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[bookmark: _Toc139272295][bookmark: _Toc174611456][bookmark: _Toc16669610][bookmark: _Toc17123992][bookmark: _Toc17123985][bookmark: _Hlk32420615][bookmark: _Hlk32411951]Introduction

[bookmark: _Toc139272296][bookmark: _Toc174611457]About us, this case, and this questionnaire

The Trade Remedies Authority (TRA) investigates whether trade remedies are needed to prevent injury to UK industry. The TRA has been established to provide the UK with its own independent trade remedies system.

This case is investigating the allegation that certain engine oils and hydraulic fluids from Lithuania and the United Arab Emirates are being dumped (exported to the United Kingdom (UK) at prices less than their normal value) and that this dumping is causing injury to the UK industry for these goods.

Why should I take part?

We are asking domestic producers to complete this questionnaire to help us understand the industry and market for this product and assess if a measure is needed. We need to establish whether the alleged dumping has occurred and has caused injury to the UK industry.

The information your company provides will help us to reach a fair and proportionate decision.

How do I respond?

Detailed guidance on how to complete the questionnaire is provided in the instructions section below.

Please provide all the information requested by 16 September 2024. We may need to issue a deficiency notice if we determine that the information supplied in the questionnaire is incomplete or inadequate. We may also send a notice requesting clarification or supplementary information if necessary. Therefore, please provide as much detail as possible in your responses.

Where can I find more information?

Our trade remedies guidance provides general information about our investigations and processes we follow.

If you have any specific questions relating to the case, now or while you’re completing the questionnaire, please contact the Case Team at AD0059@traderemedies.gov.uk

You can also find out more about the regulatory basis of our investigations. The TRA investigates cases under the provisions of Trade Remedies (Dumping and Subsidisation) (EU Exit) Regulations 2019 as Amended by the Trade Remedies (Amendment) (EU Exit) Regulations 2019 and under the Taxation (Cross-border Trade) Act 2018. 

[bookmark: _Instructions_on_completing][bookmark: _Toc32327980][bookmark: _Toc139272297][bookmark: _Toc174611458]Instructions on completing this questionnaire.

Preparing your response

This section sets out guidance on how to complete this questionnaire.

If you think you won’t be able to complete the questionnaire within the required time, please contact the Case Team ahead of the deadline using the contact details on the cover of this questionnaire. You should outline the length of extension you need and the reasons why. We will notify you of our decision.

If we can accommodate an extension, we will publish a note on our public file to record both the request and the extension granted.

How to answer the questions

Please read and follow all the instructions carefully. Your company will need to substantiate all claims with relevant data and information. You may be asked to attach supporting documents in appendices to supplement your responses. To help us verify your information, please retain all these documents, your completed spreadsheet annex, and any calculations you made when developing your responses.

Please also note the following points:
· Do not leave any questions blank. If the question is not relevant to your organisation, please explain why. If the answer to a question is “zero”, “no” or “none”, please write this.
· Please complete the spreadsheet annex as requested. If you feel you cannot present the information as requested, please contact your Case Team as soon as possible.
· Please provide all formulas and calculations used within your questionnaire response.
· If there is insufficient space in any part of the questionnaire to provide the details requested, or we ask for copies of additional information, please submit this information as appendices. Please ensure that any attachments are given a corresponding appendix reference in the title of the document and that these are referenced in the boxes provided. 
· Any documents not in English should be accompanied by an English translation.
· Please provide all dates in the format DD/MM/YYYY (e.g., 23/05/2019).
· Unless otherwise stated, ‘year’ or ‘calendar year’ refers to the period 1 January – 31 December and ‘quarter’ refers to the associated three-month periods (e.g., 1 January – 31 March, 1 April – 30 June, etc).
· Identify all units of measurement and currencies used in tables, calculations and lists, if not provided by the corresponding instructions, and use units of measurement consistently (e.g., do not use kg and metric tonnes interchangeably).
· For all numerical figures, where appropriate please express every third number with a comma (e.g., ‘1,300’ for one-thousand three hundred, ‘1,300,000’ for one million and three-hundred thousand).
· Please limit all sales/currency/income figures to two decimal places, apply a full point as a decimal separator and use the appropriate currency symbol or abbreviation (e.g., £1,300.00).
· Provide all costing figures as actual amounts. Where actual amounts cannot be provided and you have reported standard costing instead, please indicate this in the relevant answer, and explain the variance from actual costs, if any.
· All figures should be reported net of recoverable tax unless otherwise stated.
· Please refer to the case number, AD0059 in any correspondence with the TRA.

[bookmark: _Toc32327982][bookmark: _Toc139272298][bookmark: _Toc174611459]Preparing confidential and non-confidential copies

You will need to submit one confidential version and one non-confidential version of your questionnaire and the corresponding spreadsheet annex by the due date. This is so that we can publish the non-confidential version of your information on our public file. Please ensure that each page of information you provide is clearly marked either “Confidential” or “Non-Confidential” in the header. 

Please see our guidance on how to submit information for further details on what can be considered confidential and how to prepare a non-confidential version of this questionnaire.

In preparing your response, please note the following: 

· It is your responsibility to ensure that the non-confidential version does not contain any confidential information.
· Remember to include a statement explaining why information obtained in your response should be treated as confidential (e.g., the data is commercially sensitive).
· Provide the source for all information or data you don’t own and clearly state any restrictions on sharing it.
· If you do not provide a non-confidential summary (or a statement of reasons why you cannot provide this) each time you provide confidential information, the TRA may disregard the information you give us.

All information provided to the TRA in confidence will be treated accordingly and only used for this investigation (except in limited circumstance as permitted by regulation 46 of the Trade Remedies (Dumping and Subsidisation) (EU Exit) Regulations 2019) and will be stored in protected systems. The non-confidential version of your submission will be placed on the public file, which is available on www.trade-remedies.service.gov.uk/public/cases.

[bookmark: _Toc32327983][bookmark: _Toc139272299][bookmark: _Toc174611460]Providing information from subsidiaries or associated parties

Section A of this questionnaire includes detailed questions about your company structure. Although this questionnaire is intended for your company, our investigation covers all subsidiaries and any other associated companies involved in the import, production, sale, R&D, distribution and/or supply of the like good and/or goods concerned.

Please note, both natural persons (individuals) and legal persons (e.g. companies) are considered to be associated where they meet the definition of ‘Related Persons’ in Regulation 128 of the Customs (Import Duty) (EU Exit) Regulations 2018.

· If any of your subsidiaries or associated companies are also a UK producer of like goods, they should also complete a Producer questionnaire. Please make sure you provide your subsidiaries with access to it.
· Where your subsidiaries or associated companies are not producers but are involved in the sales of the like goods, your questionnaire response should include information from those companies.

If you have any queries about this part of the process, please contact the Case Team using the details provided on the cover of this questionnaire.

[bookmark: _Toc32327984][bookmark: _Toc139272300][bookmark: _Toc174611461]What happens next

Once you have completed your questionnaire responses including the corresponding annex(es) and any additional documents requested, you must upload confidential and non-confidential versions through our Trade Remedies Service.

Following this:
· you will receive an email confirming the documents have been uploaded successfully;
· the Case Team will contact you if further information is required;
· the non-confidential responses will be placed on the public file; and
· the Case Team may contact you to arrange a visit to verify the information contained in your responses.

[bookmark: _Toc32327985][bookmark: _Toc139272301][bookmark: _Toc174611462]Verifying the information you supply	

The TRA will verify, as far as possible, the information provided to it. As part of this process, we may conduct verification visits. If we need to verify information that you provide by visiting your premises, the Case Team will contact you to arrange this.

Visits can last several days, during which we will want to speak to management and staff to help establish the completeness, relevance and accuracy of the information provided.

Please keep a record of formulas and steps used in your calculations and other related material/documentation as it may be asked for during verification.

In some circumstances verification visits may be conducted remotely.

Please indicate any dates between October and December 2024, when you would be unable to host a verification visit.

	Please contact to arrange appointment suitable for both parties.


	
	Appendix reference:



Once verification is complete, the TRA will prepare a report and share a draft with you. The TRA will then ask you to prepare a non-confidential copy of the report for the public record. If you feel some information in the report should be kept confidential, please provide your reasons for this.
[bookmark: _The_scope_of]
[bookmark: _Toc103662992][bookmark: _Toc139272302][bookmark: _Toc174611463]The scope of this investigation

[bookmark: _Toc139272303][bookmark: _Toc174611464]Goods concerned

This investigation covers certain engine oils and hydraulic fluids exported from Lithuania and the United Arab Emirates, described as:

· Certain engine oils and hydraulic fluids. This includes passenger car motor oils, heavy duty commercial vehicle oils and hydraulic oils, grades: 5W-30, 5W-40, 0W-16, 0W-20, 0W-30, 10W-40, 10W-30, 20W-50, S40, S50, 15W-40, ISO32, ISO46, ISO68, HV32, HV46 and HV68.

[bookmark: _Hlk57816866]These certain engine oils and hydraulic fluids are currently classifiable within the following CN code(s) ex 27101981 and ex 27101983. These codes are only given for information. 

In this questionnaire, these goods will be referred to as ‘the goods concerned’ Any reference to ‘goods concerned in this questionnaire refers to the goods description above, regardless of the commodity code under which they are exported.

[bookmark: _Toc139272304][bookmark: _Toc174611465]Like goods

This questionnaire asks for information about your company’s production and sales of goods which are like the goods concerned. Any reference to ‘like goods’ in this questionnaire refers to goods produced in the UK or imported to the UK from a country other than Lithuania or the United Arab Emirates which are like the goods concerned in all respects, or with characteristics closely resembling them.

Please follow the instructions for each question to provide the appropriate information regarding the like goods or goods concerned. Instructions relating to the completion of the annexes can be found within the relevant annex.

[bookmark: _Product_Control_Numbers][bookmark: _Toc139272305][bookmark: _Toc174611466][bookmark: _Toc16669611][bookmark: _Toc17123993]Product Control Numbers 

The TRA uses Product Control Numbers (PCNs) to define and distinguish the different types of products that fall under the goods description above.

PCNs, which come in the form of an alphanumeric code, help to create a categorisation system so that comparisons can be made between goods produced in the domestic UK market and those produced in foreign markets.


	[bookmark: _Hlk175224808]Code 1
	Category 1 (oil grade)
	Code 2
	Category 2 (ACEA oil sequences)
	Code 3
	Category 3 (OEM Performance Levels)
	Code 4
	Category (container type)

	11
	Oil grade 5W30
	A3
	Light duty petrol A3
	P1
	VW 504.00/507.00, Porsche C30, BMW LL04
	C1
	Bulk (No Container)

	12
	Oil grade 5W40
	A5
	Light duty petrol A5
	P2
	MB 229.52, 229.51
	C2
	1000lt IBC

	13
	Oil grade 0W16
	A7
	Light duty petrol A7
	P3
	VW 508.00/509.00, Porsche C20
	C3
	Barrel - Plastic

	14
	Oil grade 0W20
	B4
	Light duty diesel B4
	P4
	No OEM Performance Level
	C4
	Barrel - Steel

	15
	Oil grade 0W30
	B5
	Light duty diesel B5
	P5
	Other OEM performance level
	C5
	20lt Drum - Plastic

	16
	Oil grade 10W40
	B7
	Light duty diesel B7
	 
	 
	C6
	20lt Drum - Steel

	17
	Oil grade 10W30
	C2
	Light duty both C2
	 
	 
	C7
	25lt Drum - Plastic

	18
	Oil grade 20W50
	C3
	Light duty both C3
	 
	 
	C8
	25lt Drum - Steel

	19
	Oil grade SAE 40
	C4
	Light duty both C4
	 
	 
	C9
	5lt Plastic Bottle

	20
	Oil grade SAE 50
	C5
	Light duty both C5
	 
	 
	C10
	4lt Plastic Bottle

	21
	Oil grade 15W40
	C6
	Light duty both C6
	 
	 
	C11
	1lt Plastic Bottle

	22
	Oil grade ISO32
	C7
	Light duty both C7
	 
	 
	C12
	Other container size (please specify in your answer to question 1, below)

	23
	Oil grade ISO46
	E1
	Heavy duty E11
	 
	 
	 
	 

	24
	Oil grade ISO68
	E4
	Heavy duty E4
	 
	 
	 
	 

	25
	Oil grade HV32
	E7
	Heavy duty E7
	 
	 
	 
	 

	26
	Oil grade HV46
	E8
	Heavy duty E8
	 
	 
	 
	 

	27
	Oil grade HV68
	F1
	ACEA C2 & C3
	 
	 
	 
	 

	30
	Oil grade other
	F2
	ACEA C3 & C4
	 
	 
	 
	 

	 
	 
	F3
	ACEA C5 & C6
	 
	 
	 
	 

	 
	 
	F4
	ACEA A3 & B4
	 
	 
	 
	 

	 
	 
	F5
	ACEA A5 & B5
	 
	 
	 
	 

	 
	 
	F6
	ACEA A7 & B7
	 
	 
	 
	 

	 
	 
	F8
	API specification please contact us to allocate a category number
	 
	 
	 
	 

	 
	 
	G1
	Not applicable
	 
	 
	 
	 



Example: 0W30 C5 engine oil with no OEM performance level in a plastic barrel would be 15C5P4C3

1. Please provide details of any technical or physical characteristic not included in the PCN structure that may affect the price comparison between products.

	The goods under investigation may or may not meet the performance levels claimed  for example the use of Grp II base oil rather than Grp III makes it difficult to achieve some OEM requirements.




2. Please comment on the suitability of the PCN structure regarding your product range. This may include areas such as:
· Categorisation of features;
· Number of products included under “Other” which may exclude a fair comparison;
· Specialised products which may unduly influence the comparison.

	The commodity code 27101981 covers an enormous range of products which can only confuse the investigation. Focus needs to be brought to bear on the highest volume grades sold.




3. Please provide details of any manufacturing process differences which you feel may influence the PCN structure and the price comparison between the goods concerned and the like goods.

	Lubricant blending is a fairly simple process and should not differ materially from one plant to another.



[bookmark: _Toc103662996][bookmark: _Toc139272306][bookmark: _Toc174611467]SECTION A:
Company structure and operations

[bookmark: _Toc139272307][bookmark: _Toc174611468]A1	Identity and contact details

1. Please complete the table below, ensuring that the point of contact given has the authority to provide this information:

	Legal name of company:
	Aztec Oils Ltd

	Legal structure (e.g., limited company, sole trader, partnership): 
	Limited Company

	Year of establishment:
	1998

	Other operating names:
	

	Company registration number:
	03528260

	Place of registration:
	England & Wales

	Name (point of contact):
	

	Position:
	Managing Director

	Address:
	Intake Rd, Bolsover, Chesterfield S44 6BB

	Telephone No:
	

	Email:
	

	Website:
	www.aztecoils.co.uk



2. If you have appointed an external party to act on your behalf in this investigation, please provide their details and attach a letter confirming the TRA should contact them directly, (if you have not already done so).

	Name:
	n/a

	Address:
	

	Telephone number:
	

	Email:
	

	Confirm they have signed authority to act (Yes/No):
	

	
	Appendix reference:




[bookmark: _Toc139272308][bookmark: _Toc174611469]A2	About your company 

1. Describe the role of your company in the UK market for the like goods 
(e.g., producer, producer/exporter, producer/importer or producer/distributor).

	Producer


	
	Appendix reference:



2. Please provide details of any changes in the legal form of your business over the past 5 years, for example, mergers, acquisitions and/or sales.

	Date
	Legal form
	Explanation of change

	 
	 
	 Non applicable

	 
	 
	 

	 
	 
	 


+Add additional rows as required.

3. List and explain all authorisations your company has been required to obtain to produce, sell, or to export the like goods. These may include licences, permits, permissions or mining concessions. Indicate if your company is subject to any direct or indirect, quantitative or other, restrictions on any of these activities.

	In the lubricant industry there are no permits or licenses required. There are individual approvals that can be claimed for individual lubricant grades but these are not relevant to this inquiry.


	
	Appendix reference:



4. List all international production standards (BS / EN etc.) your company currently conforms to, for the like goods.

	Please answer here
ISO9001, 140001, ISO45001 accredited company

	
	Appendix reference:



5. State whether your company is a member of any representative organisations If so, provide a copy of the relevant documentation.

	Members of Make UK,  the Chamber of Commerce and UEIL- the European Trade Association via VSN, the Netherlands Lubricant Trade Body. And subscribe to the EELQMS Quality standard,
We are NOT members of the UKLA as we fundamentally disagree with their format and function. Notwithstanding this position we acknowledge their support in this inquiry.

	
	Appendix reference:



[bookmark: _Toc139272309][bookmark: _Toc174611470]A3	Organisational structure

Please answer the questions below about the internal structure of your company and any associations with other companies. Both natural persons (individuals) or legal persons (e.g., companies) are associated where they meet the definition of ‘Related Persons’ in Regulation 128 of the Customs (Import Duty) (EU Exit) Regulations 2018.

1. Please complete Annex 1 – Associated companies for your company’s worldwide corporate structure and affiliations.

Please see additional notes in the annex for assistance on how to complete it.

2. Please explain, or demonstrate in a diagram, the legal structure of your company showing the internal hierarchical and organisational structure, all sites/locations and departments which are involved in the production, sales, R&D, supply and distribution of the like goods for domestic and export markets.

	Aztec Oils has one manufacturing site in Bolsover Derbyshire. Associated companies are solely involved in sales of Aztec and other company’s products.
Aztec Oil Orgaisational chart appendix attached


	
	Appendix reference:17




[bookmark: _Toc139272310][bookmark: _Toc174611471]A4	Board members and principal shareholders

1. Please complete the table below for any shareholder with >5% holding in the company who also has interest in any organisation related to the production, marketing, administration, and sale of the like good in the UK, Lithuania or the United Arab Emirates.
 
	Name
	Shareholding in company
	Name of other companies in which person holds interest
	Activity of other companies

	AZTEC GROUP HOLDINGS LTD owned by:
	
	
	

	 Mark Lord
	 49.9%
	 Northern Oils Scotland Ltd
Aztec Oils Southwest Ltd
Aztec Oils Southeast Ltd
Aztec Oils Northwest Ltd
UAB Aztec Oils Baltic
	 Lubricant Distribution

	 Aztec EOT Trustees Ltd
	 50.01%
	 
	 Trustee of the Employee Ownership scheme which took the majority share of the company in 2021 for a deferred consideration.

	
	
	
	

	
	
	Aztec Oils Europe BV
	Vehicle to import product from Europe (Brexit related)

	
	
	Aztec Lubricants NI Ltd
	Vehicle to service customers in Eire. (Brexit related)

	UN CONNECTED COMPANIES
	
	
	

	
	
	Oiline Ltd
	Dormant

	
	
	Hallett Oils Ltd
	Dormant

	
	
	WHCO Gold 2 Ltd
	Dormant

	
	
	Multispec Ltd
	Dormant

	
	
	Onari Corporate Ltd
	UK holding company for OWT Services BV

	
	
	OWT Services BV
	Oil field chemical manufacture in the Netherlands. Not involved in lubricant production.

	
	
	Northern Oils Scotland Ltd
	Lubricant Distribution only

	
	
	Aztec Oils Southwest Ltd
	Lubricant Distribution only

	
	
	Aztec Oils Southeast Ltd
	Lubricant Distribution only

	
	
	Aztec Oils Northwest Ltd
	Lubricant Distribution only


+Add additional rows as required. 
 
2. Please complete the table below for any members of the Board of Directors who also has interest in any organisation related to the production, marketing, administration, and sale of the like good in the UK, Lithuania or the United Arab Emirates.
 
	Name
	Position on Board of Directors
	Name of other companies in which person holds interest
	Activity of other companies

	Mark Lord
	 Managing Director
	 
	 Northern Oils Scotland Ltd
Aztec Oils Southwest Ltd
Aztec Oils Southeast Ltd
Aztec Oils Northwest Ltd
	



	 Lubricant Distribution

	 Jason Cox
	 Sales Director
	 Aztec Oils Southwest Ltd (Managing Director)
	 Lubricant Distribution

	 
	 
	 All the other connected companies have directors with no connection to the manufacturing company as they are solely involved with distribution and purchase lubricants from Aztec Oils and other suppliers.
Aztec Oils Northwest Ltd & Aztec Oils Southeast Ltd were both set up in 2023 as a direct response to the loss of business caused by independent distributors buying dumped imports.
Creating B to C channels in the current environment has been essential to our survival.
	 


+Add additional rows as required. 

[bookmark: _Toc139272311][bookmark: _Toc174611472]A5	Operational links with other companies or persons

1. Please complete the table below if your company has established long-term agreements and/or relationships with any non-associated company/companies located in the UK, Lithuania, the United Arab Emirates or in third countries for the production (e.g., sub-contracting), supply and sale of the like goods, or other licensing, technical patent or compensatory agreements.

If your company has long-term agreements and/or relationships with other companies for the supply of goods destined for internal sale, e.g., captive use, please provide the contract to demonstrate this. 

	Company name and address
	Nature of agreement
	Company registration number and place of registration
	Appendix number of contract

	Not applicable
	Aztec has no agreements with any other company for the supply of lubricants or raw materials.
	
	

	
	
	
	

	
	
	
	


+Add additional rows as required.

[bookmark: _Toc139272312][bookmark: _Toc174611473]A6	Accounting practices

1. Give the address where your company’s accounting records are kept and can be verified by the TRA. If records are maintained in different locations, please indicate which records are kept at which location. If records are digital and do not have a physical location, please mark as N/A. If you part of a group of companies, or if you are owned by another company please also indicate where (and in which country), those accounts are held.


	Records address
	What records are held?

	Aztec Oils Ltd Intake Rd Bolsover S44 6BB
	Complete transactional records

	
	


+Add additional rows as required.

2. Please give the financial year convention your company uses for its accounts (e.g. 1 January – 31 December). If any changes have occurred with respect to this period or in your accounting practices over the last four financial years, please describe these changes.

	April 1st – 31st march

	
	Appendix reference:16



3. For your company and any associated parties involved in the production, marketing, or sales of your goods, please attach a copy of your annual reports covering the injury period including the financial statements and audit report.

	Accounts to March 31st attached for manufacturing company. All connected companies purchases are detailed in the sales ledger as they have no preferential treatment in the way supply is conducted to any other customer.
Information has been redacted for commercial reasons.


	
	Appendix reference:16



4. If your accounts are unaudited, please attach a copy of your unaudited financial statements for the injury period 1 April 2020 – 31 March 2024.

	Audited Accounts Available


	
	Appendix reference:16



5. Please attach copies of your company’s trial balance covering the POI and the most recent financial year. This includes, if for example your financial year ends 31 December 2023: 
· the trial balance which covers the beginning of the financial year to 31 March 2023 (pre-POI);
· the trial balance which covers the financial year from 1 April 2023 to 31 December 2023 (part of the POI);
· the trial balance which covers the beginning of the next financial year to 31 December 2024 (part of the POI, from 1 January 2024 to the end of the 31 March 2024).
[image: ]

	Trial Balance attached


	
	Appendix reference: 16



6. For your company and any associated parties involved in the production, marketing or sales of the like goods, please attach copies of relevant management reports (e.g., profit and loss statement) for the profit centre that includes the goods and like goods. Please provide these reports for the 
(i) POI and 
(ii) most recently completed financial year. 

	See Accounts


	
	Appendix reference:16



7. If your company is part of a group of companies, please also attach a copy of the consolidated accounts of the group for your most recently completed financial year.

	See accounts


	
	Appendix reference:16



8. Please provide a detailed description of your financial accounting system, explaining how sub-ledgers (e.g., costing, debtors, creditors) and other sales or production systems integrate with the general ledger. Please provide a description of how it links to the management accounting system, including any manual interventions. Please also attach:
. your company’s chart of accounts; and
. your company’s cost centres.

	We operate Sage X3 which is a fully integrated ERP accounting system.
	We operate Sage X3 which is a fully integrated ERP accounting system.


	Item
	Notes

	Financial accounting system
	Sage X3 (ERP)

	Creditors sub ledger
	Integrated directly into X3 general ledger

	Debtors sub ledger
	Integrated directly into X3 general ledger

	Inventory management
	Integrated directly into X3 general ledger

	Manufacturing 
	Integrated directly into X3 general ledger

	Purchase order processing
	Integrated directly into X3 general ledger

	Sales order processing
	Integrated directly into X3 general ledger

	Cash book
	Integrated directly into X3 general ledger

	Payroll
	Processed on an external system (Sage 50 payroll), integrated via manual journals

	Management accounting
	Produced directly from X3 data with manual adjustments only for accruals, prepayments, payroll & fixed assets.



Chart of accounts attached; we do not however operate using cost centres – all detailed information can be found in the chart of accounts.





	
	Appendix reference:16



9. Have you changed your financial policies during the injury period? If so, please explain the changes, including dates and the reasons for those changes along with the financial impact of those changes against the like goods.

	No


	
	Appendix reference:16





[bookmark: _Toc139272313][bookmark: _Toc174611474]SECTION B:
About your goods
[bookmark: _Hlk9253503][bookmark: _Toc16669215]
[bookmark: _Toc16669216][bookmark: _Toc139272314][bookmark: _Toc174611475][bookmark: Goods]B1	Understanding your like goods

[bookmark: _Hlt174541454][bookmark: _Hlt174541455]The goods concerned in this investigation are defined in ‘the scope of this investigation’.

We use a PCN number to help us compare the goods concerned and the domestic like goods. When you are completing this section, you must apply the PCN system set out above to describe your goods consistently throughout your responses. If you don’t use the PCN table correctly, this could limit the TRA’s ability to use the information you provide. 

1. Explain the internal coding system your company uses to classify your range of like goods.

Technical documentation (such as sales catalogues, safety standards, technical data, etc.) should be attached for each model where available.

	In Annex 2 we cross reference the PCNs with our product codes. Technical data Sheets for all these products can be found on our website. www.aztecoils.co.uk


	 
	Appendix reference: 2



2. Please complete Annex 2 – PCN comparison. If your company manufactures a range of like goods, list this information for each make and model in the range.

Please see additional notes in the annex for assistance on how to complete it.

Describe how you assigned your products to the PCNs.

	PCNs are coded according to pack size. These differentials are fixed across the product range.
 

	 
	Appendix reference: 2




3. If there are differences in characteristics within your range of like goods which cause distinguishable differences in price, explain those differences and the effect they have. Attach any evidence you have that is relevant. This could take the form of sales brochures, input costs, research papers or any other relevant documentation. 

	Each product within the industry must be within certain parameters to reach product specification. The two commodities in question can be compared like for like.
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[bookmark: _Hlk17451308]
4. Indicate in the box below any physical, commercial or functional differences between your products and the goods concerned. If these differences cause distinguishable variations in price, explain those differences and the effect they have. Attach any evidence you have that is relevant. 

	Each product within the industry must be within certain parameters to reach product specification. The two commodities in question can be compared like for like.
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5. Please describe all the other products (not including the goods concerned / like goods) produced or sold by your company in the UK. 

	Full catalogue of products is available at www.aztecoils.co.uk 
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[bookmark: _Toc139272315][bookmark: _Toc174611476]B2	Understanding the UK market

1. Please explain the end use of the goods concerned and the like goods. If there are multiple uses for the like goods, list them and, where possible, estimate what proportion of your sales goes to each. 

	The goods are Engine Oils & Hydraulic Fluids. 

Engine oil lubricant is used in internal combustion engines, which power cars, motorcycles, lawnmowers, engine-generators, and many other machines.

Hydraulic fluid is lubricant used in excavators and backhoes, hydraulic brakes, power steering systems, automatic transmissions, garbage trucks, aircraft flight control systems, lifts, and industrial machinery.

As demonstrated in our data pack, our sales are 57% Engine Oils and 14% Hydraulic Oils.
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2. Provide a general description of the nature of competition within the overall UK market for the goods concerned and the like goods.

	The UK Lubricant market is mature and supplied through major oil brands via distributors and independent UK manufacturers can be direct or via distributors. The market is very competitive, and business is held usually by a combination of product knowledge, service and price. 
The market is dictated by ICIS, which is a Base Oil platform, to inform all parties of the benchmark price. UK Manufacturers and importers are then able to sell their product within a range through the pricing indicator. 

The company in question has imported and sold lower than the pricing index on ICIS for the raw material.
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3. How price-sensitive is demand for the goods concerned and like good? In other words, to what extent will the overall demand for certain engine oils and hydraulic fluids change in response to changes in price?

	As a mature market, demand is fairly static. As a high volume consumable, motor factors will often use the biggest selling engine oils as a means to sell the rest of their product range using price as the driver. Passenger Car Motor Oils are often sold at near cost to the garage to capture the other consumables required to service the particular vehicle (oil and air filters, brake pads etc) These products will represent higher margins for the motor factor. The same can be true in other sectors. Heavily subsidises hydraulic oils supported by higher profits on hoses and fittings for example.

The above examples show the market is extremely competitive as the oil doesn’t act as profit for end user, rather this is part of the products and services offered instead of being the sole trading purpose.
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4. Do consumers buy certain engine oils and hydraulic fluids from the cheapest producer, or are there other factors that influence their decision such as quality and service?

	Consumers will always make a choice between paying more for a trusted brand or buying on price. Technical support often plays an important part in giving the customer the confidence to buy a brand.
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5. To what extent is it feasible for producers to change their level of production in response to changing market conditions such as increases in prices?

	Lubricant blenders will produce to the demand and can scale down operations as is currently the case.
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6. Provide a general description of the trends and drivers of demand within the UK market for the goods concerned and the like goods, including causes of demand fluctuations and any factors contributing to overall market growth or decline.

	The UK has always had an extremely competitive marketplace where price plays a very important role.
There is no growth in this market, so the importers dumping product, at less than UK manufacturers can make it for, are taking increasingly larger volumes which we have no response to.
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7. What are the major distribution and marketing channels within the UK market for the goods concerned and the like goods?

	Distributors market a combination of imported major oil brands such as Shell, Mobil, Castrol etc, UK blender supplied product sold under the blender’s brand or supplied as a private label and increasingly imported product of dubious quality sold at or below UK manufacturers cost.



	
	Appendix reference:



8. Who are the general users/consumers/customers within the UK market for the goods concerned and the like goods?

	The General Public, Garages, Hauliers, Engineers, Plant Operators, Farmers, Fleet Operators. Anybody who has an engine to service or hydraulic machinery to operate.
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9. Do the goods concerned and like goods compete directly with one another?
	
	Yes
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10. Provide a general description of any government regulations or tax incentives affecting the production or sale of the goods concerned and the like goods.

	The lack of control of the use of sanctioned base oils are giving any importer an unfair advantage selling into the UK and Europe. 
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11. Provide a general description of developments in technology affecting the characteristics, demand or the production process of the goods concerned and the like goods.

	Blending has changed very little over the last 100 years. A requirement of heat and agitation are the primary requirements. The use of inline jets has decreased blending times significantly and improved efficiency of the plants that have adopted this technique.
There is always new equipment available to the market in order to test product meets specification.
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12. Are there any goods which could be substituted for the goods concerned and the like goods?

	No


	
	Appendix reference:



13. Please provide a comment on any other factors which influence the market for the like goods and goods concerned (e.g., seasonality).

	The activity of the importer can only draw a UK manufacturer to the conclusion that importing product and selling if for half the imported value is either a money laundering operation or a very expensive attempt to destroy the UK market at a total cost of £100 million plus.
The market for the goods concerned is hugely affected by the availability of its raw materials (base oil). Because these are commodities, any conflict (wars) can affect the cost and supply.

Energy costs also play a pivotal role in the manufacturing of like goods.

	
	Appendix reference:




[bookmark: _Toc172277278][bookmark: _Toc174611477]B3 	Suppliers of the goods concerned/like goods

1. Please provide the contact details for any company that supplies you with the goods concerned/like goods. Include those suppliers from countries not under investigation, if applicable. If the supplier is not the manufacturer of the goods, please also provide the details of the manufacturer. 

	Supplier name
	Address
	Contact details (email and phone number)
	Is the supplier the manufacturer of the goods?

	Not applicable
	
	
	

	
	
	
	

	
	
	
	


+Add additional rows as required.



[bookmark: _Toc172277279][bookmark: _Toc174611478]B4 	Suppliers of other goods

1. Please provide the contact details for suppliers of any other finished goods that you import into the UK.

	Supplier Name
	Product supplied 
	Supplier Address
	Contact details (email and phone number)

	Not applicable
	
	
	

	
	
	
	

	
	
	
	


+Add additional rows as required.



[bookmark: _Toc139272316][bookmark: _Toc174611479]SECTION C:
Costs and production

[bookmark: _Toc16669217][bookmark: _Toc139272317][bookmark: _Toc174611480][bookmark: Productioncosts]C1	Cost to make and sell 


1. Please complete Annex 3 – Cost to make and sell for the POI for your like goods sold on the domestic market. All figures should be reported net of recoverable tax.

Please see additional notes in the annex for assistance on how to complete it.

2. Describe the individual components of the costs included in Annex 3 – Cost to make and sell and provide detail on how these costs are paid.

	Base Oils and additives make up the individual components that are blended together to produce the product.
In the production of oil, the majority of the costs is associated with base oils and additives. Base oils are procured on the open market with a price indicator (ICIS). Additives are also procured on the open market mainly through distribution companies. We procure in various volumes to manufacture the fluid (oils).

The product (Oil) is then distributed in various pack sizes (Bulk, IBC, Barrels, Drums, 5Litre, 4Litre + 1Litre).

We structure our costings to cover the packaging and filling. The cost of all other overheads is calculated as a representative proportion of the targeted margin. 


	Raw Materials 
	Item code
	PCN Sub Section

	Base Oils
	RM0001 - RM0499
	 

	Additives
	RM0500 - RM1228
	 

	Packaging
	 
	C1 - C12D



The above is the structure of the variable cost element of our manufacturing.
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3. If your company is vertically integrated, please provide details of how the product cost is transferred from one production process to another (e.g., at cost, internal transfer).

	All components are bought in through regular suppliers supplied on open credit terms.
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4. If some of the inputs (e.g., raw materials, energy) used in the production of your like goods are produced by an associated party, provide details of this arrangement, and attach documentation demonstrating any agreements you have.

	Not applicable
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5. If your company incurred any extraordinary costs (such as start-up or ramp up costs) during the POI, please provide details of these costs, explaining why they were extraordinary and how they have been included and amortised/depreciated in your accounts.

	Not applicable
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6. Please explain how you finance your production of like goods, your sources of finance, whether there is any cost of finance associated with the production of like goods, and how you have reported this in the cost to make figures and company accounts.

	Redacted due to being commercially sensitive.
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7. Please state the cost allocation method used for each cost type listed in Annex 3 – Cost to make and sell, including an explanation of the allocation under each subheading and to PCNs.

	Costing of products in our system shows raw materials only. We have shared overall operating costs across the total output.
Total operating overheads, labour, energy, administration etc and NOT allocated against product manufactured. They are taken as a whole and apportioned accordingly.
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[bookmark: _Toc16669218][bookmark: _Toc139272318][bookmark: _Toc174611481]C2	Cost and sales reconciliation

1. Please complete the Cost reconciliation table in Annex 4 – Cost reconciliation starting from the bottom of the table and filling in only the white cells. This section will help us reconcile the cost data provided in section Annex 3 – Cost to make and sell.

Please see additional notes in the annex for assistance on how to complete it.


[bookmark: _Toc16669219][bookmark: _Toc139272319][bookmark: _Toc174611482][bookmark: Production]C3	Production process

1. Please provide a written summary and a diagram/flow chart, if available, of your production process clearly indicating the different production stages for your like goods carried out by your company.

	1. Base oils and additives are received into stock from suppliers.
2. All incoming material is checked for conformance by our laboratory.
3. Components are blended as per blending sheet.
4. Finished product is checked by the laboratory to ensure specifications have been met.
5. Once passed QC it is pumped into storage tanks for filling.
6. Fillers select product required and fill as per order received.
7. Finished product transferred to warehouse for picking and onward shipping.
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2. Identify what parts of your production process take place in the UK and explain at what stage the most value is added to your like goods in the production process. If a production process is carried out outside the UK, please explain the nature of the activity and where this process step takes place.

	All production is done in the UK at our blending plant.
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3. Please provide the physical addresses (including town/city and county) of all your company’s UK sites/facilities involved in the production of the like goods.

	Company name
	Physical address

	 Aztec Oils Ltd
	Intake Rd Bolsover Chesterfield S44 6BB
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+Add additional rows as required

[bookmark: _Toc139272320][bookmark: _Toc174611483]C4	Joint products and by-products

1. Please explain any waste, scrap or by-products related to the production of the like goods. Please explain: 
· how you differentiate your waste, scrap and by products;
· what you do with your waste, scrap and by-products;
· how any income or cost from waste, scrap or by-products is recorded; and
· the average waste, scrap, and by-product ratio resulting from the production process of the goods concerned and like goods.

	Prior to filling, lines are flushed. Line Flushings are analysed and used in other blends to minimise waste. Smaller blends carry a higher flushing cost.
Total waste is assessed at <2%
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2. Please identify any products which share a joint process with the goods concerned and/or the like goods which you produce. Please indicate at which point in the manufacturing process the products diverge.

	All products are produced in the same way.
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3. Please explain how your costs of production (per unit) differ between the like goods and its joint products, if applicable. Comment on the reason for this difference and explain your method(s) of calculation.

	 Smaller blends carry a higher flushing cost as line clearing is a consistent volume amortised over a smaller production figure.



	
	Appendix reference:



[bookmark: _Toc139272321][bookmark: _Toc174611484]C5	Raw material (RM) and major input purchases


1. Please complete Annex 5.1 – Raw materials and input purchases, detailing by transaction, purchases for cost types used in the production of the like goods which account for more than 5% of total cost to make and sell (or if energy more than 1%), during the POI by your company.

Please see additional notes in the annex for assistance on how to complete it.
2. Please provide an invoice and any supporting documents for two of your purchases stated within Annex 5.1 – Raw materials and inputs. Use the box below to give an overview of any supporting documents provided.

	In the production of oil the majority of the costs is associated with base oils and additives. Base oils are procured on the open market with a price indicator (ICIS). Additives are also procured on the open market mainly through distribution companies. We procure in various volumes to manufacture the fluid (oils).

The product (Oil) is then distributed in various pack sizes (Bulk, IBC, Barrels, Drums, 5Litre, 4Litre + 1Litre).

We structure our costings to cover the packaging and filling. The cost of all other overheads is calculated as a representative proportion of the targeted margin. 
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[bookmark: _Toc139272322][bookmark: _Toc174611485]C6 	Base Oil Costs

1. Please complete Annex 5.2 – Base Oil Costs, detailing the monthly base oil costs per PCN for the like goods during the POI by your company.

[bookmark: _Toc139272323][bookmark: _Toc174611486]C7	Purchases of like goods and/or goods concerned

1. Complete Annex 6 – Purchases of like goods and/or goods concerned. This should include information relating to your company’s total annual purchases of the like goods and/or goods concerned over the injury period. All figures should be reported net of recoverable tax. Please list for each year every country you have purchased from in a separate row.
 
Please see additional notes in the annex for assistance on how to complete.

2. Describe how these purchases fit into your business model. Please attach copies of any agreements or contracts that you have relating to your purchases of like goods and/or goods concerned.

	We do not buy in any of these products. We manufacture.
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[bookmark: _Toc139272324][bookmark: _Toc174611487]SECTION D: Sales 

[bookmark: _Toc16669221][bookmark: _Toc139272325][bookmark: _Toc174611488]D1 – Domestic sales

1. Please complete Annex 7 – Transaction by transaction (T by T) domestic sales.

Please contact the Case Team if you can’t provide the relevant information in sufficient detail.

[bookmark: _Toc139272326][bookmark: _Toc174611489]D2 – Export sales

. Please complete Annex 8 – Export sales.
· These should include all your export sales of like goods for the POI (1 April 2023 – 31 March 2024).
· Please ensure that you report your total volume and total value for your export sales by PCN, by country of destination. 
· All figures should be reported net of recoverable tax.

Please see additional notes in the annex for assistance on how to complete it.

. Please provide a list of overseas associated customers who purchase like goods. Explain the nature of the association and any effect it has on the terms of sale to that customer.

	See annex
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[bookmark: _Toc139272327][bookmark: _Toc174611490]D3 	Sales reconciliation

1. Please complete the Sales reconciliation table in Annex 9 – Sales reconciliation starting from the bottom of the table.

2. Additionally, please provide quantitative estimates (e.g., projections or forecasts) for the sales revenue and quantity of like goods as well as all other goods you produce on the UK market for the next five years.

[bookmark: _Toc139272328][bookmark: _Toc174611491]D4 	Distribution channels and price setting

1. If applicable, please provide copies of price lists for the like goods for 1 April 2023 – 31 March 2024.


	Pricing is dynamic and is consistently moving due to fierce competition. While price lists can be supplied they are constantly adjusted. Examples are attached
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2. If any price reductions have been applied to any of your sales of like goods over the POI, please provide a description. This includes discounts, rebates, credit terms, allowances and commissions. 
· Explain the terms and conditions that must be met for any price reduction.
· Indicate any price reduction not included in an invoice price. Explain how the invoice price and the price reduction have been calculated.
· If you have issued any credit notes that are not reflected in invoice prices, provide details of the criteria for issuing such notes and the impact that they have on prices (both past and future).

	While a certain level of customers buy from established price files, many customers ring around for the best price which invariably we are now unable to compete with. Where we do hold onto this business is at vastly reduced margin to protect business being done on the rest of our product range.
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3. Please provide details of your distribution network for like goods if you have one.
 
	Our business model is selling through our own and independent Lubricant distributors and motor factors. Our distributors sell through to the end user or smaller distributor.
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4. Do your sales usually include delivery in the price? If so, please explain how you calculate delivery costs and prices?

	We generally include delivery providing minimum order quantity is adhered to. Delivery charge is levied for smaller orders (less than a full pallet) of if a next day service is required.
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5. [bookmark: _Hlk103225481]Does delivery price vary between customers? If so, then please explain what these differences may relate to.

	Transport is calculated at cost and applied to individual orders so will vary according to load size and destination.
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6. Attach sales contracts for the top five customers by volume in Annex 7 – T by T domestic sales that you have sold like goods to in the period of investigation. 

	We do not have any formal sales contracts. It is not the way business is conducted in our industry.
Our customer retention before the excessive dumping of product from Lithuania and UAE was stable.
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7. Select examples of domestic sales of like goods to two different customers included in Annex 7 – T by T domestic sales. Attach as an appendix a complete set of documentation for these sales. Where possible, include purchase orders, commercial invoices, order acceptances, discounts or rebates, credit and debit notes, contracts of sale, freight and insurance details, bank documentation and all other relevant documents.

	See attached
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[bookmark: _Toc16669222]
[bookmark: _Toc139272329][bookmark: _Toc174611492]D5	Captive use

1. Please complete Annex 10 – Captive sales and use. This should include transaction-by-transaction information for 1 April 2023 – 31 March 2024 detailing your company’s individual transfers of the finished like good for internal or captive use. You will need to use the PCN table to categorise each of these transfers by PCN.

Please see additional notes in the annex for assistance on how to complete it.

2. Please comment on whether your captive use of the like goods has changed over time and what has caused any changes. Please attach evidence to support your answer where required.

	We do not have any captive sales as all our connected companies buy on normal commercial terms and are included in our sales figures.
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[bookmark: _Toc139272330][bookmark: _Toc174611493]SECTION E:
Injury to your company

Injury to UK industry could be caused as a result of dumped imports. 
This could come in the form of: 
• material injury to UK industry;
• threat of material injury to UK industry; or 
• material retardation of the establishment of such an industry

1. Is your company suffering from injury? If so, please describe the nature and degree of the injury. This can relate to the prices, volumes or profits associated with your production and sale of the like goods, or to wider aspects of your business. Please specify and substantiate your claims with evidence. Did this differ between certain engine oils and hydraulic fluids?

	We are suffering injury from the product dumping activities as we are facing prices in the market place which are substantially below our raw material costs.
See attached sales analysis
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2. Please estimate the date when the injury began to affect your company. Explain how it has developed since this date. Did this differ between certain engine oils and hydraulic fluids?

	Activity of dumping was first noticed in 2019 but significantly increased at the outbreak with the war in Ukraine. Prices by the importer were slashed significantly leaving us unable to compete. Imports have increased considerably in 2024 as Mannol opened a new 165,000sq ft warehouse in Kettering, tripling their storage capacity. With little understanding of demand they have flooded the market which can only result in lower pricing still.
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3. Please provide details if your cost of production of the like goods has changed significantly during the injury period. If so, please explain the cause(s) and, where possible, substantiate with evidence. Did this differ between certain engine oils and hydraulic fluids?

	There have been no changes in our production process. There is no difference between blending engine oils or hydraulic fluids. We have reduced shifts on the plant to account for the reduced volumes and continue to monitor profitability.
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4. Please complete Annex 11 – Injury. This should be completed in reference to your UK production of the like goods for the 1 April 2020 – 31 March 2024. 

5. Please explain how you calculated and apportioned your average net operating profit after tax (NOPAT) for the like goods. Did this differ between certain engine oils and hydraulic fluids?

	We have apportioned our overheads across all produced product. We cannot differentiate costs between products. Our overhead is amortised across the whole production of the company.
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6. Please explain how you calculated and apportioned your finance costs (e.g., interest) incurred for the like goods. Did this differ between certain engine oils and hydraulic fluids?

	We have apportioned our overheads across all produced product
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7. Please explain how you assess your stock levels. Indicate if your stock levels were abnormally high during the injury period. If so, provide an explanation. Did this differ between certain engine oils and hydraulic fluids?

	We aim to maintain stock levels consistent with the requirements of the business.
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8. Please explain how you estimated your percentage of market share for the like goods. Did this differ between certain engine oils and hydraulic fluids?

	It is impossible to ascertain accurate market share in a very diverse market. Our assessment is best guess based on Kline data for the UK and imports reported on GOV.UK site.
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9. Please explain how you calculated your production capacity and capacity utilisation for the like goods, and the cause of any significant variations. Did this differ between certain engine oils and hydraulic fluids?

	Aztec’s production capacity is assessed at 35,000 tonnes and is now working well  below capacity.as a result of the dramatic loss of sales of engine and hydraulic fluids due to product dumping at below our costs.
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10. Please explain how you set your wages, and the causes of any significant variations. Did this differ between certain engine oils and hydraulic fluids?

	Wages are part of the overall overhead that is apportioned across the company. 
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11. Please explain how your total employees involved in the UK manufacture of like goods are split across different sites/locations. Did this differ between certain engine oils and hydraulic fluids?

	Our workforce in production are all multiskilled and are interchangeable across the plant.
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12. For your like goods only, please state what level of profit, before tax and as a percentage of turnover, your company would expect to achieve in the absence of injury and explain how you arrived at this figure. Would this differ between certain engine oils and hydraulic fluids?

	Redacted Commercially sensitive
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13. Explain how you set your current sales price for your like goods. Is this the same as your target sales price? If not, please explain the reasons for this. Does this differ between certain engine oils and hydraulic fluids?

	Pricing is dynamic driven by the market. We set price lists for regular business supplying branded Aztec product and continuously amend according to market forces. The private label and bulk supply business is priced per order/month according to current costs/market pressure.
They are different prices for different PCNs. Our target pricing is the same as selling price. Ideally, we would want to make us much margin as possible, like any other business. The margins that we make are derived by market forces and our ability to produce quality product efficiently. 
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14. Explain any variances between your actual and forecasted budgets over the injury period, with reference to your cash flow statements. Would your forecasted budgets be affected if measures on the goods concerned were not applied? Please describe the nature of any change and substantiate your claims with evidence. Would this differ between certain engine oils and hydraulic fluids?

	Performance for the year can only be demonstrated by the overall result and cannot be apportioned to product categories. Engine Oils & Hydraulic Fluids are the largest sectors of our product range.
Our turnover figures have been affected to a lesser extent for the period of injury. The main injury to the business has been on margins which has reduced our profitability. 

Financial periods below show a decline in profitability- 

REDACTED
The excessive product dumping has been affecting our profit margins whilst now also affecting our sales volumes. Our current financial period is projected as a decline in sales revenue of at least REDACTED
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15. Complete Annex 12 – Investments and Return on Investments.

16. Please provide details of your typical source(s) of finance (e.g. loans, debt, share issues, bond issues etc.) for each category of investment relating to your company-wide investments. Would this differ between certain engine oils and hydraulic fluids?

	REDACTED Commercially sensitive
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16. Please describe any changes in your company’s level and trends of returns on investment over the injury period. Please explain the nature and cause of this change and substantiate with supporting evidence e.g. funding proposals, loan approvals or other relevant financial documents.

	The company has scaled back all investment in the current climate with the enormous loss of volumes of engine oil and hydraulic fluids being dumped on the market below our costs.
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17. Please complete Annex 13 – Forward sales contracts.

17. Describe and attach copies of all forward sales contracts/ongoing supply agreements for like goods. Comment on these forward sales contracts – are they a usual way of doing business in your industry? Has there been any variation in the volume and value of forward contracts over time? If so, what has caused this variation? Would this differ between certain engine oils and hydraulic fluids?

	The company doesn’t operate on any forward contracts or supply agreements. The contracts that we do hold do not offer any guarantee of business.
The agreements that we have are more for intention to buy based on pricing and product specification. It is very difficult to have a customer confirm to you they will buy certain products in the future. The sector is not set up like that. This is why the excessive product dumping is distorting the market and affecting product margins.

ICIS is used by both parties, customer and supplier, as a basis for cost indication. What we have seen, by product that has been imported from Lithuania and UAE, is product being sold below base oil pricing.
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18. If your company is suffering from injury, please explain and indicate the degree to which this has been caused by the alleged dumping of the goods concerned. Please also explain and indicate the degree to which any other factors might have caused the injury, for example:
· volume and prices of imports not sold at dumped prices.
· contraction in demand or changes in patterns of consumption.
· restrictive trade practices of, and competition between, third country and UK producers.
· developments in technology; and 
· export performance and the productivity of the UK. 

Please substantiate your claim(s) with evidence. Does this differ between certain engine oils and hydraulic fluids?


	Product dumping in the UK is undoubtably the major cause of the issues in our business and the whole of the UK Lubricant industry.
As we have shown in our manufactured figures, the imports of the like goods from UAE and Lithuania are increasing disproportionately because of the dumping of product. The percentage increase is over 3000%.
The global market of the main raw materials has not been affected to this extent. This suggests that the increase in imports is not relative to the market and global supply position.
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18. Is your company under threat of injury? If so, please describe the threat, its cause and how the injury is clearly foreseen and imminent. Does this differ between certain engine oils and hydraulic fluids?

	Our assessment of the current trading year is REDACTED
Yes, we are under threat of injury as our turnover and profitability is greatly affected by the dumping of product at less than base cost. It makes it nearly impossible to compete when the final product is being sold at least 80% of the base cost.

The dumped product has been allegedly transported twice, cost of storage, insurance and still able to sell at below cost of manufacture.

A thorough audit trail of all costs included in the manufacturing process can clearly ascertain that the objective is not to benefit the customer, and rather undermine the whole industry and destroy UK manufacturing (Loss of jobs).
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19. Would there be any indirect effects on your industry and/or business if trade remedies are imposed on the goods concerned? In your answer, please also comment on the effect of no measures. Would this differ between certain engine oils and hydraulic fluids?

	Applying a dumping tariff of a significant value is essential to levelling the playing field for UK producers.
Failure to introduce tariffs will catastrophically damage our industry REDACTED
If the tariff is imposed this will ensure that UK manufacturing has a future. Allowing foreign organisations to be able to dump product in the UK will create a precedence for other industrial sectors.

Fair competition is welcomed as this improves the sector but when there is clearly different objectives (dumping) this just destroys manufacturing and the customer will eventually lose out.
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[bookmark: _Toc16669224]
[bookmark: _Toc139272331][bookmark: _Toc174611494]SECTION F: Dumping 
[bookmark: _Toc16669225]
Please note that all questions in this section are optional. If you choose not to provide information to a question in this section, please state this or write ‘N/A’ in the respective text box.

[bookmark: _Toc139272332][bookmark: _Toc174611495]F1	Dumping

1. Do you have any information about the normal value of the goods concerned in Lithuania and the United Arab Emirates? Please substantiate with evidence where possible. This may include sales catalogues, price lists, invoices, quotes, market intelligence or sales correspondence, or any other documentation relating to the domestic price of the goods concerned in Lithuania and the United Arab Emirates.

	Evidence listed in the annex shows unrealistic price offers. Calculations of imported prices show an expected level of return. However, the importer is selling at half their purchase price.


	
	Appendix reference:23



2. Do you have any information about the export price to the UK of the goods concerned from Lithuania and the United Arab Emirates? Please substantiate with evidence where possible. This may include sales catalogues, price lists, invoices, quotes or sales correspondence, or any other relevant documentation relating to the export price to the UK of the goods concerned from Lithuania and the United Arab Emirates.

	A study of the importer activities selling through Amazon Prime clearly demonstrates the dysfunctional pricing in the market place in comparison to their activities in other markets.
Updated offers in the market place demonstrates below manufacturers pricing.
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[bookmark: _Toc139272334][bookmark: _Toc174611496][bookmark: _Toc16669226]F2 	Adjustments

. If you are aware of any factors that could mean costs or profits of the goods concerned are not substantially determined by market forces, please provide details and any supporting evidence.

	The Lubricant industry is opaque and broadly speaking offers a level playing field across the world. There are clearly pricing differences and opportunities for arbitrage but these are largely negated by transfer costs.
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[bookmark: _Toc174611497][bookmark: _Toc139272335]F3	Specificities regarding the exporting country 
[bookmark: _Toc16669227]
The following comments have been submitted as part of the registration process:
1. “Prices are artificially low. They do not reflect market factors. Namely raw material costs. […] To consistently sell large volumes of the concerned goods, that contain over 99% base oil in the formulation at close to 50% of the price of the market price of said base oil is odd.”


2. “Our understanding is that the United Arab Emirates do not currently have in place any trade sanctions on Russian base oil and due to other sanctions in place this has then meant base oils being sold into Lubricant manufacturers in the UAE cheaper than the global base oil prices.”


3. “We understand that prices are artificially low on the concerned goods […] Our Base oil is sold with reference to ICIS and ARGUS published prices, adjusted with a formula, this is the norm in the refining industry. We understand that the selling prices for the finished imported concerned goods are often well below these metrics. We don’t see any reasonable logic for base oil being consistently available below what can reasonably be achieved, ie. Inline with he published prices.”

4. “Base oils are tradeable commodities which have been affected by the introduction of sanctions against Russia. This has created an advantage for any country outside the EU/UK/USA and Canada to purchase lower priced raw material.”
These comments are not a specific or evidenced accusation of a particular market situation in the domestic market of the exporting country or territory. 
However, we wish to provide parties with an opportunity to expand on, or rebut, the comments submitted to the investigation upon registration. 
Regulation 7(2)(b) of the Dumping and Subsidisation Regulations refers to a particular market situation in the domestic market of the exporting country or territory, and Regulation 7(4) sets out a non-exhaustive list of circumstances which might constitute such a situation:
· where prices are artificially low
· where there is significant barter trade
· where prices reflect non-commercial factors
A particular market situation could arise as a result of relationships between private sector parties. For example, in the case of barter trade between private companies where this covers a significant part of the domestic market (not international transactions), or where a significant part of domestic sales involves transactions between private companies engaged in non-commercial arrangements.
There may also be cases where the source of a particular market situation is government intervention in any of the following:
· the domestic market for the like goods
· an upstream market that inputs into the like goods
· a market indirectly providing inputs into the like goods, which results in artificially low sales prices in the domestic market of the like goods


Please explain whether you consider the cost of production and/or the price of the goods concerned are affected by a particular market situation. Please also provide relevant supporting evidence or supplementary sources (links to articles/official documents etc) that will demonstrate whether a distortion exists or not in the domestic market of the exporting country or territory.

	It is very clear that even accounting for Russian sanctioned base oils being used in UAE does not account for the prices that SCT Lubricants are offering in the UK. Other UAE producers do have an advantage of around $250-$350 per tonne which after transport costs may give them a 10% cost advantage which is enough to give them a sustainable business model. SCT however are supplying at prices that bear no relation to raw material costs.
Their activities are either a deliberate attempt to destroy the UK Lubricant industry at a cost to themselves of over £100million which is highly unlikely given their approach to their relationships with their customers. They are universally despised by these customers who purchase solely based on price. 
The more likely explanation is a large money laundering exercise to repatriate Russian Money held in London.
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[bookmark: _Toc103662974][bookmark: _Toc174611498][bookmark: _Toc139272341]SECTION G: Economic Interest Test


The Economic Interest Test helps the TRA assess the economic impact of a measure compared to what would happen if it the measure was not in place. There are six factors which the TRA must consider as part of the Economic Interest Test:
i) The injury caused by the importation of the dumped goods to UK industry and the benefits to that industry in removing the injury.
ii) The economic significance of affected industries and consumers in the UK. 
iii) The likely impact on affected industries and consumers in the UK. 
iv) The likely impact on particular geographic areas, or particular groups, in the UK. 
v) The likely consequences for the competitive environment and for the structure of markets for goods in the UK. 
vi) Other matters that the TRA considers relevant. 

The questions in this section will contribute to this assessment. Please provide information broken down by each of your company’s UK sites/facilities, where relevant and possible.  

[bookmark: _Toc103662976][bookmark: _Toc174611499]G1	Background

1. Please provide the names, legal addresses and telephone numbers of the following domestic companies: 
· Those that produce certain engine oils and hydraulic fluids in the UK;
· Those that are involved in the importation, distribution, or sale of certain engine oils and hydraulic fluids from third countries.


	We have already supplied this information in our initial application
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2. Please provide an overview of your upstream supply chain for certain engine oils and hydraulic fluids (e.g., producers of raw materials). Where possible, please describe the number, location and size of UK producers at each stage.


	The origin of base oils are from around the world and as a result of sanctions now excludes Russian and Belarussian supply which were key suppliers before the war.
We source our base oils from European suppliers in the main, both virgin material and increasingly from the Re-refining industry. Additive companies are generally of European origin sourced through UK distributors.
There is only one UK base oil supplier (ExxonMobil) which produce Group 1 material. We only purchase Group II material from this supplier which is produced in the Netherlands.
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3. Please provide an overview of your downstream supply chain. Please indicate who the consumers of certain engine oils and hydraulic fluids are, which industry and level of trade they relate to and whether they are companies or private individuals. 

	See Annex

We are a manufacturing company. We source our raw materials internationally. The majority of our raw materials are base oil of which we source mainly from Europe. The base oil is up to 90% of the cost for most products. 

We also purchase additives internationally which contribute to our products meeting specific specifications.

The fluid (Oil) is packed / filled into various pack sizes. We deal with packaging companies that manufacture plastic containers, cardboard boxes, steel barrels and tin plate drums. All of these associated sectors / industries will be effected if the product dumping is not addressed or continues.

Our customer base is mainly business to business as we distribute in larger quantities. Our customers then distribute to other retailers and end users. 
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[bookmark: _Toc103662977][bookmark: _Toc174611500]G2 Your company

4. Please complete Annex E1 – Economic Interest Test, providing employment figures in full-time equivalents (FTE) for each of your company’s UK sites or facilities.
 
5. How would these employment figures be affected if an anti-dumping measure was imposed? Please support your claims with evidence.

	See annex
Substantial anti-dumping measures would arrest the decline of our business.
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6. How would your domestic sales of certain engine oils and hydraulic fluids be affected if an anti-dumping measure was imposed? Please support your claims with evidence.

	A return to a level playing field would stabilise our industry and growth would resume.
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7. How significant is the production of certain engine oils and hydraulic fluids relative to your company's entire UK production?

	These products represent >80% of our production. 
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[bookmark: _Toc103662978][bookmark: _Toc174611501]G3 Potential impacts of a measure

8. Please describe how you would expect an increase in the import prices of certain engine oils and hydraulic fluids to affect each of the following. Where possible, please support your claims with evidence.

· Domestic prices of certain engine oils and hydraulic fluids in the UK;

	Stabilise and return to normal UK competitiveness based on fair competition.
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· Total UK production of certain engine oils and hydraulic fluids;

	Return to normal.
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· [bookmark: _Hlk127799797]Total imports of certain engine oils and hydraulic fluids from Lithuania and the United Arab Emirates and other third countries to the UK; and

	Imports would continue from reputable companies only selling on their established brands at premium prices. 
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· Total exports of certain engine oils and hydraulic fluids from the UK.

	Around the world there is potential for significant growth for UK producers as we have a perceived high standing in the world regarding the quality of the products we produce.
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9. Do you know of any related industries that would be affected if an anti-dumping measure was imposed?
Please consider in particular:

· Upstream industries – those who produce inputs (such as raw materials) needed for the production of certain engine oils and hydraulic fluids;

	The European base oil and additive suppliers would welcome the introduction of such measures as they are all affected by the depressed market in the UK as a result of the dumping activities.
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· Downstream industries – those who purchase certain engine oils and hydraulic fluids;

	The downstream suppliers would be forced to supply at market price rather than driving the market through the floor.
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· Industries for complimentary goods – those which would typically be bought alongside certain engine oils and hydraulic fluids (such as ink being bought with printers); and

	Dumping is being carried out across the product range. We have majored on Engine & Hydraulic Oils because they are by far the largest sector. Artificially low prices are also evident in Gear & Transmission Oils, Industrial Lubricants, AdBlue, Antifreeze and Greases.
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· Industries for substitute goods – those which might be bought instead of certain engine oils and hydraulic fluids (such as margarine instead of butter).

	Not applicable
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10. To what extent would you expect any changes in prices of certain engine oils and hydraulic fluids to be passed onto final consumers? 

	Market pricing would resume.
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11. Would your plans for investment or expansion in the UK over the next five years be affected if an anti-dumping measure was imposed? Please support your claims with evidence.

	We have halted all investments as a result of SCT’s activities. A level playing field would enable us to resume our planned development programme.
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12. As a public body, the TRA has an obligation under the Equality Act 2010 to ensure that the possible effects of its activities on different people are considered. This public sector Equality Duty covers the following protected characteristics: 
· age, 
· disability, 
· gender reassignment, 
· marriage or civil partnership, 
· pregnancy and maternity, 
· race, 
· religion or belief, 
· sex, and 
· sexual orientation.

Please provide any relevant information about whether the imposition of an anti-dumping measure might disproportionately affect any of these groups or any other particular group.

	Not applicable
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13. [bookmark: _Hlk130292473]How would the number or range of suppliers in the certain engine oils and hydraulic fluids market be affected if an anti-dumping measure was imposed? Please provide an explanation.

	The UK Lubricant Producers would all welcome the heaviest antidumping measures that could be brought against SCT Lubricants and all associated companies.
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14. How would the suppliers’ ability to differentiate their products by price, quality, service or innovation in the certain engine oils and hydraulic fluids market be affected if an anti-dumping measure was imposed? Please provide an explanation.

	Not relevant
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15. How would the cost of switching between suppliers in the certain engine oils and hydraulic fluids market be affected if an anti-dumping measure was imposed? Please provide an explanation.

	Market forces would prevail.
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16. How would the suppliers’ ability to set agreed prices between themselves or for certain consumers or products be affected if an anti-dumping measure was imposed? Please provide an explanation.

	Market forces would prevail.
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17. How would the choices of certain engine oils and hydraulic fluids available to consumers be affected if an anti-dumping measure was imposed? Please provide an explanation.

	Market forces would prevail


	
	Appendix reference:



18. How would the ability of downstream businesses or consumers to make informed decisions be affected if an anti-dumping measure was imposed? Please provide an explanation.

	Market forces would prevail
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19. Are there any additional economic factors that you consider to be relevant for the Economic Interest Test in this investigation?

	Market forces with a level playing field should prevail.
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[bookmark: _Toc174611502]SECTION H: 
[bookmark: _Toc139272342][bookmark: _Toc174611503]Checklist and appendices

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 – Company structure and operations
	x

	Section B – About your goods
	x

	Section C – Costs and production
	x

	Section D - Sales
	x

	Section E – Injury to your company
	x

	Section F – Dumping
	x

	Section G – Supplementary questions
	x


+Add additional rows as required

Please list any appendices that you have referenced in your responses and are attaching with this questionnaire.

	Appendix reference
	Document title
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