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Dear Alumni:

The next 10 to 20 years will be critical for
China as first-generation business owners hand
over the reins to their successors. As a result,
there has been much debate and discussion about
family businesses, family wealth and family
heritage. In this issue of TheLINK, our cover
story provides a fresh look at the topic from the
perspective of those with integral knowledge
of what it takes to build and sustain enterprises
owned/run by family members. Along with
outtakes from the recent 2nd China Family
Heritage Forum we bring you stories of family
businesses in France, Spain, Singapore and China.
Each story is unique and offers its own set of

lessons from which we can learn.
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Snow Zhou

CEIBS Assistant President,
Editor-in-Chief, TheLINK

TheLINK Volume 3, 2013 | 3



CONTENTS | B

E[E BRIEFING

10 RPEBEFERRDL, WEERK
LGE;, BREFEREN Lk
MNE” ; ARARKHME (81T
Y BEREETE, £=HT
ABK EBRSERIWAINES; 5
RMHRRARFZERE “PELA
405 A THIBFTER" #7185, &
TERYEERRESEILRE; MBA
BEEHTERRIENRIE
%; HERENE BRI
=, FROEVHSFTERIEINF 2
J; PERMBA20114R Eey S8 3L FEE
217, (ERAEWE—FTEZ
FEREZTH RE/NERES

A roundup of news from within
the CEIBS community including:
Prof Wu Jinglian Examines China’s
Economic Reform, Chinese &
American Economists Gather for
“Shanghai Seminar”, Prof Zhu
Xiaoming Participates in Boao
Show on Hainan, 3rd Shanghai
Healthcare Policy Roundtable, 5
EMBA Alumni on Fortune China’s
List of Top 40 Entrepreneurs
Under 40, CEIBS-UNESCO-CHIC
2nd China International Agri-
Business Forum, MBA Recruiters’
Appreciation Workshop in
Shenzhen, 2nd Healthcare
Industry Seminar, 8th Annual
Being Globally Responsible
Conference, MBA Class of 2011
Graduates, Prof Wu Jinglian’s
New Book Wins National Award,
and more...
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LETTER FROM THE PRESIDENT

Dear alumni,

In Europe and America, there are many
companies that have been owned by the members
of one family for several generations. For the last
fifty years, at least, the world of management
education has developed a keen interest in
analysing the specific characteristics of these
companies. At the same time, key members of
family owned businesses have come together
to create networks focused on developing and
sharing approaches to better manage key issues
faced by family businesses. Their goal: to ensure
family members’ professional and peaceful
involvement in aspects such as governance,
management, ownership, and partaking in profits
or value created.

Today there are national and international
family business networks or associations, specific
management development programmes and, most
importantly, a body of knowledge about adequate
organisational frameworks and best practices to
deal with key issues in these companies.

25 years since Deng Xiaoping’s launching of
the Chinese economy into a fast growing path
open to entrepreneurs, there is also a growing
interest in the topic of family business in China.
Several CEIBS professors have been among
the country’s pioneers studying the field and
contributing their expert knowledge; among them
are professors Oliver Rui and Jean Lee. With the
support of Mr Desmond Shum, Co-founder of
the Kaifeng Foundation and Chairman of Great
Ocean Group, and Ms Ellen Hu, Secretary General
of the Kaifeng Foundation and Vice President
of the Great Ocean Group, CEIBS launched the
Kaifeng Centre for Family Heritage (CFH) that
contributed to the first Family Business Forum
in July 2012. Prof Jean Lee is Director of the
CFH that contributes to the Family Business

Forum - an important and high-impact annual
event hosted by CEIBS. This year, the school’s
2nd China Heritage Forum was held on June 1,
bringing together participants from around the
world to explore how Chinese family businesses
can have long-term success and ensure a smooth
leadership transition.

As it has done in many other areas, CEIBS
is extending its China Depth, Global Breadth
mission to Family Business, stimulating its
professional development in China while
establishing bridges with leading scholars, family
business networks, and family owned companies
around the world, providing adequate avenues for
sharing best practices.

We hope that our efforts will inspire
the entrepreneurs among you to build and
successfully pass on your legacy. For those of
you who are valuable employees of family owned
businesses, we hope that the knowledge we
have to offer will enhance your contributions
to these companies. There is a lot to learn from
family businesses, lessons that can be applied
to any enterprise, anywhere in the world. We
look forward to sharing and exchanging this
knowledge with you all.

+

TERERIEFREK
Mty - FiEH
CEIBS President
Professor Pedro Nueno
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EIBS Baosteel Chair Professor

of Economics Prof Wu

Jinglian delivered a keynote
speech entitled “Restarting the Reform:
Road Map and Time Table” during the
56th CLIIF Finance Salon at CEIBS
Lujiazui Institute of International
Finance (CLIIF). His April 10 address
comes on the heels of the January 2013
release of his book Twenty Lectures on
China’s Economic Reform: Relaunching
the Reform Project in which he presented
his thoughts on how to deepen China’s
reform.

In his speech, Prof Wu stressed
that establishing a competitive market
system should be the main goal of the
reform process, supported by reforms
in four related areas: the fiscal and
taxation system, the financial system,
social security, and the state-owned
economy.

He envisions the modern market-
oriented economy as a sophisticated,
huge-but-subtle grid system, which
cannot be “constructed while being
designed” and cannot be designed
simply based on the willingness of a
single ministry or local government.
Instead, he said, it must be planned and
supervised by a high-level authority
that is free from partisan interests, with
the innovative input of those from the

lower levels.
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Prof Zhu Participates in Boao Show on Hainan
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EIBS President & Zhongtian
Chair in Management
Professor Zhu Xiaoming
was among the invited guests who
participated in an April 19 Boao
Forum special edition of the high-
end talk show ‘Hainan Commentary’.
Assistant Governor of Hainan Province

Lu Zhiyuan was also among the

BRIEFING

participants who discussed ‘Branding
and Marketing of Hainan International
Tourism Island’

The programme was an economic
retrospection and commemoration of
the 25th anniversary of the founding
of Hainan Province. Prof Zhu and
Assistant Governor Lu explored topics
such as the branding of Hainan,
globalisation efforts, talent cultivation,
etc. More than 400 people participated
in the show’s recording, including
CEIBS alumni, entrepreneurs and other
social elites in Hainan.

Later in the evening, Prof Zhu met
with CEIBS alumni in Hainan who
urged the school to promote the school
brand in the province. Prof Zhu praised
the alumni for their passion about their
alma mater and promised that CEIBS
will make every effort to foster their

growth.
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n April 8, CEIBS Lujiazui
Institute of International
Finance (CLIIF) and the
Peterson Institute jointly hosted the
“Chinese & American Economists’
Shanghai Seminar”. The CEIBS
Education Foundation was the strategic
partner for the event and its theme was
“New Reforms in China’s New Era”.
Scholars at the seminar included
Professor Richard Cooper from Harvard
University and China expert Nicholas
Lardy. Participants explored topics
such as “Priority Issues of the Reform”,
“The Process of China’s Financial
Rethinking

» o«

Liberalisation Reform”,
China’s Urbanisation Models”, “Essence
of Europe’s Debt Crisis”, and “Reforms of
International Currency System”.

During the event, CEIBS Baosteel
Chair Professor Wu Jinglian unveiled
his “Minimum Package Reform” which
consists of one core objective and four
supporting steps. In addition, Member
of the Standing Committee of the
National People’s Congress (NPC), Vice
Director of the Financial and Economic
Committee of the NPC and President of
CLIIF Wu Xiaoling did an analysis of the
price issue and market entity behaviour
in the marketisation of China’s finance.
CEIBS Banco Santander Economics and
Finance Professor Xu Xiaonian hosted
the roundtable discussions while CLIIF
Executive Deputy Director Dr Gary Liu

hosted the seminar.
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BRIEFING

Five EMBA Alumni on Fortune China’s List of
Top 40 Entrepreneurs Under 40

ive CEIBS EMBA alumni made this year’s

Fortune China list of Top 40 Chinese

Entrepreneurs Under 40. They are: Liu
Qiangdong (EMBA 2009, left), CEO of jd.com,
who topped the list; Zhang Bangxin (EMBA
2007, second left), Chairman & CEO of TAL
Education Group who was third; Wang Haibing
(EMBA 2012, centre), Founder of Taomee
Technology Ltd placed fifth; Li Mingyuan (EMBA
2010, second right), General Manager, Mobile
and Cloud Computing Division, Baidu was sixth;
and Ye Haifeng (EMBA 2010, right), Founder
and CEO of Maibaobao was thirty-seventh.

The five are excellent examples of the calibre
of CEIBS graduates. Their businesses span the
areas of e-commerce, entertainment, education,
luxury goods and technology.

This is the third year that Fortune China
has released a “40 Under 40” list, which aims to
showcase the business accomplishments of the
best “mature” entrepreneurs in China. Those
who made the list have demonstrated their
potential to change the world, and make up the
core talent needed to lead Chinese businesses

into the future.
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3rd Shanghai Healthcare Policy Roundtable
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ore than 100 people,
including scholars,
medical practitioners,

government officials and journalists,

attended the 3rd Shanghai Healthcare
Policy Roundtable at the CEIBS
Lujiazui Institute of International
Finance (CLIIF). “Elderly Long-term
Care” was the theme of the March 30
meeting, which was co-organised by
CEIBS and the Shanghai University of
Finance and Economics. Discussions
covered various aspects of long-term
care for the elderly, including supply,
financing and innovation.

In his welcome address, Director
of the CEIBS Centre for Health Care
Management and Policy Prof John
Cai noted that the roundtable had
attracted a wide range of executives in
the medical sector, including insurers,
pharmaceutical companies, and
consulting firms. He expressed his
hope that more organisations will get
involved with the event in the future so

that even more ideas will be generated.
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International Agri-Business Forum
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“Value Creation and Pricing Power along the Industrial Chain: The Key to Success in a
New Era of Agricultural Development” was the topic of the 2nd China International Agri-
Business Forum, held in Beijing on May 11. It was organised by CEIBS and UNESCO-
CHIC Harmony along with co-organisers China Agriculture Industry Chamber of

Commerce (CAICC) and China Good Agri-Products Development & Service Association.
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MBA Recruiters Honoured
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Senior HR executives from over 30 renowned enterprises, including Colgate, Lilly and Co-
win Venture, attended the 2013 MBA Recruiters’ Appreciation Workshop in Shenzhen on
May 10. The event was hosted by the CEIBS MBA Career Development Centre.

113 MBA Recruiters’ Apprecit
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Prof David De Cremer is Annals Associate Editor
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CEIBS Professor of Management David De Cremer has been named Associate Editor
of the Academy of Management Annals. Published by the world-renowned Academy of
Management, the largest global association for management scholars, the Annals is ranked
among the top five most influential and frequently cited management journals in the world.
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Healthcare Industry Seminar
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TEWATND, BRE (Adfa) BEI7 /A SIHHEH#E,

Senior HR executives from multinational companies in the healthcare sector joined a
panel discussion on May 6 to share their insights with CEIBS MBA students on career
opportunities. The event was organised by the CEIBS Centre for Health Care Management
and Policy, the Health Care Club, and the MBA Career Development Centre. It was co-
organised by Korn/Ferry and sponsored by Agfa Healthcare.
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Being Globally Responsible Conference

5H4H, AR ERIEHHARMBAZEEZENKN2013FE/NBIREOVHETEL KR
T EBREINFIZD, KEREZEN "HERIIFELR—OEXZMNME” HEH,
FARNAESSPELFSRAROANES, XEREFTIROFTINBSHkEE. I
EFMNMNTRELRS, HRANRRBEN. 4t Y. §2RESIEAEE ¥
BIRETHELAR" FHRNRELRAM,

Around 400 business leaders, social entrepreneurs, NGO executives and students turned
out on May 4 for the 8th Annual Being Globally Responsible Conference (BGRC) which
explored the topic “Building Sustainability in Education”.

. e
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MBA Class of 2011 Graduates

48288, PERERGFIH X201 ETHEEMIHRE (MBA) BV A3 T LiEKE
LITEREST, 19582011 RMBALEN 4 118N ARz ikE EE#S, ¥
FFBHIETRR,

Students from the MBA Class of 2011 celebrated joining CEIBS' 13,000-plus alumni
network during a graduation ceremony in the school's auditorium on April 28.

55 TR TR 4R m bR =0 W SR SR N F) 2

Prestige Brands Forum

AB278H, BRREMALMSERIZEPRERTHFRE DBRERAFHF, ARRIE
B ERIEZEN LT HLIX ARBFEFESD, M "TEARE BERE" AE
B, W57 4000 E=F70R RER,

“Prestige Brands — Back to the Roots” was the theme of the 5th Prestige Brands Forum,
held April 17 and organised by CEIBS and the Government of Jing’an District in Shanghai.

PERRHBEEHEE AT RBNFABLWFERR"

EMBA Executive Forum in Nanchang

48258, dRERIHHREMBAEERIZTERE XN, PREIBSK. BEERSHH
FHE., EERHARMBELRRTEA Rt VHERROATEE" 09EH, R
5175008 HHANB AV 5K PERARARFER 5 EmER,

More than 500 entrepreneurs and CEIBS alumni gathered in Nanchang on April 25 for the
CEIBS EMBA Executive Forum. CEIBS Associate Dean, Bayer Chair in Leadership and
Professor of Management Katherine Xin gave a lecture entitled “Talent Strategy for the
Sustainable Development of Enterprises”.

(ERRBEWRE—PELSFREZ+HH) RE/NBENEZEELR
Prof Wu Jinglian’s Book Wins National Award
48238, $/N\BEXEERRHFZBEEXIBR, PREGRIHZREENEFABELARIVESTEILEEE
W (ERRFURE—PEEFRE_TiH) —BEMBERREREEPHEE—,
Twenty Lectures on China’s Economic Reform: Relaunching the Reform Project, co-authored by Prof Wu Jinglian and
Ma Guochuan, was among the 8th Wenjin Book Award winners announced by the National Library of China on April 23,
World Book Day.
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CEIBS Community Aids Quake-struck Area

48228, BRMWEREREENE—INIED, ERKAKBERRINLT, PERERT
BEEEERMERTEPREBRX ., LK UE PEORYIRF L ZED T RRAEE
B, ARXKARBRE—HE L,

On April 22 CEIBS Executive President Zhu Xiaoming led the students, faculty and staff at
CEIBS Shanghai and Beijing campuses as well as the school’s Shenzhen Representative
Office in making donations to the victims of the earthquake in Ya’an City, Sichuan Province.

A EEMBATTAI}IE

Dialogue with Yu Minhong

48198, EAPRERIFSE "EMBATAHE" NHEER, MIRTUERRER
s A, EFKFRERERTEGSCEAERG LERE, AEMBARZIIHERT I "
RHEBZENSEERE" ABNEW

Yu Minhong, Founder, Chairman and CEO of New Oriental Education & Technology Group
Inc gave EMBA students in Shanghai a lecture, on April 19, entitled “The Management of
New Oriental and Current Hot Topics in Education”.

“felr, HE5HE" MATEWRE

High Marks for CEIBS MBA 2013 BSE

AR19H, YRERIFZRSZUER. SERLSEFMBAIRTE I H AL B PG
REEGFSHT R, £ PERMBAIRTE 2013EF ‘. HE5FE" MBETEK
Bo

CEIBS professors and MBA directors gathered at the CEIBS Lujiazui Institute of
International Finance on April 19 to reflect on the accomplishments of the CEIBS MBA
2013 Business Society & Environment (BSE) project which wrapped up earlier in the

month.

BRI “REFERMEEEPERE TS ”

Finance Management Salon

48198, EEEKRE2ESHNERT RFRBIRERFRIH P2, SNBERER
MBAREF /K “PERERIEIE D L E2013RERERMMBARBEZER" . PRERZE
iR, AMFEESTRERTESRFBELRRAPBLNZT BCHERDF S/
BEPERADTHERLEIL,

Almost 100 financial professionals from across China turned out for the CEIBS Finance
Management Salon and 2013 Part-time Finance MBA (FMBA) Information Session on April
19. la Caixa Chair in Finance Professor Huang Ming gave a lecture on the current trends in
world finance and China's capital markets.
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EMBA Executive Forum in Qingdao

48188, PHERIHHAREMBATERIZAET BMIEN, PREMPHUFAPEL
N "EANEFERERRIEREITHAR" MEARTEN, 58008 UEHERE
BERPEREETRAZ o

“Current Trends in Finance and Economy and the Development of China's Stock Market”
was the topic explored on April 18 by la Caixa Chair in Finance Professor Huang Ming. He
spoke in front of more than 800 prominent guests and CEIBS alumni who attended the
EMBA Executive Forum in Qingdao.

{37 B 1) A 3 3 (6] 3¢ 7 oLl 470 4 488 5 R R

Iberoamerica — China Connection

48188, 75fkBHEE. FIEERNBHLTMTRPEEREErERFARE, SNE
TiE "FhEHTENSFE" HRE,.

More than 75 Spanish and Portuguese-speaking business leaders attended the 10th
‘lberoamerica — China Connection’ event on April 18 at the CEIBS Lujiazui Institute of

International Finance.

PRESEHRHBFED “BHEBRERDE”

Mobile Internet Salon

48198, HPREGFIFFRELERFHSERENSHMRT LS (BhE) 2EKE
FAHN "BEIEERMDE" EPREREERSRARRET, DBRFUSERENS
RIEFR O EE. PR KABRBHEER, (BHE) PXREREFRILE, LEH
FAEEEMNEMAR P OB EE. PRERFEEGSRARRATERKIHES L
ZHET P H,

CEIBS Shanghai Institute of Digitalisation and Internet Finance (SIDIF) and Forbes China
co-hosted a Mobile Internet Salon on April 19 at the CEIBS Lujiazui Institute of International
Finance (CLIIF). Attendees included CEIBS Executive President and SIDIF Director Prof
Zhu Xiaoming, Forbes China Editor-in-Chief Zhou Jiangong, and CLIIF Executive Deputy
Director & SIDIF Deputy Director Dr Gary Liu.

SEURKHFEERE “HREEESFAY” Mmemil

Pudong Heavyweights Lauded

48188, &l “HERFEELEFTAY” MRMANEPEFRTHRERKRETRESRT, 1F
AXBRENNTEZSER, PREFIHERRKAEPAERE MR AL, FK
RTHEF, RERBPROVARATERDFE (AMP 2005 ) REH S "BREREEZLFA
" 32, DETHEREARRNERATESEKEX (EMBA 2002 ) RAMZEIK “6lk
B

CEIBS Executive President Prof Zhu Xiaoming, in his capacity as jury chairman, delivered
a speech during the April 18 Awards Ceremony of the 1st Annual Economic Figures of
Pudong. President of OPPLE Lighting Ma Xiuhui (AMP 2005) was among the Top 10 while
Chairman of Wind Information Lu Feng (EMBA 2002) was awarded the “Entrepreneurial
Innovation Prize”.
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EMBA Programmes Begin

48178, BERERIEZRELDEREDRT2013REMBABREH £, KB 2K105
PNER. FEFPEFAANE AN E WERITTRET I, 737 A#20 B PRIk,
48208, $ER2013FEMBAILRESTYIAF# AL AL TR E S SRR TEER T,
4F138, EAEMBA2011 EEIERAMIZERTD, PRRENEFFEE LR RWHERN
PR, PREFATEABELIRARP N AZENER,

On April 17 Global EMBA 2013 students from more than 10 countries began their
20-month study journey at CEIBS. Three days later, there was an opening ceremony for
the newly-enrolled EMBA Spring Class in Beijing. Then on April 13, Baosteel Chair of
Economics Prof Wu Jinglian and Executive President & Zhongtian Chair in Management
Prof Zhu Xiaoming gave lectures to students of the EMBA 2011 Shanghai Class.

AhCEIBS

Carntnory and Welcoms Barg

cEmETNTENEEETTE
PR EREEHEIRIEESAER 4 =7 i X A0 8 3 = 5
CMO Forum in Chengdu NS
48138, HPHREFRIFZRSEZEEEYIFENS. M "HFEHROCTEHE" AEM
VW EFEEHERIZEMEBEE ELOBE INF 20,
CEIBS Executive Education held a Chief Marketing Officer (CMO) Forum on April 13 in
Chengdu, which was themed “Marketing Innovation in the Digital Age”.

ZER MR — 1T B P ER

Essilor Group Executives Visit

48128, FEANBRENESKFREFENITEIRD ( Hubert Sagnieres, B ) ft4
REME (E ) HREGRASERM@MEL (CEO 2009 ) RA—TEF PERER IR
Bto BRARBRIAHEER . BIFTKFRBSKIFEIA ( Hellmut Schitte ) B 5RIFARFAB
17 "o

During a visit to the CEIBS Shanghai Campus on April 12, Chairman & CEO of Essilor Hubert
Sagnieres (centre) and Chairman of Essilor Holding Company (China) He Yi (CEO 2009)
discussed future cooperation opportunities with Executive President Prof Zhu Xiaoming, Vice

President and Dean Prof Hellmut Schitte, and Assistant President and Secretary General of
the CEIBS Foundation Ge Jun.

WMNERRFEERNEKRZEFER

EMBA Executive Forum in Wuhan

48108, $ERERIHFREMBATERIRAERNEIT, PERRAFTEMNESRMBHEI/N
FELISWHUAKERRIT T "ZERE, ZXRBK" WLKEFED, BizHKks| Tk
FE LMWK, PRRRAFTRR S ERER,

Nearly a thousand business leaders, CEIBS alumni and media turned out for the EMBA
Executive Forum in Wuhan on April 10. CEIBS Professor of Economics and Finance Xu
Xiaonian shared his insights on current global economic trends.
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Open Course in South Korea

4828, “CEIBS—KMA®E®WCEOTEHIER" H#HEERBAFIR, X
EHTHRERIIARSEEEZIBEFHEEEEENS (KMA) ( X
HEMVCEOH U N ATIRTE,

CEIBS Executive Education held its second open course on “South Korean
CEOs’ Chinese Strategy” on April 2. The venue was Seoul. Co-organised with
the Korea Management Association, the programme is specially designed for
CEOs from Korean companies.

PR A SRR EREEP L

AMP Forum in Zhongshan

4828, HPKRERFRIFZRSEEERZNBESNPRBZEBRIZEREHE REP

Wi, PERXFHANRBEEBHFEHAREHELE T AMBHE00RELVRAR T AN
“REENV AR BURE

Nearly 600 entrepreneurs gathered in Zhongshan, Guandong on April 2 for the first CEIBS

AMP Forum organised by the Executive Education department. CEIBS Philips Chair

Professor of Human Resource Management Arthur Yeung spoke on how companies can

overcome bottlenecks and ensure sustainable business success.

2008 MBA B K iR 1§ iB 5

MBA 2008 Class Reunion

38308, THRERIFZE BRETHRERIE, 2008 HRMBAKAIRK BIEFTELL
BT, 1205NRESNT ARES, BARKEELTENENET LE, MHE.
WA,

More than 120 CEIBS MBA 2008 alumni, including some who travelled from overseas,
gathered on March 30 at the Shanghai Campus to reconnect with classmates and CEIBS
faculty, and share stories of personal and career successes they have enjoyed since
graduating.

FAREHLTBEXPEFTILER

Wisdom of TCM

3A308, PRERFRIFHK LSRR AFEEHEMBAAXZARRIIHEMIZS, F
RENRE (BRWHEZ) TR, ERPEHRZCMZE LT KRE RS, BiKk
EBILEE, SROHERS T ERUSPKREMBAZAFRK,

Dr Luo Dalun, a popular speaker on CCTV Lecture Room and PhD in Diagnostics, gave
a March 30 lecture on how traditional Chinese medicine can be applied in parenting.
The lecture was part of an EMBA Forum on Culture and Arts, which drew more than 100
EMBA students and alumni.
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Digital Innovation

38308, PEAEFRIAYESEABZBEF IR "HEEE" , AR
REHEZAN "HFHROTHNT ATENETFEBEERE, BT
00z BV EE,

More than 300 senior executives attended the Chief Marketing Officer Forum on
March 30, which was themed ‘Marketing Innovation in the Digital Age'. It was
organised by the CEIBS Executive Education Programme.

PERMBAZ4ERBESMA R L W LIHLR

MBA Networking with Executive Search Firms
3A308, ®£=/E "MBAERFALERKRASHNERIEYTHZRE
" PR ERIRFER CEREMNET, ATEN S EARAR
EMBARARRA Z[EINEE, FENERYERFTAMITREKE
[N EREZE

More than 100 representatives from 30 renowned executive search firms
attended the 2013 CEIBS MBA-Executive Search Firms Networking
event organised by the CEIBS Career Development Centre. The March
30 event drew 300 CEIBS MBA students and alumni.

SREERABRIC “SOHE” RifSIHG

Prof Zhu Xiaoming Speaks at Wenhui Forum

3A23H, %608 “SUCHE" THRRE. PRRER IR FERREKREHER
HNEZRTVESPHEFTHERALRTEH, 517 HAMNKRAFIHE
g,

On March 23, CEIBS Executive President Prof Zhu Xiaoming gave a keynote
speech at the 60th Wenhui Forum, the largest public lecture platform in
Shanghai. Prof Zhu spoke about innovation and the Third Industrial Revolution.

REAATENE FAEEBRHMA

Exploring E-commerce

3H208, “Face Timed Rt EKP=" —HFUWEHXRENEDK
Eir IR %k LBREZED, EsIEE "BHell” £/, B "HlitkE
W\ CEIRHE" f CHERANES SRR, RARYTETETF
BV e FRL RN BEENESIS,

CEIBS hosted a programme at the Shanghai Campus on March 20 that
explored innovative business models and Blue Oceans in today’s e-commerce
sector. It included three parts: Business Plan Consulting, Entrepreneurship
Classroom and Connecting with Investors.
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10 Years of Mentoring
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ver the past decade, 800 CEIBS MBA students have

had their careers shaped by 500 mentors who have

generously dedicated their time to CEIBS Mentoring
Programme. Launched in 2004, the programme helps MBAs
make a smooth transition to the business world after they
graduate.

CEIBS Mentoring Programme has grown, over the years,
to include workshops and networking events that broaden
the scope of participants’ knowledge and strengthen their
contact base. The collaboration between mentor and mentee
is mutually beneficial. Students receive career guidance from
seasoned professionals who, in turn, get plugged in to the
younger generation of business executives. Both sides also
benefit from forming deep and lasting friendships.

The latest round of recruiting for the popular programme
began on June 15 and new mentors are always welcome. To
participate, email mentoringprogram@ceibs.edu.

Read on as participants share how CEIBS Mentoring
Programme has changed their lives. (For more stories, visit
http://www.ceibs.edu/mba/mbastudents/mentoringsystem/

index.shtml).
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%4 5% (MBA 2012)
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BRfES N RIPHAIMB LA EREER, BEREENTEHRES,

Mentor: Anthony Zhou, Managing Director of Vopak Terminal Zhangjiagang Company Limited
Mentee: Charles Zhang (MBA 2012)

My mentor, Anthony Zhou, is a true gentleman. He always makes the time to meet with me and
always arrives prepared to discuss an interesting topic. He has guided me in formulating a clear
understanding of my capabilities and areas in which improvement is needed. He has helped
broaden my horizons and though the mentoring programme is not yet over I have already gained
so much from the experience. My advice to fresh mentees: having clearly defined goals will help you

leverage this opportunity.

2. RBEH.ER (Enrico Turchet, MBA 2012)

Siifi: - HER (Hans-Peter Bouvard ) , XEWRHIERIEEIIIE
BEHBRARAESHFLE, RRABTRNEEFZHER, SEHEETR. RUEH% (54,

LR LERFESS ) ,

MEBMNEREMN . HEFPELEETHFZE, EEENZ, miEit

F8, RofettRaatVBFEEERS, Bit, JH0EERVENIIRERY & RERHE-LE,

b RETS L8 TR T B WL

HANTRNRIBERIMERENE. BEOMAFERERMHEAINE . FTOAAZENIZEEFE S MASIRLEFAE
S, XFNSIIEESZERROFTRIE, HIESRRROLE R,

Mentor: Hans-Peter Bouvard, Operations Manager of a Watch Manufacturer
Mentee: Enrico Turchet (MBA 2012)
I applied to be Hans-Peter’s mentee because his profile showed that we had many things in common, from our

educational background to some aspects of our professional experience (although he is obviously much more

experienced than I am). Plus we are both Europeans who have lived in China for some years. So, I thought he would

be the best person to give me advice on how to choose my next move after the end of my MBA journey. After all

he had, starting from a similar background to mine, managed to reach, at a rather young age, a top management

position in one of the most famous companies in the world.

So far the mentoring programme has been very valuable to me and I believe it will give me an edge once I actively

start looking for a job. I would certainly recommend that other students join this programme. I would suggest that

they select a mentor with a similar personal or professional background. It will be much easier for him/her to put

himself/herself in your shoes, understand your needs and aspirations, and guide you through your next career steps.
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Mentor: DENG Sanhong (MBA 1999), Senior Manager, CEIBS Alumni Relations Office

Mentee: Edmond Wu (MBA 2012)

My mentor Deng Sanhong is a typical consultant with rich experienced in her field. Even the smallest detail doesn’t escape her in
her pursuit of excellence. She also gives homework! I was tasked with drafting a one-year mentorship plan based on consulting
standards. The plan centred on how to transition into the consulting industry and was finalised after a lot of serious deliberation. It
was tremendously helpful and gradually provided a comprehensive understanding of the consulting industry. Even if I do not end
up in that field, I am sure that this exercise will help my future career development.

If I were asked to choose one person that has helped me most outside of the classroom, I would undoubtedly say my mentor Deng

Sanhong. If T were asked to choose the most valuable programme at CEIBS, I would definitely say the mentoring programme.

$f: 3k (GEMBA 2001) , FERIEIEEN ( L) AFRARSHKA

S 3k (MBA 2011)

SERBMBRDRREVESE, BB "Rk WEFH—RHFANTEANEL, A4 “BIb

K NERSH ( EHEERSZMNENESIT) , REBEIRHBHI7TEMBAZE (128 PEZEAR

SRINERAE ) B T HITEKREENEIME, H—ESMIREFER, FESFHNNMK,
XEFHFITEFILRM RS TIRRARAEIERCE N, BERSZEINRNEE, RiftIE5 Ot Bkt E
TR T, BTz BIFNEMNERMKEXREIARE, FRITLSHHE, RRUOMFE "RITHR" MBEBRAEZRE

BAZ L. EEBFES. BBREKNERRRE,

Mentor: Linda Zhang Lin (REMBA 2001) Partner and Corporate Goach, Keystone Group (Shanghai) Ltd

Mentee: Susie Zhang (MBA 2011)

This year marks the tenth anniversary of my graduation from the CEIBS EMBA Programme and the fifth year since I began
participating in the mentoring programme. I have provided guidance for 17 MBA students (12 from China and 5 from
overseas) during their arduous learning journey. I've also kept in touch with them and stayed up to date on their career
progress after they graduated.

My mentoring experience has provided me with a source of passion and creativity. I would like to thank my mentees for their
trust, dedication, candid reflection, and all the hard work they have put into making our relationship work. As mentees and
mentors work together, we gain lifelong benefits from the commitment we have made to excel together. It is my sincere hope
that the CEIBS MBA Mentoring Programme will evolve into a happy home, where more alumni can show their devotion, take

the time for self-reflection, reap many benefits and grow along with their mentees.
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FEATURE

Mentor: Deng Sanhong (MBA 1999), Senior Manager, CEIBS
Alumni Relations Department

Mentees: Edmond Wu (MBA 2012), Michael Zhang (MBA
2012)

After my bio was provided and students learned about my
consulting background, there was a lot of interest from many
who wanted me to mentor them. I picked Wu Jun as my first
mentee. It was my hope that under my guidance, he would be
able to establish himself as a professional manager using the
skills and knowledge gained from the MBA Programme. My
second mentee, however, was selected by chance. I was chairing
an event on campus when Zhang Zhehua introduced himself
and asked if I could be his mentor. I was deeply impressed
by his courage, confidence and sincerity. I also thought that,
complementary in character and experiences, he and Wu Jun
would likely strike sparks off each other during my mentoring.
[ wasn’t wrong.

Their remarkable capacity to learn and rapid progress have
filled me with comfort and pride. My mentoring, however,
was not a one-way street. They taught me how to use micro
blogging and WeChat, and compared notes with me on how
social networks such as Facebook and mobile internet platforms
have transformed the younger generation’s lifestyle. Besides,
their hobbies — marathon running, electronic sports and rock-
climbing — opened up entirely new horizons for me. I would
like to thank my mentees for their dedication to the mentoring

programme; it’s been quite a memorable journey.
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INNOVATE China 2013
Leverages Social Media

By Jana DIAZ, Sky Xie & Nicole Zhang (MBA 2012)

A tenacious group of CEIBS MBA 2012 students organised and hosted the CEIBS-
Beijing Benz INNOVATE China 2013 Entrepreneurship Challenge, successfully
attracting participants from top b-schools across Asia, the US and Europe to
CEIBS Shanghai Campus in March.

Now in its sixth year, this year’s competition was co-organized by the CEIBS
Centre for Entrepreneurship and Investment (CCEl) and sponsored by Beijing
Benz Automotive Company Ltd. The theme was “Innovation and Social Impact”
and eight teams made it through the preliminary round to participate in the finals.
Among the group there were three teams from the US (MIT Sloan, University of
California at Berkeley, and Columbia University Business School), two from the
Chinese mainland (Tsinghua SEM and CEIBS), Hong Kong’s University of Science
and Technology (HKUST), Spain’s ESADE Business School, and France’s INSEAD
International Business School.

Following two rounds of intense competition, which included a business plan pitch
and a case competition, the HKUST team won first place. The CEIBS team was
second and the team from ESADE placed third.

Read on as student organisers tell us how they pulled it all off, and the role social
media played.
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t was the end of January, and we had

just confirmed who our sponsor was

going to be. Having the big-name
Beijing Benz financing INNOVATE
China 2013 was great news, but we felt a
huge responsibility to make our sponsor
and our school proud. We had to make
sure our competition was a high level
and valuable event

A look at the calendar made it clear
something was missing: time! We only
had a few weeks to convince teams from
the top business schools around the
world to each send a business plan. The
theme — social impact — was appealing,
the prizes were generous, and the
conditions (covered expenses) were very
attractive for participants... But still, we
only had a couple of weeks! How could
we make sure that our message reached

the right people in time?

Attracting teams from top business
schools

The first step was to prepare a fancy
handbook to explain the theme, the
procedures and the contest requirements.
We sent this handbook to the most
prestigious international schools and
we followed up by calling them to
confirm that they had received it. And
of course, we did not forget to use the
social networks: LinkedIn, Facebook,
Twitter and Weibo. We created our
own event pages and linked them to
the CEIBS website. We had one person
from our team dedicated only to this
task, which went a long way in ensuring
that this promotion was a success. We
realised early on that we needed to
actively engage with our audience in

target schools by creating specific digital

campaigns on social media networks. We

were quite active on various networks for
information dissemination, but because
we were targeting a professional audience
— and given our time constraints — our
main platform of choice was LinkedIn.
Once we selected this platform, our
marketing team designed and deployed
an online campaign specifically for
audiences within the target schools. The
entire process — from the idea stage to
deployment — was executed in less than
four hours. Despite a relatively slow start,
our digital campaign was seen 400,000
times within five days and ensured the
participation of 42 teams for CEIBS
INNOVATE China 2013 — the largest
number of teams in the history of the

event.

Attracting classmates, prospective
CEIBS students and judges

Among the 42 teams that submitted

business plan proposals, 7 were from

FEATURE

b-schools in other Asian countries (not
including the Chinese mainland), 13
from European b-schools, 18 from the
Chinese mainland, and 4 from America.
There were entries from 23 leading
business schools from around the world.
This was just an indicator of the success
that the event would later achieve. The
quality and variety of the submissions
made it pretty tough for our selection
committee to decide which teams
should advance to the next level: a trip to
Shanghai where they would compete.

We invited two professors to
independently judge the preliminary
round of applicants. One was a professor
of entrepreneurship management; the
other was a finance professor. The idea
was to have a comprehensive view of
the business plan proposals. After the
professors completed their assessments,
their scores were combined and the
proposals ranked based on total scores

received.
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We knew we would have good quality
proposals, the next step was ensuring that
participants were not disappointed with
the quality of the competition. In order
to do that, we needed people to help
with the logistical arrangements. The
question was: with CEIBS MBA students’
tight schedules, how could we attract
volunteers. We decided to run an internal
promotion campaign. We created posters,
we sent emails, and we spoke with people
individually. For a few weeks, we became
the most persistent people on earth as we
tried to drum up support for our event.

We enlisted the assistance of the
incoming MBA 2013 class and our MBA
2012 classmates in order to maximise the
resources available and deliver the highest
quality event.

We also paid attention to the details
to make sure everything went smoothly
and leave participants with a pleasant
memory of INNOVATE China 2013. One
particularly elegant touch: our sponsor
Jinmache Ceramics made a special cup

for each participant to keep as souvenir.

Attracting an audience

We had the teams, and we had the
organisers... But who was going to watch
the competition? Fortunately, we had a
few selling points:

+ This was the first time in the
history of CEIBS INNOVATE China that
participants included top-tier business
schools from Europe, America and Asia.
The prestige of the 8 teams competing
in the finals was helpful in attracting an
audience.

+ The sponsor was a well-known car
brand! Having Beijing Benz on board was

a sign of a high quality event.
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The next step was making sure

our target audience knew about all the
things that made INNOVATE China
2013 worth attending. We created
a promotional video that combined
shots of CEIBS students sharing
their thoughts about the school, the
competition — and even Shanghai —
with CEIBS professors’ opinions about
the importance of this type of event
for the society. The combination of
the right team, the right music, the
right script, and the right images
transformed a hand-made video
into an almost professional piece. We
uploaded the video on Youku, YouTube
and our CEIBS INNOVATE China site;
and we also linked it to our various
social networks.

Our social media initiatives were
complemented by more traditional
efforts to connect. We sent a detailed
invitation letter to our target audience,
trying to convince them about the quality
of the event we had planned. We built up
on-campus anticipation and audience
participation for the event with a banner

at the main gate and hanging banners

along the corridors.

The big day

On the morning of the event, the
organising committee members along
with all the volunteers from 2012 and
2013 MBA classes arrived at the gate of
CEIBS auditorium at 7:30. Everyone was
ready to make sure the event started on
time. We had planned every last detail,
and now it was time to see if it would
work. As guests made their way into the
auditorium, the screen showed our well-
made video in one last effort to get across
the competition’s theme.

Our hard work paid off. The event
went smoothly throughout the day as
each team member did his/her part.

Our advice for next year’s student
organisers: Organised by students,
yes. Professional, of course! There is
no reason a student-organised event
cannot be done professionally. There is
no question about the power of social
media: promote, promote, promote. If
you are able to combine this with a good
sponsor, a good topic, and a good team,

success is guaranteed.
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t was his CEIBS study experience that gave Jiang

Qinjun (EMBA 2002) the courage to take the leap into

entrepreneurship a second time. In a vivid example of
“putting theory into practice’, after graduation Jiang and his
CEIBS classmates raised the money to acquire the almost-
defunct state-owned factory that had been the subject
of his team’s graduation paper. Within ten years, Jiang
Qinjun and the team at Yoloo had transformed the factory’s
management system, built an innovative research and
development (R&D) department, patented more than 100
products, entered international markets, and Beijing Yoloo
Biological Science Company Limited is well on its way to
becoming one of the leading companies in the global bio-
pesticide sector.

Its marketing network has deep roots throughout
China’s key agricultural areas, and has made Yoloo a
trusted brand among domestic farmers. The company has
also expanded into the South American and Southeastern
Asian markets. As the company has steadily progressed, it
has enjoyed help from the CEIBS community: presidents,
professors, alumni and alumni enterprises. In 2012, Yoloo
received a boost with an investment from Cathay Capital
PE, an investment fund managed by CEIBS alumnus Cai
Mingpo (EMBA 2004).

This is the second start-up for Jiang Qinjun. He
founded his first company, Beijing Comens New Materials
Company Limited, in 1999 together with a few university
classmates and it went on to be listed on ChiNext, the GEM
Board of Shenzhen Stock Exchange in 2011.

This year, Jiang Qinjun has returned to his alma mater
to attend the 2nd CEIBS Entrepreneurial Leadership Camp,
where he is looking forward to sharing his entrepreneurship
experiences and learning from his classmates and the
CEIBS faculty. Yoloo is planning for a stock market listing
and hopes to submit its IPO application next year. The
company's vision is to share with the world “the joy of a
good harvest’, and it aims to play a bigger role in the global

agricultural chemical sector.

TheLINK: Why did you decide to take on Yoloo?
Jiang Qinjun: At the end of 2003, I teamed up with six
classmates who had also worked in the chemical sector.
We “chemical guys” were discussing the subject of our
graduation paper. I had a friend working for Beijing Yongle
Farm Chemical Factory, which at that time was nearly
defunct. I suggested that we do some research into the
agricultural chemical business by looking at that factory as a
model, and then we began discussing the development strategies
for a new agricultural chemical enterprise. This is how the
factory became the subject of our team'’s graduation paper.
While doing the background analysis, we found that the
agricultural chemical business had great promise because the
most important issue concerning the well-being of Chinese
people - food - depends on it. However back then there
were no noteworthy local enterprises in this sector in China.
The largest Chinese agricultural chemical enterprise had an
annual output of just over RMB 1 billion, not to mention

the looming threat of foreign competitors. Meanwhile, the
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agricultural chemical industry was facing revolutionary
changes. Products were being upgraded, old and highly toxic
agricultural chemicals were gradually being taken off the
market and new, environmentally-friendly products had to
be developed as quickly as possible. Our team was discussing
detailed plans for the factory’s corporate strategies, product
line-up and marketing approach.

When we graduated from the CEIBS EMBA Programme
in 2004, our graduation paper received the highest score; this
inspired and emboldened us. I began to entertain the idea of
“putting theory into practice”. I thought: Why not raise some
money and take over the factory? When I shared my idea
with my classmates, they were very enthusiastic about the
project and responded with various forms of investment. We
eventually raised RMB 13 million — which included RMB 5
million from more than 80 CEIBS classmates who invested
through direct or indirect share-holding - and acquired the
factory. We then restructured it into what is today, Beijing
Yoloo Biological Science Company Ltd.

At that time, I was still working at Beijing Comens
New Materials Company Ltd. However, my classmates’
enthusiasm about the new project made me realise where my

responsibilities lay and I began to shift my attention to Yoloo.

TheLINK: Can you tell us how you went about re-
engineering the Beijing Yongle factory to build the
Beijing Yoloo Biological Science Company?

First of all, it had to be transformed from a state-
owned system to a market-oriented one. It had to focus on
market demand in order to prevail among its competitors
in the market. This can be seen in our approach to R&D,
as we choose to develop high-efficiency, low-toxicity
products, and specialise in the area of biological agricultural
chemicals.

The development of an agricultural chemical is a
long and rigorous process that requires a lot of time and
investment, along with a forward-looking view of market
demand. Each time we develop an agricultural chemical,
we must do one to two years of preliminary testing that
includes factors such as season and location. Once we file
the patent application, the relevant government offices then

conduct their own required tests at multiple locations for

201264 R, ALK R S A B E R S PRI ER TEL U,
Yoloo and Cathay Capital participated in a signing ceremony
at CEIBS Beijing Campus in April 2012.

another two years. Therefore, we must devise a package of
product strategies and design their R&D orientations from
the start.

We are on the way to becoming the sector-leader
in terms of R&D. Our core R&D strengths in the area of
bio-pesticides are based on the technologies we use for
genetic bacterial cultivation, fermentation and chemical
preparation. We have established R&D protocols for these
three procedures and have had much success. Today,
the company boasts over 100 patents, and by the end
of this year we’ll have more than 10 patents in genetic
technologies — an impressive feat by any means. In addition
to doing independent R&D, we collaborate with scientific
institutions, such as the Chinese Academy of Sciences, the
Chinese Academy of Agriculture and some universities, to

develop cutting-edge technologies.

TheLINK: How did you establish and build the Yoloo
brand in the marketplace?

We have worked from the start to create a good brand
image. We instil in the minds of our consumers a positive
perception of our products. Agricultural chemicals are
a wonderful thing for farmers. For example, herbicides
remove the weeds from farmland without harming the

crops. Bactericides help to restore an ailing crop to health,
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and plant growth regulators make adjustments to the crop’s
growing stages. The scientific reasons behind these magical
effects are incomprehensible to most farmers, so when
purchasing agricultural chemicals they trust a strong brand.
They are willing to pay more for better quality, because their
choice may mean a year’s income and livelihood, which are
not to be trifled with. That is why the brand represents the
sum of farmers’ faiths and hopes.

These strategies have helped Yoloo grow and prosper. In
terms of balance sheet performance, we started from scratch
but are now among the top 10 in China. The business for bio-
pesticides, which is our priority area of development, has

seen an annual growth rate of around 50% in recent years.

TheLINK: China’s domestic pesticide industry is now
facing the predicament of “large sales versus small
profits”, while multinational corporations (MNCs) are
gradually establishing a monopoly in the Chinese market.
How can domestic companies like Yoloo compete?

When I first entered this industry, foreign companies
occupied only about 20% of the market share in China. By
2012, their market share had almost doubled, to nearly 39%.
Foreign companies have obvious competitive advantages.
Their R&D investment is huge. For example, Bayer invests
nearly US$ 600 million into pesticide R&D every year, which is
equivalent to the annual sales of the biggest Chinese pesticide
company. Foreign companies such as Bayer are gaining market
share with their excellent patents and superior products.

However, its not that domestic pesticide companies have no
opportunities. A look at the global pesticide market tells us that non-
patented products make up 75% of the entire market, while patented
products make up only 25%. That means, despite the leading role
foreign companies currently have in the area of patented products
thanks to their huge R&D investments, domestic companies can do
better in the remaining 75% of the market.

To compete with the MNCs, Yoloo has focused on utilising
sales channels as its breakthrough point while also making
sure that our products are of superior quality, and making sure
the Yoloo brand image is known at the grassroots level. One of
our important strategies is to promote awareness of our brand
among farmers. We can do this better than the MNC:s.

TheLINK: What are some of the innovative ways you have utilised
your domestic sales channels to compete with the MNCs?

We have taken advantage of our domestic base and
developed our nationwide DYKR (Distributor Yoloo Key
Retailer) system. Since 2006, we have established over
10,000 DYKRs, covering all provinces and municipalities
across China except Tibet and Taiwan. We have offices in
over 1,000 counties, and chose 500 of these counties to be
our key areas. We have set up more than 20 DYKRs in each
key area. The DYKR system is our trump card. Our typical
salesperson is a man who wears a suit, tie and glasses, along
with galoshes and trouser cuffs that are caked with mud.
They are professionals who get along well with farmers.

MNC:s price their products rather high, which leaves
little profit margin for the sales channels. We try our
best to develop our sales channels by sharing our profits
and striving to develop win-win partnerships with them.
Utilising our DYKR system, we often provide trial products
to farmers, invite them to participate in our experiments,
and organise frequent promotion and demonstration events
and training sessions. We organise various activities to
teach them about pesticides, planting technology, farmland
management and crop selling.

Thanks to our extensive sales channels and good brand
image, our new products have rapidly gained traction in
many markets soon after launch. In the past few years, some
of our best products have enjoyed a 10% market share by
their second or third year after launch, something other
local companies have not yet achieved in the non-patented
product segment. Some well-known domestic companies
have more than 2,000 products and over RMB 1 billion in
annual sales, but they have only an average sale per product
of RMB 500,000 to 600,000. We have only a dozen or so key
products, each of which has average annual sales of between
RMB 10 to 90 million, and some single products have
annual sales nearing RMB 200 million. Once we get scale
in our product sales, we can more effectively control costs,

thus solving the problem of “large sales versus small profits”.
TheLINK: Would Yoloo consider entering into a strategic

cooperation with any of its MNC competitors?

Facing these foreign companies, our strategy is

TheLINK Volume 3, 2013 | 37




CEO 351%

A B o, g
E IR et Tk 2

l= m;*l:
L L ] ﬂ
,
¥
\

MK g, 19

MET O B Ehip.g

188512 F

201,
A -v\ ¥

2011128, e fbok RADHNETTITESEARKESE B I, Yoloo hosted a seminar at the Great Hall of the People in December 2011.

{ TheLINK ): fEAH B S+ I , #efbsk it A 2 S s [E A
AT A2

s RNMKBE SRER , EXFNENB
HITEEHLERACVHAPETS, FREAN THRAEAL
UV HEFIAFERY, MRA L, ENRHEOTRE~RE
BEFPERIVEZEN,

BUNMNARBRNNESENTR, BNSBMHIIRI4E
FoEXNERED, MU EE A RRIERE ZENTRER
&, BRI RN~ ER 0, hE — LI a4
T EEEAY, BAUER ARENLE, FiX k=m0
B~ R T EAMER, AEHE X — IR NEL T
WRAE EMk s, FEENE, ESEEHERARNIRT,
BINOEHEABEZIN K RNBAEHKL RSP EFRE
EMNBEBHFA LSV AENHTERN, BNBREFHNAR LT
TZARBRAERE, BIUERLEE,

FrAESSENNAERENESEDAS, BN HIEE
ZEPHEBRMAK,

{ TheLINK ): #efbsk SR A JR B RER e S v-R? fi Zxii 06
YR PRR?

HBNAEEEZES EHEXER, — DI I8, HFEEH
FRBIRER LT HE, DR RIS, RARNR AL
WEASRERATEFH K, BEREEL VALK, BITthHE
ERATH LT,

FERAREBRS, LWHANNYT AN EERE T
MER, FRENFESHEETERT ki, EELS ENR
mEENH BT, FRMNOEAFRENBHERTESF
BoHA, REFAZRMNEIRH AP K . RANPELET,
ATERKIEBF—HA—REEDRATHEABEGE

38 | TheLINK 2013 S=#f

mANEEAS, RINFEHA—DIEENEE,

RNNEFR LA RBEBER N EDR, —EZEHRET
= &, BRER (iPhone ) FHL—#, EENT~REAS
ZHEZEEARNSE, ZERANBAESEHZE=REH,
TEMBESIAERENRMNOEAKIESZERNER R
MNEFA—IHHH, EBE BRI LF N8 B E ST
BER-RINTEHEE X2 — M RERLRS XFEHRNEE
pal:spor =N

BRBRIMNNERYESELXTEHE— 25 THHE,
BHMFENT R EEN TEENNREI X 45 FHITEIT
KZEHIE, 7 REFLSERE,

{ TheLINK ): i\ i ferb kit 2] e R 42
B RPN Z SRR D, R T 2R SRR, RFE T
ERE L. ZIRELFNBERALERENRES, 2EE O
EEARKEE CMEHE T, PERABRIERN X
H, BN 2FR S, FE LR IE A P U E,

FAK RAMPEREE R %, B VIR P hEE
TREBPERAAXNREE B PR KRBRBERE T 7KL
:nr1kﬂ<%m7iﬁ,ae§&ﬁ$£%§L%llm?&me’ﬂr%%hm
2012448 , 3
Tﬁ%ﬁ%é’*%&;ﬁ,gé’]N‘UEE?‘EPEAjI:E\&I?éﬁE’J o
MEBZRSAA BIHESEKFCEBBEARKBEERLE
EEFEEEWIL XL P ERITNIL R E SRR ENTE
MNEBE L REBTPERAGE—PIARE, ARNRBERR, &
e IER ko

BEPERIT AN E , RIBRE SN TE 8, FEAE
THE+EEHRABC— M $INREBNNES, ELETREK
B, F 5 &[N THTIRERR, 2 S et IR,




to “dance with the wolves”, working with them while
competing with them. In fact, MNCs don’t enter the
Chinese market intending to defeat domestic companies
or to do harm to China’s agricultural sector. Basically,
their superior products are helpful to the development of
agriculture in China.

Some foreign companies don’t have strong
manufacturing capabilities in China, so we help them
arrange OEM manufacturing. Through this process, foreign
companies’ management, quality control, security and
environmental protection awareness, will help influence our
company. Some of the foreign companies’ products don’t
sell well in China, and we can take advantage of our sales
channels to combine these products with ours. This not only
brings us profits but also, more importantly, gets our sales
team to grow through communication with the MNCs. We
collaborate with foreign companies in R&D as well. They
have innovative technology in new chemical compounds,
while we have good localisation techniques and application
recipe technology, and we can effectively combine these.

So, in fact, we can do quite a lot to cooperate, and
we try to grow together during our cooperation and

competition.

TheLINK: What are Yoloo’s plans for the future? What are
the major challenges ahead for the company?

We're preparing for our IPO, and if everything goes
well, we hope to submit our application and related filings
next year. When we were starting out, we could meet our
capital demands through investment from our shareholders,
but as the company grows, we need to raise funds through
the capital market.

We face many challenges. A bigger team brings new
demands for management, a richer product line poses new
challenges to sales, and the increasing public attention being
paid to food safety puts our technology and R&D capability
to the test. Our biggest challenge is that we need to become
a player in the global market in order to have a global
influence in the bio-pesticide sector.

Our international development faces two challenges.
First, we want to produce truly outstanding products, like the

iPhone, which will be welcomed by many countries. Second,

many countries strictly regulate the pesticide industry and
this, along with the different languages and environments,
presents a huge challenge to us. For each new market we
enter, we must spend a few years going through the required
local registration processes and collecting many kinds of
experimental data. This requires both capital and energy.
Now our international business has total sales of more
than RMB 100 million, and our first overseas markets
include South America and Southeast Asia. We will expand

our international business step by step.

TheLINK: What do you think you gained most from your
studies at CEIBS?

Apart from the management skills that I learned at
CEIBS, I also gained modesty and confidence. I learned
modesty because many alumni were more knowledgeable
than I am, while I gained confidence because I thought
I performed really well. Professors at CEIBS explained
profound things in simply ways. I benefited a lot from their
lectures, and I was rewarded quite generously when I put
what I studied into practice.

Yoloo is tightly bound to our alma mater, and I
received a lot of help from the CEIBS community when
starting my business. CEIBS Executive President Professor
Zhu Xiaoming has paid attention to Yoloo’s development,
while Professor Wu Jinglian even came to visit our
factory. In April 2012, Yoloo accepted the investment of
another CEIBS alumni enterprise, Cathay Capital, and our
signing ceremony was held at the school's Beijing campus,
with Associate Dean and member of the Management
Committee Professor Xu Dingbo and Assistant President
and Secretary of the CEIBS Foundation Ge Jun attending
as special guests. All this support adds to our investors’ and
our partners confidence in our company. I think CEIBS is
like a big family, where we develop deep affection for one
another, and our cooperation is really smooth and pleasant.

I recently joined the second session of the CEIBS
Entrepreneurial Leadership Camp. I am looking forward to
giving myself another opportunity to learn and reflect after
a decade of work. I am eager to return to my alma mater to
listen to the faculty, and get to know entrepreneurs from

various fields and learn about their new ideas.
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amily businesses are an undeniably vital part of the global

economy: almost 200 of the world’s top 500 firms are

run by families and it is estimated that last year more
than half of the richest companies across the globe were family-
owned firms. In China, the next 10 to 20 years will be a critical
period as first-generation business owners pass the baton to the
second generation. In this Cover Story, TheLINK takes a look
at how CEIBS is helping to shape the on-going debate about
family business and family heritage, and we bring you stories
from France, Spain, Singapore and China. At various stages of
their development, these family enterprises range from second-
generation to fifth and many of the interviewees participated in
the 2nd China Family Heritage Forum hosted by CEIBS on June 1.

Read on for:

e Family Ties

e Outtakes from the 2nd China Family Heritage Forum

e Five Generations of Expertise

e Spanish Company Banks on Tradition & Building Relationships
e Ho Renhua: Banyan Tree’s Second Generation

e HCG: United Family, Successful Business
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