PELIKAN INTERNATIONAL

Poised For Major Expansion Outside Europe

Global Presence
Stationery maker, Pelikan International Corporation Berhad plans to
expand its markets outside Europe, especially Germany, where itis
traditionally strong.

Europe now contributes about 70% of Pelikan’s revenue
and over the next two to three years, the group hopes to increase
revenue contribution from Latin America, Asia and the Middle East.

According to its Executive Chairman, Mr Loo Hooi Keat in
an interview with Malaysia Progress, Asia currently contributes 10%
to Pelikan’s revenue. “Thus we would like to even the field and bring
down Europe’s contribution to maybe 40% and increase contribu-
tions from other regions.”

Pelikan’s principal activity is manufacturing and distributing
of related products such as writing instruments art, painting and hobby
products, as well as school and office stationery and office supplies.
Other activity includes investment holding. The group operates in
Malaysia, Germany, Switzerland and other European countries, Latin
America and other countries.

It distributes its products through wholesalers, dealers, re-
tailers, modern trade, including hypermarkets, schools and specialised
stores for luxury items.

Pelikan was listed on the main board of Bursa Malaysia in
April 2006. Formerly known as Diperdana Holdings Berhad, it was
involved in providing total logistics solutions. Diperdana’s principal
activities involved container haulage, forwarding, container depot
management and warehouse services.

The group is targeting stronger growth in revenue and net
profit for the financial year ending December 31 2006, after register-
ing a net profit of RM55 million for 2005. Last year's net profit, which
was achieved on the back of RM511 million revenue, would encour-
age Pelikan to perform even better in the current fiscal year.

Acquisition

The group intends to acquire the business of Switzerland-based Pelikan
Hardcopy Holding AG, which achieved a revenue of 120 million eu-
ros last financial year. Pelikan Hardcopy is the largest independent
non original equipment manufacturer and distributor of imaging sup-
plies and printer accessories in Europe with a recognised brand
name. These products include inkjet, toner, thermal transfer, office
media and impact cartridges, among others.

Pelikan will continue to build consumer trust and recognition
of the international brand

The potential acquisition
will result in the re-consolidation of
the Pelikan brand name more than
10 years after the disposal of the
hardcopy division by Pelikan Hold-
ing. Following the potential acquisi-
tion, the enlarged group will have
sturdy footing as both businesses are
international businesses that can be
further built up with stronger financial
backing based on the established
Pelikan brand name.

The re-consolidation will
create new development opportuni-

ties for mutual development. Besides
market expansion through sharing of resources and mutual tapping of
sales and distribution networks, the potential acquisition will also result
inincreased product ranges which are complementary to each other.

The potential acquisition is expected to yield synergies and
common costs savings, which are likely to enhance the enlarged
group’s overall profitability in the future.

The group had in March 2006, acquired 51% of Pelikan
Mexico, and this would be a good chance to enhance its presence in
Latin America.The Latin America region performed well in 2005 due to
higher commodity prices and stronger external demand from other
developing countries such as China. “Overall, Latin America is poised
for further growth and expansion, which is good news for our busi-
ness as the Pelikan brand is widely recognised in this region,” Mr Loo
explained.

“The performance of our company is currently influenced
by the economies in Europe and Latin America. Nevertheless, being
a global company we are on the move to expand our market in the
Asia region,” he added. The European economies grew on average
of 1.4% in 2005. For 2006, business investment is expected to pick up
in Europe whilst growth in housing investment and their consumption
effects are expected to be favourable.

On April 7 2006, the group entered into a business pur-
chase agreement for the acquisition of Pelikan Singapore-Malaysia
Pte Ltd Taiwan Branch. Itis also planning to venture into India later on.

Market Positioning
On Pelikan brand and its market positioning, the group will continue to

Mr Loo Hooi Keat, Executive Chairman



build consumer trust and recognition of the brand. “Our long term aim
is to make the brand the consumer’s top-of-the-mind and to foster
strong relationships with the Malaysian consumers.These two broad
strategies are expected to boost our sales significantly in 2007,” Mr
Loo stressed.

“Pelikan (as a brand) is synonymous with solid reputation
for quality and state-of-the-art design, and whose products are such
aesthetic pieces of work that they would leave one breathless,” he
said.

“We are selling on design, innovation and quality. Our tar-
getis a niche market of customers who want top-end products that fit
into their lifestyle, particularly our writing instruments. Because of its
premium pricing some of the products would not be sold at the usual
retail outlets but through reputable department stores. However most
of our products are affordable because they cater to the ordinary
people.”

The group is dedicating a special corner at its building,
Wisma Pelikan in Puchong, as a showroom for all its products. It also
has another showroom at Suria KLCC. “Dedicating a showroom for
the group’s products, which are categorised into five main products,
namely writing instruments, school, hobby, office suppy and hardcopy
is in line with the strategies set outin Pelikan’s branding exercise.We
are taking on a more proactive approach by creating a pool of poten-
tial customers from our database, instead of just relying on pushing
sales via dealers,” Mr Loo said.

On the home front, the brand is gradually gaining strength,
confidence and popularity amongst local consumers. The brand is
consistently carving a niche in the highly competitive stationery mar-
ket, thanks to the aggressive marketing efforts and branding exercise.

“The highly competitive retail sector, is one of the key factors
that makes us determine to maximise penetration and to promote Pelikan
products in the market,” said Mr Loo.

The group has, in the last few years, progressed to make
its presence felt in the highly competitive and brand fragmented retail
stationery market, as well as to improve its sales performance.

“We rely heavily on our mixed dealership network to pen-
etrate and tap a wider market by channelling them with more innova-
tive products range.In this way, Pelikan will, in the long run, become
not only more competitive but also a more complete provider of statio-
nery products.

“We are not only concentrating on the existing markets (be-
cause they still offer a lot of potentials), but are also eyeing new market
frontiers that we feel will boost our sales performance further. There is
alot of room to grow in the local market. In fact, we have, in this short
period of time established an extensive network in the local market.

“There are several factors that distinguish us from the com-
petition. Those who have and own the expertise, have a comparative
advantage over the rest,” he added.

On products diversification, Pelikan is ready to introduce
the most sought-after products in 2007. “We will continue with our
strategic direction focussing on high-end/premium products and even-
tually hope to secure a bigger slice of the market share in this lucrative
group.”

On overall brand performance, the expanded effort of
branding, advertising and promotion is expected to bring Pelikanto a
higher level of prominence.

“We want to achieve matchless customer satisfaction. We
are already extremely proud of our product leadership. Now we want
to complement that achievement with unsurpassed quality customer
service,” he said.

“Our range of pioneering and innovative products has helped

the group gain market leadership all over the world. We now want to
match this achievement with equally impressive customer service. My
vision is for Pelikan to be a company that offers complete customer
satisfaction and | am confident that we can realise this goal soon.”

Substantial Growth

Pelikan is confident of achieving a substantial growth in revenue for
2007 fiscal year. This is in view of the strong market in the global
market. Europe has always been a traditionally strong market for the
group’s products, recording an excellent growth for the past few years.

“The region has always been a lucrative market for us.We
will continue to expand the line-up and offer new models with better
product features, attractive design and a wider choice for consumers,”
Mr Loo said, adding that Pelikan puts forward different products suit-
able to different consumption styles of different markets and consum-
ers.

“We will continue to launch new and sophisticated products
in a bid to compete for sales volume in a tough market. Even though it
is tough creating value for the consumers but we will continue to
upgrade certain conventional products and launch new models.”

Moving Forward

With the conclusion of the corporate exercise in Malaysia, Pelikan
International being the new holding company of Pelikan Holding AG
has strategised various plans for market expansion. With the new
holding company with stronger financial backing, the group is on the
move for continuous market and product expansions. With these acute
strategies, the group is ready to chart its mark as a leader in the
development of instruments to acquire knowledge and express wis-
dom. These efforts lead to stronger sales growth and increased share-
holders’ value. With these right moves, the group expects better per-
formance in 2007 and the years to come.

The challenge now is to keep the Malaysian consumers
confident and supportive of the economy. With the continuous efforts
and policies of the government, it certainly looks like a positive year
ahead. In this regard, Pelikan will strive its best in producing the best
asitstrengthens its position to greater heights!

In another development, Malaysia must invest more in hu-
man capital to develop a stronger labour force capable of managing
change to remain globally competitive. Part of the process of develop-
ing a pool of knowledge workers in Malaysia is to create a platform for
people from various sectors to communicate, network and learn from
others, especially on business matters.

Malaysia still has the competitive edge with its skilled labour
and relatively lower cost. Political stability and good infrastructure are
added advantages.

“‘Amidst global challenges, we foresee that the Malaysian
economy will still perform well this year despite the increase in interest
rates and appreciation of the ringgit, but we are likely to see the
negative impact in the longer term. Being a public listed company in
Malaysia, we have to report our financial statements in ringgit, which is
merely a translation medium currently.

“More than 90% of our business is outside Malaysia, which
is conducted mainly in euro and US dollars. Therefore, the apprecia-
tion of the ringgit has minimal influence on us.

“Rising interest rates affects our company as we have some
borrowings from financial institutions, mainly in foreign currencies.
Foreign currency borrowing still carries lower interest as opposed to
local borrowings, The company is constantly exploring ways to pro-
vide for interest hedging. However, the impact is relatively small and
manageable at this juncture,” Mr Loo concluded.




<<
  /ASCII85EncodePages false
  /AllowTransparency false
  /AutoPositionEPSFiles true
  /AutoRotatePages /All
  /Binding /Left
  /CalGrayProfile (Dot Gain 20%)
  /CalRGBProfile (sRGB IEC61966-2.1)
  /CalCMYKProfile (U.S. Web Coated \050SWOP\051 v2)
  /sRGBProfile (sRGB IEC61966-2.1)
  /CannotEmbedFontPolicy /Warning
  /CompatibilityLevel 1.4
  /CompressObjects /Tags
  /CompressPages true
  /ConvertImagesToIndexed true
  /PassThroughJPEGImages true
  /CreateJDFFile false
  /CreateJobTicket false
  /DefaultRenderingIntent /Default
  /DetectBlends true
  /ColorConversionStrategy /LeaveColorUnchanged
  /DoThumbnails false
  /EmbedAllFonts true
  /EmbedJobOptions true
  /DSCReportingLevel 0
  /EmitDSCWarnings false
  /EndPage -1
  /ImageMemory 1048576
  /LockDistillerParams false
  /MaxSubsetPct 100
  /Optimize true
  /OPM 1
  /ParseDSCComments true
  /ParseDSCCommentsForDocInfo true
  /PreserveCopyPage true
  /PreserveEPSInfo true
  /PreserveHalftoneInfo false
  /PreserveOPIComments false
  /PreserveOverprintSettings true
  /StartPage 1
  /SubsetFonts true
  /TransferFunctionInfo /Apply
  /UCRandBGInfo /Preserve
  /UsePrologue false
  /ColorSettingsFile ()
  /AlwaysEmbed [ true
  ]
  /NeverEmbed [ true
  ]
  /AntiAliasColorImages false
  /DownsampleColorImages false
  /ColorImageDownsampleType /Bicubic
  /ColorImageResolution 300
  /ColorImageDepth -1
  /ColorImageDownsampleThreshold 1.50000
  /EncodeColorImages false
  /ColorImageFilter /DCTEncode
  /AutoFilterColorImages true
  /ColorImageAutoFilterStrategy /JPEG
  /ColorACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /ColorImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000ColorACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000ColorImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasGrayImages false
  /DownsampleGrayImages false
  /GrayImageDownsampleType /Bicubic
  /GrayImageResolution 300
  /GrayImageDepth -1
  /GrayImageDownsampleThreshold 1.50000
  /EncodeGrayImages false
  /GrayImageFilter /DCTEncode
  /AutoFilterGrayImages true
  /GrayImageAutoFilterStrategy /JPEG
  /GrayACSImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /GrayImageDict <<
    /QFactor 0.15
    /HSamples [1 1 1 1] /VSamples [1 1 1 1]
  >>
  /JPEG2000GrayACSImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /JPEG2000GrayImageDict <<
    /TileWidth 256
    /TileHeight 256
    /Quality 30
  >>
  /AntiAliasMonoImages false
  /DownsampleMonoImages false
  /MonoImageDownsampleType /Bicubic
  /MonoImageResolution 1200
  /MonoImageDepth -1
  /MonoImageDownsampleThreshold 1.50000
  /EncodeMonoImages false
  /MonoImageFilter /CCITTFaxEncode
  /MonoImageDict <<
    /K -1
  >>
  /AllowPSXObjects false
  /PDFX1aCheck false
  /PDFX3Check false
  /PDFXCompliantPDFOnly false
  /PDFXNoTrimBoxError true
  /PDFXTrimBoxToMediaBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXSetBleedBoxToMediaBox true
  /PDFXBleedBoxToTrimBoxOffset [
    0.00000
    0.00000
    0.00000
    0.00000
  ]
  /PDFXOutputIntentProfile ()
  /PDFXOutputCondition ()
  /PDFXRegistryName (http://www.color.org)
  /PDFXTrapped /Unknown

  /Description <<
    /FRA <>
    /JPN <FEFF3053306e8a2d5b9a306f30019ad889e350cf5ea6753b50cf3092542b308000200050004400460020658766f830924f5c62103059308b3068304d306b4f7f75283057307e30593002537052376642306e753b8cea3092670059279650306b4fdd306430533068304c3067304d307e305930023053306e8a2d5b9a30674f5c62103057305f00200050004400460020658766f8306f0020004100630072006f0062006100740020304a30883073002000520065006100640065007200200035002e003000204ee5964d30678868793a3067304d307e30593002>
    /DEU <>
    /PTB <>
    /DAN <>
    /NLD <>
    /ESP <>
    /SUO <>
    /ITA <>
    /NOR <>
    /SVE <>
    /ENU <>
  >>
>> setdistillerparams
<<
  /HWResolution [2400 2400]
  /PageSize [612.000 792.000]
>> setpagedevice


