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Export Digital

Tunnel to the Future

Brexit Fallout

Digitalisation offers Swiss SMEs a way
to broaden their reach internationally
at a time when euro weakness poses a
challenge. Alberto Silini, head of Consultancy
Export at Switzerland Global Enterprise, says
the official export promoter can help.

Gotthard Base Tunnel, the longest rail
tunnel in the world, starts operating in
December. Andreas Meyer, the CEO of SBB,
explains how it will shorten journey times for
passengers and goods and bring Europe
closer together.

What does Brexit mean for Switzerland?
Alexis P. Lautenberg, Honorary Councillor of the British-Swiss Chamber of Commerce,
examines challenges including pressure on the
Swiss Franc and the potential need for new
Swiss-UK trade and customs accords.
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Bilateral Chambers are here for You!

D

uring this year’s annual conference, the 41 members of
SwissCham, a global network
of close to 10,000 companies in more
than 100 countries, completed a survey
regarding their services and their members’ needs to cope with ever increasing
challenges in a complex local and international trade environment.
The Swiss bilateral chambers of commerce promote, protect and represent
the interests of businesses of all sizes
and sectors between Switzerland and
specific countries and are a vital economic and cross-cultural bridge. All of
them are non-governmental, non-profit
institutions, which is a unique asset but
also presents challenges.
The latter include constant financial
restraints, lack of sufficient or access to
government supported funds, diminishing income from sponsoring, dependency on volunteer entities, all of which put
the chambers’ long-term planning and
stability under pressure.
On the asset side, the benefits for
members are manifold. The chambers
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lobby to promote legislation that is favourable to businesses. In political turbulence, a non-profit, independent,
non-political institution stands for continuity of relationships and has more
chances to organise successful new activities. And, by working closely with other economic and business organisations
and institutions, they shape the value
and role of business in our society today.
The survey shows that services vary in
range and depth of specialisation. Companies become members to develop their
business contacts, but also to demonstrate a commitment to the local economy. And, though governments are not
required to consult chambers, they are
often contacted, given the local influence and unified voice of the business
community of the bilateral chamber.
Chambers operate long-term and have a
unique know-how and deep understanding
of the target market, the bilateral business
needs, practices and intercultural issues.
They are pragmatic, service-oriented
and cost-effective and a great source for
second advice. And, by offering practi-
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cal, complementary services and access
to a local network of trusted partners
and contacts, they save valuable time
and money and help companies minimise the risk of failure and increase the
chances of success.
Some key-services include:
• Seminars, workshops and roundtable discussions and contacts with
companies, distributors and key stakeholders as well as platforms for young
professionals.
• Trade promotion programme, including organising or hosting overseas
missions and Swiss pavilions at foreign
trade shows.
• Programmes for promoting the image of Switzerland as an ideal business
location or tourism destination.
• Legal services and support in customs matters and more.
Have a look at the members of SwissCham (see below) and join the
chamber(s) that may be helpful to you!
SUSAN HORVÁTH, PRESIDENT SWISSCHAM
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SMES

Tailor-made for SMEs: Export Digital
Don’t be fooled by the
good export figures posted
by the pharmaceutical industry. Not all Swiss exporters are out of the woods in
the aftermath of last year’s
Swiss franc shock.

L

ong-term challenges for the pharmaceutical industry are just now
beginning to emerge. The way
forward is to tap into new markets beyond the eurozone, whether in the US,
China, the Gulf States or Iran. Diversifying is a way to offset currency losses
in Europe and new markets can help ensure long-term growth.
There is no such thing as too much
internationalisation. The best crisis
management is greater international interconnection. And digitization is
the catalyst for this. Never before have
SMEs had so many opportunities to
conduct international business as easily
as they do today thanks to digitization.
Research, marketing, and sales can
mostly be accomplished at your desk,
which is particularly valuable when trying to access distant markets. Digital tools
make possible business models that seemed
unattainable for SMEs years ago and require fewer resources – like cross-border ecommerce, to name just one. Digitization

of industry further expands the opportunity for international collaborations.

New kind of creativity is needed
The flip side of flexibility and efficiency:
a new kind of creativity is needed. In all
probability, margins will be created differently from today. Business models are
being put to the test mercilessly. Those
who do not ride the wave of digitization
will be left behind.
Agile, innovative and steeled by the
strong franc, Swiss companies are well
equipped. But they must now start to focus on enhancing their business models
– digital tools are not an end in themselves. At the same time, entering a new
market is always a complicated business
and needs careful preparation. As has
always been the case, personal contact
with customers is indispensable. In other words, the aim is to do an even better
job of getting to know their needs and,
where it makes sense, to present digital
solutions to problems.

Greater use of digital tools
Where is the best place to start? Schedule
training for qualified employees, or designate an individual responsible for pushing
ahead with digitization in the company!
Make greater use of digital tools and services that already exist in order to secure
a future for your export activities.
In the longer term, the aim is to get
to know customers better, both do-

Alberto Silini, Head
of Consultancy
Export at S-GE.
Photo: Benjamin Hadad

The best
crisis management is
greater international
interconnection

mestically and abroad, to investigate
new technologies and business models
that transcend industry sectors, and to
risk the occasional experiment. Finally,
SMEs must also reconsider relationships with their international business
partners in order to create a basis for an
increased exchange of data and expertise. Competitors may in future become
partners.
We at Switzerland Global Enterprise, the official export promoter, will
be there to lend a hand to SMEs when
they are looking to digitize their international business. Together with Google,
we have for example launched the Export Digital platform, which provides
help in researching markets online and
offers an array of instructional videos
about digital exporting – so that your
company can take the first step on the
path to the digital transformation of
your business.
WRITTEN BY ALBERTO SILINI
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GOTTHARD BASE TUNNEL

An Engineering Feat of the Century
for Switzerland and Europe
Innovation, precision and reliability – the Gotthard Base
Tunnel impressively illustrates these Swiss values. It improves the performance of goods and passenger transport,
both in Switzerland and in cross-border transport between
north and south.

A

t 57 km, the Gotthard Base
Tunnel is the longest rail tunnel in the world. Just as impressive as its size are the opportunities the
tunnel offers for goods and passenger
transport. The start of operations on
December 11, 2016, heralds the beginning of a new railway age on the northsouth axis of the Gotthard. With the
completion of the 4m corridor and the
Ceneri Base Tunnel, this route will be
operating fully from the end of 2020.
Goods transport will profit from a 44
percent increase in capacity. Journey
times for passengers will be shortened
by 30 minutes from the end of 2016,
and from 2020, by a full 60 minutes.
New rolling stock will considerably increase the quality of passenger travel
from 2019.

By rail through the Alps
The highest point of the Gotthard
Base Tunnel is 500m above sea level.
In the context of international transport, the new Gotthard tunnel is the
most important milestone on the way to
flat-trajectory rail through the Alps. European railway chiefs laid the foundation stone for integrated flat-trajectory
rail transport in June this year in Lugano. Deutsche Bahn, Ferrovie dello Stato Italiano and Schweizer Bundesbahn
looked at ways to profit from the effect
of the Gotthard Base Tunnel across the
entire goods transport corridor from
Rotterdam to Genoa by planning crossborder tracks and by reserving international rail tracks. Goods transport by
rail will thereby become more efficient
and environmentally friendly, and road
traffic across the Alps will be increasingly diverted to rail.

More connections
The 1,300km-long corridor from Rotterdam to Genoa is, according to EU
definitions, one of the six key transport

routes of the continent. With a total of
28.5 billion tonne-kilometres for all carriers, it is also the most heavily used
route in Europe. Each week, about 1,500
trains carrying international goods run
between Rotterdam and Genoa across
Switzerland. The Gotthard tunnel will
allow capacity on this route to increase
considerably. The number of train journeys possible on the north-south Gotthard axis will increase from 180 to 210
a day from the end of 2016. After the
Ceneri tunnel and the 4m-corridor begin operating at the end of 2020, 260
journeys a day will be possible. This will
be a quantum leap for goods transport
by rail, above all in combined transport. From that that point on, around
200,000 to 300,000 additional semitrailers could be diverted from the roads
to the railway, according to market estimates. This equates to between 8,000 to
10,000 trains a year in combined transport.

Europe is getting smaller
The flat-trajectory rail will enable goods
transport to not only increase but also
to become much more efficient. Journey
times will become as much as an hour
shorter – Europe will become smaller. At the same time, goods trains will
become longer, heavier and more efficient – Instead of the 580m-long, 1,600
tonne trains with three locomotives on
the old route, the start of operations at
the Gotthard tunnel will allow trains
750m long and 2,000 tonnes in weight
which can be pulled by one locomotive.
This will reduce energy consumption in
goods transport accordingly. The modern train control system, ETCS Level 2,
allows for denser traffic, with trains every three minutes. Trains will travel more
reliably through the mountain making
it easier for customers to plan, as interruptions to the route caused by weather
conditions can be largely eliminated.

Andreas Meyer, CEO,
SBB CFF FFS.
Photo: François Gribi

The Gotthard Base
Tunnel is
also a pipeline to the
transport of
the future

In addition to the advantages for
transit transport through Switzerland,
Ticino will be much better connected.
Combined transport operators, for instance, will have access to an improved
service, for example for fresh produce
travelling from the south to the north.
For important destinations in Ticino,
SBB Cargo is planning as many as three
deliveries a day in future.

Transport of the future
The Gotthard is and remains a special
place where transport history has been
written since time immemorial. That
was the case with the Gotthard Scheitel
tunnel in 1882 and it is the case today,
just before the longest rail tunnel in the
world begins operating. The Gotthard
tunnel is also a pipeline to the transport
of the future. Mobility is undergoing
a deep and fast transformation. New
technologies in the area of digitisation, new customer needs and increased
competition between different modes of
travel are changing the transport market as demand continues to increase.
With innovation, precision and reliability, we will master these challenges and
add chapters to the success story of rail
transport.
WRITTEN BY ANDREAS MEYER
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GLOBALISATION

Intercontinental connectivity:
vital to the Swiss economy
Switzerland has benefited
tremendously from globalisation. Today, an astonishing 70% of the country’s
GDP is earned abroad.

S

witzerland’s high-quality goods
and sophisticated services are in
demand all over the globe. As a
result, the importance of aviation to the
Swiss economy continues to grow. Some
43% of all Swiss exports (by value) are
transported by air. And one tourist visitor
in three to the country arrives in a plane.
In the light of these trends, SWISS has
steadily taken on an increasingly systemic role as a provider of intercontinental
connectivity that is based on the specific
needs of Switzerland’s export-oriented
companies, tourism, and society. But the
country’s aviation infrastructure must be
further developed if SWISS is to continue
to contribute to Swiss global success.

Shifting market demand
I believe that three clear trends can be
observed in the structure of the Swiss
economy.
First, the demand for Swiss products
is increasingly shifting overseas. Take
financial services, for instance, where
the greatest growth potential now lies
in Asia and South America. Or incoming tourism, where we are seeing sizeable rises in Chinese and Indian visitor
numbers. As a result, intercontinental
connectivity is becoming a key factor in
Switzerland’s success.
Secondly, specialisation is further increasing. Swiss-based companies are
focusing more and more on producing
highly sophisticated goods such as hitech, pharmaceutical and luxury items
– all high-value products that require
special care in their transportation.
This is, of course, a traditional Swiss
strength. But it seems that such specialisation is further increasing, owing to the
country’s high production costs.
Thirdly, timing is becoming more and
more important, as just-in-time production and global supply chains demand
the instant availability of services and

goods. And for all three reasons, aviation is becoming even more vital to the
Swiss economy.

“Made in Switzerland”
SWISS provides the connectivity that
Swiss companies need to profit from
these three trends. Our network of over
100 destinations and our entire product design are closely aligned to local
market requirements. And our destination portfolio is built around the structure of the Swiss economy. To take just
two examples: our San Francisco service
underpins the ever-closer ties between
Silicon Valley and Switzerland (such as
Google’s research hub in Zurich), while
our Zurich-Singapore route provides a
vital direct link between these two key
financial centres.
Our product is geared to the needs of
the Swiss market, too. Take our Swiss
WorldCargo division, for instance. Like
most airlines, we transport freight in the
bellies of all our planes. But our various
cargo products are specifically designed
for the Swiss market – such as our dedicated airfreight services for high-value
items (like gold) and temperature-sensitive goods (such as pharmaceuticals).
Ultimately, too, SWISS acts as an ambassador of Switzerland abroad. We carry
the Swiss flag on our tailfins, promoting
Swiss quality from São Paulo to Mumbai. And in doing so, we strive to deliver
on our promise of “Swissness” as well.
We have invested over CHF 6 billion in
new aircraft and lounges. So by the end
of 2017, SWISS will have one of the most
advanced fleets in Europe, in a further reflection of our home country’s image.

Further development essential
SWISS, then, plays a key role for Switzerland. Because only a Swiss-based hub
carrier will design its network on the
basis of local market demand and offer
the associated sound and stable connections. A carrier with a hub abroad will
design its network according to its home
market conditions.
We are well aware of our responsibility to the Swiss export industry, and we
will continue to invest in delivering the
best possible air transport product. But

Thomas Klühr, CEO
of Swiss International Air Lines.
Photo: Swiss

We carry
the Swiss
flag on our
tailfins,
promoting
Swiss quality from São
Paulo to
Mumbai

if it is to connect Switzerland with the
world, SWISS must be able to maintain
its hub system – i.e. pursue a business
model that interlinks its short- and longhaul services – at its Zurich home base.
Without the transfer passengers that this
hub model provides, we could only viably offer around half-a-dozen long-haul
connections from Switzerland, instead
of today’s 26 intercontinental routes.
Our Zurich Airport hub is now reaching its capacity limits. So if SWISS is to
continue to play its vital transportation
role for the Swiss economy, we must ensure the demand-based further development of the aviation infrastructure
(such as the airports) in Switzerland.
Only then can SWISS continue to connect Switzerland with the world.
WRITTEN BY THOMAS KLÜHR
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SME

Strong currency concerns Swiss SMEs
The cost of red tape

Economic forecasts by the Swiss government’s expert group are
positive, but Switzerland’s strong currency relative to the euro and
costly regulations remain major concerns for small and mediumsized enterprises (SMEs).

T

he outlook for Swiss exports
seems “relatively favourable,”
according to forecasts published
in September 2016 by the State Secretariat for Economic Affairs (SECO). That’s
if Brexit doesn’t impact the global economy and the Swiss franc remains stable.
For Hans-Ulrich Bigler, director of
the Swiss SME Association (SGV), the
strong franc and costly regulations are
the biggest problems for SMEs, which
represent 99.8% of Swiss businesses.

A pat on the back for SMEs
Despite the panic generated by the Swiss
National Bank’s sudden removal of its
cap of CHF 1.20 against the euro, Bigler
observes that SMEs have coped well.
“I’m really impressed,” he says. “The
figures from SECO show there has been

growth in the economy and unemployment is low.”
GDP growth increased from 0.3% in
the first quarter to 0.6% in the second
quarter of 2016.
According to Bigler, exports represent
more than 50% of the turnover of onethird of Swiss SMEs and between 10%
and 50% for another third. The remaining companies are domestically focused.
In 2015, Swiss exports to the EU, Switzerland’s biggest trading partner, accounted for 53.71% of the total.
Bigler believes Swiss entrepreneurs
generally find solutions, even in challenging economic environments. “They
are well prepared and able to go into
their niches, see where the opportunities are and develop strategies,” he says,
adding that high-risk strategies are rare.

Hans-Ulrich Bigler,
director of the
Swiss SME Association, SGV.

The figures
from SECO
show there
has been
growth in
the economy
and unemployment is
low

In 2009, the SGV-mandated KPMG
Germany to measure costs incurred to
Swiss SMEs by regulations. The study
revealed that administrative and compliance costs totalled more than 50 billion francs, approximately 10% of GDP.
The SGV has called on parliament to
measure the financial impact of the regulation costs of any new political projects on SMEs. It is also calling for the
rapid implementation of cost-reducing
measures already defined by the government. In addition, a Liberal party motion proposes that any regulation that
would incur costs for SMEs above a certain amount or affect more than 10,000
companies should be subject to a vote
in parliament and require an absolute
majority.
Reducing costs would contribute to
growth, create jobs and help SMEs remain competitive internationally, Bigler
says.
WRITTEN BY MARIANNE BURKHARDT

In precision mechanics as well:
Aside from consumer and capital goods,
SERV covers the export of services.

Exports? Make them secure.
SERV - for financially secure exports and improved liquidity
Is there a risk that your contractual partner abroad is suddenly unable or unwilling to pay for your delivery or service? Do you have the
potential to land a new contract, but lack liquidity for the production
of the export goods? SERV covers political and commercial risks of
exports to prevent defaulting on payments. Furthermore, it helps
enhance exporters‘ and service providers‘ liquidity.

SERV Swiss Export Risk Insurance
+41 58 551 55 55
info@serv-ch.com
www.serv-ch.com
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RUSSIA

Russia – Two Years Under Sanctions
Looking at the Russian economy today, it
is difficult to distinguish the consequences
of EU sanctions from the general recession,
which began in early 2013 and was exacerbated by the decline of oil and gas prices
over the last two years.
Photo: Alex Spichale

R

ussia’s GDP declined by 4%
since sanctions were introduced, corresponding to €75
billion at an average ruble exchange
rate. In addition, capital outflows
reached €200 billion. Capital flight,
the loss of income from natural resources and the western embargo
strongly affected the ruble, whose decline in turn temporarily supported
the national economy by allowing the
state to pay off internal obligations.
Roughly estimated, the effect of EU
sanctions caused the Russian economy to shrink by 15–20% in two
years.
Examining the effect that the sanctions left on the Russian balance of payments, Igor Almazov, Member of the
Board of the Joint Chambers of Commerce, explains: “To cover the deficit,
the National Reserve and National Welfare Fund came up with about €72 billion in the past two years. For the first
time since 2013, Russia entered the
western borrowing market in 2016 and
placed Eurobonds for $3 billion. More

Igor Almazov,
Board Member of
Joint Chambers of
Commerce.

I constantly
see new opportunities,
especially for
medium-sized
companies

than half of the Eurobonds were underwritten by American and Asian investors, the rest by European banks. What’s
more, a privatisation programme of
state property started in 2014 with the
aim of selling a huge number of enterprises to the private sector, including to
western investors. As for inflation, it is
one of the Russian government’s top
priorities to keep it low. After a rate of
12.9% in 2015, it is expected to come
down to 10% in 2016.”

stantly see new opportunities, especially for medium-sized companies which
introduce technologies that are not yet
well established in Russia. Swiss multinational companies are already in Russia and know the situation well. None
have left Russia so far. Among Swiss
products which are interesting to export to Russia, the agriculture sector is
on the fast-track. Technologies in meat
processing and cheese production also
have major potential.”

Chances for Swiss Industry

Potential Needs Stimulus

Switzerland, not a member of EU, participates in the sanctions to a limited
extent but has some scope to bypass
them. Almazov refers to two examples: “An advantage is drawn by the
banking sector, where Switzerland has
a strong position. In addition, cheese
and general food exports to Russia
have increased as they are still affordable for the upper and middle classes”
adds Almazov.
Not only as a result of the sanctions,
but also because of the collapse in oil
and gas prices, bilateral trade between
Switzerland and Russia has decreased
steadily since 2014. However, now that
the Russian economy has passed the
low-point of the economic recession, a
majority of companies have started to
adapt to reality and managed to regain
positive assessments from international
rating agencies. As for the Swiss export
industry, Almazov observes: “I con-

Russia is known for its bureaucracy and
other regulatory obstacles, and certain
rules have to be taken into consideration
to do business with this vast country and
its administration. Almazov explains:
“Those banking on a better economic climate promoting exports to Russia
should start thinking about local production, so-called localisation. It doesn’t
mean that products have to be fully
produced in the country. In machinery for example, part of the equipment
can be exported to be assembled locally.
Moreover, with the new economic development programme, the Russian government is reluctantly looking for ways
and methods to boost the economy. My
observation of the implementation of the
development programme gives me good
reasons to believe that Russia will be in
another place in five to 10 years.”

EXPORT AWARD 2017
Are you a successful exporter? Become one of our candidates!
Submit your application by 31/1/2017 under s-ge.com/exportaward

WRITTEN BY MARKUS R. BODMER
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INFRASTRUCTURE ABROAD

Stadler Rail on track in the US
Photo: Stadler Rail

Stadler Rail announced the
first phase of its plan to expand manufacturing in the
US in November 2015. It has
recently signed its biggest
American contract so far.
The rail manufacturer is confident that its US projects will
secure jobs in Switzerland.

S

tadler Rail signed its seventh and
biggest US order to date in August 2016, just nine months after
announcing plans to expand production
in the US and move into a temporary
site in Salt Lake City, Utah.
Under Stadler Rail’s $551m contract
with the Peninsula Corridor Joint Powers Board (PCJPB), the company, which
is headquartered in Thurgau canton,
will supply 16 six-car double-decker
electric trains, with an option for a further 96 cars worth $385m. PCJPB owns
and operates Caltrain, the commuter
rail line between San Francisco and San
José in Silicon Valley.
Stadler Rail’s lightweight aluminium
electric trains will replace the heavy
steel construction diesel fleet currently
in service.
“We are convinced that this will create other opportunities in the States
for more European-style double-decker
trains,” says Peter Jenelten, Executive
Vice President of Marketing and Sales
at Stadler Rail Group and former President of the SEC Chamber of Commerce.
The Caltrain deal follows Stadler
Rail’s $100m contract with Fort Worth

Transportation Authority to supply
eight Flirt 3 diesel multiple-units for the
future TEX Rail commuter line. The
railway will connect central Fort Worth
with Dallas Fort International Airport.

Buy America

Photo: Stadler Rail

Although Stadler Rail has delivered 50
trains to the US from Europe under previous contracts, the TEX Rail deal is the
first to include US federal funding. That
subjects it to Buy America regulations,
under which 60% of the contract value
must be sourced in the US.
“We knew when we were participating in the tender that we had to localise,”
said Jenelten. “In parallel to working out
the order, we had to work on the localisation concept because we had to prove
to the respective commission how we
were going to achieve the 60%.”
The Caltrain deal is also subject to
Buy America regulations, under which
the 60% requirement will increase to
70% in 2020.
Jenelten underlines the importance
for Stadler Rail to have the right tax
and legal advisors on board, particularly with regard to compliance with the
stringent regulations.

Silicon Valley: A reference

Caltrain signing ceremony with Jim Hartnett, CEO
Caltrain and Peter Spuhler, Group CEO / Owner.

Although the main objective of Stadler
Rail’s 15-year US expansion plan is to
establish itself in the American commuter and intercity train markets in the field
of diesel units, it is also exploring other

Peter Jenelten, Executive Vice President of Marketing
and Sales at Stadler
Rail Group.

projects such as metros, light trains and
locomotives.
Jenelten believes the Caltrain project
will trigger or speed up certain projects.
“If you’re running in Silicon Valley,
that’s a reference!” he says.
Stadler Rail aims to develop the
market step by step. “For us, it will
be a long-term investment and we believe that public transport and rail will
grow in the next couple of years in the
States,” says Jenelten. He also sees potential for exporting from the US to
Canada in the future.

Securing Swiss jobs

Switzerland
will remain
a centre of
competence
and development for new
products and
projects

All the engineering for the Caltrain
project will take place in Switzerland.
“For me, such a project is an add-on,
it helps to secure jobs,” Jenelten says.
“Switzerland will remain a centre of
competence and development for new
products and projects.”
Jenelten points out that, even with
the Buy America regulations and the involvement of non-Swiss European suppliers, “20% of 500 million Swiss francs
is still a nice portion that will stay in
Switzerland.”
Stadler Rail has maintained its staff
of 3,000 in Switzerland, despite difficulties generated by the strong Swiss franc.
“When I look at what we have in the
pipeline, we should not be forced to reduce staff,” Jenelten says.
WRITTEN BY MARIANNE BURKHARDT
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CHINA

The New Silk Road – A Ray of Sunlight on
The 21st century began with seemingly bewildering opportunities as a new global business horizon unfolded.

T

he latter half of the 20th century or more saw the international economy divided into
predominantly autonomous worlds, the
so-called first, second and third worlds.
Then at the turn of the century, four major discontinuities occurred.
The first and probably most impactful was the reforms carried out by China. As the thought leader Zheng Bijian
noted: “The most important strategic
choice the Chinese made was to embrace economic globalisation rather
than detach themselves from it.” For almost two centuries, China, the world’s
biggest country by population, had been
exploited by imperialist powers and
then ostracised from the global market
economy. But now came China’s steep
and rapid ascension to the status of
global economic power.
The second big change was the revolutionary transformations occurring in
information and communications technologies. As the late business guru Peter
Drucker has said, the ICT revolution is
not an industrial revolution, nor is it just
a scientific or technological revolution;
it is in essence an intellectual revolution,
radically redefining the parameters of
information and knowledge.

Thirdly, the erstwhile ‘three worlds’
of the international economy dissolved
into one global market with only a few
nations opting to stay out. This trend
gave rise to a stupendous increase in the
amount of South-South economic activity, including both trade and investment,
with China being a major driving force.
The fourth change was demographic,
including the massive urbanisation occurring across the planet, accompanied by a
dramatic decrease in poverty and equally
dramatic rise in the middle class. This has
profound business implications as new
and highly lucrative markets open up.
However, as the late former Director
General of the WTO, Renato Ruggiero,
noted: “We have gone from a divided
world to an integrated world – and an
integrated world is much more difficult
to manage!”

Pessimism and mistrust
Who could have believed less than a
decade after the promising dawn of the
21st century that we would be in such a
mess? In the wake of numerous shocks
since the 2008 financial crisis, one increasingly hears that the world economy has entered a ‘new normal’ of low
growth and stagnation.

The most
important
strategic
choice the
Chinese
made was
to embrace
economic
globalisation

More worrying than the figures is
what lies behind them. There is a deep
mood of mistrust and lack of confidence. Global economic governance is
failing – the most vivid illustrations being the lamentable failure of the Doha
Development Round and the stasis of
the WTO. This is in part caused by a
strong populist backlash against globalisation in a number of countries, but
more alarmingly by the intensification
of centrifugal forces.
On the trade policy front, the rulesbased multilateral agenda has been
jettisoned in favour of exclusive bilateral, regional, or indeed mega-regional
agreements. Trade has become geo-

Swiss-Asian Chamber of Commerce,
your partner in doing business in the ASEAN
region – Korea, Mongolia, Pakistan, Sri Lanka,
Taiwan, Timor-Leste and Uzbekistan!
Please contact: sacc@sacc.ch or www.sacc.ch
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ht on a Gloomy Horizon?

politicised. Having gone from a divided
world to an integrated one, there is a
strong risk that we are returning to a
divided world.
This trend is reinforced not only by
the mistrust noted above, but also by
rising protectionist sentiment (and policies) driven by a deep mood of business
pessimism.

Renewing optimism
The New Silk Road and Maritime Route
initiative (dubbed by Beijing as the One
Belt One Road – OBOR) has the potential for renewing a sense of optimism
and excitement in the global business
environment. It is truly visionary.

The plan is one of economic integration along the route of the old Silk
Road. The project will stretch across the
Eurasian continent from Xi’an in China
to Rotterdam in the Netherlands, and
across the Pacific and Indian Oceans
from Indonesia and into the Mediterranean to Venice – the European destination of the old Silk Road and the city
from where Marco Polo hailed.
Arguably, the project’s greatest distinction is that in contrast to many recent
initiatives, the New Silk Road is inclusive. Sixty-five countries are engaged,
and it will bring a number of marginalised nations into the orbit of global business, particularly in western and central
Asia. While the project primarily reinforces the historic links across the Eurasian continent and the Indian Ocean, it
offers potential entry opportunities to
other continents, including not only Africa, but also Latin America.
The overriding business emphasis at
the initial stages of the New Silk Road
will be infrastructure. This evokes parallels with the development of the railway
in the 19th century, which transformed
the world in so many tangible, but also
intangible ways. While business opportunities will initially revolve around
‘hard’ sectors to include railways, roads,
ports and telecoms, there will increasingly be scope for ‘softer’ options in areas
such as culture, education and tourism.

Having in many ways missed the
great opportunities that came with the
start of the 21st century, we must ensure
that the New Silk Road and Maritime
Belt does not become a missed opportunity.

Jean-Pierre Lehmann.

WRITTEN BY JEAN-PIERRE LEHMANN,
EMERITUS PROFESSOR OF INTERNATIONAL POLITICAL ECONOMY, IMD

THE NEW SILK ROAD:
The New Silk Road and Maritime Route - A Mega
Project for the 21st Century: Opportunities, Risks &
Challenges
The Swiss-Asian Chamber of Commerce (SACC) invites
you to a most interesting presentation being held by
Jean-Pierre Lehmann, Emeritus Professor of International
Political Economy, IMD & Founder of the Evian Group
and Visiting Professor, Business & Economics, Hong Kong
University.
The luncheon event is taking place as follows:
Date: Wednesday, 7 December 2016
Time: 11:15 to 14:15
Venue: Zunfthaus zur Meisen, Münsterhof 20, CH-8001
Zurich
Registration: Please register by sending an e-mail to SACCSecretariat: sacc@sacc.ch, by 28 November 2016 at the latest.
The cost of the event, which includes aperitif and lunch, is
CHF 140.00 for SACC-members and CHF 160.00 for nonmembers
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TRADE FINANCE

Trade finance tools paramount in closing deals
Trade finance instruments are
essential lubricants for international trade. They not only
facilitate payment but also,
equally important, mitigate the
various risks involved in transactions across borders.

F

or Swiss industry, heavily reliant
on exports, it is of paramount
importance to have access to efficient and robust trade finance options
that work to the advantage of both the
exporting company and the buyer.
“There are several different trade finance instruments. They primarily serve
three functions – to help create financing solutions for the buyer, to mitigate non-performance of the seller and
to mitigate the risk of non-payment in

order to protect the exporter. All are
equally important and, in the end, they
are often what actually closes the deal,”
says Claude Lauper, Board Member of
swiss export and Head of Trade and Export Finance at Zürcher Kantonalbank.

Distinction between risks
For the aspect of non-payment risks there
is a distinction between country risk (political and transfer risk, respectively) and buyers risk, Claude Lauper points out. “Some
markets pose challenges in both these aspects, others, such as for instance Brazil,
pose less country risk, but considerable
buyers risk due to the difficult economic
situation the country is facing currently.”
Banks offer a wide variety of trade finance instruments, ranging from traditional letters of credit to supply chain
finance and currency hedging. Stretching payment terms up to a year or more

There are
several different trade
finance instruments.
They primarily serve
three functions

Claude Lauper, Board Member of Swiss Export.

is also a way to help facilitate a deal. In
very high-risk markets, where private
banks may not be able to provide risk
mitigation, SERV may be able to offer solutions. Claude Lauper also recommends
Swiss enterprises to take full advantage
of the expertise at the chambers of commerce and swiss export, both of which
offer valuable knowledge and networks.
WRITTEN BY CRISTINA LEIFLAND

Our trade ﬁnance professionals
will help your exports take off.

Visit us at www.zkb.ch/internationalbanking
You want to enter new markets? Our experienced trade ﬁnance
professionals together with our ﬁrst-class network of correspondence banks and cooperation partners will help you get there
fast and easily. Just contact us: Telephone +41 (0)44 292 87 14,
e-mail international@zkb.ch.
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RISK MANAGEMENT

Ten years of strong development
As SERV looks back on its
first 10 years, one of the most
striking accomplishments is
the surge in deals that have
been closed, which could not
be covered under its predecessor ERG. When it comes
to risk, there have been shifts
from some markets to others,
but overall the risk remains the
same on a global level.

S

ERV was first founded in 2007
with the purpose of insuring exports that its predecessor ERG as
well as private insurers would not cover or only offered partial coverage for.
SERV, which is owned by the Swiss confederation, is self-financed and has increased its capital by CHF 600 million
to CHF 2.6 billion in 10 years.
“Our predecessor did not cover private corporate credit risk and this
fundamental revision has led to a com-

mitment of CHF five billion in this very
important area. Our total commitment
is CHF seven billion, so this sector accounts for a very large share of transactions. It clearly shows how important
SERV insurance is for Swiss industry,”
says Herbert Wight, director of SERV.

Risks shift
Over the years, SERV has seen financial and political risks come and go in
the world markets. Ten years ago, China was considered a much higher risk
market than it is today. Iran was at the
beginning an important export destination, then it became a non-market,
whereas today, with sanctions lifted,
it is slowly opening up to international trade, but the country is still in the
OECD country category 6 (high risk).
“We are seeing a slow development in
the right direction,” says Wight. SubSahara is rapidly growing in importance
for Swiss industry. On the other hand,
trade with for example Russia and
Turkey has become more challenging,

Herbert Wight,
director of SERV.

Risks
change over
time, but
the sum of
them tend
to stay constant

although these countries remain important markets for Swiss enterprises.
“Risks change over time, but the sum
of them tend to stay constant. SERV is
prepared to be a partner in facilitating
transactions in many of these high-risk
markets. For many companies, especially SMEs, this is crucial or there would
be no deal,” says Wight.
A challenge for Swiss industry is the
strong Swiss franc, which shows no
sign of weakening. Moving production
abroad is a way of lessening its effects
and a recent revision of SERV rules has
opened up a clearer policy regarding
Swiss content of exported goods. “One
no longer needs to have complete Swiss
content, even if the goal still is to have
the highest added value in Switzerland,”
says Wight.
“This is a pragmatic approach. Flexibility is key to ensure the continued success of Swiss exports and we are happy to
provide means to that end,” adds Wright.
WRITTEN BY CRISTINA LEIFLAND

Executive Master of Business Administration
Interactive. Teamwork. Focused.
SBS Swiss Business School
www.sbs.edu
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PEOPLE IN ENTERPRISES

A Field of Tension – The labour
market and immigration
Open and flexible labour
markets are the heart of a
national economy. Switzerland has ideal conditions in
this respect. Bilateral relations with the EU are a cornerstone of this. Unlimited
immigration, on the other
hand, meets political resistance. Brexit has done nothing to defuse this situation.

S

ince the mass immigration initiative was adopted, new uncertainties have emerged on the horizon
for the Swiss economy. Depending on
how it is implemented, entrepreneurship will face additional burdens – on
top of the Swiss franc’s appreciation
against the euro, which has already presented major challenges for many sectors. Added to this, the global economy

THE EUROPA FORUM:
For more than 20 years, the
Europa Forum has engaged in
strengthening Switzerland as a
business location by fostering a
constructive dialogue with Europe.
The Europa Forum Lucerne provides neutral and independent
information. Each event is presented as a dialogue between leaders
of the business, academic and political worlds. They take place twice
annually; in spring and autumn.
The upcoming forum:
A field of tension: The labour
market and immigration
14th November 2016 – KKL Lucerne
Programme:
11.30 Lunch cruise on Lake
Lucerne
13.00 Economy symposium
18.45 Public evening event
20.30 VIP Networking

Photo: KKL Luzern

is weakening, and if all this bad news
wasn’t already enough, Brexit is making
the current situation even worse. After
all, there is still no clarification of how
Britain’s bilateral relationship with the
EU will look, and the outcome of this
will be of defining importance for Switzerland’s future in Europe. Switzerland’s
future as a business location depends
largely on the Brexit fallout.
The Europa Forum Lucerne on November 14th will focus on the area of
tension between the labour market and
immigration. This meeting of business,
academic and political leaders will discuss how Switzerland should respond to
the unsettled situation. Among the questions under discussion are:
What strategies and measures can
businesses adopt to address the current

field of tension between the labour market and immigration?
How do other European companies
with similar problems function?

Christof Wicki,
director of the Europa Forum Luzern.

Switzerland’s
future as
a business
location depends largely
on this

How can the business world cooperate with politicians to master this balancing act between open labour markets
and regulated immigration – and what
are the repercussions?
How will the mass immigration initiative be implemented in practice?
In the light of Brexit, what should we
expect from our political leaders?

WRITTEN BY CHRISTOF WICKI, DIRECTOR OF THE EUROPA FORUM LUZERN
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Q&A

Michael Ziesemer, Endress+Hauser Management AG

Swiss industry is very efficient and competitive. That is why the majority of
businesses can hold their ground despite
the unfavourable euro-franc exchange
rate – above all the bigger companies,
because they benefit from the advantages of international networks. They can
buy intermediate products internationally and remodel the value-added chain
to cushion the exchange-rate problems.
But we mustn’t overlook the fact that
this does not apply to all the businesses. The current euro-franc exchange rate
remains a problem.
formula to
remain successful on the international market long-term?

WHAT IS ENDRESS+HAUSER’S

We listen to our customer base worldwide
and act accordingly. We are continuous-

ly extending our services, analytics, and
solutions businesses, as well as improving our products. Innovation is important
too. The digitisation of industry in particular requires us to deliver new products. Ultimately, our employees and their
collaboration with our customers and
shareholders are a decisive factor in our
success. For 63 years Endress+Hauser has
been in stable ownership. That too, is a
cornerstone of our success.
dependent
on skilled personnel, which is scarce
on the (European and Swiss) labour
market. How can we solve this latent problem, especially against
the backdrop of the whole immigration debate?

Photo: Mark Bollhorst

country,
and the euro-franc exchange rate is
hindering growth, but Switzerland’s
export volume is continuously stable. Why is that?

SWITZERLAND IS AN EXPORT

THE EXPORT INDUSTRY IS

Without engineers and skilled labour,
there can be no industry. It is as simple as that, and it will get difficult in the
future. After all, we are already in the
middle of demographic change. Only a
bundle of measures can help. First, we
have to make use of our internal poten-

Michael Ziesemer, Vice President of the Supervisory Board, Endress+Hauser.

Without
engineers
and skilled
labour, there
can be no
industry

tial. Choices for women and older employees have to be more flexible. We
need to get more young people interested in education in technology and industry. And of course we need experts from
Europe and beyond. Erecting hurdles in
the race to acquire the world’s best professionals is damaging. It requires courage and confidence – not barriers – to
master this key challenge in the future.

DRIVEN BY DYNAMICS ENGINEERED FOR THE RAIL
www.stadlerrail.com
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International Executive MBA –
Your next career step!
The part-time International Executive MBA allows
managers to strengthen their business acumen.
The program’s highlights are:
–
–
–
–
–

Executive MBA with a truly international perspective
Practical, work-relevant education
Personal development program with leadership coaching
Study trips to China and Middle East
International faculty and participants

Contact us for an individual appointment or visit
our information events: zhaw.ch/iemba

Zürcher Fachhochschule

02_Inserat_SwissBusiness_205x134.indd 1
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Available to rent
Office and service spaces
1’000 bis 14’000 m2

The place to do

BUSINESS
OFFICE BUILDING SQUARE ONE
Large prestigious office and service spaces
Modern, high-quality arcitecture with Minergie standard
Flexible expansion opportunities on seven floors
CONVENIENT TRANSPORT LINKS
Centrally located on the Lucerne–Zug–Zurich axis
Own railway station
Two motorway access points

PERFECT BUSINESS SERVICES
Modern conference centre
Modular rooms featuring up-to-the-minute technology
Numerous useful business services

D4 Business Village Luzern
Platz 4 · 6039 Root D4 · Switzerland
T: +41 41 455 20 20 · F: +41 41 455 20 21
info@d4business-village.ch · www.d4business-village.ch
D4 – A suva initiative

LIFE-WORK-BALANCE
Two nice restaurants
Professionally supervised day nursery
Extensive sports, beauty, health and fitness offers

www.square-one.ch
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BREXIT

Impact of Brexit on Switzerland
Few things are certain about
the UK’s referendum that
was held in June. Brexit won
with a majority, but it has not
yet been formally triggered.

B

efore the UK government sends
official notification that it is leaving the EU, nothing will have
changed. Still, it is virtually certain that
some form of change is on its way, and
until the nature of this change becomes
clearer, uncertainty and market volatility will remain high.

UK economy remains competitive
Foreign investors may hold back on
investing in the UK. As the UK needs
overseas capital to cover its current account deficit, such a blow would further weaken the pound. But in terms
of the fundamentals, based on international measures of competitiveness,
the UK seems in decent shape. The UK
ranks in the top tier of the competitiveness leagues, alongside Switzerland, the
Netherlands, Denmark and Australia.
Alexis P. Lautenberg, Honorary Councillor of the British-Swiss Chamber of
Commerce and Chairman of the Swiss
Finance Council, explains: “Being too
early to tell, the prevailing sentiment is
the uncertainty ahead of a negotiation
whose timeline and direction depend on
an interactive process. The UK is confronted with a trade-off between securing its access to the EU internal market,
in particular in the highly regulated services field, and politically loaded considerations such as migration and the
integrity of the country. The EU will define its negotiating position in the light
of that trade-off. While on both fronts
economic interests will be very much
at the core, political and systemic considerations will ultimately delineate the
outcome.”
Looking at London as a global financial hub, Lautenberg adds: “The role of
London today is the result of very different drivers which have evolved over
time. The diversity of the financial landscape as well as the quality of its professional services are and will remain
strong assets. Depending on the outcome of the Brexit process, certain segments may of course be affected more

than others, namely direct passporting
into the EU and/or some Euro denominated transactions.”

Effects for Switzerland’s economy
While the EU as a whole is Switzerland’s
largest trading partner, the UK is among
the country’s most significant partner
within the bloc; this significance is compounded by indirect effects. Brexit’s biggest impact on Switzerland is increasing
upward pressure on the Swiss franc. The
Swiss National Bank was prepared to
respond to this, and has so far kept the
volatility under control. The key question is how long the SNB’s intervention
will be needed, and to what degree? The
situation is challenging for Switzerland
but not new.
Assessing the benefits for the Swiss financial sector, Lautenberg adds: “The
impact of Brexit on Switzerland must be
assessed at two different levels. There is,
first, the result of the future policy regime between the UK and the EU. Short
of full access to the EU internal financial market for UK financial services
providers, there may be both converging interests but also growing competition with their Swiss counterparts. The
future trade regime for the UK will, second, impact Brussels’ propensity in its

Alexis P. Lautenberg, Honorary
Councillor of the
British-Swiss Chamber of Commerce.

Depending on the
outcome of
the Brexit
process,
certain segments may
be affected
more than
others

dealings with Switzerland both timewise
and materially. In both cases Switzerland will have to live with the emerging
‘new normality,’ which may well offer
opportunities in the medium term.”
As it will take two years before Britain’s exit from the EU is completed and
new rules and regulations are in place,
companies will have time to get organised and prepare for the new reality. It
is recommended that this time be used
for strategic analysis and adjustments.
Assessing possible obstacles for Swiss
companies to do business with the UK,
Lautenberg says: “One of the important
choices for the UK is whether to remain
or leave the European customs union.
Should London decide to quit the latter, Switzerland and the UK would have
to negotiate a bilateral free trade instrument which logically would include services, which is the missing bit in Bern’s
contractual relations with Brussels.”
Negative long-term consequences
should be limited if Brexit is executed
smoothly. The biggest risk is political,
but the wish of all parties concerned to
minimise risk and uncertainties could
hopefully lead to necessary and important long-term reform of the EU itself.
WRITTEN BY MARKUS R. BODMER
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AVIATION

Swiss Aircraft and Aerospace Industry
Solar Impulse, the successful long-range experimental
solar-powered aircraft project is the latest example of
Swiss aircraft and aerospace
technology.

T

he goals of Solar Impulse were
to make the first circumnavigation of the Earth by a piloted
fixed-wing aircraft using only solar power. Looking at the industry as a whole,
there are various notable examples.

Occupying Niches
Developing, building and selling aircraft
to customers around the world, Pilatus’ products range from the legendary
Pilatus Porter PC-6 to the best-selling
single-engine turboprop, the training
system of the future and the state-ofthe-art business jet. Oscar Schwenk,
Chairman of the Pilatus Group, explains: “Evidently we deliver very high
quality. However, only being better is
not enough – we have to offer something really new. Already in the past we
have developed new models. The PC-12,
a well-established product equally in use
for business purposes, was followed by
the PC-21. The latter became a great
success, to the extent that it was built
under licence in 700 copies for the US
Air Force and Navy. Our newest aircraft
the PC-24, the world’s first ever business
jet capable of being operated from short
unprepared runways, was sold from
scratch, keeping the production line
busy for years.”
The Pilatus Group includes subsidiaries in the USA and Australia as well as a

Oscar Schwenk, Chairman of the Pilatus Group.

Only being
better is not
enough – we
have to offer
something
really new

joint venture company in China. Seventy percent of all PC-12s which come off
the production line in Switzerland are
finished to customer specifications in the
USA. The American subsidiary is also
responsible for PC-12 marketing, sales
and servicing activities in the Americas.
Pilatus aircraft are operated by private
and institutional customers alike. Many
armed forces rely on Pilatus products
for the training of their pilots, while the
Flying Doctors in Australia and various
airport services around the globe use Pilatus aircraft too. As one of the largest
employers in Central Switzerland the
company provides training for over 110
apprentices in 11 different professions.
In a highly competitive market, Pilatus’ success sets the benchmark to build
even better aircraft. Schwenk concludes:
“Companies that keep changing their
orientation do not know what strategy
really means. One has to believe in a set
of goals and implement them. We have
chosen to be the number one in our segment, not just a bit better.”
RUAG Aviation, another Swiss aircraft and aerospace company, is an internationally leading supplier, support
provider and integrator of systems and
components for civil and military aviation. The company’s core competencies
include: maintenance, repair and overhaul services, upgrades as well as development, manufacturing and integration
of subsystems on aircraft and helicopters.
It is also the manufacturer of the Dornier
228, a versatile aircraft for special mis-

sions as well as passenger and cargo operations. RUAG Aviation offers a broad
spectrum of technical services, product
development and testing procedures.

The Discreet Business of VIP
Basel, better known for its life science
industry, also boasts an aviation cluster. Based at the EuroAirport, both
AMAC and Jet Aviation are leaders in
the world offering narrow and widebody VIP completion and maintenance
for the corporate and private aviation
market. While AMAC is the largest
privately owned facility, Jet Aviation is
part of the General Dynamics conglomerate offering corresponding services in
the USA. With their long-term industry
engagement, deep industry roots, extensive experience and strong international network, they collaborate to exceed
the expectations of clients, airworthiness authorities and original equipment
manufacturers.
In this discreet and highly specialised
business, top trained professionals are
engaged in crafting customised interiors
by processing only the best materials.
The cost for a whole completion can exceed the price of an empty, non-outfitted
airplane. Apart from the aircraft completion, the companies also offer maintenance services certified for a variety
of aircraft types – true to Swiss standards of engineering excellence combined
with superior safety, value and comfort.
WRITTEN BY MARKUS R. BODMER
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A WORD WITH...

...Hans Werner
Head of Group Human Resources at Swisscom
AN ASSOCIATION OFTEN MADE with the
Swiss labour market is a skills shortage. How is this apparent in your
line of business?

As Switzerland’s leading ICT-company, Swisscom operates in an extremely
dynamic sector. This dynamism particularly affects job profiles and job descriptions within our company, in the
sense that requirements are constantly
changing.
The skills shortage is especially noticeable where new profiles arise within
very short periods and must be sourced
from the scarce supply on the labour
market.
DIGITAL TRANSFORMATION will become
increasingly important. Can the
industry meet future demand for
workers?

A characteristic of the digital transfor-

mation is its very fast pace. We respond
to the continuously changing demand
for labour on two levels.
On the one hand, it is important to us
that our employees grow alongside the
digital transformation through continuous skill-based training and maintain
their employability.
On the other hand we are very active
in the field of vocational training to promote our own talent.
Swisscom pursue in order to find the right people?

WHAT STRATEGY DOES

In addition to the technical prerequisites, it is especially important to us that
people feel comfortable with our company culture and can contribute accordingly. That’s why we make sure that we
position our culture and values openly
and transparently on the labour market
and we pay as much attention to this

STRATHCLYDE
EXECUTIVE MBA
AT ZURICH AIRPORT -

aspect in recruiting as we do to professional expertise.
We can only be successful in the market with employees who wholeheartedly
identify with our corporate culture.
face particular
problems due to the regulation of
immigration in Switzerland (before
or after the implementation of the
immigration initiative)

WILL YOUR INDUSTRY

Hans Werner, Head
of Group Human
Resources at Swisscom.

Even though
our focus
is the Swiss
market, the
ICT-sector is
highly international

Immigration restrictions would significantly limit access to the ICT-labour
market as a whole. Even though our focus is the Swiss market, the ICT-sector is
highly international and therefore success is dependent on access to the global
labour market.
does BREXIT have on
your company?

WHAT IMPACT

It’s too soon to predict possible implications.

FOUNDATION
BACHELOR'S
MASTER'S
DOCTORATE

NO. 2 IN SWITZERLAND

(FT EMBA RANKING 2016)

• Among the top 10 in Corporate Strategy world-wide
• Triple Accreditation (AACSB, AMBA, EQUIS)
• 20 years in Switzerland
FOR INFORMATION EVENTS
PLEASE HAVE A LOOK AT OUR WEBSITE

www.strathclyde-mba.ch
info@strathclyde-mba.ch

Become one of us,
be unique.
Prepare yourself
for a whole new journey.
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TOURISM

Back to the Roots: FIS Alpine World
Ski Championships 2017 in St Moritz
It all started in St Moritz,
when Johannes Badrutt, a
successful businessman, was
entertaining some English
tourists at his guesthouse in
the autumn of 1864.

W

hen some English tourists
complained about returning to cold, grim months in
England, local businessman Johannes
Badrutt suggested they spend the winter in St Moritz and promised them days
of sunshine in the snowy Engadin. They
were at first sceptical, so he pledged to
pay the costs of their stay himself if they
were disappointed. They had a wonderful time, returned home glowing with
health, told all their friends, and winter
tourism was born.
Back then, the popular winter sports
included curling, skating and tobogganing as well as, of course, skiing. Much
of this took place in the Kulm Park, next
to Badrutt’s guesthouse, now the Kulm
Hotel.
From February 6 to February 19, 2017,
the Alpine World Ski Championships will
return to the home of winter tourism in
St Moritz. The Ice Pavilion in Kulm Park,
a 111-year-old art nouveau construction,
has been expanded and restored by the
British architect Sir Norman Foster in
time to host the medal award ceremonies in the six disciplines: downhill, giant
slalom, super-g, slalom, super-combined
and the nations team event.

Large media impact
It will be the fifth time that the Alpine
World Ski Championships are held in St.
Moritz, which has also hosted the Winter Olympics twice. Hugo Wetzel, Executive President of the FIS Alpine World Ski
Championships in St Moritz, is hoping the
event will help draw more winter tourists
to the region. Over 15 television channels will be attending the championships,
many of them broadcasting live.
“The media impact is enormous,”
Wetzel says. “With an event like this, we
try to position St Moritz more strongly

Photo: Alexis Boichard/Agence Zoom/Ski WM St. Moritz 2017

in the world’s collective memory, and
that of course helps to attract other ski
tourists. This is a very beautiful ski region with a lot of history and a long tradition of competitive skiing.”
This jog to the world’s memory comes
at an important time. Swiss winter tourism has suffered in the past four years
from the strength of the Swiss franc. According to the Federal Statistics Office,
the number of overnight stays in the first
half of 2016 dropped by 1.2 percent
from the same period in the previous
year. The decline was led by guests from
other European countries and mountain
regions were the worst affected.

Catering to all budgets
Yet Wetzel is optimistic for the World
Ski Championships. VIP tickets have
already almost sold out, he says. One
of St. Moritz’s advantages, in his view,
is that it is big enough to cater for all
budgets from youth hostels to five-star
hotels, and offers a chance to experience
pristine nature in combination with all
the cultural benefits of an urban lifestyle.

Hugo Wetzel, Executive President
of the FIS Alpine
World Ski Championships in St Moritz.
Photo: Gian Andri Giovanoli

The Chinese
always like
the original. And St
Moritz is the
original in
winter tourism

“The strength of the franc, or rather
the weakness of the euro, always presents a big challenge,” Wetzel says. Germans are particularly price sensitive, so
we are trying to show them that Switzerland does not have to be as expensive
as its reputation suggests.”
One way to do this, Wetzel says, is
to offer package tours. The website for
the World Ski Championships gives
some examples: a stay of three nights in
a double room in a three-star hotel including breakfast, a three-day ski pass,
three grandstand tickets and free use of
public transport in the Upper Engadine
costs 654 CHF per person.
Such packages have been enthusiastically received by tour operators in China, says Wetzel, illustrating that new
fans of the Alps from different parts
of the world are helping to counter the
losses from the weakness of the euro.
“The Chinese always like the original,”
Wetzel says. “And St Moritz is the original in winter tourism.”
WRITTEN BY CATHERINE HICKLEY
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A world of opportunities, in an era of change
i

Global business and digitisation provide new opportunities in our era of fast-paced change, but also present new
challenges. Operating in such fast and global business
environments requires executives to apply general management skills to new contexts.
Broadening horizons
Reaching out beyond the borders
of a company’s home country requires executives to adapt to new
ways of doing business in different
cultures and different markets. A
solid managerial skillset and good
knowledge of how to conduct business in key regions of the world
can make the crucial difference between success and failure.

Local insights, global skills
Andreas Bodenmüller, Head of
Marketing & Recruitment at the
Executive MBA HSG, one of the
leading Executive MBA institutions,
says the qualitative, social and cultural aspects of doing business
abroad are best learned on site. The

Executive MBA HSG of the University of St.Gallen offers programmes
that allow managers to acquire truly global management insights by
gaining experience on a local level
in the world’s key markets – Brazil, South Africa, China, The United
Arab Emirates and the USA.
Bodenmüller points to the relevance of local professors and practitioners as well as company visits
and case studies that help foster the
transfer of theoretical management
knowledge into international executive practice.

Digitisation, opportunity and
disruptive influence
Digitisation offers new business
opportunities and fosters a mar-

Executive MBA HSG
University of St. Gallen
Holzstrasse 15b
9010 St. Gallen
Switzerland
Phone: +41 71 / 224 2702
Email: emba@unisg.ch
www.emba.unisg.ch

Andreas Bodenmüller, Head of
Marketing, Executive MBA HSG.
ket speed traditional managerial methods hardly keep up with.
Due to its, often disruptive influence, digitisation gets into focus
of several subjects taught. Additionally, it is experienced live in
the classroom since at the Executive MBA HSG all materials are
provided digitally. An innovative
customised app allows the exchange of information and gives

Are You Ready For
New Challenges?
Techniker
sind die
Your Success
is Our Passion!
Executive MBA HSG.

Take the step to become an effective manager.

International Executive MBA HSG.
Lead your business beyond national borders.

Global Executive MBA HSG.

Manage successfully in a global environment.

emba.unisg.ch

emba@unisg.ch
+41 71 224 27 02

APPLY

NOW !
.ch

emba.unisg

participants access to their personal cloud.
To support our participants
best in keeping up with this rapidly changing environment the Executive MBA HSG also focuses on
their personal growth via an individually tailored Personal Development Programme consisting of
small group workshops and individual coaching.
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Arosa Kulm Hotel & Alpin Spa:
Charming. Since 1882 – Welcome home

Ski in Ski out
The charming Arosa Kulm Hotel & Alpin Spa lies 1,850 metres above sea level, surrounded
by the impressive Swiss mountain
landscape in Arosa, Graubünden/
Grisons. In its prime location on
a slight elevation in the quiet inner
part of the village directly next to
the ski lifts and slopes and with its
stylish diversity, the Five-Star Superior Hotel offers a unique Alpine
atmosphere and is ideal for romantic weekends, family holidays or
exceptional corporate events alike.

i

Arosa Kulm Hotel & Alpin Spa
CH-7050 Arosa
Tel: + 41-81-378 88 88
Fax: + 41-81 378 88 89
E-mail: info@arosakulm.ch
www.arosakulm.ch

119 rooms and suites, six different
restaurants, two bars and six function rooms are inviting places for
cosy moments, interesting meetings
and culinary pleasures. There is
plenty of sensuality and relaxation
to be found in the alpinspa, a holistic place that embodies a unique
and inspiring world of water and
Alpine wellness.

“Arrive and be yourself”
“Arrive and be yourself” is the
motto at the Kulm! That is what
guests feel as soon as they enter the
hotel lobby, which exudes the flair
of a living room. The architectural
signature of Jo Brinkmann, a hotel design specialist and the architect of the hotel, can be seen in the
use of warm shades of red, fine and
mostly chequered fabrics as well as
natural materials such as wood and
granite. He has managed to combine design and architecture with
the distinctive, impressive and cosy
mountain scenery of Graubünden/
Grisons.

Family friendly Alpine lifestyle
The continuous investment in the

renovation and conversion of the
119 rooms and suites as well as
the restaurants and the alpinspa
supports the hotel management
in its efforts to advance the development of the historic 135-yearold Kulm as a modern Alpine
lifestyle hotel. The charming
family hotel is a place for casual
encounters, where the conscious
fusion of history and tradition
with contemporary change continues to write the hotel’s prestigious history.

Switzerland’s dream duo
With Arosa and Lenzerheide having a dual aerial cable car from
the Hörnli to Urdenfürggli, Switzerland has a dream duo: two
snow sports areas have become
one winter paradise with 225km
of snow-covered ski runs; twice
as many rustic, charming mountain huts plus (possibly) recordbreaking sunny days. Arosa
Lenzerheide is the largest continuous ski area in Graubünden and
one of the top 10 ski resorts in
Switzerland. What an auspicious
union!
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Beau-Rivage Palace

Lausanne Palace & Spa

of private gardens on
the banks of Lake Geneva, the elegant
Belle Epoque buildings of the BeauRivage Palace, command breathtaking views across the lake and alps.

L A U S A N N E PA L A C E & S PA is Lausanne’s
classiest address. Its status as home
of the International Olympic Committee makes it one of Lausanne’s
historic features. The hotel offers
138 uniquely designed rooms and
suites, with lavish, classically inspired decor featuring modern
lines and fabrics; choose a Lake
and the Alps or Cathedral view.

LOCATED IN 10 ACRES

THE 168 ROOMS AND SUITES are richly
appointed and offer the utmost in
elegance and comfort.

provide guests ample cuisine from which to choose,
including the two Michelin star
restaurant “Anne-Sophie Pic au
Beau-Rivage Palace. All restaurants and the 2 bars have a large
terrace facing the lake.

to hightech conferences and impressive
gala dinners, the hotel offers a flexible range of 12 venues with stateof-the-art technical equipment,
high ceilings and hospitality areas
for up to 600 people.

FROM EXCLUSIVE BOARD MEETINGS

i

FOUR RESTAURANTS

is a heaven for
relaxation and pampering with 9
treatment rooms, an indoor and
an outdoor swimming pool, sauna,
Jacuzzi, a gym and two tennis courts.

THE CINQ MONDES SPA

is a
true experience, thanks to four
restaurants, including the one
Michelin star La Table d’Edgard,
by Edgard Bovier. The hotel and its
3 bars is the place to meet in Lausanne.

for 5 to
300 people including a high-tech
conference center with natural
light, air-conditioning, high ceilings and state of the art technical
equipment, create a perfect setting
for private events, conferences,
gala dinners, anniversaries.

12 VARIOUS ADJUSTABLE ROOMS

i

DINING AT LAUSANNE PALACE & SPA

Beau-Rivage Palace
Place du port 17-19
1006 Lausanne
Switzerland
Phone : +41 21 613 3333
info@brp.ch
www.brp.ch

which offers the
most up-to-date body treatments, a
indoor-pool, a state-of-the art fitness center, as well as a hair salon.
THE CBE CONCEPT SPA,

www.sandoz-hotels.ch

Lausanne Palace & Spa
Grand-Chêne 7-9
1002 Lausanne
Switzerland
Phone : +41 21 331 31 31
reservation@lausanne-palace.ch
www.lausanne-palace.ch

OUR NETWORK
CONNECTS YOU
TO THE WORLD.
IMAGINE THE
POSSIBILITIES.
With an extensive global network, you could
make things happen wherever you’re looking
to take your business.
At HSBC, we have experienced teams on the
ground in over 70 countries, where 90% of
the world’s trade and capital flows originate.*
This means we have both the expertise and
connections that could help your business
grow in today’s most important markets.
What can HSBC Commercial Banking
do for you?
www.business.hsbc.ch
Stephan Nänny
Tel: +41 (0)44 289 23 76
HSBC Bank plc, Zurich

*Source: HSBC network analysis, Global Insight (2015) and United Nations Conference on Trade and Development (2014).

