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Hong Kong Science Park Enabling 
Growth and Innovation  

Phase 1 + 2 
(Current) 

 
346 Companies 

 
~8150 People 

- R&D: 5,000 
-  Supporting staff: 2,400  

 
Estimated 2010 

Annual Turnover 
HK$82 billion 




 

Phase 1 + 2 + 3 

(Projected) 
 

460 Companies 
 

15,000 People 



Incuba(on	
  Programmes	
  
@HKSTPC	
  

§ 2-year Incu-Design programme 

§ 3-year Incu-Tech programme 

§ 4-year Incu-Bio programme 

Incuba(on	
  Programme	
  Sta(s(cs	
  
(as	
  at	
  30	
  Jun	
  2011)	
  

217

114

207

468

127

222

283

0 50 100 150 200 250 300 350 400 450 500

No. of awards

No. of Angel / Venture Capital cases
(over HK$400,000)

No. of Gov't funding cases

No. of IP filed

No. of incubatees currently in
programme

No. of incubatees still in business

No. of incubatees graduated
Survival Rate: 

78% 
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Crossing	
  THE	
  Valley	
  of	
  Death	
  

[wikipedia] 
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INCU-TECH SME          TENANT 

ORANIZATION 
GROWTH 

FUND  

RAISING 

Technical Training 

University Consulting 

               Patent Search / Filing* 
TECHNOLOGY 

Talent Pool Platform / University Career Day 

Management Skills Training 

Mentorship  

Angel Platform  

Venture Capital Platform * 

Product launch / Exhibition / Media Coverage 

*New program in planning stage 

First@SP  Program 

Web-based Knowledge database* 

BUSINESS 
DEVELOPMENT 

Business Center Services 

Value Added Services 

B
U

SI
N

ES
S 

 S
U

C
C

 E
SS

 

ObservaBons	
  of	
  some	
  
successful	
  ventures	
  

•  Start	
  with	
  a	
  big	
  vision	
  
•  Compete	
  with	
  a	
  differen(ated	
  solu(on	
  
•  Passion	
  
•  Willingness	
  to	
  compromise	
  and	
  profit	
  share	
  
with	
  key	
  stake	
  holders	
  

•  Build	
  a	
  strong	
  and	
  balanced	
  organiza(on	
  

Start	
  with	
  a	
  big	
  vision

•  Posi(oning	
  determines	
  the	
  future	
  of	
  the	
  
company	
  (market	
  size,	
  profit	
  poten(al,	
  fund	
  
raising,	
  aKrac(on	
  of	
  talents,	
  etc)	
  

•  Compare	
  Visions	
  of	
  the	
  following	
  two	
  
companies	
  
– Company	
  A:	
  be	
  the	
  dominant	
  portal	
  in	
  HK	
  for	
  
Chinese	
  medical	
  doctors	
  

– Company	
  B:	
  be	
  the	
  dominant	
  service	
  provider	
  in	
  
cloud	
  compu(ng	
  world	
  wide	
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DifferenBated	
  SoluBon

•  Know	
  your	
  market;	
  know	
  your	
  customers;	
  know	
  your	
  

compe((on	
  
•  Offer	
  a	
  pain	
  killer;	
  not	
  a	
  pain	
  reliever	
  
•  Me	
  too	
  solu(on	
  will	
  not	
  last	
  
•  Compete	
  on	
  cost	
  will	
  lose	
  to	
  someone	
  who	
  can	
  sell	
  even	
  

cheaper	
  
•  Most	
  valuable	
  asset	
  of	
  the	
  company	
  

–  Patents	
  
–  Technologists	
  
–  Brands	
  and	
  reputa(on	
  

Passion

•  Business	
  plan	
  never	
  works	
  out	
  the	
  way	
  it	
  was	
  laid	
  down	
  

in	
  the	
  early	
  stage.	
  Expect	
  Unexpected!	
  
•  Relentless	
  review	
  of	
  business	
  environment	
  and	
  

compe((ons	
  are	
  essen(al	
  to	
  keep	
  the	
  company	
  moving.	
  
If	
  you	
  don’t	
  take	
  control	
  of	
  your	
  own	
  des(ny,	
  your	
  
compe(tor	
  will!	
  

•  Everyone	
  is	
  looking	
  upon	
  you	
  to	
  lead.	
  There	
  is	
  no	
  one	
  
else	
  to	
  fall	
  back	
  to.	
  

•  Angels	
  and	
  VCs	
  are	
  heavily	
  evalua(ng	
  their	
  investments	
  
based	
  on	
  passion	
  

Willingness	
  to	
  compromise

•  Partnership	
  is	
  not	
  easy	
  to	
  maintain	
  
•  Each	
  founder	
  should	
  take	
  on	
  one	
  core	
  responsibility	
  and	
  be	
  

ready	
  to	
  find	
  beKer	
  replacement	
  when	
  something	
  is	
  not	
  
working	
  out	
  
–  eg.	
  As	
  company	
  grow,	
  you	
  may	
  need	
  a	
  professional	
  CEO	
  

•  Don’t	
  compromise	
  on	
  
–  Company	
  vision	
  
–  Passion	
  to	
  succeed	
  

•  Do	
  compromise	
  on	
  
–  How	
  to	
  do	
  things	
  (many	
  roads	
  lead	
  you	
  to	
  Rome)	
  

	
  

Build	
  a	
  strong	
  and	
  balanced	
  
organizaBon

•  As	
  product	
  is	
  developed,	
  new	
  func(ons	
  will	
  be	
  
added:	
  produc(on,	
  marke(ng,	
  sales,	
  finance	
  

•  Being	
  a	
  start	
  up	
  company,	
  recrui(ng	
  and	
  
retaining	
  talent	
  are	
  more	
  difficult	
  
– Sharing	
  of	
  company	
  vision	
  
– Profit	
  sharing	
  with	
  key	
  employees	
  (stock	
  op(ons)	
  
– More	
  responsibili(es	
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Thank you 


