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Our commitment  
It is Softline policy to comply with all legislation affecting us in every market in which we operate, 
and this means that we must comply with all applicable antitrust and competition laws.  
 
This document sets out our Competition and Antitrust Global Policy of Softline which should be 
followed in all markets.  
 

Scope of this policy  
The Softline Competition & Antitrust Global Policy applies to all Softline employees, employees 
of jointly-owned subsidiaries and any third party, agent or consultant acting on Softline’s behalf 
or as Softline’s representative.  
 

Context  
Competition or antitrust laws which regulate dealings with competitors, customers, distributors 
and other third parties are different around the world. Depending on where you work, the laws 
that apply to you may vary.  
 
The penalties for breaching competition and antitrust laws can be severe with large fines and 
potentially prison sentences for those individuals convicted of anti-competitive behavior.  
 



This Policy is designed to assist you in complying with antitrust and competition law by identifying 
the main principles and problem areas and setting out the boundaries.  

 

Core principles; Contact with competitors  
Price fixing/market sharing  
We must never agree with competitors to set prices or allocate geographic or product markets 
or customers. This applies even if: there is no formal or written agreement; or even if the 
agreement has never been implemented.  
 
Information Exchange  
Exchange of commercially sensitive information between competitors is not permitted. Contact 
with competitors even on an informal/social level could pose a risk. There is no such thing as an 
‘off the record’ conversation.  
 
If competitors attempt to have improper conversations with you, do not participate: tell them 
that company policy forbids such discussions, and inform the Legal team as soon as possible at 
the email address legal@softline.ru. 

Prohibited activities with competitors  

 Agreements, understandings or co-operation on pricing or other terms.  

 Agreements to boycott or refuse to deal with customers or suppliers.  

 Agreements to allocate markets or customers.  

 Agreements to limit production.  

 Exchange of commercially sensitive information  
 
Subjects you should NOT discuss with competitors  
The following types of information are commercially sensitive and should not be discussed with 
competitors under any circumstances. 

Pricing  
Actual prices (past, present and proposed, whether or not published); pricing policy, margins, 
price levels, price differentials, price changes and all other aspects of pricing. 

Terms & conditions of trading 
Discounts and rebates, discount policy, delivery terms, credit terms and any other aspect of 
individual trading policy. 

Sales & strategy 
Sales by volume or value of individual companies, market shares, marketing plans, advertising 
budgets or strategy, new product launches or withdrawal. 

Trade associations  
Never discuss commercially sensitive information at a trade association. You CAN discuss  

 General issues affecting the industry (e.g. general tax issues; health, safety or 
environmental issues; government policy).  

 Publicly available data (e.g. current retail price data) or aggregated data in order to 
assess the state of the industry and anonymized or aggregated data which does not 
reveal the position of individual company  
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Decisions made by trade associations and recommendations to their members can also breach 
antitrust and competition law. Trade associations should never be used as a forum to agree on 
a common approach to a customer or devise an ‘industry solution’ to a commercial issue such 
as pricing, discounts or promotions. 

Essential safeguards for trade associations  

 Written constitution setting out purpose of trade association.  

 Agenda circulated in advance for each meeting.  

 Minutes recording the detail of each meeting.  
 
If any of the prohibited subjects/activities are raised at a meeting, we should state that we 
must leave if the discussions continue – if we are forced to leave any meeting, we should tell 
the Legal team as soon as possible (at the email address legal@softline.ru). 

Contact with customers  
 Never discuss the terms of one customer with another.  

 Never share information about one customer’s future resale pricing or promotional 
activities with another.  

 Never agree with one customer that you will try to encourage another customer to 
increase or decrease its resale price.  

 Do not solicit or accept from customers, suppliers or former employees of competitors, 
information about competitors that should be kept confidential.  

 Never use customers to pass commercially sensitive information to competitors.  

 

Communication  
Competition and antitrust law looks at the intention and effect of agreements and practices. If 
the intent of an agreement is to breach the law, it doesn’t matter what language you use, it will 
still be a breach. However, communications are an important part of our efforts to maintain an 
environment that does not support anti-competitive activity. We should also remember that all 
forms of communication may be the subject of a competition investigation including deleted 
emails and even voicemails.  
 
Certain words and phrases have a specific meaning in competition law and should be avoided:  

 Do not use the word ‘dominant’ or the phrase ‘dominant position’ as this has a technical 
legal meaning. Any company that is in a dominant position for any of its products is 
subject to additional obligations and restrictions.  

 Avoid using the word ‘market’ to describe segments which we would argue do not 
represent separate economic markets – e.g. stout or cream liqueur segments.  

 Keep it factual: avoid opinion, exaggeration and inaccuracies.  

 Avoid giving the impression that our position in our markets cannot be contested e.g. ‘our 
market position is unassailable’.  

 Do not describe anything the company is doing as being ‘unlawful’ or ‘not compliant’.  

 Do not use exclusionary language e.g. ‘drive them out’ or ‘block new entry’.  
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Competition and antitrust laws are different around the world.  
 
The following restrictions apply only if the conduct is prohibited by the law in your market:  

 In many countries, it is illegal to agree resale prices, fix a minimum price or incentivise 
customers to follow pricing recommendations.  

 Certain countries prohibit or limit a market-leading supplier from imposing conditions of 
sale that can exclude competitor products  

 Certain countries prohibit a supplier from limiting a customer’s scope of resale  

 Category management and ease of shop activities involve suppliers making 
recommendations to customers (for example on range and layout). Local competition 
and antitrust laws apply to category management and ease of shop activities.  

 
Always follow any market guidelines and if in doubt, speak to your regional lawyer to ensure 
that you understand what practices are acceptable in your market.  

 

How does this policy apply Softline employees 
 We should familiarise ourselves with the competition laws that apply specifically to our 

markets.  

 We should never come to an understanding, directly or indirectly, with competitors to 
fix prices or other terms of sale, set production levels, divide up territories, customers or 
markets, boycott or embargo sales to any customer.  

 We should never discuss with competitors details of pricing, costs, profits, margins, 
trading terms, marketing and distribution plans or new product launches.  

 We should leave meetings or end conversations that raise the above subjects, and 
inform the Legal team (at the email address legal@softline.ru).  

 We should immediately contact the Legal team  (at the email address legal@softline.ru) 
if we receive any communications about competition law matters, either from an official 
body such as the US Department of Justice, European Commission or from anyone else.  

 

Responsibility  
We are all individually responsible for making sure that we comply with this Policy and all laws, 
regulations and industry standards.  
 
If you manage people, you are expected to ensure that the individuals who report to you receive 
the guidance, resources and training they need to enable them to do their jobs in compliance 
with this Policy. 

Monitoring  
To avoid breaches of competition and antitrust laws, follow this Policy and do not be afraid to 
ask questions –if you have any doubts or questions at all, contact your Legal team (at the email 

address legal@softline.ru).  
 
Breaches of this Policy will be dealt in accordance with Softline local disciplinary policies, as 
permitted by law. 
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Contacts and further information  
For further information and support related to this policy, please contact your regional lawyer or 
the Legal team (at the email address legal@softline.ru). 

Chairman of the 
Board of Directors of Softline 
I.P. Borovikov 
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