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Part 3

UNPRECEDENTED
GROWTH

The 2010s was the decade when the Philippine economy was the most prosperous it
has ever been. According to the World Bank, the country’s gross domestic product (GDP)
growth averaged 6.34% in the 2010s—the fastest since the 1960s—from an average of
4.46% from 2000 to 2009. The Bangko Sentral ng Pilipinas kept its policy rate between
3% to 4% throughout most of the 2010s, ushering in an era of cheaper credit. Continued
inflow of remittances from overseas Filipinos and rising wealth levels supported
domestic consumption. The country’s sovereign credit ratings reached investment grade
in 2013 after the Aquino government hiked taxes on “sin” products. In 2019, the Duterte
government got another upgrade.

Against this backdrop, China Bank recorded its fastest growth in decades.

In 2010, when Hans Sy was the vice chairman of the China Bank board and chair of
the executive committee, he spoke about the Bank's future: “My goal is for China Bank to
be No. 1 in the second tier of the banks—the ones below the top three. | see China Bank
growing at a much faster pace, but still standing on a very, very solid base.” He said he
would push for a China Bank that was still conservative but very strong.

On May 5, 2011, Hans became the chairman of the board and pursued his goal
in earnest, infusing China Bank with a more aggressive and competitive spirit while
remaining true to the core values that the founders and past leaders had instilled in the
Bank’s workforce.

It was not easy pursuing rapid growth in a highly competitive business environment,
especially for a 90-plus-year-old bank that wanted to remain prudent and conservative in
a number of ways.

The Bank’s leaders believed that the only way it could be among the Top 5, and No. 1
among the second-tier banks, was to step out of its comfort zone of niche banking with
entrepreneurs—where it had enjoyed greater profitability than some of the bigger banks
—and seek out a much broader and diversified market. It had to enter new businesses so
that it could offer its existing and new customers a wider range of products and services
than it had been offering for nine decades.
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The Bank’s organization came under intensive review and was streamlined and
revamped so that it could better serve its customers, tap business opportunities from both
mature and developing markets, and drive the business to a higher level.

It had to shake off a certain amount of complacency to adopt new ways and change
some of its old, set ways. It had to be bolder and aggressive—a departure from its
cultivated risk-averse nature —but temper its boldness with a dose of caution and
calculation, mitigating risk by not forgetting one of its long-held tenets, first articulated by
Don Albino SyCip, that “It is better to know people than to know money.”

It was a matter of finding the middle way, or combining the old and the new, to meet
growth targets by taking intelligent risks; speed up delivery of service without sacrificing
quality; adopt leading-edge digital technology but continue to have close, personal
interactions with its valued clients; and expand its workforce without losing corporate
camaraderie and warmth.

In short, the Bank had to transform itself, contemporize itself, without losing its distinct
nature and culture.

The new direction that the Bank took under the new leadership required a considerable
reshaping of the organization, helmed by a new band of bankers—more aggressive,
attuned to current customers’ banking habits and needs; conversant with new ways of
banking; and creative in designing new products, redesigning old products, and devising
new strategies in a very old industry that has become extremely competitive and is facing
challenges from new competitors and nimbler, technology-based, unregulated finance
companies. An extensive search for men and women who would do all this and man the
fort was undertaken within and outside the Bank and went on for a few years, until the
team was complete. With this team of prodigious skill and talent, the Bank mounted its
most ambitious expansion program thus far.

“Aside from growing organically, we accelerated our growth and bolstered our
competitiveness with strategic acquisitions and new businesses. We are continually
expanding and enhancing our products, processes, infrastructure, manpower, and
technology to meet customer demands and our growing business volumes,” Hans Sy said.
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CHAPTER 7

Growing Fast
Through Strategic

Acquisitions

China Bank acquires Manila Bank in 2007, Unity Bank
in 2012, and Plantersbank in 2013—more than
tripling its branch network from 148 in 2006.
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From left: Chairman Hans Sy,
Vice Chairman Gilbert Dee,
and then President & CEO
Ricardo Chua who succeeded
Peter Dee in 2014.
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By its 90th year, in 2010, China Bank had 269 branches,

a big jump from 148 in 2006 when it launched its aggressive
branch network expansion plan. The branch network was
complemented with 431 ATMs.

n banking, the branch is what enables banks to reach

their target market and develop scale. Even in this age

of digitalization, a brick-and-mortar presence is still

indispensable for a bank that wants to grow, or grow

bigger. It is the first step in building a customer base—
or enlarging it—and it is essential in deepening relationships with
existing clients.

While digital channels provide more conveniences for client
transactions, the branch is still the primary platform for interacting
with customers, servicing their needs, and offering them new
products and services.

When the leadership of China Bank set their minds on growing
bigger, branch expansion was high on the priority list. The Bank had
been growing organically, but its leaders knew that it could not grow
fast that way. The quickest way to do it was through a merger or an
acquisition. Fortuitously, a bank was on the market at the time. So, In
2007, China Bank acquired Manila Bank, a savings bank that had 75
licenses and 27 active branches. The memorandum of agreement to
purchase 87.51% of Manila Bank’s subscribed shares was signed on
June 21. China Bank also made a tender offer to the shareholders of
the remaining 12.49% Manila Bank common stock.

The purchase allowed China Bank to expand its branch network at
a faster pace than it would have through an organic expansion. It also
bolstered its presence in consumer banking. China Bank operated
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China Bank Savings' first branch located at the ground floor of VGP Center, formerly the Manilabank Building built in 1967, was renovated in 2013. The whole space was

brightened up with light colors and new off-white granite floors, but the floor to ceiling wood carved panels and ornate chandeliers that have been the hallmark of the

original interior design were retained.

Manila Bank as a savings bank subsidiary from September
2007 and relaunched it as China Bank Savings (CBS) in 2008
after obtaining BSP and SEC approvals for the rebranding.

By its 90th year, in 2010, China Bank’s consolidated
branch network had grown to 269 branches, a big jump from
148 in 2006 before it launched its aggressive branch network
expansion plan. The branch network was complemented
with 431 ATMs.

Branch expansion was carried out in a strategic manner.
Areas without a China Bank presence were prioritized, a
few branches were relocated to better sites, and others
refurbished for better service. To make the Bank'’s services
accessible to an even wider market, the physical branch
expansion was accompanied by digital expansion. Aside
from embedding ATMs in the new branches, ATMs were also
installed in high traffic off-branch locations.

To widen its reach some more and promote inclusive
banking further, China Bank, in November 2012, acquired Unity

Bank, a Pampanga-based rural bank, which was merged with

CBS in May 2013. The acquisition boosted CBS’ network with 15
Unity Bank branches and additional 24 branch licenses in the
restricted areas granted by the BSP under the Strengthening
Program for Rural Banks (SPRB) Plus.

Unity Bank’s branches were located in the fast-developing
Central Luzon area, which is home to a large number of
OFWs and mid-sized businesses. While Unity Bank was a
small acquisition, what turned out to be of great significance
thereafter was its license to offer teachers’ loans.

Branch expansion was particularly rapid in 2013. The
Branch Banking Group, later known as the Retail Banking
Business (RBB], led the most ambitious expansion program
in China Bank’s 93-year history, with one branch opening
almost every week.

The year 2013 was challenging for the Bank because of
the scaled-up expansion program, heavy investments in
capacity-building to strengthen its position within the major
client segments, and another strategic acquisition—Planters

Development Bank (Plantersbank]. But by exercising fiscal
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“We are very honored that China Bank was chosen by Ambassador
Tambunting and the shareholders of Plantersbank to be the partner
to carry on and strengthen the legacy and advocacy of supporting
entrepreneurs in this country.” —Hans sy

discipline and revving up income-generation, the Bank came
through the financial hurdle, and reported a net income
of P5.10 billion, up 1.95% from P5.00 billion in 2012. This
income performance translated to an 11.31% return on equity
and 1.45% return on assets.

The positive net income was achieved by increasing
and diversifying its revenues from non-lending sources,
particularly recurring income from commissions,
underwriting activities, wealth management, and new
businesses, as against opportunistic gains from fixed income
securities trading and bond sales.

The Bank’s accelerated growth necessitated an
organizational restructuring. Functionally-related and client-

focused businesses were clustered into three engines of

growth: Relationship Banking, Financial Capital Markets and
Investment, and Subsidiaries. Meanwhile, the operations and support units were grouped
into the corporate support segment (technical, general and
administrative services) and business operations segment
(lending, remittance, international, and treasury operations).
BRANCHES & ASSETS The refocusing of the business lines was done to promote
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(Right) Hans Sy gets a standing
ovation when he announced
that Plantersbank employees
are welcome to the China Bank
family at the Plantersbank
Townhall meeting after the MOA
signing.

(Opposite page) China Bank
Chairman Hans Sy (2nd

from left) and Plantersbank
Chairman & CEO Jesus
Tambunting (center) shake
hands after signing of the
agreement wherein China Bank
will acquire a majority interest
in the SME lender. With them
are (from left) then China Bank
President & CEO Ricardo Chua
and Plantersbank’s Director
Jose Tambunting and President
Carlos Borromeo.

of agreement. “This is a market sector that we happen to
know very well, and we are excited by the opportunities to
combine the strong legacy of both institutions to strengthen
our presence in the SMEs and middle market.”

“The acquisition of Plantersbank was a major step
because it made the savings bank bigger and, at the
same time, it gave us a lot of licenses on the parent bank
side to extend our reach to our customers. It gave us the
momentum,” said then president Ricardo “Ric” R. Chua, now
advisor to the board.

Plantersbank was a key step in consolidating the Bank’s
foothold in the SME sector as well as the consumer banking
business which started with the purchase of Manila Bank in
2007, followed by Unity Bank in 2012.

Plantersbank’s network of 78 branches, client base of
70,000, and resources of P53 billion brought China Bank a
step closer to its goal of becoming one of the top 5 banks
in the country. The Plantersbank acquisition also led to an
additional 130 branch licenses to the China Bank Group that
fueled its branch expansion through 2019.

By the middle of 2014, China Bank had become the fifth
largest private universal bank in the country in terms of
assets and branches, with P471 billion in assets and 470
branches, well over its target of 400.

On the Bank’s 95th year in 2015, the Philippine economy

sustained its growth, creating opportunities for businesses

and adding jobs in the labor force. According to the Philippine

Statistics Authority, the country’s unemployment rate dropped
to 5.7% in October 2015, the lowest in ten years. China Bank
made sure to tap the bigger workforce with strong purchasing
power, launching new products, enhancing its digital
offerings, expanding its branch network, and redesigning its
branches to reach out to them. The branch was highlighted
on the Bank’s 95th year, not only as a vehicle for growth and a
hub for customer engagement, but also as a tool for corporate

image enhancement. That year, the Bank invested
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“Our branch design will continue to evolve in step with the
changing times and the growing needs of our customers, and
in line with the ‘Branch of the Future Project’ and various
improvement initiatives.” —ALEX EscucHA

China Bank BGC-0One World Place Branch
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in new infrastructure so that it could deliver an enhanced level
of service, convenience, and engagement to its customers.

It embarked on a “redesign and refresh” project to develop a
new look for its branches.

“Our branch network serves as the main customer touch
point and the foundation for creating an omni-channel
experience. Through the years, our branches are becoming
more streamlined and modern, utilizing creative design
elements, furnishing, and digital technology for a better
customer journey,” said Alex Escucha, who led the Branch
Redesign Project, first in 2006, followed by the implementation
of an enhanced and refreshed branch look in 2015. The Bank
engaged another design consultant in 2017. “Our branch
design will continue to evolve in step with the changing times

and the growing needs of our customers, and in line with
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the ‘Branch of the Future Project” and various improvement
initiatives.”

The new branch design was showcased in a pilot branch—
the China Bank Bonifacio Global City-One World Place, on
32nd Avenue, which opened in August 2015. It featured an
open layout, dynamic seating, and contemporary counters and
fixtures.

As it inched toward its 100th year, China Bank sustained
its network expansion efforts. From 148 branches in 2006
when the branch expansion program started, China Bank’s
total branch network more than quadrupled to reach 634 by
2020. The remarkable expansion resulted in an unparalleled
increase in new customers, deposits, consumer loans, and
fee-based income. The growth in the Bank’s checking and
savings accounts, brought about by the branch expansion, was
crucial in lowering its funding costs.

From 2010 to 2020, its deposit base increased from P213
billion to P835 billion, while loans grew from P116 billion to
P572 billion. Its total assets grew from P257 billion in 2010 to
P1.04 trillion in 2020. What is also remarkable is that China
Bank grew by at least P100 billion in assets in each of the four
years—2016, 2017, 2018, and 2019. As a result, the Bank was
included in the Philippines’ Growth Champions 2021 by the
Philippine Daily Inquirer and international market research
firm Statista.

The branch has always been a profit center of the Bank,

and with the massive expansion, the Retail Banking Business

contributed even more significantly to the Bank's bottom
line. In 2012, for example, it accounted for half of the Bank’s
net revenue from funds, 20% of fee income, and 20% of total
growth in loans. In 2015, the branches accounted for 47% of
loans growth, 92% of bancassurance revenues, and 51% of
consumer loan bookings.

Indeed, even as digital technology is transforming the
banking industry to provide real-time convenience, the
brick-and-mortar branch will continue to be a focal point for

establishing and deepening customer relationships.

ASSETS
2010-2020
In Billion Pesos

1200

1000

800

600

400

200

10 11 12 13 14 15 16 17 18 19 20

CHAPTER 7: GROWING FAST THROUGH STRATEGIC ACQUISITIONS 235





























































































































































































































































100 YEARS
OF ENDURING PARTNERSHIPS




THEIR SUCCESS
IS OUR BUSINESS

China Bank has always had a soft spot for entrepreneurs,
especially those who start without a lot—not a lot of capital, not a lot
of connections, not a lot of privilege—but who are gifted with tenacity,
a strong work ethic, and a deep sense of honor. This is because
the Bank was founded not by big capitalists but by entrepreneurs
themselves—men who worked their way up the ladder of success.
Carlos Palanca Sr. and Benito Siy Cong Bieng worked for years as
clerks in grocery stores to save enough capital to start their own
businesses. The Bank’s founders knew the value of a peso and the
importance of keeping one’s word. They understood the ups and
downs of the business cycle, and knew how crucial a bank’s support
was for a businessman. As they wrote: the Philippines “needed a
bank that shall minister understandingly to [businessmen’s] credit
requirements.”

One hundred years ago, the founders Dee C. Chuan, Palanca,

Siy, and their associates established a new bank to help men and
women like themselves—entrepreneurs with integrity, business
savvy, discipline, humility, and an appetite for hard work. From 1920
until today, the Bank carries out the same mission and looks for the
same kind of clients, people with these same values. The confluence
of values between the Bank and its clients is what makes their
relationships strong, lasting, and fruitful. For indeed, times change
but values remain.
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On the following pages are stories of some of the Bank’s most
notable and interesting clients from different parts of the country.
They come from businesses as disparate as malls, tires, airline, tuna,
dried mangoes, logistics, construction, bottled water, luxury watches,
pharmaceutical products, and retail. Many of them came from very
humble beginnings, some had nothing except an indomitable will to
succeed. A number of them are second-generation owners, whose
businesses were begun by their immigrant fathers who came to the
Philippines to escape poverty in China and build a better life here.

In 1945, Henry Sy sold shoes on the sidewalks of Carriedo. John
Gokongwei started his business at the age of fifteen, selling rice,
thread, and candles in a Cebu market. A poor Cebuano started his
dried mango business in his 20s, after three short-lived ventures.
One company built its fortune on liniment oil. China Bank clients
demonstrate what hard work can achieve and how big dreams can
come true.

Those featured here are only a small sample of the Bank's client
base, which, over several decades, has grown to include a wide
assortment of business people, all of whom it serves and values
equally, all of whom it stands by in good times and bad.

So here's to the entrepreneurs, the visionaries, the men and
women who make the Philippine economy’s wheel turn. China Bank
Is proud to be their Bank. It is glad to have played some small partin
their success and grateful for their continued trust and partnership.

100 YEARS OF ENDURING PARTNERSHIPS THROUGH GENERATIONS
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A tender father and son moment:
Henry and Hans Sy at the family home in Makati City.
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THE MALL KING’'S LEGACY

“My relationship with China Bank has always
been special to me.” —HENRY SY SR.

HENRY SY SR. (1924-2019) was in many ways an archetypal China Bank client—the poor immigrant from
Fujian who arrived in Manila as a young boy and who used diligence, vision, and some timely assistance
from the Bank to build a business empire. Two things made him stand out from the crowd: the first is the
unprecedented scale of his success. He was the richest man in the Philippines for 11 consecutive years.
Forbes Magazine put his 2019 net worth at $19 billion. The second key fact is that this one-time client was
so appreciative of China Bank that he became its controlling shareholder and Honorary Chairman. He spent
twenty-five years patiently building up his stake, from 1979 to 2004. He was vocal about how crucial China
Bank was to his eventual success.

Henry Sy (Chinese name fitiZ2 &, or in Pinyin, ShT Zhi Chéng) was born on October 15, 1924 in Xiamen
(Sy Chi Sieng means “to attain ultimate success.”). In 1936, at the age of twelve, Henry left his village and
took a steamship to Manila. He went to help his father Sy Siu Tek run a small sari-sari store in Quiapo.

Henry said decades later: “Fresh off a boat from China, | arrived at my father’s store and saw his
humble surroundings. | said to myself, ‘This world is not enough. It is just not good enough. | must build it
bigger and better.””

In 1945, at nineteen, Henry decided to go into the retail business in the still smoldering ruins of Manila.
He began selling goods on the sidewalks of Carriedo Street. Soon after, he was able to acquire job lots of
surplus shoes being brought in by the US military. In 1948, Henry teamed up with four partners to put up
Plaza Shoe Store, located at Plaza Miranda.

To grow any further, to buy larger stocks of shoes and open new stores, Henry needed more capital
than he could provide out of cash flow. He needed a loan. It was China Bank that gave him his first big break
when it gave him his first credit line in 1949. China Bank VP Yap Tian Sang saw that Henry was quite young
and he didn’t have the assets to collateralize the loan, but he liked the young man’s drive and solid grasp of
the shoe business. The loan helped Henry become a force in the local shoe industry.

Henry said: “The loan facilities given to me by the Bank gave me pinsin’[a Fujianese word meaning
‘trustworthiness’ or ‘credibility’] in the Chinese community. It established me as trustworthy. It built up my
credit. It proved that | was considered a very trusted customer by the Bank, and that helped my business.

If China Bank considered me a good credit risk, then other people would also. That's why | appreciate that
loan so much.”

Using the loan, Henry was able to put up new shoe stores and to buy raw materials to manufacture new
shoes. Then he just kept getting bigger and bigger. He put up the first Shoemart store on Avenida, Rizal in
downtown Manila in October 1958. In 1963, he put up an SM in Makati, and in 1968, Henry opened SM Cubao
on Aurora Boulevard. In 1973, Henry opened a new SM in Makati beside the Hotel Intercontinental. In 1986
came the country’s first giant mall, SM City North EDSA, followed by SM Megamall in 1991 and SM Mall of
Asia in 2006.
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Henry Sy Sr. had the vision to see where
the nation’s retail trends were going,
decades ahead of time. "l foresaw

the development of Makati from the
time there was just one building along
Ayala Avenue. | saw the potential of the
place and | made my investments,” he

.SElId. W.hen | opened my.flrst store e e asEE e o ‘-
in Makati, my shoe suppliers, mostly e T
from Marikina, and fellow shoe store = -ree -
owners from downtown Manila came i foiica —
to congratulate me. But some guests

said behind my back, Malulugi si Henry
dito ('Henry will lose his shirt here.’).” Not only did Henry prove them
all wrong, he became the country’s biggest shopping mall operator,
with 83 malls in the Philippines and 7 malls in China as of 2020. He
was also very successful in other industries, including real estate
development with SM Prime and SMDC, and banking with BDO and
China Bank.

“My relationship with China Bank is special to me,” said Henry.
He believed in the Bank and in its leadership that he didn’t want
to make changes despite gaining majority shareholdings by 2005.
“The Dee family of the original founder has managed the institution
so professionally and profitably; we never attempted to change the
incumbent chairman, Gilbert Dee or president, Peter Dee. We are
not greedy; it's not good. | don’t believe in wanting both power and
financial gain. Even those executives who have been with China Bank
for many years, they are still there. If a venerable institution like
China Bank is doing so well, why make changes?” he said in an
interview in 2006.

In his lifetime, Henry had achieved great success, becoming the
country’s top retail, banking and property tycoon, known not only for
his wealth but also for his philanthropic work. Through his various
foundations and personal charities, he generously gave back to
society. He once said: “Not everything | do is purely for money. Of
course, as a businessman and as head of publicly listed companies,
we have to earn, but at this point in my life, there are other
considerations more important besides just money.”

Henry made his dreams a reality, and in the process, changed the
country’s landscape with his property developments, provided jobs,
turned malling into a national recreation, and redefined the limits of
banking.
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“If I have achieved something, | move on to the next challenge.
The money is the by-product. It is not money that counts. It is the
creation of something new and good for the consumers and the
public which is most important.” —HENRY SY SR.
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Lance Gokongwei at the JG Summit eadquarters
with his father’s portrait in the background.
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JOHN GOKONGWEI AND CHINA BANK

“I have great affection for China Bank.”
—JOHN GOKONGWEI JR.

JG SUMMIT FOUNDER John Gokongwei Jr. (1926-2019) was one of the richest Filipino businessmen but he

lived like an “every Juan”—a common man who worked hard and found joy in the simple things.

As his son and successor Lance Y. Gokongwei said in his eulogy, “Dad was an every Juan, a simple man who
wore ill-fitting clothes, whose ties were almost always stained, who loved to stay home and read his piles of
books...He was most successful with businesses that catered to the every man, the common man, because
that's who he was himself.”

“Mr. John,” as he was known, didn’t come by his wealth the easy way. His father died when he was
thirteen, and John became the family breadwinner, supporting his five siblings and sending them to school
by buying and selling rice, clothing, and scrap metal. He worked his way up from small-scale trading to big
manufacturing by the time he was thirty. In that move, a key step in his rise to taipan status, China Bank
played a key role.

In an interview in 2010, Mr. John recalled: “In 1956, | spotted an opportunity in cornstarch
manufacturing. But | was going to compete with Ludo and Luym, the richest group in Cebu and the biggest
corn starch manufacturers. | borrowed money to finance the project. The first bank | approached made me
wait for two hours, only to refuse my loan. The second one, China Bank, approved a P500,000-peso clean
loan for me. Years later, the banker who extended that loan, Dr. Albino SyCip, said that he saw something
special in me. Today, | still wonder what that was, but | still thank Dr. SyCip to this day.”

With the loan from China Bank, John Gokongwei started Universal Corn Products, which evolved into
Universal Robina Corporation. He had since moved from one venture to another, working for the next half
century to build one of the Philippines’ leading conglomerates with interests in airlines, property, telecom,
banking, food, and power, all the while maintaining a close relationship with China Bank.

He said: “| have great affection for China Bank. It's my first bank. | knew the officers well, and they
trusted me, and | trusted the bank. | was there [in the Binondo head office] practically every day in the
early days.”

Over the years, China Bank remained committed to support JG Summit in its expansion and
diversification. The mutual trust continues with Lance Gokongwei, president and CEO of JG Summit.

At the time when Cebu Pacific was expanding rapidly, supporting tourism and trade in the country,
China Bank financed some of its new, fuel efficient airplanes. Lance is thankful that China Bank supported
its mission to bring people together through safe, affordable, reliable, and fun-filled air travel.

Before his passing in 2019, Mr. John said: “China Bank has proven to be a reliable partner in ensuring
JG Summit’s success not only in key projects but also in our day-to-day operations. Its continued support
will play an important role as we identify and take advantage of growth opportunities in the future.”
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Willy Chiongbian (standing) and his father, Victor
at Fast Logistics’ headquarters in Cebu.
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FRIENDS THROUGH GOOD TIMES AND BAD
“Gilbert has never failed us.” —VICTOR CHIONGBIAN

THE RELATIONSHIP BETWEEN the Chiongbians and China Bank goes back over seventy years.

William L. Chiongbian (1914-2002) founded his shipping firm in 1945 with one ship named MV Victoriano,
after his father. For five decades, William Lines dominated the local shipping industry. In 2003, the
Chiongbians divested from shipping to focus on the growth opportunities in logistics, distribution,
forwarding, warehousing, dealerships, and property. They flourished in the new businesses, proving that
while assets can change, values and business skills remain.

William Chiongbian was a good friend of the late Dee K. Chiong, and China Bank was happy to help their
business in any way it could. These strong ties have been handed down to the next generation. William'’s
eldest son and successor, Victor, said: “My father introduced me to Dee K. Chiong. So since our fathers
were friends, Gilbert Dee and | were introduced to each other. And it was just natural that we became close
friends. In my business, | have met so many bankers—but Gilbert is the only one who is really close to me.
We have grown up together—not only in business but more so in friendship. | truly treasure our long-term
relationship.”

Victor is quick to point out that this relationship has been tested through time. He said: “In 1999, Gilbert
gave us solid support. During this time, the global economy had deteriorated and most companies were hit
by the challenges of tight credit and high interest rates. We were in need of working capital to support the
expanding warehouse and logistics businesses of FastCargo and we approached many banks for financial
assistance. It was Gilbert who responded promptly and helped us; he approved immediately the P200 million
line—a big amount at that time. This was a big boost to our company. This was something | will never forget,
since it was during trying times that we needed our bankers most. Gilbert will go out of his way; he is willing
to move fast for a friend. He is also very astute in business; he won't just lend that amount to any Tom, Dick,
or Harry. So he really trusted our management.”

“Whatever the situation we were in, Gilbert had never failed us. Whenever | had an urgent need, Gilbert
was always there to assist us. He gives us that assurance—that comfort level. Now that we are liquid
and expanding our capacity, we reciprocate. | have given China Bank top priority in handling our business
investments and funds. This is my instruction to all our affiliates—as a sign of my loyalty and appreciation
for the help that China Bank has provided us when it really counted most,” Victor added.

Victor’s son, William Joseph “Willy” Chiongbian Il, who is now president and CEO of the Fast Logistics
Group, believes that the key to their relationship is good communication. “We understand each other, both
from a personal perspective and a process perspective. China Bank always asks us about our five-year plan
and helps us with our financing needs accordingly,” he said. “The personal touch of China Bank, coming
from the highest level—the board—down to the front office staff, is what sets it apart from other banks.”

In the past ten years, the company put greater focus on their customers. “We continue to tweak our
organization to be more anticipative of our customers’ present and near-future needs. This is why our
relationship with China Bank is critical; we need a partner that moves just as proactively. And we anticipate
infrastructure growth over the next five years, so China Bank will be key to our financing needs,” said Willy.
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Isidro “Sid” Consuniji at the boardroom
of DMCI head office in Makati City.
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BUILDING THE FUTURE

“We’ve been working with China Bank for 40 years
now, through good times and bad times, through
prosperity and adversity.” —ISIDRO A. CONSUNJJI

CONSTRUCTION MAGNATE David Mendoza Consunji (1921-2017) was once a humble concrete inspector
who left a legacy as solid as the buildings he built. DM, as he was known in the industry, started as a small
contractor, incorporating DMCI in 1954. What he lacked in big connections, he made up in dedication

to quality work and finishing projects on time. DMCI soon became one of the biggest construction
companies in the country, building such landmarks as the Cultural Center of the Philippines, the Philippine
International Convention Center, Solaire Resorts, and Rockwell Business District. It also built the huge
palace of the Sultan of Brunei and landed major infrastructure projects such as the NAIA Expressway,
Manila Skyway Stage 3, Cavite-Laguna Expressway, LRT 2 East Extension, and NLEX-SLEX Connector Road.

DM Consuniji knew that in a capital-intensive business like construction, a reliable bank partner was
crucial. China Bank has come to the aid of DMCI in critical times. In 1984 when IBAA was being sold by its
owners and its debtors were being required to pay their loans, DMCI, which owed the bank several million
pesos, was forced to look for another bank that would loan them the amount. DMCI approached China Bank,
with whom it had not dealt before. The Bank looked the company over and felt DM Consunji was a man they
could trust. They extended the loan, and that was the start of a long and fruitful relationship.

In 1997, DMCI Holdings Inc. bought into Semirara Mining Corporation, a coal company then in a very
bad state. When DMCI Holdings took over, they had to make changes in the company’s operations to turn
it around. That meant purchasing new equipment to make production more efficient and to produce better
quality coal. “We really needed money to get going. But at the time, nobody wanted to touch coal companies
because nobody made money on coal,” DM said. “But China Bank's officers firmly believed in our capacity to
pay our obligations, probably because we had a good track record with them.”

The relationship between China Bank and DMCI flourishes to this day. It has passed on from DM to his
son, Isidro ‘Sid" Consunji—chairman, president, and CEO of DMCI Holdings. In the past 10-15 years, DMCI
had further diversified into power, water, and nickel mining businesses. “We have been trying to use the
basic competencies of engineering and construction and transfer them to different industries,” said Sid.

China Bank continues to be a part of the company’s tremendous growth through the years. “Most of the
people in China Bank know our people very well—the people, the history, the corporate culture, so it’s very
easy to work with them. It seems seamless. We've been working with China Bank for 40 years now, through
good times and bad times, through prosperity and adversity,” he added.

DM once said: “My son Victor, says ‘China Bank is our lifesaver.”” Victor Consunji (1950-2018) was the
president and COO of Semirara.

Sid could only agree: “Very few banks will be there for you when it rains. Normally, when it rains, they
will pull away the umbrella. But not China Bank.”
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Teodoro Tagle at his office in the
PAEC headquarters in Makati City.
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STEADFASTLY LOYAL TO CHINA BANK

“Our relationship with China Bank remains strong
to this day.” —TEODORO TAGLE

IN THE TAGLE Group of Companies, loyalty to China Bank is company policy. Teodoro Y. Tagle, chairman

of the Philippine Allied Enterprises Corporation (PAEC) said: “China Bank has been very good to us. We
never had problems with them and it's so easy to deal with them. We have been dealing with China Bank for
almost ninety years now, since my father’s time.”

The group’s relationship with China Bank goes all the way back to the 1930s when Teodoro’s father,
Cecilio Tagle, a shirt factory owner at the time, was approached by Dee K. Chiong, who offered the Bank’s
services. The business relationship between the Dees and the Tagles was interrupted by World War Il, when
Tagle had to shut down his shirt business. After the liberation of Manila in 1945, he rebuilt his fortune by
going into copra trading in Mindoro, and he also resumed his relationship with China Bank.

In 1953, Cecilio Tagle, with his business associates, formed PAEC, which became the exclusive
distributor of Bridgestone tires in the Philippines. Teodoro recalled: “China Bank was always around to help
ensure the survival and success of our company. Time and again, the Bank made its resources available
to us so that we could meet the challenges that we faced in the late 1950s, when there were import
restrictions, and during the period of scarcity of US currency in the 1980s and 1990s.”

When he took over the reins of the company from his father, Teodoro enjoyed the continuous support
of China Bank, this time from the third generation of leadership—Gilbert Dee and Peter Dee. He said the
Bank was particularly helpful to him in the 1970s, when he was organizing four new companies in a bid to
diversify into other businesses—leasing and real estate, manufacturing of cooking appliances, brake linings,
and shock absorbers. These companies are CTM Management Corp., General Heat Corp., Friction Materials
Corp., and Autobus Industries, Inc. In the decades that followed, the relationship with China Bank grew
stronger as the Tagle Group grew bigger.

“We have been approached by many other banks in the past, but we have remained steadfastly loyal to
China Bank. Our relationship with China Bank remains strong to this day,” Teodoro said.

The past ten years had seen some changes in the Tagle Group. “We're transitioning into a more
modern and professional organization. Slowly but surely, the acquisition of new talent and adaptation of
technology is helping us build a better culture that puts importance on being data-driven, fosters hard work,
and encourages results. At the same time, we're also diversifying into new lines of business to continue
the growth of our companies,” Teodoro said. China Bank has undergone some changes as well, especially
in leadership, but the Tagle Group’s relationship with the Bank has remained steady. “While change is
inevitable, and people come and go, their team continues to persevere and act with our best interest in
mind. By balancing risk and identifying opportunities, China Bank plays an important role in ensuring all
possible options are made available to us,” Teodoro said.

“It's the people behind China Bank who make our relationship special. Their level of service and
commitment to their clients is ultimately what sets them apart,” he concluded.
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Johnny Cobankiat at his Casablanca Cigar Bar
in Shangri-La Plaza

BEYOND HOME IMPROVEMENT

“China Bank is a partner. We are empowered by our trust
in each other.” —JOHNNY COBANKIAT

THE FAMILY OF Johnny O. Cobankiat has been in the hardware
business for 100 years now. His grandfather Co Ban Kiat started the
business in 1920 (same year as China Bank was founded) when every
hardware product, from screws to Gl sheets, was imported. After
World War II, Johnny's father, Atilano, kept the business running and
helped rebuild war-torn Manila by producing and supplying building
materials. Now, Co Ban Kiat Hardware, Inc. (CBKHI] is one of the
largest distributors of equipment, machinery, and tooling products in
the Philippines.

All these years, the family’s bank has always been China Bank.
“It has grown into a partnership bonded by time, a partnership that
helps us make our vision a reality. Like our company, China Bank is
always looking ahead, embracing the future,” said Johnny Cobankiat,
president of CBKHI, ACE Hardware Philippines, and eight other
Cobankiat companies.

With a vision to improve the lives of Filipinos with world-class

products in home improvement, Johnny entered the aesthetics
sector for the high-end market with Coby’s Design Center which
opened in Shangri-La Plaza in 1996. Then he brought hardware giant
ACE Hardware USA, opening the first ACE Hardware branch in the
Philippines in SM Southmallin 1997. ACE Hardware Philippines has
grown to become the country’s leading home hardware chain, with
over 200 branches nationwide in 2020. In 2018, he brought to the
country the world-renowned hi-fi speaker brand from Great Britain,
KEF, and has since then redefined the hi-fi experience of Filipinos.
“We are the leading and largest distributor of the best global
brands in home improvement because we’ve embraced the fast-
changing times by becoming the ultimate solutions provider not just to
homes but to all industries,” said Johnny, acknowledging the fact that
China Bank stood by them all these years. “China Bank supports the
journey of their clients and pushes them to succeed.”
For Johnny, trust is very important in building relationships.
“China Bank is a partner. We are empowered by our trust in each other.”
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Hi-Tech Steel Industries Corp. moves forward

with the new generation: (From left) Luis Co with i
his daughter Lucy Cobankiat behind him, now the '
Account Manager; Marcelo Co and his son Jeffrey
Cabankiat, now the CEO; Geronimo Co Chin,Chieng,
seated, with his son Lawrence Cobankiat, now the
Finance.Manager; Co Chin Wee, seated, and his son
Frederj_ck"Cﬂb_ankiat, now the Production Manager /
Corporate-S_sc?b ary.

e

PARTNERSHIP AS SOLID AS STEEL

“We don’t look for other banks because China Bank

IS our partner.” —MARCELO CO

HARDWARE IS IN THE BLOOD of Luis and Marcelo Co, whose father
was Co Ban Kiat, the founder of Co Ban Kiat Hardware in 1920. “Our
family has been banking with China Bank for many years. My father
dealt with Albino SyCip and Dee C. Chuan who were very helpful to
him. He encountered hardship when he was starting his business and
it was China Bank that assisted him,” said Luis.

After the war, their father decided to go into manufacturing. The
transition was not easy but China Bank helped him through by readily
increasing his credit limit.

Luis and Marcelo took over from their father and ran Fidelity
Steel Manufacturing, Inc. and Hi-Tech Steel Industries Corp. and
continued the relationship with China Bank. Marcelo said that in times
of crisis, one can count on China Bank. “When there was a dollar
shortage during the Marcos regime, China Bank was very helpful to
the industrial sector. They always think of their clients’ survival, not
just their own,” Marcelo said.

The family business underwent a major expansion in the past ten
years, with some members of the third generation becoming more

involved in the business and taking on greater responsibility. Marcelo’s
son, Jeffrey Cobankiat, is now CEO of Hi-Tech Steel Industries Corp.

“We've grown our companies in the last decade by adding
products and facilities. We now make gabion wires and different kinds
of wire and mesh, and we’'ve added more machinery and equipment,
as well as warehouses, to serve our market’s needs,” said Jeffrey,
noting that they retired about 70% of their old machinery and acquired
new ones to increase production and efficiency.

Throughout the expansion, China Bank was their bank of choice.
“We have a very good relationship with China Bank. More than 60
years already and we haven’t changed. We don’t look for other banks
because China Bank is our partner. We always go with China Bank,”
said Marcelo.

“Providing the best rates and facilities is very important, but
what’s more important is the relationship. | think one of the key
things that our company has, which was started by our fathers, is the
relationship with China Bank. And that goes beyond numbers,”
said Jeffrey.
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Even on vacation, James Go Jr. is working
to keep the family enterprise evergreen.

EVERGREEN RELATIONSHIP

China Bank is like family to us.”—JAMES GO JR.

JAMES GO SR. started his plywood business Cebu Evergreen in 1967
with a P10,000 loan from China Bank. His father, Santiago Go, was

a top Cebu lumber magnate, but he wanted to see his son James
stand on his own feet. So it was China Bank that backed James Sr.’s
start—a decision that paid off handsomely for both businessman

and bank, as Cebu Evergreen became a major force nationwide in
plywood, construction materials, and interior fittings. When James Sr.
passed away in 2004, his son James Jr. continued his legacy and the
relationship with China Bank.

“There’s no comparison between the service of China Bank and
other banks—because China Bank is like family to us,” said James Jr.
The young James used to tag along in his grandfather Santiago’s daily
visits to his good friend Dong Pao Loh, the longtime manager of China
Bank Cebu-Magallanes. “I grew up in that building. Every day, we
would go there and | would play in DP’s office,” James said.

Under James Jr,, the family business has significantly diversified
its products and services, but China Bank has remained a constant
partner. Ninety-five percent of their banking needs are served by
China Bank.

Cebu Evergreen has recently gone into construction, in addition
to its distribution business. “We started with just distribution, but

some customers started asking us to help them with certain parts of
their construction projects, then they just kept adding work, until we
decided to take on bigger construction and installation work,” said
James.

The company specializes in the installation of the products they
distribute—fiber cement boards and gypsum boards, mainly. They do
exterior finishes of malls and hotels as well as interior work such as
linings of walls and ceilings.

Distribution continues to be their main business, and cement
board their top product. In one month, as much as 170 containers of
cement boards are sold and used for their own construction projects.

“We now operate nationwide, from Manila all the way to Davao.
When my father started the business, we just had one branch here in
downtown Cebu. China Bank was key in managing the finances. We
don’t like to borrow money so much but when we do need to borrow,
China Bank is always there. So from the credit standpoint and the
cash management standpoint, China Bank has always supported us,”
James Jr. said.

“| can say that at least four generations [in our family] have
banked with China Bank. There is a certain level of trust that we have
with the Bank,” James concluded.
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Edgardo Reyes, seated, flanked by
Aristeo Puyat and Wilfrido Reyes,
president-and corporate secretany/EV
of Gonzalo Puyat & Sons, respectivelyy
e ———

TRUST BUILT THROUGH GENERATIONS

“I believe that this relationship with China Bank will continue
on with the succeeding generations.” —EDGARDO PUYAT REYES

“OURS WAS A RELATIONSHIP that started with the founders and
has continued for several generations,” said Edgardo “Ed” Puyat
Reyes, chairman of Gonzalo Puyat and Sons, Inc., of the relationship
between his family and China Bank. “It is a relationship that spans
multiple generations of the founding families of two very old business
organizations which has been kept alive by personal relationships. It
is characterized by the old way of doing business where bankers knew
the people heading the companies that they dealt with and to a great
extent, trust was built from the relationship,” Ed said, noting that China
Bank officers, from the chairman down the line, make sure they know
their clients well. He is impressed that every time they met with Gilbert
Dee, he knew the details of their account. “It's old-time banking which
is built on the premise of knowing each other,” he added.

Gonzalo Puyat and Sons, Inc., one of the oldest industrial firms
in the country, has holdings in the manufacture of steel products
(galvanized steel and large diameter steel pipes)—in which it is the
pioneer, as well as in flour milling, wood processing, homogenous
floors, marine and agro-industrial products, and real estate
development. It traces its roots to the House of Puyat, a company
founded in 1907 by Gonzalo Puyat, a Philippine Legion of Honor
Awardee as a pioneer Philippine industrialist. The House of Puyat
produced billiard tables, bowling alleys, and furniture.

China Bank continues to provide support and various services to
the Puyat-Reyes Group as it undertakes new projects and expands its
various businesses. A subsidiary, International Pipe Industries Corp.,
is expanding its steel manufacturing base by constructing an P820-
million pipe manufacturing plant in Batangas that will produce steel
pipes of up to 3.6 meters in diameter. This is to continue maintaining
its dominant position in this field, having just upgraded and expanded
its Davao plant to serve the infrastructure requirements of Mindanao.

One of its affiliates, SOCResources, a publicly listed company,
ventured into property development through real estate unit SOC
Land Development Corp. in 2011. Some of its projects include a
four-tower project called Anuva along South Luzon Expressway in
Muntinlupa with a total inventory of 2,000 units and a horizontal
development in Binan, Laguna which offered 350 units of medium-
priced single detached homes. Three new residential projects are
ongoing, and new projects in Quezon City, Baguio, and Taft Avenue
are in the planning stages.

The businesses that have grown from Gonzalo Puyat and Sons,
Inc. are now being managed by members of the third and fourth
generations. “| believe that this relationship with China Bank will
continue on with the succeeding generations,” Ed concluded.
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Father and son tandem Willy Ong and Justin Ongsue
at Pacific Paint’s headquarters in Quezon City

TESTED THROUGH TIME

“We would not be where we are today without the help of

China Bank.”—wILLY ONG

THE ONG FAMILY of Pacific Paint (Boysen) Philippines, Inc. has been
loyal China Bank customers since the 1950s. Vicente Ong Sue, the
founder of Pacific Paint, started the business in 1953 as a repacker of
paint and laquer thinner. In 1958, he began the production of Nation
House Paints. In 1960, he acquired the license from Walter N. Boysen
Company of California to manufacture Boysen paints in the Philippines.
The rest is literally colorful history.

Today, Pacific Paint is the leading paint manufacturer in the country
and one of largest in the world. Vicente’s son Willy Ong, who has been
running Pacific Paint for decades, said: “We would not be where we are
today without the help of China Bank, because China Bank was the first
bank that gave my father a credit line. And | will always remember that
China Bank supported us during the big crisis in the 1980s.”

Even as it dominates the market, Pacific Paint is far from complacent.
The past ten years saw the company embarking on a massive expansion
project—building and acquiring production facilities for new products
and expanding their manufacturing capabilities. To support the
increased production capacity and to enhance the efficiency of product
delivery, multiple logistic hubs were constructed all over the country.

China Bank played an important role in this most recent expansion.
“Our relationship with China Bank continues to grow. We acquired a
major facility in 2012 through a loan from China Bank. Growing our

business means more importation of raw materials, which translates
to an increased issuance of Letters of Credit from China Bank to our
suppliers,” said Willy.

The growth is driven by the company’s continuous pursuit of
innovation, commitment to quality, and concern for the environment.
“We are always challenged to make our products greener, using
more renewable materials as part of our thrust not only to innovate
paints for decorative use but also for functional purposes like air-
cleaning, anti-bacterial, and easy-to-clean purposes as well. There
is a paradigm shift in the building and construction industry to using
eco-friendly paints and we have taken the lead to improve the quality of
our products and, most of the time, to even exceed industry standards.
We will be counting on China Bank to help us fund these innovation
projects and facility upgrades or expansions when needed,” said Willy’s
son Justin who heads sales and operations.

Like with his father before, and now with his son, Willy looks far into
the future with China Bank. “In any business relationship, trust should
be at the core of the partnership. The mutual trust between Boysen
and China Bank has remained strong and solid through the years.

Our confidence in doing business with each other could not be easily
shaken, allowing Boysen, our company, and China Bank, the financial
institution, to continue to grow together,” said Willy.
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from left, his niece Kristine; son Paul Ryan, and daughter-in=law:
Natalie—all of whom are involved in running the family business.
Behind them are the portraits of Ruben’s mother, Lo Eh Biae,

and father, Siao Tick Chong.

ON POINT AND IN TOUCH

“My father was with China Bank for a long time, so it’s in

my DNA.” —RUBEN SIAQ

THREE GENERATIONS of the Siao family have been banking with China
Bank. It started with Siao Tick Chong (1918-2019), a copra trader in
Iligan who eventually set up shop in Manila in the 1940s and went into
the business of electrical supplies. Like most long-time clients of
China Bank, Mr. Siao had dealt with Albino SyCip and regularly visited
China Bank Binondo—from the time it was the head office until it
became the Binondo Business Center. Stopping by China Bank with
friend Luis Uy to chat with the staff and fellow clients was part of Mr.
Siao’s daily routine even when he was in his 90s and his children were

already the ones running the family corporation, Pointer Enterprises, Inc.

Pointer Enterprises is an importer, wholesaler, and retailer of more
than 100 electrical products—from generators and transformers to
circuit breakers, cables, switches, LED lightings, fans and blowers,
sauna heaters, conduit pipes, and fittings. The company also
manufactures enclosures for switch gears, panel boards, lighting
fixtures, kilowatthour meters, and automatic transfer switches.

“We import most of our products from China. We used to source
them from Europe, the US, Japan, and Korea, but they're very
expensive, so we looked for high quality alternatives,” said Ruben Siao,
the company’s president since 2007. “We're also moving more and
more into e-commerce. We only have five salesmen now, down from

18. It's only Paul, my son, who goes to see the clients for marketing
purposes. Most transactions are now done online,” he added.

While transactions have shifted online, building relationships
still requires some personal touch. “I still do physical marketing.
Especially with new clients, | meet with them to introduce myself,
the company, and to introduce a new product,” Paul said. The bulk
of the company’s business comes from corporate clients—property
developers, construction firms, and industrial companies.

To increase efficiency, Ruben said that they have been automating
their manufacturing plant. “We used to have 11 presses that were
operated by 11 workers. Then we invested in a CNC controlled turret
punching machine that is operated by only two persons and does
everything faster. So our people in the plant now are down to 40 from a
high of 80.”

As the company uses more advanced technology, the business
becomes more capital-intensive. Pointer Enterprises, Inc. works with a
number of banks, but China Bank continues to provide major services
for it. "My father was with China Bank for a long time, so it's in my DNA.
We are happy with China Bank and we are looking forward to greater
support from them,” said Ruben.
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Christopher and his father, Ricardo Po,
at the CPFI head office in Pasig City.

“Century wouldn’t be the success it is today without
China Bank’s support.”—RICARDO PO

RICARDO S. PO (1931-2021) is another success story from the large
number of entrepreneurs fostered by China Bank. He emigrated from
China in 1947 at the age of 16, and started banking with China Bank in
1958. In 1978, he founded a tuna processing and exporting company,
Century Canning, which in time became Century Pacific Food Inc.
(CPFI), the leading canned food producer in the Philippines.

To grow CPFI, Ricardo Po made China Bank his primary bank.
In fact, the company’s longest-standing banking relationship is with
China Bank. From financing its first tuna plant in Taguig City, China
Bank has played a key role in CPFI's success through the years. And
when it matters most, the Bank could be counted on. “The year 2008
was difficult for everyone. It was a global recession. | talked to Gilbert
Dee and he said very quickly: I'll give you P300 million more for your
credit line.” We never had to use that line, fortunately. But that's the
kind of bank China Bank is. Once they trust a client, they support him
all the way,” said CPFI’s chairman emeritus in an interview in 2010.

Aside from its flagship brand Century Tuna, CPFI has a broad
portfolio of brands, including 555, Blue Bay, Argentina, Swift, Birch

Tree, Angel, Wow Ulam, and Hunts. In recent years, CPFIl also entered
the condiments business and the domestic coconut market, and
strengthened its export business via the consolidation of its Century
International (China) Group of Companies.

“China Bank has continued to be very responsive to our banking
needs,” said Ricardo’s son Christopher, the company’s executive
chairman. “lts highly professional team of relationship managers
understands our business well and carries out innovative ways to
support our financing requirements. They make banking easy for us.”

Ricardo said their banking relationship is one that deeply
embraces mutual trust and respect. “China Bank is a truly valuable
partner and is always committed to our business success. | owe a debt
of gratitude to Mr. Gilbert Dee and China Bank for their confidence in
our business and its future. Century wouldn’t be the success it is today
without China Bank’s support. Without China Bank helping us in our
early beginnings as a company, there would be no Century today,” he
concluded.
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Lucio Yan (left) and Larry Tan-Villareal
at Larry’s home in Makati City.

UNWAVERING LOYALTY

“China Bank gives us the best kind of support any bank
could give.” —LARRY TAN-VILLAREAL AND LUCIQ YAN

STARTING AS A MANUFACTURER of tin cans for industrial paints and
chemicals in 1962, the partnership of Larry Tan-Villareal and Lucio
Yan has not only grown exponentially but has also diversified into food
grade tin cans, cardboard and corrugated boxes, tin can labels, and
bottle caps, among others. In the 1970s, the longtime friends also
ventured into real estate development.

Larry and Lucio’s companies count among its clients some of
the manufacturing giants, including Nestlé, Universal Robina, and
Colgate-Palmolive.

From the time the partners established their first company,
Rowell Industrial Corp., China Bank has always been their bank. “It
was China Bank that extended to us our first loan of P30,000,” said
Larry, whose father was a good friend of former China Bank president
George Dee Se Wee, the eldest son of Dee C. Chuan.

As their businesses grew, other banks approached them, but they
stayed with China Bank. “China Bank gives us the best kind of support
that any bank could give,” said Larry.

Lucio added, “China Bank’s reliable service, efficient response to
clients’ needs, and the professionalism of its people make China Bank
stand out. It has been our trusted and most reliable partner through
the years. The last ten years have seen us develop a deeper bond
strengthened by years of familiarity and respect for each other.”

In anticipation of further growth and expansion, their company
Dowell Container & Packaging Corp., which continues to be a major
player in the packaging industry, has moved its manufacturing
facilities to Cavite. “"We never cease to explore new technologies to
continuously improve our products and services,” said Lucio.

“Coping with the unprecedented growth of information technology
and how it will affect our business—our manufacturing process and
the supply chain—is a great challenge every company has to face
these days. Having a reliable partner like China Bank will surely make
these challenges easier to approach,” Larry concluded.
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Behind them is the portrait of Yap Yok Sr.

s
m M Yap Yok, rightmost, with his son Bill and grandson.

THROUGH GENERATIONS AND NEW VENTURES

“I have been banking with China Bank for over 60 years now.”

ALMOST A CENTURY AGO, the Yap family’s first immigrant, Yap Yok
Sr., came to the Philippines from Nan’an, Fujian, China and put up a
textile trading business in Cebu. When China Bank opened its branch
there, Yap Yok Sr. opened his first bank account with it—the start of a
relationship of trust that would endure even beyond his lifetime.

At only 17 years old, Yap Yok Jr., or YY for short, started his own
business. Noting the Yap family’s xinyong or trustworthiness, China
Bank readily supported the young YY, reaffirming the bond of trust
started by his father years ago.

“l went into the business of importing and selling reconditioned
engines, trucks, and heavy equipment from Japan. Being young and
having no collateral, no financial institution wanted to grant me a
credit line, except China Bank,” said YY. With the loan, YY became
one of the first businessmen in Cebu to engage in heavy equipment
importation, and with the Bank’s continued support, he managed to
grow the business and to venture into other businesses—lending,
vehicle dealership, real estate leasing, and more. Through the years,

—YAP YOK JR.

YY remained a loyal China Bank client. “I have been banking with China
Bank for over 60 years now,” he added.

The YY Group is currently transitioning to its third generation. With
great optimism for the future, YY, a storied figure in the business world
and a guiding hand in his group of companies, is passing the torch to
his son, William “Bill” W. Yap, who is taking the YY Group to greater
heights by further diversifying into other businesses. Bill's passion
for service saw successful ventures into the hospitality, financial, and
payroll services industries, establishing multiple restaurant brands
and creating the first DOLE-accredited payroll software.

“China Bank remains a stalwart partner of the YY Group, and we
continue to rely on them for all our business endeavors,” said Bill.

The relationship with China Bank continues to be strong with the
fourth generation. The young members of the family can sometimes
be seen patiently waiting for their turn to be provided service at the
nearest China Bank branch, carrying on the tradition that started with
their forefathers nearly a century ago.
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Founder Francisco Toflg (center), with his

children (from left) Robin, Marylou, Willy, and
Gabby Tong commeémorating Pag-asa Steel's
50th anniversary in2014.

A LEGACY FORGED IN STEEL

“We will always be with China Bank because we recognize
their support in the early days.”—GABBY TONG

PAG-ASA STEEL WORKS, Inc. founder Francisco S. Tong (1924-2017)
had everything when he ventured into steel manufacturing—expertise,
connections, integrity—except enough capital. As it turned out,
finding capital was not hard for a man who had built a reputation for
trustworthiness.

“When Pag-asa Steel started, my father applied for a loan with
China Bank since he knew the China Bank people and they knew
him to be hardworking, capable, and trustworthy. Dee K. Chiong was
running the bank at that time. He knew my father very well, even my
grandfather,” said Wellington ‘Willy’ Tong, president of Pag-asa Steel,
noting that his father, Francisco, had been banking with China Bank
even before starting his own business.

Francisco had real mastery of the steel business. From 1948 to
1961, he successfully ran the steel company Philippine Blooming Mills
(PBM). It was he who brought in the technology that made use of the
open hearth furnace, which proved appropriate due to the high cost
and short supply of power then. This materially boosted PBM’s
production capacity and its competitiveness.

After retiring from PBM, he was looking into cement production
until a Japanese friend made an offer that was hard to refuse—steel
mill equipment that was technologically advanced and reasonably
priced. Driven by a desire to help in nation-building, he bought the

equipment, sought help from banks, and established Pag-asa Steel in
December 1964, the first automatic rolling mill in the Philippines.

“We had a hard start because we were short of capital. And then
we had the first automatic mill in the Philippines and labor could not
handle the equipment,” said Gabby Tong, general manager of Pag-asa
Steel. The company owners persevered, partnering with Japan’s Kyoei
Steel for technology transfer and investing in technical training.

The company has since grown into the leading producer of quality
concrete reinforcing steel bars in the Philippines today. It was the first
domestic steel mill to place its logo on its rebars, before Philippine
law required it, a testament to its product quality. It also pioneered
the production of Grade 60 high-strength bars in the Philippines,

a cornerstone in the country’s leap to high-rise buildings and
skyscrapers.

Francisco instilled in his children the values he lived by, which have
become the company’s values. “Competence, character, commitment,
and integrity—these are what we demand of our employees, and which
we demand no less from family members,” Willy said.

For over 55 years, Pag-asa Steel's relationship with China Bank has
remained strong. “We're very appreciative of China Bank's support,”
Gabby said. “When a bank supports us, we reciprocate. We will always be
with China Bank because we recognize their support in the early days.”
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Luis Tan in 2008.
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UPLIFTING THE CLIENT

“We are confident that China Bank will always be a reliable

partner.” —LUIS K. TAN

IN 1952, AT ONLY AGE 16, Luis K. Tan left his hometown in Sta. Cruz,
Marinduque to seek his fortune in Manila. He started working as a
helper at an auto supply shop along Gandara St. in Manila and later on
became a salesman. He worked during the day and studied at night,
finishing his college degree at Far Eastern University. The young Luis
learned the auto-supply business inside and out. In 1964, at the age
of 28, he launched his own business. In a few months, his Luis Auto
Supply commanded a huge portion of the market share for forklift
spare parts in the Philippines.

With his success, he joined his friends at Paragon Trading &
Services Corporation, selling brand new TCM forklift units. A few
years later, he took over complete management at Paragon and
successfully promoted the brand in the Philippine market. The
TCM-Paragon partnership now dominates the local market for
forklifts, wheel loaders, container carriers, and genuine parts for all

these machineries. Soon after launching his business, Luis Tan met
China Bank’s Gilbert Dee. A strong friendship and a solid business
relationship was born. “China Bank and Gilbert Dee have been very
supportive of our companies all these years. And we are very thankful
to them for that support,” Luis said.

Luis, now 84 years old, has turned over the management of his
businesses to his sons, Liberato, Luis Jr., Lawrence, and Leonardo.
But the relationship with China Bank has continued and has, in fact,
been enhanced.

“China Bank's integrity earned my trust and confidence in
its management and in the range of services it offers,” Luis said.
“Whatever challenges we will encounter in the future, we are
confident that China Bank will always be a reliable partner—ready and
willing to assist us in our business interests,” he concluded.
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F. F. Cruz and his wife Angelita
in 2009.

ENGINEERING MARVEL

“China Bank has been a most valuable partner.”

BUSINESSMAN AND CONSTRUCTION pioneer Felipe F. Cruz’'s

vision was to help build the country’s infrastructure requirements
utilizing renowned Filipino engineering expertise. He established
F.F. Cruz & Co. in 1949, which started as a small surveying firm, and
incorporated it in 1954 as a full-service engineering company with
business segments in land and aerial surveying, engineering design,
geotechnical services, construction, land reclamation, marine works,
and real estate development.

Consistently ranked among the top ten constructions firms
in the country and rated "AAAA” under the Philippine Contractors
Accreditation Board, F.F. Cruz & Co. has been building key
infrastructure projects all over the country, including the EDSA-
Ortigas, Kalayaan, and Kamuning flyovers, the Batangas Port, the San
Roque Hydroelectric Plant in Pangasinan, and geothermal plants in
Leyte and Albay. F. F. Cruz is a leading highway contractor, a specialist
in dams and flood control works, a pioneer in advanced micro-
tunneling technology and balanced cantilever bridge work.

“In many of our big projects, China Bank has been a most
valuable partner,” said Felipe in an interview in 2009. “I remember
we were bidding for a huge project—the Alabang viaduct—a P1.2
billion project—and we were required to come up with a P300 million
performance bond. China Bank went out of their way just so | could

—FELIPE F. CRUZ

get the award even if | was a relatively new client then. | know other
banks would never do that. So, we showed them that their trust was
not misplaced.”

The Alabang Viaduct project called for the rehabilitation of the old
6-lane deck built in 1977 into an 8-lane superstructure. Felipe added:
“When | met with China Bank Chairman Gilbert Dee to show him the
progress of work, he said, ‘Mr. Cruz, we trust that you can do it".”

And he did. The rehabilitated Alabang Viaduct, the major crossroad
between South Luzon and Metro Manila, was opened to motorists in
November 2008, one month ahead of the original completion date.

Felipe passed away in May 2013. His wife, Angelita, as chairperson
and president, and their daughter Aida Cruz-Chinloy, as chief
executive officer, continue to fulfill his vision and to maintain the
strong relationship with China Bank.

Some of the major and recent projects of F.F. Cruz & Co. included
the first phase of the Cavitex C5 South Link which would eventually
connect C5 and Cavitex via Merville and Sucat; the Plaridel Bypass—a
1.063-kilometer long-bridge with continuous pre-stressed concrete
box girder erected by balanced cantilever method; the 4.2-kilometer
Marikina North Sewer Network using the trenchless method and
microtunneling technology; and the Calaca, Batangas Port Extension.
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Willie Yap, seated, with his nephew Kenny
Carter Yap, VP for Operations, at Willie's office
in Makati, with the portrait of his father, Henny,
behind them: 4

“To this day, majority of our transactions are with

China Bank.” —wiLLIE YAP

GOLDEN MAPLE INDUSTRIAL Corp. is the only ballpen manufacturer
in the Philippines, and its brand, Panda, is so popular that, at one
point, China-based makers sold counterfeit versions of it in the
country. Its founder, Henry Yap Long Pheng, was 18 years old when

he migrated from Fujian, China in the 1920s. Determined to make

a better life in the Philippines, he worked hard and went from one
business to another—buying slippers from Laguna and selling them in
Manila, importing and selling Japanese textile, and distributing office
equipment and the Japanese ballpen brand, Zebra.

“When the price of Zebra kept going up, my father thought he
should just manufacture the ballpens himself, and found a Taiwanese
ballpen maker who taught him and led him to a German supplier
of ink and a Swiss supplier of ballpen tips. Soon, we were making
ballpens, which my father branded Panda,” said Willie Yap, vice
president of Golden Maple.

With famous brands like Bic, Reynolds, and Kilometrico
dominating the market, it was hard for Panda to penetrate the
market, but it did so after three years. “In our business, distribution is
everything. We couldn’t afford advertisements then so we had to rely
on very good salesmen,” said Willie, noting that they initially focused
distribution in the provinces.

For a number of reasons, including rising production cost and labor
problems, four ballpen manufacturers closed one by one, leaving Golden
Maple, founded in 1988, the sole ballpen manufacturer in the country.
Willie said that they also considered quitting the business. Twenty years
ago, their 200-plus workers went on strike and their plant shut down
for a year. Then business also suffered because of fake Panda ballpens
from China. “"We were telling our father, let’s just import from China,’
but he would not hear of it. My father had a soft heart and he did not
want our workers to lose their jobs, especially since most of them had
been with us for 20, 30 years. He said it was okay if we did not earn
much as long as they had work. So we stuck it out.”

Business has been steady for some years now and Panda still
enjoys great popularity, with 67 percent market share and 600 dealers
nationwide. Throughout the years, Golden Maple has counted on China
Bank for support. “My father only did business with two banks—China
Bank and another bank which no longer exists. He always said we did
not need a lot of banks. To this day, the majority of our transactions are
with China Bank. We're comfortable dealing with the bank. I, myself,
know a lot of China Bankers, some of whom have retired, because I've
been actively involved in our business since | was in my twenties,”
said Willie.
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Tommy Que (left) and his nephew
John Alexander Que at The Atrium.

GROCER’S PARADISE

“China Bank has exceptional service, is very flexible, and
warm to their clients.” —TomMmy QUE

ILOILO SUPERMART is the largest supermarket chain in Western
Visayas. lIts founder, Que Hua Pho (George Que), started it in 1948,
opening his first store, Washington Grocery, on Iznart St., the same
street where China Bank opened its first branch in Iloilo. “My father
was very frugal and hard-working. He was also very smart,” said
Tommy O. Que, president of Iloilo Supermart, Inc.

“In 1950, my father rented the corner portion of the newly
reconstructed Hoskyn's Compound and made it his second store,
Washington Commercial Grocery and Cold Storage (later renamed
Washington Supermart). It was the first grocery in Iloilo to offer
refrigerated products,” Tommy said. Hoskyn's was the first
department store in the Philippines. By the 1970s, George had
purchased the space they were renting.

In 1974, George opened a bigger store and named it Iloilo
Supermart. By that time, Tommy and his siblings were already helping
out. “"We all became involved in the business when we were very
young. During school breaks, we would help in the stores and after
graduation, we were expected to work in the family business.” That
turned out to be a good thing because in 1983, George passed away in
his early 60s. “Our father was really smart and innovative in the way he
did retail business. He taught us well and made us learn the business

from the ground up. Because, he said, we cannot manage what we do
not know,” said Tommy.

With the second generation at the helm, the company expanded
and diversified. Aside from Iloilo Supermart with eight branches as
of 2020, loilo Supermart Incorporated also operates specialty stores
Paper Chase, Homestore, Tinapayan, and Medicine Corner; and
shopping centers The Atrium at the Capitol and Right Choice.

“We always make sure to know our customers very well and
serve their needs. Everything we do is aimed to make them happy
and comfortable. We also plan to expand more to have economies of
scale,” Tommy said.

In all of this continuing growth, China Bank plays no small part.
“China Bank partly financed our expansion, especially during the early
years and up to the present,” Tommy said, noting that China Bank is
the Que family’s bank for more than 70 years now. “Even before the
paint of China Bank Iznart Branch had dried, my father was already
opening an account with Mr. Conrad Tan, the manager.”

“China Bank has exceptional service, is very flexible, and warm to
their clients. It has become our preferred depository bank because of
their exceptional service,” Tommy concluded.
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Brothers and Lucerne Managing
Directors, Ivan (left) and Emerson Yae;
at their Rolex Store in BGC.

TIMELESS VALUES

“People in China Bank stay longer, so we know them
and they know us. That’s important.” —vaN yao

THE SWISS LUXURY watch business of brothers lvan and Emerson
Yao has its roots in the used-watch business of their enterprising
grandfather—an immigrant from Fujian who came to the Philippines
in the 1930s and went into farming, supplying Manila markets with
vegetables. In 1946, he bought the watches of American soldiers
leaving the Philippines and sold them to the locals. Soon, he had a
thriving watch business, and asked his sons to come to the Philippines
and run his retail business.

Ivan was 15 years old when he started to help his father run
his grandfather’s watch shop in Plaza Sta. Cruz, which by then was
sourcing timepieces from local importers. It was lvan and his father
who started the company’s relationship with China Bank. "My father
and | opened a personal joint account in China Bank. At the time, we
had only one store,” Ivan said.

It was in the early 1990s when Ivan and Emerson decided to enter
the high-end watch business. “We saw a very crowded market because
everybody was selling the same stuff; it was very competitive and we
wanted to be different. That time, everybody had shifted their focus to
Japanese watches. They thought the Swiss watches were gone; they
did not expect that there would be a revival,” Emerson said.

Lucerne opened its first store at Ali Mall in Cubao in 1982,
followed by a boutique store in Makati, where they started to offer

luxury watches. “We started small and grew slowly. We just kept
on investing until we got the trust of our suppliers, creditors, and
customers. We always remember what our father taught us: ‘Do
not lose your reputation; you have to protect your reputation by all
means’,” noted Emerson.

Lucerne is now a reputable market leader in Swiss luxury
watches, carrying over 20 luxury watch brands like Rolex, Patek
Philippe, Breguet, Jaeger-LeCoultre, and others. The Lucerne Group
also includes Chronos and L-Time Studio, which carry a range of
watch brands catering to a broad market. In the past ten years, the
brothers have diversified into other lifestyle products such as cameras
(Leica), jewelry (Pandora), and eyewear (Owndays).

In a luxury brand business, banks play a critical role. “We need
a ready facility to make sure we are prepared for peak seasons.

We also renovate 30 stores every year, and that alone can cost a
considerable amount. | would say, right now, China Bank can assist
us to have a certain flexibility to make our operations smoother,”
Ivan said.

It matters to lvan and Emerson that they have been dealing with
the same team in China Bank for quite some time now. “Unlike in
some banks, people in China Bank stay longer, so we know them and
they know us. That’s important,” Ivan said.
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Pio Castillo-athis office in IPI's
headquarters in Cebu.

PROVIDING WELLNESS

“China Bank has been our bank since our fathers’ time and
our relationship continues to this day.” —pPi0 CASTILLO JR.

INTERNATIONAL PHARMACEUTICALS, INC. (IPI) is one of the
Philippines’ leading manufacturers and distributors of pharmaceutical
and consumer products, including Omega Pain Killer, Dr. S. Wong's
Sulfur Soap, Bioderm Family Germicidal Soap, Casino Ethyl Alcohol, and
the popular liniment, Efficascent Oil. These brands have been staples
in every Filipino home, which speaks volumes of how IPI has served
Filipinos for over sixty years.

“Efficascent Qil is still our most popular product,” said IPI President
and CEO Pio B. Castillo Jr. “It was the first product we made which we
sold in our pharmacy, our family’s first business that my father and
uncles put up in 1959,” added Dennis Wong, IPI's chief operating officer.
Their fathers were two of the five Wong brothers—George, David Sr.,
Sergio, Pio Sr,, and Sixto—who started IPI as a family business.

From a humble roster of products, IPl now produces top-of-the-line
health, wellness, personal care, home care, and food products. In 2019,
IPIlaunched IPI Generics, the company’s arm that produces affordable
quality prescription drugs for hypertension and other cardiac diseases,
diabetes, pain, ulcers, and antibiotics for mild and serious infections.

The company’s research and development department, once
headed by Dennis Wong's pharmacist mother, Paz Wong, is a
fundamental part of the business. To cater to different market
segments, IPI continually develops new products and new variants of
its existing brands, like Efficascent Relaxing Oil, Efficascent Ointment,

and Dr. S. Wong's Sulfur Soap with Moisturizer. “We constantly review
and rationalize our product lines. A product or two may be dropped if
it's not selling,” Dennis said.

Based in the Queen City of the South, IPI first distributed its products
in Cebu and ventured out to the rest of Visayas and Mindanao. Ten years
after its establishment, the company eventually entered the Luzon
market. Now, fifty percent of the company’s total production goes to
Luzon and the rest is distributed in Visayas, Mindanao, and abroad.

IPI continually upgrades its facilities and equipment to keep up with
global standards and meet the growing demand. “Our new production
facility, warehouses, and offices will probably be completed this year,”
said Pio of the expansion that started in 2015. The company’s production
processes are also undergoing an upgrade. “We're putting in new
machines for our alcohol production. We bought high capacity machines
for soap manufacturing. For Omega Pain Killer, we're buying new
compounding and emulsifying tanks. We're improving the efficiencies so
that outputs improve as well,” Dennis added.

Through the years, China Bank stood by IPI, providing credit and
cash management facilities and warm, personalized service. “China
Bank is our main bank. It has been our bank since our fathers” time
and our relationship continues to this day,” Pio expressed. China Bank
and IPI continue to work together as they each endeavor to maintain
leadership in their respective industries.
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Danilo Lua at his office in
PSWRI's headquarters in Cebu.

AS NATURAL AS IT COMES
“CHINA BANK IS FLEXIBLE, WHICH REALLY SUITS THE
ENTREPRENEUR.” —DANILO LUA

THE BEGINNING OF Nature’s Spring is a case of an entrepreneur
finding an opportunity in a crisis. In November 1990, Typhoon Ruping
struck Cebu, downing power lines and cutting off water supply. For
months, people had no access to potable water.

It was the push that Danilo ‘Danny’ Lua, founder and president of
Philippine Spring Water Resources, Inc. [PSWRI), needed. He had been
thinking of going into the bottled water business, which at the time
was beginning to be popular only in Manila.

“Water has always been a problem in Cebu. We would always
boil our drinking water, but that’s not so good either as that produces
sediments,” said Danny.

After Typhoon Ruping’s devastation, Danny lost no time laying
the groundwork for PSWRI. With his team, he went to the US for
research and training on the technical aspects of bottling water. He
also commissioned a local product and market research study. In 1991,
Danny, aided by foreign consultants, put up the first plant in Mandaue
City in Cebu. Then, PSWRI only had one truck to do the distribution.

From the beginning, Danny believed that distribution is the key to
success in the bottled water business. So he built a wide distribution
network with 2,000 trucks and 200 warehouses all over the country.
“That was the only way we could penetrate the market. Now, nobody
can compete with our network,” he said. And because everybody was

selling in Manila, he targeted the provinces in Visayas and Mindanao.
Distribution in Luzon started only in 2000.

Their machines are maintained religiously and upgraded
periodically. According to Danny’s son, Daniel Ryan Lua, chief
operating officer, most of their machines now are German-made and
all are brand new. “German engineering is really precise. There is no
drip. Since using them, our scrap rate went down, as did our water
usage. We don’t need to wash the bottles with water anymore unlike
with our old machines. The new machines clean the bottles with
ionized air, then the bottles pass through a heater,” Daniel explained.

PSWRI is the Philippines’ overall market leader in the bottled
water industry, operating seven plants to produce high quality purified
and distilled water and flavored drinks. To capture the flavored drink
market, Nature’s Spring Iced Tea was introduced in 2015, followed by
Nature’'s Spring Flavored Drinks in 2016.

Because of the nature of the business, Danny has a number of
banks, but China Bank gets the lion’s share. “We operate in many
areas, so we need many banks because one bank does not have a
branch in all areas. But we bring it all to China Bank and deposit it
there, and all our disbursements are with China Bank. China Bank is
flexible, which really suits the entrepreneur,” said Danny.
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Alberto Dy 'Sun at his office in
YakultlPhilippines®headquarters
in Ermita, Manila.

A PARTNERSHIP CULTURED IN TRUST

“China Bank is our main bank.” —ALBERTO DY SUN

ONE HALLMARK OF A SUCCESSFUL enterprise is its mutual
experience of growth and solidarity with allied firms in the industry.
Over the years, being part of each other’s history reflects the deepening
ties that bind corporate leaders and their institutions. Such is the
partnership between China Bank and Yakult Philippines Incorporated
(YPI). It is a partnership rooted in trust.

“Success did not come easy to Yakult,” said YPI President Alberto
R. Dy Sun. Luckily, the friendship that his father had nurtured with
China Bank even way before the company was born, paved the way for
several good things to happen. “My father, Dr. Vicente Dy Sun Sr. came
to the Philippines from Fujian, China and married a beautiful Filipina
from Tayabas, Quezon. He was a driven and determined visionary, and
marketing was among his greatest skills,” Alberto added.

In the 1950s, he set up a pharmaceutical company that produced
multivitamins for children. That became the family’s first venture into
health products. “China Bank was my father’s bank, even before he
went into the Yakult business,” said Alberto. “He had a remarkable
business relationship with Dee K. Chiong—a relationship which | later
on inherited from him.”

In the 1970s, a friend from Yakult Taiwan introduced Vicente to the
manufacture and distribution of Yakult, resulting in the establishment
of Yakult Philippines Incorporated, a joint venture with Yakult Honsha,
Co. Ltd of Japan. From the beginning, China Bank played a vital part

in YPI's progress. With its support, construction of the manufacturing
plant in Calamba City, Laguna began immediately after YPI's
incorporation. Within its first year of operation, the company produced
11,000 bottles a day of probiotic health drink. Soon, a liaison office was
established in Malate, Manila.

It took several years though, before business prospered. “It was
very challenging; after our huge investment in building the factory, we
had a hard time meeting our projections,” Alberto said. “Back then,
people did not understand the benefits of good bacteria or probiotics in
human health. Yakult contains 8 billion live Lactobacillus casei strain
Shirota, a beneficial bacteria which is scientifically proven to improve
digestive health. However, the word bacteria connoted negativity in
people’s minds. Fortunately, an effective advertising campaign changed
everything as it caught the public’s attention.”

Through it all, China Bank has been a major partner in YPI's growth.
“China Bank is our main bank. | trust them. When | need something,
| can just call them, even when I'm abroad,” said Alberto. Nurtured
by the trust of its partner bank, Yakult Philippines Incorporated now
produces more than 4 million bottles every day. From that single
product whose formulation was developed in Japan by Dr. Minoru
Shirota, the probiotic drink continues to improve the daily health of
millions of Filipinos around the world.
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Justin Uy at his office in Profood's
headquarters in Cebu.

“China Bank is a preferred bank.”—JusTIN Uy

THE DRIED MANGO business is the fourth business venture of Justin
Uy, president of Profood International Corporation. He started at 15
years old, and went from fashion jewelry-making to poultry-raising to
mushroom-growing. Then he saw the process of making dried mango
at his aunt’s kitchen and saw potential in the product. “I had no money
when | started so | would use a lit candle to seal my packaging,”
recalled Justin, who was 19 when he founded Profood.

Dried mango has been an industry in Cebu since the 1950s, but
not a lot were producing in commercial quantities in the 1970s. "I think
there were about seven producers of dried mango when | started in
1978. Some of them were already exporting, but mostly to Hong Kong.
| was the first to export to the United States. | was also the first to
guarantee my foreign buyers that my product would be approved by
their FDA,” said Justin.

Justin started exporting to Hong Kong in 1980, and to the USA
in 1983, the same year he started mechanizing his dried mango
production. With his engineering know-how (Justin has a chemical
engineering degree), he created a conveyor and boiler using junk parts.
“I had no money so | went to the scrap yard of San Miguel Corporation
to pick up a stainless steel table top, chain, and sprockets. From Kimwa
Construction, | got a junk marine boiler,” he said.

Although Justin went into other mango-based products and later
diversified into other fruit products, his flagship product is still dried
mangoes. Now, Profood is the largest Philippine-based producer of
dried fruit, preserves, purees, concentrates, and juices. Its products
are available in the Philippines and exported to many countries in
Asia, the Middle East, Europe, North, Central, and South America, the
Caribbean, and Oceania.

“There’s no replacement for hard work,” Justin said. That was
what got him started and sustained him all these years. “For me,
even if you have nothing, it's not impossible to succeed. When |
started the mango business, | had no property, no factory, no buyer, no
technology—just the will to go forit.”

Unlike before, capital is not hard to access anymore. Because
of its size, Profood does business with a number of banks, but China
Bank has a special place in his heart. “China Bank is a preferred
bank. It was the bank of my father and when | was just starting, |
would sometimes borrow through my father’s account. And now,
it's owned by friends, Hans and Herbert, who've helped me from the
time | became a supplier of SM Supermarkets,” Justin said.
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MASTERFULLY CRAFTED

“We’'re partners for growth since we began. It’s a good
partnership.”—JOHN MARIE CONCEPCION

FOUNDER & PRESIDENT of Standard Hospitality Group John Marie
Concepcion was already CEO of the family’s consumer food business
when he thought of striking out on his own. “When | turned 50, | wanted
to do something challenging,” he said. So, he looked into the restaurant
industry and saw an opportunity to come out with something different,
inspired by his trips to Japan. “I liked the idea of a dish-specific
restaurant and | thought that would be the new thing moving forward.”

In 2011, John set up Yabu, the first “House of Katsu” in the country.
The idea of specializing in a single dish, like in Japan, truly appealed to
him. “It's really a mastering of the craft. You do only one craft and you
do it extremely well. And from there you create a brand. You commit
to be the best in that dish,” he said. “| want to bring the experience to
the middle class Filipinos and to make them feel as if they're in Japan,
eating an authentic katsu dish and getting five-star service for under
$8 or P400.”

John also believes that good service is as important as good food.
“We came up with the "Yabu promise’, which we printed on our menu.
It says that if the meal does not come out in 20 minutes, we'll give it for
free. And if you're not happy with our food, we’ll replace it. If you're still
not happy with it, we’ll give your money back. No reason needed.”

Yabu was so successful that within a year of operation it opened its
second and third branches. By 2020, Yabu had 14 branches.

Yabu caught the eye of Joey Ramos, then president of China
Bank Savings. “I knew him and he saw what we were doing. | made a
presentation and immediately, we got a loan. We're partners for growth
since we began. It's a good partnership,” said John.

In 2014, John brought the world-famous ramen house, Ippudo, to
the Philippines. On opening day, hundreds of people lined up. “It was a
big hit and it went on for months and months,” he recalled. By October
2016, Ippudo has grown to become the brand’s best operator globally.
And by the end of 2020, there were ten Ippudo branches in Metro
Manila.

“To me, the key to success is consistency in all your restaurants.
And for you to be consistent, you need to invest in your organization and
processes to build a strong foundation. We invested in a sophisticated
computer system and in a training team which conducts training every
month.”

John takes pride in doing it one at time and doing it well, which
he believes matters to banks. “Joey liked the fact that we did not go
all over the place with different concepts. New concepts can be quite
expensive and risky. But because of our track record, there’s an
element of trust between us and CBS. They know us so they’'re more
open to supporting us in a new venture,” John concluded.
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Rosario Acierto, seated, with*her daughter
Farah at the Casa del Nino campus in
San Pedro, Laguna.

MOLDING YOUNG MINDS

“We really have a very good relationship with
China Bank Savings.”—R0SARIO ACIERTO

DR. ROSARIO G. ACIERTO had taught in Montessori schools for many
years when her business-minded sister, Mila, asked her: “Why don’t
you put up a school?”

“I told her | only knew how to teach; | did not know anything about
running a school,” said Rosario. But with her sister’s encouragement
and assurance that she would help take care of the business side,
Rosario put up the first preschool in the subdivision where they lived,
Pacita Complex in San Pedro, Laguna. Her husband, Jose C. Acierto, a
government employee then, supported the idea of putting up a school.

“We opened a preschool in a small house in the subdivision with
only 17 children in 1981. We called it Casa del Nino,” said Rosario,
noting that in those early days, she was the teacher, administrator,
cashier, and janitor.

In 1983, they started an elementary school—encouraged by
the parents of their preschoolers, then added a high school in 1989.
Seeing the need for a school catering to kids with special needs,
Rosario put up the Maria Montessori School for Special Children in
1999, followed by Casa del Nino College in 2002, offering courses in
Information Technology and Education.

“In the early 1990s, we needed to construct a big building for our
high school students and we needed a big amount for that, which
Plantersbank provided. Before Plantersbank came along, we were

borrowing from smaller development banks because almost every
summer, we had to do some construction work—usually adding rooms
to accommodate new students. Then Plantersbank offered their
services and we ended up consolidating everything with them,” said
Rosario.

The loan from Plantersbank was used to purchase a 5,000-sq.
meter lot and to construct the high school building. In 2013, one of
their buildings burned down and Plantersbank again provided the
money for its reconstruction.

By 2020, Casa del Nifio School System Inc. has seven campuses
with more than 2,000 learners—five campuses are located in San
Pedro, Sta. Rosa, Binan, and Calamba; one in Ilagan, and one in Roxas,
Isabela. As president, Rosario continues to be involved in running the
schools, assisted by her children, Farah Acierto-Cabanban as chief
executive officer and Mark Acierto as executive vice president.

When the Plantersbank San Pedro Binan Branch became China
Bank Savings, it was as if nothing changed as far as the relationship
was concerned. “The manager is also very accommodating and the
processing of papers is even faster now,” said Rosario. We really have
a very good relationship with China Bank Savings. I'm grateful that
they trust us, and when we need financial help, they attend to us right
away,” she added.
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Jovito flanked by hiM’Raymond and Jomel,

with his grandson Onemig at the garage of JGTTI.

IN FOR THE LONG HAUL

“China Bank Savings has always given us great support.”

ENTREPRENEUR JOVITO GATLABAYAN started as a construction
materials supplier in 1991. In the midst of the Asian financial crisis,
he decided to shift to trucking, and in 2000, closed his construction
materials company altogether. “Construction had slowed down as a
result of the crisis, and | thought | should shift to another business
before things got worse,” said Jovito, founder and president of

J. Gatlabayan Trucking and Trading, Inc. (JGTTI).

As a hauler, he started with three dump trucks to haul concrete
aggregates for Solid Cement, one of the biggest cement manufacturers
in the country and his first client in his previous construction supplies
business. In 2008, J. Gatlabayan Trucking became Solid Cement’s main
contractor.

Jovito relied on bank financing to grow his fleet of trucks and
equipment. “Without it, we could not have expanded. Every now
and then we needed additional units and | didn’t have the capital at
that time,” said Jovito. The bank that supported him was Planters
Development Bank, which was later bought by China Bank and merged
with China Bank Savings (CBS).

“There was a big change when CBS took over. That was when we
were able to buy a good number of brand-new trucks and equipment.
Before, we were buying mostly used trucks. With our CBS loans, we

—JOVITO GATLABAYAN

purchased a brand new fleet from China and 1.5 hectares of land to
add to our 2.5-hectare garage,” he added.

Jovito soon diversified into other businesses dealing in
equipment rental, cement trading, and container yard operation.
Trucking, however, continues to be his main business, so equipment
maintenance and safety are top priority. The company has safety
officers, in-house mechanics, and its own towing trucks and
vulcanizing shop to ensure all company trucks and equipment are
always in good condition. A maintenance schedule is strictly followed.
“I think our big advantage over some haulers is that we have a big
facility where we can do maintenance work on our trucks,” said Jovito.

For five consecutive years now, JGTTI has been chosen the best
hauler by Solid Cement. The big challenge is further growing his fleet
to meet demand.

Jovito is confident CBS will be there for them when the time
comes for another expansion. “China Bank Savings has always given
us great support. It was a loan from them that made it possible for me
to expand my business in a big way. The truth is | have loan offers from
other banks, but | choose CBS because it is so easy to deal with their
account officer and manager.”
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