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1. Punto de partida

(i) Horizontal vs. Vertical agreements
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1. Punto de partida

(ii) Normal goods vs. Luxury brands
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1. Punto de partida

(ii) Normal goods vs. Luxury brands or others!

• STJUE de 6.12.17, As. C-230/16 Coty Germany GmbH v. 
Akzente GmbH

• STJUE de 13.10.11 , As. C-439/09 Pierre Fabre Dermo-

•

558/2003, de 20.10.03, Perfumes Clarins c. SABECO

• ° 18-D-23 du 24.10.18, 
Stihl

• Decision of Federal Court of Justice, KVZ 41/17, de 12.12.17, 
confirms Bundeskartellamt's decision on ASICS

• CNMC incoa Expte (22.11.18) Asunto S/DC/0631/18, ADIDAS
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1. Punto de partida

(iii) Off-line vs. On-line distribution channels
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1. Punto de partida

(iii) Off-line vs. On-line distribution channels
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2. Algunos acontecimientos recientes
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2. Algunos acontecimientos recientes: el caso COTY
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2. Algunos acontecimientos recientes: el caso COTY
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2. Algunos acontecimientos recientes: el caso GUESS
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on-line

1.

2.

3.
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on-line

• Control por la marca/fabricante de la red de 

•

•

por objeto!

• No se admiten justificaciones

• En definitiva: no limitar la posibilidades de 
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on-line

• Online sales ban

• Unjustified absolute territorial partitioning

• Cross-selling within the distribution network

• Resale Price maintenance

• Online advertising restriction
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5. Conclusiones

1.
para aplicarse a los mercados on-line

2.

3.

4. inexistente-

5. Un over-enforcement on
de las posiciones de dominio de los marketplaces!
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