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What do you think is the main attraction
and challenge of the China market?

The main attraction is to be selling in a large
growing market that really is looking for
quality products but the challenge is to reach
brand awareness in such a specific market.
We would like to develop a do-able and co-
herent strategy to be online and offline and

reach brand awareness as soon as possible.

BANAPETHR KBRS DR
fta?

HETHANAEEKR, BXERER~
mAERKHFER, ZXXtModelliSkitT
RRERAWBSI N, E51FER, 0@
ARSI TIFFE T ILER
BrEmEE, BRBME TEMNBAE
FrEIERE XK.

At 2 EFENNEEEHENPETH
BIETEMkEE?

REZMEERZ. RV

HBA—#£, XfModellifyf=F. &it. H{E
R REH+H#HE, FARBEDL. &K
{IH8E, EBEMIETFERETIRSEN
IEEZR, RIMRESERHEELX.

SERENE—RSMCBMER &
B, FEERRELRMAERETE
TIFBIERBMNEE. FEHIHHNMA
. RiE. BEFTEREEEHMEFTT
HRYER, BT, RITAARBEER
NREEXFENEELE, FEEPES
FENG RIS .

Why do you choose Babyauto as your part-
ner in the China market?

We chose Babyauto as our partner because we
share a point of view about the business in this
sector. As well, at Babyauto all its team have fallen
in love with our products, designs, quality and
brand. Now as our partner I know moodelli will
grow successfully in China because of their many
years' experience in this market.

This is our first time exhibiting in

the Expo, our aim is to launch the brand
through our partner Babyauto in China.
China's baby care market is very specific in
terms of market size, distribution, different
social media platforms and mainly the dif-
ferences between consumers. Babyauto has
been specializing in the Chinese market and
nursery sector since many years and we find
that without a real partnership in China a

brand like moodelli can not be successful.

Emanuel Baur

WX KE L

Key Account Manager, Asia
B ER £ ERFRA
RECARO Child Safety GmbH & Co. KG

What’s STM’s main objective to attend CBME?
We have been here in the China market for
quite some time. But this year, with our new
local partner — Westward, and new products,
we aim to leave Chinese consumers a new dis-
tinctive image of STM, that we are a quality
brand with positive growth and bright future.

Regarding our new partner, Shenzhen
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Westward Import & Export Co., Ltd., they
are very professional with a deep under-
standing our brand value and product supe-
riority. What’s more, they have accumulated
rich experience in automotive business.
Based on these, I am sure that we together
will build STM a more prospective future in
the China market.

what new features have you found in Chi-

na’s child car seat market?

Thanks to government regulation here in,
I think child safety is getting more impor-
tant among the market. And also, people’s
awareness of how important the child car
seats to baby’s safety has also been increas-
ing. In a word, the market is growing very
well. (Image right is Henry Li, CEO of Shenzhen West-

ward Import & Export Co., Ltd.)



