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CEO of MREPC Dato’ Teo Suat Cheng 

As MREPC completes its first decade of service to the Malaysian rubber product 
manufacturing industry, we pause to reflect upon our achievements and 
shortcomings, and review the path forward to more effectively serve the industry. 
Within this past decade, several significant events impacted the local rubber product 
industry, both positively and negatively, and provided exciting challenges. Whilst 
dreadful diseases such as SARS and a H1N1 led to an increased demand for medical 
gloves, the world also grappled with the economic turmoil emanating from the US 
subprime fiasco, and which affected almost all spheres of enterprise.  

When MREPC was established in 2000, rubber product export amounted to RM5.4b. 
By the end of 2009, this had more than doubled. This commendable achievement was 
through the synergistic effort of the industry and MREPC. From a fledgling advisory 
council, organizing a limited number of promotional activities in a few selected 
countries, we now see our role as a trusted partner, giving strategic direction to the 
industry. MREPC is providing research and training on markets and marketing, 
helping Malaysian exporters access new markets and expand existing markets 
through trade shows and market missions, and providing support to manufacturers 
through incentives for a wide range of market promotion, product development, product certification and quality improvement 
activities. MREPC serves as a forum for interaction among the different segments of the rubber product industry and as a conduit 
for industry views to the government and international agencies. Notably, it has played a leading role in addressing issues of concern 
to the rubber product industry both within and outside the country. 

As an organization focused primarily on the needs of the rubber product industry and its members, while not losing 
sight of national interests, MREPC has had to balance its priorities to serve a wide spectrum of manufacturers and 
exporters. This it has done, assisting smaller industry players access markets more in line with their capabilities, while 
providing the bigger exporters with market information and research as well as a more prominent presence in trade 
events and a collective voice on international issues. MREPC has also presented Malaysia as a producer of quality rubber 
products in world markets and provided a platform for Malaysian companies to promote their products more effectively.  
 
Today, as MREPC stands at the threshold of its second decade, it has to constantly redefine its role and functions to meet 
the needs of the industry it serves. The rubber product industry is changing to meet the needs of an increasingly dynamic 
and competitive environment, in terms of the products marketed, the technology used and the markets served. It is 
critical that MREPC now play an effective role in this transition towards a modern, high value-added 
industry, providing the direction and support required by all our stakeholders.
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INDUSTRY

The Market for Rubber Automotive Parts in China
In 2009, the market size of rubber automotive parts in China was estimated at about RMB54 billion, up by 28.4% 
from 2008. The industry has recorded an average year-on-year growth rate of 16.7% over the past 15 years.

The rubber automotive parts market includes original equipment (OEM) products valued at RMB39.4 billion and 
replacement equipment (REM) or aftermarket products valued at RMB14.7billion. These products can generally 
be classified as follows:

The original equipment market 
Chongqing recorded the highest OEM market size in 2009 with a value of RMB3.8 billion, followed by Beijing 
and Guangdong, each with a market size estimated at around RMB3.4 billion. Chongqing is the manufacturing 
base for the top automotive manufacturer in China, SAIC, for the production of their Roewe, MG, and Hongyan 
makes. The fourth  largest auto maker, Chang’an, is also located in Chongqing, for the production of their US and 
Japanese JV brands, Chang’an-Ford and Chang’an-Suzuki. 
 
Regionally, East China (Shanghai, Jiangsu and Anhui) is estimated to have the largest OEM market, with a total 
value of RMB8.9 billion in 2009; followed by South China (Guangdong and Guangxi) with RMB6.4 billion and 
North China (Beijing and Hebei) with RMB6.2 billion. 
 
Sealing products and anti-vibration products recorded the highest OEM market size with a value of RMB10.9 
billion and RMB10.1 billion respectively, while hoses were the third highest with a value of RMB8.4 billion in 2009.  
 

The replacement equipment market 
Guangdong recorded the highest market size for rubber automotive aftermarket products with an estimated value 
of RMB1.6 billion, while Shandong was second highest with RMB1.2 billion in 2009. 
 
Regionally, East China (Shandong, Zhejiang, Jiangsu) recorded the highest REM market size with a total value of 
RMB3.2 billion in 2009, followed by North China (Beijing, Hebei) and South China (Guangdong) at around RMB1.6 
billion each. 
 
Anti-vibration products constituted the largest portion of the replacement market for rubber automotive products, 
with an estimated value of RMB4.3 billion, followed by hoses with a value of RMB3.5 billion in 2009.  
 
The total market size for rubber automotive parts in China is estimated to reach about RMB67.6 billion in 2010, 
growing at around 25% from 2009. Subsequently, the market is projected to reach RMB74.4 billion in 2011 and 
RMB81.8 billion in 2012 with a growth rate of 10% each year. 

(Article credit: Adnan Abdullah – Adnan is the Director of MREPC’s Division of Corporate Planning and Research) 

Part OEM(RMB) REM (RMB) 

Seals 10.9 1.3 

Anti-vibration products 10.1 4.3 

Safety products 3.7 2.1 

Transmission belts 5.1 2.1 

Hoses 8.4 3.5 

Others (wipers/mats/moulded parts) 1.3 1.3 

Total  39.5 14.6 
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Trends in Global Rubber Glove Trade
Low Yoke Kiew* and A. Kadir Mohamed*

(Summary of a paper presented at the 5th International Rubber Glove Conference and Exhibition, Kuala Lumpur, 
28–30 September 2010)

The global demand for rubber gloves increased at a CAGR of 18.0% in value terms for the period 2000 to 2009. 
The trend was one of monotonic increase, except for 2009 where the effect of the economic slowdown could be 
discerned. The year-on-year decline in 2009 was 5.2%.

The increase in value of global glove imports from 2000 to 2009 was mirrored by the corresponding increase 
in quantity. The CAGR during the period for glove imports in terms of quantity was 18.9%. Unlike the trend in 
value, there was no dip in demand in terms of quantity during the 2008–2009 economic turmoil. The year-on-year 
increase in 2009 was, however, only 1%, reflecting the softening in demand.
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Table 1: Global glove imports in terms of value, 2000–2009

Table 2: Global glove imports in terms of volume, 2000–2009
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Figure 3: Share of value of rubber glove imports by country and region, 2000–2009

Figure 4: Share of quantity of rubber glove imports by country and region, 2000–2009

Figure 5: Share of value of world’s rubber glove exports by country and region, 2000–2009
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In 2007, a major geographical shift occurred in the import of gloves. The USA, which had always dominated the 
imports of gloves, was relegated by the European Union (EU27), taken as a single market block, to second place. 
In terms of both quantity and value, the EU27 is now the largest import market for gloves. In 2009, in terms of 
value, EU27 commanded 35.0% of total world imports of gloves compared to 32.9% for the USA. 

The corresponding figures for quantity were 35.7% for EU27 and 32.3% for the USA

As would be expected, glove exports track glove imports quite well. The largest exporter of gloves in the world is 
Malaysia. In 2009, Malaysia commanded 49.7% of the export value of the world’s total glove export. Thailand was 
the second largest with 15.9%.
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In quantity terms, Malaysia’s dominance is more striking, accounting for 60.8% of total world exports of gloves. 
Second-placed Thailand’s share was 16.8%. 
 
Global data are not available for the different types of gloves traded. MREPC, however, has data for Malaysian 
exports of natural and synthetic rubber gloves for both powdered and powder-free types. Since Malaysia is the 
largest exporter of gloves in the world, Malaysia’s data provide a first approximation to the global export market 
for these gloves.

Malaysia’s data suggest that the use of synthetic rubber (predominantly nitrile) gloves is increasing. For the first 
six months of 2010, the year-on-year increase in the value of exports of synthetic rubber gloves was 48%. The 
corresponding figure for NR gloves was 20%. In quantity terms, the year-on-year increases for the first six months 
of 2010 were 11% for NR and 65% for synthetic rubber. The increases, in both value and quantity, of exports of 
synthetic rubber gloves outstripped those of NR. The ratio of NR to synthetic rubber glove export in the first half 
of 2010 was 72:28. The same ratio in 2009 was 77:23. It is clear from these figures that the importance of synthetic 
rubber or nitrile gloves is increasing.

Figure 6: Share of quantity of world’s rubber glove exports by country and region, 2000–2009

Figure 7: Share of Malaysia’s exports of SR gloves, 1H2009 and 1H2010
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Figure 8: Share of Malaysia’s NR and SR exports by regions, 1H 2010

Figure 9: Malaysian exports of powdered and powder-free gloves (January to June)

NR gloves remain dominant. The main markets for synthetic rubber gloves are the USA and EU27.

MREPC data for Malaysian exports of examination gloves show there is an increasing preference for powder-free 
gloves. In the first half of 2009, 61% of all examination gloves exported was powder-free. The corresponding figure 
for 2010 was 63%. For surgical gloves, no significant shift is observed in the use of powdered or powder-free 
gloves.

*Ms. Low, Y. K. is the Director of MREPC’s Division of Marketing and Development and Dr. A. Kadir Mohamed is 
the Deputy CEO of MREPC.
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The disappearance of natural rubber latex allergy in Germany and Europe
(Based on a paper presented at the MREPC seminar in Madrid on 22 June 2010 and in Rome on 24 June 2010 by Apl. Prof. Dr. 
Med. Henning Allmers, Jorg Schmengler, M.D., Apl. Prof. Dr. Med. Swen Malte John and Apl. Prof. Dr. Med. Christoph Skudlik)

The authors assessed the effects of intervention to reduce the incidence of NRL (natural rubber latex) allergy in 
personnel working in the German healthcare system by switching to powder-free NRL gloves, and observed the 
concomitant reduction of type l allergy cases (asthma and urticaria). Data presented covered the use of powdered 
and powder-free medical gloves, surgical and examination, in Germany between 1986 and 2007, and showed that, 
while allergy due to NRL was recognized, it had not led to any decrease in the use of NRL gloves, but that the 
contrary had taken place. Similar observations in other European countries were cited in the paper. The paper also 
quoted one of the authors’ previous studies whereby by switching to powder-free NRL gloves, detectable NRL 
aeroallergens were completely removed in a healthcare facility. Sensitized healthcare workers were able to remain 
at work by being supplied with NRL-free gloves.

Recent investigations have shown that up to 17% of healthcare workers (HCWs) are sensitized to NRL allergens. 
The proteins present in gloves and other products made of NRL and the inhalation and skin contact with this 
material are responsible for the sensitization.

An information leaflet concerning NRL allergy and stressing avoidance of powdered NRL gloves was developed 
in 1996 and widespread distribution started in 1997. In the regulatory field, a new version of the compulsory 
technical regulations for dangerous substances (TRGS 540) was published in December 1997, which explicitly 
stated that only low allergen powder-free NRL gloves should be used and that the use of powdered NRL gloves 
was not permissible in the workplace.

Gloves purchased and used for the period from 1986 to 2007 (the numbers represented all acute care hospitals 
and projected the sample of 280 hospitals; data from the former East Germany had been incorporated since 1991) 
were reviewed.

The number of purchased non-sterile examination NRL gloves increased by 2,426% between 1986 and 2007, 
reaching almost 1.7 billion per year. In contrast the number of purchased surgical NRL gloves only rose by 56% 
in the same period (Figure 1).

Figure 1: Purchase of surgical and examination NRL gloves in all German acute care hospitals from 
1986 until 2007
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In 1986, 48.5% of all surgical and examination gloves purchased were made from NRL. Of the 217 million gloves, 
19.5% were surgical and 80.5% examination gloves. The number of purchased examination gloves increased by 
957% between 1986 and 2007, while that for surgical gloves only increased by 58% during the same time period. 
Overall, the total number of gloves used reached 1.9 billion in 2007, an increase of 737% from 1986. Only 4% of 
surgical gloves were made from non-NRL materials. The main non-NRL materials for non-sterile examination 
gloves (1.8 billion) were vinyl (6%), neoprene/nitrile (5.2%) and polyethylene (0.4%). Only in the section of sterile 
examination gloves (26.6 million) were more non-NRL material, mostly co-polymer (72.3%) than NRL gloves 
(27.5%) used. In 2007, 87.9% of all gloves used in German hospitals were made from NRL, an increase of more 
than 80% from 1986. Approximately 1% of NRL gloves used in 2007 were powdered. 
 
The incidence of suspected occupational allergy cases caused by NRL rose until 1997 (OA) and 1998 (skin 
allergies). By 2005 there was a 87% decrease of new skin allergy cases and a 95% reduction of reported new 
cases of OA (Figure 2). There was a positive linear correlation between the declining purchase of powdered NRL 
examination gloves and the reduction in new suspected occupational allergy cases.

The number of powdered NRL gloves purchased in acute care hospitals in Germany for use in operating theatres 
and for examination purposes had dramatically fallen since 1996 after a massive increase starting in 1986. Powder 
containing high levels of glove protein is suspected to trigger a sensitization to NRL.

The increase in reported cases from 1996 to 1998 is probably not only caused by an increase in the incidence of 
NRL allergies but also due to the information campaign that reached every physician’s office in 1997 and 1998.  

The proposed measures, particularly the increasing use of powder-free and reduction of powdered NRL gloves, 
have led to a decrease of the incidence of NRL allergies in healthcare workers, clearly indicating that primary 
prevention can also be achieved if these easily applied interventions are properly carried out and maintained. 
Likewise, data available from other European countries has also shown that NRL allergies in healthcare workers 
have decreased due to the reduction of powdered NRL gloves.

Figure 2: Purchase of non-sterile NRL examination gloves in all German acute care hospitals plus 
incidence of suspected cases of NRL-induced occupational asthma and contact urticaria per 1,000 
insured healthcare workers in private and church-run acute care hospitals from 1996 to 2005
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FEATURE

Terang Nusa Sdn. Bhd. was founded in the year 1989 at the early stage of 
the ‘birth’ of the examination gloves era. Before then, the product was used 

mainly for certain procedures deemed ‘risky’. The HIV problem and greater 
public awareness of contagious diseases started the global demand for a 
simple and effective device for healthcare workers and patient protection.

Twenty-one years later, the company has changed tremendously. During 
this period, examination gloves have become a widely-used device in all 
healthcare centres, janitorial services and industrial applications. Not only 
has the user base expanded, the types and models of the device have 
similarly grown. The company now produces examination gloves using latex, 
nitrile and chloroprene of various specifications.

In 1993, the company anticipated the intense price competition among the 
large number of examination glove producers. It decided to focus on a more 
technical device used in the operation theatre: the surgical glove. The market 
then was dominated by 4 major multinationals that together held 65% of 
the global market. In doing this Terang Nusa ventured away from familiar 
grounds into a totally different field heavily dominated by a few producers 
with an average history of around 30 years then. It was a difficult decision 
but the company took up the challenge.

The move into the surgical glove market took the company many years to 
gain sufficient market experience and to attain the right level of technical 
knowledge and skill to produce gloves of quality equivalent to those already 
in the market. However, this was not sufficient to break into the market in any 
significant way. Products of even higher standards and quality were required 
to persuade changeover from established brands. That was the next stage of 
development for the company.

By 2004, the company had gained acceptance in many critical markets 
including the USA and EU countries, typically the most discerning markets. 
Nothing short of the market’s best will be looked at by buyers from these 
countries. By persisting with even greater investment in equipment, R&D, 
skill training, marketing and product trials, the company is today in all major 
markets, with market shares ranging from 5% to 60%, providing surgeons 
with surgical gloves for 9 surgical sub-specialities. Exports to more than 120 
countries have gained the company a tremendous amount of field experience 
that is transformed into exciting new products.

Between 2000 and 2003, Terang Nusa made some acquisitions of companies 
manufacturing similar products, including factories located in Kluang, Johor. 
The acquisition enabled the company to move into the niche dental glove 
market. Dental gloves are specifically used by dentists and have higher 
specifications for wear endurance and sensitivity. These gloves command 
brand loyalty and are used by more conservative users with freedom of 
choice, unlike hospital users. Today the company is the largest producer for 
this category of gloves.

In 2004 Terang Nusa and its four subsidiaries were absorbed into a holding 
company, Adventa Bhd., and re-organized into a flat and more focused 
organization. The factories were also re-organized to be product specific 

A leading 
global 

supplier of 
surgical 

gloves

CEO of Adventa, Low Chin Guan

One of Adventa’s main manufacturing plants at Kota Bharu, Kelantan



1111

Some of Adventa’s surgical glovesand competencies were enhanced for the 
respective products. As a result, efficiency and 
quality shot up. A year later, in fiscal year 2005, 
Adventa Berhad was listed on Bursa Malaysia, 
opening the company to investors.

The founder of Terang Nusa Sdn. Bhd., Low 
Chin Guan, continues to lead Adventa as the 
CEO and remains the major shareholder. He is 
a civil engineer by profession and was actually 
involved in the construction of World Bank 
development projects as an engineer before 
deciding to start a condom factory at the age 
of 28.

“I was able to solve many very difficult ground 
and engineering problems, so looking at 
a piece of condom, it looked unbelievably 
simple.  After doing a study of the market 
and manufacturing process, I went to work 
at a condom factory in Taiwan to learn the 
trade. Unfortunately, by the time I reported 
for work, the factory had decided to switch to 
manufacturing examination gloves! That was 
in 1988. I stayed for a short period, learning 
the ‘trade’ which in hindsight was miserably 
insufficient. On my return to Malaysia, I took a 
personal loan, mortgaging the home, to start up 
a small production line of examination gloves. 
The timing was just right as the demand for 
gloves shot up immensely, so much so that 
there were buyers cruising around Kuala 
Lumpur in taxis, looking for start-ups like mine. 
My first customer put a US$30,000 deposit for 
the first container while we were still installing 
the small production line! To be honest, that 
early period actually allowed us to ‘learn’ the 
business. Making gloves really looks simple 
until you try to make one, especially a good 
one. Today I would be absolutely aghast and 
ashamed of the gloves we sold in the early 
period of the company.” 

“I took up engineering because my dream 
was always to be able to create and build 
useful things. This intensity is still driving me 
to explore and innovate for products needed 
by the users. I have trained my team to look 
at longer-term plans and to anticipate future 
needs. Short-term gains sacrificing longer- 
term potentials are ignored. This philosophy 
has worked well so far.”
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Adventa today is one of the leading producers of sterile gloves, in particular 
the surgical glove. Its range of products covers almost all surgical specialities, 
from general to orthopaedic to neuro and reconstructive surgery. They are 
made using latex, chloroprene, polyisoprene and a range of proprietary 
materials. Adventa’s brands are known in hospitals across the world, making 
it the only Malaysian producer of surgical gloves with a brand presence in 
more than 100 countries globally.

Branding has been a great success for Adventa. Today its brands collectively 
have recognition in at least the 30-percentile level in the countries of its 
market. This is a first for a Malaysian company in healthcare. To improve 
further, a larger marketing budget for the next 3 years is planned.

The Company’s first brand is NUGARD and this brand has prevailed all these 
years to become its principal brand for examination gloves. Maxitex and 
Sensiflex are the surgical brands in USA, EU, Asian and South American 
countries. “These brands represent quality and innovation to many surgeons 
and are accepted as equal to the best in the market,” said Low. Today these 
brands are further leveraged into many other related products, further 
enhancing visibility and recognition in the operating rooms across the world.

In the matured markets, Adventa’s 
products have been growing at 
a rate of 15% for the last 4 years 
although actual growth in the 
sector has only been around 5%. 
In developing markets, the growth 
is even more impressive, at an 
annualised 30%, more than the 
12% actual growth. These numbers 
are energising the company 
to increase its manufacturing 
capacity and capabilities. More 
funds are being allocated for R&D.  
Innovation is leading the company 
into more sophisticated products 
and pioneering new specialities. It 
has gained a name for innovative 
products in the industry. The 
company has three patents filed and 
one already approved. Producing 
surgical gloves is becoming its core 
competence.

Changes in regulations and 
tightening specifications across 
the regions have helped Adventa 
to be singled out as a quality and 
responsible producer, with care for 
its users and customers. Constant 
advances in development and 
manufacturing processes have 
kept the company steps ahead of 
its competitors.

In 2009 and 2010, the company 
expanded the number of production 
plants it has.  Adventa now has the 
capability to increase its global 
market share to more than 20% 
by 2012, reaching out to more 
surgeons and hospitals globally.  
According to Low, two new 
products will be launched in 2011-
2012 to further cover the needs of 
surgeons.  In all these years, the 
company has kept to its founding 
principles. Adds Low: “The first is, 
give the customer what he needs 
with more value than he expects.  It 
has never failed to deliver on this, in 
good or difficult times.”

Automated packing of surgical gloves

Check out the whole range of Adventa’s products on its website

www.adventa-health.com/products.html
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TRADE FAIRS/EXHIBITIONS

Automechanika Frankfurt is the leading international 
trade fair for the automotive industry and the global 
meeting place for the sector. The 21st edition of 
Automechanika Frankfurt attracted around 155,000 
visitors from 180 countries, a sizeable increase compared 
to 146 countries in the previous edition in 2008. A total 
of 4,486 exhibitors from 76 countries participated in the 
fair, reflecting in a positive manner that the automotive 
sector is on the threshold of a new upturn from the 
global recession experienced in the past two years.

Automechanika Frankfurt 2010
(14–19 September 2010)

Auto Parts Industries Sdn. Bhd. In line with the theme 
of Automechanika Frankfurt 2010 which emphasised 
green technology, MREPC featured posters and flyers 
which potrayed a more environmental-friendly image of 
the Malaysian rubber industry and its products.

Throughout the six-day fair, the Malaysian manufacturers 
found the visitors’ turnout to be satisfactory. MREPC 
received a significant number of enquiries, especially for 
weather strips, mountings, hoses and boots. Besides  from 
Germany, the Malaysian stand not only attracted visitors 
from other European countries such as Italy, Netherlands 
and Lithuania, but also from Argentina, Turkey, Iran, India 
and some African countries. It was noted that more classic 
cars workshop owners had begun turning to Malaysian 
rubber automotive parts manufacturers, especially for 
engine mountings due to the small number of European 
manufacturers who are willing to cater to the low volume 
requested.

Among other noteworthy issues were copyright matters 
where German custom officials had stepped up 
inspections at the trade fair and checked a number of 
stands suspected of violating copyrights. Observations 
also indicated that there was a growing presence of 
rubber automotive manufacturers from China, India, 
Thailand, as well as South Africa, at the fair.The Malaysian representatives at the fair

The organization of product segments at Automechanika 
Frankfurt, just as it was before, was divided into 
five main product groups – Parts & Systems, Repair 
& Maintenance, Service Station & Car Wash, IT & 
Management and Accessories & Tuning.  A key theme 
of this year’s Automechanika was electro-mobility as 
an alternative propulsion technology, raising questions 
about the ways in which the aftermarket can prepare 
itself in the future for electricity-driven vehicles. Among 
other highlights were the “Automechanika Innovation 
Award” and the “Green Directory”, both focusing on 
technologies to reduce fuel consumption as well as 
sustainable solutions for lowering emissions.

MREPC led eight Malaysian rubber automotive parts 
manufacturers featuring a wide range of products; 
from profiles, bushings, dust covers, mountings, seals 
to hoses. The participants were MALCORP, Associated 
First Rubber (M) Sdn. Bhd., NSR Rubber Protective 
Sdn. Bhd., HML Auto Industries Sdn. Bhd., Tong Yong 
Rubber (M) Sdn. Bhd., Hibon Corporation Sdn. Bhd., 
Fudex Rubber Products (M) Sdn. Bhd., and Schmaco 

Busy time at the Malaysian booths

In summary, the prominent Malaysian stand managed 
to project a stronger presence of the Malaysian rubber 
automotive parts industry at Automechanika Frankfurt, 
as well as an indication of Malaysia’s potential to 
be a global partner of rubber automotive parts. 
Automechanika Frankfurt 2010 has proven to be an 
important fair as its Aftermarket Forum has served as 
an important platform to gather the latest information 
on development of the automotive industry worldwide.  
The next Automechanika Frankfurt will be held from 18 
to 23 September 2012. 
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SME CORNER

IP Focus at MSME BNS
Innovation and IP were among the highlights at the latest instalment of the MALAYSIA 
SME™ Biz Networking and Seminar (BNS). 

Advanz Fidelis chief executive officer Chuah Jern Ern delivered his topic of “Innovation & 
the SME Business” which touched upon key ideas and myths surrounding innovation and 
IP.  “Innovation is the means by which you exploit change as an opportunity for a different 
business or service. It is about creating opportunities not just for yourself, but for other 
people.”

He explained that innovation could be protected through IP as they are creations of the 
mind that can be used in business and can be created by anyone. Moreover, Chuah 
said that IP should be treated as a property or an asset as successful IP strategies have 
resulted in wealth creation for corporations which includes revenue and income growth, 
a stronger balance sheet and improved shareholder value.

SMEs were made to understand that every business has some level of IP involvement. It 
is not the exclusive domain of corporate giants. Chuah said that there is a wide range of 
IP, from trademarks, copyright, trade secrets, patents and confidential information which 
any business could have.

(Source: MALAYSIA SME (MSME) Newspaper, website
www.malaysiasme.com.my) 

For more information on Malaysian IP Law, visit http://www.myipo.gov.my or call MyIPO helpdesk at +603 2274 5113

Business 
differentiation

Benefits 
of IP

Premium 
pricing

Your competitor 
has no access 
to your idea

Real advantage 
in market place

Malaysia IP Law

Trade Mark 
Act 1976

Patent Act 
1983

Copyright  
1987

Industrial 
Design Act 

1996

Geographical 
Indication Act 

2000

Layout Designs 
of Integrated 
Circuits Act 

2000
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Major Destinations of Malaysia’s Rubber Product Exports (RM’000)  

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

USA 2,679,888 2,063,916 29.8 28.2

EU-27 2,522,023 2,161,025 16.7 26.5

ASEAN 816,967 655,428 24.6 8.6 

Japan 533,416 425,196 25.5 5.6 

Brazil 437,611 290,755 50.5 4.6

China 361,451 289,828 24.7 3.8

Australia 268,633 226,092 18.8 2.8 

Canada 179,801 138,457 29.9 1.9 

South Korea 155,452 91,610 69.7 1.6

Hong Kong 149,949 182,415 -17.8 1.6 

Turkey 100,771 109,676 -8.1 1.1

UAE 83,824 87,579 -4.3 0.9 

Subtotal 8,289,786 6,721,977 23.3 87.1

World Total 9,516,764 7,719,724 23.3 100.0 

Source: Department of Statistics, Malaysia

RUBBER PRODUCT TRADE 
STATISTICS

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

July 1,137,104 910,787 322,943 267,367

August 1,114,807 929,839 287,657 251,912

September 1,009,706 822,954 287,004 252,704

January–September 9,516,761 7,719,721 2,557,661 2,009,527

% Change
(January–September) 10/09 23.3 27.3 

Source: Department of Statistics, Malaysia
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MREPC EUROPE

S
tandarDays was a two-day information session organized by CEN-CENELEC. It 
was held at the CEN-CENELEC Meeting Centre, Brussels, Belgium, on 23 and 24 
September 2010. It is aimed at newcomers to European standardization as well 
as those who would like to understand CEN and CENELEC better. 

 
The topics presented included a bird’s eye view of the European standardization 
system, why and how to get involved with standardization, the deliverables of CEN/
CENELEC, standardization and innovation, as well as accommodating societal needs in 
standardization: access, sustainability, energy, etc. More than 120 participants attended 
the two-day StandarDays workshop. 
 
CEN/CENELEC is an international non-profit organization set up under Belgian law. 
The organization provides a platform for the development of European Standards (ENs) 
and other consensus documents. CEN is responsible for non-electrotechnical areas 
(for example, food, air and space, energy and utilities, nanotechnology, healthcare, 
transport and packaging, and materials) while CENELEC deals with electrotechnical 
matters (electrical and electronic products and systems). They are the major providers of 
European Standards and Technical Specifications to 31 member countries, comprising 
27 national Standards organizations, Croatia and three countries of the European Free 
Trade Association (EFTA). CEN/CENELEC also works with other Standards organizations 
such as ISO and IEC. 
 
CEN/CENLEC works in a decentralized way. Its members are made up of the National 
Standardization Bodies (NSBs) of the EU and EFTA countries where the respective 
technical groups operate to draw up the standards. The CEN-CENELEC Management 
Centre (CCMC) in Brussels manages and coordinates this system. CEN/CENELEC is 
one of the three European Standards Organizations (ESOs) whose main objective is to 
remove trade barriers for the European industry and consumers, thus creating a single 
market for Europe. For more information, visit the CEN/CENELEC website.

StandarDays

CEN-CENELEC Meeting Centre, Brussels, Belgium
(23–24 September 2010)

A section of the participants at StandarDays
MREPC Europe representative, Dr. Hafsah (right), with 
fellow participants
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Seminars/Workshops

Seminar on ‘Strategic 
Marketing Orientation’ 

(29–30 July 2010) 

The market place is like a stormy 
sea with many adversities. 
Sometimes the sea could be calm 
but the strong undercurrent can 
be disastrous. In order to navigate 
safely to reach the destiny, the 
captains of businesses must have 
a compass which is the marketing 
plan. In order for the marketing 
plan to work, esprit de corps is 
paramount. This was the message 
conveyed to participants of the 
Strategic Marketing Orientation 
workshop which was held on 29 
and 30 July 2010. The two-day 
workshop was attended by 16 
participants from both latex and dry 
rubber companies. The small group 
allowed all participants to share 
their experience and chip in their 
ideas and views in discussions.

The facilitator for the workshop, 
Mr. Billy Ong from FMM, has 
immense knowledge and 
experience in marketing and sales 
that spans almost three decades. 
His vast experience and in-depth 
knowledge in the subject matter 
was complemented by examples 
and real-life experiences that were 
shared throughout the workshop.

Among the main topics covered 
during the workshop were position 
audit, tactical and strategic issues 
and case studies on why marketing 
plans fail. Participants commented 
that the workshop was nicely paced, 
very informative and complemented 
with comprehensive handouts.

Mr. Billy Ong sharing his experience with 
participants

Seminar on ‘Natural 
Rubber Products 
in the US: Their 
Challenges in 2010’

(23 September 2010) 
 
USA is Malaysia’s top export 
destination for rubber products. 
Up to July 2010, Malaysia’s export 
of rubber products to the US 
amounted to RM2.08 billion for 
the year, of which 90% consisted 
of gloves. Notwithstanding this, a 
number of challenges remain. With 
this in mind, MREPC organized 
a half-day seminar on ‘Natural 
Rubber Products in the US: Their 
Challenges in 2010’. The workshop 
was conducted by Dr. Esah Yip, 
Director, MREPC US Office. The 
objective of the seminar was 
to brief the industry on recent 
developments and challenges 
regarding natural rubber products 
in the US. Apart from Dr. Yip, Dr. 
Abdul Kadir, (Deputy CEO, MREPC), 
and Ms. Low (MREPC Director 
of Marketing and Development), 
presented on ‘Standards for 
examination gloves’ and ‘The 
outlook for gloves in the US market’ 
respectively. The response from the 
industry was very encouraging with 
40 participants from 22 companies 
attending the seminar.

Dr. Esah Yip with her briefing

Dr. Yip’s presentation included issues 
on threat of latex protein allergy, anti-
latex activities, and information on 
ASTM Medical Glove Standards. Dr. 
Yip also outlined MREPC’s continuous 
effort in educating the glove-using 
public about improved NR latex 
gloves with markedly reduced allergy 
risks as well as on SMG.  
 

Seminar on ‘Lean 
Manufacturing: 
Workshop 
Fundamentals’

(26–27 October 2010) 
 
Whenever there is production, 
waste would be generated as part 
of the manufacturing process. 
Therefore, it is important to ensure 
that there is a systematic approach 
to manufacturing and handling 
of waste. The main objective of 
lean manufacturing is to totally 
eliminate waste through identifying 
the source of waste, planning for 
waste elimination and establishing 
permanent control to prevent 
recurrence. With this in mind, 
MREPC organized a 2-day seminar 
on the subject of lean manufacturing.

Mr. Kelvin Chung conducting the workshop
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The workshop was conducted 
by Mr. Kelvin Chung, Principal 
Consultant and Trainer of KC 
Quality Management.

Among the topics discussed in the 
workshop were the overview on 
lean manufacturing development, 
the structure and path of lean 
manufacturing, recognizing what 
waste is and types of waste, the 
study and review on ‘waste’ and 
the methodology to discover 
waste, removal and prevention of 
waste. The workshop was attended 
by 18 participants from eight 
manufacturing companies.

Seminar on ‘China 
Series: Doing 
Business in China’

(28 October 2010) 

China is one of Malaysia’s main 
export destinations for rubber 
products. Malaysia’s exports 
increased by an average of 23.4% 
annually after implementation 
of the ASEAN-China Free Trade 
Agreement (FTA). Notwithstanding 
this, a number of challenges to break 
through the rubber export market to 
China remain. MREPC organized 
a half-day seminar to provide 
Malaysian manufacturers the 
insights and information necessary 
for doing business in China.

The seminar had four main 
speakers. The first speaker, Mr. Sam 
Goh, a Deputy Director of MREPC’s 
Corporate Planning and Research 
Division, spoke on a market research 
report on rubber automotive 
components in China. He discussed 
the overview of the automotive 
industry in China, the geographic 
concentration and marketing 
channel of OEM and REM markets, 

the key cost elements of rubber auto 
parts in China’s production, the tariff 
and non-tariff barriers, as well as 
the analysis and recommendations, 
which were presented in a SWOT 
analysis format.

Mr. Adnan Abdullah, Director of 
MREPC’s Corporate Planning and 
Research Division, then presented 
a report on a market survey on 
medical glove consumption in 
China. His presentation talked about 
China’s health-care system which 
has experienced rapid growth; 
however, it is far from homogenous, 
with large gaps in quality of service, 
especially between urban and rural 
centres, private and public hospitals 
and between different grades 
of hospitals. The reports clearly 
showed that the total consumption 
of medical gloves in China had 
reached nearly 5 billion pairs in 
2008, with an annual growth rate 
of 7-9% between 2003 and 2008. 
The opportunities for Malaysian 
examination gloves will grow 
faster than surgical gloves, driven 
by Government efforts to develop 
community centres and township 
hospitals as part of its three-year 
reform plan in rural areas.

The third speaker was Ms. Nor 
Hafizah Zahari from the Malaysian 
Rubber Board. Ms. Hafizah reported 
that Malaysia’s exports had 
increased by an average of 23.4% 
annually after implementation of 
the ASEAN-China FTA. The main 

Mr. Adnan with his presentation

products, namely, tubes, pipes, 
hoses, new pneumatic tyres, beltings, 
latex threads and gloves provide vast 
opportunities for Malaysian rubber 
product manufacturers to expand 
their market due to high average 
annual growth (more than 10% per 
annum between 2005 and 2009). All 
import duties for rubber products in 
China will be reduced to zero in 2010, 
except for the following products, 
namely, NR (HS 4001), SBR (HS 
4002), new pneumatic tyres (HS 4011 
99) and used tyres (HS 401220).

Ms. Nor Hafizah with her presentation

 Mr. Tan emphasising a point during his 
presentation

The last speaker, Mr. Tan Yew Sing, 
from the Malaysian-China Chamber 
of Commerce, shared valuable 
information and experience gathered 
from fellow Malaysians who had 
ventured into the China market. The 
main topics discussed by Mr. Tan 
were new developments in China, 
the fundamental strategies of doing 
business in China, behavioural issues 
and potential partnerships. Mr Tan 
concluded that China can be a one-
stop model for Asian development. 
It is a country with multi-markets 
and multi-religions, and Malaysian 
businessmen need multi-strategies 
to tackle the market wisely. 
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TRAVELOGUE

J is for Jam. Not the delectable, somewhat sweet, fruit preserve that’s typically 
used as breakfast spread, but the exhausting, inexplicably omnipresent, and 
maddening traffic congestion that clogs all of Jakarta’s main roads at what 
seems to be almost all hours of the day. Despite the city’s traffic being in 
perpetual gridlock, I have always liked the Big Durian – Jakarta’s nickname 
among expats.

If there’s one thing that I have learnt from my numerous visits to Jakarta, it 
is that it is always best to schedule the first meeting of the day at 10 a.m. 
Travelling in Jakarta requires careful planning. Once you are stuck in its 
horrendous traffic jam, there is nothing you can do except be patient and just 
enjoy your ride.

Jakarta’s traffic jam is a sheer test of patience. You are literally sitting in your 
motionless vehicle; waiting for what seems like hundreds of vehicles ahead of 
you to move an inch forward. You are sandwiched between cars, trucks, buses, 
motorbikes and thank god, street peddlers. These enterprising street peddlers 
will be your source of sanity during the jams. The numerous “entertainment” 
they provide during traffic jams, or even while waiting for a traffic light to turn 
green, have never failed to amaze me.

Throughout my ten days in Jakarta on my recent visit, there was never a dull 
moment whenever I was stuck in traffic (this was despite careful planning). 
There were peddlers offering every imaginable article (from safety pins to cell-
phone starter kits), not to mention various entertainment ranging from one-
person operas to full-sized bands. If you are stuck in a traffic jam and need a 
bottle of water or pack of cigarettes – it is available. Newspapers, magazines, 
art pieces, posters, food, toys….you name it, they will probably have it. 

Most visitors opt to travel by taxi, which is cheap and occasionally even fast. 
There are a multitude of taxi companies of varying degrees of dependability, 
but after numerous “not-so-friendly” experiences, the only taxi company that 
I have come to trust is Blue Bird; Blue Bird taxis are blue. But so are other 
taxis, trying to catch the unwary. However, only Blue Bird taxis have Blue Bird 
signage. Blue Bird’s reputation has spawned a host of dodgy imitators, so just 
because it’s blue doesn’t mean it’s Blue Bird. Before you get in, check whether 
the door and roof logo is either the Blue Bird or the Pusaka/Lintas “flying egg”, 
the windshield says “Blue Bird Group”, the driver’s uniform has Blue Bird and 
the headrests have Blue Bird logos. The Blue Bird group also runs Silver Bird, 
Morante, Cendrawasih and Pusaka Nuri taxis; the Silver Birds “executive taxi” 
charges a premium. 

A glimpse of 
Jakarta

“JAMMING ENTERTAINMENT”

All work and no play can make being 
stuck in a jam duller than it already is…

Enjoy a 30-second “opera” for Rp1,000

Pregnant and concern about being stuck 
in Jakarta’s traffic…? No worries, there’s 
a midwife available in every other corner

Catch up on the news while in the car
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At ‘flag fall’ the meter begins at Rp6,000 and climbs Rp3,000 each 1/10 
of a kilometre. It increases at a slower rate for passing time, especially 
noticeable when you’re stuck in a traffic jam. Tipping is not necessary, 
but rounding the meter up to the nearest Rp1,000 is expected, so carry 
enough small change, or else you will be rounded up to the nearest 
Rp5,000.

(Article credit: Ms. Nawal Ali – Ms. Nawal was formerly a deputy director 
with the Industry Relations and Public Affairs Division of MREPC)

Travel Tips

Soekarno Hatta 
International Airport

The Soekarno Hatta airport 
has three terminals, further 
split up into sub-terminals, 
which are really just halls 
in the same building:

1  Terminal 1 (A-B-C):
 Used by domestic 

airlines except Air Asia, 
Mandala, Garuda

2  Terminal 2:
 All international airlines 

(D-E) and domestic 
Garuda flights (F)

3  Terminal 3 (Low Cost 
Carrier Terminal):

 The newest and nicest 
of the bunch, Pier 1 
serves Air Asia flights 
and all Mandala flights

Being on a business trip typically 
makes a tour of the city virtually 
impossible… hence I opted for the 
next alternative…. A Gastronomical 
Tour.…. One of Indonesia’s best 
kept secrets is its cuisine. The 
wonderful cuisine in Jakarta 
turned the trip into a gastronomical 
adventure… I love food and I am 
continuously learning to appreciate 
them --- its taste, texture, methods 
of preparations, visuals, and of 
course the creativity behind the 
presentation of the food. Jakarta 
offers a local and international 
kaleidoscope of choice. Visitors to 
Jakarta will have the opportunity to 
sample dishes that have originated 
across the country’s 3,200 mile-
wide archipelago. There is probably 
not a single “Indonesian” cuisine, 
but rather, a diversity of regional 
cuisines reflecting the vast variety 
of people that live on the 6,000 
populated islands that make up 
Indonesia.

As mentioned at the start of this 
travelogue, Jakarta’s not an easy 
town to deal with. The traffic is a 
nightmare. But it’s also a city with 
amazing food. The trick is finding it. 
Or, finding someone who can show 
you where to find it.

From top:
Nasi bakar sambal belut; A relaxing 
atmosphere in an up-market restaurant; 
Gurami goring, a.k.a. “3F = Flying Fried 
Fish”; and Nasi rames with es delima

Gastronomical Adventure 
in Indonesia


