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President’s Message

Entrepreneurship. Start-ups. Small 
businesses. These are words that 

are used to describe the foundations of 
economic growth and creation of added 
value in our cities and regions.

Entrepreneurs and small businesses are 
considered one of the major sources 
of innovation in product, process and 
technology. With its spirit, its logistical 

infrastructure, and favourable geographical positioning, Hong Kong 
is the perfect place to start out on one’s own. Looking around, 
there are likely to be a variety of examples of entrepreneurship 
in action. These could include a neighborhood restaurant, a local 
manufacturing company, and a small technology firm. On the surface, 
these companies look incredibly different. However, despite different 
sizes, growth aspirations, industries, and outputs, entrepreneurs and 
businesses move through stages of development that reflect a high 
level of uniformity of management, technical, financial and other 
challenges.

For some, hard work, leadership, innovation, and drive may not be 
enough. What is missing for many entrepreneurs and small business 
developers are guidance and an environment that encourages 
continuous growth. Through first hand experiences, we at the 
Chamber recognize that these businesses must be fuelled from the 
bottom up through development of vibrant local communities, led by 
entrepreneurs and small business owners, as the basis of a strong local 
support network. Our Entrepreneur and Small Business Committee, 
co-chaired by Anthony and Madeleine Behan, is here to provide 
the much needed support and forum for experience sharing and 
discussion.

It is our hope that the strategies and lessons learned, presented in 
this issue, will better support entrepreneurs and small businesses. 
We will hear from some of the brightest entrepreneurs and small 
businesses owners about how they achieved success, where they 
found the courage to take those first steps, what obstacles they have 
encountered, and what advice they have for others.

Join us to celebrate our Entrepreneur and Small Business Committee 
and the stories and experiences from our members and friends. 

Robert Cook
President of The Canadian Chamber of Commerce in Hong Kong
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Flexibility in Cost of Production

Fortunately, the technology today gives businesses flexibility in deciding 
the cost of their video production. Free software such as iMovie and 
Windows provide basic video editing tools that allow users with no video 
production skills to do simple editing. In another situation, businesses 
with content that requires professional editing and equipment can hire 
professional production teams. For the Chamber, the content that we 
wish to present did not need fancy editing and external resources. With 
more than 120 events a year and 1200 members, all we needed was to 
present our membership experience in its most original form. The only 
investment that was made was the purchase of a video camera, which 
was used to record Chamber events, membership testimonials and 
meetings to share entrepreneurial experiences.

Strengthening Online Presence

After the videos are ready for showcasing, there are various video-sharing 
sites which provide free distribution services such as YouTube and Vimeo. 
In addition to video-sharing sites, Facebook, Twitter and LinkedIn are also 
effective distribution channels for the videos. With over 1 billion social 
media users in year 2012, video sharing is a trend that businesses cannot 
neglect. Social media sites not only increase the “viral” factor of videos, 
the videos themselves also drive more traffic towards company websites. 
It is usually more attractive to spend 3-5 minutes watching a video than 
reading over a 300-word article.

In the year 2012, there were over 644 million active websites and 60 hours of YouTube videos 

uploaded every minute. Looking at the massive content that is distributed online, businesses today 

need to use powerful visual materials in order to strengthen their online presence. Thus began 

the Canadian Chamber of Commerce in Hong Kong’s video promotions project. Using videos as a 

communication platform, the project aims to engage the audience with greater visual experiences to 

trigger more personal connections and inspirations. 

Engaging Contents

Yet video promotion is not a 
magical trick that can boost 
a company’s brand image 
overnight. The quality of the 
video content should be able to 
engage its target audience. Like 
different sections of a website, 
our videos engage the audience in different ways. By sharing our seminar 
footages with the public, we are able to bring our membership benefits 
to life. The videos provide our audience with an “in-class” experience of 
attending the Chamber’s seminars. On the other hand, our entrepreneur 
experience sharing video can provide inspiration for small and medium 
business owners. Lastly, our membership testimonial video adds a 
personal touch to membership benefits by having our members share 
with the public how they have personally benefited from the Chamber.

The benefits discussed only cover a small area of video promotion, 
while there are thousands of creative ways to promote your business 
using videos. For the Chamber, video sharing trends are a powerful 
communication tool that could increase our online presence. By utilising 
the advantage of low cost video production and social media channels, 
the Chamber is excited to introduce our membership benefits in many 
different and engaging ways. 
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Expertise on SMEs444

EXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCEXCCEXCEXCEXEXCEXCEXCEXEXCEXCXEXCEXCEXCEXEXXXCCEXXCEXCEXEXCEXCXEXCEXCEXCXCEXCEXCEEXCEXCEXEXCE CE CEXEXXCHANHANHANHANHAHANHANHANHANHANHANHANHANANHANHHANHANHANNANANHANHANHANHANHANHHANHANHANHANHANHANHANHHANANHAANAANAANAH NHAHANNANHH NHAHANHAANHANAANHHANHAANNNNNAAANNNANANAAANNNNNNNNANNNNNNNGEGGEGEGEGEGEGEGEGEGEGEGEGEGEGEEGEGGEGEGEGGEGEGEGEGEGEGEEGGGGEEGEGEGEGEGEGEGEGEGGEGEGEGGGEGGEGEGGEGEGEGEGEGEEEGEGGGEGGEGEGEGGEGGEGEGGGEGGEGEGEGGGEEEGGGEGEEEGEGEGGEGEGEGEGGGGEEGGEGGEGGGGEGEGEGG

EEExxxppeeerrrtttiiissseee oonn SSSSMMMMMMMMMEEEEsssss

Call +852 2110 8700 Email canada@cancham.org Visit www.cancham.org

Networking
The Chamber provides 
networking benefi ts to 
our members in the form 
of events, Committee 
structures and technologies 
to create the maximum 
possible interaction and 
communication in our 
community.

Exposure
CanChamHK hosts over 
120 events a year including 
monthly Happy Hours to 
members and non members 
to connect with each other. 
We also publish a magazine, 
annual directory and weekly 
newsletters.

Advocacy
We will be our members’ 
strongest voice to the 
Hong Kong and Canadian 
governments on public policy 
issues of member concern.

Backing Business 
Backing You
We are today the biggest 
Canadian business 
association outside Canada 
and one of the largest 
and most infl uential 
business groupings in Asia-
Pacifi c. We are dedicated 
to promote commerce 
between HK and Canada 
and among our members.

Join the
Canadian Chamber of
Commerce in Hong Kong

Be part of the dynamic 



Expertise on SMEs

The latest advice from experts on 

the ground in Hong Kong. How to 

go about starting up, expanding, 

and where to look for help.
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Expertise on SMEs

Companies often describe themselves SMEs; as in “We’re 
an SME”. This is obviously an impossible state of affairs. 

It’s like going into Marks and Spencer to buy a jacket and 
on being asked what size you are, you reply; “I’m small and 
medium sized”. Clearly you can’t be both- you are either small 
or medium sized. Many small companies simply hope by using 
the SME label, they will appear bigger in the market place! I 
know. I’ve done it myself!

Broadly speaking, the SME label is an umbrella description 
used by governments and organisations such as the World 
Bank, the United Nations, the World Trade Organisation, 
chambers of commerce and so on, to describe a wide sector 
of the business community.

However, over the last twenty years there has been a big 
shift away from large and medium enterprises towards the 
small and micro/SOHO (Small Office: Home Office) enterprises 
end of the market. The entrepreneurial boom started mainly 
due to three technological developments i.e. the personal 
computer, the mobile phone and the Internet. The garage 
became the ‘research and development unit’; the spare room, 
the ‘office’ and the kitchen, the ‘boardroom’. So micros/
SOHOS have become another rapidly growing segment under 
the SME umbrella.

Size Defi nitions of SMEs and Micros

So what are the size definitions for micro/SOHO, small and 
medium sized enterprises? Although there is as yet no official 
agreed international standard, there is a general move in 
that direction. Both the EU and the USA agree on the same 

Global Change in
 Company Size:
The Growth of Small

and Micro Companies
By Anthony and Madeleine Behan
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threshold level of less than 10 employees for micros /SOHOs. 
The big picture overall is:

1. Micro/Small Office: Home Office (SOHO): less than 10 
employees.

2. Small: Canada/EU: less than 50 employees
 USA: less than 100 employees:
 (Canada: less than 100 if producing 

goods)

3. Medium: Canada: 100 – 499 employees
 EU: 50 – 250 employees
 USA: 100 – 500 employees

Breakdown of SME Figures by Employees 
in the European Union, Canada and Hong 
Kong

1. European Union
In 2008 there were over 20 million enterprises in the 
European Union. 43,000 were large scale enterprises 
(LSEs). The rest (99.8%) of the enterprises in the EU 
were SMEs. Within the non-financial business economy 
enterprise population, almost 92% were micro 
enterprises employing less than 10 people.

Therefore, the typical firm in the EU can be 
described as a micro enterprise.

Small enterprises (<50 employees) represent 7%; Medium 
enterprises (50 – 250 employees) 1.1%.

Total SMEs = 99.8%, of which 92% are micro 
enterprises

Source: “European SMEs under Pressure”. Annual Report on EU 

Small and Medium Sized Enterprises 2009: European Commission

2. Canada
In Canada a similar pattern has emerged:

Micro (at the even smaller category of 1- 4 employees) 
54.6%; Small (5 – 99 employees) 43.4%; Medium (100 
– 499 employees) 1.7%; Large (500+ employees) 0.2%

Total SMEs = 99.7%, of which 54.6% are micro 
enterprises

One can only assume that if the micro category of 1-10 
employees, rather than 1- 4 employees, were used the 
figures would be closer to the EU’s

Source: “SMEs at a Glance”. Business Development Bank of 

Canada (August 2011)

3. Hong Kong
In Hong Kong the situation is not as clear. The 
Government Trade and Industry Department - Support 
and Consultation Centre for SMEs defines small and 
medium sized enterprises (SMEs) as: “Manufacturing 
enterprises with fewer than 100 employees and non-
manufacturing enterprises with fewer than 50 employees. 
In June 2011, there were about 300,000 SMEs in Hong 
Kong. They accounted for over 98% of the total business 
units and provided job opportunities to over 1.2 million 
persons, about 48% of total employment (excluding 
the Civil Service). Most of the SMEs were in the import/
export trade and wholesale industries, followed by the 
retail industry. They accounted for over 50% of the 
SMEs in Hong Kong and represented about half of SME 
employment”.

However, there seem to be no figures on what percentage 
of enterprises are small enterprises and what percentage 
are medium ones. Also the Hong Kong Government Trade 
and Industry Department - Support and Consultation Centre 
for SMEs does not define micro enterprises as a specific 
sector under the SME umbrella. It also does not keep separate 
statistics on micro enterprises with 1-10 employees as do the 
EU, Canada and the USA.

Generally speaking, with the loss of most manufacturing to 
the Pearl River Delta, it can be estimated that most SMEs 
in Hong Kong are now actually small enterprises i.e. less 
than 50 employees or micro enterprises with less than 10 
employees, when classified by EU and Canadian guidelines 
- which are becoming the international standard. The 
manufacturing/non manufacturing distinction no longer 
seems relevant, whereas the number and size of companies 
involved in “high tech” development does.

Therefore instead of stating that there are about 300,000 
SMEs in Hong Kong, it may more helpful to break down the 
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“umbrella description” into smaller units so that the data 
“tells a story”. Then, as a result, some action could be taken.

Further breakdowns could include:

1.  What percentage of companies are micro, small, medium 
or large?

2.  How do the figures now compare with ten years/five 
years ago?

3.  What do we expect them to be in five/ten years’ time?

Other questions to be addressed are what financial 
help, support and training needs to go into helping the 
development of the high tech micro companies, for example. 
Also we need to examine what are future trends based on 
technological change, in particular for the growth of online 
businesses, which normally require small numbers of staff.

Overall, micro and small enterprises play a central role 
in the Hong Kong economy. They are a major source of 
entrepreneurial skills, innovation and employment. However 
they are often confronted with problems in the workplace. 
They frequently have difficulty in obtaining capital or credit, 
particularly in the start up stage. Their limited resources 
reduce access to new technology and innovation. Therefore 
support for micro and small enterprises should continue to 
be one of Hong Kong’s priorities for economic growth, job 
creation and social cohesion.

In conclusion, to emphasise Hong Kong’s key place in the 
development of China and also as entry point into the huge 
Asia market, Hong Kong’s key theme for 2012 as promoted 
by the Trade Development Council (HKTDC), is “Think Asia, 
Think Hong Kong”. At the same time many Canadian SMEs 
are looking beyond their traditional markets in North America 
and looking for new opportunities in Asia, particularly in Hong 
Kong and mainland China (PRC). As Hong Kong has 300,000 
Canadian residents, excellent Canadian schools, the largest 
Canadian Chamber of Commerce in the world outside Canada 
and even ice hockey, this has got to be a good place to start!

Strong business links already exist between SMEs in Canada 
and Hong Kong. The World SME Expo organised each 
December by the Hong Kong Trade Development Council 
(HKTDC), has become a unique annual event for thousands 
of visiting SMEs to find business solutions to the challenges 
they encounter and to explore business opportunities. The 
Hong Kong Forum is also held during the same week 
each year. Hosted by the Hong Kong Trade Development 
Council (HKTDC), The Hong Kong Forum is the annual 
flagship event of the Federation of Hong Kong Business 
Associations Worldwide , a unique network of 33 Hong 
Kong Business Associations in 24 countries with more than 
10,000 individual business executives and professionals from 
around the world as member associates. Every year member 
associates of the Federation converge on Hong Kong from 
across the globe to attend the two-day Forum. A large 
delegation of around 60 members of The Hong Kong – 
Canada Business Association, representing all of Canada’s 
regions, usually attends. The forum gives federation members 
from around the world the latest insights and information on 
doing business in Hong Kong and the PRC.

In addition in January, 2012 the Investment Industry 
Association of Canada (IIAC), the Hong Kong Trade 
Development Council (HKTDC) and the Hong Kong Economic 
and Trade Office (HKETO) organised the Canadian Financial 
Mission to Hong Kong to give members of the Canadian 
financial industry an opportunity to learn about Asia’s rising 
influence in the global economy. This mission also had the 
opportunity to attend the annual Asian Financial Forum, 
co-organised by the Hong Kong Government and the HKTDC.

Finally, as Hong Kong is, and probably always has been a 
micro, small enterprise (MSE) economy, for the most part, 
rather than an SME economy, we ought to send the message 
that even the smallest of companies in Canada are welcome 
in Hong Kong. And in Hong Kong, we ought to collect more 
data on our micros/SOHOS to show how much Hong Kong 
loves and needs them as much as our small, medium and 
large enterprises! 

Anthony and Madeleine Behan, Co-Chairs
The Entrepreneur and Small Business Committee
The Canadian Chamber of Commerce in Hong Kong

©Copyright 2012 Anthony Behan

Editor’s notes: A version of this article appeared in the 
Energy Issue (Issue 8) of the EXCHANGE Magazine 2012. 
However, as the main theme of this issue of EXCHANGE is 
entrepreneurism and small business, the editor believes the 
readers will appreciate this article being published again.

©Copyright 2012 Anthony Behan

Editor’s notes: A version of this article appeared in the
Energy Issue (Issue 8) of the EXCHANGE Magazine 2012.
However, as the main theme of this issue of EXCHANGE is 
entrepreneurism and small business, the editor believes the
readers will appreciate this article being published again.
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SMEs in Hong Kong

According to the Hong Kong government statistics, 
companies with less than 50 employees are considered as 
“small” companies and companies with 50-99 employees 
are “medium” companies. There are in total 347,436 SMEs 
with less than 100 employees in Hong Kong in 2012. Among 
these companies, around 98.9% (343,606) are in the “small” 
category. These companies mainly belong to the retail and 
the import/export trade & wholesale sectors. How do those 
“small” companies monitor their growth in value?

Why SMEs Would Like to Know How 
Much Are They Worth?

There are many circumstances where SME owners would need 
to value the business or the assets they own. There are seven 
main reasons:

1. Capital Injection: Some SMEs might want to expand 
their business for various reasons. An essential step for 
business expansion is to receive capital injection from 
external investors, such as private equity funds, corporate 
partners or other resources. Before a business can secure 
a capital increase, an independent valuation of the shares 
of the company is important to make sure the deal is fair 
to all parties.

Jean-Baptiste Roy
Censere

Business Valuation –
 Business GPS

for SMEs

2. Employee Stock Option (ESO): Some companies might 
grant company’s stock to their employees as part of 
the remuneration to motivate the employees to help to 
boost the company in its early stage. Valuation is required 
to assess the company’s stock price as part of the ESO 
process.

3. Merger & Acquisition: M&A is a very common business 
activity for business consolidation and development. For 
instance, when a company wants to grow faster or have 
a different strategic positioning than its competitors, it 
might want to acquire other companies. Business valuation 
is required before the completion of the M&A deal. Always 
keep in mind that the buyer and seller could have quite 
different points of view and motives to do the deal.

4. Shareholding restructuring: Several shareholders own 
a private business and some want to sell their shares to 
the others. The collaboration with an independent valuer 
would solve part of the equation by establishing a starting 
point for the price of the shares.

5. Transmission preparation / Trust set-up: To facilitate 
the transmission of your business, it is often the case that 
owners of private businesses will transfer their business 
into special vehicles. To complete this process and to 
know how much value is transferred, the engagement of 
an independent valuer would be needed.



10

EXCHANGE

Expertise on SMEs

most commonly understood approach. However, it is difficult 
to apply for private businesses such as SMEs because they 
had to be distinct and it is often not possible to find perfect 
comparables and publicly available transaction data.

Here are some examples:

For an early stage start up, internet or information 

technology company without fixed assets, its value would be 

assessed using the Income approach whether the company 

generates revenue already or not yet.

For an established 10 year old manufacturing business, it can 

be valued by Income and Cost Approach. The Cost Approach 

could provide the lower range of value by providing the value 

of all the fixed assets owned by the company.

For the established HR recruitment firm, where the value 

is the client base and its loyalty, the Income Approach is 

appropriate to use for valuation

Conclusion: An Independent Advisor - 
Your Companion in Achieve Business 
Success

Every businessman wants to make a gainful investment with 
accurate forecasts of future return. This is the professional 
specialty of a business valuer. A successful business usually 
means a series of investment activities. Therefore, you 
should not regard a business valuer as a service provider 
who merely helps you to complete a one-off valuation task. 
Business valuers keep updating the ever-changing regulations, 
valuation methodologies as well as market information. A 
valuer not only provides technical support but also insightful 
market forecasting as a powerful strategic tool. A good long-
term investor-valuer relationship is an important factor to be 
successful. A driver might not need a GPS to find his way; 
however, a GPS can show a driver the most efficient way to 
get there. 

6. Strategic Planning: As business owner, you need tools 
to drive your business. Knowing how much it is worth 
today assists you to make the right decisions about future 
alternative. Also performing this exercise highlights which 
parts of the business impact the most on its value and 
what should be done to grow its value faster.

7. Listing: In an initial public offering (IPO), the business 
valuation plays a role in assisting to determine the price of 
the shares offered by the issuer.

The Role of an Independent Third Party 
in Valuing a Privately Held Business

There are two key reasons for inviting a third party to 
independently value your business. First, for all the cases 
detailed previously, third party participation can ensure an 
objective and independent result for reference. For example, 
an intermediary with a vested interest to buy or to sell a 
business may not always have the interest to maximise the 
existing shareholders’ value. It may over-value or under-value 
the business or the intermediary could be motivated to 
complete a sale to receive his fee. Second, SMEs are usually 
not as structured and have fewer resources compared to large 
corporations. They might not have the personnel with relevant 
knowledge and professional skills to do valuation as well as 
time available to work on it.

Common Approaches for the Valuation of 
SMEs

The value of a SME is usually determined by several 
components; the assets held by the business, actual earnings 
of the business and future revenues & potential growth 
of the business. There is no single method which is ideal 
for all kinds of businesses and situations. The valuer’s first 
decision is to choose an appropriate method. Methods fall 
within three broad approaches; Asset based/Cost Approach, 
Market Approach and Income Approach. Although all three 
approaches are widely adopted, in real practice, a valuer 
has to carefully consider the situation and condition of the 
subject to be valued. The Market Approach is usually the 
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More than 15 years after Hong Kong’s handover to 
Chinese sovereignty, the city has shaped itself into an 

important platform for overseas companies aiming to expand 
into mainland China and across Asia Pacific, and for mainland 
companies seeking to ‘go global’. Significantly, an increasing 
number of such companies are entrepreneur-led, dynamic 
startups that are taking advantage of the many benefits 
Hong Kong affords them to translate their ideas into business 
success.

A rising trend
Startups are business ventures in their earliest stage of 
development and have no parent company overseas. 
According to Simon Galpin, Director-General of Investment 
Promotion at Invest Hong Kong (InvestHK), under this 
definition a growing number of entrepreneurs from Europe 
and North America are arriving in Hong Kong to start their 
businesses and use the city as a base for their Asian ventures. 
He cites his department’s statistics that show organic growth 
in the number of startups it has assisted, from around seven 
percent of the total number of companies helped in 2009 to 
thirteen percent in 2011. The trend has continued this year 
with the first half of 2012 recording almost fourteen percent 
of InvestHK’s completed projects being startups.

“As the economic crisis in Europe continues and we see 
no sign of strong recovery in the US and Japan, we expect 
to see more startups from these economies searching for 
opportunities to set up their own business in an entrepreneur-
friendly city like Hong Kong, which presents them with both 
opportunities and possibilities,” says Mr Galpin.

“We’re finding that entrepreneurs from Europe or North 
America, who would naturally have looked to neighbouring 
states or countries as the first stage of their expansion, are 
now looking to start that process by coming directly to Asia, 
and many see Hong Kong as an ideal base and starting point,” 
he adds.

Why is Hong Kong so attractive? With a population of seven 
million and forty two million visitors heading to its shores last 
year, the city is a market in its own right. But it is also located 
at the heart of Asia, within five hours’ flight time of half of 
the world’s population. Perhaps most importantly for creative 
startup technopreneurs, its proximity to manufacturing 
facilities in the mainland give them a head start when it comes 
to turning innovative ideas into commercial products and 
services for the local, mainland and global markets.

Hong Kong also offers one of the world’s easiest and fastest 
business incorporation systems, Mr Galpin says, with an online 
company registration process that requires a minimum HK$1 
in registered capital and one director of any nationality who 
doesn’t need to reside in Hong Kong.

The key 
ingredient for 

startup success:
Hong Kong 

Simon Galpin

By Simon Galpin
 Invest Hong Kong
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Economic Benefi ts of a Vibrant Startup 
Hub
Startups are one of the biggest drivers of job creation and 
economic growth. Companies less than five years old created 
forty four million jobs in the US over the last three decades 
and accounted for all new jobs (net) over that same period. 
Startups also indirectly create job opportunities as they tend 
to outsource some activities to local service providers. They 
bring to an economy inspiration, innovation, ideas, talented 
people and technology transfers. Multinational companies 
(MNCs) like to invest in startups to remain competitive. They 
often choose to be headquartered and establish their research 
and development function in a city that has a strong cluster 
of innovative startups. Although a high percentage of startup 
entrepreneurs fail in their first ventures, the economic benefits 
they bring to an economy far exceed the downside. Think 
Finnish computer game startup Rovio Entertainment, which 
turned the “Angry Birds” phenomena into the world’s largest 
mobile app success in less than four years.

Good for both big and small companies
InvestHK, which is the Hong Kong SAR Government 
department responsible for assisting overseas and mainland 

companies to set up or expand in the city, is keen to rectify 
what is often a misperception that Hong Kong caters only to 
the world’s MNCs. As Charles Ng, Associate Director-General 
of InvestHK, explains, “Several MNCs from the US, Europe 
and Japan have located their global operations in Hong Kong 
recently, which has reinforced the city’s reputation as a base 
for big business. This may have overshadowed Hong Kong's 
advantages as a base for entrepreneurial startups, and it’s a 
misunderstanding that we’re keen to address.

“Start-ups don’t need to be in the more high-end high rental 
office buildings in the central business districts. There are 
premises just a few blocks away leasing at thirty to forty 
percent less. Districts further away but still within a half hour 
subway or taxi ride have even more reasonable rents,” Mr 
Ng says. “And some entrepreneurs are using a number of 
co-work spaces all over Hong Kong that are proving popular 
for those with limited resources.” Some of these co-work 
spaces charge a monthly membership fee as low as HK$1,000 
a month.

Reaching out to start-ups
To expand the city’s ecosystem to support startups, Mr 
Galpin reveals that InvestHK is working closely with partners 
to develop and build a website to connect the startup 
communities in Hong Kong with those overseas and share 
information on the numerous events organised by related 
stakeholders such as startup groups and associations, angel 
networks, mentors, accelerators, incubators, entrepreneur 
clubs and universities. It is also working on the development 
of compelling messages and marketing collateral to convey 
the benefits available to startups in Hong Kong, and 
developing a series of events and publicity initiatives to 
promote Hong Kong as a premier startup destination in the 
Asia-Pacific region.

“InvestHK is placing greater emphasis on attracting more 
design and creative technology startup entrepreneurs, 
mentors and angel investors from all over the world to tap 
into the immense opportunities here. We want to do more to 
assist them to set up and expand in our city and are looking to 
partner with business chambers, trade commissions and other 
organisations in Hong Kong to build the kind of supportive 
ecosystem that will encourage start-ups to think of Hong 
Kong as their launchpad,” continues Mr Galpin.

“Hong Kong has all the ingredients for overseas, mainland 
and local investors to be successful. Helping connect them, 
and building on the city’s ecosystem to create maximum 
synergy among these startups is key.” 



The 12th edition of the HKTDC World SME Expo, 
designed to meet the needs of small- and medium-sized 

enterprises, will open on 6-8 Dec 2013. Under the theme 
“Transforming Business for Tomorrow”, World SME Expo 
showcases more than 330 exhibitors in two zones – Solutions 
Hall and Opportunities Hall. The Solutions Hall focused 
on business support services, while the Opportunities Hall 
showcasing opportunities on the Chinese mainland, as well as 
overseas markets and in franchising.

Canada will be represented by 18 exhibitors at the Canadian 
Pavilion featuring what Canada has to offer and how SMEs 
can leverage the services of these exhibitors in building 
bilateral trade and investment links with Canada. One of the 
Canadian exhibitors is the Canadian Chamber of Commerce 
in Hong Kong which has been instrumental in facilitating 
companies in Hong Kong and the region in expanding their 
business links with Canada. Throughout the expo, more than 
30 seminars and networking activities will be held.

Added on by Cherie Tong

With much support from the HKTDC, our Chamber’s 
Entrepreneur and Small Business Committee was able to use 
the booth to, not only promote our Chamber, but also their 
committee members. Our entrepreneur members were given 
the opportunity to showcase and market their business under 
the banner of the Canadian Chamber of Commerce in Hong 
Kong.

This year, our Chamber also had the chance to give a 
presentation at the Expo’s Main Hall. The presentation was 
given by Ms. Elizabeth Thomson and Ms. Francesca Maeder. 

Andrew Yui
Director, Canada, 

Hong Kong Trade Development Council 

World SME Expo
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Into the Fray: 
Personal Narratives 
of Entrepreneurial 
Experience

Five Cancham entrepreneurs share 

their experiences of starting a 

business in Hong Kong, each one 

radically diff erent from the others.
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Montreal-born Bernard Pouliot is a 
graduate of the University of Quebec 

in Canada. He has lived in Hong Kong since 
1979 where he worked as Vice President & 
Branch Manager of a Canadian bank, which 

was involved in corporate lending. In 1984, he joined a Hong 
Kong publicly listed company where he acted as the Group 
Managing Director for 15 years. In 1998, he joined Quam 
Limited; a Hong Kong listed company, as Chairman and CEO. 
The company operates as an integrated financial services 
group, offering its services in the field of corporate finance, 
securities and futures trading and wealth management under 
the banner of Quam.

In this article, Bernard shares with us his personal journal as 
an entrepreneur. He also discusses the importance of passion 
in starting and developing a business.

“I have had a fantastic life up to now. I have been spoiled - 
by life, by my wife and family, by my friends and by my work. 
Despite all the ups and many downs at work and in my life in 
general, there is nothing like getting up in the morning and 
smelling the roses. I am sure there will be more of these ups 
and downs but then, if there wasn’t, it wouldn’t be life!

The turning point in my life was when I became a teenager. 
My mother gave me the love of travel while my father gave 
me the love of reading. His formula: one dollar for each 

book I read. Didn’t take long for my piggy bank to be full! I 
tried the same formula with my kids but couldn’t fight the 
gameboy, the internet and their generous mother!

My thirst for travelling came from my readings. Oddly 
enough, my imagination was excited both by Norway with 
its midnight sun, and by Hong Kong with its smell of incense 
(surely not nowadays, I thought!)...which turned into reality 
later in my life!

Thus travelling became for me de rigueur (a must do). I knew 
I had to, and tried to identify opportunities to realise that 
dream. The first opportunity occurred in the last year of my 
high school, when a good friend and I, after submitting a 
project, got the chance to spend three weeks in France to 
study the cooperative movement there. Both of us had earlier 
been very much involved in the setting up of the student 
co-op at the school. It was an eye-opener and planted the 
seeds for numerous other future trips.

Armed with this experience, I then went on to first year 
of university, joined the student co-op and simultaneously 
enrolled into an international student association, called 
AIESEC. That was a stroke of luck, as during that year I was 
recruited to work abroad and of all places, in Oslo, Norway! I 
must admit when I landed there at 10pm in the evening under 
a bright sun, in June, I thought my watch was kaputt!

Have passion,
Will travel!

Bernard Pouliot

By Bernard Pouliot
Quam Limited
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A three month stint stretched to over a year. I worked, studied 
and worked. There wasn’t much money there and I soon 
realised that although I thought I was smart (what an illusion!) 
and eager, that would not be sufficient for me to make a 
difference. So I needed to get back to Canada and complete 
the two years left for my university degree.

The following two years were very formative in my life. While 
studying, I worked at different jobs where, in one case, I was 
fired. I started a travel agency business, that failed. I worked 
as a tour leader abroad. Those were great experiences that 
shaped me and were a crash course in leadership and self-
reliance. But this was not satisfactory. I wanted to be back 
on the travel path. The opportunity came about when I 
established a chapter of AIESEC at the University and was sent 
to Finland to work.

In Finland, I worked a few months for a local bank. I enjoyed 
the experience and then decided to go back and try to find a 
job in Norway. Gosh, that was tough! I couldn’t get anything 
suitable. I worked as a tobacco worker, then as a car spare 
parts assistant and finally landed up a job as an accountant 
in a maritime shipping company. Unbeknown to me then, 
this turned out to be a great turning point for me. This was 
completely new and it was a fascinating industry. Incidentally, 
I have tried to invest three times thereafter in that field and 
lost money every time. I guess I will never be a shipping 
tycoon!

However, 2 years later my father (thanks Pops!) told me that 
there could be an opportunity in that field in Montreal and 
I should come for an interview. I did so but then ended up 
instead getting a job at the international division of a local 
bank which needed expertise in that field...goes to show...you 
don’t always end up where you think you will....you’ve got to 
keep your options open!

Then I came back to Canada. The shipping market was 
tanking. I was reassigned to look after the Asian portfolio 
as a junior assistant....and then, three years later, they were 
looking to open an office in Hong Kong and were searching 
for somebody to “sacrifice” three years of their life for this 
“hard” posting. I timidly lifted my hand...and was selected. 
WoW! What a break, again. Twenty seven years of age, all 
my teeth and ready to live an Asian experience. I felt like I was 
biting in a juicy McIntosh apple! Soo good! And Cathay girls 
beware!

I moved to Hong Kong in late 1978 and started my Asian 
discovery tour. It was great exposure, I made many friends, 
discovered business, was exposed to entrepreneurs, and 
could feel the thrill of doing business. Suddenly the idea 
of being one of them started to appeal to me. Being the 
borrower rather than the lender! Hmm...the region was about 

to explode and here I was, about to be reassigned back to 
Canada. It was very sad indeed. The entrepreneurial itch got 
stronger and stronger and then I started to talk about my 
plans to a friend and client of the bank. A week later, he told 
me, why don’t you join me?

The company, based in Indonesia, was looking to expand 
its international foot print and they had identified HK as the 
base. We talked about it and I happily agreed to join them.

What a ride it was! Over fifteen years we grew from a team of 
75 people spread out over Hong Kong, Singapore and USA, 
into a team of five thousand people spread over 10 countries 
excluding Indonesia. We grew mostly by acquisitions. We 
were active in the capital markets, agri-trading, industrial 
trading, car park management and property while personally 
I got involved in the telecom and healthcare businesses. But 
then the Asian Financial crisis happened and Indonesia was 
hit hard.

As this drama was unfolding and I was leaving the group, 
an opportunity for investment arose. The financial services 
company that we had built over the years was available and, 
together with my colleague Kenneth Lam, we seized the 
moment and bought the business. We then did a reverse 
take-over by injecting the business into a publicly listed 
company, now renamed Quam Limited. The public company 
was in financial difficulty then. We restructured it and turned 
it into a listed financial services business.

The road has been bumpy. We had to rebuild a business 
that had been decimated by the Asian Financial Crisis. We 
lived through the terrible SARS period when business was 
dismal. Next we had a great bull run as China joined WTO 
and international business was expanding. Then the Lehman 
brothers failure happened and the markets were challenged 
again. It was important for us to hold costs, manage our 
leverage and control the credit portfolio. All very demanding 
indeed. But we are still around, maybe not in such exciting 
times as before, but certainly solid and dependable with a 
great team of people supporting the business.

So, as you can read, as a whole life has been good. I guess the 
idea throughout this presentation is that there are boundless 
opportunities out there that are just waiting to be seized. 
Those do not come automatically. They call for hard work, 
luck, good friends who trust you and who you respect, and 
finally, a business friendly environment that is conducive for 
business.

But please do remember that throughout this life cycle - be 
humble, because at the end of the day we are but a grain of 
sand under the sun. 
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A s an SME entrepreneur, two of the most revealing books 
for me were Robert Kiyosaki’s Cash Flow Quadrant and 

Timothy Ferriss’s 4 Hour Work Week.

Why? Because until you read those two books, you might not 
realise that not all businesses are created equal. You might 
be your own boss in an SME but that does not necessarily 
mean that your enterprise is really a business. According to 
Robert Kiyosaki, professionals like doctors, lawyers, architects, 
designers and accountants, people who are selling time, are 
not running real businesses. A real business is a biz system 
which you’ve designed, where you can go to the Bahamas on 
vacation and your business will still be running and making 
money for you while you’re away. It is the difference between 
your self-owned, self-operated Mom-and-Pop burger-flipping 
joint and…McDonald’s.

That struck me like a lightening bolt. I had been a consultant 
and owned my own business for the past 10 years, but after 
reading this book I realised that I was just a “high-end taxi 
driver” – selling time! If you’re just selling time, there are 
only a limited number of hours in the day and the better your 
business does, the less you can rest, because clients come to 
you for your own skills. Even if you expand your business and 
hire more people to work under you, your business cannot 
operate without your professional expertise and reputation.

That was the beginning of my pursuit: to find a way to 
turn my consulting business, where I help western clients 
understand the China market for their new product strategy, 
into a biz model where I can reproduce my own skills. I 
worked on designing a business model where the business 
can run without me and can be magnified in scale.

Hence CZearch.

www.czearch.com

CZearch is a visual market intelligence web 
platform which allows Western companies to 
understand the China market remotely. It contains 
a visual database of photos on real life China 
crowd sourced all over China covering 25 industry 
categories including baby products, food and beverage, 
beauty care, home appliances, mobile communications 
among many other industries. The database will initially 
cover the cities of Beijing, Shanghai, Shenzhen, Guangzhou, 
Shenyang and Hong Kong. The site will also have an online 
community contributing actionable insights for companies to 
develop products suitable for the China market.

So whether you’re a wine company trying to understand why 
mainland Chinese people would want to drink your premium 
wine with ice and coke or a baby products company trying 
to design suitable products for the China’s one-child market, 
our platform CZearch will allow you to access photos and 
insights remotely at a fraction of the price that multinationals 
with hefty budgets pay. CZearch is designed for SMEs and 
micro-brands and for only US$100 - $500 per month, your 
company can now access and understand 
the cultural blindspots which could make 
or break your business in China.

CZearch will be officially launched in the 
spring of 2013. We currently have a pre-
launch service which helps companies 
take photos from five industry categories 
in five cities in China. We’re also looking 
for bi-cultural and bilingual (English and 
Mandarin) people who can help us write 
insights explaining cultural phenomena as 
it relates to new product opportunities in 
the China market.  

d 

s 

Turning Point

Elaine Ann

By Elaine Ann
CZearch



After three years in Tokyo, writing and 
editing annual reports for Japanese 

corporations, I arrived in Hong Kong in 
March 1992. Within a couple of months, 
I joined a local public relations firm. In 
1995, I started a boutique communications 
consultancy with two partners. Those were 

heady times: China was opening, overseas companies were 
hungry to invest and much of their money was routed through 
Hong Kong.

In January 1997, just months before the Asian financial crisis, 
we sold our company to a British firm. After a three-year 
work-out period, I started a new PR firm in a rented office. As 
the end of my lease approached, I wondered if I should stop 
renting and buy an office.

Unknown unknowns

In 2002, U.S. Defense Secretary Donald Rumsfeld observed, 
“There are known knowns; there are things we know we 
know. We also know there are known unknowns; that is to 
say, we know there are some things we do not know. But 
there are also unknown unknowns: the ones we don’t know 
we don’t know.”

I had never bought property before, and I knew just how little 
I knew. I’d lived through crashes in Alberta in the 1980s, in 

Japan in the early ’90s and in Hong Kong in the late ’90s, 
when the price of some homes plummeted by two-thirds. 
Two friends had purchased an office in Hong Kong for their 
business, so I knew it was possible. But I had no illusions 
about property being a guaranteed money-maker.

In April 2002, I bought a floor in a building on Graham Street 
in Central. The 100-square-meter office had been abandoned 
and was full of garbage. There were no locks on the doors. 
The windows had been left open and the fire hose was 
leaking into the jute carpet. But the location was superb and 
the price was less than a quarter of what the last owner had 
paid. I believed my downside was limited.

I hired a designer and contractor, who overhauled the office 
and six weeks later I moved in. But in November, severe acute 
respiratory syndrome appeared and Hong Kong ground to 
a halt. By the summer of 2003, SARS had passed and the 
economy began to rebound, driving property prices higher.

Encouraged by my first success, in 2004 I bought a 
200-square-meter apartment in Pokfulam on the west side 
of Hong Kong Island. The apartment hadn’t been renovated 
in 25 years, so we replaced everything: plumbing, wiring, 
windows, floors, bathrooms and kitchen.

To my surprise, that project went well too. The following 
year, I bought half a floor in a 30-year-old factory building 

Book building

Dillon Studios before and after the renovation.

Entrepreneur Christopher Dillon explains how buying an office started an 
international publishing enterprise.

Author and entrepreneur Christopher Dillon.
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on the south side of Hong Kong Island. The building is one 
of hundreds that housed Hong Kong’s light-manufacturing 
sector before it moved to China.

We gutted the 325-square-meter space, which had been 
a commercial laundry. The front half was converted into 
a loft-style office for my communications company. The 
back became Dillon Studios, a multimedia facility that we 
rented to clients like De Beers, MTV and Sony. The studio’s 
facilities made it a natural location for media training and 
communications coaching.

A book is born

After the studio opened, I realised I had bought and 
renovated commercial, residential and industrial property. 
Because there were no how-to manuals available, I made it up 
as I went along. Ultimately, I decided to write a book (www.
landedbook.com).

I self-published Landed Hong Kong in 2008. The book made 
the South China Morning Post’s bestseller list and I later 
recorded a parallel audiobook.

In 2010, Landed Japan debuted. Where Landed Hong 
Kong was based mainly on my experience, Landed 
Japan included case studies about people who had bought 
homes, as well as academic research and interviews with 
architects, developers and other practitioners. Shortly 
afterward, I bought an apartment in Tokyo.

My third book, Landed China, covers Beijing, Guangzhou 
Shanghai and Shenzhen, using the same format as Landed 
Japan.

The Landed books help people make better buying decisions 
by addressing two issues. First, almost everyone who gives 
you information about property is selling something. My 
approach is balanced, explaining the advantages and the risks 
of ownership.

The second issue is information asymmetry. You might buy 
one or two properties in your lifetime. When you do, you’ll 
use an agent with intimate knowledge of the neighborhood, 
a lender who understands mortgages inside out and a lawyer 
who specializes in conveyancing. The vendor or developer 
will know the property’s structural shortcomings and zoning 
issues. Everyone knows more than you do, and if you get 
it wrong the costs can be devastating. The Landed books 
describe the buying process in detail, so you know what to 
expect and how to avoid common pitfalls.

My books are mainly written for expatriates. But I sell a 
surprising number to property professionals and to local buyers.

Landed is a product of the Internet Age. The books are 
researched online, edited and proofread in the U.S., designed 
in Hong Kong, laid out in India, promoted on YouTube and 
sold globally using PayPal and Amazon. Sponsorships cover 
much of the production costs.

Challenges

Self-publishing enabled me to write the book that I wanted 
to write. But it created several challenges, like arranging retail 
distribution. Bookstores prefer to buy from big publishers, 
who have large catalogs. Also, you must overcome self-
publishers’ reputation for being unprofessional. The 
economics of publishing, including the costs of distribution 
and shipping, has also been an eye-opener.

Hong Kong has been a great place to write and produce 
books. People here understand real estate, we have lots of 
printers and media, and Hong Kong’s entrepreneurial culture 
encourages start-ups. The Canadian Chamber of Commerce 
has been very supportive.

When I’m not writing annual reports and other corporate 
materials, I’m scouting locations for upcoming Landed books. 
Ultimately, my goal is to do for cross-border property what 
the Lonely Planet books have done for budget travel. 

The third installment in the Landed series.
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How I Started

As a child, I used to build model airplanes and toys together 
with my grandfather. I’ve always been good with my hands 
and building things. I used to take apart everything in the 
house that had some form of motor to see how it worked. 
I would then put it back together, realise I had a few extra 
parts and had to take it apart again to see where each part 
belonged. One time, while in the Grand Canyon, I took apart 
my film camera with a nail file to fix a gear, that popped out 
when I dropped it. I made it work again so I could carry on 
taking pictures.

I was naturally fascinated with how things worked and always 
wanted to know what makes them tick, especially mechanical 
items. One of my favorite toys was my RC car, which was 
made from a modified cordless drill motor, a battery pack and 
hacked together gearboxes. When I was growing up I always 
had electronics and various mechanical parts on my work 
desk. Part of the work desk was dedicated to tools handy 
for “building stuff”; another, usually smaller portion, was for 
homework. At university my “building stuff” section grew 
even larger in size.

During my first year, I was studying psychology and had few 
classes, so I would spend time tinkering and making parts in 
the machine shop. Within my first year at university, I knew 
I had to switch to Engineering, and for two years took all 
the co-requisite courses necessary to get into second year 
Engineering. It worked!

By Michael Trzecieski
DeskPets

I wrote letters to every engineering department at McMaster 
University and said ‘I want to be in your program’. They 
all replied ‘NO’, except for one…the Engineering Physics 
Department. Little did I know how challenging it would be, 
but it certainly gave me the ‘jack of all trades, master of none’ 
outlook towards problem-solving. We studied many different 
aspects of engineering, which has given me a fantastic 
general understanding of how things work.

As my first job, I worked in JDS Uniphase as a research 
engineer, in their strategic research department. This was a 
great place to tinker with expensive optical equipment, to be 
an inventor and to be awarded some of my first patents. Later 
on, I moved into the field of intellectual property and became 
a Canadian Patent Agent, where I drafted well over 150 patent 
applications for various high tech customers as well as quite 
a few for myself. This greatly helped to expand my general 
understanding in the field of robotics, optics and computers. I 
now have numerous patents pending and patents issued.

My fi rst breakthrough

While at university, I met some people and became engrossed 
in BEAM Robotics. We used to gather together as a group 
of ‘small gods’, and once a year we would have a ‘build-off’ 
where we would assemble robotic toys from scratch and learn 
much from each other. Through this opportunity, I have won 
numerous awards for my robots. The first of these was a crab 
robot that I built from an umbrella which I found at the side 
of the road.
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Through my experience with robots I have been invited as a 
judge seven years running to the Quanta international science 
and math competition in Lucknow, India, where over 30 
schools participate in events such as model display, computer 
programming and debating. We also used to host robotic toy 
building workshops here for well over 200 students.

As an entrepreneur

I have opened a limited company in Canada and have also 
gone bankrupt. The real opportunity for my future ventures 
came to fruition on a snowy February 2004, when I drove all 
night from Ottawa to meet with some friends from BEAM 
robotics in NYC for the New York Toy Fair.

My second breakthrough

At this fair, they helped to introduce me to the principals at 
WowWee, and within 30 seconds I had an all expenses paid 
trip to Hong Kong for 3 weeks to design and engineer some 
‘cool stuff.’ I built the prototype for Robopet, a 5 motor 
robotic dog, which I first assembled from umbrella linkages, 
just as I did with my first crab robot.

Needless to say, after this experience, I came back to Canada 
totally ecstatic, quit my job, sold my car, put some stuff in 
storage and moved to Hong Kong on July 10th, 2004 with 
just a back pack and a suitcase.

During the next few years I worked at WowWee as a robotic 
toy design engineer, where I learned much about product 
development and about working with the factories in China. 
During this time, with Segway I designed and engineered 
Robopet, Robopanda, a balancing robot, and also worked 
with Philips and Evolution Robotics.

A few years later, I changed jobs and was head of product 
development for another toy company. Here I invented a 
product line of giant tarantulas and scorpions.

Choosing a business

In between job transitions, I opened up my first Hong Kong 
company, called JetBlack Limited, whose primary purpose was 
product development and engineering consultancy.

To my complete shock, I was laid off in September 2008. 
JetBlack was barely a business, I had very little income and 
the financial world was collapsing. I felt like a puppet whose 
strings had been cut and which had fallen to the ground. 
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From the JetBlack consulting and manufacturing, I sustained 
myself in Hong Kong (with help from my friends, both mental 
and financial, as well as credit from the bank).

My most successful business ventures so far

Within a year of getting laid off, I also became a co-founder 
and creative mastermind behind the products of Desk Pets 
International (HK) Limited in mid 2009 and had to sustain 
myself from my consulting income without a paycheck for 
close to two years.

At Desk Pets we design and develop mini 
robotic toys. Since then we have grown the 
“Desk Pets” brand into a multi million dollar 
business that sells to almost all the major USA 
retailers as well as having a distribution in the 
UK, Germany, Russia, Spain and many more, 
including Hong Kong. We now have seven 
employees and an office in TST East. The 
company has won numerous awards for its 
designs. One of my great innovations here was 
to make our toys work with a smartphone as a 
remote control.

Future Development

More recently, I have launched a company called Reality 
Robotics Limited (RRL), which has already raised over 
US$46,000 on Kickstarter.com through social funding for a 
smartphone controlled Bluetooth robot called BERO (Be The 
Robot), which is now available in limited numbers and will be 
launching into retail in 2013.

Also in development is a product called “Bash Bot” which 
is a kind of toy, something between Real Steel and Rockem 
Sockem Robots. So far the interest in the item has been 
overwhelming. We are now busy working on refining the 
engineering sample into a product and will be showing it to 
buyers again in the January and Febuary 2013 toy fairs. RRL 
is all about the development of high-end interactive products 
and gadgets. We are very excited about what 2013 has in 
store!

I also continue to come up with various ideas, some of which 
I file as patent applications. I am working on licensing a few 
of these to various companies. The inventing doesn’t stop; 
running a business is what gets in the way!

Challenges

Along the way there have been many obstacles that needed 
to be overcome. You just need to keep on trying. All sorts 
of problems are thrown your way and it’s very easy to get 
discouraged; I know because it has happened to me many 
times. It can seem that the world is against entrepreneurs and 
wants to keep you in a day job forever. Early on I realised that 
I make a poor employee but seem to be a good employer. It is 
important to recognise what you are not good at and to find 
and work with people who are experts in those areas.

I still have a lot to learn about being an entrepreneur and 
every day brings a new set of challenges to overcome. Keep 
your head up and keep on trying! 
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What should I compare my journey to? Jonah and the 
Whale? Sometimes getting spat out and sometimes 

blown out, but always managing to GET out. Noah’s Ark? 
Perhaps, but I didn’t always have a boat invite. Marco Polo? I 
did find a new country, a new language and a new business; 
but then I was new to business (Marco wasn’t).

Starting a business has been a bit like all of the above, but 
the good news is that it’s never a dull day. First things first - 
why did I land up in Hong Kong? The same reason so many 
men do so many things - my wife told me to! And what was 
I doing in the States? I was a piano teacher, of course – what 
else? (Please don’t answer that - yet.)

Okay, so I’m unique (read: odd) but this proves why HK is 
such a dynamic business centre. A piano teacher of 20 years 
can walk into the Canadian Chamber of Commerce and say, 
“I own a boutique investment property shop with investors 
of low to very high budgets. I help them find their preferred 
investment narrative, be it renovation-add value play, whole 
blocks, or finding new infrastructure hot spots around town.” 
And no one breaks out laughing! (At least not until I’ve left 
the room.)

Hopping Aboard

The point is that Hong Kong is a place to reinvent oneself. 
People just accept you - as long as you know what you’re 
doing. The Canadian Chamber of Commerce, their 
Entrepreneurial Committee in particular, is a nurturing 
environment in which to reinvent and grow. Of course, even 
with such caring experts as Madeleine and Anthony Behan 
co-chairing our committee, there are still pitfalls.

So, three lessons I’ve learned, in the spirit of “maybe I’ll keep 
myself out of the whale’s mouth for now”:

1. Focus on and build your core. In my case, I started with 
rentals and small sales and built up to larger sales. Next, 
put capital back into labour, marketing, and also my own 
time spent in the most readily available transactions. Then 
shift gears to the higher budgets later. But in business, 
as in the Bible (paraphrasing Springsteen here), there is 
always someone tempting you to do something you know 
is wrong - not illegal, maybe, but off track. For example, 
I’ve been asked to sell village land, overseas land, and 
start various businesses with novel new ideas. Could be 
lucrative, but that would be a whole new direction. Focus 
on the basics.

Robert Diefendorf

By Robert Diefendorf
Diefendorf Property
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2. Unskilled labour can do pretty high end tasks. Here’s 
something I discovered over the summer. I can outsource 
a lot of high end tasks to unskilled labour by breaking 
down the task into several components that are each 
easily explained. Here I will mention grabbit.hk, an 
excellent service that provides low priced labour but 
where you are not the employer. Through Grabbit I have 
been able to outsource a lot of tasks, with excellent 
results. For example, an HKU graduate (who will likely go 
on to a high end science career) worked in my office for a 
week this summer and essentially prepared my books for 
audit. Were they a bookkeeper? No. But I broke down the 
bookkeeping process into multiple steps (collate receipts, 
copy them, total them by month, Excel the totals, etc). It 
took a few minutes of explaining at each step but I paid 
a lot less than I would have by just giving the work to a 
bookkeeper.

3. Most important lesson - know when you need help, and 
ask for it! It helps to be part of the Canadian Chamber of 
Commerce and the Entrepreneurial Committee (I swear 
it’s not a required mention!). Madeleine and Anthony 
have been particularly helpful, always willing to sit and 
discuss an idea or problem, and introduce someone 
to me. And help can come in different ways. Recently 
a fellow member, Janik Littalien, out of the goodness 
of his heart, has revamped my website. I have sat with 
CanCham staff many a moon and asked for referrals for 
this or that project. At times I have been embarrassed 
to admit I needed help, especially with so many super 
moguls around HK and in CanCham. But they’ve all had 
help, too.

Lastly, property inevitably affects most entrepreneurs in Hong 
Kong at some point. Here are some quick pieces of advice:

1. Renters: Never take a lease “as is” – only with a buy. Oh 
goodness, trust me.

2. Bidders: If you’re one of several bidders, stay cool and 
pick and stick to a number.

3. Buyers: If you can’t put down a deposit today, then it’s a 
perfect day for the first offer.

4. Landlords: Take a good tenant over a good price - only 
your living depends on the price; your life depends on the 
tenant.

5. Sellers: If you get two offers, the price is too low.
6. If everyone is talking about a hot area, it’s not. If everyone 

is buying, you’re too late.
7. And remember, in Hong Kong it’s never a bad time to buy, 

it’s only the wrong area.

I hope this has helped in some way, at least in letting you 
know that you’re not alone out there! The most important 
thing in business, as in life, is to live another day. They say 
the most important thing is your health, and in business, that 
means somehow getting on the ark when it starts raining 
heavily. 
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Readiness to accept a challenge is 

generally recognised as one of the 

key ingredients in entrepreneurial 

success. In these two articles, 

entrepreneurs are challenged to 

think about expansion, and to look 

at new technology in a diff erent way.



Colin Grant is the CEO and driving force of the Pure Group, 
which spans yoga, fitness,dining and retail. From a handful 
of staff and teachers who opened that first yoga studio, the 
group now employs some 1,200 staff and caters to about 
50,000 clients.

Not bad for a guy who doesn’t think of his work as a job.

“Start with passion, then you never have to work a day 
in your life,” said Grant in a recent interview. A former 
competitive tennis player who represented Hong Kong in 
Davis Cup play, Grant recalls his entrepreneurial “eureka” 
moment that happened in 2001 when he and Pure Chairman 
Bruce Rockowitz, who is also Chief Executive Officer and 
President of Li & Fung Limited, found themselves in a yoga 
studio when unable to golf for a day while in Whistler, British 
Columbia.

“Guys aren’t supposed to do yoga,” Grant remembers 
thinking at the time. “We’re supposed to lift weights and 
do contact sports, right?” Grant’s horizons were expanded 
that day; he had found his passion. In 2002 he opened the 
first studio, investing US$1 million on a 6,000 square-foot 
showpiece. Within a month he was serving 500 customers a 
day, 95 per cent of whom, he estimates, were first-time yoga 
practitioners.

So how did Grant go from one outlet to 20 related facilities? 
That total is set to grow again: as Grant explains, Pure will 
open new outlets in the form of yoga studios, gyms and 
restaurants in Central in the coming year. Shanghai has long 
been a destination and an opening there is expected in 2013, 
as are two new Hong Kong outlets – a Pure Yoga and a Pure 
Fitness also next year.

Entrepreneur Story –
 Fit for Growth

Good things may come in small packages, but sometimes 
big – or at least bigger – is truly beautiful.

For entrepreneurial companies, sometimes a small size suits 
fine. But for many other start-ups, starting small doesn’t mean 
ending small. The idea here is growth, but the real question is 
“how”?

Essentially there are two ways to grow a business. You can 
do it organically, or you can do it through partnerships or 
acquisitions.

The majority of businesses start by growing organically, but 
after reaching a certain scale, may begin to grow through 
acquisitions for a host of reasons, says Jacob Fisch, a 
co-founder of Nest Investments, a Hong Kong company that 
invests in and supports early-stage businesses primarily in the 
consumer lifestyle space.

“Most companies grow at different speeds at different points 
in their lifecycle, although some companies are engineered 
from the start for fast growth and others for more moderate 
growth,” said Fisch, explaining the wide range we see, from 
the slow expanders to the meteoric rises of game-changers 
like Facebook. “There is also, of course, room for in-between 
growth. Management may decide to grow more slowly for a 
variety of reasons.”

Organic growth

Organic growth is often the preferred route for 
businesspeople who want to maintain a firm grip on the 
throttle. One of Hong Kong’s most visible examples of 
successful growth has been Pure, which started as a single 
yoga studio in 2002, and has since expanded to 20 offerings 
within the fitness and lifestyle genre. The Pure Group also 
operates in Singapore, Taipei and New York.

By Parker Robinson
Head of Corporate Communication

HKTDC
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“Slow and steady wins the race,” said Grant. “We have 
been very careful and have kept our focus on the member 
experience. If you want to make money, don’t make that the 
objective. Focus on the experience, on offering great facilities 
in every detail.”

Growth is also best managed with steady nerves and an even 
disposition, he says. “Don’t have a knee jerk if you have a 
bad month,” he advises, while also noting the importance of 
keeping up your brand. “Don’t do a cheap ad,” he said.

Instant growth

Probably the quickest way to grow is to be bought out while 
retaining a leadership role. That’s what Elizabeth Thomson did 
recently when she sold her financial consultancy firm ICS Trust 
to the Netherlands-based Orangefield Group in June 2012.

That meant ICS Trust, which Ms Thomson founded in 1980 on 
her dining room table, went from 50 to 350 staff at the stroke 
of a pen. Now the chairwoman of Orangefield ICS Limited 
(working with a managing director from the Orangefield side), 
Thomson said a few key factors helped her make the decision 
to enable the acquisition of her company.

“We share values,” said Ms Thomson. “We value the people 
who work here and we share the same values for the clients.” 
Besides human values was the fact that the right partner 
came along at the perfect time.

“The timing was right. We’ve had lots of offers over the years, 
and there is also a consolidation in the industry right now. A 
lot of Fortune 500 and Fortune 1,000 companies who may 
not have looked at Asia before are looking at Asia right now.”

Having nurtured her own organic growth of ICS Trust, 
Thomson appreciates the new found reach of European-based 
Orangefield. “Now that we’re in Europe, we can provide a 
wider range of services to our clients,” she said.

Pondering growth

Thomson said any business needs to examine the notion of 
growth from all angles.

“As an entrepreneur, you have to make decisions about 
how you want to grow and how big you want to be,” said 
Thomson. “It is normal for entrepreneurs to think about 
growing their businesses, but the question is: is the business 
going to growth that big?”

Both Thomson and Grant clearly think long term.

Grant says he’d rather make a little less today than give up 
a potential long-term gain for short-term payoff. “If the 

business is going down, I’d rather reinvest in the business 
(because) this gives you pricing power. You need a long-term 
view.”

Thomson concurs, “I worry about the entrepreneur who 
doesn’t plan for the next three to five years. You have to be 
ready for change and it’s important to be moving in the right 
direction. Like China, it’s good to have a five-year plan.”

Hong Kong, says Fisch, has many of the key elements that 
support a healthy entrepreneurial ecosystem. He cited the 
strong rule of law and IP protection, the city’s advanced 
communications network, the large inflow of visitors 
each year, the international financial aspects as well as its 
sophisticated consumers, to name but a few elements.

“All the pieces are here,” said Fisch. “It’s a matter of building 
momentum and getting the key stakeholders to participate 
and work together, which will help evolve the entrepreneurial 
ecosystem. We are trying to play a part in rallying the 
key various stakeholders such as government, universities, 
corporates and the entrepreneurial community; they are all 
stakeholders that make up the eco-system to support (and 
grow) the start-up culture.”

Nurturing growth

Hong Kong has numerous, if somewhat disparate resources 
for entrepreneurs. The Hong Kong Trade Development 
Council offers a suite of supporting services geared to helping 
small businesses get on their feet, start walking and then run.

The SME Start-up Programme identifies and groups together 
various initiatives that can help. The recently completed 
annual World SME Expo, organised by the HKTDC, is an 
ideal platform for small businesses to meet, explore new 
opportunities and do business. Coming up is Entrepreneur 
Day, which will be held 31 May to 1 June 2013, bringing 
together new start-ups and those considering launching their 
own businesses.

All year round, one can use the SME Centre, located at the 
Hong Kong Convention and Exhibition Centre. The SME 
Centre offers a vast array of practical information for small 
businesses, much of it for no charge. For growth-minded 
small businesses seeking to diversify their target markets, 
HKTDC market seminars take place throughout the year, and 
offer a series of workshops featuring business intelligence 
on overseas markets and mainland China. As always, HKTDC 
trade fairs are promising places to meet new partners, an 
aspect helped along by the onsite HKTDC Business Matching 
services. 
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Why would highly-educated, intelligent people choose to 
spend their careers making video games?

Video games are supposed to be a distraction, a waste of 
time, bad for you. In the colloquial parlance, a video game is 
automatically associated with a negative force that compels 
people to be irresponsible, lazy, perhaps even violent. Video 
games and the associated corporations are responsible for 
many of today’s global problems. So some say.

Indisputably, people still play. People play to pass the time 
when they’re alone (horse betting and card games such 
as solitaire for exmple) or in a group (mahjong, basketball, 
poker), or as a personal challenge (golf), or for camaraderie 
at work (softball, touch rugby), or for competitive reasons 
(amateur or professional sports), or to stay sharp (crossword 
puzzles, sudoku), or when learning a new language (many 
young people in Hong Kong learn Japanese through video 
games), or for the love of art (playing the violin), or to try 
to get money (casino style gambling), or to belong to a 
cool group (Halo on the Xbox), or because everyone else 
is playing (Minecraft), teasing friends, being playful during 
courtship (young and new couples are silly and playful), or 
to teach skills to their child, or because they have a smart 
phone (Angry Birds), or because their Facebook friends are 
playing (Farmville), or to earn a price (promotion games in 
convenience stores), etcetera. The list goes on and on. There 
are hundreds of reasons to play. Even if we deny it know in 
front of our peers or children because games are supposed to 
be wasteful, at one point in our lives, we all played with cards, 
toys, stones, balls, and our friends. Albert Einstein once said 
that great things come from the necessary “waste of time”. 
In other words, play is part of human development and a 
necessary activity.

If play is in big demand, there must be an opportunity to 
supply play professionally. The core component of a game 
is play. So, there should be an opportunity to make and sell 
games. How compelling is the opportunity? How relevant it is 
to Hong Kong youth?

The art and science of game design and development is 
a mature industry that offers significant opportunities for 
Hong Kong youth, entrepreneurs and investors. Because of 
the availability of global infrastructure and standards, it is 
not just play for fun anymore. Games is a real industry, in 
fact, many times larger than Hollywood. The industry is an 
ecosystem which involves multiple disciplines, infrastructure, 
and business models that facilitate value creation from Hong 
Kong in the global marketplace. Let’s focus on video games as 
a niche in the games industry. For the rest of this article, the 
term ‘game’ will imply an electronic game - a video game.

Video Games
 Careers in
Hong Kong

By Dr. Jose A. Rueda
SCAD
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Careers vs Jobs

Let’s understand what a game is. A game is software which 
provides an experience through technology. Games are 
designed for specific types of play under specific situations 
for specific groups of people. Designing a game is, in a way, 
similar to designing a new building. Similarly, developing a 
game is like developing the building and operating a game is 
like managing a building. The design and development of a 
game is a complex multidisciplinary set of activities involving 
several people, up to hundreds, and disciplines such as 
psychology, mathematics, anatomy, languages, physics, 
biology, social economics, economics, finance, management, 
statistics, history, geography, creative writing, literature, 
information technology, marketing, business, film making, 
photography, music, sound design, visual art, and design, 
among other disciplines. Game design and development is a 
creative process. While we often confuse game design and 
development with “IT skills” or “computer programming”, 
it is important to note that designing and programming 
a game are activities in the development process but as 
different as designing a building and laying bricks. The 
industry has many advanced game creation tools and it is 
possible to publish a full game without knowing computer 
programming. In addition, many of the technological 
advances in business and consumer technology come from 
video games because video games and players are constantly 
pushing the boundaries of technology.

Game design and development is a well-established 
multidisciplinary career. In Asia, professionals actually work 
in the region where Nintendo has been making games since 
1889. This company is older than Ford, Microsoft, all the 
airlines, Google, Coke, all the TV networks, and all electronic 
manufacturers. Nintendo started making card games. Of 
course, everyone at one point in their lives has played a card 
game right?

Globally, the information revolution has lowered the entry 
barriers. Children can now make games and apps, publish 
them, and in fact, earn revenues. But are those simply 
coincidences, accidents, unique cases, or is there really an 
opportunity?

Let’s talk about education. Steve Jobs once said that, “the 
broader one’s understanding of the human experience, 
the better designs we will have”. Design is the educational 
experience which leads to new industries. Many professions 
actually don’t create any value by themselves, they provide 
services to those who create value. Value is created in 
the design of everyday things, in the conceptualisation of 
the future, in the fulfillment of human needs, wants, and 
desires. “Design lies within the framework of culture as a 

whole…an activity of ordering, disordering, and reordering 
in the search for understanding and values which guide 
action,” wrote Richard Buchanan, a design historian. It is 
important to understand those who are poised to create 
value. A Harvard Business Review writer once argued that 
every 20 years, 70% of job categories are new. We can see 
that in today’s job market. Who are the risk-takers that will 
embark into new industries? Who has the ability to learn 
under incomplete data sets? Who can make fast decisions 
under uncertainty?

Young video game players are practicing the key skills for 
their future careers. The world that we are leaving to them 
is ever more uncertain, competitive, and in various forms of 
trouble. The people who will create value will have to make 
quick decisions under stringent constraints and uncertainty 
while being well aware of context, implications, and more 
importantly, the impact to those around. These are key skills 
practiced and are developed in some types of games.

Back to education. Is there a way to formally develop a 
games industry? What type of education would be needed 
to fulfill job requirements? What are the jobs? There are 
two points for your consideration. Firstly, in the information 
age, many jobs are available to the skilled and experienced. 
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Secondly, there are many more opportunities than in our 
traditional concept of employment given that through 
technology and tools, people can trade with the world 
almost anything from physical products to software products 
and services. There is no particular reason why Facebook 
couldn’t have been invented and launched by a Hong Kong 
youth. However, perhaps her or his parents would have had 
a problem letting said youth drop off from Harvard as young 
Bill Gates did to pursue a “business” without a business 
plan. Perhaps such young people would be busy doing 
homework for exams and not have the time or support 
that Steve Jobs had to work and play at a company called 
Atari as a teen (he designed the game Breakout still running 
in Blackberrys, for example, years before Apple). Can a 
Hong Kong youth be featured on the cover of Forbes for 
inventing the next big thing after Angry Birds, Farmville, and 
Facebook? We believe that the answer to this question is 
yes. But we need to understand the opportunities for youth, 
encourage the education in that direction, and create an 
ecosystem that will allow such stories to develop.

Kong. Internship opportunities in this and related industries 
lead to important connections and portfolio entries that are 
difficult to obtain in other industries. Perhaps the two most 
important aspects to highlight for youth in Hong Kong are: 
1) the opportunity for entrepreneurship; and 2) the skills 
from video game design and development are transferrable 
skills and thus, game designers and developers are better 
prepared to switch industries and adapt.

For those interested in a job, some of the careers include 
game designer, game producer, game developer, game artist, 
media producer, director, creative director, technical director, 
level designer, interactive media designer, web developer, 
user experience designer, e-learning designer, teacher, 
games executive, advertisor, product designer, automotive 
designer, green product designer and fashion designer. 
Companies that hire game designers and developers include: 
Apple, Electronic Arts, Activision, Blizzard, Nintendo, Sony, 
Microsoft, Lucas Arts, Google, Disney, Zynga, and Bungie.

Business Drivers

Play is universal. There will always be needs, wants, and 
desires for games. The breadth of technological systems 
allowing people to consume games is very large and comes 
in many forms from many companies (computers, tablets, 
smartphones, games consoles); the customer targeted 
equipment is made, supplied, maintained, and updated by 
others. The consumers are already educated, dedicated, 
and loyal. The audience is ready made. Few other industries 
compete in the industry of video games (TV, film, toys and 
others try, but can’t succeed directly). Distribution networks 
are mature. The global industry is larger than Hollywood. 
Connectivity is also supplied by others and paid for 
separately by the consumers. The tools of the trade are very 
advanced, readily available, low cost and made by others. 
Business models, revenue models, distribution models are Video games are compatible with the desire that we all have 

to make sure that our children are technologically savvy. 
Also, in China, there is a push towards “Designed in China” 
as opposed to just “Made in China”. The entry barriers are 
generally low, such that manufacturing a software products 
needs a laptop, an internet connection, a good brain, and 
a supportive environment. Generally, jobs in the video 
games industry are well paid because they are specialised. 
The industry is made by people connected in direct ways, 
and just as young people are very good at connections, 
the industry is connected and provides great networking 
opportunities for youth through technology beyond the 
average cocktail mixer. The industry is global. The market 
is not just Hong Kong. Hong Kong is one city. In North 
America or Europe, for example, designers and developers 
don’t think of developing an app for the “Montreal market”, 
likewise, we should think of the global market in Hong 
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proven and well known. The need for tools also creates 
opportunities for technology based spin-off companies. 
The availability of content from other industries and content 
from video games offers opportunities for licensing. Most 
importantly, the industry is driven by enthusiastic, highly 
qualified (often misunderstood) young amateur and 
professional designers and developers who just love the 
industry and their jobs. Few other professions can count 
such passion among their ranks.

So, why would highly-educated intelligent people choose 
to spend their careers making video games? Because it 
is good business and it is a career that one can pursue 
with passion.

This invited article follows the talk by Dr. Rueda on 
August 29 in which he introduced the medium of the 
video game from a business case perspective and as an 
academic subject leading to viable careers. He provided an 
overview of the industry, history, key figures and drivers, 
government strategic initiatives from around the world, 
and case studies.

The talk attracted over 30 members who are either investors 
and entrepreneurs. 

Specific to Hong Kong and this region, the culture and a 
business of play is everywhere. One only needs to look at 
the Jockey Club gambling outlets and Macau casinos. Where 
are the games made? In mainland China in general, there 
is a drive towards promoting creative industries and there 
have been some success stories. Mainland-based investors 
navigate Hong Kong looking for investment opportunities. 
In Hong Kong, we also have executives of many top brands 
looking for new channels and opportunities. Hong Kong 
is one of the easiest places on Earth to arrange a meeting 
at any level. Also, the Hong Kong brand is an advanced 
gateway to the electronic world. As a testbed, Hong Kong 
offers many niche demographic groups, every major culture 
is represented, and it has a technologically advanced 
society always ready to try something new and cool. Equally 
important, Hong Kong is connected to the world in many 
ways through direct flights to the major cities of the world 
and through technology. Hong Kong also has a strong 
culture of games, which include Mahjong, Xiangqi, and 
Soccer. As a close follower of Japan fashion, Hong Kong 
often has priority access to new and innovative ideas and 
products. Perhaps not as well known is the fact that a study 
in The Economist magazine ranked Hong Kong second in 
the world in terms of capital for new ventures. Perhaps more 
importantly, Hong Kong has a strong base of youth and it is 
easy to attract global talent here.



Q&A: Interviews with 
Entrepreneurs

Here we interview two of the 

Chamber’s many entrepreneurs to learn 

the detail about their road to success.
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Brian Brown is a former executive of Morgan Stanley and long-time resident of Hong Kong. 

Since leaving the corporate world, he has authored a book, Chasing the Same Signals, and has 

been involved in a variety of new business ventures. He is founder of the Shogi Group, which he 

describes as “an alternative to alternative investments”. The firm approaches investment from the 

perspective of a social entrepreneur, looking at the needs of the community and then finding 

creative partnerships to organise and to achieve a desired impact. They are active in factory re-

development, agriculture, education, and elderly services. We sit down with Brian to find out how 

and why he turned one of Hong Kong Industrial buildings into a prosperous multi-purpose space 

and a lucrative investment.

Mass Conversion
Interview with Brian Brown

How and why did you start this industrial 
estate venture?

You’re not really a local until you’ve started speculating in 
real estate. It’s kind of a rite of passage. For me it began with 
a meeting I had with Chris Dillon and Ryder Chau, both of 
whom have been very successful in property investments. I 
was looking for something in that area, and through their 
experiences I became familiar with industrial property. Chris 
wrote a good review of the opportunities in industrial space 
in Hong Kong in his book ‘Landed’, so I spoke with him and 
went to see his place. Ryder and I are also close friends.

What are the factors that help you decide 
on the choice of a factory in Kwai Hing?

To begin with, I was much more interested in To Kwa Wan 
as a location, which is adjacent to Kai Tak. Similar to Chris, 
I needed an office, and I thought that developing industrial 
space would be a nice alternative to renting a B-level office. I 
like To Kwa Wan because of its long-term potential, especially 
with the re-development of Kai Tak. I already live in Kowloon, 
and go running around there, so I had looked in that area. I 
viewed around a hundred different industrial properties in To 
Kwa Wan, Tai Kok Shui and Kowloon Bay.

Brian Brown
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It was really as an afterthought that I 
considered Kwai Hing. I actually hadn’t 
even heard of the area before my wife 
mentioned that an uncle of hers had 
a printing business there. That family 
connection made all the difference; 
we learned that there was a property 
which had been dormant for a very 
long time, and then all of a sudden 
there was some interest in selling. So it 
was simple, I bought my wife’s uncle’s 

place. But for that catalyst I wouldn’t have bought in Kwai 
Hing, or even have gone out there. But once I saw it, I was 
immediately sold, and we procured the property without the 
need for lengthy negotiations.

What should people be prepared for 
when they are also interested in investing 
in a factory site?

First, it’s enjoyable if you like looking at property. Some of 
these units are very nice buildings, with high ceilings and 
gorgeous views. If you’ve got that creative mindset, you’ll 
enjoy visiting and exploring these places. Also, as any long-
term investor would, you will be thinking ‘how will this 
neighbourhood look in ten-to-fifteen years?’

I was looking from an entrepreneurial perspective too. In 
Hong Kong, we have the migration of retail businesses that 
move from the ground floor up to higher levels, and then 
buildings that change from being commercial to industrial, 
or at least less commercial. So, I was thinking: what are the 
most likely types of business to move into this space? It’s not 
going to be retail or SMEs (even though there are a surprising 
number of private/boutique places opening up). There are a 
lot of empty plots, but on the plus side Hong Kong isn’t going 
to build any more factories. Therefore, a lot of places are lying 
completely dormant because no-one is willing to make the 
incremental investment. Many of them are shells. So you have 
to be prepared to bear the renovation costs – this is a major 
barrier to entry for most people.

What are your business plans for the 
factory you acquired that you would like 
to share?

I designed it as a multi-use facility. There are six small offices 
and two big, open rooms. I renovated the space with recycled 
rubber flooring, so that it could be used for many activities: 
as a gym, meeting hall, photographer’s studio, gallery, etc. In 
view my there is a need for large, multi-use facilities. This is 
rare in Hong Kong.

As a consequence of 
building it like that, 
an entrepreneur called 
John Buford (founder 
of Makible Ltd.) wanted 
to rent the whole place. 
Because we were so 
like-minded, he moved in 
even before we finished 
the renovation. So now I 
have a vested interest in the 
prosperity of his business. I 
hope to hold this property, to 
have it in my portfolio – so 
that I have a rental income 
from it for the next twenty 
years or so. It’s a space that 
everyone needs. What I really hope is that property will enjoy 
a sustainable increase in price over the next few years as the 
area develops.

But in terms of new developments, I’ve changed my strategy. 
Instead of acquiring property, I’m going to try to work with 
landlords to redevelop their buildings. So, I will take up cases 
where the property is dormant for whatever reason, and bring 
in an operator who has new concepts for the space. That’s 
my business strategy. I’m looking for an elderly service centre, 
maybe something in the FandB market – like a private club or a 
food storage building.

Is the market still just as buoyant now as 
when you started? Is the trend picking up?

The timing is still great. Industrial areas are being revisited, 
and evaluations have been picking up for the last couple of 
years now – Kwai Hing in particular is a very exciting place. 
There’s plenty of opportunity now, especially for those who 
are planning large-scale developments and conversion 
projects. I think we will see a massive pick-up there, and I’m 
following it very closely. In my own case, I want to find a 
consortium of people who would be interested in investing in 
a major project.

Outside view of the building in Kwai Hing.

Interior views of the Kwai Hing space.

Main entrance.
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Have you noticed a lot of new 
developments of that kind recently?

In the last year, Sun Hung Kai built the Kowloon Commercial 
Centre, which is the spitting image of ICC – it just happens 
to be a bit smaller. The second phase of it has just been 
completed and it’s already sold out. The Billion Group are 
building another Grade A office block right across from the 
Kowloon Commercial Centre. A local investor has just put in a 
bid with the land department to convert one of the buildings 
into a hotel. That area is ideally suited for access to Lantau, 
and to the Kwai Chung logistics area. It’s only ten minutes 
from Kowloon West, and one day the West Kowloon Cultural 
Centre will be up and running, with a high-speed train link 
there and plenty more property developments nearby like the 
Hermitage next to Austin Station. I think Kowloon West will 
become a major financial centre in Hong Kong.

If you had to look somewhere else, where 
would you consider investing now?

I missed the boat on the other areas we’ve already mentioned, 
but there’s still plenty of potential in To Kwa Wan and Hung 
Hom. I’ve been looking at Tai Po as well – that’s a very 
interesting area where the valuations are still reasonable. You 
can still find bargains there.

I’m diversifying, but then I have a more conglomerate 
structure of business in mind. I think it’s very dangerous to just 
have one investment strategy. I’m looking at opportunities 
to partner with different kinds of people, the aim being that 
each stream of cashflow will be different.

When I went into Kwai Hing, that was more a leap of faith, 
but I knew I was going to use it and the downsides were 
relatively predictable. Also, I knew that I was going to be in 
Hong Kong for the next 20 years at least. I knew that I could 
have my kids there practicing cello on the weekend, and that 
I could use it as an office. I could easily see the place being 
useful for all kinds of things.

That multi-purpose outlook is very important. If you just think 
of these things from a property perspective, buying a property 
and hoping someone else will come along and buy it for a 
higher price, that’s not a safe bet. But if you are the operator, 
and you add value to the property, and you’re willing to 
revitalise it, then you’ve got a lot going for you.

Do you have any warnings for potential 
property developers?

First, it’s much more expensive than most people are prepared 
for, because you can’t mortgage this kind of property. It’s 
a very different investment than just paying off a monthly 
amount – it’s a big lump sum of money up front.

Second, there’s a huge variation in the quality of these 
buildings. Some of these buildings haven’t had any sort of 
structural improvements in forty years. In that case, you would 
probably want to put in new elevators. But if you’re going to 
use the space, then it becomes worthwhile, just as it becomes 
worthwhile, over several years, to buy the flat you’re living in 
rather than renting.

Are people still leery about moving their 
offi  ce too far away from Central?

Of course some people are. But when you get out to my area, 
it’s a different ambience – that’s very important to me. The 
things that first attracted me to Kwai Hing were quite simple – 
wide pavements, fairly low-rise buildings, people selling 
fruit. It’s much more spacious and comfortable, and not at all 
inconvenient. Also, nowadays entrepreneurs don’t really have 
to meet people in their office. It’s nice to have that option, 
but it’s also quite okay to arrange to meet someone in a café, 
even if it’s for the first time. I think it’s generally not practical 
to work from home, but you can set up an office anywhere.

Based on your own experience of 
running a factory site in Kwai Hing, what 
are your recommendations for future 
opportunities that other investors/
fi nancial entrepreneurs could explore?

Thinking a bit more broadly, the empty industrial space could 
fulfil all kinds of needs in Hong Kong. There’s a need for care 
homes for the elderly, there’s a pressing need for low-cost 
housing, and there’s a need for more teaching space too. 
Former industrial space could fulfil a lot of those needs. The 
creative industry is making a large footprint too now – that 
too needs space – just like the artists’ community in Shek Kip 
Mei. So, you could combine art display with businesses that 
attract people in-private kitchens for example. Those kinds 
of set-ups can be very complimentary, and of course that’s 
already in evidence because people here are very creative. 

The Makible team in their ‘maki-lab’.
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Canadian businesswoman and international lawyer 
Elizabeth L. Thomson, founded ICS TRUST in Hong Kong 

in 1980, building a worldwide reputation by providing highly 
successful trade services for clients doing business in China, 
and using Hong Kong as a gateway. Acquired in June of this 
year by global giant Orangefield, a comprehensive service 
provider and fund administrator with 16 offices worldwide, 
the new company, known as Orangefield ICS Limited offers 
unrivalled, innovative solutions for companies wishing to do 
profitable business with China, while minimising risk as well 
as logistical, financial, procedural and cultural headaches.

We talked with Ms. Thomson to learn more about her current 
work and successes in helping firms do business in China 
using Hong Kong as a gateway.

“The case for Hong Kong as a gateway is quite clear,” Ms 
Thomson said. “By virtue of the post-1997 ’one country, two 
systems’ principle, Hong Kong holds the unique advantage of 
being both a Chinese city and a global trading centre with an 
independent judiciary, low taxes, world-class infrastructure, 
and a free flow of information, capital and labour. As a 
result, Hong Kong is consistently acknowledged as the single 
most competitive city from which to do business in China. 
Since 1980, we have given our clients a total solution for the 
China market through this unique entry point. Simply put, 
our services are designed to remove the uncertainties and 
concerns of doing business in this complex and unfamiliar 
country. With our help, many foreign companies use HK as 
their management and operational centre to provide a firewall 
that protects their business interests from potential legal and 
financial risk exposure on the mainland.”

“It’s an exciting time to be in this business,” she continued. 
“As international and regional markets continue to evolve, 
we are strategically positioned to help companies capitalise 
on new opportunities through our complete set of trade 
services, notably through our Direct Import (DI) program. We 
help companies get up and running cost-effectively here in 
a surprisingly short period of time, usually handling all the 
critical back-end logistics, so that they can focus on growing 
their business. They don’t have to have employees in Hong 
Kong or even in Asia. In a nutshell, we provide the legal, 
financial, and regulatory advice firms need to set up a Hong 
Kong-based business, often taking on back office functions 
such as administration, day-to-day accounting and the firm’s 
banking business so that executives have the time to focus on 
their core business.

The benefits of being here are enormous. Once companies 
have a base here, it’s easier to find new international buyers 
as they are viewed as an Asian vendor. Having a presence, 
even if only a virtual one, commands greater respect and 
credibility from Asian vendors and customers as it says you’ve 
made a commitment. Being here also gives firms a strong 
financial edge: You can sell either FOB Asia or ex-warehouse 

CE: CANCHAM Exchange 
ELT: Elizabeth L. Thomson 

Elizabeth L. Thomson
Orangefield ICS

Providing the
Backup
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to reduce inventory and save money. You can also generate 
more orders because once you have a Hong Kong office, you 
can sell FOB to any Asian port and often at a lower price. With 
most fees being transaction-based, the cost of administering 
a Hong Kong subsidiary is dedided by how much business is 
transacted through it rather than by the millstone of a large, 
fixed overhead. The FOB model also allows companies to 
increase sales without tying up capital or arranging credit. 
Should you need credit lines, obtaining them is much easier 
with your ’local’ track record. Naturally there are significant 
tax advantages as well: you are likely to be taxed at 0% or a 
maximum of 16.5%.

CE: Could you give us some examples of the firms, especially 
Canadian firms, that you work with?

ELT: Certainly. One great example is a Montreal-based 
entrepreneur who began sourcing home appliances in 
China in the mid-1990s and importing them to sell to 
Canadian Tire. Five years ago, Canadian Tire insisted on 
buying the product directly from Asia. Unless our client 
could find a way to sell on an FOB Business, he would lose 
his business. We devised a customised solution where we 
handled all of his day-to-day commercial activities in Hong 
Kong, so he could focus on finding and selling his product. 
Even better, our client used his Hong Kong company to 
build relationships with other large retail chains in North 
America, such as Wal-Mart and Sears. A few years ago, his 
Canadian company and the Hong Kong subsidiary were 
bought by a large, listed US company for USD600 million. 
As the head of a division within that larger company, he 
still retains our services for his trading transactions in Asia. 
We love stories like this one.

 Another recent example is an entrepreneur in the luxury 
yacht industry who had been working with a Shenzhen-
based ship builder to manufacture mid-sized yachts. 
Business boomed and orders grew far outstripped 
existing production capacity. Cleverly, the client seized 
this as an opportunity to expand his operation, reduce 
production costs and enhance quality controls. Working 
together, Orangefield ICS helped this client form a China 
strategy that positioned his company for the long term 
using our proprietary Virtual Administrative Support 

Model to help realise his objectives. We got the client 
up and running in eight months rather than twelve by 
conducting a feasibility study (first two weeks), drawing 
up a comprehensive business plan (week four) securing 
the government land contract (month five), incorporating 
the Hong Kong company (month six) and establishing 
the Chinese WFOE, or Wholly Foreign Owned Enterprise, 
in month seven. This collaborative effort resulted in a 
China launch which helped the client dramatically exceed 
his initial expectations. We live not only to reach the 
goal, but to exceed it.

 While we work with firms from all over the world, in 
the past we’ve helped a wide variety of both large and 
medium-sized Canadian companies to surmount diverse 
market entry and operational challenges with excellent 
results.

Just three of the many companies they have worked with are:

A CAD45 million-a-year tool and die manufacturer to 

establish and manage a Hong Kong headquarters for their 

international business – including all commercial services 

and banking for worldwide sales – while also establishing a 

representative office in China to provide marketing, design 

and quality control support.

A CAD70 million a year importer of fashion apparel from 

Montreal whose larger customers, mostly North American 

retail chains, insisted on buying directly from Asia on FOB 

terms. We responded by setting up a Hong Kong trading 

subsidiary for these FOB sales, managing all of the HK 

company’s letters of credit, banking, accounting and liaison 

with factories in China, freeing them up to expand into new 

markets in Japan, Korea and China.

A CAD350 million-a-year publicly traded industrial 

chemical company to avoid a major competitive product 

threat in one of their leading categories. This entailed 

negotiations to buy the Chinese factory’s product and 

then sell that product through the Canadian firm’s own 

distribution network, along with the establishment of a Hong 

Kong company to handle international sales and marketing.
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ELT: Following the efficient resolution of both these 
challenges, these companies, like all our clients are now 
able to concentrate on developing their core business as 
well as expansion or investment opportunities,”

CE: What are some of the key trends you’re seeing in your 
business?

ELT: We’re seeing quite an increase in queries from 
companies in many different sectors. One of our 
largest and most interesting assignments was helping 
a publicly listed North American mining company that 
wished to expand its operations throughout the Asia 
Pacific region. We advised on the appropriate holding 
structure - leveraging the benefits of using Hong Kong 
as a headquarters - and taking on all the company’s 
back office functions. This entailed providing strategic 
advice on the optimal corporate structure, setting up 
all the necessary bank accounts (also serving as the 
signatory to the accounts to facilitate transactions and 
treasury services on the client’s behalf), tax and labour 
compliance; and providing accounting and financing 
solutions: we helped our client with placing private 

funding from Hong Kong. We also coordinated their 
setting up representative offices in the Philippines and 
Mongolia and helped establish their China structures.

 By entrusting these services to us, the client is now able 
to focus on their individual mining projects within Asia. 
They have a corporate structure which mitigates their risk 
and financial exposure, and they also have a sound exit 
strategy.

 Basically, we are here to help take the difficulty out of 
doing business in Asia, especially China. I’m very pleased 
to say we have a success story for just about every 
industry. So if you are thinking of entering the market, or 
you are already here but having difficulty, or you would 
like help with you expansion plans, please contact us.

A self- described “lawyer by profession, entrepreneur by 
choice,“ Ms. Thomson is a Governor of both the Canadian 
Chamber of Commerce in Hong Kong and the American 
Chamber of Commerce in Hong Kong. Ms. Thomson is a 
member of the Law Societies of Ontario (Canada), the U.K., 
Hong Kong and Australia. 
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AlphaPowerMBA
Founded by a Yale MBA alumna and admissions interviewer, 
AlphaPowerMBA is a consultancy specialized in MBA, EMBA 
and specialized graduate management admissions. We are 
dedicated to opening doors to the world’s Top 20 business 
schools by delivering personalized, unprecedented MBA 
application preparation unlike any other in the Greater China 
Region.

The MBA Reality
In certain top MBA programs, 40%-50% of the applicant pools 
originate from China, India and other Asian countries. Yet, only 
approximately 8%-10% of the Chinese and Indian candidates 
receive admissions at the end. That is 4x to 5x lower than the 
acceptance rate of 40% for U.S. candidates.

In a field where the majority of applicants carry an impressive 
resume, you need to arm yourself with a unique brand that 
makes a difference between acceptance and rejection.

Our Solution
We encourage and instruct you in developing a personal 
brand confidently through thorough self-examination; and 
then coach you how to convey that message effectively to 
an Admissions Committee. This will provide you with an 
advantage over other Asian applicants, who traditionally lack 
those two abilities and consequently face rejection by top 
schools. We want to turn the tables for Asian applicants, giving 
them a competitive advantage and improve overall acceptance 
rates for them.

Our People
Our Managing and Principal Consultant are former MBA 
admissions interviewers at Yale School of Management and 
Kellogg Graduate School of Management respectively; so we 
know the process inside and out. Over the years, we have 
discovered our true passion in helping others obtain the same 
success we have. This propelled us to launch AlphaPowerMBA, 
a place where clients can learn from “an insider”. It is the 
well-rounded combination of MBA learning, admissions and 
professional experience that sets AlphaPowerMBA apart from 
other consultants in the Greater China region.

Vince Chan MBA (Yale) CFA CPA, Founder and Managing 
Consultant
Paul Lee MBA (Kellogg), Principal Consultant
www.AlphaPowerMBA.com
(852) 2251-8521

bma Catering Management Ltd.
bma Investment’s Catering Management Limited oblique 
to provide top catering service to our customers. With our 
wholehearted belief to take catering to a new level, we 
rebranded The Tonno at the heart of Wan Chai to a first-of-its 
kind entertainment complex in Hong Kong. It aims to create a 
new definition of entertainment in town by building a complex 
where people can find bar, club, restaurant and karaoke on 
one site at one time. 

Greeted by the upscale Tonno Bar at the ground floor, it 
revitalizes the concept of a street level bar with chillness 
and hipness. The boutique café Tonno Kitchen upstairs is 
highlighted as a place for recharge. Our signature coffee 
Ricarica, which stands for “recharge” in Italian, gives a perfect 
escape in a worn-out day. Nevertheless our freshly baked 
cake and signature Italian pasta will ease your mind with 
delicacy. On the other side, Shanghai Lo serves sumptuous 
Shanghainese cuisine in opulent and stylish surroundings. 
The dining area is lavishly deck-out with dark wood and 
extravagant décor that revives the heydays of Shanghai.

Red MR on the second level is an all-new Red MR flagship 
venue with rooms in various sizes to accommodate parties in 
different magnitudes. High-tech entertainment pleasures are 
endless in Red MR, from high-end karaoke to interactive touch-
screen e-table. Red MR branch locations currently include 
Causeway Bay, Wan Chai, Tsim Sha Tsui and Mongkok, hence 
Kwun Tong shop by the first quarter of 2013.

bma Catering Management Ltd. also comprises Loyal Dining in 
Central. Loyal Dining derives from the idea of revisiting the 60s 
British colonial era, when East meets West, and contributes to 
the classic dining experience infused with the unique tradition 
of Hong Kong.

Cherry Lo, Executive Director
Josie Lock, Director – Business Development & Marketing
(852) 2378-3166
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Bloop
Located in the epicenter of Hong Kong’s nightlife, Bloop is a 
brand new shisha lounge opening on April 2nd 2012. Perched 
on the 21/F of the Ho Lee Commercial Building in Lan Kwai 
Fong, above the well-known hotspots of Volar and Insomnia, 
Bloop’s customers enjoy over 3,000 sq. ft of luxurious, prime 
real estate and a breathtaking 360� view, from one of the 
largest set of outdoor terraces in LKF, that extends out over 
most of Central and Sheung Wan. The interior of Bloop is just 
as, if not even more, impressive; a dominating 8-metre long 
aquarium filled with blacktip reef sharks and stingrays astounds 
all who visit and a very select few VIPs will even be allowed the 
opportunity to feed these majestic predators of the deep blue!

Bloop can be roughly split into 3 separate zones, the main, 
auxiliary terrace and VIP zones, giving our customers the 
flexibility to host separate events at the same time.

Bloop is currently the first and only shisha lounge in the greater 
Lan Kwai Fong area to offer its customers the premium choice 
in shisha tobacco - “Starbuzz”. Bloop offers a multitude of 
flavors ranging from classic tastes such as “Grape” or “Apple” 
to specialty aromas like “Classic Mojito” or the wildly popular 
“Blue Mist” to daring blends like “UFO” or “Pink” that are fit 
only for the most adventurous and brave shisha enthusiasts.

Bloop was first conceptualized and put into motion to satisfy 
the demands of shisha enthusiasts for better service and better 
quality. “Horrible service” and “Bad quality” are two traits that 
have been associated with shisha for far too long in LKF and 
Bloop aims to disprove that stigma.

We at Bloop firmly believe that not only is it possible to provide 
excellent service and quality for a fair price, it should and 
must be done. Bloop is absolutely committed to its pledge of 
providing the best of everything to our customers. Be it the 
excellent quality of our shisha, the dedicated service of our 
staff members, or the mouth-watering taste of our various 
foods & beverages, the divine experience at Bloop will have 
you coming back for more!

Alwin Wong, Managing Director
Kenny Kwan, Senior Operations Manager
www.bloop.com.hk
(852) 2686-1234

CBM Asia Development Corp.
CBM Asia Development Corp. is a TSX Venture-listed (TSX.V: 
TCF) oil and gas junior focused solely on the exploration 
and development of coalbed methane (CBM) in Indonesia. 
Working with local partners, the company holds interests in 
five awarded Production Sharing Contracts and one joint study 
with a gross acreage of 6,863 km2 in high-potential basins. 
The Company’s management team has extensive experience in 
the development of CBM projects, with the objective to bring 
proven global technologies and practices to Indonesia, which 
has one of the largest CBM resources in the world with a 
potential 453 trillion cubic feet in-place, more than double the 
country’s natural gas reserves (Stevens and Hadiyanto, 2004).

CBM Asia’s investment strategy is to aggressively expand its 
portfolio of high-quality CBM exploration properties in Indonesia 
- with the aim to generate 10-15 Tcf of net recoverable 
resources - and de-risk them through low-cost corehole drilling 
programs to achieve early-stage commercial production and 
cash flow, and then sell the asset to a Major seeking to capture 
a de-risked property with large development potential.

Alan Charuk, CEO & President, Director
Adam Clarke, VP Corporate Development, Director
Mathew Tremblay, Consultant
www.cbmasia.ca
(852) 9106-4969

Cebu International School
CURRICULUM:
Cebu International School is an IB World School, and has been 
since 2000. It is a PYP candidate school (June 2011) and has 
been authorised to deliver the IB Diploma in Grades 11-12 
since 2000. The IB philosophy and practices inform both 
Curriculum and Assessment throughout the school from Pre-
School 3 (3 year old), through the Middle School High School, 
and directly leading to the IB Diploma in Grades 11-12. The 
foreign languages we offer from Grades 1-12 are Spanish 
and Mandarin Chinese. We have a strong ESOL programme 
to support students who do not have English as their first 
language. Our learning needs programme provides both 
support and extension, depending on the individual child.

OUR MISSION:
The mission of CIS is to recognize and nurture potential, and 
empower all members of its community to have a positive 
impact on our changing world.

Together we are RESPONSIBLE, RESPECTFUL, PREPARED.

ACCREDITATIONS:
Cebu International School is the only school in the Philippines 
with accreditation awarded from three different accrediting 
organizations: Council of International Schools (CIS), Western 
Association of Schools and Colleges (WASC) and Philippines 
Accrediting Agency for Schools, Colleges and Universities 
(PAASCU).

Paula Viegelmann-Ruelan, Marketing Manager
Emma Peligrd, Registrar & Admissions Manager
Deidre Fischer, Superintendent
www.cis.edu.ph
(6332) 401-1900

Censere
Censere is a transaction support and value consulting group 
which operates throughout Asia Pacific – Auckland, Bangkok, 
Beijing, Hong Kong, Kuala Lumpur, Maldives, Seoul, Shanghai, 
Singapore, Sydney, Taipei and Tokyo.

We combine our valuation, research and advisory skills to 
provide unique and comprehensive services to our clients.

Our clients range from SME's to multi-national corporations, 
banks, insurance companies, investment funds, financial 
advisers, audit firms and legal advisers - in fact, anyone who 
requires quality, independent advice.

Censere Group offers a unique mix of skills and services to 
clients via its network of offices throughout Asia Pacific. In 
fulfilling the needs of each client, Censere combines the 
experience and skills of our partners and staff with the highly 
specialised industry knowledge available through our affiliate 
network.

Internally we are structured into four operating divisions as 
follows:

• Financial Valuation and Advisory
• Intangibles Valuation & Advisory
• Research
• Tangibles Valuation and Advisory

Practically, we offer a matrix of services which doesn't follow 
our divisional structure. Our internal structure enables Censere 
to develop our core strengths, while the benefit to clients is the 
ability to blend these core strengths into coherent solutions in a 
variety of situations. Below are some of the areas that Censere 
is known for:

• Equity Capital Markets
• Financial/Tax Reporting
• Fund Management
• Insurance Management
• Intellectual Capital Appraisal & Reporting
• Intellectual Property Commercialisation
• Litigation Support
• Mergers & Acquisitions/Divestments

We look forward to helping you achieve your objectives.

Brett Shadbolt, CEO
Jean-Baptiste Roy, Associate Director
www.censere.com
(852) 2511-2011

Corporate Members
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CLS Communication
CLS Communication is one of the largest language services 
providers in the world. Offices in Europe, Asia and North 
America give the company global flexibility round the clock. 
CLS’s core business is translation, writing and editing in the 
banking and finance, life science, insurance and consulting 
industries, media, as well as the public sector.

Over 600 in-house staff and 3,000 external language 
specialists write, edit and translate texts in any language. The 
latest technology ensures the highest levels of security and 
confidentiality, and CLS’s team of dedicated project managers 
provide exceptional client service.

In Asia since 2005, CLS Communication has established full 
service offices in Singapore, Hong Kong, and Shanghai and a 
Sales Office in Beijing. Our Asia team of in-house translators 
for Chinese, Japanese, and English as well as our network of 
export external partners are supporting numerous financial 
institutions and solutions providers in the region.

Translation
Chinese, Korean, Japanese and other Asian languages as well 
as all European languages

Interpretation
Simultaneous and consecutive interpretation for conferences or 
business meetings

Writing
Producing content from scratch with proper guidance support 
from our clients

Editing
Reworking pre-written text for quality in style, tone, spelling, 
and grammar.

Transcription
Producing written records of audio and video files

Staffing
Staffing of translators, equity research editors, and other 
language experts for financial institutions.

Virtual Data Room
Virtual Data Room for large litigation and M&A transactions 
through partner BMC SmartRoom

The latest technology and strictest standards ensure security 
and confidentiality. CLS Communication keeps pace with 
innovation in the communication industry and helps its clients 
maintain a targeted, multilingual and authentic dialogue with 
their audience.

The company's client base now includes around 2,000 clients, 
from prominent, global companies to small and medium-sized 
businesses.

Noel Narciso, Head of Sales, Asia Pacific
Raymond Mak, Regional Financial Controlled General 
Manager HK
Karen Chan, Business Relationship Manager
www.cls-communication.com
(852) 2117-1852

CPP Investment Board
CPP Investment Board (CPPIB) is a profesional investment 
management organization that invests the funds not needed 
by the Canada Pension Plan (CPP) to pay current benefits on 
behalf of 18 million Canadian contributors and beneficiaries. In 
order to build a diversified portfolio of CPP assets, CPPIB invests 
in public equities, private equities, real estate, infrastructure 
and fixed income instruments. Headquartered in Toronto, 
with offices in London and Hong Kong, CPPIB is goverend and 
managed independently of the Canada Pension Plan and at 
arm's length from governments. At March 31, 2012, the CPP 
Fund totaled of $161.6 billion. For more information about 
CPPIB, please visit http://www.cppib.ca

Mark Machin, President
Ted Lee, Senior Portfolio Manager
Suyi Kim, Managing Director
www.cppib.ca
(852) 3973-8787

CWCC
CWCC is a professional advisory firm (Certified Public 
Accountants Firm) established since 1986, providing a full 
range of business services in Hong Kong and major cities 
throughout China. We are an affiliate firm of Kingston Sorel 
International, an international network of accounting firms. 
CWCC has earned an international reputation as one of the 
leading firms in the industry because we care for our clients 
and strive to offer the highest possible standards of experts, 
personalized service.

For 27 years, CWCC has supported entrepreneurs and investors 
worldwide in the design, implementation and operation of 
their business projects with China and in China. Our firm has 
six partners and over 200 colleagues, servicing more than 
2,000 clients from Hong Kong, China, Europe, North and 
South America, Australia, Japan and other Asian countries.

Latin Desk
CWCC maintains a Business Advisory desk (Latin Desk) to 
provide premier services for businesses from the Americas and 
Europe and for Asian companies expanding into these markets. 
We help our clients to make the right decision, create optimal 
operation structures, manage the risk, reduce the cultural gap 
and overcome the barriers of language.

CWCC offers ‘all-inclusive’ in-house services to its clients 
including:

Consultancy
• Analysis of investment and operation scenarios
• Recommendation on entrance models to the China market
• Protection and intellectual property
• Migration consultancy

Advisory
• Establishment of business entities in Hong Kong and China
• Due diligence
• Investment capital
• Initial public offering
• Risk management

Support
• Accounting
• Auditing
• Taxation
• Human resources and payroll management

Thomas Wong, Partner
Winnie Li, Director
Delilah Li, Senior Advisor
www.cwcccpa.com
(852) 2956-3333
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The Excelsior
A member of the prestigious Mandarin Oriental Hotel Group, 
The Excelsior is one of Hong Kong’s most popular hotels and is 
located in the centre of Causeway Bay, Hong Kong’s shopping 
and entertainment district, overlooking Victoria Harbour and 
directly behind the famous Noon Day Gun. Many of the 864 
well-appointed guest rooms and 22 suites enjoy spectacular 
harbour views. Facilities include meetings spaces that can 
cater for up to 450 delegates, well equipped business centre, 
exclusive Executive Lounge, seven award wining restaurants 
and bars including ToTT’s and Roof Terrace that enjoy 270 
degree panoramic view of the city, authentic Cantonese cuisine 
restaurant Yee Tung Heen, Cammino Italian restaurant, Café on 
the 1st serving all-day dining, the popular sports pub Dickens 
Bar and EXpresso offering freshly brewed coffee, sandwiches 
and salad. The Excelsior Wellness Centre offers state-of-the-
art fitness equipment and a comprehensive range of signature 
Mandarin Oriental facial and body treatments. All guest rooms 
and public area provide WiFi internet access.

Noel Chai, Director of Sales and Marketing
Eric Kee, Hotel Manager
Wendy Lee, Director of Communications
www.mandarinoriental.com/excelsior
(852) 2837-6866

Fung, Yu & Company
Established since 1973, Fung, Yu & Company, Certified Public 
Accountants, has a long history in serving clients from many 
industries in Hong Kong. We have a vision to become the 
top tier among the 1,200 local accounting firms. The merger 
of the two professional firms, namely Fung and Company, 
Chartered Accountants, and Frederick Yu & Company, Certified 
Public Accountants, which was established in 1965 and 
1969 respectively, makes the vision possible. The founding 
of this firm was even before the establishment of the Hong 
Kong Institute of Certified Public Accountants, previously the 
Authorized Auditors Board.

After more than 30 years of practices, our firm has grown 
steadily from a small accounting partnership into a widely 
known accounting firm in Hong Kong. The firm is currently 
located at the Hong Kong Trade Centre in Sheung Wan, with 
over 80 professional staffs in auditing, taxation, accounting 
and corporate services. Our clientele consists of hundreds of 
small and medium sized enterprises, including and not limited 
to clients from manufacturing, merchandising and property 
management. We also serve various law firms, technology 
service providers, securities dealers, insurance brokers, 
investment and mutual funds companies as well as other non-
profit making organizations.

Our main objective is not only being a professional accounting 
service provider, but also a valuable business partner to our 
clients. Besides providing them professional advices and 
solutions to their daily taxation and accounting enquiries, 
we also support them with corporate secretarial services. We 
aim to maintain our independent role while assisting them in 
their business growth. Understanding our client’s needs and 
using our professionalism to assist them while maintaining 
our independent role are our sole focus. Our objective is to act 
as a valuable partner to the clients. We believe that we have 
accumulated sufficient experience to assist them professionally 
and efficiently in accounting, auditing and taxation matters. 
We help them to grow and keep up their abilities to fulfill the 
need in today’s changing business world. Being their partners, 
we minimize their burdens and issues which are costly and 
time- consuming if handled by themselves.

Philip Yu, Corporate Services – Manager
Daniel Chan, Corporate Services – Supervisor
www.fungyucpa.com
(852) 2541-6632

Galleon International Limited
Galleon International Limited is an acclaimed gourmet supplier 
in Hong Kong. We are proficient in supplying premium frozen 
& chilled beef, pork, lamb, poultry, seafood, & processed foods 
from around the world, and providing quality service to Hong 
Kong, Macau and China market. Aiming at delivering the best 
to gourmet lovers, Galleon International directly imports and 
carries a list of exclusive brands ranging from Iberico pork, 
organic poultry to Japanese Wagyu, and many more.

Galleon International was established in 2008 by a group of 
industry gurus who have been devoted to frozen food trading 
for over 30 years. With a wealth of product knowledge, 
experience, connection and long-term vision, we are in 
promising growth while gaining solid reputation from both 
customers and suppliers. We also have strong links with various 
industry bodies, such as Canada Beef International Institute, 
USMEF, USAPEEC, which do strengthen our sales & marketing 
support to customers.

With discerning consideration, Galleon International has 
explored retail business in fine foods as well. Successful 
role model “DeliFans” (www.delifans.com.hk) has fueled 
confidence for further development. Membership system 
attracting thousands of gourmet lovers (mostly from high-
income sector) enhances enjoyment of worldwide delicacies 
through various promotion programmes.

To strive for excellence, delightedly Galleon International has 
joined forces with another dragon, Smartwill Group, a well-
founded conglomerate in edible oil, agricultural products and 
beverage industry in the territory. Synergy is therefore achieved 
to help the companies to stretch wings at elevated level.

Our Edges
• Wealth of product knowledge
• Rich experience in the industry
• Intimate connection with worldwide quality food suppliers
• Stable supply of top quality products
• New products available at first hand
• Long-term vision. Open to new products development
• In close collaboration with various industry bodies e.g. 

USMEF, CBEF, ASMI, USAPEEC, MLA, etc.
• Stronger support in sales & marketing

Lap Shing To, Managing Director
Jason Leung, General Manager
Fiona Chan, Senior Manager
www.galleon-intl.com.hk
(852) 3769-2373
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Hard Rock Cafe Hong Kong
Hard Rock Cafe Hong Kong opened its doors April 2011, 
inviting all music and food lovers to enjoy our fun and exciting 
dining and live music experience. The décor creates a unique 
and stylish atmosphere, adorned with beautiful original 
memorabilia. Perfectly situated in the center of Lan Kwai Fong, 
the restaurant is an instant hit with both tourists and locals.

The Hard Rock Cafe Hong Kong may be known for live shows 
and classic music memorabilia, but you cannot go past the 
food! The Hard Rock Cafe serves millions of people worldwide, 
and the quality is as outstanding here in Hong Kong. The Cafe 
is open daily, year round for lunch, dinner, snacks and late 
night entertainment.

Our Hard Rock is famous for its Hickory Smoked Chicken 
Wings; spicy and delicious snacks before you move on to 
a legendary burger or steak for your main course, we also 
feature a wide range of refreshing cocktails and cold beers 
on tap.

Music is what Hard Rock Cafe is all about, with music videos 
played throughout the cafe and live music and entertainment 
almost daily.

Visit our website www.hardrock.com/HongKong, facebook.
com/HardRockCafeHK and weibo.com/HardRockCafeHK for 
more information.

More about Hard Rock International
With a total of 178 venues in 55 countries, including 139 
cafes, 18 hotels and 8 casinos, Hard Rock International is one 
of the most globally recognized companies. Beginning with 
an Eric Clapton guitar, Hard Rock owns the world’s greatest 
collection of music memorabilia, which is displayed at its 
locations around the globe. Hard Rock is also known for its 
collectible fashion and music-related merchandise, Hard Rock 
Live performance venues and an award-winning website.

Stephen Lai, General Manager
Bonnie Taylor-Chu, Sales and Marketing Manager
Remko Engelman, Managing Director – Viet/Thai
www.hardrock.com/hongkong
(852) 2111-3777

ICICI Bank
ICICI Bank is India’s second-largest bank with total assets of 
Rs. 4,736.47 billion (US$ 93 billion) at March 31, 2012 and 
profit after tax Rs. 64.65 billion (US$ 1,271 million) for the 
year ended March 31, 2012. The Bank has a network of 2,772 
branches and 10,000 ATMs in India, and has a presence in 19 
countries, including India.

ICICI Bank offers a wide range of banking products and 
financial services to corporate and retail customers through 
a variety of delivery channels and through its specialised 
subsidiaries in the areas of investment banking, life and non-
life insurance, venture capital and asset management.

The Bank currently has subsidiaries in the United Kingdom, 
Russia and Canada, branches in United States, Singapore, 
Bahrain, Hong Kong, Sri Lanka, Qatar and Dubai International 
Finance Centre and representative offices in United Arab 
Emirates, China, South Africa, Bangladesh, Thailand, Malaysia 
and Indonesia. Our UK subsidiary has established branches in 
Belgium and Germany.

ICICI Bank’s equity shares are listed in India on Bombay Stock 
Exchange and the National Stock Exchange of India Limited 
and its American Depositary Receipts (ADRs) are listed on the 
New York Stock Exchange (NYSE).

Anindita Ghosh, Alternate CEO
Abhishek Gupta, Senior Relationship Manager
Rajat Sood, Head Retail Banking
www.icicibank.com
(852) 2234-2651

International Fine Foods
Based locally in Hong Kong IFF is a unique wholesale food 
company which primarily specializes in the importing of fine 
premium, fresh and frozen foods, dry snacks and beverages 
from the United Kingdom and across the world.

We are pleased to offer our full home delivery service of Quality 
British food favorites and much much more; delivered directly 
to your door on time, every time.

What we offer
We are committed to sourcing an exclusive combination of 
healthy and affordable snacks and drinks to accommodate the 
needs and demands of all our discerning customers. We hand-
picking and offer a diverse selection of quality and only the 
best premium products.

British food includes such favorites as Walker and Burts C risp, 
Black Pudding, and Un-smoked English Bacon, Walsh Spring 
Water, in addition we also have South African % Pure Fruit 
Juice and Premium Dad's Pies from New Zealand.

We are also the sole agent for Whistler Glacier Mountain Water 
from Vancouver, BC.

Arthur Achiam, Managing Director
Dave Bromley, Account Manager
www.iff.com.hk
(852) 3583-3366

The International Montessori School
School History / Profile
The International Montessori School (IMS) is a non-profit, 
dual-language (English & Putonghua Chinese) school catering 
to over 500 children aged 2 to 12. Established by a group of 
parents in 2002, the school mission is to enable each child 
to fully develop his/her individual gifts in a caring supportive, 
respectful and bilingual community. The school spans 3 
campuses on Hong Kong Island with the Primary School 
located in a beautiful, spacious on Tin Hau Temple Road, 
providing a broad range of facilities set against both green 
surroundings.

The Montessori Method
Montessori is an internationally recognized education 
method with a 100 year history of providing a unique and 
enriching education to children all over the world. Based on 
the principles of enquiry-based learning and development of 
the whole child, the Montessori Primary Curriculum shares 
a common philosophy with the International Baccalaureate 
(IB), and satisfies the Primary Years Program (PYP) framework 
criteria for curriculum development. IMS further ensures its 
curriculum meets the US and UK curricula benchmarks. The 
Montessori curriculum gives students structures to categorise 
knowledge, keys to discover, and questions to encourage 
life-long learning, along with the life skills needed to adapt to 
change.

Extending Bilingual Montessori to the Primary Level in 
Hong Kong
As the only Montessori Primary School in Hong Kong, IMS has 
focused on delivering an authentic Montessori education with 
a strong emphasis on dual-language learning. IMS is the only 
accredited Montessori Primary School in Greater China. IMS’ 
Montessori Chinese program provides a unique immersive 
experience which is tailored to each child’s background and 
ability in Chinese, from beginner to native speaker. IMS 
graduates stream successfully into top secondary schools in 
Hong Kong with enhanced social and academic skills, and a 
strong foundation in Chinese and English.

High Quality Teaching Staff
With a class size of 25, each classroom has two qualified 
teachers (one English-speaking and one Chinese-speaking) 
to meet the individual needs of each child. At least one 
teacher is internationally trained in the Montessori method 
and philosophy, and has fulfilled the rigorous requirements of 
the Association Montessori Internationale (AMI), the world’s 
leading Montessori training organization. IMS’ primary 
school also has specialist teachers to provide children with 
well-rounded exposure to Music, Art, Physical Education and 
Information Technology.

Karin Ann, School Founder
Anne Sawyer, School Founder
Jennifer Yu, Curriculum Coordinator
www.montessori.edu.hk
(852) 2861-0339
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King Parrot Group
Established in 1992, King Parrot Group has become one of 
the leading restaurant groups in Hong Kong. The Group 
owns 26 distinguishing brands & operates 36 restaurants 
representing cuisines from Spain, Germany, Thai & Viet, Japan, 
Korea, Middle East, Southeast Asia, Xingjian, Shanghai & 
Sichuan. The Group aims at creating a total dining experience 
with its stunning food quality & services, exquisite interior, 
entertainment & event, music& ambience.

Over the years, King Parrot Group has created a number of 
famous brands among food lovers including El Cid Spanish 
Restaurant, King Ludwig Beerhall, Island Seafood & Oyster Bar, 
China House, The Yuu Japanese Dining.

El Cid Spanish Restaurant is the first theme restaurant brand 
under the Group so as one of the first Spanish restaurants 
in town. Other than Spanish delicacies, you will also find 
Flamenco, Porron drinking and traditional music in El Cid & 
other Spanish brands under the Group and these elements 
become some of the signatures of the restaurant nowadays.

Followed by the launch of its first branch in 2002, King Ludwig 
Beerhall becomes one of the most well-known German 
restaurants in Hong Kong famed for its authentic German 
dining experience with German cuisine & beer, live band under 
the traditional German ambience. Currently, King Ludwig 
Beerhall has four branches in town located in Tsim Sha Tsui, 
Stanley, Wan Chai & Yuen Long respectively.

The Group’s latest move is to introduce avant-garde cuisine 
to the one & only revolving restaurant in Hong Kong by 
launching VIEW62 by Paco Roncero in hands with Michelin 
2-star Chef Paco Roncero from Spain. The restaurant was 
launched officially in June and there was a surge of popularity 
among the city’s gourmets. It is destined to be Hong Kong’s 
hottest restaurant and reinforce itself as an iconic Hong Kong 
landmark.

Anne Chau, Chief Executive Office
Jody Cheung, Managing Director
Keith Chow, Director of Marketing & Business Development
www.kingparrot.com
(852) 3528-8546

Lululemon Athletica
Lululemon Athletica: Our Company History
After 20 years in the surf, skate and snowboard business, 
founder Chip Wilson took the first commercial yoga class 
offered in Vancouver and found the result exhilarating. The 
post-yoga feeling was so close to surfing and snowboarding 
that it seemed obvious that yoga was an ideology whose time 
had come (again).

Cotton clothing was being used for sweaty, stretchy power 
yoga and seemed completely inappropriate to Chip, whose 
passion lay in technical athletic fabrics. From this, a design 
studio was born that became a yoga studio at night to pay the 
rent. Clothing was offered for sale and an underground yoga 
clothing movement was born. The success of the clothing was 
dependent on the feedback from yoga instructors who were 
asked to wear the products and provide their insights.

Naming the Company
The Lululemon name was chosen in a survey of 100 people 
from a list of 20 brand names and 20 logos. The logo is actually 
a stylized “A” that was made for the first letter in the name 
“athletically hip”, a name which failed to make the grade. The 
word Lululemon was created and became the choice because 
it had no prior meanings which meant the association with the 
name had infinite possibilities.

The First Store
Lululemon's first real store opened in the beach area of 
Vancouver BC called Kitsilano, in November of 2000. All 
Lululemon stores aim to become a community hub where 
people can learn and discuss the physical aspects of healthy 
living from yoga and diet to running and cycling as well as the 
mental aspects of living a powerful life of possibilities.

Victor Chan, Showroom Manager, Hong Kong
Richard Tinsley, Liaison Office Director
Milla Wu, Community Leader
www.lululemon.com
(852) 2238-5555

Pacific Coffee Company
About Us – The Pacific Coffee concept was inspired by the 
coffee culture of Seattle, where coffeehouses were community 
hubs, serving great Italian espresso-based coffee in generous 
American sizes, with informality and a friendly attitude. Since 
its inception in 1992, Pacific Coffee Company has provided 
world-class coffee to satisfy Hong Kong's growing demand for 
specialty coffee beverages.

In 2005, this home-grown brand was acquired by Chevalier 
Pacific (Holdings) Limited. Since that time Pacific Coffee has 
grown rapidly, not only locally but with expansion to the 
Chinese Mainland, Macau, Singapore and Malaysia. In June 
2010, China Resources Enterprise, Limited(CRE) and Chevalier 
forged a partnership to further expand the brand in the 
Mainland, with CRE a major shareholder in developing Pacific 
Coffee under the umbrella of China Resources Vanguard's 
retail business unit.

The Pacific Coffee brand is recognized as serving the best 
coffee in Hong Kong, having won numerous consumer awards 
organized by major magazines and websites. Pacific Coffee 
remains to be one of the leaders in the industry and is proud 
to be a home-grown Hong Kong company with the mission to 
provide the Perfect Cup anywhere, anytime.

Corporate Coffee Solutions – Pacific Coffee is reputable 
among local corporate offices as a leading provider of coffee 
solutions. Pacific Coffee assists them with the acquisition, set-
up, training and maintenance of the world's most advanced 
super-automatic cappuccino machines and supply of highest 
quality beans. Our coffee solutions combine the highest quality 
beans, user-friendly machinery and expert coffee knowledge 
into a coffee package that fits different customer's needs. 
What we can provide you with customized solutions in the 
following areas:

• High-end Swiss Made Coffee Machines
• Full Service Maintenance and Technical Training
• 100% Arabica Coffee Beans
• Quality Control and Management
• A Total Coffee Package tailor made for your needs
• Personalized Account Management

Nathan Ho, Business Development Officer
Avis Lam, Deputy General Manager – Business Development
Alvin Sit, Associate Director – Business Development
www.pacificcoffee.com
(852) 2290-6059
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Privé
6,000 square foot basement boasts two bars, state of the art 
screens and an impressive lighting setup. Privé also has top-of-
the-range Funktion-One speakers throughout guaranteeing the 
highest quality sound.

The European-influenced Moroccan design is spacious and 
lends itself well to the many VIP tables on offer. For those 
looking for a more intimate experience, a private room, 
equipped with its own screens and karaoke system is available.

Be sure to head down the Privé for a comfortable escape at the 
perfect location for those who truly appreciate.

John Rana, Director
Shiva Thapa, General Manager
Aaron Miao, Communications Associate
www.prive.hk
(852) 2850-6826

Tethys Petroleum Limited
Tethys Petroleum Limited is an independent oil and gas 
exploration and production company operating in Central 
Asia. The Company has rapidly expanded its geographical 
spread and acreage increase of its projects over the past five 
years; with originally one area in Kazakhstan in 2003, today, 
Tethys has four contracts in the country and has entered into 
two further republics, having signed a Production Sharing 
Contract in Tajikistan in June 2008 and acquired two Production 
Enhancement Contracts in Uzbekistan- one in April 2009 and 
one in May 2012. Tethys is the only independent oil and gas 
company with operations in these three Central Asian republics.

Tethys is a public company based in the British Isles and is listed 
on the main board of the Toronto Stock Exchange in Canada 
(symbol: TPL), the main board of the London Stock Exchange 
in Great Britain (symbol: TPL) and on the Kazakhstan Stock 
Exchange with international institutional funds as its primary 
shareholders.

The Company is focused on the prolific sedimentary basins of 
Central Asia and the Caspian region. It is active in the North 
Ustyurt basin in Kazakhstan, the Amu-Darya basin in Uzbekistan 
and the Afghan-Tajik basin in Tajikistan, unlocking the potential 
of this oil and gas dominated region. This hydrocarbon-rich area 
has been largely underexplored, but is rapidly developing and 
the Company believes that significant potential exists in both 
exploration and in discovered deposits. Tethys’ team has unique 
experience in these areas and to date has carried out extensive 
2D and 3D geological surveys, drilled numerous exploration 
and development wells, made eleven new gas discoveries 
and several oil discoveries. Tethys is strategically positioned to 
benefit from diversified export routes with China as one of the 
potential key export markets for Tethys’ products.

Tethys enjoys, develops and strengthens ongoing successful 
business relationships with local National Oil Companies 
(NOCs) in Kazakhstan, Uzbekistan and Tajikistan and is actively 
seeking new projects to expand its business beyond the areas 
of its current operations.

Liz Landles, Executive Director & Corporate Secretary
Jennifer McDonald, investor Relations Coordinator
David Robson, Executive Chairman and President
www.tethyspetroleum.com
(44) 20-782-1612

Williams Lea
Williams Lea is a leading global BPO organisation. We specialise 
in Corporate Information Solutions in which we re-engineer 
end-to-end business processes to increase the efficiency of our 
clients' internal and external communications. Blending the 
right balance of people, process, delivery and technology, we 
help companies to drive brand consistency, improve customer 
experience and reduce cost, all of which helps clients create 
competitive advantage.

In 2011 Williams Lea acquired Tag, a global marketing 
production agency that provides clients with a wide range of 
marketing services. Collectively, Williams Lea and Tag now 
offer brand owners the ability to execute their marketing 
communications across multiple channels and markets 
using one production platform. Services range from creative 
adaptation to trascreation to print procurement to marketing 
resource management (asset management and workflow 
management). In the UK, the Group also encompasses TSO, 
which provides a range of outsourced communication and 
publishing services to the Public Sector.

The Group employs approximately 11,500 staff across the 
globe, with key locations in the Americas, EMEA and Asia 
Pacific and is owned by Deutsche Post DHL.

We work with many of the world's most respected brands 
in sectors such as financial services, retail, FMCG, telecoms, 
investment banking, automotive, pharmaceutical, professional 
services and the Public Sector.

Recognitions
Williams Lea has been ranked as a top 10 company for 
marketing services, corporate services and document 
management services and a top 20 service provider in the 
financial services, retail and consumer goods sectors amongst 
the world's leading outsourcing companies for 2012 by the 
International Association of Outsourcing Professionals (IAOP).

This is the company’s fourth consecutive appearance in the 
Global Outsourcing 100®, confirming its position as a leading 
global BPO provider.

Caring Company Status
Williams Lea has successfully renewed its ‘Caring Company’ 
status for 2011/12 from the Hong Kong Council of Social 
Service. This prestigious award is in recognition of Williams 
Lea’s corporate citizenship efforts in the local community and 
we are delighted to announce this achievement for the second 
year running.

MNC Top 20
Williams Lea has attained the 13th position on this year’s MNC 
Top 20 ranking. Established by Devott and Chinasourcing. 
The study focused at identifying the development of the most 
powerful and influential multinational outsourcing enterprises 
in China, promoting closer exchanges and cooperation with 
local Chinese outsourcing enterprises.

Todd Handcock, CEO, Asia Pacific
Kint Hui, Marketing, Asia Pacific
Andrew Lee, Country Manager, Hong Kong
www.williamslea.com
(852) 2890-0000

Xin He Audio
Our corporate name Xin He (信和), which in Chinese 
character means “Reputation” and “Harmony” is named after 
our business philosophy, “Reputation wins loyalty. Harmony 
collects wisdom.”

Established in 1982, Xin He Audio is one the biggest luxurious 
audio equipments exclusive distributor in China Mainland, 
Hong Kong and Macau. With 30 years of experience in the 
audio industry, Xin He Audio offers a wide range of products 
and services. Our prestigious product range includes home 
audio, car audio, marine audio, public / hotel audio and 
acoustics treatment materials.

We have a team of well-experienced acoustics technicians 
which can provide professional home theater, musical hi-fi, 
dynamic car and marine audio electronic, architectural, and 
acoustic design and consulting services, as well as acoustic/
electronic equipments repair services.

Xin He Audio is exclusively distributing over 10 world class 
prestigious audio brands mainly from Europe and North 
America: Focal, Triangle, Auditor from France, JL Audio, 
Dynamat, Audio Engine, and Kubala Sosna from the United 
States , Chord Electronics and Genesis from the United 
Kingdom, DLS and X-Program from Sweden, System Audio 
from Denmark, and Revox from Germany and Switzerland.

Xin He Audio is also the car audio supplier to many auto 
manufacturers, auto brands that you often see on the road. 
Over the past 30 years, we have established a huge sales 
network composed of hundreds of dealers, retailers and car 
shops wide spreading in almost every city, and province in the 
greater China including Hong Kong and Macau. If you are 
interested in any of our products and services, please feel free to 
contact us and our sales representatives will serve and forward 
you to our dealers/retailers/car shops that are closest and most 
convenient for your location.

Carmen Cai, Marketing Manager
Shop 55-57 A, Ground Floor, Green View Mansion, Wong Nai 
Chung Road, Happy Valley, Hong Kong
www.xinheaudio.com
(852) 2525-2188
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blue-infinity
blue-infinity is a professional services company which focuses 
on providing the best in digital marketing, interface design, 
systems integration and technology infrastructure to address 
the challenges of leading organisations. Headquartered in 
Geneva, Switzerland, b-i’s team of over 300 experts combine 
their specialised skills, international culture and cross-industry 
experience to deliver integrated solutions. blue-infinity`s unique 
added value is reflected in our work which spans more than 
100 multi-national clients in over 30 countries, award winning 
projects and strategic alliances with industry leaders.

Please visit www.signaturefrenchwines.com to view an 
example of our latest work for international clients.

About Signature French Wines:
SIGNATURE French Wines, a specialist on-line French Wine 
boutique serving the Hong Kong market carries wines 
exclusively from Domaine de Grands Vins de France, situated in 
the heart of Burgundy. Four stylish wine collections that cater 
to different taste buds, affordable prices and next day delivery 
are only some of the great reasons to taste the wines. The rest 
is in the bottle.

Vonita Samtani, Director Asia
www.b-i.com
(852) 3127-5671

Bridge Consulting International
Bridge Consulting International helps companies increase 
revenues and grow their businesses through custom training 
and coaching programs. We work with senior managers and 
client-facing staff in financial services and technology/ IT 
companies through services including:

• Negotiation workshops
• Effective communication training
• Executive coaching
• Group facilitation

Our methodologies are directly grounded in principles 
developed at the Harvard Negotiation Project, where many of 
our consultants currently teach.

Daniel Green, President & CEO
www.bridgeconsultinginternational.com
(852) 6975-5080

CIHL
Elite ice hockey league CIHL is Hong Kong’s first full contact 
league and covers the Southern China region. Teams represent 
Hong Kong, Kowloon, Macau and Southern China. The CIHL 
offers a thrilling brand of fast-paced, hardhittinghockey and 
in just its second year, has already garnered international 
attention. Along with offering an entertaining family friendly 
product on the ice, the CIHL is working to promote the sport 
across all levels. It is committed to developing top youth 
players, including those in the Hong Kong Under 18 National 
Hockey Program, and hosts students from Hong Kong schools 
as part of its Adopt a School program. An internship program 
for Canadian hockey players began this year to further develop 
the league and the sport. Games take place Saturday nights at 
Mega Box in Kowloon Bay. For more information on the CIHL 
and its initiatives or for partnership opportunities, please visit: 
www.cihl.com.

Gregory Smyth, Director
www.cihl.com
(852) 2892-7389

Cranes Media
Cranes Media is a creative studio with expertise in Branding 
Design, Advertising Communication & Digital Solution. Our 
goal is to always communicate your message to the world 
with a clear, creative and powerful voice. Using the latest 
multimedia technology, stunning graphics, and skillfully crafted 
layouts, your services and products will be presented with 
the highest level of detail and effectiveness. From the initial 
conceptual designs to the nuts-and-bolts of functionality, we 
know what it takes to get it right. It’s the power of balance and 
style with ideas that soar beyond your imagination.

Anne Yeung, Director
www.cranesmedia.com
(852) 2806-3896

Dr Susan Jamieson & Holistic Central 
Medical Practice
Dr Susan Jamieson & Holistic Central Medical Practice provides 
the very best of modern medicine augmented by a range 
of complementary, traditional therapies. Holistic Central 
was established by Dr Susan Jamieson, Hong Kong’s most 
experienced ex-pat doctor, with over 24 years of experience. Dr 
Jamieson is an expert in integrative health, combining Eastern 
and Western medicine into her practice. Dr Susan Jamieson is 
also a well-known humanitarian and published author. Holistic 
Central Medical Practice’s therapies include: General Practice/
Family Medicine, Traditional Chinese Medicine, Acupuncture, 
Hypnotherapy, Psychotherapy, Counselling, Happiness 
Coaching, Homeopathy, Kinesiology, Cranio-sacral therapy and 
Fascia therapy.

Susan Jamieson, CEO and General Practitioner
www.drsusanjamieson.com
(852) 2523-8044

FF Luxuries Boutique
FF Luxuries Boutique specializes in 100% authentic and 
new designer brands at discount prices. We are located in 
Causeway Place Mall in Causeway Bay (MTR exit E). FF Luxuries 
Boutique has a close working relationship with brand name 
suppliers in Italy, France and countries all cross Europe.

To ensure prestigious style at the best prices, our selection of 
designer items are carefully hand picked to the satisfaction of 
our customers. We carry a wide range of designer handbags, 
purses, wallets, messenger bags, large and small totes, 
luggage, sunglasses and leather accessories. They include all 
the popular brands as Burberry, BV, Balenciaga, Celine, Chloe, 
Dolce&Gabbana, Ferragamo, Proenza Schouler, Fendi, Gucci, 
Tods, Prada, YSL, and even pre-order items from Hermes and 
watches from Rolex, Cartier, IWC, Panerai and many more.

Marselle Ma, Director
www.ff-boutique.com
(852) 2697-9938

Grunberger Diamonds
As a family business, Grunberger Diamonds, has been a reliable 
source for diamonds for over 80 years. Beginning with many 
decades of research and innovation, Grunberger Diamonds 
developed the techniques and quality controls to produce Ideal 
Cut Melee stones. Today we deliver the best stones for the 
most discerning designers, manufacturers and craftspeople 
internationally. We produce thousands of carats each month 
in over 40 different colors and clarities sorted, using strict GIA 
and AGS 0-1 gemological standards. Our diamond sizes range 
from 0.0025 to 0.40 Ct.

Simon Grunberger, General Manager
www.grunbergerdiamonds.com
(852) 2334-8408

Health Luck Corporation Ltd
Health Luck Corporation Ltd (“HLC”) is a Hong Kong based 
company that specializes in sourcing products from the Ontario 
and Quebec regions. The founder, Mr Billy K. F. Ng in his early 
40’s, received his tertiary education in Economics from the 
University of Western Ontario. After gaining a no. of years 
of management expertise in both the financial & industrial 
sectors, he decided to combine his entrepreneurial spirit and 
his passion for quality Canadian food and set up HLC.

Health Luck Corporation Ltd (“HLC”) is the sole distributor 
and agent in Hong Kong and Macau for La Ferme Martinette 
and Gourmet Collection. On the company website (http://
www.hlcorpltd.com/) you will find a wide array of maple 
syrup products from these companies. “HKC” also carries red, 
white and ice wines from Domaine St-Jacques in Quebec. In 
additions, the company runs baking classes for parents and 
children using maple syrup.

We look forward to working closely with CanCham and 
bringing you more quality Canadian goodies in the future!

Billy Ng, Director
www.hlcorpltd.com
(852) 2553-3820
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JStewart Golf
JStewart Golf is one of the few companies in the world able 
to offer a variety of custom made golf products with a low 
minimum order. We are ideally situated in Hong Kong /China 
and have direct access to numerous factories in the region. We 
personally oversee every order with the factories, to ensure the 
quality and production lead times are met.

Besides the products on our website, we can also source many 
other accessories (including non-golf related items). We create 
a private label for your company! Why advertise and pay for 
a golf brand when you can have your own billboard on the 
fairways of the world?

JStewart Golf supplies promotional accessories and gifts for 
Companies, as well as merchandise for Golf Clubs, Societies 
& Teams worldwide! Our in-house design team will work with 
you to incorporate your logo and any other feature required, 
into your product’s artwork!

James Stewart, Owner/Director
www.jstewartgolf.com
(852) 9381-9670

Laputa Technologies Ltd.
Established in September 2009, Laputa Technologies Ltd. 
(“Laputa”) is a Hong Kong based company servicing the 
Greater China Region. With over a decade of combined 
experience in CRM and Cloud Computing platform, our team 
focuses on providing premier consulting and implementation 
services of cloud based solutions and applications. As a gold 
cloud alliance partner of Salesforce.com as well as a business 
partner of IBM, Laputa has implemented from traditional 
Salesforce automation to the most complex custom application 
development projects over 50 Cloud Computing projects.

We understand that social media is changing the way we 
connect and share in our personal lives and – increasingly – in 
business. Weaving a social context into your business is quickly 
becoming a pre-requisite for success. Weaving a social context 
into your business is quickly becoming a pre-requisite for 
success. It’s time to transform your business for the new social 
reality and delight your customers by connecting to them – and 
to your employees – in new and powerful ways.

Laputa is also proactively leveraging the mixing Benefits of the 
Cloud with Emerging Tablet Technologies. Our new “LapuTab” 
brand, which is dedicated to building internal mobile business 
apps that are optimized for touch-based tablet devices. These 
applications improve the customer experience by replacing 
paper forms and having all information seamlessly synchronize 
with the cloud back-end. Also, whether it is using the touch 
interface to capture signatures, the camera to capture photo 
evidence or GPS to capture location details, LapuTab can 
leverage all the features of the Tablet to make doing business 
easier than ever.

For more details, please feel free to email us at marketing@
laputatech.com

Eddie Chan, Director
www.laputatech.com
(852) 2815-0809

Loving Your Work
Loving Your Work provides career, executive and business 
coaching services to leaders, entrepreneurs and professionals 
in Hong Kong and the region. The founder and lead coach is 
Angela Spaxman CC (IAC) one of the pioneers of professional 
coaching in Hong Kong.

Loving Your Work coaches provide insight and support that 
moves people towards career fulfillment and success.

Their clients are:
• developing as enlightened, integral leaders
• creating careers that suit them perfectly
• thriving in challenging situations
• enhancing skills and reputations for promotion
• building businesses that fulfill their dreams

Angela Spaxman also works with organizations in Asia that 
are implementing leadership development or culture change 
programs involving coaching and/or mindfulness training.

Angela Spaxman, Director and Executive Coach
www.spaxman.com.hk
(852) 8103-7326

PSI Capital Asia Ltd
PSI Capital Asia Ltd (PSI) is a global independent investment 
advisory company. Based in Hong Kong and licensed by the 
SFC,PSI provides multi-assetsadvisory services and portfolio 
engineering for High Net Worth families and institutional 
clients.

Through major banks in Hong Kong, Singapore and 
Switzerland, PSI supports its global clients with their 
investments in all major financial markets.

Asset safety through well recognized banks
The financial crisis in 2008 underlined the downfalls of 
centralizing all assets with one financial institution. PSI 
independently and continuously assesses the financial strength 
of multiple banks and supports its clients’ asset allocation 
between a few selected institutions.
Client representation and monitoring with their multiple 
financial institutions
With more than 60 years of combined experience in the 
banking industry, PSI provides a privileged access with multiple 
private banks. It continuously reviews all transactions entered 
on clients’ portfolios with different banks to ensure accuracy 
and assets availability. PSI also monitors feeswhile checking for 
consistency between institutions.

Sophisticated independent investment process with an 
integrated approach
Risk is assessed not on a single investment basis but rather on 
the combined correlation between asset classes in order to 
build portfolios less exposed to market movements, through 
the use of sophisticated hedging instruments.

Dimitri Lamarlere, Executive Partner
(852) 2670-8861

Sports Like A Pro Limited
Incorporated in 2012, Sports Like A Pro Limited (SLAP), is a 
Hong Kong-based, sports-focused social networking service 
and website (SLAPHK.com) designed to provide comprehensie 
sports information, as well as team and event management 
functions. It offers users (both English and Cantonese 
speaking) the unique opportunity to create and curate their 
personal sports profile, manage teams and events and easily 
search local sports-related information. It is a one stop shop 
for sports enthusiasts and, allows advertisers to target specific 
athletes and fans.

Ryan Grimes, Managing Director
www.slaphk.com
(852) 9416-8587

TradeWinds Business Group
TradeWinds Business Group is a boutique consultancy firm 
specialised in market entry and business Development projects. 
Our services can be summarised under three headings:

Viability analysis reports and market entry: For clients willing to 
introduce their products into the Hong Kong market we offer 
tailor made industry reports as well as product competitiveness 
analysis and a viability assessment of the project’s business 
plan. Based on the findings and conclusions we then organise 
meetings with the best suited importers and potential partners.

Representation: For companies already in the market but 
without physical presence we offer representation services 
centred on meeting with the clients regularly, focusing on 
reinforcing the relationship and increasing sales.

Business Development: For companies setting up an office in 
Hong Kong. Our services include revising and improving the 
company’s business plan and setting up a support team with 
western and local staff dedicated exclusively to the project 
and helping the newly opened office operate faster and 
better. This includes coordinating the work of service providers 
(CPAs, lawyers), anticipating potential risks and problems and 
mentoring the newly expatriated staff.

You can contact us at:
info@tradewinds.hk

Alfonso Ballesteros, Managing Director
www.tradewinds.hk
(852) 9179-3554
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