
The challenge
Payment card issuer and card fraud prevention company Retail 
Decisions (ReD), already successful across Europe, the US, 
Australia and South Africa, wanted to enter the fast-growing 
South East Asia market. They needed expert knowledge of the 
region to make the move a successful one.

The soluTion
Linking with Kingston University through a Knowledge Transfer 
Partnership (KTP) brought vital market entry expertise to the 
company. The collaboration resulted in a culturally relevant 
strategy involving new market research methodology which has 
enabled ReD to win major contracts in its new target areas.

ReD already had 20 years experience in this specialist field 
and provides a range of payment and anti-fraud services to 
companies such as Air China, Bloomingdale’s, Boots, Esso, 
Fedex, FNB, Jet, Macy’s, Sears, Shell, Tesco, Texaco, Travelocity, 
T-Mobile, Wal-Mart, and Virgin Mobile. 

Its products include fuel cards, fraud prevention, payment 
processing, prepaid cards and consulting. ReD was perfectly 
placed to introduce its services to the growing economies in 
South East Asia but needed to know how to get it right first time.

The result of the initiative was a market assessment methodology 
which gauged market attractiveness and helped R&D devise 
market entry strategies to begin trading in this challenging region 
of the world.

Recent Marketing graduate April Yang joined ReD as a KTP 
Associate to analyse how the company could win business in 
South East Asia and create and implement new strategies. She 
used her skills and experience to devise new ways of carrying out 
market research alongside advice and expertise from Kingston 
Business School. 

ReD has signed a five year reseller agreement with ChinaBank 
payment, a leading electronic payment processor in China.
April Yang was offered a permanent job with ReD and continued 
to play a key role within the company.

in a nuTshell

  The KTP brought ReD key expertise in marketing to South 
East Asia

  ReD signed a major contract in China as a result of the KTP 

  The Associate, April Yang, was offered a job at the end of 
the project
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how KTPs worK 
KTPs link businesses to cutting edge academic research 
in their field. Companies gain the services of a talented 
graduate (known as an Associate) for up to three years to 
tackle a specific problem or issue. Associates work with both 
the company and the University to find answers, tap into 
research and make change happen. Many are employed by 
the company after the project finishes. Government money is 
available to subsidise the Partnership.

  Companies gain new cutting-edge knowledge 

 Academics use their research to benefit business directly

 Associates develop professional experience and skills

our TracK record
We have an impressive track record in helping businesses and 
not-for-profit organisations grow. Our team has supervised more 
than 90 successful collaborative schemes and raised more than 
£10million in government funding for enterprise projects in areas 
such as technology, innovation and creativity. 

Outcomes, business links and case studies from these long term 
projects are used by academics in both their teaching and research. 

Knowledge Transfer activity can take different forms ranging from 
four weeks to 36 months. All Knowledge Transfer projects are 
closely monitored and supported throughout their lifecycle. 

Experienced business development and knowledge transfer 
managers can advise companies of the best ways they can tap 
into university expertise. 

    The KTP has been incredibly successful 
and allowed us to enter a market of which we 
didn’t have a full understanding. Entering 
such unchartered territory requires careful 
attention. Our recent contract wins are 
testament to the successful collaboration 
between our workforce and the innovative 
thinking of April Yang and the Business 
School

carl clump, 
ceo of retail decisions
www.redplc.com
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contact us now to find out how ktps 
can work for your organisation:

t:  020 8417 3407
e:  enterprise@kingston.ac.uk
w:  www.kingston.ac.uk/enterprise


