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Hisaka emerges stronger from semiconductor roller coaster

By Ang Zi Kai, Ang Mun Ying
Beverly, Bryan Teo Jun Hao,
Lim zhi Hong, and Wong
Zheng Wei Jeremy

HAVING pulled through the global
financial crisis and a troubled stint
on the Singapore Exchange (SGX),
automation solutions provider Hi-
saka (Singapore) continues to ride
the semiconductor cycle.

But to reduce its reliance on the
sector’s customers, it is also diver-
sifying into other industries.

The company beganin1992asa
trading firm, set up by managing
director Anthony Cheng to supply
mechanical parts to Japanese and
American multinational corpora-
tions in Singapore.

In the beginning, Hisaka fo-
cused on supplying replacement
parts for the automation industry.

But as its reputation grew, it
gained major semiconductor origi-
nal equipment manufacturer
(OEM) customers and grew its
product range.

SGX stint

In 2008, even though itwasa tough
time for fundraising because of the
global financial crisis, Hisaka’'s
holding company Hisaka Holdings
successfully listed on the SGX
mainboard.

However, just the next year, a
slowdown in the semiconductor
industry sent Hisaka’s revenue,
profitability and stock price plung-
ing.

Hisaka’s revenue and profitabil-
ity picked up later. However, the
company’s attempts at creating a
new medical business proved fu-
tile, with losses amounting to mil-
lions of dollars.

After two financial years of slim
net profits, Hisaka entered a re-
verse takeover deal with Malaysia
property developer Regal Interna-
tional in 2014.

Inthe ensuingyears, Regal Inter-
national divested all of Hisaka’s
subsidiaries and joint ventures to
focus on its real estate business in-
stead.

Atthe end of 2016, the founding
members of Hisaka did a manage-

The

<
=

«*

HISAKA

| Your Automation Solutions Provider; "

ds that the

of Hisaka (Singap

) with

i
i

ICHAEFFLE

y has won. From left: Director of finance and IT Jessica Ong; director of office and

administration Joanna Tan; managing director Anthony Cheng; director of business strategy Jackie Cheng; and director of operations Andy Yong.

PHOTO: HISAKA (SINGAPORE)

ment buyoutand took the business
private.

The original management team
still runs the business today:
Cheng, who is managing director;
director of business strategy Jackie
Cheng; director of finance and IT
Jessica Ong; director of office and
administration Joanna Tan; and di-
rector of operations Andy Yong.

Hisaka’s customer list extends
beyond South-east Asia to China
and the US, including many global
blue-chip semiconductor compa-
nies.

The company is a one-stop solu-
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tions provider, specialising in line-
ar motion in automation.

Simply put, linear motion refers
to components and technology
that can be used to move objects in
straight lines during the manufac-
turing process.

Hisaka prides itself onits strong
sourcing and purchasing capabili-
ties, inventory and logistics man-
agement, and technical and after-
sales support.

It also has an in-house fabrica-
tion and quality control facility,
which it says is a key reason for be-
ing chosen by its semiconductor

customers. After all, the semicon-
ductor automation market is a
challenging one, with many com-
petitors fighting for a finite pool of
customers, said Cheng.

Among its top rivals — which
Cheng declined to name directly -
are a Taiwanese company that spe-
cialises in distributing and trading
similar products, and a Japanese
company that supplies similar
products and has a well-establish-
ed e-commerce portal.

Hisaka has been able to main-
tain its competitiveness by provid-
ing a comprehensive list of prod-

ucts and services at competitive
prices, offering faster delivery lead
times, and customising products
with shorter manufacturing lead
times, he added.

Ups and downs

With its considerable history, Hisa-
ka is no stranger to the cyclical na-
ture of the semiconductor indus-
try.

Sudden surges and dips in de-
mand may lead to build-ups of in-
ventory that turn into excess stock.
When it comes to customer de-
mand, Hisaka often has visibility

Sudden surges and
dips in demand ma
lead to build-ups o
inventory that turn
into excess stock.
‘When it comes to
customer demand,
Hisaka often has
visibility only into
the quarter ahead.

only into the quarter ahead.

The unpredictable nature of the
global semiconductor industry re-
mains Hisaka’s biggest challenge.

To manage this unpredictabili-
ty, the company has been working
to reduce its reliance on the semi-
conductor industry.

It has diversified into the med-
ical industry and explored other
potential industries, even while
looking for new OEM customers to
grow its revenue.

The company has set itself an
annual sales growth target of 10 to
15 per cent. In pursuit of this, it is
expanding its product portfolio
and investing in the creation of
own-brand products.
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