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What type of institute you want?

Traditionally, HKIM has taken
a low profile in promoting
itself and promoting for
members. There are only 2 to
3 thousand members and
most of them became
members through studying
our courses. Comparing with
the number of marketers in
Hong Kong, our membership
is but a tiny part of the
marketing community.

I have been receiving a lot of
suggestions that an open
admission policy would
instantly boost up our
membership numbers because
many marketing practitioners
would need professional
support and opportunities for
personal development.

Education and
Professional Image

The question is: Over the
years, HKIM preaches on need
for professional marketing and
this philosophy led to a
membership base made up of
highly experienced marketing
professionals who have a
tertiary education in
marketing. Is a tertiary
education that essential to
maintain a first class
professional image, and a
relaxation of entry
requirement would lower our
public profile?

We really need to ponder
deeply on this particular issue,
as the future development of
HKIM would be directly
affected it! Our educational
requirements may have

complicated the membership
admission process and as a
result, we could have missed
out on those veteran
marketers with decades of
experience? Would missing
out on the veterans result in
missing out on an
authoritative stature in our
own field of excellence?

We may be at a cross road —
is the route of progression
built on hard-earned pro-
fessional experience or a high
level of education? Is there a
middle of the road possibility
where we could admit the less
well qualified but highly
experienced into a separate
category of membership?

Affiliates

There had been a suggestion
that a grade of ‘Affiliate’
membership could be
introduced for those without
formal marketing training to
join our activities so they
could be provided with
personal and career
development.

All these ideas and
suggestions could have long
term implications for HKIM.
Doubling the membership
base would give us a louder
voice to speak as the
marketing authority. This is
achievable, but where should
we go to find them?

Membership growth will be a
topic for discussion at the
Council’s Strategic Task Force
meeting in September. We

S p e aking!

would like to hear your views
before then.

So, as a member (and master)
of HKIM, you should provide
guidance to the Council.

Please spare us some of your
precious time and tell me your
comments. My email is
chairman@hkim.org.hk and I
await your valuable comments
so we could discuss them at
our meeting.
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Thank you, Mr Tsang!

Last month, the Executive Council invited Mr. Tsang
Yam-Kuen to be the Patron of HKIM. We are
extremely happy and proud that our invitation has
20038 2 been accepted, and the Patronage will enhance the
image of your Institute.

Personal Touch to
Members with New Email
Software

The new Council has successfully achievema deal
with Radica Systems Limited, a local personalized
e-marketing software provider, to provide the Institute
a state of the art email marketing software.

With the application of such software, we can better
manage and deliver emails with more relevant
content to different target members, eliminate junk
emails and errors on sending repeated emails. The
e-marketing software can also provide us different
campaign response and bounce email reports in
real-time, allowing us communicate with our
members more effectively as well as providing us
valuable information on future market research and
analysis.

$4,800 ~$7,200**

Next next page:
Exclusive Member Benefits: Annual Activity Discount Pass

: 1
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$1, 200
$900
$300
$900

$5,000 $10,000

(Annual Activity Discount

Pass) 9 30
2005 11
Marketing $600
symposium, $100 $200
* % $ 100’
$406600, $4, 89D, 200

$1,800

(Annual Activity Discount Pass)

(Fellow) ;200 | $500
(Executive) ;200 | $500
(Member) 200 | $600
(Associate) 200 | $600

NMRBESETMAESR,FEE 2104-2280 HASEE EHKLEE A&/ ME(Ms. Alice Choi) B
& !
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Exclusive Member Benefits: Annual Activity Discount Pass

It is important that all marketing professionals to
update themselves with the latest marketing
knowledge, to be alert to the latest market trends,
and to exchange ideas with fellow marketers.

HKIM is presenting to members an Annual Activity
Discount Pass. This pass enables you to a 25%
discount off all members to various Institute activities
such as Marketing Symposium, Dinner Talks,
Company Visits, Seminars, Workshops and lots
more.

Exceptional Value!

Our Unique Discount Pass to all Activities could save
you $4800-$7200 a year**

For example, a full day workshop at a hotel costing
$1200 to Members (or $1800 to non-members) would
be discounted to $900 for card holders. Not only do
you save $300 on the members’ rate, you will be
given priority to join when the activity is heavily
booked. The more activities you join, the more you
save. There are 4 to 6 activities each month —
quantifying the benefits is impossible.

Still not impressed? If you order your Pass before 30
September, we will give you a free ticket (worth $600)
to the November 2005 Marketing Symposium.

Support HKIM, and enjoy this exceptional discount offer, act now!
Details on the Discount Pass as follows:

Annual Activity Discount Pass

Merq_)t;g(rashlp Original Rate |Discount Rate Discount Events
Fellow , $500 25% off All-year-round
Executive , $500 25% off All-year-round Marketing Symposium, Dinner
S Gatherings, Visits, Seminars,
Member ; $600 25% off All-year-round Workshops, etc.
Associate , $600 25% off All-year-round

Call Membership Manager, Ms. Alice Choi on 2104 2280 for further information.

*H|KIM organizes 4-6 activities a month. Saving $100 at each event, you save $400-$600 monthly or $4800-$7200 a year. Please

note that this Annual Discount Activities Pass is not transferable.
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Date

2005/8/20 (Sat)

Topic & Speaker

Global Trends and Challenges on e-Marketing
(e-Marketing)—
Speaker:

( )

( Lemon Asia Limited

( :
Dr. Ivan Lai ( University of Wales , Newport Associate Lecturer)
Mr Winston Law (Managing Director,Lemon Asia Limited)
Francis Kwok (CEO of Radica Systems Ltd, Chairman of Hong Kong
e-Marketing Strategic Alliance )

2005588158 S

Type of Activities

Seminar

2005/8/23 (Tue)

Winning Strategies for Search Marketing
(Search Marketing)
Yahoo! Inc. Overture

Mr Frankie Ho, (Channel Manager, Overture HK, a Yahoo! Company)
Ms Angela Wong (Editorial Manager, Overture HK, a Yahoo! Company)
Overture
Overture

Dinner Talk

2005/8/27 (Sat)

How To Achieve Greater Success In Your Work Life?
How To Become A More Valuable Employee In Your Organization?

Mr James Lu, Council member, The Hong Kong Polytechnic University
Executive Director, Hong Kong Hotels Association

Seminar

2005/9/8 (Thu)

Visit to SPCA NEW

Visit

2005/9/15 (Thu)

NEW

Mr KM Yim FHKIM, CPM (AP), CPM (HK)

27

Workshop

200579717 (Sat)

How to solve problems creatively? NEW

Mr Alfred Ho CMC, MBA, MSclS,

Master Trainer of the Academy of Management Consultancy
Certified Management Consultant (CMC)

Oxford University certified development adviser

2005/9/22 (Thu)

Brand and Branding Work Camp NEW
(One-day work camp in Private Club House)

Mr. Ravel C.S. Wong

Lecturer, School of Journalism & Communication CUHK

Guest Lecturer, Chinese and Bi-lingual Studies The HK Polytechnic
University

Speaker/Lecturer, The HKTDC

Workshop




200579729 (Thu) A New Marketing Era: free newspapers as a new marketing channel Dinner Talk
2005710 - 2006/1 Course of Business Communications for Marketers NEW Course
v Search Marketing
v
v
v
v
Yahoo! Inc. Overture (Search
Marketing)
-- Overture IBM, Dell, HP
-- Overture
2005 8 23 ( )
7:00pm — 10:00pm
38
CEO
2005 8 27 ( )
9:00am — 1:00pm
8/F
95%
95% !
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Ms.
Annie Leung Ms. Michelle Au-yeung
— MTR Club
Ms Anmeimrg Ms Mi chellle Au
YeungMTR Cl ub
Over seas Members and graduates of

HKIM!

(ITESM)

12
MBA

Delegation visiting
HKIM office

ITESM
Mr Johnson Lo, Chairperson of.
Corporate Communications of our
Institute and the delegation of ITESM

Tecnologico de Monterrey, Mexico and
a delegation of 12 MBA faculty ITESM)
visited HKIM on August 8. Johnson Lo,
Chairperson of Corporate
Communications welcomed them and
gave them a presentation of our history,
recent developments and also about
our affiliations with the Mainland and
internationally. The delegation was
most enthusiastic about the market
environment of Hong Kong and China
and Mr. Lo outlined for them the recent
marketing trends and activities of
these two places.



Get Together!

HKIM

86 13816 888 784 priscillasze@
n-dynamic.com
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)
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No. 052, Insider Wong!

Since the June election.....

Interviewed by: Mr Philip Pau
Since the June Council election, members will be
aware that an “outsider” has joined the Council. In
fact, Horace Wong is not so much an outsider — he is
a Founder Member but had not been active in HKIM
for the last twenty odd years.

Mr. Wong had held presidential appointments with
the Hong Kong Institute of Company Secretaries and
Chartered
Administrators, and had extensive experience in

the Institute  of Secretaries &
professional management, legal administration and
strategic planning, particularly with reference to
managing professional bodies. He was elected
because of his experience in corporate governance
and in answer to the need of the Institute for such

expertise.

As a Founder Member of HKIM (membership number
52), he has intimate knowledge of the history and
development of the Institute over the years. This
knowledge is valuable for designing plans for the
future of HKIM.

How can company secretaries and marketers be
brought together? Horace did not received formal
training in marketing, but through hard work and
continuous education, he had not only achieved an

eminent status in company administration but had
also taught marketing.

In his 35 years of companies administration work, he
had an on-going task of balancing the needs of
marketing, planning and governance to achieve
company goals. Our members will look forward to
seeing the success of his balancing act for HKIM.

“Many marketers have been focusing themselves on
short term gains and ignored the holistic impact of
their plans on their companies, their customers and
their competitors”, said Wong. “l admire their
optimism but in these days, marketing is not a
self-centred operation, to the exclusion of customers
and the society at large. There should be a vision and
a total approach for the benefits of the company and
the society. In my view, this is what professional

marketers should strive to practice.”

Members, lets work hard towards professionalism.

(Quiz: Do you know who is Member 005 of HKIM?
First 3 winners will receive “IQ Builder” from Mr Philip
Pau, Vice Chairperson of HKIM Executive Council.
Please email your answer to editor@hkim.org.hk.

Answer and list of winners will be released in the third
issue of WhassssUp!)
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Just in Time systems: Features and Costs and Benefits

The JIT Philosophy by Mr James Chan, MBA, MHKIM
Member, Education Committee, Members, Business Strategies and Constitution Reform Task Forces

The Just-in-time (JIT) philosophy
has attracted considerable
interest internationally since the
early 1980s. The philosophy was
originated from Japan and seeks
to do the process right the first
time and to eliminate any
non-value added activities. The
system is also called a “Kanban”
system. A “Kanban” is a card
used to record material
components needed in every part
of the whole production process.
JIT is not an easy and simple
system and needs continuous
support from senior management.
Normally, the most visual benefits

may only be seen after 5-10 years.

JIT was first implemented by
Toyota Motor Company in the
early 1970s and has since spread
to other Japanese companies.
However, the Toyota Company
has spent 20 years’ time to
implement the system
successfully and reaps significant
benefits from it.

JIT system is primarily applicable
to manufacturing settings. The
main objective is concerned with
producing the component only
when needed by the next step in
the production line (or producing
the right part at the right place and
the right time). For the effective
implementation of JIT system, a
company needs to change its
supplier relationships, product
design, the plant layout, and also
the procedures of the recruitment
or training of employees. The
following paragraph will elaborate
these main features of a JIT
system.

Main Features of a JIT system

Feature 1: Establish long term
contracts with suppliers for the
major components of the
production line. Each supplier is
required to make frequent
deliveries of small orders directly
to the production floor. That
means a company will purchase
goods or materials such that a
delivery immediately precedes
demand or use. Moreover, there
must be a careful selection of
suppliers. Only those suppliers
with a timely and quality delivery
record will be selected. For
example, a division of Xerox in its
move toward JIT purchasing,
reduced its number of suppliers
from 5,000 to 300. An effective
relationship between a purchaser
and a supplier depends not only
on the type of communication but
more importantly on  the
effectiveness of each partner's
communication. In a JIT
environment  this  dimension
reflects the trust and commitment
of the two partners to achieve
mutual goals.

Feature 2: Products should be
designed in a way that uses the
fewest number of parts and
should also be standardized to
the greatest extent. Although
companies should use only a few
of basic models, they can still
produce a great number of
variations. This objective of
design is to minimize costs and
maximize manufacturing
efficiency.

Feature 3: Less workspace is
needed in a JIT environment
owing to the smaller lot sizes and
reduced inventory

levels. Research showed that
average company adopting JIT
should be able to reduce
workspace by 25 to 50 per cent.
This reduction is mostly due to the
absence of stored inventory both
between and within work centres.
This absence of inventory, in
addition to the use of group
technology techniques, would
allow companies to move their
work centres closer together, to
free more spaces and to reduce
material-handling distances.
Materials move from one machine

to another, and various
operations are done in
predetermined sequence.
Production activities are
organized in different
“manufacturing cells”. A

manufacturing cell is a grouping
of all different types of equipment
used to make a product. The
following diagram illustrates
the follow of product through a
factory in a manufacturing cell.
The cell allows more efficient and
effective production process to
make a product type and allow
mores visual control in controlling
the potential defects or equipment
breakdown in the production
process.

Feature 4: Hires and trains
multi-skilled workers capable to
perform  various  operations.
These workers are trained to
operate and monitor various
machines. These workers should
also be able to perform quality

inspection and routine
maintenance. Since the link
between workstations in the
production line are tight and

minimal inventories are hold at
each workstation, problems occur



at one workstation will affect other

workstations in the production line.

Employees with a variety of work
skills can assist the elimination of
the root causes of defects as
quickly as possible. They can also
undertake more responsibilities
and should be able to see their
work more challenging then
traditionally only perform routine
task. Cross-training of employees
allows less idle time when a
machine is not needed for
production. Having workers with
the ability to move from one work
centre to another may result in
increased labour utilization. The
number of workers required can
then be reduced with no
consequential drop in output.

Costs and Benefits of JIT
system

The primary benefit of
implementing a JIT system is the
reduction of inventory carrying
cost since the need for storage or
excessive handling are reduced
significantly. Early JIT literature
contains numerous examples,
which support the contention that
inventory reduction is an indicator
of success in JIT implementation.
These examples display inventory
reduction benefits, ranging up to
97 per cent. The less time
materials and parts spend in the
production process will lower the
cost of financing and storage.
Raw material is reduced by
smaller purchased lot sizes and
more frequent deliveries.
Work-in-process is reduced by
the shift to smaller lot sizes, which
are, in turn, made possible by
shorter set-up times. When the
firm produces at the rate
demanded in the market, finished
goods are shipped, as they are
finished. No inventories
accumulate in the finished goods
warehouse.

However, JIT systems do not
automatically increase profit in the
short term, because the benefits
from JIT adoption may be offset
by the associated direct and
indirect costs of implementation.
As mentioned before, it may take
a long time to see the benefits.

First, JIT production requires
substantial training and
implementation  costs, which

increase overhead and reduce
profit. Second, capital
expenditures associated with JIT
adoption increase the asset base,
and the associated depreciation
reduces short-term profit. Third,
reducing raw materials inventory
levels increases a  firm's
dependence on the stability of its
supply chain and could result in
lost sales and/or higher costs
from emergency purchase.

On the other hand, management
studies found that the benefits
resulting from JIT implementation
have a significant effect on the
financial success of the
implementing firms. Results of
previous studies reveal that the
level of success reached in
implementing JIT accounts for
almost half of the variance in
financial success.

Some other benefits of JIT are
summarized below:

Downtime Reduction

Since the lot size is cut and each
component is produced only
when needed, equipment must be
readily available for use.
Machinery must be capable of
running when it is needed, if
current demand is to be met,
unexpected downtime can lead to

the inability to respond to demand.

In addition, the increased use of
preventive maintenance in a JIT
environment can also result in
decreased downtime.

Increased Quality

Reduction of lot sizes promotes

rapid feedback from downstream
work centres, when there is a
quality problem. This feedback
results in a reduction of scrap,
rework, and ultimately, a higher
overall level of quality. Further,
the cross-training of workers as
an element of JIT implementation
provides for workers who are able
to assist one another, when a
guality problem arises.

Increased equipment utilization

The introduction of  total
preventive  maintenance, the
cross-training of workers, smaller
and more flexible machinery, and
the use of group technology
techniqgues all combine to
increase equipment utilization.
The General Electric facility in
North Carolina had such a large
increase in equipment utilization
following JIT implementation that
they were able to change from
three lines running three shifts to
two lines running one shift with no
change in output.

Conclusion

The implementation of JIT
manufacturing process is a
continuous process. It is hot static
but rather dynamic in nature. The
process is not thought of as a
short-term investment but rather a
long-term philosophy of company
management that yields many
benefits. As previously discussed,
several features are key "building
blocks" to the success of JIT
manufacturing. These features
include the commitment of all
employees in the organization,
having the proper materials at the
right time, supplier relationships,
guality aspects and personnel
considerations, etc.
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