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LETTER FROM
THE CHAIRMAN

Transforming Lamipak from
“Manufacturing Orientated” to a 

“Knowledge Orientated” Company

Welcome to Lamipak’s fourth quarterly newsletter. 
It has been a full year since the launch of our 
newsletter and during that time there has been 
many great accomplishments from account 
breakthroughs in our sales to new records being 
made in production. The combined efforts of every 
staff member in Lamipak has allowed us to 
maintain double digit growths in both volume & 
revenue for the past few years and for that I thank 
everyone for making this company move so far 
ahead in such a short space of time.

As we accelerate into 2021, I want to take this 
opportunity to reiterate my message from our 
2021 Annual All Hands Meeting on the following 
key points so we stay on track to not only maintain 
and enjoy this momentum of growth but also 
achieve our vision.

“To become the world leader in the 
global food packaging industry”.

OUR VISION
To understand the purpose of this vision, we need 
to go back to the early days of Lamipak when it 
originally started off as a manufacturer that 
produced all forms of packages from cups, 
laminated paper to aseptic packaging which 
overstretched our resources and caused 
challenges in creating an uniformed strategy 
across all business units. This is when we narrowed 
our business focus to simply aseptic packaging 
which laid the future foundation of our vision, 
mission & values that you see today.

OUR MISSION 
With the vision came our mission, which to this 
day, continues to reflect the point where we have 
to be a company that is:

“Environment-friendly, health conscious, 
providing the customer the 

comprehensive food packaging solutions 
and services.”

With our vision, mission & values laid out, we need 
to take a look at how we can differentiate 
ourselves from our other players. To do that, we 
want to be branded as a ‘trusted advisor’ in all of 
our key accounts. So to survive in this industry this 
requires continuous cycles of innovations that are 
catered to the needs of our customers, which is 
why there has been new awards created 
specifically in intellectual property and research & 
development to help drive more innovation and 
give Lamipak the competitive edge to thrive and 
stand out from our competitors.

To become the world leader in the
global food packaging industry

Vision

Mission
Environment-friendly, health conscious, providing the customer

the comprehensive food packaging solutions and services

People-Oriented Realistic and
Enterprising

Win-Win
Co-operation

Continuous
Innovation

MBOS

Manufacturing Orientated Service Oriented Knowledge Oriented

Honesty and Integrity 1



Key Accounts Service Strategy
Creating a “Lighthouse Effect”

The reason why we are targeting our key 
accounts is because this is where our main 
customers are, so a clear strategy on how to 
engage and serve them is important. 

The strategic approach to our top key accounts 
can be compared to creating a ‘Lighthouse 
Effect’ which we achieve by serving and 
satisfying the needs of our major key accounts. 
If our top customers at this level can be satisfied, 
the standard in our products, services and 
knowledge is already sufficient for the lights 
from our lighthouse to reach other clients at the 
regional level, and expand from one global key 
account to another. We can achieve this by 
providing high end accounts with our service 
offerings:

What is a ‘Knowledge
Orientated’ Company?

To answer this question we can illustrate this with 
one simple diagram below. 

In order to implement this, it cannot be just a sales to sales approach, it is a company to company 
approach that provides a complete service package to our customer, meaning a coordinated 
collaboration across all functions which can later evolve into becoming a ‘knowledge orientated’ 
company.

This diagram not only shows that the importance 
of how becoming a knowledge orientated 
company can help use become a trusted advisor 
but also our 10 years of progress to get to where we 
are. It is important to understand this diagram 
clearly so I have broken down each part to 
understand what each level means and what we 
have to do to get there.

   ‘Manufacturing Orientation’ compared to 
other industries, there is a much higher bar on 
quality standards. So to survive at this level, a price 
competitive offering as well as making the 
customer received their orders quickly, on time 
and in full is what defines a manufacturing 
orientated company. This cannot be sustained in 
the long term which is why for the past 5 or 6 years 
we have been offering service options to our 
customers.
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• Through the innovation of financial product,
solve customer financing difficulties and
reduce the cost of capital use

• Provide customer with transnational
investment services, merger and acquisition
services

• Design and modify Lean production line (3L
production line)

• Build automated factory

• Maintain equipment and supply spare parts.

• Improve production efficiency
and reduce cost

• Real-time remote technical services

• Improve brand perception

• Expand sales channel

• Insight into end customer needs and analysis of
consumption trend

• Create sustainable & innovative products by
collaborating with customer

KA Service
Build a complete service process

to solve problems for KA

Technical Services Marketing Support Service

Management Consultancy Financial Services

• Paperstraw solutions to replace plastic straws

• LamiNatural – Brown board product that is
currently our most sustainable aseptic package
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      ‘Key Account Service Orientation’ since the start of providing services to our customers which now 
offer a plethora of options, anything from financial to technical and more recently marketing services, to 
win their business and trust. Becoming service orientated has been the gamer changer for Lamipak and 
being able to be quick and nimble with our consultancy has been integral to its success, but we can still 
do more for our customers. This bring us to our third level, which is where Lamipak is now heading 
towards. 

    ‘Knowledge Orientation’ this final platform requires innovation on all fronts in new designs, 
materials, packaging, products and intellectual property, all of which requires heavy investment in R&D. 
It is not an easy level to achieve, but to become a one stop shop for our customer allows us to provide a 
high value solution and path way to become a ‘trusted advisor’ with all our key account customers and 
form an unbreakable bond.

With our path and vision now clearly laid out on how to become a ‘knowledge orientated’ supplier, I am 
excited about this new venture that Lamipak will move into, it will be challenging and require cross 
collaboration from all functions of the company, but I am very optimistic about the future and the 
direction that Lamipak is heading towards.

Danny Oei,
Chairman of Lamipak
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New Packaging

New Product

Patent Pool

New Material

New Design Knowledge
Orientation

To become the knowledge platform with industry innovation for customer needs
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  SALES &
MARKETING

SALES SUCCESS CASE STUDY 
- BUBBLE PRINTING ISSUE  

On Dec of 2020, Lamipak’s quality control (QC) 
team discovered defects in up to 6.18 million units 
of 250ml Fino packs of one key accounts. The 
defect was a printing error on the packaging that 
created small bubbles on the surface design. By 
then, the production team had already a blocked 
the batch from being delivered and informed the 
sales team. After further inspection, the sales team 
immediately notified their customers where they 
began trying their best to gain the customer’s 
understanding and support on how to resolve the 
issue.

The customer had very high standards on the 
materials it accepts from their suppliers, which 
meant communicating the matter with several 
departments. This meant arranging a meeting 
with their brand manager to check the sample 
and discuss the issue while in parallel also work 
with their production team and QC team to reach 
a mutual understanding. At the initial start of the 
conversation, the customer's Vietnam 
procurement team and their headquarters (HQ) 
procurement team requested for a 50% discount, 
but after several rounds of discussion, they were 
also willing to allow some flexibility. 

During the discussion, the sales team also received 
a new request from the customer to upgrade the 
design, this meant the sales team had to solve the 
issue before they made changes to the new 
design. During this time, the customer's marketing 
team, production team and QC team reached a 
mutual understanding on the defect, but were still 
concerned about the potential risks in production 
and complaints from the market. However, our 
sales team especially KA & Cluster Mansur Huang 
and sales assistant Kat Nguyennv in Vietnam 
gained the customer’s confidence that risks were 
minimal by being cooperative and transparent on 
the matter.

In the end, an agreement with customer was 
reached under two reasonable conditions that 
Lamipak was accepted. This protected the 
interests of both the customer and Lamipak, 
which reflects one of Lamipak's four value 
"Win-Win Cooperation". We are grateful for the 
trust and understanding from our customer and 
thank the sales team for their professionalism in 
handling the issue. By sharing this case study we 
hope others can learn from this in finding ways to 
improve future prospects of cooperation with our 
client.
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MBOS
In order to simplify the process for “Gold 
Suggestion” and make it easier for all employees 
to collect, record and submit ideas anytime and 
anywhere, the MBOS team optimized the 
management standards and officially launched it 
on March 16, 2021. 

The improvement made were two new methods 
to submit your suggestions via scanning the 
WeChat code or OA system. 

Staff from the management team and above will 
then shortlist no more than 20% of the 
suggestions for an award every month and the 
selected candidates can decide whether to 
participate in the next stage of the selection 
process. If the candidate decides to participate, 
they will prepare the presentation and participate 
in an on-site evaluation. For suggestions rated as 
"Gold Suggestion" or "Silver Suggestion", 
employees will receive an additional cash reward 
and MBOS points.

After simplifying the submission process, it 
encouraged employees to submit more 
suggestions which has led to a new record of 82 
suggestions being collected in March 2021. 

Improving Our 
Management Process 

with “Gold Suggestion”
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In order to find the QR code and submit
suggestions more conveniently, the MBOS team 
posted QR codes around the company site. Also, if 
you submit via the OA system, you can also check 
on the progress of your submission at any time.

Once the MBOS team has been collected, they 
will review all submissions and confirm which 
suggestions are feasible with the implementation 
department. For employees who have their 
suggestions approved as feasible, they will be 
receive a reward of 20 RMB for their contribution 
via WeChat from the MBOS team.   



WCM
WORLD CLASS

MANUFACTURING

Annual Party Awards 
& 2021 Targets

Since the start of its implementation in 2020, 
WCM has been making huge achievements in all 
pillars and regions, the biggest impact was the AM 
pillar where it was named Pillar of the Year in the 
2020 annual competition! The printing team  won 
the 2020 Team  of the Year! The upgrades on Davis 
lamination machine (wide to narrow) was also 
awarded the 2020 Best Improvement Project of 
the Year. 

Best Improvement Team 2021

Best Pillar & Best Area 2021 6



WCM 2021 Target

Lamipak has made great progress in the 
promoting WCM throughout 2020, however there 
is still much to do in implementing the process, 
especially in WCM infrastructure.

Last year, 6 pillars that form the overall WCM 
architecture were implemented, where all of 
them are progressing to the second or third stage 
of the pillar path. However, we plan not to launch 
any new pillars this year and the original pillar will 
be renewed to be more consolidated and 
detailed, which can lay a solid foundation for 
further implementation in the future.

Using WCM as the foundation, we will strengthen 
the Kanban management system, re-formulate 
and train the site machine board and AM Kanban. 
It would be productive for the front-line staff on 
site improve their efficiency and convenience in to 
carrying out team management, problem solving 
and communication.

In order for WCM to truly take root in Lamipak, we 
need to train our top talent and let more 
employees participate in WCM activities. We will 
carry out more professional training to cultivate 
qualified pillar leaders and members, as well as a 
group of qualified improvement project leaders. 
We will also upload more courses on Lamipak’s 
online learning platform, so that everyone can 
learn more about WCM.

WCM improvement project is still our focus this 
year, our department and each pillar will strictly 
control and track the project, so that WCM can 
contribute towards production, improving 
efficiency, reducing customer complaints, 
wastage and costs.

Visual management system training
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The significance of visual management

The significance of visual management：
- 83%    Visual Sense
- 11%    Aural Sense
- 3.5%   Sense of Smell
- 1.5%   Tac�le Sense
- 1%      Sense of Taste

>>What is the Site Management publicity board?

1.  Site management publicity board is a very effective and intuitive means to find and 
solve problems, especially one of the 
indispensable tools for excellent site management
2.  Provide management basis and improvement direction for site manager
3. Site management publicity board is an efficient and easy management method. 
Effectively applying it is a great liberation of management for enterprise managers

>>Significance of site management publicity board

1.  A live management publicity board is a form of management visualization so that 
anyone can keep track of what's really going on in real time
2.  Provide management basis and improvement direction for site manager

>>Purpose of site management publicity board

1.  Demonstrate improved performance to give participants a sense of 
accomplishment and pride
2. Create an atmosphere of competition
3. Powerful means to create the vitality of the scene
4. Clarifying the management situation, creating tangible and intangible 
pressure
5. Beneficial to progress of the work
6. Establish a good corporate image. (Let customers or other personnel 
sincerely praise the management level of the company)
7. Show the process of improvement so that everyone can learn good 
methods and skills.

>>Lamipak’s publicity board

1.  Machine board

2. AM publicity board

3. Pillar publicity board

4. Group publicity board

5. Department management publicity board



HR PART 1
REVIEW OF LAMIPAK’S
ALL HANDS MEETING AND
2021 ANNUAL PARTY

On March 31st 2021, Lamipak’s All Hands Meeting 
and 2021 Annual Party was finally kicked off. The 
message for this year’s event was “Go against the 
wind, Lamipak has got you”, to symbolise how our 
employees all came together and defied the odds 
by still continuing to make breakthroughs in all 
aspects of our business during the COVID-19 
pandemic.

This is the first time, Lamipak’s all hands meeting 
and annual party was broadcasted in both 
Chinese and English to all our overseas colleagues 
from around 30 countries and regions, so nobody 
missed out on the event. The meeting kicked off 
with a laser show which was followed up by 
speeches from our General Manager Felix. Liu, Vice 
Chairman Anil Kaul, and finally our Chairman 
Danny Huang. The next line up was our employee 
awards that covered categories in outstanding 
employees, outstanding managers, top sales, 
ten-year long service employees and in addition a 
new award category, the lamipak IP reward!                      

Speech f rom Vice Chairman, Anil Kaul

Speech f rom General Manager, Felix Liu
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To date, Lamipak now owns 60 utility model 
patents and 5 invention patents, this contribution 
belongs to 15 colleagues, while at the same time 
Lamipak’s IP team was formally introduced to the 
audience.

Speech f rom the Chairman, Danny Oei



After the award ceremony, the annual party celebrations was kicked off with a lively dance performance 
from our overseas’ sales team. This is the first time we recorded the annual party with three camera 
positions, including a rocker arm, to switch between the main stage and our “Lami Live Show”, which 
introduced the hottest items that were up for grabs in our lucky draw! 

Lamipak IP Award

Opening Dance
9



The party then came to its last performance from the pre-printing team singing “Tomorrow will be 
Better”, where everyone was given a blue glow stick that created a sea of blue lights around the room. 
After that, the Lamipak All Hands Meeting and 2021 Annual Party finally came to a close, leaving behind 
an unforgettable evening, see you all next year! 

Interactions

Lami Live Show
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As part of fulfilling one of our four company values “people-oriented”, and building a more positive and 
healthy workplace, Lamipak’s management team has supported an initiative to upgrade the employee 
care plan and named it ‘LamiCare’.

LamiCare provides a care plan for our employees that covers 5 categories (a) salary incentives & welfare 
(b) food & clothing (c) housing & transportation (d) employee growth (e) and health care plan. In 2021, 
Lamipak upgraded the existing employee care plans in medical insurance, life insurance and accident 
protection package. This meant that whenever you go for a business trip, Lamipak will provide support.

The upgraded LamiCare plan, also has a wider coverage of medical reimbursements in outpatient clinic, 
emergency treatment and inpatient clinic. The reimbursement scope covers public hospitals all over the 
country, for some employees the scope extends to all over the world. In addition, the reimbursement 
process will also be simpler, so now a claim form and documentation from the doctor or hospital are the 
only two things that is needed. Female employees will have additional care and security benefits such as 
children's medical insurance.

As LamiPak continues to be committed in providing employees a better workplace, the upgrade of 
LamiCare, also allows employees to have a more comprehensive understanding of the company’s overall 
compensation and benefits plan.

LAMICARE UPGRADED 
EMPLYEE CARE PLAN 

11

HR PART 2



CONTACTCONTACT
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


