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Created professional ODM projects in the management for successful & solid track
record with 1st tier in automotive industry, cooperated with BMW, Continental ,
Kostal, Siemens VDO, Ficosa, Marelli, PSA /DF- Peugeot, etc... sales volume value
over 80 million USD, familiar with TS audit process & contracted as TS-16949 verified
supplier for rechargeable Li-battery for eCall, OBD/OBD II, eBike, i-connectivity / 10T
projects /Video & amusement system which involves network runner/system with
internet access, and broad connected with global network clients from AT&T, Verizon,
experienced for Supply-On bid budget/project planning & project development from
project kick-off to production & delivery, payment collect...assigned as branch
director in affiliation stationed in Germany for 4 full years.
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Used to lead a RD engineer team to create electonic products, from RD engineering,




smoothly from tooling - ID - manufacturing-sales channels from US/EU , & now Mid
East)
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| am a professional OEM/ODM team leader for a successful & professional RD
engineer & sales team for A/V products which involves: Audio - digital home theater
system incl. audio amplifier, DAB tuner & 5.1 surround system. Video - HD LCD
TV(23"-42"), DVR(RW + HDD)with internet access, DVB-T integrated DVD player,
portable DVD, furthers eg. digital tuner for DVB-T & ATSC etc... Sales dvelopment
WW partners/sales channels eg. BestBuy, Walmart/Apex,Target, Alba, Goodmans,
Dixons, Careefour, Otto, Quelle, Medion, CDC, El Corte Ing. & more... With broad biz
connection and experienced for product planning & project development from
project kick-off to production & delivery, payment collect...

SHEHEZEN T S eI R AR O S E B E 25 B a3 AT
HEIRES e s Z el B RIEZ ZEE ~ 7 5.1 2282 DAB Wik, I



IS EERMER(23” ~42" ), DVD SR E 4t hil (B R g Z L) -
DVB-T i fir &5/ DVD, F424 DVD e SRS i EE itk IHE - DL OEM 1784
B PR T 35 M R e W1 358 Walmart, Apex, Target, Bestbuy, B[sf] Dixons,
Goodmans/Alba ££[H » JEEZZ4E1E K Auchan £2[#] » 1] Metro, Otto/Quelle,
Medion ZEFSEIONZEE ~ FiflE S B 5 M e e, K F A CDC, eIt AT
El-Corte-Ingles JHEES R, & [EE R =& BLANR K ZE i E1 48 5 - T
JECE P ~ R - PR - HEHE KEEE—RREFEE -

O

MINTON
3 - {ERHARE © 200104~2003/11 (2 4F 7 i H)
AT i BB/ S e ]

- EEESER BB RS
- AT sl

- ONERRE 501~1000 A

- TR - 67,000

- VN 11~20 A

- TFHiES . &l

- LAEEEEA -

MEEHTE, BNINEBTE

1) Product planning: successfully introduced ODM project on RF/Digital Audio
Broadcast tuner and USB > RCA/audio decoder boxes(audio decoding /streaming
control), digital home theater system with multinational partners. 2) Sales &
Marketing: broadly connected multinational partners eg. TEAC, Klipsch, Video Logic,
Guillemot, Altec Lansing, AEGO, Siemens for the audio system business successfully.
Participation on int'l expo eg. CEBIT, Photokina, Computex and exposed Minton audio
system/products successfully. 3)Managerial: forecast & efficiency achievement,
coordinate internal with purchase / production depts., to keep up smooth delivery
schedule with harshness.
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1) Sales & marketing: established successfully sales channels in EU(from O to
220K/monthly, introduced Afreey's products(CD,DVD-ROM & Players)into the IT
business. Multinational clients covers EU/different continents eg. Ingram Micro,
Walmart, Aashima/TRUST, Target, Dixons, Metro, Otto/Actebis, Medion, etc...
Exposed Afreey products on int'l serena on CEBIT, CES, Computex etc. 2) Formed up
powerful sales / marketing team to catch up more multinational clients for
OEM/ODM projects for CD,DVD-ROM & players. 3) Established logistic warehouse in
Holland : to catch up just-in-time deliveries in EU, & RMA service center.
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1) Strong sales technique & OBM broad channels connection, as well as logistic

center in Holland distributing to EU & Mid East regions since year 2000.

2) Successful sales record & experience for OEM/ODM projects since year 2000

3) Strong capability for product planning & budgets projecting with marketing

sense

4)  Successful team leader for both sales/marketing & RD engineering segments.
Int" | exhibition participating since year 1991 - worked with CETRA(China

External Trade Council/Taiwan) in Duesseldorf, Germany from 1993~96 as promotion

officer for external affairs; served int’” | buyers & enterprisers for bilateral

demands/coordination for various products/commercial negotiations on various



exhibitions.
Expertise in European activities for running sales channels, logistic & RMA or

even offshore contract manufacturing(OEM/ODM) coordination.

[EPNERE -

KNEE sefraEA s [EHETELEEETE ) 0VFHER > ST
TAEAEEERGMEE - HEEEN REE IS > WHENRAFE
B~ REUHRBEETA - S R E AT 0 EE 2 SILUEL o HEHEFEAT
G S S R R ARG R DA GET 88 R SIS B R B e R PR B SR B (2%
ERFPSEISEE A JAE] PSA FEEGER HEE E, oA B PR JE G E (DF-Peugeot) HiJiG, 12
BMW Hifi X 55 A SBCRAIE R B hEmAG (Continental) B SHFF (Kostal), B
A PGPS F-(Siemens VDO), EAFEEqA](Marelli) PEIEAE5E 5 (Ficosa) ZFEEE]
RIEELIATE SETHEARE (eCall))IHE L (OBD/OBD Il) S S #2EE
(L BHEELS B R EIE (eBike)EBEE HITH (OT)VIIREMEEEE T2 &
S i R e EE SRR I - AR R O R A B RAS 0 DL ODM 1T
HEEE TS BREEEZWER A T&T, Verizon, HLE] Vodafon 1EEE T- Mobile
EPSEREE, FEREERFERE NG E SIS - pIEL SRR
KNEPERFRE REE 4 FIHE&E T A EIREFHEET -

et 5 IR BRI NEE G R INER S (R NERE A e &
Y 1989 SEEMER E2IE 2 1996 F-34 7 £ BGEMGH i g B NS ERESE e -
9L~ FEEREERRIEE 2R - BT R R RSB SRR ~ BA) - AHETREIN
B ERAIL

HA R IN R SR B dE 46 > TR P T2 > B 1991 SR % 1996 FAE
RESHEEEEMTEEMEEG T HE - ERiE LRSI R A /B 2
EUEREIRE - BIRE - 6] FE - RXSSH LFZENEREER -

ARG - RSEARM T UL NE—ERIERIBR B EE AL 16 4 - Hh
EHE ek G ERMEL 550G/ F] Barter Exchange System Co. T VU - FI 4R
E((CLERK) ~ 484 (TRADE BROKER) ~ % i %1 % 2 ¢ ¥ (SHOWROOM- MGR) » %
RAER X SERAFNESF Mol aB R REAE -

FEFPANEOS Bl R R IREIAT 2 Z BEEFISR  A ASGEETANEE ~ B K
Rz #2=5 A ERGHR 2 FEREER  REEE B R HHOEEHE
AR T R BT BT 4 AR TG LEGEE AT
Ve LIRS |



Philip Wang

© FHEE

| finished the my study in 1989, with major German culture & language in the Foreign
Language Faculty of Soochow University(5F 52 K EEYNEEL [ )in Taipei, and
recognized the necessity of acquiring better environment for a foreign language's
study by going abroad. | thus went to Germany for further study in 1989 and
obtained my Master degree of Interpretation for Business Law & Negotiation in 3

languages(German-English-Chinese) in the April of 1996.

| had to support my living & all the costs during my study in Germany, not only for
dignity but also for reality reason | have been working in many different fields(from
industrial to service industries), one of those was as a Simultaneous Interpreter on
most major international exhibitions in Germany from 1991 to 1996, by supporting
th e exhibitors from Taiwan & Hong Kong with both the interpretation affairs and the
business coordination of closing contracts, as well as the necessary / decisive

negotiations.

For | was educated with both Chinese & European systems and due to my
professional training during my study in Germany, | do understand the enormous
differences between the Chinese/European languages & mentalities which should be
counted as the very decisive cultural elements to earn the mutual understanding &
to construct better foundation for long term business relationship with the European
accounts. My previous working experiences in tertiary industry made me realize how
important the integration of education & practice is, as that will be the most

concerning issue to carry out the best working performance.

At present | am working as Director at a public company for consumer electronics,
and in charge of the business development for worldwide OEM/ODM projects &
sales activities in Mid East, African regions, with the sales volume over USD12 mio.
Throughout those major sales channels . Your granting for an interview would be
highly appreciated.

Thank you again for your kind attention.

Philip Wang



