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(State or Other Jurisdiction of
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2 Houston Center, 909 Fannin, Suite 3100

Houston, Texas 77010
(Address of Principal Executive Offices) (Zip Code)

(877) 294-7574

(Registrant�s Telephone Number, including Area Code)

Securities registered pursuant to Section 12(b) of the Act:

Title of each class Name of each exchange on which registered
Common Stock New York Stock Exchange

Securities registered pursuant to Section 12(g) of the Act: None

(Title of class)

Indicate by check mark if the registrant is a well-known seasoned issuer, as defined in Rule 405 of the Securities Act.    Yes  x    No  ¨

Indicate by check mark if the registrant is not required to file reports pursuant to Section 13 or Section 15(d) of the Exchange
Act.    Yes  ¨    No  x

Indicate by check mark whether the registrant (1) has filed all reports required to be filed by Section 13 or 15(d) of the Securities Exchange Act
of 1934 during the preceding 12 months (or such shorter period that the registrant was required to file such reports), and (2) has been subject to
such filing requirements for the past 90 days.    Yes  x    No  ¨

Indicate by check mark whether the registrant has submitted electronically and posted on its corporate Web site, if any, every Interactive Data
File required to be submitted and posted pursuant to Rule 405 of Regulation S-T (§ 232.405 of this chapter) during the preceding 12 months (or
for such shorter period that the registrant was required to submit and post such files).    Yes  x    No  ¨

Indicate by check mark if disclosure of delinquent filers pursuant to Item 405 of Regulation S-K (§ 229.405 of this chapter) is not contained
herein, and will not be contained, to the best of registrant�s knowledge, in definitive proxy or information statements incorporated by reference in
Part III of this Form 10-K or any amendment to this Form 10-K.  ¨

Indicate by check mark whether the registrant is a large accelerated filer, an accelerated filer, a non-accelerated filer or a smaller reporting
company. See the definitions of �large accelerated filer,� �accelerated filer,� and �smaller reporting company� in Rule 12b-2 of the Exchange Act.

Large accelerated filer x Accelerated filer ¨

Non-accelerated filer ¨ Smaller reporting company ¨
Indicate by check mark whether the registrant is a shell company (as defined in Rule 12b-2 of the Exchange Act).    Yes  ¨    No  x

The Company�s common stock is listed on the New York Stock Exchange under the symbol �MRC�. The aggregate market value of voting
common stock held by non-affiliates was $975 million as of the close of trading as reported on the New York Stock Exchange on June 29, 2012.
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There were 101,563,237 shares of the registrant�s common stock, par value $0.01 per share, issued and outstanding as of December 31, 2012.

DOCUMENTS INCORPORATED BY REFERENCE

Portions of the registrant�s proxy statement relating to the 2013 Annual Meeting of Shareholders, to be filed within 120 days of the end of the
fiscal year covered by this report, are incorporated by reference into Part III of this Annual Report on Form 10-K.
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PART I

Unless otherwise indicated or the context otherwise requires, all references to �our Company�, �MRC Global�, �MRC�, �we�, �us�, �our�,
and the �registrant� refer to MRC Global Inc. and its consolidated subsidiaries.

ITEM 1. BUSINESS
General

We are the largest global industrial distributor of pipe, valves and fittings (�PVF�) and related products and services to the energy industry based
on sales and hold a leading position in our industry across each of the upstream (exploration, production and extraction of underground oil and
natural gas), midstream (gathering and transmission of oil and natural gas, natural gas utilities and the storage and distribution of oil and natural
gas) and downstream (crude oil refining, petrochemical processing and general industrials) sectors. We offer more than 175,000 SKUs,
including an extensive array of PVF, oilfield supply, automation, instrumentation and other general and specialty industry supply products from
our over 18,000 suppliers. We operate in three segments consisting of our U.S., Canadian, and International operations. Through our U.S.,
Canadian and International segments, we serve our more than 18,000 customers through over 400 service locations throughout North America,
Europe, Asia and Australasia. We are diversified by geography, the industry sectors we serve and the products we sell.

Our PVF and oilfield supplies are used in mission critical process applications that require us to provide a high degree of product knowledge,
technical expertise and comprehensive value added services to our customers. We seek to provide best-in-class service and a one-stop shop for
our customers by satisfying the most complex, multi-site needs of many of the largest companies in the energy and industrial sectors as their
primary PVF supplier. We provide services such as product testing, manufacturer assessments, multiple daily deliveries, volume purchasing,
inventory and zone store management and warehousing, technical support, just-in-time delivery, truck stocking, order consolidation, product
tagging and system interfaces customized to customer and supplier specifications for tracking and replenishing inventory, which we believe
result in deeply integrated customer relationships. We believe the critical role we play in our customers� supply chain, together with our extensive
product offering, broad global presence, customer-linked scalable information systems and efficient distribution capabilities, serve to solidify
our long-standing customer relationships and drive our growth. As a result, we have an average relationship of over 20 years with our largest 25
customers.

We have benefited historically from several growth trends within the energy industry, including high levels of customer expansion and
maintenance expenditures. Although these trends were offset in 2009 and 2010 due to adverse economic conditions, we believe that growth in
PVF and industrial supply spending within the energy industry is likely to continue. Several factors have driven the long-term growth in
spending, including underinvestment in North American energy infrastructure, production and capacity constraints, and market expectations of
future improvements in the oil, natural gas, refined products, petrochemical and other industrial sectors. In addition, the products we distribute
are often used in extreme operating environments, leading to the need for a regular replacement cycle. Approximately 70% of our sales are
attributable to multi-year maintenance, repair and operations (�MRO�) arrangements. Our average annual retention rate for these contracts since
2000 is 95%. We consider MRO arrangements to be normal, generally repetitive business that primarily addresses the recurring maintenance,
repair or operational work to existing energy infrastructure. Project activities, including facility expansions, exploration or new construction
projects, are more commonly associated with a customer�s capital expenditures budget. Such projects can be more sensitive to global oil and
natural gas prices and general economic conditions. We mitigate our exposure to price volatility by limiting the length of any price-protected
contracts, and as pricing continues to rebound, we believe that we have the ability to pass price increases on to the marketplace.

MRC Global Inc. was incorporated in Delaware on November 20, 2006. Our principal executive office is located at 2 Houston Center, 909
Fannin, Suite 3100, Houston, Texas 77010. Our telephone number is (877) 294-7574. Our website address is www.mrcglobal.com. Information
contained on our website is expressly not incorporated by reference into this document.
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Business Strategy

Our goal is to grow our market position as an industrial distributor of PVF and related products to the energy industry. Our strategy is focused on
pursuing growth by increasing market share and growing our business with current customers, expanding into new geographies and sectors,
increasing recurring revenues through integrated supply and MRO business, capturing additional high growth project activity, continuing to
increase our operational efficiency and making and integrating strategic acquisitions. We seek to extend our current MRO contracts and bundle
certain products, most notably pipe, fittings, flanges and other products (�PFF�), into our International segment�s existing customer base and branch
network. We also seek to opportunistically add other products and new suppliers, including alloy, chrome, stainless products, gaskets, seals,
safety and other industrial supply products, into our existing North American platform. We will also look at future complementary distribution
acquisitions that would supplement our PVF leadership position, and we will look at future �bolt-on� acquisitions that broaden our geographic
footprint, increase international focus, or expand our product offering to our major customers.

Operations

Our business is segregated into three geographical operating segments, our U.S. operations, our Canadian operations and our International
operations. These segments are substantially similar, particularly within North America, and represent our business of providing PVF and related
products and services to the energy and industrial industries, across each of the upstream, midstream and downstream sectors. Financial
information regarding our reportable segments appears in �Item 7�Management�s Discussion and Analysis of Financial Condition and Results of
Operations� and in Note 13 of the Notes to the Consolidated Financial Statements included in Item 8 of this Form 10-K. We have recast segment
operating results for 2011 and 2010 to conform to certain organizational realignments in 2012.

Our U.S. segment represented approximately 76% of our consolidated revenues in 2012. We maintain distribution operations throughout the
country with concentrations in the most active oil and natural gas regions. Our network is comprised of over 150 branch locations, 8 distribution
centers, 12 valve automation service centers and over 95 third-party pipe yards.

Our Canadian segment represented approximately 14% of our consolidated revenues in 2012. Our distribution operations expand throughout the
western part of Canada with concentrations in Alberta and western Saskatchewan. In Canada, we have over 40 branch locations, one distribution
center and over 25 third-party pipe yards.

Our International segment represented approximately 10% of our consolidated revenues in 2012. This segment includes over 50 branch locations
located throughout Europe, Asia and Australasia with four distribution centers in each of the United Kingdom, Singapore, the Netherlands and
Australia. We also maintain 12 valve automation service centers in Europe, Asia and Australia as well as 10 pipe yards in Australia and the
United Kingdom.

Products: We distribute a complete line of PVF products, primarily used in specialized applications in the energy infrastructure sector. The
products we distribute are used in the construction, maintenance, repair and overhaul of equipment used in extreme operating conditions such as
high pressure, high/low temperature, high corrosive and abrasive environments. We are required to carry significant amounts of inventory to
meet the rapid delivery, often same day, requirements of our customers. The breadth and depth of our product offerings and our extensive global
presence allow us to provide high levels of service to our customers. Due to our broad inventory coverage, we are able to fulfill more orders
more quickly, including those with lower volume and specialty items, than we would be able to if we operated on a smaller scale or only at a
local or regional level. Key product types are described below:

� Valves and Specialty Products. Products offered include ball, butterfly, gate, globe, check, needle and plug valves which are
manufactured from cast steel, stainless/alloy steel, forged steel, carbon steel or
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cast and ductile iron. Valves are generally used in oilfield and industrial applications to control direction, velocity and pressure of
fluids and gases within transmission networks. Specialty products include lined corrosion resistant piping systems, valve automation
and top work components used for regulating flow and on/off service, and a wide range of steam and instrumentation products used
in various process applications within our refinery, petrochemical and general industrial sectors.

� Carbon Steel Fittings and Flanges and Stainless Steel and Alloy Pipe and Fittings. Carbon steel fittings and flanges include carbon
weld fittings, flanges and piping components used primarily to connect piping and valve systems for the transmission of various
liquids and gases. These products are used across all the industries in which we operate. Stainless steel and alloy pipe and fittings
include stainless, alloy and corrosion resistant pipe, tubing, fittings and flanges. These are used most often in the chemical, refining
and power generation industries but are used across all of the sectors in which we operate. Alloy products are principally used in
high-pressure, high-temperature and high-corrosion applications typically seen in process piping applications.

� Line Pipe. Carbon line pipe is typically used in high-yield, high-stress and abrasive applications such as the gathering and
transmission of oil, natural gas and phosphates. Line pipe is part of our tubular product category.

� Oil Country Tubular Goods (�OCTG�). OCTG is part of our tubular product category, includes casing (used for production and to
line the well bore) and tubing pipe (used to extract oil or natural gas from wells) and is either classified as carbon or alloy depending
on the grade of material.

� Other. Other includes natural gas distribution products, oilfield supplies, and other industrial products such as mill and safety and
electrical supplies. Natural gas distribution products include risers, meters, polyethylene pipe and fittings and various other
components and industrial supplies used primarily in the distribution of natural gas to residential and commercial customers. We
offer a comprehensive range of oilfield and industrial supplies and completion equipment, and products offered include high density
polyethylene pipe and fittings, valves, well heads, pumping units and rods. Additionally, we can supply a wide range of specialized
production equipment including meter runs, tanks and separators used in our upstream sector.

Services: We provide many of our customers with a comprehensive array of services including multiple deliveries each day, zone store
management, valve tagging and significant system interfaces that directly tie the customer into our proprietary information systems. This allows
us to interface with our customers� IT systems and provide an integrated supply service. Such services strengthen our position with our customers
as we become more integrated into the customer�s business and supply chain and are able to market a �total transaction value� solution rather than
individual product prices.

Our comprehensive information systems, which provide for customer and supplier electronic integrations, information sharing and e-commerce
applications, further strengthen our ability to provide high levels of service to our customers. In 2012, we processed over 1.6 million electronic
data interface (�EDI�) customer transactions. Our highly specialized implementation group focuses on the integration of our information systems
and implementation of improved business processes with those of a new customer during the initiation phase. By maintaining a specialized team,
we are able to utilize best practices to implement our systems and processes, thereby providing solutions to customers in a more organized,
efficient and effective manner. This approach is valuable to large, multi-location customers who have demanding service requirements.

As major integrated and large independent energy companies have implemented efficiency initiatives to focus on their core business, many of
these companies have begun outsourcing certain of their procurement and inventory management requirements. In response to these initiatives
and to satisfy customer service requirements, we offer integrated supply services to customers who wish to outsource all or a part of the
administrative burden associated with sourcing PVF and other related products, and we also often have MRC employees on-site full-time at
many customer locations. Our integrated supply group offers procurement-related services, physical warehousing services, product quality
assurance and inventory ownership and analysis services.
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Suppliers: We source the products we distribute from a global network of suppliers in 35 countries. Our suppliers benefit from access to our
diversified customer base and, by consolidating customer orders, we benefit from stronger purchasing power and preferred vendor programs.
Our purchases from our 25 largest suppliers in 2012 approximated 45% of our total purchases, with our single largest supplier constituting
approximately 7%. We are the largest customer for many of our suppliers, and we source a significant majority of the products we distribute
directly from the manufacturer. The remainder of the products we distribute are sourced from manufacturer representatives, trading companies
and, in some instances, other distributors.

We believe our customers and suppliers recognize us as an industry leader in part due to the quality of products we supply and for the formal
processes we use to evaluate vendor performance. This vendor assessment process is referred to as the MRC Supplier Registration Process,
which involves employing individuals, certified by the International Registry of Certificated Auditors, who specialize in conducting on-site
assessments of our manufacturers as well as monitoring and evaluating the quality of goods produced. The result of this process is the MRC
approved manufacturer�s listing (�AML�). Products from the manufacturers on this list are supplied across many of the industries we support.
Given that many of our largest customers, especially those in our downstream sector, maintain their own formal AML listing, we are recognized
as an important source of information sharing with our key customers regarding the results of our on-site assessment. For this reason, together
with our commitment to promote high quality products that bring the best overall value to our customers, we often become the preferred
provider of AML products to these customers. Many of our customers regularly collaborate with us regarding specific manufacturer
performance, our own experience with vendors� products and the results of our on-site manufacturer assessments. The emphasis placed on the
MRC AML by both our customers and suppliers helps secure our central and critical position in the global PVF supply chain.

We utilize a variety of freight carriers in addition to our corporate truck fleet to ensure timely and efficient delivery of our products. With respect
to deliveries of products from us to our customers, or our outbound needs, we utilize both our corporate fleet and third-party transportation
providers. We utilize third parties for approximately 22% of our outbound deliveries. With respect to shipments of products from suppliers to us,
or our inbound needs, we principally use third-party carriers.

Sales and Marketing: We distribute our products to a wide variety of end-users and have direct sales into 44 countries around the world. Our
broad distribution network and customer base allow us to capitalize on our extensive inventory offering. Local relationships, depth of inventory,
service and timely delivery are critical to the sales process in the PVF distribution industry. Our sales efforts are customer and product driven
and provide a system that is more responsive to changing customer and product needs than a traditional, fully centralized structure.

Our sales model applies a two-pronged approach to address both regional and national markets. Regional sales teams are based in our core
geographic regions and are complemented by a global accounts sales team organized by sector or product expertise and focused on large
regional, national or global customers. These sales teams are then supported by groups with additional specific service or product expertise,
including integrated supply and implementation. Our overall sales force is then internally divided into outside and inside sales forces.

Our approximately 400 (as of December 31, 2012) account managers and outside sales representatives develop relationships with prospective
and existing customers in an effort to better understand their needs and to increase the number of our products specified or approved by a given
customer. Outside sales representatives may be branch outside sales representatives, focused on customer relationships in specific geographies,
or technical outside sales representatives, who focus on specific products and provide detailed technical support to customers. Internationally,
for valve sales, the majority of our sales force are qualified engineers who are able to meet complex customer requirements, select optimal
solutions from a range of products to increase customers� efficiency and lower total product lifecycle costs.

To address the needs of our customer base, our inside sales force of approximately 950 customer service representatives (as of December 31,
2012) is responsible for processing orders generated by new and existing customers as well as by our outside sales force. The customer service
representatives develop order packages
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based on specific customer needs, interface with manufacturers to determine product availability, ensure on-time delivery and establish pricing
of materials and services based on guidelines and predetermined metrics that management establishes.

Seasonality: Our business experiences mild seasonal effects as demand for the products we distribute is generally higher during the months of
August, September and October. Demand for the products we distribute during the months of November and December and early in the year
generally tends to be lower due to a lower level of activity near the end of the calendar year in the industry sectors we serve and due to winter
weather disruptions. In addition, certain exploration and production (�E&P�) activities, primarily in Canada, typically experience a springtime
reduction due to seasonal thaws and regulatory restrictions, limiting the ability of drilling rigs to operate effectively during these periods.

Customers: Our principal customers are companies active in the upstream, midstream and downstream sectors of the energy industry as well as
in other industrial and energy sectors. Due to the demanding operating conditions in the energy industry, high costs and safety risks associated
with equipment failure, customers prefer highly reliable products and vendors with established qualifications, reputation and experience. As our
PVF products typically are mission critical and represent a fraction of the total cost of a given project, our customers often place a premium on
service and high reliability given the high cost to them of maintenance or new project delays. We strive to build long-term relationships with our
customers by maintaining our reputation as a supplier of high-quality, efficient and reliable products and value-added services and solutions.

We have a diverse customer base of over 18,000 active customers. We are not dependent on any one customer or group of customers. A majority
of our customers are offered terms of net 30 days (payment is due within 30 days of the date of the invoice). Customers generally have the right
to return products we have sold, subject to certain conditions and limitations, although returns have historically been immaterial to our sales. For
the years ended December 31, 2012 and 2011, our 25 largest customers represented approximately half of our total sales. For many of our largest
customers, we are often their sole or primary PVF provider by sector or geography, their largest or second largest supplier in aggregate or, in
certain instances, the sole provider for their upstream, midstream and downstream procurement needs. We believe that many customers for
which we are not the exclusive or comprehensive U.S. sole source PVF provider will continue to reduce their number of suppliers in an effort to
reduce costs and administrative burdens and focus on their core operations. As such, we believe these customers will seek to select PVF
distributors with the most extensive product offering and broadest geographic presence. Furthermore, we believe our business will benefit as
companies in the energy industry continue to consolidate and the larger, resulting companies look to larger distributors such as ourselves as their
sole or primary source PVF provider.

Backlog: Backlog is determined by the amount of unshipped third-party customer orders, which may be revised or cancelled by the customer in
certain instances. Backlog is generally attributable to our project contract activity, as we generally supply products for MRO contracts within a
short period of time from order. There can be no assurance that the backlog amounts will be ultimately realized as revenue, or that the Company
will earn a profit on the backlog of orders. Our backlog at December 31, 2012 was $664 million including $455 million, $62 million and $147
million in our US, Canadian and International segments, respectively. Our backlog at December 31, 2011 was $817 million including $631
million, $60 million and $126 million in our US, Canadian and International segments, respectively. The reduction in the U.S. 2012 backlog is
primarily from repositioning the Company away from certain OCTG drilling programs.

Competition: We are the largest PVF distributor to the energy industry based on sales. The broad PVF distribution industry is fragmented and
includes large, nationally recognized distributors, major regional distributors and many smaller local distributors. The principal methods of
competition include offering prompt local service, fulfillment capability, breadth of product and service offerings, price and total costs to the
customer. Our competitors include nationally recognized PVF distributors, such as National Oilwell Varco, Inc. and Ferguson Enterprises (a
subsidiary of Wolseley, plc), several large regional or product-specific competitors and many local, family-owned PVF distributors.
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Employees: As of December 31, 2012, we had approximately 4,780 employees of which 80 employees belong to a union and are covered by
collective bargaining agreements. We also had 30 employees in Australia that are not members of a union but are covered by union negotiated
agreements. We consider our relationships with our employees to be good.

For a breakdown of our annual revenues by geography, see �Note 13�Segment, Geographic and Product Line Information� to the audited
consolidated financial statements as of December 31, 2012.

Environmental Matters

We are subject to a variety of federal, state, local, foreign and provincial environmental, health and safety laws, regulations and permitting
requirements, including those governing the discharge of pollutants or hazardous substances into the air, soil or water, the generation, handling,
use, management, storage and disposal of, or exposure to, hazardous substances and wastes, the responsibility to investigate, remediate, monitor
and clean up contamination and occupational health and safety. Fines and penalties may be imposed for non-compliance with applicable
environmental, health and safety requirements and the failure to have or to comply with the terms and conditions of required permits.
Historically, the costs to comply with environmental and health and safety requirements have not been material to our financial position, results
of operations or cash flows. We are not aware of any pending environmental compliance or remediation matters that, in the opinion of
management, are reasonably likely to have a material effect on our business, financial position or results of operations or cash flows. However,
the failure by us to comply with applicable environmental, health and safety requirements could result in fines, penalties, enforcement actions,
employee, neighbor or other third-party claims for property damage and personal injury, requirements to clean up property or to pay for the costs
of cleanup, or regulatory or judicial orders requiring corrective measures, including the installation of pollution control equipment or remedial
actions.

Under certain laws and regulations, such as the U.S. federal Superfund law or its foreign equivalents, the obligation to investigate, remediate,
monitor and clean up contamination at a facility may be imposed on current and former owners, lessees or operators or on persons who may
have sent waste to that facility for disposal. Liability under these laws and regulations may be imposed without regard to fault or to the legality
of the activities giving rise to the contamination. Although we are not aware of any active litigation against us under the U.S. federal Superfund
law or its state or foreign equivalents, contamination has been identified at several of our current and former facilities, and we have incurred and
will continue to incur costs to investigate, remediate, monitor and clean up these conditions. Moreover, we may incur liabilities in connection
with environmental conditions currently unknown to us relating to our prior, existing or future owned or leased sites or operations or those of
predecessor companies whose liabilities we may have assumed or acquired. We believe that indemnities contained in certain of our acquisition
agreements may cover certain environmental conditions existing at the time of the acquisition subject to certain terms, limitations and
conditions. However, if these indemnification provisions terminate or if the indemnifying parties do not fulfill their indemnification obligations,
we may be subject to liability with respect to the environmental matters that those indemnification provisions address.

In addition, environmental, health and safety laws and regulations applicable to our business and the business of our customers, including laws
regulating the energy industry, and the interpretation or enforcement of these laws and regulations, are constantly evolving and it is impossible
to predict accurately the effect that changes in these laws and regulations, or their interpretation or enforcement, may have upon our business,
financial condition or results of operations. Should environmental laws and regulations, or their interpretation or enforcement, become more
stringent, our costs, or the costs of our customers, could increase, which may have a material adverse effect on our business, financial position,
results of operations or cash flows.

In particular, legislation and regulations limiting emissions of greenhouse gases, including carbon dioxide associated with the burning of fossil
fuels, are at various stages of consideration and implementation at the international, national, regional and state levels. In 2005, the Kyoto
Protocol to the 1992 United Nations Framework Convention on Climate Change, which established a binding set of emission targets for
greenhouse
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gases, became binding on the countries that ratified it. Attention is now focused on development of a post-2012 international policy framework
to guide international action to address climate change when the Kyoto Protocol expired in 2012. Certain states and regions have adopted or are
considering legislation or regulation imposing overall caps or taxes on greenhouse gas emissions from certain sectors or facility categories or
mandating the increased use of electricity from renewable energy sources. Similar legislation has been proposed at the federal level. In addition,
the EPA has implemented regulations that require permits for and reductions in greenhouse gas emissions for certain categories of facilities, the
most recent of which became effective in August 2012. Pursuant to the terms of a settlement agreement, the EPA is in the process of finalizing
greenhouse gas emissions standards, known as New Source Performance Standards (�NSPS�), for new power plants and plans to issue NSPS for
greenhouse gas emissions for oil refineries in the future. NSPS for other oil refinery emissions were issued by the EPA pursuant to the settlement
agreement in September 2012 and became effective in November 2012. The settlement agreement also calls for NSPS for greenhouse gas
emissions from existing power plants; however, the EPA has not proposed such NSPS to date. These laws and regulations could negatively
impact the market for the products we distribute and, consequently, our business.

In addition, federal, state, local, foreign and provincial laws, regulations and permitting requirements have been adopted or are being considered
that could impose more stringent permitting, disclosure, wastewater and other waste disposal and well construction and testing requirements on
hydraulic fracturing, a practice involving the injection of water containing certain other substances into rock formations (after perforating the
formation with explosive charges) to stimulate production of hydrocarbons, particularly natural gas, from shale basin regions. Other states and
the federal government are considering regulating this practice. These regulations include a variety of well construction, set back, wastewater
disposal, emissions, baseline sampling, operational and disclosure requirements limiting how fracturing can be performed and requiring various
degrees of disclosures regarding the contents of chemicals injected into the rock formations, as well as moratoria on all hydraulic fracturing
activity. Any increased federal, regional or state regulation of hydraulic fracturing could reduce the demand for our products in these regions.

Exchange Rate Information

In this report, unless otherwise indicated, foreign currency amounts are converted into U.S. dollar amounts at the exchange rates in effect on
December 31, 2012 and 2011 for balance sheet figures. Income statement figures are converted on a monthly basis, using each month�s average
conversion rate.

Available Information

Our website is located at www.mrcglobal.com. We make available free of charge on or through our internet website our annual report on Form
10-K, our quarterly reports on Form 10-Q, current reports on Form 8-K and amendments to those reports filed or furnished pursuant to Section
13(a) or 15(d) of the Securities Exchange Act of 1934 as soon as reasonably practicable after we electronically file such material with, or furnish
it to, the SEC.
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1A.    RISK FACTORS

You should carefully consider the following risk factors as well as the other information contained in this Annual Report on Form 10-K. If one
or more of these risks or uncertainties actually occurs, they could materially and adversely affect our business, financial condition and
operating results. In this Annual Report on Form 10-K, unless the context expressly requires a different reading, when we state that a factor
could �adversely affect us�, have a �material adverse effect�, �adversely affect our business� and similar expressions, we mean that the factor
could materially and adversely affect our business, financial condition and operating results and cash flows. Information contained in this
section may be considered �forward-looking statements�. See �Item 7�Management�s Discussion and Analysis of Financial Condition and
Results of Operations�Cautionary Note Regarding Forward-Looking Statements� below for a discussion of certain qualifications regarding such
statements.

Risks Related to Our Business

Decreased capital and other expenditures in the energy industry, which can result from decreased oil and natural gas prices, among other
things, can adversely impact our customers� demand for our products and our revenue.

A large portion of our revenue depends upon the level of capital and operating expenditures in the oil and natural gas industry, including capital
and other expenditures in connection with exploration, drilling, production, gathering, transportation, refining and processing operations.
Demand for the products we distribute and services we provide is particularly sensitive to the level of exploration, development and production
activity of, and the corresponding capital and other expenditures by, oil and natural gas companies. A material decline in oil or natural gas prices
could depress levels of exploration, development and production activity and, therefore, could lead to a decrease in our customers� capital and
other expenditures. If our customers� expenditures decline, our business will suffer.

Volatile oil and gas prices affect demand for our products.

Prices for oil and natural gas are subject to large fluctuations in response to relatively minor changes in the supply of and demand for oil and
natural gas, market uncertainty and a variety of other factors that are beyond our control. Any sustained decrease in capital expenditures in the
oil and natural gas industry could have a material adverse effect on us.

Many factors affect the supply of and demand for energy and, therefore, influence oil and natural gas prices, including:

� the level of domestic and worldwide oil and natural gas production and inventories;

� the level of drilling activity and the availability of attractive oil and natural gas field prospects, which governmental actions may
affect, such as regulatory actions or legislation, or other restrictions on drilling, including those related to environmental concerns
(e.g., a temporary moratorium on deepwater drilling in the Gulf of Mexico following a rig accident or oil spill);

� the discovery rate of new oil and natural gas reserves and the expected cost of developing new reserves;

� the actual cost of finding and producing oil and natural gas;

� depletion rates;

� domestic and worldwide refinery overcapacity or undercapacity and utilization rates;
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� the availability of transportation infrastructure and refining capacity;

� increases in the cost of products and services that the oil and gas industry uses, such as those that we provide, which may result from
increases in the cost of raw materials such as steel;
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� shifts in end-customer preferences toward fuel efficiency and the use of natural gas;

� the economic or political attractiveness of alternative fuels, such as coal, hydrocarbon, wind, solar energy and biomass-based fuels;

� increases in oil and natural gas prices or historically high oil and natural gas prices, which could lower demand for oil and natural gas
products;

� worldwide economic activity including growth in non-OECD countries, including China and India;

� interest rates and the cost of capital;

� national government policies, including government policies that could nationalize or expropriate oil and natural gas exploration,
production, refining or transportation assets;

� the ability of the Organization of Petroleum Exporting Countries (�OPEC�) to set and maintain production levels and prices for oil;

� the impact of armed hostilities, or the threat or perception of armed hostilities;

� environmental regulation;

� technological advances;

� global weather conditions and natural disasters;

� currency fluctuations; and

� tax policies.
Oil and natural gas prices have been and are expected to remain volatile. This volatility has historically caused oil and natural gas companies to
change their strategies and expenditure levels from year to year. We have experienced in the past, and we will likely experience in the future,
significant fluctuations in operating results based on these changes. In particular, volatility in the oil and natural gas sectors could adversely
affect our business.

General economic conditions may adversely affect our business.

U.S. and global general economic conditions affect many aspects of our business, including demand for the products we distribute and the
pricing and availability of supplies. General economic conditions and predictions regarding future economic conditions also affect our forecasts.
A decrease in demand for the products we distribute or other adverse effects resulting from an economic downturn may cause us to fail to
achieve our anticipated financial results. General economic factors beyond our control that affect our business and customers include interest
rates, recession, inflation, deflation, customer credit availability, consumer credit availability, consumer debt levels, performance of housing
markets, energy costs, tax rates and policy, unemployment rates, commencement or escalation of war or hostilities, the threat or possibility of
war, terrorism or other global or national unrest, political or financial instability, and other matters that influence our customers� spending.
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Increasing volatility in financial markets may cause these factors to change with a greater degree of frequency or increase in magnitude. In
addition, worldwide economic conditions, including those associated with the current European sovereign debt crisis, could have an adverse
effect on our business, prospects, operating results, financial condition, and cash flows going forward. Continued adverse economic conditions
would have an adverse effect on us.

We may be unable to compete successfully with other companies in our industry.

We sell products and services in very competitive markets. In some cases, we compete with large companies with substantial resources. In other
cases, we compete with smaller regional players that may increasingly be willing to provide similar products and services at lower prices.
Competitive actions, such as price reductions, consolidation in the industry, improved delivery and other actions, could adversely affect our
revenue and
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earnings. We could experience a material adverse effect to the extent that our competitors are successful in reducing our customers� purchases of
products and services from us. Competition could also cause us to lower our prices, which could reduce our margins and profitability.
Furthermore, consolidation in our industry could heighten the impacts of the competition on our business and results of operations discussed
above, particularly if consolidation results in competitors with stronger financial and strategic resources, and could also result in increases to the
prices we are required to pay for acquisitions we may make in the future.

Demand for the products we distribute could decrease if the manufacturers of those products were to sell a substantial amount of goods
directly to end users in the sectors we serve.

Historically, users of PVF and related products have purchased certain amounts of these products through distributors and not directly from
manufacturers. If customers were to purchase the products that we sell directly from manufacturers, or if manufacturers sought to increase their
efforts to sell directly to end users, we could experience a significant decrease in profitability. These or other developments that remove us from,
or limit our role in, the distribution chain, may harm our competitive position in the marketplace and reduce our sales and earnings and adversely
affect our business.

We may experience unexpected supply shortages.

We distribute products from a wide variety of manufacturers and suppliers. Nevertheless, in the future we may have difficulty obtaining the
products we need from suppliers and manufacturers as a result of unexpected demand or production difficulties that might extend lead times.
Also, products may not be available to us in quantities sufficient to meet our customer demand. Our inability to obtain products from suppliers
and manufacturers in sufficient quantities, or at all, could adversely affect our product offerings and our business.

We may experience cost increases from suppliers, which we may be unable to pass on to our customers.

In the future, we may face supply cost increases due to, among other things, unexpected increases in demand for supplies, decreases in
production of supplies or increases in the cost of raw materials or transportation. Any inability to pass supply price increases on to our customers
could have a material adverse effect on us. For example, we may be unable to pass increased supply costs on to our customers because
significant amounts of our sales are derived from stocking program arrangements, contracts and MRO arrangements, which provide our
customers time limited price protection, which may obligate us to sell products at a set price for a specific period. In addition, if supply costs
increase, our customers may elect to purchase smaller amounts of products or may purchase products from other distributors. While we may be
able to work with our customers to reduce the effects of unforeseen price increases because of our relationships with them, we may not be able
to reduce the effects of the cost increases. In addition, to the extent that competition leads to reduced purchases of products or services from us
or a reduction of our prices, and these reductions occur concurrently with increases in the prices for selected commodities which we use in our
operations, including steel, nickel and molybdenum, the adverse effects described above would likely be exacerbated and could result in a
prolonged downturn in profitability.

We do not have contracts with most of our suppliers. The loss of a significant supplier would require us to rely more heavily on our other
existing suppliers or to develop relationships with new suppliers. Such a loss may have an adverse effect on our product offerings and our
business.

Given the nature of our business, and consistent with industry practice, we do not have contracts with most of our suppliers. We generally make
our purchases through purchase orders. Therefore, most of our suppliers have the ability to terminate their relationships with us at any time.
Approximately 45% of our total purchases during the year ended December 31, 2012 were from our 25 largest suppliers. Although we believe
there are numerous manufacturers with the capacity to supply the products we distribute, the loss of one or more of our major suppliers could
have an adverse effect on our product offerings and our business. Such a loss would require us to rely more heavily on our other existing
suppliers or develop relationships with new suppliers, which may cause us to pay higher prices for products due to, among other things, a loss of
volume discount benefits currently obtained from our major suppliers.
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Price reductions by suppliers of products that we sell could cause the value of our inventory to decline. Also, these price reductions could
cause our customers to demand lower sales prices for these products, possibly decreasing our margins and profitability on sales to the extent
that we purchased our inventory of these products at the higher prices prior to supplier price reductions.

The value of our inventory could decline as a result of manufacturer price reductions with respect to products that we sell. There is no assurance
that a substantial decline in product prices would not result in a write-down of our inventory value. Such a write-down could have an adverse
effect on our financial condition.

Also, decreases in the market prices of products that we sell could cause customers to demand lower sales prices from us. These price reductions
could reduce our margins and profitability on sales with respect to the lower-priced products. Reductions in our margins and profitability on
sales could have a material adverse effect on us.

A substantial decrease in the price of steel could significantly lower our gross profit or cash flow.

We distribute many products manufactured from steel. As a result, the price and supply of steel can affect our business and, in particular, our
tubular product category. When steel prices are lower, the prices that we charge customers for products may decline, which affects our gross
profit and cash flow. At times pricing and availability of steel can be volatile due to numerous factors beyond our control, including general
domestic and international economic conditions, labor costs, sales levels, competition, consolidation of steel producers, fluctuations in and the
costs of raw materials necessary to produce steel, steel manufacturers� plant utilization levels and capacities, import duties and tariffs and
currency exchange rates. Increases in manufacturing capacity for the tubular products could put pressure on the prices we receive for our tubular
products. When steel prices decline, customer demands for lower prices and our competitors� responses to those demands could result in lower
sales prices and, consequently, lower gross profit and cash flow.

If steel prices rise, we may be unable to pass along the cost increases to our customers.

We maintain inventories of steel products to accommodate the lead time requirements of our customers. Accordingly, we purchase steel
products in an effort to maintain our inventory at levels that we believe to be appropriate to satisfy the anticipated needs of our customers based
upon historic buying practices, contracts with customers and market conditions. Our commitments to purchase steel products are generally at
prevailing market prices in effect at the time we place our orders. If steel prices increase between the time we order steel products and the time
of delivery of the products to us, our suppliers may impose surcharges that require us to pay for increases in steel prices during the period.
Demand for the products we distribute, the actions of our competitors and other factors will influence whether we will be able to pass on steel
cost increases and surcharges to our customers, and we may be unsuccessful in doing so.

We do not have long-term contracts or agreements with many of our customers. The contracts and agreements that we do have generally do
not commit our customers to any minimum purchase volume. The loss of a significant customer may have a material adverse effect on us.

Given the nature of our business, and consistent with industry practice, we do not have long-term contracts with many of our customers. In
addition, our contracts, including our MRO contracts, generally do not commit our customers to any minimum purchase volume. Therefore, a
significant number of our customers, including our MRO customers, may terminate their relationships with us or reduce their purchasing volume
at any time. Furthermore, the long-term customer contracts that we do have are generally terminable without cause on short notice. Our
25 largest customers represented approximately half of our sales for the year ended December 31, 2012. The products that we may sell to any
particular customer depend in large part on the size of that customer�s capital expenditure budget in a particular year and on the results of
competitive bids for major projects. Consequently, a customer that accounts for a significant portion of our sales in one fiscal year may represent
an immaterial portion of our sales in subsequent fiscal years. The loss of a significant customer, or a substantial decrease in a significant
customer�s orders, may have an adverse effect on our sales and revenue.
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In addition, we are subject to customer audit clauses in many of our multi-year contracts. If we are not able to provide the proper documentation
or support for invoices per the contract terms, we may be subject to negotiated settlements with our major customers.

Changes in our customer and product mix could cause our gross profit percentage to fluctuate.

From time to time, we may experience changes in our customer mix or in our product mix. Changes in our customer mix may result from
geographic expansion, daily selling activities within current geographic markets and targeted selling activities to new customer segments.
Changes in our product mix may result from marketing activities to existing customers and needs communicated to us from existing and
prospective customers. If customers begin to require more lower-margin products from us and fewer higher-margin products, our business,
results of operations and financial condition may suffer.

Customer credit risks could result in losses.

The concentration of our customers in the energy industry may impact our overall exposure to credit risk as customers may be similarly affected
by prolonged changes in economic and industry conditions. Further, laws in some jurisdictions in which we operate could make collection
difficult or time consuming. We perform ongoing credit evaluations of our customers and do not generally require collateral in support of our
trade receivables. While we maintain reserves for expected credit losses, we cannot assure these reserves will be sufficient to meet write-offs of
uncollectible receivables or that our losses from such receivables will be consistent with our expectations.

We may be unable to successfully execute or effectively integrate acquisitions.

One of our key operating strategies is to selectively pursue acquisitions, including large scale acquisitions, to continue to grow and increase
profitability. However, acquisitions, particularly of a significant scale, involve numerous risks and uncertainties, including intense competition
for suitable acquisition targets, the potential unavailability of financial resources necessary to consummate acquisitions in the future, increased
leverage due to additional debt financing that may be required to complete an acquisition, dilution of our stockholders� net current book value per
share if we issue additional equity securities to finance an acquisition, difficulties in identifying suitable acquisition targets or in completing any
transactions identified on sufficiently favorable terms, assumption of undisclosed or unknown liabilities and the need to obtain regulatory or
other governmental approvals that may be necessary to complete acquisitions. In addition, any future acquisitions may entail significant
transaction costs and risks associated with entry into new markets.

Even when acquisitions are completed, integration of acquired entities can involve significant difficulties, such as:

� failure to achieve cost savings or other financial or operating objectives with respect to an acquisition;

� strain on the operational and managerial controls and procedures of our business, and the need to modify systems or to add
management resources;

� difficulties in the integration and retention of customers or personnel and the integration and effective deployment of operations or
technologies;

� amortization of acquired assets, which would reduce future reported earnings;

� possible adverse short-term effects on our cash flows or operating results;

� diversion of management�s attention from the ongoing operations of our business;
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� integrating personnel with diverse backgrounds and organizational cultures;

� coordinating sales and marketing functions;

� failure to obtain and retain key personnel of an acquired business; and

� assumption of known or unknown material liabilities or regulatory non-compliance issues.
Failure to manage these acquisition growth risks could have an adverse effect on us.
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Our significant indebtedness may affect our ability to operate our business, and this could have a material adverse effect on us.

We have now and will likely continue to have a significant amount of indebtedness. As of December 31, 2012, we had total debt outstanding of
$1,256.6 million, borrowing availability of $429.6 million under our credit facilities and total liquidity (borrowing capacity plus cash on hand) of
$466.7 million. We may incur significant additional indebtedness in the future. If new indebtedness is added to our current indebtedness, the
risks described below could increase. Our significant level of indebtedness could have important consequences, such as:

� limiting our ability to obtain additional financing to fund our working capital, acquisitions, expenditures, debt service requirements
or other general corporate purposes;

� limiting our ability to use operating cash flow in other areas of our business because we must dedicate a substantial portion of these
funds to service debt;

� limiting our ability to compete with other companies who are not as highly leveraged;

� subjecting us to restrictive financial and operating covenants in the agreements governing our and our subsidiaries� long-term
indebtedness;

� exposing us to potential events of default (if not cured or waived) under financial and operating covenants contained in our or our
subsidiaries� debt instruments that could have a material adverse effect on our business, results of operations and financial condition;

� increasing our vulnerability to a downturn in general economic conditions or in pricing of our products; and

� limiting our ability to react to changing market conditions in our industry and in our customers� industries.
In addition, borrowings under our credit facilities bear interest at variable rates. If market interest rates increase, the variable-rate debt will create
higher debt service requirements, which could adversely affect our cash flow. Our interest expense for the year ended December 31, 2012 was
$112.5 million.

Our ability to make scheduled debt payments, to refinance our obligations with respect to our indebtedness and to fund capital and non-capital
expenditures necessary to maintain the condition of our operating assets, properties and systems software, as well as to provide capacity for the
growth of our business, depends on our financial and operating performance, which, in turn, is subject to prevailing economic conditions and
financial, business, competitive, legal and other factors. Our business may not generate sufficient cash flow from operations, and future
borrowings may not be available to us under our credit facilities in an amount sufficient to enable us to pay our indebtedness or to fund our other
liquidity needs. We may seek to sell assets to fund our liquidity needs but may not be able to do so. We may also need to refinance all or a
portion of our indebtedness on or before maturity. We may not be able to refinance any of our indebtedness on commercially reasonable terms or
at all.

In addition, we are and will be subject to covenants contained in agreements governing our present and future indebtedness. These covenants
include and will likely include restrictions on:
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