS Clamps - GRAY Industrial Enamel 
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Tyler Union JO!f'.JT RESTRA!f'.JT PRODUCTS LP-5091 

TUF Grip SERRA TED PIPE RESTRAlft.JER eLAIVIPS 
ITU FJ5rlp' 300C:' Serrntec[Clamp~': I············································ . 
IPIPE RESTRA.INERS 300C SPECIFICA.TlONS 

I . . . .. . . .. . . 
Iserrated clamp pipe restrainerl> tor restraining AWWAC900 PVC and IPS PVC pipe spigot to bell. 

Nominal size 0.0, ITEM CODE 

I I 
4.80 300C-4-DI 

6.90 300C-6-DI 

9.05 300C S 01 

11.10 300C-l0-Di 

13.20 300C-12-DI 

10 

12 

1!:!:·~~~!?a~~t;o~~~:::-i~~;~~;I~tIS 

Ipvc p=p~ "·JiH·:...:t~~i Pip~ iiPSl13~O ~i<l.m~~ I 
I uu I InClUoeo I 

,I I I 
. 0.0. ITEM CODE QTY 

I 4.50 300C-4-IP5 

I 6.63 300C-6-IP5 2 

,ll~~35 . 12.75 

300C SIPS 

300C-l0-iP5 , 
300C-12:-IP5 

I Clamping Bolts & Nuts I, Wt . I 
Nuts I I lapprox·1 I 

uw ,I i ,I I 
SIZE . QTY I SIZE • lL8Sj 

13/4" X IT' I 4 15/8" X H/2" I 15 

31 

2 1314" x 17" I 4 15/8" 4" I 
I ~',~" ~ 1'7" I 4 I 3/4" :5" ,II 

I;;'~"~;~"I 4 ,17;g"x5" 
13/4" X 24" I 4 . 7/8" X 5" 

19 

4 51 

4 55 

1<;".mt"rI rl"mr pip" r"~tmin"r<; fnr r""tminin!,! AIfliWA Cqnn PVC :>nrlIP<; PVC pip" tn M"rh"nkal Inint "nrl Pu"h nn_lnint rlurtil" imn "nrhnr t·ttin!'!" 

I I I 
Pl,fC Pipe With D!J~We Ipl,fC Pipe l,.mh 5te!?! Pipe (!P51 I 300 C!amp~ I 

I Nominal Size ." 
10 

12 

Iruri Pips OD 

0.0. 

4.80 

5.90 

9.05 

11.10 

13.20 

I ITEM CODE 

I 300C-AF 4 DI 

I
I 300C-A!,-5-D! 

300C-AF-S-Di 

I 300C-AF-1O-DI 

I 300C-AF-12-DI I 

0.0. 

4.50 

5.53 

S.63 

10.75 

12.75 

OD 

ITEM CODE 

,

I ;~~~-::~~~::::! 
300C-AF-B-Di-iPS 

I 300C-AF-10-DI-IPS 

I 300C-AF-12-DI-IP5 
I~ Restraint to ush On-Join anchor fittinQs is onlv ,ecomm"nded th,oUQh l! inches in diameter. 

!note: 3/4"" 7" Te" Head Bolts are ';vollable as s~parate oaessorles. -

itQ.t\~f'if~~u4',~~rml~{ftlamp~'· 
l'=iFE RESTRAiNERS 360C SFECiFiCATiONS 

uw 

2 

2 

4 , 
4 ,. ,. 

I SIZE 

I 3/4" X 8" 

I 3it!"l(g .. 

1 3J4"XS" 

1 3/ 4" xB" 
I 3j4"x8" 

Clamping Bolts & Nuts 

4 , 
4 

4 

4 

I SIZE 

15/8" X 3-1/2" 

I
I ~~~::: ;.',' 

7/B"x5" 

7/8" x5" 

Isem!ted d2m;:! re~tr2iner and ~;:!!it b2Ck!J;:! ring for re~tr2ining .tJ,.\AIWA C900 Pl,fC 2nd IPS Pl,fC ;:!i;:!e to PVC ;:!re~~!Jre fitting~. 

Wt 

(appruA.) 

lLBSj 

16 

20 

32 

52 

56 

I I 
I Pres5ure I PVC Pipe With Oudile 

I I I 
Ipvc Pipe With Steel Pipe (IPS) 1300 Clamps I 

I 00 I Included I 

I 36(!C Sp!i! 

Restraint Rod5 & I Cidllll-'illt: 6uil~ & Nub I j Wt I I s..~k-ul-' 
Iron Pipe OD Nut5 I I .approx .. I Ring 

4.80 360(-4-Di 13/:'.': 9" 

3/4" x 9" 

C.D, 

6.90 360C-6-DI 2 

9.05 360C-8-01 

10 .360( -10-DI 

12 13.20 360C-12-Di 

>I< Rated ilt 2-times the pressure rating of the PVC Pipe being used on. 

Basic SpeCificatians: 
1) all dimensions ~re in inches 
2) "II COnnQctlng rods, Jnd nuts ,h,,11 complV with ASTM - A307 GrJde or (Tvpe C) 

3) all damping bolts shall complv with ASTM A449 and nuts Will comply with ASTM - A563 - Grade 5 

4) Colors 0100 Clamps - BLACK Industrial Enamel; IPS Clamps - GRAY Industrial Enamel 
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CX 2358-006

LP-5091 JOIt-~T RESTRAIt-~T PRODUCTS Tyler Union 

6 

ASSEMBLY iNSTRUCTiONS 300C, 300C-AF, 360C 
PVC BEll Ai\jD SPiGOT ii\jSTAllATiOi\j 

INSTRUCTION 300C 

1. Insert pipe into push-on joint bell per pipe 

rnanufacturer's instructions. 

;",,"" 
., ".",:« 

V ·\l~,.6 
'!III"'T 
'~ . 

2. Using the restraint rods as a guide mark a line on each 
section of pipe one inch less than the restraint rods total 
length. Place clamps onto pipes aligning outside edge 
of damps to marks. Place hex head damp bolts through 
clamp ears insuring bolt end threads are exposed. Do not 
tighten damping bolts, leaVe lOOSe. 

3. Aiign the damps and insert the restraining rods. 
loosely instal! the restraining rod nuts until they touch 
the backside of the damps. Tighten damping bolts 
evenly insuring equal gaps exist between the t\'/o 
halves. Torque clamp bolts to the following torque 

requirements: 
4" - 6" damps (100 ft-Ibs) 
8" damp (150 ft-Ibs) 

10"-12" clamps (200 It-Ibs) 

II. Complete the installation by tightening the restraining 

rod nuts until snug. 

MECHANiCAL jOiNT ii\jSTAlLATiON 

INSTRUCTION 300C-AF 

1. Insert pipe into the rnechanical joint hub. Place the all 
thread rod or long T-bolt through a mechanical joint bell 

hole and fnafk a line on the pipe one inch flofn the end of 
thf' hnlL 

2. Assemb!e the follower g!a!'1d, according to A\hjl.A//", 

specifications, omitting the two rods or long I-bolts which 
must be 180 degrees opposite. Place damps onto pipes 
aligning rings to marks and placing hex head clamp bolts 
through damp ears insuring bolt end threads are ex-
posed. Do not tighten ciamping bolts, leave loose. 

3. Insert the rods with nuts or long T-bolts insuring one 

nut is between the follower gland and the split damp. 
Tighten the follower gland nut per AWWA specifications. 

Install a Second nut onto the expOSEd thrEads of thE lang 
T-bolts and loosely tighten against the clamp's outside 

faCe. Tighten the damping bolt nuts insuring equal gaps 
exist between the two halves. Torque clamping bolts to 

the following torque requirements: 
4" - 6" clamps (100 It-Ibs) 
8" clamp (150 ft-Ibs) 

10"-12" clamps (200 ft-Ibs) 

4. Snug tighten the restraining nuts behind each damping 
ring until the pipe spigot ends are secure in the bell of the 
receiving fitting. Do not over tighten the damp restrain
ing rods or long T-bolts. 
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LP-5091 JOIt-~T RESTRAIt-~T PRODUCTS Tyler Union 

6 

ASSEMBLY iNSTRUCTiONS 300C, 300C-AF, 360C 
PVC BEll Ai\jD SPiGOT ii\jSTAllATiOi\j 

INSTRUCTION 300C 

1. Insert pipe into push-on joint bell per pipe 

rnanufacturer's instructions. 

;",,"" 
., ".",:« 

V ·\l~,.6 
'!III"'T 
'~ . 

2. Using the restraint rods as a guide mark a line on each 
section of pipe one inch less than the restraint rods total 
length. Place clamps onto pipes aligning outside edge 
of damps to marks. Place hex head damp bolts through 
clamp ears insuring bolt end threads are exposed. Do not 
tighten damping bolts, leaVe lOOSe. 

3. Aiign the damps and insert the restraining rods. 
loosely instal! the restraining rod nuts until they touch 
the backside of the damps. Tighten damping bolts 
evenly insuring equal gaps exist between the t\'/o 
halves. Torque clamp bolts to the following torque 

requirements: 
4" - 6" damps (100 ft-Ibs) 
8" damp (150 ft-Ibs) 

10"-12" clamps (200 It-Ibs) 

II. Complete the installation by tightening the restraining 

rod nuts until snug. 

MECHANiCAL jOiNT ii\jSTAlLATiON 

INSTRUCTION 300C-AF 

1. Insert pipe into the rnechanical joint hub. Place the all 
thread rod or long T-bolt through a mechanical joint bell 

hole and fnafk a line on the pipe one inch flofn the end of 
thf' hnlL 

2. Assemb!e the follower g!a!'1d, according to A\hjl.A//", 

specifications, omitting the two rods or long I-bolts which 
must be 180 degrees opposite. Place damps onto pipes 
aligning rings to marks and placing hex head clamp bolts 
through damp ears insuring bolt end threads are ex-
posed. Do not tighten ciamping bolts, leave loose. 

3. Insert the rods with nuts or long T-bolts insuring one 

nut is between the follower gland and the split damp. 
Tighten the follower gland nut per AWWA specifications. 

Install a Second nut onto the expOSEd thrEads of thE lang 
T-bolts and loosely tighten against the clamp's outside 

faCe. Tighten the damping bolt nuts insuring equal gaps 
exist between the two halves. Torque clamping bolts to 

the following torque requirements: 
4" - 6" clamps (100 It-Ibs) 
8" clamp (150 ft-Ibs) 

10"-12" clamps (200 ft-Ibs) 

4. Snug tighten the restraining nuts behind each damping 
ring until the pipe spigot ends are secure in the bell of the 
receiving fitting. Do not over tighten the damp restrain
ing rods or long T-bolts. 
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CX 2358-007

Tyler Union JO!f'.JT RESTRA!f'.JT PRODUCTS LP-5091 

PUSH ON FITTING INSTALLATION 
iNSTRUCTiON 300C-AF 

1. Insert pipe into push-on joint bell per pipe 
manufacl:Urer's insuuctions. 

2. Using the restraint rods or T-bo!ts inserted through 
the restraining iug as a guide mark a iine on the pipe 
one inch from the end of the rod or bolt. Place damps 
onto pipes aligning outside edge of clamps to marks. 
P!:3ce hex he:3d d:3mp bolts through cbmp e:3rs in
suring boit end threads are exposed. Do not tighten 
damp bolts, !eave loose. 

3. InSert the long rods or T-bolts thiGugh the 
restraining lug and clamp. Install a nut onto the ex
posed threads of the long rods or T-bolts behind the 
lug and outside face of the clamp. Tighten the damp
ing bolt nuts insuring equal gaps exist between the two 
h<=llves. Torque d<=lmping bolts to the following torque 
requirements: 
4" - 6" damps (100 ft-Ibs) 
8" clamp (150 ft-Ibs) 

10"-12" damps (200 ft-Ibs) 

4. Complete the inst;::!kltion by tightening the re 
straining rod nuts until snug. 

PVC FiniNG INSTALLATION 
i i\iSTRUCTiOi\i 360C 

1. Install pipe into the fitting per the pipe manufac-
turer's instructions. Place the split rings behind 
the fittings gasket races locking the halves together. 
Insert the restraining rods into each 3GO split ring 

placing a nut on each rod behind the ring. 

'). LJ<:;p thp n"strainig rorl as a glJirle- anrl pnsition the-

300 ~eries spiit ciamp on the pipe. Piace hex head 
clamp bolts through clamp ears insuring bolt end 
threads are exposed. Do not tighten ciamp baits, 

leave loose. 

3. Align the restraining rods and insure equal threads 
are beyond the 360 ring and 300 clamp. Tighten the 
c!ampif1g bo!t f1uts if1surif1g equa! gaps exist bet'.veef1 
the two halves. Torque clamping bolts to the follow
ing torque requirements: 
4" - 6" clamps (100 ft-Ibs) 
8" clamp (150 ft-Ibs) 
10"-12" clamps (200 ft-Ibs 

4. Comp!ete the installation by tightening the re-

straining rod nuts until snug. 
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PUBLIC

Tyler Union JO!f'.JT RESTRA!f'.JT PRODUCTS LP-5091 

PUSH ON FITTING INSTALLATION 
iNSTRUCTiON 300C-AF 

1. Insert pipe into push-on joint bell per pipe 
manufacl:Urer's insuuctions. 

2. Using the restraint rods or T-bo!ts inserted through 
the restraining iug as a guide mark a iine on the pipe 
one inch from the end of the rod or bolt. Place damps 
onto pipes aligning outside edge of clamps to marks. 
P!:3ce hex he:3d d:3mp bolts through cbmp e:3rs in
suring boit end threads are exposed. Do not tighten 
damp bolts, !eave loose. 

3. InSert the long rods or T-bolts thiGugh the 
restraining lug and clamp. Install a nut onto the ex
posed threads of the long rods or T-bolts behind the 
lug and outside face of the clamp. Tighten the damp
ing bolt nuts insuring equal gaps exist between the two 
h<=llves. Torque d<=lmping bolts to the following torque 
requirements: 
4" - 6" damps (100 ft-Ibs) 
8" clamp (150 ft-Ibs) 

10"-12" damps (200 ft-Ibs) 

4. Complete the inst;::!kltion by tightening the re 
straining rod nuts until snug. 

PVC FiniNG INSTALLATION 
i i\iSTRUCTiOi\i 360C 

1. Install pipe into the fitting per the pipe manufac-
turer's instructions. Place the split rings behind 
the fittings gasket races locking the halves together. 
Insert the restraining rods into each 3GO split ring 

placing a nut on each rod behind the ring. 

'). LJ<:;p thp n"strainig rorl as a glJirle- anrl pnsition the-

300 ~eries spiit ciamp on the pipe. Piace hex head 
clamp bolts through clamp ears insuring bolt end 
threads are exposed. Do not tighten ciamp baits, 

leave loose. 

3. Align the restraining rods and insure equal threads 
are beyond the 360 ring and 300 clamp. Tighten the 
c!ampif1g bo!t f1uts if1surif1g equa! gaps exist bet'.veef1 
the two halves. Torque clamping bolts to the follow
ing torque requirements: 
4" - 6" clamps (100 ft-Ibs) 
8" clamp (150 ft-Ibs) 
10"-12" clamps (200 ft-Ibs 

4. Comp!ete the installation by tightening the re-

straining rod nuts until snug. 
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CX 2358-008

UPCode 
670610 

Ship 
Code 

Fieid lok 
Number 

Mj FiELD LOK@ FOR: DUCTiLE 

li5! 
Prices 

UPCode 
670610 

Ship 
Code 

Fleid Lok 
Number 

LESS BOLTS 

List 
PrlCe5 

247852 
247869 
247876 

5 
S 
S 

4 
6 
8 

Di04 49.90 
0106 61.10 

7.3 
10.9 
13.5 

MJ F!ELD LOK@ FOR DUCT!LE 

247883 
247890 
062745 
062752 
062769 
062776 
062783 

s 
s 
s 
s 
s 
s 
s 

10 
12 
14 

16 
18 
20 
24 

D!08 84.30 
Dll0 121.70 
Dill 165.05 
D11A. 238,70 
DI16 295.30 
DilS 402.70 
0120 491.50 
DI24 595.65 

MJ F!ELD LO!{~ FOR C900 PVC 

,0 < 
10 • ..} 

19.7 
26_9 
31.8 
49.8 
59.7 
81.3 

111344 

111351 
111368 
111375 

111382 
111399 
111405 
111412 
111429 
111436 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 

4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

DIOA. 45.60 

0106 55.00 
DiOS 78.20 
Dll0 113.85 

D!12 157.20 
Di14 227.40 
0116 282.15 
D!18 389.55 
DI20 476.40 
0124 577.45 

4.1 
6.1 
8.7 

12.1 
13.3 
18.6 
21.8 
39.8 
47. I 

66.9 

247906 s 4 PVOA. 
247913 s 6 rV06 

56_90 
71.35 

7_8 
" 0 II ..... 

Mj FiELD LOi{" FOR C900 PVC 
247920 
247937 
247944 

s 
s 
s 

8 
10 
12 

PV08 98.15 
PV10 172_10 
PV12 181.35 

MJ FIELD LOK® Gasket Series DI 

4 
6 
8 
10 
12 
14 
16 
18 
20 
24 

4.80 
6.90 
9.05 

11.10 
13.20 
15.30 
17.40 
1'1.:;'0 
21.60 
25.80 

DIOA. 
0106 
D!08 
D!10 
DIl2 
Di14 
Di16 
LJIII:\ 
0120 
0124 

MJ FIELD LOK® Gasket Series PV 

4 PV04 

3 
4 
6 
9 

13 
18 
24 
00 
36 
52 

150 

14.8 
2L1 
21.6 

350 
350 
350 
350 
350 
350 
350 
2:;'0 
250 
250 

1 ii443 
111450 
111-167 
111474 
111481 

s 
s 
S 
5 
S 

7.3 
10.9 
13.5 
18.5 
19.7 
LO."1 

31.8 
4'1.1:\ 
59.7 
81.3 

7.8 

4 
6 
8 

10 
12 

PV04 
PV06 
PV08 
PV10 
PV12 

52.60 
65.30 
92.05 

164.25 
173.50 

4.6 
7.0 

10.0 
13.7 
15.2 

6 
8 
10 
12 

4.80 
6.90 
9.05 

11.10 
13.20 

PV06 
PV08 
PV10 
PV12 

150 
150 
150 
150 

200 
200 
200 
200 
200 

11.8 
1 A..8 
20.1 
21.6 MJ FIELD LOK'M Gland 

MJ FIELD LOK® Gland (See illustration at right) 

8 

DIMENSION 
SIZE WEIGHT ABC D E 

{Inches) (pounds) (Outside Dim) (Bolt Hole) (Inside Dia.) {OD Lip) {Gland Height) 

4 
6 
8 
10 
12 
14 
16 
IS 
20 
24 

3.3 
5.0 
7_2 
10.2 
11.0 
" " ".':' 
25.0 
3S.0 
46.0 
64.0 

8.88 
10.87 
1313 
15.38 
17.63 
20.13 
22.38 
24.75 
27.00 
31.50 

7.50 
9.50 
11,75 
14.00 
16.25 
18.75 
21.00 
23.25 
25.50 
30.00 

4.90 
7.00 
9_15 
11.20 
13.30 
15.44 
17.54 
19.64 
21.74 
25.94 

5.92 
8.02 
10,17 
12.22 
14.32 
16.40 
18.50 
20.60 
22.70 
26.90 

1.75 
2.00 
2,25 
2.25 
2.25 
" <> .:. . ..", 

2.75 
3.14 
3.20 
3.57 
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UPCode 
670610 

Ship 
Code 

Fieid lok 
Number 

Mj FiELD LOK@ FOR: DUCTiLE 

li5! 
Prices 

UPCode 
670610 

Ship 
Code 

Fleid Lok 
Number 

LESS BOLTS 

List 
PrlCe5 

247852 
247869 
247876 

5 
S 
S 

4 
6 
8 

Di04 49.90 
0106 61.10 

7.3 
10.9 
13.5 

MJ F!ELD LOK@ FOR DUCT!LE 

247883 
247890 
062745 
062752 
062769 
062776 
062783 

s 
s 
s 
s 
s 
s 
s 

10 
12 
14 

16 
18 
20 
24 

D!08 84.30 
Dll0 121.70 
Dill 165.05 
D11A. 238,70 
DI16 295.30 
DilS 402.70 
0120 491.50 
DI24 595.65 

MJ F!ELD LO!{~ FOR C900 PVC 

,0 < 
10 • ..} 

19.7 
26_9 
31.8 
49.8 
59.7 
81.3 

111344 

111351 
111368 
111375 

111382 
111399 
111405 
111412 
111429 
111436 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 

4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

DIOA. 45.60 

0106 55.00 
DiOS 78.20 
Dll0 113.85 

D!12 157.20 
Di14 227.40 
0116 282.15 
D!18 389.55 
DI20 476.40 
0124 577.45 

4.1 
6.1 
8.7 

12.1 
13.3 
18.6 
21.8 
39.8 
47. I 

66.9 

247906 s 4 PVOA. 
247913 s 6 rV06 

56_90 
71.35 

7_8 
" 0 II ..... 

Mj FiELD LOi{" FOR C900 PVC 
247920 
247937 
247944 

s 
s 
s 

8 
10 
12 

PV08 98.15 
PV10 172_10 
PV12 181.35 

MJ FIELD LOK® Gasket Series DI 

4 
6 
8 
10 
12 
14 
16 
18 
20 
24 

4.80 
6.90 
9.05 

11.10 
13.20 
15.30 
17.40 
1'1.:;'0 
21.60 
25.80 

DIOA. 
0106 
D!08 
D!10 
DIl2 
Di14 
Di16 
LJIII:\ 
0120 
0124 

MJ FIELD LOK® Gasket Series PV 

4 PV04 

3 
4 
6 
9 

13 
18 
24 
00 
36 
52 

150 

14.8 
2L1 
21.6 

350 
350 
350 
350 
350 
350 
350 
2:;'0 
250 
250 

1 ii443 
111450 
111-167 
111474 
111481 

s 
s 
S 
5 
S 

7.3 
10.9 
13.5 
18.5 
19.7 
LO."1 

31.8 
4'1.1:\ 
59.7 
81.3 

7.8 

4 
6 
8 

10 
12 

PV04 
PV06 
PV08 
PV10 
PV12 

52.60 
65.30 
92.05 

164.25 
173.50 

4.6 
7.0 

10.0 
13.7 
15.2 

6 
8 
10 
12 

4.80 
6.90 
9.05 

11.10 
13.20 

PV06 
PV08 
PV10 
PV12 

150 
150 
150 
150 

200 
200 
200 
200 
200 

11.8 
1 A..8 
20.1 
21.6 MJ FIELD LOK'M Gland 

MJ FIELD LOK® Gland (See illustration at right) 

8 

DIMENSION 
SIZE WEIGHT ABC D E 

{Inches) (pounds) (Outside Dim) (Bolt Hole) (Inside Dia.) {OD Lip) {Gland Height) 

4 
6 
8 
10 
12 
14 
16 
IS 
20 
24 

3.3 
5.0 
7_2 
10.2 
11.0 
" " ".':' 
25.0 
3S.0 
46.0 
64.0 

8.88 
10.87 
1313 
15.38 
17.63 
20.13 
22.38 
24.75 
27.00 
31.50 

7.50 
9.50 
11,75 
14.00 
16.25 
18.75 
21.00 
23.25 
25.50 
30.00 

4.90 
7.00 
9_15 
11.20 
13.30 
15.44 
17.54 
19.64 
21.74 
25.94 

5.92 
8.02 
10,17 
12.22 
14.32 
16.40 
18.50 
20.60 
22.70 
26.90 

1.75 
2.00 
2,25 
2.25 
2.25 
" <> .:. . ..", 

2.75 
3.14 
3.20 
3.57 
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CX 2358-009

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

90:> (ii4) rAj BEND 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

072188 
072201 
072225 
072249 
072263 
072287 
072300 
072324 
072348 
072362 
072386 
120193 
120704 

45' (liiii Mj SEND 

3 
4 
6 
8 

10 
12 
14 
16 
is 
20 
24 
30 
36 
42 
48 

072829 
072843 
072867 
072881 
072904 
072928 
072942 
072966 
072980 
073000 
073024 
119869 
120735 

22'/" (1/16) MJ BEND 

5 
S 
5 
S 
5 
S 
s 
s 
s 
s 
S 
N 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 

3 073260 S 

6 
8 

10 
12 

14 
16 
18 
20 
24 
30 
36 
42 
48 

073284 
073307 
073321 
073345 
073369 
073383 
073406 
073420 
073444 
073468 
120254 
120766 

s 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 

100058 
100133 
100218 
100294 
099895 
099970 
101871 
101956 
102038 
102113 
102199 
355694 
356233 
120711 
120728 

i00034 
100119 
100195 
100270 
099871 
099956 
101857 
101932 
102014 
102090 
102175 
3556B7 
356226 
120742 
120759 

100010 
100096 
100171 
100256 
099857 
099932 
101833 
101918 
101994 
102076 
1021S1 
355670 
356189 
120773 
120780 

5 
S 
5 
S 
S 
S 
s 
s 
s 
s 
s 
s 
s 
s 
s 

5 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 

S 
s 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 

Less 

Accessories 

105.00 
108.00 
170.00 
251"00 
387.00 
514"00 
909.00 

1148"00 
1570.00 
1905"00 
3014.00 
5115"00 
7975.00 

14286"00 
19050.00 

90.00 
90.00 

140.00 
2041.041 
289.00 
425.00 
707.00 
BB2.00 

1165.00 
1375.00 
1995.00 
42941.00 
6243.00 

10056.00 
13176.00 

57.00 
86.00 

128.00 
196.00 
281.00 
370.00 
716.00 
846.00 

IISS.00 
1460.00 
1922.00 
3658.00 
5280.00 
8202.00 

10806.00 

Vv'iih 
Accessories 

159.00 
172.00 
254.00 
347"00 
515.00 
658"00 

1125.00 
1410"00 
1948.00 
2341"00 
3594.00 
6639"00 
9873.00 

17812"00 
23886.00 

i44.00 
154.00 
224.00 
296.00 
417.00 
569.00 
923.00 

1144.00 
1543.00 
lBll.00 
2575.00 
5B14.00 
8141.00 

13582.00 
18012.00 

111.00 
150.00 
212.00 
292.00 
409.00 
514.00 
932.00 

1108.00 
1533.00 
1896.00 
2S02.00 
5182.00 
7178.00 

11728.00 
15642.00 

Domesiic 
Weight 

18 
25 
45 
63 
81 

114 
231 
273 
411 
519 
683 

1139 
1450 

i7 
22 
36 
55 
74 

101 
153 
203 
292 
352 
463 
7BO 

ii35 

16 
20 
31 
46 
66 
80 

136 
172 
286 
376 
S12 
610 
960 
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BOX 309' ANNISTON .. ALABAMA 36202 • (600) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

22 
24 
40 
59 
91 

121 
202 
255 
314 
381 
574 
930 

1450 
2381 
3175 

i9 
20 
33 
47 
68 

100 
157 
196 
233 
275 
380 
7BO 

ii35 
1676 
2196 

12 
19 
30 
46 
66 
87 

159 
188 
231 
292 
366 
665 
960 

1367 
1801 

9 

Confidential McVVane-014250 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

90:> (ii4) rAj BEND 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

072188 
072201 
072225 
072249 
072263 
072287 
072300 
072324 
072348 
072362 
072386 
120193 
120704 

45' (liiii Mj SEND 

3 
4 
6 
8 

10 
12 
14 
16 
is 
20 
24 
30 
36 
42 
48 

072829 
072843 
072867 
072881 
072904 
072928 
072942 
072966 
072980 
073000 
073024 
119869 
120735 

22'/" (1/16) MJ BEND 

5 
S 
5 
S 
5 
S 
s 
s 
s 
s 
S 
N 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 

3 073260 S 

6 
8 

10 
12 

14 
16 
18 
20 
24 
30 
36 
42 
48 

073284 
073307 
073321 
073345 
073369 
073383 
073406 
073420 
073444 
073468 
120254 
120766 

s 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 

100058 
100133 
100218 
100294 
099895 
099970 
101871 
101956 
102038 
102113 
102199 
355694 
356233 
120711 
120728 

i00034 
100119 
100195 
100270 
099871 
099956 
101857 
101932 
102014 
102090 
102175 
3556B7 
356226 
120742 
120759 

100010 
100096 
100171 
100256 
099857 
099932 
101833 
101918 
101994 
102076 
1021S1 
355670 
356189 
120773 
120780 

5 
S 
5 
S 
S 
S 
s 
s 
s 
s 
s 
s 
s 
s 
s 

5 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 

S 
s 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 

Less 

Accessories 

105.00 
108.00 
170.00 
251"00 
387.00 
514"00 
909.00 

1148"00 
1570.00 
1905"00 
3014.00 
5115"00 
7975.00 

14286"00 
19050.00 

90.00 
90.00 

140.00 
2041.041 
289.00 
425.00 
707.00 
BB2.00 

1165.00 
1375.00 
1995.00 
42941.00 
6243.00 

10056.00 
13176.00 

57.00 
86.00 

128.00 
196.00 
281.00 
370.00 
716.00 
846.00 

IISS.00 
1460.00 
1922.00 
3658.00 
5280.00 
8202.00 

10806.00 

Vv'iih 
Accessories 

159.00 
172.00 
254.00 
347"00 
515.00 
658"00 

1125.00 
1410"00 
1948.00 
2341"00 
3594.00 
6639"00 
9873.00 

17812"00 
23886.00 

i44.00 
154.00 
224.00 
296.00 
417.00 
569.00 
923.00 

1144.00 
1543.00 
lBll.00 
2575.00 
5B14.00 
8141.00 

13582.00 
18012.00 

111.00 
150.00 
212.00 
292.00 
409.00 
514.00 
932.00 

1108.00 
1533.00 
1896.00 
2S02.00 
5182.00 
7178.00 

11728.00 
15642.00 

Domesiic 
Weight 

18 
25 
45 
63 
81 

114 
231 
273 
411 
519 
683 

1139 
1450 

i7 
22 
36 
55 
74 

101 
153 
203 
292 
352 
463 
7BO 

ii35 

16 
20 
31 
46 
66 
80 

136 
172 
286 
376 
S12 
610 
960 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 246·9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (600) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

22 
24 
40 
59 
91 

121 
202 
255 
314 
381 
574 
930 

1450 
2381 
3175 

i9 
20 
33 
47 
68 

100 
157 
196 
233 
275 
380 
7BO 

ii35 
1676 
2196 

12 
19 
30 
46 
66 
87 

159 
188 
231 
292 
366 
665 
960 

1367 
1801 

9 

Confidential McVVane-014250 



CX 2358-010

Tyler Union e153 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

i i %(> (ii32) AU BEND 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

3 
4 
6 
II 

iO 
12 
i4 
16 
20 
24 
30 

073703 
073727 
073741 
073765 
073789 
073802 
073826 
073840 
073864 
073888 
073901 
120797 
120803 

072409 
072423 
072447 
072461 
072485 
072508 
072522 
072546 

072607 
i:20407 

45° (1/8) MJxPE BEND 

3 
4 
6 
8 

10 
12 
14 
16 
20 
24 
30 

073048 
073062 
073086 
073109 
073123 
073147 
073161 
073185 

073246 
120414 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 

5 
5 
5 
5 
5 
5 
N 
S 

N 
iii 

S 
5 
S 
5 
s 
5 
S 
5 

S 
N 

099994 
100072 
100157 
100232 
099833 
099918 
101819 
101895 
101970 
102052 
102137 
355663 
355700 
120810 
120827 

i36040 
422327 
422372 
422426 
422228 
422266 
244295 
244455 

244530 
093:28:2 

136026 
422310 
422365 
422419 
422211 
422259 
243748 
244431 

244516 
093237 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

S 
5 
5 
5 
5 
5 
5 
S 
iii 
S 
5 

S 
5 
S 
5 
s 
5 
S 
5 
N 
S 
5 

less 
Acces.sories 

57.00 
77,00 

132.00 
179~OO 
255.00 
327~00 

734.00 
846~00 

1270.00 
1285~00 

1769.00 
3300~00 

4510.00 
7080~00 

9444.00 

86.00 
108.00 
i70.00 
242.00 
374.00 
485.00 
887.00 

1359.00 
2630.00 
3019.00 
4758.00 

71.00 
90.00 

145.00 
204.00 
298.00 
417.00 
657.00 
828.00 

1760.00 
2048.00 
3933.00 

'vViih 
Accessories 

111.00 
141.00 
216.00 
275~OO 
383.00 
471 ~OO 
950.00 

1108~00 

1648.00 
1721.00 
2349.00 
4824~00 

6408.00 
10606~00 

14280.00 

i i 3.00 
140.00 
2i2.00 
290.00 
438.00 
557.00 
995.00 

1490.00 
2848.00 
3309.00 
55:20.00 

98.00 
122.00 
187.00 
252.00 
362.00 
489.00 
765.00 
959.00 

1978.00 
2338.00 
4695.00 

5 = From Siuck io 2 weeb' r~ = NUII-Siucki Check fur uvuilubiliiy. 

10 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

15 
19 
29 
43 
59 
77 
93 

148 
283 
374 
457 
567 
820 

i7 
25 
42 
57 
9i 

114 
2i9 
254 
526 
710 
865 

17 
21 
34 
53 
71 

102 
146 
192 
352 
440 
715 

LP-5091 
Non-Domesiic 

Weight 

12 
17 
31 
42 
60 
77 

163 
188 
254 
257 
337 
600 
820 

1180 
1574 

i8 
24 
40 
57 
88 

114 
i97 
302 

575 
865 

15 
20 
34 
48 
70 
98 

146 
184 

390 
715 

05/01/0S' 
BOX 309' Ai-..ii-..iiSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014251 

PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

i i %(> (ii32) AU BEND 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

3 
4 
6 
II 

iO 
12 
i4 
16 
20 
24 
30 

073703 
073727 
073741 
073765 
073789 
073802 
073826 
073840 
073864 
073888 
073901 
120797 
120803 

072409 
072423 
072447 
072461 
072485 
072508 
072522 
072546 

072607 
i:20407 

45° (1/8) MJxPE BEND 

3 
4 
6 
8 

10 
12 
14 
16 
20 
24 
30 

073048 
073062 
073086 
073109 
073123 
073147 
073161 
073185 

073246 
120414 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 

5 
5 
5 
5 
5 
5 
N 
S 

N 
iii 

S 
5 
S 
5 
s 
5 
S 
5 

S 
N 

099994 
100072 
100157 
100232 
099833 
099918 
101819 
101895 
101970 
102052 
102137 
355663 
355700 
120810 
120827 

i36040 
422327 
422372 
422426 
422228 
422266 
244295 
244455 

244530 
093:28:2 

136026 
422310 
422365 
422419 
422211 
422259 
243748 
244431 

244516 
093237 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

S 
5 
5 
5 
5 
5 
5 
S 
iii 
S 
5 

S 
5 
S 
5 
s 
5 
S 
5 
N 
S 
5 

less 
Acces.sories 

57.00 
77,00 

132.00 
179~OO 
255.00 
327~00 

734.00 
846~00 

1270.00 
1285~00 

1769.00 
3300~00 

4510.00 
7080~00 

9444.00 

86.00 
108.00 
i70.00 
242.00 
374.00 
485.00 
887.00 

1359.00 
2630.00 
3019.00 
4758.00 

71.00 
90.00 

145.00 
204.00 
298.00 
417.00 
657.00 
828.00 

1760.00 
2048.00 
3933.00 

'vViih 
Accessories 

111.00 
141.00 
216.00 
275~OO 
383.00 
471 ~OO 
950.00 

1108~00 

1648.00 
1721.00 
2349.00 
4824~00 

6408.00 
10606~00 

14280.00 

i i 3.00 
140.00 
2i2.00 
290.00 
438.00 
557.00 
995.00 

1490.00 
2848.00 
3309.00 
55:20.00 

98.00 
122.00 
187.00 
252.00 
362.00 
489.00 
765.00 
959.00 

1978.00 
2338.00 
4695.00 

5 = From Siuck io 2 weeb' r~ = NUII-Siucki Check fur uvuilubiliiy. 

10 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

15 
19 
29 
43 
59 
77 
93 

148 
283 
374 
457 
567 
820 

i7 
25 
42 
57 
9i 

114 
2i9 
254 
526 
710 
865 

17 
21 
34 
53 
71 

102 
146 
192 
352 
440 
715 

LP-5091 
Non-Domesiic 

Weight 

12 
17 
31 
42 
60 
77 

163 
188 
254 
257 
337 
600 
820 

1180 
1574 

i8 
24 
40 
57 
88 

114 
i97 
302 

575 
865 

15 
20 
34 
48 
70 
98 

146 
184 

390 
715 

05/01/0S' 
BOX 309' Ai-..ii-..iiSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014251 



CX 2358-011

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

3 
4 
6 
8 

10 
12 
14 
16 
20 
2<1 
30 

073482 
073505 
073529 
073543 
073567 
073581 
073604 
073628 

073680 
120421 

N 
S 
5 
S 

'''>J 
S 

N 

11 'N (1 i32i MJxPE BEND 

3 
4 
6 
8 

iO 
12 
14 
16 
24 

073925 
073949 
073963 
073987 
074007 
074021 
074045 
074069 
074120 

N 
S 
5 
S 
N 
S 
N 
N 
N 

90' (1/4) MJxFE BEND. 

3 072621 s 
4 072645 5 
6 072669 s 

072683 5 
10 072706 s 
12 072720 5 
14 072744 N 
16 072768 

45" (i/Bj MJxFE BEND. 

4 
6 
8 

10 
12 
14 
16 

365334 
365341 
365358 
365365 
365372 
365389 
365396 

5 
s 
5 
S 
5 
N 
5 

22';" (1/16) MJxFE BEND. 

4 365402 5 
6 365419 S 
8 

iO 
12 

365426 
365433 
365440 

s 
s 
s 

136002 
422303 
422358 
422402 
135944 
135968 
248873 
244417 

244493 
093206 

135982 
136064 
136088 
136439 
135920 
135951 
248866 
244394 
244479 

422273 
422297 
422341 
422396 
422204 
422242 
248859 
244370 

422280 
422334 
422389 
422198 
422235 
248842 
244356 

248897 
248910 
248934 
2488ii 
248835 

5 
S 
5 
S 
S 
S 
s 
S 
N 
S 
5 

5 
S 
5 
S 
5 
S 
S 
S 
S 

s 
5 
s 
5 
s 
5 
5 
S 

5 
s 
5 
S 
5 
S 
5 

5 
S 
S 
S 
S 

Less 

Accessories 

62.00 
81.00 

132.00 
204"00 
26S.00 
349"00 
684.00 

1148"00 
i i65.00 
2074,00 
3355.00 

62.00 
77.00 

i 23.00 
191.00 
238.00 
302.00 
599.00 
743.00 

2iOO.OO 

95.00 
117.00 
200.00 
349.00 
489.00 
693.00 

1238.00 
1508.00 

113.00 
238.00 
302.00 
438.00 
642,00 

1206.00 
1440.00 

144,00 
174.00 
272.00 
39i.OO 
561.00 

Vv'iih 
Accessories 

89.00 
113.00 
174.00 
252"00 
332.00 
421"00 
792.00 

1279"00 
1983.00 
236,(00 
4117.00 

89.00 
109.00 
i 65.00 
239.00 
302.00 
374.00 
707.00 
874.00 

2390.00 

122.00 
149.00 
242.00 
397.00 
553.00 
765.00 

1346.00 
1639.00 

145.00 
280.00 
350.00 
502.00 
714,00 

1314.00 
1571.00 

176,00 
216.00 
320.00 
455.00 
633.00 

Domesiic 
Weight 

19 
19 
29 
46 
64 
78 

133 
181 
353 
345 
610 

15 
20 
29 
41 
55 
69 

i i8 
136 
475 

21 
28 
45 
64 

113 
141 
217 
278 

27 
36 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

.Flanges iTlay be thinner than thicknesses in AW\VA ell 0 and require shorter bolts or use of washers. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

13 
18 
31 
48 
63 
79 

152 
255 

395 
600 

13 
17 
29 
45 
56 
71 

i33 
165 
400 

22 
26 
47 
82 

102 
163 
275 
335 

25 
56 
71 

103 
151 
268 
320 

32 
41 
64 
92 

132 

11 

Confidential McVVane-014252 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

3 
4 
6 
8 

10 
12 
14 
16 
20 
2<1 
30 

073482 
073505 
073529 
073543 
073567 
073581 
073604 
073628 

073680 
120421 

N 
S 
5 
S 

'''>J 
S 

N 

11 'N (1 i32i MJxPE BEND 

3 
4 
6 
8 

iO 
12 
14 
16 
24 

073925 
073949 
073963 
073987 
074007 
074021 
074045 
074069 
074120 

N 
S 
5 
S 
N 
S 
N 
N 
N 

90' (1/4) MJxFE BEND. 

3 072621 s 
4 072645 5 
6 072669 s 

072683 5 
10 072706 s 
12 072720 5 
14 072744 N 
16 072768 

45" (i/Bj MJxFE BEND. 

4 
6 
8 

10 
12 
14 
16 

365334 
365341 
365358 
365365 
365372 
365389 
365396 

5 
s 
5 
S 
5 
N 
5 

22';" (1/16) MJxFE BEND. 

4 365402 5 
6 365419 S 
8 

iO 
12 

365426 
365433 
365440 

s 
s 
s 

136002 
422303 
422358 
422402 
135944 
135968 
248873 
244417 

244493 
093206 

135982 
136064 
136088 
136439 
135920 
135951 
248866 
244394 
244479 

422273 
422297 
422341 
422396 
422204 
422242 
248859 
244370 

422280 
422334 
422389 
422198 
422235 
248842 
244356 

248897 
248910 
248934 
2488ii 
248835 

5 
S 
5 
S 
S 
S 
s 
S 
N 
S 
5 

5 
S 
5 
S 
5 
S 
S 
S 
S 

s 
5 
s 
5 
s 
5 
5 
S 

5 
s 
5 
S 
5 
S 
5 

5 
S 
S 
S 
S 

Less 

Accessories 

62.00 
81.00 

132.00 
204"00 
26S.00 
349"00 
684.00 

1148"00 
i i65.00 
2074,00 
3355.00 

62.00 
77.00 

i 23.00 
191.00 
238.00 
302.00 
599.00 
743.00 

2iOO.OO 

95.00 
117.00 
200.00 
349.00 
489.00 
693.00 

1238.00 
1508.00 

113.00 
238.00 
302.00 
438.00 
642,00 

1206.00 
1440.00 

144,00 
174.00 
272.00 
39i.OO 
561.00 

Vv'iih 
Accessories 

89.00 
113.00 
174.00 
252"00 
332.00 
421"00 
792.00 

1279"00 
1983.00 
236,(00 
4117.00 

89.00 
109.00 
i 65.00 
239.00 
302.00 
374.00 
707.00 
874.00 

2390.00 

122.00 
149.00 
242.00 
397.00 
553.00 
765.00 

1346.00 
1639.00 

145.00 
280.00 
350.00 
502.00 
714,00 

1314.00 
1571.00 

176,00 
216.00 
320.00 
455.00 
633.00 

Domesiic 
Weight 

19 
19 
29 
46 
64 
78 

133 
181 
353 
345 
610 

15 
20 
29 
41 
55 
69 

i i8 
136 
475 

21 
28 
45 
64 

113 
141 
217 
278 

27 
36 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

.Flanges iTlay be thinner than thicknesses in AW\VA ell 0 and require shorter bolts or use of washers. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

13 
18 
31 
48 
63 
79 

152 
255 

395 
600 

13 
17 
29 
45 
56 
71 

i33 
165 
400 

22 
26 
47 
82 

102 
163 
275 
335 

25 
56 
71 

103 
151 
268 
320 

32 
41 
64 
92 

132 

11 

Confidential McVVane-014252 



CX 2358-012

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

11 ';.0 11/32J MJxFE BEND. 

4 365457 s 248880 
365464 5 248903 

8 365471 s 248927 
10 365488 N 248804 
12 365495 s 248828 

MJ WVE (Not Induded in AWWA (153) 

3 076469 S 101673 
4x3 076483 s 107309 

4 076506 S J01697 
6x4 076520 s 101734 

6 076544 S J01710 
8x4 076568 s 101772 
8x6 076582 S 101796 

076605 s 101758 
10x4 076629 S 101512 
10xl; 076643 s 101536 
10x8 076667 S J01550 

10 076631 s 101499 
12x4 076704 S J01611 
12x6 076728 s 101635 
12x8 076742 S J01659 

12xl0 076766 101598 
12 076780 S 101574 

14x6 062931 5 
14 076889 5 

16x6 076902 5 034377 
16x8 076926 5 093473 

16x12 076964 107286 
16 077008 5 046004 

18x10 
18 

MJxFE ADAPTER (6" Ltlying LF!ngth) • 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

'30 
**36 

083771 
083795 
083818 
083832 
083856 
083870 
083894 
083917 

373223 

120551 
120568 

* Laying Length - 7" 
** Laying Length - 8:: 

S 
s 
S 
5 
S 
5 
S 
5 

S 

5 

371267 
371175 
422181 
371205 
371250 
371168 
129639 
129653 
114147 
121510 
046011 
093145 
093176 

s 
5 
s 
5 
s 

S 
s 
S 
5 
S 
5 
S 

S 
5 
S 
5 
S 
5 
S 
5 
S 

5 
5 

5 

N 

S 
5 
S 
5 
S 
5 
S 
5 
N 
S 
S 
N 

less 
Acces.sories 

126.00 
170.00 
225.00 
374.00 
485.00 

162.00 
171.00 
225.00 
221.00 
327.00 
451.00 
374.00 
463.00 
638.00 
672.00 
731.00 
893.00 
897.00 
935.00 

1003.00 
1177.00 
1262.00 
1313.00 
2142.00 
1341.00 
1571.00 
2021.00 
2453.00 
2529.00 
2799.00 

76.00 
99.00 

136.00 
208.00 
298.00 
421.00 
621.00 
711.00 

1010.00 
1260.00 
1701.00 
2547.00 
4125.00 

'vViih 
Accessories 

158.00 
212.00 
273.00 
438.00 
557.00 

243.00 
262.00 
321.00 
337.00 
453.00 
579.00 
512.00 
607.00 
798.00 
842.00 
907.00 

1035.00 
1073.00 
1121.00 
1 J 95.00 
1385.00 
1478.00 
1571.00 
2466.00 
1645.00 
1881.00 
2355.00 
2846.00 
2971.00 
3366.00 

103.00 
131.00 
178.00 
256.00 
362.00 
493.00 
729.00 
842.00 

1199.00 
1478.00 
1991.00 
3309.00 
5074.00 

Domesiic 
Weight 

19 
30 
41 
75 
88 

36 
39 
45 
61 
82 
81 

109 
117 
105 
118 
160 
134 
141 
168 
177 
212 
248 
250 
476 
300 
350 
447 
608 

18 
24 
36 
50 
76 
88 

127 
155 

275 

470 
750 

.. F!anges may be thinner than thicknesses in AWWA ellO and require shorter belts or use of '.vashers. 

S = From Stock to 2 weeks· N = Non-Stock; Check for ovodobility. 

12 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

28 
40 
53 
88 

114 

34 
38 
50 
52 
77 

106 
88 

109 
150 
158 
172 
210 
211 
220 
236 
277 
297 

298 
349 
465 
545 
562 
622 

18 
24 
29 
52 
67 
80 

126 
166 
202 
275 
324 
463 
750 

05/01/0';' 

Confidential McVVane-014253 

PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

11 ';.0 11/32J MJxFE BEND. 

4 365457 s 248880 
365464 5 248903 

8 365471 s 248927 
10 365488 N 248804 
12 365495 s 248828 

MJ WVE (Not Induded in AWWA (153) 

3 076469 S 101673 
4x3 076483 s 107309 

4 076506 S J01697 
6x4 076520 s 101734 

6 076544 S J01710 
8x4 076568 s 101772 
8x6 076582 S 101796 

076605 s 101758 
10x4 076629 S 101512 
10xl; 076643 s 101536 
10x8 076667 S J01550 

10 076631 s 101499 
12x4 076704 S J01611 
12x6 076728 s 101635 
12x8 076742 S J01659 

12xl0 076766 101598 
12 076780 S 101574 

14x6 062931 5 
14 076889 5 

16x6 076902 5 034377 
16x8 076926 5 093473 

16x12 076964 107286 
16 077008 5 046004 

18x10 
18 

MJxFE ADAPTER (6" Ltlying LF!ngth) • 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

'30 
**36 

083771 
083795 
083818 
083832 
083856 
083870 
083894 
083917 

373223 

120551 
120568 

* Laying Length - 7" 
** Laying Length - 8:: 

S 
s 
S 
5 
S 
5 
S 
5 

S 

5 

371267 
371175 
422181 
371205 
371250 
371168 
129639 
129653 
114147 
121510 
046011 
093145 
093176 

s 
5 
s 
5 
s 

S 
s 
S 
5 
S 
5 
S 

S 
5 
S 
5 
S 
5 
S 
5 
S 

5 
5 

5 

N 

S 
5 
S 
5 
S 
5 
S 
5 
N 
S 
S 
N 

less 
Acces.sories 

126.00 
170.00 
225.00 
374.00 
485.00 

162.00 
171.00 
225.00 
221.00 
327.00 
451.00 
374.00 
463.00 
638.00 
672.00 
731.00 
893.00 
897.00 
935.00 

1003.00 
1177.00 
1262.00 
1313.00 
2142.00 
1341.00 
1571.00 
2021.00 
2453.00 
2529.00 
2799.00 

76.00 
99.00 

136.00 
208.00 
298.00 
421.00 
621.00 
711.00 

1010.00 
1260.00 
1701.00 
2547.00 
4125.00 

'vViih 
Accessories 

158.00 
212.00 
273.00 
438.00 
557.00 

243.00 
262.00 
321.00 
337.00 
453.00 
579.00 
512.00 
607.00 
798.00 
842.00 
907.00 

1035.00 
1073.00 
1121.00 
1 J 95.00 
1385.00 
1478.00 
1571.00 
2466.00 
1645.00 
1881.00 
2355.00 
2846.00 
2971.00 
3366.00 

103.00 
131.00 
178.00 
256.00 
362.00 
493.00 
729.00 
842.00 

1199.00 
1478.00 
1991.00 
3309.00 
5074.00 

Domesiic 
Weight 

19 
30 
41 
75 
88 

36 
39 
45 
61 
82 
81 

109 
117 
105 
118 
160 
134 
141 
168 
177 
212 
248 
250 
476 
300 
350 
447 
608 

18 
24 
36 
50 
76 
88 

127 
155 

275 

470 
750 

.. F!anges may be thinner than thicknesses in AWWA ellO and require shorter belts or use of '.vashers. 

S = From Stock to 2 weeks· N = Non-Stock; Check for ovodobility. 

12 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

28 
40 
53 
88 

114 

34 
38 
50 
52 
77 

106 
88 

109 
150 
158 
172 
210 
211 
220 
236 
277 
297 

298 
349 
465 
545 
562 
622 

18 
24 
29 
52 
67 
80 

126 
166 
202 
275 
324 
463 
750 

05/01/0';' 

Confidential McVVane-014253 



CX 2358-013

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

FExPE ADAPTER (12" Lavin" Len"thl • 

4 083955 5 

8 
10 
12 
16 

MJ TEE 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
8x4 
8x6 

8 
10x3 
10x4 
10;.;:6 
10x8 

10 
12x3 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
i4x8 

14x10 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x12 
18x14 
18x16 

18 
20x6 
20xS 

20xlO 
20x12 

083979 
083993 
084013 
084037 
084075 

074144 
074168 
074182 
074205 
074229 
074243 
074267 
074281 
074304 
074328 
074342 
074366 
074380 
074403 
074427 
074441 
074465 
074489 
074502 
074526 
074540 
074564 
074588 
074601 
074625 
074649 
074663 
074687 
074700 
074724 
074748 
074762 
074786 
074809 
074823 
074847 
074861 
074885 
074908 
074922 
074946 
074960 
074984 

s 
5 

N 
N 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
S 
5 
5 
S 
5 
s 
5 
S 
5 
S 
5 
N 
5 
S 
5 
S 
5 
N 
5 
S 
S 
S 
S 
S 

101239 
101277 
101253 
101314 
101390 
101291 
101437 
101451 
101475 
101413 
101031 
101055 
101079 
101093 
101017 
101154 
101178 
101192 
101215 
101130 
101116 
103233 
i03240 
103219 
103226 
103202 
103295 
103301 
103264 
103271 
103288 
103257 
103325 
103332 
093381 
093411 

093442 
103318 
103394 
103400 
103356 
103363 

s 
s 
s 
s 
s 
s 
s 
s 
5 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
S 
5 
5 
S 
5 
s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

5 
S 
S 
S 
S 
S 

115.00 
157.00 
250.00 
345.00 
440.00 
782.00 

138.00 
135.00 
144.00 
179.00 
221.00 
247.00 
247.00 
255.00 
310.00 
370.00 
319.00 
332.00 
383.00 
446.00 
510.00 
383.00 
400.00 
485.00 
557.00 
595.00 
714.00 
819.00 
927.00 

1026.00 
1103.00 
1260.00 
1058.00 
1148.00 
1260.00 
1373.00 
1553.00 
1733.00 
1550.00 
1675.00 
1575.00 
199000 
2075.00 
2220.00 
2590.00 
1740.00 
1780.00 
1850.00 
2205.00 

N/A 
N/A 
N/A 
N/A 
N/A 
I'o-J/A 

219.00 
226.00 
240.00 
290.00 
337.00 
373.00 
370.00 
383.00 
448.00 
514.00 
474.00 
492.00 
553.00 
622.00 
702.00 
554.00 
576.00 
671.00 
749.00 
803.00 
930.00 

1077.00 
ii9i.OO 

1306.00 
1391.00 
1584.00 
1362.00 
1458.00 
1586.00 
1707.00 
1923.00 
2126.00 
1970.00 
2101.00 
2017.00 
2440.00 
2561.00 
2729.00 
3157.00 
2218.00 
2264.00 
2350.00 
2713.00 

*F!onges moy be thinner thon thicknesses in AWWA ell 0 ond require shorter bolts or use of woshers_ 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

23 
33 
50 
69 
88 

149 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 
82 
99 

111 
128 
91 

103 
102 
120 
155 
165 
183 
206 
229 
245 
281 
222 
245 
265 
277 
317 
337 
275 
280 
301 
370 
415 
476 
490 
335 
383 
392 
432 

Non-Domesiic 
Weight 

29 
30 
32 
42 
52 
58 
58 
60 
73 
87 
75 
78 
90 

105 
120 
90 
94 

114 
131 
140 
168 
182 
206 
228 
245 
280 
235 
255 
280 
305 
345 
385 
310 
335 
315 
398 

444 
518 
348 
356 
370 
441 

l3 

Confidential McVVane-014254 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

FExPE ADAPTER (12" Lavin" Len"thl • 

4 083955 5 

8 
10 
12 
16 

MJ TEE 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
8x4 
8x6 

8 
10x3 
10x4 
10;.;:6 
10x8 

10 
12x3 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
i4x8 

14x10 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x12 
18x14 
18x16 

18 
20x6 
20xS 

20xlO 
20x12 

083979 
083993 
084013 
084037 
084075 

074144 
074168 
074182 
074205 
074229 
074243 
074267 
074281 
074304 
074328 
074342 
074366 
074380 
074403 
074427 
074441 
074465 
074489 
074502 
074526 
074540 
074564 
074588 
074601 
074625 
074649 
074663 
074687 
074700 
074724 
074748 
074762 
074786 
074809 
074823 
074847 
074861 
074885 
074908 
074922 
074946 
074960 
074984 

s 
5 

N 
N 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
S 
5 
5 
S 
5 
s 
5 
S 
5 
S 
5 
N 
5 
S 
5 
S 
5 
N 
5 
S 
S 
S 
S 
S 

101239 
101277 
101253 
101314 
101390 
101291 
101437 
101451 
101475 
101413 
101031 
101055 
101079 
101093 
101017 
101154 
101178 
101192 
101215 
101130 
101116 
103233 
i03240 
103219 
103226 
103202 
103295 
103301 
103264 
103271 
103288 
103257 
103325 
103332 
093381 
093411 

093442 
103318 
103394 
103400 
103356 
103363 

s 
s 
s 
s 
s 
s 
s 
s 
5 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
S 
5 
5 
S 
5 
s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

5 
S 
S 
S 
S 
S 

115.00 
157.00 
250.00 
345.00 
440.00 
782.00 

138.00 
135.00 
144.00 
179.00 
221.00 
247.00 
247.00 
255.00 
310.00 
370.00 
319.00 
332.00 
383.00 
446.00 
510.00 
383.00 
400.00 
485.00 
557.00 
595.00 
714.00 
819.00 
927.00 

1026.00 
1103.00 
1260.00 
1058.00 
1148.00 
1260.00 
1373.00 
1553.00 
1733.00 
1550.00 
1675.00 
1575.00 
199000 
2075.00 
2220.00 
2590.00 
1740.00 
1780.00 
1850.00 
2205.00 

N/A 
N/A 
N/A 
N/A 
N/A 
I'o-J/A 

219.00 
226.00 
240.00 
290.00 
337.00 
373.00 
370.00 
383.00 
448.00 
514.00 
474.00 
492.00 
553.00 
622.00 
702.00 
554.00 
576.00 
671.00 
749.00 
803.00 
930.00 

1077.00 
ii9i.OO 

1306.00 
1391.00 
1584.00 
1362.00 
1458.00 
1586.00 
1707.00 
1923.00 
2126.00 
1970.00 
2101.00 
2017.00 
2440.00 
2561.00 
2729.00 
3157.00 
2218.00 
2264.00 
2350.00 
2713.00 

*F!onges moy be thinner thon thicknesses in AWWA ell 0 ond require shorter bolts or use of woshers_ 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

23 
33 
50 
69 
88 

149 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 
82 
99 

111 
128 
91 

103 
102 
120 
155 
165 
183 
206 
229 
245 
281 
222 
245 
265 
277 
317 
337 
275 
280 
301 
370 
415 
476 
490 
335 
383 
392 
432 

Non-Domesiic 
Weight 

29 
30 
32 
42 
52 
58 
58 
60 
73 
87 
75 
78 
90 

105 
120 
90 
94 

114 
131 
140 
168 
182 
206 
228 
245 
280 
235 
255 
280 
305 
345 
385 
310 
335 
315 
398 

444 
518 
348 
356 
370 
441 

l3 

Confidential McVVane-014254 



CX 2358-014

Tyler Union e153 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

Mj TEE (Con"t; 

20x14 
20x16 
20x18 

20 
24x6 
24x8 

24xl0 
24x12 
24x14 
24x16 
24x18 
24,,-.20 

24 
30x6 
30xe 

30x12 
30x16 
30x20 
30x24 

30 
36x12 
36x16 
36x24 
36x30 

36 
42x24 
42x30 
42x36 

42 
48x12 
48x24 
48x36 
48x42 

48 

075004 
075028 
075042 
075066 
075080 
075103 
075127 
075141 
075165 
075189 
075202 
075226 
075240 
120438 
120445 
120452 

120476 
120483 
120490 

120834 
120841 
120858 

MJxFE TEE. 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 

12x6 
12x8 

075288 
O;530i 
075325 
075349 
075363 
075387 
075424 
075448 
075462 
075509 
075523 
075547 
075561 
075608 
075622 
075646 

5 
S 
N 
S 
5 
S 
5 
S 

s 
5 
S 
5 
!II 

!II 

!II 

!II 

!II 

S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
S 
5 

103370 
103387 
103349 
103479 
103486 
103424 
103431 
249818 
103448 
103455 
103462 
103417 
099758 
045854 
099703 
099710 
249825 
099734 
356349 
113140 
099796 
099819 
249832 
099772 
112464 
112488 
113164 
045946 
113690 
112471 
113188 
459262 
112563 

136576 
i36563 
422501 
243717 
422525 
422518 
422549 
422556 
422532 
136552 
422440 
136569 
422433 
422471 

422488 
422495 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
s 
s 

s 
s 
s 
s 
!II 

!II 
s 
N 

N 

s 

S 
5 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
5 
s 
S 
5 

less 
Acces.sories 

2550.00 
2170,00 
2925.00 
2390~00 
2163.00 
2226~00 

2436.00 
2373~00 

2888.00 
3050~00 
3066.00 
3455.00 
3728.00 
3597.00 
4065.00 
4565.00 
5275.00 
5577.00 
5836.00 
7277.00 
6067.00 
6551.00 
7953.00 
9218.00 

10918.00 
13770.00 
14022.00 
17928.00 
19014.00 
15000.00 
16932.00 
23892.00 
24600.00 
25506.00 

152.00 
i67.00 
180.00 
225.00 
234.00 
268.00 
315.00 
340.00 
417.00 
383.00 
476.00 
514.00 
655.00 
502.00 
510.00 
587.00 

'vViih 
Accessories 

3094.00 
2737,00 
3550.00 
3044~00 
2785.00 
2854~00 

3080.00 
3025~00 

3576.00 
3761.00 
3835.00 
4253~00 

4598.00 
5163~00 

5637.00 
6161.00 
6930.00 
7319.00 
7650.00 
9563.00 
7663.00 
8206.00 
9767.00 

11878.00 
13765.00 
17586.00 
18310.00 
22403.00 
24303.00 
19908.00 
22058.00 
29677.00 
31199.00 
32760.00 

206.00 
23i.OO 
244.00 
309.00 
318.00 
352.00 
411.00 
436.00 
513.00 
511.00 
604.00 
642.00 
783.00 
646.00 
654.00 
731.00 

... _. . ... .. .. . . . ........ -- -- . . . . . .. , . 

Domesiic 
Weight 

510 
553 
577 
572 
465 
475 
516 
549 
585 
625 
721 
805 
844 
717 
697 
848 

995 
1114 
1348 

1533 
1604 
1949 

29 
34 
38 
51 
53 
64 
76 
81 
91 
92 
99 

127 
144 
118 

133 
146 

... r-tanges may tie mmner man thiCkneSses m AVVVVA r.... I I U anCl require snorter OOIIS or use at wasners. 

14 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-..ii-..liSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

434 
585 
478 
412 
424 
464 
452 
550 
581 
584 
658 
710 
654 
739 
830 
959 

1014 
1061 
1323 
1103 
1191 
1446 
1676 
1985 
2295 
2337 
2988 
3169 
2500 
2822 
3982 
4100 
4251 

32 
3; 
40 
53 
55 
63 
74 
80 
98 
90 

112 
121 
154 
118 

120 
138 

05/01/09 

Confidential McVVane-014255 

PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

Mj TEE (Con"t; 

20x14 
20x16 
20x18 

20 
24x6 
24x8 

24xl0 
24x12 
24x14 
24x16 
24x18 
24,,-.20 

24 
30x6 
30xe 

30x12 
30x16 
30x20 
30x24 

30 
36x12 
36x16 
36x24 
36x30 

36 
42x24 
42x30 
42x36 

42 
48x12 
48x24 
48x36 
48x42 

48 

075004 
075028 
075042 
075066 
075080 
075103 
075127 
075141 
075165 
075189 
075202 
075226 
075240 
120438 
120445 
120452 

120476 
120483 
120490 

120834 
120841 
120858 

MJxFE TEE. 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 

12x6 
12x8 

075288 
O;530i 
075325 
075349 
075363 
075387 
075424 
075448 
075462 
075509 
075523 
075547 
075561 
075608 
075622 
075646 

5 
S 
N 
S 
5 
S 
5 
S 

s 
5 
S 
5 
!II 

!II 

!II 

!II 

!II 

S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
S 
5 

103370 
103387 
103349 
103479 
103486 
103424 
103431 
249818 
103448 
103455 
103462 
103417 
099758 
045854 
099703 
099710 
249825 
099734 
356349 
113140 
099796 
099819 
249832 
099772 
112464 
112488 
113164 
045946 
113690 
112471 
113188 
459262 
112563 

136576 
i36563 
422501 
243717 
422525 
422518 
422549 
422556 
422532 
136552 
422440 
136569 
422433 
422471 

422488 
422495 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
s 
s 

s 
s 
s 
s 
!II 

!II 
s 
N 

N 

s 

S 
5 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
5 
s 
S 
5 

less 
Acces.sories 

2550.00 
2170,00 
2925.00 
2390~00 
2163.00 
2226~00 

2436.00 
2373~00 

2888.00 
3050~00 
3066.00 
3455.00 
3728.00 
3597.00 
4065.00 
4565.00 
5275.00 
5577.00 
5836.00 
7277.00 
6067.00 
6551.00 
7953.00 
9218.00 

10918.00 
13770.00 
14022.00 
17928.00 
19014.00 
15000.00 
16932.00 
23892.00 
24600.00 
25506.00 

152.00 
i67.00 
180.00 
225.00 
234.00 
268.00 
315.00 
340.00 
417.00 
383.00 
476.00 
514.00 
655.00 
502.00 
510.00 
587.00 

'vViih 
Accessories 

3094.00 
2737,00 
3550.00 
3044~00 
2785.00 
2854~00 

3080.00 
3025~00 

3576.00 
3761.00 
3835.00 
4253~00 

4598.00 
5163~00 

5637.00 
6161.00 
6930.00 
7319.00 
7650.00 
9563.00 
7663.00 
8206.00 
9767.00 

11878.00 
13765.00 
17586.00 
18310.00 
22403.00 
24303.00 
19908.00 
22058.00 
29677.00 
31199.00 
32760.00 

206.00 
23i.OO 
244.00 
309.00 
318.00 
352.00 
411.00 
436.00 
513.00 
511.00 
604.00 
642.00 
783.00 
646.00 
654.00 
731.00 

... _. . ... .. .. . . . ........ -- -- . . . . . .. , . 

Domesiic 
Weight 

510 
553 
577 
572 
465 
475 
516 
549 
585 
625 
721 
805 
844 
717 
697 
848 

995 
1114 
1348 

1533 
1604 
1949 

29 
34 
38 
51 
53 
64 
76 
81 
91 
92 
99 

127 
144 
118 

133 
146 

... r-tanges may tie mmner man thiCkneSses m AVVVVA r.... I I U anCl require snorter OOIIS or use at wasners. 

14 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-..ii-..liSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

434 
585 
478 
412 
424 
464 
452 
550 
581 
584 
658 
710 
654 
739 
830 
959 

1014 
1061 
1323 
1103 
1191 
1446 
1676 
1985 
2295 
2337 
2988 
3169 
2500 
2822 
3982 
4100 
4251 

32 
3; 
40 
53 
55 
63 
74 
80 
98 
90 

112 
121 
154 
118 

120 
138 

05/01/09 

Confidential McVVane-014255 



CX 2358-015

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

MJxFE TEE. ICon"!! 

12xl0 075660 5 
12 

14x6 
14;;;10 
14x12 

14 
16x6 
16x8 

16xi 0 
16x12 
16x14 

16 
18x6 
lax! 
2UxO 
24x6 

24x12 
24x16 

6 
8x6 

8 
10 

075684 
075707 
075745 
075769 
075783 
075806 
075820 
075844 
075868 
075882 
075905 
075929 
365549 
075943 
075967 
369424 
373247 

365501 
382775 
382782 
382799 

s 
5 

N 
N 
5 
S 
N 
S 
N 
S 
5 
S 
S 
S 
S 
~l 

5 
N 
5 
N 

422464 
422457 
131229 
248972 
248989 
248965 
131243 
131267 
244639 
244653 

248996 
131281 
131304 
131328 
131342 
249'195 
249801 

MJxSWIVI!;'L TI!;'I!;' (Indudes Swivel G!and) 

6 
8x6 

8 
10x6 
lOx8 
12x6 
12x8 
14x6 
16x6 
18x6 
20x6 
24x6 

075981 
076001 
076025 
076049 
076063 
076087 
076100 
076124 
076148 
076162 
076186 
076209 

s 
5 
S 
5 
S 
5 
S 
5 
s 
5 
s 
S 

138549 
138600 
138587 
138488 
138501 
138518 
138525 
103806 
103813 
103820 
103837 
103844 

MJ TEE TAPPED (2·· IPT Only) SEE NOTE 

3x2 080701 5 100935 
4x2 080848 S 100959 
6x2 080985 5 100973 
8x2 081142 S 100997 

10.1 081289 5 100898 
12x2 081425 s 100911 
14x2 N 
16x2 081647 s 103196 

5 
s 
s 
s 
s 
s 
s 
S 
5 
S 

S 
5 
S 
S 
S 
S 
N 

5 
S 
5 
S 

s 
5 
S 
5 
S 
S 
5 
s 
5 
s 
s 
S 

5 
S 
5 
S 
5 
s 

s 

Less 

Accessories 

672.00 
842.00 
909.00 

1305.00 
1418.00 
1521.00 
1026.00 
1242.00 
1485.00 
1530.00 
1607.00 
2115.00 
1290.00 
1685.00 
1800.00 
2132.00 
3003.00 
3780.00 

242.00 
336.00 
370.00 
565.00 

28500 
357.00 
44600 
400.00 
489.00 
497.00 
61600 

1031.00 
923.00 

1390.00 
1380.00 
2069.00 

130.00 
153.00 
197.00 
291.00 
329.00 
414.00 
715.00 
872.00 

Vv'iih 
Accessories 

816.00 
986.00 

1125.00 
1521.00 
1634.00 
1737.00 
1288.00 
1504.00 
1747.00 
1792.00 
1869.00 
2377.00 
1668.00 
2063.00 
2236.00 
2712.00 
3583.00 
4360.00 

326.00 
426.00 
466.00 
693.00 

36900 
453.00 
54200 
528.00 
617.00 
641.00 
76000 

1247.00 
1185.00 
1768.00 
1816.00 
2649.00 

184.00 
217.00 
281.00 
387.00 
457.00 
558.00 
931.00 

1134.00 

Domesiic 
Weight 

161 
187 
205 
226 
238 
285 
230 
243 
281 
304 
357 
357 
261 
351 
341 
451 
580 
744 

57 
79 
87 

133 

71 
80 
94 

114 
138 
128 
149 
190 
243 
330 
380 
478 

21 
27 
40 
54 
67 
83 

141 
176 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

158 
198 
202 
290 
315 
338 
228 
276 
330 
340 

470 
258 
337 
360 
406 
5'12 
720 

67 
84 

105 
94 

115 
117 
145 
229 
205 
278 
276 
394 

19 
25 
37 
59 
68 
88 

202 

15 

Confidential McVVane-014256 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

MJxFE TEE. ICon"!! 

12xl0 075660 5 
12 

14x6 
14;;;10 
14x12 

14 
16x6 
16x8 

16xi 0 
16x12 
16x14 

16 
18x6 
lax! 
2UxO 
24x6 

24x12 
24x16 

6 
8x6 

8 
10 

075684 
075707 
075745 
075769 
075783 
075806 
075820 
075844 
075868 
075882 
075905 
075929 
365549 
075943 
075967 
369424 
373247 

365501 
382775 
382782 
382799 

s 
5 

N 
N 
5 
S 
N 
S 
N 
S 
5 
S 
S 
S 
S 
~l 

5 
N 
5 
N 

422464 
422457 
131229 
248972 
248989 
248965 
131243 
131267 
244639 
244653 

248996 
131281 
131304 
131328 
131342 
249'195 
249801 

MJxSWIVI!;'L TI!;'I!;' (Indudes Swivel G!and) 

6 
8x6 

8 
10x6 
lOx8 
12x6 
12x8 
14x6 
16x6 
18x6 
20x6 
24x6 

075981 
076001 
076025 
076049 
076063 
076087 
076100 
076124 
076148 
076162 
076186 
076209 

s 
5 
S 
5 
S 
5 
S 
5 
s 
5 
s 
S 

138549 
138600 
138587 
138488 
138501 
138518 
138525 
103806 
103813 
103820 
103837 
103844 

MJ TEE TAPPED (2·· IPT Only) SEE NOTE 

3x2 080701 5 100935 
4x2 080848 S 100959 
6x2 080985 5 100973 
8x2 081142 S 100997 

10.1 081289 5 100898 
12x2 081425 s 100911 
14x2 N 
16x2 081647 s 103196 

5 
s 
s 
s 
s 
s 
s 
S 
5 
S 

S 
5 
S 
S 
S 
S 
N 

5 
S 
5 
S 

s 
5 
S 
5 
S 
S 
5 
s 
5 
s 
s 
S 

5 
S 
5 
S 
5 
s 

s 

Less 

Accessories 

672.00 
842.00 
909.00 

1305.00 
1418.00 
1521.00 
1026.00 
1242.00 
1485.00 
1530.00 
1607.00 
2115.00 
1290.00 
1685.00 
1800.00 
2132.00 
3003.00 
3780.00 

242.00 
336.00 
370.00 
565.00 

28500 
357.00 
44600 
400.00 
489.00 
497.00 
61600 

1031.00 
923.00 

1390.00 
1380.00 
2069.00 

130.00 
153.00 
197.00 
291.00 
329.00 
414.00 
715.00 
872.00 

Vv'iih 
Accessories 

816.00 
986.00 

1125.00 
1521.00 
1634.00 
1737.00 
1288.00 
1504.00 
1747.00 
1792.00 
1869.00 
2377.00 
1668.00 
2063.00 
2236.00 
2712.00 
3583.00 
4360.00 

326.00 
426.00 
466.00 
693.00 

36900 
453.00 
54200 
528.00 
617.00 
641.00 
76000 

1247.00 
1185.00 
1768.00 
1816.00 
2649.00 

184.00 
217.00 
281.00 
387.00 
457.00 
558.00 
931.00 

1134.00 

Domesiic 
Weight 

161 
187 
205 
226 
238 
285 
230 
243 
281 
304 
357 
357 
261 
351 
341 
451 
580 
744 

57 
79 
87 

133 

71 
80 
94 

114 
138 
128 
149 
190 
243 
330 
380 
478 

21 
27 
40 
54 
67 
83 

141 
176 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

158 
198 
202 
290 
315 
338 
228 
276 
330 
340 

470 
258 
337 
360 
406 
5'12 
720 

67 
84 

105 
94 

115 
117 
145 
229 
205 
278 
276 
394 

19 
25 
37 
59 
68 
88 

202 

15 

Confidential McVVane-014256 



CX 2358-016

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

Mj TEE i CROSS UNTAPPED 

3 
4 
6 
8 

10 
12 
14 
16 

449423 
447627 
449072 
447658 
449102 
449133 

080602 

PLUG SOLID 

3 082972 
4 082989 
6 082996 

083009 
10 083016 
12 083023 
14 083030 
16 083047 
18 083054 
20 083061 
24 083078 
30 
36 
42 
48 

5 
S 
5 
S 
5 
S 
5 
S 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 

UPCode 670610 
Non-Domestic 

248217 
248224 
248231 
248248 
248194 
248200 
248651 
248668 
248675 
248682 
248699 
121534 
093565 
448891 
448914 

PLUG TAPT (2" IPT Only) SEE NOTE 

3x2 
4x2 
6x2 
8x2 

10x2 
12x2 
14x2 
16x.2 
18x2 
20x.2 
24x2 
30x2 
36x2 
42x2 
48x2 

083122 
083207 
083283 
083375 
083436 
083504 
083566 
083627 
083665 
083702 
083733 

s 
5 
S 
5 
S 
5 
N 
5 
s 

N 

248330 
248361 
248415 
248453 
248255 
248293 
248705 
248712 
248750 
248767 
248781 
121527 
093596 

Ship 
Code 

N 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 

N 

s 
5 
S 
5 
S 
S 
S 
5 
s 
s 
s 
S 
S 
N 
N 

less 
Acces.sories 

90.00 
113.00 
157.00 
251.00 
289.00 
37400 
635.00 
792.00 

48.00 
63.00 

102.00 
145.00 
187.00 
225.00 
495.00 
635.00 
875.00 

1070.00 
1559.00 
2981.00 
4609.00 
6546.00 
8730.00 

8800 
103.00 
142.00 
185.00 
227.00 
265.00 
57500 
715.00 
955.00 

1150.00 
1639.00 
3181.00 
4809.00 
6746.00 
8930.00 

'vViih 
Accessories 

144.00 
177.00 
241.00 
347.00 
417.00 
51800 
851.00 

105400 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

Domesiic 
Weight 

21 
27 
40 
54 
67 
83 

141 
176 

8 
13 
18 
25 
44 
46 
83 

100 
128 
153 
202 

8 
13 
18 
25 
44 
46 
83 

100 
128 
153 
202 

LP-5091 
Non-Domesiic 

Weight 

19 
25 
37 
59 
68 
88 

202 

10 
14 
24 
34 
44 
53 

110 
141 
175 
214 
297 
542 
838 

1091 
1455 

10 
14 
24 
34 
44 
53 

110 
141 
175 
214 
297 
542 
838 

1091 
1455 

NUtt: - r-orTappea tees, t'lugs ana '-aps unly: We stock 2" ifT Taps oniy. For aii tap sizes other than 2"" 
IPT up to a 4/1 maximum add $250.00 to the list price shown for corresponding 2" topped fitting. Special 
topped fittings are non-concellable and non-returnable. Contact CSR for details. 

S = From Stock to 2 weeks' N = Non-Stock; Check for ovoilobility. 

16 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/0';' 
BOX 309' Ai-..ii-..liSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014257 

PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

Mj TEE i CROSS UNTAPPED 

3 
4 
6 
8 

10 
12 
14 
16 

449423 
447627 
449072 
447658 
449102 
449133 

080602 

PLUG SOLID 

3 082972 
4 082989 
6 082996 

083009 
10 083016 
12 083023 
14 083030 
16 083047 
18 083054 
20 083061 
24 083078 
30 
36 
42 
48 

5 
S 
5 
S 
5 
S 
5 
S 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 

UPCode 670610 
Non-Domestic 

248217 
248224 
248231 
248248 
248194 
248200 
248651 
248668 
248675 
248682 
248699 
121534 
093565 
448891 
448914 

PLUG TAPT (2" IPT Only) SEE NOTE 

3x2 
4x2 
6x2 
8x2 

10x2 
12x2 
14x2 
16x.2 
18x2 
20x.2 
24x2 
30x2 
36x2 
42x2 
48x2 

083122 
083207 
083283 
083375 
083436 
083504 
083566 
083627 
083665 
083702 
083733 

s 
5 
S 
5 
S 
5 
N 
5 
s 

N 

248330 
248361 
248415 
248453 
248255 
248293 
248705 
248712 
248750 
248767 
248781 
121527 
093596 

Ship 
Code 

N 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 

N 

s 
5 
S 
5 
S 
S 
S 
5 
s 
s 
s 
S 
S 
N 
N 

less 
Acces.sories 

90.00 
113.00 
157.00 
251.00 
289.00 
37400 
635.00 
792.00 

48.00 
63.00 

102.00 
145.00 
187.00 
225.00 
495.00 
635.00 
875.00 

1070.00 
1559.00 
2981.00 
4609.00 
6546.00 
8730.00 

8800 
103.00 
142.00 
185.00 
227.00 
265.00 
57500 
715.00 
955.00 

1150.00 
1639.00 
3181.00 
4809.00 
6746.00 
8930.00 

'vViih 
Accessories 

144.00 
177.00 
241.00 
347.00 
417.00 
51800 
851.00 

105400 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

Domesiic 
Weight 

21 
27 
40 
54 
67 
83 

141 
176 

8 
13 
18 
25 
44 
46 
83 

100 
128 
153 
202 

8 
13 
18 
25 
44 
46 
83 

100 
128 
153 
202 

LP-5091 
Non-Domesiic 

Weight 

19 
25 
37 
59 
68 
88 

202 

10 
14 
24 
34 
44 
53 

110 
141 
175 
214 
297 
542 
838 

1091 
1455 

10 
14 
24 
34 
44 
53 

110 
141 
175 
214 
297 
542 
838 

1091 
1455 

NUtt: - r-orTappea tees, t'lugs ana '-aps unly: We stock 2" ifT Taps oniy. For aii tap sizes other than 2"" 
IPT up to a 4/1 maximum add $250.00 to the list price shown for corresponding 2" topped fitting. Special 
topped fittings are non-concellable and non-returnable. Contact CSR for details. 

S = From Stock to 2 weeks' N = Non-Stock; Check for ovoilobility. 

16 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/0';' 
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CX 2358-017

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

SOliD SLEEVE SHORi 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

081852 
081869 
081876 
081883 
081890 
081906 
081913 
081920 
365556 
365563 
365570 

SOUD SLEEVE LONG 

3 
4 
6 
8 

iO 
12 
i4 
16 
18 
20 
24 
30 
36 
42 
48 

3 
.:; 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

08i937 
081944 
08i95i 
081968 
08i975 
081982 
08i999 
032002 
082019 
032026 
082033 
120537 
120544 

082149 
082i56 
082163 
082170 
082187 
082194 
082200 
082217 
082224 
082231 
082248 

5 
S 
5 
S 
5 
S 
5 
S 
5 
!II 
5 

5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 

N 

5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 

137368 
137382 
137405 
137429 
137320 
137344 
137443 
137467 
137481 
249849 
137511 
045823 
045830 
113102 
113126 

i3735i 
137375 
i37399 
137412 
i373i3 
137337 
i37436 
137450 
137474 
137493 
137504 
137290 
137306 
045960 
045953 

121497 
i2i480 
247951 
247968 
121565 
121503 
248491 
248507 
248514 
248538 
248545 
121558 
093503 
458586 
112730 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
!II 

5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 

5 
s 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
!II 

62.00 
63.00 

106.00 
145"00 
221.00 
247"00 
486.00 
608"00 
795.00 
970"00 

1334.00 
2679"00 
3641.00 
5292"00 
6618.00 

86.00 
99.00 

i49.00 
251.00 
293.00 
391.00 
626.00 
792.00 

1050.00 
1270.00 
1754.00 
3542.00 
4752.00 
6696.00 
8310.00 

48.00 
4i.00 
68.00 

106.00 
157.00 
200.00 
329.00 
441.00 
600.00 
720.00 

1040.00 
1898.00 
3454.00 
4338.00 
5844.00 

116.00 
127.00 
190.00 
241"00 
349.00 
391"00 
702.00 
870"00 

1173.00 
1406"00 
1914.00 
4203"00 
5539.00 
8818"00 

11454.00 

i40.00 
163.00 
233.00 
347.00 
42i.00 
535.00 
842.00 

1054.00 
1428.00 
1706.00 
2334.00 
5066.00 
6650.00 

10222.00 
13146.00 

75.00 
73.00 

11000 
154.00 
221.00 
272.00 
437.00 
572.00 
789.00 
938.00 

1330.00 
2660.00 
4403.00 
6101.00 
8262.00 

13 
19 
29 
38 
46 
62 

116 
123 
160 
212 
272 

2i 
25 
37 
52 
68 
81 

i46 
170 
230 
269 
380 
640 
925 

8 
iO 
19 
26 
32 
56 
71 
94 

121 
148 
210 

I NOTE. Fnr TnnnArl TAA~ Plunc: nnrl Cnnc: Onlv' WA c:tn~k 7" IPT Tnn~ nnlv. Fnr nil tnn ~i7AC: nthAr thnn 7" IPT I up' to 0 4'; m~~i~-~m ~-dd 5250.00 t; th~ list price ~h~~"'~ for corre~p~~di~g 2" topp~d- fitti-ng. Speciol topped 
I fiitings ore non·cancellable and non·returnable. Contact CSR for details. , 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800]527-8478 • FAX ORDERS TO 1800]248·9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

13 
14 
25 
34 
52 
58 

108 
135 
159 
194 
254 
487 
662 
882 

1103 

i8 
22 
35 
46 
69 
92 

i38 
176 
210 
254 
334 
644 
864 

1116 
1385 

10 

" 16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
723 
974 

17 
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PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

SOliD SLEEVE SHORi 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

081852 
081869 
081876 
081883 
081890 
081906 
081913 
081920 
365556 
365563 
365570 

SOUD SLEEVE LONG 

3 
4 
6 
8 

iO 
12 
i4 
16 
18 
20 
24 
30 
36 
42 
48 

3 
.:; 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

08i937 
081944 
08i95i 
081968 
08i975 
081982 
08i999 
032002 
082019 
032026 
082033 
120537 
120544 

082149 
082i56 
082163 
082170 
082187 
082194 
082200 
082217 
082224 
082231 
082248 

5 
S 
5 
S 
5 
S 
5 
S 
5 
!II 
5 

5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 

N 

5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 

137368 
137382 
137405 
137429 
137320 
137344 
137443 
137467 
137481 
249849 
137511 
045823 
045830 
113102 
113126 

i3735i 
137375 
i37399 
137412 
i373i3 
137337 
i37436 
137450 
137474 
137493 
137504 
137290 
137306 
045960 
045953 

121497 
i2i480 
247951 
247968 
121565 
121503 
248491 
248507 
248514 
248538 
248545 
121558 
093503 
458586 
112730 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
!II 

5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 

5 
s 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
!II 

62.00 
63.00 

106.00 
145"00 
221.00 
247"00 
486.00 
608"00 
795.00 
970"00 

1334.00 
2679"00 
3641.00 
5292"00 
6618.00 

86.00 
99.00 

i49.00 
251.00 
293.00 
391.00 
626.00 
792.00 

1050.00 
1270.00 
1754.00 
3542.00 
4752.00 
6696.00 
8310.00 

48.00 
4i.00 
68.00 

106.00 
157.00 
200.00 
329.00 
441.00 
600.00 
720.00 

1040.00 
1898.00 
3454.00 
4338.00 
5844.00 

116.00 
127.00 
190.00 
241"00 
349.00 
391"00 
702.00 
870"00 

1173.00 
1406"00 
1914.00 
4203"00 
5539.00 
8818"00 

11454.00 

i40.00 
163.00 
233.00 
347.00 
42i.00 
535.00 
842.00 

1054.00 
1428.00 
1706.00 
2334.00 
5066.00 
6650.00 

10222.00 
13146.00 

75.00 
73.00 

11000 
154.00 
221.00 
272.00 
437.00 
572.00 
789.00 
938.00 

1330.00 
2660.00 
4403.00 
6101.00 
8262.00 

13 
19 
29 
38 
46 
62 

116 
123 
160 
212 
272 

2i 
25 
37 
52 
68 
81 

i46 
170 
230 
269 
380 
640 
925 

8 
iO 
19 
26 
32 
56 
71 
94 

121 
148 
210 

I NOTE. Fnr TnnnArl TAA~ Plunc: nnrl Cnnc: Onlv' WA c:tn~k 7" IPT Tnn~ nnlv. Fnr nil tnn ~i7AC: nthAr thnn 7" IPT I up' to 0 4'; m~~i~-~m ~-dd 5250.00 t; th~ list price ~h~~"'~ for corre~p~~di~g 2" topp~d- fitti-ng. Speciol topped 
I fiitings ore non·cancellable and non·returnable. Contact CSR for details. , 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800]527-8478 • FAX ORDERS TO 1800]248·9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

13 
14 
25 
34 
52 
58 

108 
135 
159 
194 
254 
487 
662 
882 

1103 

i8 
22 
35 
46 
69 
92 

i38 
176 
210 
254 
334 
644 
864 

1116 
1385 

10 

" 16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
723 
974 

17 

Confidential McVVane-014258 



CX 2358-018

Tyler Union e153 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

CAP TAPT (2" iPT Oniyj SEE NOTE 

3x2 
4Jl'..2 
6x2 
8Jl'..2 

10x2 
12)(2 
14x2 
16)(2 
18x2 

2Q}C..2 
24x2 

36x2 
42x..2 
48x2 

Mj OFFSET 

4x6 
4)(12 
4x18 
4><24 

6x6 
6x12 
6x18 
ox24 

8x6 
ox12 
8x18 

10x12 
12x6 

082293 
082361 
082453 
082538 
082606 
082699 
082743 
082804 
082859 
082910 
082941 

MJxPI; OFFSI;T 

6)(6 

MJ REDUCER 

4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12xl0 
14x6 
14x8 

077589 
077602 
077626 
077640 
077664 
077688 
077701 
077725 
077749 
077763 
077787 
077800 
077824 
077848 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
s 
s 

248033 
248064 
248118 
248156 
247975 
247999 
248552 
248576 
248613 
248637 
248644 
121541 
093534 

i 07378 
107385 
107392 
107408 
107422 
107439 
107446 
i07453 
107460 
107477 
107484 
107507 
448952 

107651 

100799 
100812 
100836 
100850 
100874 
100652 
100676 
100690 
100737 
100751 
100775 
100713 
103004 
103011 

5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 

5 
S 
5 
5 
s 
s 
s 
5 
S 
5 
S 

N 

s 

s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
s 
s 

less 
Acces.sories 

88.00 
81.00 

108.00 
146~OO 
197.00 
240~00 

409.00 
521.00 
680.00 
800~00 

1120.00 
2098~00 

3654.00 
4538~00 

6044.00 

i44.00 
189~00 

252.00 
293.00 
234.00 
306.00 
374.00 
472.00 
336.00 
430.00 
544.00 
629.00 
66700 

230.00 

81.00 
111.00 

98.00 
153.00 
163.00 
179.00 
179.00 
196.00 
225.00 
238.00 
242.00 
255.00 
495.00 
495.00 

'vViih 
Accessories 

115.00 
113,00 
150.00 
194~OO 
261.00 
312~00 

517.00 
652~00 

869.00 
1018~00 

1410.00 
2860~00 

4603.00 
6301.00 
8462.00 

208.00 
253~00 

316.00 
357.00 
318.00 
390.00 
458.00 
556.00 
432.00 
534.00 
640.00 
757.00 
811.00 

272.00 

140.00 
180.00 
172 .00 
233.00 
253.00 
275.00 
285.00 
308.00 
329.00 
352.00 
362.00 
391.00 
645.00 
651.00 

Domesiic 
Weight 

8 
10 
19 
26 
32 
56 
71 
94 

121 
148 
210 

18 
28 
26 
36 
38 
51 
54 
54 
67 
67 
57 
63 

104 
104 

I .. ___ _ _ . _ _, , _ _, _u .__ _ " " 

LP-5091 
Non-Domesiic 

Weight 

10 
9 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
723 
974 

32 
42 
56 
65 
55 
72 
88 

iii 
79 

103 
128 
148 
157 

54 

18 
26 
23 
36 
34 
42 
42 
46 
53 
56 
57 
60 

110 
110 

I NUtt: - r-or tappea tees, t'lugs ana (..aps unly: we stOCK L· It'l laps only. r-or all tap sizes omer man L 

18 

I IPT up to a 4" maximum add $250.00 to the list price shown for corresponding 2" tapped fitting. Special I tapped fittings are non-cancellable and non-returnable. Contact CSR for details. 
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PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

CAP TAPT (2" iPT Oniyj SEE NOTE 

3x2 
4Jl'..2 
6x2 
8Jl'..2 

10x2 
12)(2 
14x2 
16)(2 
18x2 

2Q}C..2 
24x2 

36x2 
42x..2 
48x2 

Mj OFFSET 

4x6 
4)(12 
4x18 
4><24 

6x6 
6x12 
6x18 
ox24 

8x6 
ox12 
8x18 

10x12 
12x6 

082293 
082361 
082453 
082538 
082606 
082699 
082743 
082804 
082859 
082910 
082941 

MJxPI; OFFSI;T 

6)(6 

MJ REDUCER 

4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12xl0 
14x6 
14x8 

077589 
077602 
077626 
077640 
077664 
077688 
077701 
077725 
077749 
077763 
077787 
077800 
077824 
077848 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
s 
s 

248033 
248064 
248118 
248156 
247975 
247999 
248552 
248576 
248613 
248637 
248644 
121541 
093534 

i 07378 
107385 
107392 
107408 
107422 
107439 
107446 
i07453 
107460 
107477 
107484 
107507 
448952 

107651 

100799 
100812 
100836 
100850 
100874 
100652 
100676 
100690 
100737 
100751 
100775 
100713 
103004 
103011 

5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 

5 
S 
5 
5 
s 
s 
s 
5 
S 
5 
S 

N 

s 

s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
s 
s 

less 
Acces.sories 

88.00 
81.00 

108.00 
146~OO 
197.00 
240~00 

409.00 
521.00 
680.00 
800~00 

1120.00 
2098~00 

3654.00 
4538~00 

6044.00 

i44.00 
189~00 

252.00 
293.00 
234.00 
306.00 
374.00 
472.00 
336.00 
430.00 
544.00 
629.00 
66700 

230.00 

81.00 
111.00 

98.00 
153.00 
163.00 
179.00 
179.00 
196.00 
225.00 
238.00 
242.00 
255.00 
495.00 
495.00 

'vViih 
Accessories 

115.00 
113,00 
150.00 
194~OO 
261.00 
312~00 

517.00 
652~00 

869.00 
1018~00 

1410.00 
2860~00 

4603.00 
6301.00 
8462.00 

208.00 
253~00 

316.00 
357.00 
318.00 
390.00 
458.00 
556.00 
432.00 
534.00 
640.00 
757.00 
811.00 

272.00 

140.00 
180.00 
172 .00 
233.00 
253.00 
275.00 
285.00 
308.00 
329.00 
352.00 
362.00 
391.00 
645.00 
651.00 

Domesiic 
Weight 

8 
10 
19 
26 
32 
56 
71 
94 

121 
148 
210 

18 
28 
26 
36 
38 
51 
54 
54 
67 
67 
57 
63 

104 
104 

I .. ___ _ _ . _ _, , _ _, _u .__ _ " " 

LP-5091 
Non-Domesiic 

Weight 

10 
9 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
723 
974 

32 
42 
56 
65 
55 
72 
88 

iii 
79 

103 
128 
148 
157 

54 

18 
26 
23 
36 
34 
42 
42 
46 
53 
56 
57 
60 

110 
110 

I NUtt: - r-or tappea tees, t'lugs ana (..aps unly: we stOCK L· It'l laps only. r-or all tap sizes omer man L 

18 

I IPT up to a 4" maximum add $250.00 to the list price shown for corresponding 2" tapped fitting. Special I tapped fittings are non-cancellable and non-returnable. Contact CSR for details. 
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Confidential McVVane-014259 



CX 2358-019

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

rAj REDUCER (Con'ij 

14xl0 
14x12 
i6xo 
16x8 

loxiO 
16x12 
loxi4 

18x8 
loxiO 
18)(12 
lax'4 
18_x.16 
20xB 

20xl0 
20)(12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30)(24 
36x20 
36x24 
36x30 
42x16 
42x18 
42x20 
42x24 
42x30 
42x36 
48x16 
48x18 
48x20 
48x24 
48x30 
48x36 
48x42 

077862 
077886 
077909 
077923 
077947 
077961 
077985 
078005 
078029 
078043 
078067 
078081 

078104 
078128 
078142 
078166 
078180 
078203 
078227 
078241 
078265 
078289 

120575 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

!I! 
5 
!I! 
5 

5 
!I! 
5 

5 

102984 
102991 
103059 
103066 
103026 
103035 
103042 
103103 
107279 
103073 
103080 
103097 
107293 
103110 
103127 
034162 
103134 
103141 
103158 

103165 
103172 
103189 
045793 
113065 
045809 
356240 
113089 
356288 
112570 

356663 
112495 

129646 
112501 
129677 

SMALL E!I!D BELL (SEB) REDUCER 

4x3 078302 5 134008 
6x3 
6x4 
Bx4 
8x6 

10x4 
10x6 

078326 
078340 
078364 
078388 
078401 
078425 

S 
5 
S 
5 
5 
5 

134022 
134046 
134060 
134084 
133865 
133889 

5 
5 
5 
5 
S 
5 
S 
5 
N 
5 
S 
5 

5 
5 
5 
5 

5 

5 

5 

s 
N 
s 
N 

N 

N 
s 
N 

N 
N 
N 
N 
N 
N 

5 
S 
5 
S 
5 
5 
5 

Less 

Accessories 

450.00 
450.00 
653.00 
630.00 
608.00 
58500 
743.00 
81000 
925.00 
90000 
915.00 
95500 

1140.00 
1075.00 
1005.00 
1000.00 

925.00 
1030.00 
1612.00 
1654.00 
1675.00 
1574.00 
1617.00 
3504.00 
3641.00 
3443.00 
2629.00 
5335.00 
4235.00 
4609.00 
7236.00 
7170.00 
7146.00 
8004.00 
6402.00 
6696.00 
9894.00 
9540.00 
8994.00 
9222.00 

11112.00 
9792.00 
8916.00 

81.00 
115.00 
111.00 
145.00 
149.00 
187.00 
196.00 

Vv'iih 
Accessories 

622.00 
630.00 
826.00 
809.00 
803.00 
78800 
98.2.00 

104700 
1178.00 
116100 
1212.00 
127500 
1406.00 
1357.00 
1295.00 
1326.00 
1274.00 
1437.00 
1974.00 
2052.00 
2096.00 
2053.00 
2125.00 
4397.00 
4592.00 
4423.00 
3681.00 
6502.00 
5474.00 
6320.00 
9130.00 
9122.00 
9127.00 

10057.00 
8927.00 
9408.00 

12443.00 
12147.00 
11630.00 
11930.00 
14292.00 
13159.00 
13097.00 

108.00 
142.00 
143.00 
177.00 
191.00 
219.00 
238.00 

Domesiic 
Weight 

100 
100 
132 
128 
128 
112 
140 
190 
196 
185 
190 
196 

210 
208 
238 
250 
327 
315 
324 
328 
334 

478 

17 
24 
24 
30 
35 
43 
46 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

100 
100 
145 
140 
135 
130 
165 
162 
185 
180 
183 
191 
228 
215 
201 
200 
185 
206 
307 

319 
300 
308 
637 
662 
626 
478 
970 
770 
838 

1206 
1195 
1191 
1334 
1067 
1116 
1649 
1590 
1499 
1537 
1852 
1632 
1486 

18 
27 
26 
34 
35 
44 
46 
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Confidential McVVane-014260 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

rAj REDUCER (Con'ij 

14xl0 
14x12 
i6xo 
16x8 

loxiO 
16x12 
loxi4 

18x8 
loxiO 
18)(12 
lax'4 
18_x.16 
20xB 

20xl0 
20)(12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30)(24 
36x20 
36x24 
36x30 
42x16 
42x18 
42x20 
42x24 
42x30 
42x36 
48x16 
48x18 
48x20 
48x24 
48x30 
48x36 
48x42 

077862 
077886 
077909 
077923 
077947 
077961 
077985 
078005 
078029 
078043 
078067 
078081 

078104 
078128 
078142 
078166 
078180 
078203 
078227 
078241 
078265 
078289 

120575 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

!I! 
5 
!I! 
5 

5 
!I! 
5 

5 

102984 
102991 
103059 
103066 
103026 
103035 
103042 
103103 
107279 
103073 
103080 
103097 
107293 
103110 
103127 
034162 
103134 
103141 
103158 

103165 
103172 
103189 
045793 
113065 
045809 
356240 
113089 
356288 
112570 

356663 
112495 

129646 
112501 
129677 

SMALL E!I!D BELL (SEB) REDUCER 

4x3 078302 5 134008 
6x3 
6x4 
Bx4 
8x6 

10x4 
10x6 

078326 
078340 
078364 
078388 
078401 
078425 

S 
5 
S 
5 
5 
5 

134022 
134046 
134060 
134084 
133865 
133889 

5 
5 
5 
5 
S 
5 
S 
5 
N 
5 
S 
5 

5 
5 
5 
5 

5 

5 

5 

s 
N 
s 
N 

N 

N 
s 
N 

N 
N 
N 
N 
N 
N 

5 
S 
5 
S 
5 
5 
5 

Less 

Accessories 

450.00 
450.00 
653.00 
630.00 
608.00 
58500 
743.00 
81000 
925.00 
90000 
915.00 
95500 

1140.00 
1075.00 
1005.00 
1000.00 

925.00 
1030.00 
1612.00 
1654.00 
1675.00 
1574.00 
1617.00 
3504.00 
3641.00 
3443.00 
2629.00 
5335.00 
4235.00 
4609.00 
7236.00 
7170.00 
7146.00 
8004.00 
6402.00 
6696.00 
9894.00 
9540.00 
8994.00 
9222.00 

11112.00 
9792.00 
8916.00 

81.00 
115.00 
111.00 
145.00 
149.00 
187.00 
196.00 

Vv'iih 
Accessories 

622.00 
630.00 
826.00 
809.00 
803.00 
78800 
98.2.00 

104700 
1178.00 
116100 
1212.00 
127500 
1406.00 
1357.00 
1295.00 
1326.00 
1274.00 
1437.00 
1974.00 
2052.00 
2096.00 
2053.00 
2125.00 
4397.00 
4592.00 
4423.00 
3681.00 
6502.00 
5474.00 
6320.00 
9130.00 
9122.00 
9127.00 

10057.00 
8927.00 
9408.00 

12443.00 
12147.00 
11630.00 
11930.00 
14292.00 
13159.00 
13097.00 

108.00 
142.00 
143.00 
177.00 
191.00 
219.00 
238.00 

Domesiic 
Weight 

100 
100 
132 
128 
128 
112 
140 
190 
196 
185 
190 
196 

210 
208 
238 
250 
327 
315 
324 
328 
334 

478 

17 
24 
24 
30 
35 
43 
46 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

100 
100 
145 
140 
135 
130 
165 
162 
185 
180 
183 
191 
228 
215 
201 
200 
185 
206 
307 

319 
300 
308 
637 
662 
626 
478 
970 
770 
838 

1206 
1195 
1191 
1334 
1067 
1116 
1649 
1590 
1499 
1537 
1852 
1632 
1486 

18 
27 
26 
34 
35 
44 
46 
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Confidential McVVane-014260 



CX 2358-020

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

SMALL END BELL (SiB; REDUCER (Con't; 

10xS 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16x10 
16x12 
16x14 
18)(8 

18xl0 
18x12 
18x14 
18x16 
20x10 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30xlO 
30x24 
36x16 
36x20 
36x24 
36x30 

078449 
078463 
078487 
078500 
078524 
078548 
078562 
078586 
078609 
078623 
078647 
078661 
078685 
078708 
078722 
078746 
078760 
078784 
078807 
078821 
078845 
078869 
078883 
078906 
078920 
078944 
078968 
078982 
079002 
129684 
129691 
129707 
129738 
1:20599 
129776 
i29790 
129899 

5 
S 
s 
s 
s 
5 
S 
S 
5 
S 
5 
s 
5 
S 
5 

5 

5 
t-.J 
5 
N 
5 
5 
5 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

LARGE END BELL (LEE) REDUCER 

4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 
14x12 

079026 
079040 
079064 
079088 
079101 
079125 
079149 
079163 
079187 
079200 
079224 
079248 
079262 
079286 
079309 
079323 

S 
5 
S 
5 
S 
5 
S 
5 
S 
s 
S 
5 
N 
N 

s 

133902 
133940 
133964 
133988 
133926 

134381 
134398 
134343 

134367 

134404 
134411 

134428 
134435 
248958 
134442 

134466 

134473 

134480 
448976 
448990 

449010 

133780 
133797 
133803 
133827 
133841 
133711 
133728 
133735 
133759 
133766 
133773 
133742 

451129 

5 
S 
s 
s 
s 

S 
5 
s 
5 

s 
s 

s 
5 
S 
S 

s 

N 
N 

N 
N 

N 

S 
5 
S 
S 
S 
5 
S 
S 
S 
5 
S 
5 

N 

less 
Acces.sories 

208.00 
264.00 
276.00 
259.00 
259.00 
482.00 
482.00 
423.00 
423.00 
626.00 
603.00 
594.00 
558.00 
567.00 
840,00 
860.00 
870.00 
875.00 
900.00 

1150.00 
930.00 
990.00 

1005.00 
1100.00 
1381.00 
1625.00 
1465.00 
1628.00 
1418.00 
3152.00 
3394.00 
3080.00 
2723.00 
4895.00 
4730.00 
4i03.00 
3988.00 

82.00 
111.00 
128.00 
145.00 
157.00 
196.00 
196.00 
213.00 
319.00 
255.00 
264.00 
272.00 
504.00 
486.00 
450.00 
657.00 

'vViih 
Accessories 

256.00 
296.00 
318.00 
307.00 
323.00 
524.00 
530.00 
487.00 
495.00 
668.00 
651.00 
658.00 
630.00 
675.00 
888,00 
924.00 
942.00 
983.00 

1031.00 
1214.00 
1002.00 
1098.00 
1136.00 
1289.00 
1453.00 
1733.00 
1596.00 
1817.00 
1636.00 
3283.00 
3583.00 
3298.00 
3013.00 
5026.00 
4948.00 
4393.00 
4750.00 

114.00 
153.00 
170.00 
193.00 
205.00 
260.00 
260.00 
277.00 
391.00 
327.00 
336.00 
344.00 
612.00 
594.00 
558.00 
765.00 

20 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (80C) 248-9537 

Domesiic 
Weight 

46 
61 
58 
54 
56 

107 
107 

94 
94 

126 
105 
105 
109 
126 
180 
180 
170 
181 
180 
210 
200 
198 
215 
220 
300 
325 
319 
310 
305 
565 
565 
560 
495 
890 
874 
746 
725 

17 
19 
25 
36 
37 
46 
42 
47 
64 
58 
55 
61 

112 
108 
100 
96 

LP-5091 
Non-Domesiic 

Weight 

49 
62 
65 
61 
61 

139 
134 
132 

124 

139 
175 

230 
186 
198 
201 

275 

279 

270 
573 
617 

789 
860 

874 

18 
26 
30 
34 
37 
46 
46 
50 
75 
60 
62 
64 

146 
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PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

SMALL END BELL (SiB; REDUCER (Con't; 

10xS 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16x10 
16x12 
16x14 
18)(8 

18xl0 
18x12 
18x14 
18x16 
20x10 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30xlO 
30x24 
36x16 
36x20 
36x24 
36x30 

078449 
078463 
078487 
078500 
078524 
078548 
078562 
078586 
078609 
078623 
078647 
078661 
078685 
078708 
078722 
078746 
078760 
078784 
078807 
078821 
078845 
078869 
078883 
078906 
078920 
078944 
078968 
078982 
079002 
129684 
129691 
129707 
129738 
1:20599 
129776 
i29790 
129899 

5 
S 
s 
s 
s 
5 
S 
S 
5 
S 
5 
s 
5 
S 
5 

5 

5 
t-.J 
5 
N 
5 
5 
5 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

LARGE END BELL (LEE) REDUCER 

4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 
14x12 

079026 
079040 
079064 
079088 
079101 
079125 
079149 
079163 
079187 
079200 
079224 
079248 
079262 
079286 
079309 
079323 

S 
5 
S 
5 
S 
5 
S 
5 
S 
s 
S 
5 
N 
N 

s 

133902 
133940 
133964 
133988 
133926 

134381 
134398 
134343 

134367 

134404 
134411 

134428 
134435 
248958 
134442 

134466 

134473 

134480 
448976 
448990 

449010 

133780 
133797 
133803 
133827 
133841 
133711 
133728 
133735 
133759 
133766 
133773 
133742 

451129 

5 
S 
s 
s 
s 

S 
5 
s 
5 

s 
s 

s 
5 
S 
S 

s 

N 
N 

N 
N 

N 

S 
5 
S 
S 
S 
5 
S 
S 
S 
5 
S 
5 

N 

less 
Acces.sories 

208.00 
264.00 
276.00 
259.00 
259.00 
482.00 
482.00 
423.00 
423.00 
626.00 
603.00 
594.00 
558.00 
567.00 
840,00 
860.00 
870.00 
875.00 
900.00 

1150.00 
930.00 
990.00 

1005.00 
1100.00 
1381.00 
1625.00 
1465.00 
1628.00 
1418.00 
3152.00 
3394.00 
3080.00 
2723.00 
4895.00 
4730.00 
4i03.00 
3988.00 

82.00 
111.00 
128.00 
145.00 
157.00 
196.00 
196.00 
213.00 
319.00 
255.00 
264.00 
272.00 
504.00 
486.00 
450.00 
657.00 

'vViih 
Accessories 

256.00 
296.00 
318.00 
307.00 
323.00 
524.00 
530.00 
487.00 
495.00 
668.00 
651.00 
658.00 
630.00 
675.00 
888,00 
924.00 
942.00 
983.00 

1031.00 
1214.00 
1002.00 
1098.00 
1136.00 
1289.00 
1453.00 
1733.00 
1596.00 
1817.00 
1636.00 
3283.00 
3583.00 
3298.00 
3013.00 
5026.00 
4948.00 
4393.00 
4750.00 

114.00 
153.00 
170.00 
193.00 
205.00 
260.00 
260.00 
277.00 
391.00 
327.00 
336.00 
344.00 
612.00 
594.00 
558.00 
765.00 

20 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (80C) 248-9537 

Domesiic 
Weight 

46 
61 
58 
54 
56 

107 
107 

94 
94 

126 
105 
105 
109 
126 
180 
180 
170 
181 
180 
210 
200 
198 
215 
220 
300 
325 
319 
310 
305 
565 
565 
560 
495 
890 
874 
746 
725 

17 
19 
25 
36 
37 
46 
42 
47 
64 
58 
55 
61 

112 
108 
100 
96 

LP-5091 
Non-Domesiic 

Weight 

49 
62 
65 
61 
61 

139 
134 
132 

124 

139 
175 

230 
186 
198 
201 

275 

279 

270 
573 
617 

789 
860 

874 

18 
26 
30 
34 
37 
46 
46 
50 
75 
60 
62 
64 

146 

05/01/09 
BOX 309· Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014261 



CX 2358-021

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

LARGE END BELL (LEiij REDUCER (Con'tj 
16}O;6 
16x8 

16xlO 
16x12 
16x14 
lSxS 

18x10 
lSx12 
18xi4 
lBx16 
20xlO 
20x12 
20x14 
20x16 
24x12 
24xi4 
24x16 

4:x3 
bx3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x4 
12x6 
12x8 

12xlO 
14x12 

16x6 
16x8 

16xl0 
1 6xl 2 
16x14 

079347 
079361 
079385 
079408 
079422 
079446 
079460 
079484 
079507 
079521 
079545 
079569 
079583 
079606 
079644 
079668 
079682 

079743 
079767 
079781 
079804 
079626 
079866 
079880 
079903 
079927 
079941 
079965 
080046 
080060 
080084 
080107 
080121 
080145 

ALL MJ CROSS 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 

077022 
077046 
077060 
077084 
077107 
077121 
077145 
077169 
077183 
077206 
077220 
077244 
077268 
077282 
077305 
077329 
077343 
077367 

5 
s 
s 
s 

N 

N 
N 
t">J 

N 

N 
1'1 
iii 
S 

s 
s 
s 
s 
S 
5 
s 
N 
S 
S 
S 
N 

5 
N 
S 
N 

s 

5 
5 
S 
5 
5 
5 
N 
5 
S 
S 
N 
5 
s 
5 
5 
N 

134169 
134183 
134107 
134121 
134145 

134206 
134220 
134244 
134268 
134282 

134299 
134305 

134329 

136507 
136514 
136521 
136538 
136545 
136446 
136453 
136477 
136484 
136491 
136460 

244592 
244615 
244554 
244578 

100492 
100539 
100515 
100577 
100553 
100614 
100638 
100591 
100331 
100355 
100379 
100317 
100430 
100454 
100478 
100416 
100393 
248941 

s 
5 
s 
s 
s 

s 
5 
S 
5 
5 
5 
5 
S 
S 
S 

s 
s 
s 
s 
S 
5 
s 
s 
s 
s 
s 
s 
s 
5 
s 
s 
s 

s 
s 
5 
5 
5 
5 
5 
5 
5 
5 
5 
S 
5 
5 
s 
5 
5 
5 

Less 

Accessories 

711.00 
711.00 
680.00 
7'56.00 
801.00 
975.00 
925.00 
875.00 
950.00 
950.00 

1085.00 
1055.00 
1025.00 
1045.00 
1570.00 
1654.00 
1559.00 

7700 
98.00 

106.00 
140.00 
149.00 
191.00 
213.00 
251.00 
25500 
255.00 
276.00 
414.00 
599.00 
599.00 
581.00 
567.00 
59900 

157.00 
221.00 
257.00 
208.00 
349.00 
421.00 
306.00 
344.00 
417.00 
391.00 
485.00 
514.00 
425.00 
485.00 
561.00 
884.00 
884.00 
936.00 

Vv'iih 
Accessories 

842.00 
842.00 
81 LOO 
887.00 
932.00 

1164.00 
1114.00 
1064.00 
1139.00 
1139.00 
1303.00 
1273.00 
1243.00 
1263.00 
1860.00 
i944.00 
1849.00 

N/A 
N/A 
N/A 
N/A 
I">J/A 
N/A 
N/A 
N/A 
N/A 
N/A 
NiA 
N/A 
I">J/A 
N/A 
N/A 
N/A 
N/A 

265.00 
339.00 
385.00 
356.00 
517.00 
581.00 
486.00 
536.00 
609.00 
603.00 
709.00 
770.00 
633.00 
713.00 
801.00 

1156.00 
1172.00 
1236.00 

Domesiic 
Weight 

141 
136 
116 
158 
175 
195 
185 
183 
200 
192 
210 
214 
205 
238 
300 
315 
340 

15 
20 
22 
33 
30 
46 
47 
60 
54 
54 
55 
92 
93 

132 
126 
99 

133 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
li5 
128 
162 
180 
206 
210 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248·9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

158 
158 
151 
168 
178 

175 
190 
190 
217 
211 

209 
299 

297 

17 
23 
25 
33 
35 
45 
50 
59 
60 
60 
65 

133 
133 
129 
126 

33 
49 
57 
49 
82 
99 
72 
81 
98 
92 

114 
121 
100 
114 
132 
208 
208 
208 

21 

Confidential McVVane-014262 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

LARGE END BELL (LEiij REDUCER (Con'tj 
16}O;6 
16x8 

16xlO 
16x12 
16x14 
lSxS 

18x10 
lSx12 
18xi4 
lBx16 
20xlO 
20x12 
20x14 
20x16 
24x12 
24xi4 
24x16 

4:x3 
bx3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x4 
12x6 
12x8 

12xlO 
14x12 

16x6 
16x8 

16xl0 
1 6xl 2 
16x14 

079347 
079361 
079385 
079408 
079422 
079446 
079460 
079484 
079507 
079521 
079545 
079569 
079583 
079606 
079644 
079668 
079682 

079743 
079767 
079781 
079804 
079626 
079866 
079880 
079903 
079927 
079941 
079965 
080046 
080060 
080084 
080107 
080121 
080145 

ALL MJ CROSS 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 

077022 
077046 
077060 
077084 
077107 
077121 
077145 
077169 
077183 
077206 
077220 
077244 
077268 
077282 
077305 
077329 
077343 
077367 

5 
s 
s 
s 

N 

N 
N 
t">J 

N 

N 
1'1 
iii 
S 

s 
s 
s 
s 
S 
5 
s 
N 
S 
S 
S 
N 

5 
N 
S 
N 

s 

5 
5 
S 
5 
5 
5 
N 
5 
S 
S 
N 
5 
s 
5 
5 
N 

134169 
134183 
134107 
134121 
134145 

134206 
134220 
134244 
134268 
134282 

134299 
134305 

134329 

136507 
136514 
136521 
136538 
136545 
136446 
136453 
136477 
136484 
136491 
136460 

244592 
244615 
244554 
244578 

100492 
100539 
100515 
100577 
100553 
100614 
100638 
100591 
100331 
100355 
100379 
100317 
100430 
100454 
100478 
100416 
100393 
248941 

s 
5 
s 
s 
s 

s 
5 
S 
5 
5 
5 
5 
S 
S 
S 

s 
s 
s 
s 
S 
5 
s 
s 
s 
s 
s 
s 
s 
5 
s 
s 
s 

s 
s 
5 
5 
5 
5 
5 
5 
5 
5 
5 
S 
5 
5 
s 
5 
5 
5 

Less 

Accessories 

711.00 
711.00 
680.00 
7'56.00 
801.00 
975.00 
925.00 
875.00 
950.00 
950.00 

1085.00 
1055.00 
1025.00 
1045.00 
1570.00 
1654.00 
1559.00 

7700 
98.00 

106.00 
140.00 
149.00 
191.00 
213.00 
251.00 
25500 
255.00 
276.00 
414.00 
599.00 
599.00 
581.00 
567.00 
59900 

157.00 
221.00 
257.00 
208.00 
349.00 
421.00 
306.00 
344.00 
417.00 
391.00 
485.00 
514.00 
425.00 
485.00 
561.00 
884.00 
884.00 
936.00 

Vv'iih 
Accessories 

842.00 
842.00 
81 LOO 
887.00 
932.00 

1164.00 
1114.00 
1064.00 
1139.00 
1139.00 
1303.00 
1273.00 
1243.00 
1263.00 
1860.00 
i944.00 
1849.00 

N/A 
N/A 
N/A 
N/A 
I">J/A 
N/A 
N/A 
N/A 
N/A 
N/A 
NiA 
N/A 
I">J/A 
N/A 
N/A 
N/A 
N/A 

265.00 
339.00 
385.00 
356.00 
517.00 
581.00 
486.00 
536.00 
609.00 
603.00 
709.00 
770.00 
633.00 
713.00 
801.00 

1156.00 
1172.00 
1236.00 

Domesiic 
Weight 

141 
136 
116 
158 
175 
195 
185 
183 
200 
192 
210 
214 
205 
238 
300 
315 
340 

15 
20 
22 
33 
30 
46 
47 
60 
54 
54 
55 
92 
93 

132 
126 
99 

133 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
li5 
128 
162 
180 
206 
210 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248·9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

158 
158 
151 
168 
178 

175 
190 
190 
217 
211 

209 
299 

297 

17 
23 
25 
33 
35 
45 
50 
59 
60 
60 
65 

133 
133 
129 
126 

33 
49 
57 
49 
82 
99 
72 
81 
98 
92 

114 
121 
100 
114 
132 
208 
208 
208 

21 

Confidential McVVane-014262 



CX 2358-022

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

ALL Mj CROSS (Con'i) 

14x8 
14xl0 
14,,12 

14 
16x6 
i6x8 

16x10 
16x12 

16 
24 
30 
36 

48x42 

077381 
077404 
077428 
077442 
077466 
077480 
077503 
077527 
077565 

120605 
120612 

N 

5 
S 
5 
S 
5 
S 

N 

UPCode 670610 Ship 
Non-Domestic Code 

102236 

102212 
102960 
i02977 
102946 
102953 
102939 
045991 
093329 
093350 
459255 

S 
5 
s 
5 
S 
5 
S 
5 
S 

5 
s 
N 

less 
Acces.sories 

1125.00 
1148.00 
1211.00 
1346.00 
1125.00 
i30i.OO 
1553.00 
1787.00 
2601.00 
4793.00 

10120.00 
14603.00 
28800.00 

'vViih 
Accessories 

1437.00 
1492.00 
1571.00 
1778.00 
1471.00 
i659.00 
1943.00 
2193.00 
3125.00 
5953.00 

13168.00 
18399.00 
37162.00 

MJxFLANGE DUAL PURPOSE CUTTING-IN SLEEVE (With DUClI-Purpose Ar;:r;:essories) 

4 082040 N s N/A 
082057 5 5 r-..I/A 

8 082064 N s N/A 
10 082071 5 N/A 
12 082088 N s N/A 

S\A/IVELxSOLlD HYDRANT ADAPTER (\A/ith Sv ... ive! g!and) 

4x13 
6x13 
6x18 
6x24 
8x12 

084150 
084174 
084198 
365587 

5 
S 
5 
S 

040392 
040408 
040439 

t'o-J 

5 
S 
5 

S"Il";VELxSW;VEL ADAPTERS r¥Viih 2 Swivel Glundsj 

6x12 365594 s 
6x18 365600 5 
6x24 365617 s 

SWiVELxSWiVEi. "iuRANi ELL 

6 072782 s 245858 s 

108.00 
200.00 
247.00 
293.00 
298.00 

196.00 
285.00 
289.00 

310.00 

203.00 
264.00 
349.00 
434.00 
574.00 

N/,A, 

N/A 
N/A 
NiA 
N/l .. 

N/A 
N/A 
N/A 

N/A 

22 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

231 
255 
269 
299 
246 
26i 
296 
312 
457 

1840 
2655 

45 
62 
52 

102 
135 

52 
59 
'15 
70 

46 
67 
68 

71 

LP-5091 
Non-Domesiic 

Weight 

250 

299 
250 
289 
345 
397 
578 
913 

1840 
2655 
4800 

24 
4'1 
58 
69 

73 

05/01/0';' 
BOX 309' Ai-..ii-..iiSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014263 

PUBLIC

Tyler Union e153 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

ALL Mj CROSS (Con'i) 

14x8 
14xl0 
14,,12 

14 
16x6 
i6x8 

16x10 
16x12 

16 
24 
30 
36 

48x42 

077381 
077404 
077428 
077442 
077466 
077480 
077503 
077527 
077565 

120605 
120612 

N 

5 
S 
5 
S 
5 
S 

N 

UPCode 670610 Ship 
Non-Domestic Code 

102236 

102212 
102960 
i02977 
102946 
102953 
102939 
045991 
093329 
093350 
459255 

S 
5 
s 
5 
S 
5 
S 
5 
S 

5 
s 
N 

less 
Acces.sories 

1125.00 
1148.00 
1211.00 
1346.00 
1125.00 
i30i.OO 
1553.00 
1787.00 
2601.00 
4793.00 

10120.00 
14603.00 
28800.00 

'vViih 
Accessories 

1437.00 
1492.00 
1571.00 
1778.00 
1471.00 
i659.00 
1943.00 
2193.00 
3125.00 
5953.00 

13168.00 
18399.00 
37162.00 

MJxFLANGE DUAL PURPOSE CUTTING-IN SLEEVE (With DUClI-Purpose Ar;:r;:essories) 

4 082040 N s N/A 
082057 5 5 r-..I/A 

8 082064 N s N/A 
10 082071 5 N/A 
12 082088 N s N/A 

S\A/IVELxSOLlD HYDRANT ADAPTER (\A/ith Sv ... ive! g!and) 

4x13 
6x13 
6x18 
6x24 
8x12 

084150 
084174 
084198 
365587 

5 
S 
5 
S 

040392 
040408 
040439 

t'o-J 

5 
S 
5 

S"Il";VELxSW;VEL ADAPTERS r¥Viih 2 Swivel Glundsj 

6x12 365594 s 
6x18 365600 5 
6x24 365617 s 

SWiVELxSWiVEi. "iuRANi ELL 

6 072782 s 245858 s 

108.00 
200.00 
247.00 
293.00 
298.00 

196.00 
285.00 
289.00 

310.00 

203.00 
264.00 
349.00 
434.00 
574.00 

N/,A, 

N/A 
N/A 
NiA 
N/l .. 

N/A 
N/A 
N/A 

N/A 

22 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

231 
255 
269 
299 
246 
26i 
296 
312 
457 

1840 
2655 

45 
62 
52 

102 
135 

52 
59 
'15 
70 

46 
67 
68 

71 

LP-5091 
Non-Domesiic 

Weight 

250 

299 
250 
289 
345 
397 
578 
913 

1840 
2655 
4800 

24 
4'1 
58 
69 

73 

05/01/0';' 
BOX 309' Ai-..ii-..iiSiOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014263 



CX 2358-023

LP-5091 ACCESSORY PACKS Tyler Union 
UPCode 670610 UPCode 670610 Ship List Do",es~i.:: t'~on-Do",es~ic 

Size Domestic Code Non-Domestic Code 

I'!!'J COMPACT OJ. ACCESSORY PACK/STANDARD 

3 085157 S 461142 CALL 27.00 
4 085164 S 461166 CALL 32.00 
6 085171 S 461180 CALL 42.00 
8 085188 S 461203 CALL 48.00 

10 085195 S 461067 CALL 64.00 
12 085201 S 461081 CALL 72.00 
14 085218 S 4611 04 CALL 108.00 
16 085225 S 461128 CALL 131.00 
18 085232 S 461227 CALL 189.00 
20 085249 S 461241 CALL 218.00 
24 085256 S 461265 CALL 29000 
30 244844 S 088165 S 762.00 
36 245049 5 088172 5 949.00 
42 350330 t-.J 111498 N 1763.00 
48 350347 N 111504 N 2418.00 

!\IIJ COMPACT ACCESSORY PACK/TRANS!T!ON GASKET 
3 
4 
6 
8 

10 
12 

085416 
085423 
085430 
085447 
085454 
085461 

S 
S 
S 
S 
S 
S 

28.00 
33.50 
44.50 
53.00 
70.50 
77.00 

M.i COMpACT ACCESSORY pACKiARMOR fip GASKET 

4 085683 
6 085690 
8 085706 

10 085713 
12 085720 

UPCode Ship 
670610 Code 

S 
S 
S 
S 
S 

List 
Size Price Weight 

58.00 
77.50 
88.00 

113.50 
124.00 

UPCode Ship 
670610 Code 

5 
7 

10 
11 
16 
17 
26 
32 
36 
44 
56 

224 
180 
382 
463 

5 
7 

10 
11 
16 
17 

7 
10 
11 
16 
17 

List 
Size Price 

5 
7 

10 
11 
16 
17 
26 
32 
36 
44 
56 

117 
157 
255 
355 

Weight 

A'-'" ACCESSORY PACK LESS GLAND ... I ",.,.rt.-.t.-._n"""",r n""'1"" ~~ .w • ., .... "'''' ........ ;""..... v .... I.v .. r-.... ",,,, '" I J~ 

391838 5 
391845 5 
391852 5 
391869 5 
391876 5 
391883 5 
391890 5 
391906 5 

N 
N 
N 
N 
N 
t~ 

N 

05/01/09 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

16.00 
17.00 
25.00 
26.50 
34.50 
38.00 
57.50 
66.00 
69.00 
78.00 
n~ J::.f"I 
7 ........ V 

157.00 
183.00 
682.00 
767.00 

2.0 
3.5 
5.5 
5.5 
7.0 
7.0 

10.5 
13.0 
12.0 
16.0 

39.0 
42.0 
75.0 
80.0 

WITH 2 ANTI-ROTATION BOLTS & NUTS" 
244868 5 4 38.50 
244882 S 6 50.25 
244899 S 8 56.25 
244905 S 10 75.00 
244929 S 12 83.00 

MJ ACCESSORY VALVE PACK C153 
WITH TRANSITION GASKET 

8 
11 
15 
19 
20 

WiiH 2 ANii-ROiAiiON BOLiS & NUiS"'''' 
244943 S 4 
244967 S 6 
2<1-1981 S 8 
2.45001 S 10 
245025 S 12 

40.00 
52.75 
61.25 
81.50 
88.00 

8 
11 
15 
19 
20 

11910 CR492 • TYLER, TEXAS 75706' (800) 527-8478' FAX ORDERS TO (800) 248-9537 23 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014264 

PUBLIC

LP-5091 ACCESSORY PACKS Tyler Union 
UPCode 670610 UPCode 670610 Ship List Do",es~i.:: t'~on-Do",es~ic 

Size Domestic Code Non-Domestic Code 

I'!!'J COMPACT OJ. ACCESSORY PACK/STANDARD 

3 085157 S 461142 CALL 27.00 
4 085164 S 461166 CALL 32.00 
6 085171 S 461180 CALL 42.00 
8 085188 S 461203 CALL 48.00 

10 085195 S 461067 CALL 64.00 
12 085201 S 461081 CALL 72.00 
14 085218 S 4611 04 CALL 108.00 
16 085225 S 461128 CALL 131.00 
18 085232 S 461227 CALL 189.00 
20 085249 S 461241 CALL 218.00 
24 085256 S 461265 CALL 29000 
30 244844 S 088165 S 762.00 
36 245049 5 088172 5 949.00 
42 350330 t-.J 111498 N 1763.00 
48 350347 N 111504 N 2418.00 

!\IIJ COMPACT ACCESSORY PACK/TRANS!T!ON GASKET 
3 
4 
6 
8 

10 
12 

085416 
085423 
085430 
085447 
085454 
085461 

S 
S 
S 
S 
S 
S 

28.00 
33.50 
44.50 
53.00 
70.50 
77.00 

M.i COMpACT ACCESSORY pACKiARMOR fip GASKET 

4 085683 
6 085690 
8 085706 

10 085713 
12 085720 

UPCode Ship 
670610 Code 

S 
S 
S 
S 
S 

List 
Size Price Weight 

58.00 
77.50 
88.00 

113.50 
124.00 

UPCode Ship 
670610 Code 

5 
7 

10 
11 
16 
17 
26 
32 
36 
44 
56 

224 
180 
382 
463 

5 
7 

10 
11 
16 
17 

7 
10 
11 
16 
17 

List 
Size Price 

5 
7 

10 
11 
16 
17 
26 
32 
36 
44 
56 

117 
157 
255 
355 

Weight 

A'-'" ACCESSORY PACK LESS GLAND ... I ",.,.rt.-.t.-._n"""",r n""'1"" ~~ .w • ., .... "'''' ........ ;""..... v .... I.v .. r-.... ",,,, '" I J~ 

391838 5 
391845 5 
391852 5 
391869 5 
391876 5 
391883 5 
391890 5 
391906 5 

N 
N 
N 
N 
N 
t~ 

N 

05/01/09 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

16.00 
17.00 
25.00 
26.50 
34.50 
38.00 
57.50 
66.00 
69.00 
78.00 
n~ J::.f"I 
7 ........ V 

157.00 
183.00 
682.00 
767.00 

2.0 
3.5 
5.5 
5.5 
7.0 
7.0 

10.5 
13.0 
12.0 
16.0 

39.0 
42.0 
75.0 
80.0 

WITH 2 ANTI-ROTATION BOLTS & NUTS" 
244868 5 4 38.50 
244882 S 6 50.25 
244899 S 8 56.25 
244905 S 10 75.00 
244929 S 12 83.00 

MJ ACCESSORY VALVE PACK C153 
WITH TRANSITION GASKET 

8 
11 
15 
19 
20 

WiiH 2 ANii-ROiAiiON BOLiS & NUiS"'''' 
244943 S 4 
244967 S 6 
2<1-1981 S 8 
2.45001 S 10 
245025 S 12 

40.00 
52.75 
61.25 
81.50 
88.00 

8 
11 
15 
19 
20 

11910 CR492 • TYLER, TEXAS 75706' (800) 527-8478' FAX ORDERS TO (800) 248-9537 23 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014264 



CX 2358-024

Tyler Union 
UPCooe 670610 Ship 

Size Domestic Code 

ACCESSORY PACKS 
UPCooe 670610 

Non-Domestic 
Ship 
Code 

Lisi 
Price 

i\iU FULL BODY COMPLETE ACCESSORY PACKi STANDARD 

2 086260 5 22.00 
3 086277 S 461135 CALL 31.00 
4 086284 5 461159 CALL 40.00 
6 086291 S 461173 CALL 58.00 
8 086307 5 461197 CALL 78.00 

10 086314 S 461012 CALL 96.00 
12 086321 5 461074 CALL 118.00 
14 086338 N 461098 CALL 161.00 
16 086345 5 461111 CALL 228.00 
18 086352 S 461210 CALL 329.00 
20 086369 5 461234 CALL 428.00 
24 086376 S 461258 CALL 604.00 
30 086383 5 461272 CALL 861.00 
36 369462 N 461296 CALL 1515.00 
42 088189 .... i 2447.00 
48 088196 N 292200 

MJ FULL BODY ACCESSORY PACK/TRANSITION GASKET 

2 085409 S 22.50 
3 353553 5 32.00 
4 353560 S 41.50 
6 353577 5 60.50 
8 353584 S 83.00 

10 353591 5 102.50 
12 353607 S 123.00 

MJ FULL BODY ACCESSORY/DUAL-PURPOSE GI AND PACK 

4 086390 S 54.00 
6 086406 5 69.00 
8 086413 S 92.00 

10 086420 5 i i 3.00 

Domesiic 
Weight 

3 
4 
7 

11 
17 
21 
31 
39 
56 
59 
79 

108 
128 
148 

5 
6 

10 
15 
22 
30 
36 

13 
17 
24 
32 

24 11910 CR 492 • TYLER, TEXAS 75706 • (600) 527-6478 • FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

4 
7 

11 
17 
21 
31 
39 
56 
59 
79 

108 
128 
180 
389 
477 

05/01/09 

Confidential McVVane-014265 

PUBLIC

Tyler Union 
UPCooe 670610 Ship 

Size Domestic Code 

ACCESSORY PACKS 
UPCooe 670610 

Non-Domestic 
Ship 
Code 

Lisi 
Price 

i\iU FULL BODY COMPLETE ACCESSORY PACKi STANDARD 

2 086260 5 22.00 
3 086277 S 461135 CALL 31.00 
4 086284 5 461159 CALL 40.00 
6 086291 S 461173 CALL 58.00 
8 086307 5 461197 CALL 78.00 

10 086314 S 461012 CALL 96.00 
12 086321 5 461074 CALL 118.00 
14 086338 N 461098 CALL 161.00 
16 086345 5 461111 CALL 228.00 
18 086352 S 461210 CALL 329.00 
20 086369 5 461234 CALL 428.00 
24 086376 S 461258 CALL 604.00 
30 086383 5 461272 CALL 861.00 
36 369462 N 461296 CALL 1515.00 
42 088189 .... i 2447.00 
48 088196 N 292200 

MJ FULL BODY ACCESSORY PACK/TRANSITION GASKET 

2 085409 S 22.50 
3 353553 5 32.00 
4 353560 S 41.50 
6 353577 5 60.50 
8 353584 S 83.00 

10 353591 5 102.50 
12 353607 S 123.00 

MJ FULL BODY ACCESSORY/DUAL-PURPOSE GI AND PACK 

4 086390 S 54.00 
6 086406 5 69.00 
8 086413 S 92.00 

10 086420 5 i i 3.00 

Domesiic 
Weight 

3 
4 
7 

11 
17 
21 
31 
39 
56 
59 
79 

108 
128 
148 

5 
6 

10 
15 
22 
30 
36 

13 
17 
24 
32 

24 11910 CR 492 • TYLER, TEXAS 75706 • (600) 527-6478 • FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

4 
7 

11 
17 
21 
31 
39 
56 
59 
79 

108 
128 
180 
389 
477 

05/01/09 

Confidential McVVane-014265 



CX 2358-025

LP-5091 
UPCcde 
670610 

Ship 
Cede Size P:-k;e 

iN COMPACT D.i. GLAND ONLY* 
052746 
052753 
052760 
052777 
052784 
052791 
052807 
052814 
052821 
052838 
052845 
045885 
045892 
460558 
460565 

S 
5 
S 
S 
S 
5 
S 
S 
S 
5 
5 
s 
s 
s 
s 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

+30 

11.00 
15.00 
17.00 
21.50 
29.50 
34.00 
50.50 
65.00 

120.00 
140.00 
195_50 
605.00 
766.00 

1081.00 
1651.00 

tl'-Jcn-Domcstic 

M.i COMPACT SPliT REPAiR GLAND" 
382805 
382812 
382829 
382836 
382843 

5 
S 
5 
5 
S 

4 
6 

8 
10 
12 

13.50 
15_50 
21.00 
29.00 
35.00 

M.i COMPACT SPliT SWiVEL GLAND" 
108481 
052401 

5 
s 

6 
8 

60.00 
67.00 

GLANDS Tyler Union 

Weight 

2 
3 
4 

5 
7 

10 
17 
18 
24 
28 
37 
85 

115 
180 
275 

4 
5 

6 
8 

10 

9 
12 

UPCcde 
670610 

Ship 
Cede Size 

M.i FULL BODY GLAND ONLY* 
052999 S 2 10.50 
053002 S 3 15.00 
053019 S 4 23.00 
053026 S 6 33.00 
053033 S 8 51,50 
053040 

, 
10 61.50 J 

053057 5 12 80.00 
053064 N 14 103.50 
053071 S 16 162.00 
053088 S 18 260.00 
053095 S 20 350.00 
053101 5 24 509.50 
053118 S 30 704.00 
369479 S 36 1332.00 
429913 N 42 1765.00 
045861 5 +42 1765.00 
062851 1--1 48 2155.00 
045878 5 +48 2155.00 

+Non Domestic 

M.J SPLIT SWIVEL GL4ND ONLY ell 0** 
108474 N 4 59.00 
371120 S 6 67.00 
108498 5 8 93.00 
108511 S 12 176.00 

AAJ CUTT!NG-!N SLEEVE GLAND ONLY 
Cll0" 
053316 S 4 34.00 
053323 S 6 40.00 
053330 S a 59.00 
053347 S 10 77.00 
053354 S 12 92.00 
053361 5 16 236.00 

M.i CUTTiNG-iN SLEEVE GLAND Ci i 0** 
".",. •• n n_ ....... ~r ... ~,.nr" .. ,~ .,,,, ""..,r- r-VII'I. ,,~. ~"" ..... yy~ 

072102 S 4 92.00 
072119 S 6 99.00 
072126 S 8 117.00 
072133 S 10 136.00 
072140 S 12 150.00 

*ANSI/AWWA Cl 1l/A21.1 1 
uNol included in AWWA Standards 

Weight 

2 
3 
6 

10 
15 
18 
26 
33 
50 
52 
70 
97 

108 
118 
294 
294 
359 
359 

9 
17 
13 
33 

10 
13 
20 
25 
30 
48 

10 
13 
20 
25 
30 

05/01/09 11910 CR492 • TYLER, TEXAS 75706· (800) 527-8478· FAX ORDERS TO (800) 248·9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226·0806 

25 

Confidential McVVane-014266 

PUBLIC

LP-5091 
UPCcde 
670610 

Ship 
Cede Size P:-k;e 

iN COMPACT D.i. GLAND ONLY* 
052746 
052753 
052760 
052777 
052784 
052791 
052807 
052814 
052821 
052838 
052845 
045885 
045892 
460558 
460565 

S 
5 
S 
S 
S 
5 
S 
S 
S 
5 
5 
s 
s 
s 
s 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

+30 

11.00 
15.00 
17.00 
21.50 
29.50 
34.00 
50.50 
65.00 

120.00 
140.00 
195_50 
605.00 
766.00 

1081.00 
1651.00 

tl'-Jcn-Domcstic 

M.i COMPACT SPliT REPAiR GLAND" 
382805 
382812 
382829 
382836 
382843 

5 
S 
5 
5 
S 

4 
6 

8 
10 
12 

13.50 
15_50 
21.00 
29.00 
35.00 

M.i COMPACT SPliT SWiVEL GLAND" 
108481 
052401 

5 
s 

6 
8 

60.00 
67.00 

GLANDS Tyler Union 

Weight 

2 
3 
4 

5 
7 

10 
17 
18 
24 
28 
37 
85 

115 
180 
275 

4 
5 

6 
8 

10 

9 
12 

UPCcde 
670610 

Ship 
Cede Size 

M.i FULL BODY GLAND ONLY* 
052999 S 2 10.50 
053002 S 3 15.00 
053019 S 4 23.00 
053026 S 6 33.00 
053033 S 8 51,50 
053040 

, 
10 61.50 J 

053057 5 12 80.00 
053064 N 14 103.50 
053071 S 16 162.00 
053088 S 18 260.00 
053095 S 20 350.00 
053101 5 24 509.50 
053118 S 30 704.00 
369479 S 36 1332.00 
429913 N 42 1765.00 
045861 5 +42 1765.00 
062851 1--1 48 2155.00 
045878 5 +48 2155.00 

+Non Domestic 

M.J SPLIT SWIVEL GL4ND ONLY ell 0** 
108474 N 4 59.00 
371120 S 6 67.00 
108498 5 8 93.00 
108511 S 12 176.00 

AAJ CUTT!NG-!N SLEEVE GLAND ONLY 
Cll0" 
053316 S 4 34.00 
053323 S 6 40.00 
053330 S a 59.00 
053347 S 10 77.00 
053354 S 12 92.00 
053361 5 16 236.00 

M.i CUTTiNG-iN SLEEVE GLAND Ci i 0** 
".",. •• n n_ ....... ~r ... ~,.nr" .. ,~ .,,,, ""..,r- r-VII'I. ,,~. ~"" ..... yy~ 

072102 S 4 92.00 
072119 S 6 99.00 
072126 S 8 117.00 
072133 S 10 136.00 
072140 S 12 150.00 

*ANSI/AWWA Cl 1l/A21.1 1 
uNol included in AWWA Standards 

Weight 

2 
3 
6 

10 
15 
18 
26 
33 
50 
52 
70 
97 

108 
118 
294 
294 
359 
359 

9 
17 
13 
33 

10 
13 
20 
25 
30 
48 

10 
13 
20 
25 
30 

05/01/09 11910 CR492 • TYLER, TEXAS 75706· (800) 527-8478· FAX ORDERS TO (800) 248·9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226·0806 

25 

Confidential McVVane-014266 



CX 2358-026

Tyler Union 
UPCod .. 
670610 

$hir
Cud", 

Lisl 
Pli~", 

GASKETS 
W'",ighi 

urcuo,;; 
670610 

Shi~ 
Code Size 

LP-5091 
List 

Price \Veight 

Mj GASKET ONLY* rT.ON® TRANSiTiON GASKETS 
053958 
053965 
053972 
053989 
053996 
054009 
054016 
054023 
054030 
054047 
054054 
05406i 
054078 
054085 
045908 
045915 

5 
5 
s 
s 
s 
s 
s 
s 
5 
5 
S 
S 
S 
S 
s 
S 

2 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
'0 
36 

.42 
+48 

.Noll-Domestic 

TRANSITION GASKET ONLY 
054672 
054689 
05-1696 
054702 
054719 
054726 
054733 

s 
s 
s 
s 
5 
s 
s 

2 
3 
; 
6 
8 

10 
i2 

ARMOR TiP GASKET ONLY 
054 i i5 
054122 
054139 

5 
5 

4 
6 
8 

5.50 
5.00 
5.00 
5.50 
7,00 
O . .JU 

12.00 
20.00 
21.00 
24.00 
25.50 
30.50 
77.00 
87.00 

157.00 
167.00 

IJ.UU 

6.00 
6.50 
8.00 

12.00 
15.00 
i7.00 

3i.OO 
41.00 
47.00 

. i 

.2 

.4 

.6 
8 

.7 

1.1 
1.3 
1.4 
1.6 
1.9 
2.6 
3_0 
3.0 
5.0 
0.0 

.< 

.4 

.5 

.8 
1.1 
1.2 
i .6 

.7 
1.0 
1.4 

365280 
365297 
365303 
365310 
365327 

5 
S 
S 
S 
N 

4 
6 
8 

10 
12 

MJ GASKET NEOPREf'.JE 
05-1207 
054214 
054221 
054238 
054245 
054?57 
054269 
054276 
054283 
054290 
054306 
054313 

N 
S 
5 
s 
N 
s 

N 
N 

N 

MJ GASKET EPDM 
05-1368 
054375 
054382 
054399 
054405 
054412 
054429 
054436 
054443 
054450 
054467 

N 
S 
S 
s 
s 
s 

N 
N 
I~ 

N 

3 
4 
6 
8 

iO 
17 
14 
16 
18 
20 
24 
30 

3 
4 
6 
8 

iO 
12 
14 
16 
18 
20 
24 

35.00 
38.00 
6600 
8LOO 

110.00 

22.00 
29.00 
31.00 
45.00 
62.00 
7800 

102.00 
111.00 
124.00 
143.00 
169.00 
188.00 

20.00 
23.00 
27.00 
36.00 
49.00 
59_00 
95.00 
98.00 

113.00 
114.00 
136.00 

.4 

.6 
9 

L2 
1.4 

.2 

.4 

.6 

.8 

.9 
11 
, 0 
'.0 
1.4 
1.6 
1.9 
2.6 
3.0 

.2 

.4 

.6 

.8 

.9 
1.1 
, 0 
'.0 

1.4 
1.6 
1.9 
2.6 

054146 
054153 
054160 

s 
s 
s 

10 
12 
14 

58.00 
64_00 
72.00 

1.7 
'_9 

MJ GASKET NITRILE (Buno-N) 
054177 
05-118-1 
054 i91 

S 
N 
5 

TYTON® GASKETS 
140672 
140689 
140696 
140702 
140719 
140726 
140733 
140740 
140757 
140764 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

16 
20 
24 

4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

-~Ai~Si/AWWA Ci i i /A2 i. i i 

84.00 
125.00 
140.00 

9.50 
10.50 
15.00 
23.00 
25.00 
47.00 
54.00 
78.00 
82.00 
88.00 

2.5 
-1.2 
5.2 

.4 

.6 

.9 
1.2 
1.4 
2.4 
1.9 
3.1 
3.4 
3.8 

054474 
05-1-181 
054498 
054504 
054511 
054528 
054535 
054542 
054559 
054566 
054573 
028369 

TYTOt'-~® is a registered trademark of U.S. Pipe and Foundry Company 

N 
N 
S 
S 

S 
N 
S 
N 
N 
N 
N 

3 
; 
6 
8 

10 
12 
14 
16 
18 
20 
24 
36 

26 11910 CR 492 • TYLER, TEXAS 75706 • (600) 527-6476 • FAX ORDERS TO (600) 246·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (600) 226-0606 

Confidential 

23.00 
30.00 
32.00 
46.50 
63.00 
81.00 

103.00 
113.00 
125.00 
146.00 
173.00 
346.00 

.2 

.; 

.6 

.8 

.9 
1.1 
1.3 
1.4 
1.6 
1.9 
2.6 
3.0 

05/01/09 

McVVane-014267 

PUBLIC

Tyler Union 
UPCod .. 
670610 

$hir
Cud", 

Lisl 
Pli~", 

GASKETS 
W'",ighi 

urcuo,;; 
670610 

Shi~ 
Code Size 

LP-5091 
List 

Price \Veight 

Mj GASKET ONLY* rT.ON® TRANSiTiON GASKETS 
053958 
053965 
053972 
053989 
053996 
054009 
054016 
054023 
054030 
054047 
054054 
05406i 
054078 
054085 
045908 
045915 

5 
5 
s 
s 
s 
s 
s 
s 
5 
5 
S 
S 
S 
S 
s 
S 

2 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
'0 
36 

.42 
+48 

.Noll-Domestic 

TRANSITION GASKET ONLY 
054672 
054689 
05-1696 
054702 
054719 
054726 
054733 

s 
s 
s 
s 
5 
s 
s 

2 
3 
; 
6 
8 

10 
i2 

ARMOR TiP GASKET ONLY 
054 i i5 
054122 
054139 

5 
5 

4 
6 
8 

5.50 
5.00 
5.00 
5.50 
7,00 
O . .JU 

12.00 
20.00 
21.00 
24.00 
25.50 
30.50 
77.00 
87.00 

157.00 
167.00 

IJ.UU 

6.00 
6.50 
8.00 

12.00 
15.00 
i7.00 

3i.OO 
41.00 
47.00 

. i 

.2 

.4 

.6 
8 

.7 

1.1 
1.3 
1.4 
1.6 
1.9 
2.6 
3_0 
3.0 
5.0 
0.0 

.< 

.4 

.5 

.8 
1.1 
1.2 
i .6 

.7 
1.0 
1.4 

365280 
365297 
365303 
365310 
365327 

5 
S 
S 
S 
N 

4 
6 
8 

10 
12 

MJ GASKET NEOPREf'.JE 
05-1207 
054214 
054221 
054238 
054245 
054?57 
054269 
054276 
054283 
054290 
054306 
054313 

N 
S 
5 
s 
N 
s 

N 
N 

N 

MJ GASKET EPDM 
05-1368 
054375 
054382 
054399 
054405 
054412 
054429 
054436 
054443 
054450 
054467 

N 
S 
S 
s 
s 
s 

N 
N 
I~ 

N 

3 
4 
6 
8 

iO 
17 
14 
16 
18 
20 
24 
30 

3 
4 
6 
8 

iO 
12 
14 
16 
18 
20 
24 

35.00 
38.00 
6600 
8LOO 

110.00 

22.00 
29.00 
31.00 
45.00 
62.00 
7800 

102.00 
111.00 
124.00 
143.00 
169.00 
188.00 

20.00 
23.00 
27.00 
36.00 
49.00 
59_00 
95.00 
98.00 

113.00 
114.00 
136.00 

.4 

.6 
9 

L2 
1.4 

.2 

.4 

.6 

.8 

.9 
11 
, 0 
'.0 
1.4 
1.6 
1.9 
2.6 
3.0 

.2 

.4 

.6 

.8 

.9 
1.1 
, 0 
'.0 

1.4 
1.6 
1.9 
2.6 

054146 
054153 
054160 

s 
s 
s 

10 
12 
14 

58.00 
64_00 
72.00 

1.7 
'_9 

MJ GASKET NITRILE (Buno-N) 
054177 
05-118-1 
054 i91 

S 
N 
5 

TYTON® GASKETS 
140672 
140689 
140696 
140702 
140719 
140726 
140733 
140740 
140757 
140764 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

16 
20 
24 

4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

-~Ai~Si/AWWA Ci i i /A2 i. i i 

84.00 
125.00 
140.00 

9.50 
10.50 
15.00 
23.00 
25.00 
47.00 
54.00 
78.00 
82.00 
88.00 

2.5 
-1.2 
5.2 

.4 

.6 

.9 
1.2 
1.4 
2.4 
1.9 
3.1 
3.4 
3.8 

054474 
05-1-181 
054498 
054504 
054511 
054528 
054535 
054542 
054559 
054566 
054573 
028369 

TYTOt'-~® is a registered trademark of U.S. Pipe and Foundry Company 

N 
N 
S 
S 

S 
N 
S 
N 
N 
N 
N 

3 
; 
6 
8 

10 
12 
14 
16 
18 
20 
24 
36 

26 11910 CR 492 • TYLER, TEXAS 75706 • (600) 527-6476 • FAX ORDERS TO (600) 246·9537 
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23.00 
30.00 
32.00 
46.50 
63.00 
81.00 

103.00 
113.00 
125.00 
146.00 
173.00 
346.00 

.2 

.; 

.6 

.8 

.9 
1.1 
1.3 
1.4 
1.6 
1.9 
2.6 
3.0 

05/01/09 

McVVane-014267 



CX 2358-027

LP-5091 T=BOLTS & NUTS Tyler Union 

COR-BLUE COATED STANDARD T-BOLTS 
BAGGED 
UPCod .. 
670610 

112860 
112877 
112884 
112907 
112891 
112914 

Bolt 
Size 

%x3 
%x3% 
J/4x3% 

%x4 

%x.4'i2 

Qvon./Bog 
& Color 

4 (Clear) 
.4 (C!ear) 
6 (Ciearj 
4 (Clear) 
6 (C!eor) 
6 (Cieari 

" .... t. 
Per Bag 

2.0 
3.0 
5.0 
3.0 
5.0 
5.0 

List Pr;, .. 
Per Bag 

34.00 
36.00 
60.00 
40.00 
60.00 
66.00 

COR-BLUE BOLTS BAGS WiiH GASKET 
& COR-BLUE BOLTS 
UPCode 
670610 

112921 
112938 
112952 
112969 
112976 
112983 
112990 

Ship 
Code 

s 
S 
5 
S 
s 
s 
s 

Size 

3 
4 
6 
8 

12 
16 

Bolt/Nut 
Si",e 

List 
Price 

%x3 41.00 

3/4X3 i/2 64.00 
%x3 1/7 66.00 

Y4x31.-'2 92.00 
%:-:4 148.00 

Weight 

2.0 
3.5 
5.5 
5.5 

7.0 
13.0 

COR-BLUE BOLTS BAGS WITH GASKET 
& COR-BLUE BOLTS (112" LONGER) 
UPCode 
o70oiO 

113003 
1130iO 
113027 
113034 
113041 
113058 

UPCode 
670610 

357247 
357254 
357261 
357278 
357285 
357292 
357308 
357315 
357322 

UPCode 
670610 

054771 
054764 
054795 
054801 
054818 
054825 
045922 
454410 
454427 

Ship 
Code 

s 
5 
S 
S 
5 
S 

Size 

4 
6 
8 

10 
12 
16 

Boii/Nui 
Size 

%x4 
3/4X4 
%x4 

liST 

Price 

47.00 
68.00 
70.00 
94.00 
97.00 

153.00 

Weighi 

4.0 
6.0 
6.0 
7.0 
7.0 

13.5 

"'BAGGED MJ T-BOLTS & NUTS 
Bolt Quon.!Bog WI. 
Size & Color Per Bog 

%x3 
3/~x31/2 

·%X3'/2 

%X4'/2 
%x5 
1x6 

4 (White) 
4 (B!ack) 
6 (Black) 
4 (Red] 
6 (Red] 
-4 (Green) 
6 (Greenj 
4 (Blue) 
4 (Yellow] 

1.8 
31 
, < 
".U 
3.2 
4.9 
3.5 
5.2 
3.9 
8.3 

LOOSE T-BOLTS & NUTS 

Size 

%x3 
%x3% 

%x4 
%x4% 

%.x5 
1x6 

i i/4X8% 

Weight 
Eoch 

0.5 
0.5 
0.5 
1.0 
LO 
1.2 
3.0 
2.0 
4.0 

List Price 
Per Bog 

Price 
Each 

11.00 
12.00 
18.00 
13.00 
19.50 
15.00 
22.50 
16.00 
38.00 

2.75 
3.00 
3.25 
3.75 
4.00 
9.50 

28.25 
29.00 
32.00 

*9AGGED STAINLESS STEEL f-.. 1J T-90I..TS &. NUTS 
316 Sfainiess Sfeei 

Domes!i( No!"'-Dornesti( 
UPCode Si-!,p UPCode Ship Bolt Q,-,o!"'./Bog WI List Pcice 

8, Colo' Pe' Bog Per Bog 670610 Code 670610 Code S,ze 

097778 
097792 
097815 
097877 
097891 
097839 

N 
S 
s 
s 
S 
N 

112617 S 
112624 S 
112631 S 
ii 2662 5 
112679 S 
112648 S 

%)(3 
'%)(3'/, 

J/4x4 
'%x4 
3/~)(4'/, 

4 (Clear) 
4 (Clear) 
6 (Clear) 
4 (Ciear) 
6 (Clear) 
4 (Clear) 

1.8 88.00 
3.1 112.00 
4.6 168.00 
3.2 120.00 
4.9 180.00 
3.5 132.00 

097853 S 112655 S 3/:;x4 1/. 6 (Clear) 5.2 198.00 
097914 N 
097938 N 

112686 5 +4x5 
112693 S lx6 

4 (Ciear) 3.9 140.00 
4 (Clear) 8.3 244.00 

Boxed Sets of Bagged T-Bo!ts &. Nuts 
Six T-Boits & Nuts per bag, buik packed; 

**Four T-Bo!ts & !'Juts per bag, bulk packed 
in wooden boxes or paiietized 

Bv~ UPC# 
{'7061 0 

361671 

362067 
362074 
113300** 
113317'* 

BOXES 

Bvli Buy. ~~, 
Size; Bu. 

%X4ih 25 
%x5 35 

1.x.6 15 

I
i PALLETS 

(12 BOXES) 

Wi I S:~.,,~~' Pri~~ ~~r Wi. 
Ll:., I m"~' f>,,::d Ll:., 

Pric~ ~." 

540.00 l.d.2 
585.00 151 
562.50 133 
560.00 140 

I
I m~ ~m~~ m~ 

57000 72 720 684000 864 

'BAGGED VALVE MJ T-BOLTS & NUTS 
(wiih 2 Anii-Roiaiion Boiis) 

UPCcdc 
670610 

244769 
244783 
244806 
244820 

Ship 
Cod", 

s 
s 
s 
s 

!le!t 

%x3% 
~/4x3% 
3/4X4 

Q:.;on./!log Wt. 
& Color p",r 20g 

.4 (Orange) 
6 (Orange) 
4 (purple) 
6 (Purple) 

3.2 
4.7 
00 
J.J 

5.0 

ANTi-ROfATiON f-IiOUS 
UPCode 
670610 

054986 
054993 
382768 

<"1..:_ 
"'''P 
Cod" 

s 
s 
s 

J/4x4 
%x41f2 

6.00 
6.50 
9.00 

Weight 
E;:;ch 

0.8 
0.8 
1.0 

!.i,t Pri,e 
p",r 50g 

18.50 
27.75 
18.50 
27.75 

ORDERING INFORMATION FOR T-BOLTS & NUTS 
Fitting 

Size 

2 
3 
4 
6 
8 

10 
12 
'4 
16 
18 
20 

'4 
30 
36 
42 
48 

Bolt 

Size 

%)(3 
%x3 

%X3'/2 
3f4)(4 
3f4)(4 
%x4 
%x4 

3/,)(4'/2 

~J'X-1'/2 
'Y4;(4'/, 
%x4 1/. 

j/;'x5 
1>6 
1x6 

l'/4x6'h 
11/AXIl 1h 

Quantity 

Required 

2 
4 
4 
6 
6 
8 
8 

10 
12 
12 
14 
16 
20 
24 
28 

" 
05/01/09 11910 CR492 • TYLER, TEXAS 75706' (600) 527-6476' FAX ORDERS TO (600) 246-9537 

BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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LP-5091 T=BOLTS & NUTS Tyler Union 

COR-BLUE COATED STANDARD T-BOLTS 
BAGGED 
UPCod .. 
670610 

112860 
112877 
112884 
112907 
112891 
112914 

Bolt 
Size 

%x3 
%x3% 
J/4x3% 

%x4 

%x.4'i2 

Qvon./Bog 
& Color 

4 (Clear) 
.4 (C!ear) 
6 (Ciearj 
4 (Clear) 
6 (C!eor) 
6 (Cieari 

" .... t. 
Per Bag 

2.0 
3.0 
5.0 
3.0 
5.0 
5.0 

List Pr;, .. 
Per Bag 

34.00 
36.00 
60.00 
40.00 
60.00 
66.00 

COR-BLUE BOLTS BAGS WiiH GASKET 
& COR-BLUE BOLTS 
UPCode 
670610 

112921 
112938 
112952 
112969 
112976 
112983 
112990 

Ship 
Code 

s 
S 
5 
S 
s 
s 
s 

Size 

3 
4 
6 
8 

12 
16 

Bolt/Nut 
Si",e 

List 
Price 

%x3 41.00 

3/4X3 i/2 64.00 
%x3 1/7 66.00 

Y4x31.-'2 92.00 
%:-:4 148.00 

Weight 

2.0 
3.5 
5.5 
5.5 

7.0 
13.0 

COR-BLUE BOLTS BAGS WITH GASKET 
& COR-BLUE BOLTS (112" LONGER) 
UPCode 
o70oiO 

113003 
1130iO 
113027 
113034 
113041 
113058 

UPCode 
670610 

357247 
357254 
357261 
357278 
357285 
357292 
357308 
357315 
357322 

UPCode 
670610 

054771 
054764 
054795 
054801 
054818 
054825 
045922 
454410 
454427 

Ship 
Code 

s 
5 
S 
S 
5 
S 

Size 

4 
6 
8 

10 
12 
16 

Boii/Nui 
Size 

%x4 
3/4X4 
%x4 

liST 

Price 

47.00 
68.00 
70.00 
94.00 
97.00 

153.00 

Weighi 

4.0 
6.0 
6.0 
7.0 
7.0 

13.5 

"'BAGGED MJ T-BOLTS & NUTS 
Bolt Quon.!Bog WI. 
Size & Color Per Bog 

%x3 
3/~x31/2 

·%X3'/2 

%X4'/2 
%x5 
1x6 

4 (White) 
4 (B!ack) 
6 (Black) 
4 (Red] 
6 (Red] 
-4 (Green) 
6 (Greenj 
4 (Blue) 
4 (Yellow] 

1.8 
31 
, < 
".U 
3.2 
4.9 
3.5 
5.2 
3.9 
8.3 

LOOSE T-BOLTS & NUTS 

Size 

%x3 
%x3% 

%x4 
%x4% 

%.x5 
1x6 

i i/4X8% 

Weight 
Eoch 

0.5 
0.5 
0.5 
1.0 
LO 
1.2 
3.0 
2.0 
4.0 

List Price 
Per Bog 

Price 
Each 

11.00 
12.00 
18.00 
13.00 
19.50 
15.00 
22.50 
16.00 
38.00 

2.75 
3.00 
3.25 
3.75 
4.00 
9.50 

28.25 
29.00 
32.00 

*9AGGED STAINLESS STEEL f-.. 1J T-90I..TS &. NUTS 
316 Sfainiess Sfeei 

Domes!i( No!"'-Dornesti( 
UPCode Si-!,p UPCode Ship Bolt Q,-,o!"'./Bog WI List Pcice 

8, Colo' Pe' Bog Per Bog 670610 Code 670610 Code S,ze 

097778 
097792 
097815 
097877 
097891 
097839 

N 
S 
s 
s 
S 
N 

112617 S 
112624 S 
112631 S 
ii 2662 5 
112679 S 
112648 S 

%)(3 
'%)(3'/, 

J/4x4 
'%x4 
3/~)(4'/, 

4 (Clear) 
4 (Clear) 
6 (Clear) 
4 (Ciear) 
6 (Clear) 
4 (Clear) 

1.8 88.00 
3.1 112.00 
4.6 168.00 
3.2 120.00 
4.9 180.00 
3.5 132.00 

097853 S 112655 S 3/:;x4 1/. 6 (Clear) 5.2 198.00 
097914 N 
097938 N 

112686 5 +4x5 
112693 S lx6 

4 (Ciear) 3.9 140.00 
4 (Clear) 8.3 244.00 

Boxed Sets of Bagged T-Bo!ts &. Nuts 
Six T-Boits & Nuts per bag, buik packed; 

**Four T-Bo!ts & !'Juts per bag, bulk packed 
in wooden boxes or paiietized 

Bv~ UPC# 
{'7061 0 

361671 

362067 
362074 
113300** 
113317'* 

BOXES 

Bvli Buy. ~~, 
Size; Bu. 

%X4ih 25 
%x5 35 

1.x.6 15 

I
i PALLETS 

(12 BOXES) 

Wi I S:~.,,~~' Pri~~ ~~r Wi. 
Ll:., I m"~' f>,,::d Ll:., 

Pric~ ~." 

540.00 l.d.2 
585.00 151 
562.50 133 
560.00 140 

I
I m~ ~m~~ m~ 

57000 72 720 684000 864 

'BAGGED VALVE MJ T-BOLTS & NUTS 
(wiih 2 Anii-Roiaiion Boiis) 

UPCcdc 
670610 

244769 
244783 
244806 
244820 

Ship 
Cod", 

s 
s 
s 
s 

!le!t 

%x3% 
~/4x3% 
3/4X4 

Q:.;on./!log Wt. 
& Color p",r 20g 

.4 (Orange) 
6 (Orange) 
4 (purple) 
6 (Purple) 

3.2 
4.7 
00 
J.J 

5.0 

ANTi-ROfATiON f-IiOUS 
UPCode 
670610 

054986 
054993 
382768 

<"1..:_ 
"'''P 
Cod" 

s 
s 
s 

J/4x4 
%x41f2 

6.00 
6.50 
9.00 

Weight 
E;:;ch 

0.8 
0.8 
1.0 

!.i,t Pri,e 
p",r 50g 

18.50 
27.75 
18.50 
27.75 

ORDERING INFORMATION FOR T-BOLTS & NUTS 
Fitting 

Size 

2 
3 
4 
6 
8 

10 
12 
'4 
16 
18 
20 

'4 
30 
36 
42 
48 

Bolt 

Size 

%)(3 
%x3 

%X3'/2 
3f4)(4 
3f4)(4 
%x4 
%x4 

3/,)(4'/2 

~J'X-1'/2 
'Y4;(4'/, 
%x4 1/. 

j/;'x5 
1>6 
1x6 

l'/4x6'h 
11/AXIl 1h 

Quantity 

Required 

2 
4 
4 
6 
6 
8 
8 

10 
12 
12 
14 
16 
20 
24 
28 

" 
05/01/09 11910 CR492 • TYLER, TEXAS 75706' (600) 527-6476' FAX ORDERS TO (600) 246-9537 

BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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CX 2358-028

TAPP!NG SLHVES 
lP-5091 Tvl,:llr lin inn MI rl<;:t Tnnninn !l;.11f!Ir,,:lIvlf!lr,c 

-1°--
_ ... _ .. ... - _. -- --'-'-"'::::J ---- ---

UPCode Ship li~j UPCode Ship Li~i 

670610 Code Size Price Vveighi 670610 Code Size Price Vv'eigni 

Mj TAPPiNG SLV FOR Di PiPE COMPACT EXiRA PARiS 

377122 5 -:II.,., .. .,,.. ~ 
-.11111-.117 ~ 

377146 S 
377i53 5 
377160 S 
377177 5 
"""'7"'7'0. r 

"" .0 .. J 

377191 S 
377207 5 
0:1.,.,." A ~ 
VI' .......... u 

377221 S 
377238 5 
377245 S 
377252 S 

26 

6x4 710.00 111 
L '7" n nn .. ~ ro ........ _ Ar.I ..... V2XV2XV2 U , IV.VY • • u ;;JILIC '-7H.O:1n.C I 

8x4 878.00 142 085133 5 6 
Bxo 87B.OO i47 085133 5 8 

8 943.00 154- 085133 5 10 
10x4 1729.00 194 no~'1"" ~ 1~ 

, n __ L , "'7 .... ,.. "'1"1 ~m 
Vg .... ~~ ., .L 

IUXU IfL7.UV LV' 

10x8 1838.00 215 GASKETD.I. 
iO i 87LOO 222 

12;;:4 1.,.,0 nn .,.,0 085058 S 6 ., .... ".vv LV_ 
nn 1""'" L I"" • n 

12x6 1729.00 240 vO;.Juo"" ., 0 

i2xS iSSS.GO 246 085072 S 10 

12xl0 2130.00 287 085089 5 i2 

12 2190.00 292 
r.Ll\.!II1) I).!. cnMP4t:T 

052197 N 6 
052203 N 8 
nt:::,},}lfl " ,n 
V,JLLIV " .V 

052227 !II 12 

S = From Stock to 2 weeks N = Non-Stock; Check for avaijabiiity. 

11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (aOO) 226-7601 • FAX ORDERS TO (800) 226-0606 

Confidential 

10.00 
10.00 
10.00 
'In nl\. 
IU.UV 

47.00 ,. nn 
O'.l.u" 

128.00 
i49.00 

61.00 8 
84.00 19 

1 lin nn 0" I '+V.VV ~L 

205.00 34 

05/01/09 

McVVane-014269 

PUBLIC

TAPP!NG SLHVES 
lP-5091 Tvl,:llr lin inn MI rl<;:t Tnnninn !l;.11f!Ir,,:lIvlf!lr,c 

-1°--
_ ... _ .. ... - _. -- --'-'-"'::::J ---- ---

UPCode Ship li~j UPCode Ship Li~i 

670610 Code Size Price Vveighi 670610 Code Size Price Vv'eigni 

Mj TAPPiNG SLV FOR Di PiPE COMPACT EXiRA PARiS 

377122 5 -:II.,., .. .,,.. ~ 
-.11111-.117 ~ 

377146 S 
377i53 5 
377160 S 
377177 5 
"""'7"'7'0. r 

"" .0 .. J 

377191 S 
377207 5 
0:1.,.,." A ~ 
VI' .......... u 

377221 S 
377238 5 
377245 S 
377252 S 

26 

6x4 710.00 111 
L '7" n nn .. ~ ro ........ _ Ar.I ..... V2XV2XV2 U , IV.VY • • u ;;JILIC '-7H.O:1n.C I 

8x4 878.00 142 085133 5 6 
Bxo 87B.OO i47 085133 5 8 

8 943.00 154- 085133 5 10 
10x4 1729.00 194 no~'1"" ~ 1~ 

, n __ L , "'7 .... ,.. "'1"1 ~m 
Vg .... ~~ ., .L 

IUXU IfL7.UV LV' 

10x8 1838.00 215 GASKETD.I. 
iO i 87LOO 222 

12;;:4 1.,.,0 nn .,.,0 085058 S 6 ., .... ".vv LV_ 
nn 1""'" L I"" • n 

12x6 1729.00 240 vO;.Juo"" ., 0 

i2xS iSSS.GO 246 085072 S 10 

12xl0 2130.00 287 085089 5 i2 

12 2190.00 292 
r.Ll\.!II1) I).!. cnMP4t:T 

052197 N 6 
052203 N 8 
nt:::,},}lfl " ,n 
V,JLLIV " .V 

052227 !II 12 

S = From Stock to 2 weeks N = Non-Stock; Check for avaijabiiity. 

11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (aOO) 226-7601 • FAX ORDERS TO (800) 226-0606 

Confidential 

10.00 
10.00 
10.00 
'In nl\. 
IU.UV 

47.00 ,. nn 
O'.l.u" 

128.00 
i49.00 

61.00 8 
84.00 19 

1 lin nn 0" I '+V.VV ~L 

205.00 34 

05/01/09 

McVVane-014269 



CX 2358-029

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... . ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

90° iii4jM.i BEND 
2 055i43 S 85.00 i 29.00 
:I 055167 5 103967 N 166.00 228.00 
4 05SiB' S i0400i N 248.00 328.00 
6 055204 5 104049 5 370.00 486.00 
8 055228 S i04087 S 53i .00 687.00 

10 055242 5 103882 5 808.00 1000.00 
i2 055266 S 103929 S 1084.00 i 320.00 
14 055280 N 104803 N 1530.00 1852.00 
i6 055303 S 10484i N 1935.00 239i.OO 
18 055327 5 104889 N 2725.00 3383.00 
20 055341 S 104926 N 3400.00 4256.00 
24 055365 S 104964 N 5360.00 6568.00 
30 055389 S 110309 S 10137.00 11859.00 
36 365686 S 137931 S 13823.00 16853.00 
42 045182 j"'-i 20328.00 25222.00 
48 045144 N 27570.00 33414.00 

90" {1 i4) BASE BEND 
4 t"J CALL 
6 N CALL 
8 t"J CALL 

10 N CALL 
12 N CALL 
14 N CALL 
16 t"J CALL 
18 N CALL 
20 t"J CALL 
24 N CALL 

45~ 11/R\ MI RI=Nn 
\., -I •• - -_ .. -

2 056348 S 85.00 129.00 
:; 056362 5 103950 N 143.00 205.00 
4 056386 S 103998 N 225.00 305.00 
6 056409 5 104032 N 319.00 435.00 
8 056423 S 104070 N 468.00 624.00 

10 056447 5 103875 5 659.00 851.00 
12 056461 S 103912 S 914.00 1150.00 
14 056485 5 104797 5 1215.00 1537.00 
16 056508 5 104834 N 1638.00 2094.00 
18 056522 5 104872 N 2100.00 2758.00 
20 056546 5 104919 N 2650.00 3506.00 
24 056560 5 104957 5 3701.00 4909.00 
30 056584 5 110293 N 7981.00 9703.00 
36 365693 5 137924 N 11968.00 14998.00 
42 045199 S 17730.00 22624.00 
48 045151 N 24480,00 30324,00 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

13 
26 35 
53 55 
85 85 

i25 125 
190 190 
255 255 
380 340 
490 430 
602 545 
862 680 

1215 1025 
1942 1690 
2629 2475 

3410 
4595 

65 
105 
165 
235 
320 
410 
505 
660 
800 

1155 

13 
28 30 
50 50 
75 75 

110 110 
155 155 
215 215 
311 270 
380 340 
531 420 
606 530 
865 755 

1447 1380 
2435 2095 

2955 
4080 

29 

McVVane-014270 

PUBLIC

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... . ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

90° iii4jM.i BEND 
2 055i43 S 85.00 i 29.00 
:I 055167 5 103967 N 166.00 228.00 
4 05SiB' S i0400i N 248.00 328.00 
6 055204 5 104049 5 370.00 486.00 
8 055228 S i04087 S 53i .00 687.00 

10 055242 5 103882 5 808.00 1000.00 
i2 055266 S 103929 S 1084.00 i 320.00 
14 055280 N 104803 N 1530.00 1852.00 
i6 055303 S 10484i N 1935.00 239i.OO 
18 055327 5 104889 N 2725.00 3383.00 
20 055341 S 104926 N 3400.00 4256.00 
24 055365 S 104964 N 5360.00 6568.00 
30 055389 S 110309 S 10137.00 11859.00 
36 365686 S 137931 S 13823.00 16853.00 
42 045182 j"'-i 20328.00 25222.00 
48 045144 N 27570.00 33414.00 

90" {1 i4) BASE BEND 
4 t"J CALL 
6 N CALL 
8 t"J CALL 

10 N CALL 
12 N CALL 
14 N CALL 
16 t"J CALL 
18 N CALL 
20 t"J CALL 
24 N CALL 

45~ 11/R\ MI RI=Nn 
\., -I •• - -_ .. -

2 056348 S 85.00 129.00 
:; 056362 5 103950 N 143.00 205.00 
4 056386 S 103998 N 225.00 305.00 
6 056409 5 104032 N 319.00 435.00 
8 056423 S 104070 N 468.00 624.00 

10 056447 5 103875 5 659.00 851.00 
12 056461 S 103912 S 914.00 1150.00 
14 056485 5 104797 5 1215.00 1537.00 
16 056508 5 104834 N 1638.00 2094.00 
18 056522 5 104872 N 2100.00 2758.00 
20 056546 5 104919 N 2650.00 3506.00 
24 056560 5 104957 5 3701.00 4909.00 
30 056584 5 110293 N 7981.00 9703.00 
36 365693 5 137924 N 11968.00 14998.00 
42 045199 S 17730.00 22624.00 
48 045151 N 24480,00 30324,00 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

13 
26 35 
53 55 
85 85 

i25 125 
190 190 
255 255 
380 340 
490 430 
602 545 
862 680 

1215 1025 
1942 1690 
2629 2475 

3410 
4595 

65 
105 
165 
235 
320 
410 
505 
660 
800 

1155 

13 
28 30 
50 50 
75 75 

110 110 
155 155 
215 215 
311 270 
380 340 
531 420 
606 530 
865 755 

1447 1380 
2435 2095 

2955 
4080 

29 

McVVane-014270 



CX 2358-030

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

22%0 (i ii 6j N\j BEND 

3 057062 
4 057086 
6 057109 
8 057123 

10 057147 
12 057161 
14 057i85 
16 057208 
i 8 057222 
20 057246 
24 057260 
30 057284 
36 365709 
42 
48 

3 057727 
4 057741 
6 057765 
8 057789 

10 057802 
12 057826 
14 057840 
16 057864 
18 057888 
20 057901 
24 057925 
30 057949 
36 365716 
42 
48 

S 
5 
S 
5 
S 
5 
N 
5 
S 
5 
S 
5 
S 

s 
s 
s 
s 
s 
s 
N 
s 
N 
s 
s 
s 
N 

90° (1/4) MJxPE BEND 
3 055402 
4 0554:26 
6 055440 
8 055464 

10 055488 
12 055501 
16 055549 
18 055563 
20 055587 
24 055600 
30 055624 
36 365723 

N 
5 
S 
5 
N 
5 
N 
N 
N 
N 
N 
N 

103943 
103981 
104025 
104063 
103868 
103905 
i04780 
104827 
i04865 
104902 
104940 
110286 
247555 
045205 
045168 

103936 
103974 
104018 
104056 
103851 
103899 
104773 
104810 
104858 
104896 
104933 
107859 
110316 
045212 
045175 

244813 
:24485i 
244936 
244998 
244738 
244790 
245445 
245803 
245926 
247364 
097143 
097228 

S 
N 
N 
5 
N 
N 
N 
S 
N 
N 
N 
S 
S 
N 
N 

s 

N 
s 
s 
s 
N 
s 
N 

N 
s 
N 

N 

S 
5 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 

less 
Accessories 

143.00 
225.00 
319.00 
468.00 
680.00 
935.00 

i 238.00 
1553.00 
2i50.00 
3025_00 
4016.00 
7687.00 

11664.00 
18120.00 
25020.00 

14700 
225.00 
31900 
468.00 
68000 
935.00 

1238.00 
1530.00 
2150.00 
3050.00 
4001.00 
7736.00 

11883.00 
18210.00 
25140.00 

166.00 
:207.00 
340.00 
587.00 
808.00 

1084.00 
1845.00 
2600.00 
3250.00 
5171.00 
8718.00 

12705,00 

'vViih 
Accessories 

205.00 
305.00 
435.00 
624.00 
872.00 

1171.00 
i560.00 
2009.00 
2808.00 
3881.00 
5224.00 
9409.00 

14694.00 
23014.00 
30864.00 

20900 
305.00 
43500 
624.00 
872.00 

1171.00 
1560.00 
1986.00 
2808.00 
3906.00 
5209.00 
9458.00 

14913.00 
23104.00 
30984.00 

197.00 
:247.00 
398.00 
665.00 
904.00 

1202.00 
2073.00 
2929.00 
3678.00 
5775.00 
9579.00 

14220,00 

30 11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

30 
50 
71 

110 
160 
221 
300 
391 
527 
605 
880 

1898 
2372 

30 
49 
65 

104 
160 
221 
305 
391 
525 
605 
996 

1410 
2397 

32 
47 
80 

119 
181 
252 
470 
600 
775 

1301 
1920 
2310 

LP-5091 
Non-Domesiic 

Weight 

30 
50 
75 

110 
160 
220 
275 
345 
430 
535 
765 

1400 
2135 
3020 
4170 

30 
50 
75 

110 
160 
220 
275 
345 
430 
540 
770 

1410 
2145 
3035 
4190 

35 
50 
80 

120 
190 
255 
410 
520 
650 
985 

1585 
2310 

05/01/0';' 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014271 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

22%0 (i ii 6j N\j BEND 

3 057062 
4 057086 
6 057109 
8 057123 

10 057147 
12 057161 
14 057i85 
16 057208 
i 8 057222 
20 057246 
24 057260 
30 057284 
36 365709 
42 
48 

3 057727 
4 057741 
6 057765 
8 057789 

10 057802 
12 057826 
14 057840 
16 057864 
18 057888 
20 057901 
24 057925 
30 057949 
36 365716 
42 
48 

S 
5 
S 
5 
S 
5 
N 
5 
S 
5 
S 
5 
S 

s 
s 
s 
s 
s 
s 
N 
s 
N 
s 
s 
s 
N 

90° (1/4) MJxPE BEND 
3 055402 
4 0554:26 
6 055440 
8 055464 

10 055488 
12 055501 
16 055549 
18 055563 
20 055587 
24 055600 
30 055624 
36 365723 

N 
5 
S 
5 
N 
5 
N 
N 
N 
N 
N 
N 

103943 
103981 
104025 
104063 
103868 
103905 
i04780 
104827 
i04865 
104902 
104940 
110286 
247555 
045205 
045168 

103936 
103974 
104018 
104056 
103851 
103899 
104773 
104810 
104858 
104896 
104933 
107859 
110316 
045212 
045175 

244813 
:24485i 
244936 
244998 
244738 
244790 
245445 
245803 
245926 
247364 
097143 
097228 

S 
N 
N 
5 
N 
N 
N 
S 
N 
N 
N 
S 
S 
N 
N 

s 

N 
s 
s 
s 
N 
s 
N 

N 
s 
N 

N 

S 
5 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 

less 
Accessories 

143.00 
225.00 
319.00 
468.00 
680.00 
935.00 

i 238.00 
1553.00 
2i50.00 
3025_00 
4016.00 
7687.00 

11664.00 
18120.00 
25020.00 

14700 
225.00 
31900 
468.00 
68000 
935.00 

1238.00 
1530.00 
2150.00 
3050.00 
4001.00 
7736.00 

11883.00 
18210.00 
25140.00 

166.00 
:207.00 
340.00 
587.00 
808.00 

1084.00 
1845.00 
2600.00 
3250.00 
5171.00 
8718.00 

12705,00 

'vViih 
Accessories 

205.00 
305.00 
435.00 
624.00 
872.00 

1171.00 
i560.00 
2009.00 
2808.00 
3881.00 
5224.00 
9409.00 

14694.00 
23014.00 
30864.00 

20900 
305.00 
43500 
624.00 
872.00 

1171.00 
1560.00 
1986.00 
2808.00 
3906.00 
5209.00 
9458.00 

14913.00 
23104.00 
30984.00 

197.00 
:247.00 
398.00 
665.00 
904.00 

1202.00 
2073.00 
2929.00 
3678.00 
5775.00 
9579.00 

14220,00 

30 11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

30 
50 
71 

110 
160 
221 
300 
391 
527 
605 
880 

1898 
2372 

30 
49 
65 

104 
160 
221 
305 
391 
525 
605 
996 

1410 
2397 

32 
47 
80 

119 
181 
252 
470 
600 
775 

1301 
1920 
2310 

LP-5091 
Non-Domesiic 

Weight 

30 
50 
75 

110 
160 
220 
275 
345 
430 
535 
765 

1400 
2135 
3020 
4170 

30 
50 
75 

110 
160 
220 
275 
345 
430 
540 
770 

1410 
2145 
3035 
4190 

35 
50 
80 

120 
190 
255 
410 
520 
650 
985 

1585 
2310 

05/01/0';' 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014271 



CX 2358-031

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

45° (ii8) M.ixPE BEND 
4 056614 
6 056638 
8 056652 

10 056676 
12 056690 
14 
16 056737 
18 056751 
20 056775 
24 056799 
30 056812 
36 365730 

5 
s 
5 

5 

!II 
N 
N 
N 

N 

22 %" ii Ii 6i Mjxi>E BEND 
4 

6 057345 
8 057369 

10 057383 
12 057406 
14 
16 057444 
18 057468 
20 057482 
24 057505 
30 057529 
36 365747 

6 
8 

10 
12 
14 
16 
18 
20 
24 058144 
30 365754 
36 365761 

90" (1/4) MJxFE BEND 

4 055662 
6 055686 
8 055709 

10 055723 
12 055747 
16 055785 
18 055808 
24 055822 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
!II 

N 

N 

N 

N 
N 
N 
N 
N 

5 
5 
5 
N 

N 

N 

244837 
244912 
244974 
244714 
244776 

245421 
245469 
245841 
245988 
097129 
097204 

244875 
244950 
244691 
244752 

245407 
245780 
245827 
245964 
097105 
097181 

245940 
097082 
097167 

5 
s 
5 
s 
5 

!II 
N 
N 
N 

s 
N 

N 
N 
N 
N 

N 
N 
N 
N 
N 
N 

N 
N 
N 

Less 
Accessories 

212.00 
289.00 
497.00 
714.00 
914.00 

1190.00 
1440.00 
1975.00 
2500.00 
3754.00 
7013.00 

10615.00 

CALL 
298.00 
442.00 
680.00 
935.00 

1211.00 
1463.00 
2025.00 
2525.00 
3806.00 
7700.00 

10835.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

3833.00 
7178.00 

10890.00 

230.00 
319.00 
500.00 
714.00 

1224.00 
2093.00 
2600.00 
6038.00 

Vv'iih 
Accessories 

252.00 
347.00 
575.00 
810.00 

1032.00 
1351.00 
1668.00 
2304.00 
2928.00 
4358.00 
7874.00 

12130.00 

356.00 
520.00 
776.00 

1053.00 
1372.00 
1691.00 
2354.00 
2953.00 
4410.00 
8561.00 

12350.00 

4437.00 
8039.00 

12405.00 

270.00 
377.00 
578.00 
810.00 

1342.00 
2321.00 
2929.00 
6466.00 

Domesiic 
Weight 

45 
70 

111 
167 
218 
280 
360 
455 
664 
825 

1510 
1930 

45 
66 

109 
163 
224 
285 
360 
455 
575 
840 

1540 
1970 

45 
70 

105 
160 
220 
285 
438 
455 
585 
972 

1305 
2185 

51 
75 

118 
168 
288 
465 
520 

1150 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

45 
70 

105 
155 
215 

320 
395 
500 
715 

1275 
1930 

70 
105 
160 
220 

325 
405 
505 
725 

1400 
1970 

730 
1305 
1980 

31 

Confidential McVVane-014272 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

45° (ii8) M.ixPE BEND 
4 056614 
6 056638 
8 056652 

10 056676 
12 056690 
14 
16 056737 
18 056751 
20 056775 
24 056799 
30 056812 
36 365730 

5 
s 
5 

5 

!II 
N 
N 
N 

N 

22 %" ii Ii 6i Mjxi>E BEND 
4 

6 057345 
8 057369 

10 057383 
12 057406 
14 
16 057444 
18 057468 
20 057482 
24 057505 
30 057529 
36 365747 

6 
8 

10 
12 
14 
16 
18 
20 
24 058144 
30 365754 
36 365761 

90" (1/4) MJxFE BEND 

4 055662 
6 055686 
8 055709 

10 055723 
12 055747 
16 055785 
18 055808 
24 055822 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
!II 

N 

N 

N 

N 
N 
N 
N 
N 

5 
5 
5 
N 

N 

N 

244837 
244912 
244974 
244714 
244776 

245421 
245469 
245841 
245988 
097129 
097204 

244875 
244950 
244691 
244752 

245407 
245780 
245827 
245964 
097105 
097181 

245940 
097082 
097167 

5 
s 
5 
s 
5 

!II 
N 
N 
N 

s 
N 

N 
N 
N 
N 

N 
N 
N 
N 
N 
N 

N 
N 
N 

Less 
Accessories 

212.00 
289.00 
497.00 
714.00 
914.00 

1190.00 
1440.00 
1975.00 
2500.00 
3754.00 
7013.00 

10615.00 

CALL 
298.00 
442.00 
680.00 
935.00 

1211.00 
1463.00 
2025.00 
2525.00 
3806.00 
7700.00 

10835.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

3833.00 
7178.00 

10890.00 

230.00 
319.00 
500.00 
714.00 

1224.00 
2093.00 
2600.00 
6038.00 

Vv'iih 
Accessories 

252.00 
347.00 
575.00 
810.00 

1032.00 
1351.00 
1668.00 
2304.00 
2928.00 
4358.00 
7874.00 

12130.00 

356.00 
520.00 
776.00 

1053.00 
1372.00 
1691.00 
2354.00 
2953.00 
4410.00 
8561.00 

12350.00 

4437.00 
8039.00 

12405.00 

270.00 
377.00 
578.00 
810.00 

1342.00 
2321.00 
2929.00 
6466.00 

Domesiic 
Weight 

45 
70 

111 
167 
218 
280 
360 
455 
664 
825 

1510 
1930 

45 
66 

109 
163 
224 
285 
360 
455 
575 
840 

1540 
1970 

45 
70 

105 
160 
220 
285 
438 
455 
585 
972 

1305 
2185 

51 
75 

118 
168 
288 
465 
520 

1150 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

45 
70 

105 
155 
215 

320 
395 
500 
715 

1275 
1930 

70 
105 
160 
220 

325 
405 
505 
725 

1400 
1970 

730 
1305 
1980 

31 

Confidential McVVane-014272 



CX 2358-032

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

45° (i is; MjxFE BEND 

4 056874 
6 056898 
B 0569ii 

10 056935 
12 056959 
16 056973 
18 056997 
20 057017 
24 057031 

N 
5 
S 
N 
S 
N 
N 
N 
N 

22'/'" (1 i16) MJxFE BEND 

6 057581 N 
S 057604 

10 057628 N 
12 057642 N 
16 333142 N 
18 057666 N 
24 057703 N 

11,/.0 (1/32) MJxFE BEND 

6 058182 
8 058205 

12 058243 
16 058267 
18 058281 
24 058328 

Mj TEE 

2 058342 
3Jr..2 058366 

3 058380 
4x2 058403 
4x3 058427 

4 058441 
4x4x6 

6x2 
6x3 
6x4 

6 
6x6x8 

8x3 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12x 10 

061243 
058465 
058489 
058502 
058526 
061267 
058540 
058564 
058588 
058601 

058649 
058663 
058687 
058700 
058724 
058748 
058762 

N 

N 

N 

s 
s 
s 
s 
s 
s 
s 
S 
N 
5 
S 
5 
N 
5 
S 
5 
N 
5 
s 
5 
s 
5 
5 

451747 
i04551 

104575 
104568 

104599 
104605 
104582 

104629 
104643 
104612 

104483 
104490 
104476 
104520 
104537 
104544 
104513 

S 
N 

1">1 

N 
S 

5 
S 
5 

5 
N 
5 
5 
s 
5 
s 

less 
Accessories 

i89.00 
299.00 
455.00 
714.00 
914.00 

1620.00 
2150.00 
3072.00 
4583.00 

255.00 
455.00 
659.00 

1046.00 
1418.00 
2110.00 
4253.00 

302.00 
446.00 
914.00 

1652.00 
1950.00 
4253.00 

i43.00 
214.00 
261.00 
279.00 
338.00 
360.00 
504.00 
485,00 
468.00 
489.00 
531.00 
672.00 
659.00 
701.00 
744.00 
786.00 
999.00 

1063.00 
1118.00 
1318.00 
1339.00 
1381.00 
1445.00 
1658.00 

'vViih 
Accessories 

229.00 
357.00 
533.00 
810.00 

1032.00 
1848.00 
2479.00 
3500.00 
5187.00 

313.00 
533.00 
755.00 

1164.00 
1646.00 
2439.00 
4857.00 

360.00 
524.00 

1032.00 
1880.00 
2279.00 
4857.00 

209.00 
298.00 
354.00 
381.00 
449.00 
480.00 
642.00 
623,00 
615.00 
645.00 
705.00 
866.00 
846.00 
851.00 
958.00 

1020.00 
1231.00 
1295.00 
1388.00 
1606.00 
1615.00 
1675.00 
2245.00 
1990.00 

32 11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

42 
69 

107 
168 
215 
360 
430 
614 
873 

60 
107 
155 
215 
315 
422 
810 

71 
105 
215 
360 
390 
810 

22 
45 
55 
62 
77 
78 

115 
78 

106 
110 
119 
185 
155 
165 
175 
185 
235 
258 
260 
310 
318 
325 
335 
392 

LP-5091 
Non-Domesiic 

Weight 

45 
55 

75 
80 

110 
115 
125 

165 
175 
185 

250 
260 
310 
315 
325 
340 
396 

05/01/0';' 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014273 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

45° (i is; MjxFE BEND 

4 056874 
6 056898 
B 0569ii 

10 056935 
12 056959 
16 056973 
18 056997 
20 057017 
24 057031 

N 
5 
S 
N 
S 
N 
N 
N 
N 

22'/'" (1 i16) MJxFE BEND 

6 057581 N 
S 057604 

10 057628 N 
12 057642 N 
16 333142 N 
18 057666 N 
24 057703 N 

11,/.0 (1/32) MJxFE BEND 

6 058182 
8 058205 

12 058243 
16 058267 
18 058281 
24 058328 

Mj TEE 

2 058342 
3Jr..2 058366 

3 058380 
4x2 058403 
4x3 058427 

4 058441 
4x4x6 

6x2 
6x3 
6x4 

6 
6x6x8 

8x3 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12x 10 

061243 
058465 
058489 
058502 
058526 
061267 
058540 
058564 
058588 
058601 

058649 
058663 
058687 
058700 
058724 
058748 
058762 

N 

N 

N 

s 
s 
s 
s 
s 
s 
s 
S 
N 
5 
S 
5 
N 
5 
S 
5 
N 
5 
s 
5 
s 
5 
5 

451747 
i04551 

104575 
104568 

104599 
104605 
104582 

104629 
104643 
104612 

104483 
104490 
104476 
104520 
104537 
104544 
104513 

S 
N 

1">1 

N 
S 

5 
S 
5 

5 
N 
5 
5 
s 
5 
s 

less 
Accessories 

i89.00 
299.00 
455.00 
714.00 
914.00 

1620.00 
2150.00 
3072.00 
4583.00 

255.00 
455.00 
659.00 

1046.00 
1418.00 
2110.00 
4253.00 

302.00 
446.00 
914.00 

1652.00 
1950.00 
4253.00 

i43.00 
214.00 
261.00 
279.00 
338.00 
360.00 
504.00 
485,00 
468.00 
489.00 
531.00 
672.00 
659.00 
701.00 
744.00 
786.00 
999.00 

1063.00 
1118.00 
1318.00 
1339.00 
1381.00 
1445.00 
1658.00 

'vViih 
Accessories 

229.00 
357.00 
533.00 
810.00 

1032.00 
1848.00 
2479.00 
3500.00 
5187.00 

313.00 
533.00 
755.00 

1164.00 
1646.00 
2439.00 
4857.00 

360.00 
524.00 

1032.00 
1880.00 
2279.00 
4857.00 

209.00 
298.00 
354.00 
381.00 
449.00 
480.00 
642.00 
623,00 
615.00 
645.00 
705.00 
866.00 
846.00 
851.00 
958.00 

1020.00 
1231.00 
1295.00 
1388.00 
1606.00 
1615.00 
1675.00 
2245.00 
1990.00 

32 11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

42 
69 

107 
168 
215 
360 
430 
614 
873 

60 
107 
155 
215 
315 
422 
810 

71 
105 
215 
360 
390 
810 

22 
45 
55 
62 
77 
78 

115 
78 

106 
110 
119 
185 
155 
165 
175 
185 
235 
258 
260 
310 
318 
325 
335 
392 

LP-5091 
Non-Domesiic 

Weight 

45 
55 

75 
80 

110 
115 
125 

165 
175 
185 

250 
260 
310 
315 
325 
340 
396 

05/01/0';' 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014273 



CX 2358-033

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iN TEE (Con'tj 

1:2 058786 
14x4 
14x6 
14x8 

14xl0 
14x12 

14 
16x4 058922 
16x6 058946 
16x8 058960 

16xl0 058984 
16x 12 059004 
16x14 

16 059042 
lBx6 059066 
18;.:8 059080 

18xl0 
18x12 059127 
l8xi 4 
18x16 

18 059165 
20x6 059189 
20x8 059202 

20xl0 
20x12 059240 
20x16 059288 

20 059301 
24x6 059325 
24x8 059349 

24x10 
24)(12 
24x14 
24x16 
24x18 
24x20 

24 
30x6 
30x8 

30xl0 
30x12 
30x16 
30x18 
30x20 
30x24 

30 
36x6 
36x8 

36xlO 
36x12 

059387 
059400 
059424 
059448 
059462 
059486 
059509 
059523 
059547 
059561 
059585 
059608 
059622 
059646 
059660 
365778 
365785 
365792 
365808 

S 
N 
N 
N 
N 
N 
N 
N 
S 
N 
N 
S 
N 
S 
N 
N 
N 
N 
N 
N 
N 
5 
s 

5 

5 
s 
5 

S 
N 
N 
N 
t'-J 
N 
t'-J 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
!II 

104506 

105381 
105398 
105367 
105374 

105350 
105426 
105435 

105411 

105404 
106623 
106630 

105459 
106616 
105442 
106708 
106715 

106654 
106661 
106678 
106685 
106692 
106647 
138136 
138143 
138075 
138082 
138099 
138105 
138112 
138129 
138068 
034346 
138259 
138167 
138174 

s 

N 
N 
N 
N 

N 
N 
N 

N 

f'.J 
N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
s 
5 
N 
5 
N 
N 
5 
N 
5 
5 
S 
hi 
S 

Less 
Accessories 

1743.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CAii 

2700.00 
:2430.00 
2475.00 
:2565.00 
2655.00 

CAii 
2925.00 
2950.00 
3025.00 

CAii 
3200.00 

CALL 
CALL 

4100.00 
3360.00 
3360.00 

CALL 
3869.00 
4725.00 
5320.00 
4961.00 
52.5000 

CALL 
5408.00 
5539.00 
5644.00 
7350.00 
7613.00 
9529.00 
9323.00 
9416.00 

10065.00 
9592.00 

10010.00 
10148.00 
9587.00 

13200.00 
14273.00 
13701.00 
13701.00 
14355.00 
13833,00 

Vv'iih 
Accessories 

:2097.00 

3196.00 
:2944.00 
3009.00 
3117.00 
3229.00 

3609.00 
3666.00 
3761.00 

3976.00 

5087.00 
4274.00 
4294.00 

4843.00 
5809.00 
6604.00 
6227.00 
653600 

6734.00 
6906.00 
7080.00 
8887.00 
9249.00 

11341.00 
11103.00 
11216.00 
11883.00 
11432.00 
11960.00 
12199.00 
11737.00 
15526.00 
16856.00 
16789.00 
16809.00 
17481.00 
16981,00 

Domesiic 
Weight 

410 
470 
485 
500 
515 
540 
585 
600 
615 
625 
645 
715 
710 
740 
670 
674 
700 
715 
865 
996 
945 
830 
845 
860 
875 

1095 
1258 
1233 
1234 
1170 
1185 
1220 
1245 
1660 
1720 
1947 
2050 
2060 
2075 
2090 
2145 
2170 
2205 
2880 
2275 
3684 
2816 
2535 
2550 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

410 

540 
550 
570 
590 

650 
590 
605 

640 

820 
725 
735 

910 
945 

1020 
985 

1000 

1030 
1055 
1075 
1400 
1450 
1535 
1730 
1745 
1830 
1865 
1820 
1845 
1875 
2400 
2595 
2520 
2520 
2535 
2550 

33 

Confidential McVVane-014274 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iN TEE (Con'tj 

1:2 058786 
14x4 
14x6 
14x8 

14xl0 
14x12 

14 
16x4 058922 
16x6 058946 
16x8 058960 

16xl0 058984 
16x 12 059004 
16x14 

16 059042 
lBx6 059066 
18;.:8 059080 

18xl0 
18x12 059127 
l8xi 4 
18x16 

18 059165 
20x6 059189 
20x8 059202 

20xl0 
20x12 059240 
20x16 059288 

20 059301 
24x6 059325 
24x8 059349 

24x10 
24)(12 
24x14 
24x16 
24x18 
24x20 

24 
30x6 
30x8 

30xl0 
30x12 
30x16 
30x18 
30x20 
30x24 

30 
36x6 
36x8 

36xlO 
36x12 

059387 
059400 
059424 
059448 
059462 
059486 
059509 
059523 
059547 
059561 
059585 
059608 
059622 
059646 
059660 
365778 
365785 
365792 
365808 

S 
N 
N 
N 
N 
N 
N 
N 
S 
N 
N 
S 
N 
S 
N 
N 
N 
N 
N 
N 
N 
5 
s 

5 

5 
s 
5 

S 
N 
N 
N 
t'-J 
N 
t'-J 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
!II 

104506 

105381 
105398 
105367 
105374 

105350 
105426 
105435 

105411 

105404 
106623 
106630 

105459 
106616 
105442 
106708 
106715 

106654 
106661 
106678 
106685 
106692 
106647 
138136 
138143 
138075 
138082 
138099 
138105 
138112 
138129 
138068 
034346 
138259 
138167 
138174 

s 

N 
N 
N 
N 

N 
N 
N 

N 

f'.J 
N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
s 
5 
N 
5 
N 
N 
5 
N 
5 
5 
S 
hi 
S 

Less 
Accessories 

1743.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CAii 

2700.00 
:2430.00 
2475.00 
:2565.00 
2655.00 

CAii 
2925.00 
2950.00 
3025.00 

CAii 
3200.00 

CALL 
CALL 

4100.00 
3360.00 
3360.00 

CALL 
3869.00 
4725.00 
5320.00 
4961.00 
52.5000 

CALL 
5408.00 
5539.00 
5644.00 
7350.00 
7613.00 
9529.00 
9323.00 
9416.00 

10065.00 
9592.00 

10010.00 
10148.00 
9587.00 

13200.00 
14273.00 
13701.00 
13701.00 
14355.00 
13833,00 

Vv'iih 
Accessories 

:2097.00 

3196.00 
:2944.00 
3009.00 
3117.00 
3229.00 

3609.00 
3666.00 
3761.00 

3976.00 

5087.00 
4274.00 
4294.00 

4843.00 
5809.00 
6604.00 
6227.00 
653600 

6734.00 
6906.00 
7080.00 
8887.00 
9249.00 

11341.00 
11103.00 
11216.00 
11883.00 
11432.00 
11960.00 
12199.00 
11737.00 
15526.00 
16856.00 
16789.00 
16809.00 
17481.00 
16981,00 

Domesiic 
Weight 

410 
470 
485 
500 
515 
540 
585 
600 
615 
625 
645 
715 
710 
740 
670 
674 
700 
715 
865 
996 
945 
830 
845 
860 
875 

1095 
1258 
1233 
1234 
1170 
1185 
1220 
1245 
1660 
1720 
1947 
2050 
2060 
2075 
2090 
2145 
2170 
2205 
2880 
2275 
3684 
2816 
2535 
2550 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

410 

540 
550 
570 
590 

650 
590 
605 

640 

820 
725 
735 

910 
945 

1020 
985 

1000 

1030 
1055 
1075 
1400 
1450 
1535 
1730 
1745 
1830 
1865 
1820 
1845 
1875 
2400 
2595 
2520 
2520 
2535 
2550 

33 

Confidential McVVane-014274 



CX 2358-034

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl I=illi .... t'tc: LP-5091 -1"--

_ ... _ .. -. . - ... __ .. _ ... __ . -_ .... . •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

Mj TEE iCon'.j 
36x14 365815 N 138181 N 14135.00 17326.00 2570 2570 
36x16 365822 5 138198 5 14065.00 17323.00 2585 2585 
36x18 365839 ~~ 138211 ~"J 14355.00 17714.00 2610 2610 
36x20 365846 N 138228 N 14493.00 17951.00 2635 2635 
36,,24 365853 t-~ 138235 t-~ 14795.00 18429.00 2792 2690 
36x30 365860 N 138242 N 19498.00 23389.00 3545 3545 

36 365877 S 138150 t'-J 19473.00 24018.00 3450 3745 
4:2xi6 454809 N 2iS70.vu 2669:2.00 3595 
42x24 045304 N 22140.00 27638.00 369Q 
42x30 045298 t"J 27900.00 33655.00 4650 
42x36 045281 N 36450.00 42859.00 4880 

42 n.A':",7.1 t--~ ""Tn.,,... 1"\/"'1 ,jt:"~1 nn ""'''1"\ v ............. , ..... v/7.LU.VV ......., ... v I .vv v ..... "" v 

48x24 045267 N 29970.00 36418.00 4995 
48x30 045250 !'-J 30840.00 37545.00 5140 
48x36 045243 N 37680.00 45039.00 6280 
48x42 045236 N 48780.00 57071.00 8130 

48 045229 N 50520.00 59286.00 8420 

NUxPExMi 'fEE 

4 059684 N 338.00 4iB.00 75 
6x4 N CAl.l. 110 

" 059721 N 510.00 626.00 120 
8x4 N CAl.l. 160 
8x6 059783 5 423.00 559.00 170 

8 059806 S 451112 !'-J 748.00 904.00 180 176 
10x4 N CALL 235 
10x6 N CAl.l. 250 
10x8 N CALL 260 

10 059844 N 1342.00 1534.00 316 
12x4 059868 N 1339.00 1497.00 315 
12x6 059882 N 1381.00 1557.00 325 
12x8 059905 N 1445.00 1641.00 340 

12x10 059929 N 1658.00 1872.00 390 
12 059943 N 1743.00 1979.00 410 

14x4 N CAl.l. 455 
14x6 N CALL 470 
14x8 N CAl.l. 480 

14xl0 N CALL 500 
14x12 N CALL 525 

14 N CALL 599 
16x4 N CALL 580 
16x8 N CALL 605 

16x10 N CALL 625 
16x12 N CALL 640 
16x14 N CALL 690 

16 N CALL 720 
18x6 N CALL 645 
18x8 N CALL 655 

18xl0 N CALL 670 
18x12 N CALL 685 
18x14 N CALL 840 

5 = Frum Siu(.k iu 2 weelu. i-l = NUIl-Siuckj Check fur uvuilubiliiy. 

34 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014275 

PUBLIC

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl I=illi .... t'tc: LP-5091 -1"--

_ ... _ .. -. . - ... __ .. _ ... __ . -_ .... . •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

Mj TEE iCon'.j 
36x14 365815 N 138181 N 14135.00 17326.00 2570 2570 
36x16 365822 5 138198 5 14065.00 17323.00 2585 2585 
36x18 365839 ~~ 138211 ~"J 14355.00 17714.00 2610 2610 
36x20 365846 N 138228 N 14493.00 17951.00 2635 2635 
36,,24 365853 t-~ 138235 t-~ 14795.00 18429.00 2792 2690 
36x30 365860 N 138242 N 19498.00 23389.00 3545 3545 

36 365877 S 138150 t'-J 19473.00 24018.00 3450 3745 
4:2xi6 454809 N 2iS70.vu 2669:2.00 3595 
42x24 045304 N 22140.00 27638.00 369Q 
42x30 045298 t"J 27900.00 33655.00 4650 
42x36 045281 N 36450.00 42859.00 4880 

42 n.A':",7.1 t--~ ""Tn.,,... 1"\/"'1 ,jt:"~1 nn ""'''1"\ v ............. , ..... v/7.LU.VV ......., ... v I .vv v ..... "" v 

48x24 045267 N 29970.00 36418.00 4995 
48x30 045250 !'-J 30840.00 37545.00 5140 
48x36 045243 N 37680.00 45039.00 6280 
48x42 045236 N 48780.00 57071.00 8130 

48 045229 N 50520.00 59286.00 8420 

NUxPExMi 'fEE 

4 059684 N 338.00 4iB.00 75 
6x4 N CAl.l. 110 

" 059721 N 510.00 626.00 120 
8x4 N CAl.l. 160 
8x6 059783 5 423.00 559.00 170 

8 059806 S 451112 !'-J 748.00 904.00 180 176 
10x4 N CALL 235 
10x6 N CAl.l. 250 
10x8 N CALL 260 

10 059844 N 1342.00 1534.00 316 
12x4 059868 N 1339.00 1497.00 315 
12x6 059882 N 1381.00 1557.00 325 
12x8 059905 N 1445.00 1641.00 340 

12x10 059929 N 1658.00 1872.00 390 
12 059943 N 1743.00 1979.00 410 

14x4 N CAl.l. 455 
14x6 N CALL 470 
14x8 N CAl.l. 480 

14xl0 N CALL 500 
14x12 N CALL 525 

14 N CALL 599 
16x4 N CALL 580 
16x8 N CALL 605 

16x10 N CALL 625 
16x12 N CALL 640 
16x14 N CALL 690 

16 N CALL 720 
18x6 N CALL 645 
18x8 N CALL 655 

18xl0 N CALL 670 
18x12 N CALL 685 
18x14 N CALL 840 

5 = Frum Siu(.k iu 2 weelu. i-l = NUIl-Siuckj Check fur uvuilubiliiy. 

34 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014275 



CX 2358-035

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... . ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

iNxPExNij iEE iCon'lj 
18xi6 N CALi. 880 

18 N CALL 900 
:20xo N CALi. 800 
20x8 N CAll 845 

20xiO N CALi. 825 
20x12 N CAll 870 
:20xi4 N CAii. 875 
20x16 N CAll 1060 
lOxia N CALi. i 110 

20 N CAll 1155 
24x6 N CALi. 1105 
24x8 N CAll 1115 

24xl0 N CALi. 1130 
24x12 N CALL 1145 
24x14 N CALi. 1180 
24x16 N CALL 1200 
24x18 N CALi.. 1615 
24x20 N CALL 1680 

24 I'll CALi.. 1733 
30x6 N CALL 1615 
30x8 I'll CALi.. 1630 

30xl0 N CALL 1645 
30x12 I'll CALi.. 1665 
30x14 N CALL 1685 
30x16 I'll CALi.. 1705 
30x18 N CALL 1730 
30x20 N CALi.. 1760 
30x24 N CALL n80 

30 N CALL 2600 

iVUxFE TEE 
4x2 060109 N 219.00 281.00 49 
4x3 451150 N 315.00 395.00 49 

4 060123 N 245i79 S 401.00 481.00 76 89 
6x-1 060185 1'1 2-15209 N -185.00 601.00 109 129 

6 060:208 S :245193 S 514.00 630.00 115 140 
8x4 060246 N 245230 N 744.00 900.00 150 159 
8x6 060:260 S :245384 S 744.00 900.00 160 195 

8 060284 5 245216 5 769.00 925.00 194 175 
10x4 060307 N 245032 N 973.00 1165.00 229 229 
10x6 060321 N 245056 N 944.00 1136.00 264 222 
10x8 060345 N 245070 N 1063.00 1255.00 245 250 

10 N CALL 300 
12x4 060369 N 245117 N 1313.00 1549.00 323 309 
12x6 060383 5 245131 5 1488.00 1724.00 315 336 
12x8 060406 5 245155 N 1403.00 1639.00 372 330 

i2xiO iii CALL 385 
12 060444 N 245094 N 1700.00 1936.00 405 400 

16x4 060543 N 096825 N 2561.00 3017.00 590 575 
16x6 060567 5 096849 N 2088.00 2544.00 605 605 
16x8 060581 N 096863 N 2768.00 3224.00 615 615 

16x12 060604 N 096801 N 2925.00 3381.00 651 650 
16 060642 N 096788 N 3285.00 3741.00 730 730 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 35 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014276 

PUBLIC

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... . ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

iNxPExNij iEE iCon'lj 
18xi6 N CALi. 880 

18 N CALL 900 
:20xo N CALi. 800 
20x8 N CAll 845 

20xiO N CALi. 825 
20x12 N CAll 870 
:20xi4 N CAii. 875 
20x16 N CAll 1060 
lOxia N CALi. i 110 

20 N CAll 1155 
24x6 N CALi. 1105 
24x8 N CAll 1115 

24xl0 N CALi. 1130 
24x12 N CALL 1145 
24x14 N CALi. 1180 
24x16 N CALL 1200 
24x18 N CALi.. 1615 
24x20 N CALL 1680 

24 I'll CALi.. 1733 
30x6 N CALL 1615 
30x8 I'll CALi.. 1630 

30xl0 N CALL 1645 
30x12 I'll CALi.. 1665 
30x14 N CALL 1685 
30x16 I'll CALi.. 1705 
30x18 N CALL 1730 
30x20 N CALi.. 1760 
30x24 N CALL n80 

30 N CALL 2600 

iVUxFE TEE 
4x2 060109 N 219.00 281.00 49 
4x3 451150 N 315.00 395.00 49 

4 060123 N 245i79 S 401.00 481.00 76 89 
6x-1 060185 1'1 2-15209 N -185.00 601.00 109 129 

6 060:208 S :245193 S 514.00 630.00 115 140 
8x4 060246 N 245230 N 744.00 900.00 150 159 
8x6 060:260 S :245384 S 744.00 900.00 160 195 

8 060284 5 245216 5 769.00 925.00 194 175 
10x4 060307 N 245032 N 973.00 1165.00 229 229 
10x6 060321 N 245056 N 944.00 1136.00 264 222 
10x8 060345 N 245070 N 1063.00 1255.00 245 250 

10 N CALL 300 
12x4 060369 N 245117 N 1313.00 1549.00 323 309 
12x6 060383 5 245131 5 1488.00 1724.00 315 336 
12x8 060406 5 245155 N 1403.00 1639.00 372 330 

i2xiO iii CALL 385 
12 060444 N 245094 N 1700.00 1936.00 405 400 

16x4 060543 N 096825 N 2561.00 3017.00 590 575 
16x6 060567 5 096849 N 2088.00 2544.00 605 605 
16x8 060581 N 096863 N 2768.00 3224.00 615 615 

16x12 060604 N 096801 N 2925.00 3381.00 651 650 
16 060642 N 096788 N 3285.00 3741.00 730 730 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 35 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014276 



CX 2358-036

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl Filli .... t'tc: LP-5091 -1"--

_ ... _ .. -. - . .. __ .. _ ... __ . -_ .... •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

fJ\jxFE TEE iCon'l; 
i8x6 060666 N 096924 N 3325.00 3983.00 707 665 
18x8 060680 N 096948 N 3375.00 4033.00 675 675 

lBx12 060703 S 096900 N 3525.00 4183.00 705 705 
18 060741 N 096887 N 4575.00 5233.00 875 915 

:20x8 060789 N 096986 N 4175.00 5031.00 835 835 
20 060840 N 096962 N 5825.00 6681.00 1165 1165 

24x6 060864 N 097044 N 5906.00 7114.00 11:25 11:25 
24x8 060888 S 097068 N 5985.00 7193.00 1242 1140 

24xi:2 333:203 N 097020 N 6116.00 73:24.00 i 165 i 165 
24 060901 N 097006 N 6946.00 8154.00 1795 1795 
30 060963 N i6940.00 i8662.00 3080 

36x6 365884 N 097242 S 12936.00 15966.00 2430 2430 
36xi2 36589i N i4025.00 i7055.00 2550 
36x16 365907 N 13475.00 16505.00 2450 
36x.24 3659i4 N i4630.uu i766u.uu 2660 

MJxSWIVEL TEE" iwilh Swivel Glandi 
6 107927 S 638.00 754.00 141 

8x6 107941 5 846.00 1002.00 191 
8 107965 N 893.00 1049.00 210 

10x6 107989 5 034278 5 1254.00 1446.00 267 295 
12x6 108023 S 1469.00 1705.00 346 
12x8 !'! CA!.!. 360 
14x6 N CALi. 504 
16x6 108061 N 034360 N 2498.00 2954.00 629 555 
16x8 108085 N 2921.00 3377.00 649 
18x6 N CA!.!. 754 
20x6 N CALi. 829 
24x6 N CA!.!. 1134 
30x6 108160 N 11385.00 13107.00 2070 
36x6 112433 N 13860.00 16890.00 2520 

••• DlI.l."r Trr 
'Wi .... u ....... ,;;; .~~ 

4 t-~ rAil nn 
............ LL 7V 

6 N CALL 140 
0 N rAil 0>< 
v ............ LL L'v 

10 N CALL 340 
12 N CALL 455 
14 N CALL 635 
16 N CALL 790 
18 N CALL 895 
20 N CALL 1095 
24 N CALL 1615 
30 N CALL 2715 

SW!VEL"SW!VEL HYDR_ANT ELL (With Two Swiv~1 Glgnd~) 

6 107880 S 448.00 NjA 106 
a 107903 N 664.00 N/A 156 

36 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014277 

PUBLIC

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl Filli .... t'tc: LP-5091 -1"--

_ ... _ .. -. - . .. __ .. _ ... __ . -_ .... •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

fJ\jxFE TEE iCon'l; 
i8x6 060666 N 096924 N 3325.00 3983.00 707 665 
18x8 060680 N 096948 N 3375.00 4033.00 675 675 

lBx12 060703 S 096900 N 3525.00 4183.00 705 705 
18 060741 N 096887 N 4575.00 5233.00 875 915 

:20x8 060789 N 096986 N 4175.00 5031.00 835 835 
20 060840 N 096962 N 5825.00 6681.00 1165 1165 

24x6 060864 N 097044 N 5906.00 7114.00 11:25 11:25 
24x8 060888 S 097068 N 5985.00 7193.00 1242 1140 

24xi:2 333:203 N 097020 N 6116.00 73:24.00 i 165 i 165 
24 060901 N 097006 N 6946.00 8154.00 1795 1795 
30 060963 N i6940.00 i8662.00 3080 

36x6 365884 N 097242 S 12936.00 15966.00 2430 2430 
36xi2 36589i N i4025.00 i7055.00 2550 
36x16 365907 N 13475.00 16505.00 2450 
36x.24 3659i4 N i4630.uu i766u.uu 2660 

MJxSWIVEL TEE" iwilh Swivel Glandi 
6 107927 S 638.00 754.00 141 

8x6 107941 5 846.00 1002.00 191 
8 107965 N 893.00 1049.00 210 

10x6 107989 5 034278 5 1254.00 1446.00 267 295 
12x6 108023 S 1469.00 1705.00 346 
12x8 !'! CA!.!. 360 
14x6 N CALi. 504 
16x6 108061 N 034360 N 2498.00 2954.00 629 555 
16x8 108085 N 2921.00 3377.00 649 
18x6 N CA!.!. 754 
20x6 N CALi. 829 
24x6 N CA!.!. 1134 
30x6 108160 N 11385.00 13107.00 2070 
36x6 112433 N 13860.00 16890.00 2520 

••• DlI.l."r Trr 
'Wi .... u ....... ,;;; .~~ 

4 t-~ rAil nn 
............ LL 7V 

6 N CALL 140 
0 N rAil 0>< 
v ............ LL L'v 

10 N CALL 340 
12 N CALL 455 
14 N CALL 635 
16 N CALL 790 
18 N CALL 895 
20 N CALL 1095 
24 N CALL 1615 
30 N CALL 2715 

SW!VEL"SW!VEL HYDR_ANT ELL (With Two Swiv~1 Glgnd~) 

6 107880 S 448.00 NjA 106 
a 107903 N 664.00 N/A 156 

36 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014277 



CX 2358-037

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 

SWiVELxSOLiD HYDRANT ADAPTER (With Swivei Giandj 
4x13 108269 
6x12 108306 
6x18 108368 
6x24 108382 
6x36 108405 
8x13 108429 

12x13 108467 

l\;I.aJ CROSS 
6 062905 

8x4 062929 
8x6 062943 

8 062967 
10x4 
10x6 377993 
10x8 063001 

10 063025 
12x4 
12x6 063049 
12x8 063063 

12xl0 
12 063087 

14x4 
14x6 
14x8 063148 

14xl0 
14x12 

14 378006 
16x4 
16x6 063162 
16x8 063186 

16x12 
16x14 

16 063247 
18x6 
lSxS 

18xlO 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 
20x16 
20x18 

063285 
063308 
063322 

063346 

063360 

063407 

063445 

20 063483 
24x6 
24x8 063506 

5 
s 
5 
5 
5 
s 
s 

N 
N 
N 
S 
N 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
N 
N 

N 

N 

N 
5 
N 
N 
N 
N 
N 
N 
5 
N 
5 
N 

N 
s 
N 
s 

104155 
104179 
104186 
104162 

104100 
104117 
104094 

104131 
104148 

104124 

104988 

104971 

105008 
105015 

104995 

105053 
105039 
105046 

105022 

105091 

105077 

105084 

105060 

105145 

s 
N 
s 
N 

N 
!\! 
N 

N 
S 

s 

N 

N 

N 

N 
N 

N 

N 

N 

171.00 
310.00 
388.00 
447.00 
66l.00 
534.00 
70600 

680.00 
786.00 
871.00 
999.00 

CALL 
1211.00 
1318.00 
1615.00 

CALL 
1530.00 
1636.00 

CALL 
2104.00 

CALL 
CALL 

2025.00 
CALL 
CALL 

2858.00 
CALL 

2588.00 
2723.00 

CALL 
CALL 

3555.00 
CALL 

3275.00 
3425.00 
3625.00 

CALL 
CALL 

4975.00 
CALL 

3840.00 
CALL 

4190.00 
CALL 

5425.00 
CALL 

6040.00 
CALL 

5371.00 

Vv'iih 
Accessories 

NiA 
N/A 
N/A 
tJ/A 
N/A 
N/A 
N/A 

912.00 
1022.00 
1143.00 
1311.00 

1519.00 
1666.00 
1999.00 

1882.00 
2028.00 

2576.00 

2503.00 

3502.00 

3160.00 
3335.00 

4467.00 

4089.00 
4275.00 
4519.00 

629l.00 

4852.00 

5282.00 

6737.00 

7752.00 

6735.00 

S = From Stock to 2 weeks N = Non-Stock; Check for avaiiabiiity. 

Domesiic 
Weight 

38 
73 
91 

105 
125 
126 
220 

160 
185 
205 
255 
260 
285 
316 
380 
340 
361 
371 
460 
486 
500 
525 
525 
668 
630 
779 
630 
650 
675 
856 
830 
895 
705 
730 
760 
790 
990 

1060 
1130 
865 
890 
920 
955 

1025 
1245 
1330 
1448 
1180 
1045 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

160 
185 
205 
235 

285 
310 
380 

360 
385 

495 

450 

635 

575 
605 

790 

655 
685 
725 

995 

790 

860 

1085 

1230 

1045 

37 

Confidential McVVane-014278 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 

SWiVELxSOLiD HYDRANT ADAPTER (With Swivei Giandj 
4x13 108269 
6x12 108306 
6x18 108368 
6x24 108382 
6x36 108405 
8x13 108429 

12x13 108467 

l\;I.aJ CROSS 
6 062905 

8x4 062929 
8x6 062943 

8 062967 
10x4 
10x6 377993 
10x8 063001 

10 063025 
12x4 
12x6 063049 
12x8 063063 

12xl0 
12 063087 

14x4 
14x6 
14x8 063148 

14xl0 
14x12 

14 378006 
16x4 
16x6 063162 
16x8 063186 

16x12 
16x14 

16 063247 
18x6 
lSxS 

18xlO 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 
20x16 
20x18 

063285 
063308 
063322 

063346 

063360 

063407 

063445 

20 063483 
24x6 
24x8 063506 

5 
s 
5 
5 
5 
s 
s 

N 
N 
N 
S 
N 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
N 
N 

N 

N 

N 
5 
N 
N 
N 
N 
N 
N 
5 
N 
5 
N 

N 
s 
N 
s 

104155 
104179 
104186 
104162 

104100 
104117 
104094 

104131 
104148 

104124 

104988 

104971 

105008 
105015 

104995 

105053 
105039 
105046 

105022 

105091 

105077 

105084 

105060 

105145 

s 
N 
s 
N 

N 
!\! 
N 

N 
S 

s 

N 

N 

N 

N 
N 

N 

N 

N 

171.00 
310.00 
388.00 
447.00 
66l.00 
534.00 
70600 

680.00 
786.00 
871.00 
999.00 

CALL 
1211.00 
1318.00 
1615.00 

CALL 
1530.00 
1636.00 

CALL 
2104.00 

CALL 
CALL 

2025.00 
CALL 
CALL 

2858.00 
CALL 

2588.00 
2723.00 

CALL 
CALL 

3555.00 
CALL 

3275.00 
3425.00 
3625.00 

CALL 
CALL 

4975.00 
CALL 

3840.00 
CALL 

4190.00 
CALL 

5425.00 
CALL 

6040.00 
CALL 

5371.00 

Vv'iih 
Accessories 

NiA 
N/A 
N/A 
tJ/A 
N/A 
N/A 
N/A 

912.00 
1022.00 
1143.00 
1311.00 

1519.00 
1666.00 
1999.00 

1882.00 
2028.00 

2576.00 

2503.00 

3502.00 

3160.00 
3335.00 

4467.00 

4089.00 
4275.00 
4519.00 

629l.00 

4852.00 

5282.00 

6737.00 

7752.00 

6735.00 

S = From Stock to 2 weeks N = Non-Stock; Check for avaiiabiiity. 

Domesiic 
Weight 

38 
73 
91 

105 
125 
126 
220 

160 
185 
205 
255 
260 
285 
316 
380 
340 
361 
371 
460 
486 
500 
525 
525 
668 
630 
779 
630 
650 
675 
856 
830 
895 
705 
730 
760 
790 
990 

1060 
1130 
865 
890 
920 
955 

1025 
1245 
1330 
1448 
1180 
1045 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

160 
185 
205 
235 

285 
310 
380 

360 
385 

495 

450 

635 

575 
605 

790 

655 
685 
725 

995 

790 

860 

1085 

1230 

1045 

37 

Confidential McVVane-014278 



CX 2358-038

Tyler Union ell 0 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

Mj CROSS iCon'l; 
24xl0 N 
24x12 063520 S 
24x14 N 
24x16 063568 N 
24x18 N 
24y20 063582 N 

24 063605 N 
30x6 063629 N 

30xi:2 039389 N 
30)'24 063643 N 

30 063667 N 
36x12 

36 36592i N 
48x36 

MJxFE CROSS 
6 063704 N 

8x6 063728 S 
8 063742 S 

10 063766 N 
12x6 063780 N 
12x8 063803 S 

12 063827 S 
16x8 063841 N 

16 063865 N 

... I .. ftl'" ,.n_~~ 
IYI.,Ar-.. "'ft."' .......... 

A 
~ 

6x4 
L 
U 

8x4 
O •• L 
UAU 

8 
'Ift_JI • V"''''' 
10x6 
'11\_0 
IVA", 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x4 
14x6 
14x8 

14xl0 
14x12 

14 
16x4 
16x6 
16xB 

UPCode 670610 Ship 
Non-Domestic Code 

105114 N 

105121 S 

105138 N 
i05i07 5 
137979 N 
137955 N 
137962 N 
137948 N 
112440 N 
137986 N 
112457 N 

., .. 
N ., .. 
N ., .. 
N 
t..l 
N 
t..l 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t'-~ 

N 
!'-J 
N 
!'-J 

5 = Frum Siock io 2 weelu. 

less 
Accessories 

CALi. 
5828.00 

CALi. 
6300.00 

CALi. 
8794.00 
9508.00 
9735.00 

i 0:258.00 
14713.00 
i6913.00 
14465.00 
24035.00 
40740.00 

598.00 
772.00 

1044.00 
1530.00 
1558.00 
1584.00 
2022.00 
2948.00 
3938.00 

I'AI. "" ......... 
CALL 
.... " I • "'_ .... 
CALL 
,." I • "',.., .... 
CALL 
,." I • .... -.... 
CALL 
lOA I • .... -.... 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

'vViih 
Accessories 

7272.00 

7964.00 

10858.00 
i 19:24.00 
11573.00 
i 2:21 6.00 
17643.00 
:20357.00 
17731.00 
30095.00 
49614.00 

714.00 
928.00 

1200.00 
1722.00 
1794.00 
1820.00 
2258.00 
3404.00 
4394.00 

i-l = NUIl-Siucki Check for uvuilubiliiy. 

38 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

1:230 
1326 
1325 
1375 
1865 
1965 
:2155 
2085 
:2165 
3180 
3640 

4370 

141 
182 
245 
360 
367 
373 
476 
655 
875 

LP-5091 
Non-Domesiic 

Weight 

1110 

1200 

1675 
1835 
1770 
1865 
2675 
3075 
2630 
4370 
6790 

lOS 
140 
160 
185 
205 
235 
260 
285 
310 
380 
340 
360 
385 
460 
495 
500 
475 
500 
540 
630 
710 
630 
575 
605 

05/01/09 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014279 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

Mj CROSS iCon'l; 
24xl0 N 
24x12 063520 S 
24x14 N 
24x16 063568 N 
24x18 N 
24y20 063582 N 

24 063605 N 
30x6 063629 N 

30xi:2 039389 N 
30)'24 063643 N 

30 063667 N 
36x12 

36 36592i N 
48x36 

MJxFE CROSS 
6 063704 N 

8x6 063728 S 
8 063742 S 

10 063766 N 
12x6 063780 N 
12x8 063803 S 

12 063827 S 
16x8 063841 N 

16 063865 N 

... I .. ftl'" ,.n_~~ 
IYI.,Ar-.. "'ft."' .......... 

A 
~ 

6x4 
L 
U 

8x4 
O •• L 
UAU 

8 
'Ift_JI • V"''''' 
10x6 
'11\_0 
IVA", 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x4 
14x6 
14x8 

14xl0 
14x12 

14 
16x4 
16x6 
16xB 

UPCode 670610 Ship 
Non-Domestic Code 

105114 N 

105121 S 

105138 N 
i05i07 5 
137979 N 
137955 N 
137962 N 
137948 N 
112440 N 
137986 N 
112457 N 

., .. 
N ., .. 
N ., .. 
N 
t..l 
N 
t..l 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t'-~ 

N 
!'-J 
N 
!'-J 

5 = Frum Siock io 2 weelu. 

less 
Accessories 

CALi. 
5828.00 

CALi. 
6300.00 

CALi. 
8794.00 
9508.00 
9735.00 

i 0:258.00 
14713.00 
i6913.00 
14465.00 
24035.00 
40740.00 

598.00 
772.00 

1044.00 
1530.00 
1558.00 
1584.00 
2022.00 
2948.00 
3938.00 

I'AI. "" ......... 
CALL 
.... " I • "'_ .... 
CALL 
,." I • "',.., .... 
CALL 
,." I • .... -.... 
CALL 
lOA I • .... -.... 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

'vViih 
Accessories 

7272.00 

7964.00 

10858.00 
i 19:24.00 
11573.00 
i 2:21 6.00 
17643.00 
:20357.00 
17731.00 
30095.00 
49614.00 

714.00 
928.00 

1200.00 
1722.00 
1794.00 
1820.00 
2258.00 
3404.00 
4394.00 

i-l = NUIl-Siucki Check for uvuilubiliiy. 

38 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

1:230 
1326 
1325 
1375 
1865 
1965 
:2155 
2085 
:2165 
3180 
3640 

4370 

141 
182 
245 
360 
367 
373 
476 
655 
875 

LP-5091 
Non-Domesiic 

Weight 

1110 

1200 

1675 
1835 
1770 
1865 
2675 
3075 
2630 
4370 
6790 

lOS 
140 
160 
185 
205 
235 
260 
285 
310 
380 
340 
360 
385 
460 
495 
500 
475 
500 
540 
630 
710 
630 
575 
605 

05/01/09 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014279 



CX 2358-039

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... Fitli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

iNxPE CROSS (Con'li 
loxiO 
16x12 
16xi4 

16 
18x6 
18x8 

iiixiO 
18)(12 
i8xi4 
18x16 

18 
20x6 
20xB 

20x10 
20xi2 
20x14 
'lOxia 
20)(18 

20 
24x6 
24xB 

24.x.l0 
24xi2 
2Ax14 

24xi6 
2A.x18 

24x20 
24 

30xi2 
30x14 
30xi6 
30.x.18 
30x20 
30x24 

30 

iN w-fE 

3 
4 

6X4 
6 

8x4 
8x6 

8 
10x4 
10x6 
IOx8 

10 
12x4 
12x6 
12xB 

05/01/09 

N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CAii. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

(Not inciuaed in AVv-wA Standard Ci i OJ 
061441 
061489 
061502 
061526 
061540 
061564 
061588 

061625 
061649 
061663 

061724 

N 104704 N 285.00 378.00 
5 104711 N 428.00 548.00 
N 104735 N 574.00 730.00 
5 104728 N 638.00 812.00 
N 104759 N 808.00 1004.00 
5 104766 N 871.00 1085.00 
5 104742 N 956.00 1190.00 
N CALL 
N 104667 N 1211.00 1461.00 
N 104674 t'>l 1296.00 1566.00 
N 104650 N 1594.00 1882.00 
N CALL 
N CALL 
t">J 104698 N 1798.00 2112.00 

S = From Stock to 2 weeks N = Non-Stock; Check for avaiiabiiity. 

11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

645 
685 
830 
895 
625 
655 
685 
725 
870 
930 
995 
760 
790 
820 
860 
905 

HiSS 
1155 
1230 
1025 
1045 
1085 
i 110 
1155 
1200 
1590 
i675 
1835 
1750 
1790 
1835 
1885 
1945 
2560 
2955 

60 60 
90 95 

130 135 
145 150 
190 190 
205 205 
230 225 
270 
330 285 
275 305 
435 375 
380 
400 
505 415 

39 

McVVane-014280 

PUBLIC

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... Fitli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

iNxPE CROSS (Con'li 
loxiO 
16x12 
16xi4 

16 
18x6 
18x8 

iiixiO 
18)(12 
i8xi4 
18x16 

18 
20x6 
20xB 

20x10 
20xi2 
20x14 
'lOxia 
20)(18 

20 
24x6 
24xB 

24.x.l0 
24xi2 
2Ax14 

24xi6 
2A.x18 

24x20 
24 

30xi2 
30x14 
30xi6 
30.x.18 
30x20 
30x24 

30 

iN w-fE 

3 
4 

6X4 
6 

8x4 
8x6 

8 
10x4 
10x6 
IOx8 

10 
12x4 
12x6 
12xB 

05/01/09 

N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CAii. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALi.. 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

(Not inciuaed in AVv-wA Standard Ci i OJ 
061441 
061489 
061502 
061526 
061540 
061564 
061588 

061625 
061649 
061663 

061724 

N 104704 N 285.00 378.00 
5 104711 N 428.00 548.00 
N 104735 N 574.00 730.00 
5 104728 N 638.00 812.00 
N 104759 N 808.00 1004.00 
5 104766 N 871.00 1085.00 
5 104742 N 956.00 1190.00 
N CALL 
N 104667 N 1211.00 1461.00 
N 104674 t'>l 1296.00 1566.00 
N 104650 N 1594.00 1882.00 
N CALL 
N CALL 
t">J 104698 N 1798.00 2112.00 

S = From Stock to 2 weeks N = Non-Stock; Check for avaiiabiiity. 

11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

645 
685 
830 
895 
625 
655 
685 
725 
870 
930 
995 
760 
790 
820 
860 
905 

HiSS 
1155 
1230 
1025 
1045 
1085 
i 110 
1155 
1200 
1590 
i675 
1835 
1750 
1790 
1835 
1885 
1945 
2560 
2955 

60 60 
90 95 

130 135 
145 150 
190 190 
205 205 
230 225 
270 
330 285 
275 305 
435 375 
380 
400 
505 415 

39 

McVVane-014280 



CX 2358-040

Tyler Union ell 0 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 
UPCode 670610 Ship 

Non-Domestic Code 
less 

Accessories 

Mj Vv-it iNot inciuded in AY'-wA Standard Ci i OJ iCon'tj 
1::lx10 

12 061762 
i4x6 06i786 
14x8 

14x10 
14x12 

14 
16x6 
10x8 

16xl0 
16x12 
16x14 

16 
lBxB 

18xl0 
lBx12 
i8xi4 
lBx16 

i8 
20xl0 
20xi2 
20x14 
20xi6 
20x18 

20 
24x12 
24xi4 
24x16 
24x18 
24){20 

061984 
062004 
062028 
062042 

0620BO 
062i03 
062127 
062i41 

062i89 

062226 

24 371182 
30 244707 

36x24 
36 

42x24 
42x30 
42x36 

MJxPExMJ WYE 
4 

6x4 
6 

8x4 
8x6 

8 
10x4 
10x6 
lOx8 

10 
12x6 
12..~8 

12xl0 
12 

iii 
N 
N 
N 
iii 
N 
iii 
N 
iii 
N 
iii 
N 
iii 
S 
iii 
N 
iii 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
5 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

104681 
i06722 

107743 
107798 
107767 
107774 

107781 
i07750 
107811 
i07828 

i07835 

i07804 

107842 
138266 
453994 
453987 
454007 
454786 
454014 

N 
N 

iii 
N 
iii 
N 

N 
iii 
N 
iii 

iii 

iii 

5 
N 

N 
N 
t"J 
N 
N 

CALL 
2274.00 
2543.00 

CAl..I.. 
CALL 
CAl..I.. 
CAii 
CAl..I.. 
CAii 
CAl..I.. 
CAii 
CAl..I.. 

4005.00 
3750.00 
5350.00 
5650.00 

CALL 
5750.00 
6225.00 
7175.00 
5750.00 

CALL 
6800.00 

CALL 
7i50.00 

CALL 
CALL 
CALL 
CALL 
CALL 

9014.00 
20097,00 
29645.00 
34843.00 
40860.00 
43260.00 
50130.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

'vViih 
Accessories 

2628.00 
2923.00 

4689.00 
4486.00 
6104.00 
6426.00 

6636.00 
7212.00 
B127.00 
6724.00 

7884.00 

8434.00 

10826.00 
22680,00 
33279.00 
39388.00 
46358.00 
49015.00 
56539.00 

4C 11 91C CR 492 • TYLER, TEXAS 757C6 • (8CC) 527-8478 ' FAX ORDERS TO (8CC) 248-9537 

Domesiic 
Weight 

450 
490 
626 
595 
625 
670 
803 
735 
700 
800 
835 
900 

1079 
815 
975 

1015 
1075 
1135 
1200 
1220 
1260 
1320 
1375 
1435 
1525 
1805 
1865 
1925 
1925 
2070 
2372 
3670 

85 
125 
140 
185 
200 
185 
270 
285 
310 
340 
400 
425 
450 
490 

LP-5091 
Non-Domesiic 

Weight 

535 
565 

890 
1015 
1070 
1130 

1150 
1 i90 
1435 
1 i90 

1290 

1430 

2115 
3654 
5390 
6335 
6810 
7210 
8355 

C5/C1/C9 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014281 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCooe 670610 Ship 

Size Domestic Code 
UPCode 670610 Ship 

Non-Domestic Code 
less 

Accessories 

Mj Vv-it iNot inciuded in AY'-wA Standard Ci i OJ iCon'tj 
1::lx10 

12 061762 
i4x6 06i786 
14x8 

14x10 
14x12 

14 
16x6 
10x8 

16xl0 
16x12 
16x14 

16 
lBxB 

18xl0 
lBx12 
i8xi4 
lBx16 

i8 
20xl0 
20xi2 
20x14 
20xi6 
20x18 

20 
24x12 
24xi4 
24x16 
24x18 
24){20 

061984 
062004 
062028 
062042 

0620BO 
062i03 
062127 
062i41 

062i89 

062226 

24 371182 
30 244707 

36x24 
36 

42x24 
42x30 
42x36 

MJxPExMJ WYE 
4 

6x4 
6 

8x4 
8x6 

8 
10x4 
10x6 
lOx8 

10 
12x6 
12..~8 

12xl0 
12 

iii 
N 
N 
N 
iii 
N 
iii 
N 
iii 
N 
iii 
N 
iii 
S 
iii 
N 
iii 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
5 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

104681 
i06722 

107743 
107798 
107767 
107774 

107781 
i07750 
107811 
i07828 

i07835 

i07804 

107842 
138266 
453994 
453987 
454007 
454786 
454014 

N 
N 

iii 
N 
iii 
N 

N 
iii 
N 
iii 

iii 

iii 

5 
N 

N 
N 
t"J 
N 
N 

CALL 
2274.00 
2543.00 

CAl..I.. 
CALL 
CAl..I.. 
CAii 
CAl..I.. 
CAii 
CAl..I.. 
CAii 
CAl..I.. 

4005.00 
3750.00 
5350.00 
5650.00 

CALL 
5750.00 
6225.00 
7175.00 
5750.00 

CALL 
6800.00 

CALL 
7i50.00 

CALL 
CALL 
CALL 
CALL 
CALL 

9014.00 
20097,00 
29645.00 
34843.00 
40860.00 
43260.00 
50130.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

'vViih 
Accessories 

2628.00 
2923.00 

4689.00 
4486.00 
6104.00 
6426.00 

6636.00 
7212.00 
B127.00 
6724.00 

7884.00 

8434.00 

10826.00 
22680,00 
33279.00 
39388.00 
46358.00 
49015.00 
56539.00 

4C 11 91C CR 492 • TYLER, TEXAS 757C6 • (8CC) 527-8478 ' FAX ORDERS TO (8CC) 248-9537 

Domesiic 
Weight 

450 
490 
626 
595 
625 
670 
803 
735 
700 
800 
835 
900 

1079 
815 
975 

1015 
1075 
1135 
1200 
1220 
1260 
1320 
1375 
1435 
1525 
1805 
1865 
1925 
1925 
2070 
2372 
3670 

85 
125 
140 
185 
200 
185 
270 
285 
310 
340 
400 
425 
450 
490 

LP-5091 
Non-Domesiic 

Weight 

535 
565 

890 
1015 
1070 
1130 

1150 
1 i90 
1435 
1 i90 

1290 

1430 

2115 
3654 
5390 
6335 
6810 
7210 
8355 

C5/C1/C9 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014281 



CX 2358-041

Mj cno CEMENT LINED 
TV.oAr Ilni",.., 1'"11 n AAIICI,hn..,i,.,..1 .,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... • ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

iNxPExNij Vv-fE iCon'lj 
14xo t..J CALL 555 
14x8 N CALL 580 

14x10 N CALL 610 
i 4.x.i2 N CALL 670 
16x6 N CALL 715 
, .£ •• 0 "' I""'A I I 70< 
lUAU " ....... "LL 'OJ 

16xl0 N CALL 780 
16x12 N CALL 815 
16x14 N CALL aao 

16 N CALL 940 
lax8 N CAL!.. 925 

18xlO N CALL 950 
18x12 N CALL 990 
18,,14 t-~ CALL 1050 
18x16 N CALi. 1110 

18 N CALL 1175 
20xl0 N CALL 1190 
20.12 N CALL 1230 
20x14 N CAL.!.. 1290 
20xl6 t">J CALL 1345 
20x18 N CALL 1415 

20 t-~ CALL 1495 
24xi2 N CALi. i760 
24.x.14 N CALL 1820 
24x16 N "'AI. 1885 "' ........ 
24x18 N CALL 1950 
24x20 N CALL 2030 

24 N CALL 2205 
30x16 N CALL 2995 
30x18 t-~ CAL!.. 3070 
30x20 N CALi. 3i50 
30x24 N CALL 3315 

~n ., ,.AI I .,L., ... 
~v .. "" ........ WlVWlV 

M.i OFFSET 

4x12 071037 5 104254 t~ 383.00 463.00 85 85 
4x18 071051 S 104261 N 473.00 553.00 105 105 
4x24 071075 S 456155 r-.~ 567.00 647.00 126 126 
6x6 07i099 5 i04308 5 468.00 584.00 i i4 i iO 

6x12 071112 5 104278 5 57400 69000 135 135 
L __ "'O ............ .,L • ...... J ..... or • ......... ...... 0 ............ ... ... 
'IJIAI'IJI VI I loJOg ~ Iv"",,,,g.., ~ IVI.VV gll.VV 'Uj 'UJ 

6.24 071150 5 104292 5 829.00 945.00 165 195 
8x6 071174 S 104346 S 680.00 836.00 160 160 

8.12 071198 5 104315 5 850.00 1006.00 200 200 
8x18 071211 S 104322 S 1041.00 1197.00 245 245 
8.24 071235 5 104339 5 1381.00 1537.00 280 325 

10x12 071259 S 104193 S 1063.00 1255.00 280 250 
10.18 071273 N 104209 5 1445.00 1637.00 340 340 
10x24 071297 S 104216 S 1700.00 1892.00 420 400 
12.12 071334 5 104223 5 1785.00 2021.00 420 420 
i2xi8 07i358 5 i04230 5 22iO.00 2440.00 520 520 
12x24 071372 5 104247 5 2550.00 2786.00 640 600 

... L~"''' n ............. D tJ ':lAne n ... ':IDL'" nn Lnft 
• VA ..... VI ..... "7 WI ... V .... VV WlVV' .VV V7V 

16x18 071433 N 3825.00 4281.00 850 
20x12 071457 S 105152 !II 5180.00 6036.00 1025 725 
20x18 071471 

., ,nc,Ln , 
5950.00 LnnL nn 1275 1050 " IV;JIU7 J uovu.vv 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 41 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014282 

PUBLIC

Mj cno CEMENT LINED 
TV.oAr Ilni",.., 1'"11 n AAIICI,hn..,i,.,..1 .,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... • ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

iNxPExNij Vv-fE iCon'lj 
14xo t..J CALL 555 
14x8 N CALL 580 

14x10 N CALL 610 
i 4.x.i2 N CALL 670 
16x6 N CALL 715 
, .£ •• 0 "' I""'A I I 70< 
lUAU " ....... "LL 'OJ 

16xl0 N CALL 780 
16x12 N CALL 815 
16x14 N CALL aao 

16 N CALL 940 
lax8 N CAL!.. 925 

18xlO N CALL 950 
18x12 N CALL 990 
18,,14 t-~ CALL 1050 
18x16 N CALi. 1110 

18 N CALL 1175 
20xl0 N CALL 1190 
20.12 N CALL 1230 
20x14 N CAL.!.. 1290 
20xl6 t">J CALL 1345 
20x18 N CALL 1415 

20 t-~ CALL 1495 
24xi2 N CALi. i760 
24.x.14 N CALL 1820 
24x16 N "'AI. 1885 "' ........ 
24x18 N CALL 1950 
24x20 N CALL 2030 

24 N CALL 2205 
30x16 N CALL 2995 
30x18 t-~ CAL!.. 3070 
30x20 N CALi. 3i50 
30x24 N CALL 3315 

~n ., ,.AI I .,L., ... 
~v .. "" ........ WlVWlV 

M.i OFFSET 

4x12 071037 5 104254 t~ 383.00 463.00 85 85 
4x18 071051 S 104261 N 473.00 553.00 105 105 
4x24 071075 S 456155 r-.~ 567.00 647.00 126 126 
6x6 07i099 5 i04308 5 468.00 584.00 i i4 i iO 

6x12 071112 5 104278 5 57400 69000 135 135 
L __ "'O ............ .,L • ...... J ..... or • ......... ...... 0 ............ ... ... 
'IJIAI'IJI VI I loJOg ~ Iv"",,,,g.., ~ IVI.VV gll.VV 'Uj 'UJ 

6.24 071150 5 104292 5 829.00 945.00 165 195 
8x6 071174 S 104346 S 680.00 836.00 160 160 

8.12 071198 5 104315 5 850.00 1006.00 200 200 
8x18 071211 S 104322 S 1041.00 1197.00 245 245 
8.24 071235 5 104339 5 1381.00 1537.00 280 325 

10x12 071259 S 104193 S 1063.00 1255.00 280 250 
10.18 071273 N 104209 5 1445.00 1637.00 340 340 
10x24 071297 S 104216 S 1700.00 1892.00 420 400 
12.12 071334 5 104223 5 1785.00 2021.00 420 420 
i2xi8 07i358 5 i04230 5 22iO.00 2440.00 520 520 
12x24 071372 5 104247 5 2550.00 2786.00 640 600 

... L~"''' n ............. D tJ ':lAne n ... ':IDL'" nn Lnft 
• VA ..... VI ..... "7 WI ... V .... VV WlVV' .VV V7V 

16x18 071433 N 3825.00 4281.00 850 
20x12 071457 S 105152 !II 5180.00 6036.00 1025 725 
20x18 071471 

., ,nc,Ln , 
5950.00 LnnL nn 1275 1050 " IV;JIU7 J uovu.vv 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 41 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014282 



CX 2358-042

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

fJ\jxPE OFFSET 

4x6 071495 
4x12 071518 
4x24 071556 
6x6 071570 

6x12 071594 
6x18 071617 
6x24 071631 
8x6 07'1655 

8x12 071679 
8x18 071693 
8x24 071716 

10x12 071730 
10x18 071754 
12xo 451136 

12x12 071792 
12x18 071815 
12x24 071839 
16x18 071877 

N 
5 
S 
S 
S 
S 
S 
N 
S 
5 
S 
N 
t--! 
N 
5 
S 
S 
N 

423232 
423249 
245018 

034124 

SOUD SLEEVE STANDARD SHORT 

2 068730 
4 068761 
6 068785 
8 068808 

10 068822 
12 068846 
14 
16 068884 
18 068907 
20 068921 
24 068945 
30 068969 
36 
48 

s 
s 
S 
5 
N 
5 

s 
N 
N 
N 
s 

357650 
357674 
357698 
137535 
137559 

357711 
357735 
357759 
357773 
045816 
045847 
113201 

SOLID SLEEVE STAtJDARD LONG 

2 382850 
3 068754 
4 068778 
6 068792 
8 068815 

10 068839 
12 068853 
14 
16 068891 
18 068914 
20 068938 
24 068952 
30 068976 
36 366027 
42 
48 

s 
5 
s 
5 
S 
5 
S 
N 
5 
S 
5 
S 
5 
s 

137566 
357643 
357667 
357681 
137528 
137542 

357704 
357728 
357742 
357766 
138204 
138570 
045380 
045373 

s 
s 
s 
s 

5 
N 
S 
S 
N 

N 
N 
S 
N 
s 
S 
N 

N 

N 
S 
5 
S 

N 
N 
N 
N 
5 
s 
N 
N 

less 
Accessories 

369.00 
428.00 
563.00 
512.00 
582.00 
642,00 
799.00 
757.00 
880.00 

1199.00 
1212.00 
1190.00 
1445.00 
1360.00 
2199.00 
2210.00 
2678.00 
3735.00 

85.00 
158.00 
191.00 
276.00 
361.00 
468.00 
743.00 
843.00 

1075.00 
1200.00 
1944.00 
4147.00 
5759.00 

10056.00 

117.00 
152.00 
203.00 
276.00 
361.00 
489.00 
6 16.00 

1013.00 
1305.00 
1425.00 
1625.00 
2581.00 
5941.00 
8030.00 
9300.00 

14820.00 

'vViih 
Accessories 

409.00 
468.00 
603.00 
570.00 
640.00 
700,00 
857.00 
835.00 
958.00 

1277.00 
1290.00 
1286.00 
1523.00 
1478.00 
2317.00 
2328.00 
2796.00 
3963.00 

129.00 
238.00 
307.00 
432.00 
553.00 
704.00 

1065.00 
1299.00 
1733.00 
2056.00 
3152.00 
5869.00 
8789.00 

15900.00 

161.00 
214.00 
283.00 
392.00 
517.00 
681.00 
852.00 

1335.00 
1761.00 
2083.00 
2481.00 
3789.00 
7663.00 

11060.00 
14194.00 
20664.00 

42 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

70 
80 

115 
105 
130 
160 
160 
155 
195 
240 
275 
280 
340 
320 
420 
520 
630 
830 

13 
35 
47 
65 
85 

120 
165 
206 
246 
275 
360 
745 

18 
32 
42 
65 
85 

126 
145 
225 
275 
330 
380 
505 

1085 
1502 

LP-5091 
Non-Domesiic 

Weight 

130 
160 
195 

195 

35 
45 
65 
85 

110 

180 
215 
240 
320 
745 

1047 
1675 

30 
45 
65 
85 

115 
145 

235 
285 
325 
425 
885 

1190 
1550 
1940 

05/01/0';' 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014283 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

fJ\jxPE OFFSET 

4x6 071495 
4x12 071518 
4x24 071556 
6x6 071570 

6x12 071594 
6x18 071617 
6x24 071631 
8x6 07'1655 

8x12 071679 
8x18 071693 
8x24 071716 

10x12 071730 
10x18 071754 
12xo 451136 

12x12 071792 
12x18 071815 
12x24 071839 
16x18 071877 

N 
5 
S 
S 
S 
S 
S 
N 
S 
5 
S 
N 
t--! 
N 
5 
S 
S 
N 

423232 
423249 
245018 

034124 

SOUD SLEEVE STANDARD SHORT 

2 068730 
4 068761 
6 068785 
8 068808 

10 068822 
12 068846 
14 
16 068884 
18 068907 
20 068921 
24 068945 
30 068969 
36 
48 

s 
s 
S 
5 
N 
5 

s 
N 
N 
N 
s 

357650 
357674 
357698 
137535 
137559 

357711 
357735 
357759 
357773 
045816 
045847 
113201 

SOLID SLEEVE STAtJDARD LONG 

2 382850 
3 068754 
4 068778 
6 068792 
8 068815 

10 068839 
12 068853 
14 
16 068891 
18 068914 
20 068938 
24 068952 
30 068976 
36 366027 
42 
48 

s 
5 
s 
5 
S 
5 
S 
N 
5 
S 
5 
S 
5 
s 

137566 
357643 
357667 
357681 
137528 
137542 

357704 
357728 
357742 
357766 
138204 
138570 
045380 
045373 

s 
s 
s 
s 

5 
N 
S 
S 
N 

N 
N 
S 
N 
s 
S 
N 

N 

N 
S 
5 
S 

N 
N 
N 
N 
5 
s 
N 
N 

less 
Accessories 

369.00 
428.00 
563.00 
512.00 
582.00 
642,00 
799.00 
757.00 
880.00 

1199.00 
1212.00 
1190.00 
1445.00 
1360.00 
2199.00 
2210.00 
2678.00 
3735.00 

85.00 
158.00 
191.00 
276.00 
361.00 
468.00 
743.00 
843.00 

1075.00 
1200.00 
1944.00 
4147.00 
5759.00 

10056.00 

117.00 
152.00 
203.00 
276.00 
361.00 
489.00 
6 16.00 

1013.00 
1305.00 
1425.00 
1625.00 
2581.00 
5941.00 
8030.00 
9300.00 

14820.00 

'vViih 
Accessories 

409.00 
468.00 
603.00 
570.00 
640.00 
700,00 
857.00 
835.00 
958.00 

1277.00 
1290.00 
1286.00 
1523.00 
1478.00 
2317.00 
2328.00 
2796.00 
3963.00 

129.00 
238.00 
307.00 
432.00 
553.00 
704.00 

1065.00 
1299.00 
1733.00 
2056.00 
3152.00 
5869.00 
8789.00 

15900.00 

161.00 
214.00 
283.00 
392.00 
517.00 
681.00 
852.00 

1335.00 
1761.00 
2083.00 
2481.00 
3789.00 
7663.00 

11060.00 
14194.00 
20664.00 

42 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

70 
80 

115 
105 
130 
160 
160 
155 
195 
240 
275 
280 
340 
320 
420 
520 
630 
830 

13 
35 
47 
65 
85 

120 
165 
206 
246 
275 
360 
745 

18 
32 
42 
65 
85 

126 
145 
225 
275 
330 
380 
505 

1085 
1502 

LP-5091 
Non-Domesiic 

Weight 

130 
160 
195 

195 

35 
45 
65 
85 

110 

180 
215 
240 
320 
745 

1047 
1675 

30 
45 
65 
85 

115 
145 

235 
285 
325 
425 
885 

1190 
1550 
1940 

05/01/0';' 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014283 



CX 2358-043

Mj cno CEMENT LINED 
TV.oAr Ilni",.., 1'"11 n AAIICI,hn..,i,.,..1 .,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... •••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

SOUD SLEFvE DUAL PURPOSE SHORi 

4 068990 S 289.00 397.00 
(, 069010 5 336.00 474.00 
8 069034 N 446.00 630.00 

SOLID SLEEVE DUAL PURPOSE LONG 

4 069003 5 338.00 446.00 
6 069027 • 426.00 564.00 ~ 

8 069041 5 54300 72700 
iO 069058 5 722.00 948.00 

*12 068983 S N/A 1191.00 
·i6 069089 5 NiA 2533.00 

*V./;+h n, ,,..1 P ................. 11,...,.. .... " ........ ; .... 
= Assemb!ed "" .................... ' ............... "'''' ........................ 

* .... __ .............. ". ..... '1"11"1_£'1'" ,. ............ _ .... IE" 1"'1""11'" ,,&'/,. ......... _ ....... r .... "I" r"I"1I"'t..,r 
IVWAI'"I: Llu_ .. -ruft.rv.;n:: '"'VI ..... '\:11- ......... 1:1:.1: _I"VI'" I'"u ..... "'1:' ... "KI: ....... 

4 069256 t..J 648.00 t..J/A 
6 069263 S 760.00 NfA 
8 069270 5 976.00 N/A 

10 069287 N 1400.00 N/A 
12 069294 N 1763.00 N/A 

*\A/:~"" n ..... 1 P •• ~ ............. A,.,..""' ........ ~: ...... - Assembled •• ,'" .... "' .... , , ""t-v","" r. ...... """"'''',,'''',, 

:1: ...... ' __ l"Ior ...... A. 1"10' '1"Io1"lo_ror ,. .......... _ .... ro. r_.r 
-'YWAr-1: LlVH .. -rVKr-U",1: "v ...... '\:11- .......... 1:1:.1: 

4 069140 5 576.00 t",J/A 
6 069157 S 760.00 N/A 
8 069164 S 976.00 N/A 

10 069171 5 1204.00 N/A 
12 069188 5 1645.00 NiA 

*\A/;~h n ..... 1 P ........... ""'" A,.,.."''''''''' ...... ;''''''' - Assemb!ed " ....... "' .......... t" ...... ~ " ...... ~ .................. 

....... 1"101"' ..... '''1'''1''10 ..,1.11 KI:LlV"I:K 

3x2 nL~nn., • 114.00 ' L"7 nn 
VV..:l7VL. 0 IVI.VV 

4x2 063926 S 140.00 202.00 
.--~ nL~n.1"I • , 1"1 ...... , • '01"1 1"11"1 or, nn 
~A" VV.,J7"+V 0 IV"+"+L.I 0 IUV.VV L.oJ I .vv 

6x2 063964 S 196.00 276.00 
L • .') I"IL..,noo ., , 1"1 •• ..,0 • ..,..,. 1"11"1 ..,..,.., 1"11"1 
VA" VV.,J7UO " IV"+ ... .,JU 0 L.,J,,+.VV .,JL..,J.VV 

6x4 064008 S 104445 N 255.00 353.00 
8x3 064022 5 329.00 438.00 
8x4 064046 S 104452 S 340.00 458.00 
8x6 064060 5 104469 5 404.00 540.00 

10x6 064107 N 104353 S 489.00 643.00 
10x8 064121 5 104360 N 574.00 748.00 
12x4 064145 N 104391 N 574.00 732.00 
12x6 064169 5 104407 N 638.00 814.00 
12x8 064183 S 104414 N 701.00 897.00 

12xlO 064206 5 104384 5 833.00 1047.00 
14x6 449973 N 900.00 1119.00 
16x6 064305 N 105206 N 1035.00 1321.00 
16,,8 I"\L,j~"'O 5 1 05213 t-J 1125.00 1431.00 "'v .............. , 

16x10 064343 N 105176 N 1260.00 1584.00 

S = FIOITI Sio\,;k io 2 weelu. • N = i"';oll-Sio\,;k; Chel.k fOI uvuilubiliiy. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

33 
46 
65 

44 
63 
85 

iii 
221 
385 

72 
98 

136 
175 
235 

72 
98 

136 
175 
235 

25 
28 
"' M 
"V ~u 

44 
Ok Ok 

"" "" 56 60 
75 
84 80 
95 95 

115 115 
142 135 
139 135 
148 150 
173 165 
194 190 
200 
250 230 
288 250 
300 280 

43 

McVVane-014284 

PUBLIC

Mj cno CEMENT LINED 
TV.oAr Ilni",.., 1'"11 n AAIICI,hn..,i,.,..1 .,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... •••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

SOUD SLEFvE DUAL PURPOSE SHORi 

4 068990 S 289.00 397.00 
(, 069010 5 336.00 474.00 
8 069034 N 446.00 630.00 

SOLID SLEEVE DUAL PURPOSE LONG 

4 069003 5 338.00 446.00 
6 069027 • 426.00 564.00 ~ 

8 069041 5 54300 72700 
iO 069058 5 722.00 948.00 

*12 068983 S N/A 1191.00 
·i6 069089 5 NiA 2533.00 

*V./;+h n, ,,..1 P ................. 11,...,.. .... " ........ ; .... 
= Assemb!ed "" .................... ' ............... "'''' ........................ 

* .... __ .............. ". ..... '1"11"1_£'1'" ,. ............ _ .... IE" 1"'1""11'" ,,&'/,. ......... _ ....... r .... "I" r"I"1I"'t..,r 
IVWAI'"I: Llu_ .. -ruft.rv.;n:: '"'VI ..... '\:11- ......... 1:1:.1: _I"VI'" I'"u ..... "'1:' ... "KI: ....... 

4 069256 t..J 648.00 t..J/A 
6 069263 S 760.00 NfA 
8 069270 5 976.00 N/A 

10 069287 N 1400.00 N/A 
12 069294 N 1763.00 N/A 

*\A/:~"" n ..... 1 P •• ~ ............. A,.,..""' ........ ~: ...... - Assembled •• ,'" .... "' .... , , ""t-v","" r. ...... """"'''',,'''',, 

:1: ...... ' __ l"Ior ...... A. 1"10' '1"Io1"lo_ror ,. .......... _ .... ro. r_.r 
-'YWAr-1: LlVH .. -rVKr-U",1: "v ...... '\:11- .......... 1:1:.1: 

4 069140 5 576.00 t",J/A 
6 069157 S 760.00 N/A 
8 069164 S 976.00 N/A 

10 069171 5 1204.00 N/A 
12 069188 5 1645.00 NiA 

*\A/;~h n ..... 1 P ........... ""'" A,.,.."''''''''' ...... ;''''''' - Assemb!ed " ....... "' .......... t" ...... ~ " ...... ~ .................. 

....... 1"101"' ..... '''1'''1''10 ..,1.11 KI:LlV"I:K 

3x2 nL~nn., • 114.00 ' L"7 nn 
VV..:l7VL. 0 IVI.VV 

4x2 063926 S 140.00 202.00 
.--~ nL~n.1"I • , 1"1 ...... , • '01"1 1"11"1 or, nn 
~A" VV.,J7"+V 0 IV"+"+L.I 0 IUV.VV L.oJ I .vv 

6x2 063964 S 196.00 276.00 
L • .') I"IL..,noo ., , 1"1 •• ..,0 • ..,..,. 1"11"1 ..,..,.., 1"11"1 
VA" VV.,J7UO " IV"+ ... .,JU 0 L.,J,,+.VV .,JL..,J.VV 

6x4 064008 S 104445 N 255.00 353.00 
8x3 064022 5 329.00 438.00 
8x4 064046 S 104452 S 340.00 458.00 
8x6 064060 5 104469 5 404.00 540.00 

10x6 064107 N 104353 S 489.00 643.00 
10x8 064121 5 104360 N 574.00 748.00 
12x4 064145 N 104391 N 574.00 732.00 
12x6 064169 5 104407 N 638.00 814.00 
12x8 064183 S 104414 N 701.00 897.00 

12xlO 064206 5 104384 5 833.00 1047.00 
14x6 449973 N 900.00 1119.00 
16x6 064305 N 105206 N 1035.00 1321.00 
16,,8 I"\L,j~"'O 5 1 05213 t-J 1125.00 1431.00 "'v .............. , 

16x10 064343 N 105176 N 1260.00 1584.00 

S = FIOITI Sio\,;k io 2 weelu. • N = i"';oll-Sio\,;k; Chel.k fOI uvuilubiliiy. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

33 
46 
65 

44 
63 
85 

iii 
221 
385 

72 
98 

136 
175 
235 

72 
98 

136 
175 
235 

25 
28 
"' M 
"V ~u 

44 
Ok Ok 

"" "" 56 60 
75 
84 80 
95 95 

115 115 
142 135 
139 135 
148 150 
173 165 
194 190 
200 
250 230 
288 250 
300 280 

43 

McVVane-014284 



CX 2358-044

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl I=illi .... t'tc: 
-1"--

_ ... _ .. -. - . .. __ .. _ ... __ . -_ .... . •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih 
Size Domestic Code Non-Domestic Code Accessories Accessories 

Mj REDUCER iCon'l; 
i 6xi 2 064367 S i05i83 N i 287.00 i633.00 
16x14 064381 N 105190 N 1508.00 1897.00 

i8xB 064404 N i05268 N i 475.00 i882.00 
laxl!) 064428 N 105220 N 1625.00 2050.00 
i 8xi2 064442 N i05237 N i 750.00 2i97.00 
18x14 064466 N 105244 N 1900.00 2390.00 
i axi6 064480 N i 0525 i N 2075.00 2632.00 
20xl0 064503 N 105275 N 1875.00 2399.00 
20xi2 064527 S i 05282 N 2025.00 257i .00 
20x16 064565 5 105299 N 2350.00 3006.00 
20x18 064589 N 105305 N 2440.00 3197.00 
24x12 064602 N 105312 N 2888.00 3610.00 
24x16 064640 N 105329 N 3229.00 4061.00 
24x18 064664 N 105336 N 3465.00 4398.00 
24x20 064688 N 105343 i"'-i 3701.00 4733.00 
30x16 243991 N 137993 N 5418.00 6507.00 
30x18 064701 S 138006 S 5445.00 6635.00 
30}C...20 064725 N 138013 5 5775.00 7064.00 
30x24 064749 S 138020 S 6408.00 7873.00 
36}C...20 365938 5 138037 N 7975.00 9918.00 
36x24 365945 N 138044 t"'-i 8558.00 10677.00 
36x30 365952 5 138051 N 10120~00 12496~00 
42x20 454823 i""'-i 1 1490.00 14365.00 
42x24 045366 N 1236000 1541100 
42x30 045359 N i4220.00 i752B.00 
42x36 045342 N 1617000 20132,00 
4Sx30 045335 N iS030.00 2iSi3.00 
48x36 045328 N 2022000 24657,00 
4Sx42 0453ii N 22500.00 27869.00 

PExPE REDUCER 
4x3 066262 N 151.00 N/A 
6x4 066309 S 242.00 N/A 
8x4 N CALL N/A 
8x6 066361 S -108.00 N/.A. 

10x4 N CALL N/A 
10x6 N CAl.l. N/A 
iOx8 066385 N 574.00 N/A 
12x4 N CALL N/A 
12x6 N CALL N/A 
12x8 066422 S 714.00 N/A 

12xl0 066446 N 786.00 N/A 
14x6 N CALL N/A 
14x8 N CALL N/A 

14x10 N CALL N/A 
14x12 N CALL N/A 

16x6 i"'-i CALL N/A 
16xB N CALL NfA 

16xl0 t"'-i CALL t"<i/A 
16x12 N CALL NfA 
16x14 t"<i CALL N/A 

18xB N CALL NfA 
18xl0 t"<i CALL t"<i/A 

44 11910 CR 492 • TYLER, TEXAS 75706' (800) 527·8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

330 
370 
320 
388 
380 
450 
476 
410 
SiS 
578 
575 
610 
705 
760 
815 

1150 
1160 
1225 
1360 
1495 
1580 
1919 

36 
55 

96 

135 

168 
185 

LP-5091 
Non-Domesiic 

Weight 

305 
335 
295 
325 
350 
380 
4i5 
375 
405 
470 
510 
550 
615 
660 
705 
985 
990 

1050 
1165 
1450 
1580 
1855 
1915 
2060 
2370 
2695 
3005 
3370 
3750 

75 

100 
115 

130 
145 

185 
205 
230 
260 
230 
250 
280 
335 
335 
295 
325 

05/01/09 
BOX 309' Ai-..ii-..liSTOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014285 

PUBLIC

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl I=illi .... t'tc: 
-1"--

_ ... _ .. -. - . .. __ .. _ ... __ . -_ .... . •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih 
Size Domestic Code Non-Domestic Code Accessories Accessories 

Mj REDUCER iCon'l; 
i 6xi 2 064367 S i05i83 N i 287.00 i633.00 
16x14 064381 N 105190 N 1508.00 1897.00 

i8xB 064404 N i05268 N i 475.00 i882.00 
laxl!) 064428 N 105220 N 1625.00 2050.00 
i 8xi2 064442 N i05237 N i 750.00 2i97.00 
18x14 064466 N 105244 N 1900.00 2390.00 
i axi6 064480 N i 0525 i N 2075.00 2632.00 
20xl0 064503 N 105275 N 1875.00 2399.00 
20xi2 064527 S i 05282 N 2025.00 257i .00 
20x16 064565 5 105299 N 2350.00 3006.00 
20x18 064589 N 105305 N 2440.00 3197.00 
24x12 064602 N 105312 N 2888.00 3610.00 
24x16 064640 N 105329 N 3229.00 4061.00 
24x18 064664 N 105336 N 3465.00 4398.00 
24x20 064688 N 105343 i"'-i 3701.00 4733.00 
30x16 243991 N 137993 N 5418.00 6507.00 
30x18 064701 S 138006 S 5445.00 6635.00 
30}C...20 064725 N 138013 5 5775.00 7064.00 
30x24 064749 S 138020 S 6408.00 7873.00 
36}C...20 365938 5 138037 N 7975.00 9918.00 
36x24 365945 N 138044 t"'-i 8558.00 10677.00 
36x30 365952 5 138051 N 10120~00 12496~00 
42x20 454823 i""'-i 1 1490.00 14365.00 
42x24 045366 N 1236000 1541100 
42x30 045359 N i4220.00 i752B.00 
42x36 045342 N 1617000 20132,00 
4Sx30 045335 N iS030.00 2iSi3.00 
48x36 045328 N 2022000 24657,00 
4Sx42 0453ii N 22500.00 27869.00 

PExPE REDUCER 
4x3 066262 N 151.00 N/A 
6x4 066309 S 242.00 N/A 
8x4 N CALL N/A 
8x6 066361 S -108.00 N/.A. 

10x4 N CALL N/A 
10x6 N CAl.l. N/A 
iOx8 066385 N 574.00 N/A 
12x4 N CALL N/A 
12x6 N CALL N/A 
12x8 066422 S 714.00 N/A 

12xl0 066446 N 786.00 N/A 
14x6 N CALL N/A 
14x8 N CALL N/A 

14x10 N CALL N/A 
14x12 N CALL N/A 

16x6 i"'-i CALL N/A 
16xB N CALL NfA 

16xl0 t"'-i CALL t"<i/A 
16x12 N CALL NfA 
16x14 t"<i CALL N/A 

18xB N CALL NfA 
18xl0 t"<i CALL t"<i/A 

44 11910 CR 492 • TYLER, TEXAS 75706' (800) 527·8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

330 
370 
320 
388 
380 
450 
476 
410 
SiS 
578 
575 
610 
705 
760 
815 

1150 
1160 
1225 
1360 
1495 
1580 
1919 

36 
55 

96 

135 

168 
185 

LP-5091 
Non-Domesiic 

Weight 

305 
335 
295 
325 
350 
380 
4i5 
375 
405 
470 
510 
550 
615 
660 
705 
985 
990 

1050 
1165 
1450 
1580 
1855 
1915 
2060 
2370 
2695 
3005 
3370 
3750 

75 

100 
115 

130 
145 

185 
205 
230 
260 
230 
250 
280 
335 
335 
295 
325 

05/01/09 
BOX 309' Ai-..ii-..liSTOi-..i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014285 



CX 2358-045

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

PExPE REDUCER (Con'tj 

1 8xi 2 
18x14 
1 8xi 6 
20xl0 
20x12 
20x14 
20xi 6 
20x18 
24xi2 
24x14 
24xi6 
24x18 
24x20 
30x16 066729 
30x18 
30x20 
30x24 
36x24 
36x30 

066743 
066767 
066781 
365969 
365976 

N 
N 
N 
N 
N 
I'll 

SMALL END BELL (SlOB) REDUCER 

3x2 064763 
4x2 064787 
4x3 064800 
6x2 064824 
6x3 064848 
6x4 064862 
8x3 064886 
8x4 064909 
8x6 064923 

10x4 
10x6 064961 
10x8 064985 
12x4 065005 
12x6 065029 
12x8 065043 

12."tl0 065067 
14x6 
14x8 

1 4x1 0 
14x12 

16x6 
16x8 065180 

16x10 
16x12 065227 
16x14 

18x8 
18x10 
lax 12 065289 
18x14 
lox16 
20x10 

s 
s 
s 
S 
N 
S 
S 
S 
S 
N 
N 
N 
N 
S 
S 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
I'll 
N 

134824 

134848 
134862 

134886 
134909 

134701 
134725 
134763 
134787 
134800 
134749 

135029 

135005 

135043 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 
S 

N 
S 

N 
N 
N 
S 
S 
N 

N 

N 

Less 
Accessories 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

5583.00 
5638.00 
5995.00 
6683.00 
7640.00 
8718.00 

114.00 
135.00 
158.00 
183.00 
213.00 
255.00 
321.00 
340.00 
383.00 

CALL 
489.00 
553.00 
553.00 
616.00 
710.00 
808.00 

CALL 
CALL 
CALL 
CALL 
CALL 

1035.00 
CALL 

1283.00 
CALL 
CALL 
CALL 

1625.00 
CALL 
CALL 
CALL 

Vv'iih 
Accessories 

NiA 
N/..6.. 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
N/A 
N/A 
N/A 
NfA 
N/A 
NfA 
N/A 
NfA 
I'II/A 

136.00 
157.00 
189.00 
205.00 
244.00 
295.00 
352.00 
380.00 
441.00 

547.00 
631.00 
593.00 
674.00 
788.00 
904.00 

"13.00 

1401.00 

1743.00 

Domesiic 
Weight 

1015 
1025 
1090 
1215 
1389 
1585 

21 
25 
38 
40 
50 
55 
70 
82 
90 

100 
116 
135 
1 31 
150 
i68 
190 
185 
205 
230 
255 
230 
248 
298 
304 
350 
344 
407 
355 
400 
461 
430 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

360 
385 
420 
380 
415 
440 
475 
520 
575 
605 
645 
695 
745 

35 

50 
60 

80 
90 

115 
130 
130 
150 
165 
190 

230 

285 

325 

45 

Confidential McVVane-014286 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

PExPE REDUCER (Con'tj 

1 8xi 2 
18x14 
1 8xi 6 
20xl0 
20x12 
20x14 
20xi 6 
20x18 
24xi2 
24x14 
24xi6 
24x18 
24x20 
30x16 066729 
30x18 
30x20 
30x24 
36x24 
36x30 

066743 
066767 
066781 
365969 
365976 

N 
N 
N 
N 
N 
I'll 

SMALL END BELL (SlOB) REDUCER 

3x2 064763 
4x2 064787 
4x3 064800 
6x2 064824 
6x3 064848 
6x4 064862 
8x3 064886 
8x4 064909 
8x6 064923 

10x4 
10x6 064961 
10x8 064985 
12x4 065005 
12x6 065029 
12x8 065043 

12."tl0 065067 
14x6 
14x8 

1 4x1 0 
14x12 

16x6 
16x8 065180 

16x10 
16x12 065227 
16x14 

18x8 
18x10 
lax 12 065289 
18x14 
lox16 
20x10 

s 
s 
s 
S 
N 
S 
S 
S 
S 
N 
N 
N 
N 
S 
S 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
I'll 
N 

134824 

134848 
134862 

134886 
134909 

134701 
134725 
134763 
134787 
134800 
134749 

135029 

135005 

135043 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 
S 

N 
S 

N 
N 
N 
S 
S 
N 

N 

N 

Less 
Accessories 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

5583.00 
5638.00 
5995.00 
6683.00 
7640.00 
8718.00 

114.00 
135.00 
158.00 
183.00 
213.00 
255.00 
321.00 
340.00 
383.00 

CALL 
489.00 
553.00 
553.00 
616.00 
710.00 
808.00 

CALL 
CALL 
CALL 
CALL 
CALL 

1035.00 
CALL 

1283.00 
CALL 
CALL 
CALL 

1625.00 
CALL 
CALL 
CALL 

Vv'iih 
Accessories 

NiA 
N/..6.. 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
N/A 
N/A 
N/A 
NfA 
N/A 
NfA 
N/A 
NfA 
I'II/A 

136.00 
157.00 
189.00 
205.00 
244.00 
295.00 
352.00 
380.00 
441.00 

547.00 
631.00 
593.00 
674.00 
788.00 
904.00 

"13.00 

1401.00 

1743.00 

Domesiic 
Weight 

1015 
1025 
1090 
1215 
1389 
1585 

21 
25 
38 
40 
50 
55 
70 
82 
90 

100 
116 
135 
1 31 
150 
i68 
190 
185 
205 
230 
255 
230 
248 
298 
304 
350 
344 
407 
355 
400 
461 
430 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

360 
385 
420 
380 
415 
440 
475 
520 
575 
605 
645 
695 
745 

35 

50 
60 

80 
90 

115 
130 
130 
150 
165 
190 

230 

285 

325 

45 

Confidential McVVane-014286 



CX 2358-046

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

SMALL END BELL (SEB) REDUCER (Con't) 
20x12 065364 
20x14 
20x16 065401 
20x18 
24x12 065449 
24x14 
24x16 065487 
24x18 065500 
24x20 065524 
30x16 065548 
30x18 065562 
30)'20 065586 
30x24 065609 
36x16 052234 
36x30 365983 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 

MJxfiPf ECCENfRiC REDUCER 
6x2 373308 s 
8x2 373315 5 

135067 

135081 

135104 

135128 
135142 
135166 
135241 
135265 
135289 
135302 

135326 

LARGE Er-..ID BELL (LEB) REDUCER 
3x2 065623 
4x2 287452 
4x3 065647 
6x2 065661 
6x3 065685 
6x4 065708 
8x3 065722 
8x4 065746 
8x6 065760 

10x4 
10x6 065307 
10x8 065821 
12x4 
12x6 065845 
12x8 065869 

12xl0 065883 
14x6 

14x8 
14x12 

16x6 
16x8 

16x10 
16x12 065968 
16x14 

18x8 
18xl0 
18x12 
18x14 
18x16 
20xl0 

5 

5 

N 

N 
s 
N 

N 

N 

N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

134602 

134626 
134640 

134664 
134688 

134503 
134527 

134565 
134589 
134541 

134923 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 

less 
Accessories 

1875.00 
CALL 

2175.00 
CALL 

2678.00 
CALL 

3019.00 
3255.00 
3491.00 
4131.00 
4868.00 
5198.00 
5830.00 
6820.00 
9295.00 

717.00 
1002.00 

114.00 
140.00 
180.00 
200.00 
234.00 
255.00 
298.00 
340.00 
417.00 

CALL 
489.00 
553.00 

CALL 
616.00 
803.00 
786.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 

1373.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

'vViih 
Accessories 

1993.00 

2403.00 

2796.00 

3247.00 
3584.00 
3919.00 
4359.00 
5197.00 
5626.00 
6434.00 
7048.00 

10156.00 

775.00 
1080.00 

145.00 
180.00 
220.00 
258.00 
292.00 
313.00 
376.00 
418.00 
495.00 

585.00 
649.00 

734.00 
921.00 
904.00 

1601.00 

46 11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

420 
455 
525 
640 
570 
620 
665 
720 
775 

1040 
1050 
1120 
1255 
1240 
1721 

51 
66 

20 
31 
37 
47 
55 
60 
70 
84 
93 

100 
117 
130 
130 
153 
165 
178 
200 

220 
275 
250 
270 
300 
325 
355 
320 
350 
440 
506 
445 
410 

LP-5091 
Non-Domesiic 

Weight 

375 

435 

510 

575 
620 
665 
900 
885 
945 

1060 

1690 

40 

55 
60 

80 
90 

115 
130 

145 
165 
185 

305 

05/01/0';' 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014287 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

SMALL END BELL (SEB) REDUCER (Con't) 
20x12 065364 
20x14 
20x16 065401 
20x18 
24x12 065449 
24x14 
24x16 065487 
24x18 065500 
24x20 065524 
30x16 065548 
30x18 065562 
30)'20 065586 
30x24 065609 
36x16 052234 
36x30 365983 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 

MJxfiPf ECCENfRiC REDUCER 
6x2 373308 s 
8x2 373315 5 

135067 

135081 

135104 

135128 
135142 
135166 
135241 
135265 
135289 
135302 

135326 

LARGE Er-..ID BELL (LEB) REDUCER 
3x2 065623 
4x2 287452 
4x3 065647 
6x2 065661 
6x3 065685 
6x4 065708 
8x3 065722 
8x4 065746 
8x6 065760 

10x4 
10x6 065307 
10x8 065821 
12x4 
12x6 065845 
12x8 065869 

12xl0 065883 
14x6 

14x8 
14x12 

16x6 
16x8 

16x10 
16x12 065968 
16x14 

18x8 
18xl0 
18x12 
18x14 
18x16 
20xl0 

5 

5 

N 

N 
s 
N 

N 

N 

N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

134602 

134626 
134640 

134664 
134688 

134503 
134527 

134565 
134589 
134541 

134923 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 

less 
Accessories 

1875.00 
CALL 

2175.00 
CALL 

2678.00 
CALL 

3019.00 
3255.00 
3491.00 
4131.00 
4868.00 
5198.00 
5830.00 
6820.00 
9295.00 

717.00 
1002.00 

114.00 
140.00 
180.00 
200.00 
234.00 
255.00 
298.00 
340.00 
417.00 

CALL 
489.00 
553.00 

CALL 
616.00 
803.00 
786.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 

1373.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

'vViih 
Accessories 

1993.00 

2403.00 

2796.00 

3247.00 
3584.00 
3919.00 
4359.00 
5197.00 
5626.00 
6434.00 
7048.00 

10156.00 

775.00 
1080.00 

145.00 
180.00 
220.00 
258.00 
292.00 
313.00 
376.00 
418.00 
495.00 

585.00 
649.00 

734.00 
921.00 
904.00 

1601.00 

46 11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

420 
455 
525 
640 
570 
620 
665 
720 
775 

1040 
1050 
1120 
1255 
1240 
1721 

51 
66 

20 
31 
37 
47 
55 
60 
70 
84 
93 

100 
117 
130 
130 
153 
165 
178 
200 

220 
275 
250 
270 
300 
325 
355 
320 
350 
440 
506 
445 
410 

LP-5091 
Non-Domesiic 

Weight 

375 

435 

510 

575 
620 
665 
900 
885 
945 

1060 

1690 

40 

55 
60 

80 
90 

115 
130 

145 
165 
185 

305 

05/01/0';' 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014287 



CX 2358-047

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... . ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

LARGE END BELL (LES) REDUCER iCon'l; 
20xi2 
20x14 
:20xio 06610i 
20x18 451259 
24xi2 
24x14 
:24xi6 0661:25 
24x18 
:24x:20 066i63 
30x16 
30x18 
30x20 
30x24 066200 
36x20 
36x24 366003 

MjxFE REDUCER 
4x3 066804 
6x3 066842 
6x4 066866 
8x4 066880 
8x6 066903 

10x6 066941 
lOx8 066965 
12x6 067009 
12x8 067023 

12xl0 067047 
14x6 067061 
14xS 067085 

14x12 067108 
16x12 067160 

18x8 067184 
18x12 067207 
18x16 067221 

... ,.. ..... L ftL"I' ... L ... 

.LVAIU VUI.LU'7 

24x12 067283 

FExMJ REDUCER 
4x3 067344 
6x4 067368 
8x4 067382 
8x6 067405 

10x6 067429 
10x8 067443 
12x6 067467 
12x8 067481 

12xiO 067504 
16x12 067566 

05/01/09 

N CALL 
N CALL 
N 134947 N 2:225.00 2653.00 
N 2888.00 3316.00 
N CALi. 
N CALL 
N 13496i N 3124.00 3728.00 
N CALL 
N 134985 N 3544.00 4148.00 
N CALL 
N CALi. 
N CALL 
N 135180 N 6i88.00 7049.00 

135203 N 7810.00 9325.00 
N 135227 N 8443.00 9958.00 

S 158.00 198.00 
S 213.00 271.00 
S 264.00 322.00 
S 319.00 397.00 
S 347.00 425.00 
S 424.00 520.00 
S 553.00 649.00 
S 553.00 671.00 
S 808.00 926.00 
5 786.00 904.00 
N 878.00 1039.00 
1\1 1080.00 1241.00 
N 1080.00 1241.00 
N 1710.00 1938.00 
N 1500.00 1829.00 
N 2025.00 2354.00 
N 2225.00 2554.00 ., ... rrl'lo ... '" ......... 0 ft". .. """ .... v.uv '&'"710.UV 

N 3520.00 4124.00 

N 153.00 184.00 
5 225.00 265.00 
S 310.00 350.00 
5 404.00 462.00 
N 503.00 561.00 
5 554.00 632.00 
N 616.00 674.00 
S 723.00 801.00 
5 799.00 895.00 
N 1373.00 1491.00 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

532 
548 
510 445 
550 
6i5 
645 
753 595 
735 
785 675 
938 
965 

1020 
1320 1125 

1420 
1535 1535 

33 
46 
62 
75 
82 

100 
130 
130 
190 
185 
195 
240 
240 
380 
290 
405 
385 
•• ft 
~'u 

455 

34 
53 
73 
84 

118 
130 
145 
170 
188 
305 

47 

McVVane-014288 

PUBLIC

Mj cno CEMENT LINED 
TV.oAr Ilni",.., I"11n AAtf:j"h ... ..,i,.,.. • • ,..,i ..... I=itli..,nc: LP-5091 -1"--

_ ... _ .. -. . - ... _ ...... _ ...... _. -_ .... . ••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

LARGE END BELL (LES) REDUCER iCon'l; 
20xi2 
20x14 
:20xio 06610i 
20x18 451259 
24xi2 
24x14 
:24xi6 0661:25 
24x18 
:24x:20 066i63 
30x16 
30x18 
30x20 
30x24 066200 
36x20 
36x24 366003 

MjxFE REDUCER 
4x3 066804 
6x3 066842 
6x4 066866 
8x4 066880 
8x6 066903 

10x6 066941 
lOx8 066965 
12x6 067009 
12x8 067023 

12xl0 067047 
14x6 067061 
14xS 067085 

14x12 067108 
16x12 067160 

18x8 067184 
18x12 067207 
18x16 067221 

... ,.. ..... L ftL"I' ... L ... 

.LVAIU VUI.LU'7 

24x12 067283 

FExMJ REDUCER 
4x3 067344 
6x4 067368 
8x4 067382 
8x6 067405 

10x6 067429 
10x8 067443 
12x6 067467 
12x8 067481 

12xiO 067504 
16x12 067566 

05/01/09 

N CALL 
N CALL 
N 134947 N 2:225.00 2653.00 
N 2888.00 3316.00 
N CALi. 
N CALL 
N 13496i N 3124.00 3728.00 
N CALL 
N 134985 N 3544.00 4148.00 
N CALL 
N CALi. 
N CALL 
N 135180 N 6i88.00 7049.00 

135203 N 7810.00 9325.00 
N 135227 N 8443.00 9958.00 

S 158.00 198.00 
S 213.00 271.00 
S 264.00 322.00 
S 319.00 397.00 
S 347.00 425.00 
S 424.00 520.00 
S 553.00 649.00 
S 553.00 671.00 
S 808.00 926.00 
5 786.00 904.00 
N 878.00 1039.00 
1\1 1080.00 1241.00 
N 1080.00 1241.00 
N 1710.00 1938.00 
N 1500.00 1829.00 
N 2025.00 2354.00 
N 2225.00 2554.00 ., ... rrl'lo ... '" ......... 0 ft". .. """ .... v.uv '&'"710.UV 

N 3520.00 4124.00 

N 153.00 184.00 
5 225.00 265.00 
S 310.00 350.00 
5 404.00 462.00 
N 503.00 561.00 
5 554.00 632.00 
N 616.00 674.00 
S 723.00 801.00 
5 799.00 895.00 
N 1373.00 1491.00 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

532 
548 
510 445 
550 
6i5 
645 
753 595 
735 
785 675 
938 
965 

1020 
1320 1125 

1420 
1535 1535 

33 
46 
62 
75 
82 

100 
130 
130 
190 
185 
195 
240 
240 
380 
290 
405 
385 
•• ft 
~'u 

455 

34 
53 
73 
84 

118 
130 
145 
170 
188 
305 

47 

McVVane-014288 



CX 2358-048

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

PLUG SOliD 
2 069324 
3 069331 
4 069348 
6 069355 
8 069362 

10 069379 
12 069386 
14 069393 
16 069409 
18 069416 
20 069423 
24 069430 
30 069447 
36 
42 
48 

S 
II! 
S 
5 
5 
5 
5 
II! 
N 
II! 
5 
5 
5 

250098 
250104 
250111 
250128 
250074 
250081 
093770 
093787 
093794 
093800 
093817 
093923 
034131 
111276 
111283 

PLUG TAPPED (2=inch !PT Only) SEE NOTE 

2 069461 
3 069485 
4 069515 
6 069577 
8 069614 

10 069638 
12 069669 
14 069676 
16 069683 
18 382867 
20 069690 
24 382874 
30 069713 
36 
42 
48 

s 
N 
s 
s 
S 
N 
N 
N 
N 
N 
N 
N 
N 

250166 
250197 
250227 
250241 
250135 
250142 
093824 
093831 
093848 
093855 
093879 
093930 

TYTON PLUGS / SOLID (with set screws) 
4 333692 S 
6 286745 5 
8 286752 S 

10 333708 5 
12 351634 S 

II! 
N 
II! 
5 
II! 
N 
II! 
N 
5 
5 
5 
5 
II! 
N 
II! 

N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 

less 
Accessories 

33.00 
38.00 
72.00 

111.00 
200.00 
276.00 
374.00 
338.00 
698.00 
705.00 

1125.00 
1759.00 
3152.00 
4483.00 
6660.00 
8730.00 

73.00 
78.00 

112.00 
151.00 
240.00 
310.00 
414.00 
418.00 
778.00 
785.00 

1205.00 
1839.00 
3252.00 
4585.00 
6760.00 
8830.00 

157.00 
236.00 
39600 
498.00 
704.00 

'vViih 
Accessories 

N/A 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
N/A 
N/A 
N/A 
N/A 
NiA 
N/A 

t'-J/A 
N/A 
t'-J/A 
N/A 
N/,A, 

N/A 
N/A 
NiA 
N/A 
N/A 
N/.A. 
N/A 
N/.A. 
N/A 
N/.A. 
N/A 

NfA 
NfA 
N/A 
N/A 
N/A 

TYTON PLUGS / TAPPED (2-inch IPT) with set screws SEE NOTE 

48 

4 351641 
6 287056 
8 332886 

10 351658 
12 286691 

N 
5 
5 
N 
5 

197.00 
276.00 
436.00 
538.00 
744.00 

N/A 
N/A 
N/A 
NfA 
N/A 

11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

4 
9 

14 
27 
40 
51 
73 

120 
147 
192 
220 
338 
660 

5 
9 

12 
27 
40 
51 
73 

120 
147 
192 
220 
338 
660 

18 
25 
46 
70 
95 

18 
25 
46 
70 
95 

LP-5091 
Non-Domesiic 

Weight 

8 
10 
16 
26 
36 
46 
75 
95 

157 
135 
175 
355 
815 

ill0 
1455 

8 
10 
16 
26 
36 
46 
75 
95 

157 
135 
175 
355 
815 

1110 
1455 

05/01/0';' 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014289 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

PLUG SOliD 
2 069324 
3 069331 
4 069348 
6 069355 
8 069362 

10 069379 
12 069386 
14 069393 
16 069409 
18 069416 
20 069423 
24 069430 
30 069447 
36 
42 
48 

S 
II! 
S 
5 
5 
5 
5 
II! 
N 
II! 
5 
5 
5 

250098 
250104 
250111 
250128 
250074 
250081 
093770 
093787 
093794 
093800 
093817 
093923 
034131 
111276 
111283 

PLUG TAPPED (2=inch !PT Only) SEE NOTE 

2 069461 
3 069485 
4 069515 
6 069577 
8 069614 

10 069638 
12 069669 
14 069676 
16 069683 
18 382867 
20 069690 
24 382874 
30 069713 
36 
42 
48 

s 
N 
s 
s 
S 
N 
N 
N 
N 
N 
N 
N 
N 

250166 
250197 
250227 
250241 
250135 
250142 
093824 
093831 
093848 
093855 
093879 
093930 

TYTON PLUGS / SOLID (with set screws) 
4 333692 S 
6 286745 5 
8 286752 S 

10 333708 5 
12 351634 S 

II! 
N 
II! 
5 
II! 
N 
II! 
N 
5 
5 
5 
5 
II! 
N 
II! 

N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 

less 
Accessories 

33.00 
38.00 
72.00 

111.00 
200.00 
276.00 
374.00 
338.00 
698.00 
705.00 

1125.00 
1759.00 
3152.00 
4483.00 
6660.00 
8730.00 

73.00 
78.00 

112.00 
151.00 
240.00 
310.00 
414.00 
418.00 
778.00 
785.00 

1205.00 
1839.00 
3252.00 
4585.00 
6760.00 
8830.00 

157.00 
236.00 
39600 
498.00 
704.00 

'vViih 
Accessories 

N/A 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
N/A 
N/A 
N/A 
N/A 
NiA 
N/A 

t'-J/A 
N/A 
t'-J/A 
N/A 
N/,A, 

N/A 
N/A 
NiA 
N/A 
N/A 
N/.A. 
N/A 
N/.A. 
N/A 
N/.A. 
N/A 

NfA 
NfA 
N/A 
N/A 
N/A 

TYTON PLUGS / TAPPED (2-inch IPT) with set screws SEE NOTE 

48 

4 351641 
6 287056 
8 332886 

10 351658 
12 286691 

N 
5 
5 
N 
5 

197.00 
276.00 
436.00 
538.00 
744.00 

N/A 
N/A 
N/A 
NfA 
N/A 

11 ';'10 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

4 
9 

14 
27 
40 
51 
73 

120 
147 
192 
220 
338 
660 

5 
9 

12 
27 
40 
51 
73 

120 
147 
192 
220 
338 
660 

18 
25 
46 
70 
95 

18 
25 
46 
70 
95 

LP-5091 
Non-Domesiic 

Weight 

8 
10 
16 
26 
36 
46 
75 
95 

157 
135 
175 
355 
815 

ill0 
1455 

8 
10 
16 
26 
36 
46 
75 
95 

157 
135 
175 
355 
815 

1110 
1455 

05/01/0';' 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014289 



CX 2358-049

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

PUSH-iN PLUGS i SOliD 
i4 07i952 
16 071969 
i8 07i976 
20 071983 
24 07i990 

N 
5 
N 
5 
N 

PUSH-IN PLUGS / TAPPED 12-inch IPTJ 

14 072065 N 
16 072072 5 
18 072089 N 
20 356394 
24 072096 N 

CAP SOLID 

2 069737 s 249870 
3 069744 249887 
4 069751 s 249894 
6 069768 s 249900 
8 069775 s 249917 

10 069782 s 249856 
12 069799 s 249863 
14 
16 069812 s 054320 
18 069829 054337 
20 069836 s 054344 
24 069843 s 054351 
30 069850 s 093893 
36 034117 
42 111252 
48 111269 

CAP TAPPED (.2-inch iPij SEE NOTE 

2 302537 
3 069867 
4 069904 
6 069959 
8 070009 

10 070054 
12 070061 
14 
16 070108 
18 070122 
20 070146 
24 070160 
30 070177 
36 
42 
48 

N 
N 
5 
S 
5 
N 
N 
N 
S 
N 
N 
N 
N 

N 

249962 
249986 
250012 
250043 
249924 
249931 

054580 
085096 
085102 
085126 
093909 

N 

N 

N 
s 
N 

N 

s 
s 
s 
s 
s 
s 

S 
t"-l 
S 
5 
S 
5 

N 
N 
N 
N 
N 

Less 
Accessories 

575.00 
733.00 
980.00 

1180.00 
i 754.00 

Vv'iih 
Accessories 

NiA 
N/A 
NiA 
N/A 
NiA 

SEE NOTE 

495.00 
693.00 
925.00 

1140.00 
1694.00 

33.00 
57.00 
90.00 

128.00 
191.00 
255.00 
340.00 

CALL 
788.00 
875.00 

1200.00 
1811.00 
3245.00 
4554.00 
7080.00 
9570.00 

73.00 
97.00 

130.00 
168.00 
231.00 
295.00 
380.00 

CALL 
868.00 
955.00 

1280.00 
1891.00 
3345.00 
4654.00 
7180.00 
9670.00 

N/A 
t-J/A 
N/A 
t-J/A 
N/A 

55.00 
88.00 

130.00 
186.00 
269.00 
351.00 
458.00 

1016.00 
1204.00 
1628.00 
2415.00 
4106.00 
6069.00 
9527.00 

12492.00 

95.00 
128.00 
170.00 
226.00 
309.00 
391.00 
498.00 

1096.00 
1284.00 
1708.00 
2495.00 
4206.00 
6169.00 
9627.00 

12592.00 

Domesiic 
Weight 

i iO 
145 
iaO 
220 
3i5 

101 
137 
177 
220 
315 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 
850 

1180 
1595 

LP-5091 
Non-Domesiic 

Weight 

10 

9 
15 
22 
32 
42 

92 
114 
125 
166 
345 
850 

1180 
1595 

8 
9 

15 
22 
32 
42 

92 
114 
125 
166 
345 

II~OTE - For Tapped Tees, Piugs and Caps Oniy: Vv'e stocK 2" iPT Taps oniy. For aii tap sizes other than 2" 
I IPT up to a 4" maximum odd $250.00 to the list price shown for corresponding 2" topped fitting. Special I topped fittings are non-cance!!ob!e and non-returnob!e. Contact CSR for details. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

49 

McVVane-014290 

PUBLIC

Tyler Union ell 0 Mechanical Joint Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

PUSH-iN PLUGS i SOliD 
i4 07i952 
16 071969 
i8 07i976 
20 071983 
24 07i990 

N 
5 
N 
5 
N 

PUSH-IN PLUGS / TAPPED 12-inch IPTJ 

14 072065 N 
16 072072 5 
18 072089 N 
20 356394 
24 072096 N 

CAP SOLID 

2 069737 s 249870 
3 069744 249887 
4 069751 s 249894 
6 069768 s 249900 
8 069775 s 249917 

10 069782 s 249856 
12 069799 s 249863 
14 
16 069812 s 054320 
18 069829 054337 
20 069836 s 054344 
24 069843 s 054351 
30 069850 s 093893 
36 034117 
42 111252 
48 111269 

CAP TAPPED (.2-inch iPij SEE NOTE 

2 302537 
3 069867 
4 069904 
6 069959 
8 070009 

10 070054 
12 070061 
14 
16 070108 
18 070122 
20 070146 
24 070160 
30 070177 
36 
42 
48 

N 
N 
5 
S 
5 
N 
N 
N 
S 
N 
N 
N 
N 

N 

249962 
249986 
250012 
250043 
249924 
249931 

054580 
085096 
085102 
085126 
093909 

N 

N 

N 
s 
N 

N 

s 
s 
s 
s 
s 
s 

S 
t"-l 
S 
5 
S 
5 

N 
N 
N 
N 
N 

Less 
Accessories 

575.00 
733.00 
980.00 

1180.00 
i 754.00 

Vv'iih 
Accessories 

NiA 
N/A 
NiA 
N/A 
NiA 

SEE NOTE 

495.00 
693.00 
925.00 

1140.00 
1694.00 

33.00 
57.00 
90.00 

128.00 
191.00 
255.00 
340.00 

CALL 
788.00 
875.00 

1200.00 
1811.00 
3245.00 
4554.00 
7080.00 
9570.00 

73.00 
97.00 

130.00 
168.00 
231.00 
295.00 
380.00 

CALL 
868.00 
955.00 

1280.00 
1891.00 
3345.00 
4654.00 
7180.00 
9670.00 

N/A 
t-J/A 
N/A 
t-J/A 
N/A 

55.00 
88.00 

130.00 
186.00 
269.00 
351.00 
458.00 

1016.00 
1204.00 
1628.00 
2415.00 
4106.00 
6069.00 
9527.00 

12492.00 

95.00 
128.00 
170.00 
226.00 
309.00 
391.00 
498.00 

1096.00 
1284.00 
1708.00 
2495.00 
4206.00 
6169.00 
9627.00 

12592.00 

Domesiic 
Weight 

i iO 
145 
iaO 
220 
3i5 

101 
137 
177 
220 
315 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 
850 

1180 
1595 

LP-5091 
Non-Domesiic 

Weight 

10 

9 
15 
22 
32 
42 

92 
114 
125 
166 
345 
850 

1180 
1595 

8 
9 

15 
22 
32 
42 

92 
114 
125 
166 
345 

II~OTE - For Tapped Tees, Piugs and Caps Oniy: Vv'e stocK 2" iPT Taps oniy. For aii tap sizes other than 2" 
I IPT up to a 4" maximum odd $250.00 to the list price shown for corresponding 2" topped fitting. Special I topped fittings are non-cance!!ob!e and non-returnob!e. Contact CSR for details. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 
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CX 2358-050

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl I=illi .... t'tc: LP-5091 -1"--

_ ... _ .. -. . - ... __ .. _ ... __ . -_ .... 
• •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

Mj iEE TAPT (:2-inch iPij SEE NOTE 

3 067962 N 206.00 268.00 35 
4 068044 5 243.00 323.00 45 
6 D6Bi67 S 338.00 454.00 70 
!3 068280 5 482.00 638.00 104 

iO 068365 N 593.00 785.00 i30 
12 068426 N 805.00 1041.00 180 

••• TII:'II:' I "n"'c.c: I III.ITIl DDlI:'n ....... ILL I """'_<JoJ ..,. ........ .--.--L ..... 

3 067726 S 166.00 228.00 35 
4 067740 S 203.00 283.00 45 
6 067764 S 298.00 414.00 70 
8 067788 S 442.00 598.00 104 

10 067801 t-J 553.00 745.00 130 
12 067825 5 765.00 1001.00 180 

MJ"FLARE ADAPTER 

4 N CALL 35 
(, 1\1 ~A" 50 "'M .... 
8 N CALL 82 

10 ", ...... " 110 " \"'/"\LL 

12 N CALL 160 
14 ", rA" 190 " '-I"\LL 

16 N CALL 270 
'" "' ...... ,1 """ '0 " "-' ...... LL vLU 

20 N CALL 410 
"' "' ,.... A I I r,r 
H " ..... J"\LL ~~~ 

30 N CALL 894 

MJxFE ADAPTER S·· Laying Lenath 

3 070252 N 143.00 174.00 30 
4 070276 5 189.00 229.00 42 
6 070290 S 355595 S 264.00 322.00 62 60 
8 070313 5 244677 5 361.00 439.00 88 85 

10 070337 S 510.00 606.00 120 
12 070351 5 355588 5 659.00 777.00 150 155 
16 070399 S 355601 N 1080.00 1308.00 260 240 
18 070412 5 355618 N 1400.00 1729.00 305 280 
20 070436 5 355625 N 1700.00 2128.00 340 340 
24 070450 5 355632 N 2405.00 3009.00 495 455 

MJxFE ADAPTER 10" Laying Length 

30 070474 N 355649 5 4180.00 5041.00 760 760 
36 355656 5 5885.00 7400.00 1070 
48 449355 N 11640.00 14562.00 1940 

5C 1191C CR 492 • TYLER, TEXAS 757C6 • (8CC) 527-8478 ' FAX ORDERS TO (8CC) 248-9537 C5/C1/C9 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014291 

PUBLIC

MJ ('THi CEMENT LINED 
T"llI:Ir II .... i"" .... t'lln U,,::u·h,., .... i,.,., I .""inl I=illi .... t'tc: LP-5091 -1"--

_ ... _ .. -. . - ... __ .. _ ... __ . -_ .... 
• •••••• ;:J-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

Mj iEE TAPT (:2-inch iPij SEE NOTE 

3 067962 N 206.00 268.00 35 
4 068044 5 243.00 323.00 45 
6 D6Bi67 S 338.00 454.00 70 
!3 068280 5 482.00 638.00 104 

iO 068365 N 593.00 785.00 i30 
12 068426 N 805.00 1041.00 180 

••• TII:'II:' I "n"'c.c: I III.ITIl DDlI:'n ....... ILL I """'_<JoJ ..,. ........ .--.--L ..... 

3 067726 S 166.00 228.00 35 
4 067740 S 203.00 283.00 45 
6 067764 S 298.00 414.00 70 
8 067788 S 442.00 598.00 104 

10 067801 t-J 553.00 745.00 130 
12 067825 5 765.00 1001.00 180 

MJ"FLARE ADAPTER 

4 N CALL 35 
(, 1\1 ~A" 50 "'M .... 
8 N CALL 82 

10 ", ...... " 110 " \"'/"\LL 

12 N CALL 160 
14 ", rA" 190 " '-I"\LL 

16 N CALL 270 
'" "' ...... ,1 """ '0 " "-' ...... LL vLU 

20 N CALL 410 
"' "' ,.... A I I r,r 
H " ..... J"\LL ~~~ 

30 N CALL 894 

MJxFE ADAPTER S·· Laying Lenath 

3 070252 N 143.00 174.00 30 
4 070276 5 189.00 229.00 42 
6 070290 S 355595 S 264.00 322.00 62 60 
8 070313 5 244677 5 361.00 439.00 88 85 

10 070337 S 510.00 606.00 120 
12 070351 5 355588 5 659.00 777.00 150 155 
16 070399 S 355601 N 1080.00 1308.00 260 240 
18 070412 5 355618 N 1400.00 1729.00 305 280 
20 070436 5 355625 N 1700.00 2128.00 340 340 
24 070450 5 355632 N 2405.00 3009.00 495 455 

MJxFE ADAPTER 10" Laying Length 

30 070474 N 355649 5 4180.00 5041.00 760 760 
36 355656 5 5885.00 7400.00 1070 
48 449355 N 11640.00 14562.00 1940 

5C 1191C CR 492 • TYLER, TEXAS 757C6 • (8CC) 527-8478 ' FAX ORDERS TO (8CC) 248-9537 C5/C1/C9 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014291 



CX 2358-051

PUSH·ON C153 cEMENT LINED 
Lp·5091 TvlAI'" Iinift ..... rl .I;,~ Ilnil't.t"'I_TitlllCl Ductile Iron -1"--

_ ... _ .. _._- _ ... _ .. ... -
UPCods670610 Ship UFCode 670610 Ship less Domesiic 

Size Domestic Code Non-Domestic Code Accessories 

Ui 90° (i /4) BENDS 
4 333654 S i39478 S i3S.00 
6 299813 5 139539 5 225.00 
8 332879 S i3959i S 353.00 

10 333685 5 139379 5 527.00 
i2 333555 S i394i6 S 774.00 
14 350767 5 247586 5 1035.00 
i6 350774 S 247623 S i 39i .00 
18 363385 5 2410.00 
20 363392 N 2700.00 
24 363408 N 3539.00 

liT A 01:.0 '1 10\ DI:~lnC ........... ~ I/"'l ............ 

4 333647 S 139454 S 126.00 
6 332862 S 139515 S 187.00 
8 286707 S 139577 S 302.00 

10 333678 S 139362 S 429.00 
12 286714 S 139409 S 582.00 
14 350781 S 247579 S 810.00 
16 350798 S 247616 S 1251.00 
18 363415 S 1045.00 
20 363422 S 1985.00 
24 363439 S 2583.00 

UT 22%:° 11/161 BENDS , ~ , 

4 350804 5 139430 5 117.00 
L ."OL ...... O • 11 ............ • 1 LL ,..,. 
U £"'V'7'7'" ~ 1.;J'7 ..... '7£ ~ I vv.,-"" 
8 286660 5 139553 5 234.00 

'" .".,1LL1 • 11 ... .,11:11: • 111:1 ,..,. 
.U ...... .;JVVI ~ 1.;J'7"'~~ ~ .;J~.;J.VV 

12 299776 5 139393 5 565.00 .. "1I:"D11 • ...... "I'll: L ... • D1" "n 
.~ "'~VVII ~ il."'I~Uil. ~ VIV.VV 

16 333562 5 247609 5 1224.00 ,. .,L1 ...... L • ... " ... 11: "n .v ... V"' ...... V ~ IV ... ~.VV 

20 363453 5 2070.00 
24 1L1 ... L,. • 1 ...... 1'11 ",. 

"'V"' .... ""V ~ '" 1il.'7.VV 

Ui i i%.'-' (i /32j BENDS 

4 350828 5 139423 117.00 
6 299790 5 139485 5 155.00 
8 286721 5 139546 5 230.00 

10 350835 5 139348 5 336.00 
12 299783 5 139386 5 429.00 
14 350842 N 282068 810.00 
16 351610 5 247593 1301.00 
18 363477 5 1045.00 
20 363484 N 1325.00 

S = From Stock to 2 weeks 
N = Non-Stock; Check for c!V(!ilobi!ity_ All \Neights e_~d!Jde occessories 

NOTE: All fiiiings furnished wiih Tyion® goskeis. 

®Registered Trodemork of U.S. Pipe & Foundry 

Restraining lugs ere provided only on sizes 12" and sma!!er. 
05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO (800) 246-9537 

BOX 309· ANNISTON.- ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (800) 226-0806 

Weight 

32 
51 
80 

121 
i 5i 
254 
328 
482 
540 
674 

29 
42 
66 

101 
128 
143 
225 
209 
397 
492 

18 
1" 
~. 

64 
L~ 
W 

III 
"" .u~ 

195 
1"" 
~v. 

414 
<nL 
~'V 

18 
40 
60 
77 
92 

113 
172 
209 
265 

I=illin ... c: ...... ";:'-
Non-Domesiic 

Weight 

30 
53 
83 

124 
i82 
230 
309 

28 
44 
71 

101 
137 
180 
278 

26 
1" 
~. 

55 
01 
g~ 

133 
,on 
.uv 

272 

26 
37 
54 
79 

101 
180 
289 

51 

Confidential McVVane-014292 

PUBLIC

PUSH·ON C153 cEMENT LINED 
Lp·5091 TvlAI'" Iinift ..... rl .I;,~ Ilnil't.t"'I_TitlllCl Ductile Iron -1"--

_ ... _ .. _._- _ ... _ .. ... -
UPCods670610 Ship UFCode 670610 Ship less Domesiic 

Size Domestic Code Non-Domestic Code Accessories 

Ui 90° (i /4) BENDS 
4 333654 S i39478 S i3S.00 
6 299813 5 139539 5 225.00 
8 332879 S i3959i S 353.00 

10 333685 5 139379 5 527.00 
i2 333555 S i394i6 S 774.00 
14 350767 5 247586 5 1035.00 
i6 350774 S 247623 S i 39i .00 
18 363385 5 2410.00 
20 363392 N 2700.00 
24 363408 N 3539.00 

liT A 01:.0 '1 10\ DI:~lnC ........... ~ I/"'l ............ 

4 333647 S 139454 S 126.00 
6 332862 S 139515 S 187.00 
8 286707 S 139577 S 302.00 

10 333678 S 139362 S 429.00 
12 286714 S 139409 S 582.00 
14 350781 S 247579 S 810.00 
16 350798 S 247616 S 1251.00 
18 363415 S 1045.00 
20 363422 S 1985.00 
24 363439 S 2583.00 

UT 22%:° 11/161 BENDS , ~ , 

4 350804 5 139430 5 117.00 
L ."OL ...... O • 11 ............ • 1 LL ,..,. 
U £"'V'7'7'" ~ 1.;J'7 ..... '7£ ~ I vv.,-"" 
8 286660 5 139553 5 234.00 

'" .".,1LL1 • 11 ... .,11:11: • 111:1 ,..,. 
.U ...... .;JVVI ~ 1.;J'7"'~~ ~ .;J~.;J.VV 

12 299776 5 139393 5 565.00 .. "1I:"D11 • ...... "I'll: L ... • D1" "n 
.~ "'~VVII ~ il."'I~Uil. ~ VIV.VV 

16 333562 5 247609 5 1224.00 ,. .,L1 ...... L • ... " ... 11: "n .v ... V"' ...... V ~ IV ... ~.VV 

20 363453 5 2070.00 
24 1L1 ... L,. • 1 ...... 1'11 ",. 

"'V"' .... ""V ~ '" 1il.'7.VV 

Ui i i%.'-' (i /32j BENDS 

4 350828 5 139423 117.00 
6 299790 5 139485 5 155.00 
8 286721 5 139546 5 230.00 

10 350835 5 139348 5 336.00 
12 299783 5 139386 5 429.00 
14 350842 N 282068 810.00 
16 351610 5 247593 1301.00 
18 363477 5 1045.00 
20 363484 N 1325.00 

S = From Stock to 2 weeks 
N = Non-Stock; Check for c!V(!ilobi!ity_ All \Neights e_~d!Jde occessories 

NOTE: All fiiiings furnished wiih Tyion® goskeis. 

®Registered Trodemork of U.S. Pipe & Foundry 

Restraining lugs ere provided only on sizes 12" and sma!!er. 
05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO (800) 246-9537 

BOX 309· ANNISTON.- ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (800) 226-0806 

Weight 

32 
51 
80 

121 
i 5i 
254 
328 
482 
540 
674 

29 
42 
66 

101 
128 
143 
225 
209 
397 
492 

18 
1" 
~. 

64 
L~ 
W 

III 
"" .u~ 

195 
1"" 
~v. 

414 
<nL 
~'V 

18 
40 
60 
77 
92 

113 
172 
209 
265 

I=illin ... c: ...... ";:'-
Non-Domesiic 

Weight 

30 
53 
83 

124 
i82 
230 
309 

28 
44 
71 

101 
137 
180 
278 

26 
1" 
~. 

55 
01 
g~ 

133 
,on 
.uv 

272 

26 
37 
54 
79 

101 
180 
289 

51 

Confidential McVVane-014292 



CX 2358-052

PUSH·ON C153 CEMENT LINED 
T"llI:Ir II .... i"" .... t'1"::t II .... i,.. .... _TiIA nl.,tiIA I ... "" .... Filti .... nc: LP-5091 -1"--

_ ... _ .. _. -- _ ... _ .. . .. --_ ...... - .. _ .. • •••• "::11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

UT X FLG 90" l1i4) BENDS • 
4 363491 S 168.00 31 
6 363507 5 034032 5 242.00 49 57 
8 363514 S 034094 S 383.00 74 90 

10 363521 5 033950 5 570.00 13C 134 
12 363538 S 033998 S 854.00 158 201 
14 363545 N 716.00 159 
16 363552 N 1049.00 233 

UT X FLG 45" (1/81 BENDS • , . , 

4 363569 S 142.00 21 
L ... L ... r'7L • .." ... .111'11110 • "",.11 ,..,.. M •• U .;JUoJIoJIU ~ u ...... u.o ~ ""' .... u'"' ~~ ~o 

8 363583 S 034070 S 306.00 60 72 
.ft ... L.,r ... ,.. • ·u''Ior ,..,.. M .u .;Jt ..... ..,7'" ~ ... 7 .... \1''"' N 

12 363606 S 094012 S 659.00 122 155 
•• ... £.,£1 ... •• .,." ... nn H~ 
.~ .;JV.;JUI.;J .. 1.l.7.VY .u~ 

16 363620 N 1238.00 275 

IJT X FL~ ??'/2° (1/1'" RFNn!: • 1· , . -! ., -
4 363637 5 094029 5 140.00 25 31 
6 363644 5 094043 5 i74.00 44 4i 
8 363651 5 094050 5 247.00 64 58 

iO 363666 5 033936 5 367.00 90 9i 
12 363675 5 094005 5 65500 112 154 
i4 363682 ii 783.00 i74 
16 363699 N 102600 228 

UT X FLG 11'/ .. 0 11 1-:1'" DI:Mnc. !../ V-t _ .... _v . 
4 363705 t'-! 138.00 24 
6 363712 S 094036 S 174.00 30 41 
8 363729 S 034056 S 293.00 61 69 

10 363736 S 033912 S 378.00 80 89 
12 363743 S 033974 S 561.00 94 132 
14 363750 N 765.00 170 
16 363767 N 1026.00 228 

.... _ ... r nno 1'1 , ... \ Dr ........ t! u. A.-- .. 7V \ • I"') g ...... I011'''' 

4 363774 N 200.00 50 
6 363781 N 220.00 47 

UT X PE 45" (1/8) BENDS 

4 363798 N 144.00 22 
6 363804 N 188.00 38 
8 363811 N 255.00 60 

.Flanges may be thinner than thicknesses in AVI'lIA ellO and require shorter bolts or use of washers. 

S = From Stock to 2 wook5 
~~ = NOil-Siock, Check for Uyuilubiliiy, All weighi:; exclude uccessories 

NOTE: All fittings furnished with Tyton® gaskets. 

®R",yibi",r",u Truu"'ffmrk uf U.s. Pipe & Fuunury 

Restraining lugs are provided only on sizes 12" and smaller. 

52 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014293 

PUBLIC

PUSH·ON C153 CEMENT LINED 
T"llI:Ir II .... i"" .... t'1"::t II .... i,.. .... _TiIA nl.,tiIA I ... "" .... Filti .... nc: LP-5091 -1"--

_ ... _ .. _. -- _ ... _ .. . .. --_ ...... - .. _ .. • •••• "::11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

UT X FLG 90" l1i4) BENDS • 
4 363491 S 168.00 31 
6 363507 5 034032 5 242.00 49 57 
8 363514 S 034094 S 383.00 74 90 

10 363521 5 033950 5 570.00 13C 134 
12 363538 S 033998 S 854.00 158 201 
14 363545 N 716.00 159 
16 363552 N 1049.00 233 

UT X FLG 45" (1/81 BENDS • , . , 

4 363569 S 142.00 21 
L ... L ... r'7L • .." ... .111'11110 • "",.11 ,..,.. M •• U .;JUoJIoJIU ~ u ...... u.o ~ ""' .... u'"' ~~ ~o 

8 363583 S 034070 S 306.00 60 72 
.ft ... L.,r ... ,.. • ·u''Ior ,..,.. M .u .;Jt ..... ..,7'" ~ ... 7 .... \1''"' N 

12 363606 S 094012 S 659.00 122 155 
•• ... £.,£1 ... •• .,." ... nn H~ 
.~ .;JV.;JUI.;J .. 1.l.7.VY .u~ 

16 363620 N 1238.00 275 

IJT X FL~ ??'/2° (1/1'" RFNn!: • 1· , . -! ., -
4 363637 5 094029 5 140.00 25 31 
6 363644 5 094043 5 i74.00 44 4i 
8 363651 5 094050 5 247.00 64 58 

iO 363666 5 033936 5 367.00 90 9i 
12 363675 5 094005 5 65500 112 154 
i4 363682 ii 783.00 i74 
16 363699 N 102600 228 

UT X FLG 11'/ .. 0 11 1-:1'" DI:Mnc. !../ V-t _ .... _v . 
4 363705 t'-! 138.00 24 
6 363712 S 094036 S 174.00 30 41 
8 363729 S 034056 S 293.00 61 69 

10 363736 S 033912 S 378.00 80 89 
12 363743 S 033974 S 561.00 94 132 
14 363750 N 765.00 170 
16 363767 N 1026.00 228 

.... _ ... r nno 1'1 , ... \ Dr ........ t! u. A.-- .. 7V \ • I"') g ...... I011'''' 

4 363774 N 200.00 50 
6 363781 N 220.00 47 

UT X PE 45" (1/8) BENDS 

4 363798 N 144.00 22 
6 363804 N 188.00 38 
8 363811 N 255.00 60 

.Flanges may be thinner than thicknesses in AVI'lIA ellO and require shorter bolts or use of washers. 

S = From Stock to 2 wook5 
~~ = NOil-Siock, Check for Uyuilubiliiy, All weighi:; exclude uccessories 

NOTE: All fittings furnished with Tyton® gaskets. 

®R",yibi",r",u Truu"'ffmrk uf U.s. Pipe & Fuunury 

Restraining lugs are provided only on sizes 12" and smaller. 

52 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014293 



CX 2358-053

LP-5091 Tyler Union e153 Union-lite Ductile Iron Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

Ui X PE 2:2%0 (i ii 6j BENDS 

6 
8 

8 

363828 
363835 

36385'1 

N 
N 

N 

i96.00 
242.00 

192.00 
234.00 

liT " FlG ADAPTERS. 
4 
(, 

8 
10 
12 
14 
16 
20 

Ui TEES 

4 
6x4 

6 
8x4 
axo 

8 
i Ox4 
10x6 
'OxS 

10 
12x4 
12x6 
12xB 

12x10 
12 

14x6 
14xl0 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16,,14 

16 
18x6 
18x8 

18xl0 
18x14 
18x16 

20x6 
20x10 
20x12 

350859 
350866 
350873 
350880 
350897 
350903 
350910 
363866 

350927 
350934 
333586 
350941 
350958 
299806 
350965 
350972 
350989 
350996 
333852 
286653 
286646 
351009 
286684 
351016 
351023 
351030 
351047 
351054 
351061 
351078 
351085 
351627 
351092 
363873 
363880 
363897 
363903 
363910 
363927 
363934 

5 
s 
5 
s 
5 
s 
5 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
N 
N 
N 
S 
5 
5 
N 
N 
N 
5 
N 
N 

N 

N 

N 

033875 
135623 
033899 
033813 
033837 

033851 

281818 
281849 
281832 
281870 
281894 
281863 
140078 
140139 
140146 
140061 
281771 
281788 
281795 
140320 
140153 
247791 

247784 
247838 
247845 
247814 
247821 

247807 

5 
s 
5 
s 
5 

5 

S 
5 
S 
5 
S 
S 
S 
S 
S 
S 
S 
S 
5 
S 
5 
S 

5 
5 
5 
5 
5 

5 

12600 
217.00 
319.00 
344.00 
621.00 
779.00 
828.00 

1475.00 

209.00 
238.00 
287.00 
340.00 
366.00 
434.00 
434.00 
595.00 
612.00 
599.00 
548.00 
608.00 
778.00 
663.00 
854.00 
788.00 
878.00 
882.00 

1755.00 
1377.00 
1584.00 
158'1.00 
1728.00 
1571.00 
2273.00 
1625.00 
1720.00 
1710.00 
1810.00 
1775.00 
1845.00 
1845.00 
1880.00 

.F!anges may be thinner than thicknesses in AWWA ell 0 and require shorter bolts or use of vtashers. 
05/01/09 11910 CR 492 • TYLER, TEXAS 75706·18001527-8478· FAX ORDERS TO 18001248-9537 

BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

35 
57 

57 
55 

28 
40 
62 
71 

102 
173 
115 
295 

44 
68 
71 
73 

108 
116 
102 
113 
145 
155 
119 
141 
201 
160 
213 
176 
195 
196 
209 
266 
292 
232 
239 
349 
390 
348 
325 
344 
342 
362 
355 
369 
376 

Non-Domesiic 
Weight 

28 
51 
75 
81 

146 

184 

47 
56 
68 
80 
86 

102 
102 
140 
144 
141 
129 
143 
183 
156 
201 
175 

390 
306 
352 
353 
384 

505 

53 

Confidential McVVane-014294 

PUBLIC

LP-5091 Tyler Union e153 Union-lite Ductile Iron Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

Ui X PE 2:2%0 (i ii 6j BENDS 

6 
8 

8 

363828 
363835 

36385'1 

N 
N 

N 

i96.00 
242.00 

192.00 
234.00 

liT " FlG ADAPTERS. 
4 
(, 

8 
10 
12 
14 
16 
20 

Ui TEES 

4 
6x4 

6 
8x4 
axo 

8 
i Ox4 
10x6 
'OxS 

10 
12x4 
12x6 
12xB 

12x10 
12 

14x6 
14xl0 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16,,14 

16 
18x6 
18x8 

18xl0 
18x14 
18x16 

20x6 
20x10 
20x12 

350859 
350866 
350873 
350880 
350897 
350903 
350910 
363866 

350927 
350934 
333586 
350941 
350958 
299806 
350965 
350972 
350989 
350996 
333852 
286653 
286646 
351009 
286684 
351016 
351023 
351030 
351047 
351054 
351061 
351078 
351085 
351627 
351092 
363873 
363880 
363897 
363903 
363910 
363927 
363934 

5 
s 
5 
s 
5 
s 
5 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
N 
N 
N 
S 
5 
5 
N 
N 
N 
5 
N 
N 

N 

N 

N 

033875 
135623 
033899 
033813 
033837 

033851 

281818 
281849 
281832 
281870 
281894 
281863 
140078 
140139 
140146 
140061 
281771 
281788 
281795 
140320 
140153 
247791 

247784 
247838 
247845 
247814 
247821 

247807 

5 
s 
5 
s 
5 

5 

S 
5 
S 
5 
S 
S 
S 
S 
S 
S 
S 
S 
5 
S 
5 
S 

5 
5 
5 
5 
5 

5 

12600 
217.00 
319.00 
344.00 
621.00 
779.00 
828.00 

1475.00 

209.00 
238.00 
287.00 
340.00 
366.00 
434.00 
434.00 
595.00 
612.00 
599.00 
548.00 
608.00 
778.00 
663.00 
854.00 
788.00 
878.00 
882.00 

1755.00 
1377.00 
1584.00 
158'1.00 
1728.00 
1571.00 
2273.00 
1625.00 
1720.00 
1710.00 
1810.00 
1775.00 
1845.00 
1845.00 
1880.00 

.F!anges may be thinner than thicknesses in AWWA ell 0 and require shorter bolts or use of vtashers. 
05/01/09 11910 CR 492 • TYLER, TEXAS 75706·18001527-8478· FAX ORDERS TO 18001248-9537 

BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

35 
57 

57 
55 

28 
40 
62 
71 

102 
173 
115 
295 

44 
68 
71 
73 

108 
116 
102 
113 
145 
155 
119 
141 
201 
160 
213 
176 
195 
196 
209 
266 
292 
232 
239 
349 
390 
348 
325 
344 
342 
362 
355 
369 
376 

Non-Domesiic 
Weight 

28 
51 
75 
81 

146 

184 

47 
56 
68 
80 
86 

102 
102 
140 
144 
141 
129 
143 
183 
156 
201 
175 

390 
306 
352 
353 
384 

505 

53 

Confidential McVVane-014294 



CX 2358-054

Tyler Union e153 Union-Tite Ductile Iron Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

UT TEES (Con'tj 

20xi4 
20x16 
20xi8 
24x6 

24xl0 
24x12 
24x14 
24x16 
24x18 
24y20 

24 

363941 
363958 
363965 
363972 
363989 
363996 
364009 
364016 
364023 
364030 
364047 

UT X FLG TEES. 

4 
6x4 

6 
8x4 
8x6 

8 
lOx4 
10x6 
lOx8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14xl0 
14x12 

14 
16x6 
16x8 

16xl0 
16xi 2 
16x14 

i6 
1Bx6 
18x8 

1Bx10 
18x14 
18x16 

20x6 
20x10 
20x14 
20xi6 

24x6 
24xiO 
24x12 
24xi4 
24x16 

364054 
364061 
364078 
364085 
364092 
364108 
364115 
364122 
364139 
364146 
364153 
364160 
364177 
364184 
364191 
364207 
364214 
364221 
364238 
363378 
364245 
364252 
364269 
364276 
364283 
364290 
364306 
364313 
364320 
364337 
364344 
364351 
364368 
364375 
364399 
364405 
364412 
364429 
364436 

N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 

s 
5 
s 
5 
s 
5 
s 
5 
5 
5 
5 
5 
S 
5 
S 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
S 
N 
N 
N 
N 

UPCooe 670610 
Non-Domestic 

135722 
135760 
135746 
135807 
135821 
135784 
034261 
135647 
135661 
034247 
034315 
135685 
135708 

034292 
135869 

135883 
135906 

Ship 
Code 

s 
5 
s 
5 
5 
5 
5 
5 
S 
5 
S 
5 
S 

5 
5 

5 
5 

Less 
Accessories 

2420.00 
3050.00 
2695.00 
2447.00 
2510.00 
3481.00 
2846.00 
2972.00 
3ii 3.00 
3297_00 
4641.00 

218.00 
266.00 
298.00 
357.00 
404.00 
480.00 
476.00 
523.00 
629.00 
701.00 
604.00 
672.00 
672.00 
689.00 

1067.00 
1112.00 
1107.00 
1332.00 
1445.00 
1377.00 
1733.00 
1485.00 
1445.00 
1539.00 
1598.00 
1505.00 
1595.00 
1685.00 
1965.00 
2100.00 
1705.00 
2100.00 
2370.00 
2490.00 
2688.00 
2457.00 
2641.00 
2788.00 
2914.00 

... _. . _.. _. _. . . . ........ -- -- . . . - .. - , . 

Domesiic 
Weight 

484 
610 
539 
466 
478 
663 
542 
566 
593 
628 
884 

45 
56 
69 
89 
96 

130 
115 
128 
145 
158 
138 
148 
170 
162 
183 
212 
246 
296 
321 
266 
270 
330 
321 
342 
355 
301 
319 
337 
393 
420 
341 
420 
474 
498 
512 
468 
503 
53i 
555 

... t'tanges may tie mmner man thiCkneSses m AVVVVA r... I I U and require snorter tlOllS or use at wasners. 

54 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

49 
67 
75 
93 
97 

116 
112 
123 
148 
165 
142 
158 
158 

251 
247 

308 
339 

05/01/09 

Confidential McVVane-014295 

PUBLIC

Tyler Union e153 Union-Tite Ductile Iron Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

UT TEES (Con'tj 

20xi4 
20x16 
20xi8 
24x6 

24xl0 
24x12 
24x14 
24x16 
24x18 
24y20 

24 

363941 
363958 
363965 
363972 
363989 
363996 
364009 
364016 
364023 
364030 
364047 

UT X FLG TEES. 

4 
6x4 

6 
8x4 
8x6 

8 
lOx4 
10x6 
lOx8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14xl0 
14x12 

14 
16x6 
16x8 

16xl0 
16xi 2 
16x14 

i6 
1Bx6 
18x8 

1Bx10 
18x14 
18x16 

20x6 
20x10 
20x14 
20xi6 

24x6 
24xiO 
24x12 
24xi4 
24x16 

364054 
364061 
364078 
364085 
364092 
364108 
364115 
364122 
364139 
364146 
364153 
364160 
364177 
364184 
364191 
364207 
364214 
364221 
364238 
363378 
364245 
364252 
364269 
364276 
364283 
364290 
364306 
364313 
364320 
364337 
364344 
364351 
364368 
364375 
364399 
364405 
364412 
364429 
364436 

N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 

s 
5 
s 
5 
s 
5 
s 
5 
5 
5 
5 
5 
S 
5 
S 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
S 
N 
N 
N 
N 

UPCooe 670610 
Non-Domestic 

135722 
135760 
135746 
135807 
135821 
135784 
034261 
135647 
135661 
034247 
034315 
135685 
135708 

034292 
135869 

135883 
135906 

Ship 
Code 

s 
5 
s 
5 
5 
5 
5 
5 
S 
5 
S 
5 
S 

5 
5 

5 
5 

Less 
Accessories 

2420.00 
3050.00 
2695.00 
2447.00 
2510.00 
3481.00 
2846.00 
2972.00 
3ii 3.00 
3297_00 
4641.00 

218.00 
266.00 
298.00 
357.00 
404.00 
480.00 
476.00 
523.00 
629.00 
701.00 
604.00 
672.00 
672.00 
689.00 

1067.00 
1112.00 
1107.00 
1332.00 
1445.00 
1377.00 
1733.00 
1485.00 
1445.00 
1539.00 
1598.00 
1505.00 
1595.00 
1685.00 
1965.00 
2100.00 
1705.00 
2100.00 
2370.00 
2490.00 
2688.00 
2457.00 
2641.00 
2788.00 
2914.00 

... _. . _.. _. _. . . . ........ -- -- . . . - .. - , . 

Domesiic 
Weight 

484 
610 
539 
466 
478 
663 
542 
566 
593 
628 
884 

45 
56 
69 
89 
96 

130 
115 
128 
145 
158 
138 
148 
170 
162 
183 
212 
246 
296 
321 
266 
270 
330 
321 
342 
355 
301 
319 
337 
393 
420 
341 
420 
474 
498 
512 
468 
503 
53i 
555 

... t'tanges may tie mmner man thiCkneSses m AVVVVA r... I I U and require snorter tlOllS or use at wasners. 

54 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

49 
67 
75 
93 
97 

116 
112 
123 
148 
165 
142 
158 
158 

251 
247 

308 
339 

05/01/09 

Confidential McVVane-014295 



CX 2358-055

LP-5091 lyler Union e153 Union-lite Ductile Iron Fittings 
UFCode 670610 

Size Domestic 

UT x SWiVEL TEES 

6 364443 
8x6 364450 

8 364467 
10x6 364474 
10x8 364481 
12x6 364498 
12x8 364504 
14x6 364511 
16x6 364528 
16x8 364535 
18x6 364542 
18x8 364665 
20x6 364672 
24x6 364689 

Ship 
Code 

S 
5 
N 
N 
N 
5 
N 
N 
S 
N 
N 
N 
N 
N 

UFCode 670610 
Non-Domestic 

034339 

451068 

Ship 
Code 

s 

less 
Accessories 

298.00 
425.00 
468.00 
553.00 
663.00 
689.00 
672.00 
909.00 

i03i .00 
1314_00 
i 740.00 
1620.00 
2000.00 
2756.00 

UT WYES (Net induded in AW'."IA Stcndcrd (153) 

8x4 351108 S 281979 S 523.00 
10x4 351115 N 599.00 
10x6 351122 t'-J 281917 S 655.00 
10x8 351139 N 281924 S 680.00 

10 351146 t'-J 281900 S 723.00 
12x4 351153 N 757.00 
12x6 351160 S 281955 S 1003.00 
12x8 351177 N 281962 S 1101.00 

12xl0 351184 !'-J 281948 S 1199.00 
12 351191 N 281931 S 1335.00 

14x6 351207 t'-J 1062.00 
14x8 351214 N 1148.00 

14xl0 351221 N 1463.00 
14 351245 N 2138.00 

16x6 351252 !'-1 1265.00 
16x8 351269 N 1368.00 

16x12 353065 !'-1 1557.00 
i6 35i290 N i 7i 0.00 

UTxPE TEES 

6 364696 5 275.00 
8x6 364702 5 420.00 

12x6 364719 N 59500 
16x6 N 2273.00 

S = From Stock to 2 weeks 
N = Non-Stock; Check for availability . 

. "'''! weigHs exclude accessories 

NOTE: All fittings furnished with Tylon® gaskets. 

®Regisiered irademork of U.S. Fipe & Foundry 

Restraining lugs are provided only on sizes 12" and smaller. 

Domesiic 
Weight 

65 
100 
i iO 
130 
156 
162 
i58 
202 
229 
292 
348 
324 
400 
525 

89 
141 
151 
175 
200 
178 
201 
224 
240 
289 
236 
255 
325 
4'15 
281 
304 
346 
380 

60 
80 

140 
505 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

70 

162 

123 

154 
160 
170 

236 
259 
282 
314 

55 

Confidential McVVane-014296 

PUBLIC

LP-5091 lyler Union e153 Union-lite Ductile Iron Fittings 
UFCode 670610 

Size Domestic 

UT x SWiVEL TEES 

6 364443 
8x6 364450 

8 364467 
10x6 364474 
10x8 364481 
12x6 364498 
12x8 364504 
14x6 364511 
16x6 364528 
16x8 364535 
18x6 364542 
18x8 364665 
20x6 364672 
24x6 364689 

Ship 
Code 

S 
5 
N 
N 
N 
5 
N 
N 
S 
N 
N 
N 
N 
N 

UFCode 670610 
Non-Domestic 

034339 

451068 

Ship 
Code 

s 

less 
Accessories 

298.00 
425.00 
468.00 
553.00 
663.00 
689.00 
672.00 
909.00 

i03i .00 
1314_00 
i 740.00 
1620.00 
2000.00 
2756.00 

UT WYES (Net induded in AW'."IA Stcndcrd (153) 

8x4 351108 S 281979 S 523.00 
10x4 351115 N 599.00 
10x6 351122 t'-J 281917 S 655.00 
10x8 351139 N 281924 S 680.00 

10 351146 t'-J 281900 S 723.00 
12x4 351153 N 757.00 
12x6 351160 S 281955 S 1003.00 
12x8 351177 N 281962 S 1101.00 

12xl0 351184 !'-J 281948 S 1199.00 
12 351191 N 281931 S 1335.00 

14x6 351207 t'-J 1062.00 
14x8 351214 N 1148.00 

14xl0 351221 N 1463.00 
14 351245 N 2138.00 

16x6 351252 !'-1 1265.00 
16x8 351269 N 1368.00 

16x12 353065 !'-1 1557.00 
i6 35i290 N i 7i 0.00 

UTxPE TEES 

6 364696 5 275.00 
8x6 364702 5 420.00 

12x6 364719 N 59500 
16x6 N 2273.00 

S = From Stock to 2 weeks 
N = Non-Stock; Check for availability . 

. "'''! weigHs exclude accessories 

NOTE: All fittings furnished with Tylon® gaskets. 

®Regisiered irademork of U.S. Fipe & Foundry 

Restraining lugs are provided only on sizes 12" and smaller. 

Domesiic 
Weight 

65 
100 
i iO 
130 
156 
162 
i58 
202 
229 
292 
348 
324 
400 
525 

89 
141 
151 
175 
200 
178 
201 
224 
240 
289 
236 
255 
325 
4'15 
281 
304 
346 
380 

60 
80 

140 
505 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

70 

162 

123 

154 
160 
170 

236 
259 
282 
314 

55 

Confidential McVVane-014296 



CX 2358-056

Tyler Union e153 Union-Tite Ductile Iron Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

Ui CROSSES 

6 
8x6 

8 
10x4 
12x8 

12 
14x6 
14xB 

14xl0 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 

333593 
333609 
333616 
351306 
351320 
333074 
351337 
351344 
351351 
35136B 
351375 
351382 
351399 
351405 
351412 
351429 
351436 

Uf REDUCERS 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12xB 

12x10 
14x6 
14x8 

14xlO 
14x12 

16x6 
16xB 

16xl0 
16x12 
16x14 
lBxB 

18xl0 
lBx12 
18x14 
lBx16 
20xl0 
20x12 
20x14 
20xi6 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 

351443 
351450 
351467 
351474 
351481 
351498 
351504 
351511 
298243 
351528 
351535 
351542 
351559 
351566 
351573 
351580 
351597 
351603 
364726 
364733 
364740 
364757 
364764 
364771 
364788 
364795 
364801 
3646i6 
364825 
364632 
364849 
364656 
364863 
3646iO 

S 
5 
S 
N 
S 
N 
N 
N 
N 
N 
N 
S 
S 
S 
S 
S 
S 

s 
5 
5 
N 
5 
5 
5 
5 
S 
5 
N 
N 
N 
N 
N 
N 
N 
5 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

UPCooe 670610 
Non-Domestic 

139683 
139706 
139690 
139652 
139676 
139669 

139782 
139799 
139805 
139713 
139720 
139737 
139751 
139768 
139775 
139744 

247760 
247777 
247746 
247753 

Ship 
Code 

S 
5 
5 
5 
5 
5 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

5 
5 
5 
5 

Less 
Accessories 

315.00 
519.00 
557.00 
612.00 
825.00 

1105.00 
851.00 
918.00 
999.00 

1076_00 
1215.00 
1053_00 
1454.00 
1206.00 
1233.00 
1449.00 
1427.00 

142.00 
198.00 
210.00 
225.00 
315.00 
361.00 
310.00 
378.00 
351.00 
451.00 
378.00 
383.00 
392.00 
468.00 
716.00 
743.00 
666.00 
774.00 
626.00 
710.00 
755.00 
B35.00 

1085.00 
1010.00 

900.00 
1025.00 
1165.00 
i250.00 
1240.00 
1292.00 
1475.00 
1995.00 
2048.00 
22iO.OO 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

96 
117 
156 
116 
240 
241 
189 
204 
222 
239 
270 
234 
323 
268 
274 
322 
317 

32 
46 
49 
58 
47 
53 
80 
58 
74 
82 
84 
85 
87 

104 
94 

104 
130 
152 
139 
142 
151 
167 
217 
202 
180 
205 
233 
250 
248 
246 
281 
360 
390 
42i 

LP-5091 
Non-Domesiic 

Weight 

74 
122 
131 
144 
194 
260 

34 
47 
50 
53 
74 
85 
73 
89 
83 

106 

159 
165 
148 
172 

05/01/09 
BOX 309· Ai-.ii-..liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014297 

PUBLIC

Tyler Union e153 Union-Tite Ductile Iron Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

Ui CROSSES 

6 
8x6 

8 
10x4 
12x8 

12 
14x6 
14xB 

14xl0 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 

333593 
333609 
333616 
351306 
351320 
333074 
351337 
351344 
351351 
35136B 
351375 
351382 
351399 
351405 
351412 
351429 
351436 

Uf REDUCERS 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12xB 

12x10 
14x6 
14x8 

14xlO 
14x12 

16x6 
16xB 

16xl0 
16x12 
16x14 
lBxB 

18xl0 
lBx12 
18x14 
lBx16 
20xl0 
20x12 
20x14 
20xi6 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 

351443 
351450 
351467 
351474 
351481 
351498 
351504 
351511 
298243 
351528 
351535 
351542 
351559 
351566 
351573 
351580 
351597 
351603 
364726 
364733 
364740 
364757 
364764 
364771 
364788 
364795 
364801 
3646i6 
364825 
364632 
364849 
364656 
364863 
3646iO 

S 
5 
S 
N 
S 
N 
N 
N 
N 
N 
N 
S 
S 
S 
S 
S 
S 

s 
5 
5 
N 
5 
5 
5 
5 
S 
5 
N 
N 
N 
N 
N 
N 
N 
5 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

UPCooe 670610 
Non-Domestic 

139683 
139706 
139690 
139652 
139676 
139669 

139782 
139799 
139805 
139713 
139720 
139737 
139751 
139768 
139775 
139744 

247760 
247777 
247746 
247753 

Ship 
Code 

S 
5 
5 
5 
5 
5 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

5 
5 
5 
5 

Less 
Accessories 

315.00 
519.00 
557.00 
612.00 
825.00 

1105.00 
851.00 
918.00 
999.00 

1076_00 
1215.00 
1053_00 
1454.00 
1206.00 
1233.00 
1449.00 
1427.00 

142.00 
198.00 
210.00 
225.00 
315.00 
361.00 
310.00 
378.00 
351.00 
451.00 
378.00 
383.00 
392.00 
468.00 
716.00 
743.00 
666.00 
774.00 
626.00 
710.00 
755.00 
B35.00 

1085.00 
1010.00 

900.00 
1025.00 
1165.00 
i250.00 
1240.00 
1292.00 
1475.00 
1995.00 
2048.00 
22iO.OO 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

Domesiic 
Weight 

96 
117 
156 
116 
240 
241 
189 
204 
222 
239 
270 
234 
323 
268 
274 
322 
317 

32 
46 
49 
58 
47 
53 
80 
58 
74 
82 
84 
85 
87 

104 
94 

104 
130 
152 
139 
142 
151 
167 
217 
202 
180 
205 
233 
250 
248 
246 
281 
360 
390 
42i 

LP-5091 
Non-Domesiic 

Weight 

74 
122 
131 
144 
194 
260 

34 
47 
50 
53 
74 
85 
73 
89 
83 

106 

159 
165 
148 
172 

05/01/09 
BOX 309· Ai-.ii-..liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014297 



CX 2358-057

LP-5091 lyler Union e153 Union-lite Ductile Iron Fittings 
UFCode 670610 

Size Domestic 

UTx FLG REDUCERS 

6x4 364887 
8;:.:4 364894 
8x6 364900 

10;:.:4 364917 
lOx6 364924 
10;:.:8 364931 
12x4 364948 
12;:.:6 364955 
12x8 364962 

12xl0 364979 
14x6 364986 
14;:.:8 364993 

14xl0 365006 
14x12 365013 

16x6 365020 
16x8 365037 

16xl0 365044 
16x12 365051 
16x14 365068 
18x8 365075 

18xl0 365082 
18x12 365099 
18x14 365105 
18x16 365112 
20xiO 365129 
20x14 365136 
20xi6 365143 
24x12 365150 
24x14 365167 
24x16 365174 

Ship 
Code 

• 
5 
S 
5 
N 
5 
S 
N 
S 
S 
S 
N 
N 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
N 
N 
N 
N 
N 
N 
N 

UFCode 670610 
Non-Domestic 

034186 
034209 
034223 

034155 

c:aAI\II 1I:'r..ln Dil:'l I IC:II:'D\ DlI:'nlll"II:'D .... " ............ " .......... \ ....... / ...................... 
6x4 120155 t-~ 

8x4 457596 N 
8x6 052951 t-~ 

12x6 052968 N 
12x8 052975 t-~ 

UT TAPT TEES (2 INCH IPT) SEE NOTE 

4 365181 5 139997 
6 365198 5 140016 
8 365204 5 140054 

10 365211 5 139812 
12 365228 5 139942 

Ship 
Code 

5 
S 
S 

S 

5 
5 
5 
5 
5 

less 
Accessories 

166.00 
196.00 
247.00 
234.00 
251.00 
306.00 
332.00 
320.00 
315.00 
404.00 
545.00 
576.00 
572.00 
648.00 
599.00 
635.00 
711.00 
774.00 
882.00 
785.00 
875.00 

1075.00 
i 170.00 
1230.00 
1170.00 
1245.00 
1360.00 
1376.00 
1654.00 
1722.00 

191.00 
149.00 
183.00 
298.00 
340.00 

144.00 
185.00 
261.00 
299.00 
397.00 

Domesiic 
Weight 

32 
46 
47 
55 
59 
61 
78 
75 
74 
95 

121 
128 
127 
144 
133 
141 
158 
172 
196 
157 
175 
215 
234 
246 
234 
249 
272 
262 
315 
328 

45 
35 
43 
70 
80 

27 
38 
59 
72 
92 

Non-Domesiic 
Weight 

39 
46 
58 

72 

23 
34 
52 
61 
84 

+Flanges may be thinner than thicknesses in AWWA ell 0 and require shorter bolts or use of washers. 

5 = From Stock to 2 ¥leeks 

N = Non-SiocK; CheCK for avaiiabiiiiy. Aii weighis exciude accessories 

NOTE: All fittings furnished with Tyton® gaskets. 

@Registered Trademark of U.S. Pipe & Foundry 

Restraining iugs are provided oniy 
on S!7Ac:. 17" nnrl c:.mn!!Af. 

I NOTE - For Taooed Tees. Pluas and Caos Onlv: We stock 2" I 
IIPT Toos on Iv. ior all la~ siz~s other Ihon 2"·IPT uO to a 4" I 
I ma~im~m add $250.00 10" the list orice shown for corr~soondina I 
12" laooed fittino. 50ecial too oed fittinas are nan-concell~ble and I 
! non-r~urnable. Conl~d CSR io·r ·details - ! 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·18001527-8478· FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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Confidential McVVane-014298 

PUBLIC

LP-5091 lyler Union e153 Union-lite Ductile Iron Fittings 
UFCode 670610 

Size Domestic 

UTx FLG REDUCERS 

6x4 364887 
8;:.:4 364894 
8x6 364900 

10;:.:4 364917 
lOx6 364924 
10;:.:8 364931 
12x4 364948 
12;:.:6 364955 
12x8 364962 

12xl0 364979 
14x6 364986 
14;:.:8 364993 

14xl0 365006 
14x12 365013 

16x6 365020 
16x8 365037 

16xl0 365044 
16x12 365051 
16x14 365068 
18x8 365075 

18xl0 365082 
18x12 365099 
18x14 365105 
18x16 365112 
20xiO 365129 
20x14 365136 
20xi6 365143 
24x12 365150 
24x14 365167 
24x16 365174 

Ship 
Code 

• 
5 
S 
5 
N 
5 
S 
N 
S 
S 
S 
N 
N 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
!\! 
N 
N 
N 
N 
N 
N 
N 
N 

UFCode 670610 
Non-Domestic 

034186 
034209 
034223 

034155 

c:aAI\II 1I:'r..ln Dil:'l I IC:II:'D\ DlI:'nlll"II:'D .... " ............ " .......... \ ....... / ...................... 
6x4 120155 t-~ 

8x4 457596 N 
8x6 052951 t-~ 

12x6 052968 N 
12x8 052975 t-~ 

UT TAPT TEES (2 INCH IPT) SEE NOTE 

4 365181 5 139997 
6 365198 5 140016 
8 365204 5 140054 

10 365211 5 139812 
12 365228 5 139942 

Ship 
Code 

5 
S 
S 

S 

5 
5 
5 
5 
5 

less 
Accessories 

166.00 
196.00 
247.00 
234.00 
251.00 
306.00 
332.00 
320.00 
315.00 
404.00 
545.00 
576.00 
572.00 
648.00 
599.00 
635.00 
711.00 
774.00 
882.00 
785.00 
875.00 

1075.00 
i 170.00 
1230.00 
1170.00 
1245.00 
1360.00 
1376.00 
1654.00 
1722.00 

191.00 
149.00 
183.00 
298.00 
340.00 

144.00 
185.00 
261.00 
299.00 
397.00 

Domesiic 
Weight 

32 
46 
47 
55 
59 
61 
78 
75 
74 
95 

121 
128 
127 
144 
133 
141 
158 
172 
196 
157 
175 
215 
234 
246 
234 
249 
272 
262 
315 
328 

45 
35 
43 
70 
80 

27 
38 
59 
72 
92 

Non-Domesiic 
Weight 

39 
46 
58 

72 

23 
34 
52 
61 
84 

+Flanges may be thinner than thicknesses in AWWA ell 0 and require shorter bolts or use of washers. 

5 = From Stock to 2 ¥leeks 

N = Non-SiocK; CheCK for avaiiabiiiiy. Aii weighis exciude accessories 

NOTE: All fittings furnished with Tyton® gaskets. 

@Registered Trademark of U.S. Pipe & Foundry 

Restraining iugs are provided oniy 
on S!7Ac:. 17" nnrl c:.mn!!Af. 

I NOTE - For Taooed Tees. Pluas and Caos Onlv: We stock 2" I 
IIPT Toos on Iv. ior all la~ siz~s other Ihon 2"·IPT uO to a 4" I 
I ma~im~m add $250.00 10" the list orice shown for corr~soondina I 
12" laooed fittino. 50ecial too oed fittinas are nan-concell~ble and I 
! non-r~urnable. Conl~d CSR io·r ·details - ! 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·18001527-8478· FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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Confidential McVVane-014298 



CX 2358-058

PUSH·ON C153 CEMENT LINED 
T"llI:Ir Union C153 Union-Tite Ductile Iron Filti .... nc: LP-5091 -1"-- ••••• "::11-

UPCooe 670610 Ship UPCooe 670610 Ship 
Size Domestic Code Non-Domestic Code 

.. - ---- CROSSES i2 iNCH iPTj SEE NOTE UI IA ..... 

4 365235 S i3962i S 
6 365242 5 139638 5 
8 365259 S i39645 S 

10 365266 5 139607 5 
i2 365273 S 

UT TEE / CROSS UNTAPPED 

4 450436 S 
(:; 450405 5 
8 451464 S 

10 458449 5 
12 N 

UT PLUGS! SOLID 

4 370406 S 094166 S 
6 370413 S 094173 S 
8 370420 S 094180 S 

10 370437 • 094142 • ~ ~ 

12 370444 S 094159 S 

UT PLUGS I TAPT 2-!NCH !PT SEE NOTE 

4 370451 S 096733 S 

" 370468 5 096740 5 
8 370475 S 096757 S 

10 370482 5 096719 5 
12 370499 S 096726 S 

liT rADC I cnlln 
V' ""_.--~ I ~- ...... 

4 351665 S 137184 S 
6 351672 5 137191 5 
8 351689 S 137207 S 

10 351696 5 137160 5 
12 351702 S 137177 S 

.... ,.Aftro I .. A ft .. ~ ... ,. .. • ft • rorr •• _ .. r 

.. " ",,~r~ I I~rl "'-11-"""" , .. , ~CC I'IIVIC 

4 351719 r 137238 r 
0 0 

6 351726 5 137245 5 
8 351733 S 137252 S 

10 351740 5 137214 5 
12 351757 S 137221 S 

S = From Stock to 2 weeks 

". - "~on-Stock; Check for availability. All · .... eights exclude accessories 

NOTE: Ali fittings furnished with Tyton® gaskets. 

®Reg;stered Trodemork of U.S. f'ipe & Foundry 

RsstiQiiiiiig lugs ms piOvidsd oiily 
on sizes 12" and smaller. 

Less Domesiic Non-Domesiic 
Accessories Weight Weight 

i74.00 27 23 
215.00 38 34 
29i .00 59 52 
329.00 72 61 
427.00 92 

104.00 27 
145.00 38 
221.00 59 
259.00 72 
357.00 92 

54.00 20 12 
85.00 23 20 

115.00 32 27 
153.00 38 36 
185.00 49 44 

94.00 20 12 
125.00 23 20 
155.00 32 27 
193.00 38 36 
225.00 49 44 

63.00 15 14 
B7.00 20 21 

140.00 35 33 
204.00 50 48 
249.00 75 59 

103.00 15 14 
127.00 20 21 
180.00 35 33 
244.00 50 48 
289.00 75 59 

I NOTE For Topped Tees, Plugs and Cops Only: We stock 2" I 
IIPT Tops only. For all top siLes other than 2" IPT up to a 4" I 
I maximum odd $250.00 to the list price shown -for corresponding I 
12" topped -fitting. Special topped -fittings are non-cancellable and I 
I non_returnable. Contact CSR for details I 

58 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· Ai-.ii">liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014299 

PUBLIC

PUSH·ON C153 CEMENT LINED 
T"llI:Ir Union C153 Union-Tite Ductile Iron Filti .... nc: LP-5091 -1"-- ••••• "::11-

UPCooe 670610 Ship UPCooe 670610 Ship 
Size Domestic Code Non-Domestic Code 

.. - ---- CROSSES i2 iNCH iPTj SEE NOTE UI IA ..... 

4 365235 S i3962i S 
6 365242 5 139638 5 
8 365259 S i39645 S 

10 365266 5 139607 5 
i2 365273 S 

UT TEE / CROSS UNTAPPED 

4 450436 S 
(:; 450405 5 
8 451464 S 

10 458449 5 
12 N 

UT PLUGS! SOLID 

4 370406 S 094166 S 
6 370413 S 094173 S 
8 370420 S 094180 S 

10 370437 • 094142 • ~ ~ 

12 370444 S 094159 S 

UT PLUGS I TAPT 2-!NCH !PT SEE NOTE 

4 370451 S 096733 S 

" 370468 5 096740 5 
8 370475 S 096757 S 

10 370482 5 096719 5 
12 370499 S 096726 S 

liT rADC I cnlln 
V' ""_.--~ I ~- ...... 

4 351665 S 137184 S 
6 351672 5 137191 5 
8 351689 S 137207 S 

10 351696 5 137160 5 
12 351702 S 137177 S 

.... ,.Aftro I .. A ft .. ~ ... ,. .. • ft • rorr •• _ .. r 

.. " ",,~r~ I I~rl "'-11-"""" , .. , ~CC I'IIVIC 

4 351719 r 137238 r 
0 0 

6 351726 5 137245 5 
8 351733 S 137252 S 

10 351740 5 137214 5 
12 351757 S 137221 S 

S = From Stock to 2 weeks 

". - "~on-Stock; Check for availability. All · .... eights exclude accessories 

NOTE: Ali fittings furnished with Tyton® gaskets. 

®Reg;stered Trodemork of U.S. f'ipe & Foundry 

RsstiQiiiiiig lugs ms piOvidsd oiily 
on sizes 12" and smaller. 

Less Domesiic Non-Domesiic 
Accessories Weight Weight 

i74.00 27 23 
215.00 38 34 
29i .00 59 52 
329.00 72 61 
427.00 92 

104.00 27 
145.00 38 
221.00 59 
259.00 72 
357.00 92 

54.00 20 12 
85.00 23 20 

115.00 32 27 
153.00 38 36 
185.00 49 44 

94.00 20 12 
125.00 23 20 
155.00 32 27 
193.00 38 36 
225.00 49 44 

63.00 15 14 
B7.00 20 21 

140.00 35 33 
204.00 50 48 
249.00 75 59 

103.00 15 14 
127.00 20 21 
180.00 35 33 
244.00 50 48 
289.00 75 59 

I NOTE For Topped Tees, Plugs and Cops Only: We stock 2" I 
IIPT Tops only. For all top siLes other than 2" IPT up to a 4" I 
I maximum odd $250.00 to the list price shown -for corresponding I 
12" topped -fitting. Special topped -fittings are non-cancellable and I 
I non_returnable. Contact CSR for details I 

58 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· Ai-.ii">liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014299 



CX 2358-059

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 

90° (i/4) BEND FLANGED 
2 
:I 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

382898 
121619 
i 21 633 
121695 
i21756 
121817 
121893 
121916 
121930 
121978 
122012 
122036 
122050 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
N 

UFCode 670610 
Non-Domestic 

131809 
131847 
131922 
132028 
i 32 i 03 
131625 
131724 
133124 
133209 
133247 
133261 
133308 
131366 
045472 
045434 
045397 

90() (1/4) BASE BEf'-JD FLANGED 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

122210 
122234 
122296 
122357 
122456 
122593 
122616 
122630 
122654 
1226'18 
122692 
122'115 

5 
s 
5 
S 
5 
S 
!'-J 
S 
!'-J 
N 
!'-J 
N 

131380 
131403 
131427 
131441 
097525 
097549 
098805 
098829 
098843 
09886'1 
098881 
09'1266 

460503 

90() (1/4) RECUCltJG BEND FLANGED 

4;.;:3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 

121657 

121671 

121718 

121732 

121770 
121794 

121831 
121855 
121879 

5 
N 
5 
N 
S 
N 
5 
N 
S 
5 
N 
5 
s 
5 
N 
!'-J 
N 

131946 

132042 

097761 

132110 

131649 
131663 

131762 
131786 
131748 

Ship 
Code 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
S 

5 
s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
!'-J 
N 
!'-J 

5 

5 

s 

5 

S 
5 

5 
s 
5 

Less 

Accessories 

i 04.00 
136.00 
203.00 
300.00 
492.00 
768.00 
984.00 

1339.00 
1687.00 
2282.00 
2844.00 
5235.00 
7675.00 

11980.00 
18330.00 
24570.00 

166.00 
248.00 
398.00 
675.00 
893.00 

1288.00 
1620.00 
2003.00 
2825.00 
3610.00 
5923.00 
8938.00 

13118.00 
20'190.00 
27660.00 

131.00 
CALL 

234.00 
CALL 

319.00 
CALL 

361.00 
CALL 

574.00 
638.00 

CALL 
680.00 
765.00 
893.00 

CALL 
CALL 
CALL 

Domestic 

Weight 

14 
26 
44 
68 

ii5 
164 
236 
387 
478 
527 
878 

1257 
1755 

38 
55 
83 

141 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
55 
58 
60 
75 
82 
90 

105 
126 
150 
160 
165 
191 
218 
230 
240 
280 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

16 
29 
45 
71 

ii6 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

145 
210 
300 
360 
445 
565 
'100 

1030 
1625 
2385 
3465 
4610 

29 

55 

75 

85 

135 
150 

160 
180 
210 

59 

Confidential McVVane-O 14300 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 

90° (i/4) BEND FLANGED 
2 
:I 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

382898 
121619 
i 21 633 
121695 
i21756 
121817 
121893 
121916 
121930 
121978 
122012 
122036 
122050 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
N 

UFCode 670610 
Non-Domestic 

131809 
131847 
131922 
132028 
i 32 i 03 
131625 
131724 
133124 
133209 
133247 
133261 
133308 
131366 
045472 
045434 
045397 

90() (1/4) BASE BEf'-JD FLANGED 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

122210 
122234 
122296 
122357 
122456 
122593 
122616 
122630 
122654 
1226'18 
122692 
122'115 

5 
s 
5 
S 
5 
S 
!'-J 
S 
!'-J 
N 
!'-J 
N 

131380 
131403 
131427 
131441 
097525 
097549 
098805 
098829 
098843 
09886'1 
098881 
09'1266 

460503 

90() (1/4) RECUCltJG BEND FLANGED 

4;.;:3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 

121657 

121671 

121718 

121732 

121770 
121794 

121831 
121855 
121879 

5 
N 
5 
N 
S 
N 
5 
N 
S 
5 
N 
5 
s 
5 
N 
!'-J 
N 

131946 

132042 

097761 

132110 

131649 
131663 

131762 
131786 
131748 

Ship 
Code 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
S 

5 
s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
!'-J 
N 
!'-J 

5 

5 

s 

5 

S 
5 

5 
s 
5 

Less 

Accessories 

i 04.00 
136.00 
203.00 
300.00 
492.00 
768.00 
984.00 

1339.00 
1687.00 
2282.00 
2844.00 
5235.00 
7675.00 

11980.00 
18330.00 
24570.00 

166.00 
248.00 
398.00 
675.00 
893.00 

1288.00 
1620.00 
2003.00 
2825.00 
3610.00 
5923.00 
8938.00 

13118.00 
20'190.00 
27660.00 

131.00 
CALL 

234.00 
CALL 

319.00 
CALL 

361.00 
CALL 

574.00 
638.00 

CALL 
680.00 
765.00 
893.00 

CALL 
CALL 
CALL 

Domestic 

Weight 

14 
26 
44 
68 

ii5 
164 
236 
387 
478 
527 
878 

1257 
1755 

38 
55 
83 

141 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
55 
58 
60 
75 
82 
90 

105 
126 
150 
160 
165 
191 
218 
230 
240 
280 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

16 
29 
45 
71 

ii6 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

145 
210 
300 
360 
445 
565 
'100 

1030 
1625 
2385 
3465 
4610 

29 

55 

75 

85 

135 
150 

160 
180 
210 

59 

Confidential McVVane-O 14300 



CX 2358-060

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCooe 670610 Ship 

Size Domestic Code 
UPCooe 670610 

Non-Domestic 
Ship 
Code 

Less 
Accessories 

Domesiic 
Weight 

90° (i i4j REDUCiNG BEND FLANGED (Con'tj 
i4xi2 
16x8 

i 6xiO 
16x12 
i 6xi4 
18x12 
i 8xi4 
18x16 
20xi2 
20x14 
20xi6 
20x18 
24x14 
24x16 
24x18 
24x20 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CALL 
CALL 
CALL 

320 
300 
340 
380 
420 
440 
480 
540 
570 
520 
640 
680 
865 
880 
930 

1010 

90° (1/4) REDUC!NG BASE BEND FLAf'-JGED W!TH BASE UNDER LARGE END 

4x3 122258 t-.J 195.00 43 
6x4 122319 N 319.00 75 
8x4 122371 N 489.00 115 
8x6 122395 N 553.00 130 

10x6 122432 N 745.00 175 
10x8 122494 N 832.00 196 
12x6 122555 N 978.00 230 
12x8 122531 N 1084.00 255 

12x10 122579 N 1211.00 285 
14x6 N CALL 300 
14xB N CA.LL 310 

14xl0 N CALL 350 
14x12 N CA.LL 390 
16x8 N CALL 37'5 

16x10 N CALL 415 
i6xi2 N CALL 455 
18x12 N CALL 555 
i8xi6 N CALL 655 
20x12 N CA.LL 640 
20xi6 N CALL 760 
24x16 N CALL 1010 
24x18 N CALL 1060 
24x20 N CALL 1140 

90° (1/4) REDUCING BASE BEND FLANGED WITH BASE UNDER SMALL END 
4x3 
6x4 
8x4 
8x6 

10)(6 
10x8 
12x6 
12x8 

122272 
122333 
245360 
122418 
122470 
341550 
334712 
284475 

N 
N 
N 
N 
N 
N 
N 
N 

S = F'-Orii Siock io 2 weeks 

203.00 
319.00 
502.00 
553.00 
723.00 
782.00 
978.00 

1084.00 

~~ = Non-Siocki Che<.:!.. for uvuilubiliiy. 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

45 
75 

115 
130 
170 
195 
230 
255 

BOX 309' Ai-.ii-.iiSTOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential 

LP-5091 
Non-Domesiic 

Weight 

05/01/09 

McVVane-O 1430 1 

PUBLIC

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCooe 670610 Ship 

Size Domestic Code 
UPCooe 670610 

Non-Domestic 
Ship 
Code 

Less 
Accessories 

Domesiic 
Weight 

90° (i i4j REDUCiNG BEND FLANGED (Con'tj 
i4xi2 
16x8 

i 6xiO 
16x12 
i 6xi4 
18x12 
i 8xi4 
18x16 
20xi2 
20x14 
20xi6 
20x18 
24x14 
24x16 
24x18 
24x20 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CAll 
CALL 
CALL 
CALL 
CALL 

320 
300 
340 
380 
420 
440 
480 
540 
570 
520 
640 
680 
865 
880 
930 

1010 

90° (1/4) REDUC!NG BASE BEND FLAf'-JGED W!TH BASE UNDER LARGE END 

4x3 122258 t-.J 195.00 43 
6x4 122319 N 319.00 75 
8x4 122371 N 489.00 115 
8x6 122395 N 553.00 130 

10x6 122432 N 745.00 175 
10x8 122494 N 832.00 196 
12x6 122555 N 978.00 230 
12x8 122531 N 1084.00 255 

12x10 122579 N 1211.00 285 
14x6 N CALL 300 
14xB N CA.LL 310 

14xl0 N CALL 350 
14x12 N CA.LL 390 
16x8 N CALL 37'5 

16x10 N CALL 415 
i6xi2 N CALL 455 
18x12 N CALL 555 
i8xi6 N CALL 655 
20x12 N CA.LL 640 
20xi6 N CALL 760 
24x16 N CALL 1010 
24x18 N CALL 1060 
24x20 N CALL 1140 

90° (1/4) REDUCING BASE BEND FLANGED WITH BASE UNDER SMALL END 
4x3 
6x4 
8x4 
8x6 

10)(6 
10x8 
12x6 
12x8 

122272 
122333 
245360 
122418 
122470 
341550 
334712 
284475 

N 
N 
N 
N 
N 
N 
N 
N 

S = F'-Orii Siock io 2 weeks 

203.00 
319.00 
502.00 
553.00 
723.00 
782.00 
978.00 

1084.00 

~~ = Non-Siocki Che<.:!.. for uvuilubiliiy. 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 

45 
75 

115 
130 
170 
195 
230 
255 

BOX 309' Ai-.ii-.iiSTOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential 

LP-5091 
Non-Domesiic 

Weight 

05/01/09 

McVVane-O 1430 1 



CX 2358-061

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 
Domestic 

Weight 

90° (i/4) REDUCiNG BASE BEND FLANGED WiTH BASE UNDER SMALL END (Con't) 
i2xiO 298236 N i21 LOO 285 
14x6 N CALL 300 
14x8 N CALL 310 

14xl0 N c..l\U .. 350 
i 4xi2 N CALL 390 
16x8 N c..l\U .. 375 

i oxi 0 N CALL 4i5 
16x12 N c.1\U .. 455 
i 8xi 2 N CALL 555 
lBx16 N c.~U_ 655 
20x12 N CALL 640 
20x16 N C.4ll 760 
24x16 N CALL 1010 
24x18 N CALL 1060 
24x20 N CALL 1140 

90" l1i4i LONG RADiUS BEND fLANGED 
3 122739 S 131502 S 143.00 32 

" 122753 S 131526 S 225.00 50 
6 122777 S 131540 S 389.00 80 
8 122791 S 131564 S 647.00 154 

10 122814 S 131465 S 914.00 230 
12 122838 S 131489 S 1381.00 325 

12x6 449782 N 956.00 225 
14 122852 !'-J 098904 S 1733.00 450 
16 122876 S 098928 S 2273.00 '130 
18 t'-J CALL 840 
20 451099 N 5400.00 1080 
24 t'-J C.A,LL 1640 

nno I .. , ... \ nr ..... ,. .... ~ • " ... ~ nA ....... ~ Dr ....... r. A ... ~r .... 
7U \ .'""'1 n. ...... "' .............. _ ....... ~..,."' ... g ..... .., .--_ ......... .., 

L._ ~ ., 1'"'01.11 7n 
Vh~ " \..orl.L.L. ,v 
8x4 N CALL 100 
O .. L t-~ 1'"'01.11 ,on 
VhV \..orl.L.L. 'LV 

10x6 N CALL 170 
1 (\ •• O t-~ rAil we 
IVAU \..orl.L.L. '7" 

12x6 N CALL 225 
12x8 N CALL 260 
14x8 N CALL 330 

14x12 N CALL 425 
16x8 N CALL 420 

16x12 N CALL 530 
18x12 N CALL 635 
I 8xl 6 N CALL 775 
20x16 N CALL 915 
24x16 N CALL 1300 
24x20 N CALL 1430 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

30 
50 
80 

140 
215 
325 

385 
505 

61 

Confidential McVVane-O 14302 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 
Domestic 

Weight 

90° (i/4) REDUCiNG BASE BEND FLANGED WiTH BASE UNDER SMALL END (Con't) 
i2xiO 298236 N i21 LOO 285 
14x6 N CALL 300 
14x8 N CALL 310 

14xl0 N c..l\U .. 350 
i 4xi2 N CALL 390 
16x8 N c..l\U .. 375 

i oxi 0 N CALL 4i5 
16x12 N c.1\U .. 455 
i 8xi 2 N CALL 555 
lBx16 N c.~U_ 655 
20x12 N CALL 640 
20x16 N C.4ll 760 
24x16 N CALL 1010 
24x18 N CALL 1060 
24x20 N CALL 1140 

90" l1i4i LONG RADiUS BEND fLANGED 
3 122739 S 131502 S 143.00 32 

" 122753 S 131526 S 225.00 50 
6 122777 S 131540 S 389.00 80 
8 122791 S 131564 S 647.00 154 

10 122814 S 131465 S 914.00 230 
12 122838 S 131489 S 1381.00 325 

12x6 449782 N 956.00 225 
14 122852 !'-J 098904 S 1733.00 450 
16 122876 S 098928 S 2273.00 '130 
18 t'-J CALL 840 
20 451099 N 5400.00 1080 
24 t'-J C.A,LL 1640 

nno I .. , ... \ nr ..... ,. .... ~ • " ... ~ nA ....... ~ Dr ....... r. A ... ~r .... 
7U \ .'""'1 n. ...... "' .............. _ ....... ~..,."' ... g ..... .., .--_ ......... .., 

L._ ~ ., 1'"'01.11 7n 
Vh~ " \..orl.L.L. ,v 
8x4 N CALL 100 
O .. L t-~ 1'"'01.11 ,on 
VhV \..orl.L.L. 'LV 

10x6 N CALL 170 
1 (\ •• O t-~ rAil we 
IVAU \..orl.L.L. '7" 

12x6 N CALL 225 
12x8 N CALL 260 
14x8 N CALL 330 

14x12 N CALL 425 
16x8 N CALL 420 

16x12 N CALL 530 
18x12 N CALL 635 
I 8xl 6 N CALL 775 
20x16 N CALL 915 
24x16 N CALL 1300 
24x20 N CALL 1430 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

30 
50 
80 

140 
215 
325 

385 
505 

61 

Confidential McVVane-O 14302 



CX 2358-062

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

UPCooe 670610 
Non-Domestic 

Ship 
Code 

90° (ii4j LONG RADiUS BASE BEND FLANGED 

3 i22890 N 
4 122913 N 
6 i22937 S 
!3 122951 N 

iO i22y75 N i3i373 S 
12 122999 N 034100 5 
14 123019 N 
16 123033 N 
18 N 
20 N 
24 N 

Less 

Accessories 

195.00 
270.00 
391.00 
850.00 
ii 69.00 
1772.00 
26 i 0.00 
3870.00 

CALL 
CAll 
CALL 

Domssiic 
Weight 

35 
60 
92 

200 
275 
409 
580 
860 
935 

1165 
1725 

LP-5091 
Non-Domesiic 

Weight 

420 
420 

90° (1/4) REDUC;r~G LOr~G RADIUS BASE BEND, BASE UNDER SMALL END FLANGED 
8x4 N CALL 160 
8x6 N CALL 180 

10x6 N CALL 235 
10x8 N CALL 260 
, "'- . ..1 ., 
ILAU " 

........ ,' 310 ........... LL 

12x8 N CALL 345 
14x8 

., 
" 

...... ,' 425 ..... /"\LL 

16x8 N CALL 530 
, ..1 __ , ..... ., rA" Un 
IUAIL " '-I"\LL u~u 

18x12 N CALL 790 
"11\ __ 1 L ., rltll ll\..,./: 
LVXIU " "-' ...... LL IV/.,) 

24x16 N CALL 1475 
..., ~ .. 1 0 ., ,... .. " lcnn 
L ........ U " ..... I"\LL I..JVV 

24x20 N CALL 1605 

90" (1i4) SIDE OUTLET BEND FLANGED 
4 N CALL 60 
6 N CALL 96 
8 N CALL 150 

10 N CALL 240 
12 N CALL 340 
14 N CALL 470 
16 N CALL 620 
18 N CALL 760 
20 N CALL 970 
24 N CALL 1510 

900 (1/4) FLANGExFLARE ELL 

3 123118 N 097686 S 143.00 25 30 
4 123132 5 097709 5 203.00 40 45 
6 123156 S 097723 S 298.00 70 75 
0 .. ."., .. "I'n < nn"l'''I'II''1' < I: .. n nn "0 '~n U • ..&. ... IIV ~ V711"'1'1 ~ ., .v.vv , 'u uv 

10 123194 S 097587 S 829.00 175 195 
,~ .. .".,." .. .,. < nft"l'£"'111 < .... £ft nn ~A< ~u 
U • ..&. ... ..&. II ~ V7IV..&."'I' ~ I.V7.VV ~~~ ~N 

14 123231 N 098966 S 1530.00 450 340 
>L .. .".,.".1:..1:. N nftaftan 
'U ....... ..&..,., V7",,,,,,,V < ."n"l'n nn ~nn ALn 

~ "'VIV.VV .VV ~uv 

62 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-O 14303 

PUBLIC

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

UPCooe 670610 
Non-Domestic 

Ship 
Code 

90° (ii4j LONG RADiUS BASE BEND FLANGED 

3 i22890 N 
4 122913 N 
6 i22937 S 
!3 122951 N 

iO i22y75 N i3i373 S 
12 122999 N 034100 5 
14 123019 N 
16 123033 N 
18 N 
20 N 
24 N 

Less 

Accessories 

195.00 
270.00 
391.00 
850.00 
ii 69.00 
1772.00 
26 i 0.00 
3870.00 

CALL 
CAll 
CALL 

Domssiic 
Weight 

35 
60 
92 

200 
275 
409 
580 
860 
935 

1165 
1725 

LP-5091 
Non-Domesiic 

Weight 

420 
420 

90° (1/4) REDUC;r~G LOr~G RADIUS BASE BEND, BASE UNDER SMALL END FLANGED 
8x4 N CALL 160 
8x6 N CALL 180 

10x6 N CALL 235 
10x8 N CALL 260 
, "'- . ..1 ., 
ILAU " 

........ ,' 310 ........... LL 

12x8 N CALL 345 
14x8 

., 
" 

...... ,' 425 ..... /"\LL 

16x8 N CALL 530 
, ..1 __ , ..... ., rA" Un 
IUAIL " '-I"\LL u~u 

18x12 N CALL 790 
"11\ __ 1 L ., rltll ll\..,./: 
LVXIU " "-' ...... LL IV/.,) 

24x16 N CALL 1475 
..., ~ .. 1 0 ., ,... .. " lcnn 
L ........ U " ..... I"\LL I..JVV 

24x20 N CALL 1605 

90" (1i4) SIDE OUTLET BEND FLANGED 
4 N CALL 60 
6 N CALL 96 
8 N CALL 150 

10 N CALL 240 
12 N CALL 340 
14 N CALL 470 
16 N CALL 620 
18 N CALL 760 
20 N CALL 970 
24 N CALL 1510 

900 (1/4) FLANGExFLARE ELL 

3 123118 N 097686 S 143.00 25 30 
4 123132 5 097709 5 203.00 40 45 
6 123156 S 097723 S 298.00 70 75 
0 .. ."., .. "I'n < nn"l'''I'II''1' < I: .. n nn "0 '~n U • ..&. ... IIV ~ V711"'1'1 ~ ., .v.vv , 'u uv 

10 123194 S 097587 S 829.00 175 195 
,~ .. .".,." .. .,. < nft"l'£"'111 < .... £ft nn ~A< ~u 
U • ..&. ... ..&. II ~ V7IV..&."'I' ~ I.V7.VV ~~~ ~N 

14 123231 N 098966 S 1530.00 450 340 
>L .. .".,.".1:..1:. N nftaftan 
'U ....... ..&..,., V7",,,,,,,V < ."n"l'n nn ~nn ALn 

~ "'VIV.VV .VV ~uv 

62 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-O 14303 



CX 2358-063

HANGED cno cEMENT LINED 
LP-5091 TvlAI'" Iinift .... n • .,·til.tClo I ... ", .... ,..11 n 1=1" .... ,..lII:Iori I=illi .... ,..c: .,"_. _ ... _ .. -_ ..... - .. _ .. -. . - •• _ •• ::11-- •••••• "::11-

UPCods670610 Ship UFCode 670610 Ship Less Domestic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

90° (i /4) FLANGExFLARE ELL iCon'l; 
i8 i23279 N 099048 S 2800.00 685 560 
20 333326 N 099123 S 3500.00 860 700 
24 i23293 N 099i85 S 6325.00 ii9S nOG 
30 N c..l\U .. 1565 

ono 1'1 {II\ ':1 1l1l..~I:_1I:1 I\DE: I " ... ~ Dllnllllit DII:'II..n 11:'1 ""I~lI:'n 
7V \ .' .... 1 • .,.,. ... _ .. A • .,.,.n.1. .. _1 .. _ ~"'.""<J ............... rIo ... _ ...... 

6 t-J CALL m 
" 

8 N CALL 145 
10 t'-J CALL 225 
12 N CALL 225 
14 t-J CALL 445 
16 N CALL 700 
18 t-J CALL 765 
20 N CALL 990 
24 t-J CALL 1340 

•• 0 1'1 In, nr ....... rl " ... "..r .... .. " ~ 1/ 0l DCI,..., rLM''IUCLI 

3 ' ..... "'''''L , 
131823 

, 
1 05.00 20 20 IL~';'IU 0 0 

4 123330 S 131908 S 181.00 40 40 , 
123354 

, 
132004 

, .... l .. 1'\1'\ 55 55 U 0 0 LU't.UV 

8 123378 S 132097 S 407.00 91 90 
10 123392 • , .. ,Ln, , L A-' nn 130 130 0 I.,)IUVI 0 U ..... /.VV 

12 123415 S 131700 S 829.00 195 195 , , '''' ..... n • ' .... 'nn , ,nA'" nrt. 0« ""n ,~ 1 L.,)",+.,) 7 0 I.,).,)IVV 0 IV ..... L.VV L~J LLV 

16 123453 S 133186 S 1324.00 315 280 
'0 ,,,, ... -'7 • , .... "''1 .. , , L'l c: rt.rt. '"" 0"< 'u IL,J"'+II 0 I,J,JLL,J 0 IUL..J.VV ~LL JLJ 

20 123491 S 099109 S 2425.00 485 430 
"' , ....... 1:, • ., ' ......... 01: • .. ort. .. rt.rt. < " Lon 
L~ IL,J.,) I ..... " I,J,JLO..J 0 ,JOV.,).VV J~' UJV 

30 123538 N 097280 S 6160.00 1335 1120 
OL rt.AI:AOrt. • rt.L 1: .. rt.rt. '71:1: JU V .............. U7 J 7V,J-.l.VV 1 I ........ 

42 045441 S 15600.00 2600 
'0 rt.AI: An .. • ..... , A Ort. rt.rt. ..I:on 
~U V .............. V-.l J L I ..... UV.VV -.l .... uv 

22%0 (i Ii 6j BEND FLANGED 
3 123590 N 097662 S 95.00 22 20 
4 123613 S 131885 S 179.00 40 40 
6 123637 5 131984 S 253.00 58 55 
8 123651 S 132080 S 398.00 88 90 

10 123675 5 131588 5 618.00 130 135 
12 123699 S 131687 S 890.00 195 205 
14 123712 N 098942 5 1013.00 250 225 
16 123736 N 133162 S 1369.00 417 285 
18 123750 N 099024 5 1675.00 402 335 
20 123774 N 099086 S 2175.00 505 435 
24 123798 N 099161 5 3680.00 528 640 
30 247401 N 097327 S 6243.00 1385 1135 
36 045496 5 9845.00 1790 
42 045458 S 15990.00 2665 
48 045410 5 21990.00 3665 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

63 

Confidential McVVane-014304 

PUBLIC

HANGED cno cEMENT LINED 
LP-5091 TvlAI'" Iinift .... n • .,·til.tClo I ... ", .... ,..11 n 1=1" .... ,..lII:Iori I=illi .... ,..c: .,"_. _ ... _ .. -_ ..... - .. _ .. -. . - •• _ •• ::11-- •••••• "::11-

UPCods670610 Ship UFCode 670610 Ship Less Domestic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

90° (i /4) FLANGExFLARE ELL iCon'l; 
i8 i23279 N 099048 S 2800.00 685 560 
20 333326 N 099123 S 3500.00 860 700 
24 i23293 N 099i85 S 6325.00 ii9S nOG 
30 N c..l\U .. 1565 

ono 1'1 {II\ ':1 1l1l..~I:_1I:1 I\DE: I " ... ~ Dllnllllit DII:'II..n 11:'1 ""I~lI:'n 
7V \ .' .... 1 • .,.,. ... _ .. A • .,.,.n.1. .. _1 .. _ ~"'.""<J ............... rIo ... _ ...... 

6 t-J CALL m 
" 

8 N CALL 145 
10 t'-J CALL 225 
12 N CALL 225 
14 t-J CALL 445 
16 N CALL 700 
18 t-J CALL 765 
20 N CALL 990 
24 t-J CALL 1340 

•• 0 1'1 In, nr ....... rl " ... "..r .... .. " ~ 1/ 0l DCI,..., rLM''IUCLI 

3 ' ..... "'''''L , 
131823 

, 
1 05.00 20 20 IL~';'IU 0 0 

4 123330 S 131908 S 181.00 40 40 , 
123354 

, 
132004 

, .... l .. 1'\1'\ 55 55 U 0 0 LU't.UV 

8 123378 S 132097 S 407.00 91 90 
10 123392 • , .. ,Ln, , L A-' nn 130 130 0 I.,)IUVI 0 U ..... /.VV 

12 123415 S 131700 S 829.00 195 195 , , '''' ..... n • ' .... 'nn , ,nA'" nrt. 0« ""n ,~ 1 L.,)",+.,) 7 0 I.,).,)IVV 0 IV ..... L.VV L~J LLV 

16 123453 S 133186 S 1324.00 315 280 
'0 ,,,, ... -'7 • , .... "''1 .. , , L'l c: rt.rt. '"" 0"< 'u IL,J"'+II 0 I,J,JLL,J 0 IUL..J.VV ~LL JLJ 

20 123491 S 099109 S 2425.00 485 430 
"' , ....... 1:, • ., ' ......... 01: • .. ort. .. rt.rt. < " Lon 
L~ IL,J.,) I ..... " I,J,JLO..J 0 ,JOV.,).VV J~' UJV 

30 123538 N 097280 S 6160.00 1335 1120 
OL rt.AI:AOrt. • rt.L 1: .. rt.rt. '71:1: JU V .............. U7 J 7V,J-.l.VV 1 I ........ 

42 045441 S 15600.00 2600 
'0 rt.AI: An .. • ..... , A Ort. rt.rt. ..I:on 
~U V .............. V-.l J L I ..... UV.VV -.l .... uv 

22%0 (i Ii 6j BEND FLANGED 
3 123590 N 097662 S 95.00 22 20 
4 123613 S 131885 S 179.00 40 40 
6 123637 5 131984 S 253.00 58 55 
8 123651 S 132080 S 398.00 88 90 

10 123675 5 131588 5 618.00 130 135 
12 123699 S 131687 S 890.00 195 205 
14 123712 N 098942 5 1013.00 250 225 
16 123736 N 133162 S 1369.00 417 285 
18 123750 N 099024 5 1675.00 402 335 
20 123774 N 099086 S 2175.00 505 435 
24 123798 N 099161 5 3680.00 528 640 
30 247401 N 097327 S 6243.00 1385 1135 
36 045496 5 9845.00 1790 
42 045458 S 15990.00 2665 
48 045410 5 21990.00 3665 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

63 

Confidential McVVane-014304 



CX 2358-064

Tyler Union Ductile Iron ell 0 Flanged Fittings 

Size 

3 
4 
6 
!3 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 
42 
48 

UPCooe 670610 Ship 
Domestic Code 

i238i i 
123835 
i23859 
123873 
i23897 
123910 
i23934 
123958 
i23972 
123996 
i240i6 
124030 

N 
5 
S 
5 
S 
5 
N 
N 
N 
N 
N 
N 

WYE fLANGED 

UPCooe 670610 
Non-Domestic 

097648 
131861 
i3i960 
132066 
097563 
097600 
i33087 
133148 
099000 
099062 
099i47 
097303 
045502 
045465 
045427 

Ship 
Code 

S 
5 
S 
5 
5 
5 
5 
S 
5 
S 
5 
S 
5 
S 
5 

Less 
Accessories 

95.00 
179.00 
262.00 
403.00 
574.00 
871.00 

i 052.00 
1283.00 
i 675.00 
2175_00 
3866.00 
6325J)0 
9928.00 

16080.00 
22170.00 

iNot inciuded in AWWA Standard (110) 

3 126263 S 098720 S 214.00 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12..~6 

i2x8 
12xl0 

12 
14x6 
14x8 

14x10 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x8 

18x10 
18x12 
i8xi4 
18x16 

18 

126287 
126300 
126348 
126362 
i26386 
126409 
126423 
126447 
126461 
126485 
126508 
126522 
126546 
i26560 
126584 
126607 
126621 
126645 
126669 
126683 
126706 
126720 
126744 
126768 
126782 
126805 
126829 
126843 
126867 
126881 
i.26904 
126928 
126942 

s 

5 
5 
S 
S 
s 
N 

s 

N 
N 
N 
S 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
iii 
N 
N 

098744 
133001 
098768 
133025 
098782 
133063 
133049 
098584 
098607 
098621 
132967 
098669 
098683 
098706 
098645 
132981 
355380 
355397 
355366 
355373 
355359 
355434 
355441 
355403 
355410 
355427 
133704 
355519 
355465 
355472 
355496 
355502 
355458 

5 
S 
s 
5 
5 
S 
5 
s 
5 
s 
s 
5 
S 
5 
S 
5 
5 
S 

S 
S 
S 
S 
S 
S 
S 
S 
S 
s 
S 
5 
S 
5 

293.00 
345.00 
489.00 
525.00 
765.00 
768.00 
862.00 

1105.00 
1148.00 
1254.00 
1359.00 
1615.00 
1679.00 
i 785.00 
1934.00 
2043.00 
2340.00 
2453.00 
2363.00 
2790.00 
2723.00 
2790.00 
3195.00 
3330.00 
3218.00 
3735.00 
3623.00 
3125.00 
4425.00 
4650.00 
4875.00 
5125.00 
4900.00 

Domesiic 
Weight 

20 
40 
56 
88 

130 
193 
225 
398 
385 
505 
760 

1395 

49 
68 
76 

106 
119 
i 53 
188 
201 
232 
288 
333 
349 
355 
370 
395 
420 
460 
604 
638 
555 
600 
740 
655 
680 
715 
755 
800 
850 
820 
855 
895 
940 
990 

1035 

64 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309· Ai-.ii-.iiSTOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential 

LP-5091 
Non-Domesiic 

Weight 

20 
40 
55 
90 

i35 
205 
225 
285 
335 
435 
645 

1150 
1805 
2680 
3695 

45 
65 
75 

115 
120 
i80 
189 
200 
260 
270 
295 
335 
380 
395 
420 
455 
515 
520 
545 
525 
620 
605 
620 
710 
740 
715 
830 
805 
625 
aa5 
930 
975 

1025 
980 

05/01/09 

McVVane-O 14305 

PUBLIC

Tyler Union Ductile Iron ell 0 Flanged Fittings 

Size 

3 
4 
6 
!3 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 
42 
48 

UPCooe 670610 Ship 
Domestic Code 

i238i i 
123835 
i23859 
123873 
i23897 
123910 
i23934 
123958 
i23972 
123996 
i240i6 
124030 

N 
5 
S 
5 
S 
5 
N 
N 
N 
N 
N 
N 

WYE fLANGED 

UPCooe 670610 
Non-Domestic 

097648 
131861 
i3i960 
132066 
097563 
097600 
i33087 
133148 
099000 
099062 
099i47 
097303 
045502 
045465 
045427 

Ship 
Code 

S 
5 
S 
5 
5 
5 
5 
S 
5 
S 
5 
S 
5 
S 
5 

Less 
Accessories 

95.00 
179.00 
262.00 
403.00 
574.00 
871.00 

i 052.00 
1283.00 
i 675.00 
2175_00 
3866.00 
6325J)0 
9928.00 

16080.00 
22170.00 

iNot inciuded in AWWA Standard (110) 

3 126263 S 098720 S 214.00 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12..~6 

i2x8 
12xl0 

12 
14x6 
14x8 

14x10 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x8 

18x10 
18x12 
i8xi4 
18x16 

18 

126287 
126300 
126348 
126362 
i26386 
126409 
126423 
126447 
126461 
126485 
126508 
126522 
126546 
i26560 
126584 
126607 
126621 
126645 
126669 
126683 
126706 
126720 
126744 
126768 
126782 
126805 
126829 
126843 
126867 
126881 
i.26904 
126928 
126942 

s 

5 
5 
S 
S 
s 
N 

s 

N 
N 
N 
S 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
iii 
N 
N 

098744 
133001 
098768 
133025 
098782 
133063 
133049 
098584 
098607 
098621 
132967 
098669 
098683 
098706 
098645 
132981 
355380 
355397 
355366 
355373 
355359 
355434 
355441 
355403 
355410 
355427 
133704 
355519 
355465 
355472 
355496 
355502 
355458 

5 
S 
s 
5 
5 
S 
5 
s 
5 
s 
s 
5 
S 
5 
S 
5 
5 
S 

S 
S 
S 
S 
S 
S 
S 
S 
S 
s 
S 
5 
S 
5 

293.00 
345.00 
489.00 
525.00 
765.00 
768.00 
862.00 

1105.00 
1148.00 
1254.00 
1359.00 
1615.00 
1679.00 
i 785.00 
1934.00 
2043.00 
2340.00 
2453.00 
2363.00 
2790.00 
2723.00 
2790.00 
3195.00 
3330.00 
3218.00 
3735.00 
3623.00 
3125.00 
4425.00 
4650.00 
4875.00 
5125.00 
4900.00 

Domesiic 
Weight 

20 
40 
56 
88 

130 
193 
225 
398 
385 
505 
760 

1395 

49 
68 
76 

106 
119 
i 53 
188 
201 
232 
288 
333 
349 
355 
370 
395 
420 
460 
604 
638 
555 
600 
740 
655 
680 
715 
755 
800 
850 
820 
855 
895 
940 
990 

1035 

64 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309· Ai-.ii-.iiSTOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential 

LP-5091 
Non-Domesiic 

Weight 

20 
40 
55 
90 

i35 
205 
225 
285 
335 
435 
645 

1150 
1805 
2680 
3695 

45 
65 
75 

115 
120 
i80 
189 
200 
260 
270 
295 
335 
380 
395 
420 
455 
515 
520 
545 
525 
620 
605 
620 
710 
740 
715 
830 
805 
625 
aa5 
930 
975 

1025 
980 

05/01/09 

McVVane-O 14305 



CX 2358-065

LP-5091 
UPCods670610 Ship 

Size Domestic Code 

Vv-fE FLANGED (Con't; 

20xiO 
20x12 
20x14 
2Cx16 

20 
24x12 
2AxlA 

24xi6 
24x18 
24><20 

24 
30x12 
30x14 
30x16 
30xlS 
30x20 
30x:24 

30 
36 

126966 
126980 
127000 
127024 
127048 

447764 

373339 

FLANGE TRUE WYE 

4x4x4 
6x4x4 
6x6x6 
8x4x4 
8x6x6 
8x8x8 

10x6x6 
10x8;.:8 

10 
12x8x8 

12 

2 
3x2~ 

3 
4x3x3* 

4x2 
4x3 

4x4x6* 
4 

6x4x4* 
6x4x6* 
6x6x8* 

6x2 
6x3 
6x4 

6 
8x6x4* 

127062 
127086 
127109 

127123 
127147 

382928 
i24078 
124092 
125358 
124115 
124139 
125785 
124153 
125372 
125396 
125808 
124177 
124191 
124214 
124238 
125419 

N 

N 

N 

N 
N 
1'1 
N 

N 

N 

N 
N 
N 

5 
s 
5 

N 

N 

N 

N 

N 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UFCode 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 

(Not inciuded in AYI-YlA Standard Ci i OJ 

355533 
355540 
355557 
355564 
355526 

447788 

355571 

098485 
098522 
098508 

098560 
098546 

132776 
i32790 
132783 

132813 
132820 

132806 
098348 
098362 
098386 
098324 
132844 
132868 
132837 
098409 

S = From Stock to 2 weeks 

5 
s 
5 
s 
5 

N 

s 

N 

5 
s 
5 

5 
5 

s 
5 
5 

5 
5 

5 
5 
5 
5 
5 
5 
5 
5 
5 

4025.00 
5550.00 
6075.00 
6350.00 
6325.00 

CALL 
CALL 

j086S.vO 
CALL 
CALL 

10954.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALi. 
CALL 
CALi. 

248.00 
255.00 
361.00 

CALL 
425.00 
595.00 

CALL 
CALL 
CALL 
CALL 
CALL 

130.00 
i66.00 
194.00 
252.00 
225.00 
270.00 
405.00 
293.00 
383.00 
383.00 
604.00 
328.00 
361.00 
383.00 
440.00 
531.00 

N = Non-Stock; Check for availability. 

Domestic 

Weight 

1095 
1130 
1170 
1220 
1345 
1250 
1810 
i890 
1950 
2040 
2020 
1875 
1910 
2765 
2820 
2895 
3045 
3285 

49 
75 
84 
85 

134 
144 
140 
155 
220 
210 
315 

20 
34 
42 
53 
50 
54 
90 
66 
85 
90 

140 
85 
86 
90 
95 

130 

Non-Domesiic 
Weight 

805 
1110 
1215 
1270 
1265 

ia90 

1905 

5740 

55 
60 
85 

100 
140 

20 
35 
40 

50 
60 

65 
85 
90 

140 
85 
85 
90 
95 

125 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706·1800]527·8478· FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

65 

Confidential McVVane-O 14306 

PUBLIC

LP-5091 
UPCods670610 Ship 

Size Domestic Code 

Vv-fE FLANGED (Con't; 

20xiO 
20x12 
20x14 
2Cx16 

20 
24x12 
2AxlA 

24xi6 
24x18 
24><20 

24 
30x12 
30x14 
30x16 
30xlS 
30x20 
30x:24 

30 
36 

126966 
126980 
127000 
127024 
127048 

447764 

373339 

FLANGE TRUE WYE 

4x4x4 
6x4x4 
6x6x6 
8x4x4 
8x6x6 
8x8x8 

10x6x6 
10x8;.:8 

10 
12x8x8 

12 

2 
3x2~ 

3 
4x3x3* 

4x2 
4x3 

4x4x6* 
4 

6x4x4* 
6x4x6* 
6x6x8* 

6x2 
6x3 
6x4 

6 
8x6x4* 

127062 
127086 
127109 

127123 
127147 

382928 
i24078 
124092 
125358 
124115 
124139 
125785 
124153 
125372 
125396 
125808 
124177 
124191 
124214 
124238 
125419 

N 

N 

N 

N 
N 
1'1 
N 

N 

N 

N 
N 
N 

5 
s 
5 

N 

N 

N 

N 

N 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UFCode 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 

(Not inciuded in AYI-YlA Standard Ci i OJ 

355533 
355540 
355557 
355564 
355526 

447788 

355571 

098485 
098522 
098508 

098560 
098546 

132776 
i32790 
132783 

132813 
132820 

132806 
098348 
098362 
098386 
098324 
132844 
132868 
132837 
098409 

S = From Stock to 2 weeks 

5 
s 
5 
s 
5 

N 

s 

N 

5 
s 
5 

5 
5 

s 
5 
5 

5 
5 

5 
5 
5 
5 
5 
5 
5 
5 
5 

4025.00 
5550.00 
6075.00 
6350.00 
6325.00 

CALL 
CALL 

j086S.vO 
CALL 
CALL 

10954.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALi. 
CALL 
CALi. 

248.00 
255.00 
361.00 

CALL 
425.00 
595.00 

CALL 
CALL 
CALL 
CALL 
CALL 

130.00 
i66.00 
194.00 
252.00 
225.00 
270.00 
405.00 
293.00 
383.00 
383.00 
604.00 
328.00 
361.00 
383.00 
440.00 
531.00 

N = Non-Stock; Check for availability. 

Domestic 

Weight 

1095 
1130 
1170 
1220 
1345 
1250 
1810 
i890 
1950 
2040 
2020 
1875 
1910 
2765 
2820 
2895 
3045 
3285 

49 
75 
84 
85 

134 
144 
140 
155 
220 
210 
315 

20 
34 
42 
53 
50 
54 
90 
66 
85 
90 

140 
85 
86 
90 
95 

130 

Non-Domesiic 
Weight 

805 
1110 
1215 
1270 
1265 

ia90 

1905 

5740 

55 
60 
85 

100 
140 

20 
35 
40 

50 
60 

65 
85 
90 

140 
85 
85 
90 
95 

125 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706·1800]527·8478· FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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Confidential McVVane-O 14306 



CX 2358-066

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

TEE FLANGED (Con't) 
ax6x6* 125433 

8x6x8* 125457 
8x8xl0* 125822 

8x8x12* 
8x3 
8x4 
8xo 

B 

125846 
124252 
124276 
124290 
124313 

10x6x6* 125471 
10x6x10'" 125518 

10xax6* 125532 
10x8x8* 125556 
1 Ox8xl 0* 

10x4 
10xo 
10xB 

10 
1 Ox1Ox12* 

12x6x6'!' 
12x6x8'" 
12x8x6~ 

12x8x8* 
12x8x12'" 
12:xl0.x.6* 

12xl0x8'" 
12xlOxlO* 
12xl0x12'* 

12x4 
12)(6 
12;xB 

12xl0 
12 

125570 
124337 
124351 
124375 
124399 
125860 
333173 
125600 
125648 
125662 
125666 
125709 
125723 
125747 
125761 
124412 
124436 
124450 
124474 
124498 

14)(4 124511 
14x6 
14xS 

14xlO 
14x12 

14 
16x4 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18x10 
18x12 
18x14 
18x16 

18 

124535 
124559 
124573 
124597 
124610 
124634 
124658 
124672 
124696 
124719 
124733 
124757 
124771 
124795 
124818 
124832 
124856 
124870 
124894 

S 
5 
S 
N 
S 
5 
S 
5 
N 
N 
N 
N 
N 
5 
S 
5 
S 
N 
t..J 
N 
N 
N 
N 
N 
N 
N 
N 
S 
5 
S 
5 
S 

N 

s 

S 
5 
5 
5 
5 
5 
N 
5 
5 
5 

5 

N 
5 

'" See cataiog for laying iengths 

UPCooe 670610 
Non-Domestic 

098423 
098447 
098461 

132905 
132929 
132943 
132882 

132691 
132707 
132714 
132684 

132745 
132752 
132769 
132738 
132721 

341574 
341581 
341482 
341529 
133544 

133629 
345114 
133582 
133605 
341758 
133568 
133667 
355076 
354987 
355007 
355021 
355052 
133643 

Ship 
Code 

s 
s 
s 

s 
s 
s 
s 

5 
S 
5 
S 

s 
5 
S 
5 
S 

s 
s 
s 
s 
s 

S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

Less 
Accessories 

574.00 
616.00 

1105.00 
1177.00 

548.00 
595.00 
637.00 
736.00 

i 180.00 
1308_00 
1265.00 
1182_00 
1288.00 
866.00 
899.00 
946.00 

1100.00 
1432.00 
1469.00 
1537.00 
1509.00 
1594.00 
1765.00 
1658.00 
1700.00 
1785.00 
1670.00 
1218.00 
1237.00 
1302.00 
1471.00 
1569.00 
1623.00 
168800 
1755.00 
1800.00 
1913.00 
2250.00 
2250.00 
2083.00 
2133.00 
2242.00 
2302.00 
2385.00 
2490.00 
2403.00 
2475.00 
2550.00 
2668.00 
3100.00 
3250.00 
3318.00 

Domesiic 
Weight 

148 
154 
260 
310 
128 
140 
147 
168 
278 
308 
2aO 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 
435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential 

LP-5091 
Non-Domesiic 

Weight 

135 
145 
260 

129 
140 
i45 
155 

205 
215 
225 
270 

290 
295 
310 
360 
385 

375 
390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 

05/01/09 

McVVane-O 14307 

PUBLIC

Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

TEE FLANGED (Con't) 
ax6x6* 125433 

8x6x8* 125457 
8x8xl0* 125822 

8x8x12* 
8x3 
8x4 
8xo 

B 

125846 
124252 
124276 
124290 
124313 

10x6x6* 125471 
10x6x10'" 125518 

10xax6* 125532 
10x8x8* 125556 
1 Ox8xl 0* 

10x4 
10xo 
10xB 

10 
1 Ox1Ox12* 

12x6x6'!' 
12x6x8'" 
12x8x6~ 

12x8x8* 
12x8x12'" 
12:xl0.x.6* 

12xl0x8'" 
12xlOxlO* 
12xl0x12'* 

12x4 
12)(6 
12;xB 

12xl0 
12 

125570 
124337 
124351 
124375 
124399 
125860 
333173 
125600 
125648 
125662 
125666 
125709 
125723 
125747 
125761 
124412 
124436 
124450 
124474 
124498 

14)(4 124511 
14x6 
14xS 

14xlO 
14x12 

14 
16x4 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18x10 
18x12 
18x14 
18x16 

18 

124535 
124559 
124573 
124597 
124610 
124634 
124658 
124672 
124696 
124719 
124733 
124757 
124771 
124795 
124818 
124832 
124856 
124870 
124894 

S 
5 
S 
N 
S 
5 
S 
5 
N 
N 
N 
N 
N 
5 
S 
5 
S 
N 
t..J 
N 
N 
N 
N 
N 
N 
N 
N 
S 
5 
S 
5 
S 

N 

s 

S 
5 
5 
5 
5 
5 
N 
5 
5 
5 

5 

N 
5 

'" See cataiog for laying iengths 

UPCooe 670610 
Non-Domestic 

098423 
098447 
098461 

132905 
132929 
132943 
132882 

132691 
132707 
132714 
132684 

132745 
132752 
132769 
132738 
132721 

341574 
341581 
341482 
341529 
133544 

133629 
345114 
133582 
133605 
341758 
133568 
133667 
355076 
354987 
355007 
355021 
355052 
133643 

Ship 
Code 

s 
s 
s 

s 
s 
s 
s 

5 
S 
5 
S 

s 
5 
S 
5 
S 

s 
s 
s 
s 
s 

S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 

Less 
Accessories 

574.00 
616.00 

1105.00 
1177.00 

548.00 
595.00 
637.00 
736.00 

i 180.00 
1308_00 
1265.00 
1182_00 
1288.00 
866.00 
899.00 
946.00 

1100.00 
1432.00 
1469.00 
1537.00 
1509.00 
1594.00 
1765.00 
1658.00 
1700.00 
1785.00 
1670.00 
1218.00 
1237.00 
1302.00 
1471.00 
1569.00 
1623.00 
168800 
1755.00 
1800.00 
1913.00 
2250.00 
2250.00 
2083.00 
2133.00 
2242.00 
2302.00 
2385.00 
2490.00 
2403.00 
2475.00 
2550.00 
2668.00 
3100.00 
3250.00 
3318.00 

Domesiic 
Weight 

148 
154 
260 
310 
128 
140 
147 
168 
278 
308 
2aO 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 
435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential 

LP-5091 
Non-Domesiic 

Weight 

135 
145 
260 

129 
140 
i45 
155 

205 
215 
225 
270 

290 
295 
310 
360 
385 

375 
390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 

05/01/09 

McVVane-O 14307 



CX 2358-067

HANGED cno cEMENT LINED 
LP-5091 Tvl A I'" Iinift .... n • .,·til.tClo I ... ", .... 1"11n 1=1" .... ,..lII:Iori I=illi .... ,..c: .,"_. _ ... _ .. -_ ..... - .. _ .. -. . - . • _ •• ::11-- . ••••• "::11-

UPCods670610 Ship UFCode 670610 Ship Less Domestic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

TEE FLANGED iCon'lj 
:Luxo i:24917 N 355205 S 3050.00 710 6iO 
20xB 124931 N 355229 S 3100.00 720 620 

:20xiO 124955 N 355090 S 3175.00 735 635 
20x12 124979 S 355113 S 3300.00 755 660 
:20x14 124993 N 355137 S 3325.00 770 665 
20x16 125013 N 355151 S 4050.00 950 810 
20xia 38:2676 N 355168 S 4100.00 965 8:20 

20 125037 S 133674 S 4266.00 1005 1005 
24x6 1:2505i S 355335 S 4893.00 JOOO 845 
24x8 125075 S 355342 S 4945.00 1010 860 

24xl0 125099 N 355250 5 5060.00 1020 880 
24x12 125112 S 355267 S 5121.00 1125 890 
24x14 125136 5 355298 5 5134.00 1050 900 
24x16 125150 N 133698 S 5248.00 1070 915 
24x18 125174 hi 355304 5 6889.00 1534 1220 
24x20 125198 N 355328 S 7216.00 1510 1255 

24 125211 5 133681 5 7657.00 1685 1330 
30x6 125235 N 9488.00 1725 
30x8 hi CALL 1450 

30xl0 N C.ALL 1465 
30x12 125259 hi 097464 5 7832.00 1780 1490 
30x14 N ~ALL 1490 
30x16 • ...J CALL 1505 
30x18 125273 N 097488 5 8333.00 1815 1515 
aOx20 44975i N 8470.00 i540 
30x2A 125310 N 097501 5 11138.00 2475 2025 

30 i25334 5 097440 5 i iS34.00 26i5 2i60 
36x12 N CALL 2170 
36xi6 459330 N i20iS.00 2iS5 
36x18 459965 N 12045.00 2190 
36x20 N CALL 2i45 
36)(-.24 045625 5 12403.00 2255 
36x30 045618 5 16500.00 3000 

36 045601 5 17291.00 3160 
42x24 045595 5 19470.00 3245 
42x30 045588 5 24750.00 4125 
42x36 045571 5 32160.00 5360 

42 045564 5 33480.00 5580 
48x24 045557 5 26310.00 4385 
48x30 045540 5 26730.00 4455 
48x36 045533 5 33330.00 5555 
48x42 045526 5 43170.00 7195 

48 045519 5 44310.00 7385 

BASE TEE, FLANGED 

3 125907 N 098249 5 214.00 50 45 
4 i2592i 5 098263 5 338.00 70 75 

6x4 N CALL 105 
6 125969 5 098287 5 468.00 115 110 

8x4 N C.ALL 170 
8x6 t...J CALL 186 

8 126041 N 098300 S 786.00 155 185 
10x4 • ...J CALL 235 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706·1800)527·8478· FAX ORDERS TO 1800) 248-9537 67 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-O 14308 

PUBLIC

HANGED cno cEMENT LINED 
LP-5091 Tvl A I'" Iinift .... n • .,·til.tClo I ... ", .... 1"11n 1=1" .... ,..lII:Iori I=illi .... ,..c: .,"_. _ ... _ .. -_ ..... - .. _ .. -. . - . • _ •• ::11-- . ••••• "::11-

UPCods670610 Ship UFCode 670610 Ship Less Domestic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

TEE FLANGED iCon'lj 
:Luxo i:24917 N 355205 S 3050.00 710 6iO 
20xB 124931 N 355229 S 3100.00 720 620 

:20xiO 124955 N 355090 S 3175.00 735 635 
20x12 124979 S 355113 S 3300.00 755 660 
:20x14 124993 N 355137 S 3325.00 770 665 
20x16 125013 N 355151 S 4050.00 950 810 
20xia 38:2676 N 355168 S 4100.00 965 8:20 

20 125037 S 133674 S 4266.00 1005 1005 
24x6 1:2505i S 355335 S 4893.00 JOOO 845 
24x8 125075 S 355342 S 4945.00 1010 860 

24xl0 125099 N 355250 5 5060.00 1020 880 
24x12 125112 S 355267 S 5121.00 1125 890 
24x14 125136 5 355298 5 5134.00 1050 900 
24x16 125150 N 133698 S 5248.00 1070 915 
24x18 125174 hi 355304 5 6889.00 1534 1220 
24x20 125198 N 355328 S 7216.00 1510 1255 

24 125211 5 133681 5 7657.00 1685 1330 
30x6 125235 N 9488.00 1725 
30x8 hi CALL 1450 

30xl0 N C.ALL 1465 
30x12 125259 hi 097464 5 7832.00 1780 1490 
30x14 N ~ALL 1490 
30x16 • ...J CALL 1505 
30x18 125273 N 097488 5 8333.00 1815 1515 
aOx20 44975i N 8470.00 i540 
30x2A 125310 N 097501 5 11138.00 2475 2025 

30 i25334 5 097440 5 i iS34.00 26i5 2i60 
36x12 N CALL 2170 
36xi6 459330 N i20iS.00 2iS5 
36x18 459965 N 12045.00 2190 
36x20 N CALL 2i45 
36)(-.24 045625 5 12403.00 2255 
36x30 045618 5 16500.00 3000 

36 045601 5 17291.00 3160 
42x24 045595 5 19470.00 3245 
42x30 045588 5 24750.00 4125 
42x36 045571 5 32160.00 5360 

42 045564 5 33480.00 5580 
48x24 045557 5 26310.00 4385 
48x30 045540 5 26730.00 4455 
48x36 045533 5 33330.00 5555 
48x42 045526 5 43170.00 7195 

48 045519 5 44310.00 7385 

BASE TEE, FLANGED 

3 125907 N 098249 5 214.00 50 45 
4 i2592i 5 098263 5 338.00 70 75 

6x4 N CALL 105 
6 125969 5 098287 5 468.00 115 110 

8x4 N C.ALL 170 
8x6 t...J CALL 186 

8 126041 N 098300 S 786.00 155 185 
10x4 • ...J CALL 235 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706·1800)527·8478· FAX ORDERS TO 1800) 248-9537 67 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-O 14308 



CX 2358-068

FLANGED cno CEMENT LINED 
T"llI:Ir II .... i"" .... n.l,.tilllCl Iron ell0 FIt'tt"'ll"t.tCII"I I=ilti .... t'tc: LP-5091 -1"--

_ ... _ .. -_ ....... - -_ •• ;:11-- . ••••• ";:11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domssiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

BASE TEE, FLANGED iCon'l; 
iOxo 45i4i9 iii i04i.OO :245 
10x8 N CALL 255 

10 126065 N 098201 5 i27S.DO 315 300 
12x4 N CALL 335 
12x6 N CALL 340 
12..x8 N CALL 355 

i 2xi 0 N CALL 405 
12 126140 N 098225 S 1828.00 450 430 

14x4 N CALL 475 
14x6 N CALL 425 
14)(8 N CALL 485 

14xl0 N CALL 500 
14x12 N CALL 520 

14 126188 N 341437 S 2183.00 550 485 
i6x4 iii CALi. 575 
16x6 N CAL!.. 658 
i6x8 iii CALi. 605 

16xlO N CAL!.. 615 
i6xi2 N CALi. 640 
16x14 N CAL!.. 660 

i6 i2620i N 34i444 5 2700.00 665 600 
18x6 N CALL 770 
i6x6 N CALi. 570 

18xlO N CALL 585 
i6xi2 ii CALi. 635 
18xlA N CALL 705 
i6xi6 N CALL 725 

18 332725 N 341451 5 3700,00 855 740 
20)(6 N CALL 685 
20x8 N CALL 770 

20)(10 N CALL 810 
20x12 N CALL 805 
20)(14 N CALL 740 
20x16 N CALL 1025 
20)(18 N CALL 895 

20 334699 N 341468 5 4650.00 1125 930 
24x6 N CALL 925 
24x8 N CALL 940 

24xl0 N CALL 960 
24x12 N CALL 970 
24x14 N CALL 980 
24x16 N CALL 995 
24x18 N CALL 1300 
24x20 N CALL 1590 

24 334705 N 341475 5 8108.00 1715 1410 
30x8 N CALL 1570 

30x10 N CALL 1585 
.,n ........ ., "AI I .. L .. n 
oOJIVAI..r. .. .... -.... IVIV 

30x14 N CALL 1610 
.,n .... L ., "AI I .. L .... .c: 
"VAIV .. .... _ .... IV..r. .... 

30x18 N CALL 1635 
.,n •• ",n ., "AI' .. LLn 
"VAJI.V .. ........... IVVV 

30x24 N CALL 2145 
~n N "AI' ",,,,.,.n 
~u ........... ... ..r.IV 

68 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-O 14309 

PUBLIC

FLANGED cno CEMENT LINED 
T"llI:Ir II .... i"" .... n.l,.tilllCl Iron ell0 FIt'tt"'ll"t.tCII"I I=ilti .... t'tc: LP-5091 -1"--

_ ... _ .. -_ ....... - -_ •• ;:11-- . ••••• ";:11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domssiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

BASE TEE, FLANGED iCon'l; 
iOxo 45i4i9 iii i04i.OO :245 
10x8 N CALL 255 

10 126065 N 098201 5 i27S.DO 315 300 
12x4 N CALL 335 
12x6 N CALL 340 
12..x8 N CALL 355 

i 2xi 0 N CALL 405 
12 126140 N 098225 S 1828.00 450 430 

14x4 N CALL 475 
14x6 N CALL 425 
14)(8 N CALL 485 

14xl0 N CALL 500 
14x12 N CALL 520 

14 126188 N 341437 S 2183.00 550 485 
i6x4 iii CALi. 575 
16x6 N CAL!.. 658 
i6x8 iii CALi. 605 

16xlO N CAL!.. 615 
i6xi2 N CALi. 640 
16x14 N CAL!.. 660 

i6 i2620i N 34i444 5 2700.00 665 600 
18x6 N CALL 770 
i6x6 N CALi. 570 

18xlO N CALL 585 
i6xi2 ii CALi. 635 
18xlA N CALL 705 
i6xi6 N CALL 725 

18 332725 N 341451 5 3700,00 855 740 
20)(6 N CALL 685 
20x8 N CALL 770 

20)(10 N CALL 810 
20x12 N CALL 805 
20)(14 N CALL 740 
20x16 N CALL 1025 
20)(18 N CALL 895 

20 334699 N 341468 5 4650.00 1125 930 
24x6 N CALL 925 
24x8 N CALL 940 

24xl0 N CALL 960 
24x12 N CALL 970 
24x14 N CALL 980 
24x16 N CALL 995 
24x18 N CALL 1300 
24x20 N CALL 1590 

24 334705 N 341475 5 8108.00 1715 1410 
30x8 N CALL 1570 

30x10 N CALL 1585 
.,n ........ ., "AI I .. L .. n 
oOJIVAI..r. .. .... -.... IVIV 

30x14 N CALL 1610 
.,n .... L ., "AI I .. L .... .c: 
"VAIV .. .... _ .... IV..r. .... 

30x18 N CALL 1635 
.,n •• ",n ., "AI' .. LLn 
"VAJI.V .. ........... IVVV 

30x24 N CALL 2145 
~n N "AI' ",,,,.,.n 
~u ........... ... ..r.IV 

68 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-O 14309 



CX 2358-069

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

TEE FLANGED WiTH SiDE OUTLET 
4 
6 456742 
is 455370 

10 
12 
14 
16 
18 
:20 
24 

CROSS FLANGED 

3 
4x3 

4 
6x3 
6x4 

6 
ax3 
8x4 
8x6 

8 
10x4 
10xo 
lOx8 

10 
12x4 
12x6 
12xB 

12xl0 
12 

14x6 
14x8 

i4xi2 
1-1 

i6x6 
16x8 

loxiO 
16.12 

16 
18.12 

18 
20.12 
20x16 

20 
24x6 

24xi2 
24)(14 
24xi6 
24x20 

24 
30x24 

30 

127161 
127185 
127208 
127222 
127246 
127260 
333166 
127284 
127307 
127321 
127345 
127369 
127383 
127406 
333159 
127420 
127444 
127468 
127482 
333340 
127505 
i27529 
127543 
i27567 
127581 
i27604 
127628 
127642 
127680 
127703 
127765 
127789 
333333 
458289 
i27802 
127826 
i27840 
127864 
i27888 
127901 
246053 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

S 
N 
s 
N 
s 
it 
t'-J 
it 
s 
it 
!'-J 
it 
S 
it 
t'-J 
it 
S 
N 
S 
N 
1'1 
N 
1'1 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 

097822 
097846 
132264 
097860 
132301 
132288 

097884 
132349 
132325 
097785 
132141 
132165 
132127 
097808 
132226 
132240 
132202 
132189 
099246 
099260 
099222 
099208 
099345 
099369 
099307 
099321 
099284 
099406 
099383 
099444 
099468 
099420 

099505 
099529 
099543 
099567 
099482 
097365 
09734i 

Ship 
Code 

S 
5 
s 
it 
s 
it 

it 
s 
5 
S 
it 
S 
it 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
5 
5 
5 
5 
5 
5 
5 

5 
S 
5 
5 
5 
5 
5 

Less 

Accessories 

CALL 
574.00 
590.00 

C.A.LL 
CALi. 
C.A.LL 
CALi 
CALL 
CALi. 
CALL 

238.00 
315.00 
392.00 
404.00 
468.00 
603.00 
595.00 
659.00 
701.00 
904.00 
935.00 

1020.00 
1126.00 
1403.00 
1318.00 
1360.00 
1471.00 
1 '164.00 
1949.00 
1800.00 
1913.00 
2273.00 
2385.00 
2205.00 
2340.00 
2498.00 
2723.00 
2993.00 
3050.00 
3975.00 
3675.00 
4575.00 
5075.00 
6195.00 
5040.00 
5119.00 
5303.00 
7508.00 
8243.00 

12348.00 
i3750.00 

Domestic 

Weight 

82 
135 
iiS 
330 
470 
650 
850 

1040 
1330 
3080 

51 
76 
80 
95 

112 
125 
140 
155 
165 
203 
220 
242 
265 
333 
310 
326 
351 
415 
460 
450 
475 
555 
712 
565 
713 
748 
818 
806 
706 
915 
820 

1065 

" 75 
1180 
iiOO 
1125 
i i60 
1695 
i550 
2695 
2950 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

50 
70 
80 
95 

110 
120 

155 
165 
195 
220 
240 
265 
330 
310 
320 
345 
415 
460 
400 
425 
505 
530 
490 
520 
555 
605 
665 
610 
795 
735 
915 

1015 

960 
975 

iOiO 
1430 
i570 
2245 
2500 

69 

Confidential McVVane-014310 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

TEE FLANGED WiTH SiDE OUTLET 
4 
6 456742 
is 455370 

10 
12 
14 
16 
18 
:20 
24 

CROSS FLANGED 

3 
4x3 

4 
6x3 
6x4 

6 
ax3 
8x4 
8x6 

8 
10x4 
10xo 
lOx8 

10 
12x4 
12x6 
12xB 

12xl0 
12 

14x6 
14x8 

i4xi2 
1-1 

i6x6 
16x8 

loxiO 
16.12 

16 
18.12 

18 
20.12 
20x16 

20 
24x6 

24xi2 
24)(14 
24xi6 
24x20 

24 
30x24 

30 

127161 
127185 
127208 
127222 
127246 
127260 
333166 
127284 
127307 
127321 
127345 
127369 
127383 
127406 
333159 
127420 
127444 
127468 
127482 
333340 
127505 
i27529 
127543 
i27567 
127581 
i27604 
127628 
127642 
127680 
127703 
127765 
127789 
333333 
458289 
i27802 
127826 
i27840 
127864 
i27888 
127901 
246053 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

S 
N 
s 
N 
s 
it 
t'-J 
it 
s 
it 
!'-J 
it 
S 
it 
t'-J 
it 
S 
N 
S 
N 
1'1 
N 
1'1 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 

097822 
097846 
132264 
097860 
132301 
132288 

097884 
132349 
132325 
097785 
132141 
132165 
132127 
097808 
132226 
132240 
132202 
132189 
099246 
099260 
099222 
099208 
099345 
099369 
099307 
099321 
099284 
099406 
099383 
099444 
099468 
099420 

099505 
099529 
099543 
099567 
099482 
097365 
09734i 

Ship 
Code 

S 
5 
s 
it 
s 
it 

it 
s 
5 
S 
it 
S 
it 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
S 
5 
5 
5 
5 
5 
5 
5 

5 
S 
5 
5 
5 
5 
5 

Less 

Accessories 

CALL 
574.00 
590.00 

C.A.LL 
CALi. 
C.A.LL 
CALi 
CALL 
CALi. 
CALL 

238.00 
315.00 
392.00 
404.00 
468.00 
603.00 
595.00 
659.00 
701.00 
904.00 
935.00 

1020.00 
1126.00 
1403.00 
1318.00 
1360.00 
1471.00 
1 '164.00 
1949.00 
1800.00 
1913.00 
2273.00 
2385.00 
2205.00 
2340.00 
2498.00 
2723.00 
2993.00 
3050.00 
3975.00 
3675.00 
4575.00 
5075.00 
6195.00 
5040.00 
5119.00 
5303.00 
7508.00 
8243.00 

12348.00 
i3750.00 

Domestic 

Weight 

82 
135 
iiS 
330 
470 
650 
850 

1040 
1330 
3080 

51 
76 
80 
95 

112 
125 
140 
155 
165 
203 
220 
242 
265 
333 
310 
326 
351 
415 
460 
450 
475 
555 
712 
565 
713 
748 
818 
806 
706 
915 
820 

1065 

" 75 
1180 
iiOO 
1125 
i i60 
1695 
i550 
2695 
2950 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

50 
70 
80 
95 

110 
120 

155 
165 
195 
220 
240 
265 
330 
310 
320 
345 
415 
460 
400 
425 
505 
530 
490 
520 
555 
605 
665 
610 
795 
735 
915 

1015 

960 
975 

iOiO 
1430 
i570 
2245 
2500 

69 

Confidential McVVane-014310 



CX 2358-070

FLANGED cno CEMENT LINED 
T"llI:Ir II .... i"" .... n.l,.tilllCl Iron ell0 FIt'tt"'ll"t.tCII"I I=ilti .... t'tc: LP-5091 -1"--

_ ... _ .. -_ ....... - -_.';:11-- . ••••• ";:11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domssiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

ECCENTRiC REDUCER FLANGED 
4)(2 447801 N i i 7.00 26 
4x3 128847 S 132608 S 135.00 30 30 
ox3 250487 S 098065 S 170.00 45 40 
6x4 128861 S 132622 S 191.00 52 45 
oxS iii CALi. 50 
8x4 128885 5 132646 5 310.00 66 73 
8x5 N CALL 7i 
8x6 128908 S 132660 S 319.00 80 75 

iOx4 447832 iii 41:2.00 97 
10x6 128922 5 132509 5 395.00 98 93 
10)(8 128946 S 132523 S 451.00 123 106 
12.x4 !II 531.00 125 
i2xo 1:28960 S 13256i S 553.00 135 130 
12x8 128984 S 132585 S 616.00 149 145 

12xi 0 1:29004 S 132547 S 7:23.00 i 70 i70 
14x6 N CALL 180 
i4xB iii CALi.. 200 

14x12 N CALL 250 
16x6 129028 N 316886 5 855.00 245 190 
16x8 129042 !II 317128 5 945.00 230 210 

16xl0 129066 N 299912 5 1058.00 255 235 
16x12 129080 !II 299929 S 1193"00 332 265 
16x14 129103 N 300609 5 1260.00 377 260 
18x8 129127 !II 341321 S 1200"00 310 240 

16xl0 129141 N 341123 5 1325.00 305 265 
18x12 129165 !II 341130 S 1475"00 325 295 
18x14 129189 N 341147 5 1550.00 335 310 
18x16 129202 !II 341154 S 1700"00 335 340 
20xl0 129226 N 341338 5 1550.00 350 310 
20x12 129240 !II 341345 S 1725"00 370 345 
20)(.14 129264 N 341352 5 1765.00 402 355 
20x16 129288 !II 341369 S 1950"00 449 390 
20xla 129301 N 341376 S 2050.00 455 410 
24x12 129325 N 341383 S 2760.00 601 480 
24x14 129349 N 341390 S 2818.00 570 490 
24x16 129363 N 341406 S 3019.00 614 525 
24x18 129387 N 341413 S 3163.00 638 550 
24x20 129400 N 341420 S 3393.00 637 590 
42x24 045748 5 10920.00 1810 
42x30 045731 5 12360.00 2060 
42x36 045724 5 14070.00 2345 
48x30 045717 5 15690.00 2615 
48x36 045700 5 17640.00 2940 
48x42 045694 5 19920.00 3320 

70 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248·9537 05/01/09 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226·760i • FAX ORDERS TO (800) 226·0806 

Confidential McVVane-014311 

PUBLIC

FLANGED cno CEMENT LINED 
T"llI:Ir II .... i"" .... n.l,.tilllCl Iron ell0 FIt'tt"'ll"t.tCII"I I=ilti .... t'tc: LP-5091 -1"--

_ ... _ .. -_ ....... - -_.';:11-- . ••••• ";:11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domssiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

ECCENTRiC REDUCER FLANGED 
4)(2 447801 N i i 7.00 26 
4x3 128847 S 132608 S 135.00 30 30 
ox3 250487 S 098065 S 170.00 45 40 
6x4 128861 S 132622 S 191.00 52 45 
oxS iii CALi. 50 
8x4 128885 5 132646 5 310.00 66 73 
8x5 N CALL 7i 
8x6 128908 S 132660 S 319.00 80 75 

iOx4 447832 iii 41:2.00 97 
10x6 128922 5 132509 5 395.00 98 93 
10)(8 128946 S 132523 S 451.00 123 106 
12.x4 !II 531.00 125 
i2xo 1:28960 S 13256i S 553.00 135 130 
12x8 128984 S 132585 S 616.00 149 145 

12xi 0 1:29004 S 132547 S 7:23.00 i 70 i70 
14x6 N CALL 180 
i4xB iii CALi.. 200 

14x12 N CALL 250 
16x6 129028 N 316886 5 855.00 245 190 
16x8 129042 !II 317128 5 945.00 230 210 

16xl0 129066 N 299912 5 1058.00 255 235 
16x12 129080 !II 299929 S 1193"00 332 265 
16x14 129103 N 300609 5 1260.00 377 260 
18x8 129127 !II 341321 S 1200"00 310 240 

16xl0 129141 N 341123 5 1325.00 305 265 
18x12 129165 !II 341130 S 1475"00 325 295 
18x14 129189 N 341147 5 1550.00 335 310 
18x16 129202 !II 341154 S 1700"00 335 340 
20xl0 129226 N 341338 5 1550.00 350 310 
20x12 129240 !II 341345 S 1725"00 370 345 
20)(.14 129264 N 341352 5 1765.00 402 355 
20x16 129288 !II 341369 S 1950"00 449 390 
20xla 129301 N 341376 S 2050.00 455 410 
24x12 129325 N 341383 S 2760.00 601 480 
24x14 129349 N 341390 S 2818.00 570 490 
24x16 129363 N 341406 S 3019.00 614 525 
24x18 129387 N 341413 S 3163.00 638 550 
24x20 129400 N 341420 S 3393.00 637 590 
42x24 045748 5 10920.00 1810 
42x30 045731 5 12360.00 2060 
42x36 045724 5 14070.00 2345 
48x30 045717 5 15690.00 2615 
48x36 045700 5 17640.00 2940 
48x42 045694 5 19920.00 3320 

70 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248·9537 05/01/09 
BOX 309· Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226·760i • FAX ORDERS TO (800) 226·0806 

Confidential McVVane-014311 



CX 2358-071

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 
Domestic 

Weight 

CONCENTRiC REDUCER FLANGED 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6x5 
ax3 
8x4 
Bx5 
8xo 

10x4 
10x6 
10xB 
12x4 
12x6 
12x8 

12..xl0 
14xo 
14x8 

14x'O 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20xl0 
20x12 
20,,14 
20x16 
20.1\,8 
24x12 
24.14 
24x16 
24.18 
24x20 
30.16 
30x18 
30.20 
30x24 
36x24 
42;;;:24 
42x30 
42x36 
48x30 
48x36 
48x42 

05/01/09 

127925 
127949 
127963 
127987 
128007 
128021 
128045 
128069 
128083 
128106 
128120 
128144 
128168 
128182 
i 28205 
128229 
128243 
128267 
128281 
128304 
128328 
128342 
128366 
128380 
128403 
128427 
128441 
128465 
128489 
128502 
128526 
128540 
128564 
128588 
128601 
128625 
128649 
128663 
128687 
128700 
128724 
128748 
128762 
128786 
128809 
128823 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
S 
S 
S 
I'll 
N 
I'll 
S 

5 
S 

s 

S 
5 
S 

s 

S 
N 
S 
N 
N 
N 
N 
N 
N 

132424 
132431 
132448 
098027 
132455 
132462 
132479 

132486 
098041 
132493 
132356 
132363 
132370 
132394 
132400 
132417 
132387 
099680 
282136 
133322 
133346 
282150 
133407 
133353 
133360 
133384 
288251 
282174 
133421 
286226 
133445 
299851 
133469 
299868 
299875 
299882 
133483 
299899 
133506 
299905 
133520 

097389 
097402 
097426 
459231 
045687 
045670 
045663 
045656 
045649 
045632 

S 
5 
S 
5 
S 
5 
S 

s 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
5 
S 
5 
S 
5 
S 

S 
5 
5 
N 
s 
5 
s 
5 
s 
5 

76.00 
113.00 
139.00 
149.00 
170.00 
206.00 
217.00 
258.00 
309.00 
298.00 
337.00 
361.00 
433.00 
540.00 
527.00 
628.00 
703.00 
796.00 
698.00 
788.00 
878.00 
997~00 
855.00 
952~00 

1071.00 
1218~00 

1260.00 
1200~00 

1325.00 
1477~00 

1525.00 
1709~00 

1550.00 
1819.00 
1775.00 
1951.00 
2050.00 
2935.00 
2928.00 
3061.00 
3163.00 
3410.00 
5198.00 
4455.00 
4785.00 
5335.00 
7398.00 

10920.00 
12360.00 
14070.00 
15750.00 
17700.00 
19920.00 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
119 
130 
145 
178 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

11910 CR 492 • TYLER. TEXAS 75706·18001527-8478· FAX ORDERS TO 18001248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 
170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

810 
870 
970 

1345 
1820 
2060 
2345 
2625 
2950 
3320 

71 

Confidential McVVane-014312 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings 
UPCods670610 Ship 

Size Domestic Code 
UFCode 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 
Domestic 

Weight 

CONCENTRiC REDUCER FLANGED 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6x5 
ax3 
8x4 
Bx5 
8xo 

10x4 
10x6 
10xB 
12x4 
12x6 
12x8 

12..xl0 
14xo 
14x8 

14x'O 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20xl0 
20x12 
20,,14 
20x16 
20.1\,8 
24x12 
24.14 
24x16 
24.18 
24x20 
30.16 
30x18 
30.20 
30x24 
36x24 
42;;;:24 
42x30 
42x36 
48x30 
48x36 
48x42 

05/01/09 

127925 
127949 
127963 
127987 
128007 
128021 
128045 
128069 
128083 
128106 
128120 
128144 
128168 
128182 
i 28205 
128229 
128243 
128267 
128281 
128304 
128328 
128342 
128366 
128380 
128403 
128427 
128441 
128465 
128489 
128502 
128526 
128540 
128564 
128588 
128601 
128625 
128649 
128663 
128687 
128700 
128724 
128748 
128762 
128786 
128809 
128823 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
S 
S 
S 
I'll 
N 
I'll 
S 

5 
S 

s 

S 
5 
S 

s 

S 
N 
S 
N 
N 
N 
N 
N 
N 

132424 
132431 
132448 
098027 
132455 
132462 
132479 

132486 
098041 
132493 
132356 
132363 
132370 
132394 
132400 
132417 
132387 
099680 
282136 
133322 
133346 
282150 
133407 
133353 
133360 
133384 
288251 
282174 
133421 
286226 
133445 
299851 
133469 
299868 
299875 
299882 
133483 
299899 
133506 
299905 
133520 

097389 
097402 
097426 
459231 
045687 
045670 
045663 
045656 
045649 
045632 

S 
5 
S 
5 
S 
5 
S 

s 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
5 
S 
5 
S 
5 
S 

S 
5 
5 
N 
s 
5 
s 
5 
s 
5 

76.00 
113.00 
139.00 
149.00 
170.00 
206.00 
217.00 
258.00 
309.00 
298.00 
337.00 
361.00 
433.00 
540.00 
527.00 
628.00 
703.00 
796.00 
698.00 
788.00 
878.00 
997~00 
855.00 
952~00 

1071.00 
1218~00 

1260.00 
1200~00 

1325.00 
1477~00 

1525.00 
1709~00 

1550.00 
1819.00 
1775.00 
1951.00 
2050.00 
2935.00 
2928.00 
3061.00 
3163.00 
3410.00 
5198.00 
4455.00 
4785.00 
5335.00 
7398.00 

10920.00 
12360.00 
14070.00 
15750.00 
17700.00 
19920.00 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
119 
130 
145 
178 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

11910 CR 492 • TYLER. TEXAS 75706·18001527-8478· FAX ORDERS TO 18001248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 
170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

810 
870 
970 

1345 
1820 
2060 
2345 
2625 
2950 
3320 

71 

Confidential McVVane-014312 



CX 2358-072

FLANGED cno CEMENT LINED 
T"llI:Ir II .... i"" .... n.l,.tilllCl Iron ell0 I=It'tt"'ll"t.tCII"I I=ilti .... t'tc: LP-5091 -1"--

_ ... _ .. -_ ....... - . -_.';:11-- •••••• ";:11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domssiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

ADAPTER FLANGE iUnion Fiange) 

3 i3i090 S 55.00 7 
4 131106 5 73.00 11 
6 i 3 iii 3 S 90.00 is 
!3 131120 5 131.00 22 

iO i3ii37 S 2 i 4.00 30 
12 131144 5 242.00 40 

c.TIl ... nAnn 11:1 A"I~I: TUDlI:'l\nll:'n ':I"\n C:TI:II:'I DIDII:' oJ ._ ............................. _ .. ...................... _ .... <J ....... .-- • .-- .. 

2 129417 S 39.00 6 
2.5 129424 S 52.00 8 

3 129431 S 33.00 7 
4 129448 S 54.00 12 
6 129455 S 72.00 17 
8 129462 S 119.00 28 

10 129479 S 149.00 35 
12 129486 S 259.00 61 

FLANGE THREADED FOR DUCTILE IRON PIPE 

3 129509 S 062653 S 29.00 6 6 
4 129516 • 062677 • 59.00 11 13 ~ ~ 

6 129523 S 062684 S 60.00 14 14 
II 129530 • 062691 • 145.00 35 34 ~ ~ 

10 129547 S 062585 S 148.00 33 33 . ~ 1I ... t'\~r .. • t'IIL .... rru .. • ......... 1'01" .~ .~ 
U ''''''~''''''I' ~ UU"''''..,,, ~ "" I .vv J£ J£ 

14 129561 S 062608 S 324.00 72 72 .. 1I ....... r"l'O • "'L"'L'I~ • Jlft~ ... ,.. OL M 
'U 1£7""'" ~ "''''''''''' .... ~ .... .., .... vv QU TV 

18 129585 S 062622 S 525.00 105 105 
~~ '1."nrn." • nL ... L..,n • 11:"711: nn ••• ••• £V 1"'7"'7£ ~ ",,,,.&.11."017 ~ ... , .... V'"' • 'J "J 

24 129608 S 062646 S 840.00 160 160 
~~ .. .,,.."-1.c: • nL",LLn • 'IJln ... nn ~ .. ~ .. 
~V ''''''7U'''' ~ U'"''''''"'"'UU ~ I .... U~.VV ~JJ ~JJ 

SiANDARD BLiND FLANGES 

3 129943 5 062547 5 43.00 9 9 
4 129950 S 062554 S 68.00 13 15 
6 129967 5 062561 5 119.00 22 28 
8 129974 S 062578 S 191.00 38 45 

10 129981 5 062479 5 242.00 55 55 
12 129998 5 062486 5 310.00 73 73 
14 130000 S 062493 S 495.00 110 110 
16 130017 5 062509 5 743.00 165 165 
18 130024 S 062516 S 835.00 167 167 
20 130031 5 062523 5 1070.00 214 214 
24 130048 S 062530 S 1591.00 303 303 
30 130055 N 045786 5 3190.00 580 580 
36 045779 S 4345.00 790 
42 045762 S 7050.00 1175 
48 045755 S 9510.00 1585 

72 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (80C) 248-9537 05/01/09 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014313 

PUBLIC

FLANGED cno CEMENT LINED 
T"llI:Ir II .... i"" .... n.l,.tilllCl Iron ell0 I=It'tt"'ll"t.tCII"I I=ilti .... t'tc: LP-5091 -1"--

_ ... _ .. -_ ....... - . -_.';:11-- •••••• ";:11-

UPCooe 670610 Ship UPCooe 670610 Ship Less Domssiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

ADAPTER FLANGE iUnion Fiange) 

3 i3i090 S 55.00 7 
4 131106 5 73.00 11 
6 i 3 iii 3 S 90.00 is 
!3 131120 5 131.00 22 

iO i3ii37 S 2 i 4.00 30 
12 131144 5 242.00 40 

c.TIl ... nAnn 11:1 A"I~I: TUDlI:'l\nll:'n ':I"\n C:TI:II:'I DIDII:' oJ ._ ............................. _ .. ...................... _ .... <J ....... .-- • .-- .. 

2 129417 S 39.00 6 
2.5 129424 S 52.00 8 

3 129431 S 33.00 7 
4 129448 S 54.00 12 
6 129455 S 72.00 17 
8 129462 S 119.00 28 

10 129479 S 149.00 35 
12 129486 S 259.00 61 

FLANGE THREADED FOR DUCTILE IRON PIPE 

3 129509 S 062653 S 29.00 6 6 
4 129516 • 062677 • 59.00 11 13 ~ ~ 

6 129523 S 062684 S 60.00 14 14 
II 129530 • 062691 • 145.00 35 34 ~ ~ 

10 129547 S 062585 S 148.00 33 33 . ~ 1I ... t'\~r .. • t'IIL .... rru .. • ......... 1'01" .~ .~ 
U ''''''~''''''I' ~ UU"''''..,,, ~ "" I .vv J£ J£ 

14 129561 S 062608 S 324.00 72 72 .. 1I ....... r"l'O • "'L"'L'I~ • Jlft~ ... ,.. OL M 
'U 1£7""'" ~ "''''''''''' .... ~ .... .., .... vv QU TV 

18 129585 S 062622 S 525.00 105 105 
~~ '1."nrn." • nL ... L..,n • 11:"711: nn ••• ••• £V 1"'7"'7£ ~ ",,,,.&.11."017 ~ ... , .... V'"' • 'J "J 

24 129608 S 062646 S 840.00 160 160 
~~ .. .,,.."-1.c: • nL",LLn • 'IJln ... nn ~ .. ~ .. 
~V ''''''7U'''' ~ U'"''''''"'"'UU ~ I .... U~.VV ~JJ ~JJ 

SiANDARD BLiND FLANGES 

3 129943 5 062547 5 43.00 9 9 
4 129950 S 062554 S 68.00 13 15 
6 129967 5 062561 5 119.00 22 28 
8 129974 S 062578 S 191.00 38 45 

10 129981 5 062479 5 242.00 55 55 
12 129998 5 062486 5 310.00 73 73 
14 130000 S 062493 S 495.00 110 110 
16 130017 5 062509 5 743.00 165 165 
18 130024 S 062516 S 835.00 167 167 
20 130031 5 062523 5 1070.00 214 214 
24 130048 S 062530 S 1591.00 303 303 
30 130055 N 045786 5 3190.00 580 580 
36 045779 S 4345.00 790 
42 045762 S 7050.00 1175 
48 045755 S 9510.00 1585 

72 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (80C) 248-9537 05/01/09 
BOX 309' Ai-.ii'>liSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014313 



CX 2358-073

HANGED cno cEMENT LINED 
LP-5091 Tvl A I'" Iinift .... Ductile Iron ell0 F I" "'U'" Arl I=illi .... ,..c: .,"_. _ ... _ .. ._ •• ::11-- . ••••• "::11-

UPCods670610 Ship UFCode 670610 Ship Less Domestic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

BliND FLANGE TAPPED (:2-inch Oniyj SEE NOTE 
3 i30i23 S 053194 S 83.00 9 ii 
4 130185 5 053637 5 108.00 13 15 
6 130246 S 062417 S i 59.00 22 28 
8 130314 5 062448 5 231.00 38 45 

10 130352 S 028703 S 282.00 55 62 
12 130413 5 028727 5 350.00 73 87 
14 130451 N 030911 S 535.00 iiO no 
16 130468 5 049678 5 783.00 165 165 
i8 130482 S 052517 S 875.00 167 i92 
20 301585 N 052739 5 1110.00 214 214 
24 130505 N 053149 S 1671.00 303 303 
30 130543 N 053217 S 3290.00 580 580 
36 N 4445.00 790 
42 N 7250.00 1175 
48 N 9710.00 1585 

fLANGE SLUDGE SHOE 
3 130789 N 098126 S 119.00 28 25 
4 130802 S 098140 S 158.00 35 35 
6 130826 S 098164 S 191.00 45 45 
8 130840 N 098188 S 276.00 65 65 

10 130864 N 098089 5 361.00 88 85 
12 250500 N 098102 S 510.00 120 120 

r. 1I. ... l"'!cr_.r. Anr n.r"r 
'-~.'1\,;l1'''A'-~'''''' .- ... "' .. 

0 ,..,nl:£7 e nn7nAI: e nl: nn on on 

" I.)V...1UI J V717"+...1 J 7...1.VV LV LV 

4 130581 5 097969 5 135.00 44 30 , '..,nLn~ e nn7no.., e '7n nn " .n 
U I.)VUV"+ J V7170') J II V.VV ~~ ~v 

8 130628 5 098003 5 298.00 75 70 
,n '..,nL ... " e nn7nn7 e .n, nn ,no n< 
'v I')VU9-L J V7/7VI J 9-V9-.VV 'VU N 

12 130666 5 097921 5 655.00 154 155 
" ,..,nLon ., nnnl::o, e 7.A1,) nn ,nn H< 
,~ I')VVUV " V77...1UI J 19-').VV "V 'U_ 

16 130703 N 099604 5 1080.00 294 240 
'0 , ..,n7"7 t-~ nnnL'lO 0 , "7n nn 0« 07< 
'U I')V/LI V77VLV J IL/V.VV "-- ,,-

20 130741 N 099642 5 1775.00 465 355 
24 ,..,n7LI:: t-~ nnnLLL 0 "7Ln nn '0< ,on 

I.)V/U .... V77VVV J LI vv.vv V"_ ~uv 

30 N CALL 760 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

73 

Confidential McVVane-014314 

PUBLIC

HANGED cno cEMENT LINED 
LP-5091 Tvl A I'" Iinift .... Ductile Iron ell0 F I" "'U'" Arl I=illi .... ,..c: .,"_. _ ... _ .. ._ •• ::11-- . ••••• "::11-

UPCods670610 Ship UFCode 670610 Ship Less Domestic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

BliND FLANGE TAPPED (:2-inch Oniyj SEE NOTE 
3 i30i23 S 053194 S 83.00 9 ii 
4 130185 5 053637 5 108.00 13 15 
6 130246 S 062417 S i 59.00 22 28 
8 130314 5 062448 5 231.00 38 45 

10 130352 S 028703 S 282.00 55 62 
12 130413 5 028727 5 350.00 73 87 
14 130451 N 030911 S 535.00 iiO no 
16 130468 5 049678 5 783.00 165 165 
i8 130482 S 052517 S 875.00 167 i92 
20 301585 N 052739 5 1110.00 214 214 
24 130505 N 053149 S 1671.00 303 303 
30 130543 N 053217 S 3290.00 580 580 
36 N 4445.00 790 
42 N 7250.00 1175 
48 N 9710.00 1585 

fLANGE SLUDGE SHOE 
3 130789 N 098126 S 119.00 28 25 
4 130802 S 098140 S 158.00 35 35 
6 130826 S 098164 S 191.00 45 45 
8 130840 N 098188 S 276.00 65 65 

10 130864 N 098089 5 361.00 88 85 
12 250500 N 098102 S 510.00 120 120 

r. 1I. ... l"'!cr_.r. Anr n.r"r 
'-~.'1\,;l1'''A'-~'''''' .- ... "' .. 

0 ,..,nl:£7 e nn7nAI: e nl: nn on on 

" I.)V...1UI J V717"+...1 J 7...1.VV LV LV 

4 130581 5 097969 5 135.00 44 30 , '..,nLn~ e nn7no.., e '7n nn " .n 
U I.)VUV"+ J V7170') J II V.VV ~~ ~v 

8 130628 5 098003 5 298.00 75 70 
,n '..,nL ... " e nn7nn7 e .n, nn ,no n< 
'v I')VU9-L J V7/7VI J 9-V9-.VV 'VU N 

12 130666 5 097921 5 655.00 154 155 
" ,..,nLon ., nnnl::o, e 7.A1,) nn ,nn H< 
,~ I')VVUV " V77...1UI J 19-').VV "V 'U_ 

16 130703 N 099604 5 1080.00 294 240 
'0 , ..,n7"7 t-~ nnnL'lO 0 , "7n nn 0« 07< 
'U I')V/LI V77VLV J IL/V.VV "-- ,,-

20 130741 N 099642 5 1775.00 465 355 
24 ,..,n7LI:: t-~ nnnLLL 0 "7Ln nn '0< ,on 

I.)V/U .... V77VVV J LI vv.vv V"_ ~uv 

30 N CALL 760 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

73 

Confidential McVVane-014314 



CX 2358-074

Tyler Union Ductile Iron ell 0 Flanged Fittings LP-5091 

III'H ... • __ I_ C'L:_ I :_~ C'L:_ 
vr .... vut:l ~llIiJ LI;:'I ~IIII-' 

Tap x 0.0. 670610 Code Size & Tap Price WI. 

OJ. REDUCING FLANGE THREADED FOR STEEL PIPE 
3x9 129752 S 1 A~"l\ 77.00 17 \-'-"'-'1 

4xll 129769 5 (6x4) 89.00 21 
4x13 1lz 129783 S Ig~A\ 157.00 37 \V"-'-I 

6x13lJ, 129806 N (8x6) 172.00 31 
6:::16 129813 t-.J 11 "~J.\ 255.00 60 ('VAVI 

6x19 129837 N (12x6) 383.00 90 
8:::16 129820 S fl ,,~g\ 263.00 50 ('VAVI 

10x19 129844 N (12xl0) 306.00 72 

0.1. REDUCING FLANGE THREADED FOR CAST IRON/DI PIPE 

3x9 129851 S (4x3) 68.00 15 
.11 __ '1 'I '1·' ..... OLO ., IL __ .II\ 'II'\L 1'\1'\ ~o 
..... A •• • .£70UO .. \UA ..... } IVU.VU £~ 

4x131f2 129875 N (8x4) 170.00 40 
L __ '1 ~1 f '1." .... 00." ., 10 __ L\ '101'\ 1'\1'\ ~o 
UAI~r.l; • .£700.£ .. \OAU} 107.VU ~~ 

8x16 129905 N (10x8) 213.00 50 
0 __ '1"" 

~~."r",,,, ., 1'1.,, __ 0\ ~H nn 00 
OA.7 ~~~~vu .. \ '..LAO} ~UI.VU U~ 

74 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014315 

PUBLIC

Tyler Union Ductile Iron ell 0 Flanged Fittings LP-5091 

III'H ... • __ I_ C'L:_ I :_~ C'L:_ 
vr .... vut:l ~llIiJ LI;:'I ~IIII-' 

Tap x 0.0. 670610 Code Size & Tap Price WI. 

OJ. REDUCING FLANGE THREADED FOR STEEL PIPE 
3x9 129752 S 1 A~"l\ 77.00 17 \-'-"'-'1 

4xll 129769 5 (6x4) 89.00 21 
4x13 1lz 129783 S Ig~A\ 157.00 37 \V"-'-I 

6x13lJ, 129806 N (8x6) 172.00 31 
6:::16 129813 t-.J 11 "~J.\ 255.00 60 ('VAVI 

6x19 129837 N (12x6) 383.00 90 
8:::16 129820 S fl ,,~g\ 263.00 50 ('VAVI 

10x19 129844 N (12xl0) 306.00 72 

0.1. REDUCING FLANGE THREADED FOR CAST IRON/DI PIPE 

3x9 129851 S (4x3) 68.00 15 
.11 __ '1 'I '1·' ..... OLO ., IL __ .II\ 'II'\L 1'\1'\ ~o 
..... A •• • .£70UO .. \UA ..... } IVU.VU £~ 

4x131f2 129875 N (8x4) 170.00 40 
L __ '1 ~1 f '1." .... 00." ., 10 __ L\ '101'\ 1'\1'\ ~o 
UAI~r.l; • .£700.£ .. \OAU} 107.VU ~~ 

8x16 129905 N (10x8) 213.00 50 
0 __ '1"" 

~~."r",,,, ., 1'1.,, __ 0\ ~H nn 00 
OA.7 ~~~~vu .. \ '..LAO} ~UI.VU U~ 

74 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 ' FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' Ai-.ii-.iiSiOi-.i, ALABAMA 36202 • (800) 226-760i • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014315 



CX 2358-075

liD 

'T ====1 
I I 
I ( 
I I 
I I 
I I 
I I 
I I 
I I 

Sox Assembled 

05/01/09 

liem 

12T 
15T 
18T 
24T 
30T 

Item 

12B 
15B 
21B 
27B 
33B 
39B 

LP-5091 
CAST IROft-J SERVICE BOXES, ADJUSTABLE 

Accommodates through 11/4" (urbstops; Enlarged Base 
Accommodates 2" curbstops; 2%" shait - screw type 

6500 SERIES, SCREW TYPE WITH WATER LID 

Box (Components) 

89-A(l2T& 12 B) 
90-B(12T& 15B) 
90-C(15T& ISS) 
91-CI15T&21B) 
92J'/1 <;:TR')7R' 

-\'~'~-' -I 

92-Dii 8T&27Bj 
93-D(l8T&33B) 
00 1::1" AT" ""1:1\ 
~"- .. \L-. I """"""I 
94-E(24T&39Bj 
95-E(30T&39B) 
1 00-E(24T&21 B&#154 Ext) 
1 00-F(30T&21 B&#154 Ext) 

101-F(30T&27B&#154 Ex!) 

UPCode Ship 
670610 Code 

146681 S 
146742 S 
146803 S 
146865 S 
146926 S 
146988 S 
147046 S 
147114 S 
147183 S 
147251 S 
147312 S 
147381 S 
147459 S 

/~~~ 
( (0) ) 
\ ~- j ,_/ 
1- 4%-1 
'v:J '-'feU w' ( 

1001.1,;)1 J 
17TO,\ ", 
V! '\j.l 

(OldSlylei 
Repa;rLid 

TOP SECTION '1IITH '1IATER LID 
UPCcde 
670610 

147510 
147589 
147640 
147701 
147763 

670610 
Domestic 

144670 
144687 
144694 
144700 
144717 
144724 

Ship Lis! 
Coue Vv'eight 

S 12 
S 11 
S 13 
S 18 
S 21 

BOTTOM ONLY 

Ship List 
Code Weight 

S 8 
S 9 
S 12 
S 14 
S 18 
S 22 

22.00 
24.00 
31.00 
35.00 
40.00 

Price 

19.00 
21.00 
24.00 
25.00 
35.00 
40.00 

E,I 

In Inches 

15-21 
18-2..:1 
21-27 
24-33 
30-39 
30-42 
36-48 
36-54 
42-60 
41-6..:1 
54-72 
54-78 
60-84 

WI 

19 
21 
22 
24 
26 
28 
32 
37 
41 
45 
50 
53 
55 

(Ollt.<'id .. C()VNj 

Repair-lid 

List 
Price 

47.00 
47.00 
50.00 
55.00 
57.00 
69.00 
79.00 
82.00 
90.00 

10000 
112.00 
121.00 
122.00 

EXTENSION 

Height 
Item Increase 

151 9 
152 16 
153 28 
154 30 

11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (BOO) 226-0806 

75 

Confidential McVVane-014316 

PUBLIC

liD 

'T ====1 
I I 
I ( 
I I 
I I 
I I 
I I 
I I 
I I 

Sox Assembled 

05/01/09 

liem 

12T 
15T 
18T 
24T 
30T 

Item 

12B 
15B 
21B 
27B 
33B 
39B 

LP-5091 
CAST IROft-J SERVICE BOXES, ADJUSTABLE 

Accommodates through 11/4" (urbstops; Enlarged Base 
Accommodates 2" curbstops; 2%" shait - screw type 

6500 SERIES, SCREW TYPE WITH WATER LID 

Box (Components) 

89-A(l2T& 12 B) 
90-B(12T& 15B) 
90-C(15T& ISS) 
91-CI15T&21B) 
92J'/1 <;:TR')7R' 

-\'~'~-' -I 

92-Dii 8T&27Bj 
93-D(l8T&33B) 
00 1::1" AT" ""1:1\ 
~"- .. \L-. I """"""I 
94-E(24T&39Bj 
95-E(30T&39B) 
1 00-E(24T&21 B&#154 Ext) 
1 00-F(30T&21 B&#154 Ext) 

101-F(30T&27B&#154 Ex!) 

UPCode Ship 
670610 Code 

146681 S 
146742 S 
146803 S 
146865 S 
146926 S 
146988 S 
147046 S 
147114 S 
147183 S 
147251 S 
147312 S 
147381 S 
147459 S 

/~~~ 
( (0) ) 
\ ~- j ,_/ 
1- 4%-1 
'v:J '-'feU w' ( 

1001.1,;)1 J 
17TO,\ ", 
V! '\j.l 

(OldSlylei 
Repa;rLid 

TOP SECTION '1IITH '1IATER LID 
UPCcde 
670610 

147510 
147589 
147640 
147701 
147763 

670610 
Domestic 

144670 
144687 
144694 
144700 
144717 
144724 

Ship Lis! 
Coue Vv'eight 

S 12 
S 11 
S 13 
S 18 
S 21 

BOTTOM ONLY 

Ship List 
Code Weight 

S 8 
S 9 
S 12 
S 14 
S 18 
S 22 

22.00 
24.00 
31.00 
35.00 
40.00 

Price 

19.00 
21.00 
24.00 
25.00 
35.00 
40.00 

E,I 

In Inches 

15-21 
18-2..:1 
21-27 
24-33 
30-39 
30-42 
36-48 
36-54 
42-60 
41-6..:1 
54-72 
54-78 
60-84 

WI 

19 
21 
22 
24 
26 
28 
32 
37 
41 
45 
50 
53 
55 

(Ollt.<'id .. C()VNj 

Repair-lid 

List 
Price 

47.00 
47.00 
50.00 
55.00 
57.00 
69.00 
79.00 
82.00 
90.00 

10000 
112.00 
121.00 
122.00 

EXTENSION 

Height 
Item Increase 

151 9 
152 16 
153 28 
154 30 

11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (BOO) 226-0806 
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CX 2358-076

6500 

Hem 

151 Ext 
152 Ext 
153 c" 
154 E;.;t 

t:nlorged ~ose 

2%" Water Lid 
Brass Screw (Std. vvvv renTagon! 

Wrench (Sid WW Pentagon) 

2V2" "'''''n .... ;~ I;...l "'" .. ~t"~ •• _.- _.-
21/2" Repair Lid New 
2%" Repair Lid Outside Cover 

ENL~RGED BASE 
For :2" Curbsiops 

H",ighi 
Item increase 

6500 6" 

SER!ES 

UPCode 
670610 

144762 
i 44779 
144786 
144793 
1448011 
144830 
144816 
144908 
144915 
144922 
381518 

LP-5091 

CAST IROt,. SERVICE BOXES, ADJUSTABLE 
A:t::t:cmmcdates through 1 Y.;" ;::urbstcps; En!arged Sese 

Accommodates 2" curbsfops; 2%" shaff - screw type 

PARTS 
Ship List 
Code Weighi Price 

S 8.0 21.00 
5 12.0 24.00 
S 17.0 33.00 
S 19.0 36.00 
S 8.0 22.UO 
S 1.0 5.00 
S ..... uu 

S 0.5 10.00 
S 5.0 30.00 
5 5.0 30.00 
S 5.0 30.00 

___ AI., I 

~.:.:~-+
~-- ---J 

rLi 3% 

~ ,III L::J __ --, 

Y2 ........... ___ 
..--r,:' .,,, 1" 
t 1:~ -,j 27/ 
~~~rJ2 

5/'6 

'--Ill 

ilf , .. 
L!!!!! 

Brass Screw 
Std. IN V'J Pentagon 

76 11910 CR 492 • TYLER, TEXAS 75706· l800) 527-8478 • FAX ORDERS TO l800) 248-9537 
BOX 309· ANNISTON, ALA8AMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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6500 

Hem 

151 Ext 
152 Ext 
153 c" 
154 E;.;t 

t:nlorged ~ose 

2%" Water Lid 
Brass Screw (Std. vvvv renTagon! 

Wrench (Sid WW Pentagon) 

2V2" "'''''n .... ;~ I;...l "'" .. ~t"~ •• _.- _.-
21/2" Repair Lid New 
2%" Repair Lid Outside Cover 

ENL~RGED BASE 
For :2" Curbsiops 

H",ighi 
Item increase 

6500 6" 

SER!ES 

UPCode 
670610 

144762 
i 44779 
144786 
144793 
1448011 
144830 
144816 
144908 
144915 
144922 
381518 

LP-5091 

CAST IROt,. SERVICE BOXES, ADJUSTABLE 
A:t::t:cmmcdates through 1 Y.;" ;::urbstcps; En!arged Sese 

Accommodates 2" curbsfops; 2%" shaff - screw type 

PARTS 
Ship List 
Code Weighi Price 

S 8.0 21.00 
5 12.0 24.00 
S 17.0 33.00 
S 19.0 36.00 
S 8.0 22.UO 
S 1.0 5.00 
S ..... uu 

S 0.5 10.00 
S 5.0 30.00 
5 5.0 30.00 
S 5.0 30.00 

___ AI., I 

~.:.:~-+
~-- ---J 

rLi 3% 

~ ,III L::J __ --, 

Y2 ........... ___ 
..--r,:' .,,, 1" 
t 1:~ -,j 27/ 
~~~rJ2 

5/'6 

'--Ill 

ilf , .. 
L!!!!! 

Brass Screw 
Std. IN V'J Pentagon 
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CX 2358-077

LP-5091 
6850 SERIES 

CAST IROI"~ T\&/O-PIECE VALVE BOXES 

TyLER UNiON Vaive Boxes are avaiiabie 
either pre-assembied or as individuai tops and 
bottoms. For assembled boxes, the UPC codes 
shown represent a combination of one top and 
one bottom in the sizes shown. FOi unassembled 
boxes, the UPC code represents only c top 
or a bottom, not a complete box. Therefore, 
unassembled boxes require ordering tops and 
battams separateiy. 

BOXES ASSEMBLED/LESS L!DS 
Assy UPCode 

Box (Coniponents) Height 670610 'lIt 

562-5(16T-24B) 27-37 145790 71 
563-5(16T +30B) 33-43 145752 78 
564-5(16T +36B) 39-50 145806 85 
662-5(26T +30B) 36-52 145769 93 
664-5(26T +36B) 39-60 145813 100 

List 
Each 

113.00 
120.00 
127.00 
158.00 
163.00 

Top 

Bottom 

(-

05/01/09 

i 

I 
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LP-5091 
6850 SERIES 

CAST IROI"~ T\&/O-PIECE VALVE BOXES 

TyLER UNiON Vaive Boxes are avaiiabie 
either pre-assembied or as individuai tops and 
bottoms. For assembled boxes, the UPC codes 
shown represent a combination of one top and 
one bottom in the sizes shown. FOi unassembled 
boxes, the UPC code represents only c top 
or a bottom, not a complete box. Therefore, 
unassembled boxes require ordering tops and 
battams separateiy. 

BOXES ASSEMBLED/LESS L!DS 
Assy UPCode 

Box (Coniponents) Height 670610 'lIt 

562-5(16T-24B) 27-37 145790 71 
563-5(16T +30B) 33-43 145752 78 
564-5(16T +36B) 39-50 145806 85 
662-5(26T +30B) 36-52 145769 93 
664-5(26T +36B) 39-60 145813 100 

List 
Each 

113.00 
120.00 
127.00 
158.00 
163.00 

Top 

Bottom 

(-

05/01/09 

i 

I 
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CX 2358-078

78 

LP-5091 
6850 SERIES 

CAST IReI'"" T11IO-PIECE VALVE BOXES 

Parts Not Assembled/Less Lids 

iOPS 

Assy UPCode 
1:1---

It" _______ ._1 
Height 670610 ... " .. " \ ........ ·,· ....... ,''''·'''''1 

461-(;:11 (IT -1-1 t;R\ ... \ .... , , • -~I 19-22 144939 
462-5(1 OT +24B) 27-32 144939 
562-5!16T +24B) 27-37 144946 
«, C:ll J:.T -I-':InD.\ 33-43 144946 ...... v ..... - ... \ I v I I ..... V ... / 

564-S(i 6T-36Bj 39-50 i44946 
662-S(26T-30B) 36-52 144953 , .. C" ..... .£T , ~.£n\ on ,n , ~ • n.c '] 
VV .... -~\LV I T..JUU} ..J7-UV 1"+"+7,,),,) 

666-5126T +24B+#60 Ext) 51-71 144953 
668-(;/?AT -I-~;;R-I-itAn i=vt\ 62-82 144953 -\-_. --- .. -- _ ... / 

BOTTOMS 
Assy UPCode 

Box (Components) Height 670610 

461-5(10T+15B) 19-22 145004 
462-S(1 OT +24B) 27-32 145011 
562-5116T +24B) 27-37 145011 
563_t:::/1AT -I-~nR\ 

~\'~' '~~~I 33--13 1-1-1991 
564-5(16T-36B) 39-50 145026 
662-5!26T-30B) 36-52 144991 
a, C'1LT ..L~LD\ 39-60 145028 VV...,.-",\LV I I .... v ... / 

666-5(26T +248+#60 Extj 5 i -7i i450ii 
668-S(26T +36B+#60 Ext) 62-82 ].45028 

EXTENSIONS 
Height UP(..ode 

Item/Description Increase 670610 WI 

#58 Screw-Type 14 145141 29 
#59 Screw-Type 18 145158 33 
#60 Screw-Type 24 145059 36 

ILjCIo~~ Urlc\ ,---- ----, 

' -, .. ' 
lOT 
lOT 
16T 
16T 
i6T 
26T 
"'T LV' 

26T 
26T 

19t 

15B 
24B 
24B 
30B 
36B 
30B 
369 
248 
36B 

List 
Each 

Wt 

23 
23 
36 
36 
36 
51 
r, 
~, 

51 
51 

Wt 

27 
35 
35 
-12 
49 
42 
49 
35 
49 

46.00 
54.00 
57.00 

List 
Eo;;:h 

31.00 
31.00 
49.00 
49.00 
49.00 
6900 
,n nn 
VY.VV 

69.00 
69.00 

list 
Eoch 

37 .00 
51.00 
51.00 
57 .00 
67.00 
57.00 
67.00 
5LOO 
67 00 

';, I 
,I 

50 Ex!e!'!s!on 
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,-'0-, 
'- 7 ~,~ 
: _7}/S ,:: 
: ..-<l.e---<i!:' ., i2 :) : I 

~l: , 
WI> .J.... 
II ~:- -; J '{2 
:5 i:- ,I 
, I:;", " il G"4 J ' , 

-7~i;----+ 

;5~~ "1 
1/4 ~:--- 5 ';""""1! 
.~ 

.LL,,<'-' : I 
I~L::::::~"::):I , I I 

I ,I 
I ;1 

w I: I 
..J I: ,I 
m I :1 
" I :1 
0:: I; :1 :;: I :1 

It _---il 
.( \" 

: • (, ----'1 
I :1 

: 6Y2 ! :1 
;, I. I :u,sl: I 

L.LJ. i--
, 

- 8 . I 
10 '/-,\ ------l 

.. 5 314 .. 

1--5 1
/4 ";: 

~~ 
I ~*c>:;1 
i I~(:;:;:>':I 
I • I· 

: ~ i 
~ 
oc 
o ., 

~ ,:'/': '00- - --'I 

6 k~~o~R 
I ..I~81...1 
1-- l -I 
(..-- !;I'ia o-l 

58 & 59 Extension 
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78 

LP-5091 
6850 SERIES 

CAST IReI'"" T11IO-PIECE VALVE BOXES 

Parts Not Assembled/Less Lids 

iOPS 

Assy UPCode 
1:1---

It" _______ ._1 
Height 670610 ... " .. " \ ........ ·,· ....... ,''''·'''''1 

461-(;:11 (IT -1-1 t;R\ ... \ .... , , • -~I 19-22 144939 
462-5(1 OT +24B) 27-32 144939 
562-5!16T +24B) 27-37 144946 
«, C:ll J:.T -I-':InD.\ 33-43 144946 ...... v ..... - ... \ I v I I ..... V ... / 

564-S(i 6T-36Bj 39-50 i44946 
662-S(26T-30B) 36-52 144953 , .. C" ..... .£T , ~.£n\ on ,n , ~ • n.c '] 
VV .... -~\LV I T..JUU} ..J7-UV 1"+"+7,,),,) 

666-5126T +24B+#60 Ext) 51-71 144953 
668-(;/?AT -I-~;;R-I-itAn i=vt\ 62-82 144953 -\-_. --- .. -- _ ... / 

BOTTOMS 
Assy UPCode 

Box (Components) Height 670610 

461-5(10T+15B) 19-22 145004 
462-S(1 OT +24B) 27-32 145011 
562-5116T +24B) 27-37 145011 
563_t:::/1AT -I-~nR\ 

~\'~' '~~~I 33--13 1-1-1991 
564-5(16T-36B) 39-50 145026 
662-5!26T-30B) 36-52 144991 
a, C'1LT ..L~LD\ 39-60 145028 VV...,.-",\LV I I .... v ... / 

666-5(26T +248+#60 Extj 5 i -7i i450ii 
668-S(26T +36B+#60 Ext) 62-82 ].45028 

EXTENSIONS 
Height UP(..ode 

Item/Description Increase 670610 WI 

#58 Screw-Type 14 145141 29 
#59 Screw-Type 18 145158 33 
#60 Screw-Type 24 145059 36 

ILjCIo~~ Urlc\ ,---- ----, 

' -, .. ' 
lOT 
lOT 
16T 
16T 
i6T 
26T 
"'T LV' 

26T 
26T 

19t 

15B 
24B 
24B 
30B 
36B 
30B 
369 
248 
36B 

List 
Each 

Wt 

23 
23 
36 
36 
36 
51 
r, 
~, 

51 
51 

Wt 

27 
35 
35 
-12 
49 
42 
49 
35 
49 

46.00 
54.00 
57.00 

List 
Eo;;:h 

31.00 
31.00 
49.00 
49.00 
49.00 
6900 
,n nn 
VY.VV 

69.00 
69.00 

list 
Eoch 

37 .00 
51.00 
51.00 
57 .00 
67.00 
57.00 
67.00 
5LOO 
67 00 

';, I 
,I 

50 Ex!e!'!s!on 
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,-'0-, 
'- 7 ~,~ 
: _7}/S ,:: 
: ..-<l.e---<i!:' ., i2 :) : I 

~l: , 
WI> .J.... 
II ~:- -; J '{2 
:5 i:- ,I 
, I:;", " il G"4 J ' , 

-7~i;----+ 

;5~~ "1 
1/4 ~:--- 5 ';""""1! 
.~ 

.LL,,<'-' : I 
I~L::::::~"::):I , I I 

I ,I 
I ;1 

w I: I 
..J I: ,I 
m I :1 
" I :1 
0:: I; :1 :;: I :1 

It _---il 
.( \" 

: • (, ----'1 
I :1 

: 6Y2 ! :1 
;, I. I :u,sl: I 

L.LJ. i--
, 

- 8 . I 
10 '/-,\ ------l 

.. 5 314 .. 

1--5 1
/4 ";: 

~~ 
I ~*c>:;1 
i I~(:;:;:>':I 
I • I· 

: ~ i 
~ 
oc 
o ., 

~ ,:'/': '00- - --'I 

6 k~~o~R 
I ..I~81...1 
1-- l -I 
(..-- !;I'ia o-l 
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CX 2358-079

LP-5091 
6855 SER!ES 

CAST !RON TWO-P!ECE VALVE BOXES 

TyLER UNiON Vaive Boxes are avaiiabie 
either pre-assembied or as individuai tops and 
bottoms. For assembled boxes, the UPC codes 
shown represent a combination of one top and 

one bottom in the sizes shown. FOi unassembled 
boxes, the UPC code represents only c top 
or a bottom, not a complete box. Therefore, 
unassembled boxes require ordering tops and 
battams separateiy, 

BOXES ASSEMBLED/LESS 
Extension 

1)0)( (Co,npon.anis) Heighi 

562-A(16T-24B) 27-37 
563-All AT +AnR\ ."\. _. ---, 33-43 
564-Aj16T +36Bj 39-50 
«0 A/'lkT I "JnD\ 36-52 UUL-n.\LVI, ...... V ..... ' 

664-A(26T +368) 39-60 

Lids marked "WATER" will ship un
less otherwise specified: 
Also available 5% Drop Lids: 

UPCode 
670610 

145868 
145714 
145875 
145721 
145882 

LIDS 

Vii 

72 
81 
83 
07 

" 
99 

List 
[ad; 

113.00 
120.00 
127.00 
158.00 
163.00 

Top 

t---9------->1 
1r-7%~: 
11r-7%~:: 
111,-53js-,::: 

11:1: '? 1,;1 
~ l ,';.-.~:::::::.-.;-p J 
cq \,...-------,_-d 
~ I'" e'l 
~ Ii !I 
> A' ,~ 
Lf='±-

i 
I 

II~~~~I ~ 
I t-~~-, : 
,.-,.~, 

, 
I 
I 

\ j 
I ( 
I I 
I I 
J k 

':;:1 I", 

Box Assembled 
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LP-5091 
6855 SER!ES 

CAST !RON TWO-P!ECE VALVE BOXES 

TyLER UNiON Vaive Boxes are avaiiabie 
either pre-assembied or as individuai tops and 
bottoms. For assembled boxes, the UPC codes 
shown represent a combination of one top and 

one bottom in the sizes shown. FOi unassembled 
boxes, the UPC code represents only c top 
or a bottom, not a complete box. Therefore, 
unassembled boxes require ordering tops and 
battams separateiy, 

BOXES ASSEMBLED/LESS 
Extension 

1)0)( (Co,npon.anis) Heighi 

562-A(16T-24B) 27-37 
563-All AT +AnR\ ."\. _. ---, 33-43 
564-Aj16T +36Bj 39-50 
«0 A/'lkT I "JnD\ 36-52 UUL-n.\LVI, ...... V ..... ' 

664-A(26T +368) 39-60 

Lids marked "WATER" will ship un
less otherwise specified: 
Also available 5% Drop Lids: 

UPCode 
670610 

145868 
145714 
145875 
145721 
145882 

LIDS 

Vii 

72 
81 
83 
07 

" 
99 

List 
[ad; 

113.00 
120.00 
127.00 
158.00 
163.00 

Top 

t---9------->1 
1r-7%~: 
11r-7%~:: 
111,-53js-,::: 

11:1: '? 1,;1 
~ l ,';.-.~:::::::.-.;-p J 
cq \,...-------,_-d 
~ I'" e'l 
~ Ii !I 
> A' ,~ 
Lf='±-

i 
I 

II~~~~I ~ 
I t-~~-, : 
,.-,.~, 

, 
I 
I 

\ j 
I ( 
I I 
I I 
J k 

':;:1 I", 

Box Assembled 
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CX 2358-080

Parts Net Assemb!ed/Less Lids 

iOPS 
Assy UPCode 

Box (Components) HeiQht 670610 

461-A(10T+158) 
462-A(1 OT +248) 
Sa2-AilaT +248) 
563-A(16T+30BI 
564 :\(16T 36B) 
662-A(26T-30B) 
664-A(26T+36B) 

19-22 144960 
27-32 144960 
27-37 144977 
33-43 144977 
39 50 144977 
36-52 i 44984 
39-60 144984 

666-A(26T+24B+#60-A Ext) 51-71 
668-A(261 +36IH#60-A t:xtJ 62 82 

144984 
14491:\4 

BOTTOMS 
Assy 

Box (Components) Height 

461-A(1 OT + 158) 19-22 
462-A(10T+24B) 27-32 
562-A(16T +24[}) 27-37 
563-A(16T +308) 33-43 
564-A(16T-36B) 39-50 
662-A(26T-30B) 36-52 
664-A(26T+368) 39-60 
666 A(26T +24B+#60 l" Ext) 51 71 
668-A(26T +36B+#60-A Ext) 62-82 

Item/Description 

#58-A Slip-Type 
#59-A Slip-Type 
#60-/\ Slip-Type 

I:=V'I'I:= .. I III:' In .. 11II:' .. "" .......... _ ...... 
Height UPCode 

Increase 670610 
14 145233 
18 145240 
24 145066 

urCode 
670610 

145073 
145080 
145080 
145127 
145097 
145127 
145097 
145080 
145097 

Wt 

29 
31 
36 

LP-5091 
6855 SERIES 

CAST IRON TWO .. PIECE VALVE BOXES 
5%" shaft .. slip-type 

Lgt 

lOT 
lOT 
16T 
16T 
16T 
26T 
26T 
26T 
261 

Lgi 

158 
24B 
24[} 
30B 
368 
30B 
36B 
24B 
36B 

List 
Each 

46.00 
54.00 
57.00 

WI 

29 
29 
30 
36 
36 
52 
52 
52 

WI 

26 
36 
36 
45 
47 
45 
47 
35 
49 

Lisi 
Each 

39.00 
39.00 
49.00 
49.00 
49.00 
7i .00 
71.00 
71.00 
/I.OU 

List 
Each 

36.00 
51_00 
51.00 
61.00 
65.00 
61.00 
65.00 
51.00 
65.00 

, 

! 
, 

: 

...----9 --------;j 

:..-75.0._1 
:1;----7~411 
:h-6%i:l! 

1'11;2 I ~I S \ f--'-------~ J 

~ Y--f( 
:i I: ! I 
;; J: n il 
L,.:....I.j.·----'-'--------

i 1f.-6~~i i 
1 h-61,z~ 1 

f..-------91~______..j 

~ 
LU~_;~~~iin 

IV>"I 1 .-_'-""_-___ • ..(1 

60-/1. 

60 11910 CR 492 • TYLER, TEXAS 75706· l800) 527-8478 • FAX ORDERS TO l800) 248-9537 
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Parts Net Assemb!ed/Less Lids 

iOPS 
Assy UPCode 

Box (Components) HeiQht 670610 

461-A(10T+158) 
462-A(1 OT +248) 
Sa2-AilaT +248) 
563-A(16T+30BI 
564 :\(16T 36B) 
662-A(26T-30B) 
664-A(26T+36B) 

19-22 144960 
27-32 144960 
27-37 144977 
33-43 144977 
39 50 144977 
36-52 i 44984 
39-60 144984 

666-A(26T+24B+#60-A Ext) 51-71 
668-A(261 +36IH#60-A t:xtJ 62 82 

144984 
14491:\4 

BOTTOMS 
Assy 

Box (Components) Height 

461-A(1 OT + 158) 19-22 
462-A(10T+24B) 27-32 
562-A(16T +24[}) 27-37 
563-A(16T +308) 33-43 
564-A(16T-36B) 39-50 
662-A(26T-30B) 36-52 
664-A(26T+368) 39-60 
666 A(26T +24B+#60 l" Ext) 51 71 
668-A(26T +36B+#60-A Ext) 62-82 

Item/Description 

#58-A Slip-Type 
#59-A Slip-Type 
#60-/\ Slip-Type 

I:=V'I'I:= .. I III:' In .. 11II:' .. "" .......... _ ...... 
Height UPCode 

Increase 670610 
14 145233 
18 145240 
24 145066 

urCode 
670610 

145073 
145080 
145080 
145127 
145097 
145127 
145097 
145080 
145097 

Wt 

29 
31 
36 

LP-5091 
6855 SERIES 

CAST IRON TWO .. PIECE VALVE BOXES 
5%" shaft .. slip-type 

Lgt 

lOT 
lOT 
16T 
16T 
16T 
26T 
26T 
26T 
261 

Lgi 

158 
24B 
24[} 
30B 
368 
30B 
36B 
24B 
36B 

List 
Each 

46.00 
54.00 
57.00 

WI 

29 
29 
30 
36 
36 
52 
52 
52 

WI 

26 
36 
36 
45 
47 
45 
47 
35 
49 

Lisi 
Each 

39.00 
39.00 
49.00 
49.00 
49.00 
7i .00 
71.00 
71.00 
/I.OU 

List 
Each 

36.00 
51_00 
51.00 
61.00 
65.00 
61.00 
65.00 
51.00 
65.00 

, 

! 
, 

: 

...----9 --------;j 

:..-75.0._1 
:1;----7~411 
:h-6%i:l! 

1'11;2 I ~I S \ f--'-------~ J 

~ Y--f( 
:i I: ! I 
;; J: n il 
L,.:....I.j.·----'-'--------

i 1f.-6~~i i 
1 h-61,z~ 1 

f..-------91~______..j 

~ 
LU~_;~~~iin 

IV>"I 1 .-_'-""_-___ • ..(1 

60-/1. 

60 11910 CR 492 • TYLER, TEXAS 75706· l800) 527-8478 • FAX ORDERS TO l800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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CX 2358-081

LP-5091 
6860 SERIES 

CAST !RON THREE-P!ECE VALVE BOXES 
5;;4" shaft, screw-type 

TyLER UNiON Vaive Boxes are avaiiabie 
either pre-assembied or as individuai tops and 
bottoms. For assembled boxes, the UPC codes 
shown represent a combination of one top and 
one bottom in the sizes shown. FOi unassembled 
boxes, the UPC code represents only c top 
or a bottom, not a complete box. Therefore, 
unassembled boxes require ordering tops and 
battams separateiy. 

Bexes assembled/less bases .& lids: 

Exten:>lon 

Box (Components) Height 

B(16T +24B) 39-49 
t"'/l.LT I 'JOD\ , " "' .... \ 'VI , .... vu/ ........ -........ 
cq16T +36B) 51-60 
nl'l.LT I 'l110\ 45-66 ...... \LVI , .... VIJ/ 

DD(26T+36B) 51-72 

NOTE: Order required lids & bases separately. 

Lids marked "WATER" will ship 
unless otherwise specified: 

UPCode 
670610 

145936 
l.A.c::O.A'J 
' .......... 7 ........ 

145950 
145967 
145974 

WI 

69 
,0 ,-
75 
88 
90 

(Bese required, order separately) 

Top 

Botiom 

list 
Each ~ 

113.00 
1'1 A no 
I.L ..... VV 

130.00 
157.00 
168.00 

r-- 1 ( ______ 1: 
/ Bme.lllu,jr,,:ecl \ 

; Far fa.>lj,,,n .C~nly: . \ 
, NojfurI1"oeQ , 

:' \ 
~!._~=====~~ ~"'~ •••• d,. 

Box Assembled 

05/01/09 11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-847B • FAX ORDERS TO (BOO) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (BOO) 226-7601 • FAX ORDERS TO (BOO) 226-0806 
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LP-5091 
6860 SERIES 

CAST !RON THREE-P!ECE VALVE BOXES 
5;;4" shaft, screw-type 

TyLER UNiON Vaive Boxes are avaiiabie 
either pre-assembied or as individuai tops and 
bottoms. For assembled boxes, the UPC codes 
shown represent a combination of one top and 
one bottom in the sizes shown. FOi unassembled 
boxes, the UPC code represents only c top 
or a bottom, not a complete box. Therefore, 
unassembled boxes require ordering tops and 
battams separateiy. 

Bexes assembled/less bases .& lids: 

Exten:>lon 

Box (Components) Height 

B(16T +24B) 39-49 
t"'/l.LT I 'JOD\ , " "' .... \ 'VI , .... vu/ ........ -........ 
cq16T +36B) 51-60 
nl'l.LT I 'l110\ 45-66 ...... \LVI , .... VIJ/ 

DD(26T+36B) 51-72 

NOTE: Order required lids & bases separately. 

Lids marked "WATER" will ship 
unless otherwise specified: 

UPCode 
670610 

145936 
l.A.c::O.A'J 
' .......... 7 ........ 

145950 
145967 
145974 

WI 

69 
,0 ,-
75 
88 
90 

(Bese required, order separately) 

Top 

Botiom 

list 
Each ~ 

113.00 
1'1 A no 
I.L ..... VV 

130.00 
157.00 
168.00 

r-- 1 ( ______ 1: 
/ Bme.lllu,jr,,:ecl \ 

; Far fa.>lj,,,n .C~nly: . \ 
, NojfurI1"oeQ , 

:' \ 
~!._~=====~~ ~"'~ •••• d,. 

Box Assembled 

05/01/09 11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-847B • FAX ORDERS TO (BOO) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (BOO) 226-7601 • FAX ORDERS TO (BOO) 226-0806 
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CX 2358-082

LP-5091 
6860 SER!ES 

CAST !RON THREE-P!ECE VALVE BOXES 
5-'/4" shaft, screw-type 

(Bose Required. Order Seporate!y) 

Parts Net Assemb!ed/Less Base &. Lids 

Box (Components) 

M(IOT + 126) 
A(16T + l8B) 
B(l6T +246) 
C(16T+30B) 
CC(16T-36Bj 
D(26T-30B) 
DD(26T+36B) 
E(i6T +24B+#60 Extj 
F(26T +24B+#60 Ext) 
G(26T+36S+#6C Ext) 

Box (Components) 

,.6-',.(1 OT + 12B) 
A(16T+18B) 
~(161+24BJ 

C(16T+3DB) 
CC(16T-36B) 
D(26T-306) 
DD[26T+36B) 
E[16T +24B+#60 Ext) 
F(26T +24B+#60 Ext) 
G(26T +36B+#60 Extj 

A ~~ •• 
'"'''''1 

Height 

27-31 
33-42 
39-49 
45-54 
51-60 
45-66 
51-72 
63-72 
63-8A. 
74-94 

Assy 
Height 

27-31 
33-42 
31/-41/ 
45-54 
51-60 
45-66 
51-72 
63-72 
63-84 
74-94 

"'_l"Ir 
Ivr~ 

19t 

lOT 
16T 
16T 
16T 
16T 
26T 
26T 
16T 
26T 
26T 

BOTTOMS 

' -, L!::I" 

128 
laB 
24~ 

30B 
368 
306 
36B 
24B 
248 
36B 

EXTENSiONS 
u_'_I.... 
"""!,l'" 

iiemiDescripiion increase 

#58 Screw-Type 
#59 Screw-Type 
#60 Screw-Type 

Box (Components) 

#4, 11 IN' Wide 
#6, 14%" Wide 
#160, 20%" Wide 

14 
18 
24 

UPCode 
670610 WI 

145141 29 
145158 33 
145059 36 

BASES 
UPCode 
670610 Wt 

145653 29 
145660 45 
145684 68 

UPCode 
070610 

144939 
144946 
144946 
144946 
144946 
144953 
144953 
144946 
144953 
144953 

UPCode 
670610 

1-1513-1 
145141 
14::>1:;,8 
145165 
145172 
145165 
145172 
145158 
145158 
145172 

List 
Eoch 

49.00 
61.00 
92.00 

List 
Each 

46.00 
54.00 
57.00 

list 
Wt Eoch 

23 31.00 
36 49.00 
36 49,00 
36 49.00 
36 49.00 
51 69.00 
51 69.00 
36 49.00 
51 69_00 
51 69.00 

List 
Wt Each 

19 32.00 
29 46.00 
33 :'4.00 
37 58.00 
39 71.00 
37 58.00 
39 71.00 
33 54_00 
33 54.00 
39 71.00 

53; ... _~ 
:_5 
" 

1/4- 1 

" 

60 Extension 

62 11910 CR 492 • TYLER, TEXAS 75706· l800) 527-8478 • FAX ORDERS TO l800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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r _53,., -

.15 ~4-

Uk,C<' I 
I~c:;-,:,----J,I 

,; ..J ~ : I 
~ l' ,I 

Ii :1 
co J; ------U 

I! ." 

[~~f~ 
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LP-5091 
6860 SER!ES 

CAST !RON THREE-P!ECE VALVE BOXES 
5-'/4" shaft, screw-type 

(Bose Required. Order Seporate!y) 

Parts Net Assemb!ed/Less Base &. Lids 

Box (Components) 

M(IOT + 126) 
A(16T + l8B) 
B(l6T +246) 
C(16T+30B) 
CC(16T-36Bj 
D(26T-30B) 
DD(26T+36B) 
E(i6T +24B+#60 Extj 
F(26T +24B+#60 Ext) 
G(26T+36S+#6C Ext) 

Box (Components) 

,.6-',.(1 OT + 12B) 
A(16T+18B) 
~(161+24BJ 

C(16T+3DB) 
CC(16T-36B) 
D(26T-306) 
DD[26T+36B) 
E[16T +24B+#60 Ext) 
F(26T +24B+#60 Ext) 
G(26T +36B+#60 Extj 

A ~~ •• 
'"'''''1 

Height 

27-31 
33-42 
39-49 
45-54 
51-60 
45-66 
51-72 
63-72 
63-8A. 
74-94 

Assy 
Height 

27-31 
33-42 
31/-41/ 
45-54 
51-60 
45-66 
51-72 
63-72 
63-84 
74-94 

"'_l"Ir 
Ivr~ 

19t 

lOT 
16T 
16T 
16T 
16T 
26T 
26T 
16T 
26T 
26T 

BOTTOMS 

' -, L!::I" 

128 
laB 
24~ 

30B 
368 
306 
36B 
24B 
248 
36B 

EXTENSiONS 
u_'_I.... 
"""!,l'" 

iiemiDescripiion increase 

#58 Screw-Type 
#59 Screw-Type 
#60 Screw-Type 

Box (Components) 

#4, 11 IN' Wide 
#6, 14%" Wide 
#160, 20%" Wide 

14 
18 
24 

UPCode 
670610 WI 

145141 29 
145158 33 
145059 36 

BASES 
UPCode 
670610 Wt 

145653 29 
145660 45 
145684 68 

UPCode 
070610 

144939 
144946 
144946 
144946 
144946 
144953 
144953 
144946 
144953 
144953 

UPCode 
670610 

1-1513-1 
145141 
14::>1:;,8 
145165 
145172 
145165 
145172 
145158 
145158 
145172 

List 
Eoch 

49.00 
61.00 
92.00 

List 
Each 

46.00 
54.00 
57.00 

list 
Wt Eoch 

23 31.00 
36 49.00 
36 49,00 
36 49.00 
36 49.00 
51 69.00 
51 69.00 
36 49.00 
51 69_00 
51 69.00 

List 
Wt Each 

19 32.00 
29 46.00 
33 :'4.00 
37 58.00 
39 71.00 
37 58.00 
39 71.00 
33 54_00 
33 54.00 
39 71.00 

53; ... _~ 
:_5 
" 

1/4- 1 

" 

60 Extension 

62 11910 CR 492 • TYLER, TEXAS 75706· l800) 527-8478 • FAX ORDERS TO l800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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r _53,., -

.15 ~4-

Uk,C<' I 
I~c:;-,:,----J,I 

,; ..J ~ : I 
~ l' ,I 

Ii :1 
co J; ------U 

I! ." 

[~~f~ 
58 & 59 Extension 
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CX 2358-083

~ 

//.:.owb"" 
((i1&f~~) 
'\'0"O".O/A 
1"'-00\'011 
I~I 
J-- 7X. --I 

llnAt;;t-nni 
t nil' ! '1 u 
l"i Ii :1 i 

--rL....-<:"/----o.11 I" w,," -'I 
!_ 7 ----Jo! 

Drop Lid 

:t! :---_LU ,-j 
l_S4-5%_~r 

-Lock Lid 

liDS ("WAfER") 
UPCode 

Item/Description 670610 WI. 

5\14 Drop lid 145325 12 

145462 12 

145509 12 

WUsea with i W Riser Only 

r -~u(JF/////~~ jl~ 
Iii' i ~JL.L 
II ~ -5\,------1 II 
I r----- ( ---------11 
~ -7% -------.j 

51/4" MWW DROP !.ID 
UPCode Ship List 

670610 CoJ", Hr. rri(;e 

145370 t'-J 12 17 .00 

SQUARE 
RECLAIMED WATER LID 

UFCode List 

670610 Code WI. Price 

458982 t-.J 13 23.00 

LP-5091 
STAf"JDARD &. SPECIAL DROP &. LOCK LIDS 

P5~~ 
!!/",\!OYA\\ 
II !;iiE..T~g 'II 
\\ f)I7'A ~n j) 
I'\:()MO'#I 
I~I 
! __ 7lt.i---+! 

iZ22di2222MJ1T I U c.__ TIlT, 
I II up.: 
li-~'j;:....;.il 
1-7/(,-1 

'·1/8" Lid~ 

Lisi 

Price 

17.00 
29.00 
17.00 

Special 
Markings 

GAS 
SEV'/ER 
PLAiN 
REUSE 

5'/4' OMA DROP LID 
Special 
Markin~s 

WATER OMA' 

UPCode 
670610 

145301 

~OMA marking is inside iid. 

UPCode Ship 
670610 Code WI. 

145332 S 12 
145349 S 12 
i45356 5 i2 
458975 S 12 

Ship 
Code 

N 

List 
Price 

17.00 
17.00 
i7.00 
22_00 

'ONOTE: Lids marked with "Water" will be shipped 
unless other .... lse specified. 

list 
Price 

17.00 

05/01/09 11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (BOO) 226-0806 
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~ 

//.:.owb"" 
((i1&f~~) 
'\'0"O".O/A 
1"'-00\'011 
I~I 
J-- 7X. --I 

llnAt;;t-nni 
t nil' ! '1 u 
l"i Ii :1 i 

--rL....-<:"/----o.11 I" w,," -'I 
!_ 7 ----Jo! 

Drop Lid 

:t! :---_LU ,-j 
l_S4-5%_~r 

-Lock Lid 

liDS ("WAfER") 
UPCode 

Item/Description 670610 WI. 

5\14 Drop lid 145325 12 

145462 12 

145509 12 

WUsea with i W Riser Only 

r -~u(JF/////~~ jl~ 
Iii' i ~JL.L 
II ~ -5\,------1 II 
I r----- ( ---------11 
~ -7% -------.j 

51/4" MWW DROP !.ID 
UPCode Ship List 

670610 CoJ", Hr. rri(;e 

145370 t'-J 12 17 .00 

SQUARE 
RECLAIMED WATER LID 

UFCode List 

670610 Code WI. Price 

458982 t-.J 13 23.00 

LP-5091 
STAf"JDARD &. SPECIAL DROP &. LOCK LIDS 

P5~~ 
!!/",\!OYA\\ 
II !;iiE..T~g 'II 
\\ f)I7'A ~n j) 
I'\:()MO'#I 
I~I 
! __ 7lt.i---+! 

iZ22di2222MJ1T I U c.__ TIlT, 
I II up.: 
li-~'j;:....;.il 
1-7/(,-1 

'·1/8" Lid~ 

Lisi 

Price 

17.00 
29.00 
17.00 

Special 
Markings 

GAS 
SEV'/ER 
PLAiN 
REUSE 

5'/4' OMA DROP LID 
Special 
Markin~s 

WATER OMA' 

UPCode 
670610 

145301 

~OMA marking is inside iid. 

UPCode Ship 
670610 Code WI. 

145332 S 12 
145349 S 12 
i45356 5 i2 
458975 S 12 

Ship 
Code 

N 

List 
Price 

17.00 
17.00 
i7.00 
22_00 

'ONOTE: Lids marked with "Water" will be shipped 
unless other .... lse specified. 

list 
Price 

17.00 

05/01/09 11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (BOO) 226-0806 
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CX 2358-084

64 

LP-5091 
FIXED & ADJUSTABLE RISERS 

#69 SCREW TYPE ADJUSTABLE RISER 

Height 
Increase 

2 '/;'''-9'' 

FOR 6850/60 SERIES 
(Uses Standard Drop Lid) 

UI"''-ode :;.hip 
670610 Code WI 

148197 S 29 

List 

Price 

48.00 

#69=A SLIP TYPE ADJUSTABLE RISER 
FOR 6855 SERiES 

{Uses Standard Drop Ud} 
H"'ight UPCorl", Shir I i~1 

Increase 670610 Code WI Price 

2%"-12" 148241 S 31 48.00 

5V4" X 2114" Riser 
(Uses Standard 5%" 

Drop Lid) 

5%" x 1 Va" Riser 
(Requires 1 Y8" Riser Lid) 

Item/Description 

51;'4}\. 1 ~ Slip-In" 
5% x 2% Slip-In 

RISERS 
UPCode Height 
670610 Increose WI 

145554 1%" 8 
145547 2%" 14 

-~Use with i Vi' Lid Oniy. 

List 
Price 

32.00 
32.00 

11910 CR 492 • TYLER, TEXAS 75706· 1800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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64 

LP-5091 
FIXED & ADJUSTABLE RISERS 

#69 SCREW TYPE ADJUSTABLE RISER 

Height 
Increase 

2 '/;'''-9'' 

FOR 6850/60 SERIES 
(Uses Standard Drop Lid) 

UI"''-ode :;.hip 
670610 Code WI 

148197 S 29 

List 

Price 

48.00 

#69=A SLIP TYPE ADJUSTABLE RISER 
FOR 6855 SERiES 

{Uses Standard Drop Ud} 
H"'ight UPCorl", Shir I i~1 

Increase 670610 Code WI Price 

2%"-12" 148241 S 31 48.00 

5V4" X 2114" Riser 
(Uses Standard 5%" 

Drop Lid) 

5%" x 1 Va" Riser 
(Requires 1 Y8" Riser Lid) 

Item/Description 

51;'4}\. 1 ~ Slip-In" 
5% x 2% Slip-In 

RISERS 
UPCode Height 
670610 Increose WI 

145554 1%" 8 
145547 2%" 14 

-~Use with i Vi' Lid Oniy. 

List 
Price 

32.00 
32.00 

11910 CR 492 • TYLER, TEXAS 75706· 1800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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CX 2358-085

05/01/09 

0150 ~k;lrl!lIl)x(QVlilr 

6150iii: meter Covel" 

6'200 Mel!!r Covet" 

LP-5091 

MEiER COVERS, iOUCH-READER (iR) 
Rii .. GS & LiDS 

6150 & 6150TR METER COVERS. CAST 
I RO,...! 

c 

18-in. 6150 Series 8% 18 
20 

20 
22 20-:r:.6150 9% 

UPCode Cl.:_ 
"''''1-' 

670610 Code DescripTion 

148449 5 6150-18 Ring & Lid B/L·~ 

148456 S 6150-18 R;n .... R . 1;,-1 R t<;,* . " .. ~ - _.- -,-
148647 S 6150-18 Ring Only 

148494 S 6150-18/20 • ,_. ''''~I- Lock B/L * LIU nlill 

148593 S 6150-L- 181?0 Lid Less Lf)(k 

148500 5 6150-18120 Lid With Lock SIS'" 
148463 S 6150-20 D:_~ , I:..J D II * 

'~"'~ ~ "," ", " 
148470 S 6150-20 Ring & Lid 8/S* 

148630 5 61S0-R-20 Ring Oniy 

457305 S 910-18 With Lid B!L 

457299 S 940-18 With Lid B/5 

4572099*B/L = Large Bolts (1 "); B/S = Small Bolts (27/32") 

List 
WeighT Price 

38 67.00 
38 67.00 
27 44.00 
11 24.00 
14 19.00 

11 24.00 

37 68.00 

37 68.00 
29 45.00 

56 97.00 

45 78.00 

615ijiR (TOUCH-READER) METER COVERS, CAST iRON 

UPCoae Ship 
670610 Code 

148531 5 
148524 S 
148579 5 
148562 5 
148586 S 

148555 S 
148548 S 

UPCode Ship 
670610 Code 

148708 S 
148760 S 
148739 S 
148/22 S 

Description Weight 

6150-18 TR Rinj:J & Lid B/L * 41 
6150-18 TR Ring & • '_I IJ/S* 41 CO" 

6150-18/20 TR Lid With Lock BIL * 14 
6150-18/20 TR Lid With Lock B/S~ 14 
6150 18/20 TR Lid Less Lock 12 
6150-20 TR Ring & Lid B/L * 40 
6150-20 TR Ring & Lid B/S'" 40 

-'-B/L = Lorge BoilS (i"j; BIS = Smoii BoilS (27/31"j 

NOTE: 6150TR - Some dimensions as 6150, 

plus a 1 %" access hole in lid. 

6200 METER COVER. CAST IRON 

Description Weight 

6200 Ring & Lid Less Lock 28 
6200-R Ring Only 18 
6200-L Lid Less Lock 13 
6200-L Lid With Lock II 

Lisi 
Price 

71.00 
71.00 

26.00 

26.00 
24.00 
72.00 
72.00 

List 
Price 

45.00 
27.00 
24.00 
2/.UU 

11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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PUBLIC

05/01/09 

0150 ~k;lrl!lIl)x(QVlilr 

6150iii: meter Covel" 

6'200 Mel!!r Covet" 

LP-5091 

MEiER COVERS, iOUCH-READER (iR) 
Rii .. GS & LiDS 

6150 & 6150TR METER COVERS. CAST 
I RO,...! 

c 

18-in. 6150 Series 8% 18 
20 

20 
22 20-:r:.6150 9% 

UPCode Cl.:_ 
"''''1-' 

670610 Code DescripTion 

148449 5 6150-18 Ring & Lid B/L·~ 

148456 S 6150-18 R;n .... R . 1;,-1 R t<;,* . " .. ~ - _.- -,-
148647 S 6150-18 Ring Only 

148494 S 6150-18/20 • ,_. ''''~I- Lock B/L * LIU nlill 

148593 S 6150-L- 181?0 Lid Less Lf)(k 

148500 5 6150-18120 Lid With Lock SIS'" 
148463 S 6150-20 D:_~ , I:..J D II * 

'~"'~ ~ "," ", " 
148470 S 6150-20 Ring & Lid 8/S* 

148630 5 61S0-R-20 Ring Oniy 

457305 S 910-18 With Lid B!L 

457299 S 940-18 With Lid B/5 

4572099*B/L = Large Bolts (1 "); B/S = Small Bolts (27/32") 

List 
WeighT Price 

38 67.00 
38 67.00 
27 44.00 
11 24.00 
14 19.00 

11 24.00 

37 68.00 

37 68.00 
29 45.00 

56 97.00 

45 78.00 

615ijiR (TOUCH-READER) METER COVERS, CAST iRON 

UPCoae Ship 
670610 Code 

148531 5 
148524 S 
148579 5 
148562 5 
148586 S 

148555 S 
148548 S 

UPCode Ship 
670610 Code 

148708 S 
148760 S 
148739 S 
148/22 S 

Description Weight 

6150-18 TR Rinj:J & Lid B/L * 41 
6150-18 TR Ring & • '_I IJ/S* 41 CO" 

6150-18/20 TR Lid With Lock BIL * 14 
6150-18/20 TR Lid With Lock B/S~ 14 
6150 18/20 TR Lid Less Lock 12 
6150-20 TR Ring & Lid B/L * 40 
6150-20 TR Ring & Lid B/S'" 40 

-'-B/L = Lorge BoilS (i"j; BIS = Smoii BoilS (27/31"j 

NOTE: 6150TR - Some dimensions as 6150, 

plus a 1 %" access hole in lid. 

6200 METER COVER. CAST IRON 

Description Weight 

6200 Ring & Lid Less Lock 28 
6200-R Ring Only 18 
6200-L Lid Less Lock 13 
6200-L Lid With Lock II 

Lisi 
Price 

71.00 
71.00 

26.00 

26.00 
24.00 
72.00 
72.00 

List 
Price 

45.00 
27.00 
24.00 
2/.UU 

11910 (R 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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McVVane-O 14327 



CX 2358-087

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

90' ii i4; M.i BEND 
3 
4 
6 
8 

10 
12 
14 
16 
i8 
20 
24 
30 
36 
42 
48 

395324 
397243 
395331 
397267 
397281 
397298 
053392 
035640 
402275 
109488 
053286 
120346 
062806 

45" (liB; M.i BEND 
3 
4 
6 
B 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

395348 
397472 
397564 
397274 
397618 
397304 
053408 
398912 
402466 
109495 
053293 
120353 
029878 

5 
S 
5 
S 
5 
S 
N 
S 
N 
N 
N 
N 
N 

5 
s 
5 
s 
5 
s 
N 
s 
N 
N 
N 
N 
N 

22W (1/16) MJ BEND 

3 395355 N 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

397489 
395362 
397571 
397632 
397311 
297963 
397717 
109501 
109518 
053309 
120360 
062813 

s 
5 
5 
5 
5 
N 
5 
N 
N 
N 
N 

030201 
030294 
030478 
030591 
029885 
030034 
032649 
032748 
032847 
032885 
032922 
038795 
062820 

111726 

030195 
030287 
030461 
030584 
029854 
030010 
032632 
032731 
032830 
032878 
032915 
038788 
03880i 

ii i 733 

030188 
030270 
030454 
030577 
029847 
029991 
032625 
032724 
032823 
032861 
032908 
038771 
096672 

111740 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 
f'.J 
N 
f'.J 
N 
f'.J 
N 
f'.J 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

Less 

Accessories 

i21.00 
126.00 
200.00 
295.00 
455.00 
605.00 

106i.00 
1339.00 
1806.00 
2191.00 
3444.00 
5813.00 
9063.00 

16072.00 
21431.00 

105.00 
105.00 
165.00 
235.00 
340.00 
500.00 
824.00 

1029.00 
1340.00 
1581.00 
2280.00 
4875.00 
7094.00 

11313.00 
i4823.00 

66.00 
100.00 
150.00 
230.00 
330.00 
435.00 
835.00 
987.00 

1328.00 
1679.00 
2196.00 
4156.00 
6000.00 
9227.00 

12157.00 

Vv'iih 
Accessories 

i 75.00 
190.00 
284.00 
391.00 
583.00 
749.00 

1277.00 
1601.00 
2 i 84.00 
2627.00 
4024.00 
7337.00 

10961.00 
19598.00 
26267.00 

159.00 
169.00 
249.00 
331.00 
468.00 
644.00 

1040.00 
1291.00 
1718.00 
2017.00 
2860.00 
6399.00 
8992.00 

14839.00 
i 9659.00 

120.00 
164.00 
234.00 
326.00 
458.00 
579.00 

1051.00 
1249.00 
1706.00 
2115.00 
2776.00 
5680.00 
7898.00 

12753.00 
16993.00 

Domesiic 
Weight 

18 
25 
45 
63 
81 

114 
231 
273 
4ii 
519 
683 

1139 
1450 

17 
22 
36 
55 
74 

101 
153 
203 
292 
352 
463 
780 

ii35 

16 
20 
31 
46 
66 
80 

136 
172 
286 
376 
512 
610 
960 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

22 
24 
40 
59 
9i 

121 
202 
255 
3i4 
381 
574 
930 

1450 
2381 
3175 

19 
20 
33 
47 
68 

100 
157 
196 
233 
275 
380 
780 

ii35 
1676 
2i96 

15 
18 
31 
46 
66 
87 

159 
188 
231 
292 
366 
665 
960 

1367 
1801 

67 

Confidential McVVane-O 14328 

PUBLIC

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

90' ii i4; M.i BEND 
3 
4 
6 
8 

10 
12 
14 
16 
i8 
20 
24 
30 
36 
42 
48 

395324 
397243 
395331 
397267 
397281 
397298 
053392 
035640 
402275 
109488 
053286 
120346 
062806 

45" (liB; M.i BEND 
3 
4 
6 
B 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

395348 
397472 
397564 
397274 
397618 
397304 
053408 
398912 
402466 
109495 
053293 
120353 
029878 

5 
S 
5 
S 
5 
S 
N 
S 
N 
N 
N 
N 
N 

5 
s 
5 
s 
5 
s 
N 
s 
N 
N 
N 
N 
N 

22W (1/16) MJ BEND 

3 395355 N 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

397489 
395362 
397571 
397632 
397311 
297963 
397717 
109501 
109518 
053309 
120360 
062813 

s 
5 
5 
5 
5 
N 
5 
N 
N 
N 
N 

030201 
030294 
030478 
030591 
029885 
030034 
032649 
032748 
032847 
032885 
032922 
038795 
062820 

111726 

030195 
030287 
030461 
030584 
029854 
030010 
032632 
032731 
032830 
032878 
032915 
038788 
03880i 

ii i 733 

030188 
030270 
030454 
030577 
029847 
029991 
032625 
032724 
032823 
032861 
032908 
038771 
096672 

111740 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 
f'.J 
N 
f'.J 
N 
f'.J 
N 
f'.J 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

Less 

Accessories 

i21.00 
126.00 
200.00 
295.00 
455.00 
605.00 

106i.00 
1339.00 
1806.00 
2191.00 
3444.00 
5813.00 
9063.00 

16072.00 
21431.00 

105.00 
105.00 
165.00 
235.00 
340.00 
500.00 
824.00 

1029.00 
1340.00 
1581.00 
2280.00 
4875.00 
7094.00 

11313.00 
i4823.00 

66.00 
100.00 
150.00 
230.00 
330.00 
435.00 
835.00 
987.00 

1328.00 
1679.00 
2196.00 
4156.00 
6000.00 
9227.00 

12157.00 

Vv'iih 
Accessories 

i 75.00 
190.00 
284.00 
391.00 
583.00 
749.00 

1277.00 
1601.00 
2 i 84.00 
2627.00 
4024.00 
7337.00 

10961.00 
19598.00 
26267.00 

159.00 
169.00 
249.00 
331.00 
468.00 
644.00 

1040.00 
1291.00 
1718.00 
2017.00 
2860.00 
6399.00 
8992.00 

14839.00 
i 9659.00 

120.00 
164.00 
234.00 
326.00 
458.00 
579.00 

1051.00 
1249.00 
1706.00 
2115.00 
2776.00 
5680.00 
7898.00 

12753.00 
16993.00 

Domesiic 
Weight 

18 
25 
45 
63 
81 

114 
231 
273 
4ii 
519 
683 

1139 
1450 

17 
22 
36 
55 
74 

101 
153 
203 
292 
352 
463 
780 

ii35 

16 
20 
31 
46 
66 
80 

136 
172 
286 
376 
512 
610 
960 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

22 
24 
40 
59 
9i 

121 
202 
255 
3i4 
381 
574 
930 

1450 
2381 
3175 

19 
20 
33 
47 
68 

100 
157 
196 
233 
275 
380 
780 

ii35 
1676 
2i96 

15 
18 
31 
46 
66 
87 

159 
188 
231 
292 
366 
665 
960 

1367 
1801 

67 

Confidential McVVane-O 14328 



CX 2358-088

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

395379 
397496 
395386 
396871 
397328 
397649 
0534i5 
035657 
i54068 
109525 
i09532 
062714 
062721 

N 
5 
S 
5 
S 
5 
N 
5 
N 
N 
N 
N 
N 

90" i1 /41 Mjxl'E BEND 
3 
4 
6 
8 

10 
12 
14 
16 
24 
30 

395393 
395836 
396888 
397038 
397694 
397700 
084747 
053422 
106388 

N 
N 
N 
N 

N 

N 
N 

45° (1 fS) MJxPE BEND 

3 395416 N 
4 
6 
8 

iO 
12 
14 
16 
24 
30 

395423 
395430 
398271 
397724 
397731 
053439 
053446 
108184 

N 
II! 
N 
!II 

N 

22';'° (1/16) MJxPE BEND 

3 
4 
6 
8 

10 
i:2 
14 
i6 
24 

395447 
395454 
396895 
397502 
397748 
397755 
084457 
084754 
053385 

N 
N 
N 
N 
N 
N 
N 
N 
N 

03017i 
030263 
030447 
030560 
029823 
029977 
0326i8 
032717 
0328i6 
032854 
032892 

030256 
030430 
030553 
030676 
029960 
030164 
032700 
032809 
032977 
093305 

030249 
030423 
030546 
030669 
029953 
030157 
032694 
032793 
032960 
093244 

030232 
030409 
030539 
030652 
029946 
030i40 
032687 
032786 
032946 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 

N 
N 
N 
N 

N 

N 
t'--J 

N 

N 

N 
II! 
N 
!II 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

less 
Acces.sories 

66.00 
89.00 

i55.00 
210.00 
300.00 
385.00 
856.00 
987.00 

i46i.OO 
1478_00 
2022.00 
3750.00 
5125.00 
7965.00 

i 0625.00 

99.00 
126.00 
200.00 
285.00 
440.00 
570.00 

1034.00 
1586.00 
3450.00 
5406.00 

83.00 
105.00 
170.00 
240.00 
350.00 
490~00 
767.00 
966.00 

2340.00 
4469.00 

72.00 
95.00 

155.00 
240.00 
315.00 
395.00 
798.00 

i339.00 
2370.00 

'vViih 
Accessories 

i20.00 
153.00 
239.00 
306.00 
428.00 
529.00 

i072.00 
1249.00 
i839.00 
1914.00 
2602.00 
5274.00 
7023.00 

11491.00 
15461.00 

126.00 
158.00 
242.00 
333.00 
504.00 
642.00 

1142.00 
1717.00 
3740.00 
6168.00 

11 0.00 
137.00 
212.00 
288.00 
4i4.00 
56:tOO 
875.00 

1097.00 
2630.00 
5231.00 

99.00 
127.00 
197.00 
288.00 
379.00 
467.00 
906.00 

i470.00 
2660.00 

30 093.2i3 1'1 3750.00 4Si.2.00 

Domesiic 
Weight 

is 
19 
29 
43 
59 
77 
93 

148 
283 
374 
457 
567 
820 

17 
25 
42 
57 
91 

114 
219 
254 
710 

17 
21 
34 
53 
7i 

102 
146 
192 
440 

19 
19 
29 
46 
64 
78 

133 
i8i 
345 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

88 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

i2 
17 
31 
42 
60 
77 

i63 
188 
254 
257 
337 
600 
820 

1180 
1574 

18 
24 
40 
57 
88 

114 
197 
302 
575 
865 

15 
20 
34 
48 
70 
98 

146 
184 
390 
715 

13 
18 
31 
48 
63 
79 

152 
255 
395 
600 

05/01/09 

Confidential McVVane-O 14329 

PUBLIC

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

395379 
397496 
395386 
396871 
397328 
397649 
0534i5 
035657 
i54068 
109525 
i09532 
062714 
062721 

N 
5 
S 
5 
S 
5 
N 
5 
N 
N 
N 
N 
N 

90" i1 /41 Mjxl'E BEND 
3 
4 
6 
8 

10 
12 
14 
16 
24 
30 

395393 
395836 
396888 
397038 
397694 
397700 
084747 
053422 
106388 

N 
N 
N 
N 

N 

N 
N 

45° (1 fS) MJxPE BEND 

3 395416 N 
4 
6 
8 

iO 
12 
14 
16 
24 
30 

395423 
395430 
398271 
397724 
397731 
053439 
053446 
108184 

N 
II! 
N 
!II 

N 

22';'° (1/16) MJxPE BEND 

3 
4 
6 
8 

10 
i:2 
14 
i6 
24 

395447 
395454 
396895 
397502 
397748 
397755 
084457 
084754 
053385 

N 
N 
N 
N 
N 
N 
N 
N 
N 

03017i 
030263 
030447 
030560 
029823 
029977 
0326i8 
032717 
0328i6 
032854 
032892 

030256 
030430 
030553 
030676 
029960 
030164 
032700 
032809 
032977 
093305 

030249 
030423 
030546 
030669 
029953 
030157 
032694 
032793 
032960 
093244 

030232 
030409 
030539 
030652 
029946 
030i40 
032687 
032786 
032946 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 

N 
N 
N 
N 

N 

N 
t'--J 

N 

N 

N 
II! 
N 
!II 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

less 
Acces.sories 

66.00 
89.00 

i55.00 
210.00 
300.00 
385.00 
856.00 
987.00 

i46i.OO 
1478_00 
2022.00 
3750.00 
5125.00 
7965.00 

i 0625.00 

99.00 
126.00 
200.00 
285.00 
440.00 
570.00 

1034.00 
1586.00 
3450.00 
5406.00 

83.00 
105.00 
170.00 
240.00 
350.00 
490~00 
767.00 
966.00 

2340.00 
4469.00 

72.00 
95.00 

155.00 
240.00 
315.00 
395.00 
798.00 

i339.00 
2370.00 

'vViih 
Accessories 

i20.00 
153.00 
239.00 
306.00 
428.00 
529.00 

i072.00 
1249.00 
i839.00 
1914.00 
2602.00 
5274.00 
7023.00 

11491.00 
15461.00 

126.00 
158.00 
242.00 
333.00 
504.00 
642.00 

1142.00 
1717.00 
3740.00 
6168.00 

11 0.00 
137.00 
212.00 
288.00 
4i4.00 
56:tOO 
875.00 

1097.00 
2630.00 
5231.00 

99.00 
127.00 
197.00 
288.00 
379.00 
467.00 
906.00 

i470.00 
2660.00 

30 093.2i3 1'1 3750.00 4Si.2.00 

Domesiic 
Weight 

is 
19 
29 
43 
59 
77 
93 

148 
283 
374 
457 
567 
820 

17 
25 
42 
57 
91 

114 
219 
254 
710 

17 
21 
34 
53 
7i 

102 
146 
192 
440 

19 
19 
29 
46 
64 
78 

133 
i8i 
345 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

88 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

i2 
17 
31 
42 
60 
77 

i63 
188 
254 
257 
337 
600 
820 

1180 
1574 

18 
24 
40 
57 
88 

114 
197 
302 
575 
865 

15 
20 
34 
48 
70 
98 

146 
184 
390 
715 

13 
18 
31 
48 
63 
79 

152 
255 
395 
600 

05/01/09 

Confidential McVVane-O 14329 



CX 2358-089

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

i i %0 (i i3:2j iVUxPE BEND 

3 
4 
6 
!! 

iO 
12 
i4 
16 
24 

39546i 
395478 
39690i 
397519 
397762 
397779 
084426 
084761 
i05909 

N 
N 
N 
N 
N 
N 
N 
N 
N 

90" (li4j MJxFE BEND. 
3 
4 
6 
B 

10 
12 
14 
16 

395485 
395492 
396918 
397625 
398325 
397786 
084778 
084464 

N 

N 

N 

N 
N 

450 (1/8) tv'\JxFE BEND. 
4 398462 
6 398479 N 
8 398486 

10 398493 N 
12 398509 
14 085843 N 
16 085850 

22%0 (i ii 6j M.ixFE BEND. 

4 

" 8 
10 
12 

398516 
398523 
398530 
398547 
398554 

N 
N 
N 
N 
N 

11'1." (l i32) MJxFE BEND. 
4 398561 N 
6 398578 N 
8 398585 N 

10 398592 N 
12 398608 N 

030225 
030386 
030522 
030645 
029939 
030133 
032670 
032779 
032939 

030218 
030362 
030515 
030638 
029922 
030126 
032663 
032762 

030348 
030508 
030621 
029915 
030119 
032656 
032755 

030324 
030492 
030614 
029908 
030096 

030300 
030485 
030607 
029892 
030072 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 
N 
hi 
N 
t"-l 

N 
N 
N 
N 
N 

72.00 
89.00 

i 45.00 
225.00 
280.00 
355.00 
698.00 
866.00 

2400.00 

121.00 
137.00 
235.00 
410.00 
510.00 
815.00 

1444.00 
1759.00 

131.00 
280.00 
355.00 
515.00 
755.00 

1407.00 
1680.00 

168.00 
205.00 
320.00 
460.00 
660.00 

147.00 
200.00 
265.00 
440.00 
570.00 

99.00 
121.00 
i 87.00 
273.00 
344.00 
427.00 
806.00 
997.00 

2690.00 

148.00 
169.00 
277.00 
458.00 
574.00 
887.00 

1552.00 
1890.00 

163.00 
322.00 
403.00 
579.00 
827.00 

1515.00 
1811.00 

200.00 
247.00 
368.00 
524.00 
732.00 

179.00 
242.00 
313.00 
504.00 
642.00 

+ Fkmges iTiOy be thinner thon thicknesses in A'l/VIA ell 0 ond require shorter bolts or use of woshers. 

is 
20 
29 
41 
55 
69 

iiB 
136 
475 

21 
28 
45 
64 

113 
141 
217 
278 

27 
36 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

19 
30 
41 
75 
88 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

i3 
17 
29 
45 
56 
71 

i33 
165 
400 

22 
26 
47 
82 

102 
163 
275 
335 

25 
56 
71 

103 
151 
268 
320 

32 
41 
64 
92 

132 

28 
40 
53 
88 

114 

69 

Confidential McVVane-O 14330 

PUBLIC

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

i i %0 (i i3:2j iVUxPE BEND 

3 
4 
6 
!! 

iO 
12 
i4 
16 
24 

39546i 
395478 
39690i 
397519 
397762 
397779 
084426 
084761 
i05909 

N 
N 
N 
N 
N 
N 
N 
N 
N 

90" (li4j MJxFE BEND. 
3 
4 
6 
B 

10 
12 
14 
16 

395485 
395492 
396918 
397625 
398325 
397786 
084778 
084464 

N 

N 

N 

N 
N 

450 (1/8) tv'\JxFE BEND. 
4 398462 
6 398479 N 
8 398486 

10 398493 N 
12 398509 
14 085843 N 
16 085850 

22%0 (i ii 6j M.ixFE BEND. 

4 

" 8 
10 
12 

398516 
398523 
398530 
398547 
398554 

N 
N 
N 
N 
N 

11'1." (l i32) MJxFE BEND. 
4 398561 N 
6 398578 N 
8 398585 N 

10 398592 N 
12 398608 N 

030225 
030386 
030522 
030645 
029939 
030133 
032670 
032779 
032939 

030218 
030362 
030515 
030638 
029922 
030126 
032663 
032762 

030348 
030508 
030621 
029915 
030119 
032656 
032755 

030324 
030492 
030614 
029908 
030096 

030300 
030485 
030607 
029892 
030072 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 
N 
hi 
N 
t"-l 

N 
N 
N 
N 
N 

72.00 
89.00 

i 45.00 
225.00 
280.00 
355.00 
698.00 
866.00 

2400.00 

121.00 
137.00 
235.00 
410.00 
510.00 
815.00 

1444.00 
1759.00 

131.00 
280.00 
355.00 
515.00 
755.00 

1407.00 
1680.00 

168.00 
205.00 
320.00 
460.00 
660.00 

147.00 
200.00 
265.00 
440.00 
570.00 

99.00 
121.00 
i 87.00 
273.00 
344.00 
427.00 
806.00 
997.00 

2690.00 

148.00 
169.00 
277.00 
458.00 
574.00 
887.00 

1552.00 
1890.00 

163.00 
322.00 
403.00 
579.00 
827.00 

1515.00 
1811.00 

200.00 
247.00 
368.00 
524.00 
732.00 

179.00 
242.00 
313.00 
504.00 
642.00 

+ Fkmges iTiOy be thinner thon thicknesses in A'l/VIA ell 0 ond require shorter bolts or use of woshers. 

is 
20 
29 
41 
55 
69 

iiB 
136 
475 

21 
28 
45 
64 

113 
141 
217 
278 

27 
36 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

19 
30 
41 
75 
88 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

i3 
17 
29 
45 
56 
71 

i33 
165 
400 

22 
26 
47 
82 

102 
163 
275 
335 

25 
56 
71 

103 
151 
268 
320 

32 
41 
64 
92 

132 

28 
40 
53 
88 

114 

69 

Confidential McVVane-O 14330 



CX 2358-090

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj Vv-it (Not inciuaea in AYI-wA Ci 53j 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12x10 
12 

14x6 
i4 

16x6 
i6xS 

16}1.12 
i6 

18:x.l0 
is 

396925 
396932 
396949 
396956 
397465 
398332 
398349 
397793 
397809 
397816 
397823 
397830 
397847 
397854 
397861 
397878 
397885 

i07iiS 
053453 
i07i25 
106395 
i09549 

N 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t"<i 
N 
N 
N 
N 
N 
N 

032519 

032526 
032540 
032533 
032564 
032571 
032557 
032434 
032441 
032458 
032427 
032489 
032496 
032502 
032472 
032465 

035008 
093497 

09367i 

MjxFE ADAPTER i6" Laying Lengthi + 
3 
4 
6 
8 

10 
12 
14 
16 
18 

395508 
395515 
395522 
397588 
397250 
397335 
053460 
053477 

20 OS5S67 
24 

'30 093152 
"36 093183 
* Laying Length - 7" 

** Laying Length - 8" 

N 
N 
N 
!II 
S 
!II 

N 

!II 
N 

029748 
029762 
029786 
029809 
029700 
029724 
032588 
032595 

03260i 

FExPE ADAPTER (12" Laying Length) • 

4 
6 
8 

10 
12 
16 

395539 
395546 
396963 
396970 
085874 
085881 

N 
!II 

N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 

N 
t"'-i 

iii 
N 
iii 
N 
iii 
N 

iii 

N 
N 
i"'-i 
!II 

!II 

N 
N 
iii 
N 
!II 
N 

N 
!II 

N 
t'-J 
N 

187.00 
200.00 
263.00 
260.00 
385.00 
530.00 
440.00 
545.00 
750.00 
790_00 
860.00 

1050.00 
1 055.00 
1100.00 
1180.00 
1385.00 
1485.00 
1313.00 
2499.00 
1565.00 
iS32.00 
2441.00 
2S6i.00 
323200 
3577.00 

99.00 
126.00 
145.00 
260.00 
335.00 
400.00 
662.00 
872.00 

1162.00 
i5Si.00 
194400 
2894.00 
4688.00 

121.00 
165.00 
250.00 
345.00 
440.00 
782.00 

268.00 
291.00 
359.00 
376.00 
5ii .00 
658.00 
578.00 
689.00 
910.00 
960.00 

1036.00 
1242.00 
1231.00 
1286.00 
1372.00 
1593.00 
1701.00 
1571.00 
2823.00 
1869.00 
2i42.00 
2775.00 
3254.00 
367400 
4i44.00 

126.00 
158.00 
187.00 
308.00 
399.00 
472.00 
770.00 

1003.00 
1351.00 
i799.00 
223400 
3656.00 
5637.00 

N/A 
!II/A 
N/A 
N/A 
N/A 
NiA 

+F!anges may be thinner than thicknesses in AWIfo/A ellO and require shorter bolts or use of'ovashers. 

36 
39 
45 
61 
82 
81 

109 
117 
105 
118 
160 
184 
141 
168 
177 
212 
248 
250 
476 
300 
350 
465 
60S 

18 
24 
36 
50 
76 
88 

127 
155 

275 

470 
750 

23 
33 
50 
69 
88 

149 

FBE - Fusion Bond Epoxy for Water Service applied in 
accordance with ANSI/AVv"w·/A C116/A21.16 tOo the interior und exterior. 

90 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

34 
38 
50 
52 
77 

106 
88 

109 
150 
158 
162 
210 
211 
220 
236 
272 
297 

298 
349 

545 
562 
622 

18 
24 
29 
52 
67 
80 

126 
166 
202 
275 
324 
463 
750 

05/01/09 

Confidential McVVane-O 14331 

PUBLIC

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj Vv-it (Not inciuaea in AYI-wA Ci 53j 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12x10 
12 

14x6 
i4 

16x6 
i6xS 

16}1.12 
i6 

18:x.l0 
is 

396925 
396932 
396949 
396956 
397465 
398332 
398349 
397793 
397809 
397816 
397823 
397830 
397847 
397854 
397861 
397878 
397885 

i07iiS 
053453 
i07i25 
106395 
i09549 

N 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t"<i 
N 
N 
N 
N 
N 
N 

032519 

032526 
032540 
032533 
032564 
032571 
032557 
032434 
032441 
032458 
032427 
032489 
032496 
032502 
032472 
032465 

035008 
093497 

09367i 

MjxFE ADAPTER i6" Laying Lengthi + 
3 
4 
6 
8 

10 
12 
14 
16 
18 

395508 
395515 
395522 
397588 
397250 
397335 
053460 
053477 

20 OS5S67 
24 

'30 093152 
"36 093183 
* Laying Length - 7" 

** Laying Length - 8" 

N 
N 
N 
!II 
S 
!II 

N 

!II 
N 

029748 
029762 
029786 
029809 
029700 
029724 
032588 
032595 

03260i 

FExPE ADAPTER (12" Laying Length) • 

4 
6 
8 

10 
12 
16 

395539 
395546 
396963 
396970 
085874 
085881 

N 
!II 

N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 

N 
t"'-i 

iii 
N 
iii 
N 
iii 
N 

iii 

N 
N 
i"'-i 
!II 

!II 

N 
N 
iii 
N 
!II 
N 

N 
!II 

N 
t'-J 
N 

187.00 
200.00 
263.00 
260.00 
385.00 
530.00 
440.00 
545.00 
750.00 
790_00 
860.00 

1050.00 
1 055.00 
1100.00 
1180.00 
1385.00 
1485.00 
1313.00 
2499.00 
1565.00 
iS32.00 
2441.00 
2S6i.00 
323200 
3577.00 

99.00 
126.00 
145.00 
260.00 
335.00 
400.00 
662.00 
872.00 

1162.00 
i5Si.00 
194400 
2894.00 
4688.00 

121.00 
165.00 
250.00 
345.00 
440.00 
782.00 

268.00 
291.00 
359.00 
376.00 
5ii .00 
658.00 
578.00 
689.00 
910.00 
960.00 

1036.00 
1242.00 
1231.00 
1286.00 
1372.00 
1593.00 
1701.00 
1571.00 
2823.00 
1869.00 
2i42.00 
2775.00 
3254.00 
367400 
4i44.00 

126.00 
158.00 
187.00 
308.00 
399.00 
472.00 
770.00 

1003.00 
1351.00 
i799.00 
223400 
3656.00 
5637.00 

N/A 
!II/A 
N/A 
N/A 
N/A 
NiA 

+F!anges may be thinner than thicknesses in AWIfo/A ellO and require shorter bolts or use of'ovashers. 

36 
39 
45 
61 
82 
81 

109 
117 
105 
118 
160 
184 
141 
168 
177 
212 
248 
250 
476 
300 
350 
465 
60S 

18 
24 
36 
50 
76 
88 

127 
155 

275 

470 
750 

23 
33 
50 
69 
88 

149 

FBE - Fusion Bond Epoxy for Water Service applied in 
accordance with ANSI/AVv"w·/A C116/A21.16 tOo the interior und exterior. 

90 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

34 
38 
50 
52 
77 

106 
88 

109 
150 
158 
162 
210 
211 
220 
236 
272 
297 

298 
349 

545 
562 
622 

18 
24 
29 
52 
67 
80 

126 
166 
202 
275 
324 
463 
750 

05/01/09 

Confidential McVVane-O 14331 



CX 2358-091

LP-5091 Tyler Union e153 DI FBE Coated Fittings 

Size 

iN TEE 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
8x4 
axe 

8 
iOx3 
10:-:4 
iuxe 
10x8 

10 
12:-:3 
i2x4 
12:0:6 
i2x8 

12xlO 
12 

14x6 
i4x6 

14.x:10 
i4xi.2 

14 
i6xo 
16x8 

loxiO 
16x12 
lox'4 

16 
i8x6 
18x8 

loxiG 
18x12 
18xi4 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 
20x16 
20x18 

20 
24x6 
24x8 

:24xiu 

05/01/09 

UPCods670610 Ship UPCode 670610 Ship 
Domestic Code Non-Domestic Code 

395553 
395560 
395577 
395584 
39559i 
396987 
397526 
397212 
397342 
397359 
397892 
398356 
397229 
398363 
397366 
397908 
398370 
397373 
397380 
397915 
398905 
053484 
053491 
368076 
053507 
053514 
397922 
397939 
053521 
397946 
084785 
397953 
4022;; 
402305 
109556 
109563 
106401 
109570 
402282 
108856 
109587 
109600 
109617 
108863 
109624 
106418 
109631 
053378 
109365 
109648 

N 
N 
S 
N 
S 
S 
N 
S 
S 
S 
N 
S 
S 
S 
S 
N 
S 
S 
S 
5 
N 
N 
N 
N 
N 
N 
N 
5 

5 

5 
5 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

03:2:2:29 
032267 
032243 
032311 
032335 
032281 
032373 
032380 
03i74i 
031734 
032007 
032014 
032038 
032069 
03i987 
032137 
032i44 
032168 
032i99 
032113 
032090 
034582 
0346i2 
034544 
034566 
034520 
034696 
034728 
034643 
034667 
034661 
034629 
034759 
034780 
093396 
093428 

093466 
034742 
034841 
034872 
034803 
034810 

034827 
034834 
034353 
034964 
034995 
034896 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

Less 

Accessories 

i60.00 
158.00 
i6B.00 
210.00 
260.00 
290.00 
290.00 
300.00 
365.00 
435.00 
375.00 
390.00 
450.00 
525.00 
600.00 
450.00 
470.00 
570.00 
655.00 
700.00 
640.00 
956.00 

i062.00 
1197.00 
i266.00 
1470.00 
1234.00 
1339.00 
1470.00 
1601.00 
1611.00 
2021.00 
1763.00 
192600 
1811.00 
2289.00 
2366.00 
2553.00 
2979.00 
2001.00 
2047.00 
2128.00 
2536.00 
2933.00 
2496.00 
3364.00 
2749.00 
2472.00 
2544.00 
:2784.00 

Vv'iih 
Accessories 

24i.OO 
249.00 
264.00 
321.00 
376.00 
416.00 
4i3.00 
428.00 
503.00 
579.00 
530.00 
550.00 
620.00 
701.00 
792.00 
621.00 
646.00 
756.00 
847.00 
908.00 

i056.00 
1214.00 
iS46.00 
147700 
i 574.00 
179400 
1536.00 
164900 
1796.00 
193500 
2161.00 

2203.00 
235200 
2253.00 
2739.00 
2672.00 
3062.00 
3546.00 
2479.00 
2531.00 
2628.00 
3044.00 
3477.00 
3063.00 
3989.00 
3403.00 
3094.00 
3172.00 
3428.00 

Domesiic 
Weight 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 
82 
99 

111 
i28 

91 
iOS 
102 
i20 
155 
i65 
183 
206 
229 
245 
281 
222 
245 
265 
277 
317 
337 
275 
280 
301 
370 
415 
476 
490 
335 
383 
392 
432 
510 
553 
577 
572 
465 
475 
5i6 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

29 
30 
32 
42 
52 
58 
58 
60 
7:2 
87 
75 
78 
90 

105 
i20 

90 
94 

114 
i3i 
140 
i6B 
182 
206 
228 
245 
280 
235 
255 
260 
305 
345 
385 
310 
335 
315 
398 

444 
518 
348 
356 
370 
441 

434 
585 
478 
4i2 
424 
464 

91 

Confidential McVVane-O 14332 

PUBLIC

LP-5091 Tyler Union e153 DI FBE Coated Fittings 

Size 

iN TEE 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
8x4 
axe 

8 
iOx3 
10:-:4 
iuxe 
10x8 

10 
12:-:3 
i2x4 
12:0:6 
i2x8 

12xlO 
12 

14x6 
i4x6 

14.x:10 
i4xi.2 

14 
i6xo 
16x8 

loxiO 
16x12 
lox'4 

16 
i8x6 
18x8 

loxiG 
18x12 
18xi4 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 
20x16 
20x18 

20 
24x6 
24x8 

:24xiu 

05/01/09 

UPCods670610 Ship UPCode 670610 Ship 
Domestic Code Non-Domestic Code 

395553 
395560 
395577 
395584 
39559i 
396987 
397526 
397212 
397342 
397359 
397892 
398356 
397229 
398363 
397366 
397908 
398370 
397373 
397380 
397915 
398905 
053484 
053491 
368076 
053507 
053514 
397922 
397939 
053521 
397946 
084785 
397953 
4022;; 
402305 
109556 
109563 
106401 
109570 
402282 
108856 
109587 
109600 
109617 
108863 
109624 
106418 
109631 
053378 
109365 
109648 

N 
N 
S 
N 
S 
S 
N 
S 
S 
S 
N 
S 
S 
S 
S 
N 
S 
S 
S 
5 
N 
N 
N 
N 
N 
N 
N 
5 

5 

5 
5 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

03:2:2:29 
032267 
032243 
032311 
032335 
032281 
032373 
032380 
03i74i 
031734 
032007 
032014 
032038 
032069 
03i987 
032137 
032i44 
032168 
032i99 
032113 
032090 
034582 
0346i2 
034544 
034566 
034520 
034696 
034728 
034643 
034667 
034661 
034629 
034759 
034780 
093396 
093428 

093466 
034742 
034841 
034872 
034803 
034810 

034827 
034834 
034353 
034964 
034995 
034896 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

Less 

Accessories 

i60.00 
158.00 
i6B.00 
210.00 
260.00 
290.00 
290.00 
300.00 
365.00 
435.00 
375.00 
390.00 
450.00 
525.00 
600.00 
450.00 
470.00 
570.00 
655.00 
700.00 
640.00 
956.00 

i062.00 
1197.00 
i266.00 
1470.00 
1234.00 
1339.00 
1470.00 
1601.00 
1611.00 
2021.00 
1763.00 
192600 
1811.00 
2289.00 
2366.00 
2553.00 
2979.00 
2001.00 
2047.00 
2128.00 
2536.00 
2933.00 
2496.00 
3364.00 
2749.00 
2472.00 
2544.00 
:2784.00 

Vv'iih 
Accessories 

24i.OO 
249.00 
264.00 
321.00 
376.00 
416.00 
4i3.00 
428.00 
503.00 
579.00 
530.00 
550.00 
620.00 
701.00 
792.00 
621.00 
646.00 
756.00 
847.00 
908.00 

i056.00 
1214.00 
iS46.00 
147700 
i 574.00 
179400 
1536.00 
164900 
1796.00 
193500 
2161.00 

2203.00 
235200 
2253.00 
2739.00 
2672.00 
3062.00 
3546.00 
2479.00 
2531.00 
2628.00 
3044.00 
3477.00 
3063.00 
3989.00 
3403.00 
3094.00 
3172.00 
3428.00 

Domesiic 
Weight 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 
82 
99 

111 
i28 

91 
iOS 
102 
i20 
155 
i65 
183 
206 
229 
245 
281 
222 
245 
265 
277 
317 
337 
275 
280 
301 
370 
415 
476 
490 
335 
383 
392 
432 
510 
553 
577 
572 
465 
475 
5i6 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

29 
30 
32 
42 
52 
58 
58 
60 
7:2 
87 
75 
78 
90 

105 
i20 

90 
94 

114 
i3i 
140 
i6B 
182 
206 
228 
245 
280 
235 
255 
260 
305 
345 
385 
310 
335 
315 
398 

444 
518 
348 
356 
370 
441 

434 
585 
478 
4i2 
424 
464 

91 

Confidential McVVane-O 14332 



CX 2358-092

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj TEE (Con'tj 
24x12 
24x14 
24x16 
24x18 
24x20 

24 
30x6 
30x8 

30xi2 
30 

36x12 
36 

42x36 
48x36 
48x42 

48 

109372 
106425 
109655 
293408 
109747 
109754 
100287 

N 
N 
N 
N 
N 
N 
N 

034902 
034926 
034933 
034940 
034957 
034889 
0388i8 
455127 
455110 

i 13263 
114048 
i i3270 
113294 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
iii 
N 
iii 
N 

2712.00 
3300.00 
3486.00 
3504.00 
3948.00 
4260.00 
4088.00 
4619.00 
5i88.00 
8269_00 
6894.00 

12406.00 
20i69.00 
26879.00 
27675.00 
28694.00 

3364.00 
3988.00 
4i97.00 
4273.00 
4746.00 
5130.00 
5654.00 
6191.00 
6784.00 

10555.00 
8864.00 

15253.00 
24644.00 
32664.00 
34274.00 
35948.00 

549 
585 
625 
721 
805 
844 
7i7 

MJxFE TEE ., 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
i:2x8 

12x10 
i:2 

14x6 
i4xiO 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

395607 
395614 
395621 
396994 
397007 
397595 
397533 
39739'1 
397403 
397960 
397410 
3979'1'1 
397984 
397991 
397427 
398004 
398011 
3980:28 
053569 
084433 
084792 
084808 
053590 
053606 
084815 
053613 
084822 
084839 
109389 
086109 

!'-J 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 

032236 
032274 
032250 
032328 
032342 
032298 
032397 
032403 
032359 
032021 
032045 
032076 
031994 
032151 
032175 
03:2:205 
032120 
03:2i06 
034599 
03455i 
034575 
034537 
034704 
034735 
034650 
034674 

034636 
034766 
034797 

!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
iii 
t'-J 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 

N 
i"-l 

176.00 
194.00 
210.00 
265.00 
275.00 
315.00 
370.00 
400.00 
490.00 
450.00 
560.00 
605.00 
770.00 
590.00 
600.00 
690.00 
790.00 
990.00 

1061.00 
i 5:23.00 
1654.00 
1775.00 
1197.00 
1449.00 
1733.00 
1785.00 
1874.00 
2468.00 
1484.00 
1938.00 

230.00 
258.00 
274.00 
349.00 
359.00 
399.00 
466.00 
496.00 
586.00 
5'18.00 
688.00 
'133.00 
898.00 
'134.00 
744.00 
834.00 
93-1.00 

i i34.00 
1277.00 
i739.00 
1870.00 
1991.00 
1459.00 
1711.00 
1995.00 
2047.00 
2136.00 
2730.00 
1862.00 
2316.00 

29 
34 
38 
51 
53 
64 
76 
81 
91 
92 
99 

127 
144 
118 
133 
i46 
161 
i87 
205 
226 
238 
285 
230 
243 
281 
304 
357 
374 
261 
351 

+F!arlges mey be thinner then thicknesses in AWW/'. C110 end require shorter belts or use of washers. 

92 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

452 
550 
58i 
584 
658 
710 
654 
739 
830 

1323 
ii03 
1949 
2988 
3982 
4iOO 
4251 

32 
37 
40 
53 
55 
63 
74 
80 
98 
90 

112 
121 
154 
118 
120 
i38 
158 
i98 
202 
:290 
315 
338 
228 
376 
330 
340 
357 
470 
258 
337 

05/01/09 

Confidential McVVane-O 14333 

PUBLIC

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj TEE (Con'tj 
24x12 
24x14 
24x16 
24x18 
24x20 

24 
30x6 
30x8 

30xi2 
30 

36x12 
36 

42x36 
48x36 
48x42 

48 

109372 
106425 
109655 
293408 
109747 
109754 
100287 

N 
N 
N 
N 
N 
N 
N 

034902 
034926 
034933 
034940 
034957 
034889 
0388i8 
455127 
455110 

i 13263 
114048 
i i3270 
113294 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
iii 
N 
iii 
N 

2712.00 
3300.00 
3486.00 
3504.00 
3948.00 
4260.00 
4088.00 
4619.00 
5i88.00 
8269_00 
6894.00 

12406.00 
20i69.00 
26879.00 
27675.00 
28694.00 

3364.00 
3988.00 
4i97.00 
4273.00 
4746.00 
5130.00 
5654.00 
6191.00 
6784.00 

10555.00 
8864.00 

15253.00 
24644.00 
32664.00 
34274.00 
35948.00 

549 
585 
625 
721 
805 
844 
7i7 

MJxFE TEE ., 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
i:2x8 

12x10 
i:2 

14x6 
i4xiO 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

395607 
395614 
395621 
396994 
397007 
397595 
397533 
39739'1 
397403 
397960 
397410 
3979'1'1 
397984 
397991 
397427 
398004 
398011 
3980:28 
053569 
084433 
084792 
084808 
053590 
053606 
084815 
053613 
084822 
084839 
109389 
086109 

!'-J 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 

032236 
032274 
032250 
032328 
032342 
032298 
032397 
032403 
032359 
032021 
032045 
032076 
031994 
032151 
032175 
03:2:205 
032120 
03:2i06 
034599 
03455i 
034575 
034537 
034704 
034735 
034650 
034674 

034636 
034766 
034797 

!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
N 
!'-J 
iii 
t'-J 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 

N 
i"-l 

176.00 
194.00 
210.00 
265.00 
275.00 
315.00 
370.00 
400.00 
490.00 
450.00 
560.00 
605.00 
770.00 
590.00 
600.00 
690.00 
790.00 
990.00 

1061.00 
i 5:23.00 
1654.00 
1775.00 
1197.00 
1449.00 
1733.00 
1785.00 
1874.00 
2468.00 
1484.00 
1938.00 

230.00 
258.00 
274.00 
349.00 
359.00 
399.00 
466.00 
496.00 
586.00 
5'18.00 
688.00 
'133.00 
898.00 
'134.00 
744.00 
834.00 
93-1.00 

i i34.00 
1277.00 
i739.00 
1870.00 
1991.00 
1459.00 
1711.00 
1995.00 
2047.00 
2136.00 
2730.00 
1862.00 
2316.00 

29 
34 
38 
51 
53 
64 
76 
81 
91 
92 
99 

127 
144 
118 
133 
i46 
161 
i87 
205 
226 
238 
285 
230 
243 
281 
304 
357 
374 
261 
351 

+F!arlges mey be thinner then thicknesses in AWW/'. C110 end require shorter belts or use of washers. 

92 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

452 
550 
58i 
584 
658 
710 
654 
739 
830 

1323 
ii03 
1949 
2988 
3982 
4iOO 
4251 

32 
37 
40 
53 
55 
63 
74 
80 
98 
90 

112 
121 
154 
118 
120 
i38 
158 
i98 
202 
:290 
315 
338 
228 
376 
330 
340 
357 
470 
258 
337 

05/01/09 

Confidential McVVane-O 14333 



CX 2358-093

I\I\J C153 FBE COATED 
LP-5091 TV.AI'" lin il"ll"'" C153 D! FBE Coated Filli .... ,..c: 

-1"--
_ ... _ .. 

••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

MJxFE TEE • iCon'li 
20x6 109396 N 034858 N 2070.00 2506.00 341 
24x6 109402 N 034971 N 2436.00 3016.00 451 

24xl2 086116 N 034919 N 3432.00 4012.00 580 
24x16 109808 N 4320.00 4900.00 744 

... • __ .... r __ •• I .. rr 
."UJU"K;JlIYI .. . ~~ 

, "nnL,r: ., 
285.00 "Ln nn 57 u .,)70UI.J " .JU7.UV 

8x6 398622 N 395.00 485.00 79 
0 "nOL"n ., ."r:. nn '" nn O~ 
0 .,)70U,,)7 " "h,J..J.vv J,,) I .uv 0' 

10 398646 N 665.00 793.00 133 

l'!!'.Jx5WIVEl TEE IlnrlllrillClc c;,,,,tivlICIl r.lnnri\ ,--------- ------- ------( 
6 398820 S 032304 N 335.00 419.00 71 

axe 398844 S 0324iO N 420.00 Sic.DO 80 
8 109822 N 032366 N 525.00 621.00 94 

iuxo ii0927 N 032052 N 470.00 596.00 ii4 
10:-:8 109839 N 032083 N 575.00 703.00 138 
i2x6 39865i N 032i62 N 565.00 729.00 i26 
12x8 109846 N 032212 N 725.00 869.00 149 
i4x6 i09653 N 034605 N i202.00 i4i6.00 i90 
16x6 109860 N 034711 N 1076.00 1338.00 243 
i8x6 i09677 N 034773 N i 599.00 i977.00 330 
20.x.6 109884 N 034865 N 1587.00 202300 380 
24x6 i0969i N 034968 N 2364.00 2944.00 476 

MJ TEE TAppED i2" ipT Oniyj SEE NOTE 

3x2 395638 N 031949 N 156.00 210.00 21 
4x2 395645 N 031956 N 182.00 246.00 27 
6x2 395652 N 031963 N 240.00 324.00 40 
8x2 395669 N 031970 N 310.00 406.00 54 

10x2 398387 N 031925 N 375.00 503.00 67 
12x2 398394 !\! 031932 !\! 455.00 599.00 83 
14x2 N 820.00 1036.00 141 
16x2 053620 !\! 034513 !\! 1141.00 1403.00 176 

... .. ~~ / "n"-lt!lt! ....... A ...... ~ .... nw ..... I ""n._..,.., v .... _.--.-- .. .., 

3 449430 N 116.00 170.00 21 
4 447641 N 142.00 206.00 27 
6 449089 5 200.00 284.00 40 
8 447672 5 270.00 366.00 54 

10 449119 5 335.00 463.00 67 
12 449140 5 415.00 559.00 83 
14 N 740.00 956.00 141 
16 N 1061.00 1323.00 202 

I'IVIC For Tapped Tees, Plugs ana \....aps vnly: vve stock 2" IPT Taps only. Far all 
too sizes other than 2" IPT uo to a 4" maximum odd $250.00 to the list orice shown 
fo~ corresponding 2" tapped ·fitting. Special tapped fittings are non~can~e!!ab!e and 
non-returnable. Contact CSR for detaiis. 

05/01/09 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Weight 

360 
406 
572 
720 

67 
84 

105 
94 

115 
i i7 
145 
229 
205 
278 
276 
394 

19 
25 
37 
59 
68 
88 

202 

93 

Confidential McVVane-014334 

PUBLIC

I\I\J C153 FBE COATED 
LP-5091 TV.AI'" lin il"ll"'" C153 D! FBE Coated Filli .... ,..c: 

-1"--
_ ... _ .. 

••••• ":::11-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

MJxFE TEE • iCon'li 
20x6 109396 N 034858 N 2070.00 2506.00 341 
24x6 109402 N 034971 N 2436.00 3016.00 451 

24xl2 086116 N 034919 N 3432.00 4012.00 580 
24x16 109808 N 4320.00 4900.00 744 

... • __ .... r __ •• I .. rr 
."UJU"K;JlIYI .. . ~~ 

, "nnL,r: ., 
285.00 "Ln nn 57 u .,)70UI.J " .JU7.UV 

8x6 398622 N 395.00 485.00 79 
0 "nOL"n ., ."r:. nn '" nn O~ 
0 .,)70U,,)7 " "h,J..J.vv J,,) I .uv 0' 

10 398646 N 665.00 793.00 133 

l'!!'.Jx5WIVEl TEE IlnrlllrillClc c;,,,,tivlICIl r.lnnri\ ,--------- ------- ------( 
6 398820 S 032304 N 335.00 419.00 71 

axe 398844 S 0324iO N 420.00 Sic.DO 80 
8 109822 N 032366 N 525.00 621.00 94 

iuxo ii0927 N 032052 N 470.00 596.00 ii4 
10:-:8 109839 N 032083 N 575.00 703.00 138 
i2x6 39865i N 032i62 N 565.00 729.00 i26 
12x8 109846 N 032212 N 725.00 869.00 149 
i4x6 i09653 N 034605 N i202.00 i4i6.00 i90 
16x6 109860 N 034711 N 1076.00 1338.00 243 
i8x6 i09677 N 034773 N i 599.00 i977.00 330 
20.x.6 109884 N 034865 N 1587.00 202300 380 
24x6 i0969i N 034968 N 2364.00 2944.00 476 

MJ TEE TAppED i2" ipT Oniyj SEE NOTE 

3x2 395638 N 031949 N 156.00 210.00 21 
4x2 395645 N 031956 N 182.00 246.00 27 
6x2 395652 N 031963 N 240.00 324.00 40 
8x2 395669 N 031970 N 310.00 406.00 54 

10x2 398387 N 031925 N 375.00 503.00 67 
12x2 398394 !\! 031932 !\! 455.00 599.00 83 
14x2 N 820.00 1036.00 141 
16x2 053620 !\! 034513 !\! 1141.00 1403.00 176 

... .. ~~ / "n"-lt!lt! ....... A ...... ~ .... nw ..... I ""n._..,.., v .... _.--.-- .. .., 

3 449430 N 116.00 170.00 21 
4 447641 N 142.00 206.00 27 
6 449089 5 200.00 284.00 40 
8 447672 5 270.00 366.00 54 

10 449119 5 335.00 463.00 67 
12 449140 5 415.00 559.00 83 
14 N 740.00 956.00 141 
16 N 1061.00 1323.00 202 

I'IVIC For Tapped Tees, Plugs ana \....aps vnly: vve stock 2" IPT Taps only. Far all 
too sizes other than 2" IPT uo to a 4" maximum odd $250.00 to the list orice shown 
fo~ corresponding 2" tapped ·fitting. Special tapped fittings are non~can~e!!ab!e and 
non-returnable. Contact CSR for detaiis. 

05/01/09 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Weight 

360 
406 
572 
720 

67 
84 

105 
94 

115 
i i7 
145 
229 
205 
278 
276 
394 

19 
25 
37 
59 
68 
88 

202 

93 

Confidential McVVane-014334 



CX 2358-094

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

PLUG SOliD 
3 
4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 
42 
48 

400639 
398837 
398868 
399131 
05i ii 4 
051121 
i07i87 
051138 
0526i6 
052623 
072041 

N 
5 
S 
5 
S 
5 
N 
5 
N 
N 
N 

UPCode 670610 Ship 
Non-Domestic Code 

03i086 
031109 
03 i 123 
031147 
03i048 
031062 
033i65 
033172 
033i89 
033196 
033202 

093589 

448945 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

PLUG TAPT (2" IPT Only) SEE NOTE 
3x2 
4x2 
6x2 
8x2 

IOx2 
12x2 
14x2 
16x2 
18x2 
20x2 
24x2 
30x2 
36x2 
42:r.2 
48x2 

333579 
398875 
398882 
398899 
401551 
107132 
105879 
402459 
084396 
084402 
084419 

SOLID SLEEVE SHORT 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

107101 
037408 
395676 
398257 
398264 
397236 
072157 
398660 
402312 
086123 
086147 

N 
s 
s 
s 
N 

N 
N 
N 
N 
N 

N 
s 
S 
5 
S 
5 
N 
5 
N 
N 
N 

031185 
031208 
031222 
031246 
031161 
031178 
033219 
033226 
033233 
033240 
033257 

093619 

031871 
031895 
031901 
031918 
031833 
031857 
033783 
034445 
034469 
034483 
034506 
456544 

113249 
113256 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
t'-J 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

less 
Acces.sories 

55.00 
74.00 

i20.00 
170.00 
220.00 
265.00 
578.00 
740.00 

i 006.00 
1231-00 
1782.00 
3388.00 
5238.00 
7364.00 
982i .00 

95.00 
114.00 
160.00 
210.00 
260.00 
305.00 
658.00 
820.00 

1086.00 
1311.00 
1882.00 
3488.00 
5338.00 
7564.00 

10021.00 

72.00 
74.00 

125.00 
170.00 
260.00 
290.00 
567.00 
709.00 
914.00 

1116.00 
1524.00 
3044.00 
4138.00 
5954.00 
7445.00 

'vViih 
Accessories 

NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

126.00 
138.00 
209.00 
266.00 
388.00 
434.00 
783.00 
971.00 

1292.00 
1552.00 
2104.00 
4568.00 
6036.00 
94BO.00 

12281.00 

Domesiic 
Weight 

8 
13 
i8 
25 
44 
46 
83 

100 
i28 
153 
202 

8 
13 
18 
25 
44 
46 
83 

100 
128 
153 
202 

13 
19 
29 
38 
48 
62 

116 
123 
160 
212 
272 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

94 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

iO 
14 
24 
34 
44 
53 

i i 0 
141 
i 75 
214 
297 
542 
838 

1091 
i455 

10 
14 
24 
34 
44 
53 

110 
141 
175 
214 
297 
542 
838 

1091 
1455 

13 
14 
25 
34 
52 
58 

108 
135 
159 
194 
254 
487 
662 
BB2 

1103 

05/01/09 

Confidential McVVane-O 14335 

PUBLIC

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship 

Size Domestic Code 

PLUG SOliD 
3 
4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 
42 
48 

400639 
398837 
398868 
399131 
05i ii 4 
051121 
i07i87 
051138 
0526i6 
052623 
072041 

N 
5 
S 
5 
S 
5 
N 
5 
N 
N 
N 

UPCode 670610 Ship 
Non-Domestic Code 

03i086 
031109 
03 i 123 
031147 
03i048 
031062 
033i65 
033172 
033i89 
033196 
033202 

093589 

448945 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

PLUG TAPT (2" IPT Only) SEE NOTE 
3x2 
4x2 
6x2 
8x2 

IOx2 
12x2 
14x2 
16x2 
18x2 
20x2 
24x2 
30x2 
36x2 
42:r.2 
48x2 

333579 
398875 
398882 
398899 
401551 
107132 
105879 
402459 
084396 
084402 
084419 

SOLID SLEEVE SHORT 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

107101 
037408 
395676 
398257 
398264 
397236 
072157 
398660 
402312 
086123 
086147 

N 
s 
s 
s 
N 

N 
N 
N 
N 
N 

N 
s 
S 
5 
S 
5 
N 
5 
N 
N 
N 

031185 
031208 
031222 
031246 
031161 
031178 
033219 
033226 
033233 
033240 
033257 

093619 

031871 
031895 
031901 
031918 
031833 
031857 
033783 
034445 
034469 
034483 
034506 
456544 

113249 
113256 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
t'-J 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

less 
Acces.sories 

55.00 
74.00 

i20.00 
170.00 
220.00 
265.00 
578.00 
740.00 

i 006.00 
1231-00 
1782.00 
3388.00 
5238.00 
7364.00 
982i .00 

95.00 
114.00 
160.00 
210.00 
260.00 
305.00 
658.00 
820.00 

1086.00 
1311.00 
1882.00 
3488.00 
5338.00 
7564.00 

10021.00 

72.00 
74.00 

125.00 
170.00 
260.00 
290.00 
567.00 
709.00 
914.00 

1116.00 
1524.00 
3044.00 
4138.00 
5954.00 
7445.00 

'vViih 
Accessories 

NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

126.00 
138.00 
209.00 
266.00 
388.00 
434.00 
783.00 
971.00 

1292.00 
1552.00 
2104.00 
4568.00 
6036.00 
94BO.00 

12281.00 

Domesiic 
Weight 

8 
13 
i8 
25 
44 
46 
83 

100 
i28 
153 
202 

8 
13 
18 
25 
44 
46 
83 

100 
128 
153 
202 

13 
19 
29 
38 
48 
62 

116 
123 
160 
212 
272 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

94 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

iO 
14 
24 
34 
44 
53 

i i 0 
141 
i 75 
214 
297 
542 
838 

1091 
i455 

10 
14 
24 
34 
44 
53 

110 
141 
175 
214 
297 
542 
838 

1091 
1455 

13 
14 
25 
34 
52 
58 

108 
135 
159 
194 
254 
487 
662 
BB2 

1103 

05/01/09 

Confidential McVVane-O 14335 



CX 2358-095

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

Non-Domesiic 
Weight 

SOliD SLEFvE LONG 
3 
4 
6 
!! 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 
42 
48 

397557 
395683 
395690 
397014 
397656 
397663 
052630 
398929 
053644 
052647 
052654 
458128 

S 
5 
S 
5 
S 
5 
N 
5 
N 

N 

03i864 
031888 
03i7iO 
031727 
03i826 
031840 
033776 
033790 
034452 
034476 
034490 
456834 
112846 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

99.00 
116.00 
i 75.00 
230.00 
345.00 
460.00 
725.00 
924.00 

i 208.00 
1461.00 
2004.00 
4025.00 
5400.00 
7533.00 
9349.00 

i 53.00 
180.00 
259.00 
326.00 
473.00 
604.00 
94 i .00 

1186.00 
i586.DO 
1897.00 
2584.00 
5549.00 
7298.00 

11059.00 
14185.00 

2i 
25 
37 
52 
68 
81 

i46 
170 
230 
269 
380 
640 

CAP SOUD 
3 402329 N 030706 N 5500 8200 8 
4 398691 s 030713 47.00 79.00 10 
6 398707 5 030720 N 8000 12200 19 
8 398714 s 030737 125.00 173.00 26 

10 398653 5 030683 N 185.00 249.00 32 
12 398721 s 030690 235.00 307.00 56 
14 108177 N 032984 N 383.00 491.00 71 
16 053248 032991 515.00 646.00 94 
18 052661 N 033004 N 690.00 879.00 121 
20 052678 033011 828.00 1046.00 148 
24 072058 N 033028 N 1188.00 1478.00 210 
30 2156.00 2918.00 
36 093527 N 3919.00 4868.00 
42 4880.00 6643.00 
48 N 6575.00 8993.00 

CAP TAPT (2" !PT O!"!!y) SEE NOTE 

3x2 
4x2 
6x2 
8x2 

10x2 
12x2 
14x2 
16x2 
18x2 

05/01/09 

351238 
398738 
398745 
398752 
401568 
398769 
084730 
109792 
084471 

N 
5 
5 
5 
N 
N 
N 
N 
N 

030775 
030782 
030799 
030744 
030751 
033035 
033042 
033059 

N 
N 
N 
N 
N 
N 
N 
N 

95.00 
87.00 

120.00 
165.00 
225.00 
275.00 
463.00 
595.00 
770.00 

122.00 
i i 9.00 
162.00 
213.00 
289.00 
347.00 
571.00 
726.00 
959.00 

8 
iO 
19 
26 
32 
56 
71 
94 

121 

NOTE For Tapped lees, Piugs and Caps Oniy: We stock 2" It'l laps oniy. For aii 
top sizes other than 2" !PT up to a 4" maximum odd $250.00 to the list price shown 
for corresponding 2" iapped fiiiing. Special iapped fiiiings are non-cancellable and 
non-returnable. Contact CSR for details. 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A C116/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

i8 
22 
35 
46 
69 
92 

i38 
176 
2iO 
254 
334 
644 
925 

1116 
1385 

10 
<;1 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
627 
723 
974 

9 
16 
25 
37 
47 
73 
98 

120 

95 

Confidential McVVane-O 14336 

PUBLIC

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

Non-Domesiic 
Weight 

SOliD SLEFvE LONG 
3 
4 
6 
!! 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 
42 
48 

397557 
395683 
395690 
397014 
397656 
397663 
052630 
398929 
053644 
052647 
052654 
458128 

S 
5 
S 
5 
S 
5 
N 
5 
N 

N 

03i864 
031888 
03i7iO 
031727 
03i826 
031840 
033776 
033790 
034452 
034476 
034490 
456834 
112846 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

99.00 
116.00 
i 75.00 
230.00 
345.00 
460.00 
725.00 
924.00 

i 208.00 
1461.00 
2004.00 
4025.00 
5400.00 
7533.00 
9349.00 

i 53.00 
180.00 
259.00 
326.00 
473.00 
604.00 
94 i .00 

1186.00 
i586.DO 
1897.00 
2584.00 
5549.00 
7298.00 

11059.00 
14185.00 

2i 
25 
37 
52 
68 
81 

i46 
170 
230 
269 
380 
640 

CAP SOUD 
3 402329 N 030706 N 5500 8200 8 
4 398691 s 030713 47.00 79.00 10 
6 398707 5 030720 N 8000 12200 19 
8 398714 s 030737 125.00 173.00 26 

10 398653 5 030683 N 185.00 249.00 32 
12 398721 s 030690 235.00 307.00 56 
14 108177 N 032984 N 383.00 491.00 71 
16 053248 032991 515.00 646.00 94 
18 052661 N 033004 N 690.00 879.00 121 
20 052678 033011 828.00 1046.00 148 
24 072058 N 033028 N 1188.00 1478.00 210 
30 2156.00 2918.00 
36 093527 N 3919.00 4868.00 
42 4880.00 6643.00 
48 N 6575.00 8993.00 

CAP TAPT (2" !PT O!"!!y) SEE NOTE 

3x2 
4x2 
6x2 
8x2 

10x2 
12x2 
14x2 
16x2 
18x2 

05/01/09 

351238 
398738 
398745 
398752 
401568 
398769 
084730 
109792 
084471 

N 
5 
5 
5 
N 
N 
N 
N 
N 

030775 
030782 
030799 
030744 
030751 
033035 
033042 
033059 

N 
N 
N 
N 
N 
N 
N 
N 

95.00 
87.00 

120.00 
165.00 
225.00 
275.00 
463.00 
595.00 
770.00 

122.00 
i i 9.00 
162.00 
213.00 
289.00 
347.00 
571.00 
726.00 
959.00 

8 
iO 
19 
26 
32 
56 
71 
94 

121 

NOTE For Tapped lees, Piugs and Caps Oniy: We stock 2" It'l laps oniy. For aii 
top sizes other than 2" !PT up to a 4" maximum odd $250.00 to the list price shown 
for corresponding 2" iapped fiiiing. Special iapped fiiiings are non-cancellable and 
non-returnable. Contact CSR for details. 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A C116/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

i8 
22 
35 
46 
69 
92 

i38 
176 
2iO 
254 
334 
644 
925 

1116 
1385 

10 
<;1 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
627 
723 
974 

9 
16 
25 
37 
47 
73 
98 

120 

95 

Confidential McVVane-O 14336 



CX 2358-096

Tyler Union C153 01 FBE Coated Fittings LP-5091 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Non-Domesiic 
Weight 

CAP TAPT (:201'01' iPT Oniy) (Con't) SEE NOTE 

:20x:2 
24x2 
30x:2 
36x2 
42x:2 
48)'2 

084488 
084693 

N 
N 

033066 
033073 

093558 

N 
N 
N 
N 
N 
N 

908.00 
1288.00 
:2256.00 
4019.00 
5080.00 
6775.00 

i i:26.00 
1578.00 
30i8.00 
4968.00 
6843.00 
9193.00 

i48 
210 

i44 
198 
345 
627 
723 
974 

, .. U REDUCER 

4,,3 
6x3 
6x-1 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12.~10 

14x6 
14x8 

14xl0 
14x12 

16x6 
i6x8 

16x10 
i6xi:2 
16x14 
i8x8 

18x10 
i8xi2 
18x14 
i8xi6 

20x8 
20xiO 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 

96 

395706 
395713 
395720 
047773 
397601 
398288 
398295 
397434 
397106 
397670 
397687 
397441 
053651 
072164 
053668 
084358 
053675 
05:2685 
08-1365 
398400 
053682 
053699 
053705 
0537i2 
053729 
053736 

105893 
109419 
109815 
109761 
109426 
109433 
105886 
086154 
154020 

s 
N 
S 
5 
S 

s 
5 
N 
5 
S 
S 

N 

N 
t'--J 
N 
N 
5 
N 
N 
N 
N 
N 
N 

N 
II! 
N 
N 
N 
N 
N 
N 
N 

031680 
031703 
031765 
03i789 
031802 
031550 
031567 
031581 
031628 
031642 
031666 
031604 
033547 
033554 
033523 
033530 
033615 
033639 
033561 
033585 
033608 
033684 
112525 
033653 
033660 
033677 
455646 
033691 
033707 
034438 
033714 
033721 
033738 

033745 
033752 

N 
t'--J 

N 
N 

N 

N 
N 
N 
N 

N 

N 
t'-J 
N 
t'--J 

N 
N 
N 
N 
N 
N 
N 
N 
N 
II! 
N 
N 
N 
N 

N 
N 

95.00 
130.00 
115.00 
i80.00 
19000 
210.00 
210.00 
230.00 
265.00 
280.00 
285.00 
300.00 
578.00 
578.00 
525.00 
525.00 
761.00 
735.00 
709.00 
683.00 
866.00 
932.00 

1064.00 
i035.00 
1052.00 
i098.00 
1311.00 
i 236.00 
1156_00 
1150.00 
1064.00 
1185.00 
1842.00 
1890.00 
1914.00 
1800.00 

154.00 
199.00 
189.00 
:260.00 
28000 
306.00 
316.00 
342.00 
369.00 
394.00 
405.00 
436.00 
728.00 
734.00 
697.00 
705.00 
934.00 
9i4.00 
90-1.00 
886.00 

1105.00 
i i69.00 
1317.00 
i296.00 
1349.00 
i4i8.00 
1577.00 
1518.00 
1446_00 
1476.00 
1413.00 
1592.00 
2204.00 
2288.00 
2335.00 
2279.00 

18 
28 
26 
36 
38 
51 
54 
54 
67 
67 
57 
63 

104 
104 
100 
100 
132 
i:28 
128 
ii2 
140 
i90 
196 
i85 
190 
i96 
228 
225 
210 
208 
238 
250 
327 
315 
324 
328 

NOTE - For Tapped Tees, Plugs and Caps Only: We stock 2" IPT Taps only. For all 
tap sizes other than 2" IPT up to a 4" maximum add $250.00 to the list price shown 
for corresponding 2" tapped fitting. Speciai tapped fittings are non-canceiiable and 
non-reh.lrnoble. Contod CSR for detoil.s. 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv",IIA Cl16/A21.16 tOo the interiOor und exteriOor. 

18 
26 
23 
36 
34 
42 
42 
46 
53 
56 
57 
60 

110 
110 
100 
100 
145 
i40 
135 
i30 
165 
i62 
185 
i80 
183 
i9i 

215 
201 
200 
185 
206 
307 

319 
300 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

05/01/09 

Confidential McVVane-014337 

PUBLIC

Tyler Union C153 01 FBE Coated Fittings LP-5091 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Non-Domesiic 
Weight 

CAP TAPT (:201'01' iPT Oniy) (Con't) SEE NOTE 

:20x:2 
24x2 
30x:2 
36x2 
42x:2 
48)'2 

084488 
084693 

N 
N 

033066 
033073 

093558 

N 
N 
N 
N 
N 
N 

908.00 
1288.00 
:2256.00 
4019.00 
5080.00 
6775.00 

i i:26.00 
1578.00 
30i8.00 
4968.00 
6843.00 
9193.00 

i48 
210 

i44 
198 
345 
627 
723 
974 

, .. U REDUCER 

4,,3 
6x3 
6x-1 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12.~10 

14x6 
14x8 

14xl0 
14x12 

16x6 
i6x8 

16x10 
i6xi:2 
16x14 
i8x8 

18x10 
i8xi2 
18x14 
i8xi6 

20x8 
20xiO 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 

96 

395706 
395713 
395720 
047773 
397601 
398288 
398295 
397434 
397106 
397670 
397687 
397441 
053651 
072164 
053668 
084358 
053675 
05:2685 
08-1365 
398400 
053682 
053699 
053705 
0537i2 
053729 
053736 

105893 
109419 
109815 
109761 
109426 
109433 
105886 
086154 
154020 

s 
N 
S 
5 
S 

s 
5 
N 
5 
S 
S 

N 

N 
t'--J 
N 
N 
5 
N 
N 
N 
N 
N 
N 

N 
II! 
N 
N 
N 
N 
N 
N 
N 

031680 
031703 
031765 
03i789 
031802 
031550 
031567 
031581 
031628 
031642 
031666 
031604 
033547 
033554 
033523 
033530 
033615 
033639 
033561 
033585 
033608 
033684 
112525 
033653 
033660 
033677 
455646 
033691 
033707 
034438 
033714 
033721 
033738 

033745 
033752 

N 
t'--J 

N 
N 

N 

N 
N 
N 
N 

N 

N 
t'-J 
N 
t'--J 

N 
N 
N 
N 
N 
N 
N 
N 
N 
II! 
N 
N 
N 
N 

N 
N 

95.00 
130.00 
115.00 
i80.00 
19000 
210.00 
210.00 
230.00 
265.00 
280.00 
285.00 
300.00 
578.00 
578.00 
525.00 
525.00 
761.00 
735.00 
709.00 
683.00 
866.00 
932.00 

1064.00 
i035.00 
1052.00 
i098.00 
1311.00 
i 236.00 
1156_00 
1150.00 
1064.00 
1185.00 
1842.00 
1890.00 
1914.00 
1800.00 

154.00 
199.00 
189.00 
:260.00 
28000 
306.00 
316.00 
342.00 
369.00 
394.00 
405.00 
436.00 
728.00 
734.00 
697.00 
705.00 
934.00 
9i4.00 
90-1.00 
886.00 

1105.00 
i i69.00 
1317.00 
i296.00 
1349.00 
i4i8.00 
1577.00 
1518.00 
1446_00 
1476.00 
1413.00 
1592.00 
2204.00 
2288.00 
2335.00 
2279.00 

18 
28 
26 
36 
38 
51 
54 
54 
67 
67 
57 
63 

104 
104 
100 
100 
132 
i:28 
128 
ii2 
140 
i90 
196 
i85 
190 
i96 
228 
225 
210 
208 
238 
250 
327 
315 
324 
328 

NOTE - For Tapped Tees, Plugs and Caps Only: We stock 2" IPT Taps only. For all 
tap sizes other than 2" IPT up to a 4" maximum add $250.00 to the list price shown 
for corresponding 2" tapped fitting. Speciai tapped fittings are non-canceiiable and 
non-reh.lrnoble. Contod CSR for detoil.s. 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv",IIA Cl16/A21.16 tOo the interiOor und exteriOor. 

18 
26 
23 
36 
34 
42 
42 
46 
53 
56 
57 
60 

110 
110 
100 
100 
145 
i40 
135 
i30 
165 
i62 
185 
i80 
183 
i9i 

215 
201 
200 
185 
206 
307 

319 
300 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

05/01/09 

Confidential McVVane-014337 



CX 2358-097

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

iN REDUCER (Con't) 

24x:20 
30x16 
:lOxiS 
30x20 
30x24 
36x20 
36x:24 
36x30 
4:2xi6 
42x18 
42x20 
42x24 
4:2x30 
42x36 
48xi6 
48x18 
48x20 
48x24 
48x30 
48x36 
48x42 

109778 N 

N 

033769 
093633 
i i 3:225 
093640 
449980 
113232 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

1848.00 
3981.00 
4138.00 
3913.00 
2988.00 
6063.00 
48i3.00 
5238.00 
8141.00 
8066.00 
8039.00 
9005.00 
7:20:2.00 
7533.00 

iii3i.OO 
10733.00 
10i i8.00 
10375.00 
12501.00 
11016.00 
i003i.OO 

:2356.00 
5061.00 
5276.00 
4893.00 
4040.00 
7230.00 
6052.00 
6949.00 

i0035.00 
10018.00 
i0020.00 
11058.00 
9727.00 

10245.00 
i3680.00 
13340.00 
i2754.00 
13083.00 
i S6Si.00 
14383.00 
i 42i 2.00 

334 

47B 

SMALL END BELL (SlOB) REDUCER 

4XJ 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
i 2xB 

12xl0 
14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16x10 

16x12 
16x14 
18x8 

1 8x1 0 
18x12 
18x14 

18x16 

05/01/09 

JYo/31 
395744 
395751 
395768 
398776 
398035 
39830. 
398417 
398042 
397045 
397458 
397052 
053743 
053750 
053767 
053897 
053262 
053903 
052708 

052692 
053910 
052715 
084846 
053927 
084853 

053934 

N 
!\! 
5 
!\! 
5 
!\! 
5 
S 
N 
S 
5 
S 
N 
!\! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

031005 
031512 
031529 
031536 
031543 
031437 
031444 
031451 
031475 
031482 
031499 
031468 

033417 
033424 
033394 

033400 

033431 
033448 

N 
!\! 
N 
!\! 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 

95.00 
135.00 
130.00 
170.00 
175.00 
220.00 
230.00 
245.00 
310.00 
325.00 
305.00 
305.00 
562.00 
562.00 
494.00 
494.00 
730.00 
704.00 
693.00 

651.00 
662.00 
975.00 
995.00 
9'17.00 

1006.00 

1035.00 

l:.U.OO 
167.00 
172.00 
212.00 
223.00 
262.00 
278.00 
309.00 
352.00 
373.00 
369.00 
377.00 
610.00 
626.00 
566.00 
566.00 
778.00 
768.00 
765.00 

723.00 
770.00 

1039.00 
1067.00 
106'1.00 
1114.00 

1166.00 

11 
24 
24 
30 
35 
43 
46 
46 
61 
58 
54 
56 

107 
107 

94 
94 

126 
105 
105 

109 
126 
180 
180 
170 
181 

180 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

30B 
637 
66:2 
626 
47B 
970 
770 
838 

i:206 
1195 
ii9i 
1334 
i067 
1116 
i649 
1590 
i499 
1537 
iSS2 
1632 
i4S6 

lB 
27 
26 
34 
55 
44 
46 
49 
62 
65 
61 
61 

139 
134 
132 

124 

16'1 
175 

97 

Confidential McVVane-O 14338 

PUBLIC

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

iN REDUCER (Con't) 

24x:20 
30x16 
:lOxiS 
30x20 
30x24 
36x20 
36x:24 
36x30 
4:2xi6 
42x18 
42x20 
42x24 
4:2x30 
42x36 
48xi6 
48x18 
48x20 
48x24 
48x30 
48x36 
48x42 

109778 N 

N 

033769 
093633 
i i 3:225 
093640 
449980 
113232 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

1848.00 
3981.00 
4138.00 
3913.00 
2988.00 
6063.00 
48i3.00 
5238.00 
8141.00 
8066.00 
8039.00 
9005.00 
7:20:2.00 
7533.00 

iii3i.OO 
10733.00 
10i i8.00 
10375.00 
12501.00 
11016.00 
i003i.OO 

:2356.00 
5061.00 
5276.00 
4893.00 
4040.00 
7230.00 
6052.00 
6949.00 

i0035.00 
10018.00 
i0020.00 
11058.00 
9727.00 

10245.00 
i3680.00 
13340.00 
i2754.00 
13083.00 
i S6Si.00 
14383.00 
i 42i 2.00 

334 

47B 

SMALL END BELL (SlOB) REDUCER 

4XJ 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
i 2xB 

12xl0 
14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16x10 

16x12 
16x14 
18x8 

1 8x1 0 
18x12 
18x14 

18x16 

05/01/09 

JYo/31 
395744 
395751 
395768 
398776 
398035 
39830. 
398417 
398042 
397045 
397458 
397052 
053743 
053750 
053767 
053897 
053262 
053903 
052708 

052692 
053910 
052715 
084846 
053927 
084853 

053934 

N 
!\! 
5 
!\! 
5 
!\! 
5 
S 
N 
S 
5 
S 
N 
!\! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

031005 
031512 
031529 
031536 
031543 
031437 
031444 
031451 
031475 
031482 
031499 
031468 

033417 
033424 
033394 

033400 

033431 
033448 

N 
!\! 
N 
!\! 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 

95.00 
135.00 
130.00 
170.00 
175.00 
220.00 
230.00 
245.00 
310.00 
325.00 
305.00 
305.00 
562.00 
562.00 
494.00 
494.00 
730.00 
704.00 
693.00 

651.00 
662.00 
975.00 
995.00 
9'17.00 

1006.00 

1035.00 

l:.U.OO 
167.00 
172.00 
212.00 
223.00 
262.00 
278.00 
309.00 
352.00 
373.00 
369.00 
377.00 
610.00 
626.00 
566.00 
566.00 
778.00 
768.00 
765.00 

723.00 
770.00 

1039.00 
1067.00 
106'1.00 
1114.00 

1166.00 

11 
24 
24 
30 
35 
43 
46 
46 
61 
58 
54 
56 

107 
107 

94 
94 

126 
105 
105 

109 
126 
180 
180 
170 
181 

180 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

30B 
637 
66:2 
626 
47B 
970 
770 
838 

i:206 
1195 
ii9i 
1334 
i067 
1116 
i649 
1590 
i499 
1537 
iSS2 
1632 
i4S6 

lB 
27 
26 
34 
55 
44 
46 
49 
62 
65 
61 
61 

139 
134 
132 

124 

16'1 
175 

97 

Confidential McVVane-O 14338 



CX 2358-098

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

SMALL END BELL (SEB) REDUCER (Con't) 
20xl0 
20x12 
20x14 
20x16 
20xiB 
24x12 
24xi4 
24x16 
24xiB 
24}1'..20 
30x16 
30x18 
30x20 
30x24 
36xi6 
36x20 
36x24 
36x30 

1059i6 
109440 
107057 
109785 
107064 
109457 
105923 
109464 
105930 
105947 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

033455 
033462 
033479 
033486 

033493 

033509 

033516 

N 

N 

N 
N 
N 
N 
N 
i"'-i 
N 
i"'-i 

N 

i 323.00 
1070.00 
i139.00 
1156.00 
i 265.00 
1650.00 
i 950.00 
1674.00 
i 860.00 
1620_00 
3581.00 
3856.00 
3500.00 
3094.00 
493i .00 
5375.00 
4663.00 
5463.00 

1395.00 
1142.00 
1247.00 
1287.00 
1454.00 
1722.00 
2058.00 
1805.00 
2049.00 
1838.00 
3712.00 
4045.00 
3718.00 
3384.00 
5062.00 
5593.00 
4953.00 
6225.00 

2iO 
200 
198 
215 
220 
300 
325 
319 
3iO 
305 

LARGE END BELL (LEB) REDUCER 
4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

Hx10 
i4xi:2 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20x1O 
20x12 

98 

395775 
395782 
395799 
0532'19 
398783 
398059 
398424 
398318 
398066 
39'1069 
398431 
3980'13 
084860 
084877 
08-188-1 
053941 
052852 
0560:27 
071907 
084372 
071914 
084976 
084983 
084990 
085003 
085010 
107071 
105954 

N 
N 
S 
N 
S 
N 
N 
N 
N 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

031383 
031390 
031406 
031413 
031420 
031260 
031284 
03130'1 
031345 
031369 
031376 
031321 

033295 
033301 
033264 
033271 
033288 

033318 
033325 
033332 
033349 
033356 

t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 

N 
N 
N 
N 
N 

N 
N 
N 
N 

95.00 
130.00 
150.00 
1'10.00 
185.00 
230.00 
230.00 
250.00 
375.00 
300.00 
310.00 
320.00 
588.00 
567.00 
525.00 
767.00 
830.00 
830.00 
79300 
882.00 
935.00 

1121.00 
1064.00 
1006.00 
1093.00 
1093.00 
1248.00 
1213.00 

137.00 
178.00 
198.00 
234.00 
249.00 
302.00 
302.00 
322.00 
447.00 
3'12.00 
382.00 
392.00 
696.00 
675.00 
633.00 
875.00 
961.00 
961.00 
924.00 

1013.00 
1066.00 
1310.00 
1253.00 
1195.00 
1282.00 
1282.00 
1466.00 
1431.00 

17 
19 
25 
36 
37 
46 
42 
4'1 
64 
58 
55 
61 

112 
108 
100 
96 

144 
136 
116 
158 
175 
195 
185 
183 
200 
192 
210 
214 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv",NA Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

230 
186 
198 
201 

275 

279 

270 
573 
617 
560 
495 
789 
860 
746 
874 

18 
26 
30 
34 
37 
46 
46 
50 
75 
60 
62 
64 

158 
i58 
151 
168 
178 

175 
190 
190 
217 
211 

05/01/09 

Confidential McVVane-O 14339 

PUBLIC

Tyler Union C153 01 FBE Coated Fittings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

SMALL END BELL (SEB) REDUCER (Con't) 
20xl0 
20x12 
20x14 
20x16 
20xiB 
24x12 
24xi4 
24x16 
24xiB 
24}1'..20 
30x16 
30x18 
30x20 
30x24 
36xi6 
36x20 
36x24 
36x30 

1059i6 
109440 
107057 
109785 
107064 
109457 
105923 
109464 
105930 
105947 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

033455 
033462 
033479 
033486 

033493 

033509 

033516 

N 

N 

N 
N 
N 
N 
N 
i"'-i 
N 
i"'-i 

N 

i 323.00 
1070.00 
i139.00 
1156.00 
i 265.00 
1650.00 
i 950.00 
1674.00 
i 860.00 
1620_00 
3581.00 
3856.00 
3500.00 
3094.00 
493i .00 
5375.00 
4663.00 
5463.00 

1395.00 
1142.00 
1247.00 
1287.00 
1454.00 
1722.00 
2058.00 
1805.00 
2049.00 
1838.00 
3712.00 
4045.00 
3718.00 
3384.00 
5062.00 
5593.00 
4953.00 
6225.00 

2iO 
200 
198 
215 
220 
300 
325 
319 
3iO 
305 

LARGE END BELL (LEB) REDUCER 
4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

Hx10 
i4xi:2 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20x1O 
20x12 

98 

395775 
395782 
395799 
0532'19 
398783 
398059 
398424 
398318 
398066 
39'1069 
398431 
3980'13 
084860 
084877 
08-188-1 
053941 
052852 
0560:27 
071907 
084372 
071914 
084976 
084983 
084990 
085003 
085010 
107071 
105954 

N 
N 
S 
N 
S 
N 
N 
N 
N 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

031383 
031390 
031406 
031413 
031420 
031260 
031284 
03130'1 
031345 
031369 
031376 
031321 

033295 
033301 
033264 
033271 
033288 

033318 
033325 
033332 
033349 
033356 

t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 
t'-J 
N 

N 
N 
N 
N 
N 

N 
N 
N 
N 

95.00 
130.00 
150.00 
1'10.00 
185.00 
230.00 
230.00 
250.00 
375.00 
300.00 
310.00 
320.00 
588.00 
567.00 
525.00 
767.00 
830.00 
830.00 
79300 
882.00 
935.00 

1121.00 
1064.00 
1006.00 
1093.00 
1093.00 
1248.00 
1213.00 

137.00 
178.00 
198.00 
234.00 
249.00 
302.00 
302.00 
322.00 
447.00 
3'12.00 
382.00 
392.00 
696.00 
675.00 
633.00 
875.00 
961.00 
961.00 
924.00 

1013.00 
1066.00 
1310.00 
1253.00 
1195.00 
1282.00 
1282.00 
1466.00 
1431.00 

17 
19 
25 
36 
37 
46 
42 
4'1 
64 
58 
55 
61 

112 
108 
100 
96 

144 
136 
116 
158 
175 
195 
185 
183 
200 
192 
210 
214 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv",NA Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

230 
186 
198 
201 

275 

279 

270 
573 
617 
560 
495 
789 
860 
746 
874 

18 
26 
30 
34 
37 
46 
46 
50 
75 
60 
62 
64 

158 
i58 
151 
168 
178 

175 
190 
190 
217 
211 

05/01/09 

Confidential McVVane-O 14339 



CX 2358-099

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

LARGE END BELL (LEiS; REDUCER (Con't) 
20xi4 
20x16 
24xi2 
24x14 
24xi 6 

i i 0026 
107088 
i 0596 i 
107095 
i 0947i 

N 
N 
N 
N 
N 

033363 
033370 

033387 

N 
N 

N 

Less 

Accessories 

i i 79.00 
1202.00 
i 794.00 
1890.00 
i 782.00 

Vv'iih 
Accessories 

i 397.00 
1420.00 
2084.00 
2180.00 
2072.00 

Domesiic 
Weight 

205 
238 
300 
315 
340 

PExPE REDUCER 

4x3 
6x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x4 
12x6 
12xS 

12xlO 
14x12 

16x6 
16xS 

16xi 0 
16x12 
i 6x14 

395805 
395812 
395829 
397021 
397540 
398080 
397076 
398097 
397083 
397090 
398448 
085027 
085034 
071938 
085041 
084389 
085140 

N 

5 

5 

N 

N 
5 
N 
N 
N 
N 
N 
N 
N 

031697 
031758 
031772 
031796 
031819 
031574 
031598 
031635 
031659 
031673 
031611 

033622 
033646 
033578 
033592 

N 

N 

N 

N 

N 

N 

N 
N 
N 
N 

89.00 
115.00 
125.00 
165.00 
175.00 
225.00 
250.00 
295.00 
300.00 
300.00 
325.00 
483.00 
698.00 
698.00 
677.00 
662.00 
698.00 

N/A 
t-J/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
t-J/A 
N/A 
N/A 
N/A 
N/A 
N/A 

15 
20 
22 
33 
30 
46 
47 
60 
54 
54 
55 
92 
93 

132 
126 
99 

133 

ALLMJ CROSS 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 

05/01/09 

108504 
108849 
398103 
398110 
398455 
398127 
398134 
037415 
398141 
398158 
398165 
398172 
398189 
398196 
398202 
398219 
398226 
085270 
085287 
085294 
084440 
072003 

N 

N 

N 

5 
5 
N 

5 
5 
N 
5 
5 
N 

5 
N 
N 
!II 

'''>J 
!II 

030942 
030973 
030966 
030997 
030980 
031017 
031024 
031000 
030812 
030829 
030836 
030805 
030881 
030904 
030928 
030874 
030867 
033097 
033103 

033080 

N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

!II 

182.00 
257.00 
299.00 
245.00 
410.00 
495.00 
360.00 
405.00 
490.00 
460.00 
570.00 
605.00 
500.00 
570.00 
660.00 

1040.00 
1040.00 
1092.00 
1313.00 
1339,00 
1412.00 
1570,00 

290.00 
375.00 
427.00 
393.00 
578.00 
655.00 
540.00 
597.00 
682.00 
672.00 
794.00 
861.00 
708.00 
798.00 
900.00 

1312.00 
1328.00 
1392.00 
1625.00 
1683,00 
1772.00 
2002,00 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
115 
128 
162 
180 
206 
210 
231 
255 
269 
299 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

209 
299 

297 

17 
23 
25 
33 
35 
45 
50 
59 
60 
60 
65 

133 
133 
129 
126 

33 
49 
57 
49 
82 
99 
72 
81 
98 
92 

114 
121 
100 
114 
132 
208 
208 
208 
250 

299 

99 

Confidential McVVane-014340 

PUBLIC

LP-5091 Tyler Union e153 DI FBE Coated Fittings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

LARGE END BELL (LEiS; REDUCER (Con't) 
20xi4 
20x16 
24xi2 
24x14 
24xi 6 

i i 0026 
107088 
i 0596 i 
107095 
i 0947i 

N 
N 
N 
N 
N 

033363 
033370 

033387 

N 
N 

N 

Less 

Accessories 

i i 79.00 
1202.00 
i 794.00 
1890.00 
i 782.00 

Vv'iih 
Accessories 

i 397.00 
1420.00 
2084.00 
2180.00 
2072.00 

Domesiic 
Weight 

205 
238 
300 
315 
340 

PExPE REDUCER 

4x3 
6x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x4 
12x6 
12xS 

12xlO 
14x12 

16x6 
16xS 

16xi 0 
16x12 
i 6x14 

395805 
395812 
395829 
397021 
397540 
398080 
397076 
398097 
397083 
397090 
398448 
085027 
085034 
071938 
085041 
084389 
085140 

N 

5 

5 

N 

N 
5 
N 
N 
N 
N 
N 
N 
N 

031697 
031758 
031772 
031796 
031819 
031574 
031598 
031635 
031659 
031673 
031611 

033622 
033646 
033578 
033592 

N 

N 

N 

N 

N 

N 

N 
N 
N 
N 

89.00 
115.00 
125.00 
165.00 
175.00 
225.00 
250.00 
295.00 
300.00 
300.00 
325.00 
483.00 
698.00 
698.00 
677.00 
662.00 
698.00 

N/A 
t-J/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
t-J/A 
N/A 
N/A 
N/A 
N/A 
N/A 

15 
20 
22 
33 
30 
46 
47 
60 
54 
54 
55 
92 
93 

132 
126 
99 

133 

ALLMJ CROSS 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 

05/01/09 

108504 
108849 
398103 
398110 
398455 
398127 
398134 
037415 
398141 
398158 
398165 
398172 
398189 
398196 
398202 
398219 
398226 
085270 
085287 
085294 
084440 
072003 

N 

N 

N 

5 
5 
N 

5 
5 
N 
5 
5 
N 

5 
N 
N 
!II 

'''>J 
!II 

030942 
030973 
030966 
030997 
030980 
031017 
031024 
031000 
030812 
030829 
030836 
030805 
030881 
030904 
030928 
030874 
030867 
033097 
033103 

033080 

N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

!II 

182.00 
257.00 
299.00 
245.00 
410.00 
495.00 
360.00 
405.00 
490.00 
460.00 
570.00 
605.00 
500.00 
570.00 
660.00 

1040.00 
1040.00 
1092.00 
1313.00 
1339,00 
1412.00 
1570,00 

290.00 
375.00 
427.00 
393.00 
578.00 
655.00 
540.00 
597.00 
682.00 
672.00 
794.00 
861.00 
708.00 
798.00 
900.00 

1312.00 
1328.00 
1392.00 
1625.00 
1683,00 
1772.00 
2002,00 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
115 
128 
162 
180 
206 
210 
231 
255 
269 
299 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

209 
299 

297 

17 
23 
25 
33 
35 
45 
50 
59 
60 
60 
65 

133 
133 
129 
126 

33 
49 
57 
49 
82 
99 
72 
81 
98 
92 

114 
121 
100 
114 
132 
208 
208 
208 
250 

299 

99 

Confidential McVVane-014340 



CX 2358-100

I\I\J C153 FBE COATED 
TvlllCrot" Union (153 D! FBE Coated Fillinnc: LP-5091 "'"_. ..... ";:'-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

ALL M.i CROSS (Con't; 

16x6 398233 N 033141 N 1313.00 1659.00 
16x8 398240 S 033158 N 1517.00 1875.00 

16xiO 0720i 0 N 033127 N i aii .00 2201.00 
16x12 052722 N 033134 N 2084.00 2490.00 

16 053255 N 033 i i 0 N 3035.00 3559.00 
24 N 5478.00 6638.00 
30 093336 N i i 500.00 14548.00 
36 093367 N 16594.00 20390.00 

MJxFE DUAL PURPOSE CUTTING-IN SLEEVE (" .... ith CUCiI.PUipose AcceSSOiies) 

4 109907 236.00 
6 109914 N 310.00 
8 109921 388.00 

10 109938 N 510.00 
12 109945 675.00 

SWIVELxSOUD HYDRANT ADAPTER (Wiih Swivel Glandj 
6x13 
6x18 
6x24 
8x12 

109952 
109969 N 
109976 
109983 N 

040385 235.00 
040415 N 290.00 
040422 345.00 

350.00 

SWIVE!.xSWIVEL ADAPTERS (With 2 Swivel G!ands) 

6x12 
6xi8 
6x24 

109990 
i i 000:2 
11 0019 

N 
N 
N 

230.00 
335.00 
340.00 

365.00 

N/A 
N/A 
N/A 
N/A 

N/A 
N/A 
N/A 
N/A 

N/.A. 
NiA 
N/A 

N/A 

Weight 

246 
261 
296 
312 
457 

45 
62 
52 

102 
135 

52 
59 
75 
70 

46 
67 
68 

71 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

100 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight 

250 
289 
345 
397 
578 
913 

1840 
2655 

47 
58 
69 

73 

05/01/09 

McVVane-O 14341 

PUBLIC

I\I\J C153 FBE COATED 
TvlllCrot" Union (153 D! FBE Coated Fillinnc: LP-5091 "'"_. ..... ";:'-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

ALL M.i CROSS (Con't; 

16x6 398233 N 033141 N 1313.00 1659.00 
16x8 398240 S 033158 N 1517.00 1875.00 

16xiO 0720i 0 N 033127 N i aii .00 2201.00 
16x12 052722 N 033134 N 2084.00 2490.00 

16 053255 N 033 i i 0 N 3035.00 3559.00 
24 N 5478.00 6638.00 
30 093336 N i i 500.00 14548.00 
36 093367 N 16594.00 20390.00 

MJxFE DUAL PURPOSE CUTTING-IN SLEEVE (" .... ith CUCiI.PUipose AcceSSOiies) 

4 109907 236.00 
6 109914 N 310.00 
8 109921 388.00 

10 109938 N 510.00 
12 109945 675.00 

SWIVELxSOUD HYDRANT ADAPTER (Wiih Swivel Glandj 
6x13 
6x18 
6x24 
8x12 

109952 
109969 N 
109976 
109983 N 

040385 235.00 
040415 N 290.00 
040422 345.00 

350.00 

SWIVE!.xSWIVEL ADAPTERS (With 2 Swivel G!ands) 

6x12 
6xi8 
6x24 

109990 
i i 000:2 
11 0019 

N 
N 
N 

230.00 
335.00 
340.00 

365.00 

N/A 
N/A 
N/A 
N/A 

N/A 
N/A 
N/A 
N/A 

N/.A. 
NiA 
N/A 

N/A 

Weight 

246 
261 
296 
312 
457 

45 
62 
52 

102 
135 

52 
59 
75 
70 

46 
67 
68 

71 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

100 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight 

250 
289 
345 
397 
578 
913 

1840 
2655 

47 
58 
69 

73 

05/01/09 

McVVane-O 14341 



CX 2358-101

PUSH-ON FBE COATED 

LP-5091 TvlllCror Ilni".., (153 Union-Tite D! FBE Coated ""_. _ ... _ .. 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

Ui 90° (i/4j BENDS 

4 402534 5 248521 N 158.00 32 
6 030935 S 245667 N 265.00 51 
8 030959 t-.J 245766 t-.J 415.00 80 

10 402541 N 142119 N 620~00 121 
12 031079 5 142157 t-.J 910.00 151 
14 403708 N 044796 N 1208~00 254 
16 403715 N 044833 t-.J 1622.00 328 
18 403722 N 2772~00 482 
20 404019 N 3105.00 540 
24 404026 N 4044~00 674 

UT 45° t1 /R\ Rl:l\lnc. \ '/-, -_ ... _-
4 402558 !'oj 043140 !'-l 130.00 29 

" 031093 5 043164 N 220.00 42 
8 398790 5 245759 1'1 355.00 66 

iO 402565 5 i42i02 N 505.00 i Oi 
12 031130 5 1-121-10 1'1 685.00 128 
i4 403739 N 044789 N 945.00 i43 
16 -1037-16 1'1 0-1-1826 1'1 1460.00 225 
is 403753 N i702.00 209 
20 403760 N 2283.00 397 
24 403777 N 2952.00 492 

UT 22';'" 11/16J BENDS 

4 402572 N 043133 N 137.00 18 
6 031116 5 245650 N 195.00 39 
8 047087 N 245742 N 275.00 64 

10 402589 t-J 142096 N 415.00 67 
12 047094 N 142133 N 665.00 111 
14 403784 N 044772 N 945.00 162 
16 403791 N 044819 N 1428.00 195 
18 403807 N 1502.00 209 
20 403814 N 2381.00 414 
24 403821 N 3576.00 596 

UT 11'/4° I. Jroro' ......... ,. 
'1/~"c.l En::I"LI~ 

4 402596 t"J 043126 t"J 137.00 18 
6 047865 5 245643 N 185.00 40 
8 047858 N 245681 N 270.00 60 

10 402602 N 355489 N 395.00 77 
12 047872 N 142126 N 505.00 92 
14 404033 N 044765 N 945.00 113 
16 403838 N 044802 N 15J 7.00 172 
18 403845 N 1502.00 209 
20 404040 N 1624.00 265 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Filli .... ,..c: ••••• ":::11-

Non-Domesiic 
Weight 

30 
53 
83 

124 
162 
230 
309 

28 
44 
71 

iOi 
137 
i80 
278 

26 
39 
55 
83 

133 
180 
272 

26 
37 
54 
79 

101 
180 
289 

101 

Confidential McVVane-014342 

PUBLIC

PUSH-ON FBE COATED 

LP-5091 TvlllCror Ilni".., (153 Union-Tite D! FBE Coated ""_. _ ... _ .. 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

Ui 90° (i/4j BENDS 

4 402534 5 248521 N 158.00 32 
6 030935 S 245667 N 265.00 51 
8 030959 t-.J 245766 t-.J 415.00 80 

10 402541 N 142119 N 620~00 121 
12 031079 5 142157 t-.J 910.00 151 
14 403708 N 044796 N 1208~00 254 
16 403715 N 044833 t-.J 1622.00 328 
18 403722 N 2772~00 482 
20 404019 N 3105.00 540 
24 404026 N 4044~00 674 

UT 45° t1 /R\ Rl:l\lnc. \ '/-, -_ ... _-
4 402558 !'oj 043140 !'-l 130.00 29 

" 031093 5 043164 N 220.00 42 
8 398790 5 245759 1'1 355.00 66 

iO 402565 5 i42i02 N 505.00 i Oi 
12 031130 5 1-121-10 1'1 685.00 128 
i4 403739 N 044789 N 945.00 i43 
16 -1037-16 1'1 0-1-1826 1'1 1460.00 225 
is 403753 N i702.00 209 
20 403760 N 2283.00 397 
24 403777 N 2952.00 492 

UT 22';'" 11/16J BENDS 

4 402572 N 043133 N 137.00 18 
6 031116 5 245650 N 195.00 39 
8 047087 N 245742 N 275.00 64 

10 402589 t-J 142096 N 415.00 67 
12 047094 N 142133 N 665.00 111 
14 403784 N 044772 N 945.00 162 
16 403791 N 044819 N 1428.00 195 
18 403807 N 1502.00 209 
20 403814 N 2381.00 414 
24 403821 N 3576.00 596 

UT 11'/4° I. Jroro' ......... ,. 
'1/~"c.l En::I"LI~ 

4 402596 t"J 043126 t"J 137.00 18 
6 047865 5 245643 N 185.00 40 
8 047858 N 245681 N 270.00 60 

10 402602 N 355489 N 395.00 77 
12 047872 N 142126 N 505.00 92 
14 404033 N 044765 N 945.00 113 
16 403838 N 044802 N 15J 7.00 172 
18 403845 N 1502.00 209 
20 404040 N 1624.00 265 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Filli .... ,..c: ••••• ":::11-

Non-Domesiic 
Weight 

30 
53 
83 

124 
162 
230 
309 

28 
44 
71 

iOi 
137 
i80 
278 

26 
39 
55 
83 

133 
180 
272 

26 
37 
54 
79 

101 
180 
289 

101 

Confidential McVVane-014342 



CX 2358-102

Tyler Union C153 Union-Tite DI FBE Coated Fittings LP-5091 
UFCode 670610 Ship 

Size Domestic Code 
UFCode 670610 Ship 
Non-Domestic Code 

less 
Accessories 

Domesiic Non-Domesiic 
Weight Weight 

UT X FLG 90' (Ji4) BENDS. 

4 

8 
10 
12 
14 
16 

402619 
402626 
402633 
402640 
402657 
404057 
404064 

N 
III 
N 
III 
N 
III 
N 

UT X FLG 45° (1/8) BENDS. 

4 402664 N 
402671 

8 402688 N 
10 402695 
12 402701 N 
14 404071 
16 404088 N 

UTx FlG 221J2() (1/16) BENDS. 

4 
6 
8 

Hi 
12 
i4 
16 

402718 
402725 
402732 
402749 
402756 
404095 
404101 

N 
N 
N 
N 
N 
N 
N 

UT X FLG 111/.;° (1/32) BENDS + 
4 
6 
8 

10 
12 
14 
16 

403432 
402763 
402770 
402787 
402794 
404118 
404-125 

UT X PE 90() (1/4) BENDS 

4 
6 

403449 
403456 

UT X PE 45° (1/8) BENDS 
4 
6 
8 

403463 
403470 
403487 

t'-J 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 
N 

043287 
043324 
043072 
043119 

043270 
043317 

043102 

043157 
043263 
043300 
043065 
043096 

043256 
043294-
043058 
043089 

III 
N 
III 
N 

N 

N 

N 
N 
N 
N 
N 

N 
N 
N 
N 

163.00 
285.00 
450.00 
670.00 

1005.00 
835.00 

1223.00 

110.00 
240.00 
360.00 

CALL 
775.00 
851.00 

1444.00 

163.00 
205.00 
290.00 
455.00 
770.00 
9i4.00 

1197.00 

126.00 
205.00 
345.00 
445.00 
660.00 
893.00 

1197.00 

263.00 
235.00 

116.00 
190.00 
300.00 

+Flanges may be thinner than thicknesses in AWWA ellO and require shorter bolts or use of washers. 

102 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv",IIA C116/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

31 
49 
74 

130 
158 
159 
233 

21 
42 
60 
93 

122 
162 
275 

25 
44 
64 
90 

112 
i74 
228 

24 
30 
61 
80 
94 

170 
228 

50 
47 

22 
38 
60 

57 
90 

134 
201 

48 
72 

155 

31 
4i 
58 
9i 

154 

41 
69 
89 

132 

05/01/09 

McVVane-014343 

PUBLIC

Tyler Union C153 Union-Tite DI FBE Coated Fittings LP-5091 
UFCode 670610 Ship 

Size Domestic Code 
UFCode 670610 Ship 
Non-Domestic Code 

less 
Accessories 

Domesiic Non-Domesiic 
Weight Weight 

UT X FLG 90' (Ji4) BENDS. 

4 

8 
10 
12 
14 
16 

402619 
402626 
402633 
402640 
402657 
404057 
404064 

N 
III 
N 
III 
N 
III 
N 

UT X FLG 45° (1/8) BENDS. 

4 402664 N 
402671 

8 402688 N 
10 402695 
12 402701 N 
14 404071 
16 404088 N 

UTx FlG 221J2() (1/16) BENDS. 

4 
6 
8 

Hi 
12 
i4 
16 

402718 
402725 
402732 
402749 
402756 
404095 
404101 

N 
N 
N 
N 
N 
N 
N 

UT X FLG 111/.;° (1/32) BENDS + 
4 
6 
8 

10 
12 
14 
16 

403432 
402763 
402770 
402787 
402794 
404118 
404-125 

UT X PE 90() (1/4) BENDS 

4 
6 

403449 
403456 

UT X PE 45° (1/8) BENDS 
4 
6 
8 

403463 
403470 
403487 

t'-J 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 
N 

043287 
043324 
043072 
043119 

043270 
043317 

043102 

043157 
043263 
043300 
043065 
043096 

043256 
043294-
043058 
043089 

III 
N 
III 
N 

N 

N 

N 
N 
N 
N 
N 

N 
N 
N 
N 

163.00 
285.00 
450.00 
670.00 

1005.00 
835.00 

1223.00 

110.00 
240.00 
360.00 

CALL 
775.00 
851.00 

1444.00 

163.00 
205.00 
290.00 
455.00 
770.00 
9i4.00 

1197.00 

126.00 
205.00 
345.00 
445.00 
660.00 
893.00 

1197.00 

263.00 
235.00 

116.00 
190.00 
300.00 

+Flanges may be thinner than thicknesses in AWWA ellO and require shorter bolts or use of washers. 

102 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv",IIA C116/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

31 
49 
74 

130 
158 
159 
233 

21 
42 
60 
93 

122 
162 
275 

25 
44 
64 
90 

112 
i74 
228 

24 
30 
61 
80 
94 

170 
228 

50 
47 

22 
38 
60 

57 
90 

134 
201 

48 
72 

155 

31 
4i 
58 
9i 

154 

41 
69 
89 

132 

05/01/09 

McVVane-014343 



CX 2358-103

PUSH-ON FBE COATED 

LP-5091 TvlllCror Ilni".., (153 Union-Tite D! FBE Coated "'"-- _ ... _ .. 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

Ui X PE 2:2%0 ii ii 6j BENDS 

6 403494 N i 75.00 35 
8 403500 N 285.00 57 

11'1' ~ DII: 111/_° 11 ,.,..,\ DI:"II"IIe: 
~. A r • • . ,. \1/oJ.il.J ............... 

6 403517 N 180.00 36 
8 403524 N 275.00 55 

liT " FlG ADAPTERS • 
4 402800 5 043027 N 14700 28 
... 402817 S 043034 N 255.00 40 
8 398806 5 043041 N 375.00 62 

10 402824 S 040378 N 405.00 71 
12 402831 5 043010 N 730.00 102 
14 404132 S 908.00 173 
16 403852 5 044758 N 966.00 115 
20 404149 N 1696.00 295 

Ui TEES 
4 402848 N i37i39 N 247.00 44 

6x4 402855 N 044444 N 280.00 68 
6 03i03i 5 i37i46 N 340.00 7i 

8x4 402862 N 245254 N 400.00 73 
8x6 03i055 5 24526i N 430.00 iOB 

8 047841 S 245247 N 510.00 116 
iOx4 402879 N 044192 N 510.00 102 
10x6 402886 N 136989 N 700.00 113 
10x8 402893 N 136996 N 720.00 145 

10 402909 N 136972 N 705.00 155 
12x4 402916 N 137016 N 645.00 119 
12x6 031154 S 137023 N 715.00 141 
12x8 050780 5 137030 N 915.00 201 

12x10 402923 N 044307 N 780.00 160 
12 050797 5 137009 N 1005.00 213 

14x6 404156 N 045076 N 1119.00 176 
14xl0 404163 N 1224.00 195 
14x12 404170 N 1429.00 196 

14 403869 N 044963 N 2048.00 209 
16x6 403876 N 045120 N 1607.00 266 
16x8 403883 N 044987 N 1848.00 292 

16xl0 404187 N 045106 N 1853.00 232 
16x12 404194 N 045113 N 2016.00 239 
16x14 404200 N 2332.00 349 

16 403890 N 045090 N 2651.00 390 
18x6 404217 N 2001.00 348 
18x8 404224 N 2069.00 325 

l8xl (j 40423i N 2i7ii.00 344 
18x14 404248 N 2167.00 342 

.&_, ,., .. , .,., ......... _ •• - , . , . ". ., 

...... Ianges may oe tnlnner man mlCKnesses In AVVVVA ~ I I V ana reqUire snorter DOlts or use ot wasners. 

05/01/09 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih At..JSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Filli .... ,..c: ••••• ":::11-

Non-Domesiic 
Weight 

28 
51 
75 
81 

146 

184 

47 
56 
68 
80 
86 

102 
102 
140 
144 
141 
129 
143 
183 
156 
201 
175 

390 
306 
352 
353 
384 

505 

103 

Confidential McVVane-014344 

PUBLIC

PUSH-ON FBE COATED 

LP-5091 TvlllCror Ilni".., (153 Union-Tite D! FBE Coated "'"-- _ ... _ .. 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

Ui X PE 2:2%0 ii ii 6j BENDS 

6 403494 N i 75.00 35 
8 403500 N 285.00 57 

11'1' ~ DII: 111/_° 11 ,.,..,\ DI:"II"IIe: 
~. A r • • . ,. \1/oJ.il.J ............... 

6 403517 N 180.00 36 
8 403524 N 275.00 55 

liT " FlG ADAPTERS • 
4 402800 5 043027 N 14700 28 
... 402817 S 043034 N 255.00 40 
8 398806 5 043041 N 375.00 62 

10 402824 S 040378 N 405.00 71 
12 402831 5 043010 N 730.00 102 
14 404132 S 908.00 173 
16 403852 5 044758 N 966.00 115 
20 404149 N 1696.00 295 

Ui TEES 
4 402848 N i37i39 N 247.00 44 

6x4 402855 N 044444 N 280.00 68 
6 03i03i 5 i37i46 N 340.00 7i 

8x4 402862 N 245254 N 400.00 73 
8x6 03i055 5 24526i N 430.00 iOB 

8 047841 S 245247 N 510.00 116 
iOx4 402879 N 044192 N 510.00 102 
10x6 402886 N 136989 N 700.00 113 
10x8 402893 N 136996 N 720.00 145 

10 402909 N 136972 N 705.00 155 
12x4 402916 N 137016 N 645.00 119 
12x6 031154 S 137023 N 715.00 141 
12x8 050780 5 137030 N 915.00 201 

12x10 402923 N 044307 N 780.00 160 
12 050797 5 137009 N 1005.00 213 

14x6 404156 N 045076 N 1119.00 176 
14xl0 404163 N 1224.00 195 
14x12 404170 N 1429.00 196 

14 403869 N 044963 N 2048.00 209 
16x6 403876 N 045120 N 1607.00 266 
16x8 403883 N 044987 N 1848.00 292 

16xl0 404187 N 045106 N 1853.00 232 
16x12 404194 N 045113 N 2016.00 239 
16x14 404200 N 2332.00 349 

16 403890 N 045090 N 2651.00 390 
18x6 404217 N 2001.00 348 
18x8 404224 N 2069.00 325 

l8xl (j 40423i N 2i7ii.00 344 
18x14 404248 N 2167.00 342 

.&_, ,., .. , .,., ......... _ •• - , . , . ". ., 

...... Ianges may oe tnlnner man mlCKnesses In AVVVVA ~ I I V ana reqUire snorter DOlts or use ot wasners. 

05/01/09 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih At..JSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706·1800)527·8478· FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Filli .... ,..c: ••••• ":::11-

Non-Domesiic 
Weight 

28 
51 
75 
81 

146 

184 

47 
56 
68 
80 
86 

102 
102 
140 
144 
141 
129 
143 
183 
156 
201 
175 

390 
306 
352 
353 
384 

505 

103 

Confidential McVVane-014344 



CX 2358-104

Tyler Union C153 Union-Tite DI FBE Coated Fittings 
UFCode 670610 Ship 

Size 

UT TEES (Con'tj 
1 ax16 
20x6 

20xl0 
20:-:12 
20xi4 
20:-:16 
:20xi8 

24x6 
:24xiO 
24x12 
:24xi4 
24:w.l6 
24xi8 
24x20 

24 

Uf X FLG TEES. 
4 

6x4 
6 

8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
i4xiO 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x14 
18x16 

20x6 
20xl0 

Domestic Code 

404255 
404262 
404279 

404286 
404293 
404309 
403906 
4043i6 
404323 
404330 
404347 
404354 
404361 
404378 

402930 
402947 
402954 
402961 
398813 
402978 
402985 
402992 
403005 
403012 
403029 
403036 
403043 
403050 
403067 
404385 
404392 
404408 
404415 
403913 
404422 
404439 
404446 
404453 
404460 
404477 
404484 
404491 
404507 
404514 
404521 
404538 

N 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

UFCode 670610 Ship 
Non-Domestic Code 

044413 
044451 
044420 
044475 
044574 
044468 
044208 
044215 
044284 
044185 
044314 
044321 
044338 

044291 
045083 

045137 
044994 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 

less 
Accessories 

2282.00 
2241.00 
2322.00 
2362.00 
2783.00 
3508.00 
3099.00 
2796.00 
2868.00 
3978.00 
3252.00 
3396.00 
3558.00 
3768.00 
5304.00 

257.00 
315.00 
350.00 
420.00 
475.00 
565.00 
560.00 
615.00 
740.00 
825.00 
710.00 
790.00 
790.00 
810.00 

1255.00 
1297.00 
i 392.00 
1554.00 
1685.00 
1607.00 
2021.00 
2033.00 
2085.00 
2196.00 
2264.00 
1731.00 
1834.00 
1938.00 
2260.00 
2415.00 
1961.00 
2415.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

362 
355 
369 
376 
484 
610 
539 
466 
478 
663 
542 
566 
593 
628 
884 

45 
56 
69 
89 
96 

130 
il5 
128 
145 
158 
138 
148 
170 
162 
i 83 
212 
246 
296 
321 
266 
270 
330 
321 
342 
355 
301 
319 
337 
393 
420 
341 
420 

49 
63 
70 
84 
95 

113 
il2 
123 
148 
165 
142 
158 
158 

251 
247 

306 
385 

• Flanges mey be thinner then thicknesses in AWW.A. C110 end require shorter be!ts or use of washers. 

104 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-014345 

PUBLIC

Tyler Union C153 Union-Tite DI FBE Coated Fittings 
UFCode 670610 Ship 

Size 

UT TEES (Con'tj 
1 ax16 
20x6 

20xl0 
20:-:12 
20xi4 
20:-:16 
:20xi8 

24x6 
:24xiO 
24x12 
:24xi4 
24:w.l6 
24xi8 
24x20 

24 

Uf X FLG TEES. 
4 

6x4 
6 

8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
i4xiO 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x14 
18x16 

20x6 
20xl0 

Domestic Code 

404255 
404262 
404279 

404286 
404293 
404309 
403906 
4043i6 
404323 
404330 
404347 
404354 
404361 
404378 

402930 
402947 
402954 
402961 
398813 
402978 
402985 
402992 
403005 
403012 
403029 
403036 
403043 
403050 
403067 
404385 
404392 
404408 
404415 
403913 
404422 
404439 
404446 
404453 
404460 
404477 
404484 
404491 
404507 
404514 
404521 
404538 

N 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

UFCode 670610 Ship 
Non-Domestic Code 

044413 
044451 
044420 
044475 
044574 
044468 
044208 
044215 
044284 
044185 
044314 
044321 
044338 

044291 
045083 

045137 
044994 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 

less 
Accessories 

2282.00 
2241.00 
2322.00 
2362.00 
2783.00 
3508.00 
3099.00 
2796.00 
2868.00 
3978.00 
3252.00 
3396.00 
3558.00 
3768.00 
5304.00 

257.00 
315.00 
350.00 
420.00 
475.00 
565.00 
560.00 
615.00 
740.00 
825.00 
710.00 
790.00 
790.00 
810.00 

1255.00 
1297.00 
i 392.00 
1554.00 
1685.00 
1607.00 
2021.00 
2033.00 
2085.00 
2196.00 
2264.00 
1731.00 
1834.00 
1938.00 
2260.00 
2415.00 
1961.00 
2415.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

362 
355 
369 
376 
484 
610 
539 
466 
478 
663 
542 
566 
593 
628 
884 

45 
56 
69 
89 
96 

130 
il5 
128 
145 
158 
138 
148 
170 
162 
i 83 
212 
246 
296 
321 
266 
270 
330 
321 
342 
355 
301 
319 
337 
393 
420 
341 
420 

49 
63 
70 
84 
95 

113 
il2 
123 
148 
165 
142 
158 
158 

251 
247 

306 
385 

• Flanges mey be thinner then thicknesses in AWW.A. C110 end require shorter be!ts or use of washers. 

104 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-014345 



CX 2358-105

PUSH-ON FBE COATED 

LP-5091 TvlllCror Ilni".., e153 Union-Tite D! FBE Coated "'"-- _ ... _ .. 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

UT X FLG TEES • iCon',) 
20x14 404545 N 2726.00 474 
20x16 404552 N 2864.00 498 
24x6 403920 N 3072.00 512 

24xl0 404569 t-J 3108.00 468 
24x12 404576 N 3218.00 503 
24x14 404583 !'-J 3286.00 531 
24x16 404590 N 3330.00 555 

UT x SWIVEL TEES 

6 403074 N 044437 N 350.00 65 
O __ L 

"'''~'''O1l ., ~"t\ 1\'" • ftft 
UAU ""1"'''''''0' .. ...... U .... U 'uu 

8 403531 N 550.00 110 
11 ft __ L ... ,,~~ ... a ., L~'" " ... .1ft 
IUAV ... v ............ .. """",, .... vu ,~u 

10.8 403555 N 780.00 156 
""' .. L 

.II".,,,,no ., D1n nn .. 1 
''''A,,-, ""1"" ... ",,710' .. QI""""V 'U~ 

12x8 403562 N 790.00 158 
1111 __ £ .IInJlLnL ., 'InL1I nn ftftft 
.... AU ""IV"'''''U,", .. IV ... I.V,", ~u~ 

16x6 403937 N 1202.00 229 
'1£ __ 0 .IInIlL ... ., ., 11 .c:.,., nn ftftft 
lUAU ""IV"'I'''''''' .. ....... ".v'"' ~u 

18x6 404620 N 2001.00 348 
1I0~O ... I\JI£.,.,. tJ .",,£., " .... 1ft • 
lUAU ... v .... "" ... ' ..... uu ..... uv ~~~ 

20.6 404644 N 2300.00 400 
"JI~L IInJi L.c: 'I tJ ., .. .1:1\ nn <ft< 
....... A ... ...v ........... ........... v ... ~~~ 

Ui nl'ES (Not induded in Av;rwA Standard Ci 53j 

8x4 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14 

16x6 
16x8 

16x12 
16 

UTxPE TEES 

6 
8x6 

12x6 
16x6 

05/01/09 

403104 N 044659 N 615.00 89 
403579 N 705.00 141 
403586 t..J 044598 N 770.00 151 
403593 N 044604 N 800.00 175 
403609 t..J 044581 N 850.00 200 
403616 N 890.00 178 
403111 t..J 044635 t..J 1180.00 201 
403623 N 044642 N 1295.00 224 
403630 N 044628 t..J 1410.00 240 
403647 N 044611 N 1570.00 289 
404668 N 1239.00 236 
404675 N 1339.00 255 
404682 N 1706.00 325 
404699 N 2494.00 475 
404705 N 1475.00 281 
404712 N 1596.00 304 
404729 N 1817.00 346 
404736 N 1995.00 380 

050803 5 325.00 65 
050810 5 495.00 99 
050827 5 700.00 140 
10Hi02 N 2651.00 505 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

I=illi .... ,..c: •••••• ":::11-

Non-Domesiic 
Weight 

70 

123 

154 
160 
170 

236 
259 
282 
314 

105 

Confidential McVVane-014346 

PUBLIC

PUSH-ON FBE COATED 

LP-5091 TvlllCror Ilni".., e153 Union-Tite D! FBE Coated "'"-- _ ... _ .. 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

UT X FLG TEES • iCon',) 
20x14 404545 N 2726.00 474 
20x16 404552 N 2864.00 498 
24x6 403920 N 3072.00 512 

24xl0 404569 t-J 3108.00 468 
24x12 404576 N 3218.00 503 
24x14 404583 !'-J 3286.00 531 
24x16 404590 N 3330.00 555 

UT x SWIVEL TEES 

6 403074 N 044437 N 350.00 65 
O __ L 

"'''~'''O1l ., ~"t\ 1\'" • ftft 
UAU ""1"'''''''0' .. ...... U .... U 'uu 

8 403531 N 550.00 110 
11 ft __ L ... ,,~~ ... a ., L~'" " ... .1ft 
IUAV ... v ............ .. """",, .... vu ,~u 

10.8 403555 N 780.00 156 
""' .. L 

.II".,,,,no ., D1n nn .. 1 
''''A,,-, ""1"" ... ",,710' .. QI""""V 'U~ 

12x8 403562 N 790.00 158 
1111 __ £ .IInJlLnL ., 'InL1I nn ftftft 
.... AU ""IV"'''''U,", .. IV ... I.V,", ~u~ 

16x6 403937 N 1202.00 229 
'1£ __ 0 .IInIlL ... ., ., 11 .c:.,., nn ftftft 
lUAU ""IV"'I'''''''' .. ....... ".v'"' ~u 

18x6 404620 N 2001.00 348 
1I0~O ... I\JI£.,.,. tJ .",,£., " .... 1ft • 
lUAU ... v .... "" ... ' ..... uu ..... uv ~~~ 

20.6 404644 N 2300.00 400 
"JI~L IInJi L.c: 'I tJ ., .. .1:1\ nn <ft< 
....... A ... ...v ........... ........... v ... ~~~ 

Ui nl'ES (Not induded in Av;rwA Standard Ci 53j 

8x4 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14 

16x6 
16x8 

16x12 
16 

UTxPE TEES 

6 
8x6 

12x6 
16x6 

05/01/09 

403104 N 044659 N 615.00 89 
403579 N 705.00 141 
403586 t..J 044598 N 770.00 151 
403593 N 044604 N 800.00 175 
403609 t..J 044581 N 850.00 200 
403616 N 890.00 178 
403111 t..J 044635 t..J 1180.00 201 
403623 N 044642 N 1295.00 224 
403630 N 044628 t..J 1410.00 240 
403647 N 044611 N 1570.00 289 
404668 N 1239.00 236 
404675 N 1339.00 255 
404682 N 1706.00 325 
404699 N 2494.00 475 
404705 N 1475.00 281 
404712 N 1596.00 304 
404729 N 1817.00 346 
404736 N 1995.00 380 

050803 5 325.00 65 
050810 5 495.00 99 
050827 5 700.00 140 
10Hi02 N 2651.00 505 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

I=illi .... ,..c: •••••• ":::11-

Non-Domesiic 
Weight 

70 

123 

154 
160 
170 

236 
259 
282 
314 

105 

Confidential McVVane-014346 



CX 2358-106

Tyler Union C153 Union-Tite DI FBE Coated Fittings LP-5091 

Size 

Ui CROSSES 

6 
8x6 

8 
10x4 
12x8 

12 
14x6 
14x8 

i4xiO 
14x12 

14 
16x6 
16x8 

16x10 
i 6xi2 
16x14 

16 

Uf REDUCERS 

106 

6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18x10 
18x12 
18x14 
18x16 
20xlO 
20x12 
20x14 
20x16 
20x18 
24x12 

UFCode 670610 Ship 
Domestic Code 

403128 
403135 
403142 
403654 
403159 
403661 
404743 
404750 
404767 
404774 
404781 
403944 
403951 
403968 
403975 
403982 
403999 

403166 
403173 
403180 
403678 
403197 
403203 
403210 
403227 
403234 
403241 
404798 
404804 
404811 
404828 
404835 
404842 
404859 
404002 
404866 
404873 
404880 
404897 
404903 
404910 
404927 
404934 
404941 
404958 
404965 
404972 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t..J 

N 
II! 
S 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

UFCode 670610 Ship 
Non-Domestic Code 

043782 
043805 
043799 
043645 
043775 
043768 

043980 
044000 
136743 
043812 
043928 
043935 
043966 
043973 
136736 
043959 

044901 
044918 
044888 
044895 

N 
II! 
N 
II! 
N 
II! 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

less 
Accessories 

370.00 
610.00 
655.00 
720.00 
970.00 

1300.00 
992.00 

1071.00 
i i 66.00 
1255_00 
1418.00 
1229.00 
1696.00 
1707.00 
1739.00 
1991.00 
1964.00 

170.00 
235.00 
250.00 
265.00 
370.00 
425.00 
365.00 
445.00 
415.00 
530.00 
641.00 
646.00 
657.00 
746.00 
835.00 
866.00 
977.00 

1103.00 
1130.00 
1017.00 
1068.00 
1160.00 
1248.00 
1162.00 
1035.00 
1179.00 
1340.00 
1438.00 
1526.00 
1476.00 

Domesiic Non-Domesiic 
Weight Weight 

96 
117 
156 
116 
240 
241 
i 89 
204 
222 
239 
270 
234 
323 
268 
274 
322 
317 

32 
46 
49 
58 
47 
53 
80 
58 
74 
82 
84 
85 
87 

104 
94 

104 
130 
152 
139 
142 
151 
167 
217 
202 
180 
205 
233 
250 
248 
246 

74 
122 
131 
144 
194 
260 

34 
47 
50 
53 
74 
85 
73 
89 
83 

106 

159 
165 
148 
172 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-014347 

PUBLIC

Tyler Union C153 Union-Tite DI FBE Coated Fittings LP-5091 

Size 

Ui CROSSES 

6 
8x6 

8 
10x4 
12x8 

12 
14x6 
14x8 

i4xiO 
14x12 

14 
16x6 
16x8 

16x10 
i 6xi2 
16x14 

16 

Uf REDUCERS 

106 

6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18x10 
18x12 
18x14 
18x16 
20xlO 
20x12 
20x14 
20x16 
20x18 
24x12 

UFCode 670610 Ship 
Domestic Code 

403128 
403135 
403142 
403654 
403159 
403661 
404743 
404750 
404767 
404774 
404781 
403944 
403951 
403968 
403975 
403982 
403999 

403166 
403173 
403180 
403678 
403197 
403203 
403210 
403227 
403234 
403241 
404798 
404804 
404811 
404828 
404835 
404842 
404859 
404002 
404866 
404873 
404880 
404897 
404903 
404910 
404927 
404934 
404941 
404958 
404965 
404972 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t..J 

N 
II! 
S 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

UFCode 670610 Ship 
Non-Domestic Code 

043782 
043805 
043799 
043645 
043775 
043768 

043980 
044000 
136743 
043812 
043928 
043935 
043966 
043973 
136736 
043959 

044901 
044918 
044888 
044895 

N 
II! 
N 
II! 
N 
II! 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

less 
Accessories 

370.00 
610.00 
655.00 
720.00 
970.00 

1300.00 
992.00 

1071.00 
i i 66.00 
1255_00 
1418.00 
1229.00 
1696.00 
1707.00 
1739.00 
1991.00 
1964.00 

170.00 
235.00 
250.00 
265.00 
370.00 
425.00 
365.00 
445.00 
415.00 
530.00 
641.00 
646.00 
657.00 
746.00 
835.00 
866.00 
977.00 

1103.00 
1130.00 
1017.00 
1068.00 
1160.00 
1248.00 
1162.00 
1035.00 
1179.00 
1340.00 
1438.00 
1526.00 
1476.00 

Domesiic Non-Domesiic 
Weight Weight 

96 
117 
156 
116 
240 
241 
i 89 
204 
222 
239 
270 
234 
323 
268 
274 
322 
317 

32 
46 
49 
58 
47 
53 
80 
58 
74 
82 
84 
85 
87 

104 
94 

104 
130 
152 
139 
142 
151 
167 
217 
202 
180 
205 
233 
250 
248 
246 

74 
122 
131 
144 
194 
260 

34 
47 
50 
53 
74 
85 
73 
89 
83 

106 

159 
165 
148 
172 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-014347 



CX 2358-107

LP-5091 Tyler Union e153 Union-Tite DI FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

Ui REDUCERS iCon'Ii 
24xi4 404989 N ie80.uij :2Si 
24x16 404996 N 2280.00 380 
24xi8 405009 N 2340.00 390 
24x20 405016 N 2526.00 421 

liT _ 11:'1 I"!:. DlI:nlll"lI:ne: ... 
~. A ... _ n. .. ..,"' ..... n...II • 

195.00 32 6,,4 403258 N nA':IOO7 t-J v ........ , ,~ 

8x4 403265 N 044017 N 230.00 46 
8,,6 403272 t-J 044123 t'-J 290.00 47 

10x4 403685 N 275.00 55 
10)(6 403289 t-J 295.00 59 
10x8 403296 N 043942 N 360.00 61 
12)(4 403692 N 390.00 78 
12x6 403302 N 375.00 75 
12x8 403319 N 370.00 74 

12x10 403326 N 475.00 95 
14x6 405023 N 635.00 121 
14x8 405030 N 672.00 128 

14x10 405047 l'-J 717.00 127 
14x12 405054 N 756.00 144 

16x6 405061 N 698.00 133 
16x8 405078 N 740.00 141 

16x10 405085 N 830.00 158 
16x12 405092 N 903.00 172 
16x14 405108 N 1029.00 196 
18x8 405115 N 903.00 157 

18x10 405122 N 1006.00 175 
18x12 405139 N 1236.00 215 
18x14 405146 l'-J 1346.00 234 
18x16 405153 N 1415.00 246 
20xl0 405160 !'oj 1346.00 234 
20x14 405177 N 1432.00 249 
20x16 405184 !'oj 156-,!.OO 272 
24xi2 405i9i N i 572.00 262 
2-1xl-1 -105207 !'oj 1890.00 315 
24xi6 4052i4 N ii/oS.Ciu 328 

UT SEB REDUCERS 

6x4 119753 N 225.00 45 
8x4 101765 N 275.00 35 
8x6 050834 N 295.00 43 

12x6 050841 N 350.00 70 
12x8 051107 N 400.00 80 

... _. .. . . . . . ... ... - - - _. .. . _ . 
... t-Ianges may be thinner than thicknesses In AWWA C I I U and reqUire shorter bolts or use ot washers. 

05/01/09 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih At..JSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 246-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

00 0, 
46 
58 

72 

107 

Confidential McVVane-O 14348 

PUBLIC

LP-5091 Tyler Union e153 Union-Tite DI FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight 

Ui REDUCERS iCon'Ii 
24xi4 404989 N ie80.uij :2Si 
24x16 404996 N 2280.00 380 
24xi8 405009 N 2340.00 390 
24x20 405016 N 2526.00 421 

liT _ 11:'1 I"!:. DlI:nlll"lI:ne: ... 
~. A ... _ n. .. ..,"' ..... n...II • 

195.00 32 6,,4 403258 N nA':IOO7 t-J v ........ , ,~ 

8x4 403265 N 044017 N 230.00 46 
8,,6 403272 t-J 044123 t'-J 290.00 47 

10x4 403685 N 275.00 55 
10)(6 403289 t-J 295.00 59 
10x8 403296 N 043942 N 360.00 61 
12)(4 403692 N 390.00 78 
12x6 403302 N 375.00 75 
12x8 403319 N 370.00 74 

12x10 403326 N 475.00 95 
14x6 405023 N 635.00 121 
14x8 405030 N 672.00 128 

14x10 405047 l'-J 717.00 127 
14x12 405054 N 756.00 144 

16x6 405061 N 698.00 133 
16x8 405078 N 740.00 141 

16x10 405085 N 830.00 158 
16x12 405092 N 903.00 172 
16x14 405108 N 1029.00 196 
18x8 405115 N 903.00 157 

18x10 405122 N 1006.00 175 
18x12 405139 N 1236.00 215 
18x14 405146 l'-J 1346.00 234 
18x16 405153 N 1415.00 246 
20xl0 405160 !'oj 1346.00 234 
20x14 405177 N 1432.00 249 
20x16 405184 !'oj 156-,!.OO 272 
24xi2 405i9i N i 572.00 262 
2-1xl-1 -105207 !'oj 1890.00 315 
24xi6 4052i4 N ii/oS.Ciu 328 

UT SEB REDUCERS 

6x4 119753 N 225.00 45 
8x4 101765 N 275.00 35 
8x6 050834 N 295.00 43 

12x6 050841 N 350.00 70 
12x8 051107 N 400.00 80 

... _. .. . . . . . ... ... - - - _. .. . _ . 
... t-Ianges may be thinner than thicknesses In AWWA C I I U and reqUire shorter bolts or use ot washers. 

05/01/09 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih At..JSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 246-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

00 0, 
46 
58 

72 

107 

Confidential McVVane-O 14348 



CX 2358-108

Tyler Union C153 Union-Tite DI FBE Coated Fittings LP-5091 
UFCode 670610 Ship 

Size Domestic Code 
UFCode 670610 Ship 
Non-Domestic Code 

less 
Accessories 

Domesiic Non-Domesiic 
Weight Weight 

UT TAPT TEES (:2 iNCH iPT) SEE NOTE 

4 
6 
8 

10 
12 

403333 
403340 
403357 
403364 
403371 

UT TEE / CROSS UNTAPPED 

4 449997 
6 
8 451563 

10 
12 450443 

N 
II! 
N 
II! 
N 

N 

N 

N 

044154 
044161 
044178 
044130 
044147 

UT TAPT CROSSES (2 INCH IPTj SEE r~OTE 

4 403388 
6 403395 
8 403401 

10 403418 
12 403425 

UT PLUGS I SOLiD 

4 
6 
8 

10 
12 

051145 
051152 
05ii69 
051176 
051183 

N 

N 

5 
S 
5 
S 
N 

043614 
043621 
043638 
043591 
043607 

281566 
281573 
28i580 
281542 
281559 

UT PLUGS / TAPT 2-INCH IPT SEE NOTE 

4 401629 N 043737 
401636 043744 

8 401643 N 136705 
10 401605 III 043713 
12 401612 N 043720 

N 
II! 
N 
II! 
N 

N 

N 

N 

N 

N 

5 
S 
5 
S 
N 

N 
5 
N 
III 
N 

155.00 
210.00 
300.00 
345.00 
460.00 

115.00 
170.00 
260.00 
305.00 
420.00 

185.00 
240.00 
330.00 
375.00 
490.00 

63.00 
100.00 
i 35.00 
180_00 
220.00 

103.00 
140.00 
175.00 
220.00 
260.00 

27 
38 
59 
72 
92 

27 
38 
59 
72 
92 

27 
38 
59 
72 
92 

20 
23 
32 
38 
49 

20 
23 
32 
38 
49 

NOTE· For Tapped Tees, Plugs and Cops Only: We stock 2" IPT Tops only. For 011 
tap sizes other than 2" IPT up to a 4" maximum add $250.00 to the list price shown 
for corresponding 2" topped fitting. Special topped fittings are non-cancellable and 
non-returnable. Contact CSR for details. 

106 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

23 
34 
52 
61 
84 

23 
34 
52 
61 
84 

23 
34 
52 
61 
84 

12 
20 
27 
36 
44 

12 
20 
27 
36 
44 

05/01/09 

Confidential McVVane-014349 

PUBLIC

Tyler Union C153 Union-Tite DI FBE Coated Fittings LP-5091 
UFCode 670610 Ship 

Size Domestic Code 
UFCode 670610 Ship 
Non-Domestic Code 

less 
Accessories 

Domesiic Non-Domesiic 
Weight Weight 

UT TAPT TEES (:2 iNCH iPT) SEE NOTE 

4 
6 
8 

10 
12 

403333 
403340 
403357 
403364 
403371 

UT TEE / CROSS UNTAPPED 

4 449997 
6 
8 451563 

10 
12 450443 

N 
II! 
N 
II! 
N 

N 

N 

N 

044154 
044161 
044178 
044130 
044147 

UT TAPT CROSSES (2 INCH IPTj SEE r~OTE 

4 403388 
6 403395 
8 403401 

10 403418 
12 403425 

UT PLUGS I SOLiD 

4 
6 
8 

10 
12 

051145 
051152 
05ii69 
051176 
051183 

N 

N 

5 
S 
5 
S 
N 

043614 
043621 
043638 
043591 
043607 

281566 
281573 
28i580 
281542 
281559 

UT PLUGS / TAPT 2-INCH IPT SEE NOTE 

4 401629 N 043737 
401636 043744 

8 401643 N 136705 
10 401605 III 043713 
12 401612 N 043720 

N 
II! 
N 
II! 
N 

N 

N 

N 

N 

N 

5 
S 
5 
S 
N 

N 
5 
N 
III 
N 

155.00 
210.00 
300.00 
345.00 
460.00 

115.00 
170.00 
260.00 
305.00 
420.00 

185.00 
240.00 
330.00 
375.00 
490.00 

63.00 
100.00 
i 35.00 
180_00 
220.00 

103.00 
140.00 
175.00 
220.00 
260.00 

27 
38 
59 
72 
92 

27 
38 
59 
72 
92 

27 
38 
59 
72 
92 

20 
23 
32 
38 
49 

20 
23 
32 
38 
49 

NOTE· For Tapped Tees, Plugs and Cops Only: We stock 2" IPT Tops only. For 011 
tap sizes other than 2" IPT up to a 4" maximum add $250.00 to the list price shown 
for corresponding 2" topped fitting. Special topped fittings are non-cancellable and 
non-returnable. Contact CSR for details. 

106 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

23 
34 
52 
61 
84 

23 
34 
52 
61 
84 

23 
34 
52 
61 
84 

12 
20 
27 
36 
44 

12 
20 
27 
36 
44 

05/01/09 

Confidential McVVane-014349 



CX 2358-109

PUSH-ON FBE COATED 

LP-5091 TvlllCror Union (153 Union-Tite D! FBE Coated Filli .... ,..c: "'"-- ••••• ":::11-

UPCode 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

UT CAPS i SOLiD 

4 405221 N 043515 N 74.00 15 
(, 405238 N 043522 N 105.00 20 
8 405245 N 043539 N i 65.00 35 

10 405252 N 043492 N 240.00 50 
12 405269 N 043508 N 295.00 75 

UT CAPS I TAPT 2-INCH IPT SEE NOTE 

05/01/09 

4 405276 N 043560 N 114.00 15 
L Jlnll::.~o" ., 1\".,11::..,"7 ., 1 A II::. nn ~n 
U ""Iv .... ""'"'WO .. V""l~""11 .. I ......... V.., ~U 

8 405290 N 043584 N 205.00 35 
,n IIne1nL tJ nJl.,II:.JlL N .,on nn • n 
'U ... v ...... .., ... .., ................. ""' ....... v ... ~u 

12 405313 N 043553 5 335.00 75 

NOTE - For Tapped Tees, Plugs and Caps Only: We stock 2" IPT Taps only. For all 
tap sizes other than 2" IPT up to a 4" maximum add $250.00 to the list price shown 
for corresponding 2" tapped fitting. Special tapped fittings are non-cancellable and 
non-returnable. Contact CSR for details. 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Weight 

14 
21 
33 
48 
59 

14 
~, 

~, 

33 
A • 
'u 

59 

109 

Confidential McVVane-O 14350 

PUBLIC

PUSH-ON FBE COATED 

LP-5091 TvlllCror Union (153 Union-Tite D! FBE Coated Filli .... ,..c: "'"-- ••••• ":::11-

UPCode 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

UT CAPS i SOLiD 

4 405221 N 043515 N 74.00 15 
(, 405238 N 043522 N 105.00 20 
8 405245 N 043539 N i 65.00 35 

10 405252 N 043492 N 240.00 50 
12 405269 N 043508 N 295.00 75 

UT CAPS I TAPT 2-INCH IPT SEE NOTE 

05/01/09 

4 405276 N 043560 N 114.00 15 
L Jlnll::.~o" ., 1\".,11::..,"7 ., 1 A II::. nn ~n 
U ""Iv .... ""'"'WO .. V""l~""11 .. I ......... V.., ~U 

8 405290 N 043584 N 205.00 35 
,n IIne1nL tJ nJl.,II:.JlL N .,on nn • n 
'U ... v ...... .., ... .., ................. ""' ....... v ... ~u 

12 405313 N 043553 5 335.00 75 

NOTE - For Tapped Tees, Plugs and Caps Only: We stock 2" IPT Taps only. For all 
tap sizes other than 2" IPT up to a 4" maximum add $250.00 to the list price shown 
for corresponding 2" tapped fitting. Special tapped fittings are non-cancellable and 
non-returnable. Contact CSR for details. 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/AVvftv"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Weight 

14 
21 
33 
48 
59 

14 
~, 

~, 

33 
A • 
'u 

59 

109 

Confidential McVVane-O 14350 



CX 2358-110

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship 

Size Domestic Code 

90° (i/4) BEND FLANGED 

2 
3 
4 
6 
6 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

327356 
398943 
398967 
398998 
399001 
119777 
245063 
327363 
109662 
085324 
245971 
247357 
327387 

!II 

!II 

90° (1/4) BASE BEND FI ANGED 

3 .. 
6 
8 

10 
i2 
14 
i6 
18 
20 
24 
30 
36 
42 
48 

282167 
287490 
245087 
245iOO 
119784 
245i86 
245124 
327370 
282105 
282112 
282129 
282143 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

UFCode 670610 Ship 
Non-Domestic Code 

039808 
039846 
039891 
039952 
040019 
039686 
039754 
041191 
041245 
041290 
041344 
041399 
042761 

039556 
039563 
039570 
039587 
039532 
039549 
041092 
041108 
041115 
041122 
041139 
042723 

!II 

!II 

!II 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

90° (1/4) REDUCING BEND FLANGED 
4x3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 

287506 

339038 

245438 

131212 

245223 
110835 

245377 
245391 
245414 

N 
!II 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

039914 

039976 

040033 

040040 

039709 
039716 

039785 
039'192 
039778 

N 

N 

N 

N 
N 

N 
N 
N 

less 
Accessories 

116.00 
160.00 
237.00 
353~00 
579.00 
904~00 

1157.00 
1563~00 

1968.00 
2624~00 

3271.00 
5918~00 

8722.00 
13614.00 
20621.00 
27641.00 

192.00 
289.00 
462.00 
784.00 

1051.00 
i5i3.00 
1890.00 
2337.00 
3249.00 
4135.00 
6696.00 

10157.00 
14907.00 
23389.00 
31118.00 

153.00 
CALL 

275.00 
CALL 

375.00 
CALL 

425.00 
CALL 

675.00 
751.00 

CALL 
800.00 
900.00 

1051.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

14 
26 
44 
68 

115 
164 
236 
387 
478 
527 
878 

1257 
1755 

38 
55 
83 

i4i 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
55 
58 
60 
75 
82 
90 

105 
126 
150 
160 
165 
191 
218 

16 
29 
45 
71 

116 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

i45 
210 
300 
360 
445 
565 
700 

1030 
1625 
2385 
3465 
4610 

29 

55 

75 

85 

135 
150 

160 
180 
210 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

110 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14351 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship 

Size Domestic Code 

90° (i/4) BEND FLANGED 

2 
3 
4 
6 
6 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

327356 
398943 
398967 
398998 
399001 
119777 
245063 
327363 
109662 
085324 
245971 
247357 
327387 

!II 

!II 

90° (1/4) BASE BEND FI ANGED 

3 .. 
6 
8 

10 
i2 
14 
i6 
18 
20 
24 
30 
36 
42 
48 

282167 
287490 
245087 
245iOO 
119784 
245i86 
245124 
327370 
282105 
282112 
282129 
282143 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

UFCode 670610 Ship 
Non-Domestic Code 

039808 
039846 
039891 
039952 
040019 
039686 
039754 
041191 
041245 
041290 
041344 
041399 
042761 

039556 
039563 
039570 
039587 
039532 
039549 
041092 
041108 
041115 
041122 
041139 
042723 

!II 

!II 

!II 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

90° (1/4) REDUCING BEND FLANGED 
4x3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 

287506 

339038 

245438 

131212 

245223 
110835 

245377 
245391 
245414 

N 
!II 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

039914 

039976 

040033 

040040 

039709 
039716 

039785 
039'192 
039778 

N 

N 

N 

N 
N 

N 
N 
N 

less 
Accessories 

116.00 
160.00 
237.00 
353~00 
579.00 
904~00 

1157.00 
1563~00 

1968.00 
2624~00 

3271.00 
5918~00 

8722.00 
13614.00 
20621.00 
27641.00 

192.00 
289.00 
462.00 
784.00 

1051.00 
i5i3.00 
1890.00 
2337.00 
3249.00 
4135.00 
6696.00 

10157.00 
14907.00 
23389.00 
31118.00 

153.00 
CALL 

275.00 
CALL 

375.00 
CALL 

425.00 
CALL 

675.00 
751.00 

CALL 
800.00 
900.00 

1051.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

14 
26 
44 
68 

115 
164 
236 
387 
478 
527 
878 

1257 
1755 

38 
55 
83 

i4i 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
55 
58 
60 
75 
82 
90 

105 
126 
150 
160 
165 
191 
218 

16 
29 
45 
71 

116 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

i45 
210 
300 
360 
445 
565 
700 

1030 
1625 
2385 
3465 
4610 

29 

55 

75 

85 

135 
150 

160 
180 
210 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

110 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14351 



CX 2358-111

LP-5091 Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

90' ii i4; REDUCiNG BEND FLANGED iCon'l; 

14x6 
14;;::8 

i4xiO 
Hx12 

16x8 
16xl0 
16xi2 
16x14 
iBxil 
18x14 
1axl6 
20x12 
20xi4 
20x16 
20xiS 
24x14 
24x16 
24x18 
24x20 

4x3 
ox4 
8x4 
ax6 

10x6 
10x8 
12x6 
i:2x8 

12x10 
i4x6 
14x8 

14xlO 
14x12 

i6x8 
16x10 
i6xi2 
18x12 
18x16 
20x12 
20x16 
24x16 
24x18 
24x20 

05/01/09 

N CALL 230 
~l CALL 240 
N CALL 280 
1'1 C.A.LL 320 
N CALL 300 
!'l CA.LL 3-10 
N CALL 380 
N CALL 420 
N CALL 440 
N CALL 480 
N CALL 540 
N CALL 570 
N CALL 520 
N CALL 640 
N CALL 680 
N CALL 865 
N CALL 880 
N CALL 930 
N CALL 1010 

298229 N 227.00 43 
2875i3 N 375.00 75 
245452 N 575.00 115 
245148 N 65i.Oij 130 
245834 N 876.00 175 
245919 N 979.00 196 
245957 t'-l 1151.00 230 
245933 N 1275.00 255 
245773 I'-J 1425.00 285 

N CALL 300 
!'-l CA.LL 310 
N CALL 350 
!'-l CALL 390 
N CALL 375 
!'-l CALL 415 
N CALL 455 
N CALL 555 
N CALL 655 
N CALL 640 
N CALL 760 
N CALL 1010 
N CALL 1060 
N CALL 1140 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

111 

Confidential McVVane-O 14352 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

90' ii i4; REDUCiNG BEND FLANGED iCon'l; 

14x6 
14;;::8 

i4xiO 
Hx12 

16x8 
16xl0 
16xi2 
16x14 
iBxil 
18x14 
1axl6 
20x12 
20xi4 
20x16 
20xiS 
24x14 
24x16 
24x18 
24x20 

4x3 
ox4 
8x4 
ax6 

10x6 
10x8 
12x6 
i:2x8 

12x10 
i4x6 
14x8 

14xlO 
14x12 

i6x8 
16x10 
i6xi2 
18x12 
18x16 
20x12 
20x16 
24x16 
24x18 
24x20 

05/01/09 

N CALL 230 
~l CALL 240 
N CALL 280 
1'1 C.A.LL 320 
N CALL 300 
!'l CA.LL 3-10 
N CALL 380 
N CALL 420 
N CALL 440 
N CALL 480 
N CALL 540 
N CALL 570 
N CALL 520 
N CALL 640 
N CALL 680 
N CALL 865 
N CALL 880 
N CALL 930 
N CALL 1010 

298229 N 227.00 43 
2875i3 N 375.00 75 
245452 N 575.00 115 
245148 N 65i.Oij 130 
245834 N 876.00 175 
245919 N 979.00 196 
245957 t'-l 1151.00 230 
245933 N 1275.00 255 
245773 I'-J 1425.00 285 

N CALL 300 
!'-l CA.LL 310 
N CALL 350 
!'-l CALL 390 
N CALL 375 
!'-l CALL 415 
N CALL 455 
N CALL 555 
N CALL 655 
N CALL 640 
N CALL 760 
N CALL 1010 
N CALL 1060 
N CALL 1140 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

111 

Confidential McVVane-O 14352 



CX 2358-112

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship UFCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Accessories 
Domesiic 
Weight 

90° ii i4j REDUCiNG BASE BEND FLANGED WiTH BASE UNDER SMALL END 
4x3 
6x4 
8x4 
8x6 

10xo 
10x8 
12xo 
12.'1{8 

12xl0 
14x6 
14xB 

14:w.10 
14x12 
16x8 

loxl0 
16;.:12 
1ax12 
18;.:16 
20x12 
20;.:.16 
24x16 
24;.:.18 
24x20 

90" i1i4j 
3 

" 6x4 
6 

8x4 
ax6 

8 
10x6 
IOxe 

10 
12x6 
12x8 

i2 
14x8 

14x12 
14 

16x8 
16x12 

16 
18x12 
18x16 

18 
20;.:16 

20 

112 

327349 N 237.00 45 
288244 II! 375.00 75 
245797 N 588.00 ii5 
245162 II! 651.00 130 
245810 N 851.00 170 
327394 II! 928.00 195 
332473 N 1151.00 230 
332480 II! 1275.00 255 
332497 N 1425.00 285 

N CALL 300 
N CALL 310 
N CALL 350 
N CALL 390 
N CALL 375 
N CALL 415 
N CALL 455 
t..J CALL 555 
N CALL 655 
N CALL 640 
N CALL 760 
N CALL 1010 
N CALL 1060 
t..J CALL 1140 

LONG RADiUS BEND FLANGED 

34848i N 0396i7 N i66.00 32 
348474 II! 039624 II! 263.00 50 

N CALL 70 
030843 N 039631 N 449.00 80 

N CALL iOO 
N C.A.LL 120 

109619 N 039648 N 152.00 154 
N C.A.LL 170 
N CALL 195 

3-18672 N 03959-1 N 1075.00 230 
N i i25.00 225 
N C.A.LL 260 

348696 N 039600 N i625.00 325 
N CALL 330 
N CALL 425 

348818 N 041146 N 2022.00 450 
N CALL 420 
N CALL 530 

348825 N 041153 N 2652.00 730 
N CALL 635 
N CALL 775 
N CALL 840 
N CALL 915 
t..J 6210.00 1080 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

30 
50 

80 

140 

215 

325 

385 

505 

05/01/09 

Confidential McVVane-O 14353 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship UFCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Accessories 
Domesiic 
Weight 

90° ii i4j REDUCiNG BASE BEND FLANGED WiTH BASE UNDER SMALL END 
4x3 
6x4 
8x4 
8x6 

10xo 
10x8 
12xo 
12.'1{8 

12xl0 
14x6 
14xB 

14:w.10 
14x12 
16x8 

loxl0 
16;.:12 
1ax12 
18;.:16 
20x12 
20;.:.16 
24x16 
24;.:.18 
24x20 

90" i1i4j 
3 

" 6x4 
6 

8x4 
ax6 

8 
10x6 
IOxe 

10 
12x6 
12x8 

i2 
14x8 

14x12 
14 

16x8 
16x12 

16 
18x12 
18x16 

18 
20;.:16 

20 

112 

327349 N 237.00 45 
288244 II! 375.00 75 
245797 N 588.00 ii5 
245162 II! 651.00 130 
245810 N 851.00 170 
327394 II! 928.00 195 
332473 N 1151.00 230 
332480 II! 1275.00 255 
332497 N 1425.00 285 

N CALL 300 
N CALL 310 
N CALL 350 
N CALL 390 
N CALL 375 
N CALL 415 
N CALL 455 
t..J CALL 555 
N CALL 655 
N CALL 640 
N CALL 760 
N CALL 1010 
N CALL 1060 
t..J CALL 1140 

LONG RADiUS BEND FLANGED 

34848i N 0396i7 N i66.00 32 
348474 II! 039624 II! 263.00 50 

N CALL 70 
030843 N 039631 N 449.00 80 

N CALL iOO 
N C.A.LL 120 

109619 N 039648 N 152.00 154 
N C.A.LL 170 
N CALL 195 

3-18672 N 03959-1 N 1075.00 230 
N i i25.00 225 
N C.A.LL 260 

348696 N 039600 N i625.00 325 
N CALL 330 
N CALL 425 

348818 N 041146 N 2022.00 450 
N CALL 420 
N CALL 530 

348825 N 041153 N 2652.00 730 
N CALL 635 
N CALL 775 
N CALL 840 
N CALL 915 
t..J 6210.00 1080 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

30 
50 

80 

140 

215 

325 

385 

505 

05/01/09 

Confidential McVVane-O 14353 



CX 2358-113

LP-5091 Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

90° (i/4) LONG RADiUS BEND FLANGED (Con't) 
24xi6 N CALL i300 
24x20 N CALL 1430 

24 N CALL i640 

90" (1/4) LONG RADIUS BASE BEND FLANGED 

3 349266 N 221.00 35 
4 349273 tJ 315.00 60 
6 349280 N 460.00 92 
S 348689 t-J 1000.00 200 

10 348894 N 039518 N 1375.00 275 275 
12 348900 N 039525 N 2087.00 409 420 
14 348832 N 3045.00 580 
16 348849 N 4515.00 860 
18 N CALL 935 
20 N CALL 1165 
24 N CALL 1725 

90" (1/4) LONG RADIUS REDUCING BASE BEND FLANGED WITH BASE UNDER SMALL END 

8x4 N CALL 160 
n __ L 

~"J ,...."" 180 ow ...... I"\LL 

10x6 N CALL 235 
lOxS N ,...."" "<n 

'I..of"\LL ~uu 

12x6 N CALL 310 
, " __ 0 ., ........ 11 "" I.LAO " ...... M.LL O~J 

14x8 N CALL 425 
1 L •• O ., ......... 11 "on 
lUAU " .... f"\LL JJU 

16x12 N CALL 640 
10 .. 1 .., ., ......... 1. .nn 
IUA.£. " .... I"\LL nu 

20x16 N CALL 1075 
.., A .. 1 L. ., rAI I , A""7t:: 
.L'-tJl. I U " ...... nLL 1'+1",) 

24x18 N CALL 1500 
.., A .. 'ln ., rAI I ,L.nr::. 
.£'+A,,"V " ..... r\LL IVV.J 

90C' (i/4j BEND FLANGED WiTH SiDE OUii.Ei 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

05/01/09 

N CALL 60 
N CALL 96 
N CALL 150 
N CALL 240 
N CALL 340 
N CALL 470 
N CALL 620 
N CALL 760 
N CALL 970 
N CALL 1510 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

113 

Confidential McVVane-014354 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

90° (i/4) LONG RADiUS BEND FLANGED (Con't) 
24xi6 N CALL i300 
24x20 N CALL 1430 

24 N CALL i640 

90" (1/4) LONG RADIUS BASE BEND FLANGED 

3 349266 N 221.00 35 
4 349273 tJ 315.00 60 
6 349280 N 460.00 92 
S 348689 t-J 1000.00 200 

10 348894 N 039518 N 1375.00 275 275 
12 348900 N 039525 N 2087.00 409 420 
14 348832 N 3045.00 580 
16 348849 N 4515.00 860 
18 N CALL 935 
20 N CALL 1165 
24 N CALL 1725 

90" (1/4) LONG RADIUS REDUCING BASE BEND FLANGED WITH BASE UNDER SMALL END 

8x4 N CALL 160 
n __ L 

~"J ,...."" 180 ow ...... I"\LL 

10x6 N CALL 235 
lOxS N ,...."" "<n 

'I..of"\LL ~uu 

12x6 N CALL 310 
, " __ 0 ., ........ 11 "" I.LAO " ...... M.LL O~J 

14x8 N CALL 425 
1 L •• O ., ......... 11 "on 
lUAU " .... f"\LL JJU 

16x12 N CALL 640 
10 .. 1 .., ., ......... 1. .nn 
IUA.£. " .... I"\LL nu 

20x16 N CALL 1075 
.., A .. 1 L. ., rAI I , A""7t:: 
.L'-tJl. I U " ...... nLL 1'+1",) 

24x18 N CALL 1500 
.., A .. 'ln ., rAI I ,L.nr::. 
.£'+A,,"V " ..... r\LL IVV.J 

90C' (i/4j BEND FLANGED WiTH SiDE OUii.Ei 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

05/01/09 

N CALL 60 
N CALL 96 
N CALL 150 
N CALL 240 
N CALL 340 
N CALL 470 
N CALL 620 
N CALL 760 
N CALL 970 
N CALL 1510 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

113 

Confidential McVVane-014354 



CX 2358-114

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship 

Size Domestic Code 

FLANGExFLARE 90° ELL 

3 
4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 

099611 
099550 
099253 
099277 
099291 
099826 
099864 
099888 
099352 
099376 
099390 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
N 

UFCode 670610 Ship 
Non-Domestic Code 

039853 
039907 
039969 
040026 
039693 
039761 
041207 
041252 
041306 
041351 
041405 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 

FLANGExFLARE 900 LONG RADIUS ELL 

6 
8 

10 
12 
14 
16 
18 
20 
24 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

348399 
348405 
131236 
348276 
348283 
348665 
348566 
348573 
332510 
348313 
348320 
348603 

N 

N 
t'-J 
N 
N 
N 
t-.J 

N 

N 

N 

N 

N 

N 

22';'° (1/16) BEND FLANGED 
3 
4 
6 
a 

10 
12 

348429 
348436 
348443 
348306 
348535 
348290 

N 
N 
N 

N 

039839 
039884 
039945 
040002 
039679 
039747 
041184 
041238 
041283 
041337 
041382 
042754 

039822 
039877 
039938 
039990 
039662 
039730 

N 

N 

N 

N 

N 

N 
N 
N 
N 

N 
N 
N 

N 

less 
Accessories 

166.00 
237.00 
354.00 
600.00 
975.00 

1375.00 
1785.00 
2415.00 
3220.00 
4025_00 
7150.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CA.LL 

120.00 
211.00 
305.00 
475.00 
745.00 
975.00 

1207.00 
1534.00 
1869.00 
2748.00 
4276.00 
7000.00 

10969.00 
17550.00 
24165.00 

110.00 
209.00 
294.00 
466.00 
719.00 

1044.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

25 
40 
70 

118 
175 
245 
450 
700 
685 
860 

1195 
1565 

91 
145 
225 
225 
445 
700 
765 
990 

1340 

20 
40 
55 
91 

130 
195 
245 
315 
422 
485 
541 

1335 

22 
40 
58 
88 

130 
195 

30 
45 
75 

120 
i95 
275 
340 
460 
560 
700 

liOO 

20 
40 
55 
90 

130 
195 
220 
280 
325 
430 
630 

1120 
1755 
2600 
3580 

20 
40 
55 
90 

135 
205 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

114 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14355 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship 

Size Domestic Code 

FLANGExFLARE 90° ELL 

3 
4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 

099611 
099550 
099253 
099277 
099291 
099826 
099864 
099888 
099352 
099376 
099390 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
N 

UFCode 670610 Ship 
Non-Domestic Code 

039853 
039907 
039969 
040026 
039693 
039761 
041207 
041252 
041306 
041351 
041405 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 

FLANGExFLARE 900 LONG RADIUS ELL 

6 
8 

10 
12 
14 
16 
18 
20 
24 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

348399 
348405 
131236 
348276 
348283 
348665 
348566 
348573 
332510 
348313 
348320 
348603 

N 

N 
t'-J 
N 
N 
N 
t-.J 

N 

N 

N 

N 

N 

N 

22';'° (1/16) BEND FLANGED 
3 
4 
6 
a 

10 
12 

348429 
348436 
348443 
348306 
348535 
348290 

N 
N 
N 

N 

039839 
039884 
039945 
040002 
039679 
039747 
041184 
041238 
041283 
041337 
041382 
042754 

039822 
039877 
039938 
039990 
039662 
039730 

N 

N 

N 

N 

N 

N 
N 
N 
N 

N 
N 
N 

N 

less 
Accessories 

166.00 
237.00 
354.00 
600.00 
975.00 

1375.00 
1785.00 
2415.00 
3220.00 
4025_00 
7150.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CA.LL 

120.00 
211.00 
305.00 
475.00 
745.00 
975.00 

1207.00 
1534.00 
1869.00 
2748.00 
4276.00 
7000.00 

10969.00 
17550.00 
24165.00 

110.00 
209.00 
294.00 
466.00 
719.00 

1044.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

25 
40 
70 

118 
175 
245 
450 
700 
685 
860 

1195 
1565 

91 
145 
225 
225 
445 
700 
765 
990 

1340 

20 
40 
55 
91 

130 
195 
245 
315 
422 
485 
541 

1335 

22 
40 
58 
88 

130 
195 

30 
45 
75 

120 
i95 
275 
340 
460 
560 
700 

liOO 

20 
40 
55 
90 

130 
195 
220 
280 
325 
430 
630 

1120 
1755 
2600 
3580 

20 
40 
55 
90 

135 
205 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

114 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14355 



CX 2358-115

LP-5091 Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship 

Size Domestic Code 

2:2%0 (i ii 6j BEND FLANGED (Con't) 

14 
16 
i8 
20 
24 
30 
36 
42 
48 

348597 
348504 
348337 
348511 
348344 
348375 

N 
N 
N 
N 
N 
N 

11 %0 (1/32) BEND FLANGED 
~ 

4 
6 
8 

10 
i2 
14 
16 
18 
20 
24 
30 
36 
42 
48 

~4H4~U 

348412 
348467 
348542 
348559 
332503 
348580 
348498 
348351 
348528 
348368 
348382 

N 
N 

N 
N 
iii 
N 

N 
N 

N 

UPCode 670610 Ship 
Non-Domestic Code 

04 ii 77 
041221 
041276 
041320 
041375 
042747 

U~YHI~ 

039860 
039921 
039983 
039655 
039723 
041160 
041214 
041269 
041313 
041368 
042730 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 
iii 
N 

N 
N 

N 

N 

WYE FIl\NGED (Not i!"!!:::I!!ded if! AWWA St!:mdt!!"d ell 0) 

3 
4x3 

4 
6x4 

6 
8x4 
8:-:6 

6 
10x4 
iOx6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 
16x6 

349297 
34877i 
348788 
3489i7 
348702 
3487i9 
348924 
348726 
348733 
348740 
348757 
348764 
348931 
348948 
349068 
348986 
349075 
348993 
349006 
349013 
348856 
348863 
348870 

N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 

N 

N 

041023 
04i030 
137078 
04i054 
041047 
04i078 
041085 
041061 
040941 
040958 
040965 
040934 
040996 
041009 
041016 
040989 
040972 
042525 
042532 
042501 
042518 
042495 
042587 

N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

Less 

Accessories 

i 182.00 
1583.00 
i 926.00 
2501.00 
4160.00 
7094.00 

i i iSB.GO 
17989.00 
24739.00 

IIU.UU 
209.00 
303.00 
471.00 
675.00 

i025.uO 
1221.00 
1497.00 
1926.00 
2501.00 
4350.00 
7188.00 

11282.00 
18090.00 
24941.00 

248.00 
342.00 
401.00 
575.00 
615.00 
900.00 
910.00 

1012.00 
1300.00 
1351.00 
1475.00 
1610.00 
1900.00 
1975.00 
2100.00 
2275.00 
2429.00 
2730.00 
2862.00 
2757.00 
3255.00 
3177.00 
3255.00 

Domesiic Non-Domesiic 
Weight Weight 

250 
417 
402 
505 
528 

1385 

~U 

40 
56 
88 

130 
i93 
225 
398 
385 
505 
760 

1395 

49 
68 
76 

i06 
119 
i 53 
188 
201 
232 
288 
333 
349 
355 
370 
395 
420 
460 
604 
638 
555 
600 
740 
655 

225 
285 
335 
435 
640 

1135 
i 790 
2665 
3665 

~U 

40 
55 
90 

135 
205 
225 
285 
335 
435 
645 

1150 
1805 
2680 
3695 

45 
65 
75 

i i 5 
120 
i80 
189 
200 
260 
270 
295 
335 
380 
395 
420 
455 
515 
520 
545 
525 
620 
605 
620 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A C116/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

115 

McVVane-O 14356 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship 

Size Domestic Code 

2:2%0 (i ii 6j BEND FLANGED (Con't) 

14 
16 
i8 
20 
24 
30 
36 
42 
48 

348597 
348504 
348337 
348511 
348344 
348375 

N 
N 
N 
N 
N 
N 

11 %0 (1/32) BEND FLANGED 
~ 

4 
6 
8 

10 
i2 
14 
16 
18 
20 
24 
30 
36 
42 
48 

~4H4~U 

348412 
348467 
348542 
348559 
332503 
348580 
348498 
348351 
348528 
348368 
348382 

N 
N 

N 
N 
iii 
N 

N 
N 

N 

UPCode 670610 Ship 
Non-Domestic Code 

04 ii 77 
041221 
041276 
041320 
041375 
042747 

U~YHI~ 

039860 
039921 
039983 
039655 
039723 
041160 
041214 
041269 
041313 
041368 
042730 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 
iii 
N 

N 
N 

N 

N 

WYE FIl\NGED (Not i!"!!:::I!!ded if! AWWA St!:mdt!!"d ell 0) 

3 
4x3 

4 
6x4 

6 
8x4 
8:-:6 

6 
10x4 
iOx6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 
16x6 

349297 
34877i 
348788 
3489i7 
348702 
3487i9 
348924 
348726 
348733 
348740 
348757 
348764 
348931 
348948 
349068 
348986 
349075 
348993 
349006 
349013 
348856 
348863 
348870 

N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
5 
N 

N 

N 

041023 
04i030 
137078 
04i054 
041047 
04i078 
041085 
041061 
040941 
040958 
040965 
040934 
040996 
041009 
041016 
040989 
040972 
042525 
042532 
042501 
042518 
042495 
042587 

N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

Less 

Accessories 

i 182.00 
1583.00 
i 926.00 
2501.00 
4160.00 
7094.00 

i i iSB.GO 
17989.00 
24739.00 

IIU.UU 
209.00 
303.00 
471.00 
675.00 

i025.uO 
1221.00 
1497.00 
1926.00 
2501.00 
4350.00 
7188.00 

11282.00 
18090.00 
24941.00 

248.00 
342.00 
401.00 
575.00 
615.00 
900.00 
910.00 

1012.00 
1300.00 
1351.00 
1475.00 
1610.00 
1900.00 
1975.00 
2100.00 
2275.00 
2429.00 
2730.00 
2862.00 
2757.00 
3255.00 
3177.00 
3255.00 

Domesiic Non-Domesiic 
Weight Weight 

250 
417 
402 
505 
528 

1385 

~U 

40 
56 
88 

130 
i93 
225 
398 
385 
505 
760 

1395 

49 
68 
76 

i06 
119 
i 53 
188 
201 
232 
288 
333 
349 
355 
370 
395 
420 
460 
604 
638 
555 
600 
740 
655 

225 
285 
335 
435 
640 

1135 
i 790 
2665 
3665 

~U 

40 
55 
90 

135 
205 
225 
285 
335 
435 
645 

1150 
1805 
2680 
3695 

45 
65 
75 

i i 5 
120 
i80 
189 
200 
260 
270 
295 
335 
380 
395 
420 
455 
515 
520 
545 
525 
620 
605 
620 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A C116/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

115 

McVVane-O 14356 



CX 2358-116

FLANGED C1 H) FBE COArED 
TvlllCrot" II .... i"n n.l,til.a I ... "" .... I"lln I=lnnn,a'" FBE Coated Filli .... nc: "'"_. _ ... _ .. -_ ....... - .. _ .. -. - . ._ •• ::11-- ••••• ";:11-

UFCode 670610 Ship UFCode 670610 Ship less Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

;A'-fE FLANGED iNol inciuaed in AVv-wA Standard Ci i 0) iCon'l; 
16x8 349020 N 042594 N 3728.00 680 

16xl0 349037 II! 042556 II! 3885.00 715 
i 6xi2 349044 N 042563 N 3754.00 755 
16x14 348887 II! 042570 II! 4358.00 800 

16 349051 N 042549 N 4227.00 850 
18xB 348795 II! 042655 II! 3594.00 820 

i 8xiO 348801 N 042617 N 5089.00 855 
lBx12 349525 II! 042624 II! 5348.00 895 
i 8xi4 349532 N 042631 N 5606.00 940 
lBx16 349549 II! 042648 II! 5894.00 990 

18 349556 N 042600 N 5635.00 1035 
20xl0 349563 II! 042679 II! 4629.00 1095 
20x12 349570 N 042686 N 6383.00 1130 
20x14 349587 II! 042693 II! 6986.00 1170 
20xl6 349594 N 042709 N 7303.00 1220 

20 349600 II! 042662 II! 7274.00 1345 
24xl2 t..J CALL 1250 
24:-::14 N CALL 1810 
24x16 N N 12286.00 1890 
24:x.l8 N CALL 1950 
24x20 N CALL 2040 

24 349617 N 042716 N 12383.00 2020 
30x12 t..J CALL 1875 
30x14 N CALL 1910 
30xl6 N CALL 2765 
30x18 N CALL 2820 
30x20 N CALL 2895 
30)(24 N CALL 3045 

30 .".; CALL 3285 
36 N CALL 5740 

FLANGE TRUE WYE 
4x4x4 099512 N 040880 N 289.00 49 
6x4x4 099536 N 040903 N 300.00 75 
6x6x6 099192 N 0-10897 N -125.00 8-1 
8x4x4 N CALL 85 
8x6x6 099215 II! 040927 II! 500.00 134 
8x8x8 099239 N 0409iO N 700.00 i44 

10x6x6 N CALL 140 
10x8x8 N CALL 155 

10 N CALL 220 
12x8x8 N CALL 210 

12 N CALL 315 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interior und exteriOor. 

116 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

7iO 
740 
715 
830 
805 
625 
885 
930 
975 

1025 
980 
805 

1110 
1215 
1270 
1265 

1890 

1905 

55 
60 
85 

100 
i40 

05/01/09 

Confidential McVVane-014357 

PUBLIC

FLANGED C1 H) FBE COArED 
TvlllCrot" II .... i"n n.l,til.a I ... "" .... I"lln I=lnnn,a'" FBE Coated Filli .... nc: "'"_. _ ... _ .. -_ ....... - .. _ .. -. - . ._ •• ::11-- ••••• ";:11-

UFCode 670610 Ship UFCode 670610 Ship less Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

;A'-fE FLANGED iNol inciuaed in AVv-wA Standard Ci i 0) iCon'l; 
16x8 349020 N 042594 N 3728.00 680 

16xl0 349037 II! 042556 II! 3885.00 715 
i 6xi2 349044 N 042563 N 3754.00 755 
16x14 348887 II! 042570 II! 4358.00 800 

16 349051 N 042549 N 4227.00 850 
18xB 348795 II! 042655 II! 3594.00 820 

i 8xiO 348801 N 042617 N 5089.00 855 
lBx12 349525 II! 042624 II! 5348.00 895 
i 8xi4 349532 N 042631 N 5606.00 940 
lBx16 349549 II! 042648 II! 5894.00 990 

18 349556 N 042600 N 5635.00 1035 
20xl0 349563 II! 042679 II! 4629.00 1095 
20x12 349570 N 042686 N 6383.00 1130 
20x14 349587 II! 042693 II! 6986.00 1170 
20xl6 349594 N 042709 N 7303.00 1220 

20 349600 II! 042662 II! 7274.00 1345 
24xl2 t..J CALL 1250 
24:-::14 N CALL 1810 
24x16 N N 12286.00 1890 
24:x.l8 N CALL 1950 
24x20 N CALL 2040 

24 349617 N 042716 N 12383.00 2020 
30x12 t..J CALL 1875 
30x14 N CALL 1910 
30xl6 N CALL 2765 
30x18 N CALL 2820 
30x20 N CALL 2895 
30)(24 N CALL 3045 

30 .".; CALL 3285 
36 N CALL 5740 

FLANGE TRUE WYE 
4x4x4 099512 N 040880 N 289.00 49 
6x4x4 099536 N 040903 N 300.00 75 
6x6x6 099192 N 0-10897 N -125.00 8-1 
8x4x4 N CALL 85 
8x6x6 099215 II! 040927 II! 500.00 134 
8x8x8 099239 N 0409iO N 700.00 i44 

10x6x6 N CALL 140 
10x8x8 N CALL 155 

10 N CALL 220 
12x8x8 N CALL 210 

12 N CALL 315 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interior und exteriOor. 

116 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

7iO 
740 
715 
830 
805 
625 
885 
930 
975 

1025 
980 
805 

1110 
1215 
1270 
1265 

1890 

1905 

55 
60 
85 

100 
i40 

05/01/09 

Confidential McVVane-014357 



CX 2358-117

LP-5091 

Size 

TEE FLANGED 
2 

3x2* 
3 

4x3x3* 
4x2 
4x3 

4x4x6* 
4 

6x4x4* 
6x4x6* 
6)(6x8* 

6x2 
6x3 
6x4 

6 
8x6x4* 
8x6x6* 

8x6x8* 
8xoxl0'!' 

8x8x12* 
8x3 
8x4 
8x6 

8 
10xoxo'!' 

10x6xlQ* 
10x8x6'" 

10x8x8* 
10x8xl0'" 

10x4 
10x6 
10x8 

10 
10xl0x12* 

12x6x6'" 
12x6x8* 
12x8x6'" 

12x8x8* 
12x8x12* 
12x10x6" 
12x10x8* 

12xl0xl0* 
12x10x12* 

12x4 
12x6 
12x8 

12x10 
12 

14x4 
i4x6 

05/01/09 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship 

Domestic Code 

349624 
349310 
349334 
349341 
349631 
349648 
349358 
398974 
349655 
349365 
349662 
349679 
109716 
131359 
398950 
349396 
349372 
349389 
349402 
349419 
349686 
056300 
109723 
399025 
349426 
349433 
349440 
349457 
349464 
349488 
109686 
056324 
085331 
349471 
349495 
349501 
349518 
349693 
350422 
349938 
350248 
350255 
350439 
349945 
109693 
131250 
058007 
348634 
350354 
350262 

N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t...J 

N 
t...J 

N 
t...J 
N 
t...J 
N 

!II 

!II 

!II 

!II 

!II 
!II 
!II 
N 
!II 
N 
!II 

N 
!II 
N 
N 
N 
N 

UPCode 670610 Ship 
Non-Domestic Code 

040705 
040729 
040712 

040736 
040743 

137047 
040781 
040798 
040804 
040750 
040767 
040774 
137054 
040842 
040859 
040866 
040873 

040828 
040835 
137061 
040811 

138327 
138334 
138341 
138310 

040675 
040682 
040699 
040668 
138358 

042174 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
!II 
N 
!II 
N 
!II 
N 
!II 
t...J 

!II 

!II 

!II 

N 
N 
N 
N 

N 

Less 

Accessories 

145.00 
192.00 
224.00 
292.00 
263.00 
315.00 
473.00 
342.00 
447.00 
451.00 
709.00 
392.00 
425.00 
451.00 
511.00 
625.00 
675.00 
725.00 

1300.00 
1410.00 

645.00 
700~OO 
746.00 
852~00 

1389.00 
1539~00 

1475.00 
1403~OO 

1515.00 
1020~OO 

1060.00 
1115.00 
1303.00 
1685.00 
1729.00 
1809.00 
1775.00 
1875.00 
2100.00 
1951.00 
2000.00 
2100.00 
2200.00 
1436.00 
1458.00 
1535.00 
1741.00 
1858.00 
2127.00 
1969.00 

Domesiic Non-Domesiic 
Weight Weight 

20 
34 
42 
53 
50 
54 
90 
66 
85 
90 

140 
85 
86 
90 
95 

130 
148 
154 
260 
310 
128 
140 
147 
168 
278 
308 
280 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 

20 
35 
40 

50 
60 

65 
85 
90 

140 
85 
85 
90 
95 

125 
135 
145 
260 

129 
140 
145 
155 

205 
215 

270 

290 
295 
310 
360 
385 

375 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

117 

McVVane-O 14358 

PUBLIC

LP-5091 

Size 

TEE FLANGED 
2 

3x2* 
3 

4x3x3* 
4x2 
4x3 

4x4x6* 
4 

6x4x4* 
6x4x6* 
6)(6x8* 

6x2 
6x3 
6x4 

6 
8x6x4* 
8x6x6* 

8x6x8* 
8xoxl0'!' 

8x8x12* 
8x3 
8x4 
8x6 

8 
10xoxo'!' 

10x6xlQ* 
10x8x6'" 

10x8x8* 
10x8xl0'" 

10x4 
10x6 
10x8 

10 
10xl0x12* 

12x6x6'" 
12x6x8* 
12x8x6'" 

12x8x8* 
12x8x12* 
12x10x6" 
12x10x8* 

12xl0xl0* 
12x10x12* 

12x4 
12x6 
12x8 

12x10 
12 

14x4 
i4x6 

05/01/09 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship 

Domestic Code 

349624 
349310 
349334 
349341 
349631 
349648 
349358 
398974 
349655 
349365 
349662 
349679 
109716 
131359 
398950 
349396 
349372 
349389 
349402 
349419 
349686 
056300 
109723 
399025 
349426 
349433 
349440 
349457 
349464 
349488 
109686 
056324 
085331 
349471 
349495 
349501 
349518 
349693 
350422 
349938 
350248 
350255 
350439 
349945 
109693 
131250 
058007 
348634 
350354 
350262 

N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t...J 

N 
t...J 

N 
t...J 
N 
t...J 
N 

!II 

!II 

!II 

!II 

!II 
!II 
!II 
N 
!II 
N 
!II 

N 
!II 
N 
N 
N 
N 

UPCode 670610 Ship 
Non-Domestic Code 

040705 
040729 
040712 

040736 
040743 

137047 
040781 
040798 
040804 
040750 
040767 
040774 
137054 
040842 
040859 
040866 
040873 

040828 
040835 
137061 
040811 

138327 
138334 
138341 
138310 

040675 
040682 
040699 
040668 
138358 

042174 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
!II 
N 
!II 
N 
!II 
N 
!II 
t...J 

!II 

!II 

!II 

N 
N 
N 
N 

N 

Less 

Accessories 

145.00 
192.00 
224.00 
292.00 
263.00 
315.00 
473.00 
342.00 
447.00 
451.00 
709.00 
392.00 
425.00 
451.00 
511.00 
625.00 
675.00 
725.00 

1300.00 
1410.00 

645.00 
700~OO 
746.00 
852~00 

1389.00 
1539~00 

1475.00 
1403~OO 

1515.00 
1020~OO 

1060.00 
1115.00 
1303.00 
1685.00 
1729.00 
1809.00 
1775.00 
1875.00 
2100.00 
1951.00 
2000.00 
2100.00 
2200.00 
1436.00 
1458.00 
1535.00 
1741.00 
1858.00 
2127.00 
1969.00 

Domesiic Non-Domesiic 
Weight Weight 

20 
34 
42 
53 
50 
54 
90 
66 
85 
90 

140 
85 
86 
90 
95 

130 
148 
154 
260 
310 
128 
140 
147 
168 
278 
308 
280 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 

20 
35 
40 

50 
60 

65 
85 
90 

140 
85 
85 
90 
95 

125 
135 
145 
260 

129 
140 
145 
155 

205 
215 

270 

290 
295 
310 
360 
385 

375 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

117 

McVVane-O 14358 



CX 2358-118

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship 

Size Domestic Code 

TEE FLANGED (Con't) 
i4xB 

14x10 
i 4xi2 

14 
i6x4 
16x6 
i6xB 

16x10 
i 6xi2 
16x14 

i6 
18x6 
iBxB 

18x10 
lBx12 
18x14 
laxi6 

18 
20x6 
20x8 

20xiO 
20}l.12 
20xi4 
20,,-16 
20xia 

20 
24x6 
24x8 

24)(iO 

24)(i4 

24xia 
24x20 

24 
30x6 
30x8 

30xlO 
30x12 
30x14 
30x16 
30x18 
30x20 
30x24 

30 
36x12 
36x16 
36x18 
36x20 

35036i 
350279 
3486iO 
350385 
350286 
349952 
350392 
350408 
350293 
350415 
109730 
349969 
349976 
349983 
349990 
350002 
350019 
350026 
350033 
350125 
350i32 
350149 
350i56 
350163 
350309 
350170 
350i87 
350194 
350200 
350217 
350224 
350231 
355i06 
355120 
355i44 
355212 

355236 

355243 

355274 
355281 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t..J 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

UFCode 670610 Ship 
Non-Domestic Code 

042i Bi 
042150 
042i67 
042143 

042235 
042242 
042204 
042211 
042228 
042198 
042303 
042310 
042266 
042273 
042280 
042297 
042259 
042389 
042396 
042334 
042341 
042356 
042365 
042372 
042327 
04247i 
042488 
0424i9 
042426 
042433 
042440 
042457 
042464 
042402 

042839 

042846 

042853 
042822 

N 
II! 
N 
II! 

II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t..J 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 
N 

less 
Accessories 

2048.00 
2100.00 
2232.00 
2576.00 
2625.00 
2439.00 
2489.00 
2613.00 
2692.00 
2783_00 
2903.00 
2763.00 
2846.00 
2933.00 
3069.00 
3573.00 
3738.00 
3817.00 
3508.00 
3565.00 
3651.00 
3795.00 
3624.00 
4658.00 
47i5.00 
5020.00 
5527.00 
5590.00 
5720.00 
5789.00 
5a09.00 
5934.00 
7604.00 
815700 
6655.00 

10782.00 
CALL 
CALL 

8950.00 
CALL 
CALL 

9469.00 
9625.00 

12657.00 
13454.00 

CALL 
13499.00 
13688.00 

CALL 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 
710 
720 
735 
755 
770 
950 
965 

1005 
1000 
1010 
1020 
1125 
1050 
1070 
1534 
1.510 
1685 
1725 
1450 
1465 
1780 
1490 
1505 
1815 
1540 
2475 
2615 
2170 
1975 
2190 
2145 

390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 
610 
620 
635 
660 
665 
810 
620 

1005 
845 
860 
aao 
890 
900 
915 

1220 
1255 
1330 

1490 

1515 

2025 
2160 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

116 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14359 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship 

Size Domestic Code 

TEE FLANGED (Con't) 
i4xB 

14x10 
i 4xi2 

14 
i6x4 
16x6 
i6xB 

16x10 
i 6xi2 
16x14 

i6 
18x6 
iBxB 

18x10 
lBx12 
18x14 
laxi6 

18 
20x6 
20x8 

20xiO 
20}l.12 
20xi4 
20,,-16 
20xia 

20 
24x6 
24x8 

24)(iO 

24)(i4 

24xia 
24x20 

24 
30x6 
30x8 

30xlO 
30x12 
30x14 
30x16 
30x18 
30x20 
30x24 

30 
36x12 
36x16 
36x18 
36x20 

35036i 
350279 
3486iO 
350385 
350286 
349952 
350392 
350408 
350293 
350415 
109730 
349969 
349976 
349983 
349990 
350002 
350019 
350026 
350033 
350125 
350i32 
350149 
350i56 
350163 
350309 
350170 
350i87 
350194 
350200 
350217 
350224 
350231 
355i06 
355120 
355i44 
355212 

355236 

355243 

355274 
355281 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t..J 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

UFCode 670610 Ship 
Non-Domestic Code 

042i Bi 
042150 
042i67 
042143 

042235 
042242 
042204 
042211 
042228 
042198 
042303 
042310 
042266 
042273 
042280 
042297 
042259 
042389 
042396 
042334 
042341 
042356 
042365 
042372 
042327 
04247i 
042488 
0424i9 
042426 
042433 
042440 
042457 
042464 
042402 

042839 

042846 

042853 
042822 

N 
II! 
N 
II! 

II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t..J 
II! 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 
N 

less 
Accessories 

2048.00 
2100.00 
2232.00 
2576.00 
2625.00 
2439.00 
2489.00 
2613.00 
2692.00 
2783_00 
2903.00 
2763.00 
2846.00 
2933.00 
3069.00 
3573.00 
3738.00 
3817.00 
3508.00 
3565.00 
3651.00 
3795.00 
3624.00 
4658.00 
47i5.00 
5020.00 
5527.00 
5590.00 
5720.00 
5789.00 
5a09.00 
5934.00 
7604.00 
815700 
6655.00 

10782.00 
CALL 
CALL 

8950.00 
CALL 
CALL 

9469.00 
9625.00 

12657.00 
13454.00 

CALL 
13499.00 
13688.00 

CALL 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 
710 
720 
735 
755 
770 
950 
965 

1005 
1000 
1010 
1020 
1125 
1050 
1070 
1534 
1.510 
1685 
1725 
1450 
1465 
1780 
1490 
1505 
1815 
1540 
2475 
2615 
2170 
1975 
2190 
2145 

390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 
610 
620 
635 
660 
665 
810 
620 

1005 
845 
860 
aao 
890 
900 
915 

1220 
1255 
1330 

1490 

1515 

2025 
2160 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

116 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14359 



CX 2358-119

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Domestic Code Non-Domestic Code 
Less 

Accessories 
Domesiic Non-Domesiic 
Weight Weight 

TEE FLANGED (Con't) 
36x24 
36x30 

36 
42x24 
42x30 
42x36 

42 
48x24 
48x30 
48x36 
48x42 

48 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

14094.00 
18750.00 
19661.00 
21904.00 
27844.00 
36180.00 
37665.00 
29599.00 
30071.00 
37496.00 
48566.00 
49849.00 

2255 
3000 
3160 
3245 
4125 
5360 
5580 
4385 
4455 
5555 
7195 
7385 

BASE TEE, FLANGED 
3 
4 

6x4 
6 

ax4 
ax6 

s 
lOx4 
10x6 
10xS 

10 
12x4 
12x6 
ilx8 

12xl0 
12 

14x4 
14x6 
14;;::8 

i4xiO 
Hx12 

14 
16>:.4 
j6x6 
16x8 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18x10 
18xi2 
18x14 
1axl6 

18 

05/01/09 

355311 
350446 

350453 

350460 

350491 

350507' 

052890 

052906 

355175 

N 

N 
l'-J 
N 
N 
N 
l'-J 
N 
l'-J 
N 
l'-J 
N 
l'-J 
N 
!'oj 

N 
!'oj 
N 
!'oj 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

040651 
138273 N 

138280 N 

138303 

040637 

040644 N 

042099 N 

042105 N 

042112 N 

248.00 
394.00 

CALL 
551.00 

CALL 
CALL 

925.00 
CALL 

970.00 
CALL 

1500.00 
CALL 
CALL 
CALL 
CA.LL 

2151.00 
CA.LL 
CALL 
CALL 
CALL 
C.A.LL 

2547.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

3150.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

4255.00 

50 
70 

105 
115 
170 
186 
155 
235 
245 
255 
315 
335 
340 
355 
405 
450 
475 
425 
485 
500 
520 
550 
575 
658 
605 
615 
640 
660 
685 
770 
570 
585 
635 
705 
725 
855 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER. TEXAS 75706·1800)527-8478· FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

45 
75 

110 

185 

300 

430 

485 

600 

740 

119 

Confidential McVVane-O 14360 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Domestic Code Non-Domestic Code 
Less 

Accessories 
Domesiic Non-Domesiic 
Weight Weight 

TEE FLANGED (Con't) 
36x24 
36x30 

36 
42x24 
42x30 
42x36 

42 
48x24 
48x30 
48x36 
48x42 

48 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

14094.00 
18750.00 
19661.00 
21904.00 
27844.00 
36180.00 
37665.00 
29599.00 
30071.00 
37496.00 
48566.00 
49849.00 

2255 
3000 
3160 
3245 
4125 
5360 
5580 
4385 
4455 
5555 
7195 
7385 

BASE TEE, FLANGED 
3 
4 

6x4 
6 

ax4 
ax6 

s 
lOx4 
10x6 
10xS 

10 
12x4 
12x6 
ilx8 

12xl0 
12 

14x4 
14x6 
14;;::8 

i4xiO 
Hx12 

14 
16>:.4 
j6x6 
16x8 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18x10 
18xi2 
18x14 
1axl6 

18 

05/01/09 

355311 
350446 

350453 

350460 

350491 

350507' 

052890 

052906 

355175 

N 

N 
l'-J 
N 
N 
N 
l'-J 
N 
l'-J 
N 
l'-J 
N 
l'-J 
N 
!'oj 

N 
!'oj 
N 
!'oj 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

040651 
138273 N 

138280 N 

138303 

040637 

040644 N 

042099 N 

042105 N 

042112 N 

248.00 
394.00 

CALL 
551.00 

CALL 
CALL 

925.00 
CALL 

970.00 
CALL 

1500.00 
CALL 
CALL 
CALL 
CA.LL 

2151.00 
CA.LL 
CALL 
CALL 
CALL 
C.A.LL 

2547.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

3150.00 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

4255.00 

50 
70 

105 
115 
170 
186 
155 
235 
245 
255 
315 
335 
340 
355 
405 
450 
475 
425 
485 
500 
520 
550 
575 
658 
605 
615 
640 
660 
685 
770 
570 
585 
635 
705 
725 
855 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER. TEXAS 75706·1800)527-8478· FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

45 
75 

110 

185 

300 

430 

485 

600 

740 

119 

Confidential McVVane-O 14360 



CX 2358-120

FLANGED enD FBE eOArED 
TvlllCrot" II .... i"n n.l,til.a I ... "" .... I"lln I=lnnn,a'" FBE Coated I=illi .... nc: "'"_. _ ... _ .. -_ ....... - .. _ .. -. . - . • _ •• ::11-- •••••• ";:11-

UFCode 670610 Ship UFCode 670610 Ship less Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

BASE TEE, FLANGED iCon'lj 
::luxe; N CALi. 685 
20x8 N C.ALL 770 

lOxiO N CALL 810 
20:-:12 N C.ALL 805 
20xi4 N CALL 740 
20:-:16 N C.ALL 1025 
20xiS N CALL 895 

20 355182 II! 042129 II! 5348.00 1125 
24x6 N CALL 925 
24x8 N CALL 940 

24xl0 N CALL 960 
24:w.12 N CALL 970 
24x14 N CALL 980 
24x16 N CALL 995 
24x18 N CALL 1300 
24;.:20 N CALL 1590 

24 355199 t..J 042136 t"<i 9166.00 1715 
30x8 N CALL 1570 

30xl0 N CALL 1585 
30:x.l2 N CALL 1610 
30x14 N CALL 1610 
30}l.16 N CALL 1625 
30x16 t..J CALL 1635 
30x20 N CALL 1660 
30x24 N CALL 2145 

30 N CALL 2270 

TEE FLANGED W!TH S!DE OUTLET 

4 N CALL 82 
6 N 675.00 i35 
8 N 682.00 115 

10 N CALL 330 
12 N CALL 470 
14 N CALL 650 
16 N CALL 850 
18 N CALL 1040 
20 N CA.LL 1330 
24 N CALL 3080 

CROSS FLANGED 

3 355717 N 040149 N 276.00 51 
4x3 354994 N 040163 N 368.00 76 

4 355014 N 040156 N 452.00 80 
6x3 355038 N 040187 N 475.00 95 
6x4 355045 N 040194 N 551.00 112 

6 350514 N 040170 N 693.00 125 
8x3 355069 N 775.00 140 
8x4 355083 N 040217 N 825.00 155 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

120 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

930 

1410 

50 
70 
80 
95 

110 
120 

155 

05/01/09 

Confidential McVVane-O 14361 

PUBLIC

FLANGED enD FBE eOArED 
TvlllCrot" II .... i"n n.l,til.a I ... "" .... I"lln I=lnnn,a'" FBE Coated I=illi .... nc: "'"_. _ ... _ .. -_ ....... - .. _ .. -. . - . • _ •• ::11-- •••••• ";:11-

UFCode 670610 Ship UFCode 670610 Ship less Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

BASE TEE, FLANGED iCon'lj 
::luxe; N CALi. 685 
20x8 N C.ALL 770 

lOxiO N CALL 810 
20:-:12 N C.ALL 805 
20xi4 N CALL 740 
20:-:16 N C.ALL 1025 
20xiS N CALL 895 

20 355182 II! 042129 II! 5348.00 1125 
24x6 N CALL 925 
24x8 N CALL 940 

24xl0 N CALL 960 
24:w.12 N CALL 970 
24x14 N CALL 980 
24x16 N CALL 995 
24x18 N CALL 1300 
24;.:20 N CALL 1590 

24 355199 t..J 042136 t"<i 9166.00 1715 
30x8 N CALL 1570 

30xl0 N CALL 1585 
30:x.l2 N CALL 1610 
30x14 N CALL 1610 
30}l.16 N CALL 1625 
30x16 t..J CALL 1635 
30x20 N CALL 1660 
30x24 N CALL 2145 

30 N CALL 2270 

TEE FLANGED W!TH S!DE OUTLET 

4 N CALL 82 
6 N 675.00 i35 
8 N 682.00 115 

10 N CALL 330 
12 N CALL 470 
14 N CALL 650 
16 N CALL 850 
18 N CALL 1040 
20 N CA.LL 1330 
24 N CALL 3080 

CROSS FLANGED 

3 355717 N 040149 N 276.00 51 
4x3 354994 N 040163 N 368.00 76 

4 355014 N 040156 N 452.00 80 
6x3 355038 N 040187 N 475.00 95 
6x4 355045 N 040194 N 551.00 112 

6 350514 N 040170 N 693.00 125 
8x3 355069 N 775.00 140 
8x4 355083 N 040217 N 825.00 155 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

120 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

930 

1410 

50 
70 
80 
95 

110 
120 

155 

05/01/09 

Confidential McVVane-O 14361 



CX 2358-121

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Domestic Code Non-Domestic Code 
Less 

Accessories 
Domesiic Non-Domesiic 
Weight Weight 

CROSS FLANGED iCon'Ii 
8x6 

8 
iOx4 
10x6 
luxB 

10 
12x4 
12x6 
12x8 

12)(10 
12 

14x6 
i4x8 

14x12 
14 

16x6 
16xB 

16xl0 
16xi2 

16 
18xi2 

18 
20x12 
20x16 

20 
24x6 

24x12 
24x14 
24x16 
24,,20 

24 
30x24 

30 

131274 
131298 
355762 
119791 
13131 i 
350521 
355779 
350538 
350699 
355786 
354970 
355724 
355731 
355748 
355755 
356073 
356080 
3564197 
356103 
356110 
355885 
355892 
355908 
355915 
355922 

355939 
355946 
355953 
355960 
355977 
355984 
355991 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

040224 
040200 
040064 
040071 
040088 
040057 
040118 
040125 
040132 
040101 
040095 
041436 
041443 
041429 
041412 
041481 
041498 
041467 
041474 
041450 
041511 
041504 
041535 
041542 
041528 

041566 
041573 
041580 
041597 
041559 
042785 
042778 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

825.00 
1050.00 
i i 00.00 
1200.00 
i 325.00 
1651.00 
i 55 i.00 
1600.00 
i 730.00 
2075.00 
2294.00 
2100.00 
2232.00 
2652.00 
2783.00 
2573.00 
2730.00 
2914.00 
3177.00 
3492.00 
3508.00 
4571.00 
4226.00 
5261.00 
5836.00 
7080.00 
5760.00 
5850.00 
6061.00 
8581.00 
9421.00 

14032.00 
15625.00 

165 
203 
220 
242 
265 
333 
3iO 
326 
35i 
415 
460 
450 
475 
555 
7i2 
565 
7i3 
748 
818 
806 
706 
915 
820 

1065 
1175 
1180 
1100 
1125 
1160 
1695 
1850 
2695 
2980 

165 
195 
220 
240 
265 
330 
3iO 
320 
345 
415 
460 
400 
425 
505 
530 
490 
520 
555 
605 
665 
610 
795 
735 
915 

1015 

960 
975 

1010 
1430 
1570 
2245 
2500 

ECCENTRIC REDUCER FLANGED 
4x2 
4x3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

05/01/09 

356035 
109709 
030850 

356042 

356059 

356134 
356141 

356158 
356172 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

040521 
040538 
040545 

040552 

040569 

245612 
245629 

245674 
040514 

N 
N 

N 

N 

N 
N 

N 

137.00 
158.00 
200.00 
225.00 

CALL 
365.00 

CALL 
375.00 
485.00 
465.00 
531.00 

CALL 
651.00 
725.00 

26 
30 
45 
52 
50 
66 
71 
80 
97 
98 

123 
125 
135 
149 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

30 
40 
45 

73 

75 

93 
106 

130 
145 

121 

Confidential McVVane-O 14362 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Domestic Code Non-Domestic Code 
Less 

Accessories 
Domesiic Non-Domesiic 
Weight Weight 

CROSS FLANGED iCon'Ii 
8x6 

8 
iOx4 
10x6 
luxB 

10 
12x4 
12x6 
12x8 

12)(10 
12 

14x6 
i4x8 

14x12 
14 

16x6 
16xB 

16xl0 
16xi2 

16 
18xi2 

18 
20x12 
20x16 

20 
24x6 

24x12 
24x14 
24x16 
24,,20 

24 
30x24 

30 

131274 
131298 
355762 
119791 
13131 i 
350521 
355779 
350538 
350699 
355786 
354970 
355724 
355731 
355748 
355755 
356073 
356080 
3564197 
356103 
356110 
355885 
355892 
355908 
355915 
355922 

355939 
355946 
355953 
355960 
355977 
355984 
355991 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

040224 
040200 
040064 
040071 
040088 
040057 
040118 
040125 
040132 
040101 
040095 
041436 
041443 
041429 
041412 
041481 
041498 
041467 
041474 
041450 
041511 
041504 
041535 
041542 
041528 

041566 
041573 
041580 
041597 
041559 
042785 
042778 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

825.00 
1050.00 
i i 00.00 
1200.00 
i 325.00 
1651.00 
i 55 i.00 
1600.00 
i 730.00 
2075.00 
2294.00 
2100.00 
2232.00 
2652.00 
2783.00 
2573.00 
2730.00 
2914.00 
3177.00 
3492.00 
3508.00 
4571.00 
4226.00 
5261.00 
5836.00 
7080.00 
5760.00 
5850.00 
6061.00 
8581.00 
9421.00 

14032.00 
15625.00 

165 
203 
220 
242 
265 
333 
3iO 
326 
35i 
415 
460 
450 
475 
555 
7i2 
565 
7i3 
748 
818 
806 
706 
915 
820 

1065 
1175 
1180 
1100 
1125 
1160 
1695 
1850 
2695 
2980 

165 
195 
220 
240 
265 
330 
3iO 
320 
345 
415 
460 
400 
425 
505 
530 
490 
520 
555 
605 
665 
610 
795 
735 
915 

1015 

960 
975 

1010 
1430 
1570 
2245 
2500 

ECCENTRIC REDUCER FLANGED 
4x2 
4x3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

05/01/09 

356035 
109709 
030850 

356042 

356059 

356134 
356141 

356158 
356172 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

040521 
040538 
040545 

040552 

040569 

245612 
245629 

245674 
040514 

N 
N 

N 

N 

N 
N 

N 

137.00 
158.00 
200.00 
225.00 

CALL 
365.00 

CALL 
375.00 
485.00 
465.00 
531.00 

CALL 
651.00 
725.00 

26 
30 
45 
52 
50 
66 
71 
80 
97 
98 

123 
125 
135 
149 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

30 
40 
45 

73 

75 

93 
106 

130 
145 

121 

Confidential McVVane-O 14362 



CX 2358-122

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship UFCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

ECCENTRiC REDUCER FLANGED iCon'l; 

12x10 
14x6 
i4xB 

Hx12 
16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18xi4 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
42x24 
42..~30 

42x36 
48x30 
48x36 
48)(42 

356196 

052869 
052876 
356066 
356127 
052883 
355793 
355809 
355816 
355823 
355830 
355847 
355854 
356004 
355861 
355878 
356011 
356028 
096795 
096818 
096832 

N 
N 
N 
N 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t"<i 
II! 

t"<i 
!II 

CONCENTR!C REDUCER FLANGED 

3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6x5 
8x3 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

097174 
085539 
097211 
097198 
11 0217 
398981 
097235 
097112 
131397 
097259 
399018 
058021 
097136 
131335 
085393 
097150 
110231 

N 
N 
!'-J 
N 
N 
N 
N 
!II 
N 
N 
N 
N 
N 
N 
N 
II! 
N 

245636 

041924 
041931 
041894 
041900 
041917 
041986 
041948 
041955 
041962 
041979 
041993 
042006 
042013 
042020 
042037 
042044 
042051 
042068 
042075 
042082 

245278 
245285 
245292 
245308 
245315 
245322 
245339 

245582 
245599 
245605 
040293 
040309 
040316 
040330 
040347 
040354 

N 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
!II 
N 
!II 
N 
!II 
N 
!II 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
II! 
N 

less 
Accessories 

851.00 
C.A.LL 
CALL 
C.A.LL 

998.00 
1103.00 
1234.00 
1392.00 
1470.00 
1380.00 
1524.00 
1696.00 
1783.00 
1955_00 
1783.00 
1984_00 
2031.00 
2243.00 
2358.00 
3120.00 
3186.00 
3413.00 
3576.00 
3836.00 

12278.00 
13905.00 
15829.00 
17651,00 
19845.00 
22410,00 

88.00 
132.00 
162.00 
175.00 
200.00 
240.00 
255.00 
304.00 
358.00 
351.00 
393.00 
425.00 
501.00 
623.00 
620.00 
726.00 
812.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

170 
180 
200 
250 
245 
230 
255 
332 
377 
310 
305 
325 
335 
335 
350 
370 
402 
449 
455 
601 
570 
614 
638 
637 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
il9 
130 
i 45 

170 

190 
210 
235 
265 
280 
240 
265 
295 
310 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

1810 
2060 
2345 
2615 
2940 
3320 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

122 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14363 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship UFCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

ECCENTRiC REDUCER FLANGED iCon'l; 

12x10 
14x6 
i4xB 

Hx12 
16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18xi4 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
42x24 
42..~30 

42x36 
48x30 
48x36 
48)(42 

356196 

052869 
052876 
356066 
356127 
052883 
355793 
355809 
355816 
355823 
355830 
355847 
355854 
356004 
355861 
355878 
356011 
356028 
096795 
096818 
096832 

N 
N 
N 
N 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
t"<i 
II! 

t"<i 
!II 

CONCENTR!C REDUCER FLANGED 

3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6x5 
8x3 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

097174 
085539 
097211 
097198 
11 0217 
398981 
097235 
097112 
131397 
097259 
399018 
058021 
097136 
131335 
085393 
097150 
110231 

N 
N 
!'-J 
N 
N 
N 
N 
!II 
N 
N 
N 
N 
N 
N 
N 
II! 
N 

245636 

041924 
041931 
041894 
041900 
041917 
041986 
041948 
041955 
041962 
041979 
041993 
042006 
042013 
042020 
042037 
042044 
042051 
042068 
042075 
042082 

245278 
245285 
245292 
245308 
245315 
245322 
245339 

245582 
245599 
245605 
040293 
040309 
040316 
040330 
040347 
040354 

N 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
!II 
N 
!II 
N 
!II 
N 
!II 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
II! 
N 

less 
Accessories 

851.00 
C.A.LL 
CALL 
C.A.LL 

998.00 
1103.00 
1234.00 
1392.00 
1470.00 
1380.00 
1524.00 
1696.00 
1783.00 
1955_00 
1783.00 
1984_00 
2031.00 
2243.00 
2358.00 
3120.00 
3186.00 
3413.00 
3576.00 
3836.00 

12278.00 
13905.00 
15829.00 
17651,00 
19845.00 
22410,00 

88.00 
132.00 
162.00 
175.00 
200.00 
240.00 
255.00 
304.00 
358.00 
351.00 
393.00 
425.00 
501.00 
623.00 
620.00 
726.00 
812.00 

LP-5091 
Domesiic Non-Domesiic 
Weight Weight 

170 
180 
200 
250 
245 
230 
255 
332 
377 
310 
305 
325 
335 
335 
350 
370 
402 
449 
455 
601 
570 
614 
638 
637 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
il9 
130 
i 45 

170 

190 
210 
235 
265 
280 
240 
265 
295 
310 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

1810 
2060 
2345 
2615 
2940 
3320 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

122 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14363 



CX 2358-123

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Domestic Code Non-Domestic Code 
Less 

Accessories 
Domesiic Non-Domesiic 
Weight Weight 

CONCENTRiC REDUCER FLANGED (Con'jj 
i2xiO 

14x6 
14x8 

14x10 
14x12 

16,,6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x24 
42x24 
42x30 
42x36 
48x30 
48x36 
48x42 

34B64i 
052913 
052920 
052937 
348627 
097273 
058045 
096771 
110248 
053583 
096856 
356202 
356219 
096870 
096894 
096917 
356257 
096931 
356264 
356271 
096955 
096979 
097013 
097037 
097051 
097075 
097099 
097532 
091518 

iii 
N 

N 

N 

N 

N 

N 

N 

N 

N 
!'-J 
N 
t'-J 
N 
N 
iii 
N 
iii 
!'-J 
iii 
1'-1 
iii 
!'-J 
iii 
1'1 
iii 
!'l 
iii 
N 

040323 
041672 
041689 
041658 
041665 
041726 
041733 
041696 
041702 
041719 
041788 
041740 
041757 
041764 
041771 
041795 
041801 
041818 
041825 
041832 
041849 
041856 
041863 
041870 
041887 

042792 
042808 
042815 

iii 
N 

N 

N 

N 

N 

N 

N 

N 

N 
N 
N 
I'-J 
N 
I'-J 
iii 
I'-J 
iii 
N 
iii 
1'-1 
iii 

924.00 
814.00 
919.00 

1021.00 
1162.00 

998.00 
1110.00 
1247.00 
1417.00 
1470.00 
1380.00 
1524.00 
1698.00 
1754.00 
1964.00 
1783.00 
2078.00 
2041.00 
2244.00 
2358.00 
3295.00 
3296.00 
3455.00 
3576.00 
3853.00 
5907.00 
5063.00 
5438.00 
6063.00 
8407.00 

12285.00 
13905.00 
15829.00 
17719.00 
19913.00 
22410.00 

176 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

810 
870 
970 

1345 
i820 
2060 
2345 
2625 
2950 
3320 

STANDARD fLANGE THREADED fOR STEEL PIPE 

05/01/09 

2 
2% 

3 
4 
6 
8 

10 
12 

097556 
097570 
399032 
399049 
399063 
099093 
097594 
097631 

N 
N 
N 
N 
N 
N 
N 
N 

44.00 
58.00 
38.00 
63.00 
85.00 

140.00 
175.00 
305.00 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

6 
8 
7 

12 
17 
28 
35 
61 

123 

Confidential McVVane-014364 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged FBE Coated Fittings 
UPCode 670610 Ship UPCode 670610 Ship 

Domestic Code Non-Domestic Code 
Less 

Accessories 
Domesiic Non-Domesiic 
Weight Weight 

CONCENTRiC REDUCER FLANGED (Con'jj 
i2xiO 

14x6 
14x8 

14x10 
14x12 

16,,6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x24 
42x24 
42x30 
42x36 
48x30 
48x36 
48x42 

34B64i 
052913 
052920 
052937 
348627 
097273 
058045 
096771 
110248 
053583 
096856 
356202 
356219 
096870 
096894 
096917 
356257 
096931 
356264 
356271 
096955 
096979 
097013 
097037 
097051 
097075 
097099 
097532 
091518 

iii 
N 

N 

N 

N 

N 

N 

N 

N 

N 
!'-J 
N 
t'-J 
N 
N 
iii 
N 
iii 
!'-J 
iii 
1'-1 
iii 
!'-J 
iii 
1'1 
iii 
!'l 
iii 
N 

040323 
041672 
041689 
041658 
041665 
041726 
041733 
041696 
041702 
041719 
041788 
041740 
041757 
041764 
041771 
041795 
041801 
041818 
041825 
041832 
041849 
041856 
041863 
041870 
041887 

042792 
042808 
042815 

iii 
N 

N 

N 

N 

N 

N 

N 

N 

N 
N 
N 
I'-J 
N 
I'-J 
iii 
I'-J 
iii 
N 
iii 
1'-1 
iii 

924.00 
814.00 
919.00 

1021.00 
1162.00 

998.00 
1110.00 
1247.00 
1417.00 
1470.00 
1380.00 
1524.00 
1698.00 
1754.00 
1964.00 
1783.00 
2078.00 
2041.00 
2244.00 
2358.00 
3295.00 
3296.00 
3455.00 
3576.00 
3853.00 
5907.00 
5063.00 
5438.00 
6063.00 
8407.00 

12285.00 
13905.00 
15829.00 
17719.00 
19913.00 
22410.00 

176 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

810 
870 
970 

1345 
i820 
2060 
2345 
2625 
2950 
3320 

STANDARD fLANGE THREADED fOR STEEL PIPE 

05/01/09 

2 
2% 

3 
4 
6 
8 

10 
12 

097556 
097570 
399032 
399049 
399063 
099093 
097594 
097631 

N 
N 
N 
N 
N 
N 
N 
N 

44.00 
58.00 
38.00 
63.00 
85.00 

140.00 
175.00 
305.00 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

6 
8 
7 

12 
17 
28 
35 
61 

123 

Confidential McVVane-014364 



CX 2358-124

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship UFCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

FLANGE THREADED FOR:: DUCTilE iRON PiPE 
3 
4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 

098898 
097716 
399094 
097730 
0989i i 
098935 
098959 
098973 
098997 
099017 
099031 
097419 

STAf"..IDARD BLIND FLANGES 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

099055 
399056 
399070 
399100 
097655 
348658 
097433 
097457 
099079 
097396 
097297 
097471 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 

N 

N 
t'-J 
N 
N 
N 
t'-J 
N 
N 
N 093626 

111764 

BLIND FLANGE TAPPED (2-inch Only) SEE NOTE 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

097679 
399117 
399087 
097617 
097693 
097754 
097495 
097372 
097310 
097334 
097358 
099338 

N 

N 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
II! 

N 
N 
N 
N 

less 
Accessories 

34.00 
67.00 
7LOO 

171.00 
i 73.00 
260.00 
378.00 
470.00 
604.00 
661_00 
960.00 

1594.00 

50.00 
78.00 

136.00 
220.00 
283.00 
365.00 
578.00 
867.00 
960.00 

1231.00 
1818.00 
3625.00 
4938.00 
793 i .00 

10699.00 

90.00 
118.00 
176.00 
260.00 
323.00 
405.00 
618.00 
907.00 

1000.00 
1271.00 
1898.00 
3725.00 
5038.00 
8131.00 

10899.00 

Domesiic 
Weight 

6 
11 
i4 
35 
33 
52 
72 
86 

i 05 
115 
160 
255 

9 
13 
22 
38 
55 
73 

110 
165 
167 
214 
303 
580 

n , 
15 
00 
LU 

45 
C< 
N 

73 
110 
165 
167 
214 
303 
580 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

124 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

580 
790 

ii75 
1585 

580 
790 

1175 
1585 

05/01/09 

Confidential McVVane-O 14365 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged FBE Coated Fittings 
UFCode 670610 Ship UFCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

FLANGE THREADED FOR:: DUCTilE iRON PiPE 
3 
4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 

098898 
097716 
399094 
097730 
0989i i 
098935 
098959 
098973 
098997 
099017 
099031 
097419 

STAf"..IDARD BLIND FLANGES 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

099055 
399056 
399070 
399100 
097655 
348658 
097433 
097457 
099079 
097396 
097297 
097471 

N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 
N 
II! 

N 

N 
t'-J 
N 
N 
N 
t'-J 
N 
N 
N 093626 

111764 

BLIND FLANGE TAPPED (2-inch Only) SEE NOTE 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

097679 
399117 
399087 
097617 
097693 
097754 
097495 
097372 
097310 
097334 
097358 
099338 

N 

N 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
II! 

N 
N 
N 
N 

less 
Accessories 

34.00 
67.00 
7LOO 

171.00 
i 73.00 
260.00 
378.00 
470.00 
604.00 
661_00 
960.00 

1594.00 

50.00 
78.00 

136.00 
220.00 
283.00 
365.00 
578.00 
867.00 
960.00 

1231.00 
1818.00 
3625.00 
4938.00 
793 i .00 

10699.00 

90.00 
118.00 
176.00 
260.00 
323.00 
405.00 
618.00 
907.00 

1000.00 
1271.00 
1898.00 
3725.00 
5038.00 
8131.00 

10899.00 

Domesiic 
Weight 

6 
11 
i4 
35 
33 
52 
72 
86 

i 05 
115 
160 
255 

9 
13 
22 
38 
55 
73 

110 
165 
167 
214 
303 
580 

n , 
15 
00 
LU 

45 
C< 
N 

73 
110 
165 
167 
214 
303 
580 

FBE - Fusion Bond Epoxy for Water Service applied in 
uccOordunce with ANSI/AVv"w·/A Cl16/A21.16 tOo the interiOor und exteriOor. 

124 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

580 
790 

ii75 
1585 

580 
790 

1175 
1585 

05/01/09 

Confidential McVVane-O 14365 



CX 2358-125

FLANGED enD FBE COATED 
LP-5091 TV.AI'" Iinil't.n Ductile Iron ell0 FI .......... ,A ... I'RI' rl"ll,.,I.:a.'" .,"-- _ ... _ .. -_ .. ;:'-- . -- --_._-

UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

rl A ... ,...r rol ...... ,..r r •• _r 
rLMI'IUC .:IIL"'UUC .,nVI: 

3 099475 ~~ 040590 ., 
138.00 28 " 4 099499 N 040606 N 184.00 35 , nnn"L ~"J "".",-:, .. ., 
225.00 45 u U7711U V,,+UUI.J " 8 099130 N 040620 N 325.00 65 

10 099154 N ""Anc"TL ., 
425.00 88 V,+V.JIU " 12 099178 N 040583 N 600.00 120 

FLl\NGExFLl\RE PIECE 
3 099635 N 040255 N 110.00 20 
4 099574 N 040262 N i 58.00 44 
6 099598 N 040279 N 200.00 44 
a 0993i4 N 040286 N 35LOO 75 

10 099925 N 040231 N 475.00 108 
i2 099840 N 040248 N 77i.OO i54 
14 099949 N 041603 N 867.00 190 
i6 09990i N 04i6iO N i260.00 294 
18 099451 N 041627 N 1476.00 355 
20 0994i3 N 04i634 N 204i.00 465 
24 099437 N 041641 N 312000 635 
30 N CALL 760 

UPCode ~~O. Ship List 
Top x 0.0. 670610 Code Size & Top Price Weight 

D.I. REDUCING FLANGE THREADED FOR STEEL PIPE 
3x9 099659 N (4x3) 90.00 17 

4xll """l"'7" ., fl ..• \ 105.00 21 V77UI.:J " t Uk'+} 

4x13% 099697 N (8x4) 185.00 37 
l._, "1/ 099727 

., In __ l \ 195.00 31 UJ\. I.:J -/2 " t°J\.U} 

6x16 099741 N (10x6) 300.00 60 
L __ , " """"'7Lc. ., I, ,, __ L \ 451.00 90 UAI7 V77/U-J " IILAU} 

8x16 099789 N (10x8) 301.00 50 
,,,--,,, """0"" ., 1''' __ ' ''\ ~L" "" ~" IVAI7 V77UVL " IILAIV} .Juv.vv <L 

D.i. REDUCiNG FLANGE THREADED FOR CAST iRONjDi PiPE 

3x9 099963 N (4x3) 79.00 15 
4x11 099987 N (6x4) 125.00 25 

4x13% 100041 N (8x4) 200.00 40 
6x13% 100065 N (8x6) 215.00 35 

8x16 100003 N (10x8) 251.00 50 
8x19 100027 N (12x8) 425.00 85 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

I=illi .... ,..c: . ••••• ":::11-

Non-Domesiic 
Weight 

25 
35 
45 
65 
85 

120 

20 
30 
40 
70 
95 

iSS 
165 
240 
275 
355 
480 

125 

Confidential McVVane-O 14366 

PUBLIC

FLANGED enD FBE COATED 
LP-5091 TV.AI'" Iinil't.n Ductile Iron ell0 FI .......... ,A ... I'RI' rl"ll,.,I.:a.'" .,"-- _ ... _ .. -_ .. ;:'-- . -- --_._-

UPCode 670610 Ship UPCode 670610 Ship Less Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight 

rl A ... ,...r rol ...... ,..r r •• _r 
rLMI'IUC .:IIL"'UUC .,nVI: 

3 099475 ~~ 040590 ., 
138.00 28 " 4 099499 N 040606 N 184.00 35 , nnn"L ~"J "".",-:, .. ., 
225.00 45 u U7711U V,,+UUI.J " 8 099130 N 040620 N 325.00 65 

10 099154 N ""Anc"TL ., 
425.00 88 V,+V.JIU " 12 099178 N 040583 N 600.00 120 

FLl\NGExFLl\RE PIECE 
3 099635 N 040255 N 110.00 20 
4 099574 N 040262 N i 58.00 44 
6 099598 N 040279 N 200.00 44 
a 0993i4 N 040286 N 35LOO 75 

10 099925 N 040231 N 475.00 108 
i2 099840 N 040248 N 77i.OO i54 
14 099949 N 041603 N 867.00 190 
i6 09990i N 04i6iO N i260.00 294 
18 099451 N 041627 N 1476.00 355 
20 0994i3 N 04i634 N 204i.00 465 
24 099437 N 041641 N 312000 635 
30 N CALL 760 

UPCode ~~O. Ship List 
Top x 0.0. 670610 Code Size & Top Price Weight 

D.I. REDUCING FLANGE THREADED FOR STEEL PIPE 
3x9 099659 N (4x3) 90.00 17 

4xll """l"'7" ., fl ..• \ 105.00 21 V77UI.:J " t Uk'+} 

4x13% 099697 N (8x4) 185.00 37 
l._, "1/ 099727 

., In __ l \ 195.00 31 UJ\. I.:J -/2 " t°J\.U} 

6x16 099741 N (10x6) 300.00 60 
L __ , " """"'7Lc. ., I, ,, __ L \ 451.00 90 UAI7 V77/U-J " IILAU} 

8x16 099789 N (10x8) 301.00 50 
,,,--,,, """0"" ., 1''' __ ' ''\ ~L" "" ~" IVAI7 V77UVL " IILAIV} .Juv.vv <L 

D.i. REDUCiNG FLANGE THREADED FOR CAST iRONjDi PiPE 

3x9 099963 N (4x3) 79.00 15 
4x11 099987 N (6x4) 125.00 25 

4x13% 100041 N (8x4) 200.00 40 
6x13% 100065 N (8x6) 215.00 35 

8x16 100003 N (10x8) 251.00 50 
8x19 100027 N (12x8) 425.00 85 

FBE - Fusion Bond Epoxy for W(lter Servic:e (lpplied in 
u,cofdcii1ce wiih ANSI/A\\"'v"/A Cl16/A21.16 io ihe iniefiof und eAlefiof. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800]527·8478 • FAX ORDERS TO 1800]248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

I=illi .... ,..c: . ••••• ":::11-

Non-Domesiic 
Weight 

25 
35 
45 
65 
85 

120 

20 
30 
40 
70 
95 

iSS 
165 
240 
275 
355 
480 

125 

Confidential McVVane-O 14366 



CX 2358-126

126 

NOTE & ADDITIONS 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14367 

PUBLIC

126 

NOTE & ADDITIONS 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14367 



CX 2358-127

LP-5091 Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCode 670610 

Domestic 

90' (ii4j BEND FLANGED 

2 
3 
4 
(, 

8 
10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

3 
4 
6 
8 

10 
12 
14 
16 
18 
:20 
24 
30 
36 
42 
48 

382911 
274841 
274865 
274902 
274940 
274971 
275015 
286806 
275046 
342076 
275053 
342069 
342168 

341062 
341079 
286202 
286219 
286240 
332688 
275121 
341109 
341505 
341499 
341048 
341284 

Ship 
Code 

N 
S 
S 
S 
S 
S 
S 
5 
S 
5 
S 
S 
N 

s 
5 
S 

N 
N 

N 
t'-J 
N 
N 

UPCode 670610 
Non-Domestic 

089773 
089858 
089933 
089995 
090052 
089636 
089704 
091462 
091516 
091561 
091622 
091677 
089360 
093688 
093695 
093701 

089506 
089513 
089520 
089537 
089483 
089490 
091363 
091370 
091387 
091394 
091400 
089339 

90° l1i4i REDUCING BEND FLANGED 

4x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x6 
12x8 

12x10 

333524 
286172 
342151 
274926 
342144 
286875 
317173 
286776 
274995 

N 
5 

S 
N 
S 
N 
N 
5 

089957 
090014 
090076 
090083 
089650 
089667 
089735 
089759 
089728 

Ship 
Code 

s 
s 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
5 
S 
5 

S 
5 
S 
S 
S 
S 
5 
S 
5 
5 
5 
5 
N 
N 
N 

S 
5 
5 
S 
5 
S 
5 
S 
5 

less 
Accessories 

104.00 
136.00 
203.00 
300.00 
492.00 
768.00 
984.00 

1339.00 
1687.00 
2282.00 
2844.00 
5235.00 
7675.00 

11980.00 
18330.00 
24570.00 

166.00 
248.00 
398.00 
675.00 
893.00 

1288.00 
1620.00 
2003.00 
2825.00 
3610.00 
5923.00 
8938.00 

13118.00 
20790.00 
27660.00 

131.00 
234.00 
319.00 
361.00 
574.00 
638.00 
680.00 
765.00 
893.00 

90° (1/4) REDUCING BASE BEND FLANGED (BASE UNDER LARGE END) 
4x3 
6x4 
8x4 
8x6 

lOx6 
10xB 
12:0::6 
12xS 

12x10 

341055 
341093 
341253 
341307 
341260 
331292 
341239 
341208 
341215 

N 
N 

N 
t'-J 
N 
N 

N 

195.00 
319.00 
489.00 
553.00 
745.00 
83:2.00 
978.00 

1084.00 
1211.00 

Domesiic 
Weight 

14 
26 
44 
68 

ii5 
164 
236 
387 
478 
527 
878 

1257 
1755 

38 
55 
83 

141 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
58 
75 
90 

126 
150 
165 
191 
218 

43 
75 

115 
135 
175 
196 
230 
255 
285 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

t...Jon-Domesiic 

Weight 

16 
29 
45 
71 

ii6 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

145 
210 
300 
360 
445 
565 
700 

1030 
1625 
2385 
3465 
4610 

29 
55 
75 
85 

135 
150 
160 
180 
210 

127 

Confidential McVVane-O 14368 

PUBLIC

LP-5091 Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCode 670610 

Domestic 

90' (ii4j BEND FLANGED 

2 
3 
4 
(, 

8 
10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

3 
4 
6 
8 

10 
12 
14 
16 
18 
:20 
24 
30 
36 
42 
48 

382911 
274841 
274865 
274902 
274940 
274971 
275015 
286806 
275046 
342076 
275053 
342069 
342168 

341062 
341079 
286202 
286219 
286240 
332688 
275121 
341109 
341505 
341499 
341048 
341284 

Ship 
Code 

N 
S 
S 
S 
S 
S 
S 
5 
S 
5 
S 
S 
N 

s 
5 
S 

N 
N 

N 
t'-J 
N 
N 

UPCode 670610 
Non-Domestic 

089773 
089858 
089933 
089995 
090052 
089636 
089704 
091462 
091516 
091561 
091622 
091677 
089360 
093688 
093695 
093701 

089506 
089513 
089520 
089537 
089483 
089490 
091363 
091370 
091387 
091394 
091400 
089339 

90° l1i4i REDUCING BEND FLANGED 

4x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x6 
12x8 

12x10 

333524 
286172 
342151 
274926 
342144 
286875 
317173 
286776 
274995 

N 
5 

S 
N 
S 
N 
N 
5 

089957 
090014 
090076 
090083 
089650 
089667 
089735 
089759 
089728 

Ship 
Code 

s 
s 
S 
5 
S 
5 
S 
5 
S 
5 
S 
S 
S 
5 
S 
5 

S 
5 
S 
S 
S 
S 
5 
S 
5 
5 
5 
5 
N 
N 
N 

S 
5 
5 
S 
5 
S 
5 
S 
5 

less 
Accessories 

104.00 
136.00 
203.00 
300.00 
492.00 
768.00 
984.00 

1339.00 
1687.00 
2282.00 
2844.00 
5235.00 
7675.00 

11980.00 
18330.00 
24570.00 

166.00 
248.00 
398.00 
675.00 
893.00 

1288.00 
1620.00 
2003.00 
2825.00 
3610.00 
5923.00 
8938.00 

13118.00 
20790.00 
27660.00 

131.00 
234.00 
319.00 
361.00 
574.00 
638.00 
680.00 
765.00 
893.00 

90° (1/4) REDUCING BASE BEND FLANGED (BASE UNDER LARGE END) 
4x3 
6x4 
8x4 
8x6 

lOx6 
10xB 
12:0::6 
12xS 

12x10 

341055 
341093 
341253 
341307 
341260 
331292 
341239 
341208 
341215 

N 
N 

N 
t'-J 
N 
N 

N 

195.00 
319.00 
489.00 
553.00 
745.00 
83:2.00 
978.00 

1084.00 
1211.00 

Domesiic 
Weight 

14 
26 
44 
68 

ii5 
164 
236 
387 
478 
527 
878 

1257 
1755 

38 
55 
83 

141 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
58 
75 
90 

126 
150 
165 
191 
218 

43 
75 

115 
135 
175 
196 
230 
255 
285 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

t...Jon-Domesiic 

Weight 

16 
29 
45 
71 

ii6 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

145 
210 
300 
360 
445 
565 
700 

1030 
1625 
2385 
3465 
4610 

29 
55 
75 
85 

135 
150 
160 
180 
210 

127 

Confidential McVVane-O 14368 



CX 2358-128

Tyler Union Cll 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCooe 670610 

Domestic 
Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

Less 
Accessories 

90" l1i4i REDUCiNG BASE BEND FLANGED iBASE UNDER SMALL ENDi 
4x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x6 
12x8 

12xl0 

341024 
341086 
341246 
341291 
341277 
341567 
341222 
341543 
341178 

450 (l/8) BEND FLANGED 

3 342137 
4 275305 
6 275329 
8 275343 

10 275367 
12 318682 
14 342120 
16 275381 
18 286820 
20 342175 
24 342182 
30 342199 
36 
42 
48 

N 
N 
N 
N 
N 
N 
N 
N 
N 

5 
5 
5 
5 
5 
5 
5 

5 
5 
5 
5 

22';'0 (1/16) BEND FLANGED 

3 

6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

342205 
342212 
327837 
275404 
275411 
342229 
342083 
285373 
342250 
342243 
342236 
113737 

N 
s 
N 

N 

N 

N 
N 
N 
N 

089834 
089926 
089988 
090045 
089629 
089698 
091455 
091509 
091554 
091615 
091660 
089353 
093718 
093725 
093732 

089810 
089919 
089971 
090038 
089612 
089681 
091448 
091493 
091547 
091608 
091653 
093749 
093756 
096351 
096368 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 

s 
s 
s 
s 
5 
s 
5 
5 
5 
5 
5 
5 
5 
5 
5 

203.00 
319.00 
502.00 
553.00 
723.00 
782.00 
978.00 

1084.00 
1211.00 

105.00 
181.00 
264.00 
407.00 
647.00 
829.00 

1042.00 
1324.00 
1625.00 
2425.00 
3803.00 
6160.00 
9653.00 

15600.00 
21480.00 

95.00 
179.00 
253.00 
398.00 
618.00 
890.00 

1013.00 
1369.00 
1675.00 
2175.00 
3680.00 
6243.00 
9845.00 

15990.00 
21990.00 

S = Frnm Slo(,k lo? w",,,,ks· N = Non-Sto('k; Ch",(,k for nV(lilnhility 

Domesiic 
Weight 

45 
75 

115 
130 
170 
195 
230 
255 
285 

20 
40 
55 
91 

130 
195 
245 
315 
422 
485 
541 

1335 

22 
40 
58 
88 

130 
195 
250 
417 
402 
505 
528 

1385 

126 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

LP-5091 
Non-Domesiic 

Weight 

20 
40 
55 
90 

130 
195 
220 
280 
325 
430 
630 

1120 
1755 
2600 
3580 

20 
40 
55 
90 

135 
205 
225 
285 
335 
435 
640 

1135 
1790 
2665 
3665 

05/01/09 

Confidential McVVane-O 14369 

PUBLIC

Tyler Union Cll 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCooe 670610 

Domestic 
Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

Less 
Accessories 

90" l1i4i REDUCiNG BASE BEND FLANGED iBASE UNDER SMALL ENDi 
4x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x6 
12x8 

12xl0 

341024 
341086 
341246 
341291 
341277 
341567 
341222 
341543 
341178 

450 (l/8) BEND FLANGED 

3 342137 
4 275305 
6 275329 
8 275343 

10 275367 
12 318682 
14 342120 
16 275381 
18 286820 
20 342175 
24 342182 
30 342199 
36 
42 
48 

N 
N 
N 
N 
N 
N 
N 
N 
N 

5 
5 
5 
5 
5 
5 
5 

5 
5 
5 
5 

22';'0 (1/16) BEND FLANGED 

3 

6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

342205 
342212 
327837 
275404 
275411 
342229 
342083 
285373 
342250 
342243 
342236 
113737 

N 
s 
N 

N 

N 

N 
N 
N 
N 

089834 
089926 
089988 
090045 
089629 
089698 
091455 
091509 
091554 
091615 
091660 
089353 
093718 
093725 
093732 

089810 
089919 
089971 
090038 
089612 
089681 
091448 
091493 
091547 
091608 
091653 
093749 
093756 
096351 
096368 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 

s 
s 
s 
s 
5 
s 
5 
5 
5 
5 
5 
5 
5 
5 
5 

203.00 
319.00 
502.00 
553.00 
723.00 
782.00 
978.00 

1084.00 
1211.00 

105.00 
181.00 
264.00 
407.00 
647.00 
829.00 

1042.00 
1324.00 
1625.00 
2425.00 
3803.00 
6160.00 
9653.00 

15600.00 
21480.00 

95.00 
179.00 
253.00 
398.00 
618.00 
890.00 

1013.00 
1369.00 
1675.00 
2175.00 
3680.00 
6243.00 
9845.00 

15990.00 
21990.00 

S = Frnm Slo(,k lo? w",,,,ks· N = Non-Sto('k; Ch",(,k for nV(lilnhility 

Domesiic 
Weight 

45 
75 

115 
130 
170 
195 
230 
255 
285 

20 
40 
55 
91 

130 
195 
245 
315 
422 
485 
541 

1335 

22 
40 
58 
88 

130 
195 
250 
417 
402 
505 
528 

1385 

126 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

LP-5091 
Non-Domesiic 

Weight 

20 
40 
55 
90 

130 
195 
220 
280 
325 
430 
630 

1120 
1755 
2600 
3580 

20 
40 
55 
90 

135 
205 
225 
285 
335 
435 
640 

1135 
1790 
2665 
3665 

05/01/09 

Confidential McVVane-O 14369 



CX 2358-129

LP-5091 Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCode 670610 

Domestic 

Ship 
Code 

i i %0 ii i32j BEND FLANGED 

3 
4 
6 
!! 

iO 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

342267 
342113 
342106 
327417 
342090 
275442 
342021 
285359 
342038 
342045 
342052 
342007 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

UPCode 670610 
Non-Domestic 

089797 
089896 
089964 
090021 
089605 
089674 
091431 
091486 
091530 
091592 
091646 
089346 
062844 
096375 
096382 

90" ili4i LONG RADiUS BEND fLANGED 
3 
4 
6 
!! 

10 
12 
14 
16 

342274 
286257 
275152 
275176 
300199 
342281 
286264 
342380 

N 
5 
S 
N 
S 
N 
N 
N 

089568 
089575 
089582 
089599 
089544 
089551 
091417 
091424 

900 (1/4; LONG RADIUS BASE BEND FLANGED 

3 341314 
4 341031 5 
6 341017 
8 286271 5 

10 317203 089469 
12 341000 N 089476 
14 275244 
16 340997 N 

WYE FL&.Nr.En (Not indurlprl in AWWA ell 0) 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 

342373 
342366 
342359 
342342 
275930 
342335 
342328 
286332 
342397 
342403 
342410 
317197 
342427 

N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

091257 
091295 
091271 
091325 
091318 
091349 
091356 
091332 
091097 
091110 
091134 
091080 
091196 

Ship 
Code 

S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
5 
N 
S 
S 

s 
5 
s 
5 
S 
5 
S 
S 

5 
5 

5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
5 

less 
Accessories 

95.00 
179.00 
262.00 
403.00 
574.00 
871.00 

1052.00 
1283.00 
1675.00 
2175.00 
3866.00 
6325.00 
9928.00 

16080.00 
22i70.00 

143.00 
225.00 
389.00 
647.00 
914.00 

1381.00 
1733.00 
2273.00 

195.00 
270.00 
391.00 
850.00 

1169.00 
1772.00 
2610.00 
3870.00 

214.00 
293.00 
345.00 
489.00 
525.00 
765.00 
768.00 
862.00 

1105.00 
1148.00 
1254.00 
1359.00 
1615.00 

S = Frnm Stock tn ? WF!F!k~ • N = Non_Stork; C:h",.-k for nvnilnhility 

Domesiic 
Weight 

20 
40 
56 
88 

130 
193 
225 
3913 
385 
505 
760 

1395 

32 
50 
80 

154 
230 
325 
450 
730 

35 
60 
92 

200 
275 
409 
580 
860 

49 
68 
76 

106 
119 
153 
188 
201 
232 
288 
333 
349 
355 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

t...Jon-Domesiic 

Weight 

20 
40 
55 
90 

135 
205 
225 
285 
335 
435 
645 

1150 
805 

2680 
3695 

30 
50 
80 

140 
215 
325 
385 
505 

420 
420 

45 
65 
75 

115 
120 
180 
189 
200 
260 
270 
295 
335 
380 

129 

Confidential McVVane-014370 

PUBLIC

LP-5091 Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCode 670610 

Domestic 

Ship 
Code 

i i %0 ii i32j BEND FLANGED 

3 
4 
6 
!! 

iO 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

342267 
342113 
342106 
327417 
342090 
275442 
342021 
285359 
342038 
342045 
342052 
342007 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

UPCode 670610 
Non-Domestic 

089797 
089896 
089964 
090021 
089605 
089674 
091431 
091486 
091530 
091592 
091646 
089346 
062844 
096375 
096382 

90" ili4i LONG RADiUS BEND fLANGED 
3 
4 
6 
!! 

10 
12 
14 
16 

342274 
286257 
275152 
275176 
300199 
342281 
286264 
342380 

N 
5 
S 
N 
S 
N 
N 
N 

089568 
089575 
089582 
089599 
089544 
089551 
091417 
091424 

900 (1/4; LONG RADIUS BASE BEND FLANGED 

3 341314 
4 341031 5 
6 341017 
8 286271 5 

10 317203 089469 
12 341000 N 089476 
14 275244 
16 340997 N 

WYE FL&.Nr.En (Not indurlprl in AWWA ell 0) 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 

342373 
342366 
342359 
342342 
275930 
342335 
342328 
286332 
342397 
342403 
342410 
317197 
342427 

N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

091257 
091295 
091271 
091325 
091318 
091349 
091356 
091332 
091097 
091110 
091134 
091080 
091196 

Ship 
Code 

S 
5 
S 
5 
S 
5 
S 
S 
S 
S 
S 
5 
N 
S 
S 

s 
5 
s 
5 
S 
5 
S 
S 

5 
5 

5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
5 

less 
Accessories 

95.00 
179.00 
262.00 
403.00 
574.00 
871.00 

1052.00 
1283.00 
1675.00 
2175.00 
3866.00 
6325.00 
9928.00 

16080.00 
22i70.00 

143.00 
225.00 
389.00 
647.00 
914.00 

1381.00 
1733.00 
2273.00 

195.00 
270.00 
391.00 
850.00 

1169.00 
1772.00 
2610.00 
3870.00 

214.00 
293.00 
345.00 
489.00 
525.00 
765.00 
768.00 
862.00 

1105.00 
1148.00 
1254.00 
1359.00 
1615.00 

S = Frnm Stock tn ? WF!F!k~ • N = Non_Stork; C:h",.-k for nvnilnhility 

Domesiic 
Weight 

20 
40 
56 
88 

130 
193 
225 
3913 
385 
505 
760 

1395 

32 
50 
80 

154 
230 
325 
450 
730 

35 
60 
92 

200 
275 
409 
580 
860 

49 
68 
76 

106 
119 
153 
188 
201 
232 
288 
333 
349 
355 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

t...Jon-Domesiic 

Weight 

20 
40 
55 
90 

135 
205 
225 
285 
335 
435 
645 

1150 
805 

2680 
3695 

30 
50 
80 

140 
215 
325 
385 
505 

420 
420 

45 
65 
75 

115 
120 
180 
189 
200 
260 
270 
295 
335 
380 

129 

Confidential McVVane-014370 



CX 2358-130

Tyler Union Cll 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCooe 670610 

Domestic 
Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

v,'-fE FLANGED (Not inciuaea in AVv-wA Ci i 0) (Con't) 
i2x6 
12xB 

i2xiO 
12 

i4x6 
14xB 

i4xiO 
14x12 

i4 
16x6 
i6x8 

16:w.1 0 
i6xi2 
16x14 

i6 
18x8 

i8xiO 
18x12 
i8xi4 
18;.:.16 

i8 
20;.:.10 
20xi2 
20x14 
20x16 

20 
24 

342434 
342441 
300i75 
342458 
342465 
342472 
286349 
342496 
342489 
342502 
3423ii 
342519 
275985 
342526 
342533 
342540 
342557 
342564 
275992 
342571 
342588 
343790 
343606 
343813 
343820 
342793 
373346 

fEE FLANGED 
2' 

3x2* 
3 

4x3x3* 
4y2 
4x3 

4x4x6* 
4 

6x4x4* 
6x4x6* 
6x6x8* 

6x2 
6x3 
6x4 

6 
8x6x4* 
8x6x6'" 

8xtix8" 
BxBxlO* 

8xoxi2* 
8x3 
8x4 

382942 
333630 
275466 
343763 
286912 
275497 
275862 
275510 
275831 
286318 
275886 
342786 
286851 
275558 
275572 
342779 
342762 
342755 
343837 
343644 
286288 
275602 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
!II 

N 

toJ 
S 
N 
5 
5 

S 
N 
!II 
N 
!II 
S 
5 
S 
!II 
N 

N 

N 
N 
5 

09i2i9 
091233 
09ii72 
091158 
092933 
092940 
0929i9 
092926 
092902 
092995 
093008 
092964 
09297i 
092988 
092957 
093060 
093022 
093039 
093046 
093053 
0930i5 
093084 
09309i 
093107 
093114 
093077 
093121 

090823 
090847 
090830 

090861 
090878 

090854 
090922 
090939 
090946 
090892 
090908 
090915 
090885 
090991 
091004 
091011 
091028 

090960 
090977 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

s 
s 
s 

5 
5 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
s 
s 

S 
5 

Less 
Accessories 

i679.00 
17B5.00 
i934.00 
2043.00 
2340.00 
2453.00 
2363.00 
2790.00 
2723.00 
2790.00 
3i95.00 
3330.00 
32i8.00 
3735.00 
3623.00 
3125.00 
4425.00 
4650.00 
4875.00 
5125.00 
4900.00 
4025.00 
5550.00 
607500 
6350.00 
6325.00 

10954.00 

130.00 
166.00 
19400 
252.00 
225.00 
270.00 
405.00 
293.00 
383.00 
383.00 
604.00 
328.00 
361.00 
383.00 
440.00 
531.00 
574.00 
616.00 

1105.00 
ii77.00 

5J!8.00 
595.00 

Domesiic 
Weight 

370 
395 
420 
460 
604 
638 
555 
600 
740 
655 
680 
715 
755 
800 
850 
820 
855 
895 
940 
990 

i035 
1095 
i i30 
1170 
1220 
1345 
2020 

20 
34 
42 
53 
50 
54 
90 
66 
85 
90 

140 
85 
86 
90 
95 

130 
148 
154 
260 
3iO 
128 
140 

l30 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

395 
420 
455 
515 
520 
545 
525 
620 
605 
620 
7iO 
740 
7i5 
830 
805 
625 
665 
930 
975 

1025 
980 
805 

iiiO 
1215 
1270 
1265 
1905 

20 
35 
40 

50 
60 

65 
85 
90 

140 
85 
85 
90 
95 

125 
135 
145 
260 

129 
140 

05/01/09 

Confidential McVVane-014371 

PUBLIC

Tyler Union Cll 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCooe 670610 

Domestic 
Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

v,'-fE FLANGED (Not inciuaea in AVv-wA Ci i 0) (Con't) 
i2x6 
12xB 

i2xiO 
12 

i4x6 
14xB 

i4xiO 
14x12 

i4 
16x6 
i6x8 

16:w.1 0 
i6xi2 
16x14 

i6 
18x8 

i8xiO 
18x12 
i8xi4 
18;.:.16 

i8 
20;.:.10 
20xi2 
20x14 
20x16 

20 
24 

342434 
342441 
300i75 
342458 
342465 
342472 
286349 
342496 
342489 
342502 
3423ii 
342519 
275985 
342526 
342533 
342540 
342557 
342564 
275992 
342571 
342588 
343790 
343606 
343813 
343820 
342793 
373346 

fEE FLANGED 
2' 

3x2* 
3 

4x3x3* 
4y2 
4x3 

4x4x6* 
4 

6x4x4* 
6x4x6* 
6x6x8* 

6x2 
6x3 
6x4 

6 
8x6x4* 
8x6x6'" 

8xtix8" 
BxBxlO* 

8xoxi2* 
8x3 
8x4 

382942 
333630 
275466 
343763 
286912 
275497 
275862 
275510 
275831 
286318 
275886 
342786 
286851 
275558 
275572 
342779 
342762 
342755 
343837 
343644 
286288 
275602 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
!II 

N 

toJ 
S 
N 
5 
5 

S 
N 
!II 
N 
!II 
S 
5 
S 
!II 
N 

N 

N 
N 
5 

09i2i9 
091233 
09ii72 
091158 
092933 
092940 
0929i9 
092926 
092902 
092995 
093008 
092964 
09297i 
092988 
092957 
093060 
093022 
093039 
093046 
093053 
0930i5 
093084 
09309i 
093107 
093114 
093077 
093121 

090823 
090847 
090830 

090861 
090878 

090854 
090922 
090939 
090946 
090892 
090908 
090915 
090885 
090991 
091004 
091011 
091028 

090960 
090977 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 

s 
s 
s 

5 
5 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
s 
s 

S 
5 

Less 
Accessories 

i679.00 
17B5.00 
i934.00 
2043.00 
2340.00 
2453.00 
2363.00 
2790.00 
2723.00 
2790.00 
3i95.00 
3330.00 
32i8.00 
3735.00 
3623.00 
3125.00 
4425.00 
4650.00 
4875.00 
5125.00 
4900.00 
4025.00 
5550.00 
607500 
6350.00 
6325.00 

10954.00 

130.00 
166.00 
19400 
252.00 
225.00 
270.00 
405.00 
293.00 
383.00 
383.00 
604.00 
328.00 
361.00 
383.00 
440.00 
531.00 
574.00 
616.00 

1105.00 
ii77.00 

5J!8.00 
595.00 

Domesiic 
Weight 

370 
395 
420 
460 
604 
638 
555 
600 
740 
655 
680 
715 
755 
800 
850 
820 
855 
895 
940 
990 

i035 
1095 
i i30 
1170 
1220 
1345 
2020 

20 
34 
42 
53 
50 
54 
90 
66 
85 
90 

140 
85 
86 
90 
95 

130 
148 
154 
260 
3iO 
128 
140 

l30 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

395 
420 
455 
515 
520 
545 
525 
620 
605 
620 
7iO 
740 
7i5 
830 
805 
625 
665 
930 
975 

1025 
980 
805 

iiiO 
1215 
1270 
1265 
1905 

20 
35 
40 

50 
60 

65 
85 
90 

140 
85 
85 
90 
95 

125 
135 
145 
260 

129 
140 

05/01/09 

Confidential McVVane-014371 



CX 2358-131

LP-5091 

Size 

Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 
UPCode 670610 

Domestic 

Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

less 

Accessories 
Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

TEE FLANGED (Con't) 

8x6 
8 

10x6x6 
iOx6xiO~ 

10x8x6'" 
10x8xS'" 
lOx8xl0* 

10x4 
10xo 
10x8 

iO 
10xl0x12* 
12x6x6* 
12x6xS'" 
12xax6* 
1:2x8x8* 
12x8x12* 
12xl0x6* 
12xl0x8* 
12xl0xl0* 
i2xiOxi2* 

12x4 
12x6 
12x8 

12x10 
12 

i4x4 
14x6 
i4xB 

14x10 
i4xi2 

14 
i6x4 
16:-:6 
i6x8 

16xl0 
i6xi2 
16x14 

16 
18x6 
18x8 

18x10 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20xl0 
20x12 
20x14 

05/01/09 

275626 
275640 
147992 
343851 
343868 
343875 
343882 
287377 
286295 
286813 
275695 
343899 
343905 
343912 
343929 
342748 
343769 
343776 
342663 
275855 
342670 
286783 
275725 
275749 
342687 
275770 
342694 
342700 
:286790 
342717 
342724 
342731 
343752 
342656 
327462 
343707 
332633 
343714 
318675 
343721 
343738 
343745 
328872 
342632 
316701 
342649 
343424 
343448 
343431 
343684 
343677 

5 
5 
N 
N 
N 
N 

5 
s 
5 
5 

N 

N 
N 
N 
N 

N 
N 
S 
5 
S 
5 
S 
N 
N 
N 
N 
N 
S 
N 
N 
N 
N 
5 
N 
5 
N 
N 
N 
N 
N 
N 
s 
N 

N 

N 

090984 
090953 

090731 
090748 
090762 
090724 

090793 
090809 
090816 
090786 
090779 

092575 
092582 
092551 
092568 
092544 

092643 
092650 
092605 
092629 
092636 
092599 
092711 
092728 
092674 
092681 
092698 
092704 
092667 
092797 
092803 
092742 
092759 
092766 

5 
5 

5 
s 
5 
5 

S 
5 
S 
5 
S 

S 
5 
S 
5 
S 

S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
5 
s 
5 

637.00 
736.00 

1180.00 
i30a.vo 
1265.00 
1182.00 
1288.00 
866.00 
899.00 
946.00 

i i 00.00 
1432.00 
1469.00 
1537.00 
1509.00 
i 594.00 
1785.00 
1658.00 
1700.00 
1785,00 
i 870.00 
1218.00 
1237.00 
1302.00 
1471.00 
1569.00 
1823.00 
1688.00 
1755.00 
1800.00 
1913.00 
2250.00 
2250.00 
2083.00 
2iS3.00 
2242.00 
2302.00 
2385.00 
2490.00 
2403.00 
2475.00 
2550.00 
2668.00 
3100.00 
3250.00 
3318.00 
3050.00 
3100.00 
3175.00 
3300.00 
3325.00 

S = From S!ock !o 2 '.'leeks • N = Non-S!ock; Check for o'!oi!obi!i!y. 

11910 CR 492 • TYLER. TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

147 
168 
278 
30a 
280 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 
435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 
710 
720 
735 
755 
770 

145 
155 

205 
215 
225 
270 

290 
295 
310 
360 
385 

375 
390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 
610 
620 
635 
660 
665 

l31 

McVVane-014372 

PUBLIC

LP-5091 

Size 

Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 
UPCode 670610 

Domestic 

Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

less 

Accessories 
Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

TEE FLANGED (Con't) 

8x6 
8 

10x6x6 
iOx6xiO~ 

10x8x6'" 
10x8xS'" 
lOx8xl0* 

10x4 
10xo 
10x8 

iO 
10xl0x12* 
12x6x6* 
12x6xS'" 
12xax6* 
1:2x8x8* 
12x8x12* 
12xl0x6* 
12xl0x8* 
12xl0xl0* 
i2xiOxi2* 

12x4 
12x6 
12x8 

12x10 
12 

i4x4 
14x6 
i4xB 

14x10 
i4xi2 

14 
i6x4 
16:-:6 
i6x8 

16xl0 
i6xi2 
16x14 

16 
18x6 
18x8 

18x10 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20xl0 
20x12 
20x14 

05/01/09 

275626 
275640 
147992 
343851 
343868 
343875 
343882 
287377 
286295 
286813 
275695 
343899 
343905 
343912 
343929 
342748 
343769 
343776 
342663 
275855 
342670 
286783 
275725 
275749 
342687 
275770 
342694 
342700 
:286790 
342717 
342724 
342731 
343752 
342656 
327462 
343707 
332633 
343714 
318675 
343721 
343738 
343745 
328872 
342632 
316701 
342649 
343424 
343448 
343431 
343684 
343677 

5 
5 
N 
N 
N 
N 

5 
s 
5 
5 

N 

N 
N 
N 
N 

N 
N 
S 
5 
S 
5 
S 
N 
N 
N 
N 
N 
S 
N 
N 
N 
N 
5 
N 
5 
N 
N 
N 
N 
N 
N 
s 
N 

N 

N 

090984 
090953 

090731 
090748 
090762 
090724 

090793 
090809 
090816 
090786 
090779 

092575 
092582 
092551 
092568 
092544 

092643 
092650 
092605 
092629 
092636 
092599 
092711 
092728 
092674 
092681 
092698 
092704 
092667 
092797 
092803 
092742 
092759 
092766 

5 
5 

5 
s 
5 
5 

S 
5 
S 
5 
S 

S 
5 
S 
5 
S 

S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
5 
s 
5 

637.00 
736.00 

1180.00 
i30a.vo 
1265.00 
1182.00 
1288.00 
866.00 
899.00 
946.00 

i i 00.00 
1432.00 
1469.00 
1537.00 
1509.00 
i 594.00 
1785.00 
1658.00 
1700.00 
1785,00 
i 870.00 
1218.00 
1237.00 
1302.00 
1471.00 
1569.00 
1823.00 
1688.00 
1755.00 
1800.00 
1913.00 
2250.00 
2250.00 
2083.00 
2iS3.00 
2242.00 
2302.00 
2385.00 
2490.00 
2403.00 
2475.00 
2550.00 
2668.00 
3100.00 
3250.00 
3318.00 
3050.00 
3100.00 
3175.00 
3300.00 
3325.00 

S = From S!ock !o 2 '.'leeks • N = Non-S!ock; Check for o'!oi!obi!i!y. 

11910 CR 492 • TYLER. TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

147 
168 
278 
30a 
280 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 
435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 
710 
720 
735 
755 
770 

145 
155 

205 
215 
225 
270 

290 
295 
310 
360 
385 

375 
390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 
610 
620 
635 
660 
665 

l31 

McVVane-014372 



CX 2358-132

FLANGED C1 Hi PRiME COATED 
TvlllCrot" II .... i"n ('11 n 1=1" .... ",a'" I=illinnc: ID ... irnA nlll CL & Seal In LP-5091 "'"_. _ ... _ .. -. - . -_ •• ::11-- . ••••• ":::II-I . . .... - --., 

UPCooe 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories 

TEE FLANGED (Con't 
20xi6 
20x18 

20 
24x6 
24x8 

24xl!) 
24xi2 
24x14 
24xi6 
24x18 
24x20 

24 
30x6 

30x12 
30x18 
30x24 

30 
36x24 
36x30 

36 
42x24 
42".30 
42x36 

42 
48x24 
48x30 
48x36 
48x42 

48 

BASE TEE 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

132 

275800 N 092773 S 4050.00 
382683 N 092780 5 4100.00 
343660 N 092735 S 4266.00 
343691 N 092889 5 4893.00 
342625 N 092896 S 4945.00 
343417 N 092827 5 5060.00 
342618 N 092834 S Si2i.OO 
316718 N 092841 S 5134.00 
343400 N 092858 S 5248.00 
316879 N 092865 S 6889.00 
344926 N 092872 S 7216.00 
342601 S 092810 S 7657.00 
343356 N 9488.00 
343363 S 089438 5 7832.00 
343370 N 089445 S 8333.00 
343394 N 089452 5 11138.00 
342595 5 089421 S 11834.00 

096399 S 12403.00 
096405 5 16500.00 

451570 N 096412 5 17291.00 
096429 5 19470.00 
096436 5 24750.00 
096443 5 32160.00 
096450 5 3348000 
096467 5 26310.00 
096474 5 2673000 
096481 5 33330.00 
096498 5 4317000 
096504 5 44310.00 

FLANGED 
340980 N 090687 S 214.00 
340973 N 090694 S 338.00 
340966 N 090700 S 468.00 
275909 N 090717 S 786.00 
341185 N 090663 S 1275.00 
340959 N 090670 S 1828.00 
341192 N 092490 S 2183.00 
341116 N 092506 5 2700.00 
341536 N 092513 5 3700.00 
341512 N 092520 5 4650.00 
341161 N 092537 5 8108.00 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

950 8iO 
965 820 

1005 j005 
1000 845 
10iO 860 
1020 880 
ii25 890 
1050 900 
1070 915 
1534 1220 
1510 1255 
1685 1330 
1725 
1780 1490 
1815 1515 
2475 2025 
2615 2160 

2255 
3000 

3165 3160 
3245 
4125 
5360 
5580 
4385 
4455 
5555 
7195 
7385 

50 45 
70 75 

i i 5 liO 
155 185 
315 300 
450 430 
550 485 
685 600 
855 740 

1125 930 
1715 1410 

05/01/09 

McVVane-014373 

PUBLIC

FLANGED C1 Hi PRiME COATED 
TvlllCrot" II .... i"n ('11 n 1=1" .... ",a'" I=illinnc: ID ... irnA nlll CL & Seal In LP-5091 "'"_. _ ... _ .. -. - . -_ •• ::11-- . ••••• ":::II-I . . .... - --., 

UPCooe 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories 

TEE FLANGED (Con't 
20xi6 
20x18 

20 
24x6 
24x8 

24xl!) 
24xi2 
24x14 
24xi6 
24x18 
24x20 

24 
30x6 

30x12 
30x18 
30x24 

30 
36x24 
36x30 

36 
42x24 
42".30 
42x36 

42 
48x24 
48x30 
48x36 
48x42 

48 

BASE TEE 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

132 

275800 N 092773 S 4050.00 
382683 N 092780 5 4100.00 
343660 N 092735 S 4266.00 
343691 N 092889 5 4893.00 
342625 N 092896 S 4945.00 
343417 N 092827 5 5060.00 
342618 N 092834 S Si2i.OO 
316718 N 092841 S 5134.00 
343400 N 092858 S 5248.00 
316879 N 092865 S 6889.00 
344926 N 092872 S 7216.00 
342601 S 092810 S 7657.00 
343356 N 9488.00 
343363 S 089438 5 7832.00 
343370 N 089445 S 8333.00 
343394 N 089452 5 11138.00 
342595 5 089421 S 11834.00 

096399 S 12403.00 
096405 5 16500.00 

451570 N 096412 5 17291.00 
096429 5 19470.00 
096436 5 24750.00 
096443 5 32160.00 
096450 5 3348000 
096467 5 26310.00 
096474 5 2673000 
096481 5 33330.00 
096498 5 4317000 
096504 5 44310.00 

FLANGED 
340980 N 090687 S 214.00 
340973 N 090694 S 338.00 
340966 N 090700 S 468.00 
275909 N 090717 S 786.00 
341185 N 090663 S 1275.00 
340959 N 090670 S 1828.00 
341192 N 092490 S 2183.00 
341116 N 092506 5 2700.00 
341536 N 092513 5 3700.00 
341512 N 092520 5 4650.00 
341161 N 092537 5 8108.00 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

950 8iO 
965 820 

1005 j005 
1000 845 
10iO 860 
1020 880 
ii25 890 
1050 900 
1070 915 
1534 1220 
1510 1255 
1685 1330 
1725 
1780 1490 
1815 1515 
2475 2025 
2615 2160 

2255 
3000 

3165 3160 
3245 
4125 
5360 
5580 
4385 
4455 
5555 
7195 
7385 

50 45 
70 75 

i i 5 liO 
155 185 
315 300 
450 430 
550 485 
685 600 
855 740 

1125 930 
1715 1410 

05/01/09 

McVVane-014373 



CX 2358-133

FLANGED C1 Hi PR!ME COATED 
LP-5091 Tv. AI'" II .... i" .... ell0 Firtru'lll:lrl I=ilti ....... c: ID ... i rn.A nllt ('. R- CA". In .,"-- _ ... _ .. ._ •• ::11-- . ••••• "::;1-' . . .... - --"' -- - --_. 

UPCode 670610 Ship UPCode 670610 Ship less Domesiic t...Jon-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

CROSS FLANGED 

3 
4x3 

4 
6x3 
6x4 

6 
ax3 
8x4 
8xo 

B 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12xB 

12x10 
12 

14x6 
i4x8 

14x12 
i4 

16.x.6 
i6x8 

16xlO 
i6xi2 

16 
iSxi2 

18 
20xi2 
20x16 

20 
24x12 
24xi4 
24x16 
24x20 

24 
30x24 

30 

05/01/09 

343936 N 090182 S 238.00 
343943 N 090205 5 315.00 
276029 S 090199 S 392.00 
342847 N 090229 5 404.00 
342830 N 090236 S 468.00 
287025 N 090212 5 603.00 
344148 N 595.00 
317180 N 090250 5 659.00 
332695 N 090267 S 70i .00 
276074 N 090243 5 904.00 
344131 N 090106 S 935.00 
286387 N 090113 5 1020.00 
344124 N 090120 S 1 i 26.00 
286622 N 090090 5 1403.00 
342823 N 090151 S 1318.00 
344117 N 090168 5 1360.00 
2760Bl t"<i 090175 S 1471.00 
286608 N 090144 S 1764.00 
276098 N 090137 S 1949.00 
344100 N 091714 5 1800.00 
3428i6 N 09i72i 5 i9i3.00 
342809 N 091707 5 2273.00 
328865 N 09i69i 5 2385.00 
344094 N 091769 5 2205.00 
345i07 N 09i776 5 2340.00 
344087 N 091745 5 2498.00 
344070 N 091752 5 2723.00 
332664 N 091738 5 2993.00 
344063 N 091790 5 3050.00 
344056 N 091783 5 3975.00 
344049 N 0918i3 5 3675.00 
344032 N 091820 5 4575.00 
344025 N 091806 5 5075.00 
344018 N 091844 5 504000 
343950 N 091851 5 5i 19.00 
343967 N 091868 5 530300 
343974 N 091875 5 7508.00 
343981 N 091837 5 8243.00 
343998 N 089384 5 12348.00 
344001 N 089377 5 13750.00 

S = From Stork to? w/'!,/'!,ks • N = Non-S1o('k; Ch/'!,('k fnr nV<Ji1nbilily 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

51 50 
76 70 
80 80 
95 95 

ii2 no 
125 120 
140 
155 155 
165 165 
203 195 
220 220 
242 240 
265 265 
333 330 
310 310 
326 320 
351 345 
415 415 
460 460 
450 400 
475 425 
555 505 
7i2 530 
565 490 
7i3 520 
748 555 
Si8 605 
806 665 
706 6iO 
915 795 
S20 735 

1065 915 
1175 10i5 
1100 960 
1125 975 
1160 1010 
1695 1430 
1850 1570 
2695 2245 
2980 2500 

l33 

McVVane-014374 

PUBLIC

FLANGED C1 Hi PR!ME COATED 
LP-5091 Tv. AI'" II .... i" .... ell0 Firtru'lll:lrl I=ilti ....... c: ID ... i rn.A nllt ('. R- CA". In .,"-- _ ... _ .. ._ •• ::11-- . ••••• "::;1-' . . .... - --"' -- - --_. 

UPCode 670610 Ship UPCode 670610 Ship less Domesiic t...Jon-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

CROSS FLANGED 

3 
4x3 

4 
6x3 
6x4 

6 
ax3 
8x4 
8xo 

B 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12xB 

12x10 
12 

14x6 
i4x8 

14x12 
i4 

16.x.6 
i6x8 

16xlO 
i6xi2 

16 
iSxi2 

18 
20xi2 
20x16 

20 
24x12 
24xi4 
24x16 
24x20 

24 
30x24 

30 

05/01/09 

343936 N 090182 S 238.00 
343943 N 090205 5 315.00 
276029 S 090199 S 392.00 
342847 N 090229 5 404.00 
342830 N 090236 S 468.00 
287025 N 090212 5 603.00 
344148 N 595.00 
317180 N 090250 5 659.00 
332695 N 090267 S 70i .00 
276074 N 090243 5 904.00 
344131 N 090106 S 935.00 
286387 N 090113 5 1020.00 
344124 N 090120 S 1 i 26.00 
286622 N 090090 5 1403.00 
342823 N 090151 S 1318.00 
344117 N 090168 5 1360.00 
2760Bl t"<i 090175 S 1471.00 
286608 N 090144 S 1764.00 
276098 N 090137 S 1949.00 
344100 N 091714 5 1800.00 
3428i6 N 09i72i 5 i9i3.00 
342809 N 091707 5 2273.00 
328865 N 09i69i 5 2385.00 
344094 N 091769 5 2205.00 
345i07 N 09i776 5 2340.00 
344087 N 091745 5 2498.00 
344070 N 091752 5 2723.00 
332664 N 091738 5 2993.00 
344063 N 091790 5 3050.00 
344056 N 091783 5 3975.00 
344049 N 0918i3 5 3675.00 
344032 N 091820 5 4575.00 
344025 N 091806 5 5075.00 
344018 N 091844 5 504000 
343950 N 091851 5 5i 19.00 
343967 N 091868 5 530300 
343974 N 091875 5 7508.00 
343981 N 091837 5 8243.00 
343998 N 089384 5 12348.00 
344001 N 089377 5 13750.00 

S = From Stork to? w/'!,/'!,ks • N = Non-S1o('k; Ch/'!,('k fnr nV<Ji1nbilily 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

51 50 
76 70 
80 80 
95 95 

ii2 no 
125 120 
140 
155 155 
165 165 
203 195 
220 220 
242 240 
265 265 
333 330 
310 310 
326 320 
351 345 
415 415 
460 460 
450 400 
475 425 
555 505 
7i2 530 
565 490 
7i3 520 
748 555 
Si8 605 
806 665 
706 6iO 
915 795 
S20 735 

1065 915 
1175 10i5 
1100 960 
1125 975 
1160 1010 
1695 1430 
1850 1570 
2695 2245 
2980 2500 

l33 

McVVane-014374 



CX 2358-134

FLANGED C1 Hi PRiME COATED 
TvlllCrot" II .... i"n ('11 n 1=1" .... ",a'" I=illinnc: ID ... irnA nlll CL & Seal In LP-5091 "'"_. _ ... _ .. -. - . -_ •• ::11-- . ••••• ":::II-I . . .... - --., 

UPCooe 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 
Size 

ECCENTRiC 
4x3 
6x3 
6x4 
8x4 
8x6 

10x6 
i OxB 
12x4 
i:2x6 
12x8 

i2xiO 
16x6 
i6xB 

16xl0 
i6xi2 
16;.:14 
i8x8 

18;.:10 
i8xi2 
18:x.14 
i8xi6 
20:X.l0 
20xi2 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
42.x.24 
42x30 
42x36 
48x30 
48x36 
48x42 

l34 

Domestic Code Non-Domestic Code Accessories 

REDUCER FLANGED 
276326 N 090557 S i 35.00 
286950 5 090564 5 170.00 
286455 S 09057i S i 9i .00 
276364 N 090588 5 310.00 
276388 S 090595 S 3 i 9.00 
276401 N 090502 5 395.00 
344896 N 0905i9 S 45i .00 
449775 N 531.00 
276425 N 090533 5 553.00 
276432 N 090540 S 616.00 
344889 S 090526 S 723.00 
344872 N 092322 S 855.00 
286486 N 092339 S 945.00 
344865 N 092292 S 1058.00 
276470 N 092308 S i i 93.00 
344858 N 092315 S 1260.00 
34484i S 092384 S i200.00 
344834 N 092346 S 1325.00 
276494 iii 092353 S i475.00 
344827 N 092360 S 1550.00 
3448iO iii 092377 S i700.00 
344803 N 092391 S 1550.00 
344957 iii 092407 5 i725.00 
344797 N 092414 S 176500 
344780 N 092421 5 1950.00 
344773 N 092438 S 2050.00 
344766 N 092445 5 2760.00 
343592 N 092452 S 2818.00 
343608 t-.J 092469 5 3019.00 
344759 N 092476 S 3163.00 
344742 t-.J 092483 5 3393.00 

096511 S 10920.00 
096528 5 12360.00 
096535 S 14070.00 
096542 5 15690.00 
096559 S 17640.00 
096566 5 19920.00 

S - From Stock 10 2 weeks· N - !'lon-Stock; Check for ovoi!obi!ili'. 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

30 30 
45 40 
52 45 
70 73 
80 75 
98 93 

i23 i06 
125 
i35 i30 
149 145 
i70 i70 
245 190 
230 liO 
255 235 
332 265 
377 280 
3iO 240 
305 265 
325 295 
335 310 
335 340 
350 310 
370 345 
402 355 
449 390 
455 410 
601 480 
570 490 
614 525 
638 550 
637 590 

1810 
2060 
2345 
2615 
2940 
3320 

05/01/09 

McVVane-014375 

PUBLIC

FLANGED C1 Hi PRiME COATED 
TvlllCrot" II .... i"n ('11 n 1=1" .... ",a'" I=illinnc: ID ... irnA nlll CL & Seal In LP-5091 "'"_. _ ... _ .. -. - . -_ •• ::11-- . ••••• ":::II-I . . .... - --., 

UPCooe 670610 Ship UPCode 670610 Ship Less Domesiic Non-Domesiic 
Size 

ECCENTRiC 
4x3 
6x3 
6x4 
8x4 
8x6 

10x6 
i OxB 
12x4 
i:2x6 
12x8 

i2xiO 
16x6 
i6xB 

16xl0 
i6xi2 
16;.:14 
i8x8 

18;.:10 
i8xi2 
18:x.14 
i8xi6 
20:X.l0 
20xi2 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
42.x.24 
42x30 
42x36 
48x30 
48x36 
48x42 

l34 

Domestic Code Non-Domestic Code Accessories 

REDUCER FLANGED 
276326 N 090557 S i 35.00 
286950 5 090564 5 170.00 
286455 S 09057i S i 9i .00 
276364 N 090588 5 310.00 
276388 S 090595 S 3 i 9.00 
276401 N 090502 5 395.00 
344896 N 0905i9 S 45i .00 
449775 N 531.00 
276425 N 090533 5 553.00 
276432 N 090540 S 616.00 
344889 S 090526 S 723.00 
344872 N 092322 S 855.00 
286486 N 092339 S 945.00 
344865 N 092292 S 1058.00 
276470 N 092308 S i i 93.00 
344858 N 092315 S 1260.00 
34484i S 092384 S i200.00 
344834 N 092346 S 1325.00 
276494 iii 092353 S i475.00 
344827 N 092360 S 1550.00 
3448iO iii 092377 S i700.00 
344803 N 092391 S 1550.00 
344957 iii 092407 5 i725.00 
344797 N 092414 S 176500 
344780 N 092421 5 1950.00 
344773 N 092438 S 2050.00 
344766 N 092445 5 2760.00 
343592 N 092452 S 2818.00 
343608 t-.J 092469 5 3019.00 
344759 N 092476 S 3163.00 
344742 t-.J 092483 5 3393.00 

096511 S 10920.00 
096528 5 12360.00 
096535 S 14070.00 
096542 5 15690.00 
096559 S 17640.00 
096566 5 19920.00 

S - From Stock 10 2 weeks· N - !'lon-Stock; Check for ovoi!obi!ili'. 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

30 30 
45 40 
52 45 
70 73 
80 75 
98 93 

i23 i06 
125 
i35 i30 
149 145 
i70 i70 
245 190 
230 liO 
255 235 
332 265 
377 280 
3iO 240 
305 265 
325 295 
335 310 
335 340 
350 310 
370 345 
402 355 
449 390 
455 410 
601 480 
570 490 
614 525 
638 550 
637 590 

1810 
2060 
2345 
2615 
2940 
3320 

05/01/09 

McVVane-014375 



CX 2358-135

LP-5091 

Size 

Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 
UPCode 670610 

Domestic 

Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

CONCENTRiC REDUCER FLANGED 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6xS 
Bx3 
8x4 
8x5 
8xo 

10x4 
10xo 
10xB 
12x4 
12x6 
i2xS 

12xl0 
14xo 
14x8 

14xl0 
14x12 

16xo 
16x8 

16xlO 
16x12 
16x14 
18x8 

18xi 0 
18x12 
18x14 
18)(16 
lOxiO 
20x12 
20xi4 
20.x:16 
20xia 
24)(12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x24 
36x30 
42x24 
42)(30 
42x36 
48)(30 
48x36 
48x42 

05/01/09 

286899 
286905 
276i35 
276159 
276i73 
276197 
276210 
344902 
286417 
343585 
276241 
317210 
286424 
286431 
344650 
276265 
298311 
276296 
344667 
344674 
286448 
327455 
344661 
332640 
344698 
332657 
344704 
344711 
343578 
344629 
343561 
316862 
343554 
344612 
276319 
344599 
344605 
343547 
343530 
343523 
343516 
343509 
344582 
344575 
344568 
344551 

s 
s 
s 
s 
s 
S 
N 
N 
S 
N 
S 
N 
S 
5 
N 
5 
S 
5 
N 
N 
N 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

090403 
090410 
090427 
090434 
090441 
090458 
090465 

090472 
090489 
090496 
090335 
090342 
090359 
090373 
090380 
090397 
090366 
091950 
091967 
091936 
091943 
092001 
092018 
091974 
091981 
091998 
092094 
092025 
092032 
092056 
092070 
092117 
092131 
092155 
092179 
092193 
092216 
092230 
092254 
092278 
092285 
113799 
089391 
089407 
089414 

107316 
096573 
096580 
096597 
096603 
096610 
096627 

s 
s 
s 
s 
s 
S 
5 

5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 
5 
5 
5 
N 

5 
5 
5 
5 
5 
5 

76.00 
113.00 
i39.00 
149.00 
i 70.00 
206.00 
217.00 
258.00 
309.00 
298.00 
337.00 
361.00 
433.00 
540.00 
527.00 
628.00 
703.00 
796.00 
698.00 
788.00 
878.00 
997"00 
655.00 
952"00 

1071.00 
1218"00 
1260.00 
1200"00 
1325.00 
1477"00 
1525.00 
1709.00 
i 550.00 
1819.00 
i 775.00 
1951.00 
2050.00 
2935.00 
2928.00 
3061.00 
3163.00 
3410.00 
5198.00 
4455.00 
4785.00 
5335.00 
7398.00 
8553.00 

10920.00 
12360.00 
14070.00 
15750.00 
17700.00 
19920.00 

11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
119 
130 
145 
178 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 
170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
3iO 
345 
355 
390 
4iO 
480 
490 
525 
550 
590 
790 
810 
870 
970 

1345 
1555 
1820 
2060 
2345 
2625 
2950 
3320 

l35 

McVVane-014376 

PUBLIC

LP-5091 

Size 

Tyler Union ell 0 Flanged Fittings/Prime Out, CL & Seal In 
UPCode 670610 

Domestic 

Ship 
Code 

UPCode 670610 
Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

CONCENTRiC REDUCER FLANGED 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6xS 
Bx3 
8x4 
8x5 
8xo 

10x4 
10xo 
10xB 
12x4 
12x6 
i2xS 

12xl0 
14xo 
14x8 

14xl0 
14x12 

16xo 
16x8 

16xlO 
16x12 
16x14 
18x8 

18xi 0 
18x12 
18x14 
18)(16 
lOxiO 
20x12 
20xi4 
20.x:16 
20xia 
24)(12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x24 
36x30 
42x24 
42)(30 
42x36 
48)(30 
48x36 
48x42 

05/01/09 

286899 
286905 
276i35 
276159 
276i73 
276197 
276210 
344902 
286417 
343585 
276241 
317210 
286424 
286431 
344650 
276265 
298311 
276296 
344667 
344674 
286448 
327455 
344661 
332640 
344698 
332657 
344704 
344711 
343578 
344629 
343561 
316862 
343554 
344612 
276319 
344599 
344605 
343547 
343530 
343523 
343516 
343509 
344582 
344575 
344568 
344551 

s 
s 
s 
s 
s 
S 
N 
N 
S 
N 
S 
N 
S 
5 
N 
5 
S 
5 
N 
N 
N 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

090403 
090410 
090427 
090434 
090441 
090458 
090465 

090472 
090489 
090496 
090335 
090342 
090359 
090373 
090380 
090397 
090366 
091950 
091967 
091936 
091943 
092001 
092018 
091974 
091981 
091998 
092094 
092025 
092032 
092056 
092070 
092117 
092131 
092155 
092179 
092193 
092216 
092230 
092254 
092278 
092285 
113799 
089391 
089407 
089414 

107316 
096573 
096580 
096597 
096603 
096610 
096627 

s 
s 
s 
s 
s 
S 
5 

5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 
5 
5 
5 
N 

5 
5 
5 
5 
5 
5 

76.00 
113.00 
i39.00 
149.00 
i 70.00 
206.00 
217.00 
258.00 
309.00 
298.00 
337.00 
361.00 
433.00 
540.00 
527.00 
628.00 
703.00 
796.00 
698.00 
788.00 
878.00 
997"00 
655.00 
952"00 

1071.00 
1218"00 
1260.00 
1200"00 
1325.00 
1477"00 
1525.00 
1709.00 
i 550.00 
1819.00 
i 775.00 
1951.00 
2050.00 
2935.00 
2928.00 
3061.00 
3163.00 
3410.00 
5198.00 
4455.00 
4785.00 
5335.00 
7398.00 
8553.00 

10920.00 
12360.00 
14070.00 
15750.00 
17700.00 
19920.00 

11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
119 
130 
145 
178 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 
170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
3iO 
345 
355 
390 
4iO 
480 
490 
525 
550 
590 
790 
810 
870 
970 

1345 
1555 
1820 
2060 
2345 
2625 
2950 
3320 

l35 

McVVane-014376 



CX 2358-136

Tyler Union Cll 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCooe 670610 

Domestic 
Ship 
Code 

STANDARD BliND FLANGES 

3 
4 
6 
8 

10 
12 
14 
i6 
18 
20 
24 
30 
36 
42 
48 

286523 
276579 
285335 
285328 
286530 
276586 
286882 
2870i8 
119845 
28654i 
297109 
376286 

s 
s 
5 
S 

S 
t'-~ 

5 
S 
N 
N 
toJ 

UPCode 670610 
Non-Domestic 

449720 

452294 

093138 
111702 

107156 

BLIND FLANGE TAPPED (2-imh Only) See No'e 

Ship 
Code 

N 
N 
5 
N 
s 
N 
t'-J 
N 
N 
N 
N 

N 

N 

3 286554 S N 
4 
6 
8 

10 
i2 
14 
16 
18 
20 
24 
30 
36 
42 
48 

287988 
276647 
286561 
298052 
286578 
286639 
376279 
376309 
376316 
376323 
376293 

S 
5 
S 

N 
N 

N 
N 
N 
N 

451617 
451631 
451686 

COMPANION FLANGE REDUCER FOR D! 

4x3 451501 s 
6x4 450115 N 

COMPANION FLANGE REDUCER FOR STEEL 

4x3 450337 S 

COMPANION FLANGES FOR DI 

8 
10 
16 

451709 
451198 
454571 

S 
N 
N 

COMPANION FLANGES FOR STEEL 

2 
3 
4 
6 
8 

12 

450306 
450160 
451020 
451624 
454847 
450191 

N 
N 
S 
S 
5 
N 

S 
5 
S 

N 
N 

N 
N 
N 
N 

N 
N 

Less 
Accessories 

43.00 
68.00 

119.00 
191.00 
242.00 
310.00 
495.00 
743.00 
835.00 

iOiO.OO 
1591.00 
3190.00 
4345.00 
7050.00 
9510.00 

83.00 
108.00 
159.00 
231.00 
282.00 
350.00 
535.00 
783.00 
875.00 

1110.00 
1671.00 
3290.00 
4445.00 
7250.00 
9710.00 

68.00 
106.00 

77.00 

145.00 
148.00 
405.00 

39.00 
33.00 
54.00 
72.00 

119.00 
259,00 

Domesiic 
Weight 

9 
13 
22 
38 
55 
73 

110 
i65 
167 
2i4 
303 
580 

9 
13 
22 
38 
55 
73 

110 
165 
167 
214 
303 
580 

16 
25 

16 

35 
33 
86 

6 
7 

12 
17 
28 
61 

136 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

9 
15 
20 
45 
55 
73 

110 
i65 
167 
2i4 
303 
580 
790 

1175 
1585 

9 
15 
20 
45 
55 
73 

110 
165 
167 
214 
303 
580 
790 

1175 
1585 

05/01/09 

Confidential McVVane-014377 

PUBLIC

Tyler Union Cll 0 Flanged Fittings/Prime Out, CL & Seal In 

Size 
UPCooe 670610 

Domestic 
Ship 
Code 

STANDARD BliND FLANGES 

3 
4 
6 
8 

10 
12 
14 
i6 
18 
20 
24 
30 
36 
42 
48 

286523 
276579 
285335 
285328 
286530 
276586 
286882 
2870i8 
119845 
28654i 
297109 
376286 

s 
s 
5 
S 

S 
t'-~ 

5 
S 
N 
N 
toJ 

UPCode 670610 
Non-Domestic 

449720 

452294 

093138 
111702 

107156 

BLIND FLANGE TAPPED (2-imh Only) See No'e 

Ship 
Code 

N 
N 
5 
N 
s 
N 
t'-J 
N 
N 
N 
N 

N 

N 

3 286554 S N 
4 
6 
8 

10 
i2 
14 
16 
18 
20 
24 
30 
36 
42 
48 

287988 
276647 
286561 
298052 
286578 
286639 
376279 
376309 
376316 
376323 
376293 

S 
5 
S 

N 
N 

N 
N 
N 
N 

451617 
451631 
451686 

COMPANION FLANGE REDUCER FOR D! 

4x3 451501 s 
6x4 450115 N 

COMPANION FLANGE REDUCER FOR STEEL 

4x3 450337 S 

COMPANION FLANGES FOR DI 

8 
10 
16 

451709 
451198 
454571 

S 
N 
N 

COMPANION FLANGES FOR STEEL 

2 
3 
4 
6 
8 

12 

450306 
450160 
451020 
451624 
454847 
450191 

N 
N 
S 
S 
5 
N 

S 
5 
S 

N 
N 

N 
N 
N 
N 

N 
N 

Less 
Accessories 

43.00 
68.00 

119.00 
191.00 
242.00 
310.00 
495.00 
743.00 
835.00 

iOiO.OO 
1591.00 
3190.00 
4345.00 
7050.00 
9510.00 

83.00 
108.00 
159.00 
231.00 
282.00 
350.00 
535.00 
783.00 
875.00 

1110.00 
1671.00 
3290.00 
4445.00 
7250.00 
9710.00 

68.00 
106.00 

77.00 

145.00 
148.00 
405.00 

39.00 
33.00 
54.00 
72.00 

119.00 
259,00 

Domesiic 
Weight 

9 
13 
22 
38 
55 
73 

110 
i65 
167 
2i4 
303 
580 

9 
13 
22 
38 
55 
73 

110 
165 
167 
214 
303 
580 

16 
25 

16 

35 
33 
86 

6 
7 

12 
17 
28 
61 

136 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

9 
15 
20 
45 
55 
73 

110 
i65 
167 
2i4 
303 
580 
790 

1175 
1585 

9 
15 
20 
45 
55 
73 

110 
165 
167 
214 
303 
580 
790 

1175 
1585 

05/01/09 

Confidential McVVane-014377 



CX 2358-137

FLANGED eno PR!ME COATED 
LP-5091 Tv. AI'" II .... i" .... ell0 Firtru'lll:lrl I=ilti ....... c: ID ... i rn.A .,"-- _ ... _ .. '_.'::11-- . ••••• "::;1-' • . .... -

UPCode 670610 
Size Domestic 

FLANGE SLUDGE SHOE 

3 344544 
4 344537 
6 332824 
8 343493 

10 344636 
12 344643 

rl A ... ,..r ........ I ..... anll'" 
'-~I"~-= I R.UI; .Y I -= 

A __ A __ .. "'OL-:I~L 
LfA't,h't LOU..l.}U 

6x4x4 332718 
L __ L __ L ~A~AOL 
UAUAU .,)"+ ... "'+ou 

8x6x6 344513 
0 __ 0 .• 0 ~ A .£:'"1"" 
0"'0"'0 .,)"+"+ .... £v 

FLANGExFLARE 90° ELi. 

3 272595 
4 333517 
6 343479 
8 275275 

10 300182 
12 332671 
14 344940 
16 343462 
18 343455 
20 344506 
24 344490 

FLANGExFLARE piECE 

3 318347 

" 343639 
6 343646 
8 343653 

10 276708 
12 286585 
14 318330 
16 344728 
18 344735 
20 343622 
24 343615 

Ship UPCode 670610 Ship less 
Code Non-Domestic Code Accessories 

N 090625 5 119.00 
III 090632 S 158.00 
N 090649 5 191.00 
III 090656 S 276.00 
N 090601 S 361.00 
III 090618 S 510.00 

., 1"I1"1'1\~1: • "'I AO nr. 

" U7IV,,)..} 0 "''+O.VU 

N 091059 5 255.00 ., 1"11"1,1\ .. .-" • "', nn 
" V7IV,,+.£ 0 ")UI.UV 

N 091073 5 425.00 ., .... nlnLL • z::nl: ........ 

" V71VUU 0 .J7..J.VV 

t"<i 089872 5 143.00 
N 089940 S 203.00 
N 090007 5 298.00 
N 090069 S 510.00 
N 089643 5 829.00 
!II 089711 S 1169"00 
N 091479 5 1530.00 
N 091523 S 2070"00 
N 091578 5 2800.00 
N 091639 S 3500"00 
N 091684 5 6325.00 

N 090298 S 95.00 
N 090304 S 135.00 
S 090311 S 170.00 
N 090328 S 298.00 
N 090274 5 404.00 
S 090281 S 655.00 
N 091882 5 743.00 
N 091899 S 1080.00 
N 091905 5 1270.00 
N 091912 5 1775.00 
N 091929 5 2760.00 

i NOTE - For Topped Tees, Plugs ond Cops Only: We stock 2" i 
IIPT Tops only. For 011 top sizes other than 2N IPT up to 0 4" I 
I maximum add $250.00 to the list price shown tor corresponding I 
I 2" topped -fitting. Special topped -fittings ore non-concelloble and I 
I non-returnable. Contact CSR tor details I 

S = From Stock to 2 weeks· N = Non-Stock; Check for availability. 

nllt ('. 
--"' --

Domesiic 
Weight 

28 
35 
45 
65 
88 

120 

,n 
qy 

75 
"' U~ 

134 
, " ,~~ 

25 
40 
70 

118 
175 
245 
450 
700 
685 
860 

1195 

20 
44 
44 
75 

108 
154 
190 
294 
355 
465 
635 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

R- CA". In - --_. 
t...Jon-Domesiic 

Weight 

25 
35 
45 
65 
85 

120 

« 
JJ 

60 
0< 
UJ 

100 
"n 
,~v 

30 
45 
75 

120 
195 
275 
340 
460 
560 
700 

1100 

20 
30 
40 
70 
95 

155 
165 
240 
275 
355 
480 

l37 

Confidential McVVane-014378 

PUBLIC

FLANGED eno PR!ME COATED 
LP-5091 Tv. AI'" II .... i" .... ell0 Firtru'lll:lrl I=ilti ....... c: ID ... i rn.A .,"-- _ ... _ .. '_.'::11-- . ••••• "::;1-' • . .... -

UPCode 670610 
Size Domestic 

FLANGE SLUDGE SHOE 

3 344544 
4 344537 
6 332824 
8 343493 

10 344636 
12 344643 

rl A ... ,..r ........ I ..... anll'" 
'-~I"~-= I R.UI; .Y I -= 

A __ A __ .. "'OL-:I~L 
LfA't,h't LOU..l.}U 

6x4x4 332718 
L __ L __ L ~A~AOL 
UAUAU .,)"+ ... "'+ou 

8x6x6 344513 
0 __ 0 .• 0 ~ A .£:'"1"" 
0"'0"'0 .,)"+"+ .... £v 

FLANGExFLARE 90° ELi. 

3 272595 
4 333517 
6 343479 
8 275275 

10 300182 
12 332671 
14 344940 
16 343462 
18 343455 
20 344506 
24 344490 

FLANGExFLARE piECE 

3 318347 

" 343639 
6 343646 
8 343653 

10 276708 
12 286585 
14 318330 
16 344728 
18 344735 
20 343622 
24 343615 

Ship UPCode 670610 Ship less 
Code Non-Domestic Code Accessories 

N 090625 5 119.00 
III 090632 S 158.00 
N 090649 5 191.00 
III 090656 S 276.00 
N 090601 S 361.00 
III 090618 S 510.00 

., 1"I1"1'1\~1: • "'I AO nr. 

" U7IV,,)..} 0 "''+O.VU 

N 091059 5 255.00 ., 1"11"1,1\ .. .-" • "', nn 
" V7IV,,+.£ 0 ")UI.UV 

N 091073 5 425.00 ., .... nlnLL • z::nl: ........ 

" V71VUU 0 .J7..J.VV 

t"<i 089872 5 143.00 
N 089940 S 203.00 
N 090007 5 298.00 
N 090069 S 510.00 
N 089643 5 829.00 
!II 089711 S 1169"00 
N 091479 5 1530.00 
N 091523 S 2070"00 
N 091578 5 2800.00 
N 091639 S 3500"00 
N 091684 5 6325.00 

N 090298 S 95.00 
N 090304 S 135.00 
S 090311 S 170.00 
N 090328 S 298.00 
N 090274 5 404.00 
S 090281 S 655.00 
N 091882 5 743.00 
N 091899 S 1080.00 
N 091905 5 1270.00 
N 091912 5 1775.00 
N 091929 5 2760.00 

i NOTE - For Topped Tees, Plugs ond Cops Only: We stock 2" i 
IIPT Tops only. For 011 top sizes other than 2N IPT up to 0 4" I 
I maximum add $250.00 to the list price shown tor corresponding I 
I 2" topped -fitting. Special topped -fittings ore non-concelloble and I 
I non-returnable. Contact CSR tor details I 

S = From Stock to 2 weeks· N = Non-Stock; Check for availability. 

nllt ('. 
--"' --

Domesiic 
Weight 

28 
35 
45 
65 
88 

120 

,n 
qy 

75 
"' U~ 

134 
, " ,~~ 

25 
40 
70 

118 
175 
245 
450 
700 
685 
860 

1195 

20 
44 
44 
75 

108 
154 
190 
294 
355 
465 
635 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON .. ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

R- CA". In - --_. 
t...Jon-Domesiic 

Weight 

25 
35 
45 
65 
85 

120 

« 
JJ 

60 
0< 
UJ 

100 
"n 
,~v 

30 
45 
75 

120 
195 
275 
340 
460 
560 
700 

1100 

20 
30 
40 
70 
95 

155 
165 
240 
275 
355 
480 

l37 

Confidential McVVane-014378 



CX 2358-138

136 

NOTE & ADDiTIONS 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-014379 

PUBLIC

136 

NOTE & ADDiTIONS 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-014379 



CX 2358-139

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship Less 

Accessories 
Vv'iih Domesiic Non-Domesiic 

Size Domestic Code Non-Domestic Code 

90' (ii4j M.i BEND 
3 291671 
4 291688 
6 29i 695 
8 291701 

10 291718 
12 291725 
14 291732 
16 291749 
18 291756 
20 291763 
24 291770 
30 120209 
36 051237 
42 
48 

45' (i iiij M.i BEND 
3 29i 893 
4 291909 
629i9i6 
8 287704 

iO 29i923 
12 291930 
i4 29i947 
16 291954 
i8 29i96i 
20 291978 
24 291985 
30 120230 
36 029861 
42 
48 

22%0 (i ii 6j Mj BEND 

3 333098 
4 2924167 
6 292074 
8 287728 

10 292081 
12 292098 
14 292104 
16 292111 
18 292128 
20 292135 
24 292142 
30 120261 
36 062790 
42 
48 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 

N 
S 
5 
5 
5 
5 
N 
5 
5 
5 
5 
N 
5 

050100 
050193 
050315 
050438 
049869 
049982 
055358 
055532 
055778 
055846 
055884 
049715 
049739 
096634 
096641 

050094 
050186 
050308 
050421 
049852 
049975 
055334 
055525 
055754 
055839 
055877 
049708 
049722 
096658 
096665 

050087 
4150179 
050292 
050414 
049845 
049968 
055310 
055518 
055730 
055815 
055860 
049692 
096672 
096669 
096696 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
iii 
N 

i 05.00 
108.00 
i 70.00 
251.00 
387.00 
514.00 
909.00 

1148.00 
i 570.00 
1905.00 
30i 4.00 
5115.00 
7975.00 

14286.00 
19050.00 

90.00 
90.00 

i40.00 
2041.041 
289.00 
425.041 
707.00 
882.00 

i i 65.00 
1375.00 
1995.00 
42941.00 
6243.00 

10056.00 
13176.00 

57.00 
86.041 

i2B.OO 
196.00 
281.00 
370.00 
716.00 
846.00 

1155.00 
1460.00 
1922.00 
3658.00 
5280.00 
6202.00 

10806.00 

Accessories 

i 59.00 
172.00 
254.00 
347.00 
515.00 
658.00 

i 125.00 
1410.00 
1948.00 
2341.00 
3594.00 
6639.00 
9873.00 

17B12.00 
23886.00 

i44.00 
154.00 
224.00 
296.00 
4 i 7.00 
569.00 
923.00 

1144.00 
1543.00 
1811.00 
2575.00 
5814.00 
8141.00 

13582.00 
18012.00 

11 LOa 
150.00 
2i 2.00 
292.00 
409.00 
514.00 
932.00 

1108.00 
1533.00 
1896.00 
2502.00 
5182.00 
7178.00 

i i 726.00 
15642.00 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

18 
25 
45 
63 
8i 

114 
23i 
273 
4ii 
519 
683 

1139 
i450 

i7 
22 
36 
55 
74 

1411 
i53 
203 
292 
352 
463 
780 

1135 

i6 
241 
31 
46 
66 
80 

136 
172 
286 
376 
512 
610 
960 

22 
24 
40 
59 
9i 

121 
202 
255 
3i4 
381 
574 
930 

i450 
2381 
3175 

i9 
20 
33 
47 
68 

1410 
157 
196 
233 
275 
380 
780 

ii35 
1676 
2196 

i2 
19 
30 
46 
66 
87 

159 
188 
231 
292 
366 
665 
960 

i367 
1801 

l39 

McVVane-O 14380 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship Less 

Accessories 
Vv'iih Domesiic Non-Domesiic 

Size Domestic Code Non-Domestic Code 

90' (ii4j M.i BEND 
3 291671 
4 291688 
6 29i 695 
8 291701 

10 291718 
12 291725 
14 291732 
16 291749 
18 291756 
20 291763 
24 291770 
30 120209 
36 051237 
42 
48 

45' (i iiij M.i BEND 
3 29i 893 
4 291909 
629i9i6 
8 287704 

iO 29i923 
12 291930 
i4 29i947 
16 291954 
i8 29i96i 
20 291978 
24 291985 
30 120230 
36 029861 
42 
48 

22%0 (i ii 6j Mj BEND 

3 333098 
4 2924167 
6 292074 
8 287728 

10 292081 
12 292098 
14 292104 
16 292111 
18 292128 
20 292135 
24 292142 
30 120261 
36 062790 
42 
48 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 

5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 

N 
S 
5 
5 
5 
5 
N 
5 
5 
5 
5 
N 
5 

050100 
050193 
050315 
050438 
049869 
049982 
055358 
055532 
055778 
055846 
055884 
049715 
049739 
096634 
096641 

050094 
050186 
050308 
050421 
049852 
049975 
055334 
055525 
055754 
055839 
055877 
049708 
049722 
096658 
096665 

050087 
4150179 
050292 
050414 
049845 
049968 
055310 
055518 
055730 
055815 
055860 
049692 
096672 
096669 
096696 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
iii 
N 

i 05.00 
108.00 
i 70.00 
251.00 
387.00 
514.00 
909.00 

1148.00 
i 570.00 
1905.00 
30i 4.00 
5115.00 
7975.00 

14286.00 
19050.00 

90.00 
90.00 

i40.00 
2041.041 
289.00 
425.041 
707.00 
882.00 

i i 65.00 
1375.00 
1995.00 
42941.00 
6243.00 

10056.00 
13176.00 

57.00 
86.041 

i2B.OO 
196.00 
281.00 
370.00 
716.00 
846.00 

1155.00 
1460.00 
1922.00 
3658.00 
5280.00 
6202.00 

10806.00 

Accessories 

i 59.00 
172.00 
254.00 
347.00 
515.00 
658.00 

i 125.00 
1410.00 
1948.00 
2341.00 
3594.00 
6639.00 
9873.00 

17B12.00 
23886.00 

i44.00 
154.00 
224.00 
296.00 
4 i 7.00 
569.00 
923.00 

1144.00 
1543.00 
1811.00 
2575.00 
5814.00 
8141.00 

13582.00 
18012.00 

11 LOa 
150.00 
2i 2.00 
292.00 
409.00 
514.00 
932.00 

1108.00 
1533.00 
1896.00 
2502.00 
5182.00 
7178.00 

i i 726.00 
15642.00 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

18 
25 
45 
63 
8i 

114 
23i 
273 
4ii 
519 
683 

1139 
i450 

i7 
22 
36 
55 
74 

1411 
i53 
203 
292 
352 
463 
780 

1135 

i6 
241 
31 
46 
66 
80 

136 
172 
286 
376 
512 
610 
960 

22 
24 
40 
59 
9i 

121 
202 
255 
3i4 
381 
574 
930 

i450 
2381 
3175 

i9 
20 
33 
47 
68 

1410 
157 
196 
233 
275 
380 
780 

ii35 
1676 
2196 

i2 
19 
30 
46 
66 
87 

159 
188 
231 
292 
366 
665 
960 

i367 
1801 

l39 

McVVane-O 14380 



CX 2358-140

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

11 'i." 11 132) MJ BEND 
3 

" 6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

345619 
292166 
292173 
287711 
292180 
292197 
292203 
292210 
292227 
292234 
292241 
052289 
062738 

N 
5 
5 
5 
5 
5 
N 
5 
5 
N 
5 
N 
N 

90" (1i4) MJxi'E BEND 

3 

" 6 
8 

10 
12 
14 
16 
24 
30 

291787 
291794 
291800 
291817 
291824 
345626 
345633 
345640 
345671 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

45° {lIS} MJxPE BEND 

3 
4 
6 
8 

10 
12 
14 
16 
24 
30 

291992 
292005 
292012 
292029 
292036 
345268 
345275 
345282 
345329 
093268 

t--! 
S 
S 
OJ 
N 
OJ 
N 
OJ 
N 
N 

22';'° (1/16) MJxPE BEND 

3 
4 
6 
8 

10 
12 
14 
16 
2-1 
30 

345312 
345305 
292159 
345299 
348955 
345954 
345947 
345930 
3-15961 

N 
N 
N 
N 
N 
OJ 
N 
OJ 
N 
OJ 

050070 
050162 
050285 
050407 
049838 
049951 
055297 
055495 
055716 
055792 
055853 
049685 
096702 
105466 
105473 

050155 
050278 
050391 
050513 
049944 
050063 
055471 
055648 
055921 
093312 

050148 
050261 
050384 
050506 
049937 
050056 
055457 
055631 
055914 

050131 
050254 
050377 
050490 
049920 
050049 
055433 
055617 
055907 
093220 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

t--J 
OJ 
t--J 
OJ 
t--J 
OJ 
t--J 
OJ 
N 
N 

N 
N 
N 
N 
t--J 
OJ 
t--J 
OJ 
t--J 
OJ 

less 
Acces.sories 

57.00 
77.00 

132.00 
179.00 
255.00 
327.00 
734.00 
846.00 

1270.00 
1285.00 
1769.00 
3300.00 
4510.00 
7080.00 
9444.00 

86.00 
108.00 
170.00 
242.00 
374.00 
485.00 
887.00 

1359.00 
3019.00 
4758.00 

71.00 
90.00 

145.00 
204.00 
298.00 
417.00 
657.00 
828.00 

2048.00 
3933.00 

62.00 
81.00 

132.00 
204.00 
268.00 
349.00 
684.00 

1148.00 
207-1.00 
3355.00 

'vViih 
Accessories 

111.00 
141.00 
216.00 
275.00 
383.00 
471.00 
950.00 

1108.00 
1648.00 
1721.00 
2349.00 
4824.00 
6408.00 

10606.00 
14280.00 

113.00 
140.00 
212.00 
290.00 
438.00 
557.00 
995.00 

1490.00 
3309.00 
5520.00 

98.00 
122.00 
187.00 
252.00 
362.00 
489.00 
765.00 
959.00 

2338.00 
4695.00 

89.00 
113.00 
174.00 
252.00 
332.00 
421.00 
792.00 

1279.00 
236-1.00 
4ii7.00 

Domesiic 
Weight 

15 
19 
29 
43 
59 
77 
93 

148 
283 
374 
457 
567 
820 

17 
25 
42 
57 
91 

114 
219 
254 
710 
865 

17 
21 
34 
53 
71 

102 
146 
192 
440 
715 

19 
19 
29 
46 
64 
78 

133 
181 
3-15 
610 

140 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

12 
17 
31 
42 
60 
77 

163 
188 
254 
257 
337 
600 
820 

1180 
1574 

18 
24 
40 
57 
88 

114 
197 
302 
575 
865 

15 
20 
34 
48 
70 
98 

146 
184 
390 
715 

13 
18 
31 
48 
63 
79 

152 
255 
395 
600 

05/01/09 

Confidential McVVane-O 14381 

PUBLIC

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

11 'i." 11 132) MJ BEND 
3 

" 6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

345619 
292166 
292173 
287711 
292180 
292197 
292203 
292210 
292227 
292234 
292241 
052289 
062738 

N 
5 
5 
5 
5 
5 
N 
5 
5 
N 
5 
N 
N 

90" (1i4) MJxi'E BEND 

3 

" 6 
8 

10 
12 
14 
16 
24 
30 

291787 
291794 
291800 
291817 
291824 
345626 
345633 
345640 
345671 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

45° {lIS} MJxPE BEND 

3 
4 
6 
8 

10 
12 
14 
16 
24 
30 

291992 
292005 
292012 
292029 
292036 
345268 
345275 
345282 
345329 
093268 

t--! 
S 
S 
OJ 
N 
OJ 
N 
OJ 
N 
N 

22';'° (1/16) MJxPE BEND 

3 
4 
6 
8 

10 
12 
14 
16 
2-1 
30 

345312 
345305 
292159 
345299 
348955 
345954 
345947 
345930 
3-15961 

N 
N 
N 
N 
N 
OJ 
N 
OJ 
N 
OJ 

050070 
050162 
050285 
050407 
049838 
049951 
055297 
055495 
055716 
055792 
055853 
049685 
096702 
105466 
105473 

050155 
050278 
050391 
050513 
049944 
050063 
055471 
055648 
055921 
093312 

050148 
050261 
050384 
050506 
049937 
050056 
055457 
055631 
055914 

050131 
050254 
050377 
050490 
049920 
050049 
055433 
055617 
055907 
093220 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

t--J 
OJ 
t--J 
OJ 
t--J 
OJ 
t--J 
OJ 
N 
N 

N 
N 
N 
N 
t--J 
OJ 
t--J 
OJ 
t--J 
OJ 

less 
Acces.sories 

57.00 
77.00 

132.00 
179.00 
255.00 
327.00 
734.00 
846.00 

1270.00 
1285.00 
1769.00 
3300.00 
4510.00 
7080.00 
9444.00 

86.00 
108.00 
170.00 
242.00 
374.00 
485.00 
887.00 

1359.00 
3019.00 
4758.00 

71.00 
90.00 

145.00 
204.00 
298.00 
417.00 
657.00 
828.00 

2048.00 
3933.00 

62.00 
81.00 

132.00 
204.00 
268.00 
349.00 
684.00 

1148.00 
207-1.00 
3355.00 

'vViih 
Accessories 

111.00 
141.00 
216.00 
275.00 
383.00 
471.00 
950.00 

1108.00 
1648.00 
1721.00 
2349.00 
4824.00 
6408.00 

10606.00 
14280.00 

113.00 
140.00 
212.00 
290.00 
438.00 
557.00 
995.00 

1490.00 
3309.00 
5520.00 

98.00 
122.00 
187.00 
252.00 
362.00 
489.00 
765.00 
959.00 

2338.00 
4695.00 

89.00 
113.00 
174.00 
252.00 
332.00 
421.00 
792.00 

1279.00 
236-1.00 
4ii7.00 

Domesiic 
Weight 

15 
19 
29 
43 
59 
77 
93 

148 
283 
374 
457 
567 
820 

17 
25 
42 
57 
91 

114 
219 
254 
710 
865 

17 
21 
34 
53 
71 

102 
146 
192 
440 
715 

19 
19 
29 
46 
64 
78 

133 
181 
3-15 
610 

140 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

12 
17 
31 
42 
60 
77 

163 
188 
254 
257 
337 
600 
820 

1180 
1574 

18 
24 
40 
57 
88 

114 
197 
302 
575 
865 

15 
20 
34 
48 
70 
98 

146 
184 
390 
715 

13 
18 
31 
48 
63 
79 

152 
255 
395 
600 

05/01/09 

Confidential McVVane-O 14381 



CX 2358-141

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

i i %0 ii 132) M.ixPE BEND 

3 
4 
6 
!! 

iO 
12 
i4 
16 
24 

345664 
345688 
297567 
345695 
345992 
345985 
345978 
345916 
346005 

N 
N 
N 
N 
N 
N 
N 
N 
N 

90° (1/4) iVUxFE BEND + 
3 
4 
6 
!! 

iO 
12 
i4 
16 

4 
6 
8 

iO 
12 
i4 
16 

345893 
291848 
29i855 
291862 
29i879 
291886 
345886 
345879 

390442 
390459 
390466 
390473 
390-180 
390633 
390640 

N 
S 
N 
S 
N 
N 
N 
N 

221/20 (1/16) J\A.JxFE BEND + 
4 
6 
8 

10 
12 

390497 
390503 
390510 
390521 
390534 

11 %0 P/32) MJxFE BEf'.JD + 
4 
6 
8 

10 
12 

390541 
390558 
390565 
390572 
390589 

N 
N 
N 
N 
N 

050i24 
050247 
050360 
050483 
0499i3 
050032 
0554i9 
055594 
05589i 

050ii 7 
050230 
050353 
050476 
049906 
050025 
055396 
055570 

050223 
050346 
050469 
049890 
050018 
055372 
055556 

050216 
050339 
050452 
049883 
050001 

050209 
050322 
050445 
049876 
049999 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 

N 
N 
N 
N 
N 

62.00 
77.00 

i23.00 
191.00 
238.00 
302.00 
599.00 
743.00 

2iDO.DO 

95.00 
117.00 
200.00 
349.00 
489.00 
693.00 

i 238.00 
1508.00 

113.00 
238.00 
302.00 
438.00 
6-12.00 

i 206.00 
1440.00 

144.00 
114.00 
272.00 
391.00 
561.00 

126.00 
170.00 
225.00 
374.00 
485.00 

89.00 
109.00 
i 65.00 
239.00 
302.00 
374.00 
707.00 
874.00 

2390.00 

i 22.00 
149.00 
242.00 
397.00 
553.00 
765.00 

i346.00 
1639.00 

145.00 
280.00 
350.00 
502.00 
71'1.00 

i314.00 
1571.00 

176.00 
216.00 
320.00 
455.00 
633.00 

158.00 
212.00 
273.00 
438.00 
557.00 

.F!o!"!ges moy be thi!"!!"'!er tho!"! thkk!"!esses i!"'! AWWA ell 0 o!"!d require shorter bolts or use of woshers 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

is 
20 
29 
41 
55 
69 

i i 8 
136 
475 

2i 
28 
45 
64 

ii3 
141 
2i7 
278 

27 
36 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

19 
30 
41 
75 
88 

Non-Domesiic 
Weight 

i3 
17 
29 
45 
56 
71 

i33 
165 
400 

22 
26 
47 
82 

i02 
163 
275 
233 

25 
56 
71 

103 
151 
268 
320 

32 
41 
64 
92 

132 

28 
40 
53 
88 

114 

141 

Confidential McVVane-014382 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

i i %0 ii 132) M.ixPE BEND 

3 
4 
6 
!! 

iO 
12 
i4 
16 
24 

345664 
345688 
297567 
345695 
345992 
345985 
345978 
345916 
346005 

N 
N 
N 
N 
N 
N 
N 
N 
N 

90° (1/4) iVUxFE BEND + 
3 
4 
6 
!! 

iO 
12 
i4 
16 

4 
6 
8 

iO 
12 
i4 
16 

345893 
291848 
29i855 
291862 
29i879 
291886 
345886 
345879 

390442 
390459 
390466 
390473 
390-180 
390633 
390640 

N 
S 
N 
S 
N 
N 
N 
N 

221/20 (1/16) J\A.JxFE BEND + 
4 
6 
8 

10 
12 

390497 
390503 
390510 
390521 
390534 

11 %0 P/32) MJxFE BEf'.JD + 
4 
6 
8 

10 
12 

390541 
390558 
390565 
390572 
390589 

N 
N 
N 
N 
N 

050i24 
050247 
050360 
050483 
0499i3 
050032 
0554i9 
055594 
05589i 

050ii 7 
050230 
050353 
050476 
049906 
050025 
055396 
055570 

050223 
050346 
050469 
049890 
050018 
055372 
055556 

050216 
050339 
050452 
049883 
050001 

050209 
050322 
050445 
049876 
049999 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 

N 
N 
N 
N 
N 

62.00 
77.00 

i23.00 
191.00 
238.00 
302.00 
599.00 
743.00 

2iDO.DO 

95.00 
117.00 
200.00 
349.00 
489.00 
693.00 

i 238.00 
1508.00 

113.00 
238.00 
302.00 
438.00 
6-12.00 

i 206.00 
1440.00 

144.00 
114.00 
272.00 
391.00 
561.00 

126.00 
170.00 
225.00 
374.00 
485.00 

89.00 
109.00 
i 65.00 
239.00 
302.00 
374.00 
707.00 
874.00 

2390.00 

i 22.00 
149.00 
242.00 
397.00 
553.00 
765.00 

i346.00 
1639.00 

145.00 
280.00 
350.00 
502.00 
71'1.00 

i314.00 
1571.00 

176.00 
216.00 
320.00 
455.00 
633.00 

158.00 
212.00 
273.00 
438.00 
557.00 

.F!o!"!ges moy be thi!"!!"'!er tho!"! thkk!"!esses i!"'! AWWA ell 0 o!"!d require shorter bolts or use of woshers 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 18001527-8478 • FAX ORDERS TO 18001248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

is 
20 
29 
41 
55 
69 

i i 8 
136 
475 

2i 
28 
45 
64 

ii3 
141 
2i7 
278 

27 
36 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

19 
30 
41 
75 
88 

Non-Domesiic 
Weight 

i3 
17 
29 
45 
56 
71 

i33 
165 
400 

22 
26 
47 
82 

i02 
163 
275 
233 

25 
56 
71 

103 
151 
268 
320 

32 
41 
64 
92 

132 

28 
40 
53 
88 

114 

141 

Confidential McVVane-014382 



CX 2358-142

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj Vv-it (Not inciuaea in AYI-wA Ci 53j 

3 
4x3 

4 
6x4 

6 
8x4 
ox6 

8 
10x4 
10x6 
10xo 

10 
12x4 
12x6 
12xB 

12xl0 
12 

14x6 
i4 

16x6 
i6x8 

16}1.12 
i6 

18:x.10 
i8 

292777 
345862 
292784 
292791 
292B07 
292814 
292821 
292838 
292845 
292852 
292869 
292876 
345855 
292883 
292890 
292906 
292913 
292937 

345817 
292944 
292968 
292975 

S 
N 
S 
5 
S 
5 
S 
5 
S 
5 
N 
5 
N 
5 
S 
N 
S 
N 

N 
N 
N 
5 
N 
N 

055112 

055129 
055150 
055136 
055198 
055211 
055174 
054955 
054962 
054979 
054948 
055082 
055099 
055105 
055075 
055044 

028505 
058410 
093480 
028512 
058397 

MJxFE AuAPiER (6U Laying Lengihj • 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 

294535 
294542 
294559 
294566 
294573 
294580 
294597 
294603 

373230 

"' Laying Length - 7" 
** Laying Length - 8" 

N 
5 
S 
5 
N 
5 
N 
N 

N 

N 
N 

049791 
049807 
049814 
049821 
049777 
049784 
055235 
055259 

055273 
N 

093169 
093190 

FExPE ADAPTER (12" Laying Length) • 

4 
6 
8 

iO 
12 
i6 

294627 
294634 
294641 
294658 
345145 
345i21 

N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 
N 
i"'-i 

N 
N 
iii 
N 
iii 

N 
N 

162.00 
171.00 
225.00 
221.00 
327.00 
451.00 
374.00 
463.00 
638.00 
672_00 
731.00 
893.00 
897.00 
935.00 

1 003.00 
1177.00 
1262.00 
1313.00 
2i42.00 
1341.00 
i 57i.00 
2021.00 
2453.00 
252900 
2799.00 

76.00 
99.00 

136.00 
208.00 
298.00 
421.00 
621.00 
711.00 

1010.00 
126000 
i 70LOO 
2547.00 
4125.00 

115.00 
157.00 
250.00 
345.00 
440.00 
782.00 

243.00 
262.00 
321.00 
337.00 
453.00 
579.00 
512.00 
607.00 
798.00 
842.00 
907.00 

1085.00 
1073.00 
1121.00 
1195.00 
1385.00 
1478.00 
1571.00 
2466.00 
1645.00 
i88i.OO 
2355.00 
2846.00 
2971.00 
3366.00 

103.00 
131.00 
17B.00 
256.00 
362.00 
493.00 
729.00 
842.00 

1199.00 
1478.00 
199i.OO 
3309.00 
5074.00 

N/A 
N/A 
N/.A 
N/A 
N/.A 
N/A 

... _. .. . . . . . . ... - .. - - - - . .. .. _. 
Tr-tanges moy be thmner thon thicknesses m AWWA l.1 IU ond require shorter bolts or use ot washers. 

142 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

36 
39 
45 
61 
82 
81 

109 
117 
105 
118 
160 
184 
141 
168 
177 
212 
248 
250 
476 
300 
350 
447 
608 
562 
622 

18 
24 
36 
50 
76 
88 

127 
155 

275 

470 
750 

23 
33 
50 
69 
88 

149 

LP-5091 
Non-Domesiic 

Weight 

34 
38 
50 
52 
77 

106 
88 

109 
150 
158 
172 
210 
211 
220 
236 
277 
297 

298 
349 
465 
545 

18 
24 
29 
52 
67 
80 

126 
166 
202 
275 
324 
463 
750 

05/01/09 

Confidential McVVane-O 14383 

PUBLIC

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj Vv-it (Not inciuaea in AYI-wA Ci 53j 

3 
4x3 

4 
6x4 

6 
8x4 
ox6 

8 
10x4 
10x6 
10xo 

10 
12x4 
12x6 
12xB 

12xl0 
12 

14x6 
i4 

16x6 
i6x8 

16}1.12 
i6 

18:x.10 
i8 

292777 
345862 
292784 
292791 
292B07 
292814 
292821 
292838 
292845 
292852 
292869 
292876 
345855 
292883 
292890 
292906 
292913 
292937 

345817 
292944 
292968 
292975 

S 
N 
S 
5 
S 
5 
S 
5 
S 
5 
N 
5 
N 
5 
S 
N 
S 
N 

N 
N 
N 
5 
N 
N 

055112 

055129 
055150 
055136 
055198 
055211 
055174 
054955 
054962 
054979 
054948 
055082 
055099 
055105 
055075 
055044 

028505 
058410 
093480 
028512 
058397 

MJxFE AuAPiER (6U Laying Lengihj • 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 

294535 
294542 
294559 
294566 
294573 
294580 
294597 
294603 

373230 

"' Laying Length - 7" 
** Laying Length - 8" 

N 
5 
S 
5 
N 
5 
N 
N 

N 

N 
N 

049791 
049807 
049814 
049821 
049777 
049784 
055235 
055259 

055273 
N 

093169 
093190 

FExPE ADAPTER (12" Laying Length) • 

4 
6 
8 

iO 
12 
i6 

294627 
294634 
294641 
294658 
345145 
345i21 

N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 
N 
i"'-i 

N 
N 
iii 
N 
iii 

N 
N 

162.00 
171.00 
225.00 
221.00 
327.00 
451.00 
374.00 
463.00 
638.00 
672_00 
731.00 
893.00 
897.00 
935.00 

1 003.00 
1177.00 
1262.00 
1313.00 
2i42.00 
1341.00 
i 57i.00 
2021.00 
2453.00 
252900 
2799.00 

76.00 
99.00 

136.00 
208.00 
298.00 
421.00 
621.00 
711.00 

1010.00 
126000 
i 70LOO 
2547.00 
4125.00 

115.00 
157.00 
250.00 
345.00 
440.00 
782.00 

243.00 
262.00 
321.00 
337.00 
453.00 
579.00 
512.00 
607.00 
798.00 
842.00 
907.00 

1085.00 
1073.00 
1121.00 
1195.00 
1385.00 
1478.00 
1571.00 
2466.00 
1645.00 
i88i.OO 
2355.00 
2846.00 
2971.00 
3366.00 

103.00 
131.00 
17B.00 
256.00 
362.00 
493.00 
729.00 
842.00 

1199.00 
1478.00 
199i.OO 
3309.00 
5074.00 

N/A 
N/A 
N/.A 
N/A 
N/.A 
N/A 

... _. .. . . . . . . ... - .. - - - - . .. .. _. 
Tr-tanges moy be thmner thon thicknesses m AWWA l.1 IU ond require shorter bolts or use ot washers. 

142 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

36 
39 
45 
61 
82 
81 

109 
117 
105 
118 
160 
184 
141 
168 
177 
212 
248 
250 
476 
300 
350 
447 
608 
562 
622 

18 
24 
36 
50 
76 
88 

127 
155 

275 

470 
750 

23 
33 
50 
69 
88 

149 

LP-5091 
Non-Domesiic 

Weight 

34 
38 
50 
52 
77 

106 
88 

109 
150 
158 
172 
210 
211 
220 
236 
277 
297 

298 
349 
465 
545 

18 
24 
29 
52 
67 
80 

126 
166 
202 
275 
324 
463 
750 

05/01/09 

Confidential McVVane-O 14383 



CX 2358-143

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 

Size 

iN TEE 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
Bx4 
8xo 

B 
10x3 
10x4 
10x6 
10xB 

10 
12x3 
12x4 
12x6 
12xB 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x12 
lSx14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 
20x16 
20x18 

20 
24x6 
24x8 

24xl0 
24x12 
24x14 
24x16 

05/01/09 

UPCods670610 Ship UPCode 670610 Ship 
Domestic Code Non-Domestic Code 

288022 
292258 
288039 
292265 
288046 
288053 
292272 
292289 
288060 
288077 
345794 
292296 
288084 
292302 
288091 
345787 
288107 
288114 
292319 
292326 
292333 
292340 
292357 
345770 
350705 
292364 
292371 
292388 
292395 
292401 
345763 
292418 
300816 
292425 
345756 
300786 
345749 
345732 
292432 
345725 
345718 
292449 
292456 
345701 
292463 
345602 
292470 
345596 
345589 
292437 
292494 
345572 
345565 

S 
5 
S 
N 
S 
5 
N 
5 
S 
5 
N 
S 
S 
S 
S 
N 
S 
S 
S 
S 
S 
N 

5 
S 

N 

N 

N 
5 
N 
5 
N 
N 
N 
N 
N 
5 

N 

N 

N 

052043 
052081 
052067 
052135 
052159 
052104 
054863 
054894 
054917 
054740 
051824 
051831 
051855 
051886 
051800 
051954 
051961 
051985 
052012 
051930 
051916 
057550 
057611 
057499 
057536 
057451 
057772 
057833 
057673 
057710 
057758 
057635 
057895 
057956 
093404 
093435 

093459 
057871 
058052 
058090 
057987 
057994 

058014 
058038 
057970 
058298 
058373 
053137 
058151 
058199 
058212 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
hi 
N 
t"-l 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 

N 
N 
N 

N 

N 

N 

Less 

Accessories 

i 38.00 
135.00 
i 44.00 
179.00 
22i .00 
247.00 
247.00 
255.00 
310.00 
370.00 
319.00 
332.00 
383.00 
446.00 
510.00 
383.00 
400.00 
485.00 
557.00 
595.00 
714.00 
819"00 
927.00 

1026"00 
1103.00 
1260"00 
1058.00 
1148.00 
1260.00 
1373.00 
1553.00 
1733.00 
1550.00 
1675.00 
1575.00 
1990.00 
2075.00 
2220.00 
2590.00 
1740.00 
1780.00 
1850.00 
2205.00 
2550.00 
2170.00 
2925.00 
2390.00 
2163.00 
2226.00 
2436.00 
2373.00 
2888.00 
3050.00 

Vv'iih 
Accessories 

2i 9.00 
226.00 
240.00 
290.00 
337.00 
373.00 
370.00 
383.00 
448.00 
514.00 
474.00 
492.00 
553.00 
622.00 
702.00 
554.00 
576.00 
671.00 
749.00 
803.00 
930.00 

1077"00 
1191.00 
1306"00 
1391.00 
1584"00 
1362.00 
1458"00 
1586.00 
1707"00 
1923.00 
2126"00 
1970.00 
2101.00 
2017.00 
2440.00 
2561.00 
2729.00 
3157.00 
2218.00 
2264.00 
2350.00 
2713.00 
3094.00 
2737.00 
3550.00 
3044.00 
2785.00 
2854.00 
3030.00 
3025.00 
3576.00 
3761.00 

Domesiic 
Weight 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 
82 
99 

111 
128 

91 
103 
102 
120 
155 
165 
183 
206 
229 
245 
281 
222 
245 
265 
277 
317 
337 
275 
280 
301 
370 
415 
476 
490 
335 
383 
392 
432 
510 
553 
577 
572 
465 
475 
516 
549 
585 
625 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

29 
30 
32 
42 
52 
58 
58 
60 
73 
87 
75 
78 
90 

105 
120 
90 
94 

114 
131 
140 
168 
182 
206 
228 
245 
280 
235 
255 
280 
305 
345 
385 
310 
335 
315 
398 

444 
518 
348 
356 
370 
441 

434 
585 
478 
412 
424 
464 
452 
550 
581 

143 

Confidential McVVane-014384 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 

Size 

iN TEE 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
Bx4 
8xo 

B 
10x3 
10x4 
10x6 
10xB 

10 
12x3 
12x4 
12x6 
12xB 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x12 
lSx14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 
20x16 
20x18 

20 
24x6 
24x8 

24xl0 
24x12 
24x14 
24x16 

05/01/09 

UPCods670610 Ship UPCode 670610 Ship 
Domestic Code Non-Domestic Code 

288022 
292258 
288039 
292265 
288046 
288053 
292272 
292289 
288060 
288077 
345794 
292296 
288084 
292302 
288091 
345787 
288107 
288114 
292319 
292326 
292333 
292340 
292357 
345770 
350705 
292364 
292371 
292388 
292395 
292401 
345763 
292418 
300816 
292425 
345756 
300786 
345749 
345732 
292432 
345725 
345718 
292449 
292456 
345701 
292463 
345602 
292470 
345596 
345589 
292437 
292494 
345572 
345565 

S 
5 
S 
N 
S 
5 
N 
5 
S 
5 
N 
S 
S 
S 
S 
N 
S 
S 
S 
S 
S 
N 

5 
S 

N 

N 

N 
5 
N 
5 
N 
N 
N 
N 
N 
5 

N 

N 

N 

052043 
052081 
052067 
052135 
052159 
052104 
054863 
054894 
054917 
054740 
051824 
051831 
051855 
051886 
051800 
051954 
051961 
051985 
052012 
051930 
051916 
057550 
057611 
057499 
057536 
057451 
057772 
057833 
057673 
057710 
057758 
057635 
057895 
057956 
093404 
093435 

093459 
057871 
058052 
058090 
057987 
057994 

058014 
058038 
057970 
058298 
058373 
053137 
058151 
058199 
058212 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
hi 
N 
t"-l 
N 
N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 

N 
N 
N 

N 

N 

N 

Less 

Accessories 

i 38.00 
135.00 
i 44.00 
179.00 
22i .00 
247.00 
247.00 
255.00 
310.00 
370.00 
319.00 
332.00 
383.00 
446.00 
510.00 
383.00 
400.00 
485.00 
557.00 
595.00 
714.00 
819"00 
927.00 

1026"00 
1103.00 
1260"00 
1058.00 
1148.00 
1260.00 
1373.00 
1553.00 
1733.00 
1550.00 
1675.00 
1575.00 
1990.00 
2075.00 
2220.00 
2590.00 
1740.00 
1780.00 
1850.00 
2205.00 
2550.00 
2170.00 
2925.00 
2390.00 
2163.00 
2226.00 
2436.00 
2373.00 
2888.00 
3050.00 

Vv'iih 
Accessories 

2i 9.00 
226.00 
240.00 
290.00 
337.00 
373.00 
370.00 
383.00 
448.00 
514.00 
474.00 
492.00 
553.00 
622.00 
702.00 
554.00 
576.00 
671.00 
749.00 
803.00 
930.00 

1077"00 
1191.00 
1306"00 
1391.00 
1584"00 
1362.00 
1458"00 
1586.00 
1707"00 
1923.00 
2126"00 
1970.00 
2101.00 
2017.00 
2440.00 
2561.00 
2729.00 
3157.00 
2218.00 
2264.00 
2350.00 
2713.00 
3094.00 
2737.00 
3550.00 
3044.00 
2785.00 
2854.00 
3030.00 
3025.00 
3576.00 
3761.00 

Domesiic 
Weight 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 
82 
99 

111 
128 

91 
103 
102 
120 
155 
165 
183 
206 
229 
245 
281 
222 
245 
265 
277 
317 
337 
275 
280 
301 
370 
415 
476 
490 
335 
383 
392 
432 
510 
553 
577 
572 
465 
475 
516 
549 
585 
625 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527·8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

29 
30 
32 
42 
52 
58 
58 
60 
73 
87 
75 
78 
90 

105 
120 
90 
94 

114 
131 
140 
168 
182 
206 
228 
245 
280 
235 
255 
280 
305 
345 
385 
310 
335 
315 
398 

444 
518 
348 
356 
370 
441 

434 
585 
478 
412 
424 
464 
452 
550 
581 

143 

Confidential McVVane-014384 



CX 2358-144

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

Mj TEE (Con'tj 
24xi8 
24:-:20 

24 
30x6 
30x8 

30x12 
30xi6 
30:-,20 
30x24 

30 
36xi2 
36x16 
36x24 
36x30 

36 
42x24 
42x30 
42:~36 

42 
48x12 
48x24 
48x36 
48x42 

48 

300793 
345558 
292500 
100249 

052494 
ii3i57 

MJxFE TEE. 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
6x6 

8 
iOx4 
10x6 
iOx6 

10 
12x4 
12x6 
12x8 

12x10 
12 

14x6 
14x10 
14x12 

14 
16x6 
16x8 

16x10 

345541 
345534 
345527 
3455iO 
292517 
292524 
292531 
292546 
292555 
345460 
292562 
345473 
345466 
292579 
292586 
292593 
345442 
292609 
292616 
345428 
345411 
292623 
292630 
292647 
345404 

N 
N 
S 
N 
N 
N 

N 
N 
N 
N 

N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
S 
N 
N 
N 
S 
N 
N 
N 
N 
N 

N 

N 

058250 
058274 
058ii3 
049760 
i05480 
105497 
i05503 
105510 
i05527 
049753 

105534 
105541 
105558 
105565 

113195 

112587 

052050 
052098 
052074 
052i42 
052166 
052iii 
054900 
054924 
054832 
05i648 
051862 
05i693 
051817 
051978 
051992 
052029 
051947 
051923 
057567 
057512 
057543 
057475 
057796 
057857 
057697 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
i"'-i 
N 
t"'-i 
N 

I" 
N 

I" 
N 

I" 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

less 
Acces.sories 

3066.00 
3455.00 
3728.00 
3597.00 
4065.00 
4565.00 
5275.00 
5577.00 
5836.00 
7277.00 
6067.00 
6551.00 
7953.00 
9218.00 

10918.00 
13770.00 
14022.00 
17928.00 
19014.00 
15000.00 
16932.00 
23892"00 
24600.00 
25506"00 

152.00 
i67.00 
180.00 
225.00 
234.00 
266.00 
315.00 
340.00 
417.00 
363.00 
476.00 
5i4.00 
655.00 
502.00 
510.00 
587.00 
672.00 
842.00 
909.00 

1305.00 
1418.00 
1521.00 
1026.00 
1242.00 
1485.00 

'vViih 
Accessories 

3835.00 
4253.00 
4598.00 
5163.00 
5637.00 
6161.00 
6930.00 
7319.00 
7650.00 
9563.00 
7663.00 
8206.00 
9767.00 

11878.00 
13765.00 
17586.00 
18310.00 
22403.00 
24303.00 
19908.00 
22058.00 
29677"00 
31199.00 
32760"00 

206.00 
23i .00 
244.00 
309.00 
318.00 
352.00 
411.00 
436.00 
513.00 
5i i .00 
604.00 
642.00 
783.00 
646.00 
654.00 
731.00 
816.00 
986.00 

1125.00 
1521.00 
1634.00 
1737.00 
1288.00 
1504.00 
1747.00 

Domesiic 
Weight 

72i 
805 
844 
717 
697 
848 

995 
iii4 
1348 
i i03 

1533 
1604 
1949 

29 
34 
38 
5i 
53 
64 
76 
6i 
91 
92 
99 

i21 
144 
118 
133 
146 
161 
187 
205 
226 
238 
285 
230 
243 
281 

+F!arlges may be thinner than thicknesses in AWWA C110 and require shorter bolts or use of "'lashers. 

144 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

LP-5091 
Non-Domesiic 

Weight 

584 
658 
7iO 
654 
739 
830 
959 

1014 
i06i 
1323 

1191 
1446 
1676 
1985 
2295 
2337 
2988 
3169 
2500 
2822 
3982 
4100 
4251 

32 
37 
40 
53 
55 
63 
74 
60 
98 
90 

112 
i2i 
154 
118 
120 
138 
158 
198 
202 
290 
315 
338 
228 
276 
330 

05/01/09 

Confidential McVVane-O 14385 

PUBLIC

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

Mj TEE (Con'tj 
24xi8 
24:-:20 

24 
30x6 
30x8 

30x12 
30xi6 
30:-,20 
30x24 

30 
36xi2 
36x16 
36x24 
36x30 

36 
42x24 
42x30 
42:~36 

42 
48x12 
48x24 
48x36 
48x42 

48 

300793 
345558 
292500 
100249 

052494 
ii3i57 

MJxFE TEE. 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
6x6 

8 
iOx4 
10x6 
iOx6 

10 
12x4 
12x6 
12x8 

12x10 
12 

14x6 
14x10 
14x12 

14 
16x6 
16x8 

16x10 

345541 
345534 
345527 
3455iO 
292517 
292524 
292531 
292546 
292555 
345460 
292562 
345473 
345466 
292579 
292586 
292593 
345442 
292609 
292616 
345428 
345411 
292623 
292630 
292647 
345404 

N 
N 
S 
N 
N 
N 

N 
N 
N 
N 

N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
S 
N 
N 
N 
S 
N 
N 
N 
N 
N 

N 

N 

058250 
058274 
058ii3 
049760 
i05480 
105497 
i05503 
105510 
i05527 
049753 

105534 
105541 
105558 
105565 

113195 

112587 

052050 
052098 
052074 
052i42 
052166 
052iii 
054900 
054924 
054832 
05i648 
051862 
05i693 
051817 
051978 
051992 
052029 
051947 
051923 
057567 
057512 
057543 
057475 
057796 
057857 
057697 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
i"'-i 
N 
t"'-i 
N 

I" 
N 

I" 
N 

I" 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

less 
Acces.sories 

3066.00 
3455.00 
3728.00 
3597.00 
4065.00 
4565.00 
5275.00 
5577.00 
5836.00 
7277.00 
6067.00 
6551.00 
7953.00 
9218.00 

10918.00 
13770.00 
14022.00 
17928.00 
19014.00 
15000.00 
16932.00 
23892"00 
24600.00 
25506"00 

152.00 
i67.00 
180.00 
225.00 
234.00 
266.00 
315.00 
340.00 
417.00 
363.00 
476.00 
5i4.00 
655.00 
502.00 
510.00 
587.00 
672.00 
842.00 
909.00 

1305.00 
1418.00 
1521.00 
1026.00 
1242.00 
1485.00 

'vViih 
Accessories 

3835.00 
4253.00 
4598.00 
5163.00 
5637.00 
6161.00 
6930.00 
7319.00 
7650.00 
9563.00 
7663.00 
8206.00 
9767.00 

11878.00 
13765.00 
17586.00 
18310.00 
22403.00 
24303.00 
19908.00 
22058.00 
29677"00 
31199.00 
32760"00 

206.00 
23i .00 
244.00 
309.00 
318.00 
352.00 
411.00 
436.00 
513.00 
5i i .00 
604.00 
642.00 
783.00 
646.00 
654.00 
731.00 
816.00 
986.00 

1125.00 
1521.00 
1634.00 
1737.00 
1288.00 
1504.00 
1747.00 

Domesiic 
Weight 

72i 
805 
844 
717 
697 
848 

995 
iii4 
1348 
i i03 

1533 
1604 
1949 

29 
34 
38 
5i 
53 
64 
76 
6i 
91 
92 
99 

i21 
144 
118 
133 
146 
161 
187 
205 
226 
238 
285 
230 
243 
281 

+F!arlges may be thinner than thicknesses in AWWA C110 and require shorter bolts or use of "'lashers. 

144 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

LP-5091 
Non-Domesiic 

Weight 

584 
658 
7iO 
654 
739 
830 
959 

1014 
i06i 
1323 

1191 
1446 
1676 
1985 
2295 
2337 
2988 
3169 
2500 
2822 
3982 
4100 
4251 

32 
37 
40 
53 
55 
63 
74 
60 
98 
90 

112 
i2i 
154 
118 
120 
138 
158 
198 
202 
290 
315 
338 
228 
276 
330 

05/01/09 

Confidential McVVane-O 14385 



CX 2358-145

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

MJxFE TEE. (Con't) 

16x12 
16;;.14 

16 
lax6 
18x8 
20x6 
24x6 

24x12 
24x16 

292654 
345398 
292661 
345381 
373292 
345374 
345367 
373254 
373261 

MJxPExMJ TEE 

6 390596 
ax6 390602 

8 390619 
10 390626 

N 

N 

N 
N 
N 
N 
N 

N 

N 

057734 

057659 
057918 
057963 
058076 
058311 
058168 
058236 

t .. '\JxS\"/IVEL TEE (Includes SwiVel Gland) 
6 292678 

8x6 2'12685 
8 346036 

10x6 2'126'12 
10x8 346029 
12x6 2'12708 
12x8 346081 
14x6 346074 
16)(6 292715 
18x6 346067 
20x6 346050 
24x6 346043 

MJ TAPPED TEE 

3x2 
4x2 
6x2 
8x2 

lOx2 
12x2 
14x2 
16x2 

390817 
390824 
390831 
390848 
391005 
391012 

391401 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 
N 

MJ TEE / CROSS UNTAPPED 

3 
4 
6 
8 

10 
12 
14 
16 

051190 

051206 
051213 

051220 

N 
N 
N 
N 
N 

N 

052128 
054'131 
054856 
05187'1 
051909 
052005 
052036 
057598 
057819 
057932 
058083 
058359 

051763 
051770 
051787 
051794 
051749 
051756 

057437 

N 

N 

N 
f'.J 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 
N 
N 
N 
N 

1530.00 
1607.00 
2115.00 
1290.00 
1685.00 
1800.00 
2132.00 
3003.00 
3780.00 

242.00 
336.00 
370.00 
565.00 

285.00 
357.00 
446.00 
400.00 
489.00 
4'17.00 
616.00 

1031.00 
923.00 

1390.00 
1380.00 
2069.00 

130.00 
153.00 
197.00 
291.00 
329.00 
414.00 
715.00 
872.00 

90.00 
113.00 
157.00 
251.00 
289.00 
374.00 
635.00 
792.00 

1792.00 
1869.00 
2377.00 
1668.00 
2063.00 
2236.00 
2712.00 
3583.00 
4360.00 

326.00 
426.00 
466.00 
693.00 

369.00 
453.00 
542.00 
528.00 
617.00 
641.00 
760.00 

1247.00 
1185.00 
1768.00 
1816.00 
2649.00 

184.00 
217.00 
281.00 
387.00 
457.00 
558.00 
931.00 

1134.00 

144.00 
177.00 
241.00 
347.00 
417.00 
518.00 
851.00 

1054.00 

+F!anges may be thinner than thkknesses 1M .AWWA ell 0 and require shorter bolts or use of washers. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

304 
357 
357 
261 
351 
341 
451 
580 
744 

57 
79 
87 

133 

71 
80 
94 

114 
138 
128 
149 
190 
243 
330 
380 
478 

21 
27 
40 
54 
67 
83 

141 
176 

21 
27 
40 
57 
67 
83 

141 
162 

Non-Domesiic 
Weight 

340 

470 
258 
337 
360 
406 
572 
720 

67 
84 

105 
'14 

115 
117 
145 
229 
205 
278 
276 
394 

19 
25 
37 
59 
68 
88 

202 

19 
25 
37 
59 
68 
88 

202 

145 

Confidential McVVane-O 14386 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

MJxFE TEE. (Con't) 

16x12 
16;;.14 

16 
lax6 
18x8 
20x6 
24x6 

24x12 
24x16 

292654 
345398 
292661 
345381 
373292 
345374 
345367 
373254 
373261 

MJxPExMJ TEE 

6 390596 
ax6 390602 

8 390619 
10 390626 

N 

N 

N 
N 
N 
N 
N 

N 

N 

057734 

057659 
057918 
057963 
058076 
058311 
058168 
058236 

t .. '\JxS\"/IVEL TEE (Includes SwiVel Gland) 
6 292678 

8x6 2'12685 
8 346036 

10x6 2'126'12 
10x8 346029 
12x6 2'12708 
12x8 346081 
14x6 346074 
16)(6 292715 
18x6 346067 
20x6 346050 
24x6 346043 

MJ TAPPED TEE 

3x2 
4x2 
6x2 
8x2 

lOx2 
12x2 
14x2 
16x2 

390817 
390824 
390831 
390848 
391005 
391012 

391401 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 
N 

MJ TEE / CROSS UNTAPPED 

3 
4 
6 
8 

10 
12 
14 
16 

051190 

051206 
051213 

051220 

N 
N 
N 
N 
N 

N 

052128 
054'131 
054856 
05187'1 
051909 
052005 
052036 
057598 
057819 
057932 
058083 
058359 

051763 
051770 
051787 
051794 
051749 
051756 

057437 

N 

N 

N 
f'.J 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 
N 
N 
N 
N 

1530.00 
1607.00 
2115.00 
1290.00 
1685.00 
1800.00 
2132.00 
3003.00 
3780.00 

242.00 
336.00 
370.00 
565.00 

285.00 
357.00 
446.00 
400.00 
489.00 
4'17.00 
616.00 

1031.00 
923.00 

1390.00 
1380.00 
2069.00 

130.00 
153.00 
197.00 
291.00 
329.00 
414.00 
715.00 
872.00 

90.00 
113.00 
157.00 
251.00 
289.00 
374.00 
635.00 
792.00 

1792.00 
1869.00 
2377.00 
1668.00 
2063.00 
2236.00 
2712.00 
3583.00 
4360.00 

326.00 
426.00 
466.00 
693.00 

369.00 
453.00 
542.00 
528.00 
617.00 
641.00 
760.00 

1247.00 
1185.00 
1768.00 
1816.00 
2649.00 

184.00 
217.00 
281.00 
387.00 
457.00 
558.00 
931.00 

1134.00 

144.00 
177.00 
241.00 
347.00 
417.00 
518.00 
851.00 

1054.00 

+F!anges may be thinner than thkknesses 1M .AWWA ell 0 and require shorter bolts or use of washers. 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

304 
357 
357 
261 
351 
341 
451 
580 
744 

57 
79 
87 

133 

71 
80 
94 

114 
138 
128 
149 
190 
243 
330 
380 
478 

21 
27 
40 
54 
67 
83 

141 
176 

21 
27 
40 
57 
67 
83 

141 
162 

Non-Domesiic 
Weight 

340 

470 
258 
337 
360 
406 
572 
720 

67 
84 

105 
'14 

115 
117 
145 
229 
205 
278 
276 
394 

19 
25 
37 
59 
68 
88 

202 

19 
25 
37 
59 
68 
88 

202 

145 

Confidential McVVane-O 14386 



CX 2358-146

MJ C153 SAR" 
TvlllCrot" II .... i"n (,1"~ U,a,.h"ni,.,..1 .",inl I=illi .... " c: IR" I"'IICI r,..c:tinnc: LP-5091 "'"_. _ ... _ .. _. -- ... __ .. _ ...... _. -_ .... . •••••• ::11-1 -_.- --_ •••• ::11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

SOliD PLUG 
3 383499 N 050902 N 48.00 NiA 8 iO 
4 294238 N 050919 N 63.00 N/A 13 14 
6 383505 N 050926 N i02.00 NiA i8 24 
8 294252 N 050933 N 145.00 N/A 25 34 

10 3835i2 N 050889 N iS7.GO N/A 44 44 
12 294276 N 050896 N 225.00 N/A 46 53 
i4 383529 N 056i26 N 495.00 N/A 83 i i 0 
16 383536 N 056133 N 635.00 N/A 100 141 
is 294306 N 056i40 N 875.00 N/A 128 i 75 
20 383543 N 056157 N 1070.00 N/A 153 214 
24 294320 N 056171 N 1559.00 N/A 202 297 
30 105572 N 2981.00 N/A 542 
36 093572 N 4609.00 N/A 838 
42 N 6546.00 N/A 1091 
48 i"'-i 8730.00 N/A 1455 

TAPPED PLUG 

3x2 384526 N 050964 N 88.00 N/A 8 10 
4x2 384502 N 050971 N 103.00 N/A 13 14 
6x2 384533 N 050988 N i 42 .00 N/A i8 24 
8x2 384540 N 050995 N 185.00 N/A 25 34 

i Ox2 384557 N 050940 N 227.00 N/A 44 44 
12x2 384564 N 050957 N 265.00 N/A 46 53 
14x2 384625 N 056195 N 575.00 N/A 83 110 
16x2 384632 N 056218 N 715.00 N/A 100 141 
18x2 384663 N 056232 N 955.00 N/A 128 175 
20x2 384670 N 056256 N 1150.00 N/A 153 214 
24x2 384687 N 056270 i"'-i 1639.00 N/A 202 297 
30x2 105589 N 3181.00 N/A 542 
36x2 093602 N 4809.00 N/A 838 
42..Y..2 N 6746.00 N/A 1091 
48x2 t"'-i 8930.00 N/A 1455 

SOLiD SLEEVE SHORi 

3 383i92 N 05i67i N 62.00 i i 6.00 i3 i3 
4 383185 N 051695 N 63.00 127.00 19 14 
6 293880 N 051718 N 106.00 190.00 29 25 
8 293897 N 051732 N 145.00 241.00 38 34 

10 383208 N 051633 N 221.00 349.00 48 52 
12 383215 N 051657 N 247.00 391.00 62 58 
14 383222 N 057307 N 486.00 702.00 116 108 
16 383239 N 057321 N 608.00 870.00 123 135 
18 383246 N 057352 N 795.00 1173.00 160 159 
20 383253 N 057390 N 970.00 1406.00 212 194 
24 383260 N 057420 N 1334.00 1914.00 272 254 
30 105596 N 2679.00 4203.00 487 
36 105602 N 364100 5539.00 662 
42 113119 N 5292.00 8818.00 882 
48 113133 N 661800 1145400 1103 

S = From Stock to 2 'Neeks N = Non-Stock; Check for availability. 

146 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014387 

PUBLIC

MJ C153 SAR" 
TvlllCrot" II .... i"n (,1"~ U,a,.h"ni,.,..1 .",inl I=illi .... " c: IR" I"'IICI r,..c:tinnc: LP-5091 "'"_. _ ... _ .. _. -- ... __ .. _ ...... _. -_ .... . •••••• ::11-1 -_.- --_ •••• ::11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

SOliD PLUG 
3 383499 N 050902 N 48.00 NiA 8 iO 
4 294238 N 050919 N 63.00 N/A 13 14 
6 383505 N 050926 N i02.00 NiA i8 24 
8 294252 N 050933 N 145.00 N/A 25 34 

10 3835i2 N 050889 N iS7.GO N/A 44 44 
12 294276 N 050896 N 225.00 N/A 46 53 
i4 383529 N 056i26 N 495.00 N/A 83 i i 0 
16 383536 N 056133 N 635.00 N/A 100 141 
is 294306 N 056i40 N 875.00 N/A 128 i 75 
20 383543 N 056157 N 1070.00 N/A 153 214 
24 294320 N 056171 N 1559.00 N/A 202 297 
30 105572 N 2981.00 N/A 542 
36 093572 N 4609.00 N/A 838 
42 N 6546.00 N/A 1091 
48 i"'-i 8730.00 N/A 1455 

TAPPED PLUG 

3x2 384526 N 050964 N 88.00 N/A 8 10 
4x2 384502 N 050971 N 103.00 N/A 13 14 
6x2 384533 N 050988 N i 42 .00 N/A i8 24 
8x2 384540 N 050995 N 185.00 N/A 25 34 

i Ox2 384557 N 050940 N 227.00 N/A 44 44 
12x2 384564 N 050957 N 265.00 N/A 46 53 
14x2 384625 N 056195 N 575.00 N/A 83 110 
16x2 384632 N 056218 N 715.00 N/A 100 141 
18x2 384663 N 056232 N 955.00 N/A 128 175 
20x2 384670 N 056256 N 1150.00 N/A 153 214 
24x2 384687 N 056270 i"'-i 1639.00 N/A 202 297 
30x2 105589 N 3181.00 N/A 542 
36x2 093602 N 4809.00 N/A 838 
42..Y..2 N 6746.00 N/A 1091 
48x2 t"'-i 8930.00 N/A 1455 

SOLiD SLEEVE SHORi 

3 383i92 N 05i67i N 62.00 i i 6.00 i3 i3 
4 383185 N 051695 N 63.00 127.00 19 14 
6 293880 N 051718 N 106.00 190.00 29 25 
8 293897 N 051732 N 145.00 241.00 38 34 

10 383208 N 051633 N 221.00 349.00 48 52 
12 383215 N 051657 N 247.00 391.00 62 58 
14 383222 N 057307 N 486.00 702.00 116 108 
16 383239 N 057321 N 608.00 870.00 123 135 
18 383246 N 057352 N 795.00 1173.00 160 159 
20 383253 N 057390 N 970.00 1406.00 212 194 
24 383260 N 057420 N 1334.00 1914.00 272 254 
30 105596 N 2679.00 4203.00 487 
36 105602 N 364100 5539.00 662 
42 113119 N 5292.00 8818.00 882 
48 113133 N 661800 1145400 1103 

S = From Stock to 2 'Neeks N = Non-Stock; Check for availability. 

146 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014387 



CX 2358-147

I\I\j £:153 BAilE 
LP-5091 TV.oAr Iiniftn t'1o;;::t AA,a,.hnni,.,...1 ."'i ..... I=illi .... nc: fR,., r.tCt. "'"-- _ ... _ .. _. -- ... __ .. _ ...... _. -_ .... . •••••• ::11-1 -_.-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

SOliD SLEFvE LONG 
3 29394 i S 05i664 N 86.00 i40.00 2i 
4 293958 5 051688 N 99.00 163.00 25 
6 293965 S 05i701 N i 49.00 233.00 37 
!! 293972 5 051725 N 251.00 347.00 52 

iO 293989 S 05i626 N 293.00 42i .00 68 
12 293996 5 051640 N 391.00 535.00 81 
14 294009 S GS729i N 626.00 842.00 146 
16 294016 5 057314 N 792.00 1054.00 170 
i8 294023 S 057338 N 1050.00 1428.00 230 
20 294030 5 057376 N 1270.00 1706.00 269 
24 294047 S 057413 N 1754.00 2334.00 380 
30 N 105619 N 3542.00 5066.00 640 
36 N 105626 N 4752.00 6650.00 925 
42 N 6696.00 10222.00 
48 hi 8310.00 13146.00 

iN CAP 

3 294054 S 050544 N 48.00 75.00 8 
4 294061 5 050551 N 41.00 73.00 10 
6 294078 S 050568 N 68.00 iiO.OO 19 
!! 294085 5 050575 N 106.00 154.00 26 

10 294092 S 050520 N 157.00 221.00 32 
12 294108 5 050537 N 200.00 272.00 56 
14 383550 N 055938 N 329.00 437.00 71 
16 383567 N 055945 N 441.00 572.00 94 
18 294139 N 055952 N 600.00 789.00 121 
20 383574 S 055969 N 720.00 938.00 148 
24 294153 N 055976 hi 1040.00 1330.00 210 
30 105633 N 1898.00 2660.00 
36 093510 i"-i 3454.00 4403.00 
42 N 4338.00 6101.00 
48 '''-i 5844.00 8262.00 

TAPPED CAP 

3x2 384519 N N 88.00 ii5.00 8 
47.2 384571 N 050612 N 81.00 113.00 10 
6x2 384588 N 050629 N 108.00 150.00 19 
8x2 384595 N 050636 N 146.00 194.00 26 

10x2 384601 N 050582 N 197.00 261.00 32 
12x2 384618 N 050599 N 240.00 312.00 56 
14x2 384649 N 055983 N 409.00 517.00 71 
16x2 384656 N 055990 N 521.00 652.00 94 
18x2 384694 N 056003 N 680.00 869.00 121 
20x2 384700 N 056010 N 800.00 1018.00 148 
24x2 384717 N 056034 N 1120.00 1410.00 210 
30x2 105640 N 2098.00 2860.00 
36x2 093541 N 3654.00 460300 
4.2x2 N 4530.00 630i.00 
A8.x2 N 604400 8462.00 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706·1800)527-8478· FAX ORDERS TO 1800) 248·9537 
BOX 309· ANNISTON .. ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

I".,c:li .... ,..c: --_ •••• ::11-

Non-Domesiic 
Weight 

i8 
22 
35 
46 
69 
92 

i38 
176 
2iO 
254 
334 
644 
864 

1116 
1385 

10 
9 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
723 
974 

10 
9 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
7.23 
974 

147 

Confidential McVVane-O 14388 

PUBLIC

I\I\j £:153 BAilE 
LP-5091 TV.oAr Iiniftn t'1o;;::t AA,a,.hnni,.,...1 ."'i ..... I=illi .... nc: fR,., r.tCt. "'"-- _ ... _ .. _. -- ... __ .. _ ...... _. -_ .... . •••••• ::11-1 -_.-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

SOliD SLEFvE LONG 
3 29394 i S 05i664 N 86.00 i40.00 2i 
4 293958 5 051688 N 99.00 163.00 25 
6 293965 S 05i701 N i 49.00 233.00 37 
!! 293972 5 051725 N 251.00 347.00 52 

iO 293989 S 05i626 N 293.00 42i .00 68 
12 293996 5 051640 N 391.00 535.00 81 
14 294009 S GS729i N 626.00 842.00 146 
16 294016 5 057314 N 792.00 1054.00 170 
i8 294023 S 057338 N 1050.00 1428.00 230 
20 294030 5 057376 N 1270.00 1706.00 269 
24 294047 S 057413 N 1754.00 2334.00 380 
30 N 105619 N 3542.00 5066.00 640 
36 N 105626 N 4752.00 6650.00 925 
42 N 6696.00 10222.00 
48 hi 8310.00 13146.00 

iN CAP 

3 294054 S 050544 N 48.00 75.00 8 
4 294061 5 050551 N 41.00 73.00 10 
6 294078 S 050568 N 68.00 iiO.OO 19 
!! 294085 5 050575 N 106.00 154.00 26 

10 294092 S 050520 N 157.00 221.00 32 
12 294108 5 050537 N 200.00 272.00 56 
14 383550 N 055938 N 329.00 437.00 71 
16 383567 N 055945 N 441.00 572.00 94 
18 294139 N 055952 N 600.00 789.00 121 
20 383574 S 055969 N 720.00 938.00 148 
24 294153 N 055976 hi 1040.00 1330.00 210 
30 105633 N 1898.00 2660.00 
36 093510 i"-i 3454.00 4403.00 
42 N 4338.00 6101.00 
48 '''-i 5844.00 8262.00 

TAPPED CAP 

3x2 384519 N N 88.00 ii5.00 8 
47.2 384571 N 050612 N 81.00 113.00 10 
6x2 384588 N 050629 N 108.00 150.00 19 
8x2 384595 N 050636 N 146.00 194.00 26 

10x2 384601 N 050582 N 197.00 261.00 32 
12x2 384618 N 050599 N 240.00 312.00 56 
14x2 384649 N 055983 N 409.00 517.00 71 
16x2 384656 N 055990 N 521.00 652.00 94 
18x2 384694 N 056003 N 680.00 869.00 121 
20x2 384700 N 056010 N 800.00 1018.00 148 
24x2 384717 N 056034 N 1120.00 1410.00 210 
30x2 105640 N 2098.00 2860.00 
36x2 093541 N 3654.00 460300 
4.2x2 N 4530.00 630i.00 
A8.x2 N 604400 8462.00 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706·1800)527-8478· FAX ORDERS TO 1800) 248·9537 
BOX 309· ANNISTON .. ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

I".,c:li .... ,..c: --_ •••• ::11-

Non-Domesiic 
Weight 

i8 
22 
35 
46 
69 
92 

i38 
176 
2iO 
254 
334 
644 
864 

1116 
1385 

10 
9 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
723 
974 

10 
9 

16 
25 
37 
47 
73 
98 

120 
144 
198 
345 
628 
7.23 
974 

147 

Confidential McVVane-O 14388 



CX 2358-148

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj REDUCER 
4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12.'1(6 
12x8 

12.x10 
14x6 
14x8 

14xiO 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18xi4 
18x16 

20x8 
20x10 
20)(12 

20)(16 

24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x20 
36x24 
36x30 
42x16 
42x18 
42x20 
42x24 
42x30 
42x36 
48x16 
48x18 

146 

293071 
345350 
293088 
293095 
29310i 
293118 
293125 
293132 
345343 
293149 
293156 
293163 
345336 
293170 
293187 
345251 
293194 
345244 
345237 
293200 
298106 
345220 
345213 
293217 
345206 
293224 

345190 
293231 
345183 
293248 
345176 
293255 
345152 
345169 
293262 
293279 

052500 

S 
N 
S 
5 
S 
N 
S 
5 
N 
5 
S 
5 
N 
N 
N 
N 
t"<i 
N 
N 
5 
N 
N 

N 

N 

N 

N 

N 

N 

051527 
051541 
051565 
051589 
051602 
051398 
051404 
051428 
051466 
051480 
051503 
051442 
056836 
056843 
056805 
056829 
056966 
057000 
056850 
056904 
056942 
057093 
028462 
057048 
057055 
057079 

057116 
057130 
057154 
057178 
057192 
057215 

057239 
057253 
057277 
105657 
113072 
105664 
049746 
113096 
105671 
112594 

105688 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 
N 
t"'-i 
N 
t"<i 
N 
t"<i 
N 
t"<i 
N 
t"<i 
N 
iii 
N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

81.00 
111.00 

98.00 
153.00 
163.00 
179.00 
179.00 
196.00 
225.00 
231LOO 
242.00 
255.00 
495.00 
495.00 
450.00 
450.00 
653.00 
630.00 
606.00 
585.00 
743.00 
81 O~OO 
925.00 
900~00 

915.00 
955~00 

1140.00 
107500 
1005.00 
100000 
925.00 

1030,00 
1612.00 
165400 
1675.00 
1574.00 
1617.00 
3504.00 
3641.00 
3443.00 
2629.00 
5335.00 
4235.00 
4609.00 
7236.00 
7170.00 
7146.00 
8004.00 
6402.00 
6696.00 
9894.00 
9540.00 

140.00 
180.00 
172.00 
233.00 
253.00 
275.00 
285.00 
30B.00 
329.00 
352.00 
362.00 
391.00 
645.00 
651.00 
622.00 
630.00 
826.00 
809.00 
803.00 
788.00 
982.00 

1047~00 
1178.00 
1161.00 
1212.00 
1275~00 

1406.00 
1357,00 
1295.00 
1326,00 
1274.00 
1437,00 
1974.00 
205200 
2096.00 
2053,00 
2125.00 
4397,00 
4592.00 
4423.00 
3681.00 
6502.00 
5474.00 
6320.00 
9130.00 
9122.00 
9127.00 

10057.00 
8927.00 
9408.00 

12443.00 
12147.00 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

18 
28 
26 
36 
38 
51 
54 
54 
67 
67 
57 
63 

104 
104 
100 
100 
132 
128 
128 
112 
140 
190 
196 
185 
190 
196 

225 
210 
208 
238 
250 
327 
315 
324 
328 
334 

478 

LP-5091 
Non-Domesiic 

Weight 

18 
26 
23 
36 
34 
42 
42 
46 
53 
56 
57 
60 

110 
110 
100 
100 
145 
140 
135 
130 
165 
162 
185 
180 
183 
191 
228 
215 
201 
200 
185 
206 
307 

319 
300 
30S 
637 
662 
626 
478 
970 
770 
838 

1206 
1195 
1191 
1334 
1067 
1116 
1649 
1590 

05/01/09 

Confidential McVVane-O 14389 

PUBLIC

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj REDUCER 
4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12.'1(6 
12x8 

12.x10 
14x6 
14x8 

14xiO 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 

18xl0 
18x12 
18xi4 
18x16 

20x8 
20x10 
20)(12 

20)(16 

24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x20 
36x24 
36x30 
42x16 
42x18 
42x20 
42x24 
42x30 
42x36 
48x16 
48x18 

146 

293071 
345350 
293088 
293095 
29310i 
293118 
293125 
293132 
345343 
293149 
293156 
293163 
345336 
293170 
293187 
345251 
293194 
345244 
345237 
293200 
298106 
345220 
345213 
293217 
345206 
293224 

345190 
293231 
345183 
293248 
345176 
293255 
345152 
345169 
293262 
293279 

052500 

S 
N 
S 
5 
S 
N 
S 
5 
N 
5 
S 
5 
N 
N 
N 
N 
t"<i 
N 
N 
5 
N 
N 

N 

N 

N 

N 

N 

N 

051527 
051541 
051565 
051589 
051602 
051398 
051404 
051428 
051466 
051480 
051503 
051442 
056836 
056843 
056805 
056829 
056966 
057000 
056850 
056904 
056942 
057093 
028462 
057048 
057055 
057079 

057116 
057130 
057154 
057178 
057192 
057215 

057239 
057253 
057277 
105657 
113072 
105664 
049746 
113096 
105671 
112594 

105688 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"'-i 
N 
t"'-i 
N 
t"<i 
N 
t"<i 
N 
t"<i 
N 
t"<i 
N 
iii 
N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

81.00 
111.00 

98.00 
153.00 
163.00 
179.00 
179.00 
196.00 
225.00 
231LOO 
242.00 
255.00 
495.00 
495.00 
450.00 
450.00 
653.00 
630.00 
606.00 
585.00 
743.00 
81 O~OO 
925.00 
900~00 

915.00 
955~00 

1140.00 
107500 
1005.00 
100000 
925.00 

1030,00 
1612.00 
165400 
1675.00 
1574.00 
1617.00 
3504.00 
3641.00 
3443.00 
2629.00 
5335.00 
4235.00 
4609.00 
7236.00 
7170.00 
7146.00 
8004.00 
6402.00 
6696.00 
9894.00 
9540.00 

140.00 
180.00 
172.00 
233.00 
253.00 
275.00 
285.00 
30B.00 
329.00 
352.00 
362.00 
391.00 
645.00 
651.00 
622.00 
630.00 
826.00 
809.00 
803.00 
788.00 
982.00 

1047~00 
1178.00 
1161.00 
1212.00 
1275~00 

1406.00 
1357,00 
1295.00 
1326,00 
1274.00 
1437,00 
1974.00 
205200 
2096.00 
2053,00 
2125.00 
4397,00 
4592.00 
4423.00 
3681.00 
6502.00 
5474.00 
6320.00 
9130.00 
9122.00 
9127.00 

10057.00 
8927.00 
9408.00 

12443.00 
12147.00 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

18 
28 
26 
36 
38 
51 
54 
54 
67 
67 
57 
63 

104 
104 
100 
100 
132 
128 
128 
112 
140 
190 
196 
185 
190 
196 

225 
210 
208 
238 
250 
327 
315 
324 
328 
334 

478 

LP-5091 
Non-Domesiic 

Weight 

18 
26 
23 
36 
34 
42 
42 
46 
53 
56 
57 
60 

110 
110 
100 
100 
145 
140 
135 
130 
165 
162 
185 
180 
183 
191 
228 
215 
201 
200 
185 
206 
307 

319 
300 
30S 
637 
662 
626 
478 
970 
770 
838 

1206 
1195 
1191 
1334 
1067 
1116 
1649 
1590 

05/01/09 

Confidential McVVane-O 14389 



CX 2358-149

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iN REDUCER (Con't) 

48x:20 
48x24 
48x30 
48x36 
48x42 

SMALL END BELL iSEBj REDUCER 
4x3 
6x3 
6x4 
8x4 
8xo 

10x4 
i Ox6 
10x8 
i2x4 
12x6 
i2x8 

12xl0 
i 4x6 
14x8 

14xi 0 
14x12 

16x6 
16x8 

16xlO 
16x12 
i ox14 
18x8 

i 8xi 0 
18x12 
18x14 
18x16 
20xi 0 
20x12 
20x14 
20x16 
20xia 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30)(24 
36x16 
36x20 
36x24 
36x30 

293286 
390855 
293309 
293316 
293323 
390930 
287476 
293347 
390947 
293354 
293361 
293378 
391 i ii 
391128 
391135 
293385 
391142 
391159 
391166 
293415 
391173 
391180 
391197 
391203 
391210 
391227 
391470 
391487 
391418 
391425 
391432 
391494 
391500 
391517 
391524 
391531 

N 
N 
5 
N 
5 
N 
5 
S 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t">J 

N 

N 
N 
N 
N 
N 
N 
N 

N 

051343 
051350 
051367 
051374 
051381 
051275 
051282 
051299 
051312 
051329 
051336 
051305 

056591 
056621 
056553 
056577 

056645 
056669 

056683 
056706 
056713 
056720 

056744 

056768 

056782 

N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 

N 

N 
N 
N 
N 

N 

N 

Less 

Accessories 

8994.00 
9222.00 
iii 1:2.00 

9792.00 
8916.00 

81.00 
115.00 
11 1.00 
145.00 
149.00 
187.00 
196.00 
208.00 
264.00 
276.00 
259.00 
259.00 
482.00 
482.00 
423.00 
423.00 
626.00 
603.00 
594.00 
558.00 
567.00 
840.00 
860.00 
870.00 
875.00 
900.00 

1150.00 
930"00 
990.00 

1005"00 
1100.00 
1381.00 
1625.00 
1465.00 
1628.00 
1418.00 
3152.00 
3394.00 
3080.00 
2723.00 
4895.00 
4730.00 
4103.00 
3988.00 

Vv'iih 
Accessories 

i i 630.00 
11930.00 
14292.00 
13159.00 
i 3097.00 

108.00 
142.00 
143.00 
177.00 
191.00 
219.00 
238.00 
256.00 
296.00 
318.00 
307.00 
323.00 
524.00 
530.00 
487.00 
495.00 
668.00 
651.00 
658.00 
630.00 
675.00 
888.00 
924.00 
942.00 
983.00 

1031.00 
1214.00 
1002"00 
1098.00 
1136"00 
1289.00 
1453.00 
1733.00 
1596.00 
1817.00 
1636.00 
3283.00 
3583.00 
3298.00 
3013.00 
5026.00 
4948.00 
4393.00 
4750.00 

Domesiic 
Weight 

17 
24 
24 
30 
35 
43 
46 
46 
61 
58 
54 
56 

107 
107 

94 
94 

126 
105 
105 
109 
126 
180 
180 
170 
181 
180 
210 
200 
198 
215 
220 
300 
325 
319 
310 
305 
565 
565 

890 
874 

725 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

1499 
1537 
1852 
1632 
1486 

18 
27 
26 
34 
35 
44 
46 
49 
62 
65 
61 
61 

139 
134 
132 
124 

169 
175 

230 
186 
198 
201 

275 

279 

270 
573 
617 
560 
495 
789 
860 
746 
874 

149 

Confidential McVVane-O 14390 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iN REDUCER (Con't) 

48x:20 
48x24 
48x30 
48x36 
48x42 

SMALL END BELL iSEBj REDUCER 
4x3 
6x3 
6x4 
8x4 
8xo 

10x4 
i Ox6 
10x8 
i2x4 
12x6 
i2x8 

12xl0 
i 4x6 
14x8 

14xi 0 
14x12 

16x6 
16x8 

16xlO 
16x12 
i ox14 
18x8 

i 8xi 0 
18x12 
18x14 
18x16 
20xi 0 
20x12 
20x14 
20x16 
20xia 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30)(24 
36x16 
36x20 
36x24 
36x30 

293286 
390855 
293309 
293316 
293323 
390930 
287476 
293347 
390947 
293354 
293361 
293378 
391 i ii 
391128 
391135 
293385 
391142 
391159 
391166 
293415 
391173 
391180 
391197 
391203 
391210 
391227 
391470 
391487 
391418 
391425 
391432 
391494 
391500 
391517 
391524 
391531 

N 
N 
5 
N 
5 
N 
5 
S 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t">J 

N 

N 
N 
N 
N 
N 
N 
N 

N 

051343 
051350 
051367 
051374 
051381 
051275 
051282 
051299 
051312 
051329 
051336 
051305 

056591 
056621 
056553 
056577 

056645 
056669 

056683 
056706 
056713 
056720 

056744 

056768 

056782 

N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 

N 

N 
N 
N 
N 

N 

N 

Less 

Accessories 

8994.00 
9222.00 
iii 1:2.00 

9792.00 
8916.00 

81.00 
115.00 
11 1.00 
145.00 
149.00 
187.00 
196.00 
208.00 
264.00 
276.00 
259.00 
259.00 
482.00 
482.00 
423.00 
423.00 
626.00 
603.00 
594.00 
558.00 
567.00 
840.00 
860.00 
870.00 
875.00 
900.00 

1150.00 
930"00 
990.00 

1005"00 
1100.00 
1381.00 
1625.00 
1465.00 
1628.00 
1418.00 
3152.00 
3394.00 
3080.00 
2723.00 
4895.00 
4730.00 
4103.00 
3988.00 

Vv'iih 
Accessories 

i i 630.00 
11930.00 
14292.00 
13159.00 
i 3097.00 

108.00 
142.00 
143.00 
177.00 
191.00 
219.00 
238.00 
256.00 
296.00 
318.00 
307.00 
323.00 
524.00 
530.00 
487.00 
495.00 
668.00 
651.00 
658.00 
630.00 
675.00 
888.00 
924.00 
942.00 
983.00 

1031.00 
1214.00 
1002"00 
1098.00 
1136"00 
1289.00 
1453.00 
1733.00 
1596.00 
1817.00 
1636.00 
3283.00 
3583.00 
3298.00 
3013.00 
5026.00 
4948.00 
4393.00 
4750.00 

Domesiic 
Weight 

17 
24 
24 
30 
35 
43 
46 
46 
61 
58 
54 
56 

107 
107 

94 
94 

126 
105 
105 
109 
126 
180 
180 
170 
181 
180 
210 
200 
198 
215 
220 
300 
325 
319 
310 
305 
565 
565 

890 
874 

725 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

1499 
1537 
1852 
1632 
1486 

18 
27 
26 
34 
35 
44 
46 
49 
62 
65 
61 
61 

139 
134 
132 
124 

169 
175 

230 
186 
198 
201 

275 

279 

270 
573 
617 
560 
495 
789 
860 
746 
874 

149 

Confidential McVVane-O 14390 



CX 2358-150

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

LARGE END BELL (LEiSj REDUCER: 
4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12.'1(6 
12x8 

12.x10 
14x6 
14x8 

14xiO 
14x12 

laxa 
16x8 

16xl0 
16x12 
16x14 
18x8 

16xl0 
18x12 
16xi4 
18x16 
20xiO 
20x12 
20xi4 
20x16 
24x12 
24x14 
24x16 

390862 
390879 
293484 
293491 
293507 
390954 
293514 
293521 
390961 
391043 
391029 
390978 
391234 
391241 
391256 
293576 
391265 
391272 
391289 
391098 
391296 
391302 
391319 
391326 
391333 
391340 
391449 
391548 
390657 
391456 
391555 
391463 
391562 

FExFE REDUCER 
4x3 
6x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x4 
12x6 
12x8 

12xl0 
14x12 

16x6 
16x8 

16xl0 
i6xi2 
16}(.14 

390886 
390893 
390909 
390916 
391081 
390985 
391050 
390992 
391067 
391074 
391036 
391357 
391364 
391371 
391388 
39ii04 
391395 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t"<i 
N 
N 
N 
N 
N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

051077 
051084 
051091 
051251 
051268 
051008 
051015 
051022 
051046 
051053 
051060 
051039 

056355 
056379 
056294 
056317 
056331 

056393 
056416 
056430 
056454 
056478 

056492 
056515 

056539 

051534 
051558 
051572 
051596 
051619 
051411 
051435 
051473 
051497 
051510 
051459 

056980 
057024 
056881 
056928 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
t"<i 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 

N 
t"-J 
iii 

less 
Acces.sories 

82.00 
111.00 
128.00 
145.00 
157.00 
196.00 
196.00 
213.00 
319.00 
255_00 
264.00 
272.00 
504.00 
486.00 
450.00 
657.00 
711.00 
711.00 
680.00 
756.00 
801.00 
975~00 
925.00 
875~00 

950.00 
950~00 

1085.00 
1055~00 

1025.00 
1045~00 

1570.00 
1654~00 

1559.00 

77.00 
98.00 

106.00 
140.00 
149.00 
191.00 
213.00 
251.00 
255.00 
255.00 
276.00 
414.00 
599.00 
599.00 
581.00 
567.00 
599.00 

'vViih 
Accessories 

114.00 
153.00 
170.00 
193.00 
205.00 
260.00 
260.00 
277.00 
391.00 
327.00 
336.00 
344.00 
612.00 
594.00 
558.00 
765.00 
842.00 
842.00 
811.00 
887.00 
932.00 

1164~OO 
1114.00 
1064~00 

1139.00 
1139~00 

1303.00 
1273~00 

1243.00 
1263~00 

1860.00 
1944~00 

1849.00 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

Domesiic 
Weight 

17 
19 
25 
36 
37 
46 
42 
47 
64 
58 
55 
61 

112 
108 
100 
96 

141 
136 
116 
158 
175 
195 
185 
183 
200 
192 
210 
214 
205 
238 
300 
315 
340 

15 
20 
22 
33 
30 
46 
47 
60 
54 
54 
55 
92 
93 

132 
126 
99 

133 

150 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

18 
26 
30 
34 
37 
46 
46 
50 
75 
60 
62 
64 

146 
158 
158 
151 
168 
178 

175 
190 
190 
217 
211 

209 
299 

297 

17 
23 
25 
33 
35 
45 
50 
59 
60 
60 
65 

133 
133 
129 
i26 

05/01/09 

Confidential McVVane-O 14391 

PUBLIC

Tyler Union C153 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

LARGE END BELL (LEiSj REDUCER: 
4x3 
6x3 
6x4 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12.'1(6 
12x8 

12.x10 
14x6 
14x8 

14xiO 
14x12 

laxa 
16x8 

16xl0 
16x12 
16x14 
18x8 

16xl0 
18x12 
16xi4 
18x16 
20xiO 
20x12 
20xi4 
20x16 
24x12 
24x14 
24x16 

390862 
390879 
293484 
293491 
293507 
390954 
293514 
293521 
390961 
391043 
391029 
390978 
391234 
391241 
391256 
293576 
391265 
391272 
391289 
391098 
391296 
391302 
391319 
391326 
391333 
391340 
391449 
391548 
390657 
391456 
391555 
391463 
391562 

FExFE REDUCER 
4x3 
6x3 
6x4 
8x4 
8x6 

10x6 
10x8 
12x4 
12x6 
12x8 

12xl0 
14x12 

16x6 
16x8 

16xl0 
i6xi2 
16}(.14 

390886 
390893 
390909 
390916 
391081 
390985 
391050 
390992 
391067 
391074 
391036 
391357 
391364 
391371 
391388 
39ii04 
391395 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t"<i 
N 
N 
N 
N 
N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

051077 
051084 
051091 
051251 
051268 
051008 
051015 
051022 
051046 
051053 
051060 
051039 

056355 
056379 
056294 
056317 
056331 

056393 
056416 
056430 
056454 
056478 

056492 
056515 

056539 

051534 
051558 
051572 
051596 
051619 
051411 
051435 
051473 
051497 
051510 
051459 

056980 
057024 
056881 
056928 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
t"<i 
N 

N 

N 
N 
N 
N 
N 
N 
N 
N 

N 
t"-J 
iii 

less 
Acces.sories 

82.00 
111.00 
128.00 
145.00 
157.00 
196.00 
196.00 
213.00 
319.00 
255_00 
264.00 
272.00 
504.00 
486.00 
450.00 
657.00 
711.00 
711.00 
680.00 
756.00 
801.00 
975~00 
925.00 
875~00 

950.00 
950~00 

1085.00 
1055~00 

1025.00 
1045~00 

1570.00 
1654~00 

1559.00 

77.00 
98.00 

106.00 
140.00 
149.00 
191.00 
213.00 
251.00 
255.00 
255.00 
276.00 
414.00 
599.00 
599.00 
581.00 
567.00 
599.00 

'vViih 
Accessories 

114.00 
153.00 
170.00 
193.00 
205.00 
260.00 
260.00 
277.00 
391.00 
327.00 
336.00 
344.00 
612.00 
594.00 
558.00 
765.00 
842.00 
842.00 
811.00 
887.00 
932.00 

1164~OO 
1114.00 
1064~00 

1139.00 
1139~00 

1303.00 
1273~00 

1243.00 
1263~00 

1860.00 
1944~00 

1849.00 

N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 

Domesiic 
Weight 

17 
19 
25 
36 
37 
46 
42 
47 
64 
58 
55 
61 

112 
108 
100 
96 

141 
136 
116 
158 
175 
195 
185 
183 
200 
192 
210 
214 
205 
238 
300 
315 
340 

15 
20 
22 
33 
30 
46 
47 
60 
54 
54 
55 
92 
93 

132 
126 
99 

133 

150 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

18 
26 
30 
34 
37 
46 
46 
50 
75 
60 
62 
64 

146 
158 
158 
151 
168 
178 

175 
190 
190 
217 
211 

209 
299 

297 

17 
23 
25 
33 
35 
45 
50 
59 
60 
60 
65 

133 
133 
129 
i26 

05/01/09 

Confidential McVVane-O 14391 



CX 2358-151

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

Mj CROSS 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10xB 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14x10 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 

16 
24 
30 
36 

48x42 

346265 
346258 
292982 
346241 
292999 
300823 
293002 
293019 
346234 
346227 
346210 
293026 
346203 
346197 
293033 
346180 
293040 
346173 
346166 
346159 
346142 
293057 
346135 
346128 
346111 
346104 
293064 

N 
N 
N 
N 
5 
N 
5 
S 
t">J 

N 

t..J 
S 

N 

N 

N 

N 

050735 
050759 
050742 
050773 
050766 
050865 
050872 
050858 
050650 
050667 
050674 
050643 
050704 
050711 
050728 
050698 
050681 
056058 
056065 

056041 
056102 
056119 
056089 
056096 
056072 

093343 
093374 

N 
N 
hi 
N 
I~ 
N 
hi 
N 
N 
N 

N 

N 

N 

N 

N 

Less 

Accessories 

157.00 
221.00 
257.00 
208.00 
349.00 
421.00 
306.00 
344.00 
417.00 
391.00 
485.00 
514,00 
425.00 
485,00 
561.00 
884,00 
884.00 
936,00 

1125.00 
1148,00 
1211.00 
1346,00 
1125.00 
1301,00 
1553.00 
1787,00 
2601.00 
4793.00 

10120.00 
14603.00 
28800.00 

SWIVELxSOUD HYDRAr~T ADAPTER Wiih Swivel Gland 
6x13 
6x18 
6x24 
8x12 

348979 
347415 
347408 
390664 

200.00 
N N 247,00 

293.00 
N 298,00 

SWIVELxSWIVEL HYDRANT ADAPTER With Swivel Gland 

6x12 
6x18 
6x24 

390671 
390688 
390695 

N 
N 
N 

SWIVELxSWIVEL HYDRANT ELL 

6 347392 N N 

196.00 
285.00 
289.00 

310.00 

Vv'iih 
Accessories 

265.00 
339.00 
385.00 
356.00 
517.00 
581.00 
486.00 
536.00 
609.00 
603.00 
709.00 
770,00 
633.00 
713,00 
801.00 

1156,00 
1172.00 
1236,00 
1437.00 
1492,00 
1571.00 
1778,00 
1471.00 
1659,00 
1943.00 
2193,00 
3125.00 
5953.00 

13168.00 
18399.00 
37162.00 

N/A 
t"J/A 
N/A 

N/A 
N/A 
N/A 

N/A 

Domesiic 
Weight 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
115 
128 
162 
180 
206 
210 
231 
255 
269 
299 
246 
261 
296 
312 
457 

1840 
2655 

52 
59 
75 
70 

46 
67 
68 

71 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

33 
49 
57 
49 
82 
99 
72 
81 
98 
92 

114 
121 
100 
114 
132 
208 
208 
208 
250 

299 
250 
289 
345 
397 
578 
913 

1840 
2655 
4800 

47 
58 
69 

73 

151 

Confidential McVVane-O 14392 

PUBLIC

LP-5091 Tyler Union e153 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

Mj CROSS 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10xB 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14x10 
14x12 

14 
16x6 
16x8 

16xl0 
16x12 

16 
24 
30 
36 

48x42 

346265 
346258 
292982 
346241 
292999 
300823 
293002 
293019 
346234 
346227 
346210 
293026 
346203 
346197 
293033 
346180 
293040 
346173 
346166 
346159 
346142 
293057 
346135 
346128 
346111 
346104 
293064 

N 
N 
N 
N 
5 
N 
5 
S 
t">J 

N 

t..J 
S 

N 

N 

N 

N 

050735 
050759 
050742 
050773 
050766 
050865 
050872 
050858 
050650 
050667 
050674 
050643 
050704 
050711 
050728 
050698 
050681 
056058 
056065 

056041 
056102 
056119 
056089 
056096 
056072 

093343 
093374 

N 
N 
hi 
N 
I~ 
N 
hi 
N 
N 
N 

N 

N 

N 

N 

N 

Less 

Accessories 

157.00 
221.00 
257.00 
208.00 
349.00 
421.00 
306.00 
344.00 
417.00 
391.00 
485.00 
514,00 
425.00 
485,00 
561.00 
884,00 
884.00 
936,00 

1125.00 
1148,00 
1211.00 
1346,00 
1125.00 
1301,00 
1553.00 
1787,00 
2601.00 
4793.00 

10120.00 
14603.00 
28800.00 

SWIVELxSOUD HYDRAr~T ADAPTER Wiih Swivel Gland 
6x13 
6x18 
6x24 
8x12 

348979 
347415 
347408 
390664 

200.00 
N N 247,00 

293.00 
N 298,00 

SWIVELxSWIVEL HYDRANT ADAPTER With Swivel Gland 

6x12 
6x18 
6x24 

390671 
390688 
390695 

N 
N 
N 

SWIVELxSWIVEL HYDRANT ELL 

6 347392 N N 

196.00 
285.00 
289.00 

310.00 

Vv'iih 
Accessories 

265.00 
339.00 
385.00 
356.00 
517.00 
581.00 
486.00 
536.00 
609.00 
603.00 
709.00 
770,00 
633.00 
713,00 
801.00 

1156,00 
1172.00 
1236,00 
1437.00 
1492,00 
1571.00 
1778,00 
1471.00 
1659,00 
1943.00 
2193,00 
3125.00 
5953.00 

13168.00 
18399.00 
37162.00 

N/A 
t"J/A 
N/A 

N/A 
N/A 
N/A 

N/A 

Domesiic 
Weight 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
115 
128 
162 
180 
206 
210 
231 
255 
269 
299 
246 
261 
296 
312 
457 

1840 
2655 

52 
59 
75 
70 

46 
67 
68 

71 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

33 
49 
57 
49 
82 
99 
72 
81 
98 
92 

114 
121 
100 
114 
132 
208 
208 
208 
250 

299 
250 
289 
345 
397 
578 
913 

1840 
2655 
4800 

47 
58 
69 

73 

151 

Confidential McVVane-O 14392 



CX 2358-152

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

90" (1 i4i Mj BEND 

2 
3 
4 

8 
10 
i2 
14 
i6 
18 
20 
24 
30 
36 
42 
48 

288312 
288329 
288336 
288343 
288350 
288367 
288374 
288381 
288398 
346449 
288404 
298328 
298335 
129936 

9')0 {1/4} BASE BEND 

4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

45" (1 is) Mj BEND 

2 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

288589 
288596 
288602 
288619 
288626 
288633 
288640 
372738 
288664 
346364 
346357 
298144 
288671 
373322 

N 
N 
5 
5 
5 
5 
5 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
5 
5 
5 
N 
5 
N 
5 
N 
5 
5 
N 
N 

058717 
058809 
058854 
058939 
058557 
058632 
060932 
060994 
061090 
061168 
061250 
087113 
087199 
105732 
105749 

058694 
058793 
058847 
0589i5 
058533 
058618 
060925 
060970 
061083 
061151 
061236 
087090 
087182 
105756 
105763 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

less 
Acces.sories 

85.00 
166.00 
248.00 
370.00 
531.00 
808.00 

i084.00 
1530.00 
i 935.00 
2725.00 
3400.00 
5360.00 

i0137.00 
13823.00 
20328.00 
27570.00 

CALL 
CALL 
Cl',LL 
CALL 
C .... LL 
CALL 
CA.LL 
CALL 
CALL 
CALL 

85.00 
143.00 
225.00 
319.00 
468.00 
659.00 
9i 4.00 

1215.00 
1638.00 
2100.00 
2650.00 
3701.00 
7981.00 

11968.00 
17730.00 
24480.00 

'vViih 
Accessories 

129.00 
228.00 
328.00 
486.00 
687.00 

1000.00 
i 320.00 
1852.00 
239i .00 
3383.00 
4256.00 
6568.00 

ii859.00 
16853.00 
25222.00 
33414.00 

i29.00 
205.00 
305.00 
435.00 
624.00 
851.00 

i i 50.00 
1537.00 
2094.00 
2758.00 
3506.00 
4909.00 
9703.00 

14998.00 
22624.00 
30324.00 

Domesiic 
Weight 

13 
26 
53 
85 

i25 
190 
255 
380 
490 
602 
862 

1215 
i942 
2629 

65 
105 
165 
235 
320 
410 
505 
660 
800 

ii55 

i3 
28 
50 
75 

no 
155 
2iS 
311 
380 
531 
606 
865 

1447 
2435 

152 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

35 
55 
85 

i25 
190 
255 
340 
430 
545 
680 

1025 
i690 
2475 
3410 
4595 

30 
50 
75 

no 
155 
2i5 
270 
340 
420 
530 
755 

1380 
2095 
2955 
4080 

05/01/09 

Confidential McVVane-O 14393 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

90" (1 i4i Mj BEND 

2 
3 
4 

8 
10 
i2 
14 
i6 
18 
20 
24 
30 
36 
42 
48 

288312 
288329 
288336 
288343 
288350 
288367 
288374 
288381 
288398 
346449 
288404 
298328 
298335 
129936 

9')0 {1/4} BASE BEND 

4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

45" (1 is) Mj BEND 

2 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

288589 
288596 
288602 
288619 
288626 
288633 
288640 
372738 
288664 
346364 
346357 
298144 
288671 
373322 

N 
N 
5 
5 
5 
5 
5 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
5 
5 
5 
N 
5 
N 
5 
N 
5 
5 
N 
N 

058717 
058809 
058854 
058939 
058557 
058632 
060932 
060994 
061090 
061168 
061250 
087113 
087199 
105732 
105749 

058694 
058793 
058847 
0589i5 
058533 
058618 
060925 
060970 
061083 
061151 
061236 
087090 
087182 
105756 
105763 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

less 
Acces.sories 

85.00 
166.00 
248.00 
370.00 
531.00 
808.00 

i084.00 
1530.00 
i 935.00 
2725.00 
3400.00 
5360.00 

i0137.00 
13823.00 
20328.00 
27570.00 

CALL 
CALL 
Cl',LL 
CALL 
C .... LL 
CALL 
CA.LL 
CALL 
CALL 
CALL 

85.00 
143.00 
225.00 
319.00 
468.00 
659.00 
9i 4.00 

1215.00 
1638.00 
2100.00 
2650.00 
3701.00 
7981.00 

11968.00 
17730.00 
24480.00 

'vViih 
Accessories 

129.00 
228.00 
328.00 
486.00 
687.00 

1000.00 
i 320.00 
1852.00 
239i .00 
3383.00 
4256.00 
6568.00 

ii859.00 
16853.00 
25222.00 
33414.00 

i29.00 
205.00 
305.00 
435.00 
624.00 
851.00 

i i 50.00 
1537.00 
2094.00 
2758.00 
3506.00 
4909.00 
9703.00 

14998.00 
22624.00 
30324.00 

Domesiic 
Weight 

13 
26 
53 
85 

i25 
190 
255 
380 
490 
602 
862 

1215 
i942 
2629 

65 
105 
165 
235 
320 
410 
505 
660 
800 

ii55 

i3 
28 
50 
75 

no 
155 
2iS 
311 
380 
531 
606 
865 

1447 
2435 

152 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

35 
55 
85 

i25 
190 
255 
340 
430 
545 
680 

1025 
i690 
2475 
3410 
4595 

30 
50 
75 

no 
155 
2i5 
270 
340 
420 
530 
755 

1380 
2095 
2955 
4080 

05/01/09 

Confidential McVVane-O 14393 



CX 2358-153

Mj enD sAil" 
LP-5091 T"IAr II .... i""' .... n I t'lln AA .. ::u·hnni,..,I I,..,i..,+ I=illi .... ,..c: fR,., r.tCt. 

-1"--
_ ... _ .. - ... - 0 

0_ 
... __ .. _ ..... _. -_ .... 0 •••••• ::11-1 -_.-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

2:21;20 (i Ii oj iVU BEND 
3 288787 N 058670 N 143.00 205.00 30 
4 288794 N 058779 N 225.00 305.00 50 
6 288800 N 058830 N 319.00 435.00 7i 
B 288817 S 058908 N 468.00 624.00 110 

10 288824 N 058519 N 680.00 872.00 160 
12 288831 N 058595 N 935.00 1171.00 221 
14 372721 N 060918 N 1238.00 1560.00 300 
16 288855 N 060956 N 1553.00 2009.00 391 
18 346340 N 061076 hi 2150.00 2808.00 527 
20 328834 N 061144 N 3025.00 3881.00 605 
24 328827 N 061229 I~ 4016.00 5224.00 880 
30 288862 N 087076 N 7687.00 9409.00 1898 
36 130062 N 087175 I~ 11664.00 14694.00 2372 
42 105770 N 18120.00 23014.00 
48 105787 I~ 25020.00 30864.00 

i i %0 (i 132) rAj BEND 

3 350477 N 058656 N 147.00 209.00 30 
4 288930 N 058755 N 225.00 305.00 49 
6 288947 N 058823 N 319.00 435.00 65 
B 288954 N 058892 N 468.00 624.00 104 

10 288961 N 058496 I~ 680.00 872.00 160 
12 288978 N 058571 N 935.00 1171.00 221 
14 372714 N 060895 I~ 1238.00 1560.00 305 
16 288992 N 060949 N 1530.00 1986.00 391 
18 346333 N 061069 I~ 2150.00 2808.00 525 
20 328810 N 061137 N 3050.00 3906.00 605 
24 328780 I~ 061212 N 4001.00 5209.00 996 
30 350484 N 087052 N 7736.00 9458.00 1410 
36 134558 I~ 087168 I~ 11883.00 14913.00 2397 
42 105794 N 18210,00 23104,00 
48 106005 I~ 25140.00 30984.00 

q(j0 MJxPE BEND 

3 101963 N 058731 N 166.00 197.00 32 
4 028239 106012 N 207.00 247.00 47 
6 100669 N 058885 hi 340.00 398.00 80 
8 030058 N 058977 N 587.00 665.00 119 

10 N 106029 N 808.00 904.00 181 
12 111528 106036 N 1084.00 1202.00 252 
16 135098 N 061052 N 1845.00 2073.00 470 
18 100461 N 061120 N 2600.00 2929.00 600 
20 100485 N 061205 N 3250.00 3678.00 775 
24 100508 N 061335 N 5171.00 5775.00 1301 
30 102045 N 087151 N 8718.00 9579.00 1920 
36 134572 N 087236 N 12705.00 14220.00 2310 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706· (800) 527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

rnc:lint'tc: --_ .... ;:,-
Non-Domesiic 

Weight 

30 
50 
75 

110 
160 
220 
275 
345 
430 
535 
765 

1400 
2135 
3020 
4170 

30 
50 
75 

110 
160 
220 
275 
345 
430 
540 
770 

1410 
2145 
3035 
4190 

35 
50 
80 

120 
190 
255 
410 
520 
650 
985 

1585 
2310 

153 

Confidential McVVane-014394 

PUBLIC

Mj enD sAil" 
LP-5091 T"IAr II .... i""' .... n I t'lln AA .. ::u·hnni,..,I I,..,i..,+ I=illi .... ,..c: fR,., r.tCt. 

-1"--
_ ... _ .. - ... - 0 

0_ 
... __ .. _ ..... _. -_ .... 0 •••••• ::11-1 -_.-

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

2:21;20 (i Ii oj iVU BEND 
3 288787 N 058670 N 143.00 205.00 30 
4 288794 N 058779 N 225.00 305.00 50 
6 288800 N 058830 N 319.00 435.00 7i 
B 288817 S 058908 N 468.00 624.00 110 

10 288824 N 058519 N 680.00 872.00 160 
12 288831 N 058595 N 935.00 1171.00 221 
14 372721 N 060918 N 1238.00 1560.00 300 
16 288855 N 060956 N 1553.00 2009.00 391 
18 346340 N 061076 hi 2150.00 2808.00 527 
20 328834 N 061144 N 3025.00 3881.00 605 
24 328827 N 061229 I~ 4016.00 5224.00 880 
30 288862 N 087076 N 7687.00 9409.00 1898 
36 130062 N 087175 I~ 11664.00 14694.00 2372 
42 105770 N 18120.00 23014.00 
48 105787 I~ 25020.00 30864.00 

i i %0 (i 132) rAj BEND 

3 350477 N 058656 N 147.00 209.00 30 
4 288930 N 058755 N 225.00 305.00 49 
6 288947 N 058823 N 319.00 435.00 65 
B 288954 N 058892 N 468.00 624.00 104 

10 288961 N 058496 I~ 680.00 872.00 160 
12 288978 N 058571 N 935.00 1171.00 221 
14 372714 N 060895 I~ 1238.00 1560.00 305 
16 288992 N 060949 N 1530.00 1986.00 391 
18 346333 N 061069 I~ 2150.00 2808.00 525 
20 328810 N 061137 N 3050.00 3906.00 605 
24 328780 I~ 061212 N 4001.00 5209.00 996 
30 350484 N 087052 N 7736.00 9458.00 1410 
36 134558 I~ 087168 I~ 11883.00 14913.00 2397 
42 105794 N 18210,00 23104,00 
48 106005 I~ 25140.00 30984.00 

q(j0 MJxPE BEND 

3 101963 N 058731 N 166.00 197.00 32 
4 028239 106012 N 207.00 247.00 47 
6 100669 N 058885 hi 340.00 398.00 80 
8 030058 N 058977 N 587.00 665.00 119 

10 N 106029 N 808.00 904.00 181 
12 111528 106036 N 1084.00 1202.00 252 
16 135098 N 061052 N 1845.00 2073.00 470 
18 100461 N 061120 N 2600.00 2929.00 600 
20 100485 N 061205 N 3250.00 3678.00 775 
24 100508 N 061335 N 5171.00 5775.00 1301 
30 102045 N 087151 N 8718.00 9579.00 1920 
36 134572 N 087236 N 12705.00 14220.00 2310 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706· (800) 527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

rnc:lint'tc: --_ .... ;:,-
Non-Domesiic 

Weight 

30 
50 
75 

110 
160 
220 
275 
345 
430 
535 
765 

1400 
2135 
3020 
4170 

30 
50 
75 

110 
160 
220 
275 
345 
430 
540 
770 

1410 
2145 
3035 
4190 

35 
50 
80 

120 
190 
255 
410 
520 
650 
985 

1585 
2310 

153 

Confidential McVVane-014394 



CX 2358-154

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

4 
(; 

8 
10 
i2 
14 
i6 
18 
20 
24 
30 
36 

6 
8 

10 
i2 
14 
i6 
18 
20 
24 
30 
36 

056607 
100683 
ii 1535 

ii15ii 

i00300 
135111 
i35i35 
100522 
i02069 
134596 

100706 
i0202i 

i00362 
100447 
i35i59 
100546 
i02083 
134619 

11 1/;;° MJxPE BEND 

4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 

i00560 
135371 
134633 

90" MJxFE BEND 
4 
6 
8 

10 
12 
i6 
18 
24 

457404 
451006 
456605 
457374 
i 35 i 73 
100423 
i00584 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 

058816 
058878 
106043 
106050 
106067 

06i038 
061113 
06ii99 
061311 
087i44 
087229 

058861 
058953 
106074 
i0608i 

06iOi4 
061106 
06ii75 
061298 
087137 
087212 

06i274 
087120 
087205 

N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 

less 
Acces.sories 

212.00 
289.00 
497.00 
714.00 
9i 4.00 

1190.00 
i440.00 
1975.00 
2500.00 
3754.00 
70i3.00 

10615.00 

298.00 
442.00 
680.00 
935.00 

1211.00 
i 463.00 
2025_00 
2525.00 
3806_00 
7700.00 

10835.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALi. 
CALL 
CALi. 
CALL 

3833.00 
7178.00 

10890.00 

230.00 
319.00 
500.00 
714.00 

1224.00 
2093.00 
2600.00 
6038.00 

'vViih 
Accessories 

252.00 
347.00 
575.00 
810.00 

1032.00 
1351.00 
i668.00 
2304.00 
29:28.00 
4358.00 
7874.00 

12130.00 

356.00 
520.00 
776.00 

i05S.00 
1371.00 
i69i.00 
2354_00 
2953.00 
4410_00 
8561.00 

12350.00 

4437.00 
8039.00 

12405.00 

270.00 
377.00 
578.00 
810.00 

1342.00 
2321.00 
2929.00 
6466.00 

Domesiic 
Weight 

45 
70 

iii 
167 
21B 
280 
360 
455 
664 
825 

i 5iO 
1930 

66 
i09 
163 
224 
285 
360 
455 
575 
840 

i540 
1970 

45 
70 

105 
i60 
220 
285 
438 
455 
585 
972 

1305 
2185 

51 
75 

118 
168 
288 
465 
520 

ii50 

154 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

45 
70 

105 
155 
215 

320 
395 
500 
715 

i275 
1930 

70 
iOS 
160 
220 

325 
405 
505 
725 

i400 
1970 

730 
1305 
1980 

05/01/09 

Confidential McVVane-O 14395 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

4 
(; 

8 
10 
i2 
14 
i6 
18 
20 
24 
30 
36 

6 
8 

10 
i2 
14 
i6 
18 
20 
24 
30 
36 

056607 
100683 
ii 1535 

ii15ii 

i00300 
135111 
i35i35 
100522 
i02069 
134596 

100706 
i0202i 

i00362 
100447 
i35i59 
100546 
i02083 
134619 

11 1/;;° MJxPE BEND 

4 
6 
8 

iO 
12 
i4 
16 
i8 
20 
24 
30 
36 

i00560 
135371 
134633 

90" MJxFE BEND 
4 
6 
8 

10 
12 
i6 
18 
24 

457404 
451006 
456605 
457374 
i 35 i 73 
100423 
i00584 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 

058816 
058878 
106043 
106050 
106067 

06i038 
061113 
06ii99 
061311 
087i44 
087229 

058861 
058953 
106074 
i0608i 

06iOi4 
061106 
06ii75 
061298 
087137 
087212 

06i274 
087120 
087205 

N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 

less 
Acces.sories 

212.00 
289.00 
497.00 
714.00 
9i 4.00 

1190.00 
i440.00 
1975.00 
2500.00 
3754.00 
70i3.00 

10615.00 

298.00 
442.00 
680.00 
935.00 

1211.00 
i 463.00 
2025_00 
2525.00 
3806_00 
7700.00 

10835.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALi. 
CALL 
CALi. 
CALL 

3833.00 
7178.00 

10890.00 

230.00 
319.00 
500.00 
714.00 

1224.00 
2093.00 
2600.00 
6038.00 

'vViih 
Accessories 

252.00 
347.00 
575.00 
810.00 

1032.00 
1351.00 
i668.00 
2304.00 
29:28.00 
4358.00 
7874.00 

12130.00 

356.00 
520.00 
776.00 

i05S.00 
1371.00 
i69i.00 
2354_00 
2953.00 
4410_00 
8561.00 

12350.00 

4437.00 
8039.00 

12405.00 

270.00 
377.00 
578.00 
810.00 

1342.00 
2321.00 
2929.00 
6466.00 

Domesiic 
Weight 

45 
70 

iii 
167 
21B 
280 
360 
455 
664 
825 

i 5iO 
1930 

66 
i09 
163 
224 
285 
360 
455 
575 
840 

i540 
1970 

45 
70 

105 
i60 
220 
285 
438 
455 
585 
972 

1305 
2185 

51 
75 

118 
168 
288 
465 
520 

ii50 

154 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

45 
70 

105 
155 
215 

320 
395 
500 
715 

i275 
1930 

70 
iOS 
160 
220 

325 
405 
505 
725 

i400 
1970 

730 
1305 
1980 

05/01/09 

Confidential McVVane-O 14395 



CX 2358-155

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

45° MJxFE BEND 

4 
6 457398 
8 

10 457220 
12 451211 
16 100324 
18 100409 
20 028338 
24 100607 

22'12° MJxFE BEND 

6 
8 457411 

10 457336 
12 457893 
16 135197 
18 135210 
24 100621 

11,/,° MJxFE BEND 

6 
8 

12 
16 
18 
24 

2 
3x2 

3 
4x2 
4)\3 

4 
4 ... 4,,6 

6x2 
6x3 
6x4 

6 
6x6x8 

8x3 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

451044 
457367 
100348 
100386 
100645 

346326 
346319 
289067 
289074 
289081 
289098 
346302 
346296 
289104 
289111 
289128 
347064 
289135 
289142 
289159 
289166 

289180 
289197 
289203 
289210 
289227 
289234 

N 

N 

N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

s 

N 

N 
S 
N 
N 
N 
S 
5 
N 
!'-J 
N 
5 
N 
!'-J 
N 

060390 

060437 
060413 

060475 
060482 
060451 

060529 
060550 
060505 

060116 
060178 
060086 
060277 
060314 
060352 

N 

N 

N 
N 

N 
N 
N 

!'-J 
N 
N 
N 
N 
N 

Less 

Accessories 

189.00 
299.00 
455.00 
714.00 
914.00 

1620.00 
2150.00 
3072.00 
4583.00 

255.00 
455.00 
659.00 

1046.00 
1418.00 
2110.00 
4253.00 

302.00 
446.00 
914.00 

1652.00 
1950.00 
4253.00 

143.00 
214.00 
261.00 
279.00 
338.00 
360.00 
504.00 
485.00 
468.00 
489.00 
531.00 
672.00 
659.00 
701.00 
744.00 
786.00 
999.00 

1063.00 
1118.00 
1318.00 
1339.00 
1381.00 
1445.00 

Vv'iih 
Accessories 

229.00 
357.00 
533.00 
810.00 

1032.00 
1848.00 
2479.00 
3500.00 
5187.00 

313.00 
533.00 
755.00 

1164.00 
1646.00 
2439.00 
4857.00 

360.00 
524.00 

1032.00 
1880.00 
2279.00 
4857.00 

209.00 
298.00 
354.00 
381.00 
449.00 
480.00 
642.00 
623.00 
615.00 
645.00 
705.00 
866.00 
846.00 
851.00 
958.00 

1020.00 
1231.00 
1295.00 
1388.00 
1606.00 
1615.00 
1675.00 
2245.00 

Domesiic 
Weight 

42 
69 

107 
168 
215 
360 
430 
614 
873 

60 
107 
155 
215 
315 
422 
810 

71 
105 
215 
360 
390 
810 

22 
45 
55 
62 
77 
78 

115 
78 

106 
110 
119 
185 
155 
165 
175 
185 
235 
258 
260 
310 
318 
325 
335 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

45 
55 

75 
80 

110 
115 
125 

165 
175 
185 

250 
260 
310 
315 
325 
340 

155 

Confidential McVVane-O 14396 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

45° MJxFE BEND 

4 
6 457398 
8 

10 457220 
12 451211 
16 100324 
18 100409 
20 028338 
24 100607 

22'12° MJxFE BEND 

6 
8 457411 

10 457336 
12 457893 
16 135197 
18 135210 
24 100621 

11,/,° MJxFE BEND 

6 
8 

12 
16 
18 
24 

2 
3x2 

3 
4x2 
4)\3 

4 
4 ... 4,,6 

6x2 
6x3 
6x4 

6 
6x6x8 

8x3 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

451044 
457367 
100348 
100386 
100645 

346326 
346319 
289067 
289074 
289081 
289098 
346302 
346296 
289104 
289111 
289128 
347064 
289135 
289142 
289159 
289166 

289180 
289197 
289203 
289210 
289227 
289234 

N 

N 

N 
N 
N 
N 
N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

s 

N 

N 
S 
N 
N 
N 
S 
5 
N 
!'-J 
N 
5 
N 
!'-J 
N 

060390 

060437 
060413 

060475 
060482 
060451 

060529 
060550 
060505 

060116 
060178 
060086 
060277 
060314 
060352 

N 

N 

N 
N 

N 
N 
N 

!'-J 
N 
N 
N 
N 
N 

Less 

Accessories 

189.00 
299.00 
455.00 
714.00 
914.00 

1620.00 
2150.00 
3072.00 
4583.00 

255.00 
455.00 
659.00 

1046.00 
1418.00 
2110.00 
4253.00 

302.00 
446.00 
914.00 

1652.00 
1950.00 
4253.00 

143.00 
214.00 
261.00 
279.00 
338.00 
360.00 
504.00 
485.00 
468.00 
489.00 
531.00 
672.00 
659.00 
701.00 
744.00 
786.00 
999.00 

1063.00 
1118.00 
1318.00 
1339.00 
1381.00 
1445.00 

Vv'iih 
Accessories 

229.00 
357.00 
533.00 
810.00 

1032.00 
1848.00 
2479.00 
3500.00 
5187.00 

313.00 
533.00 
755.00 

1164.00 
1646.00 
2439.00 
4857.00 

360.00 
524.00 

1032.00 
1880.00 
2279.00 
4857.00 

209.00 
298.00 
354.00 
381.00 
449.00 
480.00 
642.00 
623.00 
615.00 
645.00 
705.00 
866.00 
846.00 
851.00 
958.00 

1020.00 
1231.00 
1295.00 
1388.00 
1606.00 
1615.00 
1675.00 
2245.00 

Domesiic 
Weight 

42 
69 

107 
168 
215 
360 
430 
614 
873 

60 
107 
155 
215 
315 
422 
810 

71 
105 
215 
360 
390 
810 

22 
45 
55 
62 
77 
78 

115 
78 

106 
110 
119 
185 
155 
165 
175 
185 
235 
258 
260 
310 
318 
325 
335 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Non-Domesiic 
Weight 

45 
55 

75 
80 

110 
115 
125 

165 
175 
185 

250 
260 
310 
315 
325 
340 

155 

Confidential McVVane-O 14396 



CX 2358-156

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj TEE (Con'tj 
12xl0 

12 
14x4 
14x6 
14x8 

14xl0 
14xi2 

14 
16x4 
16x6 
16x8 

16xl0 
16x12 
16x14 

i6 
18x6 
i8x8 

18:-::10 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20xl0 
20x12 
20xi6 

20 
24x6 
24x8 

24xiO 
24x12 
24x14 
24x16 
24xl8 
24x20 

24 
30x6 
30x8 

30xl0 
30x12 
30x16 
30x18 
30x20 
30x24 

30 
36x6 
36x8 

36xl0 
36x12 
36x14 
36x16 

156 

289241 
289258 

289326 
289333 
289340 
289357 
289364 

28937i 
289388 
347002 

289395 

346999 
346982 
346975 

346968 
346951 
289401 
346944 
346937 

350712 
346913 
298137 
346906 
346890 
346883 
346876 
346869 
346852 
346845 
289418 
346838 
346821 
346814 
289425 
100201 
134657 
134671 
134695 
134718 
134732 

N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

060253 
060215 

086567 
086598 
086529 
086536 

086505 
086680 
086703 

086659 

086611 
086765 
086772 

086741 
086758 
086727 
086871 
086895 

086819 
086833 
086840 
086857 
086864 
086796 
087632 
087649 
087571 
087588 
087595 
087601 
087618 
087625 
087564 
087779 
087793 
087663 
087670 
087694 
087717 

N 
N 

N 
N 
N 
N 

N 
N 
N 

N 
i...J 
N 

N 

iii 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

1658.00 
1743.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

2700.00 
2430_00 
2475.00 
2565.00 
2655.00 

CALL 
2925.00 
2950.00 
3025.00 

CALL 
3200.00 

CALL 
CALL 

4100~00 
3360.00 
3360~00 

CALL 
386900 
4725.00 
532000 
4961.00 
525000 

CALL 
5408.00 
5539.00 
5644.00 
7350.00 
7613.00 
9529.00 
9323.00 
9416.00 

10065.00 
9592.00 

10010.00 
10148.00 
9587.00 

13200.00 
14273.00 
13701.00 
13701.00 
14355.00 
13833.00 
14135.00 
14065.00 

1990.00 
2097.00 

3i96.00 
2944.00 
3009.00 
3117.00 
3229.00 

3609.00 
3666.00 
376i.OO 

3976.00 

5087~00 
4274.00 
4294~00 

4843,00 
5809.00 
6604,00 
6227.00 
6536,00 

6734~00 

6908.00 
7080.00 
8887.00 
9249.00 

11341.00 
11103.00 
11216.00 
11883.00 
11432.00 
11960.00 
12199.00 
11737.00 
15526.00 
16856.00 
16789.00 
16809.00 
17481.00 
16981.00 
17326.00 
17323.00 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

392 
410 
470 
485 
500 
515 
540 
585 
600 
615 
625 
645 
7i5 
710 
740 
670 
674 
700 
715 
865 
996 
945 
830 
845 
860 
875 

1095 
1258 
1233 
1234 
860 

1185 
1220 
1245 
1660 
1720 
1947 
2050 
2060 
2075 
2090 
2145 
2170 
2205 
2880 
2275 
3684 
2816 
2535 
2550 
2570 
2585 

LP-5091 
Non-Domesiic 

Weight 

396 
410 

540 
550 
570 
590 

650 
590 
605 

640 

820 
725 
735 

910 
945 

1020 
985 

1000 

1030 
1055 
1075 
1400 
1450 
1535 
1730 
1745 
1830 
1865 
1820 
1845 
1875 
2400 
2595 
2520 
2520 
2535 
2550 
2570 
2585 

05/01/09 

Confidential McVVane-O 14397 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

Mj TEE (Con'tj 
12xl0 

12 
14x4 
14x6 
14x8 

14xl0 
14xi2 

14 
16x4 
16x6 
16x8 

16xl0 
16x12 
16x14 

i6 
18x6 
i8x8 

18:-::10 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20xl0 
20x12 
20xi6 

20 
24x6 
24x8 

24xiO 
24x12 
24x14 
24x16 
24xl8 
24x20 

24 
30x6 
30x8 

30xl0 
30x12 
30x16 
30x18 
30x20 
30x24 

30 
36x6 
36x8 

36xl0 
36x12 
36x14 
36x16 

156 

289241 
289258 

289326 
289333 
289340 
289357 
289364 

28937i 
289388 
347002 

289395 

346999 
346982 
346975 

346968 
346951 
289401 
346944 
346937 

350712 
346913 
298137 
346906 
346890 
346883 
346876 
346869 
346852 
346845 
289418 
346838 
346821 
346814 
289425 
100201 
134657 
134671 
134695 
134718 
134732 

N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

060253 
060215 

086567 
086598 
086529 
086536 

086505 
086680 
086703 

086659 

086611 
086765 
086772 

086741 
086758 
086727 
086871 
086895 

086819 
086833 
086840 
086857 
086864 
086796 
087632 
087649 
087571 
087588 
087595 
087601 
087618 
087625 
087564 
087779 
087793 
087663 
087670 
087694 
087717 

N 
N 

N 
N 
N 
N 

N 
N 
N 

N 
i...J 
N 

N 

iii 
N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

1658.00 
1743.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

2700.00 
2430_00 
2475.00 
2565.00 
2655.00 

CALL 
2925.00 
2950.00 
3025.00 

CALL 
3200.00 

CALL 
CALL 

4100~00 
3360.00 
3360~00 

CALL 
386900 
4725.00 
532000 
4961.00 
525000 

CALL 
5408.00 
5539.00 
5644.00 
7350.00 
7613.00 
9529.00 
9323.00 
9416.00 

10065.00 
9592.00 

10010.00 
10148.00 
9587.00 

13200.00 
14273.00 
13701.00 
13701.00 
14355.00 
13833.00 
14135.00 
14065.00 

1990.00 
2097.00 

3i96.00 
2944.00 
3009.00 
3117.00 
3229.00 

3609.00 
3666.00 
376i.OO 

3976.00 

5087~00 
4274.00 
4294~00 

4843,00 
5809.00 
6604,00 
6227.00 
6536,00 

6734~00 

6908.00 
7080.00 
8887.00 
9249.00 

11341.00 
11103.00 
11216.00 
11883.00 
11432.00 
11960.00 
12199.00 
11737.00 
15526.00 
16856.00 
16789.00 
16809.00 
17481.00 
16981.00 
17326.00 
17323.00 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

392 
410 
470 
485 
500 
515 
540 
585 
600 
615 
625 
645 
7i5 
710 
740 
670 
674 
700 
715 
865 
996 
945 
830 
845 
860 
875 

1095 
1258 
1233 
1234 
860 

1185 
1220 
1245 
1660 
1720 
1947 
2050 
2060 
2075 
2090 
2145 
2170 
2205 
2880 
2275 
3684 
2816 
2535 
2550 
2570 
2585 

LP-5091 
Non-Domesiic 

Weight 

396 
410 

540 
550 
570 
590 

650 
590 
605 

640 

820 
725 
735 

910 
945 

1020 
985 

1000 

1030 
1055 
1075 
1400 
1450 
1535 
1730 
1745 
1830 
1865 
1820 
1845 
1875 
2400 
2595 
2520 
2520 
2535 
2550 
2570 
2585 

05/01/09 

Confidential McVVane-O 14397 



CX 2358-157

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 

Size Domestic 

M.i TEE iCon'l; 
36xi 8 i34756 
36x20 134770 
36x24 i34794 
36x30 134817 

36 i 3483i 
42x16 
42x:24 
42x30 
4:2x36 

42 
48x24 
48x30 
48x36 
48x42 

48 

M.ixPExMj TEE 

4 
6x4 

6 
8x6 

8 
10x4 
iOx6 
10x8 

iO 
12x4 
12x6 
12x8 

12xl0 
12 

i4x6 
14x8 

i4xiO 
14x12 

i4 
16.x.A 
i6xB 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x12 
18x14 
18x16 

18 
20x6 
20)(8 

20x10 
20)(12 

05/01/09 

457800 

289463 
111641 
ii 1 634 

0524iB 
457770 
457251 
451075 
457763 
111627 

Ship UPCode 670610 Ship 
Code Non-Domestic Code 

N OB773i N 
N 087748 N 
N 087755 N 
N 087762 N 
N 087656 N 

454793 N 
i06098 N 
106104 N 
i Obi i i N 
106128 N 
i06i35 N 
106142 N 
i06i59 N 
106166 N 
i06i73 N 

N 
N 
N 
N 
N N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t..J 
N 
t..J 
N 
", 
" N 
", 
" 

Less 

Accessories 

i4355.00 
14493.00 
i4795.00 
19498.00 
i9473.00 
21570.00 
:2:2i40.00 
27900.00 
36450.00 
37920.00 
29970.00 
30840.00 
37680.00 
48780.00 
50520.00 

338.00 
CALL 

510.00 
423.00 
748.00 

CALL 
CALL 
CALL 

i342.00 
1339.00 
1381.00 
1445.00 
1658.00 
1743.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
.... A •• "M .... 
CALL 
.... A •• "M .... 

Vv'iih 
Accessories 

i 77i4.00 
17951.00 
i 8429.00 

23389.00 
240i8.00 
26692.00 
:27638.00 
33655.00 
4:2859.00 
45261.00 
364i8.00 
37545.00 
45039.00 
57071.00 
59286.00 

4 i 8.00 

626.00 
559.00 
904.00 

i 534.00 
1497.00 
1557.00 
1641.00 
1872.00 
1979.00 

Domesiic 
Weight 

26iO 
2635 
2792 
3545 
3450 

75 
110 
120 
170 
180 
235 
250 
260 
3i6 
315 
325 
340 
390 
410 
470 
480 
500 
525 
599 
580 
605 
625 
640 
690 
720 
645 
655 
670 
685 
840 
880 
900 
800 
845 
825 
870 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

26iO 
2635 
2690 
3545 
3745 
3595 
3690 
4650 
4880 
6320 
4995 
5140 
6280 
8130 
8420 

i76 

157 

Confidential McVVane-O 14398 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 

Size Domestic 

M.i TEE iCon'l; 
36xi 8 i34756 
36x20 134770 
36x24 i34794 
36x30 134817 

36 i 3483i 
42x16 
42x:24 
42x30 
4:2x36 

42 
48x24 
48x30 
48x36 
48x42 

48 

M.ixPExMj TEE 

4 
6x4 

6 
8x6 

8 
10x4 
iOx6 
10x8 

iO 
12x4 
12x6 
12x8 

12xl0 
12 

i4x6 
14x8 

i4xiO 
14x12 

i4 
16.x.A 
i6xB 

16xl0 
16x12 
16x14 

16 
18x6 
18x8 

18xl0 
18x12 
18x14 
18x16 

18 
20x6 
20)(8 

20x10 
20)(12 

05/01/09 

457800 

289463 
111641 
ii 1 634 

0524iB 
457770 
457251 
451075 
457763 
111627 

Ship UPCode 670610 Ship 
Code Non-Domestic Code 

N OB773i N 
N 087748 N 
N 087755 N 
N 087762 N 
N 087656 N 

454793 N 
i06098 N 
106104 N 
i Obi i i N 
106128 N 
i06i35 N 
106142 N 
i06i59 N 
106166 N 
i06i73 N 

N 
N 
N 
N 
N N 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t..J 
N 
t..J 
N 
", 
" N 
", 
" 

Less 

Accessories 

i4355.00 
14493.00 
i4795.00 
19498.00 
i9473.00 
21570.00 
:2:2i40.00 
27900.00 
36450.00 
37920.00 
29970.00 
30840.00 
37680.00 
48780.00 
50520.00 

338.00 
CALL 

510.00 
423.00 
748.00 

CALL 
CALL 
CALL 

i342.00 
1339.00 
1381.00 
1445.00 
1658.00 
1743.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
.... A •• "M .... 
CALL 
.... A •• "M .... 

Vv'iih 
Accessories 

i 77i4.00 
17951.00 
i 8429.00 

23389.00 
240i8.00 
26692.00 
:27638.00 
33655.00 
4:2859.00 
45261.00 
364i8.00 
37545.00 
45039.00 
57071.00 
59286.00 

4 i 8.00 

626.00 
559.00 
904.00 

i 534.00 
1497.00 
1557.00 
1641.00 
1872.00 
1979.00 

Domesiic 
Weight 

26iO 
2635 
2792 
3545 
3450 

75 
110 
120 
170 
180 
235 
250 
260 
3i6 
315 
325 
340 
390 
410 
470 
480 
500 
525 
599 
580 
605 
625 
640 
690 
720 
645 
655 
670 
685 
840 
880 
900 
800 
845 
825 
870 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

26iO 
2635 
2690 
3545 
3745 
3595 
3690 
4650 
4880 
6320 
4995 
5140 
6280 
8130 
8420 

i76 

157 

Confidential McVVane-O 14398 



CX 2358-158

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship 

Size Domestic Code 

fJ\jxPExiVU TEE iCon'.; 

20xi4 
20:-:16 
20xia 

20 
24x6 
24x8 

24xiO 
24x12 
24xi4 
24x16 
24x18 
24}1'..20 

24 
30x6 
30x8 

30x10 
30x12 
30x14 
30x16 
30x18 
30x20 
30}l'..24 

30 

,.,\jxFE TEE 

4x2 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12xB 

12x10 
12 

16x4 
16x6 
16x8 

16x12 
16 

18x6 
18x8 

18x12 
18 

20x8 

346807 

346791 
346760 
346753 
346746 
346739 
346722 
346715 
346708 
346692 

346685 
289562 
346678 

346661 
346654 
346647 
346630 
346623 
346616 
346609 
346593 
346586 
346562 
346548 

iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t"<i 
N 
N 
N 
N 
N 

N 
N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

UPCode 670610 Ship 
Non-Domestic Code 

060420 
060499 
060468 
060536 
060574 
060512 
060093 
060130 
060192 

060291 
060338 
060376 

060239 
086550 
086574 
086604 
086543 
086512 
086697 
086710 
086673 
086635 
086789 

iii 
N 
iii 
N 
iii 
N 
iii 
N 
iii 

t....t 

N 
N 

N 
N 
N 
N 
N 

N 

N 

N 

less 
Acces.sories 

CALi. 
CAll 
CALi. 
CAll 
CALi. 
CAll 
CAii 
CAll 
CAii 
CAll 
CAii 
CAll 
CAii 
CALL 
CAii 
CALL 
CALi.. 
CALL 
CALi.. 
CALL 
CALi.. 
CALL 
CALi.. 

219.00 
315.00 
401.00 
485.00 
514.00 
744.00 
744.00 
769.00 
973.00 
944.00 

1063.00 
CALL 

1313.00 
1488.00 
1403.00 

CALL 
1700.00 
2561.00 
2088.00 
2768.00 
2925.00 
3285.00 
3325.00 
3375.00 
3525.00 
4575.00 
4175.00 

'vViih 
Accessories 

281.00 
395.00 
481.00 
601.00 
630.00 
900.00 
900.00 
925.00 

1165.00 
1136.00 
1255.00 

1549.00 
1724.00 
1639.00 

1936.00 
3017.00 
2544.00 
3224.00 
3381.00 
3741.00 
3983.00 
4033.00 
4183.00 
5233.00 
5031.00 

Domesiic 
Weight 

875 
1060 
ii iO 
1155 
ii05 
1115 
1130 
1145 
1180 
1200 
1615 
1680 
1733 
1615 
1630 
1645 
1665 
1685 
1705 
1730 
1760 
2280 
2600 

49 
49 
76 

109 
115 
150 
160 
194 
229 
264 
245 
300 
323 
315 
372 
300 
405 
590 
605 
615 
651 
730 
707 
675 
705 
875 
835 

156 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

89 
129 
140 
159 
195 
175 
229 
222 
250 

309 
336 
330 

400 
575 
605 
615 
650 
730 
665 
675 
705 
915 
835 

05/01/09 

Confidential McVVane-O 14399 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship 

Size Domestic Code 

fJ\jxPExiVU TEE iCon'.; 

20xi4 
20:-:16 
20xia 

20 
24x6 
24x8 

24xiO 
24x12 
24xi4 
24x16 
24x18 
24}1'..20 

24 
30x6 
30x8 

30x10 
30x12 
30x14 
30x16 
30x18 
30x20 
30}l'..24 

30 

,.,\jxFE TEE 

4x2 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12xB 

12x10 
12 

16x4 
16x6 
16x8 

16x12 
16 

18x6 
18x8 

18x12 
18 

20x8 

346807 

346791 
346760 
346753 
346746 
346739 
346722 
346715 
346708 
346692 

346685 
289562 
346678 

346661 
346654 
346647 
346630 
346623 
346616 
346609 
346593 
346586 
346562 
346548 

iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
t"<i 
N 
N 
N 
N 
N 

N 
N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

UPCode 670610 Ship 
Non-Domestic Code 

060420 
060499 
060468 
060536 
060574 
060512 
060093 
060130 
060192 

060291 
060338 
060376 

060239 
086550 
086574 
086604 
086543 
086512 
086697 
086710 
086673 
086635 
086789 

iii 
N 
iii 
N 
iii 
N 
iii 
N 
iii 

t....t 

N 
N 

N 
N 
N 
N 
N 

N 

N 

N 

less 
Acces.sories 

CALi. 
CAll 
CALi. 
CAll 
CALi. 
CAll 
CAii 
CAll 
CAii 
CAll 
CAii 
CAll 
CAii 
CALL 
CAii 
CALL 
CALi.. 
CALL 
CALi.. 
CALL 
CALi.. 
CALL 
CALi.. 

219.00 
315.00 
401.00 
485.00 
514.00 
744.00 
744.00 
769.00 
973.00 
944.00 

1063.00 
CALL 

1313.00 
1488.00 
1403.00 

CALL 
1700.00 
2561.00 
2088.00 
2768.00 
2925.00 
3285.00 
3325.00 
3375.00 
3525.00 
4575.00 
4175.00 

'vViih 
Accessories 

281.00 
395.00 
481.00 
601.00 
630.00 
900.00 
900.00 
925.00 

1165.00 
1136.00 
1255.00 

1549.00 
1724.00 
1639.00 

1936.00 
3017.00 
2544.00 
3224.00 
3381.00 
3741.00 
3983.00 
4033.00 
4183.00 
5233.00 
5031.00 

Domesiic 
Weight 

875 
1060 
ii iO 
1155 
ii05 
1115 
1130 
1145 
1180 
1200 
1615 
1680 
1733 
1615 
1630 
1645 
1665 
1685 
1705 
1730 
1760 
2280 
2600 

49 
49 
76 

109 
115 
150 
160 
194 
229 
264 
245 
300 
323 
315 
372 
300 
405 
590 
605 
615 
651 
730 
707 
675 
705 
875 
835 

156 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

89 
129 
140 
159 
195 
175 
229 
222 
250 

309 
336 
330 

400 
575 
605 
615 
650 
730 
665 
675 
705 
915 
835 

05/01/09 

Confidential McVVane-O 14399 



CX 2358-159

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iNxFE TEE (Con't) 
:20 

24x6 
24xB 

24x12 
24 
30 

36xo 
36x12 
36xi6 
36x24 

3465i7 
346500 
346494 
135234 
346470 
346456 
i34855 
134879 
i34893 
134916 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

086734 
086888 
08690i 
086826 
086802 

087786 

l\4o.JxSW!VEL TEE (with Swivel G!and) 

6 
ax6 

8 
iOxo 
12x6 
i2x8 
14x6 
i6xo 
16x8 
i8x6 
20:-:6 
24x6 
30x6 
36xo 

3'17606 
347590 
347583 
347576 
350644 

347569 
347552 

347545 

Mj BASE TEE 
4 
6 
8 

10 
i2 
14 
i6 
1B 
20 
24 
30 

t--l 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

060i54 

oa658i 

N 
N 
N 
N 
N 

N 

N 

N 

N 

Less 

Accessories 

5825.00 
5906.00 
5985.00 
6116.00 
6946.00 

16940.00 
i:2936.00 
14025.00 
i3475.00 
14630.00 

638.00 
846.00 
893.00 

i254.00 
1469.00 

CALL 
CALL 

2498.00 
2921.00 

CALL 
CALL 
CALL 

11385.00 
13860.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

SWIVELxSWIVEL HYDRANT ELL (With Two Swivel Glands) 
6 
8 

347538 
347521 

N 
N 

448.00 
664.00 

Vv'iih 
Accessories 

668i.00 
7114.00 
7i93.00 
7324.00 
Bi54.00 

18662.00 
i 5966.00 
17055.00 
i6505.00 
17660.00 

75-1.00 
i002.00 
1049.00 
i446.00 
1705.00 

2954.00 
3377.00 

13107.00 
16890.00 

N/A 
N/A 

Domesiic 
Weight 

ii65 
1125 
i242 
1165 
i795 
3080 
2430 
2550 
2450 
2660 

1-11 
i9i 
210 
267 
346 
360 
504 
629 
649 
754 
829 

i i34 
2070 

90 
140 
215 
340 
455 
635 
790 
895 

1095 
1615 
2715 

106 
156 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

ii65 
1125 
i i40 
1165 
i795 

2430 

295 

555 

2520 

159 

Confidential McVVane-014400 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iNxFE TEE (Con't) 
:20 

24x6 
24xB 

24x12 
24 
30 

36xo 
36x12 
36xi6 
36x24 

3465i7 
346500 
346494 
135234 
346470 
346456 
i34855 
134879 
i34893 
134916 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

086734 
086888 
08690i 
086826 
086802 

087786 

l\4o.JxSW!VEL TEE (with Swivel G!and) 

6 
ax6 

8 
iOxo 
12x6 
i2x8 
14x6 
i6xo 
16x8 
i8x6 
20:-:6 
24x6 
30x6 
36xo 

3'17606 
347590 
347583 
347576 
350644 

347569 
347552 

347545 

Mj BASE TEE 
4 
6 
8 

10 
i2 
14 
i6 
1B 
20 
24 
30 

t--l 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

060i54 

oa658i 

N 
N 
N 
N 
N 

N 

N 

N 

N 

Less 

Accessories 

5825.00 
5906.00 
5985.00 
6116.00 
6946.00 

16940.00 
i:2936.00 
14025.00 
i3475.00 
14630.00 

638.00 
846.00 
893.00 

i254.00 
1469.00 

CALL 
CALL 

2498.00 
2921.00 

CALL 
CALL 
CALL 

11385.00 
13860.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

SWIVELxSWIVEL HYDRANT ELL (With Two Swivel Glands) 
6 
8 

347538 
347521 

N 
N 

448.00 
664.00 

Vv'iih 
Accessories 

668i.00 
7114.00 
7i93.00 
7324.00 
Bi54.00 

18662.00 
i 5966.00 
17055.00 
i6505.00 
17660.00 

75-1.00 
i002.00 
1049.00 
i446.00 
1705.00 

2954.00 
3377.00 

13107.00 
16890.00 

N/A 
N/A 

Domesiic 
Weight 

ii65 
1125 
i242 
1165 
i795 
3080 
2430 
2550 
2450 
2660 

1-11 
i9i 
210 
267 
346 
360 
504 
629 
649 
754 
829 

i i34 
2070 

90 
140 
215 
340 
455 
635 
790 
895 

1095 
1615 
2715 

106 
156 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

ii65 
1125 
i i40 
1165 
i795 

2430 

295 

555 

2520 

159 

Confidential McVVane-014400 



CX 2358-160

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

SWiVELxSOLiD HiLiRANT ADAPTER (With Swivei Giand; 
4x13 
6x12 
6x18 
6x24 
6x36 
8x13 

12x13 

347507 
347354 
347347 
347330 
347323 
347316 
347293 

N 
N 
N 
N 
N 
N 
N 

i 7LOO 
310.00 
388.00 
447.00 
661.00 
534.00 
706.00 

NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 

Mj CROSS 
6 

8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
i:2 

14x4 
i4x6 
14x8 

i4xiO 
14x12 

i4 
16x4 
16x6 
16xB 

16x12 
16x14 

16 
18x6 
18x8 

18:x.10 
i8xi2 
18x14 
18x16 

18 
20x6 
20x8 

20xl0 
20x12 
20x14 
20)(16 
20x18 

20 
24x6 
24x8 

160 

457497 
457527 
457534 
100225 

449966 
451440 
457435 

449850 
455196 

449843 

135258 

135272 

135296 
135319 

100966 

347286 
347279 
347262 

290025 

347255 

347248 

347231 

290032 
458296 
347224 

N 
N 
N 
N 
N 
iii 
N 
iii 
N 
N 
N 
iii 
N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

i06i80 
106203 
i062iO 
059172 

106227 
106:234 
106241 

106265 
106272 

i06289 

061472 

06i458 

061519 
061533 

061496 

06i6i8 
061571 
06i595 

061557 

061687 

061656 

061670 

061632 

061748 

N 
N 
N 
N 

N 
iii 
N 

N 
N 

iii 

N 

iii 

i"-l 
N 

iii 
N 

iii 

N 

N 

N 

680.00 
786.00 
87i .00 
999.00 

CALL 
1211.00 
13i8.00 
1615.00 

CALL 
1530.00 
i 636.00 

CALL 
2i04.00 

CALL 
CALi. 

2025.00 
CALi. 
CALL 

2858.00 
CALL 

2588.00 
2723.00 

CALL 
CALL 

3555.00 
CALL 

3275.00 
342500 
3625.00 

CALL 
CALL 

4975.00 
CALL 

3840.00 
CALL 

4190.00 
CALL 

5425.00 
CALL 

6040.00 
CALL 

5371.00 

9i 2 .00 
1022.00 
i i 43.00 
1311.00 

1519.00 
1666.00 
1999.00 

1882.00 
2028.00 

2576.00 

2503.00 

3502.00 

3160.00 
3335.00 

4467.00 

4089.00 
4275.00 
4519.00 

6291.00 

4852.00 

5282.00 

6737.00 

7752.00 

6735.00 

S = From Stock to 2 weeks' N = Non-Stock; Check for ovoilobility. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

38 
73 
91 

105 
125 
126 
220 

i60 
185 
205 
255 
260 
285 
316 
380 
340 
361 
371 
340 
486 
500 
525 
525 
668 
630 
779 
630 
650 
675 
856 
830 
895 
705 
730 
760 
790 
990 

1060 
1130 
865 
890 
920 
955 

1025 
1245 
1330 
1448 
1180 
1045 

LP-5091 
Non-Domesiic 

Weight 

i60 
185 
205 
235 

285 
310 
380 

360 
385 

495 

450 

635 

575 
605 

790 

655 
685 
725 

995 

790 

860 

lOSS 

1230 

1045 

05/01/09 

Confidential McVVane-O 1440 1 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

SWiVELxSOLiD HiLiRANT ADAPTER (With Swivei Giand; 
4x13 
6x12 
6x18 
6x24 
6x36 
8x13 

12x13 

347507 
347354 
347347 
347330 
347323 
347316 
347293 

N 
N 
N 
N 
N 
N 
N 

i 7LOO 
310.00 
388.00 
447.00 
661.00 
534.00 
706.00 

NiA 
N/A 
NiA 
N/A 
NiA 
N/A 
NiA 

Mj CROSS 
6 

8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
i:2 

14x4 
i4x6 
14x8 

i4xiO 
14x12 

i4 
16x4 
16x6 
16xB 

16x12 
16x14 

16 
18x6 
18x8 

18:x.10 
i8xi2 
18x14 
18x16 

18 
20x6 
20x8 

20xl0 
20x12 
20x14 
20)(16 
20x18 

20 
24x6 
24x8 

160 

457497 
457527 
457534 
100225 

449966 
451440 
457435 

449850 
455196 

449843 

135258 

135272 

135296 
135319 

100966 

347286 
347279 
347262 

290025 

347255 

347248 

347231 

290032 
458296 
347224 

N 
N 
N 
N 
N 
iii 
N 
iii 
N 
N 
N 
iii 
N 
iii 
N 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

i06i80 
106203 
i062iO 
059172 

106227 
106:234 
106241 

106265 
106272 

i06289 

061472 

06i458 

061519 
061533 

061496 

06i6i8 
061571 
06i595 

061557 

061687 

061656 

061670 

061632 

061748 

N 
N 
N 
N 

N 
iii 
N 

N 
N 

iii 

N 

iii 

i"-l 
N 

iii 
N 

iii 

N 

N 

N 

680.00 
786.00 
87i .00 
999.00 

CALL 
1211.00 
13i8.00 
1615.00 

CALL 
1530.00 
i 636.00 

CALL 
2i04.00 

CALL 
CALi. 

2025.00 
CALi. 
CALL 

2858.00 
CALL 

2588.00 
2723.00 

CALL 
CALL 

3555.00 
CALL 

3275.00 
342500 
3625.00 

CALL 
CALL 

4975.00 
CALL 

3840.00 
CALL 

4190.00 
CALL 

5425.00 
CALL 

6040.00 
CALL 

5371.00 

9i 2 .00 
1022.00 
i i 43.00 
1311.00 

1519.00 
1666.00 
1999.00 

1882.00 
2028.00 

2576.00 

2503.00 

3502.00 

3160.00 
3335.00 

4467.00 

4089.00 
4275.00 
4519.00 

6291.00 

4852.00 

5282.00 

6737.00 

7752.00 

6735.00 

S = From Stock to 2 weeks' N = Non-Stock; Check for ovoilobility. 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

38 
73 
91 

105 
125 
126 
220 

i60 
185 
205 
255 
260 
285 
316 
380 
340 
361 
371 
340 
486 
500 
525 
525 
668 
630 
779 
630 
650 
675 
856 
830 
895 
705 
730 
760 
790 
990 

1060 
1130 
865 
890 
920 
955 

1025 
1245 
1330 
1448 
1180 
1045 

LP-5091 
Non-Domesiic 

Weight 

i60 
185 
205 
235 

285 
310 
380 

360 
385 

495 

450 

635 

575 
605 

790 

655 
685 
725 

995 

790 

860 

lOSS 

1230 

1045 

05/01/09 

Confidential McVVane-O 1440 1 



CX 2358-161

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

M.i CROSS iCon'l; 
24xiO 
24x12 347217 
24xi4 
24x16 347200 
24xi 8 
24x20 347194 

:24 347187 
30x6 290049 

30xi:2 35068:2 
30x24 347385 

30 347378 
36x12 

36 134930 
48x36 

NUxFE CROSS 

6 457503 
8x6 45754i 

8 457510 
iO 457442 

12x6 457466 
i 2x8 457480 

12 457459 
i 6x8 135517 

16 100980 

l\4o.JxPE CROSS 
4 

6x4 
6 

8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x4 
14x6 
14x8 

14xl0 
14x12 

14 
16xA 
16x6 
16)(.8 

16xl0 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

061700 N 

061717 N 

061731 N 
061694 N 
087304 N 
087:28i N 
087298 N 
087274 N 

087311 N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

Less 

Accessories 

CALL 
5828.00 

CALi. 
6300.00 

CALL 
8794.00 
9508.00 
9735.00 

10:258.00 
14713.00 
i6913.00 
14465.00 
24035.00 
40740.00 

598.00 
772.00 

1044.00 
iS30.00 
1558.00 
iS84.00 
2022.00 
2948.00 
3938.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

Vv'iih 
Accessories 

7272.00 

7964.00 

10858.00 
i i 9:24.00 
11573.00 
i :2:21 6.00 
17643.00 
20357.00 
17731.00 
30095.00 
49614.00 

714.00 
928.00 

1200.00 
i722.00 
1794.00 
i820.00 
2258.00 
3404.00 
4394.00 

Domesiic 
Weight 

1230 
1326 
1325 
1375 
1865 
1965 
:2155 
2085 
:2i65 
3180 
3640 
2630 
4370 

141 
i82 
245 
360 
367 
373 
476 
655 
875 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

1110 

1200 

1675 
1835 
1770 
1865 
2675 
3075 

4370 
6790 

105 
i40 
160 
i85 
205 
235 
260 
285 
310 
380 
340 
360 
385 
460 
495 
500 
475 
500 
540 
630 
710 
630 
575 
605 
645 

161 

Confidential McVVane-O 14402 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

M.i CROSS iCon'l; 
24xiO 
24x12 347217 
24xi4 
24x16 347200 
24xi 8 
24x20 347194 

:24 347187 
30x6 290049 

30xi:2 35068:2 
30x24 347385 

30 347378 
36x12 

36 134930 
48x36 

NUxFE CROSS 

6 457503 
8x6 45754i 

8 457510 
iO 457442 

12x6 457466 
i 2x8 457480 

12 457459 
i 6x8 135517 

16 100980 

l\4o.JxPE CROSS 
4 

6x4 
6 

8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x4 
14x6 
14x8 

14xl0 
14x12 

14 
16xA 
16x6 
16)(.8 

16xl0 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 

061700 N 

061717 N 

061731 N 
061694 N 
087304 N 
087:28i N 
087298 N 
087274 N 

087311 N 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

Less 

Accessories 

CALL 
5828.00 

CALi. 
6300.00 

CALL 
8794.00 
9508.00 
9735.00 

10:258.00 
14713.00 
i6913.00 
14465.00 
24035.00 
40740.00 

598.00 
772.00 

1044.00 
iS30.00 
1558.00 
iS84.00 
2022.00 
2948.00 
3938.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

Vv'iih 
Accessories 

7272.00 

7964.00 

10858.00 
i i 9:24.00 
11573.00 
i :2:21 6.00 
17643.00 
20357.00 
17731.00 
30095.00 
49614.00 

714.00 
928.00 

1200.00 
i722.00 
1794.00 
i820.00 
2258.00 
3404.00 
4394.00 

Domesiic 
Weight 

1230 
1326 
1325 
1375 
1865 
1965 
:2155 
2085 
:2i65 
3180 
3640 
2630 
4370 

141 
i82 
245 
360 
367 
373 
476 
655 
875 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

1110 

1200 

1675 
1835 
1770 
1865 
2675 
3075 

4370 
6790 

105 
i40 
160 
i85 
205 
235 
260 
285 
310 
380 
340 
360 
385 
460 
495 
500 
475 
500 
540 
630 
710 
630 
575 
605 
645 

161 

Confidential McVVane-O 14402 



CX 2358-162

1\1\1 eno SAllE 
TvlolCll" Union D.!. ell0 Mechanical Joint I=illi .... ne: fR", 1"'11:1 rrtc:tinnc: LP-5091 "'"_. ....... :::11-,-_.- --_ ••• ";:11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

fJ\jxPE CROSS iCon'lj 

'6xi2 N CALL 685 
16x14 N CAll 830 

16 N CALL 895 
18x6 N CAll 625 
i 8x8 N CALL 655 

18x10 N CAll 685 
iBxi2 N CALL 725 
lBx14 N CAll 870 
iaxl6 N CALL 930 

18 N CAll 995 
20xo N CALL 760 
20x8 N CAll 790 

20xiO N CALL 820 
20x12 N CALL 860 
20xi4 i"'-i CALL 905 
20x16 N CALL 1085 
20xia 1">1 CALL 1155 

20 N CALL 1230 
24xo I" CALL 1025 
24x8 N CALL 1045 

24xl0 1-.1 CALL 1085 
24x12 N CALL 1110 
24x14 i..J CALL 1155 
24x16 N CALL 1200 
24x18 i'>J CALL 1590 
24x20 N CALL 1675 

24 I" CALL 1835 
30x12 N CALL 1750 
30x14 I" CALL 1790 
30x16 N CALL 1835 
30x18 1-.1 CALL 1885 
30}[-.20 N CALL 1945 
30x24 ~.J CALL 2560 

30 N CALL 2955 

MJWYE INnt int'llIrijl:lori in .o.WW4 ell 0\ ,- --- --------- --- - --- --- - - - --, 
3 371199 N 060673 N 285,00 378,00 60 60 
.:; 289609 N 060697 N 428.00 548.00 90 95 

6x4 289616 N 060734 N 574.00 730.00 130 135 
6 289623 N 060710 N 638.00 812.00 145 150 

8x4 289630 N 060772 N 808.00 1004.00 190 190 
8x6 289647 N 060796 N 871.00 1085.00 205 205 

8 289654 N 060758 N 956.00 1190.00 230 225 
10x4 N CALL 270 
10x6 333081 N 060611 N 1211.00 1461.00 330 285 
10x8 289678 N 060628 N 1296.00 1566.00 275 305 

10 289685 N 060598 N 1594.00 1882.00 435 375 
12x4 N CALL 380 
12x6 N CALL 400 
12x8 289715 N 060659 N 1798.00 2112.00 505 415 

12x10 N ~A" 450 "M .... 
12 289739 N 060635 N 2274.00 2628.00 490 535 

162 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014403 

PUBLIC

1\1\1 eno SAllE 
TvlolCll" Union D.!. ell0 Mechanical Joint I=illi .... ne: fR", 1"'11:1 rrtc:tinnc: LP-5091 "'"_. ....... :::11-,-_.- --_ ••• ";:11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

fJ\jxPE CROSS iCon'lj 

'6xi2 N CALL 685 
16x14 N CAll 830 

16 N CALL 895 
18x6 N CAll 625 
i 8x8 N CALL 655 

18x10 N CAll 685 
iBxi2 N CALL 725 
lBx14 N CAll 870 
iaxl6 N CALL 930 

18 N CAll 995 
20xo N CALL 760 
20x8 N CAll 790 

20xiO N CALL 820 
20x12 N CALL 860 
20xi4 i"'-i CALL 905 
20x16 N CALL 1085 
20xia 1">1 CALL 1155 

20 N CALL 1230 
24xo I" CALL 1025 
24x8 N CALL 1045 

24xl0 1-.1 CALL 1085 
24x12 N CALL 1110 
24x14 i..J CALL 1155 
24x16 N CALL 1200 
24x18 i'>J CALL 1590 
24x20 N CALL 1675 

24 I" CALL 1835 
30x12 N CALL 1750 
30x14 I" CALL 1790 
30x16 N CALL 1835 
30x18 1-.1 CALL 1885 
30}[-.20 N CALL 1945 
30x24 ~.J CALL 2560 

30 N CALL 2955 

MJWYE INnt int'llIrijl:lori in .o.WW4 ell 0\ ,- --- --------- --- - --- --- - - - --, 
3 371199 N 060673 N 285,00 378,00 60 60 
.:; 289609 N 060697 N 428.00 548.00 90 95 

6x4 289616 N 060734 N 574.00 730.00 130 135 
6 289623 N 060710 N 638.00 812.00 145 150 

8x4 289630 N 060772 N 808.00 1004.00 190 190 
8x6 289647 N 060796 N 871.00 1085.00 205 205 

8 289654 N 060758 N 956.00 1190.00 230 225 
10x4 N CALL 270 
10x6 333081 N 060611 N 1211.00 1461.00 330 285 
10x8 289678 N 060628 N 1296.00 1566.00 275 305 

10 289685 N 060598 N 1594.00 1882.00 435 375 
12x4 N CALL 380 
12x6 N CALL 400 
12x8 289715 N 060659 N 1798.00 2112.00 505 415 

12x10 N ~A" 450 "M .... 
12 289739 N 060635 N 2274.00 2628.00 490 535 

162 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014403 



CX 2358-163

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

iN w-jE iNot inciuaed in A'W-wA Ci i OJ (Con't; 
i4x6 
14x8 

i 4xi 0 
14x12 

14 
16x6 
i6x8 

16xl0 
i 6xi 2 
16x14 

16 
18:-:8 

i8xiu 
18x12 
iiixi4 
18x16 

18 
20x10 
20x12 
20x14 
20xi6 
20x18 

20 
24x12 
24x14 
24x16 
24x18 
24x20 

24 
30 

36x24 
36 

42x24 
42x30 
42x36 

371236 

371243 
289807 
347170 
347163 

347149 
289814 
347132 
328797 

289821 

269636 

371274 
244721 

M.ixFExMJ V'vf,,{E 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12xo 
12x8 

12xlC 
1.2 

14x6 

05/01/09 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
I'll 
N 
N 
N 

!II 

!II 

!II 

!II 
N 
!II 
N 
!II 
N 
!II 
N 
N 
N 
!II 

N 
N 

086918 

086925 
086970 
086949 
086956 

086963 
086932 
086994 
087007 

087014 

086967 

087021 
087809 

N 

N 
N 
N 
N 

!II 

2543.00 
CALL 
CALL 
CALL 
CALi. 
CALL 
CAii. 
CALL 
CALL 
CALL 

4005.00 
3750.00 
5350.00 
5650.00 

CALL 
5750.00 
6225.00 
7175.00 
5750.00 

CALL 
6600.00 

CALL 
7150.00 

CALL 
CALL 
CALL 
CALL 
CALL 

9014.00 
20097.00 
29645.00 
34843.00 
40860.00 
43260.00 
50130.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

2923.00 

4689.00 
4486.00 
6i04.00 
6426.00 

6636.00 
7212.00 
8127.00 
6724.00 

i684.00 

6434.00 

10826.00 
22680.00 
33279.00 
39388.00 
46358.00 
49015.00 
56539.00 

S = From Slack to 2 weeks N = Non-Slack; Check tor availability. 

626 
595 
625 
670 
803 
735 
760 
BOO 
835 
900 

iOi9 
815 
9i5 

1015 
iOi5 
1135 
1200 
1220 
1260 
1320 
13i5 
1435 
1525 
1805 
1665 
1925 
1925 
2070 
23i2 
3670 
5390 
6335 
6810 
7210 
8355 

85 
125 
140 
185 
200 
185 
270 
285 
310 
340 
400 
425 
450 
490 
555 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

565 

890 
1015 
iOiO 
1130 

1150 
1190 
1435 
1190 

1290 

1430 

2115 
3654 

163 

Confidential McVVane-014404 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
Less 

Accessories 
Vv'iih 

Accessories 
Domesiic 
Weight 

iN w-jE iNot inciuaed in A'W-wA Ci i OJ (Con't; 
i4x6 
14x8 

i 4xi 0 
14x12 

14 
16x6 
i6x8 

16xl0 
i 6xi 2 
16x14 

16 
18:-:8 

i8xiu 
18x12 
iiixi4 
18x16 

18 
20x10 
20x12 
20x14 
20xi6 
20x18 

20 
24x12 
24x14 
24x16 
24x18 
24x20 

24 
30 

36x24 
36 

42x24 
42x30 
42x36 

371236 

371243 
289807 
347170 
347163 

347149 
289814 
347132 
328797 

289821 

269636 

371274 
244721 

M.ixFExMJ V'vf,,{E 

4 
6x4 

6 
8x4 
8x6 

8 
10x4 
10x6 
10x8 

10 
12xo 
12x8 

12xlC 
1.2 

14x6 

05/01/09 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
I'll 
N 
N 
N 

!II 

!II 

!II 

!II 
N 
!II 
N 
!II 
N 
!II 
N 
N 
N 
!II 

N 
N 

086918 

086925 
086970 
086949 
086956 

086963 
086932 
086994 
087007 

087014 

086967 

087021 
087809 

N 

N 
N 
N 
N 

!II 

2543.00 
CALL 
CALL 
CALL 
CALi. 
CALL 
CAii. 
CALL 
CALL 
CALL 

4005.00 
3750.00 
5350.00 
5650.00 

CALL 
5750.00 
6225.00 
7175.00 
5750.00 

CALL 
6600.00 

CALL 
7150.00 

CALL 
CALL 
CALL 
CALL 
CALL 

9014.00 
20097.00 
29645.00 
34843.00 
40860.00 
43260.00 
50130.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

2923.00 

4689.00 
4486.00 
6i04.00 
6426.00 

6636.00 
7212.00 
8127.00 
6724.00 

i684.00 

6434.00 

10826.00 
22680.00 
33279.00 
39388.00 
46358.00 
49015.00 
56539.00 

S = From Slack to 2 weeks N = Non-Slack; Check tor availability. 

626 
595 
625 
670 
803 
735 
760 
BOO 
835 
900 

iOi9 
815 
9i5 

1015 
iOi5 
1135 
1200 
1220 
1260 
1320 
13i5 
1435 
1525 
1805 
1665 
1925 
1925 
2070 
23i2 
3670 
5390 
6335 
6810 
7210 
8355 

85 
125 
140 
185 
200 
185 
270 
285 
310 
340 
400 
425 
450 
490 
555 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

565 

890 
1015 
iOiO 
1130 

1150 
1190 
1435 
1190 

1290 

1430 

2115 
3654 

163 

Confidential McVVane-014404 



CX 2358-164

1\1\1 eno SAllE 
TvlllCrot" II .... i"n D.!. ell0 Mechanical Joint Filii .... ne: fR", 1"'11:1 rrtc:tinnc: LP-5091 "'"_. _ ... _ .. ...... :::11-,-_.- --_ ••• ";:11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

fJ\jxPExiVU \v-ii: iCon'l; 
i4x6 ii CALi.. 560 

14x10 N CALL 610 
14x12 N CALL 670 
16x6 iii CALi. 715 
16x8 N CALL 735 

'IL __ 'In . , ""AI • ~on 
IUAIU .. ... _ .... IOU 

16x12 N CALL 815 
16x14 !II CALL BBO 

16 N CALL 940 
18x8 N CALL 925 

18xl0 N C .... LL 950 
i8xi2 iii CALi.. 990 
18x14 N CALL 1050 
lSx16 N CALL 1110 

18 N CALL 1175 
20xl0 !II CALL 1190 
20x12 N CALL 1230 
20x14 N CALL 1290 
20x16 N C .... !..L 1345 
20xia N CALi.. 1415 

20 N CALL 1495 
24x12 N CALL 1760 
24xi4 N CALL i820 
24x16 !II CALL 1885 
24x18 ". rA" 1950 " '-I"\LL 

24x:zO N CALL 2030 
24 N Ct..L!.. 2205 

lOxi6 N CALi.. 2995 
30x18 N CALL 3070 
30x20 N CALL 3150 
30x24 N CALL 33i5 

30 N CALL 3630 

;"U OFFSET 

4xi2 347iOi N 0593i8 N 383.00 463.00 85 85 
4x18 347095 !II 059332 !II 473.00 553.00 105 105 
4x24 348269 N N 567.00 647.00 i26 i26 
6x6 348252 !II 059493 !II 468.00 584.00 114 110 

6xi2 348245 N 059370 N 574.00 690.00 i35 i35 
6x18 291565 !II 059417 !II 701.00 817.00 165 165 
6x24 291572 N 059455 N 829.00 945.00 165 195 
8x6 348238 N 059592 N 680.00 836.00 160 160 

8x12 291589 N 059516 N 850.00 1006.00 200 200 
8x18 348221 N 059554 N 1041.00 1197.00 245 245 
8x24 348214 N 059578 N 1381.00 1537.00 280 325 

10x12 348207 N 059196 N 1063.00 1255.00 280 250 
10x18 348191 N 059219 N 1445.00 1637.00 340 340 
10x24 348184 N 059233 N 1700.00 1892.00 420 400 
12:x.12 348160 N 059257 N 178500 202100 420 420 
12x18 348153 N 0592i1 N 2210.00 2446.00 520 520 
12x24 348146 N 059295 N 255000 2786.00 640 600 
16x12 348139 N 3405.00 3861.00 690 
16x18 348122 N 382500 428100 850 
20x12 348115 N 061755 N 5180.00 6036.00 1025 725 
20x18 348108 N 061779 N 595000 6806.00 1275 1050 

164 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014405 

PUBLIC

1\1\1 eno SAllE 
TvlllCrot" II .... i"n D.!. ell0 Mechanical Joint Filii .... ne: fR", 1"'11:1 rrtc:tinnc: LP-5091 "'"_. _ ... _ .. ...... :::11-,-_.- --_ ••• ";:11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories Weight Weight 

fJ\jxPExiVU \v-ii: iCon'l; 
i4x6 ii CALi.. 560 

14x10 N CALL 610 
14x12 N CALL 670 
16x6 iii CALi. 715 
16x8 N CALL 735 

'IL __ 'In . , ""AI • ~on 
IUAIU .. ... _ .... IOU 

16x12 N CALL 815 
16x14 !II CALL BBO 

16 N CALL 940 
18x8 N CALL 925 

18xl0 N C .... LL 950 
i8xi2 iii CALi.. 990 
18x14 N CALL 1050 
lSx16 N CALL 1110 

18 N CALL 1175 
20xl0 !II CALL 1190 
20x12 N CALL 1230 
20x14 N CALL 1290 
20x16 N C .... !..L 1345 
20xia N CALi.. 1415 

20 N CALL 1495 
24x12 N CALL 1760 
24xi4 N CALL i820 
24x16 !II CALL 1885 
24x18 ". rA" 1950 " '-I"\LL 

24x:zO N CALL 2030 
24 N Ct..L!.. 2205 

lOxi6 N CALi.. 2995 
30x18 N CALL 3070 
30x20 N CALL 3150 
30x24 N CALL 33i5 

30 N CALL 3630 

;"U OFFSET 

4xi2 347iOi N 0593i8 N 383.00 463.00 85 85 
4x18 347095 !II 059332 !II 473.00 553.00 105 105 
4x24 348269 N N 567.00 647.00 i26 i26 
6x6 348252 !II 059493 !II 468.00 584.00 114 110 

6xi2 348245 N 059370 N 574.00 690.00 i35 i35 
6x18 291565 !II 059417 !II 701.00 817.00 165 165 
6x24 291572 N 059455 N 829.00 945.00 165 195 
8x6 348238 N 059592 N 680.00 836.00 160 160 

8x12 291589 N 059516 N 850.00 1006.00 200 200 
8x18 348221 N 059554 N 1041.00 1197.00 245 245 
8x24 348214 N 059578 N 1381.00 1537.00 280 325 

10x12 348207 N 059196 N 1063.00 1255.00 280 250 
10x18 348191 N 059219 N 1445.00 1637.00 340 340 
10x24 348184 N 059233 N 1700.00 1892.00 420 400 
12:x.12 348160 N 059257 N 178500 202100 420 420 
12x18 348153 N 0592i1 N 2210.00 2446.00 520 520 
12x24 348146 N 059295 N 255000 2786.00 640 600 
16x12 348139 N 3405.00 3861.00 690 
16x18 348122 N 382500 428100 850 
20x12 348115 N 061755 N 5180.00 6036.00 1025 725 
20x18 348108 N 061779 N 595000 6806.00 1275 1050 

164 11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014405 



CX 2358-165

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iVUxPE OFFSET 
4x6 

4x12 
4x24 
6x6 

6xi2 
6x18 
6x24 
8x6 

8xil 
ax18 
8x24 

10x12 
i Oxi 8 
12x6 

i2xi2 
12x18 
i2x24 
16x18 

291596 
348092 
348085 
291619 
291626 
291633 
291640 
348078 
291657 
291664 
348061 
348054 
348047 
451143 
348023 
348016 
348009 
347989 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

059394 
059431 
059479 

059530 

SOUD SLEEVE STANDARD SHORT 

2 
4 
6 
8 

10 
i2 
14 
i6 
18 
20 
24 
30 
36 
48 

349198 
29ii 76 
052340 
052357 
457695 
i 02625 

1 Oi 7:27 
101604 
135333 
135357 
134459 

1'1 
iii 
1'1 
iii 
N 
N 
N 
iii 
N 
iii 
N 
N 

060024 
060055 
060079 
106296 
059998 

06:2394 
086451 
086475 
086499 
087526 
087540 
113:218 

SOLiD SLEEVE STANDARD LONG 

2 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

455943 
101024 
102007 
291206 
291220 
052333 
291268 

291305 
101628 
327400 
3:28858 
134510 
134534 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
iii 

060000 
060017 
060031 
060062 
059974 
059981 

062387 
062400 
086468 
08648:2 
087533 
087557 
106302 
106326 

N 
N 
N 

N 

iii 
N 
iii 
N 
N 

iii 
N 
iii 
N 
iii 
N 
iii 

N 
N 
N 
N 
N 
N 

N 
N 
N 
iii 
N 
iii 
N 
iii 

Less 

Accessories 

369.00 
428.00 
563.00 
512.00 
582.00 
642.00 
799.00 
757.00 
880.00 

1199.00 
1212.00 
1190.00 
i445.00 
1360.00 
:2i 99.00 
2210.00 
2678.00 
3735.00 

85.00 
i58.00 
191.00 
276.00 
361.00 
468.00 
743.00 
843.00 

1075.00 
i:200.00 
1944.00 
4147.00 
5759.00 

10056.00 

ii 7.00 
152.00 
203.00 
276.00 
361.00 
489.00 
616.00 

1013.00 
1305.00 
1425.00 
1625.00 
2581.00 
5941.00 
8030.00 
9300.00 

14820.00 

Vv'iih 
Accessories 

409.00 
468.00 
603.00 
570.00 
640.00 
700.00 
857.00 
835.00 
958.00 

1277.00 
i290.00 
1286.00 
i 523.00 
1478.00 
:2317.00 
2328.00 
:2796.00 
3963.00 

129.00 
238.00 
307.00 
432.00 
553.00 
704.00 

1065.00 
i:299.00 
1733.00 
:2056.00 
3152.00 
5869.00 
8789.00 

i 5900.00 

i 6 LOO 
214.00 
283.00 
392.00 
517.00 
681.00 
852.00 

1335.00 
1761.00 
2083.00 
2481.00 
3789.00 
7663.00 

i 1 060.00 
14194.00 
20664.00 

Domesiic 
Weight 

70 
80 

ii5 
105 
i30 
160 
i60 
155 
i95 
240 
275 
280 
340 
320 
4:20 
520 
630 
830 

13 
35 
-17 
65 
85 

i20 
165 
:206 
246 
:275 
360 
745 

i8 
32 
42 
65 
85 

126 
145 
225 
275 
330 
380 
505 

1085 
1502 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

i30 
160 
i95 

i95 

35 
-15 
65 
85 

no 

180 
215 
:240 
320 
745 

1047 
1675 

30 
45 
65 
85 

115 
145 

235 
285 
325 
425 
885 

1190 
1550 
1940 

165 

Confidential McVVane-014406 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iVUxPE OFFSET 
4x6 

4x12 
4x24 
6x6 

6xi2 
6x18 
6x24 
8x6 

8xil 
ax18 
8x24 

10x12 
i Oxi 8 
12x6 

i2xi2 
12x18 
i2x24 
16x18 

291596 
348092 
348085 
291619 
291626 
291633 
291640 
348078 
291657 
291664 
348061 
348054 
348047 
451143 
348023 
348016 
348009 
347989 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

059394 
059431 
059479 

059530 

SOUD SLEEVE STANDARD SHORT 

2 
4 
6 
8 

10 
i2 
14 
i6 
18 
20 
24 
30 
36 
48 

349198 
29ii 76 
052340 
052357 
457695 
i 02625 

1 Oi 7:27 
101604 
135333 
135357 
134459 

1'1 
iii 
1'1 
iii 
N 
N 
N 
iii 
N 
iii 
N 
N 

060024 
060055 
060079 
106296 
059998 

06:2394 
086451 
086475 
086499 
087526 
087540 
113:218 

SOLiD SLEEVE STANDARD LONG 

2 
3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

455943 
101024 
102007 
291206 
291220 
052333 
291268 

291305 
101628 
327400 
3:28858 
134510 
134534 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
iii 

060000 
060017 
060031 
060062 
059974 
059981 

062387 
062400 
086468 
08648:2 
087533 
087557 
106302 
106326 

N 
N 
N 

N 

iii 
N 
iii 
N 
N 

iii 
N 
iii 
N 
iii 
N 
iii 

N 
N 
N 
N 
N 
N 

N 
N 
N 
iii 
N 
iii 
N 
iii 

Less 

Accessories 

369.00 
428.00 
563.00 
512.00 
582.00 
642.00 
799.00 
757.00 
880.00 

1199.00 
1212.00 
1190.00 
i445.00 
1360.00 
:2i 99.00 
2210.00 
2678.00 
3735.00 

85.00 
i58.00 
191.00 
276.00 
361.00 
468.00 
743.00 
843.00 

1075.00 
i:200.00 
1944.00 
4147.00 
5759.00 

10056.00 

ii 7.00 
152.00 
203.00 
276.00 
361.00 
489.00 
616.00 

1013.00 
1305.00 
1425.00 
1625.00 
2581.00 
5941.00 
8030.00 
9300.00 

14820.00 

Vv'iih 
Accessories 

409.00 
468.00 
603.00 
570.00 
640.00 
700.00 
857.00 
835.00 
958.00 

1277.00 
i290.00 
1286.00 
i 523.00 
1478.00 
:2317.00 
2328.00 
:2796.00 
3963.00 

129.00 
238.00 
307.00 
432.00 
553.00 
704.00 

1065.00 
i:299.00 
1733.00 
:2056.00 
3152.00 
5869.00 
8789.00 

i 5900.00 

i 6 LOO 
214.00 
283.00 
392.00 
517.00 
681.00 
852.00 

1335.00 
1761.00 
2083.00 
2481.00 
3789.00 
7663.00 

i 1 060.00 
14194.00 
20664.00 

Domesiic 
Weight 

70 
80 

ii5 
105 
i30 
160 
i60 
155 
i95 
240 
275 
280 
340 
320 
4:20 
520 
630 
830 

13 
35 
-17 
65 
85 

i20 
165 
:206 
246 
:275 
360 
745 

i8 
32 
42 
65 
85 

126 
145 
225 
275 
330 
380 
505 

1085 
1502 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

i30 
160 
i95 

i95 

35 
-15 
65 
85 

no 

180 
215 
:240 
320 
745 

1047 
1675 

30 
45 
65 
85 

115 
145 

235 
285 
325 
425 
885 

1190 
1550 
1940 

165 

Confidential McVVane-014406 



CX 2358-166

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

SOLiD SLEEVE DUAL PURPOSE SHORT Body Oniy 

4 
6 
8 

100720 
100744 
100805 

N 
N 
N 

SOliD SLEEVE DUAL PURPOSE LONG Body Oniy 

4 100768 
100782 

8 100829 
10 100843 
12 349259 
16 

" .. U REDUCER 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
8x3 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12xl0 
14x6 
16x6 
16xB 

16xl0 
16x12 
i6xi4 

1BxB 
i8xiO 
18x12 
18x14 
18x16 
20xl0 
20x12 
20x16 
20x18 
24x12 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 

347965 
290087 
290094 
347958 
290100 
290117 
347941 
290124 
290131 

290155 
290162 
287759 
287766 
287773 
290179 

347934 
290216 
290223 
290230 
290247 
347927 
3479iO 
290254 
290261 
290278 
347903 
290285 
290308 
347897 
347880 
347873 
347866 
347859 
290315 
347842 
347835 
347828 

N 
N 
N 
N 
N 
N 

N 

N 

S 
t-.J 
S 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

059899 

059912 
059936 

059950 
059967 

059790 
059813 
059837 
059851 
059875 
059820 

062233 
062240 
062172 
062196 
0622i9 
062295 
062257 
062264 
062271 
062288 
062301 
062318 
062325 
062332 
062349 
062356 
062363 
062370 
087434 
087458 
087472 
087489 

N 

N 

N 
N 
N 
N 
N 
N 

iii 
t-.J 
iii 
t-.J 
N 
t'-J 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"-l 
N 
i"-l 
N 
i"-l 

less 
Acces.sories 

289.00 
336.00 
446.00 

338.00 
426.00 
543.00 
722.00 

NiA 
N/A 

114.00 
140.00 
180.00 
196.00 
234.00 
255.00 
329.00 
340.00 
404.00 

CALL 
489.00 
574.00 
574.00 
638.00 
701.00 
833.00 
900.00 

1035.00 
1125.00 
1260.00 
1287.00 
i50B.00 
1475.00 
i625.00 
1750.00 
1900.00 
2075.00 
1875.00 
2025.00 
2350.00 
2440.00 
2888.00 
3229.00 
3465.00 
3701.00 
5418.00 
5445.00 
5775.00 
6408.00 

'vViih 
Accessories 

397.00 
474.00 
630.00 

446.00 
564.00 
727.00 
948.00 

1191.00 
2533.00 

167.00 
202.00 
251.00 
276.00 
323.00 
353.00 
438.00 
458.00 
540.00 

643.00 
748.00 
732.00 
814.00 
897.00 

1047.00 
1119.00 
1321.00 
1431.00 
1584.00 
1633.00 
iB97.00 
1882.00 
2050.00 
2197.00 
2390.00 
2632.00 
2399.00 
2571.00 
3006.00 
3197.00 
3610.00 
4061.00 
4398.00 
4733.00 
6507.00 
6635.00 
7064.00 
7873.00 

Domesiic 
Weight 

33 
46 
65 

44 
63 
85 

111 
221 
385 

25 
28 
36 
44 
55 
56 
75 
84 
95 

105 
115 
142 
139 
148 
173 
194 
200 
250 
288 
300 
330 
370 
320 
388 
380 
450 
476 
410 
515 
578 
575 
610 
705 
760 
815 

1150 
1160 
1225 
1360 

166 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

40 

55 
60 

80 
95 

115 
135 
135 
150 
165 
190 

230 
250 
280 
305 
335 
295 
325 
350 
380 
415 
375 
405 
470 
510 
550 
615 
660 
705 
985 
990 

1050 
1165 

05/01/09 

Confidential McVVane-014407 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

SOLiD SLEEVE DUAL PURPOSE SHORT Body Oniy 

4 
6 
8 

100720 
100744 
100805 

N 
N 
N 

SOliD SLEEVE DUAL PURPOSE LONG Body Oniy 

4 100768 
100782 

8 100829 
10 100843 
12 349259 
16 

" .. U REDUCER 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
8x3 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12xl0 
14x6 
16x6 
16xB 

16xl0 
16x12 
i6xi4 

1BxB 
i8xiO 
18x12 
18x14 
18x16 
20xl0 
20x12 
20x16 
20x18 
24x12 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 

347965 
290087 
290094 
347958 
290100 
290117 
347941 
290124 
290131 

290155 
290162 
287759 
287766 
287773 
290179 

347934 
290216 
290223 
290230 
290247 
347927 
3479iO 
290254 
290261 
290278 
347903 
290285 
290308 
347897 
347880 
347873 
347866 
347859 
290315 
347842 
347835 
347828 

N 
N 
N 
N 
N 
N 

N 

N 

S 
t-.J 
S 
N 
N 
N 
N 
N 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

059899 

059912 
059936 

059950 
059967 

059790 
059813 
059837 
059851 
059875 
059820 

062233 
062240 
062172 
062196 
0622i9 
062295 
062257 
062264 
062271 
062288 
062301 
062318 
062325 
062332 
062349 
062356 
062363 
062370 
087434 
087458 
087472 
087489 

N 

N 

N 
N 
N 
N 
N 
N 

iii 
t-.J 
iii 
t-.J 
N 
t'-J 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
i"-l 
N 
i"-l 
N 
i"-l 

less 
Acces.sories 

289.00 
336.00 
446.00 

338.00 
426.00 
543.00 
722.00 

NiA 
N/A 

114.00 
140.00 
180.00 
196.00 
234.00 
255.00 
329.00 
340.00 
404.00 

CALL 
489.00 
574.00 
574.00 
638.00 
701.00 
833.00 
900.00 

1035.00 
1125.00 
1260.00 
1287.00 
i50B.00 
1475.00 
i625.00 
1750.00 
1900.00 
2075.00 
1875.00 
2025.00 
2350.00 
2440.00 
2888.00 
3229.00 
3465.00 
3701.00 
5418.00 
5445.00 
5775.00 
6408.00 

'vViih 
Accessories 

397.00 
474.00 
630.00 

446.00 
564.00 
727.00 
948.00 

1191.00 
2533.00 

167.00 
202.00 
251.00 
276.00 
323.00 
353.00 
438.00 
458.00 
540.00 

643.00 
748.00 
732.00 
814.00 
897.00 

1047.00 
1119.00 
1321.00 
1431.00 
1584.00 
1633.00 
iB97.00 
1882.00 
2050.00 
2197.00 
2390.00 
2632.00 
2399.00 
2571.00 
3006.00 
3197.00 
3610.00 
4061.00 
4398.00 
4733.00 
6507.00 
6635.00 
7064.00 
7873.00 

Domesiic 
Weight 

33 
46 
65 

44 
63 
85 

111 
221 
385 

25 
28 
36 
44 
55 
56 
75 
84 
95 

105 
115 
142 
139 
148 
173 
194 
200 
250 
288 
300 
330 
370 
320 
388 
380 
450 
476 
410 
515 
578 
575 
610 
705 
760 
815 

1150 
1160 
1225 
1360 

166 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

40 

55 
60 

80 
95 

115 
135 
135 
150 
165 
190 

230 
250 
280 
305 
335 
295 
325 
350 
380 
415 
375 
405 
470 
510 
550 
615 
660 
705 
985 
990 

1050 
1165 

05/01/09 

Confidential McVVane-014407 



CX 2358-167

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

M.i REDUCER iCon'l; 

36x20 
36x24 
36x30 
-12x20 
42x24 
42x30 
42x36 
48x30 
48x36 
48x42 

134954 
286097 
i34978 

PExPE REDUCER 
4x3 
6x4 
8x4 
ax6 

10x4 
lOxo 
10x8 
12x4 
12x6 
i 2xB 

12xl0 
i4x6 
14>:.8 

i4xiO 
14x12 

16x6 
16x8 

1 6xl 0 
16x12 
i 6xi4 

18x8 
i8xi 0 
18x12 
i8x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30,.:-.20 
30x24 
36,.:-.24 
36x30 

066255 
101987 

i 0260i 

451051 

457664 
-157633 

102120 
135395 
102144 
135418 
134992 
135012 

N 
1'1 
N 

!'-J 
N 
II! 
N 
II! 
N 
!'-1 
N 
!'-1 
N 
!'-1 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

!II 

!II 

!II 

081496 
087502 
087519 
-15-1816 
106333 
106340 
106357 
106364 
106371 
106432 

N 
N 
N 
~J 

N 
II! 
N 
II! 
N 
II! 

Less 

Accessories 

7975.00 
8558.00 

10120.00 
11-190.00 
12360.00 
14220.00 
i 6 i 70.00 
18030.00 
20220.00 
22500.00 

151.00 
242.00 

CALL 
408.00 

CALL 
CALL 

574.00 
CALL 
CALL 

7i 4.00 
786.00 

CALL 
C.A,LL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

5583.00 
5638.00 
5995.00 
6683.00 
7640.00 
8718.00 

Vv'iih 
Accessories 

9918.00 
10677.00 
i2496.00 
1-1365.00 
1541 LOO 
17528.00 
20132.00 
21813.00 
24657.00 
27869.00 

t'-JlA 
NiA 
N/A 
N/A 
N/A 
N/A 
!'-JlA 
N/A 
!'-JlA 
N/A 
!'-JlA 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
NiA 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
t~;A 

!II/A 
t~;A 

!II/A 
t"J/A 
!II/A 
t"J/A 

Domesiic 
Weight 

1495 
1580 
19i9 

36 
55 
75 
96 

100 
ii5 
135 
i30 
145 
i68 
185 
iS5 
205 
230 
260 
230 
250 
280 
335 
335 
295 
325 
360 
385 
420 
380 
415 
440 
475 
520 
575 
605 
645 
695 
745 

1015 
1025 
1090 
1215 
1389 
1585 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

1450 
1580 
1855 
1915 
2060 
2370 
2695 
3005 
3370 
3750 

167 

Confidential McVVane-O 14408 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

M.i REDUCER iCon'l; 

36x20 
36x24 
36x30 
-12x20 
42x24 
42x30 
42x36 
48x30 
48x36 
48x42 

134954 
286097 
i34978 

PExPE REDUCER 
4x3 
6x4 
8x4 
ax6 

10x4 
lOxo 
10x8 
12x4 
12x6 
i 2xB 

12xl0 
i4x6 
14>:.8 

i4xiO 
14x12 

16x6 
16x8 

1 6xl 0 
16x12 
i 6xi4 

18x8 
i8xi 0 
18x12 
i8x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30,.:-.20 
30x24 
36,.:-.24 
36x30 

066255 
101987 

i 0260i 

451051 

457664 
-157633 

102120 
135395 
102144 
135418 
134992 
135012 

N 
1'1 
N 

!'-J 
N 
II! 
N 
II! 
N 
!'-1 
N 
!'-1 
N 
!'-1 
iii 
N 
iii 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

!II 

!II 

!II 

081496 
087502 
087519 
-15-1816 
106333 
106340 
106357 
106364 
106371 
106432 

N 
N 
N 
~J 

N 
II! 
N 
II! 
N 
II! 

Less 

Accessories 

7975.00 
8558.00 

10120.00 
11-190.00 
12360.00 
14220.00 
i 6 i 70.00 
18030.00 
20220.00 
22500.00 

151.00 
242.00 

CALL 
408.00 

CALL 
CALL 

574.00 
CALL 
CALL 

7i 4.00 
786.00 

CALL 
C.A,LL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

5583.00 
5638.00 
5995.00 
6683.00 
7640.00 
8718.00 

Vv'iih 
Accessories 

9918.00 
10677.00 
i2496.00 
1-1365.00 
1541 LOO 
17528.00 
20132.00 
21813.00 
24657.00 
27869.00 

t'-JlA 
NiA 
N/A 
N/A 
N/A 
N/A 
!'-JlA 
N/A 
!'-JlA 
N/A 
!'-JlA 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
NiA 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
N/A 
t~;A 

!II/A 
t~;A 

!II/A 
t"J/A 
!II/A 
t"J/A 

Domesiic 
Weight 

1495 
1580 
19i9 

36 
55 
75 
96 

100 
ii5 
135 
i30 
145 
i68 
185 
iS5 
205 
230 
260 
230 
250 
280 
335 
335 
295 
325 
360 
385 
420 
380 
415 
440 
475 
520 
575 
605 
645 
695 
745 

1015 
1025 
1090 
1215 
1389 
1585 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

1450 
1580 
1855 
1915 
2060 
2370 
2695 
3005 
3370 
3750 

167 

Confidential McVVane-O 14408 



CX 2358-168

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

SMALL END BELL iSEBl REDUCER 
3x2 

4x3 
6y2 
6x3 
6x4 
8x3 
8x4 
8A6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

i2xiO 
14x6 
i4xB 

14x10 
14x12 

16x6 
16x8 

16x10 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20xiO 
20x12 
20xi4 
20x16 
lOxiB 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x16 
36x30 

166 

064756 
101864 
290322 
064817 
064831 
290346 
111610 
290360 
101826 

111580 
290407 
111597 
111603 
290438 
065050 

101642 

101666 

101383 

290568 

101406 

101420 

101444 
101468 
101482 
135456 
102168 
135432 
135470 

135036 

N 
II! 
N 
II! 
N 
N 

N 

N 

N 

N 
N 
N 
N 
N 
N 

N 

N 

N 
II! 
N 
N 
N 
II! 
N 
II! 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 

059745 

106449 
059752 

059769 
059776 

106456 
106463 
106470 
106487 
059738 
0597i4 

062011 

061991 

062035 

062059 

062073 

062097 

062110 
062134 
062158 
087373 
087380 
087397 
087403 

087410 

N 

N 

N 

N 
t'--J 

N 

II! 

N 

N 

N 

N 
N 
N 
N 
N 

N 

114.00 
135.00 
i58.00 
183_00 
213.00 
255,00 
321.00 
340.00 
383.00 

CALL 
489.00 
553.00 
553.00 
616.00 
710.00 
808.00 

CALL 
CALi.. 
CALL 
CALL 
CALL 

1035.00 
CALL 

1283.00 
CALL 
CALL 
CALL 

1625.00 
CALL 
CAl.l. 
CALL 

1875.00 
CALL 

2175.00 
CALL 

2678.00 
CALL 

3019.00 
3255.00 
3491.00 
4131.00 
4868.00 
5198.00 
5830.00 
6820.00 
9295.00 

136.00 
157.00 
i89.00 
205_00 
244.00 
295,00 
352.00 
380.00 
441.00 

547.00 
631.00 
593.00 
674.00 
788.00 
904.00 

1113.00 

1401.00 

1743.00 

1993.00 

2403.00 

2796.00 

3247.00 
3584.00 
3919.00 
4359.00 
5197.00 
5626.00 
6434.00 
7048.00 

10156.00 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

21 
25 
38 
40 
50 
55 
70 
82 
90 

100 
116 
135 
131 
150 
168 
190 
185 
205 
230 
255 
230 
248 
298 
304 
350 
344 
407 
355 
400 
461 
430 
420 
455 
525 
640 
570 
620 
665 
720 
775 

1040 
1050 
1120 
1255 
1240 
1721 

LP-5091 
Non-Domesiic 

Weight 

35 

50 
60 

80 
90 

115 
130 
130 
150 
165 
i90 

230 

235 

325 

375 

435 

510 

575 
620 
665 
900 
885 
945 

1060 

1690 

05/01/09 

Confidential McVVane-014409 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 
less 

Acces.sories 
'vViih 

Accessories 
Domesiic 
Weight 

SMALL END BELL iSEBl REDUCER 
3x2 

4x3 
6y2 
6x3 
6x4 
8x3 
8x4 
8A6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

i2xiO 
14x6 
i4xB 

14x10 
14x12 

16x6 
16x8 

16x10 
16x12 
16x14 
18x8 

18xl0 
18x12 
18x14 
18x16 
20xiO 
20x12 
20xi4 
20x16 
lOxiB 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x16 
36x30 

166 

064756 
101864 
290322 
064817 
064831 
290346 
111610 
290360 
101826 

111580 
290407 
111597 
111603 
290438 
065050 

101642 

101666 

101383 

290568 

101406 

101420 

101444 
101468 
101482 
135456 
102168 
135432 
135470 

135036 

N 
II! 
N 
II! 
N 
N 

N 

N 

N 

N 
N 
N 
N 
N 
N 

N 

N 

N 
II! 
N 
N 
N 
II! 
N 
II! 
N 
N 
N 
N 
N 
N 

N 
N 
N 
N 
N 
N 
N 

059745 

106449 
059752 

059769 
059776 

106456 
106463 
106470 
106487 
059738 
0597i4 

062011 

061991 

062035 

062059 

062073 

062097 

062110 
062134 
062158 
087373 
087380 
087397 
087403 

087410 

N 

N 

N 

N 
t'--J 

N 

II! 

N 

N 

N 

N 
N 
N 
N 
N 

N 

114.00 
135.00 
i58.00 
183_00 
213.00 
255,00 
321.00 
340.00 
383.00 

CALL 
489.00 
553.00 
553.00 
616.00 
710.00 
808.00 

CALL 
CALi.. 
CALL 
CALL 
CALL 

1035.00 
CALL 

1283.00 
CALL 
CALL 
CALL 

1625.00 
CALL 
CAl.l. 
CALL 

1875.00 
CALL 

2175.00 
CALL 

2678.00 
CALL 

3019.00 
3255.00 
3491.00 
4131.00 
4868.00 
5198.00 
5830.00 
6820.00 
9295.00 

136.00 
157.00 
i89.00 
205_00 
244.00 
295,00 
352.00 
380.00 
441.00 

547.00 
631.00 
593.00 
674.00 
788.00 
904.00 

1113.00 

1401.00 

1743.00 

1993.00 

2403.00 

2796.00 

3247.00 
3584.00 
3919.00 
4359.00 
5197.00 
5626.00 
6434.00 
7048.00 

10156.00 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

21 
25 
38 
40 
50 
55 
70 
82 
90 

100 
116 
135 
131 
150 
168 
190 
185 
205 
230 
255 
230 
248 
298 
304 
350 
344 
407 
355 
400 
461 
430 
420 
455 
525 
640 
570 
620 
665 
720 
775 

1040 
1050 
1120 
1255 
1240 
1721 

LP-5091 
Non-Domesiic 

Weight 

35 

50 
60 

80 
90 

115 
130 
130 
150 
165 
i90 

230 

235 

325 

375 

435 

510 

575 
620 
665 
900 
885 
945 

1060 

1690 

05/01/09 

Confidential McVVane-014409 



CX 2358-169

Mj enD sAil" 
LP-5091 T"IAr II .... i""' .... n I t'lln AA .. ::u·hnni,..,I I,..,i..,+ I=illi .... ,..c: fR,., r.tCt. rnc:lint'tc: 

-1"--
_ ... _ .. - ... - 0 

0_ 
... __ .. _ ..... _. -_ .... 0 •••••• ::11-1 -_.- --_ .... ;:,-

Size 

LARGE 

3x2 
4)1",..2 

4x3 
6y.2 
6x3 
6x4 
8x3 
8x4 
axe 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14.x.8 

14xl.2 
16x6 
16xo 

16x10 
16x12 
16x14 
18x8 

18x10 
lSx12 
18x14 
lSx16 
20xlO 
20x12 
20x14 
20x16 
20.18 
24x12 
24x14 
24x16 
24x18 
24.20 
30.16 
30x18 
30x20 
30.24 
36.20 
36.24 

05/01/09 

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 
Domestic Code Non-Domestic Code Accessories Accessories Weight 

END BELL (LEBj REDUCER 
065616 
287469 
065630 
065654 
065678 
065692 
45i5i8 
457572 
457589 

111542 
111559 

028376 
111573 
111566 

101307 

101321 

101345 

101369 

135494 

135074 

N 114.00 145.00 20 
N 140.00 180.00 31 
N 106494 N i 80.00 220.00 37 
N 200.00 258.00 47 

106500 N 234.00 292.00 55 
N 106517 N 255.00 313.00 60 
5 298.00 370.00 70 
N 106524 N 340.00 418.00 84 
iii i0653i iii 4i7.00 495.00 93 
N CALL 100 
N 106548 I~ 489.00 585.00 117 
N 106555 N 553.00 649.00 130 
N CALL 130 
N 106562 N 616.00 734.00 153 
N 106579 N 803.00 921.00 165 
N 106586 N 786.00 904.00 178 
N CALL .200 
N CALL 220 
N CALL .275 
N CALL 250 
N CALL .270 
N CALL 300 
N 061915 N 1373.00 1601.00 325 
N CALL 355 
N CALL 320 
N CALL 350 
N CALL 440 
N CALL 506 
N CALL 445 
N CALL 410 
N CALL 532 
N CALL 548 
t..J 061939 t..J 2225.00 2653.00 510 
N 2888.00 3316.00 550 
N CALL 615 
N CALL 645 
N 061953 1\; 3124.00 3728.00 753 
N CALL 735 
N 061977 N 3544.00 4148.00 785 
N CALL 938 
N CALL 965 

N CALL 
N 087342 N 6188.00 7049.00 1320 

087359 N 7810.00 9325.00 
N 087366 N 8443.00 9958.00 1535 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

40 

55 
60 

80 
90 

115 
130 

145 
165 
185 

305 

445 

595 

675 

1020 
1125 
1420 
1535 

169 

Confidential McVVane-014410 

PUBLIC

Mj enD sAil" 
LP-5091 T"IAr II .... i""' .... n I t'lln AA .. ::u·hnni,..,I I,..,i..,+ I=illi .... ,..c: fR,., r.tCt. rnc:lint'tc: 

-1"--
_ ... _ .. - ... - 0 

0_ 
... __ .. _ ..... _. -_ .... 0 •••••• ::11-1 -_.- --_ .... ;:,-

Size 

LARGE 

3x2 
4)1",..2 

4x3 
6y.2 
6x3 
6x4 
8x3 
8x4 
axe 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14.x.8 

14xl.2 
16x6 
16xo 

16x10 
16x12 
16x14 
18x8 

18x10 
lSx12 
18x14 
lSx16 
20xlO 
20x12 
20x14 
20x16 
20.18 
24x12 
24x14 
24x16 
24x18 
24.20 
30.16 
30x18 
30x20 
30.24 
36.20 
36.24 

05/01/09 

UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 
Domestic Code Non-Domestic Code Accessories Accessories Weight 

END BELL (LEBj REDUCER 
065616 
287469 
065630 
065654 
065678 
065692 
45i5i8 
457572 
457589 

111542 
111559 

028376 
111573 
111566 

101307 

101321 

101345 

101369 

135494 

135074 

N 114.00 145.00 20 
N 140.00 180.00 31 
N 106494 N i 80.00 220.00 37 
N 200.00 258.00 47 

106500 N 234.00 292.00 55 
N 106517 N 255.00 313.00 60 
5 298.00 370.00 70 
N 106524 N 340.00 418.00 84 
iii i0653i iii 4i7.00 495.00 93 
N CALL 100 
N 106548 I~ 489.00 585.00 117 
N 106555 N 553.00 649.00 130 
N CALL 130 
N 106562 N 616.00 734.00 153 
N 106579 N 803.00 921.00 165 
N 106586 N 786.00 904.00 178 
N CALL .200 
N CALL 220 
N CALL .275 
N CALL 250 
N CALL .270 
N CALL 300 
N 061915 N 1373.00 1601.00 325 
N CALL 355 
N CALL 320 
N CALL 350 
N CALL 440 
N CALL 506 
N CALL 445 
N CALL 410 
N CALL 532 
N CALL 548 
t..J 061939 t..J 2225.00 2653.00 510 
N 2888.00 3316.00 550 
N CALL 615 
N CALL 645 
N 061953 1\; 3124.00 3728.00 753 
N CALL 735 
N 061977 N 3544.00 4148.00 785 
N CALL 938 
N CALL 965 

N CALL 
N 087342 N 6188.00 7049.00 1320 

087359 N 7810.00 9325.00 
N 087366 N 8443.00 9958.00 1535 

11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

40 

55 
60 

80 
90 

115 
130 

145 
165 
185 

305 

445 

595 

675 

1020 
1125 
1420 
1535 

169 

Confidential McVVane-014410 



CX 2358-170

1\1\1 eno SAllE 
TvlllCrot" II .... i"n D.!. ell0 Mechanical Joint Filii .... ne: fR", 1"'11:1 rrtc:tinnc: LP-5091 "'"_. _ ... _ .. ...... :::11-,-_.- --_ ••• ";:11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

f.iUxFE REDUCER 
4x3 066798 N 158.00 198.00 
6x3 101888 N 213.00 271.00 
6x4 N 264.00 3:2:2.00 
8x4 457688 N 319.00 397.00 
8x6 052326 N 347.00 425.00 

10x6 457602 N 424.00 520.00 
10x8 101840 N 553.00 649.00 
12x6 449867 N 553.00 671.00 
12x8 4498'14 N 808.00 920.00 

12xl0 114109 N 786.00 904.00 
14x6 101680 N 878.00 1039.00 
14x8 N 1080.00 1241.00 

14x12 028352 N 1080.00 1241.00 
16x12 101901 N 1710.00 1938.00 
18x8 101505 N 1500.00 1829.00 

18x12 101529 N 2025.00 2354.00 
18x16 101543 N 2225.00 2554.00 
20x16 101567 N 2550.00 2978.00 
24x12 N 3520.00 4124.00 

FExMJ REDUCER 
4x3 067337 N 153.00 184.00 
6x4 457671 N 225.00 265.00 
8x4 448884 N 310.00 350.00 
8x6 N 404.00 462.00 

lOx6 456612 N 503.00 561.00 
10x8 A t:::7.t. 1 0 N 554.00 632.00 .... .Jf U 1 1 

12x6 457610 N 616.00 674.00 
, " __ 0 ~r:."7L.r:."7 ., "7"~ nn OM M 
ILAU ... ..,)/0..,)( " (LJ.VV UVI.VV 

12xl0 457626 N 799.00 895.00 
16x12 101703 N 1373.00 1491.00 

Fi..UGSOi..iD 

2 428343 N 33.00 N/A 
3 428350 N 106739 N 38.00 N/A 
4 102731 N 059677 N 72.00 N/A 
6 102755 N 059691 N 111.00 N/A 
8 102762 N 059707 N 200.00 N/A 

10 102779 N 059615 N 276.00 N/A 
12 048169 N 059639 N 374.00 N/A 
14 059356 N 106746 N 338.00 N/A 
16 102748 N 061793 N 698.00 N/A 
18 101260 N 061816 N 705.00 N/A 
20 291428 N 061830 N 1125.00 N/A 
24 101284 N 061854 N 1759.00 N/A 
30 120285 N 087328 N 3152.00 N/A 
" nO"7~~r:. ., ~ .o~ nn 1..1/ .. 
OU VOl J,,);'J " ...... OJ.vv I~I ,..., 

42 N 6660.00 N/A 
'" ., O"7~n nn 1..1/ .. 
~u " O/JV.VV I~I ,..., 

170 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

33 
46 
62 
75 
82 

100 
130 
130 
190 
185 
195 
240 
240 
380 
290 
405 
385 
510 
455 

34 
53 
73 
84 

118 
130 
145 
nn 
" V 

188 
305 

4 
9 8 

14 10 
27 16 
40 26 
51 36 
73 46 

120 75 
147 95 
192 157 
220 135 
338 175 
660 355 

0,. 
O'j 

1110 
, ~ r:. r:. 
, ... ..,)-..1 

05/01/09 

McVVane-014411 

PUBLIC

1\1\1 eno SAllE 
TvlllCrot" II .... i"n D.!. ell0 Mechanical Joint Filii .... ne: fR", 1"'11:1 rrtc:tinnc: LP-5091 "'"_. _ ... _ .. ...... :::11-,-_.- --_ ••• ";:11-

UPCooe 670610 Ship UPCode 670610 Ship less 'vViih Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Accessories 

f.iUxFE REDUCER 
4x3 066798 N 158.00 198.00 
6x3 101888 N 213.00 271.00 
6x4 N 264.00 3:2:2.00 
8x4 457688 N 319.00 397.00 
8x6 052326 N 347.00 425.00 

10x6 457602 N 424.00 520.00 
10x8 101840 N 553.00 649.00 
12x6 449867 N 553.00 671.00 
12x8 4498'14 N 808.00 920.00 

12xl0 114109 N 786.00 904.00 
14x6 101680 N 878.00 1039.00 
14x8 N 1080.00 1241.00 

14x12 028352 N 1080.00 1241.00 
16x12 101901 N 1710.00 1938.00 
18x8 101505 N 1500.00 1829.00 

18x12 101529 N 2025.00 2354.00 
18x16 101543 N 2225.00 2554.00 
20x16 101567 N 2550.00 2978.00 
24x12 N 3520.00 4124.00 

FExMJ REDUCER 
4x3 067337 N 153.00 184.00 
6x4 457671 N 225.00 265.00 
8x4 448884 N 310.00 350.00 
8x6 N 404.00 462.00 

lOx6 456612 N 503.00 561.00 
10x8 A t:::7.t. 1 0 N 554.00 632.00 .... .Jf U 1 1 

12x6 457610 N 616.00 674.00 
, " __ 0 ~r:."7L.r:."7 ., "7"~ nn OM M 
ILAU ... ..,)/0..,)( " (LJ.VV UVI.VV 

12xl0 457626 N 799.00 895.00 
16x12 101703 N 1373.00 1491.00 

Fi..UGSOi..iD 

2 428343 N 33.00 N/A 
3 428350 N 106739 N 38.00 N/A 
4 102731 N 059677 N 72.00 N/A 
6 102755 N 059691 N 111.00 N/A 
8 102762 N 059707 N 200.00 N/A 

10 102779 N 059615 N 276.00 N/A 
12 048169 N 059639 N 374.00 N/A 
14 059356 N 106746 N 338.00 N/A 
16 102748 N 061793 N 698.00 N/A 
18 101260 N 061816 N 705.00 N/A 
20 291428 N 061830 N 1125.00 N/A 
24 101284 N 061854 N 1759.00 N/A 
30 120285 N 087328 N 3152.00 N/A 
" nO"7~~r:. ., ~ .o~ nn 1..1/ .. 
OU VOl J,,);'J " ...... OJ.vv I~I ,..., 

42 N 6660.00 N/A 
'" ., O"7~n nn 1..1/ .. 
~u " O/JV.VV I~I ,..., 

170 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

33 
46 
62 
75 
82 

100 
130 
130 
190 
185 
195 
240 
240 
380 
290 
405 
385 
510 
455 

34 
53 
73 
84 

118 
130 
145 
nn 
" V 

188 
305 

4 
9 8 

14 10 
27 16 
40 26 
51 36 
73 46 

120 75 
147 95 
192 157 
220 135 
338 175 
660 355 

0,. 
O'j 

1110 
, ~ r:. r:. 
, ... ..,)-..1 

05/01/09 

McVVane-014411 



CX 2358-171

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 

Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

TAPPED PLUGS 

2x2 111290 N 73.00 N/A 5 
3x2 028246 1'1 106753 N 78.00 ~U.A, 9 
4x:2 043652 N 106760 N i i 2.00 N/A i2 
6x2 028253 1'1 106777 N 151.00 "V.A, 27 
8x2 028:260 N 106784 N :240.00 N/A 40 

10>:.2 028277 t--l 106791 N 316.00 "V.A, 51 
i2x2 028:284 N 106807 N 414.00 N/A 73 
14x2 028291 N 106814 N 418.00 N/.A. 120 
lox2 05230:2 N 061878 N 778.00 N/A 147 
18x2 028307 N 106821 N 785.00 N/ . .h.. 192 
:20u 101246 N 061892 N 1:205.00 N/A 220 
24x2 028314 N 106838 N 1839.00 N/.A. 338 
30x:2 N 106845 N 325:2.00 N/A 660 
36x2 N 4585.00 N/A 
4:2x:2 N 6760.00 N/A 
48.":2 N 8830.00 N/A 

TYTON pi 111":.c./c.nl In u.; .... r ..... r ........ "'.1£' - ___ 1 ___ ·_ ........... _ . ......... _ ....... 
4 349099 ~l 157.00 ~U.A, 18 

" 349105 N 236.00 N/A 25 
8 349112 ~l 396.00 ~U.A, 46 

iO 349i29 N 498.00 N/A 70 
12 3-19136 ~l 70-1.00 ~UA 95 

TVTn ... DIIII":.c.ITADDCn 1.,_; .......... IDTl with set scre,,"/s ... _ .... ____ I·....,.· -- 1 ... -··· .. •• .. 'I 
4 349143 ~J 197.00 ~J/A 18 

" 349150 N 276.00 N/A 25 
8 349167 ~l 436.00 ~J/A 46 

iO 349i74 N 538.00 N/A 70 
12 3-19181 ~l 7-1-1.00 ~UA 95 

PUSH~!N PLUG "'1!TH EARS 
14 1 01147 N 495.00 ~J/A 110 
16 101161 N 653.00 NfA 145 
18 101185 ~J 900.00 ~J!A 180 
20 101208 N 1100.00 N/A 220 
24 101222 N 1654.00 ~J/.-'\ 315 

PUSH-IN PLUG TAPPED WITH EARS 
14x2 101048 N 575.00 N/A 110 
16x2 101062 N 733.00 N/A 145 
18x2 101086 N 980.00 N/A 180 
20x2 101109 N 1180.00 N/A 220 
24x2 101123 N 1754.00 N/A 315 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

8 
10 
16 
26 
36 
46 
75 
95 

157 
135 
175 
355 
815 

i iiO 
1455 

171 

Confidential McVVane-014412 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship Less Vv'iih Domesiic 

Size Domestic Code Non-Domestic Code Accessories Accessories Weight 

TAPPED PLUGS 

2x2 111290 N 73.00 N/A 5 
3x2 028246 1'1 106753 N 78.00 ~U.A, 9 
4x:2 043652 N 106760 N i i 2.00 N/A i2 
6x2 028253 1'1 106777 N 151.00 "V.A, 27 
8x2 028:260 N 106784 N :240.00 N/A 40 

10>:.2 028277 t--l 106791 N 316.00 "V.A, 51 
i2x2 028:284 N 106807 N 414.00 N/A 73 
14x2 028291 N 106814 N 418.00 N/.A. 120 
lox2 05230:2 N 061878 N 778.00 N/A 147 
18x2 028307 N 106821 N 785.00 N/ . .h.. 192 
:20u 101246 N 061892 N 1:205.00 N/A 220 
24x2 028314 N 106838 N 1839.00 N/.A. 338 
30x:2 N 106845 N 325:2.00 N/A 660 
36x2 N 4585.00 N/A 
4:2x:2 N 6760.00 N/A 
48.":2 N 8830.00 N/A 

TYTON pi 111":.c./c.nl In u.; .... r ..... r ........ "'.1£' - ___ 1 ___ ·_ ........... _ . ......... _ ....... 
4 349099 ~l 157.00 ~U.A, 18 

" 349105 N 236.00 N/A 25 
8 349112 ~l 396.00 ~U.A, 46 

iO 349i29 N 498.00 N/A 70 
12 3-19136 ~l 70-1.00 ~UA 95 

TVTn ... DIIII":.c.ITADDCn 1.,_; .......... IDTl with set scre,,"/s ... _ .... ____ I·....,.· -- 1 ... -··· .. •• .. 'I 
4 349143 ~J 197.00 ~J/A 18 

" 349150 N 276.00 N/A 25 
8 349167 ~l 436.00 ~J/A 46 

iO 349i74 N 538.00 N/A 70 
12 3-19181 ~l 7-1-1.00 ~UA 95 

PUSH~!N PLUG "'1!TH EARS 
14 1 01147 N 495.00 ~J/A 110 
16 101161 N 653.00 NfA 145 
18 101185 ~J 900.00 ~J!A 180 
20 101208 N 1100.00 N/A 220 
24 101222 N 1654.00 ~J/.-'\ 315 

PUSH-IN PLUG TAPPED WITH EARS 
14x2 101048 N 575.00 N/A 110 
16x2 101062 N 733.00 N/A 145 
18x2 101086 N 980.00 N/A 180 
20x2 101109 N 1180.00 N/A 220 
24x2 101123 N 1754.00 N/A 315 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

8 
10 
16 
26 
36 
46 
75 
95 

157 
135 
175 
355 
815 

i iiO 
1455 

171 

Confidential McVVane-014412 



CX 2358-172

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship 

Size Domestic Code 

CAPSOUD 
2 052425 
3 449409 N 
4 052432 
6 052449 N 
8 052487 

10 102700 N 
12 291497 
14 N 
16 328841 
18 291503 N 
20 132134 
24 101000 N 
30 052173 
36 
42 
48 

CAP TAPPED (2-inch IPTJ 

2x2 N 
3x2 
4x2 
6,,2 
8x2 

10,,2 
12x2 
14,,2 
16x2 
18x2 
20x2 
24x2 
30x2 
36x2 
42x2 
48x2 

052296 
052463 
052470 
297673 
052456 

100867 
100881 
100904 
100928 
102106 

N 

N 

N 

N 
N 
N 
N 
N 

UPCode 670610 Ship 
Non-Domestic Code 

059035 
106852 
059059 
059073 
059097 
058991 
059011 

061359 
061373 
061380 
061397 
087243 
087250 

106869 
059134 
059141 
059158 
059103 
059110 

061403 
061410 
061427 
061434 
087267 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 

MJ TEE TAPT (2=inch !PT) SEE NOTE 

3 
OJ 
6 
8 

10 
12 

06803'1 
068150 
111665 

111658 

N 
N 
N 
N 
N 
N 

MJ TEE / CROSS UNTAPPED 

3 
4 
6 
8 

10 
i2 

05237i 

052364 

N 
N 
N 
N 
N 
N 

less 
Accessories 

33.00 
57.00 
90.00 

128.00 
191.00 
255.00 
340.00 

CALL 
788.00 
875.00 

1200.00 
1811.00 
3245.00 
4554.00 
7080.00 
9570.00 

73.00 
97.00 

130.00 
168.00 
231.00 
295.00 
380.00 

CALL 
868.00 
955.00 

1280.00 
1891.00 
3345.00 
4654.00 
7iBO.OO 
9670.00 

206.00 
243.00 
338.00 
482.00 
593.00 
805.00 

166.00 
203.00 
298.00 
442.00 
553.00 
765.00 

'vViih 
Accessories 

55.00 
88.00 

130.00 
186.00 
269.00 
351.00 
458.00 

1016.00 
1204.00 
1628.00 
2415.00 
4106.00 
6069.00 
9527.00 

12492.00 

95.00 
128.00 
170.00 
226.00 
309.00 
391.00 
498.00 

1096.00 
1284.00 
1708.00 
2495.00 
4206.00 
6169.00 
9627.00 

12592.00 

268.00 
323.00 
454.00 
638.00 
785.00 

1041.00 

228.00 
283.00 
414.00 
598.00 
7-15.00 

iOOLOO 

Domesiic 
Weight 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 

35 
45 
70 

104 
130 
180 

35 
45 
70 

i04 
130 
i80 

172 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

10 
8 
9 

15 
22 
32 
42 

92 
114 
125 
166 
345 
850 

1180 
1595 

8 
9 

15 
22 
32 
42 

92 
114 
125 
166 
345 
850 

iiBO 
1595 

05/01/09 

Confidential McVVane-014413 

PUBLIC

Tyler Union 0.1. Cll 0 Mechanical Joint Fittings/Bare Castings 
UPCooe 670610 Ship 

Size Domestic Code 

CAPSOUD 
2 052425 
3 449409 N 
4 052432 
6 052449 N 
8 052487 

10 102700 N 
12 291497 
14 N 
16 328841 
18 291503 N 
20 132134 
24 101000 N 
30 052173 
36 
42 
48 

CAP TAPPED (2-inch IPTJ 

2x2 N 
3x2 
4x2 
6,,2 
8x2 

10,,2 
12x2 
14,,2 
16x2 
18x2 
20x2 
24x2 
30x2 
36x2 
42x2 
48x2 

052296 
052463 
052470 
297673 
052456 

100867 
100881 
100904 
100928 
102106 

N 

N 

N 

N 
N 
N 
N 
N 

UPCode 670610 Ship 
Non-Domestic Code 

059035 
106852 
059059 
059073 
059097 
058991 
059011 

061359 
061373 
061380 
061397 
087243 
087250 

106869 
059134 
059141 
059158 
059103 
059110 

061403 
061410 
061427 
061434 
087267 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 

MJ TEE TAPT (2=inch !PT) SEE NOTE 

3 
OJ 
6 
8 

10 
12 

06803'1 
068150 
111665 

111658 

N 
N 
N 
N 
N 
N 

MJ TEE / CROSS UNTAPPED 

3 
4 
6 
8 

10 
i2 

05237i 

052364 

N 
N 
N 
N 
N 
N 

less 
Accessories 

33.00 
57.00 
90.00 

128.00 
191.00 
255.00 
340.00 

CALL 
788.00 
875.00 

1200.00 
1811.00 
3245.00 
4554.00 
7080.00 
9570.00 

73.00 
97.00 

130.00 
168.00 
231.00 
295.00 
380.00 

CALL 
868.00 
955.00 

1280.00 
1891.00 
3345.00 
4654.00 
7iBO.OO 
9670.00 

206.00 
243.00 
338.00 
482.00 
593.00 
805.00 

166.00 
203.00 
298.00 
442.00 
553.00 
765.00 

'vViih 
Accessories 

55.00 
88.00 

130.00 
186.00 
269.00 
351.00 
458.00 

1016.00 
1204.00 
1628.00 
2415.00 
4106.00 
6069.00 
9527.00 

12492.00 

95.00 
128.00 
170.00 
226.00 
309.00 
391.00 
498.00 

1096.00 
1284.00 
1708.00 
2495.00 
4206.00 
6169.00 
9627.00 

12592.00 

268.00 
323.00 
454.00 
638.00 
785.00 

1041.00 

228.00 
283.00 
414.00 
598.00 
7-15.00 

iOOLOO 

Domesiic 
Weight 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 

4 
12 
12 
23 
38 
55 
75 

130 
178 
215 
253 
375 
680 

35 
45 
70 

104 
130 
180 

35 
45 
70 

i04 
130 
i80 

172 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

10 
8 
9 

15 
22 
32 
42 

92 
114 
125 
166 
345 
850 

1180 
1595 

8 
9 

15 
22 
32 
42 

92 
114 
125 
166 
345 
850 

iiBO 
1595 

05/01/09 

Confidential McVVane-014413 



CX 2358-173

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iVUxFLARE ADAPTER 

4 
(, 

8 
10 
i2 
1-1 
i6 
18 
20 
24 
30 

N 
N 
N 
1'1 
iii 
t--l 
iii 
N 
iii 
N 
iii 

t-.. '\JxFE ADAPTER 8" Laying Length 

3 347811 
4 2111534 N 
6 291541 058458 
8 347804 N 058472 

10 347798 
12 347781 N 058434 
16 347774 060819 
18 347767 N 060833 
20 347750 060857 
24 347743 N 060871 

MJxF~ ADAPT~R 10" Laying Lpngth 

30 
36 
48 

347736 N 087038 
087045 

N 

N 

N 

N 

N 

N 

Less 

Accessories 

CALL 
CALL 
CALL 
CA.!..!.. 
CALi. 
CA.!..!.. 
CALi. 
CA.!..!.. 
CALi. 
CALL 
CALi. 

143.00 
1811.00 
264.00 
361.00 
510.00 
6511.00 

1080.00 
1400.00 
1700.00 
2405.00 

4180,00 
sa8S.00 

1164000 

Vv'iih 
Accessories 

174.00 
2211.00 
322.00 
4311.00 
606.00 
777.00 

1308.00 
17211.00 
2128.00 
30011.00 

504LOO 
7400.00 

1456200 

Domesiic 
Weight 

35 
50 
82 

110 
i60 
190 
270 
320 
4iO 
545 
894 

30 
42 
62 
88 

120 
150 
260 
305 
340 
495 

760 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

60 
85 

155 
240 
280 
340 
455 

760 
1070 
1940 

173 

Confidential McVVane-014414 

PUBLIC

LP-5091 Tyler Union D.I. ell 0 Mechanical Joint Fittings/Bare Castings 
UPCods670610 Ship UPCode 670610 Ship 

Size Domestic Code Non-Domestic Code 

iVUxFLARE ADAPTER 

4 
(, 

8 
10 
i2 
1-1 
i6 
18 
20 
24 
30 

N 
N 
N 
1'1 
iii 
t--l 
iii 
N 
iii 
N 
iii 

t-.. '\JxFE ADAPTER 8" Laying Length 

3 347811 
4 2111534 N 
6 291541 058458 
8 347804 N 058472 

10 347798 
12 347781 N 058434 
16 347774 060819 
18 347767 N 060833 
20 347750 060857 
24 347743 N 060871 

MJxF~ ADAPT~R 10" Laying Lpngth 

30 
36 
48 

347736 N 087038 
087045 

N 

N 

N 

N 

N 

N 

Less 

Accessories 

CALL 
CALL 
CALL 
CA.!..!.. 
CALi. 
CA.!..!.. 
CALi. 
CA.!..!.. 
CALi. 
CALL 
CALi. 

143.00 
1811.00 
264.00 
361.00 
510.00 
6511.00 

1080.00 
1400.00 
1700.00 
2405.00 

4180,00 
sa8S.00 

1164000 

Vv'iih 
Accessories 

174.00 
2211.00 
322.00 
4311.00 
606.00 
777.00 

1308.00 
17211.00 
2128.00 
30011.00 

504LOO 
7400.00 

1456200 

Domesiic 
Weight 

35 
50 
82 

110 
i60 
190 
270 
320 
4iO 
545 
894 

30 
42 
62 
88 

120 
150 
260 
305 
340 
495 

760 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Non-Domesiic 
Weight 

60 
85 

155 
240 
280 
340 
455 

760 
1070 
1940 

173 

Confidential McVVane-014414 



CX 2358-174

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 

90° ii i4j BEND FLANGED 
2 
:I 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

382904 
294665 
287933 
287803 
287902 
287957 
294740 
294757 
287483 
294764 
294771 
294788 
294795 

N 
5 
5 
5 
5 
5 
5 
N 
N 
N 
5 
5 
N 

90° (1/4) BASE BEND FLANGED 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

294832 
294849 
294870 
294900 
294948 
294955 
294962 
294979 
294986 
294993 
295006 
341604 

5 
S 
5 
S 
N 
N 
N 
N 
l'-J 
N 

UPCode 670610 
Non-Domestic 

046509 
046547 
046592 
046653 
046714 
046387 
046455 
048084 
048138 
048190 
048244 
048299 
046110 

046257 
046264 
046271 
046288 
046233 
046240 
047988 
04'1995 
048008 
048015 
048022 
0460'13 

90° (1/4) REDUCING BEt~D FLANGED 

4x3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 

294672 

294689 

294696 

287599 

294702 
294719 

294726 
287735 
294733 

5 
N 
5 
N 
5 
N 
5 
N 
5 
N 
N 

N 
N 
N 
!'-J 
N 

046615 

046677 

046738 

046745 

046400 
046417 

046486 
046493 
046479 

Ship 
Code 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 
N 
N 

5 
5 
5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
N 
N 
N 

5 

5 

5 

5 

5 
5 

5 
5 
5 

Less 
Accessories 

i 04.00 
136.00 
203.00 
300.00 
492.00 
768.00 
984.00 

1339.00 
1687.00 
2282_00 
2844.00 
5235.00 
7675.00 

11980.00 
18330.00 
24570.00 

166.00 
248.00 
398.00 
675.00 
893.00 

1288.00 
1620.00 
2003.00 
2825.00 
3610.00 
5923.00 
8938.00 

13118.00 
20'190.00 
27660.00 

131.00 
CALL 

234.00 
CALL 

319.00 
CALL 

361.00 
CALL 

574.00 
638.00 

CALL 
680.00 
765.00 
893.00 

CALL 
CALL 
CALL 

Domesiic 
Weight 

i4 
26 
44 
68 

ii5 
164 
236 
387 
478 
527 
878 

1257 
1755 

33 
55 
83 

141 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
55 
58 
60 
75 
82 
90 

105 
126 
150 
160 
165 
191 
218 
230 
240 
280 

174 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

i6 
29 
45 
71 

ii6 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

145 
210 
300 
360 
445 
565 
700 

1030 
1625 
2385 
3465 
4610 

29 

55 

75 

85 

135 
150 

160 
180 
210 

05/01/09 

Confidential McVVane-014415 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 

90° ii i4j BEND FLANGED 
2 
:I 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

382904 
294665 
287933 
287803 
287902 
287957 
294740 
294757 
287483 
294764 
294771 
294788 
294795 

N 
5 
5 
5 
5 
5 
5 
N 
N 
N 
5 
5 
N 

90° (1/4) BASE BEND FLANGED 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

294832 
294849 
294870 
294900 
294948 
294955 
294962 
294979 
294986 
294993 
295006 
341604 

5 
S 
5 
S 
N 
N 
N 
N 
l'-J 
N 

UPCode 670610 
Non-Domestic 

046509 
046547 
046592 
046653 
046714 
046387 
046455 
048084 
048138 
048190 
048244 
048299 
046110 

046257 
046264 
046271 
046288 
046233 
046240 
047988 
04'1995 
048008 
048015 
048022 
0460'13 

90° (1/4) REDUCING BEt~D FLANGED 

4x3 
6x3 
6x4 
6x5 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14xl0 

294672 

294689 

294696 

287599 

294702 
294719 

294726 
287735 
294733 

5 
N 
5 
N 
5 
N 
5 
N 
5 
N 
N 

N 
N 
N 
!'-J 
N 

046615 

046677 

046738 

046745 

046400 
046417 

046486 
046493 
046479 

Ship 
Code 

5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
5 
N 
N 
N 

5 
5 
5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
N 
N 
N 

5 

5 

5 

5 

5 
5 

5 
5 
5 

Less 
Accessories 

i 04.00 
136.00 
203.00 
300.00 
492.00 
768.00 
984.00 

1339.00 
1687.00 
2282_00 
2844.00 
5235.00 
7675.00 

11980.00 
18330.00 
24570.00 

166.00 
248.00 
398.00 
675.00 
893.00 

1288.00 
1620.00 
2003.00 
2825.00 
3610.00 
5923.00 
8938.00 

13118.00 
20'190.00 
27660.00 

131.00 
CALL 

234.00 
CALL 

319.00 
CALL 

361.00 
CALL 

574.00 
638.00 

CALL 
680.00 
765.00 
893.00 

CALL 
CALL 
CALL 

Domesiic 
Weight 

i4 
26 
44 
68 

ii5 
164 
236 
387 
478 
527 
878 

1257 
1755 

33 
55 
83 

141 
203 
303 
400 
505 
645 
805 

1215 
1945 

35 
55 
58 
60 
75 
82 
90 

105 
126 
150 
160 
165 
191 
218 
230 
240 
280 

174 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

i6 
29 
45 
71 

ii6 
181 
231 
298 
375 
456 
569 
910 

1396 
2178 
3055 
4095 

35 
55 
85 

145 
210 
300 
360 
445 
565 
700 

1030 
1625 
2385 
3465 
4610 

29 

55 

75 

85 

135 
150 

160 
180 
210 

05/01/09 

Confidential McVVane-014415 



CX 2358-175

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 

Size 
UFCooe 670610 

Domestic 

Ship 
Code 

UFCooe 670610 
Non-Domestic 

90~ (i/4j REDUCiNG BEND FLANGED (Con'tj 

i4xi2 N 
16x8 N 

i 6xi 0 N 
16x12 N 
16x14 N 
18x12 N 
18x14 N 
18x16 N 
20x12 N 
20x14 N 
20xi6 N 
20x18 N 
24x14 N 
24x16 N 
24x1S t"<i 
24Jf..20 N 

Ship 
Code 

less 
Accessories 

CALL 
C..lU.l 
CALL 
c..~ll 
CALL 
c..4ll 
CALL 
C-4LL 
CALL 
C-4LL 
CALL 
C-4LL 
CALL 
c..4LL 
CALL 
~&'LL 

Domesiic 
Weight 

320 
300 
340 
3BO 
420 
440 
480 
540 
570 
520 
640 
680 
865 
880 
930 

1010 

t...Jon-Domesiic 

Weight 

90° (1/4) REDUC!NG BASE BEND FLANGED \'Vith Base Under Large End 

4x3 294856 N 
6x4 294887 N 
8xA 294917 N 
O_L 294924 N ~A~ 

lOx6 341611 N 
10x8 341628 N 
, " __ L .." .. , L.., c " . ILAO .)"+10,,),,) " 12x8 341642 N 

12xl0 OJJI,.LJ:;;O N "' .... 'V"" 
14x6 N 
14,,8 N 

14xl0 N 
14x12 N 
16x8 N 

16xl0 N 
16x12 N 
18x12 N 
18x16 N 
20x12 N 
20x16 N 
24x16 N 
24x18 N 
24x20 N 

I NOTE For Taooed Tees. Pluas and Coos Onlv' We stock 2" I 
IIPT Toos onlv_ 'F'or 011 to~ siz;s other thon 2,,'IPT uO to a 4" I 
I mo"im~m add $250,00 to' the list orice shown -lor corr~soondino I 
12" toooed fitlino, 50eciol toooed -li'tlinos ore non-cancell~ble ond I 
! non-r~-iurnoble Cont~ct CSR -Io'r details - ! 

195.00 
3i9.00 
489.00 
553.00 
745.00 
832.00 
978.00 

1084.00 
1211.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

43 
75 

115 
130 
175 
196 
230 
255 
285 
300 
310 
350 
390 
375 
415 
455 
555 
655 
640 
760 

1010 
1060 
1140 

I ~i"ing .Speciol ~ap Pridn{j, Policr' _ _ _. I 
I ::'.oeclal t.o.os In tr~hngs will _o.o,?ly to l:,I, !U tlanged tlftln?S ~n~y. tlonged I 
I ~1"1n9S thot require a tOPPIn_9 bO,:;,s will have _0 on.e lime :).:<uu.uu (net). set I 
I up ~horge p_er o?s:~""r .?_osltlo.n.~ He pnce at eo.Ch speCI<:,1 tap, r~gardleSs I 
I '?t th_e t':l.P size, IS :)J!:I.UU (net). t"or more detolls, consult your Lustomer I 
I ::'ervlce I<epresentotlve I 

S = From S!ock !o 2 weeks • t'l = t'lofl-S!ock; Check for ovoi!obi!i!)-" 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

175 

McVVane-014416 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 

Size 
UFCooe 670610 

Domestic 

Ship 
Code 

UFCooe 670610 
Non-Domestic 

90~ (i/4j REDUCiNG BEND FLANGED (Con'tj 

i4xi2 N 
16x8 N 

i 6xi 0 N 
16x12 N 
16x14 N 
18x12 N 
18x14 N 
18x16 N 
20x12 N 
20x14 N 
20xi6 N 
20x18 N 
24x14 N 
24x16 N 
24x1S t"<i 
24Jf..20 N 

Ship 
Code 

less 
Accessories 

CALL 
C..lU.l 
CALL 
c..~ll 
CALL 
c..4ll 
CALL 
C-4LL 
CALL 
C-4LL 
CALL 
C-4LL 
CALL 
c..4LL 
CALL 
~&'LL 

Domesiic 
Weight 

320 
300 
340 
3BO 
420 
440 
480 
540 
570 
520 
640 
680 
865 
880 
930 

1010 

t...Jon-Domesiic 

Weight 

90° (1/4) REDUC!NG BASE BEND FLANGED \'Vith Base Under Large End 

4x3 294856 N 
6x4 294887 N 
8xA 294917 N 
O_L 294924 N ~A~ 

lOx6 341611 N 
10x8 341628 N 
, " __ L .." .. , L.., c " . ILAO .)"+10,,),,) " 12x8 341642 N 

12xl0 OJJI,.LJ:;;O N "' .... 'V"" 
14x6 N 
14,,8 N 

14xl0 N 
14x12 N 
16x8 N 

16xl0 N 
16x12 N 
18x12 N 
18x16 N 
20x12 N 
20x16 N 
24x16 N 
24x18 N 
24x20 N 

I NOTE For Taooed Tees. Pluas and Coos Onlv' We stock 2" I 
IIPT Toos onlv_ 'F'or 011 to~ siz;s other thon 2,,'IPT uO to a 4" I 
I mo"im~m add $250,00 to' the list orice shown -lor corr~soondino I 
12" toooed fitlino, 50eciol toooed -li'tlinos ore non-cancell~ble ond I 
! non-r~-iurnoble Cont~ct CSR -Io'r details - ! 

195.00 
3i9.00 
489.00 
553.00 
745.00 
832.00 
978.00 

1084.00 
1211.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

43 
75 

115 
130 
175 
196 
230 
255 
285 
300 
310 
350 
390 
375 
415 
455 
555 
655 
640 
760 

1010 
1060 
1140 

I ~i"ing .Speciol ~ap Pridn{j, Policr' _ _ _. I 
I ::'.oeclal t.o.os In tr~hngs will _o.o,?ly to l:,I, !U tlanged tlftln?S ~n~y. tlonged I 
I ~1"1n9S thot require a tOPPIn_9 bO,:;,s will have _0 on.e lime :).:<uu.uu (net). set I 
I up ~horge p_er o?s:~""r .?_osltlo.n.~ He pnce at eo.Ch speCI<:,1 tap, r~gardleSs I 
I '?t th_e t':l.P size, IS :)J!:I.UU (net). t"or more detolls, consult your Lustomer I 
I ::'ervlce I<epresentotlve I 

S = From S!ock !o 2 weeks • t'l = t'lofl-S!ock; Check for ovoi!obi!i!)-" 

05/01/09 11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

175 

McVVane-014416 



CX 2358-176

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 
UPCods 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 

90° ii i4j REDUCiNG BASE BEND FLANGED With Base Under Smaii End 
4x3 294863 N 
6x4 294894 N 
8x4 341666 N 
8x6 294931 N 

i Ox6 34 i 673 N 
10x8 341697 N 
i Lx6 344155 N 
12.'I{B 344162 5 

i2xiO 341680 N 
14x6 N 
14xB N 

14x10 N 
14x12 N 
16xB N 

16xiO N 
16x12 N 
1axi2 N 
18:-::14 N 
loxi6 iii 
20:x.l2 N 
lOxia iii 
24}1.16 N 
24xi6 iii 
24:x20 N 

90° {1/4} LONG RAD!US BEND FLANGED 
3 295013 N 046318 5 
4 295020 S 046325 S 
6 295037 5 046332 5 
a 'In.::nJlJl < nJlL-'Jln < v .... 7 .... " ....... ~ " ... "" .... 7 ~ 

iO 29505i 5 046295 5 
12 295068 N 046301 S 
14 295075 t"J 048039 r 

0 

16 29S062 N 046046 S 
18 N 
20 iii 
24 N 

90° (1/4) REDUCING LONG RADIUS BEND FLANGED 
6x4 
8x4 
8x6 

10x6 
10x8 
12x6 
12x8 
14x8 

i4xi2 
16x8 

16;.:12 
18x12 
18x16 
20xi6 
24x16 
24x20 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 

203.00 
319.00 
502.00 
553.00 
723.00 
782.00 
978.00 

1084.00 
i 2 i i .00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CAL!.. 
CALi.. 
CAL!.. 
CALi.. 
CALL 
CALi.. 
CALL 

143.00 
225.00 
389.00 
647.00 
9i 4.00 

1381.00 
1733.00 
2273.00 

CAl.l. 
5400.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
C.ALL 
CAll 
CALL 
CAL.L. 

Domesiic 
Weight 

45 
75 

ii5 
130 
170 
195 
230 
255 
285 
300 
310 
350 
390 
375 
415 
455 
555 
595 
655 
640 
760 

1010 
1060 
1140 

32 
50 
80 

154 
230 
325 
450 
730 
840 

10aO 
1640 

70 
100 
120 
170 
195 
22S 
260 
330 
425 
420 
530 
635 
775 
9i5 

1300 
1430 

176 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

30 
50 
80 

140 
2i5 
325 
385 
SOS 

05/01/09 

Confidential McVVane-014417 

PUBLIC

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 
UPCods 670610 

Non-Domestic 

Ship 
Code 

Less 

Accessories 

90° ii i4j REDUCiNG BASE BEND FLANGED With Base Under Smaii End 
4x3 294863 N 
6x4 294894 N 
8x4 341666 N 
8x6 294931 N 

i Ox6 34 i 673 N 
10x8 341697 N 
i Lx6 344155 N 
12.'I{B 344162 5 

i2xiO 341680 N 
14x6 N 
14xB N 

14x10 N 
14x12 N 
16xB N 

16xiO N 
16x12 N 
1axi2 N 
18:-::14 N 
loxi6 iii 
20:x.l2 N 
lOxia iii 
24}1.16 N 
24xi6 iii 
24:x20 N 

90° {1/4} LONG RAD!US BEND FLANGED 
3 295013 N 046318 5 
4 295020 S 046325 S 
6 295037 5 046332 5 
a 'In.::nJlJl < nJlL-'Jln < v .... 7 .... " ....... ~ " ... "" .... 7 ~ 

iO 29505i 5 046295 5 
12 295068 N 046301 S 
14 295075 t"J 048039 r 

0 

16 29S062 N 046046 S 
18 N 
20 iii 
24 N 

90° (1/4) REDUCING LONG RADIUS BEND FLANGED 
6x4 
8x4 
8x6 

10x6 
10x8 
12x6 
12x8 
14x8 

i4xi2 
16x8 

16;.:12 
18x12 
18x16 
20xi6 
24x16 
24x20 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N 
N 

203.00 
319.00 
502.00 
553.00 
723.00 
782.00 
978.00 

1084.00 
i 2 i i .00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CAL!.. 
CALi.. 
CAL!.. 
CALi.. 
CALL 
CALi.. 
CALL 

143.00 
225.00 
389.00 
647.00 
9i 4.00 

1381.00 
1733.00 
2273.00 

CAl.l. 
5400.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
C.ALL 
CAll 
CALL 
CAL.L. 

Domesiic 
Weight 

45 
75 

ii5 
130 
170 
195 
230 
255 
285 
300 
310 
350 
390 
375 
415 
455 
555 
595 
655 
640 
760 

1010 
1060 
1140 

32 
50 
80 

154 
230 
325 
450 
730 
840 

10aO 
1640 

70 
100 
120 
170 
195 
22S 
260 
330 
425 
420 
530 
635 
775 
9i5 

1300 
1430 

176 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

LP-5091 
Non-Domesiic 

Weight 

30 
50 
80 

140 
2i5 
325 
385 
SOS 

05/01/09 

Confidential McVVane-014417 



CX 2358-177

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship UFCooe 670610 

Non-Domestic 

Ship 
Code 

less Domesiic 
Size Domestic Code Accessories Weight 

90° (i/4) LONG RADiUS BASE BEND FLANGED 

3 34i74i N i9S.00 35 
4 295099 S 270.00 60 
6 295i05 N 39i .00 92 
!! 295112 N 850.00 200 

iO 295i29 N 0462i9 5 ii6v.DO 275 
12 295136 N 046226 S 1772.00 409 
i4 295i43 N 26 i 0.00 580 
16 295150 N 3870.00 860 
is N CALi. 935 
20 N c..~Ll 1165 
24 N CALi. i725 

90" (li4) REDUCING LONG RADIUS BASE BEND, BASE UNDER SMALL END FLANGED 

8x4 N CALL 
8x6 N CALL 

lOx6 N CALL 
10x8 N CALL 
12x6 N CALL 
i2x8 N CALL 
14}c.8 N CALL 
'1L •• D ., "AI I 
lUAU .. _ .. 

16x12 N CALL 
18x12 N C..lU.L 
20x16 N CALL 
24x16 N CALL 
24x18 N CALL 
24x20 N CALi. 

9(r~ (i 14) SiDE OUiLEi BEND FLANGED 
4 
6 
8 

iO 
12 
14 
16 
18 
20 
24 

N 
N 
N 
N 

N 
!II 

N 

CALL 
CALL 
CALL 
CALi. 
CALL 
CALL 
CALL 
c..~LL 
,..."" ..... ' .. \L.L 

CALL 

FLANGExFLARE 90° ELL 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 

05/01/09 

344391 N 046554 S 143.00 
295167 N 046608 5 203.00 
295174 S 046660 S 298.00 
295181 5 046721 5 510.00 
295198 S 046394 S 829.00 
295204 !II 046462 S 1169.00 
344407 t"<i 048091 5 1530.00 
295211 !II 048145 S 2070.00 
295228 N 048206 5 2800,00 
345077 !II 048251 S 3500.00 
344414 t"<i 048305 5 6325.00 

N CALL 

11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

160 
180 
235 
260 
310 
345 
425 
.~n 
JJV 

640 
790 

1075 
1475 
1500 
1605 

60 
96 

150 
240 
340 
470 
620 
760 
970 

1510 

25 
40 
70 

118 
175 
245 
450 
700 
685 
860 

1195 
1565 

t...Jon-Domesiic 

Weight 

420 
420 

30 
45 
75 

120 
195 
275 
340 
460 
560 
700 

1100 

177 

Confidential McVVane-014418 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship UFCooe 670610 

Non-Domestic 

Ship 
Code 

less Domesiic 
Size Domestic Code Accessories Weight 

90° (i/4) LONG RADiUS BASE BEND FLANGED 

3 34i74i N i9S.00 35 
4 295099 S 270.00 60 
6 295i05 N 39i .00 92 
!! 295112 N 850.00 200 

iO 295i29 N 0462i9 5 ii6v.DO 275 
12 295136 N 046226 S 1772.00 409 
i4 295i43 N 26 i 0.00 580 
16 295150 N 3870.00 860 
is N CALi. 935 
20 N c..~Ll 1165 
24 N CALi. i725 

90" (li4) REDUCING LONG RADIUS BASE BEND, BASE UNDER SMALL END FLANGED 

8x4 N CALL 
8x6 N CALL 

lOx6 N CALL 
10x8 N CALL 
12x6 N CALL 
i2x8 N CALL 
14}c.8 N CALL 
'1L •• D ., "AI I 
lUAU .. _ .. 

16x12 N CALL 
18x12 N C..lU.L 
20x16 N CALL 
24x16 N CALL 
24x18 N CALL 
24x20 N CALi. 

9(r~ (i 14) SiDE OUiLEi BEND FLANGED 
4 
6 
8 

iO 
12 
14 
16 
18 
20 
24 

N 
N 
N 
N 

N 
!II 

N 

CALL 
CALL 
CALL 
CALi. 
CALL 
CALL 
CALL 
c..~LL 
,..."" ..... ' .. \L.L 

CALL 

FLANGExFLARE 90° ELL 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 

05/01/09 

344391 N 046554 S 143.00 
295167 N 046608 5 203.00 
295174 S 046660 S 298.00 
295181 5 046721 5 510.00 
295198 S 046394 S 829.00 
295204 !II 046462 S 1169.00 
344407 t"<i 048091 5 1530.00 
295211 !II 048145 S 2070.00 
295228 N 048206 5 2800,00 
345077 !II 048251 S 3500.00 
344414 t"<i 048305 5 6325.00 

N CALL 

11910 CR 492 • TYLER, TEXAS 75706·1800)527-8478· FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

160 
180 
235 
260 
310 
345 
425 
.~n 
JJV 

640 
790 

1075 
1475 
1500 
1605 

60 
96 

150 
240 
340 
470 
620 
760 
970 

1510 

25 
40 
70 

118 
175 
245 
450 
700 
685 
860 

1195 
1565 

t...Jon-Domesiic 

Weight 

420 
420 

30 
45 
75 

120 
195 
275 
340 
460 
560 
700 

1100 

177 

Confidential McVVane-014418 



CX 2358-178

FLANGED eno BAilE 
TvlllCrot" II .... i"n n.lI·tilllCl I ... " .... ('lIn I=lnru'lIlCl'" l=illiru"'1C: fR,., VA t"'" c:linl'l c: LP-5091 ",._. _ ... _ .. --_ ... - .. _ .. -. . - '" '-"::11-- '" •••••• ::11-1 -_.- --_ ••• "::11-

UPCode 670610 Ship UPCods 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories 

90° ii i4j FLANGExFLARE LONG RADiUS BEND FLANGED 

6 N CALL 
8 N CAll 

iO N CALL 
12 N CAll 
i4 N CALL 
16 N CAll 
is N CALL 
20 N CAll 
24 N CALL 

...... 0 '1 I ...... ............ I .... _ ..... .. " ll, OJ DI:I'ILI rI.HI'I..:711:1oI 

3 295235 S 046530 N 105.00 
4 295242 5 046585 5 181.00 
6 287780 S 046646 S 264.00 
8 287667 5 046707 S 407.00 

10 287797 S 046370 S 647.00 
12 295259 S 046448 S 829.00 
14 "nc""LL ~~ 048077 , 

1042.00 L.7..JL.UU 0 

16 295273 N 048121 S 1324.00 
18 295280 ~"J 048183 

, 
1 L"c n" 

0 IUL..J.UU 

20 295297 N 048237 S 2425.00 
24 341833 N 048282 , 

3803.00 0 

30 341840 N 046103 S 6160.00 
"' ., t'\Lr~ "" 
~Q .. TQ",..J.UU 

42 N 15600.00 
AD ., ." .. AD" "" ~Q .. £ I ""IQU.UU 

:2:2%0 (i Ii 6j BEND FLANGED 

3 295303 5 046523 5 95.00 
4 295310 S 046578 S 179.00 
6 287582 5 046639 5 253.00 
8 295327 S 046691 S 398.00 

10 295334 N 046363 5 618.00 
12 341802 N 046431 5 890.00 
14 295341 N 048060 S 1013.00 
16 295358 N 048114 5 1369.00 
18 341826 N 048176 S 1675.00 
20 341819 N 048220 S 2175.00 
24 295365 N 048275 S 3680.00 
30 247395 N 046097 S 6243.00 
36 N 9845.00 
42 N 15990.00 
48 N 21990.00 

"'See catalog for laying lengths 

176 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

9i 
145 
225 
225 
445 
700 
765 
990 

i340 

20 20 
40 40 
55 55 
91 90 

130 130 
195 195 
245 220 
315 280 
422 325 
485 430 
541 ,"n 

uou 

1335 1120 
.. "I'rr 
I''''''' 

2600 
~rD" 
..J"'QU 

22 20 
40 40 
58 55 
88 90 

130 135 
195 205 
250 225 
417 285 
402 335 
505 435 
528 640 

1385 1135 
1790 
2665 
3665 

05/01/09 

McVVane-014419 

PUBLIC

FLANGED eno BAilE 
TvlllCrot" II .... i"n n.lI·tilllCl I ... " .... ('lIn I=lnru'lIlCl'" l=illiru"'1C: fR,., VA t"'" c:linl'l c: LP-5091 ",._. _ ... _ .. --_ ... - .. _ .. -. . - '" '-"::11-- '" •••••• ::11-1 -_.- --_ ••• "::11-

UPCode 670610 Ship UPCods 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories 

90° ii i4j FLANGExFLARE LONG RADiUS BEND FLANGED 

6 N CALL 
8 N CAll 

iO N CALL 
12 N CAll 
i4 N CALL 
16 N CAll 
is N CALL 
20 N CAll 
24 N CALL 

...... 0 '1 I ...... ............ I .... _ ..... .. " ll, OJ DI:I'ILI rI.HI'I..:711:1oI 

3 295235 S 046530 N 105.00 
4 295242 5 046585 5 181.00 
6 287780 S 046646 S 264.00 
8 287667 5 046707 S 407.00 

10 287797 S 046370 S 647.00 
12 295259 S 046448 S 829.00 
14 "nc""LL ~~ 048077 , 

1042.00 L.7..JL.UU 0 

16 295273 N 048121 S 1324.00 
18 295280 ~"J 048183 

, 
1 L"c n" 

0 IUL..J.UU 

20 295297 N 048237 S 2425.00 
24 341833 N 048282 , 

3803.00 0 

30 341840 N 046103 S 6160.00 
"' ., t'\Lr~ "" 
~Q .. TQ",..J.UU 

42 N 15600.00 
AD ., ." .. AD" "" ~Q .. £ I ""IQU.UU 

:2:2%0 (i Ii 6j BEND FLANGED 

3 295303 5 046523 5 95.00 
4 295310 S 046578 S 179.00 
6 287582 5 046639 5 253.00 
8 295327 S 046691 S 398.00 

10 295334 N 046363 5 618.00 
12 341802 N 046431 5 890.00 
14 295341 N 048060 S 1013.00 
16 295358 N 048114 5 1369.00 
18 341826 N 048176 S 1675.00 
20 341819 N 048220 S 2175.00 
24 295365 N 048275 S 3680.00 
30 247395 N 046097 S 6243.00 
36 N 9845.00 
42 N 15990.00 
48 N 21990.00 

"'See catalog for laying lengths 

176 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight Weight 

9i 
145 
225 
225 
445 
700 
765 
990 

i340 

20 20 
40 40 
55 55 
91 90 

130 130 
195 195 
245 220 
315 280 
422 325 
485 430 
541 ,"n 

uou 

1335 1120 
.. "I'rr 
I''''''' 

2600 
~rD" 
..J"'QU 

22 20 
40 40 
58 55 
88 90 

130 135 
195 205 
250 225 
417 285 
402 335 
505 435 
528 640 

1385 1135 
1790 
2665 
3665 

05/01/09 

McVVane-014419 



CX 2358-179

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

i i %0 ii 132j BEND FLANGED 

3 
4 
6 
!! 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

297680 
341796 
295372 
295389 
295396 
295402 
34i789 
295419 
34i772 
341864 
341765 
343349 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

046516 
046561 
046622 
046684 
046356 
046424 
048053 
048107 
048152 
048213 
048268 
046080 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 
N 

95.00 
179.00 
262.00 
403.00 
574.00 
871.00 

1052.00 
1283.00 
1675.00 
2175.00 
3866.00 
6325.00 
9928.00 

16080.00 
22170.00 

Wl'E FLANGED iNol inciuded in AWWA ell 0) 
3 

4x3 
4 

6x4 
6 

8x4 
ax6 

8 
10x4 
10x6 
lOx8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x8 

i8xiO 
18x12 
i8xi4 
18x16 

i8 
20x10 
20xi2 

05/01/09 

295969 
295976 
295983 
295990 
296003 
287650 
296010 
287674 
341994 
341987 
296027 
296034 
341970 
341963 
341956 
287889 
296041 
341949 
341932 
296058 
341925 
296065 
341918 
296072 
296089 
296096 
341901 
296102 
341895 
34i888 
341871 
296ii9 
296126 
296i33 
343004 
34299i 

N 
N 
S 
s 
S 
N 
S 
S 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

047902 
047926 
047919 
047940 
047933 
047964 
047971 
047957 
047780 
047797 
047803 
047766 
047834 
047889 
047896 
047827 
047810 
049463 
049470 
049449 
049456 
049432 
049524 
049531 
049494 
049500 
049517 
049487 
049609 
049562 
049579 
049586 
049593 
049555 
049623 
049630 

s 
5 
s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
S 
5 
5 
5 
5 
5 

214.00 
293.00 
345.00 
489.00 
525.00 
765.00 
768.00 
862.00 

1105.00 
1148.00 
1254.00 
1359.00 
1615.00 
1679.00 
1785.00 
1934.00 
2043.00 
2340.00 
2453.00 
2363.00 
2790.00 
2723.00 
2790.00 
3195.00 
3330.00 
3218.00 
3735.00 
3623.00 
3125.00 
4425.00 
4650.00 
4875.00 
5125.00 
4900.00 
4025.00 
5550.00 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

20 
40 
56 
88 

130 
193 
225 
398 
385 
505 
760 

1395 

49 
68 
76 

106 
119 
153 
188 
201 
232 
288 
333 
349 
355 
370 
395 
420 
460 
604 
638 
555 
600 
740 
655 
680 
715 
755 
800 
850 
820 
855 
895 
940 
990 

i035 
1095 
i i30 

20 
40 
55 
90 

135 
205 
225 
285 
335 
435 
645 

1150 
1805 
2680 
3695 

45 
65 
75 

115 
120 
180 
189 
200 
260 
270 
295 
335 
380 
395 
420 
455 
515 
520 
545 
525 
620 
605 
620 
710 
740 
715 
830 
805 
625 
885 
930 
9i5 

1025 
980 
805 

i iiO 

179 

McVVane-014420 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

i i %0 ii 132j BEND FLANGED 

3 
4 
6 
!! 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

297680 
341796 
295372 
295389 
295396 
295402 
34i789 
295419 
34i772 
341864 
341765 
343349 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

046516 
046561 
046622 
046684 
046356 
046424 
048053 
048107 
048152 
048213 
048268 
046080 

S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
N 
N 
N 

95.00 
179.00 
262.00 
403.00 
574.00 
871.00 

1052.00 
1283.00 
1675.00 
2175.00 
3866.00 
6325.00 
9928.00 

16080.00 
22170.00 

Wl'E FLANGED iNol inciuded in AWWA ell 0) 
3 

4x3 
4 

6x4 
6 

8x4 
ax6 

8 
10x4 
10x6 
lOx8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14xl0 
14x12 

14 
16x6 
16x8 

16x10 
16x12 
16x14 

16 
18x8 

i8xiO 
18x12 
i8xi4 
18x16 

i8 
20x10 
20xi2 

05/01/09 

295969 
295976 
295983 
295990 
296003 
287650 
296010 
287674 
341994 
341987 
296027 
296034 
341970 
341963 
341956 
287889 
296041 
341949 
341932 
296058 
341925 
296065 
341918 
296072 
296089 
296096 
341901 
296102 
341895 
34i888 
341871 
296ii9 
296126 
296i33 
343004 
34299i 

N 
N 
S 
s 
S 
N 
S 
S 
N 
S 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

047902 
047926 
047919 
047940 
047933 
047964 
047971 
047957 
047780 
047797 
047803 
047766 
047834 
047889 
047896 
047827 
047810 
049463 
049470 
049449 
049456 
049432 
049524 
049531 
049494 
049500 
049517 
049487 
049609 
049562 
049579 
049586 
049593 
049555 
049623 
049630 

s 
5 
s 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
S 
5 
5 
5 
5 
5 

214.00 
293.00 
345.00 
489.00 
525.00 
765.00 
768.00 
862.00 

1105.00 
1148.00 
1254.00 
1359.00 
1615.00 
1679.00 
1785.00 
1934.00 
2043.00 
2340.00 
2453.00 
2363.00 
2790.00 
2723.00 
2790.00 
3195.00 
3330.00 
3218.00 
3735.00 
3623.00 
3125.00 
4425.00 
4650.00 
4875.00 
5125.00 
4900.00 
4025.00 
5550.00 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

20 
40 
56 
88 

130 
193 
225 
398 
385 
505 
760 

1395 

49 
68 
76 

106 
119 
153 
188 
201 
232 
288 
333 
349 
355 
370 
395 
420 
460 
604 
638 
555 
600 
740 
655 
680 
715 
755 
800 
850 
820 
855 
895 
940 
990 

i035 
1095 
i i30 

20 
40 
55 
90 

135 
205 
225 
285 
335 
435 
645 

1150 
1805 
2680 
3695 

45 
65 
75 

115 
120 
180 
189 
200 
260 
270 
295 
335 
380 
395 
420 
455 
515 
520 
545 
525 
620 
605 
620 
710 
740 
715 
830 
805 
625 
885 
930 
9i5 

1025 
980 
805 

i iiO 

179 

McVVane-014420 



CX 2358-180

FLANGED Cl 'Ii) BAilE 
TvlllCrot" II .... i"n n.lI·tilllCl I ... " .... I"lln I=lnru'lIlCl'" Filliru"'1C: fR,., ... A t"'" c:linl'l c: LP-5091 ",._. _ ... _ .. --_ ... - .. _ .. -. . - . '-"::11-- •••••• ::11-1 -_.- --_ ••• "::11-

UPCode 670610 Ship UPCods 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

;A'-fE FLANGED iNot inciuaed in AVv~wA Ci i 0) iCon'l; 
20xi4 342984 N 049647 S 6075.00 ii70 i2i5 
20x16 342977 N 049654 5 6350.00 1220 1270 

20 296140 N 049616 S 6325.00 1345 1265 
24:-:12 N C.ALL 1250 
24xi4 N CALL i 810 
24x16 N N 10868.00 1890 1890 
24xi8 N CALL i 950 
24:-,20 N CALL 2040 

24 373353 N 04966i 5 i0954.00 :2020 i905 
30x12 N CALL 1875 
30x14 N CALL 1910 
30:w.16 N CALL 2765 
30x18 N CALL 2820 
30x20 N CALL 2895 
30x24 N CALL 3045 

30 N CALL 3285 
36 t"<i CALL 5740 

FLANGE TRUE w-n 
4x4x4 296157 S 047711 S 248.00 49 55 
6x4x4 344377 N 047735 5 255.00 75 60 
6x6x6 296164 5 047728 5 361.00 84 85 
8x4x4 t'-J CA,LL 85 
8x6x6 344384 N 047759 S 425.00 134 100 
8x8x8 296171 S 047742 S 595.00 144 140 

10x6x6 N CALL 140 
10x8x8 t'-J CA,LL 155 

10 N CALL 220 
12xaxa l'-J C1UL 210 

12 N CALL 315 

TEE FLANGED 

2" 382935 N 047483 S 130.00 20 20 
~-"* "t'lJ:A"L tJ nA"I'J:nL < 1LL nn ~. ~< 
~A£ ... 7 ... -r ... V ",-r, ... vv ~ IVV.VV ~~ ~~ 

3 295433 S 047490 S 194.00 42 40 
A_~_OJ* "t'lJ:"I'OJn tJ "J:" nn <~ -r ... .., ... .., "'7""",,,, .......... VV ~~ 

4x2 295440 N 047520 S 225.00 50 50 
4x3 295457 N 047537 5 270.00 54 60 

4x4x6* 295846 N 405.00 90 
4 287841 5 047513 5 293.00 66 65 

6x4x4* 295747 N 047582 S 383.00 85 85 
6x4x6" 295754 N 047599 5 383.00 90 90 
6x6x8* 295853 N 047605 S 604.00 140 140 

6x2 295464 N 047551 5 328.00 85 85 
6x3 287865 N 047568 S 361.00 86 85 
6x4 287896 5 047575 5 383.00 90 90 

6 287858 S 047544 S 440.00 95 95 
8x6x4'" 295761 N 047650 S 531.00 130 125 

8x6x6* 295778 t-J 047667 5 574.00 148 135 
Bx6xB'" 295785 N 047674 S 616.00 154 145 

8x8x10* 342960 ~J 047681 5 1105.00 260 260 
Bx8x12'" 287612 N 1177.00 310 

180 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014421 

PUBLIC

FLANGED Cl 'Ii) BAilE 
TvlllCrot" II .... i"n n.lI·tilllCl I ... " .... I"lln I=lnru'lIlCl'" Filliru"'1C: fR,., ... A t"'" c:linl'l c: LP-5091 ",._. _ ... _ .. --_ ... - .. _ .. -. . - . '-"::11-- •••••• ::11-1 -_.- --_ ••• "::11-

UPCode 670610 Ship UPCods 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

;A'-fE FLANGED iNot inciuaed in AVv~wA Ci i 0) iCon'l; 
20xi4 342984 N 049647 S 6075.00 ii70 i2i5 
20x16 342977 N 049654 5 6350.00 1220 1270 

20 296140 N 049616 S 6325.00 1345 1265 
24:-:12 N C.ALL 1250 
24xi4 N CALL i 810 
24x16 N N 10868.00 1890 1890 
24xi8 N CALL i 950 
24:-,20 N CALL 2040 

24 373353 N 04966i 5 i0954.00 :2020 i905 
30x12 N CALL 1875 
30x14 N CALL 1910 
30:w.16 N CALL 2765 
30x18 N CALL 2820 
30x20 N CALL 2895 
30x24 N CALL 3045 

30 N CALL 3285 
36 t"<i CALL 5740 

FLANGE TRUE w-n 
4x4x4 296157 S 047711 S 248.00 49 55 
6x4x4 344377 N 047735 5 255.00 75 60 
6x6x6 296164 5 047728 5 361.00 84 85 
8x4x4 t'-J CA,LL 85 
8x6x6 344384 N 047759 S 425.00 134 100 
8x8x8 296171 S 047742 S 595.00 144 140 

10x6x6 N CALL 140 
10x8x8 t'-J CA,LL 155 

10 N CALL 220 
12xaxa l'-J C1UL 210 

12 N CALL 315 

TEE FLANGED 

2" 382935 N 047483 S 130.00 20 20 
~-"* "t'lJ:A"L tJ nA"I'J:nL < 1LL nn ~. ~< 
~A£ ... 7 ... -r ... V ",-r, ... vv ~ IVV.VV ~~ ~~ 

3 295433 S 047490 S 194.00 42 40 
A_~_OJ* "t'lJ:"I'OJn tJ "J:" nn <~ -r ... .., ... .., "'7""",,,, .......... VV ~~ 

4x2 295440 N 047520 S 225.00 50 50 
4x3 295457 N 047537 5 270.00 54 60 

4x4x6* 295846 N 405.00 90 
4 287841 5 047513 5 293.00 66 65 

6x4x4* 295747 N 047582 S 383.00 85 85 
6x4x6" 295754 N 047599 5 383.00 90 90 
6x6x8* 295853 N 047605 S 604.00 140 140 

6x2 295464 N 047551 5 328.00 85 85 
6x3 287865 N 047568 S 361.00 86 85 
6x4 287896 5 047575 5 383.00 90 90 

6 287858 S 047544 S 440.00 95 95 
8x6x4'" 295761 N 047650 S 531.00 130 125 

8x6x6* 295778 t-J 047667 5 574.00 148 135 
Bx6xB'" 295785 N 047674 S 616.00 154 145 

8x8x10* 342960 ~J 047681 5 1105.00 260 260 
Bx8x12'" 287612 N 1177.00 310 

180 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential McVVane-014421 



CX 2358-181

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

TEE FLANGED (Con'tj 

8x3 
8x4 
ax6 

8 
10xox6* 
1 Ox6x1 0* 
iOx8x6* 
10x8x8'" 
iOx8xiO* 

10x4 
luxe 
10x8 

10 
10xl0x12* 
i2x6x6* 
12x6x8* 
i2x8x6* 
12x8x8* 
i2x8xi2* 
12x10x6* 
i2xiOx8* 
12x10x10* 
'lxiOxil!: 

12.x.A 
i2xo 
12x8 

i2xiO 
12 

14x4 

14xS 
l4xlO 
14xi2 

14 
16x4 
16x6 
16xS 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18x10 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 

05/01/09 

287919 
287971 
:287872 
287605 
347422 
342953 
342946 
342939 
3429:2:2 
295471 
295488 
295495 
287964 
342915 
34:2908 
342892 
287698 
295808 
342885 
342878 
295815 
295822 
295839 
295501 
295518 
287629 
295525 
287742 
295532 
295549 
295556 
295563 
295570 
295587 
342861 
295594 
295600 
342854 
295617 
316640 
287575 
343219 
343202 
343196 
345091 
295624 
295631 
295648 
316633 
316626 
343011 
343189 
295655 

N 
S 
5 
S 
N 
N 
N 
N 
N 
S 
5 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
S 
N 
S 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

047629 
047636 
047643 
047612 

047407 
047414 
047421 
047391 

047452 
047469 
047476 
047445 
047438 

049111 
049128 
049098 
049104 
049081 

049173 
049180 
049142 
049159 
049166 
049135 
049241 
049258 
049203 
049210 
049227 
049234 
049197 
049326 
049333 
049272 
049289 
049296 

5 
S 
5 
S 

S 
5 
S 
5 

5 
S 
5 
S 
5 

5 
S 
5 
S 
S 

s 
s 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
5 
s 
5 

548.00 
595.00 
637.00 
736.00 

1180.00 
1308.00 
i :265.00 
1182.00 
1288.00 

866.00 
899.00 
946.00 

i 100.00 
1432.00 
1469.00 
1537.00 
i 509.00 
1594.00 
i 785.00 
1658.00 
i 700.00 
1785.00 
1670.00 
1218.00 
1237.00 
1302.00 
147i.OO 
1569.00 
1623.00 
1688.00 
i 755.00 
1800.00 
1913.00 
225000 
2250.00 
2083.00 
2133.00 
2242.00 
2302.00 
2385.00 
2490.00 
2403.00 
2475.00 
2550.00 
2668.00 
3100.00 
3250.00 
3318.00 
3050.00 
3100.00 
3175.00 
3300.00 
3325.00 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

1:28 
140 
147 
168 
:27B 
308 
280 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 
435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 
710 
720 
735 
755 
770 

129 
140 
145 
155 

205 
215 
225 
270 

290 
295 
310 
360 
385 

375 
390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 
610 
620 
635 
660 
665 

161 

McVVane-014422 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

TEE FLANGED (Con'tj 

8x3 
8x4 
ax6 

8 
10xox6* 
1 Ox6x1 0* 
iOx8x6* 
10x8x8'" 
iOx8xiO* 

10x4 
luxe 
10x8 

10 
10xl0x12* 
i2x6x6* 
12x6x8* 
i2x8x6* 
12x8x8* 
i2x8xi2* 
12x10x6* 
i2xiOx8* 
12x10x10* 
'lxiOxil!: 

12.x.A 
i2xo 
12x8 

i2xiO 
12 

14x4 

14xS 
l4xlO 
14xi2 

14 
16x4 
16x6 
16xS 

16x10 
16x12 
16x14 

16 
18x6 
18x8 

18x10 
18x12 
18x14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x14 

05/01/09 

287919 
287971 
:287872 
287605 
347422 
342953 
342946 
342939 
3429:2:2 
295471 
295488 
295495 
287964 
342915 
34:2908 
342892 
287698 
295808 
342885 
342878 
295815 
295822 
295839 
295501 
295518 
287629 
295525 
287742 
295532 
295549 
295556 
295563 
295570 
295587 
342861 
295594 
295600 
342854 
295617 
316640 
287575 
343219 
343202 
343196 
345091 
295624 
295631 
295648 
316633 
316626 
343011 
343189 
295655 

N 
S 
5 
S 
N 
N 
N 
N 
N 
S 
5 
N 
5 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
S 
N 
S 

N 

N 

N 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

N 

N 

047629 
047636 
047643 
047612 

047407 
047414 
047421 
047391 

047452 
047469 
047476 
047445 
047438 

049111 
049128 
049098 
049104 
049081 

049173 
049180 
049142 
049159 
049166 
049135 
049241 
049258 
049203 
049210 
049227 
049234 
049197 
049326 
049333 
049272 
049289 
049296 

5 
S 
5 
S 

S 
5 
S 
5 

5 
S 
5 
S 
5 

5 
S 
5 
S 
S 

s 
s 
S 
5 
5 
5 
5 
5 
5 
5 
5 
5 
s 
5 
s 
5 
s 
5 

548.00 
595.00 
637.00 
736.00 

1180.00 
1308.00 
i :265.00 
1182.00 
1288.00 

866.00 
899.00 
946.00 

i 100.00 
1432.00 
1469.00 
1537.00 
i 509.00 
1594.00 
i 785.00 
1658.00 
i 700.00 
1785.00 
1670.00 
1218.00 
1237.00 
1302.00 
147i.OO 
1569.00 
1623.00 
1688.00 
i 755.00 
1800.00 
1913.00 
225000 
2250.00 
2083.00 
2133.00 
2242.00 
2302.00 
2385.00 
2490.00 
2403.00 
2475.00 
2550.00 
2668.00 
3100.00 
3250.00 
3318.00 
3050.00 
3100.00 
3175.00 
3300.00 
3325.00 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309· ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

1:28 
140 
147 
168 
:27B 
308 
280 
295 
303 
215 
216 
233 
270 
337 
346 
362 
355 
375 
420 
390 
400 
420 
440 
301 
295 
331 
355 
385 
405 
530 
435 
550 
470 
602 
500 
540 
620 
565 
634 
610 
675 
560 
570 
585 
605 
740 
760 
785 
710 
720 
735 
755 
770 

129 
140 
145 
155 

205 
215 
225 
270 

290 
295 
310 
360 
385 

375 
390 
400 
425 
435 

475 
475 
495 
520 
530 
550 
480 
495 
510 
535 
630 
650 
665 
610 
620 
635 
660 
665 

161 

McVVane-014422 



CX 2358-182

FLANGED Cl 'Ii) BAilE 
TvlllCrot" II .... i"n n.lI·tilllCl I ... " .... I"lln I=lnru'lIlCl'" Filliru"'1C: fR,., ... A t"'" c:linl'l c: LP-5091 ",._. _ ... _ .. --_ ... - .. _ .. -. . - . '-"::11-- •••••• ::11-1 -_.- --_ ••• "::11-

UPCode 670610 Ship UPCods 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

TEE FLANGED iCon'l; 
20xi6 295662 N 049302 S 4050.00 950 BiG 
20x18 382690 N 049319 5 4100.00 965 820 

20 295679 N 049265 S 4266.00 1005 iOGS 
24x6 343172 N 049418 5 4893.00 1000 845 
24x8 295686 N 049425 S 4945.00 i DiG 860 

24xl!) 343165 N 049357 5 5060.00 1020 880 
24xi2 295693 N 049364 S Si2i.OO ii25 890 
24x14 295709 N 049371 5 5134.00 1050 900 
24xi6 343158 N 049388 S 5248.00 i 070 9i5 
24x18 316749 N 049395 5 6889.00 1534 1220 
24x20 344933 N 049401 S 7216.00 1510 1255 

24 295716 N 049340 S 7657.00 1685 1330 
30x6 343226 N 9488.00 1725 
30xB N CALL 1450 

30xlO N CALL 1465 
30x12 343233 N 046189 N 7832.00 1780 1490 
30xi4 N CALL i490 
30x16 N CALL 1505 
30x18 343240 t-.J 046196 N 8333.00 1815 1515 
30:x20 N 8470.00 1540 
30x24 3i665i N 046202 N iii38.00 24i5 2025 

30 295723 N 046172 N 11834.00 2615 2160 
36x12 N CALL 2170 
36x16 N 12018.00 1975 
36x18 N 12045.00 2190 
36x20 N CALL 2145 
36x24 N 12403.00 2255 
36x30 N 16500.00 3000 

36 N 17291.00 3160 
42:x24 N 19470.00 3245 
42x30 N 24750.00 4125 
42J(36 N 32160.00 5360 

42 N 33480.00 5580 
48x24 N 2631000 4385 
48x30 N 26730.00 4455 
48x36 N 33330.00 5555 
48x42 N 43170.00 7195 

48 N 44310.00 7385 

BASE TEE, FLANGED 

3 295877 N 047353 S 214.00 50 45 
4 295884 N 047360 5 338.00 70 75 

6x4 N CALL 105 
6 295914 S 047377 S 468.00 115 110 

8x4 N CALL 170 
8x6 N CALL 186 

8 29592i 5 047384 5 786.00 iSS i8S 
10x4 N CALL 235 
iOx6 N i04i.00 245 
10x8 N CALL 255 

10 341703 t-.J 047339 S 1275.00 315 300 
12x4 N CALL 335 
12x6 t-.J CALL 340 

182 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Confidential McVVane-014423 

PUBLIC

FLANGED Cl 'Ii) BAilE 
TvlllCrot" II .... i"n n.lI·tilllCl I ... " .... I"lln I=lnru'lIlCl'" Filliru"'1C: fR,., ... A t"'" c:linl'l c: LP-5091 ",._. _ ... _ .. --_ ... - .. _ .. -. . - . '-"::11-- •••••• ::11-1 -_.- --_ ••• "::11-

UPCode 670610 Ship UPCods 670610 Ship Less Domesiic Non-Domesiic 
Size Domestic Code Non-Domestic Code Accessories Weight Weight 

TEE FLANGED iCon'l; 
20xi6 295662 N 049302 S 4050.00 950 BiG 
20x18 382690 N 049319 5 4100.00 965 820 

20 295679 N 049265 S 4266.00 1005 iOGS 
24x6 343172 N 049418 5 4893.00 1000 845 
24x8 295686 N 049425 S 4945.00 i DiG 860 

24xl!) 343165 N 049357 5 5060.00 1020 880 
24xi2 295693 N 049364 S Si2i.OO ii25 890 
24x14 295709 N 049371 5 5134.00 1050 900 
24xi6 343158 N 049388 S 5248.00 i 070 9i5 
24x18 316749 N 049395 5 6889.00 1534 1220 
24x20 344933 N 049401 S 7216.00 1510 1255 

24 295716 N 049340 S 7657.00 1685 1330 
30x6 343226 N 9488.00 1725 
30xB N CALL 1450 

30xlO N CALL 1465 
30x12 343233 N 046189 N 7832.00 1780 1490 
30xi4 N CALL i490 
30x16 N CALL 1505 
30x18 343240 t-.J 046196 N 8333.00 1815 1515 
30:x20 N 8470.00 1540 
30x24 3i665i N 046202 N iii38.00 24i5 2025 

30 295723 N 046172 N 11834.00 2615 2160 
36x12 N CALL 2170 
36x16 N 12018.00 1975 
36x18 N 12045.00 2190 
36x20 N CALL 2145 
36x24 N 12403.00 2255 
36x30 N 16500.00 3000 

36 N 17291.00 3160 
42:x24 N 19470.00 3245 
42x30 N 24750.00 4125 
42J(36 N 32160.00 5360 

42 N 33480.00 5580 
48x24 N 2631000 4385 
48x30 N 26730.00 4455 
48x36 N 33330.00 5555 
48x42 N 43170.00 7195 

48 N 44310.00 7385 

BASE TEE, FLANGED 

3 295877 N 047353 S 214.00 50 45 
4 295884 N 047360 5 338.00 70 75 

6x4 N CALL 105 
6 295914 S 047377 S 468.00 115 110 

8x4 N CALL 170 
8x6 N CALL 186 

8 29592i 5 047384 5 786.00 iSS i8S 
10x4 N CALL 235 
iOx6 N i04i.00 245 
10x8 N CALL 255 

10 341703 t-.J 047339 S 1275.00 315 300 
12x4 N CALL 335 
12x6 t-.J CALL 340 

182 11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248·9537 05/01/09 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

Confidential McVVane-014423 



CX 2358-183

FLANGED (THi SARE 

LP-5091 TvlllClt" II .... i,u .. Ductile Iron ell0 FlnnrtlA'" I=illi .... ,..c: fR,., r.tCt. rnc:lint'tc: "'"_. _ ... _ .. '_.':::11-- . •••••• ::11-1 -_.- --_ .... ;:,-
UFCooe 670610 Ship UFCooe 670610 Ship less Domesiic t...Jon-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

BASE iEE, FLANGED (Con'ij 

12x8 
12xl0 

i2 
14x4 
i4xo 
14x8 

i4xiO 
14x12 

14 
16.11:.4 
16xo 
16)(8 

16x10 
16)(12 
16x14 

16 
lSx6 
18x8 

lSxiO 
18x12 
lSxi4 
18x16 

18 
20x6 
20x8 

20xlO 
20x12 
20x14 
20x16 
20x18 

20 
24x6 
24x8 

24x10 
24x12 
24x14 
.., • __ , L 
.£"'+JI. I U 

24x18 
24x20 

24 
30x8 

30x10 
30x12 
30x14 
30x16 
30x18 
30x20 
30x24 

30 

05/01/09 

N CALL 
N CALL 

295945 N 047346 S iB28.00 
N c..ALL 
N CALi. 
N c..ALL 
N CALi.. 
N c..~LL 

341710 N 049036 5 2183.00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

295952 N 049043 S 2700,00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

341727 N 049050 5 3700.00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

341734 1\1 049067 • 4650.00 ~ 

N CALL . , ,..... ... 
" ...... I"\LL 

N CALL 
1\1 "'AI I 

_LL 

N CALL ., ,...... I I 

" ...... I"\LL 

N CALL 
N CALL 

341598 N 049074 5 8108.00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

355 
405 
450 430 
475 
425 
485 
500 
520 
550 485 
575 
656 
605 
615 
640 
660 
685 600 
770 
570 
58S 
635 
705 
725 
855 740 
685 
770 
810 
805 
740 

1025 
895 

1125 930 
925 
940 
960 
970 
980 
nn< 
770 

1300 
1590 
1715 1410 
1570 
1585 
1610 
1610 
1625 
1635 
1660 
2145 
2270 

163 

McVVane-014424 

PUBLIC

FLANGED (THi SARE 

LP-5091 TvlllClt" II .... i,u .. Ductile Iron ell0 FlnnrtlA'" I=illi .... ,..c: fR,., r.tCt. rnc:lint'tc: "'"_. _ ... _ .. '_.':::11-- . •••••• ::11-1 -_.- --_ .... ;:,-
UFCooe 670610 Ship UFCooe 670610 Ship less Domesiic t...Jon-Domesiic 

Size Domestic Code Non-Domestic Code Accessories Weight Weight 

BASE iEE, FLANGED (Con'ij 

12x8 
12xl0 

i2 
14x4 
i4xo 
14x8 

i4xiO 
14x12 

14 
16.11:.4 
16xo 
16)(8 

16x10 
16)(12 
16x14 

16 
lSx6 
18x8 

lSxiO 
18x12 
lSxi4 
18x16 

18 
20x6 
20x8 

20xlO 
20x12 
20x14 
20x16 
20x18 

20 
24x6 
24x8 

24x10 
24x12 
24x14 
.., • __ , L 
.£"'+JI. I U 

24x18 
24x20 

24 
30x8 

30x10 
30x12 
30x14 
30x16 
30x18 
30x20 
30x24 

30 

05/01/09 

N CALL 
N CALL 

295945 N 047346 S iB28.00 
N c..ALL 
N CALi. 
N c..ALL 
N CALi.. 
N c..~LL 

341710 N 049036 5 2183.00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

295952 N 049043 S 2700,00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

341727 N 049050 5 3700.00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

341734 1\1 049067 • 4650.00 ~ 

N CALL . , ,..... ... 
" ...... I"\LL 

N CALL 
1\1 "'AI I 

_LL 

N CALL ., ,...... I I 

" ...... I"\LL 

N CALL 
N CALL 

341598 N 049074 5 8108.00 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 
N CALL 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (600) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

355 
405 
450 430 
475 
425 
485 
500 
520 
550 485 
575 
656 
605 
615 
640 
660 
685 600 
770 
570 
58S 
635 
705 
725 
855 740 
685 
770 
810 
805 
740 

1025 
895 

1125 930 
925 
940 
960 
970 
980 
nn< 
770 

1300 
1590 
1715 1410 
1570 
1585 
1610 
1610 
1625 
1635 
1660 
2145 
2270 

163 

McVVane-014424 



CX 2358-184

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 

TEE FLANGED WiTH SiDE OUTLET 
4 
6 
8 

10 
i2 
14 
io 
18 
20 
24 

CROSS FLANGED 

3 
4)(3 

4 
6)(3 
6x4 

(, 

8x3 
8x4 
8x6 

8 
10x4 
10)(6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14x12 
14 

16x6 
16x8 

16xl0 
16x12 

16 
18x12 

18 
20x12 
20x16 

20 
24x6 

24;::12 
24x14 
24;::16 
24x20 

24 
30x24 

30 

296188 
343264 
296195 
296201 
296218 
287940 
343271 
296225 
296232 
296249 
343288 
296256 
343295 
296263 
296270 
343301 
296287 
296294 
296300 
343318 
296317 
296324 
347088 
343325 
343028 
343035 
343332 
287568 
343042 
344964 
343059 
343066 
343073 

343080 
343097 
343103 
343110 
343127 
343134 
343141 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

5 

N 
s 
N 

5 
s 
N 

N 
toJ 
N 

5 

5 

N 
toJ 
N 
toJ 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
t-J 
N 
~J 

N 
t-J 

UPCode 670610 
Non-Domestic 

046844 
046868 
046851 
046882 
046899 
046875 

046912 
046929 
046905 
046769 
046776 
046783 
046752 
046813 
046820 
046837 
046306 
046790 
043336 
048343 
043329 
048312 
043331 
048398 
048367 
048374 
048350 
048411 
048404 
048435 
048442 
048428 

048473 
048480 
048497 
048503 
048459 
046134 
046127 

Ship 
Code 

s 
s 
5 
s 
5 
s 

s 
5 
s 
5 

5 
s 
5 
s 
5 
s 
5 
s 
5 
s 
s 
s 
S 
5 
5 
5 
5 
5 
S 
5 
5 

s 
s 
s 
s 
s 
N 
N 

Less 
Accessories 

CALL 
574.00 
590.00 

C.ALL 
CALL 
C.ALL 
CALL 
CALL 
CALL 
CALL 

238.00 
315.00 
392.00 
404.00 
468.00 
603.00 
595.00 
659.00 
701.00 
904.00 
935.00 

1020.00 
1126.00 
1403.00 
1318.00 
1360.00 
1471.00 
1764.00 
1949.00 
1800.00 
1913.00 
2273.00 
2385.00 
2205.00 
2340.00 
2498.00 
2723.00 
2993.00 
3050.00 
3975.00 
3675.00 
4575.00 
5075.00 
6195.00 
5040.00 
5119.00 
5303.00 
7508.00 
8243.00 

12348.00 
13750.00 

Domesiic 
Weight 

82 
135 
iiS 
330 
470 
650 
850 

1040 
i330 
3080 

51 
76 
80 
95 

112 
125 
140 
155 
165 
203 
220 
242 
265 
333 
310 
326 
351 
415 
460 
450 
475 
555 
712 
565 
713 
748 
818 
806 
706 
915 
820 

1065 
1175 
1180 
1100 
1125 
1160 
1695 
1850 
2695 
2980 

184 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

LP-5091 
Non-Domesiic 

Weight 

50 
70 
80 
95 

110 
120 

155 
165 
195 
220 
240 
265 
330 
310 
320 
345 
415 
460 
400 
425 
505 
530 
490 
520 
555 
605 
665 
610 
795 
735 
915 

1015 

960 
975 

1010 
1430 
1570 
2245 
2500 

05/01/09 

Confidential McVVane-014425 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 

TEE FLANGED WiTH SiDE OUTLET 
4 
6 
8 

10 
i2 
14 
io 
18 
20 
24 

CROSS FLANGED 

3 
4)(3 

4 
6)(3 
6x4 

(, 

8x3 
8x4 
8x6 

8 
10x4 
10)(6 
10x8 

10 
12x4 
12x6 
12x8 

12xl0 
12 

14x6 
14x8 

14x12 
14 

16x6 
16x8 

16xl0 
16x12 

16 
18x12 

18 
20x12 
20x16 

20 
24x6 

24;::12 
24x14 
24;::16 
24x20 

24 
30x24 

30 

296188 
343264 
296195 
296201 
296218 
287940 
343271 
296225 
296232 
296249 
343288 
296256 
343295 
296263 
296270 
343301 
296287 
296294 
296300 
343318 
296317 
296324 
347088 
343325 
343028 
343035 
343332 
287568 
343042 
344964 
343059 
343066 
343073 

343080 
343097 
343103 
343110 
343127 
343134 
343141 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

5 

N 
s 
N 

5 
s 
N 

N 
toJ 
N 

5 

5 

N 
toJ 
N 
toJ 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
t-J 
N 
~J 

N 
t-J 

UPCode 670610 
Non-Domestic 

046844 
046868 
046851 
046882 
046899 
046875 

046912 
046929 
046905 
046769 
046776 
046783 
046752 
046813 
046820 
046837 
046306 
046790 
043336 
048343 
043329 
048312 
043331 
048398 
048367 
048374 
048350 
048411 
048404 
048435 
048442 
048428 

048473 
048480 
048497 
048503 
048459 
046134 
046127 

Ship 
Code 

s 
s 
5 
s 
5 
s 

s 
5 
s 
5 

5 
s 
5 
s 
5 
s 
5 
s 
5 
s 
s 
s 
S 
5 
5 
5 
5 
5 
S 
5 
5 

s 
s 
s 
s 
s 
N 
N 

Less 
Accessories 

CALL 
574.00 
590.00 

C.ALL 
CALL 
C.ALL 
CALL 
CALL 
CALL 
CALL 

238.00 
315.00 
392.00 
404.00 
468.00 
603.00 
595.00 
659.00 
701.00 
904.00 
935.00 

1020.00 
1126.00 
1403.00 
1318.00 
1360.00 
1471.00 
1764.00 
1949.00 
1800.00 
1913.00 
2273.00 
2385.00 
2205.00 
2340.00 
2498.00 
2723.00 
2993.00 
3050.00 
3975.00 
3675.00 
4575.00 
5075.00 
6195.00 
5040.00 
5119.00 
5303.00 
7508.00 
8243.00 

12348.00 
13750.00 

Domesiic 
Weight 

82 
135 
iiS 
330 
470 
650 
850 

1040 
i330 
3080 

51 
76 
80 
95 

112 
125 
140 
155 
165 
203 
220 
242 
265 
333 
310 
326 
351 
415 
460 
450 
475 
555 
712 
565 
713 
748 
818 
806 
706 
915 
820 

1065 
1175 
1180 
1100 
1125 
1160 
1695 
1850 
2695 
2980 

184 11910 CR 492 • TYLER. TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248·9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226·7601 • FAX ORDERS TO (800) 226·0806 

LP-5091 
Non-Domesiic 

Weight 

50 
70 
80 
95 

110 
120 

155 
165 
195 
220 
240 
265 
330 
310 
320 
345 
415 
460 
400 
425 
505 
530 
490 
520 
555 
605 
665 
610 
795 
735 
915 

1015 

960 
975 

1010 
1430 
1570 
2245 
2500 

05/01/09 

Confidential McVVane-014425 



CX 2358-185

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

ECCENiRiC REDUCER FLANGED 
4x2 
4:-::3 
6x3 
6:-:4 
ox5 
ax4 
6x5 
8x6 

10x4 
10x6 
10xS 
12xA 
i2xo 
12x8 

i2xiO 
14x6 
14xS 

14x12 
16x6 
16x8 

loxlO 
16x12 
16x14 
18x8 

ISxlO 
Hlx12 
18x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
42x24 
42x30 
42x36 
48x30 
48x36 
48x42 

05/01/09 

296607 
296614 
296621 

296638 

287834 

296645 
296652 

296669 
296676 
296683 

296690 
296706 
296713 
296720 
296737 
344261 
296744 
296751 
296768 
344278 
344285 
296775 
344292 
344438 
344469 
296782 
296799 
296805 
344476 
344483 

N 
N 
N 
S 
N 
S 
N 
S 
N 
S 
S 
N 
N 
S 
5 
N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

047230 
047247 
047254 

047261 

047278 

047186 
047193 

047216 
047223 
04720; 

048862 
048879 
048831 
048848 
048855 
048923 
048886 
048893 
048909 
048916 
048930 
048947 
048954 
048961 
048978 
048985 
048992 
049005 
049012 
049029 

s 
s 
s 

s 

s 

s 
s 

5 
5 
5 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
S 
N 
N 
N 
N 
N 
N 

117.00 
135.00 
iiO.OO 
191.00 

CALL 
310.00 

CALL 
319.00 
412.00 
395.00 
451.00 
53100 
55S.00 
616,00 
723.00 

CALL 
CALL 
CALL 

855.00 
945.00 

1058.00 
1193.00 
1260.00 
1200.00 
1325.00 
1475.00 
1550.00 
1700.00 
1550.00 
1725.00 
1765.00 
1950.00 
2050.00 
2760.00 
2818.00 
3019.00 
3163.00 
3393.00 

10920.00 
12360.00 
14070.00 
15690.00 
17640.00 
19920.00 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

26 
30 
45 
52 
50 
66 
7i 
80 
97 
98 

123 
125 
iS5 
149 
i70 
180 
200 
250 
245 
230 
255 
332 
377 
310 
305 
325 
335 
335 
350 
370 
402 
449 
455 
601 
570 
614 
638 
637 

30 
40 
45 

73 

75 

93 
106 

iSO 
145 
i70 

190 
210 
235 
265 
280 
240 
265 
295 
310 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

1810 
2060 
2345 
2615 
2940 
3320 

165 

McVVane-014426 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less 
Accessories 

Domesiic 
Weight 

t...Jon-Domesiic 

Weight 

ECCENiRiC REDUCER FLANGED 
4x2 
4:-::3 
6x3 
6:-:4 
ox5 
ax4 
6x5 
8x6 

10x4 
10x6 
10xS 
12xA 
i2xo 
12x8 

i2xiO 
14x6 
14xS 

14x12 
16x6 
16x8 

loxlO 
16x12 
16x14 
18x8 

ISxlO 
Hlx12 
18x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
42x24 
42x30 
42x36 
48x30 
48x36 
48x42 

05/01/09 

296607 
296614 
296621 

296638 

287834 

296645 
296652 

296669 
296676 
296683 

296690 
296706 
296713 
296720 
296737 
344261 
296744 
296751 
296768 
344278 
344285 
296775 
344292 
344438 
344469 
296782 
296799 
296805 
344476 
344483 

N 
N 
N 
S 
N 
S 
N 
S 
N 
S 
S 
N 
N 
S 
5 
N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

N 

047230 
047247 
047254 

047261 

047278 

047186 
047193 

047216 
047223 
04720; 

048862 
048879 
048831 
048848 
048855 
048923 
048886 
048893 
048909 
048916 
048930 
048947 
048954 
048961 
048978 
048985 
048992 
049005 
049012 
049029 

s 
s 
s 

s 

s 

s 
s 

5 
5 
5 

s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
s 
S 
N 
N 
N 
N 
N 
N 

117.00 
135.00 
iiO.OO 
191.00 

CALL 
310.00 

CALL 
319.00 
412.00 
395.00 
451.00 
53100 
55S.00 
616,00 
723.00 

CALL 
CALL 
CALL 

855.00 
945.00 

1058.00 
1193.00 
1260.00 
1200.00 
1325.00 
1475.00 
1550.00 
1700.00 
1550.00 
1725.00 
1765.00 
1950.00 
2050.00 
2760.00 
2818.00 
3019.00 
3163.00 
3393.00 

10920.00 
12360.00 
14070.00 
15690.00 
17640.00 
19920.00 

11910 CR 492 • TYLER. TEXAS 75706' 1800)527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

26 
30 
45 
52 
50 
66 
7i 
80 
97 
98 

123 
125 
iS5 
149 
i70 
180 
200 
250 
245 
230 
255 
332 
377 
310 
305 
325 
335 
335 
350 
370 
402 
449 
455 
601 
570 
614 
638 
637 

30 
40 
45 

73 

75 

93 
106 

iSO 
145 
i70 

190 
210 
235 
265 
280 
240 
265 
295 
310 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

1810 
2060 
2345 
2615 
2940 
3320 

165 

McVVane-014426 



CX 2358-186

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 
UPCode 670610 

Non-Domestic 
Ship 
Code 

Less 
Accessories 

Domesiic 
Weight 

CONCENTRiC REDUCER FLANGED 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6x5 
8x3 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12:~10 

14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 
18xl0 
18x12 
18x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x24 
42x24 
42x30 
42x36 
48x30 
4Bx36 
48x42 

186 

296348 
296355 
287995 
296362 
296379 
296386 
296393 
296409 
287926 
296416 
287643 
296423 
296430 
296447 
344254 
296454 
296461 
296478 
344247 
344230 
296485 
296492 
344223 
296508 
344216 
296515 
345084 
344209 
296522 
344193 
296539 
316756 
296546 
344186 
296553 
344179 
344445 
296560 
296577 
287551 
296584 
296591 
345060 
344452 
344308 
344315 

N 
N 
5 
N 
5 
5 
5 
N 
5 
5 
5 
5 
5 
5 
5 
S 
5 
S 
t-.J 
N 
t-.J 
N 
t-.J 
N 
t-.J 
N 

!II 

!II 

!II 

!II 

!II 
N 
!II 
N 
!II 
N 
!II 
N 
!II 

047063 
047070 
047100 
047117 
047124 
047131 
047148 

047155 
047162 
047179 
046998 
047001 
047018 
047032 
047049 
047056 
047025 
048596 
048602 
048572 
048589 
048640 
048657 
048619 
048626 
048633 
048718 
048671 
048688 
048695 
048701 
048725 
048732 
048749 
048756 
048763 
048770 
048794 
048800 
048817 
048824 

046141 
046158 
046165 

5 
5 
5 
5 
5 
5 
5 

5 
5 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
5 
s 
S 
5 
S 
5 

!II 
N 
!II 
N 

N 

N 

N 

76.00 
113.00 
139.00 
149.00 
i 70.00 
206.00 
217.00 
258.00 
309.00 
298_00 
337.00 
361.00 
433.00 
540.00 
527.00 
628.00 
703.00 
796.00 
698.00 
788.00 
878.00 
997~00 
855.00 
952~00 

1071.00 
1218~00 

1260.00 
1200~00 

1325.00 
1477~00 

1525.00 
1709~00 

1550.00 
1819.00 
1775.00 
1951.00 
2050.00 
2935.00 
2928.00 
3061.00 
3163.00 
3410.00 
5198.00 
4455.00 
4785.00 
5335.00 
7398.00 

10920.00 
12360.00 
14070.00 
15750.00 
17700.00 
19920.00 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
119 
130 
145 
178 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

LP-5091 
Non-Domesiic 

Weight 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 
170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

810 
870 
970 

1345 
1820 
2060 
2345 
2625 
2950 
3320 

05/01/09 

Confidential McVVane-014427 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings 
UPCode 670610 Ship 

Size Domestic Code 
UPCode 670610 

Non-Domestic 
Ship 
Code 

Less 
Accessories 

Domesiic 
Weight 

CONCENTRiC REDUCER FLANGED 
3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
6x5 
8x3 
8x4 
8x5 
8x6 

10x4 
10x6 
10x8 
12x4 
12x6 
12x8 

12:~10 

14x6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16xl0 
16x12 
16x14 
18x8 
18xl0 
18x12 
18x14 
18x16 
20xl0 
20x12 
20x14 
20x16 
20x18 
24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x24 
42x24 
42x30 
42x36 
48x30 
4Bx36 
48x42 

186 

296348 
296355 
287995 
296362 
296379 
296386 
296393 
296409 
287926 
296416 
287643 
296423 
296430 
296447 
344254 
296454 
296461 
296478 
344247 
344230 
296485 
296492 
344223 
296508 
344216 
296515 
345084 
344209 
296522 
344193 
296539 
316756 
296546 
344186 
296553 
344179 
344445 
296560 
296577 
287551 
296584 
296591 
345060 
344452 
344308 
344315 

N 
N 
5 
N 
5 
5 
5 
N 
5 
5 
5 
5 
5 
5 
5 
S 
5 
S 
t-.J 
N 
t-.J 
N 
t-.J 
N 
t-.J 
N 

!II 

!II 

!II 

!II 

!II 
N 
!II 
N 
!II 
N 
!II 
N 
!II 

047063 
047070 
047100 
047117 
047124 
047131 
047148 

047155 
047162 
047179 
046998 
047001 
047018 
047032 
047049 
047056 
047025 
048596 
048602 
048572 
048589 
048640 
048657 
048619 
048626 
048633 
048718 
048671 
048688 
048695 
048701 
048725 
048732 
048749 
048756 
048763 
048770 
048794 
048800 
048817 
048824 

046141 
046158 
046165 

5 
5 
5 
5 
5 
5 
5 

5 
5 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
S 
5 
s 
5 
s 
S 
5 
S 
5 

!II 
N 
!II 
N 

N 

N 

N 

76.00 
113.00 
139.00 
149.00 
i 70.00 
206.00 
217.00 
258.00 
309.00 
298_00 
337.00 
361.00 
433.00 
540.00 
527.00 
628.00 
703.00 
796.00 
698.00 
788.00 
878.00 
997~00 
855.00 
952~00 

1071.00 
1218~00 

1260.00 
1200~00 

1325.00 
1477~00 

1525.00 
1709~00 

1550.00 
1819.00 
1775.00 
1951.00 
2050.00 
2935.00 
2928.00 
3061.00 
3163.00 
3410.00 
5198.00 
4455.00 
4785.00 
5335.00 
7398.00 

10920.00 
12360.00 
14070.00 
15750.00 
17700.00 
19920.00 

11910 CR 492 • TYLER. TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

16 
25 
30 
36 
40 
45 
56 
61 
65 
78 
76 
98 
94 

110 
119 
130 
145 
178 
165 
185 
205 
294 
245 
230 
255 
285 
377 
265 
290 
320 
350 
405 
418 
465 
430 
445 
470 
608 
565 
610 
645 
756 
945 
970 

1144 
1155 

LP-5091 
Non-Domesiic 

Weight 

16 
25 
30 
35 
40 
45 
51 

65 
70 
75 
85 
90 

110 
124 
130 
145 
170 
155 
175 
190 
220 
190 
210 
235 
265 
280 
240 
265 
295 
305 
340 
310 
345 
355 
390 
410 
480 
490 
525 
550 
590 

810 
870 
970 

1345 
1820 
2060 
2345 
2625 
2950 
3320 

05/01/09 

Confidential McVVane-014427 



CX 2358-187

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Size Domestic Code 
UFCooe 670610 

Non-Domestic 

STANDARD FLANGE THREADED FOR STEEL PiPE 

2 
2.5 

3 
4 
6 
!I 

iO 
12 

i294i7 
129424 
i2943i 
129448 
i29455 
129462 
i29479 
129486 

N 
N 
S 
S 
S 
S 
S 
S 

FLANGE THREADED FOR DUCTILE IRON PIPE 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 

129509 
129516 
129523 
129530 
129547 
129554 
129561 
129578 
129585 
129592 
129608 
129615 

s 
s 
s 
s 
s 
s 

N 
t'-J 
N 
N 
N 

STANDARD BLIND FLANGES 

3 
4 
6 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

129943 s 
129950 
129967 s 
129974 
129981 s 
129993 
130000 N 
130017 
130024 N 
130031 
130048 N 
130055 

062653 
062677 
062684 
062691 
062585 
062592 
062608 
062615 
062622 
062639 
062646 
062660 

062547 
062554 
062561 
062578 
062479 
062486 
062493 
062509 
062516 
062523 
062530 
045786 
045779 
045762 
045755 

Ship 
Code 

N 

N 

N 

N 
N 
N 
N 
N 

s 

s 
s 
5 

N 

N 

N 

N 
N 
N 

less 
Accessories 

39.00 
52.00 
33.00 
54.00 
72.00 

119.00 
i49.00 
259.00 

29.00 
59.00 
60.00 

145.00 
148.00 
221.00 
324.00 
405.00 
525.00 
575.00 
840.00 

1403.00 

43.00 
68.00 

119.00 
191.00 
242.00 
310.00 
495.00 
743.00 
835.00 

1070.00 
1591.00 
3190.00 
4345.00 
7050.00 
9510.00 

Domesiic 
Weight 

6 
!I 
7 

12 
i7 
28 
35 
61 

6 
11 
14 
35 
33 
52 
72 
86 

105 
115 
160 
255 

9 
13 
22 
38 
55 
73 

110 
165 
167 
214 
303 
58C 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

t...Jon-Domesiic 

Weight 

6 
13 
14 
34 
33 
52 
72 
90 

105 
115 
160 
255 

9 
15 
28 
45 
55 
73 

110 
165 
167 
214 
303 
580 
790 

1175 
1585 

167 

Confidential McVVane-014428 

PUBLIC

LP-5091 Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Size Domestic Code 
UFCooe 670610 

Non-Domestic 

STANDARD FLANGE THREADED FOR STEEL PiPE 

2 
2.5 

3 
4 
6 
!I 

iO 
12 

i294i7 
129424 
i2943i 
129448 
i29455 
129462 
i29479 
129486 

N 
N 
S 
S 
S 
S 
S 
S 

FLANGE THREADED FOR DUCTILE IRON PIPE 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 

129509 
129516 
129523 
129530 
129547 
129554 
129561 
129578 
129585 
129592 
129608 
129615 

s 
s 
s 
s 
s 
s 

N 
t'-J 
N 
N 
N 

STANDARD BLIND FLANGES 

3 
4 
6 

10 
12 
14 
16 
18 
20 
24 
30 
36 
42 
48 

129943 s 
129950 
129967 s 
129974 
129981 s 
129993 
130000 N 
130017 
130024 N 
130031 
130048 N 
130055 

062653 
062677 
062684 
062691 
062585 
062592 
062608 
062615 
062622 
062639 
062646 
062660 

062547 
062554 
062561 
062578 
062479 
062486 
062493 
062509 
062516 
062523 
062530 
045786 
045779 
045762 
045755 

Ship 
Code 

N 

N 

N 

N 
N 
N 
N 
N 

s 

s 
s 
5 

N 

N 

N 

N 
N 
N 

less 
Accessories 

39.00 
52.00 
33.00 
54.00 
72.00 

119.00 
i49.00 
259.00 

29.00 
59.00 
60.00 

145.00 
148.00 
221.00 
324.00 
405.00 
525.00 
575.00 
840.00 

1403.00 

43.00 
68.00 

119.00 
191.00 
242.00 
310.00 
495.00 
743.00 
835.00 

1070.00 
1591.00 
3190.00 
4345.00 
7050.00 
9510.00 

Domesiic 
Weight 

6 
!I 
7 

12 
i7 
28 
35 
61 

6 
11 
14 
35 
33 
52 
72 
86 

105 
115 
160 
255 

9 
13 
22 
38 
55 
73 

110 
165 
167 
214 
303 
58C 

05/01/09 11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

t...Jon-Domesiic 

Weight 

6 
13 
14 
34 
33 
52 
72 
90 

105 
115 
160 
255 

9 
15 
28 
45 
55 
73 

110 
165 
167 
214 
303 
580 
790 

1175 
1585 

167 

Confidential McVVane-014428 



CX 2358-188

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings LP-5091 
UPCode 670610 Ship UPCods 670610 

Non-Domestic 
Ship 
Code 

Lsss Domesiic Non-Domesiic 
Weight Size Domestic Code Accessories 

BLiND FLANGE TAPPED {2-inch Oniy} SEE NOTE 
3 130123 N 053194 N 83.00 
4 130185 N 053637 N 108.00 
6 130246 N 062417 N 159.00 
8 130314 N 062448 N 231.00 

10 130352N N 028703 N 282.00 
12 130413 N 028727 N 350.00 
14 130451 N 030911 N 535.00 
16 130468 N 049678 N 783.00 
18 130482 N 052517 N 875.00 
20 301585 N 052739 N 1110.00 
24 130505 N 053149 N 1671.00 
30 130543 N 053217 N 3290.00 
36 N 4445.00 
42 N 7250.00 
48 N 9710.00 

FLANGExFLARE PIECE 
3 297383 t...J 046950 5 95.00 
4 297390 S 046967 S 135.00 
6 297406 5 046974 5 170.00 
8 287636 N 046981 S 298.00 

10 297413 t...J 046936 5 404.00 
12 297420 N 046943 S 655.00 
14 297437 t...J 048510 5 743.00 
16 316602 N 048527 S 1080.00 
18 344421 t...J 048541 5 1270.00 
20 297444 N 048558 S 1775.00 
24 297451 t...J 048565 5 2760.00 
30 N CALL 

COMPANION FLANGE REDUCER FOR STEEL 
4x3 N 77.00 
6x4 N 89.00 
8x4 N 157.00 
Bx6 N 172.00 

10x6 N 255.00 
10x8 N 263.00 
12x6 N 383.00 

12x10 N 306.00 

COMPANION FLANGE REDUCER FOR STEEL 
4x3 N 68.00 
6x4 N 106.00 
8x4 N 170.00 
8x6 N 189.00 

10x8 !'-~ 213.00 
12x8 N 361.00 

186 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight 

8 
13 
22 
38 
55 
73 

no 
165 
167 
214 
303 
580 
790 

1175 
1585 

20 
44 
44 
75 

108 
154 
190 
294 
355 
465 
635 
760 

17 
21 
37 
31 
60 
50 
90 
72 

15 
25 
40 
36 
50 
85 

11 
15 
28 
45 
55 
87 

no 
165 
192 
214 
303 
580 

20 
30 
40 
70 
95 

155 
165 
240 
275 
355 
480 

05/01/09 

McVVane-014429 

PUBLIC

Tyler Union Ductile Iron Cll 0 Flanged Fittings/Bare Castings LP-5091 
UPCode 670610 Ship UPCods 670610 

Non-Domestic 
Ship 
Code 

Lsss Domesiic Non-Domesiic 
Weight Size Domestic Code Accessories 

BLiND FLANGE TAPPED {2-inch Oniy} SEE NOTE 
3 130123 N 053194 N 83.00 
4 130185 N 053637 N 108.00 
6 130246 N 062417 N 159.00 
8 130314 N 062448 N 231.00 

10 130352N N 028703 N 282.00 
12 130413 N 028727 N 350.00 
14 130451 N 030911 N 535.00 
16 130468 N 049678 N 783.00 
18 130482 N 052517 N 875.00 
20 301585 N 052739 N 1110.00 
24 130505 N 053149 N 1671.00 
30 130543 N 053217 N 3290.00 
36 N 4445.00 
42 N 7250.00 
48 N 9710.00 

FLANGExFLARE PIECE 
3 297383 t...J 046950 5 95.00 
4 297390 S 046967 S 135.00 
6 297406 5 046974 5 170.00 
8 287636 N 046981 S 298.00 

10 297413 t...J 046936 5 404.00 
12 297420 N 046943 S 655.00 
14 297437 t...J 048510 5 743.00 
16 316602 N 048527 S 1080.00 
18 344421 t...J 048541 5 1270.00 
20 297444 N 048558 S 1775.00 
24 297451 t...J 048565 5 2760.00 
30 N CALL 

COMPANION FLANGE REDUCER FOR STEEL 
4x3 N 77.00 
6x4 N 89.00 
8x4 N 157.00 
Bx6 N 172.00 

10x6 N 255.00 
10x8 N 263.00 
12x6 N 383.00 

12x10 N 306.00 

COMPANION FLANGE REDUCER FOR STEEL 
4x3 N 68.00 
6x4 N 106.00 
8x4 N 170.00 
8x6 N 189.00 

10x8 !'-~ 213.00 
12x8 N 361.00 

186 11910 CR 492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

Weight 

8 
13 
22 
38 
55 
73 

no 
165 
167 
214 
303 
580 
790 

1175 
1585 

20 
44 
44 
75 

108 
154 
190 
294 
355 
465 
635 
760 

17 
21 
37 
31 
60 
50 
90 
72 

15 
25 
40 
36 
50 
85 

11 
15 
28 
45 
55 
87 

no 
165 
192 
214 
303 
580 

20 
30 
40 
70 
95 

155 
165 
240 
275 
355 
480 

05/01/09 

McVVane-014429 



CX 2358-189

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less Domesiic t...Jon-Domesiic 

Accessories Weight Weight 

FLANGE SLUDGE SHOE 

3 
4 
6 
8 

iO 
12 

05/01/09 

344322 N 047292 5 119.00 
344339 N 047308 S 158.00 
344346 N 0473i5 5 i 9i .00 
297468 N 047322 S 276.00 
344353 N 047285 5 36 i .00 
3-1-1360 N 5 510.00 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

28 25 
35 35 
45 45 
65 65 
88 85 

120 120 

169 

McVVane-014430 

PUBLIC

LP-5091 

Size 

Tyler Union Ductile Iron ell 0 Flanged Fittings/Bare Castings 
UFCooe 670610 Ship 

Domestic Code 
UFCooe 670610 

Non-Domestic 

Ship 
Code 

less Domesiic t...Jon-Domesiic 

Accessories Weight Weight 

FLANGE SLUDGE SHOE 

3 
4 
6 
8 

iO 
12 

05/01/09 

344322 N 047292 5 119.00 
344339 N 047308 S 158.00 
344346 N 0473i5 5 i 9i .00 
297468 N 047322 S 276.00 
344353 N 047285 5 36 i .00 
3-1-1360 N 5 510.00 

11910 CR 492 • TYLER, TEXAS 75706' 1800)527-8478 • FAX ORDERS TO (800) 246-9537 
BOX 309' ANNISTON.- ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

28 25 
35 35 
45 45 
65 65 
88 85 

120 120 

169 

McVVane-014430 



CX 2358-190

190 

NOTE & ADD!T!ONS 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14431 

PUBLIC

190 

NOTE & ADD!T!ONS 

11910 CR 492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

Confidential 

05/01/09 

McVVane-O 14431 



CX 2358-191

!..P-5091 Tyler Union e153 MJ Fittings/Double Cement Lined 
UPCcdo 
670610 

Ship 
Cede Size 

With 
DCL 

With A{;{C~, 
8.. DCL Weight 

90° (i /4j ilAj BEND 
337270 
337287 
337294 
337300 
337317 
337324 
337331 
337348 
337355 
337362 
337379 
1 :20:21 6 

N 
5 
5 
S 
N 

N 
N 
N 
N 

N 
N 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 

105.00 i59.00 i8 
108.00 172.00 25 
170.00 25.4.00 45 
251.00 347.00 63 
38700 51500 81 
514.00 658.00 114 
909.00 1125.00 231 

1148.00 1410.00 273 
1570.00 1948.00 411 
1905.00 2341.00 519 
3014.00 3594.00 683 
51 i 5.00 6639.00 i i 39 
7975.00 9873.00 1450 

45° (1 jR) MJ BEND 
337591 
337607 
337614 
337621 
337638 
337645 
337652 
337669 
337676 
337683 
337690 
120247 

337829 
337836 
337843 
337850 
337867 
337874 
337881 
337898 
337'904 
337911 
120278 

N 

S 
N 
s 
5 
!'-1 
N 
N 

N 
N 

111 
N 

S 
N 
N 
N 

N 
N 
N 
N 

3 
4 
6 
8 

10 
12 
H 
i6 
18 
20 
24 
30 
36 

4 
6 
a 

10 
12 
14 
16 
18 
:20 
24 
3D 
36 

90.00 144.00 17 
90.00 154.00 22 

140.00 224.00 36 
200,00 296.00 55 
289.00 417.00 74 
425.00 569.00 101 
707.00 923.00 153 
88:2.00 i i 44.00 203 

1165.00 1543.00 292 
1375.00 1811.00 352 
i 995.00 2575.00 463 
4290.00 5814.00 780 
6243.00 8141.00 1135 

57.00 111.00 
86.00 150.00 

12800 21200 
196.00 292.00 
281.00 409.00 
370.00 514.00 

16 
20 
31 
46 
66 
80 

716.00 932.00 136 
846.00 11 08.00 172 

1155.00 1533.00 286 
1460.00 i 896.00 
1922.00 2502.00 
3658.00 5182.00 
5280.00 7178.00 

376 
512 
610 
960 

NOTE: All items shown in C153 Standard Cement 

Lined are available in double cement lined at 

the scme price. Contact your CSR 

S = From Siock io 2 weeb 

N = Non-Stock: Check for availability. 

All weighis exclude accessories. 

UPCcdo 
670610 

Ship 
Cede Size 

i i %0 (i/3:2) Mj BEND 

338031 N 
338048 N 
338055 S 
33806:2 I'll 
338079 N 
338086 N 
338093 N 
338109 N 
338116 t"-l 
338123 
338130 

N 

N 
N 

337386 N 
337393 N 
337409 N 
337416 N 
337423 ~...J 

337430 N 
337-1-17 t'-l 
337454 N 

N 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

3 
4 
6 
8 

12 
1-1 
16 
20 
24 
30 

45° (j/8) NUxPE BEND 
337706 
337713 

N 
N 

337720 t'~ 

337737 I'll 
337744 N 
337751 N 
337768 N 
337775 N 

" N 

3 
4 
6 
8 

10 
12 
14 
16 
20 
24 
30 

With With ,A.CCOSS 

DCL 8.. DCL Weight 

57.00 11 1.00 
77.00 141.00 

132.00 216.00 
179.00 275.00 
25500 383,00 
327.00 471.00 
734.00 950.00 

15 
19 
29 
43 
59 
77 
93 

846_00 11 08_00 148 
1270.00 1648.00 283 
1285.00 1721.00 374 
1769.00 2349.00 457 
3300.00 4824.00 567 
451000 6408.00 8?0 

86.00 113.00 17 
108.00 140.00 25 
170.00 212.00 42 
242.00 290.00 57 
374.00 438.00 91 
485.00 557.00 114 
887.00 995.00 219 

1359.00 1490.00 254 
2630.00 2848.00 526 
3019.00 3309.00 710 
4758.00 55:20.00 865 

71.00 98.00 
90.00 122.00 

17 
21 

145.00 187.00 34 
204.00 25:2.00 53 
29800 362.00 71 
417.00 439.00 102 
657.00 765.00 146 
828.00 959.00 192 

i 760.00 i 978.00 352 
2048.00 2338.00 440 
3933.00 4695.00 715 

22'12" (1/16) MJxPE BEND 
337928 
337935 
337942 
337959 
337966 
337973 
337980 

N 
N 
N 
N 
N 
N 
N 

337997 N 
N 
N 

3 
4 
6 
8 

10 
12 
14 
16 
:20 
24 
30 

62.00 
81.00 

132.00 
204.00 
268.00 
349.00 
684.00 

89.00 
113.00 
174.00 
252.00 
332.00 
421.00 
792.00 

1148.00 1279.00 

19 
19 
29 
46 
64 
78 

133 
181 

i 765.00 i 983.00 353 
2074.00 2364.00 345 
3355.00 4117.00 610 

05/01/09 11910 CR492 • TYLER, TEXAS 75706' (800) 527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

191 

Confidential McVVane-O 14432 

PUBLIC

!..P-5091 Tyler Union e153 MJ Fittings/Double Cement Lined 
UPCcdo 
670610 

Ship 
Cede Size 

With 
DCL 

With A{;{C~, 
8.. DCL Weight 

90° (i /4j ilAj BEND 
337270 
337287 
337294 
337300 
337317 
337324 
337331 
337348 
337355 
337362 
337379 
1 :20:21 6 

N 
5 
5 
S 
N 

N 
N 
N 
N 

N 
N 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 
30 
36 

105.00 i59.00 i8 
108.00 172.00 25 
170.00 25.4.00 45 
251.00 347.00 63 
38700 51500 81 
514.00 658.00 114 
909.00 1125.00 231 

1148.00 1410.00 273 
1570.00 1948.00 411 
1905.00 2341.00 519 
3014.00 3594.00 683 
51 i 5.00 6639.00 i i 39 
7975.00 9873.00 1450 

45° (1 jR) MJ BEND 
337591 
337607 
337614 
337621 
337638 
337645 
337652 
337669 
337676 
337683 
337690 
120247 

337829 
337836 
337843 
337850 
337867 
337874 
337881 
337898 
337'904 
337911 
120278 

N 

S 
N 
s 
5 
!'-1 
N 
N 

N 
N 

111 
N 

S 
N 
N 
N 

N 
N 
N 
N 

3 
4 
6 
8 

10 
12 
H 
i6 
18 
20 
24 
30 
36 

4 
6 
a 

10 
12 
14 
16 
18 
:20 
24 
3D 
36 

90.00 144.00 17 
90.00 154.00 22 

140.00 224.00 36 
200,00 296.00 55 
289.00 417.00 74 
425.00 569.00 101 
707.00 923.00 153 
88:2.00 i i 44.00 203 

1165.00 1543.00 292 
1375.00 1811.00 352 
i 995.00 2575.00 463 
4290.00 5814.00 780 
6243.00 8141.00 1135 

57.00 111.00 
86.00 150.00 

12800 21200 
196.00 292.00 
281.00 409.00 
370.00 514.00 

16 
20 
31 
46 
66 
80 

716.00 932.00 136 
846.00 11 08.00 172 

1155.00 1533.00 286 
1460.00 i 896.00 
1922.00 2502.00 
3658.00 5182.00 
5280.00 7178.00 

376 
512 
610 
960 

NOTE: All items shown in C153 Standard Cement 

Lined are available in double cement lined at 

the scme price. Contact your CSR 

S = From Siock io 2 weeb 

N = Non-Stock: Check for availability. 

All weighis exclude accessories. 

UPCcdo 
670610 

Ship 
Cede Size 

i i %0 (i/3:2) Mj BEND 

338031 N 
338048 N 
338055 S 
33806:2 I'll 
338079 N 
338086 N 
338093 N 
338109 N 
338116 t"-l 
338123 
338130 

N 

N 
N 

337386 N 
337393 N 
337409 N 
337416 N 
337423 ~...J 

337430 N 
337-1-17 t'-l 
337454 N 

N 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

3 
4 
6 
8 

12 
1-1 
16 
20 
24 
30 

45° (j/8) NUxPE BEND 
337706 
337713 

N 
N 

337720 t'~ 

337737 I'll 
337744 N 
337751 N 
337768 N 
337775 N 

" N 

3 
4 
6 
8 

10 
12 
14 
16 
20 
24 
30 

With With ,A.CCOSS 

DCL 8.. DCL Weight 

57.00 11 1.00 
77.00 141.00 

132.00 216.00 
179.00 275.00 
25500 383,00 
327.00 471.00 
734.00 950.00 

15 
19 
29 
43 
59 
77 
93 

846_00 11 08_00 148 
1270.00 1648.00 283 
1285.00 1721.00 374 
1769.00 2349.00 457 
3300.00 4824.00 567 
451000 6408.00 8?0 

86.00 113.00 17 
108.00 140.00 25 
170.00 212.00 42 
242.00 290.00 57 
374.00 438.00 91 
485.00 557.00 114 
887.00 995.00 219 

1359.00 1490.00 254 
2630.00 2848.00 526 
3019.00 3309.00 710 
4758.00 55:20.00 865 

71.00 98.00 
90.00 122.00 

17 
21 

145.00 187.00 34 
204.00 25:2.00 53 
29800 362.00 71 
417.00 439.00 102 
657.00 765.00 146 
828.00 959.00 192 

i 760.00 i 978.00 352 
2048.00 2338.00 440 
3933.00 4695.00 715 

22'12" (1/16) MJxPE BEND 
337928 
337935 
337942 
337959 
337966 
337973 
337980 

N 
N 
N 
N 
N 
N 
N 

337997 N 
N 
N 

3 
4 
6 
8 

10 
12 
14 
16 
:20 
24 
30 

62.00 
81.00 

132.00 
204.00 
268.00 
349.00 
684.00 

89.00 
113.00 
174.00 
252.00 
332.00 
421.00 
792.00 

1148.00 1279.00 

19 
19 
29 
46 
64 
78 

133 
181 

i 765.00 i 983.00 353 
2074.00 2364.00 345 
3355.00 4117.00 610 

05/01/09 11910 CR492 • TYLER, TEXAS 75706' (800) 527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

191 

Confidential McVVane-O 14432 



CX 2358-192

Tyler Union C153 MJ Fittings/Double Cement Lined !.P-5091 
Uf'Code 
670610 

Shif' 
Code 

338i47 N 
338154 N 
338161 t'~ 

338178 I'll 
338185 N 
338192 
338208 
338215 

N 
N 
N 

Size 

3 
4 
6 
8 

10 
12 
14 
16 
24 

With Acce55 With 
DCl & DCl Weight 

62.00 89.00 
77.00 109.00 

123.00 165.00 
191.00 239.00 
238,00 302,00 
302.00 374.00 

is 
20 
29 
41 
55 
69 

599.00 707.00 118 
743.00 874.00 136 

2i 00.00 2390.00 475 

90° (i/4j MJxFE BEND .. 
337492 ~~ 3 
337508 N 4 
337515 N 6 
337522 N a 
337539 N 10 
337546 N 12 

95.00 
117.00 
200.00 
349.00 
489.00 
693.00 

122.00 
149.00 
242.00 
397.00 
553.00 
765.00 

21 
28 
45 
64 

113 
141 

337553 N I. 
16 

1238.00 1346.00 217 
337560 N 1508.00 1639.00 278 

45° (1/8) MJxFE BEND. 

028185 

028i 92 

MJWYE 
339403 
339410 
339427 
339434 
339441 

N 

N 
N 

N 
N 

N 
N 
N 

N 

1--4 

N 
N 
N 
N 

4 

8 
10 
12 
14 
16 

4 
6 
8 

10 
12 

4 
6 
8 

10 
12 

113.00 145.00 
238.00 280.00 
302.00 350.00 
438.00 502.00 
642.00 714.00 

1206.00 1314.00 
1440.00 1571.00 

144.00 176.00 
i 74.00 2i 0.00 
272.00 320.00 
391.00 455.00 
561.00 633.00 

126.00 
170.00 
225.00 
374.00 
485.00 

158.00 
212.00 
273.00 
438.00 
557.00 

(Not included in AWWA C153) 

N 3 162.00 243.00 
N 4x3 171.00 262.00 
N 4 225.00 321.00 
N 6x4 221.00 337.00 
N 6 327.00 453.00 

27 
56 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

i9 
30 
41 
75 
88 

36 
39 
45 
61 
82 

339458 N 451.00 579.00 81 
339465 N 
339472 N 

8x6 
8 

374.00 512.00 109 
463.00 607.00 117 

Uf'Code 
670610 

Shif' 
Code Size 

With 
DCl 

"','ith Acce5s 
& DCl Weight 

Mj ¥V-it (Not included in AWWA C1SJ) (Con't) 

339489 
339496 
339502 
339519 
339526 
339533 
339540 
339557 
339564 
062998 
339618 
339025 
339637 
339656 
339670 

N 
N 

N 
N 

N 
N 
1--4 

N 

N 
N 

N 

iOx4 
10x6 
Wx8 

10 
12xA. 
12x6 
12x8 

12xl0 
12 

14x6 
14 

i oxo 
16xR 

16x12 
16 

638.00 798.00 i OS 
672.00 842.00 118 
731.00 907.00 160 
893.00 1085.00 184 
897,00 1073 00 141 
935.00 1121.00 168 

1003.00 1195.00 177 
1177.00 1385.00 212 
1262.00 1478.00 248 
1313.00 1571.00 250 
2142.00 2466.00 
"I34i.OO i 645.00 
1571.00 18R100 
2021.00 2355.00 
2453.00 2846.00 

476 
300 
350 
447 
608 

MjxfE ADApTER i6" Lavina Lenalhi • 
340324 
340331 
340348 
340355 
3-10362 
340379 
340386 
340393 

N 

N 

N 
N 
N 
N 

N 
N 

N 

3 
4 
6 
8 

10 
i2 
14 
16 
20 
24 

"'30 
"36 

76.00 103.00 
99.00 131.00 

136.00 178.00 
208.00 256.00 
298.00 362.00 
42i.00 493.00 
621.00 729.00 
711.00 842.00 

i260.00 i478.00 
1701.00 1991.00 
2547.00 3309.00 
4125.00 5074.00 

" Laying Length - 7" 
H Laying Length - an 

18 
24 
36 
50 
76 
aa 

127 
155 
275 
324 
470 
750 

FExFE AOAPiER (i 2" Laying i..engihj .. 
340416 t'~ 
340423 N 
340430 N 
340447 N 
340454 
340478 

338253 
338260 
338277 
338284 
338291 
338307 
338314 
338321 
338338 
338345 
338352 
338369 
338376 
338383 
338390 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 

4 
6 
8 

10 
12 
10 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
8x4 
8x6 

8 
lOx3 
i Ox4 
10x6 
10x8 

10 

115.00 
i 57.00 
250.00 
345.00 
440.00 
'182.00 

138.00 
135.00 
144.00 
179.00 
221.00 
247.00 
247.00 
255.00 
310.00 
370.00 
319.00 

t-~!A 
N/A 
N/A 
N/A 

23 
33 
50 
69 

t'VA 88 
N/A i 49 

219.00 
226.00 
240.00 
290.00 
337.00 
373.00 
370.00 
383.00 
448.00 
514.00 
474.00 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 

332.00 492.00 82 
383.00 553.00 99 
446.00 622.00 111 
510.00 702.00 128 

• F!anges may be thinner than thicknesses in AWWl·, ell 0 and require shorter belts or use of '.'lashers. 
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Tyler Union C153 MJ Fittings/Double Cement Lined !.P-5091 
Uf'Code 
670610 

Shif' 
Code 

338i47 N 
338154 N 
338161 t'~ 

338178 I'll 
338185 N 
338192 
338208 
338215 

N 
N 
N 

Size 

3 
4 
6 
8 

10 
12 
14 
16 
24 

With Acce55 With 
DCl & DCl Weight 

62.00 89.00 
77.00 109.00 

123.00 165.00 
191.00 239.00 
238,00 302,00 
302.00 374.00 

is 
20 
29 
41 
55 
69 

599.00 707.00 118 
743.00 874.00 136 

2i 00.00 2390.00 475 

90° (i/4j MJxFE BEND .. 
337492 ~~ 3 
337508 N 4 
337515 N 6 
337522 N a 
337539 N 10 
337546 N 12 

95.00 
117.00 
200.00 
349.00 
489.00 
693.00 

122.00 
149.00 
242.00 
397.00 
553.00 
765.00 

21 
28 
45 
64 

113 
141 

337553 N I. 
16 

1238.00 1346.00 217 
337560 N 1508.00 1639.00 278 

45° (1/8) MJxFE BEND. 

028185 

028i 92 

MJWYE 
339403 
339410 
339427 
339434 
339441 

N 

N 
N 

N 
N 

N 
N 
N 

N 

1--4 

N 
N 
N 
N 

4 

8 
10 
12 
14 
16 

4 
6 
8 

10 
12 

4 
6 
8 

10 
12 

113.00 145.00 
238.00 280.00 
302.00 350.00 
438.00 502.00 
642.00 714.00 

1206.00 1314.00 
1440.00 1571.00 

144.00 176.00 
i 74.00 2i 0.00 
272.00 320.00 
391.00 455.00 
561.00 633.00 

126.00 
170.00 
225.00 
374.00 
485.00 

158.00 
212.00 
273.00 
438.00 
557.00 

(Not included in AWWA C153) 

N 3 162.00 243.00 
N 4x3 171.00 262.00 
N 4 225.00 321.00 
N 6x4 221.00 337.00 
N 6 327.00 453.00 

27 
56 
54 
82 

112 
207 
290 

21 
32 
46 
90 
79 

i9 
30 
41 
75 
88 

36 
39 
45 
61 
82 

339458 N 451.00 579.00 81 
339465 N 
339472 N 

8x6 
8 

374.00 512.00 109 
463.00 607.00 117 

Uf'Code 
670610 

Shif' 
Code Size 

With 
DCl 

"','ith Acce5s 
& DCl Weight 

Mj ¥V-it (Not included in AWWA C1SJ) (Con't) 

339489 
339496 
339502 
339519 
339526 
339533 
339540 
339557 
339564 
062998 
339618 
339025 
339637 
339656 
339670 

N 
N 

N 
N 

N 
N 
1--4 

N 

N 
N 

N 

iOx4 
10x6 
Wx8 

10 
12xA. 
12x6 
12x8 

12xl0 
12 

14x6 
14 

i oxo 
16xR 

16x12 
16 

638.00 798.00 i OS 
672.00 842.00 118 
731.00 907.00 160 
893.00 1085.00 184 
897,00 1073 00 141 
935.00 1121.00 168 

1003.00 1195.00 177 
1177.00 1385.00 212 
1262.00 1478.00 248 
1313.00 1571.00 250 
2142.00 2466.00 
"I34i.OO i 645.00 
1571.00 18R100 
2021.00 2355.00 
2453.00 2846.00 

476 
300 
350 
447 
608 

MjxfE ADApTER i6" Lavina Lenalhi • 
340324 
340331 
340348 
340355 
3-10362 
340379 
340386 
340393 

N 

N 

N 
N 
N 
N 

N 
N 

N 

3 
4 
6 
8 

10 
i2 
14 
16 
20 
24 

"'30 
"36 

76.00 103.00 
99.00 131.00 

136.00 178.00 
208.00 256.00 
298.00 362.00 
42i.00 493.00 
621.00 729.00 
711.00 842.00 

i260.00 i478.00 
1701.00 1991.00 
2547.00 3309.00 
4125.00 5074.00 

" Laying Length - 7" 
H Laying Length - an 

18 
24 
36 
50 
76 
aa 

127 
155 
275 
324 
470 
750 

FExFE AOAPiER (i 2" Laying i..engihj .. 
340416 t'~ 
340423 N 
340430 N 
340447 N 
340454 
340478 

338253 
338260 
338277 
338284 
338291 
338307 
338314 
338321 
338338 
338345 
338352 
338369 
338376 
338383 
338390 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 
N 

4 
6 
8 

10 
12 
10 

3 
4x3 

4 
6x3 
6x4 

6 
8x3 
8x4 
8x6 

8 
lOx3 
i Ox4 
10x6 
10x8 

10 

115.00 
i 57.00 
250.00 
345.00 
440.00 
'182.00 

138.00 
135.00 
144.00 
179.00 
221.00 
247.00 
247.00 
255.00 
310.00 
370.00 
319.00 

t-~!A 
N/A 
N/A 
N/A 

23 
33 
50 
69 

t'VA 88 
N/A i 49 

219.00 
226.00 
240.00 
290.00 
337.00 
373.00 
370.00 
383.00 
448.00 
514.00 
474.00 

26 
33 
36 
49 
52 
62 
56 
72 
79 
90 
72 

332.00 492.00 82 
383.00 553.00 99 
446.00 622.00 111 
510.00 702.00 128 

• F!anges may be thinner than thicknesses in AWWl·, ell 0 and require shorter belts or use of '.'lashers. 
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CX 2358-193

!..P-5091 
UPCcdo 
670610 

Ship 
Cede Size 

With 
DCL 

Tyler Union e153 MJ Fittings/Double Cement Lined 
With A{;{C~, 

8.. DCL Weight 
UPCcdo 
670610 

Ship 
Cede Size 

With With ,A.CCOSS 

DCL 8.. DCL Weight 

iN TEE (Con'.; MJxFE TEE. 
338406 N 
338413 N 
338420 N 
338437 N 
336444 N 
338451 N 
338468 I"J 
338475 N 
338482 !\! 
338499 ~~ 

338505 N 
338512 N 
338529 i .. 
338536 N 
338543 !\! 
338550 N 
338567 N 
338574 t'-~ 

338581 N 
338598 N 
338604 N 
338611 N 
338628 N 
338635 N 
338642 N 
338659 i'-~ 

338666 N 
338673 N 
338680 N 
338697 N 
338703 N 
33871 0 N 
338727 N 
338734 !"~ 

3381'41 
338758 
338765 

N 
N 

338772 N 
338789 N 
338796 i-..l 

338802 N 

N 
N 
N 
N 
N 
N 
N 
N 

12x3 
12x4 
12x6 
12x8 

i2xiO 
12 

14;:;:6 

lAxB 
14xl0 
14;.;12 

14 
16x6 
i6xo 

16xlO 
16;;:12 
16xl-4 

16 
18x6 
lax8 

18xlO 
iSxi2 
18x14 
18.:::16 

i8 
20x6 
20x8 

:lOxi j) 
20xl2 
20xi4 
20x16 
20x18 

20 
24x6 
24xS 

24x'iO 
?4xl? 
24x14 
24x16 
24x18 
24x20 

24 
30x6 
3Dx8 

30x12 
30x20 
30x24 

30 
36x24 
36x30 

36 

383.00 554.00 91 
400.00 576.00 103 
485.00 671.00 102 
557.00 749.00 126 
595.00 603.00 i 55 
714.00 930.00 165 
819.00 1077.00 183 
927.00 1191.00 206 

1026.00 1306.00 229 
1103.00 1391.00 245 
1260.00 1584.00 281 
1058.00 1362.00 222 
i i 48.00 i 458.00 245 
1260.00 1586.00 265 
1373.00 1707.00 277 
1553.00 1923.00 317 
1733.00 2126.00 337 
1550.00 1970.00 275 
1675.00 2101.00 280 
1575.00 2017.00 301 
i 990.00 2440.00 3iO 
2075.00 2561.00 415 
2220.00 2729.00 476-
2590.00 3157.00 490 
1740.00 2218.00 335 
1780.00 2264.00 383 
1850.00 2350.00 392 
2205 00 2713,00 432 
2550.00 3094.00 5i 0 
2170.00 2737.00 553 
2925.00 3550.00 577 
2390.00 3044.00 572 
2163.00 2785.00 465 
2226.00 2854.00 475 
2436.00 3080.00 516 
1373 00 3015.00 SA9 
2888.00 3576.00 585 
3050.00 3761.00 625 
3066.00 3835.00 721 
3455.00 4253.00 805 
3728.00 4598.00 844 
3597.00 5163.00 717 
4065.00 5637.00 697 
4565.00 6161.00 848 
5577.00 7319.00 995 
5836.00 7650.00 1114 
7277.00 9563.00 1348 
7953.00 9767.00 1533 
9218.0011878.00 1604 

10918.0013765.00 1949 

338819 N 

338826 N 
338833 ~..J 

338840 N 
338857 N 
336664 N 
338888 N 
338895 N 
338901 N 
338925 N 
338932 ~..J 

338949 N 
338956 N 
3389iO i-.i 
338987 N 
338994 ft.J 
339007 N 
339014 N 
339021 ~~ 

33904!) N 
339052 N 
339069 i-.i 
339076 N 
339083 ft.J 
339090 N 
339106 N 
339113 t-~ 

3391:2:0 N 
339137 N 
339i44 N 
339151 N 
373278 N 
373285 t....J 

M.ixFExMJ iEE 

N 
t--l 
N 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
8x6 

8 
10x4 
10,,6 
10x8 

10 
i2x4 
l2x6 
12x8 

12xlO 
12 

14xo 
14x10 
14:.-12 

14 
l6x6 
16x8 

16xl0 
16x12 
16,,14 

16 
18:x:6 
20x6 
24x6 

24x12 
24x16 

6 
8x6 

8 
Hi 

152.00 206.00 29 
167.00 231.00 34 
180.00 244.00 38 
225.00 309.00 51 
234.00 318.00 53 
266.00 352.00 64 
315.00 411.00 76 
340.00 436.00 81 
417.00 513.00 91 
383.00 511.00 92 
476.00 604.00 99 
514.00 642.00 127 
655.00 783.00 144 
502.00 646.00 i i 8 
510.00 654.00 133 
587.00 731.00 146 
672.00 816.00 161 
842.00 986.00 187 
909.00 1125.00 205 

130!).OO 1 !)21.00 226 
1 .. 118_00 1634_00 238 
1521.00 1737.00 285 
1026.00 1288.00 230 
1242.00 1504.00 243 
1485.00 1747.00 281 
1530.00 1792.00 304 
1607.00 1869.00 357 
2115.00 :2:377.00 357 
129000 1668.00 261 
1800.00 2236.00 341 
2132.00 2712.00 451 
3003.00 3583.00 580 
3780.00 4360.00 744 

242.00 326.00 57 
336.00 426.00 79 
370.00 466.00 87 
565.00 693.00 i 33 

M.ixSWiVEL iEE Wiih Swivei Giand 
339168 
339175 
339182 
339199 
339205 
339212 
339229 
339236 
339243 

N 
N 
N 
N 
N 
N 
N 
N 
N 

339250 1',1 

339267 N 

339274 N 

6 
8x6 

8 
lDx6 
lOxB 
12x6 
l2xB 
14x6 
l6x6 
18A6 
20x6 
24x6 

285.00 
357.00 
446.00 
400.00 
489.00 
497.00 
616.00 

1031.00 
923.00 

369.00 
453.00 
542.00 
528.00 
617.00 
641.00 
760.00 

1247.00 
1185.00 

71 
80 
94 

114 
138 
128 
149 
190 
243 

1390.00 1768.00 330 
1380.00 1816.00 380 
2069.00 2649,00 473 

.F!anges may be thinner than thicknesses in AWWA ell 0 and require shorter bolts or use of washers. 
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!..P-5091 
UPCcdo 
670610 

Ship 
Cede Size 

With 
DCL 

Tyler Union e153 MJ Fittings/Double Cement Lined 
With A{;{C~, 

8.. DCL Weight 
UPCcdo 
670610 

Ship 
Cede Size 

With With ,A.CCOSS 

DCL 8.. DCL Weight 

iN TEE (Con'.; MJxFE TEE. 
338406 N 
338413 N 
338420 N 
338437 N 
336444 N 
338451 N 
338468 I"J 
338475 N 
338482 !\! 
338499 ~~ 

338505 N 
338512 N 
338529 i .. 
338536 N 
338543 !\! 
338550 N 
338567 N 
338574 t'-~ 

338581 N 
338598 N 
338604 N 
338611 N 
338628 N 
338635 N 
338642 N 
338659 i'-~ 

338666 N 
338673 N 
338680 N 
338697 N 
338703 N 
33871 0 N 
338727 N 
338734 !"~ 

3381'41 
338758 
338765 

N 
N 

338772 N 
338789 N 
338796 i-..l 

338802 N 

N 
N 
N 
N 
N 
N 
N 
N 

12x3 
12x4 
12x6 
12x8 

i2xiO 
12 

14;:;:6 

lAxB 
14xl0 
14;.;12 

14 
16x6 
i6xo 

16xlO 
16;;:12 
16xl-4 

16 
18x6 
lax8 

18xlO 
iSxi2 
18x14 
18.:::16 

i8 
20x6 
20x8 

:lOxi j) 
20xl2 
20xi4 
20x16 
20x18 

20 
24x6 
24xS 

24x'iO 
?4xl? 
24x14 
24x16 
24x18 
24x20 

24 
30x6 
3Dx8 

30x12 
30x20 
30x24 

30 
36x24 
36x30 

36 

383.00 554.00 91 
400.00 576.00 103 
485.00 671.00 102 
557.00 749.00 126 
595.00 603.00 i 55 
714.00 930.00 165 
819.00 1077.00 183 
927.00 1191.00 206 

1026.00 1306.00 229 
1103.00 1391.00 245 
1260.00 1584.00 281 
1058.00 1362.00 222 
i i 48.00 i 458.00 245 
1260.00 1586.00 265 
1373.00 1707.00 277 
1553.00 1923.00 317 
1733.00 2126.00 337 
1550.00 1970.00 275 
1675.00 2101.00 280 
1575.00 2017.00 301 
i 990.00 2440.00 3iO 
2075.00 2561.00 415 
2220.00 2729.00 476-
2590.00 3157.00 490 
1740.00 2218.00 335 
1780.00 2264.00 383 
1850.00 2350.00 392 
2205 00 2713,00 432 
2550.00 3094.00 5i 0 
2170.00 2737.00 553 
2925.00 3550.00 577 
2390.00 3044.00 572 
2163.00 2785.00 465 
2226.00 2854.00 475 
2436.00 3080.00 516 
1373 00 3015.00 SA9 
2888.00 3576.00 585 
3050.00 3761.00 625 
3066.00 3835.00 721 
3455.00 4253.00 805 
3728.00 4598.00 844 
3597.00 5163.00 717 
4065.00 5637.00 697 
4565.00 6161.00 848 
5577.00 7319.00 995 
5836.00 7650.00 1114 
7277.00 9563.00 1348 
7953.00 9767.00 1533 
9218.0011878.00 1604 

10918.0013765.00 1949 

338819 N 

338826 N 
338833 ~..J 

338840 N 
338857 N 
336664 N 
338888 N 
338895 N 
338901 N 
338925 N 
338932 ~..J 

338949 N 
338956 N 
3389iO i-.i 
338987 N 
338994 ft.J 
339007 N 
339014 N 
339021 ~~ 

33904!) N 
339052 N 
339069 i-.i 
339076 N 
339083 ft.J 
339090 N 
339106 N 
339113 t-~ 

3391:2:0 N 
339137 N 
339i44 N 
339151 N 
373278 N 
373285 t....J 

M.ixFExMJ iEE 

N 
t--l 
N 

3 
4x3 

4 
6x3 
6x4 

6 
8x4 
8x6 

8 
10x4 
10,,6 
10x8 

10 
i2x4 
l2x6 
12x8 

12xlO 
12 

14xo 
14x10 
14:.-12 

14 
l6x6 
16x8 

16xl0 
16x12 
16,,14 

16 
18:x:6 
20x6 
24x6 

24x12 
24x16 

6 
8x6 

8 
Hi 

152.00 206.00 29 
167.00 231.00 34 
180.00 244.00 38 
225.00 309.00 51 
234.00 318.00 53 
266.00 352.00 64 
315.00 411.00 76 
340.00 436.00 81 
417.00 513.00 91 
383.00 511.00 92 
476.00 604.00 99 
514.00 642.00 127 
655.00 783.00 144 
502.00 646.00 i i 8 
510.00 654.00 133 
587.00 731.00 146 
672.00 816.00 161 
842.00 986.00 187 
909.00 1125.00 205 

130!).OO 1 !)21.00 226 
1 .. 118_00 1634_00 238 
1521.00 1737.00 285 
1026.00 1288.00 230 
1242.00 1504.00 243 
1485.00 1747.00 281 
1530.00 1792.00 304 
1607.00 1869.00 357 
2115.00 :2:377.00 357 
129000 1668.00 261 
1800.00 2236.00 341 
2132.00 2712.00 451 
3003.00 3583.00 580 
3780.00 4360.00 744 

242.00 326.00 57 
336.00 426.00 79 
370.00 466.00 87 
565.00 693.00 i 33 

M.ixSWiVEL iEE Wiih Swivei Giand 
339168 
339175 
339182 
339199 
339205 
339212 
339229 
339236 
339243 

N 
N 
N 
N 
N 
N 
N 
N 
N 

339250 1',1 

339267 N 

339274 N 

6 
8x6 

8 
lDx6 
lOxB 
12x6 
l2xB 
14x6 
l6x6 
18A6 
20x6 
24x6 

285.00 
357.00 
446.00 
400.00 
489.00 
497.00 
616.00 

1031.00 
923.00 

369.00 
453.00 
542.00 
528.00 
617.00 
641.00 
760.00 

1247.00 
1185.00 

71 
80 
94 

114 
138 
128 
149 
190 
243 

1390.00 1768.00 330 
1380.00 1816.00 380 
2069.00 2649,00 473 

.F!anges may be thinner than thicknesses in AWWA ell 0 and require shorter bolts or use of washers. 
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CX 2358-194

Tyler Union C153 MJ Fittings/Double Cement Lined !.P-5091 
Uf'Code 
670610 

Shif' 
Code Size 

With 
DCl 

With Acce55 
& DCl Weight 

Uf'Code 
670610 

Shif' 
Code Size 

With 
DCl 

"','ith Acce5s 
& DCl Weight 

Mj TEE TAPPED (2-inch iPi) SMALL END BELL (SEB) REDUCER 
N 
N 

N 
N 

N 
N 

3x2 
4x2 
6x2 
8x2 

10x2 
12x2 
14x2 
16,...2 

130.00 184.00 
153.00 217.00 
197.00 281.00 
291.00 387.00 
329,00 457,00 

2i 
27 
40 
54 
67 

414.00 558.00 83 
715.00 931.00 141 
872.00 1134.00 176 

447849 

458111 

N 
N 

N 
N 

4x3 
6.3 
6x4 
8x4 
8x6 

lOx4 

81.00 108.00 
115.00 142.00 
111.00 143.00 
145.00 177.00 
149,00 191,00 
187.00 219.00 
196.00 238.00 
208.00 256.00 

17 
24 
24 
30 
35 
43 

MJ TEE I CROSS UNTAPPED 

N 
N 
t~ 

N 

10x6 
10x8 
12x4 
12x6 

264.00 296.00 
276.00 318.00 

46 
46 
61 
58 

N 

N 
N 
N 
N 

N 

Mj REDUCER 
339960 N 
339977 N 
339984 t'-~ 

339991 N 
340003 N 
340010 N 
340027 N 
340034 N 
340041 N 
340058 N 
340065 t'-~ 

340072 N 
340089 N 
340096 N 
340102 N 
340119 N 
340.26 
340133 
340140 
34015'1 
340164 
340171 
340188 
340195 
340201 
340218 
340225 
340232 
340249 
340256 
340263 

I~ 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

340.270 N 
340287 1-..4 
340294 N 
340300 N 
340317 N 

N 

194 

3 

6 
8 

10 
12 
14 
16 

Ax3 
6.3 
6x4 
8.4 
8)(6 

Hbi:4 
lOx6 
10x8 
12x4 
12x6 
12x8 

12x10 
14)(6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16x10 
1 6x1:2 
l6x14 
18x8 

l8xlO 
18x12 
18x14 
18x16 
20xlO 
20x12 
20x14 
20x16 
20x18 
.24.:0::1.2 
24x14 
24x16 
24:>:18 
24x20 
30x24 

113.00 177.00 27 
157.00241.00 40 
251.00 347.00 57 
289.00 417.00 67 
374.00 518.00 83 
635.00 851.00 141 
792.00 1054.00 162 

81.00 140.00 
111.00 180.00 

98.00 172.00 
153.00 233.00 
163.00 253.00 
179.00 275.00 

i8 
28 
26 
36 
38 
51 

179.00 285.00 54 
196.00 308.00 54 
225.00 329.00 67 
238.00 352.00 67 
242.00 362.00 57 
255.00 391.00 63 
495.00 645.00 104 
495.00 651.00 104 
450.00 622.00 100 
450.00 630.00 100 
653.00 
630.00 
608.00 
585.00 
743.00 
810.00 
925.00 
900.00 
915.00 
955.00 

1075.00 
1005.00 
1000.00 
925.00 

1030.00 

826.00 
809.00 
803.00 
'188.00 
982.00 

1047.00 
1178.00 
1161.00 
1212.00 
1275.00 
1357.00 
1295.00 
1326.00 
1274.00 
1437.00 

132 
128 
128 
11:2 
140 
190 
196 
185 
190 
196 
225 
210 
208 
238 
250 

161.2.00 1974.00 327 
1654.00 2052.00 315 
1675.00 2096.00 324 
1574.00 2053.00 328 
1617.00 2125.00 334 
2629.00 3681.00 478 

N 
N 

N 
N 

N .. 
N 
N 

N 

N 

N .. 
I~ 

N 

N 
N 

N 
N 
1-..4 

12x8 
12xiO 
14x6 
14x8 

14x10 
14)(12 
16x6 
l6x8 

16x10 
16x12 
16x14 

18x8 
18xlO 
1B.1(12 
18x14 
18x16 
20x10 
20x12 
20x14 
20,,16 
20x18 
?4x1? 

24x14 
24x16 
24x18 
24x20 

259.00 307.00 54 
259.00 323.00 56 
482.00 524.00 107 
482.00 530.00 107 
423.00 487.00 94 
423.00 495.00 94 
626.00 66S.00 126 
603.00 651.00 105 
594.00 658.00 105 
558.00 630.00 109 
567.00 675.00 126 
840.00 888.00 180 
660.00 924.00 180 
B70.00 942.00 170 
875.00 983.00 181 
900.00 1031.00 180 

1150.00 1214.00 210 
930.00 i002.00 200 
990.00 1098.00 198 

1005.00 1136.00 215 
1100.00 1289.00 220 
1381.00 145300 300 

1625.00 1733.00 325 
1465.00 1596.00 319 
1628.00 1817.00 310 
1418.00 1636.00 305 

LARGE END BELL (LEB) REDUCER 

-458562 

455264 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N .. 
N 

4)1.3 
6.3 
6:d 
8.4 
8x6 

10x4 
10x6 
10x8 
l2x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14x10 
14x12 

16x6 
16.:0::8 

16xl0 

82.00 114.00 
111.00 153.00 
128.00 
145.00 
157.00 
196.00 
196.00 
213.00 
319.00 
255.00 
264.00 
272.00 
504.00 

170.00 
193.00 
205.00 
260.00 
260.00 
277.00 
391.00 
327.00 
336.00 
344.00 
612.00 

17 
19 
25 
36 
37 
46 
42 
47 
64 
58 
55 
61 

112 
486.00 594.00 108 
450.00 55B.00 100 
657.00 765.00 96 
711.00 842.00 141 
711.00 842.00 136 
680.00 811.00 116 
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Tyler Union C153 MJ Fittings/Double Cement Lined !.P-5091 
Uf'Code 
670610 

Shif' 
Code Size 

With 
DCl 

With Acce55 
& DCl Weight 

Uf'Code 
670610 

Shif' 
Code Size 

With 
DCl 

"','ith Acce5s 
& DCl Weight 

Mj TEE TAPPED (2-inch iPi) SMALL END BELL (SEB) REDUCER 
N 
N 

N 
N 

N 
N 

3x2 
4x2 
6x2 
8x2 

10x2 
12x2 
14x2 
16,...2 

130.00 184.00 
153.00 217.00 
197.00 281.00 
291.00 387.00 
329,00 457,00 

2i 
27 
40 
54 
67 

414.00 558.00 83 
715.00 931.00 141 
872.00 1134.00 176 

447849 

458111 

N 
N 

N 
N 

4x3 
6.3 
6x4 
8x4 
8x6 

lOx4 

81.00 108.00 
115.00 142.00 
111.00 143.00 
145.00 177.00 
149,00 191,00 
187.00 219.00 
196.00 238.00 
208.00 256.00 

17 
24 
24 
30 
35 
43 

MJ TEE I CROSS UNTAPPED 

N 
N 
t~ 

N 

10x6 
10x8 
12x4 
12x6 

264.00 296.00 
276.00 318.00 

46 
46 
61 
58 

N 

N 
N 
N 
N 

N 

Mj REDUCER 
339960 N 
339977 N 
339984 t'-~ 

339991 N 
340003 N 
340010 N 
340027 N 
340034 N 
340041 N 
340058 N 
340065 t'-~ 

340072 N 
340089 N 
340096 N 
340102 N 
340119 N 
340.26 
340133 
340140 
34015'1 
340164 
340171 
340188 
340195 
340201 
340218 
340225 
340232 
340249 
340256 
340263 

I~ 

N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

340.270 N 
340287 1-..4 
340294 N 
340300 N 
340317 N 

N 

194 

3 

6 
8 

10 
12 
14 
16 

Ax3 
6.3 
6x4 
8.4 
8)(6 

Hbi:4 
lOx6 
10x8 
12x4 
12x6 
12x8 

12x10 
14)(6 
14x8 

14xl0 
14x12 

16x6 
16x8 

16x10 
1 6x1:2 
l6x14 
18x8 

l8xlO 
18x12 
18x14 
18x16 
20xlO 
20x12 
20x14 
20x16 
20x18 
.24.:0::1.2 
24x14 
24x16 
24:>:18 
24x20 
30x24 

113.00 177.00 27 
157.00241.00 40 
251.00 347.00 57 
289.00 417.00 67 
374.00 518.00 83 
635.00 851.00 141 
792.00 1054.00 162 

81.00 140.00 
111.00 180.00 

98.00 172.00 
153.00 233.00 
163.00 253.00 
179.00 275.00 

i8 
28 
26 
36 
38 
51 

179.00 285.00 54 
196.00 308.00 54 
225.00 329.00 67 
238.00 352.00 67 
242.00 362.00 57 
255.00 391.00 63 
495.00 645.00 104 
495.00 651.00 104 
450.00 622.00 100 
450.00 630.00 100 
653.00 
630.00 
608.00 
585.00 
743.00 
810.00 
925.00 
900.00 
915.00 
955.00 

1075.00 
1005.00 
1000.00 
925.00 

1030.00 

826.00 
809.00 
803.00 
'188.00 
982.00 

1047.00 
1178.00 
1161.00 
1212.00 
1275.00 
1357.00 
1295.00 
1326.00 
1274.00 
1437.00 

132 
128 
128 
11:2 
140 
190 
196 
185 
190 
196 
225 
210 
208 
238 
250 

161.2.00 1974.00 327 
1654.00 2052.00 315 
1675.00 2096.00 324 
1574.00 2053.00 328 
1617.00 2125.00 334 
2629.00 3681.00 478 

N 
N 

N 
N 

N .. 
N 
N 

N 

N 

N .. 
I~ 

N 

N 
N 

N 
N 
1-..4 

12x8 
12xiO 
14x6 
14x8 

14x10 
14)(12 
16x6 
l6x8 

16x10 
16x12 
16x14 

18x8 
18xlO 
1B.1(12 
18x14 
18x16 
20x10 
20x12 
20x14 
20,,16 
20x18 
?4x1? 

24x14 
24x16 
24x18 
24x20 

259.00 307.00 54 
259.00 323.00 56 
482.00 524.00 107 
482.00 530.00 107 
423.00 487.00 94 
423.00 495.00 94 
626.00 66S.00 126 
603.00 651.00 105 
594.00 658.00 105 
558.00 630.00 109 
567.00 675.00 126 
840.00 888.00 180 
660.00 924.00 180 
B70.00 942.00 170 
875.00 983.00 181 
900.00 1031.00 180 

1150.00 1214.00 210 
930.00 i002.00 200 
990.00 1098.00 198 

1005.00 1136.00 215 
1100.00 1289.00 220 
1381.00 145300 300 

1625.00 1733.00 325 
1465.00 1596.00 319 
1628.00 1817.00 310 
1418.00 1636.00 305 

LARGE END BELL (LEB) REDUCER 

-458562 

455264 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

N .. 
N 

4)1.3 
6.3 
6:d 
8.4 
8x6 

10x4 
10x6 
10x8 
l2x4 
12x6 
12x8 

12x10 
14x6 
14x8 

14x10 
14x12 

16x6 
16.:0::8 

16xl0 

82.00 114.00 
111.00 153.00 
128.00 
145.00 
157.00 
196.00 
196.00 
213.00 
319.00 
255.00 
264.00 
272.00 
504.00 

170.00 
193.00 
205.00 
260.00 
260.00 
277.00 
391.00 
327.00 
336.00 
344.00 
612.00 

17 
19 
25 
36 
37 
46 
42 
47 
64 
58 
55 
61 

112 
486.00 594.00 108 
450.00 55B.00 100 
657.00 765.00 96 
711.00 842.00 141 
711.00 842.00 136 
680.00 811.00 116 
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CX 2358-195

!..P-5091 
UPCcdo 
670610 

Ship 
Cede Size 

With 
DCL 

Tyler Union e153 MJ Fittings/Double Cement Lined 
With Ao{C~, 

8.. DCL Weight 
UPCcdo 
670610 

Ship 
Cede Size 

With With ,A.CCOSS 

DCL 8.. DCL Weight 

LARGE END BELL (LEiS) REDUCER (Con't) M.i CROSS iCon'lj 
454083 N 

N 

N 
N 

N 
N 
N 
N 

OJ 
N 

iaxi2 
16x14 

18,,8 
18xlD 
18xl2 
1Sx14 
18x16 
20x10 
20x12 
20x14 
20x16 
24x':l 
?Ax14 
24;;:16 

756.00 
801.00 

887.00 
932.00 

975.00 1164.00 

i58 
175 
195 

925.00 1114.00 185 
875,00 1064,00 183 
950.00 1139.00 200 
950.00 1139.00 192 

1085.00 1303.00 21 (I 
1055.00 1273.00 214 
1025.00 1243.00 205 
1045.00 1263.00 238 
i 51'0.00 i 860.00 300 
165400 1944_00 315 
1559.00 1849.00 340 

339892 
339908 
339915 
339922 
339939 
339953 

OJ 
N 

N 

N 

N 
N 

i4 
16x6 
16xS 

16xlO 
16x12 

16 

i 346.00 i 778.00 
1125.00 1471.00 

299 
246 

1301.00 1659.00 261 
1553.00 1943.00 296 
1787.00 2193.00 312 
2601.00 3125.00 457 

3D 10120.0013168.00 1840 
36 14603.00 18399.00 2655 

SW!VELxSOL!D HYDRANT ADAPTER 
With Swivel Gland 

N 

'" j-.j 

PExPE REDUCER 

340515 
340522 
340539 
111689 N 

6x13 
6:::18 
6x24 
8x12 

200.00 
247.00 
293.00 
298.00 

N/A 
N/A 
j-.j/A 

N/A 

52 
59 
75 
70 

i11696 

N 
N 

N 
N 
N 
N 

OJ 
N 

N 
N 

N 

A'-.J CROSS 
339687 
339694 
339700 
339717 
339724 
339731 
339748 
339755 
339762 
339779 
339786 
339793 
339809 
339816 
339823 
339830 
339847 
339854 
339861 
339878 
339885 

05/01/09 

!'-! 
OJ 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

'" N 
N 

N 
N 

4,,3 
6x3 
ox4 
8x4 
8x6 

10x6 
IOxe 
12x4 
12x6 
i :2x8 

12xlO 
14x12 

16x6 
16x8 

loxiO 
16x12 
16)(14 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
lOx4 
10x6 
lOx8 

10 
l2x4 
12x6 
l2x8 

12xl0 
12 

14x6 
14,,8 

14x10 
14xl2 

77.00 
98.00 

106.00 
140.00 
149.00 
191.00 
213.00 
251.00 
255.00 
255.00 
276.00 
414.00 
599.00 
599.00 
581.00 
567.00 
599.00 

157.00 
22i .00 
257.00 
208.00 
349.00 
421.00 
306.00 
344.00 
417.00 
391.00 
485.00 
514.00 
425.00 
485.00 
561.00 
884.00 

I'll/A 
N/A 
t'llJA 
N/A 
N/.ft. 
N/A 
N/A 

N/A 
N/A 

15 
2:0 
22 
33 
30 
46-
47 
60 
54 
54 
55 

t..l/A 92 
N/A 93 
N/A 132 
i--l/A 126 
N/A 99 
t-J/:\ 133 

265.00 
339.00 
385.00 
356.00 
5i7.00 
581.00 
486.00 
536.00 
609.00 
603.00 
709.00 
770.00 
633.00 
713.00 
801.00 

1156.00 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
115 
128 
162 
180 

884.00 1172.00 206 
936.00 1236.00 210 

1125.00 1437.00 231 
1148.00 1492.00 255 
1211 00 1571 ,00 269 

SWIVEL."SWIVEL HYDRANT ADAPTER 
With Swivei Giand 

N 
N 

6xi2 
6x18 
6x24 

i96.00 
285.00 
289.00 

S\&/IVELxS\VIVEL HYDRANT ELL 
Wifh Two Swivel G!ands 
337577 N 6 310 00 

N/A 
N/A 

N/A 

11910 CR492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

46 
67 
68 

70 

195 
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PUBLIC

!..P-5091 
UPCcdo 
670610 

Ship 
Cede Size 

With 
DCL 

Tyler Union e153 MJ Fittings/Double Cement Lined 
With Ao{C~, 

8.. DCL Weight 
UPCcdo 
670610 

Ship 
Cede Size 

With With ,A.CCOSS 

DCL 8.. DCL Weight 

LARGE END BELL (LEiS) REDUCER (Con't) M.i CROSS iCon'lj 
454083 N 

N 

N 
N 

N 
N 
N 
N 

OJ 
N 

iaxi2 
16x14 

18,,8 
18xlD 
18xl2 
1Sx14 
18x16 
20x10 
20x12 
20x14 
20x16 
24x':l 
?Ax14 
24;;:16 

756.00 
801.00 

887.00 
932.00 

975.00 1164.00 

i58 
175 
195 

925.00 1114.00 185 
875,00 1064,00 183 
950.00 1139.00 200 
950.00 1139.00 192 

1085.00 1303.00 21 (I 
1055.00 1273.00 214 
1025.00 1243.00 205 
1045.00 1263.00 238 
i 51'0.00 i 860.00 300 
165400 1944_00 315 
1559.00 1849.00 340 

339892 
339908 
339915 
339922 
339939 
339953 

OJ 
N 

N 

N 

N 
N 

i4 
16x6 
16xS 

16xlO 
16x12 

16 

i 346.00 i 778.00 
1125.00 1471.00 

299 
246 

1301.00 1659.00 261 
1553.00 1943.00 296 
1787.00 2193.00 312 
2601.00 3125.00 457 

3D 10120.0013168.00 1840 
36 14603.00 18399.00 2655 

SW!VELxSOL!D HYDRANT ADAPTER 
With Swivel Gland 

N 

'" j-.j 

PExPE REDUCER 

340515 
340522 
340539 
111689 N 

6x13 
6:::18 
6x24 
8x12 

200.00 
247.00 
293.00 
298.00 

N/A 
N/A 
j-.j/A 

N/A 

52 
59 
75 
70 

i11696 

N 
N 

N 
N 
N 
N 

OJ 
N 

N 
N 

N 

A'-.J CROSS 
339687 
339694 
339700 
339717 
339724 
339731 
339748 
339755 
339762 
339779 
339786 
339793 
339809 
339816 
339823 
339830 
339847 
339854 
339861 
339878 
339885 

05/01/09 

!'-! 
OJ 
N 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

'" N 
N 

N 
N 

4,,3 
6x3 
ox4 
8x4 
8x6 

10x6 
IOxe 
12x4 
12x6 
i :2x8 

12xlO 
14x12 

16x6 
16x8 

loxiO 
16x12 
16)(14 

3 
4x3 

4 
6x4 

6 
8x4 
8x6 

8 
lOx4 
10x6 
lOx8 

10 
l2x4 
12x6 
l2x8 

12xl0 
12 

14x6 
14,,8 

14x10 
14xl2 

77.00 
98.00 

106.00 
140.00 
149.00 
191.00 
213.00 
251.00 
255.00 
255.00 
276.00 
414.00 
599.00 
599.00 
581.00 
567.00 
599.00 

157.00 
22i .00 
257.00 
208.00 
349.00 
421.00 
306.00 
344.00 
417.00 
391.00 
485.00 
514.00 
425.00 
485.00 
561.00 
884.00 

I'll/A 
N/A 
t'llJA 
N/A 
N/.ft. 
N/A 
N/A 

N/A 
N/A 

15 
2:0 
22 
33 
30 
46-
47 
60 
54 
54 
55 

t..l/A 92 
N/A 93 
N/A 132 
i--l/A 126 
N/A 99 
t-J/:\ 133 

265.00 
339.00 
385.00 
356.00 
5i7.00 
581.00 
486.00 
536.00 
609.00 
603.00 
709.00 
770.00 
633.00 
713.00 
801.00 

1156.00 

31 
40 
45 
62 
77 
84 
98 

112 
98 

110 
135 
156 
115 
128 
162 
180 

884.00 1172.00 206 
936.00 1236.00 210 

1125.00 1437.00 231 
1148.00 1492.00 255 
1211 00 1571 ,00 269 

SWIVEL."SWIVEL HYDRANT ADAPTER 
With Swivei Giand 

N 
N 

6xi2 
6x18 
6x24 

i96.00 
285.00 
289.00 

S\&/IVELxS\VIVEL HYDRANT ELL 
Wifh Two Swivel G!ands 
337577 N 6 310 00 

N/A 
N/A 

N/A 

11910 CR492 • TYLER, TEXAS 75706' (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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67 
68 

70 

195 

Confidential McVVane-014436 



CX 2358-196

196 

NOTE &. ADD!T!ONS 
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196 

NOTE &. ADD!T!ONS 
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05/01/09 

McVVane-014437 



CX 2358-197

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

90' iii4j i\iij BEND 

334729 
334736 
334743 
334750 
334767 
334774 
372806 
3347Si 
334798 
334804 
3348ii 
334828 

hi 
N 

N 
N 

N 
N 
N 
N 

N 
N 

2 
3 
4 
6 
8 

10 
12 
14 
i6 
18 
20 

85.00 129.00 13 
166.00 228.00 26 
248.00 328.00 53 
370.00 486.00 85 
531.00 687.00 125 
808.00 1000.00 190 

1084.00 1320.00 255 
1530.00 1852.00 380 
i 935.00 239i .GO 490 
2725.00 3383.00 602 
3400.00 4256.00 862 

24 5360.00 6568.00 i21S 
30 10137.00 11859.00 1942 

1"..1 36 13823.00 15853.00 2629 

N 
N 

N 
N 
t'>l 
N 

N 

6 
8 

10 
12 
14 
16 
18 
20 
24 

CALL 
CALL 
CALL 
CALL 
CALL 
(P.LL 
CALi.. 
CALL 
CALL 
CALL 

65 
Hi5 
165 
235 
320 
410 
505 
660 
800 

i155 

45' ii iiij i\iij BEND 

334927 
334934 
334941 
334958 
334965 
334972 
372813 
334989 
334996 
335009 
335016 
335023 

N 
N 

N 

N 

N 
f'.l 
N 
N 

N 
N 
N 

2 
3 
4 
6 
8 

10 
12 
H 
i6 
18 
20 
24 
30 
36 

85.00 
143.00 
225.00 
319.00 
468.00 
659.00 

129.00 
205.00 

13 
28 

305.00 50 
435.00 75 
624.00 110 
851.00 155 

914.00 1150.00 215 
1215.00 1537.00 311 
i 638.00 2094.00 380 
2100.00 2758.00 531 
2650.00 3506.00 606 
370LOO 
7981.00 

11968.00 

4909.00 
9703.00 

13998.00 

865 
1447 
2435 

22'12° (1/16) MJ BEND 
335030 
335047 
335054 
335061 
335078 
335085 
372820 
335092 
335i08 
335115 
335122 
335139 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
1'...1 

3 
4 
6 
8 

10 
12 
14 
16 
i 8 
20 
24 
30 

143.00 
225.00 
319.00 
468.00 
680.00 
935.00 

1238.00 
1553.00 

205.00 
305.00 
435.00 
624.00 
872.00 

1171.00 
1560.00 
2009.00 

30 
50 
71 

110 
160 
221 
300 
391 

2 i 50.00 2808.00 527 
3025.00 3881.00 605 
4016.00 5224.00 880 
7687.00 9409.00 1898 

N 36 11664.00 13694.00 2372 

upendo 
670610 

Ship 
Code Size 

los~ With 
,A",es5cries ,A",essories Weight 

i i %0 (i/3:2) Mj BEND 
335146 
335153 
335160 
335177 
335184 
335191 
372837 
335207 
335214 
335221 
335238 
335245 

286059 

284886 

N 
N 

N 
N 

N 
N 
N 
N 

N 
N 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

147.00 209.00 30 
225.00 305.00 49 
319.00 435.00 65 
468.00 624.00 104 
680,00 872 00 160 
935.00 11 71 .00 221 

1238.00 1560.00 305 
1530.00 1986.00 391 
2150.00 2808.00 525 
3050.00 3906.00 605 
4001.00 5209.00 996 

30 1'1'36.00 9458.00 i 41 0 
36 11883_00 13913_00 ?397 

N 3 166.00 197.00 32 

N 
N 

N 
1'-1 
N 
N 

N 
N 

N 

N 

N 

N 
!'-l 
N 
N 

N 
N 

4 
6 
8 

10 
12 
16 
i8 
20 
24 

207.00 247.00 47 
340.00 398.00 80 
587.00 665.00 119 
808.00 904.00 181 

1084.00 1202.00 252 
18-15.00 2073.00 -170 
2600.00 2929.00 600 
3250.00 3678.00 775 
5171.00 5775.00 1301 

30 8liS.00 9579.00 i920 
36 12705.00 13720.00 2310 

4 

8 
10 
12 
14 
16 
18 
20 
24 
30 
36 

212.00 
289.00 
497.00 
714.00 
914.00 

252.00 45 
347.00 70 
575.00 iii 
810.00 167 

1032.00 218 
1190.00 1351.00 280 
H-10.00 1668.00 360 
1975.00 2304.00 455 
2500.00 2928.00 664 
3754.00 4358.00 825 
1'013.00 

10615.00 
1'81'4.00 i 51 0 

11630.00 1930 

22'12° (1/16) MJxPE BEND 

N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

6 
8 

10 
12 
14 
16 
i8 
20 
24 
30 

298.00 
442.00 
680.00 
935.00 

1211.00 
1463.00 
2025.00 
2525.00 

356.00 
520.00 
776.00 

1053.00 
1372.00 
1691.00 
2354.00 
2953.00 

66 
109 
163 
224 
285 
360 
455 
575 

3806.00 4410.00 840 
7700.00 8561.00 1540 

36 10835.00 11850.00 1970 
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PUBLIC

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

90' iii4j i\iij BEND 

334729 
334736 
334743 
334750 
334767 
334774 
372806 
3347Si 
334798 
334804 
3348ii 
334828 

hi 
N 

N 
N 

N 
N 
N 
N 

N 
N 

2 
3 
4 
6 
8 

10 
12 
14 
i6 
18 
20 

85.00 129.00 13 
166.00 228.00 26 
248.00 328.00 53 
370.00 486.00 85 
531.00 687.00 125 
808.00 1000.00 190 

1084.00 1320.00 255 
1530.00 1852.00 380 
i 935.00 239i .GO 490 
2725.00 3383.00 602 
3400.00 4256.00 862 

24 5360.00 6568.00 i21S 
30 10137.00 11859.00 1942 

1"..1 36 13823.00 15853.00 2629 

N 
N 

N 
N 
t'>l 
N 

N 

6 
8 

10 
12 
14 
16 
18 
20 
24 

CALL 
CALL 
CALL 
CALL 
CALL 
(P.LL 
CALi.. 
CALL 
CALL 
CALL 

65 
Hi5 
165 
235 
320 
410 
505 
660 
800 

i155 

45' ii iiij i\iij BEND 

334927 
334934 
334941 
334958 
334965 
334972 
372813 
334989 
334996 
335009 
335016 
335023 

N 
N 

N 

N 

N 
f'.l 
N 
N 

N 
N 
N 

2 
3 
4 
6 
8 

10 
12 
H 
i6 
18 
20 
24 
30 
36 

85.00 
143.00 
225.00 
319.00 
468.00 
659.00 

129.00 
205.00 

13 
28 

305.00 50 
435.00 75 
624.00 110 
851.00 155 

914.00 1150.00 215 
1215.00 1537.00 311 
i 638.00 2094.00 380 
2100.00 2758.00 531 
2650.00 3506.00 606 
370LOO 
7981.00 

11968.00 

4909.00 
9703.00 

13998.00 

865 
1447 
2435 

22'12° (1/16) MJ BEND 
335030 
335047 
335054 
335061 
335078 
335085 
372820 
335092 
335i08 
335115 
335122 
335139 

N 
N 
N 
N 
N 
N 
N 

N 
N 
N 
1'...1 

3 
4 
6 
8 

10 
12 
14 
16 
i 8 
20 
24 
30 

143.00 
225.00 
319.00 
468.00 
680.00 
935.00 

1238.00 
1553.00 

205.00 
305.00 
435.00 
624.00 
872.00 

1171.00 
1560.00 
2009.00 

30 
50 
71 

110 
160 
221 
300 
391 

2 i 50.00 2808.00 527 
3025.00 3881.00 605 
4016.00 5224.00 880 
7687.00 9409.00 1898 

N 36 11664.00 13694.00 2372 

upendo 
670610 

Ship 
Code Size 

los~ With 
,A",es5cries ,A",essories Weight 

i i %0 (i/3:2) Mj BEND 
335146 
335153 
335160 
335177 
335184 
335191 
372837 
335207 
335214 
335221 
335238 
335245 

286059 

284886 

N 
N 

N 
N 

N 
N 
N 
N 

N 
N 

3 
4 
6 
8 

10 
12 
14 
16 
18 
20 
24 

147.00 209.00 30 
225.00 305.00 49 
319.00 435.00 65 
468.00 624.00 104 
680,00 872 00 160 
935.00 11 71 .00 221 

1238.00 1560.00 305 
1530.00 1986.00 391 
2150.00 2808.00 525 
3050.00 3906.00 605 
4001.00 5209.00 996 

30 1'1'36.00 9458.00 i 41 0 
36 11883_00 13913_00 ?397 

N 3 166.00 197.00 32 

N 
N 

N 
1'-1 
N 
N 

N 
N 

N 

N 

N 

N 
!'-l 
N 
N 

N 
N 

4 
6 
8 

10 
12 
16 
i8 
20 
24 

207.00 247.00 47 
340.00 398.00 80 
587.00 665.00 119 
808.00 904.00 181 

1084.00 1202.00 252 
18-15.00 2073.00 -170 
2600.00 2929.00 600 
3250.00 3678.00 775 
5171.00 5775.00 1301 

30 8liS.00 9579.00 i920 
36 12705.00 13720.00 2310 

4 

8 
10 
12 
14 
16 
18 
20 
24 
30 
36 

212.00 
289.00 
497.00 
714.00 
914.00 

252.00 45 
347.00 70 
575.00 iii 
810.00 167 

1032.00 218 
1190.00 1351.00 280 
H-10.00 1668.00 360 
1975.00 2304.00 455 
2500.00 2928.00 664 
3754.00 4358.00 825 
1'013.00 

10615.00 
1'81'4.00 i 51 0 

11630.00 1930 

22'12° (1/16) MJxPE BEND 

N 
N 
N 
N 
N 
N 
N 
N 

N 
N 

6 
8 

10 
12 
14 
16 
i8 
20 
24 
30 

298.00 
442.00 
680.00 
935.00 

1211.00 
1463.00 
2025.00 
2525.00 

356.00 
520.00 
776.00 

1053.00 
1372.00 
1691.00 
2354.00 
2953.00 

66 
109 
163 
224 
285 
360 
455 
575 

3806.00 4410.00 840 
7700.00 8561.00 1540 

36 10835.00 11850.00 1970 

05/01/09 11910 CR492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
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CX 2358-198

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
urCod .. 
670610 

$hir
Cud., 

N 
N 

N 
N 

N 
N 
N 
N 

4 
6 
8 

Hi 
12 
14 
16 
18 
20 
24 
30 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
c..4.LL 

45 
70 

105 
160 
220 
285 
438 
455 

CALL 58S 
3833.00 4437.00 972 
7178.00 8039.00 1305 

36 10890.00 11905.00 :2185 

90° (i i4j MjxFE BEND 

286066 
N 
N 

N 

N 

N 
N 

4 
6 

10 
12 
16 
18 
24 

45° (liS) MJxFE BEND 
N 

N 
N 
N 
N 

N 

N 

4 
6 
8 

10 
i2 
14 
16 
18 
20 
24 

230.00 270.00 5 i 
319.00 377.00 75 
500.00 578.00 11 S 
714.00 810.00 168 

1224.00 1342.00 288 
2093.00 2321.00 465 
2600.00 2929.00 520 
6038.00 6466.130 1150 

189.00 
299.00 
455.00 
714.00 

229.QO 42 
357.00 69 
533.00 107 
810.00 168 

9i4.00 i032.QQ 2iS 
1190.00 1351.00 280 
1620.00 1848.00 360 
2150.00 2479.00 430 
3072.00 3500.00 614 
4583.00 5187.QO 873 

22%0 (1/16) AUxFE BEND 

N 
N 

N 
N 
N 

6 
8 

10 
i2 
16 
18 
24 

255.00 
455.00 
659.00 

i 046.00 
1418.00 
211 0.00 
4253.00 

11 'I." (1/32) MJxFE BEND 
N 
N 
N 
N 

N 

6 
8 

12 
16 
is 
24 

302.00 
446.00 
914.00 

1652.00 
1950.00 
4253.00 

313.00 60 
533.00 107 
755.00 155 

i i 64.00 
1646.00 
2439.00 
4857.00 

360.00 
524.00 

1032.00 
1880.00 
2279.00 
4857.00 

2i5 
315 
422 
810 

71 
105 
215 
360 
390 
810 

urCude 
670610 

Mj TEE 

335252 

335269 
335276 

335283 
335290 
335306 

3A5008 
335313 
345015 
335320 

335344 
335351 
335368 
335375 
335382 
335399 
335405 
335412 

33~A?9 

335436 
335443 
335450 
335467 

335474 
33548i 
335498 

335504 

335511 
335528 
335535 

335542 
335559 
335566 
335573 
335580 

335603 
335610 

Shi~ 
Code 

N 
N 

N 
N 

Size 

2 
3x2 

3 
4x2 
4x3 

4 
N 4x4x6 
N 6x2 
N 
N 

6x3 
6x4 

6 
N oxox8 
N 8x3 

N 
N 

N 
r-J 
N 
N 

N 

Sx4 
8x6 

8 
lOx4 
lOx6 
10x8 

10 
12x4 
12;.;6 
12x6 

N 12}1.10 
12 

N lAx4 
N 14x6 
N 14x8 
N 14xl0 
N 14,,12 
N 14 
N lnx.4 

N 16x6 
N 16x8 
N 16x10 
I~ 16x12 
N 16x14 
N 16 
N 
N 

i8x6 
lax8 

N l8xlO 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

18x12 
18x14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x16 

20 
24x6 

:24x10 
N 24x12 
N 24x14 

!.P-5091 
Less With 

Acce,5o,-ies Acce,5o,-ies \Veight 

143.00 
214.00 
261.00 
:279.00 
338.00 
360.00 
504.00 
485.00 
468.00 
489.00 
531.00 
072.00 
65900 
701.00 

209.00 
298.00 
354.00 
381.00 
449.00 
480.00 

22 
45 
55 
62 
77 
78 

642.00 115 
623.00 78 
615.00 106 
645.00 110 
705.00 119 
800.00 i 85 
84.'1.00 15~ 

851.00 165 
744.00 958.00 175 
786.00 1020.00 185 
999.00 1231.00 235 

1063.00 1295.00 258 
1118.00 1388.00 260 
1318.00 1606.00 310 
1339.00 1615.00 318 
1381.00 1675.00 325 
1445.00 2245.00 335 
1658.00 1990.00 392 
1743.00 2097.00 4iO 

CALL 
OU.!. 
CALL 
CALL 

470 
485 
500 
515 

CALL 540 
CALL 585 

?700 00 ::!19n.00 600 

2430.00 2944.00 615 
2475.00 3009.00 625 
2565.00 3117.00 645 
2655.00 3229.00 715 

CALL 710 
2925.00 3609.00 740 
2950.00 
3025.00 

CALL 
3200.00 

CALL 
CALL 

4100.00 
3360.00 
3360.00 

CALL 
3869.00 
4725.00 
5320.00 
4961.00 
5250.00 

CALL 

3666.00 670 
3761.0D 674 

3976.00 

5087.00 
4274.00 
4294.00 

4843.00 
5809.00 
6604.00 
6227.00 
6536.00 

700 
715 
865 
996 
945 
830 
845 
860 
875 

1095 
1258 
1233 
1234 
860 

5408.00 6734.00 1185 
5539.00 6908.00 1220 

S = From S!ock to 2 weeks N = Non-Stock; Check for o'!oi!obi!ity. A!! 'Neights exclude occessories. 

196 11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

05/01/09 

Confidential McVVane-014439 

PUBLIC

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
urCod .. 
670610 

$hir
Cud., 

N 
N 

N 
N 

N 
N 
N 
N 

4 
6 
8 

Hi 
12 
14 
16 
18 
20 
24 
30 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
c..4.LL 

45 
70 

105 
160 
220 
285 
438 
455 

CALL 58S 
3833.00 4437.00 972 
7178.00 8039.00 1305 

36 10890.00 11905.00 :2185 

90° (i i4j MjxFE BEND 

286066 
N 
N 

N 

N 

N 
N 

4 
6 

10 
12 
16 
18 
24 

45° (liS) MJxFE BEND 
N 

N 
N 
N 
N 

N 

N 

4 
6 
8 

10 
i2 
14 
16 
18 
20 
24 

230.00 270.00 5 i 
319.00 377.00 75 
500.00 578.00 11 S 
714.00 810.00 168 

1224.00 1342.00 288 
2093.00 2321.00 465 
2600.00 2929.00 520 
6038.00 6466.130 1150 

189.00 
299.00 
455.00 
714.00 

229.QO 42 
357.00 69 
533.00 107 
810.00 168 

9i4.00 i032.QQ 2iS 
1190.00 1351.00 280 
1620.00 1848.00 360 
2150.00 2479.00 430 
3072.00 3500.00 614 
4583.00 5187.QO 873 

22%0 (1/16) AUxFE BEND 

N 
N 

N 
N 
N 

6 
8 

10 
i2 
16 
18 
24 

255.00 
455.00 
659.00 

i 046.00 
1418.00 
211 0.00 
4253.00 

11 'I." (1/32) MJxFE BEND 
N 
N 
N 
N 

N 

6 
8 

12 
16 
is 
24 

302.00 
446.00 
914.00 

1652.00 
1950.00 
4253.00 

313.00 60 
533.00 107 
755.00 155 

i i 64.00 
1646.00 
2439.00 
4857.00 

360.00 
524.00 

1032.00 
1880.00 
2279.00 
4857.00 

2i5 
315 
422 
810 

71 
105 
215 
360 
390 
810 

urCude 
670610 

Mj TEE 

335252 

335269 
335276 

335283 
335290 
335306 

3A5008 
335313 
345015 
335320 

335344 
335351 
335368 
335375 
335382 
335399 
335405 
335412 

33~A?9 

335436 
335443 
335450 
335467 

335474 
33548i 
335498 

335504 

335511 
335528 
335535 

335542 
335559 
335566 
335573 
335580 

335603 
335610 

Shi~ 
Code 

N 
N 

N 
N 

Size 

2 
3x2 

3 
4x2 
4x3 

4 
N 4x4x6 
N 6x2 
N 
N 

6x3 
6x4 

6 
N oxox8 
N 8x3 

N 
N 

N 
r-J 
N 
N 

N 

Sx4 
8x6 

8 
lOx4 
lOx6 
10x8 

10 
12x4 
12;.;6 
12x6 

N 12}1.10 
12 

N lAx4 
N 14x6 
N 14x8 
N 14xl0 
N 14,,12 
N 14 
N lnx.4 

N 16x6 
N 16x8 
N 16x10 
I~ 16x12 
N 16x14 
N 16 
N 
N 

i8x6 
lax8 

N l8xlO 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

18x12 
18x14 
18x16 

18 
20x6 
20x8 

20x10 
20x12 
20x16 

20 
24x6 

:24x10 
N 24x12 
N 24x14 

!.P-5091 
Less With 

Acce,5o,-ies Acce,5o,-ies \Veight 

143.00 
214.00 
261.00 
:279.00 
338.00 
360.00 
504.00 
485.00 
468.00 
489.00 
531.00 
072.00 
65900 
701.00 

209.00 
298.00 
354.00 
381.00 
449.00 
480.00 

22 
45 
55 
62 
77 
78 

642.00 115 
623.00 78 
615.00 106 
645.00 110 
705.00 119 
800.00 i 85 
84.'1.00 15~ 

851.00 165 
744.00 958.00 175 
786.00 1020.00 185 
999.00 1231.00 235 

1063.00 1295.00 258 
1118.00 1388.00 260 
1318.00 1606.00 310 
1339.00 1615.00 318 
1381.00 1675.00 325 
1445.00 2245.00 335 
1658.00 1990.00 392 
1743.00 2097.00 4iO 

CALL 
OU.!. 
CALL 
CALL 

470 
485 
500 
515 

CALL 540 
CALL 585 

?700 00 ::!19n.00 600 

2430.00 2944.00 615 
2475.00 3009.00 625 
2565.00 3117.00 645 
2655.00 3229.00 715 

CALL 710 
2925.00 3609.00 740 
2950.00 
3025.00 

CALL 
3200.00 

CALL 
CALL 

4100.00 
3360.00 
3360.00 

CALL 
3869.00 
4725.00 
5320.00 
4961.00 
5250.00 

CALL 

3666.00 670 
3761.0D 674 

3976.00 

5087.00 
4274.00 
4294.00 

4843.00 
5809.00 
6604.00 
6227.00 
6536.00 

700 
715 
865 
996 
945 
830 
845 
860 
875 

1095 
1258 
1233 
1234 
860 

5408.00 6734.00 1185 
5539.00 6908.00 1220 

S = From S!ock to 2 weeks N = Non-Stock; Check for o'!oi!obi!ity. A!! 'Neights exclude occessories. 

196 11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

05/01/09 

Confidential McVVane-014439 



CX 2358-199

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

iN TEE (Con'.; 
335627 
345022 
335641 
335658 
335665 
335672 
335689 
335696 
335702 
335719 
335726 
335733 
335740 

N 24xi6 
N 24x18 
N 24x20 
N 
N 

24 
30x6 
30)(8 

5644.00 
7350.00 

7080.00 i 245 
8887.00 1660 

7613.00 9249.00 1720 
9529.00 11341.00 1947 
9323.00 11103.00 2050 
9416.00 11216.00 2060 

N 30x10 10065.00 11883.00 2075 
N 30x12 9592.00 11432.00 2090 
N lOxia iGGiO.OO ii96G.GG 2i45 
N 30x18 10148.00 12199.00 2170 
!'II 30x20 
N 
N 

30x24 
30 

36,,6 

9587.00 11737.00 2205 
13200.00 
14273.00 

15520.00 2880 
16856.00 2275 

13701.00 15789.00 3684 
N Jbx8 13701.00 15809.00 2816 
N 36x10 14355.00 16481.00 2535 
N 36xi 2: i S6S3.00 i S9ai .00 2550 
N 36x14 14135.00 16326.00 2570 
N 36xl (; 14065.00 16323.00 2585 
N 
N 

36xi 8 
36x2D 

t-~ 36x24 

i 4355.00 
14493.00 

i67i4.00 26W 
16951.00 2635 

14795.00 17429.00 2792 
N 36x30 19498.00 22389.00 3545 

36 19473.00 22518.00 3450 
N 42x16 21570.00 26692.00 3595 

t"uxFExMJ TEE 

286073 

N 
N 

N .. 
N 
N 

N 

N 

4 
6x4 

6 
OXQ 

8 
10x4 
10x6 
lOxS 

10 
12x4 
12}1.6 

N 12x8 
N 12xlO 
to! 12 
N 14x4 
N 14x6 
N 14x8 
N l4xlO 
N 14x12 
N 14 
N 16x4 
N l6x8 
N 16xlO 
1'...1 16x12 
N 16x14 
N 16 
t" lax6 
N lSxS 

338.00 
CALL 

510.00 
423.00 
748.00 

CALL 
CALi. 
CALL 

1342.00 
1339.00 
1381.00 
1445.00 
1658.00 
1743.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

418.00 75 
110 

626.00 120 
559.00 170 
904.00 180 

180 
180 
180 

1534.00 316 
1497.00 315 
1557.00 325 
1641.00 340 
1872.00 390 
1979.00 410 

455 
470 
480 
500 
525 
599 
580 
605 
625 
640 
690 
720 
645 
655 

upendo 
670610 

Ship 
Code Size 

los~ With 
,A",es5cries ,A",essories Weight 

NtixPExNij TEE (Con'tj 

N i8xiO 
N 18x12 
t-~ 18,,14 
I'll 18x16 
N 18 

20x6 
N 20x8 
to! 21)xl I) 
N 20x12 
N 20x14 
N 20x16 
N 
N 

10x18 
?O 

24x6 
N 24x8 
N 24xl I) 
hi 24x12 
N 24x14 
t-~ 24)(16 
N 
N 

N 
N 

.24xi8 
24x20 

24 
30x6 
30x8 

t" 30xl0 
N 30x12 
1'-1 30:.:14 
N aOxi 6 
N 30x18 

N 30x24 
N 30 

fo:A.JxFE TEE 

335757 
335771 
335788 
335795 
335801 
335818 
335825 
335832 
335849 

335856 
335863 
335870 

335887 
335894 
335900 
335917 
335924 
335931 
335948 

N 

N 
N 

4x2 
4x3 

4 
6.4 

N 6 
I'll 8x4 
N 8x6 
N 8 
N lOx4 
N 10x6 
N lOx8 
N 10 
N 12x4 
N 12x6 
N 12x8 
N 12xlO 
N 12 
I'J 16 .. 4 
N 16x6 
N 16x8 
t-~ 16,,12 
N 1. 
N 18.x.6 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CAll 
CALL 
CALL 
C:\LL 
CAii 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

219.00 
315.00 
401.00 
485.00 
514.00 
744.00 
744.00 
769.00 
973.00 
944.00 

1063.00 
CALL 

1313.00 
1488.00 
1403.00 

CALL 
1700.00 
2561.00 
2088.00 
'2768.00 
2925.00 
3285.00 
3325,00 

281.00 
395.00 

670 
685 
840 
880 
900 
800 
845 
825 
870 
875 

1060 
1110 
1155 
1105 
1115 
1130 
1145 
1180 
1200 
i 6i 5 
1680 
1733 
161:;' 

1630 
1645 
1665 
1685 
i 705 
1730 
1760 
2280 
'2600 

49 
49 

481.00 76 
601.00 109 
630.00 115 
900.00 150 
900.00 160 
925.00 194 

1165.00 229 
1136.00 264 
1255.00 245 

300 
1549.00 323 
1724.00 315 
1639.00 372 

300 
1936.00 405 
3017.00 590 
2544.00 605 
3'2'24.00 615 
3381.00 651 
3741.00 730 
3983 00 707 

05/01/09 11910 CR492 • lYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

199 

Confidential McVVane-014440 

PUBLIC

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

iN TEE (Con'.; 
335627 
345022 
335641 
335658 
335665 
335672 
335689 
335696 
335702 
335719 
335726 
335733 
335740 

N 24xi6 
N 24x18 
N 24x20 
N 
N 

24 
30x6 
30)(8 

5644.00 
7350.00 

7080.00 i 245 
8887.00 1660 

7613.00 9249.00 1720 
9529.00 11341.00 1947 
9323.00 11103.00 2050 
9416.00 11216.00 2060 

N 30x10 10065.00 11883.00 2075 
N 30x12 9592.00 11432.00 2090 
N lOxia iGGiO.OO ii96G.GG 2i45 
N 30x18 10148.00 12199.00 2170 
!'II 30x20 
N 
N 

30x24 
30 

36,,6 

9587.00 11737.00 2205 
13200.00 
14273.00 

15520.00 2880 
16856.00 2275 

13701.00 15789.00 3684 
N Jbx8 13701.00 15809.00 2816 
N 36x10 14355.00 16481.00 2535 
N 36xi 2: i S6S3.00 i S9ai .00 2550 
N 36x14 14135.00 16326.00 2570 
N 36xl (; 14065.00 16323.00 2585 
N 
N 

36xi 8 
36x2D 

t-~ 36x24 

i 4355.00 
14493.00 

i67i4.00 26W 
16951.00 2635 

14795.00 17429.00 2792 
N 36x30 19498.00 22389.00 3545 

36 19473.00 22518.00 3450 
N 42x16 21570.00 26692.00 3595 

t"uxFExMJ TEE 

286073 

N 
N 

N .. 
N 
N 

N 

N 

4 
6x4 

6 
OXQ 

8 
10x4 
10x6 
lOxS 

10 
12x4 
12}1.6 

N 12x8 
N 12xlO 
to! 12 
N 14x4 
N 14x6 
N 14x8 
N l4xlO 
N 14x12 
N 14 
N 16x4 
N l6x8 
N 16xlO 
1'...1 16x12 
N 16x14 
N 16 
t" lax6 
N lSxS 

338.00 
CALL 

510.00 
423.00 
748.00 

CALL 
CALi. 
CALL 

1342.00 
1339.00 
1381.00 
1445.00 
1658.00 
1743.00 

CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

418.00 75 
110 

626.00 120 
559.00 170 
904.00 180 

180 
180 
180 

1534.00 316 
1497.00 315 
1557.00 325 
1641.00 340 
1872.00 390 
1979.00 410 

455 
470 
480 
500 
525 
599 
580 
605 
625 
640 
690 
720 
645 
655 

upendo 
670610 

Ship 
Code Size 

los~ With 
,A",es5cries ,A",essories Weight 

NtixPExNij TEE (Con'tj 

N i8xiO 
N 18x12 
t-~ 18,,14 
I'll 18x16 
N 18 

20x6 
N 20x8 
to! 21)xl I) 
N 20x12 
N 20x14 
N 20x16 
N 
N 

10x18 
?O 

24x6 
N 24x8 
N 24xl I) 
hi 24x12 
N 24x14 
t-~ 24)(16 
N 
N 

N 
N 

.24xi8 
24x20 

24 
30x6 
30x8 

t" 30xl0 
N 30x12 
1'-1 30:.:14 
N aOxi 6 
N 30x18 

N 30x24 
N 30 

fo:A.JxFE TEE 

335757 
335771 
335788 
335795 
335801 
335818 
335825 
335832 
335849 

335856 
335863 
335870 

335887 
335894 
335900 
335917 
335924 
335931 
335948 

N 

N 
N 

4x2 
4x3 

4 
6.4 

N 6 
I'll 8x4 
N 8x6 
N 8 
N lOx4 
N 10x6 
N lOx8 
N 10 
N 12x4 
N 12x6 
N 12x8 
N 12xlO 
N 12 
I'J 16 .. 4 
N 16x6 
N 16x8 
t-~ 16,,12 
N 1. 
N 18.x.6 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CAll 
CALL 
CALL 
C:\LL 
CAii 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

219.00 
315.00 
401.00 
485.00 
514.00 
744.00 
744.00 
769.00 
973.00 
944.00 

1063.00 
CALL 

1313.00 
1488.00 
1403.00 

CALL 
1700.00 
2561.00 
2088.00 
'2768.00 
2925.00 
3285.00 
3325,00 

281.00 
395.00 

670 
685 
840 
880 
900 
800 
845 
825 
870 
875 

1060 
1110 
1155 
1105 
1115 
1130 
1145 
1180 
1200 
i 6i 5 
1680 
1733 
161:;' 

1630 
1645 
1665 
1685 
i 705 
1730 
1760 
2280 
'2600 

49 
49 

481.00 76 
601.00 109 
630.00 115 
900.00 150 
900.00 160 
925.00 194 

1165.00 229 
1136.00 264 
1255.00 245 

300 
1549.00 323 
1724.00 315 
1639.00 372 

300 
1936.00 405 
3017.00 590 
2544.00 605 
3'2'24.00 615 
3381.00 651 
3741.00 730 
3983 00 707 

05/01/09 11910 CR492 • lYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

199 

Confidential McVVane-014440 



CX 2358-200

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
urCod .. 
670610 

$hir
Cud", 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

urCude 
670610 

Shi~ 
Code Size 

!.P-5091 
Less With 

Acce,5o,-ies Acce,5o,-ies \Veight 

fJ\jxFE TEE (Con'tj SWiVELxSOLiD HYDRANT ADAPTER 
335955 
335962 
335986 
336006 
336037 
336044 
336051 

336075 
336099 

N i8x8 
N 18x12 
f'J 18 
N 2ux8 
N 20 
!'-~ 24x6 
N :24x8 
N 24x12 

24 

3375.00 
3525.00 
4575.00 
4 i 75.00 
5825.00 
5906.00 
5985.00 
6116.00 
6946.00 

4033.00 675 
4183.00 705 
5233.00 875 
503i .00 835 
6681.00 1165 
7114.00 1125 
7193.00 'i 24:2 
7324.00 1165 
8154.00 1795 

N 
N 

30 16940.00 18662.00 3080 
36x6 12936.00 14966.00 2430 

N 36x12 14025.00 16055.00 2550 
N 36x16 13475.00 15505.00 2450 
!\! 36x24 14630.00 16660.00 2660 

MJxSW!VEL TEE {With Swivel G!and} 
340553 
340661 
340560 
340898 
340577 

340904 
340584 

340591 

N 

N 
N 

N 
N 
i>.i 
N 
N 

N 
N 

6 638.00 754.00 141 
oxo 846.00 i 002.00 i 91 

8 893.00 1049.00 210 
10x6 1254.00 1446.00 267 
12)(.6 1469.00 1705.00 346 
12xS CALL 360 
14x6 CALL 504 
i axa 2498.00 2954.00 029 
16x8 2921.00 3377.00 649 
lax6 c..4.ll 754 
20x6 CALL 829 
24x6 CALL 11 34 
30x6 11385.00 13107.00 2070 

90° {1/4} MJ BASE TEE 
N 

N 
r-J 
N 
N 

N 
N 

N 

4 
6 
8 

10 
12 
14 
16 
HI 
20 
24 
30 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

SWIVELxSWIVEL HYDRANT ELL 
(With Two Swivel Glands) 
340874 
340546 

N 
N 

6 
8 

448.00 
664.00 

90 
140 
215 
340 
-455 
635 
790 
895 

1095 
1615 
2715 

N/A 106 
N/A 156 

(\-"/ith Swivel Glund) 
340928 
340607 
340621 
340638 
340645 
340652 
340669 

336211 
336228 
336235 

336242 

345039 

336266 

336273 

336280 

336297 

336303 

336310 

4,,13 
N 6x12 
N 6x18 
N 6 .. 24 
N 6x36 
N 8x13 
~-.l 12;.;13 

N 
N 

N 

'" i'>l 
N 

6 
6x4 
8x6 

a 
lOx4 
10x6 
IOx8 

10 

N 1 :2x6 
N 12.x:8 
t-.I 12i1.10 
N 12 
N 14x4 
t'>l 14x6 
N 14x8 
t'-~ 14x10 
N 14xl:2 
N 14 

N 

'" 
16:;;;4 
16x6 
16x8 

N 16x12 
N 16x14 

16 
N 18x6 
N 18x8 
N 18 .. 10 
N 18x12 
N 18x14 
I~ 18x16 
N 18 
N 20x6 
N 20x8 
N 20x10 
N 20x12 
N 20x14 
N 20x16 
N 20x18 
N 20 
N 
N 

24x6 
24x8 

N 24.xl0 
N 24x12 
N 24x14 
N 24x16 
N 24x18 

171.00 
310.00 
38800 
447.00 
661.00 
534.00 
706.00 

680.00 
766.00 
871.00 
999.00 

CALL 
1211.00 
1318.00 
1615.00 

CALL 
1530.00 
1636 00 

CALL 
2104.00 

c..1\LL 
CALL 

2025.00 
CALL 
CALL 

2858_00 
CALL 

2588.00 

38 
N/A. 73 
NJA 91 
N!A 105 
NiA 125 
N/A 126 
~-.l/A 220 

912.00 160 
1022.00 165 
1143.00 205 
1311.00 255 

260 
1519.00 285 
1666.00 316 
1999.00 380 

340 
188:2.00 361 
2028,00 371 

340 
2576.00 486 

340 
500 

2503.00 525 
668 
630 

3502_00 779 

630 
3160.00 650 

2723.00 3335.00 675 
CALL 
CALL 

3555.00 
CALL 

3275.00 
3425.00 
3625.00 

C-All 
CALL 

4975.00 
CALL 

3840.00 
CALL 

4190.00 
CALL 

5425.00 
CALL 

6040.00 
CALL 

5371.00 
CALL 

856 
830 

4467.00 895 
7u5 

4089.00 730 
4275.00 760 
4519.00 790 

990 
1060 

6291.00 1130 
865 

4852.00 890 
920 

5282.00 955 
1025 

6737.00 1245 
1330 

7752.00 1448 
1180 

6735.00 1244 
1230 

582S.00 7272.00 1326 
C.AU 1325 

6300.00 7964.00 1375 
CALL 1865 
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PUBLIC

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
urCod .. 
670610 

$hir
Cud", 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

urCude 
670610 

Shi~ 
Code Size 

!.P-5091 
Less With 

Acce,5o,-ies Acce,5o,-ies \Veight 

fJ\jxFE TEE (Con'tj SWiVELxSOLiD HYDRANT ADAPTER 
335955 
335962 
335986 
336006 
336037 
336044 
336051 

336075 
336099 

N i8x8 
N 18x12 
f'J 18 
N 2ux8 
N 20 
!'-~ 24x6 
N :24x8 
N 24x12 

24 

3375.00 
3525.00 
4575.00 
4 i 75.00 
5825.00 
5906.00 
5985.00 
6116.00 
6946.00 

4033.00 675 
4183.00 705 
5233.00 875 
503i .00 835 
6681.00 1165 
7114.00 1125 
7193.00 'i 24:2 
7324.00 1165 
8154.00 1795 

N 
N 

30 16940.00 18662.00 3080 
36x6 12936.00 14966.00 2430 

N 36x12 14025.00 16055.00 2550 
N 36x16 13475.00 15505.00 2450 
!\! 36x24 14630.00 16660.00 2660 

MJxSW!VEL TEE {With Swivel G!and} 
340553 
340661 
340560 
340898 
340577 

340904 
340584 

340591 

N 

N 
N 

N 
N 
i>.i 
N 
N 

N 
N 

6 638.00 754.00 141 
oxo 846.00 i 002.00 i 91 

8 893.00 1049.00 210 
10x6 1254.00 1446.00 267 
12)(.6 1469.00 1705.00 346 
12xS CALL 360 
14x6 CALL 504 
i axa 2498.00 2954.00 029 
16x8 2921.00 3377.00 649 
lax6 c..4.ll 754 
20x6 CALL 829 
24x6 CALL 11 34 
30x6 11385.00 13107.00 2070 

90° {1/4} MJ BASE TEE 
N 

N 
r-J 
N 
N 

N 
N 

N 

4 
6 
8 

10 
12 
14 
16 
HI 
20 
24 
30 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

SWIVELxSWIVEL HYDRANT ELL 
(With Two Swivel Glands) 
340874 
340546 

N 
N 

6 
8 

448.00 
664.00 

90 
140 
215 
340 
-455 
635 
790 
895 

1095 
1615 
2715 

N/A 106 
N/A 156 

(\-"/ith Swivel Glund) 
340928 
340607 
340621 
340638 
340645 
340652 
340669 

336211 
336228 
336235 

336242 

345039 

336266 

336273 

336280 

336297 

336303 

336310 

4,,13 
N 6x12 
N 6x18 
N 6 .. 24 
N 6x36 
N 8x13 
~-.l 12;.;13 

N 
N 

N 

'" i'>l 
N 

6 
6x4 
8x6 

a 
lOx4 
10x6 
IOx8 

10 

N 1 :2x6 
N 12.x:8 
t-.I 12i1.10 
N 12 
N 14x4 
t'>l 14x6 
N 14x8 
t'-~ 14x10 
N 14xl:2 
N 14 

N 

'" 
16:;;;4 
16x6 
16x8 

N 16x12 
N 16x14 

16 
N 18x6 
N 18x8 
N 18 .. 10 
N 18x12 
N 18x14 
I~ 18x16 
N 18 
N 20x6 
N 20x8 
N 20x10 
N 20x12 
N 20x14 
N 20x16 
N 20x18 
N 20 
N 
N 

24x6 
24x8 

N 24.xl0 
N 24x12 
N 24x14 
N 24x16 
N 24x18 

171.00 
310.00 
38800 
447.00 
661.00 
534.00 
706.00 

680.00 
766.00 
871.00 
999.00 

CALL 
1211.00 
1318.00 
1615.00 

CALL 
1530.00 
1636 00 

CALL 
2104.00 

c..1\LL 
CALL 

2025.00 
CALL 
CALL 

2858_00 
CALL 

2588.00 

38 
N/A. 73 
NJA 91 
N!A 105 
NiA 125 
N/A 126 
~-.l/A 220 

912.00 160 
1022.00 165 
1143.00 205 
1311.00 255 

260 
1519.00 285 
1666.00 316 
1999.00 380 

340 
188:2.00 361 
2028,00 371 

340 
2576.00 486 

340 
500 

2503.00 525 
668 
630 

3502_00 779 

630 
3160.00 650 

2723.00 3335.00 675 
CALL 
CALL 

3555.00 
CALL 

3275.00 
3425.00 
3625.00 

C-All 
CALL 

4975.00 
CALL 

3840.00 
CALL 

4190.00 
CALL 

5425.00 
CALL 

6040.00 
CALL 

5371.00 
CALL 

856 
830 

4467.00 895 
7u5 

4089.00 730 
4275.00 760 
4519.00 790 

990 
1060 

6291.00 1130 
865 

4852.00 890 
920 

5282.00 955 
1025 

6737.00 1245 
1330 

7752.00 1448 
1180 

6735.00 1244 
1230 

582S.00 7272.00 1326 
C.AU 1325 

6300.00 7964.00 1375 
CALL 1865 
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CX 2358-201

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

M.i CROSS iCon'lj 
336327 
336334 
336341 

N 
N 

24x20 
24 

30x6 

8794.00 
9508.00 

i 0858.00 i 965 
11924.00 2155 

9735.00 11573.00 2085 
345046 
336358 

N 30x12 10258.00 12216.00 2165 
N 30}l:-.24 14713.00 17643.00 3180 

336365 30 16913.00 18625.00 3640 
N 36 24035.00 28095.00 4370 

MJxFE CROSS 
N 6 
N 8x6 

N 10 
1'1 12x6 
N i2x8 
N 12 
N 16xS 
N 16 

iVUxPE CROSS 
N 
N 

N 
N 

4 
6.4 

6 
8.4 
8x6 

8 
lOx4 
10x6 

N iuxS 
N 10 
t'-~ 12x4 
N 12x6 
N 12x8 
~..J 12xlO 
N 12 
N 14x4 
i"\j 14x6 
N 14x8 
t'-~ 14x10 
N i4xi2 
N 14 
N 16x4 
N 16x6 
N 16x8 
N 16xl0 
N 16x12 
N 16 
N 18x6 
N 18x8 
N 18xl0 

598.00 
772'-)0 

1044.00 
1530.00 
1558.00 
i 584.00 
2022.00 
2948.00 
3938.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
C ...... LL 
CALL 
CALL 
CALL 
CALL 

CA!.!. 
CALL 
CALL 
CP.LL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 

714.00 141 
928,1)0 182 

1200.00 245 
1722.00 360 
1794.00 367 
i820.00 373 
2258.00 476 
3404.00 655 
4394.00 875 

105 
140 
160 
185 
205 
235 
260 
285 
3iO 
380 
340 
360 
385 
460 
495 
500 
475 
500 
540 
630 
710 
630 
575 
605 
645 
685 
895 
625 
655 
685 

upendo 
670610 

Ship 
Code Size 

NtixPE CROSS (Con't) 
N 
N 

i8xi2 
18x14 

I'~ 18,,16 
N 
N 

18 
20x6 
lOxS 

N 20xlO 
to! 20x12 
N 20x14 
N 20x16 
N 20x18 
N :20 
N ?4xn 

N 24xlO 
N 24x12 
hi 24x14 
N 24x16 
t-l 24)(18 
N 24x2ij 
N 24 

N 3Ux 14 
I'll 30x16 
t-..l 30x18 
N 30x20 
1'-1 30:.:24 

los~ With 
,A",es5cries ,A",essories Weight 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CAll 
CALL 
CALL 
C:\LL 
CAii 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 

725 
870 
930 
iJiJ5 
760 
790 
820 
860 
905 

1085 
1155 
i 230 
10?5 
1045 
1085 
1110 
1155 
1200 
1590 
i 675 
1835 
1750 
I/IIU 

1835 
1885 
1945 
2560 

NU WYE (Not im!uded in AWWA ell O} 

N 3 
N 4 
N 6x4 
N 6 
N 8x4 
N 8x6 

N IOx4 
I'll 10x6 
t-..l lax8 
N 10 
1'-1 12x4 
N 12x6 
N 12x8 
N 12xl0 
N 12 
N 14x6 
N 14x8 
N 14xl0 
N 14x12 
N 14 
~~ 16x6 
N 16x8 
N 16xlO 
N i6xi2 
N 16x14 

285.00 
426.00 
574.00 
638.00 
808.00 
871.00 
956.00 

CALL 

1211.00 
1296.00 
1594.00 

CALL 
CALL 

1798.00 
CALL 

2274.00 
2543.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

378.00 60 
546.00 90 
730.00 130 
812.00 145 

1004.00 190 
1085.00 205 
1190.00 230 

2/0 
1461.00 330 
1566.00 275 
1882.00 435 

380 
400 

2112.00 505 
450 

2628.00 490 
2923.00 626 

595 
625 
670 
803 
735 
760 
800 
835 
900 
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PUBLIC

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

M.i CROSS iCon'lj 
336327 
336334 
336341 

N 
N 

24x20 
24 

30x6 

8794.00 
9508.00 

i 0858.00 i 965 
11924.00 2155 

9735.00 11573.00 2085 
345046 
336358 

N 30x12 10258.00 12216.00 2165 
N 30}l:-.24 14713.00 17643.00 3180 

336365 30 16913.00 18625.00 3640 
N 36 24035.00 28095.00 4370 

MJxFE CROSS 
N 6 
N 8x6 

N 10 
1'1 12x6 
N i2x8 
N 12 
N 16xS 
N 16 

iVUxPE CROSS 
N 
N 

N 
N 

4 
6.4 

6 
8.4 
8x6 

8 
lOx4 
10x6 

N iuxS 
N 10 
t'-~ 12x4 
N 12x6 
N 12x8 
~..J 12xlO 
N 12 
N 14x4 
i"\j 14x6 
N 14x8 
t'-~ 14x10 
N i4xi2 
N 14 
N 16x4 
N 16x6 
N 16x8 
N 16xl0 
N 16x12 
N 16 
N 18x6 
N 18x8 
N 18xl0 

598.00 
772'-)0 

1044.00 
1530.00 
1558.00 
i 584.00 
2022.00 
2948.00 
3938.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
C ...... LL 
CALL 
CALL 
CALL 
CALL 

CA!.!. 
CALL 
CALL 
CP.LL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 

714.00 141 
928,1)0 182 

1200.00 245 
1722.00 360 
1794.00 367 
i820.00 373 
2258.00 476 
3404.00 655 
4394.00 875 

105 
140 
160 
185 
205 
235 
260 
285 
3iO 
380 
340 
360 
385 
460 
495 
500 
475 
500 
540 
630 
710 
630 
575 
605 
645 
685 
895 
625 
655 
685 

upendo 
670610 

Ship 
Code Size 

NtixPE CROSS (Con't) 
N 
N 

i8xi2 
18x14 

I'~ 18,,16 
N 
N 

18 
20x6 
lOxS 

N 20xlO 
to! 20x12 
N 20x14 
N 20x16 
N 20x18 
N :20 
N ?4xn 

N 24xlO 
N 24x12 
hi 24x14 
N 24x16 
t-l 24)(18 
N 24x2ij 
N 24 

N 3Ux 14 
I'll 30x16 
t-..l 30x18 
N 30x20 
1'-1 30:.:24 

los~ With 
,A",es5cries ,A",essories Weight 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CAll 
CALL 
CALL 
C:\LL 
CAii 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 

725 
870 
930 
iJiJ5 
760 
790 
820 
860 
905 

1085 
1155 
i 230 
10?5 
1045 
1085 
1110 
1155 
1200 
1590 
i 675 
1835 
1750 
I/IIU 

1835 
1885 
1945 
2560 

NU WYE (Not im!uded in AWWA ell O} 

N 3 
N 4 
N 6x4 
N 6 
N 8x4 
N 8x6 

N IOx4 
I'll 10x6 
t-..l lax8 
N 10 
1'-1 12x4 
N 12x6 
N 12x8 
N 12xl0 
N 12 
N 14x6 
N 14x8 
N 14xl0 
N 14x12 
N 14 
~~ 16x6 
N 16x8 
N 16xlO 
N i6xi2 
N 16x14 

285.00 
426.00 
574.00 
638.00 
808.00 
871.00 
956.00 

CALL 

1211.00 
1296.00 
1594.00 

CALL 
CALL 

1798.00 
CALL 

2274.00 
2543.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

378.00 60 
546.00 90 
730.00 130 
812.00 145 

1004.00 190 
1085.00 205 
1190.00 230 

2/0 
1461.00 330 
1566.00 275 
1882.00 435 

380 
400 

2112.00 505 
450 

2628.00 490 
2923.00 626 

595 
625 
670 
803 
735 
760 
800 
835 
900 
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CX 2358-202

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined !.P-5091 
urCod .. 
670610 

$hir
Cud", 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

urCude 
670610 

Shi~ 
Code Size 

Less With 
Acce,5o,-ies Acce,5o,-ies \Veight 

Mj ¥V-it (Not included in AWWA ell O) (Con'l) MjxPExM.i 'n'-fE iCon'f) 

336105 
336112 
336129 

336143 
336150 
336167 
336174 

336198 

336204 

202 

N 16 
N 18x8 
N 18x10 
N 18x12 
N 18x14 
N 18x16 
N 18 
!'oJ 20xl0 
N 20xi2 
N 20x14 
f'J 20x16 
N 20x! 8 
N 20 
t'-~ 24x12 
N 24x14 
N 24x16 
j"j 24xi a 
N 24x20 

24 

4005.00 4689.00 i 079 
3750.00 4486.00 815 
5350.00 6104.00 975 
5650.00 6426.00 1015 

CAU 1075 
5750.00 6636.00 i i 35 
6225.00 7212.00 1200 
7175.00 8127.00 1220 
5750.00 6724.00 1260 

CALL 1320 
6800.00 7884.00 1375 

CALL i 435 
7150.00 8434.00 1525 

CALL 
CALL 
CALL 
CALL 
CALL 

1805 
1865 
1925 
1925 
2070 

9014.00 10826.00 2372 
30 20097.00 22680.00 3670 

N 4 
N 6x4 

N 8x4 
N 8x6 

N 10x4 
N 10x6 
j.,i 10xo 
N 10 
t-J 12)(6 

N 12x8 
N 12x10 
N 12 
N 14x6 
!\! 14x8 
t~ 14x.1O 
N 14x12 
t-J 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

16)(6 
16x8 

16x.10 
16x12 
16x14 

16 
18x8 

18x10 
18x12 
18x14 
18x16 

18 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 

c:.4.H 
CALL 
CALL 
C .. 'l..LL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

85 
125 
140 
i85 
200 
185 
270 
285 
310 
340 
400 
425 
450 
490 

", 
580 
610 
670 
715 
735 
780 
815 
880 
940 
925 
950 
990 

1050 
1110 
1175 

N 20xi 0 
N 20x12 
t-~ 20x14 
I'll 20x16 
N 20x18 

20 
N 24x12 
N 24x14 
N 24x16 
N 24x18 
N 24;::20 
N 24 
N 30x16 
N 30,,18 
N 30x20 
N 30x24 
j.,i 30 

MJ OFFSET 

336853 
336860 
336877 
336884 
336891 
344995 
344988 
336921 
336938 
336945 
336952 
3449il 
336976 
336983 
337003 
337010 
337027 
337034 
337041 
33i058 
337065 

4)(12 

N 4x18 
t'-l -1x2-1 
N 6xa 
N 6x12 
N 6;::18 
N 6x24 
N 8x6 
t-..J 8x12 
N 8x18 
N 8x24 
j.,i 10x12 
N lOx18 
r-J 10;::24 
N 12x12 
N 12x18 
N 12x24 
N 16xl:2 
N 16}1.18 
j.,i 20x12 
N 20x18 

MJxPE OFFSET 
337072 N 
337089 N 
3371 02 N 
337119 N 
337126 N 
337133 N 
337140 N 
337157 N 
337164 t'-J 
337i 7i N 
337188 N 

4x6 
4x12 
4x24 
6x6 

6x12 
6x18 
6x24 
8x6 

8x12 
SxiS 
8x24 

337195 1',1 10;;:12 
337201 N IOxl8 

N 12x6 

CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

383.00 
473.00 
567.00 

463.00 

n90 
1230 
1290 
1345 
1415 
1495 
1760 
1820 
1885 
1950 
2030 
2205 
2995 
3070 
3150 
3315 
3630 

85 
553.00 105 
6-17.00 126 

468.00 584.00 i i 4 
574.00 690.00 135 
701.00 817.00 165 
829.00 945.00 165 
680.00 836.00 160 
850.00 1006.00 200 

1041.00 1197.00 245 
1381.00 1537.00 280 
i 063.00 1255.00 2aO 
1445.00 1637.00 340 
1700.00 1892.00 420 
Ha5.00 202 LOO 420 
2210.00 2446.00 520 
2550.00 2786.00 640 
3405.00 3861.00 690 
3825.00 428 LOO 850 
5180.00 6036.00 1025 
5950.00 6806.00 1275 

369.00 
428.00 
563.00 
512.00 
582.00 
642.00 
799.00 
757.00 
880.00 

n 99.00 
1212.00 

409.00 
468.00 
603.00 
570.00 
640.00 
700.00 
857.00 
835.00 
958.00 

1277.00 
1290.00 

70 
80 

115 
105 
130 
160 
160 
155 
195 
240 
275 

1190.00 1286.00 280 
1445.00 1523.00 340 
1360.00 1478.00 320 

11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

05/01/09 

Confidential McVVane-014443 

PUBLIC

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined !.P-5091 
urCod .. 
670610 

$hir
Cud", 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

urCude 
670610 

Shi~ 
Code Size 

Less With 
Acce,5o,-ies Acce,5o,-ies \Veight 

Mj ¥V-it (Not included in AWWA ell O) (Con'l) MjxPExM.i 'n'-fE iCon'f) 

336105 
336112 
336129 

336143 
336150 
336167 
336174 

336198 

336204 

202 

N 16 
N 18x8 
N 18x10 
N 18x12 
N 18x14 
N 18x16 
N 18 
!'oJ 20xl0 
N 20xi2 
N 20x14 
f'J 20x16 
N 20x! 8 
N 20 
t'-~ 24x12 
N 24x14 
N 24x16 
j"j 24xi a 
N 24x20 

24 

4005.00 4689.00 i 079 
3750.00 4486.00 815 
5350.00 6104.00 975 
5650.00 6426.00 1015 

CAU 1075 
5750.00 6636.00 i i 35 
6225.00 7212.00 1200 
7175.00 8127.00 1220 
5750.00 6724.00 1260 

CALL 1320 
6800.00 7884.00 1375 

CALL i 435 
7150.00 8434.00 1525 

CALL 
CALL 
CALL 
CALL 
CALL 

1805 
1865 
1925 
1925 
2070 

9014.00 10826.00 2372 
30 20097.00 22680.00 3670 

N 4 
N 6x4 

N 8x4 
N 8x6 

N 10x4 
N 10x6 
j.,i 10xo 
N 10 
t-J 12)(6 

N 12x8 
N 12x10 
N 12 
N 14x6 
!\! 14x8 
t~ 14x.1O 
N 14x12 
t-J 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N 

16)(6 
16x8 

16x.10 
16x12 
16x14 

16 
18x8 

18x10 
18x12 
18x14 
18x16 

18 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 

c:.4.H 
CALL 
CALL 
C .. 'l..LL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

85 
125 
140 
i85 
200 
185 
270 
285 
310 
340 
400 
425 
450 
490 

", 
580 
610 
670 
715 
735 
780 
815 
880 
940 
925 
950 
990 

1050 
1110 
1175 

N 20xi 0 
N 20x12 
t-~ 20x14 
I'll 20x16 
N 20x18 

20 
N 24x12 
N 24x14 
N 24x16 
N 24x18 
N 24;::20 
N 24 
N 30x16 
N 30,,18 
N 30x20 
N 30x24 
j.,i 30 

MJ OFFSET 

336853 
336860 
336877 
336884 
336891 
344995 
344988 
336921 
336938 
336945 
336952 
3449il 
336976 
336983 
337003 
337010 
337027 
337034 
337041 
33i058 
337065 

4)(12 

N 4x18 
t'-l -1x2-1 
N 6xa 
N 6x12 
N 6;::18 
N 6x24 
N 8x6 
t-..J 8x12 
N 8x18 
N 8x24 
j.,i 10x12 
N lOx18 
r-J 10;::24 
N 12x12 
N 12x18 
N 12x24 
N 16xl:2 
N 16}1.18 
j.,i 20x12 
N 20x18 

MJxPE OFFSET 
337072 N 
337089 N 
3371 02 N 
337119 N 
337126 N 
337133 N 
337140 N 
337157 N 
337164 t'-J 
337i 7i N 
337188 N 

4x6 
4x12 
4x24 
6x6 

6x12 
6x18 
6x24 
8x6 

8x12 
SxiS 
8x24 

337195 1',1 10;;:12 
337201 N IOxl8 

N 12x6 

CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

383.00 
473.00 
567.00 

463.00 

n90 
1230 
1290 
1345 
1415 
1495 
1760 
1820 
1885 
1950 
2030 
2205 
2995 
3070 
3150 
3315 
3630 

85 
553.00 105 
6-17.00 126 

468.00 584.00 i i 4 
574.00 690.00 135 
701.00 817.00 165 
829.00 945.00 165 
680.00 836.00 160 
850.00 1006.00 200 

1041.00 1197.00 245 
1381.00 1537.00 280 
i 063.00 1255.00 2aO 
1445.00 1637.00 340 
1700.00 1892.00 420 
Ha5.00 202 LOO 420 
2210.00 2446.00 520 
2550.00 2786.00 640 
3405.00 3861.00 690 
3825.00 428 LOO 850 
5180.00 6036.00 1025 
5950.00 6806.00 1275 

369.00 
428.00 
563.00 
512.00 
582.00 
642.00 
799.00 
757.00 
880.00 

n 99.00 
1212.00 

409.00 
468.00 
603.00 
570.00 
640.00 
700.00 
857.00 
835.00 
958.00 

1277.00 
1290.00 

70 
80 

115 
105 
130 
160 
160 
155 
195 
240 
275 

1190.00 1286.00 280 
1445.00 1523.00 340 
1360.00 1478.00 320 

11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO 1800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

05/01/09 

Confidential McVVane-014443 



CX 2358-203

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

iNxPE OFFSET (Con'tj 
337225 
337232 
337249 
337263 

N i2xi2 
N 12x18 
N 12x24 
N 16xl8 

M.i REDUCER 

336372 

336389 
336396 
336402 
336419 
336426 

336433 
336440 
336457 
336464 
336471 
336488 

336495 
336501 
336518 
336525 
336532 
336549 
336556 
336563 
336570 
336587 
336594 
336600 

336617 
336624 

336631 

336648 
336655 
336662 

336679 
336686 
336693 

N 
N 

N 
N 

N 
1'1 
N 
N 

N 
N 

3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
8x3 
8x4 
8x6 

lOx4 
lOx6 
10xiS 
, 2xA. 

12x6 
N 12xB 
N 12y.l0 
t-..l '4x6 
N 14x8 
t-~ 14x10 
N 16x6 
N 16x8 
t'-...J 16xlO 
N 16x12 
N 16x14 
N i oxo 
N 18xlO 
N 18x12 
N 18x14 
N 18x16 
t'-...J 20xlO 
N 20xl2: 
N 20x14 
t-..l 20xi6 
N 20x18 
f'l 24xl0 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N .. 

24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x20 
36x24 
36x30 

2i99.00 2li7.00 420 
2210.00 2328.00 520 
2678.00 2796.00 630 
3735.00 3963.00 830 

114.00 
140.00 
180.00 
196.00 
234,00 
255.00 
329.00 
3-40.00 
404.00 

CALL 
489.00 
574.00 
57400 
638.00 

167.00 25 
202.00 28 
251.00 36 
276.00 44 
323,00 55 
353.00 56 
438.00 75 
458.00 84 
540.00 95 

105 
643.00 115 
748.DD 142 
732_00 139 
814.00 148 

701.00 897.00 173 
833.00 1047.00 194 
900.00 1119.00 200 

CALL 220 
CALL 270 

i035.00 i321.00 250 
1125.00 1431.00 288 
1260.00 1584.00 300 
1287.00 1633.00 330 
1508.00 1897.00 370 
i4iS.00 i6a2.00 320 
1625.00 2050.00 388 
1750.00 2197.00 380 
i 900.00 2390.00 450 
2075.00 2632.00 476 
1875.00 2399.00 410 
2025.00 2571.00 515 

CALL 485 
2350.00 3006.00 578 
2440.00 3197.00 575 

CALL 565 
2888.00 

CALL 
3229.00 
3465.00 
3701.00 
5418.00 
5445.00 
5775.00 
6408.00 
7975.00 
8558.00 

10120.00 

3610.00 610 
660 

4061.00 705 
4398.00 760 
4733.00 815 
6507.00 1150 
6635.00 1160 
7064.00 1225 
7873.00 1360 
9418.00 1495 

10177.00 1580 
11996.00 1919 

upendo 
670610 

Ship 
Code Size 

PE REDUCER 

052319 
N 
N 

N 
N 

4x3 
6x4 
Sx4 
8x6 

10x4 
lOx6 

N lOx8 
to! 12x4 
N 12xo 
N 12xS 
N 12xlO 
N i4x6 
N 14x8 
~~ 14xlO 
N 14x12 
N 16x6 
N i6xo 
N 16xlO 
N H,,::12 
N i6xi4 
N 18x8 

N lax 12 

I'll 18x14 
t-..l .axl6 
N 20xlO 
to! 2(h!:12 

N 20x14 
N 20x16 
~~ 20,,1 a 
I'll 2:4x12 
N ?.dxlA 

N 24x16 
N 24x18 
to! 24y.20 
N 30xi 6 
N 30xl a 
N 30x20 
N 30x24 
N 36x24 
t-~ 36x30 

los~ With 
,A",es5cries ,A",essories Weight 

i SLOO 
242.00 

CALL 
408.00 

CALL 
CALL 

574.00 
CALL 
CALL 

714.00 
786.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 

5563.00 
5638.00 
5995.00 
6683.00 
7640.00 
8718.00 

N/A 
N/A 

I'll/A 

36 
55 
75 
96 

100 
115 

N/A 135 
130 
145 

N/A 168 
N/A 185 

185 
205 
230 
260 
230 
250 
280 
335 
335 
295 
32.5 
360 
385 
420 
380 
415 
440 
475 
520 
575 
605 
645 
695 
745 

NiA iOiS 
N/A 1025 
!'JtA 1090 
NiA 1215 
NJA 1389 
t'-~!A 1585 

SMALL END BELL (SEB) REDUCER 
N 
N 
N 
N 
N 
N 
N .. 
N 
N 

N 
N 

3,2 
4x2 
4,3 
6x2 
6,3 
6x4 
8,3 
8x4 
8x6 

lOx4 
10,,6 
10x8 
12x4 

114.00 
135.00 
158.00 
183.00 
213.00 
255.00 
321.00 
340.00 
363.00 

CALL 
489.00 
553.00 
553.00 

136.00 
157.00 
189.00 
205.00 
244.00 
295.00 
352.00 
380.00 
44i .00 

21 
25 
38 
40 
50 
55 
70 
82 
90 

100 
547.00 116 
631.00 135 
593.00 131 

05/01/09 11910 CR492 • TYLER, TEXAS 75706· (800) 527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

203 

Confidential McVVane-014444 

PUBLIC

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

iNxPE OFFSET (Con'tj 
337225 
337232 
337249 
337263 

N i2xi2 
N 12x18 
N 12x24 
N 16xl8 

M.i REDUCER 

336372 

336389 
336396 
336402 
336419 
336426 

336433 
336440 
336457 
336464 
336471 
336488 

336495 
336501 
336518 
336525 
336532 
336549 
336556 
336563 
336570 
336587 
336594 
336600 

336617 
336624 

336631 

336648 
336655 
336662 

336679 
336686 
336693 

N 
N 

N 
N 

N 
1'1 
N 
N 

N 
N 

3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
8x3 
8x4 
8x6 

lOx4 
lOx6 
10xiS 
, 2xA. 

12x6 
N 12xB 
N 12y.l0 
t-..l '4x6 
N 14x8 
t-~ 14x10 
N 16x6 
N 16x8 
t'-...J 16xlO 
N 16x12 
N 16x14 
N i oxo 
N 18xlO 
N 18x12 
N 18x14 
N 18x16 
t'-...J 20xlO 
N 20xl2: 
N 20x14 
t-..l 20xi6 
N 20x18 
f'l 24xl0 
N 
N 
N 
N 
N 
N 
N 
N 
N 

N .. 

24x12 
24x14 
24x16 
24x18 
24x20 
30x16 
30x18 
30x20 
30x24 
36x20 
36x24 
36x30 

2i99.00 2li7.00 420 
2210.00 2328.00 520 
2678.00 2796.00 630 
3735.00 3963.00 830 

114.00 
140.00 
180.00 
196.00 
234,00 
255.00 
329.00 
3-40.00 
404.00 

CALL 
489.00 
574.00 
57400 
638.00 

167.00 25 
202.00 28 
251.00 36 
276.00 44 
323,00 55 
353.00 56 
438.00 75 
458.00 84 
540.00 95 

105 
643.00 115 
748.DD 142 
732_00 139 
814.00 148 

701.00 897.00 173 
833.00 1047.00 194 
900.00 1119.00 200 

CALL 220 
CALL 270 

i035.00 i321.00 250 
1125.00 1431.00 288 
1260.00 1584.00 300 
1287.00 1633.00 330 
1508.00 1897.00 370 
i4iS.00 i6a2.00 320 
1625.00 2050.00 388 
1750.00 2197.00 380 
i 900.00 2390.00 450 
2075.00 2632.00 476 
1875.00 2399.00 410 
2025.00 2571.00 515 

CALL 485 
2350.00 3006.00 578 
2440.00 3197.00 575 

CALL 565 
2888.00 

CALL 
3229.00 
3465.00 
3701.00 
5418.00 
5445.00 
5775.00 
6408.00 
7975.00 
8558.00 

10120.00 

3610.00 610 
660 

4061.00 705 
4398.00 760 
4733.00 815 
6507.00 1150 
6635.00 1160 
7064.00 1225 
7873.00 1360 
9418.00 1495 

10177.00 1580 
11996.00 1919 

upendo 
670610 

Ship 
Code Size 

PE REDUCER 

052319 
N 
N 

N 
N 

4x3 
6x4 
Sx4 
8x6 

10x4 
lOx6 

N lOx8 
to! 12x4 
N 12xo 
N 12xS 
N 12xlO 
N i4x6 
N 14x8 
~~ 14xlO 
N 14x12 
N 16x6 
N i6xo 
N 16xlO 
N H,,::12 
N i6xi4 
N 18x8 

N lax 12 

I'll 18x14 
t-..l .axl6 
N 20xlO 
to! 2(h!:12 

N 20x14 
N 20x16 
~~ 20,,1 a 
I'll 2:4x12 
N ?.dxlA 

N 24x16 
N 24x18 
to! 24y.20 
N 30xi 6 
N 30xl a 
N 30x20 
N 30x24 
N 36x24 
t-~ 36x30 

los~ With 
,A",es5cries ,A",essories Weight 

i SLOO 
242.00 

CALL 
408.00 

CALL 
CALL 

574.00 
CALL 
CALL 

714.00 
786.00 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 

5563.00 
5638.00 
5995.00 
6683.00 
7640.00 
8718.00 

N/A 
N/A 

I'll/A 

36 
55 
75 
96 

100 
115 

N/A 135 
130 
145 

N/A 168 
N/A 185 

185 
205 
230 
260 
230 
250 
280 
335 
335 
295 
32.5 
360 
385 
420 
380 
415 
440 
475 
520 
575 
605 
645 
695 
745 

NiA iOiS 
N/A 1025 
!'JtA 1090 
NiA 1215 
NJA 1389 
t'-~!A 1585 

SMALL END BELL (SEB) REDUCER 
N 
N 
N 
N 
N 
N 
N .. 
N 
N 

N 
N 

3,2 
4x2 
4,3 
6x2 
6,3 
6x4 
8,3 
8x4 
8x6 

lOx4 
10,,6 
10x8 
12x4 

114.00 
135.00 
158.00 
183.00 
213.00 
255.00 
321.00 
340.00 
363.00 

CALL 
489.00 
553.00 
553.00 

136.00 
157.00 
189.00 
205.00 
244.00 
295.00 
352.00 
380.00 
44i .00 

21 
25 
38 
40 
50 
55 
70 
82 
90 

100 
547.00 116 
631.00 135 
593.00 131 

05/01/09 11910 CR492 • TYLER, TEXAS 75706· (800) 527·8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 

203 

Confidential McVVane-014444 



CX 2358-204

i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
urCod .. 
670610 

$hir
Cud., 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

urCude 
670610 

Shi~ 
Code Size 

!.P-5091 
Less With 

Acce,5o,-ies Acce,5o,-ies \Veight 

SMALL END BELL (SEB) REDUCER (Con't) LARGE END BELL (LEBj REDUCER (Con'tj 

391586 

N ilx6 
N 12x8 

N 14x6 
N 14x8 
N 14xlO 
N 14x12 
N 16x6 
N i6xS 
N 16xlO 
f'J 16x12 
N i 6xi4 
N 18x8 

N 18xl0 
N 18x12 
N 18x14 
i-..l 18x16 
N 20xlO 
!"-! 20x12 
N 20xi4 
N 20x16 
r--~ 20;.;18 
N 24xl2: 
N 24:-:14 
N 24x16 
N 24x18 
!\! 24x20 
N lOxia 
N 30x18 
1',1 30x20 
N 30x24 
N 36x16 
~~ 36x30 

6i6.00 
710.00 
808.00 

CALL 
CAU 
CALL 
CALL 
CALL 

674.00 i50 
788.00 168 
904.00 190 

185 
205 
230 
255 
230 

i 035.00 iii 3.00 248 
CALL 298 

1283.00 1401.00 304 
CALL 
CALL 

CALL 
1625.00 

C.4.ll 
CALL 
CALL 

350 
.144 

407 
1743.00 355 

400 
461 
430 

1875.00 1993.00 420 
CALL 455 

2175.00 2403.00 525 
CALL 640 

2678.00 2796.00 570 
CA.LL 620 

3019.00 3247.00 665 
3255.00 3584.00 720 
3491.00 3919.00 "]"15 
41 3i .00 4359.00 i 040 
4868.00 5197.00 1050 
5198.00 5626.00 1120 
5830.00 6434.00 1255 
6820.00 7048.00 1240 
9295.00 10156.00 1721 

MJxFIPT ECCENTRIC REDUCER 
6:-:2 
6x2 

717.00 775.00 
i 002.00 i 060.00 

51 
66 

LARGE END BELL (LEBj REDUCER 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
8,3 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 

N 12x6 
N 12x8 
1-...1 12x1O 

114.00 
140.00 
180.00 
200.00 
234.00 
255.00 
298.00 
340.00 
417.00 

CALL 
489.00 
553.00 

CALL 
616.00 

803.00 
786.00 

145.00 20 
180.00 31 
220.00 37 
258.00 47 
292.00 55 
313.00 60 
376.00 70 
418.00 84 
495.00 93 

100 
585.00 117 
649.00 130 

130 
734.00 153 
921.00 165 
904.00 178 

N i4x6 
N 14xS 
N 14x12 
N 16x6 
N 16x8 
N 16xl0 
N 16x12 
N 16x14 
1-...1 i8x8 
N 18xl0 
N 18x12 
N 'i8x'i4 
N l8xl IS 
N 20,,10 
N 20x12 
N 20x14 
j"j 20x16 
N 20x18 
r-J 24x12 
N 24xi 4 
N 24x16 
N 24x18 
N 24x20 
N 30)(16 
t...J 30x18 
N 30x20 
!'-J 30:-:24 
N 36x24 

MJxFE REDUCER 

028208 

N 
!'-J 

N 
N 

N 

!II 

4x3 
6x3 
6x4 
8x4 
8x6 

10A6 
IUx/:l 

12)(6 
12x8 

N 12x10 
!'-J 14:.:6 
N 14xS 
N 14x12 
N 16x12 
N 18x8 
N 18x12 
N 18x16 
N 20x16 
N 24x12 

CALL 
CALL 
CALL 
CALL 
CAU 
CALL 

200 
220 
275 
250 
270 
300 

1373.00 1601.00 325 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 

355 
320 
350 
440 
506 
445 
410 
532 
548 

2225.00 2653.00 510 
2888.00 3316.00 550 

CALL 615 
CALL 645 

3124.00 3728.00 753 
CALL 735 

3544.00 4148.00 785 

CALL 
CALL 

6188.00 

938 
965 

1020 
7049.00 1320 

6443.00 9456.00 i 535 

158.00 
213.00 
264.00 
319.00 
347.00 
424.00 
!:>!:>;j.UU 

553.00 
808.00 
786.00 
878.00 

1080.00 
1080.00 
1710.00 
1500.00 
2025.00 
2225.00 
2550.00 
3520.00 

198.00 
271.00 
322.00 
397.00 
425.00 

33 
46 
62 
75 
82 

520.00 100 
64Y.UU 13u 

671.00 130 
926.00 190 
904.00 185 

1039.00 195 
1241.00 240 
1241.00 240 
1938.00 380 
1829.00 290 
2354.00 405 
2554.00 385 
2978.00 510 
4124.00 455 
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i\iU Ci 'i 0 DOUBLE CEMENT liNED 
Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
urCod .. 
670610 

$hir
Cud., 

L .. ~~ ',.'-:;Ih 
A"."so,-i.,. A"""$o,-i",. W .. iglli 

urCude 
670610 

Shi~ 
Code Size 

!.P-5091 
Less With 

Acce,5o,-ies Acce,5o,-ies \Veight 

SMALL END BELL (SEB) REDUCER (Con't) LARGE END BELL (LEBj REDUCER (Con'tj 

391586 

N ilx6 
N 12x8 

N 14x6 
N 14x8 
N 14xlO 
N 14x12 
N 16x6 
N i6xS 
N 16xlO 
f'J 16x12 
N i 6xi4 
N 18x8 

N 18xl0 
N 18x12 
N 18x14 
i-..l 18x16 
N 20xlO 
!"-! 20x12 
N 20xi4 
N 20x16 
r--~ 20;.;18 
N 24xl2: 
N 24:-:14 
N 24x16 
N 24x18 
!\! 24x20 
N lOxia 
N 30x18 
1',1 30x20 
N 30x24 
N 36x16 
~~ 36x30 

6i6.00 
710.00 
808.00 

CALL 
CAU 
CALL 
CALL 
CALL 

674.00 i50 
788.00 168 
904.00 190 

185 
205 
230 
255 
230 

i 035.00 iii 3.00 248 
CALL 298 

1283.00 1401.00 304 
CALL 
CALL 

CALL 
1625.00 

C.4.ll 
CALL 
CALL 

350 
.144 

407 
1743.00 355 

400 
461 
430 

1875.00 1993.00 420 
CALL 455 

2175.00 2403.00 525 
CALL 640 

2678.00 2796.00 570 
CA.LL 620 

3019.00 3247.00 665 
3255.00 3584.00 720 
3491.00 3919.00 "]"15 
41 3i .00 4359.00 i 040 
4868.00 5197.00 1050 
5198.00 5626.00 1120 
5830.00 6434.00 1255 
6820.00 7048.00 1240 
9295.00 10156.00 1721 

MJxFIPT ECCENTRIC REDUCER 
6:-:2 
6x2 

717.00 775.00 
i 002.00 i 060.00 

51 
66 

LARGE END BELL (LEBj REDUCER 

N 
N 
N 
N 
N 
N 
N 
N 
N 
N 
N 

3x2 
4x2 
4x3 
6x2 
6x3 
6x4 
8,3 
8x4 
8x6 

10x4 
10x6 
10x8 
12x4 

N 12x6 
N 12x8 
1-...1 12x1O 

114.00 
140.00 
180.00 
200.00 
234.00 
255.00 
298.00 
340.00 
417.00 

CALL 
489.00 
553.00 

CALL 
616.00 

803.00 
786.00 

145.00 20 
180.00 31 
220.00 37 
258.00 47 
292.00 55 
313.00 60 
376.00 70 
418.00 84 
495.00 93 

100 
585.00 117 
649.00 130 

130 
734.00 153 
921.00 165 
904.00 178 

N i4x6 
N 14xS 
N 14x12 
N 16x6 
N 16x8 
N 16xl0 
N 16x12 
N 16x14 
1-...1 i8x8 
N 18xl0 
N 18x12 
N 'i8x'i4 
N l8xl IS 
N 20,,10 
N 20x12 
N 20x14 
j"j 20x16 
N 20x18 
r-J 24x12 
N 24xi 4 
N 24x16 
N 24x18 
N 24x20 
N 30)(16 
t...J 30x18 
N 30x20 
!'-J 30:-:24 
N 36x24 

MJxFE REDUCER 

028208 

N 
!'-J 

N 
N 

N 

!II 

4x3 
6x3 
6x4 
8x4 
8x6 

10A6 
IUx/:l 

12)(6 
12x8 

N 12x10 
!'-J 14:.:6 
N 14xS 
N 14x12 
N 16x12 
N 18x8 
N 18x12 
N 18x16 
N 20x16 
N 24x12 

CALL 
CALL 
CALL 
CALL 
CAU 
CALL 

200 
220 
275 
250 
270 
300 

1373.00 1601.00 325 
CALL 
CALL 
CALL 
CALL 
CALL 
CALL 

CALL 
CALL 
CALL 

355 
320 
350 
440 
506 
445 
410 
532 
548 

2225.00 2653.00 510 
2888.00 3316.00 550 

CALL 615 
CALL 645 

3124.00 3728.00 753 
CALL 735 

3544.00 4148.00 785 

CALL 
CALL 

6188.00 

938 
965 

1020 
7049.00 1320 

6443.00 9456.00 i 535 

158.00 
213.00 
264.00 
319.00 
347.00 
424.00 
!:>!:>;j.UU 

553.00 
808.00 
786.00 
878.00 

1080.00 
1080.00 
1710.00 
1500.00 
2025.00 
2225.00 
2550.00 
3520.00 

198.00 
271.00 
322.00 
397.00 
425.00 

33 
46 
62 
75 
82 

520.00 100 
64Y.UU 13u 

671.00 130 
926.00 190 
904.00 185 

1039.00 195 
1241.00 240 
1241.00 240 
1938.00 380 
1829.00 290 
2354.00 405 
2554.00 385 
2978.00 510 
4124.00 455 

204 11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-8478 • FAX ORDERS TO 1800) 248·9537 
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CX 2358-205

!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

FExMj REDUCER 
N 4x3 
N 6x4 
N Sx4 

028215 N 8x6 
N 10x6 
~...I 10)(8 
N 12x6 
N 12x8 
N i2xi G 
N 16x12 

153.00 
225.00 
310.00 
404.00 
503.00 
554.00 
616.00 
723.00 
799.00 

1373.00 

MJ TEE TAPPED 12-inch IPTI . , 

N 3x2 206.00 
284352 N 4x2 243.00 

N 6x2 338.00 
N 8x2 482.00 
t-~ lOx2 593.00 
N 12x2 805.00 

-- - TEE i CROSS UNTAPPED MJ 

N 3 166.00 
N 4 203.00 
I'-~ 6 298.00 
N 8 442.00 
N 10 553.00 
N 12 765.00 

MJxFLARE ADAPTER 
1'--.1 4 CALL 
N 6 CALL 
N 8 CA.LL 
N iii CALL 
N 12 CALL 
N 14 CALL 
N 16 CALL 
N 18 CALL 
1'--.1 20 CALL 
N 24 CALL 
N 30 CALL 

184.00 
265.00 
350.00 
462.00 
561.00 
632.00 
674.00 
801.00 
895.00 

1491.00 

268.00 
323.00 
454.00 
638.00 
785.00 

1(;41.00 

228.00 
283.00 
414.00 
598.00 
745.00 

1001.00 

34 
53 
73 
84 

118 
130 
145 
170 
iSS 
305 

35 
45 
70 

104 
130 
180 

35 
45 
70 

104 
130 
180 

35 
50 
82 

iiO 
160 
190 
270 
320 
410 
545 
894 

upendo Ship los~ With 
670610 Code Size ,A",es5cries ,A",essories 

NUxFLANGE ADAPTER 8:: ii 
336730 N 3 i43.00 i 74.00 
336747 N 4 189.00 229.00 
336754 I'~ 6 264.00 322.00 
336761 N 8 361.00 439.00 
336778 N 10 510,00 60600 
336785 ;-'11 12 659.00 777.00 
336792 N 16 1080.00 1308.00 
336808 N 18 1400.00 1729.00 
336815 N 20 1700.00 2128.00 
336822 N 24 2405.00 3009.00 

MJxFLANGE ADAPTER 10" LL 

336839 N 30 4180.00 5041.00 

NOTE: A!! items shown in ellO 
Standard Cement Lined are available 
in double cement lined at the same 
piice. Contact YOUi CSR. 

05/01/09 11910 CR492 • TYLER, TEXAS 75706· (800) 527-8478 • FAX ORDERS TO (800) 248-9537 
BOX 309· ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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30 
42 
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88 

120 
150 
260 
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340 
495 
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!..P-5091 Tyler Union DJ. ell 0 MJ Fittings/Double Cement Lined 
UPCcdc 
670610 

Ship 
Ccde Size 

FExMj REDUCER 
N 4x3 
N 6x4 
N Sx4 

028215 N 8x6 
N 10x6 
~...I 10)(8 
N 12x6 
N 12x8 
N i2xi G 
N 16x12 

153.00 
225.00 
310.00 
404.00 
503.00 
554.00 
616.00 
723.00 
799.00 

1373.00 

MJ TEE TAPPED 12-inch IPTI . , 

N 3x2 206.00 
284352 N 4x2 243.00 

N 6x2 338.00 
N 8x2 482.00 
t-~ lOx2 593.00 
N 12x2 805.00 

-- - TEE i CROSS UNTAPPED MJ 

N 3 166.00 
N 4 203.00 
I'-~ 6 298.00 
N 8 442.00 
N 10 553.00 
N 12 765.00 

MJxFLARE ADAPTER 
1'--.1 4 CALL 
N 6 CALL 
N 8 CA.LL 
N iii CALL 
N 12 CALL 
N 14 CALL 
N 16 CALL 
N 18 CALL 
1'--.1 20 CALL 
N 24 CALL 
N 30 CALL 

184.00 
265.00 
350.00 
462.00 
561.00 
632.00 
674.00 
801.00 
895.00 

1491.00 

268.00 
323.00 
454.00 
638.00 
785.00 

1(;41.00 

228.00 
283.00 
414.00 
598.00 
745.00 

1001.00 

34 
53 
73 
84 

118 
130 
145 
170 
iSS 
305 

35 
45 
70 

104 
130 
180 

35 
45 
70 

104 
130 
180 

35 
50 
82 

iiO 
160 
190 
270 
320 
410 
545 
894 

upendo Ship los~ With 
670610 Code Size ,A",es5cries ,A",essories 

NUxFLANGE ADAPTER 8:: ii 
336730 N 3 i43.00 i 74.00 
336747 N 4 189.00 229.00 
336754 I'~ 6 264.00 322.00 
336761 N 8 361.00 439.00 
336778 N 10 510,00 60600 
336785 ;-'11 12 659.00 777.00 
336792 N 16 1080.00 1308.00 
336808 N 18 1400.00 1729.00 
336815 N 20 1700.00 2128.00 
336822 N 24 2405.00 3009.00 

MJxFLANGE ADAPTER 10" LL 

336839 N 30 4180.00 5041.00 

NOTE: A!! items shown in ellO 
Standard Cement Lined are available 
in double cement lined at the same 
piice. Contact YOUi CSR. 
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Weight 

30 
42 
62 
88 

120 
150 
260 
305 
340 
495 

760 

205 
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CX 2358-206

206 

NOTE &. ADD!T!ONS 
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CX 2358-207

TERMS AND COND!T!ONS OF SALE 
McWane, Inc. 

1. Et-,1TIRE AGREEI'~1.ENT. N',cWane, Inc., agrees to sell the goods covered herein (the "Goods") to Buyer en the fcllov.;ing 
terms and conditions of saie (the "Terms and Conditions") which supersede any other or inconsistent terms of Buyer. This 
contract COr"lst!!utes the entire agreement bety.!een parties with respect to the Goods, and this . .b..greement may not be modified, 
amended or woived in any woy except in writing signed by on authorized representative oT Seiler. hio representation, promise 
or term not set forth herein has been nor may be relied upon by Buyer. All references by Seller to Buyer's specifications and 

5Iii",ilu; requirements are Oiily to desCiibe the products i:md work covered hen"by and iiO warranties Oi other teims there iii 
shall have any force or effect. 

2. QUOTATIONS. Where this form is used by Seller to place a bid, the quotation stated herein is for prompt acceptance 
and is subject te change and/or withdrovvo! witheut notice. Prompt acceptance ef a!! quotations and adherence to delivery 
scheduies are moterioi terms of the bid and any subsequent agreement. In cases where freight aiiowance IS Inciuded In 
the quotation, Buyer is liab!e for any rate increase and/or additional expense over the calcu!ated allowance resulting from 
compliance with Buyer's shipping instructions. 

3. ACCEPTANCE. This order shaii not be binding upon Seiier untii accepted by an authorized representative of Seiier at 
its. home office. Acceptance of orders, whether ora! or ""ritten, is based on the express condition that Buyer agrees to a!! of 
these Terms and Conditions. Acceptance of delivery by Buyer will constitute Buyer's as.sent to tne.se Terms and Conditions 
in their entirety. 

4. DELIVERY. All price!; ore F.O.B. Seller'!; plont; unle!;!; otherwi!;e !;pecified by Seller. AII!;hipping date!; are approximote; and 
any time period indicated for a shipment sholl not commence until receipt of Seller's information. Acceptance of shipment by 
designated shipper, allocation of Goods to Buyer at premises other than Seller's, delivery to Buyer's representative or designee, 
or mailing of an invoice to Buyer, v:hichever first occurs, shall constitute tender of delivery. Upon tender of delivery, title shall 
pass to Buyer, subject to Seiier's right of stoppage in transit and to any interest of Seiier reserved to secure Buyer's payment 
t)r perft)rmt)n("J;!; irrespedivJ;! t)f t)ny frJ;!ight (I11t)won("J;! t)r prJ;!poymJ;!nt t)f freight Gt)t)ds held subjJ;!d tt) B'JYJ;!r's instrl)("tit)ns, 

Goods for which Buyer has failed to supply shipping instructions, or i.-. any case where Seller, in its sale discretion, detenT.ines 
any part of the Goods should be held for Buyer's account, Seller may invoice the Goods and Buyer agrees to make payment 
at the maturity of the invoice rendered. Goods invoiced ond held at ony location for wha!ever reason sha!! be at Buyer's 
risk and Seiier may charge for (but is not obiigated to carry) insurance, storage and other expenses incident to such deiay at 
its prevailing rates. Portio! deliveries sho!! be accepted by Buyer and paid for at contract prices ond terms. When Buyer has 
dedored or monifested on intention not to occept delivery, no tender sholl be necessory but Seller moy, ot its option, give 
notice in writing to Buyer that Seller is ready and willing to deliver and such notice shall constitute a valid tender of delivery. 
In no event sholl Buyer be entitled to make any deduction from any payment due hereunder by rea sen of !oss or damage in 
transit. Upon the written request of Buyer, Seiier, at its soie discretion, may agree as a service to Buyer to process Buyer's 
claim against the carrier for any loss or damage in transit, provided that such claim is received by Seller within five (5) days 
aT rne receipT aT I...>oods. Any such claims must be accompanied by a delivery receipt, signed by carrier's agent at time of 
delivery, on which receipt the loss or damage has been noted. In the absence of directions, goods will be shipped by the 
method and via carrier Seller be!ieves dependab!e. Delivery' by truck wi!! be made to nearest points reasonab!y accessib!e 
by truck as determined by the driver. Buyer will furnish and pay for necessary labor to unload and store Goods. Buyer shall 
no!e loss or damage on !ruck shipments upon delivery !icke! returrled to Seller .. A.!! materials received from Seller must be 

counted upon receipt and compared to the Seiier's packing iist. Any shortage must be noted on the carrier's officiai freight 
bill and be confirmed with the signature of the driver representing the delivering carrier. A copy of the freight bill listing the 
shortage miJst be forwarded to Seller within three working days to receive credit for any shortage. If the freight bill is signed 
without exception, the packing list will be deemed correct and no shortage claim will be honored. Contact Seller's sales 
correspondent immediately if no packing list is present. 

5. TERMS OF PAYMENT. Terms to Buyers whose credit has been approved in writing by Seller are specified on the face of 
the applicable invoice. Seller sholl have the right to make partial shipments .. If, at any time orforany reason, Seller sholl have 
cause to question Buyer's ability to perform, Seller may demand such assurances of Buyer's performance as Seller shall deem 
necessary in its discretion, including payment in advance for all shipments. If Buyer fails within 10 days of Seller's demand 
to provide Seller with such assurance, Seller sholl be entitled to cancel any order then outstanding, receive reimbursement 
for its reasonable and proper cancellation charges and may proceed to collect, without limitation, any sums due and owing, 
its reasonable cancellation charges and all damage resulting from Buyer's default. In the event of bankruptcy or insolvency 
of Buyer, or in the event of any proceeding brought against Buyer, voluntarily or involuntarily, under bankruptcy or any 
insolvency laws, Seller sha!! be entitled to cancel any order then outstanding at any time and shall receive reimbursement 
for its reasonable and proper cancellaiion charges. If Buyer fails to make payment for the Goods when due, Buyer's account 
sholl be deemed delinquent and Buyer shall be liable to Seller for a service charge of eighteen percent (18%) per annum or 
thc maximum a!!ov:cd by law, whichcvcr is grca!cr, on any unpaid amount. Buycr shall bc !iab!c to SeI!cr for a!! costs and 
expenses of coiiection, inciuding court costs and reasonabie attorney's fees. 

6. CANCELLATION CHANGES AND RETURNS. This order is not subject to cancellation, change or return unless agreed to 

05/01/09 11910 (R492 • TYLER, TEXAS 75706· (BOO) 527-B47B· FAX ORDERS TO (800) 248-9537 
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TERMS AND COND!T!ONS OF SALE 
McWane, Inc. 

1. Et-,1TIRE AGREEI'~1.ENT. N',cWane, Inc., agrees to sell the goods covered herein (the "Goods") to Buyer en the fcllov.;ing 
terms and conditions of saie (the "Terms and Conditions") which supersede any other or inconsistent terms of Buyer. This 
contract COr"lst!!utes the entire agreement bety.!een parties with respect to the Goods, and this . .b..greement may not be modified, 
amended or woived in any woy except in writing signed by on authorized representative oT Seiler. hio representation, promise 
or term not set forth herein has been nor may be relied upon by Buyer. All references by Seller to Buyer's specifications and 

5Iii",ilu; requirements are Oiily to desCiibe the products i:md work covered hen"by and iiO warranties Oi other teims there iii 
shall have any force or effect. 

2. QUOTATIONS. Where this form is used by Seller to place a bid, the quotation stated herein is for prompt acceptance 
and is subject te change and/or withdrovvo! witheut notice. Prompt acceptance ef a!! quotations and adherence to delivery 
scheduies are moterioi terms of the bid and any subsequent agreement. In cases where freight aiiowance IS Inciuded In 
the quotation, Buyer is liab!e for any rate increase and/or additional expense over the calcu!ated allowance resulting from 
compliance with Buyer's shipping instructions. 

3. ACCEPTANCE. This order shaii not be binding upon Seiier untii accepted by an authorized representative of Seiier at 
its. home office. Acceptance of orders, whether ora! or ""ritten, is based on the express condition that Buyer agrees to a!! of 
these Terms and Conditions. Acceptance of delivery by Buyer will constitute Buyer's as.sent to tne.se Terms and Conditions 
in their entirety. 

4. DELIVERY. All price!; ore F.O.B. Seller'!; plont; unle!;!; otherwi!;e !;pecified by Seller. AII!;hipping date!; are approximote; and 
any time period indicated for a shipment sholl not commence until receipt of Seller's information. Acceptance of shipment by 
designated shipper, allocation of Goods to Buyer at premises other than Seller's, delivery to Buyer's representative or designee, 
or mailing of an invoice to Buyer, v:hichever first occurs, shall constitute tender of delivery. Upon tender of delivery, title shall 
pass to Buyer, subject to Seiier's right of stoppage in transit and to any interest of Seiier reserved to secure Buyer's payment 
t)r perft)rmt)n("J;!; irrespedivJ;! t)f t)ny frJ;!ight (I11t)won("J;! t)r prJ;!poymJ;!nt t)f freight Gt)t)ds held subjJ;!d tt) B'JYJ;!r's instrl)("tit)ns, 

Goods for which Buyer has failed to supply shipping instructions, or i.-. any case where Seller, in its sale discretion, detenT.ines 
any part of the Goods should be held for Buyer's account, Seller may invoice the Goods and Buyer agrees to make payment 
at the maturity of the invoice rendered. Goods invoiced ond held at ony location for wha!ever reason sha!! be at Buyer's 
risk and Seiier may charge for (but is not obiigated to carry) insurance, storage and other expenses incident to such deiay at 
its prevailing rates. Portio! deliveries sho!! be accepted by Buyer and paid for at contract prices ond terms. When Buyer has 
dedored or monifested on intention not to occept delivery, no tender sholl be necessory but Seller moy, ot its option, give 
notice in writing to Buyer that Seller is ready and willing to deliver and such notice shall constitute a valid tender of delivery. 
In no event sholl Buyer be entitled to make any deduction from any payment due hereunder by rea sen of !oss or damage in 
transit. Upon the written request of Buyer, Seiier, at its soie discretion, may agree as a service to Buyer to process Buyer's 
claim against the carrier for any loss or damage in transit, provided that such claim is received by Seller within five (5) days 
aT rne receipT aT I...>oods. Any such claims must be accompanied by a delivery receipt, signed by carrier's agent at time of 
delivery, on which receipt the loss or damage has been noted. In the absence of directions, goods will be shipped by the 
method and via carrier Seller be!ieves dependab!e. Delivery' by truck wi!! be made to nearest points reasonab!y accessib!e 
by truck as determined by the driver. Buyer will furnish and pay for necessary labor to unload and store Goods. Buyer shall 
no!e loss or damage on !ruck shipments upon delivery !icke! returrled to Seller .. A.!! materials received from Seller must be 

counted upon receipt and compared to the Seiier's packing iist. Any shortage must be noted on the carrier's officiai freight 
bill and be confirmed with the signature of the driver representing the delivering carrier. A copy of the freight bill listing the 
shortage miJst be forwarded to Seller within three working days to receive credit for any shortage. If the freight bill is signed 
without exception, the packing list will be deemed correct and no shortage claim will be honored. Contact Seller's sales 
correspondent immediately if no packing list is present. 

5. TERMS OF PAYMENT. Terms to Buyers whose credit has been approved in writing by Seller are specified on the face of 
the applicable invoice. Seller sholl have the right to make partial shipments .. If, at any time orforany reason, Seller sholl have 
cause to question Buyer's ability to perform, Seller may demand such assurances of Buyer's performance as Seller shall deem 
necessary in its discretion, including payment in advance for all shipments. If Buyer fails within 10 days of Seller's demand 
to provide Seller with such assurance, Seller sholl be entitled to cancel any order then outstanding, receive reimbursement 
for its reasonable and proper cancellation charges and may proceed to collect, without limitation, any sums due and owing, 
its reasonable cancellation charges and all damage resulting from Buyer's default. In the event of bankruptcy or insolvency 
of Buyer, or in the event of any proceeding brought against Buyer, voluntarily or involuntarily, under bankruptcy or any 
insolvency laws, Seller sha!! be entitled to cancel any order then outstanding at any time and shall receive reimbursement 
for its reasonable and proper cancellaiion charges. If Buyer fails to make payment for the Goods when due, Buyer's account 
sholl be deemed delinquent and Buyer shall be liable to Seller for a service charge of eighteen percent (18%) per annum or 
thc maximum a!!ov:cd by law, whichcvcr is grca!cr, on any unpaid amount. Buycr shall bc !iab!c to SeI!cr for a!! costs and 
expenses of coiiection, inciuding court costs and reasonabie attorney's fees. 

6. CANCELLATION CHANGES AND RETURNS. This order is not subject to cancellation, change or return unless agreed to 
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prior to or as a result of such cancellation, change or return. In this eye nt, the seller shall be entitled to revise its prices and 
delivery dates to reflect such change. When Seiier's agreement is obtained, Seiler wiii accept returned malerial for credit 
if, i.., its sole discretiorl, it finds such material +0 be standard stock and i .... good condi!io!"!. Such credit shall be the invoice 
price less 25% on acceptabie goods, and iess oii shipping and handling charges. in oii other cases, the credit in Seiler's soie 
discretion shall be the scrap value of the Goods, less shipping and handling charges. 

7, DI;LAY!N OR PRI;VI;NT!ON OF PI;IlFORMANC,". Seller sho!! not be liob!e for ony expense, loss or damage resulting from 
deloy In delivery or prevention of perform once cou:>ed by fire:>, flood:>, oct:> of God, :>trike:>, lobar di:>pute:>, lobar :>hortoge:>, 
lack of or inability to obtain materials, fuels, supplies or equipment. riots, accidents, transportation delays, acts or failures 
to oct of any government or of Buyer, or any other couse vvhatsoever, pro.,,"ided that such couse is beyond the reasonob!e 
controi of Seiier; and Seiier shaii have such additionai time for performance as may be reasonabiy necessary under the 
circumstances and may adjust the price to reflect increases occasioned by such delay. Acceptance by Buyer of any Goods 
shaii constitute a waiver by Buyer or any ciaim for damages on account or any deioy in deiivery of such Goods. if deiivery is 
delayed or interrupted for any such cause, Seller may store the Goods at Buyer's expense and risk, and Seller may charge 
Buyer therefor a reasonab!e storage rate. If Seller is de!ayed in proceeding with production or otherwise bewuse it is awaiting 
Buyer's approval or acceptance of designs, drawings, prints, engineering or technical data, or is awaiting Buyer's approval or 
accep!ance of the Goods, Seller shall be entitled !o an adjustment in price commensura!e with any increase in Seller's cos! 
of production and any other iosses and expenses incurred by Seiier attributabie to such deiays. 

8. DEFERRED DELIVERY. Any deferred deiivery request by Buyer shaii be subject to Seiier's written approval. If such approvai 
is given, Seller shOo!! have the right t<:: ... charge BLI)'er for the completed portion of the order and to warehouse a!! cl)mp!eted 
Goods at Buyer's expense and risk of loss. Seller also reserves the right, at its option, as to any uncompleted portion or the 
order to cancel said uncompleted portion in accordance with Paragraph 6 above. or to revise its prices and delivery schedules 
on the portion not comp!eted to ref!ed its increased costs and expenses attributable to the de!ay. 

9, WARRANTY AND LIMiTATiON OF liABiliTiES At'liD BUYER'S REMEDiES, Seller worrOllls that Ihe Goods delivered 
hereunder will be of the kind described in the within agreement and shall be free from defects in material and workmanship 
under conditions of normo! use. Seller reserves the right to make on;' modifications required by production conditions to the 
information set forth in Seiier's cataiogues and advertising iiterature. Seiier shaii not be iiabie or responsibie, however, for 
(Aj an)' defects attributed to normo! ""ear and tear, erosil)n or corrosion or improper storage, use or mointenance, or (8) defects 
ill any poriion or part of the Goods manufadured by others. if (Bj above is applicable, Seller will, as an accommodation io 
Buyer, assign to Buyer any warranties given to it by any such other manufacturers. Any claim by Buyer with reference to the 
Goods for any couse sha!! be deemed waived by Buyer un!ess submitted to Se!!er in v..-riting within ten (10) days from the dote 
Buyer discovered, or shouid have discovered, any cialmed breach. Buyer shaii give Seiier an opportunity to investigate. 

Provided that Seller is furnished prompt notice by Buyer of any defect and an opportunity to inspect the alleged defect as 
provided herein, Seller sha!!, ot its option and in its sole discretion either: (!) repoir the defedive or flon conforming Goods, 
(iij repiace the nonconforming Goods, or part thereof, which are sent to Seiier by Buyer within sixty days after receipt of the 
Goods at Buyer's p!or'!t or stomge foci!ities; or (iii) if Seller is uMb!e or chooses r'!ot to repoir or rep!oce, retUr!1 the purchase 
pr"i(t~ ihui hu~ beer"1 puid ul"ld (wi(el ur"ly obligoiioli io pOy ul"lpoid pOr"iion~ of ihe pUr"diO~e pr"i(e of r"loli(onfor"li-ring Guudt-. 
In no event shall any obligation to payor refund exceed the purchase price actually paid. Repair and/or replacement as 
provided above sha!! be at Seller's plant and shipped FOB P!ont unless otherwise agreed to by Seller. Transportation charges 
for the return of the Goods or part thereof to Seiier shaii be prepaid by Buyer uniess otherwise agreed to by the Seiier in 
writing. Seller shall, in no event, be responsible for any labor, removal or installation charges that may result from the 
above-described repair and/or replacement of any Goods. Tne roregoing warrallTy does nOT cover TOliure of any part or 
parts manufactured by others, the failure of any part or parts from external forces, including but not limited to earthquake, 
installation, vandalism, vehicular or other impact, application of excessive torque to the operating mechanism or frost heave. 
The exclusive remedy of Buyer and the sole liability of Seller, for any loss, damage, injury or expense of any kind arising from 
the manufacture, delivery, sale, installation, use or shipment of the Goods and whether based on contract, warranty, tort or 
any other basis of recovery whatsoever, shall be, at the election of Seller, the remedies described above. The foregoing is 
intended as a complete allocation of the risks between the parties and Buyer understands that it will not be able to recover 
consequential damages even though it may suffer such damages in substantial amounts. Because this Agreement and the 
price paid reflect such allocation, this limitation will not have foiled of its essential purpose even if it operates to bar recovery 
for such consequential damages. 

THE FOREGOING WARRANTY IS EXCLUSIVE AND IN LIEU OF ALL OTHER WARRANTIES WHETHER EXPRESS OR IMPLIED 
BY LAW. THERE!S NO !MPLIED WAR!U\NTY OF MERCHANT.ll.B!LlTY OR F!TNESS FOR A PART!CUL.I\R PURPOSE. 
iN NO EVENT, WHETHER AS A RESULT OF BREACH OF CONTRACT, WARRANTf, TORT (iNCLUDiNG NEGliGENCE) 
OR STRICT LlABILlTY~ SHALL SELLER BE LIABLE FOR ANY PUNITIVE~ SPECIAL~ INCIDENTAL OR CONSEQUENTIAL 
DAf ... \AGES Ir-.JCLUDlt';G, BUT t.;OT LIMITED TO, lOSS OF PROFIT, lOSS OF USE OF nu GOODS OR OTHER PROPERTY 
EQUIPMENT. DAMAGE TO OTHER PROPERTY. COST OF CAPITAL. COST OF SUBSTITUTE GOODS, DOWNTIME, OR 
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prior to or as a result of such cancellation, change or return. In this eye nt, the seller shall be entitled to revise its prices and 
delivery dates to reflect such change. When Seiier's agreement is obtained, Seiler wiii accept returned malerial for credit 
if, i.., its sole discretiorl, it finds such material +0 be standard stock and i .... good condi!io!"!. Such credit shall be the invoice 
price less 25% on acceptabie goods, and iess oii shipping and handling charges. in oii other cases, the credit in Seiler's soie 
discretion shall be the scrap value of the Goods, less shipping and handling charges. 

7, DI;LAY!N OR PRI;VI;NT!ON OF PI;IlFORMANC,". Seller sho!! not be liob!e for ony expense, loss or damage resulting from 
deloy In delivery or prevention of perform once cou:>ed by fire:>, flood:>, oct:> of God, :>trike:>, lobar di:>pute:>, lobar :>hortoge:>, 
lack of or inability to obtain materials, fuels, supplies or equipment. riots, accidents, transportation delays, acts or failures 
to oct of any government or of Buyer, or any other couse vvhatsoever, pro.,,"ided that such couse is beyond the reasonob!e 
controi of Seiier; and Seiier shaii have such additionai time for performance as may be reasonabiy necessary under the 
circumstances and may adjust the price to reflect increases occasioned by such delay. Acceptance by Buyer of any Goods 
shaii constitute a waiver by Buyer or any ciaim for damages on account or any deioy in deiivery of such Goods. if deiivery is 
delayed or interrupted for any such cause, Seller may store the Goods at Buyer's expense and risk, and Seller may charge 
Buyer therefor a reasonab!e storage rate. If Seller is de!ayed in proceeding with production or otherwise bewuse it is awaiting 
Buyer's approval or acceptance of designs, drawings, prints, engineering or technical data, or is awaiting Buyer's approval or 
accep!ance of the Goods, Seller shall be entitled !o an adjustment in price commensura!e with any increase in Seller's cos! 
of production and any other iosses and expenses incurred by Seiier attributabie to such deiays. 

8. DEFERRED DELIVERY. Any deferred deiivery request by Buyer shaii be subject to Seiier's written approval. If such approvai 
is given, Seller shOo!! have the right t<:: ... charge BLI)'er for the completed portion of the order and to warehouse a!! cl)mp!eted 
Goods at Buyer's expense and risk of loss. Seller also reserves the right, at its option, as to any uncompleted portion or the 
order to cancel said uncompleted portion in accordance with Paragraph 6 above. or to revise its prices and delivery schedules 
on the portion not comp!eted to ref!ed its increased costs and expenses attributable to the de!ay. 

9, WARRANTY AND LIMiTATiON OF liABiliTiES At'liD BUYER'S REMEDiES, Seller worrOllls that Ihe Goods delivered 
hereunder will be of the kind described in the within agreement and shall be free from defects in material and workmanship 
under conditions of normo! use. Seller reserves the right to make on;' modifications required by production conditions to the 
information set forth in Seiier's cataiogues and advertising iiterature. Seiier shaii not be iiabie or responsibie, however, for 
(Aj an)' defects attributed to normo! ""ear and tear, erosil)n or corrosion or improper storage, use or mointenance, or (8) defects 
ill any poriion or part of the Goods manufadured by others. if (Bj above is applicable, Seller will, as an accommodation io 
Buyer, assign to Buyer any warranties given to it by any such other manufacturers. Any claim by Buyer with reference to the 
Goods for any couse sha!! be deemed waived by Buyer un!ess submitted to Se!!er in v..-riting within ten (10) days from the dote 
Buyer discovered, or shouid have discovered, any cialmed breach. Buyer shaii give Seiier an opportunity to investigate. 

Provided that Seller is furnished prompt notice by Buyer of any defect and an opportunity to inspect the alleged defect as 
provided herein, Seller sha!!, ot its option and in its sole discretion either: (!) repoir the defedive or flon conforming Goods, 
(iij repiace the nonconforming Goods, or part thereof, which are sent to Seiier by Buyer within sixty days after receipt of the 
Goods at Buyer's p!or'!t or stomge foci!ities; or (iii) if Seller is uMb!e or chooses r'!ot to repoir or rep!oce, retUr!1 the purchase 
pr"i(t~ ihui hu~ beer"1 puid ul"ld (wi(el ur"ly obligoiioli io pOy ul"lpoid pOr"iion~ of ihe pUr"diO~e pr"i(e of r"loli(onfor"li-ring Guudt-. 
In no event shall any obligation to payor refund exceed the purchase price actually paid. Repair and/or replacement as 
provided above sha!! be at Seller's plant and shipped FOB P!ont unless otherwise agreed to by Seller. Transportation charges 
for the return of the Goods or part thereof to Seiier shaii be prepaid by Buyer uniess otherwise agreed to by the Seiier in 
writing. Seller shall, in no event, be responsible for any labor, removal or installation charges that may result from the 
above-described repair and/or replacement of any Goods. Tne roregoing warrallTy does nOT cover TOliure of any part or 
parts manufactured by others, the failure of any part or parts from external forces, including but not limited to earthquake, 
installation, vandalism, vehicular or other impact, application of excessive torque to the operating mechanism or frost heave. 
The exclusive remedy of Buyer and the sole liability of Seller, for any loss, damage, injury or expense of any kind arising from 
the manufacture, delivery, sale, installation, use or shipment of the Goods and whether based on contract, warranty, tort or 
any other basis of recovery whatsoever, shall be, at the election of Seller, the remedies described above. The foregoing is 
intended as a complete allocation of the risks between the parties and Buyer understands that it will not be able to recover 
consequential damages even though it may suffer such damages in substantial amounts. Because this Agreement and the 
price paid reflect such allocation, this limitation will not have foiled of its essential purpose even if it operates to bar recovery 
for such consequential damages. 

THE FOREGOING WARRANTY IS EXCLUSIVE AND IN LIEU OF ALL OTHER WARRANTIES WHETHER EXPRESS OR IMPLIED 
BY LAW. THERE!S NO !MPLIED WAR!U\NTY OF MERCHANT.ll.B!LlTY OR F!TNESS FOR A PART!CUL.I\R PURPOSE. 
iN NO EVENT, WHETHER AS A RESULT OF BREACH OF CONTRACT, WARRANTf, TORT (iNCLUDiNG NEGliGENCE) 
OR STRICT LlABILlTY~ SHALL SELLER BE LIABLE FOR ANY PUNITIVE~ SPECIAL~ INCIDENTAL OR CONSEQUENTIAL 
DAf ... \AGES Ir-.JCLUDlt';G, BUT t.;OT LIMITED TO, lOSS OF PROFIT, lOSS OF USE OF nu GOODS OR OTHER PROPERTY 
EQUIPMENT. DAMAGE TO OTHER PROPERTY. COST OF CAPITAL. COST OF SUBSTITUTE GOODS, DOWNTIME, OR 
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THE CLAlr.";S OF BUYER'S CUSTOM.ERS FOR ANY OF THE AFORESAID OA.;'.'\AGES. SELLER SHALL NOT BE LIABLE FOR 
AND BUYER AGREES TO INDEMNIFY SELLER FOR ALL PERSONAL INJURY, PROPERTY DAMAGE OR OTHER LIABILITY 
RESULT!NG !N WHOLE OR !N PART FROM THE NEGLIGENCE OF BUYER. 

!n any contract by Buyer fer resa!e of goods, buyer sha!! effective!y disclaim, as against Se!!er, any implied v,.'crranrf of 
merchantabiiity and aii iiabiiity for properly damage or personai injury resuiting from the handiin9, possession or use of the 
Goods, ond sho!! exclude, os agoinst Seller, any liability for special or consequentio! domoges_ 

10. PATENTS. !f any claim is made against Buyer based OM a claim that eny of the Goods ccmtitute an infringement of any 
u.s. letter t'atent, Buyer shaii notify Seiier immediateiy. Seiier shaii hove the right, with Buyer's assistance, if required, but 
ot Seller's expense, to (on duct settlement negotiotions of ony litigotion. If ony of the Goods ore held to infringe ony U.S 
letter Patent, and their use is e(!joined or, if as a result of a settlelYlent, Seller deen-Is their continued use unadvisable and 
provided that Buyer has given Seller the immediate notice provided for above and has used the Goods only in accordance 
with the provisions of this order and shall not have altered or changed them in any materia! way, Seller shall, at its option 
and expense, procure for Buyer Ihe righllo conlinue using Ihe Goods, modify Ihe Goods so Ihallhey become non-infringing, 
replace the Goods with non-infringing Goods of SLlbstantia!!y equal quality, or replace the Goods and refund the purchase 
price, less reasonable depreciation. The foregoing states Seller's entire liability for patent infringement. 

1 I. CONTROLliNG LAW. This Agreement and aii rights and obiigations hereunder shaii be governed by the iaws of the 
State of Alabama. or Texas Any claim by Buyer arising hereunder shall be tried in the courts of Alabama or Texas 
;0 which jUi-isdldloii 8uye;- hei-eby submHs. 

i 2. ARBiiRATiONi DiSFUTE RESOLUTiON; FRESERVATiON OF FORECLOSURE REMEDiES. AT me opilon or eieciion 
of Seller, any dispute, claim or controversy ("Dispute") between Seller or Buyer relating to the transactions contemplated by 
this agieement, including without limitation any claim based on Oi aiising hom an alleged tOit, shall be iesolved by binding 
arbitration in accordance with Title 9 of the U.S. Code and the Commercial Arbitration Rules of the American Arbitration 
Association (the "AAj:.,"). Defenses based on statutes of limitation and similar doctrines shall be applicable in any such 
proceeding, and the commencement of on arbitration proceeding under this Agreement shaii be deemed the commencement 
of on action for such purposes. The arbitrator sholl be selected in accordance with the Commercial Arbitration Rules of the 
AAA. The AAA sholl designate a panel of ten (10) potential arbitrators knowledgeable in the subject matter of the Dispute. 
Each Seller and Buyer shall designate, within thirty (30) days of the receipt of the list of potential arbitrators, one of the 
potentia! arbitrators to serve, and the tvlO arbitrators so designated shall select a third arbitrator from the eight remaining 
candidates. 

13. WAIVER. No delay or failure by Seiler to exercise any right or remedy under these Terms and Conditions shaii be 
construed to be 0 waiver thereof. Waiver by Seller of any breach sha!! be limited to the specific breach so waived and sha!! 
noi be construed as a waiver of any subsequent breach of this order or any rights hereunder wiihout ihe prior wriiien consent 
of Seller. This Agreement, and the Terms and Conditions contained herein, are enforceable, however, against the successors 
aiid assigiis of Buyer. 

i 4. ASSiGNMENi. Buyer may not assign ihis order or any rights hereunder wiihout ihe prior written consent of seller. This 
agreement and Ihe Terms and Conditions contained herein, are enforceable, however, against the successors and assigns 
of Buyer. 

15. TAXES. Seller's prices do not include soles, use, excise or other similor taxes. Consequently, ;,-, addition to the price 
specified herein, the amount of any present or future such tax sholl be paid by Buyer, or in lieu thereof, Buyer sholl provide 
Seller with a!! tax-exemption certificates required by the taxing authorities, at the time of sale. 

, 6. CUMULATIVE NATURE OF REMEDIES. All remedies of Seller set forth herein sholl be cumulative and sholl be in addition 
to any other remedies available to Seller, whether at low, equity or otherwise_ 
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THE CLAlr.";S OF BUYER'S CUSTOM.ERS FOR ANY OF THE AFORESAID OA.;'.'\AGES. SELLER SHALL NOT BE LIABLE FOR 
AND BUYER AGREES TO INDEMNIFY SELLER FOR ALL PERSONAL INJURY, PROPERTY DAMAGE OR OTHER LIABILITY 
RESULT!NG !N WHOLE OR !N PART FROM THE NEGLIGENCE OF BUYER. 

!n any contract by Buyer fer resa!e of goods, buyer sha!! effective!y disclaim, as against Se!!er, any implied v,.'crranrf of 
merchantabiiity and aii iiabiiity for properly damage or personai injury resuiting from the handiin9, possession or use of the 
Goods, ond sho!! exclude, os agoinst Seller, any liability for special or consequentio! domoges_ 

10. PATENTS. !f any claim is made against Buyer based OM a claim that eny of the Goods ccmtitute an infringement of any 
u.s. letter t'atent, Buyer shaii notify Seiier immediateiy. Seiier shaii hove the right, with Buyer's assistance, if required, but 
ot Seller's expense, to (on duct settlement negotiotions of ony litigotion. If ony of the Goods ore held to infringe ony U.S 
letter Patent, and their use is e(!joined or, if as a result of a settlelYlent, Seller deen-Is their continued use unadvisable and 
provided that Buyer has given Seller the immediate notice provided for above and has used the Goods only in accordance 
with the provisions of this order and shall not have altered or changed them in any materia! way, Seller shall, at its option 
and expense, procure for Buyer Ihe righllo conlinue using Ihe Goods, modify Ihe Goods so Ihallhey become non-infringing, 
replace the Goods with non-infringing Goods of SLlbstantia!!y equal quality, or replace the Goods and refund the purchase 
price, less reasonable depreciation. The foregoing states Seller's entire liability for patent infringement. 

1 I. CONTROLliNG LAW. This Agreement and aii rights and obiigations hereunder shaii be governed by the iaws of the 
State of Alabama. or Texas Any claim by Buyer arising hereunder shall be tried in the courts of Alabama or Texas 
;0 which jUi-isdldloii 8uye;- hei-eby submHs. 

i 2. ARBiiRATiONi DiSFUTE RESOLUTiON; FRESERVATiON OF FORECLOSURE REMEDiES. AT me opilon or eieciion 
of Seller, any dispute, claim or controversy ("Dispute") between Seller or Buyer relating to the transactions contemplated by 
this agieement, including without limitation any claim based on Oi aiising hom an alleged tOit, shall be iesolved by binding 
arbitration in accordance with Title 9 of the U.S. Code and the Commercial Arbitration Rules of the American Arbitration 
Association (the "AAj:.,"). Defenses based on statutes of limitation and similar doctrines shall be applicable in any such 
proceeding, and the commencement of on arbitration proceeding under this Agreement shaii be deemed the commencement 
of on action for such purposes. The arbitrator sholl be selected in accordance with the Commercial Arbitration Rules of the 
AAA. The AAA sholl designate a panel of ten (10) potential arbitrators knowledgeable in the subject matter of the Dispute. 
Each Seller and Buyer shall designate, within thirty (30) days of the receipt of the list of potential arbitrators, one of the 
potentia! arbitrators to serve, and the tvlO arbitrators so designated shall select a third arbitrator from the eight remaining 
candidates. 

13. WAIVER. No delay or failure by Seiler to exercise any right or remedy under these Terms and Conditions shaii be 
construed to be 0 waiver thereof. Waiver by Seller of any breach sha!! be limited to the specific breach so waived and sha!! 
noi be construed as a waiver of any subsequent breach of this order or any rights hereunder wiihout ihe prior wriiien consent 
of Seller. This Agreement, and the Terms and Conditions contained herein, are enforceable, however, against the successors 
aiid assigiis of Buyer. 

i 4. ASSiGNMENi. Buyer may not assign ihis order or any rights hereunder wiihout ihe prior written consent of seller. This 
agreement and Ihe Terms and Conditions contained herein, are enforceable, however, against the successors and assigns 
of Buyer. 

15. TAXES. Seller's prices do not include soles, use, excise or other similor taxes. Consequently, ;,-, addition to the price 
specified herein, the amount of any present or future such tax sholl be paid by Buyer, or in lieu thereof, Buyer sholl provide 
Seller with a!! tax-exemption certificates required by the taxing authorities, at the time of sale. 

, 6. CUMULATIVE NATURE OF REMEDIES. All remedies of Seller set forth herein sholl be cumulative and sholl be in addition 
to any other remedies available to Seller, whether at low, equity or otherwise_ 
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Visit Us On The \Aicrid \Aiide \Aieb 

1. SEARCH iNVENiORY for aii fittings; accessories; vaive boxes; 

companion flanges and other products in siock, 24 hours a day, 7 

days a vveek. 

2. SEE iHE ENiiRE riLER I UNiON CAiALOG 
View/ print and download drawings and specifications. 

3= FiND THEsE COi\i\pLj:;'j'E liST PRicE sHHTS 

just as you see them here, page-by-page. Use the index to go right 

to the product group you need. View then., print then., download 

them. 

Use the buttons on our web page to access any of these features. 

Stock checks now toke just seconds. You can examine inventory by using 

either the UPC codes round in the Price Sheets, or search by product 

description. 

www.tylerunion.com 
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description. 

www.tylerunion.com 

11910 CR 492 • TYLER, TEXAS 75706 • (800) 527-6478 • FAX ORDERS TO (800) 248-9537 05/01/09 
BOX 309' ANNISTON, ALABAMA 36202 • (800) 226-7601 • FAX ORDERS TO (800) 226-0806 
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Regional Distribution Centers '* AtkH1h;~, GA 
S307 Peachtree Ir-rduslr-ial Blvd. 

Chamblee, GA 30341 

Cambridge, CAN 
1144 Industrial Road 
Cambridge, Ontario, N3H4W4 

Corona, CA 
1223 Sheroorrl Sireei 

indiQ!1QPQli~. iN 
6119 Guior-r Road 

Indianapolis. IN 46254 

Kansas City, MO 
1444 Vemon 
North Kansas CiTY, MO 64116 

Montreai, CAN 
2846 Le Corbu~ier 
Lavd. PO H7L 3S1 

OdQ!1dQ, !"!: 

10208 Ger-rt-ral Dri ve 

Orlando, FL 32824 

Phoenix, AZ 
1250 East Hadley Suite 2 
Phoenix, AI 85034 

Richmond, VA 
2913Trompori Sireei 

www.starpipeproducts.com 
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Puerto R,co 

Houston. TX 
CorpcrctG HGcdqucrtGrz 
4018 Westhollow Pkwy. 
Houston, TX 77082 

Sm;;:mrmmtQ, CA 
830 VV. r~ationd Drivt-

Sacramento. CA 95834 

Salt Lake City, UT 
2801 West Parkway Blvd. 

Saii Lake City, uT 84119 

Seattie, WA 
1360552': Sireei Eo::;i 
SunYIEr. 'yVA 98390 
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I ~ I 
I ""'-11 I 

[dl 

tJll.l 
I c 
v----1 
I ! 

Id 

Price List 
UTILITY FITTINGS, ACCESSORIES & FABRICATOR PRODUCTS 

iABLE OF CONiENiS 

COMPACT MJFIJTINGS 
ANSUAWWA- (;J-5-:VA?153 

Sizes: 2" ~ 64" 

MJ ACCESSORIES 

(Bolts, ~Juts, Gaskets, Glands, etc.) 

tUlLBODYMJFITTINGS 
ANSl!AWW A: Cl:W/A21.1D 

Pg.Ll 

! 

I 
Pg.25 

COMPACT PUSH-ON FiTTiNGS Pg.51 

ANSI!AWWA C153!A21.53 

Sizes: 4" - 24" 

FLANGED FITTiNGS p~; 59 

AMJS1!AWWA CnO/A2LLO 

FLANGED FiTTiNGS - BARE iD Pg.75 

ANSI!AWWA Cl1O!A21,10 

Available in all sizes - Please call 

WSiOH BONDEDEPOXYi ,~, 
-~~'" ~o\np~,~: L~u ;(~~~,s,I,:~:<Ji~~~~ .. S:,5.jJ22L~?'~" ,;.;-oJ -
- I-:Clt l-_.Qmpoc! ,-Ic'-I"I~;I;l I-jO,,1 AI>J.,,!( A-~~,~~ A !;"·!·::>·NA:L.I ,~:'I,U A\JV\l'JA 
'" FBf flanged: Filtings:jANSI/AWWA Cll:OjA2] ;lOJ 

F,A,BR!CATOR PRODUCTS 

Available in all sizes - Please call 

PROfECTO 401 liNED 
~ Nor Full B6dyMJIANSI!AWWA t:l1DJA21.WJ 

. ~'P4{jl: Compacfiv1J j:ANS\JAWWA':C15:1/AQf.53)" 
~ ~4P I: ,r,Iq:r)9!O":;::J: r0m')g:~: (I\.I;JWAW\NA ,(,:,1.1 WA;2;l",IQJ. 
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CX 2359-004

GENERAL 

DELIVERY 

WARRANTY 

LIABILITY 

DiSCLAiMER 

RETL!RNS 

SH!P;'.~ENTS 

PRODUCTS 

PRICES 

TAXES 

'Weight, exclude accessories 

Th",,, i"rrrrs rru c.:vrluiiium ,huii c.:vrlirui vviih r";p,,d iu c..1rry purdlm" uru"r vr sc..1i" vi Sdi"r's pruuud;. 
I\!:; waive', C E;!CJ1ic,,"' ,y n-;,')d1AuJ~i'fl (.of ~he:;e 1errn': ,"]!'d COI"'difiOl"l" \A!'l~~he! 0'1 3L 'Ie:., orde! C' 

oigrleu by urI uuihori""cJ repr":;,,rliuiive 01 Sdi"r. 

Seller will make every effort to complete delivery of produels as indicated on Seller's acceptance of on 
order, but Seller assumes no responsibility or liability, and wIll accept no backchorge, for loss or damage 
(Jl)" I() (ll-,'I(JY (" 

b,;, contractors or innhilihl tn nhtnin rnntArinlo ohnrtn,..,,,,o nf fuel and energ,;" or an", other causes 
of any kind whatsoever beyond the control of Seller. Seller may terminate any contract of sale of its 
prouuds wiifloui iiulliiiiy 01 orlY Iluiule, oy wriii"ll Iloiice io Buyer, ill ihe eveni ihui ihe cJduy ill d"iiv"ry or 
performance resulting from an,/ of the aforesaid causes shall continue for a period of siyty (60) dol'S. Under 
no circumstances shall Seller be liable for any special or consequential damages or for loss, damage, or 
expense Iwhether or not based on negligence) dIrectly or indirectly ariSIng from delays or failure to give 
notice of delay. 

Seller warrants for one year from the date of shipment Seller's manufactured products to the extent that 
Seiier wiii repiace those having defeels in materiai or workmanship when used for the purpose and in the 
manner 'Nhich Seller recommends. !f Seller's er,amination shall disclose to its satisfaction !hot the product is 
defective, and on adjustment is required, the amount of such adjustment shall not exceed the net sales prIce 
of the defective products oniy and no aiiowance wiii be made for iabor or expense of repairing or repiacing 
defective product or 'Norkmanship or damage resulting from the ~ame. !'-!o adjustment shel! be implemented 
unless product in question is returned to seller in its oriqinally installed condition, still connected to other 
components of the joint. Buyer must contact Seller as quickly as possible so Seller can assess product in its 
Im~':Jllecj c()r;dl~l()n. [\10 C!()lrflS WII! t)e nonored unless clolm I' mode wl~hin ICily five 14\\ (joy'; ,')f W:e defect 
beir"Kj found. Where e'lqi'lee"-q de3iq'l or fab,icatiol' ;;"ark i3 3uppned, 3uver's accepta'lce of Seller'3 desiq'l 
(jf nf rielivery nf wmk shnll relieve Seller nf nil flJrther nhliontinn nther thnn exrres.leri in Seller'.~ rrnrilJ(:t 
warranty. THIS IS SELLER'S SOLE WARRANTY. SELLER MAKES NO OTHER WARRANTY OF ANY KIND, EXPRESSED 
OR 1,'v',rUED Arm ALL 1tv',rUED V/ARRM~TIES OF ,V\mCIIAr~TA31L1TY At~D FlmESS FOR A rARTICULAR rURrOSE 
WHIC::H FXC::FFn SFII FR'S AFORFSTATFn ORIIGATION ARF HFRFFlY nisci AIMFn IW SFII FR ANn FXr:llJnFn FROM 
THIS WARRANTY. Seller neither assumes, nor authorizes any person to assume for it. any other obligation in 
connectiol' 'v", u"", ,,","", "_,"","",, "s engineeri"g desigm ar product. T,"",,;, vYOirallt y ,ha" -ot apply to any products 
(jf f")nri.1 of f")roriud.1 whir.h !n) hovR hRRn rRf")oirRri m oiiRrRri oui.liriR of SRiiRr', fodmy, in ony monnRr: !h) 
have been subjected to misuse, negligence or accidents; (c) have been used in a manner contrary to 
Seller's instructions or recommendations. Seller shall not be responsible for design errors due to inaccurate or 
incompiete information suppiied by Buyer or its representatives. This warranty is non-transferabie. 

Seller will not be liable for any loss, damage, cost of repairs, incidental or consequential damages of any 
kind, vk,ether based upon 'vvarranty (except fo-''""',e obligation accepted uy Jtlltl UI IUtl "Warrunty" above), 
r.ontroci or npolioenr.p. mi,ino in r.onnpciion with the rips ion. monufociurp, ,ole, LJSP or ref")oir of thp f")roriLJci.1 
or of the engineering designs supplied to Buyer. 

s0ecifieJ ~v, uu<..: "'oo'v'" ,J ;,<;;, '1',- 0'. :.', 'u<;;'',j'vv' 'v 
ri!Jidilv of ti'"',H jc,;nt 

Se!!e ccnr;c:i ~Jcc:epf ~e1L:r'i ')1 G'iV 'i!e<;~ :fs 'Nrlfhn pem';s$i~x': ~:~S bee;,; ,'r"! ,:;b1CJitwc! :r~ \, ... hl~'h 
case same will be credited subject lal All material returned mus!. on its arrival at Seller's 
plmlt. be founcj ~o be irl fiiS1-cluss cOTxiii!on; if i,d, cost DI pulling in ~oIe()ble cor,di!ic!"! wili be decjuc!ed 
trom credit I ..... emomnda; (0) A r,and!ing cr:arge deduction of twenty-five percent (2.5%) vvHl be made from all 
Clsdit ,T,e,T,o,'cw,do issued for ,T,ote,iol,'etu,',-,ed ic) T,'o,-,500:"lotio,-, cho,'ges, if ,-,ot oreooid will be deducted 
from credit rnernorondo 

,~,!! products sent out 'NI!! be earefu!!,;, examined, counted and packed. The cmt of any specia! packing or 
special handling caused by Buver's reauirements or reauests sholl be added to the amount of the order. 
No claim for shortages will be allowed unless made in writing within ten (10) days of receipt of a shIpment. 
Claim, for products damaged or lo,t ir +ra~,it ,hould bc ~~'"~ ~~ Ihe corrlcr. as Sellcr's rcsponsib1llty ceasc" 
o,-,d title posses, 0,-, delivery to the corrier. 

Urders covenng speCial or non-standard products are not SUbject to cancellation except on such terms as 
C'~,,~. ~ay specify on application. 

Prices and designs are subject to change without notice. All prices are F.O.B. Point of Shipment. unless 
otherN!Se stated. 

The amount of any sales, excise or other taxes, if any, applicable to the products covered by this order, shall 
be added to the pUlchase price and shaii be paid by Buyer uniess Buyer provides Seiier with an exemption 
certificate acceotat-!e '0 're tu:ing autre-ritie.':. 

"c,', 

N: Non-Stock Item - Please call for availability 
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CX 2359-006

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

90° (1/4) MJ BEND 
2 

~ 
4 

6 

B 

10 

12 

16 
18 

30 
;Gil 

42 

,~,~JB90Q2 

lvUe9D03 
IIIIJ59004 

N\J890D6 

MJB9008 

MJB9010 

ivUB90l2 

!'vU39016 
JvUB?018 

IvUB9030 

ivUB9036 

MJB9042 

MJB9048 

45° (i iBj Mj BEN D 

2 IvUB4502 

3 MJB.45D3 

8 

12 

16 

20 

24 

30 

42 

IvUB4508 

!vUB~512 

IvUB4S16 

MJB4518 

MJB4520 

MJB4524 

ivUB4530 

,'vUB4542 

221/2" (1116) MJ BEND 
2 

3 
4 

6 

S 

:'10 

12 

20 

24 

30 

36 

42 

1\lIJB2202 

:f\AJB2200 
Ivt IR??04 

JvUfl.9?06 

IvUB2208 

M~~:?210 

IvUB2212 

IvUB2216 

f~"jB'ims 

IvUB2220 

!vUB2224 
,~AJB2230 

MJB2236 

IvUB2242 

MJ82248 

'Weight, exclude accessories 

Domes!!c 
Item Code 

~.~,JB9002D 

;!v\~e?OQ~Q 

/IIIJB9004D 

'MJB9006D 

MJB9008D 

MJB90100 

ivUB9012D 

IvU39016D 

MJB?D18D 

MJB9020D 

IvUB9030D 
;MJB9036D 

MJB9042D 

MJB90480 

IvUB4502D 
;M1B45030 

MJB4504D 

:!\'1~e4p:QQQ 

IvUB4508D 

IvUB4510D 

!vUB~512D 

IvUB4516D 

MJB4518D 

MJB4520D 

MJB4524D 

ivUB4530D 

!v1J82202D 

M3822030 
1\II1R??04rJ 

JvUP,?90AD 

IvUB2208D 

:M~~:;:21:00 

IvUB2212D 

IvUG2214D 
IvUS2216D 

'f~~jB2il'8D 

IvUB2220D 

1\~JB2224D 

MJB2230D 

MJBZ236D 

IvUB2242D 

;/vUB22480 
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less "".ccessory 
List Price 

74.00 

'IO:~;OO 

10800 

1 nmo 
2S 1.00 
38:rOO 
::;14.00 

909.00 

1.I'-tU.VV 

,.""",.,,,,,, 
l,v/-I.).<..1"" 

1 905.00 

5.11 S.OO 
'7;97"5:QO 

14,286.00 

-19;050.00 

67.00 

90.00 

<)0.00 

'140;Q() 

200.00 

289.00 
~25.00 

882.00 
1;165.00 

1,375.00 

1;995.00 

4290,00 

IU.U..JO.UU 

74.00 

57.00 
Rli on 

.128.00 

196.00 

:;?:S:j;OD 

370.00 

nb,OG 

846.00 
'1':15'5.00 
1.460,00 

1;922.00 

3,658.00 

S~280.ao 

8,202,00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

125.00 

1:59 . .00 
172.00 

254.'00 

347.00 

515.00 
6::;8.00 

t. '-LJ.VV 

I.'+IV.VV 

6,639.00 

9;873:00 
17,812.00 

23,886.00 

118.00 

144.00 

154.00 

224;00 

296.00 

569.00 

923.00 

1.144.00 

1,543-.00 
1,811.00 

2,575-00 

5,314.00 
,OQ 

I u,..JDL.UU 

125.00 

):11_00 

IS0.rl0 

?1.?00 

292.00 

409;00 

S14.00 

I,IVU.VV 

1',533.00 
1,896.00 

2,502.00 
5,182.00 

7,178.,00 

11,728.00 

15,,642,00 

We!gf1!~ 
(Lbs) 

1-9' 
24 

57 

89 

108 

200 

264 

333 
393 

548 

960 

1'499 

2205 

2990 

13 
1.9; 

20 

:n 
46 

70 

86 

202 

253 

302 

392 

733 

1610 

2090 

, 
J6 
IR 

32; 

46 

q4: 
84 

]45 

178 

254 
303 

400 

796 

1160 

1350 
1,76D 

Cr!:!!e 
Quantity 

36 

eQ 
80 

36 

18 

8 
8 

2 

36 
80 

80 

~R 
27 

8 

4 

2 

50 
Inn 

AS 

36 
q 
12 

4 

-ii 
2 

ivicVvane-Ol8128 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

90° (1/4) MJ BEND 
2 

~ 
4 

6 

B 

10 

12 

16 
18 

30 
;Gil 

42 

,~,~JB90Q2 

lvUe9D03 
IIIIJ59004 

N\J890D6 

MJB9008 

MJB9010 

ivUB90l2 

!'vU39016 
JvUB?018 

IvUB9030 

ivUB9036 

MJB9042 

MJB9048 

45° (i iBj Mj BEN D 

2 IvUB4502 

3 MJB.45D3 

8 

12 

16 

20 

24 

30 

42 

IvUB4508 

!vUB~512 

IvUB4S16 

MJB4518 

MJB4520 

MJB4524 

ivUB4530 

,'vUB4542 

221/2" (1116) MJ BEND 
2 

3 
4 

6 

S 

:'10 

12 

20 

24 

30 

36 

42 

1\lIJB2202 

:f\AJB2200 
Ivt IR??04 

JvUfl.9?06 

IvUB2208 

M~~:?210 

IvUB2212 

IvUB2216 

f~"jB'ims 

IvUB2220 

!vUB2224 
,~AJB2230 

MJB2236 

IvUB2242 

MJ82248 

'Weight, exclude accessories 

Domes!!c 
Item Code 

~.~,JB9002D 

;!v\~e?OQ~Q 

/IIIJB9004D 

'MJB9006D 

MJB9008D 

MJB90100 

ivUB9012D 

IvU39016D 

MJB?D18D 

MJB9020D 

IvUB9030D 
;MJB9036D 

MJB9042D 

MJB90480 

IvUB4502D 
;M1B45030 

MJB4504D 

:!\'1~e4p:QQQ 

IvUB4508D 

IvUB4510D 

!vUB~512D 

IvUB4516D 

MJB4518D 

MJB4520D 

MJB4524D 

ivUB4530D 

!v1J82202D 

M3822030 
1\II1R??04rJ 

JvUP,?90AD 

IvUB2208D 

:M~~:;:21:00 

IvUB2212D 

IvUG2214D 
IvUS2216D 

'f~~jB2il'8D 

IvUB2220D 

1\~JB2224D 

MJB2230D 

MJBZ236D 

IvUB2242D 

;/vUB22480 

Page 6 

Confidential 

less "".ccessory 
List Price 

74.00 

'IO:~;OO 

10800 

1 nmo 
2S 1.00 
38:rOO 
::;14.00 

909.00 

1.I'-tU.VV 

,.""",.,,,,,, 
l,v/-I.).<..1"" 

1 905.00 

5.11 S.OO 
'7;97"5:QO 

14,286.00 

-19;050.00 

67.00 

90.00 

<)0.00 

'140;Q() 

200.00 

289.00 
~25.00 

882.00 
1;165.00 

1,375.00 

1;995.00 

4290,00 

IU.U..JO.UU 

74.00 

57.00 
Rli on 

.128.00 

196.00 

:;?:S:j;OD 

370.00 

nb,OG 

846.00 
'1':15'5.00 
1.460,00 

1;922.00 

3,658.00 

S~280.ao 

8,202,00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

125.00 

1:59 . .00 
172.00 

254.'00 

347.00 

515.00 
6::;8.00 

t. '-LJ.VV 

I.'+IV.VV 

6,639.00 

9;873:00 
17,812.00 

23,886.00 

118.00 

144.00 

154.00 

224;00 

296.00 

569.00 

923.00 

1.144.00 

1,543-.00 
1,811.00 

2,575-00 

5,314.00 
,OQ 

I u,..JDL.UU 

125.00 

):11_00 

IS0.rl0 

?1.?00 

292.00 

409;00 

S14.00 

I,IVU.VV 

1',533.00 
1,896.00 

2,502.00 
5,182.00 

7,178.,00 

11,728.00 

15,,642,00 

We!gf1!~ 
(Lbs) 

1-9' 
24 

57 

89 

108 

200 

264 

333 
393 

548 

960 

1'499 

2205 

2990 

13 
1.9; 

20 

:n 
46 

70 

86 

202 

253 

302 

392 

733 

1610 

2090 

, 
J6 
IR 

32; 

46 

q4: 
84 

]45 

178 

254 
303 

400 

796 

1160 

1350 
1,76D 

Cr!:!!e 
Quantity 

36 

eQ 
80 

36 

18 

8 
8 

2 

36 
80 

80 

~R 
27 

8 

4 

2 

50 
Inn 

AS 

36 
q 
12 

4 

-ii 
2 

ivicVvane-Ol8128 



CX 2359-007

.oiiiiiiliiiiii' n_;~~ , ;~.j. 
.&,. rlll..t::: LI~ I 

mr C153 Ductile Iron Compact Mechanical Joint Fittinos MJ COMPACT 
Ilnl nn n>'\ Size NO!1-Domes!!c Domes!!c less -"'.ccessory W!!h Accessory We!gh!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

11 1/4" (1/32) MJ BEND 
~ 2 IvlJB 1102 !vUB!! 02D 75.00 126.00 8 30 ~m ., ...--, 3 5700 , , 
.~ 4 MJBII04 MJBII04D 77.00 141.00 18 50 

6 MJBll06 MJBI:106D 132,00 216,00 32 60 
8 IvUBII08 IvUB II 08D 179.00 275.00 46 36 

no 100 255.00 383.00 64 12 

12 fvUB1112 fv',JBI112D 327.00 471.00 84 12 

'Hi i'v1J[1"ll "1:4 '{;iUG1:l"l"4D 7::34:00 950;00 172 D 

16 IvU81116 IvU81116D 846.00 1 '''0 "" 211 4 I,IVV.VV 

20 ,".A,JB 1120 MJB1120D 1,285.00 l.721.00 303 2 

24 MJBl124 MJBTI24D 1J69,QO 2,349,00 400 2 
3D IvUBI130 IvUBI130D 3,300.00 4,824.00 800 

!V\J~.llU :iV\JflJ:l.36q ;4;5.1.9·QO 6.'~08.00 l.IA? 
42 MJBI142 MJBI142D 7,080.00 10,606.00 1180 

;48 ivUB.Il43 ;{vUB1;1.48D 9;444.00 14.280.00 1475 

90° (li4j Mj X PE BEND 

r-... MJBP9003D , , 
I \ 
.~ • 6 IvUBP9006 IvUBP9006D 170.00 212.00 40 24 

l=::i 8 290.00 nC . 
10 ,~"~,JBP9010 MJBP9010D 37~.00 ~38.00 83 

12 I'AJBP9D:l2 MJeP:9012D 1185,00 557,00 110 :~ 

H .~AJ BP90 lLl MJBP901LlD 887.00 995.00 206 

16 MJ8P90i6 MJBP9016D L359.QO 1.490,00 260 2 
18 IvU8P9018 IvUBP9018D 2,688.00 2,877.00 311 

20 MJB'P9020' 'MJBP9020D :2;630:00 2~848.;DO 370 
24 MJBP9024 MJBP9024D 3,019.00 3,309.00 518 

45° (l/Bj MJ X PE BEN D 

A 3 MJBP4503 MJBP4503D 71.00 98.00 19 
/ , 4 L22/}O 'Z2 48 
...... \ 6 IvUBP.J506 !vUBPt!506D ! t!5.o0 187.00 31 2.J 
~ 8 )"U!3"P4508; ;fvUBP45080 2[1-4:00 252:00 48; 24 
t------\ 10 ~~JBP4.510 I\MBPLl510D 298.00 362.00 70 12 

M·IRPJS-J.?· IfWJS1?-!l J·J.7·(:jn 4R9.·00 

14 IvURP4514 IvURP4514rJ 657.00 765.00 165 

MJ8P4SJ6 IVUBP4516D 959.00 209 
18 MJBP451S MJBP451SD 2,240.00 2,429.00 246 2 

20 !YlJ~.f4?:20: :IV\J~f,45zqD :V~9·QO 1,978,00 
24 IvUD[,4524 IvUDi'4524D L.v"tU.VV L,vvU.VV JIJJ 

30 MJBP4530 [vUBP-4530D '",.,.,,,,,,,,..,r. > ,.,.,~ ",.., 772 '_h?V",VV 'I,lU.hVV 

42 ,'i,JBP4542 MJBP4542D ' 0 1(" '''' , (] (]r;;;7 "" 2055 'U,' ,'+.uu ",''"'' .uu 

N\)~?:4?A8 ~.'Q18,DO .~~9 

'Weight, exclude accessories 

Page 7 

Confidential ivicVvane-Ol8129 

PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.j. 
.&,. rlll..t::: LI~ I 

mr C153 Ductile Iron Compact Mechanical Joint Fittinos MJ COMPACT 
Ilnl nn n>'\ Size NO!1-Domes!!c Domes!!c less -"'.ccessory W!!h Accessory We!gh!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

11 1/4" (1/32) MJ BEND 
~ 2 IvlJB 1102 !vUB!! 02D 75.00 126.00 8 30 ~m ., ...--, 3 5700 , , 
.~ 4 MJBII04 MJBII04D 77.00 141.00 18 50 

6 MJBll06 MJBI:106D 132,00 216,00 32 60 
8 IvUBII08 IvUB II 08D 179.00 275.00 46 36 

no 100 255.00 383.00 64 12 

12 fvUB1112 fv',JBI112D 327.00 471.00 84 12 

'Hi i'v1J[1"ll "1:4 '{;iUG1:l"l"4D 7::34:00 950;00 172 D 

16 IvU81116 IvU81116D 846.00 1 '''0 "" 211 4 I,IVV.VV 

20 ,".A,JB 1120 MJB1120D 1,285.00 l.721.00 303 2 

24 MJBl124 MJBTI24D 1J69,QO 2,349,00 400 2 
3D IvUBI130 IvUBI130D 3,300.00 4,824.00 800 

!V\J~.llU :iV\JflJ:l.36q ;4;5.1.9·QO 6.'~08.00 l.IA? 
42 MJBI142 MJBI142D 7,080.00 10,606.00 1180 

;48 ivUB.Il43 ;{vUB1;1.48D 9;444.00 14.280.00 1475 

90° (li4j Mj X PE BEND 

r-... MJBP9003D , , 
I \ 
.~ • 6 IvUBP9006 IvUBP9006D 170.00 212.00 40 24 

l=::i 8 290.00 nC . 
10 ,~"~,JBP9010 MJBP9010D 37~.00 ~38.00 83 

12 I'AJBP9D:l2 MJeP:9012D 1185,00 557,00 110 :~ 

H .~AJ BP90 lLl MJBP901LlD 887.00 995.00 206 

16 MJ8P90i6 MJBP9016D L359.QO 1.490,00 260 2 
18 IvU8P9018 IvUBP9018D 2,688.00 2,877.00 311 

20 MJB'P9020' 'MJBP9020D :2;630:00 2~848.;DO 370 
24 MJBP9024 MJBP9024D 3,019.00 3,309.00 518 

45° (l/Bj MJ X PE BEN D 

A 3 MJBP4503 MJBP4503D 71.00 98.00 19 
/ , 4 L22/}O 'Z2 48 
...... \ 6 IvUBP.J506 !vUBPt!506D ! t!5.o0 187.00 31 2.J 
~ 8 )"U!3"P4508; ;fvUBP45080 2[1-4:00 252:00 48; 24 
t------\ 10 ~~JBP4.510 I\MBPLl510D 298.00 362.00 70 12 

M·IRPJS-J.?· IfWJS1?-!l J·J.7·(:jn 4R9.·00 

14 IvURP4514 IvURP4514rJ 657.00 765.00 165 

MJ8P4SJ6 IVUBP4516D 959.00 209 
18 MJBP451S MJBP451SD 2,240.00 2,429.00 246 2 

20 !YlJ~.f4?:20: :IV\J~f,45zqD :V~9·QO 1,978,00 
24 IvUD[,4524 IvUDi'4524D L.v"tU.VV L,vvU.VV JIJJ 

30 MJBP4530 [vUBP-4530D '",.,.,,,,,,,,..,r. > ,.,.,~ ",.., 772 '_h?V",VV 'I,lU.hVV 

42 ,'i,JBP4542 MJBP4542D ' 0 1(" '''' , (] (]r;;;7 "" 2055 'U,' ,'+.uu ",''"'' .uu 

N\)~?:4?A8 ~.'Q18,DO .~~9 

'Weight, exclude accessories 

Page 7 
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CX 2359-008

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ 

/~ 
= 

Size 
(Inches) 

NO!1-Domes!!c 
Item Code 

22112" (1/16) MJ X PE BEND 

3 
A 

6 

10 

12 

14 

16 

13 

20 

36 
;42 

,~,~JBP2203 

lvUe:!:"22Dtl; 
IIIIJBP2206 

N\J8'P22OS' 

MJBP2210 
MJBP22:J2 
ivUBP2214 

tvUBP22l6 

!'v\J3i'221S 
JvUBP2220 

IvUBP2236 

ivUB"P2242' 

11 1/40 (1/32) MJ X PE BEND 

3 

4 
6 
8 

10 

;12 

14 

18 

24 

MJBPII03 

MJBPll04 

IvUBPll06 

MJB.F.',ll08; 

IYUe:i;"'1-l::l:2: 

IvUBPll14 

H6-

!vUBPll18 

IvUBPI124 

MJBP1130 

90° (1/4) MJ X FE BEND 

3 

4 
6 

8 
!O 

MJFB9003 

NUfE9004' 

IvUFB9006 

:MJfB900S' 
,~.~,J f-!JYO ! lJ 

!vUHWOl2 
IvUFB90lA 

:f\AJFB9016 
M IFR9n?4 

JvUfB90:l0; 

45° (1/8) MJ X FE BEND 

3 

4 

6 

" 10 

12 
i4 

24 

MJFB4503 

MJfE4504 

IvUFB4506 

MJH\4~tJ(j 

MJFB4510 

MJfB4512 

lvUFR45M 

MJFB4524 

'Weight, exclude accessories 

Domes!!c 
Item Code 

~MBP2203D 

;!v\~fW2204.0 

/IIIJBP2206D 

'MJSP:22080 

MJBP2210D 

MJBP22120 

ivUBP2214D 

,'v~lBP-22160 

IvU3i'2213D 

MJBP::2220D 
MJBP2224D 

IvUBP2236D 
;MJBP2242D 

MJBP1103D 

/vUBP:II040 

IvUBPll06D 

;M1BPl108D 

MJBPlllOD 

:!\'l~eP:l:l: 120 
IvUBPll14D 

1160 
!vUSPllI8D 

IvUBPI124D 

MJBp·1130D 

MJFB9003D 

'(vUFB9004D 

IvUFB9006D 

'MjfB90oaD 
MJH~YlJ!ULJ 

ivUFB90!2D 
!v1JFB901 AD 

MJfB9OJ6D 
MIFR9G?4n 

;[vUFP,90::lOD 

MJFB4503D 

MJFB4504D 

IvUFB4506D 

MJ1-I:)-4,JlJi:lU 

MJFB45iOD 

ivUFB4-5 i 2D 

IvUffl451 AD 

MJFB4524D 

Page 8 

Confidential 

less "".ccessory 
List Price 

62.00 

8:1 :00 
13200. 

20',mO 

268.00 

349.00 
684.00 

l,l"TLl.VV 

"'-,",-VU.VV 

POA 

POA 

62.00 

n,oa 
123.00 

]9,1.0D 

238.00 

$Q:2;Q() 

599.00 

743,00 
2,287.00 

j~65'1.00 

2,100,00 

-6;699.00 

95.00 

'1'1'7:00 

200.00 

349.QD 

4dY.OO 

fn,Qo. 
1,238.00 

1 ;508.00 
14n on 
,'):.59,.:\.00 

157.00 

113,00 

238.00 

:3UZ.Ul) 

438.00 

642,00. 

1 ;44El.oO 

2 688.00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

89.00 

1'1-3:00 
174.0.0. 

252.'00 

332.00 

421.00 

792.00 

'.Lfe,VI.) 

"'.,+J I.VV 

~ ("10'> "'" 
',/-<)0-'1V 

POA 
;POA 

89.00 

J:09.00 

165.00 

239.00 

302.00 

~74;OO 

707.00 

374.00 

2,~76.00 

2'.869.00 

2,390.00 

7,46l.oo 

122.00 

1049;00 

242.00 

397DO 

765.00 
1,346.00 

1,639_00 

1 77RJ)(] 

6,.3?&.00 

184.00 

145.00 

280.00 
;;~l),OO 

502.00 

714.00 
1314.00 

1,571.00 

2994.00 

We!gf1!~ 
(Lbs) 

71 
88 
167 

20G 

243 
290 

387 

865 
120D 

13 

17 
29 
41,; 

56 

167 

201 
2~8 

387 
562 

20 

26 

47 

68' 
!U2 

13-4 
227 

306 

"7 
Hll..i 

17 

26 
47 

'" i02 

463 

Cr!:!!e 
Quantity 

92 
20. 

20 

18 

b 

40 

60 
36 

24 

32 

48 
27 

t2 

32 

40 

12 

U 

4 

4 

2 

ivic\tvane-OI8130 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ 

/~ 
= 

Size 
(Inches) 

NO!1-Domes!!c 
Item Code 

22112" (1/16) MJ X PE BEND 

3 
A 

6 

10 

12 

14 

16 

13 

20 

36 
;42 

,~,~JBP2203 

lvUe:!:"22Dtl; 
IIIIJBP2206 

N\J8'P22OS' 

MJBP2210 
MJBP22:J2 
ivUBP2214 

tvUBP22l6 

!'v\J3i'221S 
JvUBP2220 

IvUBP2236 

ivUB"P2242' 

11 1/40 (1/32) MJ X PE BEND 

3 

4 
6 
8 

10 

;12 

14 

18 

24 

MJBPII03 

MJBPll04 

IvUBPll06 

MJB.F.',ll08; 

IYUe:i;"'1-l::l:2: 

IvUBPll14 

H6-

!vUBPll18 

IvUBPI124 

MJBP1130 

90° (1/4) MJ X FE BEND 

3 

4 
6 

8 
!O 

MJFB9003 

NUfE9004' 

IvUFB9006 

:MJfB900S' 
,~.~,J f-!JYO ! lJ 

!vUHWOl2 
IvUFB90lA 

:f\AJFB9016 
M IFR9n?4 

JvUfB90:l0; 

45° (1/8) MJ X FE BEND 

3 

4 

6 

" 10 

12 
i4 

24 

MJFB4503 

MJfE4504 

IvUFB4506 

MJH\4~tJ(j 

MJFB4510 

MJfB4512 

lvUFR45M 

MJFB4524 

'Weight, exclude accessories 

Domes!!c 
Item Code 

~MBP2203D 

;!v\~fW2204.0 

/IIIJBP2206D 

'MJSP:22080 

MJBP2210D 

MJBP22120 

ivUBP2214D 

,'v~lBP-22160 

IvU3i'2213D 

MJBP::2220D 
MJBP2224D 

IvUBP2236D 
;MJBP2242D 

MJBP1103D 

/vUBP:II040 

IvUBPll06D 

;M1BPl108D 

MJBPlllOD 

:!\'l~eP:l:l: 120 
IvUBPll14D 

1160 
!vUSPllI8D 

IvUBPI124D 

MJBp·1130D 

MJFB9003D 

'(vUFB9004D 

IvUFB9006D 

'MjfB90oaD 
MJH~YlJ!ULJ 

ivUFB90!2D 
!v1JFB901 AD 

MJfB9OJ6D 
MIFR9G?4n 

;[vUFP,90::lOD 

MJFB4503D 

MJFB4504D 

IvUFB4506D 

MJ1-I:)-4,JlJi:lU 

MJFB45iOD 

ivUFB4-5 i 2D 

IvUffl451 AD 

MJFB4524D 

Page 8 

Confidential 

less "".ccessory 
List Price 

62.00 

8:1 :00 
13200. 

20',mO 

268.00 

349.00 
684.00 

l,l"TLl.VV 

"'-,",-VU.VV 

POA 

POA 

62.00 

n,oa 
123.00 

]9,1.0D 

238.00 

$Q:2;Q() 

599.00 

743,00 
2,287.00 

j~65'1.00 

2,100,00 

-6;699.00 

95.00 

'1'1'7:00 

200.00 

349.QD 

4dY.OO 

fn,Qo. 
1,238.00 

1 ;508.00 
14n on 
,'):.59,.:\.00 

157.00 

113,00 

238.00 

:3UZ.Ul) 

438.00 

642,00. 

1 ;44El.oO 

2 688.00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

89.00 

1'1-3:00 
174.0.0. 

252.'00 

332.00 

421.00 

792.00 

'.Lfe,VI.) 

"'.,+J I.VV 

~ ("10'> "'" 
',/-<)0-'1V 

POA 
;POA 

89.00 

J:09.00 

165.00 

239.00 

302.00 

~74;OO 

707.00 

374.00 

2,~76.00 

2'.869.00 

2,390.00 

7,46l.oo 

122.00 

1049;00 

242.00 

397DO 

765.00 
1,346.00 

1,639_00 

1 77RJ)(] 

6,.3?&.00 

184.00 

145.00 

280.00 
;;~l),OO 

502.00 

714.00 
1314.00 

1,571.00 

2994.00 

We!gf1!~ 
(Lbs) 

71 
88 
167 

20G 

243 
290 

387 

865 
120D 

13 

17 
29 
41,; 

56 

167 

201 
2~8 

387 
562 

20 

26 

47 

68' 
!U2 

13-4 
227 

306 

"7 
Hll..i 

17 

26 
47 

'" i02 

463 

Cr!:!!e 
Quantity 

92 
20. 

20 

18 

b 

40 

60 
36 

24 

32 

48 
27 

t2 

32 

40 

12 

U 

4 

4 

2 

ivic\tvane-OI8130 



CX 2359-009

.oiiiiiiliiiiii' n_;~~ , ;~.j. 
.&,. rlll..t::: LI~ I 

_r C153 Ductile Iron Compact Mechanical Joint Fittinos MJ COMPACT 
Ilnl nn n>'\ Size NO!1-Domes!!c Domes!!c less -"'.ccessory W!!h Accessory We!gh!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

221/2" (1116) MJ X FE BEND 
/~ ;!v\~fe220·~p .l40;OO 24 ~ , 

""\ \ 4 IlIl.1FB2204 /lIl.1FB2204D 14400 176.00 26 .32 
; , 
.' " 6 N\JFB2206' 'MJfB2206D 17'4:00. 21' 6.'00 48 

B MJFB22o.8 MJFB22o.8D 272.0.0. 320..0.0. 68 9 
10 MJFB2210 MJfB2210D 31'1,00 455.00 102 4 
12 ivUFB2212 ivUFB2212D :)61.00 633.0.0. 134 4 

" 1 lAO r1 I.,,,,,. •• 1 V ~~ b~"r. 

" '/~ \ I/oJ""'} IVI" A I L IILI'4I .... 

~ "" \ 
4 N\J~~ I .I ~4: :lV\j~IF I,04:U I ~,?Q() l:ot>.()O 19 (~ 

L_J 6 IvuFBl106 IvuFBl106D i 70.00 212.00 30 i8 

• • & 11!lJfBl1[13' 'NUFB:FD8D 225:CiD 27})XI 50" 18 
--r-=---A-

10 ~~.IFBlll0 I\MFBIIIo.D 374.0.0. 438.0.0. 7.5 

hiUfBl ·ii.~jfBrH2b 5S7DO 

MJ LATERAL 

A 3x3 IvULo.3o.3 IvULo.3o.3D 162.0.0. 243.0.0. 36 30 

.k"- ·4x2· MJL04G2 MJLD402D 281.OD 364.00 46 24 

Irr' 'ill 4x3 MJL0403 MJL0403D 17l.DD 262.0.0. 40 30 

II! III 4~4 MJW404 :MJL0404D 225;00 321;00 51:: 30 
6x4 !vULU604 !vULU6U4LJ LL 1.0.0. 33/.0.0. n 12 

iVUW61::16 :iViJLu6U6Li 403:00 

8X4 MJL0804 MJL0804D 451.00 579.00 106 

.8XU MJLOSQ6 iv\JL0806D 314,00 512.00 114 ;S 

8x.8 JllijU)8D8 IIIijLD8D8D 46300 1)()7,00 i28 

Hh4 1D04FJ 4 

IOx6 MJLlo.06 MJLlOO6D 672.00 842.0.0. 136 4 

IOXB MJUOO8 MJilO08D 731.00 907.00 17Q 4 
lOxlO IvUL 1010 IvULlOlOD 893.0.0. LD8S.DO 199 4 

NUP204 :Iv\j~ 1,f'P4Q 8~?-QO l.'q73.00 184 
12x6 MJL1206 MJL1206D 935.00 1,121.00. 186 2 

1'2x8 NUU208 '(vUt1'208D '1';003:00 L1095;00 188 2" 
12xlO IvUL1210 IvUL1210D 1,177.00 1,385.00 250 2 

f2xl:2 MJU2t2 'Mji{iJ"2D ·C26'2.00 L478DD 272 2 

!4x!4 ,~.~,JL!4!4 MJL!4!4LJ :2, !4:2.lJ0 :2,466.00 4/4 , 
16;'.6 !vUl160f ivUJ.HObD ! ;341.00 L6~5.OQ 300 2 
16x8 .rvUL1608 .rv1JL1608D 1,571.00 1,881.00 349 2 

1:6:.;10 :fIA.I!:.16to MJt.161OD :3;3?1.OO 3,721.00 496 2 
If,xl? Mlllf,l? Mlllf,l?n ? WI nn ? .1.'l.'l.nn 4.'1:1 

IvUOL181OD 5,350.,0.0 6,104.00. 975 

/vUDll012D -v;uo.;J".vv ",,",,.;:c,,.V\) W15 

IvUDL1S14D POA POA 1120 
'f~~jDll'8i 6D 5;75'0.00 6',636.0.0 1'1'35 
IvUOL18180 6,225,00 7,212.00 120.0 

1\~JDl2004D PO;'I" PO,"'. 
MJDL2006D PO.II, PO,lI. 850 

MJDl2008D POA POA 657 

IvUOL201OD 7,175,00 8,127.00 1220 

'Weight, exclude accessories 

Page 9 

Confidential ivicVvane-Ol8131 

PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.j. 
.&,. rlll..t::: LI~ I 

_r C153 Ductile Iron Compact Mechanical Joint Fittinos MJ COMPACT 
Ilnl nn n>'\ Size NO!1-Domes!!c Domes!!c less -"'.ccessory W!!h Accessory We!gh!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

221/2" (1116) MJ X FE BEND 
/~ ;!v\~fe220·~p .l40;OO 24 ~ , 

""\ \ 4 IlIl.1FB2204 /lIl.1FB2204D 14400 176.00 26 .32 
; , 
.' " 6 N\JFB2206' 'MJfB2206D 17'4:00. 21' 6.'00 48 

B MJFB22o.8 MJFB22o.8D 272.0.0. 320..0.0. 68 9 
10 MJFB2210 MJfB2210D 31'1,00 455.00 102 4 
12 ivUFB2212 ivUFB2212D :)61.00 633.0.0. 134 4 

" 1 lAO r1 I.,,,,,. •• 1 V ~~ b~"r. 

" '/~ \ I/oJ""'} IVI" A I L IILI'4I .... 

~ "" \ 
4 N\J~~ I .I ~4: :lV\j~IF I,04:U I ~,?Q() l:ot>.()O 19 (~ 

L_J 6 IvuFBl106 IvuFBl106D i 70.00 212.00 30 i8 

• • & 11!lJfBl1[13' 'NUFB:FD8D 225:CiD 27})XI 50" 18 
--r-=---A-

10 ~~.IFBlll0 I\MFBIIIo.D 374.0.0. 438.0.0. 7.5 

hiUfBl ·ii.~jfBrH2b 5S7DO 

MJ LATERAL 

A 3x3 IvULo.3o.3 IvULo.3o.3D 162.0.0. 243.0.0. 36 30 

.k"- ·4x2· MJL04G2 MJLD402D 281.OD 364.00 46 24 

Irr' 'ill 4x3 MJL0403 MJL0403D 17l.DD 262.0.0. 40 30 

II! III 4~4 MJW404 :MJL0404D 225;00 321;00 51:: 30 
6x4 !vULU604 !vULU6U4LJ LL 1.0.0. 33/.0.0. n 12 

iVUW61::16 :iViJLu6U6Li 403:00 

8X4 MJL0804 MJL0804D 451.00 579.00 106 

.8XU MJLOSQ6 iv\JL0806D 314,00 512.00 114 ;S 

8x.8 JllijU)8D8 IIIijLD8D8D 46300 1)()7,00 i28 

Hh4 1D04FJ 4 

IOx6 MJLlo.06 MJLlOO6D 672.00 842.0.0. 136 4 

IOXB MJUOO8 MJilO08D 731.00 907.00 17Q 4 
lOxlO IvUL 1010 IvULlOlOD 893.0.0. LD8S.DO 199 4 

NUP204 :Iv\j~ 1,f'P4Q 8~?-QO l.'q73.00 184 
12x6 MJL1206 MJL1206D 935.00 1,121.00. 186 2 

1'2x8 NUU208 '(vUt1'208D '1';003:00 L1095;00 188 2" 
12xlO IvUL1210 IvUL1210D 1,177.00 1,385.00 250 2 

f2xl:2 MJU2t2 'Mji{iJ"2D ·C26'2.00 L478DD 272 2 

!4x!4 ,~.~,JL!4!4 MJL!4!4LJ :2, !4:2.lJ0 :2,466.00 4/4 , 
16;'.6 !vUl160f ivUJ.HObD ! ;341.00 L6~5.OQ 300 2 
16x8 .rvUL1608 .rv1JL1608D 1,571.00 1,881.00 349 2 

1:6:.;10 :fIA.I!:.16to MJt.161OD :3;3?1.OO 3,721.00 496 2 
If,xl? Mlllf,l? Mlllf,l?n ? WI nn ? .1.'l.'l.nn 4.'1:1 

IvUOL181OD 5,350.,0.0 6,104.00. 975 

/vUDll012D -v;uo.;J".vv ",,",,.;:c,,.V\) W15 

IvUDL1S14D POA POA 1120 
'f~~jDll'8i 6D 5;75'0.00 6',636.0.0 1'1'35 
IvUOL18180 6,225,00 7,212.00 120.0 

1\~JDl2004D PO;'I" PO,"'. 
MJDL2006D PO.II, PO,lI. 850 

MJDl2008D POA POA 657 

IvUOL201OD 7,175,00 8,127.00 1220 

'Weight, exclude accessories 

Page 9 

Confidential ivicVvane-Ol8131 



CX 2359-010

@I!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

..... V 1:1: 

NO!1-Domes!!c 
Item Code 

.rvUDL302~ 

~iljbL303D' 
~~JDL3608 

Ar.A DTI:::D 
.... .1 I\. I L. ""' ... ""'f 1L.n. 

C n 3 !-AJF,".OB 
II'ri ~ fvUFi'.OJ! 
III I I 6 l'kJf.o'''.D6 III , , 

lIJ.J • 8 ~~JFA.08 • c 

" " MJFA10 

12 IvUFAI2 

'14 1YUfA'J'4 
16 MJFA 16 

18 

20 ivUrA20 

24 MJfA24 

'Weight, exclude accessories 

Domes!!c 
Item Code 

hVDl;2012.D 
/vUDL2014D 

MJDl20l6D 
MJDL20l8D 

:Mj0iJ202(iJ) 
IvUDL2406D 
wdDL2408D 

~/ijDL2.:J.l 0[1 

ivUDL2412D 
IvtJ1l1 ?4141l 

MJDl24l6D 
IvUDL2418D 

M)P",4:?QD 
MJDL2424D 

MJD13012D 

/vUDL3014D 
'tVijbl3016D 
IviJDL30l3D 

Iv'IJOl3020D 
MJDL302~D 

'i~~jDbo30D 
MJDL3608D 

M 1I)1),f, 1)1} 

/vUDL3614D 
;MJDl3616'D 

MJDL3618D 

NdDl3620D 
1v',JDL3624D 

"",)DI.:3&3QD 
MJDL3636D 

I'MDl4220D 

IviJDL4224D 
MJDl4230D 

MJDL4236D 

:lv\JP~4242.D 
MJDL4818D 

MJDl4820D 

ivUDL4824D 

'iAJbl4330D 
iv',jDL4848D 

i'/Uf.";03D 

!VUF,AD-lD 
;.~.l\jfA06D; 

I\MFAOSD 

·MJfAl-OD· 

IvUFA12D 
NUPA1'4D' 
MJFA 16D 

ivUfA18D 

IvUiA20D 

MJfA24D 

Page 10 

Confidential 

le~~ "".cce~~ory 
List Price 

5J50.00 
POA 

:&;800,00 
POA 

POA 

POA 
pnA -

POA 
POA 

PDA 

fOA 
9,014.00 

POA 

PDA 
fOA 
POi>, 

fOA 
PO.A 

. 2);04'7.00 
POA 

POi; 

POA 
'fDA 

PDA 

LlN"+v.VV 

POA 
." Q,'O '''' oJ"T,U"TV.vv 

40,860.00 

43;260.00 

50,130.00 

POA 
fDA 

POA 

POA 

76.00 

99.00 

~ '3'6;00: 

20S.00 

298,00 

421.00 

62'1:00 

711.00 

I,LUU.VV 

1,'''''.''''-' 

Price List 
MJ COMPACT 

Wi!!"! Acce~~ory 
List Price 

6~~24,OO 

POA 
71184,QO 

POA 
8A34;(.)(J 

POA 

POA 
PI~ IA -

POA 
POA 
PDA 
POA 

10,826.00 

;POA 

PDA 
fOA 
PO,,>, 

PO,il.. 
POil. 

22',600.00 
POA 

POA 

POA 
FOA 

PDA 
·POA 

vv,L/l.VV 

POA 
'O(] .,QO "" V',vUoJ.vv 

PO/\ 

46,358.00 

49,015.00 

56,539.00 

;PQA 
PDA 
POA 

POA 
POA 
POA 

1-03.00 

131.00 

l'78:oo 

256.00 

36LOO 
493.00 

7-29;00 
S42.00 

1,1-9'9.00 

I,"+/O.VV 

',"F I.UU 

Weigf1!~ 
(Lbs) 

1260 
1365 

1,375 
1495 

1870 

lB70 
1800 

19~O 

1815 
2060 

2135 

2372 

31.1.0 

2281 

3250 
2988 

3280 
. 3670 

4055 
.4.A9f) 

4672 

494D 

5005 

5851 

5C80 
5022 

6810 

728D 

8355 

??OP 

14 

21 
28; 

" 
99 
150 

186 

222 

252 

324 

Cr!:!!e 
Quantity 

7S 
100 

45 

45 

20 
B 

8 

2 
2 

2 

ivicVvane-Ol8132 

PUBLIC

@I!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

..... V 1:1: 

NO!1-Domes!!c 
Item Code 

.rvUDL302~ 

~iljbL303D' 
~~JDL3608 

Ar.A DTI:::D 
.... .1 I\. I L. ""' ... ""'f 1L.n. 

C n 3 !-AJF,".OB 
II'ri ~ fvUFi'.OJ! 
III I I 6 l'kJf.o'''.D6 III , , 

lIJ.J • 8 ~~JFA.08 • c 

" " MJFA10 

12 IvUFAI2 

'14 1YUfA'J'4 
16 MJFA 16 

18 

20 ivUrA20 

24 MJfA24 

'Weight, exclude accessories 

Domes!!c 
Item Code 

hVDl;2012.D 
/vUDL2014D 

MJDl20l6D 
MJDL20l8D 

:Mj0iJ202(iJ) 
IvUDL2406D 
wdDL2408D 

~/ijDL2.:J.l 0[1 

ivUDL2412D 
IvtJ1l1 ?4141l 

MJDl24l6D 
IvUDL2418D 

M)P",4:?QD 
MJDL2424D 

MJD13012D 

/vUDL3014D 
'tVijbl3016D 
IviJDL30l3D 

Iv'IJOl3020D 
MJDL302~D 

'i~~jDbo30D 
MJDL3608D 

M 1I)1),f, 1)1} 

/vUDL3614D 
;MJDl3616'D 

MJDL3618D 

NdDl3620D 
1v',JDL3624D 

"",)DI.:3&3QD 
MJDL3636D 

I'MDl4220D 

IviJDL4224D 
MJDl4230D 

MJDL4236D 

:lv\JP~4242.D 
MJDL4818D 

MJDl4820D 

ivUDL4824D 

'iAJbl4330D 
iv',jDL4848D 

i'/Uf.";03D 

!VUF,AD-lD 
;.~.l\jfA06D; 

I\MFAOSD 

·MJfAl-OD· 

IvUFA12D 
NUPA1'4D' 
MJFA 16D 

ivUfA18D 

IvUiA20D 

MJfA24D 

Page 10 

Confidential 

le~~ "".cce~~ory 
List Price 

5J50.00 
POA 

:&;800,00 
POA 

POA 

POA 
pnA -

POA 
POA 

PDA 

fOA 
9,014.00 

POA 

PDA 
fOA 
POi>, 

fOA 
PO.A 

. 2);04'7.00 
POA 

POi; 

POA 
'fDA 

PDA 

LlN"+v.VV 

POA 
." Q,'O '''' oJ"T,U"TV.vv 

40,860.00 

43;260.00 

50,130.00 

POA 
fDA 

POA 

POA 

76.00 

99.00 

~ '3'6;00: 

20S.00 

298,00 

421.00 

62'1:00 

711.00 

I,LUU.VV 

1,'''''.''''-' 

Price List 
MJ COMPACT 

Wi!!"! Acce~~ory 
List Price 

6~~24,OO 

POA 
71184,QO 

POA 
8A34;(.)(J 

POA 

POA 
PI~ IA -

POA 
POA 
PDA 
POA 

10,826.00 

;POA 

PDA 
fOA 
PO,,>, 

PO,il.. 
POil. 

22',600.00 
POA 

POA 

POA 
FOA 

PDA 
·POA 

vv,L/l.VV 

POA 
'O(] .,QO "" V',vUoJ.vv 

PO/\ 

46,358.00 

49,015.00 

56,539.00 

;PQA 
PDA 
POA 

POA 
POA 
POA 

1-03.00 

131.00 

l'78:oo 

256.00 

36LOO 
493.00 

7-29;00 
S42.00 

1,1-9'9.00 

I,"+/O.VV 

',"F I.UU 

Weigf1!~ 
(Lbs) 

1260 
1365 

1,375 
1495 

1870 

lB70 
1800 

19~O 

1815 
2060 

2135 

2372 

31.1.0 

2281 

3250 
2988 

3280 
. 3670 

4055 
.4.A9f) 

4672 

494D 

5005 

5851 

5C80 
5022 

6810 

728D 

8355 

??OP 

14 

21 
28; 

" 
99 
150 

186 

222 

252 

324 

Cr!:!!e 
Quantity 

7S 
100 

45 

45 

20 
B 

8 

2 
2 

2 

ivicVvane-Ol8132 



CX 2359-011

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

30 

42 

48 

Mj TEE 

2x2 

3;.;3 

4;.::3 

6x4 
6x4x6 

6x6x8 

Bx3 

8X4 

:9;»6. 
0.>;61'.6 

GxG 

i'Ox3 
lOx4 

lOxil 
lOxS 

WXl:O 

12x3 

12x6 

12xlO 

14x6 

14;.;8 
14xlO 

14x14 

16x6 

16x8 

16x12 

l'6x:H 
16."-16 

18x4 

18x6 

18;';8 
18xlO 

W>\1:2 

18,.;14 

13x13 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

MJFA30 

lVUFA36 
IvUFA42 

MJfA48 

IvUT0202 

,'vUT0303 

IvUT0403 

MJT0604 
IvUT060406 

!V\JJq6Q6 
MJT060608 

ivUT08G3 
lViJT0804 

)y\~:ro806 

ivIJT080606 
)vUTG8G608 

ivUTOGOG 

MJh003 
IvUTI004 

MJTl-006 
MJTlO08 

MJHOtD 

/vIJI1203 

MJ·I·I;:!04 

MJT1206 

IvUT1210 

MJT1406 

MJT140a 
/vUT141O 

!vUp4t2 
MJT1414 

MJT1606 
/vUT1608 

IvUT! 612 

'!'AJTl614 
!vUTl616 

MJTl:S0"
MJTI806 

MJTrB08 
IvUTl810 

Mm:812 
!vUT1814 

IvUT1313 

Domes!!c 
Item Code 

MJFA30D 

'/iliJFA36D' 
MJFA42D 

MJFA48D 

IvUT0202D 

ivtH03D2D 

IvUT0403D 

MJT0603D 

MJW&D4D 
IvUT060406D 

:iV\JTIJ?C>6Q 
MJT060608D 

;{vUKJ80-3D 

IviJT0804D 

:!vWQ$.P6;Q 
ivUT080606D 

'IVU103D608D 

IvUTOGOGD 

'Niji1'OOOO 
IvUT1004D 

MJflODbD 

MJTI008D 

MJJIOJOD 

IvU I 1203LJ 

N\J-I,I,;'?lJ4l) 

MJT1206D 

/\I\JTI210D 

IvUll?l?O 

MJTI406D 

IvUJl408D 

IvUT1410D 

:lv\JJ,l,~l:2q 

MJTI414D 

MJrlb060 
I,/UT1608D 

MJT1612D 

'MJf'1'&'H'D 
!vUT1616D 

MJf181)40 

MJT1806D 

[v11118080 
IV\JTI81OD 

:iV\~n?,l:;;Q 

ivUT1814D 

,iv-u:n316D 

IvUT1818D 

Page II 

Confidential 

less -"'.ccessory 
List Price 

2,547.00 

4; 125:00-
1 0.,422.0.0. 

:1:4;614.00 

118.00 

112.00 

138.00 

fOA 
135.00 

179.00 

221,00 
475.00 

24.?-QO 
590.00 

2.4/,00 

255,00 

;3Hl.OO 

666,00 

J70,OO 

j'i'9.00 

332,00 

383,00 

446.00 

510.00 

383,00 

4()(J,\:J(J 

485.00 

595 00 

714.00 

819.00 

927.00 
1,026.00 

1,260.00 

1 ;058.00 

148.00 

! ,373.00 

'1 ~55'3:00 
1,733,00 

POll 

1,550.00 

1;&75,00 
1,575,00 

:V?~,9·QO 
2,07~,OO 

L,-.J/U.UU 

Price List 
MJ COMPACT 

With Accessory 
List Price 

3,309.00. 

5~074:00 

12,367.00 

17,092.00 

194.50 

.50 

219.00 

'rOA 

226.00 

290.00 

337,00 

591.00 

~73.00 

722.00 

370.00 
383.00 

448-00 

798.00 

804:00 

514.00 

474.00 

492.00 

553-.00 
622.00 

702-00 

004.00 

z,/6AJU 

671.00 

803,00 
9::i[}J)(] 

1,077.00 

U91.00 
1,306.00 

l,~l.OO 

1,584.00 

1,362,00 

10458.00 

1,707.00 

1',923:00 
2,126.00 

POA 

1,970.00 

V01.00 
2,017.00 

~,440.DO 

2,~61.00 

W, I-.JI .uu 

We!gf1!~ 
(Lbs) 

"e,'1 

544 

798 
1214 

1600 

22 
43 

29 

30 

3:2' 
42 

4Q 

60 

75 

52 
00 

72: 
75 

75' 
78 

90 
105 

120 

90 

110 

125 

140 

loG 

222 

242 
274 

351 

270 

242 

344 

392 
Ll35 

271 

306 

32! 
315 

179 
380 

518 

Cr!:!!e 
Quantity 

36 

50 

24 
16 

12 

24 
12 

f4 
18 

9; 

18 

19 
9 

i' 
8 
3 
12 

4 

8 

4 

4 

4 

4 

4 

4 

2 

2 

2 

2' 
2 

4 

ivicVvane-Ol8133 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

30 

42 

48 

Mj TEE 

2x2 

3;.;3 

4;.::3 

6x4 
6x4x6 

6x6x8 

Bx3 

8X4 

:9;»6. 
0.>;61'.6 

GxG 

i'Ox3 
lOx4 

lOxil 
lOxS 

WXl:O 

12x3 

12x6 

12xlO 

14x6 

14;.;8 
14xlO 

14x14 

16x6 

16x8 

16x12 

l'6x:H 
16."-16 

18x4 

18x6 

18;';8 
18xlO 

W>\1:2 

18,.;14 

13x13 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

MJFA30 

lVUFA36 
IvUFA42 

MJfA48 

IvUT0202 

,'vUT0303 

IvUT0403 

MJT0604 
IvUT060406 

!V\JJq6Q6 
MJT060608 

ivUT08G3 
lViJT0804 

)y\~:ro806 

ivIJT080606 
)vUTG8G608 

ivUTOGOG 

MJh003 
IvUTI004 

MJTl-006 
MJTlO08 

MJHOtD 

/vIJI1203 

MJ·I·I;:!04 

MJT1206 

IvUT1210 

MJT1406 

MJT140a 
/vUT141O 

!vUp4t2 
MJT1414 

MJT1606 
/vUT1608 

IvUT! 612 

'!'AJTl614 
!vUTl616 

MJTl:S0"
MJTI806 

MJTrB08 
IvUTl810 

Mm:812 
!vUT1814 

IvUT1313 

Domes!!c 
Item Code 

MJFA30D 

'/iliJFA36D' 
MJFA42D 

MJFA48D 

IvUT0202D 

ivtH03D2D 

IvUT0403D 

MJT0603D 

MJW&D4D 
IvUT060406D 

:iV\JTIJ?C>6Q 
MJT060608D 

;{vUKJ80-3D 

IviJT0804D 

:!vWQ$.P6;Q 
ivUT080606D 

'IVU103D608D 

IvUTOGOGD 

'Niji1'OOOO 
IvUT1004D 

MJflODbD 

MJTI008D 

MJJIOJOD 

IvU I 1203LJ 

N\J-I,I,;'?lJ4l) 

MJT1206D 

/\I\JTI210D 

IvUll?l?O 

MJTI406D 

IvUJl408D 

IvUT1410D 

:lv\JJ,l,~l:2q 

MJTI414D 

MJrlb060 
I,/UT1608D 

MJT1612D 

'MJf'1'&'H'D 
!vUT1616D 

MJf181)40 

MJT1806D 

[v11118080 
IV\JTI81OD 

:iV\~n?,l:;;Q 

ivUT1814D 

,iv-u:n316D 

IvUT1818D 

Page II 

Confidential 

less -"'.ccessory 
List Price 

2,547.00 

4; 125:00-
1 0.,422.0.0. 

:1:4;614.00 

118.00 

112.00 

138.00 

fOA 
135.00 

179.00 

221,00 
475.00 

24.?-QO 
590.00 

2.4/,00 

255,00 

;3Hl.OO 

666,00 

J70,OO 

j'i'9.00 

332,00 

383,00 

446.00 

510.00 

383,00 

4()(J,\:J(J 

485.00 

595 00 

714.00 

819.00 

927.00 
1,026.00 

1,260.00 

1 ;058.00 

148.00 

! ,373.00 

'1 ~55'3:00 
1,733,00 

POll 

1,550.00 

1;&75,00 
1,575,00 

:V?~,9·QO 
2,07~,OO 

L,-.J/U.UU 

Price List 
MJ COMPACT 

With Accessory 
List Price 

3,309.00. 

5~074:00 

12,367.00 

17,092.00 

194.50 

.50 

219.00 

'rOA 

226.00 

290.00 

337,00 

591.00 

~73.00 

722.00 

370.00 
383.00 

448-00 

798.00 

804:00 

514.00 

474.00 

492.00 

553-.00 
622.00 

702-00 

004.00 

z,/6AJU 

671.00 

803,00 
9::i[}J)(] 

1,077.00 

U91.00 
1,306.00 

l,~l.OO 

1,584.00 

1,362,00 

10458.00 

1,707.00 

1',923:00 
2,126.00 

POA 

1,970.00 

V01.00 
2,017.00 

~,440.DO 

2,~61.00 

W, I-.JI .uu 

We!gf1!~ 
(Lbs) 

"e,'1 

544 

798 
1214 

1600 

22 
43 

29 

30 

3:2' 
42 

4Q 

60 

75 

52 
00 

72: 
75 

75' 
78 

90 
105 

120 

90 

110 

125 

140 

loG 

222 

242 
274 

351 

270 

242 

344 

392 
Ll35 

271 

306 

32! 
315 

179 
380 

518 

Cr!:!!e 
Quantity 

36 

50 

24 
16 

12 

24 
12 

f4 
18 

9; 

18 

19 
9 

i' 
8 
3 
12 

4 

8 

4 

4 

4 

4 

4 

4 

2 

2 

2 

2' 
2 

4 

ivicVvane-Ol8133 



CX 2359-012

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

;?O;-;6 
20x8 

20>(1,:0 

20xl2 

20xl6 

2DxlB 

20'>'20 

24;':,<:1 
?4xR 

24;';1:0 

24x12 

24;<;1:4 
24x16 

24xlB 

24x20 

24X24 
30x6 

30x12 

30,;1'6 
30x18 

30x24 

:30:':3:0 

36x6 

36x18 

36x24 

:30x3:Q 

36x36 

~2;<9 
42x12 

42xl6 

42xl8 

42;:.24 

42:-:30 

42x4:2 
48x6 

48x12 

48x16 

:~X20 

41::lxL'4 

-48x30 

48x36 

4Rx4R 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

!VlJT~006 
IvUT2008 

MJT201Q 
MJT2012 

iYUt2Dt4 
IvUT2016 

IviJ'i2018 
I1II jT 2() 20 

JvUT?40R 

MJT24W 
/vUT24 I 2 

0'm414 
MJT2416 

MJT24rB 

/vUT2420 

i~Ut2424 
ivUT3006 

MJT3008 
iv1JT30! 2 

MJh01:6 
MJT:3018 

M ffMXI 

/vUT3024 

/vjJT303G 

MJT3606 

MJT3618 

MJT36XJ 

MJT3624 
MJT363G 

MJT3636 

!vIH42Q6 
/vUT4212 

MJT42r6 

ivUT42i8 

iviJt422D 
/vUT 4224 

~":ijT423G 

J'v',JT 4230 

MJ14242 

/vUT 4806 

MJT48r2 

/vUT 4816 

!\'1)J4820 

MJ14dL'4 

MJf483G 

ivUT 4836 

M.JT 4248 

Domes!ic 
Item Code 

:l0Jf;2~~q 
IvUT2008D 

MJT2Q)OD 

MJT2012D 

:Mjj:l~':14:C} 

/vUT2016D 

MJr2D18D 

~/\jT2020D 

/v1.JT?4ORIl 

MJT2410D 

/vUT2412D 

M)l~4HP 
MJT2416D 

MJf24,18D 

/vUT2420D 

'tViJr2424D 
IviJT3006D 

r./lJT3008D 

MJT3012D 

'i~~~~jol &0 
MJT3018D 

M FLit/'Xil) 

/vUT3024D 

;MJiG030D 

MJT3606D 

Nu'i3608D 

1v',JT3612D 

IvUf3616D 

MJT361SD 

I'M'f362DD 

Iv1JT3624D 

MJi363DD 

MJT36360 

:l0JI~-?06p 
MJT4212D 

MJT4216D 

ivUT4218D 

'iAJI4220b 
;v'dT4224D 

1vlI14242D 
/vUT 48060 

;WT48l2D 

MJT4816D 

NWT:4{!2PO: 
MJI41::l:L4U 

-Mj.j4830D 

iVIJT4836D 

/vUT4R42n 

Page 12 

Confidential 

le~s "".ccessory 
List Price 

1J40.00 
1,780.00 

:1.;850,00 

2,205.00 

2, i 70.00 

.:2;925.00 

2,390.00 

2;1 

???Ii.OO 

:2A3b.OO 
2,373.00 

~,$$$.QO 
3,050.00 

3;06.6.0D 

3,455.00 

JJ2iWO 
3,597.00 

~,565.o0 

5;27'5.00 
POA 

00 

5,836.00 

'7;27'l;QO 

POA 

U,\)U/.VV 

'h"''"' , -vv 

POA 

7,953.00 

9;218.00 

10,918.00 

FOA 
POA 
fDA 

POA 

13,770.00 
',','re,"',",'"" 

14;VLL.VV 

I 1,7LU.VV 

:19;0!4J)0 

POA 
; ;15;000.00 

POA 
FOA 

16,'70;,'.00 

?5.5[]Ii.OO 

Price List 
MJ COMPACT 

With Accessory 
List Price 

2)18,00 

2.264.00 

2,35.0,QO 

2,713.00 

~:.0'!4;()(J 

2.737.00 

3,55.0.00 

?.854.o0 

3,08.0.00 

3,025.00 

?,$76.o0 
3,761.00 

3,835J)0 

4,253.00 

4~S:98.00 
5,163.00 

5,637/)0 
6,161.00 

6~930DO 
POA 

00 

7,650.00 

9~563.00 

POA 
,POA 

f,UUv.VV 

9,767.00 

tl ,878.00 

13,765.00 

;PQA 
POA 
fOA 
POA 

POA 
17,::;86.00 

tU,vIV.'UV 

LL,'-HAJ.UU 

24,303.00 

POA 
T9,9.08-00 

POA 
,fOA 

LL,O~tUJ(J 

,POA 

29,677.00 

31. i:99 
1? 76[]DO 

Weigf1!~ 
(Lbs) 

358 

402 
432 

440 
530 

577 

406 

470 
450 

550 
625 

630 

720 

751 
742 

817 

931 
1085 

9';5 

1389 

13lB 

1000 

,lOS{) 

1150 

1167 

1505 

1520 

1498 

2381 

2065 

JI3CJP 
1950 

2040 

2195 

2235 
2270 

, 26QlJ 

3000 

3175 

2155 

21.30 

2650 

,2-500 
:Ltl!(J 

,3050 

3900 

4?50 

Cr!:!!e 
Quantity 

ivicVvane-Ol8134 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

;?O;-;6 
20x8 

20>(1,:0 

20xl2 

20xl6 

2DxlB 

20'>'20 

24;':,<:1 
?4xR 

24;';1:0 

24x12 

24;<;1:4 
24x16 

24xlB 

24x20 

24X24 
30x6 

30x12 

30,;1'6 
30x18 

30x24 

:30:':3:0 

36x6 

36x18 

36x24 

:30x3:Q 

36x36 

~2;<9 
42x12 

42xl6 

42xl8 

42;:.24 

42:-:30 

42x4:2 
48x6 

48x12 

48x16 

:~X20 

41::lxL'4 

-48x30 

48x36 

4Rx4R 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

!VlJT~006 
IvUT2008 

MJT201Q 
MJT2012 

iYUt2Dt4 
IvUT2016 

IviJ'i2018 
I1II jT 2() 20 

JvUT?40R 

MJT24W 
/vUT24 I 2 

0'm414 
MJT2416 

MJT24rB 

/vUT2420 

i~Ut2424 
ivUT3006 

MJT3008 
iv1JT30! 2 

MJh01:6 
MJT:3018 

M ffMXI 

/vUT3024 

/vjJT303G 

MJT3606 

MJT3618 

MJT36XJ 

MJT3624 
MJT363G 

MJT3636 

!vIH42Q6 
/vUT4212 

MJT42r6 

ivUT42i8 

iviJt422D 
/vUT 4224 

~":ijT423G 

J'v',JT 4230 

MJ14242 

/vUT 4806 

MJT48r2 

/vUT 4816 

!\'1)J4820 

MJ14dL'4 

MJf483G 

ivUT 4836 

M.JT 4248 

Domes!ic 
Item Code 

:l0Jf;2~~q 
IvUT2008D 

MJT2Q)OD 

MJT2012D 

:Mjj:l~':14:C} 

/vUT2016D 

MJr2D18D 

~/\jT2020D 

/v1.JT?4ORIl 

MJT2410D 

/vUT2412D 

M)l~4HP 
MJT2416D 

MJf24,18D 

/vUT2420D 

'tViJr2424D 
IviJT3006D 

r./lJT3008D 

MJT3012D 

'i~~~~jol &0 
MJT3018D 

M FLit/'Xil) 

/vUT3024D 

;MJiG030D 

MJT3606D 

Nu'i3608D 

1v',JT3612D 

IvUf3616D 

MJT361SD 

I'M'f362DD 

Iv1JT3624D 

MJi363DD 

MJT36360 

:l0JI~-?06p 
MJT4212D 

MJT4216D 

ivUT4218D 

'iAJI4220b 
;v'dT4224D 

1vlI14242D 
/vUT 48060 

;WT48l2D 

MJT4816D 

NWT:4{!2PO: 
MJI41::l:L4U 

-Mj.j4830D 

iVIJT4836D 

/vUT4R42n 

Page 12 

Confidential 

le~s "".ccessory 
List Price 

1J40.00 
1,780.00 

:1.;850,00 

2,205.00 

2, i 70.00 

.:2;925.00 

2,390.00 

2;1 

???Ii.OO 

:2A3b.OO 
2,373.00 

~,$$$.QO 
3,050.00 

3;06.6.0D 

3,455.00 

JJ2iWO 
3,597.00 

~,565.o0 

5;27'5.00 
POA 

00 

5,836.00 

'7;27'l;QO 

POA 

U,\)U/.VV 

'h"''"' , -vv 

POA 

7,953.00 

9;218.00 

10,918.00 

FOA 
POA 
fDA 

POA 

13,770.00 
',','re,"',",'"" 

14;VLL.VV 

I 1,7LU.VV 

:19;0!4J)0 

POA 
; ;15;000.00 

POA 
FOA 

16,'70;,'.00 

?5.5[]Ii.OO 

Price List 
MJ COMPACT 

With Accessory 
List Price 

2)18,00 

2.264.00 

2,35.0,QO 

2,713.00 

~:.0'!4;()(J 

2.737.00 

3,55.0.00 

?.854.o0 

3,08.0.00 

3,025.00 

?,$76.o0 
3,761.00 

3,835J)0 

4,253.00 

4~S:98.00 
5,163.00 

5,637/)0 
6,161.00 

6~930DO 
POA 

00 

7,650.00 

9~563.00 

POA 
,POA 

f,UUv.VV 

9,767.00 

tl ,878.00 

13,765.00 

;PQA 
POA 
fOA 
POA 

POA 
17,::;86.00 

tU,vIV.'UV 

LL,'-HAJ.UU 

24,303.00 

POA 
T9,9.08-00 

POA 
,fOA 

LL,O~tUJ(J 

,POA 

29,677.00 

31. i:99 
1? 76[]DO 

Weigf1!~ 
(Lbs) 

358 

402 
432 

440 
530 

577 

406 

470 
450 

550 
625 

630 

720 

751 
742 

817 

931 
1085 

9';5 

1389 

13lB 

1000 

,lOS{) 

1150 

1167 

1505 

1520 

1498 

2381 

2065 

JI3CJP 
1950 

2040 

2195 

2235 
2270 

, 26QlJ 

3000 

3175 

2155 

21.30 

2650 

,2-500 
:Ltl!(J 

,3050 

3900 

4?50 

Cr!:!!e 
Quantity 

ivicVvane-Ol8134 



CX 2359-013

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

MJ X FE TEE 

4,4 

:.&x3: 
6x4 

8x4 

8x8 

lOkB 
lOxlO 

12;<4 
12x6 

1.2xB 

12xlO 

1:.;2;>\1.2 

14,,6 

14xlO 

i:4xr2 
14x14 

16xil 

16x8 

1:6x1D 

16xl2 

16X16 

18xB 

18x16 

18x18 
20x6 

20xlO 

24*6 

24xS 

24x12 

7~".:r6 

24-,>'2,1 

·30x6 
30x8 

30"';1:2 
30x16 

;?6;<6 
36,.;16 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

:KAJF!'03D3 

IvlJFT0402 

MJFT0404 

MJH0603 
IvUFT0604 

ivUFf06G6 
,'vUFT0804 

IvUFT0808 

MJH1008 
IvUFTl OlD 

!V\JFT:12G4 
MJFTl206 

iVIJF11.208 ; 

lViJ FTl210 

)y\~f!:1,4~2: 

ivUFT1406 

ivUiT1410 

MJF'f:l'412 . 
IvUFTl414 

N1JFrl606 
MJFTl608 

MJH16tD 

IvW-1161L' 

MJr·H6}4 

MJFTl616 

)1!!JF'0806 

II/UFTl80S 

M.IH18i? 

MJFTl816 

MJfT1818 
IvUFT2006 

MJFT2010 

MJf124Q6 

IvUFT2408 

,~.~,J FT24 12 

lVUfT2416 
IvIJFT242Ll 

!\AJfT3006 

MJFTJ008 

MJf13012 
IvU FTJO I 6 

M)fP606 
ivUFT3616 

Domes!!c 
Item Code 

!i/UFTD303D 
!vUFTOA02D 

MJFT0404D 

MJFT0603D 
IvUFT0604D 

ivUfTD6D60 

IvUFT08080 

MJFT10060 

MJFT1008D 
IvU FT 10100 

:iV\lfT)2p4P 
MJFTI206D 

;{vUFT.l2080 

IviJFT12100 

:iyW~T,j2),20 

ivUFT14060 

'IVUfT14OBD 

IvUiT14100 

'NijfT'i41ib 
IvUFTI4140 

MJfT1606D 

MJFTI6080 

MJfTl6 JOO 

IvUrl1612Ll 

NUtl,16,14t) 

MJFT16160 

/\I\JFTI8080 

IvUfTIR1?O 

MJFTI816D 

IvUfT1818D 

IvU FT20060 

:IV\JfT?°0:3P 
MJFT20l0D 

MJFT2406D 

IvUFT24080 

MJFT2412D 

'MJfT'2'fl6D 
!v1JFT2424D 

MJfDQI)00 

MJFT3008D 

[vUfT3012D 
MJFT30l6D 

:iV\~:FT~WM) 

ivUFT3616D 

Page 13 

Confidential 

less "".ccessory 
List Price 

! 52,QO 
POA 

16700 

180.00 

220,00 
234.00 
268.00 
315.00 

340:00 

417.00 

476.00 

51,'1.00 
655.00 

SP?·QO 
510.00 

587,00 

672.00 

i34~·OO 

909,00 

I,JV").VV 

·1';4'i'a.oo 
1,521.00 

1;026.00 

1,242.00 

1 ;485.00 

1,030,00 

2,115.00 

68.5 00 
POA 

PDA 

POA 
1,800.00 

PDA 

2;1 32.00 

PO,\ 

3,003.00 

'3~78'O:OO 

POA 

POA 

PDA 

POA 
PDA 

POA 

POA 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

206.00 
POA 

244.00 

309.00 
318.00 

3;')2.00 

411.00 

436;00 

513.00 

604.00 

642,00 

783.00 

~46.00 

654.00 

131.00 
816.00 

S:S6DO 

i,125.00 
'PGA 

I,JLI.VV 

1',634.00 

1.737.00 
1,288.00 
1,504.00 

1,147-00 

1.1'7'2.00 

1,.'::1&'1,00 

2,377.00 

2063,00 
POA 

PDA 

PDA 

2,236.00 

;FOA 
PDA 

2.112.00 

POl, 

POl" 
3,583.00 

{360:00 
POA 

POA 

PDA 

POA 

PDA 

;POA 

POA 

We!gf1!~ 
(Lbs) 

30 

53 

40 

50 

55 

56 
75 

85 

90' 
100 

105 
125 

11~ 

120 

130 
150 

170 
205 
220 

244 

284 
305 
213 
260 

287 

311 

374 

3.51 

35.9 

557 

445 

345 

369 

460 

472 

580 

7i!~ 

923 

805 
695 

715 
1187 

l,I.7~ 

147~ 

Cr!:!!e 
Quantity 

40 

36 

12 
24 
24 
18 

12 

8 

D 
4 

8 

E , 
'T: 

4 

4 

4 

2 
2 

2 

2 

ivicVvane-Ol8135 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

MJ X FE TEE 

4,4 

:.&x3: 
6x4 

8x4 

8x8 

lOkB 
lOxlO 

12;<4 
12x6 

1.2xB 

12xlO 

1:.;2;>\1.2 

14,,6 

14xlO 

i:4xr2 
14x14 

16xil 

16x8 

1:6x1D 

16xl2 

16X16 

18xB 

18x16 

18x18 
20x6 

20xlO 

24*6 

24xS 

24x12 

7~".:r6 

24-,>'2,1 

·30x6 
30x8 

30"';1:2 
30x16 

;?6;<6 
36,.;16 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

:KAJF!'03D3 

IvlJFT0402 

MJFT0404 

MJH0603 
IvUFT0604 

ivUFf06G6 
,'vUFT0804 

IvUFT0808 

MJH1008 
IvUFTl OlD 

!V\JFT:12G4 
MJFTl206 

iVIJF11.208 ; 

lViJ FTl210 

)y\~f!:1,4~2: 

ivUFT1406 

ivUiT1410 

MJF'f:l'412 . 
IvUFTl414 

N1JFrl606 
MJFTl608 

MJH16tD 

IvW-1161L' 

MJr·H6}4 

MJFTl616 

)1!!JF'0806 

II/UFTl80S 

M.IH18i? 

MJFTl816 

MJfT1818 
IvUFT2006 

MJFT2010 

MJf124Q6 

IvUFT2408 

,~.~,J FT24 12 

lVUfT2416 
IvIJFT242Ll 

!\AJfT3006 

MJFTJ008 

MJf13012 
IvU FTJO I 6 

M)fP606 
ivUFT3616 

Domes!!c 
Item Code 

!i/UFTD303D 
!vUFTOA02D 

MJFT0404D 

MJFT0603D 
IvUFT0604D 

ivUfTD6D60 

IvUFT08080 

MJFT10060 

MJFT1008D 
IvU FT 10100 

:iV\lfT)2p4P 
MJFTI206D 

;{vUFT.l2080 

IviJFT12100 

:iyW~T,j2),20 

ivUFT14060 

'IVUfT14OBD 

IvUiT14100 

'NijfT'i41ib 
IvUFTI4140 

MJfT1606D 

MJFTI6080 

MJfTl6 JOO 

IvUrl1612Ll 

NUtl,16,14t) 

MJFT16160 

/\I\JFTI8080 

IvUfTIR1?O 

MJFTI816D 

IvUfT1818D 

IvU FT20060 

:IV\JfT?°0:3P 
MJFT20l0D 

MJFT2406D 

IvUFT24080 

MJFT2412D 

'MJfT'2'fl6D 
!v1JFT2424D 

MJfDQI)00 

MJFT3008D 

[vUfT3012D 
MJFT30l6D 

:iV\~:FT~WM) 

ivUFT3616D 
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less "".ccessory 
List Price 

! 52,QO 
POA 

16700 

180.00 

220,00 
234.00 
268.00 
315.00 

340:00 

417.00 

476.00 

51,'1.00 
655.00 

SP?·QO 
510.00 

587,00 

672.00 

i34~·OO 

909,00 

I,JV").VV 

·1';4'i'a.oo 
1,521.00 

1;026.00 

1,242.00 

1 ;485.00 

1,030,00 

2,115.00 

68.5 00 
POA 

PDA 

POA 
1,800.00 

PDA 

2;1 32.00 

PO,\ 

3,003.00 

'3~78'O:OO 

POA 

POA 

PDA 

POA 
PDA 

POA 

POA 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

206.00 
POA 

244.00 

309.00 
318.00 

3;')2.00 

411.00 

436;00 

513.00 

604.00 

642,00 

783.00 

~46.00 

654.00 

131.00 
816.00 

S:S6DO 

i,125.00 
'PGA 

I,JLI.VV 

1',634.00 

1.737.00 
1,288.00 
1,504.00 

1,147-00 

1.1'7'2.00 

1,.'::1&'1,00 

2,377.00 

2063,00 
POA 

PDA 

PDA 

2,236.00 

;FOA 
PDA 

2.112.00 

POl, 

POl" 
3,583.00 

{360:00 
POA 

POA 

PDA 

POA 

PDA 

;POA 

POA 

We!gf1!~ 
(Lbs) 

30 

53 

40 

50 

55 

56 
75 

85 

90' 
100 

105 
125 

11~ 

120 

130 
150 

170 
205 
220 

244 

284 
305 
213 
260 

287 

311 

374 

3.51 

35.9 

557 

445 

345 

369 

460 

472 

580 

7i!~ 

923 

805 
695 

715 
1187 

l,I.7~ 

147~ 

Cr!:!!e 
Quantity 

40 

36 

12 
24 
24 
18 

12 

8 

D 
4 

8 

E , 
'T: 

4 

4 

4 

2 
2 

2 

2 

ivicVvane-Ol8135 



CX 2359-014

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

MJ X PE XMJ TEE 

8)(6 

10 

IIIIJPT0806 

N\JPT080S' 

MJPTIOlO 

Domes!!c 
Item Code 

;!v\~:PTO~qqP 

/IIIJPT0806D 

'MJPTO&l8D 

MJPTlOlOD 

MJ X SWIVEl HYDRANT TEE PlUSWIVEl GLAND) 

6x6 

8x6 

IOx6 

]'CI;<B 

12x6 

14xl) 

1(,):6 

16x8 

18x6 

20x6 

24x&. 

MJTH0606 

IvUTH0806 

NUTtl°1398: 
MJIHIU06 

.rvUTH'206 

M ITH140f, 

)vUTH160t, 

IvUTH1608 

MJTH1806 
MJTH2006 

ivUTH2406; 

t .. 1J TEE TAPPED (2" TAP) 

" 
4 

6 
il 

MJIU;JU31 

JVlJT04G4T 
illiji06CII:,i 

MJrH0606D 

IvUTH0806D 

:lvlJrw;'30Sp 
MJIHI006LJ 

!v1jTH1206D 

1\1\ ITH14nf,[j 

IvLITH] W61J 

IvUTH1608D 

MJfH:1806:D 

MJTH2006D 

hUlH2406D 

MJIU;Ju31U 

(vUI04-04TD 
IlIiji06()6iD 

ivUHJRDffi F) 

less "".ccessory 
List Price 

24:2;00 
33600 

370:00-

565.00 

285.00 

357.00 

44.?·QD 
4UU.UU 

497.00 

1 O?,I 00 

9?J.Q[) 

POA 

1;390.00 

1,380.00 

;2;06.9.00 

1 JU.uu 

153.00 
19700 

.0[} 

10 MJTIOIOT MJT 10 IOTD 329.00 

12 MJH2l:2T MJrI212TD 414,00 

16 IvUTl616T IvUT1616TD 872.00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

426.00 

466.'00 

693.00 

36.9.00 

453.00 

~42.00 

Y2b.UU 

641.00 

160.00 

1 ?47.00 

UR5.00 

POA 

1,768.00 

1,816.00 

2 .. 649.00 

It.i4.UU 

217.00 
281,00 

457.00 

558.00 

1.134.00 

We!gf1!~ 
(Lbs) 

120 

65 

85 

loq 
IU' 

1 !8 
126 

?II 

?79 

298 

278 

358 

460 

i~ 

25 
3.5 
55 

70 

85 
164 

Cr!:!!e 
Quantity 

24 

16 

8 

? 

9 

4 

oU 

48 
9 

B 

6 

8 

I H',e standard tap size is 2"" r~rT. ior other sizes, please contact Star" ripe rroducts. Taps otr,erthan 2"" rWT are 
I special order, non-cancellable & non-refundable. , 

MJ PLUG - SOLID 

2 
3 

4 

6 
8 

10 

;'.e 

14 
:'16 

18 

20 

24 

CJlJ 

36 

'Weight, exclude accessories 

NUP02 
lViJP03 

ivUfD4 

ivUP06 

,'vurl0 

IvUPI4 

iVUP16 
MJPI8 

MJP20 

IvUP24 

MJF'::lO 

MJP36 

MJ-P02D 
IviJP03D 

ivUFOAD 

ivUP06D 

IvUPI4D 
:jV\J-Pf60 
MJPI8D 

MJPZOD 

IvUP24D 
MJI-'J.-tJU 

MJP36U 

IvUP42D 
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46.00 
48.00 

63.00 

102.00 

107.00 

495.00 
68:S;O() 

875.00 

1;070.00 

1.559.00 

'L';Ytl.i.O() 

4,609.00 

:t>,,54i),QO 

NfA 
j'.j!A 

H!A 
i-J/A 
N!A 

N1A 
NfA 
NjA 

NfA 

N1A 
N/A 

NJA 

NIA 

NiA 
i'.J!A 

5 
8 

10 

20 

30 

40 

77 

101 
130 

153 

202 

4::l-J 

674 

W6.1 

100 

100 
120 

99 

36 

16 
10 
4 

" 4 

ivicVvane-Ol8136 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

MJ X PE XMJ TEE 

8)(6 

10 

IIIIJPT0806 

N\JPT080S' 

MJPTIOlO 

Domes!!c 
Item Code 

;!v\~:PTO~qqP 

/IIIJPT0806D 

'MJPTO&l8D 

MJPTlOlOD 

MJ X SWIVEl HYDRANT TEE PlUSWIVEl GLAND) 

6x6 

8x6 

IOx6 

]'CI;<B 

12x6 

14xl) 

1(,):6 

16x8 

18x6 

20x6 

24x&. 

MJTH0606 

IvUTH0806 

NUTtl°1398: 
MJIHIU06 

.rvUTH'206 

M ITH140f, 

)vUTH160t, 

IvUTH1608 

MJTH1806 
MJTH2006 

ivUTH2406; 

t .. 1J TEE TAPPED (2" TAP) 

" 
4 

6 
il 

MJIU;JU31 

JVlJT04G4T 
illiji06CII:,i 

MJrH0606D 

IvUTH0806D 

:lvlJrw;'30Sp 
MJIHI006LJ 

!v1jTH1206D 

1\1\ ITH14nf,[j 

IvLITH] W61J 

IvUTH1608D 

MJfH:1806:D 

MJTH2006D 

hUlH2406D 

MJIU;Ju31U 

(vUI04-04TD 
IlIiji06()6iD 

ivUHJRDffi F) 

less "".ccessory 
List Price 

24:2;00 
33600 

370:00-

565.00 

285.00 

357.00 

44.?·QD 
4UU.UU 

497.00 

1 O?,I 00 

9?J.Q[) 

POA 

1;390.00 

1,380.00 

;2;06.9.00 

1 JU.uu 

153.00 
19700 

.0[} 

10 MJTIOIOT MJT 10 IOTD 329.00 

12 MJH2l:2T MJrI212TD 414,00 

16 IvUTl616T IvUT1616TD 872.00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

426.00 

466.'00 

693.00 

36.9.00 

453.00 

~42.00 

Y2b.UU 

641.00 

160.00 

1 ?47.00 

UR5.00 

POA 

1,768.00 

1,816.00 

2 .. 649.00 

It.i4.UU 

217.00 
281,00 

457.00 

558.00 

1.134.00 

We!gf1!~ 
(Lbs) 

120 

65 

85 

loq 
IU' 

1 !8 
126 

?II 

?79 

298 

278 

358 

460 

i~ 

25 
3.5 
55 

70 

85 
164 

Cr!:!!e 
Quantity 

24 

16 

8 

? 

9 

4 

oU 

48 
9 

B 

6 

8 

I H',e standard tap size is 2"" r~rT. ior other sizes, please contact Star" ripe rroducts. Taps otr,erthan 2"" rWT are 
I special order, non-cancellable & non-refundable. , 

MJ PLUG - SOLID 

2 
3 

4 

6 
8 

10 

;'.e 

14 
:'16 

18 

20 

24 

CJlJ 

36 

'Weight, exclude accessories 

NUP02 
lViJP03 

ivUfD4 

ivUP06 

,'vurl0 

IvUPI4 

iVUP16 
MJPI8 

MJP20 

IvUP24 

MJF'::lO 

MJP36 

MJ-P02D 
IviJP03D 

ivUFOAD 

ivUP06D 

IvUPI4D 
:jV\J-Pf60 
MJPI8D 

MJPZOD 

IvUP24D 
MJI-'J.-tJU 

MJP36U 

IvUP42D 
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46.00 
48.00 

63.00 

102.00 

107.00 

495.00 
68:S;O() 

875.00 

1;070.00 

1.559.00 

'L';Ytl.i.O() 

4,609.00 

:t>,,54i),QO 

NfA 
j'.j!A 

H!A 
i-J/A 
N!A 

N1A 
NfA 
NjA 

NfA 

N1A 
N/A 

NJA 

NIA 

NiA 
i'.J!A 

5 
8 

10 

20 

30 

40 

77 

101 
130 

153 

202 

4::l-J 

674 

W6.1 

100 

100 
120 

99 

36 

16 
10 
4 

" 4 

ivicVvane-Ol8136 



CX 2359-015

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

MJ PLUG - TAPPED (2" TAP) 
3 

" 
6 

8 

10 
12 

16 

20 

36 

42 

:KAJPD3T 
.lvUPOAT 

MJP08T 

MJP10T 
IvUP12T 

4T 
,'vUP16T 

IvUP20T 

MJP36T 
IvUP42T 

!V\Jf18T 

Domes!!c 
Item Code 

!i/UP03TD 
!vUPOATD 

MJP08TD 

MJPIDTD 
IvUP12TD 
ivUf'b'lTD 

IvUP20TD 

MJP30TD 

MJP36TD 
IvUP42TD 

:iV\J:p4;8TD,; 

less "".ccessory 
List Price 

88.QO 

103.00 
1,1201) 

185.00 

227,00 
265.00 
::;75.00 

715.00 

9:35:00 

1 150.00 

3,181.00 

4;809,00 
6.746.00 

:8;9~9·QO 

Price List 
MJ COMPACT 

With Accessory 
List Price 

NfA 

NJA 
NfA 

N/A 
r~/ A 

N/A 
H/A 

~1/i\ 

NJA 
NfA 

NfA 

We!gf1!~ 
(Lbs) 

8 
10 

30 
4J) 

50 

77 
101 

130 

153 

433 

074 

1067 

j:31} 

Cr!:!!e 
Quantity 

loa 
100 

99 

36 
24 

16 
10 

4 

4 

I The ,tandard tap ,ize i, 2" !'!PT. ~or other dzes, please co"tact <:tar'" Pipe Products. Taps other than 2" f'.!PT are 
I special order. non-cancellable & non-refundable. 

~-r-I ---'I-~ 
Ii i iii 
~I i~ 

Mj SOliD SLEEVE SHORT 

4 

6 

8 

10 
;2 

14 
16 

18 
20 

30 

42 

48 

IvUSS04 

I'AJSS10 
,~,AJSS12 

MJS$14 
IvUSS16 

MJSS18 

MJSS20 

iv\JSS30 

hU$S36 
,'vUSS42 

MJS$48 

MJ SOLID SLEEVE LONG 
2 

1 

4 

6 

8 

12 

20 
, 2~ 

30 

~~JSL02 

Iv\.lSI04 

MJSl06 

MJSL08 

!YlJ~~ to 
Iv\JSL 12 

MJS[14 

IvUSL20 

MJSL30 

'Weight, exclude accessories 

MJSS02D 

IvUSS04D 

MJSS08D 

MJSS10D 
~.AJSS12D 

MJ5S14D 
IvUSS16D 

'MJSS18D" 

MJSS20D 

iv\JSS30D 

MJS.s36D 

MJS$48D 

I\M-SL020 

j~j,mn 

Iv\.lS104[) 

IVUSLD60 

MJSL08D 

:IV\J~l!QD 
IvUSL 12D 

MJSli4D 
MJSL16D 

,M~~~)8D 
IvUSL20D 
'fVUSL2~O 

MJSL30D 
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63,00 

! ~5.00 

221,00 
247.00 

486.00 
608.00 

795:00 
970.00 

2,679,00 

"l;O<+',VV 

J.L7L.UU 

.6;618,00 

90.00 

99.00 

149.00 
196.00 

2~3.QO 

391.00 

7'12.00 

1,270.00 
'1';75'·'1:00 
3,542.00 

127.00 

2~ 1.00 

3~9.0Q 

391.00 

702.00 
870.00 

l~lTtDO 

1,406.00 

4,203.00 

U,UI u.uu 

11A54,00 

141.00 

UrI.,m 

16~.OO 

233,00 

292.00 

~21,()(J 

535.00 

842.00 

1 ""'"'' ',UJ'+.uv 

1 .. 4;2:8.00 
1,706.00 

2~33~;DO 

5,066.00 

"c,', 

18 

35 

18 
58 

131 

150 

171 

186 

::;00 

725 
377 

1406 

?? 

36 

46 

64: 
77 

160 
186 

269 

:36-8 
694 

48 
100 

36 

12 
20 

2 

2 

50 

76 

48 

27 

8 

ivicVvane-Ol8137 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

MJ PLUG - TAPPED (2" TAP) 
3 

" 
6 

8 

10 
12 

16 

20 

36 

42 

:KAJPD3T 
.lvUPOAT 

MJP08T 

MJP10T 
IvUP12T 

4T 
,'vUP16T 

IvUP20T 

MJP36T 
IvUP42T 

!V\Jf18T 

Domes!!c 
Item Code 

!i/UP03TD 
!vUPOATD 

MJP08TD 

MJPIDTD 
IvUP12TD 
ivUf'b'lTD 

IvUP20TD 

MJP30TD 

MJP36TD 
IvUP42TD 

:iV\J:p4;8TD,; 

less "".ccessory 
List Price 

88.QO 

103.00 
1,1201) 

185.00 

227,00 
265.00 
::;75.00 

715.00 

9:35:00 

1 150.00 

3,181.00 

4;809,00 
6.746.00 

:8;9~9·QO 

Price List 
MJ COMPACT 

With Accessory 
List Price 

NfA 

NJA 
NfA 

N/A 
r~/ A 

N/A 
H/A 

~1/i\ 

NJA 
NfA 

NfA 

We!gf1!~ 
(Lbs) 

8 
10 

30 
4J) 

50 

77 
101 

130 

153 

433 

074 

1067 

j:31} 

Cr!:!!e 
Quantity 

loa 
100 

99 

36 
24 

16 
10 

4 

4 

I The ,tandard tap ,ize i, 2" !'!PT. ~or other dzes, please co"tact <:tar'" Pipe Products. Taps other than 2" f'.!PT are 
I special order. non-cancellable & non-refundable. 

~-r-I ---'I-~ 
Ii i iii 
~I i~ 

Mj SOliD SLEEVE SHORT 

4 

6 

8 

10 
;2 

14 
16 

18 
20 

30 

42 

48 

IvUSS04 

I'AJSS10 
,~,AJSS12 

MJS$14 
IvUSS16 

MJSS18 

MJSS20 

iv\JSS30 

hU$S36 
,'vUSS42 

MJS$48 

MJ SOLID SLEEVE LONG 
2 

1 

4 

6 

8 

12 

20 
, 2~ 

30 

~~JSL02 

Iv\.lSI04 

MJSl06 

MJSL08 

!YlJ~~ to 
Iv\JSL 12 

MJS[14 

IvUSL20 

MJSL30 

'Weight, exclude accessories 

MJSS02D 

IvUSS04D 

MJSS08D 

MJSS10D 
~.AJSS12D 

MJ5S14D 
IvUSS16D 

'MJSS18D" 

MJSS20D 

iv\JSS30D 

MJS.s36D 

MJS$48D 

I\M-SL020 

j~j,mn 

Iv\.lS104[) 

IVUSLD60 

MJSL08D 

:IV\J~l!QD 
IvUSL 12D 

MJSli4D 
MJSL16D 

,M~~~)8D 
IvUSL20D 
'fVUSL2~O 

MJSL30D 

Page 15 

Confidential 

63,00 

! ~5.00 

221,00 
247.00 

486.00 
608.00 

795:00 
970.00 

2,679,00 

"l;O<+',VV 

J.L7L.UU 

.6;618,00 

90.00 

99.00 

149.00 
196.00 

2~3.QO 

391.00 

7'12.00 

1,270.00 
'1';75'·'1:00 
3,542.00 

127.00 

2~ 1.00 

3~9.0Q 

391.00 

702.00 
870.00 

l~lTtDO 

1,406.00 

4,203.00 

U,UI u.uu 

11A54,00 

141.00 

UrI.,m 

16~.OO 

233,00 

292.00 

~21,()(J 

535.00 

842.00 

1 ""'"'' ',UJ'+.uv 

1 .. 4;2:8.00 
1,706.00 

2~33~;DO 

5,066.00 

"c,', 

18 

35 

18 
58 

131 

150 

171 

186 

::;00 

725 
377 

1406 

?? 

36 

46 

64: 
77 

160 
186 

269 

:36-8 
694 

48 
100 

36 

12 
20 

2 

2 

50 

76 

48 

27 

8 

ivicVvane-Ol8137 



CX 2359-016

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ 

, 
\..--. 

Size 
(Inches) 

NO!1-Domes!!c 
Item Code 

tylJSp6 
IvUSL42 

MJS[4$ 

Mj DUAL PURPOSE SLEEVE 
4 
6 
s 

12 

16 

T-bol,s and Gasker. 

MJSDP04A 
MJSDP06A 
iv\JSDPOSA 

tvUSDFTOA 

!'vUSDr12A 
JvUSDP:l:6A 

MJ CAP - SOLID 
'2 , 

4 

6 

8 
10 

;12 

14 
;1;:-

18 

20 

2~ 

36 

48 

hiUCD2 
Jvuc:rn 
lvUC.:04 

IvUC06 

MJC:08-

MJC10 

ivUC12 

IvUC14 

IvUC18 

!v\JC2~ 

IvUC36 

NUC:42' 
MJC48 

Mj CAP - TAPPED (2" TAP) 

3 

4 
6 

8 
'0 

'2 
14 

; 16 

18 

:'20 
24 

48 

IvUC03T 

MJCD4:T 
,~.~,JCU6! 

!vUCO&T 
IvUC10T 

:f\AJC12-T 
Ivtln4T 

JvtlCl61 

IvUCl8T 

M~Q2m 

IvUC24T 

IvUC36T 

f~"jC42T 

IvUC48T 

Domes!!c 
Item Code 

:iV\J&l;:>6D 
IvUSL42D 

:ivUSl43D 

MJSDP04AD 
MJSDP06AD 
iv\JSDPG8AD 

,'"U;DP10AD 

IvUSDi': 2AD 
MJSDP16AD 

'ii.~jC02D 

Ivuc:mn 

IvUC04f) 

IvUC06D 

MJC08D 

MJClOD 

hUCl2D 
IvUC14D 

IvUC 18D 

IvUC20D 

Iv\JC2~D 

IvUC36D 

MJC42D 

MJC48D 

'(vUC02TD' 

MJC03TD 

'MjC04tb' 
MJCU6!LJ 

IvUCQ8TD 

!vIJC10TD 

MJC12TD 
MIC:I.4Trl 

JvUC.!6TD; 

IvUC18TD 

:M~:C~OTO: 
IvUC24TD 

IvUCJOTD 

IvUC36TD 

'f~~jC42Tb' 

IvUC48TD 

less "".ccessory 
List Price 

:4J~:?.oo 
6.696.00 

B;310,00 

41.').00 

539.00 

69:3.00 

3900 
4R.oO 

41.00 

68,00 

106.00 

157.00 

280.00 

32?00 

:'14:];00 

600.00 

720,00 

3,454,00 

'4;338,00 

5,844.00 

88,00 

si .00 

!U2.lJU 

14f"QO-
197.00 

2-40.00 
4n9 nn 
S2,1.00 

680.00 

~QQ;OD 

1,120,00 

w,U.J"-+.VV 

:,{S3S.DO 
6,044,00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

6~6,50,OO 

10222.00 
)3,146,QO 

348.00 

384.00 
:)16.00 

674.00 

047.00 

'6-4050 

75.00 

73.00 

110.00 

J:S4.00 

221.00 

272.00 
437.00 

."j72;OO 

789.00 

1 ,330.00 

4,403.00 

6,1-01.00 
8,262.00 

!::'U.UU 

r9.t!.OQ 

261.00 
312.00 

51 Hl(] 

ilS?OO 

869.00 

)~Ql-8;DO 

1,410.00 

"-+,L'Vu.VV 

6',301.00 
8,462.00 

We!gf1!~ 
(Lbs) 

l(jl,p 
1390 

1.740 

38 

60 
76 

104 

127 
270 

5" 
R 

I? 

15 

25 
35 

45 

72 

9~: 

122 

148 

202 

614 

893 
1076 

8 

fi 
!.J 

25 
35 

45 
7? 

980 

122 

14~ 
202 

614 

893 
1076 

Cr!:!!e 
Quantity 

25 

48 
27 

2 

200 ' 
100 

.100 

132 

99 
54 

52 

16 

100 
job' 
!:J:2 

99 
5' 
52 
]A 

?O 

8 

~: 
8 

i The standard tap size is 2" NPT. For other sizes, please contact star® Pipe Products. Taps other than 2" NPT are 
I special order, non-cancellable &. non-retundab!e, 

'Weight, exclude accessories 
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PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ 

, 
\..--. 

Size 
(Inches) 

NO!1-Domes!!c 
Item Code 

tylJSp6 
IvUSL42 

MJS[4$ 

Mj DUAL PURPOSE SLEEVE 
4 
6 
s 

12 

16 

T-bol,s and Gasker. 

MJSDP04A 
MJSDP06A 
iv\JSDPOSA 

tvUSDFTOA 

!'vUSDr12A 
JvUSDP:l:6A 

MJ CAP - SOLID 
'2 , 

4 

6 

8 
10 

;12 

14 
;1;:-

18 

20 

2~ 

36 

48 

hiUCD2 
Jvuc:rn 
lvUC.:04 

IvUC06 

MJC:08-

MJC10 

ivUC12 

IvUC14 

IvUC18 

!v\JC2~ 

IvUC36 

NUC:42' 
MJC48 

Mj CAP - TAPPED (2" TAP) 

3 

4 
6 

8 
'0 

'2 
14 

; 16 

18 

:'20 
24 

48 

IvUC03T 

MJCD4:T 
,~.~,JCU6! 

!vUCO&T 
IvUC10T 

:f\AJC12-T 
Ivtln4T 

JvtlCl61 

IvUCl8T 

M~Q2m 

IvUC24T 

IvUC36T 

f~"jC42T 

IvUC48T 

Domes!!c 
Item Code 

:iV\J&l;:>6D 
IvUSL42D 

:ivUSl43D 

MJSDP04AD 
MJSDP06AD 
iv\JSDPG8AD 

,'"U;DP10AD 

IvUSDi': 2AD 
MJSDP16AD 

'ii.~jC02D 

Ivuc:mn 

IvUC04f) 

IvUC06D 

MJC08D 

MJClOD 

hUCl2D 
IvUC14D 

IvUC 18D 

IvUC20D 

Iv\JC2~D 

IvUC36D 

MJC42D 

MJC48D 

'(vUC02TD' 

MJC03TD 

'MjC04tb' 
MJCU6!LJ 

IvUCQ8TD 

!vIJC10TD 

MJC12TD 
MIC:I.4Trl 

JvUC.!6TD; 

IvUC18TD 

:M~:C~OTO: 
IvUC24TD 

IvUCJOTD 

IvUC36TD 

'f~~jC42Tb' 

IvUC48TD 

less "".ccessory 
List Price 

:4J~:?.oo 
6.696.00 

B;310,00 

41.').00 

539.00 

69:3.00 

3900 
4R.oO 

41.00 

68,00 

106.00 

157.00 

280.00 

32?00 

:'14:];00 

600.00 

720,00 

3,454,00 

'4;338,00 

5,844.00 

88,00 

si .00 

!U2.lJU 

14f"QO-
197.00 

2-40.00 
4n9 nn 
S2,1.00 

680.00 

~QQ;OD 

1,120,00 

w,U.J"-+.VV 

:,{S3S.DO 
6,044,00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

6~6,50,OO 

10222.00 
)3,146,QO 

348.00 

384.00 
:)16.00 

674.00 

047.00 

'6-4050 

75.00 

73.00 

110.00 

J:S4.00 

221.00 

272.00 
437.00 

."j72;OO 

789.00 

1 ,330.00 

4,403.00 

6,1-01.00 
8,262.00 

!::'U.UU 

r9.t!.OQ 

261.00 
312.00 

51 Hl(] 

ilS?OO 

869.00 

)~Ql-8;DO 

1,410.00 

"-+,L'Vu.VV 

6',301.00 
8,462.00 

We!gf1!~ 
(Lbs) 

l(jl,p 
1390 

1.740 

38 

60 
76 

104 

127 
270 

5" 
R 

I? 

15 

25 
35 

45 

72 

9~: 

122 

148 

202 

614 

893 
1076 

8 

fi 
!.J 

25 
35 

45 
7? 

980 

122 

14~ 
202 

614 

893 
1076 

Cr!:!!e 
Quantity 

25 

48 
27 

2 

200 ' 
100 

.100 

132 

99 
54 

52 

16 

100 
job' 
!:J:2 

99 
5' 
52 
]A 

?O 

8 

~: 
8 

i The standard tap size is 2" NPT. For other sizes, please contact star® Pipe Products. Taps other than 2" NPT are 
I special order, non-cancellable &. non-retundab!e, 

'Weight, exclude accessories 
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CX 2359-017

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

MJ REDUCER 

6x3 

:6x4 

8x3 

-8;.;4 

12x4 

1"2:':6 

12x8 

1-2>::lD 

14X6 

14xd 

14xl0 

16;..6 

16xl0 

16;(12 
16x14 

1'8>::4 

l8xS 

1:8xW 
IbxlL' 

?Oxf! 

2OxH) 
20x12 

2Dx14 
20x16 

2-Oxl-8 
24x8 

24;:10 
24x12 

2t!x16 

2'4>-'.1-:8 

24x20 

30xl6 

::roxJ8 
30x20 

3Ox24 
36;..;12 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

IvlJR0402 

N\JR041J3 

MJR0603 

MJR0604 

ivUROS03 

!'vUROS06 

IvUR1204 

ivUR120& 

MJR1208 

MJR1210 

lViJR1406 

MJR1408 

ivUR1410 

ivUR1606 

MJR1610 

ivURI611 
IvUR1614 

1V\JR1804 

MJR1808 

MJKHHU 
{vUI< I i::\ I L 

{>/dRi814 

M_JR?008 

MJR20,lD 

/vIJR2012 

MJR2014 
IvUR2016 

MJR2018 
IvUR2408 

lvUR2410 
,'AJR2412 

.lvUR2t!16 

l'-kJR24'j8 

~~JP2420 

MJR30-1-2 

.lvUR3016 

1YUR3Ul3 
MJR3020 

IvUR3024 
ivUR3612 
MJR3616 

Domes!!c 
Item Code 

;!v\~RO:~02Q 

/IIIJR0402D 

'MJR0403D 

MJR0603D 
MJRQ6040 

ivUROS03D 

IvUROB06D 

MJR1D04D 
MJR1006D 

IvUR1204D 
;MJRl206D 

MJR1208D 

MJRI-21OD 

IviJRi406D 

JVUR1:408D 
ivUR1410D 

ivUR1606D 

MJR1610D 

MJRI612D 
IvUR1614D 

'MJR1:804D 

MJR1808D 

MJl\ltlIQl) 

IvUl<ldlL'U 

MJR1Bl4D 

IvUP?[]ORI) 

;MJR20lOD 

!vUR2012D 

MJR2D14D 

IvUR2016D 

MJ-R2-018D 

!vUR2408D 

NUR2410D 

MJR2412D 

.lvUR2t!16D 

;.~.!lJ:R2'41'8D 

I\MP2420D 

·MJ-R30l-2D 

!vUR3016D 

NUR:1Ol'8D 
MJR3020D 

ivUR3024D 
IvUR3612D 
MJR3616D 

Pagel7 

Confidential 

le~s "".ccessory 
List Price 

9-7:00 
1 0600 

81 :00 

111.00 

98.00 

POA 

1:';3.00 

: 63.00 

17'7.00 

179.00 

225.00 

238:00 

242.00 

255.00 

495.00 

495.00 

450.00 

6::;3.00 

608.00 

$$\.00 
743.00 

'POA 

810.00 

)l20.QO 

'7uu.uu 
915.00 
955.00 

1_14[]DO 

;],:0.1.5.00 

1,005.00 

L000.00 
925.00 

1;030.00 
POA 

,612.00 

! ,675.00 

;1,57'4:00 

1,617_00 

·P.OA 

3,504.00 

:3;t::'4TOO 
3,443.00 

rOA 
POA 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

163.-50 

]:40.:00 

180.00 

1:72.00 

POA 

233-.00 

253.00 

285.00 

3013.,00 

329.00 

352:00 

362.00 

391.00 

645.00 

65'1 JJO 

622.00 

6,30"YJ 
826.00 

803.00 

I$$.(i() 
982.00 

'POA 

1,047.00 

I,I:!I:WO 

1,161.UU 

1,212.00 

POA 
1 _406_00 

1..357.00 

1,295.00 

L326.00 
1,274.00 

lA37.00 
POA 

1,974.00 

2,052.00 

2,096.00 

2~053:00 

2,125_00 

·POA 
4,397.00 

,'1',592;00 

4,423.00 

3,681.00 

rOA 
peA 

We!gf1!~ 
(Lbs) 

30 

26 

24 

30 

32 

36 

46 
48 

58 
60' 

62 

64 

110 

121 
120 

148 

160 
161 
165 
152 
201 

"6 

'"U 
200 

??7 

220 

186 
200 
201 

225 
263 

305 
305 

279 

-305 

260 

70S 

633 

658 
628 

47B 

1037 

lC73 

Cr!:!!e 
Quantity 

9R 
.36 

80 

32 

64 

48 

36 

36 

? 
27 

4 

8 
12 

12 

4 

4 

4 

4 

:4' 
4 

4 

2 

" 

2 

ivicVvane-Ol8139 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

MJ REDUCER 

6x3 

:6x4 

8x3 

-8;.;4 

12x4 

1"2:':6 

12x8 

1-2>::lD 

14X6 

14xd 

14xl0 

16;..6 

16xl0 

16;(12 
16x14 

1'8>::4 

l8xS 

1:8xW 
IbxlL' 

?Oxf! 

2OxH) 
20x12 

2Dx14 
20x16 

2-Oxl-8 
24x8 

24;:10 
24x12 

2t!x16 

2'4>-'.1-:8 

24x20 

30xl6 

::roxJ8 
30x20 

3Ox24 
36;..;12 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

IvlJR0402 

N\JR041J3 

MJR0603 

MJR0604 

ivUROS03 

!'vUROS06 

IvUR1204 

ivUR120& 

MJR1208 

MJR1210 

lViJR1406 

MJR1408 

ivUR1410 

ivUR1606 

MJR1610 

ivURI611 
IvUR1614 

1V\JR1804 

MJR1808 

MJKHHU 
{vUI< I i::\ I L 

{>/dRi814 

M_JR?008 

MJR20,lD 

/vIJR2012 

MJR2014 
IvUR2016 

MJR2018 
IvUR2408 

lvUR2410 
,'AJR2412 

.lvUR2t!16 

l'-kJR24'j8 

~~JP2420 

MJR30-1-2 

.lvUR3016 

1YUR3Ul3 
MJR3020 

IvUR3024 
ivUR3612 
MJR3616 

Domes!!c 
Item Code 

;!v\~RO:~02Q 

/IIIJR0402D 

'MJR0403D 

MJR0603D 
MJRQ6040 

ivUROS03D 

IvUROB06D 

MJR1D04D 
MJR1006D 

IvUR1204D 
;MJRl206D 

MJR1208D 

MJRI-21OD 

IviJRi406D 

JVUR1:408D 
ivUR1410D 

ivUR1606D 

MJR1610D 

MJRI612D 
IvUR1614D 

'MJR1:804D 

MJR1808D 

MJl\ltlIQl) 

IvUl<ldlL'U 

MJR1Bl4D 

IvUP?[]ORI) 

;MJR20lOD 

!vUR2012D 

MJR2D14D 

IvUR2016D 

MJ-R2-018D 

!vUR2408D 

NUR2410D 

MJR2412D 

.lvUR2t!16D 

;.~.!lJ:R2'41'8D 

I\MP2420D 

·MJ-R30l-2D 

!vUR3016D 

NUR:1Ol'8D 
MJR3020D 

ivUR3024D 
IvUR3612D 
MJR3616D 

Pagel7 

Confidential 

le~s "".ccessory 
List Price 

9-7:00 
1 0600 

81 :00 

111.00 

98.00 

POA 

1:';3.00 

: 63.00 

17'7.00 

179.00 

225.00 

238:00 

242.00 

255.00 

495.00 

495.00 

450.00 

6::;3.00 

608.00 

$$\.00 
743.00 

'POA 

810.00 

)l20.QO 

'7uu.uu 
915.00 
955.00 

1_14[]DO 

;],:0.1.5.00 

1,005.00 

L000.00 
925.00 

1;030.00 
POA 

,612.00 

! ,675.00 

;1,57'4:00 

1,617_00 

·P.OA 

3,504.00 

:3;t::'4TOO 
3,443.00 

rOA 
POA 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

163.-50 

]:40.:00 

180.00 

1:72.00 

POA 

233-.00 

253.00 

285.00 

3013.,00 

329.00 

352:00 

362.00 

391.00 

645.00 

65'1 JJO 

622.00 

6,30"YJ 
826.00 

803.00 

I$$.(i() 
982.00 

'POA 

1,047.00 

I,I:!I:WO 

1,161.UU 

1,212.00 

POA 
1 _406_00 

1..357.00 

1,295.00 

L326.00 
1,274.00 

lA37.00 
POA 

1,974.00 

2,052.00 

2,096.00 

2~053:00 

2,125_00 

·POA 
4,397.00 

,'1',592;00 

4,423.00 

3,681.00 

rOA 
peA 

We!gf1!~ 
(Lbs) 

30 

26 

24 

30 

32 

36 

46 
48 

58 
60' 

62 

64 

110 

121 
120 

148 

160 
161 
165 
152 
201 

"6 

'"U 
200 

??7 

220 

186 
200 
201 

225 
263 

305 
305 

279 

-305 

260 

70S 

633 

658 
628 

47B 

1037 

lC73 

Cr!:!!e 
Quantity 

9R 
.36 

80 

32 

64 

48 

36 

36 

? 
27 

4 

8 
12 

12 

4 

4 

4 

4 

:4' 
4 

4 

2 

" 

2 

ivicVvane-Ol8139 



CX 2359-018

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

36x18 

36m 
36x24 
3:6x30 

42x24 

42x36 

<l8'>i2.1l 

48x.3i) 

48x42 

NO!1-Domes!!c 
Item Code 

MJR3618 

lVURJ620 
IvUR3624 

MJR36@ 

IvUI\4224 

MJR4:.230 
MJR4236 

lvUi?4.82-'l 

jllijR4830 

JvUR.4R36 

MJR4842 

Domes!!c 
Item Code 

/vUR3618D 

'/iliJRU20D 
MJR3624D 

MJR3.6300 

IvUk:4224LJ 

IvUR4230D 
MJR42360 

i\j\JR4B2:4D 

h/ijR4830D 

.Iv\JR4R~n 

MJR4842D 

MJ SMALL END BELL (SEB) REDUCER 

3;-;2 
4x2 

lOxG 

i'2X4 

12x6 

12xB 

12xlO 

14:.:6 

14xd 

14X12 

16x8 

16x12 

l:6x14 

18x8 

18x12 

lBi14 
18x16 

20x12 

70lr1 
20x16 

20\1'8 

24xl2 

24"';14 
24xl6 

4:4>\1:8 
24,.;20 

30x18 

'Weight, exclude accessories 

MJRW3D2 
IvURS0402 

!V\J~?049:3: 
MJRS0603 

ivUR&Ob04; 

lViJRS0804 

)y\~R$0i306: 

ivURS1004 

ivURS100G 

MJRS120i 
!vURS 1206 

MJRS1208 

MJRS1210 

MJRS1406 

!vUf;:::; 140b 

MJRS1412 

!IIURSI608 

M_IRS1!'.W 

MJRS1612 

MJRS-lbJ4 
IvURS1808 

!V\J~?l~,W 
MJRS1S12 

MJRS-1814 
IvURS1816 

,~.~,JRS2012 

lVURS20'1''-!' 
IIIIJRS20l6 

:MJPS2018 

MJRS2412 

MJRS2414 
IvURS2416 

M)R~;:M,8: 

ivURS2420 

IvURS30lS 

MJRS0302D 
IvURS0402D 

:iV\JRSp40SP 
MJRS0603D 

;{vURS0604D 

IviJRS0804D 

:iyq~$pqOQ:D 

ivURSi004D 

ivURS1000D 

'NijRS:l'i04D 
!vU RS 1206 D 

MJRS-120SD 

MJRSI210D 

MJ:RS:1406D 

!vUf;:::;I 408lJ 

NUN);IA 

MJRS1412D 

!IIURSI608D 

MJRS-l r, WI) 

MJRSI612D 

IvURS:l 614D 

IvURS1808D 

:lv\J:R5:1 ,81 Op 
MJRSI812D 

MJRS:1814D 
IvURS1816D 

MJRS2012D 

'MJRS201 ~'D 
!v1JRS2016D 

MJR52Ql8:D 
MJRS2412D 

MJRS'2414D 
MJRS2416D 

:iV\~f;$~41, ~D 

ivURS2420D 

IvURS3018D 

Page 18 

Confidential 

less "".ccessory 
List Price 

POA 

0;335:00-
4,235.00 

:4;609.00 

i3,fJU4JJO 

6,696.00 

9;ZEOO 

11 i 12 00 

8; 79.?J)[) 

8.916.00 

102,00 
104.00 

~l·QO 
115.00 

j,U.DO 

145.00 

149·00 

i 87.00 

200.00 

26'4.00 

276,00 

259.00 

259.00 

482.00 

48:2,00 

423.00 

60300 

558.00 

567.00 
840.00 

8~,~.QO 
870.00 

875.00 

900.00 

930.00 

99'0:00 
1,005.00 

1;100.00 

1,381.00 

1;&25,00 
1,465.00 

:1,;p;?~.QO 

1,418,00 

Price List 
MJ COMPACT 

With Accessory 
List Price 

POA 

6~502:00 

5,474.00 

6,320'.00 

I (J,O!)/ .00 

8,927.00 

9,408.00 

"! 1, Y:.3() T(J 

i 4 292J)i) 

1[\,159..00 

13097.00 

r5450 

161.50 

lpS.OO 
142.00 

1430.00 

177.00 

1:91 DO 

219.00 

238:00 

250.00 

296.00 

318.00 

307.00 

323.00 

524-00 

030.00 

41j/AJU 

495.00 

651,00 

f.5R-J)(] 

630.00 

675.00 
888.00 

9,24.00 

942.00 

983.00 

L031.00 

1,002.00 

L098:00 
1,136.00 

1,289 JXl 

1,453.00 

IJ33,Q() 
1,596.00 

.1,~17.DO 

1,636.00 

w,JUw.VV 

We!gf1!~ 
(Lbs) 

1329 

975 
770 

650 

13.':l6 

lD83 

1114 

j700 

i 779 

.j.64.1 

1462 

25 

29 

23 

270 
35 

~?: 
46 

50 

58' 
60 

62 

64 

100 

n 

90 

125 

124 

1?4 

122 

140 
170 

150 

175 
170 

170 

190 
185 

200 
275 

310 
285 

109 
270 

505 
648 

Cr!:!!e 
Quantity 

36 
36 

~~ 
16 

50 

9 

24 
4 

12 

4 

6 

'6 

4 

4 

4 

4 

4 

ivic\tvane-OI8140 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

36x18 

36m 
36x24 
3:6x30 

42x24 

42x36 

<l8'>i2.1l 

48x.3i) 

48x42 

NO!1-Domes!!c 
Item Code 

MJR3618 

lVURJ620 
IvUR3624 

MJR36@ 

IvUI\4224 

MJR4:.230 
MJR4236 

lvUi?4.82-'l 

jllijR4830 

JvUR.4R36 

MJR4842 

Domes!!c 
Item Code 

/vUR3618D 

'/iliJRU20D 
MJR3624D 

MJR3.6300 

IvUk:4224LJ 

IvUR4230D 
MJR42360 

i\j\JR4B2:4D 

h/ijR4830D 

.Iv\JR4R~n 

MJR4842D 

MJ SMALL END BELL (SEB) REDUCER 

3;-;2 
4x2 

lOxG 

i'2X4 

12x6 

12xB 

12xlO 

14:.:6 

14xd 

14X12 

16x8 

16x12 

l:6x14 

18x8 

18x12 

lBi14 
18x16 

20x12 

70lr1 
20x16 

20\1'8 

24xl2 

24"';14 
24xl6 

4:4>\1:8 
24,.;20 

30x18 

'Weight, exclude accessories 

MJRW3D2 
IvURS0402 

!V\J~?049:3: 
MJRS0603 

ivUR&Ob04; 

lViJRS0804 

)y\~R$0i306: 

ivURS1004 

ivURS100G 

MJRS120i 
!vURS 1206 

MJRS1208 

MJRS1210 

MJRS1406 

!vUf;:::; 140b 

MJRS1412 

!IIURSI608 

M_IRS1!'.W 

MJRS1612 

MJRS-lbJ4 
IvURS1808 

!V\J~?l~,W 
MJRS1S12 

MJRS-1814 
IvURS1816 

,~.~,JRS2012 

lVURS20'1''-!' 
IIIIJRS20l6 

:MJPS2018 

MJRS2412 

MJRS2414 
IvURS2416 

M)R~;:M,8: 

ivURS2420 

IvURS30lS 

MJRS0302D 
IvURS0402D 

:iV\JRSp40SP 
MJRS0603D 

;{vURS0604D 

IviJRS0804D 

:iyq~$pqOQ:D 

ivURSi004D 

ivURS1000D 

'NijRS:l'i04D 
!vU RS 1206 D 

MJRS-120SD 

MJRSI210D 

MJ:RS:1406D 

!vUf;:::;I 408lJ 

NUN);IA 

MJRS1412D 

!IIURSI608D 

MJRS-l r, WI) 

MJRSI612D 

IvURS:l 614D 

IvURS1808D 

:lv\J:R5:1 ,81 Op 
MJRSI812D 

MJRS:1814D 
IvURS1816D 

MJRS2012D 

'MJRS201 ~'D 
!v1JRS2016D 

MJR52Ql8:D 
MJRS2412D 

MJRS'2414D 
MJRS2416D 

:iV\~f;$~41, ~D 

ivURS2420D 

IvURS3018D 

Page 18 

Confidential 

less "".ccessory 
List Price 

POA 

0;335:00-
4,235.00 

:4;609.00 

i3,fJU4JJO 

6,696.00 

9;ZEOO 

11 i 12 00 

8; 79.?J)[) 

8.916.00 

102,00 
104.00 

~l·QO 
115.00 

j,U.DO 

145.00 

149·00 

i 87.00 

200.00 

26'4.00 

276,00 

259.00 

259.00 

482.00 

48:2,00 

423.00 

60300 

558.00 

567.00 
840.00 

8~,~.QO 
870.00 

875.00 

900.00 

930.00 

99'0:00 
1,005.00 

1;100.00 

1,381.00 

1;&25,00 
1,465.00 

:1,;p;?~.QO 

1,418,00 

Price List 
MJ COMPACT 

With Accessory 
List Price 

POA 

6~502:00 

5,474.00 

6,320'.00 

I (J,O!)/ .00 

8,927.00 

9,408.00 

"! 1, Y:.3() T(J 

i 4 292J)i) 

1[\,159..00 

13097.00 

r5450 

161.50 

lpS.OO 
142.00 

1430.00 

177.00 

1:91 DO 

219.00 

238:00 

250.00 

296.00 

318.00 

307.00 

323.00 

524-00 

030.00 

41j/AJU 

495.00 

651,00 

f.5R-J)(] 

630.00 

675.00 
888.00 

9,24.00 

942.00 

983.00 

L031.00 

1,002.00 

L098:00 
1,136.00 

1,289 JXl 

1,453.00 

IJ33,Q() 
1,596.00 

.1,~17.DO 

1,636.00 

w,JUw.VV 

We!gf1!~ 
(Lbs) 

1329 

975 
770 

650 

13.':l6 

lD83 

1114 

j700 

i 779 

.j.64.1 

1462 

25 

29 

23 

270 
35 

~?: 
46 

50 

58' 
60 

62 

64 

100 

n 

90 

125 

124 

1?4 

122 

140 
170 

150 

175 
170 

170 

190 
185 

200 
275 

310 
285 

109 
270 

505 
648 

Cr!:!!e 
Quantity 

36 
36 

~~ 
16 

50 

9 

24 
4 

12 

4 

6 

'6 

4 

4 

4 

4 

4 

ivic\tvane-OI8140 



CX 2359-019

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

3Ox20 
30x24 
;).6>(1.:6 

36x20 

%X24 
36x30 

42x24 

NO!1-Domes!!c 
Item Code 

!VlJR~30:20: 
IvURS3024 

MJR.S36,1,6: 
MJRS3620 

IvuRS3630 
IviJRS4224 
11/ljRS.:i.230 

Domes!!c 
Item Code 

hVRS;302i),D 
/vURS3024D 

MJRS36l6D 
MJRS3620D 

:iitjjRS0624'l) 
IvURS3630D 
wdRS4224-U 
~_lijPS.dnOD 

MJ LARGE END BEll (LEB) REDUCER 

4x3 
;6x3: 

6x4 

8x4-

8x6 

10M 
lOx6 

12x8 

1~:dD 

14x6 

1'4;;8 

14xlO 

l:4xl2 

16x6 

16;';$ 

16x14 

1.8xB 

18xlO 

l8x12 

18x14 

l8>il·6 
20xl0 

2Ox12 
20x14 

20x18 

2'4;.'):2 

24x14 

24x20 

::IDX24 
36x24 

'Weight, exclude accessories 

IvURL0403 
ivURl0603; 

MJRL0604 

MJRL0804 

lViJRL0806 

MJRU004 

ivURL1006 

MJRLl208 

ivURlI210 
IvURLl406 

MJR1l408' 

MJRLl410 

MJKll412 
IvUI<Ll6U6 

MJRU608 
11/ljPL1610 

tvURt!6l,2. 
JvURI1614 

MJR1l808; 

IvURL1810 

MJR11812 
IvURLl814 

MJR1l816 
IvURL2010 

lvURL2012 
,'AJRL2014 

IvURL2018 

i'-kJRl2412; 

~~JRL2414 

MJRl24,16· 

IvURL2420 

1YURl3024 . 

MJRL3624 

IvURl4226 

MJRL0302D 

IvURL0403D 

;MJRLD603D 

MJRL0604D 

MJRL0804D 

JVIJRL0806D 

JVURU004D 

ivURL 1 006D 

ivURL 1204D 

MJRLI208D 

MJRLl110D 
IvURL1406D 

'MJRt1:408D 

MJRLI410D 

MJl\U412iJ 

IvUI<LI6U6LJ 

MJRU608D 
1\lljPLI6iOD 

IvURI10141l 

;MJRU808D 

IvURLI810D 

MJRU812D 
IvURLI814D 

MJ-RU816D 
IvURL2010D 

NURL2012D 

MJRL2014D 

!vURL20!8D 

;.~.!ljRL2-4l1'D 

IIMRL2414D 

·MJRL241,6D 

IvURL2420D 

NURL3024D 

MJRL3624D 

ivURL4236D 

Page 19 

Confidential 

less "".ccessory 
List Price 

3,080.00 
2,723.00 

:'1,;89..5,00 
4,730.00 

'4;-1 
3,988.00 

POA 
P()A 

102.00 

82,00 

11"LOD 
128.00 

145.00 

i 57.00 

196.CiO 
196.00 

319.00 

264.00 

212.00 
504.00 

486:00 

450.00 

6bf.DO 
/ I I.UU 

iii ,00 
680.00 

801.00 

92.5.00 

925,00 

875,00 
950.00 

950,00 
1,085.00 

1 ~055.QO 
1,025.00 

PO,A, 

;1,57-[1:00 

1,654.00 

·1,;5<§-9.00 

PDA 

'F'OA 

PDA 

POA 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

3,298,00 
3.013.00 

5/126,QO 
4,948.00 

«:3'!:3))(J 

4,150.00 

POA 

129.00 

114.00 

153:00 

170.00 

1-93.00 

205.00 

260"JO 
260.00 

4;77/YJ 
391.00 

336.00 

34UiO 
612.00 

594:00 

558.00 

!6-~iXJ 

1::l4L'.UU 

842,00 
811.00 

8$7.00 
917.00 

.1. 16-4.00 

1.114.00 

LQ6.4.OO 
1,139.00 

1, ):39.00 
1,303.00 

} ,273.00 
1,243.00 

!,263.00 

POA 

1~860::00 

1,944.00 

1;849,00 

PDA 

'POA 

PDA 

POA 

We!gf1!~ 
(Lbs) 

569 
536 

620 
874 

788 

1204 

20 

18 
1"9; 

24 

32 

36 

46 
48 

::i8 

62 

64' 
112 

1M 
92 

96 
144 

116 

116 
115 

195 

185 

153 
200 

192 
210 

210 
205 

215 

·300 

322 

340 

283 

526 

810 

ll14 

Cr!:!!e 
Quantity 

40 

30 

30 

" 27 

4 

8 

4 

4 

4 

4 

2 

ivicVvane-Ol8141 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

3Ox20 
30x24 
;).6>(1.:6 

36x20 

%X24 
36x30 

42x24 

NO!1-Domes!!c 
Item Code 

!VlJR~30:20: 
IvURS3024 

MJR.S36,1,6: 
MJRS3620 

IvuRS3630 
IviJRS4224 
11/ljRS.:i.230 

Domes!!c 
Item Code 

hVRS;302i),D 
/vURS3024D 

MJRS36l6D 
MJRS3620D 

:iitjjRS0624'l) 
IvURS3630D 
wdRS4224-U 
~_lijPS.dnOD 

MJ LARGE END BEll (LEB) REDUCER 

4x3 
;6x3: 

6x4 

8x4-

8x6 

10M 
lOx6 

12x8 

1~:dD 

14x6 

1'4;;8 

14xlO 

l:4xl2 

16x6 

16;';$ 

16x14 

1.8xB 

18xlO 

l8x12 

18x14 

l8>il·6 
20xl0 

2Ox12 
20x14 

20x18 

2'4;.'):2 

24x14 

24x20 

::IDX24 
36x24 

'Weight, exclude accessories 

IvURL0403 
ivURl0603; 

MJRL0604 

MJRL0804 

lViJRL0806 

MJRU004 

ivURL1006 

MJRLl208 

ivURlI210 
IvURLl406 

MJR1l408' 

MJRLl410 

MJKll412 
IvUI<Ll6U6 

MJRU608 
11/ljPL1610 

tvURt!6l,2. 
JvURI1614 

MJR1l808; 

IvURL1810 

MJR11812 
IvURLl814 

MJR1l816 
IvURL2010 

lvURL2012 
,'AJRL2014 

IvURL2018 

i'-kJRl2412; 

~~JRL2414 

MJRl24,16· 

IvURL2420 

1YURl3024 . 

MJRL3624 

IvURl4226 

MJRL0302D 

IvURL0403D 

;MJRLD603D 

MJRL0604D 

MJRL0804D 

JVIJRL0806D 

JVURU004D 

ivURL 1 006D 

ivURL 1204D 

MJRLI208D 

MJRLl110D 
IvURL1406D 

'MJRt1:408D 

MJRLI410D 

MJl\U412iJ 

IvUI<LI6U6LJ 

MJRU608D 
1\lljPLI6iOD 

IvURI10141l 

;MJRU808D 

IvURLI810D 

MJRU812D 
IvURLI814D 

MJ-RU816D 
IvURL2010D 

NURL2012D 

MJRL2014D 

!vURL20!8D 

;.~.!ljRL2-4l1'D 

IIMRL2414D 

·MJRL241,6D 

IvURL2420D 

NURL3024D 

MJRL3624D 

ivURL4236D 

Page 19 

Confidential 

less "".ccessory 
List Price 

3,080.00 
2,723.00 

:'1,;89..5,00 
4,730.00 

'4;-1 
3,988.00 

POA 
P()A 

102.00 

82,00 

11"LOD 
128.00 

145.00 

i 57.00 

196.CiO 
196.00 

319.00 

264.00 

212.00 
504.00 

486:00 

450.00 

6bf.DO 
/ I I.UU 

iii ,00 
680.00 

801.00 

92.5.00 

925,00 

875,00 
950.00 

950,00 
1,085.00 

1 ~055.QO 
1,025.00 

PO,A, 

;1,57-[1:00 

1,654.00 

·1,;5<§-9.00 

PDA 

'F'OA 

PDA 

POA 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

3,298,00 
3.013.00 

5/126,QO 
4,948.00 

«:3'!:3))(J 

4,150.00 

POA 

129.00 

114.00 

153:00 

170.00 

1-93.00 

205.00 

260"JO 
260.00 

4;77/YJ 
391.00 

336.00 

34UiO 
612.00 

594:00 

558.00 

!6-~iXJ 

1::l4L'.UU 

842,00 
811.00 

8$7.00 
917.00 

.1. 16-4.00 

1.114.00 

LQ6.4.OO 
1,139.00 

1, ):39.00 
1,303.00 

} ,273.00 
1,243.00 

!,263.00 

POA 

1~860::00 

1,944.00 

1;849,00 

PDA 

'POA 

PDA 

POA 

We!gf1!~ 
(Lbs) 

569 
536 

620 
874 

788 

1204 

20 

18 
1"9; 

24 

32 

36 

46 
48 

::i8 

62 

64' 
112 

1M 
92 

96 
144 

116 

116 
115 

195 

185 

153 
200 

192 
210 

210 
205 

215 

·300 

322 

340 

283 

526 

810 

ll14 

Cr!:!!e 
Quantity 

40 

30 

30 

" 27 

4 

8 

4 

4 

4 

4 

2 

ivicVvane-Ol8141 



CX 2359-020

@r!!! 
_r C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

PE X PE REDUCER 

6,4 

8x4 
8x6 

10/..6 

lOxS 

1'2;.:.4 
12/(6 

12xlO 

14,\(12 

l6x6 

1.6;-:$ 
16xlO 

106x1.2 
16x14 

!pi)l.O 
18x12 

20x16 

24x8 
24x20 
30;.:.1'6 

,IvURP040·3 

MJRP0604 

MJRP0804 
IvURP0806 

ivURP1006 

,'vURP1008 

IvURP1206 

MJRP1;rI2 
IvURP1606 

!V\J~f19q8: 
MJRP1610 

!vURFlt<12 

lViJRP1614 

)y\~Rf)p.1,O: 

ivURP18i2 

ivURi'2016 

MJRP2400' 
IvURP2420 

N1JRP3016 

Domes!!c 
Item Code 

!VURPOA03D 
/lIljRP060:3D 

MJRP0604D 

MJRPQ804D 
IvURP0806D 

ivURPlO06D 

IvURP120W 

MJRP1210D 

MJRP1412D 
IvURP1606D 

:lV\jRF;1,60~D 
MJRP1610D 

;{vURP1.612D 

IviJRP1614D 

:ivq~cl,qlQD 

IvURPi8i2D 
'IVURP2012D 

IvUi\['2016D 

'NijRP2408D 
IvURP2420D 

MJRP3016D 

MJ X MJ ECCENTRIC REDUCER 
20xl8 

:l6x30 

42x36 

MJER2018 

NUEI\3o:30' 

IvUER4236 

tv1J X FE REDUCER 

,~, 
lIlY 'fI1I 
1llJ... ...wI 
r .1 ___ 'L • 

8x6 
lQj,B 

12y6 

lRxR 

24xl2 

;)X3: 
4xJ 

4:-:4-

6X4 

'Weight, exclude accessories 

MJFR0403 

,IvUFR0806 

)"UFRlO08; 

I\~JFR1206 

M,IFRI?f)p,· 

IvUFR1ROB 

MJfR1812 

MJFR2412 

!Y\)X9303 
MJXU4UJ 

MJX.o404 

IVIJx0604 

IvUXOR04 

MJXOB06 

MJER20l8D 

'MJER363QD 

/vUER4236D 

MJFR0403D 

!vUFR0806D 
;fvUfRl008D 

I\MFP1206D 

IfR·l,,)()R-n 

IvUFRIROBrJ 

IVUFR1B1ZD 

MJFR2412D 

:M~X~Q:?O 

MJXU4UJU 

.MJxCl404U 

IViJX0604D 

IvUX[]R04il 

MJX(}806D 

Page 20 

Confidential 

less "".ccessory 
List Price 

77.00 
9800 

106.00 

140,00 

149.00 

276.00 

4!4,00 

599.00 

59,?QO 
581.00 

56.7.00 

599.00 

fDA 
POA 

[,OA 

'POA 

POA 
-6;851.00 

POA 
?OA 

POA 

282.00 

.00 

'173.00 
;F'OA 

POA 

?090.00 

3,937.00 

lQ,!'OO 

LLI.UU 

208.00 

4?1.OO 

3G6.00 

Price List 
MJ COMPACT 

With Accessory 
List Price 

N/A 
NJA 
N/A 

~1/i\ 

NJA 
N/A 
NIA 

N/A 
N/A 
H!A 

HJA 
H/A 

NlA 

NjA 

N/A 

NIA 

POA 
'POA 

POA 

314.00 

52! .00 

POA 
POA 

4,227.00 

265.00 

JJ'1.UU 

.385,00 

356.00 

581.00 

486.00 

We!gf1!~ 
(Lbs) 

18 

25 

33 
36 

49 

50 

58 
66 
59 

100 
128 

13~ 

128 

113 

133 

!9G 
180 

190 

i73 
240 

690 

235 

650 
1114 

17 

23 

3~ 

63; 

71 

190 

198 

318 

4Q: 

" 

97 

103 

Cr!:!!e 
Quantity 

30 

25 

I. 
16 

9 
9 

9 
? 

9 

2 

32 

18 

24 
2' 

, 
2 

~2 
12 

C 

12 

ivicVvane-Ol8142 

PUBLIC

@r!!! 
_r C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

PE X PE REDUCER 

6,4 

8x4 
8x6 

10/..6 

lOxS 

1'2;.:.4 
12/(6 

12xlO 

14,\(12 

l6x6 

1.6;-:$ 
16xlO 

106x1.2 
16x14 

!pi)l.O 
18x12 

20x16 

24x8 
24x20 
30;.:.1'6 

,IvURP040·3 

MJRP0604 

MJRP0804 
IvURP0806 

ivURP1006 

,'vURP1008 

IvURP1206 

MJRP1;rI2 
IvURP1606 

!V\J~f19q8: 
MJRP1610 

!vURFlt<12 

lViJRP1614 

)y\~Rf)p.1,O: 

ivURP18i2 

ivURi'2016 

MJRP2400' 
IvURP2420 

N1JRP3016 

Domes!!c 
Item Code 

!VURPOA03D 
/lIljRP060:3D 

MJRP0604D 

MJRPQ804D 
IvURP0806D 

ivURPlO06D 

IvURP120W 

MJRP1210D 

MJRP1412D 
IvURP1606D 

:lV\jRF;1,60~D 
MJRP1610D 

;{vURP1.612D 

IviJRP1614D 

:ivq~cl,qlQD 

IvURPi8i2D 
'IVURP2012D 

IvUi\['2016D 

'NijRP2408D 
IvURP2420D 

MJRP3016D 

MJ X MJ ECCENTRIC REDUCER 
20xl8 

:l6x30 

42x36 

MJER2018 

NUEI\3o:30' 

IvUER4236 

tv1J X FE REDUCER 

,~, 
lIlY 'fI1I 
1llJ... ...wI 
r .1 ___ 'L • 

8x6 
lQj,B 

12y6 

lRxR 

24xl2 

;)X3: 
4xJ 

4:-:4-

6X4 

'Weight, exclude accessories 

MJFR0403 

,IvUFR0806 

)"UFRlO08; 

I\~JFR1206 

M,IFRI?f)p,· 

IvUFR1ROB 

MJfR1812 

MJFR2412 

!Y\)X9303 
MJXU4UJ 

MJX.o404 

IVIJx0604 

IvUXOR04 

MJXOB06 

MJER20l8D 

'MJER363QD 

/vUER4236D 

MJFR0403D 

!vUFR0806D 
;fvUfRl008D 

I\MFP1206D 

IfR·l,,)()R-n 

IvUFRIROBrJ 

IVUFR1B1ZD 

MJFR2412D 

:M~X~Q:?O 

MJXU4UJU 

.MJxCl404U 

IViJX0604D 

IvUX[]R04il 

MJX(}806D 
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less "".ccessory 
List Price 

77.00 
9800 

106.00 

140,00 

149.00 

276.00 

4!4,00 

599.00 

59,?QO 
581.00 

56.7.00 

599.00 

fDA 
POA 

[,OA 

'POA 

POA 
-6;851.00 

POA 
?OA 

POA 

282.00 

.00 

'173.00 
;F'OA 

POA 

?090.00 

3,937.00 

lQ,!'OO 

LLI.UU 

208.00 

4?1.OO 

3G6.00 

Price List 
MJ COMPACT 

With Accessory 
List Price 

N/A 
NJA 
N/A 

~1/i\ 

NJA 
N/A 
NIA 

N/A 
N/A 
H!A 

HJA 
H/A 

NlA 

NjA 

N/A 

NIA 

POA 
'POA 

POA 

314.00 

52! .00 

POA 
POA 

4,227.00 

265.00 

JJ'1.UU 

.385,00 

356.00 

581.00 

486.00 

We!gf1!~ 
(Lbs) 

18 

25 

33 
36 

49 

50 

58 
66 
59 

100 
128 

13~ 

128 

113 

133 

!9G 
180 

190 

i73 
240 

690 

235 

650 
1114 

17 

23 

3~ 

63; 

71 

190 

198 

318 

4Q: 

" 

97 

103 

Cr!:!!e 
Quantity 

30 

25 

I. 
16 

9 
9 

9 
? 

9 

2 

32 

18 

24 
2' 

, 
2 

~2 
12 

C 

12 

ivicVvane-Ol8142 



CX 2359-021

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

BxB 

1'0;';.4 
lOx6 

lDx8 

10xi0 

12x4 

12x6 

12X8 

12x.! i) 

14x6 

14x8 

14x10 

14x14 

16>:'6 
16x8 

16x12 

1:t.l'i1-4 

16x16 

lRxl? 

Wx:r8 
20x6 

21)X8 

20x12 

20x20 

24x3 

24x20 

24X24 
30x12 

3Ox1:6 
30A24 

36x24 

42x36 

4BJi14 
48x30 

48x36 

NO!1-Domes!!c 
Item Code 

MJX0808 

lVUXlO04 
IvUX1006 

MJX1008 

IvUX III 1 0 

MJX1206 

lvUi12i')8 

jvijX1210 

MJX1406 

MJXl408 

IvUX1410 

MJX1412 

MJX1414 

MJXl6.06 
IvUX1608 

,~AJX1612 

MJX161A 

.rvUX1616 

Ivt IX1Rl? 

N\JX18l8 
IvUX2006 

MJX2008 
,'vUX2012 

)'vUX201B 
IvUX2020 

IvUX240S 

MJX2420 

NUX2424 
IVUX3012 

ivUX30l6 

ivUX3024 

ty',JXJ624 

/vUX4236 

IVUX:4814 
MJX4830 

MJM836 

Domes!!c 
Item Code 

MJX0808D 

-/,,\)X1:0040 
IvUX] 0060 

MJX1:Q080 

IvUX I 0 I OLJ 

/VUXI-204D 

MJX1206D 

JvUXi-208D 

jIlUX121i)D 

.lvU-Xl.?l?~ 

MJX1406D 

'MJX1:408D 

IvUXl410D 

iV\JX1·412D 

MJX1414D 

IvUX1:606D 

IvUX1608D 

~/UX1612D 

IvUH6l4D 

!vUX1616D 

1\i\IX1Rl?n 

'/vUXlBl8D 

IvUX2006D 

MJX20080 

li,JX2D1BD 
I'v',JX2020D 

MJX2408D 

./vUX241.2D 
MJX2416D 

'Nijx241'sD 
IvUX2420D 

/vIJX2'-424D 
MJX3012D 

MJX3Di6D 

;vijX3024D 

MJXJ624D 

IvUX42360 

:/iAJX4B240 
MJX4830D 

MJX4836D 

le~~ "".cce~sory 
List Price 

344.00 

417:00-
391.00 

485.00 

~14.00 

425.0(} 

485.00 

561_00 

88400 

Rf.l4,OCl-

936.00 

.125:00 

1,148.00 

1.00 

1,346.00 

l,125.00 

1,301.00 

U87.00 

POi" 

2,601.00 

::l 4?R on 

:"t290:00 

POA 

:3;64-3,QO 
-:J,7LI.UU 

"I'r", t'd\ 
'I,L"I"'I-.UV 

I,JJV.VV 

5,430.00 

.00 
6,243.00 

:6;963,QO 
8,133.00 

4;793.00 

9,075.00 

POA 

13, i 70,00 

15.719.00 

30,895.00 

:'28;800:00 
46,274.00 

48;266,00 

Mj SWiVEL X SOliD HYDRANT ADAPTER (Wi SWiVEL GlANDj 
4x13 

#<!3 
610.18 

6:<36 

'Weight, exclude accessories 

IvUHA0413 

M)HAq4J~ 

ivUHA0618 

IvUHA0636 

MJHA0413D 

:M~HA9p,1.;3D 

ivUHA0618D 

NU1,iA0624D 
IvUHA0636D 

Page 21 

Confidential 

108.00 

:;2:Q);WO 

247.00 

457.00 

Price List 
MJ COMPACT 

Wi!!"! Acce~~ory 
List Price 

536.00 
609;00 

603.00 

709.00 

/ /O.UU 

633-.00 
713.00 

801.!XI 

1 156J)0 

1,1.77..00 

1 236.00 

1'.437:00 

IA92.00 

1,571.00 

1,778.00 

1,471.00 
L659.00 

2,193.00 

PO.A. 

],125.00 

POA 

::l9S0.0n 

5~046;OO 

POA 

4,1:75.00 

4,JU/.UU 

" r<"" >'>" [),VJV.V'CJ 

U,'-tLL.VV 

6,106.00 

6,4453)0 

7,085.00 

.00 
9,149.00 

5.953.00 
10,7 43.00 

POA 

15.274.00 

13J68.DO 

1G.197.00 

36.319.00 

B7~ f62/.iO 
52,634.00 

55,000.00 

N!A 

NIA 
I~/A 

N!A 
~~! A 

Weig!"!!~ 
(Lbs) 

132 

120 
125 

130 

111 

159 

165 

187 

?Illl 

210 

23'1 

255 

269 

344 
250 
264 

310 

395 
.110 

417 

657 
285 

440 
558 

&98 
7'78 

500 

620 
720 

863 
1014 

1038 

1130 

866 
1640 

1955 

3375 

·8670 
4506 

4700 

29 

47: 

75 

Cr!:!!e 
Quantity 

12 

4 

B 

B 

4 

8 

8 

4 

2 

4 

2 
2 

2 

2 

2 

2 

12 

i{' 

ivicVvane-Ol8143 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

BxB 

1'0;';.4 
lOx6 

lDx8 

10xi0 

12x4 

12x6 

12X8 

12x.! i) 

14x6 

14x8 

14x10 

14x14 

16>:'6 
16x8 

16x12 

1:t.l'i1-4 

16x16 

lRxl? 

Wx:r8 
20x6 

21)X8 

20x12 

20x20 

24x3 

24x20 

24X24 
30x12 

3Ox1:6 
30A24 

36x24 

42x36 

4BJi14 
48x30 

48x36 

NO!1-Domes!!c 
Item Code 

MJX0808 

lVUXlO04 
IvUX1006 

MJX1008 

IvUX III 1 0 

MJX1206 

lvUi12i')8 

jvijX1210 

MJX1406 

MJXl408 

IvUX1410 

MJX1412 

MJX1414 

MJXl6.06 
IvUX1608 

,~AJX1612 

MJX161A 

.rvUX1616 

Ivt IX1Rl? 

N\JX18l8 
IvUX2006 

MJX2008 
,'vUX2012 

)'vUX201B 
IvUX2020 

IvUX240S 

MJX2420 

NUX2424 
IVUX3012 

ivUX30l6 

ivUX3024 

ty',JXJ624 

/vUX4236 

IVUX:4814 
MJX4830 

MJM836 

Domes!!c 
Item Code 

MJX0808D 

-/,,\)X1:0040 
IvUX] 0060 

MJX1:Q080 

IvUX I 0 I OLJ 

/VUXI-204D 

MJX1206D 

JvUXi-208D 

jIlUX121i)D 

.lvU-Xl.?l?~ 

MJX1406D 

'MJX1:408D 

IvUXl410D 

iV\JX1·412D 

MJX1414D 

IvUX1:606D 

IvUX1608D 

~/UX1612D 

IvUH6l4D 

!vUX1616D 

1\i\IX1Rl?n 

'/vUXlBl8D 

IvUX2006D 

MJX20080 

li,JX2D1BD 
I'v',JX2020D 

MJX2408D 

./vUX241.2D 
MJX2416D 

'Nijx241'sD 
IvUX2420D 

/vIJX2'-424D 
MJX3012D 

MJX3Di6D 

;vijX3024D 

MJXJ624D 

IvUX42360 

:/iAJX4B240 
MJX4830D 

MJX4836D 

le~~ "".cce~sory 
List Price 

344.00 

417:00-
391.00 

485.00 

~14.00 

425.0(} 

485.00 

561_00 

88400 

Rf.l4,OCl-

936.00 

.125:00 

1,148.00 

1.00 

1,346.00 

l,125.00 

1,301.00 

U87.00 

POi" 

2,601.00 

::l 4?R on 

:"t290:00 

POA 

:3;64-3,QO 
-:J,7LI.UU 

"I'r", t'd\ 
'I,L"I"'I-.UV 

I,JJV.VV 

5,430.00 

.00 
6,243.00 

:6;963,QO 
8,133.00 

4;793.00 

9,075.00 

POA 

13, i 70,00 

15.719.00 

30,895.00 

:'28;800:00 
46,274.00 

48;266,00 

Mj SWiVEL X SOliD HYDRANT ADAPTER (Wi SWiVEL GlANDj 
4x13 

#<!3 
610.18 

6:<36 

'Weight, exclude accessories 

IvUHA0413 

M)HAq4J~ 

ivUHA0618 

IvUHA0636 

MJHA0413D 

:M~HA9p,1.;3D 

ivUHA0618D 

NU1,iA0624D 
IvUHA0636D 

Page 21 

Confidential 

108.00 

:;2:Q);WO 

247.00 

457.00 

Price List 
MJ COMPACT 

Wi!!"! Acce~~ory 
List Price 

536.00 
609;00 

603.00 

709.00 

/ /O.UU 

633-.00 
713.00 

801.!XI 

1 156J)0 

1,1.77..00 

1 236.00 

1'.437:00 

IA92.00 

1,571.00 

1,778.00 

1,471.00 
L659.00 

2,193.00 

PO.A. 

],125.00 

POA 

::l9S0.0n 

5~046;OO 

POA 

4,1:75.00 

4,JU/.UU 

" r<"" >'>" [),VJV.V'CJ 

U,'-tLL.VV 

6,106.00 

6,4453)0 

7,085.00 

.00 
9,149.00 

5.953.00 
10,7 43.00 

POA 

15.274.00 

13J68.DO 

1G.197.00 

36.319.00 

B7~ f62/.iO 
52,634.00 

55,000.00 

N!A 

NIA 
I~/A 

N!A 
~~! A 

Weig!"!!~ 
(Lbs) 

132 

120 
125 

130 

111 

159 

165 

187 

?Illl 

210 

23'1 

255 

269 

344 
250 
264 

310 

395 
.110 

417 

657 
285 

440 
558 

&98 
7'78 

500 

620 
720 

863 
1014 

1038 

1130 

866 
1640 

1955 

3375 

·8670 
4506 

4700 

29 

47: 

75 

Cr!:!!e 
Quantity 

12 

4 

B 

B 

4 

8 

8 

4 

2 

4 

2 
2 

2 

2 

2 

2 

12 

i{' 

ivicVvane-Ol8143 



CX 2359-022

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ 

o LI-[I---lJ-IL....I
1 

o , 

Size NO!1-Domes!!c 
(Inches) Item Code 

~x~B ty\JHA064l:? 
8x13 IvUHA0813 

8x18 MJHA0818 
8x24 MJHA0824 

8x4tl MJHAU848 
10x13 IvUHA 1013 

1-2x13 Iv1Jf-1A ):213 

Domes!!c 
Item Code 

:l0JHf}064{lO 
IvUHA0813D 

:ivlJHAO$,l.8D 
MJHA0824D 

:ivU:HA0e4:eLl 
IvUHA1013D 

IViJHA1213D 

less -"'.ccessory 
List Price 

rOA 
221.00 

47..5,00 
POA 

POA 

POA 

SWiVEl X SWiVEl HYDRANT ADAPTER (WiTH 2 SWiVEl GLANDS) 

6;.;12 III IA0612 1IIIA0612D 196.00 

6x13 :HHA06:1:3 HHA0613D POA 

6x18 HHA0618 HHA0618D 285.00 

;HH/\D6-24D 

SWIVEL X SWIVEL HYDRANT ELL (WI 2 SWIVEL GLANDS) 
6 JvUHfWCJ06 IvUHP8CJCJ61l 110.00 

MJ SWIVEL GLAN D 
4 MJGSQ-4 MJGS04D 60,00 

6 MJGS06 MJGS06D 67.00 

B MJQS08 :MJGS08D: 6f :00 
12 IvUG::' I L !vUG::; I 2LJ 21/.00 

Mj REDUCiNG ON RUN TEES 
475,00-

6Xo",8 ,'vUT060608 fv",JT060608D 590.00-

Gx6;.;6 )'vUTG8060& {';\.J'TOOO&(fijD 066.00 
8x6x8 IvUTOS0608 IvUT080608D 666.00 

,. ... ~J X PE CUTTIt-JG It-J SLEEVE WITH OVERSIZED GlAND* 
d )1!!JSl:....OLL 

6 JvUSC06 
e 
10 MJSClO 

12 MJSC12 
f6 IvUSC16 

HYDRANT BURY EXTENSION 

6 
1:.2 

j:-j8~?::06 

HBEx i:2 

Mj TANGENTiAL TEE 

16x12 IvUTT 1 (, 12 

MJTT1806 

!IIUSC06D 
IvUSCORO 

MJSC10D 

IvU:s.C)20 
IvUSCl6D 

tf!l!=XO~,O,. 

HBEXi 2D 

lvV)T,]6Q6q 
!/dTT 1 (, 12D 

r,J, . ..'TT1SC6D 

496 SO 

674.S0 

1 OlD.50 

1:342.00 
2.958.00 

)Oe·GD 

i 43.00 

v,UIIO.VII 

-". L~I'.""" V,'"'t""VV 
, '"I;; ("Ie) '+,' ,'-'.UV 

'Weight, exclude accessories 

Page 22 
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Price List 
MJ COMPACT 

With Accessory 
List Price 

I 

NIA 
NfA 
NIA 
NfA 
MiA 
NIA 

N/A 

NIA 

N!A 
NfA 
NIA 
NfA 

722.00 

798-,00 
804.00 

.':i/6J:UJ 

627.00 
R4[}J)(] 

249.00 

).642.00 

3.624.00 

NJA 
NIA 

V.7"tL.UV 

.,...."" .... ,.., 
"',"'""V'VV 

I;; 1;;'>7 "" '-',J,_" .vv 

?.'~50,DO 

We!gf1!~ 
(Lbs) 

54 
67: 
82 

86 

120 

50 

8 

12 

1:.5: 
24 

75 

75 
85 

-S(r 

62 

90 

105 

128 
275 

."iQ: 
73 

344 

306 
375 

Cr!:!!e 
Quantity 

f2 
fS 

12 
B 

IR 

100 

100 

1:00 
OU 

18 

9 
? 

ocr 

" 4 

4 

PO 
36 

ivicVvane-Ol8144 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ 

o LI-[I---lJ-IL....I
1 

o , 

Size NO!1-Domes!!c 
(Inches) Item Code 

~x~B ty\JHA064l:? 
8x13 IvUHA0813 

8x18 MJHA0818 
8x24 MJHA0824 

8x4tl MJHAU848 
10x13 IvUHA 1013 

1-2x13 Iv1Jf-1A ):213 

Domes!!c 
Item Code 

:l0JHf}064{lO 
IvUHA0813D 

:ivlJHAO$,l.8D 
MJHA0824D 

:ivU:HA0e4:eLl 
IvUHA1013D 

IViJHA1213D 

less -"'.ccessory 
List Price 

rOA 
221.00 

47..5,00 
POA 

POA 

POA 

SWiVEl X SWiVEl HYDRANT ADAPTER (WiTH 2 SWiVEl GLANDS) 

6;.;12 III IA0612 1IIIA0612D 196.00 

6x13 :HHA06:1:3 HHA0613D POA 

6x18 HHA0618 HHA0618D 285.00 

;HH/\D6-24D 

SWIVEL X SWIVEL HYDRANT ELL (WI 2 SWIVEL GLANDS) 
6 JvUHfWCJ06 IvUHP8CJCJ61l 110.00 

MJ SWIVEL GLAN D 
4 MJGSQ-4 MJGS04D 60,00 

6 MJGS06 MJGS06D 67.00 

B MJQS08 :MJGS08D: 6f :00 
12 IvUG::' I L !vUG::; I 2LJ 21/.00 

Mj REDUCiNG ON RUN TEES 
475,00-

6Xo",8 ,'vUT060608 fv",JT060608D 590.00-

Gx6;.;6 )'vUTG8060& {';\.J'TOOO&(fijD 066.00 
8x6x8 IvUTOS0608 IvUT080608D 666.00 

,. ... ~J X PE CUTTIt-JG It-J SLEEVE WITH OVERSIZED GlAND* 
d )1!!JSl:....OLL 

6 JvUSC06 
e 
10 MJSClO 

12 MJSC12 
f6 IvUSC16 

HYDRANT BURY EXTENSION 

6 
1:.2 

j:-j8~?::06 

HBEx i:2 

Mj TANGENTiAL TEE 

16x12 IvUTT 1 (, 12 

MJTT1806 

!IIUSC06D 
IvUSCORO 

MJSC10D 

IvU:s.C)20 
IvUSCl6D 

tf!l!=XO~,O,. 

HBEXi 2D 

lvV)T,]6Q6q 
!/dTT 1 (, 12D 

r,J, . ..'TT1SC6D 

496 SO 

674.S0 

1 OlD.50 

1:342.00 
2.958.00 

)Oe·GD 

i 43.00 

v,UIIO.VII 

-". L~I'.""" V,'"'t""VV 
, '"I;; ("Ie) '+,' ,'-'.UV 

'Weight, exclude accessories 
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Price List 
MJ COMPACT 

With Accessory 
List Price 

I 

NIA 
NfA 
NIA 
NfA 
MiA 
NIA 

N/A 

NIA 

N!A 
NfA 
NIA 
NfA 

722.00 

798-,00 
804.00 

.':i/6J:UJ 

627.00 
R4[}J)(] 

249.00 

).642.00 

3.624.00 

NJA 
NIA 

V.7"tL.UV 

.,...."" .... ,.., 
"',"'""V'VV 

I;; 1;;'>7 "" '-',J,_" .vv 

?.'~50,DO 

We!gf1!~ 
(Lbs) 

54 
67: 
82 

86 

120 

50 

8 

12 

1:.5: 
24 

75 

75 
85 

-S(r 

62 

90 

105 

128 
275 

."iQ: 
73 

344 

306 
375 

Cr!:!!e 
Quantity 

f2 
fS 

12 
B 

IR 

100 

100 

1:00 
OU 

18 

9 
? 

ocr 

" 4 

4 

PO 
36 

ivicVvane-Ol8144 



CX 2359-023

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

MJ X MJ OFFSET 
3:-:6 

?,x)2 
3.x.18 

3x24 

4x6 

4xl2 
47.18 

4x24 

6x6 

6x12 

8x6 

8x12 

8x18 

IOx6 

luxl1 
10x18 

12x18 

1~i24 

16x12 

1:6x1'8 

20x12 

::::OXI,8 

,~_~J00306 

1vI)Q031:2 

IvU00318 

MJ00324 

MJ00406 

MJ004t2 

iv\J00418 

tvU00424 

!vU00606 

JvUOO6:1:2 

IvU00806 

ivU008t2 

MJ00818 

MJOOO24 

IVIJO 1 006 

MJOICH2 

il/UOIOlS 

MJ01218 

ivU012Z4 
IvU01612 

MJOl'6rB 

MJ02012 

MJ02tH8 

Mj X PE OFFSET 

4;.;18 

6x6 

8;.;18 

lDx6 

10,,;18 

10x24 

12x6 

2 

ivuor041 G 

ivUOP0424 

MJOP06-12 

MJOP0618 

MJOP0624 

MJOPOS06 

!VlJ9PiN,i~ 
IVIJOP0818 

ivUOPlO06 

ivUOP1018 
MJOpr024 

MJOP1206 

'Weight, exclude accessories 

Domes!!c 
Item Code 

~.~,J00306D 

;!v\~OO:;l:12D 

1111 J00318[1 

'MJ00324D 

MJ00406D 

MJOD412D 

iv\JQ0418D 

,'v~J00424D 

IvU00606D 

MJ00612D 

MJ00618D 

IvU00806D 
;MJ00812D 

MJ00818D 

MJ00824D 

IVIJOi006D 

JVUD1012D 

ivU0101BD 

ivU01206D 

MJ01218D 

MJ01224D 
IvU01612D 

'MJO'I618D 

MJ02012D 

MJ020 I blJ 

ivUOP04D6D 

ivUOr041GD 

'IvUOP0424D 

MJOP06D6D 

MJOP0612D 

MJOP0618D 

IVUDP0624D 

MJOP08D6D 

:IV\J()FOB,l,~D 
IVIJOP0818D 

ivUOP1006D 

ivUOP1018D 
'MJOP1024D 

MJOP1206D 
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less "".ccessory 
List Price 

84.00 

H'LOO 
13800 

237:00. 

144.00 

189.00 

2::;2.00 

293.00 

234.00 

306.00 
374.00 

336.00 

4:3ttOD 

544.00 

629.00 

667,00 

629,00 

1,662.0.0 

667.00 

2,277.0.0 

1,$ZMO 
4,365.00 

:5;16'1:00 

6,236.00 

tt2't1 ,QO 

&92.00 

230.00 

934.00. 

943.0.0. 

1;224,00 

1,042.0.0. 

1,587.0.0 

1.991.00 

:Z,348:00 

1,819.00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

138.00 

1;65:00 

192.0.0. 

291:00 

20B.00 

253.00 
316.00 

35-7.00 

31G.00 

458.00 

55-6-00 

432.00 
534:00 
640..00 

/'57.00 

811.00 

757 JJO 
1,790..00 

811.00 

2,421.00 

),9$0,00 
4,627.00 

S~423-;00 

6,672.00 

tU2JJXJ 

724.00 

<)21:00 

272.00 

976.00 
985.00 

1,266.00 

1,090..00 

Ll:48,i)(J 
iA03.00 

1,651.00 

j'1s4jjo 

2.0S,).00 

2',41'2;00 

1,891.00 

We!gf1!~ 
(Lbs) 

20 

40: 

" 
25 

55 

75 

29 

87 

80 
104 

135 

141 

110 

135 

165 

118 

230 

Z71 
305 
362 

437 

581 

59 
65' 

51 

68 
97 

116 

84 

1 
i24 

127 

160 

169 

115 

Cr!:!!e 
Quantity 

12 

12 

8 

16 

12 

16 
8 

4 

4 

4 

3 

4 

4 

4 

4 

2 

1& 

12 

8 
8 

.4 

4 

4 

4 

.4 

4 

ivicVvane-Ol8145 

PUBLIC

@r!!! 
mr C153 Ductile Iron Compact Mechanical Joint Fittinos 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
NO!1-Domes!!c 

Item Code 

MJ X MJ OFFSET 
3:-:6 

?,x)2 
3.x.18 

3x24 

4x6 

4xl2 
47.18 

4x24 

6x6 

6x12 

8x6 

8x12 

8x18 

IOx6 

luxl1 
10x18 

12x18 

1~i24 

16x12 

1:6x1'8 

20x12 

::::OXI,8 

,~_~J00306 

1vI)Q031:2 

IvU00318 

MJ00324 

MJ00406 

MJ004t2 

iv\J00418 

tvU00424 

!vU00606 

JvUOO6:1:2 

IvU00806 

ivU008t2 

MJ00818 

MJOOO24 

IVIJO 1 006 

MJOICH2 

il/UOIOlS 

MJ01218 

ivU012Z4 
IvU01612 

MJOl'6rB 

MJ02012 

MJ02tH8 

Mj X PE OFFSET 

4;.;18 

6x6 

8;.;18 

lDx6 

10,,;18 

10x24 

12x6 

2 

ivuor041 G 

ivUOP0424 

MJOP06-12 

MJOP0618 

MJOP0624 

MJOPOS06 

!VlJ9PiN,i~ 
IVIJOP0818 

ivUOPlO06 

ivUOP1018 
MJOpr024 

MJOP1206 

'Weight, exclude accessories 

Domes!!c 
Item Code 

~.~,J00306D 

;!v\~OO:;l:12D 

1111 J00318[1 

'MJ00324D 

MJ00406D 

MJOD412D 

iv\JQ0418D 

,'v~J00424D 

IvU00606D 

MJ00612D 

MJ00618D 

IvU00806D 
;MJ00812D 

MJ00818D 

MJ00824D 

IVIJOi006D 

JVUD1012D 

ivU0101BD 

ivU01206D 

MJ01218D 

MJ01224D 
IvU01612D 

'MJO'I618D 

MJ02012D 

MJ020 I blJ 

ivUOP04D6D 

ivUOr041GD 

'IvUOP0424D 

MJOP06D6D 

MJOP0612D 

MJOP0618D 

IVUDP0624D 

MJOP08D6D 

:IV\J()FOB,l,~D 
IVIJOP0818D 

ivUOP1006D 

ivUOP1018D 
'MJOP1024D 

MJOP1206D 
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less "".ccessory 
List Price 

84.00 

H'LOO 
13800 

237:00. 

144.00 

189.00 

2::;2.00 

293.00 

234.00 

306.00 
374.00 

336.00 

4:3ttOD 

544.00 

629.00 

667,00 

629,00 

1,662.0.0 

667.00 

2,277.0.0 

1,$ZMO 
4,365.00 

:5;16'1:00 

6,236.00 

tt2't1 ,QO 

&92.00 

230.00 

934.00. 

943.0.0. 

1;224,00 

1,042.0.0. 

1,587.0.0 

1.991.00 

:Z,348:00 

1,819.00 

Price List 
MJ COMPACT 

Wi!!'! Accessory 
List Price 

138.00 

1;65:00 

192.0.0. 

291:00 

20B.00 

253.00 
316.00 

35-7.00 

31G.00 

458.00 

55-6-00 

432.00 
534:00 
640..00 

/'57.00 

811.00 

757 JJO 
1,790..00 

811.00 

2,421.00 

),9$0,00 
4,627.00 

S~423-;00 

6,672.00 

tU2JJXJ 

724.00 

<)21:00 

272.00 

976.00 
985.00 

1,266.00 

1,090..00 

Ll:48,i)(J 
iA03.00 

1,651.00 

j'1s4jjo 

2.0S,).00 

2',41'2;00 

1,891.00 

We!gf1!~ 
(Lbs) 

20 

40: 

" 
25 

55 

75 

29 

87 

80 
104 

135 

141 

110 

135 

165 

118 

230 

Z71 
305 
362 

437 

581 

59 
65' 

51 

68 
97 

116 

84 

1 
i24 

127 

160 

169 

115 

Cr!:!!e 
Quantity 

12 

12 

8 

16 

12 

16 
8 

4 

4 

4 

3 

4 

4 

4 

4 

2 

1& 

12 

8 
8 

.4 

4 

4 

4 

.4 

4 

ivicVvane-Ol8145 



CX 2359-024

t~OTES: 

'Weight, exclude accessories 

Page 24 

Confidential ivicVvane-Ol8146 

PUBLIC

t~OTES: 

'Weight, exclude accessories 
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CX 2359-025

I (CDI MJ ACCESSORIES 
I Af&" '--I ==-==-:::;::;,,:=::...:::::;,,::::::~== _w I 

Confidential 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

ivicVvane-Ol8147 

PUBLIC

I (CDI MJ ACCESSORIES 
I Af&" '--I ==-==-:::;::;,,:=::...:::::;,,::::::~== _w I 

Confidential 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

ivicVvane-Ol8147 



CX 2359-026

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) price 

weish! 
(LBS) 

crl 
q!y. 

GLAND PACK - COMPACT 

ITEM CODE 

MJGP02 

!vUGr'03 

!Vl}~riJ:4; 

MJGPOb 
llliJ(;P()B 

Jv\JGP10 

MJGP14 

ivUGP1:a 

NIJGP18 

MJGf'2:Q 
MJGP24 

MJGf'3:Q 
MJGP36 

MJGP48~ 

"Can not be 

SIZE 

2 

3 

4 

10 

14 

l:a 

18 

2lJ 
24 

2lJ 
36 

48 

BOLT SIZE LIST PRICE WT 

5(8 K 3 :$2550 5 

o/tlx3 2/.oU 0 

lif: 
3j4x3li2 

3/4 x 4 
y'4 . 

3/4x41(2 

3/4x4112 
3(4x41(2 

;;/4X41/2 

3/4 X 5 

1: x,:6 

lx6 

42.00 10 

6400 16 

17 

108.00 24 

131.00 30 
189.00 45 

218.00 60 
290.00 70 

762,00 1:23,; 
949.00 161 

! lj4x61/2 2,418.00 340 

on StorGrips 

OTY 

360 

360 

p6~ 
204 

108 

60 

60 

LONGER ROLT - GLAND PACK - COMPACT 

MJGP04W/4B 

MJGPO:&Wi4B 
IvUGPOBW! 4B 

MJGP10y.,lf~;5e

MJGP12\A,I/~.5B 

!vUGP!4\iy:l5B 
I\i\JGP16W/SB 

!vUGP20W/5 

4 

6 
8 

3/4 x 4 

ji4X 4 
3/4 x 4 

1/1 3}~:-H f/2 
12 3/~x~1/2 

1-4 3/4.>; 5 
16 

IF! 

20 

3/4 X 5 , 
3/4 x 5 

29.00 7.00 360 

. 37;00 1'0;00 204 
45.00 12.00 175 

16;{)O roe 
67.50 17.00 72 

137;50 25:00 60 
151503100 

286,SO 61.00 

He J: ~'I CORPORATE 110_L r~[[ I Y.D .OQ ~JJ" r-' /:;:, ;j~ 'Lee 
.. "" , 

Page 26 

Mechanicai Joini Accessories 

item 
code 

ROLT PACK 

MJBGAS02 

MJBGAS03 

!vUt)GA~04 

fV\~~C.?~~\-l6 
MJBGAS08 

JvUBGAS12 

MJBGAS16 

MJBGAS1B 
IvIJBGAS20 

MJBGAS24 
MJBGAS30 

lvIJBGAS36 
IvUBG,\S42 

ship, ~i~e 
code (IN) 

2 

3 

4 

6 

8 

12 
01'4 . 

16 

18 

20 

24 
30 

36 
42 

lor.JGER BOLT PACK 

!vU BG/'\S03'tN /3.5 

,~/!JBG.A,S06W 14 
)vUBG.AS08W/4 
IvUBGASl OW /4.5 

M~BGA~j ':i:V'114:5 
MJBGAS14W/S 

MJBGAS11JW/5 
ivUBGASI8W/S 

iv'dS~AS2YW1::; 

3 

8 
10 

14 

16 
18 

10 

price 

$11.50 

16.00 

1/.00 

26.50 

3800 

66.00 

69.00 
78.00 

9>t50 

lS7.00 

183.00 
682.00 

$16.50 

23.50 

25.-50 
36.50 

57.00 

66.00 
66.50 
75.50 

BOLT PACK (It,; PLASTIC BAGS) 

IvUBG/\S02P 

!"/(JSG.;:;''S03'P· 

,~/!JBG.A,SO~P 

lvUBGAS06P 

IvIJBGAS08P 

M.:IBGAS1DP 

JvUBGAS12P 

MJeOA,$) 4P; 
ivUBGAS16P 

!'v\J[)GAS20r 

2 

3 

6 
8 

10 

12 

14 ; 
16 

20 

$11.50 

16:00 

17,00 

25.00 
26.50 

34.50 

38.00 

;57,5:0 
66.00 

70,00 

weish! 
(LBS) 

2 

3 

4 

8 
if 
13 

13 
15 

21 
38 

46 

104 

3 

6" 
8 
$" 

12 

14 

14 
16 

2 

3" 

6 

8 

8 

n 
13 

15 

crl 
qly. 

360 

360 

360 

300 

150 

100 

100 
100 

100 

360 

360 

. '300 
198 

1'50 
100 

100 
100 
lDQ 

360 

360 

360 
300 

198 

150 

lOQ 
100 

100 

Confidential ivicVvane-Ol8148 

PUBLIC

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) price 

weish! 
(LBS) 

crl 
q!y. 

GLAND PACK - COMPACT 

ITEM CODE 

MJGP02 

!vUGr'03 

!Vl}~riJ:4; 

MJGPOb 
llliJ(;P()B 

Jv\JGP10 

MJGP14 

ivUGP1:a 

NIJGP18 

MJGf'2:Q 
MJGP24 

MJGf'3:Q 
MJGP36 

MJGP48~ 

"Can not be 

SIZE 

2 

3 

4 

10 

14 

l:a 

18 

2lJ 
24 

2lJ 
36 

48 

BOLT SIZE LIST PRICE WT 

5(8 K 3 :$2550 5 

o/tlx3 2/.oU 0 

lif: 
3j4x3li2 

3/4 x 4 
y'4 . 

3/4x41(2 

3/4x4112 
3(4x41(2 

;;/4X41/2 

3/4 X 5 

1: x,:6 

lx6 

42.00 10 

6400 16 

17 

108.00 24 

131.00 30 
189.00 45 

218.00 60 
290.00 70 

762,00 1:23,; 
949.00 161 

! lj4x61/2 2,418.00 340 

on StorGrips 

OTY 

360 

360 

p6~ 
204 

108 

60 

60 

LONGER ROLT - GLAND PACK - COMPACT 

MJGP04W/4B 

MJGPO:&Wi4B 
IvUGPOBW! 4B 

MJGP10y.,lf~;5e

MJGP12\A,I/~.5B 

!vUGP!4\iy:l5B 
I\i\JGP16W/SB 

!vUGP20W/5 

4 

6 
8 

3/4 x 4 

ji4X 4 
3/4 x 4 

1/1 3}~:-H f/2 
12 3/~x~1/2 

1-4 3/4.>; 5 
16 

IF! 

20 

3/4 X 5 , 
3/4 x 5 

29.00 7.00 360 

. 37;00 1'0;00 204 
45.00 12.00 175 

16;{)O roe 
67.50 17.00 72 

137;50 25:00 60 
151503100 

286,SO 61.00 

He J: ~'I CORPORATE 110_L r~[[ I Y.D .OQ ~JJ" r-' /:;:, ;j~ 'Lee 
.. "" , 

Page 26 

Mechanicai Joini Accessories 

item 
code 

ROLT PACK 

MJBGAS02 

MJBGAS03 

!vUt)GA~04 

fV\~~C.?~~\-l6 
MJBGAS08 

JvUBGAS12 

MJBGAS16 

MJBGAS1B 
IvIJBGAS20 

MJBGAS24 
MJBGAS30 

lvIJBGAS36 
IvUBG,\S42 

ship, ~i~e 
code (IN) 

2 

3 

4 

6 

8 

12 
01'4 . 

16 

18 

20 

24 
30 

36 
42 

lor.JGER BOLT PACK 

!vU BG/'\S03'tN /3.5 

,~/!JBG.A,S06W 14 
)vUBG.AS08W/4 
IvUBGASl OW /4.5 

M~BGA~j ':i:V'114:5 
MJBGAS14W/S 

MJBGAS11JW/5 
ivUBGASI8W/S 

iv'dS~AS2YW1::; 

3 

8 
10 

14 

16 
18 

10 

price 

$11.50 

16.00 

1/.00 

26.50 

3800 

66.00 

69.00 
78.00 

9>t50 

lS7.00 

183.00 
682.00 

$16.50 

23.50 

25.-50 
36.50 

57.00 

66.00 
66.50 
75.50 

BOLT PACK (It,; PLASTIC BAGS) 

IvUBG/\S02P 

!"/(JSG.;:;''S03'P· 

,~/!JBG.A,SO~P 

lvUBGAS06P 

IvIJBGAS08P 

M.:IBGAS1DP 

JvUBGAS12P 

MJeOA,$) 4P; 
ivUBGAS16P 

!'v\J[)GAS20r 

2 

3 

6 
8 

10 

12 

14 ; 
16 

20 

$11.50 

16:00 

17,00 

25.00 
26.50 

34.50 

38.00 

;57,5:0 
66.00 

70,00 

weish! 
(LBS) 

2 

3 

4 

8 
if 
13 

13 
15 

21 
38 

46 

104 

3 

6" 
8 
$" 

12 

14 

14 
16 

2 

3" 

6 

8 

8 

n 
13 

15 

crl 
qly. 

360 

360 

360 

300 

150 

100 

100 
100 

100 

360 

360 

. '300 
198 

1'50 
100 

100 
100 
lDQ 

360 

360 

360 
300 

198 

150 

lOQ 
100 

100 

Confidential ivicVvane-Ol8148 



CX 2359-027

Mechanicai Joini Accessories 

item 
code 

ship' ~i= 
code (IN) price 

weigh! 
(LBS) 

LONGER BOLT PACK (IN PLASTIC BAGS) 

MJBGAS03W/3.5P 

MJBGA$04WI4P 
IvUBGAS06W 14P 
MJBCAS{)8W/4P 

MJBG/\S 1 O\N /4.5P 

ivUBGi\Sl ~W/5P 

.lvUBGA518W/5P 

MJBGAS20V'f/Sf' 

3 

4 
6 

8 
10 

, '1'2" 

18 

2Q 

$16.50 

17.00 
23.50 

25.50 

36.50 

38J)0 
57.00 

66.-50 

15.50 

3 

4 

3 

12 

16 

TRANS!T!ON GLAND PACK - COMPACT 

IvUGPT02 

:'~.~jGPr03: 

.lv\JGPTO~ 

, ivlJdPrD6' 
IvUGPT08 

MJGPT10 

ivUGPT12 

2 

8 

10 
12 

$26,50 

28~lliJ 
33,50 

44~5d 

53.00 

1050 
77,00 

6 

1 
8 

1'1-
15 

2Q 

2-5 

LONGER BOLT - TRANSiTiON GLAND PACK
COMPACT 

1v1JGPT06W!4 
IvUGPT08W/4 

IvlJGPT10W!4S 

MJGPT12W/4.5 

6 
8 

10 

12 

38.-50 
4600 

MDO 

71.00 

TRANsmON BOLT PACK 
miiii;;l'l'Ufi1[E~Eil=Glu!iii-i.-'l=-'Iin---

IvUBGAST02 

MJBGASTOJ. 
MJBGAST04 

MJBGM1Q6 
!vU[lGASTOG 

,MJBGAST.l,Q 

MJBCAST12 

2 

3 
4 

6 

, ,10 .. 

12 

$12.50 

18-.5D 
18.50 

27,50 
31.50 

-41DD. 

43.00 

12 
15 

70 

25 

2 

3 
4 

6 

8 

8 

crt 
qty. 

360 

360 
360 

30D 

198 

1'5:0 
100 

100 

100 

360 

36:0 
360 

1d-4 
175 

100 

72 

360 

360 
360 

360 
300 

W8 

150 

Price List 
MJ ACCESSORIES 

item 
code 

ship' ~iIe 
code (IN) price 

weigh! 
(LBS) 

LONGER TRANSITION BOLT PACK 
mJii'f2ii1ml"iillii.¥&l&,.iAiiaiolMHdiiiliiiilJiii&lij 

MJBGAST03Wj3.5 3 $18.50 3 

MJBGAS!04W/4 4 1850 4 
IvUBGAST06W!4 6 25.00 6 

-MJBCMT08W!-4 2650 6 
MJBG/\STI mv /4.5 10 38.50 3 

12 

TRAt-JSmOr-J BOLT PACK (IN PLASTIC BAGS) 

IVUBGASi02P 
-ivUFiGA:;:iO;;P 

MJBGAST04P 

MJBGAST06P 
IvUBGAST08P 

JvtJ:BGAST:l OF 

MJBGAST12P 

2 

4 

6 

8 

10 
12 

$12.50 
lB:.')O 

18.50 

2750 
31.50 

:41:;00 

43.00 

LONGER TRANSmOr-J BOLT PACK 
{iN PLASTiC BAGS} 

ivUBGAST03'vV /3.5P 

MJSGASi04\V!4F 
!'v\J[lGAST06!'V / 41' 

-MJBGMT08W l4P 

.lvUBGASTl OW 14.5P 

MJBGAS112W!45P 

3 
4 

6 

8 

10 

12 

$18.50 

15:'::;:0 

25.00 

2650 

38.50 

41.:00 

2 

4 

6 
6 

:'8 

8 

3 

4 
6 

6 

8 

B 

crt 
qty. 

360 

360 
360 

300 
198 

150 

360 

360 
300 

1:98 

150 

360 
360 
360 

300 
198 

1.80 

GLAND PACK WITH STAR BLUE BOLTS - COMPACT 

MJGPCB04 

-MJGPCB(}6 

!vUCPCB08 

:fvUGPCS1D 

MJGPCB12 

.lv\JGPCB16 
:~'!IjGPC:Bl:8 

MJGPCB20 

:1v\JC;PC:B24 

Page 27 

4 

6 

8 

12 
-14 

16 
'18 

20 

24 

55.00 

76.00 

84,00 

8 

12 

15 
11 4.00 2Q 

119.50 25 

229.50 ~2 

:341;50 '46 

377.50 
:458.00 

61 

360 

204 

175 

lOB 

72 

60 

He!: ~IICORPORI\TEI10 _r~[[l 

UPL.09.02 

Confidential ivicVvane-Ol8149 

PUBLIC

Mechanicai Joini Accessories 

item 
code 

ship' ~i= 
code (IN) price 

weigh! 
(LBS) 

LONGER BOLT PACK (IN PLASTIC BAGS) 

MJBGAS03W/3.5P 

MJBGA$04WI4P 
IvUBGAS06W 14P 
MJBCAS{)8W/4P 

MJBG/\S 1 O\N /4.5P 

ivUBGi\Sl ~W/5P 

.lvUBGA518W/5P 

MJBGAS20V'f/Sf' 

3 

4 
6 

8 
10 

, '1'2" 

18 

2Q 

$16.50 

17.00 
23.50 

25.50 

36.50 

38J)0 
57.00 

66.-50 

15.50 

3 

4 

3 

12 

16 

TRANS!T!ON GLAND PACK - COMPACT 

IvUGPT02 

:'~.~jGPr03: 

.lv\JGPTO~ 

, ivlJdPrD6' 
IvUGPT08 

MJGPT10 

ivUGPT12 

2 

8 

10 
12 

$26,50 

28~lliJ 
33,50 

44~5d 

53.00 

1050 
77,00 

6 

1 
8 

1'1-
15 

2Q 

2-5 

LONGER BOLT - TRANSiTiON GLAND PACK
COMPACT 

1v1JGPT06W!4 
IvUGPT08W/4 

IvlJGPT10W!4S 

MJGPT12W/4.5 

6 
8 

10 

12 

38.-50 
4600 

MDO 

71.00 

TRANsmON BOLT PACK 
miiii;;l'l'Ufi1[E~Eil=Glu!iii-i.-'l=-'Iin---

IvUBGAST02 

MJBGASTOJ. 
MJBGAST04 

MJBGM1Q6 
!vU[lGASTOG 

,MJBGAST.l,Q 

MJBCAST12 

2 

3 
4 

6 

, ,10 .. 

12 

$12.50 

18-.5D 
18.50 

27,50 
31.50 

-41DD. 

43.00 

12 
15 

70 

25 

2 

3 
4 

6 

8 

8 

crt 
qty. 

360 

360 
360 

30D 

198 

1'5:0 
100 

100 

100 

360 

36:0 
360 

1d-4 
175 

100 

72 

360 

360 
360 

360 
300 

W8 

150 

Price List 
MJ ACCESSORIES 

item 
code 

ship' ~iIe 
code (IN) price 

weigh! 
(LBS) 

LONGER TRANSITION BOLT PACK 
mJii'f2ii1ml"iillii.¥&l&,.iAiiaiolMHdiiiliiiilJiii&lij 

MJBGAST03Wj3.5 3 $18.50 3 

MJBGAS!04W/4 4 1850 4 
IvUBGAST06W!4 6 25.00 6 

-MJBCMT08W!-4 2650 6 
MJBG/\STI mv /4.5 10 38.50 3 

12 

TRAt-JSmOr-J BOLT PACK (IN PLASTIC BAGS) 

IVUBGASi02P 
-ivUFiGA:;:iO;;P 

MJBGAST04P 

MJBGAST06P 
IvUBGAST08P 

JvtJ:BGAST:l OF 

MJBGAST12P 

2 

4 

6 

8 

10 
12 

$12.50 
lB:.')O 

18.50 

2750 
31.50 

:41:;00 

43.00 

LONGER TRANSmOr-J BOLT PACK 
{iN PLASTiC BAGS} 

ivUBGAST03'vV /3.5P 

MJSGASi04\V!4F 
!'v\J[lGAST06!'V / 41' 

-MJBGMT08W l4P 

.lvUBGASTl OW 14.5P 

MJBGAS112W!45P 

3 
4 

6 

8 

10 

12 

$18.50 

15:'::;:0 

25.00 

2650 

38.50 

41.:00 

2 

4 

6 
6 

:'8 

8 

3 

4 
6 

6 

8 

B 

crt 
qty. 

360 

360 
360 

300 
198 

150 

360 

360 
300 

1:98 

150 

360 
360 
360 

300 
198 

1.80 

GLAND PACK WITH STAR BLUE BOLTS - COMPACT 

MJGPCB04 

-MJGPCB(}6 

!vUCPCB08 

:fvUGPCS1D 

MJGPCB12 

.lv\JGPCB16 
:~'!IjGPC:Bl:8 

MJGPCB20 

:1v\JC;PC:B24 
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4 

6 

8 

12 
-14 

16 
'18 

20 

24 

55.00 

76.00 

84,00 

8 

12 

15 
11 4.00 2Q 

119.50 25 

229.50 ~2 

:341;50 '46 

377.50 
:458.00 

61 

360 

204 

175 

lOB 

72 

60 

He!: ~IICORPORI\TEI10 _r~[[l 

UPL.09.02 

Confidential ivicVvane-Ol8149 



CX 2359-028

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) price 

weish! 
(LBS) 

crl 
q!y. 

STAR BLUE BOLT PACK 
IiilUiiJfAilimii5iiNil.itl+jfijiiiik.llii.liii.¥AiiildlJ51Ei.MIlliSi 

/vIJBCGAS03 3 $41.00 3 300 

MJBCGAS04 4 44.00 4 :160 
/vIJ6CGAS06 

MJBCCASOS 

!vUBCG:'\S 1 0 

MJ6CG.l\S16 

!vU8CG.A.S24 

6 

s 
10 

!2 
16 

20 
24 

64.00 6 

66.00. 6 

89.00 8 

9:2.00 8 
1 ~8.00 13 

238.00 17 

LOtJGER STAR BLUE BOLT PACK 

MJ6CGAS04W/4 

IviJBCCA.sobW /4 

/vIJBCGAS08W /4 

MJeCQf;Sl:QWt4,~ 
MJBCGAS12vv /4.5 

4 

6 

8 

10 
12 

$47.00 

68.00 

70.00 

904,00 
97.00 

4 

6 

6 

B 
8 

STAR BLUE BOLT PACK (!N PLASTIC BAGS) 

T BOLTS & ~WTS 

MJBCGA-S03P 
MJ6CGAS04P 

MJBCGASDtiP 
/vIJBCGAS08P 

MJBCGASJOP 

MJ6CGAS12P 

3 
4 

6 
8 

10 
12 

16 

VALVE PACK - COMPACT 

MJGPV03 

MJGPV04 

/vIJGPV06 

MJG~V08 
!vUGPV10 

IvUGP\/1-2 

/vUGPV14 

l~tJGr:'!.l:(, 

,V,JCPV18 

/vUGPV24 

3 

4 

6 

B .. 
10 

12 

14 

1M. 

18 

24 

He J: ~'I CORPORATE 110.L r~[[ I Y.D _OQ ~JJ" r.' /:s:. ;j~ 'Lee 
"A, 

$41;00 
44.00 

64:-00 
66.00 

89IiQ 

92.00 

38.00 

3 
4 

6 

6 

8 
S 

13 

38,50 8 

50,25 12 

$"~8 15 
75.00 20 
8;3:.00 25 

2'13.50 45 

400.50 70 

360 

3D0 

198 

LSQ 
100 

360 

360 
300 

1::9$. 
150 

360 
360 
360' 

300 

198 

150 

lDO 

360 

360 
204 

Fs 
108 

72 

Page 28 

Mechanicai Joini Accessories 

item 
code 

ship, ~i~e 
code (IN) price 

weish! 
(LBS) 

LONGER BOLT - VALVE PACK - COMPACT 

!vUGPV06W!4 

!vUGPV1Q1.V/4.5 

[.~A,JGPV12W/4.5 

.h.A.JGPVl ~W!5 

!vUGPV18W/5 

MJGPV20W!5 

VALVE BOLT PACK 

6 

8 

10 

H 

16' 
18 

20 

52.00 

6D.DO 
82.00 

227.50 

377.50 

412,50 

12 

15 

20 

36 

""'f"Fll"em";ps",wm'ffIJ,m','utls'" 
MJbGASVUL L $16.~U L 

iv\ iPiCC;ASVI14 

/vIJBGASV08 

IAjSGA'Si/l\j'" 
MJ6GASV12 

3 

4 

6 

8 

lO' 
12 

LONGER VALVE BOLT PACK 

)7 nn 

40.50 

5:2.50 
54.00 

3 
4 

A 

6 

8 
8 

LiutiltSdi"iidSili&lIiIiilira.L1.WSiII 
MJBGASV03W /3.5 

MJ8GAW04W/4 
/vUBGASV06W/4 

Iv\J BGA SV08W 14 

3 

4 

6 

8 
10 

12 

$26.50 

Z7.DQ 
38.50 

40.:50 
56.50 

S[);OO 

3 

4'" 
6 

& 

8 

VALVE BOLT PACK (!N PLASTIC BAGS) 
iii !;!!i'i!!ii¥S!ii!lii&¥;[¥jSi!im¥l!i¥¥i!!l 
t~'\JBCASV02P 

IYt:IBGASV03:P 

MJ6GASV04P 

MJ8GASVbh:P: 
/vUBGASV08P 

MJBGASY10Y 

MJBGAsv12P 

2 

3 
4 

6 

8 
10 

12 

$16,50 

::26::5D 
27.00 

jS:~5b 

40.50 

:.':lL'.t>l1 

54.00 

2 

3 
4 
6'" 

6 

" 8 

crl 
qly. 

204 

17S 

108 

56 

300 

i98 
150 

360 

860 
360 
300 
198 

ISO 

360 

360 

360 

8M 

300 
I';;'Gl 

150 

Confidential ivic\tvane-OI8150 

PUBLIC

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) price 

weish! 
(LBS) 

crl 
q!y. 

STAR BLUE BOLT PACK 
IiilUiiJfAilimii5iiNil.itl+jfijiiiik.llii.liii.¥AiiildlJ51Ei.MIlliSi 

/vIJBCGAS03 3 $41.00 3 300 

MJBCGAS04 4 44.00 4 :160 
/vIJ6CGAS06 

MJBCCASOS 

!vUBCG:'\S 1 0 

MJ6CG.l\S16 

!vU8CG.A.S24 

6 

s 
10 

!2 
16 

20 
24 

64.00 6 

66.00. 6 

89.00 8 

9:2.00 8 
1 ~8.00 13 

238.00 17 

LOtJGER STAR BLUE BOLT PACK 

MJ6CGAS04W/4 

IviJBCCA.sobW /4 

/vIJBCGAS08W /4 

MJeCQf;Sl:QWt4,~ 
MJBCGAS12vv /4.5 

4 

6 

8 

10 
12 

$47.00 

68.00 

70.00 

904,00 
97.00 

4 

6 

6 

B 
8 

STAR BLUE BOLT PACK (!N PLASTIC BAGS) 

T BOLTS & ~WTS 

MJBCGA-S03P 
MJ6CGAS04P 

MJBCGASDtiP 
/vIJBCGAS08P 

MJBCGASJOP 

MJ6CGAS12P 

3 
4 

6 
8 

10 
12 

16 

VALVE PACK - COMPACT 

MJGPV03 

MJGPV04 

/vIJGPV06 

MJG~V08 
!vUGPV10 

IvUGP\/1-2 

/vUGPV14 

l~tJGr:'!.l:(, 

,V,JCPV18 

/vUGPV24 

3 

4 

6 

B .. 
10 

12 

14 

1M. 

18 

24 

He J: ~'I CORPORATE 110.L r~[[ I Y.D _OQ ~JJ" r.' /:s:. ;j~ 'Lee 
"A, 

$41;00 
44.00 

64:-00 
66.00 

89IiQ 

92.00 

38.00 

3 
4 

6 

6 

8 
S 

13 

38,50 8 

50,25 12 

$"~8 15 
75.00 20 
8;3:.00 25 

2'13.50 45 

400.50 70 

360 

3D0 

198 

LSQ 
100 

360 

360 
300 

1::9$. 
150 

360 
360 
360' 

300 

198 

150 

lDO 

360 

360 
204 

Fs 
108 

72 

Page 28 

Mechanicai Joini Accessories 

item 
code 

ship, ~i~e 
code (IN) price 

weish! 
(LBS) 

LONGER BOLT - VALVE PACK - COMPACT 

!vUGPV06W!4 

!vUGPV1Q1.V/4.5 

[.~A,JGPV12W/4.5 

.h.A.JGPVl ~W!5 

!vUGPV18W/5 

MJGPV20W!5 

VALVE BOLT PACK 

6 

8 

10 

H 

16' 
18 

20 

52.00 

6D.DO 
82.00 

227.50 

377.50 

412,50 

12 

15 

20 

36 

""'f"Fll"em";ps",wm'ffIJ,m','utls'" 
MJbGASVUL L $16.~U L 

iv\ iPiCC;ASVI14 

/vIJBGASV08 

IAjSGA'Si/l\j'" 
MJ6GASV12 

3 

4 

6 

8 

lO' 
12 

LONGER VALVE BOLT PACK 

)7 nn 

40.50 

5:2.50 
54.00 

3 
4 

A 

6 

8 
8 

LiutiltSdi"iidSili&lIiIiilira.L1.WSiII 
MJBGASV03W /3.5 

MJ8GAW04W/4 
/vUBGASV06W/4 

Iv\J BGA SV08W 14 

3 

4 

6 

8 
10 

12 

$26.50 

Z7.DQ 
38.50 

40.:50 
56.50 

S[);OO 

3 

4'" 
6 

& 

8 

VALVE BOLT PACK (!N PLASTIC BAGS) 
iii !;!!i'i!!ii¥S!ii!lii&¥;[¥jSi!im¥l!i¥¥i!!l 
t~'\JBCASV02P 

IYt:IBGASV03:P 

MJ6GASV04P 

MJ8GASVbh:P: 
/vUBGASV08P 

MJBGASY10Y 

MJBGAsv12P 

2 

3 
4 

6 

8 
10 

12 

$16,50 

::26::5D 
27.00 

jS:~5b 

40.50 

:.':lL'.t>l1 

54.00 

2 

3 
4 
6'" 

6 

" 8 

crl 
qly. 

204 

17S 

108 

56 

300 

i98 
150 

360 

860 
360 
300 
198 

ISO 

360 

360 

360 

8M 

300 
I';;'Gl 

150 

Confidential ivic\tvane-OI8150 



CX 2359-029

Mechanicai Joini Accessories 

item 
code 

ship' ~i= 
code (IN) price 

weigh! 
(LBS) 

crl 
qly. 

LONGER VALVE BOLT PACK (IN PLASTIC BAGS) 

fvUBGASV03W /3.5P 

MJBGASV04W 14P 
IviJBGASV06W!4P 

,',/\JBCAE,v081fl !4P 

MJBG/\SY1 0',\1 /4.5P 

3 

4 
6 

10 

$26.50 

21.00 
38.50 

40.50 
56.50 

. 513,00 

TRANS!T!ON VALVE PACK - COMPACT 

. MJGP'VT03 
IviJGPVT04 

MJGPVT06. 

IviJGf-'VIOCl 

; MJG.pvno 

IV1JGPvTl2 

3 
4 

6 

B 

12 

$40;00 
40.00 

5215 

61.:20 

81.500 
88.00 

TRANSITION VALVE BOLT PACK 

IviJBGASVT04 

IviJBGASVT06 

lviJBGASYT08 

JVUBGASVnO 
ivUBGASVT12 

4 

6 

8 
lD 
12 

28.50 

40.00 

41.50 

5450 
57.50 

3 

4 
6 

6 
8 

, 
8 

12 

" 20 

25 

4 

6 

6 

8 
8 

360 

300 
360 

300 
198 

1"5:0 

360 

360 

204 

II' 

iDS 

72 

360 

360 

300 

198 
150 

TRANSITION VALVE BOLT PACK IN PLASTIC BAGS 

MJl3GASVI04f-' 

NUBGASVT06P 

.~lUBG.A . .svTl0P 
M IRGAWTl?P 

4 

6 

8 

10 
I? 

41.5D 

. ~:4 .. 59 
oS? .'in 

4 

6 

8 
R 

36U 

360 
3DO 

198 
1,'i(] 

Price List 
MJ ACCESSORIES 

item 
code 

ship' ~iIe 
code (IN) price 

weigh! 
(LBS) 

DUCTILE IRON MJ GLAND· COMPACT 

MJG02 
MJG03 

MJG04 
fvUG06 

MJC08 

MJGlO 

'i\AJG16 
fvUG 18 

MJGZO 

MJG24 

MJG30 

fvUG36 

rv'dG48 

2 
3 

4 

6 

8 
10 

1'2 

l' 6' 

18 

20 
24 
30 

36 

:t14.00 
11.00 

15.00 
17.00 

21.50 

29.50 

50.50 

120.00 

lAO.DO 
195.50 

605.00 

766.00 

42 1,QQ1DO 
48 1,0,,) I.VV 

3 
3 

3 
5 

6 
8 

9 
13 

30 

35 
50 

115 

237 

crl 
qly. 

1000 
600 

S()O 

360 

270 
180 

50 

25 
25 
10 

10 

10 

DUCTILE IRON OVERSIZED MJ GLAND· COMPACT 

MJG004 

MJGUU6 

IVUGOlO 

.1\j\k:;:?r:::11,) ,. 

il/ijGOl I') 

4 

6 

8 
10 

$16.;00 

:20.00 

33.00 

.39:(1) 

1 CJ6 i)i) 

5 

6 

10 

. ]2 

18 

DUCTILE IRON MJ SWIVEL GLAND· COMPACT 

MJGS04 
NUGS06 

iv'dGS12 

NU GASKET - SBR 

MJGAsC2 
i'v'UCAS03 

MJGAS04 
MJG/\S06 

fvUGAS10 

:MJGAS:1:2: : 

MJGAS14 

)YUGAS:16 
IVUGAS18 

MJGAS20 
ivijGAS24 

MJGA330 
NUGAS36 

MJGASA2 

fv\JGAS48 

Page 29 

4 
6 
8 
12 

2 
3 

4 
6 

~ 
10 

12 

14 

;, 
18 
2() 

24 

30 
36 
42 
48 

$60:00 
60.00 

67-.00 

217.00 

$5:50 
5.00 

5.50 

7;00 
8.50 

: 12:;00 

20.00 

21 :00 
24.00 

30.50 

77:00 
07.00 

157:00 

167.00 

7 
8 

loO 

24 

040 

50 
.60 

,,8:0 
1.00 

:l:JO 

1.50 

2.00 
2.30 

3.00 
.4.20 

·5.80 

6.50 

He!: ~IICORPORI\TEI10 .r~[[l 

300 

36U 

180 

.120 

SO 

100 
iDO 

50 

400 
250 
180 
110 

80 

:'80 

60 

50 
50 

40 
40 

20 
5 

5 

5 

UPL09.02 

Confidential ivicVvane-Ol8151 

PUBLIC

Mechanicai Joini Accessories 

item 
code 

ship' ~i= 
code (IN) price 

weigh! 
(LBS) 

crl 
qly. 

LONGER VALVE BOLT PACK (IN PLASTIC BAGS) 

fvUBGASV03W /3.5P 

MJBGASV04W 14P 
IviJBGASV06W!4P 

,',/\JBCAE,v081fl !4P 

MJBG/\SY1 0',\1 /4.5P 

3 

4 
6 

10 

$26.50 

21.00 
38.50 

40.50 
56.50 

. 513,00 

TRANS!T!ON VALVE PACK - COMPACT 

. MJGP'VT03 
IviJGPVT04 

MJGPVT06. 

IviJGf-'VIOCl 

; MJG.pvno 

IV1JGPvTl2 

3 
4 

6 

B 

12 

$40;00 
40.00 

5215 

61.:20 

81.500 
88.00 

TRANSITION VALVE BOLT PACK 

IviJBGASVT04 

IviJBGASVT06 

lviJBGASYT08 

JVUBGASVnO 
ivUBGASVT12 

4 

6 

8 
lD 
12 

28.50 

40.00 

41.50 

5450 
57.50 

3 

4 
6 

6 
8 

, 
8 

12 

" 20 

25 

4 

6 

6 

8 
8 

360 

300 
360 

300 
198 

1"5:0 

360 

360 

204 

II' 

iDS 

72 

360 

360 

300 

198 
150 

TRANSITION VALVE BOLT PACK IN PLASTIC BAGS 

MJl3GASVI04f-' 

NUBGASVT06P 

.~lUBG.A . .svTl0P 
M IRGAWTl?P 

4 

6 

8 

10 
I? 

41.5D 

. ~:4 .. 59 
oS? .'in 

4 

6 

8 
R 

36U 

360 
3DO 

198 
1,'i(] 

Price List 
MJ ACCESSORIES 

item 
code 

ship' ~iIe 
code (IN) price 

weigh! 
(LBS) 

DUCTILE IRON MJ GLAND· COMPACT 

MJG02 
MJG03 

MJG04 
fvUG06 

MJC08 

MJGlO 

'i\AJG16 
fvUG 18 

MJGZO 

MJG24 

MJG30 

fvUG36 

rv'dG48 

2 
3 

4 

6 

8 
10 

1'2 

l' 6' 

18 

20 
24 
30 

36 

:t14.00 
11.00 

15.00 
17.00 

21.50 

29.50 

50.50 

120.00 

lAO.DO 
195.50 

605.00 

766.00 

42 1,QQ1DO 
48 1,0,,) I.VV 

3 
3 

3 
5 

6 
8 

9 
13 

30 

35 
50 

115 

237 

crl 
qly. 

1000 
600 

S()O 

360 

270 
180 

50 

25 
25 
10 

10 

10 

DUCTILE IRON OVERSIZED MJ GLAND· COMPACT 

MJG004 

MJGUU6 

IVUGOlO 

.1\j\k:;:?r:::11,) ,. 

il/ijGOl I') 

4 

6 

8 
10 

$16.;00 

:20.00 

33.00 

.39:(1) 

1 CJ6 i)i) 

5 

6 

10 

. ]2 

18 

DUCTILE IRON MJ SWIVEL GLAND· COMPACT 

MJGS04 
NUGS06 

iv'dGS12 

NU GASKET - SBR 

MJGAsC2 
i'v'UCAS03 

MJGAS04 
MJG/\S06 

fvUGAS10 

:MJGAS:1:2: : 

MJGAS14 

)YUGAS:16 
IVUGAS18 

MJGAS20 
ivijGAS24 

MJGA330 
NUGAS36 

MJGASA2 

fv\JGAS48 

Page 29 

4 
6 
8 
12 

2 
3 

4 
6 

~ 
10 

12 

14 

;, 
18 
2() 

24 

30 
36 
42 
48 

$60:00 
60.00 

67-.00 

217.00 

$5:50 
5.00 

5.50 

7;00 
8.50 

: 12:;00 

20.00 

21 :00 
24.00 

30.50 

77:00 
07.00 

157:00 

167.00 

7 
8 

loO 

24 

040 

50 
.60 

,,8:0 
1.00 

:l:JO 

1.50 

2.00 
2.30 

3.00 
.4.20 

·5.80 

6.50 

He!: ~IICORPORI\TEI10 .r~[[l 

300 

36U 

180 

.120 

SO 

100 
iDO 

50 

400 
250 
180 
110 

80 

:'80 

60 

50 
50 

40 
40 

20 
5 

5 

5 

UPL09.02 

Confidential ivicVvane-Ol8151 



CX 2359-030

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) 

MJ TRANSITION GASKET 
MJGASTOZ 
MJGAST03 

MJGAS104 
IvUGAST06 

MJCAS-TOS 

NUGi'Sf:l2 " 
f'.! 

2 
3 

4 
6 

s 
10 

12 
H 

16 

MJ GASKET - EPDM 
JvUGAS:Et)2 " 

IvUGASE03 

MJGAS-ED4 

MJGASc06 

MJGASEOB 
IVIJGASE10 

illi i\---:;A~Fi4 

IvUGASE1B 
NijGAS'E20 " 
IvUGASE24 

, 'W' 2" 

N 3 
4 

6 

8 
10 

18 
'N" 20' 
N 24 

price 

U.OO 
6.00 

$,SO 

B,OO 

]:2.00 

15.00 

POil, 

ROA 

POA 
POA 

welsh! 
(LBS) 

,40 

.50 

.60 

.70 

uo 
1.30 

1.50 

;30 

40 

POA .60 

POA- ,80 
FOA 1.00 

; 1:.10 
PDA i ."in 

FOA 2.30 

POA '270 

FOA 3.00 

MJ GASKET - NITRILE (BUNA-N) 
fvUGASN04 

IvUGASN06 

MJGAS-N08 

MJGASN10 

MJGAS,l"<ii2" 

N 

N 

N 

4 

8 

N 10 
IV" 12, 

MJ GASKET - NEOPRENE 
MJGASNC04 

IvUGASNE06 

IvUGASNEOS,; 

MJGASNElO 

MJGASN!:J 2,: 

4 

6 
8 

N 10 

" N" 1.2: 

POA 

PDA 
fOA 

.50 

.60 

80 

FOA 1.00 

POf'( 'L-lO 

rOA 
FOA ,60 

;80 
POA 1.00 

pOA ,1.:.,:1,0 

crl 
q!y. 

300 
200 

150 
100 

30 
60 

50 

60 

50 

25 

25" 

60 

MJ T-HEAD BOLT WITH HEXAGON NUT (LOOSE) 
801:1C£30 
BOLTCS35 

BOLTCS40 
BOLTCS45 

BOLTCSSO 

BOLTCS60 

80UCS612b 

t)UL!C,:)3i~X6 

f:3Q~T~;;:qSl'·2' 

80LTCSlO 

B-ocn:··S90 

: 5/fh3 j;2J5 .50 

3j4x31/2 3.00 .80 

3/4:",4 3.25 BS 

3/4X41!2 

3/4:x 5 
Ix6 

l-1J4x6 

Ji~ x 6 

3.75 .90 

:4.00 1:10 

9,50 1.70 

.00 

11/4)(<:',,:)/2. 2.8.25 3:50 

3/4.Y.7 7.50.00 

9 00 00 

He!: ~'ICORPORATEI10_Lr~[[1 Y.D OQ~JJ" rif:;:' ;j~OCCC 

"A, 

:"4560-
2700 

2400 
2100 

21'00 

900 

Page 30 

Mechanicai Joini Accessories 

item 
code 

ship, ~I~e 
code (IN) price 

welsh! 
(LBS) 

MJ 304 STAINLESS STEEL T-HEAD BOLT WITH 
HEXAGON NUi (iOOSEj 
BonSS3:Q 5/8';6 

BOLTSS35 

BOlTS:S4D 

BOLTSS45 
BQ~TS:S5:O 

BOLTSS60 

BOtTS-S6:5!-,25 

BOLTSS850 

3/4x3.5 

J(4X4 
3/4;.;4.5 

3/4 ::<5 

1 x 6 

N 1 114;;.6.5 

f'.! 1 1/~xB.5 

FOA .50 

POA .80 

FOA ,85 

POA ,'10 

FOA 1.00 

PO/I. 2.00 

,00 

POA .00 

MJ 316 STA!NLESS STEEL T-HEAD BOLT W!TH 
HEXAGON NUT (LOOSE) 
BQ~TS:S31:O:3a 

BOLTSS31635 

BOtTS-S3:1:6-4Q 

BOLTSS31645 

BOnSS3:l:65Q:: 

BOLTSS31660 

SOlTS:SGf6:650 
BOLTSS316850 

3/4x3.5 

3/4x4 
3/4x4.5 

3/4:':5 

I ,6 

:N :1, 1(4 

N 1 1/4xB.5 

POA ,'::'0 

POA .80 

POA ,85 

POA ,90 

~OA :l~OO-

POA 2.00 

PDA 

crl 
qly. 

225 

200 
175 

200 
175 

175 

BOXED SET OF BAGGED tv'U T-HEAD BOLTS & NUTS 

!:!o~rCS:;;bm:!'" 

BOLTCS40BB 

BOtTCS4588 

3/4 x 4 

314 

585.00 

562,50 
5' 

44 

Mj ANii-ROiAiiONAl i-HEAD BOli WiiH 
HEXAGON NiH (lOOSEj 

130tTAR30 

BOLTAR35 

BOLT/\R45 

5/D ;.;:3 

3/4;.;31/2 

3/4x41/2 
;3-/4 x;S 

-$5:,50 

6.00 

.:so 

.80 

9.00 .90 
;1'3:,00; 1':10 

MJ EYEBOLT (PIGTAIL) WITH HEXAGON NUT 
(LOOSE) 

BOLTPE40 

BOlTF'E45 

3!4x4 5.75 1.00 

6,Dn 

11)' 

350 

225 

175 

175 

200 

Confidential ivicVvane-Ol8152 

PUBLIC

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) 

MJ TRANSITION GASKET 
MJGASTOZ 
MJGAST03 

MJGAS104 
IvUGAST06 

MJCAS-TOS 

NUGi'Sf:l2 " 
f'.! 

2 
3 

4 
6 

s 
10 

12 
H 

16 

MJ GASKET - EPDM 
JvUGAS:Et)2 " 

IvUGASE03 

MJGAS-ED4 

MJGASc06 

MJGASEOB 
IVIJGASE10 

illi i\---:;A~Fi4 

IvUGASE1B 
NijGAS'E20 " 
IvUGASE24 

, 'W' 2" 

N 3 
4 

6 

8 
10 

18 
'N" 20' 
N 24 

price 

U.OO 
6.00 

$,SO 

B,OO 

]:2.00 

15.00 

POil, 

ROA 

POA 
POA 

welsh! 
(LBS) 

,40 

.50 

.60 

.70 

uo 
1.30 

1.50 

;30 

40 

POA .60 

POA- ,80 
FOA 1.00 

; 1:.10 
PDA i ."in 

FOA 2.30 

POA '270 

FOA 3.00 

MJ GASKET - NITRILE (BUNA-N) 
fvUGASN04 

IvUGASN06 

MJGAS-N08 

MJGASN10 

MJGAS,l"<ii2" 

N 

N 

N 

4 

8 

N 10 
IV" 12, 

MJ GASKET - NEOPRENE 
MJGASNC04 

IvUGASNE06 

IvUGASNEOS,; 

MJGASNElO 

MJGASN!:J 2,: 

4 

6 
8 

N 10 

" N" 1.2: 

POA 

PDA 
fOA 

.50 

.60 

80 

FOA 1.00 

POf'( 'L-lO 

rOA 
FOA ,60 

;80 
POA 1.00 

pOA ,1.:.,:1,0 

crl 
q!y. 

300 
200 

150 
100 

30 
60 

50 

60 

50 

25 

25" 

60 

MJ T-HEAD BOLT WITH HEXAGON NUT (LOOSE) 
801:1C£30 
BOLTCS35 

BOLTCS40 
BOLTCS45 

BOLTCSSO 

BOLTCS60 

80UCS612b 

t)UL!C,:)3i~X6 

f:3Q~T~;;:qSl'·2' 

80LTCSlO 

B-ocn:··S90 

: 5/fh3 j;2J5 .50 

3j4x31/2 3.00 .80 

3/4:",4 3.25 BS 

3/4X41!2 

3/4:x 5 
Ix6 

l-1J4x6 

Ji~ x 6 

3.75 .90 

:4.00 1:10 

9,50 1.70 

.00 

11/4)(<:',,:)/2. 2.8.25 3:50 

3/4.Y.7 7.50.00 

9 00 00 

He!: ~'ICORPORATEI10_Lr~[[1 Y.D OQ~JJ" rif:;:' ;j~OCCC 

"A, 

:"4560-
2700 

2400 
2100 

21'00 

900 
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Mechanicai Joini Accessories 

item 
code 

ship, ~I~e 
code (IN) price 

welsh! 
(LBS) 

MJ 304 STAINLESS STEEL T-HEAD BOLT WITH 
HEXAGON NUi (iOOSEj 
BonSS3:Q 5/8';6 

BOLTSS35 

BOlTS:S4D 

BOLTSS45 
BQ~TS:S5:O 

BOLTSS60 

BOtTS-S6:5!-,25 

BOLTSS850 

3/4x3.5 

J(4X4 
3/4;.;4.5 

3/4 ::<5 

1 x 6 

N 1 114;;.6.5 

f'.! 1 1/~xB.5 

FOA .50 

POA .80 

FOA ,85 

POA ,'10 

FOA 1.00 

PO/I. 2.00 

,00 

POA .00 

MJ 316 STA!NLESS STEEL T-HEAD BOLT W!TH 
HEXAGON NUT (LOOSE) 
BQ~TS:S31:O:3a 

BOLTSS31635 

BOtTS-S3:1:6-4Q 

BOLTSS31645 

BOnSS3:l:65Q:: 

BOLTSS31660 

SOlTS:SGf6:650 
BOLTSS316850 

3/4x3.5 

3/4x4 
3/4x4.5 

3/4:':5 

I ,6 

:N :1, 1(4 

N 1 1/4xB.5 

POA ,'::'0 

POA .80 

POA ,85 

POA ,90 

~OA :l~OO-

POA 2.00 

PDA 

crl 
qly. 

225 

200 
175 

200 
175 

175 

BOXED SET OF BAGGED tv'U T-HEAD BOLTS & NUTS 

!:!o~rCS:;;bm:!'" 

BOLTCS40BB 

BOtTCS4588 

3/4 x 4 

314 

585.00 

562,50 
5' 

44 

Mj ANii-ROiAiiONAl i-HEAD BOli WiiH 
HEXAGON NiH (lOOSEj 

130tTAR30 

BOLTAR35 

BOLT/\R45 

5/D ;.;:3 

3/4;.;31/2 

3/4x41/2 
;3-/4 x;S 

-$5:,50 

6.00 

.:so 

.80 

9.00 .90 
;1'3:,00; 1':10 

MJ EYEBOLT (PIGTAIL) WITH HEXAGON NUT 
(LOOSE) 

BOLTPE40 

BOlTF'E45 

3!4x4 5.75 1.00 

6,Dn 

11)' 

350 

225 

175 

175 

200 

Confidential ivicVvane-Ol8152 



CX 2359-031

Mechanicai Joini Accessories 

item 
code 

ship' ~i= 
code (IN) price 

weigh! 
(LBS) 

crl 
qly. 

MJ STAR BLUE T-HEAD BOLT WITH HEXAGON NUT 
(LOOSE) 

BOLTC640 3/4 X 4 10.00 .85 

, BOLTCB45 " j/4'x1LDi io:'so .'to 
BOLTCB50 3/4 X 5 13,50 1.10 

BOLTC660 31 

MJ STAR BLUE ANTI-ROTATIONAL T-HEAD BOLT 
WITH HEXAGON t..!UT (LOOSE) 

BOLTAR630 5/8x3 $13.50 .50 

: l;lQ~I.Ar::I;)J~ 'J-J4;>:;:::j.>': I>':QO .~O 4'2>': 
Br.)LT,A,RB10 3/1x1 16J)) .35 2CKI 

BOLTARB50 3/4x5 20.50 1 10 

item 
code 

HEAVY DUTY 

Iv';JRGHD03 

rvURGHD04 

MJRGHDG6 

MJRGHD08 

MJRGHDrG 

IVURGH012 

iv',jRGHDI6 

'IvlJRGHD 108 

iv'Ui\Gi 1020 

'MjRGi-iD24 
Iv\JRGHD30 

'i-:;\JRGHD36 

rvURGHD42 

MJRGHD48 

ship' ~iIe 
code (IN) price 

RETAINER GLAND 

3 $31:.00 

4 34.00 

6 38.00 

8 59.00 

10 90,00 

12 125.00 

1;4-
16 230.00 

18 '326;00 

20 403.00 

2'4 474.0D 

30 1,413.00 

36 1;&7&;OD 
N 42 2,540.00 

N 48 3;774,00 

Price List 
MJ ACCESSORIES 

weigh! 
(LBS) 

3: 

5 , 
12 

17 
20 

42 

49 
60 

80 

162 

'1'% 
255 

:315 

crl 
qly. 

224 

224 

180 

162 

<4 
64 

52 

:26 

26 

12 

9 

8 

UPL09_02 

DUCTiLE iRON Mj GLAND - FULL BODY 
HEAVY DUTY RHAlt.lER GLAt.lD PACK 'ivUDG02 " f,j, 2 '$10.SQ 3 

rv',JDG03 3 15.00 5 

Iv'dDG04 4 2J.oO , 23G 

i'v'UDC06 6 33.00 10 216 

IVURGHDP04 4 Si .00 9 100 I'MDG08 8 14 81 

'1\/ljihSHDP06 6' , 6;'j::(U) 1'5 72" MJDGlO 10 61.50 20 72 

MJRGHIlPOR R R'i.50 12 54 MJDG12 12 80.00 24 72 

MJRGHDP10 124,50 32 rvUOG14 14 103.50 45 64 

IvURGHDP12 12 163.00 30 32 ;NIJQG16 16 ; 1 62.OQ ; 5,5 

)vlJRGHDP14 lA 22LSO 49 MJDG18 18 260.00 55 30 

MJRGHDP16 16 296.00 55 ivUDG20 20 350.00 66 30 

: !'v\~R<:;H[)f18 395,00 62 

IvURGHDP20 20 481.00 75 

IVUOG24 2, 509.50 90 15 

iv\jDG30 30 704.00 220 10 

N1JRGHDP24 24 568~SO 101 iv',jDG36 36 1,332.00 286 10 

MJRGHDP30 30 1570.00 200 'f\;'iJDG42 " 42 1:.760'.00 '288 '1'0 

iv'UDG40 40 L,I")").VV 400 10 

!vURGHDP12 H -12 3222.00 359 
~I" as' 

He!: ~IICORPORI\TEI10 .r~[[1 
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Confidential ivicVvane-Ol8153 

PUBLIC

Mechanicai Joini Accessories 

item 
code 

ship' ~i= 
code (IN) price 

weigh! 
(LBS) 

crl 
qly. 

MJ STAR BLUE T-HEAD BOLT WITH HEXAGON NUT 
(LOOSE) 

BOLTC640 3/4 X 4 10.00 .85 

, BOLTCB45 " j/4'x1LDi io:'so .'to 
BOLTCB50 3/4 X 5 13,50 1.10 

BOLTC660 31 

MJ STAR BLUE ANTI-ROTATIONAL T-HEAD BOLT 
WITH HEXAGON t..!UT (LOOSE) 

BOLTAR630 5/8x3 $13.50 .50 

: l;lQ~I.Ar::I;)J~ 'J-J4;>:;:::j.>': I>':QO .~O 4'2>': 
Br.)LT,A,RB10 3/1x1 16J)) .35 2CKI 

BOLTARB50 3/4x5 20.50 1 10 

item 
code 

HEAVY DUTY 

Iv';JRGHD03 

rvURGHD04 

MJRGHDG6 

MJRGHD08 

MJRGHDrG 

IVURGH012 

iv',jRGHDI6 

'IvlJRGHD 108 

iv'Ui\Gi 1020 

'MjRGi-iD24 
Iv\JRGHD30 

'i-:;\JRGHD36 

rvURGHD42 

MJRGHD48 

ship' ~iIe 
code (IN) price 

RETAINER GLAND 

3 $31:.00 

4 34.00 

6 38.00 

8 59.00 

10 90,00 

12 125.00 

1;4-
16 230.00 

18 '326;00 

20 403.00 

2'4 474.0D 

30 1,413.00 

36 1;&7&;OD 
N 42 2,540.00 

N 48 3;774,00 

Price List 
MJ ACCESSORIES 

weigh! 
(LBS) 

3: 

5 , 
12 

17 
20 

42 

49 
60 

80 

162 

'1'% 
255 

:315 

crl 
qly. 

224 

224 

180 

162 

<4 
64 

52 

:26 

26 

12 

9 

8 

UPL09_02 

DUCTiLE iRON Mj GLAND - FULL BODY 
HEAVY DUTY RHAlt.lER GLAt.lD PACK 'ivUDG02 " f,j, 2 '$10.SQ 3 

rv',JDG03 3 15.00 5 

Iv'dDG04 4 2J.oO , 23G 

i'v'UDC06 6 33.00 10 216 

IVURGHDP04 4 Si .00 9 100 I'MDG08 8 14 81 

'1\/ljihSHDP06 6' , 6;'j::(U) 1'5 72" MJDGlO 10 61.50 20 72 

MJRGHIlPOR R R'i.50 12 54 MJDG12 12 80.00 24 72 

MJRGHDP10 124,50 32 rvUOG14 14 103.50 45 64 

IvURGHDP12 12 163.00 30 32 ;NIJQG16 16 ; 1 62.OQ ; 5,5 

)vlJRGHDP14 lA 22LSO 49 MJDG18 18 260.00 55 30 

MJRGHDP16 16 296.00 55 ivUDG20 20 350.00 66 30 

: !'v\~R<:;H[)f18 395,00 62 

IvURGHDP20 20 481.00 75 

IVUOG24 2, 509.50 90 15 

iv\jDG30 30 704.00 220 10 

N1JRGHDP24 24 568~SO 101 iv',jDG36 36 1,332.00 286 10 

MJRGHDP30 30 1570.00 200 'f\;'iJDG42 " 42 1:.760'.00 '288 '1'0 

iv'UDG40 40 L,I")").VV 400 10 

!vURGHDP12 H -12 3222.00 359 
~I" as' 

He!: ~IICORPORI\TEI10 .r~[[1 

Page 31 
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CX 2359-032

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) 

GLliJ"D PACK - FUn BODY 

IvUDGP03 3 5/8 x 3 

MJDGP06 6 3/4x31/2 

MJDGP08 8"; 3/4:<;3'112 

IvUDGP10 10 3/4 x 4 

NUDGPT2 11 3/4: X 4 
IvUDGP14 i, 3/4x41/2 

ivUDGP1-6 1:6 3/4 x:4 i/2 
ivUDGP18 13 3/4x4 i/2 

ivUDGP20 20 A-4 

fvUDGI'24 24 3/4,. 5 

r"U.DGr-Jo ; .,,>"" ;j, ~,Y ; 

IvUDGP36 36 Ix6 

price 

ivUDGP42 41 1'1!4i6 '1)2 

MJDGP48 48 I 1/4x61/2 

He!: ~'ICORPORATEI10_Lr~[[1 Y.D OQ~JJ" rif:;:' ;j~OCCC 

"A, 

weish! 
(LBS) 

31.00 

58.00 
;78;00 

96.00 
118,00 

161.00 

228~OO 

329.00 

604.00 

36);00 
1,515.00 

-2A47;OD 
2,922.00 

7 

1.0 

16 

25 

30 

40 
45 

55 

65 

85 

lOS 

220 
301 

424 
579 

crl 
qly. 

300 

200 

1';5:3 

102 

64 

Page 32 

Confidential 

item 
code 

Mechanicai Joini Accessories 

ship, ~i~e 
code (IN) price 

weish! 
(LBS) 

ORDERiNG iN FOiUY\ATiON 

crl 
qly. 

ivicVvane-Ol8154 

PUBLIC

Price List 
MJ ACCESSORIES 

UPL.09.02 

item 
code 

ship, ~i= 
code (IN) 

GLliJ"D PACK - FUn BODY 

IvUDGP03 3 5/8 x 3 

MJDGP06 6 3/4x31/2 

MJDGP08 8"; 3/4:<;3'112 

IvUDGP10 10 3/4 x 4 

NUDGPT2 11 3/4: X 4 
IvUDGP14 i, 3/4x41/2 

ivUDGP1-6 1:6 3/4 x:4 i/2 
ivUDGP18 13 3/4x4 i/2 

ivUDGP20 20 A-4 

fvUDGI'24 24 3/4,. 5 

r"U.DGr-Jo ; .,,>"" ;j, ~,Y ; 

IvUDGP36 36 Ix6 

price 

ivUDGP42 41 1'1!4i6 '1)2 

MJDGP48 48 I 1/4x61/2 

He!: ~'ICORPORATEI10_Lr~[[1 Y.D OQ~JJ" rif:;:' ;j~OCCC 

"A, 

weish! 
(LBS) 

31.00 

58.00 
;78;00 

96.00 
118,00 

161.00 

228~OO 

329.00 

604.00 

36);00 
1,515.00 

-2A47;OD 
2,922.00 

7 

1.0 

16 

25 

30 

40 
45 

55 

65 

85 

lOS 

220 
301 

424 
579 

crl 
qly. 

300 

200 

1';5:3 

102 

64 

Page 32 

Confidential 

item 
code 

Mechanicai Joini Accessories 

ship, ~i~e 
code (IN) price 

weish! 
(LBS) 

ORDERiNG iN FOiUY\ATiON 

crl 
qly. 

ivicVvane-Ol8154 



CX 2359-033

~i Cll0 Di FUll BODY Mj FiTTiNGS 
h--)lIl iiiSiiiWWi Ciiiiiiiliii 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8155 

PUBLIC

~i Cll0 Di FUll BODY Mj FiTTiNGS 
h--)lIl iiiSiiiWWi Ciiiiiiiliii 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8155 



CX 2359-034

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ NO!1-Domes!!c 

(Inches) Item Code 

90° (1/4) MJ BEND 

J 

4 

6 

8 

10 

12 

14 

i8 
;2!') 

?4 

36 
42 
48 

hAJDB90G2 

,'vUD39003 

JvlJOB90D4 
IvUDB9006 

MJD-B9008 

IvUDB9010 

MJOB9012 

MJLJtlYUI4 

lViJDB90i8 

jvUDB902D 

M.11lR90?4 

MJDM6SCi 
IvUDB9036 

MJDB9042 

MJDB9048 

45' (1/8) MJ BEND 
,'2 

3 
'4 

6 

8 
iO 
12 

14 

24 

36 

48 

~;",jDB:,j:5:02 

,IvUDB~503 

NUbB4-5-()4 
IvUDB4506 

MJDB4508 

iviJDB45iO 

iviJD£4512 

ivUDB4:J14 

IvtJPB.wl6. 
IvUD3451G 

MJDB4524 

MJOB4530 

IvUDB4536 

MJ0-B4542 

MJLJIJ4~4b 

221/2' (1/16) MJ BEND 
:2 

3 

4 

8 

10 

12 

14 

18 

'20 

24 

IvUDB2203 

MJDB2204 

MJDB2206 

MJD-B2200 

!vUDB221O 

}AJDS2212 

,"AJDB2214 

,IvUDB2218 

MJOB2220 

MJDB2224 

!VUO£2230 

'Weight, exclude accessories 

Domes!!c 
Item Code 

:,'"UDB9002D 

"fyiJDB9004D 
IvUDB9006D 

MJDB900BD 

IvUDB90100 

MJDB90l2D 

MJLJtlYU 14LJ 

MjDB901 

;vUDB9018D 

MJIlFl90?41l 

"M10g902.G'D 

/vUDB9036D 

MJDB9042D 

MJDB9048D 

'tjjDB~5b2D 
,IvUDB~503D 

'ivUOB45b4'D 
IvUDB4506D 

MJDB4508D 

iviJDB45iOD 

IviJDB4512D 

ivUDB4:J14D 

NdOQ.4':> J 6,[) 
1v',JD34513D 

MJDB4524D 

MJDB4530D 

/vUDB4536D 

MJDB4542D 

MJLJIJ4~4bLJ 

:MJDB-2202.o 

IvUDB2203D 

MJDB2204D 

MJDB2206D 

MJDB2208D 

!vUDB2210D 

fdJDB2212D 

MJDB2214D 

-":VP~221 
MJDS2218D 

'/:vUDB2220D 

MJDB2224D 

'MjOS2230D 

Page 34 

Confidential 

less "".ccessory 
List Price 

106.00 

370.00 

53Loo 

808.00 
1:,084-00 

1.~jU.UU 

2,725.00 

.5 160DO 

H:lJ31.00 

13.823.00 
2D:.32:;LOO 

27,570.00 

"'85:,00 
1 t!3.00 

'225.00 

319.00 

468.00 
659.00 
914.00 

1,21 :J.oO 

L,IVV.VV 

3,701.00 

7:,981.00 

11,968.00 

'17;730.00 

L'4,4bO.00 

::}96.oo 

143.00 

225,00 
319.00 

468.00 

680.00 
935.00 

1,238.00 

2,150.00 
3')J25DO 

4,016.00 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

129.00-

228.00 

328.00: 

486.00 

687.00 

1,000.00 

1,320.00: 

I ,b~L.UU 

.00-

3,383.00 
.. ;256.0CI. 

6.56ROO 

Ii ~8-59.dO 
16.853.00 
25222.00: 
33,414.00 

129.00: 

205.00 
3G5.Dd-
435.00 

624,OQ 

85i .00 

j,150.00-

1,:J37.00 

:;'::,094):)0: 

L,I..JV.VV 

4,909.00 

9,703,00: 

14.998.00 

22,624.00-

30,3L'4.00 

435.00 

624.0Cf 

872.00 
1 l71 nrc 
"". '.v'-'· 

1,560.00 

2,808.00 

3~881.oo: 

5,224.00 

9.409.00: 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

35 

5S' 
85 

125 

190 

255 

jtlU 

545 

1O?5 

l'69t:i 
2475 
3410 
4595 

lj' 
30 
50 
75 

110 
i55 

215 

270 

340 
420 

755 

1380 
2095 

2955 

40bO 

30 

50 

75 

110 

160 

220 

275 

J!30 
535 

765 
, l46b 

Cr!:!!e 
Quantity 

36 

12 

" 4 

4 

36 
12 

12 

4 

4 

12 

'2 
4 

4 

ivicVvane-Ol8156 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ NO!1-Domes!!c 

(Inches) Item Code 

90° (1/4) MJ BEND 

J 

4 

6 

8 

10 

12 

14 

i8 
;2!') 

?4 

36 
42 
48 

hAJDB90G2 

,'vUD39003 

JvlJOB90D4 
IvUDB9006 

MJD-B9008 

IvUDB9010 

MJOB9012 

MJLJtlYUI4 

lViJDB90i8 

jvUDB902D 

M.11lR90?4 

MJDM6SCi 
IvUDB9036 

MJDB9042 

MJDB9048 

45' (1/8) MJ BEND 
,'2 

3 
'4 

6 

8 
iO 
12 

14 

24 

36 

48 

~;",jDB:,j:5:02 

,IvUDB~503 

NUbB4-5-()4 
IvUDB4506 

MJDB4508 

iviJDB45iO 

iviJD£4512 

ivUDB4:J14 

IvtJPB.wl6. 
IvUD3451G 

MJDB4524 

MJOB4530 

IvUDB4536 

MJ0-B4542 

MJLJIJ4~4b 

221/2' (1/16) MJ BEND 
:2 

3 

4 

8 

10 

12 

14 

18 

'20 

24 

IvUDB2203 

MJDB2204 

MJDB2206 

MJD-B2200 

!vUDB221O 

}AJDS2212 

,"AJDB2214 

,IvUDB2218 

MJOB2220 

MJDB2224 

!VUO£2230 

'Weight, exclude accessories 

Domes!!c 
Item Code 

:,'"UDB9002D 

"fyiJDB9004D 
IvUDB9006D 

MJDB900BD 

IvUDB90100 

MJDB90l2D 

MJLJtlYU 14LJ 

MjDB901 

;vUDB9018D 

MJIlFl90?41l 

"M10g902.G'D 

/vUDB9036D 

MJDB9042D 

MJDB9048D 

'tjjDB~5b2D 
,IvUDB~503D 

'ivUOB45b4'D 
IvUDB4506D 

MJDB4508D 

iviJDB45iOD 

IviJDB4512D 

ivUDB4:J14D 

NdOQ.4':> J 6,[) 
1v',JD34513D 

MJDB4524D 

MJDB4530D 

/vUDB4536D 

MJDB4542D 

MJLJIJ4~4bLJ 

:MJDB-2202.o 

IvUDB2203D 

MJDB2204D 

MJDB2206D 

MJDB2208D 

!vUDB2210D 

fdJDB2212D 

MJDB2214D 

-":VP~221 
MJDS2218D 

'/:vUDB2220D 

MJDB2224D 

'MjOS2230D 

Page 34 

Confidential 

less "".ccessory 
List Price 

106.00 

370.00 

53Loo 

808.00 
1:,084-00 

1.~jU.UU 

2,725.00 

.5 160DO 

H:lJ31.00 

13.823.00 
2D:.32:;LOO 

27,570.00 

"'85:,00 
1 t!3.00 

'225.00 

319.00 

468.00 
659.00 
914.00 

1,21 :J.oO 

L,IVV.VV 

3,701.00 

7:,981.00 

11,968.00 

'17;730.00 

L'4,4bO.00 

::}96.oo 

143.00 

225,00 
319.00 

468.00 

680.00 
935.00 

1,238.00 

2,150.00 
3')J25DO 

4,016.00 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

129.00-

228.00 

328.00: 

486.00 

687.00 

1,000.00 

1,320.00: 

I ,b~L.UU 

.00-

3,383.00 
.. ;256.0CI. 

6.56ROO 

Ii ~8-59.dO 
16.853.00 
25222.00: 
33,414.00 

129.00: 

205.00 
3G5.Dd-
435.00 

624,OQ 

85i .00 

j,150.00-

1,:J37.00 

:;'::,094):)0: 

L,I..JV.VV 

4,909.00 

9,703,00: 

14.998.00 

22,624.00-

30,3L'4.00 

435.00 

624.0Cf 

872.00 
1 l71 nrc 
"". '.v'-'· 

1,560.00 

2,808.00 

3~881.oo: 

5,224.00 

9.409.00: 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

35 

5S' 
85 

125 

190 

255 

jtlU 

545 

1O?5 

l'69t:i 
2475 
3410 
4595 

lj' 
30 
50 
75 

110 
i55 

215 

270 

340 
420 

755 

1380 
2095 

2955 

40bO 

30 

50 

75 

110 

160 

220 

275 

J!30 
535 

765 
, l46b 

Cr!:!!e 
Quantity 

36 

12 

" 4 

4 

36 
12 

12 

4 

4 

12 

'2 
4 

4 

ivicVvane-Ol8156 



CX 2359-035

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

36 

48 

NO!1-Domes!!c 
Item Code 

rvUDB2236 

IvlJ DB-2242' 
NUDB2248 

111/4' (1/32) MJ BEND 
2 , 
4 

6 

8 

10 

J2 
14 

16 

18 

36 

:42 
48 

II/UDB111)2 

Mlnp.llo::l 

!vtJ DR 1 j 04 

rvUDBl106 

MJDBll08 

fvUDBlllO 

1v1JDBI H2 
NUDBll14 

MJDB1116 

MJD81118 

MJDB'l}20; 

,~/\JDBl12~ 

MJDBH30' 

IvUDBl136 

N1JDB1l42 

MJDBl148 

90' (1/4) MJ X PE BEND 
3 
4 

6 

8 
JO 
J2 
14 

iv1j DBP9003 
NUDBP9004 

MJDB-P900:O 

rvUDBP9008 

N1JDBP9Ol 0 

NUDBP90l2 

MJ l)!)r-YO 1-4 

1'11.) Df$P9Cn f) 
MJDBP9020 

M,IOR-P90?4 

Iv\.ll)FW9mO 

!v1JDBP903:6 

MJDBP9042 

MJDBP9048 

45' (1/8) MJ X PE BEND 

18 

24 

MJDBP4503 

/v1J DBP4S04 
NUDBP4506 

NUDBP4:50B 
IviJDBP45iO 

iviJ Uf.P45 i:;' 
iviJDBP4514 

lvlJ DBP;+:i i:6 

ivUDBP4Si8 

MJDBP4524 

'Weight, exclude accessories 

Domes!!c 
Item Code 

MJDB2236D 

lVIJD82242D 
IvUDB2248D 

_~_AJOBll 02D 

MlnRllo::;n 

M.IDf'rl104D 

IvUDBl106D 

MJOml08D 

MJDBlllOD 

MJDB:JI12D 
IvUDBll14D 

,V.JD51l16D 

.V.JDB 11180 

1'.~JD8'H2QO 

.~.A.JDB112~D 

MJDBl1'300 

/vIJOB1136D 

IvIJDB:1l42D 

MJDB1148D 

NUO&P90030 
IvUDBP9004D 

NlJDB:P9006D 

MJDBP9008D 

MJDB:P90lOD 
IvUDBP90l2D 

MJIJb-I-'Y01·4U 

!vuuBP9016U 

M.)OS:P9018D 
lvUDBP9020D 

M,Ir:1f?:;P9D?40 

/vl.irJRP9WOf) 

MJDBP9D36D 

MJDBP9042D 

MJDB-P9048D 

MJDBP4503D 

l\iIJDB:P4504D 
IvUDBP4506D 

MJDB:P4SQ3D 

IVIJDBP45iOD 

JYUDBP45L2D 
iviJDBP4S14D 

JvUDB:P45.t6D 
MJDBP4::;18D 

MJDB-P4520D 

MJDBP4524D 

Page 35 

Confidential 

less "".ccessory 
List Price 

11,664,00 

. 1s;r20:W 
25,020.00 

196.00 

14700 

319.00 

468.00 

680.00 

935,00 

I,LvU.VV 

2,150,00 

3;Q5{H1Q 

-1,001.00 

7;1'36:<10 

11,883,00 

'18;210~OQ 

25,140.00 

"f66~60 

207.00 

'340:00 

587,00 

808DO 

1,084.00 

I-'DA 

3,250.00 

."i;17U10 

R.71 FLOO 

12;705,00: 

POA 
PDA 

POA 
2J2:00 
289.00 

491.00 
714.00 

POA 

1 ;440.00 

1 S7S,GO 

2;500,00 

3,754.00 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

14,694.00 

23:01-4.00 
30,864.00 

240.00 

?09 ()() 

:10S.00 

435.00 

624.00 

872.00 

U7:LOO 
I,.JUV.VV 

2,808,00 

3;906-00 

5,209.00 

9:45-8.00 

14,913.00 

23;lQ4,00 

30,984.00 

. 19:7,00 

247.00 

. 39-8.00 

665,00 

904,00 

1,202.00 

mA 

3,678.00 

OIl 

9.579.00 

14,22D,00 

POA 
POA 

POA 
:252.00 

347.00 

57:5.00 

810.00 

1//32.00 
POA 

;,66:6.00 

4,358.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

2135 
302)) 
4170 

13 

,0 
50 

75 
no 
160 

220 
275 

345 

430 

540 
770 

1-4'11:1 

2145 

'3035 

4190 

3if 
50 

80' 

l20 
170 
255 

3L~ 

775 
9R~ 

19?0 

2310 

3200 

4330 

30 
45:: 
70 

105 

155 

2i5 
255 

320 

7J5 

Cr!:!!e 
Quantity 

17 

J2 
12 

6 

8 

1-7 

l2 
8 
4 

4 

24 
50 
l2 

24 
12 

4 

2 

ivicVvane-Ol8157 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

36 

48 

NO!1-Domes!!c 
Item Code 

rvUDB2236 

IvlJ DB-2242' 
NUDB2248 

111/4' (1/32) MJ BEND 
2 , 
4 

6 

8 

10 

J2 
14 

16 

18 

36 

:42 
48 

II/UDB111)2 

Mlnp.llo::l 

!vtJ DR 1 j 04 

rvUDBl106 

MJDBll08 

fvUDBlllO 

1v1JDBI H2 
NUDBll14 

MJDB1116 

MJD81118 

MJDB'l}20; 

,~/\JDBl12~ 

MJDBH30' 

IvUDBl136 

N1JDB1l42 

MJDBl148 

90' (1/4) MJ X PE BEND 
3 
4 

6 

8 
JO 
J2 
14 

iv1j DBP9003 
NUDBP9004 

MJDB-P900:O 

rvUDBP9008 

N1JDBP9Ol 0 

NUDBP90l2 

MJ l)!)r-YO 1-4 

1'11.) Df$P9Cn f) 
MJDBP9020 

M,IOR-P90?4 

Iv\.ll)FW9mO 

!v1JDBP903:6 

MJDBP9042 

MJDBP9048 

45' (1/8) MJ X PE BEND 

18 

24 

MJDBP4503 

/v1J DBP4S04 
NUDBP4506 

NUDBP4:50B 
IviJDBP45iO 

iviJ Uf.P45 i:;' 
iviJDBP4514 

lvlJ DBP;+:i i:6 

ivUDBP4Si8 

MJDBP4524 

'Weight, exclude accessories 

Domes!!c 
Item Code 

MJDB2236D 

lVIJD82242D 
IvUDB2248D 

_~_AJOBll 02D 

MlnRllo::;n 

M.IDf'rl104D 

IvUDBl106D 

MJOml08D 

MJDBlllOD 

MJDB:JI12D 
IvUDBll14D 

,V.JD51l16D 

.V.JDB 11180 

1'.~JD8'H2QO 

.~.A.JDB112~D 

MJDBl1'300 

/vIJOB1136D 

IvIJDB:1l42D 

MJDB1148D 

NUO&P90030 
IvUDBP9004D 

NlJDB:P9006D 

MJDBP9008D 

MJDB:P90lOD 
IvUDBP90l2D 

MJIJb-I-'Y01·4U 

!vuuBP9016U 

M.)OS:P9018D 
lvUDBP9020D 

M,Ir:1f?:;P9D?40 

/vl.irJRP9WOf) 

MJDBP9D36D 

MJDBP9042D 

MJDB-P9048D 

MJDBP4503D 

l\iIJDB:P4504D 
IvUDBP4506D 

MJDB:P4SQ3D 

IVIJDBP45iOD 

JYUDBP45L2D 
iviJDBP4S14D 

JvUDB:P45.t6D 
MJDBP4::;18D 

MJDB-P4520D 

MJDBP4524D 

Page 35 

Confidential 

less "".ccessory 
List Price 

11,664,00 

. 1s;r20:W 
25,020.00 

196.00 

14700 

319.00 

468.00 

680.00 

935,00 

I,LvU.VV 

2,150,00 

3;Q5{H1Q 

-1,001.00 

7;1'36:<10 

11,883,00 

'18;210~OQ 

25,140.00 

"f66~60 

207.00 

'340:00 

587,00 

808DO 

1,084.00 

I-'DA 

3,250.00 

."i;17U10 

R.71 FLOO 

12;705,00: 

POA 
PDA 

POA 
2J2:00 
289.00 

491.00 
714.00 

POA 

1 ;440.00 

1 S7S,GO 

2;500,00 

3,754.00 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

14,694.00 

23:01-4.00 
30,864.00 

240.00 

?09 ()() 

:10S.00 

435.00 

624.00 

872.00 

U7:LOO 
I,.JUV.VV 

2,808,00 

3;906-00 

5,209.00 

9:45-8.00 

14,913.00 

23;lQ4,00 

30,984.00 

. 19:7,00 

247.00 

. 39-8.00 

665,00 

904,00 

1,202.00 

mA 

3,678.00 

OIl 

9.579.00 

14,22D,00 

POA 
POA 

POA 
:252.00 

347.00 

57:5.00 

810.00 

1//32.00 
POA 

;,66:6.00 

4,358.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

2135 
302)) 
4170 

13 

,0 
50 

75 
no 
160 

220 
275 

345 

430 

540 
770 

1-4'11:1 

2145 

'3035 

4190 

3if 
50 

80' 

l20 
170 
255 

3L~ 

775 
9R~ 

19?0 

2310 

3200 

4330 

30 
45:: 
70 

105 

155 

2i5 
255 

320 

7J5 

Cr!:!!e 
Quantity 

17 

J2 
12 

6 

8 

1-7 

l2 
8 
4 

4 

24 
50 
l2 

24 
12 

4 

2 

ivicVvane-Ol8157 



CX 2359-036

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

36 

:42 
48 

NO!1-Domes!!c 
Item Code 

!v1JP~P-453,O 
/vUDBP4536 

MJDBP4542 
MJDBP4548 

221/2' (1/16) MJ X PE BEND , 
4 

8 

JO 
12 

16 

18 

20 

2"1 

30 

36 
42 

M IP)RP7?fl~ 

/vUrJRP??04 

IvUDBP2206 
MJDBP2208 

/vUPBP22JO 
/vUDBP2212 

MJDBP2216 

1'.1JDBP2218 

MJDBP2220 

!>AJDBP222"1 

MJDBP2230 

MJDBPZ236 
IvUDBP2242 

11 1/40 (1/32) MJ X PE BEND 
} 

4 

8 

14 
16 

20 

30 

36 
48 

IvUDBPII03 

/vUDBPII04 

MJDBPH06 

MJDBPl108 

/vUD8Pll J:4 

MJDBPll16 
MJDBP-]'-1 ];8 

MJLJBr'1 120 

!vUDBPl130 

IvUDBPl:l36-

M InRP114R 

900 (1/4) MJ X FE BEND 

10 

16 

J8-
20 

!-~'UDF8,)006 

MJDFB9008 

.\~JDFB9010 

MJDF890J2 

MJDFB9016 

MJPFB90l!3 
MJDF89020 

45' (1/8) MJ X FE BEND 

4 

6 
8 

JO 

/vUDFB4504 

MJDFB'l506: 

MJDFB4508 

1'(I)PFM~lP 

'Weight, exclude accessories 

Domes!!c 
Item Code 

:1v\J.D~P45}OD 
/vUDBP4536D 

:W.DBP4542D 
MJDBP4548D 

MJORP??O;;;:n 

/vU[)RP??04f) 

NlJDBP2206D 
MJDBP2208D 

:MJ08P2210D 
IvUDBP2212D 

MJDBP2216D 

~},JD6P22l8D 

!vUDBP2220D 

r.AJDBP222~D 

MJDBP2230D 

MJD8P2236D 
MJDBP2242D 

MJDBPl1030 

/vUDBPI104D 

MJDBPI1060 

MJDBPll08D 

MJD8PI114D 
MJDBPlll6D 
;N1JDBPI1 '180 

MJLJBr'1 12ULJ 

ivUDBPl130D 

M.JDBPl1360 

MlnRPI14Rn 

IvUDF8?OO6D 

NJDPB9003D 

~.'UDFB9010D 

MJDF6901-20 
MJDFB9016D 

MJ.ofB90J:8D 
MJDF89020D 

IvUDFB4S04D 

IvUDFB4506D 

MJDFB4508D 

:(y1)OfB4~ mO 

Page 36 

Confidential 

less "".ccessory 
List Price 

7~91 :}.oq 
10.615.00 

fOA 
POA 

POA 

POA 

218,00 

442.00 

680-00 
935.00 

7,700.00 

:10;835.00 
POA 

ROA 

POA 

POA 

POA 

2;&67.00 
POA 

POA 

eoA 

7.178.00 

:10;890_00' 

POA 

'2JO~OO 

319.00 
. 50a~QD-

714.00 

1;224.00 
2.093.00 

2;,WO.OO 
3,072.00 

189.00 

299.OD 

455.00 

)'14 .. 00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

y.B14.00 
12.130.00 

fOA 
POA 

POA 
POA 

356,00 
520.00 

776.00 
1.053.00 

8,561.00 

12.350.00 
POA 

PDA 

POA 

PDA 
POA 

2.828.00 
POA 

FOA 

eoA 

8.039.00 

12,405_00 

POA 

270.00 

377.00 

578.00 

810.00 

1,342.00 

2.321.00 

2,929.00 
3,500.00 

229.00 

357.00 

533.00 

81:0.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

1510 
1930 

2745 
3815 

e" 
45 

70 
ID5 

160 
220 

1540 

197Q 

2810 

30 
45 

70 

ID5 

260 
325 

405 

OlD 

1305 

75 

115 

177 

246 

465 

571 
745 

45 

105 

Cr!:!!e 
Quantity 

74 

?4 

24 

24 

24 

16 

2 

ivicVvane-Ol8158 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

36 

:42 
48 

NO!1-Domes!!c 
Item Code 

!v1JP~P-453,O 
/vUDBP4536 

MJDBP4542 
MJDBP4548 

221/2' (1/16) MJ X PE BEND , 
4 

8 

JO 
12 

16 

18 

20 

2"1 

30 

36 
42 

M IP)RP7?fl~ 

/vUrJRP??04 

IvUDBP2206 
MJDBP2208 

/vUPBP22JO 
/vUDBP2212 

MJDBP2216 

1'.1JDBP2218 

MJDBP2220 

!>AJDBP222"1 

MJDBP2230 

MJDBPZ236 
IvUDBP2242 

11 1/40 (1/32) MJ X PE BEND 
} 

4 

8 

14 
16 

20 

30 

36 
48 

IvUDBPII03 

/vUDBPII04 

MJDBPH06 

MJDBPl108 

/vUD8Pll J:4 

MJDBPll16 
MJDBP-]'-1 ];8 

MJLJBr'1 120 

!vUDBPl130 

IvUDBPl:l36-

M InRP114R 

900 (1/4) MJ X FE BEND 

10 

16 

J8-
20 

!-~'UDF8,)006 

MJDFB9008 

.\~JDFB9010 

MJDF890J2 

MJDFB9016 

MJPFB90l!3 
MJDF89020 

45' (1/8) MJ X FE BEND 

4 

6 
8 

JO 

/vUDFB4504 

MJDFB'l506: 

MJDFB4508 

1'(I)PFM~lP 

'Weight, exclude accessories 

Domes!!c 
Item Code 

:1v\J.D~P45}OD 
/vUDBP4536D 

:W.DBP4542D 
MJDBP4548D 

MJORP??O;;;:n 

/vU[)RP??04f) 

NlJDBP2206D 
MJDBP2208D 

:MJ08P2210D 
IvUDBP2212D 

MJDBP2216D 

~},JD6P22l8D 

!vUDBP2220D 

r.AJDBP222~D 

MJDBP2230D 

MJD8P2236D 
MJDBP2242D 

MJDBPl1030 

/vUDBPI104D 

MJDBPI1060 

MJDBPll08D 

MJD8PI114D 
MJDBPlll6D 
;N1JDBPI1 '180 

MJLJBr'1 12ULJ 

ivUDBPl130D 

M.JDBPl1360 

MlnRPI14Rn 

IvUDF8?OO6D 

NJDPB9003D 

~.'UDFB9010D 

MJDF6901-20 
MJDFB9016D 

MJ.ofB90J:8D 
MJDF89020D 

IvUDFB4S04D 

IvUDFB4506D 

MJDFB4508D 

:(y1)OfB4~ mO 

Page 36 

Confidential 

less "".ccessory 
List Price 

7~91 :}.oq 
10.615.00 

fOA 
POA 

POA 

POA 

218,00 

442.00 

680-00 
935.00 

7,700.00 

:10;835.00 
POA 

ROA 

POA 

POA 

POA 

2;&67.00 
POA 

POA 

eoA 

7.178.00 

:10;890_00' 

POA 

'2JO~OO 

319.00 
. 50a~QD-

714.00 

1;224.00 
2.093.00 

2;,WO.OO 
3,072.00 

189.00 

299.OD 

455.00 

)'14 .. 00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

y.B14.00 
12.130.00 

fOA 
POA 

POA 
POA 

356,00 
520.00 

776.00 
1.053.00 

8,561.00 

12.350.00 
POA 

PDA 

POA 

PDA 
POA 

2.828.00 
POA 

FOA 

eoA 

8.039.00 

12,405_00 

POA 

270.00 

377.00 

578.00 

810.00 

1,342.00 

2.321.00 

2,929.00 
3,500.00 

229.00 

357.00 

533.00 

81:0.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

1510 
1930 

2745 
3815 

e" 
45 

70 
ID5 

160 
220 

1540 

197Q 

2810 

30 
45 

70 

ID5 

260 
325 

405 

OlD 

1305 

75 

115 

177 

246 

465 

571 
745 

45 

105 

Cr!:!!e 
Quantity 

74 

?4 

24 

24 

24 

16 

2 

ivicVvane-Ol8158 



CX 2359-037

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

Ilnl nn I"V,\ 
urL.U7.U.£ 

~ 
'c=? 

T\ 
_ i 

CI~1:I 
Ifr( 'f11I 
IIJJ U!I • • 

(Inches) 

12 

IS 

20 

24 

NO!1-Domes!!c 
Item Code 

rvUDFB4512 
Iv1JDFe.4S16 
NUDFB4518 

MJDfB4520 

IvULH-B4!J24 

221/2' (1/16) MJ X FE BEND 

4 

6 

8 

ID 

12 
16 

20 

24 

!vt] r1FP,5'?04 

rvUDFB2206 
MJDfB220B 

fvUDFB2210 

1v1JDfB22J2 
NUDFB2216 

MJDfB2218 

MJDFB2220 

MJDfB2224 

11 1/40 (1/32) J'lIi,J X FE BEND 
4 

12 
'ilS 
IS 

2D 

24 

MJ TEE 

4,2 

4x3 

4&4;<6 

6x2 

6x3 
6x4 

6x6x8 

8x2 
8,3 

8M 
8X6 

IOx3 

1:01.4 

IOxl0 

lViJuFBl104 

ivUiJFP, 11 OR 

kiJDFB,1,1,10 

fvUOFBII12 

iv1jDFBrn6 
NIJOFBII18 

MJDfBH20 

fvUDFBI124 

rvUDT0302 

MjDt0303' 
MJDT0402 

Iv1JDT0403 
ivUDT0404 

MJDT040406 
iv',JDT0002 

,','UDT0604 

MJDT060608 

Iv1JDTOS02: 
NIJDT0803 

NUDT0804 
iviJDT0806 

iviJDT1003 

lvlJDT1004 

ivUDT1006 

MJ DTlO 10 

'Weight, exclude accessories 

Domes!!c 
Item Code 

MJDFB4512D 

lVIJDFB45l60 
MJDF64518D 

MJDFB452DO 

/vULJI-B4Y24LJ 

M.If)fB??(}4D 

IvUDFB2206D 

MJOFB22G80 

MJDFB2210D 

MJDF:B22120 
,V,JDFB2216D 

,V.JDF52218D 

.V.JDFB2220D 
1'.~JDFB22240 

IVIJuFBl104U 

ivUiJFRllCJRiJ 

MJDfB:1.1 

/vIJOFB 11120 

M:JDFBi'ff6D 
MJDFBII18D 

1V\JDFBI'l'2DO 

/vIJDFB 1124D 

J)(1J DTD202D 
IvIJDT0302D 

MJO-rD303D 
MJDT04020 

MJDT0403D 
ivUDT04040 

Iv'rJDHJ404060 
,'/,JDT06020 

)v\JDTD603D 
IvUDT0604D 

MJDT060608D 

l\iIJDT0802:D 
IvIJDT0803D 

MJDTOS04D 
iVIJDT0806D 

jy\J D W800D 
iviJDT1003D 

JvUDT:i004D 

ivUDT10060 

MJDT1D08D 

MJDTlOlOD 

Page 37 

Confidential 

less "".ccessory 
List Price 

914,00 

1';620:00 
2,150.00 

3;072.00 

4,.'Jtlj,(JU 

3%.00 

255.00 

455.00 

659.00 

i;04Q,()Q 

I,"+IU.VV 

" 1'"'''' "'-,' "cuvv 

4,777,00 

399.00 

914.00 

1';652~OO 

1,950.00 

4;1'77:00 

4,253,00 

:14-3.00 
214.00 

'26 i ~bo 
279.00 

338.00 
360.00 

504.00 
435.00 

46$,00 

489.00 

672,00 

:6-64:00 
659.00 

/oLGO 

744.00 

i8b.OO 
POA 

999.00 

1,063,00 

1;118,00 

1,318.00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

1,032,00 

1,'848.00 
2,479.00 

3,500'.00 

.J,ltl/,(JO 

436.00 

313.00 

533.00 

755.00 

U6A.DO 
I,U"+U.VV 

5,205,00 

4;85:7-00 

439.00 

1,032.00 

1,880,00 

2,279.00 

5,'205.00 

4,857,00 

381.00 

449,00 
480.00 

642.00 

623.00 

61:5.00 
645.00 

705.00 

866,00 

: '842.00 
846.00 

85:1 DO 
958.00 

f,02u.OO 
POA 

1,23i .00 

1.29::;,00 

(,388.00 

1,606.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

215 
360 
422 

543 

Y03 

45 

69 

,105 

155 
215 
373 

422 

575 

80a 

45 

215 
360 
422 

. 575 

800 

65 

75 
80 

100 

110 
115 

185 
120 
155 
165 

i 75 

185 
216 

233 
2::;0 

260 

310 

Cr!:!!e 
Quantity 

24 

12 

12 

24-
12 

9 

9 

" 
12 

4 

4 

ivicVvane-Ol8159 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

Ilnl nn I"V,\ 
urL.U7.U.£ 

~ 
'c=? 

T\ 
_ i 

CI~1:I 
Ifr( 'f11I 
IIJJ U!I • • 

(Inches) 

12 

IS 

20 

24 

NO!1-Domes!!c 
Item Code 

rvUDFB4512 
Iv1JDFe.4S16 
NUDFB4518 

MJDfB4520 

IvULH-B4!J24 

221/2' (1/16) MJ X FE BEND 

4 

6 

8 

ID 

12 
16 

20 

24 

!vt] r1FP,5'?04 

rvUDFB2206 
MJDfB220B 

fvUDFB2210 

1v1JDfB22J2 
NUDFB2216 

MJDfB2218 

MJDFB2220 

MJDfB2224 

11 1/40 (1/32) J'lIi,J X FE BEND 
4 

12 
'ilS 
IS 

2D 

24 

MJ TEE 

4,2 

4x3 

4&4;<6 

6x2 

6x3 
6x4 

6x6x8 

8x2 
8,3 

8M 
8X6 

IOx3 

1:01.4 

IOxl0 

lViJuFBl104 

ivUiJFP, 11 OR 

kiJDFB,1,1,10 

fvUOFBII12 

iv1jDFBrn6 
NIJOFBII18 

MJDfBH20 

fvUDFBI124 

rvUDT0302 

MjDt0303' 
MJDT0402 

Iv1JDT0403 
ivUDT0404 

MJDT040406 
iv',JDT0002 

,','UDT0604 

MJDT060608 

Iv1JDTOS02: 
NIJDT0803 

NUDT0804 
iviJDT0806 

iviJDT1003 

lvlJDT1004 

ivUDT1006 

MJ DTlO 10 

'Weight, exclude accessories 

Domes!!c 
Item Code 

MJDFB4512D 

lVIJDFB45l60 
MJDF64518D 

MJDFB452DO 

/vULJI-B4Y24LJ 

M.If)fB??(}4D 

IvUDFB2206D 

MJOFB22G80 

MJDFB2210D 

MJDF:B22120 
,V,JDFB2216D 

,V.JDF52218D 

.V.JDFB2220D 
1'.~JDFB22240 

IVIJuFBl104U 

ivUiJFRllCJRiJ 

MJDfB:1.1 

/vIJOFB 11120 

M:JDFBi'ff6D 
MJDFBII18D 

1V\JDFBI'l'2DO 

/vIJDFB 1124D 

J)(1J DTD202D 
IvIJDT0302D 

MJO-rD303D 
MJDT04020 

MJDT0403D 
ivUDT04040 

Iv'rJDHJ404060 
,'/,JDT06020 

)v\JDTD603D 
IvUDT0604D 

MJDT060608D 

l\iIJDT0802:D 
IvIJDT0803D 

MJDTOS04D 
iVIJDT0806D 

jy\J D W800D 
iviJDT1003D 

JvUDT:i004D 

ivUDT10060 

MJDT1D08D 

MJDTlOlOD 

Page 37 

Confidential 

less "".ccessory 
List Price 

914,00 

1';620:00 
2,150.00 

3;072.00 

4,.'Jtlj,(JU 

3%.00 

255.00 

455.00 

659.00 

i;04Q,()Q 

I,"+IU.VV 

" 1'"'''' "'-,' "cuvv 

4,777,00 

399.00 

914.00 

1';652~OO 

1,950.00 

4;1'77:00 

4,253,00 

:14-3.00 
214.00 

'26 i ~bo 
279.00 

338.00 
360.00 

504.00 
435.00 

46$,00 

489.00 

672,00 

:6-64:00 
659.00 

/oLGO 

744.00 

i8b.OO 
POA 

999.00 

1,063,00 

1;118,00 

1,318.00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

1,032,00 

1,'848.00 
2,479.00 

3,500'.00 

.J,ltl/,(JO 

436.00 

313.00 

533.00 

755.00 

U6A.DO 
I,U"+U.VV 

5,205,00 

4;85:7-00 

439.00 

1,032.00 

1,880,00 

2,279.00 

5,'205.00 

4,857,00 

381.00 

449,00 
480.00 

642.00 

623.00 

61:5.00 
645.00 

705.00 

866,00 

: '842.00 
846.00 

85:1 DO 
958.00 

f,02u.OO 
POA 

1,23i .00 

1.29::;,00 

(,388.00 

1,606.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

215 
360 
422 

543 

Y03 

45 

69 

,105 

155 
215 
373 

422 

575 

80a 

45 

215 
360 
422 

. 575 

800 

65 

75 
80 

100 

110 
115 

185 
120 
155 
165 

i 75 

185 
216 

233 
2::;0 

260 

310 

Cr!:!!e 
Quantity 

24 

12 

12 

24-
12 

9 

9 

" 
12 

4 

4 

ivicVvane-Ol8159 



CX 2359-038

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

12x4 

12>.:6 
12;.;8 

12xl2 
i4X4 
l.:l.x6 

14xl0 

14:(12 

14xl4 

16x6 

16x8 

16xl0 

nSx12 
16x14 

18x~ 

18i6 
18.x}3 

18xl2 

:lBiIA 

18xl6 

20x6 

20xlO 

20x14 

201lii 

20xlS 

:2t]x;20 
24x4 

24;.;6 

24xS 

24",12 

24XT4 
24xi6 

24x:18 
24x20 

2,:lx24 

30x6 

~~8 

JUxlU 

30x14 

lCJx18 

3(Jx20 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

!'i\JP!1 g03: 
IvUDT1204 

MJDJJ2Q.6: 
MJDT120S 

MJtJI :12:fQ' 
IvuDTi2i2 
MJ0J14D4 
IIIIjDT1406 

JvUIlT1410 

MJOTl412 

MJDT1414 

!Y\)On pQ4: 
IvUDT1606 

MJDllb08; 

IvUDTl610 

MJ0J16:]'i 
ivUDT1614 

!v\JDT180~ 

MJbTl006' 
MJDTlSOS 

MIf1T1R.W 

/vUDT1812 
/vjJDl18N; 

MJDT1816 

ivUDT2006 

MJDT2010 

MJD'f2f:)-12 

MJDT2014 

MJDT20:16 

MJDT2018 

!vIJP!2~\20: 
/vUDT2404 

MJDT240& 

ivUDT2408 

/vUDT2412 

JV,JDT2416 

MJDl24:18 

/vUDT2420 

MJDT24.24; 

/vUDT3006 

!\'1)P!:31JQ8: 
MJLJI:3010 

ivUDT30i4 

M.J1lT10lR 

MJDT30:20 

Domes!ic 
Item Code 

hVDT:J.20J;O 
/vUDT1204D 

MJDTl206D 
MJDT120SD 

:iitjj0i:f:iioD 
/vUDT1212D 

wdDU404D 

/v1.JIlT14101l 

MJDT1412D 
IvUDT1414D 

M)[)n~Q,D 

MJDT1606D 

MJDU6080 

IvUDT1610D 

·tViJbtt'612D 
IviJDT1614D 

IvUDT1616D 
MJDT180~D 

'i~~jDh80~D 
MJDT1S0SD 

MIIJT-lR.l(if') 

IvUDT1812D 

;MJDT'l8140 

MJDT1816D 

NdDT1B18D 

lv'iJDT2006D 

",'')DT2008D 
MJDT2010D 

I'MDT-2Gl2D 

IviJDT2014D 

MJDT2016D 

MJDT201SD 

:l0JPT;202qO 
MJDT2404D 

MJDTl406D 

ivUDT240SD 

;v',jDT2412D 

XriJDT2414D 

,'v',JDT2416D 

MJDT24180 

MJDT2420D 

MJD12424D 

IvUDT3006D 

NWPT~QO~D 

MJLJIJOIULJ 

MJDT30i2D 

iv!JDT30i4D 

/vU1lT10lRIl 

MJDTJ020-D 

Page 38 

Confidential 

le~s -"'.ccessory 
List Price 

fOA 
1.339.00 

1;.38,1,,00 
1,445.00 

L6b8/JG 
1.743.00 

FOA 

POA 
POA 

POA 

:);199.90 
2,430.00 

2,,475.00 

2,565.00 

2'655.06 

PO,A. 

z)slioo 
.3.02500 

PnA 

3.200.00 

PDA 

POA 

4;725.00 

POA 

5;~2~.Oq 

POA 

4;96 j.oo 

5.250.00 

':;,408.00 

S,539'.OO 

J.U'+'+.UU 

7;35[).00 

7,613.00 

9;529,.00 

9.323.00 

S?A)¢ .. QQ 

IO,U6~.OO 

1O.14RDO 

9·581.00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

fOA 
1,615.00 

1.615.00 
2,245.00 

2,097.00 

fOA 

POA 
FOA 

POA 
$.196.00 
2,944.00 

3,009,00: 

3,117.00 

3.229.00 
POi" 

3,609.00-
POA. 

~.666.oO' 
3,761 00 

POA 

3,976.00 

FOA 

POA 

'+,LI'+.UU 

... ,"-~"+.vv; 

POA 

POi"-

5,809.00: 

POA 
~,6Q4.0Q 

POA 

6,227.00. 

b,536.00 

Weigf1!~ 
(Lbs) 

2!lO 
315 

325 
340 

4]0 

383 

465 

495 
520 

600 
540 

550 

570 

590 
620 

650 
528 

710 
674 

f,')() 

749 
755 

785 

725 

735 
755 

775 

795 

945 

985 

j()~ 

985 
j233 

1234 

FOA ]020 

6,734.00 

U-,7<.:iU.VV 

I,UUU.UU 

8,887.00 

9,249.00 

11 ,34].00 

11,103.00 

1 J ,2~9·00 
II,tldJ.UU 

1 j ,432.00 

POA 

1?199JJO 

lU37.00 

HCUS ~,II CORPORATE 110 __ -pee 

1256 
. 1'220 

1075 

1660 

1450 

,1535 

1730 

. F4p 
1/60 

1800 

lR45 

1875 

Cr!:!!e 
Quantity 

8 
4; 

4 

4 

2 

2 

ivic\tvane-OI8160 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

12x4 

12>.:6 
12;.;8 

12xl2 
i4X4 
l.:l.x6 

14xl0 

14:(12 

14xl4 

16x6 

16x8 

16xl0 

nSx12 
16x14 

18x~ 

18i6 
18.x}3 

18xl2 

:lBiIA 

18xl6 

20x6 

20xlO 

20x14 

201lii 

20xlS 

:2t]x;20 
24x4 

24;.;6 

24xS 

24",12 

24XT4 
24xi6 

24x:18 
24x20 

2,:lx24 

30x6 

~~8 

JUxlU 

30x14 

lCJx18 

3(Jx20 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

!'i\JP!1 g03: 
IvUDT1204 

MJDJJ2Q.6: 
MJDT120S 

MJtJI :12:fQ' 
IvuDTi2i2 
MJ0J14D4 
IIIIjDT1406 

JvUIlT1410 

MJOTl412 

MJDT1414 

!Y\)On pQ4: 
IvUDT1606 

MJDllb08; 

IvUDTl610 

MJ0J16:]'i 
ivUDT1614 

!v\JDT180~ 

MJbTl006' 
MJDTlSOS 

MIf1T1R.W 

/vUDT1812 
/vjJDl18N; 

MJDT1816 

ivUDT2006 

MJDT2010 

MJD'f2f:)-12 

MJDT2014 

MJDT20:16 

MJDT2018 

!vIJP!2~\20: 
/vUDT2404 

MJDT240& 

ivUDT2408 

/vUDT2412 

JV,JDT2416 

MJDl24:18 

/vUDT2420 

MJDT24.24; 

/vUDT3006 

!\'1)P!:31JQ8: 
MJLJI:3010 

ivUDT30i4 

M.J1lT10lR 

MJDT30:20 

Domes!ic 
Item Code 

hVDT:J.20J;O 
/vUDT1204D 

MJDTl206D 
MJDT120SD 

:iitjj0i:f:iioD 
/vUDT1212D 

wdDU404D 

/v1.JIlT14101l 

MJDT1412D 
IvUDT1414D 

M)[)n~Q,D 

MJDT1606D 

MJDU6080 

IvUDT1610D 

·tViJbtt'612D 
IviJDT1614D 

IvUDT1616D 
MJDT180~D 

'i~~jDh80~D 
MJDT1S0SD 

MIIJT-lR.l(if') 

IvUDT1812D 

;MJDT'l8140 

MJDT1816D 

NdDT1B18D 

lv'iJDT2006D 

",'')DT2008D 
MJDT2010D 

I'MDT-2Gl2D 

IviJDT2014D 

MJDT2016D 

MJDT201SD 

:l0JPT;202qO 
MJDT2404D 

MJDTl406D 

ivUDT240SD 

;v',jDT2412D 

XriJDT2414D 

,'v',JDT2416D 

MJDT24180 

MJDT2420D 

MJD12424D 

IvUDT3006D 

NWPT~QO~D 

MJLJIJOIULJ 

MJDT30i2D 

iv!JDT30i4D 

/vU1lT10lRIl 

MJDTJ020-D 

Page 38 

Confidential 

le~s -"'.ccessory 
List Price 

fOA 
1.339.00 

1;.38,1,,00 
1,445.00 

L6b8/JG 
1.743.00 

FOA 

POA 
POA 

POA 

:);199.90 
2,430.00 

2,,475.00 

2,565.00 

2'655.06 

PO,A. 

z)slioo 
.3.02500 

PnA 

3.200.00 

PDA 

POA 

4;725.00 

POA 

5;~2~.Oq 

POA 

4;96 j.oo 

5.250.00 

':;,408.00 

S,539'.OO 

J.U'+'+.UU 

7;35[).00 

7,613.00 

9;529,.00 

9.323.00 

S?A)¢ .. QQ 

IO,U6~.OO 

1O.14RDO 

9·581.00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

fOA 
1,615.00 

1.615.00 
2,245.00 

2,097.00 

fOA 

POA 
FOA 

POA 
$.196.00 
2,944.00 

3,009,00: 

3,117.00 

3.229.00 
POi" 

3,609.00-
POA. 

~.666.oO' 
3,761 00 

POA 

3,976.00 

FOA 

POA 

'+,LI'+.UU 

... ,"-~"+.vv; 

POA 

POi"-

5,809.00: 

POA 
~,6Q4.0Q 

POA 

6,227.00. 

b,536.00 

Weigf1!~ 
(Lbs) 

2!lO 
315 

325 
340 

4]0 

383 

465 

495 
520 

600 
540 

550 

570 

590 
620 

650 
528 

710 
674 

f,')() 

749 
755 

785 

725 

735 
755 

775 

795 

945 

985 

j()~ 

985 
j233 

1234 

FOA ]020 

6,734.00 

U-,7<.:iU.VV 

I,UUU.UU 

8,887.00 

9,249.00 

11 ,34].00 

11,103.00 

1 J ,2~9·00 
II,tldJ.UU 

1 j ,432.00 

POA 

1?199JJO 

lU37.00 

HCUS ~,II CORPORATE 110 __ -pee 

1256 
. 1'220 

1075 

1660 

1450 

,1535 

1730 

. F4p 
1/60 

1800 

lR45 

1875 

Cr!:!!e 
Quantity 

8 
4; 

4 

4 

2 

2 

ivic\tvane-OI8160 



CX 2359-039

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn I"V,\ Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

30x24 MJDTJ024 MJDTJ024D 13,200.00 15,526.00 2400 
JO>{JQ lVU D13030" "/iliJDTJ0300 -1'4:.273.00 1 &~B56.0o- 2595 
36x6 IvUDT3606 MJDT3606D 13,701.00 16,789.00 2439 
36K8 MJDJ3608 MJDT:36080 J3~iOl DO 16,8(l9.0Q 2520 

36xlU IvUl)13610 IvULJI:3610LJ 14,3~~.uU I/Ai3IDU 2':'3.':l 

NuDT3&12 IvUDT-3612D 16.981 2550 

36X14 MJDT3614 MJDT3614D 14.135.00 17,326.00 2570 
36X-i :6 lvUDI.36:16 i\j\JDT.3616D 14_,065DO i 7,~J23_(D 2S85 

36xi8 jIlUDT3t>i8 h/ijDT.36i8D 1.4.355 i)~J i77i4i)") 26 Ii) 

MIIl:r::l6?o. .IvIJf)T,16?Of) . -l4 .. 49?'J]O 17..951.00- .9615 

36x24 MJDT3624 MJDT3624D 14,795.00 18.429.00 2690 

36x30 Iv\JDT36'30" 'MJDT:363QO 1'9~'49ROO 23:389D:J ' 3545 

36x36 /vUDT3636 /vUDT3636D 19.473.00 24,018.00 3745 

MJDT42(l6 MJDT-4206:O fOA eOA 3440 

42x12 MJDT4212 MJDT4212D 31,164.00 36,176.00 3555 

A2x:1A /vUDT42J4 MJDT-4214D 35,263,00 40,318,00 3575 
42x16 /vUDT4216 /vUDT4216D 21,570.00 26,692.00 3595 

42x20 MJDT4220 MJDT4220D 34,862.00 40,184.00 3640 

-~2,~2i! MJDT~22,j r,i\JDTA22AD 22;1 ~O.oa 27,638.00 3690 

42x30 !vUDT4230 /v1JDT 4230D 27,900.00 33,655.00 4650 

4?x4? M InT4?4? M InT4?4?n .17 9?O nn 4.') ?Al nn A.1?n 

4Bxl2 IVUDT4Bl2' 'MJDT-48-12D ' 40:,958.00 46;920,00 ' 4870 

48x14 /vUDT4814 MJDT4814D 41,180.00 47,185.00 4885 

ABx16 MJDJ48=16 MJDT:4816:D :45~88~.OO 51,957,00 4905 

48x18 tv',JDT 4818 MJDT4818D -4/ ,aLL.UU ..JJ,77..J.UU 4925 

4Bi20 ivUDT4G20 lv'dDT4J.20D ''7-c, U\r-,;-<, c ~ ,~;-<, """ 4950 -'-ttA'-'-t""UV J-'-t,! """lV 

43;.;24 l'"'UDT4324 l'v',JDT4324D L.',/IV.VV -.JU,'+ IV.VV 4'7'75 

.4~x;30 t~1)PT4::<~0; ;M~PT:4~~qo _w-,_ "'"" ''''' -'>'l ",""'" ~,1.49 ; '-1,:,,):-,:-',",,'':-'':' ;-1-, ,"'7"'·~~ 
48x36 ivUDT4836 MJDT4836D 37,680.00 45,039.00 6280 

kUDT4342, ,~.'UDT4842-D ' 48,.780.,00 57,071.00 ,8.1.:30 
48x36x48 MJDT483648 Iv1JDT 483648D POA POA 6397 

MJbr4848 'MJ'D-r:484SD 59,286,00 8420 

1'.J\J X PE X MJ TEE 

-'="' 4 MJDPT0404 MJDPT0404D 338.00 418.00 75 
mr-'-----, ;6 iVlJ DPT 06(Jij N\JDPT0606D ;510.00 626.00 120 
IIII I 8X4 IvU D PT080 4 IvU DPT0804D POA POA 160 • 8>(6 lVUDFT080:6 :iV\JDPT08060 :423.00 559,00: 170 

8 MJDPT0808 MJDPT0808D 748.00 904.00 180 

10 MJOr'(-1'OI0 'i\riJoPTi6i:OD L342,OO i,534,QO 250 
12x4 IvU D PTl 204 IvUDPT1204D 1,339.00 1,497.00 315 
12x6 MJD-PT12{)-6 MJOPT1206D 1-,381,00 1,557,000 325 
! :2x(J !vULJf-'! !:2U2 MJLJf-'!! :2U2LJ ! ,44~.GU !,64!.GU :J4U 

12x!0 JVuD:PT-l2.!O iv'\JDf'Tl21:O!) L658}J0 1.8Z;WC' 390 
12 1\lIJDPTl212 ,hMDPT1212D I ,743.00 1,979.00 <110 

lJ.)(-U -I\AJo-pnJ,lc4 IIAJDPT1..:il-olD POA POA 5(10 

lA)(R Ivt InPTl AnA M InPTl hORn POA POA ,,)lG ? 

]-i'lX'h'i M~I[)f'T-1'61;fi ;MJf)PT]- 61'6f) POA POA 695 

24x6 MJDPT2406 MJDPT2406D POA POA 945 2 

24-)(8 MJDPTQ40B MJDPT2408D POA 960 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':,' ,rPI C ~- ~Pf' F[ °P"DY--

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee - Page 39 
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PUBLIC

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn I"V,\ Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

30x24 MJDTJ024 MJDTJ024D 13,200.00 15,526.00 2400 
JO>{JQ lVU D13030" "/iliJDTJ0300 -1'4:.273.00 1 &~B56.0o- 2595 
36x6 IvUDT3606 MJDT3606D 13,701.00 16,789.00 2439 
36K8 MJDJ3608 MJDT:36080 J3~iOl DO 16,8(l9.0Q 2520 

36xlU IvUl)13610 IvULJI:3610LJ 14,3~~.uU I/Ai3IDU 2':'3.':l 

NuDT3&12 IvUDT-3612D 16.981 2550 

36X14 MJDT3614 MJDT3614D 14.135.00 17,326.00 2570 
36X-i :6 lvUDI.36:16 i\j\JDT.3616D 14_,065DO i 7,~J23_(D 2S85 

36xi8 jIlUDT3t>i8 h/ijDT.36i8D 1.4.355 i)~J i77i4i)") 26 Ii) 

MIIl:r::l6?o. .IvIJf)T,16?Of) . -l4 .. 49?'J]O 17..951.00- .9615 

36x24 MJDT3624 MJDT3624D 14,795.00 18.429.00 2690 

36x30 Iv\JDT36'30" 'MJDT:363QO 1'9~'49ROO 23:389D:J ' 3545 

36x36 /vUDT3636 /vUDT3636D 19.473.00 24,018.00 3745 

MJDT42(l6 MJDT-4206:O fOA eOA 3440 

42x12 MJDT4212 MJDT4212D 31,164.00 36,176.00 3555 

A2x:1A /vUDT42J4 MJDT-4214D 35,263,00 40,318,00 3575 
42x16 /vUDT4216 /vUDT4216D 21,570.00 26,692.00 3595 

42x20 MJDT4220 MJDT4220D 34,862.00 40,184.00 3640 

-~2,~2i! MJDT~22,j r,i\JDTA22AD 22;1 ~O.oa 27,638.00 3690 

42x30 !vUDT4230 /v1JDT 4230D 27,900.00 33,655.00 4650 

4?x4? M InT4?4? M InT4?4?n .17 9?O nn 4.') ?Al nn A.1?n 

4Bxl2 IVUDT4Bl2' 'MJDT-48-12D ' 40:,958.00 46;920,00 ' 4870 

48x14 /vUDT4814 MJDT4814D 41,180.00 47,185.00 4885 

ABx16 MJDJ48=16 MJDT:4816:D :45~88~.OO 51,957,00 4905 

48x18 tv',JDT 4818 MJDT4818D -4/ ,aLL.UU ..JJ,77..J.UU 4925 

4Bi20 ivUDT4G20 lv'dDT4J.20D ''7-c, U\r-,;-<, c ~ ,~;-<, """ 4950 -'-ttA'-'-t""UV J-'-t,! """lV 

43;.;24 l'"'UDT4324 l'v',JDT4324D L.',/IV.VV -.JU,'+ IV.VV 4'7'75 

.4~x;30 t~1)PT4::<~0; ;M~PT:4~~qo _w-,_ "'"" ''''' -'>'l ",""'" ~,1.49 ; '-1,:,,):-,:-',",,'':-'':' ;-1-, ,"'7"'·~~ 
48x36 ivUDT4836 MJDT4836D 37,680.00 45,039.00 6280 

kUDT4342, ,~.'UDT4842-D ' 48,.780.,00 57,071.00 ,8.1.:30 
48x36x48 MJDT483648 Iv1JDT 483648D POA POA 6397 

MJbr4848 'MJ'D-r:484SD 59,286,00 8420 

1'.J\J X PE X MJ TEE 

-'="' 4 MJDPT0404 MJDPT0404D 338.00 418.00 75 
mr-'-----, ;6 iVlJ DPT 06(Jij N\JDPT0606D ;510.00 626.00 120 
IIII I 8X4 IvU D PT080 4 IvU DPT0804D POA POA 160 • 8>(6 lVUDFT080:6 :iV\JDPT08060 :423.00 559,00: 170 

8 MJDPT0808 MJDPT0808D 748.00 904.00 180 

10 MJOr'(-1'OI0 'i\riJoPTi6i:OD L342,OO i,534,QO 250 
12x4 IvU D PTl 204 IvUDPT1204D 1,339.00 1,497.00 315 
12x6 MJD-PT12{)-6 MJOPT1206D 1-,381,00 1,557,000 325 
! :2x(J !vULJf-'! !:2U2 MJLJf-'!! :2U2LJ ! ,44~.GU !,64!.GU :J4U 

12x!0 JVuD:PT-l2.!O iv'\JDf'Tl21:O!) L658}J0 1.8Z;WC' 390 
12 1\lIJDPTl212 ,hMDPT1212D I ,743.00 1,979.00 <110 

lJ.)(-U -I\AJo-pnJ,lc4 IIAJDPT1..:il-olD POA POA 5(10 

lA)(R Ivt InPTl AnA M InPTl hORn POA POA ,,)lG ? 

]-i'lX'h'i M~I[)f'T-1'61;fi ;MJf)PT]- 61'6f) POA POA 695 

24x6 MJDPT2406 MJDPT2406D POA POA 945 2 

24-)(8 MJDPTQ40B MJDPT2408D POA 960 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':,' ,rPI C ~- ~Pf' F[ °P"DY--

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee - Page 39 
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CX 2359-040

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

24xl2 
-24x1'6 
24x24 

36x12 

36x:.24 

NO!1-Domes!!c 
Item Code 

MJDPT2412 

lVUDPT241:C; 
IvUDPT2424 

MJD:PTS612 

IvUl)r'13624 

MJD-PT363-6 

Mj TAPPED CROSS 
4X4 
6X& 

BX8 

'JOXID 
12X12 

MJ X FE TEE 

8,6 

8xi3 
lOx4 

IOx6 

lOx8 

12x4 

12x6 

12x!O 

14x6 

14.xA 

I lix4 

16i6 
16x8 

i6xl2 

i6xl6 

18;;:6 

18x8 

18x18 

20:':6 
20x8 

20)('1-2 

20x20 

24x0 

24x8 

2411.:12 
24",18 

'Weight, exclude accessories 

IvUDX0404T 

MJOXM06T 

MJDX0808T 

MJDXlD10T 
IvUDX1212T 

MJOfT0303 

IvuDFT0402 

ivUDFT0404 

IVIJDFTOb03 

ivLiiJFT0600 

ivUDfJDi3:04 

MJDFT0806 

)VUOfTOS08 
IvUDFTl004 

N\JDfTlODO 

MJDFTl008 

MJDfT1204 

IvUDFTl206 

MJDtII20H 

)vUPfT1212 
~~JDFTl406 

M,IOfTl4.OR 

IvtirJFTl 604 

MJDfT1606 

MJDFTl608 

MJDfTl612 

IvUDFTl616 

JvUDfT18D6 

MJDFT1818 

MJDFT200t
.~.AJDFT2008 

MJDFT20,12 

/vUDFT2020 

MJDFT2!iOt 

MJDFT2408 

MJDFT2418 

MJDrr2424 

Domes!!c 
Item Code 

/vUDPT2412D 

"/iliJDf'T24r6D 
MJDPT2424D 

MJDf'136l:2D 

IvULJr'13624LJ 

IvUDPT3636D 

MJDX0404TD 

MJDXOO06TD 

MJDX0808TD 

(vUDXlOlOTD 

IvUDX1212TD 

IvUDFT03Q30 

IvUDFT0402D 

MJDfT04D40 

IVIJDFTOb03D 

ivLiiJFT060oi) 

JvUDH,08Q4D 

MJDFT0806D 

'jvUbfT'oEiCi8o 
IvUDFT1004D 

'MJDfHOrJ6D 

MJDFT1008D 

MJDfJ121140 

MJDFTl206D 

MJ01"1 1 L'OHlJ 

M)Of.T12t20 
MJDFT1406D 

oM IDF.T1.4ORfl 

/vtHJFT1604iJ 

MJDfJ16Q60 

MJDFTl608D 

MJDFT161-20 

/vUDFTI616D 

MJDFTl8Cl.D 
MJDFT1808D 

Iv1JDFT1818D 

;rviJDfT20C0D 
MJDFT2008D 

,MJDFf201,20 

/vUDFT2020D 

'MJDFT240iiD 
MJDFT2408D 

MJDfT2412D 
iv',jDFT2418D 

Page 40 

Confidential 

less -"'.ccessory 
List Price 

POA 
POA 

POA 
fOA 

POA 

POA 

POA 
ROA 

POA 
POA 
POA 

POA 

219.00 

40l.00 

POA 

744.00 

, 769.00 
973.00 

'944.00 

1,063.00 

Ul~LOO 

1,488.00 

1-,403.UO 

POA 

POA 

?,S61.o0 

2',t'188,OO 

2,768.00 

2,925.00 

3,285.00 

4,575.00 

POA 
4,175.00 

POA 

5.825.00 

5;900',00 

5,985.00 

6;] 16.00 
POA 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

POA 
-POA 
POA 
FOA 

POA 

POA 
FOA 

POA 
eOA 
POA 

FOA 
281.00 

481.00_ 

POA 

900.00 

925.00: 

1,165.00 

1 :136.00 

1,255.00 

}.549.00: 

1,724.00 

1,6:3Y.OU. 

POA 

-ROA 

1.017.00 

2,544.00: 

3,224.00 

5,233.00 

?OJi; 

5,031.00 

-POA 
6,681.00 

7~114,OO: 

7,193.00 

1,324,00: 
POA 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

990 
W35 
1490 

2375 

2':'1.':l 

3565 

45 
70 

95 

130 

165 

45 
53 
74 

i i 5 

170 

i94 
229 

245 

250 
323 
320 

342 

457 

4n, 

575 

605 

615 

915 

820 
835 

700 

1165 

, l'l'2S 

1140 

116-5 
1349 

179-5 

Cr!:!!e 
Quantity 

2 

" 

2 
2 

2 

ivicVvane-Ol8162 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

24xl2 
-24x1'6 
24x24 

36x12 

36x:.24 

NO!1-Domes!!c 
Item Code 

MJDPT2412 

lVUDPT241:C; 
IvUDPT2424 

MJD:PTS612 

IvUl)r'13624 

MJD-PT363-6 

Mj TAPPED CROSS 
4X4 
6X& 

BX8 

'JOXID 
12X12 

MJ X FE TEE 

8,6 

8xi3 
lOx4 

IOx6 

lOx8 

12x4 

12x6 

12x!O 

14x6 

14.xA 

I lix4 

16i6 
16x8 

i6xl2 

i6xl6 

18;;:6 

18x8 

18x18 

20:':6 
20x8 

20)('1-2 

20x20 

24x0 

24x8 

2411.:12 
24",18 

'Weight, exclude accessories 

IvUDX0404T 

MJOXM06T 

MJDX0808T 

MJDXlD10T 
IvUDX1212T 

MJOfT0303 

IvuDFT0402 

ivUDFT0404 

IVIJDFTOb03 

ivLiiJFT0600 

ivUDfJDi3:04 

MJDFT0806 

)VUOfTOS08 
IvUDFTl004 

N\JDfTlODO 

MJDFTl008 

MJDfT1204 

IvUDFTl206 

MJDtII20H 

)vUPfT1212 
~~JDFTl406 

M,IOfTl4.OR 

IvtirJFTl 604 

MJDfT1606 

MJDFTl608 

MJDfTl612 

IvUDFTl616 

JvUDfT18D6 

MJDFT1818 

MJDFT200t
.~.AJDFT2008 

MJDFT20,12 

/vUDFT2020 

MJDFT2!iOt 

MJDFT2408 

MJDFT2418 

MJDrr2424 

Domes!!c 
Item Code 

/vUDPT2412D 

"/iliJDf'T24r6D 
MJDPT2424D 

MJDf'136l:2D 

IvULJr'13624LJ 

IvUDPT3636D 

MJDX0404TD 

MJDXOO06TD 

MJDX0808TD 

(vUDXlOlOTD 

IvUDX1212TD 

IvUDFT03Q30 

IvUDFT0402D 

MJDfT04D40 

IVIJDFTOb03D 

ivLiiJFT060oi) 

JvUDH,08Q4D 

MJDFT0806D 

'jvUbfT'oEiCi8o 
IvUDFT1004D 

'MJDfHOrJ6D 

MJDFT1008D 

MJDfJ121140 

MJDFTl206D 

MJ01"1 1 L'OHlJ 

M)Of.T12t20 
MJDFT1406D 

oM IDF.T1.4ORfl 

/vtHJFT1604iJ 

MJDfJ16Q60 

MJDFTl608D 

MJDFT161-20 

/vUDFTI616D 

MJDFTl8Cl.D 
MJDFT1808D 

Iv1JDFT1818D 

;rviJDfT20C0D 
MJDFT2008D 

,MJDFf201,20 

/vUDFT2020D 

'MJDFT240iiD 
MJDFT2408D 

MJDfT2412D 
iv',jDFT2418D 
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less -"'.ccessory 
List Price 

POA 
POA 

POA 
fOA 

POA 

POA 

POA 
ROA 

POA 
POA 
POA 

POA 

219.00 

40l.00 

POA 

744.00 

, 769.00 
973.00 

'944.00 

1,063.00 

Ul~LOO 

1,488.00 

1-,403.UO 

POA 

POA 

?,S61.o0 

2',t'188,OO 

2,768.00 

2,925.00 

3,285.00 

4,575.00 

POA 
4,175.00 

POA 

5.825.00 

5;900',00 

5,985.00 

6;] 16.00 
POA 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

POA 
-POA 
POA 
FOA 

POA 

POA 
FOA 

POA 
eOA 
POA 

FOA 
281.00 

481.00_ 

POA 

900.00 

925.00: 

1,165.00 

1 :136.00 

1,255.00 

}.549.00: 

1,724.00 

1,6:3Y.OU. 

POA 

-ROA 

1.017.00 

2,544.00: 

3,224.00 

5,233.00 

?OJi; 

5,031.00 

-POA 
6,681.00 

7~114,OO: 

7,193.00 

1,324,00: 
POA 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

990 
W35 
1490 

2375 

2':'1.':l 

3565 

45 
70 

95 

130 

165 

45 
53 
74 

i i 5 

170 

i94 
229 

245 

250 
323 
320 

342 

457 

4n, 

575 

605 

615 

915 

820 
835 

700 

1165 

, l'l'2S 

1140 

116-5 
1349 

179-5 

Cr!:!!e 
Quantity 

2 

" 

2 
2 

2 

ivicVvane-Ol8162 



CX 2359-041

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

30x6 

30xB 
30x30 

36K6 

36xlL 

36X24 

36X.30 

36x36 

42x16 

42x24 

48x24 

NO!1-Domes!!c 
Item Code 

MJDFTJ006 

lVUDH3008 
IvUDFT3030 

MJDfT36D6 

IvUl)r13612 

MJDfT3616 

MJDFT3624 

lvUDFT.3630 

jllUDFT3636 

MlllfT49:1? 

MJDFT4216 

MJDfT422-<'1-

IvUDFT4824 

Domes!!c 
Item Code 

MJDFT3006D 

"/iliJDfTJOOBD 
MJDFT3030D 

MJDFTJ6Cr.60 

IvULJI-I:3612LJ 

IvUDFT36l-6D 
MJDFT3624D 

i\j\JDFL3631)[J 

h/ijDFL3636D 

./vIJDf.T4?1.?D 

MJDFT4216D 

-MJDfJ4224D 

/vUDFT4824D 

less "".ccessory 
List Price 

POA 
POA 

16,940.00 

J 2}136DO 

14,02~.uU 

13-.475.00 
14,630.00 

P()A 

P()A 

POA 
POA 

POA 

SWIVEL X SWIVEL HYDRANT ELL (W/ 2 SWIVEL GLANDS) 

8 

lvU O'H B9DG6 

!vUDHB9008 

;MJDHB90D6D 

!vUDHB9008D 66~.oO 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

POA 
-FOA 

18,662.00 

15,966.00: 

I /,O~~.uU 

16,S05.OG 

17,660.00 

:POA 

P()A 

BOA 

POA 
FOA 

POA 

We!gf1!~ 
(Lbs) 

1800 

l'nS 
3080 

2430 

2~~U 

2450 
2660 

2961l. 

3461 

.354:7 

3562 

. 3527 

4965 

158 

Cr!:!!e 
Quantity 

SWIVEL X SOLID HYDRANT ADAPTER (WI SWIVEL GLAND) - FULL BODY 
.; B 

i.Jl..i 

~Jij 

6x24 

6x36 
6x48 

8x13 

8x18 

8x24 

8x48 

l'2xlD 

Mj CROSS 
"6 
8x4 

10x0 

lOxlO 

12x6 

12x8 
12x12 

14X8 
14Xi4 

16x8 

16x12 

18xlO 

'Weight, exclude accessories 

tviJPh0P4 13 
ivLiI)HAOoll 

MJDHA0624 

)VU01-lA0636 

IvUDHA0648 

MJDHA08l'3 

MJDHA0818 

MJDHA0824 

IvUDHA0848 

MJIJ-HAlL13 

MJDX0606 

MJDXOB04 
ivUDX0806 

ivUDXOGOG 
,'vUDX1006 

)vUDX1D08 
IvUDX1010 

MJDX1206 

lV\JDXr208 
IvUDX1212 

MJDX1A:08 
IVIJDX14i4 

ivUDXio&06 
iviJDX1608 

JvUDxt6:i2 

!vUDX1616 

MJDX18D8 

MJDX18lD 

:lv\jP~.f\04:i3Q 

ivUI)HAOo nl) 

NdDl-:iA.cxd,sD 

MJDHA0624D 

'MjOHA'0636D 

MJDHA0648D 

"MJDflA'08T30 

IvUDHA0818D 

MJDHA0824D 

MJDHA0848D 

MJDHA iL-1DD 

MJDX0606D 

IvUDX0804D 
ivUDX0806D 

MJDXOOQ6D 

MJDXlOlOD 

MJDX1206D 

:MJDX120SD 
MJDX1212D 

MJDx1408D 

ivUDX14i4D 

IvUDXi606D 

ivUDX1608D 

iv'dDX16i2D 

MJDX16i6D 

IvIJDX1808D 

MJDX1810D 
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; )7.J..Dq 
:110J)[J 

447.00 

. 66f.oo 
POA 

. 534.00 

POA 
rOA 
POA 

106.00 

680.00 

78&.00 
871.00 

I ,L I I.UU 

;:,218.00 
1 ~l", nn "V ,,",.vv 

1,530.00 

1:.:636.00 
2,104.00 

2:,ti2::).,OO 
2,858.00 

L.588.00 
2,723.00 

4,':)9CLOO 

3,::;::;::;.00 

3,425.00 

H/A 
i-,j/A 

NfA 
H/A 
NfA 
N!A 
NfA 
NJA 
N/A 

912.00 

1,022.00 
1,143.00 

J,,.;)II,VV 

I ,J I 7.UU 

1,666,00 

1 999.00 

1,882.00 

2:028.00 
2,576.00 

2,503,00: 

3,502.00 

3,i6-0.o0 
3,335,00 

J,282,00_ 

4.467.00 

4,089.00-

4,275,00 

HCUS ~,II CORPORATE 110 __ -pee 

28: 
54 

6S; 

81 

i i6 
139 
6S' 

88 

112 

208 

123 

160 

IS5 
205 

235 
285 

31O 
380 

360 
385 
495 

550 

635 

575 
585 

683 
790 

685 

8 

4 

2 
2 

ivicVvane-Ol8163 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

30x6 

30xB 
30x30 

36K6 

36xlL 

36X24 

36X.30 

36x36 

42x16 

42x24 

48x24 

NO!1-Domes!!c 
Item Code 

MJDFTJ006 

lVUDH3008 
IvUDFT3030 

MJDfT36D6 

IvUl)r13612 

MJDfT3616 

MJDFT3624 

lvUDFT.3630 

jllUDFT3636 

MlllfT49:1? 

MJDFT4216 

MJDfT422-<'1-

IvUDFT4824 

Domes!!c 
Item Code 

MJDFT3006D 

"/iliJDfTJOOBD 
MJDFT3030D 

MJDFTJ6Cr.60 

IvULJI-I:3612LJ 

IvUDFT36l-6D 
MJDFT3624D 

i\j\JDFL3631)[J 

h/ijDFL3636D 

./vIJDf.T4?1.?D 

MJDFT4216D 

-MJDfJ4224D 

/vUDFT4824D 

less "".ccessory 
List Price 

POA 
POA 

16,940.00 

J 2}136DO 

14,02~.uU 

13-.475.00 
14,630.00 

P()A 

P()A 

POA 
POA 

POA 

SWIVEL X SWIVEL HYDRANT ELL (W/ 2 SWIVEL GLANDS) 

8 

lvU O'H B9DG6 

!vUDHB9008 

;MJDHB90D6D 

!vUDHB9008D 66~.oO 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

POA 
-FOA 

18,662.00 

15,966.00: 

I /,O~~.uU 

16,S05.OG 

17,660.00 

:POA 

P()A 

BOA 

POA 
FOA 

POA 

We!gf1!~ 
(Lbs) 

1800 

l'nS 
3080 

2430 

2~~U 

2450 
2660 

2961l. 

3461 

.354:7 

3562 

. 3527 

4965 

158 

Cr!:!!e 
Quantity 

SWIVEL X SOLID HYDRANT ADAPTER (WI SWIVEL GLAND) - FULL BODY 
.; B 

i.Jl..i 

~Jij 

6x24 

6x36 
6x48 

8x13 

8x18 

8x24 

8x48 

l'2xlD 

Mj CROSS 
"6 
8x4 

10x0 

lOxlO 

12x6 

12x8 
12x12 

14X8 
14Xi4 

16x8 

16x12 

18xlO 

'Weight, exclude accessories 

tviJPh0P4 13 
ivLiI)HAOoll 

MJDHA0624 

)VU01-lA0636 

IvUDHA0648 

MJDHA08l'3 

MJDHA0818 

MJDHA0824 

IvUDHA0848 

MJIJ-HAlL13 

MJDX0606 

MJDXOB04 
ivUDX0806 

ivUDXOGOG 
,'vUDX1006 

)vUDX1D08 
IvUDX1010 

MJDX1206 

lV\JDXr208 
IvUDX1212 

MJDX1A:08 
IVIJDX14i4 

ivUDXio&06 
iviJDX1608 

JvUDxt6:i2 

!vUDX1616 

MJDX18D8 

MJDX18lD 

:lv\jP~.f\04:i3Q 

ivUI)HAOo nl) 

NdDl-:iA.cxd,sD 

MJDHA0624D 

'MjOHA'0636D 

MJDHA0648D 

"MJDflA'08T30 

IvUDHA0818D 

MJDHA0824D 

MJDHA0848D 

MJDHA iL-1DD 

MJDX0606D 

IvUDX0804D 
ivUDX0806D 

MJDXOOQ6D 

MJDXlOlOD 

MJDX1206D 

:MJDX120SD 
MJDX1212D 

MJDx1408D 

ivUDX14i4D 

IvUDXi606D 

ivUDX1608D 

iv'dDX16i2D 

MJDX16i6D 

IvIJDX1808D 

MJDX1810D 
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; )7.J..Dq 
:110J)[J 

447.00 

. 66f.oo 
POA 

. 534.00 

POA 
rOA 
POA 

106.00 

680.00 

78&.00 
871.00 

I ,L I I.UU 

;:,218.00 
1 ~l", nn "V ,,",.vv 

1,530.00 

1:.:636.00 
2,104.00 

2:,ti2::).,OO 
2,858.00 

L.588.00 
2,723.00 

4,':)9CLOO 

3,::;::;::;.00 

3,425.00 

H/A 
i-,j/A 

NfA 
H/A 
NfA 
N!A 
NfA 
NJA 
N/A 

912.00 

1,022.00 
1,143.00 

J,,.;)II,VV 

I ,J I 7.UU 

1,666,00 

1 999.00 

1,882.00 

2:028.00 
2,576.00 

2,503,00: 

3,502.00 

3,i6-0.o0 
3,335,00 

J,282,00_ 

4.467.00 

4,089.00-

4,275,00 

HCUS ~,II CORPORATE 110 __ -pee 

28: 
54 

6S; 

81 

i i6 
139 
6S' 

88 

112 

208 

123 

160 

IS5 
205 

235 
285 

31O 
380 

360 
385 
495 

550 

635 

575 
585 

683 
790 

685 

8 

4 

2 
2 

ivicVvane-Ol8163 



CX 2359-042

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

1,~~12 
18x18 

20'>':8 
20x12 

20x20 

24X6 

74x16 

24:(20 

24x24 

30x12 

30;.;;24-

30x30 

36x24 
36x36 

Mj X FE CROSS 
61.6 

8:<6 

OrB 

12x0 

12x,s 
121.12 

16K8 

16xl6 

MJ LATERAL 

10;.::6 

10xiO 

125\3 
12x12 

14K6 
14xI4 

16x6 
16x8 

1,9;'::16 

131.3 

1Ox12 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

!'!\JPXH31~ 
IvUDX1818 

MJDX2008 
MJDX2012 

iYU0x:l0 i 6 
IvuDX2020 

MJOX2406 
11/ljDX2.:J.08 

JvUIlX?416 

MJOX2420 
!vUDX2424 

"')PX"pq~ 
MJDX30l2 

MJDX3024 

MJDX3030 

i~UbX3:6:24 
!vUDX3636 

iviJDFX060tl 

IvUD:FXOBD6 
ivUDFX0808 

,'vUDiX1206 

ivU DFX-l-208 
IvUDFX1212 

MJDfXT608 

MJDFX1616 

t.AJO-L0303 

Ivt Inl04n4 

lvUD1D604 

IvUDL0606 

!V\JP~D?(}4: 
IvtJDL0806 

ivUDL0808 

IvUDL 1006 

~;',jtilo6s: 

IvUDLlOiO 

NUDl120S 
!vUDL1212 

f'..A.JDi1406 

IvtJDLI414 

JvUD-ll606 

MJDL1608 

MJP1-.l#1,6: 
iviJDL 1303 

ty',JDL1012 

Domes!!c 
Item Code 

hVD0181~D 
'vUDX1818D 

MJDX2008.D 
MJDX2012D 

:iitjj0xXn6D 
IvUDx2020D 
wdDX2406D 
~_lijDX2.:J.08D 

2D 
/v1.JIlX?4161l 

MJDX242QD 

'vUDX2424D 

M)PX1QQ4D 
MJDX3012D 

MJDX3024D 

'vUDX3030D 

'tVijbX3624D 
IviJDX3636D 

Iv'llDX42.42D 

iviJDFX0606D 

:(vUDEX0806D 

ivUDFX0808D 

MJDfX1Dl0D 

!v',JDiXI206D 

MJDFX1212D 

MJDfX1608D 

IvUDFXI616D 

I\/UDl0303D 

1\1\ Inl 0404n 

/vunJ:06D41) 

IvUDL0606D 

:IV\JP~080~D 
I\I\JDL0806D 

(vUDl0808D 

IvUDL1006D 

:~~1jD[1:668D 

MJDLlOlOD 

-MJDl1'20SD 
MJDL1212D 

IiAJDl:14o-6:D 

IvUDLI414D 

IvIJDl16D6D 

MJDLI608D 

M)OP,q1 $.D 
;vUDL1308D 

NdDU,610D 

MJDLI812D 
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less "".ccessory 
List Price 

0,62&00 
4,975.00 

3Jl40.00 
4,190.00 

6,040.00 

/.,837.00 
5,371 j)) 

(, :mOJJO 

g,79.iLOO 

9,508.00 

9;n:>.QQ 
10,258.00 

; 1.4;,.713..00 

16,913.00 

26083.00 
24,035.00 

598.00 

:172,00 
1,044.00 

J,.JJV.VU 

I,JJU.UU 

2,022.00 

2,948.00 

3,938.00 

285_00 

4?R 00 

.')74.00 

638.00 

: ~Ol~toq 
871.00 

95&,00 

1 ,L 1 I.VU 

lj?6.cd 
1,594.00 

L798.00 
2,27~.oO 

2,543.DO 

4,805.00 

5',342.00 

5,699.00 

4,,005;·00 
3,750.00 

J,OJU.UU 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

~,5}9,OO 

6,291.00 

4,2>52,00: 
5,282.00 

6JJ!DU: 
7,752.00 

9,16.1.00: 
6,7.35f)0 

7.964JJO 

10B58.00: 

11,924.00 

I) .5/3.00 
12,216.00 

17,643,00 

20,357.00 

30,321.00 

30,095.00 

78,130.00 

714.00 

928.00-
1,200.00 

J,ILL.VU. 

1,17<+.UU 

2,258.00 

3,404.00' 

4,394.00 

318_01) 

."i4R nn 
730.00. 

812.00 

! ,004.00: 

1,085.00 

l, I 90.00: 

1 ,LtV I.VV 

i ;566.00: 

1,882.00 

Zl }2.oo-
2,628.00 

2,923.00 

5,288.00 

5.8-56.00: 
6,233.00 

~,689'o0: 

4,436.00 

p-,184.oo-

O,<+LO.UU 

HCUS ~,II CORPORATE 110 __ -pee 

Weig!'!!~ 
(Lbs) 

725 
995 

790 
860 

j(jeb 
1230 

lD25 

10.15 

i i 11) 

l?OO 

1675 

1835 

l770 
1865 

2675 

3075 

291'0 

4370 

140 

185 

240 

340 

365 
487 

655 

875 

60 

90 

130 

145 

19G 
205 

230 

235 

3ie 
340 

425 
1190 

626 
645 

770 

795 

10;;'9 
963 

1015 

Cr!:!!e 
Quantity 

I? 

4 

4 

4 

ivicVvane-Ol8164 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

1,~~12 
18x18 

20'>':8 
20x12 

20x20 

24X6 

74x16 

24:(20 

24x24 

30x12 

30;.;;24-

30x30 

36x24 
36x36 

Mj X FE CROSS 
61.6 

8:<6 

OrB 

12x0 

12x,s 
121.12 

16K8 

16xl6 

MJ LATERAL 

10;.::6 

10xiO 

125\3 
12x12 

14K6 
14xI4 

16x6 
16x8 

1,9;'::16 

131.3 

1Ox12 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

!'!\JPXH31~ 
IvUDX1818 

MJDX2008 
MJDX2012 

iYU0x:l0 i 6 
IvuDX2020 

MJOX2406 
11/ljDX2.:J.08 

JvUIlX?416 

MJOX2420 
!vUDX2424 

"')PX"pq~ 
MJDX30l2 

MJDX3024 

MJDX3030 

i~UbX3:6:24 
!vUDX3636 

iviJDFX060tl 

IvUD:FXOBD6 
ivUDFX0808 

,'vUDiX1206 

ivU DFX-l-208 
IvUDFX1212 

MJDfXT608 

MJDFX1616 

t.AJO-L0303 

Ivt Inl04n4 

lvUD1D604 

IvUDL0606 

!V\JP~D?(}4: 
IvtJDL0806 

ivUDL0808 

IvUDL 1006 

~;',jtilo6s: 

IvUDLlOiO 

NUDl120S 
!vUDL1212 

f'..A.JDi1406 

IvtJDLI414 

JvUD-ll606 

MJDL1608 

MJP1-.l#1,6: 
iviJDL 1303 

ty',JDL1012 

Domes!!c 
Item Code 

hVD0181~D 
'vUDX1818D 

MJDX2008.D 
MJDX2012D 

:iitjj0xXn6D 
IvUDx2020D 
wdDX2406D 
~_lijDX2.:J.08D 

2D 
/v1.JIlX?4161l 

MJDX242QD 

'vUDX2424D 

M)PX1QQ4D 
MJDX3012D 

MJDX3024D 

'vUDX3030D 

'tVijbX3624D 
IviJDX3636D 

Iv'llDX42.42D 

iviJDFX0606D 

:(vUDEX0806D 

ivUDFX0808D 

MJDfX1Dl0D 

!v',JDiXI206D 

MJDFX1212D 

MJDfX1608D 

IvUDFXI616D 

I\/UDl0303D 

1\1\ Inl 0404n 

/vunJ:06D41) 

IvUDL0606D 

:IV\JP~080~D 
I\I\JDL0806D 

(vUDl0808D 

IvUDL1006D 

:~~1jD[1:668D 

MJDLlOlOD 

-MJDl1'20SD 
MJDL1212D 

IiAJDl:14o-6:D 

IvUDLI414D 

IvIJDl16D6D 

MJDLI608D 

M)OP,q1 $.D 
;vUDL1308D 

NdDU,610D 

MJDLI812D 

Page 42 

Confidential 

less "".ccessory 
List Price 

0,62&00 
4,975.00 

3Jl40.00 
4,190.00 

6,040.00 

/.,837.00 
5,371 j)) 

(, :mOJJO 

g,79.iLOO 

9,508.00 

9;n:>.QQ 
10,258.00 

; 1.4;,.713..00 

16,913.00 

26083.00 
24,035.00 

598.00 

:172,00 
1,044.00 

J,.JJV.VU 

I,JJU.UU 

2,022.00 

2,948.00 

3,938.00 

285_00 

4?R 00 

.')74.00 

638.00 

: ~Ol~toq 
871.00 

95&,00 

1 ,L 1 I.VU 

lj?6.cd 
1,594.00 

L798.00 
2,27~.oO 

2,543.DO 

4,805.00 

5',342.00 

5,699.00 

4,,005;·00 
3,750.00 

J,OJU.UU 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

~,5}9,OO 

6,291.00 

4,2>52,00: 
5,282.00 

6JJ!DU: 
7,752.00 

9,16.1.00: 
6,7.35f)0 

7.964JJO 

10B58.00: 

11,924.00 

I) .5/3.00 
12,216.00 

17,643,00 

20,357.00 

30,321.00 

30,095.00 

78,130.00 

714.00 

928.00-
1,200.00 

J,ILL.VU. 

1,17<+.UU 

2,258.00 

3,404.00' 

4,394.00 

318_01) 

."i4R nn 
730.00. 

812.00 

! ,004.00: 

1,085.00 

l, I 90.00: 

1 ,LtV I.VV 

i ;566.00: 

1,882.00 

Zl }2.oo-
2,628.00 

2,923.00 

5,288.00 

5.8-56.00: 
6,233.00 

~,689'o0: 

4,436.00 

p-,184.oo-

O,<+LO.UU 

HCUS ~,II CORPORATE 110 __ -pee 

Weig!'!!~ 
(Lbs) 

725 
995 

790 
860 

j(jeb 
1230 

lD25 

10.15 

i i 11) 

l?OO 

1675 

1835 

l770 
1865 

2675 

3075 

291'0 

4370 

140 

185 

240 

340 

365 
487 

655 

875 

60 

90 

130 

145 

19G 
205 

230 

235 

3ie 
340 

425 
1190 

626 
645 

770 

795 

10;;'9 
963 

1015 

Cr!:!!e 
Quantity 

I? 

4 

4 

4 

ivicVvane-Ol8164 



CX 2359-043

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

18x18 

20x1.0 
20x12 

20x20 
:24X24 

30x.30 

11>116 

4'2)(24 

42x30 

4~x;l6 

MJ OFFSET 
4;-;6 

4x18 

4x24 

6,6 

6x18 

6x24 
OA6 

[JxW 

8x24 

lOx12 

lOx18 

10x24 

12xl'2 

ILxld 

1'2x24 

16Xi2 

70x17 

20x18 

NO!1-Domes!!c 
Item Code 

!'!\JP~W-16: 
IvUDL1818 

MJDL20W 
MJDL2012 

MJlRW:f6' 
IvUDL2020 

Nu0i2424 
11/IJDL.3030 

JvUIll16l6 

MJOL4224 
/vUDL4230 

"')P,~~"6 

!vUD00406 

MJD00418 

MJD00424 
IvUD00606 

NlJpP9¢:1? 
iviJD00618 

IvUDOOoL.a 
ivUD00806 

jvUD00B12 

,'vUDOOB1B 

ivUDO()824 
IvUDOlO12 

MJDOllJl8 

MJD01024 

MJD01212 

IV1JUUI11tl 

MJOO'[:224 

IVIJD01612 

ivLiiJ07CJ17 

MJD02018 

IviJ X PE OFFSET 
4;.;6 

4xi:" 
4x24 

6,\12 

6x18 

6x24 

8," 
8x12 

$;<18 

3x24 

10xHl 

'Weight, exclude accessories 

IvU DOP0406 

~;',jbGP041'2 

!vUDOP0424 

NUDOPIJ6Q'6' 

!vU DOP061 2 

f\.A.JDOP0618 

Iv1JDOP0624 

MJDOP0806 

MJDOP0812 

MmOP08)8 
ivUDOP0824 

,'vUDOi'101G 

Domes!!c 
Item Code 

:l0JDp'816:D 
/vUDL1818D 

MJDl2OlQO 
MJDL20l2D 

:Mj0iJ20 i 60 
IvUDL2020D 
wdDL2424D 

~_lijDL.3030D 

/v1.Jllllf,161l 

MJDl4224D 

/vUDL4230D 

M)[)'4~>6D 

!vUD00406D 

IVUDOO~l-2D 

MJD004180 

MJDC0424D 
IvUD00606D 

:/VIJP<P961 :2D 

iviJ 0006 i 8D 

:(vUDC062:4D 

ivUD00806D 

MJD00G12D 

MJD01012D 

MJD01018D 

'I/UDOI024D 

MJD01212D 

Iv1JUUI11dU 

'MjDOJ'22:4U 

ivUDOi 612D 

ivUI)O?CJ1 7iJ 

MJD02018D 

IvUDOP0406D 

:i"1jDOPQ4l2D 
IvU DOP0424D 

'hUDOP06'06D 

!vU DOP061 20 

fI.AJDOP06:18D 

Iv1JDOP0624D 

MJDOP0806D 

MJDOP0812D 

:!YW;QPOe;18D 
;vUDOP0324D 

NdDOFJ.Q.l2D 

MJOOi'l 01 GO 
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Confidential 

less "".ccessory 
List Price 

5d50.00 
6,225.00 

7;.175_00 
5,750.00 

6:,:bDb/JG 
7,150.00 

9_.014.00 
20,097J:)() 

00 
l4 R41JJCJ 

40:,860,00 

43,260.00 

. sQ;m.qQ 

632.00 

473.00 

567.00 
468.00 

701.00 

:829:.00 

680.00 

I,U'+I.UU 

1,063.00 

lA45.00 
1,700.00 

l-,785.00 

1,1 I U.UU 

:t;550.0G 

3,405.00 

51(jODO 

36'7.00 

:423.00 
563.00 

'512.00 

582.00 

642.00 

799.00 

757.00 

880.00 

U,?5':·OQ 
1,212.00 

I ,'+'+J.uu 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

>?,636,QO 
7,212.00 

8,127.00 
6,724.00 

i,l*34'oU 

8.434.00 
10,8.26_00: 
2L68().OO 

i)) 

19.1RR.oO 

4£,,358.00: 
49,Ol5.oo 

"M39.00 

712.00 

~63.m 

553.00 

647.00: 
584.00 

690.00-
817.00 

945.00-
836.00 

1 197.00 

1,255.00 

l,637.oa 

1,892.00 

2.021.00: 

1,446.UU 

2; 786DCt 

3,86 i.oO 

We!gf1!~ 
(Lbs) 

1200 

1220 
1260 

1525 

2372 

3670 

50?? 

6810 
7280 

8355 

75 

85 

105 

12. 
114 

i88 

182 

177 

237 

2BO 
347 
340 
420 
420 

~1U 

649 

7i5 

4,281.00- 850 

6.806.00: 

40'7.00 

468.00: 

603.00 

570.00-

6~O.00 

JOo.oa 
857.00 

&35.00: 

958.00 

) ,277,00: 

1,290.00 

1,236.00-

I,JLJ.UU 

HCUS ~,II CORPORATE 110 __ -pee 

1075 

1362 

82 

SO' 
125 

105 
H8 
182 

160 

155 

195 

:?.$4 
285 

340 

Cr!:!!e 
Quantity 

ivicVvane-Ol8165 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

18x18 

20x1.0 
20x12 

20x20 
:24X24 

30x.30 

11>116 

4'2)(24 

42x30 

4~x;l6 

MJ OFFSET 
4;-;6 

4x18 

4x24 

6,6 

6x18 

6x24 
OA6 

[JxW 

8x24 

lOx12 

lOx18 

10x24 

12xl'2 

ILxld 

1'2x24 

16Xi2 

70x17 

20x18 

NO!1-Domes!!c 
Item Code 

!'!\JP~W-16: 
IvUDL1818 

MJDL20W 
MJDL2012 

MJlRW:f6' 
IvUDL2020 

Nu0i2424 
11/IJDL.3030 

JvUIll16l6 

MJOL4224 
/vUDL4230 

"')P,~~"6 

!vUD00406 

MJD00418 

MJD00424 
IvUD00606 

NlJpP9¢:1? 
iviJD00618 

IvUDOOoL.a 
ivUD00806 

jvUD00B12 

,'vUDOOB1B 

ivUDO()824 
IvUDOlO12 

MJDOllJl8 

MJD01024 

MJD01212 

IV1JUUI11tl 

MJOO'[:224 

IVIJD01612 

ivLiiJ07CJ17 

MJD02018 

IviJ X PE OFFSET 
4;.;6 

4xi:" 
4x24 

6,\12 

6x18 

6x24 

8," 
8x12 

$;<18 

3x24 

10xHl 

'Weight, exclude accessories 

IvU DOP0406 

~;',jbGP041'2 

!vUDOP0424 

NUDOPIJ6Q'6' 

!vU DOP061 2 

f\.A.JDOP0618 

Iv1JDOP0624 

MJDOP0806 

MJDOP0812 

MmOP08)8 
ivUDOP0824 

,'vUDOi'101G 

Domes!!c 
Item Code 

:l0JDp'816:D 
/vUDL1818D 

MJDl2OlQO 
MJDL20l2D 

:Mj0iJ20 i 60 
IvUDL2020D 
wdDL2424D 

~_lijDL.3030D 

/v1.Jllllf,161l 

MJDl4224D 

/vUDL4230D 

M)[)'4~>6D 

!vUD00406D 

IVUDOO~l-2D 

MJD004180 

MJDC0424D 
IvUD00606D 

:/VIJP<P961 :2D 

iviJ 0006 i 8D 

:(vUDC062:4D 

ivUD00806D 

MJD00G12D 

MJD01012D 

MJD01018D 

'I/UDOI024D 

MJD01212D 

Iv1JUUI11dU 

'MjDOJ'22:4U 

ivUDOi 612D 

ivUI)O?CJ1 7iJ 

MJD02018D 

IvUDOP0406D 

:i"1jDOPQ4l2D 
IvU DOP0424D 

'hUDOP06'06D 

!vU DOP061 20 

fI.AJDOP06:18D 

Iv1JDOP0624D 

MJDOP0806D 

MJDOP0812D 

:!YW;QPOe;18D 
;vUDOP0324D 

NdDOFJ.Q.l2D 

MJOOi'l 01 GO 
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Confidential 

less "".ccessory 
List Price 

5d50.00 
6,225.00 

7;.175_00 
5,750.00 

6:,:bDb/JG 
7,150.00 

9_.014.00 
20,097J:)() 

00 
l4 R41JJCJ 

40:,860,00 

43,260.00 

. sQ;m.qQ 

632.00 

473.00 

567.00 
468.00 

701.00 

:829:.00 

680.00 

I,U'+I.UU 

1,063.00 

lA45.00 
1,700.00 

l-,785.00 

1,1 I U.UU 

:t;550.0G 

3,405.00 

51(jODO 

36'7.00 

:423.00 
563.00 

'512.00 

582.00 

642.00 

799.00 

757.00 

880.00 

U,?5':·OQ 
1,212.00 

I ,'+'+J.uu 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

>?,636,QO 
7,212.00 

8,127.00 
6,724.00 

i,l*34'oU 

8.434.00 
10,8.26_00: 
2L68().OO 

i)) 

19.1RR.oO 

4£,,358.00: 
49,Ol5.oo 

"M39.00 

712.00 

~63.m 

553.00 

647.00: 
584.00 

690.00-
817.00 

945.00-
836.00 

1 197.00 

1,255.00 

l,637.oa 

1,892.00 

2.021.00: 

1,446.UU 

2; 786DCt 

3,86 i.oO 

We!gf1!~ 
(Lbs) 

1200 

1220 
1260 

1525 

2372 

3670 

50?? 

6810 
7280 

8355 

75 

85 

105 

12. 
114 

i88 

182 

177 

237 

2BO 
347 
340 
420 
420 

~1U 

649 

7i5 

4,281.00- 850 

6.806.00: 

40'7.00 

468.00: 

603.00 

570.00-

6~O.00 

JOo.oa 
857.00 

&35.00: 

958.00 

) ,277,00: 

1,290.00 

1,236.00-

I,JLJ.UU 

HCUS ~,II CORPORATE 110 __ -pee 

1075 

1362 

82 

SO' 
125 

105 
H8 
182 

160 

155 

195 

:?.$4 
285 

340 

Cr!:!!e 
Quantity 

ivicVvane-Ol8165 



CX 2359-044

.oiiiiiiliiiiii' 
.&,. 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

Ilnl nn n>'\ 
urL.U7.U.£ 

g g 
11------'- II 

III III " , '" III III 
1!4 

II- .\l 
'" '" III III 
'" '" III III 
I!'--'Jj 

Size NO!1-Domes!!c Domes!!c 
(Inches) Item Code Item Code 

1.~~12 !'i\JPPP.l2)2 hVD9F l. 2;1 2D 

12x18 IvUDOP1218 /vUDOP1218D 

1.2X24 MJDOP.l.224 MJDOF1.224D 
16x18 MJDOP1618 MJDOP1618D 

MJ SOLID SLEEVE - SHORT 
? M IflSSf1? I\i\ 1f)<;SO?f1 , Iv\.ll)SSW Iv\.lI)SSW[) 

MJD:SS04 IvUD$$04D 
6 MJDSS06 MJDSS06D 

.8 MJP:SSOa :MJO$$08D 
10 IvUDSS10 IvUDSS 1 00 

IvHOSS12D 
14 ,'i,JDSS14 MJDSS14D 

16- r,~,JDSS16 i'MDSSI6D 

18 !vUDSS18 !vUDSS18D 

20 IvUDSS20D 

24 MJDSS24 MJDSS24D 

30 MJDSS30 MJDSS30D 

36 IvUDSS36 /vUDSS36D 

!'I\JP!)S42 h4jP~S42Q 

48 iviJDSS48 ivUDSS48D 

MJ SOLID SLEEVE - LONG 
2 MJO:SlO2 MJDSlO20 

3 MJDSl03 MJDSL03D 

4 MJDSL04 MJOSL04D 
IvUDSl06 IvUDSL06D 

MJOSl08 NUDSL088 

IU MJLJSllO MJLJSL I OLJ 

'1:2 JVuDStl'2 ·/VUDSi.:T2D 
lA IvIJDSll.J. !vIJDSL14D 

16 t.AJO:SU6 MJDSl160 

18 IvtlmllR M ImllRI) 

?O lvUDSI?O /vUDS) :too 
24 IvUDSl24 MJDSL24D 

!,/\Jp~l30 :¥JQ$l30q 

36 MJDSl36 MJDSL36D 

42 ivUDSl42 MJDSL42D 

48 IvUDSl48 ,V,JDSL48D 

MJ DUAL PURPOSE SLEEVE - SHORT' 
M,Jo;sSOPQ4A 
MJDSSDPObA 

:MJO$.$.[)FQ4AD.: 
MJDSSDPObAD 

MJ DUAL PURPOSE SOLID SLEEVE - LONG' 
4 IvU DSlDP04A IvUDSLDP04AD 

6 MJDSLDP06A MJDSLOP06AD 

8 MJDSlDP08A MJDSLDP08AD 

M~P;S'-OP1:0A :!yqO$.~OP.1.O!\O.: 

~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 44 

Confidential 

less "".ccessory 
List Price 

~.!9?Oq 
2,210.00 

2,078,00 
3,735.00 

R:'i no 
144.00 

IS8.00 
191.00 

:276:-00 
361.00 

POA 

843.00 
1,075.00 

1,944.00 

4,147.00 
5,759.00 

r'qp! 
10,056.00 

117.00 

152.00 

203.00 
276.00 

; 36.J..OO 

4bY.00 

'Q'!;!:iD) 

1,013.00 

1;::105.00 

1 4?,,) nn 
l:.l,?S.OO 

2,581.00 

5;.?4.l . .oq 
8,030.00 

9;,300.00 

I'-I,VLV.VV 

336.00 

338.00 

426.00 

543.00 

:12;';·00 

MJ 
W!!h Accessory 

List Price 

2,317,00 
2,328.00 

2,796.00: 
3,963.00 

In.orr 
?06.00 

238.W 
307.00 

432.00: 
553.00 

POA 

1,299.00: 

1,733.00 

2,056.00 
3,152.00 

5,869.00: 

8,789.00 

fOA 
15,900.00 

161.00 

214.00 

283.00: 

392.00 

Sf7.00 

6C\I.UU 

852.IJt) 

1,335.00 

_00 

? ORl no 
2.481.00. 

3,789.00 

7,663.00: 
11,060.00 

14,194,00: 

LV,VV'-I.vv 

474.00 

. 6'~O.OO: 

446.00 

564.00: 

727.00 

948,00: 

HCUS ~,II CORPORATE 110 __ -pee 

n_;~~ I ;~.i. 

rlll..t::: LI~ I 

FULL 
We!gh!~ 

(Lbs) 

429 
520 

630 
830 

l? 

?5 

45 

65 
85 

150 

180 

215 

24O 
320 

745 
1049 

1385 

18 
30 

45 
65 

"' !i!:5 
195 

?R.,) 

:1::15 

425 

jq8~ 

1052 

1550 

1'740 

45 

44 

63 

85 

])1 

BODY 
Cr!:!!e 

Quantity 

2 

AS 

4 

U 
4 

24 
27 

12 

(2 

2 

2 

? 

18 

ivicVvane-Ol8166 

PUBLIC

.oiiiiiiliiiiii' 
.&,. 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

Ilnl nn n>'\ 
urL.U7.U.£ 

g g 
11------'- II 

III III " , '" III III 
1!4 

II- .\l 
'" '" III III 
'" '" III III 
I!'--'Jj 

Size NO!1-Domes!!c Domes!!c 
(Inches) Item Code Item Code 

1.~~12 !'i\JPPP.l2)2 hVD9F l. 2;1 2D 

12x18 IvUDOP1218 /vUDOP1218D 

1.2X24 MJDOP.l.224 MJDOF1.224D 
16x18 MJDOP1618 MJDOP1618D 

MJ SOLID SLEEVE - SHORT 
? M IflSSf1? I\i\ 1f)<;SO?f1 , Iv\.ll)SSW Iv\.lI)SSW[) 

MJD:SS04 IvUD$$04D 
6 MJDSS06 MJDSS06D 

.8 MJP:SSOa :MJO$$08D 
10 IvUDSS10 IvUDSS 1 00 

IvHOSS12D 
14 ,'i,JDSS14 MJDSS14D 

16- r,~,JDSS16 i'MDSSI6D 

18 !vUDSS18 !vUDSS18D 

20 IvUDSS20D 

24 MJDSS24 MJDSS24D 

30 MJDSS30 MJDSS30D 

36 IvUDSS36 /vUDSS36D 

!'I\JP!)S42 h4jP~S42Q 

48 iviJDSS48 ivUDSS48D 

MJ SOLID SLEEVE - LONG 
2 MJO:SlO2 MJDSlO20 

3 MJDSl03 MJDSL03D 

4 MJDSL04 MJOSL04D 
IvUDSl06 IvUDSL06D 

MJOSl08 NUDSL088 

IU MJLJSllO MJLJSL I OLJ 

'1:2 JVuDStl'2 ·/VUDSi.:T2D 
lA IvIJDSll.J. !vIJDSL14D 

16 t.AJO:SU6 MJDSl160 

18 IvtlmllR M ImllRI) 

?O lvUDSI?O /vUDS) :too 
24 IvUDSl24 MJDSL24D 

!,/\Jp~l30 :¥JQ$l30q 

36 MJDSl36 MJDSL36D 

42 ivUDSl42 MJDSL42D 

48 IvUDSl48 ,V,JDSL48D 

MJ DUAL PURPOSE SLEEVE - SHORT' 
M,Jo;sSOPQ4A 
MJDSSDPObA 

:MJO$.$.[)FQ4AD.: 
MJDSSDPObAD 

MJ DUAL PURPOSE SOLID SLEEVE - LONG' 
4 IvU DSlDP04A IvUDSLDP04AD 

6 MJDSLDP06A MJDSLOP06AD 

8 MJDSlDP08A MJDSLDP08AD 

M~P;S'-OP1:0A :!yqO$.~OP.1.O!\O.: 

~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 44 

Confidential 

less "".ccessory 
List Price 

~.!9?Oq 
2,210.00 

2,078,00 
3,735.00 

R:'i no 
144.00 

IS8.00 
191.00 

:276:-00 
361.00 

POA 

843.00 
1,075.00 

1,944.00 

4,147.00 
5,759.00 

r'qp! 
10,056.00 

117.00 

152.00 

203.00 
276.00 

; 36.J..OO 

4bY.00 

'Q'!;!:iD) 

1,013.00 

1;::105.00 

1 4?,,) nn 
l:.l,?S.OO 

2,581.00 

5;.?4.l . .oq 
8,030.00 

9;,300.00 

I'-I,VLV.VV 

336.00 

338.00 

426.00 

543.00 

:12;';·00 

MJ 
W!!h Accessory 

List Price 

2,317,00 
2,328.00 

2,796.00: 
3,963.00 

In.orr 
?06.00 

238.W 
307.00 

432.00: 
553.00 

POA 

1,299.00: 

1,733.00 

2,056.00 
3,152.00 

5,869.00: 

8,789.00 

fOA 
15,900.00 

161.00 

214.00 

283.00: 

392.00 

Sf7.00 

6C\I.UU 

852.IJt) 

1,335.00 

_00 

? ORl no 
2.481.00. 

3,789.00 

7,663.00: 
11,060.00 

14,194,00: 

LV,VV'-I.vv 

474.00 

. 6'~O.OO: 

446.00 

564.00: 

727.00 

948,00: 

HCUS ~,II CORPORATE 110 __ -pee 

n_;~~ I ;~.i. 

rlll..t::: LI~ I 

FULL 
We!gh!~ 

(Lbs) 

429 
520 

630 
830 

l? 

?5 

45 

65 
85 

150 

180 

215 

24O 
320 

745 
1049 

1385 

18 
30 

45 
65 

"' !i!:5 
195 

?R.,) 

:1::15 

425 

jq8~ 

1052 

1550 

1'740 

45 

44 

63 

85 

])1 

BODY 
Cr!:!!e 

Quantity 

2 

AS 

4 

U 
4 

24 
27 

12 

(2 

2 

2 

? 

18 

ivicVvane-Ol8166 



CX 2359-045

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

12 

J'v'\J REDUCER 

8;.;6 

lOx4 

lOx6 

12x8 

l2xlO 

14x6 

161.6 

lP.i13 
1<,>,.,]0 

16;.;14 

l8iS 
18xlO 

18il2 
18x14 

IGlXI6 

20x8 

20x12 

20x18 

24xl2 
24x16 

24x:1.8 
24x20 

SOx;12 
301.16 

3Ox18 

-36x20 

36)(-2~ 

If,x?,n 

A?x'4 
42x30 

48){30 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

MJDSLDP12A 
lVU DRDP l6A 

IvlJDR0302 

MJOR0402 

Mliwn40,-::; 

M.ID-RG60? 

IvUDR0603 

MJORM04 

MJDR0803 

MJD:ROSD4 
IvUDR0806 

lvUDRl:008 
!v\JDR120~ 

MJDli'T-206 

IvUDR1208 

NUD:Rl21Q 

MJDR1406 

MJD-R1412 

ivUDR1606 

N1)PJiil,:q:0$ 
,'vUDi\161O 

2 

!vUOR1614 

MJDRl808 

MJDR1810 

ivIJDR1BI2 
IvUDR1814 

MJUM 1:816 

MJDR2008 

iviJDR20i 2 

IvUDR/D16 

MJDR2018 

MJDR2-412 
/vUDR2416 

MJDR2418 

MJDR2420 

i~UbR30i2 
/vUDR30l6 

MJDR3018 

!vULJi\30L'O 

r.~JDR3i)Z1 

iv1JDR3620 

MJDR3l2.d 

M InR?,1i10 

/vUDR4:?:?4 

MJDR4230 

MJDR4830 

Domes!!c 
Item Code 

MJDSLDP12AD 
'/iliJDSLDPT6A-D" 

!vIJDRO·302D 

MJDP04020 

M InR04rnn 

IvUDR060?O 

MJDR0603D 

MJDR06040 

MJDR0803D 

fvUDR0804D 

IvU DR0306 D 

MJDR10040 

MJDR1006D 

;MJDR1 D080 

Iv\JDRI20~D 

'MJDRI20c-O 

IvUDRI208D 

'fVUDR121OD 

MJDRI406D 

ivUOR i 4 i 20 

;vUDRI606D 

NdPRI?Or;:D 
MJDR1010D 

MJDR1614D 

MJDR1808D 
MJDRISlOD 

MJDRIBI2D 
/vUDR1S14D 

MJURI1::l16U 

MjDR20080 

rv"dDR20100 

iviJDR2012D 

M.JiJR?01 ~iJ 

MJDR2018D 

;fv\JDR2412D 
MJDR2416D 

MJDR2418,O 

MJDR2420D 

'MjDR30i 2D 
MJDR3016D 

MJOR3018D 

MJLJi\30:!lJLJ 

,hMDR3620D 

IIAJDR362JD 

M InRllilnn 

;MJf)R4??4D 

MJDR4230D 

MJDR483QD 

Page 45 

Confidential 

less "".ccessory 
List Price 

1,037.00 

2:189.00 

114.00 
1.40_00 

IRO nn 

196.00 

234.00 

255.00 

329.00 

340.00 

404.00 

551.00 

489.00 

; 57:'LDG 

57~.00 

, 1)38.00 

701.00 

'833-00 

900.00 

1,035.00 

I,LOV.VV 

1 ~(\O (\(\ 
l,vVV.vv 

1)175,00 

1,625.00 

L75b,00 
1,900.00 

L,IJ/SI,UO 

2,705.00 

1;875.00 

2,025.00 

?)15D.oo: 

2440.00 

2,888-,00 
3229,00 

3,701.00 

4:465',00 
5,418,00 

5;445.00 

0,/ lonG 

;:'dOf},OO 
7,975.00 

2; 558.00 
l(1I)Onn 

; :l?:~'!6D_fJO: 

14,220.00 

, '1'8;030'.00 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

1,191.00 

Z533.oo-

167.00 
202_00: 

),'11 nn 

'J76.Do-

323.00 

353.000 

438.00 

458.00' 

540.00 

687.00: 

643.00 

748.00-
732.00 

B14.oo 

897.00 
1 ~D47.o0: 

1,119.00 

1,321.00 

1,.)O'-l.VV 

1 O()7 (\(\ 
l,vfJ.VV 

1,882-00: 

2,050.00 

Z,1e7,OQ 
2.390.00 

L,60L.UU 

3,211.00 

2.571.00 
3D06DO. 

3,197.00 

3,6 toDO 
4.061.00 

4,3.98,00: 

4,733.00 

5.754,00 
6,507.00 

6,635,000 

I,064.GU 

/.873.0(' 
9,918.00 

H\6f7_00 

1)491inn 

1 :i'_411 DO 

17,528.00 

21:8 }3.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

221 

385 

26 

30 

40 

45 

55 

60 

84 

80 

'15 

105 

115 

135 

135 

150 

165 

190 

190 

230 

2$0 
200 

335 

295 

325 

350 
380 

415 

345 

405 

47Q 

510 

550 
615 

660 

705 

920 
985 

990 
!UoG 

1165 
lLl50 

1580 

IRS'1 

?abO 

2370 

'34SD 

Cr!:!!e 
Quantity 

60 
48 

48 

?4 

24 
24 

16 
16 

12 

t2 
8 

8 
8 
4 

2 

ivicVvane-Ol8167 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

12 

J'v'\J REDUCER 

8;.;6 

lOx4 

lOx6 

12x8 

l2xlO 

14x6 

161.6 

lP.i13 
1<,>,.,]0 

16;.;14 

l8iS 
18xlO 

18il2 
18x14 

IGlXI6 

20x8 

20x12 

20x18 

24xl2 
24x16 

24x:1.8 
24x20 

SOx;12 
301.16 

3Ox18 

-36x20 

36)(-2~ 

If,x?,n 

A?x'4 
42x30 

48){30 

'Weight, exclude accessories 

NO!1-Domes!!c 
Item Code 

MJDSLDP12A 
lVU DRDP l6A 

IvlJDR0302 

MJOR0402 

Mliwn40,-::; 

M.ID-RG60? 

IvUDR0603 

MJORM04 

MJDR0803 

MJD:ROSD4 
IvUDR0806 

lvUDRl:008 
!v\JDR120~ 

MJDli'T-206 

IvUDR1208 

NUD:Rl21Q 

MJDR1406 

MJD-R1412 

ivUDR1606 

N1)PJiil,:q:0$ 
,'vUDi\161O 

2 

!vUOR1614 

MJDRl808 

MJDR1810 

ivIJDR1BI2 
IvUDR1814 

MJUM 1:816 

MJDR2008 

iviJDR20i 2 

IvUDR/D16 

MJDR2018 

MJDR2-412 
/vUDR2416 

MJDR2418 

MJDR2420 

i~UbR30i2 
/vUDR30l6 

MJDR3018 

!vULJi\30L'O 

r.~JDR3i)Z1 

iv1JDR3620 

MJDR3l2.d 

M InR?,1i10 

/vUDR4:?:?4 

MJDR4230 

MJDR4830 

Domes!!c 
Item Code 

MJDSLDP12AD 
'/iliJDSLDPT6A-D" 

!vIJDRO·302D 

MJDP04020 

M InR04rnn 

IvUDR060?O 

MJDR0603D 

MJDR06040 

MJDR0803D 

fvUDR0804D 

IvU DR0306 D 

MJDR10040 

MJDR1006D 

;MJDR1 D080 

Iv\JDRI20~D 

'MJDRI20c-O 

IvUDRI208D 

'fVUDR121OD 

MJDRI406D 

ivUOR i 4 i 20 

;vUDRI606D 

NdPRI?Or;:D 
MJDR1010D 

MJDR1614D 

MJDR1808D 
MJDRISlOD 

MJDRIBI2D 
/vUDR1S14D 

MJURI1::l16U 

MjDR20080 

rv"dDR20100 

iviJDR2012D 

M.JiJR?01 ~iJ 

MJDR2018D 

;fv\JDR2412D 
MJDR2416D 

MJDR2418,O 

MJDR2420D 

'MjDR30i 2D 
MJDR3016D 

MJOR3018D 

MJLJi\30:!lJLJ 

,hMDR3620D 

IIAJDR362JD 

M InRllilnn 

;MJf)R4??4D 

MJDR4230D 

MJDR483QD 

Page 45 

Confidential 

less "".ccessory 
List Price 

1,037.00 

2:189.00 

114.00 
1.40_00 

IRO nn 

196.00 

234.00 

255.00 

329.00 

340.00 

404.00 

551.00 

489.00 

; 57:'LDG 

57~.00 

, 1)38.00 

701.00 

'833-00 

900.00 

1,035.00 

I,LOV.VV 

1 ~(\O (\(\ 
l,vVV.vv 

1)175,00 

1,625.00 

L75b,00 
1,900.00 

L,IJ/SI,UO 

2,705.00 

1;875.00 

2,025.00 

?)15D.oo: 

2440.00 

2,888-,00 
3229,00 

3,701.00 

4:465',00 
5,418,00 

5;445.00 

0,/ lonG 

;:'dOf},OO 
7,975.00 

2; 558.00 
l(1I)Onn 

; :l?:~'!6D_fJO: 

14,220.00 

, '1'8;030'.00 

Price List 
MJ FULL BODY 

Wi!!'! Accessory 
List Price 

1,191.00 

Z533.oo-

167.00 
202_00: 

),'11 nn 

'J76.Do-

323.00 

353.000 

438.00 

458.00' 

540.00 

687.00: 

643.00 

748.00-
732.00 

B14.oo 

897.00 
1 ~D47.o0: 

1,119.00 

1,321.00 

1,.)O'-l.VV 

1 O()7 (\(\ 
l,vfJ.VV 

1,882-00: 

2,050.00 

Z,1e7,OQ 
2.390.00 

L,60L.UU 

3,211.00 

2.571.00 
3D06DO. 

3,197.00 

3,6 toDO 
4.061.00 

4,3.98,00: 

4,733.00 

5.754,00 
6,507.00 

6,635,000 

I,064.GU 

/.873.0(' 
9,918.00 

H\6f7_00 

1)491inn 

1 :i'_411 DO 

17,528.00 

21:8 }3.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

221 

385 

26 

30 

40 

45 

55 

60 

84 

80 

'15 

105 

115 

135 

135 

150 

165 

190 

190 

230 

2$0 
200 

335 

295 

325 

350 
380 

415 

345 

405 

47Q 

510 

550 
615 

660 

705 

920 
985 

990 
!UoG 

1165 
lLl50 

1580 

IRS'1 

?abO 

2370 

'34SD 

Cr!:!!e 
Quantity 

60 
48 

48 

?4 

24 
24 

16 
16 

12 

t2 
8 

8 
8 
4 

2 

ivicVvane-Ol8167 



CX 2359-046

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

Ilnl nn I"V,\ 
urL.U7.U.£ 

, 
~-I I rill , r IIII 

~ 

; 
rrn-,........, 
rr r r , r 

III I ~ r-

(Inches) 

"" I It' .. /I A I I 

NO!1-Domes!!c 
Item Code 

Domes!!c 
Item Code 

1:11.11'\ Dil:l I IrI:D"\ fll:::l'\lI,..I:D 
IYI" .J'YIHLL Lr'll"" ULLL \"LUJ n.L .... U ..... Ln. 

:3x2 .~.~.JLJf{~03(J2 MJUf{SQ:302LJ 

Ll~3 .rvUDRS0403 !vUDRS0403D 
6x2 MJORSG602 MJDPS06020 
Ax?, MliWS(1A():'; 1\1\ liJRSnAO::lrJ 

M.ID-RSo-604 IvUDRSOtJ040 

8,3 IvUDRS0803 IvUDRS0803D 

8x4 MJORSOOO4 MJDRS08040 

8,6 MJDRS0806 MJDRS0806D 

1Dx6 MJD:RSlOD6 fvUDRS I 0060 
10;.::8 IvUDRS1008 IvUDRS1008D 

12x4 ,'i,JDRS1:204 MJDRS1204D 

12x6 ,',",J DRS 1206 MJDRS1206D 

12/.3 lvUDRSJ2Da ;MJDRS 1 2080 

12xlO !vUDRS1210 !vUDRS1210D 

f6x8 MJDli'S-1'-60B 'MJDRS16080 

16xl2 IvUDRS1612 /vUDRSI612D 

l8xl2 NUD:RSl81:2 'MJDRS181:2D 

20x12 MJDRS20l2 MJDRS20l2D 

ivUDRS20i-6D 

24,,12 ivUDRS24i2 ;vUDRS2412D 

24:\16 N1)PJiiS241;6 NdPg$2'4);6D 

24xHl ,'vUDi\S241G MJDi\S241 GD 

30xl6 !vUDRS3016 MJDRS3016D 

30X:18 MJDRS3:0rs. MJDRS30T8D 

30x20 MJDRS3020 MJDRS3020D 

$OX14 M)DRSSDZ4 MJDR$$OND 
361.30 /vUDRS3630 /vUDRS3630D 

MJ LARGE END BELL (LEB) REDUCER 
:?'x;? M,IORlfl-ClI1? ;M IDRI,Q,10?rl 

4" IvtirJR1040? Iv\.lrJR1040?rJ 

4;<:3 MJDRLOAt13 MJDRLD403D 

6" MJDRL0602 MJDRL0602D 

MJD-RLO-6o-3 MJDRLo-603D 

6,4 IvUDRL0604 IvUDRL0604D 

8;.;3 JvUDRLO:803 IVUDRL0803D 

8x4 ,'i,JDRL0804 MJDRL0804D 

lOx6 !vUDRL1006 IvUDRL1006D 

lOk8 MJD'RU:Oas ;MJDRllOO8D 

12x6 ,~MDRL1206 ~MDRL1206D 

12x8 MJD-Rl-J.-2o-8 ,MJDR1120BD 

12xlO IvUDRL1210 IvUDRL1210D 

l'oxX2 MJDRl161:2 'MJDRll61:2D 

20xl6 MJDRL2016 MJDRL2016D 

iv\JD:Rl24l:6 MJDRl241:6D 

'Weight, exclude accessories 

Page 46 

Confidential 

less "".ccessory 
List Price 

! ! ~.oO 

158.00 
183.00 

?L~ nn 
9.')5:.00 

321.00 
340.00 

383.00 

489.00 
553.00 

553.00 

616.00 

,lHWG 

808.00 

1}J3S.00 

1,283.00 

t'62S.00 
1,875.00 

2,673.00 

y,,i,J,11A),, 

0,L.JJ.UU 

' ,'>, nn 
Lt,''-'''VV 

4,868.00 

5,198.00 

,mo,oo 
9,295.00 

; 114. 00 

140.00 

180.00 
200.00 

234.00 

255.00 

:298.00 
340.00 

439.00 

;553.00 
616.00 

,803.00 

786.00 

1:;373.00 

2,225.00 

2d24.00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

!36.UU 

189.00 
20S.00: 

944 nn 
5'95.00-

352.00 
380.000 

441.00 

547.00' 

631.00 

593.00: 

674.00 

788.00-

90"1.00 

U 13.00 

1,401.00 

1]43.00: 

1,993.00 

2,796.00 

':>,-:Cc>,(,,-<l!-

V,.JO'-t.UU 

, '>"onn Lt,,-,"/'vv 

5,197.00: 

5,626.00 

6.434,00 
10,156.00 

14f>m-

1 RO.OO 

220.00: 

258.00 

292.00-

313.00 

376.00: 

418.00 

495.00 

535.00 

6~9.o0-

734.00 

921.00-

904.00 

1 ~60LOO: 
2,653.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

! ~ 

35 
45 

.'0 
;0 

77 

80 

90 

115 
130 

130 

150 

165 

190 

230 

285 

325 
375 

435 

510 

!!7;,? 
620 

335 

885 
945 

lOW 
1690 

?(); 

'0 
4D 
45 
55 

60 

70 

80 

115 

130 
145 

165 

185 
305 
445 

Cr!:!!e 
Quantity 

11(3 

.36 

16 

16 

t2 

ivicVvane-Ol8168 

PUBLIC

@r!!! 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings 

Ilnl nn I"V,\ 
urL.U7.U.£ 

, 
~-I I rill , r IIII 

~ 

; 
rrn-,........, 
rr r r , r 

III I ~ r-

(Inches) 

"" I It' .. /I A I I 

NO!1-Domes!!c 
Item Code 

Domes!!c 
Item Code 

1:11.11'\ Dil:l I IrI:D"\ fll:::l'\lI,..I:D 
IYI" .J'YIHLL Lr'll"" ULLL \"LUJ n.L .... U ..... Ln. 

:3x2 .~.~.JLJf{~03(J2 MJUf{SQ:302LJ 

Ll~3 .rvUDRS0403 !vUDRS0403D 
6x2 MJORSG602 MJDPS06020 
Ax?, MliWS(1A():'; 1\1\ liJRSnAO::lrJ 

M.ID-RSo-604 IvUDRSOtJ040 

8,3 IvUDRS0803 IvUDRS0803D 

8x4 MJORSOOO4 MJDRS08040 

8,6 MJDRS0806 MJDRS0806D 

1Dx6 MJD:RSlOD6 fvUDRS I 0060 
10;.::8 IvUDRS1008 IvUDRS1008D 

12x4 ,'i,JDRS1:204 MJDRS1204D 

12x6 ,',",J DRS 1206 MJDRS1206D 

12/.3 lvUDRSJ2Da ;MJDRS 1 2080 

12xlO !vUDRS1210 !vUDRS1210D 

f6x8 MJDli'S-1'-60B 'MJDRS16080 

16xl2 IvUDRS1612 /vUDRSI612D 

l8xl2 NUD:RSl81:2 'MJDRS181:2D 

20x12 MJDRS20l2 MJDRS20l2D 

ivUDRS20i-6D 

24,,12 ivUDRS24i2 ;vUDRS2412D 

24:\16 N1)PJiiS241;6 NdPg$2'4);6D 

24xHl ,'vUDi\S241G MJDi\S241 GD 

30xl6 !vUDRS3016 MJDRS3016D 

30X:18 MJDRS3:0rs. MJDRS30T8D 

30x20 MJDRS3020 MJDRS3020D 

$OX14 M)DRSSDZ4 MJDR$$OND 
361.30 /vUDRS3630 /vUDRS3630D 

MJ LARGE END BELL (LEB) REDUCER 
:?'x;? M,IORlfl-ClI1? ;M IDRI,Q,10?rl 

4" IvtirJR1040? Iv\.lrJR1040?rJ 

4;<:3 MJDRLOAt13 MJDRLD403D 

6" MJDRL0602 MJDRL0602D 

MJD-RLO-6o-3 MJDRLo-603D 

6,4 IvUDRL0604 IvUDRL0604D 

8;.;3 JvUDRLO:803 IVUDRL0803D 

8x4 ,'i,JDRL0804 MJDRL0804D 

lOx6 !vUDRL1006 IvUDRL1006D 

lOk8 MJD'RU:Oas ;MJDRllOO8D 

12x6 ,~MDRL1206 ~MDRL1206D 

12x8 MJD-Rl-J.-2o-8 ,MJDR1120BD 

12xlO IvUDRL1210 IvUDRL1210D 

l'oxX2 MJDRl161:2 'MJDRll61:2D 

20xl6 MJDRL2016 MJDRL2016D 

iv\JD:Rl24l:6 MJDRl241:6D 

'Weight, exclude accessories 

Page 46 

Confidential 

less "".ccessory 
List Price 

! ! ~.oO 

158.00 
183.00 

?L~ nn 
9.')5:.00 

321.00 
340.00 

383.00 

489.00 
553.00 

553.00 

616.00 

,lHWG 

808.00 

1}J3S.00 

1,283.00 

t'62S.00 
1,875.00 

2,673.00 

y,,i,J,11A),, 

0,L.JJ.UU 

' ,'>, nn 
Lt,''-'''VV 

4,868.00 

5,198.00 

,mo,oo 
9,295.00 

; 114. 00 

140.00 

180.00 
200.00 

234.00 

255.00 

:298.00 
340.00 

439.00 

;553.00 
616.00 

,803.00 

786.00 

1:;373.00 

2,225.00 

2d24.00 

Price List 
MJ FULL BODY 

With Accessory 
List Price 

!36.UU 

189.00 
20S.00: 

944 nn 
5'95.00-

352.00 
380.000 

441.00 

547.00' 

631.00 

593.00: 

674.00 

788.00-

90"1.00 

U 13.00 

1,401.00 

1]43.00: 

1,993.00 

2,796.00 

':>,-:Cc>,(,,-<l!-

V,.JO'-t.UU 

, '>"onn Lt,,-,"/'vv 

5,197.00: 

5,626.00 

6.434,00 
10,156.00 

14f>m-

1 RO.OO 

220.00: 

258.00 

292.00-

313.00 

376.00: 

418.00 

495.00 

535.00 

6~9.o0-

734.00 

921.00-

904.00 

1 ~60LOO: 
2,653.00 

HCUS ~,II CORPORATE 110 __ -pee 

We!gf1!~ 
(Lbs) 

! ~ 

35 
45 

.'0 
;0 

77 

80 

90 

115 
130 

130 

150 

165 

190 

230 

285 

325 
375 

435 

510 

!!7;,? 
620 

335 

885 
945 

lOW 
1690 

?(); 

'0 
4D 
45 
55 

60 

70 

80 

115 

130 
145 

165 

185 
305 
445 

Cr!:!!e 
Quantity 

11(3 

.36 

16 

16 

t2 

ivicVvane-Ol8168 



CX 2359-047

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn I"V,\ Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

24x20 MJDRL2420 IvUDRL2420D 3,544.00 4,148.00 675 
JOxi24 lVUDRl3-0Z-4 '/iliJDRl3024D 6:188.00 7~049.oo- n25 
36x20 IvUDRL3620 MJDRL3620D 7,810.00 9,325.00 1420 

36x24 MJD:Rl3'624 MJDRL3624D 8,443DO 9,958.00: 1535 

MJ X FE REDUCER 
g 

" 
4x.~ J\t1lnFR(14(r~ 1\1\ IIJFRn4rL~n 1,'18 nn 198 nn .~.'i 

~ 

III~ M.IDfRo-603 IvIJDFR06mO 91J.OO 'J71.m- 49 
OIr , , 
III I I 6" IvUDFR0604 IvUDFR0604D 264.00 322.00 54 

IJ)..J--'t 8x4 MJOfROS04 MJDfR08040 319.00 397.000 75 
C S,6 MJDFR0806 MJDFR0806D 347.00 425.00 SO 2 

1Dx6 MJDfRlOD6 fvUDfRI0060 424.00 520.00' 105 
10;.::3 IvUDFR1008 IvUDFR1OO8D 553.00 64'7.00 130 

12x6 ,'i,JDFR1:206 MJDfR1206D 553.00 al.oo: 145 

12x8 ,',A,J DFR 1208 MJDFR1208D 808.00 926.00 175 

1-2;<;1.0 lvUDfRn10 ;MJDfRI2-J:OO -186,00 904.00- 185 

Hx6 !vUDFRl ~06 !vUDFRI ~06D 878.80 1,039.80 195 

14-x8 N\JDfR-1'-408 -MJDfR14080 1}J80.00 1:241.00 215 

14xl2 IvUDFR1412 /vUDFRI412D 1,080.00 1,241.00 270 
l6xl2 NUDfRl612 -MJDf'R161:2D t'llC.OO 1 ~938.00: 325 
18x8 MJDFR1808 MJDFR1808D 1,500.00 1,829.00 300 

MJDfR-i-BI-2 ivUDFRI8i-2D 2,3-54.00. 3-60 

18,,16 ivUDFRi816 ivUDFR1816D 2,225.00 2,554.00 445 

20:\16 iY1)P:FRZO 1;6 NdOfR2Q);6D 4"o/i-'~'Y" ?,<<-9·~l!- !!IQ 
24x12 ,'vUDiR2412 MJDiR2412D 0,0LV.VV 't,IL't.VV 455 

FE X rv1.J REDUCER 

h.Ji FMJDR04030 

I 1111 6" FMJDR0604 FIvIJDR0604D 225.00 265.00 60 

I ....LlII e,4 -t-MJUI'I'OOU4 t-MJUrfOOD4lJ ::110.00 3-~O.OU· ClO 

~ = 8x6 F!vU DROBCl6 F!v1JDROBCI6D ~O~.r~() ~62.00 8'-1 a 
F!y~~IQRl OQ60 561.00- llil 

10x8 FMJDR1008 FI\MDP1008D 554.00 632.00 1.30 

l?x!=' fM.-lfJR-l,-?O" ;FM-IORI ?0AO ;lilAOO 674 on- 151 

1 ?xA Flvl.lDR 1 ?OA Flv\.lDRI ?OAD 7?:l.OO AOI.OO IA::1 

12x10 fM.JDR12lD FMJDR1210D 799.00 895.00: 190 

16xl2 FMJDR1612 FIvIJDRI612D 1,373.00 1,491.00 305 

MJ X FE ADAPTER 
Il ~ :M~:Qfi\9~P "-III I I 4 MJDFA04 MJDFA04D 189.00 229.00 40 16 

Ill.L.....I :'6- )V\JDfA0-6 :/vUDfA06D :'26-4.00 322m 60 8 
If ~ 8 IvUDFA08 IvUDFA08D 361.00 439.00 95 8 

10 MJDfAW MJDfA10D 510DO 606.00: 115 
12 IVIJDFA 12 IVIJDFA 12D 659.00 777.00 i55 

i4 ivUDfAio4 jv\JDfAi4D PO;'; 4 

16 iviJDFA 16 iviJDFA 16D 1,080.00 1,308.00 281 

is JvUDFAT8 iv'dDF'A 1 3D j:,40CLOO 1,729.00_ 353 
20 ivUDFA20 MJDFA20D .700.00 2.128.00 36::; 

MJOfA24 Iv\JOFA24D 3,009.00-

30 MJDFA30 MJDFA30D POA POA 760 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':: ,rPI C ~- ~Pf' F[ °P"DY-' 

It!! "~"~5J1 HCUS ~,II CORPORATE 110_. -pee - Page 47 
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PUBLIC

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn I"V,\ Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

24x20 MJDRL2420 IvUDRL2420D 3,544.00 4,148.00 675 
JOxi24 lVUDRl3-0Z-4 '/iliJDRl3024D 6:188.00 7~049.oo- n25 
36x20 IvUDRL3620 MJDRL3620D 7,810.00 9,325.00 1420 

36x24 MJD:Rl3'624 MJDRL3624D 8,443DO 9,958.00: 1535 

MJ X FE REDUCER 
g 

" 
4x.~ J\t1lnFR(14(r~ 1\1\ IIJFRn4rL~n 1,'18 nn 198 nn .~.'i 

~ 

III~ M.IDfRo-603 IvIJDFR06mO 91J.OO 'J71.m- 49 
OIr , , 
III I I 6" IvUDFR0604 IvUDFR0604D 264.00 322.00 54 

IJ)..J--'t 8x4 MJOfROS04 MJDfR08040 319.00 397.000 75 
C S,6 MJDFR0806 MJDFR0806D 347.00 425.00 SO 2 

1Dx6 MJDfRlOD6 fvUDfRI0060 424.00 520.00' 105 
10;.::3 IvUDFR1008 IvUDFR1OO8D 553.00 64'7.00 130 

12x6 ,'i,JDFR1:206 MJDfR1206D 553.00 al.oo: 145 

12x8 ,',A,J DFR 1208 MJDFR1208D 808.00 926.00 175 

1-2;<;1.0 lvUDfRn10 ;MJDfRI2-J:OO -186,00 904.00- 185 

Hx6 !vUDFRl ~06 !vUDFRI ~06D 878.80 1,039.80 195 

14-x8 N\JDfR-1'-408 -MJDfR14080 1}J80.00 1:241.00 215 

14xl2 IvUDFR1412 /vUDFRI412D 1,080.00 1,241.00 270 
l6xl2 NUDfRl612 -MJDf'R161:2D t'llC.OO 1 ~938.00: 325 
18x8 MJDFR1808 MJDFR1808D 1,500.00 1,829.00 300 

MJDfR-i-BI-2 ivUDFRI8i-2D 2,3-54.00. 3-60 

18,,16 ivUDFRi816 ivUDFR1816D 2,225.00 2,554.00 445 

20:\16 iY1)P:FRZO 1;6 NdOfR2Q);6D 4"o/i-'~'Y" ?,<<-9·~l!- !!IQ 
24x12 ,'vUDiR2412 MJDiR2412D 0,0LV.VV 't,IL't.VV 455 

FE X rv1.J REDUCER 

h.Ji FMJDR04030 

I 1111 6" FMJDR0604 FIvIJDR0604D 225.00 265.00 60 

I ....LlII e,4 -t-MJUI'I'OOU4 t-MJUrfOOD4lJ ::110.00 3-~O.OU· ClO 

~ = 8x6 F!vU DROBCl6 F!v1JDROBCI6D ~O~.r~() ~62.00 8'-1 a 
F!y~~IQRl OQ60 561.00- llil 

10x8 FMJDR1008 FI\MDP1008D 554.00 632.00 1.30 

l?x!=' fM.-lfJR-l,-?O" ;FM-IORI ?0AO ;lilAOO 674 on- 151 

1 ?xA Flvl.lDR 1 ?OA Flv\.lDRI ?OAD 7?:l.OO AOI.OO IA::1 

12x10 fM.JDR12lD FMJDR1210D 799.00 895.00: 190 

16xl2 FMJDR1612 FIvIJDRI612D 1,373.00 1,491.00 305 

MJ X FE ADAPTER 
Il ~ :M~:Qfi\9~P "-III I I 4 MJDFA04 MJDFA04D 189.00 229.00 40 16 

Ill.L.....I :'6- )V\JDfA0-6 :/vUDfA06D :'26-4.00 322m 60 8 
If ~ 8 IvUDFA08 IvUDFA08D 361.00 439.00 95 8 

10 MJDfAW MJDfA10D 510DO 606.00: 115 
12 IVIJDFA 12 IVIJDFA 12D 659.00 777.00 i55 

i4 ivUDfAio4 jv\JDfAi4D PO;'; 4 

16 iviJDFA 16 iviJDFA 16D 1,080.00 1,308.00 281 

is JvUDFAT8 iv'dDF'A 1 3D j:,40CLOO 1,729.00_ 353 
20 ivUDFA20 MJDFA20D .700.00 2.128.00 36::; 

MJOfA24 Iv\JOFA24D 3,009.00-

30 MJDFA30 MJDFA30D POA POA 760 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':: ,rPI C ~- ~Pf' F[ °P"DY-' 

It!! "~"~5J1 HCUS ~,II CORPORATE 110_. -pee - Page 47 
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CX 2359-048

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn I"V,\ Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

36 !,i\JPfA36 :IV\JDfA3~9 POA POA 1070 
42 IvUDFA42 IvUDFA42D POA POA 1505 

J'v'\J PLUG - SOUD 
CIlIa dO 

1 r 
3 ~~JDP03 I\MDP03D 38DO N!A 10 , M Ifl:Pff4 I\i\ IDf'nArJ nno NfA ?O 18 

IvtirJPOI', Iv\.ll)P06rJ 111.00 NfA '0 IB 

MJD-POO IvUDPOSD 200.00 NIA !2 
10 MJDPlO MJDPlOD 276.00 65 8 

:12 MJPP1.2 :MJOf'12P: :374-00 85 8 
14 IvUDP14 IvUDP14D 338.00 NIA 115 

145 
18 ,'i,JDP18 MJDP18D 180 

20 r,~,JD:P20 i'MDP20D 

24 ivUDP24 Iv1JDP24D 1,759.00 ~J/i\ 290 

30 IvUDP300 

36 MJDP36 MJDP36D 4.483.00 NIA 815 

42 MJO:P42 MJDP42D 6:,060.00 NIA 1110 

48 IvUDP48 /vUDP48D 8.730.00 NIA 1455 

MJ PLUG - T.A.PPED (?" TAP) ,- •••• J 

CIlIa afII:l 3 MJOPcm MJDP03TD 7f;LQO N!A 10 
1 r 

4 IvUDP04T IvUDP04TD 112.00 NIA 20 18 

& MJOr06T MJDF06TD 15LOO 30 120 

8 MJDPOST MJDP08TD 240.00 NIA 50 100 

!Q MJOP1:QT MJDP10TD 316.00 NIA 65 8 
12 IvUDP12T IvUDP12TD 414.00 NIA 85 40 

MJOfj.-4T NUDf.'14TD ;418.00 N!A 
16 MJLJr'161 MJUI-'161LJ II!:WO NfA 140 

-i8 )VuOP1'8T '/VUDp18TD 'Y8SD) f'!/il.: 180 

20 IvljDP20T !vIJDP20TD 1,205.00 [\!!.A, 200 

" t.AJD-P2:4T MJDP24TD 290 
,0 M IrJP?,oT M InPlmn ?, ?."i? nn NfA .9.'1 

36 lvUO:P3AT IvIJf)P3,l,TIJ 4 .. 'lRS.OO NJA Rl5 

42 IvUOP42T MJDP42TD 6,760.00 NIA 1110 

!V\JPF4:8T h>1JPf48TQ B:,,~3p.oq N/A j.45~ 

I Th~ d~~"~,,, I~~ ";7~ '0 0" ~IPT ~~, ~Ih~, ";,~e ~I~~"~ ~~~+~~I n~.-@ p;~~ Pr~~ ~,c T~~" ~fh~r fh~~ 0" ~IPT ~r~ 

, 
nI 

"'" J, ..... , ,'-''-','-' OUt-' J'Lc.. 'J L '" ,., v, V" ,,,, J"Cv", tJ''-UJ'' '-..v 

I special order non-cancellable & non-refundable. , , 

, 
.\n 

IviJ CAP - SOliD 

4 

8 

10 
12 

14 
16 

!vUDC08 

I\~JDCI2 

MJDC14 
IvUDC16 

'Weight, exclude accessories 

IvUDC02D 

MJDC04D 

!vUDC08D 

fvUDC1()D 
I\MDCI2D 

MJDCI4D 
IvUDC16D 

Page 48 
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e c 

90.00 

191.00 

3,10.00 

POA 
788.00 

v,-,v,"".," ''-'tJJV'''''' "''-'" L " 

100 

50 
130.00 20 18 

36 
269.00 ~5 18 

351.00 60 B 
,158.00 80 8 

POA 110 2 
1,016.00 155 2 

HCUS ~,II CORPORATE 110_. -pee 
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PUBLIC

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn I"V,\ Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

36 !,i\JPfA36 :IV\JDfA3~9 POA POA 1070 
42 IvUDFA42 IvUDFA42D POA POA 1505 

J'v'\J PLUG - SOUD 
CIlIa dO 

1 r 
3 ~~JDP03 I\MDP03D 38DO N!A 10 , M Ifl:Pff4 I\i\ IDf'nArJ nno NfA ?O 18 

IvtirJPOI', Iv\.ll)P06rJ 111.00 NfA '0 IB 

MJD-POO IvUDPOSD 200.00 NIA !2 
10 MJDPlO MJDPlOD 276.00 65 8 

:12 MJPP1.2 :MJOf'12P: :374-00 85 8 
14 IvUDP14 IvUDP14D 338.00 NIA 115 

145 
18 ,'i,JDP18 MJDP18D 180 

20 r,~,JD:P20 i'MDP20D 

24 ivUDP24 Iv1JDP24D 1,759.00 ~J/i\ 290 

30 IvUDP300 

36 MJDP36 MJDP36D 4.483.00 NIA 815 

42 MJO:P42 MJDP42D 6:,060.00 NIA 1110 

48 IvUDP48 /vUDP48D 8.730.00 NIA 1455 

MJ PLUG - T.A.PPED (?" TAP) ,- •••• J 

CIlIa afII:l 3 MJOPcm MJDP03TD 7f;LQO N!A 10 
1 r 

4 IvUDP04T IvUDP04TD 112.00 NIA 20 18 

& MJOr06T MJDF06TD 15LOO 30 120 

8 MJDPOST MJDP08TD 240.00 NIA 50 100 

!Q MJOP1:QT MJDP10TD 316.00 NIA 65 8 
12 IvUDP12T IvUDP12TD 414.00 NIA 85 40 

MJOfj.-4T NUDf.'14TD ;418.00 N!A 
16 MJLJr'161 MJUI-'161LJ II!:WO NfA 140 

-i8 )VuOP1'8T '/VUDp18TD 'Y8SD) f'!/il.: 180 

20 IvljDP20T !vIJDP20TD 1,205.00 [\!!.A, 200 

" t.AJD-P2:4T MJDP24TD 290 
,0 M IrJP?,oT M InPlmn ?, ?."i? nn NfA .9.'1 

36 lvUO:P3AT IvIJf)P3,l,TIJ 4 .. 'lRS.OO NJA Rl5 

42 IvUOP42T MJDP42TD 6,760.00 NIA 1110 

!V\JPF4:8T h>1JPf48TQ B:,,~3p.oq N/A j.45~ 

I Th~ d~~"~,,, I~~ ";7~ '0 0" ~IPT ~~, ~Ih~, ";,~e ~I~~"~ ~~~+~~I n~.-@ p;~~ Pr~~ ~,c T~~" ~fh~r fh~~ 0" ~IPT ~r~ 

, 
nI 

"'" J, ..... , ,'-''-','-' OUt-' J'Lc.. 'J L '" ,., v, V" ,,,, J"Cv", tJ''-UJ'' '-..v 

I special order non-cancellable & non-refundable. , , 

, 
.\n 

IviJ CAP - SOliD 

4 

8 

10 
12 

14 
16 

!vUDC08 

I\~JDCI2 

MJDC14 
IvUDC16 

'Weight, exclude accessories 

IvUDC02D 

MJDC04D 

!vUDC08D 

fvUDC1()D 
I\MDCI2D 

MJDCI4D 
IvUDC16D 

Page 48 
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e c 

90.00 

191.00 

3,10.00 

POA 
788.00 

v,-,v,"".," ''-'tJJV'''''' "''-'" L " 

100 

50 
130.00 20 18 

36 
269.00 ~5 18 

351.00 60 B 
,158.00 80 8 

POA 110 2 
1,016.00 155 2 

HCUS ~,II CORPORATE 110_. -pee 

ivic\tvane-OI8170 



CX 2359-049

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn nn Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

16 tylJp;::ta :iV\JDt:;.l(jC] 87&.00 l.Z04.00 185 
20 IvUDC20 IvUDC20D 1.200.00 1.628.00 200 2 

24 MJDC24 MJDC240 UllLOO 2A15.00: 300 2 
30 MJDC30 MJDC30D 3,245.00 4.106.00 590 

iYU0C::;J6 :Mj0t~tJ 6J)6YDU: 

42 IvUDC42 IvUDC42D 7.080.00 9.527.00 1 i80 

48 MJOC48 wdDC48D 9_.570.00 12,492.00: 1595 

Mj CAP - iAPPED (2" iAPj 

....J L 2 MJDC02T MJDC02TD 73.00 95.00 5 
, , 

.3 MJPC03J :MJOC03TO .97.00 128.00: 1.2: 
4 IvUDC04T IvUDC04TD 130.00 170.00 20 
6 
8 ,'i,JDCOST MJDC08TD 231.00 309.00 45 18 

10 r,~,JDCfOT i'MDC1DTD 295.00 391.00: 60 

12 !vUDC12T !vUDC12TD 380.00 498.00 80 8 
H 1TO fOA 110 

16 MJDC16T MJDC16TD 868.00 1,096.00 155 

18 MJDCI8T MJDC1BTD 955.00 1,284.00: ISs 
20 IvUDC20T IvUDC20TD 1,280.00 1]08.00 200 

NlJPf?24T h4JPq::24TP ;M9s.oQ 
30 iviJDC30T ivljDC30TD 3,345.00 4,206.00 590 

:36 IvUDC36T :ii/UDC36TD 4:,.654:.00 6~ 169.00- B!5 

42 ivUDC42T MJDC42TD 7,180.00 9.627.00 1180 

40 jvUDC4DT MJDC4BTD ',U/V.VU I?,..JZL.VU. J595 
, 
I lhe standard tap size is 2" NPl, For other sizes, please conlact Sial" Pipe Products. Taps other than 2" NPT are 
I specioi order. r-,O'-I-Cor-lcelioble & r-10I-I-reful-,doble. 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

@r!!! Price List 
mr ellO Ductile Iron Full Body Mechanical Joint FiHings MJ FULL BODY 

lin. nn nn Size NO!1-Domes!!c Domes!!c less "".ccessory With Accessory We!gf1!~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price List Price (Lbs) Quantity 

16 tylJp;::ta :iV\JDt:;.l(jC] 87&.00 l.Z04.00 185 
20 IvUDC20 IvUDC20D 1.200.00 1.628.00 200 2 

24 MJDC24 MJDC240 UllLOO 2A15.00: 300 2 
30 MJDC30 MJDC30D 3,245.00 4.106.00 590 

iYU0C::;J6 :Mj0t~tJ 6J)6YDU: 

42 IvUDC42 IvUDC42D 7.080.00 9.527.00 1 i80 

48 MJOC48 wdDC48D 9_.570.00 12,492.00: 1595 

Mj CAP - iAPPED (2" iAPj 

....J L 2 MJDC02T MJDC02TD 73.00 95.00 5 
, , 

.3 MJPC03J :MJOC03TO .97.00 128.00: 1.2: 
4 IvUDC04T IvUDC04TD 130.00 170.00 20 
6 
8 ,'i,JDCOST MJDC08TD 231.00 309.00 45 18 

10 r,~,JDCfOT i'MDC1DTD 295.00 391.00: 60 

12 !vUDC12T !vUDC12TD 380.00 498.00 80 8 
H 1TO fOA 110 

16 MJDC16T MJDC16TD 868.00 1,096.00 155 

18 MJDCI8T MJDC1BTD 955.00 1,284.00: ISs 
20 IvUDC20T IvUDC20TD 1,280.00 1]08.00 200 

NlJPf?24T h4JPq::24TP ;M9s.oQ 
30 iviJDC30T ivljDC30TD 3,345.00 4,206.00 590 

:36 IvUDC36T :ii/UDC36TD 4:,.654:.00 6~ 169.00- B!5 

42 ivUDC42T MJDC42TD 7,180.00 9.627.00 1180 

40 jvUDC4DT MJDC4BTD ',U/V.VU I?,..JZL.VU. J595 
, 
I lhe standard tap size is 2" NPl, For other sizes, please conlact Sial" Pipe Products. Taps other than 2" NPT are 
I specioi order. r-,O'-I-Cor-lcelioble & r-10I-I-reful-,doble. 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-050

t~OTES: 

'Weight, exclude accessories 
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t~OTES: 

'Weight, exclude accessories 
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CX 2359-052

Price List 
COMPACT PUSH-ON 

UPL.09.02 C153 Duciiie iron Compaci Push· On Fiiiings 

i!e!'\"l 
code 

POB90G8 

POB901O 

POB9012 
POB9014 

POB9Of6 

POB9018 

PQB'?O~9 
POB9024 

ship size 
code (IN) 

10 
'1-:2 

14 

1:6 

18 

:40 
24 

PO 45" (1 ;S) BEiloiD 

POB4506 

POB4508 

POB4510 

PQB-1512 

POS4514 

POB4516 

POB-1518 

POB4520 

POS4524 

6 

.8 

10 

1:2 
14 
1-6 

18 

20 

24 

price 

35"3:00 
527,00 

1,035.00 

1,391.00 

2.410.00 

:2,799,QO 
3,539.00 

187.00 

302,00 

429.00 

582.ao 

810.00 

!.251.00 

1.0-15,00 

1,985,00: 

2.583.00 

weight 
(LBS) 

7"1 
112 

254 

309 

482 

640 
710 

38 

54 
84 

l10 

143 

309 

397 

455 

crt 
qly. 

8 
8 

2 

2 

36 

27. 
12 

4 

~ 

i!er\'! 
code 

POB 1110 

POBHl2' 
POBll14 

POBlllO 

POBll18 

pq~l.l.;ZP: 
POBl124 

ship size 
code (IN) 

N 

N 

·8 

16 

18 

20 
24 

PO X FLG 90" (1;4) BEND 
POfB9004 4 

POFB9006 

POFB9DD8 
POFB901 0 

PQf!J9012 

POFB9014 

6 

.8 

10 

12 
14 

16 

..,P",O.".:2",2,-,'.:../2:..0.:,(.:..'I,.;.';:"6),.;.B..:E",,N:..D_==,...,.-=:-=t====l'=;= PO X FLG 45
0 

('/8) BEND 
FOB2204 :$lll.DD 22 36 POfBiI-.5.o4 : 4 

POB2206 

POS2200 
POB2210 

I-'Uli:iLI-L 

POB2214 

POB221:6 

POB2218 

POB-222G 

POB222A 

14 

T6 

18 

He!: ~'ICORPORATEI10_Lr~[[1 Y.D OQ~JJ" rif:;:' ;j~OCCC 

"A, 

166.00 34 24 POFB4506 6 

353.00 

.J6J.UU 

810,00 

1,224-0:0 

1.0-15.00 

-3.129.00 

69 

81 

162 

"177 

209 
m 

A55 

24 F-'OFB45tm 8 
12 POFB451O 10 

8 I-'()Fl:l4~U 12 

POFB4514 14 

4 POf!J45E N 16 

[All Fillin!,(s Supplied wilh Push-On Gasketsl 
N: Non·Slock Item 
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price 

${17-.00 
155.00 

23Q:OO 

336,00 

810.00 

1,30LOO 

1.045.00 

4,098.00 

242.00 

383:.00 
570.00 

716.00 

$-95..00 
204.00 

395.00 

6b',l-.W 

729,00 

weigh! 
(LBS) 

21 
32 

52 

79 

8!2 

113 

112 

209 

2~5 

315 

51 

74 

130 

lSB 
231 

233 

2] 

42 

60 
93 

122 

162 

275 

crt 
qly. 

60 

12 

4 

2 

24 

1.8.. 

16 

:16. 

4 

60. : 

36 

12 

8 

4 

Please colt for ovoilobilty "" 

.~"''''!J 
~ 

ivicVvane-Ol8174 

PUBLIC

Price List 
COMPACT PUSH-ON 

UPL.09.02 C153 Duciiie iron Compaci Push· On Fiiiings 

i!e!'\"l 
code 

POB90G8 

POB901O 

POB9012 
POB9014 

POB9Of6 

POB9018 

PQB'?O~9 
POB9024 

ship size 
code (IN) 

10 
'1-:2 

14 

1:6 

18 

:40 
24 

PO 45" (1 ;S) BEiloiD 

POB4506 

POB4508 

POB4510 

PQB-1512 

POS4514 

POB4516 

POB-1518 

POB4520 

POS4524 

6 

.8 

10 

1:2 
14 
1-6 

18 

20 

24 

price 

35"3:00 
527,00 

1,035.00 

1,391.00 

2.410.00 

:2,799,QO 
3,539.00 

187.00 

302,00 

429.00 

582.ao 

810.00 

!.251.00 

1.0-15,00 

1,985,00: 

2.583.00 

weight 
(LBS) 

7"1 
112 

254 

309 

482 

640 
710 

38 

54 
84 

l10 

143 

309 

397 

455 

crt 
qly. 

8 
8 

2 

2 

36 

27. 
12 

4 

~ 

i!er\'! 
code 

POB 1110 

POBHl2' 
POBll14 

POBlllO 

POBll18 

pq~l.l.;ZP: 
POBl124 

ship size 
code (IN) 

N 

N 

·8 

16 

18 

20 
24 

PO X FLG 90" (1;4) BEND 
POfB9004 4 

POFB9006 

POFB9DD8 
POFB901 0 

PQf!J9012 

POFB9014 

6 

.8 

10 

12 
14 

16 

..,P",O.".:2",2,-,'.:../2:..0.:,(.:..'I,.;.';:"6),.;.B..:E",,N:..D_==,...,.-=:-=t====l'=;= PO X FLG 45
0 

('/8) BEND 
FOB2204 :$lll.DD 22 36 POfBiI-.5.o4 : 4 

POB2206 

POS2200 
POB2210 

I-'Uli:iLI-L 

POB2214 

POB221:6 

POB2218 

POB-222G 

POB222A 

14 

T6 

18 

He!: ~'ICORPORATEI10_Lr~[[1 Y.D OQ~JJ" rif:;:' ;j~OCCC 

"A, 

166.00 34 24 POFB4506 6 

353.00 

.J6J.UU 

810,00 

1,224-0:0 

1.0-15.00 

-3.129.00 

69 

81 

162 

"177 

209 
m 

A55 

24 F-'OFB45tm 8 
12 POFB451O 10 

8 I-'()Fl:l4~U 12 

POFB4514 14 

4 POf!J45E N 16 

[All Fillin!,(s Supplied wilh Push-On Gasketsl 
N: Non·Slock Item 
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price 

${17-.00 
155.00 

23Q:OO 

336,00 

810.00 

1,30LOO 

1.045.00 

4,098.00 

242.00 

383:.00 
570.00 

716.00 

$-95..00 
204.00 

395.00 

6b',l-.W 

729,00 

weigh! 
(LBS) 

21 
32 

52 

79 

8!2 

113 

112 

209 

2~5 

315 

51 

74 

130 

lSB 
231 

233 

2] 

42 

60 
93 

122 

162 

275 

crt 
qly. 

60 

12 

4 

2 

24 

1.8.. 

16 

:16. 

4 

60. : 

36 

12 

8 

4 

Please colt for ovoilobilty "" 

.~"''''!J 
~ 

ivicVvane-Ol8174 



CX 2359-053

C153 Duciiie iron Compaci Push-On Fiitings 

item 
code 

ship si~e 
code (IN) price 

weigh! 
(LBS) 

crt 
qly. 

item 
code 

ship si= 
code (IN) price 

Price List 
COMPACT PUSH-ON 

weigh! 
(LBS) 

crt 
qly. 

r\ 
)-----\ 

UPL.09.02 

PO X FlG 221/2° (1/16) BEND PO X PE 111/4° (1/32) BEND ~ 
POFe.2204 

POFB2206 

.POfanOB 
POFB2210 

·POfB2212 

POFB2214 

POFB2216 

N 

N 

4 
6 

a 
10 

12 
14 

16 

$}40.00 
174.00 

24.7DO 
387.00 
655.00 

783.00 

l,026.00 

PO X FlG 11 114° {1/32} BEND 

: fQfqll 04 
POFBll06 

POFBII10 

'POfBii iz 
POFB1114 

POFBll16 

N 

N 

:4: 
6 

10 

ii 
14 

" 

PO X PE 90° (1/4) BEND 

P06P9004 
POBP9006 

1\1 

N 

:4: 
6 

PO X PE 45° (1/8) BEND 
POBP4504 

P06P450o 

;POBF4Soa 

174.00 

293,00 
378.00 

56'1jX3 
765.00 

1,026.00 

$225)).0 

230.00 

$99.00 

102.00 

255,QQ 

PO X PE 221/20 (1/16) BEND 

P"0!.W2206 

POBP2208 

N 

N 

6 

8 
$M9DIJ 

242.00 

25 48 
44 36 

90 12 

112 B 
174 

22B 

24 
30 

&1 
80 

94 

170 

21-8 

35 
50 

48 

36 

27 
12 

8 

80 

~ 
21 

38 

90 

~ 

57 

~ 

PCBP11D6 6 

POBPIIOS 8 

PO X HG ADAPTER 

POFi\06 6 

POF,lIJ:J8- 8 

POFA.l0 

·POF.~,12 
POF.!I, 1 ~ 

POFA IS 

'POFA2O: 

POFA24 

PO TEE 

POT0404, 
POT0601 

POT06D& 
POT080..:l. 

POT080& 

POT0808 

POT1004 

POT1006 

POTi008 

f'OTlOlO 

F9T1204 
POT1206 

f'0f'1:208 
P0T1210 

f'OH21z" 

POT1406 

:POTT4W" 

POT1412 

fOT"i414 

N 

10 

12 

!~ 

16; 
18 

N" 20' 

24 

BX6 

8x8 

IOx4 

IOx6 

10xl0 

12)(6 

12xlO 

t2x12 

N 14x6 

. N" }4:X10 

N 14x12 

14x"[4 

[All Fittings Supplied with Push-On Gaskets] 
~[: Non,Stock Item P[eme coli for ovoiiobiity 
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234.00 

$126.00 
217.00 

319.00 
3~ ~.oo 

621.00 
779.00 

POA 

'1'.475:00 

2.993.00 

55 

32 60 

5-2 36-
79 

82 

!! 3 

193 

226 
'264 

308 

8 

4 

$209-00 .46: 
238.00 
287,00 

.3..:1.0.00 

366.00 
434.00 

434.00 

595.00 

612.00 

599.00 

608.00 

778:00 

663.00 

854;00 

788.00 

878.'00 

882.00 

1,/'55.00 

58 
; 66-

9.3 

103 

109 

95 

129 

j 41 

145 

115 

164 

175 

'11'l3 

176 

195 
196 

:2:89 

He!: ~IICORPORI\TEi10 _r~[[l 

2'1 
·2A-

16 

18 

18 

18 

12 

6 
c 

; 12: 
8 

8 
4 

4 

Imorel 

ivicVvane-Ol8175 

PUBLIC

C153 Duciiie iron Compaci Push-On Fiitings 

item 
code 

ship si~e 
code (IN) price 

weigh! 
(LBS) 

crt 
qly. 

item 
code 

ship si= 
code (IN) price 

Price List 
COMPACT PUSH-ON 

weigh! 
(LBS) 

crt 
qly. 

r\ 
)-----\ 

UPL.09.02 

PO X FlG 221/2° (1/16) BEND PO X PE 111/4° (1/32) BEND ~ 
POFe.2204 

POFB2206 

.POfanOB 
POFB2210 

·POfB2212 

POFB2214 

POFB2216 

N 

N 

4 
6 

a 
10 

12 
14 

16 

$}40.00 
174.00 

24.7DO 
387.00 
655.00 

783.00 

l,026.00 

PO X FlG 11 114° {1/32} BEND 

: fQfqll 04 
POFBll06 

POFBII10 

'POfBii iz 
POFB1114 

POFBll16 

N 

N 

:4: 
6 

10 

ii 
14 

" 

PO X PE 90° (1/4) BEND 

P06P9004 
POBP9006 

1\1 

N 

:4: 
6 

PO X PE 45° (1/8) BEND 
POBP4504 

P06P450o 

;POBF4Soa 

174.00 

293,00 
378.00 

56'1jX3 
765.00 

1,026.00 

$225)).0 

230.00 

$99.00 

102.00 

255,QQ 

PO X PE 221/20 (1/16) BEND 

P"0!.W2206 

POBP2208 

N 

N 

6 

8 
$M9DIJ 

242.00 

25 48 
44 36 

90 12 

112 B 
174 

22B 

24 
30 

&1 
80 

94 

170 

21-8 

35 
50 

48 

36 

27 
12 

8 

80 

~ 
21 

38 

90 

~ 

57 

~ 

PCBP11D6 6 

POBPIIOS 8 

PO X HG ADAPTER 

POFi\06 6 

POF,lIJ:J8- 8 

POFA.l0 

·POF.~,12 
POF.!I, 1 ~ 

POFA IS 

'POFA2O: 

POFA24 

PO TEE 

POT0404, 
POT0601 

POT06D& 
POT080..:l. 

POT080& 

POT0808 

POT1004 

POT1006 

POTi008 

f'OTlOlO 

F9T1204 
POT1206 

f'0f'1:208 
P0T1210 

f'OH21z" 

POT1406 

:POTT4W" 

POT1412 

fOT"i414 

N 

10 

12 

!~ 

16; 
18 

N" 20' 

24 

BX6 

8x8 

IOx4 

IOx6 

10xl0 

12)(6 

12xlO 

t2x12 

N 14x6 

. N" }4:X10 

N 14x12 

14x"[4 

[All Fittings Supplied with Push-On Gaskets] 
~[: Non,Stock Item P[eme coli for ovoiiobiity 
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234.00 

$126.00 
217.00 

319.00 
3~ ~.oo 

621.00 
779.00 

POA 

'1'.475:00 

2.993.00 

55 

32 60 

5-2 36-
79 

82 

!! 3 

193 

226 
'264 

308 

8 

4 

$209-00 .46: 
238.00 
287,00 

.3..:1.0.00 

366.00 
434.00 

434.00 

595.00 

612.00 

599.00 

608.00 

778:00 

663.00 

854;00 

788.00 

878.'00 

882.00 

1,/'55.00 

58 
; 66-

9.3 

103 

109 

95 

129 

j 41 

145 

115 

164 

175 

'11'l3 

176 

195 
196 

:2:89 

He!: ~IICORPORI\TEi10 _r~[[l 

2'1 
·2A-

16 

18 

18 

18 

12 

6 
c 

; 12: 
8 

8 
4 

4 

Imorel 

ivicVvane-Ol8175 



CX 2359-054

Price List 
COMPACT PUSH-ON 

UPL.09.02 

i!e!'\"l 
code 

ship size 
code (IN) 

PO TEE (Con'!) 

POTl606 

POTl6OB 

POTI61O 

P0T1612 
POTl614 

POTl:6J£ 

[,OT],;312 

rOT1Bl4 

pOT"i'afci 
POTl818 

POT20DO 

POT2010 

1-'012012 

I-'UI1UI4 

POT.20l;6; 

POT2018 

fQT2Q2Q 
POT?40(\ 

POT2408 

POT24 I 0 

POT24ii 
POT2414 

POT241b 

POT24 I 8 

POT2A20 

POT2424 

PO X FLG TEE 
POfm~D'~ 

POFT060~ 

POFT(JW6 

POFT0804 

POFT0806 

POFT0808 

fQFUQQ4 

POFTl 006 

POFTW08 

N 

N 

16x6 

1678 
16xl0 

16x12 
16xl4 

16x16 

18xl8 

'N 20x6" 

N 20xlO 

20xl2 
N L'Ux14 

I~ 20xla 

.2~)x:2Q. 

74x6 

24x8 

N 24xlO 
. 24':<1'1' 
24xl4 

N 24:>::16 

24xl8 

N 24);20 

24x24 

8x4 

8:>::6 

8xS 

10;<4,; 

price 

1,377.00 

:1,58.aJ}O 

1,589.00 

1]28.00 

1,571.00 

2,273,00 

i ,625.00 

,110.00 

3,242.00 

1',845:00 

1,845.00 

1,&\OJJ:Q 

1,41U.UU 

3,050.0.0 

2,695.00 

;3:.9i:\-!i,C~,) 

?_447.[JO 

4026.00 

2,510,00 

3,48'i ,0:0 

2,846.00 

2,972.00 

3,113,00 

3,297,00 

4,641.00 

. $218:00 

266,00 

298.00 

357.00 

404.00 

480.00 

4!4-'oQ 

weight 
(LBS) 

231 

265 

232 

300 
349 

261 

348 

325 
344 

344 

342 

362 
377 

355 

369 

42b 

464 

539 

492 

478 
541 
542 

566 

593 

628 

884 

crt 
qly. 

2 
4 

4 

4 

2 

~ .. I ___ C.-I~ 
42 

59 
67 
79 

85 

105 

97 

102 

1,28 

2"1 

2-1 
24 
18 

18 

18 

)$. 

3 

Imorel 

C153 Duciiie iron Compaci Push· On Fiiiings 

i!er\'! 
code 

ship size 
code (IN) 

PO X FLG TEE (Con'!) 

POFTl 01 0 

POfH204 
POFTl206 

P0fT12il8 
POFTl210 

POFH2J2 

POFTl406 

POFTl41O 

POfTl:412 

POFTl414 
pomw, 
POFTl608 

POFHolO 

POFTl612 

POfTl:614 

POFTl616 

POfH806 
P0FT1808 

POFT1814 

POFHSl6 

POFT2006 

poft2oi6 
POFT2014 

POfT2010 

POFT2018 

1-'01"12406 

POFT2408 

P()FT241-(i 

POFT2412 

PORY.HA 

POFT2416 

N 

10xlO 

1z,t.:l. 

12x6 

12x8 
12xlO 

l:2xl2 

t~ 14xlO 

N 1;4)(12 

16xS 

N 1:6;;;10' 

16x12 

N 4 

16xlb 

J6x6 
18x8 

18x14 

N 18;>(16 

N 20x6 

Ii 2Oxi6' 
N 20xl4 

N 20x16 
N 20x18 

24)(6 

N 24X8 

N 24x12 

N 'i'4xU 

N 24xl6 

price 

701 .00 

6QJ:DO 

672.00 

672.00 
689.00 

1.0:61.00 

107.00 

1,733.00 

1."485::00 

1 A4S.o0 

1,598.00 

1,,505.,00 
1,595.00 

1 ,965.00 

2,10Q.00 

1,705.00 

:t':l'dd.oo 
2,370.00 

2,4-90:,00 

POA 

2j'll:Hi.UQ 

POA 

2A57-.cu) 

2,641 00 

?JBFH1fl 

2914.00 

weigh! 
(LBS) 

165 

125 
135 

155 
142 

2W 

246 

321 

236 
269 

330 
348 

342 
355 

3eD 
319 

393 

420 

341 

420 
474 

498 
528 

:::'1:2 

594 

503 

:'i"ll 

555 

crt 
qly. 

8 
-12 

8 

8 
4 

4 

8 

4 

4 

[All Fillin!,(s Supplied wilh Push-On Gasketsl 

He J: -:>,1 CORPORATE 110.L r~[[ I Y.D _OQ ~JJ" r-'.':;:, ;j~ 'Lee 
"A, 
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.~"''''!J 
~ 

ivicVvane-Ol8176 

PUBLIC

Price List 
COMPACT PUSH-ON 

UPL.09.02 

i!e!'\"l 
code 

ship size 
code (IN) 

PO TEE (Con'!) 

POTl606 

POTl6OB 

POTI61O 

P0T1612 
POTl614 

POTl:6J£ 

[,OT],;312 

rOT1Bl4 

pOT"i'afci 
POTl818 

POT20DO 

POT2010 

1-'012012 

I-'UI1UI4 

POT.20l;6; 

POT2018 

fQT2Q2Q 
POT?40(\ 

POT2408 

POT24 I 0 

POT24ii 
POT2414 

POT241b 

POT24 I 8 

POT2A20 

POT2424 

PO X FLG TEE 
POfm~D'~ 

POFT060~ 

POFT(JW6 

POFT0804 

POFT0806 

POFT0808 

fQFUQQ4 

POFTl 006 

POFTW08 

N 

N 

16x6 

1678 
16xl0 

16x12 
16xl4 

16x16 

18xl8 

'N 20x6" 

N 20xlO 

20xl2 
N L'Ux14 

I~ 20xla 

.2~)x:2Q. 

74x6 

24x8 

N 24xlO 
. 24':<1'1' 
24xl4 

N 24:>::16 

24xl8 

N 24);20 

24x24 

8x4 

8:>::6 

8xS 

10;<4,; 

price 

1,377.00 

:1,58.aJ}O 

1,589.00 

1]28.00 

1,571.00 

2,273,00 

i ,625.00 

,110.00 

3,242.00 

1',845:00 

1,845.00 

1,&\OJJ:Q 

1,41U.UU 

3,050.0.0 

2,695.00 

;3:.9i:\-!i,C~,) 

?_447.[JO 

4026.00 

2,510,00 

3,48'i ,0:0 

2,846.00 

2,972.00 

3,113,00 

3,297,00 

4,641.00 

. $218:00 

266,00 

298.00 

357.00 

404.00 

480.00 

4!4-'oQ 

weight 
(LBS) 

231 

265 

232 

300 
349 

261 

348 

325 
344 

344 

342 

362 
377 

355 

369 

42b 

464 

539 

492 

478 
541 
542 

566 

593 

628 

884 

crt 
qly. 

2 
4 

4 

4 

2 

~ .. I ___ C.-I~ 
42 

59 
67 
79 

85 

105 

97 

102 

1,28 

2"1 

2-1 
24 
18 

18 

18 

)$. 

3 

Imorel 

C153 Duciiie iron Compaci Push· On Fiiiings 

i!er\'! 
code 

ship size 
code (IN) 

PO X FLG TEE (Con'!) 

POFTl 01 0 

POfH204 
POFTl206 

P0fT12il8 
POFTl210 

POFH2J2 

POFTl406 

POFTl41O 

POfTl:412 

POFTl414 
pomw, 
POFTl608 

POFHolO 

POFTl612 

POfTl:614 

POFTl616 

POfH806 
P0FT1808 

POFT1814 

POFHSl6 

POFT2006 

poft2oi6 
POFT2014 

POfT2010 

POFT2018 

1-'01"12406 

POFT2408 

P()FT241-(i 

POFT2412 

PORY.HA 

POFT2416 

N 

10xlO 

1z,t.:l. 

12x6 

12x8 
12xlO 

l:2xl2 

t~ 14xlO 

N 1;4)(12 

16xS 

N 1:6;;;10' 

16x12 

N 4 

16xlb 

J6x6 
18x8 

18x14 

N 18;>(16 

N 20x6 

Ii 2Oxi6' 
N 20xl4 

N 20x16 
N 20x18 

24)(6 

N 24X8 

N 24x12 

N 'i'4xU 

N 24xl6 

price 

701 .00 

6QJ:DO 

672.00 

672.00 
689.00 

1.0:61.00 

107.00 

1,733.00 

1."485::00 

1 A4S.o0 

1,598.00 

1,,505.,00 
1,595.00 

1 ,965.00 

2,10Q.00 

1,705.00 

:t':l'dd.oo 
2,370.00 

2,4-90:,00 

POA 

2j'll:Hi.UQ 

POA 

2A57-.cu) 

2,641 00 

?JBFH1fl 

2914.00 

weigh! 
(LBS) 

165 

125 
135 

155 
142 

2W 

246 

321 

236 
269 

330 
348 

342 
355 

3eD 
319 

393 

420 

341 

420 
474 

498 
528 

:::'1:2 

594 

503 

:'i"ll 

555 

crt 
qly. 

8 
-12 

8 

8 
4 

4 

8 

4 

4 
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CX 2359-055

C153 Duciiie iron Compaci Push-On Fiitings 

item 
code 

ship si~e 
code (IN) 

PO X Sy"iiVEl TEE 
POTH0606 

POTH0806 

· POTHQ808 

POTH1006 
· POIHlDbt! 

POTH1206 

POTH120S 

POTHI406 

; P9Tti16()? 
POTHI608 

; PQTHj3Qo 

POTH1808 

· PQJH2000 
POTH2406 

PO LATERAL 

6;.:6 

8x6 

N'" 8x8 

N 

N 

N 

12x6 

12XB 

14x6 

16x8 

1'4;,; 1.8x6 

}'q~q4Q4.; ~1; 

POL0604 

.POl060L 

POl0804 

· rOLOa06" 
POl080S 

FOl1004 

POLl 006 

POL10Q8 

POll OiG 

fOU204 

POL1206 

N 

N 

,~ 

i'-i 

6x4 

8X4 

8X6 
8x8 

10:':6 

1DxB 

lOxlO 

I~ 12)\6 

N 12xlO 

:f2~\{2: :: 
N 14:.:6 

N 14m 
N 14xlO 

price 

$2'18.00 
425.00 

689.00 

672.00 

909.00 

1,p3:1,,09 
1,314.00 

lJ40.D0 

i .620.00 

2.000,00 
2,7::;6.00 

423.00 

52:2-00 

523.00 

72Loo 
860.00 
599.00 

655.00 

fl80DO 

723.00 

1 003.00 

1..l0:1:.00 

weigh! 
(LBS) 

100 

162 

158 

202 

229 

292 

348 

324 

400 

.52::; 

76 

88-

89 

125 

141 

151 

US 

200 

1-7-5 
201 

224 

crt 
qly. 

18 

8 

2 

43 

8 

8 

8 

8 

4 

item 
code 

PO X PE TEE 
POPTOl06 
POPT0806 

"POPI120.5: . 

PO CROSS 

oPOX04U4 
POX0604 

:FQXQ60.6 " 
POX0804 

POX10[14 

POXI006 

POX:lOOO 

POXlOlO 

POX-121J8 

POXI210 

'POX;J2l2 

POXI406 

'POXT408 " 

POX1410 

POX-l11::2 
POX1414 

-POX-1606 

POXI608 

FQXJ610 
POXI612 

f'OX,161-4 

POX1616 

rOX2424 

ship si= 
code (IN) 

6x6 

8x6 

12x6 

8_x8 

N 10:.:4 

N 10:.:6 

N IOx8 

N lOxlO 

12x-S 

N 12XlO 

; N'; 12x12 

N 14x6 
. N" T4x:g 

N !4xl0 

H Hx12 
[\! 14yU 

N 

N 

16)(-6 

16x8 

t$.xl0 
N 16xl2 

N 

~~ 16",16 

; W 24x24 

Price List 
COMPACT PUSH-ON 

price 

$275.00 
420.00 

595:00 

cf>H,5,OO 
315.00 

51.9,00 
557.00 

POA 

825.00 

POA 

1.105.00 

85-1.00 

918.00 

999;00 

1,076.00 

1~2T 5.'00 

1,053.00 

1,1:5~.!XJ 

1,206.00 

, ,2.33-.00 

1,449.00 

),427.00 
POA 

POA 

POA 

'rOA 

weigh! 
(LBS) 

80 

; 5-6-
69 

.8J 
i i 7 

128 

116 

159 

165 

197 

195 
;24,1 

189 

"204 

222 

239 
270 

323 
:268 
274 

317 
1:1>'8 :: 

crt 
qly. 

8 

j,2-

12 

8 

UPL.09.02 

--I"Til 

POll 210 

:'poLL2iit 
POLl 406 

POll 408 

POLl 410 

fOU414 

r'ULI606 

POL1600 

N '14XJ4 

1.199.00 

i)335.00 
1,062.00 

l.148.00 
1,463.00 

2,l3{3.00 

1,26~.oU 

1,668,00 

240 
28:9 
236 

255 
325 

475 

2b 1 

304 

PO SiviAi.i. END BEll (SEBj REDUCER LlllJ 

P()Ll612 

P0L1616 

N 

N 

16:.:6 

1\1 16X12 1,557.00 

lJHJOO 

-346 

·38:0 

'PORS0604: . 

PORS0806 
PORS-12G6 

PORS! 208 

. N" 6.x4 

N 

N 

N 

8x6 

12x~ 

12x8 

[All Fittings Supplied with Push-On Gaskets] 
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C153 Duciiie iron Compaci Push-On Fiitings 

item 
code 

ship si~e 
code (IN) 

PO X Sy"iiVEl TEE 
POTH0606 

POTH0806 

· POTHQ808 

POTH1006 
· POIHlDbt! 

POTH1206 

POTH120S 

POTHI406 

; P9Tti16()? 
POTHI608 

; PQTHj3Qo 

POTH1808 

· PQJH2000 
POTH2406 

PO LATERAL 

6;.:6 

8x6 

N'" 8x8 

N 

N 

N 

12x6 

12XB 

14x6 

16x8 

1'4;,; 1.8x6 

}'q~q4Q4.; ~1; 

POL0604 

.POl060L 

POl0804 

· rOLOa06" 
POl080S 

FOl1004 

POLl 006 

POL10Q8 

POll OiG 

fOU204 

POL1206 

N 

N 

,~ 

i'-i 

6x4 

8X4 

8X6 
8x8 

10:':6 

1DxB 

lOxlO 

I~ 12)\6 

N 12xlO 

:f2~\{2: :: 
N 14:.:6 

N 14m 
N 14xlO 

price 

$2'18.00 
425.00 

689.00 

672.00 

909.00 

1,p3:1,,09 
1,314.00 

lJ40.D0 

i .620.00 

2.000,00 
2,7::;6.00 

423.00 

52:2-00 

523.00 

72Loo 
860.00 
599.00 

655.00 

fl80DO 

723.00 

1 003.00 

1..l0:1:.00 

weigh! 
(LBS) 

100 

162 

158 

202 

229 

292 

348 

324 

400 

.52::; 

76 

88-

89 

125 

141 

151 

US 

200 

1-7-5 
201 

224 

crt 
qly. 

18 

8 

2 

43 

8 

8 

8 

8 

4 

item 
code 

PO X PE TEE 
POPTOl06 
POPT0806 

"POPI120.5: . 

PO CROSS 

oPOX04U4 
POX0604 

:FQXQ60.6 " 
POX0804 

POX10[14 

POXI006 

POX:lOOO 

POXlOlO 

POX-121J8 

POXI210 

'POX;J2l2 

POXI406 

'POXT408 " 

POX1410 

POX-l11::2 
POX1414 

-POX-1606 

POXI608 

FQXJ610 
POXI612 

f'OX,161-4 

POX1616 

rOX2424 

ship si= 
code (IN) 

6x6 

8x6 

12x6 

8_x8 

N 10:.:4 

N 10:.:6 

N IOx8 

N lOxlO 

12x-S 

N 12XlO 

; N'; 12x12 

N 14x6 
. N" T4x:g 

N !4xl0 

H Hx12 
[\! 14yU 

N 

N 

16)(-6 

16x8 

t$.xl0 
N 16xl2 

N 

~~ 16",16 

; W 24x24 

Price List 
COMPACT PUSH-ON 

price 

$275.00 
420.00 

595:00 

cf>H,5,OO 
315.00 

51.9,00 
557.00 

POA 

825.00 

POA 

1.105.00 

85-1.00 

918.00 

999;00 

1,076.00 

1~2T 5.'00 

1,053.00 

1,1:5~.!XJ 

1,206.00 

, ,2.33-.00 

1,449.00 

),427.00 
POA 

POA 

POA 

'rOA 

weigh! 
(LBS) 

80 

; 5-6-
69 

.8J 
i i 7 

128 

116 

159 

165 

197 

195 
;24,1 

189 

"204 

222 

239 
270 

323 
:268 
274 

317 
1:1>'8 :: 

crt 
qly. 

8 

j,2-

12 

8 

UPL.09.02 

--I"Til 

POll 210 

:'poLL2iit 
POLl 406 

POll 408 

POLl 410 

fOU414 

r'ULI606 

POL1600 

N '14XJ4 

1.199.00 

i)335.00 
1,062.00 

l.148.00 
1,463.00 

2,l3{3.00 

1,26~.oU 

1,668,00 

240 
28:9 
236 

255 
325 

475 

2b 1 

304 

PO SiviAi.i. END BEll (SEBj REDUCER LlllJ 

P()Ll612 

P0L1616 

N 

N 

16:.:6 

1\1 16X12 1,557.00 

lJHJOO 

-346 

·38:0 

'PORS0604: . 

PORS0806 
PORS-12G6 

PORS! 208 

. N" 6.x4 

N 

N 

N 

8x6 

12x~ 

12x8 

[All Fittings Supplied with Push-On Gaskets] 
~I: Non-Stock Item Pleme call for ovoilobilty 
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. 45: 

44 

58 

81 
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CX 2359-056

Price List 
COMPACT PUSH-ON 

UPL.09.02 

i!e!'\"l 
code 

ship size 
code (IN) price 

PO REDUCER (CONCENTRIC) 

POR0604 

POR0804 

PQRQ806 

POR1004 

PORl-D06 

POR1008 

POR1204 

POR1206 

PORl-2D8 

POR1210 

PQRl406. 

POR1408 

POR1-4W 
POR1412 

I:-'Oril-606 

PORI 60S 

POPi6i2 

POR16!A 
POR1ROR 

POR181:0 

POR1812 

PORJ:s-I-4 

POR1816 

POR2Dl'G 

POR2012 

PQR20-r4 
POR2016 

POR20t8 

POR2t! 12 

POR241-4 

POR2416 

PQR4'4-):El: 
POR2420 

6x4 

8,4 

81<0 

1Ox.4 

10x.8 

12X4 

12xl0 

N iAX-Q,; 

N 14x8 

N 

'" 

14xl2 

1:6X6. .. 

16x8 

N M:>:JA 

N lRxR 

N 18;;;10 

N 18xl2 

N 18x14 

N 18xl6 

N ;20x'IO; 

N 20xl2 

N '20x14' 
i'J 20xl6 

!':! 20>:18 

2t!x12 

24xl6 

:KI 
N 24x20 

$142.00 

198.00 

210.00 

225.00 

361.00 

3W.GO 

378.00 

351.00 

451.00 

378,00 
383.00 

392:00 
468.00 

1.16.00 

743.00 

';;'2600 

710_00 

755.00 

835.00 

-L085JlO 

1,010.00 

900:00 

1,025.00 

U6,s,CO 

1,250.00 

-!.24(JJ10 

1,292,00 

1,995.00 

;2,04~·qO 

2,210,00 

PO TAPPED CROSS (2" TAP ONLY) 

POX0404T N 
POX0606T 

fQXOsOOT 
POX10IOT 

POXI-:">,I·::!! 

N 

:N. 
N 

6 

.8 
10 

215.00 

29H!o 
329.00 

weight 
(LBS) 

23 

49 

52: 
53 

84 

55 
89 

96 
82 

84 
85 

87 
104 

144 

141 

0139 
149 

151 
167 

217 

202 

lSO 

205 

233 
250 

248 

337 

340 

390 

421 

crt 
qly. 

50 

48 

48 

18 

18 

18 

12 

4 

4 

[un 
38 

59 
72 

I Ti IH _,i ullduid i U[) _,i/H i, ?" IW--I_ n)1 ()111HI 'MH~ lJiHU_,t-O U)ll

I tact star"' Pipe Products. Taps other than 2" NPT are special 
I order, non-cancellable &. non-refundable. 
, 

C153 Duciiie iron Compaci Push· On Fiiiings 

i!er\'! 
code 

ship size 
code (IN) 

PO X FLG REDUCER 

POFR0403 

POFR0604 

POFR0804 

POFR0806 

PGFR100"1-

POFR1006 

POFRlO08 

POFR1204 

POFR1206 

POFR120S 

POF;RJZ10 
POFR1406 

POF:Rl408 

POFR141O 

~Of.-J:;:.!412 

POFRl606 

P()FRibl0 

PO~R1012 

POFR1 (-, 14 

POfRI808 

POFR181O 

POFR1812 

POFR1814 

f'OFRl8:16 

POFR2010 

PQr:R20]4 
POFR2016 

POf'R2412 

POFR2~ 1 ~ 

N 4i3 

"4 
S-x4 
8x.6 

IOx6 

Wi<:8 

12x6 

12x8 

N 1:2);:10 
N 14x6 

No 14m 
N 14xlO 

N 1:4X!:l . 

N 16x6 

'" 
'" 16\'10 

N ]:6:<;12 

N 16x14 

N 18;;;8 

N 18xlO 

N 1-Bi12 

N 18xl4 

N' 1'8x16 ; 

N 20xlO 

i'J 20xl6 

i'! 24-)(12 

~! 2t!xH 

"' 

price 

$16{.oO 

196.00 

2:47.00 
234.00 

306.00 

332~OO 

320.00 

404.00 

545;00 
576.00 

5-72,00 

648.00 

~c;ZDO 

635.00 

774_00 

88Z00 
785_00 

875~OO 

1.075.00 

1.17(1-.00 

1,230.00 

1- ;l70'.OO 

1,245.00 

T,'3W.OO 
1,376.00 

1.-654~OO 

PO,A. 

PO TEE - TAPPED (2" TAP ONLY) 

POT06T 

POTOsT. .. 
POTl OT 

POfl2T .. · 

N 

N 

185.00 

26TOO 
299,00 

weigh! 
(LBS) 

23 

32 

46 

47 

55 

59 

61 

78 

86 
91 

9:5 
121 

128 

127 

144 

133 
iLr:l 

158 

172 
196 

157 
175 

21-5 

234 

246 

234 

249 
272 

26:2 

315 

59 
72 

92 

crt 
qly. 

16 

16 
16 

12 

18 

8 

8 

24 

:1.5 

I TiIH ~iUllduld iUll "i/H i~?" I~PT_ FUI uiilHI ~i!H_' piHU"H UJll

I tacl star"' Pipe Products. Taps other than 2" NPT are special 
I order, non-cancellable & non-refundable. 
, 

[All Fillin!,(s Supplied wilh Push-On Gasketsl 

He J: ~'I CORPORATE 110.L r~[[ I Y.D _OQ ~JJ" r-' /:;:, ;j~ 'Lee 
"A, 

Page 56 

Confidential 

N: Non-Stock Item Please coil for ovoilobilty "" 

.~"''''!J 
~ 

ivicVvane-Ol8178 

PUBLIC

Price List 
COMPACT PUSH-ON 

UPL.09.02 

i!e!'\"l 
code 

ship size 
code (IN) price 

PO REDUCER (CONCENTRIC) 

POR0604 

POR0804 

PQRQ806 

POR1004 

PORl-D06 

POR1008 

POR1204 

POR1206 

PORl-2D8 

POR1210 

PQRl406. 

POR1408 

POR1-4W 
POR1412 

I:-'Oril-606 

PORI 60S 

POPi6i2 

POR16!A 
POR1ROR 

POR181:0 

POR1812 

PORJ:s-I-4 

POR1816 

POR2Dl'G 

POR2012 

PQR20-r4 
POR2016 

POR20t8 

POR2t! 12 

POR241-4 

POR2416 

PQR4'4-):El: 
POR2420 

6x4 

8,4 

81<0 

1Ox.4 

10x.8 

12X4 

12xl0 

N iAX-Q,; 

N 14x8 

N 

'" 

14xl2 

1:6X6. .. 

16x8 

N M:>:JA 

N lRxR 

N 18;;;10 

N 18xl2 

N 18x14 

N 18xl6 

N ;20x'IO; 

N 20xl2 

N '20x14' 
i'J 20xl6 

!':! 20>:18 

2t!x12 

24xl6 

:KI 
N 24x20 

$142.00 

198.00 

210.00 

225.00 

361.00 

3W.GO 

378.00 

351.00 

451.00 

378,00 
383.00 

392:00 
468.00 

1.16.00 

743.00 

';;'2600 

710_00 

755.00 

835.00 

-L085JlO 

1,010.00 

900:00 

1,025.00 

U6,s,CO 

1,250.00 

-!.24(JJ10 

1,292,00 

1,995.00 

;2,04~·qO 

2,210,00 

PO TAPPED CROSS (2" TAP ONLY) 

POX0404T N 
POX0606T 

fQXOsOOT 
POX10IOT 

POXI-:">,I·::!! 

N 

:N. 
N 

6 

.8 
10 

215.00 

29H!o 
329.00 

weight 
(LBS) 

23 

49 

52: 
53 

84 

55 
89 

96 
82 

84 
85 

87 
104 

144 

141 

0139 
149 

151 
167 

217 

202 

lSO 

205 

233 
250 

248 

337 

340 

390 

421 

crt 
qly. 

50 

48 

48 

18 

18 

18 

12 

4 

4 

[un 
38 

59 
72 

I Ti IH _,i ullduid i U[) _,i/H i, ?" IW--I_ n)1 ()111HI 'MH~ lJiHU_,t-O U)ll

I tact star"' Pipe Products. Taps other than 2" NPT are special 
I order, non-cancellable &. non-refundable. 
, 

C153 Duciiie iron Compaci Push· On Fiiiings 

i!er\'! 
code 

ship size 
code (IN) 

PO X FLG REDUCER 

POFR0403 

POFR0604 

POFR0804 

POFR0806 

PGFR100"1-

POFR1006 

POFRlO08 

POFR1204 

POFR1206 

POFR120S 

POF;RJZ10 
POFR1406 

POF:Rl408 

POFR141O 

~Of.-J:;:.!412 

POFRl606 

P()FRibl0 

PO~R1012 

POFR1 (-, 14 

POfRI808 

POFR181O 

POFR1812 

POFR1814 

f'OFRl8:16 

POFR2010 

PQr:R20]4 
POFR2016 

POf'R2412 

POFR2~ 1 ~ 

N 4i3 

"4 
S-x4 
8x.6 

IOx6 

Wi<:8 

12x6 

12x8 

N 1:2);:10 
N 14x6 

No 14m 
N 14xlO 

N 1:4X!:l . 

N 16x6 

'" 
'" 16\'10 

N ]:6:<;12 

N 16x14 

N 18;;;8 

N 18xlO 

N 1-Bi12 

N 18xl4 

N' 1'8x16 ; 

N 20xlO 

i'J 20xl6 

i'! 24-)(12 

~! 2t!xH 

"' 

price 

$16{.oO 

196.00 

2:47.00 
234.00 

306.00 

332~OO 

320.00 

404.00 

545;00 
576.00 

5-72,00 

648.00 

~c;ZDO 

635.00 

774_00 

88Z00 
785_00 

875~OO 

1.075.00 

1.17(1-.00 

1,230.00 

1- ;l70'.OO 

1,245.00 

T,'3W.OO 
1,376.00 

1.-654~OO 

PO,A. 

PO TEE - TAPPED (2" TAP ONLY) 

POT06T 

POTOsT. .. 
POTl OT 

POfl2T .. · 

N 

N 

185.00 

26TOO 
299,00 

weigh! 
(LBS) 

23 

32 

46 

47 

55 

59 

61 

78 

86 
91 

9:5 
121 

128 

127 

144 

133 
iLr:l 

158 

172 
196 

157 
175 

21-5 

234 

246 

234 

249 
272 

26:2 

315 

59 
72 

92 

crt 
qly. 

16 

16 
16 

12 

18 

8 

8 

24 

:1.5 

I TiIH ~iUllduld iUll "i/H i~?" I~PT_ FUI uiilHI ~i!H_' piHU"H UJll

I tacl star"' Pipe Products. Taps other than 2" NPT are special 
I order, non-cancellable & non-refundable. 
, 

[All Fillin!,(s Supplied wilh Push-On Gasketsl 

He J: ~'I CORPORATE 110.L r~[[ I Y.D _OQ ~JJ" r-' /:;:, ;j~ 'Lee 
"A, 
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N: Non-Stock Item Please coil for ovoilobilty "" 

.~"''''!J 
~ 
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CX 2359-057

C153 Duciiie iron Compaci Push-On Fiitings 

item 
code 

ship si~e 
code (IN) 

PO PLUG - SOUD 
POP04 

POP06 

POPOS 

POPlO 

POP12 

POP14 

;POF16 

POP1S 

POP20 
POP24 

.4 
6 

B 

10 

12 

14 

1? 
18 

20 
24 

PO PLUG - TAPPED (2" TAP) 

;PQPQ4T 
POP06T 

POP1OT 
. POPl2T 

POP14T 
. FOF16T 

POP1ST 

POP2OT 

POP24T 

N 

N 

N 

:4 
6 

R 

10 

i? 
14 
g 

18 

20 

24 

price 

.$S;LQO 

8~.OO 

153.00 

185.00 

529.00 

W~,{)Q 

POA 

FOA 
1,724.00 

}9~.oq 
12.5.00 

193.00 

225.00 
POA 

663.00 
POA 

ROA 

1.804.00 

weigh! 
(LBS) 

10 

18 

25 

34 

45 

74 

86 
120 

145 
204 

1 
10 

lR 

?;' 

34 

45 

74 

86 

120 

14:5 

204 

crt 
qly. 

100 

80 

80 

45 

45 

4 

r 
l.qo,; 
RCJ 

9A 

45 

45 

8 

4 

item 
code 

ship si= 
code (IN) 

PO CAP - SOUD 
POG04 

POC06 

P()C08 
POC":lO 

poe12 

POC":14 

POC16 
POC1S 
;ROG20 

POC24 

N 

N 
; N,; 

.4 
6 

8 
10 

1) 

14 

1,6; 

18 

20 
24 

PO CAP - TAPPED (2" TAP) 
POC04T 

rOC06T 

POClOT 

'POCJ2T: 
POC14T 

"POC16T 
POC1ST 

POC20T: 

POC24T 

N 

N 

N 

4 

6 

10 

1'7 
14 

1'6 

18 

20 
24 

Price List 
COMPACT PUSH-ON 

price 

$6.3.00 
87.00 

704.00 

249.00 

POA 

7;89-00 

POA 

;FOA 

.00 

$1:03.00 

127.00 

!;ov.vv 

244.00 

289.00 

POA 

920:00 
POA 

POA 

.00 

weigh! 
(LBS) 

i 
'1 

18 

25 
14 

.45 

70 

; 98: 

120 

;150 

216 

! 
'1 

18 

34 
. 45: 

70 

120 

150 

216 

crt 
qly. 

UPL.09.02 

i r 
100 

; 12 

4 

! 
F 

100 

64 

60 
. 24: 

4 

Ii tTahcct;st~t~on,~.Gp',.odetap~O'diZuCcit3, 2. T"oC"0'P:'oFtOh'e~ttrh'Co'n3:2·Z':N;.PPTICo:eS~oCeocn,-01 ! TnF' d("1nri(yri i("1n d7F' k 'J" I\lPT Fm ,..,inN ~i7F'~ pieose con-
, , , 0' , 0 I I ta~t-Sta~'Pi~~ P~o-d-Ccts~ Taps 'othe~ t'h~n- 2'~ NPT are special 

I order. non-~ancellable & n~n-refundable. . I I order, non-cancellable & non-refundable. 
L� ______________________________ ~I L' ______________________________ ~ 

PUSH ON TRANS!T!ON Gft.SKET 
POGAST04 

rOGASTOo 

:POGA,STQo 

POGAST10 

:'POGAsti:2 

4 

6 

10 

i!2 

$3G.OO 
30.00 

66.00 

81.00 

no,OO 

.6 

.9 

PUSH ON GASKET 
POGASiJ4 

rOGAS06 

:F'OGAS08: 

POGAS10 
:podAS}i: 
POGAS14 

POGAS,16 

POGAS18 

POGAS20 

POGAS24 

4 

6 

3: 

10 

f2 
14 

16 

18 

20 
24 

[All Fittings Supplied with Push-On Gaskets] 
~I: Non·Stock Item Pleme call for ovoilobilty 
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10.50 

:l.JDG 

23.00 

:25;00 

47.00 

54.00 

78.00 
82,00 

88.00 

.4 

.6 

J 

.9 

1 

1.3 

1.45 

3.32 

3.55 

4.4 

He!: ~IICORPORI\TEI10 .r~[[1 

102 

60 

: 43. 

35 

: '24: 

10 

JG 

10 

10: 
5 

ivicVvane-Ol8179 

PUBLIC

C153 Duciiie iron Compaci Push-On Fiitings 

item 
code 

ship si~e 
code (IN) 

PO PLUG - SOUD 
POP04 

POP06 

POPOS 

POPlO 

POP12 

POP14 

;POF16 

POP1S 

POP20 
POP24 

.4 
6 

B 

10 

12 

14 

1? 
18 

20 
24 

PO PLUG - TAPPED (2" TAP) 

;PQPQ4T 
POP06T 

POP1OT 
. POPl2T 

POP14T 
. FOF16T 

POP1ST 

POP2OT 

POP24T 

N 

N 

N 

:4 
6 

R 

10 

i? 
14 
g 

18 

20 

24 

price 

.$S;LQO 

8~.OO 

153.00 

185.00 

529.00 

W~,{)Q 

POA 

FOA 
1,724.00 

}9~.oq 
12.5.00 

193.00 

225.00 
POA 

663.00 
POA 

ROA 

1.804.00 

weigh! 
(LBS) 

10 

18 

25 

34 

45 

74 

86 
120 

145 
204 

1 
10 

lR 

?;' 

34 

45 

74 

86 

120 

14:5 

204 

crt 
qly. 

100 

80 

80 

45 

45 

4 

r 
l.qo,; 
RCJ 

9A 

45 

45 

8 

4 

item 
code 

ship si= 
code (IN) 

PO CAP - SOUD 
POG04 

POC06 

P()C08 
POC":lO 

poe12 

POC":14 

POC16 
POC1S 
;ROG20 

POC24 

N 

N 
; N,; 

.4 
6 

8 
10 

1) 

14 

1,6; 

18 

20 
24 

PO CAP - TAPPED (2" TAP) 
POC04T 

rOC06T 

POClOT 

'POCJ2T: 
POC14T 

"POC16T 
POC1ST 

POC20T: 

POC24T 

N 

N 

N 

4 

6 

10 

1'7 
14 

1'6 

18 

20 
24 

Price List 
COMPACT PUSH-ON 

price 

$6.3.00 
87.00 

704.00 

249.00 

POA 

7;89-00 

POA 

;FOA 

.00 

$1:03.00 

127.00 

!;ov.vv 

244.00 

289.00 

POA 

920:00 
POA 

POA 

.00 

weigh! 
(LBS) 

i 
'1 

18 

25 
14 

.45 

70 

; 98: 

120 

;150 

216 

! 
'1 

18 

34 
. 45: 

70 

120 

150 

216 

crt 
qly. 

UPL.09.02 

i r 
100 

; 12 

4 

! 
F 

100 

64 

60 
. 24: 

4 

Ii tTahcct;st~t~on,~.Gp',.odetap~O'diZuCcit3, 2. T"oC"0'P:'oFtOh'e~ttrh'Co'n3:2·Z':N;.PPTICo:eS~oCeocn,-01 ! TnF' d("1nri(yri i("1n d7F' k 'J" I\lPT Fm ,..,inN ~i7F'~ pieose con-
, , , 0' , 0 I I ta~t-Sta~'Pi~~ P~o-d-Ccts~ Taps 'othe~ t'h~n- 2'~ NPT are special 

I order. non-~ancellable & n~n-refundable. . I I order, non-cancellable & non-refundable. 
L� ______________________________ ~I L' ______________________________ ~ 

PUSH ON TRANS!T!ON Gft.SKET 
POGAST04 

rOGASTOo 

:POGA,STQo 

POGAST10 

:'POGAsti:2 

4 

6 

10 

i!2 

$3G.OO 
30.00 

66.00 

81.00 

no,OO 

.6 

.9 

PUSH ON GASKET 
POGASiJ4 

rOGAS06 

:F'OGAS08: 

POGAS10 
:podAS}i: 
POGAS14 

POGAS,16 

POGAS18 

POGAS20 

POGAS24 

4 

6 

3: 

10 

f2 
14 

16 

18 

20 
24 

[All Fittings Supplied with Push-On Gaskets] 
~I: Non·Stock Item Pleme call for ovoilobilty 
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10.50 

:l.JDG 

23.00 

:25;00 

47.00 

54.00 

78.00 
82,00 

88.00 

.4 

.6 

J 

.9 

1 

1.3 

1.45 

3.32 

3.55 

4.4 

He!: ~IICORPORI\TEI10 .r~[[1 

102 

60 

: 43. 

35 

: '24: 

10 

JG 

10 

10: 
5 
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CX 2359-058

tiOTES: 

""A 

Page 58 
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PUBLIC

tiOTES: 

""A 
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CX 2359-059

,FJmi Cll0 Di FLANGED FiTTiNGS 
'-. -,,-~-,,--,I ANSiiAWWA CiiOiA2liO 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8181 

PUBLIC

,FJmi Cll0 Di FLANGED FiTTiNGS 
'-. -,,-~-,,--,I ANSiiAWWA CiiOiA2liO 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8181 



CX 2359-060

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

C r----... , , 
'- , 
" 

, , 
'....J L 

A. 
~ \ 
J L 

--+' 

"'" \ 
1 I 
~ ~ 

(Inches) Item Code 

90° (1/4) BEND FLANGED 
2 F8D9:002 

3 FBD9003 

FBD9D04 

5 FBD9005 

6 F6D9:006 
8 F609008 

-10 FBD9Dl () 
12 FBD9012 

"14: m09D14 
16 FBD9016 
:ie fSD9:6i 8 
:20 FBD9020 

24 F8D9:024 
30 FBD9030 

~6; F~p9p3~ 

42 F609042 

48 FBD9D48 
5. FBD9054 

p~ rp.oQ-OQ4 

JiJ:::Q il iu\ ili:'il.in i'i ilil.ir-:=i'n 
~ \.'/U} ..... "' ... I .................. 

2 FBD4502 

;3; ]=6D4503-
4 FBD4504 

FpP4:~O~ 
6 FBD4506 

8 FBD450B 

10 FBD4510 
:j2 fB04:5i :2 
14 FBD4514 

16 FBD4516 
18 FBD4518 

20 !-BD4:;20 

24 FElU4524 

30 FBD.i530 

36 FB[l4536 

~? FRD4-.'l4? 

48 FBD4548 

221/?O (1/11.\ ftl=t.ln 1=1 At.lr.:.l=n .,- ,., . '" .......................... 
7 FBD?:0107 

3 FBD2203 
;4; FBD2-204 
6 FBD2206 

.3. monos 
10 FBD2210 

12 FBD2212 

14 FBD2214 

15 FBD2216 

18 FBD2218 

20 FBD2'220 

Domes!!c 
Item Code 

]=BD9002D 

F8D900-3D 

FBD9005D 

fBD90Q$D 
F6D90080 

FBD9010D 

FBD9012D 

rBD90l':4D 

FBD9016D 

FBD90:20D 

fBD9024D 
FBD9030D 

fBP?03?D 
FBD9042D 

FBD9048D 
FBD9054D 

[!3P9:Q4;4D 

FBD4502D 

fBD45Q3D 
FBD4504D 

fSP:45O!D 
FBD4506D 

FBD4508D 

FBD4510D 

fS045f2D 

FBD4514D 

f13D451oD 

FBD4518D 

fl3!J4~20l) 

FElU4524U 

FBD45:30[J 
FBD4536D 

FRf),t"i4?8 

FBD4548D 

mO??O?11 

FBD2203D 

FBD2204D 
FBD2206D 

fBD2208D 

FBD2210D 

E13022l2D 

FBD2214D 

fBD221t.D 

FBD2218D 

fBD2220D 

'Weight, exclude accessories 

Page 60 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

104.00 

136.00 

00 

POA 

300,00 
492.00 

984.00 

'1339,00 

1687.00 

2844.00 

5235,00 
7675.00 

1; 1989.00 
18330.00 

24570.00 
FOA 

P-:DA 

101.00 

JO,sDQ 
181.00 

264.00 

401,00 

647.00 

829.00 
1042.00 

1324,00 
1625.00 

242:J-.UU 

3803.00 

6160.00 
965300 

l'.'SAOO'OO 

21480.00 

PDA 

95.00 

lnnO 
253.00 

398.00 

618.00 

890:00 

1013.00 

1369.0D 

1675.00 

2175.00 

We!gh!~ 
(Lbs) 

14 

25 

60 

6S 
105 

235 

290 
370 

580 

900 
1430 

21 
3055 

4095 
3740 

9745 

12 

2Q 
40 

55 

90 

130 
:1'95 

220 
280 
325 
430 

630 

1120 

1755 

%00 

3580 

17 
20 

55 
90 

130 

220 
280 

325 

'1130 

Cr'=!!e 
Quantity 

24 
12 
8 
4 

2 

32 

32 
24 

12 

12 
8 

4 

2 

2 

12 
12 
12 
12 
4 

4 

2 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8182 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

C r----... , , 
'- , 
" 

, , 
'....J L 

A. 
~ \ 
J L 

--+' 

"'" \ 
1 I 
~ ~ 

(Inches) Item Code 

90° (1/4) BEND FLANGED 
2 F8D9:002 

3 FBD9003 

FBD9D04 

5 FBD9005 

6 F6D9:006 
8 F609008 

-10 FBD9Dl () 
12 FBD9012 

"14: m09D14 
16 FBD9016 
:ie fSD9:6i 8 
:20 FBD9020 

24 F8D9:024 
30 FBD9030 

~6; F~p9p3~ 

42 F609042 

48 FBD9D48 
5. FBD9054 

p~ rp.oQ-OQ4 

JiJ:::Q il iu\ ili:'il.in i'i ilil.ir-:=i'n 
~ \.'/U} ..... "' ... I .................. 

2 FBD4502 

;3; ]=6D4503-
4 FBD4504 

FpP4:~O~ 
6 FBD4506 

8 FBD450B 

10 FBD4510 
:j2 fB04:5i :2 
14 FBD4514 

16 FBD4516 
18 FBD4518 

20 !-BD4:;20 

24 FElU4524 

30 FBD.i530 

36 FB[l4536 

~? FRD4-.'l4? 

48 FBD4548 

221/?O (1/11.\ ftl=t.ln 1=1 At.lr.:.l=n .,- ,., . '" .......................... 
7 FBD?:0107 

3 FBD2203 
;4; FBD2-204 
6 FBD2206 

.3. monos 
10 FBD2210 

12 FBD2212 

14 FBD2214 

15 FBD2216 

18 FBD2218 

20 FBD2'220 

Domes!!c 
Item Code 

]=BD9002D 

F8D900-3D 

FBD9005D 

fBD90Q$D 
F6D90080 

FBD9010D 

FBD9012D 

rBD90l':4D 

FBD9016D 

FBD90:20D 

fBD9024D 
FBD9030D 

fBP?03?D 
FBD9042D 

FBD9048D 
FBD9054D 

[!3P9:Q4;4D 

FBD4502D 

fBD45Q3D 
FBD4504D 

fSP:45O!D 
FBD4506D 

FBD4508D 

FBD4510D 

fS045f2D 

FBD4514D 

f13D451oD 

FBD4518D 

fl3!J4~20l) 

FElU4524U 

FBD45:30[J 
FBD4536D 

FRf),t"i4?8 

FBD4548D 

mO??O?11 

FBD2203D 

FBD2204D 
FBD2206D 

fBD2208D 

FBD2210D 

E13022l2D 

FBD2214D 

fBD221t.D 

FBD2218D 

fBD2220D 

'Weight, exclude accessories 
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Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

104.00 

136.00 

00 

POA 

300,00 
492.00 

984.00 

'1339,00 

1687.00 

2844.00 

5235,00 
7675.00 

1; 1989.00 
18330.00 

24570.00 
FOA 

P-:DA 

101.00 

JO,sDQ 
181.00 

264.00 

401,00 

647.00 

829.00 
1042.00 

1324,00 
1625.00 

242:J-.UU 

3803.00 

6160.00 
965300 

l'.'SAOO'OO 

21480.00 

PDA 

95.00 

lnnO 
253.00 

398.00 

618.00 

890:00 

1013.00 

1369.0D 

1675.00 

2175.00 

We!gh!~ 
(Lbs) 

14 

25 

60 

6S 
105 

235 

290 
370 

580 

900 
1430 

21 
3055 

4095 
3740 

9745 

12 

2Q 
40 

55 

90 

130 
:1'95 

220 
280 
325 
430 

630 

1120 

1755 

%00 

3580 

17 
20 

55 
90 

130 

220 
280 

325 

'1130 

Cr'=!!e 
Quantity 

24 
12 
8 
4 

2 

32 

32 
24 

12 

12 
8 

4 

2 

2 

12 
12 
12 
12 
4 

4 

2 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8182 



CX 2359-061

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

~ • • I I 
col I.e: 

~ 

I I a • -I\. I 
LLI"1 

Size !\lon-Domestic 
(Inches) Item Code 

24 FBD2224 

FBD223Q 
36 FBD2236 

42 FB02242 

4~ i-W:224e 

11 1/4" (1/32) REND FLANGED 

2 FBOlT02 

3 FBDl103 

4 Hsu 
6 FBDl106 

8 FBDH08 

Ie! FBD1110 

17 FRDH1? 

14 FBDll14 

;1& FB01,T16 

18 FBDll18 

20 HIDl:l:2D 

24 FBDl124 

F8DJ.-l-30 

36 FBDl136 

42 

413 rW! !4!3 

900 (1/4j BASE BEND HANGED 
,3., fBBD90D-3 

4 rbWYDD4 

6 FBBD:9OG6 

8 FBBD9008 
10 FBB-D90TO 

I? FRRn90l ? 

:14 FBBD90l:4 

16 FBBD9016 

18 fBBD90l-8 

20 FBBD9020 

24 fB13D:9:024 

30 FBBD'7030 

FB'BD'l0-36 

42 FBBD9042 

48: FB"BD9048 
5~ FBBD905~ 

Domes!!c 
Item Code 

FBD2224D 

FBD2230D 
FBD2236D 

fB02242D 

I-BU22413LJ 

FBDl102D 

FBDl103D 

teo')' t'U4l) 
FBui lO6U 

fBDl108D 
FBDlll0D 
FRDlll?1) 

FBDIl14D 

FBD.1.l1.6D 
FBDll18D 

fBDI'l20D 

FBDI124D 

FBD-I,nOD 

FBDI136D 

FED1142D 

H3U! ! 4!3LJ 

fBSD9003D 

rbbLJYUU4LJ 

FBED91J06D 

FBBD9008D 

FBBD90l00 

FRRn90l ?n 

FBBD90:140 

FBBD90l6D 

fBSD90-18D 

FBBD9020D 

fl3BD9C24D 

FBBD'7030D 

FBBD'I036D 

FBBD9042D 

fBBD90:48D 

FBBD905~D 

90° (1/4) REDUCING REND FLANGED 

4x3 f5'RD9DG'-4Q3 fBRD9004D3D' 

6)(4 FBRD900604 FBRD900604D 

8x4 FBR09OG804 EBRD900SQ4D' 

8x5 FBRD900805 FBRD900805D 

8')(6 FBRD900806 FBR0900806D' 

lOx4 FBRD90l 004 FBRD9010040 

iOx6 FBRD20i:OG6 fBRD9-O:i D060 

101.8 FBRD901008 FBRD901008D 

FBRD9Dl- 206 FBRD901206-D 

'Weight, exclude accessories 

Page 61 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

3680.00 

'6243:00 
9845.00 

1:5990.00 

21 '1'tUJJU 

POA 

95.00 

i !<;)JIJ 

262.00 

40-3,00 
57400 

B71.00 

1052.00 

;1283.OD 

1675.00 

;2175.0:0 

3866,00 

:6325.00 
9928.00 

22! /(J,(YJ 

166.00 

24b.OO 

675.00 
89.3.00 

1?88 nn 
1620'(]0 

2003.00 

2825.00 

3610,00 

59ZtDO 
8')38.00 

1'",1 

20790,00 

27660:00 
PO,,', 

13'1:0:0 

234.00 

319:00 

513.00 

36 f:OO 

762.00 

574,00 

638.00 

6SG.OD 

We!gh!~ 
(Lbs) 

630 

}l20 

1755 

2665 

:366:' 

12 

20 

55 

90 
1.35 

-195 

220 

280 

325 

430 

630 

f140 
1800 

:36'1;:' 

35 

;:,:, 

145 
210 

::lOn 

360 
445 

56-5 

700 

t030 

1625 

3625 
4610 

~~ 15 

35 

55 

00 

97 

90 

120 

125 
150 

16{l 

Cr'=!!e 
Quantity 

12 

iL' 
9 

9 
8 

4 

2 

2 

18 

! 6 

9 
q 

4 

4 

2 

24-

24 

9 
20 

12 

4 

4 

8 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8183 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

~ • • I I 
col I.e: 

~ 

I I a • -I\. I 
LLI"1 

Size !\lon-Domestic 
(Inches) Item Code 

24 FBD2224 

FBD223Q 
36 FBD2236 

42 FB02242 

4~ i-W:224e 

11 1/4" (1/32) REND FLANGED 

2 FBOlT02 

3 FBDl103 

4 Hsu 
6 FBDl106 

8 FBDH08 

Ie! FBD1110 

17 FRDH1? 

14 FBDll14 

;1& FB01,T16 

18 FBDll18 

20 HIDl:l:2D 

24 FBDl124 

F8DJ.-l-30 

36 FBDl136 

42 

413 rW! !4!3 

900 (1/4j BASE BEND HANGED 
,3., fBBD90D-3 

4 rbWYDD4 

6 FBBD:9OG6 

8 FBBD9008 
10 FBB-D90TO 

I? FRRn90l ? 

:14 FBBD90l:4 

16 FBBD9016 

18 fBBD90l-8 

20 FBBD9020 

24 fB13D:9:024 

30 FBBD'7030 

FB'BD'l0-36 

42 FBBD9042 

48: FB"BD9048 
5~ FBBD905~ 

Domes!!c 
Item Code 

FBD2224D 

FBD2230D 
FBD2236D 

fB02242D 

I-BU22413LJ 

FBDl102D 

FBDl103D 

teo')' t'U4l) 
FBui lO6U 

fBDl108D 
FBDlll0D 
FRDlll?1) 

FBDIl14D 

FBD.1.l1.6D 
FBDll18D 

fBDI'l20D 

FBDI124D 

FBD-I,nOD 

FBDI136D 

FED1142D 

H3U! ! 4!3LJ 

fBSD9003D 

rbbLJYUU4LJ 

FBED91J06D 

FBBD9008D 

FBBD90l00 

FRRn90l ?n 

FBBD90:140 

FBBD90l6D 

fBSD90-18D 

FBBD9020D 

fl3BD9C24D 

FBBD'7030D 

FBBD'I036D 

FBBD9042D 

fBBD90:48D 

FBBD905~D 

90° (1/4) REDUCING REND FLANGED 

4x3 f5'RD9DG'-4Q3 fBRD9004D3D' 

6)(4 FBRD900604 FBRD900604D 

8x4 FBR09OG804 EBRD900SQ4D' 

8x5 FBRD900805 FBRD900805D 

8')(6 FBRD900806 FBR0900806D' 

lOx4 FBRD90l 004 FBRD9010040 

iOx6 FBRD20i:OG6 fBRD9-O:i D060 

101.8 FBRD901008 FBRD901008D 

FBRD9Dl- 206 FBRD901206-D 

'Weight, exclude accessories 
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Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

3680.00 

'6243:00 
9845.00 

1:5990.00 

21 '1'tUJJU 

POA 

95.00 

i !<;)JIJ 

262.00 

40-3,00 
57400 

B71.00 

1052.00 

;1283.OD 

1675.00 

;2175.0:0 

3866,00 

:6325.00 
9928.00 

22! /(J,(YJ 

166.00 

24b.OO 

675.00 
89.3.00 

1?88 nn 
1620'(]0 

2003.00 

2825.00 

3610,00 

59ZtDO 
8')38.00 

1'",1 

20790,00 

27660:00 
PO,,', 

13'1:0:0 

234.00 

319:00 

513.00 

36 f:OO 

762.00 

574,00 

638.00 

6SG.OD 

We!gh!~ 
(Lbs) 

630 

}l20 

1755 

2665 

:366:' 

12 

20 

55 

90 
1.35 

-195 

220 

280 

325 

430 

630 

f140 
1800 

:36'1;:' 

35 

;:,:, 

145 
210 

::lOn 

360 
445 

56-5 

700 

t030 

1625 

3625 
4610 

~~ 15 

35 

55 

00 

97 

90 

120 

125 
150 

16{l 

Cr'=!!e 
Quantity 

12 

iL' 
9 

9 
8 

4 

2 

2 

18 

! 6 

9 
q 

4 

4 

2 

24-

24 

9 
20 

12 

4 

4 

8 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8183 



CX 2359-062

@r!!! Price List 
mr ellO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 

lin. nn n~ Size !\!o!1-Domes!!c Domes!!c urL.U7.U.£ (Inches) Item Code Item Code 
les~ Acce~sO!"y We!gh!~ Cr'=!!e 

List Price (Lbs) Quantity 

12x8 FBRD901208 FBRD901208D 765,00 190 4 

12x10 FBRD90r2}O FBRD9Cfl2l-00' 89300 :220 4 
14x6 FBRD90l 406 FBRD901406D 1514.00 190 
l;4xS: FBR090l:4G8 fBRD9D:l4080 1 835,OD 200 2 

14xlO I-C\l\UYU 141 U HJI\UYUI4111LJ 2211.oU 'l.!'J 2 

14x12 FBRD901-4J2 ~BR D9Ul 4l'2D 2466.00 2B4 ·2 

16X6 FBRD901606 FBRD901606D 2046.00 220 
16yB 1'BRO';>01:608 i"BRD9Cl16iJ8D 22-5i.@ 240 2 

16xli) FBRD9CJ1610 FBR[W(Jlt>10D 2.5-35 i)O 28i) 2 
16,.x17 FRR09{HM9 FRRIl9CHf,j·)f.). .?91 ?.oo , 
16x14 FBRD90l 614 FBRD901614D 3286.00 330 

18x6 FBRD901:806 mRD9Ql8060' '283'1 :00 260 
ISxS FBRD90l808 FBRD901808D 2653.00 280 

18xlO fBR090l-8iO pBRD9Gl8WD 3031.00 

18x12 FBRD90l812 FBRD901812D 3319.00 350 
18x14 FBRD901:814 fBRD901814D 3499,00 370 
18x16 FBRD901816 FBRD901816D 4465.00 410 

;3)1 

20x8 FBRD902008 FBRD902008D 3384.00 345 

2Qx10 FBRD902O!O ~BRD9020l0D 37~4.0-o 385 

20x12 ~8RD902012 ~8RD902012D 3508.00 415 

fBf':D90:2:01:4 FBRD91}20i'40' 
?nxlA FRPn9n?nl f-, FRPn9n?nl f-,I) 400A on 47.'1 

20'x18 FBRD90201& fBRD902018D 43&4;00 &15 
24x6 FBRD902406 FBRD902406D 4937.00 480 
24XS: fBR0902408 I"BRD90:24080 5087 JJD 505 

24xl0 F8RD902410 F8RD902410D 5536.00 545 

24-,,12 rGRD902412 mRW024l2D 5076DD 575 
24;,;14 FBRD'702414 FBRD'702414D 5206.00 5'75 

;24;;16 F~f:Q~Q::;416 F13ep?~41:~Q; ;~'?44,0:0 ~3~ 
24x18 FBRD902418 FBRD902418D 5897.00 675 

24.x20 FBRD902420 FBRD902420D. .6507. ,0:0 
30x12 FBRD903012 FBRD9030l2D 8960.00 840 
30xi4 FBRD9D3014 fBRD9a301:4o' 901 86D 
30x16 FBRD903016 FBRD903016D 9345.00 900 
30x18 FBRD903018 FBRD903018D 8-487.00 940 
30x20 FBRD903020 FBRD903020D 9129.00 1005 

30x24 FBRDSJ03024 t=BRD9Q3024D 1-0484.00 (i65 

361'\20 FBRD903620 FBRD903620D 14227,00 1360 

FBRD903624 

36x30 I[\RD903630 IDRD903630D 20041.00 1705 

42xJO mm)':;'042:JO F"r.>NC""""""''''''''. 
I·W!~h-iI:~~Y"'; U),54BDC :224:5 

48x42 FBRD904842 FBRD904842D 28964.00 3580 

90° (1/4) REDUC!NG BASE BEND H.4.NGED (WI BASE UNDER LARGE END)* 
~ 4x3 mf1.LD900403 fl3.13LD90040JD 195,QO 45 • • 

"- \...j 6x4 F66LD900604 FBBLD900604D 319.00 75 24 

1't......J ax4 fBBLD900804 fB8LD900804D 489.00 :115 
LLr! 8x6 FBBLD900806 FBBLD900806D 553,00 135 

10x6 FB&LD901.006 FBBLD90,W06D 745,00 
lOx8 FBBLD90l 008 FBBLD901008D 832.00 195 4 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

@r!!! Price List 
mr ellO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 

lin. nn n~ Size !\!o!1-Domes!!c Domes!!c urL.U7.U.£ (Inches) Item Code Item Code 
les~ Acce~sO!"y We!gh!~ Cr'=!!e 

List Price (Lbs) Quantity 

12x8 FBRD901208 FBRD901208D 765,00 190 4 

12x10 FBRD90r2}O FBRD9Cfl2l-00' 89300 :220 4 
14x6 FBRD90l 406 FBRD901406D 1514.00 190 
l;4xS: FBR090l:4G8 fBRD9D:l4080 1 835,OD 200 2 

14xlO I-C\l\UYU 141 U HJI\UYUI4111LJ 2211.oU 'l.!'J 2 

14x12 FBRD901-4J2 ~BR D9Ul 4l'2D 2466.00 2B4 ·2 

16X6 FBRD901606 FBRD901606D 2046.00 220 
16yB 1'BRO';>01:608 i"BRD9Cl16iJ8D 22-5i.@ 240 2 

16xli) FBRD9CJ1610 FBR[W(Jlt>10D 2.5-35 i)O 28i) 2 
16,.x17 FRR09{HM9 FRRIl9CHf,j·)f.). .?91 ?.oo , 
16x14 FBRD90l 614 FBRD901614D 3286.00 330 

18x6 FBRD901:806 mRD9Ql8060' '283'1 :00 260 
ISxS FBRD90l808 FBRD901808D 2653.00 280 

18xlO fBR090l-8iO pBRD9Gl8WD 3031.00 

18x12 FBRD90l812 FBRD901812D 3319.00 350 
18x14 FBRD901:814 fBRD901814D 3499,00 370 
18x16 FBRD901816 FBRD901816D 4465.00 410 

;3)1 

20x8 FBRD902008 FBRD902008D 3384.00 345 

2Qx10 FBRD902O!O ~BRD9020l0D 37~4.0-o 385 

20x12 ~8RD902012 ~8RD902012D 3508.00 415 

fBf':D90:2:01:4 FBRD91}20i'40' 
?nxlA FRPn9n?nl f-, FRPn9n?nl f-,I) 400A on 47.'1 

20'x18 FBRD90201& fBRD902018D 43&4;00 &15 
24x6 FBRD902406 FBRD902406D 4937.00 480 
24XS: fBR0902408 I"BRD90:24080 5087 JJD 505 

24xl0 F8RD902410 F8RD902410D 5536.00 545 

24-,,12 rGRD902412 mRW024l2D 5076DD 575 
24;,;14 FBRD'702414 FBRD'702414D 5206.00 5'75 

;24;;16 F~f:Q~Q::;416 F13ep?~41:~Q; ;~'?44,0:0 ~3~ 
24x18 FBRD902418 FBRD902418D 5897.00 675 

24.x20 FBRD902420 FBRD902420D. .6507. ,0:0 
30x12 FBRD903012 FBRD9030l2D 8960.00 840 
30xi4 FBRD9D3014 fBRD9a301:4o' 901 86D 
30x16 FBRD903016 FBRD903016D 9345.00 900 
30x18 FBRD903018 FBRD903018D 8-487.00 940 
30x20 FBRD903020 FBRD903020D 9129.00 1005 

30x24 FBRDSJ03024 t=BRD9Q3024D 1-0484.00 (i65 

361'\20 FBRD903620 FBRD903620D 14227,00 1360 

FBRD903624 

36x30 I[\RD903630 IDRD903630D 20041.00 1705 

42xJO mm)':;'042:JO F"r.>NC""""""''''''''. 
I·W!~h-iI:~~Y"'; U),54BDC :224:5 

48x42 FBRD904842 FBRD904842D 28964.00 3580 

90° (1/4) REDUC!NG BASE BEND H.4.NGED (WI BASE UNDER LARGE END)* 
~ 4x3 mf1.LD900403 fl3.13LD90040JD 195,QO 45 • • 

"- \...j 6x4 F66LD900604 FBBLD900604D 319.00 75 24 

1't......J ax4 fBBLD900804 fB8LD900804D 489.00 :115 
LLr! 8x6 FBBLD900806 FBBLD900806D 553,00 135 

10x6 FB&LD901.006 FBBLD90,W06D 745,00 
lOx8 FBBLD90l 008 FBBLD901008D 832.00 195 4 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-063

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ Size !\lon-Domes!!c Domes!!c 

(Inches) Item Code Item Code 

1;:06 F~~Lp9q1206 FBBLD9o.12D6D 
12x8 FBBLD901208 FBBLD901208D 

12xlQ FBBLD9a1.2W mSlD90.1.ZlOD 
*Addllionol size reductions can be turnished. 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y We!gh!~ Cr'=!!e 
Lis! Price (Lbs) Quantity 

97BOO 230 ;4 
1084.00 255 2 

:l2JLO:O 225 2 

90° (1/4) REDUCING BASE BEND FLANGED (WI BASE UNDER SMALL END)" 

" I'--... 
I " ~ , 
~, \ , • 
"" --. 

4,3 FBBSD900403 FBBSD90040JD 

6x4 FBBSD900604 FBBSD900604D 
,,4 fBBSD90D804 fBBSD9008:Q4D 

"6 I-t$t:):-;LJ'iOlltlU6 I-tltl;iLJYUUtlU6U 

iOx8 FBBSD900108 FBBSD900108D 

!2~6 fBRSI"i9Cil' 200 fBBSD90'12iJ6:D 

l?xR FRRSIl901 ?OR FRRsn90l ?ORIl 

12x10 ):::eB:;D90l2}O t:s8sD'Xll2101j 

*Additionol "IZ8 redlJCtion<; con be furnished 

90° (1/4) LONG RADIUS BEND FLANGED 
3 FBlRD9003 FBlRD9003D 

4 FBLRD9004 FBLRD9004D 

'·5' fBLRD9QOS fBlRD9b05:b:' . 
6 FBLRD9006 FBLRD9006D 

·S· I'm.Pb9dOe F13fRD9DD8·U· 
10 FBLRD9010 FBLRD9010D 
:]2 FBlRD9012 fBlRD9012D 

14 FBLRD90i4 FBLRD90i4D 

16- fBlRD9016 fBi:RD90i 6D 

18 FBLRD9018 FBLRD9018D 

20 FEtRP902Q f8.lRD902Q:[).; 
24 i3LRD9024 mLRD9024D 

fBl:RD'Xl30D·· 

36 FBLRD9036 FBLRD9036D 

42 fBlRD9042D 

48 FBLRD9048 FBLRD9048D 

90° (1/4) LONG RADIUS BASE BEND FLANGED 

4 

F 
b 

1 A 

20 

24 

30 

42 

48 

FBBLRD9.0()3 

FBBLRD9004 

melRO?OO$ 
I-tH)LI-<U7'UUd 

FBbLR090 1-0 
FBBLRD90i 2 

FB~LRD90i:4 
FRRi RiJ9016 

FBBLRD9020 

fBBLIW9U24 

FBBLRD9030 

FBBLRD9(}36 

FBBLRD9042 

fB"BLRD9D48 

FBBLRD90OJD; 

FBBLRD9004D 

rS8lRD90Il<iD· 
I-tHlLI-<:U7'UUbU 

FbB(.RQ90l"{JO· 

FBBLRD90i2D 
fBBLRD901·:4D· 
FRRi RiJ9016iJ 

FBBLRD9020D 

fBBLRD9024D 

FBBLRD9030D 

FBBLRD9OJ60; 

FBBLRD9042D 
fBBLRD90480· 

'Weight, exclude accessories 

Page 63 

Confidential 

203.00 45 

319,00 75 
502,00 :115 48 

!:J!:Jj.UU Ij~ 

782.00 i95 
97E:·()O 2<3D 

1084.00 ?55 

1211:00 285 

143-00 30 24 

225.00 50 24 

POP<. 75 
389.00 80 12 

647:00 l4D 9 
914.00 215 4 

J38LOD 325 2 
i 733.00 580 
2273.{)O -740 

4166.00 840 

;,:)400,00 n;s 
9703.00 1640 

21 

25469.00 3285 

45885.00 
59610.00 7800 

270.00 60 

391.00 IDO 
()~u.uu IdU 

·1 ib9KiO 

i 772.00 427 
·2610.00 :400 
::1870.00 .'i?5 "0 

61 32.{]D 

7797.00 875 
]:1649.00 t250 

20380.00 2400 

3183sno 
50335.00 5515 

67784:00 7635 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8185 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ Size !\lon-Domes!!c Domes!!c 

(Inches) Item Code Item Code 

1;:06 F~~Lp9q1206 FBBLD9o.12D6D 
12x8 FBBLD901208 FBBLD901208D 

12xlQ FBBLD9a1.2W mSlD90.1.ZlOD 
*Addllionol size reductions can be turnished. 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y We!gh!~ Cr'=!!e 
Lis! Price (Lbs) Quantity 

97BOO 230 ;4 
1084.00 255 2 

:l2JLO:O 225 2 

90° (1/4) REDUCING BASE BEND FLANGED (WI BASE UNDER SMALL END)" 

" I'--... 
I " ~ , 
~, \ , • 
"" --. 

4,3 FBBSD900403 FBBSD90040JD 

6x4 FBBSD900604 FBBSD900604D 
,,4 fBBSD90D804 fBBSD9008:Q4D 

"6 I-t$t:):-;LJ'iOlltlU6 I-tltl;iLJYUUtlU6U 

iOx8 FBBSD900108 FBBSD900108D 

!2~6 fBRSI"i9Cil' 200 fBBSD90'12iJ6:D 

l?xR FRRSIl901 ?OR FRRsn90l ?ORIl 

12x10 ):::eB:;D90l2}O t:s8sD'Xll2101j 

*Additionol "IZ8 redlJCtion<; con be furnished 

90° (1/4) LONG RADIUS BEND FLANGED 
3 FBlRD9003 FBlRD9003D 

4 FBLRD9004 FBLRD9004D 

'·5' fBLRD9QOS fBlRD9b05:b:' . 
6 FBLRD9006 FBLRD9006D 

·S· I'm.Pb9dOe F13fRD9DD8·U· 
10 FBLRD9010 FBLRD9010D 
:]2 FBlRD9012 fBlRD9012D 

14 FBLRD90i4 FBLRD90i4D 

16- fBlRD9016 fBi:RD90i 6D 

18 FBLRD9018 FBLRD9018D 

20 FEtRP902Q f8.lRD902Q:[).; 
24 i3LRD9024 mLRD9024D 

fBl:RD'Xl30D·· 

36 FBLRD9036 FBLRD9036D 

42 fBlRD9042D 

48 FBLRD9048 FBLRD9048D 

90° (1/4) LONG RADIUS BASE BEND FLANGED 

4 

F 
b 

1 A 

20 

24 

30 

42 

48 

FBBLRD9.0()3 

FBBLRD9004 

melRO?OO$ 
I-tH)LI-<U7'UUd 

FBbLR090 1-0 
FBBLRD90i 2 

FB~LRD90i:4 
FRRi RiJ9016 

FBBLRD9020 

fBBLIW9U24 

FBBLRD9030 

FBBLRD9(}36 

FBBLRD9042 

fB"BLRD9D48 

FBBLRD90OJD; 

FBBLRD9004D 

rS8lRD90Il<iD· 
I-tHlLI-<:U7'UUbU 

FbB(.RQ90l"{JO· 

FBBLRD90i2D 
fBBLRD901·:4D· 
FRRi RiJ9016iJ 

FBBLRD9020D 

fBBLRD9024D 

FBBLRD9030D 

FBBLRD9OJ60; 

FBBLRD9042D 
fBBLRD90480· 

'Weight, exclude accessories 
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203.00 45 

319,00 75 
502,00 :115 48 

!:J!:Jj.UU Ij~ 

782.00 i95 
97E:·()O 2<3D 

1084.00 ?55 

1211:00 285 

143-00 30 24 

225.00 50 24 

POP<. 75 
389.00 80 12 

647:00 l4D 9 
914.00 215 4 

J38LOD 325 2 
i 733.00 580 
2273.{)O -740 

4166.00 840 

;,:)400,00 n;s 
9703.00 1640 

21 

25469.00 3285 

45885.00 
59610.00 7800 

270.00 60 

391.00 IDO 
()~u.uu IdU 

·1 ib9KiO 

i 772.00 427 
·2610.00 :400 
::1870.00 .'i?5 "0 

61 32.{]D 

7797.00 875 
]:1649.00 t250 

20380.00 2400 

3183sno 
50335.00 5515 

67784:00 7635 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8185 



CX 2359-064

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

LATERAL HANGED* 

A 
3x3 FYD0303 FYD0303D 214.00 45 12 

/ ~ 12 

-"- '\. 4x4 FYD0404 FYD0404D 345.00 75 12 

r-' ~ 6x4 FYOO604 FYOO6040 489.00 -105 4 , 

I I 6x6 FYD0606 FYD0606D 525.00 120 8 

8x4 FYD0804 FYOO804D 765JJO 165 4 
8x6 FYD0806 FYD0806D 768.00 175 8 

~juu80d tYUUeUt}l) 86~,OO iuu 6 

lOX4 FY[)1004 FyD1004[) 1 105.00 240 4 

10:-<:6 FYD1006 fYD1OO60 1 i48.DO 250 4 

ICv8 F'r"[J1CIlJ8 FYD1008D 12540C! .3.35 x 

10x10 FYfJlDW FYDI010iJ l~59JJ(j ;:\;,5 , 
12x4 FYDI204 FYDI204D 1615.00 3S0 

12,,6 FY01.206 Fyo.1.2D6D ;1672flD 370 2 

12x8 FYDI208 FYDI208D 1785.00 395 2 

12xlO F'l'Dl:21G fYDl210D ;1934.00 420 2 

12x12 FYD1212 FYD1212D 2043.00 51S 2 

14:-<:6 FYD].-406 FYDJ.4Q6D :234Q.DO 500 
14x8 FYDI408 FYDI408D 2453.00 525 

FYD1410D 

!4x!2 !-YLJ!4!2 !-YLJ!4!2LJ 2/'10.00 600 

fYD11HD 2723.{]o 2 

16x6 FYD1606 FYD1606D 2790.00 655 

1MB f:YDf608 EYD1608D -319-5_00 ;580 

16xl0 FYDI610 FYDI610D 333000 715 

16x12 FYOI-612 fYDI612D 3218.DO -755 

16xl4 FYDI614 FYDI614D 3735.00 800 

16x16 FYDl:61Ii FYDl6ltD ;3623.00 8SQ 

18x8 FYD1808 FYD1808D 3125.00 600 

. 442SJJ0 
18x12 FYD1812 FYD1812D 4650.00 895 

18x14 FYDr814 fYD1314D 487S.CD ?40 
18x16 FYD1816 FYD1816D 5125.00 990 

18;::]8 FYOl-818 fYD181BD 4?OO.1J0 1035 
20xl0 FYD20l 0 FYD2010D 4025.00 775 

2Qx12 FYD2DI2 FYD2012D 5550,00 ll:lil 
20x14 FYD2014 FYD2014D 6075.00 1170 

+QX] 6 F:1PZGJq fyp~Qum :~~~Gf)0 JnO 
20x20 FYD2020 FYD2020D 6325.00 i345 

24'x12 Fr'D1412 FYD'24i2D 
24x16 FYD2416 FYD2416D 10868.00 1890 

30x16 FYD3016 FYD3016D 2636~.00 2634 

fYD3024 fYD2024D 
30x30 FYD3030 FYD3030D 33002.00 4130 

36x16 fY03:616 fY03616D 38661.00 461D 

36x36 FYD3636 FYD3636D 53789.00 5740 

42.x42 FYD4242 FYD424;2D 82757.00 11 

48x30 FYD4830 FYD4830D 73543.00 5573 

4bXJ6 j-'YtJ48J6 fY!:J:48J6LJ (;;Q'I(:l;OD I3'lM 

48x48 FY[)4848 FYD4848[) 33130.00 1211S 

~Additional size reductions can be turnished. 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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Confidential ivicVvane-Ol8186 

PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

LATERAL HANGED* 

A 
3x3 FYD0303 FYD0303D 214.00 45 12 

/ ~ 12 

-"- '\. 4x4 FYD0404 FYD0404D 345.00 75 12 

r-' ~ 6x4 FYOO604 FYOO6040 489.00 -105 4 , 

I I 6x6 FYD0606 FYD0606D 525.00 120 8 

8x4 FYD0804 FYOO804D 765JJO 165 4 
8x6 FYD0806 FYD0806D 768.00 175 8 

~juu80d tYUUeUt}l) 86~,OO iuu 6 

lOX4 FY[)1004 FyD1004[) 1 105.00 240 4 

10:-<:6 FYD1006 fYD1OO60 1 i48.DO 250 4 

ICv8 F'r"[J1CIlJ8 FYD1008D 12540C! .3.35 x 

10x10 FYfJlDW FYDI010iJ l~59JJ(j ;:\;,5 , 
12x4 FYDI204 FYDI204D 1615.00 3S0 

12,,6 FY01.206 Fyo.1.2D6D ;1672flD 370 2 

12x8 FYDI208 FYDI208D 1785.00 395 2 

12xlO F'l'Dl:21G fYDl210D ;1934.00 420 2 

12x12 FYD1212 FYD1212D 2043.00 51S 2 

14:-<:6 FYD].-406 FYDJ.4Q6D :234Q.DO 500 
14x8 FYDI408 FYDI408D 2453.00 525 

FYD1410D 

!4x!2 !-YLJ!4!2 !-YLJ!4!2LJ 2/'10.00 600 

fYD11HD 2723.{]o 2 

16x6 FYD1606 FYD1606D 2790.00 655 

1MB f:YDf608 EYD1608D -319-5_00 ;580 

16xl0 FYDI610 FYDI610D 333000 715 

16x12 FYOI-612 fYDI612D 3218.DO -755 

16xl4 FYDI614 FYDI614D 3735.00 800 

16x16 FYDl:61Ii FYDl6ltD ;3623.00 8SQ 

18x8 FYD1808 FYD1808D 3125.00 600 

. 442SJJ0 
18x12 FYD1812 FYD1812D 4650.00 895 

18x14 FYDr814 fYD1314D 487S.CD ?40 
18x16 FYD1816 FYD1816D 5125.00 990 

18;::]8 FYOl-818 fYD181BD 4?OO.1J0 1035 
20xl0 FYD20l 0 FYD2010D 4025.00 775 

2Qx12 FYD2DI2 FYD2012D 5550,00 ll:lil 
20x14 FYD2014 FYD2014D 6075.00 1170 

+QX] 6 F:1PZGJq fyp~Qum :~~~Gf)0 JnO 
20x20 FYD2020 FYD2020D 6325.00 i345 

24'x12 Fr'D1412 FYD'24i2D 
24x16 FYD2416 FYD2416D 10868.00 1890 

30x16 FYD3016 FYD3016D 2636~.00 2634 

fYD3024 fYD2024D 
30x30 FYD3030 FYD3030D 33002.00 4130 

36x16 fY03:616 fY03616D 38661.00 461D 

36x36 FYD3636 FYD3636D 53789.00 5740 

42.x42 FYD4242 FYD424;2D 82757.00 11 

48x30 FYD4830 FYD4830D 73543.00 5573 

4bXJ6 j-'YtJ48J6 fY!:J:48J6LJ (;;Q'I(:l;OD I3'lM 

48x48 FY[)4848 FYD4848[) 33130.00 1211S 

~Additional size reductions can be turnished. 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 64 

Confidential ivicVvane-Ol8186 



CX 2359-065

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

c 
I , 

h rl 
-~-

(Inches) 

TEE flANGED 

2x2 

3x2 
3x3 

4x3x3 

4x2 

4x3 

m 
5x5 

6X4X4 

Ax4x6 

6x6x8 

6x2 

6x3 

6x4 

6x6 

8;>(.6x4-

8x6x6 

!3x!3x!U 

8x·3 

81111 

8x6 

10x6x6 

; 1O:,;6:dO 

10x8x6 

10x8xl0 

10:44, 
lOx6 

10;-;8 

lOxl0 

:1,OxlOx12 
12x6x6 

1,:?06:x8 

12x8x6 

12x8x12 

12xlOx8 

12x1Ox12 

12X4: 
12x6 

12xS 
12x1O 

I~XI2 

14x4 

~ 
'Weight, exclude accessories 

It!! "~"~5J1 -

Item Code 

FTD0202 

FTD0302 

FTDDJ03: 

FTD040303 

FTD0402 

FTD0403 

~'10u~u406: 

FTD0404 

FTDD505 
FTDC!604C!4 

Fm060406-

FTD060608 

FTDD602 

FTD0603 

FTD0604' 

FTD0606 

FTDD80604-
FlO080606 

!-! l)U!3U!3! U 

fTDDB08-12 

FTD0803 

FTD08DLt: 
FTD0806 

FTD080S-

FlOl00606 

FTD'lOO6lQ: 

FlO 100806 

FTDlO081O 

FTDW04-
FTD1006 

FTD1D08. 

FlO10l 0 

FIDlOWI2 
FTD120606 

FTP.1.~()6)J8: 

FTD120806 

FiDl2080S-
FTD120812 

FTD121008 

n D 12:1Ci1Q: 
FlO121012 

fTD1204: 

FlO1206 

FTD120S 
FlO1210 

j-'ll)t2J2 

FTD1404 

Domestic 
Item Code 

FTD0202D 

1-11,.;'''',<"",1-.-' 

FTD0302D 

FTD0303D 

FTD040303D 

FTD04020 

FTD0403D 

ti 0U404060" 
FTD0404U 

fTD050SD 
FTD06Cl404D 

FT IJO 60406[) 

FT0060608D 

FTD0602D 

FTD0603D 

fTD0604.D 

FT006060 

FTD08DilQ4D·· 
FT00806060 

FTDOBD608D 

!-! l)U!3U!3! UU 

fTD080812D 

FT008030 

fTD080JD 
FTD08060 

FrD08080 

FT01006060 

8DI00610D'; 

FT01008060 

FT0100810D 

8DI004D 
8010060 

FrDlD080 

FT010100 

FTDI0lQ12D. 
801206060 

m:n~Q9()~p" 
FT0120806D 

fT D i 20808D " 

FT0120812D 

ftbi2'1'bbiD" 
FT0121 0080 

fTDl21010D 
FT0121012D 

fTDl2D4D 

FTO 12060 

FTD120SD 
FT012100 

fllII2t2LJ 

FTD1404D 

Page 65 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

130.00 

166.00 

194.00 

252.00 

225.00 

270.00 

406.00 
293.00 

644,00 
38.300 

JRROO 

604.00 

328.00 

361.00 

383:00 

440,00 

531,00 
574.00 

61 

! !U.';J,UU 

11 77 ,m 
548.00 

$95.00 

63700 

736.00 

1180.00 

;1:308.00 
1265,00 

11 
1288.00 

866,00 

399.00 

946.00 

1100.00 

:1432.00 
1469.00 

:1?:31fJ0 

1509.00 

1785.00 

1700.00 

1870.00 

J21S'()0 

1237,00 

1302~O 

1471.00 

·l::'6YDD 

1823,00 

,"-p:r 

We!gh!~ 
(Lbs) 

20 

35 

40 

55 

50 

60 

65 

&Q 

103 

-WE! 

140 

1.S6 

85 

9G 

95 
1,4:& 

148 

160 

1-30 

1110 
145 

·155 

275 

305 

280 

325 

205 
215 

:225 
270 

355 
340 

~6)J 

355 

420 

400 

420 
440 

290 

295 

360 

;;rub 

370 

,-[P[D TP~ ':,' 

HCUS ~,II CORPORATE 110 __ -pee 

,rPI C 

Cr'=!!e 
Quantity 

36 

J~ 

36 

32 

9 
9 

6 

32 

32 
9 

I? 

12 

12 
12 

9 

18 

12 

4 

, 2 

12 

12 

12 

4 

4 

4 
4 

4 

4 

4 

4 

4 

4 

~-~Pf'f[OP"DY" 

ivicVvane-Ol8187 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

c 
I , 

h rl 
-~-

(Inches) 

TEE flANGED 

2x2 

3x2 
3x3 

4x3x3 

4x2 

4x3 

m 
5x5 

6X4X4 

Ax4x6 

6x6x8 

6x2 

6x3 

6x4 

6x6 

8;>(.6x4-

8x6x6 

!3x!3x!U 

8x·3 

81111 

8x6 

10x6x6 

; 1O:,;6:dO 

10x8x6 

10x8xl0 

10:44, 
lOx6 

10;-;8 

lOxl0 

:1,OxlOx12 
12x6x6 

1,:?06:x8 

12x8x6 

12x8x12 

12xlOx8 

12x1Ox12 

12X4: 
12x6 

12xS 
12x1O 

I~XI2 

14x4 

~ 
'Weight, exclude accessories 

It!! "~"~5J1 -

Item Code 

FTD0202 

FTD0302 

FTDDJ03: 

FTD040303 

FTD0402 

FTD0403 

~'10u~u406: 

FTD0404 

FTDD505 
FTDC!604C!4 

Fm060406-

FTD060608 

FTDD602 

FTD0603 

FTD0604' 

FTD0606 

FTDD80604-
FlO080606 

!-! l)U!3U!3! U 

fTDDB08-12 

FTD0803 

FTD08DLt: 
FTD0806 

FTD080S-

FlOl00606 

FTD'lOO6lQ: 

FlO 100806 

FTDlO081O 

FTDW04-
FTD1006 

FTD1D08. 

FlO10l 0 

FIDlOWI2 
FTD120606 

FTP.1.~()6)J8: 

FTD120806 

FiDl2080S-
FTD120812 

FTD121008 

n D 12:1Ci1Q: 
FlO121012 

fTD1204: 

FlO1206 

FTD120S 
FlO1210 

j-'ll)t2J2 

FTD1404 

Domestic 
Item Code 

FTD0202D 

1-11,.;'''',<"",1-.-' 

FTD0302D 

FTD0303D 

FTD040303D 

FTD04020 

FTD0403D 

ti 0U404060" 
FTD0404U 

fTD050SD 
FTD06Cl404D 

FT IJO 60406[) 

FT0060608D 

FTD0602D 

FTD0603D 

fTD0604.D 

FT006060 

FTD08DilQ4D·· 
FT00806060 

FTDOBD608D 

!-! l)U!3U!3! UU 

fTD080812D 

FT008030 

fTD080JD 
FTD08060 

FrD08080 

FT01006060 

8DI00610D'; 

FT01008060 

FT0100810D 

8DI004D 
8010060 

FrDlD080 

FT010100 

FTDI0lQ12D. 
801206060 

m:n~Q9()~p" 
FT0120806D 

fT D i 20808D " 

FT0120812D 

ftbi2'1'bbiD" 
FT0121 0080 

fTDl21010D 
FT0121012D 

fTDl2D4D 

FTO 12060 

FTD120SD 
FT012100 

fllII2t2LJ 

FTD1404D 

Page 65 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

130.00 

166.00 

194.00 

252.00 

225.00 

270.00 

406.00 
293.00 

644,00 
38.300 

JRROO 

604.00 

328.00 

361.00 

383:00 

440,00 

531,00 
574.00 

61 

! !U.';J,UU 

11 77 ,m 
548.00 

$95.00 

63700 

736.00 

1180.00 

;1:308.00 
1265,00 

11 
1288.00 

866,00 

399.00 

946.00 

1100.00 

:1432.00 
1469.00 

:1?:31fJ0 

1509.00 

1785.00 

1700.00 

1870.00 

J21S'()0 

1237,00 

1302~O 

1471.00 

·l::'6YDD 

1823,00 

,"-p:r 

We!gh!~ 
(Lbs) 

20 

35 

40 

55 

50 

60 

65 

&Q 

103 

-WE! 

140 

1.S6 

85 

9G 

95 
1,4:& 

148 

160 

1-30 

1110 
145 

·155 

275 

305 

280 

325 

205 
215 

:225 
270 

355 
340 

~6)J 

355 

420 

400 

420 
440 

290 

295 

360 

;;rub 

370 

,-[P[D TP~ ':,' 

HCUS ~,II CORPORATE 110 __ -pee 

,rPI C 

Cr'=!!e 
Quantity 

36 

J~ 

36 

32 

9 
9 

6 

32 

32 
9 

I? 

12 

12 
12 

9 

18 

12 

4 

, 2 

12 

12 

12 

4 

4 

4 
4 

4 

4 

4 

4 

4 

4 

~-~Pf'f[OP"DY" 

ivicVvane-Ol8187 



CX 2359-066

@r!!! Price List 
mr ellO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 

lin. nn nn Size !\!o!1-Domes!!c Domes!!c urL.U7.U.£ (Inches) Item Code Item Code 
les~ Acce~sO!"y We!gh!~ Cr'=!!e 

List Price (Lbs) Quantity 

I:4X6 FTpl:406; FTQ l 49>?D 1 68BDO 2 
14x8 FTD1408 FTD1408D 1755.00 390 2 

14xlQ FTD1410 fTD) 41.OD 1800,00 400 2 
14xl2 FTD1412 FTD1412D 425 2 

14xi4 till/I-Hilu '2 
]6x4 FTD1604 FTD1604D 2250.00 460 2 

16X6 FTD1606 nD1606D 2083XiO 465 2 
16>.'8 FTD1608 FT[J1608D 21.3.3.00 475 2 

2 
loxl? FTIl161? FTIl161?n ?1O?oo 5?0 , 
16x14 FTD1614 fTD1614D 2385,on 530 2 
16xl6 FTD1616 FTD1616D 2490.00 550 2 

1~X6 FJPWQ6 np)!lQ,D )40",00 480 ~ 
18x8 FTD1808 FTD1808D 2475.00 495 2 

18xlO FTD,lBlO f'TD181.OD ;2550,00 SID 

18xl2 FTD 18 I 2 FTD1812D 2668.00 535 
18xi4 FTD18ft ftblSl'itD 310000 63D 
13x16 FTD1816 FTD1816D 3250.00 650 

FTD18-1 s: FTDl8-18D 
20d FTD200~ FTD20Q,JD POA. 8~5 

::20",:6 FTDiDo6 Ftb2006D '3050.oD :610 
20xS FTD2008 FT[12008D 310000 620 

)[")x10 FJr)?fll() mY)[)l()[") :>'17.">.00 

20xl2 FTD2012 FTD2012D 3300.00 660 
2G'x14 ffD20:l4' I'TD2DlitD ;3325.-0:0 :665 

20xl6 FTD20l 6 FTD2016D 4050.00 810 

FTD2(HS FTD201HD ·4)00,00 

20x20 iT02020 i102020D 4266.00 855 
24;<4 fTD2404. :=TD24QJD PDA 345 
24x6 FTD2406 FTD2406D 4893.00 845 

FTD2403 ~TD24D8D 

24x10 FTD241 0 FTD2410D 5060.00 880 

24x12 FTD24:1 Z I'TD2412D 5121.0:0 390 

24x14 FTD24 1 4 FTD2414D 5134.00 900 

FTP:2L1:1.6: ~TQ2~1,~D :524~.o:o 

24x18 FTD2418 FTD2418D 6889.00 1220 

24x20 fTD2420 fTD2420D 7216.0:0 1255 

24x24 FTD2424 FTD2424D 7657.00 1330 

FTD3006 ~tD3b06D 

30A8 FTD3008 FTD3008D 11081.00 146::; 

3erxiO fTD3CHO: FTD3D1'OD n 735.'00 1-51'1 

30x12 iTD3012 iTD30120 7332.00 1490 

30xl4 FTD30:l4: fCTD3Dl4D 1:1801.00 1490 
30xl6 FTD30l 6 FTD3016D 11528.00 1505 

30x18 FJD3Cll& I'TD3D:1.8D ;8333.0:0 

30x20 FTD3020 FTD3020D 8470.00 1540 

;JQ,x.l!4 FrP:3:024 fm;3p2~D n );3~.OO 4'0:;5 
:3Ux:3U I-ILJ:3U:3U I-ILJ:3U:3UU I I Cl::l4.UU L'I.JU 

FTD3606. FTCJ3606D PDA 

36x8 FTD3608 FTD3608D 16729,00 2i50 

i:7696 ()O 1155 
l6xl? FTIl161? FTm61 ?Il 17526.00 ?170 

36xl4 FTD36H· FTD36140 1-7704.00 2175 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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Confidential ivicVvane-Ol8188 

PUBLIC

@r!!! Price List 
mr ellO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 

lin. nn nn Size !\!o!1-Domes!!c Domes!!c urL.U7.U.£ (Inches) Item Code Item Code 
les~ Acce~sO!"y We!gh!~ Cr'=!!e 

List Price (Lbs) Quantity 

I:4X6 FTpl:406; FTQ l 49>?D 1 68BDO 2 
14x8 FTD1408 FTD1408D 1755.00 390 2 

14xlQ FTD1410 fTD) 41.OD 1800,00 400 2 
14xl2 FTD1412 FTD1412D 425 2 

14xi4 till/I-Hilu '2 
]6x4 FTD1604 FTD1604D 2250.00 460 2 

16X6 FTD1606 nD1606D 2083XiO 465 2 
16>.'8 FTD1608 FT[J1608D 21.3.3.00 475 2 

2 
loxl? FTIl161? FTIl161?n ?1O?oo 5?0 , 
16x14 FTD1614 fTD1614D 2385,on 530 2 
16xl6 FTD1616 FTD1616D 2490.00 550 2 

1~X6 FJPWQ6 np)!lQ,D )40",00 480 ~ 
18x8 FTD1808 FTD1808D 2475.00 495 2 

18xlO FTD,lBlO f'TD181.OD ;2550,00 SID 

18xl2 FTD 18 I 2 FTD1812D 2668.00 535 
18xi4 FTD18ft ftblSl'itD 310000 63D 
13x16 FTD1816 FTD1816D 3250.00 650 

FTD18-1 s: FTDl8-18D 
20d FTD200~ FTD20Q,JD POA. 8~5 

::20",:6 FTDiDo6 Ftb2006D '3050.oD :610 
20xS FTD2008 FT[12008D 310000 620 

)[")x10 FJr)?fll() mY)[)l()[") :>'17.">.00 

20xl2 FTD2012 FTD2012D 3300.00 660 
2G'x14 ffD20:l4' I'TD2DlitD ;3325.-0:0 :665 

20xl6 FTD20l 6 FTD2016D 4050.00 810 

FTD2(HS FTD201HD ·4)00,00 

20x20 iT02020 i102020D 4266.00 855 
24;<4 fTD2404. :=TD24QJD PDA 345 
24x6 FTD2406 FTD2406D 4893.00 845 

FTD2403 ~TD24D8D 

24x10 FTD241 0 FTD2410D 5060.00 880 

24x12 FTD24:1 Z I'TD2412D 5121.0:0 390 

24x14 FTD24 1 4 FTD2414D 5134.00 900 

FTP:2L1:1.6: ~TQ2~1,~D :524~.o:o 

24x18 FTD2418 FTD2418D 6889.00 1220 

24x20 fTD2420 fTD2420D 7216.0:0 1255 

24x24 FTD2424 FTD2424D 7657.00 1330 

FTD3006 ~tD3b06D 

30A8 FTD3008 FTD3008D 11081.00 146::; 

3erxiO fTD3CHO: FTD3D1'OD n 735.'00 1-51'1 

30x12 iTD3012 iTD30120 7332.00 1490 

30xl4 FTD30:l4: fCTD3Dl4D 1:1801.00 1490 
30xl6 FTD30l 6 FTD3016D 11528.00 1505 

30x18 FJD3Cll& I'TD3D:1.8D ;8333.0:0 

30x20 FTD3020 FTD3020D 8470.00 1540 

;JQ,x.l!4 FrP:3:024 fm;3p2~D n );3~.OO 4'0:;5 
:3Ux:3U I-ILJ:3U:3U I-ILJ:3U:3UU I I Cl::l4.UU L'I.JU 

FTD3606. FTCJ3606D PDA 

36x8 FTD3608 FTD3608D 16729,00 2i50 

i:7696 ()O 1155 
l6xl? FTIl161? FTm61 ?Il 17526.00 ?170 

36xl4 FTD36H· FTD36140 1-7704.00 2175 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-067

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

36xl6 FlO36 I 6 FlO3616D 12018,00 2185 

36x18 FTD36-lS FTD36'1'8D r2045.'00 2190 

36x20 FlO3620 FTD3620D 18038.00 2210 

36x24 FTD3624: fTD3624D 1:2403.00 2255 

36x24x24 1-1 LJ362424 1-1 LJ362424LJ 2U433.oU 22.':l.':l 

FTD36803Cf ~TD363030D 21455.00 

36x30 FTD3630 FTD3630D 16500.00 3000 

36x.36 FTD3636 i"TD3636D 1.729i.W .3160 

36x36x48 FTD363648 FTD363t>48D 36233 i)J .4361 

4?,x17 FTr14Y!-l?-. FTI04?:l-7f) 79764 . .00 ,~1 

42x14 FTD4214 FTD4214D 29859.00 3170 

42x16 FTD4'2l6' nD42l6D 29926:00 3180 

42xl8 FlO42 I 8 FTD4218D 29949,00 3185 

42x20 fTD4220 pTD4220D 30076.00 

42x24 FTD4224 FTD4224D 19470.00 3245 

42x30 FTD4230 fTD4230D 24750.00 4125 
42x36 FlO4236 FTD4236D 32160.00 5360 

48x12 FTD4812 FTD4812D 38765.00 4315 

~8xllJ FTD.-r8'l.-r FTD1J81 ;m 39053.00 ~315 

48x16 FTD4816 FTD4816D 39362.00 4·330 

4Rx?O FTn4!'l?O FTn4R?OI) ,19R7.') 00 4.1.')0 

i4S'x24 FTD4824 FTD48-24D 26310:00 4385 
48x30 FTD4830 FTD4830D 26730.00 4455 

48x36 fTD4836 I"TD4836D 3333{tOO 5555 
48x42 FTD4842 FTD4842D 43170.00 7195 

48x4G rTD4B48- nD48-48D 4431O,QO 738-5 

BASE iEE, FLANGED 

a .,-----r' a 3x3 FBTD03 FBTD03D 214,00 45 36 - - i2 I I 61.6 FBTD06 FBTD06D 468.00 110 18 ! W ! Sx8 FBTDOB fBTD08D 736,00 lS5 
10xlO FBTD10 FBTD10D 1275.00 300 

12;::12 FBTD·l-2 fBT:D12D 1828.00 430 4 
14x14 FBTD14 FBTD14D 2183.00 485 2 

16x16 FBTDl" FBW16D 2700.00 W0 
181.18 FBTD18 FBTD18D 3700.00 740 
+QX~O F~TD20 f13W~QP :1*,5Q.O:O '13)3 
24X24 FBTD24 FBTD24D 8108.00 i410 

FBTD-30 

361.36 FBTD36 FBTD36D 34496.00 3320 

FBTD42 

48x48 F8TD48 F8TD48D 62187.00 7720 

CROSS FlANGED* 
~ 3;;.3 FXD0-303 fX.D03tDD 23{3,00 ,SO A 
~ W 
I I 41.3 iXD0403 iXD0403D 315.00 70 

t-Vrir'.lt\, .,,"'''' 'rV'\ '" ~ ~ l<'-J:.-'Y.'<Y'-+ ..,7.,.'.'.'.' '4 

I J L I 6x3 FXD0603 FXD0603D 404.00 95 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

36xl6 FlO36 I 6 FlO3616D 12018,00 2185 

36x18 FTD36-lS FTD36'1'8D r2045.'00 2190 

36x20 FlO3620 FTD3620D 18038.00 2210 

36x24 FTD3624: fTD3624D 1:2403.00 2255 

36x24x24 1-1 LJ362424 1-1 LJ362424LJ 2U433.oU 22.':l.':l 

FTD36803Cf ~TD363030D 21455.00 

36x30 FTD3630 FTD3630D 16500.00 3000 

36x.36 FTD3636 i"TD3636D 1.729i.W .3160 

36x36x48 FTD363648 FTD363t>48D 36233 i)J .4361 

4?,x17 FTr14Y!-l?-. FTI04?:l-7f) 79764 . .00 ,~1 

42x14 FTD4214 FTD4214D 29859.00 3170 

42x16 FTD4'2l6' nD42l6D 29926:00 3180 

42xl8 FlO42 I 8 FTD4218D 29949,00 3185 

42x20 fTD4220 pTD4220D 30076.00 

42x24 FTD4224 FTD4224D 19470.00 3245 

42x30 FTD4230 fTD4230D 24750.00 4125 
42x36 FlO4236 FTD4236D 32160.00 5360 

48x12 FTD4812 FTD4812D 38765.00 4315 

~8xllJ FTD.-r8'l.-r FTD1J81 ;m 39053.00 ~315 

48x16 FTD4816 FTD4816D 39362.00 4·330 

4Rx?O FTn4!'l?O FTn4R?OI) ,19R7.') 00 4.1.')0 

i4S'x24 FTD4824 FTD48-24D 26310:00 4385 
48x30 FTD4830 FTD4830D 26730.00 4455 

48x36 fTD4836 I"TD4836D 3333{tOO 5555 
48x42 FTD4842 FTD4842D 43170.00 7195 

48x4G rTD4B48- nD48-48D 4431O,QO 738-5 

BASE iEE, FLANGED 

a .,-----r' a 3x3 FBTD03 FBTD03D 214,00 45 36 - - i2 I I 61.6 FBTD06 FBTD06D 468.00 110 18 ! W ! Sx8 FBTDOB fBTD08D 736,00 lS5 
10xlO FBTD10 FBTD10D 1275.00 300 

12;::12 FBTD·l-2 fBT:D12D 1828.00 430 4 
14x14 FBTD14 FBTD14D 2183.00 485 2 

16x16 FBTDl" FBW16D 2700.00 W0 
181.18 FBTD18 FBTD18D 3700.00 740 
+QX~O F~TD20 f13W~QP :1*,5Q.O:O '13)3 
24X24 FBTD24 FBTD24D 8108.00 i410 

FBTD-30 

361.36 FBTD36 FBTD36D 34496.00 3320 

FBTD42 

48x48 F8TD48 F8TD48D 62187.00 7720 

CROSS FlANGED* 
~ 3;;.3 FXD0-303 fX.D03tDD 23{3,00 ,SO A 
~ W 
I I 41.3 iXD0403 iXD0403D 315.00 70 

t-Vrir'.lt\, .,,"'''' 'rV'\ '" ~ ~ l<'-J:.-'Y.'<Y'-+ ..,7.,.'.'.'.' '4 

I J L I 6x3 FXD0603 FXD0603D 404.00 95 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-068

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

SxS 
10M 

HlxlO 

12x-t: 

J2x6 

!;0<8 
12xlO 

12x12 

14x6 

1:4x8: 
14xlO 

14x12 
1 ~~l ~ 

lii,c6 
16x.8 
If,y10 

16x12 

16'x14 

16x16 

18xD 

18x12 

18x16 

18x18 

20x6 

:29>;8: 

20xl0 

lOx] 2 

20x14 

20A18 

2CJ'x20 

24xG 

:2:4x8: 
24xl0 

24x12 

24x14 

24,x] 6 

14xltl 

24X20 

24X24 

1[]x14 

3GxJ6 

'Weight, exclude accessories 

!\!o!1-Domes!!c Domes!!c 
Item Code Item Code 

FXP0604 FXDO&040 
FXD0606 FXD0606D 

FXD0803 FXOOS030 
FXD0804D 

tXooeCi6u 
FXD0808 FxD0808D 

FXOro04 fXulO040 
F'xDl006 FXDi 006[1 

00"30 
FXlllOlO FX Ill[] 10 Il 

FXOl:204 fXD12040 

FXD1206 FXDI206D 

FXDI1Q$ FXPl~08D 
FXD1210 FXD1210D 

FXOr:212 FXDl.2L20 

FXD1406 FXDI406D 

Fxb1':408 FXDI4000 
FXD14l0 FXD1410D 

FX01-412 fXD14f20 
FXD1~IA F)iDl~I~D 

FXD1':606 fX'bl'606D 
FX[11608 FXD1608D 

F'If'lrr'ilr) FXF)l 

FXD1612 FXDI612D 

fXDh514 fXD1'6l'40 

FXD1616 FXD1616D 

:-X01808 iXD1B08D 

fXDl:8W fXD18JQD 

FXD1S12 FXD1812D 

BUD 

FXD1816 FXD1816D 
FX01B18 fXD18180 

FXD2006 FXD2006D 

F:x:p2pO~ fXP200!30 
FXD2010 FXD2010D 
fXD2-012 fXD1012D 

FXD2014 FXD2014D 

FXD20l S FXD2018D 

rXD2G2D rXD2D2DD 

iXD240G iXD240GD 

FX02408 fXD24080 

FXD2410 FXD2410D 

FX02412 FX.D24120 

FXD2414 FXD2414D 

FXOZ4Jq fXP24t60 
I-XUL'4Itl I-XlJL41tlU 

FXD2420 FxD2420D 

FXD2424 FXD2424D 

FXIll0l4 FXlll[]l41l 

FX030J6 FXD301-6:0 

Page 68 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y We!gh!~ Cr'=!!e 
List Price (Lbs) Quantity 

46~,OO ;4 
603.00 120 8 
595,00 1.40 

155 4 

904.00 i95 4 

935XID 22D B 
1020.00 240 • 
11 4 

1401.00 eno 4 

1318.00 3lD 4 

1360.00 320 4 

147!,00 84:5 ~ 
1764.00 415 2 

;1949,00 460 2 
1800,00 400 

·19i3.00 425 
2957.00 460 

2385.00 530 

'220SDO 490 
2"34000 520 
?A9A()() 

2723,00 605 
;4181.00 :620 

2993.00 665 

·3865JJO 5D-5 
:3%3,00 5:35 

.:ton,CD 56Q 
3050.00 610 

5893.00 765 

3975.00 795 

4890.00 635 

;5032.00 ~6? 
5256.00 685 

3675.00 735 

5711.00 745 

77.')4.00 94.') 

'5075XJO 1-015 

6195.00 875 

6945JlO 895 
7236.00 930 

;5040.00 960 

5119.00 975 

::?~N·()0 J010 
IUCltlU.UU Ij6~ 

.7508.(10 

8243,00 i570 

11 h??OO 1570 

1-1932.00 }605 

HCUS ~,II CORPORATE 110 .. ·P[[ 

ivic\tvane-OI8190 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

SxS 
10M 

HlxlO 

12x-t: 

J2x6 

!;0<8 
12xlO 

12x12 

14x6 

1:4x8: 
14xlO 

14x12 
1 ~~l ~ 

lii,c6 
16x.8 
If,y10 

16x12 

16'x14 

16x16 

18xD 

18x12 

18x16 

18x18 

20x6 

:29>;8: 

20xl0 

lOx] 2 

20x14 

20A18 

2CJ'x20 

24xG 

:2:4x8: 
24xl0 

24x12 

24x14 

24,x] 6 

14xltl 

24X20 

24X24 

1[]x14 

3GxJ6 

'Weight, exclude accessories 

!\!o!1-Domes!!c Domes!!c 
Item Code Item Code 

FXP0604 FXDO&040 
FXD0606 FXD0606D 

FXD0803 FXOOS030 
FXD0804D 

tXooeCi6u 
FXD0808 FxD0808D 

FXOro04 fXulO040 
F'xDl006 FXDi 006[1 

00"30 
FXlllOlO FX Ill[] 10 Il 

FXOl:204 fXD12040 

FXD1206 FXDI206D 

FXDI1Q$ FXPl~08D 
FXD1210 FXD1210D 

FXOr:212 FXDl.2L20 

FXD1406 FXDI406D 

Fxb1':408 FXDI4000 
FXD14l0 FXD1410D 

FX01-412 fXD14f20 
FXD1~IA F)iDl~I~D 

FXD1':606 fX'bl'606D 
FX[11608 FXD1608D 

F'If'lrr'ilr) FXF)l 

FXD1612 FXDI612D 

fXDh514 fXD1'6l'40 

FXD1616 FXD1616D 

:-X01808 iXD1B08D 

fXDl:8W fXD18JQD 

FXD1S12 FXD1812D 

BUD 

FXD1816 FXD1816D 
FX01B18 fXD18180 

FXD2006 FXD2006D 

F:x:p2pO~ fXP200!30 
FXD2010 FXD2010D 
fXD2-012 fXD1012D 

FXD2014 FXD2014D 

FXD20l S FXD2018D 

rXD2G2D rXD2D2DD 

iXD240G iXD240GD 

FX02408 fXD24080 

FXD2410 FXD2410D 

FX02412 FX.D24120 

FXD2414 FXD2414D 

FXOZ4Jq fXP24t60 
I-XUL'4Itl I-XlJL41tlU 

FXD2420 FxD2420D 

FXD2424 FXD2424D 

FXIll0l4 FXlll[]l41l 

FX030J6 FXD301-6:0 
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Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y We!gh!~ Cr'=!!e 
List Price (Lbs) Quantity 

46~,OO ;4 
603.00 120 8 
595,00 1.40 

155 4 

904.00 i95 4 

935XID 22D B 
1020.00 240 • 
11 4 

1401.00 eno 4 

1318.00 3lD 4 

1360.00 320 4 

147!,00 84:5 ~ 
1764.00 415 2 

;1949,00 460 2 
1800,00 400 

·19i3.00 425 
2957.00 460 

2385.00 530 

'220SDO 490 
2"34000 520 
?A9A()() 

2723,00 605 
;4181.00 :620 

2993.00 665 

·3865JJO 5D-5 
:3%3,00 5:35 

.:ton,CD 56Q 
3050.00 610 

5893.00 765 

3975.00 795 

4890.00 635 

;5032.00 ~6? 
5256.00 685 

3675.00 735 

5711.00 745 

77.')4.00 94.') 

'5075XJO 1-015 

6195.00 875 

6945JlO 895 
7236.00 930 

;5040.00 960 

5119.00 975 

::?~N·()0 J010 
IUCltlU.UU Ij6~ 

.7508.(10 

8243,00 i570 

11 h??OO 1570 

1-1932.00 }605 

HCUS ~,II CORPORATE 110 .. ·P[[ 

ivic\tvane-OI8190 



CX 2359-069

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

L 0 

I ~ 
r , 

r---.I 
0 0 

Size !\lon-Domes!!c Domes!!c 
(Inches) Item Code Item Code 

30xl8 FXD3018 FXD3018D 

3Qx20 FXD302Q FXD3Q2JJD 
30x24 FXD3024 FXD3024D 

30x30 FX0303D fXDJ0300 

:36x12 I-XLJ3612 I-XLX3612LJ 

FXD3Ci14 ~XD3614D 

36x16 FX03616 FXD3616D 

36xi8 FiD.3b18 i"XD.361BD 

36x2i) FXD362D FXD362i)D 

~6"x?4 FXfJ1-6.?4 FXn16?4D 

36x30 FXD3630 FXD3630D 

36X36 FXD3636 ~XD36:5.6:D 

42x36 FXD4236 FXD4236D 

42x42 fX04242 fXD42420 

48x48 FXD4848 FXD4848D 

64x42 FXD6442 ['XD64420 

~Additional size reductions can be furnished, 

ECCENTRIC REDUCER FLANGED 
,0<2 FERD0302 fERDOJ02D 
4,2 FERD0402 FERD0402D 

4)(3 FERD0403 FERD0403D 

S,,4 FERDOS04 FERDOS04D 

9;<.$ Fe;F;(P\19Q3 fl=~PQqQ3D 

6,,4 ITRD0604 ITRD0604D 

8x4 FERD0804 FERD0804D 

8D FERD0805 fERDOB050 
8,6 FERD0806 FERD0806D 

IOx4 FERtHOO4 fERDID040 
101.6 FERDl006 FERD1006D 

IUw !-t:l';'l) WOO ttJ';:UliJUC1U 

12x4 FERD1204 FERD1204D 

FERD12060 

121.8 FERDl208 FERDl208D 

1 ?xl 0 FFR'li1::nO fFRiJl ?1())) 

14x6 FERDI406 FERDI406D 

14x:8- FERDI-400 FERDl408D 
141.10 FERDI410 FERDI410D 

14x12 FERDl4l2 FERDl4120 

16x6 FERDI606 FERDI606D 

i6xS- FERD1600 FERDl600D 
161.10 FERDI610 FERDI610D 

16x12 FERDh$l-2 fERD16-120 

!6x!4 H:::PLJ!6!4 H:::PLJ!6!4LJ 

I$Yi:!- FERC'I:BOB FER.:D1B08D 
18xlO FERD1810 FERD1810D 

18)(12 FEli"or8l-2 FERD12-120 

lRxU FFRnl RU FFRnlRl4n 

1 R'x16 FFRfll:fnA fFRf)lm'6fJ 

20xl0 FERD2010 FERD2010D 

2Q';(12 FERD20r2 FERD2JJ12D 
20xl4 FERD2014 FERD2014D 

'Weight, exclude accessories 

Page 69 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y We!gh!~ Cr'=!!e 
Lis! Price (Lbs) Quantity 

11843,00 1515 

]:2081.'00 }670 

12348.00 2245 

1:37:50.00 2500 

I tl'13LJJO L140 

19189.00 2270 

1.9332.W 2280 

1963.4 i)J 2-325 
?04Rl..oO 

26667.00 3300 

29254:00 362:) 

58522,00 5720 
62661.00 61 

78297.00 8005 

POA 10085 

POA 16 
117.00 25 9 

24 
226,00 32 32 

17QDD ~Q 12 
191.00 45 24 

310,00 65 , 
344,00 70 12 
319.00 75 9 

41M) B 
395.00 90 8 
4!:JI,W 110 4 

531.00 120 4 

4 

6 16.00 145 4 

7/3.0D 17n 4 

2157.00 173 2 

;2187.00 ]·13 2 
2253.00 218 2 

:2397.{lD 24B 2 
855.00 190 2 

945,00 2 
1058.00 235 2 

1193J1Q 26-5 2 
! L60,UO LBO , 
12(x)/,)(1 2:10 -2 
1325.00 265 2 
121.75J)D 29-5 
IS.'innn .1ln 

;1700fJD ;1:40 

1550.00 310 
'1 725IlO GAS 
1765,00 355 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8191 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

L 0 

I ~ 
r , 

r---.I 
0 0 

Size !\lon-Domes!!c Domes!!c 
(Inches) Item Code Item Code 

30xl8 FXD3018 FXD3018D 

3Qx20 FXD302Q FXD3Q2JJD 
30x24 FXD3024 FXD3024D 

30x30 FX0303D fXDJ0300 

:36x12 I-XLJ3612 I-XLX3612LJ 

FXD3Ci14 ~XD3614D 

36x16 FX03616 FXD3616D 

36xi8 FiD.3b18 i"XD.361BD 

36x2i) FXD362D FXD362i)D 

~6"x?4 FXfJ1-6.?4 FXn16?4D 

36x30 FXD3630 FXD3630D 

36X36 FXD3636 ~XD36:5.6:D 

42x36 FXD4236 FXD4236D 

42x42 fX04242 fXD42420 

48x48 FXD4848 FXD4848D 

64x42 FXD6442 ['XD64420 

~Additional size reductions can be furnished, 

ECCENTRIC REDUCER FLANGED 
,0<2 FERD0302 fERDOJ02D 
4,2 FERD0402 FERD0402D 

4)(3 FERD0403 FERD0403D 

S,,4 FERDOS04 FERDOS04D 

9;<.$ Fe;F;(P\19Q3 fl=~PQqQ3D 

6,,4 ITRD0604 ITRD0604D 

8x4 FERD0804 FERD0804D 

8D FERD0805 fERDOB050 
8,6 FERD0806 FERD0806D 

IOx4 FERtHOO4 fERDID040 
101.6 FERDl006 FERD1006D 

IUw !-t:l';'l) WOO ttJ';:UliJUC1U 

12x4 FERD1204 FERD1204D 

FERD12060 

121.8 FERDl208 FERDl208D 

1 ?xl 0 FFR'li1::nO fFRiJl ?1())) 

14x6 FERDI406 FERDI406D 

14x:8- FERDI-400 FERDl408D 
141.10 FERDI410 FERDI410D 

14x12 FERDl4l2 FERDl4120 

16x6 FERDI606 FERDI606D 

i6xS- FERD1600 FERDl600D 
161.10 FERDI610 FERDI610D 

16x12 FERDh$l-2 fERD16-120 

!6x!4 H:::PLJ!6!4 H:::PLJ!6!4LJ 

I$Yi:!- FERC'I:BOB FER.:D1B08D 
18xlO FERD1810 FERD1810D 

18)(12 FEli"or8l-2 FERD12-120 

lRxU FFRnl RU FFRnlRl4n 

1 R'x16 FFRfll:fnA fFRf)lm'6fJ 

20xl0 FERD2010 FERD2010D 

2Q';(12 FERD20r2 FERD2JJ12D 
20xl4 FERD2014 FERD2014D 

'Weight, exclude accessories 

Page 69 

Confidential 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y We!gh!~ Cr'=!!e 
Lis! Price (Lbs) Quantity 

11843,00 1515 

]:2081.'00 }670 

12348.00 2245 

1:37:50.00 2500 

I tl'13LJJO L140 

19189.00 2270 

1.9332.W 2280 

1963.4 i)J 2-325 
?04Rl..oO 

26667.00 3300 

29254:00 362:) 

58522,00 5720 
62661.00 61 

78297.00 8005 

POA 10085 

POA 16 
117.00 25 9 

24 
226,00 32 32 

17QDD ~Q 12 
191.00 45 24 

310,00 65 , 
344,00 70 12 
319.00 75 9 

41M) B 
395.00 90 8 
4!:JI,W 110 4 

531.00 120 4 

4 

6 16.00 145 4 

7/3.0D 17n 4 

2157.00 173 2 

;2187.00 ]·13 2 
2253.00 218 2 

:2397.{lD 24B 2 
855.00 190 2 

945,00 2 
1058.00 235 2 

1193J1Q 26-5 2 
! L60,UO LBO , 
12(x)/,)(1 2:10 -2 
1325.00 265 2 
121.75J)D 29-5 
IS.'innn .1ln 

;1700fJD ;1:40 

1550.00 310 
'1 725IlO GAS 
1765,00 355 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8191 



CX 2359-070

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

2QX]6 
20xl8 

24/-8 
24x10 

24x14 

24x16 
2.:i'>.'18 

l[]xlO 

30x14 

30x16 

~G?,,]8 
30x20 

30X24-

36x24 

42X24 
42x30 

A8x30 

38>,36 
48'>.'42 

!\lon-Domes!!c Domes!!c 
Item Code Item Code 

FE:~P201:¢ FERp2f),16D 
FERD2018 FERD2018D 

FERD24Q8 fERD24118D 
FERD2410 FERD2410D 

H:::R0:d4'1'28 
FERD2414 FERD2414D 

FERD24l6 ~ERD24-16D 

FEi?D2.d 18 FERD2.:J.18D 

FFRnlOl [] FFRIXlOl Oil 

FERD30l4 f'ERD3014D 

FERD3016 FERD3016D 

FE~D~QI8 fEED"QI8D 
FERD3020 FERD3020D 

FERD3024 f'ERD3024D 

FERD3624 FERD3624D 

FERD:4224 fER04224D 
FERD4230 FERD4230D 

FERD-4236 FERD4236D 
i=ERD~830 i=ERD~830D 

FERD4836 FERD4836D 
FER[148A2 FERDA842D 

CONCENTRIC REDUCER FLANGED 

h...i 3:-:2 FP00302 FI?OO302D 

r r 3'>.'2.5 F!;'00302.5 Fr;>00302.50 

I I FRDOLiQ2 fRD04D2D r ~ r D 4x2'h FROO4025 FROO40250 

FROO4113 fRD040:3D 
5,3 FR00503 FROO5030 

5x4 FRD0504 FRD0504D 
6....2 iROO602 iROO6020 

FRD0603 

6x4 FR00604 FR006040 

6x5 fROO605 fRD06'()5D 
8x3 FROO803 FROO8030 

FROOB04 FRD08{)4D 
8,5 FR00805 FR008050 

8:«\ FROO80, FRD080hD 
lOx4 FROI004 FROI0040 

fROlOO-6:O 

iOx8 FRDi 008 FRDi008D 

l:2X4· fRDi.204 f1"D.1.20:4D 
12A6 FR01206 FRD1206D 

FRDT·2G8 FRDT2CBD 
12xlO iRD1210 iRD1210D 

l:4x6 fRO],:406 fRDl40:6D 

14xS FRDI40S FRDI40SD 

'14xio FRbi':4i0 F:Ro'!'4ioD 
14x12 FRD1412 FRD1412D 

16x6 fRO 1:606 fROl6G6D 

16xIJ H·m I 6DIJ H·m I60IJLJ 

fRP1,Alq fRpl,6lpD 

'Weight, exclude accessories 

Page 70 
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Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

I 95()DO 
2050.00 

PDA 

28 i 8.00 
3019XiO 
3163.00 

POA 

B449,On 

8886.00 

9:)4$,0(1 

10480.00 

10137.,00 

16545,00 

1:0920.00 

12360.00 

LtO?{\OO 
15690.00 

U640DO 
1992000 

76.00 

POA 

1 

220.00 

139,00 
POA 

276,0(1 

149.00 

206,00 

217:00 
258.00 

309,0(1 

298,00 

837.oD 
361.00 

433.00 

540,00 

521.,QQ 
628.00 

796,00 

698:00 

788.00 

878.00 
997.00 

855.00 

9']L.00 

We!gh!~ 
(Lbs) 

390 
410 

460 
470 

490 
625 
550 

75(-, 

7J5 
770 

870 

970 

1345 

1820 
2060 

2615 

2940 
.3.320 

16 

21 

26 
3() 

38 

32 
30 

45 

52 
60 

65 
70 

75 
85 

110 

1.20 
130 

: 70 

1'5:5 

175 

f90 
220 
:190 

LIO 

Cr'=!!e 
Quantity 

27 

is 
32 

32 

32 
24 

24 

24 
18 

18 

18 

12 
8 

8 

8 

A 
4 

4 
4 

4 

2 

2 

2 

2 

2 

;2 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8192 

PUBLIC

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

2QX]6 
20xl8 

24/-8 
24x10 

24x14 

24x16 
2.:i'>.'18 

l[]xlO 

30x14 

30x16 

~G?,,]8 
30x20 

30X24-

36x24 

42X24 
42x30 

A8x30 

38>,36 
48'>.'42 

!\lon-Domes!!c Domes!!c 
Item Code Item Code 

FE:~P201:¢ FERp2f),16D 
FERD2018 FERD2018D 

FERD24Q8 fERD24118D 
FERD2410 FERD2410D 

H:::R0:d4'1'28 
FERD2414 FERD2414D 

FERD24l6 ~ERD24-16D 

FEi?D2.d 18 FERD2.:J.18D 

FFRnlOl [] FFRIXlOl Oil 

FERD30l4 f'ERD3014D 

FERD3016 FERD3016D 

FE~D~QI8 fEED"QI8D 
FERD3020 FERD3020D 

FERD3024 f'ERD3024D 

FERD3624 FERD3624D 

FERD:4224 fER04224D 
FERD4230 FERD4230D 

FERD-4236 FERD4236D 
i=ERD~830 i=ERD~830D 

FERD4836 FERD4836D 
FER[148A2 FERDA842D 

CONCENTRIC REDUCER FLANGED 

h...i 3:-:2 FP00302 FI?OO302D 

r r 3'>.'2.5 F!;'00302.5 Fr;>00302.50 

I I FRDOLiQ2 fRD04D2D r ~ r D 4x2'h FROO4025 FROO40250 

FROO4113 fRD040:3D 
5,3 FR00503 FROO5030 

5x4 FRD0504 FRD0504D 
6....2 iROO602 iROO6020 

FRD0603 

6x4 FR00604 FR006040 

6x5 fROO605 fRD06'()5D 
8x3 FROO803 FROO8030 

FROOB04 FRD08{)4D 
8,5 FR00805 FR008050 

8:«\ FROO80, FRD080hD 
lOx4 FROI004 FROI0040 

fROlOO-6:O 

iOx8 FRDi 008 FRDi008D 

l:2X4· fRDi.204 f1"D.1.20:4D 
12A6 FR01206 FRD1206D 

FRDT·2G8 FRDT2CBD 
12xlO iRD1210 iRD1210D 

l:4x6 fRO],:406 fRDl40:6D 

14xS FRDI40S FRDI40SD 

'14xio FRbi':4i0 F:Ro'!'4ioD 
14x12 FRD1412 FRD1412D 

16x6 fRO 1:606 fROl6G6D 

16xIJ H·m I 6DIJ H·m I60IJLJ 

fRP1,Alq fRpl,6lpD 

'Weight, exclude accessories 
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Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

I 95()DO 
2050.00 

PDA 

28 i 8.00 
3019XiO 
3163.00 

POA 

B449,On 

8886.00 

9:)4$,0(1 

10480.00 

10137.,00 

16545,00 

1:0920.00 

12360.00 

LtO?{\OO 
15690.00 

U640DO 
1992000 

76.00 

POA 

1 

220.00 

139,00 
POA 

276,0(1 

149.00 

206,00 

217:00 
258.00 

309,0(1 

298,00 

837.oD 
361.00 

433.00 

540,00 

521.,QQ 
628.00 

796,00 

698:00 

788.00 

878.00 
997.00 

855.00 

9']L.00 

We!gh!~ 
(Lbs) 

390 
410 

460 
470 

490 
625 
550 

75(-, 

7J5 
770 

870 

970 

1345 

1820 
2060 

2615 

2940 
.3.320 

16 

21 

26 
3() 

38 

32 
30 

45 

52 
60 

65 
70 

75 
85 

110 

1.20 
130 

: 70 

1'5:5 

175 

f90 
220 
:190 

LIO 

Cr'=!!e 
Quantity 

27 

is 
32 

32 

32 
24 

24 

24 
18 

18 

18 

12 
8 

8 

8 

A 
4 

4 
4 

4 

2 

2 

2 

2 

2 

;2 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8192 



CX 2359-071

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
'&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

16x12 FRD1612 FRDI612D 1218.00 265 2 
16x14 FROT-614 FRDl'6-l4D 126G:OO 275 2 
lSxS FRD1S08 FRD1808D 1200.00 240 2 

18xl0 FR01BlO fRD181DO 1 325,OD 265 2 

Itlxl2 I-RLJltJI2 I-RLJI!3ILLJ 1411JJU 2'l!:J 

18x14 FRD 1'8-1 4 ~RD181-4D 1525.00 

18x16 FR01816 FR018160 1709.00 340 

lOY6 1'R[12oo6 i"RD20I}hD P:OA 300 

20xB FRD2008 FRD2i)J8D P()A 285 

FRfJ)l-OlQ FRD?OWD .155f.LOO 

20x12 FRD20l2 FRD20l2D 1819.00 345 
20x14 FRD201J mD201:AD '1775:00 35:5 

20x16 FRD2016 FRD2016D 1951.00 390 
2Gx18 fR02D18 pRD20l-80 2050.00 

24x12 FRD2412 FRD2412D 2935.00 480 
24x14 FRD2414 f'RD2414D 2928,00 490 
24x16 FRD2416 FRD2416D 3061.00 525 

24x20 FRD2420 FRD2420D 3410.00 590 

3Qx12 FR03012 FRD3012D 6318.0-0 825 

30xl Ll FRD3014 FRD-301 AD 9528.00 795 

::lnxlR FRn.lnl R FRn::lnl Rn 44.').') nn RIO 

30'x20 FRD3020 fRD302DD . 4785;00 870 
30x24 FRD3024 FRD3024D 5335.00 970 
36xl6 fR03616 I"RD36J:60 1:3315.00 n 15 

36x24 FRD3624 FRD3624D 7398.00 1345 

36X20 rRD:J:63G mD36JOD ]:676 1.00 1555 
42x20 FRD4220 FRD4220D 1'7481.00 1666 

4~r:~4 FRP4:#4 FfP.4~?40 l:Q?~.00 i?~O 
42x30 FRD4230 FRD4230D 12360.00 2060 

FRD42:36 FRD423.6D 1.4070,00 
48x30 FRD4830 FRD4830D 15750.00 2696 

FR04836 fR't)4S360 t:7jOO.OD 
48x42 FRD4842 FRD4842D 19920,00 3320 

STANDARD BLIND FLANGE' 

3"-10" 
3 FLBD03 FLBD03D 43.00 9 50 

• - -• :.4: F~~00:4 n~QQ4p 9~.()0 ) 9 1:60 
12""_54"" 6 FLBD06 FLBDObD 119.00 25 100 

FlBDOB FLB-D08D 19'1.'00 
10 FLBDlO FLBDlOD 242.00 63 40 

'ii fLStil'20 28 
14 FL8D 14 FL8D 140 49~.00 120 20 

1G- rtGDl6 fWD16D 16 
18 FLBD18 FLBD18D 835.00 185 12 
20 flB020 fLBD2DO J070'()0 245 10 
24 FLBD24 FLBD24D 1591,00 370 4 

FIBDSO FlBDSOD 3190~O SOO 3 
36 FLBD36 FLBD36D 4345.00 790 2 

42 H.!5tJ41 flBIJ42U ·/O.JtH1D (300 

48 FLB848 FL8U488 9510,00 i 740 

• Prime coat inside & outside 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':,' ,rPI C ~- ~Pf' F[ °P"DY--

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee - Page 71 
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PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
'&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

16x12 FRD1612 FRDI612D 1218.00 265 2 
16x14 FROT-614 FRDl'6-l4D 126G:OO 275 2 
lSxS FRD1S08 FRD1808D 1200.00 240 2 

18xl0 FR01BlO fRD181DO 1 325,OD 265 2 

Itlxl2 I-RLJltJI2 I-RLJI!3ILLJ 1411JJU 2'l!:J 

18x14 FRD 1'8-1 4 ~RD181-4D 1525.00 

18x16 FR01816 FR018160 1709.00 340 

lOY6 1'R[12oo6 i"RD20I}hD P:OA 300 

20xB FRD2008 FRD2i)J8D P()A 285 

FRfJ)l-OlQ FRD?OWD .155f.LOO 

20x12 FRD20l2 FRD20l2D 1819.00 345 
20x14 FRD201J mD201:AD '1775:00 35:5 

20x16 FRD2016 FRD2016D 1951.00 390 
2Gx18 fR02D18 pRD20l-80 2050.00 

24x12 FRD2412 FRD2412D 2935.00 480 
24x14 FRD2414 f'RD2414D 2928,00 490 
24x16 FRD2416 FRD2416D 3061.00 525 

24x20 FRD2420 FRD2420D 3410.00 590 

3Qx12 FR03012 FRD3012D 6318.0-0 825 

30xl Ll FRD3014 FRD-301 AD 9528.00 795 

::lnxlR FRn.lnl R FRn::lnl Rn 44.').') nn RIO 

30'x20 FRD3020 fRD302DD . 4785;00 870 
30x24 FRD3024 FRD3024D 5335.00 970 
36xl6 fR03616 I"RD36J:60 1:3315.00 n 15 

36x24 FRD3624 FRD3624D 7398.00 1345 

36X20 rRD:J:63G mD36JOD ]:676 1.00 1555 
42x20 FRD4220 FRD4220D 1'7481.00 1666 

4~r:~4 FRP4:#4 FfP.4~?40 l:Q?~.00 i?~O 
42x30 FRD4230 FRD4230D 12360.00 2060 

FRD42:36 FRD423.6D 1.4070,00 
48x30 FRD4830 FRD4830D 15750.00 2696 

FR04836 fR't)4S360 t:7jOO.OD 
48x42 FRD4842 FRD4842D 19920,00 3320 

STANDARD BLIND FLANGE' 

3"-10" 
3 FLBD03 FLBD03D 43.00 9 50 

• - -• :.4: F~~00:4 n~QQ4p 9~.()0 ) 9 1:60 
12""_54"" 6 FLBD06 FLBDObD 119.00 25 100 

FlBDOB FLB-D08D 19'1.'00 
10 FLBDlO FLBDlOD 242.00 63 40 

'ii fLStil'20 28 
14 FL8D 14 FL8D 140 49~.00 120 20 

1G- rtGDl6 fWD16D 16 
18 FLBD18 FLBD18D 835.00 185 12 
20 flB020 fLBD2DO J070'()0 245 10 
24 FLBD24 FLBD24D 1591,00 370 4 

FIBDSO FlBDSOD 3190~O SOO 3 
36 FLBD36 FLBD36D 4345.00 790 2 

42 H.!5tJ41 flBIJ42U ·/O.JtH1D (300 

48 FLB848 FL8U488 9510,00 i 740 

• Prime coat inside & outside 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':,' ,rPI C ~- ~Pf' F[ °P"DY--

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee - Page 71 
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CX 2359-072

@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

-3"_10" 

--~--=------111-- - . 
12"_54" 

(Inches) Item Code 

BUND FLANGE TAPPED (2" TAP)* 
3 FLBD03T 

;4; 

6 FLBD06T 
8 HBDGST 
10 FLBD10T 

12 FlBDl2T 
14 FLBD14T 
'ii ~lBiJ:l':61 

18 FLBDi8T 

20 FlBD2DT 
24 FLBD24T 

20 FfRfY'lDT 

36 FLBD36T 

42 FlBD42r 

48 FLBD48T 

~ Prime coat imide 3. outside 

Domes!!c 
Item Code 

FLBD03TD 

fl3.D04T.D 
FLBD06TD 
flBD08TD 
FLBDIOTD 

FLBD12TD 
FLBD14TD 

tLet::,"j'6iU 
FLBDi8TD 

fLBD20TD 
FLBD24TD 

Fl RD80TD 

FLBD36TD 

HBD42T.D 
FLBD48TD 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

83.00 

159.00 

231.00 

282.00 

350.00 
535.00 
ii:Jj,oo 
875.00 

1 i 1O,(JO 
11)71 oe! 
:;)9(J.(]D 

4445.00 

07250.OD 
9710.00 

We!gh!~ 
(Lbs) 

9 

1<;' 

25 

42 
63 

85 
120 

i85 

24::) 
.370 

500 

790 
1300 
1740 

Cr'=!!e 
Quantity 

50 

I;Ci\.,' 

100 
60 

40 
28 
20 
;6 
i 2 

10 

• 
2 

2 

I Thp donrinrri tnn ~i7A i~?" NPT For nthp.r ~i7f"; nlpn~f' ('ontnr:t stnt""" Piop Prorilwh Tnn, othPf thnn)" NPT nff' 

I special order, n~n-cancellable & non-refunci~ble, ' , 

H 
hi , . 

! 

flANGED TRUE ',NYE 

8x8x8 

Wx8x8 

FTY00606 

FTYDciB06 
FTY00808 

FTYD100B 

FLANGE X FLARE 90 0 ELL 
3 

4 
6 
8 
10 

-12 
14 

16-
18 

24 
30 
36 

42 
48 

FBFD9003 

F8fD9D04 
FBFD9006 

FSf09D08 

FBFD9010 

mfD?Ol:2 
F5FD?014 

FBFD9018 

FBFD9024 

HI:rD9D3tl 
FBFD9036 

fBFD9:Q42 
FBF09048 

FLANGE X FLARE PIECE 

:3: 
4 

·6· 

S 

FSfOO3 
FSFD04 

FS.f.=D06 

FSFD08 

'Weight, exclude accessories 

FTY006060 

fTVDOO06D 
FTYD08080 

fT¥DlOQ8D 

FBFD90030 

feFD~OO4D 
FBFD9006D 

FBfD9D08D 

F8FD901 00 

fG-fD9012D 
F5FD?014D 

fSfD9Q16D 

FBFD9018D 

FBFD9024D 

FBF.D9:030D 

FBFD9036D 

fBED9042D 
FBFD90480 

I" Sf 0030 
FSFU04D 

FSfD06D 

FSF008D 

Page 72 
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361.00 

42.5 OQ 

595.00 

143.00 

20$,00 
298.00 

510,00 

829.00 

ll{r?DO 
1530.00 

207GllO 
2800.00 

6325.00 

1:6004;00 

24798.00 

46333.00 

9iiDD 
135.00 

298.00 

85 

140 
155 

25 

82 

110 
175 

245 
450 

570 

1120 

1640 

2700 

4215 

2Q 
30 

80 

HCUS ~,ll CORPORATE 110 __ -pee 

18 

12 

12 
12 
12 
4 

2 

18 
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@r!!! 
mr ellO Ductile Iron Flanged Full Body Fittings 

lin. nn I"V,\ 
urL.U7.U.£ 

-3"_10" 

--~--=------111-- - . 
12"_54" 

(Inches) Item Code 

BUND FLANGE TAPPED (2" TAP)* 
3 FLBD03T 

;4; 

6 FLBD06T 
8 HBDGST 
10 FLBD10T 

12 FlBDl2T 
14 FLBD14T 
'ii ~lBiJ:l':61 

18 FLBDi8T 

20 FlBD2DT 
24 FLBD24T 

20 FfRfY'lDT 

36 FLBD36T 

42 FlBD42r 

48 FLBD48T 

~ Prime coat imide 3. outside 

Domes!!c 
Item Code 

FLBD03TD 

fl3.D04T.D 
FLBD06TD 
flBD08TD 
FLBDIOTD 

FLBD12TD 
FLBD14TD 

tLet::,"j'6iU 
FLBDi8TD 

fLBD20TD 
FLBD24TD 

Fl RD80TD 

FLBD36TD 

HBD42T.D 
FLBD48TD 

Price List 
FLANGED FULL BODY 

les~ Acce~sO!"y 
Lis! Price 

83.00 

159.00 

231.00 

282.00 

350.00 
535.00 
ii:Jj,oo 
875.00 

1 i 1O,(JO 
11)71 oe! 
:;)9(J.(]D 

4445.00 

07250.OD 
9710.00 

We!gh!~ 
(Lbs) 

9 

1<;' 

25 

42 
63 

85 
120 

i85 

24::) 
.370 

500 

790 
1300 
1740 

Cr'=!!e 
Quantity 

50 

I;Ci\.,' 

100 
60 

40 
28 
20 
;6 
i 2 

10 

• 
2 

2 

I Thp donrinrri tnn ~i7A i~?" NPT For nthp.r ~i7f"; nlpn~f' ('ontnr:t stnt""" Piop Prorilwh Tnn, othPf thnn)" NPT nff' 

I special order, n~n-cancellable & non-refunci~ble, ' , 

H 
hi , . 

! 

flANGED TRUE ',NYE 

8x8x8 

Wx8x8 

FTY00606 

FTYDciB06 
FTY00808 

FTYD100B 

FLANGE X FLARE 90 0 ELL 
3 

4 
6 
8 
10 

-12 
14 

16-
18 

24 
30 
36 

42 
48 

FBFD9003 

F8fD9D04 
FBFD9006 

FSf09D08 

FBFD9010 

mfD?Ol:2 
F5FD?014 

FBFD9018 

FBFD9024 

HI:rD9D3tl 
FBFD9036 

fBFD9:Q42 
FBF09048 

FLANGE X FLARE PIECE 

:3: 
4 

·6· 

S 

FSfOO3 
FSFD04 

FS.f.=D06 

FSFD08 

'Weight, exclude accessories 

FTY006060 

fTVDOO06D 
FTYD08080 

fT¥DlOQ8D 

FBFD90030 

feFD~OO4D 
FBFD9006D 

FBfD9D08D 

F8FD901 00 

fG-fD9012D 
F5FD?014D 

fSfD9Q16D 

FBFD9018D 

FBFD9024D 

FBF.D9:030D 

FBFD9036D 

fBED9042D 
FBFD90480 

I" Sf 0030 
FSFU04D 

FSfD06D 

FSF008D 
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361.00 

42.5 OQ 

595.00 

143.00 

20$,00 
298.00 

510,00 

829.00 

ll{r?DO 
1530.00 

207GllO 
2800.00 

6325.00 

1:6004;00 

24798.00 

46333.00 

9iiDD 
135.00 

298.00 

85 

140 
155 

25 

82 

110 
175 

245 
450 

570 

1120 

1640 

2700 

4215 

2Q 
30 

80 

HCUS ~,ll CORPORATE 110 __ -pee 

18 

12 

12 
12 
12 
4 

2 

18 

ivicVvane-Ol8194 



CX 2359-073

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

FS,~D'I 0 FSfDl(lp 404-00 95 ;4 

12 FSFD12 FSFD12D 655.00 155 4 
14 FSfDl,4 fSfDJ4D 74MO 225 2 
16 FSFDI6 FSFDI6D 1080.00 330 

tSH)H30 :iziOJJ0 
20 FSFD20 FSFD20D 1775.00 460 

24 FSfD24 fSf0240 2760{JD 635 

30 FSFD.30 FSFD.30D 8061.00 1025 

3&- 1'12(41)) 

4' FSFIl4? FSFIl4?1l I 77?ROO 1900 

48 FSf048 fSf048D 23596.00 2350 

90 DEGREE FE SIDE OUTlET BENDS 
i ~ , FRSOn90m FRSOll90mll ::109.00 ::15 

rT'\1 ):::eSb09bb4 t:sSdOi/604b' . 53~:OO 

LUo} 6 FBSOD9006 FBSOD9006D 851.00 95 24 
(] t. 8 FBSOO9003 fBSOD9008D 1467,00 145 12 

10 FBSOD9010 FBSOD9010D 2154.00 240 
12 FBSOD9012 FBSOD9012D 3167.00 345 
14 FBSOD9014 FBSOD9014D 4099.00 478 

:3: FAH03Z:D ILGD 2: :!2D 
4 FAH04Z FAH04ZD 18.00 3 240 

6 fAI lO6ZD 'E,OD 5 200 

D iAIIOm iAIIOOZD 30.00 lBO 

10 FAH l-OZ fAHlDZD 60,00 12 lW 
12 FAHI2Z FAH12ZD 67.00 13 120 

:14 FAH1'4Z FAH14lD 122.00 19 lOa 

16 FAHI6Z FAH16ZD 139,00 25 80 
18 FA-HraZ FAH18ZD 216.00 35 60 
20 ~AHLUL ~AHL'ULLJ L'6/.UU 40 OU 

24 FAti24L fAHL418 352:00 63 40 

30 FAH30Z FAH30ZD 86 i .00 95 30 

FAH3&Z FAH3-6ZD 

4' FAH4?7 FAH4771l POA 715 

48 FAH48Z FAH481D P:OA 265 
54 FAH54Z FAHS4ZD POA 390 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO Ductile Iron Flanged Full Body Fittings FLANGED FULL BODY 
Ilnl nn n>'\ Size !\lon-Domes!!c Domes!!c les~ Acce~sO!"y We!gh!~ Cr'=!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

FS,~D'I 0 FSfDl(lp 404-00 95 ;4 

12 FSFD12 FSFD12D 655.00 155 4 
14 FSfDl,4 fSfDJ4D 74MO 225 2 
16 FSFDI6 FSFDI6D 1080.00 330 

tSH)H30 :iziOJJ0 
20 FSFD20 FSFD20D 1775.00 460 

24 FSfD24 fSf0240 2760{JD 635 

30 FSFD.30 FSFD.30D 8061.00 1025 

3&- 1'12(41)) 

4' FSFIl4? FSFIl4?1l I 77?ROO 1900 

48 FSf048 fSf048D 23596.00 2350 

90 DEGREE FE SIDE OUTlET BENDS 
i ~ , FRSOn90m FRSOll90mll ::109.00 ::15 

rT'\1 ):::eSb09bb4 t:sSdOi/604b' . 53~:OO 

LUo} 6 FBSOD9006 FBSOD9006D 851.00 95 24 
(] t. 8 FBSOO9003 fBSOD9008D 1467,00 145 12 

10 FBSOD9010 FBSOD9010D 2154.00 240 
12 FBSOD9012 FBSOD9012D 3167.00 345 
14 FBSOD9014 FBSOD9014D 4099.00 478 

:3: FAH03Z:D ILGD 2: :!2D 
4 FAH04Z FAH04ZD 18.00 3 240 

6 fAI lO6ZD 'E,OD 5 200 

D iAIIOm iAIIOOZD 30.00 lBO 

10 FAH l-OZ fAHlDZD 60,00 12 lW 
12 FAHI2Z FAH12ZD 67.00 13 120 

:14 FAH1'4Z FAH14lD 122.00 19 lOa 

16 FAHI6Z FAH16ZD 139,00 25 80 
18 FA-HraZ FAH18ZD 216.00 35 60 
20 ~AHLUL ~AHL'ULLJ L'6/.UU 40 OU 

24 FAti24L fAHL418 352:00 63 40 

30 FAH30Z FAH30ZD 86 i .00 95 30 

FAH3&Z FAH3-6ZD 

4' FAH4?7 FAH4771l POA 715 

48 FAH48Z FAH481D P:OA 265 
54 FAH54Z FAHS4ZD POA 390 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 73 

Confidential ivicVvane-Ol8195 



CX 2359-074

t~OTES: 

'Weight, exclude accessories 
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t~OTES: 

'Weight, exclude accessories 
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CX 2359-075

Cll0 Di FLANGED FiTTiNGS .. BARE iD .... _- ......... _ .... - . __ .... -
AII2iI/AWWA li .. o/AZI.1D (STANDARD COAT (BLACK) OUTSIDE, BARE ID) 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8197 

PUBLIC

Cll0 Di FLANGED FiTTiNGS .. BARE iD .... _- ......... _ .... - . __ .... -
AII2iI/AWWA li .. o/AZI.1D (STANDARD COAT (BLACK) OUTSIDE, BARE ID) 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8197 



CX 2359-076

.• -;;;;--- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 

Ilnl nn n>'\ 
urL.U7.U.£ 

C r----... , , 
'- , 
" 

, , 
'...J L-. 

A 
,t. \ , , 

...J L-. 

~ 
"'\ \ • • -1 L 

--""\ \ 
,J L 

~ 
~ 

I "'" ...... \ 
U d ____ k 

Size 
(Inches) 

]'b!1-Dcmes!ic 
Item Code 

90° (1/4) BEND FLANGED 
2 i=BD9002UB 

3 i=BD9003UB 

4 FBD9004UB 

6 FB09006UB 

8 FBD9008UB 

10 FBD9010UB 

12 FBD9012UB 

A~O" 110' I'I~""" ~I A"I""~"" 
~ \.I/Q} UL.n .. J I L~I1I'1.:1'LLI 

1 Hm4~ULUl) 

3 FBD4503uB 
~ FBD4504UB 

6 i=BD4506UB 

8 FBD4S08UB 

10 FRIl4510lJR 

I? FRIl451 ?lJR 

221/2° (1/16) BEND FLANGED 
3 FBD2203UB 

4 FBD2204UB 

6 )-J:)LJL2U6Ul) 

d I-tll)L'LUtlUtl 

10 FB02210uB 

12 FB02212UB 

11 1/40 (1/32) BEND HAr-"GED 
3 FBDl103UB 

4 FBDll04UB 

6 FBDl106UB 

8 FBD1108UB 

10 FBDlllOUB 

12 FBDll12UB 

Domes!ic 
Item Code 

i=BD9002UBD 

FBD900-3UBD 

FBD9004UElD 

FBD9006UBD 

FBD9008UBD 

FBD9010UBD 

FBD9012UBD 

I-l)U4~ULUl)U 

F8D4S03uElD 

FBD4504UBD 

i=BD4506UBD 

FBD4508UBD 

FRIl4510lJRIl 

FRIl451 ?IJW 

FBD2203UBD 

FBD2204UBD 

Hm22U6UW 

!-tll)L'L'UdUtlU 

FBD221OuBO 

FBD2212uBD 

FBDl103UBD 

FBDl104UBD 

FBDl106UBD 

FBDl108UBD 

FBDlllOUBD 

FBDI112UBD 

90° (1/4) REDUCING BEND FLANGED 
4x3 FBRD900403UB FBRD900403UBD 

6x4 FBRD900604UB FBRD900604UBD 

8x4 FBRD900804UB FBRD900S04UBD 

8,5 FBRD900805UB FBRD900805UBD 

8x6 FBRD900806UB FBRD900806UBD 

lOx4 f5ED901 004UB FBPD901004UBD 

10x6 FBRD901006UB FBRD901006UBD 

10x8 FBRD901008UB FBRD901008UBD 

12x6 FBRD90l206UB FBRD90l206UBD 

12:.;8 FBRD901208UEI FBRD901208UBO 

12xlO FBRD90l21OUB FBR0901210UBD 

90° (1/4) LONG RADIUS BEND FLANGED 
3 

4 

6 

d 

FBLRD9003UB 

FBLRD9004UB 

FBLRD9006UB 

I-t)L~U'100tlUe 

FBlRD9003UBD 

FBLRD9004UBD 

FBLRD9006UBD 

I-t)LkU'lUUtlUI)LJ 

les~ Acce~scry 
List Price 

104.00 

136.00 

20300 

300.00 

492,00 

768.00 

984.00 

IUI.OO 

105.00 

181.00 

264_00 

40700 

1'147_00 

B?9.o0 

95.00 

179.00 

2Y),OU 

J'7i::\.UU 

b IS.00 

890.00 

'75.80 

17'7.00 

262.00 

403.00 

574.00 

871.00 

131.00 

234.00 

319.00 

503.00 

361.00 

773.00 

574.00 

638,00 

680.00 

765.00 

893.00 

143.00 

225.00 

389.00 

64/J)U 

Weigh!· 
(Lbs) 

" 
25 

45 

65 

105 

165 

23::; 

" 
20 

-5-5 

90 

no 
195 

20 

40 

00 

YO 

130 

195 

20 

40 

-55 

90 

135 

195 

35 
55 

80 

97 

90 

120 

125 

! 50 

165 

190 

220 

30 

50 

80 

140 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110 __ -pee 

Page 76 

Confidential ivicVvane-Ol8198 
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.• -;;;;--- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 

Ilnl nn n>'\ 
urL.U7.U.£ 

C r----... , , 
'- , 
" 

, , 
'...J L-. 

A 
,t. \ , , 

...J L-. 

~ 
"'\ \ • • -1 L 

--""\ \ 
,J L 

~ 
~ 

I "'" ...... \ 
U d ____ k 

Size 
(Inches) 

]'b!1-Dcmes!ic 
Item Code 

90° (1/4) BEND FLANGED 
2 i=BD9002UB 

3 i=BD9003UB 

4 FBD9004UB 

6 FB09006UB 

8 FBD9008UB 

10 FBD9010UB 

12 FBD9012UB 

A~O" 110' I'I~""" ~I A"I""~"" 
~ \.I/Q} UL.n .. J I L~I1I'1.:1'LLI 

1 Hm4~ULUl) 

3 FBD4503uB 
~ FBD4504UB 

6 i=BD4506UB 

8 FBD4S08UB 

10 FRIl4510lJR 

I? FRIl451 ?lJR 

221/2° (1/16) BEND FLANGED 
3 FBD2203UB 

4 FBD2204UB 

6 )-J:)LJL2U6Ul) 

d I-tll)L'LUtlUtl 

10 FB02210uB 

12 FB02212UB 

11 1/40 (1/32) BEND HAr-"GED 
3 FBDl103UB 

4 FBDll04UB 

6 FBDl106UB 

8 FBD1108UB 

10 FBDlllOUB 

12 FBDll12UB 

Domes!ic 
Item Code 

i=BD9002UBD 

FBD900-3UBD 

FBD9004UElD 

FBD9006UBD 

FBD9008UBD 

FBD9010UBD 

FBD9012UBD 

I-l)U4~ULUl)U 

F8D4S03uElD 

FBD4504UBD 

i=BD4506UBD 

FBD4508UBD 

FRIl4510lJRIl 

FRIl451 ?IJW 

FBD2203UBD 

FBD2204UBD 

Hm22U6UW 

!-tll)L'L'UdUtlU 

FBD221OuBO 

FBD2212uBD 

FBDl103UBD 

FBDl104UBD 

FBDl106UBD 

FBDl108UBD 

FBDlllOUBD 

FBDI112UBD 

90° (1/4) REDUCING BEND FLANGED 
4x3 FBRD900403UB FBRD900403UBD 

6x4 FBRD900604UB FBRD900604UBD 

8x4 FBRD900804UB FBRD900S04UBD 

8,5 FBRD900805UB FBRD900805UBD 

8x6 FBRD900806UB FBRD900806UBD 

lOx4 f5ED901 004UB FBPD901004UBD 

10x6 FBRD901006UB FBRD901006UBD 

10x8 FBRD901008UB FBRD901008UBD 

12x6 FBRD90l206UB FBRD90l206UBD 

12:.;8 FBRD901208UEI FBRD901208UBO 

12xlO FBRD90l21OUB FBR0901210UBD 

90° (1/4) LONG RADIUS BEND FLANGED 
3 

4 

6 

d 

FBLRD9003UB 

FBLRD9004UB 

FBLRD9006UB 

I-t)L~U'100tlUe 

FBlRD9003UBD 

FBLRD9004UBD 

FBLRD9006UBD 

I-t)LkU'lUUtlUI)LJ 

les~ Acce~scry 
List Price 

104.00 

136.00 

20300 

300.00 

492,00 

768.00 

984.00 

IUI.OO 

105.00 

181.00 

264_00 

40700 

1'147_00 

B?9.o0 

95.00 

179.00 

2Y),OU 

J'7i::\.UU 

b IS.00 

890.00 

'75.80 

17'7.00 

262.00 

403.00 

574.00 

871.00 

131.00 

234.00 

319.00 

503.00 

361.00 

773.00 

574.00 

638,00 

680.00 

765.00 

893.00 

143.00 

225.00 

389.00 

64/J)U 

Weigh!· 
(Lbs) 

" 
25 

45 

65 

105 

165 

23::; 

" 
20 

-5-5 

90 

no 
195 

20 

40 

00 

YO 

130 

195 

20 

40 

-55 

90 

135 

195 

35 
55 

80 

97 

90 

120 

125 

! 50 

165 

190 

220 

30 

50 

80 

140 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-077

.• -;;;;--- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 

Ilnl nn n>'\ 
urL.U7.U.£ 

c g 

h ~ -

Size 
(Inches) 

10 

12 

"b!1-Domes!ic 
Item Code 

FBLRD9010UB 

FBLRD9012UB 

LATERAL FLANGED 
3,3 

4x3 

4x4 

6x6 

Bx4 

8;.::6 

8x8 

lOx4 

IOx6 

IOx8 

lOxlO 

12x4 

12M 

12x8 

12xl0 

12x12 

TE E F lAt.JG ED 

2~/7 X 2~!' 

3;2 

3.v.-3 

4x3x3 

4" 
4,3 

4x4x6 

4x4 

:J;x.:J 

6x4114 

6x4x6 

6;;6;.::8 

6x2 

6,3 

6x4 

6x6 

tlx6x4 

8X6X6 

8X6X8 

8x8xl0 

RxRxl ? 

8x3 

8x4 

8x6 
8,8 

IOx6x6 

IOx6xlO 

10x8x6 

10x8x8 

FYD0303UB 

FYD0403UB 

FYD0404UB 

FYDOb04UB 

FYD0606UB 

iYDOB04U3 

FYD0806UB 

FYD0808UB 

FYDlO04UB 

FYD I OObUB 

FYD1008UB 

FYOI 01 DUB 

FYOl204UB 

FYD1206UB 

FYD1208UB 

FYD1210UB 

FYD1212UB 

FTD0202UB 

FTD025025UB 

FTD0302IJB 

FTD0303UB 

FTD040303UB 

FTD0402IJB 

FTD0403IJB 

FTD040406UB 

FTD0404UB 

FTDQ50':;UB 

FTD06D404U8 

iTD060.406U3 

FTD060608U8 

FTD0602UB 

FTD0603UB 

FT00604UB 

FTD0606UB 

~IUUtlU6U4Ut:l 

FTD080606UB 

FTD080608UB 

FiD080810UB 

FTnClRClRl ?lJR 

FT00803UB 

FTD0804UB 

FTD0806UB 

FTD0808UB 

FIDI00606UB 

FTD100610UB 

FTDlOO806UB 

FTDI00808UB 

Domes!ic 
Item Code 

FBLRD9010UBO 

FBLRD9012UBD 

FYD0303UBD 

FYD0403UBD 

FYD0404UBD 

FYD0604UEiD 

FYD0606UEiD 

iYD0304U3D 

FYD0806UBD 

FYD0808UBD 

FYDlO04UBD 

FYD1006UBD 

FYDlO08UBD 

FYDIOIOUBD 

FYDI204UBD 

FYD1206UBD 

FYD1208UBD 

FYD12lOUBD 

FYD1212UBD 

FTD0202UBD 

FTD025025UBD 

FTD0302IJBD 

FTD0303UBD 

FTD040303UBD 

FTD0402UBD 

FTD0403UBD 

FTD040406UBD 

FTD0404UBD 

FTDO':;O:JUBD 

FTD060404UBD 

iTD060406U3D 

FTD060608UBD 

FTD0602UBD 

FTD0603UBD 

FTD0604UBD 

FTD0606UBD 

~I LJUtlU6U4UtlLJ 

FTD080606LJBD 

FTD08060aUBD 

FTD080810UaD 

FTI)[]RClRl ?lJRI) 

FTD0803UBD 

FTDOS04UBD 

FTD0806UBD 

FTD0808UBD 

FTDI00606UBD 

FTDI006lOUBD 

FTD100806UBD 

FTD100808UBD 

les~ Acce~sory 
List Price 

914.00 

1,381.00 

214.00 

293.00 

345.00 

489.00 

525.00 

765,00 

763.00 

862.00 

1,105.00 

1,148.00 

1,254.0D 

1,359.00 

1,615.00 

1,679.00 

1,785.00 

1,934.00 

2,043.00 

130.00 

207.00 

166,00 

194.00 

252.00 

225.00 

270.00 

405.00 

293,00 

644.00 

383.00 

J03.00 

604,00 

328.00 

361.00 

383,00 

440.00 

~J I.UU 

574.00 

616,00 

1,105.00 

1.l77DCl 

548.00 

595,00 

637.00 

736DO 
1,180.00 

1,308.00 

1,265.00 

J 182.00 

Weigh'· 
(Lbs) 

215 

325 

45 

65 

75 

120 

165 

175 

200 

240 

250 

335 

335 

350 

370 

395 

420 

5i5 

20 

30 

35 

"0 
55 

50 

60 

90 

65 

80 

103 

100 

140 

156 

85 

90 

95 

146 

i48 

i45 
260 

?91 

i30 

140 

145 

155 

275 

305 

280 

302 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

.• -;;;;--- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 

Ilnl nn n>'\ 
urL.U7.U.£ 

c g 

h ~ -

Size 
(Inches) 

10 

12 

"b!1-Domes!ic 
Item Code 

FBLRD9010UB 

FBLRD9012UB 

LATERAL FLANGED 
3,3 

4x3 

4x4 

6x6 

Bx4 

8;.::6 

8x8 

lOx4 

IOx6 

IOx8 

lOxlO 

12x4 

12M 

12x8 

12xl0 

12x12 

TE E F lAt.JG ED 

2~/7 X 2~!' 

3;2 

3.v.-3 

4x3x3 

4" 
4,3 

4x4x6 

4x4 

:J;x.:J 

6x4114 

6x4x6 

6;;6;.::8 

6x2 

6,3 

6x4 

6x6 

tlx6x4 

8X6X6 

8X6X8 

8x8xl0 

RxRxl ? 

8x3 

8x4 

8x6 
8,8 

IOx6x6 

IOx6xlO 

10x8x6 

10x8x8 

FYD0303UB 

FYD0403UB 

FYD0404UB 

FYDOb04UB 

FYD0606UB 

iYDOB04U3 

FYD0806UB 

FYD0808UB 

FYDlO04UB 

FYD I OObUB 

FYD1008UB 

FYOI 01 DUB 

FYOl204UB 

FYD1206UB 

FYD1208UB 

FYD1210UB 

FYD1212UB 

FTD0202UB 

FTD025025UB 

FTD0302IJB 

FTD0303UB 

FTD040303UB 

FTD0402IJB 

FTD0403IJB 

FTD040406UB 

FTD0404UB 

FTDQ50':;UB 

FTD06D404U8 

iTD060.406U3 

FTD060608U8 

FTD0602UB 

FTD0603UB 

FT00604UB 

FTD0606UB 

~IUUtlU6U4Ut:l 

FTD080606UB 

FTD080608UB 

FiD080810UB 

FTnClRClRl ?lJR 

FT00803UB 

FTD0804UB 

FTD0806UB 

FTD0808UB 

FIDI00606UB 

FTD100610UB 

FTDlOO806UB 

FTDI00808UB 

Domes!ic 
Item Code 

FBLRD9010UBO 

FBLRD9012UBD 

FYD0303UBD 

FYD0403UBD 

FYD0404UBD 

FYD0604UEiD 

FYD0606UEiD 

iYD0304U3D 

FYD0806UBD 

FYD0808UBD 

FYDlO04UBD 

FYD1006UBD 

FYDlO08UBD 

FYDIOIOUBD 

FYDI204UBD 

FYD1206UBD 

FYD1208UBD 

FYD12lOUBD 

FYD1212UBD 

FTD0202UBD 

FTD025025UBD 

FTD0302IJBD 

FTD0303UBD 

FTD040303UBD 

FTD0402UBD 

FTD0403UBD 

FTD040406UBD 

FTD0404UBD 

FTDO':;O:JUBD 

FTD060404UBD 

iTD060406U3D 

FTD060608UBD 

FTD0602UBD 

FTD0603UBD 

FTD0604UBD 

FTD0606UBD 

~I LJUtlU6U4UtlLJ 

FTD080606LJBD 

FTD08060aUBD 

FTD080810UaD 

FTI)[]RClRl ?lJRI) 

FTD0803UBD 

FTDOS04UBD 

FTD0806UBD 

FTD0808UBD 

FTDI00606UBD 

FTDI006lOUBD 

FTD100806UBD 

FTD100808UBD 

les~ Acce~sory 
List Price 

914.00 

1,381.00 

214.00 

293.00 

345.00 

489.00 

525.00 

765,00 

763.00 

862.00 

1,105.00 

1,148.00 

1,254.0D 

1,359.00 

1,615.00 

1,679.00 

1,785.00 

1,934.00 

2,043.00 

130.00 

207.00 

166,00 

194.00 

252.00 

225.00 

270.00 

405.00 

293,00 

644.00 

383.00 

J03.00 

604,00 

328.00 

361.00 

383,00 

440.00 

~J I.UU 

574.00 

616,00 

1,105.00 

1.l77DCl 

548.00 

595,00 

637.00 

736DO 
1,180.00 

1,308.00 

1,265.00 

J 182.00 

Weigh'· 
(Lbs) 

215 

325 

45 

65 

75 

120 

165 

175 

200 

240 

250 

335 

335 

350 

370 

395 

420 

5i5 

20 

30 

35 

"0 
55 

50 

60 

90 

65 

80 

103 

100 

140 

156 

85 

90 

95 

146 

i48 

i45 
260 

?91 

i30 

140 

145 

155 

275 

305 

280 

302 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110 __ -pee 

Page 77 

Confidential ivicVvane-Ol8199 



CX 2359-078

.• -;;;;_.- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 

Ilnl nn n>'\ Size ]'b!1-Domes!ic urL.U7.U.£ (Inches) Item Code 

lOx8xl0 FlOlO081OUB 

lOx4 FlOl004UB 

lOx6 FlO1006U6 

10x8 FlO1008UB 

IUxlU I-llllUIUUCl 

lOxlOx12 F1D101012uB 

12x6X6 FTD120606UB 

12)(6)(8 FTD120608uB 

12x8x6 FTD1208i)6UB 

1 ?xRxR FTill ?ORORIJR 

12x8x12 FTD120812U6 

12x1Ox6 FlOI21006UB 

12xlOx8 FTDI21008UB 

12xlOxlO FTD12101OU6 

12xlOxl2 FTD121012U8 

12x4 FlOI204UB 

12x6 FTD1206UB 

12x8 FTD1208U6 

12xl0 FTD1210UB 

12x12 FTD12! 2U8 

CROSS flANGED 
• ..,----r'" • JxJ rXDOJOJUD , , • , 
I' 'I 4,3 FXD0403UB 

~ ,...J 4x4 FXD0404UB 

'.,Lj..' 6x3 FXD0603UB 

6x4 FXD0604UB 

6x6 FXD0606UB 

dxJ I-XLJOd03Ut3 

dX4 I-XUUdU4Utl 

8X6 FX:00806UB 

8)(8 F'xD0808UB 

lOx4 FXDIOD4US 

lOx,', FXIlIOOWR 

lOx8 FXDI008UB 

10xi0 FXDlOlOUB 

12x4 FXD1204UB 

12x6 FXDI206UB 

12x8 FXDI208U6 

12xl0 FXOl21OUB 

12x12 FXD1212UB 

ECCENTR!C REDUCER FLANGED 

L 4x3 FERD0403UB 
C 5x4 FERD0504UB , ~ 

I I 6;:.3 FER00603UB , , 

r-----1 6,4 FERD0604UB 

6x5 FERD0605UB 

8x4 FERD0804UB 

8x5 FERD0805UB 

8,6 FERD0806UB 

lOx4 FERD1004UB 

IOx6 I-I::~LJ 1006UtI 

Domes!ic les~ Acce~sory 
Item Code List Price 

FlO I 0081 OUBO 1,288.00 

FlO I 004UBO 866.00 

FlO 1 006U60 899.00 

FlO 1 008U60 946.00 

I-llllUIUUllll I, I UUDU 

FTD101012uBD 1,432.00 

FTD120606UBD 1,469.00 

FTDI20t,()SUBD ,537.00 

FTD12D8CJ6UBD .509 i)i) 

Fill 1 ?ORORIIRIl I .')94.00 

FTDI 2081 2U6D 1.785.00 

FTDI21006UBD 1,658.00 

FTDI21008UBD 1,700.00 

FTDI210l0U6D 1,785.00 

FTDI210l2U8D 1,870.00 

FTDI204UBD 1,2J8.o0 

FTDI206UBD 1.237.0D 

FTD120BUBD 1,302.00 

FTD1210U6D 1,471.00 

~TD1212UBD 1,569.00 

iXDOJOJUDD 2JO.00 

FXD0403UBD 315.00 

FX00404UBO 392.00 

FXD0603UBD 404.00 

FXD0604UBD 468.00 

FXD0606UBD 603.00 

I-XLXld03UI:5LJ O'}.).OO 

I-XUUdU4UtlU 6O'''.UU 

FxD0806u80 701.00 

FXD080SUBD 90Ll.OC) 

FXDI004UBD 93500 
FXIlI [][]OlJRIl IO?[].OO 

FXDI008U8D 1.126"00 

FXOIOlOUBO 1.403.00 

FXD1204UBD 1,318.00 

FXDI206U6D 1,360.00 

FXDI208U8D 1,47l.00 

FXDI210UBD 1,764.00 

FXD1212UBD 1 949.00 

FERD0403UBD 135.00 

FERD0504UBD 222.00 

FERD0603UBD 170.00 

FERD0604UBD 191.00 

FERD0605UBD 328.00 

FERD0804UBD 310.00 

FERD0805U6D 344.00 

FERD0806UBD 319.00 

FERD1004UBD 412.00 

I-I::~LJ IOO6UIm 3'1oJ.l0 

Weigh!· 
(Lbs) 

325 

205 
215 

225 

'l./U 

355 

340 

.360 

-3SS 
l7.') 

420 
390 

400 
420 

440 

290 

295 
310 

360 

385 

50 

70 

80 
95 
110 

120 

140 

100 

175 

i95 

220 

?40 

265 

330 

310 

320 
345 
415 

460 

30 

32 

40 

45 

52 

65 

70 

75 

85 

YU 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110_. -pee 

Page 78 

Confidential ivic\tvane-OI8200 

PUBLIC

.• -;;;;_.- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 

Ilnl nn n>'\ Size ]'b!1-Domes!ic urL.U7.U.£ (Inches) Item Code 

lOx8xl0 FlOlO081OUB 

lOx4 FlOl004UB 

lOx6 FlO1006U6 

10x8 FlO1008UB 

IUxlU I-llllUIUUCl 

lOxlOx12 F1D101012uB 

12x6X6 FTD120606UB 

12)(6)(8 FTD120608uB 

12x8x6 FTD1208i)6UB 

1 ?xRxR FTill ?ORORIJR 

12x8x12 FTD120812U6 

12x1Ox6 FlOI21006UB 

12xlOx8 FTDI21008UB 

12xlOxlO FTD12101OU6 

12xlOxl2 FTD121012U8 

12x4 FlOI204UB 

12x6 FTD1206UB 

12x8 FTD1208U6 

12xl0 FTD1210UB 

12x12 FTD12! 2U8 

CROSS flANGED 
• ..,----r'" • JxJ rXDOJOJUD , , • , 
I' 'I 4,3 FXD0403UB 

~ ,...J 4x4 FXD0404UB 

'.,Lj..' 6x3 FXD0603UB 

6x4 FXD0604UB 

6x6 FXD0606UB 

dxJ I-XLJOd03Ut3 

dX4 I-XUUdU4Utl 

8X6 FX:00806UB 

8)(8 F'xD0808UB 

lOx4 FXDIOD4US 

lOx,', FXIlIOOWR 

lOx8 FXDI008UB 

10xi0 FXDlOlOUB 

12x4 FXD1204UB 

12x6 FXDI206UB 

12x8 FXDI208U6 

12xl0 FXOl21OUB 

12x12 FXD1212UB 

ECCENTR!C REDUCER FLANGED 

L 4x3 FERD0403UB 
C 5x4 FERD0504UB , ~ 

I I 6;:.3 FER00603UB , , 

r-----1 6,4 FERD0604UB 

6x5 FERD0605UB 

8x4 FERD0804UB 

8x5 FERD0805UB 

8,6 FERD0806UB 

lOx4 FERD1004UB 

IOx6 I-I::~LJ 1006UtI 

Domes!ic les~ Acce~sory 
Item Code List Price 

FlO I 0081 OUBO 1,288.00 

FlO I 004UBO 866.00 

FlO 1 006U60 899.00 

FlO 1 008U60 946.00 

I-llllUIUUllll I, I UUDU 

FTD101012uBD 1,432.00 

FTD120606UBD 1,469.00 

FTDI20t,()SUBD ,537.00 

FTD12D8CJ6UBD .509 i)i) 

Fill 1 ?ORORIIRIl I .')94.00 

FTDI 2081 2U6D 1.785.00 

FTDI21006UBD 1,658.00 

FTDI21008UBD 1,700.00 

FTDI210l0U6D 1,785.00 

FTDI210l2U8D 1,870.00 

FTDI204UBD 1,2J8.o0 

FTDI206UBD 1.237.0D 

FTD120BUBD 1,302.00 

FTD1210U6D 1,471.00 

~TD1212UBD 1,569.00 

iXDOJOJUDD 2JO.00 

FXD0403UBD 315.00 

FX00404UBO 392.00 

FXD0603UBD 404.00 

FXD0604UBD 468.00 

FXD0606UBD 603.00 

I-XLXld03UI:5LJ O'}.).OO 

I-XUUdU4UtlU 6O'''.UU 

FxD0806u80 701.00 

FXD080SUBD 90Ll.OC) 

FXDI004UBD 93500 
FXIlI [][]OlJRIl IO?[].OO 

FXDI008U8D 1.126"00 

FXOIOlOUBO 1.403.00 

FXD1204UBD 1,318.00 

FXDI206U6D 1,360.00 

FXDI208U8D 1,47l.00 

FXDI210UBD 1,764.00 

FXD1212UBD 1 949.00 

FERD0403UBD 135.00 

FERD0504UBD 222.00 

FERD0603UBD 170.00 

FERD0604UBD 191.00 

FERD0605UBD 328.00 

FERD0804UBD 310.00 

FERD0805U6D 344.00 

FERD0806UBD 319.00 

FERD1004UBD 412.00 

I-I::~LJ IOO6UIm 3'1oJ.l0 

Weigh!· 
(Lbs) 

325 

205 
215 

225 

'l./U 

355 

340 

.360 

-3SS 
l7.') 

420 
390 

400 
420 

440 

290 

295 
310 

360 

385 

50 

70 

80 
95 
110 

120 

140 

100 

175 

i95 

220 

?40 

265 

330 

310 

320 
345 
415 

460 

30 

32 

40 

45 

52 

65 

70 

75 

85 

YU 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110_. -pee 

Page 78 
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CX 2359-079

·.-;;;;--- Price List 

iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 
Ilnl nn n>'\ 
urL.U7.U.£ 

" i "'"-, ~ 
I I r--e 

i 
3"'_10"' 

II[-.~-.-.... _.~_._I 
12"'·54"' 

--------------------- -~ 
3"'·10"' 

~ 

1:: ::1 
12"'_54"' 

Size "b!1-Domes!ic Domes!ic 
(Inches) Item Code Item Code 

IOx8 FERDI008UB FERD 1 008UBD 

12x4 FERDI204UB FERDI204UBD 

12x6 FERD1206UB FERD1206UBD 

12xS FERD120SUB FERD120SUBD 

ILxlO I-cRUILIOUll I-I:RUI210UllU 

CONCENTRiC REDUCER HANGED 
3x2 FRD0302UB 

4x2 FRD0402UB 

4x2'/, iRD04025U3 

4;.::3 FRD0403UB 

5x4 FRD0504UB 

6x2 FRD0602UB 

6x3 FRD0603UB 

6x4 FRD0604UB 

6x5 FROO605UB 

8x3 FROO803UB 

8X4 FRD0804UB 

Sx5 FRDOS05UB 

Sx6 FRDOB06UB 

iOx.4 FRDlO04UB 

lOA6 FRD1006UB 

lOxG rRD100GUG 

12x4 FRD1204UB 

12x6 FRDI206UB 

12x8 FRD1208UB 

12x1O FRD1210UB 

STANDARD BLIND flANGE'" 

3 FLBD03UB 

4 FLBD04UB 

6 FLBD06UB 

8 FL8008UB 

10 rL3Dl0U3 

12 FLBD12UB 

• Prime coat inside 3., outside 

BLIND FLANGE TAPPED (2" TAP)* 
3 FLBD03TUB , FI Rf)OJTIIR , FI RrJ06TlIR 

8 FLBD08TUB 

10 FLBD10TUB 

12 FLBDI2TUB 

-+- ['rirne coat inside & outside 

flANGED TRUE WYE 
4X4X4 

6x4x4 

6x6x6 

FTyn0604IJR 

FTYD0606UB 

FRD0302UBD 

FRD0402UBD 

rRD04025U3D 

FRD0403UBD 

FRD0504UBD 

FRD0602UBD 

FRD0603UBD 

FRD0604UBD 

FRD0605UBD 

FRD0803UBD 

FRD0804UBD 

FRDOS05UBD 

FRDOS06UBD 

FRD1004UBD 

FRDlOO6UBD 

iRD100GUGD 

FRD1204UBD 

FRDI206UBD 

FRD1208UBD 

FR01210UBD 

FLBD03UBD 

FLBD04UBD 

FLBD06UBD 

FLBOOSUBD 

iL3D10U3D 

FLSD12UBD 

FLBD03TUBD 

FI Rf)OJTIIRf) 

FI Rf)06TIJRf) 

FLBDOSTUBD 

FLBD10TUBD 

FLBDI2TUBD 

Fi"l'D04C!4UBD 
FTyn0604IJRIl 

FTY00606 U BO 

les~ Acce~sory 
List Price 

451.00 

531.00 

553.00 

616.00 

/L3.00 

76.00 

113.00 

215.00 

139.00 

271.00 

149.00 

170.00 

206.00 

217.00 

258.00 

309.00 

29S.00 

337.00 

361.00 

433.00 

540.00 

527.00 

628.00 

703.00 

796.00 

43.00 

68.00 

119.00 

191.00 

242.00 

310.00 

83.00 

lOR 00 

159.00 

231.00 

2S2.00 

350.00 

248))) 

Weigh!· 
(Lbs) 

110 
120 
130 
145 
I !O 

16 

2S 

26 

30 

32 
30 

40 
45 

52 

60 

65 

70 

75 

85 

90 

110 

120 
130 
145 
170 

9 

16 
25 

42 

&3 

85 

9 

" 
?5 

42 

63 

85 

55 
RO 

85 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110 __ -pee 

Page 79 

Confidential ivic\tvane-OI8201 

PUBLIC

·.-;;;;--- Price List 

iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY BARE ID 
Ilnl nn n>'\ 
urL.U7.U.£ 

" i "'"-, ~ 
I I r--e 

i 
3"'_10"' 

II[-.~-.-.... _.~_._I 
12"'·54"' 

--------------------- -~ 
3"'·10"' 

~ 

1:: ::1 
12"'_54"' 

Size "b!1-Domes!ic Domes!ic 
(Inches) Item Code Item Code 

IOx8 FERDI008UB FERD 1 008UBD 

12x4 FERDI204UB FERDI204UBD 

12x6 FERD1206UB FERD1206UBD 

12xS FERD120SUB FERD120SUBD 

ILxlO I-cRUILIOUll I-I:RUI210UllU 

CONCENTRiC REDUCER HANGED 
3x2 FRD0302UB 

4x2 FRD0402UB 

4x2'/, iRD04025U3 

4;.::3 FRD0403UB 

5x4 FRD0504UB 

6x2 FRD0602UB 

6x3 FRD0603UB 

6x4 FRD0604UB 

6x5 FROO605UB 

8x3 FROO803UB 

8X4 FRD0804UB 

Sx5 FRDOS05UB 

Sx6 FRDOB06UB 

iOx.4 FRDlO04UB 

lOA6 FRD1006UB 

lOxG rRD100GUG 

12x4 FRD1204UB 

12x6 FRDI206UB 

12x8 FRD1208UB 

12x1O FRD1210UB 

STANDARD BLIND flANGE'" 

3 FLBD03UB 

4 FLBD04UB 

6 FLBD06UB 

8 FL8008UB 

10 rL3Dl0U3 

12 FLBD12UB 

• Prime coat inside 3., outside 

BLIND FLANGE TAPPED (2" TAP)* 
3 FLBD03TUB , FI Rf)OJTIIR , FI RrJ06TlIR 

8 FLBD08TUB 

10 FLBD10TUB 

12 FLBDI2TUB 

-+- ['rirne coat inside & outside 

flANGED TRUE WYE 
4X4X4 

6x4x4 

6x6x6 

FTyn0604IJR 

FTYD0606UB 

FRD0302UBD 

FRD0402UBD 

rRD04025U3D 

FRD0403UBD 

FRD0504UBD 

FRD0602UBD 

FRD0603UBD 

FRD0604UBD 

FRD0605UBD 

FRD0803UBD 

FRD0804UBD 

FRDOS05UBD 

FRDOS06UBD 

FRD1004UBD 

FRDlOO6UBD 

iRD100GUGD 

FRD1204UBD 

FRDI206UBD 

FRD1208UBD 

FR01210UBD 

FLBD03UBD 

FLBD04UBD 

FLBD06UBD 

FLBOOSUBD 

iL3D10U3D 

FLSD12UBD 

FLBD03TUBD 

FI Rf)OJTIIRf) 

FI Rf)06TIJRf) 

FLBDOSTUBD 

FLBD10TUBD 

FLBDI2TUBD 

Fi"l'D04C!4UBD 
FTyn0604IJRIl 

FTY00606 U BO 

les~ Acce~sory 
List Price 

451.00 

531.00 

553.00 

616.00 

/L3.00 

76.00 

113.00 

215.00 

139.00 

271.00 

149.00 

170.00 

206.00 

217.00 

258.00 

309.00 

29S.00 

337.00 

361.00 

433.00 

540.00 

527.00 

628.00 

703.00 

796.00 

43.00 

68.00 

119.00 

191.00 

242.00 

310.00 

83.00 

lOR 00 

159.00 

231.00 

2S2.00 

350.00 

248))) 

Weigh!· 
(Lbs) 

110 
120 
130 
145 
I !O 

16 

2S 

26 

30 

32 
30 

40 
45 

52 

60 

65 

70 

75 

85 

90 

110 

120 
130 
145 
170 

9 

16 
25 

42 

&3 

85 

9 

" 
?5 

42 

63 

85 

55 
RO 

85 

'Weight, exclude accessories Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110 __ -pee 
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Confidential ivic\tvane-OI8201 



CX 2359-080

.• -;;;;_.- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY - BARE ID 

Ilnl nn n>'\ Size "b!1-Domes!ic Domes!ic les~ Acce~sory Weigh!· 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

8x6x6 FTY00806UB FTY00806 U BO 425.00 120 

8x8x8 FTYD0808UB FTYD0808UBD 595.00 140 

IOx8x8 FTYD1008UB FTYDIOO8UBD 155 

flANGE X flARE 90° ELL 

".....-1 3 FBFD9003UB FBFD9003UBD 143.00 25 

I I 4 FBFD9004UB FBFD9004UBD 203.00 40 , ,"'", 6 FBFD9006UB FBFD9006UBD 298.00 82 I I 
~ ~ 8 F8FD9008U8 F8FD9008U8D 510.00 110 

10 1310901 DUG i3iD901OUGD 029,00 175 

12 FBFD?012UB FBFD?012U BO ".'("0"" 245 I,IU/.VV 

90 DEGREE FE SIDE OUTlET BHJDS 
I ~ 3 FBSOD9003UB FB-SOD9003UBD 309.00 35 
rT'\", 4 FBSOD9004UB FBSOD9004UBD .53900 60 

L ~J!'" 6 FRSOn9006IJR FRSOIl90[]6IJRIl 1151_00 95 
["I "'- R FRSOll900RlJR FRSOi)90ClRIJRn 1.467.00 145 

10 FBSOD901 DUB FBSOD9010USD 2,154.00 240 
12 FBSOD90l2UB FBSOD90l2USD 3,167.00 345 

FLANGE ACC PACK WITH 1/8" RED RUBBER GASKET & HEX BOLTS & NUTS , 
4 

6 

8 
i i) 

17 

14 
16 
18 
20 
24 
30 

36 

42 
42 

5~ 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

I-AHO:5L I-AHO:3LLJ I 1.00 2 

I-AHU4L I-AHU4LLJ Ib.UU j 

FArlO6Z FAH06ZD 29.00 5 

FI-IH08Z FAH08ZD 30.00 

FAHii)Z FA,H1DZD 60 CH) 12 
FAH177 FAH1771l 67.00 1:i 

FAHI4Z FAH14ZD 122.00 19 
FAHI6Z FAH16ZD 139,00 25 
FAH13Z FAH18ZD 216.00 35 

FAH20Z FAH20ZD 267.00 45 
FAH24Z FAH24ZD 352.00 63 

FAH30Z FAH30ZD 861,00 95 
FAH36Z FAH36ZD FOA 170 
FAH42Z FAH42ZD FOA 215 
f-i1.H42L f-,il,H4dLLJ f-'U.il, L6~ 

F,A,H5~Z FAH5t!ZD POi'" 390 

Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110_. -pee 

Page 3D 

Confidential ivic\tvane-OI8202 

PUBLIC

.• -;;;;_.- Price List 
iiiiiII CliO DI Standard Coat (Black) Outside, Bare ID FLANGED FULL BODY - BARE ID 

Ilnl nn n>'\ Size "b!1-Domes!ic Domes!ic les~ Acce~sory Weigh!· 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

8x6x6 FTY00806UB FTY00806 U BO 425.00 120 

8x8x8 FTYD0808UB FTYD0808UBD 595.00 140 

IOx8x8 FTYD1008UB FTYDIOO8UBD 155 

flANGE X flARE 90° ELL 

".....-1 3 FBFD9003UB FBFD9003UBD 143.00 25 

I I 4 FBFD9004UB FBFD9004UBD 203.00 40 , ,"'", 6 FBFD9006UB FBFD9006UBD 298.00 82 I I 
~ ~ 8 F8FD9008U8 F8FD9008U8D 510.00 110 

10 1310901 DUG i3iD901OUGD 029,00 175 

12 FBFD?012UB FBFD?012U BO ".'("0"" 245 I,IU/.VV 

90 DEGREE FE SIDE OUTlET BHJDS 
I ~ 3 FBSOD9003UB FB-SOD9003UBD 309.00 35 
rT'\", 4 FBSOD9004UB FBSOD9004UBD .53900 60 

L ~J!'" 6 FRSOn9006IJR FRSOIl90[]6IJRIl 1151_00 95 
["I "'- R FRSOll900RlJR FRSOi)90ClRIJRn 1.467.00 145 

10 FBSOD901 DUB FBSOD9010USD 2,154.00 240 
12 FBSOD90l2UB FBSOD90l2USD 3,167.00 345 

FLANGE ACC PACK WITH 1/8" RED RUBBER GASKET & HEX BOLTS & NUTS , 
4 

6 

8 
i i) 

17 

14 
16 
18 
20 
24 
30 

36 

42 
42 

5~ 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

I-AHO:5L I-AHO:3LLJ I 1.00 2 

I-AHU4L I-AHU4LLJ Ib.UU j 

FArlO6Z FAH06ZD 29.00 5 

FI-IH08Z FAH08ZD 30.00 

FAHii)Z FA,H1DZD 60 CH) 12 
FAH177 FAH1771l 67.00 1:i 

FAHI4Z FAH14ZD 122.00 19 
FAHI6Z FAH16ZD 139,00 25 
FAH13Z FAH18ZD 216.00 35 

FAH20Z FAH20ZD 267.00 45 
FAH24Z FAH24ZD 352.00 63 

FAH30Z FAH30ZD 861,00 95 
FAH36Z FAH36ZD FOA 170 
FAH42Z FAH42ZD FOA 215 
f-i1.H42L f-,il,H4dLLJ f-'U.il, L6~ 

F,A,H5~Z FAH5t!ZD POi'" 390 

Avaiiabie in aii sizes - t'iease caii for prices 
HCUS ~,II CORPORATE 110_. -pee 

Page 3D 

Confidential ivic\tvane-OI8202 



CX 2359-081

FUSIO~~ BO~~DED EPOXY 

I/~ I C153 01 COMPACT MJ FITTINGS v R I _ ... ~ . . _ .... :-=-_ -_____ .::..~-_:- - ---- - - - - --- -
.... AN:iI/AWWA Cl:J3/All.:J3 

versIon: i ipi na n? 
'-". .... • '" V' • '" .-
EFFECTiVE: iVIAY 12, 2009 

(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivic\tvane-OI8203 

PUBLIC

FUSIO~~ BO~~DED EPOXY 

I/~ I C153 01 COMPACT MJ FITTINGS v R I _ ... ~ . . _ .... :-=-_ -_____ .::..~-_:- - ---- - - - - --- -
.... AN:iI/AWWA Cl:J3/All.:J3 

versIon: i ipi na n? 
'-". .... • '" V' • '" .-
EFFECTiVE: iVIAY 12, 2009 

(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivic\tvane-OI8203 



CX 2359-082

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ No!!-Domes!!c 

(Inches) Item Code 

90' (1/4) MJ BEND 
3 
A 

6 

8 

10 
12 

14 

16 

20 

24 
30 

36 

~MB9003i= 

!vUB900AF 

/vUB9006F 

MJB9008F 

MJB9010F 

/VUB9012F 

r'vUB9014F 

,V\JS9018i 

,"v'\JB?020F 

MJB9024f 

MJB9030f 

IvUB9036F 

45' (1/8) MJ BEND 
3 

4 

6 

8 

10 
12 

14 

16 
13 

20 

2' 
30 

36 

MJB4503F 

MJB4504F 

/VUB4506F 

MJB4508F 

/VUB451OF 
,'v'\JS4512F 

MJB4514F 

~/\JB4516F 

MJB4518F 

MJB~520F 

~.AJB452A!= 

IvUB4530F 

IvUB4536F 

221/2' (1/16) MJ BEND 
3 

4 

6 

8 

!(J 

12 

" 
16 

18 

?O 

24 
30 

36 

, 
4 

6 

10 

12 

MJB2203F 

/VUB2204F 
/VUB2206F 

MJB2208F 

MJ~22!O!

HJB22!2F 
!vUB2214f 

I\MB2216F 

M 1R??lRF 

/VUR???OF 

MJB2224F 

MJB2230F 

IvUB2236F 

MJI:)IIU:31-

MJBl104f 

/VUB j 106F 

illl_i!3! i08F 

IvLlR 11101" 

MJBll12F 

'Weight, exclude accessories 

Domes!!c 
Item Code 

ivUB9003FD 

!vU8900.1FD 
MJB9006FD 

MJB9008FD 

/vUB9010FD 

/vUB9012FD 

MJ69014FD 

r'v'lJB901 bFD 

MJ390l8iD 
,',UB9020FD 

MJB9024FD 

IvUB9030FD 

/vUB9036FD 

MJ64503FD 

MJB4504FD 

/vUB4506FD 

/vIJB4508FD 

/vUB4510FD 

,'j,J84512FD 

,V.JB4514FD 

tvU845 l6FD 

MJB4518FD 

,h,A,J B ~ 5 20 FD 

.l\.A.JB4S24FD 

/vIJB4530FD 

/vUB4536FD 

MJB2203FD 

MJB2204FD 

MJB2206FD 

MJB2208FD 

,~.A,JbL2!OHJ 

!vU822!2FD 

!vUB221.1FD 

./vUB2216FD 

/vllR??IRFn 

/vl.iR???Om 

MJB2224FD 

MJB2230FD 

/vUB2236FD 

MJtJ! I UJI-LJ 

MJBll04FD 

ivUBll06FD 

jvUBii08f[J 

M.1R1110m 

MJBlll2FD 

Page 82 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

121.00 

126.00 

200 00 

295.00 

455.00 

605.00 

1,061.00 

I,':XH.UU 

I,UUl.).UU 

"'''' "''' L,'/I.VV 

5,813.00 

9,063.00 

105.00 

105.00 

165.00 

235.00 

340.00 

500.00 

824.00 

1,029,00 

1,340.00 

1,581.00 

2,280.00 

4,875,00 

7,094.00 

66.00 

100.00 

150.00 

230.00 

330.00 

435,00 

835.00 

987.00 

1 1?R nn 

1.679.00 

2,196.00 

4,156.00 

6,000.00 

66.UU 

89.00 

i55.00 

210))) 

100.00 

385.00 

We!g!!!~ 
(Lbs) 

19 

2" 
.39 

57 

89 
108 
200 

264 

3JJ 
3?3 
548 

960 

1499 

19 

20 

33 
46 

70 
86 
140 

202 
253 

302 

392 

783 
1142 

16 

18 
32 

46 

64 

ali 
148 

178 

?S4 

::lm 
400 

796 

1160 

II 

is 
32 
46 
64 

84 

Cr!:!!e 
Quantity 

4 

4 

4 

40 

40 

24 

12 

4 

4 

4 

2 

40 

40 

18 
9 

4 

2 

40 

18 
9 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8204 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ No!!-Domes!!c 

(Inches) Item Code 

90' (1/4) MJ BEND 
3 
A 

6 

8 

10 
12 

14 

16 

20 

24 
30 

36 

~MB9003i= 

!vUB900AF 

/vUB9006F 

MJB9008F 

MJB9010F 

/VUB9012F 

r'vUB9014F 

,V\JS9018i 

,"v'\JB?020F 

MJB9024f 

MJB9030f 

IvUB9036F 

45' (1/8) MJ BEND 
3 

4 

6 

8 

10 
12 

14 

16 
13 

20 

2' 
30 

36 

MJB4503F 

MJB4504F 

/VUB4506F 

MJB4508F 

/VUB451OF 
,'v'\JS4512F 

MJB4514F 

~/\JB4516F 

MJB4518F 

MJB~520F 

~.AJB452A!= 

IvUB4530F 

IvUB4536F 

221/2' (1/16) MJ BEND 
3 

4 

6 

8 

!(J 

12 

" 
16 

18 

?O 

24 
30 

36 

, 
4 

6 

10 

12 

MJB2203F 

/VUB2204F 
/VUB2206F 

MJB2208F 

MJ~22!O!

HJB22!2F 
!vUB2214f 

I\MB2216F 

M 1R??lRF 

/VUR???OF 

MJB2224F 

MJB2230F 

IvUB2236F 

MJI:)IIU:31-

MJBl104f 

/VUB j 106F 

illl_i!3! i08F 

IvLlR 11101" 

MJBll12F 

'Weight, exclude accessories 

Domes!!c 
Item Code 

ivUB9003FD 

!vU8900.1FD 
MJB9006FD 

MJB9008FD 

/vUB9010FD 

/vUB9012FD 

MJ69014FD 

r'v'lJB901 bFD 

MJ390l8iD 
,',UB9020FD 

MJB9024FD 

IvUB9030FD 

/vUB9036FD 

MJ64503FD 

MJB4504FD 

/vUB4506FD 

/vIJB4508FD 

/vUB4510FD 

,'j,J84512FD 

,V.JB4514FD 

tvU845 l6FD 

MJB4518FD 

,h,A,J B ~ 5 20 FD 

.l\.A.JB4S24FD 

/vIJB4530FD 

/vUB4536FD 

MJB2203FD 

MJB2204FD 

MJB2206FD 

MJB2208FD 

,~.A,JbL2!OHJ 

!vU822!2FD 

!vUB221.1FD 

./vUB2216FD 

/vllR??IRFn 

/vl.iR???Om 

MJB2224FD 

MJB2230FD 

/vUB2236FD 

MJtJ! I UJI-LJ 

MJBll04FD 

ivUBll06FD 

jvUBii08f[J 

M.1R1110m 

MJBlll2FD 

Page 82 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

121.00 

126.00 

200 00 

295.00 

455.00 

605.00 

1,061.00 

I,':XH.UU 

I,UUl.).UU 

"'''' "''' L,'/I.VV 

5,813.00 

9,063.00 

105.00 

105.00 

165.00 

235.00 

340.00 

500.00 

824.00 

1,029,00 

1,340.00 

1,581.00 

2,280.00 

4,875,00 

7,094.00 

66.00 

100.00 

150.00 

230.00 

330.00 

435,00 

835.00 

987.00 

1 1?R nn 

1.679.00 

2,196.00 

4,156.00 

6,000.00 

66.UU 

89.00 

i55.00 

210))) 

100.00 

385.00 

We!g!!!~ 
(Lbs) 

19 

2" 
.39 

57 

89 
108 
200 

264 

3JJ 
3?3 
548 

960 

1499 

19 

20 

33 
46 

70 
86 
140 

202 
253 

302 

392 

783 
1142 

16 

18 
32 

46 

64 

ali 
148 

178 

?S4 

::lm 
400 

796 

1160 

II 

is 
32 
46 
64 

84 

Cr!:!!e 
Quantity 

4 

4 

4 

40 

40 

24 

12 

4 

4 

4 

2 

40 

40 

18 
9 

4 

2 

40 

18 
9 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8204 



CX 2359-083

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

14 

16 

18 

20 

~4 

30 
36 

No!!-Domes!!c 
Item Code 

MJBll14F 
IvUBll16F 
/VUBll18F 

MJBl120F 

IvUIJ I 1141-

/VuB 1130F 

MJBl136r 

90~ (1i4j NU X PF RFnii'i 

4 
6 

8 

10 

12 

14 

16 

18 

24 
30 

,V\J[3i'9003i 

,"v'USP?004F 

MJBP9006f 

MJBP90D8F 

IvUBP9010F 

NUBP90l2F 

MJBP90l4F 

MJBP9016F 

iviJBP9018F 

IviJBP9024r 

ivUBP9030F 

45(\ (1 IS) M.J x P'E REt,; D 

3 
4 

6 

8 

'0 

12 

14 

16 

18 

20 

24 

30 

r/UBP4503f 

MJBP4504f 

MJBP~506F 

MJBP~508f 

MJBP4510F 

IvUBP4512F 

IvUBP4514F 

MJBP4516F 

MJBP4518F 

ivUBP4520F 

iv'dSP4.:i24F 

,'v'dSP4530F 

221/20 (1/16) ;"y'J X PE BEND 

3 
4 

6 

R 

10 

12 

14 

16 

20 

24 

30 

MJBP2203F 

!vUBP2204f 

I\MBP2206F 

I\i\ IRP??ORF 

1v\.IRP??IOF 

IvUBP2212F 

MJBP2214F 

IvUBP2216F 

iv'dGi'2210i 

i'v',JBP2220F 

MJBP2224F 

MJBP2230F 

111/4° (1/32) ,'.l\J X PE BHJD 
1 

4 

ivLlRPII01F 

MJBPII04F 

'Weight, exclude accessories 

Domes!!c 
Item Code 

/vUB 1114FD 
/vUB1116FD 

MJ61118FD 

MJBl120FD 

/vIJl:\ I I 24H) 

MJBl130FD 

MJB1136FD 

MJ3i'9003iD 
,',UBP?004FD 

MJBP9006FD 

IvUBP9008FD 

/vUBP9010FD 

IvIJ6P9012FD 

MJBP9014FD 

/vIJBP9016FD 

MJ8P90i8FD 
/vIJ8P9024fD 

ivU6P9030fD 

t/\JBP4503FD 

.~}.J6P4504FD 

.~AJBP~506FD 

!v\JBP~50SFD 

hA.JBP4510~D 

/vUBP4512FD 

/vUBP4514FD 

MJ6P4516FD 

IvIJBP45I 8fD 

ivUBP4520FD 

iv\JBP4,')24FD 

,'v'lJBP4530FD 

ivUBP2203FD 

!vUBP220L1~D 

!vUBP2206FD 

Ivl IRP??ORFn 

Ivl.iRP??IOm 

MJ6P2212FD 

MJBP2214FD 

/vIJBP2216fD 

IvUGi'2210fD 

,',,\JBP2220FD 

MJBP2224FD 

/vUBP2230FD 

M_IRPll mm 

MJBPl104FD 

Page 83 

Confidential 

MJ COMPACT 
le~s ft.cce~!!ory 

Lis! Price 

856.00 
987.00 

1,461.00 

1,47S.00 

2,0:22.00 

3,750.00 
5,125.00 

99.00 

1:26.00 
200.00 

285.00 

440,00 

570.00 

1,034.00 

1,586.00 

3,279.00 

3,450.00 

5,406.00 

83.00 

105.00 

170.00 

210.00 

350.00 

490,00 

767.00 
966.00 

2,733.00 

3,484.00 

2,340.00 

'+,,+07.UU 

72.00 

95.00 

155_00 

?40m 

:lIS.OO 

395.00 

798.00 

1,339.00 

L.IIO.VU 

0,L"-tU.VU 

3,750.00 

7?_00 

89.00 

Price List 
EPOXY COATED 
We!g!!!~ 

(Lbs) 

172 

211 

254 

303 

400 

800 
nos 

22 

26 
40 

57 

83 
liD 

206 

260 

31 i 
5iB 

995 

19 

22 

31 

'is 
70 

91 

153 

201 

246 

302 

490 

715 

13 
, 6 

31 

4S 

71 

88 

152 

181 

240 

290 
455 

600 

n 
17 

Cr!:!!e 
Quantity 

4 

2 

30 
16 

4 

4 

2 

25 

16 

, 
4 

16 

4 

40 

32 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8205 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

14 

16 

18 

20 

~4 

30 
36 

No!!-Domes!!c 
Item Code 

MJBll14F 
IvUBll16F 
/VUBll18F 

MJBl120F 

IvUIJ I 1141-

/VuB 1130F 

MJBl136r 

90~ (1i4j NU X PF RFnii'i 

4 
6 

8 

10 

12 

14 

16 

18 

24 
30 

,V\J[3i'9003i 

,"v'USP?004F 

MJBP9006f 

MJBP90D8F 

IvUBP9010F 

NUBP90l2F 

MJBP90l4F 

MJBP9016F 

iviJBP9018F 

IviJBP9024r 

ivUBP9030F 

45(\ (1 IS) M.J x P'E REt,; D 

3 
4 

6 

8 

'0 

12 

14 

16 

18 

20 

24 

30 

r/UBP4503f 

MJBP4504f 

MJBP~506F 

MJBP~508f 

MJBP4510F 

IvUBP4512F 

IvUBP4514F 

MJBP4516F 

MJBP4518F 

ivUBP4520F 

iv'dSP4.:i24F 

,'v'dSP4530F 

221/20 (1/16) ;"y'J X PE BEND 

3 
4 

6 

R 

10 

12 

14 

16 

20 

24 

30 

MJBP2203F 

!vUBP2204f 

I\MBP2206F 

I\i\ IRP??ORF 

1v\.IRP??IOF 

IvUBP2212F 

MJBP2214F 

IvUBP2216F 

iv'dGi'2210i 

i'v',JBP2220F 

MJBP2224F 

MJBP2230F 

111/4° (1/32) ,'.l\J X PE BHJD 
1 

4 

ivLlRPII01F 

MJBPII04F 

'Weight, exclude accessories 

Domes!!c 
Item Code 

/vUB 1114FD 
/vUB1116FD 

MJ61118FD 

MJBl120FD 

/vIJl:\ I I 24H) 

MJBl130FD 

MJB1136FD 

MJ3i'9003iD 
,',UBP?004FD 

MJBP9006FD 

IvUBP9008FD 

/vUBP9010FD 

IvIJ6P9012FD 

MJBP9014FD 

/vIJBP9016FD 

MJ8P90i8FD 
/vIJ8P9024fD 

ivU6P9030fD 

t/\JBP4503FD 

.~}.J6P4504FD 

.~AJBP~506FD 

!v\JBP~50SFD 

hA.JBP4510~D 

/vUBP4512FD 

/vUBP4514FD 

MJ6P4516FD 

IvIJBP45I 8fD 

ivUBP4520FD 

iv\JBP4,')24FD 

,'v'lJBP4530FD 

ivUBP2203FD 

!vUBP220L1~D 

!vUBP2206FD 

Ivl IRP??ORFn 

Ivl.iRP??IOm 

MJ6P2212FD 

MJBP2214FD 

/vIJBP2216fD 

IvUGi'2210fD 

,',,\JBP2220FD 

MJBP2224FD 

/vUBP2230FD 

M_IRPll mm 

MJBPl104FD 
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Confidential 

MJ COMPACT 
le~s ft.cce~!!ory 

Lis! Price 

856.00 
987.00 

1,461.00 

1,47S.00 

2,0:22.00 

3,750.00 
5,125.00 

99.00 

1:26.00 
200.00 

285.00 

440,00 

570.00 

1,034.00 

1,586.00 

3,279.00 

3,450.00 

5,406.00 

83.00 

105.00 

170.00 

210.00 

350.00 

490,00 

767.00 
966.00 

2,733.00 

3,484.00 

2,340.00 

'+,,+07.UU 

72.00 

95.00 

155_00 

?40m 

:lIS.OO 

395.00 

798.00 

1,339.00 

L.IIO.VU 

0,L"-tU.VU 

3,750.00 

7?_00 

89.00 

Price List 
EPOXY COATED 
We!g!!!~ 

(Lbs) 

172 

211 

254 

303 

400 

800 
nos 

22 

26 
40 

57 

83 
liD 

206 

260 

31 i 
5iB 

995 

19 

22 

31 

'is 
70 

91 

153 

201 

246 

302 

490 

715 

13 
, 6 

31 

4S 

71 

88 

152 

181 

240 

290 
455 

600 

n 
17 

Cr!:!!e 
Quantity 

4 

2 

30 
16 

4 

4 

2 

25 

16 

, 
4 

16 

4 

40 

32 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8205 



CX 2359-084

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

6 

8 
10 

12 

14 

16 
l8 

20 

24 

No!!-Domes!!c 
Item Code 

MJBPl106F 
IvUBP110SF 

/VUBPI I lOF 

MJBPll12F 

IvUIJr'1 I 14r 

lVuBPlll6F 
MJBPll18F 

IvUBPj j 20F 

j\lijBPi i24F 

900 (1/4) MJ X FE BEND 
3 

4 

6 

8 

10 

12 

14 

16 

MJFB9003F 

MJFB9004F 

IvUFB9006F 

NUFB9008F 
MJFB9010F 

MJFB9012F 

iviJFB90i 4F 
/VUFB9016F 

45Q (1/6; Mj X FE BEND 
3 
4 
6 

8 

10 
12 

14 

16 

MJFB4503F 

r/UFB4504F 

MJF54506F 

MJFB~508F 

MJF!3~5!OF 

MJF!34512F 

IvUFB4514F 

IvUFB4516F 

221/2' (1/16) MJ X FE BEND 
4 

6 

8 
10 

! 2 

MJFB2204F 

IvUFB2206F 

IvUFB2208F 

MJFB2210F 

MJ!-b22!2!-

111/4° (1132) I'.I\J X FE BEND 
4 

6 

B 

10 

12 

MJ LATERAL 

Bx4 
8)(6 

r'vUFB 11 04F 

IvUFB 111 OF 

IvUFB 1112F 

MJL0303F 

IvUL0403F 

IvUL0404F 

MJL0604F 

r'vUL0606F 

rVUL0804i 

,'v'UL0806F 

'Weight, exclude accessories 

Domes!!c 
Item Code 

/vUBPl106FD 
/vUBPl108FD 

MJ6PlllOFD 

MJ8Pll12FD 

MJeW 1114j-LJ 

MJBPli i6FD 

MJBP1118FD 
lvuBPi 120F[I 

iv\)BP112.4fD 

MJFB9003FD 

IvUF89004FD 

/vUFB9006FD 

IvIJF69008FD 

MJFB9010FD 

/vIJFB9012FD 

ivUFB9014FD 

MJFB9016FD 

l.,lJF84S03FD 

t/\JFB4504FD 

,~},JFB4506FD 

,~AJFB~508FD 

!v\JFB~51 OFD 

hA.JFB4512FD 

MJFB4514FD 

MJFB4516FD 

MJF82204FD 

MJFB2206FD 

MJFB2208FD 

MJFB2210FD 

MJFBll04FD 

JVJJi3110SiD 

MJFBII JOFD 

MJFB1112FD 

MJL0303FD 

/vUL0403FD 

MJL0404FD 

MJL0604FD 

MJL0606FD 

Iv\JL0804iD 

JV,JL0806FD 

Page 84 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

145.00 

225.00 

280.00 

355.00 

6'1tWU 

866.00 

2,661.00 

3,121DO 

2.40i) i)') 

121.00 

137.00 

235.00 

410.oD 

510.00 

815.00 

1,444.00 

lJ59.00 

178.00 

131.00 

280.00 

355.00 

515.00 

755.00 

1 A07.o0 
1,680.00 

168.00 

205.00 

320.00 

460.00 

660.!JO 

147.00 

200.00 

205.00 

440.00 

570.00 

187.00 

200.00 

263.00 

260.00 

38~,00 

530.00 
440.00 

We!g!!!~ 
(Lbs) 

29 

41 

56 

71 

133 

i 6 i 
24B 
291 

475 

20 

26 

47 
68 

102 

134 

227 

278 

17 

.26 
47 

68 

102 

13.1 

207 

290 

26 

47 
68 

102 

!34 

19 

30 

50 

75 
88 

36 

40 
51 

73 

81 

106 

114 

Cr!:!!e 
Quantity 

10 

18 

9 

4 

4 

32 

18 

4 

32 

9 

4 

4 

32 

4 

4 

16 

HCUS ~,II CORPORATE 110_. -pee 

ivic\tvane-OI8206 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

6 

8 
10 

12 

14 

16 
l8 

20 

24 

No!!-Domes!!c 
Item Code 

MJBPl106F 
IvUBP110SF 

/VUBPI I lOF 

MJBPll12F 

IvUIJr'1 I 14r 

lVuBPlll6F 
MJBPll18F 

IvUBPj j 20F 

j\lijBPi i24F 

900 (1/4) MJ X FE BEND 
3 

4 

6 

8 

10 

12 

14 

16 

MJFB9003F 

MJFB9004F 

IvUFB9006F 

NUFB9008F 
MJFB9010F 

MJFB9012F 

iviJFB90i 4F 
/VUFB9016F 

45Q (1/6; Mj X FE BEND 
3 
4 
6 

8 

10 
12 

14 

16 

MJFB4503F 

r/UFB4504F 

MJF54506F 

MJFB~508F 

MJF!3~5!OF 

MJF!34512F 

IvUFB4514F 

IvUFB4516F 

221/2' (1/16) MJ X FE BEND 
4 

6 

8 
10 

! 2 

MJFB2204F 

IvUFB2206F 

IvUFB2208F 

MJFB2210F 

MJ!-b22!2!-

111/4° (1132) I'.I\J X FE BEND 
4 

6 

B 

10 

12 

MJ LATERAL 

Bx4 
8)(6 

r'vUFB 11 04F 

IvUFB 111 OF 

IvUFB 1112F 

MJL0303F 

IvUL0403F 

IvUL0404F 

MJL0604F 

r'vUL0606F 

rVUL0804i 

,'v'UL0806F 

'Weight, exclude accessories 

Domes!!c 
Item Code 

/vUBPl106FD 
/vUBPl108FD 

MJ6PlllOFD 

MJ8Pll12FD 

MJeW 1114j-LJ 

MJBPli i6FD 

MJBP1118FD 
lvuBPi 120F[I 

iv\)BP112.4fD 

MJFB9003FD 

IvUF89004FD 

/vUFB9006FD 

IvIJF69008FD 

MJFB9010FD 

/vIJFB9012FD 

ivUFB9014FD 

MJFB9016FD 

l.,lJF84S03FD 

t/\JFB4504FD 

,~},JFB4506FD 

,~AJFB~508FD 

!v\JFB~51 OFD 

hA.JFB4512FD 

MJFB4514FD 

MJFB4516FD 

MJF82204FD 

MJFB2206FD 

MJFB2208FD 

MJFB2210FD 

MJFBll04FD 

JVJJi3110SiD 

MJFBII JOFD 

MJFB1112FD 

MJL0303FD 

/vUL0403FD 

MJL0404FD 

MJL0604FD 

MJL0606FD 

Iv\JL0804iD 

JV,JL0806FD 
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Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

145.00 

225.00 

280.00 

355.00 

6'1tWU 

866.00 

2,661.00 

3,121DO 

2.40i) i)') 

121.00 

137.00 

235.00 

410.oD 

510.00 

815.00 

1,444.00 

lJ59.00 

178.00 

131.00 

280.00 

355.00 

515.00 

755.00 

1 A07.o0 
1,680.00 

168.00 

205.00 

320.00 

460.00 

660.!JO 

147.00 

200.00 

205.00 

440.00 

570.00 

187.00 

200.00 

263.00 

260.00 

38~,00 

530.00 
440.00 

We!g!!!~ 
(Lbs) 

29 

41 

56 

71 

133 

i 6 i 
24B 
291 

475 

20 

26 

47 
68 

102 

134 

227 

278 

17 

.26 
47 

68 

102 

13.1 

207 

290 

26 

47 
68 

102 

!34 

19 

30 

50 

75 
88 

36 

40 
51 

73 

81 

106 

114 

Cr!:!!e 
Quantity 

10 

18 

9 

4 

4 

32 

18 

4 

32 

9 

4 

4 

32 

4 

4 

16 

HCUS ~,II CORPORATE 110_. -pee 

ivic\tvane-OI8206 



CX 2359-085

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

8x8 

lOx4 

lOx6 

lOxS 

IUxlO 

12x4 

12X6 
12>.'8 

12.xlO 
1 ?xl? 

14x14 

16x6 

16x8 

16x12 

16x16 

No!!-Domes!!c 
Item Code 

MJL0808F 

IvUL 1 004F 

NUL1006F 

MJL 1 008F 

NUL I U I UI

NuL 1204f 

MJLl206F 

i\/IJL 12()8F 

iliUL 121 i)F 

NUII?1 ?F 

MJL1414F 

MJL i606F 

IvULl 608F 
/VUL1612f 

MJL1616F 

MJ X FE ADAPTER 

4 

6 

8 

10 

12 

14 

16 

18 

20 

24 

Mj TEE 
3x3 
4;;;3 

4x4 

{,xJ 

6x4 

6x6 

8x3 

8x4 

8x6 

8x8 

lOx3 

iOX4 
IOx6 

IOxS 

IOxiO 

12x4 

12x6 

12x8 

12xlO 

12x12 

14x6 

14xtl 

'Weight, exclude accessories 

iviJFA04r 

ivUFA06F 

r'vUFA08F 

r'vUFA 1 OF 
,vurA12i 

MJFA 14F 

IvUFA 16F 

/\IUFA 18F 

MJFA20F 

MJFA24F 

/VUT0303F 

r'vUT04D3F 

,VUT0603i 
,'v'UT0604F 

MJT0606F 

/VUT0803f 

MJT0804F 

/VUT0806F 

MJT0808F 

MJTlO03F 

NIJTi004F 

iviJT 1006 F 

ivUT1008F 

ivUT10 lOF 

r'vUT1203F 

MJT1204F 

MJT1206F 

IvUT1208f 
/VUT121Of 

MJT1212F 
MJT1406F 

/VU1140tlr 

Domes!!c 
Item Code 

/vUL0808FD 

/vUL 1 004FD 

MJL1006FD 

MJLl QD8FD 

MJLIOIQi'1) 

MJLi 204FD 

MJL1206FD 

.NUL i 208F[I 

iv\.JLi2iOFD 
/vUll ?l?FIl 

MJL1414FD 

MJLI606FD 

MJLl608FD 
MJL1612FD 

MJL1616FD 

MJFA04FD 

ivUFA06fD 

iv\JFA08FD 
MJFA lOFD 

MJFA 14FD 

/V)JFA 16FD 

/vUFA 18FD 

MJFA20FD 

MJFA24FD 

/vUT0303FD 

ivUT04G3FD 

I"UT0603iD 

l'1.JT0606FD 

MJT0803FD 

MJT0804FD 

MJT0806FD 

MJT0808FD 

NuTi003FD 

NuT i G04FD 

MJTlO06FD 

ivUT1008FD 

ivUT10iOFD 

MJT1203FD 

MJTl204FD 

MJTl206FD 

MJTl208FD 

/vIJT121OFD 

/vIJT1212FD 

/vIJT1406FD 

/vIJI140dl-LJ 

Page 85 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

545.00 

7S0.00 

790.00 

860.00 

I ,O~U.oU 

i ,055.00 

1,100.00 

i,l80DO 

1 . .385 i)") 

1 4R5DO 

2.499.00 

1.565.00 

1,832.00 
2,441.00 

2,861.00 

126.00 

145.00 

260.00 
33,'}.00 

400.00 

662.00 

872.00 
1,162.00 

1,581.00 

1,944.00 

160.00 

1::;8.00 

168.00 

210.00 

260.00 

2'70.00 

290.00 

300.00 
365,00 

435.00 

375,00 

390.00 

450.00 

525.00 

600.00 

4::;0.00 

470.00 

570.00 

655,00 
700.00 

840.00 

956.00 

I,Od2.o0 

We!g!!!~ 
(Lbs) 

128 

150 

136 

170 

In 

i84 

186 
i88 

2Si) 

?7? 

465 
300 

350 

465 

575 

21 
28 

49 

60 

99 

127 

155 

190 

275 

324 

29 

30 

32 

42 

46 
56 

52 
60 

72 

86 

75 

78 

90 

lOS 

i 20 

90 

94 
110 

125 

140 

160 

183 

211 

Cr!:!!e 
Quantity 

2 

2 

2 

8 

, 

6, 

27 

27 
12 

12 

2 

2 

2 

2 

2 

40 

16 

16 

9 

? 

? 

4 

4 

4 

4 

4 

4 

4 

2 

2 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8207 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

8x8 

lOx4 

lOx6 

lOxS 

IUxlO 

12x4 

12X6 
12>.'8 

12.xlO 
1 ?xl? 

14x14 

16x6 

16x8 

16x12 

16x16 

No!!-Domes!!c 
Item Code 

MJL0808F 

IvUL 1 004F 

NUL1006F 

MJL 1 008F 

NUL I U I UI

NuL 1204f 

MJLl206F 

i\/IJL 12()8F 

iliUL 121 i)F 

NUII?1 ?F 

MJL1414F 

MJL i606F 

IvULl 608F 
/VUL1612f 

MJL1616F 

MJ X FE ADAPTER 

4 

6 

8 

10 

12 

14 

16 

18 

20 

24 

Mj TEE 
3x3 
4;;;3 

4x4 

{,xJ 

6x4 

6x6 

8x3 

8x4 

8x6 

8x8 

lOx3 

iOX4 
IOx6 

IOxS 

IOxiO 

12x4 

12x6 

12x8 

12xlO 

12x12 

14x6 

14xtl 

'Weight, exclude accessories 

iviJFA04r 

ivUFA06F 

r'vUFA08F 

r'vUFA 1 OF 
,vurA12i 

MJFA 14F 

IvUFA 16F 

/\IUFA 18F 

MJFA20F 

MJFA24F 

/VUT0303F 

r'vUT04D3F 

,VUT0603i 
,'v'UT0604F 

MJT0606F 

/VUT0803f 

MJT0804F 

/VUT0806F 

MJT0808F 

MJTlO03F 

NIJTi004F 

iviJT 1006 F 

ivUT1008F 

ivUT10 lOF 

r'vUT1203F 

MJT1204F 

MJT1206F 

IvUT1208f 
/VUT121Of 

MJT1212F 
MJT1406F 

/VU1140tlr 

Domes!!c 
Item Code 

/vUL0808FD 

/vUL 1 004FD 

MJL1006FD 

MJLl QD8FD 

MJLIOIQi'1) 

MJLi 204FD 

MJL1206FD 

.NUL i 208F[I 

iv\.JLi2iOFD 
/vUll ?l?FIl 

MJL1414FD 

MJLI606FD 

MJLl608FD 
MJL1612FD 

MJL1616FD 

MJFA04FD 

ivUFA06fD 

iv\JFA08FD 
MJFA lOFD 

MJFA 14FD 

/V)JFA 16FD 

/vUFA 18FD 

MJFA20FD 

MJFA24FD 

/vUT0303FD 

ivUT04G3FD 

I"UT0603iD 

l'1.JT0606FD 

MJT0803FD 

MJT0804FD 

MJT0806FD 

MJT0808FD 

NuTi003FD 

NuT i G04FD 

MJTlO06FD 

ivUT1008FD 

ivUT10iOFD 

MJT1203FD 

MJTl204FD 

MJTl206FD 

MJTl208FD 

/vIJT121OFD 

/vIJT1212FD 

/vIJT1406FD 

/vIJI140dl-LJ 

Page 85 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

545.00 

7S0.00 

790.00 

860.00 

I ,O~U.oU 

i ,055.00 

1,100.00 

i,l80DO 

1 . .385 i)") 

1 4R5DO 

2.499.00 

1.565.00 

1,832.00 
2,441.00 

2,861.00 

126.00 

145.00 

260.00 
33,'}.00 

400.00 

662.00 

872.00 
1,162.00 

1,581.00 

1,944.00 

160.00 

1::;8.00 

168.00 

210.00 

260.00 

2'70.00 

290.00 

300.00 
365,00 

435.00 

375,00 

390.00 

450.00 

525.00 

600.00 

4::;0.00 

470.00 

570.00 

655,00 
700.00 

840.00 

956.00 

I,Od2.o0 

We!g!!!~ 
(Lbs) 

128 

150 

136 

170 

In 

i84 

186 
i88 

2Si) 

?7? 

465 
300 

350 

465 

575 

21 
28 

49 

60 

99 

127 

155 

190 

275 

324 

29 

30 

32 

42 

46 
56 

52 
60 

72 

86 

75 

78 

90 

lOS 

i 20 

90 

94 
110 

125 

140 

160 

183 

211 

Cr!:!!e 
Quantity 

2 

2 

2 

8 

, 

6, 

27 

27 
12 

12 

2 

2 

2 

2 

2 

40 

16 

16 

9 

? 

? 

4 

4 

4 

4 

4 

4 

4 

2 

2 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8207 



CX 2359-086

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

14xlO 

14x12 

14x14 

16x6 

16x13 

16xiO 
16x12 

16'>.'1<1. 

]6.x] 6 

lRxo 

18x8 

18xlO 

18xl2 

18x14 

18x16 

18xl8 

20x6 

20x8 

20xl0 

20x12 

20~1 Ll 

20'>.'16 

?nxlR 

20x20 

24x6 

24x8 

24xlO 

24x12 

24x14 

24x16 

24x18 

:24x20 

24x24 

30x6 

MJ X FE TEE 

6x4 

6x6 

8x4 

8x6 

8.".8 

lOx4 

JOx6 

JOx8 

lOxlO 

12X4 

12x[l 

12xlO 

'Weight, exclude accessories 

No!!-Domes!!c 
Item Code 

MJT1410F 
IvUT1412F 

/VUT1414F 

MJT1606F 

IvU I I we r 
lVuT1610F 

MJT1612F 
!\/ljT161<LF 

iIlUT1!) 16F 

NUT 1 ROo F 

MJT1808F 

MJT18JOF 

NUT 1812F 
/VUT1814f 

MJT1S16F 

IvUT1818F 

IvUT2006F 

MJT200SF 

~/UT20l OF 

~!IJT2012~ 

!v1JT201 AF 
I\~JT2016F 

M IT?nlRF 

IvUT2020F 

NUT2406F 

MJT2408f 

,'v"UT2412i 

,'v'UT2414F 

MJT2416F 

MJT2418F 

~/\JT2420F 

/VUT2424F 

MJT3006F 

/VUFT0303F 

/VUFT0403F 

MJFT0404F 

/VUFT0603F 

r/UFT0604F 

MJFT0606F 

MJFT0804F 

!vUFT0806F 
!vUFT0808F 

I\MFT1004F 

MJFT1006F 

/VUFTlO08F 

/VUFT101OF 

MJFT1204F 

r'vUFT1206F 

rVUrT120Sr 

,'v'UFTI210F 

Domes!!c 
Item Code 

MJTI410FD 
IvUTl412FD 

IvUTl414FD 

MJTl606FD 

IvU 1160131'1) 

IvuTi610FD 

MJTl612FD 

II/IjTi 6L:J.F[I 

il/iFi 61 e>FD 

II/UTl ROIiFil 

MJTl808FD 

MJTI810FD 

MJTI812FD 

IvUTl814FD 

MJTl816FD 

IvUTI818FD 

IvUT2006FD 

IvUT2008FD 

MJT2010FD 

,II/UT2012FD 

!vUT2014FD 

MJT2016FD 

M IT?OlRFIl 

IvUT2020FD 

MJT2406FD 

MJT2408FD 

,'vUT241OFD 

!vUT2412iD 

IvUT2414FD 

MJT2416FD 

IvUT2413FD 

IvUT2420FD 

IvUT2424FD 

MJT3006FD 

MJFT0303FD 

MJFT0403FD 

MJFT0404FD 

/vIJFT0603FD 

ivUFT0604FD 

ivUFT0606FD 

ivUFT080JFD 

ivUFT0806FD 

!vUFT0808FO 

MJFT1OO4FO 

MJFT1OO6FO 

/vUFT1OO8FD 

MJFTlOlOFD 

MJFT1204FD 

MJFT1206FD 

Iv\JiT1208iD 

JVJJFT1210FD 

Page 86 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

l,l97.o0 

1,286.00 

1,470.00 

1,234.00 

1,:3:3'1.00 

1 A70.00 
1,601.00 

1,811DO 

2.021 i)J 

1 7RetoO 

1.926.00 

1,81l.OD 

2,289.00 

2,386.00 

2,553.00 

2,979.00 

2,001.00 

2,047.00 

2,128.00 

2,536.00 

2,933.00 
2,49(, 00 

?, ~t,4 nn 
2,749.00 

2,472.00 

2,544.00 

L,/04.UU 

L,/IL.VV 

v,vUU.UU 

3,504.00 

3,948.00 

4,260.00 

4,088.00 

176,00 

194.00 

210.0D 

265.00 

275.00 

315.00 

370.00 

~OO,OO 

Ll90.00 

450.00 

560.00 

605,00 

770.00 

590.00 

600,00 

690.00 

no.oo 

We!g!!!~ 
(Lbs) 

229 

235 
281 

270 

141 

265 

344 

.3i 7 

.435 

775 

280 

301 

372 

415 

476 

490 
335 
383 

410 

~32 

51Ll 

5-5-3 

SMl 

605 

454 

475 

505 

545 

585 

625 

721 

740 
830 

717 

30 
34 
40 

50 

55 
56 

75 

80 
85 

90 

100 

105 

125 

liB 

120 

130 
150 

Cr!:!!e 
Quantity 

2 

2 

2 

2 

2 

2 

16 

16 

12 

12 

12 

4 

4 

8 

4 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8208 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

14xlO 

14x12 

14x14 

16x6 

16x13 

16xiO 
16x12 

16'>.'1<1. 

]6.x] 6 

lRxo 

18x8 

18xlO 

18xl2 

18x14 

18x16 

18xl8 

20x6 

20x8 

20xl0 

20x12 

20~1 Ll 

20'>.'16 

?nxlR 

20x20 

24x6 

24x8 

24xlO 

24x12 

24x14 

24x16 

24x18 

:24x20 

24x24 

30x6 

MJ X FE TEE 

6x4 

6x6 

8x4 

8x6 

8.".8 

lOx4 

JOx6 

JOx8 

lOxlO 

12X4 

12x[l 

12xlO 

'Weight, exclude accessories 

No!!-Domes!!c 
Item Code 

MJT1410F 
IvUT1412F 

/VUT1414F 

MJT1606F 

IvU I I we r 
lVuT1610F 

MJT1612F 
!\/ljT161<LF 

iIlUT1!) 16F 

NUT 1 ROo F 

MJT1808F 

MJT18JOF 

NUT 1812F 
/VUT1814f 

MJT1S16F 

IvUT1818F 

IvUT2006F 

MJT200SF 

~/UT20l OF 

~!IJT2012~ 

!v1JT201 AF 
I\~JT2016F 

M IT?nlRF 

IvUT2020F 

NUT2406F 

MJT2408f 

,'v"UT2412i 

,'v'UT2414F 

MJT2416F 

MJT2418F 

~/\JT2420F 

/VUT2424F 

MJT3006F 

/VUFT0303F 

/VUFT0403F 

MJFT0404F 

/VUFT0603F 

r/UFT0604F 

MJFT0606F 

MJFT0804F 

!vUFT0806F 
!vUFT0808F 

I\MFT1004F 

MJFT1006F 

/VUFTlO08F 

/VUFT101OF 

MJFT1204F 

r'vUFT1206F 

rVUrT120Sr 

,'v'UFTI210F 

Domes!!c 
Item Code 

MJTI410FD 
IvUTl412FD 

IvUTl414FD 

MJTl606FD 

IvU 1160131'1) 

IvuTi610FD 

MJTl612FD 

II/IjTi 6L:J.F[I 

il/iFi 61 e>FD 

II/UTl ROIiFil 

MJTl808FD 

MJTI810FD 

MJTI812FD 

IvUTl814FD 

MJTl816FD 

IvUTI818FD 

IvUT2006FD 

IvUT2008FD 

MJT2010FD 

,II/UT2012FD 

!vUT2014FD 

MJT2016FD 

M IT?OlRFIl 

IvUT2020FD 

MJT2406FD 

MJT2408FD 

,'vUT241OFD 

!vUT2412iD 

IvUT2414FD 

MJT2416FD 

IvUT2413FD 

IvUT2420FD 

IvUT2424FD 

MJT3006FD 

MJFT0303FD 

MJFT0403FD 

MJFT0404FD 

/vIJFT0603FD 

ivUFT0604FD 

ivUFT0606FD 

ivUFT080JFD 

ivUFT0806FD 

!vUFT0808FO 

MJFT1OO4FO 

MJFT1OO6FO 

/vUFT1OO8FD 

MJFTlOlOFD 

MJFT1204FD 

MJFT1206FD 

Iv\JiT1208iD 

JVJJFT1210FD 
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Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

l,l97.o0 

1,286.00 

1,470.00 

1,234.00 

1,:3:3'1.00 

1 A70.00 
1,601.00 

1,811DO 

2.021 i)J 

1 7RetoO 

1.926.00 

1,81l.OD 

2,289.00 

2,386.00 

2,553.00 

2,979.00 

2,001.00 

2,047.00 

2,128.00 

2,536.00 

2,933.00 
2,49(, 00 

?, ~t,4 nn 
2,749.00 

2,472.00 

2,544.00 

L,/04.UU 

L,/IL.VV 

v,vUU.UU 

3,504.00 

3,948.00 

4,260.00 

4,088.00 

176,00 

194.00 

210.0D 

265.00 

275.00 

315.00 

370.00 

~OO,OO 

Ll90.00 

450.00 

560.00 

605,00 

770.00 

590.00 

600,00 

690.00 

no.oo 

We!g!!!~ 
(Lbs) 

229 

235 
281 

270 

141 

265 

344 

.3i 7 

.435 

775 

280 

301 

372 

415 

476 

490 
335 
383 

410 

~32 

51Ll 

5-5-3 

SMl 

605 

454 

475 

505 

545 

585 

625 

721 

740 
830 

717 

30 
34 
40 

50 

55 
56 

75 

80 
85 

90 

100 

105 

125 

liB 

120 

130 
150 

Cr!:!!e 
Quantity 

2 

2 

2 

2 

2 

2 

16 

16 

12 

12 

12 

4 

4 

8 

4 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8208 



CX 2359-087

@I!!! Price List 
mr C153 DI Fusion Bonded Epoxy Coaled MJ MJ COMPACT EPOXY COATED 

lin. nn I"V,\ 
urL.U7.U.£ 

~'---t ..... _..., 

III i 1"'------' 

~ "'I I I 011 

III I I III "'I I , 011 

II'"' "'11 

I 

(Inches) 

12xl2 

14x6 

14xlO 

14x12 

14xl4 

]6x6 

16x8 

16'>.'10 

16x12 
16x14 

16x16 

18x6 

18x8 

20x6 

24x6 

24xl2 

24x16 

24x18 

24x20 

2;jx2~ 

No!!-Domes!!c 
Item Code 

MJFT1212F 
IvU FT 1 406 F 
/VUFT141OF 

MJFT1412F 

IvUt-114141-

lVuFT1606f 

MJFT1608F 

i\/ljFT1610F 

illUFT16i2F 

IvLlFT1614F 

MJFT1616F 

MJFT1806F 

IvUFT1808F 
/VUFT2006F 

MJFT2406F 

IvUFT2412F 
IvUFT2416F 
MJFT2413F 

~/UFT2420F 

MJFT2;j2Ai= 

MJ X PE X MJ TEE 
6 ,vurT0606i 

MJPT0806F 

!vUPT0808F 

!vUPT10lOF 

Domes!!c 
Item Code 

MJFTI212FD 

IvU FTl 406 FD 

IvU FTl 410 FD 

MJFTl412FD 

IvW-11414t-U 

IvU FT i 60M D 
MJFT1 <108FD 
illljFTi 610FD 

!v\.iFTi 612F[) 

JvUFTl A 14Fn 

MJFTl610FD 

MJFTI806FD 

MJFTI808FD 

JvUFT2006FD 

MJFT2406FD 

IvUFT2412FD 

JvUFT2416FD 

IvUFT2418FD 

MJFT2420FD 

Iv\jFT2~2~ FD 

MJPT0806FD 

MJPT0808FD 

/vUPTlOlOFD 

MJ X SWIVEL HYDRANT TEE WITH SWIVEL GLAND' 

Mj 

6,6 

8x6 

8x8 

12x6 

12xG 

14)(6 

16x6 

18x6 

20)(6 

24)(6 

MJTH0606F 

!vUTH0806F 

!vUTH0808F 

r'vUTHlO06F 

r'vUTHlO08F 

,"v'UTH1406F 

!vUTH1606F 

MJTH1806F 

!vUTH2006F 

!vUTH2406F 

MJTH0606FD 

/vUTH0806FD 

/vUTH0808FD 

MJTH1006FD 

iv\JTH1008FD 

,'v'lJTH120bFD 

MJTIl1208iD 

ivUTH1406FD 

MJTH1606FD 

MJTH1806FD 

/vUTH2006FD 

/vUTH2406FD 

"':SWIVtl GlANU I':S NUl tr-'UXY CUAII::U 

TEE TAPPED (2" TAPONiYj 

3 !vUT0303TF /vUT0303TFD 

4 ,VUT0404Ti hUT0404TiD 

6 ,'v'UT0606TF ,',,\JT0606TFD 

8 MJT0808TF MJT080STFD 

10 ~/\JT1010TF /vUT101OTFD 

12 ~/UTI212TF MJT1212TFD 

16 MJT1616TF ,hAJTl616TFD 

le~s ft.ccessory 
Lis! Price 

990.00 

1.061.00 

1,523.00 

1,654.00 

I J I!J.QO 

l,l97.00 
1,449.00 

i 7.j,3DO 

1 7i3Si)") 

1 R74DO 

2.468.00 

1.484.00 

1,938.00 

2,070.00 

2,436.00 

3,432.00 

4,320.00 

10,863.00 

10,976.00 

! ~,017.o0 

205.00 

395.00 

435,00 

665.00 

335.00 

420.00 

525.00 

470.00 

::;7::;.00 

585.00 

725.00 
1 "",..,,,(\ 
, ,LVL..VU 

1,076.00 

1,599.00 

1,587.00 

2,364.00 

156.00 

102.00 

240.00 

310.00 

375.00 

455.00 

1,141.00 

We!g!!!~ 
(Lbs) 

170 
205 

244 

276 

:302 

213 

260 
281 

,304 

~57 

374 
261 

351 

372 
460 

580 
744 

630 

720 

923 

57 

79 

83 
133 

65 

85 
116 
111 

138 

132 

1-49 

211 

248 
330 

391 

478 

18 
25 

35 

55 

70 

85 

16~ 

Cr!:!!e 
Quantity 

4 

16 

4 

4 

2 

2 

40 

16 

9 

9 

4 

4 

I The standard tap size is 2" NPT. For other sizes, please contact Star'" Pipe Products. Taps other than 2" NPT are 
I specioi ai-del. r-IOI-I-COr-lcelloble & 1-lol-Heful-ldable. 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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@I!!! Price List 
mr C153 DI Fusion Bonded Epoxy Coaled MJ MJ COMPACT EPOXY COATED 

lin. nn I"V,\ 
urL.U7.U.£ 

~'---t ..... _..., 

III i 1"'------' 

~ "'I I I 011 

III I I III "'I I , 011 

II'"' "'11 

I 

(Inches) 

12xl2 

14x6 

14xlO 

14x12 

14xl4 

]6x6 

16x8 

16'>.'10 

16x12 
16x14 

16x16 

18x6 

18x8 

20x6 

24x6 

24xl2 

24x16 

24x18 

24x20 

2;jx2~ 

No!!-Domes!!c 
Item Code 

MJFT1212F 
IvU FT 1 406 F 
/VUFT141OF 

MJFT1412F 

IvUt-114141-

lVuFT1606f 

MJFT1608F 

i\/ljFT1610F 

illUFT16i2F 

IvLlFT1614F 

MJFT1616F 

MJFT1806F 

IvUFT1808F 
/VUFT2006F 

MJFT2406F 

IvUFT2412F 
IvUFT2416F 
MJFT2413F 

~/UFT2420F 

MJFT2;j2Ai= 

MJ X PE X MJ TEE 
6 ,vurT0606i 

MJPT0806F 

!vUPT0808F 

!vUPT10lOF 

Domes!!c 
Item Code 

MJFTI212FD 

IvU FTl 406 FD 

IvU FTl 410 FD 

MJFTl412FD 

IvW-11414t-U 

IvU FT i 60M D 
MJFT1 <108FD 
illljFTi 610FD 

!v\.iFTi 612F[) 

JvUFTl A 14Fn 

MJFTl610FD 

MJFTI806FD 

MJFTI808FD 

JvUFT2006FD 

MJFT2406FD 

IvUFT2412FD 

JvUFT2416FD 

IvUFT2418FD 

MJFT2420FD 

Iv\jFT2~2~ FD 

MJPT0806FD 

MJPT0808FD 

/vUPTlOlOFD 

MJ X SWIVEL HYDRANT TEE WITH SWIVEL GLAND' 

Mj 

6,6 

8x6 

8x8 

12x6 

12xG 

14)(6 

16x6 

18x6 

20)(6 

24)(6 

MJTH0606F 

!vUTH0806F 

!vUTH0808F 

r'vUTHlO06F 

r'vUTHlO08F 

,"v'UTH1406F 

!vUTH1606F 

MJTH1806F 

!vUTH2006F 

!vUTH2406F 

MJTH0606FD 

/vUTH0806FD 

/vUTH0808FD 

MJTH1006FD 

iv\JTH1008FD 

,'v'lJTH120bFD 

MJTIl1208iD 

ivUTH1406FD 

MJTH1606FD 

MJTH1806FD 

/vUTH2006FD 

/vUTH2406FD 

"':SWIVtl GlANU I':S NUl tr-'UXY CUAII::U 

TEE TAPPED (2" TAPONiYj 

3 !vUT0303TF /vUT0303TFD 

4 ,VUT0404Ti hUT0404TiD 

6 ,'v'UT0606TF ,',,\JT0606TFD 

8 MJT0808TF MJT080STFD 

10 ~/\JT1010TF /vUT101OTFD 

12 ~/UTI212TF MJT1212TFD 

16 MJT1616TF ,hAJTl616TFD 

le~s ft.ccessory 
Lis! Price 

990.00 

1.061.00 

1,523.00 

1,654.00 

I J I!J.QO 

l,l97.00 
1,449.00 

i 7.j,3DO 

1 7i3Si)") 

1 R74DO 

2.468.00 

1.484.00 

1,938.00 

2,070.00 

2,436.00 

3,432.00 

4,320.00 

10,863.00 

10,976.00 

! ~,017.o0 

205.00 

395.00 

435,00 

665.00 

335.00 

420.00 

525.00 

470.00 

::;7::;.00 

585.00 

725.00 
1 "",..,,,(\ 
, ,LVL..VU 

1,076.00 

1,599.00 

1,587.00 

2,364.00 

156.00 

102.00 

240.00 

310.00 

375.00 

455.00 

1,141.00 

We!g!!!~ 
(Lbs) 

170 
205 

244 

276 

:302 

213 

260 
281 

,304 

~57 

374 
261 

351 

372 
460 

580 
744 

630 

720 

923 

57 

79 

83 
133 

65 

85 
116 
111 

138 

132 

1-49 

211 

248 
330 

391 

478 

18 
25 

35 

55 

70 

85 

16~ 

Cr!:!!e 
Quantity 

4 

16 

4 

4 

2 

2 

40 

16 

9 

9 

4 

4 

I The standard tap size is 2" NPT. For other sizes, please contact Star'" Pipe Products. Taps other than 2" NPT are 
I specioi ai-del. r-IOI-I-COr-lcelloble & 1-lol-Heful-ldable. 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-088

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ 

I 

No!!-Domes!!c 
(Inches) Item Code 

MJ PLUG - SOLID 
3 
A 

6 

8 

10 

12 

14 

16 

20 

24 

~MP03~ 

!vIJPOAF 

!vUP06F 

MJP08F 

MJP10F 
/VUP12F 

r'vUP14F 

,"v'\JP20F 
MJP24f 

Domes!!c 
Item Code 

ivUP03FD 

!vUP04FD 
MJP06FD 

MJPOSFD 

/vIJPlOFD 
/vIJP12FD 

MJP14FD 

r'v'lJP16FD 

,'i,JP20FD 

MJP24FD 

MJ PLUG - TAPPED (2'" TAP ONLY) 

3 
4 , 
8 

10 

12 

14 

16 

18 

20 

24 

/vUP03TF 

IvLlP04TF 

/VUP06TF 

/VUP08TF 

MJP10TF 

MJP12TF 

/VUP14TF 
,'v'\JP16TF 

MJP18TF 

~/\JP20TF 

MJP24TF 

Iv\JP03TFD 
/vUP04TFIl 

/vUP06TFrJ 

IvIJP08TFD 

MJP10TFD 

/vIJP12TFD 

/vIJP14TFD 
,'jdP16TFD 

,'j,JP1STFD 

1'J\JP20TFD 

MJP24TFD 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

55.00 

74.00 
12000 

170.00 

220.00 

265.00 

:J78.00 

740.00 

I,vVl.).VV 

, ,..,,,,,..,,, 
I ,Lv I.VV 

782.00 

9500 
114.00 

lIiO.OO 

210.00 

260.00 

305.00 

658,00 

820.00 
1 nQ. nn 
, ,vuv.uu 

1,31 LOO 

1,882.00 

We!g!!!~ 
(Lbs) 

8 

10 

20 

30 

40 

50 

77 

101 

1-30 
153 
202 

8 
10 

?O 

30 

40 

50 

77 
101 

130 

153 

2D2 

Cr!:!!e 
Quantity 

100 

100 

54 

54 

24 

24 

16 

4 

4 

4 

4 

100 

54 

54 
24 

24 

16 

4 

4 

4 

4 

I The standard lap ~;ze;~ 2" ~JPT,!Cor other sizes, please coded Stare Pipe P'oduds. Taps other then 2" ~lPT are 
! soeciol order. r-IOI-I-ccll-lcelloble & l-lol-Heful-ldable. 

L I] 
• • 

MJ SOLID SLEEVE SHORT 

3 

4 
6 

8 

10 

12 
i, 

16 

13 

20 

24 

MJSS03F 

~/USS04F 

IvUSS06F 

MJSS08F 

MJSS lOF 

IvUSS12F 

ivUSS 14F 

iviJSS16F 

iviJSS 13F 
iv'dSS20F 

,'v'dSS24i 

MJ SOLID SLEEVE LONG 

3 
4 

6 

8 

10 

12 

14 

16 

20 

24 

!vUSL03F 

!vIJSLO.<lF 

I\MSL06F 

MJSL08F 

IvUSL 1 OF 

IvUSL 12F 

MJSLl4F 

r'vUSL 16F 

rVUSL 1 or 
,'v'USL20F 

MJSL24F 

'Weight, exclude accessories 

i'JIJSS03FD 

MJSS04FD 

MJSSQ6FD 

MJSS08FD 

MJSSIOFD 

ivUSS12FD 

MJSS14FD 

MJSSi 6FD 

MJSS i 3FD 

MJSS20FD 

ivUSL03FD 

!vUSL04FD 

MJSL06FD 

MJSL08FD 

i'JUSL lOFD 

MJSL12FD 

MJSL 14FD 

MJSL16FD 

!v\JSL 18rD 

,V,JSL20FD 

,V,JSL24FD 
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72.00 

74.00 

125.00 

170.00 

260,00 

290.00 

567.D0 

709.00 

914,00 

1,116.00 

1,-.JL't.UU 

99.00 

116.00 

175_00 

230.00 

345.00 

460.00 

725.00 

924,00 

I,LUO.UU 

I ,'+U I.VV 

"n", nn L,VU".vv 

15 

18 
24 
35 

48 

58 
131 

i50 

i 71 

186 

230 

19 
22 

·36 
46 

64 

77 
160 

186 

200 

26? 

377 

48 

27 

8 

8 
8 
8 

2 

2 

2 

2 

25 

25 
9 

4 

4 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8210 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ 

I 

No!!-Domes!!c 
(Inches) Item Code 

MJ PLUG - SOLID 
3 
A 

6 

8 

10 

12 

14 

16 

20 

24 

~MP03~ 

!vIJPOAF 

!vUP06F 

MJP08F 

MJP10F 
/VUP12F 

r'vUP14F 

,"v'\JP20F 
MJP24f 

Domes!!c 
Item Code 

ivUP03FD 

!vUP04FD 
MJP06FD 

MJPOSFD 

/vIJPlOFD 
/vIJP12FD 

MJP14FD 

r'v'lJP16FD 

,'i,JP20FD 

MJP24FD 

MJ PLUG - TAPPED (2'" TAP ONLY) 

3 
4 , 
8 

10 

12 

14 

16 

18 

20 

24 

/vUP03TF 

IvLlP04TF 

/VUP06TF 

/VUP08TF 

MJP10TF 

MJP12TF 

/VUP14TF 
,'v'\JP16TF 

MJP18TF 

~/\JP20TF 

MJP24TF 

Iv\JP03TFD 
/vUP04TFIl 

/vUP06TFrJ 

IvIJP08TFD 

MJP10TFD 

/vIJP12TFD 

/vIJP14TFD 
,'jdP16TFD 

,'j,JP1STFD 

1'J\JP20TFD 

MJP24TFD 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

55.00 

74.00 
12000 

170.00 

220.00 

265.00 

:J78.00 

740.00 

I,vVl.).VV 

, ,..,,,,,..,,, 
I ,Lv I.VV 

782.00 

9500 
114.00 

lIiO.OO 

210.00 

260.00 

305.00 

658,00 

820.00 
1 nQ. nn 
, ,vuv.uu 

1,31 LOO 

1,882.00 

We!g!!!~ 
(Lbs) 

8 

10 

20 

30 

40 

50 

77 

101 

1-30 
153 
202 

8 
10 

?O 

30 

40 

50 

77 
101 

130 

153 

2D2 

Cr!:!!e 
Quantity 

100 

100 

54 

54 

24 

24 

16 

4 

4 

4 

4 

100 

54 

54 
24 

24 

16 

4 

4 

4 

4 

I The standard lap ~;ze;~ 2" ~JPT,!Cor other sizes, please coded Stare Pipe P'oduds. Taps other then 2" ~lPT are 
! soeciol order. r-IOI-I-ccll-lcelloble & l-lol-Heful-ldable. 

L I] 
• • 

MJ SOLID SLEEVE SHORT 

3 

4 
6 

8 

10 

12 
i, 

16 

13 

20 

24 

MJSS03F 

~/USS04F 

IvUSS06F 

MJSS08F 

MJSS lOF 

IvUSS12F 

ivUSS 14F 

iviJSS16F 

iviJSS 13F 
iv'dSS20F 

,'v'dSS24i 

MJ SOLID SLEEVE LONG 

3 
4 

6 

8 

10 

12 

14 

16 

20 

24 

!vUSL03F 

!vIJSLO.<lF 

I\MSL06F 

MJSL08F 

IvUSL 1 OF 

IvUSL 12F 

MJSLl4F 

r'vUSL 16F 

rVUSL 1 or 
,'v'USL20F 

MJSL24F 

'Weight, exclude accessories 

i'JIJSS03FD 

MJSS04FD 

MJSSQ6FD 

MJSS08FD 

MJSSIOFD 

ivUSS12FD 

MJSS14FD 

MJSSi 6FD 

MJSS i 3FD 

MJSS20FD 

ivUSL03FD 

!vUSL04FD 

MJSL06FD 

MJSL08FD 

i'JUSL lOFD 

MJSL12FD 

MJSL 14FD 

MJSL16FD 

!v\JSL 18rD 

,V,JSL20FD 

,V,JSL24FD 
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72.00 

74.00 

125.00 

170.00 

260,00 

290.00 

567.D0 

709.00 

914,00 

1,116.00 

1,-.JL't.UU 

99.00 

116.00 

175_00 

230.00 

345.00 

460.00 

725.00 

924,00 

I,LUO.UU 

I ,'+U I.VV 

"n", nn L,VU".vv 

15 

18 
24 
35 

48 

58 
131 

i50 

i 71 

186 

230 

19 
22 

·36 
46 

64 

77 
160 

186 

200 

26? 

377 

48 

27 

8 

8 
8 
8 

2 

2 

2 

2 

25 

25 
9 

4 

4 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8210 



CX 2359-089

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ 

• • .I-----------Il 

1:1 I:J 

1:1 I:J 

, 

No!!-Domes!!c 
(Inches) Item Code 

MJ CAP - SOLID 
3 !VUCO-3F 
4 /vUC04F 

6 MJC06F 

8 MJC08F 

10 /vue I OF 
12 r'vUC12F 

14 r'v',JC14F 

16 ,vue: 6i 

18 ,"v'\JC18F 

20 MJC20F 

24 MJC24F 

MJ CAP - TAPPED (2"' TAP ONLY) 
3 IvUc:cnTF 

4 MJC04TF 

6 MJC06TF 

8 /VUC08TF 

10 MJCIOTF 

12 /vue 12TF 

14 ,'v'\JC14TF 

16 MJC16TF 

18 ~/\JCI8TF 

20 MJC20TF 

2~ MJC:2-1TF 

Domes!!c 
Item Code 

!vUC03FD 
MJCQ4FD 

MJC06FO 

/vUC08FO 

/vUC1OFD 

MJC12fD 

r'v'lJC14FD 

Iv'\JC1&rD 
,'i,JC18FD 

MJC20FD 

IvUC24FD 

/vUc:mTFIl 

MJC04TFD 

MJC06TFD 

/vUCOBTFD 

/vUC1OTFD 

/vUCI2TFD 
,'jdC14TFD 

.V.JC16TFD 

( .. Ue18TFD 

MJC20TFD 

.h.A.J C 2 ~ TF D 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

55.00 
4700 

80.00 

125.00 

185.00 
23:).00 

383.00 

515.00 

690.00 

828.00 

,188.00 

9.'1DO 

87.00 

120.00 

165.00 

225.00 

275.00 

463.00 

5'15.00 

770,00 

908.00 

1,288.00 

We!g!!t~ 
(Lbs) 

8 
12 

15 

25 
35 
45 

85 

93 
122 
152 

2D2 

R 

12 
15 

25 
35 

45 
72 
'18 

122 

143 

:202 

Cr!:!!e 
Quantity 

150 

80 

54 

54 
24 
24 
16 

16 

4 

4 

4 

80 
54 

54 
24 

24 
16 

16 

4 

4 

I The standard tap size is 2" ~WT, For other sizes, please co~+act Stare Pipe Dcod..,cL. Taps othe, than 2" ~~PT Ole 
! spRriol order.- non-ronr:ellohIR & nOn-rfIflindohlR 

MJ REDUCER 
4x3 /VUR0403F 

L " 
6x3 MJR0603F 

III r-rnl 6x4 /VUR0604F 

III I -1.111 8x4 /VUR0804F 

F 11 8x6 MJR0806F 

!ox4 MJ~!lJlJ4f-

10x6 HJR1OO6f 

10x8 IVUPl D08F 

12x4 I\MP1204F 

l?xA I\i\ IRI ?OAF 

l?xB /VURI ?OBF 

12xlO /VURI21OF 

14x6 MJR1406F 

14x8 /VUR1408F 

14x10 ,VUR1410j 

14x12 ,'v'UP1412F 

16x6 MJR1606F 

16x8 ~/\JRI608F 

16;;10 ~/UR161 OF 

16x12 MJP1612F 

16x14 HJRI614F 

18x8 /VUR1808F 

'Weight, exclude accessories 

MJR0403FD 

MJR0603FD 

MJR0604FD 

MJR0804FD 

MJR0806FD 

.~.A.JP!OlJ4f-U 

!vUR1006FD 

!vUR1008FD 

!vL!P1204FD 

Ivl IPI ?OMn 

M.IR1?OBFn 

MJR1210FD 

MJRJ406FD 

MJRI408FD 

IvUR1410iD 

,'"UR1412FD 

MJR1606FD 

/ .. UR1608FD 

MJRlblOFD 

.hAJR1612FD 

MJR1614FD 

MJR1808FD 

Page 89 

Confidential 

95.00 18 
130.00 26 

115.00 24 
180.00 32 
190.00 36 
2!0.00 46 

210.00 ~8 

230.00 50 

265_00 58 

?RO 00 m 
?R5.00 6? 

300.00 64 
578.00 104 

S78.00 104 
525.00 100 

525.00 97 

761.00 132 

735.00 136 

709.00 128 

683.00 161 

866,00 140 

932.00 190 

HCUS ~,II CORPORATE 110 __ -pee 

40 
18 

18 
18 
18 
!2 

18 

8 

4 

8 

8 

s 
4 

4 

4 

4 

ivicVvane-Ol8211 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ 

• • .I-----------Il 

1:1 I:J 

1:1 I:J 

, 

No!!-Domes!!c 
(Inches) Item Code 

MJ CAP - SOLID 
3 !VUCO-3F 
4 /vUC04F 

6 MJC06F 

8 MJC08F 

10 /vue I OF 
12 r'vUC12F 

14 r'v',JC14F 

16 ,vue: 6i 

18 ,"v'\JC18F 

20 MJC20F 

24 MJC24F 

MJ CAP - TAPPED (2"' TAP ONLY) 
3 IvUc:cnTF 

4 MJC04TF 

6 MJC06TF 

8 /VUC08TF 

10 MJCIOTF 

12 /vue 12TF 

14 ,'v'\JC14TF 

16 MJC16TF 

18 ~/\JCI8TF 

20 MJC20TF 

2~ MJC:2-1TF 

Domes!!c 
Item Code 

!vUC03FD 
MJCQ4FD 

MJC06FO 

/vUC08FO 

/vUC1OFD 

MJC12fD 

r'v'lJC14FD 

Iv'\JC1&rD 
,'i,JC18FD 

MJC20FD 

IvUC24FD 

/vUc:mTFIl 

MJC04TFD 

MJC06TFD 

/vUCOBTFD 

/vUC1OTFD 

/vUCI2TFD 
,'jdC14TFD 

.V.JC16TFD 

( .. Ue18TFD 

MJC20TFD 

.h.A.J C 2 ~ TF D 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

55.00 
4700 

80.00 

125.00 

185.00 
23:).00 

383.00 

515.00 

690.00 

828.00 

,188.00 

9.'1DO 

87.00 

120.00 

165.00 

225.00 

275.00 

463.00 

5'15.00 

770,00 

908.00 

1,288.00 

We!g!!t~ 
(Lbs) 

8 
12 

15 

25 
35 
45 

85 

93 
122 
152 

2D2 

R 

12 
15 

25 
35 

45 
72 
'18 

122 

143 

:202 

Cr!:!!e 
Quantity 

150 

80 

54 

54 
24 
24 
16 

16 

4 

4 

4 

80 
54 

54 
24 

24 
16 

16 

4 

4 

I The standard tap size is 2" ~WT, For other sizes, please co~+act Stare Pipe Dcod..,cL. Taps othe, than 2" ~~PT Ole 
! spRriol order.- non-ronr:ellohIR & nOn-rfIflindohlR 

MJ REDUCER 
4x3 /VUR0403F 

L " 
6x3 MJR0603F 

III r-rnl 6x4 /VUR0604F 

III I -1.111 8x4 /VUR0804F 

F 11 8x6 MJR0806F 

!ox4 MJ~!lJlJ4f-

10x6 HJR1OO6f 

10x8 IVUPl D08F 

12x4 I\MP1204F 

l?xA I\i\ IRI ?OAF 

l?xB /VURI ?OBF 

12xlO /VURI21OF 

14x6 MJR1406F 

14x8 /VUR1408F 

14x10 ,VUR1410j 

14x12 ,'v'UP1412F 

16x6 MJR1606F 

16x8 ~/\JRI608F 

16;;10 ~/UR161 OF 

16x12 MJP1612F 

16x14 HJRI614F 

18x8 /VUR1808F 

'Weight, exclude accessories 

MJR0403FD 

MJR0603FD 

MJR0604FD 

MJR0804FD 

MJR0806FD 

.~.A.JP!OlJ4f-U 

!vUR1006FD 

!vUR1008FD 

!vL!P1204FD 

Ivl IPI ?OMn 

M.IR1?OBFn 

MJR1210FD 

MJRJ406FD 

MJRI408FD 

IvUR1410iD 

,'"UR1412FD 

MJR1606FD 

/ .. UR1608FD 

MJRlblOFD 

.hAJR1612FD 

MJR1614FD 

MJR1808FD 

Page 89 
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95.00 18 
130.00 26 

115.00 24 
180.00 32 
190.00 36 
2!0.00 46 

210.00 ~8 

230.00 50 

265_00 58 

?RO 00 m 
?R5.00 6? 

300.00 64 
578.00 104 

S78.00 104 
525.00 100 

525.00 97 

761.00 132 

735.00 136 

709.00 128 

683.00 161 

866,00 140 

932.00 190 

HCUS ~,II CORPORATE 110 __ -pee 

40 
18 

18 
18 
18 
!2 

18 

8 

4 

8 

8 

s 
4 

4 

4 

4 

ivicVvane-Ol8211 



CX 2359-090

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

18xlO 

18x12 

18x14 

18x16 

20x13 

20xl0 

20x12 
20'>.'1<1. 

21}x16 
?[]xlR 

24x12 

24x14 

24xl6 
24x18 

24x20 

30xl6 

30x18 

30x20 

No!!-Domes!!c 
Item Code 

MJRI810F 

IvUR1812F 

/VUR1814F 

MJR1816F 

IvUk:2UOtH

lVuR2010F 

MJR2012F 
i\/ljR201.:J.F 

ivUR2Dl ClF 
IvLlR?[]l RF 

MJR2412F 

MJR2414F 

IvUR2416F 

/VUR2418F 

MJR2420F 

IvUR3016F 

IvUR3018F 

MJR3020F 

Domes!!c 
Item Code 

MJR1810FD 

IvUR1812FD 

IvUR1814FD 

MJR1816FD 

IvUI\20QI3H) 

IvuR20iOFD 

MJR2012FO 
IIIIjR2012iFD 

!v\.iR2Di!:>FD 
JvUR?Ol RFIJ 

MJR2412FD 

MJR2414FD 

MJR2416FD 

IvUR2418FD 

MJR2420FD 

IvUR3016FD 

IvUR3018FD 

IvUR302DFD 

AlJ SMALL END BELL (SEB) REDUCER 

6,,3 

8,4 

8x6 

lOx4 

lOx6 

lOx8 

lL'x4 

lL'x6 

12x8 

1 Ax.6 

14x8 

14xlO 

14x12 

16x6 

16x8 

16xl0 

16x12 

16x14 

18x8 

18xlO 

18x12 
18xlLl 

18;:16 

20xl0 

20x12 

20x14 

20x16 

24x12 

24x14 

'Weight, exclude accessories 

r'vURS0403F 

r'vURS0603F 

rVURS0004i 

MJRS0804F 

IvURS0806F 

IvURSlO04F 

MJRSlO06F 

MJRS 1 008F 

IvUkS l'l.04r 

IvUI<S l'l.U6r 

MJRS 1208F 

!vURS1406F 

IvLlRS140RF 

MJRS 1410F 

IvURS 1412F 

IvURS1606F 

IvURS1608F 

MJRS1610F 

IvURS 1612F 

r/URS1614F 

MJRS1808F 

MJRS1810F 

!vURS1812F 

!VURS1814F 

I\MPS1816F 

MJRS2010F 

IvURS20l2F 

IvURS2014F 

MJRS2016F 

r'vURS2018F 

rVURS2412r 

,'v'URS2414F 

MJRS0403FD 

MJRS0603FD 
,'v'dRSOo04iD 

MJRS0804FD 

MJRS0806FD 

/vIJRS1004FD 

MJRS1006FD 

MJRS1008FD 

MJRS l'l.04t-1) 

MJRS I LU6t-1) 

MJRS1208FD 

ivURS 121 ()FD 

IvURS1406FD 

M.JRS140RFIJ 

MJRS1410FD 

/vIJRSI412FD 

MJRSl606FD 

MJRS1608FD 

MJRS1610FD 

/vIJRS 1612FD 

ivIJRS1614FD 

ivIJRS1808FD 

MJRS1810FD 

ivIJRS1812FD 

!vURS1814FD 

MJRS1816FD 

MJRS2010FD 

/vURS20 12FD 

MJRS2014FD 

MJRS2016FD 

MJRS2018FD 

Iv\JRS2412rD 

,V,JRS2414FD 

Page 90 
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Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

1,064.00 

1.035.00 

1,052.00 

1,098.00 

1,:31 1.00 

1,236.00 

1,156.00 

1,150DO 

1.064 i)J 

1 lR5DO 

1.842.00 

1,890.00 

1,914.00 

1,800.00 

1,848.00 

3,981.00 

4,138.00 

3,913.00 

95.00 

13,'}.00 

130.00 

170.00 

175.00 

220.00 

230.00 

245.00 

310.00 

3L~.UU 

305.00 

56200 

.'iO/_GO 

494.00 

494.00 

730,00 

704.00 

693.00 

651.00 

662.00 

975.00 

995.00 

997.00 

1,006.00 

1,035.00 

1,323.00 

1,070.00 

1,139.00 

1,156.00 

1,2oS.00 

I,U'--'V.VV 

I,IJV.VV 

We!g!!!~ 
(Lbs) 

196 

185 

197 

196 

'1.'1./ 

225 

210 

208 

238 
750 

327 

315 

324 

328 

334 

475 

495 

525 

i5 
23 

27 
35 

37 
46 

46 

50 

ob 
6U 

62 

107 

107 

107 

101 

131 

128 

24 

128 

139 

180 

180 

170 
181 

180 

210 

208 

198 

215 

220 

300 

325 

Cr!:!!e 
Quantity 

2 

2 

2 

2 

25 

16 
16 

9 

9 
9 
9 

9 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8212 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

18xlO 

18x12 

18x14 

18x16 

20x13 

20xl0 

20x12 
20'>.'1<1. 

21}x16 
?[]xlR 

24x12 

24x14 

24xl6 
24x18 

24x20 

30xl6 

30x18 

30x20 

No!!-Domes!!c 
Item Code 

MJRI810F 

IvUR1812F 

/VUR1814F 

MJR1816F 

IvUk:2UOtH

lVuR2010F 

MJR2012F 
i\/ljR201.:J.F 

ivUR2Dl ClF 
IvLlR?[]l RF 

MJR2412F 

MJR2414F 

IvUR2416F 

/VUR2418F 

MJR2420F 

IvUR3016F 

IvUR3018F 

MJR3020F 

Domes!!c 
Item Code 

MJR1810FD 

IvUR1812FD 

IvUR1814FD 

MJR1816FD 

IvUI\20QI3H) 

IvuR20iOFD 

MJR2012FO 
IIIIjR2012iFD 

!v\.iR2Di!:>FD 
JvUR?Ol RFIJ 

MJR2412FD 

MJR2414FD 

MJR2416FD 

IvUR2418FD 

MJR2420FD 

IvUR3016FD 

IvUR3018FD 

IvUR302DFD 

AlJ SMALL END BELL (SEB) REDUCER 

6,,3 

8,4 

8x6 

lOx4 

lOx6 

lOx8 

lL'x4 

lL'x6 

12x8 

1 Ax.6 

14x8 

14xlO 

14x12 

16x6 

16x8 

16xl0 

16x12 

16x14 

18x8 

18xlO 

18x12 
18xlLl 

18;:16 

20xl0 

20x12 

20x14 

20x16 

24x12 

24x14 

'Weight, exclude accessories 

r'vURS0403F 

r'vURS0603F 

rVURS0004i 

MJRS0804F 

IvURS0806F 

IvURSlO04F 

MJRSlO06F 

MJRS 1 008F 

IvUkS l'l.04r 

IvUI<S l'l.U6r 

MJRS 1208F 

!vURS1406F 

IvLlRS140RF 

MJRS 1410F 

IvURS 1412F 

IvURS1606F 

IvURS1608F 

MJRS1610F 

IvURS 1612F 

r/URS1614F 

MJRS1808F 

MJRS1810F 

!vURS1812F 

!VURS1814F 

I\MPS1816F 

MJRS2010F 

IvURS20l2F 

IvURS2014F 

MJRS2016F 

r'vURS2018F 

rVURS2412r 

,'v'URS2414F 

MJRS0403FD 

MJRS0603FD 
,'v'dRSOo04iD 

MJRS0804FD 

MJRS0806FD 

/vIJRS1004FD 

MJRS1006FD 

MJRS1008FD 

MJRS l'l.04t-1) 

MJRS I LU6t-1) 

MJRS1208FD 

ivURS 121 ()FD 

IvURS1406FD 

M.JRS140RFIJ 

MJRS1410FD 

/vIJRSI412FD 

MJRSl606FD 

MJRS1608FD 

MJRS1610FD 

/vIJRS 1612FD 

ivIJRS1614FD 

ivIJRS1808FD 

MJRS1810FD 

ivIJRS1812FD 

!vURS1814FD 

MJRS1816FD 

MJRS2010FD 

/vURS20 12FD 

MJRS2014FD 

MJRS2016FD 

MJRS2018FD 

Iv\JRS2412rD 

,V,JRS2414FD 
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Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

1,064.00 

1.035.00 

1,052.00 

1,098.00 

1,:31 1.00 

1,236.00 

1,156.00 

1,150DO 

1.064 i)J 

1 lR5DO 

1.842.00 

1,890.00 

1,914.00 

1,800.00 

1,848.00 

3,981.00 

4,138.00 

3,913.00 

95.00 

13,'}.00 

130.00 

170.00 

175.00 

220.00 

230.00 

245.00 

310.00 

3L~.UU 

305.00 

56200 

.'iO/_GO 

494.00 

494.00 

730,00 

704.00 

693.00 

651.00 

662.00 

975.00 

995.00 

997.00 

1,006.00 

1,035.00 

1,323.00 

1,070.00 

1,139.00 

1,156.00 

1,2oS.00 

I,U'--'V.VV 

I,IJV.VV 

We!g!!!~ 
(Lbs) 

196 

185 

197 

196 

'1.'1./ 

225 

210 

208 

238 
750 

327 

315 

324 

328 

334 

475 

495 

525 

i5 
23 

27 
35 

37 
46 

46 

50 

ob 
6U 

62 

107 

107 

107 

101 

131 

128 

24 

128 

139 

180 

180 

170 
181 

180 

210 

208 

198 

215 

220 

300 

325 

Cr!:!!e 
Quantity 

2 

2 

2 

2 

25 

16 
16 

9 

9 
9 
9 

9 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

4 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8212 



CX 2359-091

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

24xl6 

24x18 

24x20 

No!!-Domes!!c 
Item Code 

MJRS2416F 
IvURS2418F 

/VURS2420F 

Domes!!c 
Item Code 

MJRS2416FD 
IvURS2418FD 

IvURS2420FD 

Mi LARGE END BEll (LEBj REDUCER 
4x3 

6x3 

8;.;4 

BxG 
10;..:4 

lOx6 

lOx8 

12x4 

12x6 

12x8 

12xlO 

14X6 

14x8 

14xl0 

i4x12 

16xO 

16x10 

16xl2 

16x14 

18x8 

18xlO 

IdxlL' 

Idxl4 

18x16 

20x12 
?[]x14 

20x16 

24xl2 

24x14 

24x16 

MJRL0403F 

/VURL0603F 

r'vURL0604F 

,VURLOIJ06i 

,"v'URL 1 004F 
MJRL1006f 

MJRL1008F 

IvU R L I 204F 

/VURL 1206F 

MJRL 1208F 

MJRL1210F 

iviJRL 1406f 

ivURL 1408F 

ivURL1410F 

r'vURL 14 i 2F 

r'vURL 1606f 
,VURL 1600i 

MJRLI610F 

!vURLl612F 

!vURLl614F 

MJRLI808F 

MJRLI810F 

!vUkL I b 121-

IVUkLltll41-

MJRL 181 6F 

!vURL2012F 

IVLlRI?CJl 4F 

MJRL20l 6F 

!vURL2412F 

!vURL2414F 

!vURl2416F 

PE X PE REDUCER 

4x3 

6x3 

6x4 

Bx4 

8x6 

TOx8 

12x4 

12x6 

12x8 

12xlO 

14xl2 

16x6 

'Weight, exclude accessories 

MJt<1-'04031-

NIJRP0603F 

iviJRP0604F 

ivURPOB04F 

ivURP0806F 

r'vURP1006F 

MJRP1008F 

MJRPI204F 

!vURPI206F 

ivURP1208F 

MJRPl210F 

MJRPI412F 

ivUkl-' 16061-

/vIJRL0403FD 

/vIJRL0603FD 

MJRL0604FD 

r'v'lJRL0804FD 

MJRL0306iD 

,',URL1004FD 

MJRL1006FD 

IvURL 1 008FD 

/vURLI204FD 

MJRL1206FD 

MJRLl208FD 

/vIJRL1210FD 

ivURLi406FD 

MJRL1408FD 

ivURL 141 OFD 

iv\JRLi412FD 

iv\JRL1606FD 

,'v'dRL 100GiD 

MJRL1610FD 

iv\JRLI612FD 

/vURL1614FD 

MJRL1808FD 

MJRL1810FD 

MJRLltlI21-l) 

MJkLltl!41-l) 

MJRL1816FD 

ivURL20 j OFD 

IvURL2012FD 
M.IRI ?0l4F1l 

MJRL2016FD 

/vIJRL2412FD 

iv\JRL2414FD 

MJRL2416FD 

MJkl-'04031-U 

MJRP0603FD 

MJRP0604FD 

ivURPOB04FD 

ivURPOB06FD 

MJRP1006FD 

MJRP1008FD 

MJRP1204FD 

iv\JRPI206FD 

IvIJRPI208FD 

MJRPI2lOFD 

/vIJRPI412FD 

IvIJI-WI606rl) 

Page 91 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

1,674.00 

1.860.00 

1,620.00 

95.00 

130.00 

1::;0.00 

170.00 

135,00 

230.00 

230.00 

250.00 

375,00 

300.00 

310.00 

320.00 

588,00 

567.00 

525.00 

767,00 

830.00 

030.00 

793.00 

882,00 

935.00 

1,121.00 

1,064.00 

1,006.00 

I,U'1J.UU 

1,093.00 

1.21300 

I 179DO 

1,202.00 

1,794.00 

1,890.00 

1,782.00 

89.00 

iiS.OO 

125.00 

165.00 

175.00 

22::i.OO 

250.00 

295.00 

300,00 

300.00 

325.00 

483.00 

6Ye,OO 

We!g!!!~ 
(Lbs) 

319 
310 
305 

18 
19 
24 

36 
46 

48 

50 

58 
60 

62 
64 

i i2 
108 

92 

96 
144 

136 

116 

116 
135 
195 
185 
Id3 

LUU 

192 

2iO 

210 

?Os 
238 

300 

322 
340 

i8 

20 

25 

33 

36 

49 

50 

60 

58 
60 

59 

100 
128 

HCUS ~,II CORPORATE 110 __ -pee 

Cr!:!!e 
Quantity 

25 

16 

18 

9 

9 

4 

4 

4 

4 

4 

25 

16 

9 

4 

4 

ivicVvane-Ol8213 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

24xl6 

24x18 

24x20 

No!!-Domes!!c 
Item Code 

MJRS2416F 
IvURS2418F 

/VURS2420F 

Domes!!c 
Item Code 

MJRS2416FD 
IvURS2418FD 

IvURS2420FD 

Mi LARGE END BEll (LEBj REDUCER 
4x3 

6x3 

8;.;4 

BxG 
10;..:4 

lOx6 

lOx8 

12x4 

12x6 

12x8 

12xlO 

14X6 

14x8 

14xl0 

i4x12 

16xO 

16x10 

16xl2 

16x14 

18x8 

18xlO 

IdxlL' 

Idxl4 

18x16 

20x12 
?[]x14 

20x16 

24xl2 

24x14 

24x16 

MJRL0403F 

/VURL0603F 

r'vURL0604F 

,VURLOIJ06i 

,"v'URL 1 004F 
MJRL1006f 

MJRL1008F 

IvU R L I 204F 

/VURL 1206F 

MJRL 1208F 

MJRL1210F 

iviJRL 1406f 

ivURL 1408F 

ivURL1410F 

r'vURL 14 i 2F 

r'vURL 1606f 
,VURL 1600i 

MJRLI610F 

!vURLl612F 

!vURLl614F 

MJRLI808F 

MJRLI810F 

!vUkL I b 121-

IVUkLltll41-

MJRL 181 6F 

!vURL2012F 

IVLlRI?CJl 4F 

MJRL20l 6F 

!vURL2412F 

!vURL2414F 

!vURl2416F 

PE X PE REDUCER 

4x3 

6x3 

6x4 

Bx4 

8x6 

TOx8 

12x4 

12x6 

12x8 

12xlO 

14xl2 

16x6 

'Weight, exclude accessories 

MJt<1-'04031-

NIJRP0603F 

iviJRP0604F 

ivURPOB04F 

ivURP0806F 

r'vURP1006F 

MJRP1008F 

MJRPI204F 

!vURPI206F 

ivURP1208F 

MJRPl210F 

MJRPI412F 

ivUkl-' 16061-

/vIJRL0403FD 

/vIJRL0603FD 

MJRL0604FD 

r'v'lJRL0804FD 

MJRL0306iD 

,',URL1004FD 

MJRL1006FD 

IvURL 1 008FD 

/vURLI204FD 

MJRL1206FD 

MJRLl208FD 

/vIJRL1210FD 

ivURLi406FD 

MJRL1408FD 

ivURL 141 OFD 

iv\JRLi412FD 

iv\JRL1606FD 

,'v'dRL 100GiD 

MJRL1610FD 

iv\JRLI612FD 

/vURL1614FD 

MJRL1808FD 

MJRL1810FD 

MJRLltlI21-l) 

MJkLltl!41-l) 

MJRL1816FD 

ivURL20 j OFD 

IvURL2012FD 
M.IRI ?0l4F1l 

MJRL2016FD 

/vIJRL2412FD 

iv\JRL2414FD 

MJRL2416FD 

MJkl-'04031-U 

MJRP0603FD 

MJRP0604FD 

ivURPOB04FD 

ivURPOB06FD 

MJRP1006FD 

MJRP1008FD 

MJRP1204FD 

iv\JRPI206FD 

IvIJRPI208FD 

MJRPI2lOFD 

/vIJRPI412FD 

IvIJI-WI606rl) 

Page 91 

Confidential 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

1,674.00 

1.860.00 

1,620.00 

95.00 

130.00 

1::;0.00 

170.00 

135,00 

230.00 

230.00 

250.00 

375,00 

300.00 

310.00 

320.00 

588,00 

567.00 

525.00 

767,00 

830.00 

030.00 

793.00 

882,00 

935.00 

1,121.00 

1,064.00 

1,006.00 

I,U'1J.UU 

1,093.00 

1.21300 

I 179DO 

1,202.00 

1,794.00 

1,890.00 

1,782.00 

89.00 

iiS.OO 

125.00 

165.00 

175.00 

22::i.OO 

250.00 

295.00 

300,00 

300.00 

325.00 

483.00 

6Ye,OO 

We!g!!!~ 
(Lbs) 

319 
310 
305 

18 
19 
24 

36 
46 

48 

50 

58 
60 

62 
64 

i i2 
108 

92 

96 
144 

136 

116 

116 
135 
195 
185 
Id3 

LUU 

192 

2iO 

210 

?Os 
238 

300 

322 
340 

i8 

20 

25 

33 

36 

49 

50 

60 

58 
60 

59 

100 
128 

HCUS ~,II CORPORATE 110 __ -pee 

Cr!:!!e 
Quantity 

25 

16 

18 

9 

9 

4 

4 

4 

4 

4 

25 

16 

9 

4 

4 

ivicVvane-Ol8213 



CX 2359-092

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr C153 DI Fusion Bonded Epoxy Coaled MJ MJ COMPACT EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domestic Domestic le~s ft.ccessory Weig!!t~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

16x8 MJRP1608F MJRP1608FD 698.00 136 
16xl0 IvURPl610F IvURPI610FD 677.00 128 
16x12 IvURP1612F IvURP1612FD 662.00 113 
16x14 MJRP1614F MJRP1614FD 698.00 133 

MJ CROSS 
3x3 IvUX0303F /vUX0303FD 182.00 40 

;:;===;::; 
4A3 r'vUX0403F MJX0403FD 2::;7.00 49 • ~ J 

,~ -, 4;.;4 r'v',JX0404F ,'v'lJX0404FD 299.00 59 IIII IIII 
~ 

6x4 ,VUX0604i MJX0604iD 245.00 70 

-~ - 6x6 ,"v'UX0606F ,',UX0606FD 410.00 89 
8x4 MJX0804F MJX0804FD 495.00 97 

8x6 MJXOB06F IvUX0806FD 360.00 lD3 

8x8 IvUX0808F /vUX0808FD 405.00 132 
IOx4 MJXIOO4F MJXI004FD 490.00 120 4 

IOx6 MJXlO06F MJXlOO6FD 460.00 125 4 

IOx8 MJXIOO8F /vIJXI008FD 570.00 130 4 
IOxlO IvUX10lOF iv\JXlOlOFD 605.00 2i2 4 

12x4 lviJX1204F MJX1204FD 500.00 123 4 

12A6 ivUX1206F ivUX1206FD 570.00 159 2 

12x8 iv'dX1208F MJX1208FD 660.00 i 65 2 

12X1D iv'dX1210F MJX1210FD 1.040.00 187 4 

12x12 !v'dXI212i ,'v',JX1212iD , ,v"tv.vv 200 2 

14x6 MJXI406F MJX1406FD 1,092.00 210 

14x8 IvUX1408F MJX1408FD 1,313.00 231 
14xl0 MJX1410F /v\JXI410FD 1,339.00 255 
14xl2 MJXI412F MJXI412FD IA12.00 269 
14xl4 MJXI414F MJXI414FD 1,570.00 344 
16x6 MJX 16061- MJXI6061-LJ 1,313.00 LOO 

16xtl MJX 16UI::H- MJX 16U($rLJ 1,0 I I.UU 164 

16xl0 MJX1610F MJX1610FD 1,811.00 286 

16>.'12 IvU\"1612F iv\Jx:1612FD 2,08L1..DO .310 

16xl6 hAJXI616F Iv\.lX1616FD 3.03500 .410 

?4x?4 hA.JX?4?4F M.JX?4?4FIJ .5 418.00 lO::lR 

EPOXY COATED DUCTILE IRON MJ GLAND - COMPACT 

3 MJG03F /vIJG03FD 17.00 4 
4 /VUG04F /vUG04FD 17.00 5 256 
6 IvUG06F MJG06FD 19.00 156 
8 MJG08F MJG08FD 25.00 117 
10 MJG10F MJG10FD 34.00 10 52 

i2 NIJGi2F MJGi2FD 40.00 i2 52 

14 IvUG 14F MJGi4FD iOO.OO 23 48 

16 ivUG16F ivUG16FD 114.00 28 10 

18 ivUGi8F ivUG i 8FD 263.00 30 10 

20 r'vUG20F MJG20FD 271.00 43 10 

24 MJG24F MJG24FD 283.00 50 10 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110_. -pee 

Page 92 

Confidential ivicVvane-Ol8214 

PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr C153 DI Fusion Bonded Epoxy Coaled MJ MJ COMPACT EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domestic Domestic le~s ft.ccessory Weig!!t~ Cr!:!!e urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) Quantity 

16x8 MJRP1608F MJRP1608FD 698.00 136 
16xl0 IvURPl610F IvURPI610FD 677.00 128 
16x12 IvURP1612F IvURP1612FD 662.00 113 
16x14 MJRP1614F MJRP1614FD 698.00 133 

MJ CROSS 
3x3 IvUX0303F /vUX0303FD 182.00 40 

;:;===;::; 
4A3 r'vUX0403F MJX0403FD 2::;7.00 49 • ~ J 

,~ -, 4;.;4 r'v',JX0404F ,'v'lJX0404FD 299.00 59 IIII IIII 
~ 

6x4 ,VUX0604i MJX0604iD 245.00 70 

-~ - 6x6 ,"v'UX0606F ,',UX0606FD 410.00 89 
8x4 MJX0804F MJX0804FD 495.00 97 

8x6 MJXOB06F IvUX0806FD 360.00 lD3 

8x8 IvUX0808F /vUX0808FD 405.00 132 
IOx4 MJXIOO4F MJXI004FD 490.00 120 4 

IOx6 MJXlO06F MJXlOO6FD 460.00 125 4 

IOx8 MJXIOO8F /vIJXI008FD 570.00 130 4 
IOxlO IvUX10lOF iv\JXlOlOFD 605.00 2i2 4 

12x4 lviJX1204F MJX1204FD 500.00 123 4 

12A6 ivUX1206F ivUX1206FD 570.00 159 2 

12x8 iv'dX1208F MJX1208FD 660.00 i 65 2 

12X1D iv'dX1210F MJX1210FD 1.040.00 187 4 

12x12 !v'dXI212i ,'v',JX1212iD , ,v"tv.vv 200 2 

14x6 MJXI406F MJX1406FD 1,092.00 210 

14x8 IvUX1408F MJX1408FD 1,313.00 231 
14xl0 MJX1410F /v\JXI410FD 1,339.00 255 
14xl2 MJXI412F MJXI412FD IA12.00 269 
14xl4 MJXI414F MJXI414FD 1,570.00 344 
16x6 MJX 16061- MJXI6061-LJ 1,313.00 LOO 

16xtl MJX 16UI::H- MJX 16U($rLJ 1,0 I I.UU 164 

16xl0 MJX1610F MJX1610FD 1,811.00 286 

16>.'12 IvU\"1612F iv\Jx:1612FD 2,08L1..DO .310 

16xl6 hAJXI616F Iv\.lX1616FD 3.03500 .410 

?4x?4 hA.JX?4?4F M.JX?4?4FIJ .5 418.00 lO::lR 

EPOXY COATED DUCTILE IRON MJ GLAND - COMPACT 

3 MJG03F /vIJG03FD 17.00 4 
4 /VUG04F /vUG04FD 17.00 5 256 
6 IvUG06F MJG06FD 19.00 156 
8 MJG08F MJG08FD 25.00 117 
10 MJG10F MJG10FD 34.00 10 52 

i2 NIJGi2F MJGi2FD 40.00 i2 52 

14 IvUG 14F MJGi4FD iOO.OO 23 48 

16 ivUG16F ivUG16FD 114.00 28 10 

18 ivUGi8F ivUG i 8FD 263.00 30 10 

20 r'vUG20F MJG20FD 271.00 43 10 

24 MJG24F MJG24FD 283.00 50 10 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110_. -pee 

Page 92 

Confidential ivicVvane-Ol8214 



CX 2359-093

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

No!!-Domes!!c 
Item Code 

Domes!!c 
Item Code 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

We!g!!t~ 
(Lbs) 

Cr!:!!e 
Quantity 

EPOXY COATED GLAND PACK" - COMPACT MJ GLAND. MJ GASKET & T-HEAD BOLTS & NUTS 
, ~MGPOA~ ivUGP04FD 35.00 8 

6 !VUGP06F !vUGP06FD 44.00 12 

8 !vUGP08F MJGP08FD 5200 15 

10 MJGP10F MJGP10FD 66.00 20 

12 MJGP12F /vUGP12FD 74.00 25 

14 /VUGP14F /vUGP14FD 149.00 35 

16 r'vUGP16F MJGP16fD 170.00 42 

18 ,'v'dGP18F r'v'lJGP18fD 314.00 45 

20 !v',JGi'20i MJGf'20rD 329.00 60 
24 !'i,JCP24f ,'i,JCP24FD 452.00 70 

-Gland is FBE with standard accessories 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 93 

Confidential ivicVvane-Ol8215 

PUBLIC

@r!!! 
mr C153 DI Fusion Bonded Epoxy Coaled MJ 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

No!!-Domes!!c 
Item Code 

Domes!!c 
Item Code 

Price List 
MJ COMPACT EPOXY COATED 

le~s ft.ccessory 
Lis! Price 

We!g!!t~ 
(Lbs) 

Cr!:!!e 
Quantity 

EPOXY COATED GLAND PACK" - COMPACT MJ GLAND. MJ GASKET & T-HEAD BOLTS & NUTS 
, ~MGPOA~ ivUGP04FD 35.00 8 

6 !VUGP06F !vUGP06FD 44.00 12 

8 !vUGP08F MJGP08FD 5200 15 

10 MJGP10F MJGP10FD 66.00 20 

12 MJGP12F /vUGP12FD 74.00 25 

14 /VUGP14F /vUGP14FD 149.00 35 

16 r'vUGP16F MJGP16fD 170.00 42 

18 ,'v'dGP18F r'v'lJGP18fD 314.00 45 

20 !v',JGi'20i MJGf'20rD 329.00 60 
24 !'i,JCP24f ,'i,JCP24FD 452.00 70 

-Gland is FBE with standard accessories 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 93 

Confidential ivicVvane-Ol8215 



CX 2359-094

t~OTES: 

'Weight, exclude accessories 

Page 94 

Confidential ivicVvane-Ol8216 

PUBLIC

t~OTES: 

'Weight, exclude accessories 

Page 94 

Confidential ivicVvane-Ol8216 



CX 2359-095

FUSIO~~ BO~~DED EPOXY 

Rmi Cll0 Di FLANGED FiTTiNGS 
'H I ANSiiAWWA ClliiiAi1.1ii 

versIon: i ipi na n? 
'-". .... • '" V' • '" .-
EFFECTiVE: iVIAY 12, 2009 

(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8217 

PUBLIC

FUSIO~~ BO~~DED EPOXY 

Rmi Cll0 Di FLANGED FiTTiNGS 
'H I ANSiiAWWA ClliiiAi1.1ii 

versIon: i ipi na n? 
'-". .... • '" V' • '" .-
EFFECTiVE: iVIAY 12, 2009 

(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8217 



CX 2359-096

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ Size No!!-Domes!!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

90° (1/4) BEND FLANGED 
C 2 1=8090021= i=BD9002FD r-----. 3 F809003F F8D900-3FD r , 
~ \ 4 F8D9004F FBD9004FD 
" 

, • "..J L" 6 F809006F FBD9006FD 

8 F609008F FBD9008FD 

10 F609010F FB09010FD 

12 F609012F FBD9012FD 

14 FBD9014F FBD9014FD 

16 i3D9016f r3D901~iD 

18 FBD?018F FBD?018FD 

20 F809020F FBD9020FD 

24 FBD9024F FBD9024FD 

30 F609030F FBD9030FD 

45° (1/8) BEND FLANGED 

'" 2 F604502F FBD4502FD 
" L' "\ 3 F604503F FBD4503FD 

"'I \ 4 F604504F FBD4504FD 
..... ... 6 F804506F FBD4506FD 

8 F604508F FBD4508FD 

10 F804510F FBD4510FD 

12 F8D4512F F8D4512FD 

14 FBD4514F FBD4514FD 

16 F604516F FBD4516FD 

18 FBD~518F FBD~518FD 

20 F6D4520F i=BD4520FD 

24 F604524F FBD4524FD 

30 FBD4530F FBD4530FD 

221/20 (1/16) BEND FLANGED 
~ 

...c\ 3 FBD2203F FBD2203FD .-, \ 4 FBD2204F FBD2204FD 

nI I., 6 FBD2206F FBD2206FD 

8 FBD2208F FBD2208FD 

!0 !-bLJL2!0!- !-bLJL2! U!-LJ 

12 FBD2212F FBD2212FD 

" FBD221 AF F8D221 AFO 

16 FB02216F FBD2216FD 

18 FRn??l RF FRn??l RFn 

?O FRn???OF FFm???OFn 

24 FB02224F FBD2224FD 

30 FBD2230F FBD2230FD 

.. .. lAO r1 I., .... ' .. ., .. , .... "" A ... ,..., .... .. '/~ \I/~£J DJ:I,.U .-LJ"\,,.UJ:U 

...--r 3 FBDl103F FBDl103FD 

I I 4 !-bLJ I I U4!- !-bUIIU4!-l) 

"'" .." 6 FBDl106F FBDi lO6FD 

8 FBD l108F FBD i 108FD 

i C) FBDiliOF FBDI i iOFD 

1 ? FRill 1 1 ?F FRnlll ?Fn 

14 FBOll14F FBDII14FD 

'Weight, exclude accessories 

Page 104 

Confidential 

FLANGED 
les~ Acce~sory 

List Price 

116.00 

160.00 

23700 

353.00 

579,00 

904.00 

1,1::;7.00 

I,..JOO.UU 

1,7VV.UU 

~ i~,,..,,, 

L,VL"+.VV 

Cl 07' "" v,u '.vv 

5,918.00 

8J22.o0 

116.00 

120.00 

211,00 

305.00 

475,00 

745.00 

975.00 

1,207,00 

1,534.00 

1,869.00 

2,748.00 

4,276,00 

7,000.00 

110.00 

209.00 

294.00 

466.00 

!! Y.!JU 

1 ,01~.oO 

1,182.0D 

1 ,583_00 

1 9% nn 
? .. '10I.o0 

4,160.00 

7,094.00 

110.00 

LU7'.UU 

303.00 

471,00 

67500 
1 0?5_00 

1.221.00 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

14 

25 
A'S 

65 

105 

165 

23::; 

290 

370 

450 

580 

9DO 

1430 

12 

20 

40 

55 

90 

130 

195 

220 

280 

325 

A30 

630 

1120 

20 

40 

55 

90 

!30 

195 

220 

280 

.1?'1 

4:30 

630 

1120 

20 

4U 

55 

90 

1.3-5 
195 

220 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8218 

PUBLIC

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ Size No!!-Domes!!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

90° (1/4) BEND FLANGED 
C 2 1=8090021= i=BD9002FD r-----. 3 F809003F F8D900-3FD r , 
~ \ 4 F8D9004F FBD9004FD 
" 

, • "..J L" 6 F809006F FBD9006FD 

8 F609008F FBD9008FD 

10 F609010F FB09010FD 

12 F609012F FBD9012FD 

14 FBD9014F FBD9014FD 

16 i3D9016f r3D901~iD 

18 FBD?018F FBD?018FD 

20 F809020F FBD9020FD 

24 FBD9024F FBD9024FD 

30 F609030F FBD9030FD 

45° (1/8) BEND FLANGED 

'" 2 F604502F FBD4502FD 
" L' "\ 3 F604503F FBD4503FD 

"'I \ 4 F604504F FBD4504FD 
..... ... 6 F804506F FBD4506FD 

8 F604508F FBD4508FD 

10 F804510F FBD4510FD 

12 F8D4512F F8D4512FD 

14 FBD4514F FBD4514FD 

16 F604516F FBD4516FD 

18 FBD~518F FBD~518FD 

20 F6D4520F i=BD4520FD 

24 F604524F FBD4524FD 

30 FBD4530F FBD4530FD 

221/20 (1/16) BEND FLANGED 
~ 

...c\ 3 FBD2203F FBD2203FD .-, \ 4 FBD2204F FBD2204FD 

nI I., 6 FBD2206F FBD2206FD 

8 FBD2208F FBD2208FD 

!0 !-bLJL2!0!- !-bLJL2! U!-LJ 

12 FBD2212F FBD2212FD 

" FBD221 AF F8D221 AFO 

16 FB02216F FBD2216FD 

18 FRn??l RF FRn??l RFn 

?O FRn???OF FFm???OFn 

24 FB02224F FBD2224FD 

30 FBD2230F FBD2230FD 

.. .. lAO r1 I., .... ' .. ., .. , .... "" A ... ,..., .... .. '/~ \I/~£J DJ:I,.U .-LJ"\,,.UJ:U 

...--r 3 FBDl103F FBDl103FD 

I I 4 !-bLJ I I U4!- !-bUIIU4!-l) 

"'" .." 6 FBDl106F FBDi lO6FD 

8 FBD l108F FBD i 108FD 

i C) FBDiliOF FBDI i iOFD 

1 ? FRill 1 1 ?F FRnlll ?Fn 

14 FBOll14F FBDII14FD 

'Weight, exclude accessories 

Page 104 

Confidential 

FLANGED 
les~ Acce~sory 

List Price 

116.00 

160.00 

23700 

353.00 

579,00 

904.00 

1,1::;7.00 

I,..JOO.UU 

1,7VV.UU 

~ i~,,..,,, 

L,VL"+.VV 

Cl 07' "" v,u '.vv 

5,918.00 

8J22.o0 

116.00 

120.00 

211,00 

305.00 

475,00 

745.00 

975.00 

1,207,00 

1,534.00 

1,869.00 

2,748.00 

4,276,00 

7,000.00 

110.00 

209.00 

294.00 

466.00 

!! Y.!JU 

1 ,01~.oO 

1,182.0D 

1 ,583_00 

1 9% nn 
? .. '10I.o0 

4,160.00 

7,094.00 

110.00 

LU7'.UU 

303.00 

471,00 

67500 
1 0?5_00 

1.221.00 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

14 

25 
A'S 

65 

105 

165 

23::; 

290 

370 

450 

580 

9DO 

1430 

12 

20 

40 

55 

90 

130 

195 

220 

280 

325 

A30 

630 

1120 

20 

40 

55 

90 

!30 

195 

220 

280 

.1?'1 

4:30 

630 

1120 

20 

4U 

55 

90 

1.3-5 
195 

220 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8218 



CX 2359-097

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. rlll..t::: LI~ I 

mr CliO DI Fusion Bonded Epoxy Coaled Flanged FLANGED EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

16 FBDll16F FBDll16FD 1,497.00 280 

18 FBD1118F FBDll18FD 1,926.00 325 

20 FBDl120F FBDl120FD 2,501.00 430 

24 FBDl124F FBDl124FD 4,350.00 630 

00 I-WI1301- I-W I 13QI-l) /, I tJ!:lDO 1140 

90° (ii4j REDUCiNG BEND FLANGED 
" " 4A3 FBRD900403F FBRD900403FD 153.00 35 ~ , , 

6;.;4 FBRD900604F FBRD900604FD 275.00 55 h. '\ 
0 'I 1 Bx4 iGRD900B04f iGRD900B04rD 375,00 80 

8;.::6 FBRD900806F FBRD900806FD 425.00 90 .... - lOx4 FBRD901004F FBRD901004FD 931.00 120 

lOx6 FBRD901006F FBRD901006FD 675.00 125 

10;.::8 FBRD90l 0081' FBRD901008FD 751.00 150 

12;.::6 FBRD90l206F FBRD90l206FD 800.00 165 

12x8 FBRD90l 20BF FBRD90l20BFD 900.00 190 

12xlO FBRD90l 21 OF FBRD901210FD 1,051.00 220 

14;.::6 FBRD901406F FBRD901406FD POA i90 

14;.::8 FBRD901408F FBRD901 4G8i'D POA 200 

14xl0 FBRD901 41 OF FBRD901410FD POA 279 

i4x12 FBRD901412F FBRD901412FD POA 284 

16A6 FBRD901606F FBRD901606FD POA 220 
16;.::0 iGRD90l bOOr- rGRD90160GiD rOA 240 

16xl0 FBRD90l610F FBRD901610FO POA 280 

16x12 FBRD901612F FBRD901612FD POA 310 

16x14 FBRD901614F FBRD901614FD POA 330 

18;.::6 FBRD901806F FBRD90l806FD POA 260 

18x8 FBRD90l808F FBRD901808FD POA 280 

IdxlO I-dl\[)'tU I () I 01- I-dkLJYO I d I m-LJ POA :320 

Ib;.::12 I-dl\UYU I b I 21- I-dI\UY()lbI2t-U eUA :3')() 

18;.::14 FBRD901814F FBR0901814fO POA 370 

j 8"'>.'1 b FBRD9()1816F F8RD901816FD P()A ..110 

20x_6 FBRD902006F FBRD902006FD POA 320 

?Ox8 FRRn9CJ?OORF FRRIl90?OORFil POA ;)45 

20xlO FBRD902010F FBRD902010FO POA 385 

20x12 FBRD902012F FBRD902012FD POA 415 

20;.::14 FBRD902014F FBRD902014FD POA 435 

20xl6 FBRD902016f FBRD902016FD POA 475 

20xl8 FBRD902018F FBRD902018FD POA 515 

24;.::6 FBRD902406F FBRD902406FD POA 480 

24x8 FBRD902408F FBRD902408FD PO,\ 505 
24xl0 FBRD902410F FBPD902410FD POi\ 545 

24x12 FBRD902412F FBRD902412FD POil, 575 

2~xl~ FBRD902~1 ~F FBRD902~HFD POi". 595 
24x16 FBRD902.d 1 6F FBR0902416FD Po.A 6-35 

24718 FBRD902.d 18F FBF'D902418FD POA 675 

24x20 FBRD902420F FBRD902420FD POA 698 

" 
90° (1/4) LONG RADIUS BEND FLANGED 

IL-... 3 FBLR09003F FBlRD9003FD 166.00 30 , -I " 4 FBLRD9004F FBLRD9004FD 263.00 50 

r---. \ 6 FBLRD9006F FBLRD9006FD 449.00 80 

,~ lao, d I-dLI\LJYOOOI- I-dLkLJ'lOOOI-LJ /,)2,00 140 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':,- ,rPI C ~-~Pf'f[OP"DY--

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee - Page 105 
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PUBLIC

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. rlll..t::: LI~ I 

mr CliO DI Fusion Bonded Epoxy Coaled Flanged FLANGED EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

16 FBDll16F FBDll16FD 1,497.00 280 

18 FBD1118F FBDll18FD 1,926.00 325 

20 FBDl120F FBDl120FD 2,501.00 430 

24 FBDl124F FBDl124FD 4,350.00 630 

00 I-WI1301- I-W I 13QI-l) /, I tJ!:lDO 1140 

90° (ii4j REDUCiNG BEND FLANGED 
" " 4A3 FBRD900403F FBRD900403FD 153.00 35 ~ , , 

6;.;4 FBRD900604F FBRD900604FD 275.00 55 h. '\ 
0 'I 1 Bx4 iGRD900B04f iGRD900B04rD 375,00 80 

8;.::6 FBRD900806F FBRD900806FD 425.00 90 .... - lOx4 FBRD901004F FBRD901004FD 931.00 120 

lOx6 FBRD901006F FBRD901006FD 675.00 125 

10;.::8 FBRD90l 0081' FBRD901008FD 751.00 150 

12;.::6 FBRD90l206F FBRD90l206FD 800.00 165 

12x8 FBRD90l 20BF FBRD90l20BFD 900.00 190 

12xlO FBRD90l 21 OF FBRD901210FD 1,051.00 220 

14;.::6 FBRD901406F FBRD901406FD POA i90 

14;.::8 FBRD901408F FBRD901 4G8i'D POA 200 

14xl0 FBRD901 41 OF FBRD901410FD POA 279 

i4x12 FBRD901412F FBRD901412FD POA 284 

16A6 FBRD901606F FBRD901606FD POA 220 
16;.::0 iGRD90l bOOr- rGRD90160GiD rOA 240 

16xl0 FBRD90l610F FBRD901610FO POA 280 

16x12 FBRD901612F FBRD901612FD POA 310 

16x14 FBRD901614F FBRD901614FD POA 330 

18;.::6 FBRD901806F FBRD90l806FD POA 260 

18x8 FBRD90l808F FBRD901808FD POA 280 

IdxlO I-dl\[)'tU I () I 01- I-dkLJYO I d I m-LJ POA :320 

Ib;.::12 I-dl\UYU I b I 21- I-dI\UY()lbI2t-U eUA :3')() 

18;.::14 FBRD901814F FBR0901814fO POA 370 

j 8"'>.'1 b FBRD9()1816F F8RD901816FD P()A ..110 

20x_6 FBRD902006F FBRD902006FD POA 320 

?Ox8 FRRn9CJ?OORF FRRIl90?OORFil POA ;)45 

20xlO FBRD902010F FBRD902010FO POA 385 

20x12 FBRD902012F FBRD902012FD POA 415 

20;.::14 FBRD902014F FBRD902014FD POA 435 

20xl6 FBRD902016f FBRD902016FD POA 475 

20xl8 FBRD902018F FBRD902018FD POA 515 

24;.::6 FBRD902406F FBRD902406FD POA 480 

24x8 FBRD902408F FBRD902408FD PO,\ 505 
24xl0 FBRD902410F FBPD902410FD POi\ 545 

24x12 FBRD902412F FBRD902412FD POil, 575 

2~xl~ FBRD902~1 ~F FBRD902~HFD POi". 595 
24x16 FBRD902.d 1 6F FBR0902416FD Po.A 6-35 

24718 FBRD902.d 18F FBF'D902418FD POA 675 

24x20 FBRD902420F FBRD902420FD POA 698 

" 
90° (1/4) LONG RADIUS BEND FLANGED 

IL-... 3 FBLR09003F FBlRD9003FD 166.00 30 , -I " 4 FBLRD9004F FBLRD9004FD 263.00 50 

r---. \ 6 FBLRD9006F FBLRD9006FD 449.00 80 

,~ lao, d I-dLI\LJYOOOI- I-dLkLJ'lOOOI-LJ /,)2,00 140 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':,- ,rPI C ~-~Pf'f[OP"DY--

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee - Page 105 
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CX 2359-098

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

10 

12 

14 

16 

I~ 

20 

24 

4 
6 

8 

10 

12 

14 

16 

18 

20 
2, 

TEE FlANGED 

2x2 

3)(3 

~x3x3 

4x2 

4x3 

4x4x6 

4x4 

6x4x4 

6)\41.6 

oA67B 

6x2 

0XJ 

6x4 

6x6 

8x6x4 

8)(6x6 

8x6x8 

tlxtlxlU 

8x8xi 2. 

8x3 

8x4 
Rx6 

81\8 

10x6x6 

lOx6xlO 

10x8x6 

10x8x8 

10x8xlO 

lOx4 

lOx6 

'Weight, exclude accessories 

No!!-Domest!c 
Item Code 

FBLRD9010F 

FBLRD9012F 

FBLRD9014F 

FBLRD9016F 

I-ClLkLJYO l!:ll

FBLRD9020F 

FBLRD9024F 

FBFD?004F 

FBFD9006F 

FBFD9008F 

FBFD9010F 

FBFD90l2F 

FBFD90l4F 

FBFD9016F 

FBFD90i 8F 

FBFD9020F 

FBFD9024F 

FTD0202F 

FTD0302F 

FTD0303F 

FTDO!f0303F 

FTD0402"' 

FTD0403F 

FTD040406F 

FTD0404F 

FTD060404F 

FTD060406F 

FTD06060SF 

FTD0602F 

iTD000Ji 

FTD0604f 

FTD0606F 

FTD080604F 
FTD080606F 
FTD080608F 

~IUUdUdIUI

FTD0808i 2F 

FTD0803F 

FiD0804F 

FTnCJ806F 

FTD0808F 

FlOl D06D6F 

FTD100610F 

FTDl DDB06F 

FTD100808F 

FlOlOOOloF 
FTDlO04F 

FTDl006F 

Dome'S!!c 
Item Code 

FBLRD9010FD 

FBLRD9012FD 

FBLRD9014FD 

FBLRD9016FD 

I-BLkLJYU I BI-LJ 

FBLRD':?020FD 
FBLRD9024FD 

rGrD900JiD 

FBFD?D04FD 

FBFD9006FD 

FBFD9008FD 

FBFD9010FD 

FBFD9012FD 

FBFD9014FD 

FBFD9016FD 

FBFD9Di8FD 

FBfD9020FD 

FBFD9024FD 

FTD02D2FD 
FTD0302FD 

FTD0303FD 

FTDO~0303FD 

FTD0.102FD 

FTD0403FD 

FTD040406FD 

FTD0404FD 

FTD060404FD 

FTD060406FD 

FTD060608FD 

FTD0602FD 

rTD0603iD 

FTD0604FD 

FTD0606FD 

FTD080604FD 

FTD080606FD 

FTD080608FD 

1-1 LJUtlUd I UI-U 

FTD080812FU 

FTDOB03FD 
FTD0804FD 
FTiJCJROI\PiJ 

FTD0808FD 

FTDI00606FD 

FTD1 0061 OFD 

FTDJ00806FD 

FTD100808FD 

FTDI00810FD 

FTD1004FD 

FTD1006FD 

Page 106 

Confidential 

FLANGED 
les~ Acce~sory 

List Price 

1,075.00 

1,625.00 

2,022.00 

2,652.00 

POA 

6,210.00 

POA 

166.00 

237.00 

354.00 

600.00 

975,00 

1,375.00 

1,785.00 

2,415.00 

3,220.00 

4,025.00 

7,150.00 

145.00 

192.00 

22~.OO 

292.00 

263.00 

315,00 

473.00 

342.00 

447.00 

451,00 

709.00 

392.00 

425.00 

451.00 

511.00 

625.00 

675,00 

725.00 

1,3UU.UU 

lAl0.00 

645,00 

700.00 
741\.CJCJ 

852.00 

1.389,00 

1,539.00 

1,475.00 
1,403.00 

LS1S.00 
1,020.00 

1,060.00 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

215 

325 

580 

740 

~40 

i080 

l640 

25 

42 

82 

110 

175 

245 

450 

545 

678 
860 

1195 

20 

35 

~o 

55 

50 

60 

90 

65 

IOJ 

i08 

140 

156 

85 

'10 
95 

146 

148 

145 

L'6U 

291 

i30 

140 
145 

iSS 

275 

305 

280 
302 

325 

205 

215 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8220 

PUBLIC

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

10 

12 

14 

16 

I~ 

20 

24 

4 
6 

8 

10 

12 

14 

16 

18 

20 
2, 

TEE FlANGED 

2x2 

3)(3 

~x3x3 

4x2 

4x3 

4x4x6 

4x4 

6x4x4 

6)\41.6 

oA67B 

6x2 

0XJ 

6x4 

6x6 

8x6x4 

8)(6x6 

8x6x8 

tlxtlxlU 

8x8xi 2. 

8x3 

8x4 
Rx6 

81\8 

10x6x6 

lOx6xlO 

10x8x6 

10x8x8 

10x8xlO 

lOx4 

lOx6 

'Weight, exclude accessories 

No!!-Domest!c 
Item Code 

FBLRD9010F 

FBLRD9012F 

FBLRD9014F 

FBLRD9016F 

I-ClLkLJYO l!:ll

FBLRD9020F 

FBLRD9024F 

FBFD?004F 

FBFD9006F 

FBFD9008F 

FBFD9010F 

FBFD90l2F 

FBFD90l4F 

FBFD9016F 

FBFD90i 8F 

FBFD9020F 

FBFD9024F 

FTD0202F 

FTD0302F 

FTD0303F 

FTDO!f0303F 

FTD0402"' 

FTD0403F 

FTD040406F 

FTD0404F 

FTD060404F 

FTD060406F 

FTD06060SF 

FTD0602F 

iTD000Ji 

FTD0604f 

FTD0606F 

FTD080604F 
FTD080606F 
FTD080608F 

~IUUdUdIUI

FTD0808i 2F 

FTD0803F 

FiD0804F 

FTnCJ806F 

FTD0808F 

FlOl D06D6F 

FTD100610F 

FTDl DDB06F 

FTD100808F 

FlOlOOOloF 
FTDlO04F 

FTDl006F 

Dome'S!!c 
Item Code 

FBLRD9010FD 

FBLRD9012FD 

FBLRD9014FD 

FBLRD9016FD 

I-BLkLJYU I BI-LJ 

FBLRD':?020FD 
FBLRD9024FD 

rGrD900JiD 

FBFD?D04FD 

FBFD9006FD 

FBFD9008FD 

FBFD9010FD 

FBFD9012FD 

FBFD9014FD 

FBFD9016FD 

FBFD9Di8FD 

FBfD9020FD 

FBFD9024FD 

FTD02D2FD 
FTD0302FD 

FTD0303FD 

FTDO~0303FD 

FTD0.102FD 

FTD0403FD 

FTD040406FD 

FTD0404FD 

FTD060404FD 

FTD060406FD 

FTD060608FD 

FTD0602FD 

rTD0603iD 

FTD0604FD 

FTD0606FD 

FTD080604FD 

FTD080606FD 

FTD080608FD 

1-1 LJUtlUd I UI-U 

FTD080812FU 

FTDOB03FD 
FTD0804FD 
FTiJCJROI\PiJ 

FTD0808FD 

FTDI00606FD 

FTD1 0061 OFD 

FTDJ00806FD 

FTD100808FD 

FTDI00810FD 

FTD1004FD 

FTD1006FD 
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Confidential 

FLANGED 
les~ Acce~sory 

List Price 

1,075.00 

1,625.00 

2,022.00 

2,652.00 

POA 

6,210.00 

POA 

166.00 

237.00 

354.00 

600.00 

975,00 

1,375.00 

1,785.00 

2,415.00 

3,220.00 

4,025.00 

7,150.00 

145.00 

192.00 

22~.OO 

292.00 

263.00 

315,00 

473.00 

342.00 

447.00 

451,00 

709.00 

392.00 

425.00 

451.00 

511.00 

625.00 

675,00 

725.00 

1,3UU.UU 

lAl0.00 

645,00 

700.00 
741\.CJCJ 

852.00 

1.389,00 

1,539.00 

1,475.00 
1,403.00 

LS1S.00 
1,020.00 

1,060.00 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

215 

325 

580 

740 

~40 

i080 

l640 

25 

42 

82 

110 

175 

245 

450 

545 

678 
860 

1195 

20 

35 

~o 

55 

50 

60 

90 

65 

IOJ 

i08 

140 

156 

85 

'10 
95 

146 

148 

145 

L'6U 

291 

i30 

140 
145 

iSS 

275 

305 

280 
302 

325 

205 

215 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8220 



CX 2359-099

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

lOx8 

lOxlO 
lOxlOx12 

12x6x6 

12x6x13 

12x8x6 

12x8x8 
12x8x12 

12xJ OX.I) 
I ?xl []xR 

12xlOxlO 

12x1Ox12 

12x4 

12x6 

12x8 

12x10 

12x12 

14x4 

14x6 

IAxS 

14xl0 
14x12 

14x14 

16x4 

16x6 

16x8 

16xlO 

16x12 

16x14 

16x16 

18x6 

lSxS 

18xlO 

16xl2 

18xl4 

18x16 

18x18 

20x6 

20;<.3 

20",10 

20x12 

20x14 

20x16 

20x18 

20x20 

24x6 

24x8 

24xlU 

24X12 

24x14 
24xi 6 

?4xlR 

24x20 

'Weight, exclude accessories 

No!!-Domest!c 
Item Code 

FTDlO08F 

FlOl 01 OF 
FTD10l012F 

FTD120606F 

1-1 LJ I 1060131-

FTD120806F 

FTD120808F 

FTDi 208i 2F 

FTDi2ii)J6F 

FTIll?1 mRF 

FTD121 01 OF 

FTD121012F 

FTD1204F 
FTD1206F 

FTD120SF 

FTD1210F 
FTD1212F 
FTD1414F 

FTD1406F 

FTDl J!OBi= 

FTDL110F 
FTD1412F 

FTnl414F 

FTD1604F 

FTD1606F 

FTD16Q8F 

FTD1610F 

iTD1612i 

FTD1614F 

FTD1616F 

FI01806F 

FI01803F 

FTD1810F 

FTDI812F 

FTD1314F 

FTD1816F 

FTD1818F 

FTD2006F 

FTD20G3F 

FTD20] OF 

iTD201 2i 

iTD20: 4i 

FTD2016F 

FTD2018F 

FTD2020F 

FTD2406F 

FTD2408F 

1-1 LJL'4 1 01-

FTD24 i 2F 

FTD24i 4F 

FTD2416F 

FTIl?41 RF 

FTD2420F 

Dame'S!!c 
Item Code 

FIOI008FD 

FTD10l0FD 

FTDlO10l2FD 

FTDI20606FD 

r 1 LJ 1 L'llWI3H) 

FTD120806FD 

FlO 1 20808FD 

FTD 1 2081 2FD 

FTD 1 21 i)~II);:D 

FTIll?ICJCJRFD 

FTO 1 21 01 OFD 

FTDI 2101 2FD 

FTDI204FD 

FTDI206FD 

FTDI208FD 

FTDI2lOFD 

FTD1212FD 

FTD1414FO 

FTD1406FD 

FTOlA08FD 

FTD1410FD 

FT[11 412F[1 

FTrJ1414Fn 

FTDI604FD 

FTDI606FD 

FTDI608FD 

FTD16lOFD 

iTD1612iD 

FTDI 61 4FD 

FTD1616FD 

FTD1806FD 

FTDl808FD 

FTD1810FD 

FTDI812FO 

FTDI814FD 

FTD1816FD 

FTDl&18FO 

FTD2006FD 

FTD2008FD 

FTD2010FD 

iTD201210 

iTD2014iD 

FTD2016FD 

FTD2018FD 

FTD2020FO 

FTD2406FD 

FTD240BFD 

1-1LJL'41 UI-LJ 

FTD2412F[) 

FTD2414FD 

FiD2416FD 

FTIl?41RFIl 

FTD2420FD 

Page 107 

Confidential 

FLANGED 
les~ Acce~sary 

List Price 

1,]15.00 

1,303.00 

1,685.00 

1,729.00 

1 )3U'I.OU 

1,775.00 

1,875.00 

2,100DO 

1,9.51 i)J 

? O[]ODO 

2.100.00 

2,200.00 

1,436.00 

1,458.00 

1,535.00 

1,74l.00 

1,858.00 

2,127.00 

1,969.00 

2,O~8.o0 

2,100.00 

2,23200 

?,c,n, nn 
2,625.00 

2,439.00 

2,489.00 

L,OI-.:J.UU 

L,07 L.UU 

L,f uv.vv 

"on.,,,,, 
L, 'VU.UV 

2,763.00 

2,846.00 

2,933.00 

3,069.00 

3,573.00 

3,738.00 

3,817.00 

3,508.00 

3,565.00 

3,6::; l.00 

0,/7J.UU 

4,658.00 

4,715.00 

5,020.00 

5,527.00 

5,590.00 

~,/LU.UO 

5,789.00 

5,809.00 

7 R[]4.00 

8.157.00 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

225 

270 

355 

340 

:360 

355 

375 
.a20 

_39i) 

400 

420 

440 

290 

295 

310 

360 

385 

370 

375 
390 

400 
42_5 

4.1-'1 

460 

465 

475 

495 

520 

530 

550 

480 

495 

510 

535 

630 

650 

665 

6iO 

620 

63::; 

660 

005 

810 

820 

855 

845 

860 

tl1JO 

890 

900 
915 

1 ??O 

1255 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8221 

PUBLIC

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

lOx8 

lOxlO 
lOxlOx12 

12x6x6 

12x6x13 

12x8x6 

12x8x8 
12x8x12 

12xJ OX.I) 
I ?xl []xR 

12xlOxlO 

12x1Ox12 

12x4 

12x6 

12x8 

12x10 

12x12 

14x4 

14x6 

IAxS 

14xl0 
14x12 

14x14 

16x4 

16x6 

16x8 

16xlO 

16x12 

16x14 

16x16 

18x6 

lSxS 

18xlO 

16xl2 

18xl4 

18x16 

18x18 

20x6 

20;<.3 

20",10 

20x12 

20x14 

20x16 

20x18 

20x20 

24x6 

24x8 

24xlU 

24X12 

24x14 
24xi 6 

?4xlR 

24x20 

'Weight, exclude accessories 

No!!-Domest!c 
Item Code 

FTDlO08F 

FlOl 01 OF 
FTD10l012F 

FTD120606F 

1-1 LJ I 1060131-

FTD120806F 

FTD120808F 

FTDi 208i 2F 

FTDi2ii)J6F 

FTIll?1 mRF 

FTD121 01 OF 

FTD121012F 

FTD1204F 
FTD1206F 

FTD120SF 

FTD1210F 
FTD1212F 
FTD1414F 

FTD1406F 

FTDl J!OBi= 

FTDL110F 
FTD1412F 

FTnl414F 

FTD1604F 

FTD1606F 

FTD16Q8F 

FTD1610F 

iTD1612i 

FTD1614F 

FTD1616F 

FI01806F 

FI01803F 

FTD1810F 

FTDI812F 

FTD1314F 

FTD1816F 

FTD1818F 

FTD2006F 

FTD20G3F 

FTD20] OF 

iTD201 2i 

iTD20: 4i 

FTD2016F 

FTD2018F 

FTD2020F 

FTD2406F 

FTD2408F 

1-1 LJL'4 1 01-

FTD24 i 2F 

FTD24i 4F 

FTD2416F 

FTIl?41 RF 

FTD2420F 

Dame'S!!c 
Item Code 

FIOI008FD 

FTD10l0FD 

FTDlO10l2FD 

FTDI20606FD 

r 1 LJ 1 L'llWI3H) 

FTD120806FD 

FlO 1 20808FD 

FTD 1 2081 2FD 

FTD 1 21 i)~II);:D 

FTIll?ICJCJRFD 

FTO 1 21 01 OFD 

FTDI 2101 2FD 

FTDI204FD 

FTDI206FD 

FTDI208FD 

FTDI2lOFD 

FTD1212FD 

FTD1414FO 

FTD1406FD 

FTOlA08FD 

FTD1410FD 

FT[11 412F[1 

FTrJ1414Fn 

FTDI604FD 

FTDI606FD 

FTDI608FD 

FTD16lOFD 

iTD1612iD 

FTDI 61 4FD 

FTD1616FD 

FTD1806FD 

FTDl808FD 

FTD1810FD 

FTDI812FO 

FTDI814FD 

FTD1816FD 

FTDl&18FO 

FTD2006FD 

FTD2008FD 

FTD2010FD 

iTD201210 

iTD2014iD 

FTD2016FD 

FTD2018FD 

FTD2020FO 

FTD2406FD 

FTD240BFD 

1-1LJL'41 UI-LJ 

FTD2412F[) 

FTD2414FD 

FiD2416FD 

FTIl?41RFIl 

FTD2420FD 
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FLANGED 
les~ Acce~sary 

List Price 

1,]15.00 

1,303.00 

1,685.00 

1,729.00 

1 )3U'I.OU 

1,775.00 

1,875.00 

2,100DO 

1,9.51 i)J 

? O[]ODO 

2.100.00 

2,200.00 

1,436.00 

1,458.00 

1,535.00 

1,74l.00 

1,858.00 

2,127.00 

1,969.00 

2,O~8.o0 

2,100.00 

2,23200 

?,c,n, nn 
2,625.00 

2,439.00 

2,489.00 

L,OI-.:J.UU 

L,07 L.UU 

L,f uv.vv 

"on.,,,,, 
L, 'VU.UV 

2,763.00 

2,846.00 

2,933.00 

3,069.00 

3,573.00 

3,738.00 

3,817.00 

3,508.00 

3,565.00 

3,6::; l.00 

0,/7J.UU 

4,658.00 

4,715.00 

5,020.00 

5,527.00 

5,590.00 

~,/LU.UO 

5,789.00 

5,809.00 

7 R[]4.00 

8.157.00 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

225 

270 

355 

340 

:360 

355 

375 
.a20 

_39i) 

400 

420 

440 

290 

295 

310 

360 

385 

370 

375 
390 

400 
42_5 

4.1-'1 

460 

465 

475 

495 

520 

530 

550 

480 

495 

510 

535 

630 

650 

665 

6iO 

620 

63::; 

660 

005 

810 

820 

855 

845 

860 

tl1JO 

890 

900 
915 

1 ??O 

1255 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8221 



CX 2359-100

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

24x24 

30;.::6 

30x12 

30x18 

:;JUx24 

30x30 

No!!-Domes!!c 
Item Code 

FTD2424F 

FTD3006F 

FTD30l2F 

FTD30lSF 

1-1 LJ:3U241-

FTD3030F 

!.. • .D..!!:KA.!.. FL.lt..NGED 
3;.;3 FYD0303F 

4xJ iY00403:-
4;.::4 FYD0404F 
6x4 FYD06D4f 

6x6 FYD0606F 

8x4 FYD0804F 
8x6 FYD0806F 

8x8 FYD0808F 

IOx4 FYO 1 004F 

iOX6 FYD 1 006F 
lOx8 FYDIOOSF 

10xl0 FYD1010F 

i2xA FYO 1204F 
1211.6 FYD1206F 
12xO iYD120Gi 

12xl0 FYD1210F 

12;.::12 FYO 1212F 
14x6 FYD1406F 

14x8 FYD1408F 

14xlO FYD1410F 

14xl2 rYlJ 1412r 

14xl4 rYUI414r 

16X6 FyD1606F 

16>.'8 FYD 1608F 

l6xlO FY01610F 

16xl? FYIll61 ?F 

16x14 FYD1614F 

16x16 FYD1616F 

18x8 FYD1808F 

18xlO FYD1810F 

18x12 FYD1812F 

18x14 FYD1814F 

18x16 FYD1816F 

18x18 FYD1818F 

20xl0 FYD2010F 

20x12 FYD2012F 

:20xlLl FYD201 LlF 

20;:16 FYD2016F 

20x20 FYD2020F 

24x24 FYD2424F 

'Weight, exclude accessories 

Dome'S!!c 
Item Code 

FTD2424FD 

FTD3006FD 

FTD3012FD 

FTD3018FD 

r I LJ3024rt) 

FTD3030FD 

FYD0303FD 

rYD0403iD 

FYD0404FD 
FYD0604FD 

FYD0606FD 

FYD0804FD 
FYD0806FD 

FYD080SFD 

FYDlOO4FD 

FYD1OO6FD 
FYOlOO8FD 

FYD1010FD 

FYD1204FD 
FYD1206FD 
rYD1208iD 

FYD1210FD 

FYD1212FD 
FYD1406FD 

FYD1408FD 

FYD1410FD 

rYlJI412HJ 

rYU 1414rU 

FyD1606FD 

FYD1608FD 

FY01610FO 

FYnl61 ?FIl 

FY01614FD 

FYD1616FD 

FYD1808FD 

FYD1810FD 

FYD1S12FD 

FYD1814FD 

FYD1816FD 

FYD1818FD 

FYD20!OFD 

FYD2012FD 

FYD201LlFD 

FYD2016FD 

FY02020FD 

FYD2424FD 
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Confidential 

Price List 
FLANGED EPOXY COATED 
les~ Acce~sory We!gh!~ 

List Price (Lbs) 

8,655.00 1330 

10]82.00 1450 

8,950.00 1490 

9,469.00 1515 

I 2,6~/.oU 2U2~ 

i3.454.00 2i50 

248.00 4S 

342.00 65 

401.00 75 

575.00 105 

615.00 120 

900.00 165 

910.00 175 

1,012.00 200 

1,300.00 240 

1,351.00 250 

1,475.00 335 
1,610.00 335 

1,900.00 350 

1.97S.00 370 

L, I uu.uu 395 
2,275.00 420 

2,429.00 515 

2,730.00 500 

2,862.00 525 

2,757.00 555 

3,2.)0.00 600 

J,III.UU 640 

3,255.00 655 

3,728.00 680 

3.88500 715 

17.'i4DO 7SS 

4.358.00 800 

4.227.00 850 

3,594.00 600 
5,089.00 855 

5,348.00 895 

5,606.00 940 

5,894.00 990 

5,635.00 1035 

4,629.00 775 

6,383.00 1130 

6,986.00 1170 

7,303.00 1220 

7,274.00 1345 

12,383.00 2020 

HCUS ~", CORPORATE 110 __ -pee 

ivicVvane-Ol8222 

PUBLIC

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

24x24 

30;.::6 

30x12 

30x18 

:;JUx24 

30x30 

No!!-Domes!!c 
Item Code 

FTD2424F 

FTD3006F 

FTD30l2F 

FTD30lSF 

1-1 LJ:3U241-

FTD3030F 

!.. • .D..!!:KA.!.. FL.lt..NGED 
3;.;3 FYD0303F 

4xJ iY00403:-
4;.::4 FYD0404F 
6x4 FYD06D4f 

6x6 FYD0606F 

8x4 FYD0804F 
8x6 FYD0806F 

8x8 FYD0808F 

IOx4 FYO 1 004F 

iOX6 FYD 1 006F 
lOx8 FYDIOOSF 

10xl0 FYD1010F 

i2xA FYO 1204F 
1211.6 FYD1206F 
12xO iYD120Gi 

12xl0 FYD1210F 

12;.::12 FYO 1212F 
14x6 FYD1406F 

14x8 FYD1408F 

14xlO FYD1410F 

14xl2 rYlJ 1412r 

14xl4 rYUI414r 

16X6 FyD1606F 

16>.'8 FYD 1608F 

l6xlO FY01610F 

16xl? FYIll61 ?F 

16x14 FYD1614F 

16x16 FYD1616F 

18x8 FYD1808F 

18xlO FYD1810F 

18x12 FYD1812F 

18x14 FYD1814F 

18x16 FYD1816F 

18x18 FYD1818F 

20xl0 FYD2010F 

20x12 FYD2012F 

:20xlLl FYD201 LlF 

20;:16 FYD2016F 

20x20 FYD2020F 

24x24 FYD2424F 

'Weight, exclude accessories 

Dome'S!!c 
Item Code 

FTD2424FD 

FTD3006FD 

FTD3012FD 

FTD3018FD 

r I LJ3024rt) 

FTD3030FD 

FYD0303FD 

rYD0403iD 

FYD0404FD 
FYD0604FD 

FYD0606FD 

FYD0804FD 
FYD0806FD 

FYD080SFD 

FYDlOO4FD 

FYD1OO6FD 
FYOlOO8FD 

FYD1010FD 

FYD1204FD 
FYD1206FD 
rYD1208iD 

FYD1210FD 

FYD1212FD 
FYD1406FD 

FYD1408FD 

FYD1410FD 

rYlJI412HJ 

rYU 1414rU 

FyD1606FD 

FYD1608FD 

FY01610FO 

FYnl61 ?FIl 

FY01614FD 

FYD1616FD 

FYD1808FD 

FYD1810FD 

FYD1S12FD 

FYD1814FD 

FYD1816FD 

FYD1818FD 

FYD20!OFD 

FYD2012FD 

FYD201LlFD 

FYD2016FD 

FY02020FD 

FYD2424FD 

Page 108 

Confidential 

Price List 
FLANGED EPOXY COATED 
les~ Acce~sory We!gh!~ 

List Price (Lbs) 

8,655.00 1330 

10]82.00 1450 

8,950.00 1490 

9,469.00 1515 

I 2,6~/.oU 2U2~ 

i3.454.00 2i50 

248.00 4S 

342.00 65 

401.00 75 

575.00 105 

615.00 120 

900.00 165 

910.00 175 

1,012.00 200 

1,300.00 240 

1,351.00 250 

1,475.00 335 
1,610.00 335 

1,900.00 350 

1.97S.00 370 

L, I uu.uu 395 
2,275.00 420 

2,429.00 515 

2,730.00 500 

2,862.00 525 

2,757.00 555 

3,2.)0.00 600 

J,III.UU 640 

3,255.00 655 

3,728.00 680 

3.88500 715 

17.'i4DO 7SS 

4.358.00 800 

4.227.00 850 

3,594.00 600 
5,089.00 855 

5,348.00 895 

5,606.00 940 

5,894.00 990 

5,635.00 1035 

4,629.00 775 

6,383.00 1130 

6,986.00 1170 

7,303.00 1220 

7,274.00 1345 

12,383.00 2020 

HCUS ~", CORPORATE 110 __ -pee 

ivicVvane-Ol8222 



CX 2359-101

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO DI Fusion Bonded Epoxy Coaled Flanged FLANGED EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

CROSS FLANGED . .,---,.. . 3:-:3 FXD0303~ FXD0303FD 276.00 50 

I'-' '-'I 4.>:.-3 FXD0403~ ~'iD0403FD 368.00 70 , , 
L --1 4,4 FX[10404F FX[10404F[1 45200 80 • , r • ""LJ,," 6,3 FXD0603F FXD0603FD 475.00 95 

6x4 FXD0604F FXD0604FD 551,00 110 
6x6 FXD0606F FXOO606FD 693.00 120 
8A3 FXD0803F FXD0803FD 77::;.00 140 

8;.;4 FXD0804F FXD0804FD 825.00 155 

Bx6 :-XD0306i iXDOB06iD 325,00 : 75 

8x8 FXD0808F FXD0808FD ' n~n nn 1'15 l,vvV.vv 

lOx4 FXD1004F FXD1OO4FD ' ,nnnn 220 " '''v.vv 

lOx6 FXDlO06F FXD1006FD 1,200.00 240 

IOx8 FXD 1008F FXDI D08FD 1,325.0D 265 
10xl0 FXD1010F FXD1010FD 1,651.0D 330 
12x4 FXD1204F FXD1204FD 1,551.00 310 
12x6 FXD 1206F FXD1206FD 1,600.00 320 
12x8 FXD 1208F FXD1208FD 1,730.00 345 

12xlO FXD1210F FX01210FD 2,075.00 415 

12x12 FXD1212F FXD1212FD 2,294.00 460 

14;<.6 FXD 1406F FXD1406FD 2, i 00.00 375 

14A8 FXD1408F FX01408FD 2.232.00 390 
14x12 iXD1412i rXD1412iD L,U..JL.vv 425 
14x14 FXD1414F FXD1414FD 2,783.00 435 
16;<.6 FXD 1606F FXD1606FD 2,573.00 465 
16x8 FXD1608F FXD1608FD 2,730.00 475 

16xlO FXD1610F FXD1610FD 2,914.00 495 

16x12 FXD1612F FXD1612FD 3,177.00 520 
16xl6 I-XlJI6161- I-XlJ 16161-lJ 3,4n,OO 000 

IbxlL' I-XlJlblL'1- I-XlJI blL'l-lJ J,~Ud.UU .)J.) 

18x18 FXD1818F FXDI818FD 4,571.00 665 

20"'>.'12 FYD2012F FYD:2012FD Ll,226DO 660 

20x16 F'iD2016F F'iD20!6FD 5.261 00 810 

?[]x?O FXIl?[]?[]F FXD?[]?OFll 5 Rl6D[] A55 

24x12 FXD2412F FX02412FD 5.760.00 890 
24x14 FXD2414F FXD2414FD 5.850.00 900 
24x16 FXD2416F FXD2416FD 6,061,00 915 
24x20 FXD2420F FX02420FD 8,581.00 1255 

24x24 FXD2424F FXD2424FD 9,421.00 1330 

30x24 FXD3024F FXD3024FD 14,032.00 2025 

30x30 FXD3030F FXD3030FD 15,625.00 2150 

TRUE WYE FLANGED 

~ -4X4x4 FTYD0404F FTYD0404FD 289.00 55 

/ , 6x4x4 FTYD0604F FTYD0604FD 300.00 80 
A 
~ 

~ - 6,,6,,6 FTYD0606F FTYD0606FD 42,').00 85 

.LL 8x6x6 FTYD0806F FTYD0806FD 500.00 120 
8x8x8 FTYD0808F FTYD0808FD 700.00 140 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

.oiiiiiiliiiiii' n_;~~ , ;~.i. 
.&,. rlll..t::: LI~ I 

mr CliO DI Fusion Bonded Epoxy Coaled Flanged FLANGED EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

CROSS FLANGED . .,---,.. . 3:-:3 FXD0303~ FXD0303FD 276.00 50 

I'-' '-'I 4.>:.-3 FXD0403~ ~'iD0403FD 368.00 70 , , 
L --1 4,4 FX[10404F FX[10404F[1 45200 80 • , r • ""LJ,," 6,3 FXD0603F FXD0603FD 475.00 95 

6x4 FXD0604F FXD0604FD 551,00 110 
6x6 FXD0606F FXOO606FD 693.00 120 
8A3 FXD0803F FXD0803FD 77::;.00 140 

8;.;4 FXD0804F FXD0804FD 825.00 155 

Bx6 :-XD0306i iXDOB06iD 325,00 : 75 

8x8 FXD0808F FXD0808FD ' n~n nn 1'15 l,vvV.vv 

lOx4 FXD1004F FXD1OO4FD ' ,nnnn 220 " '''v.vv 

lOx6 FXDlO06F FXD1006FD 1,200.00 240 

IOx8 FXD 1008F FXDI D08FD 1,325.0D 265 
10xl0 FXD1010F FXD1010FD 1,651.0D 330 
12x4 FXD1204F FXD1204FD 1,551.00 310 
12x6 FXD 1206F FXD1206FD 1,600.00 320 
12x8 FXD 1208F FXD1208FD 1,730.00 345 

12xlO FXD1210F FX01210FD 2,075.00 415 

12x12 FXD1212F FXD1212FD 2,294.00 460 

14;<.6 FXD 1406F FXD1406FD 2, i 00.00 375 

14A8 FXD1408F FX01408FD 2.232.00 390 
14x12 iXD1412i rXD1412iD L,U..JL.vv 425 
14x14 FXD1414F FXD1414FD 2,783.00 435 
16;<.6 FXD 1606F FXD1606FD 2,573.00 465 
16x8 FXD1608F FXD1608FD 2,730.00 475 

16xlO FXD1610F FXD1610FD 2,914.00 495 

16x12 FXD1612F FXD1612FD 3,177.00 520 
16xl6 I-XlJI6161- I-XlJ 16161-lJ 3,4n,OO 000 

IbxlL' I-XlJlblL'1- I-XlJI blL'l-lJ J,~Ud.UU .)J.) 

18x18 FXD1818F FXDI818FD 4,571.00 665 

20"'>.'12 FYD2012F FYD:2012FD Ll,226DO 660 

20x16 F'iD2016F F'iD20!6FD 5.261 00 810 

?[]x?O FXIl?[]?[]F FXD?[]?OFll 5 Rl6D[] A55 

24x12 FXD2412F FX02412FD 5.760.00 890 
24x14 FXD2414F FXD2414FD 5.850.00 900 
24x16 FXD2416F FXD2416FD 6,061,00 915 
24x20 FXD2420F FX02420FD 8,581.00 1255 

24x24 FXD2424F FXD2424FD 9,421.00 1330 

30x24 FXD3024F FXD3024FD 14,032.00 2025 

30x30 FXD3030F FXD3030FD 15,625.00 2150 

TRUE WYE FLANGED 

~ -4X4x4 FTYD0404F FTYD0404FD 289.00 55 

/ , 6x4x4 FTYD0604F FTYD0604FD 300.00 80 
A 
~ 

~ - 6,,6,,6 FTYD0606F FTYD0606FD 42,').00 85 

.LL 8x6x6 FTYD0806F FTYD0806FD 500.00 120 
8x8x8 FTYD0808F FTYD0808FD 700.00 140 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-102

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. rlll..t::: LI~ I 

mr CliO DI Fusion Bonded Epoxy Coaled Flanged FLANGED EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

CONCENTRIC REDUCER FLANGED 
!I " 3.;:2 FR00302F FR00302FD 88.00 16 
~ -I ....., 

4;:2 FR[10402F FR[10402F[1 13200 25 , , 
I ---I 4,3 FR00403F FROO403FO 162.00 30 

N ~ 6x2 FR00602F FRD0602FD 175,00 30 - 6x3 FRD0603F FROO603FD 200.00 40 

6A4 FR00604F FROO604FD 240.00 45 

6x5 FR00605F FRD0605FD 255.00 52 

Ox:] iROOB03i iRDOBOJiD J04,00 60 

8;.::4 FRD0804F FRD0804FD 358.00 65 

8x5 FR00805F FROO805FO 351.00 70 

Bx6 FR00306F FRDOB06FD 393.00 75 

lOx4 FRO 1004F FRD1004FD 425,00 85 

lOx6 FR01006F FROIOO6FD 501.00 90 

lOx3 FR01008F FROIOO3FO 623.00 liD 

12x4 FRO 1204F FRDI204FD 620.00 120 

12x6 FRO 1206F FRD1206FD 726,00 130 

12x8 FR01208F FR01208FD 812.00 145 

12xlO FRO]210F FR01210FD 924.00 170 

i4;<.6 FRO 1406F FRD1406FD 814,00 155 

14A8 FRD1408F FR01408FD 919.00 17S 
14xlO iR01410i rRD1410iD I,vL I .vu 190 

14xl2 FR01412F FROl412FD 1,162.00 22Q 

16x6 FRO 1606F FRD1606FD 998,00 190 

16x8 FRD1608F FRD1608FD 1,110.00 210 

16xlO FR01610F FROl610FD 1,247.00 235 

16xl2 FROl612F FRDI612FD IA17.00 265 

16xl4 Hd)16141- I-I\IJ 16141-1J I AIO.oO 'LI'J 

Idxd 1-1\1) IdUdl- 1-1\1) I dUdl-1) 1,3dU.UU 14U 

18xl0 FR01810F FRDI810FD 1,524.00 265 

18>.'12 FPCl1812F FRD1812FD 1,698DO 295 

18x14 FRDI81LlF FRDI814FD I 75400 310 

lRxlA FRill 81 AF FRnl RlIiFil 19MDO ;)40 

20xl0 FR020l OF FR020l0FD 1.783.00 310 

20x12 FRD2012F FRD2012FD 2.078.00 345 

20x14 FRD2014F FRD2014FD 2,041.00 3.55 
20xl6 FRD2016F FR02016FD 2,244.00 390 

20xlS FR02018F FR020lSFO 2,358.00 41Q 

24xl2 FRD2412F FRD2412FD 3,295.00 480 

24x14 FRD2414F FRD2414FD 3,296.00 490 

24x16 FRD2416F FRD2416FD 3,455.00 525 

24xlS FRD241SF FRD24!SFD 3,576.00 550 

2~x20 FRD2~20F FRD21!20FD 3,853.00 590 

30x16 FRD3016F FRD3016FD 5,907.00 770 

30;:18 FPD3018F FRD3018FD 5,063.00 810 

30x20 FRD3020F FRD3020FD 5,433.00 870 

30x24 FRD3024F FRD3024FD 6,063.00 970 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. rlll..t::: LI~ I 

mr CliO DI Fusion Bonded Epoxy Coaled Flanged FLANGED EPOXY COATED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

CONCENTRIC REDUCER FLANGED 
!I " 3.;:2 FR00302F FR00302FD 88.00 16 
~ -I ....., 

4;:2 FR[10402F FR[10402F[1 13200 25 , , 
I ---I 4,3 FR00403F FROO403FO 162.00 30 

N ~ 6x2 FR00602F FRD0602FD 175,00 30 - 6x3 FRD0603F FROO603FD 200.00 40 

6A4 FR00604F FROO604FD 240.00 45 

6x5 FR00605F FRD0605FD 255.00 52 

Ox:] iROOB03i iRDOBOJiD J04,00 60 

8;.::4 FRD0804F FRD0804FD 358.00 65 

8x5 FR00805F FROO805FO 351.00 70 

Bx6 FR00306F FRDOB06FD 393.00 75 

lOx4 FRO 1004F FRD1004FD 425,00 85 

lOx6 FR01006F FROIOO6FD 501.00 90 

lOx3 FR01008F FROIOO3FO 623.00 liD 

12x4 FRO 1204F FRDI204FD 620.00 120 

12x6 FRO 1206F FRD1206FD 726,00 130 

12x8 FR01208F FR01208FD 812.00 145 

12xlO FRO]210F FR01210FD 924.00 170 

i4;<.6 FRO 1406F FRD1406FD 814,00 155 

14A8 FRD1408F FR01408FD 919.00 17S 
14xlO iR01410i rRD1410iD I,vL I .vu 190 

14xl2 FR01412F FROl412FD 1,162.00 22Q 

16x6 FRO 1606F FRD1606FD 998,00 190 

16x8 FRD1608F FRD1608FD 1,110.00 210 

16xlO FR01610F FROl610FD 1,247.00 235 

16xl2 FROl612F FRDI612FD IA17.00 265 

16xl4 Hd)16141- I-I\IJ 16141-1J I AIO.oO 'LI'J 

Idxd 1-1\1) IdUdl- 1-1\1) I dUdl-1) 1,3dU.UU 14U 

18xl0 FR01810F FRDI810FD 1,524.00 265 

18>.'12 FPCl1812F FRD1812FD 1,698DO 295 

18x14 FRDI81LlF FRDI814FD I 75400 310 

lRxlA FRill 81 AF FRnl RlIiFil 19MDO ;)40 

20xl0 FR020l OF FR020l0FD 1.783.00 310 

20x12 FRD2012F FRD2012FD 2.078.00 345 

20x14 FRD2014F FRD2014FD 2,041.00 3.55 
20xl6 FRD2016F FR02016FD 2,244.00 390 

20xlS FR02018F FR020lSFO 2,358.00 41Q 

24xl2 FRD2412F FRD2412FD 3,295.00 480 

24x14 FRD2414F FRD2414FD 3,296.00 490 

24x16 FRD2416F FRD2416FD 3,455.00 525 

24xlS FRD241SF FRD24!SFD 3,576.00 550 

2~x20 FRD2~20F FRD21!20FD 3,853.00 590 

30x16 FRD3016F FRD3016FD 5,907.00 770 

30;:18 FPD3018F FRD3018FD 5,063.00 810 

30x20 FRD3020F FRD3020FD 5,433.00 870 

30x24 FRD3024F FRD3024FD 6,063.00 970 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-103

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

No!!-Domes!!c 
Item Code 

Dome'S!!c 
Item Code 

ECCENTRIC REDUCER FLANGED 

N 
! ! 

~"_1Q" 

1II::: ..... ___ . ___ ... ¥k~:1I 

4x3 FERD04Q3F 

6.>:.-3 FERD0603F 
6x4 FERD0604F 

6,5 FERD0605F 

8x4 FERD0804F 

8x5 FRED0805F 

SA6 FERDOS06F 

lOx4 FEPC] 004F 

10;-.:.6 [TRDI COg 

lOx8 FERCl D08F 

12x4 FERD1204F 

12xo FERD1206F 

12x8 FERD1208F 

12xl0 FERD1210F 

14x6 FERD1406F 

14x8 FERD1408F 

14xl0 FERD1410F 

14x12 FERD1412F 

16x6 FERD1606F 

16A8 FERD1608F 
16,,10 FERD1610F 

16x12 fTRD1612f 

16x14 FERD1614F 

18x8 FERD] S08F 

18xl0 FERD1810F 

18x12 FERD1812F 

18x14 FERD1814F 

]dxl6 I-t:RLlI d 16t-

LUxlU t-tr<UL'UI UI-

20x12 FERD2012F 

20"'>.'ILl FEi<D201 LlF 

20xl6 FERD2016F 
?[]x18 FFRn?0l8F 

24x12 FERD2412F 

24x14 FERD2414F 

24x16 FERD2416F 

24x18 FERD2418F 

24x20 FERD2420F 

STAI"JDARD BLIND FlAI"JGE 

3 
4 

6 

8 

10 

12 
14 

16 

18 

20 

24 

30 

FLBD03F 

FLBD04F 

FLBD06F 

FLBD08F 

FLBDlOF 

FLBD12F 

FLBD14F 

FLBD16F 

FLBD18F 

FLBD20F 

FLBD24F 

I-LI)LXlOI-

'Weight, exclude accessories 

i=ERD0403FD 

i=ERD060-3FD 

FERD0604FD 

FERD0605FD 

FERDOB04FD 

FREDOB05FD 

FERDoa06FD 

FERD1004FD 

rCRDlO06iD 

FERD1008FD 

FERD1204FD 

FERD1206FD 

FERD1208FD 

FERD1210FD 

FERD1406FD 

FERD1408FD 

FERD141DFD 

FERD1412FD 

FERD1606FD 

FERD1608FD 

FERD1610FD 

rC::::D1612rD 

FERD1614FD 

FERD1808FD 

FERD1810FD 

FERD1812FD 

FERD1814FD 

H:I\LJ I d 161-LJ 

I-t:I\LJL'U IUI-LJ 

FERD2012FD 

i=ERD20iAi=D 

FERD2016FD 

FFRn?OlRFn 

FERD2412FD 

FERD2414FD 

FERD2416FD 

FERD2418FD 

FERD2420FD 

FLBD03FD 

FLBD04fD 

FLBD06FD 

FLBD08FD 

FLBDlOFD 

FLBD12FD 

FLBDI4FD 

FLBDI6FD 

FLBD18FD 

FLBD20FD 

FLBD24FD 

I-LW301-1J 

Page 111 

Confidential 

FLANGED 
les~ Acce~sory 

List Price 

158.00 

200.00 

22500 

398.00 

365,00 

464.00 

37::;.00 

485.00 

465,00 

531.00 
1 "no> "" , ,LVU.,.,U 

651.00 

725,00 

851.00 

2,813.00 

2,849.00 

2,893.00 

2,921.00 

998.00 

1,103.00 

1.234.00 

I,J7L.VV 

1,470.00 

1,380.00 

1,524.00 

1,696.00 

1,783.00 

1,',100.00 

1,/dJ.UU 

1,984.00 

2,03i DO 

2.24300 

? 1.'iROO 

3.120.00 

3.186.00 

3,413,00 

3,576.00 

3,836.00 

50.00 

78.00 

136.00 

220.00 

283.00 

365.00 

578.00 

867,00 

960.00 

1,231.00 

1,818.00 

:H20,OO 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

30 

"0 
45 

52 

65 

70 
75 

85 

90 

110 

120 

130 

145 

170 

173 

193 

2i8 

248 

190 

210 

230 
265 
280 

240 

265 

295 

310 

j40 

jlU 

345 

355 

390 

410 

480 

490 

525 

550 

590 

9 
16 

25 

42 

63 
85 

120 

145 

185 

245 

370 

bUD 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8225 

PUBLIC

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ (Inches) 

No!!-Domes!!c 
Item Code 

Dome'S!!c 
Item Code 

ECCENTRIC REDUCER FLANGED 

N 
! ! 

~"_1Q" 

1II::: ..... ___ . ___ ... ¥k~:1I 

4x3 FERD04Q3F 

6.>:.-3 FERD0603F 
6x4 FERD0604F 

6,5 FERD0605F 

8x4 FERD0804F 

8x5 FRED0805F 

SA6 FERDOS06F 

lOx4 FEPC] 004F 

10;-.:.6 [TRDI COg 

lOx8 FERCl D08F 

12x4 FERD1204F 

12xo FERD1206F 

12x8 FERD1208F 

12xl0 FERD1210F 

14x6 FERD1406F 

14x8 FERD1408F 

14xl0 FERD1410F 

14x12 FERD1412F 

16x6 FERD1606F 

16A8 FERD1608F 
16,,10 FERD1610F 

16x12 fTRD1612f 

16x14 FERD1614F 

18x8 FERD] S08F 

18xl0 FERD1810F 

18x12 FERD1812F 

18x14 FERD1814F 

]dxl6 I-t:RLlI d 16t-

LUxlU t-tr<UL'UI UI-

20x12 FERD2012F 

20"'>.'ILl FEi<D201 LlF 

20xl6 FERD2016F 
?[]x18 FFRn?0l8F 

24x12 FERD2412F 

24x14 FERD2414F 

24x16 FERD2416F 

24x18 FERD2418F 

24x20 FERD2420F 

STAI"JDARD BLIND FlAI"JGE 

3 
4 

6 

8 

10 

12 
14 

16 

18 

20 

24 

30 

FLBD03F 

FLBD04F 

FLBD06F 

FLBD08F 

FLBDlOF 

FLBD12F 

FLBD14F 

FLBD16F 

FLBD18F 

FLBD20F 

FLBD24F 

I-LI)LXlOI-

'Weight, exclude accessories 

i=ERD0403FD 

i=ERD060-3FD 

FERD0604FD 

FERD0605FD 

FERDOB04FD 

FREDOB05FD 

FERDoa06FD 

FERD1004FD 

rCRDlO06iD 

FERD1008FD 

FERD1204FD 

FERD1206FD 

FERD1208FD 

FERD1210FD 

FERD1406FD 

FERD1408FD 

FERD141DFD 

FERD1412FD 

FERD1606FD 

FERD1608FD 

FERD1610FD 

rC::::D1612rD 

FERD1614FD 

FERD1808FD 

FERD1810FD 

FERD1812FD 

FERD1814FD 

H:I\LJ I d 161-LJ 

I-t:I\LJL'U IUI-LJ 

FERD2012FD 

i=ERD20iAi=D 

FERD2016FD 

FFRn?OlRFn 

FERD2412FD 

FERD2414FD 

FERD2416FD 

FERD2418FD 

FERD2420FD 

FLBD03FD 

FLBD04fD 

FLBD06FD 

FLBD08FD 

FLBDlOFD 

FLBD12FD 

FLBDI4FD 

FLBDI6FD 

FLBD18FD 

FLBD20FD 

FLBD24FD 

I-LW301-1J 
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Confidential 

FLANGED 
les~ Acce~sory 

List Price 

158.00 

200.00 

22500 

398.00 

365,00 

464.00 

37::;.00 

485.00 

465,00 

531.00 
1 "no> "" , ,LVU.,.,U 

651.00 

725,00 

851.00 

2,813.00 

2,849.00 

2,893.00 

2,921.00 

998.00 

1,103.00 

1.234.00 

I,J7L.VV 

1,470.00 

1,380.00 

1,524.00 

1,696.00 

1,783.00 

1,',100.00 

1,/dJ.UU 

1,984.00 

2,03i DO 

2.24300 

? 1.'iROO 

3.120.00 

3.186.00 

3,413,00 

3,576.00 

3,836.00 

50.00 

78.00 

136.00 

220.00 

283.00 

365.00 

578.00 

867,00 

960.00 

1,231.00 

1,818.00 

:H20,OO 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

30 

"0 
45 

52 

65 

70 
75 

85 

90 

110 

120 

130 

145 

170 

173 

193 

2i8 

248 

190 

210 

230 
265 
280 

240 

265 

295 

310 

j40 

jlU 

345 

355 

390 

410 

480 

490 

525 

550 

590 

9 
16 

25 

42 

63 
85 

120 

145 

185 

245 

370 

bUD 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8225 



CX 2359-104

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ 

..... 
3"-10" 

• ~ 
12"_~4" 

• 

No!!-Domest!c 
(Inches) Item Code 

Dome'S!!c 
Item Code 

BLIND FLANGE TAPPED (2'" TAP ONLY) 

3 FLBD03TF FLBD03TFD 
4 FLBD04TF FLElD04TFD 

6 FLBD06TF FLBD06TFO 

8 FLBD08TF FLBD08TFD 
10 FLBD 1 OTF FLBDIOTFD 
12 FLBD12TF FLSD12TFD 

14 FLBD14TF FLSD14TFD 

16 iL3D16Tr rL3D 16TiD 

18 FLBD18TF FLBD18TFD 
20 FLBD20TF FLBD20TFD 

24 FLBD24TF FLBD24TFD 

30 FLBD30TF FLBD30TFD 

FLANGED 
les~ Acce~sory 

List Price 

90.00 
11800 

176.00 

260,00 

323.00 
40::;.00 

618.00 

907,00 
, "n""" I ,vuv.vv 

'07' "" ',U ,.vv 

1,898.00 

3J25.o0 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

9 

16 

25 

42 

63 
85 

120 

145 

185 

245 

370 

500 

I Thp. ,tnnrlnrrl tnn ,i7P j,?" NPT For nthpf 'ii7P.~ nIAn'ip. rnntnd Stnr\R) PiOA PrnrllJd, Tnn, nthRr I th-~~ Z, N-PT ~re- ~-p~~-iai ;rdeL n~~-~a~c~~~bl~-& ~~n~r~fu~da-bl~.- ,- - - - - - - - ,- - - -
! 

90° DEGREE FE SiDE OUTLET 8END 

~ 3 FBSOD9003F FBSOD9003FD 419.00 35 

I ( \"\ 4 FBSOD9004F FBSOD9004FD 718.00 60 

L-.. "-'1:1 6 FBSOD9006F FBSOD9006FO 1,133.00 95 

" 
, • 8 F8S0D<)008F F8S0D<)OOSFD 1 7S1.00 145 11.".[ ____ ].::. 

10 FBSOD901OF FBSOD9010FD 2,925.00 240 

12 FBSOD9012F FBSOD9012FD 4,179,00 345 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 112 

Confidential ivicVvane-Ol8226 

PUBLIC

@r!!! 
mr CllO DI Fusion Bonded Epoxy Coaled Flanged 

lin. nn I"V,\ 
urL.U7.U.£ 

..... 
3"-10" 

• ~ 
12"_~4" 

• 

No!!-Domest!c 
(Inches) Item Code 

Dome'S!!c 
Item Code 

BLIND FLANGE TAPPED (2'" TAP ONLY) 

3 FLBD03TF FLBD03TFD 
4 FLBD04TF FLElD04TFD 

6 FLBD06TF FLBD06TFO 

8 FLBD08TF FLBD08TFD 
10 FLBD 1 OTF FLBDIOTFD 
12 FLBD12TF FLSD12TFD 

14 FLBD14TF FLSD14TFD 

16 iL3D16Tr rL3D 16TiD 

18 FLBD18TF FLBD18TFD 
20 FLBD20TF FLBD20TFD 

24 FLBD24TF FLBD24TFD 

30 FLBD30TF FLBD30TFD 

FLANGED 
les~ Acce~sory 

List Price 

90.00 
11800 

176.00 

260,00 

323.00 
40::;.00 

618.00 

907,00 
, "n""" I ,vuv.vv 

'07' "" ',U ,.vv 

1,898.00 

3J25.o0 

Price List 
EPOXY COATED 
We!gh!~ 

(Lbs) 

9 

16 

25 

42 

63 
85 

120 

145 

185 

245 

370 

500 

I Thp. ,tnnrlnrrl tnn ,i7P j,?" NPT For nthpf 'ii7P.~ nIAn'ip. rnntnd Stnr\R) PiOA PrnrllJd, Tnn, nthRr I th-~~ Z, N-PT ~re- ~-p~~-iai ;rdeL n~~-~a~c~~~bl~-& ~~n~r~fu~da-bl~.- ,- - - - - - - - ,- - - -
! 

90° DEGREE FE SiDE OUTLET 8END 

~ 3 FBSOD9003F FBSOD9003FD 419.00 35 

I ( \"\ 4 FBSOD9004F FBSOD9004FD 718.00 60 

L-.. "-'1:1 6 FBSOD9006F FBSOD9006FO 1,133.00 95 

" 
, • 8 F8S0D<)008F F8S0D<)OOSFD 1 7S1.00 145 11.".[ ____ ].::. 

10 FBSOD901OF FBSOD9010FD 2,925.00 240 

12 FBSOD9012F FBSOD9012FD 4,179,00 345 

'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-106

Price List 
FABRICATOR PRODUCTS 

UPL.09.02 

Item 
Cod. 

Ship Size 
Code (IN) 

Price 
Weight crt 

(LBS) Qly. 

HI HUB THREADED 125 LB. FLANGE FOR DUCTILE 
PiPE 
FL:D02 

FLD03 

FlD04 

FLD06 

FlOes 
FLD10 

FlD12 

FLD1 ~ 

FlDJ?,. 

FLDlB 

FW20 

FLD24 

FLD30 

FLD36 

FlD42 

iLD4G 

FlD54 

FlOW 

2 

3 

4 

6 

8 

10 

1-2 

H 
; T6 

18 
;20 

24 

30 

36 

42 

40 

60 

F'OA 

$17.00 

27,QO 

35.00 

52.00 

77.00 

109,08 

180.00 

204.00 

244.00 

2-7D:QO 

382.00 

759.00 

i,l14.00 

1,765,00 

L, I VV.VV 

POA 

8 

12 

17 
24 
36 

55 

70 

80 

85 

160 

240 

350 

490 

555 

827 

1293 

1784 

150 
160 
120 

80 

60 

40 

30 
2(1 

20 

-1.2 
10 
5 

5 

4 

J 

REDUCING 125LB. FLANGE THREAD FOR DUCTILE 
PIPE 
FlD0403 

FLD0604 

F~D080<i' 

FLD0806 

FLD1208 12x8 

$64.:00 

103.00 

1:60::00 
160.00 

308.00 

16 
25 

40 
35 

85 

-150 

100 

60 

60 

30 

iHREADED i25 iB. flANGE iAPPED FOR SiUDS FOR 
DUCTiLE rirE 

ftDTrS03 
FLDTFS04 

fWTf-SG6 

FLDTFS03 

FLDTFS12 

FtoTFS14 

FLDTFS16 

ftDTfS18 
FLDTFS20 

FLDTFS30 

FlDH$36 
iLDTiS42 

FlDlf'S48 

FLDTFS54 

N 

4 

8 

to 
12 

:14-

16 

is 
20 

30 

-36 
42 

48 

54 

~LQG 

53.00 

105.00 

208.00 

31W:l:G 
386.00 

454,00 
526.00 

788.00 
L371.00 

J,7JI.VV 

4,918.00 

POA 

12 

17 
24 

36-
55 
70 

80 

85 
105 

160 

240 

:3::'0: 
490 

: 5:0 
160 

12-0 
3D 

40 

30 
20 

12 

10 

5 

2 

He J: ~'I CORPORATE 110_L r~[[ I Y.D _OQ ~JJ" r.' /:;:. ;j~ 'Lee 
",1<. , 

Page 114 

Item 
Cod. 

Ship Size 
Code (IN) 

Price 
Weight crt 

(LBS) QIy. 

THREADED 250 LB. FLANGE FOR DUCTILE PIPE 
fl2-50D03 
FL250D04 

fl250D06 
FL250D08 

R250Dl-G 

FL250D 12 

fl250D:l:4 
FL250D16 

FL250D20 

fl25QD24 

3 
4 

6 
8 

12 

16 
· 1:9 

20 

24 

$50,00 

67.00 

10600 
174.00 

261 ~OG 

360.00 

5B5~OO 

80~.00 

! ,024.00 

1,174,00 

12 

22 

32 
51 
7-7 

100 

!25 
H5 

220 

335 

200 
120 

80 
40 

30 

20 

10 

8 

8 

DUCTILE IRON MJ THREADED BELL FOR DUCTILE 
PiPE (LESS ACCS.j 

flAB03 3 
FLAB04 4 

flAB-O,s,; () 
FU\B08 

FLAB16 

flASi-;ij" 
FLAB20 

flAB-24 
FLAB30 

flAB36 
iLA[\42 

3 

lD 
12 
1J 

16 

· tB 

20 

24 
30 

36 
42 

$55,00 
75.00 

lJO~OG 

161.00 

306.00 

.145_00 

637.00 

979,00 
1,712.00 

2J59,00 
J,UOO.VV 

Ducm.E iRON A.NCHOR FlANGE 

[LA03 
FLA04 

flAQ6 
FU\08 

FLA12 

ftAl:4::" 

FLA 16 

flAi8 
FLA20 

flA24 
FLA30 

:FLA36 
iLA42 

flA48 

FLA54 

4 

3 

lD 
12 

· '1:4 
16 

i8 
20 

24 
30 

36 
42 

48 

54 

$lQ,QQ 
12.00 

16,00 
20.00 

30.00 

41::00 
54.00 

oQ,QO 
75.00 

165.00 

321.00 

371-.00 

POA 

1:1 

16 
23 
31 

55 

105 

i25 
150 
235 
375 

500 
600 

4 

f? 
10 

1:2 
15 
17 
21 

25 
47 

:;7 
70 

100 

225 
144 

100 
64 

:49: : 
28 

10 

9 

5 
4 

3 
2 

800 
600 

500 
350 

200 

200: 

150 

iOO 
100 

80 
50 

40 
20 

15 
2 

N: r-.lon-Slock Item- Please call for availability "" 

.~"''''!J 
~ 
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Price List 
FABRICATOR PRODUCTS 

UPL.09.02 

Item 
Cod. 

Ship Size 
Code (IN) 

Price 
Weight crt 

(LBS) Qly. 

HI HUB THREADED 125 LB. FLANGE FOR DUCTILE 
PiPE 
FL:D02 

FLD03 

FlD04 

FLD06 

FlOes 
FLD10 

FlD12 

FLD1 ~ 

FlDJ?,. 

FLDlB 

FW20 

FLD24 

FLD30 

FLD36 

FlD42 

iLD4G 

FlD54 

FlOW 

2 

3 

4 

6 

8 

10 

1-2 

H 
; T6 

18 
;20 

24 

30 

36 

42 

40 

60 

F'OA 

$17.00 

27,QO 

35.00 

52.00 

77.00 

109,08 

180.00 

204.00 

244.00 

2-7D:QO 

382.00 

759.00 

i,l14.00 

1,765,00 

L, I VV.VV 

POA 

8 

12 

17 
24 
36 

55 

70 

80 

85 

160 

240 

350 

490 

555 

827 

1293 

1784 

150 
160 
120 

80 

60 

40 

30 
2(1 

20 

-1.2 
10 
5 

5 

4 

J 

REDUCING 125LB. FLANGE THREAD FOR DUCTILE 
PIPE 
FlD0403 

FLD0604 

F~D080<i' 

FLD0806 

FLD1208 12x8 

$64.:00 

103.00 

1:60::00 
160.00 

308.00 

16 
25 

40 
35 

85 

-150 

100 

60 

60 

30 

iHREADED i25 iB. flANGE iAPPED FOR SiUDS FOR 
DUCTiLE rirE 

ftDTrS03 
FLDTFS04 

fWTf-SG6 

FLDTFS03 

FLDTFS12 

FtoTFS14 

FLDTFS16 

ftDTfS18 
FLDTFS20 

FLDTFS30 

FlDH$36 
iLDTiS42 

FlDlf'S48 

FLDTFS54 

N 

4 

8 

to 
12 

:14-

16 

is 
20 

30 

-36 
42 

48 

54 

~LQG 

53.00 

105.00 

208.00 

31W:l:G 
386.00 

454,00 
526.00 

788.00 
L371.00 

J,7JI.VV 

4,918.00 

POA 

12 

17 
24 

36-
55 
70 

80 

85 
105 

160 

240 

:3::'0: 
490 

: 5:0 
160 

12-0 
3D 

40 

30 
20 

12 

10 

5 

2 

He J: ~'I CORPORATE 110_L r~[[ I Y.D _OQ ~JJ" r.' /:;:. ;j~ 'Lee 
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Item 
Cod. 

Ship Size 
Code (IN) 

Price 
Weight crt 

(LBS) QIy. 

THREADED 250 LB. FLANGE FOR DUCTILE PIPE 
fl2-50D03 
FL250D04 

fl250D06 
FL250D08 

R250Dl-G 

FL250D 12 

fl250D:l:4 
FL250D16 

FL250D20 

fl25QD24 

3 
4 

6 
8 

12 

16 
· 1:9 

20 

24 

$50,00 

67.00 

10600 
174.00 

261 ~OG 

360.00 

5B5~OO 

80~.00 

! ,024.00 

1,174,00 

12 

22 

32 
51 
7-7 

100 

!25 
H5 

220 

335 

200 
120 

80 
40 

30 

20 

10 

8 

8 

DUCTILE IRON MJ THREADED BELL FOR DUCTILE 
PiPE (LESS ACCS.j 

flAB03 3 
FLAB04 4 

flAB-O,s,; () 
FU\B08 

FLAB16 

flASi-;ij" 
FLAB20 

flAB-24 
FLAB30 

flAB36 
iLA[\42 

3 

lD 
12 
1J 

16 

· tB 

20 

24 
30 

36 
42 

$55,00 
75.00 

lJO~OG 

161.00 

306.00 

.145_00 

637.00 

979,00 
1,712.00 

2J59,00 
J,UOO.VV 

Ducm.E iRON A.NCHOR FlANGE 

[LA03 
FLA04 

flAQ6 
FU\08 

FLA12 

ftAl:4::" 

FLA 16 

flAi8 
FLA20 

flA24 
FLA30 

:FLA36 
iLA42 

flA48 

FLA54 

4 

3 

lD 
12 

· '1:4 
16 

i8 
20 

24 
30 

36 
42 

48 

54 

$lQ,QQ 
12.00 

16,00 
20.00 

30.00 

41::00 
54.00 

oQ,QO 
75.00 

165.00 

321.00 

371-.00 

POA 

1:1 

16 
23 
31 

55 

105 

i25 
150 
235 
375 

500 
600 

4 

f? 
10 

1:2 
15 
17 
21 

25 
47 

:;7 
70 

100 

225 
144 

100 
64 

:49: : 
28 

10 

9 

5 
4 

3 
2 

800 
600 

500 
350 

200 

200: 

150 

iOO 
100 

80 
50 

40 
20 

15 
2 

N: r-.lon-Slock Item- Please call for availability "" 
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~ 
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CX 2359-107

Item 
Cod. 

Ship SiIe 
Code (IN) 

Price 

CII/2" THICK FILLER FLANGE 
FLf04,50 4 122.00 

FLF06.50 6 31.00 

FLf08,50 S 41,00 

FLF10.50 10 56.00 

FL~12.50 12 SLOD 

1""1'2 IJI" TUII""If CIII CD CII!.r.I~1: ..... , ",-. "', ..... ,' " ...... " , ............... 
FLW4.75 4 $35.00 
Fi FriA 7.'1 6 Lin nn 
FLF08./5 S 60.00 

FLF10./5 10 77.00 

; FLfl 2.75 12 JD5.00 

Cil" THICK FILLER FLANGE 
FIFD:'lfll j $?;~_oo 

FLF0401 4 46.00 

FLFMOI 6 62,00 
FLF080l 8 82.00 

;fLflOOl 18 1D6,00 

FLF1201 12 183.00 

· FLF14Cl 254.00 
FLF1601 16 304.00 

fLf180l 18 309.00 
FLF2401 24 417.00 

CI 1 1/2" THICK FILLER flANGE 
FLW41.5 4 $8CWO 

FLF061.5 6 102.00 

,0 S 

FLF10!.5 10 19J!.00 

; fLf121 :5 12 284.00 

r. .,,, TUI ..... V ell I CD " AttI ..... C 
v'~ 1111"-''- " ...... '" , L ............. 

r:;LF0302 3 }lOS.OO 
FLF0402 " 102.00 

; FLI"0602 ;6 13300 
FI FORm R 14?_OO 

· FLF1002 10 243.00 

FLF1202 12 270,00 

· FLF1402 14 507DO 
FLF1602 16 606.00 

iLi'13-02 13 

FLF2002 20 717,00 

FLF2402 24 833.00 

~I: Non·Stock Item· Please call for availability 

Weigh! crt 
(LBS) oty. 

, 300 

8 120 

11 2:40 
15 180 

21 f2D 

,9 26[)' 

i/ EiO 

16 100 

23 100 

27 60 

11 1'00" 
12 150 

16 120 
22 80 

30 /5 
42 50 

6-2 
75 

16 

103 

19 100 
23 80 

31 6[) 

t!3 50 

64 35 

22 50 

25 80 

3:3 60 
44 40 

60 36 

/8 25 

125 

149 
1,5:2 

176 

205 

Item 
Code 

Ship SiIe 
Code (IN) 

CI 3" THICK FILLER FLANGES 
FLF030J 3 

FLF0403 4 

FLF0603 6 
FLF0803 8 

FLF1003 1O 
FLF1203 12 

HFl403 14 
FLF1603 16 

FLF200-3 20 

FLF2403 24 

CI 4" THICK FILLER FLANGES 
'FI'F0404' 4 

FLF0604 6 

FLF0804 S 
FLF1004 10 

'fLfl204 12 

FLF2004 20 

.FL.F2406 

Page 115 

Confidential 

Price List 
FABRICATOR PRODUCTS 

UPL.09.02 

Price 
Weigh! crt 

(LBS) Qty. 

$lO$,QO 32 90 

152.00 39 60 

196.D0 50 40 
283.00 70 25 

325.00 s:s 25 

578.00 129 15 

171;00 . 139 
909.00 22~ 

1.076.00 265 

1,25l.lJO 308 

·i::;i-SR_OO 60 16 

345.00 80 24 

516.00 120 9 
594.00 148 20 

897;00 ;208 12 

1,435.00 353 
1..45,f,,00 .410 " 

He!: ~IICORPORI\TEI10 _r~[[1 

ivicVvane-Ol8229 

PUBLIC

Item 
Cod. 

Ship SiIe 
Code (IN) 

Price 

CII/2" THICK FILLER FLANGE 
FLf04,50 4 122.00 

FLF06.50 6 31.00 

FLf08,50 S 41,00 

FLF10.50 10 56.00 

FL~12.50 12 SLOD 

1""1'2 IJI" TUII""If CIII CD CII!.r.I~1: ..... , ",-. "', ..... ,' " ...... " , ............... 
FLW4.75 4 $35.00 
Fi FriA 7.'1 6 Lin nn 
FLF08./5 S 60.00 

FLF10./5 10 77.00 

; FLfl 2.75 12 JD5.00 

Cil" THICK FILLER FLANGE 
FIFD:'lfll j $?;~_oo 

FLF0401 4 46.00 

FLFMOI 6 62,00 
FLF080l 8 82.00 

;fLflOOl 18 1D6,00 

FLF1201 12 183.00 

· FLF14Cl 254.00 
FLF1601 16 304.00 

fLf180l 18 309.00 
FLF2401 24 417.00 

CI 1 1/2" THICK FILLER flANGE 
FLW41.5 4 $8CWO 

FLF061.5 6 102.00 

,0 S 

FLF10!.5 10 19J!.00 

; fLf121 :5 12 284.00 

r. .,,, TUI ..... V ell I CD " AttI ..... C 
v'~ 1111"-''- " ...... '" , L ............. 

r:;LF0302 3 }lOS.OO 
FLF0402 " 102.00 

; FLI"0602 ;6 13300 
FI FORm R 14?_OO 

· FLF1002 10 243.00 

FLF1202 12 270,00 

· FLF1402 14 507DO 
FLF1602 16 606.00 

iLi'13-02 13 

FLF2002 20 717,00 

FLF2402 24 833.00 

~I: Non·Stock Item· Please call for availability 

Weigh! crt 
(LBS) oty. 

, 300 

8 120 

11 2:40 
15 180 

21 f2D 

,9 26[)' 

i/ EiO 

16 100 

23 100 

27 60 

11 1'00" 
12 150 

16 120 
22 80 

30 /5 
42 50 

6-2 
75 

16 

103 

19 100 
23 80 

31 6[) 

t!3 50 

64 35 

22 50 

25 80 

3:3 60 
44 40 

60 36 

/8 25 

125 

149 
1,5:2 

176 

205 

Item 
Code 

Ship SiIe 
Code (IN) 

CI 3" THICK FILLER FLANGES 
FLF030J 3 

FLF0403 4 

FLF0603 6 
FLF0803 8 

FLF1003 1O 
FLF1203 12 

HFl403 14 
FLF1603 16 

FLF200-3 20 

FLF2403 24 

CI 4" THICK FILLER FLANGES 
'FI'F0404' 4 

FLF0604 6 

FLF0804 S 
FLF1004 10 

'fLfl204 12 

FLF2004 20 

.FL.F2406 
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Confidential 

Price List 
FABRICATOR PRODUCTS 

UPL.09.02 

Price 
Weigh! crt 

(LBS) Qty. 

$lO$,QO 32 90 

152.00 39 60 

196.D0 50 40 
283.00 70 25 

325.00 s:s 25 

578.00 129 15 

171;00 . 139 
909.00 22~ 

1.076.00 265 

1,25l.lJO 308 

·i::;i-SR_OO 60 16 

345.00 80 24 

516.00 120 9 
594.00 148 20 

897;00 ;208 12 

1,435.00 353 
1..45,f,,00 .410 " 

He!: ~IICORPORI\TEI10 _r~[[1 
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CX 2359-108

tiOTES: 

""A 

Page 116 
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CX 2359-110

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 

ellO MJ 90 BEND 

4 
6 

8 

10 

12 
14 

16 

18 

20 

24 

30 
36 

42 

48 

MJDB9004P401 

MJDB9006P401 

MJDB'7008P401 

MJDB9010P401 

MJ DB9012P40 1 
M InR90l4P401 

MJDB9016P401 

MJDB9018P401 

MJDB9020P401 

MJDB9024P401 

MJDB9030P401 
MJDB9036P401 

MJDB9042P401 

MJDB9048P401 

enD Mj 45 BEND 
4 

6 

8 
10 

1"2 
14 

16 

18 

20 

24 

30 

36 

MJDB4504P401 

MJDB4506P401 

MJ DB4508P40l 

ivUDB4510P401 

iv1JDB451"2P401 
iv1JDB4514P401 
MJlJb40 I 61-'401 

MJDB4518P401 

MJD[34520P401 

i'v'IJDB4.')24P401 

i'vUDB4530P401 

ivUDB4536P401 

iv1JDB4542P401 

iv1JDB;J5;J8P;JOl 

C110 "~"J 22 1/2 BEND 
4 

6 

8 
10 

12 

14 

16 

IR 

20 

24 

30 

36 

42 

48 

ivUuB22CJ4P401 

:vUDB2206P;J0l 

:",UDB2208P401 

;vUDB2210P401 

IvU DB2212P401 

MJDG2214i'401 

MJ DB2216P40 1 

Iv1InR??lRP401 

IvUDB2220P401 

IvUDB2224P401 

MJDB2230P401 

MJDB2236P401 

MJDB2242P401 

MJDB2248P401 

Dame'S!!c 
Item Code 

MJDB9004P40! D 

MJDB9006P401 D 

MJDB'7003P401 D 

MJDB9010P401 D 

MJDB9012P40lD 
M InR9n14P401 n 

MJDB9016P40lD 

MJDB9018P401 D 

MJDB902()P40 I D 
MJDB9024P40lD 

MJDB9030P40ID 
MJDB9036P401 D 

MJDB9042P401 D 

MJDB9048P401 D 

MJDB4504P401 D 

MJDB4506P40lD 

MJDB4508P40ID 

iviJDB451OP401 D 

ivuDB451 "2P401 D 
MJDB4514P401 D 
MJl)b~161-'40IlJ 

MJD8451SP401 D 

tv'IJD345:20P401 D 
rVIJD84S24P401 D 

r'vUDB4530P401 D 

!viJDB4536P401 D 

!\lijD84542PLlOl D 

i-AJD8;J5~8P~01 D 

!',/UuB2204P401 u 

i-AJDB2206P~01 D 

r-.~,JDB2208P401 D 

i-i,JDB221OP401 D 

MJDB2212P401 D 

MJDB2216P40lD 

IvUfJR??lRP401 n 
1\~JDB222.0P401 D 

(OAJDB2224P401 D 

MJDB2230P40ID 

MJDB2236P40lD 

MJDB2242P40lD 

MJDB2248P40ID 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 118 

Confidential 

les~ Acce~sory 
List Price 

371.00 

448.00 
578.00 

829.00 

1056.00 
I 781 on 
2,071 00 
3,043.00 

2,52100 

6.235.00 

POA 
POA 

POA 

POA 

334.00 

405.00 

506.00 

091.00 
886.00 

i ,434.00 

L, IOL.OO 
0'lAAr.n 
L"y-t'-t.vv 

0,"tlv.VU 

4,.')11.00 

POA 

POA 
PO,A, 
PO,A, 

342.CO 

~16.oo 

506,00 

719,00 

8'72,00 

I,,",,,-,",,VU 

1.882.00 
?4?f, on 
3,471.00 

4,89200 

POA 

POA 

POA 

POA 

We!gh!~ 
(Lbs) 

55 
85 
125 

190 

255 
140 
430 
545 

680 

1025 

1690 
2475 

3410 
4595 

50 

75 

110 

155 

2i5 
270 
::i40 

420 

530 
7.').') 

1380 

2095 

2955 

;J080 

50 

75 
110 

160 

220 

275 

345 
4.10 

5-35 

765 

1400 

2135 

3020 

4170 

HCUS ~,II CORPORATE 110 __ -pee 
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PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 

ellO MJ 90 BEND 

4 
6 

8 

10 

12 
14 

16 

18 

20 

24 

30 
36 

42 

48 

MJDB9004P401 

MJDB9006P401 

MJDB'7008P401 

MJDB9010P401 

MJ DB9012P40 1 
M InR90l4P401 

MJDB9016P401 

MJDB9018P401 

MJDB9020P401 

MJDB9024P401 

MJDB9030P401 
MJDB9036P401 

MJDB9042P401 

MJDB9048P401 

enD Mj 45 BEND 
4 

6 

8 
10 

1"2 
14 

16 

18 

20 

24 

30 

36 

MJDB4504P401 

MJDB4506P401 

MJ DB4508P40l 

ivUDB4510P401 

iv1JDB451"2P401 
iv1JDB4514P401 
MJlJb40 I 61-'401 

MJDB4518P401 

MJD[34520P401 

i'v'IJDB4.')24P401 

i'vUDB4530P401 

ivUDB4536P401 

iv1JDB4542P401 

iv1JDB;J5;J8P;JOl 

C110 "~"J 22 1/2 BEND 
4 

6 

8 
10 

12 

14 

16 

IR 

20 

24 

30 

36 

42 

48 

ivUuB22CJ4P401 

:vUDB2206P;J0l 

:",UDB2208P401 

;vUDB2210P401 

IvU DB2212P401 

MJDG2214i'401 

MJ DB2216P40 1 

Iv1InR??lRP401 

IvUDB2220P401 

IvUDB2224P401 

MJDB2230P401 

MJDB2236P401 

MJDB2242P401 

MJDB2248P401 

Dame'S!!c 
Item Code 

MJDB9004P40! D 

MJDB9006P401 D 

MJDB'7003P401 D 

MJDB9010P401 D 

MJDB9012P40lD 
M InR9n14P401 n 

MJDB9016P40lD 

MJDB9018P401 D 

MJDB902()P40 I D 
MJDB9024P40lD 

MJDB9030P40ID 
MJDB9036P401 D 

MJDB9042P401 D 

MJDB9048P401 D 

MJDB4504P401 D 

MJDB4506P40lD 

MJDB4508P40ID 

iviJDB451OP401 D 

ivuDB451 "2P401 D 
MJDB4514P401 D 
MJl)b~161-'40IlJ 

MJD8451SP401 D 

tv'IJD345:20P401 D 
rVIJD84S24P401 D 

r'vUDB4530P401 D 

!viJDB4536P401 D 

!\lijD84542PLlOl D 

i-AJD8;J5~8P~01 D 

!',/UuB2204P401 u 

i-AJDB2206P~01 D 

r-.~,JDB2208P401 D 

i-i,JDB221OP401 D 

MJDB2212P401 D 

MJDB2216P40lD 

IvUfJR??lRP401 n 
1\~JDB222.0P401 D 

(OAJDB2224P401 D 

MJDB2230P40ID 

MJDB2236P40lD 

MJDB2242P40lD 

MJDB2248P40ID 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 118 

Confidential 

les~ Acce~sory 
List Price 

371.00 

448.00 
578.00 

829.00 

1056.00 
I 781 on 
2,071 00 
3,043.00 

2,52100 

6.235.00 

POA 
POA 

POA 

POA 

334.00 

405.00 

506.00 

091.00 
886.00 

i ,434.00 

L, IOL.OO 
0'lAAr.n 
L"y-t'-t.vv 

0,"tlv.VU 

4,.')11.00 

POA 

POA 
PO,A, 
PO,A, 

342.CO 

~16.oo 

506,00 

719,00 

8'72,00 

I,,",,,-,",,VU 

1.882.00 
?4?f, on 
3,471.00 

4,89200 

POA 

POA 

POA 

POA 

We!gh!~ 
(Lbs) 

55 
85 
125 

190 

255 
140 
430 
545 

680 

1025 

1690 
2475 

3410 
4595 

50 

75 

110 

155 

2i5 
270 
::i40 

420 

530 
7.').') 

1380 

2095 

2955 

;J080 

50 

75 
110 

160 

220 

275 

345 
4.10 

5-35 

765 

1400 

2135 

3020 

4170 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8232 



CX 2359-111

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

ellO MJ 11 1/4 BEND --- 4 
~ 6 ~ 

J \ 8 

10 

12 

14 

16 

18 

20 

24 

30 

36 

42 

48 

Ci 10 Mj TEE 

-~- 4x3 

IITt' '-rrII 4 

IIII IIII 6x3 
11- --II • • 6x4 

6 

8x4 

8x6 

8 
10 x4 
10 x6 
10 X 8 

iO 

1"2 X 4 

12 X 6 

12 X S 

12 X 10 
17 

14 x 6 

14 y 8 

H X 10 

14x 12 

14 

16 X 6 

16 X 8 

16xlO 
I {-, X 17 

16 X 14 

16 

18 X 6 

18 X 8 

18 X 10 

18 X 12 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

MJDBl104P401 MJDBl104P401 D 

MJDBl106P401 MJDBI 106P401 0 

MJDBll08P401 MJD81103P401D 

MJDB1110P401 MJDBlllOP401 D 
MJDBll12P401 MJDBl112P40lD 
M InRI 114P401 M InR1114P40] n 

MJDBlll6P401 MJDBll16P40lD 

MJDBII18P401 MJDBII18P401 D 

IvUDBl120P401 MJDBII20P401 D 

MJDBl124P40l MJDBI124P401 D 

MJDBl130P40l MJDBII30P401 D 

MJDB I I 36P401 MJDBI 1 36P401 0 

MJDBI142P401 MJDBI 1 42P401 0 

MJDBI148P401 MJDBI 1 48P401 0 

MJDT0403P401 MJDT0403P401 D 

MJDT0404P401 MJDT0404P401 D 

MJDT0603P401 MJDT0603P401 D 

MJIJIU6041-'401 MJLJI06041-'401l) 

MJDT0606P401 MJDT0606P401 D 

MJDT0804P401 MJDT0804P40lD 

MJDT0806P401 MJDT0806P40lD 

tvU OTOBOSP 401 rVIJDT0808P401D 

tvU OT i 004P 40 i r'vUDTl004P401 D 
ivUDT1006P401 ivUDTl006P401 D 

iv1 j DT 1 008P 40 1 rvuDTl008P401 D 

MJDTi 0lOP401 MJDTlO1OP40i D 

MJIJII "2U41-'401 MJDII"2U41-'4UIIJ 

MJDT1206P401 MJDT1206P401 D 

MJDT120Si'401 MJDT120Si'401 D 

l'vUDT1210P401 i'v'IJDT121OP401 D 

i'vUml 71 7P401 i'vUml 71 7P401rJ 

MJDTI406P401 MJDT1406P401 D 

t'!1 J DT 1 408P 40 1 t,AJDT1408P401D 

Iv1JDll;J10P;J0! i-AJDT1!J10P;J01D 

Iv1JDI!412P40! i-.~JDT1412P401 D 

MJDll414P401 MJDT1414P401D 

MJDlI606P401 MJDTI606P401 D 

MJDTI608P401 MJDTI608P40lD 

MJDTI6lOP401 MJDTJ 610P401 D 
M.mTIf,I?P401 M.IDTl {-, I ?P4011:l 

MJDT1614P401 MJDTI614P40lD 

MJDT1616P401 MJDT1616P401D 

MJDT1806P401 MJDT1806P401 D 

MJDT1808P401 MJDT1808P401 D 

MJDTI81OP401 MJDT181OP401 D 

MJDT1812P401 MJDT1812P401 D 

[Cali/or Availability] 

Page 119 

Confidential 

les~ Acce~sory 
List Price 

347.00 

416.OJ 

506.00 

719.00 

909.00 
I ,'171 on 

1 ,882.00 

2,426.00 

3,498.00 

4.892.00 

POA 

POA 

POA 

POA 

496.00 

558.00 

607.00 

641.00 

674.00 

771.00 

815.00 

K'2.OJ 

1,079.00 

1,122.00 

i,155.00 
i ,378.00 

1,::l"28.0-0-, 'l':lO f\f\ 
1,00U.'UU 

1 ,,0. 1 M 
I,"-+VI.VV 

I,OO-J.VU 

1,cS91.00 

2,799 DO 

2,894.00 

3,035.00 

3,179.00 

3,321.00 

2,998.00 

3,041.00 

3,199.00 

J,77B.OO 

4,131.00 

4,114.00 

3,352.00 

3.436.00 

3,582.00 

3,586.00 

We!gh!~ 
(Lbs) 

50 

75 

110 

160 

220 
77,'1 

345 

430 

540 

770 

1410 

2145 

3035 

4190 

75 

80 

110 

110 

125 

165 

175 

18S 
235 

250 

260 

310 

::lIt: 

325 

340 

390 

4lO 

4.35 

450 

!J65 

495 

520 
540 

550 

570 

590 

620 

650 

590 

605 

620 

640 

HCUS ~,'I CORPORATE 110 __ -pee 

ivicVvane-Ol8233 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

ellO MJ 11 1/4 BEND --- 4 
~ 6 ~ 

J \ 8 

10 

12 

14 

16 

18 

20 

24 

30 

36 

42 

48 

Ci 10 Mj TEE 

-~- 4x3 

IITt' '-rrII 4 

IIII IIII 6x3 
11- --II • • 6x4 

6 

8x4 

8x6 

8 
10 x4 
10 x6 
10 X 8 

iO 

1"2 X 4 

12 X 6 

12 X S 

12 X 10 
17 

14 x 6 

14 y 8 

H X 10 

14x 12 

14 

16 X 6 

16 X 8 

16xlO 
I {-, X 17 

16 X 14 

16 

18 X 6 

18 X 8 

18 X 10 

18 X 12 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

MJDBl104P401 MJDBl104P401 D 

MJDBl106P401 MJDBI 106P401 0 

MJDBll08P401 MJD81103P401D 

MJDB1110P401 MJDBlllOP401 D 
MJDBll12P401 MJDBl112P40lD 
M InRI 114P401 M InR1114P40] n 

MJDBlll6P401 MJDBll16P40lD 

MJDBII18P401 MJDBII18P401 D 

IvUDBl120P401 MJDBII20P401 D 

MJDBl124P40l MJDBI124P401 D 

MJDBl130P40l MJDBII30P401 D 

MJDB I I 36P401 MJDBI 1 36P401 0 

MJDBI142P401 MJDBI 1 42P401 0 

MJDBI148P401 MJDBI 1 48P401 0 

MJDT0403P401 MJDT0403P401 D 

MJDT0404P401 MJDT0404P401 D 

MJDT0603P401 MJDT0603P401 D 

MJIJIU6041-'401 MJLJI06041-'401l) 

MJDT0606P401 MJDT0606P401 D 

MJDT0804P401 MJDT0804P40lD 

MJDT0806P401 MJDT0806P40lD 

tvU OTOBOSP 401 rVIJDT0808P401D 

tvU OT i 004P 40 i r'vUDTl004P401 D 
ivUDT1006P401 ivUDTl006P401 D 

iv1 j DT 1 008P 40 1 rvuDTl008P401 D 

MJDTi 0lOP401 MJDTlO1OP40i D 

MJIJII "2U41-'401 MJDII"2U41-'4UIIJ 

MJDT1206P401 MJDT1206P401 D 

MJDT120Si'401 MJDT120Si'401 D 

l'vUDT1210P401 i'v'IJDT121OP401 D 

i'vUml 71 7P401 i'vUml 71 7P401rJ 

MJDTI406P401 MJDT1406P401 D 

t'!1 J DT 1 408P 40 1 t,AJDT1408P401D 

Iv1JDll;J10P;J0! i-AJDT1!J10P;J01D 

Iv1JDI!412P40! i-.~JDT1412P401 D 

MJDll414P401 MJDT1414P401D 

MJDlI606P401 MJDTI606P401 D 

MJDTI608P401 MJDTI608P40lD 

MJDTI6lOP401 MJDTJ 610P401 D 
M.mTIf,I?P401 M.IDTl {-, I ?P4011:l 

MJDT1614P401 MJDTI614P40lD 

MJDT1616P401 MJDT1616P401D 

MJDT1806P401 MJDT1806P401 D 

MJDT1808P401 MJDT1808P401 D 

MJDTI81OP401 MJDT181OP401 D 

MJDT1812P401 MJDT1812P401 D 

[Cali/or Availability] 

Page 119 

Confidential 

les~ Acce~sory 
List Price 

347.00 

416.OJ 

506.00 

719.00 

909.00 
I ,'171 on 

1 ,882.00 

2,426.00 

3,498.00 

4.892.00 

POA 

POA 

POA 

POA 

496.00 

558.00 

607.00 

641.00 

674.00 

771.00 

815.00 

K'2.OJ 

1,079.00 

1,122.00 

i,155.00 
i ,378.00 

1,::l"28.0-0-, 'l':lO f\f\ 
1,00U.'UU 

1 ,,0. 1 M 
I,"-+VI.VV 

I,OO-J.VU 

1,cS91.00 

2,799 DO 

2,894.00 

3,035.00 

3,179.00 

3,321.00 

2,998.00 

3,041.00 

3,199.00 

J,77B.OO 

4,131.00 

4,114.00 

3,352.00 

3.436.00 

3,582.00 

3,586.00 

We!gh!~ 
(Lbs) 

50 

75 

110 

160 

220 
77,'1 

345 

430 

540 

770 

1410 

2145 

3035 

4190 

75 

80 

110 

110 

125 

165 

175 

18S 
235 

250 

260 

310 

::lIt: 

325 

340 

390 

4lO 

4.35 

450 

!J65 

495 

520 
540 

550 

570 

590 

620 

650 

590 

605 

620 

640 

HCUS ~,'I CORPORATE 110 __ -pee 

ivicVvane-Ol8233 



CX 2359-112

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size urL.U7.U.£ (Inches) 

18 X 14 

18x 16 
IR 

20 y 6 

20 X 8 
20 X 10 
20 X 12 
20 X 14 
20 X 16 
20 X J8 

20 

24 x6 
24 X 8 

-24 X 10 
'24 X 12 

'24 X 14 

24 X 16 

24 X 18 

24 X 20 

24 
30 x 6 

30 X 8 
30 X 10 

30 X 12 

30 X 14 

30 X 16 

30x 18 

:lO X 70 

30 X 24 

30 

36 x8 

36 X 10 

36 X 12 

36 X 14 

36 X 16 

36 X 18 

36 X 20 

36 X 24 

30x30 

36 
42 X 12 

4'2 X 14 

42 X 16 

42x 18 

42" 20 

42x 24 

42x30 

42 X 36 

-12 

48 X 12 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

No!!-Domest!c Do!'!'!e'S!!c 
Item Code Item Code 

MJDTI814P401 MJDTlSI4P401 D 

MJDTI816P401 MJDTl816P401 D 

M.mTIR1RP401 M.lfJT1R1RP401i:l 

~vl J DT2006P 40 1 !vUDT2006P401 D 
M J DT2008P 40 1 MJDT2008P401 D 

MJDT20lOP401 MJDT20lOP401 D 

MJDT2012P401 MJDT2012P401 D 

MJDT20l4P401 MJDT2014P401 D 

MJDT2016P401 MJDT2016P401 D 

MJDT2018P401 MJDT2018P401 D 

MJDT2020P401 MJDT2020P401 D 

MJDT2406P401 MJD12406P401 D 

MJDT2408P401 ivUDT2408P401 D 

MJDT2410P401 fvUDT-2410P401 D 

MJDT241 '2P401 MJDL241'2P4C11 D 
MJlJl ',241 4P40 I MJLJI'2414P401lJ 

,'i,JDT2416P401 MJDT2416P401 D 
,'v',JDT2418i'401 MJDT241Si'401 D 

tV'lJ DT2420P 40 1 i'v'IJDT2420P401 D 

ivUDT2424P401 r'vUDT2424P401 D 
i',I\JDT.3006P4C)1 ivUDT3006P401 D 

r)'.JDT3C()8PLi-Oi i\li, J DT 3008 P 4C) 1 D 

r·.A.JDT3010PIJ01 i-AJDT3010P;JOl D 

r..'.JDT3012P401 MJDT3012P401D 

f,j.JDT3014P401 MJDT3014P401D 

,'j.JDT3016P401 ~ .. AJDT30 16P401 0 

MJDT3018P401 MJDT3018P401 D 

M.lrlB070P401 M.I DB070P 401 rl 

Mmn024P401 MJOn024P401 D 

MJDT-3030P401 tvUDD030P401 D 

MJDT3608P401 MJDT3608P401 D 

MJDT3610P401 MJDT361OP401 D 

MJDT3612P401 MJDT3612P401D 

MJDT3614P401 MJDT3614P401D 

MJDT3616P401 MJDT3616P401D 

MJDT3618P401 MJDT3618P401 D 

MJDT3620P401 MJDT3620P401 D 

MJDT3624P401 MJDT3624P401 D 

MJDT3630P401 iviJDT3630P401 D 

MJDT3636P40i (VUDT3636P40i D 

MJDT421 '2P401 MJDT421'2P4C11 D 

MJlJI4'21 41-'40 I MJDI4'2I 41-'401l) 

.'j.JDT4216P401 MJDT4216P401 D 

tv'IJDT4218P401 tv'IJDT4218P401 D 

tv'JJDT4220P401 MJDT4220P401 D 

ivUDT4224P401 r'vUDT4224P401 D 

MJDT4230P401 iviJDT4230P401 D 
tvi.J Dr 4236PLli)i i\li,J DT 4236P4C)1 D 

r·.A.J DT -12-12P!J0 1 i-AJDT ;J2-12P;JOl D 

r..'.JDT4812P401 MJDT4812P401 D 

[Cali/or Availability] 

Page 120 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

4,421.00 755 

4,622.00 785 

4.7S1.00 R?O 

3B16.00 725 
4,080,00 735 

4,222,00 755 

4,222,00 775 

4,483.00 795 

5,281.00 945 

5,601.00 985 

5.714.00 lOLO 
6,070,00 985 
6,] 67,00 JOOO 
6,302.00 1020 

6,317,00 1030 

6,4';'2.00 1000 
L L"CiO nn 1075 U,U0U.VU 

O/77nn 1400 U,UII.VU 

7,VV7.VV 1450 

9,558.00 1535 
PCJA I 73'J 

PC\A. 17LlS 

PO,A, 1760 
PO,!l, 1780 
PO,A, 1800 

POA lS'2J 
POA 1845 

POA 1875 

POA 2400 

POA. 2595 
POA 25LO 
POA 2535 

POA 2550 

POA 2570 

POA 2585 

POA 2610 

POA 2635 

POA 2690 

POA 3545 

POA 3745 

POA 3555 

eOA :3010 

POA 3595 

POA 3615 

POA 3640 

POA 3690 

POA 4650 
PC\A. 488C) 
PO,A, 5085 
PO,!l, 4870 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8234 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size urL.U7.U.£ (Inches) 

18 X 14 

18x 16 
IR 

20 y 6 

20 X 8 
20 X 10 
20 X 12 
20 X 14 
20 X 16 
20 X J8 

20 

24 x6 
24 X 8 

-24 X 10 
'24 X 12 

'24 X 14 

24 X 16 

24 X 18 

24 X 20 

24 
30 x 6 

30 X 8 
30 X 10 

30 X 12 

30 X 14 

30 X 16 

30x 18 

:lO X 70 

30 X 24 

30 

36 x8 

36 X 10 

36 X 12 

36 X 14 

36 X 16 

36 X 18 

36 X 20 

36 X 24 

30x30 

36 
42 X 12 

4'2 X 14 

42 X 16 

42x 18 

42" 20 

42x 24 

42x30 

42 X 36 

-12 

48 X 12 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

No!!-Domest!c Do!'!'!e'S!!c 
Item Code Item Code 

MJDTI814P401 MJDTlSI4P401 D 

MJDTI816P401 MJDTl816P401 D 

M.mTIR1RP401 M.lfJT1R1RP401i:l 

~vl J DT2006P 40 1 !vUDT2006P401 D 
M J DT2008P 40 1 MJDT2008P401 D 

MJDT20lOP401 MJDT20lOP401 D 

MJDT2012P401 MJDT2012P401 D 

MJDT20l4P401 MJDT2014P401 D 

MJDT2016P401 MJDT2016P401 D 

MJDT2018P401 MJDT2018P401 D 

MJDT2020P401 MJDT2020P401 D 

MJDT2406P401 MJD12406P401 D 

MJDT2408P401 ivUDT2408P401 D 

MJDT2410P401 fvUDT-2410P401 D 

MJDT241 '2P401 MJDL241'2P4C11 D 
MJlJl ',241 4P40 I MJLJI'2414P401lJ 

,'i,JDT2416P401 MJDT2416P401 D 
,'v',JDT2418i'401 MJDT241Si'401 D 

tV'lJ DT2420P 40 1 i'v'IJDT2420P401 D 

ivUDT2424P401 r'vUDT2424P401 D 
i',I\JDT.3006P4C)1 ivUDT3006P401 D 

r)'.JDT3C()8PLi-Oi i\li, J DT 3008 P 4C) 1 D 

r·.A.JDT3010PIJ01 i-AJDT3010P;JOl D 

r..'.JDT3012P401 MJDT3012P401D 

f,j.JDT3014P401 MJDT3014P401D 

,'j.JDT3016P401 ~ .. AJDT30 16P401 0 

MJDT3018P401 MJDT3018P401 D 

M.lrlB070P401 M.I DB070P 401 rl 

Mmn024P401 MJOn024P401 D 

MJDT-3030P401 tvUDD030P401 D 

MJDT3608P401 MJDT3608P401 D 

MJDT3610P401 MJDT361OP401 D 

MJDT3612P401 MJDT3612P401D 

MJDT3614P401 MJDT3614P401D 

MJDT3616P401 MJDT3616P401D 

MJDT3618P401 MJDT3618P401 D 

MJDT3620P401 MJDT3620P401 D 

MJDT3624P401 MJDT3624P401 D 

MJDT3630P401 iviJDT3630P401 D 

MJDT3636P40i (VUDT3636P40i D 

MJDT421 '2P401 MJDT421'2P4C11 D 

MJlJI4'21 41-'40 I MJDI4'2I 41-'401l) 

.'j.JDT4216P401 MJDT4216P401 D 

tv'IJDT4218P401 tv'IJDT4218P401 D 

tv'JJDT4220P401 MJDT4220P401 D 

ivUDT4224P401 r'vUDT4224P401 D 

MJDT4230P401 iviJDT4230P401 D 
tvi.J Dr 4236PLli)i i\li,J DT 4236P4C)1 D 

r·.A.J DT -12-12P!J0 1 i-AJDT ;J2-12P;JOl D 

r..'.JDT4812P401 MJDT4812P401 D 

[Cali/or Availability] 

Page 120 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

4,421.00 755 

4,622.00 785 

4.7S1.00 R?O 

3B16.00 725 
4,080,00 735 

4,222,00 755 

4,222,00 775 

4,483.00 795 

5,281.00 945 

5,601.00 985 

5.714.00 lOLO 
6,070,00 985 
6,] 67,00 JOOO 
6,302.00 1020 

6,317,00 1030 

6,4';'2.00 1000 
L L"CiO nn 1075 U,U0U.VU 

O/77nn 1400 U,UII.VU 

7,VV7.VV 1450 

9,558.00 1535 
PCJA I 73'J 

PC\A. 17LlS 

PO,A, 1760 
PO,!l, 1780 
PO,A, 1800 

POA lS'2J 
POA 1845 

POA 1875 

POA 2400 

POA. 2595 
POA 25LO 
POA 2535 

POA 2550 

POA 2570 

POA 2585 

POA 2610 

POA 2635 

POA 2690 

POA 3545 

POA 3745 

POA 3555 

eOA :3010 

POA 3595 

POA 3615 

POA 3640 

POA 3690 

POA 4650 
PC\A. 488C) 
PO,A, 5085 
PO,!l, 4870 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8234 



CX 2359-113

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

48 X 14 MJDT4814P401 MJDT4814P401 D POA 4885 

48x 16 MJDT4816P401 MJDT4816P401 D POA 4905 

48 X lR M.JfJT4R1RP401 M.lfJT4R1RP401i:l POA 49),,) 

48 >( 20 ~vl J DT 4820P 40 1 !vUDT4820P401 D POA 4950 
48 X 24 MJDT4824P401 MJDT4824P401 D POA 4995 

48 X 30 MJDT4830P401 MJDT4830P401 D POA 5140 

48 X 36 MJDT4836P401 MJDT4836P401 D POA 6200 

48 X 42 MJDT4842P401 MJDT4842P401 D POA 6510 

48 MJDT4848P401 MJDT4848P40l D POA 6765 

i t""' CliO MJ X FlG TEE 

W U 4x3 MJDFT0403P401 MJDFT0403P401 D 704.00 69 
IIII IIII 

ill I IIII 4 MJDFT0404P401 MJDFT0404P401 D 76400 74 

f" '/I 6x3 MJDFT0603P401 MJDFT0603P401 D 971.00 107 

6x4 MJDFT0604P401 MJDFT0604P401 D 881.00 109 

6 MJDFT0606P401 MJDFT0606P401 D 1.01200 115 

8x3 iviJ DFT0803P40i iviJDFT0803P401 D i ,276.00 150 

8x4 MJDFT0804P40i IvuDFT0804P401 D i ,222.00 i59 

"x6 MJl)~IUtlU6t-'4UI MJUI-IlltlU61-'4UI U I, IJ~.UU 16:0 

8 MJDFT0808P401 MJDFT080BP401 D 1.42B.00 175 

10 x4 MJDFTlOO4P401 MJDFT1004P401 D 1 7'-",...,,...,,..., 229 1,I.i...V.VV 

10 x6 MJDrTl00Gr401 rv',JDiTl006r401 D 1 ,,.,,.., ",..., 
240 1 ,'+l'::'.VV 

10 X 8 i'vUDFTlOO8P401 rV,JDFT1008P401 D I,-!OV.VV 250 
10 i'vU DFTl 01 OP401 r'vUDFT1010P401 D 1.962.00 297 

12 x J iy\J DFT120JPJOi iyUDFTl204P401 D 2,399.00 309 

12 X 6 .iviJDFTI206PL1()i .ivUDFTl206P401 D 1,764.0[1 315 

12 x8 :vUDFT1208P101 !-AJDFTl208P101 D 2,205.00 330 

12x 10 :vUDFTl210P401 r-.~,JDFTl210P401 D 3,254.00 378 

12 rvU DFTl21 2P401 i-i,JDFTl212P401 D 3,315.00 402 

14 x6 IvU DFTl406P401 MJDFTl406P401 D ~A~7r.n 475 -..','+'+I.VV 

14 X 8 MJDFTl408P401 MJDFTl408P401 D 3.545.00 440 

14 X 10 MJDFTl41OP401 MJDFTl410P401 D 3.604.00 453 

14 X I? MlnFTl41?P4nl M InFTl41?P4nl n ,,=\ Rn.") nn 487 

14 MJDFTl414P401 MJDFTl4]4P401 D 4,048.00 570 

16 x6 MJ DFTl606P401 MJDFTl606P401 D 5.181.00 580 

16 x8 MJDFTl608P401 MJDFTl608P401 D 5.247.00 591 

16 X 10 MJDFTI61OP401 MJDFTl61 OP401 D 5.516.00 558 

16 X 12 MJDFT1612P401 MJDFTl612P401 D 5.544.00 650 

16x14 MJDFTI61 4P40l MJDFTl614P401 D 6,154.00 682 

16 MJDFTI61 6P40l MJDFTl616P401 D 6,180.00 706 

18 X 6 MJDFTI806P401 MJDFTl806P401 D 5.472.00 620 

18 X 8 MJDFTI808P401 MJDFTl808P401 D 5.551.00 634 

18x 10 MJDFT1810P40l iviJDFTl81 OP401 D 5,317.00 610 

18x 12 MJDFTl812P40l MJDFTl812P401 D 5,350.00 630 

I !::I x 14 MJUI-II!::I161-'4UI MJUI-II!::I161-'4UI U /,'1'1I.UU /J~ 

18x 16 MJDFTI816P40l MJDFTl816P401 D 8.193.00 752 

18 MJDFTI81 8P401 MJDFTl818P401 D 8.362.00 620 

20 x6 tAJDiT2J06r401 IV,JDiT2:)06r401 D / 1 --,.-, "" 715 (J,I-.J-!.VV 

20 X 8 tv'dDFTXl08P401 rV,JDFTXl08P401 D 0,1 00.VV 835 
20 x 10 Iv\J DFT20 1 OP401 r'vUDFT2010P401 D 6,354.00 780 

[Cali/or Availability] 
~ 'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':, ,rPI C ~- ~Pf' F[ °P"D.:C-~ 
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fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

48 X 14 MJDT4814P401 MJDT4814P401 D POA 4885 

48x 16 MJDT4816P401 MJDT4816P401 D POA 4905 

48 X lR M.JfJT4R1RP401 M.lfJT4R1RP401i:l POA 49),,) 

48 >( 20 ~vl J DT 4820P 40 1 !vUDT4820P401 D POA 4950 
48 X 24 MJDT4824P401 MJDT4824P401 D POA 4995 

48 X 30 MJDT4830P401 MJDT4830P401 D POA 5140 

48 X 36 MJDT4836P401 MJDT4836P401 D POA 6200 

48 X 42 MJDT4842P401 MJDT4842P401 D POA 6510 

48 MJDT4848P401 MJDT4848P40l D POA 6765 

i t""' CliO MJ X FlG TEE 

W U 4x3 MJDFT0403P401 MJDFT0403P401 D 704.00 69 
IIII IIII 

ill I IIII 4 MJDFT0404P401 MJDFT0404P401 D 76400 74 

f" '/I 6x3 MJDFT0603P401 MJDFT0603P401 D 971.00 107 

6x4 MJDFT0604P401 MJDFT0604P401 D 881.00 109 

6 MJDFT0606P401 MJDFT0606P401 D 1.01200 115 

8x3 iviJ DFT0803P40i iviJDFT0803P401 D i ,276.00 150 

8x4 MJDFT0804P40i IvuDFT0804P401 D i ,222.00 i59 

"x6 MJl)~IUtlU6t-'4UI MJUI-IlltlU61-'4UI U I, IJ~.UU 16:0 

8 MJDFT0808P401 MJDFT080BP401 D 1.42B.00 175 

10 x4 MJDFTlOO4P401 MJDFT1004P401 D 1 7'-",...,,...,,..., 229 1,I.i...V.VV 

10 x6 MJDrTl00Gr401 rv',JDiTl006r401 D 1 ,,.,,.., ",..., 
240 1 ,'+l'::'.VV 

10 X 8 i'vUDFTlOO8P401 rV,JDFT1008P401 D I,-!OV.VV 250 
10 i'vU DFTl 01 OP401 r'vUDFT1010P401 D 1.962.00 297 

12 x J iy\J DFT120JPJOi iyUDFTl204P401 D 2,399.00 309 

12 X 6 .iviJDFTI206PL1()i .ivUDFTl206P401 D 1,764.0[1 315 

12 x8 :vUDFT1208P101 !-AJDFTl208P101 D 2,205.00 330 

12x 10 :vUDFTl210P401 r-.~,JDFTl210P401 D 3,254.00 378 

12 rvU DFTl21 2P401 i-i,JDFTl212P401 D 3,315.00 402 

14 x6 IvU DFTl406P401 MJDFTl406P401 D ~A~7r.n 475 -..','+'+I.VV 

14 X 8 MJDFTl408P401 MJDFTl408P401 D 3.545.00 440 

14 X 10 MJDFTl41OP401 MJDFTl410P401 D 3.604.00 453 

14 X I? MlnFTl41?P4nl M InFTl41?P4nl n ,,=\ Rn.") nn 487 

14 MJDFTl414P401 MJDFTl4]4P401 D 4,048.00 570 

16 x6 MJ DFTl606P401 MJDFTl606P401 D 5.181.00 580 

16 x8 MJDFTl608P401 MJDFTl608P401 D 5.247.00 591 

16 X 10 MJDFTI61OP401 MJDFTl61 OP401 D 5.516.00 558 

16 X 12 MJDFT1612P401 MJDFTl612P401 D 5.544.00 650 

16x14 MJDFTI61 4P40l MJDFTl614P401 D 6,154.00 682 

16 MJDFTI61 6P40l MJDFTl616P401 D 6,180.00 706 

18 X 6 MJDFTI806P401 MJDFTl806P401 D 5.472.00 620 

18 X 8 MJDFTI808P401 MJDFTl808P401 D 5.551.00 634 

18x 10 MJDFT1810P40l iviJDFTl81 OP401 D 5,317.00 610 

18x 12 MJDFTl812P40l MJDFTl812P401 D 5,350.00 630 

I !::I x 14 MJUI-II!::I161-'4UI MJUI-II!::I161-'4UI U /,'1'1I.UU /J~ 

18x 16 MJDFTI816P40l MJDFTl816P401 D 8.193.00 752 

18 MJDFTI81 8P401 MJDFTl818P401 D 8.362.00 620 

20 x6 tAJDiT2J06r401 IV,JDiT2:)06r401 D / 1 --,.-, "" 715 (J,I-.J-!.VV 

20 X 8 tv'dDFTXl08P401 rV,JDFTXl08P401 D 0,1 00.VV 835 
20 x 10 Iv\J DFT20 1 OP401 r'vUDFT2010P401 D 6,354.00 780 

[Cali/or Availability] 
~ 'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':, ,rPI C ~- ~Pf' F[ °P"D.:C-~ 
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CX 2359-114

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Mechanical Joint Fittings rlll..t::: LI~ I 

mr Lined with Protecio 401 MJ FULL BODY- PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

20 X 12 MJDFT2012P401 MJDFT2:l12P401 D 6,458.00 866 

20x 14 MJDFT2014P401 MJDFT2:l14P401 D 6.793.00 881 

/0 X 16 M.mFT?Ol tiP401 M.lfJFT/016P401 fJ 7,/Jl.OO 940 

20 y 18 M.lDFT2018P401 !vUDFTXlI8P401 D 7,942.00 9-35 
20 MJDFT2020P401 MJDFT2)20P401 D 10,229.00 962 

24 X 6 MJDFT2406P401 MJDFT2406P401 D 9,811.00 975 

24 X 8 MJDFT2408P401 MJDFT2408P401 D 9,698.00 1000 

24 X 10 MJDFT241OP401 MJDFT2410P401 D 10,08000 1008 
24 X 12 MJDFT2412P401 MJDFT2412P401 D 8,616.00 1175 

24 X )4 MJDFT2414P401 MJDFT2414P401 D 9,742.00 1030 
24 X 16 MJDFT2416P401 MJDFT2416P401 D 9,742.00 1211 

24x 18 MJDFT2418P401 MJDfT2418P401 D 10,674.00 1354 

24 X 20 iviJDFT2420P401 ivUDFT2420P401 D lU12.0J 1669 

24 Iv1J DFT"2424P40i IvuDFT2424P401 D 12,833.00 1550 

30 X 6 Iv1J DFT3006P40 1 MJDFT3006P401 D PQA 1725 

30 X S MJml300SI-'401 MJl)]-I3JOSI-'40IlJ POA 1/40 

30 X 10 MJDFT3010P401 MJDFT3010P401 D POA 1750 

30 X 12 MJDFT3012r401 MJDFT3012r401 D rOA 1770 

30 X 14 l'vUDiTJ014P401 i'v'IJDiT3J14P401 D POA 1778 

30x 16 tvUDFT3016P401 tvUDFT3:J16P401 D POA 1786 
30 x 18 iyiJDFT3018P401 ivUDFT.3.J18P401 D PCIA 2050 

30 x:20 .iV!J DFT3():20P401 .i\li,JDFT3:J:2(]P401 D POA 21 ClJ 

30 X 2;1 ivUDFT302;1P;101 i-AJDFT302-iP;101 D PO,A, 2132 

30 MJDFT3030P401 MJDFT3030P401 D POi", 2485 

36 X 6 MJDFT3606P401 MJDFT3606P401 D POi\ 2495 

36 X 8 MJDFT3608P401 ~,AJDFT3608P401 D POA 2525 

36x 10 MJDFT361OP401 MJDFT3610P401 D POA 2525 

3fi X 1? IvU IJFT3(') 1 ?P 401 IvUDFBfil?P4011J POA ?54.') 

36 y 14 MJDFT3614P401 MJOFT.'3614P401 D POA 2570 

36 y 16 M.lDFT-3616PLlOl !vUDFT-3616P401 D POA 3160 

36 X 18 MJDFT3618P401 MJDFT3618P401 D POA 2560 

36 X 20 MJDFT3620P401 MJDFT3620P401 D POA 262D 

36 X 24 MJDFT3624P401 MJDFT3624P401 D POA 3157 

36 X 30 MJDFT4824P401 MJDFT4824P401 D POA 3475 

~-~ e110 MJ HYDRANTTEE 

bI Y 6x6 MJDTH0606P40l MJDTH0606P40lD 1,075,00 110 

IIII IIII 8x6 MJ DTH0806P40l MJDTH0806P401 D 1,005,00 160 
III III 

r <I 10 X 6 MJDTH1006P401 MJDTHl006P40ID 1,541.00 235 

12 X 6 MJDTH 1206P401 MJDTHI206P40lD 1,553.00 310 

16 X 6 MJDTH 1606P401 MJDTHI 606P401 0 2,700.00 525 

20 X 6 MJDTH 1608P401 MJDTHI608P40lD 5,844.00 750 

24 X 6 iviJ DTH3006P401 iviJDTH3006P40i D POA 970 

" fr----r II C no Mj CROSS 

I'rr' '1111 4x3 MJDX0403P401 MJDX0403P401D 827,00 90 

1111 Jill 4 MJDX0404P401 MJDX0404P401D 827,00 105 
~, ,~ 

6x3 MJDX0603P401 MJDx0603P4010 896.00 125 "~" 
6x4 Iv1JDx0604P401 MJDx0604P401 D 1,025.00 140 

6 MJ l)X06061-'40 1 MJ l)X06061-'40 IlJ 1,11'2.00 160 

[Cali/or Availability] 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':, ,rPI C ~- ~Pf' F[ °P"D~:C-~ 
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.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Mechanical Joint Fittings rlll..t::: LI~ I 

mr Lined with Protecio 401 MJ FULL BODY- PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

20 X 12 MJDFT2012P401 MJDFT2:l12P401 D 6,458.00 866 

20x 14 MJDFT2014P401 MJDFT2:l14P401 D 6.793.00 881 

/0 X 16 M.mFT?Ol tiP401 M.lfJFT/016P401 fJ 7,/Jl.OO 940 

20 y 18 M.lDFT2018P401 !vUDFTXlI8P401 D 7,942.00 9-35 
20 MJDFT2020P401 MJDFT2)20P401 D 10,229.00 962 

24 X 6 MJDFT2406P401 MJDFT2406P401 D 9,811.00 975 

24 X 8 MJDFT2408P401 MJDFT2408P401 D 9,698.00 1000 

24 X 10 MJDFT241OP401 MJDFT2410P401 D 10,08000 1008 
24 X 12 MJDFT2412P401 MJDFT2412P401 D 8,616.00 1175 

24 X )4 MJDFT2414P401 MJDFT2414P401 D 9,742.00 1030 
24 X 16 MJDFT2416P401 MJDFT2416P401 D 9,742.00 1211 

24x 18 MJDFT2418P401 MJDfT2418P401 D 10,674.00 1354 

24 X 20 iviJDFT2420P401 ivUDFT2420P401 D lU12.0J 1669 

24 Iv1J DFT"2424P40i IvuDFT2424P401 D 12,833.00 1550 

30 X 6 Iv1J DFT3006P40 1 MJDFT3006P401 D PQA 1725 

30 X S MJml300SI-'401 MJl)]-I3JOSI-'40IlJ POA 1/40 

30 X 10 MJDFT3010P401 MJDFT3010P401 D POA 1750 

30 X 12 MJDFT3012r401 MJDFT3012r401 D rOA 1770 

30 X 14 l'vUDiTJ014P401 i'v'IJDiT3J14P401 D POA 1778 

30x 16 tvUDFT3016P401 tvUDFT3:J16P401 D POA 1786 
30 x 18 iyiJDFT3018P401 ivUDFT.3.J18P401 D PCIA 2050 

30 x:20 .iV!J DFT3():20P401 .i\li,JDFT3:J:2(]P401 D POA 21 ClJ 

30 X 2;1 ivUDFT302;1P;101 i-AJDFT302-iP;101 D PO,A, 2132 

30 MJDFT3030P401 MJDFT3030P401 D POi", 2485 

36 X 6 MJDFT3606P401 MJDFT3606P401 D POi\ 2495 

36 X 8 MJDFT3608P401 ~,AJDFT3608P401 D POA 2525 

36x 10 MJDFT361OP401 MJDFT3610P401 D POA 2525 

3fi X 1? IvU IJFT3(') 1 ?P 401 IvUDFBfil?P4011J POA ?54.') 

36 y 14 MJDFT3614P401 MJOFT.'3614P401 D POA 2570 

36 y 16 M.lDFT-3616PLlOl !vUDFT-3616P401 D POA 3160 

36 X 18 MJDFT3618P401 MJDFT3618P401 D POA 2560 

36 X 20 MJDFT3620P401 MJDFT3620P401 D POA 262D 

36 X 24 MJDFT3624P401 MJDFT3624P401 D POA 3157 

36 X 30 MJDFT4824P401 MJDFT4824P401 D POA 3475 

~-~ e110 MJ HYDRANTTEE 

bI Y 6x6 MJDTH0606P40l MJDTH0606P40lD 1,075,00 110 

IIII IIII 8x6 MJ DTH0806P40l MJDTH0806P401 D 1,005,00 160 
III III 

r <I 10 X 6 MJDTH1006P401 MJDTHl006P40ID 1,541.00 235 

12 X 6 MJDTH 1206P401 MJDTHI206P40lD 1,553.00 310 

16 X 6 MJDTH 1606P401 MJDTHI 606P401 0 2,700.00 525 

20 X 6 MJDTH 1608P401 MJDTHI608P40lD 5,844.00 750 

24 X 6 iviJ DTH3006P401 iviJDTH3006P40i D POA 970 

" fr----r II C no Mj CROSS 

I'rr' '1111 4x3 MJDX0403P401 MJDX0403P401D 827,00 90 

1111 Jill 4 MJDX0404P401 MJDX0404P401D 827,00 105 
~, ,~ 

6x3 MJDX0603P401 MJDx0603P4010 896.00 125 "~" 
6x4 Iv1JDx0604P401 MJDx0604P401 D 1,025.00 140 

6 MJ l)X06061-'40 1 MJ l)X06061-'40 IlJ 1,11'2.00 160 

[Cali/or Availability] 

~ 
'Weight, exclude accessories ,"-p:r ,-[P[D TP~ ':, ,rPI C ~- ~Pf' F[ °P"D~:C-~ 
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CX 2359-115

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size urL.U7.U.£ (Inches) 

8x4 

8x6 

R 

10 y 4 

10 X 6 
10 X 8 

10 

12 X 4 

12 X 6 

12 X 8 

12 X 10 

12 

14 X 6 

14 X 8 

14 X lCJ 

14 X 11 

14 

16 X 6 

16 A 8 

16 X 10 
16 x 12 

i b Y 14 

16 

18 x 6 

18 x 8 

18 x 10 

lBx 12 

18 x 14 

18 x 16 

18 

20 x6 

20 x 8 
20 X 10 

20 x 12 

20 x 14 

20x 16 

20x 18 

20 

24 x6 

24 x 8 

24 x 10 

:24 x 1:2 

24 x 14 

24A 16 

24A IS 

24x 20 
24 

30 x 6 

30 x 8 

30 x 10 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
Item Code Item Code List Price (Lbs) 

MJDX0804P401 MJDX0804P401D l,l41.oo 185 

MJDX0806P401 MJDX0806P401D 1.313.00 205 

M.JrJX08ORP401 M.lnXORORP401 n 1,,"176.00 ?J5 

MJDX1OO4P401 ivUDY1OO4P401D 1]38.00 260 
MJDX1OO6P401 MJDXlO06P401 D 1,650.00 285 

MJDXI008P401 MJDX1OO8P401D 1.79300 310 

MJDXIOlOP401 MJDX1OlOP401D 2,200.00 380 

MJDXI204P401 MJDX1204P40lD 2,249.00 340 

MJDXI206P401 MJDX1206P401D 2,015.00 360 

MJDXI208P401 MJDX1208P401D 2,154.00 385 

MJDXI21OP401 MJDX121OP401D 2,737.00 460 

MJDX1212P401 MJDX1212P401D 2,769.00 495 

iviJDX1406P401 ivUDX1406P401 D 3,217.00 475 
iv1JDXi 408P40i rvUDXi408P40iD 3,i2i.00 500 

/v1JDx14lCJP401 MJDx14lCJP401D 3,966.00 540 

MJlJX141:2P401 MJDXI41:2P40IlJ 4,:260.00 ,e, 
MJDX1414P401 MJDX1414P401D A 0nL r.n 635 "-+,LVU.VU 

MJDXI606i'401 MJDX1606i'401D ') ')0/ 0n 575 0,0UU.VU 

l'vUDX1608P401 I'llJ DX 1608P40 1 D 0,700.VU 605 

rvUDX161OP401 rvUDX161OP401D 4A40.00 645 
iy UDX1612P401 ivUDX1612P4D1D 4,556.DO 685 
fvi.J[):x:i b 1 dPdDi i\lij elY 1 6 i d P dot [) Ll,760.00 735 

r·.A.JDX1616P~01 I-AJDX1616P~01D ;J,659.00 790 

r).JDX1806P401 MJDX1806P401D 3,674.00 625 

[.j.JDXI808P401 MJDX1808P40!D 3,660.00 655 

,'i,JDXI81OP401 ~,AJDX1810P40lD '" 0"''"".> nn 685 0,/00.VV 

MJDXI812P401 MJDX1812P401 D 4.204.00 725 

M.lnXl R14P401 M.lDX1Rl4P401 n 5.o1ti.OO 870 
M.lDX1816P401 MJOX1816P401 D 5,831 00 930 
MJDX1818P401 tvUDX1818P401 D 5.675.00 995 

MJDX2006P401 MJDX2006P401 D 4,250.00 760 

MJDX2008P401 MJDX2008P401 D 4,300.00 790 

MJDX201OP401 MJDX2010P401 D 4,520.00 820 

MJDX2012P401 MJDX2012P401 D 4,633.00 860 

MJDX2014P401 MJDX2014P401 D 5,971.00 905 

MJDX2016P401 MJDX2016P401 D 6.019.00 1085 

MJDX2018P401 MJDX2018P401 D 6,830.00 1155 

MJDX2020P401 MJDX2020P401 D 6,835.00 1230 

MJDX2406P401 iviJDX24Q6P40i D 6,374.00 1025 
MJDX2408P401 rvu DX2408P 40 1 D 6,405.00 1045 

MJDx24lCJP401 MJDx'24iOP401 D 6,686.00 1085 
MJlJX:241:2P401 MJDX'241 :21-'40 IlJ 6,/':'0.00 1110 

,'i,JDX2414P401 MJDX2414P401 D 7 "'~'"".> nn 1155 ! ,000.VV 

tv'IJ DX2416P401 tllJDX2416P401 D 7,"")/'"10n. 1200 ! • ...JOI.VV 

tv'JJDX2418P401 MJDX241SP401 D ,~",ro, ,.....,..., l..,)90 I U,L00.VU 

ivU DX2420P401 r'vUDX2420P401 D 10,335.00 1675 

MJDX2424P401 iviJDX2424P401 D 11.428.00 1835 
fvi.J D:x:3C()6P401 i\li.JD><3006P4C)1 D PC\i:.. i 770 

r·.A.J DX3008P~0 1 I-AJDX3008P~01 D PO,i:.. 1795 

r).JDX3010P401 MJDX3010P401 D PO,!l, 1830 

[Cali/or Availability] 
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fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size urL.U7.U.£ (Inches) 

8x4 

8x6 

R 

10 y 4 

10 X 6 
10 X 8 

10 

12 X 4 

12 X 6 

12 X 8 

12 X 10 

12 

14 X 6 

14 X 8 

14 X lCJ 

14 X 11 

14 

16 X 6 

16 A 8 

16 X 10 
16 x 12 

i b Y 14 

16 

18 x 6 

18 x 8 

18 x 10 

lBx 12 

18 x 14 

18 x 16 

18 

20 x6 

20 x 8 
20 X 10 

20 x 12 

20 x 14 

20x 16 

20x 18 

20 

24 x6 

24 x 8 

24 x 10 

:24 x 1:2 

24 x 14 

24A 16 

24A IS 

24x 20 
24 

30 x 6 

30 x 8 

30 x 10 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
Item Code Item Code List Price (Lbs) 

MJDX0804P401 MJDX0804P401D l,l41.oo 185 

MJDX0806P401 MJDX0806P401D 1.313.00 205 

M.JrJX08ORP401 M.lnXORORP401 n 1,,"176.00 ?J5 

MJDX1OO4P401 ivUDY1OO4P401D 1]38.00 260 
MJDX1OO6P401 MJDXlO06P401 D 1,650.00 285 

MJDXI008P401 MJDX1OO8P401D 1.79300 310 

MJDXIOlOP401 MJDX1OlOP401D 2,200.00 380 

MJDXI204P401 MJDX1204P40lD 2,249.00 340 

MJDXI206P401 MJDX1206P401D 2,015.00 360 

MJDXI208P401 MJDX1208P401D 2,154.00 385 

MJDXI21OP401 MJDX121OP401D 2,737.00 460 

MJDX1212P401 MJDX1212P401D 2,769.00 495 

iviJDX1406P401 ivUDX1406P401 D 3,217.00 475 
iv1JDXi 408P40i rvUDXi408P40iD 3,i2i.00 500 

/v1JDx14lCJP401 MJDx14lCJP401D 3,966.00 540 

MJlJX141:2P401 MJDXI41:2P40IlJ 4,:260.00 ,e, 
MJDX1414P401 MJDX1414P401D A 0nL r.n 635 "-+,LVU.VU 

MJDXI606i'401 MJDX1606i'401D ') ')0/ 0n 575 0,0UU.VU 

l'vUDX1608P401 I'llJ DX 1608P40 1 D 0,700.VU 605 

rvUDX161OP401 rvUDX161OP401D 4A40.00 645 
iy UDX1612P401 ivUDX1612P4D1D 4,556.DO 685 
fvi.J[):x:i b 1 dPdDi i\lij elY 1 6 i d P dot [) Ll,760.00 735 

r·.A.JDX1616P~01 I-AJDX1616P~01D ;J,659.00 790 

r).JDX1806P401 MJDX1806P401D 3,674.00 625 

[.j.JDXI808P401 MJDX1808P40!D 3,660.00 655 

,'i,JDXI81OP401 ~,AJDX1810P40lD '" 0"''"".> nn 685 0,/00.VV 

MJDXI812P401 MJDX1812P401 D 4.204.00 725 

M.lnXl R14P401 M.lDX1Rl4P401 n 5.o1ti.OO 870 
M.lDX1816P401 MJOX1816P401 D 5,831 00 930 
MJDX1818P401 tvUDX1818P401 D 5.675.00 995 

MJDX2006P401 MJDX2006P401 D 4,250.00 760 

MJDX2008P401 MJDX2008P401 D 4,300.00 790 

MJDX201OP401 MJDX2010P401 D 4,520.00 820 

MJDX2012P401 MJDX2012P401 D 4,633.00 860 

MJDX2014P401 MJDX2014P401 D 5,971.00 905 

MJDX2016P401 MJDX2016P401 D 6.019.00 1085 

MJDX2018P401 MJDX2018P401 D 6,830.00 1155 

MJDX2020P401 MJDX2020P401 D 6,835.00 1230 

MJDX2406P401 iviJDX24Q6P40i D 6,374.00 1025 
MJDX2408P401 rvu DX2408P 40 1 D 6,405.00 1045 

MJDx24lCJP401 MJDx'24iOP401 D 6,686.00 1085 
MJlJX:241:2P401 MJDX'241 :21-'40 IlJ 6,/':'0.00 1110 

,'i,JDX2414P401 MJDX2414P401 D 7 "'~'"".> nn 1155 ! ,000.VV 

tv'IJ DX2416P401 tllJDX2416P401 D 7,"")/'"10n. 1200 ! • ...JOI.VV 

tv'JJDX2418P401 MJDX241SP401 D ,~",ro, ,.....,..., l..,)90 I U,L00.VU 

ivU DX2420P401 r'vUDX2420P401 D 10,335.00 1675 

MJDX2424P401 iviJDX2424P401 D 11.428.00 1835 
fvi.J D:x:3C()6P401 i\li.JD><3006P4C)1 D PC\i:.. i 770 

r·.A.J DX3008P~0 1 I-AJDX3008P~01 D PO,i:.. 1795 

r).JDX3010P401 MJDX3010P401 D PO,!l, 1830 

[Cali/or Availability] 

HCUS ~,II CORPORATE 110_. -pee 

Page 123 

Confidential ivicVvane-Ol8237 



CX 2359-116

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

30 X 12 MJDX3012P401 MJDX3012P401D 

30x 14 MJDX3014P401 MJDX3014P401D 

10 X 16 M.HJn016P401 M.lnXl016P401 n 

30 y 18 ~vlJDX3018P401 ivU DX-3018P401 D 
30 X 20 MJDX302JP401 MJDX3020P401 D 

30 X 24 MJDX3024P401 MJDX3024P401D 

30 MJDX303JP401 MJ DX3030P40 ID 

36 X 12 MJDX3612P401 MJDX3612P40lD 

36 X 14 MJDX3614P401 MJDX3614P401D 

36 X 16 MJDX3616P401 MJDX3616P401D 

36 X 18 MJDX361SP401 MJDX361SP40lD 

36x 20 MJDX36::DP401 MJDX3620P401D 

36 X 24 iviJDX3624P401 ivUDX3624P401 D 

36 X 30 iv1J DX363()P401 !vuDX3630P40i 0 

36 Iv1JDX3636P401 MJDX3636P401 D 

4'2 X 11 MJl)X4'2 I 'LP401 MJDX4'2I'2P40IlJ 

42 X 14 MJDX4214P401 MJDX4214P401D 

42 X 16 MJDX4216i'401 MJDX4216i'401D 

42 X 18 l'vUDX4218P401 i'v'IJ DX4218P40 1 D 

42x 20 rvUDX4220P401 rvUDX4220P401D 
42 x 24 iyUDX4224P401 ivUDX4224P401 D 

42 X 30 .ivU [Yx:423::)PdDl .i\liJ [l'x' A230PdDl D 

;J2 X 36 ivUDX;J236P;JOl i-AJDX;J236P;JOl D 

42 MJDX4242P401 MJDX4242P401 D 

48 X 12 MJDX4812P401 MJDX4812P401D 

4S X 14 MJDX4814P401 ~,AJDX4814P40l D 

48x 16 MJDX4816P401 MJDX4816P401D 

4R X 18 IvU IJX4Rl RP401 IvUDX4RI RP40l n 

48 X 20 Iv1JDX48LDP401 MJOX4820P401 D 

48 >( 24 MJDX4824P401 ivUDYJ82JPJOI D 

48x30 MJDX4830P401 MJDX4830P40lD 

48 X 36 MJDX4836P401 MJDX4836P401 D 

48 X 42 MJDX4842P401 MJDX4842P401D 

48 MJDX4848P401 MJDX4848P401D 

A e110 MJ LATERAL 

Q'\.. 4x3 

~ '-."i 4 
1111 1111 

III1 IIII 6x 3 - -, , 
6 X 4 

6 

8x4 

8xe 

8 
IU x4 

10 x6 

10 x8 

10 

12 A 4 

12 A 6 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

MJDL0403P401 MJDL0403P40lD 

MJDL0404P401 MJDL0404P40lD 

MJDL0603P401 MJDL0603P401D 

MJDL0604P401 MJDL0604P401D 

MJDL0606P401 MJDL0606P401D 

MJDL0804P401 MJDL0804P401D 

iviJ DL0806P40 i iviJDL0806P401D 

MJDL0808P401 MJDL0808P401 D 

MJ LXI UU41-'40 I MJULIUU4r'4UIU 

MJDL1OO6P401 MJDL 1006P40lD 

MJDLl 00BP401 MJDL 1 008P401 D 

MJDL1010r401 rv'IJ DL 10101'401 D 

i'vUDL1204P401 i'v'IJ DL 1 204P401 D 

l'v'IJDL1206P401 r'vUDLl 206P401 0 

[Cali/or Availability] 

Page 124 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

POA 1865 

POA 1905 

POA 19-"10 

POA 2000 

POA 2060 

POA 2675 

POA 3075 

POA 2630 

POA 2670 

POA 2705 

POA 2750 

POA 2805 

POA 2910 
POA 3965 

POA 4370 

POA :3640 

POA 3675 

i'CA 3715 

POA 3755 

POA 3825 
PCIA 3910 

POA 4650 
PO,A, 5!J25 
POi", 5840 

POi\ 4955 

POA 4985 
POA 5025 

POA :iOf,S 

POA 5115 

POA 5210 

POA 5495 

POA 6790 

POA 7150 

POA 7655 

884.00 85 

931.00 95 
1 ,025,00 125 

1 ,092,00 135 

1,215,00 150 

1.417.00 190 

1 ,529.00 205 
1.710.00 225 
2,461.00 L'IU 

2,341.00 285 

2,164,00 305 
,.., ",..,., "" 375 ...>,V"'>I.VV 

0, I oo.vu 375 

3,361.00 390 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8238 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

30 X 12 MJDX3012P401 MJDX3012P401D 

30x 14 MJDX3014P401 MJDX3014P401D 

10 X 16 M.HJn016P401 M.lnXl016P401 n 

30 y 18 ~vlJDX3018P401 ivU DX-3018P401 D 
30 X 20 MJDX302JP401 MJDX3020P401 D 

30 X 24 MJDX3024P401 MJDX3024P401D 

30 MJDX303JP401 MJ DX3030P40 ID 

36 X 12 MJDX3612P401 MJDX3612P40lD 

36 X 14 MJDX3614P401 MJDX3614P401D 

36 X 16 MJDX3616P401 MJDX3616P401D 

36 X 18 MJDX361SP401 MJDX361SP40lD 

36x 20 MJDX36::DP401 MJDX3620P401D 

36 X 24 iviJDX3624P401 ivUDX3624P401 D 

36 X 30 iv1J DX363()P401 !vuDX3630P40i 0 

36 Iv1JDX3636P401 MJDX3636P401 D 

4'2 X 11 MJl)X4'2 I 'LP401 MJDX4'2I'2P40IlJ 

42 X 14 MJDX4214P401 MJDX4214P401D 

42 X 16 MJDX4216i'401 MJDX4216i'401D 

42 X 18 l'vUDX4218P401 i'v'IJ DX4218P40 1 D 

42x 20 rvUDX4220P401 rvUDX4220P401D 
42 x 24 iyUDX4224P401 ivUDX4224P401 D 

42 X 30 .ivU [Yx:423::)PdDl .i\liJ [l'x' A230PdDl D 

;J2 X 36 ivUDX;J236P;JOl i-AJDX;J236P;JOl D 

42 MJDX4242P401 MJDX4242P401 D 

48 X 12 MJDX4812P401 MJDX4812P401D 

4S X 14 MJDX4814P401 ~,AJDX4814P40l D 

48x 16 MJDX4816P401 MJDX4816P401D 

4R X 18 IvU IJX4Rl RP401 IvUDX4RI RP40l n 

48 X 20 Iv1JDX48LDP401 MJOX4820P401 D 

48 >( 24 MJDX4824P401 ivUDYJ82JPJOI D 

48x30 MJDX4830P401 MJDX4830P40lD 

48 X 36 MJDX4836P401 MJDX4836P401 D 

48 X 42 MJDX4842P401 MJDX4842P401D 

48 MJDX4848P401 MJDX4848P401D 

A e110 MJ LATERAL 

Q'\.. 4x3 

~ '-."i 4 
1111 1111 

III1 IIII 6x 3 - -, , 
6 X 4 

6 

8x4 

8xe 

8 
IU x4 

10 x6 

10 x8 

10 

12 A 4 

12 A 6 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

MJDL0403P401 MJDL0403P40lD 

MJDL0404P401 MJDL0404P40lD 

MJDL0603P401 MJDL0603P401D 

MJDL0604P401 MJDL0604P401D 

MJDL0606P401 MJDL0606P401D 

MJDL0804P401 MJDL0804P401D 

iviJ DL0806P40 i iviJDL0806P401D 

MJDL0808P401 MJDL0808P401 D 

MJ LXI UU41-'40 I MJULIUU4r'4UIU 

MJDL1OO6P401 MJDL 1006P40lD 

MJDLl 00BP401 MJDL 1 008P401 D 

MJDL1010r401 rv'IJ DL 10101'401 D 

i'vUDL1204P401 i'v'IJ DL 1 204P401 D 

l'v'IJDL1206P401 r'vUDLl 206P401 0 

[Cali/or Availability] 

Page 124 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

POA 1865 

POA 1905 

POA 19-"10 

POA 2000 

POA 2060 

POA 2675 

POA 3075 

POA 2630 

POA 2670 

POA 2705 

POA 2750 

POA 2805 

POA 2910 
POA 3965 

POA 4370 

POA :3640 

POA 3675 

i'CA 3715 

POA 3755 

POA 3825 
PCIA 3910 

POA 4650 
PO,A, 5!J25 
POi", 5840 

POi\ 4955 

POA 4985 
POA 5025 

POA :iOf,S 

POA 5115 

POA 5210 

POA 5495 

POA 6790 

POA 7150 

POA 7655 

884.00 85 

931.00 95 
1 ,025,00 125 

1 ,092,00 135 

1,215,00 150 

1.417.00 190 

1 ,529.00 205 
1.710.00 225 
2,461.00 L'IU 

2,341.00 285 

2,164,00 305 
,.., ",..,., "" 375 ...>,V"'>I.VV 

0, I oo.vu 375 

3,361.00 390 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8238 



CX 2359-117

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size urL.U7.U.£ (Inches) 

12 X 8 

12x 10 

I? 

ILjy 6 
14 X 8 

14 X 10 

14 X 12 

14 

16 X 6 

16 X 8 

16 X 10 

16x 12 

16 X 14 
;6 

18 X 6 

IS X S 

18 X 10 

18 X 12 

18 A 14 

18x 16 
18 

20 y 10 

20 X 12 
20 X 14 

20 X 16 
20 X 18 

20 

74 X 17 

24 x 14 

2d y 16 

24x 18 

24 X 20 

24 

30 X 1'2 

30 X 14 

30x 16 

30x 18 

30x 20 
30y 24 

30 

36 x 12 

36 x 14 

36 X 16 

36 A 18 

36 A 20 

36 x 24 

36 x30 

36 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

No!!-Domest!c Dome'S!!c 
Item Code Item Code 

MJDL120BP401 MJDLI20SP401D 

MJDL1210P401 MJDLI210P401D 

M.ml 1/1 ?P401 M.lfJl I?l ?P4011J 

MJDL1406P401 ivlJDL14D6P401D 

MJDL1408P401 MJDL1408P401D 

MJDL1410P401 MJDLI410P401D 

MJDl1412P401 MJDLI412P401D 

MJDL1414P401 MJDLI4i4P401D 
MJDL1606P401 MJDLI606P401D 

MJDL160BP401 MJDL i608P401 D 

MJDL1610P401 MJDL 161 OP401 0 

MJDL1612P401 MJDLI612P40lD 

MJDL1614P401 ivUDll b 14P401 D 

MJDL1616P401 rvUDL1616P401D 

MJDL1OO6P401 MJDL1806P401D 

MJlJLI 008f-'4Oi MJDLI808f-'4UIIJ 

,'i,JDL1810P401 MJDL1810P401D 

,'i,JDL1812i'401 MJDLl812i'401D 

tv',JDL1814P401 i'v'IJ DL 1814P401 D 

ivUDL1816P401 r'vUDL1816P401D 
i',IUDi..1818PdOI ivUDL1818Pd01D 

r)'.JDL2010PLlOI 1\lij DL201 OPd01 D 
r,.A.JDL2012P~01 I-AJDL2012P~01 D 

r..'.JDL2014P401 MJDL2014P401D 

f,j.JDL'2016P401 MJDL'2016P401D 

,'i.JDL2018P401 ~ .. AJDL2018P401 0 
MJDL2020P401 MJDL2020P40lD 

M.lrll 741 7P401 M.lDI 7417P40l rl 

M.lDL2414P401 M.lOL2414P401 D 

MJDL2d16PJ01 ivUDL2416P401 D 

MJDL2418P401 MJDL2418P40lD 

MJDL2420P401 MJDL2420P401 D 
MJDL'2424P401 MJDL'24'24P401 D 

MJDL3012P401 MJDL3012P401 D 

MJDL3014P401 MJDL3014P401D 

MJDL30l6P401 MJDL3016P40lD 

MJDL30l8P401 MJDL3018P40lD 

MJDL3020P401 MJDL3020P40lD 

MJDL3024P401 iviJ DL3024P401 D 

MJDL3030P40i rvu DL30.30P40i D 
MJDL36i2P40i MJUL36 i 2P40i D 

MJlJL36 I 4f-'40 I MJDL36I 4f-'4U 10 

,'i.JDL3616P401 MJDL3616P401 D 

tV'lJ DLJ618P401 i'v'IJDL3618P401 D 

tv'JJ DL3620P 401 MJDL3620P401 D 

MJDL3624P401 r'vUDL3624P401 D 

iv\JDL3630P401 iv\JDL3630P401 D 

r)'.JDL3636PLlOI 1\1; J DL3636 P ,10 1 D 

[Cali/or Availability] 

Page 125 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

3,410.00 415 

309500 500 
J,J1O_OO !)J5 

5B18.00 540 
5,945,00 565 

6,210.00 595 

6,450.00 630 

6,952,00 690 

7,09200 700 

7,221.00 720 

7,55000 755 

8,279,00 790 
8,831,00 850 

9,671.00 905 

6,329,00 880 

6,448.00 890 
L LOO nn 925 U,ULJ/.vu 

7 A"n "" 960 I,LfV7.VU 

O,voo.vv 1015 

7,786.00 1070 

8.2-3-3.00 1135 

8,C)48.00 1150 

8,312.00 1190 

9,620.00 1250 

9,354.00 1300 

" ')7 A i"'n 1365 11,0t"-t.UU 

11,465.00 1435 

1 f,,077.00 17m 

16.97900 1760 

17287.00 1815 

17,713,00 1800 

18,484.00 1950 

20,11300 2115 

POA 2850 

POA 2915 

POA 2975 

POA 3040 

POA 3115 

POA 3200 

POA 3670 

POA 4895 

POA 4'110 

POA 5040 

POA 5120 

POA ':)20'::; 

POA 5390 

POA 5805 
PC\.o.. 6335 

HCUS ~,II CORPORATE 110 .. ·P[[ 

ivicVvane-Ol8239 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ Size urL.U7.U.£ (Inches) 

12 X 8 

12x 10 

I? 

ILjy 6 
14 X 8 

14 X 10 

14 X 12 

14 

16 X 6 

16 X 8 

16 X 10 

16x 12 

16 X 14 
;6 

18 X 6 

IS X S 

18 X 10 

18 X 12 

18 A 14 

18x 16 
18 

20 y 10 

20 X 12 
20 X 14 

20 X 16 
20 X 18 

20 

74 X 17 

24 x 14 

2d y 16 

24x 18 

24 X 20 

24 

30 X 1'2 

30 X 14 

30x 16 

30x 18 

30x 20 
30y 24 

30 

36 x 12 

36 x 14 

36 X 16 

36 A 18 

36 A 20 

36 x 24 

36 x30 

36 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

No!!-Domest!c Dome'S!!c 
Item Code Item Code 

MJDL120BP401 MJDLI20SP401D 

MJDL1210P401 MJDLI210P401D 

M.ml 1/1 ?P401 M.lfJl I?l ?P4011J 

MJDL1406P401 ivlJDL14D6P401D 

MJDL1408P401 MJDL1408P401D 

MJDL1410P401 MJDLI410P401D 

MJDl1412P401 MJDLI412P401D 

MJDL1414P401 MJDLI4i4P401D 
MJDL1606P401 MJDLI606P401D 

MJDL160BP401 MJDL i608P401 D 

MJDL1610P401 MJDL 161 OP401 0 

MJDL1612P401 MJDLI612P40lD 

MJDL1614P401 ivUDll b 14P401 D 

MJDL1616P401 rvUDL1616P401D 

MJDL1OO6P401 MJDL1806P401D 

MJlJLI 008f-'4Oi MJDLI808f-'4UIIJ 

,'i,JDL1810P401 MJDL1810P401D 

,'i,JDL1812i'401 MJDLl812i'401D 

tv',JDL1814P401 i'v'IJ DL 1814P401 D 

ivUDL1816P401 r'vUDL1816P401D 
i',IUDi..1818PdOI ivUDL1818Pd01D 

r)'.JDL2010PLlOI 1\lij DL201 OPd01 D 
r,.A.JDL2012P~01 I-AJDL2012P~01 D 

r..'.JDL2014P401 MJDL2014P401D 

f,j.JDL'2016P401 MJDL'2016P401D 

,'i.JDL2018P401 ~ .. AJDL2018P401 0 
MJDL2020P401 MJDL2020P40lD 

M.lrll 741 7P401 M.lDI 7417P40l rl 

M.lDL2414P401 M.lOL2414P401 D 

MJDL2d16PJ01 ivUDL2416P401 D 

MJDL2418P401 MJDL2418P40lD 

MJDL2420P401 MJDL2420P401 D 
MJDL'2424P401 MJDL'24'24P401 D 

MJDL3012P401 MJDL3012P401 D 

MJDL3014P401 MJDL3014P401D 

MJDL30l6P401 MJDL3016P40lD 

MJDL30l8P401 MJDL3018P40lD 

MJDL3020P401 MJDL3020P40lD 

MJDL3024P401 iviJ DL3024P401 D 

MJDL3030P40i rvu DL30.30P40i D 
MJDL36i2P40i MJUL36 i 2P40i D 

MJlJL36 I 4f-'40 I MJDL36I 4f-'4U 10 

,'i.JDL3616P401 MJDL3616P401 D 

tV'lJ DLJ618P401 i'v'IJDL3618P401 D 

tv'JJ DL3620P 401 MJDL3620P401 D 

MJDL3624P401 r'vUDL3624P401 D 

iv\JDL3630P401 iv\JDL3630P401 D 

r)'.JDL3636PLlOI 1\1; J DL3636 P ,10 1 D 

[Cali/or Availability] 

Page 125 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

3,410.00 415 

309500 500 
J,J1O_OO !)J5 

5B18.00 540 
5,945,00 565 

6,210.00 595 

6,450.00 630 

6,952,00 690 

7,09200 700 

7,221.00 720 

7,55000 755 

8,279,00 790 
8,831,00 850 

9,671.00 905 

6,329,00 880 

6,448.00 890 
L LOO nn 925 U,ULJ/.vu 

7 A"n "" 960 I,LfV7.VU 

O,voo.vv 1015 

7,786.00 1070 

8.2-3-3.00 1135 

8,C)48.00 1150 

8,312.00 1190 

9,620.00 1250 

9,354.00 1300 

" ')7 A i"'n 1365 11,0t"-t.UU 

11,465.00 1435 

1 f,,077.00 17m 

16.97900 1760 

17287.00 1815 

17,713,00 1800 

18,484.00 1950 

20,11300 2115 

POA 2850 

POA 2915 

POA 2975 

POA 3040 

POA 3115 

POA 3200 

POA 3670 

POA 4895 

POA 4'110 

POA 5040 

POA 5120 

POA ':)20'::; 

POA 5390 

POA 5805 
PC\.o.. 6335 

HCUS ~,II CORPORATE 110 .. ·P[[ 

ivicVvane-Ol8239 



CX 2359-118

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domest!c 

Item Code 
Dome'S!!c 

Item Code 

C 
In'"1--rri 

CllO MJ REDUCER 

III I 1111 4x3 
1111 1111 6x3 III I ...1111 

~ 6x4 

8x3 

Rx4 

8x6 

10 X 4 
10 X 6 

10 x8 

12 x4 
12 X 6 
12 X 8 

12 X 10 

14 X 6 

14 X 8 

14 X 10 

14x IL' 

16 x6 

105 x8 

16 x 10 

16A 12 

16x 14 

18 x 8 

18" 10 

18x 12 

18x 14 

18x 16 

20x 10 

20 X 12 

20 X 14 
?n xl f, 

20" 18 

24x 12 

24x 14 

24x 16 

24x 18 

24 X 20 

30x 16 

30 X 18 

30x 20 

30x 24 

36x 20 

J6x L'4 

36x 30 

42x 20 

42x 24 

42 X 30 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

MJDR0403P401 MJDR0403P401 D 

MJDR0603P401 MJDR0603P401 D 

MJDR0604P401 MJDR0604P401 D 

MJDR0803P401 MJDR0803P401 D 

M InRm04P40l M InRnRn4P4nl n 

MJDP0806P401 MJDR0806P401 D 

MJDRIOO4P401 MJDRIO04P401 D 

MJDRIOO6P401 MJDRIO06P401 D 

MJDRlOO8P401 MJDRI008P401 D 

MJDR1204P401 MJDR I 204P 40 I D 

MJDR1206P401 MJDRI206P401 D 

MJDR1208P401 MJDR1208P401 D 

MJDRI21OP401 MJDRI21 OP401 D 

MJDRI406P401 MJDR1406P401 D 

iviJDRi408P401 iviJ DR 1 408P 401 D 

iv1JDRi410P401 iv1JDRI4iOP401D 

MJU1\141L'1-'4UI MJU1"<:141L'1-'4UIU 

MJDRI606P401 MJDRI606P401 D 

MJDR1608P401 MJDRl608P401 D 

MJDR1610r401 rv',J DR 16101'401 D 

tv'dDR1612P401 r'v',JDR1612P4010 

]",UDR1614P401 r'vUDR1614P401 D 
]\/Li OR 1808P40 1 ivUDR1808P4010 

tvi.JDR1810P401 ivUDR 18 i ()PLlOI D 

{·AJDR1812P-10l (-AJDR] 812P101 D 

{-,'.JDR1814P401 r-.~.JDR1814P401 D 

MJDR1816P401 i-i\J DR 181 6P401 D 

MJDR2010P401 MJDR201 OP401 D 

MJDR2012P401 MJDR2012P4010 

MJDR2014P401 MJDR2014P401 D 
M irJR?nl f,P401 M InR?OI AP4nl n 

.1\,1.-1 DR2018P40 1 MJDR2018P401 D 

MJDR2412P401 MJDR2412P401 D 

MJDR2414P401 MJDR2414P401 D 

MJDR2416P401 MJDR2416P401 D 

MJDR2418P401 MJDR2418P401 D 

MJDR2420P401 MJDR2420P401 D 

MJDR3016P401 MJDR3016P401 D 

MJDR3018P401 MJDR3018P401 D 

MJDR3020P401 MJ DR3020P 40 I D 

MJDR3024P401 iviJDR3024P40i D 

MJDR3620P401 MJDR3620P401 D 

MJ Uk:J6L'4r'4U I MJUI"<:J6L'41-'4UIU 

MJDR3630P401 MJDR3630P401 D 

MJDR3620P401 MJDR3620P401 D 

tAJDR4224r401 1'v',JDR4224r401 D 

tv'dDR4230P401 r'v',JDR4230P4010 

[Cali/or Availability] 

Page 126 

Confidential 

les~ Acce~sory 
List Price 

287.00 

317.00 

356.00 

430.00 
4Anm 
522.00 
620.00 
568.00 

675.00 

628.00 

700.00 

747.00 

881.00 

1,245.00 

1,366.00 

1 A75.00 
1,61L'.UU 

1,286.00 
1 ':On 1 "r. 
l,v/'.VV 

1CA1"r. 
I,-.''+I.VV 

1,0/'.UU 

1,902.00 
l,978_0C) 

2, i 81 .()O 

2.239.00 

2,341.00 

2,426.00 
" "on "" "'-,,,,-V/.vV 

2,360.00 

2.706.00 

?J?400 

3,063_00 

3,284.00 

3,727.00 

3.768.00 

4,025.00 

4,334.00 

POA 

POA 

POA 

POA 

POA 

eOA 

POA 

POA 

rOA 

POA 

We!gh!~ 
(Lbs) 

40 
55 

60 

75 

RO 

95 
105 

115 

135 

135 

150 

165 

190 

190 

210 

no 
L'oo 
230 

250 

280 

305 
335 

29.5 

325 

350 

380 

415 

375 

405 

430 

470 

510 

550 

575 

615 

660 

705 

945 

990 

1050 

1 i 65 

1450 

IjtlU 

1855 

1915 

2060 

2370 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8240 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domest!c 

Item Code 
Dome'S!!c 

Item Code 

C 
In'"1--rri 

CllO MJ REDUCER 

III I 1111 4x3 
1111 1111 6x3 III I ...1111 

~ 6x4 

8x3 

Rx4 

8x6 

10 X 4 
10 X 6 

10 x8 

12 x4 
12 X 6 
12 X 8 

12 X 10 

14 X 6 

14 X 8 

14 X 10 

14x IL' 

16 x6 

105 x8 

16 x 10 

16A 12 

16x 14 

18 x 8 

18" 10 

18x 12 

18x 14 

18x 16 

20x 10 

20 X 12 

20 X 14 
?n xl f, 

20" 18 

24x 12 

24x 14 

24x 16 

24x 18 

24 X 20 

30x 16 

30 X 18 

30x 20 

30x 24 

36x 20 

J6x L'4 

36x 30 

42x 20 

42x 24 

42 X 30 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --

MJDR0403P401 MJDR0403P401 D 

MJDR0603P401 MJDR0603P401 D 

MJDR0604P401 MJDR0604P401 D 

MJDR0803P401 MJDR0803P401 D 

M InRm04P40l M InRnRn4P4nl n 

MJDP0806P401 MJDR0806P401 D 

MJDRIOO4P401 MJDRIO04P401 D 

MJDRIOO6P401 MJDRIO06P401 D 

MJDRlOO8P401 MJDRI008P401 D 

MJDR1204P401 MJDR I 204P 40 I D 

MJDR1206P401 MJDRI206P401 D 

MJDR1208P401 MJDR1208P401 D 

MJDRI21OP401 MJDRI21 OP401 D 

MJDRI406P401 MJDR1406P401 D 

iviJDRi408P401 iviJ DR 1 408P 401 D 

iv1JDRi410P401 iv1JDRI4iOP401D 

MJU1\141L'1-'4UI MJU1"<:141L'1-'4UIU 

MJDRI606P401 MJDRI606P401 D 

MJDR1608P401 MJDRl608P401 D 

MJDR1610r401 rv',J DR 16101'401 D 

tv'dDR1612P401 r'v',JDR1612P4010 

]",UDR1614P401 r'vUDR1614P401 D 
]\/Li OR 1808P40 1 ivUDR1808P4010 

tvi.JDR1810P401 ivUDR 18 i ()PLlOI D 

{·AJDR1812P-10l (-AJDR] 812P101 D 

{-,'.JDR1814P401 r-.~.JDR1814P401 D 

MJDR1816P401 i-i\J DR 181 6P401 D 

MJDR2010P401 MJDR201 OP401 D 

MJDR2012P401 MJDR2012P4010 

MJDR2014P401 MJDR2014P401 D 
M irJR?nl f,P401 M InR?OI AP4nl n 

.1\,1.-1 DR2018P40 1 MJDR2018P401 D 

MJDR2412P401 MJDR2412P401 D 

MJDR2414P401 MJDR2414P401 D 

MJDR2416P401 MJDR2416P401 D 

MJDR2418P401 MJDR2418P401 D 

MJDR2420P401 MJDR2420P401 D 

MJDR3016P401 MJDR3016P401 D 

MJDR3018P401 MJDR3018P401 D 

MJDR3020P401 MJ DR3020P 40 I D 

MJDR3024P401 iviJDR3024P40i D 

MJDR3620P401 MJDR3620P401 D 

MJ Uk:J6L'4r'4U I MJUI"<:J6L'41-'4UIU 

MJDR3630P401 MJDR3630P401 D 

MJDR3620P401 MJDR3620P401 D 

tAJDR4224r401 1'v',JDR4224r401 D 

tv'dDR4230P401 r'v',JDR4230P4010 

[Cali/or Availability] 

Page 126 

Confidential 

les~ Acce~sory 
List Price 

287.00 

317.00 

356.00 

430.00 
4Anm 
522.00 
620.00 
568.00 

675.00 

628.00 

700.00 

747.00 

881.00 

1,245.00 

1,366.00 

1 A75.00 
1,61L'.UU 

1,286.00 
1 ':On 1 "r. 
l,v/'.VV 

1CA1"r. 
I,-.''+I.VV 

1,0/'.UU 

1,902.00 
l,978_0C) 

2, i 81 .()O 

2.239.00 

2,341.00 

2,426.00 
" "on "" "'-,,,,-V/.vV 

2,360.00 

2.706.00 

?J?400 

3,063_00 

3,284.00 

3,727.00 

3.768.00 

4,025.00 

4,334.00 

POA 

POA 

POA 

POA 

POA 

eOA 

POA 

POA 

rOA 

POA 

We!gh!~ 
(Lbs) 

40 
55 

60 

75 

RO 

95 
105 

115 

135 

135 

150 

165 

190 

190 

210 

no 
L'oo 
230 

250 

280 

305 
335 

29.5 

325 

350 

380 

415 

375 

405 

430 

470 

510 

550 

575 

615 

660 

705 

945 

990 

1050 

1 i 65 

1450 

IjtlU 

1855 

1915 

2060 

2370 

HCUS ~,II CORPORATE 110 __ -pee 

ivic\tvane-OI8240 



CX 2359-119

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

42 X 36 

48x30 
48 X J6 

48'J 42 

No!!-Domes!!c 
Item Code 

MJDR4236P401 

MJDR4830P401 

M.Ji)R483cSP401 

MJDR4842P401 

Dome'S!!c 
Item Code 

MJDR4236P401 D 

MJDR4830P401 D 

M.lfJR48:'l6P401 f) 

ivUDR4842P401 D 

CllO MJxFLG ADAPTER PIECE 

4 M InFA04P4nl M InFA04P4nl n 

6 MJDFA06P401 MJDFA.06P4010 

8 MJDFA08P401 MJDFA08P401 D 

10 MJDFA lOP401 MJDFA I OP401 D 

12 MJDFA 12P401 MJDFA 12P401 0 

14 MJDFA 14P401 MJDFA 14P401 0 

16 MJDFA 16P401 MJDFA 16P401 D 

18 MJDFA 18P401 MJDFA 18P401 D 

20 MJDFA20P401 MJDFA20P401 D 

24 MJDFA24P401 MJDFA24P401 D 

H Ci iO Mj SHORi SLEEVE 
4 MJDSS04P401 MJDSS04P401 D 

~ 6 MJDSS06P401 MJDSS06P401 D 

8 ivUDSS08P401 iviJ DSS08P 40 1 D 

10 iv1JDSSiOP401 (vuDSSl OP401 D 

i '2 /v1JDSS12P401 MJDSSi2P40l0 

14 MJlJ::i::i141-'4UI MJLJ::i::i 1 41-'4U 1 0 

16 MJDSS16P401 MJDSS16P401 D 

18 MJDSS18P401 tv'IJDSS18P401 D 

20 i'vUDSS20P401 r'v'IJ DSS20P 40 1 D 

24 i'vUDSS24P401 r'vU DSS2 4P 401 D 

30 ivUDSS30P401 IviJ DSS30P 40 1 D 

36 .iv1JDSS36P401 .i\lijDSS36P4C)1 D 

-12 ivUDSS-12P-101 i-AJDSS-12P!J01 D 

48 MJDSS48P401 MJDSS48P401 D 

e110 f'y'\J LONG SLEEVE 
iv1JDSLO"1P"101 i-AJDSLO!JP!JOl D 

6 iv1JDSL06P401 r-.~,JDSL06P401 D 

8 ivUDSL08P401 i-i,JDSL08P401 D 

10 ivUDSLlOP401 MJDSLlOP401 D 

12 MJDSL12r'401 tv'IJDSLl2r'401D 

14 MJDSL14P401 MJDSLl4P40lD 
IA Ivlln.sll!'P401 IvUOSl1 10 P4n I n 
18 IvUDSL18P401 1\~JDSLl8P401 D 

20 Iv1JDSL20P401 I-AJDSL20P401 D 

24 MJDSL24P401 MJDSL24P40lD 

30 MJDSL30P401 MJDSL30P40lD 

36 MJDSL36P401 MJDSL36P40lD 

42 MJDSL42P401 MJDSL42P40lD 

48 MJDSL48P401 MJDSL48P40lD 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 127 

Confidential 

les~ Acce~sory 
List Price 

We!gh!~ 
(Lbs) 

POA 2695 

POA 3005 
POA 3370 

POA 3750 

391 m 
517.00 

607.00 
728.00 

40 

60 
85 

115 

841.00 155 

1.802.00 195 

2.07400 240 

2,659.00 280 

2.71900 340 

4.098.00 455 

287.CXJ 
354.CXJ 
451.00 
536.00 

699.00 

1,124.UU 
1 077 r.n 
I,LII.VV 

1,/7U.UU 

1,938.00 

2,902.00 

POA 
PO,A, 
PO,A, 

POi", 

330.00 

436.00 

528.00 

553.00 

003.00 
I AOO.OO 
I 10 I? on 
2,244.00 

2A06.00 
3, 121.00 

POA 

POA 

POA 

POA 

35 

45 
05 
85 
ilO 

16' 
200 

240 
27:) 

360 

745 
iO.3() 

1330 

1645 

65 

85 

115 

145 
225 

?7,~ 

3-30 

380 

810 
1085 
1495 
1940 

2405 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8241 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 

42 X 36 

48x30 
48 X J6 

48'J 42 

No!!-Domes!!c 
Item Code 

MJDR4236P401 

MJDR4830P401 

M.Ji)R483cSP401 

MJDR4842P401 

Dome'S!!c 
Item Code 

MJDR4236P401 D 

MJDR4830P401 D 

M.lfJR48:'l6P401 f) 

ivUDR4842P401 D 

CllO MJxFLG ADAPTER PIECE 

4 M InFA04P4nl M InFA04P4nl n 

6 MJDFA06P401 MJDFA.06P4010 

8 MJDFA08P401 MJDFA08P401 D 

10 MJDFA lOP401 MJDFA I OP401 D 

12 MJDFA 12P401 MJDFA 12P401 0 

14 MJDFA 14P401 MJDFA 14P401 0 

16 MJDFA 16P401 MJDFA 16P401 D 

18 MJDFA 18P401 MJDFA 18P401 D 

20 MJDFA20P401 MJDFA20P401 D 

24 MJDFA24P401 MJDFA24P401 D 

H Ci iO Mj SHORi SLEEVE 
4 MJDSS04P401 MJDSS04P401 D 

~ 6 MJDSS06P401 MJDSS06P401 D 

8 ivUDSS08P401 iviJ DSS08P 40 1 D 

10 iv1JDSSiOP401 (vuDSSl OP401 D 

i '2 /v1JDSS12P401 MJDSSi2P40l0 

14 MJlJ::i::i141-'4UI MJLJ::i::i 1 41-'4U 1 0 

16 MJDSS16P401 MJDSS16P401 D 

18 MJDSS18P401 tv'IJDSS18P401 D 

20 i'vUDSS20P401 r'v'IJ DSS20P 40 1 D 

24 i'vUDSS24P401 r'vU DSS2 4P 401 D 

30 ivUDSS30P401 IviJ DSS30P 40 1 D 

36 .iv1JDSS36P401 .i\lijDSS36P4C)1 D 

-12 ivUDSS-12P-101 i-AJDSS-12P!J01 D 

48 MJDSS48P401 MJDSS48P401 D 

e110 f'y'\J LONG SLEEVE 
iv1JDSLO"1P"101 i-AJDSLO!JP!JOl D 

6 iv1JDSL06P401 r-.~,JDSL06P401 D 

8 ivUDSL08P401 i-i,JDSL08P401 D 

10 ivUDSLlOP401 MJDSLlOP401 D 

12 MJDSL12r'401 tv'IJDSLl2r'401D 

14 MJDSL14P401 MJDSLl4P40lD 
IA Ivlln.sll!'P401 IvUOSl1 10 P4n I n 
18 IvUDSL18P401 1\~JDSLl8P401 D 

20 Iv1JDSL20P401 I-AJDSL20P401 D 

24 MJDSL24P401 MJDSL24P40lD 

30 MJDSL30P401 MJDSL30P40lD 

36 MJDSL36P401 MJDSL36P40lD 

42 MJDSL42P401 MJDSL42P40lD 

48 MJDSL48P401 MJDSL48P40lD 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 127 

Confidential 

les~ Acce~sory 
List Price 

We!gh!~ 
(Lbs) 

POA 2695 

POA 3005 
POA 3370 

POA 3750 

391 m 
517.00 

607.00 
728.00 

40 

60 
85 

115 

841.00 155 

1.802.00 195 

2.07400 240 

2,659.00 280 

2.71900 340 

4.098.00 455 

287.CXJ 
354.CXJ 
451.00 
536.00 

699.00 

1,124.UU 
1 077 r.n 
I,LII.VV 

1,/7U.UU 

1,938.00 

2,902.00 

POA 
PO,A, 
PO,A, 

POi", 

330.00 

436.00 

528.00 

553.00 

003.00 
I AOO.OO 
I 10 I? on 
2,244.00 

2A06.00 
3, 121.00 

POA 

POA 

POA 

POA 

35 

45 
05 
85 
ilO 

16' 
200 

240 
27:) 

360 

745 
iO.3() 

1330 

1645 

65 

85 

115 

145 
225 

?7,~ 

3-30 

380 

810 
1085 
1495 
1940 

2405 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8241 



CX 2359-120

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ 

t:::=;. , 

, 
\0 

, 
"--I 

.;=::: 
r 

Size No!!-Domest!c Do!'!'!e'S!!c 
(Inches) Item Code Item Code 

CllO MJ CAP 

4 MJDC04P401 MJDC04P401 D 

6 MJDC06P401 MJDC06P401 D 

8 MJDC08P401 MJDC08P401 D 

10 MJDClOP401 MJDC10P401 D 

I? M Inr.l?P40l M Inr::l?P4nl n 

14 MJDC14P401 MJDC]4P401D 

16 MJDCI6P401 MJDCI6P401 D 

IS MJDCI8P401 MJDC ISP401 D 

20 MJDC20P401 MJDC20P401 D 

24 MJDC24P401 MJDC24P401 D 

30 MJDC30P401 MJDC30P401 D 

36 MJDC36P401 MJDC36P401 D 

42 MJDC42P401 MJDC42P401 D 

4S MJDC48P401 MJDC4SP401 D 

Ci iO Mj CAP iAPPED 2" 

4 MJDC04TP401 MJDC04TP401 D 

6 MJDC06TP401 MJDC06TP401 D 

8 ivU DCOST P 40 1 iviJDC08TP401 D 

10 iv1JDC1OTP40i (vuDCiOTP40i D 

i '2 (v1JDCi2TP40i MJDC]'2TP401 D 

14 MJl)C1411-'4UI MJDCI411-'40llJ 

16 MJDC16TP401 MJDC16TP401 D 

18 MJDC18TP401 tv'IJDCl8TP4Cl D 
20 i'vUDC2OTP401 r'v'IJDC2OTP401 D 

24 tvUDC24TP401 r'vUDC24TP401 D 

30 iviJDC3OTP401 iviJDC3OTP401 D 

e110 t-v'\J PLUG 

!vUDP01P10l !-AJDP01P101 D 

6 ! .. UDP06P40l !-.~,JDP06P401 D 

8 ivUDP08P401 i-i,JDP08P401 D 

10 ivUDP10P401 MJDP10P40lD 

12 MJDr'12r'401 tv'IJDr'12r'401D 

14 MJDPI4P401 MJDP14P401D 

1<\ Iv11 np I AP40l IIIUfJP 1 AP401 f) 

IS r\IUDP18P.::101 !\.~,JDPI8P401 D 

20 :vUDP20P40l !-AJDP2QP401 D 

24 MJDP24P401 MJDP24P401 D 

30 MJDP30P40l MJDP30P401D 

36 MJDP36P40l MJDP36P401D 

42 MJDP42P401 MJDP42P401 D 

48 MJDP48P401 MJDP48P401D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 128 

Confidential 

les~ Acce~sory 
List Price 

147.00 
171.00 

195.00 

259.00 

~lnm 

937.00 

88Sm 

1,222.00 

1.455.00 

2,384.00 

POA 

POA 

POA 

POA 

200m 

217m 
242.00 

299.00 
349.00 

1,130.00 

946.00 

1,"'tVO.VU 

1,631.00 

2,560.00 

POA 

120.00 

151.00 

221.00 

280.00 

355.00 
699.00 
R,"il m 

1,086.00 

1,166.00 

1.99200 

POA 

POA 

POA 

POA 

We!gh!~ 
(Lbs) 

20 
30 
45 

60 
RO 
115 

155 

215 

250 

370 

680 

1005 

1535 

1950 

20 

30 

45 

60 

80 
110 

155 

215 

2.')0 

370 

680 

20 

35 

50 
65 
85 
115 
14,"i 

185 

225 

335 

660 

975 

1355 

1810 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8242 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ 

t:::=;. , 

, 
\0 

, 
"--I 

.;=::: 
r 

Size No!!-Domest!c Do!'!'!e'S!!c 
(Inches) Item Code Item Code 

CllO MJ CAP 

4 MJDC04P401 MJDC04P401 D 

6 MJDC06P401 MJDC06P401 D 

8 MJDC08P401 MJDC08P401 D 

10 MJDClOP401 MJDC10P401 D 

I? M Inr.l?P40l M Inr::l?P4nl n 

14 MJDC14P401 MJDC]4P401D 

16 MJDCI6P401 MJDCI6P401 D 

IS MJDCI8P401 MJDC ISP401 D 

20 MJDC20P401 MJDC20P401 D 

24 MJDC24P401 MJDC24P401 D 

30 MJDC30P401 MJDC30P401 D 

36 MJDC36P401 MJDC36P401 D 

42 MJDC42P401 MJDC42P401 D 

4S MJDC48P401 MJDC4SP401 D 

Ci iO Mj CAP iAPPED 2" 

4 MJDC04TP401 MJDC04TP401 D 

6 MJDC06TP401 MJDC06TP401 D 

8 ivU DCOST P 40 1 iviJDC08TP401 D 

10 iv1JDC1OTP40i (vuDCiOTP40i D 

i '2 (v1JDCi2TP40i MJDC]'2TP401 D 

14 MJl)C1411-'4UI MJDCI411-'40llJ 

16 MJDC16TP401 MJDC16TP401 D 

18 MJDC18TP401 tv'IJDCl8TP4Cl D 
20 i'vUDC2OTP401 r'v'IJDC2OTP401 D 

24 tvUDC24TP401 r'vUDC24TP401 D 

30 iviJDC3OTP401 iviJDC3OTP401 D 

e110 t-v'\J PLUG 

!vUDP01P10l !-AJDP01P101 D 

6 ! .. UDP06P40l !-.~,JDP06P401 D 

8 ivUDP08P401 i-i,JDP08P401 D 

10 ivUDP10P401 MJDP10P40lD 

12 MJDr'12r'401 tv'IJDr'12r'401D 

14 MJDPI4P401 MJDP14P401D 

1<\ Iv11 np I AP40l IIIUfJP 1 AP401 f) 

IS r\IUDP18P.::101 !\.~,JDPI8P401 D 

20 :vUDP20P40l !-AJDP2QP401 D 

24 MJDP24P401 MJDP24P401 D 

30 MJDP30P40l MJDP30P401D 

36 MJDP36P40l MJDP36P401D 

42 MJDP42P401 MJDP42P401 D 

48 MJDP48P401 MJDP48P401D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 128 

Confidential 

les~ Acce~sory 
List Price 

147.00 
171.00 

195.00 

259.00 

~lnm 

937.00 

88Sm 

1,222.00 

1.455.00 

2,384.00 

POA 

POA 

POA 

POA 

200m 

217m 
242.00 

299.00 
349.00 

1,130.00 

946.00 

1,"'tVO.VU 

1,631.00 

2,560.00 

POA 

120.00 

151.00 

221.00 

280.00 

355.00 
699.00 
R,"il m 

1,086.00 

1,166.00 

1.99200 

POA 

POA 

POA 

POA 

We!gh!~ 
(Lbs) 

20 
30 
45 

60 
RO 
115 

155 

215 

250 

370 

680 

1005 

1535 

1950 

20 

30 

45 

60 

80 
110 

155 

215 

2.')0 

370 

680 

20 

35 

50 
65 
85 
115 
14,"i 

185 

225 

335 

660 

975 

1355 

1810 

HCUS ~,II CORPORATE 110_. -pee 

ivicVvane-Ol8242 



CX 2359-121

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ 

po 
N 

! '"" N 
! 

Size 
(Inches) 

No!!-Domest!c 
Item Code 

ellO MJ PLUG TAPPED 2" 

4 MJDP04TP401 

6 MJDP06TP40l 

8 MJDP08TP401 

10 MJ DP I OTP40 1 
I? M InPI?TP401 

14 MJDPI4TP401 

16 MJDPI6TP401 

18 MJDPI8TP401 

20 MJDP2OTP40l 

Dome'S!!c 
Item Code 

MJDP04TP401 D 

MJDP06TP401 D 

MJDP08TP401 D 

MJDP1OTP40lD 

M InPl?TP401 n 

MJDPlJTP40!D 

MJDPI6TP40lD 

MJDPI8TP40lD 

MJDP2OTP401 D 

les~ Acce~sory 
List Price 

171.OJ 

202.00 

265.00 

321.00 

~9hm 

896.00 

1,042.00 

1,270.00 

1.639.00 

We!gh!~ 
(Lbs) 

20 
35 

50 
65 

R.' 
115 

145 

185 

225 

I _._._ .... ;?:L .. _._._ . ..t::1.~.P.P..;;:\IE.:tQl .. _._._._ .. L1~_P..E~:H.f.:±QJ.Q._._ .. _._._ .. ;?,,~_!?'Q:QQ._ .. _._._._ .. _._._._2~.~_ 
1 The standard tap size is 2" NPT. For other sizes. please contact sta(l Pipe Products. '1

11 I Taps other than 2" ~JPT are special order, non-cancellable & non-refundable. 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5JI HCUS ~,II CORPORATE 110 __ -pee - Page 129 

Confidential ivicVvane-Ol8243 

PUBLIC

fir!!! ellO 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ FULL BODY - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ 

po 
N 

! '"" N 
! 

Size 
(Inches) 

No!!-Domest!c 
Item Code 

ellO MJ PLUG TAPPED 2" 

4 MJDP04TP401 

6 MJDP06TP40l 

8 MJDP08TP401 

10 MJ DP I OTP40 1 
I? M InPI?TP401 

14 MJDPI4TP401 

16 MJDPI6TP401 

18 MJDPI8TP401 

20 MJDP2OTP40l 

Dome'S!!c 
Item Code 

MJDP04TP401 D 

MJDP06TP401 D 

MJDP08TP401 D 

MJDP1OTP40lD 

M InPl?TP401 n 

MJDPlJTP40!D 

MJDPI6TP40lD 

MJDPI8TP40lD 

MJDP2OTP401 D 

les~ Acce~sory 
List Price 

171.OJ 

202.00 

265.00 

321.00 

~9hm 

896.00 

1,042.00 

1,270.00 

1.639.00 

We!gh!~ 
(Lbs) 

20 
35 

50 
65 

R.' 
115 

145 

185 

225 

I _._._ .... ;?:L .. _._._ . ..t::1.~.P.P..;;:\IE.:tQl .. _._._._ .. L1~_P..E~:H.f.:±QJ.Q._._ .. _._._ .. ;?,,~_!?'Q:QQ._ .. _._._._ .. _._._._2~.~_ 
1 The standard tap size is 2" NPT. For other sizes. please contact sta(l Pipe Products. '1

11 I Taps other than 2" ~JPT are special order, non-cancellable & non-refundable. 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5JI HCUS ~,II CORPORATE 110 __ -pee - Page 129 

Confidential ivicVvane-Ol8243 



CX 2359-122

t~OTES: 

'Weight, exclude accessories 

Page 130 

Confidential ivicVvane-Ol8244 

PUBLIC

t~OTES: 

'Weight, exclude accessories 

Page 130 

Confidential ivicVvane-Ol8244 
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CX 2359-124

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ 

~ 
! , 

Size 
(Inches) 

No!!-Domes!!c 
Item Code 

C153 MJ 90 BEND 

4 MJB9004P401 

6 MJB9006P401 

8 MJB'7008P401 

10 MJB9010P401 

12 MJB9012P401 

14 M IR9014P4nl 

16 MJB90!6P401 

18 MJB9018P401 

20 MJB90aJP401 

24 MJB9024P401 

30 MJB903JP401 
36 MJB9036P401 

C153 MJ 45 BEND 

4 MJB4504P401 

6 MJB4506P401 

8 MJB4508P401 

10 MJB4510P401 

12 MJB4512P401 

14 ivUB4514P401 

i6 iv1J84516P401 

is Iv1JB4518P401 

20 MJb40JJI-'401 

24 MJB4524P401 

30 MJ[345JOP401 

36 i'v'IJB4.')36P401 

C153 ivij 22 1/2 BEND 

4 MJ[32204r'401 

6 i'v'IJB2206P401 

8 IVIJB2208P401 

iO iviJB22iOP401 

12 ,ivUB2212P401 

11 :vUB2211P101 

16 :",UB2216P401 

18 ;vUB2218P401 

20 ivUB222JP401 

24 MJC2224r'401 

30 MJB2230P40l 

ClA IvlIR,),),1f,P4nl 

C153 MJ 11 1/4 BEND 

4 IvURl104P401 

6 Iv1JBll06P4Ql 

8 IvlJBll08P401 

10 tvUB11l0P401 

12 MJBll12P40l 

14 MJBll14P40l 

Dome'S!!c 
Item Code 

MJB9004P401 D 

MJB9006P401 D 

MJ B'7008P401 D 

MJB9010P401 D 

MJB9012P401 D 

M IR9014P401 n 
MJB9016P4Ql D 

MJB9018P401 D 

MJB9020P401 D 

MJB9024P40l D 

MJB9030P401 D 

MJB9036P401 D 

MJB4504P401 D 

MJB4506P401 D 

MJB4508P401 D 

MJB4510P401D 

MJ B4512P401D 

iviJB4514P401 D 

ivUB4516P401 D 

MJB45iSP401 D 

MJI:)40LOl-'40llJ 

MJB4524P401 D 

tv'IJB45JOP401 D 
rVIJB4J36P401 D 

tv'IJ 322041'401 D 

rVIJB2206P401 D 

tvUB2208P401 D 

iviJB22iOP401 D 

.i'-/UB2212P401 D 

r-AJB2211P10l D 

r-.~,J B2216P401 D 

i-i\J B2218P401 D 
MJ B2220P401 D 
tv'IJ C2224r401 D 

MJB2230P40l D 

IvLlR??:lf,P40l n 

M.lRll 04P40l n 
MJBll06P4(ll D 

IvlJB1108P401 D 

f-AJB11 10P401 D 

MJBII12P401 D 

MJBII14P401 D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 132 

Confidential 

les~ Acce~sory 
List Price 

143.00 

230.00 

334.00 

522.00 

614.00 
I ?()7 on 
1,412.00 

2,418.00 

2,752.00 

4.168.00 

POA 
POA 

139.00 

200.00 

300.00 

413.00 

541.00 

973.00 

l,l61.00 

1,SSO.00 

L,LLO.OO 
':l 1 on nn 
0, I /u.vu 

POA 

POA 

13200 

206.00 

304.00 

419.00 

543.0] 

911.00 

1,161.00 

1,868.00 
"':lLc) nn 
L,-.JU/.VU 

V,-.J'+-.i.vv 

POA 
POA 

147.00 

20600 

-309.00 

422.00 

550.00 

911.00 

We!gh!~ 
(Lbs) 

25 
42 
67 

101 

132 

?O4 

260 
342 

456 

636 

1163 

1679 

22 

38 

58 

82 

III 

157 

194 

234 

::J41 

450 

887 
120.') 

20 

36 

48 

65 
82 

132 

170 

231 

34'7 
459 

722 
974 

18 

.31 
44 

59 
74 

114 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8246 

PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ 

~ 
! , 

Size 
(Inches) 

No!!-Domes!!c 
Item Code 

C153 MJ 90 BEND 

4 MJB9004P401 

6 MJB9006P401 

8 MJB'7008P401 

10 MJB9010P401 

12 MJB9012P401 

14 M IR9014P4nl 

16 MJB90!6P401 

18 MJB9018P401 

20 MJB90aJP401 

24 MJB9024P401 

30 MJB903JP401 
36 MJB9036P401 

C153 MJ 45 BEND 

4 MJB4504P401 

6 MJB4506P401 

8 MJB4508P401 

10 MJB4510P401 

12 MJB4512P401 

14 ivUB4514P401 

i6 iv1J84516P401 

is Iv1JB4518P401 

20 MJb40JJI-'401 

24 MJB4524P401 

30 MJ[345JOP401 

36 i'v'IJB4.')36P401 

C153 ivij 22 1/2 BEND 

4 MJ[32204r'401 

6 i'v'IJB2206P401 

8 IVIJB2208P401 

iO iviJB22iOP401 

12 ,ivUB2212P401 

11 :vUB2211P101 

16 :",UB2216P401 

18 ;vUB2218P401 

20 ivUB222JP401 

24 MJC2224r'401 

30 MJB2230P40l 

ClA IvlIR,),),1f,P4nl 

C153 MJ 11 1/4 BEND 

4 IvURl104P401 

6 Iv1JBll06P4Ql 

8 IvlJBll08P401 

10 tvUB11l0P401 

12 MJBll12P40l 

14 MJBll14P40l 

Dome'S!!c 
Item Code 

MJB9004P401 D 

MJB9006P401 D 

MJ B'7008P401 D 

MJB9010P401 D 

MJB9012P401 D 

M IR9014P401 n 
MJB9016P4Ql D 

MJB9018P401 D 

MJB9020P401 D 

MJB9024P40l D 

MJB9030P401 D 

MJB9036P401 D 

MJB4504P401 D 

MJB4506P401 D 

MJB4508P401 D 

MJB4510P401D 

MJ B4512P401D 

iviJB4514P401 D 

ivUB4516P401 D 

MJB45iSP401 D 

MJI:)40LOl-'40llJ 

MJB4524P401 D 

tv'IJB45JOP401 D 
rVIJB4J36P401 D 

tv'IJ 322041'401 D 

rVIJB2206P401 D 

tvUB2208P401 D 

iviJB22iOP401 D 

.i'-/UB2212P401 D 

r-AJB2211P10l D 

r-.~,J B2216P401 D 

i-i\J B2218P401 D 
MJ B2220P401 D 
tv'IJ C2224r401 D 

MJB2230P40l D 

IvLlR??:lf,P40l n 

M.lRll 04P40l n 
MJBll06P4(ll D 

IvlJB1108P401 D 

f-AJB11 10P401 D 

MJBII12P401 D 

MJBII14P401 D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 132 

Confidential 

les~ Acce~sory 
List Price 

143.00 

230.00 

334.00 

522.00 

614.00 
I ?()7 on 
1,412.00 

2,418.00 

2,752.00 

4.168.00 

POA 
POA 

139.00 

200.00 

300.00 

413.00 

541.00 

973.00 

l,l61.00 

1,SSO.00 

L,LLO.OO 
':l 1 on nn 
0, I /u.vu 

POA 

POA 

13200 

206.00 

304.00 

419.00 

543.0] 

911.00 

1,161.00 

1,868.00 
"':lLc) nn 
L,-.JU/.VU 

V,-.J'+-.i.vv 

POA 
POA 

147.00 

20600 

-309.00 

422.00 

550.00 

911.00 

We!gh!~ 
(Lbs) 

25 
42 
67 

101 

132 

?O4 

260 
342 

456 

636 

1163 

1679 

22 

38 

58 

82 

III 

157 

194 

234 

::J41 

450 

887 
120.') 

20 

36 

48 

65 
82 

132 

170 

231 

34'7 
459 

722 
974 

18 

.31 
44 

59 
74 

114 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8246 



CX 2359-125

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

16 MJBII16P401 MJBII16P401 D 

18 MJBIIISP401 MJBII18P401 D 

70 M.JRll/oP401 M.IRll?OP401 rJ 

24 ~vlJ81124P401 ivU B 1124P401 D 
30 MJBll30P401 MJBl130P401 D 

36 MJBI136P401 MJBI136P401 D 

C153 MJXPE 90 BEND 

~ 4 MJBP9004P401 MJBP9004P401 D 

L. \ 6 MJBP9006P401 MJBP9006P401 D 
}-----1, 8 MJBP9008P401 MJBP9008P401 D 

",-----------J 
18 MJBP9018P401 MJBP9018P401 D 

24 MJBP9024P401 MJBP9024P401 D 

C1S3 MJXPE 45 BEND 

A 4 MJBP4504P401 MJBP4504P401 D 
/ , 
"- \ 6 MJBP4506P401 MJBP4506P401 D 

1-----1. 8 MJBP4508P401 MJBP4508P401 D 
I ~ \. I 18 MJBP451SP401 MJBP4518P401 D 

20 Iv\JBP4520P401 MJBP4520P401 D 

24 ivUBP4524P401 iviJBP4524P401 D 

C153 NU TEE 

_ =v==r_ 4 MJT0404P401 MJT0404P401 D 

" ~ • 6x4 iviJT0604P401 ivUT0604P40i D IIno' 'rlII 
1111 1111 

IvuT0606 P 401 MJT0606P401 D IIII IIII 6 

~ '"iI "x4 /vUlllbU41-'4UI MJ I UtlU41" 4U I l) 

8x6 MJT0806P401 MJT0806P401 D 

8 MJT0808P40l MJT0808P401 D 

10 x4 MJT10041'401 tv'IJT1 0041'401 D 

10 ,,6 i'vUT 1 006 P 401 rVIJT1 006P401 D 

10" 8 IVIJTIOO8P401 tvUT1 008P401 D 

10 ivUTI 01 OP40l ivUTI 01 OP40l D 

12 X4 ivUT12CJ4P40l !"/UT1204P4CJl D 

12 x6 :vUT1206P~0l r-AJT1206P~0l D 

12 xS :",UT1208P40l r-.~,JT1208P40l D 

12x 10 IvUT1210P40l i-i\JT121 OP40l D 

12 ivUT1 21 2P40l MJT1212P401 D 
14 x6 MJT14061'401 tv'IJT1406f'401 D 

14 MJTI414P401 MJTI414P40ID 

16 x 6 MHl6Cl6P401 MjT1606P401 D 

16 x8 r\IUT1608P401 r\~JT1608P40l D 

16 X 10 MJTl610P401 I-AJT161 OP4Dl D 

16 X 12 MJTl612P401 MJTl612P401 D 

16 MJTl616P401 MJTl616P401 D 

18 x6 MJTl806P401 MJTl806P401 D 

18 xS MJTl808P401 MJTl808P401 D 

18 X 12 MJTl812P401 MJTI812P40l D 

18 MJTl818P401 MJTI818P40l D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 133 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

1,215.00 150 

1,873.00 230 
).197.00 :lS5 

-3 .. 345.00 459 

POA 645 

POA 887 

179.00 26 

260.00 45 

376.00 65 

2,887,00 385 
5,491,00 595 

209,00 21 

261,00 37 

340.00 57 

2,735,00 270 

3,146,00 315 

4,053.00 430 

216,00 35 

283.00 56 
297.00 70 
J6L'.W IL 

381,00 85 

403,00 98 

515.00 01 

553.00 97 
564.00 113 

614.00 131 

605.00 97 
635.00 119 

651.00 140 

734.00 150 

760.00 160 

1,1 !...J.vv 182 
1]49.00 260 
1,55900 219 

1.574.00 239 

1.608.00 256 

1,628,00 274 

1,811,00 348 

2.415.00 272 

2,495,00 293 
2,997,00 349 

3,519,00 448 

HCUS ~,rl CORPORATE 110._ ·P[[ 

ivicVvane-Ol8247 

PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c urL.U7.U.£ (Inches) Item Code Item Code 

16 MJBII16P401 MJBII16P401 D 

18 MJBIIISP401 MJBII18P401 D 

70 M.JRll/oP401 M.IRll?OP401 rJ 

24 ~vlJ81124P401 ivU B 1124P401 D 
30 MJBll30P401 MJBl130P401 D 

36 MJBI136P401 MJBI136P401 D 

C153 MJXPE 90 BEND 

~ 4 MJBP9004P401 MJBP9004P401 D 

L. \ 6 MJBP9006P401 MJBP9006P401 D 
}-----1, 8 MJBP9008P401 MJBP9008P401 D 

",-----------J 
18 MJBP9018P401 MJBP9018P401 D 

24 MJBP9024P401 MJBP9024P401 D 

C1S3 MJXPE 45 BEND 

A 4 MJBP4504P401 MJBP4504P401 D 
/ , 
"- \ 6 MJBP4506P401 MJBP4506P401 D 

1-----1. 8 MJBP4508P401 MJBP4508P401 D 
I ~ \. I 18 MJBP451SP401 MJBP4518P401 D 

20 Iv\JBP4520P401 MJBP4520P401 D 

24 ivUBP4524P401 iviJBP4524P401 D 

C153 NU TEE 

_ =v==r_ 4 MJT0404P401 MJT0404P401 D 

" ~ • 6x4 iviJT0604P401 ivUT0604P40i D IIno' 'rlII 
1111 1111 

IvuT0606 P 401 MJT0606P401 D IIII IIII 6 

~ '"iI "x4 /vUlllbU41-'4UI MJ I UtlU41" 4U I l) 

8x6 MJT0806P401 MJT0806P401 D 

8 MJT0808P40l MJT0808P401 D 

10 x4 MJT10041'401 tv'IJT1 0041'401 D 

10 ,,6 i'vUT 1 006 P 401 rVIJT1 006P401 D 

10" 8 IVIJTIOO8P401 tvUT1 008P401 D 

10 ivUTI 01 OP40l ivUTI 01 OP40l D 

12 X4 ivUT12CJ4P40l !"/UT1204P4CJl D 

12 x6 :vUT1206P~0l r-AJT1206P~0l D 

12 xS :",UT1208P40l r-.~,JT1208P40l D 

12x 10 IvUT1210P40l i-i\JT121 OP40l D 

12 ivUT1 21 2P40l MJT1212P401 D 
14 x6 MJT14061'401 tv'IJT1406f'401 D 

14 MJTI414P401 MJTI414P40ID 

16 x 6 MHl6Cl6P401 MjT1606P401 D 

16 x8 r\IUT1608P401 r\~JT1608P40l D 

16 X 10 MJTl610P401 I-AJT161 OP4Dl D 

16 X 12 MJTl612P401 MJTl612P401 D 

16 MJTl616P401 MJTl616P401 D 

18 x6 MJTl806P401 MJTl806P401 D 

18 xS MJTl808P401 MJTl808P401 D 

18 X 12 MJTl812P401 MJTI812P40l D 

18 MJTl818P401 MJTI818P40l D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 133 

Confidential 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

1,215.00 150 

1,873.00 230 
).197.00 :lS5 

-3 .. 345.00 459 

POA 645 

POA 887 

179.00 26 

260.00 45 

376.00 65 

2,887,00 385 
5,491,00 595 

209,00 21 

261,00 37 

340.00 57 

2,735,00 270 

3,146,00 315 

4,053.00 430 

216,00 35 

283.00 56 
297.00 70 
J6L'.W IL 

381,00 85 

403,00 98 

515.00 01 

553.00 97 
564.00 113 

614.00 131 

605.00 97 
635.00 119 

651.00 140 

734.00 150 

760.00 160 

1,1 !...J.vv 182 
1]49.00 260 
1,55900 219 

1.574.00 239 

1.608.00 256 

1,628,00 274 

1,811,00 348 

2.415.00 272 

2,495,00 293 
2,997,00 349 

3,519,00 448 

HCUS ~,rl CORPORATE 110._ ·P[[ 

ivicVvane-Ol8247 



CX 2359-126

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

20 X 6 MJTLD06P401 MJT2006P401 D 2,427.00 305 

20 x8 MJTLD08P401 MJT200SP401 D 2,444.00 388 
70 X I? M.JT701 ?P401 M.IT/Ol ?P4011J J.o?l.00 414 

20 y 16 ~vlJT2)16P401 !vUT2016P401 D -3,.398.00 497 

20 MJT'Xl20P401 MJT2020P40l D 3,808,00 567 

24 X 6 MJT2406P401 MJT2406P401 D 3,806,00 425 

24 X 8 MJT2408P401 MJT2408P401 D 4,257,00 448 

24 X 10 MJT2410P401 MJT241OP401 D 3,879,00 480 

24 X 12 MJT2412P401 MJT2412P401 D 4,275.00 514 

24 X J6 MJT2416P401 MJT2416P401 D 4.394.00 601 

24 X 20 MJT2420P401 MJT2420P401 D 6,021.00 733 

24 MJT2424P401 MJT2424P401 D 5,540,00 870 
30 X 20 MJT3020P401 ivUT30-20P 401 D POp., 1232 

30 X 24 MJT3024P401 fvuT30"24P40i D POA i 466 

30 MJT3030P401 MJT3030P4CJI D POA 152:) 

:36 X 24 MJI:3624P401 MJ 1:36'241-'4011..) POA 1/18 

36 X 30 J'iJJT3630P401 MJT3630P401 D POA 1997 

36 J'i,JT3636r401 MJT3636r401 D rOA 2305 

C153 MJ X HG TEE 

-. I 4 MJFT0404P401 MJFT0404P401 D 259.00 39 

" • • " 6 MJiTOG06i'401 rv'IJiT06D6i'401 D 501.00 67 itrt" "rr1I 
IIII IIII 8A6 i'vUFT0806P401 IVIJFT0806P401 D 642.00 86 

r- 'j 8 IVIJ FT0808P401 rvUFT0808P401 D S06.00 101 
10 x 6 ivUFTi006P401 ivUFTl 006P401 D 784J):) i07 

i (] .iviJFTi01 ()P401 .ivUfTl()i OP40i D 793DJ 144 

12 x6 :vUFT1206P~01 r-AJfTl206P~Ol D 977.00 117 

12 :vUFTl21 2P4Ql r-.~,JfT1212P401 D L012QO 198 

16 x6 ;,.,UFTl606P4Ql i-i,JFT1606P401 D 1,707.00 224 

Cl53 MJ TAPPED TEE 
IL_.J 4x2 MJT0404TP401 MJT0404TP401 D 259.00 23 
111r-1111 6x2 M JT0606 T P 401 MJT0606TP401 D 320.00 37 
Illl UII 
~ 11 8x2 MJT080STP401 MJT080STP401 D 444.00 53 

I ~~,~ :i~,~~?;~ _i~~,:~~~~S _~'~I~~T~ ~,~,~ ~~~,~~ s~:~, ~~e_a:=,,~~~!aoc~ ~i~r_®_~r~~ ~,~~~ucts. I I UfJ) UIIICI 111'-111 ~ 1-', I '-II C )fJCl..IUI UI'-ICI J IIUII-<"'UIIl..CII'-IUIC 0<. IIUII-ICIUIIUUUIC. 

C153 MJ HYDRANT TEE 
~--~ 6/6 MJT110606r401 IV1JTll0606r401 D 502.00 68 

.""1 F. 8x6 MJTH0806P401 MJTH0806P401 D 727.00 92 
ITt' '-rT1I In x h IvllTH I nnf,P4nl II/LITH I nnf,P4nl n 79900 109 
IIII IIII 12 x6 fvUTH1206P401 !,-~,JTH1206P401 D 808.00 113 
~ ~ • " 16 x6 fvUTH1606P401 !-AJTH1606.P401 D 1,399.00 233 

18 x6 MJTH1806P401 MJTHI806P401 D 3,269,00 278 

24 x6 MJTH2406P401 MJTH2406P401 D 4.269,00 458 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 HCUS ~,II CORPORATE 110 __ -pee -- Page 134 
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PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

20 X 6 MJTLD06P401 MJT2006P401 D 2,427.00 305 

20 x8 MJTLD08P401 MJT200SP401 D 2,444.00 388 
70 X I? M.JT701 ?P401 M.IT/Ol ?P4011J J.o?l.00 414 

20 y 16 ~vlJT2)16P401 !vUT2016P401 D -3,.398.00 497 

20 MJT'Xl20P401 MJT2020P40l D 3,808,00 567 

24 X 6 MJT2406P401 MJT2406P401 D 3,806,00 425 

24 X 8 MJT2408P401 MJT2408P401 D 4,257,00 448 

24 X 10 MJT2410P401 MJT241OP401 D 3,879,00 480 

24 X 12 MJT2412P401 MJT2412P401 D 4,275.00 514 

24 X J6 MJT2416P401 MJT2416P401 D 4.394.00 601 

24 X 20 MJT2420P401 MJT2420P401 D 6,021.00 733 

24 MJT2424P401 MJT2424P401 D 5,540,00 870 
30 X 20 MJT3020P401 ivUT30-20P 401 D POp., 1232 

30 X 24 MJT3024P401 fvuT30"24P40i D POA i 466 

30 MJT3030P401 MJT3030P4CJI D POA 152:) 

:36 X 24 MJI:3624P401 MJ 1:36'241-'4011..) POA 1/18 

36 X 30 J'iJJT3630P401 MJT3630P401 D POA 1997 

36 J'i,JT3636r401 MJT3636r401 D rOA 2305 

C153 MJ X HG TEE 

-. I 4 MJFT0404P401 MJFT0404P401 D 259.00 39 

" • • " 6 MJiTOG06i'401 rv'IJiT06D6i'401 D 501.00 67 itrt" "rr1I 
IIII IIII 8A6 i'vUFT0806P401 IVIJFT0806P401 D 642.00 86 

r- 'j 8 IVIJ FT0808P401 rvUFT0808P401 D S06.00 101 
10 x 6 ivUFTi006P401 ivUFTl 006P401 D 784J):) i07 

i (] .iviJFTi01 ()P401 .ivUfTl()i OP40i D 793DJ 144 

12 x6 :vUFT1206P~01 r-AJfTl206P~Ol D 977.00 117 

12 :vUFTl21 2P4Ql r-.~,JfT1212P401 D L012QO 198 

16 x6 ;,.,UFTl606P4Ql i-i,JFT1606P401 D 1,707.00 224 

Cl53 MJ TAPPED TEE 
IL_.J 4x2 MJT0404TP401 MJT0404TP401 D 259.00 23 
111r-1111 6x2 M JT0606 T P 401 MJT0606TP401 D 320.00 37 
Illl UII 
~ 11 8x2 MJT080STP401 MJT080STP401 D 444.00 53 

I ~~,~ :i~,~~?;~ _i~~,:~~~~S _~'~I~~T~ ~,~,~ ~~~,~~ s~:~, ~~e_a:=,,~~~!aoc~ ~i~r_®_~r~~ ~,~~~ucts. I I UfJ) UIIICI 111'-111 ~ 1-', I '-II C )fJCl..IUI UI'-ICI J IIUII-<"'UIIl..CII'-IUIC 0<. IIUII-ICIUIIUUUIC. 

C153 MJ HYDRANT TEE 
~--~ 6/6 MJT110606r401 IV1JTll0606r401 D 502.00 68 

.""1 F. 8x6 MJTH0806P401 MJTH0806P401 D 727.00 92 
ITt' '-rT1I In x h IvllTH I nnf,P4nl II/LITH I nnf,P4nl n 79900 109 
IIII IIII 12 x6 fvUTH1206P401 !,-~,JTH1206P401 D 808.00 113 
~ ~ • " 16 x6 fvUTH1606P401 !-AJTH1606.P401 D 1,399.00 233 

18 x6 MJTH1806P401 MJTHI806P401 D 3,269,00 278 

24 x6 MJTH2406P401 MJTH2406P401 D 4.269,00 458 

[Cali/or Availability] 
~ 'Weight, exclude accessories 
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CX 2359-127

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 

C153 MJ REDUCER 
6x4 MJR0604P401 

8x4 MJR0804P401 

8x6 MJR0806P401 

10 X 4 MJRlOO4P401 
10 X 6 MJR1OO6P401 
In x R M IRlnnRP401 

12 x 4 MJRI204P40! 

12 x 6 MJR1206P401 

12 x 8 MJRI208P401 

12x 10 MJRI210P401 

16 x8 MJRI608P401 

16 x 12 MJR1612P401 
18 x 12 MJRI812P401 

18 x 16 MJRI816P401 

20 x 12 MJR2012P401 

20 x 16 MJR20i6P401 

24 x 12 MJP-24i-2P401 

L4x 16 MJk:L416r-'4U1 

24x 20 MJR2420P401 

30x 16 MJR3016P401 

30x 18 tAJR3010r401 
30 x 20 tv'dR3020P401 

30x 24 ]",UR3024P401 

36 x 20 ]\/LiR3620P401 

36 x 2.1 tvi.JR3624P401 

36;-; 30 {·AJ R3630P '10 1 

C1531'-JU LEB REDUCER 
8X6 .iv1JRL0806P401 

18 x 12 /vURL1812P'101 

18 x 16 MJRL1816P401 

20 x 12 MJRL2J12P401 

20 x 16 MJRL2J16P401 

24x 12 MJRL2412P401 
74 x 16 M.JRI 741 tSP40l 

24 x 20 MJRL2420P401 

C1S3 MJ SEll REDUCER 
6 x 4 MJRS0604P401 
R ,,\ IvlIRSnROf,P4nl 

12 x8 r\IURS1208PLlOl 

18x 12 /vURS1812P401 

18x 16 MJRS1816P401 

20x 12 MJRS2012P401 

20x 16 MJRS2016P401 

24x 12 MJRS2412P401 

24 x 16 MJRS2416P401 

24 x 20 MJRS2420P401 

Dome'S!!c 
Item Code 

MJR0604P40! D 

MJR0804P401 D 

MJR0806P401 D 

MJRl 004P401 D 

MJRI 006P401 0 

M IPI nnRP401 n 

MJR1204P40! 0 

MJRI206P40lD 

MJRI208P40lD 

MJRI21 OP401 0 

MJRI608P40lD 

MJRI612P401 D 

MJRI812P401 D 

MJRI816P401 D 

MJR2012P401 D 

iviJR2016P40i D 

Iv1JR2412P40i D 

MJk:2416r-'4UIU 

MJR2420P40lD 

MJR3016P401 D 
rv'IJR3018r401 D 

r'v'IJR3020P401 D 

r'vU R3024P 401 D 
ivUR3620P401 D 
!vUR3624P40i D 

f-AJR3630P'101 D 

.i\lijRL08C)6PLiOl D 

i-AJRL1812P401D 

MJRL1816P401D 

MJRL2J12P401 D 

MJRL2J16P401 D 

MJRL2412P40l 0 

M.IRI 741 tSP4011J 

MJRL2420P401 D 

MJRS0604P401 D 
Iv1- 1 R,\ORnf,p 4n 1 n 
!,-~,JRS1208PLlOl D 

!-AJRS1812P401 D 

MJRSI816P40lD 

MJRS2012P40lD 

MJRS2016P40lD 

MJRS2412P40lD 

MJRS2416P401 D 

MJRS2420P401 D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 135 

Confidential 

les~ Acce~sory 
List Price 

157.00 

213.00 

231.00 

251.00 

278.00 

~lnm 

299.00 

370m 

408.00 

442.00 
787.00 
959.00 

1,687.00 

1,667.00 

1,900.00 

2,232.00 

-2,607.00 

L,7'I7'.UU 

3,126.00 

POA 

rOA 
POA 

POA 
P()A 

PC>,A. 

POi', 

i 76.CO 

1,701.00 

1,824.00 

1 922.00 
"nr:::';J nn 
L,oJoJ0.VU 

2.641.00 
105tS_00 

3,11700 

113.00 
17,£"00 

300.00 

1,687.00 

2.043.00 

L877.oo 

2.018.00 

2,575.00 

2,978.00 

3,312.00 

We!gh!~ 
(Lbs) 

29 
35 
40 

48 

49 

.eI 

67 

64 

64 

65 

128 

120 

174 

196 

209 

21 i 
287 

JU/ 

315 

475 
495 
701 

60S 

725 
1071 

871 

3q 

185 

170 

210 

238 

295 

?90 

271 

24 

17 

62 
150 

160 

208 

215 

275 

290 

275 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8249 

PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 

C153 MJ REDUCER 
6x4 MJR0604P401 

8x4 MJR0804P401 

8x6 MJR0806P401 

10 X 4 MJRlOO4P401 
10 X 6 MJR1OO6P401 
In x R M IRlnnRP401 

12 x 4 MJRI204P40! 

12 x 6 MJR1206P401 

12 x 8 MJRI208P401 

12x 10 MJRI210P401 

16 x8 MJRI608P401 

16 x 12 MJR1612P401 
18 x 12 MJRI812P401 

18 x 16 MJRI816P401 

20 x 12 MJR2012P401 

20 x 16 MJR20i6P401 

24 x 12 MJP-24i-2P401 

L4x 16 MJk:L416r-'4U1 

24x 20 MJR2420P401 

30x 16 MJR3016P401 

30x 18 tAJR3010r401 
30 x 20 tv'dR3020P401 

30x 24 ]",UR3024P401 

36 x 20 ]\/LiR3620P401 

36 x 2.1 tvi.JR3624P401 

36;-; 30 {·AJ R3630P '10 1 

C1531'-JU LEB REDUCER 
8X6 .iv1JRL0806P401 

18 x 12 /vURL1812P'101 

18 x 16 MJRL1816P401 

20 x 12 MJRL2J12P401 

20 x 16 MJRL2J16P401 

24x 12 MJRL2412P401 
74 x 16 M.JRI 741 tSP40l 

24 x 20 MJRL2420P401 

C1S3 MJ SEll REDUCER 
6 x 4 MJRS0604P401 
R ,,\ IvlIRSnROf,P4nl 

12 x8 r\IURS1208PLlOl 

18x 12 /vURS1812P401 

18x 16 MJRS1816P401 

20x 12 MJRS2012P401 

20x 16 MJRS2016P401 

24x 12 MJRS2412P401 

24 x 16 MJRS2416P401 

24 x 20 MJRS2420P401 

Dome'S!!c 
Item Code 

MJR0604P40! D 

MJR0804P401 D 

MJR0806P401 D 

MJRl 004P401 D 

MJRI 006P401 0 

M IPI nnRP401 n 

MJR1204P40! 0 

MJRI206P40lD 

MJRI208P40lD 

MJRI21 OP401 0 

MJRI608P40lD 

MJRI612P401 D 

MJRI812P401 D 

MJRI816P401 D 

MJR2012P401 D 

iviJR2016P40i D 

Iv1JR2412P40i D 

MJk:2416r-'4UIU 

MJR2420P40lD 

MJR3016P401 D 
rv'IJR3018r401 D 

r'v'IJR3020P401 D 

r'vU R3024P 401 D 
ivUR3620P401 D 
!vUR3624P40i D 

f-AJR3630P'101 D 

.i\lijRL08C)6PLiOl D 

i-AJRL1812P401D 

MJRL1816P401D 

MJRL2J12P401 D 

MJRL2J16P401 D 

MJRL2412P40l 0 

M.IRI 741 tSP4011J 

MJRL2420P401 D 

MJRS0604P401 D 
Iv1- 1 R,\ORnf,p 4n 1 n 
!,-~,JRS1208PLlOl D 

!-AJRS1812P401 D 

MJRSI816P40lD 

MJRS2012P40lD 

MJRS2016P40lD 

MJRS2412P40lD 

MJRS2416P401 D 

MJRS2420P401 D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 135 

Confidential 

les~ Acce~sory 
List Price 

157.00 

213.00 

231.00 

251.00 

278.00 

~lnm 

299.00 

370m 

408.00 

442.00 
787.00 
959.00 

1,687.00 

1,667.00 

1,900.00 

2,232.00 

-2,607.00 

L,7'I7'.UU 

3,126.00 

POA 

rOA 
POA 

POA 
P()A 

PC>,A. 

POi', 

i 76.CO 

1,701.00 

1,824.00 

1 922.00 
"nr:::';J nn 
L,oJoJ0.VU 

2.641.00 
105tS_00 

3,11700 

113.00 
17,£"00 

300.00 

1,687.00 

2.043.00 

L877.oo 

2.018.00 

2,575.00 

2,978.00 

3,312.00 

We!gh!~ 
(Lbs) 

29 
35 
40 

48 

49 

.eI 

67 

64 

64 

65 

128 

120 

174 

196 

209 

21 i 
287 

JU/ 

315 

475 
495 
701 

60S 

725 
1071 

871 

3q 

185 

170 

210 

238 

295 

?90 

271 

24 

17 

62 
150 

160 

208 

215 

275 

290 

275 

HCUS ~,II CORPORATE 110 __ -pee 
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CX 2359-128

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size No!!-Domest!c 

(Inches) Item Code 

C 153 MJ SHORT SLEEVE 

4 MJSS04P401 

6 MJSS06P401 

8 MJSS08P401 

10 MJSS1OP401 
I? M LSSI ?P401 

C153 MJ LONG SLEEVE 

4 MJSL04P401 

6 MJSL06P401 

8 rvlJ5L08P401 

10 MJSL lOP40] 
12 MJSL 12P401 
14 Iv1JSL14P401 
16 MJSLl6P401 

18 MJSLl8P401 

20 Iv1JSL2JP401 
24 Iv1JSL24P401 
30 MJSL3JP401 

36 ivUSL36P401 

Dome'S!!c 
Item Code 

MJSS04P401 D 
MJSS06P401 D 

MJSS08P401 D 

MJSSlOP401D 
M ISSI ?P401 n 

MJSL04P401 D 

MJSLCl6P401 D 
IvlJSL08P401 D 

MJSL I OP401 D 

MJSL 12P401 D 
MJSL 14P401 D 
MJSL 16P401 D 

MJSL 18P401 D 

MJSL20P401 D 

MJSL24P401 D 

MJSL30P401 D 

iviJSL36P401 D 

C153 DUAL PURPOSE SLEEVE 

11-r----r~ 

~l J II 
~ 11 

4x 12 MJSDP04AP401 

6x 12 iviJSDP06AP40i 

8x 12 Iv1JSDP08AP40l 

C153 MJ CROSS 

4 MJX0404P401 

6X4 Iv1JX0604P401 

6 Iv1JX0606P401 

8x4 MJX0804P40l 

8x6 MJX0806P401 

8 MJX0808P401 

10 ,,6 tid X 1 006P401 

10 tvUXl 01 OP401 

12 x6 ivUX1206P401 

12 x8 ,ivl.i:X:1208P401 

12 Iv1J>:, i 212PljOi 

14 i .. \JX1414P401 

16 x6 ;vUX1606P401 

16 xS ;vUX1 GOSi'401 

16 A 10 MJX1610P401 

1 ri X 17 /vUX1 ri 1 7P401 

16 Iv1JX1616P4(l1 

MJSDP04AP401 D 

ivUSDP06AP401 D 

MJSDP08AP401 D 

MJX0404P401 D 

MJX0604P401 D 

MJX0606P401 D 

MJX0804P401D 

MJX0806P401 D 

,'i1JX0808P401D 

rVIJXl 006P401 0 
r'vUXI 01 OP401 0 
iviJX1206P401 D 

,i',,/U:<1208P4Cn D 
(.~,J><1212P;jOi D 
i-.~,JX1414P401 D 

!-vA,JX1606P401 D 
MJ)(l 60Sr401 D 
,'iI J)(161 OP401 D 
M.IXI ri 17P401 n 
MJX1616P4(11 D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 136 

Confidential 

les~ Acce~sory 
List Price 

125.00 

161.00 

189.00 

245.00 

?-''jAm 

148.00 

22000 
272.00 

346.00 

433.00 

848.00 

1,005.00 

1.72300 

1.816.00 

2.493.00 

POA 

POA 

673.00 
736.00 

1,042.00 

281.00 

325.00 

414.00 

413.00 

545.00 

607.CO 

:)71.00 

903.00 

894.00 
941.C() 

1,173.00 

2,253.00 
') C)h;L ron 
L,0JU.VU 

" 1 ~l ron 
L,101.VU 

'" rt~n L,I-'t!.VU 

?,.J17.00 

2.69900 

We!gh!~ 
(Lbs) 

17 

29 
38 

49 

60 

24 

40 
54 

71 

84 

131 

163 

207 

251 

322 

761 

1007 

23 

49 
65 

45 

62 

87 

84 

103 

120 

121 

150 

129 

163 

195 

344 

246 
261 

296 
110 

410 

HCUS ~,'I CORPORATE 110 __ -pee 

ivic\tvane-OI8250 

PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ 
urL.U7.U.£ Size No!!-Domest!c 

(Inches) Item Code 

C 153 MJ SHORT SLEEVE 

4 MJSS04P401 

6 MJSS06P401 

8 MJSS08P401 

10 MJSS1OP401 
I? M LSSI ?P401 

C153 MJ LONG SLEEVE 

4 MJSL04P401 

6 MJSL06P401 

8 rvlJ5L08P401 

10 MJSL lOP40] 
12 MJSL 12P401 
14 Iv1JSL14P401 
16 MJSLl6P401 

18 MJSLl8P401 

20 Iv1JSL2JP401 
24 Iv1JSL24P401 
30 MJSL3JP401 

36 ivUSL36P401 

Dome'S!!c 
Item Code 

MJSS04P401 D 
MJSS06P401 D 

MJSS08P401 D 

MJSSlOP401D 
M ISSI ?P401 n 

MJSL04P401 D 

MJSLCl6P401 D 
IvlJSL08P401 D 

MJSL I OP401 D 

MJSL 12P401 D 
MJSL 14P401 D 
MJSL 16P401 D 

MJSL 18P401 D 

MJSL20P401 D 

MJSL24P401 D 

MJSL30P401 D 

iviJSL36P401 D 

C153 DUAL PURPOSE SLEEVE 

11-r----r~ 

~l J II 
~ 11 

4x 12 MJSDP04AP401 

6x 12 iviJSDP06AP40i 

8x 12 Iv1JSDP08AP40l 

C153 MJ CROSS 

4 MJX0404P401 

6X4 Iv1JX0604P401 

6 Iv1JX0606P401 

8x4 MJX0804P40l 

8x6 MJX0806P401 

8 MJX0808P401 

10 ,,6 tid X 1 006P401 

10 tvUXl 01 OP401 

12 x6 ivUX1206P401 

12 x8 ,ivl.i:X:1208P401 

12 Iv1J>:, i 212PljOi 

14 i .. \JX1414P401 

16 x6 ;vUX1606P401 

16 xS ;vUX1 GOSi'401 

16 A 10 MJX1610P401 

1 ri X 17 /vUX1 ri 1 7P401 

16 Iv1JX1616P4(l1 

MJSDP04AP401 D 

ivUSDP06AP401 D 

MJSDP08AP401 D 

MJX0404P401 D 

MJX0604P401 D 

MJX0606P401 D 

MJX0804P401D 

MJX0806P401 D 

,'i1JX0808P401D 

rVIJXl 006P401 0 
r'vUXI 01 OP401 0 
iviJX1206P401 D 

,i',,/U:<1208P4Cn D 
(.~,J><1212P;jOi D 
i-.~,JX1414P401 D 

!-vA,JX1606P401 D 
MJ)(l 60Sr401 D 
,'iI J)(161 OP401 D 
M.IXI ri 17P401 n 
MJX1616P4(11 D 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 136 

Confidential 

les~ Acce~sory 
List Price 

125.00 

161.00 

189.00 

245.00 

?-''jAm 

148.00 

22000 
272.00 

346.00 

433.00 

848.00 

1,005.00 

1.72300 

1.816.00 

2.493.00 

POA 

POA 

673.00 
736.00 

1,042.00 

281.00 

325.00 

414.00 

413.00 

545.00 

607.CO 

:)71.00 

903.00 

894.00 
941.C() 

1,173.00 

2,253.00 
') C)h;L ron 
L,0JU.VU 

" 1 ~l ron 
L,101.VU 

'" rt~n L,I-'t!.VU 

?,.J17.00 

2.69900 

We!gh!~ 
(Lbs) 

17 

29 
38 

49 

60 

24 

40 
54 

71 

84 

131 

163 

207 

251 

322 

761 

1007 

23 

49 
65 

45 

62 

87 

84 

103 

120 

121 

150 

129 

163 

195 

344 

246 
261 

296 
110 

410 

HCUS ~,'I CORPORATE 110 __ -pee 

ivic\tvane-OI8250 



CX 2359-129

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

Ilnl nn I"V,\ 
urL.U7.U.£ 

A 
ff/A. .tV, - ~ ~ 

~ 'rTi 
IIII IIII 
r "1 

L...J 
III I I 
'" r r 
11u............J 
~ • c u 

• • ,.J \..., 

• \n 

Size 
(Inches) 

No!!-Domest!c 
Item Code 

C 153 MJ LATERAL 
4 MJL0404P401 

6x4 M J L0604P 401 

6 MJL0606P401 

8x4 MJLOOO4P401 
RxA M IIOmriP4nl 

8 M J LOOO8P 401 

10 X 4 MJLICXl4P401 

10 X 6 MJLICXl6P401 

10 x8 MJL1OO8P40l 

10 MJLlOlOP401 
12 X 6 MJL1Xl6P401 
12 X 8 MJL1Xl8P401 
12 X 10 MJLI2lOP401 

12 MJLI212P401 

i4 iviJLi4i4P40i 

16 X 6 iv1JL1606P401 

16 xtl MJLIWel-'4UI 

16 Iv1JLl61 6P401 

..-,r., 11011 IV!:''''' AnAIIlITI:::D 

.... IJoJ IYI.lnl L"",, "" .... 1"'\1 IL." 

4 Iv1JrAU41-'401 

6 MJt-A061-'401 

8 MJFA08P401 

10 MJFA10i'401 

12 i'vUFA12P401 

C153 ivij CAP 

4 MJC04i'40l 

6 i'vUC06P40l 

8 i'vUC08P401 

10 iviJC10P401 

12 lvUC 12P40l 

11 :vUC1 ~P~Ol 

16 :",UC16P40l 

18 ivUC18P40l 

20 ivUC20P40l 

24 MJC24i'40l 

30 MJC30P401 

elA IvllC'::lf,P401 

C153 MJ TAPPED CAP 
4,) M.Jr:04TP401 

6x2 MJC(16TP4(11 

8/,2 MJC08TP401 

10 x2 fv1JC1OTP401 

12 x2 MJC12TP40l 

14 x2 MJC 14TP401 

Dome'S!!c 
Item Code 

MJL0404P401 D 

MJL0604P401 D 

MJL0606P401 D 

MJL0804P401 D 
MIIOROAP401n 

MJL0808P401 D 

MJLlOO4P40lD 

MJll006P40lD 

MJllCXl8P401D 

MJLlOIOP401D 
MJ1l206P401D 

MJLI208P401D 

MJLI210P401D 

MJLI212P40lD 

iviJLi4i4P40iD 

Iv1JL1606P40iD 

MJLI6Utll--'4UIU 

MJLI616P401D 

MJt-A041-'401U 

MJI-A061-'4011J 

MJFA08P401 D 

MJFA I 01'401 0 

r'v'IJfA 12P401 D 

tv'IJC04f'401 D 

iv'JJC06P401 D 

iv\JC08P401 D 

iv\JC10P401 D 

.i'-/UC 12P4CJl D 

!-AJC11P10l D 
!-.~,JC16P401 D 
i-i,JCI8P401 D 

MJC20P40l D 
tv'IJC24f'401 D 

MJC30P401 D 
IvU(::lf,P401 n 

M.IC04TP40l n 
MJCCl6TP4(11 D 

!vUC08TP.401 D 

f-AJCl OTP401 D 

MJCI2TP40lD 

MJCI4TP40lD 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 137 

Confidential 

les~ Acce~sory 
List Price 

We!gh!~ 
(Lbs) 

382.00 45 

377.00 66 

455.00 91 
515.00 93 
,'i?'iOO liti 

631.00 130 

1,007.00 I 14 

968.00 141 

1.005.00 170 

1.042.00 189 
1,346.00 I 74 

1,412.00 162 

1,626.00 187 

1,633.00 248 

2,255.00 344 

2,797.00 300 

2,'747'.UU ::lOU 

4,159.00 635 

236.00 26 

JOI.OO J6 

377.00 52 

440.00 76 
4,:)1.00 SS 

57,00 10 

92,00 19 

139.00 27 

193.00 36 

233.CO 45 

~91.oo 85 

606.00 93 

899.00 122 

'708.00 162 

1.':"1 u.vv 202 

POA 345 

POA RSl 

106.00 
1.4800 

192.00 
233.00 

287.CXl 

607.00 

10 

19 

27 

36 

45 

85 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8251 

PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

Ilnl nn I"V,\ 
urL.U7.U.£ 

A 
ff/A. .tV, - ~ ~ 

~ 'rTi 
IIII IIII 
r "1 

L...J 
III I I 
'" r r 
11u............J 
~ • c u 

• • ,.J \..., 

• \n 

Size 
(Inches) 

No!!-Domest!c 
Item Code 

C 153 MJ LATERAL 
4 MJL0404P401 

6x4 M J L0604P 401 

6 MJL0606P401 

8x4 MJLOOO4P401 
RxA M IIOmriP4nl 

8 M J LOOO8P 401 

10 X 4 MJLICXl4P401 

10 X 6 MJLICXl6P401 

10 x8 MJL1OO8P40l 

10 MJLlOlOP401 
12 X 6 MJL1Xl6P401 
12 X 8 MJL1Xl8P401 
12 X 10 MJLI2lOP401 

12 MJLI212P401 

i4 iviJLi4i4P40i 

16 X 6 iv1JL1606P401 

16 xtl MJLIWel-'4UI 

16 Iv1JLl61 6P401 

..-,r., 11011 IV!:''''' AnAIIlITI:::D 

.... IJoJ IYI.lnl L"",, "" .... 1"'\1 IL." 

4 Iv1JrAU41-'401 

6 MJt-A061-'401 

8 MJFA08P401 

10 MJFA10i'401 

12 i'vUFA12P401 

C153 ivij CAP 

4 MJC04i'40l 

6 i'vUC06P40l 

8 i'vUC08P401 

10 iviJC10P401 

12 lvUC 12P40l 

11 :vUC1 ~P~Ol 

16 :",UC16P40l 

18 ivUC18P40l 

20 ivUC20P40l 

24 MJC24i'40l 

30 MJC30P401 

elA IvllC'::lf,P401 

C153 MJ TAPPED CAP 
4,) M.Jr:04TP401 

6x2 MJC(16TP4(11 

8/,2 MJC08TP401 

10 x2 fv1JC1OTP401 

12 x2 MJC12TP40l 

14 x2 MJC 14TP401 

Dome'S!!c 
Item Code 

MJL0404P401 D 

MJL0604P401 D 

MJL0606P401 D 

MJL0804P401 D 
MIIOROAP401n 

MJL0808P401 D 

MJLlOO4P40lD 

MJll006P40lD 

MJllCXl8P401D 

MJLlOIOP401D 
MJ1l206P401D 

MJLI208P401D 

MJLI210P401D 

MJLI212P40lD 

iviJLi4i4P40iD 

Iv1JL1606P40iD 

MJLI6Utll--'4UIU 

MJLI616P401D 

MJt-A041-'401U 

MJI-A061-'4011J 

MJFA08P401 D 

MJFA I 01'401 0 

r'v'IJfA 12P401 D 

tv'IJC04f'401 D 

iv'JJC06P401 D 

iv\JC08P401 D 

iv\JC10P401 D 

.i'-/UC 12P4CJl D 

!-AJC11P10l D 
!-.~,JC16P401 D 
i-i,JCI8P401 D 

MJC20P40l D 
tv'IJC24f'401 D 

MJC30P401 D 
IvU(::lf,P401 n 

M.IC04TP40l n 
MJCCl6TP4(11 D 

!vUC08TP.401 D 

f-AJCl OTP401 D 

MJCI2TP40lD 

MJCI4TP40lD 

[Cali/or Availability] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 - Page 137 

Confidential 

les~ Acce~sory 
List Price 

We!gh!~ 
(Lbs) 

382.00 45 

377.00 66 

455.00 91 
515.00 93 
,'i?'iOO liti 

631.00 130 

1,007.00 I 14 

968.00 141 

1.005.00 170 

1.042.00 189 
1,346.00 I 74 

1,412.00 162 

1,626.00 187 

1,633.00 248 

2,255.00 344 

2,797.00 300 

2,'747'.UU ::lOU 

4,159.00 635 

236.00 26 

JOI.OO J6 

377.00 52 

440.00 76 
4,:)1.00 SS 

57,00 10 

92,00 19 

139.00 27 

193.00 36 

233.CO 45 

~91.oo 85 

606.00 93 

899.00 122 

'708.00 162 

1.':"1 u.vv 202 

POA 345 

POA RSl 

106.00 
1.4800 

192.00 
233.00 

287.CXl 

607.00 

10 

19 

27 

36 

45 

85 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8251 



CX 2359-130

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

16 X 2 MJC i6TP401 MJCI6TP40lD 655.00 93 

18 x2 MJC ISTP401 MJCISTP40lD 102100 122 

70 x? M.Jr:?OTP401 M.IC?OTP401 n 1.079.00 lo? 

24 y 2 MJC24TP401 !vUC24TP401 D lA4S.00 202 
30 X 2 MJC3OTP401 MJC3OTP401 D POA 345 

36 X 2 MJC36TP401 MJC36TP40lD POA 853 

! The standard tap size IS 2" ~JPT For other sizes, plemc contact Star@Pipe Products. 
! Taps other lhan 2" r-!PT ore special order, non-cance!lable & non-refundable. 
! 

C153 MJ PLUG 

if'" 4 MJP04P401 MJPQ4P401 D 
I 

6 MJP06P401 MJP06P401 D 

8 MJP08P401 MJP08P401 D 

10 MJPlOP401 MJPI OP401 D 

12 MJP12P401 MJPI2P401 D 

14 MJP14P401 MJP14P401 D 

16 iviJP16P401 iviJPi 6P40i D 

i8 MJPi8P401 IvuP18P401 D 

LU MJr-'L'Ur-'4U1 MWL'Ur-'4UI U 

24 MJP24P401 MJP24P401 D 

30 MJP30P401 MJP30P401 D 

36 MJr36f'401 rv'IJi'36i'401 D 

CHiS MJ TAPPED PLUG 

r 4x2 

bx2 
10-----' 

0,,2 

10 ",2 

12 x2 
iLl Y 2 
16 x 2 
18 x 2 
20 x 2 

24 x2 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

MJP04TP401 MJP04TP4Dl D 

MJr06Ti'401 MJPObTr401 D 

tV'IJP08TP401 fV'IJP08TP401 D 

tvUP1OTP401 fvUPl OTP40l D 

ivUPI2TP40l iviJPl2TP40l D 

ivlJPiLlTPLlCrl i\li,JP14TPLlC)1 D 

iv1JP16TP~Ol i-AJP16TP~01 D 

MJP18TP401 MJP18TP401 D 

MJP2OTP401 MJP2OTP401 D 

ivUr24Ti'401 MJr24Tr40l D 

[Cali/or Availability] 

Page 138 

Confidential 

59.00 9 

100.00 21 

138.00 29 
197.00 42 

25100 57 

502.00 76 
647.CO 104 

1,005.00 164 

I,UL'I.UU 10J 

1,543.00 202 
POA 548 

rOA 004 

105.00 9 

150.00 21 

180.00 29 

236.00 42 

292.00 57 
534.CO 76 
68-1.00 100 

1,1 04.00 164 

1 AOO.OO 153 
1 -'1'01 r.r. 202 I,/JI.VV 

HCUS ~,II CORPORATE 110._ ·P[[ 

ivicVvane-Ol8252 

PUBLIC

fir!!! C153 01 Mechanical Joint Fittings Price List 
mr Lined with Protecio 401 m MJ COMPACT - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

16 X 2 MJC i6TP401 MJCI6TP40lD 655.00 93 

18 x2 MJC ISTP401 MJCISTP40lD 102100 122 

70 x? M.Jr:?OTP401 M.IC?OTP401 n 1.079.00 lo? 

24 y 2 MJC24TP401 !vUC24TP401 D lA4S.00 202 
30 X 2 MJC3OTP401 MJC3OTP401 D POA 345 

36 X 2 MJC36TP401 MJC36TP40lD POA 853 

! The standard tap size IS 2" ~JPT For other sizes, plemc contact Star@Pipe Products. 
! Taps other lhan 2" r-!PT ore special order, non-cance!lable & non-refundable. 
! 

C153 MJ PLUG 

if'" 4 MJP04P401 MJPQ4P401 D 
I 

6 MJP06P401 MJP06P401 D 

8 MJP08P401 MJP08P401 D 

10 MJPlOP401 MJPI OP401 D 

12 MJP12P401 MJPI2P401 D 

14 MJP14P401 MJP14P401 D 

16 iviJP16P401 iviJPi 6P40i D 

i8 MJPi8P401 IvuP18P401 D 

LU MJr-'L'Ur-'4U1 MWL'Ur-'4UI U 

24 MJP24P401 MJP24P401 D 

30 MJP30P401 MJP30P401 D 

36 MJr36f'401 rv'IJi'36i'401 D 

CHiS MJ TAPPED PLUG 

r 4x2 

bx2 
10-----' 

0,,2 

10 ",2 

12 x2 
iLl Y 2 
16 x 2 
18 x 2 
20 x 2 

24 x2 

~ 'Weight, exclude accessories 

It!! "~"~5J1 -

MJP04TP401 MJP04TP4Dl D 

MJr06Ti'401 MJPObTr401 D 

tV'IJP08TP401 fV'IJP08TP401 D 

tvUP1OTP401 fvUPl OTP40l D 

ivUPI2TP40l iviJPl2TP40l D 

ivlJPiLlTPLlCrl i\li,JP14TPLlC)1 D 

iv1JP16TP~Ol i-AJP16TP~01 D 

MJP18TP401 MJP18TP401 D 

MJP2OTP401 MJP2OTP401 D 

ivUr24Ti'401 MJr24Tr40l D 

[Cali/or Availability] 

Page 138 

Confidential 

59.00 9 

100.00 21 

138.00 29 
197.00 42 

25100 57 

502.00 76 
647.CO 104 

1,005.00 164 

I,UL'I.UU 10J 

1,543.00 202 
POA 548 

rOA 004 

105.00 9 

150.00 21 

180.00 29 

236.00 42 

292.00 57 
534.CO 76 
68-1.00 100 

1,1 04.00 164 

1 AOO.OO 153 
1 -'1'01 r.r. 202 I,/JI.VV 

HCUS ~,II CORPORATE 110._ ·P[[ 

ivicVvane-Ol8252 



CX 2359-131

PROTECTO 401 LI~~ED 

V>~, i Cll0 Di FLANGED FiTTiNGS 
I ~ I .... _ •••••••••• _ .... _ •• _ .... _ 
'M AN:iI/AWWA lillU/All.1U 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8253 

PUBLIC

PROTECTO 401 LI~~ED 

V>~, i Cll0 Di FLANGED FiTTiNGS 
I ~ I .... _ •••••••••• _ .... _ •• _ .... _ 
'M AN:iI/AWWA lillU/All.1U 

versIon: i ipi na n? 
'-". .... • '" V' • V' .-

EFFECTiVE: iVIAY 12, 2009 
(SUPERSEDES A.LL PREViOUS PRiCiNG) 

Confidential ivicVvane-Ol8253 



CX 2359-132

fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 

FLANGE 90 BEND Di 

4 FBD9004P401 

6 FBD9006P401 

8 FBD9008P401 

10 FBD90i OP40i 
i '2 FBD90i2P40i 

14 FBD90l4P401 

16 FBD901c:,P401 

13 FBD901Si'401 

20 mD9020P401 

24 FBD9024P401 

30 FBD9030P401 

36 FBD9036P401 

-12 FBD90"12P-tOl 
48 FBD9048P401 

FLANGE 90 BASE BEND DI , FBBD900c1 Pc10! 

6 FBBD9006P401 

8 FBBD9008P401 

10 FBBD'7010P401 

12 i[mO'?012P401 

14 FBBD90l4P401 
1 A FP,Rn901 AP401 

18 FBBD9018P401 

20 FBBD9020P40! 

24 FBBD9024P401 

30 FBBD9030P401 

36 FBBD9036P401 

42 FBBD9042P401 

48 FBBD9048P401 

54 FBBD9054P401 
60 FBBD9060P401 

64 FBBD9064P401 

Dome'S!!c 
Item Code 

FBD9004P401 D 

FBD9006P401 D 

FBD9008P401 D 

FBD90i OP40i D 
FBD90i '2P401 D 

FBD9014P401D 

FBD9016P401D 

FBD9018i'401 D 

iGD9020P401D 

FBD9024P401D 

FBD9030P401 D 

FBD9036P401 D 

FBD90"12PIJOl D 
FBD9048P401 D 

FBBD900c1Pc10! 0 

FBBD9006P401D 

FBBD9008P401D 

FBBD901OP401 D 
I[3[)D?012i'401 D 

FBBD9014P401 D 
FRRn901 !'P4nT n 

FBBD9018P401 D 

FBBD902JP40! D 

FBBD9024P401 D 

FBBD9030P401 D 

FBBD9036P401 D 

FBBD9042P401 D 

FBBD9048P401 D 

FBBD9054P401 D 
FBBD9060P401 D 

FBBD9064P401 D 

HG LONG RADiUS 90 BEND Di 

4 FBlRD9004P401 FBLRD9004P401 D 

6 FBlRD9006P401 FBLRD9006P401 D 

8 FBLRD9008P401 FBLRD9008P401 D 

I U H)lk:LJYU 1 Ut-'4U 1 I-ClLk:LJYU 1 UI-'4U I LJ 

12 FBLRD9012P401 FBLRD90l2P40l 0 

14 FBlRD9014P401 FBLRD9014P401 D 

16 mLRD9016P401 mLRD9016P401 D 

18 FBLRD9018P401 FBLRD9018P401 D 

20 FBLRD9020P401 FBLRD9020P401 D 

24 FBLRD9024P401 FBLRD9024P401 D 

30 FBLRD9030P40l FBLRD9030P401 D 

36 FBLRD9036P101 FBLRD9036P101 D 

42 FBLRD9042P401 FBLRD9042P401 D 
48 FBLRD9048P401 FBLRD9048P401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory 
List Price 

224m 
330m 

460.00 
8D.CO 

i ,01'2.00 

1,826.00 
,.., A~O r.n 
L,"+"'->U.VU 

')71Cr\n 
0,/IU.VU 

Lf,! OLuU 

7,394.00 

FOA 
PO,A, 

POA 

PO/I, 

c16c1.00 

603.00 

743.00 
1 rUA nn 
I,V"t"t.VV 

1,"t",U.vv 

200500 
?7.1R on 
3,916.00 

4,916.00 
7,251.00 

PDA 

PDA 

PDA 

PDA 

PDA 
PDA 

PDA 

342m 
445.00 
688.00 

I,UL'Y.uu 

1,568.00 

2,647.00 

v, I L7.vv 

6,761.00 

8,318.00 

12,527.00 

POA 
P(\LI, 

POi'\ 

POA 

We!gh!~ 
(Lbs) 

45 

65 

105 
i 65 
235 
290 

370 
450 
580 

900 
1430 
2135 

3055 
4090 

55 

85 

145 

210 

300 
360 
44.S 

565 

700 

1030 

1625 

2385 

3465 

4610 

4790 
5775 

7845 

50 

80 

140 
L'I') 

325 

385 

505 

630 

810 

1240 

2105 

3285 

4865 

7200 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 

FLANGE 90 BEND Di 

4 FBD9004P401 

6 FBD9006P401 

8 FBD9008P401 

10 FBD90i OP40i 
i '2 FBD90i2P40i 

14 FBD90l4P401 

16 FBD901c:,P401 

13 FBD901Si'401 

20 mD9020P401 

24 FBD9024P401 

30 FBD9030P401 

36 FBD9036P401 

-12 FBD90"12P-tOl 
48 FBD9048P401 

FLANGE 90 BASE BEND DI , FBBD900c1 Pc10! 

6 FBBD9006P401 

8 FBBD9008P401 

10 FBBD'7010P401 

12 i[mO'?012P401 

14 FBBD90l4P401 
1 A FP,Rn901 AP401 

18 FBBD9018P401 

20 FBBD9020P40! 

24 FBBD9024P401 

30 FBBD9030P401 

36 FBBD9036P401 

42 FBBD9042P401 

48 FBBD9048P401 

54 FBBD9054P401 
60 FBBD9060P401 

64 FBBD9064P401 

Dome'S!!c 
Item Code 

FBD9004P401 D 

FBD9006P401 D 

FBD9008P401 D 

FBD90i OP40i D 
FBD90i '2P401 D 

FBD9014P401D 

FBD9016P401D 

FBD9018i'401 D 

iGD9020P401D 

FBD9024P401D 

FBD9030P401 D 

FBD9036P401 D 

FBD90"12PIJOl D 
FBD9048P401 D 

FBBD900c1Pc10! 0 

FBBD9006P401D 

FBBD9008P401D 

FBBD901OP401 D 
I[3[)D?012i'401 D 

FBBD9014P401 D 
FRRn901 !'P4nT n 

FBBD9018P401 D 

FBBD902JP40! D 

FBBD9024P401 D 

FBBD9030P401 D 

FBBD9036P401 D 

FBBD9042P401 D 

FBBD9048P401 D 

FBBD9054P401 D 
FBBD9060P401 D 

FBBD9064P401 D 

HG LONG RADiUS 90 BEND Di 

4 FBlRD9004P401 FBLRD9004P401 D 

6 FBlRD9006P401 FBLRD9006P401 D 

8 FBLRD9008P401 FBLRD9008P401 D 

I U H)lk:LJYU 1 Ut-'4U 1 I-ClLk:LJYU 1 UI-'4U I LJ 

12 FBLRD9012P401 FBLRD90l2P40l 0 

14 FBlRD9014P401 FBLRD9014P401 D 

16 mLRD9016P401 mLRD9016P401 D 

18 FBLRD9018P401 FBLRD9018P401 D 

20 FBLRD9020P401 FBLRD9020P401 D 

24 FBLRD9024P401 FBLRD9024P401 D 

30 FBLRD9030P40l FBLRD9030P401 D 

36 FBLRD9036P101 FBLRD9036P101 D 

42 FBLRD9042P401 FBLRD9042P401 D 
48 FBLRD9048P401 FBLRD9048P401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory 
List Price 

224m 
330m 

460.00 
8D.CO 

i ,01'2.00 

1,826.00 
,.., A~O r.n 
L,"+"'->U.VU 

')71Cr\n 
0,/IU.VU 

Lf,! OLuU 

7,394.00 

FOA 
PO,A, 

POA 

PO/I, 

c16c1.00 

603.00 

743.00 
1 rUA nn 
I,V"t"t.VV 

1,"t",U.vv 

200500 
?7.1R on 
3,916.00 

4,916.00 
7,251.00 

PDA 

PDA 

PDA 

PDA 

PDA 
PDA 

PDA 

342m 
445.00 
688.00 

I,UL'Y.uu 

1,568.00 

2,647.00 

v, I L7.vv 

6,761.00 

8,318.00 

12,527.00 

POA 
P(\LI, 

POi'\ 

POA 

We!gh!~ 
(Lbs) 

45 

65 

105 
i 65 
235 
290 

370 
450 
580 

900 
1430 
2135 

3055 
4090 

55 

85 

145 

210 

300 
360 
44.S 

565 

700 

1030 

1625 

2385 

3465 

4610 

4790 
5775 

7845 

50 

80 

140 
L'I') 

325 

385 

505 

630 

810 

1240 

2105 

3285 

4865 

7200 
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CX 2359-133

fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 
Dome'S!!c 

Item Code 

FLG LONG RADIUS BASE 90 BEND DI 

4 FBBLRD9004P401 FBBLRD9004P401 D 

6 FBBLRD'7006P401 F88LRD'J006P401 D 

8 FBBLRD9008P401 FBBLRD9008P401 D 

10 FBBLRD90IOP401 FBBLRD901 OP401 D 
19 FP,Rl Pf)9nl ?P401 FRRI Rn9nl ?P401 n 

14 FBBLPD9014P401 F88LRD9014P40i 0 

16 FBBLRD9016P401 FBBLRD9016P40ID 

18 FBBLRD90ISP40 I FBBLRD9018P401 D 

20 FBBLRD9020P401 FBBLRD9020P40ID 

24 FBBLRD9024P401 FBBLRD9024P401 D 
30 FBBLRD9030P401 FBBLRD9030P401 D 

36 FBBLRD9036P401 FBBLRD9036P401 D 

42 FBBLRD9042P401 FBBLRD9042P401 D 

FlG SiDE OUTlET 90 BEND Di 
4 FBSOD9004P401 FBSOD9OO4P401 D 

6 FBSOD9OO6P401 FBSOD9OO6P401 D 

8 FBSOD9OO8P401 FBSOD9OO8P401 D 

10 fBSOD9010P401 fBSOD901 OP401 D 

12 FBSOD90i 2P40i F8S0D90i 2P40i D 
14 FBSOD90i 4P4C1i FBSOD9014P401 D 

18 r[)SOl)901 81-'40 I H:lSOl)YOI81-'401l) 

20 FSSOD9020P401 FBSOD9020P401 D 

24 mS009024P401 mSOD9024P401 D 

flANGE 45 BEND DI 

4 FBD4504P401 FBD4504P401 D 

6 mD4506r401 13045061'4010 

8 FBD4508P401 FB04508P4010 

10 FBD451OP401 FBD451 OP401 D 

12 FBD4512P401 FBD4512P401 D 

14 FBD4514P401 FBD4514P401 D 

16 FBD~516P~01 FBO~516P~01 0 

18 FBD4518P401 FB04518P4010 

20 FBD4520P401 FB04520P4010 

24 FBD4524P401 FB04524P4010 

30 mD45JOr401 13045301'401 D 

36 FBD4536P401 FBD4536P401 D 

49 mn4."i4?P401 FRn4')4?P401 n 
48 FBD4548P401 FBD4548P.d.Ol D 

FLANGE 22 1/2 BEND DI 

4 FBD2204P4G1 FBD2204P4(l1 D 

6 FBD2206P401 F802206P401 D 

8 FBD2208P401 FBD2208P401 D 

10 FBD221OP401 FBD221 OP401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory 
List Price 

564.00 

786.00 

1A17.00 
1.833.00 
?,,,)?l on 
4 .. 520.00 
4,499.00 

6,471.00 

8.101.00 

11.910.00 
POA 

POA 

POA 

1,03900 

1.528.00 
2,292.00 

3,317.00 

4, i 89.00 

4,524.00 

/,664.00 
10. <;00. rn 
IV,0LV.LJ\..J 

1 / .-,n.-, r.n. 
IO,vo.J.VJ 

225.00 

323.00 

431.00 

763.00 

1,018.00 

1,803.0CJ 

2,~19.00 

2,769.00 

3,464.00 
c: n'lC: nn 
J,VLJ.VU 

rOA 

POA 
POA 

POA 

25300 

-320.00 
428.00 

748.00 

We!gh!~ 
(Lbs) 

65 
110 

195 

280 
4?O 

490 

615 

800 

985 

1430 
2400 

3680 

5515 

60 

96 
150 

235 
335 
405 

'"0 
740 

1145 

40 

55 
90 

130 

195 

220 

280 

325 

430 

630 
1120 

1755 
9Am 

3575 

40 

55 

90 
135 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domes!!c 

Item Code 
Dome'S!!c 

Item Code 

FLG LONG RADIUS BASE 90 BEND DI 

4 FBBLRD9004P401 FBBLRD9004P401 D 

6 FBBLRD'7006P401 F88LRD'J006P401 D 

8 FBBLRD9008P401 FBBLRD9008P401 D 

10 FBBLRD90IOP401 FBBLRD901 OP401 D 
19 FP,Rl Pf)9nl ?P401 FRRI Rn9nl ?P401 n 

14 FBBLPD9014P401 F88LRD9014P40i 0 

16 FBBLRD9016P401 FBBLRD9016P40ID 

18 FBBLRD90ISP40 I FBBLRD9018P401 D 

20 FBBLRD9020P401 FBBLRD9020P40ID 

24 FBBLRD9024P401 FBBLRD9024P401 D 
30 FBBLRD9030P401 FBBLRD9030P401 D 

36 FBBLRD9036P401 FBBLRD9036P401 D 

42 FBBLRD9042P401 FBBLRD9042P401 D 

FlG SiDE OUTlET 90 BEND Di 
4 FBSOD9004P401 FBSOD9OO4P401 D 

6 FBSOD9OO6P401 FBSOD9OO6P401 D 

8 FBSOD9OO8P401 FBSOD9OO8P401 D 

10 fBSOD9010P401 fBSOD901 OP401 D 

12 FBSOD90i 2P40i F8S0D90i 2P40i D 
14 FBSOD90i 4P4C1i FBSOD9014P401 D 

18 r[)SOl)901 81-'40 I H:lSOl)YOI81-'401l) 

20 FSSOD9020P401 FBSOD9020P401 D 

24 mS009024P401 mSOD9024P401 D 

flANGE 45 BEND DI 

4 FBD4504P401 FBD4504P401 D 

6 mD4506r401 13045061'4010 

8 FBD4508P401 FB04508P4010 

10 FBD451OP401 FBD451 OP401 D 

12 FBD4512P401 FBD4512P401 D 

14 FBD4514P401 FBD4514P401 D 

16 FBD~516P~01 FBO~516P~01 0 

18 FBD4518P401 FB04518P4010 

20 FBD4520P401 FB04520P4010 

24 FBD4524P401 FB04524P4010 

30 mD45JOr401 13045301'401 D 

36 FBD4536P401 FBD4536P401 D 

49 mn4."i4?P401 FRn4')4?P401 n 
48 FBD4548P401 FBD4548P.d.Ol D 

FLANGE 22 1/2 BEND DI 

4 FBD2204P4G1 FBD2204P4(l1 D 

6 FBD2206P401 F802206P401 D 

8 FBD2208P401 FBD2208P401 D 

10 FBD221OP401 FBD221 OP401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory 
List Price 

564.00 

786.00 

1A17.00 
1.833.00 
?,,,)?l on 
4 .. 520.00 
4,499.00 

6,471.00 

8.101.00 

11.910.00 
POA 

POA 

POA 

1,03900 

1.528.00 
2,292.00 

3,317.00 

4, i 89.00 

4,524.00 

/,664.00 
10. <;00. rn 
IV,0LV.LJ\..J 

1 / .-,n.-, r.n. 
IO,vo.J.VJ 

225.00 

323.00 

431.00 

763.00 

1,018.00 

1,803.0CJ 

2,~19.00 

2,769.00 

3,464.00 
c: n'lC: nn 
J,VLJ.VU 

rOA 

POA 
POA 

POA 

25300 

-320.00 
428.00 

748.00 

We!gh!~ 
(Lbs) 

65 
110 

195 

280 
4?O 

490 

615 

800 

985 

1430 
2400 

3680 

5515 

60 

96 
150 

235 
335 
405 

'"0 
740 

1145 

40 

55 
90 

130 

195 

220 

280 

325 

430 

630 
1120 

1755 
9Am 

3575 

40 

55 

90 
135 

[Call/or Availahility] 
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CX 2359-134

fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size No!!-Domest!c 

(Inches) Item Code 

12 FBD2212P401 

14 FBD2214P401 

110 FFH)??16P401 

18 FBD2218P401 
20 FBD2220P401 

24 FBD2224P401 

30 FBD2230P401 

36 FBD2236P401 

42 FBD2242P401 

48 FBD2248P401 

FLANGE 11 1/4 BEND DI 

4 FBD1104P401 

6 FBD1106P401 

8 FBD1108P401 

10 FBDIlIOP401 

12 FBDi i i2P40i 
14 FBDI i i4P40i 

16 r-t)UII161-'4UI 

18 FBD1118P401 

20 FBD1120P401 
24 mD1124r401 
30 FBD1130P401 
36 FBDl136P401 

42 FBDl142P401 

LiB FBDl148P4()1 

Do!'!'!e'S!!c 
Item Code 

FBD2212P401 D 
FBD2214P401 D 
FRIJ??I foP40] n 
FBD2218P401 D 
FBD2220P401 D 
FBD2224P401 D 
FBD2230P401 D 
FBD2236P401 D 
FBD2242P401 D 
FBD2248P401 D 

FBDII 04P401 D 

FBDII 06P401 D 

FBDII G8P40] D 

FBDIII OP4Dl D 

FBDI i i 2P40i D 

FBDI i i 4P40i D 

!-tlU 1I161-'4UIU 

FBD1118P401 D 

F8D1120P401D 
i3D1124r401D 
FBD1130P401D 

FBDl136P401 D 

FBDl142P4C)lD 

FBDl Lel8PdO, D 

FLANGE REDUC!NG 90 BEND D! 

" 6x4 FBRD900604P401 FBRD900604P401 D IL-.. 
r , 8x4 FBRD900B04PLlOi FBRD900804PLlC)1 D 
I.-... '\ 8x6 FBRD900806P"i01 FBRD900806P~01 D 
D 1 1 10 X 4 FBRD901004P401 FBRD901 004P401 D - .., 

10 X 6 FBRD901006P401 FBRD901 006P401 D 

10 x8 FBRD7010013i'401 F8RD701 0081'401 D 

12 x4 FBRD901204P401 FBRD901204P40lD 

I? X 6 FRRIJ901 ?06P401 FRRIJ901?06P401D 

12 X 8 FBRD901208P401 FBRD901208P401D 

12x 10 FBRD901210P401 FBRD90121 OP401 D 
14 x6 FBRD901406P401 FBRD901406P4Ql D 
14 x8 FBRD901408P401 FBRD901408P401D 

14 X 10 FBRD901410P401 FBRD9014i OP401D 

14 X 12 FBRD901412P401 FBRD901412P40lD 

16 x6 FBRD901606P401 FBRD901606P40lD 

16 x8 FBRD901608P401 FBRD901608P401 D 

16 X 10 FBRD90161OP401 FBRD901610P40lD 

16 X 12 FBRD901612P401 FBRD901612P40lD 

16 X 14 FBRD901614P401 FBRD901614P40lD 

18 X6 FBR0901006P401 FBR0901806P4010 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

1,09300 205 

1.81300 225 

),,"iOR.oo )R5 

2.660.00 3-35 
3,328,00 435 

4,880,00 640 

POA 1135 

POA 1755 

POA 2665 

POA 3665 

253,00 40 

324,00 55 

456,00 90 

78700 135 

1,093.00 205 

1,865.00 "2"25 

L'A44.UU L'i::!,) 

2,687,00 335 
':l ':l i ~ r.r. 435 -..',-..'u'-t.vv 

cr.,,..,r.,, 640 -..>,VI"::'.VV 

POA 1135 

POA 17.:').:') 

P()A 268.':1 
P()A 3690 

395.00 55 

536.CO 75 

538.00 85 

1,010.00 110 

1,034.00 135 
, r.A' r.r. 150 I,V'-tU.VU 

1.589,00 140 

lliOR.OO 100 

1 .760 00 180 

1.789.00 200 

3,397.00 190 

3,535,00 215 

4,080,00 240 

4,630.00 270 

3,97400 220 

4,22400 240 

4,752,00 280 

5,281.00 310 

5,807.00 335 

4,454.00 260 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size No!!-Domest!c 

(Inches) Item Code 

12 FBD2212P401 

14 FBD2214P401 

110 FFH)??16P401 

18 FBD2218P401 
20 FBD2220P401 

24 FBD2224P401 

30 FBD2230P401 

36 FBD2236P401 

42 FBD2242P401 

48 FBD2248P401 

FLANGE 11 1/4 BEND DI 

4 FBD1104P401 

6 FBD1106P401 

8 FBD1108P401 

10 FBDIlIOP401 

12 FBDi i i2P40i 
14 FBDI i i4P40i 

16 r-t)UII161-'4UI 

18 FBD1118P401 

20 FBD1120P401 
24 mD1124r401 
30 FBD1130P401 
36 FBDl136P401 

42 FBDl142P401 

LiB FBDl148P4()1 

Do!'!'!e'S!!c 
Item Code 

FBD2212P401 D 
FBD2214P401 D 
FRIJ??I foP40] n 
FBD2218P401 D 
FBD2220P401 D 
FBD2224P401 D 
FBD2230P401 D 
FBD2236P401 D 
FBD2242P401 D 
FBD2248P401 D 

FBDII 04P401 D 

FBDII 06P401 D 

FBDII G8P40] D 

FBDIII OP4Dl D 

FBDI i i 2P40i D 

FBDI i i 4P40i D 

!-tlU 1I161-'4UIU 

FBD1118P401 D 

F8D1120P401D 
i3D1124r401D 
FBD1130P401D 

FBDl136P401 D 

FBDl142P4C)lD 

FBDl Lel8PdO, D 

FLANGE REDUC!NG 90 BEND D! 

" 6x4 FBRD900604P401 FBRD900604P401 D IL-.. 
r , 8x4 FBRD900B04PLlOi FBRD900804PLlC)1 D 
I.-... '\ 8x6 FBRD900806P"i01 FBRD900806P~01 D 
D 1 1 10 X 4 FBRD901004P401 FBRD901 004P401 D - .., 

10 X 6 FBRD901006P401 FBRD901 006P401 D 

10 x8 FBRD7010013i'401 F8RD701 0081'401 D 

12 x4 FBRD901204P401 FBRD901204P40lD 

I? X 6 FRRIJ901 ?06P401 FRRIJ901?06P401D 

12 X 8 FBRD901208P401 FBRD901208P401D 

12x 10 FBRD901210P401 FBRD90121 OP401 D 
14 x6 FBRD901406P401 FBRD901406P4Ql D 
14 x8 FBRD901408P401 FBRD901408P401D 

14 X 10 FBRD901410P401 FBRD9014i OP401D 

14 X 12 FBRD901412P401 FBRD901412P40lD 

16 x6 FBRD901606P401 FBRD901606P40lD 

16 x8 FBRD901608P401 FBRD901608P401 D 

16 X 10 FBRD90161OP401 FBRD901610P40lD 

16 X 12 FBRD901612P401 FBRD901612P40lD 

16 X 14 FBRD901614P401 FBRD901614P40lD 

18 X6 FBR0901006P401 FBR0901806P4010 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

1,09300 205 

1.81300 225 

),,"iOR.oo )R5 

2.660.00 3-35 
3,328,00 435 

4,880,00 640 

POA 1135 

POA 1755 

POA 2665 

POA 3665 

253,00 40 

324,00 55 

456,00 90 

78700 135 

1,093.00 205 

1,865.00 "2"25 

L'A44.UU L'i::!,) 

2,687,00 335 
':l ':l i ~ r.r. 435 -..',-..'u'-t.vv 

cr.,,..,r.,, 640 -..>,VI"::'.VV 

POA 1135 

POA 17.:').:') 

P()A 268.':1 
P()A 3690 

395.00 55 

536.CO 75 

538.00 85 

1,010.00 110 

1,034.00 135 
, r.A' r.r. 150 I,V'-tU.VU 

1.589,00 140 

lliOR.OO 100 

1 .760 00 180 

1.789.00 200 

3,397.00 190 

3,535,00 215 

4,080,00 240 

4,630.00 270 

3,97400 220 

4,22400 240 

4,752,00 280 

5,281.00 310 

5,807.00 335 

4,454.00 260 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-135

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 - - FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

18 X 8 FBRD901808P401 FBRD901808P40lD 4.752.00 330 

18x 10 FBRD901810P401 FBRD901810P40lD 5.246.00 330 

18 X I? FfWrJ901 RI ?P401 FRRrJ901RI?P401rJ SBR1.00 :lSO 

18 y 14 FBRD901814P401 FBRD901814P401 D 6 .. 392.00 385 

18 X 16 FBRD901816P401 FBRD901816P401D 7,155.00 420 

20 X 6 FBRD902006P401 FBRD902006P401D 5,247.00 320 

20 X 8 FBRD902008P401 FBRD902008P40lD 5,778.00 345 

20 X 10 FBRD902010P401 FBRD902010P40lD 6,577.00 385 

20 X 12 FBRD902012P401 FBRD902012P40lD 6,828.00 415 

20 X )4 FBRD902014P401 FBRD902014P40lD 7,452_00 455 

20 X 16 FBRD902016P401 FBRD90201 6P401 0 8,329_00 495 

20x 18 FBRD9020l8P401 FBRD902018P40lD 8,831,00 525 

24 X 6 FBRD902406P401 FBRD902406P401 D 8,347,00 480 

24 X 8 FBRD90"2408P401 FBRD902408P401 D 8A27.00 505 

'24 X lCJ FBRD90'2410P401 FBRD90241 OP401 D 9,i48,00 545 

'14 X 1'1 H:\k'lJ':10'141 '1f-'40 1 ~~klJ':10'141'1f-'40IlJ ':1,641.00 0;0 

24 X 14 FBRD902414P401 FBRD902414P401 D In C:10 nn 635 I U,oJI U.VU 

24 xl {, FBRD902416i'401 FBRD90241 bi'401 D 11 ,,:),,/ nn 685 , ','--'7U.VU 

24 i\ 18 iGRD902418P401 iGRD902418P401 D 1 1 "7"7n r.n 930 II,IIL-VU 

24x 20 FBRD902420P401 FBRD902420P401 D 12,283.00 1010 

30 x 12 FBR[J903012P401 FBR[J903012P401 D PCJA 840 

3C) y i.i FBRD9C)30i 4P40i FBRD903C)14PdCI! D PC\A. 880 

30 X 16 FBRD903016P-101 FBRD903016P-101 D PO.A. 900 

30x 18 FBRD903018P401 FBRD903018P401D PO,!l, 980 

30 X 24 FBRD903024P401 FBRD903024P401D PO,A, 1165 

36 X 12 FBRD903612P401 FBRD9036) 2P401 D POA ) 195 

36x 14 FBRD903614P401 FBRD903614P40lD POA 1215 

~xlfi FRRiJ9mfi1tiP40l FRRiJ90]tilfiP401iJ POA 17SS 

36x 18 FBRD903618P401 FBRD903618P401 D POA 1295 

-36.v. 20 FBRD90-3620PLlOl FBRD90-3620P401 D POA. 1·360 

36x 24 FBRD903624P401 FBRD903624P401 D POA 152J 

36 X 30 FBRD903630P401 FBRD903630P401 D POA 1785 

42 X 14 FBRD904214P401 FBRD904214P401D POA 1675 

42 X 16 FBRD904216P401 FBRD904216P401D POA 1715 

42 X 18 FBRD904218P401 FBRD904218P401D POA 1755 

42x 20 FBRD904220P40l FBRD904220P40lD POA 1895 

42x 24 FBRD904224P401 FBRD904224P401 D POA 1980 

42x 30 FBRD904230P401 FBRD904230P40lD POA 2345 

42.v. 30 FBRD904236P401 FBRD904236F401 D POA 3390 

48 X 30 FBR0904830P401 FBRD904830P40i 0 POA 3660 

48 X 36 FBRD904836P401 FBRD904836P401 D POA 3255 

4Bx 4'2 H:Ik'lJY0484'1f-'40 1 r~klJ~04B4'2P40IU eOA 4680 

1:1 A 1-1'-1: ... ~, 

I LMI'tOJL. , .. U, , 
1 4 ~I UU4U41-'4UI 1-1 UU4U4r-'4U 1 U JJ6.W 60 

h. --J 6x4 FTD0604P401 FTD0604P40lD 439.00 90 

'.J.....J..' 6 FTD0606 P 40 I FTD0606P40lD 432.00 95 

Ox4 iTDOO04i'401 iTD0004i'401 D /"7(") r..n 140 U/U.VV 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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.&,. ellO 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 - - FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

18 X 8 FBRD901808P401 FBRD901808P40lD 4.752.00 330 

18x 10 FBRD901810P401 FBRD901810P40lD 5.246.00 330 

18 X I? FfWrJ901 RI ?P401 FRRrJ901RI?P401rJ SBR1.00 :lSO 

18 y 14 FBRD901814P401 FBRD901814P401 D 6 .. 392.00 385 

18 X 16 FBRD901816P401 FBRD901816P401D 7,155.00 420 

20 X 6 FBRD902006P401 FBRD902006P401D 5,247.00 320 

20 X 8 FBRD902008P401 FBRD902008P40lD 5,778.00 345 

20 X 10 FBRD902010P401 FBRD902010P40lD 6,577.00 385 

20 X 12 FBRD902012P401 FBRD902012P40lD 6,828.00 415 

20 X )4 FBRD902014P401 FBRD902014P40lD 7,452_00 455 

20 X 16 FBRD902016P401 FBRD90201 6P401 0 8,329_00 495 

20x 18 FBRD9020l8P401 FBRD902018P40lD 8,831,00 525 

24 X 6 FBRD902406P401 FBRD902406P401 D 8,347,00 480 

24 X 8 FBRD90"2408P401 FBRD902408P401 D 8A27.00 505 

'24 X lCJ FBRD90'2410P401 FBRD90241 OP401 D 9,i48,00 545 

'14 X 1'1 H:\k'lJ':10'141 '1f-'40 1 ~~klJ':10'141'1f-'40IlJ ':1,641.00 0;0 

24 X 14 FBRD902414P401 FBRD902414P401 D In C:10 nn 635 I U,oJI U.VU 

24 xl {, FBRD902416i'401 FBRD90241 bi'401 D 11 ,,:),,/ nn 685 , ','--'7U.VU 

24 i\ 18 iGRD902418P401 iGRD902418P401 D 1 1 "7"7n r.n 930 II,IIL-VU 

24x 20 FBRD902420P401 FBRD902420P401 D 12,283.00 1010 

30 x 12 FBR[J903012P401 FBR[J903012P401 D PCJA 840 

3C) y i.i FBRD9C)30i 4P40i FBRD903C)14PdCI! D PC\A. 880 

30 X 16 FBRD903016P-101 FBRD903016P-101 D PO.A. 900 

30x 18 FBRD903018P401 FBRD903018P401D PO,!l, 980 

30 X 24 FBRD903024P401 FBRD903024P401D PO,A, 1165 

36 X 12 FBRD903612P401 FBRD9036) 2P401 D POA ) 195 

36x 14 FBRD903614P401 FBRD903614P40lD POA 1215 

~xlfi FRRiJ9mfi1tiP40l FRRiJ90]tilfiP401iJ POA 17SS 

36x 18 FBRD903618P401 FBRD903618P401 D POA 1295 

-36.v. 20 FBRD90-3620PLlOl FBRD90-3620P401 D POA. 1·360 

36x 24 FBRD903624P401 FBRD903624P401 D POA 152J 

36 X 30 FBRD903630P401 FBRD903630P401 D POA 1785 

42 X 14 FBRD904214P401 FBRD904214P401D POA 1675 

42 X 16 FBRD904216P401 FBRD904216P401D POA 1715 

42 X 18 FBRD904218P401 FBRD904218P401D POA 1755 

42x 20 FBRD904220P40l FBRD904220P40lD POA 1895 

42x 24 FBRD904224P401 FBRD904224P401 D POA 1980 

42x 30 FBRD904230P401 FBRD904230P40lD POA 2345 

42.v. 30 FBRD904236P401 FBRD904236F401 D POA 3390 

48 X 30 FBR0904830P401 FBRD904830P40i 0 POA 3660 

48 X 36 FBRD904836P401 FBRD904836P401 D POA 3255 

4Bx 4'2 H:Ik'lJY0484'1f-'40 1 r~klJ~04B4'2P40IU eOA 4680 

1:1 A 1-1'-1: ... ~, 

I LMI'tOJL. , .. U, , 
1 4 ~I UU4U41-'4UI 1-1 UU4U4r-'4U 1 U JJ6.W 60 

h. --J 6x4 FTD0604P401 FTD0604P40lD 439.00 90 

'.J.....J..' 6 FTD0606 P 40 I FTD0606P40lD 432.00 95 

Ox4 iTDOO04i'401 iTD0004i'401 D /"7(") r..n 140 U/U.VV 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-136

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

8x6 FT00806P401 FTD0806 P 40 I D 665.00 145 

8 FT00808P401 FTDOS08P401 D 672.00 155 

10 X 4 FTIJ1004P401 FTIJI 004P401 IJ 1,101.00 )05 

10 y 6 FT01006P401 FT01 006P401 0 1,056.00 215 

10 X 8 FT01008P401 FTDI 008P401 D 1,060.00 225 

10 FTOI01OP401 FTDIOIOP401 D 1,061.00 270 

12 X 4 FTOI204P401 FTD1204P401 D 1,594.00 290 

12 X 6 FTOl206P401 FTDI206P401 D 1,473.00 295 

12 X 8 FT01208P401 FTD1208P401 D 1,477.00 310 
12 X JO FTOl21OP401 FTDI210P401 D 1,581.00 360 

12 FTOl212P401 FTDI212P401 D 1,486.00 385 

14 x4 FTDI404P401 FTDI404P401 D 3,173,00 365 

14 X 6 FTD1406P401 FT01406P401 D 3,007.00 375 

14 X 8 FTOi 408P40i FT01408P4010 3,021.00 390 

14 X lCJ FTD14lCJP401 FTD14lCJP401 D 3,040.00 400 

14 X 11 I-llJ141'LP401 I-llJ 141 'Lf-'40 IlJ 3,10200 4'1,) 

14 FT01414P401 FT01414P4010 " 700 r.n 435 L,/U/.VV 

16 X 4 FT01604i'401 FTD1604i'401 D '") 11 1 r.n 445 0,U I I.VU 

16 A 6 iT01606P401 iTD1606P401 D Lf,V0U.VU 465 

16 A8 FTD16C6P401 FTD16C6P401 D 4,038.00 475 
16 x 10 FT[J1610P401 FT[J1610P401[J 4,040.00 495 

1 b Y 12 FT[)1612PdOl FTD1612PdOl D 4,045.0C) 520 

16x 1;1 FTOI6HP-101 FTOI6HP-1010 ;J,161.00 530 

16 FT01616P401 FTOl616P401 D 3,921.00 550 
18 X 6 FT01806P401 FT01806P4010 4,032.00 480 

18 X 8 FTD1808P401 FTDl8C6P401 D A n~7 nn 495 "+,U'-" .uv 

lBx 10 FTDI810P401 FTDISlOP401 D 4.171.00 510 

lR X 17 FTIJ1817P40l FTrll R17P401rl 4.171.00 515 

18 X 14 FTD1814P401 FTD1814P401 D 5,28400 630 
18 Y 16 FTD1816P401 FTD1816P401 D 5.422.00 650 

18 FTDI818P401 FTDI818P401 D 5A05,00 665 

20 X 6 FTD2006P401 FTD2006 P 40 I D 4,863.00 610 

20 X 8 FTD2oo8P401 FTD2008P401 D 4,931.00 620 

20 X 10 FTD2010P401 FTD2010P401 D 5,046.00 635 

20 X 12 FTD2012P401 FTD2012P401 D 5,162.00 660 

20x 14 FTD2014P40l FTD2014P401 D 5,285.00 665 
20x 16 FTD2016P401 FTD2016P401 D 6,527,00 810 

20x 18 FTD2018P401 FTD2018P401 D 6,292,00 820 

20 FTD2020P401 FTD2020P401 D 6,655.00 855 

24 X 6 FTD2406P401 FTD2406P40i D 6,870.00 845 

24 X 8 FTD'2408P401 FTD'2403P401 D 6,934.00 860 

'14 x 10 rllJ'L410P4UI I-llJ'1410f-'40 IlJ /,OU/.UO 880 
24 X 12 FTD2412P401 FTD2412P401 D L 070 nn 890 V,V! / .uv 

24A 14 iTD2414P401 rTD2414P401 D 7 '-''-'01 '-'n. 900 ! ,LVO.VV 

24A 16 FTD2416P401 FTD2416P401 D ! ,-:JJ-J.vv 91 J 
24x 18 FTD2418P40l FTD2418P401 D 10,104.00 1220 

24x 20 FTD2420P401 FTD2420P401 D 10,364.00 1255 
2d nD242L1PL1()1 FTD242dPdOl D 10,624.0C1 13.3() 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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.&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

8x6 FT00806P401 FTD0806 P 40 I D 665.00 145 

8 FT00808P401 FTDOS08P401 D 672.00 155 

10 X 4 FTIJ1004P401 FTIJI 004P401 IJ 1,101.00 )05 

10 y 6 FT01006P401 FT01 006P401 0 1,056.00 215 

10 X 8 FT01008P401 FTDI 008P401 D 1,060.00 225 

10 FTOI01OP401 FTDIOIOP401 D 1,061.00 270 

12 X 4 FTOI204P401 FTD1204P401 D 1,594.00 290 

12 X 6 FTOl206P401 FTDI206P401 D 1,473.00 295 

12 X 8 FT01208P401 FTD1208P401 D 1,477.00 310 
12 X JO FTOl21OP401 FTDI210P401 D 1,581.00 360 

12 FTOl212P401 FTDI212P401 D 1,486.00 385 

14 x4 FTDI404P401 FTDI404P401 D 3,173,00 365 

14 X 6 FTD1406P401 FT01406P401 D 3,007.00 375 

14 X 8 FTOi 408P40i FT01408P4010 3,021.00 390 

14 X lCJ FTD14lCJP401 FTD14lCJP401 D 3,040.00 400 

14 X 11 I-llJ141'LP401 I-llJ 141 'Lf-'40 IlJ 3,10200 4'1,) 

14 FT01414P401 FT01414P4010 " 700 r.n 435 L,/U/.VV 

16 X 4 FT01604i'401 FTD1604i'401 D '") 11 1 r.n 445 0,U I I.VU 

16 A 6 iT01606P401 iTD1606P401 D Lf,V0U.VU 465 

16 A8 FTD16C6P401 FTD16C6P401 D 4,038.00 475 
16 x 10 FT[J1610P401 FT[J1610P401[J 4,040.00 495 

1 b Y 12 FT[)1612PdOl FTD1612PdOl D 4,045.0C) 520 

16x 1;1 FTOI6HP-101 FTOI6HP-1010 ;J,161.00 530 

16 FT01616P401 FTOl616P401 D 3,921.00 550 
18 X 6 FT01806P401 FT01806P4010 4,032.00 480 

18 X 8 FTD1808P401 FTDl8C6P401 D A n~7 nn 495 "+,U'-" .uv 

lBx 10 FTDI810P401 FTDISlOP401 D 4.171.00 510 

lR X 17 FTIJ1817P40l FTrll R17P401rl 4.171.00 515 

18 X 14 FTD1814P401 FTD1814P401 D 5,28400 630 
18 Y 16 FTD1816P401 FTD1816P401 D 5.422.00 650 

18 FTDI818P401 FTDI818P401 D 5A05,00 665 

20 X 6 FTD2006P401 FTD2006 P 40 I D 4,863.00 610 

20 X 8 FTD2oo8P401 FTD2008P401 D 4,931.00 620 

20 X 10 FTD2010P401 FTD2010P401 D 5,046.00 635 

20 X 12 FTD2012P401 FTD2012P401 D 5,162.00 660 

20x 14 FTD2014P40l FTD2014P401 D 5,285.00 665 
20x 16 FTD2016P401 FTD2016P401 D 6,527,00 810 

20x 18 FTD2018P401 FTD2018P401 D 6,292,00 820 

20 FTD2020P401 FTD2020P401 D 6,655.00 855 

24 X 6 FTD2406P401 FTD2406P40i D 6,870.00 845 

24 X 8 FTD'2408P401 FTD'2403P401 D 6,934.00 860 

'14 x 10 rllJ'L410P4UI I-llJ'1410f-'40 IlJ /,OU/.UO 880 
24 X 12 FTD2412P401 FTD2412P401 D L 070 nn 890 V,V! / .uv 

24A 14 iTD2414P401 rTD2414P401 D 7 '-''-'01 '-'n. 900 ! ,LVO.VV 

24A 16 FTD2416P401 FTD2416P401 D ! ,-:JJ-J.vv 91 J 
24x 18 FTD2418P40l FTD2418P401 D 10,104.00 1220 

24x 20 FTD2420P401 FTD2420P401 D 10,364.00 1255 
2d nD242L1PL1()1 FTD242dPdOl D 10,624.0C1 13.3() 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-137

.oiiiiiiliiiiii' n_;~~ 1 ;~.i. 

.&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

30 X 6 FTD3006P40i FTD3006P40i D POA i460 

30 X 8 FTD3008P4CJI FTD3CJ08P40i D POA i475 

::30 X 10 I-llJ::3010f-'401 I-llJ::3010f-'40IlJ eOA 1400 

30/12 FT03012P401 FT03012P4010 POA 14'70 

30x 14 IT030141'401 IT030141'4010 I'OA 1490 

30 A 16 FT03016P401 FTD3016P401 D POA 1505 

30 A 20 FTD3020P401 FTD3020P401 D POA 1540 

30 x 2.d FTD3024P4C)i FTD3024P.dOi D P()A 2025 

3C) FTD3():30P LlO i FTD30:3()PLlOI D POA 2150 
36 X 8 FTD3608P1'J0! FTD3608P1'JO! D PO,A, 2! 70 

36 X 10 FTD36lOP40! FTD36 lOP40! D POi'" 2! 70 

36x 12 FT03612P401 FT03612P4010 POA 2170 

36 X 14 FT03614P401 FTD3614P401 D POA 2175 

36 X 16 FTD3616P401 FTD3616P401 D POA 2185 

36 X 18 FTD3618P401 FTD3618P401 D POA 2190 

~f, x?n FTn::W?OP401 FTn~f,/()P.d()l n PGA ??10 

36 x 2.d FTD3624PLlOI FTD362LlP401 D POA 22.5.5 

36 X 30 FTD363ClP401 FTD363ClP401 D POA 30m 

36 FTD3636P401 FTD3636P401 D POA 3160 

42x 12 FTD4212P401 FTD4212P401 D POA 3165 

42/14 FTD4214P401 FTD4214P401 D POA 3170 

42x 16 FTD4216P401 FTD4216P401 D POA 3180 

42x 18 FTD421BP401 FTD4218P401 D POA 3185 

42x 20 FTD4231P401 FTD4231P401 D POA 3205 

42x 24 FTD4224P401 FTD4224P401 D POA 3245 

42 x 30 FTD423ClP40i FTD423ClP401 D POA 4125 

42x 36 FTD4"236P40i FTD4236P40i D POA 5360 

4L 1-1 U4L'4L'f-'4UI 1-1 U4L'4L'r'4U 1 U POA "'00 
48x 12 FTD4812P401 FTD4812P401 D POA 4315 

48/14 FTD4814P401 FTD4814P401 D POA 4320 

40x 16 IT040161'401 IT040161'4010 I'OA 4JJO 

48A 18 FT04818P401 FT04818P4010 POA 433() 

48 x 20 FTD4820P401 FTD4820P401 D POA 4550 

48 x 24 FTD4824P40i FTD4824P40i D POA 4720 

48 " 30 FTD48:30PLlOi FTD48:3()PLlOI D POA 47QO 

"18x36 FTD"1836P"l01 FTD1'J836P"l01 D POi'" 5890 

48x 42 FTD4842P401 FTD4842P401 D PO/\ 7530 

48 FTD4843P401 FTD4848P401 D POA 7720 

1:1 ...... 1 ..... 1: D AC'II: TI:ll: rIol 
1 LI""UlI,",L. Ll'I""\,;lIL 1 L.L. ... 1 

-~- 4 FBTD04P401 FBTD04P401 D 898.00 75 
~ ~ 6 FBTD06P401 FBTD06P401 D 1 144.00 110 
I I 8 FBTD08P401 FBTD08P401 D 

, ~c")o r.n 185 I,-...JL/.VU 

a u.J D 
10 mTDlOP401 mTDlOP401 D 1 nne ~~ 300 I,OOJ.VU 

I? FFHrJl7P40l FRH)17P401 n 7,.J7TOO 430 

14 FBTQ14P401 F8TD14P401 D 2.71 S 00 550 
16 FBTD16P401 F8TD16P401 D 4,668.00 600 

!8 FBTD!8P40! FBT018P40! 0 6,! 77.00 740 

[Call/or Availahility] 
'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 145 

Confidential ivicVvane-Ol8259 

PUBLIC

.oiiiiiiliiiiii' n_;~~ 1 ;~.i. 

.&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

30 X 6 FTD3006P40i FTD3006P40i D POA i460 

30 X 8 FTD3008P4CJI FTD3CJ08P40i D POA i475 

::30 X 10 I-llJ::3010f-'401 I-llJ::3010f-'40IlJ eOA 1400 

30/12 FT03012P401 FT03012P4010 POA 14'70 

30x 14 IT030141'401 IT030141'4010 I'OA 1490 

30 A 16 FT03016P401 FTD3016P401 D POA 1505 

30 A 20 FTD3020P401 FTD3020P401 D POA 1540 

30 x 2.d FTD3024P4C)i FTD3024P.dOi D P()A 2025 

3C) FTD3():30P LlO i FTD30:3()PLlOI D POA 2150 
36 X 8 FTD3608P1'J0! FTD3608P1'JO! D PO,A, 2! 70 

36 X 10 FTD36lOP40! FTD36 lOP40! D POi'" 2! 70 

36x 12 FT03612P401 FT03612P4010 POA 2170 

36 X 14 FT03614P401 FTD3614P401 D POA 2175 

36 X 16 FTD3616P401 FTD3616P401 D POA 2185 

36 X 18 FTD3618P401 FTD3618P401 D POA 2190 

~f, x?n FTn::W?OP401 FTn~f,/()P.d()l n PGA ??10 

36 x 2.d FTD3624PLlOI FTD362LlP401 D POA 22.5.5 

36 X 30 FTD363ClP401 FTD363ClP401 D POA 30m 

36 FTD3636P401 FTD3636P401 D POA 3160 

42x 12 FTD4212P401 FTD4212P401 D POA 3165 

42/14 FTD4214P401 FTD4214P401 D POA 3170 

42x 16 FTD4216P401 FTD4216P401 D POA 3180 

42x 18 FTD421BP401 FTD4218P401 D POA 3185 

42x 20 FTD4231P401 FTD4231P401 D POA 3205 

42x 24 FTD4224P401 FTD4224P401 D POA 3245 

42 x 30 FTD423ClP40i FTD423ClP401 D POA 4125 

42x 36 FTD4"236P40i FTD4236P40i D POA 5360 

4L 1-1 U4L'4L'f-'4UI 1-1 U4L'4L'r'4U 1 U POA "'00 
48x 12 FTD4812P401 FTD4812P401 D POA 4315 

48/14 FTD4814P401 FTD4814P401 D POA 4320 

40x 16 IT040161'401 IT040161'4010 I'OA 4JJO 

48A 18 FT04818P401 FT04818P4010 POA 433() 

48 x 20 FTD4820P401 FTD4820P401 D POA 4550 

48 x 24 FTD4824P40i FTD4824P40i D POA 4720 

48 " 30 FTD48:30PLlOi FTD48:3()PLlOI D POA 47QO 

"18x36 FTD"1836P"l01 FTD1'J836P"l01 D POi'" 5890 

48x 42 FTD4842P401 FTD4842P401 D PO/\ 7530 

48 FTD4843P401 FTD4848P401 D POA 7720 

1:1 ...... 1 ..... 1: D AC'II: TI:ll: rIol 
1 LI""UlI,",L. Ll'I""\,;lIL 1 L.L. ... 1 

-~- 4 FBTD04P401 FBTD04P401 D 898.00 75 
~ ~ 6 FBTD06P401 FBTD06P401 D 1 144.00 110 
I I 8 FBTD08P401 FBTD08P401 D 

, ~c")o r.n 185 I,-...JL/.VU 

a u.J D 
10 mTDlOP401 mTDlOP401 D 1 nne ~~ 300 I,OOJ.VU 

I? FFHrJl7P40l FRH)17P401 n 7,.J7TOO 430 

14 FBTQ14P401 F8TD14P401 D 2.71 S 00 550 
16 FBTD16P401 F8TD16P401 D 4,668.00 600 

!8 FBTD!8P40! FBT018P40! 0 6,! 77.00 740 

[Call/or Availahility] 
'Weight, exclude accessories 

HCUS ~,II CORPORATE 110 __ -pee 

Page 145 

Confidential ivicVvane-Ol8259 



CX 2359-138

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401· - FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

20 FBTD20P401 FBTDaJP401 D 7,544.00 930 

24 FBTD24P401 FBTD24P401D 11.265.00 1410 

"0 FRTr)10P401 FRTIJ:i:lP401 IJ pnA ??70 

·36 FBTD36P401 FBTD36P401 D POA 3320 
42 FBTD42P401 FBTD42P401 D POA 5850 
48 FBTD48P401 FBTD48P401 D POA 7720 
54 FBTD54P401 FBTD54P401D POA 6495 

60 FBTD60P401 FBTD60P401 0 POA 8675 

64 FBTD64P401 FBTD64P401 D POA 10840 

FLANGE REDUCING RUN TEE DI 

J 6x4x4 FlO060404P401 FTD060404P401 D 1.207.00 90 

i ri 6x4x6 FTD060406 P 401 FTD060406P401 D 1.30000 95 

!l 8x4x8 FTD080408P401 FTD080408P401 D 1.57900 135 
.--.I '= 8x6x4 FTD080604P401 FTD080604P401 D 1.715.00 125 

8x6x6 FT D080606 P 401 FTD080606P401 D 1.83500 145 

8X6X8 FTD080608P401 FTD080608P401 D 1,972.00 160 

10x6xlO FTD1006iOP401 FTDi006iOP401 D '2, i 55.00 234 

IUxex6 ~1l)IUUt)U61-'4UI 1-1 l) 1 UlltlU61-' 4U 1 l) 1 :·;it)L'.UU L'IU 

10x8x8 FlO 100808 P 401 FTDI 00808P401 D 2.135.00 227 

10x8x 10 FTD100810P401 FTDl 0081 OP401 D " ,,(,)0 r.r. 248 .:..,.:..;u,vv 

12x6x 12 iTD120612r'401 iTD120612r401 D " 1 1 / r.r. 300 ..),1 I u,vv 

12x8x8 FTD120808P401 FTD120808P401D L,710.UU 275 
12)(10)(10 FTD121010P401 FTD121010P401D 3,264.00 325 
12xlC)x12 FT012iOi2P401 FTOi 21012P401 0 3419.0C) 350 
14xlOx 1() FTD14iOiOP401 FTDl4101()P401D 3,879.CO 40() 

Hx 10,'; H FTOl ~101 ~P~Ol FTDl ~10HP401 0 4,138.00 ~25 

16x 12x 12 FT0161212P401 FTD161212P4010 5,037,00 525 

16x14x16 FT0161416P40l FT0161416P4010 6,045,00 630 

16x12x16 FT0161216P401 FT0161216P4010 '" £'1(')"" 605 -.',,>-,,:,,/,vv 

FLANGE BULLHEAD TEE DI 
C 4x4x6 FT 0040406 P 401 FTD040406P4010 1,122.00 88 
i 6x6xS FTD06060SP401 FTD060608P4010 1,73'1.00 142 , 

h n 8x8xlO FlO080810P401 FTD08081 OP401 D 2.423.00 240 
~ 

lOx lOx 17 FTIJ101017P401 FTIJ10l0l7P4011J 1161.00 140 
16 x 16 x 24 FTD161624P401 FTD161624P401 D 8.15600 993 

flANGE CROSS D! 

,.-------r" 4 FXD0404P401 FX00404P401 D 484.00 80 
r' ~ Ax4 Fxnnm4P401 FxnOm4P4nl n (-,,(-"9 on II n 
L ....J 6 F'x'D0606P.J01 FYD0606P..::101 D 665.00 120 • , T • u..J L U 

8,'1,4 FXOO8Cl4P401 FXOOB04P4010 973.00 155 

8x6 FXD0806P401 FXD0806P401 D 978.00 165 

8 FXD0808P401 FXD0808P401 D 933.00 195 

lOx 4 FXDl004P401 FXDI004P401 D 1.744.00 220 

lOx 6 FXDl006P401 FXDI006P401 D 1.627.00 240 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401· - FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

20 FBTD20P401 FBTDaJP401 D 7,544.00 930 

24 FBTD24P401 FBTD24P401D 11.265.00 1410 

"0 FRTr)10P401 FRTIJ:i:lP401 IJ pnA ??70 

·36 FBTD36P401 FBTD36P401 D POA 3320 
42 FBTD42P401 FBTD42P401 D POA 5850 
48 FBTD48P401 FBTD48P401 D POA 7720 
54 FBTD54P401 FBTD54P401D POA 6495 

60 FBTD60P401 FBTD60P401 0 POA 8675 

64 FBTD64P401 FBTD64P401 D POA 10840 

FLANGE REDUCING RUN TEE DI 

J 6x4x4 FlO060404P401 FTD060404P401 D 1.207.00 90 

i ri 6x4x6 FTD060406 P 401 FTD060406P401 D 1.30000 95 

!l 8x4x8 FTD080408P401 FTD080408P401 D 1.57900 135 
.--.I '= 8x6x4 FTD080604P401 FTD080604P401 D 1.715.00 125 

8x6x6 FT D080606 P 401 FTD080606P401 D 1.83500 145 

8X6X8 FTD080608P401 FTD080608P401 D 1,972.00 160 

10x6xlO FTD1006iOP401 FTDi006iOP401 D '2, i 55.00 234 

IUxex6 ~1l)IUUt)U61-'4UI 1-1 l) 1 UlltlU61-' 4U 1 l) 1 :·;it)L'.UU L'IU 

10x8x8 FlO 100808 P 401 FTDI 00808P401 D 2.135.00 227 

10x8x 10 FTD100810P401 FTDl 0081 OP401 D " ,,(,)0 r.r. 248 .:..,.:..;u,vv 

12x6x 12 iTD120612r'401 iTD120612r401 D " 1 1 / r.r. 300 ..),1 I u,vv 

12x8x8 FTD120808P401 FTD120808P401D L,710.UU 275 
12)(10)(10 FTD121010P401 FTD121010P401D 3,264.00 325 
12xlC)x12 FT012iOi2P401 FTOi 21012P401 0 3419.0C) 350 
14xlOx 1() FTD14iOiOP401 FTDl4101()P401D 3,879.CO 40() 

Hx 10,'; H FTOl ~101 ~P~Ol FTDl ~10HP401 0 4,138.00 ~25 

16x 12x 12 FT0161212P401 FTD161212P4010 5,037,00 525 

16x14x16 FT0161416P40l FT0161416P4010 6,045,00 630 

16x12x16 FT0161216P401 FT0161216P4010 '" £'1(')"" 605 -.',,>-,,:,,/,vv 

FLANGE BULLHEAD TEE DI 
C 4x4x6 FT 0040406 P 401 FTD040406P4010 1,122.00 88 
i 6x6xS FTD06060SP401 FTD060608P4010 1,73'1.00 142 , 

h n 8x8xlO FlO080810P401 FTD08081 OP401 D 2.423.00 240 
~ 

lOx lOx 17 FTIJ101017P401 FTIJ10l0l7P4011J 1161.00 140 
16 x 16 x 24 FTD161624P401 FTD161624P401 D 8.15600 993 

flANGE CROSS D! 

,.-------r" 4 FXD0404P401 FX00404P401 D 484.00 80 
r' ~ Ax4 Fxnnm4P401 FxnOm4P4nl n (-,,(-"9 on II n 
L ....J 6 F'x'D0606P.J01 FYD0606P..::101 D 665.00 120 • , T • u..J L U 

8,'1,4 FXOO8Cl4P401 FXOOB04P4010 973.00 155 

8x6 FXD0806P401 FXD0806P401 D 978.00 165 

8 FXD0808P401 FXD0808P401 D 933.00 195 

lOx 4 FXDl004P401 FXDI004P401 D 1.744.00 220 

lOx 6 FXDl006P401 FXDI006P401 D 1.627.00 240 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-139

fir!!! ellO 01 Flanged Full Body Fittings Price List 
mr Lined with Protecio 401· - FLANGED - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 
les~ Acce~sory We!gh!~ 

List Price (Lbs) 

10 X 8 FXDlOO8P401 FXDlOO8P401D 1,617.00 265 

10 FXDIOlOP401 FXDIOIOP40lD 1.776.00 330 

I? X 4 FXnl ?04P401 FXIJl ?04P401 n ).411.00 110 

12 >(6 FXD1206P401 FXD1206P401 D 2,246.00 320 

12 X 8 FXD1208P401 FXDI208P401 D 2,169,00 345 

12 X 10 FXDI210P401 FXDI21OP401 D 2,475.00 415 

12 FXDI212P401 FXDI212P401 D 2,4 17.00 460 

14 X 6 FXDI406P401 FXDI406P40lD 3,321.00 400 

14 X 8 FXDI408P401 FXDI408P40ID 3,354.00 425 

14 X JO FXDI410P401 FXD141OP401 D 4,107.00 460 

14 X 12 FXDI412P401 FXDI412P401D 3,516.00 505 

14 FXDI414P401 FXDI414P401 D 3,072.00 595 

16 X 6 FXD1606P40j FXD1606P401 D 4,364.00 490 

16 X 8 FXD1608P401 FXDi 608P40i D 4,380.00 5'20 

16 X lCJ FxDi6iOP401 FxDi6iOP4CJiD 4,393.00 539 

16 X 11 I-XlJl 61 '2P401 I-XlJ161L'1-'401lJ 4,406.00 600 

16 X 14 FXD1614P401 FXD1614P401D ~ 00":) nn 620 oJ,LLw.VU 

Ib FXD: 6161'401 FXD161Gi'401D A 00n nn 755 '-t,LL7.VU 

18 A 6 iXD1806P401 iXDl806P401 D '-t, I! 7.VU 490 

18 A8 FXD1808P401 FXDl808P401 D 4,409.00 520 
18 x 10 FXDIS! OP401 FXD181DP401 D 4,604.00 560 
18 y 12 F:x])1812P401 F:x:DI81 :2Pd(]1 D 4,549.00 610 

18x 1;1 FXD18HH01 FXD181/]PFJOl D 5,837.00 720 

18 X 16 FXD1816P401 FXD1816P401D 6,182.00 880 

18 FXD1818P401 FXD1818P401 D 6,222.00 915 

20 X 6 FXD2CXJ6P401 FXD2OJ6P4D1 D ~ n1 0 nn 635 oJ,VI/.VU 

20 X 8 FXD2008P401 FXD2CXlSP401 D 5.243.00 665 

70 X 10 FXIJ70l OP40l FX1J7010P4011J 5.197.00 DR6 

20 X 12 FXD2012P401 FXD2012P401 D 5,89200 735 
20/14 FXD2014P401 FXD2014P401 D 5,893.00 745 

20x 16 FXD2016P401 FXD2016P401 D 7,575.00 915 

20 X 18 FXD20l8P401 FXD2018P401 D 7,391.00 945 

20 FXD2020P401 FXD2020P401 D 7,862.00 1175 

24 X 6 FXD2406P401 FXD2406P401 D 6,858.00 875 

24 X 8 FXD2408P401 FXD2408P401 D 7,007.00 895 

24x 10 FXD241OP401 FXD241OP401 D 7,265.00 930 

24x 12 FXD2412P401 FXD2412P401 D 7,659.00 960 

24x 14 FXD2414P401 FXD2414P401 D 7,894.00 975 

24x 1 b FXD2416P401 FXD241 bP401 D 8,052.00 1010 
24 X i8 FXD24i 8P40i FXD24i8P40i D i 0,489.00 i365 

24 X '20 FxD2420P401 FxD'24'20P401 D i 1,767.00 1695 

0'4 f-XlJ'd4'd41-'40 1 f-XlJ'd4'241-'40IlJ 1 '2,'16/.00 11)00 

30x 12 FXD3012P401 FXD3012P401 D POA 1565 

JOx 14 iXDJ0l4P401 rXDJ014P401 D POA 1570 

30)\ 16 FXD30l6P401 FXD3016P401 D POA 160'::; 

30}\ 18 FXD30l8P401 FXD3018P401 D POA 1615 

30x 20 FXD3020P401 FX D3020P 40 1 D POA 1670 
3C) X 24 F :xD 30:2 4 P 40 1 F:x:D3024Pd(]1 D PC\.o., 2695 

30 FXD3030P/]01 FXD3030P/]Ol D PO,A, 2500 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings Price List 
mr Lined with Protecio 401· - FLANGED - PROTECTO 401 LINED 

lin. nn I"V,\ Size No!!-Domest!c Do!'!'!e'S!!c urL.U7.U.£ (Inches) Item Code Item Code 
les~ Acce~sory We!gh!~ 

List Price (Lbs) 

10 X 8 FXDlOO8P401 FXDlOO8P401D 1,617.00 265 

10 FXDIOlOP401 FXDIOIOP40lD 1.776.00 330 

I? X 4 FXnl ?04P401 FXIJl ?04P401 n ).411.00 110 

12 >(6 FXD1206P401 FXD1206P401 D 2,246.00 320 

12 X 8 FXD1208P401 FXDI208P401 D 2,169,00 345 

12 X 10 FXDI210P401 FXDI21OP401 D 2,475.00 415 

12 FXDI212P401 FXDI212P401 D 2,4 17.00 460 

14 X 6 FXDI406P401 FXDI406P40lD 3,321.00 400 

14 X 8 FXDI408P401 FXDI408P40ID 3,354.00 425 

14 X JO FXDI410P401 FXD141OP401 D 4,107.00 460 

14 X 12 FXDI412P401 FXDI412P401D 3,516.00 505 

14 FXDI414P401 FXDI414P401 D 3,072.00 595 

16 X 6 FXD1606P40j FXD1606P401 D 4,364.00 490 

16 X 8 FXD1608P401 FXDi 608P40i D 4,380.00 5'20 

16 X lCJ FxDi6iOP401 FxDi6iOP4CJiD 4,393.00 539 

16 X 11 I-XlJl 61 '2P401 I-XlJ161L'1-'401lJ 4,406.00 600 

16 X 14 FXD1614P401 FXD1614P401D ~ 00":) nn 620 oJ,LLw.VU 

Ib FXD: 6161'401 FXD161Gi'401D A 00n nn 755 '-t,LL7.VU 

18 A 6 iXD1806P401 iXDl806P401 D '-t, I! 7.VU 490 

18 A8 FXD1808P401 FXDl808P401 D 4,409.00 520 
18 x 10 FXDIS! OP401 FXD181DP401 D 4,604.00 560 
18 y 12 F:x])1812P401 F:x:DI81 :2Pd(]1 D 4,549.00 610 

18x 1;1 FXD18HH01 FXD181/]PFJOl D 5,837.00 720 

18 X 16 FXD1816P401 FXD1816P401D 6,182.00 880 

18 FXD1818P401 FXD1818P401 D 6,222.00 915 

20 X 6 FXD2CXJ6P401 FXD2OJ6P4D1 D ~ n1 0 nn 635 oJ,VI/.VU 

20 X 8 FXD2008P401 FXD2CXlSP401 D 5.243.00 665 

70 X 10 FXIJ70l OP40l FX1J7010P4011J 5.197.00 DR6 

20 X 12 FXD2012P401 FXD2012P401 D 5,89200 735 
20/14 FXD2014P401 FXD2014P401 D 5,893.00 745 

20x 16 FXD2016P401 FXD2016P401 D 7,575.00 915 

20 X 18 FXD20l8P401 FXD2018P401 D 7,391.00 945 

20 FXD2020P401 FXD2020P401 D 7,862.00 1175 

24 X 6 FXD2406P401 FXD2406P401 D 6,858.00 875 

24 X 8 FXD2408P401 FXD2408P401 D 7,007.00 895 

24x 10 FXD241OP401 FXD241OP401 D 7,265.00 930 

24x 12 FXD2412P401 FXD2412P401 D 7,659.00 960 

24x 14 FXD2414P401 FXD2414P401 D 7,894.00 975 

24x 1 b FXD2416P401 FXD241 bP401 D 8,052.00 1010 
24 X i8 FXD24i 8P40i FXD24i8P40i D i 0,489.00 i365 

24 X '20 FxD2420P401 FxD'24'20P401 D i 1,767.00 1695 

0'4 f-XlJ'd4'd41-'40 1 f-XlJ'd4'241-'40IlJ 1 '2,'16/.00 11)00 

30x 12 FXD3012P401 FXD3012P401 D POA 1565 

JOx 14 iXDJ0l4P401 rXDJ014P401 D POA 1570 

30)\ 16 FXD30l6P401 FXD3016P401 D POA 160'::; 

30}\ 18 FXD30l8P401 FXD3018P401 D POA 1615 

30x 20 FXD3020P401 FX D3020P 40 1 D POA 1670 
3C) X 24 F :xD 30:2 4 P 40 1 F:x:D3024Pd(]1 D PC\.o., 2695 

30 FXD3030P/]01 FXD3030P/]Ol D PO,A, 2500 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-140

fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401· -
lin. nn I"V,\ Size No!!-Domes!!c 
urL.U7.U.£ (Inches) Item Code 

36 X 12 FXD3612P401 

36 X 14 FXD3614P401 
:if, X 16 FXn1f,1 f,P401 

36'J 18 FXD3618P401 
36 X 20 FXD3620P401 

36 X 24 FXD3624P401 

36 X 30 FXD3630P401 

36 FXD3636P401 

42 X 12 FXD4212P401 
42 X )4 FXD4214P401 

42 X 16 FXD4216P401 

42x 18 FXD4218P401 

42 X 20 FXD4220P40j 

42 X 24 FXD4224P401 

42 X 30 FxD4'230P401 

4'2 X 36 I-XlJ4'236P401 

42 FXD4242P401 

48 X 12 FXD4Gl2i'401 

48 A 14 iXD4814P401 

48x 16 FXD4816P401 
48 x 18 FXD.1818P.1Dl 

48 x:20 F:x:C)48:20P.10i 

;J8 X 2;J FXD-182IJP;J01 

48 X 30 FXD4830P401 

48 X 36 FXD4836P401 

4S X 4'2 FXD4842P401 

48 FXD4848P401 

Dame'S!!c 
Item Code 

FXD3612P401D 

FXD3614P40lD 
FXiJ3,L,I,L,P401iJ 

FXD-3618P401D 
FXD3620P401 D 

FXD3624P401D 

FXD3630P401D 

FXD3636P401D 

FXD4212P401 D 

FXD4214P40lD 

FXD4216P4OID 

FXD4218P401D 

FXD4220P4Dl D 

FXD4224P40i D 

FxD423CJP4CJi D 
I-XlJ4"236P401lJ 

FXD4242P401 D 

FXD4812i'401D 

iXD4814P401D 

FXD4816P401 D 
FXD.1818P4Dl D 

FXD482(]P4Dl D 

FXD;J82;JP;JOl D 

FXD4830P401 D 

FXD4836P401 D 

FXD4342P401 D 

FXD4848P401 D 

flANGE CONCENTR!C REDUCER D! .. IT 6x4 FRD0604P4Q} FRD0604P401 D ~ r ...I! 8x4 FRD0804P401 FRD0804P401 D 

I I 8x6 FRD0806P401 FRDOOO6P40lD 

Ir= ""1 10 X 4 FRiJlOO4P40l FRnl004P40ln 
II ~ 

10)( 6 FRD1006P401 FRDl006P401D 

10 X 8 FRDlOO8P401 FRDICXl8P401D 

12 x4 FRDI204P401 FRDI204P401D 

12 x6 FRDI206P401 FRDI206P401D 

12 x8 FRDI208P401 FRDI208P401D 

12x 10 FRDI210P401 FRDI210P40lD 

14 X 6 FRD1406P401 FRDI406P40lD 

14 X 8 FRDI408P401 FRDI408P4010 

14x 10 FRDI410P401 FRDI41OP401D 

14x j2 FRD1412P401 FRD1412P401D 

16 x6 FRD1606P401 FRD1606P401 D 

16 xb i-I'<UI6UbI-'4UI 1-rW 16Ubl-'4U IU 

16 X 10 FRDI61OP40l FRDI61OP401D 

16 X 12 FRDI612P401 FRDI612P40lD 

16 X 14 rRD1614r401 iRD1614r401D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

POA 2240 

POA 2260 

POA 7770 

POA 2200 
POA 2325 

POA 2405 
POA 4025 

POA 3620 

POA 3240 

POA 3260 

POA 3270 

POA 3275 

POA 3320 

POA 3395 
POA 4375 

POA tJ/20 

POA 6155 

rCA 4390 
POA 4385 

POA 4415 
PCIA 4dT! 
PQA 4Ll60 
PO,A, 1535 
POi", 4670 
POi\ 5820 

POA 762f:J 
POA 8005 

')on 0r\ 35 -,..Ivv.vv 

465.00 65 

469.00 75 

79100 R.' 
795.00 90 
797.00 110 

U56.00 120 

1,099.00 130 

U 93.00 145 

1.20600 170 

2.10600 155 

2.13000 175 

2.13200 190 

2, i 40.00 220 

2,677.00 190 

L',/UU.UU L'IU 

2.108.00 235 

2.714.00 265 
,.., -,-,,,,,,, 

200 £..,//v.vv 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401· -
lin. nn I"V,\ Size No!!-Domes!!c 
urL.U7.U.£ (Inches) Item Code 

36 X 12 FXD3612P401 

36 X 14 FXD3614P401 
:if, X 16 FXn1f,1 f,P401 

36'J 18 FXD3618P401 
36 X 20 FXD3620P401 

36 X 24 FXD3624P401 

36 X 30 FXD3630P401 

36 FXD3636P401 

42 X 12 FXD4212P401 
42 X )4 FXD4214P401 

42 X 16 FXD4216P401 

42x 18 FXD4218P401 

42 X 20 FXD4220P40j 

42 X 24 FXD4224P401 

42 X 30 FxD4'230P401 

4'2 X 36 I-XlJ4'236P401 

42 FXD4242P401 

48 X 12 FXD4Gl2i'401 

48 A 14 iXD4814P401 

48x 16 FXD4816P401 
48 x 18 FXD.1818P.1Dl 

48 x:20 F:x:C)48:20P.10i 

;J8 X 2;J FXD-182IJP;J01 

48 X 30 FXD4830P401 

48 X 36 FXD4836P401 

4S X 4'2 FXD4842P401 

48 FXD4848P401 

Dame'S!!c 
Item Code 

FXD3612P401D 

FXD3614P40lD 
FXiJ3,L,I,L,P401iJ 

FXD-3618P401D 
FXD3620P401 D 

FXD3624P401D 

FXD3630P401D 

FXD3636P401D 

FXD4212P401 D 

FXD4214P40lD 

FXD4216P4OID 

FXD4218P401D 

FXD4220P4Dl D 

FXD4224P40i D 

FxD423CJP4CJi D 
I-XlJ4"236P401lJ 

FXD4242P401 D 

FXD4812i'401D 

iXD4814P401D 

FXD4816P401 D 
FXD.1818P4Dl D 

FXD482(]P4Dl D 

FXD;J82;JP;JOl D 

FXD4830P401 D 

FXD4836P401 D 

FXD4342P401 D 

FXD4848P401 D 

flANGE CONCENTR!C REDUCER D! .. IT 6x4 FRD0604P4Q} FRD0604P401 D ~ r ...I! 8x4 FRD0804P401 FRD0804P401 D 

I I 8x6 FRD0806P401 FRDOOO6P40lD 

Ir= ""1 10 X 4 FRiJlOO4P40l FRnl004P40ln 
II ~ 

10)( 6 FRD1006P401 FRDl006P401D 

10 X 8 FRDlOO8P401 FRDICXl8P401D 

12 x4 FRDI204P401 FRDI204P401D 

12 x6 FRDI206P401 FRDI206P401D 

12 x8 FRDI208P401 FRDI208P401D 

12x 10 FRDI210P401 FRDI210P40lD 

14 X 6 FRD1406P401 FRDI406P40lD 

14 X 8 FRDI408P401 FRDI408P4010 

14x 10 FRDI410P401 FRDI41OP401D 

14x j2 FRD1412P401 FRD1412P401D 

16 x6 FRD1606P401 FRD1606P401 D 

16 xb i-I'<UI6UbI-'4UI 1-rW 16Ubl-'4U IU 

16 X 10 FRDI61OP40l FRDI61OP401D 

16 X 12 FRDI612P401 FRDI612P40lD 

16 X 14 rRD1614r401 iRD1614r401D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

POA 2240 

POA 2260 

POA 7770 

POA 2200 
POA 2325 

POA 2405 
POA 4025 

POA 3620 

POA 3240 

POA 3260 

POA 3270 

POA 3275 

POA 3320 

POA 3395 
POA 4375 

POA tJ/20 

POA 6155 

rCA 4390 
POA 4385 

POA 4415 
PCIA 4dT! 
PQA 4Ll60 
PO,A, 1535 
POi", 4670 
POi\ 5820 

POA 762f:J 
POA 8005 

')on 0r\ 35 -,..Ivv.vv 

465.00 65 

469.00 75 

79100 R.' 
795.00 90 
797.00 110 

U56.00 120 

1,099.00 130 

U 93.00 145 

1.20600 170 

2.10600 155 

2.13000 175 

2.13200 190 

2, i 40.00 220 

2,677.00 190 

L',/UU.UU L'IU 

2.108.00 235 

2.714.00 265 
,.., -,-,,,,,,, 

200 £..,//v.vv 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-141

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

'&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

18 X 6 FRD1806P401 FRDI806P401D 3,244.00 230 

18 x8 FRD1808P401 FRDI80SP40ID 3A17.00 240 

lR X 10 FRIJIRlOP401 FRIJ1R10P4011J J.4J4.00 ')tS5 

18 y 12 FRD1812P401 FRD1812P401D -3.4-36.00 295 

18 X 14 FRD1814P401 FRD1814P401D 3.445.00 310 

18 X 16 FRDI816P401 FRDI816P401D 3.429.00 340 

20 X 6 FRD2006P401 FRD2CXl6P401 D 3,772.00 300 

20 X 8 FRD2008P401 FRD2CXl8P40l D 3,910.00 305 

20 X 10 FRD20l OP401 FRD201 OP401 D 4,019.00 310 

20 X )2 FRD2012P401 FRD2012P401 D 4,020.00 345 

20 X 14 FRD2014P401 FRD2014P40) D 4,040.00 355 

20x 16 FRD20l6P401 FRD2016P401 D 4,042.00 390 

20x 18 FRD20l8P401 FRD2018P401 D 4,056,00 410 

24 X 8 FRD2408P401 FRD2408P401 D 5,378.00 460 

'24 X lCJ FRD2410P401 FRD'2410P401D 5,676,00 470 

'14 X 11 H-?lJ'141 "2P40 1 I-f?lJ'141 '11-'401 lJ 0,':140.00 480 

24 X 14 FRD2414P401 FRD2414P401D ~ O~':l nn 490 oJ, /oJ0.VU 

24 xl {, FRD241{'i'401 FRD241 {'i'401 D ~7/7nn 525 J,IOI.VV 

241\18 iRD2418P401 iRD2418P401D J, 7! Lf.VV 550 
24x 20 FRD2420P401 FRD2420P401 D 5,966.00 590 
30 x 16 Fj;?D3016P401 Fj;?D3016P401 D PCJA 780 
3C) y i8 FP[)3018P40i FRD3018Pd(]1 L) PC\A. 810 

30 X 20 FRD3020HOl FRD3020P>101 D PO,A, 870 

30x 24 FRD3024P401 FRD3024P401 D PO,!l, 970 
36 X 20 FRD3620P401 FRD3620P401 D PO,A, 1220 

36 X 24 FRD3624P401 FRD3624P401 D POA 1345 
36x 30 FRD3630P401 FRD3630P401 D POA 1555 

47 X 74 FRIJ4??4P40l FRIJ4?74P4011J POA IR?O 

42.x 30 FRD4230P401 FRD4230P401 D POA 2060 
42y 36 FRD4236P401 FRD4236P401 D POA. 2-345 
48x 30 FRD4830P401 FRD4830P401 D POA 2625 

48 X 36 FRD4836P401 FRD4836P401 D POA 2950 

48 X 42 FRD4842P401 FRD4842P401 D POA 3320 

54 X 24 FRD5424P401 FRD5424P401 D POA 1595 

54 X 30 FRD5430P401 FRD5430P401 D POA 1625 

54x 36 FRD5436P401 FRD5436P401 D POA 1680 

54x 42 FRD5442P401 FRD5442P401 D POA 18CXl 

54x 48 FRD5448P401 FRD5448P401 D POA 1695 

bOy 3b FRD6036P401 FRD6036P401 D POA 2105 

bOX 42 FRD6042P40i FRD6042P40i D POA 2i90 

60 X 48 FRD6048P401 FRD6048P401 D POA '2110 

60x 04 H?lJ6Cb4P401 I-klJ6Cb41-'40lD POA '2000 

64 X 36 FRD6436P401 FRD6436P401 D POA 2805 

641\ 42 iRD6442P401 fRD6442P401 D POA 2870 
64J\. 48 FRD6448P401 FRD6448P401 D POA 282,:) 

64x 54 FRD6454P401 FRD6454P401 D POA 2695 

64x 60 FRD6460P401 FRD6460P401 D POA 2980 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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.oiiiiiiliiiiii' n_;~~ I ;~.i. 

'&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

18 X 6 FRD1806P401 FRDI806P401D 3,244.00 230 

18 x8 FRD1808P401 FRDI80SP40ID 3A17.00 240 

lR X 10 FRIJIRlOP401 FRIJ1R10P4011J J.4J4.00 ')tS5 

18 y 12 FRD1812P401 FRD1812P401D -3.4-36.00 295 

18 X 14 FRD1814P401 FRD1814P401D 3.445.00 310 

18 X 16 FRDI816P401 FRDI816P401D 3.429.00 340 

20 X 6 FRD2006P401 FRD2CXl6P401 D 3,772.00 300 

20 X 8 FRD2008P401 FRD2CXl8P40l D 3,910.00 305 

20 X 10 FRD20l OP401 FRD201 OP401 D 4,019.00 310 

20 X )2 FRD2012P401 FRD2012P401 D 4,020.00 345 

20 X 14 FRD2014P401 FRD2014P40) D 4,040.00 355 

20x 16 FRD20l6P401 FRD2016P401 D 4,042.00 390 

20x 18 FRD20l8P401 FRD2018P401 D 4,056,00 410 

24 X 8 FRD2408P401 FRD2408P401 D 5,378.00 460 

'24 X lCJ FRD2410P401 FRD'2410P401D 5,676,00 470 

'14 X 11 H-?lJ'141 "2P40 1 I-f?lJ'141 '11-'401 lJ 0,':140.00 480 

24 X 14 FRD2414P401 FRD2414P401D ~ O~':l nn 490 oJ, /oJ0.VU 

24 xl {, FRD241{'i'401 FRD241 {'i'401 D ~7/7nn 525 J,IOI.VV 

241\18 iRD2418P401 iRD2418P401D J, 7! Lf.VV 550 
24x 20 FRD2420P401 FRD2420P401 D 5,966.00 590 
30 x 16 Fj;?D3016P401 Fj;?D3016P401 D PCJA 780 
3C) y i8 FP[)3018P40i FRD3018Pd(]1 L) PC\A. 810 

30 X 20 FRD3020HOl FRD3020P>101 D PO,A, 870 

30x 24 FRD3024P401 FRD3024P401 D PO,!l, 970 
36 X 20 FRD3620P401 FRD3620P401 D PO,A, 1220 

36 X 24 FRD3624P401 FRD3624P401 D POA 1345 
36x 30 FRD3630P401 FRD3630P401 D POA 1555 

47 X 74 FRIJ4??4P40l FRIJ4?74P4011J POA IR?O 

42.x 30 FRD4230P401 FRD4230P401 D POA 2060 
42y 36 FRD4236P401 FRD4236P401 D POA. 2-345 
48x 30 FRD4830P401 FRD4830P401 D POA 2625 

48 X 36 FRD4836P401 FRD4836P401 D POA 2950 

48 X 42 FRD4842P401 FRD4842P401 D POA 3320 

54 X 24 FRD5424P401 FRD5424P401 D POA 1595 

54 X 30 FRD5430P401 FRD5430P401 D POA 1625 

54x 36 FRD5436P401 FRD5436P401 D POA 1680 

54x 42 FRD5442P401 FRD5442P401 D POA 18CXl 

54x 48 FRD5448P401 FRD5448P401 D POA 1695 

bOy 3b FRD6036P401 FRD6036P401 D POA 2105 

bOX 42 FRD6042P40i FRD6042P40i D POA 2i90 

60 X 48 FRD6048P401 FRD6048P401 D POA '2110 

60x 04 H?lJ6Cb4P401 I-klJ6Cb41-'40lD POA '2000 

64 X 36 FRD6436P401 FRD6436P401 D POA 2805 

641\ 42 iRD6442P401 fRD6442P401 D POA 2870 
64J\. 48 FRD6448P401 FRD6448P401 D POA 282,:) 

64x 54 FRD6454P401 FRD6454P401 D POA 2695 

64x 60 FRD6460P401 FRD6460P401 D POA 2980 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-142

fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domest!c 

Item Code 
Dome'S!!c 

Item Code 

FLANGE ECCENTRIC REDUCER 01 
n • 6x4 FERD0604P401 FERD0604P401 D • 
~ 8x4 FERD0804P401 FERD0304P401D r ~ 

I I 8x6 FERD0806P401 FERD0806P401 D 
I I 10 X 4 FERD1OO4P401 FERD I 004P401 D 
u u 

In x h FFRf) 1 nnAP40 I FFRIJ I onAP4nl n 

10 x 8 FERD1008P401 FEPD I 008P40] D 

12 x 4 FERD1204P401 FERD 1204P401 D 

12 x 6 FERD1206P401 FERD 1206P401 D 

12 x8 FERD1208P401 FERDI208P401 D 

12x 10 FERD1210P401 FERDI21OP401 D 
14 x 6 FERD1406P401 FERDI406R401 D 

14 x 8 FERD1408P401 FERDI408P401 D 

14 x 10 FERD1410P401 FERD1410P401 D 
14 x 12 FERDI412P401 FERDI412P401D 

16 x 6 FERD1606P401 FEPD i b06P40i D 

16 x 8 FERD1608P401 FEPD 1608P401 D 

16 x IU H:k:l) 161 UI-'4U 1 I-t:k:l) 161 UI-'4U Il) 

16 x 12 FERDI612P401 FERDI612P40lD 

16 x 14 FERD1614P401 FERD1614P401D 

10 xO r[R01oo0r401 rCRD1000r401 D 
18 x 10 FERD1810P401 FERD1810P401D 

18x 12 FERD1812P401 FERD 1812P401 D 
18x1.4 FEPD1814P401 FEPD 18ldP401 D 
18 y 16 FERD1816P4()1 FERDi816P40lD 

20;-; 10 FERD2010P10l FERD201 OP101 D 

20x 12 FERD2012P401 FERD2012P401 D 

20x 14 FERD2014P401 FERD2014P401 D 

20x 16 FERD2016P401 FERD2016P401 D 
20 x 18 FERD2018P401 FERD2018P401 D 

24 x 10 FERD2410P401 FERD2410P401 D 
?4 x 1? FFPn?41 ?P401 FFPn?41 ?P4nl n 
24 y 14 FEPD2414P401 FEPD2414P401 D 

24;-; 16 FERD2416P401 FERD2416P401 D 
24;-; 18 fERD2418P401 FERD2418P401 D 
24;-; 20 fERD2420P401 FERD2420P401 D 

30x 16 FERD3016P401 FERD3016P401 D 
30x 18 FERD3018P401 FERD3018P401 D 

30x 20 FERD3020P401 FERD3020P401 D 

30 x 24 FERD3024P401 FERD3024P40 I D 

36 x 18 FERD3618P401 FERD3618P401D 

36x 20 FERD3620P401 FERD3620P401 D 
36;-; 24 FERD3624P401 FERD3624P401 D 
36;-; JU 1-t:k:l)J63UI-'4UI 1-t:1\l)363UJ-'4UILJ 

42x 20 FERD4220P40l FERD4220P401D 

42x 24 FERD4224P401 FERD4224P401 D 

42x 30 r[RD4230r401 iCRD42.30r401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory 
List Price 

422.00 
4'73.00 

505.00 

797.00 
79700 

808.00 

1,278.00 

1,279.00 

1,288.00 

1,294.00 

2,333.00 

2,340.00 

2.436.00 

2,087.00 
2,766.00 
-2,781.00 

L',!'lI:WU 

2,819.00 
,-, 0'")1 "" '::',U-';U.vv 

,-, ",-, I "" ";,Lf";U.VV 

J,LfJI.VV 

3,884.00 
3,893_0C) 

3,515J)0 

1.039.00 

4,061.00 

4,562.00 
A ,'--''")'--''--' 
"-t,jV,..J.VV 

4,165.00 

5,967.00 

S,991 nn 
6,016_00 

6.039_00 

6,061.00 

6,097.00 
paA 
paA 
paA 
paA 
paA 

POA 

POA 

eOA 
paA 
paA 

rOA 

We!gh!~ 
(Lbs) 

45 
65 

75 

85 
90 

110 

120 

130 

145 

170 
155 

175 

190 

220 

190 
-210 

Zj~ 

265 

280 

240 
265 
295 
310 

340 

310 

345 

355 

390 
410 

450 
480 
490 

525 

550 

590 

780 
810 

870 

970 

1200 

1230 

1345 
Ijjj 

1775 

1810 

2060 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ Size 

(Inches) 
No!!-Domest!c 

Item Code 
Dome'S!!c 

Item Code 

FLANGE ECCENTRIC REDUCER 01 
n • 6x4 FERD0604P401 FERD0604P401 D • 
~ 8x4 FERD0804P401 FERD0304P401D r ~ 

I I 8x6 FERD0806P401 FERD0806P401 D 
I I 10 X 4 FERD1OO4P401 FERD I 004P401 D 
u u 

In x h FFRf) 1 nnAP40 I FFRIJ I onAP4nl n 

10 x 8 FERD1008P401 FEPD I 008P40] D 

12 x 4 FERD1204P401 FERD 1204P401 D 

12 x 6 FERD1206P401 FERD 1206P401 D 

12 x8 FERD1208P401 FERDI208P401 D 

12x 10 FERD1210P401 FERDI21OP401 D 
14 x 6 FERD1406P401 FERDI406R401 D 

14 x 8 FERD1408P401 FERDI408P401 D 

14 x 10 FERD1410P401 FERD1410P401 D 
14 x 12 FERDI412P401 FERDI412P401D 

16 x 6 FERD1606P401 FEPD i b06P40i D 

16 x 8 FERD1608P401 FEPD 1608P401 D 

16 x IU H:k:l) 161 UI-'4U 1 I-t:k:l) 161 UI-'4U Il) 

16 x 12 FERDI612P401 FERDI612P40lD 

16 x 14 FERD1614P401 FERD1614P401D 

10 xO r[R01oo0r401 rCRD1000r401 D 
18 x 10 FERD1810P401 FERD1810P401D 

18x 12 FERD1812P401 FERD 1812P401 D 
18x1.4 FEPD1814P401 FEPD 18ldP401 D 
18 y 16 FERD1816P4()1 FERDi816P40lD 

20;-; 10 FERD2010P10l FERD201 OP101 D 

20x 12 FERD2012P401 FERD2012P401 D 

20x 14 FERD2014P401 FERD2014P401 D 

20x 16 FERD2016P401 FERD2016P401 D 
20 x 18 FERD2018P401 FERD2018P401 D 

24 x 10 FERD2410P401 FERD2410P401 D 
?4 x 1? FFPn?41 ?P401 FFPn?41 ?P4nl n 
24 y 14 FEPD2414P401 FEPD2414P401 D 

24;-; 16 FERD2416P401 FERD2416P401 D 
24;-; 18 fERD2418P401 FERD2418P401 D 
24;-; 20 fERD2420P401 FERD2420P401 D 

30x 16 FERD3016P401 FERD3016P401 D 
30x 18 FERD3018P401 FERD3018P401 D 

30x 20 FERD3020P401 FERD3020P401 D 

30 x 24 FERD3024P401 FERD3024P40 I D 

36 x 18 FERD3618P401 FERD3618P401D 

36x 20 FERD3620P401 FERD3620P401 D 
36;-; 24 FERD3624P401 FERD3624P401 D 
36;-; JU 1-t:k:l)J63UI-'4UI 1-t:1\l)363UJ-'4UILJ 

42x 20 FERD4220P40l FERD4220P401D 

42x 24 FERD4224P401 FERD4224P401 D 

42x 30 r[RD4230r401 iCRD42.30r401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory 
List Price 

422.00 
4'73.00 

505.00 

797.00 
79700 

808.00 

1,278.00 

1,279.00 

1,288.00 

1,294.00 

2,333.00 

2,340.00 

2.436.00 

2,087.00 
2,766.00 
-2,781.00 

L',!'lI:WU 

2,819.00 
,-, 0'")1 "" '::',U-';U.vv 

,-, ",-, I "" ";,Lf";U.VV 

J,LfJI.VV 

3,884.00 
3,893_0C) 

3,515J)0 

1.039.00 

4,061.00 

4,562.00 
A ,'--''")'--''--' 
"-t,jV,..J.VV 

4,165.00 

5,967.00 

S,991 nn 
6,016_00 

6.039_00 

6,061.00 

6,097.00 
paA 
paA 
paA 
paA 
paA 

POA 

POA 

eOA 
paA 
paA 

rOA 

We!gh!~ 
(Lbs) 

45 
65 

75 

85 
90 

110 

120 

130 

145 

170 
155 

175 

190 

220 

190 
-210 

Zj~ 

265 

280 

240 
265 
295 
310 

340 

310 

345 

355 

390 
410 

450 
480 
490 

525 

550 

590 

780 
810 

870 

970 

1200 

1230 

1345 
Ijjj 

1775 

1810 

2060 

[Call/or Availahility] 
~ 'Weight, exclude accessories 

It!! "~"~5J1 -- Page 150 

Confidential 

HCUS ~,II CORPORATE 110 __ -pee 

ivicVvane-Ol8264 



CX 2359-143

fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ 

h ~ 
I ~ 

/'-''-• • 

'" /" 
.L.L. 

A-
~ , 
~ '---' I I 
• • 

Size 
(Inches) 

42 X 36 

48x30 
48 X J6 

48'J 42 

54 X 24 

54 X 30 

54 X 36 

54 X 42 

54 X 48 
60 X 36 

60 X 42 

60x 48 
60 X 54 

64 X 36 

64 X 42 

64 X 48 

64 X 54 

MxW 

No!!-Domes!!c 
Item Code 

FERD4236P401 
FERD4830P401 
FFRIJ4R1f,P401 

FERD4842P401 
FERD5424P401 
FER05430P401 

FER05436P401 

FERD5442P401 
FERD5448P401 
FERD6042P401 
FERD6042P401 

FERD6048P401 

FERD6054P4Ql 

FERD6436P40i 

FERD644'2P401 
I-t:RlJ6448P401 

FERD6454P401 
FERDG4GOr40: 

HANGED TRUE WYE DI 
4 FTYD0404P 40 1 

6 iTYDOGD6i'401 

8 FTYD0808P 40 1 

10 FTYD101OP40i 

i2 FTYDi2i2Pd()i 

i4 FTYDi4i4P4()i 

FLANGE LATERAL D! 
4 FYD0404P401 

bx4 FYD06C)4P 40 1 

6 FYD0606P~01 

8x4 FYD0804P 40 1 
8x6 FYD0806P401 

G FYDOGOer401 

10 x4 FYDIOO4P401 

10 X 6 Fyn100tSP401 

10 X 8 FYD1008P401 

10 FYD1010P401 

12 x4 FYD 1 2Q4P 40 1 

12 x6 fYD1206P401 

12 X 8 fYD1208P401 

12 X 10 FYDI2IOP401 

12 FYD1212P401 

14 x6 FYD1406P401 

14 x8 FYD1408P401 

14x 10 FYDI4IOP401 

14x 12 FYD1412P401 

14 FyD1414P401 

Dc!'!'!e'S!!c 
Item Code 

FERD4236P401 D 
FERD4830P401 D 
FFRn4R16P401 n 

FERD4842P401 D 
FERD5424P401 D 
FERD5430P401 D 
FERD5436P401 D 
FERD5442P401 D 
FERD5448P40l D 

FERD6042P401 D 
FERD6042P401 D 

FERD6048P401 D 

FERD6054P401 D 

FERD6436P40i D 

FERD6442P401 D 
1-t:1\l)6448P4U IlJ 

FERD6454P401 D 

FERDG4Wi'401 D 

FTYD0404P401 D 

iTYDD6DGi'401 D 

FTYD0808P401 D 

FTYDiOlOP401 D 

FTYD12i2PdOiD 

FTYDi4idP.&)i D 

FYD0404P401 D 
i=VD060LiPLiC)1 D 

FYD0606P~01 D 

FYD0804P401 D 

FYD0806P401 D 

FYD080er401 D 

FYDI 004P401 D 

FYrll OOtSP401rJ 

FYD1 008P4Q1 D 

i=YD1 01 OP401 D 

FYD1204P401 D 
FYD1206P401 D 

FYD1208P401 D 

FYDI2IOP401 D 

FYD1212P401 D 

FYD1406P401 D 

FYDI408P40ID 

FYDI4IOP40ID 

FYDI412P40ID 

FyD1414P401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

POA 2345 

POA 2625 

POA 79-"10 

POA 3-32) 
POA 1595 

POA 1625 

POA 1680 

POA 3810 

POA 1695 

POA 2165 

POA 2190 

POA 2110 

POA 2055 
POA -2805 

POA '2870 

POA '11)'10 

POA 2695 

rCA 2900 

; , ~G "" 55 1,1 "t/.vv 

, c,,, "" 05 1,,-, I'-'.VV 

L, 1 J0.VU 140 

3,035.00 ISS 

4 i04_00 300 

4,b27.0C) d()O 

426.00- 75 
b50.CO 115 

715.00 120 

883.00 180 

981.00 189 
, "A A "" 200 I,U"t"t.VV 

1.588.00 260 

1.47!').00 ?70 

1 444 00 295 
L676.00 3-35 
2,496.00 350 
2,194,00 395 

2,307.00 420 

2,225.00 455 

2,42600 515 

3,81600 475 

3,975,00 545 

4,184,00 575 

4,516,00 620 

4,222.00 605 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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fir!!! ellO 01 Flanged Full Body Fittings mr Lined with Protecio 401 - -
lin. nn I"V,\ 
urL.U7.U.£ 

h ~ 
I ~ 

/'-''-• • 

'" /" 
.L.L. 

A-
~ , 
~ '---' I I 
• • 

Size 
(Inches) 

42 X 36 

48x30 
48 X J6 

48'J 42 

54 X 24 

54 X 30 

54 X 36 

54 X 42 

54 X 48 
60 X 36 

60 X 42 

60x 48 
60 X 54 

64 X 36 

64 X 42 

64 X 48 

64 X 54 

MxW 

No!!-Domes!!c 
Item Code 

FERD4236P401 
FERD4830P401 
FFRIJ4R1f,P401 

FERD4842P401 
FERD5424P401 
FER05430P401 

FER05436P401 

FERD5442P401 
FERD5448P401 
FERD6042P401 
FERD6042P401 

FERD6048P401 

FERD6054P4Ql 

FERD6436P40i 

FERD644'2P401 
I-t:RlJ6448P401 

FERD6454P401 
FERDG4GOr40: 

HANGED TRUE WYE DI 
4 FTYD0404P 40 1 

6 iTYDOGD6i'401 

8 FTYD0808P 40 1 

10 FTYD101OP40i 

i2 FTYDi2i2Pd()i 

i4 FTYDi4i4P4()i 

FLANGE LATERAL D! 
4 FYD0404P401 

bx4 FYD06C)4P 40 1 

6 FYD0606P~01 

8x4 FYD0804P 40 1 
8x6 FYD0806P401 

G FYDOGOer401 

10 x4 FYDIOO4P401 

10 X 6 Fyn100tSP401 

10 X 8 FYD1008P401 

10 FYD1010P401 

12 x4 FYD 1 2Q4P 40 1 

12 x6 fYD1206P401 

12 X 8 fYD1208P401 

12 X 10 FYDI2IOP401 

12 FYD1212P401 

14 x6 FYD1406P401 

14 x8 FYD1408P401 

14x 10 FYDI4IOP401 

14x 12 FYD1412P401 

14 FyD1414P401 

Dc!'!'!e'S!!c 
Item Code 

FERD4236P401 D 
FERD4830P401 D 
FFRn4R16P401 n 

FERD4842P401 D 
FERD5424P401 D 
FERD5430P401 D 
FERD5436P401 D 
FERD5442P401 D 
FERD5448P40l D 

FERD6042P401 D 
FERD6042P401 D 

FERD6048P401 D 

FERD6054P401 D 

FERD6436P40i D 

FERD6442P401 D 
1-t:1\l)6448P4U IlJ 

FERD6454P401 D 

FERDG4Wi'401 D 

FTYD0404P401 D 

iTYDD6DGi'401 D 

FTYD0808P401 D 

FTYDiOlOP401 D 

FTYD12i2PdOiD 

FTYDi4idP.&)i D 

FYD0404P401 D 
i=VD060LiPLiC)1 D 

FYD0606P~01 D 

FYD0804P401 D 

FYD0806P401 D 

FYD080er401 D 

FYDI 004P401 D 

FYrll OOtSP401rJ 

FYD1 008P4Q1 D 

i=YD1 01 OP401 D 

FYD1204P401 D 
FYD1206P401 D 

FYD1208P401 D 

FYDI2IOP401 D 

FYD1212P401 D 

FYD1406P401 D 

FYDI408P40ID 

FYDI4IOP40ID 

FYDI412P40ID 

FyD1414P401 D 

Price List 
FLANGED - PROTECTO 401 LINED 

les~ Acce~sory We!gh!~ 
List Price (Lbs) 

POA 2345 

POA 2625 

POA 79-"10 

POA 3-32) 
POA 1595 

POA 1625 

POA 1680 

POA 3810 

POA 1695 

POA 2165 

POA 2190 

POA 2110 

POA 2055 
POA -2805 

POA '2870 

POA '11)'10 

POA 2695 

rCA 2900 

; , ~G "" 55 1,1 "t/.vv 

, c,,, "" 05 1,,-, I'-'.VV 

L, 1 J0.VU 140 

3,035.00 ISS 

4 i04_00 300 

4,b27.0C) d()O 

426.00- 75 
b50.CO 115 

715.00 120 

883.00 180 

981.00 189 
, "A A "" 200 I,U"t"t.VV 

1.588.00 260 

1.47!').00 ?70 

1 444 00 295 
L676.00 3-35 
2,496.00 350 
2,194,00 395 

2,307.00 420 

2,225.00 455 

2,42600 515 

3,81600 475 

3,975,00 545 

4,184,00 575 

4,516,00 620 

4,222.00 605 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-144

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

16 X 6 FYDI606P401 FYD1606P401 D 4.372.00 620 

16 x8 FYD I 608P 40 I FYDI60SP401 D 4.532.00 620 

1 cS X 10 FYf)lcSl0P401 FYfJl cS 1 OP401 f) 4.74/.00 740 

16 y 12 FYD1612P401 FYD1612P401 D 4]69.00 780 

16 X 14 FYD1614P401 FYD1614P401 D 5,526.00 755 

16 FYD1616P401 FYDI616P40ID 5,333.00 805 

18 X 6 FYD1816P401 FYDI816P40ID 6,321.00 755 

18 X 8 FYD I 808P 40 I FYD1808P401 D 5,517.00 825 

18 X 10 FYDI8IOP401 FYDI8IOP401 D 5,713.00 885 

18 X )2 FYD1812P401 FYDI812P40ID 6,020.00 930 

18 X 14 FYDIBI4P401 FYDI814P40ID 6,644.00 885 

18x 16 FYDI816P401 FYD1816P401 D 6,520,00 935 

18 FYD1818P401 FfD1818P401 D 6.127,00 1035 
20 X 8 FYD-2008P401 FYD2008P40i D 7,/69.00 995 

'20 X lCJ FYD'2010P401 FYD2010P401 D 7,097,00 1025 

'10 X 11 ~YlJ'10 1 '1f-'40 1 ]-ylJ2012f-'40llJ 1,::306.00 1110 

20 X 14 FYD2014P401 FYD2014P401D "7 L"71 nn 1215 I,V/I.VU 

20 X 16 FYD2016i'401 FYD2016i'401D "7 ()()7nn 1270 I,U71.VV 

20 X 18 iYD2018P401 iYD2018P401D 7,L77.VV 1200 

20 FYD2020P401 FYD2020P401 D 8,669.00 1345 
2-4 x 8 F'r'D2408P401 FYD2408P401 D 11 ,267J)'J 108tJ 

2Ll Y 10 FY[)2410P40i FVD2410Pd()1 L) 11,S27.UJ i iDS 

2~ X 12 FYD2!J12P;JOl FYD2~12P,-jOl D 11,860.00 1200 

24 X 14 FYD2414P401 FYD2414P401 D 12,156.00 1750 

24 X 16 FYD2416P401 FYD2416P401D 12,527.00 1840 

24 X 18 FYD2418P401 FYD2418P401 D 1'"' OL 1 ~ 1855 I L,UUI.'--"--J 

24x 20 FYD2420P401 FYD2420P401 D 13,343.00 1875 

74 FYrl?4?4P40l FYrl74?4P401 rl 1 S,]78.OO 1905 

30 X 12 F'r'D3012P401 FYD3012P401 D POA 2545 

30 Y 14 FYD3014P401 FYD-3014P401 D POA. 2590 

30x 16 FYD3016P401 FYD3016P401 D POA 2645 

30 X 18 FYD3018P401 FYD3018P401 D POA 2690 

30 X 20 FYD3020P401 FYD3020P401 D POA 2760 

30 X 24 FYD3024P401 FYD3024P40ID POA 2915 

30 FYD3030P401 FYD3030P401 D POA 3225 

36 X 14 FYD3614P401 FYD3614P401 D POA 2545 

36 X 16 FYD3616P401 FYD3616P401 D POA 4610 

36 X 18 FYD3618P401 FYD3618P401 D POA 4670 

30Y 20 FYD3620P401 FYD3620P401 D POA 4750 

36 X 24 FYD3624P40i FYD36-24P40i D POA 49"20 

36 X 30 FYD3630P401 FyD3630P401 D POA 5255 
36 ~YlJ::36::36f-'4U 1 I-YlJ::36::36f-'40ID POA 0/40 

42 X 24 FYD4224P401 FYD4224P401D POA 5060 

42x30 iYD4230P401 fYD42JOP401 D POA 73LO 
42,,36 FYD4236P401 FYD4236P401 D POA 78LO 

42 FYD4242P401 FYD4242P401 D POA 85CO 

48x 24 FYD4824P401 FYD4824P401 D POA 9335 
48 X 30 FYD4830P40i FVD4830PLl()1 D PC\"". 97?/J 

[Califor Availahility] 
~ 'Weight, exclude accessories 
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.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ella 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

16 X 6 FYDI606P401 FYD1606P401 D 4.372.00 620 

16 x8 FYD I 608P 40 I FYDI60SP401 D 4.532.00 620 

1 cS X 10 FYf)lcSl0P401 FYfJl cS 1 OP401 f) 4.74/.00 740 

16 y 12 FYD1612P401 FYD1612P401 D 4]69.00 780 

16 X 14 FYD1614P401 FYD1614P401 D 5,526.00 755 

16 FYD1616P401 FYDI616P40ID 5,333.00 805 

18 X 6 FYD1816P401 FYDI816P40ID 6,321.00 755 

18 X 8 FYD I 808P 40 I FYD1808P401 D 5,517.00 825 

18 X 10 FYDI8IOP401 FYDI8IOP401 D 5,713.00 885 

18 X )2 FYD1812P401 FYDI812P40ID 6,020.00 930 

18 X 14 FYDIBI4P401 FYDI814P40ID 6,644.00 885 

18x 16 FYDI816P401 FYD1816P401 D 6,520,00 935 

18 FYD1818P401 FfD1818P401 D 6.127,00 1035 
20 X 8 FYD-2008P401 FYD2008P40i D 7,/69.00 995 

'20 X lCJ FYD'2010P401 FYD2010P401 D 7,097,00 1025 

'10 X 11 ~YlJ'10 1 '1f-'40 1 ]-ylJ2012f-'40llJ 1,::306.00 1110 

20 X 14 FYD2014P401 FYD2014P401D "7 L"71 nn 1215 I,V/I.VU 

20 X 16 FYD2016i'401 FYD2016i'401D "7 ()()7nn 1270 I,U71.VV 

20 X 18 iYD2018P401 iYD2018P401D 7,L77.VV 1200 

20 FYD2020P401 FYD2020P401 D 8,669.00 1345 
2-4 x 8 F'r'D2408P401 FYD2408P401 D 11 ,267J)'J 108tJ 

2Ll Y 10 FY[)2410P40i FVD2410Pd()1 L) 11,S27.UJ i iDS 

2~ X 12 FYD2!J12P;JOl FYD2~12P,-jOl D 11,860.00 1200 

24 X 14 FYD2414P401 FYD2414P401 D 12,156.00 1750 

24 X 16 FYD2416P401 FYD2416P401D 12,527.00 1840 

24 X 18 FYD2418P401 FYD2418P401 D 1'"' OL 1 ~ 1855 I L,UUI.'--"--J 

24x 20 FYD2420P401 FYD2420P401 D 13,343.00 1875 

74 FYrl?4?4P40l FYrl74?4P401 rl 1 S,]78.OO 1905 

30 X 12 F'r'D3012P401 FYD3012P401 D POA 2545 

30 Y 14 FYD3014P401 FYD-3014P401 D POA. 2590 

30x 16 FYD3016P401 FYD3016P401 D POA 2645 

30 X 18 FYD3018P401 FYD3018P401 D POA 2690 

30 X 20 FYD3020P401 FYD3020P401 D POA 2760 

30 X 24 FYD3024P401 FYD3024P40ID POA 2915 

30 FYD3030P401 FYD3030P401 D POA 3225 

36 X 14 FYD3614P401 FYD3614P401 D POA 2545 

36 X 16 FYD3616P401 FYD3616P401 D POA 4610 

36 X 18 FYD3618P401 FYD3618P401 D POA 4670 

30Y 20 FYD3620P401 FYD3620P401 D POA 4750 

36 X 24 FYD3624P40i FYD36-24P40i D POA 49"20 

36 X 30 FYD3630P401 FyD3630P401 D POA 5255 
36 ~YlJ::36::36f-'4U 1 I-YlJ::36::36f-'40ID POA 0/40 

42 X 24 FYD4224P401 FYD4224P401D POA 5060 

42x30 iYD4230P401 fYD42JOP401 D POA 73LO 
42,,36 FYD4236P401 FYD4236P401 D POA 78LO 

42 FYD4242P401 FYD4242P401 D POA 85CO 

48x 24 FYD4824P401 FYD4824P401 D POA 9335 
48 X 30 FYD4830P40i FVD4830PLl()1 D PC\"". 97?/J 

[Califor Availahility] 
~ 'Weight, exclude accessories 
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CX 2359-145

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ella 01 Flanged Full rlll..t::: LI~ I Body Fittings mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

48 X 36 FYD4836P401 FYD4836P40ID POA 9500 

48x42 FYD4842P401 FYD4842P401 D POA 11010 

48 FYf)4R48P 40 1 FYf)4R48P401 f) POA 11 JRO 

BLIND FLANGE 

4 FLBD04P401 FLBD04P401 D 157.00 16 
3"_10" , FI p,nnAP401 FI P,f)OAP401 n 19ROO ?, 

• - • 8 FLBD08P.40l FLBD08P.40! D 259_00 42 

1'''_~4'' 
10 FLBDIOP401 FLBDIOP401 D 396m 63 
12 FLBDI2P401 FLBDI2P401 D 460.00 85 
14 FLBDI4P401 FLBDI4P401 D 680.00 120 

16 FLBDI6P401 FLBDI6P401 D 866m 145 

18 FLBDI8P401 FLBDI8P401 D 1,397.00 185 

20 FLBD20P401 FLBD20P401 D 1,748.00 245 

24 FLBD24P40i FLBD24P401 D 2.476.00 370 

30 FLBD30P401 FLBD30P40ID POA 500 

36 FLBD36P401 FLBD36P40i D POA 790 
4"2 FLBD4'2P401 FLBD42P40i D POA 1175 

4~ I-Lt)U4C!1-'4U I I-Lt)U4C!1-'4U1 U euA lotb 

54 FLBD54P401 FLBD54P401 D POA 21m 

60 FLBDGOP401 FLBD60P401 D POA 2955 
64 iL[)D64r401 iL[)D64r401 D rOA 3055 

Bur.JD HAt.JGE Wj2 TAP '- ----- · ,- ----- • 4 FLBD04TP401 FLBD04TP401 D 212.00 16 
3".10" 

6 FLBDOGTi'401 FLBD06Ti'401 D 254.00 25 
~ 8 FLBD03TP401 FLBD08TP401 D 31 ~.CIJ 42 .11!8!!1111""'---......... 

H"_M' 10 FLBD 1 OTP401 FLBD1OTP401 D 452.00 63 
12 FLBD12TP401 FLBD12TP401 D 516.00 85 
14 FLBDI4TPLi()i i=LBDi LiTPLi()1 D 736.CO i 20 

16 FLBDI6TP~OI FLBDI6TP~01 D 922.00 H5 
18 FLBD18TP401 FLBD18TP401 D 1,453.00 185 
20 FLBD2OTP401 FLBD2OTP401 D 1,803.00 245 

24 FLBD24Ti'401 FLBD24Ti'401 D " "'''''' ron 370 L,00L.VV 

30 FLBD3OTP401 FLBD3OTP401 D POA 500 
3, FI P,l)ltSTP401 FI P,l)ltSTP401 I) POA 790 

42 FLBD42TP401 FLBD42TP40l D POA ll75 
48 FLBD48TP401 FLBD48TP401 D POA 1585 
54 FLBD54TP401 FLBD54TP401 D PO.A, 2100 
60 fLBD60TP401 FLBD60TP401 D POA 2955 

64 fLBD64TP401 FLBD64TP401 D POA 3855 

! The> d,-,,-,ri,,rri i,-,,, "j"7e> j" 'J" i\IPT For other sizes, please contact Star<' Pipe Products. 
I T::;~)s~;:;ti-~~;;h(;'~2"~::PT~(;e' ~;)~(:joi OrdBr (!on-co(lceiiobie (,. (!o(J-r"efu(I(:!obiB 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --
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.&,. ella 01 Flanged Full rlll..t::: LI~ I Body Fittings mr Lined with Protecto 401 FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

48 X 36 FYD4836P401 FYD4836P40ID POA 9500 

48x42 FYD4842P401 FYD4842P401 D POA 11010 

48 FYf)4R48P 40 1 FYf)4R48P401 f) POA 11 JRO 

BLIND FLANGE 

4 FLBD04P401 FLBD04P401 D 157.00 16 
3"_10" , FI p,nnAP401 FI P,f)OAP401 n 19ROO ?, 

• - • 8 FLBD08P.40l FLBD08P.40! D 259_00 42 

1'''_~4'' 
10 FLBDIOP401 FLBDIOP401 D 396m 63 
12 FLBDI2P401 FLBDI2P401 D 460.00 85 
14 FLBDI4P401 FLBDI4P401 D 680.00 120 

16 FLBDI6P401 FLBDI6P401 D 866m 145 

18 FLBDI8P401 FLBDI8P401 D 1,397.00 185 

20 FLBD20P401 FLBD20P401 D 1,748.00 245 

24 FLBD24P40i FLBD24P401 D 2.476.00 370 

30 FLBD30P401 FLBD30P40ID POA 500 

36 FLBD36P401 FLBD36P40i D POA 790 
4"2 FLBD4'2P401 FLBD42P40i D POA 1175 

4~ I-Lt)U4C!1-'4U I I-Lt)U4C!1-'4U1 U euA lotb 

54 FLBD54P401 FLBD54P401 D POA 21m 

60 FLBDGOP401 FLBD60P401 D POA 2955 
64 iL[)D64r401 iL[)D64r401 D rOA 3055 

Bur.JD HAt.JGE Wj2 TAP '- ----- · ,- ----- • 4 FLBD04TP401 FLBD04TP401 D 212.00 16 
3".10" 

6 FLBDOGTi'401 FLBD06Ti'401 D 254.00 25 
~ 8 FLBD03TP401 FLBD08TP401 D 31 ~.CIJ 42 .11!8!!1111""'---......... 

H"_M' 10 FLBD 1 OTP401 FLBD1OTP401 D 452.00 63 
12 FLBD12TP401 FLBD12TP401 D 516.00 85 
14 FLBDI4TPLi()i i=LBDi LiTPLi()1 D 736.CO i 20 

16 FLBDI6TP~OI FLBDI6TP~01 D 922.00 H5 
18 FLBD18TP401 FLBD18TP401 D 1,453.00 185 
20 FLBD2OTP401 FLBD2OTP401 D 1,803.00 245 

24 FLBD24Ti'401 FLBD24Ti'401 D " "'''''' ron 370 L,00L.VV 

30 FLBD3OTP401 FLBD3OTP401 D POA 500 
3, FI P,l)ltSTP401 FI P,l)ltSTP401 I) POA 790 

42 FLBD42TP401 FLBD42TP40l D POA ll75 
48 FLBD48TP401 FLBD48TP401 D POA 1585 
54 FLBD54TP401 FLBD54TP401 D PO.A, 2100 
60 fLBD60TP401 FLBD60TP401 D POA 2955 

64 fLBD64TP401 FLBD64TP401 D POA 3855 

! The> d,-,,-,ri,,rri i,-,,, "j"7e> j" 'J" i\IPT For other sizes, please contact Star<' Pipe Products. 
I T::;~)s~;:;ti-~~;;h(;'~2"~::PT~(;e' ~;)~(:joi OrdBr (!on-co(lceiiobie (,. (!o(J-r"efu(I(:!obiB 

~ 'Weight, exclude accessories 

It!! "~"~5J1 --
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CX 2359-146

.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 - - FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

FLANGE X FLARE 90 BEND DI 
........, 

4 FBFD9004P401 FBFD9004P401 D 680.00 40 
/" I 6 FBFD9OO6P401 FBFD9006P401 D 715.00 70 , , 

I 1""1 8 FBFD'7008P401 FBFD'7008P401 D ,,,<;0 nn 110 • • I,VJU.VV 

¥....! Fw·, 
10 FBFD901 OP401 FBFD90l OP401 D 1.378.00 175 

12 FBFD9012P401 FBFD9012P401 D 1.689.00 245 

14 FP,Fn9014P401 FRFn9014P401 n ? 991 no 140 

16 FBFD9Q16P401 FBFD9016P401D 3 .. 595.00 460 

18 FBFD9018P401 FBFD9018P401 D 5,109.00 560 

20 FBFD9020P401 FBFD9020P401 D 5,780.00 700 

24 FBFD9024P401 FBFD9024P401 D 8,511.00 1100 

30 FBFD9030P401 FBFD9030P401 D POA 1840 

36 FBFD9036P401 FBfD9036P401 D POA 2700 

42 FBFD9042P401 FBFD9042P401 D POA 3200 

48 FBFD9048P401 FBFD9048P401 D POA 4105 

flANGE X flARE PiECE Di , 
1'----1 4 FSFD04P401 FSFD04P401 D 656.00 30 

I I 6 FSFD06P401 FSFD06P40ID 653.00 40 

r---..J 8 FSFD08P401 FSFD08P40ID 738.00 70 
w 10 FSFD10P401 FSFD10P401 D 861.00 95 

i"2 FSFDi "2P401 FSFDi "2P40i D l,i 61.00 i55 

14 FSFDi4P40i FSFDi4P401D i ,438.0CJ i 65 
16 I-SH) 161-'40 1 I-St-l)161-'4OIlJ 2,009.00 240 

18 FSFDI8P401 FSFD18P40lD ,.., A01 r.n 275 L,..,/I.VU 

20 iSiD20P401 iSfD20P401 D v,vVL.VV 355 
24 FSFD24P401 FSfD24P401 D 3,627.00 430 

30 FSFD30P401 FSFD30P401 D POA 11CO 
36 FSFD36P401 fSFD36P401 D POA 1460 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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.oiiiiiiliiiiii' n_;~~ I ;~.i. 

.&,. ellO 01 Flanged Full Body Fittings rlll..t::: LI~ I 

mr Lined with Protecto 401 - - FLANGED - PROTECTO 401 LINED 
Ilnl nn n>'\ Size No!!-Domest!c Dome'S!!c les~ Acce~sory We!gh!~ 
urL.U7.U.£ (Inches) Item Code Item Code List Price (Lbs) 

FLANGE X FLARE 90 BEND DI 
........, 

4 FBFD9004P401 FBFD9004P401 D 680.00 40 
/" I 6 FBFD9OO6P401 FBFD9006P401 D 715.00 70 , , 

I 1""1 8 FBFD'7008P401 FBFD'7008P401 D ,,,<;0 nn 110 • • I,VJU.VV 

¥....! Fw·, 
10 FBFD901 OP401 FBFD90l OP401 D 1.378.00 175 

12 FBFD9012P401 FBFD9012P401 D 1.689.00 245 

14 FP,Fn9014P401 FRFn9014P401 n ? 991 no 140 

16 FBFD9Q16P401 FBFD9016P401D 3 .. 595.00 460 

18 FBFD9018P401 FBFD9018P401 D 5,109.00 560 

20 FBFD9020P401 FBFD9020P401 D 5,780.00 700 

24 FBFD9024P401 FBFD9024P401 D 8,511.00 1100 

30 FBFD9030P401 FBFD9030P401 D POA 1840 

36 FBFD9036P401 FBfD9036P401 D POA 2700 

42 FBFD9042P401 FBFD9042P401 D POA 3200 

48 FBFD9048P401 FBFD9048P401 D POA 4105 

flANGE X flARE PiECE Di , 
1'----1 4 FSFD04P401 FSFD04P401 D 656.00 30 

I I 6 FSFD06P401 FSFD06P40ID 653.00 40 

r---..J 8 FSFD08P401 FSFD08P40ID 738.00 70 
w 10 FSFD10P401 FSFD10P401 D 861.00 95 

i"2 FSFDi "2P401 FSFDi "2P40i D l,i 61.00 i55 

14 FSFDi4P40i FSFDi4P401D i ,438.0CJ i 65 
16 I-SH) 161-'40 1 I-St-l)161-'4OIlJ 2,009.00 240 

18 FSFDI8P401 FSFD18P40lD ,.., A01 r.n 275 L,..,/I.VU 

20 iSiD20P401 iSfD20P401 D v,vVL.VV 355 
24 FSFD24P401 FSfD24P401 D 3,627.00 430 

30 FSFD30P401 FSFD30P401 D POA 11CO 
36 FSFD36P401 fSFD36P401 D POA 1460 

[Call/or Availahility] 
~ 'Weight, exclude accessories 
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CX 2438-001

From: 
Sent: 
To: 
Subject: 
Attachments: 

Leon, 

FYI, 

Rick Tatman 
Friday, June 11, 20107:06 PM 
Leon G. ivicCuiiough 
Sigma Price Increase Letter 

This followings on the heals of the prior Star communication within their quarterly news letter. 

Note the references to Restrained Joint Products and Restraints that I highlighted. Since we knew Sigma was coming out 
with ~ TufGrip type domestic joint restr<lint, I'll ~ssume <:It this point they ~re c<lliing th<lt type of product <:I Restr<lint. 

Neither their website or catalog has a Retrained Joint Products segments so I am having Jerry provide clarification on 
what the difference reaiiy is. 

Let me think about this over the weekend and if you are in the office Monday afternoon I can send you my thoughts mid 
morning and then we can discuss at your discretion. 

I he mid year team meeting on I hursday went very weii. I he piant aiso iooked good durmg the waik through. 

They are taking the GFD to two separate 8 hrs shift on Monday so that will yield 16hrs per day of molding time 5 day per 

week. 

If needed we can go to 20hrs per day with the issue being where to send the iron if the Disa isn't running the GFD goes 

dovvn. 

Rick 
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From: 
Sent: 
To: 
Subject: 
Attachments: 

Leon, 

FYI, 

Rick Tatman 
Friday, June 11, 20107:06 PM 
Leon G. ivicCuiiough 
Sigma Price Increase Letter 

This followings on the heals of the prior Star communication within their quarterly news letter. 

Note the references to Restrained Joint Products and Restraints that I highlighted. Since we knew Sigma was coming out 
with ~ TufGrip type domestic joint restr<lint, I'll ~ssume <:It this point they ~re c<lliing th<lt type of product <:I Restr<lint. 

Neither their website or catalog has a Retrained Joint Products segments so I am having Jerry provide clarification on 
what the difference reaiiy is. 

Let me think about this over the weekend and if you are in the office Monday afternoon I can send you my thoughts mid 
morning and then we can discuss at your discretion. 

I he mid year team meeting on I hursday went very weii. I he piant aiso iooked good durmg the waik through. 

They are taking the GFD to two separate 8 hrs shift on Monday so that will yield 16hrs per day of molding time 5 day per 

week. 

If needed we can go to 20hrs per day with the issue being where to send the iron if the Disa isn't running the GFD goes 

dovvn. 

Rick 

Confidential Mc\lJane-002513 
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~~iliMA Your Fitting Choice ... 

June 10, 10 

To SIG1\'L'\ Customers 
From: Larry Rybacki 

Re : New List Prices on PRP, 401 and Large Diameter Fittings .. 

Dear Valued Customer, 

As we enter the mid year, we at SIGMA Corporation hope that you, your company and your 
families are doing well as we meander through another difficult year. 

In order to continue prO\~ding you ,,~th the level of service that you've been accustomed to, 
we at SIGMA Corporation plan to make a few adjustments to the pricing of a few of our 
products, to reflect the recent cost trends in the raw material, currency exchange, 
transpOliation, health care and other operational expenses. 

The folloMng is a summary of these changes: 

1. The List Prices of aii of our Restraine>i..joinl Proq\lCts Mii be increased by about 12%. 

2. The List Prices of our Protecto 401 Lined products will be increased by about 12%. 

3. The Net Prices of our Municipal Castings including Valve Boxes and Meter Boxes ,,~ll 
be increased on a regional basis. 

4. The multipliers for Domestic and non-Domestic gg~tr[!1Qt§,,~1l be revised. 

5. The ll1ultipliers for nOn-D0111estic Fittings will be revised. 

The List Price increases Mii be published at our website by the start of AW-WA - June 20, 

2010. The new prices Mil be in effect Monday, .July 1, 2010 Mth no exceptions. We ,,~Il not 
be sending any price sheets out ,~a mail. Please download the new price sheets from our 
website .. wvvvv.sigmaco.com. 

Thank you for your supporl and friendship and wiLll a lillIe luck, we11 find lhe nexl six 
InunLhs belier than the lasL. 

Sincerely yours, 

Confidential Mc\lJans-002514 
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~~iliMA Your Fitting Choice ... 

June 10, 10 

To SIG1\'L'\ Customers 
From: Larry Rybacki 

Re : New List Prices on PRP, 401 and Large Diameter Fittings .. 

Dear Valued Customer, 

As we enter the mid year, we at SIGMA Corporation hope that you, your company and your 
families are doing well as we meander through another difficult year. 

In order to continue prO\~ding you ,,~th the level of service that you've been accustomed to, 
we at SIGMA Corporation plan to make a few adjustments to the pricing of a few of our 
products, to reflect the recent cost trends in the raw material, currency exchange, 
transpOliation, health care and other operational expenses. 

The folloMng is a summary of these changes: 

1. The List Prices of aii of our Restraine>i..joinl Proq\lCts Mii be increased by about 12%. 

2. The List Prices of our Protecto 401 Lined products will be increased by about 12%. 

3. The Net Prices of our Municipal Castings including Valve Boxes and Meter Boxes ,,~ll 
be increased on a regional basis. 

4. The multipliers for Domestic and non-Domestic gg~tr[!1Qt§,,~1l be revised. 

5. The ll1ultipliers for nOn-D0111estic Fittings will be revised. 

The List Price increases Mii be published at our website by the start of AW-WA - June 20, 

2010. The new prices Mil be in effect Monday, .July 1, 2010 Mth no exceptions. We ,,~Il not 
be sending any price sheets out ,~a mail. Please download the new price sheets from our 
website .. wvvvv.sigmaco.com. 

Thank you for your supporl and friendship and wiLll a lillIe luck, we11 find lhe nexl six 
InunLhs belier than the lasL. 

Sincerely yours, 
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CX 2440-001

From: 
Sent: 
To: 
Subject: 

Rick Tatman 
Thursday, June 17, 2010 8:40 PM 
Bulcl-I Doane (bulch.doane@ferguson.com) 
Tyler Union Price Announcement 

Attachments: NON DOMEST!C FTG 7-1-10.pdf; MC - Non Domestic 6-17-10.docx; MC - NV Non 
Domestic 6-17-1 O.docx: NMC - WA OR ID MT AK Non Domestic 6-17-1 O.docx; NON 
DOMESTIC ACCESS 7-1-10.pdf 

Butch, 

The attached letters will go out this afternoon. 

Basically we: 

• Moved the prior 0.27 areas to 0.29 

• Moved CA, AZ and Hi from 0.28 to 0.29 

• Moved NV do"vvn from 0.32 to 0.29 as the 0.32 was no even where dose to the competitive level 

• Maintained WA, OR, ID, MT and AK @ 0.32 

There '.vi!! not be <.1ny ch<.1nge in Domestic pricing <.1t this point 

ir you need rne to cdil and discuss rUlthel please iet rne know. 

Not sure if you are going to AWWA, but if so I hope to see you in Chicago 

Givi & VP Tyier Union 

r.t~.tr:n_~n.@JyJ.€L~n.i.QD.:_~Q.rn 
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From: 
Sent: 
To: 
Subject: 

Rick Tatman 
Thursday, June 17, 2010 8:40 PM 
Bulcl-I Doane (bulch.doane@ferguson.com) 
Tyler Union Price Announcement 

Attachments: NON DOMEST!C FTG 7-1-10.pdf; MC - Non Domestic 6-17-10.docx; MC - NV Non 
Domestic 6-17-1 O.docx: NMC - WA OR ID MT AK Non Domestic 6-17-1 O.docx; NON 
DOMESTIC ACCESS 7-1-10.pdf 

Butch, 

The attached letters will go out this afternoon. 

Basically we: 

• Moved the prior 0.27 areas to 0.29 

• Moved CA, AZ and Hi from 0.28 to 0.29 

• Moved NV do"vvn from 0.32 to 0.29 as the 0.32 was no even where dose to the competitive level 

• Maintained WA, OR, ID, MT and AK @ 0.32 

There '.vi!! not be <.1ny ch<.1nge in Domestic pricing <.1t this point 

ir you need rne to cdil and discuss rUlthel please iet rne know. 

Not sure if you are going to AWWA, but if so I hope to see you in Chicago 

Givi & VP Tyier Union 

r.t~.tr:n_~n.@JyJ.€L~n.i.QD.:_~Q.rn 
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CX 2440-003

TYLER UNION') 
Quamy 1I1I3i&fW0<1I<$ Prudllcis 

June 17, 2010 

To: Tyler Union Customers in the following market areas. 

~nc: \fT "ILJ AnA DI f"", "IV'" I rH::: r.nr. \/1\ \1\1\/ "If"" Cor- r"A [:"1 nD "I r.nC' ,,,. 
IVIC, V I, I'll I, IVI ..... , 1'1.1, V I, 1'\1 r, l'Iv, LlC, IVILI, V/",\, vvv, I'lv. vv, \,;1'-', rL, rr\., I"'\L, IVlv, I I'll, 

KY, OH, IN, IL, MI, WI, MN, lA, MO, AR, LA, TX, OK, KS, NE, SO, NO, WY, CO, NM, 
CA, AZ, HI, Puerto Rico 

Re: New Multipliers Effective July 1, 2010 

Dear Valued Customer, 

Due to rising global costs associated with both the manufacturing and importing of non 
Domestic iron products, effective July 1,2010 Tyler Union will be implementing a price increase 
on aii non Domestic audiie iron waterworks fittings, giands and accessory products. This 
increase V'/!!! be accomplished by a change in our published multipliers for those products 
against our current List Price, LP 5091, as follows: 

Non Domestic - Import Product Group 

.29 Utility Fittings C11 0 and C153 (3"- 48") 

.29 Glands and Accessories (3"- 48") 

Non Domestic Valve and Sen/ice Boxes - Call for Pricing 

We will not be implementing any price action, at this time, for our Domestic products 

All annual municipal bid contracts will be honored per the terms of the contract. Jobs quoted 
prior to today's announcement will be honored through July 31,2010 provided orders for 
immediate release have been received on or prior to July 31, 2010. 

If you have any questions regarding this announcement, please contact your local Tyler Union 
territory manager. We look forward to continuing to work together to provide you and the 
waterworks industry quality products and service. 

We thank you for your business and support. 

nl~ 
Jerry Jansen 
j\jationai Saies ivianager 

Confidential Mc\lJans-018587 
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TYLER UNION') 
Quamy 1I1I3i&fW0<1I<$ Prudllcis 

June 17, 2010 

To: Tyler Union Customers in the following market areas. 

~nc: \fT "ILJ AnA DI f"", "IV'" I rH::: r.nr. \/1\ \1\1\/ "If"" Cor- r"A [:"1 nD "I r.nC' ,,,. 
IVIC, V I, I'll I, IVI ..... , 1'1.1, V I, 1'\1 r, l'Iv, LlC, IVILI, V/",\, vvv, I'lv. vv, \,;1'-', rL, rr\., I"'\L, IVlv, I I'll, 

KY, OH, IN, IL, MI, WI, MN, lA, MO, AR, LA, TX, OK, KS, NE, SO, NO, WY, CO, NM, 
CA, AZ, HI, Puerto Rico 

Re: New Multipliers Effective July 1, 2010 

Dear Valued Customer, 

Due to rising global costs associated with both the manufacturing and importing of non 
Domestic iron products, effective July 1,2010 Tyler Union will be implementing a price increase 
on aii non Domestic audiie iron waterworks fittings, giands and accessory products. This 
increase V'/!!! be accomplished by a change in our published multipliers for those products 
against our current List Price, LP 5091, as follows: 

Non Domestic - Import Product Group 

.29 Utility Fittings C11 0 and C153 (3"- 48") 

.29 Glands and Accessories (3"- 48") 

Non Domestic Valve and Sen/ice Boxes - Call for Pricing 

We will not be implementing any price action, at this time, for our Domestic products 

All annual municipal bid contracts will be honored per the terms of the contract. Jobs quoted 
prior to today's announcement will be honored through July 31,2010 provided orders for 
immediate release have been received on or prior to July 31, 2010. 

If you have any questions regarding this announcement, please contact your local Tyler Union 
territory manager. We look forward to continuing to work together to provide you and the 
waterworks industry quality products and service. 

We thank you for your business and support. 

nl~ 
Jerry Jansen 
j\jationai Saies ivianager 

Confidential Mc\lJans-018587 
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TYLER UNION') 
Quamy 1I1I3i&fW0<1I<$ Prudllcis 

June 17, 2010 

To: Tyler Union Customers in Nevada 

Re: New Multipliers Effective July 1, 2010 

Dear Valued Customer, 

Due to rising global costs associated with both the manufacturing and importing of non 
Domestic iron products, we announced a price increase for many of our market areas. 

Aithough we are seeing increased costs, we are aiso committed to keeping our customers 
competitive within their market areas. As such, effective July 1, 2010 Tyler Union will be 
impiementing a price decrease on aii non Domestic duciiie iron waterworks fittings, giands and 
accessory products. This decrease wi!! be accomplished by a change in our published 
multipliers for those products against our current List Price, LP 5091, as follows: 

Non Domestic - Import Product Group 

.29 Utility Fittings C11 0 and C153 (3"- 48") 

.29 Glands and Accessories (3"- 48") 

Non Domestic Valve and Sen/ice Boxes - Call for Pricing 

We will not be implementing any price action, at this time, for our Domestic products 

All annual municipal bid contracts will be honored per the terms of the contract. If required, jobs 
quoted prior to today's announcement will be honored through July 31,,2010 provided orders for 
immediate release have been received on or prior to July 31" 2010. 

If you have any questions regarding this announcement, please contact your local Tyler Union 
territory manager. We look forward to continuing to work together to provide you and the 
waterworks industry quality products and service. 

We thank you for your business and support. 

hl~ 
Jerry Jansen 
j'-iationai Saies ivianager 

Confidential Mc\lJane-O 18588 
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TYLER UNION') 
Quamy 1I1I3i&fW0<1I<$ Prudllcis 

June 17, 2010 

To: Tyler Union Customers in Nevada 

Re: New Multipliers Effective July 1, 2010 

Dear Valued Customer, 

Due to rising global costs associated with both the manufacturing and importing of non 
Domestic iron products, we announced a price increase for many of our market areas. 

Aithough we are seeing increased costs, we are aiso committed to keeping our customers 
competitive within their market areas. As such, effective July 1, 2010 Tyler Union will be 
impiementing a price decrease on aii non Domestic duciiie iron waterworks fittings, giands and 
accessory products. This decrease wi!! be accomplished by a change in our published 
multipliers for those products against our current List Price, LP 5091, as follows: 

Non Domestic - Import Product Group 

.29 Utility Fittings C11 0 and C153 (3"- 48") 

.29 Glands and Accessories (3"- 48") 

Non Domestic Valve and Sen/ice Boxes - Call for Pricing 

We will not be implementing any price action, at this time, for our Domestic products 

All annual municipal bid contracts will be honored per the terms of the contract. If required, jobs 
quoted prior to today's announcement will be honored through July 31,,2010 provided orders for 
immediate release have been received on or prior to July 31" 2010. 

If you have any questions regarding this announcement, please contact your local Tyler Union 
territory manager. We look forward to continuing to work together to provide you and the 
waterworks industry quality products and service. 

We thank you for your business and support. 

hl~ 
Jerry Jansen 
j'-iationai Saies ivianager 

Confidential Mc\lJane-O 18588 
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TYLER UNION') 
Quamy 1I1I3i&fW0<1I<$ Prudllcis 

June 17, 2010 

To: Tyler Union Customers in WA, OR, ID, MT, AK 

Re: Non Domestic product multipliers 

Dear Valued Customer, 

Due to rising global costs associated with both the manufacturing and importing of non 
Domestic iron products, we announced a price increase for many of our market areas. 

Aithough we are seeing increased costs, we are aiso committed to keeping our customers 
competitive within their market areas. As such, we will not be adjusting our published multipliers 
for your market areas. Our pubiished muiiipiiers wiii remain as per beiow against our current 
List Price, LP 5091. 

Non Domestic - Import Product Group 

.32 Utility Fittings C11 a and C153 (3"- 48") 

.32 Glands and Accessories (3"- 48") 

Non Domestic Valve and Service Boxes - Call for PriCing 

VVa vy'ili also not be implementing any price action, at this time, for our Domestic products 

If you have any questions regarding this announcement, please contact your local Tyler Union 
territory manager. We look forward to continuing to work together to provide you and the 
waterworks industry quality products and service. 

We thank you for your business and support. 
/ j 

~\1'~ 
/ / / 

Jerry Jansen 
National Sales Manager 
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TYLER UNION') 
Quamy 1I1I3i&fW0<1I<$ Prudllcis 

June 17, 2010 

To: Tyler Union Customers in WA, OR, ID, MT, AK 

Re: Non Domestic product multipliers 

Dear Valued Customer, 

Due to rising global costs associated with both the manufacturing and importing of non 
Domestic iron products, we announced a price increase for many of our market areas. 

Aithough we are seeing increased costs, we are aiso committed to keeping our customers 
competitive within their market areas. As such, we will not be adjusting our published multipliers 
for your market areas. Our pubiished muiiipiiers wiii remain as per beiow against our current 
List Price, LP 5091. 

Non Domestic - Import Product Group 

.32 Utility Fittings C11 a and C153 (3"- 48") 

.32 Glands and Accessories (3"- 48") 

Non Domestic Valve and Service Boxes - Call for PriCing 

VVa vy'ili also not be implementing any price action, at this time, for our Domestic products 

If you have any questions regarding this announcement, please contact your local Tyler Union 
territory manager. We look forward to continuing to work together to provide you and the 
waterworks industry quality products and service. 

We thank you for your business and support. 
/ j 

~\1'~ 
/ / / 

Jerry Jansen 
National Sales Manager 

Confidential Mc\lJane-O 18589 



CX 2440-006

fA 
(l) --• .... 
0 
fA 
fA 
ru 
U 
(.) 
....", 

IIIOOL. 

(.) --..... ... 
III 
(l) 

s:: -0 
n 
c: 
0 
Z 

'II:""" 
m --I.n 
-v • n ...... 

I ..... <::> .-

"'" 
, 

~''<:-.-'' , -;-.... 
@ 

5 ,<c ..... '0 
• ~ .... 
(l) w .-..... 
Q. .-..... ..... 
:J 
~ .::::: 

Confidential 

.8 
0::0) 

.fiN 5 . 
tL 

Mc\lJane-O 18590 

PUBLIC

fA 
(l) --• .... 
0 
fA 
fA 
ru 
U 
(.) 
....", 

IIIOOL. 

(.) --..... ... 
III 
(l) 

s:: -0 
n 
c: 
0 
Z 

'II:""" 
m --I.n 
-v • n ...... 

I ..... <::> .-

"'" 
, 

~''<:-.-'' , -;-.... 
@ 

5 ,<c ..... '0 
• ~ .... 
(l) w .-..... 
Q. .-..... ..... 
:J 
~ .::::: 

Confidential 

.8 
0::0) 

.fiN 5 . 
tL 

Mc\lJane-O 18590 



 
 
 

CX 2441 

 
 

 
 
 
 

PUBLIC



CX 2441-001

From: 
Sent: 
To: 

Rick Tatman 
Saturday, June 19, 20106:43 PM 
Jeffy Jansen 

Subject: Re: Star - New Fitting Multipliers 

Send NW and NY when available 

Sent via i Phone 

On Jun 19. 2010. at 11 :34 AM, "Jerry Jansen" <JerrvJansen@tvierunion.com>"\Vfote: 

Fyi 

From: Curry, Rusty [HDS] <Rusty,Currv@hdsuDply,com> 
To: Jerry Jansen 
Seiit: SatJun 1908:08:002010 
Subject: FW: Star - New Fitting Multipliers 

From: Star Pipe Products LmoiJ.to.:morte,\j.og@.s\oIRiR.eJl[Qd1!.C!;>,wml 
Sent: Friday, june 18, 2010 5:53 Pivj 
To: Curry, Rusty [HDS] 
Subject; Slar - New Filling jvluilipiierS 

I [xl ':C-:~i:%;:1 

I I 

June IR, 2010 

TO: S'tar Pipe Customers in thefol/orJ-'inK fradinK areas: 

AL, AR, AZ, CA, CO, CT, DE, FL, GA, HI, lA, IL, IN, KS, KY, lA, MA, MD, 
~~~~~~~~~~~~~~~~~ 
SD, Tlv~ TX, T~4, VT, HI[, rvv; 1fT 

RE: New Multipliersjor FittinKs and Accessories Efli!ctive July 1,2010 

To Our Valued ('ustOlners: 

Thefoiiowing lI1uilipiiers wiii be effeclive Juiy 1,2010 and wiii appiy 10 our 
Ai:Vi:VA "Utility Fillings & Accessories Frice /)st" (UFlfi9.02). The Frice /)st 
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From: 
Sent: 
To: 

Rick Tatman 
Saturday, June 19, 20106:43 PM 
Jeffy Jansen 

Subject: Re: Star - New Fitting Multipliers 

Send NW and NY when available 

Sent via i Phone 

On Jun 19. 2010. at 11 :34 AM, "Jerry Jansen" <JerrvJansen@tvierunion.com>"\Vfote: 

Fyi 

From: Curry, Rusty [HDS] <Rusty,Currv@hdsuDply,com> 
To: Jerry Jansen 
Seiit: SatJun 1908:08:002010 
Subject: FW: Star - New Fitting Multipliers 

From: Star Pipe Products LmoiJ.to.:morte,\j.og@.s\oIRiR.eJl[Qd1!.C!;>,wml 
Sent: Friday, june 18, 2010 5:53 Pivj 
To: Curry, Rusty [HDS] 
Subject; Slar - New Filling jvluilipiierS 

I [xl ':C-:~i:%;:1 

I I 

June IR, 2010 

TO: S'tar Pipe Customers in thefol/orJ-'inK fradinK areas: 

AL, AR, AZ, CA, CO, CT, DE, FL, GA, HI, lA, IL, IN, KS, KY, lA, MA, MD, 
~~~~~~~~~~~~~~~~~ 
SD, Tlv~ TX, T~4, VT, HI[, rvv; 1fT 

RE: New Multipliersjor FittinKs and Accessories Efli!ctive July 1,2010 

To Our Valued ('ustOlners: 

Thefoiiowing lI1uilipiiers wiii be effeclive Juiy 1,2010 and wiii appiy 10 our 
Ai:Vi:VA "Utility Fillings & Accessories Frice /)st" (UFlfi9.02). The Frice /)st 
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is on our web5;ile of vvww.:'llarpipeproduc(s.com. 

iMPORT 

Utiiity Fittings C"j -j 0 and C"j 53 

Accessories 

Protecto 401 Lined Fittings 

Size 

3" - 48" 

3" - 48" 

All Sizes 

Muitipiier 

. .29 

.29 

POA 

Please provide your local Territory lvfanager wilh documentation regarding 
any existing quotati()ns. Municipal and Annual C()ntracts will he h()n()red per 
the ferms qf the confract, not to exceed one year. 

-r:Ve remam commlffed fo earmng your busmess. 

Regards, 
1 "l : """,.co'··- ,"',., -_ .. "" .... "." .. " " 1 

1 1 

Dan lvlcC_:utcheon 

I "l"f 
~ 

1--.. - .. -------.. ------.. ----.. - .. -------.------.------..... -.. ----.. ------.-------... -.. ----.. ------.. ---------.. ----.. - .. ----.. -.-.. -"-.:..~~,-;~::~:..; . .:-:.:~----. 

1 

This message was sent from Star Pipe Products to _C!,l_?_ty_~~J:f.i"@.h_g_?l,!pJl.!y--'-~gm. It was sent from: Star Pipe I ~"'~" '·'~"'~·"'tI ~, I I :~~~~c',. 4018 W",hollow Pkwy. Hoc,'". TX 77082. Yeo coo moMy/c,d", yO"' ,",,,,;,,;,, I;' 'h' I;ok 1 21 ' ....... ''-'·''''''''''1 
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is on our web5;ile of vvww.:'llarpipeproduc(s.com. 
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Utiiity Fittings C"j -j 0 and C"j 53 

Accessories 

Protecto 401 Lined Fittings 

Size 

3" - 48" 

3" - 48" 

All Sizes 

Muitipiier 

. .29 

.29 

POA 

Please provide your local Territory lvfanager wilh documentation regarding 
any existing quotati()ns. Municipal and Annual C()ntracts will he h()n()red per 
the ferms qf the confract, not to exceed one year. 

-r:Ve remam commlffed fo earmng your busmess. 

Regards, 
1 "l : """,.co'··- ,"',., -_ .. "" .... "." .. " " 1 

1 1 

Dan lvlcC_:utcheon 

I "l"f 
~ 

1--.. - .. -------.. ------.. ----.. - .. -------.------.------..... -.. ----.. ------.-------... -.. ----.. ------.. ---------.. ----.. - .. ----.. -.-.. -"-.:..~~,-;~::~:..; . .:-:.:~----. 

1 

This message was sent from Star Pipe Products to _C!,l_?_ty_~~J:f.i"@.h_g_?l,!pJl.!y--'-~gm. It was sent from: Star Pipe I ~"'~" '·'~"'~·"'tI ~, I I :~~~~c',. 4018 W",hollow Pkwy. Hoc,'". TX 77082. Yeo coo moMy/c,d", yO"' ,",,,,;,,;,, I;' 'h' I;ok 1 21 ' ....... ''-'·''''''''''1 
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CX 2442-001

From: 
Sent: 
To: 
Subject: 
Attachments: 

Tracking: 

Leon & Jerry, 

Rick Tatman 
Wednesday, June 16, 2010 5:18 AM 
Leon G. ivicCuiiough; Je .... y Jansen 
Price Announcement 
Non Domestic Draft B.docx; Non Domestic Draft i .... doc 

Recipient 

Leon G McCullough 

Jerry Jansen 

Read 

Read: 611612010 1·06 PM 

In regards to recent communication from Star and Sigma, I believe our response will be to support a price increase on 
non domestic fittings, glands and accessories, but not to provide any supporting communication on restraints of other 

products. 

I believe Sigma is waiting for either a supporting communication from us or an announcement on specific price actions. 

At this stage we really have two approach options: 

1. Send out an "it's coming" communication prior to any further announcements from either Sigma or Star and 
then quickly decide on what multipliers we want to publish and send out that announcement by week's end to 

which most iikeiy the others wiii foiiow. 
2. Send out communication supporting the need for a price increase, wait for Sigma or Star to publish new 

multipliers and then tallow 

The attached Draft A supports options #1 and Draft B support option #2. 

! ~m open Jerry's input ~nd Leon's judgment, but! prefer something ~!ong the lines of Dr~ft A. 

i'rn sornewhat concerned about following Sigrna both frorn a rnarket leadership perception and their judgrnent on what 
the proper multiplier structure should be. 

Too large of a published increased \lv'ould be difficult for both our customers and other import competitors to take 
seriously which might make any degree of traction difficult. 

!f \-A/e're going to publish, I'!! need Thursday morning to analyze data, but my gut sense would be to increase the 0.270 
region and potentially not adjust the 0.32 markets in the Northwest as even stock orders are selling @ 0.27 in that 

market. NV is published @ 0.32. and selling @ 0.23 so I might even align NV with CA. 

I'll be driving to O<lllas in the morning but can be reached via cell or e-mail on my i-phone. 

Once we have a general document, Laura can clean-up my grammar and publish under Jerry's signature. 

GM & VP Tyler Union 
rtatman@tylerunion.com 

Confidential Mc\lJane-021685 
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From: 
Sent: 
To: 
Subject: 
Attachments: 

Tracking: 

Leon & Jerry, 

Rick Tatman 
Wednesday, June 16, 2010 5:18 AM 
Leon G. ivicCuiiough; Je .... y Jansen 
Price Announcement 
Non Domestic Draft B.docx; Non Domestic Draft i .... doc 

Recipient 

Leon G McCullough 

Jerry Jansen 

Read 

Read: 611612010 1·06 PM 

In regards to recent communication from Star and Sigma, I believe our response will be to support a price increase on 
non domestic fittings, glands and accessories, but not to provide any supporting communication on restraints of other 

products. 

I believe Sigma is waiting for either a supporting communication from us or an announcement on specific price actions. 

At this stage we really have two approach options: 

1. Send out an "it's coming" communication prior to any further announcements from either Sigma or Star and 
then quickly decide on what multipliers we want to publish and send out that announcement by week's end to 

which most iikeiy the others wiii foiiow. 
2. Send out communication supporting the need for a price increase, wait for Sigma or Star to publish new 

multipliers and then tallow 

The attached Draft A supports options #1 and Draft B support option #2. 

! ~m open Jerry's input ~nd Leon's judgment, but! prefer something ~!ong the lines of Dr~ft A. 

i'rn sornewhat concerned about following Sigrna both frorn a rnarket leadership perception and their judgrnent on what 
the proper multiplier structure should be. 

Too large of a published increased \lv'ould be difficult for both our customers and other import competitors to take 
seriously which might make any degree of traction difficult. 

!f \-A/e're going to publish, I'!! need Thursday morning to analyze data, but my gut sense would be to increase the 0.270 
region and potentially not adjust the 0.32 markets in the Northwest as even stock orders are selling @ 0.27 in that 

market. NV is published @ 0.32. and selling @ 0.23 so I might even align NV with CA. 

I'll be driving to O<lllas in the morning but can be reached via cell or e-mail on my i-phone. 

Once we have a general document, Laura can clean-up my grammar and publish under Jerry's signature. 

GM & VP Tyler Union 
rtatman@tylerunion.com 
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CX 2447-001

From: 

Sent: 

To: 

Subject: 

Tom 

Rick Tatman [rtatman@tylerunion.com] 

Manday, August 18, 2008 11:~3:34 PM 

TB2 (Tom Brakefield - ALX) 

DIFRA 

To your knowledge are we now on a normal reporting cycle for DIFRA? If so all members should 
have reported by the 15t1 and the reports should be out by the 20th

. 

VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
Ilatm~to.@t'iien;nion.com 

V1'tYW .tyleru n ion .cmTI 

SIG - 0034589 
Confidential 
FOIA Exempt 

PUBLIC

From: 

Sent: 

To: 

Subject: 

Tom 

Rick Tatman [rtatman@tylerunion.com] 

Manday, August 18, 2008 11:~3:34 PM 

TB2 (Tom Brakefield - ALX) 

DIFRA 

To your knowledge are we now on a normal reporting cycle for DIFRA? If so all members should 
have reported by the 15t1 and the reports should be out by the 20th

. 

VP&GM Tyler/Union 
McWane Waterworks Fittings Division 
(903) 882-2440 
Ilatm~to.@t'iien;nion.com 

V1'tYW .tyleru n ion .cmTI 

SIG - 0034589 
Confidential 
FOIA Exempt 
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From: 
Sent: 
To: 
Subject: 

Rick 

TB2 (Tom Brakefield - ALX) 

Tuesday, September 23, 200805:24:24 PM 
I rtatma n@att.blackberry.nee 
RE: DIFRA 

I just back in myself and will get an answer tomorrow asap and advise 

Tom Brakefield 

-----Original Message-----
From: rtatman@att.blackberry.net [mailto:rtatman@att.blackberry.net] 
Sent: Tuesday, September 23,20082:11 PM 
To: TB2 (Tom Brakefield - ALX) 
Subject: DIFRA 

Tom 

Can you !oolc. into why the Aug report is late? I'm traveling. 

Rick 
Sent via BlackBerry by AT&T 

SIG - 0034594 
Confidential 
FOIA Exempt 
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CX 2450-001

From: DAVE PIETRYGA [davepie@msn.com] 

Sent: Fridav, JunE 18, 2010 11:13:~4 AM 

To: 

Subject: 

M20; Brian Ast; Charlie Kyle; Ken Lewis; Clay Gissler 

FW: Tyler Price Increase 

Attachments: Tyler Increase Letter.pdf 

FYI 

> Date: Fri. 18 Jun 2010 08:11:15 -0700 
> From: jwebb81@yahoo.com 
> Subject: Tyler Price Increase 
> To: brian2278@hughes.net; ck2@sigmaco.com; usacgissler@yahoo.com; 
davepie@rnsn.com; KConnor@sigrnaco.com; kll@sigrnaco.com 
> 
..... L.J .... ~ .... ;1- ; .... 
__ • '0;::' 0;:: ..... :=> ••• 

> 
> Looks like we're going from a .27 to a .29. 
> Joe Webb 
> Sigma Corp. 
> C: 513-374-0187 
> 0: 708-758-6785 
> F: 708-758-6790 
> www.sigmaco.com 
> www.sigmapipingproducts.com 

SIGTP00022144 
CONFIDENTIAL-FTC Docket No. 9351 
FOIA ExempUProtected by Court Order 

PUBLIC

From: DAVE PIETRYGA [davepie@msn.com] 

Sent: Fridav, JunE 18, 2010 11:13:~4 AM 

To: 

Subject: 

M20; Brian Ast; Charlie Kyle; Ken Lewis; Clay Gissler 

FW: Tyler Price Increase 

Attachments: Tyler Increase Letter.pdf 

FYI 

> Date: Fri. 18 Jun 2010 08:11:15 -0700 
> From: jwebb81@yahoo.com 
> Subject: Tyler Price Increase 
> To: brian2278@hughes.net; ck2@sigmaco.com; usacgissler@yahoo.com; 
davepie@rnsn.com; KConnor@sigrnaco.com; kll@sigrnaco.com 
> 
..... L.J .... ~ .... ;1- ; .... 
__ • '0;::' 0;:: ..... :=> ••• 

> 
> Looks like we're going from a .27 to a .29. 
> Joe Webb 
> Sigma Corp. 
> C: 513-374-0187 
> 0: 708-758-6785 
> F: 708-758-6790 
> www.sigmaco.com 
> www.sigmapipingproducts.com 

SIGTP00022144 
CONFIDENTIAL-FTC Docket No. 9351 
FOIA ExempUProtected by Court Order 



CX 2450-002

M~W.N~~ru.~",~.D~~~~~,~._fi.~.L_.TN. 
KY. 0';, !N. iL. M'.IM. MN, lA, MO, AFt LA. TX, OK, 1(5, !lE, SO, NO, WY. CO, NM. 
c.~, ,AZ. HI, P'uerto Rioo 

Re: Ne\,.., fVh.dtiplh:ws tff,*ct!w Jtdy 1,2010 

lJ4E! to nsm:g global cos;:'j~ a$$Qc-ji1t~d vlith beth till'; maruJmc-turing anri It?lf1'crtin{;l: (If Non 
DCf'(\(!<stle iran produets.. "z,ffedivEi Juf'! 1> 1'010, Tyler Oniof! vtiU b~ im;:M.Hmw1.tin-g: ;a priGe im.;re-.a:M't 
on ail .llrul!l~ ductile ifnn 'A'3tli<fVlorks frttinga, gi&'i!ds and acce$sory twoduc!s, -t hl$ 

jnerc-l1!i$~ v,.iU be aCo;-:iOTftpl~tHil by & change ii"! {)Uf ~'\jbNshM mu\tt-pilers 16r 1!'\~se Pf"I."H.rut:tS 
~g;;llt";st cUP (::lirr~fIt U£~ Prk;c, LV 5001, tiS ftiilw...s: 

A:i .ailff!..>.!H !lIllmCipal (wi contracts Wi" be hoo!)t'&d p>&i· th!<:! tem'lS oJ tl't~ c,-)rtt~· • .,d . .Job'S quoted 
prior i:c rr~d:ay'$ \$j',riounOOtne$fr ",,;iii be. hi.1IiO~~d iOfOligh July :H, 20iO pro-videa (lrjer~ for 
irntn&c!i'ate rel~a$tl' have -be:-ao ri:l'c1!:Hv",d otl OJ' P-fftir to JuiJf 31, 2010', 

H you rmvlif ;<;In), ~\J"tto!'lS. r-Qg~'jf-ding this a"OOt.ll1ce~rlt., piemse C'tlntact '10tif local Ty!.;.r UniQi;1 
tt'!nitol"j hi:tlnago'. Ww lo\',\k foevtalfd tu conttnt.;irig to lNf.'itk together tu PfQ\/14l0 lfflu z.nti th¢ 
\I\l~tQlV1!Qrk'S {ndustf'j qwr~ty :product!; ~#ld $#.<"/1c$. 

We thank you ,fot your t:HJ.smess and support 

~ft,<....., v'~...,.,..... 
I 1/ 

Jerry .Jansnn 
Natb(lai Sa!~s Manager 

SIGTP00022145 
CONFIDENTIAL-FTC Docke1 No. 9351 
FOIA ExempUProtected by Court Order 
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