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PolyU DBA Alumni Series (Published on 3rd October, 2022) 
Interview with PolyU DBAAA Fellows by Dr. Corinna Siu and Dr. Sandra Wong 
 
 
Dr. Hubert CHAN Chung-yee, JP 
Chairman, Hong Kong Communications Company Limited 
 
Dr. Hubert Chan is the Chairman of a listed company, Hong Kong Communications 
Company Limited. It has been agreed that the interview would concentrate on discussing 
how he leads his company adapting it to challenges at different stages of development, his 
engagement in public appointments and his view on the Doctor of Business Administration 
programme.  
 
We had a pleasant chat in his conference room in a leisurely manner, and then toured around his office to 
learn about the projects and products his company is producing.  
 
Career development  
 

Currently, Dr. Chan’s company is positioned as an Information Communication Technology (ICT) Solution 
provider. In the early days, Dr. Chan’s company has transited from a trading company to a product 
manufacturer before becoming an ICT solution provider as of today. Though the company was established 
in 1970, Dr. Chan was in charge of the company since the 80’s.  
 
Dr. Chan gave an interesting account with lively stories to illustrate how his company evoluted in the past 4 
decades.  
 
Dr. Chan graduated from the University of Hong Kong in 1982. At that time, Japan had a vibrant financial 
sector as well as outstanding manufacturing industries. As such, Dr. Chan planned to work in Japan for a 
couple of years to be equipped with the state-of-art business skills and technological know-how. Before the 
end of the two years, Dr. Chan’s father was struck by ill health. His father had a trading business acting as an 
agent for telephones of Japanese brands to local companies. At that time, they were essentially intercom and 
PABX. The company was essentially a trading agent concentrating on buying and selling which is characteristic 
of the local businesses in Hong Kong then.  
 
In 1984, with the opening up of Mainland China, 14 mainland cities had been announced to be open for 
cross-border trading. Dr. Chan was highly motivated to do trading business in all 14 appointed mainland cities. 
With due efforts, he and his team could trade in 8 out of these 14 cities selling French intercom systems to 
Chinese companies. The experience told him that trading in different mainland cities was both manpower 
intensive and required hard work. Though the profit margin was reasonable, it was not high.  
 
After two years of doing business in the Mainland, he has established some business network in these cities. 
He saw the opportunities to establish his factories in Hong Kong to maintain and refurbish phones that his 
company sold as the trading agent. He was convinced of the value of more comprehensive service provision 
on top of being a trading agent. As such, his business transformed from a trading company to a manufacturing 
one in 1986. In addition to manufacturing products, the company also designed some of the products his 
company produced. Dr. Chan has been the chief designer for the first generation of the products and 
softwares the company produced because of his interest and expertise in electronic engineering.  
 
With the advance of new technology, he understood that wireless telephone/product should be the product 
of the future. At that time, all important brands of mobile phones had engaged established companies as their 
commission agents. In 1987, his company came across a chance to buy 500 pieces of Technophone at a 
substantial amount for resale. For this investment, he and his business partner had quite exhausted their 
available money, and at the end they had to cut the price by half to clear the stock.  At this juncture, a Finnish 
company Nokia bought the British firm which owned the Technophone. Following such a change of hands, 
his company luckily became the agent of Nokia which did not have much business in early years. Eventually 
the sales of Nokia went up, the selling of Nokia products became the milk cow of his company. His success 
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or his courage to go in the mobile phone business is his belief that future phones could only be wireless, and 
he had to go in the business even if he had to make a bold investment.  

 
As years rolled by, it was not easy to be a product manufacturer in view of the 
competition from Mainland. From manufacturing, he moved to taking up 
project work. From a visit to Disneyland, he saw the marvel of home 
automation. At that time, there were only 3 companies including his own 
having expertise in home automation.  
 
At another occasion, he learned of RFID (radio-frequency identification) 
technology from a friend. He further explored and understood more about 
the technology among his network and was convinced it is a new trend in 
technological development. With the recognition that assembly 
manufacturing is no longer a lucrative business, he started to explore in the 
area of home automation and RFID application while continuing as the agent 
for Nokia products.  
 

Initially, there were a lot of technical limitation in the development of RFID as at that time, the tags could 
not support an efficient retrieval of information in different materials. At a later stage, he learned that a 
Singapore company had the technological know-how to successfully apply the RFID to library system. To 
move his company in that direction, he bought the Singapore company. Instead of selling telephones, he 
started to sell the RFID technique to mainland libraries. As before, the profit margin in trading or doing 
business in mainland is low. As the Hong Kong library system is technologically behind, in particular regarding 
the application of RFID, he paid specific attention to the development of the library system in Hong Kong.  
 
Finally, the year before, his company has won the bid to design a central system with digital transformation 
function to support the Hong Kong public libraries. The system when in operation would serve all branch 
libraries across the territory at one stop providing convenience to users and enhancing efficiency.  The system 
can help book sorting and location of books etc.  
 
Another major area his company is specializing in is related to home automation, and provision of 
technological support in health care. He has been commissioned with a project of building a smart home for 
the “Home Starter Loan Scheme”, his company establishes a system to tap environmental protection 
intelligence.  
 
Another big project for which his company is engaged is to establish and build an Internet of Things (IoT) as 
a home support system for elderly living in The Tanner Hill. The Tanner Hill is the best provided-for elderly 
residence and home in Hong Kong. With the help of the technological set up, the complex management 
system can monitor the health conditions and ensure the security of the residents efficiently and effectively.  
The elderly residents are provided with easily accessible help buttons to seek for help when necessary. Also, 
technology such as the movement sensor system is used to detect potential risks of the elderlies without 
intruding their privacy. The company used three years to design and install the system, and now it continues 
to be engaged to maintain the system for The Tanner Hill. Subsequent to The Tanner Hill project, his 
company was engaged to serve another elderly residential place of similar nature.  
 
Critical Success Factors 
 

During his career, he has embarked numerous projects, some of them might meet the 
targeted expectations, while some were only marginal. During the process, there could 
be some hiccups and problems to be solved. As he sees it, most of the problems are 
related to human factors. Before the migration wave, most of his senior staff have served 
the company for 20-30 years. These colleagues change with the social and technological 
evolution in Hong Kong and help the metamorphosis of the company from a trading 
one to a product manufacturer, then to a system/project innovator winning a number 
of awards for innovation. He modestly claimed that his innovation is to innovate the 
innovators, that is, his team. Being a good leader who can motivate his team to innovate is a trait he values. 
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 Another essential factor which can contribute to success is to be open and be observant to the development 
around him. His inspiration about property technology started from a Disneyland visit. He believes the 
application of information technology, IoT and platform economics to properties is a direction his company 
should pursue. With this direction in mind, his company provided a customized intercom system for the 
Henderson Land Development which enriched his company’s portfolio in the property technology area. He 
shared with us how he accidentally met the IT manager of the The Tanner Hill who wanted someone to help 
in the home automation of the elderly home. After a brief introduction of his expertise to the IT manager, he 
was invited to present his views in a session. Subsequently, his company was selected to submit a bid for the 
property technology project for The Tanner Hill which his company eventually won. His account on how he 
could eventually gain the project is meant to reflect when he has a specific vision, he would cultivate expertise, 
gain the experience to enrich his portfolio. When the long-awaited opportunities arise, he would move forward 
to realise the vision he has set. The entire process of gaining expertise, obtaining experience then having the 
opportunity to apply what the company knows would take years. His persistence for a continual pursuit in 
what he believes in is fundamental of his success.   
 
Any project and product need buyers or clients. With interested clients, the company is to have the openness 
and readiness to modify products to meet the requirements of the clients. The example of modifying the 
intercom system to meet the requests and requirements of Henderson Land Development is a good 
illustration.   
 
In buying the Singapore company with expertise in applying RFID to library system, the company can 
strategically expand its domain knowledge in the area. Most important of all is the company’s readiness to get 
involved and then learn from the process.  
 
He also mentioned an incident about 10 years ago when his company could not successfully perform to the 
satisfaction of the vender. He was then determined to win the confidence of the vender again. After 10 years, 
he bid a project by the same vender with a low price, which was decided at the last minute to avoid leakage. 
When his company could eventually win the tender, he determined to perform the best service. The tender 
provides the highest return for his company ever. The determination to right the former wrong is so critical 
in the success of this project  
 
The Challenge ahead  
 

According to his words, Hong Kong business is under a “perfect storm”. 15% of his key management staff 
has left his company for migration. Australia, Canada and Singapore have gained a lot in the process. To meet 
the challenge, the company has been hiring staff of more advanced age, who might not have the technical 
expertise however, their management skills are usually preferred. Manpower issue is one of the major 
challenges. The brain drains due to the migration wave, the Covid lockdown, and the high costs of materials 
and production due to inflation are the key components forming this “perfect storm” that Hong Kong 
businesses are experiencing.  His challenges reflect the general business situation in Hong Kong.  
 
Though Dr. Chan might not be the founder of the company, he has not stopped adapting the business to 
cope with the technological advancements. In his term, he is reinventing the company continuously. His 
company would not be surviving if it still continues in trading business. In particular, there are speedy changes 
in technology field, adaptation according to the trend is basic to survival and development.  
 
Public involvement  
 

Dr. Chan has quite a number of public engagements both in public bodies and non-governmental 
organisations (NGO). Currently, he is a Member of the Communications Authority, the Council Member of 
Hong Kong Federation of Youth Groups, Executive Member of the Society for the Promotion of Hospice 
Care.  
 
He gave an interesting account how he started his heavy involvement in the work of the Society for the 
Promotion of Hospice Care. It started with a research assignment for the “Qualitative Research” course in 
the DBA programme in 2005. At that time, when he joined the Society as a member, the Society did not 
provide any hospital service for the terminally ill. The theme of his research assignment was to assess the 
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demand and the sustainability in the provision of hospital services for those terminally ill. His research was a 
feasibility study of operating a hospice hospital. As the research is a qualitative one, he interviewed doctors, 
nurses, potential clients and made a projection of the service needs. His group of five was awarded an A grade 
for this research assignment. The Board of the 
Society was more convinced with the feasibility 
study that it planned for the provision of 
hospital service which has eventually gained 
the financial support of the Hong Kong Jockey 
Club.  During the course of preparation, he has 
invited his programme professor to become 
the consultant of the hospice project.  
 
This is an actual example how his DBA study 
has impact on him. In fact, he has served as 
Chairman for the Society for the Promotion 
Hospice Care for a term. Currently, he still 
serves as a Member of the Board.  
 
For the Federation of Youth Groups, he is currently chairing an ICT committee to enhance the service 
provision for the youths.  

 
 
 
 
In voluntary work regarding his own profession, he has 
served as the Chairman of the Communications 
Association of Hong Kong for 6 years.  Three years ago, 
he was invited by the government to be a Board Member 
of the Communications Authority.  
 
 
 

 
DBA 
 

Though a businessman, he thinks the doctorate study has provided him with theoretical perspectives of 
business administration. He enjoyed to having academic recognition. In fact while he was preparing his final 
dissertation for the DBA, he presented his dissertation at a public forum organised by the Baptist University, 
which enhanced the chance of being published in a journal.  For which, he was successful again.  
 
General Impression of Dr. Chan  
 

Dr. Chan impresses us as a modest leader who finds himself 
being lucky when business opportunities presented to him 
during different stages of his business career. He sounds 
calm and undisturbed even he discussed some immense 
difficulties at uncertain times in the past 4 decades. His 
career story reflects the living history of the development of 
the information communication technology industry in 
Hong Kong, and how such development has significant 
impact on the business operation of the industry. It is 
obvious that survival and success only belong to those who 
can adapt and move with the time. As a Hong Kong 
entrepreneur, he seizes opportunities and thrives on them 
with persistence and due conscientiousness. Hong Kong 
business needs working heroes like him.  


