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I, Michael Roper, being first duly sworn upon oath, depose Aypdpry Public etc.
state as follows:

) I am currently employed by United States Pipe and Foundry
Company (“US Pipe") in Birmingham, Alabama as Vice President
- International Sales. I have held that position officially
since February 1, 1992. As Vice President - International
Sales, I report directly to the President of US Pipe. Until
October 1993, the position of President was held by Mr.
Dorrance Wedell. Before becoming Vice President -
International Sales, I was Director of International Sales
and reported to the Vice President of Marketing, Mr. Joseph
Donahue. I have held other positions in International Sales
at US Pipe since I joined the company in 1978.

2. US Pipe manufactures ductile iron pipe, fittings and valves,
which are used primarily for the filtration, transmission
and distribution of water under pressure. US Pipe sells to
purchasers in the United States and to markets outside the
United States including Canada.

3. US Pipe’ s International Sales Department is separate from
its other operations because international orders are often
more complicated than domestic orders and may involve metric
measurements. As Vice President - International Sales, the
pricing of international orders (including Canadian orders)
is my responsibility. While I was Director of International
Sales, I consulted Mr. Donahue about pricing on
international contracts, who closely monitored all prices.

4. In October 1989, US Pipe entered a marketing agreement with
Louisbourg Construction Ltd. (“ Louisbourg”® ) (attached as
Exhibit “A"). The marketing agreement appointed Louisbourg
as exclusive distributor of US Pipe products in Canada. 1In
March 1990, Mr. Donahue attempted to cancel the marketing
agreement by giving Louisbourg six months' written notice of
termination (attached as Exhibit “B"). However, US Pipe
continued to fill Louisbourg’ s orders even after the
cancellation was supposed to become effective. In addition,
at Mr. Donahue’' s instruction, I sent price increase letters
to Louisbourg between February, 1990 and January, 1992
(attached as Exhibit “C"). However, Louisbourg continued to
pay the prices established at the start of the agreement.

S In early 1992, Mr. Wedell told me that he saw US Pipe’s
failures to stop shipping to Louisbourg and to enforce the
higher prices as a problem. After some discussion, we
agreed that I would go to Louisbourg and suggest that it







