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Company
Phonak Group China is a part of the Sonova
Holding located in Stäfa, a leading provider
of hearing aids. After the establishment of
an operation center and the acquisition of
a former agent, domestic sales commenced.
In 2005, Phonak decided to run an independent retail organization named i-Hear
Professional Services. This retail organization addresses the needs of Chinese consumers with a professional, service oriented approach.

Initial position
The Chinese hearing aid market is rather
fragmented. Manufacturers typically sell
hearing aids via multibrand dealers, hospitals and deaf schools. Consumers buy these
aids in the retail market through one of the
above mentioned categories. Nevertheless,
a few big distributors and retailers dominate the market, selling to whoever wants
to buy and without clear differentiation between wholesale and retail. Although many
efforts were put into the training of people, advertisements and relationship building, business development has not reached sufficient market share.
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Objectives
In order to gain sustainable growth and become one of the major retailers in China,
the business model had to be reviewed.
Therefore, four major tasks were set: An
analysis of the current retail market, an
analysis of the Chinese health care situation and a competitor analysis including the
evaluation of competitors for acquisition.
Moreover, to keep and develop high potential employees, a career development plan
should be defined.
Approach
This cross cultural project began with a kick
off week in Shanghai, where the Swiss and
Chinese students became familiar with the
retail and distribution concept of i-Hear.

During this week, the project team started
its field research and interviewed five target groups. Afterwards, a second interview
round was accomplished and the team moved to the analysis and evaluation of the
gained data. Subsequently, extensive desk
research became a main task to achieve
a comprehensive data base for the SWOTanalysis.
Results
The results of this extensive research were
summarised, clearly structured and presented to the client in the final week in Switzerland. The evaluation of the business concept showed that the performance of i-Hear
lacked two main issues for which the project team delivered sustainable measures
for improvement.
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Mathias Kleiner
«The students had to deal with all the
aspects of working in an intercultural project team. They showed high commitment,
respect for intercultural differences and
they were full of determi-nation. The team
gained insight information about a very
specific market in China and they presented a convincing business concept evaluation with valuable measures for the customer.»

Urs Eller
«Working in «real business conditions»,
with the challenge to provide valuable inputs for further improvement, was managed well by the Sino-Swiss Project Team.
They got into the specific industry environment rather fast, worked very excellent as
one team and provided results (analysis,
SWOT & recommendations) as expected.
We will take their suggestions into consideration for mid-term strategy. Some ideas
will be implemented into our action list for
immediate realization.»

