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FEDERAL BUREAU OF INVESTIGATION

Date of wunseription 09/08 / 2005

Daniel 'C. Butler was interviewed at the offices of the
United States Attorney's Office, Southern District of Indiana, 10
West Market Street, Indianapolis, Indiana. Present for the
interview were Butlexr's attorney, Richard Kaman and his Paralegal
Specialist Sylvania Last Name Unknown (LNU)}, as well as Department
of Justice Antitrust Division Trial Attorneys Frank Vondrak, '
Jonathan A. Epstein and Eric L. Schleef. Butler was advised to .
provide truthful responses to questions and that he had the right
to consult with his attorney at any time. Butler then furnished

the following information:

IMI's operations include stone, sand, gravel and their
ready mix concrete division. IMI has plants in Tennessee,
Kentucky, Indiana, Illinois and Ohio. IMI also has an asphalt
paving division. Butler estimated that IMI has approximately
hetween 135 and 145 ready mix plants with approximately 70 plants
located within the State of Indiana. Butler estimated IMI's annual
production of ready mix concrete is between 500,000 and 600,000

cubic yards.

Butler is currently employed by Irving Materials,
Incorporated (IMI) as the Vice President of Ready Mix Concrete and
Aggregate Operations. He has held this title since January 1,
2002. Butler began his employment with IMI in 1993 when he was
hired as the Vice President of IM1's Aggregate Operariona. Even
though Butler is the Vice President of Ready Mix Concrele and
Aggregate Operations, he no longer oversees the sales operation for

those divisions.

Butler was placed on IMI's Board of Directors on June 1,
He served as a board member up untCil about 30 to 45 days
ayo, when he was removed [rom thc Board of Directors. Other board
members included Pete Irving, Price lrving, Earl Brionker, Cary
Stebbins, Mike Herman and at times other TMI employees such as John
fluggins and Ben Wollard.

1993,

Butler was responsible for oversecing the succoss and

profitvability of Lhe ready mix concrele and aggregato divisions.
He hed authorivcy over pricing and ultimately reported teo Pele
Az part of his duticen, Butlew

trving and the Board of Directors.

Bvesbizobion on B/17/00 n Indianapolis, Indiana
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supervised six ready mix concrete area managers. Each area
managers is assigned specific region within the state. They also
supervise a sales staff whose responsibility is to sell ready mix
concrete to customers within their region. Steve Lewls was an IMI
area manager for the Eastern Division which covered Muncie,
Hartford City as well as other cities in that region. Gary Jones
was an area manager responsible for north central Indiana which

included Kokomo, Marxion, Tipton and other cities,

IMI's primary competitors in Indianapolis include
Builders Concrete, Carmel Concrete, Prairie Materials and Supply
(PMS), American Concrete, Beaver Materials, Shelby Materials and
some smaller ready mix suppliers. The executives for the
aforementioned competitors include Butch Nuckols, John Blatzheim,
and Tim Kuebler for Builders Concrete; Scott Hughey for Carmel
Concrete; Allen Beaver, Gary Beaver, Chris Beaver and Rick Beaver
for Beaver Materials; Richard and Phillip Haehl for Shelby
Materials; and, Gary Matney and Allen Oremus for PMS. Butler knew
the former owner of American Concrete, Dennis Mann, although has
not met the current owner, Jason Mann. Butler also reported

previously meeting Brad Hughey of Carmel Concrete.

John Huggins had held Butler's position prior Lo
January 1, 2002. Butler was offered Huggins' position in late
November of 2001. Huggins and Pete Irving had asked Butler if he
wanted to run IMI's ready mix division. Butler accepted the oifer,
and for the next six weeks, Huggins introduced Butler to fellow IMI
employees, suppliers and a few ready mix competitors. Illuggins also
brought him up to speed on issues effecting the ready mix industry
as well as introducing him to Matney. Butler did not recall the
purpose [or the meeting and assumed it was similar to the aggregate
industry in which competitors share common goals. Butler does not

rocall specific details about the meeting other than thal thcere was

some general small talk. Butler does nol recall discussions

involving ready mix prices at this meeting with Matney.

In November or December of 2001, Butler mel. with Nutch
Nuckols for drinks late one aflernoon. Hutler had already known
Nuckols from when Butler woarked in Lhe agaregate industry.  Bu oy
could not recall the specilic devails from this meeting and nol e
it was prevey much the same thing as vhe meeting with Manney.
dincussing ready mix prices wilh Nuckol:s ol
could not recall wherber Hoogging

Lhat
Sutlor does not reeall
Litis particular meeling.  hButler
iniroduced him o olher ready mix competitors.
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Butler admitted that he had attended a meeting along with
several other Indianapolis area ready mix suppliers. The meeting
was held during the Spring of 2002, in either late April or early
May at the Signature Inn located off of Allisonville Road and
Interstate 465. The following individuals attended the meeting:
Hughey, Nuckols, Rick Beaver, Price Irving, and Butler. Butler
stated that other read mix competitors could have also attended the
meeting, although he could not recall their names at this Lime. .
Butler added that he was not fully aware of all the competitors in
the ready mix industry at the time this meeting took place.

Wwhen Butler became the Vice President of IMI's ready mix
division, he began implementing changes which included putting more
responsibility on his area managers, and as a result, Price Ilrving
became more involved in the Indianapolis market. This was the
reason why Butler invited Price Irving to the meeting. Price
Irving, the son of Pete Irving, was responsible for the
Indianapolis market and served on the company's Board of NDirectors.
Price Irving, like Butler, had worked in the aggregale husiness

before moving to the ready mix division.

Butler could not recall who contacted him about the
meeting at the Signature Inn, although Butler was cercain that he
had invited Price Irving to the meeting. Butler assumed Hughey or
Nuckols contacted him about the Signature Inn meeting. Butler was
of the understanding that the meeting was called to discuss lssues
affecting the market, specifically Shelby’'s new plant as well as
credit matters. Butler was unclear about whether he knew that
competitors were going to discuss ready mix prices at this meeting.
Butler believed Hughey or Nuckols lead the meecting. Butler stated
that he could not recall every dctail discussed at the meeting, but
he does recall discussions involving market dynamics, Shelby
Malerials, coredit matters as we)l as the price of ready mix
concretse. At the time, Butler denied knowing aboul the fact area
competitors had been discussing the price at which they sold ready
mix concrete. Bultler recaelled having some concern aboul: whether LC
was appropriate for competitours to collectively meet at the

Signature Inn.

Butler was provided a memo dated May 20, 2002, and asked

whether he recognized the document.  Butler sLated thar e was
familiar with the document. ile also adnmitted distribucing the
documen. Lo his avea managers.  nutler again statod thet at the

time, he wanied LO increase arca managers responsiisllily although
he did not exactly know where roady mix pricens should be art.
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Procedures outlined in the memo were ways for him to have some
checks and balances on how salesmen were pricing ready mix
concrete. Butler added that he would not be surprised if this
pricing issue had not been previously discussed at a meeting with
other ready mix competitors. Butler admitted that there were
subsequent meetings about the subject. Butler was also concerned
about salesmen not being monitored on prices quoted o customers.
Butler said it was possible that he had several conversations about
implementing these procedures which lead to the issuance of the

nemo.
OCTOBER, 2003 HORSE BARN MEETING

Butler admitted attending a meeting along with ather
Indianapolis ready mix competitoxs which was held at the horse barn
of Butch Nuckols. Butler was provided his day planner which was
marked as Exhibit Number 4 and asked to refer to the date
October 22, 2003. After reviewing the entry, Butler confirmed that
the date, October 22, 2003, was date competitors met at Nuckols'
horse barn in oxder to discuss the price at which they sold ready
mix concrete. Butler added that this was not in an Indiana Ready
Mix Concrete Assoclation (IRMCA)} event and any notatjion to that
fact would be inaccurate. IRMCA meetings are statcwide and not
held at a competitox's homes. The barn reference in the day
planner would indicate Butch Nuckols horse barn where thc meeting
was held. The following individuals attended the meeting at

Nuckols horse barn:

Chris Beaver, Butch Nuckols, John Blatzheim, Phillip or
Richard Haehl, Price Irving, Scott Hughey and Dan Butler.

At the meeting, there was discussion about the price of

Butler recalled there not bheing a ready mix

ready mix concrete.
Butler

price increase even though cement prices had increased.
told the group that IMI was raising their ready mix prices.
Nuckols stated cthat he wanted to limit discounts, so the group
discussed whether to limit discounts or increase the base price.
Butller Telt compelilLors conld not. Limit discounts for cortain
customers to the point that they were paying Lhe basie Jist price.
Competitors nceded some type of discount for these valued customars

in order for them to [eel Lhey were queliting a better deal than the

average customer.  Butler stated that he could hove had othor

conversationys wilh Nuckols aboutl. Lhe nced Lo increase prices as
referred Lo an Qctober 1S,

opposed Lo limiting discounts. Rutler
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2003 day planner entry as a date he could have talked with Nuckols
about whether to limit discounts or raise prices.

Butler told competitors that IMI wanted to raise prices
on performance concrete by $2.00 and bag mixes by $3.00. There
were other price increases for additives such as calcium chlorides
although Butler could not recall the amount at this time. Butler
also announced that IMI was jmplementing a winter suxcharge.

Butler does not recall the group's reaction to the winter
surcharge, although everyone agreed they nceded to raise prices.

There was some discussion about the winter surcharge and
whether it would be successful. Someone mentioned that suppliers
had previously tried to implement a hot water charge although it
did not work. Butler told the group that IMI was implementing the
winter surcharge with the realization that it might not stick for
all their customers, although they (IMI) would continue applying
the charge cach year until it became success{ul. Butler belicved
that everyone thought the winter surcharge was a reasonable idea.
He was of the impression that some compctibtors would Lry to
implement the winter surcharge.

Butler had prepared for the above meeting with
competitors by discussing the price increase with his staff.
Butler also recalled telling the group that IMI had already
prepared a price increase announcement and would be sending them to

their customers. Butler believed everyone agrced to raise the list

price as an industry.

During the meeting, compclitors also discussed limiting
discounts Lo $5.50. There were some exceptions to the discount
because competitors had already granted larger discounts to some
customers. The group agreed to apply the discount limit to new
projects with multiple bidders. The agreement was flor recady mix
suppliers to start bids at no more than $5.50 off the list price.
1L a compelitor received inlormation to the contrary, then they
would discuss the matter later ag a group, although during the
bidding process, compelilors noeded to do whal was necessary.
There was aloso discussion that if rhe above discount was

than competitors would tuvther reduce discounts, oxact

successiul,
amount nol. racalled at bhin Limo.

PMS was not at the above meeting. ughey bhelioved he had

astablished o relationship with Matnoy and eonld get him onboard.
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Hughey had said he talked with Matney and that he (Matney) was
willing to give it a try.

Butler stated that the agreement at this meeting was to
raise the list price $2.00 for performance concrete, $3.00 for bag
mixes, increase price for additives, and limit discounts to $5.50
off most bid work. Butler added that everyone had agreed to the
above terms. With respect to the winter surcharge, Butler stated
that IM! was definitely implementing the winter surcharge and at

least one other company agreed to do the same.

After the meeting, Butler stated that IMI adhered Lo Lhe

above agreement. Butler believed IMI sent out their winter
surcharge notice the very next day. He was unsure when the new
price list was mailed to customers hut added that the price
increases were effective April 1 of that year. IMI implementced the
new discount with some minor modification. There were occasions
when IMI limited discounts to $3.50 although Butler does not recall
IMI offering discounts more than $%.50 off. Butler added that the
agreements were not always 100 percent effective, although he
believed competitors made an effort to abide by them.

Butler recalled having several breakfast, dinner and
lunch meetings with John Blatzheim in order to discuss pricing
conflicts. Blatzheim typically said a salesman had discovered that
IMI cut the price on a particular job. Butler recalled onc
specific incident where the quoted price was lower than what was
profitable for the company. Butler told Blatzheim that he could
not change the quote at this time, but Butler would reign in his
employee. In their discussions, Blatzheim could have said that IMI
was not pricing in accordance with the agrecement or that IMI wau

not doing their part.

Butler recalled meeting with Richard Haehl about &
project Shelby had adjacent Lo an IMT plant. Richard ileehl had
contacred Butler and Lold him that an IMI salesman had undercut
Shelby's price to rthe custowmer. Butler told Richard Haaehl Lhat he
did nov personally approve tho salesman’s guoled price, olthough e
would talk with the salesman about the matter, Lot lor also Lold
Richard Haehl that IMT would nol. lower ita quotoed price and he
(Richard Haeh!) could do what he wantod with the peojroer o0 B b
added that he could not hlame his saleaman {for Quuy g vine oo
sineo 1L was divectly acrosa from an TML plancg,
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- Butler recalled having a conversation with Chris Beaver
although could not recall the exact details at this Lime. Butler
could not recall discussing a gravel dig operation in which there
would have been reference to the October, 2003, horse barn mecting.

Butler recalled Hughey telling him that an IMT employee,
Gary Faust, was undercutting Carmel Concrete's price. Butler had
repeated conversations with Faust and told Hughey the reasons for
the price cuts. Butler was sure he discussed the $5.50 discount
limit with Hughey although could not recall the specifics details

of the conversation at this time.

Butlex does not recall asking Pete Irving's permission
prior to attending the above horse barn meeting. HRe was sure he
told Pete Irving about his discussions with compatitors. Pete
Irving was aware that IMI was having regular conversations with
competitors in which they discussed ready mix prices. Pete Irving
had said that it was not perfecr but was berter than the
alternative, referring to a price war among competitors;,. Pete
Irving believed that it was better Lo communicate willl competitors

than engage in a price war with them.

Butler could not recall meeting Scott Hughey at the
Perkins Restaurant when Blatzheim called about Jimiting discounts

to §3.50.

BLOOMINGTON, INDIANA, MARKET

IMI entered the Bloomington market sometime iy 3993, IMT

had bought the Rogers Corporation upon antering the Bloomington
market. PMS is IMI's primary competitor at this time in
Bloomington. PMS has been in the Rloomington markel [or
approximately six or seven years. Bubler belicves IMT has a
slightly larger share ol the marketpltace, although the companies
produce aboul same amount of ready mix concrete.

IMT's area manager for Bloomington is Mike lLaGrange .
LaGraimge had vhree salesmen,

LaGrange veports directly Lo Buller.

Dan Todd, Don Livingston amd Bd Hostel Yo, working for him in

Bloomington, although Hosleller rorirved earlivr Lthis year,
Butler mev with all of his arou MANagers; whien

wslablishing ready mix prices (or o partaculary markel o Bun e
added 1hat the different markel s mry have alightly different price
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lists for an area. Price increases are typically triggered by an
increase announced by the cement industry.

Matney is in charge of PMS' Bloomington operation.
Butler met Matney for the first time at a meeting set up by
Huggins. The meeting took place at a steakhouse located on
Shadeland Avenue¢ just south of Interstate 70. Butler could not
recall the exact purpose of the meeting. At the time, Butler
believed IMI and PMS were getting a reasonable price for concrete

in the area.

When PMS entered the Bloomington market, ready mix prices
in the area dropped, although they eventually leveled out.
LaGrange had told Butler that prices had dropped again and believed
they were getting back to previous price war with PMS. Buller
estimated that prices dropped to about $4.00 to $5.00 below what
IMI should be selling ready mix in order to be profitable. This
price reduction occurred prior to Butler taking over Huggins’
position. LaGrange had provided Butler with a brief history of the
Bloomington marketplace. Butler met with customers and TMI
employees so that he was knowledgeable of what his empl oyees were
deoing in the area. Todd has talked with Butler about PMS cutting

ready mix prices.

Butler recalled at some point the price wars ending in
gloomington. Ready mix prices appearced to have leveled off.
Butler believed LaGrange had told him that Huggins and Matiney had
met in order to resolve the issue. Huggins had also talked about
an issue they had with PMS in early 2002.

‘ Butler recalled laGrange calling asbout an IMI price
incrcase in Bloomingtan, which was effective April Jst. After the
price increase becamc effective, LaGrange said he had not received
any word that PMS was also raising prices although they werc
expected to follow IMT's lead. laGrange recommended Lhat they
(IMY) consider withdrawing the price ing¢reasc if pMS did not follow

Butler talked with Huggins aboul the mattern while attending

suit .

a golf outing. Butler wanled Huggins' inpui on The maltor, purier
cven asked Huggins whether he should contact Matney at wiich Lise
Hugging stated thor it conld nob hurt.

“ealled Matney about b

AMter the golf outing, Buido
pr oo Tise.

Marney asked Butlar tw fax him an T™MI
PMS raiscd Lhoir prices approximatoly Phoec
linst to Maunay.

price LNCYease.
Butler estimated thal
te [our weeks afler he faxed the price
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. Butler recalled meeting Matney at a Flying J Truckstop.
Butler does not recall meeting any other competitors at a Flying J
Truckstop. Butler also believed a May 20, 2002 day planner entry
was date he and Price Irving met Matney at the Flying J Truckstop.
The purpose for the meeting was to discuss Bloomington ready mix
prices with Matney. At the time, Butler did not believe he had a
handle on the Indianapolis market. Butler was also concerned that
LaGrange might have a grudge against Matney and wanted to obtain
Matney's view on the marketplace in Bloomington. Butler had -
noticed project bids decreasing with contractors saying PMS was
beating IMI on price. Butler believed he had wanted to confirm
the contractor pricing information with Matney. Butler recalled
Matney having similar concerns about IMI cutting the price in order
to obtain jobs. Butler said he was also concerned that LaGrange
was not running a tight ship as another reasen for meeting with
Matney. Butler believes Matney said he would lock into the matter,
although Butler does not recall Matney getting back to him.

Butler knew that he should not have these types of
conversations with Matney. Butler did not include LaGrange in the
meeting because he did not feel lower level cmployees should be
involved in these types of discussions with competitors.

Butler recalled speaking with Matney at the World ol
Concrete Expo held in early 2003. While in line, Matney asked
Butler how things were going in Bloomington. Butler mentioned that
prices were becoming too cheap in Bloomington and recommended they

talk upon returning to Indianapolis.

Butler recalled meeting Matney at a Bob Evans restaurant
in Indianapolis after returning from the World of Concrete EXpo.
Butler referred to his day planner and confirmed that he met Matney
aL the Bob Evans on February 17, 2003. Burler stated that no one
olse attended this meeling with Matney. During the meeting, Butler
said the salesmen were blaming each other for the low prices in
Butler said he would provide IM] guotes to Matnay and
During the mecting, Matncy told

exact amount

BloomingtLon.
asked Maltney to do the same.
Butler rhat he would be at or above a werrain price,
not recalled.  futler remembers Lhe amount being comething TMI
could lLive with. Butler would have liked vhe price to be 566 per
cubie yard, although he thinks Lhe agrecment was around 563 par

cubie yard, Butler walked away Lrom the moeeting want Ty Lo mac b
MoLney could gaet the peformalion vord fying prices bheing hid hy M
Butler bolieved Lhat he would be bappy with the price

va lesmen.

dircussed and felt that Butler

ML wasn already at that numbor.
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does not recall any gignificant changes -after the Bob Evans
meeting with Matney, although it seemed that IMI was getting more
work. Butler believed prices increased after the meeting.

Butler does not recall ready mix prices changing in 2003
for the Indianapolis area, although price could have increased $1
in some other areas of the state. In 2004, IMI's price lncrease
was the same for both Indianapolis and Bloomington. Butley does
not recall additional wmeetings with Matney in which they discussed
Bloomington ready mix prices. gutler was aware of the fact Wiggam
knew Matney. Wiggam, On one occasion, told Butler that Matney had
said LaGrange was going crazy in Bloomington.
with Matney after the February 17,

Bulter recalls talking
Butler about an upcoming hid that

2003 meeting. Matney had asked
afternoon. Matney made reference to a specific price, although

Butler could not recall the amount at this time. Matney asked
Butler if this was the price 1MI was going bid. Butler said he
would check into the matter. Butler called Matney back and said
rhat he was unable to speak with the salesman. Matncy suggested
the sale price for the project. Butler could not recall whether
they talked about selliny above the referenced price. Butler added
that Matney could have called and asked if TMI was going to bid the

number they had previously discussed.

Butler stated that e March 20, 2003 day planner entry did

not involve a ready mix price discussion wirth competitors, a

April 16, 2003 entry involved a local union meeting, and &
September 8, 2003 entry involved a new product release.

for the period ending May 2002

Hut ler reviewed documcnts
did not recall anything spccific

" through June 2002, stating that he
about those dates.

MUNCIE, INDIANA, MARKET

IMI's area manager for Muneie is Steve Loewis. Rutlaer
believed the market is priced approximately $1.00 less than the
Indianapol is market. IMI had been the only ready mix supplier in
the arca until about 1999 oy 2000 whien Melntire Concrete opened
phelr operation. The ownmo, Dick Melntive, had bean s trucker for
M1 belore opening his cowpany.

Dick Mcrntire also has a son, brad Mo nLd e, working fou

in 2002 and

lMim. Butler recalled IMI increasing their price %2.00
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ased their price $1.00 in 2003. Before IMI

increased the price each year, Lewis told Butler that MclIntire was
aware of IMI's price increase and was going to do the same. Butler

even recalled Lewis telling him about McIntire's complaint that
n year, date not recalled.

there was no price increase for a give
e would have remained in

Butler stated that IMI's price increas
affect even if McIntire Concrete did not follow along with the
ly assumes Mclntire Concrete increased

price increase. Butler on
their prices after IMI and explained that he would have likely
heard about it if they did not. Butler did recall Lewis telling

bout discounts IMI provided on

him that Dick McIntire was upset a
particular projects. McIntire had requested a meeting wilth RButler,

Butler, Lewis, and McIntire met at the Nickel Dlate
Buctler reviewed his day

Restaurant located in Fishers, Indiana.
planner for the entry on June 20, 2003, although he djd not believe
this was the same date when they met wich Dick McIntirce. Butler

did believe the meeting took place during the Fall or Summer of
2003 because of the discounts being offecred to selected customers
in the Muncie arca. McIntire felt IMT was using the digscount

of fered charitable organizations as a means Lo cul prices on other
jobs. Mclntire threatened that IMI should not try to run him out
of business. Butler told Lewis to let Mclntire know the discount
amount IMI offered to these organizations. Butler made it cleaxr to
McIntire that IMI would continue with these types of discounts.

believes IMI incre

Upon reviewing Lewis' day planner, Butler stated that the
November 16, 2002, at 11:30 entry was the date and time for the
meeting with McIntire at the Nickel Plate. There were other
handwritten comments below Che entry although Butlexr could not
recall specifically discussing them at this meeting.

Upon reviewing a January- 19, 2004, entry in Lewis® day
Butler believed that this was around the time IM1 was
Butler denied sending

But ler would not be shocked

planner,
considering a price increase in Muncie.

McIntire Concrcte an TM1l price lists.

if Lewis or another IMY employec furnished Mcintire with TMI price
lisls. RButler did nol know for certain whether 1M1 provided price
Lints to MeIntire. Nutler reealls Lewils telling him about MCTovdre

bugging him aboul prices.

Buller bolieved thal, he had abour. three mectings with
MeIntire, The mectings took place belore and af Ler autiroric e
sxecieed search warrants in Indianapolis. Bukler recalled neelling
MelInbtire at Uthe Nickel Pjatc Restaurant in Pishers, Indiana and
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Ruby Tuesday's in Anderson, Indiana.: Butler could not recall the
third meeting location with McIntire, but he believed the only
meeting prior to the search warrants would have taken place at the
Nickel Plate Restaurant in Fishers, Indiana. Butler believed that
a May 13, 2004 day planner entry was the date he spoke with
McIntire about buying his company. Butler also recalled having a
conversation with McIntire in which MclIntire wanted to continue
their price discussions, although Butler told McIntire that he was
not comfortable doing so given the current investigation. Earl
Brinker was only present during one meeting with McIntire. BRutler
believed the meeting took place at Ruby Tuesday's and involved the

purchase of McIntire's company.

MARION, INDIANA, MARKET

IMI's area manager for Marion, Indiana, is Gary Jones.
Rick Lucas is a salesman for the area. IMT establishes prices in
the marketplace as they do in other regions of the state. IMl's
only competitor is Grant County Ready Mix (GCRM) which is owned by
the Marcuccilli family. Steve Turner is the Président for the
company and runs the day-te-day operation. Butler recalls meening
Turner and discussing agygregate operations. TMI's Huntington
Quarxy provides material to GCRM. Butler does not recall
discussing ready mix prices with Turner.

Butler was aware of price increase discussions between
Jones and Turner. Butler believed the price increase discussions
with Turner took place sometime in 2004, Butler recalled some
conversation about discounts being limited to $3.50 or $5.50,
although he could not recall the specific bid in question. ‘There
was discussion between Jones and lurner not going to price ready
mix below $67 per cubic yard or something close to that amount .
Butler recalled Jones telling him cthat Turner was not going Lo
gquote jobs below a specifiic dollar amount. Jones had been telling
Butler about his meetings and discussions with Turner.

Butler believed IMI had a price increase in 2002 [or the

Marion market. snller also believed (M1 increased the prices in
Marion every year. Butler describad the maikoet as not being vory
Butler was

compcliltive and that 1Mt was the ovnly game i town.

sure thal. Jones had dizvossed prices with Torner.  Huller belioved
that day planncr enirices for becomev 17, 2502 and February 210,
2003 dnvalved meclings wilh Steve Turner,  Fhe meetings aould have
involved discussions with Turner aboul buyving his company or

lssuing relating IMI's agyregate opcorations. Butler does not
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recall having any price discussions with Turner regarding the price

of ready mix concrete.

knew conversations he was having

Butler stated that he
e time, although he now understands

with competitors was wrong at th
that they were much worse than he realized. Butler also stated
that the other competitors knew it was wrong for them to meet and

discuss the price at which they sold ready mix concrete.

¢ was having breakfast with Hughey on
ere executed in Indianapolis, Rutler
hone call that morning and having to

ol recall the reason they were meeting
@ price issue involving a customer.

Butler added that h
the day the search warrants w
recalled Hughey receiving a p
abruptly leave. Butler did n
but it was likely related to som

The interview was then terminated.




