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Only 9,396 kilometres

Hong Kong and Switzerland have never been so close together: the EFTA free trade agree-
ment is opening up new opportunities for your company both to strengthen its supply chain
and act as a gateway solution for trade with third countries.

Are you based in one of the two countries with some of your production done abroad? As a
leading consultancy partner in Europe and Asia, PwC can help you turn the new regulations
into new business. And our nearest office is sure to be just a few kilometres away from you.
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© 2011 PwC. All rights reserved. “PwC” refers to PricewaterhouseCoopers AG, which is a member firm of PricewaterhouseCoopers International Limited,
each member firm of which is a separate legal entity.

www.pwe.ch/china

159396

EENR LT ZHNEBMNIEXAE : MNERRZEBZANEBHRESHESR
IEEMtNEE S EFTRE T HFNERE ANt N EE=ZERAZIRETHRZE.

BUTXANER/MXHABID EFERIART 2 4F9 RONFIL M 89 7R E B
KIEHS BY R ET N BN A T HL S |, RO BEMIEBEER RNV EL

pwc

BRRAR :

FEREENE, BIF 0 +41 58 792 14 73, HHE : jia.ye.you@ch.pwc.com
PricewaterhouseCoopers AG &4 7k &3 £ 2 PfT, Birchstrasse 160, P.O. Box, CH-8050 Zurich,
Switzerland ( ¥ L7721t )

© 2011 PwC. All rights reserved. “PwC” refers to PricewaterhouseCoopers AG, which is a member firm of PricewaterhouseCoopers International Limited,
each member firm of which is a separate legal entity.



MONTFORT ADVERTISING — KLAUS | RUGGELL | CHICAGO | SHANGHAI

Experience. Erfahrung. 2%

Essential for 2011, in any language.

indy ].nufnu!i"i'

1,200,000

Impressive customer magazines,

published in 48 languages

for readers in 60 countries.

860,000

Powerful brochures each year,

printed in 12 languages and

distributed across 60 countries

worldwide.

Prestigious industry awards won '
for annual reports since 2000,

with 15 first-place accolades.
3,500,000

Superb direct mailings, exact

targeted in 22 languages

and delivered to 60 countries

worldwide annually.

19,620

Square meters of event presence

in 123 events, trade shows and

open houses, executed in 30
200

countries worldwide every year.

Sophisticated portals and

micro-sites hosting more than

140,000 persuasive pages

built for clients in 66 countries.

MONTFORT MSHANGHAI

Klaus (A) | Ruggell (FL) | Chicago (USA) | Shanghai (CHINA)
Room 1101 | 555 Nanjing West Road | 200041 Shanghai | China
Contact: Oliver Lorenz | T +86 (0)21 5213 6600 - 800
B2B@montfortshanghai.com | www.montfortshanghai.com



Urs Calonder
Chairman SwissCham China

EmstRoth
President SwissCham SHA

Peter Troesch
President SwissCham BEI

Serge GFafalen
President SwissCham HK

ReneForster
President SwissCham GZ

Dear members and friends of SwissCham China,

The debtand currency crisisin Europe and the U.S. have lead to mounting pressure for internationally operating
Swiss companies. Driven by the Swiss Franc’s traditional status as a safe haven in times of uncertainties, its
value is soaring and commonly expected to further go up against the Euro and US Dollar. The Swiss Franc
even outperformed gold since the beginning of this year. I expect the upward pressure on the Swiss Franc to
continue, despite possible periodic interventions of Switzerland's Central Bank, and forecast that the exchange

rate against the Euro will reach parity at some point next year.

On one side, it is nice to have a strong currency trusted by the world’s financial markets. On the other side,
however, Swiss exporters are increasingly struggling as their products are getting more and more expensive
compared to their competitors producing in the Euro zone. Consequently, many Swiss exporters are forced
to lower their prices and margins in order to remain competitive. For a country depending so heavily on its
exports, this is an uncomfortable situation as it endangers jobs in Switzerland. In many companies, the pain
threshold has been reached. A possible way out is to shift production to countries like China. Swiss companies

with subsidiariesin China are possibly starting to review their strategies and business plans.

Switzerland is currently negotiating a free trade agreement (FTA) with China. The FTA's aim is to ensure a free
access for Swiss companies to the Chinese market and vice-versa by abolishing customs duties and tariffs on
most industrial and agricultural products. Also, a reduction of non-tariff trade barriers in order to develop a
cooperation on matters such as competition and sustainable development, is part of the negotiations. More
specifically, the objectives also include a targeted protection of intellectual property rights and enhanced
promotion of investments. In general, Switzerland strives for an agreement with a wide scope of applications,

including serviceslike banking, finance and insurance.

The recent world economic developments show that agreements like FTAs are of high importance in order to
create additional options for future benefits of the Swiss economy. SwissCham China will inform its members

regularly on the progress of the ongoing and important FTA negotiations.
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Patient centric and
science driven: Yin Xudong
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Health care takes centre stage in China. A staggering one billion people newly benefit
from the country’s health care offensive which has taken place over the past five
years. And, the People’s Republic will presumably, by next year, become the world's

third largest pharmaceutical market in the world - after the U.S and Japan, surpassing
Germany and France. Novartis China Chairman Yin Xudong speaks to The Bridge about
the Swiss pharmaceutical giant’s patient centric and diversified health care strategy.

Interview Fabian Gull Beijing 5% &, LR



[ You were educated in China and the U.S. How did you perceive
the different education systems?

Yin: The way knowledge is being transferred is indeed, very
different. What I got in the US was more like an apprenticeship kind
of education in science. Generally, American universities are less
hierarchical. Harvard was eye opening and refreshing to me, as it
was focusing on team approaches of problem solving, as opposed to

China withits top down teacher- student relationship.

[ What style suites you better?

Yin: At the time, I enjoyed the American style very much.
Retrospectively, I see the advantages of all different styles and try
to combine them. Being exposed to not just one style is beneficial to

young people, Ibelieve.

[ Did you ever work as a scientist?

Yin: Yes, as a student working on my PhD.

[ How important is it in your position that you understand the
language of science?

Yin: It is very helpful for sure, but not mandatory in my view.
Interested non scientists can also do a great job. My focus is

predominantly on sales and marketing anyway.

[ How is Novartis positioned in China?

Yin: We are a diversified health care group with seven operating
units and 5000 people in China. We have six divisions: A
pharmaceutical division, our Sandoz division which produces
high quality generic products, we have an OTC (over the counter),
vaccines and an eye care division (Alcon) and lastly, a small animal
health division. Plus our research institute NIBR in Shanghai. Our

three main factories are in Beijing, Suzhou, Guangdong,.

[ Six divisions make it hard to detect a strategy.
Yin: To outsiders, maybe. It is very simple: We try to focus on what
patients need. I give you an example. You may find a science driven

innovative product of our pharma division as well as generics on the

same prescription pad. For minor illnesses, patients may get some
self prescribed drugs in a pharmacy. With our vaccine division,
we are also active in preventing illnesses. In short: it is a holistic
approach and we cover the whole range. What we believe in, is being

patient centric and science driven.

[} That sounds quite generic. Isn’t patient centric and science
driven what everybody claims to be?
Yin: Not at alll Most pharmaceutical companies are purely research

centric. Or purely generics centric. Their operations are designed

Cover story

based on internal research capabilities - rather than based on
patients needs. This is not just a formality but a fundamentally

different research approach.

[ Does Novartis produce any drugs in China?
Yin: Oh yes, roughly 70% of what our pharma division sells in China
is locally produced. And we have plans to produce most Sandoz

products for the domestic market in China.

[ What is your personal motivation? What drives you?

Yin: [ consider myself extremely lucky being in this industry. For
one reason: Because I can make an impact! Having Sandoz in our
portfolio also makes a big difference to me. Honestly, if Novartis only
had a pharma division, our impact in China would be much smaller.
And only being a drug supplier to affluent patients is not a good

feelinginmy industry.

[ Some five years ago, China started its journey of improving its
health care system.

Yin: Correct. Health care reform became a centrepiece of the
government’s policy. Prior to that, the focus was on the economy and
on bringing up living standards. This is only natural: First, people try to
get wealthy, then healthy (laughing). Now that the country is wealthier,
health care enters centre stage. The past five, and the upcoming 15

years, will be the formation period of China's health care system.

[ Are there any reforms ongoing?

Yin: Absolutely and permanently! The amount of reforms in China’s
health care system is truly stunning. We have seen tremendous
improvements in the past five years. Let me give you an example.
Up until 2006, only about 200 million people in China were part of
a health insurance scheme. Today, almost, 1.2 billion have access to
health care insurance. So, a staggering additional one billion people

were covered within only five years!

[ Itis arather basic coverage.

Yin: Of course. But let me tell you something: Having a basic

coverage is very different from having no coverage! Peasants and
migrant workers are now seeking for treatments in hospitals -

whereas before, they just tried to cure it somehow by themselves.

[ What is the impact for Novartis with its top notch drugs?

Yin: Patients’ willingness to treat is on the rise. In order to improve
the health care of 1.2 billion people, what you need is high quality
generics. So the current impact is biggest for our generic drugs,
followed by pharmaceutical products. The industry grew by 20% per

annum for the past 10 years.
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[ Will this continue?

Yin: We foresee the same growth also for the next 10 years. The
life science market will continuously be driven by increasing
wealth and policy reforms. China will presumably by next year, be
surpassing Germany and France, becoming the world's third largest

pharmaceutical market in the world, after the U.Sand Japan.

[} What trends do you anticipate?

Yin: The per capita insurance premium will be increasing further.
The demand for highly advanced and hence more expensive drugs
will strongly increase. The community and rural hospital network
will further grow and emerge. China has a hospital centric system,
meaning that patients go to different hospitals for different illnesses.

We expect therelated inefficiencies to become smaller.

[ How many of your 5000 staff in China are sales people and
scientists?
Yin: Around 3500 sales and 500 scientists. The remainder are

factory and headquarter positions.

[ What are your best sellers?

Yin: Diovan for high blood pressure (hypertension) was our top
blockbuster for years and is still big. Today, oncology and special
treatments are rapidly catching up and surpassing Diovan. I shall

mention Glivec (leukaemia), Lucentis (age related eye disease).

Globally, these drugs grow very strong. But not soin China.

[} Why does the sales structure in China differ?

Yin: Mainly for tworeasons. Lucentis is not approved yet. Regulatory
processes are usually lagging some 2-3 years behind the US or
Europe. Secondly, China at this stage, is not primarily disposed to
buy specific and expensive drugs and is focusing on treatments for
common diseases instead. In China, we are still at a stage of primary

care medicine evolving towards specialty medicine.

[ How do you price your products?

Yin: For pharma drugs, we aim to be as low as possible in China,
because on a per capita basis, China is still relatively poor. However,
pricing is something you have to look at globally. If we go too low in
China, other buyers will try to source through China. So for every
product, we define a price band and usually place China at the

bottom.

[ How important is China for Novartis? And in terms of financials?
Yin: China is certainly a strategic priority as we see a clear gravity
shift towards China. Also, China is a USD 1 billion business, which

represents an embarrassingly low 2% of our global turnover (laughing).

[J China is on the brink of becoming the world’s third biggest
market. But for Novartis, this did not translate into sales revenue.

Yin: Not yet. China is a different market. Its size is around USD 45
billion, whereof the domestic generic industry accounts for about

two thirds.

[ Do you compete with Chinese drug manufacturers?

Yin: (thinking) Not really, as of now. Chinese companies do almost
uniquely generics. But not in the same fields and price segments
as we do. But we will converge into the same markets and compete
against each other in the upcoming decade, for sure. In pharma, it is

the international pharmaceutical companies we compete with.

[ How do you anticipate government policy and assess risks?
Yin: Internally, we have groups following up close on let’s say, what's
going on regarding pricing, reimbursement or hospital reforms. We

try tomatch our internal organization with government groups.

[ Does the government ask you for advice?

Yin: Yes. They do try to engage and dialogue with the industry,
which is very good. In terms of transparency and dialogue, we are

miles ahead from where we were only five years ago.

[} What are the main regulatory differences compared to

developed markets?

Yin: Chinarequires a confirmative clinical trial before drug approval
is granted. Essentially, we need to repeat clinical trials we have
already done and are already approved, let’s say, in the US. Also, the
approval to start a clinical trial is very difficult to get. One cannot
apply for it without already having gotten the EU or American
approval to get started. These are the two regulatory particularities in
China which significantly slow down the accessibility to innovative

drugs for Chinese.

[ By how long?
Yin: On average, Chinese patients have to wait three more years after a

drugis on the market in Europe or the US.

[ Atleast it is easier and cheaper to do clinical trials in China.
Yin: For clinical research: quality, and not cost, is most important
factor. A late clinical trial for one drug can be as costly as USD 500

million. There isnoroom for mistakes.
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NIBR Shanghai

The Novartis Institutes for BioMedical Research (NIBR) is the global
pharmaceutical research organization of Novartis. In November 2009,
Novartis announced a USD 1 billion investment over the next five years to
increase R&D activities in China. This is why NIBR Shanghai is currently
designing and developing a new state-of-the-art campus, located in
Zhangjiang High-tech Park in Pudong. Upon completion by the end of
2014, the NIBR Shanghai campus will be the third largest pharmaceutical
R&D center of Novartis, after the centers in Cambridge (USA) and in Basel
(Switzerland) and the largest in China. Currently, research at NIBR Shanghai
is focused on discovering new therapies for infectious causes of cancer.
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[ Novartis is investing more than USD 1 billion in its Shanghai
campus. What triggered the decision to do R&D in China?

Yin: First of all is the immense talent pool in China in the area of
scientific research. Another important parameter is the disease

endemic in China, for example, liver cancer and gastric cancer thatare

common diseases and highly prevalent in China and Asia countries,

whichis currently the focus of Novartis' R&D activities in Shanghai.

[ And lower cost.

Yin: No. It is a common misperception that life science companies
come to China in order to save money. Firstly, it is not cheaper to
do research in China. And secondly, we don't do research location

decisions based on cost.

[ Let’s talk about IP protection and patent infringements. What is
worse: China’s reputation or reality?

Yin: Clearly its reputation (laughing). If we didn't have confidence
in China’s IP system, we would not invest so heavily in China. But be
careful, one has to differentiate between the genuine IP framework,
the IP laws and the enforcement, and counterfeiting. Regarding IP
framework - of course, there are some areas we would like to see
changes. But overall, the law is very good. Enforcement on a regulatory
level is also good. But on a retailer or anti counterfeiting level, it is
problematic. If we have a Chinese patent for a specific compound, we
are not worried that another company also gets a license to infringe
our patent. This won't happen. But infringement by “independent”
patent criminals is a big issue - also from an ethical point of view -
and so hard to cope with. Criminals are cheating and endangering

patients by selling fake medicine that looks like our drugs.

[ When will the first drug being developed at NIBR in Shanghai hit
the market?

Yin: Research is a global collaboration effort between the three
major global research sites of Novartis in Basel (Switzerland),
Cambridge (USA) and Shanghai (China). As a part of the Novartis
global R&D network, research at NIBR Shanghai is currently focused
on discovering new therapies for infectious causes of cancer, such
as liver cancer caused by HBV or HCV hepatitis. The goal of Novartis’

R&D istobring novel medicines to patients as soon as possible.
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Xudong Yin - or simply “Dong”, as he likes to be
called internally - is the Chairman of Novartis China
and as such, is responsible for one of the world's
largest pharma market. In a career dedicated to
healthcare, the 44 year old worked at the Boston
Consulting Group, focusing on pharmaceutical
industry clients in Asia. He joined Novartis from
AstraZeneca, where he has served as President for China and Hong Kong
during three years. Xudong received his Bachelor's degree in Biochemistry
from Beijing University, his MBA from Harvard Business School, and his PhD
in Biological Science from Stanford University. He lives in Shanghai with
his wife and two daughters (10 and 15 years old). In his spare time, he enjoys
performing arts and culture, and occasionally swimming and a game of golf.
FRE—HIRZA “FR”, HEA DN ERAN A XERTM—R I EREERE, &
BHREAGAHHZ—WHRETH. MFHFBE—EBNTETRESL, 8
ETIEAATMER, EhARTMHEZTILER, IMNEELAERIRTREFE,
EET=FEHEMEEMREBKIRS, FRRAGIERRFENNFZLFENMN, '
HEEEPTMBAFIATIERE RF AR F 20, fFEF R %)L (9251057015
% ) BEE LG, WIRE, tHERERSLFRE, BRUEXFITERE,

Yin Xudong

e

-

i




i

b

i

BXAEER, PEFRUEETREEF

Yin: Wi, EFRERBABGRNETZE, AL 8, BRF LR
EERREFIRBARETKE L ZRERE . BE, AMEBHEE,
AREAREERRE (X ). NERNBERERT, EFAEHARE
M. i3k 5 EMUERK 15 FR2HEETEGNEEE,

B AEEHITHRER?

Yin: 52F ! 22A! PEETHENERYFEA. EIETFER
MERTEXR#D, BRAERENFIT. Bk 2006 F, REXAR
L ANEEFTREREEERN. MIAE, JLF 12 ZATUREETRE,
BrURSURE B EAFE 10 Z AR Z kK

BE:ER Y E AT
Yin: 5%, WRRBEREE RRRA—H0. WAERRME TARE
FERIRIAST, MEMRIBIIRERCBIIEET.

B 2 EARTRRAYBE LR+ A M2
Yin: BERRGTHNRELT. RERIZANRRKIEFES AR
BTN R, FTNBERTHMERANRZEENAR, HREFH™ R,
FidE 10 FE2, XMTWINEE 20% FIIEBIRIE K.

SRR ?
Yin: AT ERK 10 FEHRBFNERK, EaRFEMHBIFER
IR RRNMENBRAENZ W, BN, FEBEREENE
EfEERA%EETNBAGAHRE=KREATS

B &@mitef it aEHR?

Yin: ABRESHEH—F LK, WE#FBERRAVHT RSHIG,
HRMRNERSH P LR, FEEMERATOAES, BW%RE
BEERRRERRER. BMNHLURMIERARSEIR D

B EERERM 5000 RTF SV RHEARRIMBHAAR?
Yin: 29 3500 $HEA &, 500 RIFAR, HMET MEAIBAR,

HEEMRIFHENRE?

Yin: 5 EHRIERMN S EREERTN™ R, RENHEDBRIT.
m4, MEHGYIEARNERR, &8 7TAN., ik, REREKS
P (BMm%Z% ) A Lucentis ( ZFREAY ). EEMERIXLS
RRBREDY, EHEANRRA,

B At APEHHSERRRE?

Yin: FE2REEEM S, Lucentis ZEEFH, PENAMEERELEE
BB 23 F, HX, FEAFFERERUIHREDRNZ, IE
IS BAIRIATT o B P E R B AL 5 E M R B B

B R BHAT RENE?
Yin: S FH7~ 6, BNEFEENRTEMR, HAMAERE, F
ENAREXN RS . A, EMDIEREEK MRINEFEEN KR,

Htp ERSHEMNFEB . AN E -~ @R NP RENIRIE
Eif BB EFENNERR.

BPEMEEMEASER? AMFUFMSR?
Yin: FELAZRMNORBESR, TURAEEIRBRERGTEER,
TEFIOZETHER, SABRHZRERMNERE L 2HM 2%.( K )

BPES ERAERE=XHE, EWNEEMSEZOUTRELREE
N2

Yin: BRIERA, FEE—NTRAIENTS, THANA 45012,
HPERFENAFESRE=02 ",

HEEMhER MR AHEERSRG?

Yin: (878 ) BRIk, F2REH, KL ARNEREFELTHE, B
EHGEHNNRIENFETR—%£5. BRNSIERAFEREIXITH
MUBERRTFEFRSF, EEFLIFATTE, RNEENBEATES,

O EEHEFLWHBIR, EITFE—TRKRE?
Yin: A 5] NEEEXARREN . EFREMERKESHTENBIR
HITMR, ERE TS, BNSRVERBBEREN,

[ B & MARNIE R Z 02
Yin: 289, 15 EMTLRFRFNAR, XREFF. STER
EIa@ERs, RIMELEFIHSRE,

HRA&EHHAL, PEHHHEEEERWLELRRE?
Yin: AR E, HRESHEMITFTHTEABRALRE. B2,
BB ZEECHMEREEMIHEHAENIR., EFENTH
Bt RS — R AR X ES BN E TR FEHET. X
ETEELETENERZL, hE2FZmE T PEARREFEA R
B

O E—RRAXEHASKE?
Yin: TR, —MAREFONSEE LHE, PERELHES
FEEFKAIM ),

[1]

BESETEH#ITHERLIREZSLEFE.
Yin: Sl RHRT S, ERNFEEHE, MERE. —TRHRKT
BB LERLZET, BARTHETHEIR.

BEEELBHMEPLIRET 10 BI2ET. RHAABETE—&#
P E MR E M RER?

Yin: AR P EAEEMEAHLAT AR RICERHAT ML, 55—
MEENEREREFENS AR, BETENERE, 2HAEELS
B & B0 B BT T B R EER.

HEFHERMESR,
Yin: R, H—MERAOINABHSENH AR SRIFER AT XE



BIRAER. B, ETFEMMEAREFIFRRE ; X, BRNHRET
PRAE R A £

B HMNFREBRERRIPIEFUIBE, WIREEL . hEYEEE
RMEIER?

Yin: YRZHENEFE, (K) MR  E A HIR =BRGP
FEUHIE, RMNASXEATIAFRER, BHEENNXIIE
EEMHIRFE RS, MIRFPUEERE, MR, REIMIR~
HELR, 4%, FEAERNFEEIW. BRI, ZEE2RTN,
PEMSEK R, BESEMNRFTRADEEDE, WREN
FET—MERERABANTEEH, BNAARMBADRERNNE

M, IHNELSRE, ERABDAZ I AEDBE—NEERETME—
WRMER Y, LEDTRIHEERMBN >~ RNRA, KRFRET
BH.

B BRI BT E RO B 8925 4 B\ H370R 2
Yin: 754, YA AESRESEER RN, fENEEeR
PEMBH—ES, B LEOTE L5 EERESIHHEL .
BLEERFEPOEREE, & LSHTEPONNBOHTERE
EHEETHEZETENRTMEVNEASER, LHEAZRER =
FHRERAEERIIROEE, MEZENREFL3IROTE. &

L BIRE R AR E ST, i.u 'l

real watches real people

Ovis EXRANS - (KERETN ORIS
RRR

R L @ Swiss Made Wstchos
e 5
g

" o2 3E 230 v TN Gad i el * j CR- R




With more than 20 years of China
experience, William Keller can
look back on along experience
inthe ever growing Chinese
pharmaceutical market. The
former General Manager of Roche
China managed the early build-up
phase of the Swiss pharmaceutical
company in the mid nineties.
Today, the founder of Keller
Pharma Consultancy works as a
consultant and strategic adviser
to mainly international biotech
and pharmaceutical companies
coming to China. Heisalsoaboard
member of several companies.
Keller expects political price
pressure on innovative drugs to
continue globally. One way out,

in order to remain profitable, is
boosting presence in emerging
markets. This is where volume
may come into play: “‘with China at
the forefront’, the Swiss says. The
historically Western dominated
pharmaceutical industry might
finally become truly global.

“hEIFEEREZE E”
“Chinais on aJourmey
of Exploration”

Interview, Fabian Gull, Shanghai i51%: Fabian Gull, &




[ William Keller, what kind of pharma landscape did you

encounter in Chinabackin1990?

Keller: [t was the early beginning of what we see now. China was just
doing its first pharma joint ventures. The hospitals and distribution
systems were rather basic, and China was a very small market.
Smaller than, let's say, a small European pharmaceutical market like

Belgium.

[l What is China’s global pharma standing today?

Keller: China made a big jump and today is the third largest pharma
market in the world. And it will become number two within the next
3-5 years. Taking perspectives into account, China is the second
most important market for big players to look at already today! This
is somewhat only natural, given the fact that China is representing

about a fifth of the global population.

[} In terms of revenue, China is still of little importance to
multinational pharma players.

Keller: True. But this is not Chinas’ problem, but the companies’
(laughing). International pharma companies occupy a relatively
small market share of roughly 25%. To increase this percentage is
the big challenge. The remaining 75% are predominantly many
small, but also some quite big domestic generics producers. But
even within these 25%, a good part is what we call "branded generic"
products, which play an important role for China. So out of the 25%

market share, only 30-40% account for innovative drugs, I estimate.

[ In what fields are Chinese companies stronger than their
international competitors?

Keller: ‘Stronger” is the wrong word. I would say different. Basically,
China was always a generics market and still is. Only a limited,
but growing part of the Chinese population currently can afford
more expensive, innovative drugs. Also because there is a low
reimbursement hurdle, from an insurance point of view. The big

challenge for global companies is how to adapt to this situation.
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[} China will soon be number two, but profits still come from the
US, Europe and Japan. How do you explain this gap?

Keller: The pharmaceutical world so far is what I call “The West-
and the rest” The biggest part of the business is still done in the US,
Europe, Japan. Why is that? Because patients are well insured and
expensive drugs are being reimbursed - as opposed to many regions
where access is limited due to economic constraints. So globally, only
few people consume most of the worlds’ innovative drugs. However
now, with the emerging markets coming up, this is changing. To give
you an example: China’'s pharma market has grown over 20% per

year in the past ten years, which is a multiple of the global growth.

[:1 Will this trend continue?

Keller:[ think so.In the next 20 years with the ongoing urbanisation
and development, 300-400 million people will presumably join
the middle class. This shows the tremendous market expansion
potential for the health care industry. Innovative drugs will also
benefit. The big question is: to what extent and at what prices is the

government willing to make these drugs available to the public?

[} Is pharma business in China profitable?
Keller: In my personal opinion, foreign pharmaceutical companies

have noreason to complain about their profitability.

[} What ultimately defines success in China is not innovation or
having a competitive edge, but reimbursement policy and the
regulatory framework.

Keller: Yes, partially. The health care insurance landscape and the
reimbursement policy play crucial roles. But I would like to add on
another crucial point: Adaptation to the local market. Westerners
often think their model must suit the rest of the world. But this
assumption may not necessarily be true. The Western system is
suitable to the West. There are also challenges, but it works more or

less. But does it suit China as well?

[ Doesit?

Keller: In my opinion, China should consider all systems, but then
findits own. Take the good things from the West and create synergies
with the Chinese realities. The government is on that way. Allow me
to go back one step. From a Chinese government point of view, their
task is to provide affordable health care to the people. I differentiate
between two forms of innovation. One is product innovation. The

other concerns the healthcare system innovation.

[} What is your guess?
Keller: Nobody knows (laughing). There is no model out yet. China
will not be a continuation of the United States or Europe. It will be

different. Of this,Ilam convinced.
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[} Isthereis alot of experimentation going on?
Keller: Absolutely. China is on a journey of exploration. The
government runs trials in many fields - from different insurance

schemes to bidding policies to hospital management and so on.

[ What is specific to China’s pharma market?

Keller: The ultimate difference is the population and the market
complexity which is beyond those in the US and Europe. Also, China
isvery diverse. Each provinceis a different market and this will most

likely remain tobe the case.

[ Drug innovation made in China. Your view?

Keller: Just a matter of timel Western perception and interpretation
concerning China has often been proven wrong. For example, the
Western view regarding China'’s stability or the country’s rise to
become the factory of the world. Not many have anticipated what we
see today. Back to innovation: When the pharma market moved from
Europe to America, R&D followed partly. Now the market is moving

to China.Idon't see any reason why innovation should not follow!

[ How is the level of scientific research today?

Keller: Similar to any place, the whole spectrum is covered: from poor
toabsolutely brilliant. Already today, the top people in China arereally
on a global standard! I know many young researchers and professors.
Their spirit is incredible and the pressure to innovate is on. Changes
and innovations are going to happen. Being in denial of that, seems to
me, is like being out of touch with reality. Historically, China has been

one of the world's biggest innovators. And China will doitagain.

[} What changes have you witnessed?

Keller: Major steps in upgrading universities have been taken.
Chinese returnees have been coming back from the US since 2000 .
R&D centres are popping up. From the global top 12 pharmaceutical
companies, seven are doing R&D in Shanghai. Most importantly:

money isavailable, the market is here and the pressureis on.
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[ Some stay away from China because of patent infringement fears.
Keller: | know, also in the pharma industry. Many use IP concerns
as an excuse to stay away from China. A mistake in my view. IP
is a retail problem, not a laboratory problem. The laws are okay,
implementation is still mixed with more problems in rural areas.
The government makes a big effort to improve the laws and
implementation. And intellectual property rights become more
important for Chinese innovators, too.In China, there are more IP law
suits than in the US, and international companies are only a small
fraction of it. I find that very interesting. IP is in the basic interest of
China, too. So we shouldn't worry too much about it. It is not a big

topic anymore, as opposed to when I first came.

[ Why should life sciences companies come to China?

Keller: The West is stagnant and their health care systems, including
pharmaceutical companies, are under massive price pressure. In
most industries, you have to ask yourself: Who will I be in 15 to 20
yearsif lamnobody in China? If you are not present at an early stage,

it will be difficult to catch up later.

[ How do you see business opportunities for Swiss suppliers?

Keller: If you are an innovative supplier of equipment servicing
pharmaceutical companies, opportunities are certainly huge.
This market is already number one in volume. Plants and many
manufacturing processes are required to upgrade to international
standards. So basically the whole industry is upgrading. This creates

opportunities.

[ Recommendations to newcomers?

Keller: Start small, be flexible and be persistent. You must adapt and
understand the needs of Chinese customers, and most importantly,
you must understand and grasp the meaning of government

policies. Don't just try to repeat what you did in other markets.



[ William Keller, [El1Z] 1990 £EEREH

B2 EHMRIGTRE?

Keller: 2B MNAEMEBINERNE. TE
NIFF BB EHIA AT, ERMSERSE
LA, WHEFN Bl —DROM LR B

MHI TR,

[ % chE 2R FIZ5 M5 I oe ?

Keller: FEERE &, BRIt RE=RFHA
i, EARKRISEANRKEE L, 5K
HABERIEPEEARE —EEZNTH! EE
FhERKERAONAS z—, XEEER,

BiRBE, PEMBEEFHNGARABEER.
Keller: 21y, BEXAZHEMNRIZA, 2H%
AT HIEB, (K ) BFRHIZASE AT
BFAEXTR/N, 29 25%, BARX— LBk
K, FT 75% BB £ /B F R AR Y
AEHERNEEHAEFLAE, BREE
TEiX 25% Z B — KE 2 HATFE K & 68
BIEEFI=R, XNPERXEKR, &G
THE 25% BT AR B R 1 30-40% 2 El#T %5,

B EBLSEPEAR L EMTSERR?
Keller: “¥52" XM BAEARX, KRER
AR, EALRE, FE—ELETHAT
%, RENHKRZ. BRIREHREAIGKNY
FEARTNXGESRNEIHA. B, H
FR(E(VELERS, MREMBETS, EfR
R A R EREEN XFIRRAPE

BPEMBEAEREZT, BFHEHAR
BEE,B&i#l, B & EERFRREANKER?
Keller: JiLH A0 4 "Bt RFHM”
RAMNERERAXE, KM, BX, BARK
AERTE, BRAMHABTLE, XEFL
REF R E M ANBRAR, X
SRRBERONBEHR MR EERETDH A
A, FXTHNEBLEELTX—R. WFE
M REAEL X 10 FENGFRBIL 20% HE
EEK, ZR2EREKBRNTILE.

[ XSS ?
Keller: =, 7ER3k 20 &, MEEFFEAMET
WER, ZZEMZASHSH=HE, X

M RBUKGEEREERNTZEN, €5
BENTF. RAEER : BFREELZ K
BRI AMEIEX L REE AR
B PE I HF T ED?

Keller: 5MEFI75/A 5% IR IR EFE M,

BEPESLEXHDMERZAFHFELAZ
RSN, MREEBRMMEESLR,

Keller: 35320k, ERITRMEERBRE X
BE, BONEENMATH. AAALEINS
AR R H b Fth5E, XA—F
RN BARREAES, BthEEFED?

[Bi&E&m?

Keller: ERE X, FENIZEEHAEERHF
kECHEE, FITANKL, BEEFE
RIS, BUF EESEAN A EE N, B—HiE,
NFEBRAENS, MiNETEEIARE
HINZABENET . REXS— T
. —REERUH, B—FEETHEIN.

[ EAmE R
Keller: 3 Af1i# (%), H3 A,
S BEERBMOEL, WL RRERE.

[ EE#TRE KM
Keller: 423 (9, PEIEERBIRE, BUF

g \ e
SN

TR, BEREEES,

A PEN S IR HEEET?

Keller: & A )R B 7 Tz iz 81 3 E K
MAORERNTH. B, FEFES gfﬁ’iﬂco
BN ENTHEAR, R TERSRRFT X,

B 3MREACHEMAHES, EHREE?
Keller: 22T [E 0] 7 75HXFENN S
MBEEERERN. WEAXTHENRE
MHEEFHAMRT RS, FEEREA
BB, eI L BRI AT BB EEEN,
o R&D IR EHEE ., WEMHERFEE
%, BANETAERIFNIRERER,

B S RFAKEER?
Keller: REMEAMHELRE, BNEER
iTW MEMENETRA SLNEH, REFE
RBADHIDAE T BfFiRf] BIMNRRS
E%%ﬁﬁmﬂﬁ&ﬂ,%ﬂﬁ%&%%ﬁ,
BEDREMIICEH, BAKSEREHMEIFH,
BEFS, ERERBREWNLHENT . FEY
SR EBRAAHEZ—, MEXSHH,

B ERAET 4 %ER?

Keller: X 7 #EHEFRKFE, M 2000 54
EAFEMNEEITELRE, R&D FORIEN
B, 2RI RBWALNIRELRE LEK
R&D. REEMR : FE, F1%, WHEN.

BE—&4VERAEFFEIBETERE,

Keller: F s, ERIAVHBRXE, F5 M
PHENAZEFE, ERERHERMN, P
REEEM, FRIEE@M, SEERT, ]
FRRERNEREES BB, BFEZENE
EEMBUE, RS R ERHE Rt
HRXHMEE, PEPERELERLES, E
A REERRN—ED. BRXUXSRE
B, P ENERTENEARZR, ALBNTZ
WFE, BRRIFARMBEABREAT .

B AH2EGRZEAAVEKDPE?
Keller: i 7R %, MAINERES, B1F
HARASHERERNONEES, ERIBH >
WE, BRmEDE . NE 15 EE 20 FEHRE
HEHABARRSRM? WRASE5REHN
B, EXRMBEELT,

B EE#EFmTHEBHEHLNER?
Keller: 1R 2R & #1254 3 AR Z B 7,
BRENG ZHTHERLRFEERE—T,
T A HEREFREHREERTE, AT
IABEAR EBAMFTUEERER, XUETHS.

[ FR MR 2 R HEE?

Keller: \/EEIFFIR, RIEHFZMNIE, &
EFTRIEEFFRE. REENE, EER
FBEREX, FEREEGHMTHAHMN.

“China is the world’s most interesting
pharmaceutical market.”
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“Chinais
Impressed by
Switzerland’s

Success”

Staying away from China because of potential risks
1S No option, says Federal Councillor Didier Burkhalter



Chinais one of the worlds’ most important research locations. This exemplifies also the Swiss
pharmaceutical company Novartis, which is currently building up its third global R&D centre in
Shanghai. In late April, Swiss Interior Minister Didier Burkhalter visited China in his function as

Minister for Research and Education.
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X

Interview, Ernst Herb, Finanz & Wirtschaft, Hong Kong
i51%: Ernst Herb, Finanz & Wirtschaft &#

[ Federal Councillor Didier Burkhalter, China’s importance in the
field of research is growing. What does this mean for Switzerland
asaresearch location?

Burkhalter: China won't be equally strong in all areas of research,
and it will have to share its top ranking with other nations, now as
well as in the future. China, also as a research location, is of great
importance to Switzerland. This is why we developed a plan already
last year concerning the cooperation with China in the fields of

research and collaboration.

[ Chinais not only aresearch partner, but also a competitor. Where
does the complementarity end?

Burkhalter: The Federal Council of Switzerland attaches greatest
importance to the fields of science, research and development, and
technology. In those fields, also in the future, Switzerland needs to
achieve a global top ranking by all means. Because this is what the
country’s wealth is depending on. We can’t achieve this in a solo
attempt, but only in cooperation with foreign partners. This is also
shown in the fact that 50% of all researchers working in Switzerland
are foreigners. Also, Swiss researchers increasingly cooperate with
partners abroad. Of course, there is also competition going on. But
in an increasingly linked world, cross-border cooperation is what

successisbased on.

[ China is a very important market. But many entrepreneurs
complain about a lack of protection of intellectual property. How
canitbe ensured, that Chinais a fair partner?

Burkhalter: This is a crucial concern which we continuously bring
into the dialogue with the Chinese government. The discussions
aren't always easy. Economic and foreign policy related discussions
are generally rather trouble-free, whereas conversations about
intellectual property and human rights are more difficult. I believe
that particularly the scientific dialogue is contributing a lot to help

building up general trust.

5. MATA, mtAEEHK Didier Burkhalter BiTHEMEFIF AN T HE,

[1 In some research areas like medicine, China has different ethical
standards. Are Swiss standards being bypassed in cross-border
research collaboration?

Burkhalter: [ don't see a contradiction there. Definitely not in the
field of world class science, where, in order to become accepted, one
has to comply with the highest international standards. The trend
here is international standardization. This reduces the danger that
Swiss companies are disadvantaged because of local standards in
China. Continuing massive investments in research in Switzerland

also show that this danger should not be overrated.

[d You have also visited the Chinese telecom provider Huawei,
which is heavily investing in its research, but is also criticized
for the lack of transparency and proximity to China’s security
institutions. Does Switzerland have a strategy how to cooperate
with such companies?

Vigilance is always required, not just in this specific case. China is in
an opening process. To just stay away because of potential risks, is
no option. As with any partner, it is necessary to evaluate where and

under what conditions a cooperation could make sense.

[ What principles do apply?

Burkhalter: [ shall certainly mention the principles of excellence,
sustainability and the autonomy of research and teaching. In the
case of China, where many things in research and teaching are being
decided top down, I see a certain backlog-demand. But in those

aspects, we are not willing to compromise.

[ How do you put that across to your Chinese partners?
Burkhalter: China isimpressed by Switzerland's success and very well
aware that we are top in Europe in terms of research and innovation.
This wouldn't be possible without great freedom in research and
teaching. These are not relative, but absolute values that we always and

clearly express when dialoguing with our Chinese partners.



“The Federal Council of
Switzerland attaches greatest
importance to science, R&D
and technology”
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“Switzerland needs to
achieve a global top ranking
by all means”

“IntTEERE—VIEEXNE
IKTRHER

“EANEFER AN i B T E”

B #$Z RS Z 7 Didier Burkhalter

B PEEMFA TN EEEREILE, (EARTMAmS, XA

TEREFAR?

Burkhalter: ¥ RS TA BRI RFRK, EHAREMER

ﬁ;@fﬁﬁ'&ﬁk% BRI ML FEED—IRTHLR, Wi EXEK.
ERFAMNEFHE—IA X R EAENFRE RS FTIANRE,

B REFRERTORTFRERBERESEE, IHEHXREWER?
Burkhalter: 3 T B ZE A<s EEARE . BAMRRAR, B,
AKAXLEG, HiFEEL—VISRELHHEERGEHS, BA
ERERKS T, SRTARSISTIMATXANBiR, RBERSMEKE
SEF X, ARt TENNFARTE 50% 2PEN, X—F
SHIFAT X R R, ANBEERS. EE—DKARETINRAY
HRE, RNEMUBEERNEEARM,

BPER—ANEETH, EASEWFRBBEDNIATRRPHERE,
BHBRERPEATSIER?

Burkhalter: iX IF 2 2 {1 & B BUF X 1A F &R M — DR B =,
XTTEMTIRH AR R EFRINBER AT 2K =%t 4
FREL, AT HIRFNFARN AR ERER L, BTBE, LH
EREEIEN B IMERRAERIER,

BE-LENMEBHMANSGE, PERFEFHEEHFELRR, £5E
AR SRR ESWEZ FIEW?
Burkhalter: i}t R 5H FE, EHFRERFWRBEEEZHmY
TEERsSNERTE, BEERSEFE. BRmELREES,
RRFERT FL A S AT RERI AL T AR A ER, Bt
FEAERHR A DIUER T TS %M e

B&hihR T PERERERER, LHRANERTHTHES, BRH
HWIEERZENEURRPERLIAXRER], ESREXAREE
B, WtHEHHEXHRER?

Burkhalter: 15 8 242K, FRUEEXMFARNEGFE. $E
IEAEX MRS FE T, FAVBASE TR E 4B RN T E T E.
BEAKFSIERELRIHEEEREBATEES STZEN.

(B by AL

Burkhalter: i Z ASIRIE R El. THREKRNA ERARFEHNER
W, AEmS, BARFREZABTTEM LB TREN, BER,
BRELRERNDOEMT, BRNEXLETEASZE .

B EEHERX R AL SR P E S ER 2

Burkhalter: 35 T INAHEE T 7 T2 RZNENR, FEEEE
FE L AR U EERON S F et i, SREERARFE T AN E
BHEMEA TSI AR, XERNERTESEKRFENET—E
B OL A IS IMEYL



We’ll take you to Switzerland at the click of a mouse.

Information. News. Background reports. Analysis. From Switzerland, about Switzerland. swissinfo.ch
Multimedia, interactive and up to date in 9 languages. swissinfo.ch o SWISS NEWS, WORLD WIDE



Cover Story

- Under§tanding
£Chinese

Mentahlv”

. ﬁ” I:FIIE E,]'L\EEO

Frewitt manufactures and sells milling, sizing
and filling equipment for the pharmaceutical, as
well as for the fine chemicals and food industry.
One of their specialties is the production of sizing
and crushing equipment for the pharma industry.
Jerome Li (54), who is heading the operations in
China, talks about strong Chinese competition
and obnoxious last minute changes.

Interview, Fabian Gull 5% A%




[ Jerome Li, what are the particularities of being a pharma supplier
in China?
Li: Well, dealing with price pressure and short delivery times is our

daily businessin any market. Butin China, it is even more intense.

[ Did you follow your international clients to China?

Li: No, that wasn't the main reason for us to come to China.

[ Soit is the Chinese pharmaceutical companies you are after?
Li: Exactly. In fact, the vast majority of our customers are Chinese.
International customers only account for about 30% of our China

business.

[ Do you have Chinese competitors, and if yes, how strong are
they?
Li: We do have some strong Chinese competitors, but we are

becomingbetter and better at beating them (smiling).

[ Whatis your secret?
Li:In order to be successful in this business, you have to understand

the Chinese mentality, then think and react.

[ More and more pharmaceutical companies establish R&D
activities in China. How about Frewitt?

Li: Research and development are not yet among our priorities.

[ Since when has Frewitt been doing
business in China?

Li: We started in 2005 with an agent. Since
2008, we have our own assembling factory.
In China, we do production, sales, services,
sourcing, trials and small engineering

installations.

[ What is your biggest headache?

Li: Definitely, it's the last minute changes of
customers. Sometimes, specificamendments
are requested as late as the day before

delivery.

[ How important is China for Frewitt on a
group level?

Li: China is our third most important market
today, and we expect it will become number

one within the next three years.
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He is Ringier's weapon for emerging markets: Thomas Trueb, Chairman
of Ringier Pacific, heads the Swiss publishing houses media activities
in Asia and Africa. In China, Ringiers blockbusters are its lifestyle

publications “City Weekend” and “Betty’s Kitchen”.
B LR

Interview Fabian Gull

[ How did you get into journalism?
Trueb: That was quite some time ago (laughing). 1974, at age of 22, I
saw an advertisement in a newspaper where Ringier was looking for

students atits newly founded school of journalism.I got accepted.

[ Do youremember the first article you wrote?
Trueb: Yes I do. It was a story for “Blick” about an interest rate hike

and the consequences for Swiss families.

[ And thelast one?

Trueh: A bigreport about Marseille in “mare”.

[ Ringier was one of the early movers into Eastern Europe,
launching its business newspaper “Cash” in former
Czechoslovakia. It turned out to be a milestone move as this led the

foundation for Ringier’s overseas activities.

Trueb: Correct. We gathered momentum and expanded into
Slovakia, Hungary, Serbia and Romania. In all markets, we are today
number one or two. From there, we started tackling emerging

economiesin Asia.

[ “Cash” seems to work in different markets. Why is there no “Cash”
in China?

Trueb: In fact, we tried itl This was the first title we launched in China
back in1991. It was the first modern newspaper in China. A success in

thatrespect..

[ What went wrong?

Trueb: After a successful start, we were practically disowned by
our local partner who thought he could do without us. Probably we
were a bit naive, too. But most importantly, we learned a lot about the

Chinese market! The hard way, I shall say (laughing).



[ Your first steps in China were a complete failure.
Trueb: [t depends. The newspaper was successful, the
partnership was not. After a clean analysis and three years later, we

returned back to China. Better prepared and more prudent this time.

[ What lessons did you learn?
Trueh: First of all, media is a sensitive business. Secondly, success
goes hand in hand with strong partners you can trust. And thirdly,

keep control over the core competences you bringin.

[ Many young people dream about becoming a journalist. Today,
you are an ordinary manager.

Trueb: [ am still a journalist at heart! And will always be. It's a
fantastic job. Instead of writing, I am focusing on concepts, expansion

and new markets.

[ In a nutshell, what is your China strategy?

Trueb: [ wouldn't call it a strategy. Due to the special regulatory
framework, we never aimed to become really big in China. Our
approach is one of a purely opportunistic niche player. But bear in

mind-nichesin China canbe huge!

[ People I usually talk to love nothing more than talking about
their China strategy. You don't even have one!

Trueb: ‘Strategy” is a big word, particularly in emerging markets.
Strategies are often being written retroactively. Chinais an incredibly

difficult market. You have tobe humble, listen, learn and then strike.

[ Ringier’s activities in China are quite broad. What are you doing
exactly?

Trueb: Ringier Trade does B2B publishing. We currently produce
about 40 small and highly industry specific print publications and are
pushing heavily towards online. Our “Asia Inflight” unit is producing
board magazines for practically every domestic airline in China, and
hence, is a popular platform for advertisers. Then we have the Beijing
and Shanghai editions of our lifestyle publication “City Weekend".
Both are market leaders. “Betty’s Kitchen’, in Switzerland known as
“Betty Bossi’, is the biggest publication in the field of cooking, kitchen

and food. We continuously transform it into a multimedia platform

with websites, mobile applications, cooking schools and books
etc. Betty's Kitchen is a prolific brand for multi media
development that we aggressively push. We are also
developing websites and applications for mobiles
and tablets. This is what we are currently
building up. The future is bright, and we

have the technology. Then we have printing

activities in Hong Kong. Conference organizing
is a newer field we are expanding. In total, we

employ around 800 people in Greater China.

“We start with
a trial balloon,
see what
happens, learn,
and then take it

CEO Interview

[ Which one of these activities are you most involved in?

Trueb: Honestly, none. The people in charge - I call them
‘intrapreneurs” - work relatively independent and enjoy a lot of
freedom. I don't interfere in daily business operations. I am most
active in an early phase of market evaluation, conceptualization,

strategy setting, product launches, budgeting and controlling.

[ Tell us more about your latest baby - the tablet magazine “the
collection”.

Trueb: [t is a globally distributed mono-thematic tablet magazine
with highly interactive content. The app is available in Chinese,
English and German. Our team in Lausanne developed the software,
the creative and interactive part is developed in Vietnam, content is
produced in Switzerland, and marketing and sales is done in the U.S.
One publication created on three continents! Anything but easy,

cantell you, but plenty of fun (laughing).

[ Do you get the people you want?

Trueh: Absolutely, though sales people are more difficult to find
and retain. We are having a uniquely Chinese management. That is
something we are proud of. The only foreigners we employ are some

English native editors.

[ How many people do all Ringier products reach in China?

Trueb: (Thinking) Around 10 million people per month.

[ Business publications once Kkick-started Ringier’s activities
in emerging markets. Today, you have no more business media
activities in China. This notably, in times when the world’s eyes are
on China. Any plans to change that?

Trueb: No. We focus on lifestyle and specialized publications.
News related activities are highly restricted and regulated. Foreign

companies usually stay away from that market.

[ No temptations at all? Looking at what is on the market, this is
where you really could make an impact after all!
Trueb: You are right. Few titles really stand out and the potential is

certainly huge. But it is not our core competence.

[ Print vs. new media: A clear shift towards new media?
Trueb: Clearly, yes. Ringier thinks more and more digital.
Print titles require huge investments and a costly
distribution. Distribution is also getting trickier
as people are more mobile. These challenges
can be solved by offering a digital solution,
be it on mobiles, smart phones or tablets.
Particularly in China, this is an extremely
dynamic and fast moving industry. China has

the world’s biggest online community, the

from there”
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biggest online market and internet shares score high at the stock
markets. But competition is also huge. This is why we are on the

lookout for niches.

[ Media experts say, print is dead in the long run. Your view?

Trueb: This is completely exaggerated. Digital media will certainly
take the lead in the daily news business. But sensual magazines
on glossy paper offering unique space for big photo coverage and
exposure for advertisers are a whole different story. There will always
be successful magazines. We prefer to have a digital strategy which

canbe complemented by a print product whenever it makes sense.

[ Digital media are a cheap way to reach a lot of people. To
transform this into profit is a whole different story.

Trueb: You are right, but only if we are talking about generating
costly content like news. Most content on the internet is available
for free and the willingness to pay is very low. The money lies in the

development of transaction based activities.

[ Can yoube more specific?

Trueb: E-commerce or classifieds. Generally, the creation of virtual
market places for, let's say, automobiles, jobs or real estate. These are
all wonderful ways of appealing to people which a publisher could

never reach with print titles.

[ Where does your revenue come from? Digital or print media?
Trueb: [n China, still 90% from print publications. Digital media
are in an investment phase with still low returns. Nevertheless, we

believe onlineis the future.

[ How about a China version of your culinary food
guide “Gault Millau”?

Trueb: [t is an interesting topic, we thought about it.
Indulgence becomes more important and China

has such a vibrant, lively gastro scene.

[ How important in China on a group level?

Trueh: Around 5% of our profits come from Asia.

[ How do you evaluate, which media might work in which
emerging market?

Trueb: A bit of market research and plenty of gut feeling. We get
started with a small trial balloon, see what happens, learn, and then
take it from there. If you have done that a couple of times in different

markets, you develop a deeper sense of feasibility.

[ Any new countries on your radar?
Trueb: Currently, we are looking at India, Malaysia and Indonesia. We
see apotential as these marketslag behind regarding digital media. And

Istarted with Kenya, Ghana and Nigeria this year - exclusively digital.

[ Ringier goes Africa?

Truehb: Yes. Wouldn't thisbe anice headline?

[} Indeed. But not in this publication.

Trueb: Africa is an underestimated continent. It has almost half a
billion mobile phone users, rapidly increasing broadband access and
a lively IT industry. Besides, Kenya has one of the most advanced
mobile payment systems world wide. We want to be part of it. And
we are the first international publishing house getting active in

Africa, so not much competition yet.

[ How long does it take to reach break even in anew market?

Trueb: Up to five years. In China it is more difficult to say, as we
continuously invested. For a specific product, it takes us anything
between six months and six years. But we are flexible and if the
trend is ok, we can be patient. I believe, this is an advantage of

working for a family owned business.
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Thomas Trueb, Chairman of Ringier Pacific,
is a classically trained journalist. He took
an early specialization as a business writer
and later on became head of the editorial
departments for business and Swiss politics
at “Blick” - Ringier’ s flagship tabloid
newspaper in Switzerland. Trueb is also
the concept writer and founder of two renowned Swiss business
“Bilanz” and “Cash” - which at the time, were
both setting new standards in business journalism in Switzerland.
After a side trip to his home town of Lucerne as local news editor,
a phase of self employment followed where he was developing

publications -

concepts of Sunday newspapers and magazines in Switzerland.

In 1990, right after the fall of the iron curtain and back under
the wings of Ringier, Trueb was in charge of launching a locally
adapted version of the weekly business title “Cash” in former
Czechoslovakia. It marked the first overseas success of the family
owned company and led the foundation for Ringiers’ continuous
expansion in Eastern Europe, and later on in Asia. Today, Ringier
maintains operations in China, Vietnam, Philippines and Indonesia.
Trueb, internally nicknamed “Mr New Media”, lives in Marseille,

Corsica and Switzerland. As he finds his job “too exciting”, he
doesn't really differentiate between spare time and working hours.
Nevertheless, he enjoys hosting guests, reading fiction and his daily
unit of sports.
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Schweizerische Eidgenossenschaft Embassy of Switzerland
Confédération suisse Swiss Business Hub China
Confederazione Svizzera
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HAVING PROBLEMS FINDING YOUR WAY IN CHINA?

THE SWISS BUSINESS HUB CHINA

is located on the grounds of the Swiss embassy and
consulates, is a network partner of OSEC Business Net-
work Switzerland as well as the official authority for
Swiss trade promotion in China. The goal of the Hub
is to help strengthen business relations of Swiss SMEs
with China through:

e Market and product analysis

e Local company background checks

e Search of distributors, representatives and import
partners

e Individual consulting and coaching of SMEs

e Reports on presentations and trade fairs in various
Chinese cities

¢ Organization of events and fact finding missions for
Swiss companies

e Finding the right local partner for company set-up
as well as legal and tax issues

SBH-antenna Shanghai

c/o Consulate General of Switzerland
22F, Building A, Far East International
Plaza No.319, Xianxia Rd,

200051 Shanghai

Phone: 0086 21 6270 0519 106

Swiss Business Hub China
c/o Embassy of Switzerland

SBH-antenna Guangzhou

c/o Consulate General of Switzerland
27th Floor, Grand Tower,

228, Tianhe Lu, Tianhe District,

510260 Guangzhou

Phone: 0086 20 3833 0451

Sanlitun Dongwuijie 3

100600 Beijing / China

Tel +86 10 8532 75 33

Email: Bei.sbhchina@eda.admin.ch

Web: http://www.osec.ch/sbhchina







Business & Economy

Following the S&P downgrade of the US sovereign rating, global
financial markets are in turmoil and therisk of a second recession in
the developed economies has increased. What will happen to China's
economy? China's inflation remained high and growth was robust
but slowed in July. Will the government reverse its policy course and

engineer another massive stimulus?

Written by Wang Tao, Head of China Economic Research, UBS

ethink the biggestimpact of the S&P downgrade on Chinais
W the indirect impact from a weaker global growth caused by
financial market turmoil. The good news is that China has become
less reliant on export growth than before the global financial crisis,
and the property market is not in a deep downturn as it was back in
2008. China will be affected by what is going on globally but we are
not expecting a hard landing. One reason is that if things get much
worse and exports collapse, we expect China to ease macro policy
to stimulate growth again. The bad news is that China has already
increased its leverage massively in the past three years to invest in
infrastructure, and there is less scope to do so now. In sum, in the
case of another severe global downturn (which is not the base case
we are forecasting now) China will still do relatively well, but do not

expectittosave the world again.

Potentially large indirect impact

News media has focused on the possible fall in value of China's
large holdings of US treasuries (stood at more than $1.16 trillion at
end June). However, the downgrade has not led to arise in treasury
yield in the past couple of days but the contrary - yields went down
as investors left risky assets and bought US treasuries. Of course,
over the longer term, yields are likely to move up and China's FX
holding could be marked down. However, those accounting losses
matters little to the real economy and China's treasury holdings are
safe - the chance of a US government default is extremely slim in the

foreseeable future.

The indirect impact could potentially be large. If the downgrade
pushes up US treasury yields (not yet happened) and overall cost of
borrowing in the economy, or causes financial market turmoil that
freezes liquidity and weakens consumer and corporate confidence,

US and global growth could become even weaker. The downgrade

can also cause chain reactions in the euro zone where the sovereign
debt crisis is deepening. A much weaker growth in developed
economies would obviously be bad for China. China's exports could
weaken much more than currently envisaged (we look for exports to

go down to single digit later in the year).

What would China do?

Right now, we expect the government to put monetary tightening
on hold. July data show that economic activity slowed but remained
robust, and CPI inflation came in at 6.5% y/y, higher than June. We
think the government has no appetite for any more rate hike given
the weak global environment and increased uncertainty. We also
expect the government to keep bank lending and social financing
targets unchanged - we still expect RMB loans to increase by 7-7.5
trillion and social financing to reach 14 trillion in 2011. Even so, the
correction in food/pork prices will lead the moderation in CPI,
helped by the easing in commodity and energy prices. We expect

CPIinflation to drop to about 4% by year end.

Many in the market expect China to push through a massive
stimulusasit did in 2008 if there was another recession in developed
economies, but we think such expectations are too optimistic. The
collapse of China's exports could indeed push the government to
ease macro policy, but we think the size is going to be much smaller.
The indicators we will need to watch include exports and export

orders, investment, and construction activity:.

Exports matter less today

Compared with Q4 2008, a significant difference is that the
property sector is not in a deep downturn now. Despite the property
tightening measures, property sales and starts have stayed resilient,

and the push for social housing construction provides further



support. Another piece of good news is that exports matter less to
the economy now than back then. Both the share of exports in GDP
and the contribution of net exports to growth are now smaller than

before the global financial crisis.

These are good news indeed - because we do not think China
currently has the same policy scope for a stimulus package as
massive as in 2008-09. Back then, China has just finished years of
banking sector restructuring and saw significant de-leveraging.
Moreover, the rapid credit expansion has accompanied a significant
increase in local government debt and infrastructure investment. In
addition, the government is still dealing with some of the side effects
of the last stimulus: the rise of local government debt, the potential
rise in non-performing loans, the sharp rise in property prices, and
last but not the least, governance problems occurred during the

investment/construction boom.

First line of defense: social housing

Of course, despite the above issues, China still has a reasonably
healthy balance sheet. Total government debt including local
government debt is moderate at 50% of GDP, while household debt
isrelatively small. In an economy with still robust long-term growth
and high national saving rate (more than 50% in 2010), China is not
overburdened by debt and still has policy space to deal with another

global downturn.

How might the government ease policy to support growth? Given

that railways, highways and airports have already received their

share of attention, we think social housing construction will be the
firstline of defense. In addition, urban transit system, water/irrigation
projects, energy-saving and environment-related projects will likely
be brought forward. This would also be a good time to push for more
investment in public and commercial services, including in health
care, education, logistics and distribution, and open up the services

sector further to the private sector.

The 2011/2012 forecast

Our current 2011 GDP forecast of 9.3% already incorporate a marked
slow down in export growth in the remainder of the year, and
our 2012 forecast (9%) assumes an export growth of 10-12 percent.
As the global economic outlook has weakened and the ongoing
financial market turmoil may have already started to impact the real
economy, obviously downside risk to our 2012 GDP forecast isrising,
though we would still expect healthy economic growth. Taking into
consideration the better domestic economy and possible policy
response, we expect China to be able to grow easily more than the
growth target set in the 12th five year plan (7%). Even before the
recent events, we have forecasted a peak in CPI inflation in July, led

by a moderation in pork and other food prices. With commodity and

energy prices correcting, we expect some further downside to CPI
inflationin 2012.
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your whole business case may be jeopardized.

From relatively basic, project management skills and methodologies
haveimproved greatly in the Chinese market in the last 10 years, and the
industry is approaching a similar level as one would expect in Europe.
Some factors which remain different and major causes of problems, are
allissues related to authorities, strong regional / provincial variations of
legal framework, the level of transparency of transactions and, for most
foreign companies, a still incomplete understanding of the Chinese

framework for such projects. The following three factors turn any large

capital projectin Chinaintoa challenge.

- R L
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Land issues

Allland in China is owned by the government, through its land
bureaus. For industrial land, industrial zones have been set up to
administer this land, based on quotas for distribution, which can
then be leased for periods of 50 years. Residential land usually is
leased for 70 years. Zones are usually focused on certain types of
industrial sectors. For example the Taicang Port Development Zone
(TPDZ), is a well positioned 1 hour-drive North of Shanghai, at the
mouth of the Yangtze River. It was established in 1993 and focuses
on the petro-chemical sector. It houses such companies as Exxon-
Mobil, BP and Nine Dragons Paper. To locate in this zone, a company
would need to fit their capital and industry type requirements, but
on the other hand, industrial zones can also offer many incentives to
new establishments, going from land rights, tax amnesties and even,

in some technological sectors, some subsidies.

Authorities issues & permitting

One of the key issues in working with authorities is finding the
procedural information. Information is generally readily available,
but it is quite difficult to map a full picture of what is required for a
specific project. This is mainly due to the fact that information is often
fragmented in different departments, not collaborating with each
others, and furthermore, some procedures or rules can vary between
cities or zones, even within the same province. This makes it difficult to

directly apply experiences from previous projects into a new project.

Quality of construction & prices

Quality of the constructed products, be it a factory or office building,
has been problematic in China in the past, if expectations were to
achieve similar levels as in Europe or North America. This situation
is improving as large contractors get much more mature in their
operations and internal quality controls and adopt global standards.
To achieve high level of quality remains an area which requires
constant vigilance, active involvement and intervention, from the

early design to the commissioning.

Business & Economy

Prices have been generally low, comparatively, but rapid inflation in
recent years and particularly pockets of overheating in major centres
have pushed tender bid prices higher and sometimes, due to timing
issues, even to unreasonable levels. If there is some overheating in a
particular area, with limited qualified contractors able to deliver your
projects, they may not have resources to take on additional projects in
the time schedule of your project, thus their bid can be extremely high,

beyond normal market levels.

Most common project delivery options
& their advantages
Various forms of project deliveries are available on the market. Find

below an overview including their pros and cons.

Project & Construction Management

Construction Management is a form of project management
mandate by which the client’s facility will be managed by a
consultant firm. In such mandate, the project manager would
organize the project, schedule it, estimate the budget and manage
the whole procurement and execution, but for the account of the
client. The client contracts directly with all services providers
(architects, local design institutes) and contractors, but these
contracts are administered by the project manager. This form offers
the advantage of permitting the owner to have strict control of the
quality of works and optimised costs at each stage. On the other
hand, it can be said the process is more sequential and can take

more time.

Advantages:

« Most common option

« Lesspreparation time for client

« More flexible option

« Givesclient option of controlling engineering

« Easy tofix problemsthat arise
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EPCM

In an EPCVM, or Engineering Procurement Construction Management
set up, the provider would take on the full responsibility as a contractor
for the whole design, authorities, local design institutes and offer
construction management as a ‘contractor” but not the construction
work itself, which will still be ‘managed” in construction management.
This approach cost slightly more in early stages, as the contracting
party for the EPCM part, must build in risk in its price, but it offers
higher speed of delivery and still good potential optimisation of costs

during the construction phase, thus generally lower overall costs.

Advantages:

» Lower overall cost

« Staff's sense of ownership

« More control over process

« Better for less defined projects with anticipated changes to scope
of supply

« Lesslegallitigation (possible to identify issues early)

« Financing flexibility for owner

Turnkey or EPC

In this case, a single contractor will take on the full risk of delivering
the project from A to Z, providing design, procurement and
construction work until the commissioning. It goes fast when well
defined, cost more asrisks ismonetized by the contractor and project
owner has far less control on the final product. This is particularly
truein case of design changes, which will engender high costs.
Advantages:

« One stop shopping “one point of contact”

« "Hands off” approach to project

- Minimal staffing requirements

« Minimallegal risk

« Best for projects with detailed engineering complete before EPC

contractor selected (minimal unknowns).

Outlook

As China modernizes and integrates further into the global
economies, practices are maturing gradually to meet the same
standards as in most of the advanced economies. It can be expected
that the real estate industry will continue to evolve in that direction,
even if a passing downturn may cause some level of discontinuity.
One would expect that more solutions such as lease-backs, project
financing options and project management methodologies to value
engineer projects will gradually appear and offer even more options
tobothlocal and foreign multinationals deploying their operations in
China. It can be also expected that the harmonization of procedures
and growing transparency in the public administration’s various

level will follow suitin parallel.
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NEW COOPERATIONS

The city partnership between Basel and Shanghai is no paper tiger.
After the intense months of World Expo 2010, the cooperation has grown
and developed further. 2011 is a particularly lively and fruitful year.

Urs Frey, Medical Director of the University Children's Hospital Basel, Dr LIU Jinfen, Director of the Shanghai Children's Medical Center and Dr HUANG

Hong, Deputy Head of the Shanghai Municipal Health Bureau.
BERAZIIEERERZY UrsFrey, LiBJLE BEEHROEEXRS, R ESHTIERRZRIBICEL,

asel's presence at World Expo 2010 Shanghai was no doubt
B a highlight in the partnership between the two cities. New
contacts with Chinese partners in the fields of research, economy and
education were established. «In short, it was a perfect way to deepen
the already prosperous relationship», says Sabine Horvath, Head of

External Affairs and Marketing of the Canton of Basel-Stadt.

Economic cooperation

Since then, the efforts on both sides have by no means slackened.
The partnership is livelier than ever. Two projects deserve particular
attention: The first is the extended economic cooperation between
Basel and Shanghai, of which the manager exchange programme

for young leaders is a very successful part. The programme will be

intensified from 2011 onwards. On a more official level, the agencies for
economic promotion in Basel and Shanghai have signed a Memorandum
of Understanding in order to strengthen their cooperation. In October,
Councillor Christoph Brutschin and a delegation of experts will visit
Shanghai to discuss economic issues such as green architecture, smart

buildings and medtech.

Building a community

The second highlight is an event that Basel wants to become a
tradition: On 12 September, the Basel Government invites the Chinese
community to celebrate the traditional Mid-Autumn Festival (Mondfest
Basel 2011) at the Museum der Kulturen (the Ethnological Museum)

and nearby Munsterplatz. This festive event is a perfect way to show




A LIVELY EXCHANGERS

that the partnership between Basel and Shanghai is tangible, and that

it has a positive effect on people living here. It brings together local
people and the Chinese living in Basel. Moreovet, it is an opportunity to
strengthen the Chinese community in Basel «They are ambassadors
for our city in their home country», says Sabine Horvath. «We want

them to feel welcome and appreciated here»

Apart from these two highlights, there have been several visits this year:
In April, Shanghai's CPC Secretary Mr. Yu Zhengsheng, accompanied
by a high-ranking delegation of Shanghai officials, paid Basel an official
visit and was received by a delegation of the Executive Council of Basel-

Stadt. Also present were representatives of international companies,

important cultural institutions as well as university and research
institutes. «With his visit, Mr. Yu confirmed Shanghai’s
commitment to the partnership», says Sabine Horvath.
«We were proud to be the only official destination on

Mr. Yu's short visit to Switzerland.»

“The
exchange

Shanghai's CPC Secretary

YU Zhengsheng during his
official visitin Basel. In the
background (from left to right):
Dr Guy Morin, President of

the Executive Council of the
Canton of Basel-Stadt, Jiirg
Rédmi, Director EuroAirport
Basel-Mulhouse-Freiburg,

and Prof Antonio Loprieno,
Principal of the University of
Basel.
LiEmEHiCaERNEERE
1TIEER AR, BEERNEME
E: BEREHMNSRNSERE
Bf-EEEL, BER-KA

H — SR BRI AR A Jirg
Rami. BE/RXFKK Antonio
Loprieno #1%

Hospital Basel with the Shanghai Universities Fudan, Tongji and Jiao-
Tong. In January, a health delegation from Shanghai attended the
opening of the new University Children's Hospital in Basel. During
this visit a new cooperation between the Shanghai Children’s Medical
Center and the Basel University Children’s Hospital was launched.
On his visit to Shanghai in May, Councillor Carlo Conti and Vice
Mayor Shen Xiaoming took further steps to strengthen this budding

cooperation.

A city partnership will naturally focus on urban development, too.
In October, Councillor Hans-Peter Wessels will lead a delegation of

experts to Shanghai, where issues such as the planning of green
spaces in the city centre and the preservation of historic
buildings and monuments are discussed, among others.
And last, but not least, the Departments of Education
are in regular contact with regard to issues of

education and research.

prograiiimnme

New medical cooperation
Another important pillar of the city partnership

are the cooperations in the field of health and

medicine, namely those of the University

for young
leaders will be
intensified”

All these examples are proof enough: The
partnership between Basel and Shanghai is
as lively as ever. And it will continue to grow,

because its potential is far from being exhausted.

-Sabine Horvath
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n June Z21st 2011, the EFTA member states
Switzerland, Iceland, Liechtenstein and Norway
signed a comprehensive Free Trade Agreement
(F'TA) with Hong Kong. It is expected to enter

he main objective of the Agreement is to enhance economic ties
T and promote trade and investment between the two sides. One
of the FTA'smost important effectsis the abolishment of import duties
on products originating in Hong Kong exported to EFTA countries.
The Agreement thus benefits Hong Kong resident companies engaged
in manufacturing products that are sold to EFTA countries as it will
allow easier access to the Swiss, EFTA and ultimately to the European
markets. The Agreement mainly covers trade in goods (industrial and
processed agricultural goods, fish and other marine products), trade
in services, investments, the protection of intellectual property rights

as well as environmental issues related to trade.

Industrial Products

Hong Kong will continue to maintain its existing exemptions from
duty for imports from the EFTA states, whereas the EFTA states
commit themselves to abolishing import tariffs and quantitative
restrictions for industrial products originating in Hong Kong. The
EFTA states hence eliminate import duties aimed at industrial
protection, but in return receive the right to levy charges on
imports and to grant refunds on exports in order to compensate for
differences in commodity price levels between the EFTA markets
and the world market. The rules of origin are largely in accordance
with the European model. However, given that the countries in
question are of very small size and can not furnish an entire supply
chain themselves, the rules with regard to industrial products are
less restrictive as products may contain an increased proportion of

contributions from countries outside the free-trade area.

Processed Agricultural Products

The Agreement also facilitates trade in processed agricultural
productsinboth directions. Nevertheless, certain tariff classifications
which are considered sensitive from a Swiss agricultural policy

perspective are exempt.

Tradein Services

With regard to trade in services, the Agreement contains provisions
guaranteeing market access and national treatment which are more
favourable than the WTO General Agreement on Trade in Services
(GATS). National treatment ensures that Swiss firms will be treated as if
they were local companies. The most important improvements from
a Swiss perspective pertain to services such as leasing, insurance,
architecture, engineering, civil engineering, distribution and trade,
logistics, maritime traffic, and the supply of services by a commercial

presence, such asmay be generated by secondments or business trips.

Investment

The provisions on investments regulate market access and ensure
the continuation of the present open-market access policy among
the parties. The Agreement makes investing in or acquiring a
company in the other contracting party easier, manifestly granting

national treatment.

Intellectual Property Rights
The provisions on the protection of intellectual property rights are

based on the principles of national treatment and most-favoured-
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nation treatment. The Agreement reaffirms the parties’ commitment
to applicable international agreements, in particular the WTO
Agreement on Trade-Related Aspects of Intellectual Property Rights
(TRIPS), which is reinforced in certain areas. Furthermore, with
regard to trade and environment, the parties commit themselves
to promoting international trade so that it contributes to the goal of

sustainable development.

Implications for Switzerland
Hong Kong is currently Switzerland's third largest business partner

in Asia, after Mainland China and Japan. In 2010, Swiss exports to

Hong Kong amounted to CHF 6.5 billion (accounting for 3.2%
of Switzerland's total exports), whereas imports reached

CHF 1.6 billion (accounting for 0.9% of Switzerland’s

and dynamic business partner in Asia, who is the world’s third
biggest financial centre and the main trading hub in the region. The
Agreement provides a favourable and stable framework for trade
and ensures equal treatment of Swiss enterprises with all current

and future free trade partners of Hong Kong.

Having a FTA with one of the special administrative regions of
the People's Republic of China in place, the trade between EFTA
countries and Hong Kong may also open the doors for further
planning space. Especially, the different countries involved in the
FTA can in future be used as gateways for components produced
elsewhere while still being able to benefit from the newly
established FTA. Thus, manufacturing of products under

a properly set-up supply chain might lead to lower

Practical
Example

This example illustrates the
potential benefit under the new regime:

a manufacturer in Hong Kong purchases

components from a contract manufacturer in
Mainland China. As they are further processed
in Hong Kong, the goods can basically acquire
Hong Kong origin. Having this origin, the finished
goods shipped to the EFTA countries will usually be
exempt of duty. As the EU currently does not have
a FTA with Hong Kong, any subsequent processing
in one of the EFTA countries (including change
of origin and further export to the EU) may keep
the customs burden at a low level. Thus the EFTA

total imports). Trade in goods in both directions customs duties.
has been dominated by clocks and watches,
precious metals, jewellery and machinery. China and Switzerland formally
Swiss direct investments in Hong launched bilateral negotiations
Kong amounted to some CHF 4.5

billion as of December 2009.

on a comprehensive free

trade agreement in January
More than 150 Swiss companies of this year. Switzerland
have operations in Hong Kong, whereby is hence expected to be the first
the watch industry, the banking and European country to sign a FTA with
insurance sectors as well as trading China, which will further enhance
companies account for the majority. Switzerland’s role as investment

The FTA will further promote economic location for Chinese groups doing

countries and Hong Kong are ideal gateways to
their respective wider region. The benefit of those
gateways may be considered when setting-up or
amending an international supply chain.

relations with Hong Kong, an important businessin Europe.
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beret in front of Badrutt’s Palace Hotel, 1933 ™

MAJESTIC AND ELEGANT, IN THE CENTRE OF ST. MORITZ, AT THE HEART OF THE SWISS ALPS.

THIS IS WHERE YOU FIND THE BADRUTT’S PALACE HOTEL. LEGENDARY, UNIQUE
SINCE 1896 GUEST WISHES HAVE BEEN ANTICIPATED AND FULFILLED, HOWEV\
MAY HAVE SEEMED. WITH US YOU ARE THE GUEST AND WARMLY WE
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ST. MORITZ SWITZERLAND

Eadtae /1o ocerlas 2/ /000 St Moritz, Switzerland
[______ions: 41 (0)81 837 1100/
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45045 THE LEADING HOTELS historic
Swiss Deluxe Hotels OF THE WORLD" hotels
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ax: +41 (0)81 837 2999
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provided by swissnex China and EPFL

Sustainable
Future

with Cleantech
Cleantech5 &L I A[F 4 A BRIFKR K

n May, the swissnex China Lecture was
Idedicated to the topic Cleantech. The
President of Cleantech Switzerland, Dr Uwe
Kruiger, was talking about Cleantech in general
and the situation in Switzerland. The lecture
offered a lively exchange between the expert
from Switzerland and the audience from

academia and industry.

Goodbye to

Traditional Wastewater Plants

By supporting the project HydroNET on waste
water management, swissnex China is further
enlarging its activities on Cleantech. The project
is a collaboration of the University of Applied
Sciences of Southern Switzerland (SUPSID) and Chinese partners from
the City of Dongguan. The HydroNET project has been presented
in several occasions, last time at the Future Cities Conference at the
World Expoin 2010.

The need to design new Wastewater Treatment Plants (WWTPs), is
not just limited to developing countries or to fast growing markets
like China, but it also concerns countries such as Switzerland, where
WWTPs built more than thirty years ago, have reached operational
limits and are in deep need of revamping; most of the existing plants
are based on conventional process (i.e. sedimentation) that could be
easily replaced with more efficient technologies in terms of space

requirements and treatment duration.

The Hydroflot prototype has been designed as a collaborative effort,
carried out by iCIMSI (Institut CIM for Sustainable Innovation, SUPSI),

swissnex Chinalecture in May
2011 £ 5 A%/ swissnex China i/

Eawag (ETH Domain) as one of the world's leading aquatic research
institutes and KWI (Krofta Waters International). In partnership with
Mangrove Environment Ltd. and Zhangcun Municipal Water Plant,
the project researchers are now testing the HydroNET concept to
the treatment of Dongguan municipal wastewaters situated in the

Guangdong province.

swissnex China Cleantech Exchange Grant

In September 2010 during the World Expo in Shanghai, ‘Better City,
Better Life”, swissnex China organized the Future Cities Conference
Week, at the Swiss Pavilion in cooperation with ETH Zurich and the
Chinese Academy of Sciences. “Water Management’, “Sustainable
Construction” and “Mobility and Air Quality” were the essential
topics and they will remain of upmost importance in planning
future cities and sustainable environments, also after the closing of

the world largest Expo ever.



swissnex China is dedicated not only to initiate, but also to foster
and facilitate further cooperation between the two countries to find
solutions for development and use of Cleantech to improve water
management, sustainable construction, mobility and air quality.
Thisis why swissnex China is offering the swissnex China Cleantech
Exchange Grant (sCEG) to the speakers and participants of the
Future Cities Conference Week, to enhance the cooperation in the

area of cleantech between partnersin Switzerland and in China.

For more information visit: www.swissnexchina.org
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With the growing demand of energy
and theimportance of respecting

the nature, clean technologies will
play an essential role in handling our
future energy needs. swissnex Chinais
focusing on this topic in various ways.

Dr Uwe Kriiger (President of Cleantech Switzerland)
UweKriiger = ( ¥+ Cleantech %£75%)
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EPF1L-Led Research
in Line for EU Award
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Two projects headed by the Federal Institute of Technology in Lausanne (EPFL)
have been shortlisted in a competition for European Union research funds

AIntEAAIE T FPrg R0

he European Flagship initiatives are research grants with no
T equivalent anywhere in the world, providing nearly one billion
euros in funding over ten years. On May 4th 2011 in Budapest, the
European Commission announced its preliminary selection of six

projectsin Europe, including the following two from EPFL.

Guardian Angels - tomorrow’s everyday
technologies

The Guardian Angels project (http://www.ga-project.ew), led by the
teams of Adrian Ionescu (EPFL) and Christopher Hierold (Swiss
Federal Institute of Technology Zurich) seeks to design and produce
completely new electronic components that are energy-autonomous,
integrated into our daily lives and low-cost. This vision of the future
involves miniaturization, using unexpected resources such as
movements of the human body, light and variations in temperature, as
well as a seamless integration with everyday objects. The new sensors

will easily be able to provide comfort and security for all.

Human Brain Project - simulating the human brain
An outgrowth of the Blue Brain Project (http://bluebrain.epfl.ch), the

Human Brain Project aims to create a simulation of the human brain -
arevolutionary research tool in neuroscience. To achieve this, Henry
Markram's group is going to develop completely new technologies.
In medicine, for example, a research and testing platform will be
used to develop new medicines and appropriate treatments. In
informatics and robotics, the researchers will draw their inspiration
from the human being's astounding brain capacities. The scientists
are preparing a true technological revolution that will improve
our quality of life and will ultimately aim to generate a computer

simulation of a complete human brain.

Joint Call for Proposal
The present call for this joint pilot grant is released following the

recent visit to China of Federal Councilor Didier Burkhalter with the

( EPFL ) FSHR MR BE3®E 7 BF

BREBARE SRR

EPFL and ETHZ Presidents in order to reinforce common programs in
sectors such as health, environment and energy to cite those directly
correlated to the strategic objectives of Nano-Tera (http:/www.nano-

tera.ch/).

The Swiss Federal Institute of Technology, Lausanne (EPFL) is one
of two National Institutes of Technology (Ecoles Polytechniques
Fedérales) in Switzerland. EPFL, in its idyllic location on the shores of

Lake Geneva, brings together a campus of more than 10°000 people

strongly focused on basic science and engineering.

Ranking of the first 12 European universities
according to number of ERC grants

For the totality of 5 grant calls from 2008 to
2010 except Social Sciences and Humanities

35

31
29 29 26

Number of Allocated Grants

Ranking of the first 12 European universities according to the number of ERC grants - a
merit-based scientific fund. RAMNFMAEZRSHESAMMAR S W 12 FXFEh,
BREBIHAR=,



Leading Research Institute in Europe
EPFL has generated top publications in international journals, with

110 publications in Nature and Science from 1990 to 2009. The most
recent study by Thomson Reuters ranks EPFL as No. 1 among all
European universities in engineering, according to research impact
(citations per paper) for the past 10 years. The European Committee
has recently launched ERC grants to finance scientific projects of
excellence for EU members and associated countries. Seven billion
Euros will be invested between now and 2013. Each year, several
thousand projects are candidates for subvention. Between 10% and
15% are selected only based on the scientific merits, and are financed
over five years. Since 2007, when the first grants were awarded, a
comparative study of the allocation of 1205 grants has shown that
31 scientists from EPFL have benefited from an ERC bourse. This isa
remarkable result, which ranks EPFL in 2nd place behind Cambridge,
andin front of Oxford and ETH Zurich.
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ADVERTORIAL

Titoni's Flagship Store
Opened in Shanghai

The Swiss Watch Company ticks in famous Peace Hotel

fter more than fifty successful years
Ain the Chinese market, the famous
Swiss watch company TITONI Ltd. opened
its Flagship Store on the Bund of Shanghai
- within the prestigious and historical

building of the legendary Peace Hotel.

The TITONI Gallery located in one of the
wonderfully designed Art-Deco-arcades
of the Peace Hotel, faces the world-famous
Nanjing East Rd. It officially opened its
doors after the Chinese New Year when
lots of visitors took the chance to get their
first impression on this Swiss gem in the
cosmopolitan city of Shanghai. It is TITONI's
biggest Gallery worldwide and the most
comprehensive collection of TITONI

models are presented here.

“The Shanghai Peace Hotel is a unique ‘place
in time’, and I have, since my first travel to
China in the early 1980s, always paid a visit
to this superb building,” said Daniel Schluep
during his recent stay in Shanghai. “The
Peace Hotel and TITONI Ltd. have quite a
number of elements in common, including
the characteristic of being a symbol for
the openness to the outside world.” - The
TITONI gallery also hosts a transparent in-
house watch service centre, and - for those
interested in the history of the Grenchen-
based company - there is a museum-styled
corridor with changing exhibitions of old
models, historic advertisements as well as

old photos.

The Peace Hotel, located on the illustrious
Bund which was once called the “Wall

Street of Asia’, is one of the most prominent



landmarks of Shanghai. The “Cathay Hotel’,
as the building was named before the
founding of the People’s Republic, reopened
in autumn 2010 as the Fairmont Peace Hotel
and is considered to be the social heart of
Shanghai. “We are very proud and happy to
belocated within this magnificent hotel with
such arich tradition and history. To be in the
heart of Shanghai and close to the pulse of
millions of visitors from all over the country
means that TITONI is and will always be in
the hearts of the Chinese people,” said Daniel
Schluep when talking to clients and staff

members of the Peace Hotel.

“The Shanghai
Peace Hotelisa
unique ‘placein
time’, and I have,
since my first
travel to Chinain
the early 1980s,
always paid a visit
to this superb
building.”

Up to the present, TITONI has set up 2
galleries, 9 showrooms, 50 customer service
centers and approximately 800 point of sales
in the Greater China Region. TITONI Ltd.
commits to provide the most comprehensive
sales and customer service network, and
the opening of the Shanghai TITONI Gallery

embodies the company’s commitment to

pursue a strong quality brand.

Background

ADVERTORIAL

‘A mix-and-match Kaleidoscope®

[d Daniel Schluep, the Titoni Gallery
recently opened in the prestigious Peace
Hotel in Shanghai. What was the motivation
for choosing China, or especially Shanghai?
Daniel Schluep: Shanghai has been on
top of my favorite city list for many years —
international, charismatic, historic, full of
energy, enchanting and feminine — a mix-
and-match kaleidoscope, in short. I think the
question should not be “why Shanghai”, but
rather why we waited so long to make this
happen. During the renovation of the Peace
Hotel, we were informed about cooperation
possibilities. I personally always admired
this grandiose building full of splendid
history with its illustrious past. I thought it
would serve as a perfect location for Titoni
with its long history on the Chinese market,
and to offer its best services to the clients.
We decided to take the chance immediately
and here we are.

When we were planning the interior of this
gallery, we had a major discussion as whether
to give it a modern chic look or remain its
authentic Art-deco flair. We finally opted for
the latter and [ have to say it was a very wise
decision. I'm glad to see many of our clients
enjoy the aesthetic environment with its
originality and authenticity as much as I do.
- For me and my team, the Peace Hotel is not
only a landmark building. It is both inspiring
and aspiring, and it carries manifold stories as
well. We hope that our bond with the Peace

Hotel will stay for many years to come.

[ How does this Gallery differ from other

Titoni showrooms? What unique services

Since it was founded in 1919, Titoni Ltd. has enjoyed an international
market presence. The watches made by this independent, family-run
company are a byword for Swiss quality and precision. In 2010, Titoni
Ltd. sponsored the Swiss Cities Pavilion of the EXPO in Shanghai and
received positive feedbacks from both Chinese and Swiss visitors. This

year, Daniel Schluep, the CEO of Titoni Ltd., was honored to personally
be present when the Titoni Flagship Store opened its doors in the Peace
Hotel on the famous Shanghai waterfront, the “Bund”.

www.titoni.ch

and products do you provide there?
Daniel Schluep:The Titoni-Gallery at the

Peace Hotel is something very unique, as

you will soon realize when you enter this
grand location, be it from the well-known
and busy Nanjing East Rd. or be it through
the lovely arcades of the Peace Hotel The
concept of this gallery, by the way the biggest
Titoni-gallery in the world with 130sgm, is
based on openness and exchange: We want
to invite passersby to come in, to look at our
gallery and our watches, to talk with our
sales staff, in short to have no constraints
or fear of contact in entering this unique
place. Titoni is a charismatic Swiss brand for
people that above all appreciate high quality
and precision, and not necessarily for those
who want to show off their luxury. With the
design of an open gallery with lots of glass
windows, we want people to see and feel
what our brand is like. Some might have a
look at the whole collection - as you know
from other Titoni-showrooms, our gallery
boosts the most comprehensive collection of
our watches -, others want to find out more
about the history of our brand by walking
through the museum-styled corridor with
changing displays such as older models,
historic advertisements as well as photos
from previous times. - And finally there are
those visitors who want to take a look at the
watchmaker doing his meticulous work in the

transparent in-house watch service centre.



N A T T T T e

The First
Emperor

of China

hE S — 27

Qin Shi Huang was a great leader. Not
just of his time, but of all times. He not
only standardized measurements and
weights, volumes and currencies, but
also, most importantly, standardized the
script. China will always be indebted to
him for his great contribution and long
lasting legacy:.

Written by Jeyanthy Geymeier SwissCham Beijing
{€# : Jeyanthy Geymeier, FERITHSILESS

in Shi Huang (259 BC - 210 BC), was king of the Chinese State of
Qin - today's west central China - from 246 BC to 221 BC during
the Warring States Period. He ruled until his death at the age of 49.

The standardization of weight and measures was one important
dimension of unification together with that of public engineering
and transport. A rather curious example concerns the most
common means of transportation during that period: the horse
carriage. The wheels of the carriages rolled in two thin ‘gutters’
specially constructed for that purpose. As the width between
the wheels varied from one state to the other, one had to change
carriages at the local borders. This was very unpractical. Qin Shi
Huang standardized the width of the horse carriages in order to

facilitate movement within the new country.
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The Great Wall is another example of his grand work. Before the
existence of Qin Shi Huang, many states had protective walls
surrounding them. During his reign, the First Emperor destroyed the
inner walls within the country and linked its most northern walls to

define the new borders of China.

But the most important unification work is the standardization of
the written language. At that period, each state had its own, as prove
ancient documents written in the script of the State of Chu that have
been recently unearthed from old graves in southern China. Those
scripts have shed a new light on the evolution of the empire before its
unification and why this unification came about. The First Emperor's
standardization of the writing system allowed the whole country to
communicate without misunderstanding and to work, for the first

time, on alegal system for the new country.

The historical context

When speaking of the era before the unification of China, Chinese
people don't speak of an 'empire’ nor of an 'emperor’. Thus, the non
existence of those two terms in any of the great classic texts from
all of China's great thinkers after Confucius, as they lived during the
Warring States period. Instead, during the last 800 years or before
the unification in 221 BC, a great number of relatively independent
countries-more commonly called 'states'-acknowledge the leadership
of a'Son of Heaven' (tianzi X) whom is called 'king' But his power
was limited - particularly after 475 BC which marks the beginning of
the Warring States period. One after the other the heads of the warring
states adopt the title of king, to show that they do not recognize the Son
of Heaven anymore and declare themselves contenders to rule over
a new, unified kingdom. The winner will be the state of Qin in 221 BC,
which explains today's modern name 'China’ as Qin is pronounced
more or less like the word 'chin'in English. Qin Shi Huang became then

the First Emperor of a finally unified country - the Chinese Empire.

Therise of the state of Qin

One possible reason why the state of Qin finally won the battle was
because it was often attacked by wild tribes from the north and forced
the people of Qin to stay well trained in military art. Another more
important reason for their victory may be found in the person of a
political advisor called Shang Yang. Like other Chinese "philosophers"
he had started his career by travelling from one state to the other in
search of a duke who would test his theories in actual politics. After
some initial failures, Shang Yang ended up in the state of Qin, where

he found an open ear with its head of state, the duke Xiao.

Shang Yang's ideas can be found in the Shangjun Book (Shangjun

shu B & ) which exposes his political strategy ideas for a

unification of the Seven States:

1) Reform the country by creating a centralized administration;

2) Redistribute the plots of lands taken by the aristocrats back to the
peasants;

3) Standardize the measurements;

4) Divide or organize the population into units of several families
that would be held collectively responsible if something went

wrong within their bound.

All those ideas allowed a high degree of control over the population.
Although very well thought, those measures did not make Shang
Yang a very popular person, who was condemned to death by Xiao's
successor in 338 BC. However, Shang Yang's institutions survived him

and made Qin that strong state that eventually won over all the others.

After many years of hard work, China became finally a one and only
country in 221 BC with the First Emperor, Qin Shi Huang, as unique
ruler over all states. But the emperor’'s work was far from being
over. After the unification of the Empire, he installed a new ruling
system that allowed the central power to have a better control on the
country through regular reporting from the different entities that

made his standardization plan possible.

Superstitious Emperor

Although Qin Shi Huang as a strategist and politician was a very
down to earth person, he was also very superstitious. His beliefs
even went to the extent of sending people on sacred mountains
and on the sea to search for magical substances that would enable
him to prolong his life. The Terra Cotta army in the city of Xian is
another example. This practice of building an army under the earth
was common among emperors and great families long before the
unification of the country. Those armies were meant to protect the

deceased members of the family in the other world.

The First Emperor of China is admired for his determination and
final success in unifying the country. However, he is badly seen up
to the present days for what in Chinese is known as 'burning of the
books and burying of the scholars' (fenshu kengru): he first had all
books burned with the exception of those dealing with practical
matters like agriculture, medicine, as well as mystical books, and,
secondly, he had more than four hundred Confucians buried alive,

fearing their pernicious ideological influence.



Warring States Period (475 BC - 221 BC)
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“Dance is Our

Roman: Not at alll Language is not that important a tool in
our business. Our language is the dance, which is a form of
communication that is globally understood. We understand each
other because we share the same passion. Neither do we have an
official language. The languages we speak the most are French,
English and Spanish. Let me tell you, the international diversity of
our group is one of our biggest assets, because it generates such arich

variety of cultures, styles, and visions that all benefit from each other.

Roman: [or me, itis thebest way to express myself.I started dancing
very early, soInever really thought of doing anything else. Danceisa

way tomake myself understood.

Roman: Not this year. But of course, we had some in the past. The
forthcoming tour should give us the opportunity to discover new

Chinese talent!

“E \\, E ‘E—‘—”

\

Interview FabianGull ik Fih%

Gil Roman (51) is the Artistic Director of the world famous

Swiss ballet ensemble “Béjart Ballet Lausanne”. Currently,

preparations are underway for their third China tour. The
tour consists of six special performances and will include a
world premiere. The Frenchman has been working with ballet
choreography icon and company founder Maurice Béjart for
more than 30 years. Since 2007, Roman has been at the helm of
the company headquartered in Lausanne, and is the successor of

Maurice Béjart who died in 2007.

Roman: Yes, we always do that, as we are permanently on the

lookout for new, talented dancers.

Roman: We will present three creations, including a world premiere.
The opus is called “Dionysos (Suite)’, a very strong and masculine
ballet with large ensembles of men - which is one the trademarks of
our company and of my predecessor Maurice Béjart. The second
ballet, my own creation, is specifically produced for China, in
collaboration with the Chinese author Chen Sheng Lai. But I can't
tell you too much as it is still in the making. The third one is another

essential Béjart choreography - ‘Boléro”.

Roman: The base of all choreographies of Béjart Ballet is the classical
dance. We use a classic language at first, and then deform and
transform it into a new creation, enabling ourselves to say what we
want to convey. But let me be clear on that. Despite my great respect for
tradition and classical dance, I am not a conservative (laughing). And

what we are going to show in Chinais anythingbut a classic ballet!



Roman: We want to bring our strongest, most essential and most
beautiful ballets of different styles to China. The creation is what I

look at first. Not the nationality of my audience.

Roman: [ don't know how to respond as [ am not familiar with that

kind of vocabulary.

Roman: We are a group of individuals sharing the same vision, and
each has to find his or her place in the group. Being able to be part of
the groupis essential. As opposed to big groups like the “Royal Ballet”
or the “Opera of Paris”, we focus on trying to avoid a hierarchy and job
titles at our company. Having good and personal relationships are
essential, as we spend so much time together. We are very close, and

we create, we travel, we dance and we perform together.

Roman: My signature is of no consequence at all. lam not important at all.
Tamservingthe creation.Ijust pass onideasand the spirit of ballet. My role
is to incorporate Maurice’s vision into my own creations, or in those of the
choreographers I invite. Part of this is the creation of new ballets, which is
something we do every year. We are a company standing on two feet: our

repertoire and new creations. The company advances permanently.

Roman: Unmotivated dancers do not exist! If not sufficiently
motivated, one will never arrive at Béjart Ballet. Being a
dancer is not a profession. It is a passion. What I try to do

is to stimulate and feed my dancers with different tastes,
allowing them to remain curious, to develop and to

progress. So [ stimulate rather than motivate.

—
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‘ A r ith 80 performances per year around the globe, a crew

of more than 60 people almost constantly on the move,

and only 12 shows taking place at their home base in Lausanne
(Switzerland), logistics and organizational planning hit centre stage.
“The Bridge” talked to the man in charge of organizational matters
at Béjart Ballet: Tour Manager Richard Perron (53) - a former dancer

himself.

[ Richard Perron, you have been organizing shows all over the
world. What are your expectations ahead of your third tour in China?
Perron: We tried to put together a programme that would be most
suitable to China. And we expect an educated audience. The culture
and the audience’s expectations are different in Japan and the US.
In China, traditional arts in general and classical ballet in particular
are well established. We tried to incorporate this to some extent. On
the other hand, the Chinese society is changing so rapidly, making it

difficult for us to anticipate how we will be received.

[ What are the differences in running a cultural company?

Perron: That is hard for me to tell. What we sell is nothing you can
buy and display at home. Our product is what the audience gets to
experience through sight and sound. It is not a physical product. In

fact, we only sell movement, a breeze,a dream..

[ Globally, is the overall demand for ballet on the rise?
Perron: No, it is rather constant, I would say. However, the demand

for our performancesis. We are normally sold out.

; 9y
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[ How is Béjart Ballet financed?
Perron: More then 70% of our revenue comes from the sale of our
performances. From the city of Lausanne, we get approximately CHF

4 5million per year - also because we represent Lausanne in the world.

[ How do you operate in China?

Perron: We sell our performances either to a theatre or an agency. In
China, we are working with an experienced advisor (Jean-Baptiste
Bello-Portu) who also takes care of the negotiation with the local
organizers, the theatres and the promotions. In the US for example,

we usually deal directly with theatres.

[ Isit cheaper to see Béjart Ballet in China compared to Lausanne?
Perron: Not necessarily, the ticket prices can vary a great deal from
one city to another. Local organizers take the final decision about
ticket prices. It is their business. What concerns us in Lausanne, is if
we are too expensive we have no audience. If we are too cheap, we
lose money. So it is always a tradeoff between making money and

finding your audience. We prefer to have an audience (smiling).

[ Which party is taking higher risks: Béjart Ballet coming to China
or the organizer hiring you?

Perron: The organizer. Thisis alsoreflected in the fact that the organizer
gets the ticket revenue. We get a guaranteed revenue. But the local
organizers do not know until the end how many seats they can sell, and
revenues may not be predicted till the last minute. What concerns us,

our cost willbe aminimum of CHF 600'000 for this China Tour.

Cultural ambassadors of Serla.nd_ inthev

kB IR TR



[ What is your biggest cost?

Perron: Travel and logistical expenses.

[ Do you have sponsors for the China tour?

Perron: The Swiss Arts Council Pro Helvetia is covering part of our
deficit. Besides that, The Embassy of Switzerland and the Consulate
General in Shanghai provide us logistical support. Also, there are still

possibilities for more company sponsors.

FEHEK 80 HEY, 60 BREMKRAKIERAE, MERSH
i;‘%iﬁ?ﬁ’ﬁ REE, WRMALR S RO, () X
BINEEESAENETERTA . WELE, sIEEER, Richard
Perron (53 % ).
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AT H5R?
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Tour Dates:

Beijing National Center for Performing Arts, Oct. 15th +16th, 7:30 pm
tEHRARIEE 10H15H-10816H, F £19: 30

Hangzhou Grand Theatre, Oct.18th +19th, 7:30 pm

K EIkE 105188104198, % 19:30

Shanghai Grand Theatre, Oct. 21st + 22nd, 7:15 pm
i KEIFE10821H-10A22H, B%_F19:15
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In 80 shows around the world: the performing artists of Béjart Ballet.
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“Change of Leadership in Chinain 2012”
Venue: Renaissance Beijing Capital Hotel
Speaker: Duncan Innes-Ker, Senior Analyst of Economist Intelligence Unit

“Ambassador’s Briefing Luncheon”

Venue: Hilton Hotel Beijing

B
A
ke Speaker: H.E. Blaise Godet, Ambassador of Switzerland to China, Mongolia and North Korea

i

Chamber News

“Economic and Market Outlook” “La Démographie Chinoise”

Venue: Renaissance Beijing Capital Hotel Venue: Lufthansa Center (CCIFC) Beijing

Speaker: Tim Condon, Managing Director and Speaker: Eric Meyer, free-lance journalist
Head of Research (Asia) with ING Financial Markets established in Beijing since 1987

“Chinese Employment Law”

Venue: Kempinski Hotel

Speakers: Matthias Mueller, Managing Partner of
Salans’ Beijing Office; Laura Wang, Senior Associate
at Squire Sanders




“Social Insurance Law”

Venue: Westin Beijing Chaoyang
Speakers: Grayson Clarke, Fund Management Expert of the EUCSS Project; William Birmingham, Pension and Work
Injury Expert of the EUCSS Project; Steve Barker, EUCSS Project International Technical Assistance Expert
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Engineering/Manufacturing (EM) Committee Meeting: “Brand
Strategy for Different Market Segments in China”.
Venue: L eica Geosystems Trade (Beijing)

Speaker: Du Bin, Executive President of Leica Geosystems
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Inter-Chamber Networking
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Chamber News

Financial Networking

Inter-Chamber Marketing
Networking

Tianjin Business

Networking

European Networking




Corporate Members
Mr. Jeff BI (GE#)
Company: Greatview (Beijing) Trading Co., Ltd.

HE (ER)RSHAERRE]

Address: 2/F, Entrance 4A, 14 Jiuxiangiao Road, Chaoyang District,
Beijing

L RFAAKEWLTFER4SARSIT2E
Postcode: 100015

Tel: +8610 6435 6368

GAPNCK
Fax: ++8610 6435 6068 mﬁa%
Website: www.ga-pack.com

Mr. John FARGIS

Company: Kaseya Software (Beijing) Co,, Ltd.

FEWHRMG (JER) BRAT)

Address: Room 1404, IBM Tower, Pacific Century Place, 2A Workers
Stadium North Road, Chaoyang District, Beijing

FEETHAX TAGEHILBE A2 SAKIARI404F
Postcode: 100027

Tel: +86 10 6587 6453
Fax: +86 10 65391060
Website: www kaseya.com

Ms. Carol WANG (E3#)

Company: NAGRAVISION SA

& a(E ( L38) RERARSBRATILRS A

Address: 22/F, Building A, Ocean International Center, 56 East Fourth
Ring Middle Road, Chaoyang District, Beijing

JER TR REUAFER56 ST FEFRPILAE22R

Postcode: 100025

Tel: +86 10 5954 2052
Fax: +86 10 5954 221
KUDELSKI GROUP

Website: www.nagra.com

Mr. Shuangxi SUN (Fh#)
Company: EURASIE Lexim SA
LN ERAS

Address: 29/F, Tower A, Zhonghai Plaza, 8 Jianguomen Outer
Avenue, Chaoyang District, Beijing

e EAX BZE MR ESSHIE H29EAE
Postcode: 100600

Tel: +86 10 5977 2500

Fax: +86 10 5977 2500 x M

Website: www.sunlightact.com

Mr. Xulong DAI (B4 %)
Company: Victoria University
WTHSHTRTFE

Address: Office 1708, Tower A, U-Space, 8 Guanggumen Outer Street,
Chaoyang District, Beijing

LR RISMAES S LB K EARE708%
Postcode: 100022
Tel: +86 10 58613598
Fax: +86 10 58613658
Website: wwwyubs.ch

Victoria University
The Sehood af Managemen]

Mr. Felix EGLI

Company: Vischer Ltd.

Address: Schuetzengasse 1, Zurich, Switzerland
Postcode: CH-8021

Tel: +4144 254 34 00

Fax: +4144 243 3410

Website: www.ischer.com

Corporate Affiliate

Mr. Markus KISTLER

Company: ABB (China) Ltd.

ABB (HE) BIRRAF

Address: Universal Plaza, 10 Jiuxiangiao Road, Chaoyang District,
Beijing
SERWEHEREWLFEOSERE
Postcode: 100015

Tel: +86 10 8456 6688

Fax: +86 10 8456 7611

Website: www.abb.com.cn
Individual

Mr.Henry ZANUTTINI

Young Professional
Mr. Liam BATES
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We have always been as global as we are today.
And are still as personal as we have always been.

Gondrand is an international freight forwarder and logistics provider.
Our network brings together experts from the most diverse countries
and cultures. Their vast experience ensures tailored services for cus-
tomers and personal attention that shows the way forward.

www.gondrand-logistics.com

GO-TRANS [HOMNG KONG) LIMITED Foom 10011003, 100 Floar, Fullerion Cantra
Mo, 18- Hung To Foad, Bwun Tong. Kowlosn, Hong Keng. S.A AL, Prhone B527=3423 1000
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Chamber News

egional News

Young Professional Joint Mixer Asian Shift: The End of Western Hegemony
07 Venue: CBRE Office 28 Venue: Swissotel Grand, Shanghai
April 2011 Organizers: Swedish, Danish, Norwegian, British April 2011 Speaker: Dr. Peter Abplanalp, Professor at the
and Swiss Chamber of Commerce University of Applied Sciences Northwestern
Switzerland.

Organizers: SwissCham, Insight China and

Swissnex China

2 Compliance Management & Risk Control
Venue: JW Marriott

May 2011 speakers: Mr. Philipp Senff, German Attorney-at-

2.

May 2011

Law and Foreign Registered Lawyer in China. Mr.
Kent D. Kedl, Regional General Manager Greater

The Rise of the East and the Challenge of Global China and North Asia
Rebalancing Organizer: SwissCham
Venue: Swissotel Grand, Shanghai

Speaker: Dr.phil.Katja Gentinetta, former Deputy

Swissnex Lectures:
Director Avenir Suisse, publisher and consultant
Corporate Social Responsibilities

Organizers: SwissCham )
June 2011 Venue: Minsheng Art Museum

Organizers: Swissnex, supported by SwissCham

Join SwissCham NOW!

swisscham.crg

Because connections matter

SwissCham is the necessary partner to your business; we understand and represent our members'
interests within the business community and towards governmental authorities.

Sign up today and enjoy the membership benefits!

= Establish key contacts and new relationships

* Reach access to business opportunities in China and Switzerland

* Tackle specific issues in focused committees

* Gain access to government officials & representatives

* Experience our business setup intelligence

* Enjoy free subscription to “The Bridge™ magazine

= Get discounts at events and on selected advertisements

= Receive a free "Membership Directory” and more membership advantages on many occasions




Greater Zurich Area Event
Venue: Regal International East Asia Hotel
Organizers: CSR Greater Zurich Area and SwissCham

President’s Dinner
Venue: The Hyatt on the Bund
Organizers: CanCham and SwissCham
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Fribourgissima Event

Venue: Cotton’'s

Organizers: SwissCham and the State of Fribourg
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European Chamber HR Mixer Event
Venue: Brix Shanghai Pub
Organizers: SwissCham, European Chamber and the Korean Chamber




Sulzer Factory Visit

Venue: Sulzer Pumps, Suzhou

Organizers: SwissCham and the Sulzer Pumps

Summer Inter Chamber Mixer

Venue: Paulaner Braeuhaus, Shanghai @ Expo

Trends in the Chinese Nuclear Market

Venue: JW Marriott

Speakers: Mr. Arnaud Lefevre-Baril, CEO and
Founding Partner at Dynabond Powertech
Organizers: SwissCham, BenCham and the

German Chamber of Commerce

Globally, nuclear power plants (NPP)

underwent security reviews and
evaluations after the incidents of
Fukushima. Two countries, Germany
and Switzerland, even decided
to abandon nuclear power from
the energy mix of their respective
countries within the next decades,
notably, without really knowing yet
what to substitute nuclear energy
with. "For China, with its booming
economy and growing appetite for
electricity, this is no option’, Arnaud
Lefevre-Baril, CEO and Founding

AHV/AVS - Working in China, Paying in Switzerland
Venue: Grand Mercure Hotel, Shanghai

Speakers: Mr. Stefan Boeni

and Mr. Sandy Jucker, Swiss Life

Organizers: SwissCham and Swiss Life

Partner of Dynabond Powertech,
is convinced and adds: "Nuclear
power is and will remain an integral
component of China’s national energy
strategy and a growing market for at
least 40 years”.

Today, there are 13 NPPs operational
in China, 28 are under construction
and more then 40 atomic power
plants are planned. This offers vast
business opportunities for various
suppliers, also Swiss ones. Nuclear
energy expert Lefevre-Baril guided

the audience through a jungle of
abbreviations and provided an
overview on the highly complex
market structure. To newcomers
in the market, he advises: “Expect
fierce local competition in every field
and Chinese competitors which are
extremely aggressive in terms of
delivery time and pricing!” Basically,
you have five options: compete with
Chinese suppliers, acquire them,
become their supplier, partner with
them or stay away from this market”,
the Frenchman says.
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Consular Briefing
Venue: Napa Wine Bar & Kitchen

Speaker: Heinrich Schellenberg, Consul General of Switzerland in Shanghai

Organizer: SwissCham

It has become a sort of tradition that

once a year, the Consul General of
Switzerland to Shanghai takes the
opportunity to address the Swiss
community and inform about the
status and prospects of the Sino-Swiss
economic and diplomatic relations. This
year, Heinrich Schellenberg happily
reports: ‘Generally, Switzerland is in
very good shape”. The economy is
one of the fastest growing in Europe,
unemployment is at a low 2.8%, the
public household is stable, even
generating a surplus, and, as one of
the few OECD countries, Switzerland
was able to further reduce its already

very low public debt in recent years.
All this, despite a global financial
crisis which Switzerland overcame
relatively unharmed. But Schellenberg
also points out the Swiss exporter’s
biggest concern, which is the strong
appreciation of the Swiss Franc against
the Euro and the Dollar.

The key growth drivers are a
robust domestic consumption
and Switzerland’s exports - where
continuously soaring exports to China
stick out. Switzerland is one of the few
countries that have a positive trade
balance with China. But the economic

relation with China is not a one way
street. More and more Chinese
companies set up their operations in
Switzerland. And Switzerland enjoys
great popularity amongst Chinese
tourists. “The Consulate is literally
swamped with visa applications”, says
the Consul and adds: “We were granted
one more position to better serve our
applicants’ needs”. For later on this
autumn, Schellenberg announced
the visit of State Secretary Mrs Marie-
Gabrielle Ineichen-Fleisch. The evening
was concluded by a sumptuous dinner
at the wonderful mansion of Swiss
gastro entrepreneur Philippe Huser.



Corporate Members
Mr. Jason Zheng
Company: CEDES (Shanghai) Sensor Co,, Ltd.

Address: Building No. 4, 806 Feng Zheng Road, Hong Kou District,

Shanghai 200434 c E D E s

Tel: +86 216528 2804

Mr. Kilian Widmer

Company: Swiss Business Hub China
Address: 22F, Building A, Far East International
Plaza, 319 Xianxia Road, Shanghai 200051

Tel: +86 216270 0519

Mr. Martin Wagner

Company: Swiss Re International Shanghai Representative Office

Address: 201 Century Avenue, Standard Chartered =

i . Swiss Re
Tower, Pudong District, 200120 Shanghai
Tel: +86 216182 6789 m

Website: www.swissre.com

Mr. James Sun

Company: Interfracht Overseas (Shanghai) Ltd.
Address: Room 12 Heng Ji Plaza, 99 Huai Hai Dong Road,
Shanghai 200021

Tel: +86 2160871608
Website: www.interfracht.com

Mr. Jun Zheng
Company: Digital Publishing Co. Ltd.
Address: 5G Zao-Fong Universe Building, 1800 West Zhongshan Road,

Xuhui District, Shanghai 200235
Tel: +86 216440 0012 _d
Website : www.clt-net.com digital publishing

Corporate Associate
Mr. Huini Li

Company: ADAMAS Attorneys-at-law
Address: Suite 3301, United Plaza, 1468 West Nanjing Road, Jing An
District, Shanghai 20040

Tel: +86 216289 6672 I

Website : www.adamas-lawfirm.com e

Associate
Mr. Richard A. Lister

Address: Palace Court Block 25 D, 1068 Huai Hai Middle Road,
Shanghai 200031

Individual
Mr. Max Weber

Company: Market Beat Research (China), 8 Floor, China Merchants
Tower, 161 Est Lujiazui Road, Pudong District, Shanghai 20120
Tel: +86 21587 6070

Mr. Andre Spicher

Company: Wartsila China Ltd.
Address: 2F Building 11,170 Jinfeng Road, Pudong District, Shanghai 201201
Tel: +86 159 0089 7838

Mr. Yuri Valazza

Company: Solsino Co. Ltd.
Address: The Exchange, 57F, 1486 Nanjing West Road, Shanghai 200040
Tel: +86 2161717338

Mrs. Xiao Qing Kuang

Company: Solsino Co. Ltd.

Address: The Exchange, 57F, 1486 Nanjing West Road, Shanghai 200040
Tel: +86 2161717338

Mr. Antonio Bellanca

Address: Lane 88, No. 8 Yuan Shan Road, Shanghai 201108
Tel: +86 216442 2578

Mr. Nicolas Jendly

Company: Celgene Pharmaceuticals

Address: Bund Centre, Suite 1102-1104m, 222 Yan an East Road, Huang
Pu District, Shanghai 200002

Tel: +86 216133 9203

Ms. Nicole Richiger

Company: LARICH Luxury & Lifestyle Consulting
Address: 3M/F Room 12, 555 Wuding Road, Shanghai 200040
Tel: +86 213253 2500

Mr. Martin Wagner

Company: BM

Address: 13F, Jin Mao Tower, 88 Century Boulevard, Shanghai 200121
Tel: +86 216100 851

Young Professionals

Mr. Stefan Schrag

Mr. Rafael Ackermann
Mr. Thierry Sauzet
Ms. Nicole Zhang
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Joint Business Luncheon on Policy Speech
Speaker: Mr. Donald Tsang, Chief Executive of HKSAR

At this luncheon, Mr Tsang elaborated on his policy address to the business community about the initiatives put forth by the
HKSAR Government in the year ahead.
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Joint Chamber Luncheonon
“The EU and Euro - A Failure or Growing Pains?”

Venue: Hong Kong Club
Speaker: Michael Fuchs, M.P, German Parliament

Monthly Luncheon with the Swiss Association
on “Investment Outlook for 2011”

Venue: Hong Kong Club

Speakers: Henri Leimer, CEO for ASIA of LGT
Bank in Liechtenstein AG and Markus Surber,
Senior Portfolio Manager with LGT Investment
Management (Asia) Ltd.




Monthly Luncheon with the Swiss Association on “Internal Fraud in China - How to Avoid Becoming a Victim”
Venue: Hong Kong Club

Speaker: Nathan Kaiser
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Monthly Young Professional Cocktail
Venue: Anchor’s Point, Brew House, Delaney’s and Entourage



Joint Chamber Luncheon

on “The 12th 5-Year Plan as an Indicator

for the Future of Hong Kong”

Venue: Club Lusitano

Speaker: Rita Fan Hsu Lai Tai, Member of the Standing
Committee of 11th session of the NPC

Joint Chamber Luncheon

on “Embracing the Challenge
Towards Sustainable Power”
Venue: Renaissance Harbour
View Hotel

Speaker: Richard Lancaster,
Managing Director of CLP Power
Hong Kong
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Joint Chamber Luncheon on “China Branding”

Venue: The Dutch Chamber Conference Room

Speaker: Francis Gouten, Gouten Consulting Director and
former CEO of Richemont Asia Pacific

Monthly Luncheon with the Swiss Association on “The Rise of the East and the Challenge of Global Rebalancing”
Venue: Hong Kong Club

Speaker: Katja Gentinetta, Deputy Director Avenir Suisse




Joint Chamber Luncheon on “Economic and Marketing Outlook for 2nd half of 2011”

Venue: Marriot Hotel

Speaker: Tim Condon, Chief Economist & Head of Financial Markets Research, Asia, ING Commercial Banking

Monthly Luncheon with the Swiss Association
on “West Kowloon Cultural District”
Venue: Hong Kong Club

Speaker: Colin Ward, Partner, Foster + Partners

il Ui

International Chamber

Connecting People Cocktail

Venue: Shores

SwissCham Hong Kong is one of the chief
organizers for this cocktail, members have the
opportunity to sponsor raffle prize. Proceeds
will go to the Intercham Scholarship. It is an
event for members to mingle and connect with
hundreds of business professionals from the
27 International Chambers of Commerce and
Business Associations in Hong Kong
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Upcoming Events

Joint Monthly Luncheons with the Swiss Association of Hong
Kong are usually held on the first Monday of each month

For details of events, please contact Ms. Irene Lo at tel. (852) 2524
0590, fax. (852) 2522 6956, email: admin@swisschamhk.org or www.
swisschamhk.org

Young Professional after-work cocktail

Welcome to our monthly Young Professional after-work cocktail with
good old friends and nice new faces! The Swiss Young Professionals and
their friends meet for a casual after-work cocktail every first Thursday of
the month. If interested kindly contact Mr Benjamin Mueller-Rappard at
bmr@themirahotel.com

Corporate Members
Jason LAU
Company: Argsoft Sales and Support Limited

Address: 2017-18 Metropolis Tower, 10 Metropolis Drive, Hom Hung,
Kowloon, Hong Kong

Tel: +852 2330 2647
Fax: +852 2330 0311
Email: alicey@argentcom

Website: www.argentcom A R G E N T

Alexander LUEDI
Company: Explosion Power Hong Kong Limited

Address: Room 1102, 11/F, Technology Plaza, 651 King's Road, North
Point, Hong Kong

Tel: +852 25637787

Fax:+852 2563 7797 POWE R
Email: luedi@explosionpower.hk &m

Website : www.explosionpowerhk E *

Sam LEUNG

Company: Fidinam R&T Consulting Limited

Address: Suite 803, 8th Floor, Tower 1, The Gateway, 25 Canton Road,
Tsim Sha Tsui, Kowloon, Hong Kong

Tel : +852 2110 0990

Fax:+ 852 3102 0007
Email: info@fidinam.com.hk

Raphael GUBELIN / Nicole SURDEZ
Company: Gubelin Gem Lab Limited
Address: Room 1005, 10/F, Aon China Building, 29 Queen's Road,

Central, Hong Kong

Tel: +852 2868 2781

Fax:+ 852 2868 2791

Email: nsurdez@gubelingemlab.ch G I:I E E I_I N
Website : www.gubelingemlab.ch GEM L AB
Jana BUECHI

Company: Jewel Lotus Int'l Trading Ltd T/A JL Asia Link (HK)
Address: Unit 1636, Level 16, Man Yee Building, 60-68 Des Vouex
Road, Central, Hong Kong

Tel: +852 6205 2457

Fax:+ 852 3796 2600

Email: jana@jewel-lotus.com
Website:
www.trading-jlotusasia.bloombiz.com

Sven KOEHLER / Kristina KOEHLER

Company: Klako Group

Address: 10A Seapower Ind Center, 177 Hoi Bun Road, Kwun Tong,
Kowloon, Hong Kong
Tel: +852 2345 7555 Klakﬂ Gl‘ﬂl.lp
Email: info@klako.com

Website: wwwklakogroup.com

Ivo A HAHN

Company: Stanton Chase International, Greater China

Address: 2905-2907, 248 Queen's Road East, Wanchai, Hong Kong

Tel: +852 2526 6319 ey e e
STANTONCHASE

Email: ihahn@stantonchasecom ' * *

Fawwpive Seiivh Cromd il Risirs

Website: www.stantonchase.com

Young Professionals

Anne ACKERMANN
Patrick BANGERTER
Daniel HEYDRICH
Jonas HUBER

Eva JORDAN
Bruno OEHY

Daniel OESTER

Eduardo SERRANO-LOBELO



DRAGON EXPRESS

CONSOLIDATED AIRFREIGHT
FROM GREATER CHINA TO SWITZERLAND

— T —

More information: Hermann Gamper, Tradelane Manager Asia-Pacific, Tel. +41 61 315 91 35, hermann.gamper@dhl.com

As a leading logistics company with subsidiaries in all the
important industrial centers in Asia, we handle your airfreight
shipments to Switzerland on time and at extremely attractive rates.

DIRECT TO SWITZERLAND
From major airports in China, Hong Kong and Taiwan.

Moving your business forward. Globally.

You place the order — we'll do the rest

¢ Contact and coordination with your overseas suppliers

¢ Monitoring and bundling/consolidation of your orders

* Preparation of shipping documents, dispatch and consultation

e Storage, commissioning and distribution within Switzerland
and/or EU

WELCOME "ABOARD"!
DHL DRAGON EXPRESS — YOUR BENEFIT

y—=) 7/ 4

= A A G —
GLOBAL FORNARLNG
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August 14

September 16

November5

December

Upcoming Events 2011

Swiss-Chinese Friendship
Celebration, InterContinental Hotel
Shenzhen, in connection with the
Universiada 2011 in Shenzhen

Forum Economical Situation
& Outlook, Guangzhou

Jass & Fondue / Raclette evening, Shenzhen

Samichlaus (date not defined), Guangzhou

New Associate Members

Mr. Gordon Styles

Company: Star Prototype Manufacturing Co. Ltd
Website: www.star-prototype-china.com

New Corporate Members
Mr. Arnold Hintermeister
Company: £E-C-E Technology Ltd.

Mr. Pascal Joos
Company: Micro Mobility Systems China
Website: www.microms

Mrs. Jiang Rong
Company: Jakob Stiefel GmbH Dongguan Representative Office
Website: www jstiefelgmbh.ch

Mr. Paul Gerny e

Company: Image Food & Beverage Service Ltd

“:{J}_" =
Website: www.imageservice.com.cn ’ MA GE

Mr. Benjamin Skelton
Company: Soundchip (APAC) Ltd
Website: www.soundchip.ch
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Design
Project Management

sonstruction. Management

in China & in Switzerland.

ijing) Consulting Co., Ltd.
Tr_-u-.-u;—-r 1 ,Prosper C 0

21 6115

Plyry (Zurich) Infra Ltd.
Hardturms 161,P.0. Bex, CH-BO37 Zurich, Switzerland
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Mercuria is a privately-owned international group of companies, with the
headquarter in Geneva, Switzerland. Mercuria is active over a wide
spactrum of global energy markels including crude oil and refined
petroleum products, natural gas (including LNG), power, coal, biodiasel,
vegetable oils and carbon emissions. It is one of the world’s five largest
independent energy traders and has a longslanding sector expertise.

In addition to its trading core, Mercuria has upstream and downstream
assets ranging from oil reserves in Argentina, Canada and the US, to oil
and products terminals in Europe and China, as well as substantial
investment in the coal mining industry in South Africa, Indonesia, Colombia,
and Russia, and bio fuels plants under construction in Germany and the
MNetherlands.

The company plays a dynamic, diversified and growing role in the global
energy market, We provide our clients with customized solutions to their
energy needs, using a creative flexible approach to pricing and logistics
while maintaining strict risk management controls,

Qur two Chinese-based subsidiary companies, Mercuria Energy Trading
(Beijing) Co,, Lid and Mercura Investment Consulting (Beijing) Co., Ltd
wark with important Chinese counterparts to bring oils 1o China and invest
in logistic projects in energy sector including oil storage facilities and
terminals to help this great nation grow and prosper.

Mercuria Energy Trading (Bediing) Co. Lid

R RS BT ( 4E5 ) BELE) Mercuria Investment Consufting (Befing) Co. Lid,
eSS SIREROCHEATOIE 4703 Yintai Office Tower C
EhEE. 100022 No. 2 Janguomanwal Avenue

Bafjing 100022, P.R. China
Tel: +86 10 8507 9800
Fax; +88 10 BS0T B850
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