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21st October 2020, 14:00 – 16:00 
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CVWG-A-20-10 

AGENDA 
 

Time No. Item Lead Purpose  Paper No. 

 1. Kick-off: 

14:00 1.1 Welcome & Intro’s Chair For information CVWG-A-20-10 

14:05 1.2 Competition Law Chair For agreement CVWG-A-20-10 

 2. LowCVP updates: 

14:10 2.1 LEFT reporting & dissemination Brian Robinson For information CVWG-P-20-08* 

14:20 2.2 ULET framework Brian Robinson For information CVWG-P-20-08* 

14:25 2.3 ICE phase out consultation James McGeachie For discussion CVWG-P-20-08* 

14:40 2.4 High-Blend Biofuels for HGVs Brian Robinson For information CVWG-P-20-08* 

14:55  Refreshments/comfort break    

15:10 2.5 Van guide update/WLTP project James McGeachie For discussion CVWG-P-20-08* 

 3. External presentations: 

15:30 3.1 Knowledge Transfer Network Steffan Eldred For information CVWG-P-20-09* 

 4. Other items: 

15:45 4.1 Member announcements  For information  

15:50 4.2 CVWG Formalities Brian Robinson For information CVWG-P-20-08* 

16:00  Close 

 
* For presentation on the day 

 
  



Low Carbon Vehicle Partnership 
Competition Law Compliance 

DOs and DON’Ts 
 

Commercial decisions must be taken independently by individual companies. 
All participants must be aware that exchange of commercially sensitive information or 

intimation of intended commercial decisions, directly or indirectly, can result in 
competition law infringement. 

 
Member conduct at meetings and teleconferences 
 
There must be no communication of the following information: 

1. Individual company or industry prices, including differentials, discounts, rebates, 
allowances, price levels or changes, mark-ups, terms of sale and credit terms. 

2. Company plans as regards development, design, production, distribution or marketing of 
products/services, divestments, closures or expansion. 

3. Rates for production or transportation of products. 
4. Bids for contracts or procedures for responding to bid invitations. 
5. Matters relating to individual suppliers and customers/potential customers, progress on 

negotiations or content of negotiations. 
 
If at any point during a meeting discussion appears to be breaching policy guidelines, the 
Chair or a participant should immediately raise their concern and close the discussion. 
 


