
B2 Saturday, March 2, 2019

Markets appreciate certainty, and the rebound in risk sentiment 
in recent weeks seems to have been driven in part by a reduction 
in policy uncertainty, according to a report by Morgan Stanley. It 
seems that markets have approached the point of complacency. 
The 4 per cent decline in oil prices on Monday following  US 
President Donald Trump’s tweet on the Organisation of 

Petroleum Exporting Countries is an important reminder that 
market sentiment can shift, particularly in crowded trades. The 
daily sentiment index for crude, for example, was at 85 per cent 
of traders bullish at the end of last week, suggesting  a somewhat 
crowded positioning. The gauge for the S&P 500 Index was not 
far behind that of crude, the report says.

Crude oil daily sentiment index (% bullish) Crude oil (US$/barrel)

Sources: Trade-Futures.com, Morgan Stanley SCMP
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March 4 Final: China Tower 
Corporation, Lifestyle China Group, 
Lifestyle International Holdings, 
Pinestone Capital

March 5 Final: SingAsia Holdings, 
San Miguel Brewery Hong Kong, 
Thing On Enterprise, Tsit Wing 
International Holdings, Wharf Real 
Estate Investment
AGM: Infinity Development Holdings

March 6 Final: Beijing Capital Grand, 
China Everbright Greentech, 
Computer and Technologies 
Holdings, FIH Mobile, Great Eagle 
Holdings, Hi Sun Technology (China), 
IGG, JTF International Holdings, MGM 
China Holdings, MMG, PAX Global 
Technology, Techtronic Industries, 
Rusal
AGM: Mingfa Group (International)

March 7 Final: Dragon Mining, 
Giordano International, HangKan 
Group, Harbin Electric, Hua Medicine, 
Liu Chong Hing Investment, MTR 
Corporation, Texhong Textile Group

RESULTS

exported its unique entrepre-
neurial business model around 
the world with nearly US$40 
billion in revenue in 2017.

Sanyo’s white goods division
in Japan, acquired by Haier in 
2012, had excellent technology 
and products, but its employee 
model was lacking in talent 
expansion. Entrepreneurial tal-
ent, combined with an impressive
technology background, allowed 
Sanyo to reverse its losses within 
eight months of its acquisition by 
Haier.

The Chinese company’s focus
on direct contact with clients and 
its culture based on meritocracy 
was taught, sometimes informal-
ly, by Du Gingguo, the head of 
Haier Japan, to the Japanese 
team. Du patiently worked with 
the Sanyo workers until they 
understood the new system.

At GE Appliances in the US,
Haier needed to overcome dis-
tinct issues in its quest to spread 
entrepreneurism.

Employees were “no longer
incentivised to do the right thing, 
so we are helping them to build 
micro enterprises instead. These 
enterprises consist of people from
previously different departments, 
from [research and develop-
ment], from manufacturing … 
building a new team. They wind 
up being responsible to the 
market”, Zhang said.

When asked how manage-
ment thinkers in the future would 
look back on his work, Zhang said 
he imagined his legacy would be 
“changing a hierarchal and 
bureaucratic enterprise into an 
ecosystem, changing a whole 
garden into a rainforest. There are 
parts that die off and parts 
emerge, but on the whole, it’s 
ever-living and ever-evolving”.

Felipe Monteiro is an affiliate 
professor of strategy at INSEAD. He 
is also the academic director of the 
Global Talent Competitiveness Index

As one of the most innovative 
business strategists worldwide – 
ranked No 24 in Fortune’s 
“World’s Greatest Leaders” – 
Zhang Ruimin of Chinese home 
appliance maker Haier has for-
mulated an entrepreneurial busi-
ness theory steeped in multiple 
philosophical traditions to create 
a way of working that, at its heart, 
puts the user front and centre.

 This idea permeates Haier in
such a way that an IoT-connected 
refrigerator is more than a fridge, 
it’s “a solution to address the life-
style needs of users”, according to 
the chief executive.

Zhang crystallised his vision of
the future as a networked econ-
omy in the term rendanheyi in 
2005: ren is for employees and dan
refers to user value, while heyi is 
the connection between each em-
ployee and the needs of the users.

Under this principle, each
employee can create value for 
users or customers while also 
realising his or her own value. 
Rather than ticking off corporate 
KPIs, employees serve user re-
quests as directly as possible.

The principle has also allowed
Haier to create a global organisa-
tion of entrepreneurs. The 
company empowers its workers 
to make large and small decisions,
including personnel selection 
and profit sharing.

In an interview, Zhang
explained how at Haier “all inno-
vation is driven by new needs and 
then creating new opportunities 
and new markets rather than by 
achieving incremental growth on 
what already exists”.

The rendanheyi business
model is featured in this year’s 
Global Talent Competitiveness 
Index, an annual benchmarking 
report that measures  and ranks 
countries based on their ability to 
grow, attract and retain talent.

Entrepreneurial talent – the
way workers manage to discover, 
process and interpret data to 
make the decisions that lead to 
market success – is the theme of 
this year’s report. In the index, we 
see how entrepreneurial talent 
leads to competitiveness on a 
global level.

It is a vital engine for larger
organisations and Haier is a stellar
example of how entrepreneurial 
talent can grow a business.

As Haier expanded to become
a world leader in white goods, it 

Felipe Monteiro

The rendanheyi principle created by Haier chief 
Zhang Ruimin is turning staff into entrepreneurs 

Putting employees 
right at the centre 
of the business

Each employee 
can create value 
for users or 
customers while 
also realising his 
or her own value

age prices dropped 3 per cent 
from December, the bank said. 
The average sell-through rate, the 
amount of homes sold against 
new listings, declined to 60 per 
cent in 10 key cities, the slowest 
pace in nearly four years, it said.

The bearish sentiment is
shared by some developers. Yu 
Liang, chairman of China Vanke, 
the mainland’s second-largest 
property seller, said the country’s 
real estate industry faced a pro-
longed downturn beyond 2019.

“The basic demographic trend
[of China’s greying society and 
low birth rate] and the overall 
economy exert a much bigger 
impact on our sector than the in-
dustry policy change,” Yu said in a
speech to his company this week.

To survive the downturn,
Vanke would sharpen its focus on 
building real estate, eschewing 
proposals for non-property busi-
nesses, Yu said, adding any ven-
ture that did not make a profit 
after three years would be closed.

Country Garden, the biggest
developer in the country, particu-
larly among smaller cities, said it 
would streamline its head office 
to transfer more staff to outlying, 
regional offices where overheads 
were lower.

During the same period in
2018, holiday home sales 
boomed, forming a higher base 
for comparison.

The growth in the mainland’s
real estate sales, crimped by 
draconian measures since Octo-
ber 2017 to stem speculation, has 
slowed further in recent months 
as the effects of the escalating 
US-China trade war spilled into 
the economy. Manufacturing 
activity has slowed in the “world’s 
factory”, causing consumption 
to falter.

As the mainland legislature
prepares to hold its annual 
gathering next week in Beijing, 
homebuyers and analysts are 
watching to see if the government 
will signal any easing in its price 
control measures to kick-start a 
stalling industry. Already, local 
authorities in Shandong, Guang-
zhou and Zhuhai have been given 
the leeway to ease their cooling 
policies.

Still, it may take time for buyers
to gain enough confidence to 
return to the market.

“We expect sales in March to
contract more than 10 per cent 
compared with last year, consid-
ering the low sell-through rate, 
poor sentiment and higher base 
[of comparison] among lower-tier
cities,” said Eric Zhang and Pu 
Wang, analysts for China Interna-
tional Capital Corp (CICC).

“If there is more policy easing,
the situation could improve, but 
without it, the downtrend would 
persist.”

Sales in the 60 cities monitored
by CICC fell 11 per cent in the first 
two months of 2019, while aver-

Home sales on the mainland 
extended their decline last month 
following a weak showing in 
January as economic uncertainty 
from the country’s ongoing trade 
war with the United States 
continued to weigh on buyer 
sentiment.

Contracted sales by the main-
land’s 100 largest developers fell 
11 per cent to a combined 446.4 
billion yuan (HK$522.4 billion) 
last month from a year earlier, 
according to data from China Real
Estate Information Corporation 
(CRIC). Compared with January, 
sales slid 23 per cent.

“February should have been a
busy season, especially for smaller
cities where returnees to their 
hometowns typically snap up a 
property to mark the Lunar New 
Year celebrations, but this didn’t 
materialise this year,” said Yang 
Kewei, the consultancy’s research 
director.

Zheng Yangpeng in Beijing
yangpeng.zheng@scmp.com

Analysts expect a decline of more than 10 per cent in March, citing a low 
sell-through rate, bearish market sentiment and a high base of comparison

TRADE WAR CONTINUES 
TO DAMPEN HOME SALES

February should 
have been a 
busy season … 
but this didn’t 
materialise
YANG KEWEI, RESEARCH DIRECTOR, CRIC
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134.8 billion yuan (HK$157.7 
billion) for the three months to 
December.

“We will take more products to
low-tier cities and attract more 
customers,” Liu said.

“We will be more open, bring
more new business model to the 
offline operation … From this 
year, we will have more new 
offline business models.”

JD.com’s strong results come
on the back of its sales promotions
around the Singles’ Day shopping 
event. The number of annual 
active customer accounts in-

creased to 305.3 million last year 
from 292.5 million in 2017.

The company, which counts
Walmart, Google and Tencent 
Holdings as investors, is diversify-
ing its main business by investing 
in offline retail, finance and 
logistics services.

Its Pingou service, which com-
petes with e-commerce company 
Pinduoduo, will develop its own 
app and products to attract more 
customers from lesser-developed 
areas, as well as female users.

JD.com would merge its luxury
business, Toplife, with the China 

unit of London-based online 
fashion retailer Farfetch, the firm 
said earlier on Thursday.

Last week, the company con-
firmed local reports saying it 
planned to lay off 10 per cent of its 
management at the vice-presi-
dent level and above this year, 
using the “rank and yank” ap-
proach. This strategy usually 
forces department heads to 
identify and fire their least pro-
ductive staff.

Two days later, it said it
planned to hire about 15,000 new 
employees in 2019.

JD.com, an e-commerce plat-
form, plans to expand into the 
mainland’s lesser-developed cit-
ies and open more offline busi-
nesses this year, according to 
founder Richard Liu Qiangdong.

The Beijing-based firm would
also improve its management 
system by embracing big data and
digitisation, Liu said on a confer-
ence call this week after it reported
better-than-expected sales of 

Celia Chen in Shenzhen
celia.chen@scmp.com

JD.com takes aim at smaller cities and offline services
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Monday, March 4: APCAC Business 
Summit 2019: The future of US trade 
and investment in Asia (until March 
5). Grand Hyatt Hong Kong.

Tuesday, March 5: British Chamber 
of Commerce breakfast: 
“Unexploded ordnance in Hong Kong 
– An undeniable risk to the 
construction industry”.

Royal Geographical Society evening: 
“What are the biggest geopolitical 
issues facing the world”. Jardine 
House.

Thursday, March 7: British 
Chamber of Commerce breakfast: 
“Blockchain – The answer to the 
future of retail?”

Friday, March 8: German Chamber 
of Commerce afternoon: “Is money 
the best motivator?” Tower One, 
Lippo Centre.

Tuesday, March 12: British Chamber
of Commerce lunch: “How to 
persuade and influence people – 
Learn the basic social principles that 
govern getting to ‘Yes’ ”.

Friday, March 15: British Chamber of 
Commerce breakfast: “How can the 
task force for climate-related 
financial disclosure (TCFD) help Hong 
Kong businesses?”

Tuesday, March 19: Joint chamber 
lunch with Financial Secretary Paul 
Chan Mo-po.
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