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Antitrust Code of Conduct of the Aumann Group  

 

 

Our success is based on trust, reliability and acceptance of responsibility: among ourselves, 
towards business partners and investors - worldwide.  

We convey all of this through legally compliant corporate behavior.  

Our aim is to convince business partners with the quality of our products and services and to 
win orders in fair competition. 

 

Violations of antitrust prohibitions can have serious consequences that can harm both the 
company and the individuals involved. 

The best prevention is for all employees to be aware of the basic requirements of antitrust law 
and to observe them in their day-to-day work. 

 

In accordance with the provisions of German and EU antitrust law  

I. are agreements restricting competition or concerted actions between companies are 
generally not permitted (“prohibition of agreements restricting competition”),  

 
II. the prohibition of boycotts must be observed,  
 
III. dominant companies may not pursue any unilateral abusive or obstructive strategies 

towards suppliers, customers or competitors, and  
 
IV. in the case of proposed mergers, the obligation to notify the antitrust authorities 

must be observed (merger control). 
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I. Prohibition of agreements restricting competition 

The ban on restrictive agreements prohibits agreements between companies and concerted practices 
which have as their object or effect the prevention, restriction or distortion of competition. 

The term “agreement” is to be interpreted broadly. It also includes informal or implied agreements. The 
term “concerted practices” covers any form of unspoken but deliberate coordination of competitive be-
havior (e.g. with regard to prices, quantities / quotas, territories or quality). 

Antitrust law places the strictest requirements on a company's dealings with its competitors, whereby a 
distinction must be made between “hardcore” cartels, which are generally strictly prohibited, and other 
agreements between competitors. 

Prohibited hardcore cartels between competitors include, in particular, price fixing and all agreements 
on directly price-relevant conditions, agreements to stabilize the price level or to favor individual com-
panies in tenders, agreements on maximum / minimum prices, on price components, cost calculation 
schemes, the scope of discounts or on the timing of price changes.  

Agreements on factors not directly related to price may already be covered, e.g.  

• The scope of warranties and guarantees,  

• Payment terms granted and 

• Market sharing through the allocation of certain territories or customers,  

• Agreements on quantities / quotas by setting certain (sales) quotas or production capacities,  

• Exchange / transmission of strategic information, particularly sensitive: prices (including dis-
counts), costs, conditions, production / sales volumes, market shares, suppliers / customers, own 
future market behavior (market entries / market exits, investments, research / development pro-
grams) 

Particular caution is therefore required at meetings where two or more competitors are present (e.g. 
association meetings, customer events, trade fairs). If unlawful agreements are made or information is 
exchanged at such a meeting, there is a risk for every attendee, even passive participants, that they will 
be charged with violating the ban on cartels. To avoid this, you as a participant must protest immediately, 
record your protest and, if the violation continues, leave the meeting. You must then inform the respon-
sible Compliance Officer of the incident. It is not sufficient for you to remain silent and listen to the 
conversation without actively participating. 

In addition to hardcore cartels, other cooperation / agreements between competitors may also be inad-
missible in individual cases. This concerns, for example  

• Research and development, 

• License agreements,  

• Production,  

• Purchasing,  

• Distribution,  

• Definition of norms and standards. 

Agreements / negotiations with current or potential competitors may only take place after prior involve-
ment of the responsible Compliance Officer. This applies regardless of whether you suspect  / doubt that 
a restriction of competition is to be agreed. 

 

On requirements when dealing with customers or suppliers:  

In contracts with customers or suppliers, the following agreements in particular can be critical under 
antitrust law:  

• Price maintenance where the supplying contractual partner prescribes the resale prices for the 
contractual products to its customer or exerts pressure with regard to certain resale prices or 
provides incentives to do so (this is a particularly critical form of conduct that could potentially 
result in fines),  

• Prohibitions on resale, whereby the supplying contractual partner prohibits its customer from 
reselling the contractual products in whole or in certain respects (in particular to certain countries 
or to certain customer groups) (this is a particularly crit ical and potentially finable practice),  

• Most-favored-nation clauses, in which a customer contractually obliges its supplier to always 
grant it the favorable conditions that it also grants to other customers,  
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• So-called English clauses, according to which the customer is obliged to notify a more favorable 
offer and only accept it if the binding supplier does not accept the more favorable offer of the 
third party,  

• Exclusive provisions, such as non-competition clauses (i.e. the customer may only purchase all or 
most (>80%) of its annual requirements for the contractual products from the supplying contrac-
tual partner), or exclusive supply obligations (i.e. the supplying contractual partner may only sup-
ply one customer); this also includes “de facto” exclusive provisions, such as the obligation of the 
customer to purchase certain quantities, or discount systems, provided they have the same effect 
as an obligation, 

• Provisions in license agreements or R&D agreements, because they are usually accompanied by 
exclusive provisions or restrictions on rights. 
 

All of the above agreements may only be entered into with the prior involvement of the responsible 
Compliance Officer!  

Variants of such behavior may also be covered.  

Antitrust law places further requirements on the organization of a distribution structure. These are not 
described here; legal advice should be sought for each individual case.  

Distribution agreements with distributors, commercial agents or other “sales consultants” may only be 
entered into with the prior involvement of the responsible Compliance Officer. 

 

II. Boycott ban 

The boycott prohibition prohibits a company from requesting another company not to purchase from a 
third company or not to supply a third company in order to unfairly affect this third company.  

Example: If a specialist dealer association requests a manufacturer to stop supplying non-specialist deal-
ers in future (supply ban) or requests its members to stop purchasing from a particular manufacturer 
(purchase ban), this constitutes a boycott.  

Such practices should only be carried out with the prior involvement of the responsible Compliance 
Officer; in case of doubt, they should be avoided. 

  

III. The prohibition of abuse of a dominant market position 

Dominant companies are prohibited from exploiting the other side of the market (customers / suppliers) 
and from hindering competitors (including indirectly, for example by retaining customers for long periods 
of time). Prohibited behavior includes in particular 

• Exclusivity agreements, such as the following:  
▪ A buyer is to be induced to purchase all or most of its requirements for the contract 

products from the dominant supplier 
▪ A supplier should be induced to supply exclusively to a dominant company  

• Discount systems with which the dominant supplier binds its customers to it through price incen-
tives  

For clarification with regard to discount systems:  

In particular, the following are prohibited  

• Loyalty discounts, where the buyer is expected to purchase all or most of their purchases from 
one supplier,  

• Annual target discounts: the customer receives an additional discount when a certain sales vol-
ume is reached (e.g. over the course of the year),  

• Graduated discounts with retroactive effect: When a sales threshold is reached, the higher dis-
count is granted on all quantities purchased and not just on the quantity that exceeds the thresh-
old,  

• Incremental discounts: If the previous year's volume is exceeded, the customer receives an addi-
tional discount 
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However, the following are generally permissible:  

• Volume discounts that are linked exclusively to the volume of a single order (i.e. without a refer-
ence period) and merely pass on cost savings made by the dominant company,  

• Functional discounts that compensate the customer for economic services and merely pass on 
cost savings made by the dominant company 
 

The prohibited behaviors also include:  

• Refusals to supply where the dominant supplier does not supply individual customers even 
though they actually belong to the type of companies that are normally supplied,  

• Discrimination in which the dominant supplier demands different prices or conditions from simi-
lar customers under similar conditions (in particular for similar customers in similar markets),  

• Tying / bundling, where the dominant supplier sells the products for which it is dominant only in 
a package with other products, although it could just as easily sell both products separately (e.g. 
spare parts or consumables),  

• Dumping prices, where the dominant supplier sells below cost / manufacturing price in order to 
squeeze out competitors, 

• Exploitation of the opposite side of the market, whereby dominant suppliers charge excessively 
high prices simply because customers have no alternative options  
 

You should not decide on your own whether and in which markets the Aumann Group holds a dominant 
position.  

Therefore, you should not take any of the above measures without first consulting the responsible 
Compliance Officer.  

Furthermore: Take complaints seriously! If competitors, customers and / or suppliers complain to you 
about antitrust incidents, report this immediately to the responsible Compliance Officer. This also ap-
plies if you consider the complaints to be unfounded.  

 

IV. Merger control 

A merger exists in particular when control, shares or other influence over a company is acquired. How-
ever, it can also include the acquisition of assets, whereby the acquirer moves into the market position 
of the seller (e.g. the acquisition of patents).  

In principle, mergers are accompanied by the management and are not part of the operating business.  

All employees of the Aumann Group are responsible for the legality of their actions. In cases of doubt, 
the direct managers must be approached. The Compliance Officers of the companies are also available 
if there is a need for clarification regarding the understanding of guidelines and rules. This also applies 
to cases of doubt and information, as well as to our business partners, from whom we also expect law-
abiding behavior as a matter of course. 
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