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Today we shall say goodbye to year 2014. As
usual, | hereby on behalf of over 30,000 ZC
Rubber staff present our best wishes for all our
customers, suppliers and stakeholders. Hope you
have a happy, prosperous and successful new
year!

Year 2014 brought the whole world a blooming
US economy but slow development for most of
other countries. Meanwhile the reform and
reconstruction of China reduce the demand on
tires, too. In such a year with the price competi-
tion, ZC Rubber family still achieved an outstand-
ing result by customers’ oriented strategy: new
products development, marketing and branding,
upgrading of the business mode and so on. The
total shipment of ZC Rubber, 45 millions pcs of
passenger, light truck and truck tires together
with 92 million of bicycle and motorcycle tires,
helps ZC Rubber to remain as No. 1 in China and
Top 10 in the world, and keeps on increasing.

In the past year we have two more new plants
located in Xindeng and Qingquan which are just
one hour’s drive from the head office. Also the
Thailand plant, expected to be fully operational
by mid of 2015, is still under construction.
Furthermore ZC Rubber is keeping on investing
on new facilities and equipments to face the
future challenge of high labor cost and produc-
tion efficiency for the competition in the coming
year, ready for a better future.

The new year of 2015 will be a very important
year for Chinese tire industry. It is a turning point
while the government adapted to new normal of
economic growth with steady growth and
economic structure transform. The competitive
manufacturing sector began to grow out of its
reputation for low costs and low added value but
service sector in China started to play more
important roles. Therefore we need changes to

face the new business environment with new
thoughts, new concepts, new strategy and new
target.

We will keep on improve our management and
product quality in the coming new year so as to
present our customers more competitive and
valuable tires.

We will focus on the interests of our distributors
in such a competitive market to ensure certain
profit which may support our distributors to
continue the business.

We will invest more on R&D to develop new
products based on the different demand from
different segments. Market share is our top
priority.

We will pay more attention on key accounts of
our distributors and offer more support for more
sales.

We will upgrade our service and create new
modes so that our products may bring more
value to the end users.

We will continue our marketing support to our
distributors including the advertisement and
promotions.

We will share the benefits of our growth with all
our employees and stakeholders.

Year 2015 will be full of not only challenge but
also hope. All ZC Rubber family members should
be united and innovative to make steady
progress base on products, branding and
marketing, and distribution network. Let's work
together for a better future.
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Innovation &
Benefits

by Mr. Ge Guorong
Vice President of ZC Rubber
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In the past year of 2014, we faced so many issues such as
the counter veiling and anti-dumping case in U.S, the
floating of currency exchange rate, and the dropping cost
of raw materials. In such a year ZC RUBBER family still
achieved a remarkable result with the support from our
customers and distributors all over the world. We remain
as the No. 10 in the top 75 global tire manufacturers and
keep our position of the largest tire manufacturer in
China. I hereby sincerely express our thanks to all
customers, distributors, and partners who are working
with us during the past years. “If winter comes, can
spring be far behind?” The tire market will be full of hope
and opportunity as the global economics will accelerate
with broadening recovery and booming developing
markets. We need change our thoughts, habits and
actions to meet the market and embrace a better future.
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In 2014 we witnessed the growth of tire market in various
areas. United States is the leader with a 5% GDP growth in
Q3, 2015, the fastest growth during the past decade. In
Europe, ETRMA (Europe Tyre & Rubber Manufacturer
Association) reported 2% increase of shipment of
consumer tires and 4% of truck and bus tires, albeit small
growth, a positive result. Meanwhile emerging markets
also announce steady growth. It is called a broadening
recovery.

Most markets now focused on manufacturing again. In
U.S. the President Brack Obama states to strengthen
domestic manufacturing to create jobs and meet the
challenges of the 21st century. German government
announced the project of Industry 4.0. The government
support definitely will bring flourishing logistic and more
growth of the world economy, furthermore bring more
demand on tires.

In China, the domestic market is slightly slowing in 2014
as the government target on a sustainable long term
economic balance. Meanwhile the trade barriers from
other markets also blocked the development of tire
industry in China. Anyone who is not so capable in the
industry and competes for market shares mostly by price
will suffer more in such a difficult market. For ZC Rubber,
the core competence of product, quality, brand and so
one will help to win more shares in the market.

The recovering economy will ask for more for the tire
industry. And there are so many demands which are not
met by valuable ZC Rubber’ s products. It is time for ZC
Rubber to continue the improvements and upgrading to
satisfy the customer needs on products and service and
work together with global distributors for a better future.
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Year 2015 brings us more opportunities as the global tire
market demands tires with good quality, safety, fuel
efficiency and environmental friendly. For example, Europe
published the Regulation No. 117 R3 requiring better tire
performance of rolling resistance, wet grip and rolling
sound emission. ZC Rubber, with decades of experience
and thousands of R&D staff, will continue to supply tires
fully complied with local authority regulations and meet
the end users’” demands. Furthermore ZC Rubber will
keep on innovation and creation in different segments of
products, sales and service.
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1. Innovation of Products: ZC Rubber occupies the
largest market share in China with tire of value. In
international markets, ZC Rubber also set up the strategy
to supply tires tailor-made for different area. In U.S. ZC
Rubber launched ARISUN brand medium truck tires while
in Europe, the flagship truck tires introduced are in the
tread code of WTL1, WSR1, WDR1, WTR1, WDM1, WTM1,
and WTX1. The new generation of ZC Rubber products
will help to change the customer perception on Chinese
products as the appearance and internal quality are
improved greatly. They are the hope that ZC Rubber
brands will be upgraded from the entry level.

ZC Rubber together with the partner Pneuhage launched
the new truck tire line designed for Europe market during
the IAA show in Hannover Germany in September, 2014.
The new line covers various segments of long haul,
regional, and on/off service. The line is precisely posi-
tioned to be a premium truck tire designed and manufac-
tured for Europe with the features of low sound emission,
excellent wet grip and outstanding fuel efficiency without
sacrificing the tire mileage. The new name of the tread is
easy for the end user to decide the proper axle and
application. All of the features will bring remarkable values
for the end users compared to the competitors while end
users will benefit from the new line. In general it is a start
that ZC Rubber is upgrading the brand in international
markets and expecting distributors will work together to
achieve the target.

ZC Rubber also introduces some more entry level
products in the tread code AD153, AD156, AT161 and
AZ171 in order to meet the demands in selected markets.
It is a solution of low purchase cost for the price sensitive
segment.

With the strong product lines covering from the valuable
to the budget segment, ZC Rubber provides various
solutions to end users who are involved in different roads,
different load and different driving habits. It is ZC
Rubber’ s target to supply most suitable products in each
segments to satisfy the end users and help to increase the
sales.
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2. Change of Business Mode and Distribution

Channel: 1t is a changing world so all the players in the
market shall be ready for the new business mode. ZC
Rubber will provide sufficient support and rewards to the
distributors based on the sales target achievement in
order to improve the loyalty and relationship with the
distributors. Also ZC Rubber, with the full coverage
product line, tries to help distributors to push the sales to
key accounts (such as trucking company, fleets and OE
customers) and to end users in certain niche markets.
Furthermore ZC Rubber will support distributors to find
the potential demand from the end users. In one word,
the manufacture and distribution shall focus on the

MANAGEMENT SPEECH -

customers and end users in order to approach different
segments and achieve the most sales.

For key accounts especially OE customers and fleets, for
example, Schmitz Cargo Bull, Taxi companies in Hong
Kong and Singapore, and the Port authority of Singapore,
ZC Rubber, together with the local distributors, set up
various solutions based on the different demand from the
customers. The solutions include not only products, but
also the warranty, road service, complaint settlements,
total running cost evaluation and so on. ZC Rubber is
expecting such modes and examples will be helpful for
distributors in other markets to increase the sales to key
accounts.
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3. Improvement of Service: Traditionally distributors
sell tires in their shops or service depots. Today ZC Rubber
is pushing distributors to improve the service, especially in
commercial tire segment, so as to increase the profits.
Distributors shall pay more attention to value-added
service for end users, besides the display, promotion,
marketing, logistics and claim settlement. If more value-
added service, such as total running cost, retread and
recycle, road service and tire daily maintenance, is
available, key accounts will definitely be more royal and
face higher cost and expenditure in case they are going to
change the supplier. That is the way how distributors
establish a long term business relationship with the key
accounts.

(>
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LUJEST LAKE.

WELCOME TO
WESTLAKE GLOBAL WEBSITE

Passenger Cars

In such a competing market, ZC Rubber is providing
supports by offering different products for different
market, and showing the tire value to the end users.
Meanwhile distributors are expected to invest more on
service to improve the end users’ satisfaction. The
mutual cooperation brings the trust and satisfaction for
the end users, improves customers’ experience and
loyalty, and helps the sales.

4, SIFRAIEFI « EERRMIEE , SRMNEET - 2
R EEELN  CEERRRNINEE BN S ERE. 2k
W, LY, ST N SLIRERRE. ARSAVFTICRRIEZETUIE
RErRRTE. RIXNERMNEHE T RIREFESEEE
RS, AARRIISEURERRIRECRRAGIFSR. (R0, BELEARSRAER
BERBIANBEEEENE  AZZERNTRFEEENE
Y, PRERIKASSHF R IR ERIMIF LIRS | NERREFR
HEIFRIERIRE.

20145 |, PRBEESKSIMERBHN THRIERIR | WK
HERE T HRPRmE,. BERRTREMR T FE. 2015FHR
[EEIR TGt —LiEd | (FESRERE TR, RieTR , &
YR PIRAYT R | BIT P IRAIARAE,

4. Creation of customer experience: More than
the traditional store display and sale, distributors today
have more choices to promote the sales with the help of
internet. Online purchase and appointment is becoming
more and more popular with the offline mounting and
service. Meanwhile end users rely more on internet to
gather information about the products and service than
the distributors’ introduction. Now ZC Rubber, for online
communication, is by launching different websites in
different language in different area. Meanwhile ZC Rubber
keeps on the support to set up flagship stores in 2015 all
over the world. End users may search for the information
about ZC Rubber through internet and find the products
and service in local flagship stores. That will be an
outstanding experience which will attract more customers
for ZC Rubber products.

ZC Family 2015
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Innovation, creation and constant improvement will be the
force pushing ZC Rubber and global distributors forward
to achieve our target that all parties involved will benefit
from the business. Mr. Ma Yun, CEO of Alibaba, expressed
his thoughts in the World Internet Conference Wuzhen
Summit that any business will bring three W: 1st W is that
customers win, 2nd W partner win and 3rd W manufac-
turer win. The three parties in the business are so impor-
tant and functional that none of them may be ignored.
Without anyone of them the business cannot continue.
Such words ask the questions to ZC Rubber: how custom-
ers, distributors and manufacturers will win in such a
competitive market. In our thoughts, customers win by
receiving safe and reliable products with value, and quick
and customer made service; distributors win by providing
value-added service and keeping reliable supplier; and
finally manufacturer wins by producing qualified products
which are popularly accepted by end users. In the coming
year, ZC Rubber will continue the innovation and improve-
ment of products, service and customer experience
together with global distributors and craft a better future!

WORLD RANKING -

Top 10 World Tire Manufacturer

No.1 Tire Manufacturer in China

2014 Global Tire Company Rankings

Based on 2013 sales. Includes subsidiaries.

(Figures in millions of dollars, translated at average annual currency exchange rates)

2013 2012 2011 2010
2013 2012 Tire % of total Tire % of total Tire % of total Tire % of total
Rank Rank Company/Headquarters sales  corp. sales sales corp. sales sales corp. sales sales corp. sales
1 1 _iB_rii(dgejtone Corp. 27,390.0 75.0% 28,575.0 75.0% 28,450.0 75.0% 24,425.0 75.0%
okyo, Japan
2 2 Group Michelin 25,545.0 95.0% 26,222.0 95.0% 27,413.6 95.0% 22,515.0 95.0%
Clermont-Ferrand, France
3 3 Goodyear Tire & Rubber Co. 17,586.0 90.0% 18,900.0 90.0% 20,490.0 90.0% 16,950.0 90.0%
Akron, Ohio
4 4 Continental A.G. 11,150.0 25.2% 10,895.0 25.9% 10,645.0 25.1% 8,100.0 23.5%
Hanover, Germany
5 6 l?/li'll‘e"i ﬁ‘ IC S.p.A. 8,007.2 98.1% 7,634.8 97.8% 7,802.2 99.0% 6,320.5 98.4%
ilan, Italy
6 5 Sumitomo Rubber Industries Ltd. 6,971.3 87.3% 7,763.4 87.2% 7,413.0 87.2% 5,850.0 85.0%
Kobe, Japan
Hankook Tire Co. Ltd. 6,868.1 99.0% 6,259.0 98.9% 5,744.2 97.8% 4,513.1 89.6%
T 7 Seoul, South Korea
8 8 ¥o:oh3ma Rubber Co. Ltd. 4,915.6 79.7% 5,570.0 80.0% 6,028.0 81.0% 4.750.4 79.2%
okyo, Japan
Maxxis International/Cheng Shin Rubber  4,768.6 100.0% 46309  100.0% 42680  100.0% 3,356.4 100.0%
9 9 Yuanlin, Taiwan
10 10  Zhongce Rubber Group Co. Ltd. 4,529.1 96.6% 4,557.6 94.6% 4,262.6 95.1% 3,226.1 97.2%
Hangzhou, China
1 15 (S;_lTl Tire Pte. Ltd. 3,755.7 98.4% 2,695.9 100.0% 2,893.6 100.0% 2,207.5 100.0%
ingapore
Cooper Tire & Rubber Co. 3,439.2 100.0% 4,200.8 100.0% 3,927.2 100.0% 3,361.0 100.0%
12 11 Findlay, Ohio
13 12 Kumho Tire Co. Inc. 3,419.0 99.0% 3,599.5 99.4% 3,522.1 99.4% 3,025.9 99.8%
Seoul, South Korea
Toyo Tire & Rubber Co. Ltd. 2,970.0 78.8% 2,867.2 78.6% 3,064.6 75.4% 2,500.0 73.6%
14 13 Osaka, Japan
15 16 Triangle Group Co. Ltd. 2,712.4 100.0% 2,469.8 100.0% 2,527.1 100.0% 2,258.9 100.0%

Shandong, China
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PRODUCT INTRODUCTION
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The RP18 line is positioned by ZC Rubber as the premium
touring tires for international market with the features of
quiet, comfort, and handling.

This line was launched in year 2013. An internal test drive
performed by Mr. Lee Woonsoo, the experienced tire test
driver for Hankook, Renault-Samsun Motor, and ZC
Rubber, show the improvement of the line compared to
available SP06 line. The noise reduced by 3 dB from 74dB
to 71 dB, fully complied with the latest European
Regulation No.117. For comfort, the test drive sensed
much less vibration and impact harshness compared to
SP06. Furthermore RP18 performed the speed of 75 KM/H
in a slalom test on wet surface compared to 64KM/H of
SP06 and 10% less braking distance than SP06. With the
test result, the improvement is rather astonishing but how
about the market feedback?

ZC Rubber pushed the sales of RP18 throughout the year
2014 with a good record. The production line is in fully
operational for customers in North America, Latin America,
Europe and other markets. Distributors think highly of the
new line not only because of the excellent performance
but also the quality.

A retailer comments to a ZC Rubber sales representative
will : “Our customers might not sense the difference of
handling result in your test, but they can feel the more
comfortable ride with less noise. Customers may notice

ZC Family 2015

—
e

mers!

the change by themselves and definitely they will love the
tire with such a good performance. Also | sold hundreds of
tires during the past 6 months without any customers’
dissatisfied comments or complaints. Customers will know
the quality in the coming years and they will buy more
RP18. 1 myself is quite confident about the new line.”

Another comment from a car driver said, “I used Westlake
tires before but can only say they are acceptable. But the
new RP18 is really astonishing. You did a great job this
time.”

Meanwhile, ZC Rubber is planning to expand the RP18 line
in the coming year of 2015. The line will be one of the
“POWER" lines of ZC Rubber with good quality and full size
coverage, so the distributors will have more choices of
sizes but in one pattern, and will reduce their inventories
and save the running cost of warehouse, promotion, and
communication. Previously the RP18 line covers the sizes
from 13" to 16" with the aspect ratio of 50/55 to 70/80.
Now ZC Rubber is going to add more sizes in 17" ~ 22" and
40/45 ~ 70/75 series. With the new sizes coming in the
following months, customers will enjoy a powerful and
complete flagship product line offered by ZC Rubber, the
largest tire manufacturer in China.

RP18 line has already accepted by customers worldwide
and brought car drivers the enjoyable feelings. The
features of quiet, comfort and handling.

>
O

Comfortable
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New WESTLAKE Truck Tire:

Tread

Compounds used in the tread depend
on the tyre's specific application needs.
WESTLAKE has various compounding
strategies to minimise tyre treadwear,

and maximise traction, fuel efficiency,

and resistance to fatigue, chipping and
scaling.

Belt Edge Cushion

WESTLAKE tyres feature a belt edge
cushion to help to enhance the structure
durability, and therefore extend the tyre

PRODUCT INTRODUCTION -

Belts and Casing

Thin, highly adhesive assembly
compounds are used in WESTLAKE's
tyre casing and belts to improve the
steel cords strength.

Undertread

WESTLAKE's undertread compounds
generate less heat in order to prevent
tread separation.

The New Stage!

life.
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ZC Rubber and PNEUHAGE, the most important partner in
Germany, launched a new truck tire line during the
International Motor Show IAA 2014 in Hannover. The line
is in the brand of WESTLAKE, which is one of the top
brands of ZC Rubber. Both parties invested time, energy
and most advanced technology for the new line and
expected the line will help to upgrade the position of ZC
Rubber’s product.

The line, in 7 patterns and 14 sizes, covers 4 different niche
markets of long hual, regional, mixed service, and
MaxLoad. Over 90% end users may find suitable pattern
and size for their truck and enjoy the tire performance. In
the future the line will be expanded continuously to meet
the demand from end users.

7

The line is a remarkable achievement of over three years
hard work. During the period both parties made a
complete market investigation about European truck tire

benchmarks and competitors, for the tire features,
dimensions, performance, and so on. ZC Rubber applied
the 20 years’ experience and latest technology for the new
line. The line is positioned as the top quality products, and
also expected to compete in different market segments
against GT Radial in Europe.

Pneuhage, the partner, is one of the largest tire distributor
and service provider in central Europe. In the project
Pneuhage contributed years of experience to promote the
brand and sales. Also Pneuhage constantly collected the
latest customers’ feedback and comments on the new line
helping ZC Rubber to improve the tire quality continu-
ously. The joint cooperation guarantees the end users with
qualified tires as well as excellent service.

Today end users are seeking for tires with best perfor-
mance, best cost and best service. They pay attention to
not only the tire price but also the total cost of tire life. ZC

Inner Liner

WESTLAKE's inner liner is specially
designed to maintain the air pressure of
each tyre to avoid any possible tyre
damage. The special inner liner
compound ensures a significantly longer
casing life.

Bead Filler

Two or more different compounds are
used in WESTLAKE's bead filler to
stiffen the bead for steering response
and to control the flexibility of other parts
of the tyre.

,,,,,////// Z I "

WTL 1 Long Haul

S

posITIoN: Trailer Axle

Sidewall

WESTLAKE applies special sidewall
compounds high flexibility, excellent
durability and high resistance to fatigue
and weather cracking.

Rim Cushion

WESTLAKE's rim cushion compound is
highly resistant to the heat brought by
the heavy load or transmitted by the rim
s0 as to extend the tyre life.

PosITION: Steer Axle

Long Haul Regional Mixed Service
market to find our the opportunity how to introduce a Rubber and Pneuhage will devote the ultimate efforts to WSR+1
good brand with excellent quality but reasonable price, in end users’ demand in the coming months with the new
one world, the VALUE. The line comes from the compari- product and best service, and bring a better future for POSITION: Drive Axle
son among products, in various brands including customers all of the world. ; f i
WDR+ 1 Long Haul Regional Mixed Service
POSITION: Steer Axle
Long Haul Regional Mixed Service
WSR1 I .
POSITION: Drive Axle
WDR 1 Long Haul Regional Mixed Service
PosITION: Trailer Axle
WTR 1 Long Haul Regional Mixed Service
PoSITION: Drive Axle
WDM 1 Regional Mixed Service
PoSITION: Trailer Axle
WTM 1 Regional Mixed Service
PoSITION: Trailer Axle
Regional Mixed Service ~ Max Load
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Wrx1 =™




PRODUCT INTRODUCTION

PCR 201
New Product Introduction

Mud Tire Line m:} m::'

Premium tires designed for unpaved tough road (Profes-
sional Off-Road tyres)

Tri-Ply tire carcass guarantees outstanding performance on
any tough road conditions, especially mud and sand surface.

Robust tread blocks promise excellent traction on unpaved
roads.

RIM SIZE
SERIES
SPEED RATING

(2

Mileage

PRODUCT INTRODUCTION

New studless winter tires for SUV/CUV vehicles promise
excellent performance on snow and wet road surface.

Special V-shape pattern with solid center rib guarantees
outstanding traction on snow, slush and wet road.

SILICA TECH compound offers remarkable traction and longer
tread life.

RIM SIZE

M+S SERIES 45-75

SPEED RATING T-H

Ice & Snow Braking

Premium studless winter tire providing excellent snow, slush
and wet traction in cold climates

Special pattern design to promote aggressive bite in deep
snow and wet road conditions

Superior tread compound keeps rubber flexible for maximum
performance in extreme cold temperatures in winter

RIM SIZE
M+S SERIES 50-70
SPEED RATING T-H

<
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Ice & Snow Comfortable Directional
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New Product Introduction

Valuable Tire for North America >>>

Applicable for steer and free-rolling wheel position

Five ribs with four straight grooves for precise handling

Special designed tire casing for better mileage and more value for customers
Cross rib sipes provide better wet traction and reduce external noise

PRODUCT INTRODUCTION

Wide Base Line >>>

Premium wide base drive tire suitable for long haul application.

Robust tread blocks offer outstanding traction on both wet and dry road
condition.

Enhanced tire carcass guarantees lateral stability, longer mileage and easy
retreadablity

Wide base super single tire applicable for both steer and trailer service

Computer designed tread structure provide even wear with less pressure on
the road

Long life tread compound with less heating enhance the original tread life
Strong steel belt improves the casing durability and promote multiple retreads

Applicable for drive wheel position on long-distance and regional transportation
Solid close shoulder design with special tread compound for enhanced traction
Computer designed carcass reduces pressure on road and promotes even wear

Improved casing structure provides remarkable footprint which guarantees longer
tread life

Wide base trailer tire specially designed for trailer service

Special compound and strong tire casing promise excellent tread wear and
longer mileage

Straight grooves help to reduce rolling resistance and improve fuel efficiency

18 | ZCFamily 2015

Wide base trailer tire specially designed for trailer service

Special compound and strong tire casing promise excellent tread wear and
longer mileage

Straight grooves help to reduce rolling resistance and improve fuel efficiency

ZC Family 2015
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DEALER TOPICS

Lam Seng Hang Group of companies has been a regional
distributor for South East Asia since 1986. Over the years,
we have witnessed the growth and transformation of the
then Hangzhou Rubber Company to now a renowned
world class manufacturer.

Today, Chinese made products do not necessary mean
compromise to quality when compared to those of foreign
branded counterparts. Zhongce Rubber Group Co Ltd
strives to be a market leader not only in production
capacity, but also place paramount emphasis on research
for product safety and reliability.

In line with Zhongce Rubber Group Co Ltd’s vision, it is
vital that we make changes to realize their business
growth plan. As their distributor, we have to take on a
leadership role in marketing the products and providing
an integrated range of customer services, instead of
modeling what our competition is doing. With this, we
have restructured our business model in order to enlarge
the dealers’ network and to work with the larger fleet users
directly.

We recognize the challenges when positioning West Lake
brand of tyres in our markets and the creativity needed to
put in place various advertising and promotion programs
to create awareness and to stimulate ground interest and
demand. These programs include advertising on vehicles
and publications, participation in motor sports events,
product display in dealers’ shops, and creating an unique
identity in unifying all dealers. Going forward, the market-
ing team will continue to focus on brand management to
strengthen both the corporate and brand identity for both
Zhongce Rubber Group Co Ltd and Lam Seng Hang group
of companies.

With branding strategies in place, the sales team is
entrusted to build a partnership relationship with the
dealers and fleet users. Long gone are the days that we
treat them as just customers. Dealer management is

ZC Family 2015

One Miracle in

Two Decades

important as we bring them into the West Lake family.
Their vested interest must be taken care of before we
expect loyalty to West Lake. Programs are in place to make
sure that the dealers do not compete against one another,
and that a concerted effort is put in to expand West Lake
market share.

The in house technical team responsibilities will be
expanded to include education program, performing trial
runs and data analysis, and most importantly, to provide
onsite support to resolve any technical issues. They will
have to also work closely with their counterparts in
Zhongce Rubber Group Co Ltd on product improvement
S0 as to cater to various operating conditions, as not all
tyres are created equal.

Back room operation does play a vital role in satisfying
customers’ needs. In recent years, we have invested
heavily to increase storage capacity, installed an ERP
system to manage the inventory and supply chain
activities efficiently, and assembling an aggressive and
knowledgeable team of sales, marketing and technical
personnel. These investments will allow us to stay
competitive and to better manage customer’'s expecta-
tions and needs.

In recent years, both companies have worked relentless to
get ourselves enlisted as approved suppliers by many
government linked corporations. With the continuous
effort put in by Zhongce Rubber Group Co Ltd on research
and product development, we have repeated success in
securing tender contracts. This itself is a testimony to the
efforts put in by both companies.

With the new factory in Thailand coming on board in 2015
to address custom and excise barriers in the region, and
with the right mindset, right products and right services
for our distribution partners, we are confident to grow
with our valued partners.

HRB Pacific P/L

The Past, Present

and Future

Looking back, it all started in 2001 we became a distributor
of ZHONGCE Rubber. From a small business run by
husband and wife to a well organized company with 25
staff, four subsidies and six warehouses in NSW, it not only
requires the endeavor from us but also the infinite support
from ZHONGCE group.

Starts from scratch

1) Direct to final market

In 2001, we became a rookie of Australia tyre industry,
which was lack of information about tyres manufactured
in China. As a client joked about, who has become one of
our top tier customers afterwards that “Are they still round
if they are made in China?” To convince him, what | did at
that time was to give him two tyres for free as trial because
| do deeply believe Goodride tyre will speak for itself. After
three months, | came back with surprise as he handed me
a cheque with amount of two tyres. Since then, the
cooperation between two business and friendship
amongst two families has sprout.

It was not easy to do business with big tyre shops or
branded dealerships since they usually require longer
payment terms, more consignments or lower profit
margins. Meanwhile, we have realized that legal require-
ments of Vehicle Tread Section 6 of the RTA Road Users
Handbook3 specifies the technical standards tyres
(including the spare) need to meet in order to be consid-
ered roadworthy. That means passenger vehicles tyres
must be in good condition with a tread of at least 1.5 mm
in depth across the tread surface and light truck and heavy
vehicles are at least 2.00 mm.

Thus, we see there is a great opportunity in those local
mechanics who are close to ultimate consumers and have
obtained certain amount of customer pool via word of
months.

DEALER TOPICS -

2) Unique marketing strategy

We always keep the faith that doing business is not all
about making tons of money but building values. By
knowing that, full assistance from ZHONGCE rubber
representatives was vital at the very beginning. And the
help was not limited by supplying timely promotion and
advertising products but the way how to assert the
market, the way how to maintain the customers and more
importantly, the way how to enforce position.

We have seen potentials from anywhere say mechanical
shops, truck drivers, deliver man and taxi drivers and etc.
And then, more people we know about, more thorough
knowledge we gain about this industry. As other legisla-
tion states in Motor Dealer and Repairers Act 2013 every
vehicle repairer has to gain a certificate after three years
TAFE courses. In other words, those people who undertake
this course are highly likely to know each other and keep
contact after that. As what we believe in, people are the
trigger to establish values of business.

Making friends among mechanics in all ages has been put
in priority. First in first, communication is a non-stop run. It
is fair to say no matter how charming, enthusiastic or
persuasive you are, no one will likely remember you only
from a two sided business card or a ten minutes chats.
Keeping contact has to be done early and often.

Secondly, rewarding loyal customers will bring win-win
results. Giving Christmas gifts to all our customers has
been an annual event. The gift might cost no more than
AUD $20 but the profound meaning it embodied is
unlimited. Thirdly, loyal customers are the best salesman.
From years experiment in Australia automotive industry,
word of months is one of the best cost effective ways in
marketing strategies. Nowadays, we would not be
surprised by receiving calls from non-existing customers
who are referred by existing clients or heard of Goodride

ZC Family 2015
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from some mechanics.
3) Good tyres with Good service

To make a good product bright and shine, decent services
is a must-have. After knowing most of customers in
eastern suburbs have faced scarce storage room for tyres,
we have launched a project named as “Just in time
delivery”. What it does is to insure there is no unnecessary
delay between receiving calls and receiving tyres. In doing
so, we have purchased thirteen delivery vehicles and well
trained every driver to memorize all possible routs
combinations from one customer to another without
heavily depending on GPS. Moreover, we do not hesitate
to put customer with urgent need in the first place
although that would lead to certain detour to following
customers.

Our service is been well known over a decade, as “We
would probably not beat the price, but we would defi-
nitely beat the speed”.

4) Better HRB, Better Company

Operating a company with dozens of staff and over
thousands of customers was as absolutely new territory for
us in the past. Fortunately, we could relatively conquer this
issue with the direct instruction from ZHONGCE managing
team. We deeply realize that recruiting Chinese employ-
ees, who are mainly from overseas student background, is
of great importance in achieving company’s goals. Internal
improving and further developing are to increase the
employee’s job satisfaction and self-actualization at the
same time. In addition, manager plays a critical role in
making an employees’ community that is comprised of
wide range of activities such as fishing, karaoke, pinball

and so forth.

And what we try to reach is to setup a business that
employees are not just willing to work for but more than
willing to live with.

Looking into the future

To improve our Australian footprint, our branches have
been opened in Riverwood (NSW), Wollongong (NSW),
Gosford (NSW), Canberra (ACT) and so on. And there will
be another branch opened in Newcastle in the foreseeable
future. We are confident that chances are not just located
in big cities, small or medium size suburbs with overall
population over ten thousand people are targeted as
primary preference.

At the same time, more attention has been paid on
advertising based on the Internet and social media. We
have successfully had a online sales website
vickysun.com.au , which establishes a wide open platform
to all potential customers and to receive precious feed-
back from final users as well.

In the past fourteen years, what we done were full of
passion and challenge and what we are going to do is
enlighten by experience and opportunities. We are firmly
convinced that the initial decision we made of becoming a
distributor was a wise choice as growing national sales and
rising brand awareness throughout Australia.

The sense of pride to be a ZHONGCE RUBBER distributor
bursts out not just from me but my whole family and all
employees who had worked with and who will be.
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ZC Rubber in 2014 continued the sponorship of drifting race throughout
the world. In China, Europe, Asia and Oceania, WESTLAKE achieved great
results with the help from SPORT RS drifting tire. The tire provides
0 P ) "incredible perfromance both in the wet and the dry during test", as
Acor ¥i ) T Steve “Baggsy” Biagioni, the 4th of King of Europe and 3rd of British

' ! Drifting Championship. The outstanding tire performance brought good
result not only in Europe but also in Southeast Asia and China.
Chanatpon Kerdpiam, the driver in Thailand and Zhang Shaohua in
China also think highly of the tire with its features and durability.

ZC Rubber is still expanding the SPORT RS line and upgrading the
quality. The drifting race will be a good opportunity to promote the
brand as the car racing and drifting are attractive to the young and
energetic who are our protential customers. The power of ZC Rubber tire
will definitely bring a better future for all of us.
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LEisure Time Of Zc R“bber ® ZC Rubber Dealers’ Party in Dubai
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