
Reg<rding c ompeti tion, for- inost of EGAT's pro:jtýc t,
supp Ii e r from Jzapïïn, Gerinargy, Franice, U. K .and USA have been
dot)njnatinq:. therak t i ti 'the JapiP,.t?(se (c ontrot:li iri!c; more~ than 6i.t)
of the market. Pco)tert ial1 competi to)r-s att PEA a ~ri d MEA ar e
relatively smaller in siewith the Japanese capt.urirg less than
50 percent market share and the rernairing share was :apturted(. by
-the Korean, Taîwariese, Fre-,ric:h, italian, niew commers From Eastern
Bloc coun tries arnd a iinumtr of texperienced loc:al atictu-r'

The basic rule of success ini doing business irn Thaîland
are to plan one's marketing strategy on a long ternbai and to
be presented i the country as frequently as Possible. The
Caniadian companies cani choose to set up representative o ff i ce,
branch office, local agent and joint venture.

C-)P)pc)r.tu ri t jP for Cacnadian produets and technologies
eit ini the ared.s where local mnaufctes lack knowledge arud
exprince.. They are- power plant siuaodispatching centre,

hih vol tage direct cuÀr r eri t transmission, ex tr a/ul1t ra high
voltge EH-V/UJHV> r) msin turrnke..y 'thermal power plant, EHV

subl--staïtio)n and swit ch y ar d, conrit ron1 and measuring instrument,
c omm n i. ica t io and teiecmmunriti eqcuipment etc- EGAT is the
laprgest pcitenritial cli. .en t of Caniadian suppliers in r-the power
g zeera t io ar d transmission sysýteffi, whereas opport'.jnturities f or

Canaien upplersett the PEA anid MEA are limited.


