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Dear Members, dear BLCC Community,

With the end of 2020 nearing, I am pleased to present you with 
the fourth Edition of our BLCC Digital Magazine. Launching the 
Magazine has long been on my list of initiatives; what a joy it was to 
publish the first one in February. As with any new project, we learn 
& improve with every new Edition and I hope that you appreciate 
the increase of quality. Your feedback is always welcome & so are 
your contributions of content. Definitely feel free to reach out to me 
if you would like to write for our Magazine.

In my foreword published in Edition 2 earlier this year I wrote about 
the light at the end of the tunnel. Unbridled optimism there regarding 
it being in sight…since then Hong Kong and our members have 
endured a 3rd wave while now all hands are on deck to avert the 
worse during the 4th. This year surely did not pull any punches. 
But with the vaccines approved & already being administered in 
several countries, it looks like there is more of the tunnel behind us 
than in front. Let’s all hold on for a bit longer and equally important 
let’s all do what we can to ensure the vaccines reach all corners of 
& all people on our planet.

Throughout 2020 your BLCC closely followed the developments and 
adjusted to the health situation as agile as possible while sharing what we found with our business 
community through our various channels. I trust you all found it useful. When the situation allowed, we 
jumped on the opportunity to welcome you at some face-to-face events, nearing the feeling of what we 
so much took for granted before the pandemic. I am certainly thankful for those moments and I look 
forward to having more of those next year. I would be amiss to not mention our membership renewals; 
thank you to all who have already renewed their BLCC membership. If you haven’t yet, please consider 
it, thank you.

With all this said, it is time for an enjoyable read: please join me in this fourth Edition for interviews with 
our members Marie-Louise Jungels and Serge Nelles; find out why seafarers should be recognized 
as essential workers; learn more about IPR protection in part 2 of the China IPR desk article and much 
more.

Last but not least, I would like to express a warm thanks to the wonderful trainees that have invaluably 
helped me & the BLCC in 2020: Guillaume, Sholpan, Linde, Melanie, Tanisha, Alfred & Adrian, all the 
best and thank you.

Happy holidays!
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Foreword

Robin Heemskerk,General 
Manager of the BLCC
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Getting to know our members: Marie-
Louise Jungels

Marie-Louise, could you give a short introduction 
about yourself? 

Sure, I’m from Luxembourg and I arrived in Hong 
Kong in 1993. I have been in fixed income asset 
management ever since and worked for ABN AMRO 
Bank, Rabobank and Merrill Lynch in Hong Kong. 
In 2012, I decided to set up my own company, 
Continuum.

What brought you to Hong Kong? 

When I finished my Economics Master’s Degree in 
Strasbourg, I had to choose if I wanted to go back 
to Luxembourg or not. I was meant to start in a very 
desirable position back home, but I felt that I wasn’t 
quite ready to go onto that rail, so I considered 
doing a PhD. I got offered the opportunity to study at 
Hong Kong University. I thought that would be more 
exciting, so I decided to make the move. I don’t 
know whether I should say sadly or not, but in the 
end I didn’t pursue the degree. I thought it would be 
more useful to throw myself into the working world 
and start gaining experience. So that’s what initially 
brought me to Hong Kong and I’ve just carried on 
ever since.

Is there anything specific that attracts you to 
Hong Kong? 

There are many things that attract me to Hong Kong. 
Firstly, the favourable and positive economic climate 
and the proximity to mainland China. I find the speed 
and efficiency of mainland China’s development 
over the past 25 years phenomenal and almost mind 
boggling. Secondly, I think the business world in 
Hong Kong is very dynamic. Apart from that, I enjoy 
the diversity of the population here, and also, I enjoy 
working with Hong Kong-born and bred people. In 
my experience, most Hong Kong people are very 
dedicated, friendly and open-minded. Beyond that, 
I like the geographic location, topography and 
climate of Hong Kong. I love that we are close to 
the sea and have so much greenery, which allows 
us to spend a lot of time outdoors. Over the years, a 

few opportunities came up where I was occasionally 
tempted to leave, yet I never found a good reason 
to move away. Finally, another aspect that I find is 
often overlooked, is that I have two children and as a 
working mother, Hong Kong is very efficient because 
of the availability of help from domestic workers.

What attracted you to the finance sector & fixed 
income asset management? 

I studied economics and sort of stumbled into 
finance. When I came out of university, I didn’t really 
know what I wanted to do. As a student, I had many 
internships in auditing, and somehow - maybe by 
lack of other experience - that appealed to me, 
because it was very systematic and procedural. With 
regard to fixed income, I also sort of stumbled into it. 
The reason was that I like a mathematical approach 
within finance and fixed income is quite rigid. When I 
arrived in Hong Kong, I also couldn’t quite compete 
with my local colleagues, because they all spoke 
Cantonese and were used to the more speculatory 
environment of the time. So I found a niche in which 

Our Belgium-Luxembourg community in Hong Kong consists of many professionals with long-lasting 
careers and a remarkable entrepreneurial mindset. One of our very own BLCC Directors, Marie-
Louise Jungels, is a perfect example. She decided to start her own finance company after working 
for the banks for almost 20 years. Her story inspired us and we had a talk with her about her career 
in finance, her decision to set up her own business, her life in Hong Kong & her future plans.
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I felt I could learn and possibly perform better than 
others. Over time, I started to enjoy it and thrive in it. 
What skills are most important for a position in your 
field?  

Well, I think in most cases an interest in the overall 
financial field would definitely help. If anybody 
chose to do something similar to what I do, a good 
foundation in mathematics and economics, and if 
at all possible, an understanding of accounting and 
audit would be assets. 

Can you tell us a little bit about your career in 
Hong Kong? 

Between 1995 and 2012, 
I worked at ABN AMRO, 
Rabobank and Merrill 
Lynch in Hong Kong. I was 
always in fixed income asset 
management and I’m still 
doing the same thing at the 
moment. In 2012, I took an 
enormous leap of courage 
and faith to start my own 
business. There are many 
hurdles you have to jump 
through, and you don’t know that when you start. 
I only knew that I am quite good at managing fixed 
income, so I thought, if you just keep doing the right 
thing, it has to work. For me, especially because I 
was raising two children on my own, failure was not 
an option, which is a very good motivator. 

What made you decide to start your own 
business? 

I have strong beliefs on how portfolios should be 
ethically managed. Also, from 2008 to 2012, Merrill 
Lynch went through several 
transitions, which would 
have required me to almost 
reinvent myself and my 
position. Those two factors 
coming together, brought me 
to the conclusion that I should 
start my own company, 
Continuum. I chose this name 
for three reasons: because I 
want to continue adding value 
to my clients’ portfolios; because in fixed income 
portfolios you continuously earn compounded 
accrued interest; and because in mathematics 
you have another kind of infinitive continuum which 
builds up similarly to the compounded interest you 
earn from fixed income. 

How would you summarize what Continuum 
Capital does? What makes it different from banks 
or other portfolio management companies?

Continuum manages fixed income, globally and 
across all sectors. Most of the portfolios are bespoke 
and dedicated managed portfolios. In a managed 
portfolio, you technically have more freedom in the 
sense that you can adopt the clients’ wishes. For me, 
this is the most attractive aspect about managing 
portfolios for my own company and I think that’s 
why we outperform in many ways. In addition, we 
don’t have many layers of management or rigidity to 
deal with, which allows us to spend a lot of time on 
the portfolios, makes us more hands-on and client-

focused. 

What have been your experiences 
with setting up a company here? 
What were the biggest obstacles 
& what is the best part about 
having an own business?  

Setting up a company in Hong 
Kong is relatively straightforward 
and the tax environment is quite 
favourable. One of the hurdles 

could be cost, as Hong Kong is expensive, 
particularly the real estate. Other hurdles are more 
specific to the finance sector, as there are many 
regulations you need to follow. The third challenge 
of being an entrepreneur is that, ultimately, you’re 
responsible for everything and everybody comes to 
you for a solution. You have to make sure problems 
are taken care of in the most efficient and long-term 
manner. For me, being in charge of everything, 
including the people that work for the company, was 
an eye opener in many aspects. The positive side 
of having your own business is that I think it’s really 

exciting. All of the challenges you 
have to face make you feel alive. At 
the end of the day, I’m responsible 
for the balance sheet, the revenue 
and everything else. And, I think 
it’s exciting and fun when it works. 
You can never relax and reflect on 
your success, which is the most 
humbling experience in itself. 
  
Going forward, how do you see 

the future of Continuum Capital? What goals 
would you like to achieve? 

We want to grow more, while at the same time strictly 
adhering to our core beliefs of adding value to our 
clients’ portfolios. We are currently in the process of 
establishing an office in Europe, and in Hong Kong, 
we are hiring more key persons. Another project I’m 

“For me, being in charge 
of everything, including the 
people that work for the 
company, was an eye opener 
in many aspects

“I took an enormous leap 
of courage and faith to start 
my own business. There are 
many hurdles you have to 
jump through, and you don’t 
know that when you start.
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working on is setting up a second company, which 
is geared more towards institutional clients. 

We were very excited to read you are writing a 
book about finance. Can you tell us a bit more? 

Right, I’ve been writing that book for a very long 
time. The goal of the book is to democratise finance, 
because many people feel intimidated by the field. 
In my opinion, this is largely due to lack of accessible 
information for the currently finance illiterates. Of 
course, nowadays you can find everything online, 
but whether it’s then still so approachable and 
digestible is another story. I would like to simplify 
finance to its core and take the mystery out of it. I get 
asked so many basic questions, even sometimes 
by people who are in finance. At school, we learn 
about many valuable subjects, but there is no real 
foundation in finance. Some people may think 
finance is for more nerdy people, but I actually 
believe it can be very creative, for example in what 
I do, which is building portfolios. I’d hoped the book 
would have been available two years ago, but sadly, 
I got distracted by other things. I’ve been actively 
searching for a good illustrator, but I haven’t really 
found anybody who completely grasps the concept 
of what I’m trying to do. Maybe Christmas will be a 
good time for me to continue working on it. 

What achievement are you most proud of?  

Honestly, I don’t really know. I would say, to some 
extent, my children, but that’s still a work in progress. 
Maybe the combination of setting up a company, 
while at the same time trying to be a mother, I 
think that’s possibly an achievement. Although I 
never have enough time to sit back and reflect on 
it, sometimes I’m astonished that I managed to do 
that. I think that for women, there is still a long way 
to go. That’s one reason why I have maintained and 
enjoyed Hong Kong, because as a woman, and 
particularly as a single mother, it’s much easier to 
achieve things here, although it still requires a lot of 
drive. 

What is on your personal bucket list for the 
future?

My personal plans are very much tied to what the 
company does. Luckily, I really like my clients and 
enjoy interacting with them. I think your question may 
also imply whether I want to stay in Hong Kong or 
not. The answer is: yes, definitely. I have my family, 
friends, clients and business here, so I’m very much 
anchored in Hong Kong. I would like to travel a bit 
more, for business and also to see my family and 
friends in Europe, but my heart and future are still in 
Hong Kong. 
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Seafarers are key workers – and must 
be recognised as such
Healthcare professionals may be working on the front lines, but seafarers are the lifeline of the global 
economy and communities the world over, responsible for transporting the bulk of all raw materials, 
fuel, food and manufactured goods, including life-saving pharmaceuticals, writes Anglo-Eastern’s 
Melissa Otto.

Y et despite the pivotal role they play in keeping 
our global supply chains moving, both in 
good times and especially bad, seafarers 

remain the unsung heroes in this pandemic – unfairly 
marginalised and largely invisible, in part due to the 
remote and little understood nature of their jobs. But 
out of sight cannot be used to justify out of mind 
anymore, nor can Covid-19 be used as grounds to 
refuse or curtail crew changes. 
People and governments need 
to recognise seafarers for the 
key workers they are, grant them 
that status, and allow safely 
managed crew changes.
 
The ongoing Covid-19 
pandemic gripping the world 
is unprecedented in its scale, impact and fallout, 
and it is only natural for governments to want to 
close or tighten their borders, enforce mandatory 
quarantines, and other containment efforts. 
However, it is simply not feasible to restrict the flow 
of all people. Certain exceptions need to be made, 
and indeed such exemptions are granted to special 
categories of individuals and professions, including 
diplomats and air crew – but seldom sea crew.
 
Both air crew and sea crew command and operate 
large, complex crafts to transport passengers and/
or cargo over distances near and far. What may 
come as a surprise to many outside the industry is 
that shipping is by far the cleaner and most carbon-
efficient option on a CO2 per tonne-kilometre 
basis (10g or less for cargo vessels versus 435g 
for a Boeing 747); it is the sheer size of ships and 
the shipping industry as a whole that makes it a 
significant polluter. But just as shipping is maligned 
by a misperception, so too are seafarers.
 
Despite marine officers sharing near identical 
uniforms as air crew, the standard image of a 
seafarer is one dressed in a dirtied boiler suit and 
hard hat toiling away on deck or in a hot, sweaty 
engine room, performing manual labour, and 
typically of developing country origin. Suffice it to 
say, the profession is afflicted by a bit of a PR issue.

 

There is also the remoteness and unknown quality 
of who seafarers are and what they do. Most people 
have first-hand experience of travelling on planes, 
but not on cargo ships. And when we purchase a 
new pair of running shoes made in China, Vietnam or 

Indonesia, etc., our experience 
stops at the store, unlike a 
holiday where the flight is quite 
literally a part of the package for 
many. Ships are occasionally 
seen out on the horizon – or 
maybe not at all, if you live in a 
landlocked country.
 

Out of sight, out of mind.
 
It is a sad state of affairs when one of the most 
fundamental professions to the global economy, 
world trade and society as a whole can be overlooked 
by so many, so let it be said once again, as it can 
never be stated enough: Seafarers are responsible 
for transporting more than 80% of global trade by 
volume. Let that register for a minute.
 
Around 60% of crude oil and petroleum products 
are transported by sea, not to mention the bulk of 
all raw materials, be it iron, steel and mineral ores, 
or salt, sugar and cereal grains. Speaking of food 
products, shipping accounts for around 60% of 
global food miles (measured in tonne-kilometres). 
Also transported by sea is the vast majority of 
manufactured goods, such as clothing, electronics, 
cars, you name it. Not a single day goes by that we 
do not use, wear or consume something brought to 
us by sea, courtesy of seafarers.
 
Shipping has been steadily claiming more of the 
global pharmaceuticals market in recent decades 
not only because of cost, but because shipping 
offers a much more stable temperature profile, 
thus making it a better option for safeguarding the 
integrity and efficacy of medicines and vaccines 
and minimising wastage.

“Suffice it to say, the 
profession is afflicted by a 
bit of a PR issue
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Seafarers are clearly key workers, hands down, even 
in the best of times. But ever since Covid-19 began 
crossing borders the world over, governments 
began shutting down these very borders, and the 
impact on seafarers has been particularly hard 
hitting. From denied shore leave to prohibited or 
impossibly restrictive crew changes, and even 
uncertain access to critical medical assistance 
(despite this being mandated by international 
maritime law), vast numbers of seafarers have found 
themselves confined to their vessels and stranded 
at sea, isolated. The impact on the profession and 
industry has been nothing short of dire.
 
Of the more than 1.5 million seafarers working on 
board cargo ships on any given day, an estimated 
400,000 are overdue, working beyond their original 
contracts without shore leave and no idea as to 
when or where they might disembark to return home. 
According to the International Labour Organization 
(ILO), hundreds of thousands have been required 
to work more than the 11-month cap enshrined in its 
2006 Maritime Labour Convention (MLC), with some 
crew still shipbound at 15+ months.
 
Conversely, just as many seafarers are stuck at 
home, prevented from joining ships to relieve their 
colleagues and earn a living to support their families.
 
Seafarers typically sign contracts for 4-6 months, 
sometimes longer, followed by a period of leave. 
This may not sound so long to some, but there are 
several key factors to bear in mind. Firstly, seafarers 
work 10-12 hour shifts, seven days a week, without 
the usual leave or holidays of an office worker, often 
performing routine/repetitive tasks that nevertheless 
require a high level of skill and constant professional 
attention. Secondly, seafarers are confined to their 
vessels and the same few colleagues for most of 
their contracts, with limited access to the internet 
and outside world generally. Thirdly, seafaring is an 
occupation that carries risk.
 
Crew changes are thus essential to prevent fatigue 
and to ensure the well-being of seafarers as well 
as the safe operations of the ships in their care. 
Seafarers have homes, families and friends, lives 
they wish to get back to on land. As the International 
Maritime Organization (IMO) states, crew changes 
cannot be postponed indefinitely – certainly not if 
countries want to continue receiving essential goods, 
other cargoes, and exporting in kind. It cannot be all 
take and no give.
 
To join a ship, crew typically need to be flown to 
the designated embarkation port, just as they need 
to be flown back home upon being relieved by 
their replacement after completing their contracts, 

as ‘home’ is often in another country. The severe 
reduction in commercial flights, however, already 
made that a challenging task: international seat 
capacity was cut by a staggering 92% in Q2 
2020 compared to baseline expectations, with 
a ~60% reduction forecast for the whole year 
overall, according to the International Civil Aviation 
Organization (ICAO).

By far the most difficult crew change hurdle to 
overcome, however, has been the introduction 
of national travel bans and restrictions, internal 
lockdowns preventing movement, mandatory 
quarantines, and other requirements (e.g., visas, 
travel permits, Covid-19 testing), which are 
constantly changing and inconsistently applied both 
across and within countries, turning what used to be 
a routine matter into the formidable – or impossible, 
as the case may be. 
 
At Anglo-Eastern, we have made crew changes a 
top priority, as we strongly believe in honouring our 
contracts with crew and doing the right thing by our 
family of dedicated seafarers, whether they be those 
in need of relief and repatriation or those looking to 
recontract in order to earn again. Whatever windows 
of opportunity we have been able to seize, we have 
taken, and whatever else we have been able to do, 
we have done – at significant cost and effort – to the 
point where all of our overdue seafarers have now 
been relieved, but for a few.
 
For the seafaring community as a whole, however, 
the crew change crisis still largely remains with 
marginal progress, despite industry lobbying, 
calls for action, and IMO/UN involvement, and the 
situation is unsustainable. 
 
“We are on the verge of a humanitarian crisis and 
a real safety issue – we cannot expect seafarers 
currently on ships to stay at sea forever. Many 
have already been on tours of duty significantly 
longer than the 11 months agreed by the ILO as the 
maximum length of seafarers’ contracts,” warned 
the IMO. “It is the responsibility of governments to 
ensure seafarers and ships can continue moving, to 
enable the world to overcome and recover from the 
pandemic and keep the global economy afloat.”
 
Indeed, governments must recognise seafarers as 
key workers and allow crew changes. They cannot 
keep passing the buck on this critical economic and 
humanitarian issue, hoping that the next country will 
handle it, or the next. Rather, they need to step up 
to the occasion and do the right thing by supporting 
seafarers and safe crew changes in their own 
backyards, and they need to do it now. The world 
depends on it.
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www.angloeastern.com

#SeafarersAreKeyWorkers responsible for transporting more 
than 80% of global trade by volume, including the bulk of 
all raw materials, fuels, foods and manufactured goods, as 
well as life-saving pharmaceuticals, medical equipment and 
supplies.  Thank you!  #SupportCrewChanges

Seafarers are 
key workers



Trends Disrupting Market Research
Alexandra Rolina is one of our newest BLCC members and works with Euromonitor. We asked her 
tell us a bit more about challenges she and her colleagues are facing. 

Market researchers understand that the pace of global change today is unprecedented. Technological
developments, shifting economic power, population change, environmental pressures and evolving
consumer values underpin disruptions in nearly every industry worldwide. Market research is no
exception.

The market research industry is at an exciting moment of evolution with disruption occurring in both
research execution and delivery. Euromonitor International identified the four biggest global trends 
impacting the role of the market researcher of tomorrow:
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Automation and DIY Tools: A New Need for 
Unprecedented Speed

The world is more competitive than ever and clients 
increasingly look to market research partners to 
make quick, informed decisions to stay ahead 
of the competition. An always-connected culture 
and 24/7 news updates have shortened timeframe 
expectations. Clients increasingly want data as 
close to real-time as possible. 

More market research and insights departments 
are reporting directly into strategy and the c-suite, 
enabling faster decision-making at the highest levels 
of the company. Simultaneously, market research 
and insight tools are also moving to frontline 
employees. Companies are decentralizing the 
decision-making process and empowering mid-level 
employees to innovate faster, clearing bottlenecks 
and streamlining reporting and approval structures.

Investment in technology such as automation and 
client-facing do-it-yourself (DIY) tools is a critical 
component to delivering on-demand insights and 
solutions. The rapid investment in automated 
technology and sustained proliferation of DIY tools 
will continue to create some of the largest changes 
for the market research industry for years to come. 

Big Data and Predictive Analytics: Making 
Humans More Important than Ever

Technology advances enable market researchers 
to collect and store vast amounts of consumer and 
market data faster than ever. Big data is typically 
analyzed computationally using machine learning, 
revealing patterns, trends and associations in 
human behaviour and business operations. The 
power of big data and machine learning is the ability 
to conduct predictive analytics and develop models 
that learn from the data, identify patterns and make 
decisions with minimal human intervention.

Technology enables the market research industry to 
collect vast amounts of data in real time and predict 
where and how consumers and markets will evolve 
next. This creates major changes for the industry in 
the years to come as big data becomes the new 
reality. 

Big data and predictive analytics will shift the market 
research process significantly over the next ten years, 
acting as a filter to collect and highlight changes 
in real time with less resources spent capturing the 
“what” and more time spent determining “why” and 
“how to use this information.” Technology will enable 
market researchers to collect, store and analyze 



amounts of data never before imagined and in real 
time. Traditional market research tools such as 
surveys, focus groups and industry data will remain 
a critical ingredient for explaining the why behind 
the numbers. Growth in big data and predictive 
analytics will result in a strong complement to their 
use, streamlining when and where they are needed.

Transparency and Trust: Baring it All

Our growing ability to collect masses of virtual data 
and easily scrape, analyze and share information 
creates immediate demand for tighter standards 
and transparency. On the back of big data, equally 
big concerns around what is collected and how it is 
used are rampant. Further, the era of “fake news” 
is proliferating alongside a steep rise in market 
research tools and alternatives. 

Market researchers must proactively meet both 
growing concerns on privacy and skepticism in data 
sources on two fronts: first, by providing clients with 
radical transparency at every stage of the research 
process and second, by fostering close partnerships 
based on trust.

There are three ways market researchers can 
integrate transparency and trust into their research: 
1) build transparency in data collection and 
methodology; 2) develop client trust in analysis and 
insights; and 3) stay ahead of what’s next. 

Partnership 3.0: Upping the Market Research 
Game

The preceding trends shed light on how market 
research is set to get more technical and complex. 
This new environment creates a need for market 
researchers to redefine how they partner in the 
future. 

Market researchers have always been the trusted 
providers of critical business information. This 
started with being asked to gather specific data 
points, designing a method to do so and returning 
with the results. In order to be more effective, solve 
the right problems and push the industry to operate 
as partners, not suppliers, market researchers 
have slowly progressed their level of engagement 
with key decision makers and end users of insight. 
As a result, market researchers have shifted to 
“partnership 2.0” and are better communicators 
throughout the entire research process. 

In the necessary evolution to “partnership 3.0,” 
market research must provide more guidance than 
ever. This will be one of the largest fundamental shifts 
from today and, as aforementioned, requires staying 
the expert while guiding and educating clients on 
which tools to use as options proliferate. This means 
getting involved even earlier and helping clients 
strategize their investment, but the job will not stop 
there. Market research partners of tomorrow must 
get more hands-on as they help clients maintain 
focus and work toward actions, not just insights.

How does Market Research help? 

Entering a new market is an exciting time for any 
company. However, brands are often left struggling 
to truly understand the local consumer and 
successfully market their product. Market research 
can help make sense of new and existing markets, 
so you can ensure your message is reaching the 
right people in the right way. As an integrated part 
of your process, market research provides you with 
an objective understanding of the market to inform 
decision making, through knowing more about your 
consumers, where to meet your consumers, and the 
competitive landscape of in the market. 
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About Euromonitor International 

Euromonitor International is a global market research company providing strategic intelligence on 
industries, companies, economies and consumers around the world. Comprehensive international 
coverage and insights across consumer goods, business-to-business and service industries make 
our research an essential resource and a trusted partner for businesses of all sizes. 
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For this edition of our Digital Magazine we interviewed Serge Nelles, one of our members who has 
been a fixed value in the Hong Kong business community since 1981. He’s a serial entrepreneur 
mainly active in the leather industry, but also partnered in multiple other companies. We were curious 
to get to know more about him & his passion for creating new businesses.

Serge, could you give a short introduction about 
yourself? 

Of course, I’ll start at the very beginning. My mother 
comes from a traditional blue blood family. She lived 
in a castle near Rouen. My father originates from 
Southern Germany, but he and his family moved to 
Belgium for business. My parents met at my father’s 
factory, which was a tannery. They then got married 
and started to run the company. When I was just 
about 16 years old, our tannery caught fire. After this 
incident we moved to India, set up a tannery there, 
and from then onwards I quit school and started to 
work together with my father. Ever since, I’ve been 
active in the leather industry, which is what I’m still 
doing today. 

After starting your career in India, what was it 
that brought you to Hong Kong? What attracted 
you? 

To be honest, I initially landed in Hong Kong purely 
because of a business opportunity. After working 
in my father’s leather company in India for a while, 
he started to travel more frequently and was really 
focusing on selling our products internationally. As 
a result, I became in charge of the daily operations 
of our factory, which also included meeting clients 
regularly. One day, I met a client from Hong Kong, a 
major company in the business of producing leather 
gloves. That’s how my Hong Kong story began. The 
first time I came here, I also met the woman who 
later became my wife, which was another important 
factor for why I wanted to stay. 

As you’ve been active in the fabrics & textiles 
industry for most of your life, we’re wondering 
why this industry appeals to you? 

Well, as a B2B company we supply raw materials, 
namely leather, to other factories who then produce 
the actual end-user products. We encounter many 
problems on a daily basis. This forces me to change 
and adapt the production process of our leather 
repeatedly in such ways that my clients can create 
the best products possible. As a result, over the years 

I learned a lot about the technicalities of producing 
leather goods, such as shoes, handbags, gloves 
etc. I always have to work closely together with 
my clients, which causes me to have very strong 
relationships with them. We know we can always 
rely on each other. For me, this is what makes this 
industry extremely exciting. 

During our preparation, we found you’ve launched 
and partnered in many different companies. That 
makes you quite a serial entrepreneur, what 
made you want to become an entrepreneur? 

Being interested in creating new businesses has 
always been influenced by the people surrounding 
me, and this already started when I was really young. 
As my father was an entrepreneur, he had a lot of 
friends that were entrepreneurs. Then my friends 
also became entrepreneurs. All my life I met people 
that have a nose for coming up with and creating 
new ideas. For me it just felt natural to also choose 
that path.    
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What personality traits have helped you most in 
being an entrepreneur? Do you believe a formula 
exists to become a successful entrepreneur? 

I believe a successful entrepreneur is someone with 
a dream, but also with a good sense for analyzing 
numbers. Really understanding the numbers is very 
important in order to succeed. It’s the most essential 
aspect to keep your company going. Without doing 
this right from the beginning, your business can’t be 
successful. Of course, being 
passionate about your idea and 
the company is the first step, 
but I believe the financials are 
crucial in being able to sustain. 
In addition, perseverance is 
key. Don’t make the mistake of 
only looking at small wins and 
then go all out. Instead focus on 
keeping your business afloat, 
also after several defeats, until 
your ultimate goal is achieved. 

Among all the countries in which you did business, 
did you notice any remarkable differences in the 
way of operating compared to HK? 

This is an interesting question. I indeed experienced 
many differences when doing business in several 
locations, such as Europe, India, China, the 
Philippines and Hong Kong. They were always 
mainly related to the local culture. Let me share 
a bit about a very remarkable experience I had in 
the Philippines. The company 
producing gloves I work for 
here in Hong Kong, has a very 
large factory in the Philippines 
as well. As I regularly need 
to visit that factory, I got to 
know the country and its 
culture quite well. When doing 
business, the local culture is 
something you can’t fight. You 
have to embrace it, otherwise 
it’s very hard to communicate 
with the local staff. During my time in the Philippines, 
I learned that locals are hardly willing to stand up 
for their mistakes and accept the fact that they did 
something wrong. As a result, going straight to the 
essence of a problem, instead of pointing to the 
people, is an important approach. People in the 
Philippines don’t like to be confronted directly with 
a mistake they have made, however describing 
what the consequences are of that mistake and 
why it causes a problem, always provoked better 
reactions.

When starting a new business, what is the biggest 
challenge you have to overcome?

I’m not sure if this is an example of a challenge 
that has to be overcome, but I would like to share 
what I learned is the most important in managing a 
business, namely: “you are only as good as the people 
around you”. In my opinion, this consists of three 
aspects with regard to handling your employees: 
choose them well, train them well and make them 

grow well. Especially the last 
two elements are important. If 
you don’t keep learning and 
improving, your competitors will 
take away your success and you 
will be left behind. You can only 
learn so much by yourself, so it is 
important to have a team around 
you that also learns, and learns 
fór you. 

Looking to the future, what are your plans? What 
goals would you like to achieve?
In these difficult times I would like to contribute 
to rebuilding our European economy. I’m looking 
into starting a new company to promote European 
products in China. My plan is to start in France and 
from there, see where it gets me. Currently, I only 
have a broad idea in my head and it’s not yet very 
detailed, but I’m really looking forward to starting to 
develop it more concretely.

To end, we’re curious if you know any hidden 
gems in Hong Kong you would 
like to share with our readers? 

Overall, Hong Kong really is a 
magical place. Anything you’d like 
is available here. However, one 
of my favorite spots is the area 
around Yuen Long in the New 
Territories, where you still have 
many traditional villages. What’s 
also high on my to-do list is visiting 
some of the tiny outlying islands 

around Hong Kong. The ones to which there are 
very few ferries going, some on a daily or even a 
weekly basis. I would love to get a chance to meet 
the local people living there and get to know their 
unique culture. 

“I believe a successful 
entrepreneur is someone 
with a dream, but also with 
a good sense for analyzing 
numbers

“what I learned is the 
most important in managing 
a business: “you are only as 
good as the people around 
you”
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‘Yes’ doesn’t mean ‘Yes’ By Janet Field

Janet is a friend of the BLCC & freelance writer. Formerly the MD with the Asia Pacific Loan Market 
Association, she & her family are now back in the UK after 2 decades in our Fragrant Harbour. This 
is Janet’s 2nd essay following her debut in Edition 2 of our Digital Magazine.

Shortly after moving to Hong Kong, my leather 
work bag fell apart thanks to the humidity and 
ensuing mould, so I set about replacing it. 

But in shop after shop I found myself being closely 
tailed by shop assistants. Not feeling comfortable 
shopping under this level of surveillance I gave up 
and returned home empty handed. At first, I was 
concerned that the shop assistants suspected me 
of shop lifting and was relieved to learn that they 
simply wanted to be on hand to assist should I wish 
to buy. But I still wasn’t comfortable being tailed 
round every shop, so my husband and I came up 
with a plan. Our strategy was simple - he would 
accompany me to each shop and, once inside, he 
would act as a decoy. By pretending to be the one 
interested in buying, he would engage every shop 
assistant by picking up bag after bag and asking a 
stream of questions about available colours, prices 
etc, leaving me free to browse in peace.   It worked 
perfectly.   I quickly found what I was looking for, 
and we were able to head off for a well-earned lunch 
sooner than expected.

It was an early introduction to the many cultural 
misunderstandings that I would find myself facing as a 
new expat. Cultural differences, and communication 
in particular, are some of the most complex issues to 
master for expats, even those who have been living 
overseas for a long time. 

Take the simple word ‘yes’ 
for example. I learnt the hard 
way that it doesn’t necessarily 
mean ‘yes’. In fact, in Hong 
Kong it’s probably safer to 
assume that it doesn’t. It may 
mean ‘I’ve heard what you are 
saying’, or ‘let’s keep talking 
until I like what you are saying’ 
or it may simply mean ‘I have no idea what you are 
saying so please go away’. Only the context will 
guide you.

It doesn’t help that saying ‘no’ can cause loss of 
face, so saying nothing is often preferred. Face, 
which is integral to so many Asian cultures, is one 
of the trickiest concepts to navigate. ‘Giving face’ 
is a way of conferring respect towards others, 
particularly someone more senior or a valued client. 

Likewise, causing a person to 
lose face, even by accident, can 
result in damaged relationships. 
Occasionally there are clues, 
such as a nervous giggle, which 
indicates that the person you 
are conversing with is becoming 
uncomfortable. 

It took me a while to realise that 
the reason I was met with a wall 

of silence every time I asked my team for their input 
was not because they didn’t have any suggestions 
or were too shy to voice them. It was simply that 
it was customary to defer to the boss. The solution 
was ultimately to find a way to re-phrase how I asked 
and the floodgates opened. 

Even something common to every culture, like food, 
can pose a cultural minefield. In my early days in 
Hong Kong, a colleague took me out to lunch at a 

“Even something 
common to every culture, 
like food, can pose a cultural 
minefield.
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a tiny restaurant in Sheung Wan. We huddled 
around a table, which we shared with another group, 
perched on small plastic stools. The menu was in 
Chinese with no English translation, so my colleague 
took charge of the ordering. Dish after unfamiliar 
dish arrived in a constant stream. I politely tried 
everything, even though some dishes, like pork ribs 
in a slippery sauce, proved tricky to eat with chop 
sticks. The final course was dessert – an unusual 
delicacy of double boiled frogs’ ovaries. It wasn’t a 
dessert I had tried before, and my colleague helpfully 
explained that it was popular with women as it was 
said to be good for promoting young looking skin. On 
the walk back to the office, my colleague admitted 
that he had purposely ordered exotic dishes that he 
knew would be unfamiliar to me, just for the fun of 
seeing my reaction. 

So I also learnt at that lunch that humiliating gweilos 
is something of a local pastime. And nowhere is 
this more evident than at the annual office Chinese 
New Year party where the 
evening’s entertainment 
largely revolves around a 
series of ridiculous games 
aimed at making the office 
gweilos lose face. As there 
were so few gweilos in my 
office, that usually meant me. 
It’s all good-natured fun and 
it’s best to just go with it. The 
games are usually innocuous and over with pretty 
quickly and then you can just get on with enjoying 
the free bar. One year I did unwittingly manage to 
regain some dignity by having the good fortune to 
win one of the top Lucky Draw prizes, which drew 
admiration from colleagues impressed by my luck. 
This also had the added bonus of exempting me 
from the annual round of ‘lucky draw prize trading’, 
which could give any trading floor a run for its money. 
Much cash changed hands in the intense trading 
that ensued in an attempt to level up the value of the 
prizes being swapped.

The other highlight of the evening was the eight 
course Chinese New Year banquet – eight being 

auspicious as the Cantonese for eight (baht) sounds 
phonetically like the Chinese for ‘making a fortune’. 
Never seven (chat) which sounds like the Chinese 
for ‘dead’, hence seven course banquets are 
usually reserved for funerals. Likewise, the dim sum 
dishes are served in threes, never fours, as four (sei) 
sounds like the Chinese for ‘death’.

Lucky and unlucky numbers pervade all aspects 
of Hong Kong life. Enter any office or apartment 
building and the elevator buttons will tell you all 
you need to know. There is usually no number four, 
though other numbers are often missing too. For 
Cantonese speakers 14 and 24 are considered even 
more unlucky than four as 14 (sahp sei) sounds like 
‘will certainly die’ and 24 (yih sei) sounds like ‘easy to 
die’. Whilst the number 13 is not considered unlucky 
in Chinese, it is often omitted as 13 is unlucky in 
many western cultures, a throwback to Hong Kong’s 
colonial past. So buildings that are listed as having 
50 floors may in reality have considerably fewer, 

especially if floors 40 to 49 are also 
missing. 
Mobile phone numbers, the number 
of the floor you live on, the date 
you get married, the date you give 
birth etc all need to be carefully 
considered to maximise good 
fortune. Even flight numbers - flight 
KL888 (triple luck) to Amsterdam is 
considered particularly auspicious.

Hong Kong’s modern, fast paced veneer masks a 
complex society with deeply engrained customs 
and traditions. On the face of it, it is an easy place 
to live, but scrape beneath the surface, and there 
is a whole host of age-old customs and behaviours 
that date back centuries. It’s impossible to learn 
them all. However well prepared you are, cultural 
misunderstandings lie in wait. 

There is nothing for it but to learn by experience 
and along the way discover the unique benefits 
that different cultures have to offer. Go with the flow 
and add a dose of humility and you’ll find it a rich 
experience like no other.

“Lucky and unlucky 
numbers pervade all aspects 
of Hong Kong life
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BUD FTA Programme: How the Hkgov 
supports companies towards their 
expansion in South East Asia
Our Corporate Member Fidinam shared this interesting article on the Dedicated Fund on Branding, 
Upgrading and Domestic Sales (BUD Fund) that the HKgov launched in 2012. Want to get more 
insights on the updates that took place over the past year? Read more below!

Set up in June 2012 by the Hong Kong 
Government, the “Dedicated Fund on 
Branding, Upgrading and Domestic Sales” 

(“BUD Fund”) originally aimed at supporting Hong 
Kong enterprises in exploring and developing the 
Mainland market through (i) brand development, 
(ii) upgrade and restructure of operation and (iii) 
promotion of domestic sales.

Recent updates – Year 2020

In order to further support local enterprises during 
their expansion plan towards new markets, the 
Trade and Industry Department (TID) decided to 
extend the geographical scope of the BUD Fund to 
include all economies with which Hong Kong has 
signed Free Trade Agreements (FTAs).

Covering Markets

In January 2020, these enhancement measures 
have been implemented; hence the new BUD “FTA 
Programme” is now available for HK companies 
looking to undertake development projects in 
countries that signed a Free Trade Agreement with 
Hong Kong, including:

• ASEAN Markets: Singapore, Thailand, Indonesia, 
Brunei, Malaysia, Cambodia, Laos, Vietnam, the 
Philippines and Myanmar.

• FTA Markets: the four member states of the 
European Free Trade Association (i.e. Iceland, 
Liechtenstein, Norway and Switzerland), 
Australia, New Zealand, Chile, Macao and 
Georgi
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Available Funding

Since April 2020, Hong Kong enterprises can make 
use of a total funding up to HKD 4 Mio to undertake 
projects in the Mainland or other economies which 
have signed FTAs with Hong Kong.
Funding would be provided on a matching basis, 
meaning the Hong Kong Government will cover a 
maximum of 50% of the total approved project cost.

Eligibility and Objective

Irrespective of whether the applicants belong to 
the manufacturing or service sector and whether 
they already have any business operations in the 
FTA markets, all non-listed enterprises registered 
in Hong Kong under the Business Registration 
Ordinance with substantive business operations 
in Hong Kong are eligible to apply. The program’s 
objective is to provide funding support to Hong 
Kong enterprises to undertake projects to develop 
brands, upgrade and restructure their business 
operations and promote sales in the FTA markets, 
in order to enhance their competitiveness and 
facilitate their business development in these areas. 
Expenses that can be covered by the Hong Kong 
Government’s BUD fund are:

• Operating costs for setting up a new business 
entity in FTA markets (including business 
registration, rental/renovation expenses, utility 
expenses and the expenses for engaging 
professional services for setting up the new 
business entity);

• Cost for travelling and accommodation between 
Hong Kong and the FTA economies;

• Cost for branding, advertisement, marketing 
and enhancing company website;

• Costs related to trademark/ patent registration in 
Hong Kong or the FTA economies;

• Direct cost for producing or procuring sample/
prototype;

• Cost for procuring/leasing additional 
machinery/ equipment;

• Cost for establishing online sales channels, 
organizing/ participating in other promotional 
events/activities in FTA economies or Hong 
Kong.

Interested in obtaining financing for your business 
through the BUD fund but not sure where to start? 
Speak with one of our Fidinam consultants in Hong 
Kong to learn more about it!

The information contained in this note is for general 
information purpose only and is not intended to 
be relied as a substitute for tax, corporate and 
accounting professional consultation. Please refer 
to Fidinam staff for specific advice.
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Keeping a Trade Secret - Part 2 
Below you can find the second part of the article on Keeping a Trade Secret we received from our 
colleagues at the European Commission in Belgium. This is the concluding piece of a two-part 
article; you will find part 1 in Edition 3 of our BLCC Digital Magazine.

Nearly all businesses in all industries and sectors 
possess trade secrets. Trade secrets are a 
valuable and highly useful form of intellectual 

property right (IPR). As the name suggests however, 
trade secrets are a non-registrable form of intellectual 
property; they only enjoy legal protection as long as 
they are not disclosed publicly. It is therefore crucial 
to prevent your trade secrets from being divulged in 
the first place. Once out, there is usually very little 
you can do about it. 

Don’t Forget Your Employees

Most theft of trade secrets cases involve current 
or former employees, disgruntled or otherwise. A 
typical theft of trade secrets case generally involves 
an employee leaving the company for a competitor 
and the company discovering shortly after that its 
competitor is selling a product that looks suspiciously 
familiar.

The best way to avoid such a situation is to have 
an employment agreement with non-disclosure 
provisions. In addition, you should periodically 
remind your employees about their confidentiality 
obligations. For employees who are leaving the 
company, be sure to hold exit-interviews, have them 
return documents, materials, computers, and files. 
For new employees, you should ask them whether 
they have a non-disclosure agreement with their 
former employer and to take appropriate steps to 
make sure you do not misappropriate their former 
employer’s trade secrets. For an important or senior-
level employee who is intimately knowledgeable 
about your business, you may want to consider also 
having a non-compete agreement of a reasonable 
duration that complies with China’s Labour Contract 
Law.

Trade secrets may also be inadvertently disclosed 
by employees. For example, an overzealous 
engineer may give away too much technical 
information when giving a conference presentation. 
Also, in particular for China, your employees may 
not have the same understanding of IP rights and 
proprietary information or expectations about 
protecting such information as you do. For example, 
your employees may not immediately understand 
that a project proposal or marketing proposal may 
contain valuable sensitive information.

Dealing with Third Parties

Another common way trade secrets are disclosed 
is during business dealings or negotiations with 
potential partners, suppliers, contractors, licensees, 
customers, etc. Generally, you should insist that both 
parties sign a mutual non-disclosure agreement 
before any discussions begin or documents are 
transferred. After the negotiations have reached 
a certain stage, both parties should enter into a 
Memorandum of Understanding (MOU) outlining the 
structure of the deal, what information will be shared, 
and the respective non-disclosure obligations 
of both parties. Finally, once an agreement has 
been reached, the final agreement should identify 
who owns what information, what information was 
exchanged, and the respective non-disclosure 
obligations of both parties. Explaining that it is 
your policy to have a non-disclosure agreement 
in place before negotiations begin is a good way 
to demonstrate your professionalism and respect 
for your counterpart’s IPR. Having the agreement 
already drafted also helps to minimise the issue so 
that you can move forward with your negotiations.

Many foreign small and medium-sized enterprises 
(SMEs) operating in China find it difficult to insist on 
a pre-negotiation non-disclosure agreement when 
dealing with Chinese parties who often claim that 
such requests are “hostile” or “unnecessary”. The 
prospect of losing a potential business opportunity 
often leads many SMEs to move forward with 
negotiations without an agreement. However, this 
may prove costly when the other party starts using 
the information to compete against you. Therefore it 
is important to know before you enter negotiations 
when to walk away. The party that refuses a 
reasonable request for a mutual non-disclosure 
agreement is also the party that is most likely to 
misappropriate your trade secrets. Finally, being 
business savvy is also important. For example, if 
the Chinese party requests to see your designs, you 
can request that they view them at your business 
premises or send only rough sketches.

What to Do When Your Secret is Out

The key to protecting your trade secrets is prevention, 
but if you find that your trade secrets may have 
been stolen, the first step is to conduct an internal 
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investigation and to preserve as much evidence as 
possible, including documents and emails. It may 
be necessary to engage the services of an external 
investigator to gather all the information, after which 
you and your lawyer can decide the best course of 
action.

Litigation is the primary means to pursue a remedy 
for the misappropriation of trade secrets in China.  
If you are successful, the court can require the 
infringer to pay you damages and order them to stop 
using the trade secret. In order to be successful in 
a theft of trade secrets case, you need to prove with 
sufficient evidence that:

You have and own the trade secret in question, 
including that it is tangible, has commercial value, 
and you have taken measures to protect it.
The defendant possesses information that is identical 
or substantially identical to your trade secret.
The defendant used improper means to obtain it.

The court will place a heavy burden on you to prove 
these three elements with direct evidence, which in 
a Chinese litigation scenario is almost exclusively 
in the form of documents as a court will usually not 
permit witnesses to testify. Although you can request 
the court to go to the defendant’s business premises 
to obtain evidence, there is no guarantee that the 
court will find the evidence you need. Because of 
these reasons, it is very important to have a sufficient 
record and proper documentation already in your 
possession.

In addition to litigation through the court system, 
unlike in many other countries, China provides for 
administrative enforcement in trade secret cases. 
Through the local Administration for Industry and 
Commerce (AIC) it is possible to stop the sale of 
products manufactured using your trade secret 

and to obtain administrative penalties against the 
infringer ranging from RMB 10,000 to RMB 100,000. 
However, in practice, it can be difficult to get the 
AIC to accept your case, particularly if complex 
technology is involved.

Theft of trade secrets is also a crime in China where 
the loss to the injured party is more than RMB 
500,000. If the Public Security Bureau conducts a 
criminal investigation, infringers may be fined and/
or imprisoned for up to three years, or in very serious 
cases, such as those involving a loss of more than 
RMB 2.5 million, for up to seven years.

Take-away Messages 

• As with most IP, the best way to protect trade 
secrets is a prevention strategy that ensures 
your employees have a clear understanding of 
what constitutes a trade secret and know their 
role in protecting it. Your business should also 
take extra steps to create clear contractual 
clauses to prevent leakage via employees and 
business partners. 

• Whilst a prevention strategy is the best way 
to protect your trade secrets, if you find your 
trade secrets have been stolen then the first 
step is to conduct an internal investigation while 
preserving as much information as possible. It 
also may be necessary to consider hiring an 
external investigator.

• It is important to remember that in China, 
litigation is the main way to pursue a remedy 
for the misappropriation of your trade secrets. 
However, you must ensure that enough evidence 
has been collected for your case or else it can 
be very difficult for you to prove trade secret 
infringement. 

The China IPR SME Helpdesk supports small and medium sized enterprises (SMEs) from European Union 
(EU) member states to protect and enforce their Intellectual Property Rights (IPR) in or relating to China, 
Hong Kong, Macao and Taiwan, through the provision of free information and services. The Helpdesk pro-
vides jargon-free, first-line, confidential advice on intellectual property and related issues, along with training 
events, materials and online resources. Individual SMEs and SME intermediaries can submit their IPR que-
ries via email (question@china-iprhelpdesk.eu) and gain access to a panel of experts, in order to receive free 
and confidential first-line advice within 3 working days.

The China IPR SME Helpdesk is an initiative by the European Union 

To learn more about the China IPR SME Helpdesk and any aspect of intellectual property rights in China, 
please visit our online portal at http://www.ipr-hub.eu/.

mailto:question%40china-iprhelpdesk.eu?subject=
http://www.ipr-hub.eu/
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Join our WhatsApp Broadcast

Stay up to date with the latest news about the BLCC. 

Follow the BLCC on social media:

Click the logo Click the logo

Sign up for the BLCC newsletter

If you enjoyed reading this digital magazine, sign up for our newsletter now. Receive information 
about developments in Belgium, Luxembourg & Hong Kong. Learn about our latest activities, news 
from our members & other chambers and updates on the BLCC. 

Scan QR Code Scan QR Code

Scan QR Code

Don’t hesitate, subscribe today through your Glue 
Up account or click here.

https://chat.whatsapp.com/DUQlkZtwl5mDcqKIkJwph8
https://chat.whatsapp.com/DUQlkZtwl5mDcqKIkJwph8
https://chat.whatsapp.com/DUQlkZtwl5mDcqKIkJwph8
https://www.facebook.com/Belgium-Luxembourg-Chamber-of-Commerce-in-Hong-Kong-BLCC-HK-1519586241656501/
https://www.linkedin.com/company/the-belgium-luxembourg-chamber-of-commerce-in-hong-kong
https://app.glueup.com/org/blcchk/subscriptions/subscribeid/2596/?subscribe=2596


Advertising in the BLCC Digital Magazine

In February 2020, the BLCC launched its Digital Magazine. Due to its online character, the magazine 
is widely shared in our business communities and beyond. The magazine contains informative 
stories on Hong Kong, interviews with company leaders & entrepreneurs, stories on exchanges 
between Belgium/Luxembourg and Hong Kong, events etc. The magazine covers a wide range of 
topics aiming to be a valuable source of information for the readers. 

Magazine Advertising fees

Would you like to see your business in our magazine? Contact us for more information

Join the BLCC membership

Interested in becoming a member of our Chamber? Click here for more information on our different 
membership types and benefits. 

• Corporate Member HK$ 10.000

• Individual Member HK$ 2.000

• Young Professional HK$ 500
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This magazine is a perfect opportunity to reach out to the wider public. View previous editions 
here.

https://www.blcchk.org/membership/
https://www.blcchk.org/digital-magazine/


As an independent & member-driven association, the Belgium-Luxembourg Chamber of Commerce 
in Hong Kong provides a platform for individuals & companies to connect, grow their business and 
succeed in achieving their professional goals. We aim to accomplish this by organizing events, 
promoting products, services and new business ideas and keeping the members abreast of 
updates from within the community. The BLCC follows its three core values: collaboration, ethics 
and independence. We operate on a proactive approach and cooperate side by side our members 
and other Chambers, through which we provide added value. In all of our actions, we are guided 
by the wishes of our members, the environment and sustainability.
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