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— Interview with Mr. Frank Zhao, the General Manager of ITW Polymers and Fluids East Asia
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Mr. Frank Zhao, the General Manager of ITW Polymers and Fluids East Asia
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ith all-round
WOpening-up,
the Chinese

market integrates with
the world rapidly,
enabling powerful
foreign companies to get
a historic opportunity to
enter into this country.
ITW, one of American
Fortune 200 firms,
was sensitive to such
business opportunity
and entered the Chinese
market in 2006. With
advanced operation
philosophy and sound
service structure, ITW
delivers quality products
to clients and stands
out as an excellent one among multinationals in the fierce
Chinese market. Moreover, it makes great contributions to the
Chinese economy. To learn more about ITW, Multinationals in
China interviews with Mr. Frank Zhao, the general manager of
ITW Polymers and Fluids East Asia. Zhao, rich in management
skills and experiences, shares ITW's global development and
achievements in China in the interview.

As an industrial giant with a history of over 100 years,
ITW equips seven business divisions: Automotive OEM, Food
Equipment, Test & Measurement and Electronics, Polymer &
Fluids, Welding, Construction Products, and Specialty products.
Presently, ITW employs over 50,000 staffs in 57 countries
and regions. Its Polymer & Fluids Business Division, one of
its seven major business divisions, is specialized in research,
development, production and sales of industrial chemicals
including structural adhesive, sealant, special lubricating
oil and cleaning ag d dedicated to providing quality
product and services in traffic, electronic, ship-

, wind energy and fluid markets.
clients and suppliers, this division

has developed to an
excellent entity featured
in competitive products,
optimal solutions and
harmonious working
environment.

Talents are precious
treasure for an enterprise
while staffs are foundation
for a company. ITW lays
stress on the employment
and cultivation of local
talents, provides staffs
with a development space
to develop themselves
freely and a stage to bring
their potentials into full
play, and establishes
partnerships with staffs,
helping them grow with
the company. Zhao desires more quality personnel to join the
company while the company develops and executes a variety
of training plans so as to create more development space for
staffs. Treating staffs in a fair and honest way makes ITW's
staff turnover rate lower than the average industry level. "11
years ago, I joined the company and the company was just
an office with 2 staffs. 10 years later, the company's business
volume has increased more than 100 times. In China and the
South East Asia, our businesses are growing the fastest. In the
first few years, Chinese business volume increases in a doubled
and redoubled way, and makes the contribution to 80% the
achievements in the Asia-Pacific market. In 2009, the company
initiated product research and development in China; and
in 2016, the Chinese team developed about 10% products
we supply. The company gives staffs more development
opportunity and space and helps them realize their dreams,"
Zhao says.

ITW is famous for its management in a decentralized
mode and operation following the 80/20 Principle. The 80/20
Principle is a famous management rule based on the "vital
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minority and trivial majority" concept; following this principle,
priority rankings of events are ordered by their significance
levels. The 80/20 Principle, as a basic rule in the commercial
field, refers to that 80% profit of an enterprise
comes from 20% projects, and 80% returns
result from 20% of input and effort. To
select suitable type of customer service is an
important part of an enterprise's strategy. I[ITW
holds the essence of the 80/20 Principle and
finds the knack "wining more with a little". It
concentrates on 20% key minority and acts
as an outstanding practitioner of the 80/20
Principle. "ITW is an efficiency-orientated
enterprise. According to its operation
philosophy, ITW pursues being stronger
beyond being larger. Its global business volume
reached 18 billion USD in 2013, but the group
integrated 800 companies into 80, cutting off
non-core businesses and reserving the business
in an amount of only 14 billion USD. However,
the group's following profits are far higher than
that generated from the former business of 18
billion USD. The group's operation efficiency
rises substantially. In China, our company has
only about 100 staffs, but each creates very high value. We
are also following the core concept, the 80/20 Principle. In
2013, our company adjusted the business, and carried out the
thorough renovation in the light of the 80/20 Principle, looked
on clients, markets and products with a new viewing angle, and
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put the main resources and efforts to 20% clients and products.
In 2013, we sold over 1000 products types and owned more
than 600 clients, and now have less than 500 products types
and about 200 clients, but
our sale volume increases by
50% ~ 60%. With less product
types and clients, we will
timely deliver best service,
latest product, and perfect
technical support to clients.
How is it accomplished? By
data analysis and market
research, we find out our
priorities to be stressed
on specific market, client
and product. For instance,
electronic and auto markets
have great growth potential
so we focus on these markets
and put the resources for
research, development,
production, client service
and marketing into these
markets. In the process of the
actions above, we maximize the potentials of the markets we
focus and try best to keep the business growth rate 20%-30%,"
Zhao says.

Now China has been the most attractive investment
destination in the world and a dynamic engine to drive the
global economy. "We formulate the five-year plan this year. We
expect to make the annual growth rate of overall achievements
8.5%-10% and that of the achievements in keys fields like
electronic, auto and new energy 15%-20% in next 5 years.
Now we promote 8 key series of products, aiming at satisfying
the demands of these markets. The company increases the
spending on research and development now, and keeps on
this action in future. We set the objective of the achievement
contributed by new products 20%. Additionally, we continually
improve product quality and reduce delivery time. Now we can
send the products to client within 3 days, and in next year do
best to reduce such time to one day so as to further improve
our competing power. The company will make joint efforts in
all links like marketing, product technology and production to
achieve this objective," Zhao says confidently, when talking of
future development.



