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Manfield Coatings Co Ltd and

its production arm Shenzhen

Pinef ie ld  Enterpr ises  Co

provide customised industrial

coat ings  ta i lo r  made  for

various industrial products.

These  end  p roduc ts  a re

mainly supplied to developed

reg ions  hence  exce l l en t

world-grade best- in-class

performance is essential .

Be ing  we l l  aware  o f  the

customers ’  needs, Manfield

has developed a management

structure offering “ prompt

and re l iab le ”  supply  and

se rv i ce .  Th i s  sys t em  i s

cont inuously  ref ined and

Manfield aspires to set the

benchmark for customised

industrial paint manufacturers.

Beginning wi th just  four  staff  when

estab l ished in  1986,  Manf ie ld  has

g r own  t o  s e r v e  we l l  o v e r  1 , 0 0 0

c u s t o m e r s  i n  t o y s ,  l a m p s ,  T V

cabinets, mobile phones etc. with an

annual  turnover  o f  HK$235 mi l l ion .

Benchmark i ng  w i t h  r e l evan t  pa i n t

manufac turers ,  the  per fo rmance o f

M a n f i e l d  i n  d e l i v e r y  l e a d t i m e ,

p r o d u c t i o n  f l e x i b i l i t y ,  q u a l i t y

rel iabi l i ty and profi tabi l i ty does set a

p receden t .   Man f i e l d  none the less

con t i nues  to  seek  improvemen t  i n

v a r i o u s  w a y s ,  i n c l u d i n g  i t s

app l i ca t i on  f o r  t he  Qua l i t y  Awa rd

which is  cons idered to  be a he lp fu l

tool for improvement.

Leadership
Senior leaders designed, equipped and

structured the company in a way which

facilitates maximum flexibility to cater

for  the ta i lor-made requirements of

customers. Senior leaders continuously

seek oppor tuni t ies to  improve thei r

l e a d e r s h i p  s t y l e  a n d  b u s i n e s s

knowledge. Managers are encouraged

t o  t a ke  r i s k - a s sessed  i n nova t i v e

a t t emp t s ,  a nd  a r e  b a c ked  up  b y

c o n t i n u o u s  t r a i n i n g  a n d  g r o u p

discussions.

T h e  v a l u e  o f  b e i n g  “p r om p t  a n d

r e l i a b l e ”  i s  h i g h l i g h t e d  t o  a l l

s t a f f  t h r o ugh  s imp l e  a nd  ea s i l y

remembered mission statement and

quality statement.

The goal of being prompt and reliable is

achieved by motivating and mobilising

all staff which calls for TQM. This is

backed up by continuous training and

discussions to infuse the concepts of

‘looking beyond the work boundary’,

‘internal customers’ etc plus personality

development vital to such purpose.

Various tools and channels are created

for al l  staff  to make improvement

proposals.

In addition, the applications for awards

are being used to further create drive for

all staff to invigorate their performance

and attain their targets. The application

of Malcolm Baldrige style of awards is

MISSION  STATEMENT

“B y  s a t i s f y i n g  c u s t om i s e d

requirements of customers through

provision of ‘prompt and reliable’

products and service in order to

optimize profit to take care of the

interest of investors, employees,

customers and community”

QUALITY  STATEMENT

“To provide in time products and

service that satisfy customers ’

requirements at reasonable price

and cost”

This Report Summary is Provided by
Manfield Coatings Co Ltd
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considered as one level  above our

p r e v i o u s  awa r d s  wh i c h  i s  mo r e

oriented towards quality of products

and service.

Strategy Development
Data and requirements of customers are

regularly assembled through frequent

v is i ts  to  var ious customers.  Such

i n f o rm a t i o n  a n d  a n a l y s i s  f l o w

systematically through joint department

meetings enabling fact-based strategy

development. Yearly object ives are

identified for sales, service, product,

innovation and quality aspects.

To  exped i t e  t he  deve l opmen t  o f

s t rategic  par tnership through jo int

venture with European and Japanese

pa i n t  manu fac t u re r s  a l l ow  r ap i d

expansion into new market sectors, such

as kitchenwares and mobile phones.

Ac t i on  p l ans  f o r  t echno logy  and

production transfer are well scheduled

and executed, backed up by adequate

resource plans.

Customer and Market Focus
Frequent visits are made by various

departments calling at different functions

and levels of customers. Technicians

usually accompany the salesmen during

key meetings. Such multi-tier contact

ensures that the collected customer

information is direct, f irst hand and

complete. Information is channeled and

analysed in joint department meetings

before  be ing  presented  to  sen io r

management for policy discussion.

There are dedicated personnel and

p r o cedu r e s  t o  h and l e  c u s t ome r

enquiries and complaints. Customer

sat isfact ion and loyalty indices are

closely monitored.

Information and Analysis
Data are regularly and systematically

collected and translated into productivity

indices and customer satisfaction indices.

These key performance indices are

closely monitored in addition to financial

and sales results. Quality improvement

teams and employee good suggestions

enhance quality improvement. Data are

made avai lable to stakeholders to

enhance their initiatives and involvement

in improvement participation.

Fully computerised MIS system serving

over 100 terminals of various functions

has been used effectively for many years.

New  f unc t i ons  and  use r - f r i end l y

requirements are properly documented

and implemented. A new ERP system will

be installed shortly to conform to new

management  processes in  a more

systematic and expedient manner.

Human Resource Focus
Th e  c ompa n y  l a y  emph a s i s  o n

continuous improvement through staff

e n h a n c e m e n t .  I n  a d d i t i o n  t o

reinforcing the ideas through training,

va r i ous  mechan i sm conduc i ve  t o

improvement via creative thinking are

imp lemented :  the  emp loyee  good

s u g g e s t i o n  s c h e m e ,  q u a l i t y

improvement teams, qual i ty c i rc les

and continuous improvement scheme

where staff participation is high.

To ensure employees can organize

and  manage  t he i r  j obs  p rope r l y ,

spec i f i c  job  spec i f i ca t ion  and  job

desc r i p t i o n  a r e  emp l o yed .  Such

documents effectively clarify the job-

h o l d e r ’ s  r e l a t i o n s h i p  w i t h  h i s

superiors, subordinates, work partners

a n d  i n t e r - d e p a r t m e n t  w o r k i n g

r e l a t i o n s h i p .  T h i s  e n a b l e s  t h e

company to funct ion smoothly  and

f l e x i b l y  l i k e  a n  o r g a n i c  b o d y  t o

cope  wi th the mul t ip le customized

requirements. These documents are

cont inuously updated to ref lect the

changing work system.

Skill tables are used to guide the progress

of individual skills and abilities which

are regularly assessed. A large variety of

t ra in ing  mode ls  and methods are

employed to train different groups of
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employees. Knowledge sharing is open

to other related departments.  As a

resul t ,  85% of the employees made

advancement in their job capabilities in

2002  and  we r e  awa r ded  s a l a r y

adjustments accordingly.

Process Management
The des ign processes are  c lear ly

defined with the input requirement,

sample  t r ia l  and  ad jus tment ,  and

p r o d u c t  c o n f i r m a t i o n .  T h e  k e y

production and delivery processes are

identified with explicit key performance

requirements and are mapped clearly

w i t h  t h e  f l o w  c h a r t .  T h e  k e y

performance indices are defined with

in-process measurements which are

c lose ly  mon i to red  and t racked by

depar tments  respons ib le  fo r  the i r

performance. A company-wide bonus

scheme t ied wi th  the per formance

ta rge ts  ensu res  a l l  s ta f f  adop t  a

positive and co-operative attitude.

On the business side, the key contract

review and approval process is clearly

defined and depicted. This ensures that

all committed contracts can be fulfilled

d e s p i t e  s p e c i a l  t a i l o r - m a d e

requirements, and is at the same time,

bene f i c i a l  t o  t h e  c ompany .  Key

per fo rmance ind ices  are  used fo r

con t r o l  a nd  imp rovemen t  o f  t h e

process.  Regular  jo in t  depar tment

meetings ensure smooth procedure and

improvement of the business process.

Several  key support  processes are

c lear ly  iden t i f ied  to  meet  var ious

cus tomised requ i rements  in  t ime.

These processes transcend several

d epa r tmen t s .  B y  appo i n t i n g  t h e

‘coordination department’ for a specific

process and resolving issues during

joint department meetings, the support

p r o c e s s e s  c a n  m e e t  a l l  k e y

requi rements  which are measured

against performance indices.

Business Results
Customer sat is fact ion targets  and

product /  service targets valued by

customers are met.  Improvement trends

a re  obse r ved  f o r  mos t  o f  t h ese

indicators. Customer loyalty index also

shows steady improvement.

The company has successfully  passed

16 customer qual i ty  audi t  in  2002.

Th is  inc ludes  a  s t r ingent  two day

audi t  f rom Motoro la .  By ach iev ing

comparat ively high score against a

major competitor, paint sales to the

mobile phone industry have increased

sharply.  As a result, turnover of the

j o i n t  v e n t u r e  c ompa n y  s h owe d

remarkable growth.

The company enjoys a dominant paint

supplier position in the traditional core

business of metal toy stoving enamel

and pad printing inks. Profitability is

relative to l isted paint companies in

Hong Kong, and is also benchmarked

with some industry leaders in America,

Europe and Japan.

Supported by various schemes and

tra in ing,  the part ic ipat ion rate and

adoption rate of the good suggestion

scheme is very high. This reflects that

employees are highly involved in the

imp rovemen t  p r ocess  l ead i ng  t o

c o n t i n u o u s  imp r o v emen t  o f  t h e

company.

On- t ime de l ivery ,  one o f  the most

impor tant  per formances va lued by

c u s t o m e r s ,  i s  b e t t e r  t h a n

b e n c h m a r k e d  a n d  i s  h i g h l y

appreciated by customers.  In addition

the company strategy of joint venture

and  techno logy  t r ans fe r  t o  move

rapidly into new market has yielded

high business growth and brought a

new source of profit.  These combined

factors enable continuous increase in

turnover and prof i t  by the company

d e s p i t e  t h e  h a r s h  a n d  d i f f i c u l t

business environment worldwide.



Report Summary

�=�=�=�

42

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'#$()*

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'()*$+

�� !"#$%&'()*+,

�� !"#$%&'()*

�� 1986�� !"#$%&'()

�� !2.35�� !"#$%& '

�� !"#!$%&'!()$*+

�� !"#$%&'()*'+,-

�� !"#$%& '()*+ ,

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� !"#$

�� !
�� !"#$%&'()*+,-.

�� !"#$% &'()*+,-

�� !"#$%&'()*+,-./

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� !"

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-.

�� !"#$%&'()*+

�� !"#$%&'()* +,-

�� !"#TQM�� !"#$%&

�� !"#$%&'()*$+,-.)

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� !"#

�� !"#$%&'() !*)+

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-./

�� !"#$%&'()*+

�� !"
�� !"#$%&'()*+,-

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-"

�� !"#$%&'()*+),-

�� !"#$%

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-.

�� !"#$%&'(�)*+,-

�� !"#$%&'()* +,-

�� !"

�� !"#$
�� !"#$%&'()*+ ,

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-

�� !"#$%&�'()*+,

�� !"#

�� !"#$%&!'()*+,-

�� !"#$%&'()�*+,-

�� !"# $

�� !"
�� !"#$%&'()*+,-.

�� !"#$%��&'()* +

�� !"#$%&'()*+,-.

�� �!"#$%&'()*+,-

�� !"#$%&'()*+,-./

�� !"#$%&'()*+,-.

�� !"#$%&'() *+(,

�� !"#

�� !"#$%&'"()*+,-

MIS�� !"#$%&'()*+,

�� !"#$��%&'()*+,

�� !"#$ERP�� !"#$%

�� !"#$%&'()*+(,-

�� !"#

�� !"#
�� !"#$%&'()*$+,-

�� !"#$%&'()*+,$-

�� !
�� !"#$%&'()*+,-

�� !"#$%&'(

�� !"
�� !"#$%&'()*+,-

�� !"#$%&'()*+,-

�� !"#$%&'()*+),

�� !"#$%&'



Report Summary

�=�=�=�

43

�� !"#$%&'()*+,-(

�� !"#$%&'()*+ ,-

�� !"#$%�&'() *+

�� !"#$%&'()*+,-.

�� !"#$%

�� !"#$%&'()*+�,-

�� !"#$%&!"'(%)$*

�� !"!#$%&'()*+,-

�� !"#$%&'()*+,-.

�� !"��� !"#$%&'(

�� 

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,%&

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� 85%�� !"#$�%&'(

�� !"#$%

�� !
�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'()*+�

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� 

�� !"#$%&'()*+,-

�� !"#$%&'(��)*+

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-

�� !"

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-./

�� !"#$%&'()*'+,-

�� !"#$%&'()�*+,-

�� !"#$

��
�� !"#$%&'()"#*+,

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-.

�� 

�� !"#$%&' 1 6�� !

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&'()*+,

�� !"#$%&"'()*+

�� !"#$%&'()*+,

�� !"#�

�� !"#$%&'()*+,-

�� !"#$%&'()*+,-

�� !"#$%&'()*)+ 

�� !"#$%&'()*+,-

�� 

�� !"#$%&'()*+,-.

�� !"#$%&'$()*+,-

�� !"#$%&'()*(+,-

�� !"#$%&'(

�� !"#$%&'()*+,-./

�� !"#$%&'()*+",-

�� !"#$%&'()*+,-.

�� !"#$%&'()*+,-

�� !"#$%&"'(

�� !"#$%&'()*+,-.

�� !"#$%&'()*�+,-

�� !"


