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The Deloitte Technology Fast 500 
Asia Pacific CEO Survey 2005 
provides insight into the issues 
and opportunities CEOs expect 
will drive the industry forward in 
2006.
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Introduction
The Deloitte Technology Fast 500 Asia Pacific 2005 CEO Survey aims to 

understand the business challenges, concerns, critical success factors, 

macro-economic trends and areas for future opportunity faced by 

ambitious technology businesses throughout Asia Pacific. In addition, 

the feedback on personal challenges faced by CEOs provides key insight 

into how Deloitte TMT leaders operate. 

The picture provided by the survey is encouraging. Confidence among 

Asia Pacific CEOs this year has reached new heights. Finding, developing 

and inspiring top-level employees has superceded concerns such as 

timing to market and portfolio development. There are still concerns 

over competition from emerging markets such as China and India, and 

expansion is still being driven primarily by sales within the Asia Pacific 

region, rather than globally. 

Internet-driven revenue is now a fact of life and together with the 

Wireless communication sector is seen as offering the highest growth 

potential in this and coming years. 

The overwhelming message of the survey is one of increased stability 

and the revenue growth rates of these businesses are still exceptional.

About the survey
The Deloitte Technology Fast 500 Asia Pacific ranking lists the 500 

public and private Technology, Media and Telecommunications (TMT) 

companies based in Asia Pacific, that have achieved the fastest rates 

of annual revenue growth during the past three years, calculated from 

revenues provided by participating companies and public company 

research.

Each year since 2001, Deloitte Touche Tohmatsu and the Technology, 

Media and Telecommunications (TMT) practices of its member firms 

have conducted a survey of the CEOs of these top ranked companies. 

The Deloitte Technology Fast 500 program is sponsored by DTT and the 

TMT practices of it’s member firms. This survey is in its fourth year and 

takes its responses from 248 Deloitte Technology Fast 500 CEOs in Asia 

Pacific and was undertaken in the 4th quarter of 2005.
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 Number of CEOs that responded to the survey, by location

Korea 12.5%

Japan 17.2%

Taiwan 16.7%

Thailand 0.8%

China 17.8%

India 12.1%

Malaysia 9.3%

Singapore 2.4%

Australia 9.3%

New Zealand 2%



Keep the copycats at bay
It is clear that copyright protection is high on the agenda of today’s 

CEOs, particularly in Asia Pacifi c. Almost 60 percent surveyed are 

addressing the problem up front, by building protection into the product 

range. Training staff on measures to address the issue is also a popular 

option selected by 55 percent of CEOs surveyed. The implementation 

of more extreme measures is also growing, such as hiring third-party 

specialists to advise on intellectual property protection (33 percent) 

and restricting distribution of product to markets that have a strong 

reputation for protection of intellectual property (16 percent).

The human resources dilemma
The necessity for high quality employees is a pertinent one and 

remains as the priority operational challenge, at 35 percent. The 

top four factors: the need for quality employees; keeping up with 

rapid market change; a strong sales and marketing strategy and 

keeping up with new technology, remain in the same order with 

almost the same percent response as in 2004. The shift in priority 

from sales strategy to team building is refl ected worldwide.

Staffi ng excellence
High quality employees are the leading reason for the growth 

of technology companies in 2005, moving from 11 percent to 48 

percent from 2004.

Similar to 2004, a sound business strategy and strong leadership 

remain key success factors in the growth of technology 

companies. In sixth place, proprietary technology is clearly a 

growing area of consideration as more CEOs are concerned about 

this area of their business than in 2004 (28 percent versus 

17 percent).

1 Get the balance right
Critical success factors and challenges for 
fast growing technology companies

High quality employees

Sound business                 
                         strategy

Strong leadership

Right timing in the 
marketplace

Exceptional or unique 
product(s)                         

Proprietary technology

 Availability of investment 
capital & support from 

fi nancial institutions

Internationalization of 
markets and resources

Strength of home market

 
Acquisitions

Being well-advised

Other

 Which factors have contributed most to the growth of your  
 company?

 47.6%

  46.8%

  46%

  40.7%

  28.2%

  28.2%

  10.5%

  10.1%

  8.5%

  6%

 2.8%

 2.8%

0%  10%  20% 30% 40%  50%

Finding, hiring & retaining 
qualifi ed employees

Keeping up with rapid 
market change 

Developing a strong sales 
and marketing strategy

Facing competitive 
pressure to keep up with 

new technology

Managing cash fl ow

Building a corporate 
infrastructure, integrating 

internal systems

Maintaining a consistent 
corporate culture

Developing a strong 
distribution channel

Dealing with 
regulatory issues

Collaborating with suppliers 
and business partners

Other

Managing security

 What is your biggest operational challenge in   
 managing your company’s rapid growth?

 35.2%

  17.8%

 16.2%

 7.3%

 4.9%

 4%

  4%

  3.2%

  2.8%

 2%

 2%

 0.4%
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Casting the sales net further
Feeling the pressure to sustain growth and performance, growing sales 

is the dominant fi nancial challenge of 2005, gaining nearly 10 percent 

from 2004. Managing cash fl ow continues to be high priority and 

increases slightly to 23 percent, indicating the ongoing need to improve 

management of fi nances and funding issues.
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 What are your biggest fi nancial challenges?

Growing sales

Managing cash fl ow

Optimizing fi nancial 
structure

Raising capital

Reducing Debt

Other

Comliance

 51.8%

 22.7%

 12.6%

 4%

 3.6%

 2.8%

   2.4%

0%   10%  20%  30%  40%  50%      60%
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 How important are Internet Protocol (IP) based 
 applications to your company’s strategic plans? 

Extremely important (>50% of business transactions use IP based apps) (35.6%)

Very important (30-50% of business transactions) (23.5%)

Reasonably important (20-29% of business transactions) (19%)

Somewhat important (10-19% of business transactions) (13.4%)

Not very important (<than 10% of business transactions) (8.5%)

Embracing the Internet
IP-based applications have had their best year yet in 2005. Use of the 

Internet continues to be vital. 60 percent of respondents are conducting 

more than 30 percent of their business transactions via IP-based 

applications. The cost reduction and greater functionality of IP-based 

applications will likely see the sector continue its growth, as more 

companies choose this form of trade.

As a data communication channel with clients (61.5%)

To connect geographically dispersed employees (54.7%)

As a sales and distribution channel (48.2%)

To deliver customer support and exploit CRM (47.8%)

For voice communications (35.6%)

For reporting and regulatory compliance (30.4%)

For research collaboration (27.5%)

For supply chain collaboration (18.6%)

As part of off-shoring (15.8%)

Other (5.7%)

 How is your company using IP-based applications?

The increasing role of the Internet
IP-based applications are clearly the lifeblood of fast growing technology 

businesses and its usage extends across a host of business areas, but its 

primary use, as a data communication channel with clients, is up nearly 

40 percent over 2004. The need to connect geographically dispersed 

employees has seen a rise in importance from 16 percent in 2004 to 

55 percent amongst responding companies this year. 48 percent 

of CEOs surveyed use the Internet as a sales and distribution 

channel - doubling from 2004. A relatively new area of usage, voice 

communications, enters the arena at 36 percent. 

 What methods is your company using to protect 
 intellectual property?

Building in intellectual property 
protection to minimize theft 

Training staff on necessary 
measures to reduce intellectual 

property theft 

Hiring third-party specialists to 
advise on intellectual property 

protection

Restricting distribution of product 
to markets that have a strong 

reputation for protection of 
intellectual property

Other 

 58.7%

 54.7%

 33.2%

 16.2%

 6.1%

0%  10%  20%  30%  40%  50%   60%
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“CEO confidence in 
sustained growth has 
reached an all time high.”

People investment
CEOs list training and education as the best way to stimulate 

growth in the sector and this requirement for training and 

education clearly relates to CEOs concerns for finding sufficiently 

trained staff. Improved corporate governance (15 percent) and 

lower corporate and individual taxes (13 percent) are also popular 

choices.

Very confident (47.9%)

Extremely confident (42.1%)

Somewhat confident (9.6%)

Pessimistic (0.4%)

 How confident are you that your company will sustain its  
 high level of growth over the next 12 months? 

The rise of the superpowers
It’s not surprising that increased competition from emerging 

powers like China and India remains a primary threat for CEOs 

surveyed, but concern has declined from 30 percent to 22 percent 

in 2005. Few countries can compete with China and India in terms 

of price and quality, for mainstream technology products and 

services. Concern over limited access to capital is increasing - a 

close second as inhibitor to company growth at 17 percent. 

Increased competition from 
emerging powers like India 

and China

Limited access to capital

Excessive government 
regulation

Geopolitical instability in 
parts of the world

National or global terrorism

Other

Insufficient government 
oversight

Deflationary pressures

Corporate scandals

Rising interest rates

 What is the biggest threat to growth in the technology  
 sector in the next 12 months?

 21.7%

 17.1%

 15.4%

 14.2%

 7.9%

 7.5%

 5.8%

 4.6%

 3.3%

 2.5%

0%   5%  10%  15%  20%  25%

 What would you prescribe to stimulate growth in the  
 technology sector in the next 12 months?

Training and education

Improved corporate 
governance

Lower corporate and 
individual taxes

Aggressive investment 
in national security 

infrastructure

Reduced trade barriers

Widespread use of 
off-shored labor

Other

Lower interest rates

Greater IP protection

0%  5%  10%  15%  20%      25%  30% 

 28.3%

 15.4%

 12.9%

 12.5%

 8.8%

 7.1%

 5.8%

 5%

 4.2%

The big picture: Macro-economic trends
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2 Gaining the lead

Powerfully positive
CEO confidence in sustained growth has reached an all time 

high. A remarkable 90 percent of responding CEOs are either 

very confident or extremely confident of sustaining their current 

growth. This represents a rise of four percent on last year and is 

16 percent higher than North America and 8 percent higher than  

EMEA.
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Organic growth

Acquiring a 
company

Initial public 
offering

Merger with 
strategic partner

Other

Being acquired

 What do you consider the most likely scenario for your  
 company within the next 12 months?

0%  10%  20%  30%  40%  50%  60% 

 51%

 19.7%

 18.8%

 5.9%

 2.9%

 1.7%

Home base
Organic company growth is by far the most likely scenario moving 

forward, selected by 51 percent of CEOs, mirrored in EMEA by 

some 70 percent of CEOs. However, acquiring a company 

(20 percent) and initial public offering (19 percent) are not far off 

the radar of CEOs seeking rapid growth.



 How much have strategic alliances or partnerships   
 contributed to your revenue growth?

1-25%

26-50%

We do not have any 
strategic alliances or 

partnerships

51-100%

No effect

0%  5%  10%  15%  20%  25%  30%   35%   40%

 39.6%

 30.8%

 14.2%

 11.2%

 4.2%

1-25%

26-50%

51-100%

101-200%

>200%

No change

None, it will decline

How much will your workforce grow in the next 12 months?

0%  10%  20%  30%  40%  50%

 47.1%

 26.7%

 13.3%

 4.6%

 2.1%

 5.4%

 0.8%

The winning formula
Technology Fast 500 Asia Pacific CEO Survey 2005

Staying power
In a year in which human resources are top-of-mind, Asia Pacific 

CEOs are very clear on the top three methods of attracting and 

retaining employees: stock options lead the list with 73 percent 

of CEOs citing this practice. 60 percent support training and 

development programs to grow management in leadership 

and 57 percent list career growth plans as key to employee 

satisfaction. Only 29 percent of Asia Pacific CEOs (versus a 

significant 62 percent in EMEA) are using flexible working hours 

as a successful means to retain quality staff.

Interest/participation 
program for its people 

(stock options)

Training and development 
programs that strengthen 

senior management’s 
leadership capabilities

Implemetation of career 
growth plans

Flexible working hours

Other

Additional vacation days

 Which methods are used by your company to attract and  
 retain talented employees?

0%  5%  10%  15%  20%  25%  30%    35%   40%

 72.5%

 60%

 56.7%

 28.8%

 11.2%

 8.3%

Growing the home market
Asia Pacific businesses are focusing on the home market as 

their best growth opportunity for the near future and this has 

increased from 2004 by 14 percent. The North American and 

EMEA markets are less attractive to Asia Pacific CEOs and are 

showing a decline from 2004.

Asia Pacific (69.6%)

North Amercia (16.7%)

Europe, Middle East and Africa (11.7%)

South America (2.1%)

 Which of the following geographic markets represent 
 the best opportunity for significant growth for your   
 company over the next five years?

Human capital
The sector remains incredibly positive on the need to grow their 

workforce in 2006: 94 percent of businesses who responded to the 

survey will grow their headcount during 2006. 27 percent of the 

nominated companies responding to the survey anticipate growth 

in their workforce of between 26 and 50 percent and 47 percent 

foresee growth in headcount by between one and 25 percent.

From single to relay
More than 30 percent of responding CEOs attribute over 

25 percent of revenue growth to strong alliances or partnerships. 

40 percent feel partnerships have contributed to between one 

and 25 percent of company growth.

7

The winning formula
Technology Fast 500 Asia Pacific CEO Survey 2005

 8

“Only 29 percent of Asia Pacific 
CEOs (versus a significant 62 percent 
in EMEA) are using flexible working 
hours as a successful means to retain 
quality staff.”
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Here to stay
Wireless leads the race as the segment providing the most growth in the 

next one to three years. The Life Sciences sector pips the Internet at the 

post in the one to three year period as a segment with great potential 

for growth (18 percent versus 16 percent respectively).

The wireless way
The two leading industry sectors highlighted as offering greatest growth 

potential in the next 12 months are Wireless and Internet/IP 

(26 percent and 20 percent respectively). Responding Asia Pacific CEOs 

see Semiconductors, Components and Electronics (9 percent) and Radio 

Frequency Identification (RFID) (7 percent) as secondary growth sectors. 

Entertainment has also been noted as a sector of opportunity.

Wireless communications 
service

Internet / IP related

Semiconductors, components 
and electronics

RFID (tags, readers, software, 
integration)

Off-shoring services and 
infrastructure

Entertainment devices

Business software

Life sciences

PCs, PDAs and peripherals

Communication devices

Other

Technology outsourcing

Data security

Wireline communication 
services

 Which technology industry sub-segment has the greatest  
 potential for growth over the next 12 months?

0%  5%  10%  15%  20%  25%     30% 

 25.8%

 20.4%

 9.2%

 6.7%

 5.4%

 5.4%

 4.6%

 4.2%

 3.8%

 3.8%

 3.8%

 3.3%

 2.9%

 0.8%

Wireless communications 
service

Life sciences

Internet / IP related

RFID (tags, readers, software, 
integration)

Semiconductors, components 
and electronics

Entertainment devices

Data security

Technology outsourcing

Other

Off-shoring services and 
infrastructure

Business software

Wireline communication 
services

Communication devices

PCs, PDAs and peripherals

 Which technology industry sub-segment has the greatest  
 potential for growth over the next one to three years?

� � � � � �
0%   5%  10%  15%  20%  25% 

 21.7%

 17.9%

 15.8%

 10%

 7.5%

 4.6%

 4.6%

 4.2%

 3.8%

 2.9%

 2.5%

 2.1%

 1.7%

 0.8%
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Staying on top
At the top of the list this year at 35 percent is the need to ensure 

profitability. Developing leaders and delegating responsibility - the 

human factor - takes second place in terms of priorities, yet is still rated 

critical by 30 percent of CEOs.

Achieving and 
sustaining profitability

Developing leaders 
and delegating 

responsibility

Managing risk
and volatility

Engaging employees in the 
company’s vision

Managing expectations 
(Board, investors, etc.)

Other

Identifying 
strategic partners

Containing costs

Raising capital

 What is your biggest personal challenge as CEO?

0%  10%  20%  30%  40%  50%    60%    70% 

 34.9%

 29.4%

 12.6%

 9.2%

 7.1%

 2.9%

 2.1%

 0.8%

 0.8%

“According to the survey, 
32 percent of Asia Pacific CEOs 
see the quality of their decision-
making as their key skill.”

Making the right decisions

Focusing on core 
competence

Thinking globally

Identifying and exploiting 
new technologies

Being a visible, articulate, 
charismatic leader

Delegating responsibility

Other

Developing good working 
relationships with key 

stakeholders in the company

Diversifying

Being well-advised

Networking skills

Ability to raise capital

 Which skill do you see as most important for a CEO of 
 a fast growing technology company?

 31.5%

 19.3%

 16.8%

 11.3%

 6.3%

 5%

 2.9%

 2.5%

 2.1%

 0.8%

 0.8%

 0.4%
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The right stuff 
The ability to make the right decisions is without a doubt a valuable 

quality for successful leadership and according to the survey, 32 percent 

of Asia Pacific CEOs see the quality of their decision-making as their key 

skill. Focus on the company expertise and the ability to take a global 

perspective are listed as key competencies of a CEO, taking second 

and third place as noted by 19 and 17 percent of the respondents 

respectively.

3. Movers and shakers
CEO personal challenges
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The last lap
Power to the people
People are the key. According to CEOs in the Asia Pacific region, people 

are the dominant success factor and their personal priority. In 2003 in 

Asia Pacific and EMEA, getting the timing right for product launches 

was considered key, and the North American CEOs surveyed last 

year felt the uniqueness of the product was the most critical success 

factor. However, this year, 48 percent in Asia Pacific and 66 percent of 

Deloitte Technology Fast 500 CEOs in EMEA, agreed that the quality of 

employees is the key to successful growth. This is a global trend - people 

are also the single most important success factor this year in the Deloitte 

Technology Fast 500 CEO survey in North America. 

People are also the key operational challenge in 2005. 35 percent of 

Asia Pacific CEOs who responded, said that their biggest operational 

challenge was attracting and retaining high quality employees. Programs 

are in place to attract and retain them - 73 percent of firms offer a stake 

in the company, like stock options and 60 percent offer training and 

development programs.

Personal CEO challenges are also people-driven. Two years ago 

achieving and sustaining profit was by far the greatest challenge, 

and it still is. However, now the tasks of developing new leaders and 

delegating to them are top priorities. 

Online - on the up and up
The role of Internet Protocol (IP) in driving revenue, supporting internal 

processes and creating growth cannot be overemphasised, and it grows 

in significance every year. 60 percent of Asia Pacific CEOs surveyed see 

over 30 percent of their planned business revenues being generated via 

IP-based applications. Around 20 percent of CEOs who responded see 

the greatest potential for growth over the next three years in Internet 

and IP-related segments.

The Internet is the primary busines process platform for Deloitte 

Technology Fast 500 Asia Pacific companies. Most businesses (62 

percent) use the Internet as a data communication channel with 

clients. However, 55 percent of respondents also use the Internet to 

connect geographically dispersed employees, 48 percent as a sales 

and distribution channel and a quarter use it for research, supply chain 

collaboration and regulatory compliance. 

The rise of wireless 
The leading industry sector CEOs feel is offering greatest growth 

potential in the short and long term is Wireless, sitting at 26 percent 

(compared to the Internet sector for the EMEA survey). 

A record high
CEOs are brimming with confidence this year. Confidence in sustaining 

future growth has reached an all time high, with a remarkable 90 

percent of Asia Pacific CEOs surveyed either extremely or very confident 

that their company will sustain its growth over the next year. This is a 

four percent increase on 2004, and is 16 percent higher than in North 

America this year.  Considering that the current average three year 

growth rate for Deloitte Technology Fast 500 companies in Asia Pacific 

is 518 percent, this gives good reason to anticipate further exceptional 

performance from these businesses over the coming 12 months.

 What benefits have you received from selection to the  
 Deloitte Technology Fast 500 program?

Improved marketing and 
media recognition

Enhanced employee 
morale

More attention from 
financial community

Improved recruiting

None

Potential for meeting 
acquisition targets

Potential for meeting 
potential acquirers

Other

0%  10%  20%  30%  40%  50%  60% 70% 80%

 61.3%

 45.8%

 29.4%

 25.2%

 12.6%

 9.7%

 8.4%

 5.9%

The winning formula
Technology Fast 500 Asia Pacific CEO Survey 2005

 To which factors do you attribute your personal success?

Entrepreneurial spirit / 
commercial experience

Sheer determination 
to succeed

Technical knowledge

Luck. Being in the right 
place at the right time

Personal relationships

Educational experiences

Mentor relationships

Upbringing

Other

0%  10%  20%  30%  40%  50%  60% 70% 80%

 68.9%

 58.8%

 46.6%

 25.2%

 22.3%

 19.3%

 17.6%

 12.2%

 3.4%

A winning attitude
The response of participating Asia Pacific CEOs to this question reveals 

clearly the type of person most likely to manage a fast growing 

technology business today. These are movers and shakers with 

entrepreneurial spirit (69 percent) and sheer determination to succeed 

(59 percent). Technical knowledge is useful in this fast changing sector 

- some 47 percent of CEOs surveyed feel it is a necessary skill.

A win-win situation
It is encouraging to see the positive spin-offs the Deloitte Technology 

Fast 500 Asia Pacific program offers to participating companies: PR 

opportunities, enhanced employee morale and increased attention from 

financial institutions and prospective employees. 
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About TMT

The DTT TMT Industry Group consists of the TMT practices 

organized in the various member firms of DTT and includes more 

than 5,000 member firm partners, directors and senior managers 

supported by thousands of other professionals dedicated to 

helping their clients evaluate complex issues, develop fresh 

approaches to problems and implement practical solutions. 

There are dedicated TMT member firm practices in 45 countries 

and centers of excellence in the Asia Pacific, Americas and 

EMEA. DTT’s member firms serve nearly 85 percent of the TMT 

companies in the Fortune Global 500. Clients of DTT’s member 

firms’ TMT practices include some of the world’s top software 

companies, computer manufacturers, wireless operators, satellite 

broadcasters, advertising agencies and semiconductor foundries 

– as well as leaders in publishing, telecommunications and 

peripheral equipment manufacturing.
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