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~THAI RICE IN THE 
rwORLD MARKET 
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Piyapan Chuerpanyavit, 

graduate with a BBA degree 

majoring in marketing. Current
ly he is involved in his family's 

rice selling business, which was 

set up by his father over 35 years 

ago. 

"My siblings and I are the 

second generation in my family 

that will eventually take over this 

business in the future. At the 

moment our main export cus
tomers are in America, China, 

Hong Kong, Australia, Africa, 

and many more countries in 
Europe.~ 

Planning to assume responsibil

ity for the family business 

"During my studies, I knew 

for certain that one day I would 

have to take responsibility for my 

familys business. Working with 

my family has it's positives and 
negatives. While I won•t have to 

restart afresh at ground zero, 

there is still the challenge of com-

peting in the market, because 

not only are there many local 
competitors in Thailand, there 

are also competitors among our 

neighboring countries who have 

begun exporting rice world-wide 

as well. 

Adapting to the present era 

"We have to develop ourself 

so that we are strong enough 

to face the competition. We 

have to understand our bottom 
line, while at the same time 

strengthening relationship with 

our customers. Previously our 

business only focused on big 
substantial deals, selling our 

products only in large packages 

in large quantity order. But today 
we've expanded our business by 
customizing our products to be 

suitable for sales in convenience 

store and online. When we sell 

in smaller packages, for example 

1 kg. bag of rice, this will make 

customers want to return to buy 
from us again." 

New distribution strategy 

Our strategy is to create more 

product variety, for example 1. 

reduce the portion and pack in 

smaller bags, 2. marketing spe

cific products to niche markets 
in order to create more value, for 

example organic rice, 3. empha

sis on speedy service to satisfy 

the customers. 

Our products will display 

clear labelling to communicate 

the nutritional values as well 

as a Made-in-Thailand logo to 

establish credibility and trust 

for the buyers, especially for 

our Jasmine rice products since 

Thailand is the sole exporter of 

this rice. Some product labels 

will contain Chinese language as 
well, since Chinese is one of the 

world's most spoken language. 

These products are targeted at 
overseas Asian customers, the 

majority of whom will be Chi

nese-speaking. 


