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Over the course of the last thirty years, Singapore-based 
United Test and Assembly Centre Group has grown from 
a local company to a global leader in assembly and test 

services for semiconductor chips. We spoke to President 
and CEO Dr William John Nelson to talk about embracing 

expansion while retaining identity.
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n the modern world, sem-
i c o n d u c t o r s — m a t e r i a l s 
whose ability to conduct 
electricity between that of a 
conductor, such as copper, 

and an insulator, such as glass—are ubiqui-
tous. They are incorporated into a multitude 
of electronic devices, enabling technologies 
in communication, computing, healthcare, 

military systems, transport, energy and many 
more. As a result, the global market covers a 
wide range of everything from manufacture 
to application to testing, finally also enabling 
the Internet of Everything.

Headquartered in Singapore since 1997 
with production facilities in China, Malay-
sia, Thailand, Indonesia and of course, Sin-
gapore, the United Test and Assembly 
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Centre Group (UTAC) has established it-
self as a force in this increasingly important 
niche. Since its early days, a series of acqui-
sitions have seen UTAC blossom into a for-
ward-looking company with a diverse offer-
ing and inter-continental reach. 

A New Challenge
Current company president and CEO Dr 
William John Nelson joined UTAC in 2012. 
Arriving in Singapore following thirty years of 
executive success in a variety of roles within 
the sector, he was nonetheless excited by the 
new challenge.

“I had worked in different areas within the 
semiconductor industry,” Dr John Nelson ex-
plains. “I worked for some larger players and 
some start-ups. Interestingly, UTAC was a 
supplier to my previous company (ON Sem-
iconductor). That gave me an opportunity to 
observe UTAC from a customer perspective 
over an extended period of time.”

Clearly, at that time, Dr Nelson had no idea 
he would later join UTAC, but his experience 
working with them as a customer led to cer-
tain insights. Although he was impressed with 
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Cohu has enjoyed a long strategic partnership with 
UTAC, providing customers with outstanding products 
and services that reflect our commitment to operational 
excellence, innovation, and market leadership. Our 
differentiated and broad product portfolio enables 
optimized yield and productivity, accelerating 
customers’ time-to-market. We congratulate UTAC on 
its success and look forward to continuing this exciting 
journey together.

LUIS MÜLLER
President & Chief Executive Officer
Cohu, Inc.

much of their operation, especially product 
quality, there were also aspects he felt could 
be improved.

“One thing I identified as an area of devel-
opment was service,” he recalls. “For a lot of 
semiconductor companies, their work is all 

about the technology. Though technology 
is important, I thought it also needed to be 
about servicing the customers and contin-
uously fostering relationships with them. 
This is important in every industry and also 
the level of service and the breadth of 

Global Technology and Market Leader 
in Semiconductor Test, Inspection & Metrology

www.Cohu.com
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relationship is what differentiates companies 
such as ours and drives success.”

As a result, on making the switch into his 
current role, Dr Nelson saw a possibility to 
stamp his mark on a company which was al-
ready performing well. From his perspective, 
there was scope to improve and perform bet-
ter. This required a new focus and a cultural 
shift—in that line, the new CEO’s priorities 
were added to those already in place.

Setting priorities
“I’m very KPI (key performance indicator) 
driven, so the first step was to set up some 
meaningful and achievable KPIs within the 
company. These operated across all levels of 
the organisation and encompassed quality, 
customer satisfaction and financial perfor-
mance.”

These KPIs became the driver for bo-
nus payments to all UTAC employees, 

 
One thing I identified as 
an area of development 

was service.

https://tanaka-preciousmetals.com/us/products/detail/Bonding-Wires/  

TANAKA will continue to focus on the 
development of materials and shall always 
endeavour to concentrate all our effects on 
the continued growth of the semiconductor 
industry.

With the rapid progress of Micro Electronics 
technology, TANAKA has grown in line with 
the global expansion of the semiconductor 
industry since we started to supply materials for 
germanium transistors more than 50 years ago. 

TANAKA has a wide 
range of bonding wires 
such as Gold, Copper, 
Aluminium and Silver 
Alloy. 

Copper Ribbon

Recovery and refining Bonding Wire (Gold)

Sputtering targets Plating Chemical Silver Adhesive

Tanaka Kikinzoku (Singapore) Pte. Ltd. Is a sales office of 
Tanaka Kikinzoku Kogyo Co., Ltd (hereinafter referred to as 
“TANAKA) and is responsible for selling TANAKA precious 
metals products for the electronics industry, such as 
bonding wires, silver adhesives and gold targets.
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including Dr Nelson himself. So successful 
was this policy that the same KPIs remain in 
place today, some ten years later. However, 
other aspects of UTAC’s operations also re-
quired the new CEO’s attention. 

The way in which the company had grown, 
via a series of international acquisitions 
across South and Southeast Asia, created 
something of a splintered feel. UTAC’s vari-
ous entities retained very individual identi-
ties without coalescing into a unified entity. 

“This was something I identified straight 
away,” Dr Nelson explains. “The company 
lacked synergy. Each individual entity had its 
own practices, its own technology roadmap. 
All the different sites handled their own pro-
curement and pricing. There was even an ele-
ment of competition still, with different sites 
trying to attract the same customers. So this 
was something I really had to tackle.”

A unified approach
Having made this observation, the new CEO 
set about creating a more centralised struc-
ture. Things like research and development 
or matters relating to the supply chain and 
marketing required a unified approach. The 
effects of this, which amounted to a form 

of restructuring, were immediately appar-
ent, leading to impressive results. Despite 
the downturn caused by the coronavirus 
pandemic, which negatively impacted al-
most every company in every sector global-
ly, UTAC has turned out some eye-catching 
recent figures. The last two years have seen 
a doubling of revenue, for example. Such 
buoyancy points towards a level of positivity, 
heading in the right direction into the future. 

“The semiconductor industry does tend 
to be cyclical,” Dr Nelson explains. “It’s tied 
in with GDP and the global economy like 
everything else. So we are expecting a rela-
tively slower year in 2023. Nonetheless, I am 
also expecting to see seven to ten percent an-
nual growth over the next five-year period. As 
I mentioned before, this company has tended 
to grow in the past via acquisition, and that’s 
something we remain interested in. If we 

 
The first step was to set 

up some meaningful 
and achievable KPIs 
within the company.
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see opportunities which we believe can add 
to our manufacturing portfolio and add value 
to our customers, then of course we will ex-
plore those.”

Necessary measures
Contained within that overall projection sits 
a variety of micro-plans, one of which re-
volves squarely around cost reduction. With 
consumers always eager for as much value 
as possible with regard to pricing, UTAC is a 
company which constantly seeks ways to re-
duce costs and routinely pass on the relevant 
savings to customers. Various methods are 

being continually explored to facilitate this. 
However, the last few years have been tough 
with cost increasing almost across the board 
across all indices such as raw materials, utili-
ties as well as labour.

Operational efficiency is very much one 
area of focus in this regard. Dr Nelson has 
established teams working across UTAC’s 
sites, whose remit is to identify improve-
ments to existing equipment, with the aim 
of streamlining the company’s operations as 
much as possible. Water efficiency and wa-
ter recycling play a large part in this, helping 
achieve sustainability goals at the same time. 
Increased automation is another increasingly 
popular solution, and UTAC is one of the few 
OSAT (outsourced semiconductor assem-
bly and test) companies that has its own in-
house automation team.

“All this is very important,” Dr Nelson 
stresses. “For example, quality control. Once 
upon a time, this was done with the human 
eye, through a microscope, checking for de-
fects. Now we have cameras equipped with 
artificial intelligence to perform these tasks. 
It’s a win-win. Not only do these cameras 
save us on cost, but they also perform the task 

 
Our international 

footprint gives 
us a competitive 

advantage.

to a higher standard, thereby giving us sever-
al increments of quality improvement. This 
means ultimately, we are delivering a superi-
or product more cost effectively.”

Looking toward the future
Yet alongside the more visionary aspects 
of UTAC’s approach lie other fundamental 
principles. Dr Nelson is clear that “business 
is built on long-term relationships.” Indeed, 
many of the company’s partners on both 
sides of the supply chain have worked closely 
with UTAC for 25 years or more, demonstrat-
ing a commitment to more traditional values. 

The marrying of these two sides, the for-
ward thinking and the improved corporate 
culture, is what gives UTAC its current identi-
ty, enabling its continuous upward trajectory.

“Our company has a very strong reputation 
in its field in terms of quality and response,” 
Dr Nelson concludes. “This will continue 
over the decades. Our international footprint 
gives us a competitive advantage over the 
competition, and we encourage our custom-
ers to engage with us for the long term. That is 
what we are all about.” 

Teradyne is honored 
to be an integral part 
of UTAC’s success. 
Since 1997, we have 
worked closely with 
them on both product 
qualification and 
mass production 
for many of their 
key customers, 
and look forward 
to continuing our 
successful partnership 
as they extend their 
leadership position as 
a global OSAT.

REGAN MILLS
Vice President of Semiconductor 
Test Marketing, Teradyne

Enabling the Next
Generation of Technology
Through Advanced
Test Solutions
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