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Part-time work at Kopenhagen Fur Customer Department

Kopenhagen Fur China Office
Working as President of Kopenhagen Fur China Office, the company’s main regional
office for company’s biggest market by far. Managing the office daily operation and
strategic planning as well as execution on both B2B and B2C level. Together with a
team of specialists, the office aims at not only a fast growth of market share in China,
but also an organic growth with sustainable development on a long-term basis. In the
last 10 years, the company’s B2B customer clientele has increased for around 10
times. During the same period, company’s business partners on strategic level in China
has reached to more than 30 on national and regional scope. The company’s brand
reputation on the B2B market has been further consolidated to be at the dominating
position. Brand awareness on the consumer level has also been strengthened with a
measureable pace in not only Northern part of China but also in the south and the west
part of China. By far, Kopenhagen Fur’s export to China is still ranking on the top for
Danish agricultural export to China and 80% of high quality products from Danish fur
farmers ended up in this most vital and massive fashion consumer market — China.
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With 4-year’s education and working experience in Denmark, flowed by a 10-year’s working
experience for Danish company in China, | have some quite good understandings of
challenges for Danish companies settling in China in business strategy and operational
handling aspect. That should account for the understandings of the needs for quite some



members to pursuit on this nice business-networking platform. Especially as a fast growing
team to keep up with enormous market opportunities for growth and expansions, there have
been many leanings on the way from our own company also to share with the rest of the
DCCC members. And | suppose this is part of the core value of the DCCC member network.

Meanwhile, given the special type of sales format for Kopenhagen Fur, the company in
China is taken a strategic Alliances approach to secure the sustainability of the current
business model in the future, which has resulted in intensive high quality partnerships
network that could potentially benefit other companies in the similar category to enter into
China or expanding their operations accordingly.

Being in the agricultural sector, Kopenhagen Fur is engaged fully in a value chain from farm
to fashion, which produces a lot of different types of marketing campaigns and PR activities
that may also be supplementary to current DCCC member activities or create further
business collaboration opportunities among existing members.

As myself being an example of returnees from study abroad in Denmark, | believe that there
is great potential for more work to be done to draw attention from the next layer of talent
pool to be more active on the current DCCC platform.

| have never served in DCCC board before. But, | believe that could be a disadvantage in
some way, but also advantage in other ways. | hope | can contribute some fresh new ideas
to the current strategic operation of the DCCC network, given the general guidance of the
board and members interests.



