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It was a very good experi-
ence for our company to 
cooperate with young, dy-
namic students in such a 
market study project. It 
earns respect how fast 

this international team was able to under-
stand a rather complex business model and 
how they were able to gather valuable in-
formation of the Japanese coating market.

Coach: 
Dr. Christa Uehlinger

On their way to analyze 
the Japanese market, the 
students were faced with 
challenges inside and out-
side the team which they 
needed to meet to reach 

the goals. It discovered that Japan marches 
to the beat of a different drum than Eu-
rope. The team succeeded to find ways of 
coming up with valuable insights and con-
vincing recommendations.

This is Schmid Rhyner
Schmid Rhyner is a leading producer of 
overprint primers, varnishes and laminating 
adhesives in Europe with a strong capabi-
lity in R&D and manufacturing. Its targeted 
customers are printing companies with 
coating machines, offline printing finishers 
and ink manufacturers. It currently employs 
about 50 employees at its headquarters in 
Adliswil by Zurich, Switzerland, with a sub-
sidiary in the United States and is active in 
some 90 other countries. Its sales for 2009 
were CHF 44 million.

What is printing varnish and what 
are sorts of products exist?
Printing varnish does not only protect prin-
ted products but also gives high quality 
prints a better look and creates added va-
lue therefore. Varnish is used in various 
areas, especially in packaging and other 
high quality printing products.

How did the team proceed?
Schmid Rhyner needed advice for a poten-
tial market entry in Japan. Therefore, the 
Japanese varnishes market was analyzed 
by gathering basic data about the varnish 
market, observing relevant competitors and 
conducting phone interviews with over 
200 potential customers. Finally, a market 
study could be drawn out of the efforts 

which allowed deriving strategic recom-
mendations.

What did we find?
Although 14 competitors indicate intense 
competition, there is only one direct com-
petitor for Schmid Rhyner as local compa-
nies are mainly ink manufacturers. Moreo-
ver, no competitor can offer eco-friendly 
products comparable to Schmid Rhyner’s 
portfolio while the demand for these is 
steadily increasing.
On the other hand, clients expect fast deli-
very and it is a plus to be originated in Ja-
pan. Besides that, price and quality are the 
most important criteria for Japanese com-
panies as they expect high quality products 
at a reasonable price.
Schmid Rhyner has the advantage of being 
less diversified than most of the competi-
tors, focusing on development and produc-
tion solely of printing varnishes while offe-
ring a wider product range than all 
competitors especially with their eco-
friendly products.

What are our strategic  
recommendations? 
There are three opportunities: First, ente-
ring via a distributor who provides know-
ledge about the local market and customs 
but requires profit sharing. Second, ente-
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ring via a wholly owned distributor which 
secures independence but requires heavy 
investment. Finally, not entering the market 
is a possibility due to risks involved when 
doing business in a totally different and 
new market.


