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A Introduction 

On 7 and 8 August 2025 officials of the Anti-Dumping Commission (“the Commission”) visited Intex 
International Headquarters to verify the Importer Questionnaire response of Intex International Group Pty 
Ltd (“Intex”) in the AD/CV investigations being undertaken by the Commission with respect to steel 
corner beads and angles (Case 677) and ceiling steel framing members (Case 653). 

The importer verification agenda invited Intex to make submissions with respect to the applicant’s claims 
of injury and causation as follows: 

The Commission would like your views on the applicant’s claims of injury and causation as a result of 
dumped and/or subsidised imports. To facilitate this discussion, the verification team seeks your 
understanding and any supporting evidence of:  

• how the market for the goods operates in Australia  

• key players  

• recent market developments  

• significance of price 

• how prices are set in the market, including any evidence you have of counter offers 

• whether other factors, other than dumping may contribute to injury claimed by the applicant 

• any other relevant information on how the goods are sold and used. 

Information relating to these matters was provided to the Commission officials at various times when 
various topics were discussed. This information note provides a summary of the main points made and 
refers to and augments the information and observations that were advanced by Intex in relation to the 
injury and causation topics in the verification agenda. 

B A market dominated by large foreign-owned building material groups 

1 Observations of Intex 
The market is highly competitive. There are three major players. They are owned by members of large 
foreign-owned conglomerates. They are vertically integrated from manufacturing to distribution. They 
have substantial market power through their size and foreign ownership. They are “Rondo” (the 
applicant), “Siniat”, and “Studco”. 
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Rondo has five main distribution outlets and claims that it has a network of more than 450 Rondo 
Network Partner outlets “across Australia, New Zealand, Asia and the Middle East”.1 2 Both Siniat and 
Studco distribute through main distribution centres that they own and via either or both company-owned 
stores and a large network of independently owned and operated outlets. Intex estimates the three 
Australian industry members command up to [CONFIDENTIAL TEXT DELETED – number]% of the market.  

Intex is the biggest of the other, smaller market players. Intex is an Australian owned and operated 
distributor of ceiling and wall system products and services. Intex estimates that it has a market share in 
the vicinity of [CONFIDENTIAL TEXT DELETED – number]%. Intex has achieved that level on a linear to slightly 
increasing trajectory over the three years to 30 June 2024. A small market player up against much larger 
“controlling” competitors in any market has no-to-low market power, and the Australian ceiling and wall 
systems market is a textbook example of same. The market structure is an oligopoly with each of Rondo, 
Siniat and Studco having control over pricing and market dynamics. They dedicate their profits towards 
perpetuating their dominance and fighting for higher market share amongst themselves.  

The barriers these practices present to a small competitor like Intex in gaining substantial market share - 
a competitor that is not “in the club” - are insurmountable. Intex’s revenue numbers make that market 
separation clear, in that over the four-year period shown on the relevant chart its revenue has grown at 
lower rates than any of the oligopolists.3 

To maintain its position in the market Intex has a strong focus on innovation in product design and on 
efficient specification of wall and ceiling systems for its customers, in terms of both individual component 
cost and ceiling and wall system design.  

The revenue chart in Attachment 1 also indicates the impact of a market shock or shocks on a group of 
oligopolists. Those impacts in the case of the ceiling and wall systems market in recent accounting 
periods have been the building and construction market downturn and, in Intex’s opinion, the investment 
behaviour of Siniat which has strongly challenged Rondo’s number one position. The revenue chart 
shows the impact of actions and reactions amongst the three oligopolist market players to those main 
exogenies. It is amongst them that the biggest volume shifts are likely to have occurred in the market.4 
And, while that has been happening, Rondo and Studco have maintained and increased their profit 
margins, while Siniat has invested its revenues in strengthening its full-solutions capability. 

At the product level, Intex has made its position concerning the relevant market for the Commission’s 
inquiries in these cases abundantly clear, and can see no rational counterargument. The relevant market 
for the Commission’s analysis is the metal ceiling and wall systems market. Important observations about 

 
1  See Rondo website at https://www.rondo.com.au/about/media/blogs/partnering-with-the-best-to-deliver-a-high-

class-service. In contrast to Rondo’s 450 outlets and its [CONFIDENTIAL TEXT DELETED – Intex estimate]% metal 
offering, Intex estimates that under half of the [CONFIDENTIAL TEXT DELETED – number] distributors who on-sell 
Intex-supplied products carry Intex’s metal range, with metal being only [CONFIDENTIAL TEXT DELETED – 
number]% of Intex’s offering. This is because Intex sells plastering accessories to tool and power tool stores, 
hire shops, fastener stores etc that do not also buy or sell any metal framing at all. For example, power tool 
stores buy products such as plastering vacuums from Intex but not metal componentry. 

2  Rondo’s claim regarding outlets it “has” in “Asia and the Middle East” is outdated, or dishonest, or both. On 31 
March 2023 Rondo announced “the sale of its international businesses, Rondo Metal Products Sdn Bhd and 
Rondo Metal Systems Sdn Bhd, to Knauf. The sale includes Rondo’s operations in Malaysia and the United 
Arab Emirates and related entities”. Source: Sale of Rondo International business to Knauf, Rondo website. 

3  See Attachment 1 – chart in (a). 
4  For context, an exchange of [CONFIDENTIAL TEXT DELETED – number]% market share amongst Rondo, Siniat and 

Studco would be three times greater than Intex’s entire market share. 

https://www.rondo.com.au/about/media/blogs/partnering-with-the-best-to-deliver-a-high-class-service
https://www.rondo.com.au/about/media/blogs/partnering-with-the-best-to-deliver-a-high-class-service
https://www.rondo.co.nz/about/media/blogs/sale-of-rondo-international-business-to-knauf
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the market for the products that Rondo has erroneously chosen to complain about in individual 
investigations have been made on the public record.  

It has been Rondo’s choice to break out ceiling and steel framing members (and now also “light gauge 
steek stud and track”) as separate investigations. In terms of market realities, these metal components 
are a part of a ceiling and wall system.5 Important observations about the market for the products that 
Rondo has erroneously chosen to complain about in individual investigations have been made on the 
public record by interested parties. Studco agrees with Intex that ceiling steel framing members are sold 
as part of a system.6 Metal parts for ceiling and wall systems are MCCs of ceiling and wall systems. The 
significance of this is that any alleged causation of injury has to be assessed with respect to any impact 
of allegedly dumped ceiling steel framing members with regard to competition in the market for ceiling 
and wall systems.  

Rondo also chose to break-out steel corner beads and angles as a separate investigation. Studco has 
advised the Commission that they are sold “[a]s individual items”.7 Rondo agrees and goes further by 
stating that steel corner beads and angles “operate in the market on an independent basis and are 
decisive in end user preference” for wall and ceiling systems.8 Thus, the applicant itself believes that 
sales of steel corner beads and angles is a pathway towards sales of wall and ceiling systems. The 
significance of this is that downward price movement or loss-making on steel corner beads and angles, if 
there is any loss making, is more likely to be an accepted expense for the purpose of selling wall and 
ceiling systems in the overall market than a reaction to imports. Steel corner beads and angles are 
therefore also sold in the market for ceiling and wall systems, whether or not they need to be physically 
connected to other metal components. 

More lately, Rondo has adopted the same component-segregation approach in its application for AD/CV 
duties with respect to light gauge steel stud and track. These components – “csfm”, “scba” and “lgsst” - 
are all cut and pressed metal objects which are very simply made from sheet metal fed into cutting and 
pressing machines. They are MCCs of products marketed, sold, and installed as ceiling and wall unit 
systems.  

Inevitably, these realities must widen the Commission’s gaze, when considering questions of “injury” and 
“causation of injury”, to the ceiling and wall unit systems market, and how the major participants in that 
market compete, behave, and profit. 

2 Supporting evidence 
See Attachment 1 (principally, the revenue chart, analysis and comments). 

 
5  Light gauge steel stud and track (“lgsst”), to which Rondo’s separate application that caused the initiation of 

Case 679 pertains, are also components of ceiling and wall systems. 
6  See Studco’s Australian Industry Member Market Questionnaire, Investigation 653, EPR Doc No. 14, response 

to question 12: “CSFM products are preferably sold as part of a complete system, not as individual items. 
[confidential text deleted: information on competitive practices]. This system based approach is essential for 
meeting AS/NZS 2785 requirements and is expected on large commercial and government projects. 
[confidential text deleted: information on competitive practices].”  

7  See Studco’s Australian Industry Member Market Questionnaire (Investigation 677, EPR Doc No. 7, response 
to question 12). 

8  See Rondo submission dated 12 March 2025 (Investigation 650, EPR Doc No. 9, page 1), attached hereto as 
Attachment 3, which Rondo has notably not repeated for the purposes of its “withdrawn and re-lodged” scba 
investigation (Case 677). Consistent with our submissions regarding Siniat’s plasterboard offering, 
[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion] end user preference in the ceiling 
and wall systems market. 
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C Key players  

As stated, the key players are Rondo, Siniat and Studco, all of whom are member companies of foreign-
owned conglomerates. In economic terms they are the market “oligopolists” of Australia’s ceiling and wall 
systems market. They are the few firms that hold the majority of market share and control key market 
outcomes, which is essentially the accepted definition of oligopolistic conditions. Their actions are 
interdependent, in the sense that the decisions of one directly affect and are affected by the decisions of 
the others. Sometimes the decisions of oligopolists are mutually supportive, and this is where 
competition law attempts to step in to improve market outcomes.  

At times of market stress or greater ambition, oligopolists are likely to behave aggressively, and when 
that occurs the others are likely to respond in order to return to a state of equilibrium amongst each 
other.  

Intex submits that the data presented in this submission demonstrates exactly such a situation. 

D Building and construction downturn 

1 Observations of Intex 
The financial performance of ceiling and wall unit systems suppliers is highly dependent on the building 
and construction pipeline. It is well-documented that the commercial and residential construction markets 
faced declining and depressed conditions in the investigation period. This affected the financial 
performance of all participants.  

Ceiling and wall unit systems are required for the construction and fitting-out of commercial and multi-unit 
residential buildings. Some may be used in domestic housing, but residential wall and ceiling 
requirements are for the most part catered for by timber framing and, more recently, modular steel.  

Ceiling and wall unit systems are made up of interlocking components for which warranties are only 
given when purchased “in globo” from the one supplier. If competitors’ components were to be 
intermingled in a purchased system, if they physically could be intermingled, warranties would not apply.  

Steel corner beads and angles are sold with those systems as well as being used individually and 
separately in both commercial buildings and the full range of residential buildings. Accordingly they are a 
high volume component. Rondo believes their price to be “decisive” in ceiling and wall unit systems 
selections by customers.9  

 
9  Rondo’s sales strategy [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion] “full wall 

and ceiling solutions” [underlining supplied] (see https://www.siniat.com.au/en-au/products--systems/). 
[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion] “[t]hese outlets provide full-system 
solutions, technical support and logistics services tailored to local markets” [underlining supplied] (see Siniat’s 
Australian Industry Member Market Questionnaire, Investigation 679, EPR Doc No. 5, response to question 
13). 

https://www.siniat.com.au/en-au/products--systems/
https://www.industry.gov.au/sites/default/files/adc/public-record/2025-08/australian_industry_etex_australia_response_to_australian_market_questionnaire.pdf
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2 Supporting evidence 
(a) Downtrend in building activity 

 

Residential construction activity10  

(b) Increasing building and construction costs 

 

General construction costs11 

 

 
10  Source: Cutting red tape to building a solution to housing crisis, as published in The Australian, 5 December 

2024, based on ABS Building Approvals and Building Activity. 
11  Source: April 2024 Quarterly Update, Rawlinsons. 

https://www.theaustralian.com.au/business/property/cutting-red-tape-key-to-building-a-solution-to-housing-crisis/news-story/63952564121eabe8e145c99fe9f2c360
https://cdn.prod.website-files.com/6187e83da043f1b74dbad924/660e2d47544563d9e8f9342b_QU-%20April%2024%20-%20Public.pdf
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(c) Business failure 

 

Construction industry insolvencies12 

E Intex’s market positioning 

1 Observations of Intex 
Intex has a different perspective to that of the major players in the industry. Intex’s key selling point is the 
value proposition that comes from innovation, efficiency, design, and service convenience. All of those 
things contribute to Intex’s strong brand reputation for its metal systems. As a small player in the market, 
and as an independent Australian company, unaligned to international conglomerates, Intex has neither 
the capacity nor the mindset to finance a “price war” on individual components, and certainly not on full 
systems, and given the way the market operates it would be a commercial nonsense for it to attempt to 
do so.  

2 Supporting evidence 
Intex is an originator of products that have become acknowledged market-leaders for their innovation 
and functionality. The following examples were provided at the verification: 

• [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence innovation] 

• Another major advance in ceiling and wall systems technology is Intex’s revolutionary Qubit360 
product, which Intex is about to bring to market. This is a total isolation framing system designed 
to accommodate movement in buildings, the functionality of which was demonstrated by the 
video presentation shown at the verification. 

 
12  Source: Surging construction insolvencies bankrupt housing targets, Macrobusiness. 

https://www.macrobusiness.com.au/2025/02/surging-construction-insolvencies-bankrupt-housing-targets/
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• [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business strategy] 

• [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business strategy] 

• [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business strategy] 

F Price setting in the market is the domain of the major players 

1 Observations of Intex 
It is competition between the three major players that causes price movements that are of concern to 
them, and it is competition between them which “sets” their prices.  

Regarding Intex’s pricing, Intex pays attention to [CONFIDENTIAL TEXT DELETED – Intex commercial-in-
confidence business strategy]. On very rare occasions, Intex will come across a specific price list offered by 
a major competitor to an individual customer which can provide insights into comparative pricing.13 
However, what must be remembered is that the profitability of ceiling and wall systems cannot be 
assessed on a component by component basis. The cost-price optic of individual components is 
distorted by factors such as per-piece pricing and the sales strategies of the major suppliers, for example 
Rondo’s claimed “decisive[ness]” of scba pricing and Siniat’s emphasis on “full-system solutions”, which 
brings plasterboard into the cost-price ratio.  

Price changes (in percentage terms) that occurred in the investigation period (and before) for Rondo’s 
ceiling and wall system components, and for those of Siniat and Studco, were at one time displayed on 
the “PMC” website. They are no longer signalled in that way.14 Such increases were likely reduced by 
way of discounts/rebates at the whim of the companies concerned, to retain distributor accounts or win 
project work. Despite those practices, the PMC information (at the time it was published) served as an 
indication of price movements introduced or desired to be introduced to the market by the oligopolists.  

As stated, accurate price discovery was (and still is) complicated by the rumoured discounts and rebate 
programs in the market. Deep discounting from “face” prices [CONFIDENTIAL TEXT DELETED – Intex 
commercial-in-confidence business opinion] has become the market norm in pricing practices by the 
Australian industry. What this means is that a listed “price” is rarely what ends up being the quoted or 
actual “price”. Trying to keep track of individual component pricing in the market is a wasted effort for a 
company like Intex. 

The key price driver for Intex is [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business 
strategy]. As stated, innovation and brand reputation is also very important as it adds value without 
increasing Intex’s cost.  

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business strategy] Instead Intex’s aim is to 
develop, design and sell the most cost-effective and most desired ceiling and wall systems available in 
the Australian market.  

 
13  See, for example, Attachment 4. 
14  See, presently, https://www.pmcstore.net.au/. [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence 

business opinion]. 

https://www.pmcstore.net.au/
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[CONFIDENTIAL TEXT DELETED – competitor’s pricing tendency]15 [CONFIDENTIAL TEXT DELETED – competitor’s 
pricing tendency]  

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion] This refers to the customer 
benefits and pricing flexibility afforded by having metal and plasterboard within the one corporate entity, a 
capability which Siniat considerably enhanced in the investigation period. With its acquisition of the 
Western Australian plasterboard production of the BGC Group, Siniat expanded its national plasterboard 
coverage and increased its plasterboard supply and sales by somewhere between [CONFIDENTIAL TEXT 
DELETED – number]% to [CONFIDENTIAL TEXT DELETED – number]% (Intex estimate). Siniat is the only 
supplier in the Australian market with that in-house wallboard capability. 

Based on the data we have assembled from public sources, we would offer the opinion that 
[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion]. Over the past two to three 
years, Siniat has enhanced its investment in plasterboard supply. Further, the data shows that Rondo 
has been shedding workers, while Siniat and Studco have been increasing them, and that Rondo has not 
been re-investing in its business, [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business 
opinion].  

In Intex’s opinion Rondo’s slow regression in market share and its more pronounced drop in revenue 
compared to the other Australian industry members can be put down to the fact that it lacks both 
innovation in its products and modernity in its approach to the market. [CONFIDENTIAL TEXT DELETED – 
Intex commercial-in-confidence opinions about competitor business model]. 

The data demonstrates the consistency of profitability associated with oligopolistic competition. The 
Australian industry profitability table shows Rondo’s declared FY2023 profit to have been 14%, its 
FY2024 profit to have been 15% and its half year ended 31 December 2024 to also have been 15%. 
Noting that Rondo’s revenue is [CONFIDENTIAL TEXT DELETED – Intex estimate]% metal ceiling and wall 
systems components, these are not statistics that shout-out “material injury” on any measure, and they 
logically render any “cause” analysis in the cases before the Commission irrelevant.  

These observations about continuing high profitability extend to the other Australian industry members.. 
[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competitor business model] 

So, where in all this is any material injury to be found? There is none. How are Intex’s sales of ceiling 
and wall systems utilising China-sourced componentry having any effect whatsoever on the oligopolists’ 
pantheon? There is no effect. How can imports of China-sourced componentry that do not enter the 
market via Intex’s sales cause material injury, if there is none? They cannot.  

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion] The evidence is just not 
there. Consistently increasing year on year profitability from 1 July 2019, by a ceiling and wall systems 
company whose metal component offering represents [CONFIDENTIAL TEXT DELETED – Intex estimate]% plus 
of its sales revenue (Intex estimate), reveals the truth. [CONFIDENTIAL TEXT DELETED – Intex commercial-in-
confidence business opinion]. Rondo’s revenue trends are not as good as those of its Australian industry 
competitors, and its competitors’ more active business strategies could be the reason. In a market 
downturn, at a time when Rondo’s shareholders are repatriating profits rather than re-investing them in 
Australia, CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion], with the prospect 
of increasing Rondo’s revenue and market share. 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion] 

 
15  See F.2, below. 
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The building materials industry is not for the faint hearted, and competition concerns are frequently aired, 
notably including concerns involving Rondo’s owners.16  

Downstream industry conditions clearly changed in the investigation period, and it would be a normal 
expectation of most market players that it would be necessary to meet the prices of their competitors, or 
to find some other way to counteract the initiatives of their competitors. The revenue chart in Attachment 
1 indicates that, on that measure, Rondo did not do as well in meeting the challenge of the downstream 
market downturn as did Siniat and Studco, but that it maintained profitability in percentage terms at 
historically consistent levels. 

Intex is a small and differentiated supplier of ceiling and wall systems using Australian designed 
components that are imported from China. It does not “shop around” for the lowest prices, indeed it has 
had a steady and stable source of supply [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence 
business strategy] for many years. It has been conducting its business with innovation and efficiency and 
to the best of its ability in a “big corporate” minefield, without the benefit of the commercial power and 
coverage held by the foreign-owned building materials suppliers that dominate the market.  

It is false and vexatious for Rondo to suggest that Intex’s prices are the “lever” that has caused price or 
volume injury to Rondo in the period of investigation, whether material, immaterial or otherwise. In both 
economic theory, and in reality, Rondo’s directly relevant competition comes from within the oligopolistic 
group of competitors Rondo has to contend with, and in engaging in that competition, Rondo has not 
suffered any reductions in its ceiling and wall systems profitability, rather it has increased. 

2 Supporting evidence  
For the Commission’s benefit, we have attached a certain Rondo price list17 and a spreadsheet analysis 
of same18 which establishes double-digit discounting by Rondo from illusory “list prices”, with higher 
levels of discounting being applied to steel corner beads and angles and ceiling steel framing members 
than other “MCCs” of ceiling and wall systems shown in the price list. 

The nature, contents and outcomes of the price list and the analysis can be described as follows: 

• Rondo price list effective in 2024, with all wall unit component prices and discounts shown in a 
“before” and “after” manner; and  

• Excel spreadsheet grouping all components into “csfm”, “scba”, and all others, with “csfm” and 
“scba” uniformly subject to the second highest discount in the range of discounts, and lesser 
discounting for most other items. 

 
16  See CSR accused of threatening supplier to force up prices, Australian Financial Review, 16 September 2025; 

CSR owner Saint Gobain faces market power claim over Covid-19 era insulation price hikes that sent builders 
to the wall; The Australian, 30 June 2025; Record $57.5 million penalty for BlueScope’s attempted price fixing, 
ACCC newsletter dated 29 August 2023; CADE challenges Knauf's proposed acquisition of Trevo, global 
gypsum, 11 October 2023; Croatian Competition Commission investigates Knauf, global gypsum, 10 November 
2022; Knauf - proposed acquisitions of USG and AWI, ACCC Public Competition Assessment, 13 May 2019; 
Full Federal Court orders $20.6 million penalties against Cement Australia companies, ACCC newsletter dated 
5 October 2017; $18.6 million penalties ordered against Cement Australia companies for anti-competitive flyash 
agreements, ACCC newsletter dated 29 April 2016; and Boral Besser Masonry Ltd v ACCC (2003) 215 CLR 
374, in Australian Competition Law. 

17  See Attachment 4 [CONFIDENTIAL ATTACHMENT] 
18  See Attachment 5 [CONFIDENTIAL ATTACHMENT] 

https://www.afr.com/companies/manufacturing/csr-accused-of-threatening-supplier-to-force-up-prices-20250911-p5mucm
https://www.theaustralian.com.au/business/csr-owner-saint-gobain-faces-market-power-claim-over-covid19-era-insulation-price-hikes-that-sent-builders-to-the-wall/news-story/e39ea1580814016bba0df7f1ecd7f009
https://www.theaustralian.com.au/business/csr-owner-saint-gobain-faces-market-power-claim-over-covid19-era-insulation-price-hikes-that-sent-builders-to-the-wall/news-story/e39ea1580814016bba0df7f1ecd7f009
https://www.accc.gov.au/media-release/record-575-million-penalty-for-bluescope%E2%80%99s-attempted-price-fixing
https://www.globalgypsum.com/news/item/2030-cade-challenges-knauf-s-proposed-acquisition-of-trevo
https://www.globalgypsum.com/news/item/1909-croatian-competition-commission-investigates-knauf
https://www.accc.gov.au/system/files/public-registers/documents/Knauf%20-%20Proposed%20acquisition%20of%20USG%20and%20AWI%20-%20Public%20Competition%20Assessment%20-%2013%20May%202019.pdf
https://www.accc.gov.au/media-release/full-federal-court-orders-206million-penalties-against-cement-australia-companies
https://www.accc.gov.au/media-release/186-million-penalties-ordered-against-cement-australia-companies-for-anti-competitive-flyash-agreements
https://www.accc.gov.au/media-release/186-million-penalties-ordered-against-cement-australia-companies-for-anti-competitive-flyash-agreements
https://www.australiancompetitionlaw.org/cases/boral.html
https://www.australiancompetitionlaw.org/cases/boral.html
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That discounting would appear to bear-out the implication that the decisiveness of steel corner beads 
and angles for the sale of higher value wall and ceiling unit systems, as mentioned by Rondo in a 
previous submission,19 both requires and justifies low or even loss-making prices for steel corner beads 
and angles. [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence business opinion]20 Studco’s 
revenues seem to have held up better than those of Rondo in the investigation period.  

Without cutting across the need to assess the effect of any alleged dumping in the relevant market, being 
ceiling and wall systems, Intex notes that its price movement for ceiling steel framing members and steel 
corner beads and angles in FY2024 was as follows:21 

% change from 2023 % change from 2023 

CSFM 
[CONFIDENTIAL TEXT 
DELETED – number]% SCBA 

[CONFIDENTIAL TEXT 
DELETED – number]% 

Accordingly, Intex [CONFIDENTIAL TEXT DELETED – expression of degree re Intex pricing]. Comparing the same 
periods, Rondo experienced significant decreases in their revenue numbers and Studco less so.22  

No “cause and effect” connection with respect to the allegedly dumped products in the relevant market is 
demonstrated by this headline data, because: 

• the level of price competition offered by Intex (if there is any relevant price competition at the 
level of these individual types of components) [CONFIDENTIAL TEXT DELETED – expression of degree 
re Intex pricing]; 

• the revenue reduction of the big market players in the investigation period exceeded Intex’s 
entire revenue for the year. 

All of this points in the direction of “other factors” being responsible for Rondo’s revenue reductions, 
principal of which would appear to be competition between the foreign conglomerates that dominate the 
Australian industry and the Australian market, against the background of tightened economic conditions 
in the building and construction market.23  

Intex is too small to impact their oligopolistic control of [CONFIDENTIAL TEXT DELETED – number]% of the 
ceiling and wall systems market and we see no correlative metrics that would support the contrary 
proposition. 

 
19  See Attachment 3. 
20  [CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competitor business model] websites for 

CSP Architectural and CQ Building Supplies (both accessed 11 September 2025). 
21  See Attachment 6 [CONFIDENTIAL ATTACHMENT]  
22  Siniat revenue numbers for metal products are not able to be assumed due to its acquisition of plasterboard 

operations and subsequent revenue surge during FY2024. Indeed, this is the point we are making, as to which 
also see G below and Attachment 1, headings (a) and (b). 

23  Knauf, Etex and St-Gobain are referred to as “the big 3” in the global wallboard industry (see Attachment 8). 
Industry commentaries acknowledge that plasterboard works synergistically with metal ceiling and wall 
systems, and that plasterboard price trends can significantly affect the pricing and competitive strategy for 
metal ceiling and wall systems. As per Attachment 2, high plasterboard pricing is a common complaint. In this 
context a corporate entity having both capabilities “in-house” may therefore choose to exercise pricing flexibility 
when it comes to its sales of complementary building materials. 

https://www.csparchitectural.com.au/csp-plastamasta-siniat/
https://cqtrade.com.au/plasterboard
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G Material injury is not apparent and Rondo’s revenue trend is explicable 

1 Observations of Intex 
As we have said, injury to Rondo is not apparent. 

Current construction market conditions had revenue effects on market participants in the investigation 
period. That said, it strongly appears to be the case that Rondo went backwards the most, when 
compared to Siniat and Studco, in revenue terms. All market participants, including Rondo, remained 
profitable. Rondo remained as profitable in FY2024 as it was in FY2023. 

Siniat’s reduced profit performance can be put down to a number of factors that are observed in the 2024 
financial report it has filed with ASIC, all related directly or indirectly to its acquisition of BGC Group’s 
plasterboard segment in the investigation period.24 These included interest payments on a related party 
loan; increase in “key management personnel” compensation; and higher marketing and distribution 
expenses. 

The available financial data suggests strong price competition between the three Australian industry 
members in an effort to protect their volume positions in the market, with Siniat’s offering being 
augmented by national plasterboard coverage, and with Intex maintaining its own independent financial 
trajectory consistent with its different product and service philosophies. 

There are now fairly consistent predictions that downstream construction industry conditions are on the 
improve.25 

Regarding Rondo specifically, the available profitability data (in the chart in Attachment 1) bears 
testament to the falsity of its material injury complaint. Rondo’s profit after tax has been superior to that 
of its competitors at all relevant times. This metric also suggests that Siniat and Studco are lower priced 
than Rondo, and that a market downturn would be a greater exogeny for Rondo than for the other two. 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competitor business model]26  

Siniat’s announcement of its 2024 acquisition was as follows: 

The Australian business expanded further in 2024 when Etex Australia successfully acquired the 
BGC fibre cement and plasterboard businesses. BGC, or the Buckeridge Group of Companies, 
is a Perth-based private corporate group of construction and building-related companies. 

It has since been announced that the acquired plasterboard business and products will be 
rebranded to Siniat, while the acquired fibre cement business and products will change their 
brand to Innova.27 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinions about competitor business model]28: 

 
24  See ACCC website at this link.; see also Etex website at this link. 
25  See Attachment 7 – Australian Construction Industry Forum report, noting in particular the non-

residential/residential “dip” of recent years and the upward trending forecast from 1 July 2025. 
26  See Attachment 2. 
27  See Siniat website, at https://www.siniat.com.au/en-au/news/330624/ (accessed 8 September 2025). 
28  See Etex 2024 Annual Report, page 40. 

https://www.siniat.com.au/en-au/news/603203/603203/
https://www.accc.gov.au/public-registers/mergers-and-acquisitions-registers/public-informal-merger-reviews-register/etex-australia-pty-ltd-bgc-lightweight-materials
https://www.etexgroup.com/siteassets/etex-group-website-2024/news/2024-03-01---etex-completes-the-acquisition-of-bgcs-plasterboard-and-fibre-cement-businesses-to-expand-its-sustainable-offering-in-australia-and-new-zealand/etex---press-release---etex-completes-the-acquisition-of-bgcs-plasterboard-and-fibre-cement-businesses.pdf?v=497b56
https://www.siniat.com.au/en-au/news/330624/
https://www.etexgroup.com/en-au/investors/annual-reports/
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We also successfully completed the acquisition of BGC, Australian player in plasterboard and 
fibre cement, at the beginning of 2024, which delivered particularly strong results during the 
whole year.29 

The Building Performance division, specialising in plasterboard, fibre cement boards and fire 
protection materials for technical construction, registered a revenue decrease of 4.0%... though it 
was partially offset by strong performance in South Africa and Australia.30 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competition between Australian 
industry members] 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competitor business model]: 

Products & Systems 

Siniat offers full wall and ceiling solutions to the Australian market. This means that we can offer 
you trusted solutions from one supplier, and when our systems are installed according to our 
recommendations, you will be covered by the comprehensive Siniat Warranty. Our products and 
systems comply with the relevant Australian codes and standards and are tested for quality 
performance. A large range of our products is also GreenTag certified and available under the 
Siniat Opt-in Carbon Neutral Program.31 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competitor business model] 

[CONFIDENTIAL TEXT DELETED – – Intex commercial-in-confidence opinion about competition between Australian 
industry members] 

[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competition between Australian 
industry members] It is not a reason for the anti-dumping applications presently before the Commission, 
because alleged dumping has had nothing to do with the change in fortune that Rondo perceives it has 
suffered, whatever that might be.  

Why Rondo thinks it suffered “material injury” at all, in a competitive market, during a construction 
downturn, when it remained profitable, and increased its dividend payments to shareholders,32 is a 
mystery. That Rondo would point its finger at the smallest competitor in the market, that sells Australian-
designed ceiling and wall unit solutions, just because it is an importer of that componentry from China, is 
a travesty. 

A more likely explanation for Rondo’s groundless complaint against Intex’s participation in the market is 
that it sees a need to compensate for the loss of market share and revenue [CONFIDENTIAL TEXT DELETED 
– Intex commercial-in-confidence opinion about competition between Australian industry members] is unrelated to 
Intex’s participation in the market. 

 
29  Ibid, page 6. 
30  Ibid, page 56. 
31  See Siniat website, at https://www.siniat.com.au/en-au/products--systems/ (accessed 8 September 2025). 
32  Rondo’s FY24 audited financial statement disclose that dividends worth $66,400,000 were paid to its two 

foreign shareholders in that period. This represents a 166% increase from the dividends paid in FY23 and 
exceeded Rondo’s declared FY2023 profit. It also exceeded Rondo’s FY2024 profit.  

https://www.etexgroup.com/en-au/investors/annual-reports/
https://www.etexgroup.com/en-au/investors/annual-reports/
https://www.siniat.com.au/en-au/products--systems/
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2 Supporting evidence  
See Attachment 1 – financial charts and analysis. 

We also reference this table, which summarises the profitability chart in Attachment 1: 

Period ended Rondo Studco Etex/Siniat 

Y/E    30/06/2020 11% 

[CONFIDENTIAL TEXT DELETED – 
numbers/percentages] 

Y/E    31/12/2020 
 

Y/E    30/06/2021 12% 

Y/E    31/12/2021 
 

Y/E    30/06/2022 12% 

Y/E    31/12/2022 
 

Y/E    30/06/2023 14% 

Y/E    31/12/2023 
 

Y/E    30/06/2024 15% 

Y/E    31/12/2024 
 

HY/E 31/12/2024 15% 

Australian industry profit margins 33 

Continuing strong profitability is shown for Rondo and Studco in and after the investigation period. 
[CONFIDENTIAL TEXT DELETED – Intex commercial-in-confidence opinion about competitor business strategy].34 

H Other relevant information on how the goods are sold and used 

The views conveyed and information provided at the verification was extensive, and the interactions that 
took place were very thoughtful, on both sides. Intex is grateful to have had the opportunity to present its 
submissions and appreciates the attention and note taking that was evident in the responses of the 
Commission officials.  

Intex is also grateful for the opportunity presented to it to record and augment its views and concerns 
about the applications as it has done in this submission.  

I Closing  

Respectfully, we say that the various applications that Rondo has made for anti-dumping and 
countervailing duties are unfounded.  

The market is competitive. Ceiling and wall system sales have suffered from the construction downturn. 
During the injury period, and in response to the more recent change in downstream industry conditions, 

 
33  Source: ASIC records. 
34  See Siniat’s Australian Industry Member Market Questionnaire, Investigation 679, EPR Doc No. 5, response to 

question 13. 
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Rondo’s revenue dataset has degraded more sharply than those of its Australian industry competitors. 
Although profits have naturally reduced because of the said downturn, all market participants continue to 
demonstrate profitability in their sales of ceiling and wall systems. That said, in all of this Rondo has been 
something of an outlier, in subtle ways.35  

The other Australian industry members have expressed no real enthusiasm for the applications and have 
neither supported nor sided with Rondo’s self-interested narrative with respect to injury caused to Rondo. 
It is not apparent whether they have provided any data to the Commission about their own financial 
position or about the results of their marketing and sales strategies so as to contradict the fact-based 
narrative presented in this submission, which is that competition amongst the Australian industry players 
is the critical driver of their financial performance and that their profits on ceiling and wall systems have 
remained high in a period of reduced demand. 

The Commission is presented with a classic case of oligopolistic foreign-invested competitors engaged in 
an arm wrestle for positions in the Australian ceiling and wall systems market, a market that in the 
FY2024 investigation period receded from the previous highs due to the building and construction 
downturn and was further impacted by Siniat’s strategy of stepping-up its in-house plasterboard offering 
in terms of increased supply and national coverage.  

Rondo has miscast the product and market concerned by treating model control codes of parts of ceiling 
and wall systems as separate anti-dumping applications. Without detracting from our position with 
respect to that issue: 

• Steel ceiling beads and angles appear to be a high volume part in respect of which the 
Australian industry participants may be happy with minimum profitability or even loss-making in 
order to attract or retain customers for wall and ceiling systems sales, which is where the real 
money is. 

• Ceiling steel framing members are clearly interconnected components of wall and ceiling 
systems. Analysing their financial return based on the components themselves cannot serve to 
demonstrate whether the Australian industry has been “injured” or not. The key market factor is 
how the parties compete and how successful they are with respect to complete wall and ceiling 
systems, of which ceiling and steel framing members are part. The latest application, having to 
do with “light gauge steel stud and track” is similarly suspect. 

We submit that all three applications are flawed and unmerited and request that the investigations be 
terminated at the appropriate time.  

 

Daniel Moulis 
Partner Director 
 
Humza Albarki 
Lawyer 

 
35  See Attachment 1, charts in (a), (e) and (f). 
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J List of Attachments 

 

No. Name Confidentiality 

1 Financial charts, analysis and commentary [NON-CONFIDENTAL VERSION – 
confidential data deleted] 

2 AFR plasterboard industry commentary NON-CONFIDENTIAL 

3 Rondo submission dated 12 March 2025 NON-CONFIDENTIAL 

4 Rondo price list CONFIDENTIAL 

5 Spreadsheet analysis of Rondo price list CONFIDENTIAL 

6 Intex CSFM and SCBA prices - % change CONFIDENTIAL 

7 Australian Construction Industry Forum report NON-CONFIDENTIAL 

8 Global plasterboard NON-CONFIDENTIAL 
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