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To whom it may concern,

Since Willam Grant & Sons Ltd established its own branch William Grant & Sons (Taiwan) Co., Ltd in Taiwan,
after the separation from Bacardi Limited, the distribution system and the marketing channels within Taiwan
have been worse and it has been very obvious under the leadership of head of sales, Mr. Philip Wang, from
William Grant & Sons (Taiwan) Co., Ltd in May, 2014.

After his taking over of sales division, he brought new agents into its distribution system, which is considered
to be good for the company. Unfortunately, he did it just for his own good, not for the company. We discover
that the top management and the sales team have been lining their own pockets from these agents so the
market price has resulted in a chaos. More importantly, it has harmed its spirits brands and the mutual trust
between the company and the long term partnership like us.

As we know, the company is making considerable revenue and profits in Taiwan market. However, his
dishonest ways to grab money have irritated us. For one thing, when it comes to his leadership skills, we
would say that he has poor communication skills. We don’t think that he would come up with precise view

on innovation. For anther thing, he would not accept whatever suggestions given. We considered him as an
incapable leader. Based on his poor performance in his former company, REMY COINTREAU TAIWAN PTE.,
we doubt whether he can lead the company toward a promising future.

It happens that the company is not able to meet our requirements to deliver goods we need. We now realize
that people from his sales team keep and sell goods first to these retailers instead in order to line their own
pockets from the deals. However, the shops they are dealing with are also complaint about the salespersons
for taking advantage of them to get higher profits. It is definitely an unfavorable situation affecting the price
and business relationship. | believe that no one would like to promote your products if we, as a long term



partner, have encountered such a trouble. Furthermore, it is hard to understand the way how Mr. Philip Wang
deals with the annual agreement. He is making it without any formally written form which is completely
unacceptable. We would expect that the company would do what it should do. Verbal agreement is not
acceptable.

Thing what he has done really get us into trouble. We do hope that your company would take this matter
seriously and help us find out those who are involved and creating problems.

We would appreciate if you could understand our concerns and situations we are in.
Best regards,

Bunch of helpless retailers



