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value of fasteners in China is over USD5.97 maintaining a basic profiting level, the quality of products
billion. If the global export in 2012 totaling and top-level service must be also under control.

USD28.8 billion is the benchmark, China represents
20% of it / JIAXING HIFINE IMP. & EXP. CO., LTD.- Good factory

S tatistics show that the current annual production 5 CHANGSHU 5.RICH HARDWARE CO., LTD.- In addition to

maintenance, manufacturing management, quality control,
In the vast business terrain, competition never and flexible payment methods.
shows mercy on anyone. What is the key point for an
industry to outstand? And, how can a fastener company SUZHOU HONGLY HARDWARE CO., LTD.-
drag the counterparts behind and take the lead? 5 ® introduction of one-stop service to save costs for
Tips to defeat competitors on the way may be customers and implement strict quality control
concerns on quality and service, which others cannot based on the knowledge of products.

provide or which is not as superior as one is. In addition,

the capability to supply fasteners quicker and with a RUNSUN INTERNATIONAL TRADING CO., LTD.- Choose
comprehensive range is also a tip for traders. TTLIN reliable suppliers and develop closely connected
.. . . . S u relationships, offer reasonable prices to customers, assure

I N e sspecialized i fasteners EuEEmAmRA=eY  the quality of products, and offer rigid packaging service.

from China will talk about how they became successful in
the industry.

Waves That Drive Chinese Fastener Traders Forward

by Serena Hsiao, Fastener World Inc.
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CHANGSHU 5.RICH HARDWARE CO., LTD.

Revitalizing from Fair

by Serena Hsiao, Fastener World Inc.

ith over 20 years of operation since its inception in 1994,
W CHANGSHU 5.RICH HARDWARE has transformed

itself from a simple trading company into one that
cooperates with more than 10 factories in China and Asia. Backed by a
strong business team, the company offers all-in-one service integrating
order acceptance, processing, production, inspection, and delivery. Up
to this date, the company has expanded its business to more markets
around the world, different from its initial focus on the European
market only.

Standing Firmly in the Market with the
“S3C" Concept

CHANGSHU 5.RICH HARDWARE specializes in high-strength
bolts, nylon lock nuts, threads, wing bolts, nuts, and screws. General
Manager Mr. Feng Jian Ming expressed, “The company went through
ups and downs. Although it gains little profit, it can make a firm stand
in the market.” It also adopts the S3C concept, namely Quality Control,
Cost Control, and Service Control, to provide the best products and
service to clients.

Faced with the competitive fastener market, Mr. Feng said, “A
positive and growing business means retaining stable growth even in an
extremely competitive environment.” He further mentioned that members
of the company must have a sense of calmness to help build up corporate
advantages. Besides retaining fundamental profits, one must keep product
quality and premium service in his mind to earn a share in an extreme
environment.

From Concentration on One Market to
Multiple Markets

Reviewing China’s fastener market in the last decade, Mr. Feng
indicated, “The boom of China’s fasteners in the last decade is already the
past, as the production cost continues to escalate.” The high cost lies in two
aspects. One is the material cost, namely, the cost of stainless steel, which
is somewhat higher than those in other nations. The other is the increasing
labor cost. China is losing its low-cost advantage once prevailing in the past.

Since 2009, the EU launched anti-dumping
measures against China. Mr. Feng said, “The measures
stroke enormous impacts on China’s fastener industry.”
Accordingly, since February 2009 CHANGSHU 5.RICH
HARDWARE turned its main target from the European
market to other ones. “Fortunately, our efforts in the
past were not a waste of time. We have headed from the
concentration on a single market towards a focus on
multiple markets.” he continued, “Currently the company’s
clients are from America, the Middle East, Africa, Japan,
and Korea.”

Mr. Feng concludes with his perspective of being a
successful trader,

othing more than

fair trade and a

comprehensive range
of service can firmly win the
hearts of clients. 99




FRATEAHAEAER/EL A 45

IS PR ER T e

Sp, AT T EOL T 19945 » PRIl TAFAHE » hiiscdl) eSS 55 - NS
: A HRATE P ERRE S M A SR ) > DS KRB ARG - T gl -
SeBE ARy s KA BIREE BB uh 55 o (Al ot S SR A B — R vl

/| EAS LTS 7 E T A

KAS3CHEZ EThiaR B —E itk

FTHheTELELTREESRESE 128 - RRIRIEE 5 REEE  B8PRIEZ - RAIRTRA%E
ART D THhe —REINXNNE - RAFER - At aEMTRMER o 4 RN 3 #HS3CHEE (REBIEE « AR
& RS o AR FRMRTFHT
FRAlARSS ©

X AT IA T F A DR
WA TEEBRMRRNER  siE
AR SR HERSMK - 4 Fii
2 EEERTZ LA SRR
B MANLAR > EE—FFELD
BT RIFEANFIER - EREERMN
BRI mmRM LRSS - IFVSE
RIZIKMZEZT > HBECHN—RZ
ih

Me—Em@ZTTHin

SIA+FARMERE M - DR
o THREXEAESE+ S FHE
ERHAE AT X  WEER AR
ey &y ARNERSE @ H
— AR - RIS A - LEE A
ERZERMEL  HZ A5 I A#
kS - SEANAAREROLEIEE

Le5h > B2 20096 FF 4a X3 4 K fi
o DEPHERERTRT "X KA
BITWHITE AR — MK 2FF
Ko s Btk - 200952 R Fin - B4
Tet NEZWMTE  BEEMT
%o THAMXILENEREAR K
MNBE—TgFFEBZITHS | 15
EPEEYR  USAMAEENER RN
M~ R~ IFMARBE ©

B - DRSS NRSEA
i
ERNFFEEIBIRSS
ZERERFMSHERTA -




JIAXING HIFINE IMP. & EXP. CO., LTD.

Low Price,

I I I g I l Q u a.l I ty by Serena Hsiao, Fastener World Inc.

s implied by the Chinese company
Aname, Jiaxing Hifine (meaning a vast

sea embracing hundreds of rivers)
always purchases from suppliers offering high
quality and fine products and keeps doing it for
a sustainable development of the company. Being a professional
fastener trader, Jiaxing Hifine’s major business is the supply
of fasteners, which are non-standard, with special surface
treatments, or made from special materials.

Transformed into a Supplier for Hi-End Markets

Yuei Fong Shen of Jiaxing Hifine states that since the inception of
the company in 1999, the preliminary goal was to seek a solid growth.
Any orders for standard parts would not be rejected. Then, day after day,
the company gradually created its own philosophy of business operation.
Nowadays, the company focuses mainly on hi-end markets in Europe and
the U.S. Products are sold to Japan, the U.S., and Europe, and have gained
reputation in the markets.

EMmEEHHAORIRLE

pris o e - WS BE

Facing the market full of fierce competition, the company not
only needs to face pressure from price cutting, but also needs to
consider the influence of materials, labor cost, and national policies.
“Under such pressure, what a trader should do immediately is to
maintain the operation of facilities, manage the manufacturing well,
and make the quality under control,” says Shen. He adds that Jiaxing
Hifine has the advantages of rigid quality control, superior service,
and flexible payment methods, all of which push the company to
climb to the top regardless of a difficult environment.

High Quality Products Are the Future

Speaking of the prospects of China’s fastener industry, Shen
highlights the importance of “Industrial Upgrade.” He thinks that high
quality products are the future, and at the same time, the company
must elevate the facilities to a higher level, in order to increase the
capacity. On the other hand, considering the imposition of the EU’s
antidumping duties on China starting from 2009, forcing Chinese
companies to slow the exports to the EU, Shen says that Jiaxing
Hifine, as a trader, consolidates its markets in Europe or the U.S. via
semi-export or setting up plants in the regions where no antidumping
duty is imposed.

Shen concludes with the strategic plans of the company, saying
that it has become active in visiting customers, understanding the
demand in the market, and cooperating with customers to develop
new markets, instead of sitting in the office waiting for customers’
calls. For years, Jiaxing Hifine has been continuing to integrate
resources of suppliers, control the quality and insist on providing the
best service and price to customers.
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SUZHOU HONGLY HARDWARE CO., LTD. 5
Targeting at Professional
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& DIY Markets for Future
Development

by Serena Hsiao, Fastener World Inc.

UZHOU HONGLY was founded in 1997 in Suzhou City of

China, offering a complete production line and specializing

in making screws, metal fasteners and plastic fasteners. It
provides DIY products and packaging with one-stop service to save
costs for clients. Meanwhile, it purchases other fasteners for clients
based on its profession and knowledge, just like clients’ gatekeeper.
The company says proudly, “Our products may not be the cheapest,
but they, without doubt, have the highest price/performance ratio.”

Transformation Towards Premium Products
and Clients

As SUZHOU HONGLY grows larger, it begins to adjust the product
and client structure. Currently its products are sold to Europe, Australia,
New Zealand, Japan, Russia, Canada, South Africa, and the Middle
East. Due to the ever-increasing competition on products and technology,
the disparity among companies is decreasing with the widespread of
advantageous technology. On account of this, SUZHOU HONGLY
thinks the key is to change the focus on products to a soft power, namely,
the corporate culture, which means to put the brand image on top
priority. Therefore, the company is devoted to building and investing in
its brand image, and applies for related trademarks and patents.

Besides, as Southeast Asian companies join in the competition with
their low labor costs, China’s cost advantage is shrinking continuously.
As we turn our eyes to the global market, we find that Europe and the US
recently have been releasing high value added orders to other countries to
save costs and cope with the domestic economic depression. SUZHOU
HONGLY states, “Companies should seize this opportunity to finalize
and adjust the orders structure. In our case, we decided to let go of orders
with the least added value in order to release more capacity and produce
more products with high quality and high added value.”

When it comes to EU’s anti-dumping and anti-
subsidy policies, the company indicates that it will
turn its marketing focus to recovering markets and
declining markets. In recovering nations like the
US and Japan, whether the economy turns well
will be first reflected on the building segment with
increasing new housing starts. In economically
declining nations such as those triggering the “lipstick
effect”, consumers will not make large investments
but purchase low priced DIY products. Thus,
professional and DIY markets will be the focus for
the company’s future development.

Simultaneous Progression in
R&D and Service

For the premium service, SUZHOU HONGLY
complies with clients demand and establishes proper
inventory, continuously upgrading the equipment
to enter emerging markets. For instance, it applies
for ICC-ES (International Code Council Evaluation
Service) accreditation for fasteners, and enlarges
investment in the North American market where
the efficacy can go further into the South American
market. In addition, the company keeps track on the
global trends and retains ISO9001 and ISO14001
accreditations.

SUZHOU HONGLY continues the focus on
R&D to offer clients better products. Over the last
few years, it has succeeded in supplying eco-friendly
trivalent chromium plated screws as well as all
sorts of products with durable and highly efficient
plating such as Class 4 hot-dip zinc, mechanical
zinc, Ruspert, and Magni. Looking at the future,
SUZHOU HONGLY, amidst the traditional fastener
industry, hopes to be a new power in Asia with its
own brand and develops more patented products
applicable to new building materials and new
technology.
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RUNSUN INTERNATIONAL TRADING CO., LTD.
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2] Service Should be Both
Professional and Satisfying

by Tanya Shih, Fastener World Inc.

Trading Co., Ltd. is a overleaping growth result of 5-fold sales within 8 years,” said
professional fastener General Manager He Chi.
trading company. It started
business with the export Difficult Investment Conditions Can
of iron nails, wood screws, be Good for Self—Training
and mesh, and the annual Fastener industry is a
export value reached USD

2-3 million. Up to this date, its SH% e A b

manufacturing, and it is considered
product rage has expanded RN AR a “shining star.” With the influx
g hu_ndreds il t_ypes o A TERATIUAL TAADRRS GO 70 of “millions” of competitors,
fastening products like bolts,

i \
; ; the pressure from increasing labor cost and appreciating
He Chi, GM of Runsun (middle)
4R PH A 218 {ATEE () nuts, washers, thread.ed rods, RMB, and the concern on environmental protection, all
drywall screws, chipboard

. X . i X electroplating factories located in northern China have been
screws, self-drilling screws, various rigging, steel wire, and any furniture

) o shut down, which stopped the delivery of their products.
hardware, with the annual export value up to USD 15 million. ‘When the factories are reorganized in the future, the cost

will reflect on the prices of products.

Ru nsun International close relationships with them. That is why we achieved the

Satisfying Service Results in Runsun’s
Overleaplng GrOWth He Chi thinks that reasonable competition can be
helpful for elevating product quality and is undoubtedly
beneficial to a trader. However, environmental protection
is the way for sustainability of an industry. Although it
may cause unfavorable investment conditions in a short
term, it is also a good chance to examine the company and
For years, Runsun has always been following its corporate spirit of accumulate experience.
“Excellence, Development, Cooperation, and Proactive-ness” to look for
overseas markets. Its products are sold to over 30 countries and regions
including America, Europe, Africa, and Asia. “Professional service is not
enough. What Runsun is seeking is satisfying service. We try our best to
offer customers reasonable prices, ensure product quality, and provide
solid packages. Accordingly, we cautiously select our suppliers and build

As a professional trader, Runsun not only has the independent
import/export license, diverse product items, stable product supply, but
also owns excellent managerial team, outstanding experience in trading,
and familiarity with all products to win the trust of customers.

With a complete range of supply sources, Runsun
will be able to satisfy the small package demand of small-
to-medium sized customers and the bulk orders. It not only
shows the advantage of prices, but also offers the most
superior service to customers. In addition to the export to
the current 30 countries, it aims to develop the emerging
markets for Runsun to be “larger, stronger, and better.”
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