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Exporter Questionnaire

Case number: 594

Product: Hot rolled coil steel

From: Taiwan

Inquiry period: 1 January 2021 to 31 December 2021 (the period)

Response due by: Thursday 10 February 2022

Email enquiries to: investigations4@adcommission.gov.au

Anti-Dumping Commission website: www.adcommission.gov.au

Responses to the exporter questionnaire must be submitted via SIGBOX. Please
contact the Commission on the above email address to request access to SIGBOX.
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INSTRUCTIONS
Why you have been asked to fill out this questionnaire?

The Anti-Dumping Commission (the commission) is conducting a continuation inquiry into
hot rolled coil steel plate (referred to as HRC or the goods) exported to Australia from
Taiwan.

The commission will use the information you provide to determine normal values and export
prices over the inquiry period (the period). This information will determine whether the goods
is dumped.

The Commission will collect and use information in accordance with the commission’s
Collection and Use of Information Policy.

If you do not manufacture the goods

If you play a role in the export of the goods but do not produce or manufacture the goods (for
example, you are a trading company, broker, or vendor dealing in the goods), it is important
that you forward a copy of this questionnaire to the relevant manufacturers and inform the
Commission of the contact details for these manufacturers immediately.

The Commission will still require your company to complete this exporter questionnaire
except Section G — Cost to make and sell.

What happens if you do not respond to this questionnaire?

You do not have to complete the questionnaire. However, if you do not respond, do not
provide all of the information sought, do not provide information within a reasonable time
period, or do not allow the commission to verify the information, we may deem your
company to be an uncooperative exporter. In that case the commission must determine a
dumping margin having regard to all relevant information.

Therefore, it is in your interest to provide a complete and accurate response to this exporter
guestionnaire, capable of verification.

Extension requests

If you require a longer period to complete your response to this exporter questionnaire, you
must submit a request to the commission, in writing, for an extension to the due date for all
or part of the questionnaire. This request must be made prior to the due date. A request for
extension will be rejected if received after the due date.

When considering the extension request, the commission will have regard to:

the commission’s responsibility to conduct the case in a timely and efficient manner;
the reasons why you could not provide a response within the whole period and not only
the period remaining between the request and the due date;

ordinary business practices or commercial principles;

the commission’s understanding of the relevant industry;

previous correspondence and previous dealings with your company; and

information provided by other interested parties.

More information on extensions can be found in the Customs (Extension of Time and Non-
cooperation) Direction 2015 at https://www.legislation.gov.au/Details/F2015L01736.
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You will be informed of the decision whether your request for an extension has been
rejected, granted in full or granted in part. For example, you may be granted an extension to
submit all sections except for Section A or you may be granted a shorter extension than you
requested.

A summary of any requests and grants of extensions to submit a response to this exporter
guestionnaire will be published in the public record.

Submitting aresponse to the exporter questionnaire

Responses to the exporter questionnaire should be lodged via SIGBOX, a secure online
document repository. Please contact the commission on the email address listed on the
cover page to request access to SIGBOX.

In submitting the response to the exporter questionnaire, you must answer all questions,
include all attachments and spreadsheets, and provide a non-confidential version of your
response to this exporter questionnaire.

If your response to this exporter questionnaire contains major deficiencies that, in the
Commissioner’s view, cannot be quickly and easily rectified in a further response, then your
company may be considered as an uncooperative exporter.

Confidential and non-confidential responses

You are required to lodge a confidential version (OFFICIAL: Sensitive) and a non-
confidential version (for publishing on the public record) of your response to this exporter
guestionnaire by the due date. Please ensure that each page of information you provide is
clearly marked either “OFFICIAL: Sensitive” or “PUBLIC RECORD".

All information provided to the commission in confidence will be treated accordingly. The
public record version of your questionnaire will be placed on the public record, and must
contain sufficient detail to allow a reasonable understanding of the substance of the
information without breaching confidentiality.

A person is not required to provide a summary for the public record if the commission can be
satisfied that no such summary can be given that would allow a reasonable understanding of
the substance of the information.

All guestionnaires are required to have a bracketed explanation of deleted or blacked out
information for the public record version of the questionnaire. An example of a statement to
accompany deleted/blacked out text is:

[Explanation of cost allocation through the divisions, by reference to machine hours or
weight].

If such an explanation is not provided, the commission may disregard the information in the
submission. Where the public record version of your response to the exporter questionnaire
does not contain sufficient detail, your company may be requested to resubmit your
response with the required level of detail or, if deadlines have passed, the Commission may
not have regard to it.

Verification of the information that you supply

The commission may wish to conduct a verification of your questionnaire response for
completeness, relevance and accuracy of the information to your company’s records.
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The verification is not meant to be a chance for you to provide new or additional information.
The commission expects your response to the questionnaire to be relevant, complete and
accurate.

The verification may include commission staff visiting your company to conduct on onsite
verification®. Any onsite verification typically commences approximately 2 to 4 weeks after
the due date of the response to the exporter questionnaire. To assist with the planning of a
verification, please contact the commission as soon as possible for a potential verification
date to be scheduled.

The onsite verification is usually conducted over 4 days. However, in complex cases, it may
be scheduled over 5 days. A verification will include a detailed examination of your
company'’s records and we will collect copies of relevant documents. The verification will
require the participation of key staff, including your financial accountant, production manager
and sales staff. A tour of the manufacturing facility may also be required during the
verification.

The commission may elect to undertake an alternative verification methodology, rather than
an onsite verification, to satisfy itself of the completeness, relevance and accuracy of the
data.

Note that the commission may disregard any data or information that is not verified, including
new or additional information provided after the verification visit.

A report will be prepared following the verification, which details the outcomes of the
verification. This report will be placed on the public record and may include the publication of
the preliminarily-assessed dumping margin. The commission considers that the dumping
margin is not confidential information, but rather an aggregate figure derived from
confidential data.

You will be provided with an opportunity to comment on the accuracy and confidentiality of
the verification report prior to its publication on the public record.

For information on the commission’s verification procedures, refer to Anti-Dumping Notice
No. 2016/30 available on the commission’s website.

Important instructions for preparing your response

e All questions in this exporter questionnaire must be completed. If a question is not
applicable to your situation, please answer the question with “Not Applicable” and
provide an explanation as to why.

e All questions must be answered in English. An English translation must be provided for
documents not originally in English. To the extent that the foreign language version
differs, the English translation will be given priority as a matter of interpretation in
Australia.

1 The commission has temporarily suspended onsite verification due to the COVID-19 pandemic (refer
to Anti-Dumping Notice No. 2020/29). However, your response to the exporter questionnaire may still
be subject to onsite verification should the suspension of onsite verifications be lifted.
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Clearly identify all units of measurement (e.g. KG) and currencies (e.g. AUD) used.
Apply the same measurement consistently throughout your response to the
guestionnaire.

Label all attachments to your response according to the section of the questionnaire it
relates to (e.g. label the chart of accounts as Attachment A-4.6)

The data must be created as spreadsheet files in Microsoft Excel.

If you have used formulas to complete spreadsheets, these formulas must be retained
and not hard-coded.

You must retain all worksheets used in answering the questionnaire. Be prepared to
provide these worksheets during the Commission’s verification of your data.

If you cannot present electronic data in the requested format contact the case officer as
soon as possible.

Where possible, electronic data should be shared with the Commission via SIGBOX, a

secure online document repository. Please contact the Commission to request access to
SIGBOX if required.

OFFICIAL: PUBLIC RECORD



OFFICIAL: PUBLIC RECORD

CHECKLIST

This section is an aid to ensure that you have completed all sections of this questionnaire.

Section Please tick

if you have

responded
to all

guestions

Section A \%

Company information

Section B

Export sales to Australia

Section C

Exported goods & like goods

Section D

Domestic sales

Section E

Due allowance

Section F

Third country sales

Section G

Cost to make and sell

Section H

Domestic market

Section |

Australian market

Please refer to our response to B-4-1 and

Exhibit B-4-1.

Non-confidential version of this response

<l < < < < <l < < < <

Attachments Please tick
if you have
provided
spreadshee

B-2 Australian sales

B-2.2 Australian sales source
B-4 Upwards sales

B-5 Upwards selling expenses
D-2 Domestic sales

D-2.2 Domestic sales source
F-2 Third country sales

G-3 Domestic CTM

G-4.1 SG&A listing

G-4.2 Dom SG&A calculation
G-5 Australian CTM

G-7.2 Raw material CTM
G-7.4 Raw material purchases
G-8 Upwards costs

G-10 Capacity Utilisation

<<<§<<<<<<<<<<<~
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GOODS SUBJECT TO ANTI-DUMPING MEASURES

The goods subject to anti-dumping measures (the goods) are:

Hot rolled coil (including in sheet form), a flat rolled product of iron or non-alloy steel, not
clad, plated or coated (other than oil coated).

Goods excluded from this application are hot rolled products that have patterns in relief
(known as checker plate) and plate products.

There are several relevant international standards for the goods covering the range of
products based on grade designations, including the recommended or guaranteed properties
of each of these product grades. The relevant Australian Standard that applies is AS/NZS
1594.

Hot rolled sheet 4.75 millimetres (mm) thick or more is considered to be plate, and is not
covered by the notice. Hot rolled sheet below 4.75mm thick is included within the goods
description.

The goods subject to the measures may be classified to the following tariff subheadings of
Schedule 3 to the Customs Tariff Act 1995:

7208.26.00 statistical code 33;
7208.27.00 statistical code 34;
7208.39.00 statistical code 38;
7208.53.00 statistical code 42;
7208.54.00 statistical code 43;
7208.90.00 statistical code 39;
7211.19.00 statistical code 41.

Model Control Code

Details of the model control code (MCC) structure for the goods are detailed in the table
below. Export sales data (Section B-2), domestic sales data (Section D-2) and cost to make
and sell data (Section G-3, G-4 & G-5) submitted in this response must follow this MCC
structure. At a minimum, the data must report sales and cost data separately for each of the
mandatory MCC categories identified by the commission.

Category Sub-category Identifier | Sales Data | Cost data catﬁ?cgry
: Prime P Not
Quality Non-Prime N Mandatory applicable ves
Coll C
Form Mandatory | Mandatory Yes
Sheet S
Surface As rolled A
e Pickled (with or Mandatory | Mandatory Yes
condition : ; PI
without oil)
HAL(S) / G250/
HA250 / SPHC/
Standard/ SS400 (AS1594 / 1
Grade JIS G3131/JIS Mandatory | Mandatory Yes
G3101)
G300/ HA300 5
(AS1594)
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G350/ HA350 /

SS490 3
(AS1594 /JIS G
3106)
HW350 / SMA490 /
'‘Corten' (AS 1594/ 4
JIS G 3114)
Other 5
<1.6mm T1
i =>1.6mm to <2.0mm T2

(TBhI{;:I'T'?eSS > 0mm to T Mandatory | Mandatory Yes
<4.75mm

Width <= 1000 mm W1 Mandatory | Mandatory Yes
>1000 mm W2

In constructing a MCC, use a "-" between each category. For example: P-C-A-1-T1-W1

The MCCs will be used to match export models to the identical or comparable domestic
models. In addition, the MCCs will be used to determine the profitability of domestic sales in
the ordinary course of trade by comparing domestic selling prices to the corresponding cost
to make and sell. The MCC may also be used to compare the export price to the cost to

make the exported model as part of the constructed normal value.

If there are models manufactured and sold by your company that do not align within the
MCC structure above, this should be raised by lodging a submission with the commission as
soon as is practicable, but no later than the time this questionnaire is due, otherwise the

response may be considered deficient.

OFFICIAL: PUBLIC RECORD
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SECTION A
COMPANY INFORMATION

A-1  Company representative and location
1. Please nominate a contact person within your company:
Head Office: SHANG CHEN STEEL CO., LTD. (“SCS” hereinafter)
Name: Mr. Zong-Jing Yu
Position in the company: General Manager
Address: No.7, Daye S. Rd., Xiaogang Dist., Kaohsiung City 812, Taiwan (R.O.C.)
Telephone: 886 — 7871-6911
Facsimile number: 886 — 7871-4153
E-mail address of contact person: ssstyw@gmail.com

Factory:

Address: No.7, Daye S. Rd., Xiaogang Dist., Kaohsiung City 812, Taiwan (R.O.C.)
Telephone: 886 — 7871-6911

Facsimile number: 886 — 7871-4153

E-mail address of contact person: ssstyw@gmail.com

2. If you have appointed a representative, provide their contact details:
Name: Mr. John Bracic
Address: PO Box 3026, Manuka, ACT 2603
Telephone: +61 499 056 729
Facsimile/Telex number:

E-mail address of contact person: john@jbracic.com.au

In nominating a representative, you are granting authority to the commission to discuss matters
relating to the case with the nominated representative, including your company’s confidential
information.

3. Please provide the location of the where your company’s financial records are held.

The accounting records of SCS are located at No.7, Daye S. Rd., Xiaogang Dist.,
Kaohsiung City 812, Taiwan (R.O.C.).

4. Please provide the location of the where your company’s production records are held.

SCS’s production records are located at No.7, Daye S. Rd., Xiaogang Dist., Kaohsiung
City 812, Taiwan (R.O.C.).

5. Please provide the location of your company’s production plant manufacturing the goods
under consideration.

OFFICIAL: PUBLIC RECORD
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SCS'’s production plants manufacturing the product under consideration are located at
No.7, Daye S. Rd., Xiaogang Dist., Kaohsiung City 812, Taiwan (R.O.C.).

A-2  Company information

1. What is the legal name of your business?

SHANG CHEN STEEL CO., LTD. ("SCS") is a privately-held company limited by
shares.

2. Does your company trade under a different name and/or brand? If yes, provide
details.

SCS does not trade under a different name or brand.

3. Was your company ever known by a different legal and/or trading name? If yes,
provide details

SCS has no other business or trade names.
4. Provide a list of your current board of directors and any changes in the last two years.

Report as instructed. Please see Exhibit A-2-4 List of Directors of SCS. There is
no change in the last two years for SCS’s board of directors.

5. Is your company part of a group (e.g. parent company with subsidiaries, common
ownership, joint-ventures)? If yes, provide:
(a) A diagram showing the complete ownership structure; and
(b) A list of all related companies and its functions

A diagram depicting the direct and indirect ownership of SCS and its affiliates is
provided in Exhibit A-2-5-a. *
B  Plcase refer to Exhibit A-2-5-b for the detailed information of
SCS’s related companies.

During the review period, SCS
ﬁ. During the period, SCS

[functions of related parties]

6. Is your company or parent company publically listed?
If yes, please provide:
(a) The stock exchange where it is listed; and
(b) Any principle shareholders?
If no, please provide:
(a) A list of all principal shareholders and the shareholding percentages.

SCS is not a publicly listed company. Please refer to Exhibit A-2-6 for SCS’s List of
Shareholders

2 Principal shareholders are those who are able to cast, or control the casting of, 5% or more of the
maximum amount of votes that could be cast at a general meeting of your company.
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What is the overall nature of your company’s business? Include details of the
products that your company manufactures and sells and the market your company
sells into.

SCS produces and sells the following broad-based product groups:

Hot Rolled Steel Coil, including Hot Rolled Band (HRB, without temper recoiling),
Hot Rolled Coil (HRC, with temper recoiling) and Hot Rolled Sheet (HRS);

Pickled Hot Rolled Steel Coil, including Picked HRC and HRS;

Galvanized Hot Rolled Steel Coil

Hot Rolled Steel Plate (HRP).

Cold Rolled Steel Coil (CRC);

Pickled Cold Rolled Steel Coil

Galvanized Cold Rolled Steel Coil

Only HRB, HRC and HRS with thickness less than 4.75 mm, pickled or not, fall within
the scope of the goods under consideration.

If your business does not perform all of the following functions in relation to the goods
under consideration, then please provide names and addresses of the companies
which perform each function:

(a) produce or manufacture;

(b) sellin the domestic market;

(c) export to Australia; and

(d) export to countries other than Australia.

SCS produces and sells the goods under consideration in domestic market and to
Australia as well as other countries.

Provide your company’s internal organisation chart.

Please see Exhibit A-2-9 Company Organization Chart for SCS's internal structure.
Describe the functions performed by each group within the organisation.

For administrative purposes, SCS is currently organized into three divisions: (1)
Administration and Marketing, (2) Research and Technical Development, and (3)
Production and Engineering. A description of the activities performed in each of these

divisions is set forth below.

Administration and Marketing Division

[divisional responsibilities and activities]

Research and Technical Development Division

- [divisional responsibilities and activities]

OFFICIAL: PUBLIC RECORD
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Production Division

[divisional responsibilities and activities]

Does your company produce brochures, pamphlets or other promotional material? If
yes, please provide them.

Please refer to Exhibits A-2-11 for SCS's product catalogue.

General accounting information

What is your financial accounting period?
SCS's accounting period is from January 1st to December 31st.
Are your financial accounts audited? If yes, who is the auditor?

SCS's financial statements are audited by the certified public accountant, || Gz

What currency are your accounts kept in?

The accounts of SCS are maintained in New Taiwan Dollars, the functional currency.
What is the name of your financial accounting system?

SCS uses basic commercial accounting software developed by a local provider to book
its accounts, which provides only basic booking-keeping functions. This system is
referred to by SCS a NN

What is the name of your sales system?

SCS does not have a separate sales system. Basic sales information of invoice date,
customer, product type, quantity and value are maintained in the sales ledger.

What is the name of your production system?

scs's production plant uses ||} sy stcm to control and monitor the

inventory movement of the key raw material, i.e., slab, and the production of hot-rolled
coils.
[system recording events].

If your financial accounting, sales and production systems are different, how do the
systems interact? Is it electronically or manual? Please provide a detailed
explanation and include diagrams.

Please refer to Exhibit A-3-7 for the flowchart of SCS's financial and cost accounting
system.

Do your accounting practices differ in any way from the generally accepted accounting
principles in your country? If yes, please provide details.

OFFICIAL: PUBLIC RECORD
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SCS's accounting practices are consistent with the Generally Accepted Accounting
Principles ("GAAP") of Taiwan.

9. Have there been any changes to your accounting practices and/or policies over the
last two years? If yes, please provide details.

No. SCS's accounting practices did not change during the last two years.

A-4 Financial Documents

1. Please provide the two most recently completed annual reports and/or financial
statements for your company and any other related companies involved in the production
and sale of the goods.

The auditing of SCS’ financial statements of 2021-20 is not yet done at the time we
submit this response. SCS will later submit its audited financial statements to the ADC
when they are available.

SCS here first submits its unaudited, internal income statement as of 2021 at Exhibits
A-4-4. SCS will submit the audited statements at Exhibits A-4-1 as soon as it is
available.

2. If the financial statements in A-4.1 are unaudited, provide for each company:
(a) the tax returns relating to the same period; and
(b) reconciliation of the revenue, cost of goods sold, and net profit before tax
between the financial statements and tax returns.

SCS’s financial statements provided in Exhibits A-4-1 are audited. This question is
not applicable.

3. Does your company maintain different profit centres? If yes, provide profit & loss
statements for the profit centre that the goods falls into for:
(a) the most recent financial year; and
(b) the period.

SCS’s normal financial and cost accounting system treat the entire plant as one profit
/ cost centre. SCS does not prepare financial statements or profit-and-loss reports for
individual product lines.

4. If the period is different to your financial period, please provide:
(a) Income statements directly from your accounting information system covering the
most recent financial period and the period; or
(b) Quarterly or half yearly income statements directly from your accounting system
covering the most recent financial period and the period.

Though the period is the same as SCS'’ financial period, the auditing of SCS’ financial
statements of 2021-20 is not yet done at the time we submit this response. Therefore,
SCS here submits its unaudited, internal income statements of 2021. Please refer to
Exhibit A-4-4.

5. Please provide a copy of your company’s trial balance (in Excel) covering the period and
the most recent financial year.

Please refer to Exhibit A-4-5 for SCS's trial balance of 2021.

OFFICIAL: PUBLIC RECORD
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6. Please provide your company’s chart of accounts (in Excel).

Please see Exhibit-A-4-6 Chart of Accounts of SCS.

If any of the documents are not in English, please provide a complete translation of the documents.
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SECTION B
EXPORT SALES TO AUSTRALIA

B-1  Australian export sales process

1. Provide details (and diagrams if appropriate) of the export sales process of your
company and representatives (e.g. agents) including:
(a) Marketing and advertising activities
(b) Price determination and/or negotiation process
(c) Order placement process
(d) Order fulfilment process and lead time
(e) Delivery terms and process
(f) Invoicing process
(g) Payment terms and process

Please see Exhibits B-1-1-a and B-1-1-b for the sales process and distribution
channel of Australian sales.

2. In what currency do you invoice your customers for goods exported to Australia? If it is
not in your local currency:

(a) Do your customers pay you into a foreign currency denominated account? If
yes, provide details;

(b) Do you use forward contracts to lock in the foreign exchange rate relating to
the export sales? If yes, provide details;

(c) How is the exchange rate determined in your accounting system and how
often is it updated?

SCS invoices customers for goods exported to Australia in U.S. dollars and
customers pay in U.S. dollars as well. SCS does not use forward contracts.
Transactions denominated in foreign currencies are converted into New Taiwan
Dollars at the exchange rates, published by the Taiwan Customs every 10 days,
prevailing at the invoice dates.

3. Are there any customers of the goods exported to Australia related to your company? If
yes, please provide a list of each related customer and provide details on how the selling
price is set.

SCS is not related to its Australian customers.

4. |If sales are in accordance with price lists or price extras list, provide copies of these lists.

Copies of |G [commercial documents] during the review period is
provided in Exhibit B-1-4.

5. Do your export selling prices vary according to the distribution channel identified? If yes,
provide details. Real differences in trade levels are characterised by consistent and
distinct differences in functions and prices.
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_ [customer details].

6. Did you provide on-invoice discounts and/or off-invoice rebates to any customer or an
associate of the customer in relation to the sale of the goods exported to Australia during
the period? If yes, provide a description and explain the terms and conditions that must
be met by the customer to obtain the discount and/or rebate.

No discounts, rebates or allowances were offered by SCS on export sales to
Australia during the period.

7. Did you issue any credit or debit notes (directly or indirectly) to the customer or associate
of the customer in relation to the sale of the goods exported to Australia during the
period? If yes, provide details of the credit/debit notes including the reasons the
credit/debit notes were issued.

SCS did not issue any credit notes to the customers in Australia during the review
period.

8. In establishing the date of sale, the Commission will normally use the date of invoice as it
best reflects the material terms of sale. If you are making a claim that a different date
should be taken as the date of sale:

(a) What date are you claiming as the date of sale?
(b) Why does this date best reflect the material terms of sale?

The date of sale for Australian sales is reported as the invoice date as instructed.

B-2  Australian sales listing

1. Complete the worksheet named “B-2 Australian sales”

o This worksheet lists all sales (i.e. transaction by transaction) exported to Australia of
the goods invoiced within the period. This includes exports to Australia sold through a
domestic customer.

e This worksheet must also include exports of the goods that have been exempted
from anti-dumping duties under 8(7) of the Customs Tariff (Anti-Dumping) Act 1975°.
You must provide this list in electronic format using the template provided.

¢ If you have used formulas to complete this worksheet, these formulas must be
retained.

e |f there are any direct selling expenses incurred in respect of the exports to Australia
not listed in the spreadsheet, add a column. For example, if the delivery terms make
you responsible for arrival of the goods at an agreed point within Australia (e.g.
delivered duty paid), insert additional columns in the spreadsheet for all other costs
incurred.

Report as instructed. Please see Exhibit B- 2 Australian sales.
2. Complete worksheet “B-2.2 Australian sales source” showing the relevant source of the
data used for each column of worksheet “B-2 Australian sales”.

Report as instructed. Please see Exhibit B- 2.2 Australian sales source.

3 Ministerial Exemption Instruments 4/2017, 2/2015 and 3/2013 refer.
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B-3  Sample export documents
Select the two largest invoices by value and provide the following documentation:
e Contracts
e Purchase order and order confirmation
e Commercial invoice and packing list
e Proof of payment and accounts receivable ledger
o Documents showing bank charges
e Invoices for inland transport
¢ Invoices for port handling and other export charges
e Bill of lading
¢ Invoices for ocean freight & marine insurance (if applicable)
e Country of origin certificates (if applicable)
If the documents are not in English, please provide a translation of the documents.

Please see Exhibits B-3-1-a and B-3-1-b for documentation of the following two
largest invoices by invoice value to Australia:

2. For each document, please annotate the documents or provide a table reconciling the
details in the “B-2 Australian sales” listing to the source documents in B-3.1.

Annotations are provided as instructed in Exhibits B-3-1-a and B-3-1-b.
B-4  Reconciliation of sales to financial accounts

1. Please complete the worksheet named “B-4 Upwards sales” to demonstrate that the

sales listings in B-2, D-2 and F-2 are complete.

e You must provide this list in electronic format using the template provided.

e Please use the currency that your accounts are kept in.

¢ If you have used formulas to complete this worksheet, these formulas must be
retained.
2. Please provide all documents, other than those in A-4, B-2 and D-2, required to complete
the “B-4 Upwards sales” worksheet. If the documents include spreadsheets, all formulas
used must be retained.
3. For any amount in the “B-4 Upwards sales” worksheet that is hard coded (i.e. not a
formula), please cross-reference by providing:
¢ the name of the source document, including the relevant page number, in column D
of the worksheet; and

¢ highlight or annotate the amount shown in the source document; and

e provide the account code and sub-account code (if applicable) at column E of the
worksheet.

Please refer to Exhibit B-4 Upwards sales for demonstration of the completeness of
sales listings in B-2, D-2 and F-2.
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B-5 Reconciliation of direct selling expenses to financial accounts

1. Please complete the worksheet named “B-5 Upwards selling expense” to demonstrate
that the direct selling expenses (e.g. Inland transport) in B-2 and D-2 are complete.
e You must provide this list in electronic format using the template provided.
¢ Please use the currency that your accounts are kept in.

e If you have used formulas to complete this worksheet, these formulas must be
retained.

2. Please provide all documents, other than those in A-4, B-2 and D-2, required to complete
the “B-5 Upwards selling expense” worksheet. If the documents include spreadsheets, all
formulas used must be retained.

3. For any amount in the “B-5 Upwards selling expense” worksheet that is hard coded (i.e.
not a formula), please cross-reference by providing:

o the name of the source document, including the relevant page number, in column C
of the worksheet; and
highlight or annotate the amount shown in the source document; and

e provide the account code and sub-account code (if applicable) at column D of the
worksheet.

Please refer to Exhibit B-5 Upwards selling expense for demonstration of the
completeness of direct selling expenses in B-2 and D-2.
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SECTION C
EXPORTED GOODS & LIKE GOODS

The commission considers the MCC structure in and of itself is not likely to be commercially
sensitive information. Any claim that disclosing the MCC information is confidential or would
adversely affect your business or commercial interests must be raised by lodging a
submission as soon as practicable, but no later than the time this questionnaire is due.

C-1 Models exported to Australia

1. Fully describe all of the goods your company exported to Australia during the period.
Include specification details and any technical and illustrative material that may be
helpful in identifying, or classifying, the goods exported to Australia.

The goods under consideration SCS exported to Australia during the period include hot-
rolled coils and hot-rolled sheets with thickness below 4.75 millimetres, picked or not.

The specifications of the goods under consideration exported to Australia are listed in the
following table:

Product Category Mi%gifgr%ry Specification
XXXXXXXXXX XXXX XXXXXXXXXX
XXXXXXXXXX XXXX XXXXXXXXXX
XXXXXXXXXX XXXX XXXXXXXKXXX
HXXXXXXXXXX XXXX XXXXXXXXXX

Please refer to Exhibit A-2-11 for a product catalogue with specifications in details

Also, please refer to the two sample mill certificates provided in Exhibits B-3-1-a and B-
3-1-b.

2. Provide a list of MCCs of the goods exported to Australia. This must cover all MCCs
listed in the Australian sales listing in B-2.
e This list must be disclosed in the public record version of the response.

The list of MCCs listed in the Australian sales listing in Exhibit B-2 is provided in Exhibit
C-1-2.

Cc-2 Models sold in the domestic market

1. Fully describe all like goods your company sold on the domestic market during the
period. Include specification details and any technical and illustrative material that may
be helpful in identifying, or classifying, the like goods sold on the domestic market.

The goods under consideration that SCS sold in the domestic market during the period
include hot-rolled coils, pickled and oiled hot-rolled coils, hot-rolled sheet and a small
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quantity of non-prime hot-rolled sheet. The specifications of the goods under
consideration sold in the domestic market are listed in the following table:

MCC
Product Category | Pickled or Not | Category 4- |Specification
Standard

AR AR RO O

TR

Please refer to Exhibit A-2-11 for a product catalogue with specifications in details.
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Also, please refer to the two sample mill certificates provided in Exhibits D-3-1-a and
D-3-1-b.

[sales details of non-prime products]

2. Provide a list of MCCs of like goods sold on the domestic market. This must cover all
MCC:s listed in the domestic sales listing in D-2.
e This list must be disclosed in the public record version of the response.

The list of MCCs listed in the domestic sales listing in Exhibit D-2 is provided in Exhibit C-
2-2.

Australian MCCs having no production or no domestic-sales

At the Exhibit C-2-2.1, we identify a number Australian MCCs which were either not
produced during POR (so have no CTM) or not sold in the domestic market during the
whole POR or during the quarter of the Australian sales. We propose surrogate "MCC-
guarter" combinations for these Australian MCCs. Selection of these surrogate MCC-
guarter is based on the most similar width, thickness or time of sales. Further, we
calculate the percentages of difference of CTM of the targeted Australian MCCs and the
surrogate MCCs. Such difference should be adjusted to the normal values calculated
based on the surrogate MCCs to reflect appropriate normal values of the targeted
Australian MCCs.

C-3 Internal product codes
1. Does your company use product codes or stock keeping unit (SKU) codes?
If yes:

(a) Provide details of the product or SKU coding system for the goods, such as a
legend or key of the meaning for each code within the product or SKU code.

(b) Provide details on how you mapped the product or SKU codes to the MCC for the
purpose of completing this questionnaire.

(c) Provide a table of showing the product or SKU codes for each MCC.

If no:

(a) Provide details on the method used to identify the MCC in the sales and cost
spreadsheets.

SCS does not use internal product codes for production-control, cost-accounting, or
inventory-record purposes. Instead, it refers to products by an abbreviation of the
product names, (i.e., HRB for hot-rolled bands, HRC for hot-rolled coils, HRP for hot-
rolled plate, and HRS for hot-rolled sheets).

The MCC in the sales and cost spreadsheets is identified based on the specification
and dimension information maintained in the production system and those carried in
each sales or shipping document.
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SECTION D
DOMESTIC SALES

D-1 Domestic sales process

1. Provide details (and diagrams if appropriate) of the domestic sales process of your
company and any other related entities including:
(a) Marketing and advertising activities
(b) Price determination and/or negotiation process
(c) Order placement process
(d) Order fulfilment process and lead time
(e) Delivery terms and process
(f) Invoicing process
(g) Payment terms and process

Please see Exhibits D-1-1-a and D-1-1-b for flowchart of domestic sales process and
distribution channel.

. [Details of price setting]

Please see Exhibit D-1-2 for || | | B [commercial document].

A customer places a master order with SCS for the total quantity of the next month. During
the month, the customer then issues individual orders to SCS for production arrangement
and delivery. Payment was made on the

Selling price includes freight expenses if customers ask SCS to deliver the goods.

2. Are any domestic customers related to your company? If yes, please provide a list of
each related customer and provide details on how the selling price is set.

During the period, no domestic customers purchasing the goods under consideration from
SCS are related to SCS.

3. If sales are in accordance with price lists or price extras list, provide copies of these lists.

As explained above, SCS’s
[price setting mechanism]

A copy of | GGG [commercial document] is provided in Exhibit D-1-2.

4. Do your domestic selling prices vary according to the distribution channel identified? If
yes, provide details. Real differences in trade levels are characterised by consistent and
distinct differences in functions and prices.

No, SCS's prices do not vary by channels of distribution. SCS's prices are set based on
product category, steel grade, specifications, volume and delivery schedule.
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Did you provide on-invoice discounts and/or off-invoice rebates to the customer or an
associate of the customer in relation to the sale of the like goods during the period? If
yes, provide a description; and explain the terms and conditions that must be met by the
customer to obtain the discount and/or rebate.

[details of rebates]. In Exhibit D-2, we allocate
[allocation methodology].

Please note that companies are required by Taiwanese tax authorities to issue a “Sale
Rebate and Return Note” for each sales rebate, discount, price adjustment, or warranty-
claim credit. However, the information about the reasons for which each "Sale Rebate
and Return Note" issued is not maintained in the ledger. Thus, all sales rebates incurred
during the period, including those for warranty claims, were reported in the column of sales
rebate and allocated to the total sales of corresponding customers in the same period.

Did you issue any credit or debit notes (directly or indirectly) to the customer or associate
of the customer in relation to the sale of the like goods during the period? If yes, provide
details of the credit/debit notes including the reasons the credit/debit notes were issued.

Please refer to SCS’s response to D-1.5 above.

In establishing the date of sale, the commission will normally use the date of invoice as it
best reflects the material terms of sale. If you are making a claim that a different date
should be taken as the date of sale:

(a) What date are you claiming as the date of sale?

(b) Why does this date best reflect the material terms of sale?

The date of sale for domestic sales is reported based on invoice date as instructed.

D-2  Domestic sales listing

1.

Complete the worksheet named “D-2 Domestic sales”

o This worksheet lists all domestic sales (i.e. transaction by transaction) of like goods
invoiced within the period, even if they are models not exported to Australia

¢ If you have claimed in B-1.8 and/or D-1.7 that the date of sale is one other than the
invoice date, then add the sales within your claimed date of sale.

e You must provide this list in electronic format using the template provided.

¢ If you have used formulas to complete this worksheet, these formulas must be
retained.

e |f there are any other costs, charges or expenses incurred in respect of the sales
listed which have not been identified in the table in question D-2 above, add a
column for each item. For example, certain other selling expenses incurred.

Report as instructed. Please see Exhibit D-2 Domestic Sales.

Complete worksheet “D-2.2 domestic sales source” listing the source of the data used for
each column in worksheet “D-2 domestic sales”.

Report as instructed. Please see Exhibit D-2.2 Domestic Sales Source.

D-3  Sample domestic sales documents

1.

Select the two largest invoices by value and provide the following documentation:
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Contracts

Purchase order and order confirmation
Commercial invoice and packing list

Proof of payment and accounts receivable ledger
Documents showing bank charges

Delivery invoices

If the documents are not in English, please provide a translation of the documents.

Please see Exhibits D-3-1-a and D-3-1-b for domestic sales documentation in relation

to these two sales:

2. For each document, please annotate the documents or provide a table reconciling the
details in the “D-2 Domestic sales” listing to the source documents in D-3.1.

D-4

Annotations are provided as instructed in Exhibits D-3-1-a and D-3-1-b.

Reconciliation of sales to financial accounts

This section is not required if you have completed B-4.

SCS has completed and provided all information in Exhibit B-4.

1. Please complete the worksheet named “B-4 Upwards sales” to demonstrate that the
sales listings in D-2 and F-2 are complete.

You must provide this list in electronic format using the template provided.
Please use the currency that your accounts are kept in.

If you have used formulas to complete this worksheet, these formulas must be
retained.

2. Please provide all documents, other than those in A-4, D-2 and F-2, required to complete
the “B-4 Upwards sales” worksheet. If the documents include spreadsheets, all formulas
used must be retained.

3. For any amount in the “B-4 Upwards sales” worksheet that is hard coded (i.e. not a
formula), please cross-reference by providing:

the name of the source document, including the relevant page number, in column D
of the worksheet; and

highlight or annotate the amount shown in the source document; and

provide the account code and sub-account code (if applicable) at column E of the
worksheet.
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SECTION E
DUE ALLOWANCE

E-1Credit expense

1. Do you provide credit to any domestic customers in relation to sales of like goods (i.e.
payment terms that are not on a cash or pre-payment basis)? If yes:
(a) Do you provide a rolling credit facility to your domestic customers (i.e. no specific
payment terms agreed at the time of sale)? If yes:
i. Calculate the accounts receivable turnover for each domestic customer
(credit sales divided by the average accounts receivable).
ii. Calculate the average credit term for each domestic customer by dividing
365 by the accounts receivable turnover
(b) Do you have short term borrowings or an overdraft facility? If yes, what is the
interest rate, or average of interest rates?
(c) Do you have term deposits or other cash product (e.g. bonds)? If yes, what is the
interest rate, or average of interest rates?

[detailed description of payment terms and collection of

payment]

The calculation of the average interest rate on SCS’s short term || il denominated
borrowings during the review period is provided in Exhibit E-1-1.

2. Do you provide credit to any Australian customers in relation to sales of the goods (i.e.
payment terms that are not on a cash or pre-payment basis)? If yes:
(a) Do you provide a rolling credit facility to your Australian customers (i.e. no
specific payment terms agreed at the time of sale)? If yes:

I. Calculate the accounts receivable turnover for each Australian customer
(credit sales divided by the average accounts receivable).

ii. Calculate the average credit term for each Australian customer by dividing
365 by the accounts receivable turnover

(b) If your Australian customers pay you into a foreign currency denominated
account (question B-1.2(a) refers):

i. Do you have short term borrowings or an overdraft facility denominated in
the same foreign currency? If yes, what is the interest rate, or average of
interest rates?

ii. Do you have term deposits or other cash product (e.g. bonds)
denominated in the same foreign currency? If yes, what is the interest
rate, or average of interest rates?

All sales made to Australia were || G

E-2 Packaging
1. What is the packaging used for your domestic sales of like goods?

There are

. [packing method description]. The packing methods and the packing
materials used for domestic and export sales are provided in Exhibit E-2-3 the packing
cost calculation. What is the packaging used for your export sales of the goods to
Australia?
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Please refer to SCS’s answer provided in E-1.2 above.

If there are distinct differences in packaging between your domestic and export sales:
(a) Provide details of the differences
(b) Calculate the weighted average packaging cost for each model sold on the
domestic market
(c) Calculate the weighted average packaging cost for each model exported to
Australia

The differences in packing between SCS’s domestic and export sales as well as the
average packing cost for each packing method are provided in Exhibit E-2-3.

Delivery
Are any domestic sales of like goods delivered to the customer? If yes, how were the
transportation costs calculated in the domestic sales listing in D-2?

SCS'’s domestic sales are made under the delivery terms of ||| [ | | | QNI \Vhen
the goods are delivered to the customer, inland freight has been reported on an actual
basis and allocated by quantity for the goods shipped in the same shipment.

Please see Exhibit E-3-1 Inland Freight Schedule.

What are the delivery terms of the export sales of the goods to Australia?
There are for the shipments to Australia, || GTcNEGNEEEEEE
[Delivery terms for export sales to Australia].

If the delivery terms of the Australian sales includes delivery to the port, how was the
inland transport calculated in the Australian sales listing in B-2?

In the case that the delivery term for Australian sales includes delivery to the port, the
inland freight and port charges incurred are reported on an actual basis and allocated by
guantity for the goods shipped in the same shipment. Please see Exhibit E-3-3 for the
export expenses calculation.

If the delivery terms of the Australian sales includes port handling and other export
charges, how were these expenses calculated in the Australian sales listing in B-27?

Please refer to SCS’s answer provided in E-3.3 above.

If the delivery terms of the Australian sales includes ocean freight, how was the ocean
freight cost calculated in the Australian sales listing in B-27?

All of SCS'’s export sales to Australia during the review period were made under ||
incurred for the Australian sales reported in Exhibit B-2.

If the delivery terms of the Australian sales includes marine insurance, how was the
marine insurance calculated in the Australian sales listing in B-2?

As explained above, all of SCS’s export sales to Australia during the review period were
made under || . Therefore, | incurred for the Australian
sales reported in Exhibit B-2.

If the delivery terms of the Australian sales includes delivered duty paid, how were the
Australian importation and delivery costs calculated in the Australian sales listing in B-2?
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Under the delivery terms of | | SN (oot expenses incurred]

E-4  Other direct selling expenses

1. Do you provide sales commissions for domestic sales of like goods and/or export sales
of the goods? If yes, provide details.

SCS
[export selling expenses]. Please also refer to provided
in Exhibits B-3-1-a and B-3-1-b sample export documents.

2. Are there any differences in tax liability between domestic and export sales? If yes,

provide details, for example:

e What is the rate of value-added tax (VAT) on sales of the goods and like goods?

¢ How is VAT accounted for in your records in relation to sales of the goods and like
goods?

e Do you receive a VAT refund in relation to sales of the goods and/or like goods?

e Do you receive a remission or drawback of import duties on inputs consumed in the
productions of the goods or like goods?

The value-added sales tax for domestic sales is five percent (5%), and 0% for export sales.
According to Taiwan’s VAT law and practice, VAT is not a cost to production because all
tax collected from domestic sales (“output VAT”) and all tax payable to purchases (“input
VAT") in respect of production inputs and materials purchased are offset against each
other. The balance is either payable to tax authority or refundable therefrom.

Export to Australia is not subject to any tax exemption or drawback. Thus, SCS does not
claim such adjustment

3. Are there any other direct selling expenses incurred by your company in relation to
domestic sales of like goods?
o These direct selling expenses must be included in the reconciliation of direct selling
expenses in B-5

All direct selling expenses incurred in relation to domestic sales are reported in Exhibit D-
2.

4. Are there any other direct selling expenses incurred by your company in relation to
export sales of the goods to Australia?
e These direct selling expenses must be included in the reconciliation of direct selling
expenses in B-5

SCS reported bank charges of its Australian sales. Bank charge is allocated among
different entries based on invoice value.

E-5 Other adjustment claims

1. Are there any other adjustments required to ensure a fair comparison between the export
price and the normal value (based on domestic sales, costs and/or third country sales)?
If yes, provide details.
e An adjustment will only be made where there is evidence that the difference affects
price comparability.
o Refer to Chapter 15 of the Dumping and Subsidy Manual (December 2021) for more
information.
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To the extent possible, SCS has worked diligently to identify costs, charges or expenses which
would need to be considered for adjustment purposes while preparing for the response to this
guestionnaire. Nevertheless, SCS reserves the right to present further information before or
during the verification process if such information is properly identified.
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SECTION F
THIRD COUNTRY SALES

F-1 Third country sales process

1. Are your sales processes to any third country (i.e. exports to countries other than
Australia) different to the sales process described in B-1.17? If yes, provide details of the
differences.

All export sales process is the same, so there were no differences in sales process to third
countries from sales process to Australia.

2. Are there any third country customers related to your company? If yes, please provide a
list of each related customer and provide details on how the selling price is set.

No third country customers related to SCS.

3. In establishing the date of sale, the commission will normally use the date of invoice as it
best reflects the material terms of sale. If you are making a claim that a different date
should be taken as the date of sale:

(a) What date are you claiming as the date of sale?
(b) Why does this date best reflect the material terms of sale?

The question is not applicable because SCS does not make such claim.

F-2 Third country sales listing

Complete the worksheet named “F-2 Third country sales”

e This worksheet lists all export sales, summarised by country, customer and MCC, to
third countries of like goods invoiced within the period.

¢ While sales may be made in different currencies and on different shipping terms the
sales listing also seeks to record an Ex-works value of these sales in your local
currency.

e If you have claimed in F-1.3 that the date of sale is one other than the invoice date,
then add sales with your claimed date of sale.
You must provide this list in electronic format using the template provided.

e |f you have used formulas to complete this worksheet, these formulas must be

retained.
Report as instructed. Please see Exhibit F-2 for Third Country Sales.

2. Complete worksheet “F-2.2 third country sales source” listing the source of the data for
each column in the worksheet “F-2 third country sales”.

Report as instructed. Please see Exhibit F-2.2 for Third Country Sales Sources

F-3 Differences in sales to third countries
1. Are there any differences in sales to third countries which may affect their comparison to
export sales to Australia? If yes, provide details.

Except different trade terms, there are no differences between SCS's sales to Australia
and to other third countries.
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SECTION G
COST TO MAKE AND SELL

G-1. Production process

1. Describe the production process for the goods and provide a flowchart of the process.

Include details of all products manufactured using the same production facilities as those
used for the goods. Also specify all scrap or by-products that result from producing the
goods.

Please refer to Exhibit G-1 for the flowchart of production process of SCS.
Are any of your suppliers related to your company (regardless of whether it is relevant to
the manufacture of the goods)? If yes, please provide details including the product or

services supplied by the related company.

Please refer to our response in A-2-5 for the information of SCS’s transactions with its
related company. Except that, no SCS’ suppliers are related companies.

G-2. Cost accounting practices

Is your company’s cost accounting system based on actual or standard costs
(budgeted)?

SCS does not adopt standard cost system. The cost accounting system is based on actual
costs.

If your company uses standard costs:

(a) Were standard costs used as the basis of actual costs in your responses G-3.1 &
G-5.1?

(b) Have all variances (i.e. differences between standard and actual production
costs) been allocated to the goods?

(c) How were those variances allocated?

(d) Provide details of any significant or unusual cost variances that occurred during
the period.

SCS'’s cost accounting system is based on actual costs. This question is not applicable.
Do you have different cost centres in your company’s cost accounting system? If yes, list
the cost centres, provide a description of each cost centre and the allocation

methodology used in your accounting system.

SCS treats the entire plant as one cost centre and has no different cots centres in its cost
accounting system.

To what level of product specificity (models, grades etc.) does your company’s cost
accounting system normally record production costs?

In SCS’s ordinary cost accounting practices, costs are tracked and collected on an
aggregate basis, and books and records are closed at the year-end. SCS treats the entire
plant as one cost centre.
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[Product group cost reporting methodology]

Are there any costs for management accounting purposes valued differently to financial
accounting purposes? If yes, provide details of the differences.

SCS does not have separate management accounting system. Its cost accounting system
is an integral part of its financial accounting system and is the base of its audited financial
statements.

Has your company engaged in any start-up operations in relation to the goods? If yes:
(a) Describe in detail the start-up operation giving dates (actual or projected) of each
stage of the start-up operation.
(b) State the total cost of the start-up operation and the way that your company has
treated the costs of the start-up operation it its accounting records.

SCS did not engage in any start-up operation in relation to the goods under consideration.

What is the method of valuation for raw material, work-in-progress, and finished goods
inventories (e.g. last in first out —LIFO, first in first out- FIFO, weighted average)?

Inventory of raw materials and finished goods is valued by | EGcTcNGGNE

[accounting method].

What are the valuation methods for damaged or sub-standard goods generated at the
various stages of production?

SCS allocated all production cost to all finished goods, including sub-standard goods.

What are the valuation methods for scrap, by products, or joint products?

I, (Scrap accounting

methodology].
SCS does not have by products or joint products.

Are any management fees/corporate allocations charged to your company by your
parent or related company? If yes, provide details

Not applicable. SCS does not incur any management fees payable to, or corporation
allocations with, its affiliated company.

G-3 Cost to make on domestic market

Complete the worksheet named "G-3 Domestic CTM".

e This worksheet lists the quarterly cost to make the domestic models of like goods by
MCC manufactured within the period, even if they are models not exported to
Australia.

e The costs must be based on actual cost of production (i.e. not standard costs or cost
of goods sold) for each MCC.
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If any imputation tax (e.g. value-added tax) is payable on the purchase of goods or

services to manufacture like goods, report the costs excluding the imputation tax. All
other taxes payable (e.g. import duty) must be included as ‘other costs’ if not already

included, for example, under material costs.

You must provide this list in electronic format using the template provided.

If you have used formulas to complete this worksheet, these formulas must be
retained.

If you have claimed in B-1.8 and/or D-1.7 that the date of sale is one other than the

invoice date, then provide the cost for the quarters that all domestic sales are made
within your claimed date of sale, even if doing so means that such cost data predates

the commencement of the period.

Please see Exhibit G-3 for the quarterly cost of all MCC produced by SCS and sold in
domestic market. Please also refer to the answer to G-6 below for details of the

reporting methods.

Complete worksheet titled “G-3.2 domestic CTM source” listing the source of the data for
each column of the worksheet “G-3 domestic CTM".

Please see Exhibit G-3.2 Domestic CTM Source. The source of the data for each
column of Exhibit G-3 Domestic CTM includes

Production reports of each production line,

Slab consumption report,

Slab purchase listing;

Raw material ledger,

Payroll listing;

Direct labour ledger;

Manufacturing overheads ledger and sub-ledgers (depreciation, utilities, and
tolling fees)

8. Asset ledger

NogopwdhE

Selling, General & Administration expenses

1. Complete the worksheet named "G-4.1 SG&A listing".

This worksheet lists all selling, general and administration expenses, including
finance expenses, by account code for the most recent accounting period and the
period.

The SG&A listing should reconcile to the trial balance and/or income statement.
You must provide this list in electronic format using the template provided.

If you have used formulas to complete this worksheet, these formulas must be
retained.

Please see Exhibit G-4-1 for SG&A listing.

2. Complete the worksheet named "G-4.2 Domestic SG&A calculation”.

G-5

This worksheet calculates the unit domestic SG&A for each MCC.
You must provide this list in electronic format using the template provided.
Please use the formulas provided.

Please see Exhibit G-4-2 for Domestic SG&A calculation.

Cost to make the goods exported to Australia

1. Complete the worksheet named "G-5 Australian CTM".

This worksheet lists the quarterly cost to make the Australian models of the goods
under consideration by MCC manufactured within the period.
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o The costs must be based on actual cost of production (i.e. not standard costs or cost
of goods sold) for each MCC.

o If any imputation tax (e.g. value-added tax) is payable on the purchase of goods or
services to manufacture the goods, report the costs excluding the imputation tax. All
other taxes payable (e.g. import duty) must be included as ‘other costs’ if not already
included, for example, under material costs.

You must provide this list in electronic format using the template provided.

¢ If you have used formulas to complete this worksheet, these formulas must be
retained.

e If you have claimed in B-1.8 that the date of sale is one other than the invoice date,
then provide the cost for the quarters that all Australian sales are made within your
claimed date of sale, even if doing so means that such cost data predates the
commencement of the period.

Please see Exhibit G-5 for the quarterly cost of MCC exported to Australia. Please
also refer to the answer to G-6 below for details of the reporting methods.

2. Complete worksheet titled “G-5.2 Australian CTM source” listing the source of the data
for each column of worksheet “G-5 Australian CTM”.

Please see Exhibit G-3.1 Domestic CTM Source. The source of the data for each
column is the same as those used for Exhibit G-3 as listed above.

G-6 Cost allocation method

1. What is the allocation method used to complete in G-3 domestic CTM and G-5 Australian
CTM for:
(a) Raw materials
(b) Labour
(c) Manufacturing overheads

1. Raw Material Cost

2. Scrap recovery value

3. Direct Labour and Factory Overheads
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4. SGA

The SGA expenses are calculated by in
Exhibit G-4-1 and allocated to the product by .
[Detailed adopted accounting methodology]

2. Select the domestic model (export model if you have no domestic production of like
goods) with the largest production volume over the period and provide worksheets
demonstrating the allocation method described in G-6.1 from your normal cost
accounting system to the cost for that model reported in G-3.1.

Please refer to Exhibits G-6-2.a and G-6-2.b for the Selected MCC Cost lllustration.

G-7  Major raw material costs

1. What are the major raw materials used in the manufacture of the goods?

The onli raw materials used to produce the goods under consideration are ||| Gz

2. Are any raw materials sourced as part of an integrated production process or from a
subsidiary company which your company exercise control? If yes, complete the
worksheet named “G-7.2 Raw material CTM” for these raw materials.

o This worksheet lists the quarterly cost to make the raw material manufactured within
the period.

o The costs must be based on actual cost of production (i.e. not standard costs or cost
of goods sold).

o If any imputation tax (e.g. value-added tax) is payable on the purchase of goods or
services to manufacture the raw material, report the costs excluding the imputation
tax. All other taxes payable (e.g. import duty) must be included as ‘other costs’ if not
already included, for example, under material costs.

e You must provide this list in electronic format using the template provided.

¢ If you have used formulas to complete this worksheet, these formulas must be
retained.

I, [Details of raw material

suppliers]

3. Using the domestic cost data in “G-3 Domestic CTM” (use “G-5 Australian CTM” if you
have no domestic production of like goods), calculate the weighted average percentage
of each raw material cost (listed in G-7.1) as a proportion of total cost to make.

The only raw material is || GGG

4. For each raw material identified in G-7.3 which individually account for 10% or more of
the total cost to make, complete the worksheet named “G-7.4 Raw material purchases”
e This worksheet lists all raw material purchases (i.e. transaction by transaction)
purchased by your company within the period.
e You must provide this list in electronic format using the template provided.
e |f you have used formulas to complete this worksheet, these formulas must be
retained.

Please see Exhibit G-7-4 for purchase listing of raw material.
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5. Provide a table listing the source of the data for each column of the “G-7.4 Raw material
purchases” listing.

The source of the data reported in Exhibit G-7-4 raw material purchases listing is the slab
purchase ledger and purchase documentation.

6. For each raw material:
(a) Select the two largest invoices by value and provide the commercial invoice and
proof of payment.
(b) Reconcile the total value listed in “G-7.4 Raw material purchases” listing to
relevant purchase ledgers or trial balances in your accounting system. Provide
copies of all documents used to demonstrate the reconciliation.

Please see Exhibits G-7-6-a (i) and G-7-6-a (ii) for the sample documents for two largest
invoices by value. The total purchase value listed in Exhibit G-7-4 can tie to the raw
material purchases in the income statement of the review period provided in Exhibit A-4-
4.

7. Are any of the suppliers in “G-7.4 Raw material purchases” listing related to your
company? If yes, please provide details on how the price is set.

I, (Raw material

supplier details]

G-8 Reconciliation of cost to make to audited financial statements

1. Please complete the worksheet named “G-8 Upwards costs” to demonstrate that the cost
listings in G-3 and G-5 are complete.
e You must provide this list in electronic format using the template provided.
o Please use the currency that your accounts are kept in.
e If you have used formulas to complete this worksheet, these formulas must be
retained.

Please see Exhibit G-8 for the upwards costs reconciliation.

2. Please provide any documents, other than those in A-4, G-3 and G-5, required to
complete the “G-8 Upwards costs” worksheet.

Provided in Exhibit G-8 as instructed.

3. For any amount that is hard coded (i.e. not a formula), please cross-reference by
providing:
¢ the name of the source document, including the relevant page number, in column D
of the worksheet; and
e highlight or annotate the amount shown in the source document; and
e provide the account number and sub-account number (if applicable) at column E of
the worksheet.

Provided in Exhibit G-8 as instructed.

G-9  Production of the goods under consideration

1. Describe your company’s practices for capturing the production quantities reported at
worksheets “G-3 domestic CTM” and “G-5 Australian CTM". Consider using a flowchart
in answering this question.
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As we responded to A-3-6 above, SCS’s production plant uses || EGcCNGE
system to control and monitor the inventory movement of the key raw material, i.e., slab,

and the production of hot-rolled coils. SCS thus has record of each coil ID passing
through each production process (HSM, TRL, and etc.) and the aggregate output
guantity of each process. By putting all processes’ data together, SCS can trace
production processes that one coil ID passes through. A coil may pass through multiple
processes before it is sold. Please see flowchart provided in Exhibit G-1.

roduction quantities in G-3 and G-5, SCS

[extracted reports from

accounting system]

Outline the types of source documents kept by the company in relation to production
guantities and how the production quantities are entered into the accounting system.
Consider using a flowchart in answering this question.

The reports include:
1. report;
2. report;

The production reports of the subsequent processes are generated and maintained

report;
report;
report.

For outsourcing processes, we rely on manual lists of subcontracting transactions and
the tolling fee ledger.

Briefly explain the reasons for any differences between:

(a) the production quantities reported at worksheet “G-3 domestic CTM” and the
sales volumes reported at worksheet “D-2 domestic sales”; and

(b) the production quantities reported at worksheet “G-5 Australian CTM” and the
sales volumes reported at worksheet “B-2 Australian sales”.

In reporting production quantities, as well CTMS in G-3 and G-5, SCS did not and cannot
differentiate coils based on their sales destinations. Therefore, production quantity of
one MCC is a collective output volume of this MCC, including the quantities being sold in
the domestic market, exported to Australia and other countries, and staying in SCS’
inventory. It is thus not correct to compare the quantity in DM CTM to DM sales or AU
CTM or AU sales.

Describe how your company determines its volume of production for the goods, product
mix of production and the factors that contribute to these decisions. How frequently are
production volumes determined for the goods? How frequently is the product mix
determined for the goods?

N, (A ssigned production method]

What lead times are typically needed to adjust volumes of production for the goods?

N, (A ssigned production method]
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G-10 Capacity Utilisation

o Please complete the worksheet named “G-10 Capacity Utilisation”. You must provide
this list in electronic format using the template provided.

¢ If you have used formulas to complete this worksheet, these formulas must be
retained.

Report as instructed. Please see Exhibit G-10 for capacity utilisation.
1. Explain how the production capacity and capacity utilisation has been calculated.

The calculation is:

5B

2. Do you have warehousing facilities for the goods? If no, what do you do with excess
inventory? If yes:

(a) What is the capacity of these facilities?

(b) What was the monthly amount of inventory maintained during the investigation
period?

(c) What is the average period of time that inventory is retained (describe how this is
calculated)?

The warehouse capacity is || GKccINKNGNG

3. Have there been any changes to the type of capital or technology utilised by your
company in the manufacturing of the goods in the last five years? If yes, provide details.

_ [Details of production line upgrades]

4. For each plant capable of producing inputs that could be utilised to make the goods,
provide the date that production facility came into operation and the production capacity
of the plant over the past five years. The production capacity should be based on an
actual production capacity, not a budgeted production capacity.

All raw materials were purchased.

5. List any significant investments in the past five years to either upgrade, refurbish or build
any of the plants used in the production of the goods.

Please see our response to G-10.3 above.
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SECTION H
DOMESTIC MARKET

H-1  Prevailing conditions of competition in the domestic market

1. Describe the domestic market for the goods and the prevailing conditions of competition
within the market, including:

(a) Provide an overall description of the domestic market which explains its main
characteristics and trends over the past five years;

Over the past 5 years, the Taiwan market is stable without obvious growth. The price in
general followed the international trend, the domestic demand remained steady.

(b) Provide the sources of demand for the goods in the domestic market, including
the categories of customers, users or consumers of the product;

The demand sources include: re-rollers (XXXXXXXX, XXXXXXXXXXX, and XXXXXXXX),
steel tube makers, and machinery makers.

(c) Provide an estimated proportion (%) of sales revenue from each of those sources
of demand listed in (b);

Re-rollers: o5

Tube makers: | %
Machinery markers: [JJj %
Other: ] %

(d) Describe the factors that influence consumption/demand variability in the
domestic market, such as seasonal fluctuations, factors contributing to overall
market growth or decline, government regulation, and developments in
technology affecting either demand or production;

Taiwan’s HR market in general follows the overall economic growth/decline of Taiwan
and the supply/demand trend in the global steel market.

(e) Describe any market segmentations in the domestic market; such as geographic
or product segmentations;

There are no specific market segmentations in the Taiwan market.

() Provide an estimated proportion of sales revenue from each of the market
segments listed in (e);

There are no specific market segmentations in the Taiwan market.

(g) Describe the way in which domestically produced goods and imported goods
compete in the domestic market;

The major import sources are Japan and Korea. The imported goods and domestic
goods compete with each other freely in the Taiwan market.
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(h) Describe the ways that the goods are marketed and distributed in the domestic
market; and

HR goods are traded directly between producers/sellers and end-users in the
domestic market. There are no intermediate trade levels.

(i) Describe any other factors that are relevant to characteristics or influences on the
domestic market for the goods.

There are no other factors.

Provide documentary evidence to support the responses made to questions 1(a) to (i).

Provide a diagram which describes the domestic market structure for the goods,
ensuring that all categories of participants are included. In this diagram use linkages to
illustrate the different levels of trade and distribution channels within the domestic
market.

Please see Exhibit D-1-1-b for a diagram of the domestic distribution channel. As
mentioned above, as a mass production product, HR goods are traded directly
between producers/sellers and end-users (CR makers, tube makers and machinery
markers). There are no intermediate trade levels.

Describe the commercially significant market participants in the domestic market for the
goods at each level of trade over the investigation period. Include in your description:
¢ names of the participants;
o the level of trade for each market participant (e.g., manufacturer, reseller, original
equipment manufacturer (EOM), retailer, corporate stationer, importer, etc.);
e adescription of the degree of integration (either vertical or horizontal) for each
market participant; and
e an estimation of the market share of each participant.

China Steel Corporation (“CSC”) and Chung Hung Steel Corporation (“CHS”) are the
major HR suppliers in the Taiwan market. The two account for more than 90%
market shares.

Identify the names of commercially significant importers in the domestic market for the
goods over the investigation period and estimate their market share. Specify the country
each importer imports from and their level of trade in the domestic market, if known.

As mentioned above, the major import sources are Japan and Korea. Imported
goods account for around % of the domestic markets. There does not exist
significant importers.

Describe the regulatory framework of the domestic market for the goods as it relates to
competition policy, taxation, product standards and the range of the goods. Provide a
copy of any regulation described, if available.

There are no regulatory frameworks of this type.
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6. Describe any entry restrictions for new participants into the domestic market for the
goods. Your response could include information on:
e resource ownership;
patents and copyrights;
licenses;
barriers to entry;
import restrictions; and
government regulations(including the effect of those government regulations).

In responding to question 6 ensure that relevant regulations are referenced.

There are no entry restrictions for new participants into the domestic market of the
goods.

H-2 Goods in the domestic market

1. Generally describe the range of goods offered for sale in the domestic market. The
description should include all like goods, including those produced by your company.
Your description could include information about:

e (quality differences;

price differences;

supply/availability differences;

technical support differences;

the prevalence of private labels/customer brands;

the prevalence of generic or plain labels;

the prevalence of premium labels; and

product segmentation.

Please see Exhibit A-2-11 for SCS’s product catalogue. Please also see Exhibit D-1-
2 for the list of price extras for domestic sales. No brands or product segmentations
exist.

2. Describe the end uses of the goods in the domestic market from all sources.

Tube making and machinery making are the two major downstream end uses. Others
may include construction, all kinds of parts, car making and etc.

3. Describe the key product attributes that influence purchasing decisions or purchaser
preferences in the domestic market. Rank these preferences or purchasing influencers in
order of importance.

The major factor of purchase determination is still price. Purchasers may also
consider their inventory level and the price of downstream products (expected
profits).

4. ldentify if there are any commercially significant market substitutes in the domestic
market for the goods.

No. There are no such substitutes.

5. Have there been any changes in market or consumer preferences in the domestic
market for the goods in the last five years? If yes, provide details including any relevant
research or commentary on the industry/sector that supports your response.

No. There are no such changes.
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H-3  Relationship between price and cost in the domestic market

1. Describe the importance of the domestic market to your company’s operations. In your
response describe:
(a) The proportion of your company’s sales revenue derived from sales of the goods
in the domestic market; and
(b) The proportion of your company’s profit derived from sales of the goods in the
domestic market.

About |2 of revenue and |2 of profit were derived from |G

The source documents are SCS-Exhibit B-4 Upwards Sales and Exhibits G-8 Upwards
Domestic CTM.
In responding to question 1 please provide evidence supporting calculations.

2. Is your organisation/business entity the price leader for the goods in the domestic
market? If no, please explain the reasons behind your response and specify the name(s)
of the price leaders.

No. As we have indicated in D-1.1 above, SCS || EGTcNGNNN
I (rice setting method]

3. Describe the nature of your product pricing (e.g., market penetration, inventory
clearance, product positioning, price taker, price maker, etc.) and your price strategies
(e.g., competition-based pricing, cost-plus pricing, dynamic pricing, price skimming,
value pricing, penetration pricing, bundle pricing, etc.) in the domestic market. If there
are multiple strategies applied, please rank these by importance. If there are different
strategies for different products, please specify these. Provide copies of internal
documents which support the nature of your product pricing.

Multiple factors influence SCS's pricing strategy. Basically, SCS sets prices || GIzH
[factors affecting price].

4. Explain the process for how the selling prices of the goods for the domestic market by
your business are determined. Provide copies of internal documents which support how
pricing is determined.

As we have indicated in D-1.1 above, SCS | GGG
I

[price setting method]. Extras are added to the base price
depending on certain product characteristics and dimensions. Please refer to Exhibit D-
1-2 for the list of extras.

5. How frequently are your domestic selling prices reviewed? Describe the process of price
review and the factors that initiate and contribute to a review. Provide the names and
positions of all persons involved.

Please refer to our responses above.
6. Rank the following factors in terms of their influence on your pricing decisions in the

domestic market, with the most important factor ranked first and the least important
factor ranked last:

¢ Competitors’ prices
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Purchase price of raw materials
Cost to make and sell the goods
Level of inventory

Value of the order

Volume of the order

Value of forward orders

Volume of forward orders

Customer relationship management
Supplier relationship management
Desired profit

Brand attributes

Other [please define what this factor is in your response]

Important factors are ranked as below:

arwOE

Describe the relationship between selling price and costs to make and sell in the
domestic market. Does your company maintain a desired profit margin for the goods?

As noted above, SCS is a price follower.

|
I (ice setting method]. Therefore, it is very difficult to set a

desired profit margin.

Do you offer price reductions (e.g., commissions, discounts, rebates, allowances or
credit notes) in the domestic market? If yes, provide a description and explain the terms
and conditions that must be met by the customer to qualify. Explain how the cost to
make and sell are considered in establishing these price reductions. Provide copies of
internal documents which support your claims in response to this question.

No, SCS does not offer any such price reductions in the domestic market.

Do you offer bundled pricing in the domestic market? If yes, explain how the pricing for
bundled sales is determined. Explain how the costs to make and sell are considered in
establishing these bundled prices for the goods. Provide copies of internal documents
which support your claims in response to this question.

No.

Does the volume of sales to a customer or the size of an order influence your selling
price in the domestic market? If yes, advise how volume is used to determine selling
prices. Explain how the costs to make and sell are considered in establishing volume
based prices for the goods. Provide copies of internal documents which support your
claims in response to this question.

Maybe, but SCS does not set quantitative criteria for such a factor. Price are determined
case by case.

Does your organisation/business entity use sales contracts in the domestic market? If
yes:
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13.

14.

15.
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(a) What proportion of your sales revenue would come from contracted sales versus
uncontracted sales?

(b) Do you offer exclusivity contracts? If yes, what proportion of your sales revenue
would come from exclusivity contracts?

(c) How frequently are sales contracts renegotiated?

(d) How frequently are price reviews conducted between contracts?

(e) Do you provide opportunities for price reviews for customers within contracts? If
yes, provide a description of the process and an explanation of the circumstances
that might lead to a price review.

() Do changes in your costs to make and sell enable you to review prices for
customers within contracts?

(g) Provide a list of the customers under contract during the investigation period and
copies of the two largest contracts in terms of sales revenue. Provide a complete
translation of the documents.

No. As we resionded in D-1.1, |

[domestic sale terms and conditions]

Provide copies of any price lists for the goods used in the domestic market during the
investigation period. If you do not use price lists, describe the transparency of your prices
in the domestic market.

SCS does not issues price list. Please refer to Exhibit D-1-2 for the list of price extras.

How do you differentiate pricing for different products/models of the goods in the
domestic market? Describe how your products are grouped for price differentiation and
the methodology used. Describe any cost to make or selling cost differences between
differentiated products. Describe how these cost differences (if any) influence pricing
decisions. Provide copies of internal documents which support your claims in response
to this question.

Please refer to Exhibit D-1-2 for the list of price extras.

Do you tier or segment your domestic customers for the goods in terms of pricing? If yes,
provide:
(a) a general description of how this is done;
(b) list the factors that influence pricing differentiation in different tiers or segments;
and
(c) explain how cost to make and selling costs are considered in making pricing
decisions for different tiers or segments.
Provide copies of internal documents which support your claims in response to this
question.

No.
Do you sell the goods to related entities in the domestic market? If yes, describe how
prices are set for related party transactions and specify what proportion of your sales in

terms of sales revenue are to related party entities. If available, provide a copy of any
internal document relevant to establishing pricing to related parties.

No. SCS does not sell the goods to related entities.

H-4  Marketing and sales support in the domestic market
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How does your company market the goods in the domestic market? Include in your
response the value proposition used (e.g., competitive price, superior quality, reliability,
availability, etc.).

SCS competes with more flexible prices and services. SCS may shear or slit HR coils to
the sizes customers request.

Does your company conduct brand segmentation in the domestic market for the goods?
If yes, describe the brand segmentation used and provide the proportion of sales
revenue derived from each brand segment.

No. SCS sells under only one name, SCS.

Provide examples of your domestic advertising of the goods over the past five years. If
you have not used advertising provide examples of any other promotion campaigns for
the goods you have conducted over the investigation period.

SCS does not make advertising.

How many people are in your domestic market sales team and where are they located?
In general terms, how are they remunerated? If they are offered performance pay based
on sales, describe the performance indicators used to establish the performance pay.
Provide copies of internal documents which support your claims in response to this
question.

Four people, including General Manager Mr. Yu. All are located at SCS office No.7,
Daye S. Rd., Xiaogang Dist., Kaohsiung City 812, Taiwan. They are paid at fixed salaries
with year-end performance bonus.

Describe what parameters are provided to sales staff to assist in establishing pricing for

the goods when negotiating sales with customers. Provide copies of internal documents
which support your claims in response to this question.

Please refer to our response at H-3-4 above.
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SECTION |
AUSTRALIAN MARKET

-1 Prevailing conditions of competition in the Australian market

1. Describe the Australian market for the goods and the prevailing conditions of competition
within the market, including:

(a) Provide an overall description of the Australian market for the goods which
explains its main characteristics and trends over the past five years;

First and foremost, [

[export customer details] Therefore, SCS may not be at the best
position to provide information about the Australian market.

To SCS knowledge, the Australian market of HR goods was stable over the past 5
years.

(b) Provide the sources of demand for the goods in Australia, including the
categories of customers, users or consumers of the product;

To SCS knowledge, like the Taiwan market, rerolling, tube making, and machinery
making are the major sources of demand in the Australian market.

(c) Provide an estimated proportion (%) of sales revenue from each of those sources
of demand listed in (b);

To SCS knowledge, most of its sales to Australia || GcEzGzGGEEEEEE

[downstream industry]

(d) Describe the factors that influence consumption/demand variability in Australia,
such as seasonal fluctuations, factors contributing to overall market growth or
decline, government regulation, and developments in technology affecting either
demand or production;

To SCS knowledge, like the Taiwan market, macro-economic situation and global
steel market tread are the two major factors to the Australian market.

(e) Describe any market segmentations in Australia; such as geographic or product
segmentations;

There are no specific market segmentations in the Australian market.

(f) Provide an estimated proportion of sales revenue from each of the market
segments listed in (e);

There are no specific market segmentations in the Australian market.

(g) Describe the way in which Australian manufactured and other imported goods
compete in the Australian market;

BlueScope Steel is the major Australian domestic producer of HR goods, accounting
for more than 80% of the Australian market. Because BlueScope tends to produce
HR goods in a mass-production manner, it in general refuses to provide products of
less-frequent sizes or steel standards.

[service offers]
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(h) Describe the ways that the goods are marketed and distributed in the Australian
market; and

_ [export customer details]

(i) Describe any other factors that are relevant to characteristics or influences on the
market for the goods in Australia.

No other factors thereof.

Provide documentary evidence to support the responses made to questions 1(a) to (i).

Provide a diagram which describes the Australian market structure for the goods,
ensuring that all the categories of participants are included. In this diagram use linkages
to illustrate the different levels of trade and distribution channels within the Australian
market.

_ [export customer details]

Describe the commercially significant market participants in the Australian market for the
goods at each level of trade over the investigation period. Include in your description:

¢ names of the participants;

o the level of trade for each market participant (e.g., manufacturer, reseller, original
equipment manufacturer (EOM), retailer, corporate stationer, importer, etc.);

e adescription of the degree of integration (either vertical or horizontal) for each
market participant; and

e an estimation of the market share of each participant.

BlueScope is the major HR producer in the Australian. || GcNNEEEEE
I (i porter details]

Identify the names of commercially significant importers in the Australian market for the
goods over the investigation period and estimate their market share. Specify the country
each importer imports from and their level of trade in the Australian market, if known.

Except . SCS cannot identify other significant importers in Australia.

Describe the regulatory framework of the Australian market for the goods as it relates to
competition policy, taxation, product standards and the range of the goods. Provide a
copy of any regulation described, if available.

Except the anti-dumping measure under the present review, SCS is not aware of any
other regulatory measures relating to HR goods.

Describe any entry restrictions for new participants into the Australian market for the
goods. Your response could include information on:
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resource ownership;

patents and copyrights;

licenses;

barriers to entry;

import restrictions; and

government regulations(including the effect of those government regulations).

In responding to question 6 ensure that relevant regulations are referenced.

Except the anti-dumping measure under the present review, SCS is not aware of any
other entry restrictions.

Goods in the Australian market

Generally describe the range of the goods offered for sale in the Australian market. The
description should include all goods under consideration including those produced by
your company. Your description could include information about:

quality differences;

price differences;

supply/availability differences;

technical support differences;

the prevalence of private labels/customer brands;

the prevalence of generic or plain labels;

the prevalence of premium labels; and

product segmentation.

scs sold I to Australia. Most of them are of sizes which cannot be provided by
BlueScope.

Describe the end uses of the goods in the Australian market from all sources.

To SCS knowledie, most of its sales to Australia were destined for ||| GTcNG

Describe the key product attributes that influence purchasing decisions or purchaser
preferences in the Australian market. Rank these preferences or purchasing influencers
in order of importance.

As SCS responded to I-1(g) above, BlueScope cannot supply products of less-frequent
sizes or steel grades, while SCS (and some other importers) can. Therefore, Australian
downstream users who need to such HR products must buy from overseas.

Other factors influencing purchase preferences include price, product quality and supply
reliability.

Identify if there are any commercially significant market substitutes in the Australian
market for the goods.

No.

Identify if there are any commercially significant market complements in the Australian
market for the goods.
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No.

Have there been any changes in market or consumer preferences in the Australian
market for the goods in the last five years? If yes, provide details including any relevant
research or commentary on the industry/sector that supports your response.

No.

Relationship between price and cost in Australia

Describe the importance of the Australian market to your company’s operations. In your
response describe:
(a) The proportion of your company’s sales revenue derived from sales of the goods
in Australia; and
(b) The proportion of your company’s profit derived from sales of the goods in
Australia.

In responding to question 1 please provide evidence supporting calculations.

About |2 of revenue and | % of profit were derived from |GG

The source documents are SCS-Exhibit B-5 Upwards Selling Expenses Exhibits B-2
Australian Sales and A-4.3 Internal Income Statements in 2021.

Is your organisation/business entity the price leader for the goods in the Australian
market? If no, please explain the reasons behind your response and specify the name(s)
of the price leaders.

No. BlueScope is the price leader.

Describe the nature of your product pricing (e.g., market penetration, inventory
clearance, product positioning, price taker, price maker, etc.) and your price strategies
(e.g., competition-based pricing, cost-plus pricing, dynamic pricing, price skimming,
value pricing, penetration pricing, bundle pricing, etc.) in Australia. If there are multiple
strategies applied, please rank these by importance. If there are different strategies for
different products, please specify these. Provide copies of internal documents which
support the nature of your product pricing.

_ [Price mechanism]

Explain the process for how the selling prices of the goods for the Australian market by
your business are determined. Provide copies of internal documents which support how
pricing is determined.

Please refer to our response at B-1-4.
[Price mechanism]

How frequently are your Australian selling prices reviewed? Describe the process of
price review and the factors that initiate and contribute to a review. Provide the names
and positions of all persons involved.
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I (- cio's affecting prices] may be reviewed from time to

time based on international market prices.

Rank the following factors in terms of their influence on your pricing decisions in the
Australian market, with the most important factor ranked first and the least important
factor ranked last:

e Competitors’ prices

Purchase price of raw materials

Cost to make and sell the goods

Level of inventory

Value of the order

Volume of the order

Value of forward orders

Volume of forward orders

Customer relationship management

Supplier relationship management

Desired profit

Brand attributes

Other [please define what this factor is in your response]

The important factors are ranked as below:
1

2.
3.
4.

Describe the relationship between selling price and costs to make and sell in the
Australian market. Does your company maintain a desired profit margin for the goods? If
not, does your company seek to maintain a desired profit margin for the goods? Provide
copies of internal documents which support your response to this question.

As we responded to I-3-3 above, SCS pricing to the Australian market is to secure a
reasonable profit. However, because the selling price and purchase price of slab are
much depends on global steel market situation, it is difficult to set a desired profit level.

Do you offer price reductions (e.g., commissions, discounts, rebates, allowances or
credit notes) in the Australian market? If yes, provide a description and explain the terms
and conditions that must be met by the customer to qualify. Explain how the cost to
make and sell are considered in establishing these price reductions. Provide copies of
internal documents which support your claims in response to this question.

_ [pricing factors]

Except that, SCS does provide any price reductions to the Australian market.

Do you offer bundled pricing in the Australian market? If yes, explain how the pricing for
bundled sales is determined. Explain how the costs to make and sell are considered in
establishing these bundled prices for the goods. Provide copies of internal documents
which support your claims in response to this question.
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11.

12.

13.
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No

Does the volume of sales to a customer or the size of an order influence the selling
price? If yes, advise how volume is used to determine selling prices. Explain how the
costs to make and sell are considered in establishing volume based prices for the goods.
Provide copies of internal documents which support your claims in response to this
guestion.

Maybe, but SCS does not set quantitative criteria for such a factor. Price are determined
case by case.

Does your organisation/business entity use sales contracts in the Australian market? If
yes:

(a) What proportion of your sales revenue would come from contracted sales versus
uncontracted sales?

(b) Do you offer exclusivity contracts? If yes, what proportion of your sales revenue
would come from exclusivity contracts?

(c) How frequently are sales contracts renegotiated?

(d) How frequently are price reviews conducted between contracts?

(e) Do you provide opportunities for price reviews for customers within contracts? If
yes, provide a description of the process and an explanation of the circumstances
that might lead to a price review.

() Do changes in your costs to make and sell enable you to review prices for
customers within contracts?

(g) Provide a list of the customers under contract during the investigation period and
copies of the two largest contracts in terms of sales revenue.

SCS does not use sales contracts in the Australian market.

Provide copies of any price lists for the goods used in the Australian market during the
investigation period. If you do not use price lists, describe the transparency of your prices
in the Australian market.

Y, pricing methodiology]

How do you differentiate pricing for different products/models of the goods in the
Australian market? Describe how your products are grouped for price differentiation and
the methodology used. Describe any cost to make or selling cost differences between
differentiated products. Describe how these cost differences (if any) influence pricing
decisions. Provide copies of internal documents which support your claims in response
to this question.

Please refer to our response to B-4-1 and Exhibit B-4-1.

14. Do you tier or segment your Australian customers for the goods in terms of pricing? If

yes, provide:
(a) a general description of how this is done;
(b) list the factors that influence pricing differentiation in different tiers or segments;
and
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(c) explain how cost to make and selling costs are considered in making pricing
decisions for different tiers or segments.

Provide copies of internal documents which support your claims in response to this
guestion.

No.

Do you sell the goods to related entities in Australia? If yes, describe how prices are set
for related party transactions and specify what proportion of your sales in terms of sales
revenue are to related party entities. If available, provide copies of any internal
documents relevant to establishing pricing to related parties.

No.

Marketing and sales support in the Australian market

How does your company market the goods in the Australian market? Include in your
response the value proposition used (e.g., competitive price, superior quality, reliability,
availability, etc.).

Does your company conduct brand segmentation in the Australian market for the goods?
If yes, describe the brand segmentation used and provide the proportion of sales
revenue derived from each brand segment.

No.

Provide examples of your Australian advertising of the goods over the past five years. If
you have not used advertising in Australia, provide examples of any other promotion
campaigns you have conducted over the investigation period.

No, SCS does not make advertising in the Australian market.

How many people are in your Australian sales team and where are they located? In
general terms, how are they remunerated? If they are offered performance pay based on
sales, describe the performance indicators used to establish the performance pay.
Provide copies of internal documents which support your claims in response to this
question.

They are the same as domestic sales team. Most price negotiations were conducted
directly by General Manager Yu.

Describe what parameters are provided to sales staff to assist in establishing pricing for
the goods when negotiating sales with customers. Provide copies of internal documents
which support your claims in response to this question.

Please refer to our response to B-4-1 and Exhibit B-4-1.
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3.1HBAMBEH Specification
3.1{LE L5 K148 Chemical Compositions and Mechanical Properties

3.1.1 7EfGEER FLOOR PLATE

& ¢ | ARTERRREHERRRT RS -
The table do not apply to the iregulae parts of coll tail and head.
2 FEP( BEEHSE -
( ) for reference only.
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sl ERCE IR 1848 E K] HOT-Rol led Steel

-Exhibit
Gonli
Coil Specification (‘Zﬂ
gl

3.1.2 JIS G3101— RS Structural grade

W miam ot wm - PBER A0@

S50 400ver 5400ver 160ver 13 Over BEZ 4068
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3.1.3 JSG3131 ¥l
JIS G3131 Commercial and Drawing Quality

H : SR EARRETEEmSTRAEMS -
The table do not apply to the imegulae parts of coil tail and head.
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ARt E £ HOT-Rol led Steel Cc

3| apec

3.1.4 JIS G3132 sEAmEHR
JIS G3132 Carbon steel for tubes

i 1 . ERERRWOENAE - SISBTE0.04%LLTF -
Si % can be less than 0.04 % under both side negotiation.
2 FHAE SRR MR RRED -
The table do not apply to the imegulae parts of coll tail and heod.
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3.1.5 ASTM A569,A622 — Bz & A N0 T FE e
ASTM A569,A622 Commercial and drawing quality

2 BEBTREHAS6IRAS2218[) :
Cu: 0.20B1F » Ni : 0.20BLF » Cr : 0.1554F » Mo : 0.06L4T -
V : 0.0085LF » Nb : 0.0085LF » Ti : 0.0084F -

3.1.6 ASTM A36,A283 —R RN {EIEE SR ARG
ASTM A36,A283 Carbon steel for general and middle strength structural grade.

it : ERCURIZEMO0.20%LLLE -
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gl i

$HAREIE 5 ¥ HOT-Rolled Steel Coil Specificat

3.1.7 ASTM A570 #EH8F ki _
ASTM AS570 Carbon steel for structural grade

i : 1. FRNCURIEEM0.20%LLE -
2 t5ERRE -
t is the thickness of steel test sample,
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s 15 REE1T: HOT-Roll

led Steel Co

1| Specification

stk

3.1.7 ENT10025 —fiis#m# HRC and Plate

523508 &1% - 1.40MF 035MF O035MF 0012UF 055MF 0.355F
$275)R 0.18UF - 1.50MF 0.35MF 0.35UF 0.0128T 0.55MF a,ﬂ!:f
S3550R &mw 055MT 1.60MF O0.35MF n.asw 0.01284F O558F 0.55MF

"
y 'g‘ o _'-1:#-'7.
% et ¢ T “ "}'m 1 1#:- o

3.1.8 AS/NZS 1594 #dl—fsi+d HRC and Plate

EETT mnmu ms ms 0.15
e e B
i T a,as a.z:_t _ umn G.ﬁ mﬁ' 0.25 m u.mw 3
) MF DF BT MF MF BMF MF MF MF XF MF !
020 035 1.40 0040 0030 025 025 025 0.1 004 0.39
HASO0 pe T WF MF BT BT BT MF MF XF ONMF
HA350 020 035 160 0040 0030 025 025 025 01 004 044
ASS0 WF BT BT MF MF BT BT BMF BT MF T

1.Nb+V 0.03%EIF - 2.VO.1ELT Nb+V+Ti0.15%LLTF -
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| $8iE $EiRFEEEE HOT-Rolled Steel CounlESpeciiffiication

3.1.9 AS/NZS 3678 #&5t#8M# Plate and HRC

015

e Q% R IR u’r % B 5 oo ar o _.mr e

: _ 055 170 004 003 03 05 04 01 004 044 003

W%T@ MF MF MF MF MF MF MF MF M MF MF
D22 055 170 004 003 03 05 04 01 004 044 003

G0 uF MF BT MF MF MF MF J:rr MF MF MF MF
" 022 0B85 170 004 003 03 05 01 004 048 ﬁ-iﬁ
%?F? %E?; 1&&" BT BF T BT ﬁ'F BT HF WMF ;

&25!1 2&‘! P8 Taeg Cokh . TH0 2 10t -1.&:‘ &-ﬁ 4
G300 320 30 300 280 430 22 10t & 200 4
S Set 880 83 390 asD. A 156 - 20r D 28 1D

3.1.13 ASTM A572-04 NiENEEEESERE Plate

Giade 42 0.21MF 040MF 1.358F O.04BTF O005MUT
Grade 50 0.23MT O040MT 1.35MTF O0.04MUT O0.05MT
Giade 55 025BF O040NT 1.35MTF 0.04MF 0.05MF

Grade 42 M55 |
Grade 50 34584 4508LE Iw_ -t--_
Grade 55 380BLE 485LLE T
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3.1.14 ASTM A709 18E2iE#8FRE Plate

0.04ELF Q,GEBI'F

1<1.26 +0.16
1.25=1<1.60 +0.18
160=1<200 +0.19
200=1<250 +0.20
250=1<3.15 +0.22
316=1<4.00 +0.24
400=1<600 +0.45
6.00s1<100 +0.55
10.0=1<250 +0.55
250=1<400 +0.65

3.2.4 JIs G3193 Aa#@iR - MF - MEREFIER

=
. .-.-_-
|

600 = w < 1000 0~25
1000 = w < 1250 030
1250 = w < 1600 0~35
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Secelification

3.2 ERMERTHZE Tolerances
3.2.1 JIS G3131 #éLtk - M5 - MBEEFFaER
JIS G3131 Thickness tolerances of Hot-Rolled steel sheets & coils

B{iUnit : mm
1.598F GE i sat6

Under 1.59

2.00~-2.49 +0.17 *0.19

+ 0.21

12.5~14.0 + 0.38

& ¢ *) FEITO EEER < W PRED 550mm -
The table applies to the width less than 1550 mm.
2 FRBEAFSPHC - SPHDH S -
The table applies to the SPHC , SPHD grade.
3.8 W EEREEE 20mmil E 2 (E EREAIE -
Thickness shall be measured at point 20 mm or apart frorn both edge.
4, 98T P % 1 B R s T AR AU BB -
The table do not apply to the imreguloe parts of coil tall and head.
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SR R R R 1L B K HOT-Ro

led Steel Coil Specific

3.2.2 JIS G3132 MeLIMBEETIER (BAKSPHT] ~ SPHT3)
JIS G3132 Thickness tolerance of Hot-Rolled coils ( apply for SPHT1 ~ SPHT3 )

BB {TUnit : mim

s ¥ipe TsleN

o 189 2048 e 016
. e b iot o CEau .

3.15~3.99

12.5~13.0

2 *] SR o EEER 2 WE CREP 550mm -
The table applies fo the width less than 1550 mm.
2. DS EERER S 20mmil L2 E EESRIEL -
Thickness shall be measured at point 20 mm or apart from both edge.
3. FRAEA IR R AT R R ER -
The table do not apply to the inegulae parts of coil tail and head,
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RIFIZEF HOT-Rol led Steell ColllESpeciiffiilcait iem
3.2.5 IS G3193 RELMEE - WY REHTER
630mmELT 0~+25
630mmiLE 0~+&E0.5%
3.2.6 JIS G3193 =ElHR - A FIHETOER
: t<1.60 20T
3.'1'55:1 -E. 4,00 16LTF 16T
60051<100 13T 13T
250=1t< 400 LT 9T
3.2.7 ASTM A6 » AS68RAG3ISR Y RHEZOEEREER
BE{Unit : mm
HRlse P < {AB6B P - [RAB68
i - {RA635 8 : TA635
st - : A W KA
g 1. ASGSERRAI0NT - A1O18HAE -
2. AG3STEFMIAI01 1 - A101 848181 (Heavy-Thickness) i -
3. AGERIA36 » A101 8848 -
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Shang Chen Steel

A
~’-+@|j#_§ ot ARfE S 4% HOT-Rolled Steel Coil Specification (,‘J_:S\
. S

3.2.8 ASTMAB68 MELESEES - MESEHTER

g 1. SHBARASTMAI011 » A101 8RS -
2. FRFEEFBEME(] in=25.4mm) » IBREEHIERRA -
3. BECTAE - (ASLBEMRER 9mmilE 2 EEEERE -
(B) I EMITERS Smmil L2 (EEESHE -
4. ARTEMACAHEBEERNE TRRIE -

3.2.9 ASTM A568 ~ A63S#ELElF - liEREITIER

- +m. ¥ 2 ¥ ;

| e
-0 -0

890 s w <1220
1220 = w < 1271

] it : 1, BFEAERASTM A1011 + A101 88E -
1 2. FRHBEWRME(] in=25.4mm) - LUBEREHEREL -

3. FFRAEASH BTSRRI RRIEHT -
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L5
icaiien

3.2.10 ASTM A568 ZELfF REEFIZER

B {TTUnit : mm
+12.7 +19.0 +25.4 +31.7 +38.1 +44.4
i 0 0 0 0 0 0
& : 1. ZREAELASTM A1011 + AT0185HR4S -
2. ARBEHMWME(] in=25.4mm) » SUBBRIEHIEAME -
3.2.11 ASTM A635 BéEiEsBEEIOER
B {iIUnit : mm
457s1<584
7.96 <1< 953 +0.35

g 1, SREARASTM A1011 + A101844S «
2. FHBEMERAS(] in=25.4mm) » UBIFEHERMA -
3. BECHE : (AL SEMRER SmmblLEZ EBERE -
(B)TEEMIEAS. Smil L2 EESERIE -
4. FERARARLBESFERMNTRRIEE -

3.2.12 ASTM A6 BRELEIRBEF IER

BiTUnit * mim
+0.76
458 =t <254 —-0.25

i 1. EREAASTM A36 - A101 1 FiREMWIE -
2. AXBEHMWTE(1 in=25.4mm) - LIBRREHERSRR -
3. BEATIREESQBE. SE20mmEERIE -
4, EREEEILSHIEAE - H ERITOIS0 RFEFIME7 5% -
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led Steel Coil Specif

3.2.13 ASTM A6 BELEBIRESE « EEHTER

ES{TIUnit : mim

1

B - 1. ZREAASTM A36 - A101 1 FHR1EHIE -
2. FRODHWWTE(1 in=25.4mm) - CURSRESIERMAY -
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1848 SHARIEIERL HOT-Rol led Steell ColllSSpecitliicadlon

3.2.14 BUREN 10025-2BERE

B {iiUnit : mm
i o= A B c D
3-5 -0.4~+0.8 0.3~+09 0~1.2 0.6~+0.6
5-8 0.4~+1.1 0.3~+1.2 0~1.5 0.75~+0.75
8~15 05~+12 0.3~+1.4 0~1.7 -0.85~+0.85
15~25 0.6~+1.3 0.3~+1.6 0-1.9 -0.95~+0.95
3.2.15 BMREN 10025-2BELE
600~2000 0~+20mm
3.2.16 BUSEN 10025-2RELAE
11524000 0~+20mm
4000~6000 0~+30mm
6000~8000 0~ +40mm
8000~10000 0~+50mm I
10000~15000 0~+75mm
3.2.17 EUEEN 10025-2FBERZE
B RE ¥S < 460MPA
.HITITI 2000MM
3~5 14
5~8 12
8~15 1
15~25 10
25~32 9
3.2.18 BUSEN 10025-2IE
Edger camber 0.2%
3.2.19 EMREN 10025-2ERE
TEEBBRE %
25 THIS EXHIBIT CONTAINS BUSINESS
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Zi'd| #: HOT-Rol led Steel Coil Specification

SHIER SR AR &

3.2.20 BWEAS/NZS 1365 : 1996 MRBEAE
EB{iUnit : mm

1600mm | 0.55 0.60 0.70

3.2.21 EIRAS/NZS 1365 : 1996HHREE L ZE
BE{TUnit : mm

- SN R

1600mm |

3.2.22 BEIFHAS/NZS 1365 : 19946l REAZE
B8 {lIUnit : mim

All 0~+30 0~+40
3.2.23 BIRAS/NZS 1365 : 1996FRFIBELZE
B {LUnit : mm

i S

<1500
1500=w<1800 8 8

3.2.24 BRAS/NZS 1365 : 19968 E
Edger camber 0.3%

3.2.25 BRAS/NZS 1365 : 1996iRERE
THEBEEE 1%

26 THIS EXHIBIT CONTAINS BUSINESS
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gL #@#% Hot-Rolled Coil
MSmm - o = 900~1520
e mEmm 900~1220 | 900~1250 | 00~1400
JIs G3131 SPHC [
JIs G3101 §5330
SPHT-1 1.30mm~1.20mm
JIs G3132
iucHE
2Imm-—2.
Gr.30, Grad,
ASTMASTO Gr .36
"wEmm = 3 o
i ,Emm 900~1219 Q00~1400 Q001520
JIS G3101 SS400
SMAD0DA 1.75mm~1.99mm
JI5 G3106
SM4008B
J5G3116 5255
SNADOA 2 .00mm~2.80mm
JIS G136
SNAD0B
JIS G3132 SPHT-3
ASTM AST0 Gr.40
2.81mm~12.0mm
EN 10025 S275JR
AS 1594 HA300
®WEmm L2
HE mErmm 2001090 Q00~1520
JI5 G3101 55490
SMAF0A
JIS G3106
SM4A208
2.25mm~2.99mm
J5G3116 5G295
JIs G3132 SPHT-4
JIS G3136 SNAS0B
ASTM AST0 G50
EN 10025 S355JR 3.00mm~12.0mm
AS 1594 HA350
& FERE SRR RS - W )

27
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AS1594

ASTM A572

ASTM A709 -

B : FFER - BE32mm - BSNAFOAB SRSEEEE{ENE - BN | |

L
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(A\‘ ) ARS8 SRy A TR 2 8]
Shang Chen Steel Co., Ltd.

"z‘::z“hnc JS G101 58400

o' 6.00mmX1524mm | &% Taiwan

vacrt| 22010KG

" 22015KG

gﬂﬂ;&% 540 50 67 1 ClﬁTDhﬁi‘.R

HEAT N 8648

H i i
DESTINATION

i (108084

REMA

ShsHERRE

@ ) AR S8 4R A A TR A 8]
Shang Chen Steel Co., Ltd.

g™
%ﬁﬁ OT ROLLED STEEL SHEET IN COILS

131 SPHC | .
“aze, 2.00mmX1250mm | ok Taiwan

Ve 19420KG

" 19425KG

?55%53690431 cUstome
I-IE AT WD98741 DEST[ETI%N

di 10107849 5.M:CHINH DA HAIPHONG /NO. MADE IN TAWAN

b IR

=, 4| NIT9340 HOUSTON

@"“*’“"‘"Mﬁlmm 1 5NST3 | TAIW

29

|3 x a8 X 1200
"Hl 556kg / ASTM A3
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ESEEIP 3T markin

scsBhibitA 1|

g and Packing m 29
s

NI

__SEE

#8 Plate

It

{i\

1

1
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7. AHTIRRRAZER

2. WEVE e JIS G3131 SPHC
. oeam  ooow

| T
6 EBERSE R R NER

—  FERFMEHSE . BEDNOELSNEREHEZREESRY - BEREAENTALIFAINRRRNE - 55
VETASTIEN  FTEE - TEMRBRR TIEBREREMIN -

Z R EERETER ST ATERE -

= - EISEES ; WERE0 - (07)871691188123 124
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List of MCCs in B-2 AU Sales Listing

SCS-Exhibit C-1-2

Confidential
MCC Category|MCC Category|MCC Categor
MCC M(1:C gf;ﬁ%;ry MCZC_ l(ggiigory 3- Su_rf_a%e ’ 4- Standagr]'d/y 5- Thickngessy M%C \(ltva;;etgﬂ]ory
Condition Grade (BMT)
P-C-A-1-T1-W1 P C A 1 T1 W1
P-C-A-1-T1-W2 P C A 1 T1 W2
P-C-A-1-T2-W2 P C A 1 T2 W2
P-C-A-1-T3-W2 P C A 1 T3 W2
P-C-PI-1-T1-W2 P C Pl 1 T1 W2
P-C-PI-1-T2-W2 P C Pl 1 T2 W2
P-C-PI-1-T3-W2 P C Pl 1 T3 W2
P-C-PI-1-T4-W1 P C Pl 1 T4 W1
P-C-PI-1-T4-W2 P C Pl 1 T4 W2
P-S-A-1-T1-W2 P S A 1 T1 W2
P-S-A-1-T2-W2 P S A 1 T2 W2
P-S-A-1-T3-W2 P S A 1 T3 W2
P-S-PI-1-T3-W2 P S Pl 1 T3 W2
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List of MCCs in D-2 Domestic Sales Listing

SCS-Exhibit C-2-2
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MCC Category|MCC Category|MCC Category
MCC - Sales Mf?gj;ﬁgsry MCZC_ I(izﬁgory 3- Su!rf_ace 4- Standard/ | 5- Thickness M%C \(/Zva:'(r.jetgr;]ory
Condition Grade (BMT)
N-C-A-1-T1-W2 N C A 1 T1 W2
N-C-A-1-T2-W2 N C A 1 T2 W2
N-C-A-1-T3-W2 N C A 1 T3 W2
N-C-A-5-T1-W1 N C A 5 T1 W1
N-C-A-5-T1-W2 N C A 5 T1 W2
N-C-A-5-T2-W2 N C A 5 T2 W2
N-C-A-5-T3-W1 N C A 5 T3 W1
N-C-A-5-T3-W2 N C A 5 T3 W2
N-C-PI-1-T1-W2 N C Pl 1 T1 W2
N-C-PI-1-T2-W?2 N C Pl 1 T2 W2
N-C-PI-1-T3-W2 N C Pl 1 T3 W2
N-C-PI-5-T1-W1 N C Pl 5 T1 W1
N-C-PI-5-T1-W2 N C Pl 5 T1 W2
N-S-A-1-T3-W2 N S A 1 T3 W2
P-C-A-1-T1-W2 P C A 1 T1 W2
P-C-A-1-T2-W1 P C A 1 T2 W1
P-C-A-1-T2-W2 P C A 1 T2 W2
P-C-A-1-T3-W1 P C A 1 T3 W1
P-C-A-1-T3-W2 P C A 1 T3 W2
P-C-A-2-T3-W2 P C A 2 T3 W2
P-C-A-5-T1-W2 P C A 5 T1 W2
P-C-A-5-T2-W2 P C A 5 T2 W2
P-C-A-5-T3-W1 P C A 5 T3 W1
P-C-A-5-T3-W2 P C A 5 T3 W2
P-C-PI-1-T1-W2 P C Pl 1 T1 W2
P-C-PI-1-T2-W1 P C Pl 1 T2 W1
P-C-PI-1-T2-W2 P C Pl 1 T2 W2
P-C-PI-1-T3-W2 P C Pl 1 T3 W2
P-C-PI-5-T1-W2 P C Pl 5 T1 W2
P-C-PI-5-T2-W2 P C Pl 5 T2 W2
P-C-PI-5-T3-W1 P C Pl 5 T3 W1
P-C-PI-5-T3-W2 P C Pl 5 T3 W2
P-S-A-1-T3-W2 P S A 1 T3 W2
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