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partner for private sector
aviation sales, for practical
purposes, a local agent is
crucial for building business
in Indonesia

*Convincing the potential client
of the comnpany's long-termn

agent or partner tor private sector aviarion saies,
for practical purposes, companies have found a
local agent crucial for building business in
Indonesia. A necessary attribute for an effective
Indonesian agent or distributor is an extensive
network of senior level contacts and decision
makers. An ability to work successfiully with
middle management- who are usually responsible
for the implementation of specific projects and/or
transactions- is also required.

Sales are made directly to the purchaser, but
BUPT (the Agency for the Assessment and
Application of Tecbnology) must first approve
the sale of all products to state owned airlines and
IPTN.

Winning a contract in Indonesia is likely to
involve considerable investment in time, energy,
and money. Convincing the potential client of the
company's long-terni commitmient to the
Indonesian market and price-competitiveness are
of nrimarv imDortance to a successful business

extent possible, this means
stream of visits to potential
with an oversight role in the
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