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SECTION A
Organization, Accounting Practices,

Markets and Merchandise
1.
Quantity and Value of Sales
Information on the quantity and value of sales is necessary to determine whether we will attempt to compare the prices of merchandise under review sold to the United States market to (a) the prices of comparable merchandise in your home market, (b) prices of comparable merchandise in a third-country market or (c) constructed value.
  Refer to the term viability in the Glossary of Terms at Appendix I for a more complete discussion.

In this questionnaire we generally refer to the home market or third-country market selected for the calculation of normal value as the foreign market.
a.
State the total quantity and value of the merchandise under review that you sold during the period of review (“POR”) in (or to):

1.
the United States,

2.
the home market, and

3.
each of the three largest third-country markets.

Also state the quantity and value of the merchandise entered into the United States during the POR.  If you had constructed export price sales (i.e., sales to unaffiliated U.S. customers through an affiliated U.S. importer) but no entries during the POR, please notify the official in charge immediately.

A chart for reporting the sales quantity and value is included at the end of this section.  

Complete a combined chart for merchandise produced and sold by your company and its affiliates and, where appropriate, a separate chart for the merchandise of each unaffiliated manufacturer whose merchandise under review you sold during the POR.  Report the value of all sales in U.S. dollars and convert your quantity of sales to a uniform unit of measure.  List the conversion rates used.  To the extent possible, sales values should be reported based on the same terms of sale.  For sales of merchandise further manufactured or consumed by affiliates in the United States, report the quantity and value (based on the prices you charge to your U.S. affiliate) of the product as imported into the United States, and not as the further processed product.

b. Report separately the quantity and value of sales in the home market and, if necessary, to each of the three largest third countries, that were made to affiliates.

c. If you sold to affiliated customers, also report separately the quantity and value such sales represent as a percentage of all home market sales and of sales in each of the largest third country markets, respectively.

d.
Report third-country market information in the chart only if the volume of home market sales of the foreign like product is less than five percent of the volume of United States sales of the subject merchandise.  If the volume of your home market sales of the foreign like product is less than five percent of the volume of your sales to the United States of the subject merchandise (or if, for other reasons,  you do not believe that your home market sales are usable as a basis for normal value), contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter) because the Department, except in unusual situations, will not use your home market as the basis for calculating normal value.  If home market sales are less than 5% of U.S. sales, you may present to the Department any special circumstances which might justify why your home market should be used as the basis for normal value.

e.
If your home market does not meet the five percent threshold described above, report the sales to each of the three largest (by volume) third-country markets (provided each meets the five percent threshold) in the chart and respond to each of the remaining questions in this section of the questionnaire by describing each of these three third-country markets.  If the volume of your largest third-country market sales of the foreign like product is also less than five percent of the volume of your sales to the United States of the subject merchandise, do not report this market.  If this is the case, you are required to respond to section D of this questionnaire.

f.
If there are special circumstances that you believe the Department should consider in selecting a third-country market for determining normal value, please describe these circumstances (e.g., similarity of merchandise, similarity of channels of distribution) for each of the three largest third-country markets.  In addition, if you believe that the foreign like product sold in the three largest third-country markets is not appropriate for comparison to the subject merchandise, then also report any third-country sales for the market to which you sold merchandise that is best compared to the U.S. market.  Describe the circumstances that make that market appropriate for making comparisons.

g. If you export merchandise for entry into a foreign trade zone (“FTZ”), into a bonded warehouse in the United States, or under a temporary import bond, this may affect the way we treat these sales.  Please note whether your merchandise goes into a FTZ or a bonded warehouse and contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter) to discuss the reporting requirements.

h. If you sold merchandise that falls under the description of the merchandise under consideration (as described in Appendix III), but which was produced in more than one country, explain how you determined the country of origin of the merchandise for individual sales.  If all the merchandise you sold originated in one country, so indicate, and explain how you can be sure of this.

i. In your response to Section B and Section C, provide a complete package of documents and worksheets demonstrating how you identified the sales you reported to the Department in your quantity and value chart and in your comparison market and U.S. market sales databases and reconciling the reported sales to the total sales listed in your general ledger.  Include a copy of all computer programs used to separate the reported sales from your total sales and to calculate expenses.  

2.
Corporate Structure and Affiliations
The purpose of the questions concerning operational and legal structures and affiliations is to provide the Department with an understanding of your company and its role in the manufacture, sale and distribution of the merchandise under review.  The Department requests information not only about your company but also about affiliates, because it may be necessary to use information gathered from affiliated parties to establish prices, selling and general expenses, and production costs.  In responding to questions about affiliated persons, please refer to the definition provided in the Glossary of Terms at Appendix I.  For the purposes of the following questions, a “person” includes any company, organization, individual, partnership, or group.

a.
Provide an organization chart and description of your company's operating structure.  Describe the general organization of the company and each of its operating units.  For example, if your operations are structured by product or families of products, provide a description of each product group; if your operations are structured by function, provide a list of functional groups and the activities performed by each.

Although you may provide a general description of the structure of the company as a whole, it is particularly important that the description of those units involved in the development, manufacture, sale and distribution of the merchandise under review be sufficiently detailed to provide the Department with a good working understanding of how these units function within the company.

b.
Provide a list of all the manufacturing plants, sales office locations, research and development facilities and administrative offices involved in the development, manufacture and sale of the merchandise under review operated by your company and its affiliates.  Please briefly describe the purpose of each.

c.
Provide an organization chart and description of your company’s legal structure.  Include any parent companies and subsidiaries of your company and all other persons affiliated with your company and provide a description of all such persons. 

d.
Provide a list of: (1) the shareholders who directly or indirectly own, control or hold with power to vote, 5 % or more of your company’s outstanding voting stock; (2) the ten shareholders with the highest ownership percentage of your company, if such information is not provided in response to 1 above; (3) all companies in which your company directly or indirectly owns, holds or controls with power to vote, 5 % or more of the outstanding voting stock; (4) if your company is a subsidiary of another company, the ten largest shareholders of your parent company and of the other subsidiaries of your parent company which are involved in the development, production, sale or distribution of the merchandise under review; and (5) if your parent company is itself a subsidiary of another company, the ten largest shareholders of its parent company.  For all of the above, state the percentage of voting stock own, held or controlled, directly or indirectly.

Explain fully any business relationships your company had or has with the owners of the companies listed above and the effect such relationships may have on the development, production, sales or distribution of the merchandise under review.

If any of the affiliated persons identified above are in turn affiliated with other persons that are involved in the development, production (including inputs), sale or distribution of the merchandise under review, provide a list of those persons and describe the nature of the affiliation (e.g., shared directors or managers, equity ownership, close supplier relationship).  Include any such affiliated persons in the chart you provided in response to this section.  Also, describe the nature of each person’s involvement with the merchandise under review.

e.
State whether your company is part of a group.  Examples of groups are: (1) a parent company and its subsidiaries; (2) a defined corporate group (e.g., kieretsu or chaebol); (3) a network of companies with cross ownership; (4) two or more companies involved in the development, production, sale or distribution of the merchandise under review which are directly or indirectly controlled by a family or investor group.  For more information pertaining to control, see section 771(33)(F) and (G) of the Act, section 351.102(b) of the regulations, the definition of affiliated persons in Appendix I and questions f and h below.

If your company is part of a group, provide:

i.
An organization chart of the companies in the group.

ii.
The amount of outstanding voting stock directly or indirectly owned, held or controlled, with power to vote, of each company in the group by: (a) any other company in the group; (b) any member of the family group; and/or (c) any member of the investor group.

iii.
The names of the officers, director and managers of each company in the group and indicate whether any of them is also: (a) an officer, director or manager of another company in the group; (b) a member of the family group; and/or (c) a member of the investor group. 

Explain all business or operational relationships affecting the development, production, sale or distribution of the merchandise under review which your company has or had with the parent company, any other company in the group, any member of the family group, and/or any member of the investor group.  Such business or operational relationships may include, but are not limited to, shared managers, employees, facilities, and borrowings. 

f.
State whether your company is under “common control” with another person by a third person (e.g., a family group or investor group) and/or whether your company and another person commonly control a third person (e.g, a joint venture).  Control exists where a person is legally or operationally in a position to exercise restraint or direction over another person.  Some factors, individually or in aggregate, which may influence your review for determining whether or not control may exist include, for example, ownership (with power to vote) of the voting stock of a company, substantial borrowings, intertwined business operations, and common officers, directors, or managers. 

If there is such a relationship, describe the nature of the relationship (e.g., ownership percentage, common officers/directors), your business relationship with such company or person and the effect such relationship may have on the development, production, sale or distribution of the merchandise under review.

g.
If your company is affiliated with another producer that manufactures or has the potential to manufacture the merchandise under review, identify that producer and explain whether your company and the affiliated producer manufactures or could manufacture identical or similar products without substantial retooling of either facility.

If you do not believe that the affiliated producer and your company could manufacture identical or similar products without substantial retooling, please explain the reasons for your conclusion and provide support for such a conclusion.

For each affiliated producer or potential producer of the merchandise under review:  (1)  state the level of common ownership (e.g., the amount of cross equity ownership between the producers and/or ownership by any third party of both of the producers); (2) provide the names of any officers, directors

and/or managerial employees of one company who are also officers, directors and/or managerial employees of the other company or of a company that is affiliated with both your company and the other producer; and (3) explain any intertwined operations (e.g., shared employees and/or shared facilities, shared sales information, common involvement in production and pricing decisions, and transactions between your company and the affiliated producers).  Please refer to Appendix I for the definition of affiliated parties.

h.
Identify any supplier, (sub)contractor, lender, exporter, distributor, reseller, and any other person involved in the development, production, sale or distribution of the merchandise under review which the Department may also consider affiliated with your company, in accordance with section 771(33) of the Act and sections 351.102(b) and 351.401(f) of the regulations.  Some factors which you should consider include, for example, whether you acquire a significant amount of a major input from only a single supplier, the length of time your company has had a relationship with a supplier, (sub)contractor, distributor, exporter or reseller, the exclusivity of the relationship, all business relationships your company has or had with these persons, and other relationships between your company and the other person (e.g., director/manager relationships).
 
i.
Identify all business transactions that may directly or indirectly affect the development, production, sale or distribution of the merchandise under review which your company has or had with any affiliate (except to the extent you have provided this in response to one of the questions above).

Examples of such business transactions may include, but are not limited to, loans made by or to an affiliate, purchases and resales of the merchandise under review by an affiliated reseller, purchases made from a close supplier, and/or transactions with joint ventures, or a company acting as an agent for your company’s sales

3.
Distribution Process
The description you provide of your distribution and sales processes (see also question 4 below) is intended to provide the Department with the information necessary to make appropriate comparisons of sales at the same level of trade or to make a level of trade adjustment, if appropriate, when sales are compared at different levels of trade.  Therefore, the Department requires detailed information about your channels of distribution, the categories of customers to whom you sell, the selling activities or services associated with each channel of distribution and category of customer, and the level of selling expenses for each channel and category of customer.  Your response to this section is required regardless of whether you believe differences in levels of trade exist.  Your response should include all the information requested and all information the Department should consider in making a comparison.

a.
Provide a flow chart and description of each of your company’s channels (or methods) of distribution in both the U.S. market and the foreign market.  For example, for certain of your sales you may manufacture to order and ship directly to customers; for other sales you may ship from inventory maintained in distribution warehouses; additional sales may be made through consignees; etc.

b.
Provide a list of the categories of customers (e.g., distributor, wholesaler, retailer, end-user) that purchase through each channel of distribution.  In the case of constructed export price transactions (i.e., sales to unaffiliated U.S. customers through an affiliated U.S. importer
), describe both your affiliated U.S. importer(s) and your importer’s unaffiliated customers.

c.
Provide a complete list of all the selling activities performed and services offered in the U.S. market and the foreign market.  Selling activities or services might include inventory maintenance, technical advice, warranty services, freight and delivery arrangements, advertising, and any other sales support activities.  Please specify which services are provided by your company and which are provided by an affiliate.  Describe each activity or service in detail.  Identify the expense field in which the expenses associated with each selling activity will be captured in your response to sections B and C.

Please prepare a chart showing all selling functions you performed for each channel of distribution in the home market and the U.S. market.  If you wish to distinguish between levels of function performance, you may.  For example, if technical consultation is done for two channels, but more is done in one channel than the other, you might wish to indicate this difference by assigning a code for each level of activity.  For each instance, however, you must provide a narrative explanation.

You should also indicate functions where differences may exist but are not easily categorized as “more” or “less” performed between channels.  For example, if you pack the merchandise under review in bulk for sales in one channel but not in another channel, you should indicate this difference between channels.  In addition, in this chart, indicate who performs the selling functions (the foreign parent, the U.S. affiliate, or both).  If more than one sales unit performed the selling functions, please indicate all such sales units involved, and describe and rate the extent to which each performs the selling functions.  For purposes of this chart, when preparing the column(s) for CEP sales, use different columns for the sale to the U.S. affiliate and for the sale to the unaffiliated customer.

A sample chart is included at the end of this section.  The items included in this sample chart are for illustrative purposes only, and are not intended to be exhaustive.  Your chart should include all the selling functions performed by your company and its U.S. affiliates for all your channels of trade, regardless of whether those functions are included in the sample chart. 

d.
For each category of customer (see part 3.b. above) to which you sold in each channel of distribution (see part 3.a. above) (i.e., for each combination of distribution channel and customer category), provide the information requested below.

1.
From the list of selling activities and services you created in response to part 3.c. above, identify those activities or services performed.  In the case of consignment sales, also describe any consignment arrangements and the activities of the consignee.

2.
Indicate where and by whom each selling activity was performed on your reported sales.

3.
Describe the degree to which each selling activity was performed on your reported sales.

4.
If you had CEP sales, explain how each U.S. selling activity supported specific steps in your U.S. distribution system.

For constructed export price sales to the United States, if any, provide the information requested above for both your transactions with your affiliated importer and your U.S. affiliate’s resales to unaffiliated U.S. customers.

e.
Explain whether the prices you charge for the subject merchandise in the U.S. market and the foreign like product in the foreign market vary depending on the channel of distribution through which you sell and/or the customer category to whom you sell.  If so, please explain how prices vary and why.

f.
If you have made CEP sales to the United States and you claim that a CEP offset should be made in calculating normal value, the Department’s regulations require the Department to examine price differences between levels of trade for sales in the foreign market of broader or different product lines.  Under the antidumping regulations, the Department may grant a CEP offset only if it is unable to calculate a level of trade adjustment using such information (and if other requirements are met).  Therefore, if you are claiming that a CEP offset should be made, then you must provide the information requested in 3.a through 3.d, above, with respect to other products your company sold in the foreign market, including any merchandise that is not a foreign like product.  If you made sales of any merchandise at a level of trade similar to the level of trade of your CEP sales
, provide average price information for the products sold at that level of trade and either of the levels of trade at which the foreign like product was also sold.  You may provide your response to this question with your response to section B of this questionnaire.

4.
Sales Process
The date of sale for your sales to the United States and the foreign market is important to the Department's analysis.  It will determine which sales are reported in response to sections B and C of this questionnaire and the exchange rate used to convert normal value into U.S. dollars.  Note, however, that the Department's criteria for determining date of sale may differ from those that you apply in the normal course of business.  A description of the Department's criteria is included in the Glossary of Terms at Appendix I; please use these criteria in preparing your response to this questionnaire.  If you have difficulty deciding which date to use as the date of sale, please contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter).
.

a.
Describe the sales process for each method or channel of distribution described in response to question 3 above.  Include a description of each step in the sales process.

b.
Explain how you determined the ultimate customer or market for the products sold through resellers.  For these sales, explain whether you restrict the reseller's volume or geographic area for distribution.  In addition, explain whether you provide customer lists to or make joint sales calls with the reseller, or provide post-sales support or purchase incentives to the reseller's customers.  Provide written sales contracts or sales terms with these resellers.   In addition, indicate whether different packing is required for products sold for export or domestic consumption or whether documentation is required with respect to exported merchandise.  Finally, explain whether you classify these sales as export or home market sales in your business records, and describe the criteria you use to classify sales.

c.
Describe your agreement(s) for sales in the United States and the foreign market (e.g., long-term purchase contract, short-term purchase contract, purchase order, order confirmation).  Provide a copy of each type of agreement and all sales-related documentation generated in the sales process (including the purchase order, internal and external order confirmation, invoice, and shipping and export documentation) for a sample sale in the foreign market and U.S. market during the POR.

d.
Describe the types of changes that occur after the initial agreement that affect the terms of the sale other than delivery dates.

e.
Provide the approximate percentage of sales of the merchandise under review in the United States market and the foreign market made pursuant to each type of agreement listed in response to question 4.c. above.

f.
Provide copies of all price lists used in sales of the merchandise under review to the United States and to the foreign market and identify the types of sales to which these price lists pertain.  Include any discount or rebate schedules used with each price list.

g.
Describe your invoicing practice(s) for each channel of distribution described in response to question 3 above.  Explain when invoices are issued in relation to when the merchandise is shipped.  Also explain any circumstances under which you deviate from the usual practice and describe how often this occurs.

5.
Sales to Affiliated Persons ("Affiliates") in the Foreign Market
An affiliated customer is considered to have resold the foreign like product if the product sold by the affiliate is within the definition of the merchandise in Appendix III.  This is the case whether the affiliate resold the product in the same condition as it was purchased or whether the affiliate processed the product before resale.  The affiliated customer is considered to have "consumed" the foreign like product if the affiliate uses it in the production of merchandise which does not fall within the description of the merchandise provided in Appendix III.


a.
Provide a list of affiliates that purchased and resold the foreign like product in the foreign market.  Also, please state the approximate percentage of your sales of the foreign like product in the foreign market which were made by these affiliates.

b.
Describe the services provided by each of the affiliated resellers.  For example, explain whether the reseller acts as a sales agent ordering and reselling in the same lot sizes without taking physical possession of the merchandise or whether the reseller warehouses the merchandise and resells it in different lot sizes or in a further processed form of the foreign like product.  In addition, explain whether the reseller provides warranties and technical or customer service, registration services, or arranges for transportation to the unaffiliated customer.

c.
Provide a list of affiliates that purchased the foreign like product for consumption in the foreign market or elsewhere.  Explain your policy for establishing prices to such affiliates.  Indicate the approximate percentage of sales of the foreign like product that were made to these affiliates.

6.
Accounting/Financial Practices
A detailed understanding of your accounting and financial practices will help to ensure an accurate verification, and is necessary for the Department to analyze your reporting and allocation of expenses.

a.
Describe your company's accounting and financial reporting practices, including your normal corporate accounting period.

b.
Please provide the following financial documents for the two most recently completed fiscal years plus all subsequent monthly or quarterly statements:  (1) chart of accounts;  (2) audited, consolidated and unconsolidated financial statements (including any footnotes and auditor's opinion);  (3) internal financial statements or profit and loss reports of any kind that are prepared and maintained in the normal course of business for the merchandise under review or, in the absence of such reports, for the product line that corresponds most closely to the definition of the merchandise under review, including those for the next largest and smallest categories of merchandise and for the next largest and smallest internal business unit producing or selling the merchandise under review;  (4) financial statements or other relevant documents (i.e., profit and loss reports) of all affiliates involved in the production or sale of the subject merchandise in the foreign market and the U.S. market, of all affiliated suppliers to these affiliates, and of the parent(s) of these affiliates;  (5) any financial statement or other financial report filed with the local or national government of the country in which your company is located.

c.
If in any month during the period of review the annual inflation rate in the foreign market was in excess of 25 percent please contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter).  We may request that you respond to a modified questionnaire.  (These instructions are provided to alert the Department to high inflation rates that might require adjustments to costs.)

7.
Merchandise
The questions that follow relate to the merchandise under review sold in the United States and the foreign market.

a.
Provide a description of the types of merchandise under review produced or sold by your company.  Include an explanation of the differences and similarities of the merchandise under review sold in the foreign market and that exported to the United States.

b.
Provide a key to your product codes assigned to the merchandise in the normal course of business, including an explanation of the full range of prefixes, suffixes, or other notations that identify special features.  Explain whether identical products are listed under different product codes in the United States and the foreign market.  If so, provide a list showing how identical products are identified by product codes for each market.

c.
Describe the parts, materials, specifications, applications, standards, and production processes employed in the production of the merchandise sold in the foreign market and sold in the United States.  Include copies of the industry specifications or standards for each market.  Explain other factors that differentiate the products under review sold by your company.

d.
Provide all catalogs and brochures issued by or on behalf of your firm and affiliates that include the merchandise under review sold by your firm in the United States and in the foreign market.  If translating the foreign market catalogs and brochures is burdensome, contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter).  If this information is voluminous, please provide a table of contents for each catalog or brochure.  The table of contents should be translated into English if it is in another language. 

Additionally, if your firm has a website, identify the URL address and provide a copy of the site index.  If the site index is in a language other than English, provide a translation.

e.
If your merchandise is sold in the foreign market in different quantity units than in the United States, describe any conversion factors necessary to put the sales on the same basis.

f.
State whether you had any transactions involving merchandise samples in either your foreign market of the U.S. market.  Describe the terms and circumstances of any such transactions.

8.
Further Manufacture or Assembly in the United States
This section of the questionnaire concerns subject merchandise exported to the United States and changed in value or physical condition (“further manufacture”) prior to delivery to the first unaffiliated customer in the United States.

Provide the following information with respect to merchandise that is further manufactured or assembled in the United States by an affiliate or contractor.

a.
Provide a list and description of the products sold to unaffiliated customers during the POR that were produced from or incorporate subject merchandise.  For each such product sold, identify the particular subject merchandise used to produce that final product.

b.
Provide the weighted-average net price for the period of review charged to the affiliated importer for each product included in the review that has been further manufactured and the weighted-average net price for the period of review charged the unaffiliated U.S. customers for each further manufactured final product.  For each further manufactured product sold during the POR, list the product code and name of the subject merchandise included in that product, the net unit transfer price charged the affiliated importer, the amount of the subject merchandise consumed in the production of the further manufactured product, and the total value of the consumed subject merchandise (unit transfer price multiplied by the number of units consumed in production).

9.
Exports Through Intermediate Countries
If you are aware that any of the merchandise you sold to third countries was ultimately shipped  to the United States, please contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter).
10.
Sales of Merchandise Under Review Supplied by an Unaffiliated Producer.
Please respond to this section of the questionnaire if neither your company nor an affiliate produced the merchandise under review that you sold either in the foreign market or to the United States.

a.
Provide the names, addresses and facsimile numbers of those companies that supplied you with the merchandise under review that your company or an affiliate sold to the United States or to the foreign market.

b.
State whether the supplier of the merchandise under review knew or had reason to know the ultimate destination of any merchandise purchased by your company at the time of sale.  For example, did you request that the supplier ship the merchandise directly to the United States; was the destination apparent from the product codes or other markings; were there product characteristics or features typical of the United States market?  Was there an explicit or implicit understanding giving permission to or responsibility for exporting to the United States, or restricting, discouraging, or prohibiting sales in the home market, the foreign market or elsewhere?  Does the supplier have the right to review your sales records?  Does the supplier provide after-sales service in the U.S., participate in U.S. sales calls or activities, provide sales incentives to your customers?
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�	Throughout this questionnaire, whenever we refer to the "products under review" or "merchandise under review," we are referring generally to all products within the scope of the review that your company sold during the period of review in any market.  When we use the term subject merchandise, we are referring to products sold to the United States.  When we use the term foreign like product, we are referring to products sold in your home market or exported to a country other than the United States.  We have provided a description of the merchandise under review in Appendix III.  


�	If the Department has requested that you file your response to section A before your responses to sections B and C, in responding to this question, you may use the date of sale you use in your accounting system to determine the quantity and value sold during the period of review.  However, the viability of your home and third county markets will ultimately be based on the date of sale used in your responses to sections B and C of this questionnaire.  Accordingly, if you use the date of sale you employ in your accounting system to prepare section A, but expect to use a different date of sale in the preparation of sections B and C, and your section A response for home market sales is close to the threshold of five percent of U.S. sales, contact the official in charge by no later than fourteen calendar days after the issuance of this questionnaire (the issuance date of this questionnaire appears on the first page of the cover letter).


�  Reported affiliations, selling expenses shared by, or distributed to, business associates, and/or the existence of commissions reported in questionnaire sections B and C may be used to further analyze the potential existence of affiliations between the respondent, its customers, and other relevant entities.


�  Please refer to the Glossary of Terms at Appendix I for a more exact definition.


�	The level of trade for CEP sales is determined net of selling activities or services associated with economic activities performed in the United States in selling the subject merchandise to unaffiliated customers.  In general, this means that the relevant level is the level of trade of your transactions with your affiliated U.S. reseller.  Please refer to constructed export price and level of trade in the Glossary of Terms.


�	This question is designed to provide the Department with the information necessary to determine whether the value-added in the United States exceeds substantially the value of the subject merchandise that has been processed.  You may provide this information in any format that supplies the appropriate information.
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