MILTON EXHIBITS*

Founded in 2002, Milton Exhibits Group (Milton Exhibits) is a
young but energetic company providing integrated technical solutions
to events and exhibitions. The company then has further expanded
its business into digital marketing and has established offices
throughout the Greater China and Singapore. The exploration
into new business and markets is mainly driven by the extension
of working relationships with its satisfied clients. This in itself is a
very good example illustrating how a SME thrives with strategies of

customer focus and technology innovation.

Leadership

Milton Exhibits has a well-organized leadership structure.  The
duties and roles of senior leaders are clearly defined. A variety of
committees have been formed to support the management on diverse
organizational affairs. Moreover, a Corporate Professional Unit (CPU)
has been set up to strengthen the organizational governance and
development. The management has demonstrated great effectiveness
at translating the company vision into reality. Social responsibility
is clearly spelt out in the company mission. With this faith, Milton
Exhibits has actively sponsored backdrop production and onsite
setup services for events of charity organizations, in addition to its

conventional monetary donations and volunteer works.

Strategic Planning

Strategic development in Milton Exhibits involves company-wide
collaboration to generate and share ideas. SWOT analysis is well
employed to help map out strategic objectives. Industry insights
collected by Business Related Committee are extensively used for
enlightening strategic planning. The Committee on Management and
Logistics ensures adequate financial and other resources are available
to support the accomplishment of strategic plans. Through several
measures such as 3-day annual conference and annual marketing
strategy meeting, Milton Exhibits successfully engages the company
as a whole in translating strategic plans into concrete actions and

results.

Customer Focus

Customers are mainly sourced from exhibition organizers and
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trade associations. Milton Exhibits uses different brand names to
segment customers for its units of business. By wisely adopting
some simple tools like “Guideline on Customer & Market
Requirements” and “Guideline on Enquiry”, Milton Exhibits gets
a much richer understanding of customers needs and therefore
achieves cross selling among business units.  Various customer
feedback channels, such as customer questionnaires, job completion
form, debriefing session, compliant handling process, have been
employed for good customer listening. Robust efforts (e.g. gifts,
e-newsletters, e-cards) have been devoted to strengthen customer
engagement. The reward is fruitful. In many cases, customers have
been so satisfied that they brought Milton Exhibits in on their new
projects, giving the company opportunities to explore new business

of digital marketing,.

Measurement, Analysis, and Knowledge Management

In Milton Exhibits, performance is closely monitored with a series
of reports and meetings. Reports are timely consolidated and
analyzed to spot potential problems and prompt distinct managerial
responses.  Monthly marketing strategies meeting and mid-year
review are convened to identify the opportunities of performance
improvement.  Tailor-made IT applications have been developed
to act as catalysts for greatly improving operation efficiency and
accuracy. To accelerate the development of IT infrastructure, Milton
Exhibits appoints an external IT consultant to help shed lights on
formulating IT planning and deployment.

Workforce Focus

Milton Exhibits believes people are its vital resources. Each new
colleague is assigned to a “working buddy” to ensure that new staff
could receive adequate and timely attention. This practice helps
new staff migrate to the company culture and therefore greatly lift
up their work performance. Performance appraisal exercises, yearly
training plan and external training sponsorship scheme have been
introduced to promote the workforce development. On workforce
engagement, yearly incentive trips and recreation programmes have
been launched to reward staff’s contribution and spread company

values.
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Process Management

In Milton Exhibits, process management is also a process of customer
engagement. By engaging customers in all processes throughout the
projects, the company can fully listen to the voices of customers
as early as the concept design phase. This enables the company
to thoroughly satisfy customer needs and efficiently identify
potential business opportunities along with the project roll-out. In
doing so, the company has built a systematic project planning and
process management framework. All processes are documented
under a standard operating procedure, so that the project learning
and customer experience can be relayed to next project manager.
Process improvement and innovation have been best achieved by
capitalizing on IT systems and the Best Project Award scheme.
For social responsibility and emergency readiness, the company has
instituted risk assessment exercise, disaster management plan, waste

management plan, and health & safety plan.

Results

Milton Exhibits has achieved promising results in past few years.
The company has continuously generated a healthy growth in terms
of size, sales turnover, number of projects and business scope. Solid
sales growth trend is recorded with no sales decline during financial
tsunami. In the areas of workforce engagement, steady headcount
growth and close-to-zero accident rate have been recorded. The
company has shown strong commitment in social responsibility and
was awarded the “Caring Company” by the Hong Kong Council of
Social Service in the year of 2010/2011.
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