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CEO of MREPC Dato’ Teo Suat Cheng 

T he rubber product manufacturing industry in the country 
has grown by leaps and bounds over the last two decades, 
spearheaded mainly by the rapid expansion of the rubber 

medical glove sector. Today, the country is the world’s largest exporter 
of medical gloves, particularly medical examination gloves, both natural 
latex and nitrile.

In order to sustain this healthy development and to fuel further 
expansion, there is an absolute necessity to ensure that a steady stream 
of skilled personnel is available for the industry. This not only includes 
the technologists, engineers, chemists and scientists who are responsible 
for developing new and improved products and processes, but also the 
likes of marketers, economists and accountants who are essential to 
ensure the whole smooth operation of the industry. Skilled and talented 
professionals are earnestly sought by all sectors of enterprise, and the 
rubber product industry has to compete for their services in the free 
market. A career with the rubber product industry may realistically 
not rank high among these professionals in the pecking order of choices.

MREPC has thus embarked on a scheme to provide scholarships, at first degree level initially, to high 
performing students to pursue appropriate and currently required disciplines by the industry, at universities 
or colleges. The scheme has a two-prong objective of, firstly, convincing potential candidates that there is a 
career worth pursuing in the rubber product manufacturing sector, and secondly, of ensuring that there is 
a continuous stream of such professionals being trained and retained to service the sector.

The first of these scholarships will be awarded in 2011. The scholarship recipients will have to serve the 
rubber industry for 3–5 years upon graduation. Companies interested to co-sponsor the scholarships 
will be invited to apply to MREPC. Under this category, the scholarship recipient will have to serve the 
respective company for the required number of years.

Details and procedures for application of the scholarships have been announced on 
MREPC’s website.
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TRADE FAIRS/EXHIBITIONS

SCANDEFA 2010, 
Copenhagen
(15–17 April 2010)

SCANDEFA (Scandinavian Dental Exhibition) is the 
annual Scandinavian trade exhibition for the dental 
industry. The exhibition consists of exhibitors for dental 
products, dental equipment, clothing and research 
outputs, and this year’s event attracted more than 10,000 
visitors from Scandinavia and other countries.

The MREPC booth

Three Malaysian manufacturers – Matang Manufacturing 
Sdn. Bhd., Tekmedic (M) Sdn. Bhd. and Multisafe Sdn. 
Bhd. – accompanied MREPC in participating in the 
exhibition. MREPC and the Malaysian manufacturers 
were first-time participants at the exhibition. A number 
of enquiries were received from medical devices/
equipment suppliers, including an enquiry on bulk 
sourcing of gloves from Malaysia.

The total import of gloves by Denmark had been 
consistently increasing for the past few years. However, 
the import growth of this product is rather small 
compared to the growth of products under HS Code 
901839 (medical needles, catheters, cannulae and 
the like), the latter being the main products driving 
the growth of the rubber medical devices industry                    
in Denmark.

CMEF Spring, Shenzhen
(18–21 April 2010)

The 63rd China International Medical Equipment Fair 
(CMEF) Spring exhibition was held from 18 to 21 April 
2010 in Shenzhen. This year, the exhibition hosted about 
5,000 booths with more than 2,000 exhibitors from over 
20 countries. There were over 60,000 visitors from more 
than 60 countries.

MREPC has been participating in this exhibition 
since 2008 with the objectives of promoting Malaysia 
as a source of high-quality rubber medical devices, 
disseminating information on Standard Malaysian 
Glove (SMG) and educating trade visitors on the quality 
of Malaysian rubber products. Three glove and one 
condom companies participated in this exhibition with 
MREPC. They were Comfort Rubber Gloves Industries, 
Hartalega, Top Glove and Takaso Rubber Products.

MREPC received several trade enquiries. Most of them 
were from China, while the remainder came from 
Taiwan, Hong Kong, India, UAE, South Africa, USA, 
Brazil, Finland and Japan. Enquiries received were 
mainly related to medical gloves, catheters, breathing 
bags, hot water bottles, probe covers, medical tubings 
and finger cots.

Malaysian participants at CMEF



44

Auto China 2010
(23–27 April 2010)

Auto China is an auto show held biennially in Beijing, 
China, since 1990. Auto China 2010 was the 11th show. 
The exhibition halls were divided into two separate 
sections: auto parts and cars. The auto parts section 
was opened from 23 to 27 April while the cars section 
was only opened to the public from 25 April to 2 May.

More than 2,000 auto part exhibitors participated in the 
event, attracting over 500,000 visitors (inclusive of car 
show). Various types of automotive parts were displayed 
in this show.

Earnest discussion with China industry members

The cars section attracted many local and international 
automakers. They displayed their latest models and 
concept cars – among them were major international 
automakers (Honda, Lamborghini, Volkswagen, Toyota, 
etc.) and local Chinese automakers (Geely, Great Wall 
Motors, SAIC, Dongfeng, Foton, FAW, etc.). ‘Green’ 
concept cars such as electric cars were the highlight 
in this section, in line with the official theme “For a  
Greener Tomorrow”.

MREPC participated at the show with seven Malaysian 
rubber automotive parts manufacturers – Kossan, Jebco, 
Associated First Rubber, Tong Yong Rubber, Sarpi, HML 
Auto and Malcorp.

PLMA’s World of Private Label 
Exhibition, Amsterdam
(18–19 May 2010)

MREPC participated for the first time at the “World of 
Private Label” International Trade Show 2010 held in 
Amsterdam, the Netherlands. Organized by the Private 
Label Manufacturers Association (PLMA), the show has 
been a platform for distributors and retailers around 
the world to find new products, make new contacts, 
and discover new ideas. This year’s event attracted 
participation from 3,200 international exhibitors 
promoting food and non-food products.

A busy time at the MREPC booth

MREPC’s participation at the show was to promote the 
export of household rubber products from Malaysia. 
Three companies participated under MREPC’s umbrella 
and they were Medical-Latex (DUA), Masif Latex 
Products and Comfort Rubber Gloves Industries. 
Other participating Malaysian rubber companies were 
Rubberex, Innolatex and Premier Outlook.

The event attracted more than 5,000 trade visitors, mainly 
buyers from the world’s hypermarkets, supermarkets, 
department stores, drugstores and wholesalers. Strong 
interest was shown in Malaysian-made household 
rubber gloves and latex examination gloves. Apart from 
the trade enquiries, MREPC organized several business-
matching sessions with potential buyers who were 
interested in these gloves. The companies participating 
under MREPC were generally pleased with the quality of 
enquiries they received.
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Hopital Expo-Intermedica
(18–21 May 2010)

Hopital Expo-Intermedica 2010 was the 23rd edition since 
its inception. The exhibition was held from 18 to 21 May 
2010 at Viparis, Porte de Versailles, Paris, France. A total 
of 750 exhibitors from 22 countries showcased their 
products and services. 25,885 trade visitors attended 
the exhibition.

This was MREPC’s first participation in the exhibition as 
part of the SMG Blitz programme to promote SMG to 
the European market generally and to France and its 
surrounding markets specifically. Four Malaysian SMG 
glove manufacturers participated with MREPC in this 
exhibition. They were Top Glove, Matang Manufacturing, 
Comfort Rubber Gloves Industries and Tekmedic.

Great interest in SMG

MREPC’s corporate and SMG videos, in English and 
French, were shown during the exhibition to portray 
MREPC as the Malaysian trade promotion agency for 
rubber and rubber products and to promote SMG gloves.

MREPC received several trade enquiries. Most were 
from France and other French-speaking countries such 
as Morocco, Tunisia and Algeria. Enquiries received 
were mainly related to examination gloves and rubber 
medical devices such as condoms and finger cots.

Automechanika Middle 
East 2010, Dubai
(25–27 May 2010)

A leading automotive exhibition for the automotive 
industry, Automechanika Middle East 2010 was held 
at the Dubai International Convention and Exhibition 
Centre (DICEC), Dubai, UAE, from 25 to 27 May. This 
year, a total of 1,000 exhibitors from 42 countries 
participated in the event, with approximately 15,000 
visitors attending the fair. The visitors were mainly from 
the Middle East, East and North Africa and Central Asia.

The Dubai automotive industry is dominated by three 
product groups which are spare parts, tyres and tubes, 
and engine parts. Dubai is known as the automotive and 
auto parts hub in the Middle East. Most of the auto parts 
imported into Dubai are re-exported to the UAE, Saudi 
Arabia, Africa, and Europe.

Five rubber auto part manufacturers participated with 
MREPC to promote Malaysian rubber automotive products 
in the show. The MREPC booth design introduced a new 
concept where the products displayed were not placed 
on shelves but on the wall with the façade of a car (see 
picture). The products displayed were a complete range 
of auto parts, clustered into six groups: Profile, Hoses, 
Bushes, Mountings, Dust Covers and Seals.

The five companies which participated with MREPC were 
Schmaco Auto Parts Industries Sdn. Bhd., Malaysian 
Consortium of Rubber Parts Industries Sdn. Bhd., M-Pol 
Precision Products Sdn. Bhd., HML Auto Industries Sdn. 
Bhd. and Fudex Rubber Products (M) Sdn. Bhd. Overall, 
the manufacturers were satisfied with the exhibition, 
quality of visitors, and the potential of the UAE market.

Ms. Shamiezza of MREPC (left) attending to a visitor
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Reviewing your website & evaluating your marketing approach
This column highlights the importance of business websites to an SME and how you can evaluate your 
marketing approach.

Reviewing Your Website
Your website helps you to promote your business online by allowing prospective customers to learn more 
about your products and services. Having a website is like having the store open for business 24 hours a 
day, 365 days a year, for the millions of people around the world using the Internet at home or at work.

Making Your Website More Effective
Take the opportunity to review your website and see what information you already have and what you might 
add or change to make it more effective. This is because an effective, well-designed website can make 
a big difference in terms of attracting new customers and generating sales. Just like your business, your 
website should be professional, well-presented, easy to find, well-organized and supported by staff who 
can answer questions. Does your website include the following information?

SME CORNER

Opening hours

Contact details (phone, fax or email)

Location (address and map)

‘About Us’ section (to build trust and credibility with 
prospective customers)

Your products and services

Special offers, sales and coupons

Product manuals – What do you sell on your 
website? – specification, price, ordering information 
(in stock /available)

Customer enquiry form

Photos of your business (store, offices, merchandise)

Terms and conditions

Privacy policy

Answers to frequently asked questions

Payment methods you accept

Customer testimonials

Reviewing what information about your products or services you display on your website could help you 
identify areas for improvement and create a better experience for your online customers.

Can your customers purchase your products or services through your website? Put yourself in your 
customers’ shoes. Can you easily find, order and pay for products or services you’re looking for through 
your website? Do you have:

•  An auto-reply email that responds when people request information or make a purchase?
•  A signup form for newsletters or announcements?
•  A method for your website orders to be processed and delivered correctly?

Evaluating Your Marketing Approach
Your marketing methods can aim to connect you with two types of potential customers, those who are:
•  actively looking for what you sell
•  not looking for what you sell but come across your ad while doing something else
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(Source: MALAYSIA SME (MSME) Newspaper, website
www.malaysiasme.com.my) 

To evaluate your current marketing approach, ask yourself these questions:
a)  What marketing methods am I using to promote my business e.g. directory listings, search marketing?
b)  How much am I spending on each method?
c)  What revenue is each method helping me generate?

Online marketing can be a very cost effective, targeted and measureable way to connect with your customers. 
Online marketing is any form of advertising that occurs on the Internet. It includes search marketing as well 
as other forms of advertising over the Internet.

Reaching More Customers via Search Marketing
Search marketing is a form of online marketing that allows you to reach people who are searching the 
Internet for your products or services. With thousands of people spending more and more time online 
researching what they want to buy, search marketing helps you reach prospective customers you couldn’t 
otherwise access and show your ads at the exact moment when they are looking for what you have to sell.

How Does Search Marketing Fit Into the Context Of Overall Marketing?
Search marketing can be a valuable supplement to your marketing methods as an SME. It helps you 
connect with customers who are already interested in what you have to offer and shows your ads at the 
exact moment when they are searching for your products or services on the Internet. You know that when 
someone clicks on your ad, they are engaged with what you have to offer and you can readily measure their 
interest and any sales that result. You can start quite easily and at a low cost. Once you decide on a budget 
for the month, you can limit your spend to that budget while getting more customers and becoming more 
familiar with search marketing.

SBIM 10 – MREPC Incentive for Website Development
Making your presence felt in the international market does not mean being anywhere and everywhere 
around the globe physically…

All you need is a strong presence in the World Wide Web

Develop a website and claim 50% of website development cost from MREPC.

Subject to a maximum claim of RM3,000 per company & applicable to the FIRST development of a 
company website.

Terms & Conditions apply.

Contact MREPC for details or visit our website http://www.mrepc.com/incentives.
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MREPC MARKET PROMOTION 
PROGRAMME FOR 2011

The Market Promotion Programme for 2011 will continue its focus on growth in established and emerging 
markets. Besides arranging business meetings and working visits in conjunction with trade shows, MREPC 
will endeavour to arrange for speaking slots in conjoint conferences and meetings to promote Malaysia as 
a preferred source for quality rubber products. The following is the list of trade shows that MREPC will be 
promoting in 2011. The form of participation (MREPC-led, sponsored show or MREPC promotional booth) 
will depend on the level of interest from industry members. This list will be updated regularly to reflect the 
prevailing status of the events and MREPC’s priorities.

 1 Arab Health
  Dubai, UAE
  24–27 January 2011

 2 ISPO
  Munich, Germany
  6–9 February 2011

 3 China International Furniture Fair
  Guangzhou, China
  17–20 March 2011 (TBC)

 4 Medical Fair India
  New Delhi, India
  25–27 March 2011

 5 Taipei International Auto Parts & 
  Accessories (Taipei AMPA)
  Taipei, Taiwan
  12–15 April 2011 (TBC)

 6 CMEF Spring
  Shenzhen, China
  17–20 April 2011

 7 Autocare and Transport Arabia (ATA)
  Jeddah, Saudi Arabia
  25–28 April 2011 (TBC)

 8 Chongqing Building Science And
  Technology
  Chongqing, China
  20–22 May 2011

 NO. EXHIBITION NAME PRODUCTS PROMOTED

MREPC  Market  Promotion  Programme  for  2011

• Gloves, condoms, catheters, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Swim caps, swim fins, athletic balls and 
other rubber sporting goods

• Latex foam
• Mattress supports, pillows

• Gloves, condoms, catheters, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Auto parts: REM market

• Gloves, condoms, catheters, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Auto parts and transport infrastructure

• Seismic bearings, rubber pads, rubber 
dampers, rubber hoses, conveyor belts 
and rubber mountings.
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 9 Automotive Engineering Show
  Chennai, India 
  10–12 June 2011 (TBC)

 10 FIME
  Miami, USA
  11–13 August 2011 (TBC)

 11 Mining Indonesia
  Jakarta, Indonesia
  21–24 September 2011

 12 CMEF Autumn
  China
  12–15 October 2011 (TBC)

 13 Hida Medsurg Conference & Expo
  Chicago, USA
  13–15 October 2011 (TBC)

 14 A+A
  Dusseldorf, Germany
  18–21 October 2011

 15 Vietnam Auto Expo
  Ho Chi Minh, Vietnam
  21–24 October 2011 (TBC)

 16 AAPEX
  Las Vegas, USA
  2–4 November 2011

 17 MEDICA
  Dusseldorf, Germany
  16–19 November 2011
  (promotional booth)

 18 Greater New York Dental Meeting
  New York, USA
  25–30 November 2011

• Auto parts and transport infrastructure

• Gloves, condoms, catheters, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Seismic bearings, rubber pads, rubber 
dampers, rubber hoses, conveyor belts 
and rubber mountings.

• Gloves, condoms, catheters, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Gloves, condoms, catheters, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Industrial, multipurpose, high risk, 
cleanroom, electrician, insulation gloves

• Finger cots/stalls

• Auto parts and transport infrastructure

• Auto parts: REM market

• Gloves, catheters, condoms, breathing 
bags, dental dams, exercise bands

• Other rubber medical products

• Examination gloves
• Dental dams
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FEATURE

The latex thread, although 
not always obvious, is ever 
present in many common 

consumer products such as 
apparels, medical products, 
furniture and sports goods. Imagine 
what everyday life would be like 
without the convenience of elastic 
bands, which are made from such 
rubber threads. A leading producer 
of latex or rubber threads is Heveafil 
Sdn. Bhd., a subsidiary of PNB 
(Permodalan Nasional Berhad). 
Occupying a nineteen hectare site 
at the tranquil town of Batang Kali 
in the state of Selangor, Heveafil 
was the cradle of the latex thread 
industry in this part of the world.

A Leading Supplier of Premium 
Quality Rubber Threads

Executive Director of Heveafil, Zulkafli Hamid

Heveafil was incorporated in 1972 and began operation in 1973. In 1988, 
business expanded with the incorporation of a wholly-owned subsidiary 
known as Filmax Sdn. Bhd. With the establishment of Filmax Sdn. Bhd., 
the Heveafil Group became one of the world’s largest manufacturers of 
extruded rubber threads. The group has permanent distribution centres 
in the United Kingdom, Germany, Italy, France, Spain, Portugal, the United 
States of America, Hong Kong and Japan for at least the last fifteen years. 
These distribution centres maintain warehouse facilities which ensure that 
customers are provided with rapid stocks whenever requested. In countries 
where Heveafil does not have branches, such as India, Australia, Philippines, 
Russia, China, the Middle East and Latin America, it has appointed agents. 
Such supplier-client relationship has extended up to 30 years in some cases, 
exemplifying the close relationship and mutual respect Heveafil has with its 
customers through the constant supply of quality and reliable products. This 
has also made Heveafil a household name in the field of latex threads and its 
product quality serves as a benchmark for the industry.

The Heveafil plant at Batang Kali

Some products 
made from 
Heveafil latex 
threads
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Heveafil produces a wide range of rubber threads from count (number of 
threads per inch) 20 to 100 with two types of finishing; talcum and silicon. 
The following are the major types of rubber threads produced by the          
Heveafil group:

•	 Normal/standard	threads

•	 Food	grade	threads	(complying	with	FDA	requirements)

•	 Super	and	high	heat	resistant	threads

•	 Low	protein	threads

•	 Low	antioxidant	threads

Some of these are specialty products and were developed in-house in 
response to customer requests.

The group is among the five largest producers of extruded rubber threads in 
the world and supplies a significant percentage of its requirements. According 
to Heveafil’s executive director, Zulkafli Hamid, the group’s immediate focus is 
on maintaining its image as a benchmark for the rubber thread business and 
providing for the niche but premium sector of the trade. Because the rubber 
threads produced by Heveafil are still the preferred products due to their 
consistent and reliable quality, the company is able to command a premium. 
It exports almost entirely its production, with less than 2% being used in 
the local market. The products are predominantly made from natural rubber 
latex as it provides the best combination of attributes, another testament to 
the unique quality of natural rubber. Due to its consistent high quality, the 
Heveafil brand is instantly recognisable throughout the international market. 
The textile industry consumes 85% of Heveafil’s products. The remainder is 
used by food packaging, furniture and medical product manufacturers.

Production is undertaken in the 
three plants in the group, and these 
are capable of producing 3,500 
tonnes of rubber threads per month. 
Demand is on the rise and the 
company is running a 24 hour-a-day 
operation. A quality management 
system (ISO 9001:2008) ensures 
that good manufacturing practice 
is maintained throughout the 
whole operation. Great emphasis 
is placed on quality and careful 
monitoring of raw materials and 
process machinery.

Ongoing R&D efforts ensure 
that innovation and improved 
products are quickly brought 
onto the market for the benefit 
of its clientele. As a service to 
customers, Heveafil’s R&D centre 
also provides recommendations on 
finished products, enabling these 
customers to fully optimize their 
use. Innovative products arising 
from its in-house R&D efforts 
include super heat resistant threads 
and low protein threads. Cost 
reduction and further automation 
are constantly being pursued for 
the mutual benefit of the company 
and its customers. This concerted 
endeavour has enabled Heveafil to 
secure vital market niches as well 
as consolidate its existing market.

Water baths in process line

Burners
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Ever conscious of its responsibility 
to the environment and society 
at large, Heveafil has initiated 
several projects contributing to 
a healthier environment. It has 
established an advanced high 
technology treatment plant to treat 
waste water and thus safeguard 
the environment. The system 
incorporates a biological reactor 
that is able to produce methane gas. 
This not only reduces the emission 
of greenhouse gases, but leads 
to additional cost saving for the 
company which uses the methane 
generated as an alternative energy 
source for its internal operation.

Heveafil has also constructed a 
biomass plant which has just begun 
operation. The plant is capable of 
using all types of fuel such as palm 
kernel shell, wood chip, paddy husk 
and saw dust to replace the fuel oil 
to power the heaters. In May 2010, 
the project had been successfully 
registered as a Clean Development 
Mechanism (CDM) project and 
is entitled to earn the saleable 
Certified Emission Reduction 
(CER) credits. Another excellent 
achievement is the company’s 
success in recycling 100% of the 
acid used in the coagulum baths, 
another feather in the cap for its 
internal R&D effort.

Chemical testing
Product testing

Quality checking

As part of the PNB group, the 
company participates in the 
group’s corporate community 
and social activities. In addition, it 
makes contributions for the social 
well-being of the local community. 
While the company’s current focus 
is on the high-end market, it is 
prepared to adopt changes to its 
strategy to meet market demands. 
Its complement of staff remains at 
450 for the moment, and according 
to Zulkafli, “almost every family 
in Batang Kali had one member 
working for Heveafil at one time or 
another.” Such is the influence of 
the company on the welfare of the 
local community.

For more information on Heveafil 
and its products, visit its website at 

 www.heveafil.com.my

Acid distillation

Biogas plant

Biomass plant
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MISSION

MREPC participated in the technical mission 
and working visit to promote palm oil, timber and 
rubber to China led by the Minister of Plantation 
Industries and Commodities, Tan Sri Bernard 
Dompok, from 1 to 6 June 2010.

The delegation of 76 members comprised 
representatives from the Ministry of Plantation 
Industries and Commodities (MPIC), Malaysian 
Rubber Export Promotion Council (MREPC), 
Malaysian Rubber Board (MRB), Malaysian Palm 
Oil Board (MPOB), Malaysian Timber Industry 
Board (MTIB), Malaysian Palm Oil Council 
(MPOC), Malaysian Timber Council (MTC), 
Malaysian Furniture Promotion Council (MFPC) 
and the private sector. From the rubber sector, the 
following companies took part: Kossan Rubber 
Industries Berhad, RICS Sdn. Bhd., Doshin Rubber 
Products (M) Sdn. Bhd., Kumpulan Jebco (M) Sdn. 
Bhd., Associated First Rubber (M) Sdn. Bhd. and 
Tong Yong Rubber (M) Sdn. Bhd.

MREPC was represented by the Chairman, the 
CEO and Director of Marketing and Development. 
The Deputy CEO joined the team in Shanghai after 
visiting Chengdu with Mr. Or Tan Teng of Doshin, 
where they met with Wenchuan county officials 
regarding the donation of seismic bearings to 
isolate a building in Wenchuan county. This 
donation is a humanitarian gesture and also an 
opportunity to promote Malaysian rubber seismic 
bearings.

In Beijing, the Minister met with the Chinese Vice 
Minister of the Ministry of Commerce. Part of the 
mission included a visit to Goodtime Technology 
Co. Ltd., a rubber product and machinery 
manufacturer at Ningbo. A dialogue was held after 
the factory visit.

The final day of the mission was for a visit to the 
Shanghai World Expo.

Ministerial 
Mission
to China
(1–6 June 2010)

Meeting between MREPC representatives (right) and Wenchuan 
county officials (left)

The Minister (third from right, front row) and delegation at 
Goodtime’s office
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MREPC RUBBER PRODUCT 
STATISTICAL BULLETIN

Appointment of Ms. 
Havinder Kaur as 
MREPC’s Director, 
Industry Relations and 
Public Affairs Division

Ms. Havinder Kaur 
was appointed the 
Director of MREPC’s 
Industry Relations and 
Public Affairs Division 
on 1 August 2010. 
Ms. Havinder took 
over from Dr. Chew 
Cheng Sim who retired 
on 31 July 2010.

Appointment of Dr. 
Hafsah Mohd. Ghazaly 
as Representative of the 
MREPC Europe Office

Dr. Hafsah Mohd. 
Ghazaly was appointed 
the MREPC Europe 
Office representative on 
1 August 2010, taking 
over from Mr. Roland 
Newell who retired 
on 31 July 2010.

Floor coverings 
and mats of 
rubber

In September 2010, MREPC published the eighth bulletin 
in its series of statistical bulletins. This latest issue is on 
products covered under HS Code 401691, “Floor coverings 
and mats of rubber, excluding cellular and hard rubber”. 
The Bulletin provides data on exports and imports over a 
period of eight years, to enable users to identify trends in 
world trade, and highlights the trade performance of the 
main importing and exporting countries.

World imports of rubber floor coverings and mats, 
excluding cellular and hard rubber increased from 
US$327.1 million in 2002 to US$555.7 million in 2009 
with a CAGR of 7.9%. However, in 2009, world annual 
imports of the products experienced a decline by almost 
28.7% or US$223.1 million year-on-year, reflecting the 
global downturn in demand. In 2009, the main importing 
countries were the United States (US$124.4 million), 
Canada (US$45.9 million), the United Kingdom (US$42.3 
million), and Germany (US$37.0 million).

The world’s exports of floor coverings and mats under 
HS Code 401691 increased from US$301.2 million in 
2002 to US$533.9 million in 2009. Exports recorded a 
CAGR of 8.5% during the period, with a sharp decline in 
2009. World annual exports of these products slumped 
by almost 22 percent or US$146.7 million from US$680.6 
million in 2008.

The main exporting countries in 2009 were China 
(US$102.5 million), Germany (US$90.1 million), Canada 
(US$71.1 million), the United States (US$57.3 million) 
and India (US$37.5 million). Malaysia is ranked 12th in 
the list of exporting countries, with exports valued at 
US$10.2 million in 2009. Despite a decline by 8.9% from 
US $11.1 million in 2008, overall exports registered a 
CAGR of 13.7% for the period 2002-2009.
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Major Destinations of Malaysia’s Rubber Product Exports (RM’000)  

Country January–June January–June % Change % Share 
 2010 2009  (2010)

USA 1,719,949 1,381,124 24.5 27.5

EU-27 1,668,617 1,473,493 13.2 26.7

ASEAN 531,811 408,657 30.1 8.5 

Japan 346,604 277,223 25.0 5.5 

Brazil 317,662 142,543 122.9 5.1

China, P.R. 243,412 182,172 33.6 3.9

Australia 177,190 146,741 20.8 2.8 

Canada 122,444 86,212 42.0 2.0 

South Korea 101,031 55,361 82.5 1.6

Hong Kong 99,650 126,392 -21.2 1.6 

Turkey 67,494 57,270 17.9 1.1

UAE 56,472 55,659 1.5 0.9 

Subtotal 5,452,341 4,392,851 24.1 87.2

World Total 6,255,146 5,056,142 23.7 100.0 

Source: Department of Statistics, Malaysia

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

 Exports Imports

 2010 2009 2010 2009

January 1,017,347 876,425 270,483 200,291

February 919,711 795,507 223,067 164,926

March 1,112,862 873,637 280,389 218,471

April 1,122,967 846,887 275,286 216,392

May 1,031,097 841,560 293,299 212,195

June 1,051,160 822,125 317,533 225,269

January–June 6,255,146 5,056,142 1,660,060 1,237,548

% Change
(January–June)	10/09	 23.7 34.1 

Source: Department of Statistics, Malaysia

RUBBER PRODUCT TRADE 
STATISTICS
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Seminars/Workshops

MREPC organized a seminar on “Updates on 
Financial Services” with the three-pronged objectives 
of assisting industry players keep abreast of 
financial facilities available from relevant financial 
organizations, changing perception among industry 
players that procedures to secure financial assistance 
are complicated and cumbersome, and enlightening 
participants on MREPC’s 2010 incentives.

Export-Import Bank of Malaysia Berhad (EXIM 
Bank), the SME Credit Bureau, the Credit Guarantee 
Corporation Malaysia Berhad (CGC) and MREPC 
presented at the event.

 Seminar on 

“ Updates on 
Financial 
Services ”

certification, laboratory accreditation, acquisition of 
market research reports, production of promotional 
material and website development. Incentives for the 
SMG were also revised and strengthen in line with 
the SMG Blitz for 2009 to 2011. These incentives 
were designed to allow industry players to selectively 
capitalize on the type of incentive that would best 
enable them to tap into the export of high value-
added products in established as well as new and 
emerging markets.

Wholly-owned by the Ministry of Finance, the Export-
Import Bank of Malaysia Berhad (EXIM Bank) 
primarily provides credit facilities and insurance 
services to support exports and imports of goods, 
services and overseas investments with emphasis on 
non-traditional markets. Other services include the 
provision of export credit insurance services, export 
financing insurance, overseas investment insurance 
and guarantee facilities.

The highlight of EXIM Bank’s presentation is its 
facilities for SMEs to venture overseas.

“Updates on MREPC 2010 Incentives” presented by MREPC’s 
Director of Industry Relations and Public Affairs, Dr. Chew Cheng Sim

Presentation on “Export Services Assistance” by EXIM Bank

EXIM Bank collaborated with commercial and Islamic 
banks to offer SMEs a Multi Currency Trade Financing 
(MCTF) facility. A facility to assist SMEs obtained 
working capital financing from banks without the 
need to furnish any collateral, MCTF finances the 
production of goods and/or rendering of services 
against Irrevocable Letters of Credit (ILCs) issued by 
the overseas Issuing Banks.

The seminar commenced with a presentation on the 
MREPC 2010 Incentives. The revised, improved and 
new incentives were a move to further strengthen 
and liberalize the existing incentives to assist industry 
players to initiate and sustain their export initiatives. 
The MREPC 2010 Incentives include a range of financial 
support for international trade exhibitions, product 
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The Indirect Exporters’ Financing Scheme (IEFS) 
supports Malaysian exporters by providing backward 
linkages financing facility through post-delivery 
financing for the purpose of enabling the Indirect 
Exporter to discount the trade receivables in respect 
of goods supplied/services rendered to the Direct 
Exporter. Under this scheme, EXIM Bank covers 
non-payment arising from insolvency of the Direct 
Exporter and payment default of the Direct Exporter.

With a mission to assist financial institutions and 
business organizations make critical credit and 
business decisions in a timely and consistent way 
to benefit the development of SMEs in Malaysia, the 
SME Credit Bureau is a provider of credit reports on 
SMEs in Malaysia. Established in 2008 by the Credit 
Guarantee Corporation Malaysia Berhad (CGC) 
and supported by a strategic partnership with Dun 
& Bradstreet (D&B), its products include business 
information and business review reports which 
provide companies with information such as SME 
credit risk rating, registry information and trade credit. Participants being informed of “Financing Schemes by Credit 

Guarantee Corporation (CGC)”

The Credit Guarantee Corporation Malaysia Berhad 
(CGC) formulates and manages viable credit 
guarantee schemes with the participation of its 
partners (lending institutions) throughout Malaysia. 
In line with the government’s efforts to assist 
SMEs, the CGC is now classified as a Development         
Financial Institution.

The CGC provides SMEs with re-structuring and 
re-scheduling options to assist SMEs address their 
financial constraints towards loan repayments in the 
short to medium term.

The schemes under CGC include Direct Access 
Guarantee Scheme (DAGS), DAGS – Islamic, DAGS 
Start-up, Direct Bank Guarantee Scheme, Franchise 
Financing Scheme, Credit Enhancer Scheme, Flexi 
Guarantee Scheme, Enhancer Scheme – Islamic and 
Small Entrepreneur Guarantee Scheme (SEGS).

Handholding activities, free briefing sessions and 
advisory services on cost-effective measures that 
SMEs could undertake during difficult economic 
circumstances are also organised as part of the 
CGC’s ongoing efforts to optimise SME outreach, 
maintained SMEs’ accessibility to credit lines, and 
educate SMEs, particularly those without collateral 
or with inadequate collateral, on steps to obtain 
credit facilities from financial institutions by providing 
guarantee cover on such facilities.

The SME Credit Bureau enhances and develops 
proprietary sets of key scores, by collating available 
information from various sources, of a company’s 
performance and payment history to present a 
broad and unbiased overall evaluation of a firm’s 
creditworthiness. With the SME Credit Bureau 
Credit Rating, companies could quickly assess a 
firm’s credit standing. The Credit Rating algorithm, 
developed based on D&B’s statistical analysis and 
risk modelling, aims to assist companies predict the 
likelihood that a commercial entity will default within 
the next 12 months.

SME Credit Bureau enlightening participants on steps towards 
“Enhancing Your Business with Credit Information”
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With 16 branches across the country, CGC has 
guaranteed more than 14,049 loans worth RM3.099 
billion in 2009. Cumulatively, CGC has benefited 
more than 402,000 loans worth RM45 billion since 
its establishment in 1972. Through feedbacks and 
recommendations received from such events, the 
CGC continues to develop new and competitively-
priced products to suit current market needs.

The seminar also served as a good platform to 
understand the relevant agencies’ core functions, 
visions, missions, services, programmes and 
activities and concluded with a lively question and 
answer session.

Marketing 
“Refresher” 
Workshop
MREPC kicked-off its Marketing 101 workshop 
series with a “back to basics” course on marketing. 
The one-day workshop, intended as both an 
introductory and refresher course for marketing 
personnel, provided the 21 participants with a 
simplified, straight-forward approach to the process 
of developing and implementing marketing plans.

Workshop participants receiving in-depth explanation from   
Michael Dent during the group exercise

The workshop, facilitated by Mr. Michael Dent, 
provided participants with the opportunity to hone 
the skill they already use in the workplace while 
simultaneously allowing them to revisit some 
aspects of former training and be exposed to 
new methods that could enhance their ability and 
marketing skill.

During the Applied Marketing Session, the group 
exercise assisted participants to discard habits 
that have crept in over time, aiding them in 
regaining efficiency that has been lost. In addition 
to reviewing the marketing mix and the 7Ps, 
participants were also exposed to customer value 
proposition, Malaysian Data Protection Act 2010, 
viral marketing and marketing strategy.

The workshop concluded with an active discussion 
on marketing strategies and the need to focus 
on market segments and the niches within those 
segments.

If you have the right quality, attitude, knowledge, and above all, the willingness  

to grow with the rubber products manufacturing industry, come unlock  your 

true potential with us!   

Log on to www.mrepc.com to find out more about MREPC scholarships and  

start applying today! 

We want YOU

Act NOW

MREPC SCHOLARSHIPS



1919

TRAVELOGUE

A
msterdam, the capital of the Netherlands, is utterly a 
unique city. Its mix of sixteenth-century architecture, 
world-class museums, beautiful canals and vibrant 

nightlife, makes it one of the best cities in the world. 
From what I heard before my trip to Amsterdam, I 
perceived it to be a wild and crazy city. Upon arrival, I 
was pleasantly surprised to learn that Amsterdam is an 
amazingly quiet and normal city. The atmosphere there 
is more akin to a village with tree-lined canals, bicycles, 
landscaped parks and a strong café culture. Apart from 
that, the weather was colder than I expected.

Our experience on arrival in Amsterdam was not exactly 
what every traveller would want to record in his or her 
journal. On the way to our hotel from the airport, the 
taxi driver informed us that a strike by street cleaners 
in Amsterdam had left rubbish uncollected for about 
a week. He explained that the strike was in support 
of some pay rise and bonus, for which an agreement 
had been reached between unions and employers 
a day before our arrival. “Don’t worry, today they will 
start cleaning up all the rubbish,” said the taxi driver 
with a guilty look on his face. As the taxi made its turns 
into the city area, I saw rubbish everywhere and it was                   
an eyesore.

We reached our hotel around eight in the morning. 
“Sorry, check-in is at two,” repeated a Dutch guy at the 
hotel reception after seeing us pleading for early check-
in. Without wasting more time, we decided to leave our 
luggage in the store room and asked the reception to 
keep an eye on the bags. As our programmes for the 
World of Private Label Show at the RAI Exhibition Centre 
would only start the following day, we had to make sure 
that our exploration of Amsterdam, at least to the main 
attractions, were completed on that very first day.

Never in my life had I seen so many bikes in a city. They 
were literally everywhere in Amsterdam. As the world’s 
most bicycle-friendly city, Amsterdam has more bikes 
than any other modes of transportation combined. Our 
walk on Amsterdam’s streets was frequently disrupted 
by the sudden ringing of bicycle bells alerting us to 
move aside as I tended to use the bike path as sidewalk. 
These bikers normally do not give way to pedestrians. 
When you hear bicycle bell rings, it is better for you to 
get out of the way quickly!

Thousands of bicycles parked outside Central Station

The Bloenmenmarket, the world’s only floating flower market

Bicycle for families with children

Houseboats and apartments
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(Article credit: Izwan Zarik – Izwan is a senior executive with the 
Corporate Planning and Research Division, MREPC)

While in Amsterdam, I had the opportunity to take 
a canal cruise which started and ended in front of 
Central Station. The cruise through the canals uncovers 
Amsterdam’s hidden history as well as attractions along 
the canals. The city was consciously planned around a 
canal system that was built in the 17th century. With 
more than 100 km of canals, Amsterdam is called the 
“Venice of the North”. The tour lasted for about an hour 
and I found it to be a great way to experience Amsterdam 
considering the very limited time that I had in the city.

My walk through the red-light district was worth it, at 
the very least for the experience. Located only a few 
blocks from Kalverstraat shopping street and other 
tourist spots such as Dam Square, Royal Palace and 
Madame Tussauds wax museum, the red-light district 
is pretty much unavoidable. The streets within the 
district were crowded with scores of tourists. Due to 
the large number of people around, the place might be 
considered fairly safe to visit. However, you might get 
into trouble if you take pictures, for on just about every 
window front there was a sticker that said “No Photos”. 
Amsterdam is also famous for its unique “coffee-shops”, 
which actually do not sell coffee. These shops sell pot or 
marijuana and the business is legal in Amsterdam.

I wish I had more time for this trip. All I can say 
about Amsterdam is that the atmosphere is very nice, 
everybody is relaxed and anything is possible in the city.

There are so many bikes that made me wonder how 
people know which bikes are theirs after they chained 
them up. Outside the Central Station there is a bike park 
(similar to a car park), with bikes all lined up and locked, 
waiting for their owners to come back and ride them. I 
noticed that it wasn’t only environmentally friendly to 
ride these bikes around, but also quite practical. Some 
roads are really too narrow for cars to pass through and 
parking is very limited. Thus, biking is a smarter option.

There are different types of bicycle that I observed 
in the city. Bikes with baby seats on them are quite 
common. Some have one behind the handle bars for 
a child and another behind the adult rider for a second 
child. Another cute way for kids to travel with adults is 
in a bucket-type contraption at the front of the bike. 
One may thus see an adult peddling the bike with two 
children in the bucket together with their shopping! I 
wouldn’t be surprised if such families don’t have a car 
as there is no need for one.

Amsterdam offers an efficient public transportation 
system. Getting around the city proved to be quite an 
experience. People can take the trams which are very 
easy to catch and basically operate until midnight. The 
area that we stayed was accessible by tram. So it was 
very convenient for us to move around, either to the 
exhibition venue or the city centre as it took only about 
15 or 20 minutes to reach these places respectively.

The cafe culture where people 
spend hours lounging in cafes

Canal cruises that pass along 
some beautiful spots

City trams are modern and efficient, 
with only a minute interval between 
the arrival of a tram and the next


