
The company’s distribution centre in
the port of Antwerp occupies 10,000
square metres. One advantage to Ant-
werp’s inland location is its proximity to
the markets of Benelux, Germany, Britain
and northeastern France.

Chinese companies will be next to
discover the benefits of shipping their
products through Boeckmans’ Belgian
port for distribution across Europe. The
firm is already looking for a local repre-
sentative in China to help promote the
distribution opportunities it can provide
potential Chinese clients.

“We can arrange for products to be
delivered wherever and whenever they
want,” Mr Durot said. 

“In addition, if ship owners want rep-
resentation in Benelux, we can offer
contacts with the local paper pulp and
steel industries, among others.”

Boeckmans België’s cargo
ranges from motorcycle
clothing to 40-tonne marble
blocks and pallets of photo-
copy paper. The shipping
and forwarding company
handles about 40,000 con-
tainers each year, with 3.2
million tons of break-bulk
cargo, such as paper pulp,
steel, plastics and chemi-
cals.

The family-owned business has been
operating since 1935 from its headquar-
ters in Antwerp. The company also has a
branch office in Rotterdam. The small
team of 24 has the flexibility to adapt
quickly to exact customer requirements
and specific orders. “We look for difficult
tasks,” said Boeckmans België manag-
ing director, Anthony Durot. 

Unlike larger companies
that insist on critical volume,
Boeckmans provides spe-
cific applications, such as
truck deliveries, even for
small quantities. “We work
out the prices and solutions
to problems,” Mr Durot said.

The firm’s customers
range from multinationals
with multi-billion-dollar turn-
overs to smaller clients who

may ship only one container a month.
Services cover both agency and distri-
bution functions. 

Boeckmans distributes goods to
their final destinations in Europe, mon-
itoring goods closely with computerised
tracking. 

An in-house department arranges
customs and fiscal representation.

Anthony Durot 

Boeckmans has the flexibility to adapt quickly

Flint Group is the world’s
leading ink supplier, and its
motto “Rely on us” is in-
grained in the corporate
culture. As printing be-
comes increasingly digital,
ink suppliers are becoming
more process and custom-
er orientated. 

“It is our mission to ser-
vice our customers to the
extent they know that they
can rely on us,” said Dave Frescoln, chief
executive of the Flint Group. 

The company, which had sales worth
HK$22.6 billion last year, extends its “rely
on us” approach to small and large cus-
tomers alike. “On the one hand we pro-
vide base products for niche segments,
which distributors can tailor to local jobs.

Meanwhile, our large cus-
tomers gain economies of
scale, logistics support, ser-
vice and global consisten-
cy,” Mr Frescoln said. 

The global ink supplier
for newspapers, commercial
and packaging printers was
formed through various ac-
quisitions and a key merger
with XSYS Print Solutions. 

Flint Group recently set
up headquarters in Luxembourg to take
advantage of its central location and ac-
cess to administrative recruiting. The
group’s business units include five geo-
graphical ink sales regions, and global
narrow-web ink, plates and pigment
operations. Decentralised research and
development ensures a local approach.

Flint Group has been active in China
for many years, with plants in Shanghai
and Beijing, and a joint venture in Dalian.
In June last year, the group opened a
new plant in Guangzhou that produces
liquid inks for packaging. 

Flint Group Pigments, based in
Shanghai, supplies about 70 per cent of
its pigments internally to the firm’s other
units. 

Asia may constitutes a small percent-
age of the group’s overall turnover, but it
is the fastest-growing region, at 25 per
cent. As operations in the region expand,
customers and other ink suppliers repre-
sent promising potential partnerships. 

“To grow in Asia, we need critical
mass and alliances,” Mr Frescoln said.
“Right now we are searching for those
partners.” 

Dave Frescoln 

Flint Group is a name you can rely on
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Demand for precious metals is
rising following a volatile dec-
ade that has seen international
trading houses and banks shut

their metals operations due to poor busi-
ness. Commerzbank, however, support-
ed its metals business through good
times and bad. 

The precious metals division has de-
veloped over the years to become an im-
portant department of the second-larg-
est bank in Germany.

Along with corporate banking, met-
als are the second-largest activity of
Commerzbank International, a wholly
owned subsidiary based in Luxembourg.
Private banking accounts for the lion’s
share of its business, which also in-
cludes treasury and securities functions.

The private bank excels in its cus-
tomer commitment. Clients with small to
mid-sized assets are treated to service
almost equivalent to the individual treat-
ment lavished on those with larger hold-
ings. 

Commerzbank International offers
open architecture allowing its asset
managers to design tailored products for
clients.

“Advisers are free to choose the best
products they can find in the general
market,” Commerzbank International
managing director Cornelius Obert said.

“We carefully listen to customers’
needs to fulfil their individual require-
ments.”

Private and corporate clients appre-
ciate the advantages of a Luxembourg
location. Benefits extend beyond the
appeal of low tax rates. Reliability of tax
rulings is even more critical. Luxem-
bourg is particularly attractive for non-
European holding companies because it
is a multilingual country.

Few institutions can rival Commerz-
bank’s competence and breadth in pre-
cious metals.

Jean Peter Kanstein, director of pre-
cious metals, said: “We run on a 24-hour
shift, with desks in New York and Singa-
pore. We are the only bank in the world
with the full product range, from mining
through small bars.” 

His department runs the whole range
of gold trading instruments: spot trading,
forwards, swap loans and structured
transactions. It also serves local banks,
which keep their accounts and deposits
in physical gold there.

The industry consists of relatively
few players, most of whom have devel-
oped specialised knowledge over time.
Trust is earned over many years through
reliable and honest service.

“The traders are like a big family.
Everybody knows each other,” Mr Kan-
stein said.

It can be challenging to deliver the
right quantities of physical gold on time
and to the right place. Futures are easy
to transact but it takes experience to
send a tonne of gold to central Russia or
China. Complex back-office functions
that cannot be automated also require
expertise in handling.

Commerzbank obtains its material
from a collection of mines in North
America, South America, Common-
wealth of Independent States countries
and Africa. It is also a substantial share-
holder in Swiss refiner Argo-Hereaus.

These well-known refiners produce
gold bars that are accepted by the Lon-
don Bullion Market Association (LBMA).
This association sets the standards for
gold and silver trading worldwide. Any
gold bar stamped with a mark from an
LBMA accepted smelter is as good as
cash and can be negotiated anywhere.

At the next stage, the gold is deliv-
ered to banks primarily in countries that
produce jewellery such as Italy, India,
Turkey, Dubai, Hong Kong and the main-
land. Those banks then deliver the bars
to the jewellery manufacturers.

Commerzbank has been active in
China on a daily basis for the past two
years. Although it had sourced and
stored precious metals previously in
Hong Kong, direct trading of physical
gold in China really took off after the
Shanghai exchange opened in 2002.

Since then, the German bank has
been forging relationships with Chinese
banks and corporations. While its Singa-
pore office services the Chinese market,
branches and representative offices of
the parent bank in Beijing, Shanghai and
Hong Kong are helping to build contacts.
It recently sponsored the Gold Fields
Mineral Services conference in Beijing. 

The task is to translate the enormous
potential into a sustainable business re-
lationship.

Mr Obert said: “We do not want to
just sell material to China but systemati-
cally develop long-lasting relation-
ships,” He described his bank as a long-
term player. “We don’t want to be one of
those players who constantly move in
and out of a market.” 

The bank envisages growing oppor-
tunities in Asia for gold and platinum.

Mr Obert and Mr Kanstein said future
expansion would be in the east. 

Commerzbank International
is striking gold in the east 

Commerzbank International’s Cornelius Obert (left) and Jean Peter
Kanstein see the precious metals business expanding in the Asia-Pacific. 

Precious metals trading forms a large part of the firm’s business

When car manufacturers and their sup-
pliers want to know what chips are run-
ning a Mercedes, BMW or Toyota, they
simply take the car apart and call Melex-
is. For 15 years, this Belgium-based com-
pany has been a leading supplier of elec-
tronic systems and components for the
automotive industry worldwide. 

The automotive electronics industry
is a growing market. Car manufacturers
increasingly turn to electronics to satisfy
industry and government regulations for
safety and emission reduction. Melexis is
right at the helm of this trend as a pre-
ferred supplier of advanced mixed signal
semiconductors, sensor integrated cir-
cuits (IC) and programmable sensor IC
systems.

As global automotive players moved
their manufacturing facilities to Asia,
Melexis naturally went with the flow. To-
day, 34 per cent of the company’s sales
revenue comes from Asia. However,
70 per cent of the company’s activities in
the region still come from the non-auto-
motive segment. This only means that
there are a lot more opportunities for Me-

lexis to grow in the automotive sector, its
primary market. “The electronics indus-
try is more and more moving to the Asian
region,” said Melexis chief executive Ru-
di De Winter. “I believe that maybe 10
years from now it will be the number one
region for Melexis.” 

Previously, Melexis only worked with
distributors in China and handled some
direct accounts. “It is not enough to go
into the region and visit customers. We
believe it is necessary to be close to our

customers,” said Ting She, Melexis sales
area manager. 

Seeing brighter prospects for the re-
gion, Melexis recently opened an office
in Hong Kong to serve as the hub for
operations in Asia-Pacific.

The Hong Kong office offers both
sales and support services for its cus-
tomers. The initial complement of staff
consists of field application and sales
engineers. Melexis is also looking to hire
engineers for the mainland to meet the
design requirements of OEMs for local
car brands.

Melexis also pursues activities in
other areas, such as consumer electron-
ics. The company focuses on high-vol-
ume, high-quality cutting-edge products.
For example, it is working with Toshiba
for the next generation DVD systems for
high-definition televisions. 

“We are a highly focused, innovative
semiconductor company that offers res-
ponsibility and growth opportunities to
our employees and tailor-made applica-
tion specific standard products [ASSPs]
to our customers,” Mr De Winter said.

Melexis speeds up regional operations 

Rudi De Winter, CEO (left) and 
Ting She, sales area manager
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