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IN THE UNITED STATES PATENT AND TRADEMARK OFFICE
THE TRADEMARK TRIAL AND APPEAL BOARD
AlpinBreeze, LLC.
Opposer, Opposition No. 91198063
VS.
Evertec Information Technology Co., LTD.
Applicant,

APPLICANT'S SECOND AMENDED ANSWERS
TO OPPOSER’S FIRST SET OF INTERROGATORIES

The Applicant, EVERTEC INFORMATION TECHNOLOGY CO.,
LTD.(“Applicant”), responds to the first set of interrogatories of Opposer,
AlpinBreeze, LLC.(“Opposer”), by responding to each enumerated paragraph
of the said interrogatory.

ANSWER NO. 1:
Applicant operates business items such as manufacturing and selling products

like PC peripherals, consuming electronics, and so on in Class 9, aroma
diffuser, humidifier, and so on in Class 11, essential oils in Class 3, and so forth
as well as international trade business.

ANSWER NO. 2:

You-Yi Lin, president of Applicant and Mr. Lin’s wife, Shu-Chen Huang, with
address of 4F, NO.2, ALLEY 2, LANE 49, CHAN-AN STREET, LUJOU CITY,
TAIPEI COUNTY 247, TAIWAN, R.O.C. mainly are the persons with
knowledge of Applicant’s selection and adoption of Applicant’s Mark, and have
knowledge of how it is used and/or intended to be used.

ANSWER NO. 3:

Products in Class 9, 11, and 3 are intended to be used with Applicant’s Mark as
well as the future usage, and the future dates and geographic areas will
depend on the budgets, markets, and customers.




Ms. Samanta Ng of Opposer had discussed with You-Yi Lin of Applicant for
many projects to cooperate before creating the company, the Opposer (see
also the document of RESPONSE-6-1). Applicant’'s Mark comes from one of
those projects that You-Yi Lin took care of the logo matter(see the contract with
the designer, document of RESPONSE-2-1, and the payment transfer record
to designer, document of RESPONSE-2-2 ). On the base of business partner
relationship, Applicant’s first use of the product, an aroma diffuser (see
RESPONSE-3-3, the DM of the cooperated aroma diffuser between Opposer
and Applicant that You-Yi Lin’s wife, Shu-Chen Huang found it in a department
store in Taiwan in 2008, and RESPONSE-3-4), in Class 11 supposes to be the
same date as Opposer’s in US.

Applicant’s other products, an aroma diffuser and essential oils(see
RESPONSE-1-1, RESPONSE-8-1, RESPONSE-11-1), developed by its own
in Class 11 and Class 3 have the first use to ship from Taiwan to US on
December 7, 2010 (see document of RESPONSE-3-2, the receipt of Express
Mail Service).

ANSWER NO. 4:

Ms. Samanta Ng of Opposer had discussed with You-Yi Lin of Applicant for
many projects to cooperate before creating the company, the Opposer (see
also the document of RESPONSE-6-1). Applicant’'s Mark comes from one of
those projects that You-Yi Lin took care of the logo matter(see the contract with
the designer, document of RESPONSE-2-1, and the payment transfer record
to designer, document of RESPONSE-2-2 ).

ANSWER NO. 5:
The annual sale of the aroma diffuser in US is about 40 units and US$2,000,

nevertheless, essential oils are used to bundle aroma diffusers for sale only.

ANSWER NO. 6:
Please refer to document of RESPONSE-9-1.




ANSWER NO. 7:

Applicant spent advertising cost of NT$16,000(about US$550) for the
promotion of aroma diffuser under Applicant’s Mark on “Sky Shop” magazine
of the international airline of EVA airways Corp. (www.evaair.com) in July and
August, 2011 in Taiwan (see RESPONSE-10-1, RESPONSE-10-2, and
RESPONSE-20-1).

As to US, Applicant spent about US$180 for advertising under Applicant’s
Mark from December 5, 2010 to February 28, 2011 through facebook
(www.facebook.com). Please refer to documents of RESPONSE-7-2 and
RESPONSE-7-3.

ANSWER NO. 8:
Please refer to ANSWER NO. 4.

ANSWER NO. 9:
Please refer to documents of RESPONSE-10-1 and RESPONSE-10-2.

ANSWER NO. 10:

The goal of Applicant to reach the ultimate user will be to enter retail store
channels.

ANSWER NO. 11:

Ms. Martha Chen, with address of 319 Vista Marazul, Oceanside, CA 92057,
USA is the licensee of Applicant’s mark (see RESPONSE-3-2) only at the
moment. An aroma diffuser and essential oils (see RESPONSE-1-1,
RESPONSE-8-1, RESPONSE-11-1) are sold by the licensee under Applicant’s
Mark.

ANSWER NO. 12:
There is no special quality control measures adopted and used by Applicant.




ANSWER NO. 13:
There was no adversarial proceeding or challenge before the Trademark Trial

and Appeal Board, Bureau of Customs, Federal Trade Commission.
Currently, there is one trademark opposition between Opposer and Applicant
in Mainland China only.

ANSWER NO. 14:
Please refer to ANSWER NO. 4.

ANSWER NO. 15:
Please refer to document of RESPONSE-4-2.

ANSWER NO. 16:

Please refer to document of RESPONSE-4-2. Applicant doesn’t understand
Opposer’s interrogatory completely. Please also refer to ANSWER NO. 3.
Applicant’s Mark comes from one of those projects that Ms. Samanta Ng of

Opposer discussed with You-Yi Lin of Applicant to cooperate before creating
the company.

ANSWER NO. 17:
Applicant’s knowledge related to Opposer is that the Opposer could be

changeable and liked to play black and white way roles that Opposer could
regard you as a business partner (white way) when Opposer needed you but
could regard you as a slavery (black way) when Opposer thought not to need
you. Please also refer to ANSWER NO. 22, and Paragraph 3 of ANSWER
NO. 26.

Applicant was not sure Applicant could be regarded as a business partner or
slavery by Opposer after failures of so many mutual promises around the date
to file Applicant’s mark in US. Applicant’s mark application could be shared
with Ms. Samanta Ng based on business partner relationship or for Applicant
to develop business like products of aroma diffusers alone.



ANSWER NO. 18:

Applicant has only one US customer, Ms. Martha Chen, with address of 319
Vista Marazul, Oceanside, CA 92057, USA sells an aroma diffuser with
essential oils in connection with Applicant’'s Mark through the on-line channel
of “amazon.com” (see RESPONSE-9-1) mainly .

ANSWER NO. 19:
There is no such kind of instances.

ANSWER NO. 20:

Applicant uses Applicant’s Mark by selling aroma diffusers with essential oils
under Applicant’s Mark to Applicant’s US customers in interstate commerce.
Please also refer to ANSWER NO. 11.

ANSWER NO. 21:

You-Yi Lin has never employed by the Opposer. The relationship between Ms.
Samanta and You-Yi Lin supposed to be a business partner relationship
instead of a subordinated relationship. Please refer to ANSWER NO. 4 and
the business partner relationship of ANSWER NO. 22.

Based on the last project, AROMA GENIE aroma diffuser (see ANSWER NO.
22), there was also a profit split discussion for this project between Ms.
Samanta and You-Yi Lin and the final agreed percentage of shares of the
creating company, (see RESPONSE-21-1).

ANSWER NO. 22:

There is no employment agreement between You-Yi Lin and Opposer. The
relationship between You-Yi Lin and Opposer may be regarded as a kind of
business partner relationship.

Following are some of those projects, discussed or cooperated between Ms.
Samanta Ng of Opposer and You-Yi Lin.

LCD Display Project




The project was cooperated by Ms. Samanta NG, Swiss country sales
manager of ViewSonic Corp, Mike Chen, Product Manager of ViewSonic Corp,,
and You-Yi Lin, to replace the customer’ LCD display orders by another
Taiwanese vendors (See RESPONSE-22-2). Finally, this project supposed to
be run by Ms. Samanta NG and Mike Chen only as Ms. Samanta Ng didn’t
adopt the vendor sourced by You-Yi Lin.

One project to cooperate with Puzhen International Product Co Ltd.

This was the proposal, cooperated by Ms. Samanta Ng, Chen Mike, and
You-Yi Lin, to represent to sell products of aroma diffuser for a Hong Kong
company, Puzhen International Product Co Ltd.. Nevertheless, Ms. Samanta
NG advised there was no need from Taiwan and the job was only for her to sell
in Switzerland at the end (See RESPONSE-22-3). She mentioned she
wanted to try to sell Puzhen product in collaboration with Pranarom

International, an agent of Puzhen International Product Co.Ltd. in Belgium and
make money to invest into another business with Mike Chen and You-Yi Lin.

After some time,Ms. Samanta Ng contacted You-Yi Lin again and advised him
that she couldn’t understand Puzhen staff’'s English while phoning them and
asked help from You-Yi Lin to contact with Puzhen as You-Yi Lin can speak
Chinese with them. You-Yi Lin mentioned if Mike Chen could also join but
Samanta Ng indicated that there was no need or reason to let Mike Chen in.
(may also refer to RESPONSE-6-1 and RESPONSE-22-4)

Ms. Samanta Ng proposed CEO of Puzhen International Product Co Ltd to set
up a company in Swizerland, named Puzhen Europe, to build the European
market, which was a middle way of a standard distributor and a real Puzhen
headquarter. Finally, Puzhen didn’t cooperate with Ms. Samanta Ng. (may
refer to RESPONSE-22-5)

Some projects like Textile and Hotel Supplies Projects

Ms. Samanta Ng was still working for ViewSonic Corp. after Puzhen project
and indicated that she still wanted to cooperate with You-Yi Lin and could set
up a company based on 50%/50% each in the future. Hence, You-Yi Lin
continued to cooperate with her and tried many business opportunities such as
textile (see RESPONSE-22-5), Hotel Supplies (see PDF file of papierwaren[1]
from Samanta Ng), and so on. However, most of them failed because Ms.
Samanta Ng expressed she wanted to give up.



Sunnytech and Isagi Projects

Sunnytech (www.sunnytec.com.tw/english/) and Isagi (http://en.isagi.com.tw/)
were two Taiwanese companies which manufacture aroma diffusers that
sourced by You-Yi Lin. Again, Ms. Samanta Ng suggested that she played
the CEO in Europe (Black guy) and You-Yi Lin played the role of Asian
representative (White guy) to contact these vendors that would make the
projects going more smoothly. You-Yi Lin agreed to play this kinds of role to
benefit projects (see RESPONSE-22-8 and RESPONSE-22-9). As the
aroma diffuser designs of Isagi and Sunnytech were not attractive, and the
modified costs were too high to be accepted, Ms. Samanta Ng and You-Yi Lin
decided to give up cooperating with them.

Last Project with Ms. Samanta Ng - AROMA GENIE aroma diffuser

This project came from a search by You-Yi Lin’s wife, Shu-Chen Huang,
finding a beautiful aroma diffuser in a Taiwan department store in 2008 (see
RESPONSE-3-3). Based on RESPONSE-3-3, the brand of the aroma
diffuser is “AROMA GENIE”, which belongs to a Taiwanese factory, DAY &DAY
TRADING CORP (www.daynday.com.tw/en/our_brands.html). You-Yi Lin
introduced it to Ms. Samanta Ng. Hence, Samanta and You-Yi Lin started to
play the black and white guys game again with the Taiwanese factory as what
they did for companies like Sunnytech, Isage, and so forth (see
RESPONSE-3-4 and RESPONSE-21-1).

ANSWER NO. 23:

You-Yi Lin wanted to create a special own logo before the last project with Ms.
Samanta Ng. You-Yi Lin had transferred the commission to the logo designer,
Karen Lin with address of NO.435, SECTION 5, MINZU ROAD, CHUNGLI
CITY, TAOYUAN COUNTY, TAIWAN, R.O.C. (see RESPONSE-23-1). Then,
You-Yi Lin started to cooperate with the Swiss business partner, Ms. Samanta
Ng for the last project. You-Yi Lin had discussed the logo matter with Ms.
Samanta Ng and his wife, Shu-Chen Huang. It generated the logo name of
“swissbreeze”. Therefore, You-Yi Lin asked the designer to design the logo
with the name of “swissbreeze” based on the previous paid commission (see
RESPONSE-23-2).




In spite of that, Ms. Samanta Ng found a rule in Switzerland that the product of
aroma diffuser (see RESPONSE-3-4) could not be put on the trademark of
“swissbreeze” to sell in Switzerland as the product was made in Taiwan instead
of Switzerland. Accordingly, You-Yi Lin discussed with Ms. Samanta Ng to
generate some logo names to replace “swissbreeze” (see RESPONSE-23-3).
You-Yi Lin had discussed the logo names with his wife, Shu-Chen Huang and
both considered the logo name of “alpinbreeze” was the best one since the
mountain of “Alpine” has a very good imagination in Taiwan. You-Yi Lin
mentioned this to Ms. Samanta Ng, as a business partner of You-Yi Lin, and
she also agreed to use the logo name of “alpinbreeze”.

Consequently, You-Yi Lin asked the designer to change the logo name and
paid another commission (see RESPONSE-2-1/ RESPONSE-2-1E and
RESPONSE-2-2). Actually, You-Yi Lin personally sent some gifts and another
NT$3,000 in cash to the designer around end of January, 2009 related to logo
matters, but there is no record.

ANSWER NO. 24:

Applicant’s president, Mr. You-Yi Lin, is the rightful owner of the Applicant’s
Mark and owns the common law copyrights thereto. Applicant’s president
suggested the name of “Alpinbreeze” to Opposer, commissioned the creation
of the Mark from a designer, and paid the designer for the design work.
Please refer to ANSWER NO. 4 and document of RESPONSE-4-2.

ANSWER NO. 25:
Please refer to ANSWER NO. 24.

ANSWER NO. 26:

Applicant was counseled by attorney from RABIN & BERDO, P.C. with the
address of 1101 14th Street, N.W., Suite 500, Washington DC, 20005 to
furnish related denials. Please refer to following factual basis.

Paragraph 3
You-Yi Lin has never employed by the Opposer. The relationship between Ms.

Samanta and You-Yi Lin supposed to be a business partner relationship



instead of a subordinated relationship. Please refer to ANSWER NO. 21 and
ANSWER NO. 22. To facilitate projects, Ms. Samanta Ng suggested that she
played the CEO in Europe (Black guy) and You-Yi Lin played the role of Asian
representative (White guy) to contact vendors that would make the projects
going more smoothly. You-Yi Lin agreed to play this kind of role to benefit
projects as well as in the last project.

However, when the product of the last project (see RESPONSE-3-4) was
almost ready, Ms. Samanta Ng recommend You-Yi Lin to help to sell products
or he could not get 50% profit as well as shares of the creating company that
was not the same as what both of them discussed in the beginning of this
project.

Ms. Samanta Ng insisted on more than 50% shares of the creating company
while the product was almost done to sell.  You-Yi Lin had no choice to
discuss with Samanta Ng again for company shares occupied and profit split
for this business as You-Yi Lin had been spending lots of efforts and money.
You-Yi Lin made a concession to get 40% shares of future company and less
profit split as Ms. Samanta Ng could only get unemployment dole from Swiss
government for 400 days then (see RESPONSE-21-1). For sales matter, Ms.
Samanta Ng suggested You-Yi Lin to play the role of sales manager (White
guy) to contact customer, so she could play the role of CEO or director (Black
guy) as usual to facilitate business proceeding.

Paragraph 4
Applicant denied the allegations in Paragraph 4 on the basis of ANSWER NO.

22 and ANSWER NO. 23.

Paragraph 6
Applicant denied the allegations in Paragraph 6 as Applicant has same doubts

as Opposer (please refer to ANSWER NO. 3, ANSWER NO. 7, and ANSWER
NO. 18).

Paragraph 7
Applicant denied the allegations in Paragraph 7 as Applicant has same doubts

as Opposer (please refer to RESPONSE-8-1 and RESPONSE-22-1).



Paragraph 8
Applicant denied the allegations in Paragraph 8 on the basis of ANSWER NO.

22 and ANSWER NO. 23.

Paragraph 9
Applicant was counseled by attorney from RABIN & BERDO, P.C. to furnish

related denials. Please also refer to ANSWER NO. 22 and ANSWER NO. 23.

Paragraph 10
Applicant was counseled by attorney from RABIN & BERDO, P.C. to furnish
related denials. Please also refer to ANSWER NO. 22 and ANSWER NO. 23.

ANSWER NO. 27:

Applicant’s current plan is to introduce Applicant’s president, Mr. You-Yi Lin,
and Mr. Lin’s wife, Shu-Chen Huang, with address of 4F, NO.2, ALLEY 2,
LANE 49, CHAN-AN STREET, LUJOU CITY, TAIPEI COUNTY 247, TAIWAN,
R.O.C. in connection with each witness.

ANSWER NO. 28:
Applicant will use the documents based on documents of RESPONSE,

nevertheless, other documents may be found and adopted during the time of
trial.

ANSWER NO. 29:
Applicant’s president, Mr. You-Yi Lin, was participated in the preparation of the
answers to these interrogatories.

ANSWER NO. 30:
There has no a third-party taken legal action against the Applicant regarding
the Applicant’s use of Applicant’s Mark.
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Respectfully submitted,
Date: August 7, 2012

[You-Yi Lin/

You-Yi Lin

Evertec Information Technology Co., LTD.

1F., No. 229, Sihwei St., Jhubei City

Hsinchu County, 30242, Taiwan

Tel: 886-2-8286-2866 Fax: 886-2-2848-3458
Email: frans_lin@evertec.asia

CERTIFICATE OF SERVICE

I hereby certificate that a copy of the foregoing APPLICANT'S SECOND
AMENDED ANSWERS TO OPPOSER’S FIRST SET OF
INTERROGATORIES has been sent via email below on August 7, 2012.

Matthew H. Swyers

The Trademark Co.

344 Maple Ave W Ste 151
Vienna Va 22180, US

Tel: (800) 906-8626

mswyers@thetrademarkcompany.com

/You-Yi Lin/
You-Yi Lin
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RESPONSE-2-1E
ALPINBREEZE LOGO DESIGN AGREEMENT

This agreement is mad between #4525 (Appointer, Frans Lin, hereinafter called the "Appointer” ) and #AfiHs  (Designer, Karen Lin, hereinafter called
the "Designer” ) for _Logo design _ project.

THEREFORE, in consideration of the mutual covenants contained herein, the parties hereto agree as follows:
| ~ Design content ©  ALPINBREEZE LOGO DESIGN _ +
2~ Appointer appoints Designer the job to design ALPINBREEZE LOGO for this project =
3 ~ Both parties agreed to complete the design at the following time schedule and control the design quality »
3-1. Lead time
(1) Proposal completion * December 1, 2008 »
(2) Logo design completion © December 31, 2008 «
3-2. Designer should modify the logo design in coordination opinions of Appointer after mutual discussion with above time schedule.  Appointer

should review the comtent of logo design 4 days alter receiving it or Designer will complete the final logo design based on the delay of Appointer.
The himutation of modification should be no more than three times, the extra modification fee will be 20% of wotal design fee each time +

3-3. I Designer can not complete the logo design in time, Appointer has the right to punish Designer 1% of 1otal design fce per day till logo
design completion =

4 » The total design fee is NT$ 3.000 » and Appointer should pay deposit of NT$ 1000 in the beginning *
5+ Appointer should pay rest payment of NT$ _ 2000 while logo design completion * Appointer will be punished by Designer 1% of total design

fee per day till effecting pavment fully 1f Appointer delays the rest payment =

6 * The design fee will be accounted based on following once the design work 1s forced 1o terminate in the design process due to factors of weather, design
comments, and any other causes beyond the reasonable control of the parties, and the copyright still belongs to Designer.

-

(1) Proposal status * 30% of total amount *
(2) Logo design completion © 70% of total amount =

T+ The time schedule and fee may be changed by mutual agreement if there is big modification in the design process.

& * This Agreement shall be governed by and construed in accordance with the laws of Taiwan, R.O.C.  Each party hereby submits to the jurisdiction of the
Court in Designer residence *

9+ [N WITNESS WHEREQF, the parties hereto have caused this Agreement to be executed by their duly authonized representatives in duplicate, each party
retdining one.

Appointer © #4525 YOU-YI LIN ( Signature ) Desinger © #AFk{& KAREN LIN ( Signature )
Company No : Company No *
Representative : Representative *
4F. NO.2, ALLEY 2, LANE 49. CHAN-AN NO435. SECTION 5, MINZU ROAD,
Address © STREET, LUIOU CITY, TAIPEI COUNTY Address * CHUNGLI CITY, TAOYUAN COUNTY,
247, TATWAN, R.O.C TAIWAN.RO.C
Telephone :  (02-82862866 Telephane = 03-4200912 ; 0920-557071
Date: December 1, 2008
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RESPONSE-4-2

From: Kenny Lai Cheong .

Sent: Tuesday, March 15, 2011 6:30 AM

To: Famost-fd

Cc: Scott Alprin; Tracy Zhang

Subject: Discovery ronference (your ref. 1672-T-90191; our ref: FAM 195)

Daar [ e

We ate wnting 1 el vou know 188t a islephone cail sccured today (March 14 Z011) wah ox | for e opp
Alpintrsers LLC. Please note that this tdaphona call, mitarran 10 as a discovery confemnce " s requined uncer the
rites of the Trademark Trial and Appeat Board (TTAB)

in the call, we apreeq © the segand profective omder which alows e pagties o share configental mfommaton
dunng dEcovery

In aodfon. appotsng counsel ingurad f Evertsc would agrse 1o abandon s appheaion i Alninbresze LLC paid
Everiec monsy W responadsd thal we would imfure  Therelors, please 161 16 know if yoaur chent would abardon ts
apuhoation for an amoant ol money. If s0. how much?

We noted thal Evertac owns the copyright in the design of the Alpinbreeze mark. Opposing counsal commented that
hs ctenl may b= wiling 1o abandon its design mark, if it were aliowed 1o reapply undsr a standard word mivk. Please
Isl us know how your clisnt fesls aboul the Gpposer abandoning its design mark, and reapphying for the mark
“Aipnbroess” as a slandarg word mark. Thus a potential settlement could be

+  Your cient abandons (s mark;
* Aignbresre LLC abandons its mark and reappliss.

* Alpinbresze pays Evenlec a parficuda sum of money

Prrate o us know f your chent is imerestsd n tun polential setfemen! agreement

Finally the possibidy of the panes 3orcang to (unied discavery 10 ceder 10 save costs wae decussed . Please lel us
knnw how your chent fesls about frus

Gin e ofher hand. your client indicated hat it may wesh 16 pursue this casa until The oppioser gves up due 1o inancis!
reasons. if so, your ofient may not wish to setlie until afier he discovery period (or not at a)  Please let us know
your cken('s general view on sellement.

We look ferward 1o heaning frain you,
PbanarﬁamwwmbtNMMnmwmmmbmhﬂsmmlwoa

howrs Tharelors, please nole thal oday we have addsd 0 8 howrs o vour dent's account
Plaass |at us know i thare s any probiem with this

Best regards,

Kenny Lai Cheong for,
Scolt Alprm
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Frans’ RY¥:
hi
Sam-ViewSonic it
hello my dear
Sam-ViewSonic &4
how are you ?
Frans &6
good..and you?
Sam-ViewSanic &7
still alive with the typhoon ?

Frans &8

Frans &%
my family are alright
Sam-ViewSaonic af:
ok that's cool
Frans &i:
there will be another next week
Sam-ViewSonic &
you have to go to work with typhoon ?
Sum-ViewSonic &
or stay at home ?
Frans 7%
stay at home...Mike just called me for the digital fram matter
Sam-ViewSomic
and ?
Frans &%
he told me you have sort out the problem in Netherlands?
Sam-ViewSonic &f;
yes
Sam-ViewSonic 7%
but it was hard and painfull you can beleive me
Frans &%
so you will be laid off..
Frans &t
i 'see
Sam-ViewSonic &&:
laid ?
Frans 3&:
won't
Frans 6:
lay off
Sum-ViewSonic &#:

don't understand this word sorry

Frans a%:
you won't be forced to resign..

RESPONSE-6-1



Sum=ViewSonic 3%

Sam-ViewSonic 35
but the dpf we spoke togheter is not for this deal
Sam-ViewSonic af:
is for the next one
Frans A6
yes
Sam-ViewSonic &%
i hope next year
Fras &t
yes..Mike mentioned he has talked to ViewSonic’s vendor
Sam-ViewSonic 3i:
and ?
Sam-ViewSonic 38
i have another opportunity
Frans &E:
I can also get some vendors if you need for next ones
Sam=ViewSonic Zi:
for retailers in switzerland
Sam-ViewSonic a5
i spoke to www conforama. ch
Frans #f
but what is the business model?
Sam-ViewSome 6
i don't know
Sam-ViewSonic 5%
there is no business model
Sam-ViewSome %
i just get an important information for the retail business
Sum-ViewSonic i
conforama is one of the biggest retailers in europe
Frans .':'r'i
Oh
Sam-ViewSonic &
and he told me : 10 " dpf at 99 chf
Sam=-ViewSomc &
i will buy immediately
Sam-ViewSonic &%
99 chf = 61 euro street price
Frans 3&:
i see
Sam-ViewSonic 3%

it means that if we want to start together business on dpf into retail

Frans. 3!

yes

RESPONSE-6-1



Sam-ViewSonie =57
the price for 10 " dpf must be 44 euro
Sam-ViewSonic &
retailer purchase price
Sam-ViewSonic 3
it's quite agressive
Frans &5:
i see
Sam-ViewSome 3#;
but i think we could provide something like that
Sam-ViewSonic 8
not impossible
Frans #%;
they want margin of 27%?
Sam-ViewSome 38
not
Sam-ViewSonic #t:
61 - 7.6 % vat
Sum-ViewSome =7
- 12% ( margin retailer)
Sam-ViewSomc &5
- 3 ( recycling taxe )
Frans 2%
(61-44)/61=27%
Sam-ViewSonic 257
i know but the retailer have only 12 % on that 27
Sam-ViewSonic Z:
the rest is vat - recycling taxe
Sam-ViewSanic &8:
so if you see an opportunity for 10 " dpf
Frans F&:
how many quantity?
Sum-ViewSonic i8:
with a price delivered in switzerland at 35 euro
Sam-ViewSonic g
it depends 500 - 1000 to begin
Sum-ViewSome &%
if conforama is interested into this price i can find other
Sum-ViewSonic &i:
retailers
Frans 24
whose brand?
Sam-ViewSunic ai;
any brands
Sam-ViewSonic it
for retail quality is lower
Sam-ViewSonie %

and brand is not important

RESPONSE-6-1
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Sam-ViewSonw %
the only thing we must give is 1 year warranty
Sam-ViewSonic 87
and good design
Sam-ViewSonic &
because the guy confirmed me that dpf is really difficult to sell on the retail market
Frans &4:
1see
Sam-ViewSonic 35
but if we continue to serach
Sam-ViewSonic a%:
we will for sure find 1 time a good opportunity
Sam-ViewSonic 75
to make money
Sam-ViewSonic 35:
start a new business
Sam-ViewSonic &6
did you get the price for the pants ?
Frans &:
not yet..] am chasing them today..should reply to me today but there was typhoon
Sum-ViewSonic 5
yes no stress
Sam-ViewSame =%
i still didn't had time to think about
Sam-ViewSonic
i am quite overbusy
Frans 2
you mean we need to get the price of euro 35 for the 10'?
Sam-ViewSonic 7t
and i have some problem at viewsonic
Sam-ViewSonic &4
35 euro deliverred in switzerland yes
Frans a%:
how much is the freight you think?
Sam-ViewSonic £
i really have no idea
Sum-ViewSonic 2%
of what is the freight from taiwan to switzerland
Sam-ViewSonic 35:
i think mike know
Frans 35%:
yes..he has to know
Frans &%
(44-35)/44=20%
Sam-ViewSonic Z:
yes
Frans &t
will you set up a company?



Sam-ViewSonic 3#;
no problem for me
Sam-ViewSonic 38!
first i need to open a small company
Sam-ViewSonic af:
than open a really company with a capital
Sam-ViewSonic &5:
a real company
Sam-ViewSonic 28
sorry
Frans 3
should T start to search vendors tomomow?
Sam-ViewSonic 2%
to see the price yes
Sam-ViewSanic 3%
you must understand something frans
Frans i
yes
Sam-ViewSome 2%
actually the business is hard
Sam-ViewSoenic 3%
and we must inform ourselves of what is pessible or not
Sum-ViewSonic ai:
now we search we see we test what is the price needed by the market
Frans &5
yes..1 see
Sam-ViewSonic i
if we continue to search we will for sure 1 time
Sam-ViewSonic &%
get a nice opportunity to start our business
Frans a%:
I need to ask vendors to quote the 10" firstly
Sam-ViewSonic =+
yes and see if we can find product 10" at this price
Sam-VicwSonic &%
if yes what is the quality ?
Frans it
yes
Sam-ViewSonic ait
what is the mog
Frans 3%
[ will ask them also
Sam-ViewSonic 5
ok
Sum-ViewSonic #i:
i think we must continue to search to see to compare
Sam-ViewSonic 37

and 1 time the good opp will arrive
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Frans a&:

yes. [ will check some vendors.....so we have three ways to cooperate
Sam-ViewSonic 25%:

1 time i aslo contacted a company in hong kong
Sam-ViewSonic 2§

company name is puzhen
Frans :

1.Lexma 2. dfm 3. pants
Sam-ViewSonic

www .puzhen.com
Sum-ViewSonic 2%

i have all puzhen product at home
Sam-ViewSonic a%:

i am really a fan
Sam-ViewSonic =8;

i contacted them to distribute them in europe
Frans af:

Sum-ViewSonic 5.

but the guy was not speaking very well english
Sam-ViewSonic &t

so it was really hard to discuss togheter
Frans =5

Sam-ViewSonic &5t
i only understood that puzhen was speaking with a distributor in belgium
Sam-ViewSonic F5:
they were before distributed by a german distributor and they stopped their
colloboration
Frins &
1 can also talk to them as they can speak Chinese
Sam-ViewSonic gi:
no instead of producing our products
Sam-ViewSonic ik
we could maybe find another way with puzhen

Sum-ViewSonic Z7:

Sam-ViewSonic ah:
the only thing i am really afraid to is to start production under our name
Sam-ViewSonic &4
because we need capital and money to start production
[Frans &
yes
Sam-ViewSonic &%
if we search a business to distribute chinese product in switzerland
Sam=-ViewSome =6
we don't need capital
Frans &%
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maybe we can make money from Lexma firstly as we don't need capital
Sam-ViewSonic &

yes but we cannot compare lexma and puzhen products
Sam-ViewSonic 27

lol

Sam-ViewSonic 57:

Sam-ViewSonic &7
lexma is into the IT really hard market
Sam-ViewSonic &#:
puzhen is a well known company
Sdam-ViewSonie %
all around the world but they don't speak well english so they are not well distributed
in europe
Frans #§:
1see
Sam-ViewSonic
and puzhen is the perfect product and company to start a business at the momen
Sam-ViewSanic &%:
|
Sum-ViewSonic &5:
because it's aromatherapy products
Frans &%:
1sce
Sam-ViewSonic 2
european pepole like all what is natural and are ready to pay for this
Frans &&:
i see
Sam-ViewSonic &7
you can maybe call puzhen
Frans &W:
yes.
Sam-ViewSome &
and discuss with them we are a swiss company and looking to distribut them
Sum=ViewSonic Z5;
i already buy the puzhen.ch website
Frans &8
ok..I will do it soon
Sam-ViewSonic &
domain name
Sam=ViewSonie &
and also puzhen.fr
Sam-ViewSonic B
is mine
Frans A%
oh

Sam-ViewSonic gt



RESPONSE-6-1

Sam-ViewSonic a%:
when i saw a few month ago that the 2 web name was free
Frans &%;
isee
Sam-ViewSonie a5
i bought them immediately
Frans 5%:
so you will distribut firstly in Swiss
Sam-ViewSomc 2%
it's egal for me
Frans &
i see
Sam-ViewSonic &
i can start anywhere but easiest would be for sure switzerland

- iy
Frans &%

i see
Sam-ViewSonic &
so i am looking on business opportunity since many month now
Frans &
what do you want me to do with them?
Sam-ViewSonic 8
if you can i would like that you get a call there and say :
Frans: G-
I will call them tomorrow
Sam-ViewSonic 3%
you were already contacted by my colleague in switzerland few month ago
Sam-ViewSonic gt
unfortunately she had some difficulties to understand you
Frans 75
ves
Sam-ViewSonic i
you must sell us
Sam-ViewSonic 4
to them and say that after my last call i engaged you
Sam-ViewSome &6
to be my collaborator in china and taiwan for our distribution business
Sam-ViewSonie FH:
and see how are the negociation with the belgian distributor
Sam-ViewSonic 3%:
and see if we really cannot distribute puzhen in switzerland
Frans &t
I see
Sam-ViewSomc 3%
in clear explain to them that we can offer more than the belgian company

Sam-ViewSonic i

Sam-ViewSome

i am sure chinese people will be really happy to work with a company
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Sam-ViewSonic ai:

with both peaple in china and in europe
Sam-ViewSonic 3%

no other distributor on the market can provide this service
Frans a&:

i see...T will call them and keep you informed
Sami-ViewSonic #&:

if you can negotiate somehting with puzhen
Sam-ViewSome &%

we can start tommorrow
Frans &

[ will call them
Sam-ViewSonic 75

we already have the we domain name
Sam-ViewSonic 5

are you a good sales person ?

Frans 3%:

should be...by the way, will you make the budget plan for Lexma? [ can apply the money for you...

Sam-ViewSome 24
yep i still must do that
Sam-ViewSonic 2%
but as said to you
[rans =%
1 may need to get some money from Lexma for our cooperated business..
Sam-ViewSonic it
i cannot imagine how we will make money with lexma
Sam-ViewSonic 7
for sure a few $ it's possible
Sam-ViewSanic 757
but our margin on that business is so low
Sam-ViewSonic &%
how can i win money with 1.5 %
Sam-ViewSonic 75
on products of 10 $
Frans 3
2% for you
Sam-ViewSonie a4
yes but even 2 %
Sam-ViewSenic &R
there is something to do for lexma
Sam-ViewSonic &
but we will win 5000% per year
Frams =it
UMD in Spain used to buy from Genius-another company for US$10M a vear..
Sam-ViewSonic i&;
give me the genius website please
Frans &%
one moment

9
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Http:/veww . genivsneLcom tw/eeniusOnling/online portal: jsessionid=L inR Jiv8 1 QrerviOWAHLWLIMhz431.915

yTBOSZTINV IMZI0D Tvzi3127424 13077 _nipb=true& pacelabel=homePavedadeaPortlel actionOvermles

% JFportlerst2FhomeArca%%2Fideat 2Fhesindetesi=defauli

Frans &4:

but Genius products are more expensive
Sdm-ViewSonic &t

how many employee ?
Frans 5

around 4000 including factories
Sam-ViewSonic &8

ok
Frans #%:

I worked for Genius before
Sam-ViewSonic i&;

ok so what i can see is that
Frans ait:

they sell around US$20M in Ukraine
Sam-ViewSonic i

eastern country are not a reference
Sam-ViewSonic 3

that's other market
Frans af:

their biggest customer is Buro in Russia
Sam-ViewSonic &

new born market
Sam-ViewSome &

yes but by viewsonic it's the same
Sam-YViewSonic i

eastern country are young market
Frang At

they sell minisaturn in German
Sam=ViewSonic &t

you cannot compare
Sam=ViewSonic 34:
Sam-ViewSonic 4:

they have a hotline
Sam=ViewSomc Fi:

in diisseldorf
Sam-ViewSenic A&

service center
Sam:ViewSonic 2

they are more diversified
Sam-ViewSonic 3

graphic tablets
Frans &iF:

yes...

10



Sdm-ViewSonic af:
they are already well refereced into the european press
Sam-ViewSonic 3%:
i saw on their website that pc mazagine tested their products
Frans. af:
yes
Sam-ViewSonic a4
so that means clearly that genius in europe is considerated as a brand
Sam-ViewSonic a5
lexma will be considerated as no name products
Fruns. &%
but they are weak in western Europe
Frans ab:
understood
Sam-ViewSonic i:
so it's exctly like viewsonic in france
Sam-ViewSonic g

well known company

Sam-ViewSomic 35
also in eastern country
Sam-ViewSonic #:
germany - switzerland - austria viewsonic is a no name company
Frans &it:
understood it is a little bit difficult to build their brand
Sam-ViewSonic
not a little my dear
Sam-ViewSonic Z8:
Tt's viewsonic's main problem
Frans &t
understood
Sam-ViewSonic 3&:
ok
Sam-ViewSonic
so when i start for lexma
Frans 2%:
yes
Sam-ViewSonic 2
i will have exactly the same problem
Sam-ViewSonic 0
as by viewsonic but it's even worse
Frans &%
understood
Sani=ViewSonic a6t
because lexma is really not kno n
Frans #i:
1 sec
Sum-ViewSonic F#:

RESPONSE-6-1

and the sitaution of lexma is even worse than viewsonic because there is no company like

11



logitech into the monitor business

Frans 26

maybe we can start from products with lower prices
Sam-ViewSonic 58

there is already plenty of no name cheap brand
Frans &

i see
Sam-ViewSonic %:

just to give you an example
Sam-VicwSonic i

please go on www.digitec.ch
Sum-ViewSonic 2

biggest internet retailer in switzerland
Sam-ViewSonic u‘r"

please go on the website
Sam-ViewSonic 34

than on the top you click on english
Frins 7%

[ think you are smart..may generate a way to enter ..
Sam-ViewSonic &t

for the language
Sam=-ViewSonic &5

i can do all
Sam-ViewSonic 7

but please go to www.digitec.ch
Sam-ViewSonic g+

than you click on english on the top of the main page
Frans &%

yes
Sam-ViewSonic 2§

ok than on the left you click into the menu on peripherals
Sam-ViewSonic &7

than mice
Sam-ViewSonic £&]:

and than you see all the brand name into the list
Sam-ViewSonic 78

please let me know if you know sharkoon ?
Frans &

Labtec is Logitech's second brand with lower prices
I'rans &%

no
Sam-ViewSoric &%
nzxt gaming ?
Sam-ViewSonic &
ocz?
Sam-ViewSonic &%
razer ?

Sam-ViewSonic 3%;

RESPONSE-6-1
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revoltec ?
Sam-ViewSonic 2t
saitek ?
Sam-ViewSamic 30
silverstone ?
Sam-ViewSonic 7%
zalman ?
Sam-ViewSenic
i never heard something about these brand but i live in switzerland
Frans &i:
i see..
Frans ai
similar situation in Hong Kong
Sam-ViewSenic 35
there is actually 25 brands by digitec
Frans &8
theh have two brands which are Logitech and Microsoft
Frans 5%
understood
Sam-ViewSonic 35
25 brands on a country of 7 mio person
Sam-ViewSonic 38:
only by 1 etailer
Sam-ViewSanje 27:
we know that logitech is taking 80<% of the market
Frans: 7%
you can also try France or Germany
Sam-ViewSonie &5i:
than dell - hp 15 %
Sam-ViewSonic 7%
than 5 % are fore hama - nzxt - ocz - saitek - sharkoon - silvestone
[rans &5
or even North europe
Sam-ViewSonic 7t
it's the same situation
Sam-ViewSonic 3%:
in france i can say that's even worse
Frans &%
understood
Sam-ViewSonic &6
germany is even even worst than germany
Sam-ViewSonie 38
than france sorry
Frans &i:
1 see
Sam-ViewSome 27
so i can sell fo digitec
Sam-ViewSonic Z%:



no problem i can sell all
Sam-ViewSonic &5

but how many ?
Sam-ViewSonie &6

1000 mouse per year ?
Sam=ViewSonic Ei:

2000 mouse per year ?
Sam-ViewSenie &

10k mouse per year ?
Sam=ViewSomc aR:

10000 x 10%$ = 100k $ x1.5%= 1500 %
Frans 78

I don't know...but I trust your abilities
Sam-ViewSonic 3

yes but even if i could sell 10000 mouse per year to digitec
Sam-ViewSonic i

it's impossible but even if i could do this
Sam-ViewSonic a%:

i will win 1500 $

Sam-ViewSonic aR:

Frans &

they also have keyboards/Hub/speakers...
Sam-ViewSome i

keyboard - speaker as well
Sam-ViewSonic %

please click on the left on keyboard desktop
Sam-ViewSonic it

and just under on pc speakers
Sam-ViewSonic 7

razer revoltec roline saited trust zboard

Sam-ViewSonic i

Sam-ViewSonic 3

you know what i mean frans ?
Frans Ef:

I understood this situation..we have hundreds of brands in Taiwan
Sam-ViewSonic

so it's the same
Sam-ViewSonic 2

here but we are here on a very old market
Sam-ViewSonic 55

most of the consumer already bought no name brand 1 x 2 x 3x
Frans &

but I think channels are also the keys
Sam-ViewSonic ift:

channels you mean reseller ?
Sam-ViewSonjc 2

RESPONSE-6-1
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reseller at the corner of the street ?
Frans &6
channels to sell products
Frans &
all the channels
Sam-ViewSanmc &
so for me there is clearly 3 channels
Frans &4
yes
Sam-ViewSonic 36
1. etail = internet resellers
2. retail = all retail shop
3. resellers = small computer shop
Sam-ViewSonic &4;
by e-tail the mice price is maximum 2 - 3 §
Sam-ViewSonic a8
2. retail = digitec is a reference
Frans gH:
you have got almost all channels....
Sam-ViewSomc a4
3. resellers = business is taken by dell & hp
Sam-ViewSonic &
here by resellers the market share of dell & hp is more than 80 %
Frans i
[ see...can you find bigger distnbutors?
Sam-ViewSonic 7
99% of the time if the customer go to the reseller at the corner of the street to buy
a computer from dell & hp. He get automatically a mice and keyboard
Sam-ViewSonic 3%;
or his mice is broken >> reseller said ok i give you one for free
Frans &
i see
Sam-ViewSonic ai:
or the customer want to have a special mice : he bought logitech because the price is
not important
Sam-ViewSonic F:
viewsonic had for 1 year 10000 mice in stock
Sam-ViewSonic 38:
and keyboard
Frans 3%
1 see
Sam-ViewSonic 78
we get an e-mail from the VP sales 3 month ago : please give these mice and keyboard
for free to your customer we loose money with this stock
Sum-ViewSonic &%

Frans a4

Genius sells to distributors

15
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Sam-ViewSonic
yes like viewsonic
Frans &%
I am curious how UMD in Spain could buy US$10M from it
Sum-ViewSonic
spain is a special market
Sum-ViewSonic &
spain is onw of the youngest market in europe with italy
Frans &8
isee
Frans :VE
do you have relations to these two markets?
Sam-ViewSonic &
because the people there are really poor and the internet access boom was done around
10 years after germany - uk - switzerland
Sam-ViewSonic &&:
no i don't
Sam-ViewSonic 3%
have relation in spain or in italy
Sam-ViewSonic &
italy is vey dangerous market
Sam-ViewSonic #%:
because all work with backchich
Sam-ViewSonic 2%
corruption
Frans &6t:
1see
Sam-ViewSonic ait:
actually the internet penetration in italy is less than 40% of the population
Frans &%:
1 see
Sam-ViewSonic 4
in germany - switzerland we arrive now at 90%
Sam-ViewSonic F:
france start to recover his late with now around 80% of the population
Frans a5
1see
Sam-ViewSonic
ok so all this to explain that
Frans 3:
1. see
SamViewSoric 77
1. i can sell mice but not 10k the first year
Frans it
yes
Sam-ViewSonic &
2. i will need big marketing budget

Sam-ViewSenic #%:

16



3. incredible low price
Sam-ViewSonic %
and if i can sell the first year 10 k units mice i will win 1500 $
Frans &6t
we can try and discuss these matters
Sam-ViewSonic i
yes i am open and i can sell all
sam-ViewSonic %

but you must understand that i am looking on a more interesting business

5:1IT'|—\-'!L".\"?7;;'1'|l; n'ff

also
Frans &%:

Now we have four ways to cooperate
Sam-ViewSonie ai:

RESPONSE-6-1

no if you wait on lexma to earn money i think you will be die before to be rich

Sam-ViewSonic 36

Frans &

1.Lexma 2.dim 3.pants 4. the HK company business
Sam-ViewSonic &f:

no by my personal opinion

1. puzhen 2. pants 3. dfm 4. lexma
Sam-ViewSonic #t:

in terms of rentability
Frans &%

I don't mind if we can make money
Sam-ViewSonic a%:

oh ?
Sam-ViewSonic 3%:

what you mind ?
by my opinion puzhen deliver Natured&decouverte in direct business

with nature & decouverte i accept to only take 2 - 5% on the deal
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Sam-Swissbreeze &t (4 11:33):
cost is around 500 chf
Sam-Swissbreeze &t (4~ 11:33):
per year
Frans &% (B9 11:33);
the whole world?
Sam-Swissbreeze & (L4 11:33):
for a protection of maximum USD 3MIO
Sam-Swissbreeze & (4 11:33):
yes
Sam-Swissbreeze 2 (4 11:33):
but still need to confirm
Sam-Swissbreeze & (127 11:33):
for sure the price will be not more than 1000 chf per year
Sam-Swissbreeze &% (L9 11:33):
including usa

Frans &t (F9 02:27):
1. under 95pcs, we live alone; If | can sell more than 35 pcs, |
will share with you
Sam-Swissbreeze &% (N4 02:28):
same for me
Sam-Swissbreeze &t (T 02:28):
if i can sell ore than 60 i will share with you until you rach
your level of 700 usd
Frans &% (F9 02:28):
me too...maybe | can get big distributors
Sam-Swissbreeze #t (T 02:29):
Yep
Frans &% (9 02:29):
2.
Frans &t (T 02:29):
95pcs--8k(2.5 years?)+1.5k
Frans &t ( R4~ 02:30):



we re-invest to Swissbreeze?

Sam-Swissbreeze % (T 02:30):
95pc>> 8k (400days) + 1.5k

Sam-Swissbreeze &% (FF 02:30):
is correct

Sam-Swissbreeze & (4 02:30):
the law in genvea changed

Sam-Swissbreeze R (FF 02:30):
now maximum is 400 day

Sam-Swissbreeze &t (T 02:31);
3

Sam-Swissbreeze 3t ( FF~ 02:31):

RESPONSE-21-1

http://www.geneve.ch/emploi/demandeur/indemnite_duree.as

p?menu=indemnite&id=144
Frans & (T4 02:31):

ok..
Sam-Swisshreeze 2 (T 02:31):

10th line of text
Sam-Swissbreeze &t (F 02:31):

geneva reduced from 520 to 400 days
Sam-Swissbreeze 2t (T 02:32):

so i agree with your point 2.
Sam-Swissbreeze & (T 02:32):

we re-invest into swissbreeze
Sam-Swisshreeze & (4 02:32):

as soon we can reach the point 2.
Frans & (5 02:32):

If we cannot reach this level by 400days ...| will give you my

part after 700usd
Sam-Swissbreeze & (M 02:32):
i agree
Frans &% (M 02:33):
3.
Frans a (T 02:33):
after 8k+1.5k

ha
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Frans 3t ( B4 02:33):
you get 60% and | get 40$
Sam-Swissbreeze &t (T4 02:33):
yes but i think you miss 1 point
Frans &% (9 02;34):
?
Sam-Swissbreeze 8 (T4 02:34):
1. minimum level 700 - 2500 (95 units )
Sam-Swissbreeze &t (T4 02:34):
2. reach 8 + 1.5k
Sam-Swissbreeze & (T4 02:34):
3. > 9.5k >> re-invest into swissbreeze
Frans &t (N9 02:35):
ok
Sam-Swissbreeze &t (T4 02:35):
as soon we can reach the point 2
Sam-Swissbreeze &2 (N 02:35):
the survival goal is reached
Frans &t (N4~ 02:36):
ok
Sam-Swissbreeze & (T 02:36):
so we need to orient our goal to swisssbreeze growth
Sam-Swissbreeze &% (N 02:36):
or it doesn't make sense to be company owner
Frans &% (N 02:37):
but you don't think we need to get more after 8+1.5k?
Sam-Swissbreeze 25 ( 4 02:37):
and we will need to produce new model
Sam-Swisshreeze #t (TF 02:37):
no because we will not be able to survive for a long time with
only 1 products
Sam-Swissbhreeze i (T 02:37):
so if we do not re-invest money into swissbreeze we will die
Frans &% (N9 02:37):
ok
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Sam-Swissbreeze 2 (M4 02:37):
so it would be really really stupid
Frans 2 (F4 02:3R):
so do you agree that | get 40% of the share?
Sam-Swissbreeze & (T4 02:38):
yes no problem
Sam-Swissbreeze &% (T 02:38):
for me
Frans 3% (4 02:38):
ok..
Sam-Swissbreeze &t (FF 02:38):
but for example as soo we can reach the point 2
Frans # (9 02:39):
so | don't have questions...sorry to force you to discuss with
you for this
Sam-Swisshreeze & (FF 02:39):
we can decide to increase our part for exampel 9k 2.5k
Sam-Swissbreeze &t (T7F 02:39):
and re-invest all the resting money
Frans 22 (9 02:39):
ok
Sam-Swissbreeze 7 ( P4 02:39):
but the more we can re-invest the more we will make sb safe
Sam-Swissbreeze 2 (T2 02:40):
but this time i need to be afraid
Sam-Swisshreeze &t (T4 02:40):
not you
Sam-Swissbreeze % (FF 02:41):
that's the reason why it's also good to strart separately to
survive alone
Sam-Swissbreeze &t (T4 02:41):
but even if we find that not good we don't have any other
choice
Sam-Swissbreeze % (R4~ 02:41):
ah ah ah
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Frans &t (M4 02:41):
ok
Frans &t (9 02:41):
| know
Sam-Swisshreeze &7 (9 02:42):
the die is close to you and even more close to me
Sam-Swissbreeze 7% (T 02:42):
my risk is very high your risk is middle
Frans &% (T4 02:43):
don't parents of your boyfriend support you?
Frans &t (T 02:44):
your morther won't support you .| know
Sam-Swissbreeze &% (M4 02:44):
my boyfriend support me
Sam-Swissbreeze &t ( M 02:44):
but his money his mine and my money his him money
Sam-Swissbreeze &t (- 02:44):
we have same bank account
Frans % (9 02:44):
ok
Sam-Swissbreeze & ( F9~ 02:44):
that's the truth you can beleive me march we will have both
O chf to eat
Sam-Swissbreeze &t (T 02:44):
0
Sam-Swissbreeze &t (T4 02:45):
i cannot p ay my car
Sam-Swissbreeze &t (FF 02:45):
he cannot pay his train ticket
Sam-Swissbreeze &t (T 02:45):
to go to work
Sam-Swissbreeze & (T4 02:45):
i cannot pay my taxe
Sam-Swissbreeze & (T 02:45):
and he cannot pay his taxe
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Frans % (P4 02:45):
how long do you have to pay tax ? once a year?
Sam-Swissbreeze it (T 02:45):
to make me surivive i really need unemployment + 2500 usd
Sam-Swissbreeze &% (T 02:46):
no every month but i already have 1 year late
Frans &% (9 02:46):
ok
Sam-Swissbreeze & ( M4 02:46):
i think i am late for 40k chf
Sam-Swissbreeze &t (T 02:46):
you understand why i am close to die
Sam-Swissbreeze &8 (T 02:48):
and the problem of the money is always the same
Sam-Swissbreeze it (T4~ 02:49):
we need to concentrate on the find of distributors
Sam-Swissbreeze &7 (T4 02:49):
for swissbreeze
Frans & (N4 02:49):
yes..| know
Sam-Swissbreeze &t ( N4~ 02:49):
and do some business for swoard or make up cmopany
Sam-Swissbreeze & (P 02:54);
i think a way to find distributors is to tell them we do not
make any discount, we keep our prices fixes and we do not
change the model every season
Sam-Swissbreeze &t (T 02:54):
the second point to contact distributor is to propose propose
to buy back if they cannot sell
Sam-Swissbreeze =% (F4 02:54):
i searched distributor for swoard
Sam-Swissbreeze & (FF 02:54);
and this was really really nice argument
Frans &t (T 02:55);
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to buy back?
Sam-Swissbreeze &t (M4 02:55):
yes
Frans & (N 02:55):
who will pay the freight?
Sam-Swissbreeze #t (R 02:55):
him
Sam-Swissbreeze &t (T4~ 02:55):
not us
Sam-Swissbreeze & (FF 02:55):
win win
Frans &t (N4 02:55):
ok
Frans &% (N 02:55):
soitis ok
Sam-Swissbreeze &% (N4 02:55):
we buy back but he must pay the freight from chavorney to
his place
Frans & (N9 02:56):
te risk is the damage on the way
Frans a3 (T 02:56):
back
Sam-Swissbreeze &t (N 02:56):
that's a big and huge argument and it works as i already
tested this for swoard
Sam-Swissbreeze it ( M 02:56):
the transporter is in charge of risk during transport
Frans 3R (T 02:56):
| know they won't have much risks so they will be willing to try
Sam-Swissbreeze % (N~ 02:57):
by this way i think we have nice chacne because puzhen is not
proposing that to his customers
Sam-Swissbreeze it ( N~ 02:57):
and not a lot of company propose to buy back
Frans &t (T 02:57):
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this is a good way
Sam-Swissbreeze &t (T 02:57):
if we do that we proove we are nice and liable company
Sam-Swissbreeze & ( N 02:57):
oriented on sell out and not sellin
Frans 2 (N9~ 02:57):
yes
Frans &t (T 02:58):
this way likes consignment..but | think we must check how
much they have sold monthly or weekly
Sam-Swissbreeze it (T 02:58):
no
Sam-Swissbreeze % (N4 02:59):
it's not necessary
Sam-Swissbreeze &% (T4 02:59):
not really necessary
Frans &5 (T4 02:59):;
no..?
Sam-Swissbreeze &8 ( F4- 02:59):
because we give to the distributor free time to ask for buy
back
Sam-Swissbreeze & (T4 02:59):
than he just need to ask and inform us on the amount to buy
back
Sam-Swissbreeze R (9 03:00):
than he ship the goods back and we pay back right after
Sam-Swissbreeze &% (N 03:00):
we can ask him to do a contract
Sam-Swissbreeze 3% ( N4 03:00):
so it's safe for him and for us
Sam-Swissbreeze i (N 03:00):
or we can do L/C
Sam-Swissbreeze it (N 03:00):
as well
Sam-Swissbreeze &% (T4~ 03:00):
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we give him a L/C for the amount of buy back and we pay as
soon we get the goods in charvorney
Frans &t (T4 03:01):
ok
Sam-Swissbreeze i (N4 03:01):
we need toprepare a distribution contract
Sam-Swissbreeze &t (4 03:01):
you are the king of contract
Sam-Swissbreeze &t (N 03:01):
i think this way is a smart way to approch distributor and
make them dealing with us
Sam-Swissbreeze it (T4 03:02):
more we do business out of switzerland less i will have to pay
taxes
Sam-Swissbreeze &t (F4~ 03:02):
on the wins
Sam-Swissbreeze . (TN 03:02):
and by my opinoin we need to concentrate on distributors
Sam-Swissbreeze & (T 03:03):
even if this will strongly reduce our margin
Sam-Swissbreeze 3% (T4F 03:03):
into my calculation
Frans &% (T 03:03):
yes
Sam-Swissbreeze 28 (4 03:03):
i think with distributors we will spend maximum 20 usd per
units
Sam-Swissbreeze &t (N 03:03):
or even less someting like 10
Sam-Swissbreeze &t (T 03:03):
usd
Sam-Swissbreeze &t (T 03:03):
only
Sam-Swissbreeze #t (N 03:04):
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but it's good for survival
Sam-Swissbreeze &t (T 03:04):
5k usd is better than nothing
Sam-Swissbreeze &% (T4 03:05):
we should also sell on ebay
Sam-Swissbreeze &t (T 03:05):
and all website like that
Sam-Swissbreeze & (T 03:05):
we msut try all way and than choose the better one
Frans &t (T4 03:05):
to focus no distributors will also reduce our preasures of cash
flow
Sam-Swissbreeze &t (T4 03:05):
as i can see now distribution is the best one but we don't know
if we can fiind some
Sam-Swisshreeze & (T 03:05):
yes that's the reason why i think it's the best wway
Frans &t (T4 03:06):
according to my experiences, distributors need to pay all
before shipmet..maybe 20-30% deposit..what we can do just
transfer their money to Toast
Sam-Swissbreeze &t ( N~ 03:07):
yes
Sam-Swissbreeze & (N 03:07):
nidecker work on a 100% pre payment mode with his
distributor
Sam-Swissbreeze &% (T4 03:09):
but we are free to do what we want
Frans 3% (N4~ 03:09);
another point if you want to sell in Switzerland, what will you
sell to avoid tax?
Sam-Swissbreeze &% (F 03:09):
for the moment i will have some problems
Sam-Swissbreeze &% (F4 03:09):
for swiss market

10
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Sam-Swissbreeze & (N9~ 03:09):
i imagine that i will need to sell on my boyfriend's name
Frans &% (N9 03:10):
If you want to sell by NG's..don't let NG have profit or just less
Sam-Swissbreeze & (T4 03:10):
because i cannot sell swissbreeze and get my unemployment
salary at the same time
Sam-Swissbreeze &t (N4 03:10):
yes for sure
Sam-Swissbreeze i (F4~ 03:10):
swissbreeze will sell to ng at very high price
Frans & (F4 03:10):
yes
Sam-Swissbreeze 6t (T2 03:10):
but i cannot deal unders ng
Frans &% ( M4~ 03:10):
jsut 0.1usd profit
Sam-Swissbreeze 22 (N4 03:11):
we need swissbreeeze sell to burri at very very high price
Frans &t (T4 03:11):
burri ?
Sam-Swissbreeze &t (M4 03:11):
my boyfriend's name
Frans &% (4 03:11):
sorry..gorget
Frans 3% (T4 03:12):
it is acceptable to have loss? margin can be 1% or less?
Sam-Swissbreeze #t (N4 03:12):
no
Sam-Swissbreeze &t (9 03:13):
it'can be like that
Sam-Swissbreeze &t ( M4 03:13):
10 chf is good
Sam-Swissbreeze & (4 03:13):

around 8 usd

11
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-36% taxes
Sam-Swissbreeze 2 (F4 03:14):

we loose onyl 3.6 chf per unit
Sam-Swissbreeze it (T 03:14):

but it's okay i take care of that
Sam-Swissbreeze &% (F4 03:15):

i've not choice to use my boyfriend's name
Sam-Swissbreeze & (T 03:15):

so we will use his name thaat's all
Sam-Swissbreeze &t ( M 03:15):

i will also do black business to sell to friends
Frans &% (9 03:16):

ok
Frans & (T4 03:16):

do we need to pay tax for the US company?
Sam-Swissbreeze i (T~ 03:16):

no
Sam-Swisshreeze %t (F4 03:17):

no taxes in delaware
Sam-Swissbreeze &t (N4~ 03:17):

Sam-Swissbreeze &t (M 03:17):

as the capital of the company is 0
Sam-Swissbreeze &t (FF 03:17):

we don't have anything to pay
Frans & (T4 03:17):

700 usd a year?
Sam-Swissbreeze & (N9 03:17):

no
Sam-Swisshreeze & (- 03:17):

300 usd / years for administration cost
Sam-Swissbreeze #t (FF 03:17):

RESPONSE-21-1



and some fees for bank account and credit card cost
Frans &% (T 03:18):

cheaper than those in other places
Sam-Swissbreeze it (K4 03:18):

yes much
Sam-Swissbreeze & (T 03:18):

that's also the reason why i choose delaware
Sam-Swissbreeze &t (T4 03:18):

cheap
Sam-Swissbreeze & (N4~ 03:18):

fast only 48 hours to open company
Sam-Swissbreeze &% (N4 03:18):

no taxes
Sam-Swissbreeze & (T 03:18):

no need of capital
Frans &% (T4 03:19):

did you contact with them already?
Sam-Swissbreeze &% ( N 03:19):

no
Sam-Swissbreeze &t ( N 03:19):

i wait sean move his ass
Frans &% (N9 03:19):

it is good as it is a US company ...
Sam-Swissbreeze &t (T 03:19);

we need only 48 hours to create a company into delaware
Frans &% (T4 03:19):

so good
Sam-Swissbreeze af ( M4 03:20):

do don't need to stress out
Sam-Swissbreeze 6 (T4 03:20):

more we wait
Sam-Swissbreeze 2 (o 03:20):

later we need to pay the cost
Sam-Swissbreeze & (T 03:20):

better it is

RESPONSE-21-1
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Frans &% (F4 03:20):
| remember you sent me the website..let me check..
Sam-Swissbreeze i (F5 03:21):
and if we are intelligent
Sam-Swissbreeze . (T 03:21):
we can ask the us lawyer responsible of our company to create
for us a paper with a special stamp to open a bank account in
switzerland
Sam-Swissbreeze &t (R 03:21):
offshore swiss bank account
Sam-Swissbreeze i (T 03:22):
but into that case we cannot use the name swissbreeze
Frans &t (T4 03:22):
one moment..
Sam-Swissbreeze % (N 03:22):
and regarding the law of the swiss anr swiss cross our
company into delaware cannot have swissbreezee name
Sam-Swissbreeze &t (T 03:36):
i think we will use thie company
https://axefirm.com/incorp.php
Sam-Swissbreeze &% (N4 03:36):
because i read into a comparator website that this company is
rally realiable
Sam-Swissbreeze &t (9 03:36):
and the price is 949 usd
Sam-Swissbreeze & ( N4 03:36):
and include
Sam-Swissbreeze &6 (T 03:36):
all fee
Sam-Swissbreeze & (T 03:36):
apostille > to open a bank account in switzerland
Sam-Swissbreeze &% (T4 03:37):
1 bank account in usa
Sam-Swissbreeze & (M4~ 03:37):

14
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1 business adress in usa
Sam-Swissbreeze it (T4 03:37):
and 1 phone/fax line for our company
Sam-Swissbreeze it (T 03:37):
means people can send to us letter to our adress and call us
into our us phone / fax
Sam-Swissbreeze &% ( N4+ 03:40):
frans ?
Frans & (N9 03:45):
ok..sorry..a friend called me
Sam-Swissbreeze at (T 03:45):
i will go to bed i am tired
Frans &t (T 03:45):
ok
Sam-Swissbreeze &t (T 03:48)
we will use this company
https://axefirm.com/delaware_conseils.php
Frans &t (T~ 03:48):
ok
Sam-Swissbreeze &t (T4~ 03:50):
and we will have 2 banks account
Sam-Swissbreeze &t (M 03:50):
1 in usa
Sam-Swissbreeze 35 ( F4 03:50):
and 1 in switzerland
Frans 2 (N9 03:50):
ok
Sam-Swissbreeze & (T 03:50):
first on in usa
Sam-Swissbreeze & (M4 03:51):

the most important
Sam-Swissbreeze &R (N4 03:51):

and we will have a busines adress in usa
Sam-Swissbreeze & ( 9 03:51):




and also a phone line
Sam-Swissbreeze 2 (T4~ 03:51):

do you know what are the importation rule iin usa ?
Frans & (T4 03:52):

no.
Sam-Swissbreeze &% ( M 03:52):

we must learn that
Sam-Swissbreeze &t (T 03:52):

how swissbreeze can import goods and sell in usa
Sam-Swissbreeze & (4~ 03:52):

products made in taiwan
Frans &% (F4 03:52):

ok
Sam-Swissbreeze & (T 03:53):

but we still have nothing to sell
Sam-Swissbreeze & (F4- 03:53):

that's fucking bad
Frans ¢ ( M4~ 03:53):
Sam-Swissbreeze &t (M 03:55):;

sean move you asss pleaseeeeeeee
Frans &t (T 03:55):

did you send the e-mail to him already?
Sam-Swissbreeze & (M4 03:55):

no
Sam-Swissbreeze a7 (M4 03:55):

for a chance i didn't
Sam-Swissbreeze 2 ( N4~ 03:55):

we cannot shake him with the death of his daughter
Sam-Swissbreeze 3% (T 03:55):

again that's my flair
Sam-Swissbreeze %t (FF 03:56):

same for the gift

Sam-Swissbreeze R (T 03:56):

i felt i didn't have to bought it

RESPONSE-21-1
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Sam-Swissbreeze &% (4~ 03:56):
i dont' know why
Sam-Swissbreeze i (N4 03:57):
i was into the shop of crytal
Sam-Swissbreeze & (FF 03:57):
and choosed one
Sam-Swissbreeze it (F4 03:57):
than i decided to not buy it
Sam-Swissbreeze i (T 03:57):;
i dont' knwo why
Frans &% (N4 03:58):
yes
Sam-Swissbreeze (M4~ 03:58):
so i go to bed now
Frans a8 (N4~ 03:58):
| think so..0k
Sam-Swissbreeze i (T4 03:58):
bye
Frans & (9= 03:58):
bye
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Evedec [T Co. LTD

Tel. BES-2-8285 2865

Fax 885-2-2048 3458

Website: www alpinbreeze.com.tw
E-mall customar_service@alpinbreeze com.iw
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alpin
aroma diffuser

Q_UmzmﬂmmNm

MADE WITH SWAROVASKI ® ELEMENTS

alpinbreeze

n__u_zv..mmum a-.o-sn&mcmm..l_umn:ao:a_
> A>_‘oq‘m5mﬁmu< diffuser — Humidifier)
.(ﬁuom_u: Features] = £2

he top opening of aroma diffuser, designed by taking sense of beauty from calla flower, has a nozzle in the middie that makes a concept of what a
flower covers'its stamens and pisils.
1.Both left and right sides, having winding edges, look like water drops that appears an image of honeydew dropping from top opening of aroma
diffuser, and further, it creates a visual effect of extracting precious essence from Nature and diffusing it all around.
2.The aroma diffuser shows chic and elegant by its pearf and lustrous outer covering as well as the LED lights in the middle
3.The front side of aroma diffuser inlays are MADE WITH SWAROVASKI ® ELEMENTS . The shape of combination looks like a shining necklace
| and also likes your smile, greeting the glorious future.

| " [Product Features
7 1.Using this machine to diffuse essential oils can naturally clean the air and help
to improve quality of your life
2.To diffuse essential oils by this ultrasonic diffuser makes a "Fragrance” environment
. that makes people reduce their stress and anxiety
3iThe air is drier under air-conditioned environment. Using this diffuser can help

1o regulate humidity around you to avoid dry skin
4.This machine is designed by double-protection technologies (the water level
probe and water conservation technologies)
$§.lts ultrasonic oscillation with vibrational frequency of 2.5 mil
to spread more widely
6.To diffuse essential oils by the diffuser is more safe and healthy than conventional
therapy way of combustion healing oils, which maybe easier to destroy the
w0 molecular structure of essential oils
7 Friendly design of three operational modes makes people easily to operate
8.Low electricity consumption
9.This diffuser bullds a special over current protector for you to use more safely.
10.1t has colorful manual to read friendly and provides a free waler cup.

P e AT R

[ Specifications:]

Input * 100~240 V, 50-60 Hz 4
Output - DC24V, 750 mA
Power consumption: about §<<
Size - 120 x 97 x 283 mm
Weight : 380 g

ae ™

n times per second
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HES: "Lin You-Yi" <linyouyi@hotmail.com>
H i IESH2TH T 1236

A8 <frans_lin@everiec.asia>
HmMg®E: AC DI0.doc: AC D8.doc: DPF-8.pg: DPF -10.2.1p2
+5: FW: spec of DPF by Digidube in Taiwan ( 10/2)

From: linyouyi@hotmail.com

To: webmaster@swisscarving.com

CC: chenmike@hotmail.com

Subject: FW: spec of DPF by Digidube in Taiwan ( 10/2)
Date: Thu, 2 Oct 2008 17:23:45 +0800

Dear Sam..,

Attachments are related information about dpf of 8' (US$/" FOB ri for 1% ) and 10" (US$+ 5 FOB HK for
1) ....1 think the price cannot match due to higher cost of 10’ panels...
This is the cheapeast one 1 found..Please also check following e-mail.

For your information, they also do OEM for Circuit City in US.
Circuit City bought 20K of 7' from them but didn't sell well...10K stock left.

Best regards,

Frans Lin

Tell: 886-2-82862866

Mobile: 886-921-722939
SKYPE: franslinl

MSN; linfrans s com
E-mai[: llrl},_' HIY! ':. ";s.:',T_l" 1&il.Com

Subject: FW: spec of DPF by Digidube in Taiwan ( 10/2)
Date: Thu, 2 Oct 2008 16:58:36 +0800

From: charlesiu@digicube.com.tw

To: linyouyi@hotmail.com

{Jear Mate
Many thanks for your support!

Model B DPF 8D pholo only

Ans USSEZpes (FOB HK) for 1K DPFBD photo only, with clock, calendar. 2 in 1 Card Reader, no flash 1% free

RMA wmt

Modei B DPF 10D photo only +

b 2012/8/4(R)
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JS&5 ipcs (FOB HK) for 1K DPF 10D photo only, with clock, calendar n

Sorry for your inconvenience & waiting for our kindly reply!
Best regards

Charles lu

Sale dep

(new address as below)

F FAD. Fhani & Z e ng b i 1]
Tel 886-02- &‘2. 3358 EX |' 503, Fax no 383 .22?-3'188
Digicube Technoicqv itd in Taiwan
e- masl charleslu@dlgncube com. tw

MSN Messenger:
Yahoo Messenger

Connect to the next generation of MSN Messenger

Malelal: jl% | e LOUNIy taiwan 23557

RESPONSE-22-2
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Sam-ViewSome a8 ( M 058:30):
maybe you could also contact winaccord
Sam-ViewSonic 28 (T4 05:30):
and mike
Sam-ViewSonic &t (T 0831
to negotiate 2% for DOA and 1 year full warranty in case of DPF 10" will break down
Frans 3% (T 05:32);
is that V8's business?
Sam-ViewSonic % (FH4 05:33):
yes
Sam-ViewSonic 88 (79 05:33)
but actually vs is not more able to provide 10" dpf with 1024 x 600 resolutions
Frans &% (F 05:34):
Mike cannat help you?
Sam-ViewSame & (T 05:34)
mike told me i will give you news

Sam-ViewSonic & ( P4 05:34):
never get news
Sam-ViewSonic & (T 05:34)

so if mike is not interested to make business i am ready fo work with you on that
Frans &% (9 05:34):

llk
Frans 7% (9 05:35)

whal 15 the DOA? defect of assurance?
Sam-ViewSonic aft (T 05:35);

no dead on arrival
Frans &% (T 05:36):

ok
Sam-ViewSome 3 (FF 05:36):

and dead after arrival DAA
Sam-ViewSonic 3% ( F7- 05:36)

all defect products
Frans 37 ( 9 05:36):

ok
Sam-ViewSonic & (5= 05:36):

what i would need is 2% for DOA and DAA
Sam-ViewSonic & (44 05:36);

and if the amount of defect product is bigger than 2%
Sam-ViewSoni¢ i ( FF 05:36);

i would need a warranty from the company that they will ship for free new units
Sam-ViewSonic & (9 05:37);

i am ready to pay the fransport if necessary
Sam-ViewSome & (9 05:37):

but need to gurantee us free units
Frans &t (FT 05:37):

0K
Sam-ViewSonie % (T 05:38)

the company is winaccord



Sam-ViewSonie &% (T 05:38);

ohhh yes and we must warranty that
Frans 28 (T 05:3%):;

can we choose © another one?
Sum-ViewSomie 7t (T 05:38);

the dpf must auto-play the video as soon the customer plug the SD card
Sam-ViewSome #% (T 05:38);

and we must have 1024 x 600 resolutions
Sam-ViewSonic & (7 05:39);

and DPF must be able to read MPEG-4
Sam-ViewSonic 5t (- 05:39)

that's all the customer need
Sam-ViewSonic 7% (T 05:39)

regarding technical details
Frans 28 (T9= 05:39):

ok
Sam-ViewSomic 2 ( M4 05:39)

regarding the ordert time it's really easy
Sum-ViewSonic &t (9 05:39):

we must send a demo unit
Sam=ViewSonie 55 (T 05:39);

RESPONSE-22-2

as soon the demo unit is onsite they test and will place the order immediately after

Sam-ViewSonic & ( T 05:40):

chance to win this deal are 100% if test are good
Sam-ViewSonic 3% ( FF- 05:40)

Mike told me a price at 82 euro
Sam-ViewSonic & (T4 05:40):

82 usd per unit

Sam-ViewSonic 38 (T 05:40):

customer is not so hot to order directly in taiwan so we will ahve to involve one of my

reseller
Sam-ViewSonic &1 ( 4~ 05:40):
but not obligatory
Sam-ViewSomie & ( FF 05:40):
it will depends of the price
Frans &% (T 05:41)
ok...
Frims 3% (9 05:42);
hutp.Mwww winaccord.cony/

Frans &% (5 05:42)

this one?
Sam-ViewSonic 32 ( FF~ 05:53);
yes
Sam-ViewSonic &% (T 05:53)
sorry i was on th ephone again
Frans &% (9 05:53);
how many quannty? 1K pes?
Sam-ViewSenic 2 (FF 05:53):



RESPONSE-22-2

no at the moment only 165 units
Frans % ( 5= 05:53)
ok
Sam-ViewSonic &% (TF 05:54);
but Mediasolutions my biggest viewsonic custoemr told me 1000 units will come
Sam-ViewSonic &2 (4 05:54)
soon
Sam-ViewSome &t ( 9 05:34):
so we have a chance to make business with that as well
Frans 8% (T 05:54)
ok
Frans 3% (FF 053:5%)
| am writing a leticr © them, and T wall call them tomarrow moming..
Sam-ViewSanic i/ (7 05:55):
but we cannot make any business if winnaccord cannot warranty all for 1 year
Sam-ViewSonic 38 (T4 05:55):
no FIRST i ask you to clear the situation with mike
Frans 2% (MF 05:55)

can we choose another company 7

Sam-ViewSonic &t ( FF D5:55)

DO NOT FORGET fair attitude is important for me
Frans &6 ( F5 05:55)

L_lk

Sam-ViewSonic 58 (T 05:56);
actually Mike told me that this vendor is the only one able to provide top quality and
1024 x 600 resolutions

Sam-ViewSonic 7§ (5 06:10%

i am so nerverd my god
Sam-ViewSonic &% (T 06:10)

my big customer mediasolutions told me oin the phone
Sam-ViewSonic 7 ( F5 06:10):

that we won the project for 1500 x va22"
Sam-ViewSonic 7% ( 7 06:10)

and than he will order 500 units per month
Sam-ViewSonic 5% ( 5+ 06:10):

so finally i could reach my target
Sam-ViewSonic s (T 06:10)

and now i am fired
Sam-ViewSonic ¢ ( [ 06:10);

i am so nerved

L



Frans &% (T 06:13):
22" monitors?

Sum-ViewSome 28 (FF 06:16):

m "
Sam-ViewSonic && (T 06:16);

VEGA
Sam-ViewSonic 28 (T 06:16);

22" monitors
Frans & (4 06:16):

can you give me some spec so T can get the vendars soon...
Frans 3& (T 06:17);

acually [ know the two bigeest LCD factories here
Sam-ViewSonic 7% (FF 06:19):

hitp://www.viewsoniceurope.com/data/60/VA2216w. pdf
Frans &% (T 06:19):

can vou keep in touch with vour VS.customers?  Toean get vendors 1o replace VS easitv!!
Sam-ViewSonic & (F4 06:19):

yes but there is one things
Sam-ViewSonie 3% ( 4 06:20);

customer is really quality sensitive
Sam-ViewSonic & (T4 06:20):

and he actually get less than 1 % defect on the last 1000 units
Sam-ViewSonie 2 (T-F 06:20);

2nd point
Sam=ViewSonic 5% ( F3= 06:20):

customer don't need the food
Sam-ViewSonic 38 (TF 06:20):

but just need to foot stand
Sam-ViewSonic B (F4- 06:21):

as he will use that solution to build a mediaplayer
Sam-ViewSome &% (4 06:21)

the foot size must be the same as viewsonic
Sam-ViewSonic 37 (T 06:21);

the foot breight and length also
Sam-ViewSonie & (FF 06:21);

and the price to my reseller must be less than 105 euro
Sam-ViewSonic 2% (T 06:22);

vs is on this deal only winnig 5 % margin
Frans 3% (T4 06:22);

let me chieck the price firstly
Sam-ViewSonic &% (T4 06:22):

so i think that by ordering directly in taiwan
Sam-ViewSomie 3% (P 06:22)

we would not get the business
Sam-ViewSonic £% (T4 06:22);

or more competitive than vs
Frans 3% (T 06:22);

RESPONSE-22-2



5% margin for just us is very huge!!
Sam-ViewSonic &% (T 06:22);
ves
Sam-ViewSonic 7% (T 06:22);
but we must give him more competitive pricing than vs
Frans 8% (T 06:23):
YEs
Frans 2% (9 06:23);
how about the vrder quaruty?
Sum-ViewSomc &% (T 06:23):
by my opinion there is no way to win the monitor busines

RESPONSE-22-2
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4 "Lin You-Yi" <linyouyi@hotmail.com>
H it WIESHINE FF 04:46

WiFE:  <irans_lin@evertec.asia>

¥5H: FW: Puzhen Intemational Product

Subject: RE: Puzhen International Product

Date: Mon, 6 Oct 2008 12:51:21 +0200

From: Samanta.Ng@Viewsoniceurope.com

To: chenmike@hotmail.com; linyouyi@hotmail.com

Hello Guys,

We don't have chance this time 1 was smelling a really nice opportunity with this company.
My instinct in business is good but unfortunately this time we arrive too late. I called Puzhen
in hong kong in june and at that time the contract with this company was not signed. Grrrr
shit shit shit

1 studied the situation and I think that pranarom is a kind of importator not a distribuor !

They don't have any representation office in switzerland and also 0 contact in switzerland, 1
wiil try to contact them and see if we can do something for switzerland regarding the sales
side and importation side. Finally, 1 find this situation very good as if 1 am right
understanding the situation pranarom is at the moment taking the risk for me ( stock ) and
is doing all the shit for me regarding importation etc...

1 wifl try to contact this company and see what happens I couid maybe play the swiss
distributor and sales role. But This job is only for me as there is no influence or no need from

Taiwan,

Open a company in Germany to sell puzhen product is really not a good idea... 1 have contact
in germany but T think it's really not the best way to start something like that.

Maybe I can try to sell puzhen product in collaboration with Pranarom and make money to
invest into another buisinesss with you both . What do you think about ?

From: chenmike@hotmail.com [mailto:chenmike@hotmail.com]

Sent: lundi, 6. octobre 2008 08:39

To: Lin You-Yi; Sam-ViewSonic

Subject: Re: Puzhen International Product

Dear Frans.

The only reason 1 asked was to see if there are any opportunities for Samantha to represent Puzhen,

Mike

b 2012/8/4(B)
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From: L Vs

Sent: Monday, October 06. 2008 2:36 PN
Ty chentuh Lo
Subject: RE: Puzhen International Product

Dear Mike,
They don't have agents in Germany,Italy, Taiwan, and China.

But they have authorized some products exclusively in Switzerland and France already...
We need to check those products which could be sold in Switzerland and France..

you can also refer to following reply..

1 b= 7 ‘)

| ..'|: 3 i , e 4
N S WWW puzner.{
2 dfTris) KR ' ?

LPZ-UAQ1IM %,

Best regards,
Frans

From: chenmike@hotmail.com

To: linyouyi@hotmail.com; webmaster@swisscarving.com
Subject: Re: Puzhen International Product

Date: Mon, 6 Oct 2008 12:23:19 +0800

Dear Frans,

So ure they willing 10 provide us with the opportunity o be their other European countries agent? It so which counines and
how do we upproach this business?

Mike

From:

Sent: Monday. October 06, 2008 11:47 AM
To:

Ce:

Subject: Puzhen Intemationu] Product

Dear Sam..,

How are you?

The company of Puzhen told me they have an agent in Swiss now.

1 asked them if they can increase another agent in Swiss. They will reply to me soon.

Following is their agent company in Swiss for your reference.

Pranarom International SA/NV
Tel: 32 68 264 360

b 2012/8/4B)
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Fax: 32 68 331 897
Contact: Mr. Pascal Debauche
Website: www.pranarom. net

They will also advise me of the countries in Europe that they don't have agents soon..

Frans Lin

Tel: 886-2-82862866

Mobile: 886-921-722939
SKYPE: franslinl

MSN: linfrans@msn.com
E-mail: linyouyi@hotmail com

From: mancy@puzhen.com

To: linyouyi@hotmail.com

CC: puzhen-sylvia@puzhen.com; flcy@puzhen.com; lds@puzhen.com
Subject: Enquiry Reply

Date: Mon, 6 Oct 2008 11:20:07 +0800

L,

P, S ey A S I e RO, BEan T
Pranarom International SA/NV

Tel: 32 68 264 360

Fax: 32 68 331 897

Contact: Mr. Pascal Debauche

Website: www.pranaromn.net

fit {7 iy 3, BRI P!

o !

Mancy Leung

Puzhen International Product Co Ltd

Puzhen Life Co Ltd

1709, Metropole Square, 2 On Yiu Street, Shatin, NT. Hong Kong
Tel :(852) 2637 3301

Fax :(852) 2686 9100

mia Ny L.._;!'*,.f-n cor

Invite your mail contacts to join your friends list with Windows Live Spaces. It's easy! Try it

Invite your mail contacts to join your friends list with Windows Live Spaces. It's easy! Try ©

1 This email and any files tranemitted with it are confidential may he legally privileged and are for the sole use of the intended recipient

b 2012/8/4(B)



b 4 1 (3t 4 F)(B)
RESPONSE-22-3

Copynght in this email and any accompanying document created by Us is owned by us If you are not the intended recipient of this email
or any part of it please immediately notify the sender by email and delete this email from your system. You should not use. copy or
disclose to any other person the contents of this email or its attachments (if any)

2 We have taken every reasonable precaution to ensure that any attachment to this email has been swept for viruses, but we cannot
accept any liability for any loss or damage sustained as a result of viruses worms or any other electronic data threat and would advise
that you carry out your own checks before opening any attachment. Emails cannot be guaranteed 1o be secure or error free as
information may be intercepted, corrupted, lost, delayed or incomplete as a result of the transmission process. ViewSonic Europe Limited
and the sender do not accept liability for any errors or omissions in this email arising as a result of such transmission

3. Please note that any opinions represented in this email are solely those of the author and do not necessarily represent those of
ViewSonic Europe Limited.

4. ViewSonic Europe Limited, Riverside House, 2a Southwark Bridge Road, 7th Fioor, London, SE1 9HA United Kingdom, Tel +44 (0)
207 921 2200, Fax: +44 (0) 207 921 2201, Registered No: 3131161, registered in England and Wales.

b 201284B)
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HHEHE: “Lin You-Yi" <linyouvi@hotmail.com>
H i: 2011E6H3IH T4 12:40

W45 <frans_lin@evertec.asia> _
gt K: _ e-rademarkige.ch_Serviet.pd

-1

FW: puzhen trademark switzerland

Subject: puzhen trademark switzerland
Date: Tue, 21 Oct 2008 15:40:56 +0200
From: Samanta.Ng@Viewsoniceurope.com
To: linyouyi@hotmail.com

Hello Lin.

| just registered the puzhen trademark in Switzeriand as you can see here below.

As soon as the request will be accepted Aromasan and Pranarom will not more be able to sell puzhen
products in Switzerland.

i used my credit card to pay the 350 USD registration fees.

So it's done my friend !!!!

.0)

sam

sssman e ramne .

1. This email and any files transmitted with it are confidential. may be legally privileged and are for the sole use of the intended
recipient. Copyright in this email and any accompanying document created by us is owned by us. If you are not the intended
recipient of this email or any part of it piease immediately notify the sender by email and delete this email from your system You
should not use, copy or disclose to any other person the contents of this email or its attachments (if any)

2 We have taken every reasonable precaution to ensure that any attachment to this email has been swept for viruses, but we
cannot accept any liability for any loss or damage sustained as a result of viruses worms or any other electronic data threat and
would advise that you carry out your own checks before opening any attachment. Emails cannot be guaranteed to be secure or error
free as information may be intercepted, corrupted, lost, delayed or incomplete as a result of the transmission process. ViewSonic
Europe Limited and the sender do not accept liability for any errors or omissions in this email arising as a result of such
transmission

3. Please note that any opinions represented in this email are solely those of the author and do not necessanly represent those of
ViewSonic Europe Limited

4 ViewSonic Europe Limited, Riverside House, 2a Southwark Bridge Road, 7th Floor, London, SE1 9HA. United Kingdom, Tel. +44
(0) 207 921 2200, Fax: +44 (0) 207 921 2201, Registered No* 3131161 registered in England and Wales

b ' 2012/8/4(B)
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& "Lin You-Yi" <linyouyi@hotmail.com>
{1 845 01HE6H3H FF 1224

%g%: <frans_lin@evertec.asig>

FW: Puzhen answers

Subject: RE: Puzhen answers

Date: Tue, 21 Oct 2008 13:44:54 +0200

From: Samanta.Ng@ Viewsoniceurope.com

To: linyouyi@hotmail.com; webmaster@swisscarving.com

Helle Yin

As said 1o you it's always much better to speak with the CEOQ ! '0O) allis easier and faster So | can see
here a nice opportunity

It seems that Miss Song need pariners in Europe not just only distnbutors She needs also a strategy as
she visibly don't have any at the moment!

If | would be Miss Song | would stop to work with Pranarom and deiiver them directly because they are
not working on the good way for Puzhen's interest and the volume is maybe 500 units now but Puzhen
cannot expect to sell 4000 units per year with this company

On her place | think the strategy is clear she should or
1 Open a headquarter in Europe but this solution cost a lat !!!

2 or conhinue to distribute her products in Europe with distributor without having a control an her brand
and name and posifion on the market

So we can propose 2 middle way  We open 2 company in Swizerland named Puzhen Europe and we
work with Puzhen 1o build the European market in the middle way of a standard distributor and a realy
Puzhen headquarter

She must understand that European market is really particular as only 400 km around my home | have 4
country and 4 dealing manner and 4 business habits 3 different languages. European market is an old
and experenced market

There 1s 2 way 1o succeed 1% we cateh the price and we find a ot of distributors and we give them huge
marketing money OR you work country by country you put your attention on added values resellers and
you grow step by step a long term relationship with your customers

What does that mean build a strong relationship with our customers ?  win their trust ! it's really difficult
and it could take time 30 when you don't have marketing budge! you must have patience

I think this solution is interesting for all. Puzhen and you and me and we work closely together You must
explain to Mme Song that we are not standard distributor we don't have any warehouse at the moment
that's not our business. We are professional sales people which are helping foreign company to bulld their
European market We only choose 1 partner and we help them to build the market

She really should consider us as 2 partner and not a customer or we will ot succeed

She must also understand that we need flexibility on MOQ and price as she cannot give us marketing
budget to promote the brand. She must alsc understand that travelling in Europe cost a lot and at the
beginning we want only concentrate ourselve on Switzerland and France as both country are near our
company in Genava

She will also have to stop to deliver in other place in Europe (exepted UK) for the moment because it will
make concurrence. inta the whole European communily it's really really easy to sell from 1 country to
another

I need to have the full exclusivity on whole Eurcpe to make the situation clearer and avoir price

concurrence on the markel For pranarom | agree to give them 1 or 2 years exclusivity on the belgian
markel as we will not work very soon in belgium

b 2012/8/4(B)



bifi 2 1 (3£ 7 E{)(B) s
RESPONSE-22-5

For their customer Nature & decouvert in France they will have o stop delivering them directly and we will
make a drop shipment from china for this customer | agree to have only 3- 5 % margin on this deal as
Nature8decouverte is a retailer

From: Lin You-Yj [mailto linyouyi@hotmail.com]
Sent: mardi, 21 octobre 2008 09 57

To: Samanta-ViewSonic

Subject: Puzhen answers

Dear Sam,
How are you?

I had asked Puzhen for some questions. the lady, Mancy had talked to their CEQ. Miss Song for my
questions Following are they answers for yeur reference.

1 Puzhen is a new company Their strategy is to focus on business volume before year 2008 (The main goal
1 to sunvive | think) They will start to facus on branding in 2008. However, they still don't have any new and
specific strategy or plan to develop Puzhen brand in Europe

2 Puzhen thanks you to do some research for them(| Just mentioned a little bit to thern) Puzhen wants o
know what our plan is te build up their brand in Europe They are interested in what our promaotion,
sales/brand strategy channel deveiopments _ for Puzhen in Europe

They are eager to understand mare about our plan to cooperate with us in Europe

| think we may need to generate 2 complete plan for Puzhen to start from Swiss and France. then the whaole
Europe  Nevertheless, | still think waht we need Is still sufficient capital . if we don't have We will need
supports from Puzhen or the banks

Best regards
Frans

From: mancy@puzhen com

To linyouyi@hotmail com chenmike@hotmail com

CC ficy@puzhen com, Ids@puzhen com; puzhen-sylvia@puzhen com mancy@puzhen com
Subject Re Puzhen&Zi+ zBISEEn

Date Tue. 21 Oct 2008 11.33 03 +0800

Frans fR4F.
BAEREREY Purhen FRBLEERENNE S M8 CEO FNMEEUTHE S

Puzhen B —@RETNLE 200850 L#RAS 003 LiERRMERYRTANGRSPNSHE & i
BEATRLEETN RENRRRRHE

FHRLTRLRE T®Puzhen BERB TH-—T ROFMERHBRPuhen BT ERMNN GI0S # Ragn
b 2012/8/4(B)
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Mancy Leung (For Felicity Song)

Puzhen International Product Co Lid

Puzhen Life Ce Ltd

1708, Metropole Square, 2 On Yiu Street. Shatin, NT Hong Kong
Tel :(852) 2637 3301

Fax (B52) 2686 8100

mancy@puzhen com

—— Dnginal Message —-

From: Lin You-Yi

To: puzhen-sylvia

Cc: Felicity Song  Leander LI - mancy@puzhen com . Mike-Viewsanic
Sent: Monday. October 20 2008 1117 AM

Subject: Puzhen /5t L 1BdE L2

Sylviadyur,
el IPi st T AL o), B HH R 3P VL EZEN modeliiYUN model
i e R i ntAromasan www aromasan net | (01 L T ERanaromit: . Aromansan i

d, §3 LR7100, 1 ACH 28R L 3, | WIS Pranaromi i 246, 1f L BT
;"ll (R11] Lﬂ 4 =l= {'ﬂ l‘I "ﬁ' ‘-_'!_

F 1RaE -!F—'-Puznen"éi‘ﬂ 05 SN

il o fhAs, Pranarom jpar 303 'sh‘“ﬁ #i3, Pranarom.!

it HiGtePranarom if$Puzhendt tilino named brandd’) /A s s

2 *_4 Pranarnm” i wﬁ: = F:VIPuzhenifiaE ? FE( [(cPuzhend sils FiEHEM SIS0
: il frrelease % 5 1?7

3. LIF fra | R e WPuzhen A Aromasan [ Pranarom it CTHETR-Z? Wil Iig
Puzheniil -7 % 50 M Z R i

4 Puzhend i 7F u] sEEFrEElL LitdistnbutorSonis (3 882 Wl Sfis 55 rsr

Y E

Best regards.
Frans

RESPONSE-22-5

;h-'l TR s
EER LI,

Zen diffuser - {7id 5] # & = 400 M B £ UG [FaRY, hlTREL, t Srifimanner 1§l Ll vdiffuser
YUN diffuser : it it { o, {8 LT B Iees, i 30 &% 5 4 I8 Y 21 27 1 awork well, |4 5 4
T &R 2E

. ";HF’uzhen*--‘j L
"ﬁPuzhen narne- brandi' HisMsI S 45 5 B - onkne shep {1 '1‘£ {1fL Moy # Puzhen ¢

RS R TP 1o 2 T340 ? Work @s 2 brand or as a no named factory?

117 % & Ly ok h

Hilal &,
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Date Wed 15 Oct 2008 15 12:35 +0800
From puzhen-sylvia@puzhen com

To' linyouyi@hotmail com

CC fley@puzhen.com: lds@puzhen com
Subject Re RE Enquiry Reply-resend

Frans #RoF
ENLTER

1 EMEminimum order amountfyFREE ?
EY FENFEETFEAMOONES FHEFENEIIE UARS HEPZ-UAD3 PZ-UADS HIPZ-UADS
BIMOQE500PCS MACER S| MPZ-ACO1HPZ-ACO58YMOQ R 10000PCS & T DT

2 Payment Bprocedure &1i2

EfRTRSNGEAFREIERETTEEEUCATSIGHT — SEBUELE BNERRIUWHFE S ERE
ELEHENEE

3 Payment termB 7 Trade termB (% ABRBREMN)?

PAYMENT TERM — &2 T/T before the shipments( & RL/C AT SIGHT TRADE TERAFOB HONG KONG
4 Purchase price&{(E 7 MitemTH.B o XREREM)?

THEE BA~Z0EE AABHBN TR £8AHO FURER—PRNAE—NME BERILK
i

5 Delivery time& {3 ?

—HEWFESE EORIGINAL L/IC FE3540%

& Warranty® 4.2

—

7 ITBATAE £ ®SampleR User manual R H&?

—BRAT HNITLUEGRREESRENTGE CERNEEUR-ENEER EOREEFSEn AR

NEEHCHMEE MEX
BEST REGARDS.

SYLVIA

2008-10-15
puzhen-sylvia

E#H A - Lin You-Yi

EXriiE © 2008-10-15 1444 33
B# A . puzhen-sylvia

#iX . Felicity Song. Leander Li
X8 : RE Enquiry Reply-resend
Sylvia {R¥f,

EEREFEeECMSE 2D

BEBEminimum ordsr amountit iR MK 7

Payment Bprocedure Ba?

Paymentterm& @7 Trade termAfi(5 XEE B M)?
Purchase price & {f( & ol Witem 1 5. #w A BB EMN)?
Detivery time & ?

Warranty 2 47

STER 1 HE % BSample X User manual MS§?

B o=

-~ D n

b 2012/8/4(B)
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Best regards.
Frans Lin

Date' Tue, 14 Oct 2008 1707 01 +0800
From puzhen-sylvia@puzhen.com

To linyouyi@heotmail com

CC ficy@puzhen com, lds@puzhen com
Subject Re' RE: Enquiry Reply-resend

Hi Frans,
fF THERESZAR RIRINEXHOLANRERNEENE RETLUEH28F

FEXRTHNZENRES THRLERINMUDISTRIBUTOR  MTFETRADING COMPANY B
HEAFEITE LTARSFE=IIURE WPZ-UAD3, PZ-UADB, PZ-ACO1,
PZ-AC05 . ER&RILMHEATEESR .

WEHHSOEE FEHRsERE
Best regards.
Sylvia

Puzhen International Product Co Ltd

2008-10-14
puzhen-sylvia

RE#A : LinYou-Yi

EEnfE - 2008-10-14 1558 54
& A - puzhen-sylvia

#iX : Felicity Song; Leander Li; mancy
8 : RE Enquiry Reply-resend

Frem linyouyi@hotmail com

To puzhen-sylvia@puzhen com

CC ficy@puzhen com, lds@puzhen com, mancy@puzhen com
Subject: RE Enquiry Reply

Date Tue 7 Oct 2008 0944 48 +0800

Sylvia #r§F
C g bat s |
1TEALTSIECHEREENES ARRERLTIERENR EMECDE

AMEAENEREERRBN T HEEART hitp /www hola com cn/index do
FHERSEARELIAE AHOLEHERAS

PRMARELURTR ZRB T T ReV =B Btirading company, T &distrbutor RE S EREREESS
MNERER RIS HNEEMEN AL (www.puzhen.ch www puzhen fr) SR BFERB IBCEIE S HER

Bueslieyaius,
b 2012/8/4(B)
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Frans

Date Mon, & Oct 2008 14 1736 +0800

From: puzhen-sylvia@puzhen com

To' linyouyi@hotmail com

CC flcy@puzhen com Ids@puzhen com, mancy@puzhen com
Subject. Re. RE Enquiry Reply

Frans fRiF,

RMA L TEE

1 BITEEN-REE BABEERATAE,

RIREFGRRCELY BNEERSERTRAE tuEE TANS AEREEEMESREAE HE
RERSABNFENEEE RIFRTLERY

hitp /iwww puzhen com

2 ZEIEMIAXBEFTAKEE?
EEELFRMREH UM PZ-UADIVME BBRNARTHENSER AN

LERMREZER SMUER BE @HE
Sylvia CHANG
PUZHEN INTERNATIONAL PRODUCT CO LTD

Puzhen-sx!wa@guzhe‘n.cnm

86 755 8296 0392
86 755 B296 0935
hitp /'www puzhen com

2008-10-06
puzhen-sylvia

BH#A - Lin You-Y

ZXEIE - 2008-10-08 11234-31

B#A . Mancy

P3% : puzhen-syivia, Felicity Song, Leander Li
=M : RE Enquiry Reply

Mancy

At B

RS

1R B BRI BRBenBSEE &
2 B8 R BB min?

Best regards.

®

Frans Lin

Tel 886-2-82862866
Mobile 886-921-722635
SKYPE: fransiin{

MSN: linfrans@msn com
E-mail linyouvi@hotmail com

b 2012/8/4B)
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From: mancy@puzhen com

To linyouyi@hotmail com

CC puzhen-sylvia@puzhen com, ficy@puzhen com; Ids@puzhen.com
Subject Enguiry Reply

Date, Mon, 6 Oct 2008 11,20.07 +0800

B Oz
i EETE W BN, X

Pranarom Intarnational SA/NV
Tel 32 €8 264 360

Fax 3268 331 897

Contact Mr Pascal Debauche
Website: www.pranarom.net

T") BE M B

-
ar
o

i

Mancy Leung

Puzhen International Producl Co Lid

Puzhen Life Co Ltd

1709. Metropole Square, 2 On Yiu Street. Shatin. NT, Hong Kong
Tel * (852) 2637 3301

Fax (852) 2686 8100

mancy@ouzhen com

Invite your mall contacts to join your friends list with Windows Live Spaces. It's easy! Try it!

=xplore the seven wonders of the world Learn more!

I. This email and any files transmitted with it are confidential, may be legally privileged and are for the sole use of the intended recipient.
Zopynght in this email and any accompanying document created by us is owned by us. If you are not the intended recipient of this email
ar any part of it please immediately notify the sender by email and delete this email from your system. You should not use, copy or
disclose o any other person the contents of this email or its attachments (if any).

2. We have laken every reasonable precaution to ensure that any attachment to this email has been swept for viruses, but we cannot
accept any hability for any loss or damage sustained as a result of viruses worms or any other electronic data threat and would advise that
sou carry out your own checks before opening any attachment. Emails cannot be guaranteed to be secure or error free as infarmation
nay be intercepted, corrupted. lost, delayed or incomplete as a result of the transmission process. ViewSonic Europe Limited and the
sender do not accept liability for any errors or omissions in this email ansing as a result of such transmission

3 Please note that any opinions represented in this email are solely those of the author and do not necessarily represent those of
JiewSonic Europe Limited

4 ViewSonic Europe Limited. Riverside House, 2a Southwark Bridge Road. 7th Floor, London, SE1 9HA, United Kingdom. Tel +44 (0)
207 921 2200, Fax: +44 (0) 207 921 2201, Registered No' 3131161, registered in England and Wales

b 2012/8/4(B)
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Sam-ViewSonic #:

because the hsoting company is one of my friend
Sam-ViewSonic #t:

but to start something we need first a designer and a dress maker
Sam-ViewSonic #t:

i will give some idea to the designer
Sam-ViewSonic #t:

and the dress make will have to make the first sample
Sam-ViewSonic a5

and find a technical solution to keep the 2 legs stitching open
Sam-ViewSonic Ft:

than we need to contact the vendros to see what is the MOQ
Sam-ViewSonic #:

payment condition ect
Sam-ViewSonic #:

if this is ok
Sam-ViewSonic #t:

we will build the website and start the first production

RESPONSE-22-6

material are serge bi-strech 75% polyesterZZlig, 19 % viscoseZ5f2, 6 % elasthan

354



m

110

108

118

415

416

WC HYGIENE PAPIERE

WC PAPIER RECYCLING graulich
2-laoy 250 Coupons 53 64 Rollen

WC PAPIER RECYCLING SOFT welss
2-lapg 250 Coupons Sa 80 Rollen

WC PAPIER RECYCLING SOFT graulich
3-lagig 200 Coupons Sa 64 Rollen

WC PAPIER gepragt soft weiss
3 lagig 200 Coupons Sa 64 Rollen

WC PAPIER ZELLSTOFF SOFT TOP weiss
3-lagng 200 Coupons Sa 80 Rollen

WC PAPIER JUMBO RECYLING welss
2-lagigg 700m Sa 6 Rollen .

WC PAPIER TOP 4 ZELLSTOFF SUPER VLAUSCH

4-lagrg weiss 150 Coupons Sa 60 Rollen

PAPIER HANDTUCHER Interfold weiss
2lageg Zellswoff 3200 Srick

PAPIER HANDTUCHER INTERFOLD graulich
1-lapg Recychng 4224 Stuck

TORK PREMIUM Handtiicher ZickZack
C1 2550 Stuck hochwerss

PISSOIR-SCHMUTZFANGER INOXA/B/C/D
Stuck

PISSOIR SPULSTEINE 40gr CITRO
Kessel 80 Smack

PISSOIR SPULSTEINE 40gr CITRO
Dose 12 Sruck

AIR FRESH SYSTEM TORK
Atr Box + 3 Ds Awr Fresh

AIR FRESH SYSTEM TORK
12 Am Freeh Nachfulldosen

Zusdtzlich bis 15% Rabatt

RESPONSE-22-7

RESPONSE-22-7

Paletes
0.34 0.29
0.38 0.34
0.42 0.37
0.46 0.40
0.54 0.48
6.80 5.95
0.65 0.59
51.60  47.90
39.90 3590
69.00
49.00
188.00
31.00
169.00
159.00
Seite 01
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RESPONSE-22-7

KOSMETIKTUCHLEIN PUTZTUCHROLLEN

150 KOSMETIKTUCHLEIN FUNNY 40 0.98 0.85
100 Blat 2-lagg weiss Zellstofi

406 HYGIENEBEUTEL Papier 1000 46.00
Cr 1000 Stisck
11y |
i _#rf — — =7 153 KUCHENROLLEN FUNNY TOP 32R! 0.98 0.85
' e | ‘ i 3-lagg Zellstoff wens 32 Blan
s {

_—
< 155 PUTZTUCHROLLEN MIDI strong 6 Rl 6.90 6.10
1-lagig wenss Rolle 23cm x 320m
156  PUTZTUCHROLLEN MINI strong 12Rl 320 2.80
” 1-lagig weiss Rolle 20cm x 130m
KOPIERPAPIER
Vi
718 KOPIERPAPIER A4 B0gr/ m2 welss 2500 Blan 29,75 24,75
holafrel laser injekt fahig
== 720 KOPIERPAPIER A3 80gr/m2 welss 2500 Blan 84,75

helzfre: laser micks falug

TISCHSETS TELA

135 TISCHSETS  1-agig weiss Cr23005tk 12500
136 TISCHSETS  3-lagig weiss Cr2000 5tk 196,00
137 TISCHSETS  3-lagig rot Ce20005% 215,00
138 konigsblau

139 rosa

140 bordeaux

141 tannengriin

142 gelb

2usdtzlich bis 15% Rabatt Seite (2
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RESPONSE-22-7
SERVIETTEN weiss + farbig

Cy o/oo

111 PAPIERSERVIETTEN 33x33  llapg  wass 1/4 58.00 11.60
Ct 5000 Stk

112 PAPIERSERVIETTEN 33x33  llagpg waess 1/8 56.00 1120
1 5000 Sek

114 ZELLSTOFFSERVIETTEN 33x33  2lspig wess 1/8 26,0 2240
Cr 1200 Stk

120  ZELLSTOFFSERVIETTEN 33x33 2-agg rot  1/8 93.00 38.75
1 2400 Sk

121 ZELLSTOFFSERVIETTEN 33x33  2Jagg d'blan 1/R 93.00 38.75
Cr 2400 Sek

125 ZELLSTOFFSERVIETTEN 33x33 2. bordesux 1/8 93.00 38.75
Ct 2400 Stk

124 ZELLSTOFFSERVIETTEN 33x33  2-apypy pelb  1/8 93.00 38.75
Cr 2400 Stk

115  ZELLSTOFFSERVIETTEN 40x40 2lagip wess /8 37.00 3090
Cr 1200 Sek

117 ZELLSTOFFSERVIETTEN 40 x40  3-lamg  wess 1/8+1/4  38.90
Cr 1000 Stk

126 ZELLSTOFFSERVIETTEN 40 x40  3-lapig  ror 1/8+1/4 76.00
€1 1000 Stk

127 ZELLSTOFFSERVIETTEN  40x 40  3lagp  dBlau  1/8+1/4 76.00
C1 1000 Stk

128 ZELLSTOFFSERVIETTEN 40x40  3-agig  bordeaux 1/8=1/4 76.00
1 1000 Stk

13 ZELLSTOFFSERVIETTEN 40 x40 3lagig  alwosa  I/8+1/4  76.00

Cr 1000 Seke

131 ZELLSTOFFSERVIETTEN  40x40  3-agig  jagegrun 1/8=1/4 76,00
Cr 1000 Stk

135 ZELLSTOFFSERVIETTEN  40x40  3lagip  gelb 1/8+1/4  76.00
Ct 1000 Stk

134+ ZELLSTOFFSERVIETTEN 40 x 40 3-lagip  champagnel/B+1/4 76.00
Cr 1000 Seke

Seite (013

zusatzlich bis 15% Rabatt



DUNI PRODUKTE

DUNILIN SERVIETTEN
145 welss

Jagergriin
champagne
apricot
gelb
DUNICEL NAPPERONS
147 weiss

RESPONSE-22-7

RESPONSE-22-7

40x40 1/4 Cio00 Sk 191.00
Ci600 5k 211,00
25mx1.25m Ct2x25m 13500
C12x2%5m 144,00

84x84cm
C1 100 Stk 178.00
Webkante 30 x40 cm 138.00
1500 Stk 147.00
€t 100 Stk 44.50
Seite 04
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RESPONSE-22-7
PLATTEN + SPITZENPAPIERE

TASSENDECKEL! 90mm rund weiss 1-lagig 45.00
Pa 6 x 1000 Srick
GLASUNTERSETZER 7-lagig 90mm rund “"Wallis" 65.00
1500 Srick
TELLERDECKELI 55 gr/m2 15 x 15 weliss 9.50
500 Stiick
TELLERDECKELI STRAHLEN 15X 15rot 9.90
Pa 1000 Stuck
15 x 15 blau
15x 15 griin
15 x 15 braun
15 x 15 bordeaux
] 10
PLATTENPAPIER Kroko 12 cm rund 8.50 8.00
Pa 300 Stuck Ci10Pa
16 cm rund 10.50 9.90
20 cm rund 12,80 12.10
24 em rund 16.80 15,95
28 cm rund 21.00 19.95
30 cm rund 24,50 23.30
PLATTENPAPIER Kroko 14/21 oval 10.50 9.90
Pa 500 Stack €110 Pa
18/27 oval 13.50 12,90
21/32 oval 16.90 16.20
213 23/35aval 22.00 20.90
214 26/38 oval 24,00 22.80
270 SPITZENPAPIER weiss 10 cm rund 22.00
Pa 1000 Stick  Ct 2000
F23} 12 em rund 24,00
222 16 cm rund 29.00
223 20 cm rund 39.00
224 24 em rund 45.00
225 32 cm rund 62.00
2usdlzlich bis 15% Rabatt
Seie 07
5
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FHEA: "Lin You-Yi" <linvouyi @hotmail.com>
Hit: 00H5H30H T 05:04

WifFE:  <frans_lin@evertec.asia>

*H: FW: Sunnvtech

From: samanta.ng@swisscarving.com
To: linyouyi@hotmail.com

Subject: FW: Sunnytech

Date: Fri, 7 Nov 2008 07:14:58 +0100

From: Samanta Ng

Sent: vendredi, 7. novembre 2008 07:10
To: 'Frans Lin'

Subject: Sunnytech

Question you have to ask

1 How will Mr Su do to add a wood body to the Spoutnik diffuser? | technically want to know
HOW ?

2. Isitpossible to have the ultrasonic part in only 1 piece ? Level control + Fog maker in only 1
piece ?

3. Would it not be more simple to just copy the puzhen concept ? | mean build an internal part
( like part 1 into my picture PINK ) and just change the design (part2 GREEN ) 2??

“Ng Samanta
Sales Manager Switzerland
ViewSoriic Technis WGy {mibiH

Hanns-Martin-Schieyer-Str. 18a

‘4."’"_-‘?.". Widkich ;:u'l!'l.{?-';',‘

Switzeriand office : +41 79 616 23 73

Tel: +49 (0)2154 91

88 0

Fax, +39 (0)}215% 91 88 1

samanta. ng@viewsoniceurcpe.com

ViewSonic agd

See this efifferonce -

b ' 2012/8/4(B)
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FEHE:  "Lin You-Yi" <linyouvi@hotmail.com>
H G 01HESH30H FF 05:06

Wt <frans_lin@evertec.asia>

FE: FW: ISAGI CONTACT

Subject: ISAGI CONTACT

Date: Tue, 4 Nov 2008 05:00:04 +0100
From: Samanta.Ng@Viewsoniceurope.com
To: linyouyi@hotmail.com

Hello my friend,

Please ask |Sagi :

how many ml water can we put into the diffuser

how many hours can the diffuser diffuse.

how many design are they proposing ?

are their products rohs compliant and CE certification?
what are the MOQ and price.

H

s W e

Need to know if this is a big company or a small company
_Thanks

sam

1. This email and any files transmitted with it are confidential, may be legally privileged and are for the sole use of the intended
recipient. Copyright in this email and any accompanying document created by us is owned by us. If you are not the intended
recipient of this email or any part of it please immediately notify the sender by email and delete this email from your system. You
should not use. copy or disciose to any other person the contents of this email or its aftachments (if any)

2. We have taken every reasonable precaution to ensure that any attachment to this email has been swept for viruses. but we
cannot accept any liabiiity for any loss or damage sustained as a result of viruses worms or any other electronic data threat and
would advise that you carry out your own checks before opening any attachment. Emails cannot be guaranteed to be secure or error
free as information may be intercepted, corrupted, lost, delayed or incomplete as a result of the transmission process. ViewSonic
Europe Limited and the sender do not accept liabiiity for any errors or omissions in this email arising as a result of such
transmission

3. Please note that any opinions represented in this email are solely those of the author and do not necessarily represent those of
ViewSonic Europe Limited

4 ViewSonic Europe Limited. Riverside House, Za Southwark Bridge Road, 7th Floor, London, SE1 SHA, United Kingdom, Tel: +44
(0) 207 821 2200. Fax: +44 (0) 207 921 2201, Registered No: 3131161, registered in England and Wales

b ' 2012/8/4(B)
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