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roll with the changes
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China is the new focus for Rolls-Royce, where an upsurge in
millionaires should prove a fertile marketplace for its new models
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Q01IENEBREREE—FE ONE OF THE OUTSTANDING MOMENTS of Rolls-Royce
L2 EREREMIARRREIER } boss Torsten Miiller-Otvés’ career came last year in
c RHEBBETEINPRMNZE Beijing when a lone customer sauntered through the crowd
SHERIZRE A » SHBE@EMHR  to the car manufacturer's stand and coolly laid down his
AORZHBEKRNY S IEREIE  suitcase. “Millions of renminbi,” the customer declared,
R -BC(EME) 2011FEM#% beckoning to the hard currency stacked high inside the
it FEEBRIBINSMNEEES - bag. “Amazing! He just bought a Phantom!” Miiller-Otvis
1% /7\75/\\35 ° exclaims, as if even he still hasn't fully come to terms with

BHEFTEFEAEPBEAIEE  the lengths to which some customers will go to get behind
WRE600% » DHBEE * BX  the wheel of that prized marque.
BEAREBIANEZEMNE_RTN After a healthy reception in Beijing, the Rolls-Royce
% o Miiller-OtvosTE#H20114E/A  CEO claims that 2011's Shanghai exhibition provided further

proof for luxury car makers that their future is in China.
And figures just in would appear to back up this view; sales
of luxury cars have skyrocketed, reflecting the explosion

of wealth in the world's most populous country, which is
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Rolls-Royce saw its
China sales rise by
600% last year
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now home to 115 hillionaires according to Forbes magazine’s
2011 list — second only to the United States.

Rolls-Royce saw its China sales rise by 600% last year,
and Miiller-Otvés said he expects to see
solid double-digit growth in 2011. China
passed Britain last year as the company’s

second biggest market after the United

States. China’s luxury-car sales are expected to
rise to more than 909,900 units this year, up from
about 727,200 last year, according to forecasts by
IHS Automotive. But that figure could rise to 1.6
million in 2015.

The manufacturer has come a long way since
financial difficulties forced the brand's 1998 sale to
BMW — along with the “Spirit of Ecstasy” emblem that
adorns the hoods of Rolls-Royce cars — for a paltry
US$65 million. Infused with German fortitude,

the spirit of this beloved British icon has risen
again, newly appreciated by rock stars, royalty and
nouveaux riches the world over who lust after its
famous hand-tooled leather and walnut.
The 50-year old Miiller-Otvés, who joined
the company as chief executive in January last year,
defines his main challenge at Rolls-Royce thus: “Regaining
the quality standards that had slipped in the 1980s, and
restoring customer confidence in the brand.” But he points
out that Rolls-Royce occupies an unusual position in the
marketplace, whereby the main competition for his cars is
just as likely to be another major acquisition — a business
jet, helicopter, jewellery or a villa in the South of France
— as it is a rival car manufacturer. “It is very much about
spending your money to reward yourself for what you have
achieved in life. It is a symbol of success,” he emphasises.
When Miiller-Otvs revealed the new Ghost, the stage
was swamped by Rolls-Royce aficionados. Using connections
to enter the show on the media preview day — the first time
the firm has premiered a new model in Asia — punters put
down cash in advance for two Rolls-Royce Phantoms, which
start at CNY9m (US$1.3m) and four of the new Ghosts,
starting at CNY5.1m (US$785,500).

The price tags included China’'s punitive 145% tax
on imported luxury cars. “Normally, this does not happen.
Not on the first press day,” Miiller-Otvés adds. However,
for enthusiasts it was a rare opportunity, as Rolls is only
building the long-wheelbase Ghost to order and production
hasn't even started yet; the first units are expected to leave
the production line, at the earliest, at the end of 2011.

Shanghai’s success is testament to the growing pool
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of self-made millionaires in Asia who are on a mission to

splash out their newfound wealth on high-status purchases.
The number of individuals in China worth at least CNY10m
(US$1.5m) rose by 9.7% in the past year to 960,000,
according to a report published last week by Shanghai-based
wealth-tracking magazine Hurun Report, and Rolls believes
this trend is likely to continue. “There’s still a lot of growth
potential,” Miiller-Otvos smiles. “There are still a lot of new
millionaires to come into the market.”
Despite Rolls-Royce's strong image, however, the

German does not believe that the car sells itself. “You always
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need to sell even precious high-end goods. Because selling
is not pushing cars; rather, you invite customers. You give
them guidance on how to ‘spec’ a car, and that is the sales
business in its true sense,” he says. “With a Rolls-Royce,
you can select from a range of 40,000 colours, and trims
in the interior — whatever leather you would like to have,
drinks cabinets, refrigerators. For that reason you need an
excellent sales person who can advise you, [so that] in the
end the car you specify is your personal car that you are
absolutely happy with.”

Recent sales figures suggest that Chinese customers
rate Rolls-Royce as a prestigious brand, in any case, as more
Centenary Collection special-edition cars were shifted there
than in any other market in the world. Its dealers in Beijing
and Shanghai topped global showroom sales.

As for Rolls-Royce’s electricity-powered concept car, built
at the company's British HQ in Goodwood, West Sussex and
dubbed the 102EX Phantom Experimental Electric, Miiller-
Otvos says he “must be convinced that any alternative drive-
train we choose for the future delivers an authentic Rolls-
Royce experience”.

There are no official plans to build an electric vehicle,
but Miiller-Otvés says he wants to gather the reactions
and opinions of owners, thought leaders, enthusiasts and
members of the public to see what the world thinks of
an electric Phantom. “Is it something that fits, or is it a
compromise — electric and Rolls-Royce, or electric and
luxury?” he speculates. “That is exactly what we must find
out. We need to continue to deliver the true R-R experience

in terms of comfort and driving.” M
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cars, rather, you invite
customers




