RETAILERS SME Support

SME Retail Conference 2014 "Brand Management and
Communication : Vision, Leadership and Strategy"

FWEEEMTE2014 "R EREEHE | HE WE S8,

Since 2010, the Association's SME Retail Supporting
Programmes ("the Programme") have been providing staunch
support to SME retailers through a wide range of tailor-made
activities. With the financial support of the Trade and Industry
Department's "SME Development Fund", the Programme has
benefitted more than 10,000 retail practitioners.
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The 4" phase of the SME Retail Supporting Programme was
kicked off during the SME Retail Conference on 25 March, 2014
at the Productivity Council Building. With the theme of "Brand
Management and Communication: Vision, Leadership and Strategy",
there was an impressive line-up of speakers which attracted more
than 100 retailers to learn more about brand management and
branding strategies.
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At his opening remarks, Mr. Henry Yip, Vice Chairman of the HKRMA, highlighted the importance
of brand management for SME retailers. In view of keen competition from international brands and
consumers becoming more brand-conscious, it is essential that SME retailers build their own brand
with a good reputation.
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“SMIE retailers in Hong Kong are very versatile and innovative, they respond quickly to the market.”
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Mr. Henry Yip EEt@s%4
Vice Chairman of the HKRMA HEZES B e EE

A renowned marketing professional with over 25 years of marketing and business management
experience, Dr. Royce Yuen shared his valuable insights on retail brand management. With practical
examples on brand strategies, Dr. Yuen analysed how SME retailers can develop brand loyalty among
customers. He highlighted that a brand must have its own “signature dish”, namely a key product or
service, so that consumers can differentiate the brand. Dr. Yuen also stressed the importance of good
customer relationship management in winning customer loyalty.
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“What is your ‘signature dish’? - It is crucial for a brand to develop its key product.”
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Dr. Royce Yuen, JP 321§+ A4t
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Ms. Sabrina Chu, founder of Kingkow, talked about her experience in developing a high-end children’s
wear brand amid keen competition. Ms. Chu set up Kingkow in Hong Kong in 1998 and expanded
its retail outlets to Mainland China, Macau, Taiwan, Singapore, and Thailand. She highlighted her
experience in stepping into the China market through franchising, and outlined the major challenges
and opportunities for Hong Kong retailers. She stressed that the key to a brand’s success is having a
core team that shares the same vision and passion towards the brand concept.
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“Build a brand together with your core team sharing the same vision.”
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Ms. Sabrina Chu k¥ =E&+
Director of SKC Group Limited / Founder of Kingkow 28124 EERA T E S / Kingkowgl|3Z A

Riding on the trend of healthy, natural and organic food, Mr. Calvin Chan developed the brand “CATALO”
15 years ago; it now offers over 200 natural health food products in over 800 retail spots. Mr. Chan
talked about how to match the competitive edge of the brand with the needs of the consumers. He
illustrated the experience of setting up the first retail shop in 2003 during the SARS outbreak, which
turned out to be excellent timing as people were becoming more health-conscious.
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“Develop a brand which caters to the needs of target consumers. With good products, the
consumers will quickly identify with your brand.”
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Mr. Calvin Chan BRER{E%4E
Executive Director & CEO of CATALO Natural Health Foods Ltd. SEFRERER HITEE LB

29



30

(e

4\
Qaxd
3}

SR EEEE

Discussion Session —

Host: Mr. Paul Ma,
Chairman of the Service & Courtesy Award and Mystery Shoppers
Programme Organising Committee, HKRMA

During the discussion session, speakers shared their vision and
leadership in developing a brand with the participants. Speakers
talked about various business models which can help build a brand's
image. All speakers agreed that one of the key elements in brand
management is the training of frontline staff; they should identify
with the brand and have excellent knowledge of the products and
services offered. The frontline staff can build the image of the brand
through their network with consumers.

Coming up

There will be a series of activities under the 4™ phase of the SME
Retail Supporting Programmes from now until March 2015,
including the 2014 SME Retail Service Excellence Award, retail
workshops for frontline practitioners, and experience sharing by
past winners of the Retail Service Excellence Award. For details,
please visit: http://sme.hkrma.org/
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