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INSTRUCTIONS

Why you have been asked to fill out this questionnaire?

The Anti-Dumping Commission (the commission) is conducting continuation inquiry in respect of the
anti-dumping measures applying to zinc coated (galvanised) steel exported to Australia from China,
Korea and 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 zinc coated (galvanised)
steel 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
guestionnaire. 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:

e the commission’s responsibility to conduct the case in a timely and efficient manner;

e 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.

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.
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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 a response 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 questionnaire 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 questionnaires 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.

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 meeting your company to conduct virtual verification.
Verification meetings 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
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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 meeting.

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.

e 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 questionnaire.

e 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)

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

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

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

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

o 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.
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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 questions
Section A M
Company information
Section B M
Export sales to Australia
Section C M
Exported goods & like goods
Section D M
Domestic sales
Section E M
Due allowance
Section F M
Third country sales
Section G ™M
Cost to make and sell
Section J ™M
Domestic market
Section K ™M
Australian market
Exporter's declaration ™M
Non-confidential version of this response M
Attachments Please tick if
you have
provided
spreadsheet

B-2 Australian sales

B-4 Upwards sales

B-5 Upwards selling expenses

D-2 Domestic sales

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

NNNNNNNNNNRNFNN
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GOODS UNDER CONSIDERATION / GOODS SUBJECT TO
ANTI-DUMPING MEASURES

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

Flat rolled products of iron and non-alloy steel of a width less than 600mm and equal to or
greater than 600mm, plated or coated with zinc;
and Flat rolled products of alloyed steel of a width less than 600mm and equal to or greater
than 600mm, plated or coated with zinc exported from:
- China by Angang Steel Co., Ltd or Benxi Iron and Steel (Group) International Economic &
Trading Co.; or - Taiwan by Yieh Phui Enterprise Co., Ltd.

Further information in regard to the goods is avalaible in Anti Dumping Notice 2022/086, which is
available on the electronic record for this case.

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.

Item Caitger Sub-Category Identifier aliEs Cost Data
y Data
Allo A
1 Alloy y Mandatory Not
content | Non-alloy NA applicable
Prime P
2 Prime - Mandatory NOt
Non — Prime N applicable
Hot Rolled H
3 Steel Mandatory | Mandatory
Base Cold Rolled C
i Zinc Coated (Z z
4 Coating . ) - Mandatory | Mandatory
Type Zinc / Iron Alloy Coating (ZF / F) F
<= 100 g/m? 1
>100 g/m? to <= 220 g/m? 2
5 | Coaling =550 gim? to <= 300g/m? 3 Mand Mand
Mass g/m? to <= g/m andatory andatory
>Z300 g/m? to <= 400 g/m? 4
>400 g/m? 5
G2/ SGCC /SGHC A
G3/SGCD B
G250/ SGC 340/ SGHC 340/ SGC c
340/ SGHC 340
6 Steel G300/ G350/ SGC 400/ SGHC 400/ Mandator Mandator
Grade | SGC 440/ SGCH 440 / SGC 490 / D y y
SGHC 490
G450 / G500 E
G550/ SGC 570 F
Other G
<0.40 mm 1
7 52:3' =>0.40 mm to < 0.50 mm 2 Mandatory | Mandatory
=>0.50 mm to <0.75 mm 3
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Thicknes | =>0.75 mm to <1.00 mm 4
s(BMT) ['=>1.00 mm to < 1.50 mm 5
=>1.50 mm to <2.00 mm 6
=>2.00 mm to <2.50 mm 7
=>2.50 mm 8
<600 mm A
8 Width => 600 mm to <= 1220mm B Mandatory Optional
>1220mm C
Coil C Mandatory Optional
9 Form -
Sheet S Mandatory Optional

In constructing a MCC, use a "-" between each category. For example: A-P-H-Z-3-A-1-A-C

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.
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SECTION A
COMPANY INFORMATION

A-1 Company representative and location
1. Please nominate a contact person within your company:

Name: Mr. Alex Lee

Position in the company: Manager, International Trade Dept.
Telephone: + 886 (7)616 6918 Ext. 328

E-mail address: alexlee @mail.ptgroup.com.tw

2. If you have appointed a representative, provide the their contact details:

Name: Mr. John Bracic
Address: J.Bracic & Associates
PO Box 3026
Manuka, ACT 2603
Telephone: +61 499 056 729
E-mail address: 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 are kept at No. 639, Anzhao Rd., Yanchao Dist., Kaohsiung City, Taiwan.
4. Please provide the location of the where your company’s production records are held.

The production records are kept at No. 639, Anzhao Rd., Yanchao Dist., Kaohsiung City, Taiwan.

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

The production plant manufacturing the goods is located at No. 639, Anzhao Rd., Yanchao Dist.,
Kaohsiung City, Taiwan.

A-2 Company information
1. What is the legal name of your business?

Prosperity Tieh Enterprise Co., Ltd. ("PT")

2. Does your company trade under a different name and/or brand? If yes, provide details.
No. PT 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
PT has no other business names.

4. Provide a list of your current board of directors and any changes in the last two years.

PT’s list of current board of directors is provided in Exhibit A-2.4, and there has been no changes
in the last two years.

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

10
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Please see Exhibit A-2.5 for the details of PT's Related Companies. The companies included
therein are under common control by PT's chairman's family group.

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) Alist of all principal shareholders and the shareholding percentages.

PT is not a publicly listed company. A list of the ten largest shareholders of PT, including all principal
shareholders owning more than 5% of PT’s shares, is provided in Exhibit A-2.4.

7. 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.

PT is a manufacturer of steel products, including cold-rolled steel, hot-dipped galvanized steel, hot-
dipped galvalumed steel, and pre-painted steel products. PT produces and sells these steel
products in both domestic and export markets.

8. 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) sell in the domestic market;

(c) export to Australia; and

(d) export to countries other than Australia.

PT produces the goods, sells the goods in domestic market, and exports the goods to Australia and
other countries.

9. Provide your company’s internal organisation chart.
Please see Exhibit A-2.9 for PT's Company Organization Chart.
10. Describe the functions performed by each group within the organisation.

PT's operations are structured by the function of each department within the company. There are
four departments in PT's current organization structure:

® The Administrative Department is responsible for general administration, information
technology, and finance.

® The Sales Department is responsible for sales, marketing, transportation and purchases.

® The Production Department (dubbed as Main Mill or Mill 6) is in charge of manufacturing
and quality control for the products manufactured by PT. All the goods manufactured by
PT are produced in Main Mill. PT's Production Department can be divided into the following
plants:

(2) the Pickling and Cold Rolling Plant, which produces cold-rolled steel that is used
as a substrate for producing the goods.

(2) Galvanizing Plant | and Galvanizing Plant Il are involved in the production of all
coated products, including hot-dipped galvanized with cold-rolled ("CR") substrate
("CGI"), hot-dipped galvalumed CR substrate with ("CGL"), hot-dipped galvanized
with hot-rolled ("HR") substrate ("HGI"), and hot-dipped galvalumed with HR
substrate ("HGL").

1 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.

11
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3) Color Coating Plant are all involved in the production of all colored products, which
are non-subject goods, including pre-painted galvanized ("PPGI") and pre-painted
galvalumed ("PPGL").

® The Steel Product Processing Division (dubbed as Service Center or Mill 1) is responsible
for cutting, slitting, and shearing products either produced by PT, or purchased from other
companies.

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

provide them.

Please refer to Exhibit A-2.11 for Product Catalogue of PT.

A-3 General accounting information

1.

What is your financial accounting period?

PT’s financial accounting period is calendar year (from January 1st to December 31st).
Are your financial accounts audited? If yes, who is the auditor?

Yes, PT’s financial accounts are audited, and the auditor is || GGcNIEzNIN

What currency are your accounts kept in?

Our accounts are kept in New Taiwan Dollars (NTD).

What is the name of your financial accounting system?

What is the name of your sales system?

What is the name of your production system?

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.

The diagram showing the interaction between different ERP systems is provided in Exhibit A-3.7.
It runs electronically.

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

PT's financial accounting practices are in accordance with Enterprise Accounting Standards (EAS),
which are the generally accepted accounting principles practiced in Taiwan. PT’s Audited financial
statements for 2021 are provided in Exhibit A-4.1.

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

There have been no changes to PT’s accounting practices over the last two years.

12



PUBLIC RECORD

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.

Please refer to Exhibit A-4.1 for PT's audited financial statements for 2021 and 2020.

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.

Not applicable, as PT has audited financial reports.

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.
PT does not maintain different profit centres, so PT does not have divisional, factory/facility or
product-specific profit & loss statements. The income statements is related to the company as a
whole.
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.

Please refer to Exhibit A-4.4 for PT's internal income statements for 2021, the first half of 2021,
the first half of 2022, and POR.

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 PT's trial balance (in Excel) for 2021 and POR.
6. Please provide your company’s chart of accounts (in Excel).

Chart of Accounts of PT is provided in Exhibit A-4.6.

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:

(&) 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

() Invoicing process

(g) Payment terms and process

[Details of export sales negotiation/ordering/transactions]

Please see Exhibit B-1.1.a for a flowchart explaining the sales process for export sales, and
Exhibit B-1.1.b for a chart setting out the terms of delivery and payment.

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 detalils;
(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?

PT invoices its Australian customers in USD and the customers pay in USD
PT does not use forward contracts.

The exchange rate for export sales revenue in PT’s accounting system is determined based on the
exchange rate issued by Taiwan Customs and it is updated every 10 days.

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.

PT is not related to its Australian customers.

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

- [Confidential details of price setting mechanism]

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.

I (Confidential details of customer price variance]

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.
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I (Confidential details of discounts/rebates]

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.

I (Confidential details of credit/debit notes]

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:

(&) 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”

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

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

e If 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.

Please refer to Exhibit B-2 Australian sales.

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”.

Please refer to Exhibit B-2.2 Australian sales source.

B-3 Sample export documents

1.

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

Purchase order and order confirmation

Commercial invoice and packing list

Proof of payment and accounts receivable ledger
Documents showing bank charges

Invoices for inland transport

Invoices for port handling and other export charges

Bill of lading

Invoices for ocean freight & marine insurance (if applicable)
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 in relation to the following two largest
invoices by invoice value to Australia:

* Invoice number: _; and
« Invoice number: | EGzN:
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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 in the source documents provided 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.

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

Please refer to Exhibit B-4 Upwards Sales Reconciliation.

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.

The source documents have been included in Exhibit B-4.

For any amount in the “B-4 Upwards sales” worksheet that is hard coded (i.e. not a formula),

please cross-reference by providing:

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

Please refer to Exhibit B-4 Upwards Sales.

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.

e 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 refer to Exhibit B-5 Upwards Selling Expense.

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.

In addition to B-2 and D-2, the source documents for Exhibit B-5 also include || GcGczGNGEG
[Confidential source reports].

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:

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

e 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.
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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.

Please refer to Exhibit C-1.1 for all the goods PT exported to Australia during the POR with
specification details.

Please refer to Exhibit A-2.11 for a product catalogue. Also, please refer to Exhibits B-3.1.a and B-
3.1.b for 2 sample mill certificates.

In Exhibit C-1.1, in addition to the product specification, PT also lists the corresponding MCC.
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 MCCs listed in the Australian sales listing in B-2 are tabled below and in Exhibit C-1.2.

MCC

NA-P-C-Z-4-E-6-B-C
NA-P-H-Z-2-D-8-B-C
NA-P-H-Z-2-D-§8-C-C
NA-P-H-Z-3-D-6-B-C
NA-P-H-Z-3-D-8-B-C
NA-P-H-Z-4-E-6-B-C
NA-P-H-Z-4-E-7-B-C

C-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.

Please refer to Exhibit C-2.1 for all the goods PT sold on the domestic market during the POR with
specification details.

Provide a list of MCCs of like goods sold on the domestic market. This must cover all MCCs listed

in the domestic sales listing in D-2.
e This list must be disclosed in the public record version of the response.
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The MCCs listed in the domestic sales listing in D-2 are tabled below and provided in Exhibit C-
2.2. Please note that for some non-prime grade products, it is very difficult to assign the full MCC
to the product sold. Unknown characteristics are identified with an X in MCC.

MCC

NA-P-H-Z-3-E-6-C-C

NA-P-H-Z-2-D-6-B-C

NA-P-C-Z-3-D-5-C-C

NA-P-C-Z-2-A-5-B-S

NA-P-C-Z-1-A-1-B-C

NA-N-C-Z-X-G-4-A-C

NA-P-H-Z-3-D-8§-C-C

NA-P-H-Z-2-C-7-B-C

NA-P-C-Z-3-C-5-C-C

NA-P-C-Z-2-A-5-B-C

NA-N-X-Z-X-G-1-A-S

NA-N-C-Z-X-G-3-C-§

NA-P-H-Z-3-D-8-B-C

NA-P-H-Z-2-C-5-C-C

NA-P-C-Z-3-A-6-B-C

NA-P-C-Z-2-A-5-A-C

NA-N-H-Z-X-G-8-C-C

NA-N-C-Z-X-G-3-B-§

NAP-HZ3D-7-CC

NA-P-H-Z-2-A-8-C-S

NA-P-C-Z-3-A-5-B-C

NAP-CZ2A4CC

NA-N-H-Z-X-G-§-B-C

NA-N-C-Z-X-G-3-B-C

NA-P-H-Z-3-D-7-B-C

NA-P-H-Z-2-A-8-C-C

NA-P-C-Z-3-A-4-B-C

NA-P-C-Z-2-A-4-B-C

NA-N-H-Z-X-G-7-C-C

NA-N-C-Z-X-G-3-A-C

NA-P-H-Z-3-C-8-C-S

NA-P-H-Z-2-A-8-B-8

NAP-C-Z2F-4BC

NAP-C-Z-2-A4-AC

NA-N-H-Z-X-G-7-B-C

NA-N-C-Z-X-G-2-B-S

NA-P-H-Z-3-C-8-A-C

NA-P-H-Z-2-A-8-B-C

NA-P-C-Z-2-D-6-C-C

NA-P-C-Z-2-A-3-C-C

NA-N-H-Z-X-G-6-C-C

NA-N-C-Z-X-G-2-B-C

NA-P-H-Z-3-C-6-C-C

NA-P-H-Z-2-A-8-A-C

NA-P-C-Z-2-D-5-B-C

NA-P-C-Z-2-A-3-B-C

NA-N-H-Z-X-G-6-B-C

NA-N-C-Z-X-G-2-A-C

NA-P-H-Z-3-A-8-B-C

NA-P-H-Z-2-A-7-C-S

NA-P-C-Z-2-D-2-B-C

NA-P-C-Z-2-A-3-A-C

NA-N-H-Z-X-G-3-C-C

NA-N-C-Z-X-G-1-C-§

NA-P-H-Z-3-A-8-A-C

NA-P-H-Z-2-A-7-C-C

NA-P-C-Z-2-C-5-B-C

NA-P-C-Z-2-A-2-B-C

NA-N-H-Z-X-G-5-B-C

NA-N-C-Z-X-G-1-B-§

NA-P-H-Z-3-A-7-B-C

NA-P-H-Z-2-A-7-B-C

NA-P-C-Z-2-C-2-B-C

NA-P-C-Z-2-A-2-A-C

NA-N-H-Z-2-G-7-A-C

NA-N-C-Z-X-G-1-B-C

NA-P-H-Z-3-A-6-C-C

NA-P-HZ2ATAC

NA-P-C-Z-2-A-7-B-§

NA-P-C-Z-2-A-1-C-C

NA-N-C-Z-X-G-7-C-C

NA-N-C-Z-X-G-1-A-C

NA-P-H-Z-3-A-6-B-C

NA-P-H-Z-2-A-6-C-S

NA-P-C-Z-2-A-7-B-C

NA-P-C-Z-2-A-1-B-C

NA-N-C-Z-X-G-7-A-C

NA-N-C-Z-2-A-6-C-§

NA-P-H-Z-3-A-5-C-C

NA-P-H-Z-2-A-6-C-C

NA-P-C-Z-2-A-7-A-C

NA-P-C-Z-1-F-4-A-C

NA-N-C-Z-X-G-6-C-C

NA-N-C-Z-1-A-1-A-C

NA-P-H-Z-2-G-7-A-C

NA-P-H-Z-2-A-6-B-§

NA-P-C-Z-2-A-6-C-S

NA-P-C-Z-1-C-1-C-C

NA-N-C-Z-X-G-6-B-C

NA-P-H-Z-2-E-7-B-C

NA-P-H-Z-2-A-6-B-C

NA-P-C-Z-2-A-6-C-C

NA-P-C-Z-1-C-1-B-C

NA-N-C-Z-X-G-5-C-S

NA-P-H-Z-2-D-8-B-C

NA-P-H-Z-2-A-5-C-C

NA-P-C-Z-2-A-6-B-S

NA-P-C-Z-1-A-5-B-C

NA-N-C-Z-X-G-5-C-C

NA-P-H-Z-2-D-7-C-C

NA-P-H-Z-2-A-5-B-C

NA-P-C-Z-2-A-6-B-C

NA-P-C-Z-1-A-3-B-C

NA-N-C-Z-X-G-5-B-S

NA-P-H-Z-2-D-7-B-C

NA-P-H-Z-2-A-5-A-C

NA-P-C-Z-2-A-5-C-S

NA-P-C-Z-1-A-3-A-C

NA-N-C-Z-X-G-5-B-C

NA-P-H-Z-2-D-6-C-C

NA-P-H-Z-1-D-6-B-C

NA-P-C-Z-2-A-5-C-C

NA-P-C-Z-1-A-2-B-C

NA-N-C-Z-X-G-5-A-C

C-3

Internal product codes

1. Does your company use product codes or stock keeping unit (SKU) codes?

If yes:
(@)

key of the meaning for each code within the product or SKU code.

(b)

purpose of completing this questionnaire.

(©)

If no:

(@)

spreadsheets.

Please refer to

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

Exhibit C-3.1: the product coding rule for PT’s internal sales code.

Exhibit C-3.2: the product coding rule for PT’s internal cost code

Provide details of the product or SKU coding system for the goods, such as a legend or

Provide details on how you mapped the product or SKU codes to the MCC for the

Provide details on the method used to identify the MCC in the sales and cost

In Exhibit C-3.3, PT provides a concordance table between MCC category 6™ (Steel Grade) and
the product specifications.

PT uses the information carried in each sales order to code the MCC, instead of directly using
internal product code to code the MCC, since one product code will correspond to multiple MCCs
and one MCC will also correspond to multiple products codes.

[Details of MCC identification for uncommon domestic sales circumstances]
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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:

(&) 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

() Invoicing process

(g) Payment terms and process

The sales processes for domestic sales of the goods can be summarized as follows: Domestic
customers contact PT by phone, fax, or email. Once a price is agreed upon, PT either ships out of
existing inventory to fulfil the order or places a production order. The final quantity will be the final
invoiced quantity, since quantities can vary up until invoice and shipment. The invoice is issued at
time of shipment.

Please see Exhibit D-1.1.a for a flowchart setting out the sales process for domestic market and
see Exhibit D-1.1.b for a chart setting out the terms of delivery and payment.

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 POR, [
PT's terms of sale and prices | IEEEEEE—_———

[Details of customer price variances].

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

- [Confidential details of domestic price setting mechanism]

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, PT's prices do not vary by channels of distribution. PT's prices are set via negotiation with
customers individually. In principle, PT charged a lower price for a larger purchase quantity of the
goods in the domestic market during the POR.

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.

I (Confidential details of discounts/rebates] relating to the

sale of the goods in the domestic market during the POR.
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.

During the POR, |GG (Co-fidential details of credit/debit notes]
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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:

(&) 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 as the invoice date as instructed.

D-2 Domestic sales listing

1.

Complete the worksheet named “D-2 Domestic sales”

e 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

e 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.

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

e If 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.

Please refer to 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”.

Please refer to Exhibit D-2.2 for the list of source data for each column in Exhibit D-2 Domestic
sales.

D-3 Sample domestic sales documents

1.

Select the two largest invoices by value and provide the following documentation:
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 refer to Exhibit D-3.1.a and Exhibit D-3.1.b for the documents relating to the two largest
invoices by invoice value:

® [nvoice number , and

® Invoice number .
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.

Annotations are provided in the source documents provided in Exhibits D-3.1.a and D-3.1.b.

D-4 Reconciliation of sales to financial accounts
This section is not required if you have completed B-4.

1.

PT has provided all information in Exhibit B-4.

Please complete the worksheet named “B-4 Upwards sales” to demonstrate that the sales listings
in D-2 and F-2 are complete.
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e You must provide this list in electronic format using the template provided.

e 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 refer to Exhibit B-4 Upward Sales.

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.

The source documents have been included in Exhibit B-4.

For any amount in the “B-4 Upwards sales” worksheet that is hard coded (i.e. not a formula),

please cross-reference by providing:

e 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.

We have done so in Exhibit B-4.
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SECTION E
DUE ALLOWANCE

E-1 Credit 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?

PT provides credit to domestic customers in relation to sales of like goods. Credit terms have been
identified in PT's domestic sales in Exhibit D-2.

Please refer to Exhibit E-1.1.a for the average accounts receivable turnover days for each domestic
customer.

Please refer to Exhibit E-1.1.b for PT’s monthly interest rate on NTD short-term borrowings during
the POR and the POR average rate.

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:
(&) 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?

[credit terms] Payment terms for Australian sales made during the POR were
[payment terms].

E 2 Packaging

What is the packaging used for your domestic sales of like goods?

Please refer to Exhibit E-2.1 for the different packaging type and the relevant packing materials for
domestic sales of the goods.

2. What is the packaging used for your export sales of the goods to Australia?

Please refer to Exhibit E-2.1 for the different packaging type and the relevant packing materials for
export sales of the goods.

3. If there are distinct differences in packaging between your domestic and export sales:
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(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

Regarding the packaging cost reported in Exhibits B-2 and D-2, the packing details are provided in
Exhibit E-2.1, and the worksheet for calculating packaging cost for each packing type is provided
in Exhibit E-2.3.

E 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-27?

Inland freight expenses incurs when the delivery term is “Delivered” as reported in Exhibit D-2 where
PT is obligated to transport ordered items from its factories to the customers. The inland freight
charges are determined basing on the distance to the destination and weight of the shipment. PT
reports inland transportation costs on an actual basis.

2. What are the delivery terms of the export sales of the goods to Australia?

For Australian Sales during the POR, the delivery terms agreed are | GcNcNIENIGINGNGINGNGNGEG

[shipment terms].

3. 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
incurred is reported on an actual basis and allocated by quantity for the goods shipped in the same
shipment.

Please see Exhibit E-3-3 for the inland freight schedule applicable during the POR.

4. 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-2?

In the case that the delivery term for Australian sales includes delivery to the port, the port charges
incurred are reported on an actual basis and allocated by quantity for the goods shipped in the
same shipment.

Please see Exhibit E-3-4 for the export charges calculation.

5. 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-2?

In the case that the delivery term for Australian sales is [JJJlj the ocean freight incurred are reported
on an actual basis and allocated by quantity for the goods shipped in the same shipment.

Please see Exhibit E-3-5 for the ocean freight calculation.

6. 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 PT’s export sales to Australia during the review period were made under

o

7. 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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I (clelivery terms]

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.

PT provides no commission for domestic sales.

For export sales to Australia || GcIcINNGG"5NGGEEEEEE (Co fidential details of export

commissions.

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?

e 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 first offset against each other, and the
balance is either payable to tax authority or refundable therefrom.

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

Are there any other direct selling expenses incurred by your company in relation to domestic

sales of like goods?

e These direct selling expenses must be included in the reconciliation of direct selling expenses
in B-5

PT incurred minimal amounts of bank charges in connection with the banks’ processing of payments
from certain home-market customers. Because it is difficult to trace on a sale-specific basis, PT
reviewed the above accounts between during the POR and manually identified the bank charges
relating to home market customers to obtain the aggregate amount of bank charge by customer
and allocate these charges to the total sales quantities of all goods purchased by that customer for
the same period. PT reported these bank charges on a per-customer and per-MT basis in Exhibit
D-2 Domestic Sales. Please see the worksheet in Exhibit E-4.3 for the calculation worksheet of
bank charges for domestic sales.

All direct selling expenses incurred in relation to domestic sales are reported in Exhibit D-2, and
included in reconciliation of Exhibit B-5.

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

PT reported bank charges of its Australian sales. Bank charge is allocated among different entries
based on invoice value. Please see the worksheet in Exhibit E-4.4 for the calculation worksheet of
bank charges for Australian sales.

All direct selling expenses incurred in relation to Australian sales are reported in Exhibit B-2, and
included in reconciliation of Exhibit B-5.
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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.
e Refer to Chapter 15 of the Dumping and Subsidy Manual (December 2021)2 for more
information.

In the time available PT 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. PT reserves the right to present further information before or during the verification
process if such information is properly identified.

2 Available on the commission website

25



PUBLIC RECORD

SECTION F
THIRD COUNTRY SALES

F-1 Third country sales process

1.

2.

Are your sales processes to any third country (i.e. exports to countries other than Australia)
different to the sales process described in B-1.1? 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

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.

_ [Details of related customer]

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:

(&) 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 PT does not make such claim.

F-2 Third country sales listing

1.

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.

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.

Please refer to Exhibit F-2 Third Country Sales.

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”.

Please refer to Exhibit F-2.2 Third Country Sales Source.

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.

There may be a number of differences between PT's sales to Australia and to other third countries
which would likely affect comparison of them, such as different trade terms and payment terms.
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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-1.1 for the flowchart of the production process. The following production
lines produce both subject and non-subject goods.

The input into the galvanizing process at PT that produces galvanized material can be one of the
following: (a linput]; (b) | N (nput); or (c)

[input]. The following is a brief description of each of production
lines through which the goods may pass, depending on the input product (hot-rolled or cold rolled)
and the final product being produced:

1. Push Pickling Line ("PPL") at Main Mill (dubbed as Mill 6 internally)

At Production Department, purchased hot-rolled coils destined for the cold-rolling pass through the
pickling line to produce pickled sheet. In the continuous pickling line, the input metal (hot-rolled
carbon steel coil) is prepared for cold-rolling by passing it through an acidic bath to remove surface
contaminants. There is one PPL line in the Pickling and Cold Rolling Plant. The output from the
PPL line is an input into the cold-rolling line to produce cold rolled substrate.

2. Cold-Rolling Line ("CRL") at Main Mill

All cold-rolled products produced by PT pass through the cold-rolling line. Cold-rolling at the
Kaohsiung plant consists of the cold-reduction of the pickled hot-rolled coil metal by passing the
input pickled hot-rolled steel, under pressure, through a reversing cold-rolling mill. With each "pass"
through the cold-rolling mill, the substrate metal is reduced in thickness. There is one cold-rolling
line in the Pickling & Cold-Rolling Plant. The output is the cold-rolled full-hard material input that is
(1) sent into subject galvanizing process or (b) sold to unaffiliated parties as a finished product.

3. Continuous Galvanizing Lines ("CGL, CGIl and HGI") at Main Mill

PT operates three continuous hot-dipped galvanizing lines in two Galvanizing Plants at its
Kaohsiung facility as follows: At all three lines, the HR or CR input is first passed through an
annealing furnace, and then through a pot of galvanizing material depending on the output product
as follows:

° No.1 Continuous Hot-Dip 55% Al-Zn alloy-coated Line (Galvanizing Plant 1): The input is
either purchased cold-rolled coil or cold-rolled coil produced by PT. The coil is passed through
an annealing furnace and then into a pot of 55% aluminum and zinc, a skin pass mill, and a
tension-leveler. The output from this line is a galvalume (CGL) product that is either sold as a
finished product or sent to the pre-painted color coating line.

° No.2 Continuous Hot-Dip 55% Al-Zn alloy-coated Line (Galvanizing Plant 1): The input is
either purchased cold-rolled coil or cold-rolled coil produced by PT. The coil is passed through
either a pot of molten zinc or a pot of 55% aluminum and zinc, a skin pass process, and a
tension-leveler. The output from this line is galvanized (CGI) or galvalume (CGL) products
sold as finished products or sent to the pre-painted color coating line for further processing.

° No.3 Continuous Pickling & Hot-Dip Galvanizing Line (Galvanizing Plant 2): The input into this
line is purchased hot-rolled coil, pickled hot-rolled coil, or cold-rolled coil that is purchased or
produced by PT, flattened, annealed, galvanized and skin passed. The galvanizing occurs
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through a pot of molten zinc. The output from this line is galvanized products (HGI or CGI,
depending on substrate being hot-rolled or cold-rolled), sold as finished products.

4. Shearing/Slitting Line at Service Center (dubbed as Mill 1 internally)

Shearing is the cutting of coils to length and slitting is the cutting of a coil into one or more narrower
coils. All products are mill or slit edge. During the POR, the goods produced by PT that were slit
and sheared were processed at PT's Steel Product Processing Division (i.e., its service center).

The scraps that are related to the production of the goods are .
ﬁ, ! ,and .

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.

- [Details of related suppliers]

G-2. Cost accounting practices

1.

2.

w

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

Not applicable, as PT does not adopt standard costs.

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.

Exhibit G-2.3 identifies the cost centres within each section, provides the allocation key and the
cost centres to which the costs are allocated under the accounting system.

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

In PT’s normal cost accounting system, production costs are recorded per internal cost codes.
Please refer to Exhibit G-2.4 for the list of cost code for the goods and Exhibit C-3.2 for coding
rule for PT’s internal cost code.

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

No, there are no costs for management accounting purposes valued differently to financial
accounting purposes.

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.
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(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.
Not applicable, as PT did not engage in any relevant start-up operations relating to the goods.

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)?

The cost of inventory is calculated on a weighted average basis.

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

Under PT’s cost accounting system, prime and non-prime goods share the same cost.

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

Under PT’s accounting system, the scrap recovery for each product is determined by multiplying
the standard price of scrap by the quantity of scrap generated. The standard price is set for different
types of scrap.

PT does not have joint products.

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

Not applicable to PT, as no management fee/corporate allocation is charged to PT by related
company.

G-3 Cost to make on domestic market

1.

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.

e 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.

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

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

e 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 MCC for all the goods produced and sold by PT on
all markets.

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 for list of data source for Exhibit G-3 Domestic CTM listing.

G-4 Selling, General & Administration expenses

1.

Complete the worksheet named "G-4.1 SG&A listing".
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e This worksheet lists all selling, general and administration expenses, including finance
expenses, by account code for the most recent accounting period and the period.

e The SG&A listing should reconcile to the trial balance and/or income statement.

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

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

Please see Exhibit G-4.2 for Domestic SG&A calculation.

G-5 Cost to make the goods exported to Australia
1. Complete the worksheet named "G-5 Australian CTM".
e This worksheet lists the quarterly cost to make the Australian models of the goods under
consideration by MCC manufactured within the period.
e The costs must be based on actual cost of production (i.e. not standard costs or cost of goods
sold) for each MCC.
e 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.
e You must provide this list in electronic format using the template provided.
e 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.

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 our above reply in G-3.2.

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:
(&) Raw materials
(b) Labour
(c) Manufacturing overheads

While PT's normal calculation of inventory value accounts for some of the physical characteristics,
PT determined that the normal system does not satisfy the ADC's reporting requirements for MCC,
as PT’s internal cost code does not differentiate by grade of coil. For response purposes, below is
the allocation methodology used to complete G-3 domestic CTM and G-5 Australian CTM.

° Cost at Main Mill

Input Coil Cost:
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_ [Raw material cost allocation methodology]

PT has calculated the material cost for response purposes as follows:

Zinc:

Direct materials for corrosion-resistant products additionally include the cost of zinc material used
to coat the input substrate. Galvanizing coating occurs in one of the three galvanizing lines at the

[zinc cost allocation method]

Labour & Manufacturing Overheads:

For response purposes,

[labor/OH cost allocation methodology]

° Cost at Service Centre

Input Coil Cost:

_ [Details of input costs]

Labour & Manufacturing Overheads:

I (service centre labor/OH allocation]

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 Exhibit G-6.2 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 primary raw material for the goods are hot-rolled coils (purchased), cold-rolled coils (purchased
or produced), and zinc.

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.

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

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

e 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.

e If you have used formulas to complete this worksheet, these formulas must be retained.
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The output of PT’s Push Pickling Line ("PPL") and Cold-Rolling Line ("CRL") may be used as the
input to produce the goods. Please see Exhibit G-7.2 Raw material CTM for the self-produced
Pickled Steel Coils (PPC) and Cold Rolled Steel Coils (CRC).

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.

Please see Exhibit G-7.3 for the ratio of each raw material with the calculation worksheet.

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.

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

Please see Exhibit G-7.4 for purchase listing of hot-rolled coils, cold-rolled coils and zinc.

Provide a table listing the source of the data for each column of the “G-7.4 Raw material
purchases” listing.

Please see Exhibit G-7.5 for the data source of G-7.4 Raw material purchases listing.

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 Exhibit G-7.6.a for the sample documents for two largest invoices by value, and Exhibit
G-7.6.b for the purchase reconciliation.

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.

_ [Detalils of related supplier]

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

1.

2.

3.

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.

e 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.

Provided in Exhibit G-8 as instructed.

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.
For any amount that is hard coded (i.e. not a formula), please cross-reference by providing:
e 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
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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
guestion.

_. [Production process] Please see flowchart provided in Exhibit G-1.1.

To report production quantities in G-3 and G-5, PT | EGcINIIIINEDEEEEEEEE

[Production volume reporting].

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

Please see Exhibit A-3.7 to see interaction between production management system and
accounting system.

3. 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”.

The differences between production quantities and sales volumes are mainly because [
[volume variances between production and sales reporting]

4. 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?
The production volume and product mix of production are mainly based on

[Details of PT’s production decision making]

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

PT adjusts volumes of production for the goods || | | I [periods]

G-10 Capacity Utilisation
1. Please complete the worksheet named “G-10 Capacity Utilisation”.
e You must provide this list in electronic format using the template provided.
e If you have used formulas to complete this worksheet, these formulas must be retained.

Provided in Exhibit G-10 as instructed.

2. Explain how the production capacity and capacity utilisation has been calculated.

The capacity utilisation is computed by actual output of goods divided by production capacity on
iearli basis. The nominal Eroduction caﬁaciti reﬁorted in G-10 is based on ﬂ

[Source production reporting].
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The yearly capacity calculation is:

e, (formula]
N, formulal]

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 capacity of PT’s warehousing facility for finished goods, including the goods, is - MT.

Please see Exhibit G-10.3.a for the list of monthly ending Inventory of the goods.
Please see Exhibit G-10.3.b for inventory turnover days with calculation explanation.

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.

No. Over last five years, no such change to the type of capital or technology utilised in the
manufacturing of the goods.

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.

The production process of the goods has been detailed in the reply to above G-1.1. The upsteam
production lines include Push Pickling Line ("PPL") and Cold-Rolling Line ("CRL") at Main Mill.

Please see Exhibit G-10.5 for capacity of Push Pickling Line ("PPL") and Cold-Rolling Line ("CRL")
over the past five years.

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.

I (Details of investments]

34



PUBLIC RECORD

SECTION J
DOMESTIC MARKET

J-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:

(@)

(b)

()

(d)

()

(f)

(9)

(h)

(i)

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, Taiwan market is stable until year 2021. The price in post-pandemic
of COVID-19 was relatively high as of 2021. In general, the price followed the international
trend, and the domestic demand remained steady.

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 traders and end-users. Mostly are for construction projects.

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

3 78 f§ 0

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;

Gl products in Taiwan market in general follow the overall economic trend in Taiwan, and
also the supply/demand trend in the global steel market. Apart from that, raw materials’
(mainly hot-rolled coils) pricing in Taiwan market plays a vital role and huge impact in
domestic market.

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.

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

The major import sources are Japan, Vietham and China. The imported goods and
domestic goods compete with each other freely in the Taiwan market.

Describe the ways that the goods are marketed and distributed in the domestic market;
and

Gl goods are either traded directly between producers/sellers and end-users in the
domestic market. Another intermediate trade levels is to sell products via traders.

Describe any other factors that are relevant to characteristics or influences on the
domestic market for the goods.
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There are no other factors.
Provide documentary evidence to support the responses made to questions 1(a) to (i).

2. 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,
* [domestic market sales

structure]

3. 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:

e 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.

In addition to Prosperity Tieh (PT), there are other significant market participants in the domestic
market for the goods, including China Steel Corporation (“CSC”), Chung Hung Steel Corporation
(“CHS"), Yieh Phui Enterprise (YP), Sheng Yu Steel Co., Ltd (SYSCO), Synn Industrial Co., Ltd
(SYNN), and Shang Shing Steel Industrial Co., Ltd (SSC). The seven participants account for
approximately 90% market shares.

4. ldentify 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, Vietnam and China. Imported subject
goods account for around [JJ§% of the domestic markets. There are no significant importers.

5. 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 the domestic for the goods.

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.

J-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;

36



PUBLIC RECORD

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 PT’s product catalogue.

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

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.

Price is always the major factor of purchase determination. 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.

J-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 1% of I and Il of I v<re derived from out sales of the goods in

the domestic market for POR.

The source documents are B-4 Upwards Sales, B-5 Upwards selling expenses, and G-3 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.

As indicated on J-1.3, there are various competitors of the goods in the domestic market including
PT, CSC, CHS, YP, SYSCO, SYNN, and SSC. These are major price leaders for the goods in the
domestic market.

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
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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 PT's pricing strategy including | GcIEGEGzGzGgGEGEGEGEEEEEEEE

[Price influencing factors].

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 mentioned in J-2.1, | (Price influencing

factors].

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.

Domestic prices are reviewed from time to time based on || | B [arket factor]. The price
will be determined by top management including PT's Chairman and General Manager.

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

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:
1. I

2. I

3. I

. I

s. I

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, |

[description of price negotiations]. Therefore, it is not easy to maintain a desired
profit margin.
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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.

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.

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 in some cases, but PT 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:

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

I 0 of sales from contracts].

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

No.
(c) How frequently are sales contracts renegotiated?
I (cletails of renegotiation process]
(d) How frequently are price reviews conducted between contracts?
Each sales contract will be reviewd and approved by PT's Chairman and General Manager.
(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.
Whenver the sales contract is issued to our customer, the counter-signed contract will be
requested before proceeding further in case our customers end up disagree with certain

items.

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

No.
(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.
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Please refer to Exhibits D-2, D-3.1.a and D-3.1.b.

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.

I (cletails of price setting mechanism]

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.

As above reply, [ GGG (c<t:is of price setting mechanism]

Do you tier or segment your domestic customers for the goods in terms of pricing? If yes, provide:
(@) 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.

I (-tails of price setting mechanism for related parties]
In accordance with Exhibit D-2, [ GcNGNGEEEEEEEEEEEEEEE (C<t:is of related party

transactions]

J-4 Marketing and sales support in the domestic market

1.

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.).

PT competes with more flexible prices and services. PT may shear or slit the goods to the sizes
that 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. PT sells under only one name under PT.

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.

PT does not use advertising for the goods.

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,
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describe the performance indicators used to establish the performance pay. Provide copies of
internal documents which support your claims in response to this question.

I (C-t:is of domestic sales staff] All are located at PT's office

No. 639, Anzhao Rd., Yanchao Dist., Kaohsiung City, 82446, Taiwan). They are paid at
[staff pay details].

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 J-3.4 above.
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SECTION K
AUSTRALIAN MARKET

K-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:

(@)

(b)

()

(d)

()

(f)

(9)

(h)

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

Since the goods that PT sold to Australian in the past five years are not that much, PT may
not be at the best position to provide information about the Australian market. To PT's
knowledge, the Australian market of the goods was stable over the past five years.

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

To PT's knowledge, | N [scctor] are the major sources of demand in the
Australian market that PT sold during the POR.

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

According to PT's sales to Australia during the POR, it's around || GcNGIGEGE

[export sales by sector].
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 PT's knowledge, it's very similiar with the domestic market in Taiwan; macro-economic
situation and global steel market trend are the two major factors to the Australian market.

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

There are no specific market segmentations in the Australian 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 Australian market.

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 the goods, but generally the
imported products are with specific grade/sizes/mechanical properities that differ from
commom products.

Describe the ways that the goods are marketed and distributed in the Australian market;
and

Normally the goods are marketed by traders or steel mills in the Australian market.

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

No other factors thereof.
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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.

Please see Exhibit B-1.1.b for a diagram of the Australian distribution channel.

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:
e 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 Gl producer in the Australian. As for others, PT have limited knowledge on
this.

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 for PT's customers during the period, PT 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, PT is not aware of any other regulatory
measures relating to the goods.

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

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, PT is not aware of any other entry
restrictions.

K-2 Goods in the Australian market

1.

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:

e quality differences;

e price differences;

e supply/availability differences;
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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.

The goods that PT sold to Australia were for || | [ | | NI [scctor]. Apart from that, PT
have limited knowledge on this question.

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

To PT's knowledge, most of its sales to Australia were destined for || GGcIEINGEGE

[sector].

3. 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 PT responded to K-1.1.g above, there are specific requirements when it comes to
grade/sizes/mechanical properities that local producers have limited production. Therefore,
Australian downstream users who need specific products would tend to buy from overseas. Other
factors influencing purchase preferences include price, product quality and supply reliability.

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

No.

5. ldentify if there are any commercially significant market complements in the Australian market for
the goods.

No.

6. 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.

K-3 Relationship between price and cost in Australia
1. 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 [Jl§% of | and % of I were derived from out sales of the goods in

Australia during the POR.

The source documents are Exhibits A-4.4 Internal Income Statements, B-4 Upwards Sales, B-5
Upwards selling expenses, and G-8 Upwards cost.

2. 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.
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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.

Multiple factors influence PT’s pricing strategy including | EGcIEGNGEGEGEGEEE

[details of price setting 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.

Same as mentioned in B-1.4, | GG ((<t:i's of price setting

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.

Australian prices are reviewed from time to time based on || GcNENINININININGEGEGEGE

[details of price setting mechanism]. The price will be determined by General Manager.

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:
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]

"Important factors are ranked as below:

1. I

2. I

3. I

4. I

s. I

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.
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As noted above, [N (orice setting mechanism].

Sometimes capacity utilization is also taken into consideration. Therefore, it is not easy to maintain
a desired profit margin.

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.

Y [price setting mechanism].

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.

Y (price setting mechanism].

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 question.

Maybe in some cases, but PT 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:
(&) What proportion of your sales revenue would come from contracted sales versus
uncontracted sales?

|z

(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?
I (rrice renegotiation process].

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

Each sales contract will be reviewd and approved by PT's General Manager.

(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.

Whenver the sales contract is issued to our customer, the counter-signed contract will be
requested before proceeding further in case our customer end up disagree with certain

items.

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

No.
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(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.

Please refer to Exhibits B-2, B-3.1.a and B-3.1.b.

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 (orice setting mechanism].

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.

As above reply, [IEEE (orice setting mechanism].

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
(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 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.

K-4 Marketing and sales support in the Australian market

1.

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.).

PT competes with more flexible prices and services.

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. PT sells under only one name under PT.

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.

PT does not use advertising in Australian market.
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4. 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.

I (0-t-is of export sales staff] All are located at PT's office (No. 639,
Anzhao Rd., Yanchao Dist., Kaohsiung City, 82446, Taiwan). | KEGcNcNINNNNGNG st pay
details]

5. 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 K-3.4 above.
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Since Prosperity Tieh Enterprise Co. Ltd (PTEC) established in Taiwan from 1985, the business core
started from traditional stripping, shearing, pipe, washer pressing, then, transferred to professional Hot-Dip
Galvanizing / 55%Al-Zn coating and Pre-painted steel manufacturing mill.

In the thirty years, Prosperity Tieh efforts to improve production equipments, capability, and prime quality.
Nowadays, Prosperity Tieh has superb and comprehensive productions lines including Pickling Line, Cold
Rolling Mill, Hot-Dip Galvanizing/ 55%Al-Zn Alloy-coated Line, and the latest Continuous Pickling and Hot-Dip
Galvanizing / 55%Al-Zn Alloy-coated Line, and 3 Coating 3 Baking Pre-painted color coating Line. Therefore,
Prosperity Tieh has confidence to offer varieties, high corrosion resistance, heat resistance, and weight-saving
products to meet customer's demands, and utilize in different industries widely.

Prosperity Tieh always focuses on implementing factory management system and leading all members in
the group to execute daily working requirements. Thus, Prosperity Tieh was accrued ISO-9001 in February,
2009, then several international certificates such as FPC (Singapore), SNI (Indonesia), JIS (Japan), CNS
(Taiwan), MS (Malaysia), and TAF (Taiwan). Keeping the spirit of sustainable development, Prosperity Tieh
undertakes to offer professional service and quality guarantee.
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Brief History
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NERERT  EAERIaBHEELE  tSHBRRESE -
Established with capital of US$147,000.00 for steel product trade.
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Kangshan factory in expansion.
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The Kangshan factory started its processing of plate stripping, shearing, pipe production, washer
pressing and stainless powder.

: B) T B2 R T RS —EMEIR SR AN
Constructed the No. 1 Continuous Galvanizing Line in Kangshan 2nd factory.

 HEEE -

The No.1 Continuous Galvanizing Line was well-installed and commissioned.

: B BB EBDNVEZ SO 9001:200058: -

The No. 1 Continuous Galvanizing Line was certified ISO 9001: 2000 by DNV(Det Norske Veritas)
852 8 O A 4% R 2B WALDRICH SIEGEN 2554 ©
The CNC Roll Grinder was contracted with WALDRICH SIEGEN(Germany).

CBEETE (FFIRIFR) B HIS o

The No. 2 Continuous Galvanizing Line was ground broken.

: BSTIR R BR[O RREE R 1t Al ANDRITZ RUTHNERZ5#Y -

The Push & Pull Pickling Line and Acid Regeneration Plant were contracted with ANDRITZ
RUTHNER(Austria).

F B—mELIREREZE L -

The No. 1 Cold Rolling Mill started on construction .

IR R B SARBRIZE) T

The CNC Roll Grinder, Push & Pull Pickling Line started on construction.

FOTEREBEBLE > EABESeElMEEERSY -

The housings of the No. 1 Cold Rolling Mill were installed. The milestone for PTEC to manufacture
the cold rolled Coils.

CERIRITEMEE © FRER - S RERREEELSE R -

i St ol

2008-07 :

2009-02 :

2009-083 :

2009-04 :

2010-04

2011-08

2012-09 :

2013-09 :

2013-10 :

2017-09 :

2017-12 :

2020-01

e L e e e
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The CNC Roll Grinder started the operation and the first coil was produced by the No.1 Cold Rolling
Mill.

EVRIRIRIF55% Al-Zn(GL) Efm » IEXNEFEE -

Commerical run of Hot-dip 55% Al-Zn alloy-coated steel coils (GL)

EX/2 DNV ISO-9001(2008 R ) fR &8 R #f °

Accredited 1ISO 9001:2008 management system standard by DNV ( Det Norske Veritas)

HSHT K 25 E (FPC-BCA) TRIE EMRIEREE

Accredited Factory Production Control requirements by the Building and Construction Authority,
Singapore. (FPC, BCA: 2008).

ISEIEEIZIREE (SN E @RS ©

Accredited SNI by Indonesian Nation Standard.

P BBV AR IR /58 55% tRiFiR R 3 E 3B RIS R IR T BB -

No.3 Continuous Pickling and Hot-Dip Galvanizing/55% Al-Zn Alloy-coated Line and 3 Coating 3
Baking Pre-Painted Color Coating Line was well-installed and commissioned.

- ISR EREERERE (TAF)FE:E -

Accredited TAF by Taiwan Accreditation Foundation.
ISHA T EBFITLE (JIS)F8:E -

Accredited JIS by Japanese Industrial Standards.

ISR FEEEEEESRC (CNS)F8:E -

Accredited CNS by National Standards of the Republic of China.

ISR ARPE B KR (MS) 3058 -

Accredited MS by Malaysian Standard.

SEIERIR (BBTIR) s B ERMEIRER - EIVEEBLE -

No.2 Pre-Painted Color Coating Line with upgraded of systems, equipment, and started to operation.
BSERIMNREE#R C3(EN) EMRE -

Accredited Protection system of Corrosion Protection Category Ill by MPA Germany.

c B MELIRTEAGIER » IETVGEBEE ©

No.2 Cold Rolling Mill was installed and commissioned.
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Steel Production
Flow Chart

A RIS

Hot Rolled Steel Coils

A BIEERME
Pre-Painted Color Coated Coils

ABEERBERM

ABREHR
Push Pickling Line

AZSIEFF S
Hot-Dip Galvanized Steel Coils

AB—RBERIR
No. 1 Pre-painted Color Coating Line

R -

A FRIE55%0 IS
Hot-Dip 55% Al-Zn Alloy-
coated Steel Coils

ABTEBRERIR
No. 2 Pre-painted Color Coating Line

PT-Exhibit A-2.11
PUBLIC RECORD

AETHE

No.2 Cold Rolling Mill

A BB HYE
Pickled Steel Coils

AB— e

| B EERIES5 % iB IR
-~ No.1 Continuous

Hot-Dip 55% Al-Zn
alloy-coated Line

# A BB IIIT/IES5%IBHFIR
No.2 Continuous Hot-Dip Galvanizing
and 55% Al-Zn alloy-coated Line

AFEEENBRAIRIEIFR

No.1 Cold Rolling Mill

AR
Cold Rolled Steel Coils

Hot Rolled Steel Coil
No.3 Continuous Pickling and Hot-Dip Galvanizing Line
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Introduction of Acid Introduction of Push &
Regeneration Plant Pickling Line

» 2 BRYSE (Equipment Manufacturer) : » 2 BRYSE (Equipment Manufacturer) :
ANDRITZ(Austria) ANDRITZ(Austria)
«Z  HBE(Capacity) : «E  HBE(Capacity) :
3500 L/hr Eﬁ@iﬁ‘ﬁf 500,000 MT/ Yr
Vi\7¥
Water Rinse

ENE s o

Oxide Station Absorber Tower
1B BT 1B
Fume Stack Flattener Side Trimmer

TERMESE

Separator

ACBIR Bl =l thi B3R
Exit Shear

i3

GAai? - D, Washing Tower Entry Shear Pickling Tank x 5 = E
R Rinse Section W
Pay Off Reel Recoiler

Y

BA®
Regenerated Acid

B
Package BERE
Waste Acid
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Introduction of Cold Introduction of Cold
Rolling Mill Rolling Mill

F—BEIR HE_BER

No.1 Cold Rolling Mill No.2 Cold Rolling Mill

. SR EBLER(Equipment Manufacturer) : * 2 imRLSE I (Equipment Manufacturer) :
KAWASAKI(6-Hi Reversing Mill) ANDRITZ(4-Hi Reversing Mill)

*E HBE(Capacity) : « E  Bg(Capacity) :
300,000 MT/ Yr 6B FE B 300,000 MT/ Yr

6-HI Reversing Mill ABEFE B

4-HI Reversing Mill

ORI E &

Exit Thickness Detector

ADRIET ADRIEET
Entry Thickness Detector Entry Thickness Detector

/ N\
;

0 O
.vA O v O ~

H ORISR

Exit Thickness Detector

I

RS ACUER AR WA ilalle
IR IR AR IR GBI YNSIE AP Pay Off Reel Recoller Shape Meter Shape Meter Recoiler
Recoiler Shape Meter Shape Meter Recoiler Pay Off Reel
8 9



Prosperity Tieh PT Product Catalogue PT-Exhibit A-2.11
PUBLIC RECORD

Introduction of Hot-Dip Galvanizing
and 55% Al-Zn alloy-coated Line

E—SE RS 55% S8R (CGL) _—
No.1 Continuous Hot-Dip
55% Al-Zn alloy-coated Line 0% O
» 2 BRYSE(Equipment Manufacturer) :
KAWAHAN((Japan) Do
« & BE(Capacity) : Cooler
100,000 MT/ Yr o
WsIE I I 55 ARE
Oven Annealing Furnace Cleaning Section
1]
Qo f
ol ] Tl SE
RANEFR (LREERK Exit Looper
i T/L  Chemical Coater
SKP
Recoiler Pay Off Welder
Reel
AOTERIZE
0 Entry foo;e(r
S BIBRRIETE /855 % iaFF#R(CGI/CGL)
. \&i No.2 Continuous Hot-Dip
. Galvanizing and 55% Al-Zn
alloy-coated Line
» 2 BRVYSE(Equipment Manufacturer) :
POSCO E&C(Korea)
«E  EE(Capacity) :
250,000 MT/ Yr
OO0
RANER
Cooler
RO
; /L @ A
Annealing Furnace o
2 |_| o /E/%E )
|_| ] Cleaning Section
| | Qooooo © L] 6
o Reyisel HOER4R
Oiler Exit Looper 3 y/4 (@)
Wi & B30 o o/ ~ 0’ 0
Recoiler Chemical Coater @)
Q O Welder Pay Off Reel
S SRR/ SR Y R ADTERIZR
Zinc Pot / Al-Zn Pot Entry Looper

11
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Introduction of Continuous Pickling and
Hot-Dip Galvanizing Line

FE=EERSAREIIR (HCI)
No.3 Continuous Pickling and Hot Dip
Galvanizing Line

- 2 1BELSE (Equipment Manufacturer):
POSCO E&C (Korea)
- EEBE(Capacity):

~ . poscoesc

400,000 MT/Yr | ' . |
A SR EBEITERRB ASKRNBY - FERIE
High efficiency continuous pickling facility Excellent tension, skin pass mill flatness facility

POSJET

V ‘ " ,.; 21 g

‘g T D <k

ASHEEEERNER B ASRE - SEEETHHBE
High efficient continuous annealing furnace High quality, high coating mass galvanized coils

dw L A
- TR Al

BRI Pte-coolkr
Induction Dryer ]

ez ns

Chemical Cdater

d

RAMER

Annealing Furnace

O
NO.2 FHEH ROBTH
NO.2 SKP T/L leveler
§ % ERpAE & AR No.1 s@Eik
TS Cleaning Pickling & Water Rinse IO s
Pay-Off Reels |_| 0. XerayHl B
lI OC X-ray Thickness Gauge
OB IR v
SRS SR SRR Delivery Shear Recoiler Cutter Welder
Zinc Pot / Al-Zn Pot
d — O G O
— —5 5 Q
O
e mpisp AR AOERIE
Exit Looper Entry Looper
12 13
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— SEE Y TR 3 o ms . .
FS=EEEGAREBHIR (HC) EREE B i& (Applications)
C 2Uiff ~ EIE ~ PIIE ~ Ki2H51812 ~ Big ~ @M -
Truss/ Roofing/ Door case/ Building beam/ Wall/ Building material.
« RTSECEES - RISARE B  DEHMEEEET  BF BN B  REEE—B(LE® > R81E
T SEENEER- - 2 i@iEd Transportation
_ _ y o _ AHEEBEAEN  BiERR - BIRIEE - REE BN - ETwEE  KEER -
Itis operated by the latest controlling system, and has the capability to supply sufficient capacity and excellent Auto parts / Container partition / Path indicators/Soundproof wall/ Fences/ Conveyor frame / Traffic signal.
quality to customers. Integrated manufacturing loop from hot-rolled/ cold-rolled material into pickling, flatten,
annealing, galvanized, and surface treatment. . %%%ﬁﬁu':u Electrical Appliances
e e e - . - . SiRkEEE HEE  TRIE SRSk - [EEF > THEME -
- BRI SRICCERRE - IEERYDMERZ (RE : 0.8~4.5mm) » MEFRBEE (—HHR - BN - Electrical panel/ Switch panel/ Freezing chambers/Electrical components, Tooling box.

MR - SRER - SR - RER-F) REFETERENER -
- NIGREERSZAE - BRE - REM - 1R - AHER - Ko

The li ith distinguishing feat t d trip thick fi 0.8~4.5 d vari il h . . . . . .
e fine With distinguishing features fo produce strip thickness from MM and various colls such as Solar energy plate frame/ Chimney/ Vending machines/ Trash can/ Public construction / Decoration.

General Steel, Structural Steel, Lock Forming, High Strength Steel, Full Hard, Deep Drawing Steel, to satisfy
customer's requests.

- 118 ~ Efh Furniture & Others
- IBECEAE R  SWESEBRNE - BENLIEFE BREPEEEHISRE LEESREER -

It is equipped by two Skin Pass Mill facilities, continuous annealing furnace, automatic coating machines,
feedback control system to produce high quality products.

ASEREBER - Bk - RERE AZBEISEE  SE TR - FEREFRIE AX-RaySHEEZEIHERSAIE ASGRENREFRE  MESPAEREZHEK
Continuous Pickling, Rinsing, Alkaline Facility High Reduction rate, Automatic Skin Pass Mill Flatness High Precision X-Ray thickness gauge High quality galvanized coils to satisfy different
Facility applications and purpose
14 15



Prosperity Tieh PT Product Catalogue PT-Exhibit A-2.11
PUBLIC RECORD

Introduction of Pre-Painted
Color Coating Line

F—3IFRIRZEBRERR (PPGI/PPGL)
No.1 3 Coating 3 Baking Pre-Painted Color Coating Line (PPGI / PPGL)

- RIBRER (Equipment Manufacturer):
POSCO E&C (Korea)

* EEBE (Capacity):
120,000 MT/Yr

ABOETE[QRIBHE A ERBOZ B ERHI B RIR ASREXEERIE

Exit Top/Bottom Tension Reel Auto-PC Monitoring System High Quality Color Prepainted Coil
N BIRRsE
B A% 0 iz ERAEE AR
Hot Air Dryer ~ Water Cooling  Air Cooling Clear Oven el (el E ol %
Printer
O S § o0 -
i i i i
RBEZI% K& E=Vey HERBLEIE ERRER B
Hot Air Dryer Water Cooling Air Cooling Top Oven TopCoater
Nol5 gﬁjjitat O O
Nol5 T/8 Roll O [ O] °° o
RERZ KR KR [ERRMLEIE [EREE K
Hot Air Dryer Water Cooling Air Cooling Primer Oven Primer Coater
Gilh7 BBz =173 Nol4 R IEE o o L
\ Brush Scrubber Hot Air Dryer P Chemical Dryer No!4 T/B Roll O H “".
@ﬁ&- A Chen;?i_c:azl ?oater
566 a No.2 3788  Degreasing Water Rinse .
? No.2 T/B Roll OO :
L . QAQAQP H OB
O SRADEEF Delivery Shear
T/L
o dllp i
o gqIpP No.1 3R K5 -
dlb No.1 T/B Roll Water Rinse No.6 221  No.7 EHiE W ’Zlo.g ﬁjfaﬁtlbl
@ qIP .3 o No.6 T/B Roll No.7 T/B Roll Recoiler 0.8 /B Ro
O
[®
o i P e®
shshole Pay-off Reel IR W MR No.3 5RDEE
Welder Degreasing Hot Air Dryer No.3 T/B Roll Ooodgo
QO i OiERZR
Exit Looper
NEES7 23

Entry Looper

16 17
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Introduction of Pre-Painted
Color Coating Line

PUBLIC RECORD
FE_EBRRIR (PPGI/ PPGL)
No.2 Pre-painted Color Coating Line (PPGI / PPGL)

- RIBRER (Equipment Manufacturer):
NAWOO (Korea)

* EEBE (Capacity):
80,000 MT/Yr

ASWEEBE SRR R AZBFIRRIBREZIE
High efficient cleaning facility Automatic rapid paint transforming
SRDEE B ik K= HREEE
Tension Leveler Hot Air Dryer Water Cooling  Top oven No.2 HRZEERIE
No.5 3R HE8 No.4 £ L8 No.2 Top Coater
No.5 T/B Roll
o] [©)

O

No.4 T/B Roll
o 2 S Soeess 2 S > 3 g
)

O
O
O
O

SR
Welder

No.2 SR D% ERZERE ML
Q\l_| No.2 T/B Roll Kk (LB S B Primer Coater Hot Air Dryer
[ . Water/Rinse Chemical Coater

i o Ca=ts
hN 6 e : ]
@U 6 No.63E 1182

Q o) :.Q)
No. 135 /48 P L {El_. © g P 9
No.6 T/B Roll R P No.1 /B Roll @ﬁfﬁ*ﬁl HEEZ d=-LrA el No.1 F B0
W b Pay Off Reel Degreasing Hot Air Dryer Chemical Dryer R E KA No.1 Top Coater
Recoiler Primer Oven  Water Cooling
H OFERER cllollelelle
Exit L q
xit Looper AR AL ‘o3 i
Entry Looper No.3 T/8 Roll

11
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3E IR RIBRMR (PPCI/ PPGL) EfRISE

Features of 3 Coating 3 Baking Pre-Painted Color Coating Line

(1). 3ZFIELZEEM - BENLERER  UREHARTEEBEREERRE -
The 3 coating, 3 baking automatic continuous color coating production line is one of the most competitive
prepainted lines in the world.

(2). ERERIFHEHREREX BllBRE - NINSREEAME - BRIEZRME - ANERFRIERMEE - SR
MUVEZRE - SmEREEZRME - SE2WRKEMME...F -
The line with distinguishing features to produce high quality color coils, such as special high film thickness
coils,self cleaning coil, eco efficiency coil, high duration proof UV coil, high quality home electrical
appliances prepainted coil, high gloss lacquer decoration ,spangle texture, hammer paint(PCM coil) etc.

(). BREAEERI&KL  IKERPZHFKREELE - EmABERUZMEIE - MET -

It applies various colors for customers' demands. Excellent weather resistance, corrosion resistance.

1Z R EFELE (Types of Paint coating system)

[FERRE
Top side paint layer

[E%& -Primer coated @& -Top coated

Risifis® 0B RistisZ R

Polyester coated coil

WivREERIIET 2MIB _ o
Silicon modified Polyester &&= PEE O Bskifs

coated coil E%/ SRS
Biig %R
RIR_&FERESHIAE  Polyurethane primer
¥ ems (PU)/Epoxy

P.V.D.F. coated coil
TUSHIRER B B
Self Cleaning & Eco
efficiency polyester coated coil

20

Regular polyester

Bt REsHIEER

Silicon modified

polyester REMEER/
R RES IS E R
RIR_&aJHRES Epoxy / PE
B R
P.V.D.F.
R RESHIIE R
Super modified
polyester

PT-Exhibit A-2.11
PUBLIC RECORD

IZREZIEE (Section views of paint coated system)

1FE Top Side

i&£885% Clear Coating

E% Top Coating

[E3% Primer

{LE2FIRIE Pre-Treatment
&= Gl / 55% Al-Zn Coating

[E44 Base Material

&= Gl / 55% Al-Zn Coating
L2281 ZIE Pre-Treatment

[E3% Primer
7572 Back Coating

@& Back Side

JEAREE 5358 A (Applications)
e/ IR/ M5/ B / =8}

Eco Efficiency/Environmental Friendly/Self Cleaning/Anti Microbial/Exquisite

21
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Introduction of Galvanized and 55%

LTI 7>
7
=

SEFFHEE(C1)/5E55 % iaFF B (GL)
Galvanized steel coils (Gl) /55% Al-Zn alloy-coated Steel Coils (GL)

- $EFF B (Gl) Galvanized steel coils (Gl)
MEFF S (G) 1 HBBREHI7% UL ZHFEE0.3% T 287t 460°C BE TEMCMAAR . BiFiMEsanE
F—EReR  HFEBHREFR  EXENREFERRERNRE - HFOUBLEEMEEEM - EREM

HYER S
EFNEEREBCEERZEEZFE  TRBANERREAARAEIREEK » REEMERZM

EE » {25  3CER  RAE:R  BRRABRERMRFERL » ACEEBRARFEE -

The galvanized steel coil (Gl) consists of at least 97% Zinc, with less than 0.3% Aluminum and
solidified at 460°C high temperature. One main feature of galvanized steel is its excellent corrosion
resistance from sacrificial protection of the zinc. When the zinc layer on the surface isolates the steel
sheet from atmosphere, it is able to prevent corrosion and keep long lasting life on the substrate.

Furthermore, the features of this products are economic, various, and fulfill different requirements
and applications, providing high value-added. Lately, the galvanized steel sheets are commonly used in
many fields such as architectures, 3C products, home electronic appliances, color coating and living

goods, etc.

- 58 55% i35¥ i1 (GL) 55% Al-Zn alloy-coated steel coils (GL)

IR R E ST M —Em » XTI Galvalume » REERBAMZFTE - % 55% iafF
#iE (GL) | ZIRFETIEEEH 55% 58 ~ 43.4% 82 1.6% B97£ 602 CHR TEMLMAEM » HEEEEH
WY EE KRS THASBESEE  WEBEERER N —ERERE  AMERMLRERRRRSZ
ZFE - WEMERRBENHMERE HERUEZEARIERILRAEFNARE  RIFEMAIEE
Ko HERZERRERERZEY - (EifiRlF (CL) NZEBE A RERER - HEEMSIET -

Al-Zn alloy-coated steel sheet has high corrosion resistance. It is also named Galvalume. The surface
is formed with diamond look spangles. 55% Al-Zn alloy-coated steel coils (GL) consists of 55% Aluminum,
43.4% Zinc, and 1.6% silicon, solidified at high temperature of 602 °C . Its structure is compound by Al-Fe-
Si-Zn, and become a protection layer to prevent corrosive penetration.

Galvalume steel sheets are commonly used in different fields, applications, corrosion resistance, and pre-
painted products as well. In the following table, it shows the classifications and features of Galvalume

steel surface treatment.

PT-Exhibit A-2.11
PUBLIC RECORD

- KEREFERER
Surface Treatment and Classifications
RERERE EEE] iy BRIE BRI fimst
Surface Classification | Corrosion Anti-rust feature Remarks
treatment resistance |Salt spray test
fiali2]
KIE = _ PEABHER BR
Chr;)cr:;ted Water Base Better AUl Mid term Chromated
25 BesE I odhrs ekillat JESER
Oiled Resin Low Short term Non-Chromated
BROBH .
B H $ : -
Chromated /o q] 24~60hrs q].’ﬁ%% B3R
. . Mixture Mid. Mid term Chromated
Acid+ Oiled
« EHARAS
s oo SRR e
Anti- K = . 2 = Chromated
. B oo High 300~500hrs BB - B s
ingerprin ater Base g s, \ Cr.], = .
treatment Anti-fingerprint on-Chromate
PEABHER
Mid term
SUEEE e D e WA REE  #E
assvaled  \vater Base Mid. High Temperature ~ Chromated
treatment resistance,
Non Yellowing
&zt (Remarks) :

TUEBELNRCHHSREERRZECEENE - FEEE -
2BIREERESRT - SETEREMNE - Fil25t - EBREFBE— S REXLPITEHY -

1. The SST test hours are changeable depends on the coating mass, not fixed.

2. Surface characteristics will be changed due to different environmental conditions.
Please inquire or contact our sales representatives for further information.

23
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Introduction of Galvanized and
55% Al-Zn alloy-coated products

¥¥1E Characteristic

 MifEENM4E Corrosion Resistance

MEEFFIE (G) ) MBI REEE T 2 BT REINEE » M [ §855%ERFF i (GL) | MIM/ZEIEREEE
IRV ISR B (RFEINRE - MEFEIBHIREIIRE - KBIZIENENIRIE - BEIESS%BFRREZEARIRIE N
RYIREEINRE - LB FFSNE SIS IV E R IE -

The Gl corrosion resistance is derived from Zinc sacrificial protection. Then, the GL corrosion resistance is
from the Aluminum barrier protection, and Zinc sacrificial protection.
Through outdoor exposure tests in various atmospheric environment for 55% Al-Zn alloy-coated steel coils, the
result proved its protection is better than the galvanized steel sheet.

- SEFISHERICBEETR(SST)7T2NFENE

Different Anti-Fingerprint steel sheet appearances after applied SST test 72 hours

AEE(GH

A BEHEC)
1.CLEA A2 BFEEERY - ARBRIEZMAE -
2L ES R BEIFRBRZINIEIEER
SHAREXBRERE  KEEHT -

A FRERE¥(GL)

1. Little white rust on GL sample, means good rust resistance.
2. These samples coated Non-Chromated/ Anti-fingerprint solution.
3. These samples have similar film thickness, coating mass.

« EBEHE (Quoted:Marine: 25m Kure Beach N.C. USA) o T #MH® (Quoted: Industrial- Bethlehem P.A. USA)

(m)
(rem) 25
2 o AZ150
. AZ150 205
320 227 20
20 wIERIRZ2T
- /® (REFHDLRR)
-1135 B 718 " TR v e
- T WRZ2] F—RBREHOEB
O (RERMDILE o HEBIFAZI50 10
MG T ) TOEME(um) o WEAZIS
5|k Average Corrosion Loss bt
517 FIHEEE(gm)
Average Corrosion Loss 0 1 1 1 1
0 1 1 1 1 5 10 15 20 &
5 10 15 20 & 1252 F2(Years)
o Galvanized 227 Galvanized Z18 Galvanized 227 Galvanized Z18
Red RustAfter 4 Years @ Estimated Time to First Red Rust Red Rust After 10 Years Estimated Time to First Red Rust
Galvalume Az150 ® Galvalume Az150
® No Red Rust No Red Rust

« F2 19§ E =2 EAverage Coating Thickness Per Side

24
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- MEVIE B R 8114 Heat Resistance / Heat Transmission and Reflectivity

HEBRIBZEFERANRET - ERAKEV L » JLUBDEREE  BEENZERE » S —EHEEREEN -
IE55% it Em < MM RIEF EmBE - SRERETNSRERICFITHER - PRI EmIERTEE300C
UL SRIRIE

Aluminum has excellent heat reflectivity properties, and is commonly used in architectures materials. It can
be used to reduce the heat energy, regulate the room temperature. It is a energy-saving, environmentally
friendly material. 55% Al-Zn alloy -coated steel products have better resistance to high temperature than
galvanized products with regarding to its oxidation features. Therefore, 55% Al-Zn alloy- coated steel products
can be used in a temperature up to 300°C.

- &1t Weight-saving

FRAYLEEE#Y3.69g/cm® » FFRYEEEV7.13g/cm® » HEICEMFEEE - RinFFMBREEFRMELR » RENIE
M1~3% - (BISBBTREEBLERRE » B9 I AEEHERN)

The Aluminum specific gravity is about 3.69g/cm?, and the Zinc is about 7.13g/cm? . To make a comparison
between Galvalume and galvanized steel coils based on the same substrate and coating weight terms, the
length of 55% AI-Zn alloy-coated steel coils is longer 1~3% than Galvanized coil. (Minor differences is
acceptable)

* §855% iR FRFEIFERIITE - LAWK
Comparison Table of GL/ Gl

E&E5
Products
JIS 3321 - AS1397
ASTMA792(M)
En10326 - 10327 ~ 10215

JIS 3302 - AS1397
ASTM AB53(M)
En10326 ~ 10327
10142 - 10147

RBLEE
Comparison of
specification

PT-Exhibit A-2.11
PUBLIC RECORD

B Zn=97% Zn: 41%~43%
- Al=0.30% Al: 50%~55%
Composition Si=0.8% Si: 1.0~2.0%
Zn: IR E BEBERA
1 58 1 55 Zn: EiipE Zn : Sacrificial protection Daylight sunshine
Protection mechanism Zn : Sacrificial protection Al: [BIRERE 1000 k cal/m?h
Al : Barrier protection
i e B 1
Corrosion resistance 1 1:2~5
R R ’
SST: Salt spray test v
|4 Heat resistance 2207 300~350°
A star c c 45C~50C & 581C~65C
2 7 51 1E Reflectivity 30~46% 65~75% /’»‘
124214 welding ability $FV®ZZ Zn smoke $F1@/) Less Zn gg pr ; %
: SRR - EEMREItE l;f s
 PRAVEERIE ZELBR (8%18) High Al- Proportion/ N
Forming & bending ability cracks easily(Note1) Good Bending ability (better)
9 ability 33C~40C 47°C~54C
BRI - MK ] I ;
Humidity & acid resistance : Y o §555%3%8 $¥ 5 1R B 55 58 AR
EEEE - 0T - 55% Al-Zn Galvanized
EEEE LE§ZZ$WEE': ERRSERRERRER Alloy-coated steel sheet
Application The steel products in In VRIS different S Bt
Cutting, machining , coating environments
582 & RE .
Weight & length { Ui Cool Hot
Lt Z& Specific gravity 7.13(g/lcm®) 3.69(g/cm?)
LERE #9460 C #1600°C
Production temperature About 460 C About 600 C

14
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Production Table For
Push Pickling Line

B R R MRS R
Production Table For Push Pickling Line

RASER
Specification

LEEE () | 85

Production

& (mm)
Production
width

E2EE (mm)
Trimmed

thickness size

26

(G3131) =)\
SPHC GmmLl L
(—)NE2 Minimum size
(G4051) Mill Edge at a single
S10C 1.3~4.5 side/ 6mm
S12C o oo
Oz RAEE
S15C Trimmed Edge 50mm
S17C 1.5~4.0 Maximum size
S20C at a single

M RY -~ . CIRE O NERTEHE 0 K JIS G3131 ~ JIS G4051
. ASTM A568 (M) 2ER o
(2) ARlmHEAES 610\762 mn : HRIIHHIEALLS 610 mn ;
NIEZEFFBEA1000~2000 mn : HHIEEEA 5~ 30 tons -
(3) BEHNMEZINEREFIRETE -
(4) BARGORBERAVER  SEEEEE  —RIKEBERERRTEE
(5) BEBRIZE MG » BN\ ERIFHETEHESOMEL TRIRE! °

(1) The tolerance range of thickness, width, flatness and so on must meet JIS
G3131, JIS G4051, ASTM A568 (M) requirements.

(2) Entry side (1.D): Either 610mm or 762mm.
Delivery side (1.D): 610mm.
Tolerance (O.D): 1000~2000mm.
Weight(Single Coil): 5~30 tons.

(3) Please notify mill edge or trimmed edge.

(4) Please notify oiled or not. If no special requirements, the products will be
conducted as standard PPL conditions.

(5) Itis recommended to place a running test order as a first order.
(Q'ty: less than 50 tons)

PT Product Catalogue

PT-Exhibit A-2.11
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Production Table For
Cold Rolling Mill

DELEMMREER Production Table of Cold Rolling Mill

15

oy WEBE(mm) | 8

Specification

B (mm)
Production
width

®m &

Production S

thickness

BARR T EKITRIE T
Case discussion is required for special
size requirements

JIS-G3141

=W=
SPCC-1B 800=W=1600

ER68 - (1) ¥ NE : 508/610mm N : 2000mm(Max)
(2) MEEEH: 5~25[iF
1. EHEE
1-1EEAZE(E, TE>30%) :
EE#HE(mm) | =0.39 0.40~0.59 0.60~0.99 1.00~1.24 1.25~1.59 >1.60
A Emm)| +0.02 +0.025 +0.03 +0.04 +0.05 1/2JI1S
ROP : BEERAEKBIFFAREBAZE -
12 1Z2REBEENE : +7mm > —0mm o
1-3 BE :
EE(mm) 2F(mm) 3E%(mm) 3R (mm)
=999 12 Max 8 Max 6 Max
1000~1249 15 Max 9 Max 8 Max
1250~1600 15 Max 11 Max 8 Max
1-4 M E : £2m> 2 mm Max -
1-5 HERLLPRIIS G31414R&F -
1-6 N IREREBALER * IKSPEHEKIEXRETH °
Notes : (1)Steel Coil Diameter: 1.D : 508/610mm O.D : 2000mm(Max)
(2)Unit coil weight: 5~25 tons
1.Limited scope
1-1 Thickness tolerance (Reduction ratio >30%):
Range of Thickness(mm) | =0.39 | 0.40~0.59 | 0.60~0.99 | 1.00~1.24 | 1.25~1.59 >1.60
Tolerance(mm) +0.02 +0.025 +0.03 +0.04 +0.05 1/2J1S
Notes : Thickness tolerance : based on the international norms.
1-2 The width tolerance of trimmed edge: + 7mm » —0mm
1-3 Flatness:
Width(mm) Full wave(mm) Edge wave(mm) Center wave(mm)
=999 12 Max 8 Max 6 Max
1000~1249 15 Max 9 Max 8 Max
1250~1300 15 Max 11 Max 8 Max

1-4 Camber: Length 2 m » 2 mm Max
1-5 Except the above items, other products are according to JISG3141 standard.
1-6 The product which is not on the above table will be handled as a special case.
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IR EF/FEOS ViR F R m MR B R EERR AR IR
MR

EIETEST /$R5578RFF(CCl ~ COL)RmRsR EIRBRFVRER (HCI) HEREER

Production Table For Continuous Galvanizing and 55% Al-Zn Alloy-coated Line Production Table For Continuous Pickling and Hot-Dip Galvanizing Line

it WEEEmm) | HEREmm) | B 3 Sy SR mm) | SESEE (mm)
Specification Production Production Material pecitication Production Production
thickness width Grade thickness width

B &
Material Grade

JIS ASTM EN AS

G30~G115(z#l : B)

780~2350(A%! : M)
e — T

AT OO AZII80 AZ100~AZ185 AZ100~AZ200 Cojﬁ% ﬁass
(AHl 2 M)

EEE Z08~Z35 Z80~Z350 Z80~Z350

Coating
Mass

AZ050~AZ185
G30~G210( &4l : B)

AV Z90~Z600( A%l :N)

Z100~Z600 Z100~Z600

KERBE

Surface Finish KEBE
Surface Finish
FHERE

Surface
Treatment

REGRE

(1) $IBAER 508 3 610mm S
(2) BAEBEHARE :

2, O SHB IR RS E R 0.3mm T + (B 3.2mm MET -

L L M O LY

- PSR 2/20.28mm PAMERE - EEATE  TRFEEESN - (1) HOMBPIER 610 3 762 mm : NERASFFE 2000 mm : FHBBER 5~ 30 I «
(3) BBPIRBENSRINEERDNAEBREINA - () $OBADER 0516  AER EirEA I WEELR 5~ 208

(1) Coil I.D: Either 508mm or 610mm
(2) Steel sleeve usage: (1) Coil I.D: Either 610mm or 762mm, O.D(Max.) :2000mm, Weight( Single coil): 5~30 tons.

a. Coils for export use (thickness = 0.3mm), use 3.2mm steel sleeve. . . .
b. Coils for export use (thickness = 0.3mm, non-cut, weight> 10 tons), use 5mm steel sleeve. (2) The productis not on the above table will be handled as a special case.

c. Coils for domestic use (Substrate thickness = 0.28mm), use steel sleeve. For cutted coil, use paper sleeve.
(3) Please inquiry if need to apply paper sleeve or steel sleeve.
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FRERRMBAER
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30

¥R (PPGI/ PPGL) RGEMRER

Production Table For Pre-Painted Color Coating Line

RisER

Specification

FEEE (mm)
Production
thickness

WEREmm) | A &
Production Material

ZRES
Coating
Thickness

FRER
Paint Type

17

st

Remark

MEE - -BE - TBE... ZoNESHEE K JIS G 3312/G3322 ~ ASTMA924(M) - EN
10169 &2 AS 2728 2 &K -
(2) #B X (Inner dia.) /3 508 8§ 610mm ; F A HjIBESE (Weight Max.) /&3 8 tons °
(3) # / IREBEABRE :
a. NiE coll EEIKFR 0.3mm AT » fFHAmm FER (Sleeve) T 26mmiEER -
b. Aif coil EE=0.28{FEAFER * SHEDU » TEAMMIBEFEN -
(4) EBPIRRENZKNBEFTEEDREBIHE -
(5) "M LlEEC & :
WRY -~ EBE - MA8F - BLUERBH - SERMEBHINGTHET -
(6) —fRERERG : IBEESBNTRRZRR @ TR KRG -

(1) The tolerance range of thickness, width, flatness and ...etc must meet JIS G3312/G3322,
ASTM A924(M), EN10169 and AS 2728 requirements.
(2) Coil I.D: Either 508mm or 610mm, Weight( Single coil): 8 tons.
(3) Steel sleeve usage:
a. Coils for export use ( thickness = 0.3mm), use 4mm steel sleeve or 25mm paper
sleeve.
b. Coils for domestic use (Substrate thickness = 0.28mm), use steel sleeve.
For cutted coil, use 6mm paper sleeve.
(4) Please inquiry if need to apply paper sleeve or steel sleeve.
(5) The product is not on the above table will be handled as a special case.
(6) General sample: Defined as a sample which provided by production Dept.
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Production Table For Cutting /Slitting Applications
st 1= BEEEERBIRMEE - WEERNEMEER  BREKRENFE - B - SFMAm - 8 - [EEHF
BT - DRBEERER W BRBRE - LIREABRIEN - FOSSSERRIRR - BEES -
Production Table For Cutting / Slitting PTEC's products have excellent weather proof, good adhesiveness and formability. These products

are able to apply in IT industry, construction, electrical appliances, beam, vehicle parts, machinery,

RiRaE EE&HE (mm) BE&HBE (mm) hardware, and substrate for Prepainted plate.
Equipment Name Thickness Range Width Range

2.3x1700 BE
SENPaAES 0.25~2.3 500~1700 NO.

Auto slitter machine

P ~ B - XTetk - BB ~ BB »

6.0x1600 BEsmy R - T-Bar - AU o
B IFEHE 1.8~6.0 750~1550 1 Construction Shutter/Deck/Ceilings/Warehouse/
Auto slitter machine Roofing/T-Bar, Beam, etc.
MR ~ EIKFE - fURNE - CD/DVDERDY
REME fisst B2ERITRBER (mm) srAR oF REK SEBESERME -
Material Remark Single side/ Trimmed sized 2 Electrical  Air conditioner/Refrigerator/Microwave
Appliances  oyven/CD,DVD player/Dehumidifier/fan/
Other home appliance, etc.
g% ggl E;;: ?gxgs e BERSES BB -WARE - TEREE -BE® -
bih: J%e/mm ¢ : 00 RIBENEEHF -
0.25~2.3 Min 3.0 3 -
EEIFEG (3)t 1.6x18mm ¢ 3 T—Iuarpdltx;?s Furniture/Office equipment/Toolbox/
B3R P/O (4)t2.3x 9mm ¢ Pail/Internal parts of equipment, etc.

BPER BN - RO - IXRE - BiElS -

1Vt 2.3%90 4 Computer's Computer case/Copy machine/Printer/
o g
a3 HR (Tt2. mm ¢ Applications  gcanner, etc.
(2)t3.0x15mmc ,
2l iE T HGI Min 3.0
. i (3)t5.0x 7mmc
B 1 25k P/O
(4)16.0x 5 mm ¢ HWHTE - HKE - WSS
+EMa i
5 Living Goods Iron of stationery/Water heater /Gas
stove, etc.
AT~ REEH - fofpEcR - [RETS
EHiER 2 ERERSE
6 Transportation Railings/Auto parts/ Shipping/Boats
/ Soundproof wall /Path indicators, etc.
P BEREH - RXARSF -
7 _ﬂ%ﬁggw Vending machine/Agricultural
= _ A appliance, etc.
AZBEBFRE ASBEZEDGE
Automatic cutting machine High precision slitting machine

33
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Quality Assurance

SE=01% 28 Inspection Equipments

A LSRR

Chemical inspection

SHERB e RIS AR
Computer Sever Universal Material
Testing Machine

kR (Brand) : 3l2

AR
Oil Testing Machine
ih#(Brand) : HYDAC

ABBEST

Colorimeter

34

k& (Brand) : Datacolor 600

PT Product Catalogue

BEERR T BN RHEREHNERD®
BE - At > BRRASFSOERBHRRIE
BRERHERACATREESEDE  EM
ERHUZTPIEGE - LiRHREHERKRF -

Prosperity Tieh has been invested many
precision testing instruments not only to
offer the best products to customer constantly
but strive for quality control and inspection
procedure. We objects to fulfill customer's
requests and provides excellent after-sales
service.

AEABRRER

Metallurgical microscope
fRh&E(Brand) : OLYMPUS

AR
Humidity Resistance Tester

kR (Brand) : £ X

PT-Exhibit A-2.11
PUBLIC RECORD

A DR
Spark analyzer
k& (Brand) : SPECTRO

A TSR

Bending test machine

MRhR(Brand) : BB

ABKIEEF R
Salt Spray Tester
fRh#(Brand) : S&0E

Taiwan Nakazawa

AENSETHE SRR
Quv
fRh&E(Brand) : Q-Lab (Spray)

AFEFGRE A SRR ABE R
Impact test machine Bending test machine Hardness test machine
kR (Brand) : kR (Brand) : BE A& (Brand) : SEE
5hiE{&g8 Hung Ta Taiwan Nakazawa

35
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Quality
Assurance

41S0-45001

B 2Bt SRS

Certificate of Registration

TTOSH18351.00

Certificate

Certificate of Registration

TTE19351-00

BREEREH ML

MR A PN - AU - B S -
M S - A

BREEREARL

R AR L RRRRRA - SRR SLARN -
B SRR ARARE SRR

ASVARE NS 0001600

FPC(Factory Production Control) W
%ﬁﬂniﬁlﬁlﬁi&lﬂg‘c?ﬁhm:_ﬁ

ARTAREEEN 0001 00ER

EN CIlI D>
(Corrosion Protection Category IlI)

ABS Consulting

p——
Lo

ot )

[JEIA

Combn Nonber  KTW1IE

S Mk Schome
Centificate of Compliance

Limee - Pgeey Tih Espee o 1

Al . 0%, A R Vcha Bt Kasinng . P, .01

BIRIZRB EFRcha

e £ b e

4 JIS(Japanese Industrial Standards)
BATXBRERRE

Certificate

CNS(National Standards of the Republic of China) p>

PT-Exhibit A-2.11
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PT Product Catalogue

Packing and
Labeling

BETEMBERREMET @ I9RSPERRENNTTEEREFLUBE  LREBENTRSHIE
o o L NI RERIZH LN B E R S RIBEER

In order to reduce damages during handling and storage, all products are packed in accordance to
customers' requirements or Prosperity Tieh standard packing methods. All identification can be found on

41S0-14001
RIESIERRARE

the labels.

EmRE

3
AHER Product Label

Outer Steel Sleeve

HANNOVE

Ve
W _
GLERIE &

GL Identification Label

NEER

Product Certificate Inner Steel Sleeve

—

N &R

Inner Protective Plate

coating systems for protection against corrosion
elomonts

of thin load- rsunng structural 91' E ﬁ ﬁ

s s Outer Protective Plate

by
Tioh Entorprise Co. L.

Prosperiy
M. 639, An-Jou Road, Yemchan Dstrct
shaiung E3448, Tawa (LO.C.

BRET
Band Strap

18 56 1

Side Protective Plate

Iuhlnly-Y-
i oy WP WANKVER:

48 et of s

DIN 55920-8:1994-07,  DIN 55634:2010-04,
DIN EN 10346:2015-10,  DIN 4102-1:1998-05

ety 15 ot 3
T
o

28 ==]28 =185 g
BUREAU OF STANDARDS,
—, METROLOGY ANDINSPECTION
MINISTRY OF ECONOMIC AFFAIRS
'REPUBLIC OF CHINA

e o S SE1EEE £ HE & 5 o SIS S B I s BEXNBREEEHH

The Burean hereby grants o the liceasee

Standard Packing
For Vertical Coil

Standard Packing
For Overseas Markets

Standard Packing
For Domestic Markets

EHOSPERITY L ANTH

The aforesaid profucs are manulactured (s sccordance with Natioas!

ﬁ Stundards o he Republic of China Gesersl Nomber L8137

Clsified Number GIZT| 3t frm has becn found 10 conform
0 Quality MamsgementSyvem Sandards LY LABI150 200 o

o i e

Dae SEP. 112011

S
E ' o . . e
£ LESEN PENSUILAN BARANGAN SNI(Indonesian National Standard)p ] r Rl
37.'"5 s Comicaion e EEE SNIMARKIG PRODUCT GERTICATE
T P Fasesnd 10 o doces of M o ey Homber
T ———— e ot T Lo to s ot

RM o e A A RS TEMGHAD BRTRICT
I
Fcmanava cITY, TN

V¥ 1S0-9001
ISORBEEIBRRRE

@2

MREATERENER
i Acredtatas i

/

Certificate of Acereditation

orev

DNV BUSINESS ASSURANCE
MANAGEMENT SYSTEM CERTIFICATE

MS(Malaysian Standard) A
%;Eﬁﬁ. %_\Ei—?i—u/u\uﬁ

R Panguran Jayaacs 4 B .1 skars
s 1SOM 2

W oy 8,608 - oy 4, 3602

o 5

(""@‘“ oy 220
guc'm

Sefarid 2L Samie

o IREEH
) E IHRERRMBRAE

PROSPERITY TIEH ENTERPRISE CO.LTD.

Labeling Example

faMERRHERAT

PROSPERITY TIEH ENTERPRISE CO.LTD.

E_ EEERRHBERAT

PROSPERITY TIEH ENTERPRISE CO.LTD.

—
#4532 4% 4% 45 J& HOT-DIP GALVANIZED STEEL SHEET IN COIL [ B 48 55% 45 5% 4R J  HOT-DIP 5% ALUMINUM-2INC ALLOY.COATED STEEL SHEET INCOIL [0 4R.35% 05 69 28 5 8. PREPANTED 7.0 S50 ALLNINUM Z0C ALOr CONTED STEE.
% : e

MO & B IE 3 =% F3 T
e 930851H100 Lo M) [LTE72C2391H000 oW | [TE201285C200 |
5!" J1S G3302/SGCCZSKN|"Luating e #h5F Speci tcasion |1STI/A792/5580-RSC0 Meoating Teoe EN(55%A1) ﬁm.r.m,«. ASTH/A755/5580 & S [sgam g /0750
[t 2 B2 [212 T M 0.015"X41.2"XC L) w,,?,‘h" AZ50 nensions ¢ m,0 018"X43. 25" XC £8,91310s
o 8,185Ke it Leag .{ 120,266 ft [Sioes teign .»41,965:.&. S Lengun 13,3466t e SEIA @Ok voigheadh] s,'mm
! 8,175k, g “ Regular Spangl : 3 a B
Ko [Oy 2 Spangle g pangle T weign . f41,833Lbs Top —__Pai I ; Sw3s3ce White White T ree. (NP
e [PHOG11007 Skin-Pass/Chrosated/DiTed ,H,;\r- . PSI210065 Fot M ZBIYM EA  Cloud Gray PE

-0z

ndeif o 1,0 e, PR | i1
~ NTATRTATIETME s

Kemark

LA L

A TAF(Taiwan Accreditation Foundation)

BRERZERE
36
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258 55% $a5F / sEFFIMIE (GL/GI)

Notices
For Orders

sIRBZRA

PT Product Catalogue

Notices for Hot-Dip 55% Al-Zn alloy-coated and Galvanized steel coll :

B8 SIRTRRHAEN
NO. Information

1

10

11

12

13

14

15

16

17

18

ek

Description

MRIBRR
Specification Designation (JIS,ASTM,EN or others)

REFHT
Spangle

EEE
Coating mass(g/m?)

tRERE

Skinpass

28
Oiled

RY (BE /EEmm)
Dimensions ( Thickness, /Width mm)

S8 8O
Weight (theoretical,actual weight or ASTM TMW)

B (5083(610mm)

Coil internal diameter (mm)

BERE (RNEKEX) (M)

Minimum & Maximum coil weight (tons)

A&

Application
NILEE
Processing Method

SEgE (|)
Order Quantity (tons)

REBHHRIMES
Delivery date and place
Labeling

BERLON
Packing

Special requirements

chromated or organic resin)

Chemical surface treatment (chromate free,

i)

Example

2R HE55% BB (CGL)
Hot-Dip 55% Al-Zn Alloy-Coated Steel Coll

JIS G3321 SGLCC

Regular

KPP FEK - FlU : AZ150/AZ50
As customer required

B0 - SBERAE

For example: Chromated treatment
Yes

RE M
Non Oiled

Width:0.376mm x 914mm x C(coil)
Thickness: 0.2~1.55 mm

EREE
Actual weight

508 or 610 mm

5~25 mt

fl1al : BB

For example: Duct

Roll forming
200 mt

2008.10 New York
KBE N TR E
As PT Standard

KB N TIEHE
As PT Standard

Note : AN EREBIHERVERN  BRARSEHEEER @ SPIKRY - BEEFREXROALNIETBER M0 -

38

WEREOEREERBE @+ RN THHGSH
Prosperity Tieh's products have great dimensions and specifications for different demands. Please contact with

us if need any technique supports.

21

FRIERIE (PPCI/PPGL)STRERA

Notices for Prepainted Galvanizing / 55% Al-Zn Alloy-coated steel coil

JIEIS]
No.

1

10

11

12

13

14

1lt3)

16

17

18

EIMBRAENR

Information
G032
Description

RABIRR
Specification Designation (JIS,ASTM,EN or others)

gEE

Coating mass (g/m?)

RY

Dimensions (Thickness/Width mm)

ZRNER (BR/88%R)

Organic coating type designation (Topcoat/Backcoat)
B (B%/58%)
Color (Topcoat/Backcoat)
ZREE (B%/H58%R)
Organic coating thickness
REMR

Protective film

HIBAE (508 5§ 610mm)

Coil internal diameter (mm)

BERE (R/NEFEK) (@)

Minimum & Maximum coil weight (tons)

BRBO (N/9%)
Finish Coating (In/Out)

iz
Application

NITSE

Processing Method

sIEEE (MR)
Order Quantity (tons)

REBHRIES

Delivery date and place

=8
Labeling

BEDN
Packing

Special requirements

KESERNTRORIR

PT-Exhibit A-2.11
PUBLIC RECORD

a5l

Example

BSE 55% RIS RMIB
Prepainted Hot-Dip 55% Al-Zn Alloy-Coated
Steel Coil

ASTM A755

=P FEK » HI20 : AZ150/AZ50
As customer required

0.376mm x 914mm x C

BRHS15IAS /service PE/service

SL443CA(FTREE )/B1Y4064(EM)
SL443C4(Ocean Blue)/B1Y4064(Cloud Gray)

KBSPHEKEREE
As Customer require

No
508 mm
3~5 mt

In

BRI

Roofing or siding

Roll forming
200 mt

2012.06 New York
BB
As PT Standard

KBENTNEE
As PT Standard

Note : ZRTERMBEBTIHBR YV RCTENLRBARENNTE - BRARSBREER - WBHARBRZFIY

REBABKEAIMANTETHEN R  HETHIPEBEBHKBERY - SR KIBEBER °
PPGI/ PPGL have great dimensions, color types, coating property for different demands. If any special
demands, please provide a color sample for pre-color matching before releasing orders.
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Future
Prospects
RF RREE R “RESP” BUES > BEEESEHEINNNSHMEIE - KAURSHERM Committed to the policy “Profession” and “Customer satisfaction “, Prosperity Tieh incessantly

K#EE - WHIBES MRS - RIDATHNREHTSS PRERNSREGBRRENGERITARES -
TB=TENBNRE - BEEENEBHEESHEBETENLER - MERII —EREZNGREESIERTR

ERFRZENRER - WIRARR - BETENLEIRTRSE - RESHEERRR - Bl - P NWER : £

B DI R - ALBREREBESP - BiHELER - KEORIEE ' BIiSEREE @ VEEMRR—

exchanges technology and know-how in collaboration with renowned steel plants in order to enhance
production capability. Meanwhile, Prosperity Tieh integrates excellent equipments, and specialists in order
to provide various products to meet customers demands, and just-in time technique support.

In the past thirty years in steel industry, Prosperity Tieh not only owned several precision and

comprehensive production lines, but built a strict quality management system to preserve manufacturing
stability. Furthermore, Prosperity Tieh focuses on innovation and improvement incessantly, and offer more
Environment Friendly, Energy-saving, competitiveness products to our customers. In service, Prosperity
Tieh provides accurate, fast, and sensitive services to our customers. Stick to these beliefs, and move

forward, we attempt to be one of top steel manufacturing suppliers in this steel market.

41
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MCC MCC Category 1 - | MCC Ca_tegory 2 - | MCC Category 3 - | MCC C_ategory 4-1MCC Qategory 5-|MCC Category 6 - MCC Catego_ry 7- |MCC Ca_tegory 8 - | MCC Category 9 -
Alloy content Prime Steel Base Coating Type Coating Mass Steel Grade Base Metal Thickness Width Form

NA-P-C-Z-4-E-6-B-C NA P C z 4 E 6 B C
NA-P-H-Z-2-D-8-B-C NA P H Z 2 D 8 B C
NA-P-H-Z-2-D-8-C-C NA P H z 2 D 8 C C
NA-P-H-Z-3-D-6-B-C NA P H Z 3 D 6 B C
NA-P-H-Z-3-D-8-B-C NA P H z 3 D 8 B C
NA-P-H-Z-4-E-6-B-C NA P H z 4 E 6 B C
NA-P-H-Z-4-E-7-B-C NA P H Z 4 E 7 B C
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MCC MCC Category 1 - MCC Category 2 - MCC Category 3 - MCC Category 4 - MCC Category 5 - MCC Category 6 - MCC Category 7 - Base MCC Category 9 -
Alloy content Prime Steel Base Coating Type Coating Mass Steel Grade Metal Thickness Form
NA-P-H-Z-3-E-6-C-C NA P H Z 3 E 6 C
NA-P-H-Z-3-D-8-C-C NA P H Z 3 D 8 C
NA-P-H-Z-3-D-8-B-C NA P H Z 3 D 8 C
NA-P-H-Z-3-D-7-C-C NA P H Z 3 D 7 C
NA-P-H-Z-3-D-7-B-C NA P H Z 3 D 7 C
NA-P-H-Z-3-C-8-C-S NA P H Z 3 C 8 S
NA-P-H-Z-3-C-8-A-C NA P H Z 3 C 8 C
NA-P-H-Z-3-C-6-C-C NA P H Z 3 C 6 C
NA-P-H-Z-3-A-8-B-C NA P H Z 3 A 8 C
NA-P-H-Z-3-A-8-A-C NA P H Z 3 A 8 C
NA-P-H-Z-3-A-7-B-C NA P H Z 3 A 7 C
NA-P-H-Z-3-A-6-C-C NA P H Z 3 A 6 C
NA-P-H-Z-3-A-6-B-C NA P H Z 3 A 6 C
NA-P-H-Z-3-A-5-C-C NA P H Z 3 A 5 C
NA-P-H-Z-2-G-7-A-C NA P H Z 2 G 7 C
NA-P-H-Z-2-E-7-B-C NA P H Z 2 E 7 C
NA-P-H-Z-2-D-8-B-C NA P H Z 2 D 8 C
NA-P-H-Z-2-D-7-C-C NA P H Z 2 D 7 C
NA-P-H-Z-2-D-7-B-C NA P H Z 2 D 7 C
NA-P-H-Z-2-D-6-C-C NA P H Z 2 D 6 C
NA-P-H-Z-2-D-6-B-C NA P H Z 2 D 6 C
NA-P-H-Z-2-C-7-B-C NA P H Z 2 C 7 C
NA-P-H-Z-2-C-5-C-C NA P H Z 2 C 5 C
NA-P-H-Z-2-A-8-C-S NA P H Z 2 A 8 S
NA-P-H-Z-2-A-8-C-C NA P H Z 2 A 8 C
NA-P-H-Z-2-A-8-B-S NA P H Z 2 A 8 S
NA-P-H-Z-2-A-8-B-C NA P H Z 2 A 8 C
NA-P-H-Z-2-A-8-A-C NA P H Z 2 A 8 C
NA-P-H-Z-2-A-7-C-S NA P H Z 2 A 7 S
NA-P-H-Z-2-A-7-C-C NA P H Z 2 A 7 C
NA-P-H-Z-2-A-7-B-C NA P H Z 2 A 7 C
NA-P-H-Z-2-A-7-A-C NA P H Z 2 A 7 C
NA-P-H-Z-2-A-6-C-S NA P H Z 2 A 6 S
NA-P-H-Z-2-A-6-C-C NA P H Z 2 A 6 C
NA-P-H-Z-2-A-6-B-S NA P H Z 2 A 6 S
NA-P-H-Z-2-A-6-B-C NA P H Z 2 A 6 C
NA-P-H-Z-2-A-5-C-C NA P H Z 2 A 5 C
NA-P-H-Z-2-A-5-B-C NA P H Z 2 A 5 C
NA-P-H-Z-2-A-5-A-C NA P H Z 2 A 5 C
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MCC MCC Category 1 - MCC Category 2 - MCC Category 3 - MCC Category 4 - MCC Category 5 - MCC Category 6 - MCC Category 7 - Base MCC Category 9 -
Alloy content Prime Steel Base Coating Type Coating Mass Steel Grade Metal Thickness Form
NA-P-H-Z-1-D-6-B-C NA P H Z 1 D 6 C
NA-P-C-Z-3-D-5-C-C NA P C Z 3 D 5 C
NA-P-C-Z-3-C-5-C-C NA P C Z 3 C 5 C
NA-P-C-Z-3-A-6-B-C NA P C Z 3 A 6 C
NA-P-C-Z-3-A-5-B-C NA P C Z 3 A 5 C
NA-P-C-Z-3-A-4-B-C NA P C Z 3 A 4 C
NA-P-C-Z-2-F-4-B-C NA P C Z 2 F 4 C
NA-P-C-Z-2-D-6-C-C NA P C Z 2 D 6 C
NA-P-C-Z-2-D-5-B-C NA P C Z 2 D 5 C
NA-P-C-Z-2-D-2-B-C NA P C Z 2 D 2 C
NA-P-C-Z-2-C-5-B-C NA P C Z 2 C o) C
NA-P-C-Z-2-C-2-B-C NA P C Z 2 C 2 C
NA-P-C-Z-2-A-7-B-S NA P C Z 2 A 7 S
NA-P-C-Z-2-A-7-B-C NA P C Z 2 A 7 C
NA-P-C-Z-2-A-7-A-C NA P C Z 2 A 7 C
NA-P-C-Z-2-A-6-C-S NA P C Z 2 A 6 S
NA-P-C-Z-2-A-6-C-C NA P C Z 2 A 6 C
NA-P-C-Z-2-A-6-B-S NA P C Z 2 A 6 S
NA-P-C-Z-2-A-6-B-C NA P C Z 2 A 6 C
NA-P-C-Z-2-A-5-C-S NA P C Z 2 A 5 S
NA-P-C-Z-2-A-5-C-C NA P C Z 2 A 5 C
NA-P-C-Z-2-A-5-B-S NA P C Z 2 A 5 S
NA-P-C-Z-2-A-5-B-C NA P C Z 2 A 5 C
NA-P-C-Z-2-A-5-A-C NA P C Z 2 A 5 C
NA-P-C-Z-2-A-4-C-C NA P C Z 2 A 4 C
NA-P-C-Z-2-A-4-B-C NA P C Z 2 A 4 C
NA-P-C-Z-2-A-4-A-C NA P C Z 2 A 4 C
NA-P-C-Z-2-A-3-C-C NA P C Z 2 A 3 C
NA-P-C-Z-2-A-3-B-C NA P C Z 2 A 3 C
NA-P-C-Z-2-A-3-A-C NA P C Z 2 A 3 C
NA-P-C-Z-2-A-2-B-C NA P C Z 2 A 2 C
NA-P-C-Z-2-A-2-A-C NA P C Z 2 A 2 C
NA-P-C-Z-2-A-1-C-C NA P C Z 2 A 1 C
NA-P-C-Z-2-A-1-B-C NA P C Z 2 A 1 C
NA-P-C-Z-1-F-4-A-C NA P C Z 1 F 4 C
NA-P-C-Z-1-C-1-C-C NA P C Z 1 C 1 C
NA-P-C-Z-1-C-1-B-C NA P C Z 1 C 1 C
NA-P-C-Z-1-A-5-B-C NA P C Z 1 A 5 C
NA-P-C-Z-1-A-3-B-C NA P C Z 1 A 3 C
NA-P-C-Z-1-A-3-A-C NA P C Z 1 A 3 C
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MCC MCC Category 1 - MCC Category 2 - MCC Category 3 - MCC Category 4 - MCC Category 5 - MCC Category 6 - MCC Category 7 - Base MCC Category 9 -
Alloy content Prime Steel Base Coating Type Coating Mass Steel Grade Metal Thickness Form
NA-P-C-Z-1-A-2-B-C NA P C Z 1 A 2 C
NA-P-C-Z-1-A-1-B-C NA P C Z 1 A 1 C
NA-N-X-Z-X-G-1-A-S NA N X Z X G 1 S
NA-N-H-Z-X-G-8-C-C NA N H Z X G 8 C
NA-N-H-Z-X-G-8-B-C NA N H Z X G 8 C
NA-N-H-Z-X-G-7-C-C NA N H Z X G 7 C
NA-N-H-Z-X-G-7-B-C NA N H Z X G 7 C
NA-N-H-Z-X-G-6-C-C NA N H Z X G 6 C
NA-N-H-Z-X-G-6-B-C NA N H Z X G 6 C
NA-N-H-Z-X-G-5-C-C NA N H Z X G 5 C
NA-N-H-Z-X-G-5-B-C NA N H Z X G 5 C
NA-N-H-Z-2-G-7-A-C NA N H Z 2 G 7 C
NA-N-C-Z-X-G-7-C-C NA N C Z X G 7 C
NA-N-C-Z-X-G-7-A-C NA N C Z X G 7 C
NA-N-C-Z-X-G-6-C-C NA N C Z X G 6 C
NA-N-C-Z-X-G-6-B-C NA N C Z X G 6 C
NA-N-C-Z-X-G-5-C-S NA N C Z X G o) S
NA-N-C-Z-X-G-5-C-C NA N C Z X G 5 C
NA-N-C-Z-X-G-5-B-S NA N C Z X G 5 S
NA-N-C-Z-X-G-5-B-C NA N C Z X G 5 C
NA-N-C-Z-X-G-5-A-C NA N C Z X G 5 C
NA-N-C-Z-X-G-4-A-C NA N C Z X G 4 C
NA-N-C-Z-X-G-3-C-S NA N C Z X G 3 S
NA-N-C-Z-X-G-3-B-S NA N C Z X G 3 S
NA-N-C-Z-X-G-3-B-C NA N C Z X G 3 C
NA-N-C-Z-X-G-3-A-C NA N C Z X G 3 C
NA-N-C-Z-X-G-2-B-S NA N C Z X G 2 S
NA-N-C-Z-X-G-2-B-C NA N C Z X G 2 C
NA-N-C-Z-X-G-2-A-C NA N C Z X G 2 C
NA-N-C-Z-X-G-1-C-S NA N C Z X G 1 S
NA-N-C-Z-X-G-1-B-S NA N C Z X G 1 S
NA-N-C-Z-X-G-1-B-C NA N C Z X G 1 C
NA-N-C-Z-X-G-1-A-C NA N C Z X G 1 C
NA-N-C-Z-2-A-6-C-S NA N C Z 2 A 6 S
NA-N-C-Z-1-A-1-A-C NA N C Z 1 A 1 C
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