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YEAR ON YEAR GROWTH

INCREASE IN 2021
51%

As we head on into 2022, we want to 
take this opportunity to review all the 
achievement made by the Sales and 
Marketing Center in 2021. We would like 
to start by congratulating each and 
every one of you at Lamipak for reaching 
a historic and record breaking delivery of 
8.1 billion packs to our customers, which 
is 51.1% more than the previous year.

We are also very pleased to announce that 
all regions obtained exceptional levels of 
performance with major breakthroughs and 
new records achieved in many markets. In 
South East Asia, our sales team in Vietnam 
were the first ever in company history to 
cross over the 2 billion packs threshold, 
followed by Thailand who became a 1 billion 
packs for the first time, and Indonesia with 
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This is made even more remarkable given the context of the 
pandemic across the globe. We are very proud of all our Lamipak 

staff for persevering during a difficult period of economic and 
health crisis, but still being able to deliver beyond our 

expectations and targets. 

400 million packs. Similarly in all other 
regions including European, African, South 
America, Oceania markets we also achieved 
outstanding results.
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Lamipak’s sales and marketing team also 
continued its momentum of increasing its 
presence in existing and new markets where 
it is now actively serving customer in 57 
countries with our products and services.

Another highlight was our new business in 
expanding our product and service portfolio 
in providing sustainability and 
environmentally friendly solutions. Our 
U-shaped paper straws is an excellent 
alternative to plastic straws and is already 
present in over 5 countries and expanding. 
LamiNatural, our first unbleached brown 
board aseptic package that has the lowest 
carbon footprint in our aseptic package 
portfolio is building momentum with its first 
order being delivered to a customer in Latin 
American and very soon SEA.  

Before the end of 2021, our paper straw 
team currently holds the title of the fastest 
producer in China, with an output of 50 
million paper straws per month. As of now, 
upper management has already confirmed 
that they will invest to expand its capacity to 
meet its large market demand.

Innovation is also an important role in our 
company as a way to stay ahead of the 
competition and also attract new clients 
with new shopper led solutions. We are 

proud to announce that Lamipak was 
granted the 1st Invention Patent for the 
breakthrough innovation of the 
‘non-aluminium packaging’ solution via 
China’s State Intellectual Property Office in 
2021. A big thank you to Stefan Dong Terry 
Liu, Eric Lv and team for this great invention!

1st Invention Granted
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One of Lamipak new but important service pillar is the Marketing Support Services which is 
proving to be valuable in growing our clients business. Some of the key areas Lamipak has 
been focusing on include:  (1) Market research (2) Key accounts support (3) Marketing 
Communications.  

(1) Market research has helped identify opportunities with a client based in China  which 
has helped find specific pain points in their business that we can provide a solution. 
Because of this service we are now close to signing orders with a total volume potential of 
600 million packs within the space of 2 months after the initial formal meeting. We hope to 
repeat this success in other China based accounts in 2022.

(2) Closer integration between sales and marketing to create a stronger sales pitch by 
using “marketing with content” methodology has created a change in how clients engage 
with sales.  In one case study, a client from the SEA cluster team is now willing discuss 
opportunities with us and is now a 2022 target for orders. 

(3) China has been active with two exhibitions held this year, we will use this to push for 
higher volumes in 2022 as we try to "crack open” the enormous China business 
opportunities.

Once again, we would like to take this opportunity to thank you and congratulate everyone 
for supporting our company to reach new heights of success together!

Let’s work hard towards an even bigger and better 2022, together.
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FROM ZERO TO HERO – 
EGYPT MARKET

Lamipak’s package sales volume in Egypt 
has witnessed an exceptional level of 
growth, by surpassing 1 billion pcs in 2021. 
This has made a significant impact on 
Lamipak’s global business and the person 
who made this all happen is our sales hero - 
Ahmed Samir Ahmed Mahmoud. In this 
article we want to share his story as an 
inspiration on how success can also be 
repeated in other markets.  

One of the pillars of his success was 
creating deep engagement with the 
customer on a frequent basis. From this 
deep engagement, Samir was able to find 
out their pain points and find solutions to 
these problems as the basic logics of his 
strategy. He also listed the reasons of on 
why his predecessor lost to competitors and 
created corrective actions on them.

From these remedial actions and strategic 
approach, he was able to gain the 
customer’s trust and created long 
committed collaboration with existing 
customers and even get back previously lost 
customers. 

The introduction of Lamipak’s marketing 
and technical services also played a positive 
role in providing a value added service to his 
clients. 

In technical services, engineers from 
customer side had their work efficiency and 
knowledge improved by providing onsite 
training. Customised projects on improving 
their production line efficiencies were also 
implemented which created measurable 
cost savings on their business operations. 
This has lead to deepening the relationship 
with the customers and we are now in 
discussion on several other technical 
service projects that add additional value in 
their production efficiency and cost 
reduction. 

For marketing support service, he offered 
design solutions that not only helped the 
customer’s brand image, but also created 
additional marketing collateral that could be 
used through their digital channels.

The achievements accomplished by Samir 
has created a benchmark where if the 
engagement with the customer is done 
right, it can created a positive win-win 
situation for both parties. Samir has already 
held a workshop sharing this experience on 
how others can also repeat his success, and 
already we are seeing a ripple effect being 
created in other regions, and look forward to 
seeing more of these stories being created. 

  SALES &
MARKETING
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Sales Support Team

           The Unsung Heroes

At Lamipak, our sales team plays an important 
role in our core business as they can directly 
influence the growth and profits, without their 
frontline support, we lack the revenue that is 
required to grow and drive our our business 
forward. Their activities and tenacity to win 
more clients and volume can be seen each day 
in their work, but what about the people who 
support them to ensure our goods are 
delivered to their customers in time? In this 
article we take a look at the sales support 
department, Lamipak’s team of “Unsung 
Heroes”. Behind the scenes, the sales support 
team work tirelessly to ensure all the sales 
orders can be processed and maintained with 
a high level of efficiency and accuracy.

Some of the Sales Support staff you may know 
of, some of the staff you may not. You may 
have seen them passing in the corridor, seen 
them in a meeting, and passed them working 
at their computers in the office. You may have 
even sat next to a table next to them during 
lunch. And while it may be easy to see their 
roles as just another administrative duty, one 
thing is clear, this is not any ordinary work that 
is can be easily carried out. 

If this function wasn’t run efficiently, then the 
ripple affect it would have to other areas of the 
company would be quite significant. If a sales 
order is not checked or processed properly, 
then the customer will not accept or pay. If the 
details of the order was not entered properly 
into the system then the factory would not 
produce the right packaging required. If the 
order details was not organized properly for 
packing, loading and shipment, the goods 
would not be cleared and released to our 
customers. If the sales was not forecasted 
properly we could not plan in advance the 
purchase of materials or optimize our 
manufacturing.

The year 2021 was challenging but also an 

opportunity. When the growth of our sales 
orders doubled, we were faced with 
challenges such as significant increases in 
raw material and container prices, the adverse 
influence of exchange rate difference caused 
by appreciation of the RMB and inflationary 
pressure. During this situation, the workload 
of sales support team doubled; fueled by 
other factors like more partial order release, 
shortage of container availability shipment 
and missing documentation. Even with these 
issues, the team was able to handle all tasks 
with the usual high level of efficiency and 
accuracy.

Without bringing on board new hires, the sales 
support team completed a total of 3,457 SC 
and 9,602 SO in 2021. This helped our 
company reach an annual volume total of 8.1 
billion packages, the highest ever recorded in 
the company’s history. Among them, Charles 
Zha who is responsible for a major account 
customer had processed an order of 1.33 
billion packs on his own, accounting for 16.4% 
of the total volume. Jane Wu who is 
responsible for Egypt customers had 
processed order of 990 million packs, 
accounting for 12.2%.

As we move deeper into 2022, we believe the 
Sales Support department will continue to 
overcome all the challenges that they will 
encounter. Ken Liang, Manager of Sales 
Support, had these words to add, “Every 
department in Lamipak plays a critical towards 
the growth and its daily function, I am proud of 
my team and each individual staff members 
who works together in making sure that we do 
our bit to ensure this is level of efficiency and 
accuracy is maintained everyday”. 

MBOS 
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WCM
Reaching for 12 Billion Packs

One of the biggest challenges in manufacturing companies is to reach the highest efficiency in 
their production lines. Due to the trust of our customers, the demand for Lamipak products has 
increased in recent months, and although Lamipak expansion plans are ongoing, nowadays it is 
more important than ever to respond to our customers by delivering on time and in full their 
finished goods.  It’s in situations like this, where the use of the right tools, data analysis and 
solving problems methodologies can support the decision-making and the establishment of 
actions to improve the productivity of manufacturing lines, while maintaing the quality of the 
product.
12 billion packs strategy
In order to fulfill the customer`s requirements 
but also hit our goal of producing 12 billion 
packs per month, WCM office has worked with 
all the stakeholders in defining the strategy to 
ensure the target is reached. The production 
lines has a finite capacity which means, we 
need to find the best way to produce finished 
goods at while pushing the speed of the 
machine to its full capacity, without 
compromising the quality and without 
machine stoppage. So, the strategy to fulfill 
the demand is centered in reducing machine 
losses: Low speed and machine downtime.

1 Clear understanding of our current 
capacity 
First step is to have clear expectations of the 
targets that can be reached in the production 
lines, for the different types of products 
manufactured. For our goal of reaching 12 
billion pcs, we analyze the machines that have 
the capacity to produce the volume required.
2  Analysis of losses 
Second step is to find the main problems that are causing the losses. Data analysis of previous 
months are helpful to understand the trends, and which problems has the biggest impact in the 
loss of efficiency of our production lines. The wrong analysis could divert our efforts in the 
wrong direction so instead of improvements in the efficiency, poor analysis could only create 
minor improvements or even more problems.  Based in the analysis, we conclude on the actions 
required to eliminate the problems that should be taken.

3  Drive the actions to eliminate the losses. 
Implementation of the actions is an important part of the project. In order to reach the goal, 
actions must be fully implemented and monitored to assure the target is reached.  Also, the 
monitoring of the key indicators would help us know if the actions are giving the right impact in 
terms of machine availability, machine speed, and efficiency as required. 

4  Set the conditions to avoid new losses.
If the actions are giving good results, the last step is "standardization". The lessons learnt from 
the action plan must be converted into best practices, standard method, and process settings 
in order to assure the gains can be kept.  Also, the weakness found become inputs to start a 
new cycle to analyze the losses and improve the efficiency.

A
4.Act
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1.Plan

C
3.Check
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Standards

Improvement

Planned
Losses

Operational
Losses

Effective
Operational
Time

Maximum
Operational
Time
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D
2. Do

是非
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THE SILENT HEROES - 
PAPERSTRAW TEAM

FROM “ZERO” TO “HERO” H R 

Exchange the equipment Principle

Training for New Employees
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In recent years, “sustainable development” has 
become a worldwide topic. Whether it is 
government departments, clients or mass 
consumers, they are paying more attention to 
environmental friendly products. To keep up 
with this trend, Lamipak decided to launch a 
research and development on paper straws 
which has now lead to, setting up a mass 
production line that is now supplying large 
customer around the world in the space of 
several years.

As the project manager of the paper straw 
project Liang Zhengjun recalled,  when he took 
charge of the project. The difficulties 
encountered were complicated but it was also 
a “once in a lifetime” opportunity that was 
handed to me. To understand the production 
facility and process of U-shaped paper straw 
was very challenging, because it was kept 
highly confidential  in every manufacturer, so 
there were very few opportunities to learn from 
them. The main difficulties faced at that time 
were,  (1) All the existing equipment in the 
market could not meet the production 
requirements of Lamipak’s paper straw, and a 
lot of time and energy had to be invested in 
improving and optimizing the equipment 
purchased (2) The selection of raw materials

and the formulation of finished product 
standards needed to be verified by a large 
number of test runs (3) At the beginning, the 

U-shaped paper straws operators had no 
related experience, so everyone on the 
production line was starting from zero and 
had to be trained up quickly. Generally 
speaking, this is a battle from scratch to 
perfection: forming a framework one by one 
from raw materials, equipment, technology, 
to quality standards and operation, and 
establishing a high performance system. 

The core members participating in the paper 
straw project also include: R & D supervisor 
Lv Xiaojun, paper straw supervisor Fu 
Dongpo, and mechanical engineer Jiao 
Liping. They took full advantage of their 
strengths in their profession, and not only 
overcame project challenges but also 
continually made new breakthroughs in
efficiency and volume production. 

According to Liang Zhengjun and Lv Xiaojun, 
in the very first stage of research and 
development, the first step was to select a 
suitable paper. But even this part was 
extremely challenging: papers which were 



5W After Solution Training

ideal for folding into the shape of a straw 
performed poorly when being glued together, 
and there was no glue or equipment in the 
market that were designed for this. On the 
opposite of the spectrum, any paper that was 
compatible with the gluing process lacked 
folding and infusing endurance, which lead to 
the quality of final product being below the 
required standard. Finally, after several 
rounds of discussions amongst the project 
team, it was finally decided to choose the 
paper with good folding quality, and resolving 
the difficulty the ideal glue and equipment, 
which has now been completely resolved.

After the R & D stage, the actual production
of the paper straws began., the most 
important first step was to improve 
production capacity and efficiency, and 
reduce costs. According to Fu Dongpo and 
Jiao Liping, during the production process,

although they faced many difficulties, they all 
volunteered to use a "8 / 10 / 6” working shift 
mode, which meant, working from 8 a.m. to 
10 p.m., six days a week. From shear 
persistence, they successively solved many 
problems, such as uneven gluing, inaccurate 
glue control, paper straw softness, paper 
straw layering, poor embossing effect, straw 
making machine speed increasing, 
embossing machine speed increasing, high 
embossing process scrap rate, high 
packaging process scrap rate, etc.
As team members kept finding new problems, 
the understanding to the product started to 
be clearer, and various points of production 
were optimized and improved. In the later 
stages of the project, the production capacity 

was steadily increased from 10,000 
pieces/shift to 200,000 pieces/shift. In 
addition, the number of operators required in 
each shift was decreased from 6 to 4, the 
production loss from inefficiency was 
decreased from 50% to 12%, and the quality 
of our paper straw was able to surpass the 
industry standards.

Slitting – straw making - embossing - 
packaging, a paper straw is made from these 
four processes. It seems very easy, but it 
takes a lot of effort for every project members 
to conduct these four processes with high 
standards and stability. When project 
manager Liang Zhengjun recalled this 
experience, the most important thing for him 
was challenging himself to lead the team to 
start from "0" and hit "100". It was their 
attitude and willingness to tackle the 
difficulties head on that led the whole project 
team to climb to a higher peak and make the 
speed of straw making machine be at the 
forefront of the whole domestic market.
 
The production speed of Lamipak’s paper 
straw has taken the lead in the domestic 
industry, but the paper straw project still 
faces many challenges. With the increase of 
orders, our production pressure is also 
increasing. Even if there are more unknown 
challenges in the future, as long as our paper 
straw project team adheres to the spirit of 
continuous innovation and enterprising, it will 
only get better and better!
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CONTACT
Contact us: contact@lamipak.biz

Visit us: www.lamipak.biz

Connect with us: linkedin.com/company/LamiPackaging

Like us: facebook.com/LamiPackaging

Follow us: twitter.com/LamiPackaging


