_Thailand

The  ‘basic .rules  of o success He's doingHbusiness "in
Thailand are to plan one’s marketing strateagy on & long tery@
basis and to be present in the country as frequently as possible &
This can very well ke demonstrated by the succe in this market
of most Japanese comparnies and some European companies.

It is not wuncommon in Thailand for a process of project
feasibility study, specification drafting or tender document
preparation and tender issuance to take 4 to S5 years to complete .
Getting in touch with the executing agency in the early stage
provides a company the advantages of

a) Being able to obtain first hand information of the
project for the company’s planning purpose  @and

i) Being able to influence the tender speclification so
that it places the company in a more favourable posdtion o the
competitors  in 1 i favourable position. Visiting the clients
frequently agives 1 impression  that  the company  is really
enthusiatic to do business with them.

Freguent wvisit of a comparny also implies that it will
provide strong marketing support to the local agent and good
aftersales service to the client.

A Canada 1z half the world away from Thailand, it is
almost  impossible for a Canadian company  to efficiently ard
economically monitor the market development from its  home-bhase.
In this regard, the company may consider adopting one of the
followin G approaches

A) Setting up its own representative office
B) Establishing its own branch office

C) Appointing  a local company as  agent or
representative

D) Forming joint-venture with a local OMEB Ty

A) Representative Office. Under Thai Dusirness AC
fForm of business iz not allowed to perform drive-direct bielr
transaction in Thailand. Its role would ke mainly to support
headquarters’ activities 'in  Thailand by acrPing Saht BT o
between 1ts headauarters and clients.




