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A new decade dawns; it did not seem too long ago when the world was 
enthusiastically welcoming the new millennium.

The global economic crisis which reared its ugly head in 2008 persisted into part 
of 2009, but remedial measures taken by individual nations and institutions 
were beginning to take effect during the later part of 2009, and apparent signs 
of economic recovery were reported by many countries. Included in this recovery 
was that of the automotive industry, which was severely affected during the 
height of the crisis, as news of improved production and sales began to emerge. 
This positive development certainly augurs well for the rubber product industry, 
which supplies a number of parts to the automotive industry, including tyres.

One beacon which has been shinning throughout the economic turmoil is the 
ever increasing demand for medical gloves, and which has led to the sterling 
performance of the glove exporting sector in the country. Obviously, the glove 
industry is not totally immune to the overall economic crisis, but it has certainly 
weathered the storm remarkably well, and has emerged stronger than ever before. 
The outlook continues to be extremely rosy this year and in the future, based on 
expected demands from existing markets, as well as from emerging ones such as Latin America, Russia, the Middle 
East and Asia. It is hoped that the government will continue with its support to this sector of the industry, and to the 
rubber product manufacturing industry in general, in such key areas like human resource and energy requirements. 
The export value of rubber products is expected to hit RM11.1 billion this year, of which about 70% is to be 
contributed by the export of gloves.

MREPC, on its part, has been assisting the rubber product industry in market promotion with a view to increasing 
the export of rubber products. For 2010, it has come up with an even more attractive package of incentives to defray 
the cost of this activity, and we urge the rubber product industry, including SMEs who are export-ready, to fully 
utilize this opportunity to improve their market share or to penetrate new export markets.

In fact, to assist the industry better, especially SMEs, MREPC is introducing an SME Corner 
in Stretch, beginning with this issue, where information of interest, extracted from the 
MALAYSIA SME (MSME)’s Newspaper, will be included.
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TRADE FAIRS/EXHIBITIONS

SMG Promotion at FIME 
2009, Miami 
(12–14 August 2009)

MREPC participated at the 19th FIME exhibition held in 
Miami, Florida, from 12 to 14 August 2009, to promote SMG 
gloves to medical and health care professionals and trade 
representatives in the United States and the Americas.

FIME (originally known as the Florida International 
Medical Exposition) has worldwide recognition as the 
premier international medical trade fair and congress in 
the US. The trade show attracted nearly 700 exhibitors 
showcasing the latest in medical technology, from USA 
as well as from other countries such as Brazil, Egypt, 
Korea, Argentina, India and Pakistan. The exhibitors 
included manufacturers, wholesalers, distributors and 
traders of medical products, accessories and equipment. 

manufacturers, namely Kossan Latex Industries (M) Sdn. 
Bhd., Seal Polymer Industries Berhad and Tekmedic 
(M) Sdn. Bhd., displayed products (SMG gloves) and 
promotional materials at the pavilion. A seminar on 
SMG gloves titled “New Medical Glove Manufacturing 
Standards: An Industry Update” was conducted on the 
second day of the exhibition, to brief participants on the 
current developments in glove manufacturing.

SMG Blitz 2009 – Focus on USA
For 2009, market promotion activities for SMG gloves (under the SMG Blitz program) were focused on 
the United States. MREPC participated in two trade exhibitions, FIME 2009 in Miami and the ADA Show 
in Hawaii. The SMG Blitz campaign also included targeted advertising activities promoting SMG gloves.

New SMG advertisements were developed and featured in selected magazines and websites, including 
Materials Management, a magazine for hospital administrators and purchasing managers, and the Registered 
Dental Hygienist magazine, for dentists and dental professionals. For websites, the SMG advertisements 
appeared on the home page of Dental Economics and Infection Control Today websites from the month of 
August until October. In addition, the contents and look of the existing SMG website (at www.smg-online.
biz) have been revised and updated with the latest information and developments on SMG.

MREPC’s booth at FIME 2009 

Seminar at FIME 2009 

MREPC received 105 enquiries, with 96 percent of them 
related to medical gloves (mainly examination gloves) 
while the remaining were related to radiation gloves and 
other products. There were also some general enquiries. 
More than half of the enquiries were received from 
visitors from outside the USA, including South America, 
Central America, Canada, Mexico and other regions 
(Asia, Africa and Europe). Most of these visitors were 
traders or importers of medical devices.

Generally, MREPC received positive feedback from 
manufacturers as well as visitors regarding the SMG 
Pavilion booth design and SMG promotion initiative.

(MRPEC’s participation at the ADA Dental Show 2009 
had been reported in the previous issue of Stretch, Vol. 
3, Issue 4).

The SMG Pavilion at FIME 2009, with its striking design 
and layout, drew positive comments from exhibitors 
and visitors alike. Some banners and posters were 
displayed at strategic locations, directing visitors to the 
Malaysian stand. In addition to MREPC, three SMG glove 
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Equip’ Auto 2009, Paris
(13–18 October 2009) 

Equip’ Auto 2009, a biennial international exhibition of 
equipment for all vehicles, is the key European event in 
2009 bringing together manufacturers, distributors and 
repairers seeking new products and services. The show 
attracted the participation of 1600 exhibitors and more 
than 90,000 trade visitors, 30% of them international.

International Plastics and 
Rubber Trade Fair (M-Plas 

2009), Kuala Lumpur
(4–7 November 2009) 

The Fourth Malaysian International Plastics and Rubber 
Trade Fair (M-Plas 2009) was held from 4 to 7 November 
2009 at the Kuala Lumpur Convention Centre. The event 
provided a platform for over 200 manufacturers and 
industry players from 20 countries to showcase their 
technology, innovations, state-of-the-art machinery 
and processing equipment, as well as products and 
materials related to plastics and rubber. MREPC 
participated at M-Plas 2009 with the theme: ‘Malaysian 
rubber products – Quality you can trust’.

The MREPC-TARRC team

Roland Newell, MRPEC’s Europe representative (centre), 
attending to visitors

MREPC Europe participated at the show as a joint 
promotional booth under the banner ‘Malaysian Rubber 
Products’ together with TARRC, the Tun Abdul Razak 
Research Centre. Feedback from the exhibition confirmed 
that there are still many opportunities for Malaysian 
manufacturers, particularly as certain countries, such as 
Turkey, were becoming less competitive.

Besides participating in the exhibition, a short ‘business 
briefing’ seminar was also held. This event, entitled ‘The 
Malaysian Automotive Product Industry’, attracted a 
number of delegates to hear about the Malaysian rubber 
product industry from MREPC and TARRC. Also present 
at the business briefing, and indeed the exhibition, 
were three Malaysian manufacturers, Kossan, Schmaco 
and AE Rubber, each of which gave a presentation at 
the business briefing as well as being available on the 
exhibition stand to speak to potential customers.

Visitors at MREPC’s booth 

Eight Malaysian rubber product companies participated 
at M-Plas 2009. They were Associated First Rubber, 
H.M.L. Auto Industries, Nakagawa Rubber Industries, 
NSR Rubber Protective, Pong Codan, Schmaco Autoparts, 
Watas Holdings, and Kumpulan Jebco. These companies 
also participated in MATRADE-organized business-
matching sessions with potential buyers from countries 
such as Egypt, Singapore, Sri Lanka, Pakistan, and India. 
The buyers were mainly looking for automotive rubber 
parts like moulded products, hoses and C.V. boots. The 
general view was that Malaysian rubber auto parts are of 
good quality and competitively priced.

MREPC received 68 enquiries during the exhibition, 
mostly from Malaysia. Enquiries were also received 
from visitors from Singapore, Iran, Egypt, and the 
ASEAN countries. Generally, the Malaysian exhibitors 
agreed that M-Plas 2009 was effective in reaching 
some customers in the Malaysian and regional markets, 
especially through the business-matching sessions 
arranged by MATRADE.

4
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MREPC’s booth 
Visitors at MREPC’s booth 

Zdravookhraneniye 2009, 
Moscow

(7–11 December 2009)

The 19th International Exhibition for Health Care, Medical 
Engineering and Pharmaceuticals (Zdravookhraneniye) 
was held from 7 to 11 December 2009 at the International 
Exhibitions and Conventions Centre (Expocentre) in 
Moscow, Russia.

Over 35 years, this annual fair has become the largest 
trade exhibition in Russia for medical products and 
services. Zdravookhraneniye is now the main venue 
for agents, buyers and distributors to meet and 
discuss business opportunities with manufacturers 
and exporters of pharmaceuticals and other medical 
consumables, medical equipment and other healthcare 
related products. Government officials from Russia 
and the CIS countries are regular visitors to this event, 
underlining its significance as the most important 
medical trade fair in the region.

Zdravookhraneniye 
2009 attracted over 
850 exhibitors from 
37 countries, with 
strong participation 
from Germany, 
China, France, and 
Taiwan as well as 
Malaysia. However, 

it is estimated that the total visitor turnout was less than 
the 28,000 in 2008. Almost 95% of those visiting the 
show were from Russia.

MREPC participated at Zdravookhraneniye 2009 
together with eleven Malaysian rubber medical product 
manufacturers, namely AB Worldwide, Adventa Health, 
Biogreen Medical, Comfort Rubber Gloves, Hartalega, 
Karex Industries, Kossan Latex Industries, Medical Latex 
(DUA), NRS Global Partners, Takaso Rubber Products 
and Top Glove. The Malaysian rubber products pavilion, 
with its bright yellow façade, was clearly visible and 
attracted the attention of visitors to the exhibition hall.

During the fair, MREPC organized several business 
meetings for the participating manufacturers with 
buyers seeking to source rubber medical products from 
Malaysia, especially medical gloves.

International Trade 
Malaysia (INTRADE) 2009, 

Kuala Lumpur
(10–12 November 2009) 

The 3rd International Trade Malaysia (INTRADE) Exhibition 
was held at the MATRADE Exhibition and Convention 
Centre (MECC), Menara MATRADE, Kuala Lumpur from 
10 to 12 November 2009. This international trade event, 
showcasing products and services from over 40 industry 
sectors, drew participants from 14 countries, with a total 
of 290 exhibitors, of whom 220 were Malaysian.

MREPC participated under the healthcare sector. The 
MREPC stand displayed rubber medical devices such 
as gloves, condoms and catheters, as well as some 
industrial and automotive products. The Malaysian 
rubber product manufacturers who participated on 
their own at INTRADE were Medical Latex (DUA), 
Heveaplast, MALCORP, Schmaco, Aliran Sekutu and 
Associated First Rubber.

Concurrent with 
this event was 
the KLITF (KL 
International Trade 
Forum) 2009 and 
IBM (Incoming 
Buying Mission). 
The KLITF 2009 
was a forum for 

local business leaders, entrepreneurs and investors 
to gain insights into global business prospects and 
opportunities and to interact and collaborate in seeking 
a competitive edge in challenging market conditions.

The Incoming Buying Mission was the main attraction 
for most foreign visitors. The IBM created opportunities 
for Malaysian companies to offer their products and 
services to selected potential buyers. MREPC officers 
met with representatives from twelve foreign companies 
from various countries, including Brazil, Canada, Egypt, 
Japan and Russia. Five of these companies were 
interested in rubber medical devices while the other 
seven were looking for dry rubber products. The inquiries 
have been referred to the relevant manufacturers.

Although the total number of visitors had fallen 
considerably compared to previous years, INTRADE 
2009 was better focused and the IBM provided access 
to more relevant business contacts. 
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ASEAN FREE TRADE AREA 
(AFTA)

Leveraging on AFTA

The implementation of the ASEAN Free Trade Area (AFTA) on 1 January 2010 results in the elimination of tariffs for 

almost 99% of all goods and services traded among the 10-member ASEAN bloc. With an additional 7,881 tariff lines 

brought down to zero tariff in the ASEAN-6 (Malaysia, Singapore, Indonesia, Thailand, Brunei, and Philippines), the 

total tariff lines traded under the Common Effective Preferential Tariffs for ASEAN Free Trade Area (CEPT-AFTA) became 

54,457 or 99.11 per cent. In 2008, intra-ASEAN import value of commodities for these 7,881 tariff lines amounted to 

US$22.66 billion, or 11.84% of ASEAN-6 import value within ASEAN.

At its conception, AFTA was envisioned to serve as a catalyst for the development of the single market and production 

base projected by the ASEAN Economic Community (AEC) Blueprint. The CEPT-AFTA covers the entire range of products 

traded by the ASEAN member countries and provides for the gradual reduction in tariffs of these products, which has 

been ongoing since 1993. Under the CEPT-AFTA schedule for tariff reduction, each member country is allowed to place its 

products in the normal track, where the commitment is for the tariffs to be reduced to zero by 2010 for ASEAN-6 and by 

2015 for Cambodia, Laos, Myanmar and Vietnam.

The mechanism to realise AFTA is through the Common Effective Preferential Tariff (CEPT) Scheme, a cooperative 

arrangement among ASEAN member states to reduce intra-regional tariffs and remove non-tariff barriers. Under the 

CEPT, import duties among ASEAN member countries are reduced to between 0-5% while quantitative restrictions (import 

permit, quota) and other non-tariff barriers (NTBs) among ASEAN member countries are eliminated. The CEPT also allows 

for progressive transfer of products into the CEPT Scheme based on each ASEAN member’s capacity and capability.

For a product to be eligible for CEPT concession, it must have at least 40% of its contents originating from any ASEAN 

member state. The 40% local content refers to both single and cumulative contents. Products that are excluded presently 

from the CEPT are listed in the Temporary Exclusion List, Sensitive and Highly Sensitive List and General Exclusion List.

In order to benefit from the lower tariff rates, exporters would need to establish the tariff classification of a product. 

Product classification is normally in accordance with the Harmonized Commodity Description and Ceiling System (HS). 

The related agency in determining HS Codes in Malaysia is the Royal Malaysian Customs Department.

The exporter would also need to confirm whether the goods are listed under the inclusion list of Malaysia and the 

importing ASEAN countries. Information may be obtained by contacting MITI’s service counter at tel: 03-6203 4823 

(Kuala Lumpur – Ms. Maizatul Akmar Mohd. Zain, e-mail: maizatul@miti.gov.my).

In order for exporters to apply for the CEPT Scheme, the claim for CEPT tariff concession must be supported by appropriate 

documentary evidence as to origin of the product and consignment. Form D is a certificate that is accepted as evidence 

of origin by all ASEAN member states to qualify for the CEPT Scheme. Form D may be purchased from all Federation of 

Malaysian Manufacturers (FMM) branches throughout the country. In Malaysia, the certifying authority for CEPT Form 

D is the Trade Services Division of the Ministry of International Trade and Industry (MITI-TSD). Exporters are required 

to submit the CEPT Application Form to MITI-TSD or MITI’s branch offices. Exporters who qualify for the CEPT Scheme 

will be given an approval letter by MITI.

Although the regional market has help cushioned Malaysia from the impact of the recent economic crisis, according to 

the Federation of Malaysian Manufacturers (FMM), local exporters still lag behind when it comes to the export market 

share within AFTA. AFTA holds great potential for the Malaysian rubber product industry provided the industry raises 

the bar to meet required product and service standards. With a staggering combined GDP of around US$1.5 trillion and a 

consumer market with almost 600 million people, AFTA offers vast potential for greater economic collaboration to elevate 

the profile of ASEAN to an economic force that could rival China, India, Brazil and Russia.

Comprehensive information on AFTA and CEPT may be obtained from the MITI website www.miti.gov.my. (Source: 

MATRADE Seminar on AFTA and MITI website www.miti.gov.my)
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SME CORNER

The plan to restructure and rationalize 18 agencies under SME Corp. 
Malaysia this year reflects the government’s seriousness in helping SMEs. 
The government’s sincerity was also reflected in the allocation of RM7 billion 
under the Budget 2010 to organize various programmes to improve the 
competitiveness.

Collaboration to spur quality SMEs
The Small and Medium Enterprises Corporation (SME Corp. Malaysia) signed 
a memorandum of agreement (MoA) with Sirim QAS International and a 
memorandum of understanding (MoU) with the Malaysian International 
Chamber of Commerce and Industry (MICCI) to forge collaboration in 
implementing the Malaysian Brand Certification Scheme and the SME 
Mentoring Programme.

Sirim QAS International has been appointed as the official certification 
body for the scheme and one of the benefits for SMEs awarded with the 
National Mark will be a special access pass to MICCI-SME Corp’s Mentoring 
Programme.

The mentoring programme by MICCI consists of technical briefings, site visits, 
training, one-to-one coaching and staff attachment with larger companies.

SME entrepreneurs encouraged to take 
advantage of Cafta
ALOR SETAR: Local operators of small and medium enterprises (SMEs) 
should take advantage of the launch of the China-Asean Free Trade Area 
(Cafta) on January 1, to expand their product market. Deputy International 
Trade and Industry Minister Datuk Mukhriz Mahathir said China offered the 
best market as there was a high demand for Malaysian halal products there.

He said the ministry would continue helping SME entrepreneurs to promote 
and market their products in China. Mukhriz said he wanted SME operators 
to work harder to promote their products in the Chinese market and benefit 
from Cafta’s price drop to increase sales.

Government
serious in helping 
SMEs grow  
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With the implementation of Cafta, China and six Asean nations 
– Brunei, the Philippines, Indonesia, Malaysia, Thailand and 
Singapore – will enjoy zero import tariffs on over 9,000 product 
categories.

Forge direct tie-ups with China distributors 
to maximize returns
Nanning (China): Malaysian entrepreneurs keen to penetrate the 
lucrative China-Asean Free Trade Area (Cafta) must forge direct 
tie-ups with local distributors and after-service providers here so 
that they can improve their products to meet specific host market 
requirements.

“They can also look at each component of the value chain and 
determine the best location for manufacturing, research and 
development, back-office operations and for raising funds,” said 
Mirzan Mahathir, president of the Asian Strategy and Leadership 
Institute. Mirzan said: “It is important that they must take the first 
step outside their comfort zone, put their foot in another market, 
get a reliable partner and become regional marketers although it 
takes time.” 

Cradle Fund: Cradle Investment 
Programme (CIP 500)
CIP 500 is the first pure technology seed or commercialization 
fund offered by Cradle to help budding Malaysian companies with 
technology-based ideas attain commercialization.

What is the maximum grant that will be 
funded?
Each company will qualify for a maximum of two (2) consecutive 
approvals, each approval worth up to a maximum funding of 
RM500,000.

Who is eligible to apply for CIP 500? 

Any budding company, which meets the 
criteria below: 

n Incorporated under Company Act 
1965 

n The company has to be less than 3 
years old 

n 51 % of the company’s equity held 
by Malaysians 

n Company’s total revenue is not 
more than RM5 million in its total 
financial history 

n The company owns the IP rights of 
the products and/or services, which 
is intended for commercialization

What are the items that can be 
funded (allowable expenses) under 
the CIP 500?

Items that can be funded under the 
CIP500 include the following:

n Product development, testing, 
design and packaging 

n Marketing expenses (including 
collaterals, travel where necessary, 
etc.) 

n IP search & registration as well as 
market research & feasibility studies 

n Remuneration of employees ( up to 
30% of total funding amount) 

n Rental & utilities 
n Purchase of hardware and software 
n Training (where necessary) 
n Business plan refinement 
n Technology licensing/acquisition (if 

applicable) 
n Mentoring/Coaching expenses & 

professional fees 
n Production related expenses (where 

necessary) 
n Contingency expenses (10%) –

insurance, tax, duties, licensing, etc. 

(Source: MALAYSIA SME (MSME) Newspaper, website
www.malaysiasme.com.my) 
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Major Destinations of Malaysia’s Rubber Product Exports (RM’000)  

Country January–December January–December % Change % Share 
 2009 2008  (2009)

EU-27 2,849,064 3,247,892 -12.3 26.9

USA 2,832,821 3,001,224 -5.6 26.8

ASEAN 930,991 977,757 -4.8 8.8 

Japan 586,430 691,663 -15.2 5.5 

Brazil 479,849 337,948 42.0 4.5

China, P.R. 401,102 277,225 44.7 3.8

Australia 320,798 357,850 -10.4 3.0 

Hong Kong, SAR 234,422 339,833 -31.0 2.2 

Canada 196,384 194,421 1.0 1.9 

Turkey 151,224 120,128 25.9 1.4

South Korea 142,091 142,016 0.1 1.3

UAE 117,952 132,439 -10.9 1.1 

Subtotal 9,243,128 9,820,402 -5.9 87.3

World Total 10,587,112 11,238,630 -5.8 100.0 

Source: Department of Statistics, Malaysia

Malaysia’s Exports and Imports of Rubber Products (RM’000) 

 Exports Imports

 2009 2008 2009 2008

January 876,425 925,776 200,292 249,325

February 795,508 882,574 164,926 192,571

March 873,637 933,783 218,472 263,839

April 846,888 838,236 216,393 196,798

May 841,560 930,709 212,196 225,534

June 822,125 865,359 225,269 244,844

July 910,788 957,761 267,368 264,838

August 929,840 996,491 251,913 272,907

September 822,954 997,262 252,704 254,311

October 950,676 1,003,051 271,572 205,251

November 901,131 974,830 257,461 222,022

December 1,015,580 932,798 275,671 228,571

January–December 10,587,112 11,238,630 2,814,237 2,820,811

% Change
(January–December) 09/08 -5.8 -0.2 

Source: Department of Statistics, Malaysia

RUBBER PRODUCT TRADE 
STATISTICS
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MINISTER LAUNCHES 
MREPC 2010 INCENTIVES

MREPC joyously roared its 
way towards the Year 

of the Tiger with the launch of its 2010 
Incentives by Tan Sri Bernard Dompok, 
Minister of Plantation Industries and 
Commodities, on 25 January 2010.

In his welcoming speech, the Chairman 
of MREPC, Datuk Billy Abit Joo, informed 
that in 2009 a total of 105 applications 
for incentives from 62 companies were 
approved, compared to 73 applications 
in 2008. While this increase of 44% was 
commendable, the Council felt that 
industry participation in the incentive 
programme could be better. Taking 
into consideration the views and 
suggestions of industry players, the 
Council has come up with the MREPC 
2010 Incentives package that attempts 
to better address the needs of the 
industry, and the challenges of market 
promotion in international markets.

The Chairman stated that building on 
the strategies outlined in 2009, MREPC 
had lined up an ambitious market 
promotion programme in 2010. The 
focus will be on new and emerging 
markets, as Malaysian exporters are 
familiar with and have relatively good 
access to traditional and developed 
markets. He then highlighted that 
MREPC was targeting to organize a 
total of 17 international trade shows, 
in addition to five overseas marketing 
visits and seminars in 2010. These 
events will see MREPC and Malaysian 
rubber product companies going to 
China, Russia, Indonesia, the United 
Arab Emirates, Turkey, and the Czech 
Republic, among others.

He also took the opportunity to 
thank Tan Sri Arshad Ayub, the 
former Chairman of MREPC, for his 
contribution to MREPC and the rubber 
industry. Under the ten-year leadership 
of Tan Sri Arshad, MREPC has grown 
and contributed positively in expanding 
markets for the rubber product industry. 
Datuk Billy Abit Joo also paid tribute to 
the rubber industry for closely working 
with MREPC.

In his speech, the Minister advised the Malaysian rubber product 
industry to explore new markets while continuing to service existing 
ones to maintain the industry’s competitiveness in the global arena. In 
the wake of prevailing challenges, the Minister stated that the industry 
also had to diversify its product base and should not constrain itself 
to exporting traditional products such as gloves, catheters, condoms, 
automotive parts and general rubber goods. Aggressive efforts should 
be made to promote high-tech and value-added rubber-based products. 
The industry should aim to produce high-value products and sell to 
consumers who are willing to pay a premium for quality and reliability. 

The Minister stated that the government was fully supportive of the 
efforts that had been taken by MREPC which include promoting rubber 
products to the world market, providing incentives for the industry’s 
market promotion activities, improving the industry’s human capital 
development through seminars and workshops, and offering assistance 
to the industry in identifying markets. He expressed his confidence 
the MREPC 2010 incentives would be an added boost to the industry 
and that the industry would welcome the incentives positively and 
take advantage of the benefits offered. The Minister also conveyed his 
belief that the market research undertaken by MREPC to supply up-
to-date market information to industry players would complement and 
strengthen the industry’s own market research efforts.

In their speeches, both the Minister and the MREPC Chairman stressed 
that it was imperative that all stakeholders to not be too easily contented 
with past successes but continue to venture into new markets and seize 
fresh opportunities.

10
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Datuk Billy Abit Joo 
presenting his welcome 
address

Tan Sri Bernard 
Dompok (centre) 

launching MREPC’s 
2010 Incentives

A section of the   
invited guests 

Active participation 
during the seminar

Business session in 
progress

Expanding Your Business via Government Incentives

The “Expanding Your Business via Government Incentives” Seminar, which took place after the launch of the MREPC 
2010 Incentives, was to disseminate the latest information on the incentives, services and programmes offered 
by MREPC as well as by Malaysia External Trade Development Corporation (MATRADE), Malaysian Industrial 
Development Authority (MIDA), SME Corp., Energy Commission, Malaysian Industrial Development Finance Berhad 
(MIDF) and Pembangunan Sumber Manusia Berhad, with the aim to encourage manufacturers to make use of the 
funding opportunities provided by these government agencies.

With the improving global economic outlook, the incentives presented at the seminar by the relevant agencies 
were geared towards ensuring industry players receive support in all aspects to further develop their capacity and 
capability; including acquiring appropriate skills to succeed in their businesses and seize growth opportunities. There 
was greater focus on research and development, embracing of new technology, methods and processes, as well 
as the push towards modernization and green technology that includes the use of automation and state-of-the-art 
machinery. Emphasis was also given on the need to develop branding and human capital. These are all important for 
the rubber product industry to enhance its productivity and competitiveness.

The MREPC 2010 Incentives were formulated by taking into account the current global economic situation. The 
objective was to further strengthen and liberalize the existing incentives to provide added assistance to industry 
players to initiate new quality enhancement and market promotional activities and sustain what are already in place. 
The revised, improved and new incentives provided by MREPC include a range of financial support for international 
trade exhibitions, product certification, laboratory accreditation, acquisition of market research reports, production 
of promotional materials and website development. Incentives for the SMG were also revised and strengthen in line 
with the SMG Blitz planned for 2009–2011. These incentives were designed to allow industry players to selectively 
capitalize on the type of incentives that would best enable them to tap into developed as new and emerging markets.

The seminar also updated participants on the training programmes as well as market promotion and research activities 
of MREPC for 2010, and concluded with a session for a one-to-one dialogue with MREPC and other agencies.

Comprehensive details of the incentives and market promotion programmes may be obtained by contacting MREPC’s 
office at 03-2780-5888 or visiting MREPC’s website at www.mrepc.com/incentives. 

11
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COMMENTARY

Today, China is a remarkable economic 
power. The country is the world’s 
manufacturing workshop, a most 

important financier (holding a huge 
amount of US treasury bonds), and 

also a major source of research and 
development. If these continue in the 

next twenty years, China will have 
the necessary power and wealth to 

challenge and replace the United States 
of America as world economic leader.

Understanding the Chinese business 
norms and cultural nuances will help 
build relationship with your Chinese 
counterparts or clients, and greatly 

increase the prospects for success of 
your business endeavours in China.

Here are some useful tips when dealing 
with your Chinese counterparts: 

• Handshake
The Chinese prefer a gentler handshake rather than the 
firm-grip. Physical contact other than a handshake is 
highly discouraged in China unless you know the other 
person quite well. 

• Business Card
Carry bilingual business cards with one side in Chinese 
and the other in English. 

When receiving a business card, receive it with both 
hands. Do not put the card away but keep it out during 
the meeting. 

• Name
Chinese names are written in a reversed manner from 
Western ones. The surname is mentioned first, followed 
by the given name.

Professional and social titles are mentioned after the 
surname. For example, Professor Li would be Li Jiao 
Show (Li Professor).

Never address someone by only his/her last name or 
given name unless specifically asked to. The right way 
of addressing is by his/her surname followed by his/her 
title.

• Gift
Normally the Chinese will politely refuse a gift several 
times to reflect modesty and humility. Accepting a gift 
quickly is perceived to be greedy.

Approach gift-giving with discretion. Be gracious and 
withdraw the gift politely if declined.

• Conversation
The Chinese normally have a blank expression during 
introductions. This is not a sign of unhappiness or 
unfriendliness, but a virtue of concealing emotions.

Useful
Tips

to
Know
When

Doing
Business

in
China
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Chinese communication is indirect and highly contextual. 
In conversation, if the real meaning is negative, it is often 
implied rather than stated. What is not said is often more 
important than what is said.

General conversation is normally engaged before 
turning to business topics. The Chinese are not sensitive 
to questions regarding their age. Questions about family 
matters, however, should be avoided.

• Table Manners
Never place your chopsticks upright in a rice bowl. It 
reminds of the bowl of sand with two upright incense 
sticks that is placed at the shrine of a deceased.

The Chinese often share food from dishes placed in the 
centre of the table. Sometimes the Chinese hosts will 
pick from dishes with their own chopsticks or spoons 
for the guests to show their friendship and sincerity.

Politics should not be a topic of conversation at dinner. 
Any questioning of the independence of Taiwan and 
Tibet will create unnecessary debate.

• Number
Six implies everything about you will go smoothly. 
Eight means a great fortune in the near future. 
Nine implies lasting forever, especially in friendship and 
marriage. 
Four means death. 
Seven implies gone. 

• Colour
Do not use red ink to write. It symbolizes the end of a 
relationship.

(Article credit: Sam Goh – Goh is a Deputy Director with the 
Corporate Planning and Research Division, MRPEC) 

Best things in life are NOT FREE
But some things for business are.....

accommodation
+

air ticket*
because ……..

we want you to

fly high 
in the global arena

*for 1st person

PLUS  we pay**:

50% of booth cost

50% of accommodation 
& airfare cost (for 2nd 
person)

70% of interpreter services and

 Promotion cost and 
forwarding charges 
up RM2000 per trade 
exhibition

** Limit to four exhibitions per year

Contact MREPC for details or visit our website 
at http://www.mrepc.com/incentives

SBIM 2
Incentive for Companies 

Participating in 
International Trade 

Exhibitions on Their Own
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Several new appointments and a retirement took place recently at MREPC:

New Appointments and 
RETIREMENT at MREPC

Appointment of Datuk Billy Abit Joo as Chairman of 
MREPC’s Board of Trustees

Datuk Billy Abit Joo has been appointed as Chairman of the Board of Trustees, MREPC, effective 
1 January 2010. He took over from Tan Sri Datuk Arshad bin Ayub, who had been chairman of 
MREPC since its inception in 2000.

Datuk Billy Abit Joo is the Member of Parliament for Hulu Rejang, Sarawak, the largest 
Parliamentary constituency in Malaysia, and is in his fifth term as a Member of Parliament.

MREPC is pleased to welcome Datuk Billy Abit Joo and look forward to working with him for the further development 
of the rubber product industry in Malaysia.

Appointment of Mr. John E. Morgan as Marketing Advisor 
to MREPC

Mr. John E. Morgan has been appointed as a Marketing Advisor to MREPC with effect from 1 
January 2010. He will be advising and assisting MREPC in the promotion of Malaysian rubber 
products, with particular reference to Europe, the United States and China.

Mr. Morgan was Regional Director for Emerging Markets for Continental AG before this 
appointment, and had also worked with Sime Continental as Regional Director for ASEAN, with 
responsibility for marketing efforts in Australia, Korea, China and India.

MREPC welcome Mr. Morgan and look forward to his contribution in promoting the Malaysian rubber product industry.

Appointment of Ms. Low Yoke Kiew as Director, Market 
Promotion and Development Division

Ms. Low Yoke Kiew, the former Senior Deputy Director of the Industry Relations and Public 
Affairs Division, was promoted to Director, Market Promotion and Development Division effective 
1 February 2010.

Retirement of Mr. Krishnasamy Raman, Director of 
Industry Relations and Public Affairs Division

Mr. Krishnasamy Raman retired from MREPC on 31 January 2010. Mr. Krishnasamy had been 
with MREPC for 9 years. His last position was as Director of the Industry Relations and Public 
Affairs Division.

MREPC records its appreciation to Mr. Krishnasamy for his contribution and wishes him well in 
all his future endeavours. 

Announcement: 
With effect from 1 January 2010, Dr. Peter N. S. Thong no longer serves as MREPC’s representative in China. 
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The Chairman of MREPC, Datuk 
Billy Abit Joo, accompanied 
by the CEO, Dato’ Teo Suat 

Cheng, visited Jebco and Supermax 
on 26 January 2010. This was part 
of the familiarization visits planned 
for MREPC’s newly-appointed 
chairman. The objective of the 
visits was to acquaint Datuk Billy 
Abit Joo with the operations and 
products of the two major rubber 
product industry sectors – gloves 
and industrial rubber goods. At 
both Jebco and Supermax, Datuk 
Billy Abit Joo was briefed on the 
business and manufacturing 
aspects of the companies, and was 
taken on a tour of the shop floor.

Visits By Chairman of 
MREPC

On 19 February 2010, Datuk Billy Abit 
Joo, Chairman of MREPC, visited 
Doshin Rubber Products (M) Sdn. 
Bhd. and Kossan Rubber Industries 
Bhd. as part of his familiarization 
tour of rubber manufacturers. He 
was accompanied by the CEO, 
Dato’ Teo Suat Cheng, and MREPC 
Marketing Advisor, Mr. John 
Morgan. At Doshin, Datuk Billy 
Abit Joo was able to see how large 
rubber products such as seismic 
bearings and port fenders were 
made. Similarly, at Kossan, the 
MREPC visitors were introduced to 
a variety of rubber products and the 
various production processes.

Dato Billy Abit Joo (centre) at Supermax

From left: Dato’ Teo Suat Cheng, Datuk Billy Abit, and Mr. John 

Morgan, at Doshin

MREPC Chairman Visits Rubber  
 Product Factories
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Seminars/Workshops

MREPC organized a half-day seminar entitled “Recent Medical Glove Challenges in the U.S.” on 10 
December 2009. The presentation was made by Dr. Esah Yip, Director of MREPC’s US Office.

The objective of the seminar was to disseminate information to the glove industry on the challenges 
facing medical gloves in the U.S. and MREPC’s role in addressing these challenges.

Twenty-three participants from 13 glove manufacturers attended the seminar.

In her presentation, Dr. Esah briefed the participants on the petition to ban powdered gloves and related 
anti-latex activities such as bills banning the use of NR latex gloves in food handling in Massachusetts 
and New York State, and in Destin, Florida. Other topics covered by Dr. Esah included the U.S. Federal 
Drug Administration (US FDA) new AQL compliance, threat by plastic alternatives, ASTM standards 
developments and SMG promotion.

Dr. Esah’s presentation was followed by a lively Q&A session.

Product 
certification

Product 
certification

Product 
certification

Product 
certification

Terms & Conditions Apply

Certification is your 
passport to go global

Because the commercial 
benefits are tangible

Go ahead and strive for 
international credentials

SBIM4 is there,
you don’t have to
spend a bundle

Claim 50% of cost incurred in attaining product 
certification, for a product not previously 
certified, including the cost of all tests leading 
to the certification, subject to maximum claim 

of RM 30,000 per company per year. Contact MREPC for details on SBIM4 or visit our 
website at http://www.mrepc.com/incentives

SBIM 4 – Incentive for Attainment of 
Internationally-recognized Product Certification

Seminar on “ Recent Medical Glove 
  Challenges in the U.S. ”
   (10 December 2009)



1717

VISITORS

Dialogue with delegates from the China-ASEAN Business Council (CABC)

The purpose of the visit was to discuss business 
opportunities including that for joint ventures, 
distributorship and joint-project developments under 
the China-ASEAN Free Trade Area (CAFTA).

CAFTA, which came into implementation on 1 January 
2010, is the largest of its kind and is expected to 
accelerate China-ASEAN bilateral trade and reduce the 
region’s reliance on the developed economies. ASEAN 
is China’s fourth biggest trading partner, accounting for 
about 10% of China’s total trade. The agreement forms 
an economic bloc of 1.9 billion people, with trade worth 
approximately US$200 billion. Through CAFTA, ASEAN 
countries could aggressively tap China’s huge market 
while Chinese enterprises could enjoy greater business 
opportunities in ASEAN. 

Under the FTA framework, China and six ASEAN nations 
– Brunei, the Philippines, Indonesia, Malaysia, Thailand 
and Singapore – will reduce tariffs to zero on 90% of 
imported goods or 7,000 product categories. The other 
four ASEAN members will follow suit in 2015.

Through CAFTA, approximately 80% of tariffs on 
Malaysian rubber products will be zero, with the 
exception of tyres, beltings and hoses, which are in the 
sensitive list.

Dato’ Teo Suat Cheng, CEO, MREPC, with Mr. Xu NingNing, Executive Secretary 
General, CABC

Visits by Delegations 
from China
(16 and 18 November 2009) 

MREPC hosted two delegations from China on 16 and 
18 November 2009 respectively – the China-ASEAN 
Business Council and the Hainan Natural Rubber 
Industry Group Company Limited (Strategic Investment 
Department).

The delegations’ visits were timely as MREPC had 
planned a series of events in 2010 to access the Chinese 
market and is also undertaking a series of market studies 
on China to assist industry players identify potential 
business partners in this market.

China-ASEAN Business 
Council (CABC)
(16 November 2009)

The CABC was represented by Mr. Xu NingNing, 
Executive Secretary General and Ms. Jennifer Liu, 
Liaison Officer.

Established in November 2001, the CABC is made up 
of leaders from the China Council for the Promotion 
of International Trade (CCPIT), ASEAN Chambers of 
Commerce and Industry (ACCI), representatives from 
chambers of commerce and industry of ASEAN countries 
and selected entrepreneurs from the region. The CABC’s 
primary objective is to bridge the business information 
gap between Chinese and ASEAN businesses.
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The Hainan Natural Rubber Industry Group Company 
Limited – Strategic Investment Department (HNRIG-
SID) is a subsidiary of state-owned enterprise Sinochem 
International Corporation.

The delegates from HNRIG-SID were on an eight-day 
work-study visit to Malaysia from 13 to 20 November 
2009 and were represented by:

1. Mr. Xie Xinghuai, Assistant President
2. Mr. Song Jianxiong, General Manager of SID
3. Mr. Mo Chengfa, Vice General Manager of Hainan 

Kanger Latex Products
4. Mr. Yue Guohua, Investment Supervisor of SID
5. Mr. Wan Zhirong, SID’s Singapore office 

representative

The objectives of their visit were to strengthen 
existing business networking relationship, seek R&D 
collaboration opportunities in the latex product sector, 
gain insight on the development of the Malaysian 
rubber product industry, and promote investment and 
trade relations between the rubber product industry of 
Hainan and Malaysia.

Dialogue with delegates from SID

MREPC was informed that HNRIG-SID has a 
representative office in Singapore. The office was 
established after the Singapore Commodity Exchange 
Limited and Sino Rubber Electronic Trading Market Co. 
Ltd. (a subsidiary of HNRIG-SID) signed a Memorandum 
of Understanding in September 2009 to grow their 
natural rubber markets, through information sharing and 
joint development of the settlement process for rubber 
contracts subject to relevant regulatory approvals.

Representatives from the Malaysian Rubber Board 
(MRB), the Malaysian Rubber Glove Manufacturers 
Association (MARGMA) and the Malaysian Rubber 
Product Manufacturers’ Association (MRPMA) were 
also present at the meeting. 

Hainan Natural 
Rubber Industry 
Group Company 
Limited – Strategic 
Investment 
Department 
(HNRIG-SID)
(18 November 2009)

Briefing by MREPC to delegates from SID

SBIM 6
Incentive for Quality and Productivity Improvements 

via the Malaysian Rubber Board’s A6 Project*

In MREPC we believe in sharing, 
That’s why we share the cost 
So that in future you can share 
your success with us 

Go get your company in for the A6 project 
SBIM6 offers RM1,000 upon completion of 
the project 

Terms & Conditions Apply

 You can get more details by visiting:
 www.mrepc.com/incentives

*This project offers product development assistance, 
through design, testing and validation using advanced 
technologies such as CAD/CAE.



1919

TRAVELOGUE

MREPC senior executive Raja Sivam in front of 
Zdravookhranenive 2009 exhibition hall entrance

Getting a taxi into Moscow centre was out of the question, easy to do but 
exorbitantly expensive, particularly for a Yorkshire man with short arms and 
long pockets. That expression means very careful with his money (hand 
cannot reach his purse!). I resolved to catch the ‘Aero Express’ train into 
one of the Moscow stations, Paveletskaya; funny really, every word seems 
to end in ‘skaya’. Apart from the description of the train being somewhat 
questionable, express it certainly was not. I arrived in central Moscow safely. 
Phew! A sigh of relief. Mind you, I still had to circumnavigate Moscow to 
reach the hotel and having been warned about the language difficulties on 
the Moscow metro, I decided to hire a taxi, again, easier said than done. 
There are very few official taxis, most are privately owned vehicles whose 
drivers are simply trying to make a fast buck. I found one of these but the 
driver then proceeded to take me around a mile away from the station where 
he had parked his rusty car. When it appeared that he did not seem too sure 
where the hotel was, I made the decision to dispense with his services and 
hotfooted it back to the station where I took my chance on the metro. In truth 
the experience on the metro was not too bad, I duly reached the hotel and 
immediately bumped into my good friend Paul Liang and others.

St. Basil Cathedral

Moscow 
(Russia)

I travelled to Moscow in December to attend the medical exhibition 
Zdravookhraneniye 2009 with much anticipation. Although I had been 
forewarned by Maria Kolesnikova, a Russian biochemist at TARRC, that the 
recent weather in Moscow had been unusually mild with temperatures as 
high as 10ºC being recorded, I nevertheless hoped for a change and looked 
forward to seeing Moscow when temperatures were very low even if there 
were no snow (famous last words).

Having been advised that local travel in Moscow could be problematical 
I timed my flight to arrive at the same time as the main party from Kuala 
Lumpur. That was when things started to deviate from my plans. Although 
the BA plane arrived in the Moscow area 15 minutes ahead of schedule, for 
some reason air traffic control would not grant clearance to land for a further 
1 hour and 20 minutes. Believe me, when this happens you seriously begin 
to wonder if the plane has enough fuel. No matter, we landed safely but, as 
I expected, when I got through passport control, there was no sign of any 
tuan-tuan dan puan-puan from Malaysia. I was on my own.
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We travelled from the hotel to the fair by a 24-seater bus, although luxury travel it most certainly was not! 
The first day at the exhibition started without any notable incidents. However, during the course of the 
day we noticed that the ‘white stuff’ was beginning to fall somewhat heavily. Strange really, on the way to 
the exhibition someone mentioned that the weather forecast was O.K! Well, by the time 6.30 p.m. arrived, 
we had difficulty even seeing our bus because of all the snow. One would have thought that Muscovites 
were experienced at driving in the snow. How wrong could you be! Traffic conditions were horrendous 
and, to cut a long story short, we arrived back at the hotel some three and a half hours later. I should add 
that the journey should have taken 20 minutes. Mind you, we collectively only had ourselves to blame. 
We were offered a ‘get out of jail’ card by John Morgan, soon to be appointed Marketing Advisor at 
MREPC. Now John is very knowledgeable in aspects of Russia, and particularly Moscow. Immediately we 
had set off from the fairground, he recommended that we dump the bus and make our own way home 
by Metro. Did we listen? As I mentioned earlier in this travelogue, famous last words!

At this point I should make mention of our translators at the exhibition. They were excellent, which is 
not always the case. Anthony Tan of NRS probably had the pick of the bunch in more ways than one! 
Incidentally, Anthony, I had the pleasure of seeing Ksenia again recently in London. Yes, you guessed, 
more English lessons!

From this author’s viewpoint Moscow was a little disappointing. Unless one is interested in spending 
hours walking around museums and similar buildings, when you have taken the Kremlin and Red Square 
out of the equation, there is not an awful lot more. From my own personal point of view I found the seven 
‘Stalin Skyscrapers’ the most notable, even iconic, aspect of the Moscow skyline. These were buildings 
built in Stalin’s time. Historians believe that they were built purely to demonstrate to the world how 
strong and powerful the Soviet state was after the Second World War.

One of these skyscrapers is now the Moscow State University which we visited en route to the airport on 
our way home. Also, during this visit we had the opportunity to buy some souvenirs. After this, I texted 
my wife to let her know that I had obtained a Russian doll. She replied along the lines of “you had better 
not bring her home!”

Ah well, at least I achieved my ambition of seeing Red Square in the snow!

(Article credit: Roland Newell – Roland Newell is MREPC Europe Office’s representative) 

Entrance to Red Square Souvenir shop selling the famous Matryoshka doll


