
1

TMaG  since 10/2002

Freelance Now TV Golf Channel Commentator

Golf Travel Freelance Writer for MRRM 
Magazine

Freelance Writer for ESPN Starsports (1997-
2004)

TVB Sports Reporter 1997-2000

Who is the Presenter

Kenneth Lau

劉家樂
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Formation of adidas Group Region Asia

RJapaHK + Reg Off

RInd

aAust

aNZ

aInd, Tai

aJap

aChi

adidas/Reebo
k integration

RHK

RChi, HK

TMaG Japan

TMaG Korea

Regional 
Office

aKor
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Korea

Taiwan

Hong Kong

Philippines

Australia New Zealand

Indonesia

Thailand

Malaysia

Singapore

Equator

India

China

6,400 
miles

5,400  miles

Winter

Summer GMT+5 GMT+12

Vietnam

Region Asia Pacific - Diversity

• 13 Countries / 4 Areas

• Large Geographical Area

• Diverse Population

• Differing Maturity Levels

• Varied 
Political/Regulatory 
Environment
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Region Asia Pacific – Key Statistics

Korea GCA SEA Pacific

Total Population 48,000,000 1,330,000,000 420,000,000 23,800,000

Golf Population 4,000,000 1,927,000 1,070,000 1,516,300

- Frequent Golfers 25% 40% 50% 35%

- Men 70% 85% 80% 75%

- Women 30% 8% 15% 20%

- Youth - 7% 5% 5%

- Dev. Trend Moderate Rapid Increasing Flat / Decline

Golf Courses 263 512 643 1,900

Driving Ranges 1,679 368 424 69

Rounds Per Year 25 20 20 25

- Trend Moderate Increasing Increasing Decline
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Major Golf Brands competing for the Asian 

Consumer…
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Key marketing campaigns

china_golf_logo

TaylorMade-adidas Golf Partners With the China Golf Association

Supply China’s national team 
with golf equipment and apparel
and become the official brands 
of the national side for 3 years

Support a number of talented
young Chinese players and junior

development programs
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Key marketing campaigns

Dominance in Equipment Count in Tour

# 1 Driver Count in Asian Tour

# 1 Fairway Wood Count in Asian Tour

# 1  Irons Count in Asian Tour
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Why do we need to sponsor?

What do we look for in the 

sponsorship?

How can we leverage the 
sponsorship? 

Objective for Marketing Campaign
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1.Increase Brand awareness  (New Brand)
2.Product awareness (Product Launch 

Campaign)
3.Direct Sales (on site booth or 

merchandise)
4.CSR / Charity (First Tee)
5.Enhance and Create special experience 

to Key customers and consumers (Pro-
am)

6.Player Activation (Golf Clinic)
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Case Study:  

Royal Trophy Cup
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Pro-am Challenge 

Golf Clinic
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Bring Top-Class Player into Asia

A consumer event  held in Shanghai  

after HSBC Open 

Selected consumers  from Korea, 

China, 

Hong Kong, Taiwan, Singapore, 

Indonesia 

and Philippines played with Sergio 
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What is the key takeaways?

Identify and understand the behaviors of football audience

Understand the impact of various and new communication channels  

Investigate the added value created for brands by football advertising 

It must be a Total Package.
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Q&A
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TERIMA KASIH
谢谢谢谢谢谢谢谢

多謝多謝多謝多謝

감사합니다감사합니다감사합니다감사합니다
Kia Ora

ขอบคุณครับ
ขอบคุณคะ

Baie 

Dankie

Siyabonga

Thank You
DHANNYA VAAD 


