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Dedication
Makes

--An Exclusive Interview
with Mr. Holger Roessner,
Managing Director of
AdvanlDe

m Report : Alice Yan

mart cards and RFID tags are unique products in very special applications. The requirement for certified

security like in the application of banking cards and credentials in electronic governance applications
as well as the fact, that there is usually only one piece of silicon used in every piece of product makes the
Smart Card and RFID segment a very special market place. Special enough for the AdvaniDe which stands
for Advanced ID Electronics to focus on this sesgment and acting as the first and only truly global distributor
for silicon in ID and chip card applications.

Mr. Holger Roessner, worldwide Managing Director of AdvaniDe, is going to give our readers insights in
AdvaniDe’s business, its plans going forward and its relationships within the Chinese market place.

www.scfc.org.cn
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Mr. Roessner, thank you for
Jjoining us to this interview, today!
How is AdvanlDe affected by
challenges during this time of
economic turmoil and how does

AdvanlDe react to them?

Mr. Holger:
We are indeed challenged by

quite a number of changes in
this industry. There is never any
standstill and especially if there is a
decline or stagnation in the market,
those who want to stay on top need
to move faster than the competition
and combine innovative business
models and ideas to stay ahead
of the pack. AdvanlDe has key
competitive advantages that help us
perform better than average during
those difficult times:

* Global Reach: AdvanlDe has
a sales network that truly spans
the globe. With people in major
geographical regions, we do cover
the market like no other ID and Chip
Card semiconductor sales channel.
The benefit for us is that we have
an excellent overview of industry
trends and can proactively react
before others. Also our partnerships
with customers and suppliers are of
a global dimension — adding more
weight and opportunities into a co-

operation with us.

°Independence: Working with
multiple partners allows us to put the
customer first. We provide support
over a broad product- and partner-
portfolio and can deliver the silicon

K RFEHEILIE Card Leadership Forum

solution that best suits the needs
of the customer. We value those
partners, whose business model
and product portfolio suits us and
the business of our customers.
As a result, we are able to work
closer with our customers and try to
manage suppliers without creating
conflict and too much overlapping
interests.

e Competence: Being focused
on the chip card and ID segment of
the semiconductor market, which
by the way only attributes of about
2% of the global semiconductor
market, AdvanlDe is a niche player,
in a segment which is only worth
occupying, when it is being done
on a global level. Apart from that,
our competences in the market
go beyond product know-how, it
comprises of the understanding
of the value chain, manufacturing
process and relationships with
partners and projects.

What’s your vision in the
development of Smart Card and
RFID industry in China?

Mr. Holger:

Some people say that the term
“IC Card”, which a Smart Card
is sometimes referred to, is an
acronym for “India/China Card”.
Those are clearly the future markets
within the Smart Card industry
that we pay a high degree of
our attention to. In fact, amongst
all of our subsidiary offices, the

www.scfc.org.cn

headcount in those two countries
is the largest. For example, in
China, we see two interesting
developments at this moment.
Firstly, there is a strong domestic
demand for high-end Smart Cards
and RFID solutions that address
the various mandates and goals
set by the authorities and the local
industry. Green car labels, citizen
ID projects as well as applications
to manage the food supply chain
are some of the examples. Also
the requirements for multifunctional
citizen cards, which go beyond
automated fare collection systems,
are coming up. Besides this strong
domestic demand, we also see that
China — and this is quite similar
to what was experienced in other
product segments like mobile
communication and electronics
manufacturing, is not only a large
user of its own products, but also a
competent exporter of high quality

products “Made in China”.

China is at par with European
countries as far as manufacturing
depth is concerned. From IC
and OS design over the tag
development and manufacturing of
transponders and cards to system-
integration, Chinese companies
are strong players. Since a couple
of years ago, Chinese companies
appear regularly in the top ten list
of the world’s largest Smart Card
manufacturers and are moving up
fast amongst the ranks of large

scale RFID tag producers.
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Being the leading independent
Distributor of Semiconductors for
the Smart Card and RFID Industry,
please share with us your global
marketing strategy and your

services.

Mr. Holger:

Most important column of our global
marketing strategy is the very fact,
that it is a global one. We derive a lot
of competitive advantages from being
active around the world and to have a
good view of the Chip Card and RFID
activities in almost all geographical
markets. This provides us with the
information that we need to derive a

large portion of our strategy.

Apart from that, it helps us also to
increase the size of our network and
the volume of business generated
through it. This results in cost
advantages and leverage effects
amongst our partners. We are
seen not only as a trusted and
competent supplier of silicon,
but also as someone, who could
help our customer to expand their
marketing reach and to introduce
leads and project opportunities to
them. This is our most valuable asset
and we are going to build on it further
to increase the leverage from it.

s g—* ﬁ%%—- _'::

Providing semiconductors to
manufacturers of cards and RFID
tags in China, what special services
have you introduced to support

your clients and partners here?

2009409 3 11
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Mr. Holger:

AdvanlDe considers its customers
in China not only as buyers, but
also as enablers - domestically
and overseas. Locally, we provide
technical support and end-user
and project leads to our local
partners and manage a network
amongst themselves where they
buy semiconductors from us
and exchange semi-finished and
finished products. To help them
expand outside China, we do
also invite them to participate in
overseas projects. There are certain

www.scfc.org.cn

countries in the Asia/Pacific Region,
for instance, where the investments
into the domestic manufacturing
capabilities have been slow due to
a smaller market size and where
we are regularly being required
to introduce outsourcing and
manufacturing partners.

We are frequently confronted with
customers that operate in South
East Asia or India, for instance,
who come to us for support to
recommend experienced suppliers

of inlays, cards or module packaging

services and they request us to build

|
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relationships with those Chinese

experts to facilitate trade amongst
each other. This is fostering closer
relationships in both markets and
creates strong connections, which
allow us to prosper together with our

partners.

We also see growing activities
in North America, where quite a
large number RFID requirements
and projects are being created.

K RFEHEILIE Card Leadership Forum

While the tags are being
designed in the US -
which are — by the way
- often very unique
designs, with a high
level of customizations,
the actual manufacturing
service of those products
is being outsourced
to Chinese partners,
as they have the
necessary expertise
to produce those parts
at prices matching the
required target cost level
exceeding necessary
quality standards.

Not only do our
customers approach us
for assistance to help
them find sources and to
make introductions, but
also our semiconductor suppliers to
rely on us, occasionally, to work with
manufacturing partners from China.
Take the IC package for example.
We do manage partners who assist
us to package semiconductors into
modules or special custom casings
in case additional volume capacities
or special skills and package form
factors are required.

www.scfc.org.cn

As an experienced &
successful Smart Card and RFID
entrepreneur, what’s your key of
your success?

Mr. Holger:

Well, let’ start by defining success.
To me success means that | am still
here after | started this business 12
years ago. Why? Because | enjoy
what | am doing and having it
done for so long and secondly, that
those who own the company today,
believe, that | am suited for the job.
While our shareholders measure
success by the financial results that
we generate and rightfully so, for
me, success additionally means to
be recognized by our customers and
principals as a valuable addition to
their business and to be chosen as
their prime partner; managing an
important part of their supply chain.

For the reasons of this success: |
think the most important factors
are the capability to be a good
communicator — on the passive side
to look and listen and on the active
communication side to act and be
understood. | try to look at what the
market does and where it is going, to
listen to our partners and customers
to understand what they need from
us and where they want to bring their
business to. Finally, there is the action
required to help them achieve those
goals and to communicate to and align
with our internal teams at AdvanlIDe to
make sure the strategy is implemented
across the whole company.
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How do you understand
“Security”? It has become the
focus of our industry. What’s your

unique security concept?

Mr. Holger:

Thank you for this question, which
is quite an interesting one. Some
might say, that a company, who
merely provides semiconductors
that are made by others, has hardly
any influence on the security of the
final system and this question is an
opportunity to tell them that this is
probably a wrong assumption. In
fact, AdvanIDe having access to a
variety of security relevant processes
and documents is tightly controlling
its internal processes to ensure that
there is no threat created by any
weaknesses at our end. Secured
warehouses, the requirement of
legal agreements with our partners
to disclose sensitive information
and also the pre-personalization of
products and documents are some of
the measures that we take to ensure
to keep security tight from end to
end. Beyond that, we also assist our
clients with advice and services so
they can design their system and
products in a way to further ensure
security. After all, the value that
the products represent, which we
sell, depends mainly on security
and our main goal is to preserve it
for commercial success and also
to ensure the interest of the end-
user for which a security breach
can mean catastrophic events for

them to take place.

2009409 3 11
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Sometimes security breaches can
also be considered a wake-up call
to our customers to start upgrading
their systems and to invest in later
technology at an early stage. We
are working pro-actively with our
semiconductor partners to address
possible future concerns as and
when they arise, even long before
they become known, externally. By
doing so, we ensure that there is
sufficient time to implement counter
measures, before any real harm can
be done. We also provide upgraded
products on time, with which our
customer can easily migrate to more

secured platforms if the need arises.

okt

What is your vision for
AdvanliDe in 2009? Share with us
what you hope to achieve in the
China market.

Mr. Holger:

The team of AdvanlIDe is focusing
on strengthening our relationships
with our customers and partners and
to find ways on how to maximize
the results with them. This means
also that we will concentrate on
companies that appreciate the
value that we can create for them
and the benefits of working with
AdvanlDe as a channel. In China,
our main objective is to participate
as a strong player in the re-shaping
of the industry where contactless
technology combined with higher
security microcontroller chips are
going to be widely adopted. This

www.scfc.org.cn

is changing the supply chain and
AdvanlDe is currently preparing
for this migration. As far as RFID
is concerned, we do believe that
it is very important to understand
the applications better that our
customers are addressing and to
be aware of what kind of inventory
of skills and capabilities those
partners have. Having achieved
that, we strive to create a pool
of references with partners that
can be easily referred to end-
users and OEMs, who sometimes
lack competent sources for RFID
products. The RFID market is a
highly fragmented market and
some of the manufacturers in this
field are local set-ups with a reach
that is contained to only a small
region. They create great products
though and we plan to share their
success stories with other partners
to groom new partnerships and
to kick off co-operations amongst
them. In 2009, AdvanlDe is also
working with its international
principals on customizations of their
semiconductors to suit the Chinese
requirements in terms of standards
and features as well as to increase
local content in the supply chain.
AdvaniDe is committed to the
Chinese market and its Chinese
customers and has become a well
respected force in the world’s
largest RFID and Chip Card market
place. We will perpetually introduce
new and innovative concepts to
our operations there while we will
continue to invest domestically to
expand our operations.
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