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Chapter 1  Mission and Role of Myantrade 1.3 Organization of Myantrade

1.1 Establishment of Myantrade The organization structure of Myantrade is as shown in the following figure.
On April 1, 2016, the Union Ministry of Commerce (MOC) established Myanmar’s trade promotion Director General

organization (TPO), the Myanmar Trade Promotion Organization (Myantrade) by reorganizing the }7 Do et
Department of Trade Promotion and Consumers Affairs.

The purpose of establishment was to enhance Myanmar’s trade promotion policy implementation. At the Deputy Director General (1) Deputy Director General (2)

establishment, MOC had consulted recommendations by international organizations regarding models of
Deputy Director "

i i i i General’s Office DeputyDlrecFor _
organization, management and services for trade promotion. General's Office

The Japan International Cooperation Agency (JICA) conducted the Project for Capacity Development of ‘

Trade Promotion in Myanmar Phase Il during the period from March 2015 until January 2016. The Project

Administration AR & DEmESiE St;ategic;l_’rade Trade Information & Trade
formulated the Roadmap for Trade promotion that included the plans of organization development, service Division pecount oade. Vg Research Division SR
enhancement and capacity development for trade promotion.
Pgrs.onngl Finance Domestic Trade Bilateral Trade Trade Trade Fairs & Export
The Korea International Cooperation Agency (KOICA) implemented the Project on Trade and Investment Adm'a‘:;at“’“ Unit Unit Promotion Unit Information Development Unit
Unit
Policy Consultation and Establishment of TPO in Myanmar during the period from May 2015 until June 2016. m— Planning & Market, Price & Seieg ek Wb
d .er.1era . Statistics Unit Research Unit Implementation Trade Representatlve
The Project made recommendations for the organization design and legislation for the establishment of aepin i sioy Unit Research Offices & Trade
nit Trade Centers Unit Services )
trade promotion organization (TPO). Unit Trade Portal Unit DevelopmentUnit
1.2 Vision, Mission and Objectives of Myantrade Figure 1-1: Organization Structure of Myantrade
- - - X The allocation of personnel to individual divisions is as shown below.
The vision, mission and objectives of Myantrade are as explained below:
Table 1-1: Human Resource of Myantrade
Vision
Officers Staff Total
Positioning Myanmar as a regionally competitive trading nation to attain export-led development Director General 1 1
strategy through promoting Myanmar’s enterprises Director General's Office 2 7 9
o Sub-total 3 7 10
Mission i
Deputy Director General (1) 1
- Promote Myanmar’s trade and exports to enable local companies to compete effectively in the Deputy Director General's Office 1 3 4
regional and global markets Administration Division 15 25 40
Planning and Account Division 15 25 40
- Focus the branding of ‘Made- in-Myanmar’ of goods and services PemesieTizet vt 37 93 130
Objectives Sub-total 69 146 215
Deputy Director General (2) 1
1) Raise profile of Myanmar exporters in international markets Deputy Director General's Office 1 3 4
2) Disseminate timely and relevant information and market research data to help Myanmar Sirizge ek Premeien Do 20 20 40
. i . L . Trade Information and Research Division 15 25 40
companies gain competitive edge in international markets
Trade Development Division 15 25 40
3) Introduce Myanmar companies to foreign buyers Sub-total 52 73 125
Total 124 226 350

4)  Promote export of Myanmar goods and services in overseas markets
Note: As of October 2017




The functions of individual divisions are as shown in the following table.

Administration Division

Table 1-2: Functions of Divisions of Myantrade

Stra Trade

7
8
9

To provide services for sellers and buyers
To educate to become highly competent exporters and SME and to present prizes
To establish centers for dissemination of trade news for business people

n

1 To carry out personnel administration and organization matters
Personnel 2 To carry out personnel records and pension matters
Administration | 3  To supervise the disciplinary matters, fraud, inspection and welfare of staffs
Unit 4 To manage staff salary and benefits
5 To design human resources development plan
1 To perform security and cleanliness matters, plantation matters according to the guidelines
To carry out the maintenance of buildings, matters relating to motor vehicles, capital and general
Gene_ra.l . 2 affairs according to the guidelines
G:li';\lmstratlon To manage the procurement and supply of stationary and computer related utensils for
departmental use
4 To supervise the maintenance of buildings, housing and hostels

Planning and Finance Division

1 Toimplement bilateral trade agreements
) 2 To cooperate with private sector for trade promotion by applying trade agreements
Cleil ekt 3 To participate in signing of trade agreements
Promotion Unit B O A .
4 To organize for mutual visits of delegations from public sector
5 To cooperate with counterpart business organizations and trade promotion organizations
Strategic 1 Toimplement for market access and export market
Market 2 To provide trade supportive measures for facilitation of export/ import procedures
:‘l::‘}i)tlementatlon 3 Toimplement for development of prioritized export commodities
1 To launch Myanmar Trade Portal and perform B2B, B2C and e-commerce activities for trade
promotion
Trade Portal (e- i o . i
Biz) Unit 2 To make alliance with significant e-commerce website from local and abroad (e.g., Alibaba,

Trade
Information
Unit

1

Tradeindia)

To establish complete and extensive information network

To publicize news release on trade and market information

To timely report on irregular commodities and process either by country or by region
To make reports with studies of market potential

To make research on overseas consumer behavior
To relay market information sent from commercial representative offices abroad to private
organizations

1 To supervise the calculation of basic estimate, additional estimate and revised estimate.
2 To allocate 3-month quarterly fund according to account units, expenditure heading and check
the actual expenses and balance
3 To examine monthly accounts
Finance Unit 4 To administer the calculation of weekly, monthly, quarterly and annual accounts
5 To administer calculations of 3-month quarterly budgets for head office’s departments
6 To monitor for payment of bills
7 To administer the departmental accounts, request for drawing and opening letter of credit
8 To administer for income and capital
1 To supervise planning and statistics matters
2 To supervise the designing of the projects on behalf of department, the planning of investment
schemes and projects
3 To supervise detailed planning for implementing projects
. To coordinate and negotiate between divisions and external organizations for implementation of
Rlannine & 4 the departmental projects
Statistics Unit P proj
5 To monitor and record the performance between the Departmental responsibilities and the
implementation according to mission
6 To supervise reporting of the departmental performance monthly, 3-month quarterly, bi-
annually and annually
7 To compile, maintain and report trade statistics

Domestic Trade Division

To calculate production, consumption and surplus of six agricultural produce groups and increase

Trade Research
Unit

Trade Developm

DU R WNR O UR®WN

To make research on national economic, trade policies and plans
To report studies on international trade and economic statistics
To make research for the development of trade, economy and management
To make international market research
To attend international trade promotion forums on behalf of department
To present reports on trade situations occasionally

Division

1 To supervise in holding of local and international trade fairs
Trade Fairs & 5 To assist for the development of trade by country, by commodity and by company and SME
Export development
Development 3 To assist in the areas of international quality standards, registration, design, packaging, sanitary
Unit and consumer safety

4 To perform for sustainability of quality and standards of exports

1 To supervise the functions of Myanmar Trade Center (MTC)
Trade 2 To coope_rate with Trade representative _offices abroad and commercial counselors for
Representative penetration of Myanmar exports to foreign markets
Offices & Trade | 3  To organize the mutual business delegations from private sector
Services 4 To cooperate with foreign business organizations and trade promotion organizations
De\_lelopment 5 To assist exporters in their foreign market penetration
St 6 To hold trade related meetings and seminars

7 Toinitiate incentive programs for business people for trade development

1
exports
2 To calculate production cost and profit of each process in supply chain mechanism
Domestic Trade To cooperate with regions, states and departments for reducing the production costs and
Unit services costs to be market competitive
2 To monitor global supply and demand of crop situation and make recommendations f or getting
market access of surplus domestic crops
To analyze price development and flow of agricultural produce, fish products, consumer goods,
1 construction goods in domestic market daily, weekly and quarterly and support for price
Market, Price stabilization
and Research 2 To make local and international market research
Unit 3 To introduce new export commodities and cooperate with regions and states for trade
promotion
4 Toinvestigate news on supply and demand
1 To cooperate for the functions of trade centers at regions and states
5 To contact with trade centers at Yangon and other cities for exchange and dissemination of trade
news
Trade Centers 3 To supervise in surveying the possible regional products for market penetration
Unit 4 To supervise for economic and trade services at trade centers
5 To administer for services of trade centers with the cooperation of private sector
6 To link Myanmar exporters and foreign buyers to get market




Chapter 2 Issues for Trade Promotion of Myantrade

There is a gap between Myantrade’s situation and the need of the private sector, and a gap between

Myantrade’s and the best practices of other TPOs.

The issues of gaps can be classified into two categories: management issues and service issues. The
management issues are related to the policies for trade promotion and management of Myantrade as the
basis of trade promotion service provision. The service issues are specific issues regarding the provision of

each trade promotion service.
2.1 Management Issues
2.1.1 Policy Environment

External trade is indispensable for sustainable and balanced economic development. The neighboring
ASEAN countries have realized substantial economic development from the take-off stage of economic

growth with exports as the driving force of growth.
The major issues of Myanmar’s policy environment for export development are as listed below.
- Myanmar’s export sector has a wide range of issues for further development.

Currently, Myanmar’s exports have the following problems due to the legacy of ineffective policies and

regulations and less-developed economic structure:

i) Most exports of Myanmar cover only a few commodities, that is, natural resources-based products

and labor-intensive products (low value-added).
i)  Technology level of export items is low (low value-added and low competitiveness).
iii)  Physical infrastructure for export logistics has been less developed (low competitiveness).

iv) Myanmar is proceeding with market liberalization under AEC and faces with tougher competition

in the market (severe competition).

- National Export Strategy (NES) is formulated to address the development needs of Myanmar’s export,

however, the implementation demands the facilitation of many stakeholders.

The major strategies of export development of Myanmar can be summarized into:

i) Export expansion of existing product items

i)  Diversification of export markets

iii) Increase in exports of more value-added products (diversification of export products)
iv) Develop exports of new product items (diversification of export products).

The objectives and activities of NES have been formulated according to the above understanding and

strategies. The National Export Strategy (NES) sets the following strategic objectives:

i) To foster sustainable and equitable export-led growth and value addition for the socio-economic

development of the people of Myanmar.
ii)  To ensure a consistent, predictable and transparent trade policy and regulatory framework.

iii) To develop competitive, diversified and branded exports by expanding productive capacities and

fostering innovation.

iv)  To build modern, enabled and supportive institutions to respond to the diverse needs of current

and emerging exporters.
v)  To build up physical infrastructures.
- Myantrade is expected to play the focal point for successful implementation of NES.

Myantrade is positioned to be the key promoter of NES. There are many stakeholders such as various
relevant ministries, associations and international organizations are involved in the implementation of

NES.

Myantrade should extend leadership and allocate lots of resources (personnel and time) to the

coordination of the activities of NES.
- Capabilities of Myantrade as a TPO is still poor compared with other ASEAN counties.

Myantrade is actually the member organization from Myanmar in the Asian Trade Promotion Forum, a

gathering of Trade Promotion Organizations (TPOs) in the Asian Region.

However, the presence and performance of Myantrade have a low profile in trade promotion services
in Myanmar. Its trade promotion services are weak in terms of size, scope, competency, management
and organization. Compared with TPOs in the neighboring ASEAN countries, trade promotion services
such as market information, trade fairs, and other promotion services are poorly provided due to

insufficient resource and experience, and unorganized institutional setting.
2.1.2 Organization
As for Myantrade’s organization for trade promotion, the following problems are pointed out.
- Myantrade needs to develop the institutional capability as a TPO because it is a new organization.

The functions of divisions of Myantrade have been defined. Each division conducts its functions and
tasks under the strong leadership and instruction. However, Myantrade still needs to accumulate

expertise to function as a TPO at the level of advanced ASEAN countries.

The organization structure also needs adjustment. The organization of MOC is under review by the
World Bank. The result of this review may propose necessary adjustment. Myantrade may become a
stand-alone TPO with autonomous status when necessary conditions, such as export environment and

institutional capability, are ready in the long term




- The mechanism of collaboration among division to provide trade promotion services to target

exporters in an integrated way.

Priority sectors for export development are shared by all members of Myantrade. However, the
coordination among divisions is not yet well-established. Policy guidance for the collaboration among

division is necessary to increase the effectiveness of trade promotion of target exporter groups.
- The business-oriented mindset to provide customer-oriented trade promotion services is weak.

The objectives and role of trade promotion services is not fully understood for most of members. It is
observed that their way of work is often passive. Proper guidance and training for them is necessary to

establish proactive attitude of supporting exporters.
- Trade promotion services in Yangon that is the biggest commercial center are weak.

The Trade Development Division and the Myanmar Trade Center (MTC) are physically separated. Close
communication and clear-cut demarcation among them are needed. For the provision of integrated and

effective services at one place, trade promotion services in Yangon should be given emphasis.

- Trade services centers in regions have been recently started and need to expand its trade promotion

activities.

Myantrade has established regional trade centers with the purpose of starting trade promotion services
in regions. Regional trade centers have been established in four regions. However, the base of service
provision has not been founded in terms of service development and personnel. One or two officials
are dispatched to the regional trade centers and they face with budgetary constraints in extending

services.
2.1.3 Resource Allocation
- The budget for trade promotion is very insufficient to provide full-scale trade promotion services.

The size of budget for trade promotion is very limited, approximately one tenths of MATRADE of
Malaysia and DGNED of Indonesia. After paying salaries, budgets for operation expenses and equipment

are small.
2.1.4 Management System

The following issues can be pointed out in the area of management system of Myantrade for trade

promotion.

- Itis desirable to enhance activity evaluation system of Myantrade.

Activities of Myantrade should be evaluated from viewpoints of relevance, impact, cost-effectiveness,
etc. It is important to identify constraints of activities and feed back to the next year’s annual plan.
Performance evaluation is periodically conducted. However, at this moment it is needed to review

activities fundamentally to concentrate on priority activities that have significant impact to export

development.

Workflows and standard operating procedures of trade promotion services have not been fully

formulated for all activities.

The standard operating procedures (SOPs) have been prepared only for some services, but they are not
fully utilized nor shared among unit members. Understanding of officers and staff at the field level about

their tasks is uneven. It should be considered to introduce systematic management tools.
The job assignment to officers and staff does not match the needs and is not well-balanced.

As the job descriptions are not fully ready, prerequisite competencies and necessary number of
personnel for a unit or a position are not clear. Clear job assignment and proper delegation of authority

enables quick and flexible actions avoiding an attitude of waiting instruction.

Myantrade needs to have management style which enable to extend services responding flexibly to

requirements of the private sector.

There are best practices of TPOs that have introduced management methods such as key performance
indicators and personnel evaluation system to improve quality of trade promotion services. Myantrade
is a department of MOC, therefore it follows administration regulations of MOC and it may be difficult
to introduce independent management system. However, it is desirable to adopt these methods to

possible extent.
The diffusion of information technology (IT) is delayed at Myantrade.

Allocation of personal computer, use of computer application for daily operation, and digital literacy are

not at the satisfactory level among personnel of Myantrade.

2.1.5 Human Resource Management

The major issues regarding human resource management (HRM) including human resource development

(HRD) are listed below.

Resourceful personnel of Myantrade for trade promotion are insufficient in the number.

The number of personnel of Myantrade is approximately 350 persons. This is a sufficient number
considering a development stage as a TPO. However, more resourceful personnel are necessary to

support a substantial level of trade promotion services.
The age distribution of personnel is unbalanced.

The age of personnel is advancing at Myantrade. The composition of personnel by age shows that
approximately half of personnel are more than 50 years old. New recruitment is not conducted on a

regular basis.

Myantrade personnel generally have insufficient knowledge and experience to provide quality trade

promotion services.




reviewing the scope of MTC and regional trade
centers

Trade promotion services of Myantrade have a short history of two years since 2016. Myantrade

personnel have received insufficient training for their work. Basic skills such as English are insufficient.
- Become a stand-alone TPO which has an

Only few can use sufficient level of English for export promotion activities. Intensive training is needed autonomous status in the long term

for MOC personnel when enhancing trade promotion by MOC. Resource Allocation

- The budget for trade promotion is very insufficient
to provide full-scale trade promotion services.

Establish budgeting mechanism of budgeting for

- HRM tools for capacity development have not been introduced. trade promotion programs & activities

Myantrade personnel are managed according to the rules and regulations which regulates civil servants. - Search for possible source of funds

However, HRM tools which are commonly used by private enterprises for capacity development, such - Increase own revenue from fee-based services

as management by objectives, are not currently adopted.

- ltis desirable to enhance activity evaluation - Establish a strong planning function and an

- The HRD system of Myantrade is very poor because it is not systematic and well-planned. system of Myantrade. administration function

- . . Myantrade needs to have management style - Learn the best practices of other TPOs and design
Myantrade’s training programs are currently provided on an ad-hoc basis. Myantrade does not have V 8 v P &

HRD system based on personnel evaluation and individual career development plan, which discourages

the motivation of individuals and workplace.

2.1.6 Possible Measures for Management Issues of Myantrade

The following measures can be considered for the issues of management of Myantrade.

Table 2-1: Summary of Management Issues and Possible Measures

Issues

Required Measures

which enable to extend services responding
flexibly to requirements of the private sector.

Workflows and standard operating procedures of
trade promotion services have not been fully
formulated for all activities.

The job assignment to officers and staff does not
match the needs and is not well-balanced.

The diffusion of information technology (IT) is
delayed at Myantrade.

new services

Establish workflows and procedures of trade
promotion services

Clarify the line of command and job assignment

Introduce management methods which are
effective for management improvement

Develop information system of Myantrade

Policy

Myanmar’s export sector has a wide range of
issues for further development.

National Export Strategy (NES) is formulated to
address the development needs of Myanmar’s
export, however, the implementation demands
the facilitation of many stakeholders.

Myantrade is expected to play the focal point for
successful implementation of NES.

Capabilities of Myantrade as a TPO is still poor
compared with other ASEAN counties.

Enhance the capability of Myantrade as the focal
point of the implementation of NES.

Place a policy priority on the capacity
development of Myantrade for trade promotion
to create a truly competent TPO in Myanmar

Organization

Myantrade needs to develop the institutional
capability as a TPO because it is a new
organization.

The mechanism of collaboration among division to
provide trade promotion services to target
exporters in an integrated way.

The business-oriented mindset to provide
customer-oriented trade promotion services is
weak.

Trade promotion services in Yangon that is the
biggest commercial center are weak.

Enhance an organization so that Myantrade can
effectively provide integrated trade promotion
services

Modify the organization structure by reviewing
the optimal structure for Myantrade’s services

Realize simple, flexible and smooth operation and
avoid the complexity of line of reporting

Create business-oriented mind-set and work
culture among the personnel

Move more trade promotion function in Nay Pyi
Taw to Yangon

Establish good work collaboration network
among MTC and regional trade centers by

Human Resource Management

Resourceful personnel of Myantrade for trade
promotion are insufficient in the number.

The age distribution of personnel is unbalanced.

Myantrade personnel generally have insufficient
knowledge and experience to provide quality
trade promotion services.

HRM tools for capacity development have not
been introduced.

The HRD system of Myantrade is very poor
because it is not systematic and well-planned.

Conduct total human resource management
which interlinks job assignment, personnel
evaluation, career path and human resource
development (HRD)

Realize job rotation for the right person in the
right place

Develop capable personnel who can be core
members for trade promotion

Formulate and implement comprehensive human
resource development plan

Make use of sources of capacity development
such as Trade Training Institute (TTI) and
technical assistance of internal organizations

2.2

Trade Promotion Service Issues of Myantrade

2.2.1 Trade Information

There are the following issues for trade information service of Myantrade.

The contents of export information provided are very limited.

Most of trade information collected by Myantrade is information about domestic trade such as price

and traded volume of basic commodities. Information on overseas markets collected by Myantrade is

10




only short reports on price trends of commodities prepared by commercial attachés although exporters’

needs are overseas market information such as standards and regulations.
- The capability of market information collection and analysis is weak.

The trade information and research Division is in charge of collection, analysis and dissemination of
international trade information. However, the scope of tasks of the division is still narrow. The market

analysis capability of the division is weak and capacity development is needed.
- Myantrade does not effectively utilize database for trade promotion.

The major database used by Myantrade are the international trade statistics of International Trade
Centre and exporter license database. Exporters’ needs for data of overseas market information are high
but they are not provided. Information of exporters is limited data which were occasionally collected.
Myantrade has not accumulated information of exporters’ profile that are important for matching

service and identifying target exporters for trade promotion.
- The information on the websites of Myantrade is mostly in Burmese.

The websites of MOC/Myantrade provide information such as news and events of MOC/Myantrade,
commodity price trends, news of domestic trade and so on mostly in Burmese. Foreign business people
cannot reach the information in the websites. On the website of Myantrade, exporters’” information with
photos of their products are uploaded. However, the number of exporters is limited, and information

are outdated.
2.2.2  Publication
There are the following issues regarding publication for trade promotion.
- There is limited variety of periodical publications for trade promotion.

The regular publication of Myantrade is only “Commerce Journal (weekly)”. Myantrade also regularly

revises the exporter/importer guide.
- Most articles of Commercial Journal are written in Burmese.

Even though the articles of Commercial Journal are very useful for trade business, foreign business

people cannot read.

- Brochures of Myantrade’s services and Myanmar products are neither attractive nor periodically

updated.

The variety of brochures is very limited. They are mostly brochures which introduce the Myanmar Trade
Center and regional offices. More attractive brochures are needed to be made for the introduction of

services and promotion of Myanmar exporters.
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There is budget constraint for publication.

Myantrade must face a constraint of budget when they plan a new publication such as directory,

brochure, market research report and so on.
The publication is not effectively used for the promotion of Myantrade’s services.

Commerce Journal is widely distributed and read by business people. But the publication of MOC is not
made used for effective publicity of trade promotion services of Myantrade and promotion of Myanmar

products.

2.2.3 Trade Fair

The issues of trade fair of Myantrade are listed below.

There are insufficient budgets for participation in overseas trade fairs and for organizing national-

level trade fairs.

Myantrade participates in only overseas trade fairs which overseas organizers provide supports to

Myantrade. The opportunity of those trade fairs needs to be utilized more effectively.
Myantrade has not established good trade fair management policy and management tools.

The formulation of trade fair management policy and development of trade fair management tools are

needed for effective trade promotion at trade fairs.
Support to Myanmar exhibitors for effective sales promotion is not appropriately provided.

Myantrade provides paperwork supports to participants of the overseas trade fairs which Myantrade
participates such as visa application, transportation arrangement, etc. But support to promotional
activity supports such as identification and invitation of prospective buyers, business negotiation, etc.

are not sufficiently provided.
Trade promotion activities at domestic trade fairs are not active.

Every year many domestic trade fairs are organized mostly in Yangon. However, Myantrade does not

make use of these opportunities for promotion of trade promotion services of Myantrade.

2.2.4 Exporter/Buyer Service (One-stop Window)

The Myanmar Trade Center (MTC) and regional trade centers are one-stop service windows for exporters
and foreign buyers. Their functions consist of consultation, business matching, display of Myanmar products,

and library.

General

The recognition level of MTC among exporters and foreign buyers is low.

Myantrade promotes MTC by distributing brochure and uploading the page of MTC on Myantrade’s

website. The recognition level of MTC and its services is low among exporters and foreign buyers.
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Because of low recognition level, MTC receives 15 -30 visitors per month. Participants in overseas trade

fairs usually visit MTC for export license of sample products and visa application.
- Facilities and equipment have not been periodically renovated.

Since the establishment in 2014, MTC has not implemented fundamental renovation. It is desirable to

modernize the facilities and display to make MTC more attractive.
- More networking and collaboration among MTC and regional trade centers.

In order to expand trade promotion services of regional offices, technical transfer and information

transfer from the Central Office and MTC are necessary.
- Regional trade center is weak in playing a bigger role in exporter development.

Reginal trade centers have been newly established. The number of personnel and their expertise in

exporter development are limited.
- Regional trade centers must cover whole region/state with limited personnel.

Regional offices have the limited number of officers and staff to cover their wide coverage area. Officers
are often transferred from other regions, but they have little knowledge about the characteristics of

destination regions.
Consultation
- The number of personnel who can give hands-on advice is very limited.

There is practically only one person who can give proper advice against a request of consultation at MTC.
At the regional trade centers, a few persons are dispatched, and they provide consultation services.
When a person in charge at MTC or regional trade center cannot give appropriate advice, he/she

consults with knowledgeable persons in MOC.
- Visitors who ask for consultation are few.

The number of visitors to MTC is few. Most topics are recommendation letter for business visa,

export/import procedures and how to export.
- Useful data and information for consultation service is not compiled yet.

Exporters point out they need advice on access to overseas markets is needed by exporters. In order to
expand the quality of consultation service, it is necessary to collect and compile data and information

of export/import procedures, overseas market information, exporter and overseas buyer information.
Inquiry and Business Matching Service
- The number of inquiries currently dealt by MOC/MTC is not many.

MTC receives monthly 20 - 40 inquiries by phone or e-mail. For inquiries from overseas buyers about

Myanmar exporters, MTC introduces the major exporters based on the exporter list. The number of
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inquiries has tended to increase, but it is necessary to promote the services. Business matching service

is not actively publicized to exporters and foreign buyers.
- Systematic management of inquiry and business matching has not been formulated.

Work flow of inquiry and business matching service is not established. Information of exporters needs

to be enriched for better business matching.
- No follow-up is made after the introduction of suppliers for an enquiry from an overseas buyer.

The records of inquiries are made and kept. But the results of business matching are not followed up as

a regular procedure by MTC.
Permanent Displa:
- Few businessmen visit the permanent display of MTC.

Few people visit the permanent display of MTC for that purpose. Visitors who inquire about trade fair
issues or visit the library go around the permanent display. The permanent display is not publicized

through the media. The recognition of permanent display among business people is low.
- Aclear plan of permanent display is not formulated.

Myantrade requests Myanmar producers for products to be displayed. MTC displays the collected
products paying attention to make them attractive. But there is not a clear plan of permanent plan

which include purpose of display, target visitors, ad-hoc display with topic and publicity method.
- The displayed products are not changed periodically.

A minor change of display is conducted time to time. However, large-scale display change has not been

conducted so far.
Library
- Few visitors visit libraries.

Visitors to MTC’s library are still very few because the recognition level among business people is very

low.
- The target of the library is not clearly focused.

The collection of books and publicity do not properly reflect the target visitors of library. The needs of

target visitors should be more focused.
- The variety of stock books does not attract visitors.

MTC'’s library stores directories, yellow pages, publication of MOC, publications of international
organizations (donated), books on export/import procedures, rules and regulations, statistical
yearbooks. The variety of stock has been steadily increased since the establishment. However, the stock

must be increased to improve the attractiveness against business people.
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- The budget to buy books is limited.

No budget is allocated to purchase books to MTC library. MTC try to collect free books from ministries,

associations, NGOs and international organization.
- Library management system has not yet been established.

There is one staff that has a license of librarian at MTC. However, library management system is still in

the course of introduction.
2.25 Exporter Development
There are the following issues in the area of exporter development of Myantrade.
- Systematic and careful exporter development services are not yet provided to potential exporters.

Myantrade recognizes the necessity of exporter development and value chain development of key
industries. However, Myantrade does not have a systematic program for exporter development.

Myantrade extends exporter development services in the forms of training, workshop and onsite advise.
- Technical support is not properly provided to potential exporters.

Myantrade dispatches technical experts to SMEs with the purpose of improving their export capabilities.
Myantrade receives support from NGOs and donors for technical experts. However, dispatch of technical
experts is occasional. It is necessary to develop a program for exporter development in order to regularly

provide support.
- The existing trade training is not sufficient for exporter development in regions.

The collaboration with the Trade Training Institute (TTI) is necessary for exporter development. TTI
currently provides four-month trade training to companies’ employees and entrepreneurs. But trade
training in regions is conducted only on an ad-hoc basis. Some training curriculums, such as export
business planning exercise, are practical for exporter development. More practical curriculums should

be developed and provided as a short course.
2.2.6 Overseas Operation
The issues of trade promotion services by overseas operation are listed below.
- Overseas offices of MOC are very limited.

Overseas operation is an advantage of TPO in providing useful services to local exporters owing to on-
site access to overseas market information and buyers. Overseas offices of MOC are only two trade
representative offices in Nanning (China) and in Taipei (Taiwan), and a permanent mission office for
WTO in Geneva (Switzerland). In addition, a commercial attaché is stationed at 9 embassies among total

25 embassies.

- The major task for trade promotion of commercial attachés is only market information collection.
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The scope of trade promotion activities which commercial attachés should perform is wide. However,
the regular tasks of commercial attachés are collection of market information of countries where they

stay.
The contents of market reports prepared by commercial attachés are very limited.

The commercial attachés make and send a monthly market report, but the contents of report are one

page covering only price information of major commodities.
Scope of work for trade promotion of commercial attaché is not clearly and particularly formulated.

Myanmar government has dispatched commercial attachés on a trial basis. The scope of work of

commercial attachés has not finalized.
Commercial attachés have problem of the limitation of time and budget.

Full-scale of trade promotion activities by commercial attachés is difficult due to the limitation of time

and budget.
Training of commercial attachés is not enough for trade promotion.

The commercial attachés were trained by the Ministry of National Planning and Economic Development

before dispatch. But training on trade promotion by MOC was not provided to them.

2.2.7 Possible Measures for Trade Promotion Service Issues

The following measures can be considered for the issues of trade promotion services of Myantrade.

Table 2-2: Summary of Management Issues and Possible Measures

Issues \ Required Measures
Trade Information
- The contents of export information provided are - Develop a plan for market information
very limited. development for export promotion.
- The capability of market information collection - Enhance the collection of data and information
and analysis is weak. by widening sources, especially overseas sources.
- Myantrade does not effectively utilize database - Prepare guidelines and manuals for market
for trade promotion. research.
- The information on the websites of Myantrade is - Implement the capacity development of market
mostly in Burmese. research.

- Improve the quality and increase the variety of
market reports by identifying the priority of
market information.

- Develop database of market information
(overseas market information, suppliers, buyers,
etc.).

- Improve websites (targeting overseas buyers).

Publication
- There is limited variety of periodical publications - Regularly update exporter/importer directories
for trade promotion. (“Explore Myanmar”).
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Most articles of Commercial Journal are written in
Burmese.

- Brochures of Myantrade’s services and Myanmar
products are neither attractive nor periodically
updated.

There is budget constraint for publication.

The publication is not effectively used for the
promotion of Myantrade’s services.

Increase and enrich articles of Commerce Journal
on overseas market information.

Add English articles on Commerce Journal or the
websites and issue the English version of
Commercial Journal.

Periodically revise and improve the brochures of
Myantrade, MTC, and regional trade centers.

Newly prepare directories and brochures
introducing Myanmar products.

Publish market research reports conducted by
Myantrade in the future.

Upload the contents of publications to the
websites.

Distribute the publications more broadly
including embassies.

advice is very limited.
Visitors who ask for consultation are few.

Useful data and information for consultation
service is not compiled yet.

service.

Publicize the consultation service to attract more
visitors.

Prepare data and information necessary for
consultation service.

Build a collaboration relationship with other
divisions in order to provide timely and adequate
advice.

Trade Fair

- There are insufficient budgets for participation in
overseas trade fairs and for organizing national-
level trade fairs.

Myantrade has not established good trade fair
management policy and management tools.

Support to Myanmar exhibitors for effective sales
promotion is not appropriately provided.

- Trade promotion activities at domestic trade fairs
are not active.

Collect the information of world trade fairs.

Select carefully the priority trade fairs to
participate or support.

Make use of the opportunity of trade fairs for
promotion of national branding.

Have a booth at every domestic trade fair and
extend trade promotion services.

Develop standardized and attractive visual
identify of display booth, brochure, etc.

Enhance supports to exhibitors/participants.
Follow up the results of trade fairs.
Standardize and monitor domestic trade fairs.

Plan and organize a nation-level domestic trade
fair for export promotion.

Inquiry & Business Matching

The number of inquiries currently dealt by MTC is
not many.

Systematic management of inquiry and business
matching has not been formulated.

No follow-up is made after the introduction of
suppliers for an enquiry from an overseas buyer.

Advertise inquiry & business matching service on
the website.

Make use of the opportunity of trade fairs and
incoming trade missions for business matching.

Prepare a manual and brochure for inquiry &
business matching service.

Follow up a business transaction after the
introduction of potential business partners.

Permanent Display (MTC

Few businessmen visit the permanent display of
MTC.

A clear plan of permanent display is not
formulated.

The displayed products are not changed
periodically.

Publicize the permanent displays taking every
opportunity and possible means.

Prepare brochures of displayed products with
photos, producer name, specifications, etc.

Make the display more attractive with the help of
expert.

P plan display with specific theme/objective and
periodically change the products.

Organize an event at the permanent display in
collaboration with an association.

Exporter/Buyer Service (One-stop Window)

General

The recognition level of MTC among exporters and
foreign buyers is low.

Facilities and equipment have not been
periodically renovated.

More networking and collaboration among MTC
and regional trade centers.

- Regional trade center is weak in playing a bigger
role in exporter development.

Regional trade centers must cover whole
region/state with limited personnel.

Enhance the promotion of MTC by organizing
trade events and seminars in addition to the
website and publication.

Renew MTC by reviewing the layout, cleaning up
and adding new display.

Enhance the collaboration network among MTC
and the regional trade centers.

Enhance trade information service of the regional
offices by improving the information sharing
mechanism using the internet.

Library (MTC

Few visitors visit libraries.
The target of the library is not clearly focused.

The variety of stock books does not attract
visitors.

The budget to buy books is limited.

Library management system has not yet been
established.

Clarify the target of library and make policies and
plan of library on the basis of the needs of users.

Consider how to collect necessary books,
statistics, directories, etc.

Develop the library management system
including collection management.

Train librarians on how to manage the library.

Develop e-library (PC + database) to give digital
data of statistics, tariffs, regulations.

Furnish regional trade centers with a library
similar to that of MTC.

Exporter Development

Consultation

- The number of personnel who can give hands-on

Intensively train potential personnel by giving
knowledge and skills required for consultation
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Systematic and careful exporter development
services are not yet provided to potential
exporters.

Technical support is not properly provided to

Develop product experts at Myantrade who are
in charge of hands-on guidance to potential
exporters.

Periodically identify potential exporters as the
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potential exporters.

The existing trade training is not sufficient for
exporter development in regions.

target of exporter development and to provide
integrated support to them in order to realize
their exports.

Strengthen the collaboration with associations
for exporter development.

Provide technical assistance to (potential)
exporters in terms of product quality and product
design.

Design and initiate programs for national
branding.

Support the supply chain development of major
export products.

Support export marketing of exporters.

Start a membership service for exporters and
overseas buyers.

Periodically held a forum for Myanmar exporters.
Increase practical curriculums at TTI.

Design more variety of trade training courses
including short-term courses.

Expand training courses in regions.

Overseas Operation

Overseas offices of Myantrade are very limited.

The major task for trade promotion of commercial
attachés is only market information collection.

The contents of market reports prepared by
commercial attachés are very limited.

Scope of work for trade promotion of commercial
attaché is not clearly and particularly formulated.

Commercial attachés have problem of the
limitation of time and budget.

Training of commercial attachés is not enough for
trade promotion.

Make use of commercial attachés for trade
promotion services to Myanmar exporters and
overseas buyers.

Review and redefine the role of commercial
attachés for trade promotion in order to widen
their activities.

Prepare and provide standard guidelines of
activities for commercial attachés including
market research and other trade promotion
services.

Give additional training to commercial attachés
for trade promotion.

Dispatch officers of Myantrade to the embassies
in the priority target countries.
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Chapter 3 Roadmap for Trade Promotion
3.1 Framework of Roadmap for Trade Promotion
3.1.1  Structure of Roadmap for Trade Promotion

The Roadmap for Trade Promotion is composed of two parts: management enhancement and service
enhancement. The management enhancement aims to cope with management issues, policy, organization,

management system and human resource.

Policy/ —_
Strategy
Organization
Resource Allocation
Management
Enhancement
Human Resource Management
Human Resource Development(HRD) -
Service
Trade Promotion Service Enhancement

Figure 3-1: Sturctue of Roadmap for Trade promotion

3.1.2 Timeframe of Roadmap for Trade Promotion

The measures for strengthening Myantrade’s trade promotion should be implemented in a phased manner
because catch-up with the advanced TPOs in the neighboring countries cannot be realized overnight. The
time framework for strengthening the trade promotion function can be broadly divided into the three
phases with the objectives listed below: i) quick-win action phase (Phase 1), ii) short-term phase (Phase 2)

and iii) medium-term phase (Phase 3).

Phase 1:  The period to build the capabilities of providing basic trade promotion function (for quick-
win actions).

Phase 2:  The period to catch up with the level of the neighboring ASEAN countries in terms of the
scope and quality of trade promotion function (for short-term actions).

Phase 3:  The period to realize the excellent level of trade promotion function that can be compared

with the neighboring countries (for mid-term actions).

Figure 1-x explains the three phases of Roadmap for Trade Promotion.

* JICA Project on Enhancement of Investment Promotion and Export Development has

supported the capacity development for the Phase 1.

Timeframe for Organization Reform

Myantrade was established as a department exclusively specialized in trade promotion. Its organization is
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designed to provide trade promotion effectively by reorganizing DTPCA. The final goal of Myantrade’s

organization is a full-fledged TPO such as is seen in other countries. However, the path to the final goal can

be taken stepwise considering the existing expertise and resources of Myanmar.

Phase 1:

Phase 2:

Phase 3:

To conduct institutional enhancement of Myantrade under the current organizational
framework on the basis of existing personnel and existing services in order to realize more

effective provision of trade promotion services (for quick-win actions).

The duties and functions of divisions are also examined for better service provision

institutional setting.

Organization development measures are introduced to revitalize the organization’s

performance.

To implement an organizational change to create a firm organization which can effectively

provide improved and newly-initiated trade promotion services (for short-term actions).

It is necessary to fundamentally review the organization structure with increased and

trained personnel and newly-design trade promotion services.

To implement organizational change to realize the optimum organization and autonomous

management with the status of an autonomous body (for mid-term actions).

The organization will be further enhanced and to be transformed to be an autonomous
body.

Timeframe for Management Enhancement

Phase 1:

Phase 2:

Phase 3:

To improve the management system that enables the provision of basic trade promotion

services (for quick-win actions).

Basic management methods and tools are introduced and the intensive training on basic

trade promotion service is implemented.

To establish the management system that is common among other TPOs (for short-term

actions).

The management methods and tools that are commonly used by other TOPs are

introduced and training on in-depth trade promotion service is implemented.

To further improve the management system that is by no means inferior to other TPOs (for

mid-term actions).

The management methods and tools are further refined and the capacity development for

high-level trade promotion is conducted.
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Timeframe for Strengthening of Trade Promotion Services

Phase 1:

Phase 2:

Phase 3:

Organization
Reform

Management
System
Improvement

To establish and improve basic trade promotion services (for quick-win actions).
The targets of services are traditional export items and existing exporters.

To realize more value-added services by improving the existing services and designing new

services (for short-term actions).

The variety and quality of services are enhanced to be hands-on services. The targets of

services give more focus on new export items and the development of new exporters.

To realize excellent trade promotion services at the same level as other TPOs with best

practice (for mid-term actions).

The variety and quality of services are further enhanced responding the needs of the

private sector. The targets of services give more focus on exporter development.

Phase 1 - Quick-win Phase 2 - Short Term

Build Basic Catch up Reach Excellence Level
foundation with the standard level of trade promotion
. . Establishment of a fi Change to an optimal
__Establishmentbasic oraanilia{in;r? W?masklﬁgd organization for trade promotion
institutional framework for | (MYANTRADE)
besttrade promotion personnel& . »
organizational development More independence and flexibility
Improvement of Introduction of universal Optimal management
managementsystem managementsystem system for operation
. Good use of Refinement of
n:g;?gdelﬁéﬁ%g{s D managementtools D managementtools
. " Training of in-depth Devel igh-
Training of basic ) 0 evelopmentof high-level
capabil?ty for rade capability ofrade capabilty for trade promotion

promotion promotion

Focus on basic frade Additon of value-added Provision of excellent
promotion services services D services

Promotion focused on Promotion more focused on
traditonal items & existing newitems & new exporters
exporters

Promotion more focused
on exporter development

Figure 3-2: Three Phases of Roadmap

The workflow within Phase 1 for quick-win action is shown in Figure 1-x. This is a start-up stage to

concentrate on the establishment of basic foundation for trade promotion. In this phase, the improvement

of basic trade promotion service is designed and quick-win measures for institutional building, management

enhancement, service provision and human resource development (HRD) are implemented. All these

measures should be conducted in an interrelated manner.
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First Phase “Build Basic”

Design of service improvement

Institutional

Building i

Examination of . .
Development of A Implementation Implementation of
) best organization - .
business plan for .. ¥ oforganization —» organizational
] based on existing
mproved services change development
human resource

Management
System
Improvement

T P ——

Design of SOPs Introduction of management tools ‘

and work flows
Renovation of Goode use of websites and
websites database development

Enhancement
of Service

improved Improvement of existing services and addition of new services

Design of
services T

Human Resource

HRD planning HTraining of personnel/ Technical transfer from outside organizations

Development

Figure 3-3: Framework of Quick-win Action Phase (Phase 1)

3.2 Management Enhancement Plan

3.2.1 Framework of Management Enhancement

The framework of management enhancement for Myantrade’s trade promotion can be summarized as

shown in the following table.

Table 3-1: Framework of Management Enhancement

Management Components Contents
Policy Framework (1) Expand export to the existing overseas markets
(2) Improve market access to overseas markets for market diversification
Export Development (3) Promote the development of new export products for product diversification
Strategies for Myanm (4) Improve the value-addition of export products
EXPOIEGICWIN (5) Improve the competitiveness of export products

Direct Support to Exporters and Foreign Buyers
(1) Export promotion activities

(2) Market development

(3) Product adaptation and product development
(4) Exporter development

Collaboration with Related Organizations

(5
(6
(7

Implementation of the National Export Strategy (NES)

Support to export-related organizations

Promotion of export-oriented foreign direct investment (FDI)

Human Resource
Management

(3

(4,

(5

G

(7

Myantrade introduces management methods and tools which are widely used by the
private sector as well as other TPOs for effective operation of trade promotion
services.

Myantrade creates business-oriented and proactive organizational culture among
officers and staff.

Myantrade focuses on the development and provision of high-quality services for
effective trade promotion of Myanmar.

Myantrade gives the priority of the human resource development (HRD) in order to
improve the level of trade promotion services.

Myantrade strives to ensure the allocation of necessary budget and human resource.

(1

@

(3

(4
(5)
(6

(7

Enhance an organization so that Myantrade can effectively provide integrated trade
promotion services

Modify the organization structure by reviewing the optimal structure for
Myantrade’s services

Realize simple, flexible and smooth operation and avoid the complexity of line of
reporting

Create business-oriented mind-set and work culture among the personnel

Move more trade promotion function in Nay Pyi Taw to Yangon

Establish good work collaboration network among MTC and regional trade centers
by reviewing the scope of MTC and regional trade centers

Become a stand-alone TPO which has an autonomous status

1

(2
(3

Establish budgeting mechanism of budgeting for trade promotion programs &
activities
Search for possible source of funds

Increase own revenue from fee-based services

(1
(2
(3
(4,
(5
(6,

Establish a strong planning function and an administration function

Learn the best practices of other TPOs and design new services

Establish workflows and procedures of trade promotion services

Clarify the line of command and job assignment

Introduce management methods which are effective for management improvement

Develop information system of Myantrade

(1

(2
(3
(4
(5

Conduct total human resource management which interlinks job assignment,
personnel evaluation, career path and human resource development (HRD)

Realize job rotation for the right person in the right place

Develop capable personnel who can be core members for trade promotion
Formulate and implement comprehensive human resource development plan

Make use of sources of capacity development such as TTI and technical assistance of
internal organizations

(1

Myanmar.
(2

trade promotion services.

Myantrade exhibits stronger leadership as the focal point in trade promotion of

Myantrade continues to enhance institutional capability which enables effective

Service Operation
(Trade Promotion
Services)

1)

2)

3)
4)

Develop a mechanism which enable cross-divisional collaboration for interlinked and
proactive trade promotion services.

Take an approach of exporter development including SME exporters which exceeds
trade promotion in a narrow sense.

Provide adequate support to exporters according to the stages of growth.

Confirm the responsibilities of related divisions in providing integrated trade
promotion services to target exporters.
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3.2.3 Policies for National Export Development

Issues of Myanmar’s Export Necessary Export Development Strategies
Considering the current situation of Myanmar’ s export, necessary strategies for export growth of Myanmar o Edb et ep i) o EEERammEm @R eEg reEies
can be summarized as follows: markets such as China, Thailand and {
India e Diversification of markets
e Expand export to the existing overseas markets o High dependence on traditional
products such as commodities and > o New product development and diversification of export
e |tis required to increase supply capacity to increase major export products to the major markets. garments products
The establishment of favorable trade relationship with the neighboring countries and smooth o Low-level of processing and low
- lue-added of T ——» © Enhancement of value-added of export products
logistics are necessary for stable growth of export. VEIIGFER L € P (e BEs
e Necessity of differentiating export e Improvement of the competitiveness of export products
. Improve market access to overseas markets for market diversification products in global market (product differentiation)
*  Top three destination countries, i.e., China, Thailand and India, account for 69% of total export Figure 3-4: Export Development Strategies

(FY2016/17). Market development is required to newly increase major destination countries of 3.2.4 Mission of Myantrade in National Export Development

export.
Myantrade aims to play the following function as its mission to implement national export development
¢  Promote the development of new export products for product diversification .
strategies:

* New export products are created through capital investment, technical transfer and exporter ) .
Direct Support to Exporters and Foreign Buyers

development. Promotion of investments by export-oriented foreign companies (FDI) is also an
effective measure as seen in the experience of advanced ASEAN countries. ‘ Export promotion activities
«  Improve the value-addition of export products *  Myantrade facilitates export businesses between exporters and foreign buyers by providing market
information, trade fairs, trade missions, business meetings, business matching, etc.
*  The processing level of major export products are comparatively low. Most agricultural products

are exported as commodity. Exported garments are low value-added on a production contract basis. *  Market development

Itis also necessary to increase value-added of export products in order to raise Myanmar’s position ¢ Myantrade conducts marketing activities targeting prioritized new markets by conducting market
in the global market. research, trade fairs, trade missions, business meetings and business matching, etc.
*  Improve the competitiveness of export products ¢ Product adaptation and product development
*  Improvement in the competitiveness of Myanmar products in quality and price is a basis for export ¢ Myantrade assists exporters to modify their products according to requirements of target countries
development and building of Myanmar brand. and develop new products to export.
It is noted that “trade promotion” includes a wider scope of activities of expanding export, e.g., exporter . Exporter development

development, than sales promotional activities. . . L
¢ Myantrade should support potential exporters to start exports by providing training, market
information, consultation, etc.
Collaboration with Related Organizations

¢ Implementation of the National Export Strategy (NES)

*  Myantrade robustly promotes the implementation of NES by involving related ministries, the

private sector and international organizations.
e Support to export-related organizations
¢ Myantrade collaborates with export-related organizations such as forwarders, laboratories,
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business associations, etc., and support their activities for export promotion and export

development.
*  Promotion of export-oriented foreign direct investment (FDI)

*  Myantrade collaborates with the investment promotion by the Directorate General of Investment

and Company Administration in inviting export-oriented FDI to Myanmar.

Myantrade’s Services to

Exporters/Buyers

Export Development Strategies

® Export promotion ~ e Expand exports to existing overseas markets

@ Market development —j ® Improve market access to overseas markets
~ o Promote the development of new export Expansion of
© Product adaptation products and the diversification of export === Myanmar’s Export

o Product development  Se——)

Improve the value-addition of export products
» Exporter development o Impf port p!

—

@ Improve the competitiveness of export products
Myantrade’s Export 1
Development Function |
Collaboration with
Related Organizations
® Implementation of National
Export Strategy

® Supportto export-related
organizations

— Promotion of export-oriented FDI

Figure 3-5: Role of Myantrade in National Export Development

Note: Correspondence between Myantrade’s Role and Export Development Strategy

The correspondence between the proposed Myantrade’s role and export development strategies can be
explained according to the Ansoff’s growth matrix. The first quadrant in the matrix is a strategy of market
penetration for expanding existing export products within existing overseas markets. Export promotion is
an effective measure in this case. The second quadrant requires market development to enter non-
traditional markets with existing export products. In the third quadrant, product development is an
applicable strategy of introducing new products development to expand exports to the existing markets.
The fourth quadrant is the diversification of introducing new export products into new markets.

Export promotion is applicable the market penetration in the first quadrant and market development may
fall into the second quadrant. Product development and exporter development are required by the third

quadrant and the fourth quadrant.

Table 3-2: Types of Export Development According to Ansoff’s Growth Matrix

Existing Market New Market

... Market penetration Market development
Existing Product )
- Export promotion - Market development
Product development Diversification
New Product - Product adaptation - Product development
- Product development - Exporter development
- Exporter development - Market development
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3.2.5 Strategies for the Enhancement of Myantrade

Trade promotion of Myantrade primarily targets export development of Myanmar, i.e., the diversification

of markets and products and the upgrading of exporters. Myantrade should act as a key focal point for trade

promotion in Myanmar by building clear strategic direction and strong leadership by overcoming various

internal and external constraints of trade promotion in Myanmar.

The followings are strategies for management enhancement of Myantrade.

1)

2)

3)

4)

Myantrade exhibits stronger leadership as the focal point in trade promotion of Myanmar.

Myantrade extends strong leadership and commitment internally and externally as a stronger promoter

of export of Myanmar as the focal point of trade promotion of Myanmar.

Effective export development needs a collaboration of related ministries such as the Ministry of
Agriculture, Livestock and Irrigation, Ministry of Industry, Ministry of Planning and Finance (Directorate
of Investment and Company Administration), Customs Office et cetera. They collaborate for the
implementation of the National Export Strategy (NES). Myantrade should assume the leadership in

developing good business environment for export development.

Myantrade continues to enhance institutional capability which enables effective trade promotion

services.

It is required to establish an organization with expertise in trade promotion and sufficient allocation of
resources so that various trade promotion services are provided effectively. The organizational goal of

Myantrade is to be a stand-alone TPO which provides full-fledged trade promotion services.

Myantrade introduces management methods and tools which are widely used by the private sector

as well as other TPOs for effective operation of trade promotion services.

Myantrade considers the introduction of management methods for the systematical and effective
management of trade promotion services. These methods include the standard operating procedures
(SOPs), balanced scorecard with key performance indicators, process and service improvement

management with a Plan-Do-Check-Adjust cycle, benchmarking with best practices of other TPOs, etc.
Myantrade creates business-oriented and proactive organizational culture among officers and staff.

Export is a business transaction done between an exporter and a buyer with profit-seeking motivation.
The users of Myantrade’s trade promotion services are mostly private businesses: Myanmar exporters
and overseas buyers. Myantrade must have business-oriented mind to satisfy their demand by its

services.

The organization culture and management of Myantrade has the nature of bureaucracy. Even though it
is a public organization, administration of TPO should have business-minded culture as a service
provider or facilitator for trade promotion characterized by i) focus on good service, ii) strong motivation

for work, iii) professionalism, and iv) loyalty for customers.
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5)

6)

7)

Myantrade focuses on the development and provision of high-quality services for effective trade

promotion of Myanmar.

Myantrade should prepare and start trade promotion services that are regarded valid and commonly
provided by TPOs. It is also necessary to review and streamline the existing services from the viewpoint

of relevance, effectiveness and needs in order to concentrate resource on priority services.

Myantrade gives the priority of the human resource development (HRD) in order to improve the

level of trade promotion services.

The personnel in charge of trade promotion at Myantrade currently do not possess sufficient knowledge
and experience in trade promotion services. Therefore, it is necessary to provide intensive training to
them. The area of training ranges from basic items such as export/import procedures, laws and
regulations, overseas market information, etc. to specific skills such as market research, trade

consultation, exporter development, etc.

As for the training of personnel, it is useful to ask the collaboration of the Trade Training Institute (TTI)
and seek the assistance from possible domestic service providers, donor organizations, other TPOs and

so forth.
Myantrade strives to ensure the allocation of necessary budget and human resource.

The insufficient budget is a big constraint of trade promotion of Myantrade. Even though the budget of
Myantrade is limited, it is desirable to secure minimum budget for trade promotion by examining its
cost-effectiveness. Myantrade gradually increases own revenue from fee-based services by developing

high value-added trade promotion services.

3.2.6 Organization Reform

Obijectives

The establishment of Myantrade, i.e., the transformation of DTPCA into a trade promotion organization, is

one of strategic objectives of NES (Activity No. 4.1.1). The strategy of NES is to establish TPO as a stand-

alone organization with legislation establishing the TPO. Although the status of Myantrade is one

department of MOC, Myantrade is given a discretionary administration in MOC.

Myantrade continues the reformation of organization in line with the progress of service enhancement and

change in needs for trade promotion.

The organization reform should be examined and implemented with the following objectives:

1)

Enhance an organization so that Myantrade can effectively provide integrated trade promotion

services

- The scope of trade promotion is wide because Myantrade must address the challenge of

transforming the traditional export structure. Myantrade needs to promote the diversification of
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2)

3)

4)

5)

6)

7)

products and markets, high value-added export products, export-related infrastructure, innovation

and linkages between investment and exports.

- It is necessary to examine the optimal organization that can realize the provision of services in an
integrated way to work on trade promotion agenda. Myantrade should review the functions of

divisions from the viewpoint of integrated trade promotion services.
Modify the organization structure by reviewing the optimal structure for Myantrade’s services

- Every TPO modifies its organization structure from time to time when they are forced to change
their menu of services and approach of service provision in response to the growth of export

sectors and global business development.

- Myantrade examines the relevance of its organization structure and make necessary adjustment

for better system of service provision for trade promotion.
Realize simple, flexible and smooth operation and avoid the complexity of line of reporting

- It is necessary to review the organization structure for trade promotion in order to realize clear-cut

and flexible decision-making and provision of services.
Create business-oriented mind-set and work culture among the personnel

- It is desirable to create a business-oriented mind-set in order to provide hands-on export support
services. Important factors are value-sharing, communication, cross-divisional collaboration, and
commitment to organizational objectives. It is necessary to repeat the mission of Myantrade which

must be a service provider targeting exporters.
Move more trade promotion function in Nay Pyi Taw to Yangon

- Myanmar Trade Center (MTC) in Yangon serves as the one-stop service center of trade promotion
service of Myantrade. MTC handles all inquiries about all trade promotion services. It is desirable
to move a part of trade promotion function from Nay Pyi Taw to Yangon in order to respond to
inquiries timely and to the point. This is also effective for enhancing the function of market

information.

Establish good work collaboration network among MTC and regional trade centers by reviewing the

scope of MTC and regional trade centers

- Information sharing among MTC and regional trade centers should be enhanced. It is necessary to
link MTC and regional trade centers with internet and a market information database. Human

interaction should be also strengthened mutual understanding and knowledge sharing.
Become a stand-alone TPO which has an autonomous status
- When Myantrade accumulates sufficient expertise of trade promotion and acquires proactive work

culture, the establishment of an independent body becomes an option of more effective
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organization. 3) Become a stand-alone TPO which has an autonomous status

Required Actions - Myantrade will be transformed to be a stand-alone TPO with an autonomous status under a new
1) Establish and enhance basic institutional framework for best trade promotion legislative law. An important factor for the competitive organization of new TPO is the involvement
of the private sector in the forms of board members and/or executive members.
In the Phase I: Quick-win, Myantrade will enhance the institutional framework with the purpose of

establishing an organization for the provision of integrated trade promotion services by the following Organization reform of Myantrade will be implemented stepwise according to the stages of development.

measures.

Myantrade prepares and design functions and services which are generally conducted by TPOs and

required by Myanmar’s exporters.

Myantrade re-examines the functions of each division by including new services and streamlining

unnecessary or ineffective services.

Myantrade takes measures to promote the collaboration among the division for effective provision
of services to exporters and foreign buyers. One example is a matrix or virtual organization by
exporter sector under which relevant division cooperate to provide integrated services to a target

export sector.

Myantrade enhances the communication and collaboration with the private sector by moving more
functions from Nay Pyi Taw to Yangon. Closer relationship with the private sector is necessary to

understand their problems and needs and the implementation of collaborative trade promotion.

Myantrade enhances the functions of MTC and regional trade centers and promote the
collaboration among them. The allocation of more resources to regional trade centers is needed

to realize tangible services by them.

Myantrade establishes a close collaboration with Myanmar’s embassies overseas for trade

promotion.

2) Redesign and implement structural change timely when needed, responding to external/internal

business environments and change of needs for trade promotion

A stepwise approach to strengthening organization for trade promotion is necessary. The sequence
of the organizational reform will be evaluated from the viewpoints of relevance, impact and ease
of implementation. An organization structure should reflect all the aspects of strategy, scope of

trade promotion service, philosophy of administration and the will of management.

It is desirable to move TTI to Myantrade to integrate exporter training to the integrated trade

promotion of Myantrade.

When Myantrade becomes able to provide basic trade promotion services and accumulate a
certain level of experience and knowhow, the organization structure will be examined to provide

more extensive services.
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Phase 1: Quick-win

Phase 2: Short Term

Phase 3: Medium Term

- Establish basic institutional
framework for best trade
promotion

- Modify the organization
structure on the basis of
existing structure for more
effective provision of trade

- Create a firm and well-
organized organization
that enables solid and
satisfactory services.

- Establish sustainable
management and commit
sufficient resources.

- Realize the optimum
organization.

- Give autonomous
management with the
status of an
autonomous body.

promotion services.

Figure 3-6: Steps of Organization Reform

Note: Factors for Designing Organization Structure
Optimal set of functions and services.

An organization structure of TPO is decided according to the scope of services that this TPO plans to
render. The balance of effectiveness and simplicity of an organization is important. Especially, the
functions of domestic trade promotion and SME exporter development need careful consideration
whether they are included or not and what level of importance should be given. The establishment of
overseas branches is also considered from the aspect of available budget and capable human resource.

Optimal job flow for trade promotion

The optimal job flows and collaboration among units for provision of trade promotion services should
be examined in designing an organization.

Optimal/minimum size of organization

Myantrade has a sufficient number of personnel even though most of them have insufficient expertise
and experience. The optimal or minimum size of unit(s) for various trade promotion services should
be examined from which functions are needed for effective trade promotion and what are resources
necessary for those functions.

Optimal organizational layers and decision-making process

The optimum layers should be examined for effective service provision. Simplifying the organizational
layers and decision-making processes is desirable.

Required capabilities and resources

The flexible allocation of human resources and budgets is an important issue in designing the optimal
organization for trade promotion. They are one of the key preconditions of organization design.

Selection of status of trade promotion organization (TPO)

At the decision of a status of TPO, merits and demerits of options, such as a department in
MOC and a stand-alone organization, should be examined considering the current export
situation and policy environment.
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Implementation Schedule
The implementation schedule of actions for organization reform is as shown in the following table.

Table 3-3: Implementation Schedule: Organization Reform

rganization Reform ‘

Action Phase 1 Quick-win Phase 2 Short Phase 3 Medium

1 Establish and enhance basic institutional -

framework for best trade promotion
Redesign and implement structural -
2 .
change timely when needed
3 | Become a stand-alone TPO which has an -

autonomous status

Note: mmm : Core activity period : Continuation or follow-up period

3.2.7 Management System

Objectives

The management system improvement aims at the following improvements:
1) Establish a strong planning function and an administration function

- Strong planning function and administration function are essential for designing of trade
promotion services and effective provision of services. It is necessary to give priority to the
establishment of good planning mechanism and reliable and flexible support by an administration

unit.

- The research function is important to enable the formulation of a competent export promotion
plan. Global business trend and economic situation of Myanmar should be studied and

appropriately analyzed for planning.
- A strong planning function becomes more important when an independent TPO is established.
2) Learn the best practices of other TPOs and design new services

- Other TPOs are good source of information about best practice of management. Myantrade learns

from the experience of other TPOs for its planning of trade promotion services.
3) Establish workflows and procedures of trade promotion services

- Myantrade has currently established procedures and work flows for some of trade promotion
services such as domestic trade information and trade fairs as well as administrative work such as
accounting procedures. However, these procedures are not compiled into documents or shared by

relevant members.

- Myantrade prepares workflows and standard operating procedures (SOPs) including target level of

service, appropriate work process, necessary resource, and required competencies of persons in
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charge.
4) Clarify the line of command and job assignment

- It is observed that the understanding about assigned tasks and how to implement them is often

low among Myantrade officers and staff. A line of command is sometimes not clear.

- It is necessary to clarify job assignment (job descriptions) and establish the line of commend. It is
more desirable to minimize decision-making process through reducing decision steps and

delegation of authority.
5) Introduce management methods which are effective for management improvement

- Myantrade introduces management methods commonly adopted by private enterprises for the
improvement of management of Myantrade. Typical management methods are SOPs, manuals and
guidelines, management by objectives, and key performance indicators. Management by
objectives can be used to ensure that Myantrade’s objectives are interactively deployed
throughout the whole organization. Especially, these methods are useful when Myantrade

becomes a stand-alone organization as TPOs in the advance ASEAN countries have adopted them.

Setting objectives of
Myantrade

Providing ’ ‘ Cascading
feedback to objectives to
Myantrade’s divisionsand

objectives personnel

Cycle of
Management by

Appraising Objectives

performance

of divisions

and personnel i
performance

( ) and progress

Providing _

feedback to
divisionsand Evaluating
personnel performance

Figure 3-7: Cycle of Management by Objectives
6) Develop information system of Myantrade

- It is necessary to prepare and upgrade information system of Myantrade such as trade information
database, exporter/buyer database, website, internet system linking regional trade centers.

Insufficient allocation of computers to officers and staff are solved.

It is necessary to implement the above management enhancement step by step. The good operation of

management methods can be achieved by steadily accumulating know-how and experience.
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Phase 1: Quick-win Phase 2: Short Term Phase 3: Medium Term

- To improve the - To establish the - To further improve the
management system that = management system that is = management system that
enables the provision of common among other is by no means inferior to
basic trade promotion TPOs. other TPOs
services.

- Basic management methods - The management methods - The management
and methods are and methods that are methods and methods are
introduced and the commonly used by other further refined and the
intensive training on basic TOPs are introduced and capacity development for
trade promotion service is training on in-depth trade high-level trade promotion
implemented. promotion service is is conducted.

implemented.

Figure 3-8: Steps of Management Enhancement
Required Actions
1) Enhance strategic planning and formulate annual budget based on the strategic plan

- Myantrade formulates a strategic plan of trade promotion on the basis of the Roadmap for Trade

Promotion. Annual budget planning should be made in line with the strategic plan.
- Myantrade studies best practice of other TPOs and reflect the results of study in the strategic plan.

2) Formulate workflows and clear-cut SOPs for trade promotion activities in order to realize effective

provision of services

- Many officers and staff have insufficient experience in trade promotion services and are not
accustomed to trade promotion service. Thus, it is necessary to prepare the standard operating
procedures, workflows and manuals of trade promotion services so that they can refer to them

when necessary in daily jobs.
- This process will be implemented according to the following steps:
i) Design trade promotion services by reviewing the existing services and adding new services

i)  Develop work flows of trade promotion services by setting target level of services, considering

appropriate work process and required competencies, and resources.

iii) Check the developed workflows and consider streamlining the decision-making process for

efficient provision of services.
iv) Formulate SOPs based on the developed workflows.

v) Introduce management methods such as manuals and guidelines in addition to SOPs.
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3)

4)

Check developed

Designservices / Developwork f|°W5/ work flows /  Formulate SOPs / Prepare manuals /
Design trade Develop work flows Check the developed Formulation of SOPs Prepare manuals
promotion services by setting target level of flows and other For service provision
by reviewing the services, considering by consider streamlining management tools according to the
existing services and appropriate work the decision-making such as manualsand  developed SOPs.
adding new services process and required process for efficient guidelines.

competencies, and provision of services.
resources.
Work Name Work Flow Standard Operating Procedure Application
Form

Name ofwor]

Background

L Program

Genehciaries

Activties Operating

Procedures. Manual

Figure 3-9: Process of SOP Formulation
Introduce the management by objectives and performance evaluation
- Myantrade sets the targets to trade promotion services and periodically evaluate the performance.

The targets are set at the unit level and the personnel level. The results of evaluation are used for

the improvement of services.
Introduce key performance indicators for annual planning and evaluation

- As an original usage, key performance indicators are useful for formulating objectives of activities
and quantitative/qualitative measurement of achievements. Key performance indicators are set at

the whole Myantrade level and at each division level.

- As most of personnel of Myantrade are not familiar to the provision of trade promotion service,
the introduction of the concept of key performance indicators is useful to promote their

understanding of clear objectives and achievements of their tasks.

Table 3-4: Example of Key Performance Indicators

Indicator Year 1 Year 2 Year 3

No. of Market Reports

No. of Trade Fairs Participated

\Value of Sales Contracts at Trade Fairs
No. of Outbound Trade Missions
/Amount of Sales Contract by Trade
Missions

No. of Seminars

No. of Participants of Seminars

No. of Access to Websites

No. of Companies of Exporter Database
Other indicators are to be continued
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5) Promote the use of information technology (IT)

- There are many problems for the use of IT at Myantrade. For example, a personal computer is not
allocated to all the officers and staff. Records of inquiries or consultation are not maintained in the

form of database. The websites need the improvement to be more user-friendly.

- Necessary measures are the digitalization of procedures and documents, training on how to use
basic applications, allocation of IT equipment, and use of internet for daily operation and internal
communication. The website should be also upgraded and used more actively for trade promotion.

Implementation Schedule
The implementation schedule of actions for management system is as shown in the following table.

Table 3-5: Implementation Schedule: Management System

‘ Management System

Action Phase 1 Quick-win Phase 2 Short Phase 3 Medium

I

Enhance strategic planning and formulate
annual budget based on the strategic plan

Formulate workflows and clear-cut SOPs
2 | for trade promotion activities in order to
realize effective provision of services

Introduce the management by objectives

Il

g and performance evaluation .
" Introduce key performance indicators for
annual planning and evaluation |
5 Promote the use of information ‘
technology (IT) :
Note: = : Core activity period : Continuation or follow-up period

3.2.8 Human Resource Management (HRD)
Objectives
The organization reform are conducted with the following objectives:

1) Conduct total human resource management which interlinks job assignment, personnel evaluation,

career path and human resource development (HRD)

- Under total human resource management system, job assignment, personnel evaluation, job
rotation, career path and HRD are interlinked. Proper personnel evaluation and feedback is
necessary for improving motivation of officers and staff. It is important to conduct personal
evaluation in alignment with management by objectives as mentioned above in “1.5.6

Management System”.
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Figure 3-10: Process of Total Human Resource Management
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2) Realize job rotation for the right person in the right place

- Allocation of the right person for the right place is an effective way of improving the quality and

productivity of services as well as motivation of personnel.
- Job rotation is decided according to career path plan of personnel based on personnel evaluation.
3) Develop capable personnel who can be core members for trade promotion

- Knowhow and experience of trade promotion services are very lacking among most personnel of

Myantrade. It is an urgent issue to create competitive personnel for trade promotion.
4) Formulate and implement comprehensive human resource development plan

- Myantrade currently has no specific human resource development (HRD) plan for each officer and
staff. Officers and staff do not recognize their own career development plan. It seems that the
management chooses participants of training haphazardly. Unclear job assignment is also one of
reasons.

Myantrade will formulate a HRD plan and provide effective training based on competencies
required for individual officer and staff. The HRD plan must have a viewpoint of improving

competencies of personnel to the satisfactory (or target) level of service.

5) Make use of sources of capacity development such as TTI and technical assistance of internal

organizations

- TTI has accumulated training expertise on trade promotion and international business. Various

international organizations may provide training programs for Myantrade personnel.

Required Actions

1) Utilize the evaluation system of personnel for carrier development, HRD and personnel allocation

- Theresult of personnel evaluation base on the management by objectives can be utilized for carrier
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development, capacity development and personnel allocation.

- Under the management by objectives, in addition to individual performance target, an officer/staff
periodically has a meeting with his/her superior to discuss his/her competency improvement,
expected role, and how to achieve such a goal of capacity development by both on-the-job training

and off-the-job training.

2) Formulate a carrier development plan of personnel from a long-term perspective

- The concept of career development of each officer and staff is important for the human resource
development of Myantrade. It is necessary to develop a training plan considering the career

development perspective.

3) Implement the job rotation as a part of career development and allocate the right persons to the

right places

- The job rotation should be conducted from the perspectives of career development and allocation

of the right person to the right place.

4) Formulate a training plan based on the results of Training Needs Analysis

- A training needs analysis (TNA) aims to identify a gap of existing competencies (knowledge, skills,
and attitude) of an officer/staff and competencies required to perform his/her job. Myantrade
should develop a training plan for personnel in charge of trade promotion by conducting TNA. The

plan should consist of on-the-job training and off-the-job training.

5) Conduct training for step-by-step capacity development according to the priority trade promotion

services and the level of personnel

- Myantrade designs training courses and curriculums by considering to priority services to be
enhanced and how to effectively train personnel in charge of those services step by step. The factors
to be considered are method of training such as on-the-job training, off-the-job training or
combination of them, training term, level of targets such as beginners, intermediate, or advance,
and so on. Post training evaluation is important to increase the effectiveness of training responding

the feedback from participants.

6) Select potential personnel and intensively train them to become key persons of trade promotion,

experts of product/market, or trade advisor

- Knowledge and experience of trade promotion are very limited among the personnel of Myantrade.
It would be effective to select a group of potential personnel and provide intensive training in order
to realize good trade promotion service in the short term. This group is expected to become future

leaders of Myantrade.
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7) Collaborate with TTI for personnel training on trade promotion and international business

- TTI has accumulated curriculums and expertise of training on international trade promotion and
international business. TTI has also developed training management capability. However, TTI’s
assets are not fully utilized for training of Myantrade personnel on export promotion. It is necessary
to prepare curriculums for Myantrade officers and staff and dispatch them regularly. TTI’s training

is effective especially for newly-recruited personnel.

- On the other side, Myantrade make recommendations for the improvement of TTI curriculums and

training material by feedbacking the needs of exporters.

8) Make use of technical assistance of international organizations for capacity building of personnel

- Advanced TPO in other Asian countries have longer histories and experiences in trade promotion
and accumulated know-how. Myanmar can benefit from extensive lessons learned from those
experiences by incorporating them into training programs. International organizations offer
technical assistance in the area of trade promotion. Myantrade can use those opportunities for

training of personnel.

Implementation Schedule
The implementation schedule of actions for human resource management is as shown in the following table.
Table 3-6: Implementation Schedule: Human Resource Management

Human Resource Management ‘ ‘
Action Phase 1 Quick-win Phase 2 Short Phase 3 Medium
Utilize the evaluation system of personnel |

1 | for carrier development, HRD and
personnel allocation

Formulate a carrier development plan of
personnel from a long-term perspective

|
Implement the job rotation as a part of |
3 | career development and allocate the right
|

persons to the right places

2 Formulate a training plan based on the
results of Training Needs Analysis

Conduct training for step-by-step capacity
development according to the priority trade

5 ’ -
promotion services and the level of
personnel
Select potential personnel and intensively
6 train them to become key persons of trade

promotion, experts of product/market, or
trade advisor

Collaborate with TTI for personnel training
7 | on trade promotion and international
business




Make use of technical assistance of
8 | international organizations for capacity
building of personnel

Note: = : Core activity period : Continuation or follow-up period

3.2.9 Resource Allocation

Resource allocation is recognized as big common obstacle for every aspect of trade promotion enhancement.

Obijectives
1) Establish budgeting mechanism of budgeting for trade promotion programs & activities

- Limited amount of budget is a serious constraint of Myantrade in securing sufficient personnel,
expanding facilities of regional trade centers, building overseas offices and extending robust

services to Myanmar exporters.
- Budget necessary for the proposed trade promotion services should be secured for Myantrade.
2) Search for possible source of funds

- Myantrade should search for possible sources of funds such as associations and international

organizations.
3) Increase own revenue from fee-based services

- Myantrade should develop and increase own revenue from fee-based services from exporters and

foreign buyers.
Required Actions
1) Secure necessary budget necessary for priority trade promotion service

- It is necessary to secure budget to cover expenses for personnel, facilities and equipment that are

required for priority services.

- It is important to prioritize activities and programs within the limited budget from the viewpoints

of the needs and cost effectiveness.
2) Gain the consensus of the government about necessary budget for trade promotion

- It is necessary to formulate attractive export promotion programs and secure necessary budget in
order to gain the consensus of the government about the importance and effectiveness of trade

promotion.
3) Promote the collaboration with the private sector and international organizations

- Myantrade should promote the collaboration with the private sector and international organization

for implementing priority programs for trade promotion.
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4) Increase own revenue from publication, service fees, etc.

- Myantrade should develop value-added services to receive service fees from those services, at

lease, for cost recovery.

- Possible sources of revenue are publication, membership service fee, customized overseas market

research, trade exhibition booth fee, overseas marketing support, commission for e-commerce, etc.

Implementation Schedule
The implementation schedule of actions for resource allocation is as shown in the following table.

Table 3-7: Implementation Schedule: Resource Allocation

‘ Resource Allocation

Action Phase 1 Quick-win Phase 2 Short Phase 3 Medium

Secure necessary budget necessary for
priority trade promotion service
Gain the consensus of the government
2 about necessary budget for trade
promotion
Promote the collaboration with the

3 private sector and international
organizations

4 Increase own revenue from
publication, service fees, etc.
Note: mmm» : Core activity period : Continuation or follow-up period

3.3 Trade Promotion Service Enhancement Plan
3.3.1 Basic Policies for Service Enhancement
The basic policies for the Trade Promotion Service Enhance Plan are as follows:

1) Develop a mechanism which enable cross-divisional collaboration for interlinked and proactive

trade promotion services.

It is not long since Myantrade was established. Therefore, the variety of trade promotion services
currently provided Myantrade is still narrow and mostly limited to the provision of trade information
(which mainly focuses domestic trade information such as commodity prices and transaction volumes),

trade fairs, and a limited scale of consultation.

Trade promotion services to be developed should be inextricably linked across division. Information and
database are basic component of trade promotion services. A variety of services are provided using the
collected information and database. New information and data are collected through service provision.
Therefore, it is necessary to establish a collaborative relationship among the organization and confirm
that all members of Myantrade fully understand their role in Myantrade’s provision of integrated trade

promotion services.
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Figure 3-11: Concept of Interlinked Services for Trade Promotion

2) Take an approach of exporter development including SME exporters which exceeds trade promotion

3)

in a narrow sense.

The development of new exporters is one of essential approaches for export development. In such case,
it is important to support potential exporters, mostly SMEs, since they have insufficient experience in

international trade, insufficient access to trade information and overseas markets.

The Trade Development Division coordinates the implementation of NES activities/projects. These
activities include projects in the area of supply chain development of the priority sectors. TTI under the
Department of Trade train future exporters. In addition, Myantrade provide supports to potential
exporters so that they can get necessary information of export procedures, overseas market information,

technical advice and so on.
Provide adequate support to exporters according to the stages of growth.

The provision of promotional support in an integrated manner to potential exporters is effective helping
them to be become successful exporters. An applicable way is the combination of market information
services, advising, marketing promotion support, and exporter development including trade training. If

trade financing is added, the support would be more effective.

The necessary support to an exporter differs according to the level of exporter’s capability and
experience in export business. The following figure explains what kinds of support are appropriate by

level of an exporter.
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Trade Information Support

Stepsto Start Export

Market Intelligence
Understanding the
requirements of
overseas markets
(quality, price, etc.)

Product Intelligence —
Understanding of
competitors of other
countries

Market Intelligence —
Evaluation of market
opportunities

Necessary Support for Starting Export

Whether a Myanmar
company can export or

No
—> Exporter Development

not
Yes l

Can that company
implement overseas
marketing?

No Advisory, Business Matching,
Domestic Trade Fair

Yes

Product Development
Product Adaptation

Advisory, Made-to-order Market
Research, Export Plan

Implement export
promotion to target
markets

No .
kL . ExportPromotion
Overseas exhibitions, trade missions,
in-store promotion, etc.

Figure 3-12: Necessary Support by Level of Exporter

A combination of various trade promotion services is also an effective support to an exporter in the
process of an export business from export planning, marketing, negotiation until contract. Therefore, it

is desirable to have a menu of trade promotion services that can cover the needs of exporters in the

process of export marketing.

Stage Planning of Export

Search of Buyer

Business Talk

Negotiation &
Contract

- Learning of export
procedures

- Regulations and
specifications

- Business plan

<

-Trade fair
-Business meeting
- Business matching
- Database

- Directory

-

- Learning negotiation skill

- Preparation of negotiation
Brochure, price list,
sample

-

- Learning how to make
contract

- Negotiation of
conditions

- Preparation of contract

o

- Consultation - Participation in trade fair - Consultation -Training

-Seminar - Database of trade fairs -Seminar - Library
Support - Market research - Organizing trade mission - Arranging business meeting - Advisory

- Library - Organizing business meeting - Business matching service

- Advisory - Business matching service (online)

- Market reports (online) - Advisory

- Trade training - Library

- Market research
- Market reports

Figure 3-13: Step-wise Support from Export Planning until Contract

4) Confirm the responsibilities of related divisions in providing integrated trade promotion services to

target exporters.

Myantrade will form groups by priority product to collaborate across the divisions for effective provision
of services targeting the priority industries. Members from the divisions will organize teams to

collaborate to trade promotion of target industries.

An organization consisting of groups by product/industry has advantage of close communication with

the specific industry, accumulation of expertise of specific industry among persons in charge, and the
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development of support program deigned to the specific industry. This will have an effect of training

product specialists who have expertise in specific product/industry.

Divisions of Myantrade

Trade Strategic Domestic Domestic
Information & Trade Trade Development
Information Promotion Division Division
Division Division Target Exporters

Trade Promotion Services
Task Force Fishery Team

Teams by + Market «NES BT - Trade Fair Fishery Industry
i | D - Meeting
Product e
*Industry = Consultation
Food Team . Food Industry
Information = Business Matching
Manufactured *Buyer Manufacturing
Goods Team Information

Export-oriented
FDI Team

Figure 3-14: Matrix Organization for Trade Promotion by Product Group

The important point is that the provision of all trade promotion services at a high-quality level cannot
possibly be achieved overnight. It is practical to strengthen the trade promotion services step-by-step

starting from basic services, although targeting a goal for the future.

The variety and quality of trade promotion services by Myantrade is still at an initial stage of
development. It is necessary to continue to enhance trade promotion services in terms of resources,

experience, and capabilities of trade promotion.

Itis noted that trade promotion services are to be developed according to the development of exporters
in Myanmar. There is a large gap of export environment between Myanmar where the economy has just
recently opened up and the advanced ASEAN countries. Needs for trade promotion by exporters
naturally differ between them. Therefore, actions for service enhancement should be designed by

examining carefully the needs of exporters and overseas buyers and best practice of other TPOs.

Trade promotion services are to be enhanced according to the phases: quick-win phase, short-term

phase and medium-term phase
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Phase 1: Quick-win Phase 2: Short Term Phase 3: Medium Term

- To improve basic trade - To realize more value-added - To realize excellent trade
promotion services. =1 services by improving the = promotion services at the

existing services and same level as other TPOs
designing new services. with best practice.

- The targets of services are - The variety and quality of - The variety and quality of
traditional export items and services are enhanced to be services are further
existing exporters. hands-on services. The enhanced responding the

targets of services give more needs of the private

focus on new export items sector. The targets of

and the development of new services give more focus
exporters on exporter development.

Figure 3-15: Steps of Service Enhancement

Major divisions responsible for individual trade promotion services are as shown in the following table.

However, as mentioned above, other divisions must collaborate and be involved in the provision of services.

Table 3-8: Implementation Schedule: Resource Allocation

Sub-Function Major Division in Charge

Export Promotion Planning Policy Advocacy Planning & Finance Division, Strategic

Trade Promotion Division

Market Information Publication Trade Information and Research
Division

Trade Fair & Exhibition Trade Development Division

Exporter/ Foreign Buyer Support | Consultation, Inquiry & Domestic Trade Division, Trade

Service Business Matching, Development Division (Myanmar

Permanent Display, Library | Trade Center)

Exporter Development Domestic Trade Division, Strategic

Trade Promotion Division

Export Training (Department of Trade Training Institute

Trade)

3.3.2 Trade Information
Required Actions
1) Develop a plan for market information development

Market information is one of the cores of export promotion services. It is necessary to systematically
collect data and information, process them and provide market information which is useful for both

Myanmar exporters and overseas market.
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As for Myanmar exporters the needs for information about overseas markets such as market potential information

and various import regulations are high (Box 1). As for overseas buyers, the needs for information about Myantrade currently publishes little market news and market reports to Myanmar exporters. In order
Myanmar suppliers, trade policies, industry trends, and so on are high. to expand the information provision to the private sector, it is necessary to improve the quality of market
Myantrade will formulate a plan of market information development which includes the priority reports and increase the variety of market reports.

information, methods of provision, and necessary organization. It is also necessary to implement the Table 3-9: Examples of Market Reports

lan step-by-step.
P proystep Types of Reports:

2) Enhance the collection of data and information by widening sources, especially overseas sources - Market news (information of recent trend and events of markets)

It is important to widen the sources of data and information. The major sources of information are the - Market briefs (compact information of overseas markets by product
. . P . - ) and by country/region
websites and published documents of related ministries, trade promotion organizations, industry ¥ y/region)
- Market intelligence reports (detailed information of overseas market

associations, etc. Especially, the sources of overseas market are currently week at Myantrade.
by product and by country/region)

In addition to access to the websites, direct request of exchange of publications is the first step of data - Product intelligence reports (analysis of product competitiveness)
& information collection. The commercial attachés are also an important source of information Purpose:
collection. Donors such as ITC and EU are also good sources of trade information. - Increase the awareness/knowledge of suppliers/exporters
| - Provide necessary information to policy makers
Myanmar 2 Overseas
{
o ‘Other Media & ____ Commercial
Gl — . Website / Attaches /‘ 6) Develop database of market information (overseas market information, suppliers, buyers, etc.)
and Offices of o PSS = o
MOC _ 4 a—
= BEEE: TPO and It is useful to develop a database of market information. The database should be the core source of
Other — 1 da& ( — Government |
M.n.strff_// Information Ministries // information for all trade promotion services of Myantrade.

Collection
by Myantrade

Assouations/— — Associations |

——_  Importers /n

S

Companies Conduct of
-~ Own

— ]
— Research /

Research Wholesaler &

Com| anies//_ ) \ i /
gconp ) .I.teta_llezs, /

== =

— Inquiry and
Business

Matchmaking

National

Branding

Figure 3-16: Source of Data and Information

Advisory
Service

Exporter
Development

3) Prepare guidelines and manuals for market research
Database of
Market
Information

Database of
Myanmar
Exporters

Guidelines and manuals of market research show research items, how to collect and analyze necessary

data & information, and how to write a report. They give guidance to officers and staff engaging in

Database of
Foreign
Buyers

market research and contribute to the standardization of reports.

Market
Research

Membership
Service

Trade
Training

4) Implement the capacity development of market research

The capabilities of market research need further development. A case study method and on-the-job Figure 3-17: Market Information Database as Core of Trade Promotion Services
traini ffective for traini ket h.
raining are eflective Tor training on market researc The needs for information differ according to the type of user as shown in the following table.

5) Improve the quality and increase the variety of market reports by identifying the priority of market Table 3-10: Purpose of Information Collection by Type of User

| User | Purpose | Information ‘
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Exporters

Trade information (Overseas market

Finding of target market information)

Understanding market requirements - Regulations and specifications
Import procedures of target market - Buyers list

Evaluation of potential of market entry - Consultation

Finding of potential buyers - Matching service
Trade Fairs & Exhibitions

Local Non-Exporters

- Trade statistics

Market reports

- Trade information (Overseas market
information)

Being aware of opportunities of export
Understanding export procedures and
export marketing

Overseas Buyers

- Supplier/product information
Evaluation of potentiality as suppler (Supplier Profile)

Export procedures of Myanmar Export regulation information
Finding of potential suppliers Matching service

Exhibitions

Government
Organizations

Trade statistics
Market reports

Information for trade policy and trade
promotion policy
Monitoring of trade trend

The database should include at least the following information:

*  Trade statistics (Myanmar and world)

* Price trends of major product items

*  Laws and regulations of destination countries

*  List of Myanmar exporters

*  Profiles of Myanmar products

*  List of overseas buyers

Table 3-11: Examples of Major Items of Trade-related Regulations by Country

Categories

Information

Restriction of
Countries/Regions

v Restricted countries/regions, etc.

Quantitative Control

v Prohibited and restricted goods
v Import quota system, import control list,
v Safeguard provision and anti-dumping measures

v Regulations on food Sanitation

Product Safety v Regulations on livestock Importation
V Standards and regulation of product safety of manufactured products
Standards v Industrial and agricultural standards of products (for example, 1SO, JIS for Japan)

V/'Standards of weights and measures

Customs Clearance

v Pre-shipment inspection (PSI)
V/Customs clearance documents
VImport licenses, importer registration

Tariffs and Duties

 Tariff classification

V Preferential tariffs

v General Systems of Preferences (GSP)
v FTAs

Certificate

V'Rules of origin, certificate of origin
v Application for import certificate
 Certificates of Import quarantine (e.g. phytosanitary certificate, health certificate, etc.)

Terms of Payment

V' Regulation for payment for import (payment procedure: Letter of Credit (L/C),
Telegraphic Transfer (T/T), import usance, etc.)
V Ceiling of payment by specific countries/products

Supervisory Authority
and Contact

V' Ministry of Trade/Commerce

V/ Customs

Vv Ministry of Finance

V' Ministries regarding to regulations
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7)

v Associations
V'Major industry players
VList of trade fairs

Other Useful
Information

Improve websites (targeting overseas buyers)

The contents of the existing websites of Myantrade are mostly in Burmese. The contents about
international trade promotion are small. It is necessary to renovate the websites and upload information
attractive for both Myanmar exporters and overseas buyers. The contents to be uploaded for trade

promotion are as follows:

Table 3-12: Information on Website

- Events and news related to trade promotion of exports of Myanmar

- Event calendar

- Trade promotion policies of Myanmar (including NES)

- Schedule of trade fairs in the world and in Myanmar

- Trade statistics of Myanmar

- Export market information (targeting Myanmar exporters) (market reports, database of
regulations and specifications of destination countries, etc.)

- Information of Myanmar suppliers/exporters (with product information including photos

- Trade support services of Myantrade

The portal site for trade promotion should be developed by renovating the existing website. This is

because there is no noticeable portal site for Myantrade’s trade promotion services.

The portal site of Myantrade’s trade promotion should increase and enrich contents other than trade

information, for example, business matching, membership service and other service menu.

In order to continuously improve the attractiveness of portal site, it is necessary to monitor users,
evaluate their satisfaction and upgrade the contents to meet their needs. The following figure shows

the process of creating core users of portal site and offer good reference for portal site improvement.

Acqf
Users from ’ Users enjoy the } Users re-visit the ’ Users refer others } Users actually utilize
miscellaneous first site visit. site multiple times. when they like services and realize
channels visit the site. services on the site. exports

Source: Based on Dave McClure, “Web Strategy for Pirates: AARRR!!!”
Figure 3-18: Dave McClure’s Model of Portal Site Development

Implementation Schedule

The implementation schedule of actions for trade information is as shown in the following table.

Table 3-13: Implementation Schedule: Trade Information

Trade Information ‘

Action Phase 1 Quick-win Phase 2 Short Phase 3 Medium

[

Develop a plan for market information

StavelemE 4
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Enhance the collection of data and
information by widening sources,
especially overseas sources

|
|

Prepare guidelines and manuals for
market research

Implement the capacity development
of market research

Improve the quality and increase the
variety of market reports by
identifying the priority of market
information

I

Develop database of market
information (overseas market
information, suppliers, buyers, etc.)

8

Improve websites (targeting overseas
buyers)

f

Note: mmm® : Core activity period : Continuation or follow-up period

3.3.3 Publication

Required Actions

1)

2)

3)

4)

5)

Regularly update exporter/importer directories

It is necessary to regularly update export/importer directories in order to provide latest information.
Increase and enrich articles of Commerce Journal on overseas market information

It is desirable to increase articles about overseas market information for Myanmar exporters.

Add English articles on Commerce Journal or the websites and issue the English version of

Commercial Journal

It is necessary to increase articles in English for overseas buyers such as supply and price trends,

domestic suppliers, economy, etc.

It is desirable to publish English-version of Commerce Journal in the future by starting with a brief

monthly periodical.
Periodically revise and improve the brochures of Myantrade, MTC, and regional trade centers

It is necessary to periodically review and update the brochures adding the latest information. Some

contents in the brochures of MTC currently need updating.

When designing the brochures, it is also necessary to pay attention to good combination and layout of

Burmese and English contents.
Newly prepare brochures introducing Myanmar products

It is useful to make new brochures of Myanmar products targeting foreign buyers.
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Publish market research reports conducted by Myantrade in the future

Myantrade will publish market research reports when its market research capabilities are strengthened.
Upload the contents of publications to the websites

It is necessary to upload PDF files of publications to the websites.

Distribute the publications more broadly including embassies

It is necessary to widely distribute publications targeting foreign buyers.

Implementation Schedule

The implementation schedule of actions for publication is as shown in the following table.

Table 3-14: Implementation Schedule: Publication

Publication
Action Phase 1 Quick-win | Phase 2 Short | Phase 3 Medium
1 Regularly update exporter/importer
directories
) Increase and enrich articles of Commerce

Journal on overseas market information

Add English articles on Commerce Journal
3 or the websites and issue the English
version of Commercial Journal

Periodically revise and improve the
4 brochures of Myantrade, MTC, and regional
trade centers

Newly prepare brochures introducing

il

2 Myanmar products
6 Publish market research reports conducted
by Myantrade in the future
7 Upload the contents of publications to the
websites
3 Distribute the publications more broadly
including embassies
Note: == : Core activity period : Continuation or follow-up period

3.3.4 Trade Fair

Required Actions

1)

Collect the information of world trade fairs

It is necessary to collect information of world trade fairs. The information can be used for the selection

of trade fairs to participate and providing information to Myanmar exporters.
Select carefully the priority trade fairs to participate or support Myanmar exhibitors

Myantrade currently only participates in trade fairs which offer the space for Myanmar products and/or

provide assistance due to their own budget constraints. It is necessary to increase the opportunities of

at
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overseas trade fairs through negotiations with organizer countries after selecting the priority trade fairs.
3) Make use of the opportunity of trade fairs for promotion of national branding

The trade fairs offer a good opportunity of promoting Myanmar products. It is important to utilize the

trade fairs as an opportunity for national branding of Myanmar products.
4) Have a booth at every domestic trade fair and extend trade promotion services

At the domestic trade fairs, it is important to have a booth of Myantrade at the prominent place and

extend promotion activities for Myanmar exports.
5) Develop standardized and attractive visual identify of display booth, brochure, etc.

It is useful to prepare visual identity of display and brochures in order to attract visitors and promote

the national branding of Myanmar products.
6) Enhance supports to exhibitors/participants

It is necessary to provide careful and detailed support to Myanmar exhibitors. The support to exhibitors
should include advance orientation, arrangement of booths and shipment of samples, arrangement of

visas, introduction of potential buyers to invite, support to business negotiations at booths, etc.
7) Follow up the results of trade fairs

It is important to evaluate the results of trade fairs in terms of the number of visitors, popular products,
business transactions by Myanmar exhibitors, etc. and utilize the results for the preparation and

selection of exhibitors for the next time.

It is also important to follow up the business negotiations made at trade fairs by providing support to

Myanmar participants.
8) Standardize and monitor domestic trade fairs

It is necessary to review the standards of domestic trade fair. The standardization of trade fair increases

their effectiveness.
9) Plan and organize a nation-level domestic trade fair for export promotion

It should be considered to periodically organize or sponsor a national-level domestic trade fair. This
trade fair is a good opportunity of promoting Myanmar products from all sectors to international
businessmen.
Implementation Schedule
The implementation schedule of actions for trade fair and exhibition is as shown in the following table.
Table 3-15: Implementation Schedule: Trade Fair and Exhibition

Trade Fair and Exhibition
Action Phase 1 Quick-win | Phase 2 Short | Phase 3 Medium
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1 Collect the information of world trade _'
fairs |
Select carefully the priority trade fairs to

2 participate or support Myanmar
exhibitors

3 Make use of the opportunity of trade fairs *
for promotion of national branding

4 Have a booth at every domestic trade fair *
and extend trade promotion services

5 Develop standardized and attractive visual *
identify of display booth, brochure, etc.
Enhance supports o I ——

6 L .
exhibitors/participants

7 Follow up the results of trade fairs *

3 Standardize and monitor domestic trade *
fairs

9 Plan and organize a nation-level domestic _
trade fair for export promotion

Note: == : Core activity period : Continuation or follow-up period

3.3.5 Exporter/Overseas Buyer Service (One-stop Window)

Required Actions

General:

1)

2)

3)

4)

Publicize MTC and regional trade centers to attract more visitors

It is necessary to publicize MTC and regional trade centers taking every opportunities and possible
means, for example, publicity at trade fairs and TTI training courses, distribution of brochures by

overseas embassies, and promotion on Myantrade’s website.

MTC and regional trade centers hold events such as a small trade fair, seminar, gathering of exporters

and buyers, etc.

Examine the functions of regional trade centers and develop work flows of service for effective and

efficient trade promotion services

It is necessary to standardize the function and work flows of regional trade centers with the assistance
of MTC. The workflows and SOPs of the regional offices should be improved to be more effective and

efficient.
Enhance the collaboration network among Myantrade, MTC and the regional offices

It is necessary to enhance the collaboration network among Myantrade, MTC and the regional office,

for example, through the joint implementation of programs.

Enhance trade information service of regional trade centers by improving the information sharing
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mechanism using the internet

It is important to link the information database to be developed by Myantrade to the regional offices in

order to enhance the provision of useful information by regional trade centers.

Consultation and Advisory Service:

1)

2)

3)

Intensively train potential personnel by giving knowledge and skills required for consultation service

The number of officers who can provide hands-on advice on trade promotion is very limited. It is

necessary to intensively train potential personnel.

Prepare data and information necessary for consultation service

It is necessary to prepare data and information required for consultation service, such as regulations,

market information, etc. in the forms of database, handbooks, etc.

It is also necessary to formulate a manual for consultation service compiling relevant information

mentioned above. This manual can be a useful tool for persons in charge of consultation.

Build a collaboration relationship with other divisions in order to provide timely and adequate

advice

MTC is the one-stop window for consultation service. A person-in-charge cannot answer all inquiries.
An officer of the unit in charge of an issue answers the inquiry in that case. It is necessary to develop a
collaboration arrangement with related divisions of Myantrade, departments of MOC, Custom Office,

related ministries, associations, etc.

As one of tools for consultation service, it is necessary to prepare a list of resource persons who can

answer a consultation.

Inquiry and Business Matching Service

1)

2)

3)

Advertise inquiry & business matching service on the website

The recognition level of inquiry service is low. It is important to advertise Myantrade’s inquiry service

on the top page of the website.
Make use of the opportunity of trade fairs and incoming trade missions for business matching

Trade fairs and incoming trade missions are good opportunity for business matching. It is necessary to
respond the needs of foreign visitors promptly and flexibly by introducing proper potential partners and

arranging business meetings.
Prepare a manual and brochure of inquiry & business matching service

The workflow of inquiry and business matching services has not been completed and shared among

MTC and regional trade centers. In addition to SOP, a handling manual of inquiry and matching service
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4)

5)

6)

should be prepared. It is important to make a brochure of Myantrade’s inquiry and business matching
service and distribute it for promotion of service to visitors to trade fairs, industry associations,

embassies, etc.

Quickly respond to inquiries (to set a target time of response)

It is necessary to set a standard time of response to an inquiry in order to realize quick response.
Follow up a business transaction after the introduction of potential business partners

It is necessary to monitor a business transaction after introducing potential business partners.
Keep records of inquiries and responses as a digital data

It is necessary to keep records of inquires including the results of business matching.

Permanent Display

1) Prepare brochures of displayed products with photos, producer name, specifications, etc.
It is necessary to prepare a brochure of displayed products at the permanent displays at MTC and
regional trade centers for the convenience of visitors.

2) Make the display more attractive with the help of expert
It is necessary to make more attractive displays with the support of display experts. MTC gives guidance
on how to display to the regional trade centers.

3) Plan display with specific theme/objective and periodically change the products
Periodical change of displayed products is considered. Display with a specific theme may offer a good
opportunity of PR and attract new visitors. Possible themes are: selected best Myanmar products,
products of a specific sector, specialty products of a specific region, etc.

Library

1) Clarify the target of library and make policies and plan of library on the basis of the needs of users
It is necessary to make a library plan by defining target users and necessary books. It is useful to check
which books, statistics, directories, etc. are common at libraries of TPOs.

2) Consider how to collect necessary books, statistics, directories, etc.

It is necessary to examine what book stock is priority and how to collect necessary book stock. Types,
usefulness and importance of books, statistics, directory and other documents should be examined, and
collection method should be decided. A way of collecting free is sought, for example, exchange of
publication with domestic/international organization. It is necessary to allocate a minimum amount of

budget for priority publication.
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Develop the library management system including collection management

The library management system to be established should include collection, record of collection,
circulation management, reference services, etc. For the effective management of library, necessary

knowledge and skill as a librarian should be learnt.
Develop e-library (PC + database) to give digital data of statistics, tariffs, regulations

The installation of an e-library (PC + database) is a useful way of providing digital data such as statistics

and other data in the database.
Furnish regional trade centers with a library similar to that of MTC

Itis necessary to set up a library at regional trade centers. The e-libraries of regional trade centers should

also be linked with Myantrade’s database.

Implementation Schedule

The implementation schedule of actions for exporter/ foreign buyer service is as shown in the following

ta

ble.

Table 3-16: Implementation Schedule: Exporter/ Foreign Buyer Service

Exporter/Foreign Buyer Service

Action Phase 1 Quick-win | Phase 2 Short | Phase 3 Medium
General:
1 Publicize MTC and regional trade centers to _
attract more visitors
Examine the functions of regional trade
2 centers and develop work flows of service _
for effective and efficient trade promotion
services
3 Enhance the collaboration network among
Myantrade, MTC and the regional offices —
Enhance trade information service of |
4 regional trade centers by improving the _
information sharing mechanism using the
internet
Consultation and Advisory Service:
Intensively train potential personnel by
1 | giving knowledge and skills required for _

consultation service

Prepare data and information necessary for
consultation service

4 | divisions in order to provide timely and

Build a collaboration relationship with other

adequate advice

Inquiry and Business Matching Service

Advertise inquiry & business matching

1
service on the website

l
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Make use of the opportunity of trade fairs
2 | and incoming trade missions for business
matching

Prepare a manual and brochure of inquiry &

g business matching service

4 Quickly respond to inquiries (to set a target
time of response

5 Follow up a business transaction after the
introduction of potential business partners

6 Keep records of inquiries and responses as a

digital data

Permanent Display

Prepare brochures of displayed products
1 | with photos, producer name, specifications,
etc.

i

2 Make the display more attractive with the _

help of expert | |
3 Plan display with specific theme/objective

and periodically change the products
Library

Clarify the target of library and make policies
1 | and plan of library on the basis of the needs

|

of users | |

2 Consider how to collect necessary books, _I ‘
statistics, directories, etc. | |

3 Develop the library management system _I ‘
including collection management . .

4 Develop e-library (PC + database to give *
digital data of statistics, tariffs, regulations

5 Furnish regional trade centers with a library _I [
similar to that of MTC | |

Note: mmm®: Core activity period : Continuation or follow-up period

3.

3.6 Exporter Development

Required Actions

1)

2)

Develop product experts at Myantrade who are in charge of hands-on guidance to potential

exporters

It is important to develop a product expert for a product within Myantrade. A product expert should
have basic knowledge of industry, monitors market trends, periodically communicates with relevant
associations and companies, and provide hands-on guidance to potential exporters in the industry. It is

desirable that every officer/staff has expertise of a product for at least one industry.

Periodically identify potential exporters as the target of exporter development and to provide

integrated support to them in order to realize their exports

It is useful to periodically survey potential exporters and potential products. The results of survey can

be used for selecting target companies for exporter development.




3)

4)

5)

6)

7)

8)

A series of supports are provided to those potential exporters in an integrated way throughout the

process of export business.
Strengthen the collaboration with associations for exporter development

Exporter development support should include technical training, marketing advice, trade fairs, etc. Such

support can be effectively implemented in collaboration with associations.
Provide technical assistance to (potential) exporters in terms of product quality and product design

Myantrade dispatches technical experts and/or designers in order to develop or modify Myanmar

products to be suitable for entry into overseas markets.

Myantrade dispatches designers to Myanmar exporters in order to support their product/package

design with attractive design.
Implement a national branding campaign to promote Made-in-Myanmar product promotion

Myantrade selects best Made-in-Myanmar products and runs a campaign of those products on national
branding. For example, Myanmar’s tea and coffee has potential of establishing international reputation.

Branding of specific product group or products of specific region/state can be a target of branding.

Myantrade provide consultation to Myanmar exporters on branding. Myantrade supports branding

activities by Myanmar exporters.

Initiate programs for selecting excellent Myanmar export products such as the Myanmar Excellent

Product Award and Myanmar Brand Mark

Myantrade initiates the Myanmar Excellent Product Award and Myanmar Brand Mark with the purpose
of encouraging the product improvement by Myanmar producer s and make use of Myanmar Brand
Mark as a tool of national branding activities. Awarded products are to be promoted by the national

branding campaign.
Support the supply chain development of major export products

Myantrade including regional offices engages in supply chain development activities. The activities
include information collection and provision regarding supply chain, support to solve technical

difficulties by experts, matching of stakeholders, etc.

Myantrade also supports Myanmar exporters to acquire a certification or international standard of

export products.
Support export marketing of exporters

Myantrade dispatches technical experts to exporters in order to improve their export promotion means,
for example, website, company brochure, product catalogue, etc. Myantrade support exporters when

they utilize e-commerce.
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9)

E-commerce is also one of areas of supports to export marketing by Myanmar exporters. Myantrade

operates Myanmar Trade Portal and perform B2B, B2C and e-commerce activities for trade promotion.
Start a membership service for exporters and overseas buyers

Myantrade will consider a membership services for Myanmar exporters and overseas buyer, free of

charge at the beginning.

The purposes of a membership service are i) to effectively provide Myantrade’s market information and
export promotion services, ii) to collect the information of Myanmar exporters and overseas buyers,

and iii) to facilitate business matching between Myanmar exporters and overseas buyers.

The website of Myantrade is the key tool for the membership service.

10) Periodically held a forum for Myanmar exporters

Myantrade organizes forums inviting associations, exporters and stakeholders in Yangon, NPT, and
regions. The purposes of forum are to publicize the recent trade policies and Myantrade’s trade
promotion services, to listen the problems needs of the private sector, to share the success cases of

export, to identify prospective exporters, etc.

11) Increase practical curriculums of trade training

Myantrade collaborates with TTI to implement trade training for potential exporters. It is desirable to
make the curriculums of TTI more practical in developing exporters. Myantrade in collaboration with
TTI collects the needs for training from potential exporters and feed back to training planning of TTI.
Opinions of lecturers of good experience of business should be responded to training planning because

potential exporters sometime do not recognize what are really needed.

12) Design more variety of trade training courses including short-term courses

The current major courses of TTl are four-months Basic Course and week-end courses. It is important to

design more variety of training courses of TTl according to the needs of potential exporters.

13) Expand training courses in regions

There are huge needs for training courses related to trade promotion and trade business. The regional
offices of Myantrade have sometimes held seminars and workshops targeting farmers and SMEs. It is
necessary to expand training courses including mobile training in regions. TTI should support seminars

and workshops by course development, dispatch of lecturers, etc.

Implementation Schedule

The implementation schedule of actions for exporter development is as shown in the following table.

Table 3-17: Implementation Schedule: Exporter Development

Exporter Development ‘
Action Phase 1 Quick-win | Phase 2 Short | Phase 3 Medium
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Develop product experts at Myantrade
1 who are in charge of hands-on guidance to
potential exporters

Periodically identify potential exporters as
the target of exporter development and to

2 o .
provide integrated support to them in
order to realize their exports

3 Strengthen the collaboration with

associations for exporter development

Provide technical assistance to (potential)
4 exporters in terms of product quality and
product design

Implement a national branding campaign
5 to promote Made-in-Myanmar product
promotion

Initiate programs for selecting excellent
Myanmar export products such as the

(3) Provision of intensive training
TTI, MTC and/or regional trade centers periodically provide intensive training to the target
companies.

(4) Support to marketing

Myantrade provide export promotion supports such as business matching and trade fairs to the target

companies.
Myantrade Selection of PI’OVISIIOH of consultation ; o Export Marketing
Target by dispatched experts Intensivetraining Support
Companies (coaches)
l lBusiness Matching, Trade Fair
1 i Understanding Export Formulation . .
f Orientation Export Promotion Activities
Target Companies Business of Export Plan P

1 Year

Implementation Flow of Program

il

& Myanmar Excellent Product Award and
Myanmar Brand Mark
7 Support the supply chain development of
major export products
3 Support export marketing of exporters
9 Start a membership service for exporters
and overseas buyers
10 Periodically held a forum for Myanmar
exporters
1 IncAreAase practical curriculums of trade — !
training 1
12 Design more variety of trade training — ‘
courses including short-term courses |
13 Expand training courses in regions *
Note: mm®: Core activity period : Continuation or follow-up period

Proposed Program for Exporter Development for Action 2

Integrated Exporter Development Program

Objective:
To train up prospective exporters and actualize their exports by providing advisory, intensive training and

export marketing support during a project period (e.g., one year).

Activities:
(1) Selection of target companies

Myantrade selects target companies by evaluating their potential with the criteria and qualification.
(2) Provision of advisory

Instructors (coaches) periodically give face-to-face advice to the target companies. Instructors are

Myantrade officials/staff, outside experts, lecturers, etc.
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Proposed Program for Exporter Development for Action 4

Product (Design) Development Support Program

Objective:
To support Myanmar exporters to develop or design products targeting overseas markets.
Activities:
(1) Selection of target companies
Myantrade selects target companies by evaluating their potential with the criteria and qualification.
(2) Provision of technical experts and/or designers
Myantrade dispatches technical experts and/or designers to the selected target companies.
Technical experts and/or designers support the product (design) development of the target
companies. The target companies develop mock-ups receiving the support.
(3) Follow-up support
Myantrade provides follow-up support to the commercialization and developed mock-ups by offering

an opportunity of exhibiting at trade fairs, promoting in the national branding campaign, etc.

Technical

Expert

(Designer) Idea Exhibit at
Creation Trade Fair

\ P > > >
> > > >

Myanmar v

Exporter - " iil‘ ,-i

Implementation Flow of Program

63

Proposed Program for Exporter Development for Action 5

National Branding Program: Excellent Myanmar Products

Objective:
- To find and certify excellent Myanmar products
- To authorize them to put the Myanmar Brand mark of their packages
- To make use of Myanmar Excellent Products to improve the image of Myanmar products
Activities:
(1) Certification of Myanmar Excellent Product
Myantrade select Myanmar Excellent Products evaluating candidate products from the viewpoints of
technical quality, design and sales service.
(2) Provision of privileges
Myantrade entitles the awarded products to use the Myanmar Brand mark.
Myantrade preferentially provides export promotion services to the awarded products.
(3) Publicity of Myanmar Brand
Myantrade promote the recognition of Myanmar Brand by various means of publicity.
(4) National branding

Myantrade utilizes the Myanmar Brand as a means of national branding activities.

Examples of
National Brand
Marks

THAILAND
Diversity and Refinement
AWARD

SINGAPORE
BRANDS
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Proposed Program for Exporter Development for Action 8

Support to Export Marketing by E-Commerce

Objective:
To promote e-commerce by Myanmar exporters.

Activities:

(1) Information Collection
Myantrade collects information of current e-commerce and success cases. Myantrade also examines
technical and legal issues of Myanmar exporters participating in international e-commerce. MOC
prepares a guidebook on use of e -commerce for Myanmar exporters.

(2) Support to exporters
Myantrade provide advisory to Myanmar exporters which consider the use of e-commerce. MOC
support Myanmar exporters to participate in international e-commerce or e-marketplace.

(3) Development of MOC’s e-commerce site
MOC opens online exhibitions site on the Myantrade’s website. The information of Myanmar

products is uploaded to that site.

Myantrade Website:E-Commerce
amazon
@ °
Participation Participationsnupdeul
©ORakuten

Made in Eb y
Myanmar Myanmar Exporter
Products

Concept of Program

3.3.7 Overseas Operation

Required Actions

1) Make use of commercial attachés for trade promotion services to Myanmar exporters and overseas

buyers

Overseas offices are indispensable for effective trade promotion services and give Myantrade a good
advantage in terms of access to overseas market and information. It is necessary to closely collaborate
with commercial attachés in overseas market information collection, matching between Myanmar

exporters and overseas buyers, support to trade missions, etc.

2) Review and redefine the role of commercial attachés for trade promotion in order to widen their
activities
It is necessary to examine the scope of work of commercial attachés in order to widen the trade

promotion activities of commercial attachés. It is also important to review the flow of instructions and
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reporting in order to establish a good mechanism of collaboration between Myantrade and commercial

attachés.

3) Prepare and provide standard guidelines of activities for commercial attachés including market

research and other trade promotion services

It is useful to formulate standard guidelines of trade promotion services so that commercial attachés

can refer to them any time and so the outputs from commercial attachés are standardized.
4) Give additional training to commercial attachés for trade promotion

Training of commercial attachés on trade promotion services contribute to good trade promotion

services.
5) Dispatch officers of Myantrade to the embassies in the priority target countries

The commercial attachés are often busy in assignments other than trade promotion. It should be
considered to dispatch Myantrade’s officers to the priority countries to exclusively engage in trade

promotion services.

- Collection of market information

- Market research/report

\\ - hing with My
- Market information exporters
- Market research/report - Promotion of Myanmar brand/products

Support to trade missions to Myanmar Retailers/
. —>|
Commercial Consumers

Myantrade Attaché or
Overseas Offices

- Support to trade missions from Industry
Myanmar Associations

- Support to participationin
exhibitions held in that country

Myanmar Buyers
expolrteir/ — (Importers)
association
Myanmar Overseas Markets

Figure 3-19: Functions and Tasks Which Overseas Offices Can Conduct
Implementation Schedule

The implementation schedule of actions for services of overseas office is as shown in the following table.
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Table 3-18: Implementation Schedule: Overseas Operation

Service of Overseas Office
Action

Phase 1 Quick-win Phase 2 Short Phase 3 Medium

Make use of commercial attaches for
trade promotion services to Myanmar
exporters and overseas buyers

Review and redefine the role of
commercial attaches for trade
promotion in order to widen their
activities

Prepare and provide standard
guidelines of activities for commercial
attaches including market research and
other trade promotion services

—
*

Give additional training to commercial
attaches for trade promotion

D

Dispatch officers of Myantrade to the
embassies in the priority target
countries

Note: == : Core activity period

: Continuation or follow-up period

67




Appendix 9:

Human Resources Development Plan for Myantrade
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1 Background
1.1 Establishment of Myantrade

Myanmar Trade Promotion Organization (Myantrade) was established under the Ministry of
Commerce (MOC) in April 2015 by reorganizing the Directorate of Trade Promotion and
Consumer Affairs.

Myantrade, as a national trade promotion organization, assumes the responsibilities of
developing exporters and expand national exports. Myantrade aims to formulate policies and
provide export promotion services to Myanmar exporters, foreign buyers and other
stakeholders with the purposes of:

B Facilitate export by matching Myanmar exporters and trade partners;

B Improve the competitiveness of Myanmar products and services and diversify
Myanmar's exports;

B Develop overseas markets for Myanmar products and services for better market
access; and

B Establish Myanmar brand in the global market

%. !llggngfqﬂg Director General

— Director General’s Office

I 1
Deputy Director Deputy Director General
General (1. 2
(1) ()

Deputy Director Deputy Director

General’s Office General’s Office

r T 1 P ey T 1

Planning & | |strategic Trade Trade Trade
Account Promotion Information & Development
Division Division Research Division Division

Administration
Division

Domestic
Trade Division

Fig. 1 Organization of Myantrade

The concept of Myantrade is originally initiated in the Trade Promotion Master Plan (TPMP) in
2012 and the establishment of Myantrade was included in the National Export Strategy (NES)
as a priority action in 2014. Two roadmaps for the future development of Myantrade have
been developed by donors’ assistance as follows:

B JICA: The Project for Capacity Development of Trade Promotion in Myanmar Phase II,
February 2016

B KOICA: Trade and Investment Policy Consultation and Establishment of a TPO in
Myanmar, September 2016

Japan International Cooperation Agency has started the Project on Enhancement of
Investment Promotion and Export Development in Myanmar in September 2016 with the
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purpose of facilitating capacity development of Myantrade.
1.2 Bottlenecks of Myantrade for Good Trade Promotion Services

Myantrade currently has critical bottlenecks for it capacity of providing good trade promotion
services.

- Level of trade promotion services of Myantrade compares unfavorably with that of
other countries’ TPOs. In actual, only a little meaningful export promotion services have
been delivered to the actual users (exporters and potential exporters). Its services need
largely improved both in terms of quantity and quality.

- The scope of services and their work flow have not been prepared for export promotion
services. In relation, target beneficiary of promotion services is not clearly defined.

- The majority of Myantrade officers/ staff still have insufficient knowledge on export
promotion services and international trade policies and trade business. In reality, they
are occupied with administrative tasks or documentation which are not directly related
to export promotion and exporter development.

- Infrastructure necessary for services is insufficient to provide a satisfactory level of
services in terms of facilities, equipment, IT network, etc.

- Budget for the service is too limited to deliver the meaningful promotion services (even
purchase a single booth of the exhibition/ trade fair).

JICA Project Team has conducted a training needs analysis based on the survey conducted in
December 2016. Based on the results of TNA, both Myantrade and JICA Project Team find it
necessary that Myantrade continuously organizes the training opportunity for its officers/
staffs to acquire the basic knowledge of export promotion services and international trade
business as the necessary background of those engaged in a TPO.

2 Approaches for Capacity Development of Myantrade

Myantrade is at the great moment of change to turn out to be a true trade promotion
organization (TPO).

Myantrade should change with noble mission and responsibilities. Myantrade should
change its culture and way of work, away from long-established bureaucratic thinking.

Myantrade should be business-minded, performance-oriented and agile to offer quality
trade promotion service through extensive capacity development.

2.1 What is Capacity Development

Capacity development can be defined as the process by which individuals, organizations,
institutions, and societies develop abilities to perform functions and achieve objectives,
according to the United Nation Development Program.
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In other words, actual capacity development can be realized by approaching to individual level,
organizational level, and institutional level collectively. And approaches to these three layers
need to be interconnected in a systemic way based on the strategy of organization.

Capacity development is the process of developing
“abilities” to provide services at individual level,
organizational level, and institutional level

Myantrade Capacity Development
Institution . P nhancement
mmmmm) Abilities at institutional level EITEEnE
o e of provision of
rganization trade

promotion
services

e Abilities at organization level
W Abilities at individual level

Mission, Vision and Strategy
Fig. 2 What is Capacity Development

JICA's Roadmap for Trade Promotion has recommended the actions to be taken by the
Myantrade, covering the improvements of i) organization, ii) management, iii) human
resources management, iv) resource allocation, and v) enhancement of trade promotion
services improvement. This is an integrated approach to capacity development as mentioned

above.
Good Export
Customer Promotion Service

Management Service
Methods Development

Internal Process
Management T
System nfrastructure

| Organization I Human Resource

Organization &

People
Culture & Mind-set Mission and Value

Fig. 3 Factors Related to Capacity Development

2.2 Approach to Capacity Development of Myantrade
Phases of capacity development
JICA's Roadmap consist of three phase of Myantrade development.

Phase 1: The period to build the capabilities of providing basic trade promotion
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function (for immediate actions).

Target of Management

To improve the management system that enables the provision of basic trade
promotion services. Basic management methods and tools are introduced and
the intensive training on basic trade promotion service is implemented.

Phase 2:  The period to catch up with the level of the neighboring ASEAN countries in
terms of the scope and quality of trade promotion function (for short-term
actions).

Target of Management

To establish the management system that is common among other TPOs. The

management methods and tools that are commonly used by other TOPs are

introduced and training on in-depth trade promotion service is implemented.
Phase 3: The period to realize the excellent level of trade promotion function that can

be compared with the neighboring countries (for mid-term actions).

Target of Management

To further improve the management system that is by no means inferior to
other TPOs. The management methods and tools are further refined and the
capacity development for high-level trade promotion is conducted.

{ Phase 3 - Mid Term

“Reach Excellence Level”
Phase 2 - Short Term of trade promotion
“Catchup” .
. . Provision of

Phase 1 - Inmediate with the standard level Excellent Trade

P— - Promotion Services
Build Basic )

foundation Focus on Addition of Promotion More

Focused on Exporter

Value-added Trade Development

Establishment and Promotion Services

Enhancementof on

Basic Trade Promotion More
Promotion Services Focused on New
" Products & New
Promotion Focused
on Traditional Exporters
Products & Existing
Exporters

Fig. 4 Development Path of Myantrade
Components of capacity development for Myantrade

As defined in 2.1, capacity development covers the aspects of individual, organization, and
institution. The capacity development of Myantrade proposed in JICA's road map is designed
as interactive combination of enhancement of institution, management, service provision and
human resource as shown in the figure below.




Human Resource Development Plan for MYANTRADE

Capacity Development of Myantrade

Institutional DevEopmm el bE:ta tr)‘:":;::g:tgn g &
nstitutional business plan for [y c?n SiEE —» of organization — organizational
Building improved services o change development
andHR
Management ::;S'g\? o?liiloo:rz Introduction of management tools (including IT & databgse
Improvement l
X Design of
Strengthening Improved Improvement of existing services and addition of new services
of Service services
Human Resource
Development HRD Planning —> Training and Technical Transfer

Fig. 5 Components of Capacity Development of Myantrade

Above all, human resource development is an indispensable and essential component of
capacity development of Myantrade.

Among the actions for the improvement of human resources management, the Roadmap
recommends that Myantrade shall formulate a training plan based on the training needs
analysis, and conduct training for step-by-step capacity development according to the priority
trade promotion services.

3 Human Resource Development of Myantrade

“People (human resource) " is the core of Myantrade’s growth to be a true TPO. Future
Myantrade is constructed by people, sustained by people, and driven by people.

Junior personnel will carry Myantrade 5 years after or 10 years after. Senior personnel will
lead Myantrade 5 years after or 10 years after.

Myantrade should undertake comprehensive human resource development from a
long-term perspective. Myantrade should continue efforts of human resource
development in spite of difficulties such as budget and experience.

3.1 Concept of Human Resource Development

Human resource development (HRD) is the improvement of organizational and individual
performance through training, organizational development and career development. HRD
directly works upon individuals of organization in terms of competency, value, communication
and mind-set to improve work performance and attain the objectives of organization.
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Human resource development is the improvement
of organizational and individual performance
through training, organization development and
Management career development.

- Governance
- Supervision
’ / Competency \
Value People [ communication » Job
Performance

AN
’ Mind-set

Target of Human Resource
Development

Human
Resource
Management

Organization
Culture

Areas Related to Human
Resource Development

Fig. 6 Concept of Human Resource Management
3.2 Policies of HRD of Myantrade
The policies of HRD of Myantrade are:

To develop competencies of human resource so that they can fully exert their potential
to achieve both their own goals and the objectives of Myantrade:

To raise self-confidence of individuals and support their self-realization:
To create performance-oriented mind-set among individuals; and
To create highly motivated and collaborative culture in Myantrade.

HRD in Myantrade shall be implemented focusing on developing potentials of individuals and
supporting their growth as a member of Myantrade. Effective human resource can be
achieved through the combination of the following measures:

Formulation of career development plan
Personnel allocation
Training and education
Organizational development
Appraisal and promotion
3.3 Measures for HRD
Formulation of career development plan

There exist several restrictions for human resource management because Myantrade is a
public institution as a department of the Ministry of Commerce. However, it is necessary to
practice human resource management in order to develop individuals' potentials to the
maximum extent possible.
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The following measures should be taken:
To design standard career paths for officers and staff
To make “a profile sheet” of an individual officer and staff

To prepare a career development plan for an individual officer and staff
Personnel allocation

Personnel allocation is planned and implemented from the two perspectives, that is, a policy
of “right person in the right place” and career development plan of personnel.

The following measures should be taken:
To conduct job analysis and job design according to Myantrade's new functions
To plan personnel allocation based on the needs of jobs and career development plans
To implement job rotation according to career development plans

Training

The purpose of training and education is to improve competencies of officers and staff of
Myantrade. A competency is the combination of knowledge, skill, attitude, etc. that are
needed to successfully perform a job.

Skill and knowledge are easy to easy to observe and measure. A skill is a learned ability and
knowledge is acquired information in a particular field. On the contrary, philological and
behavioral characters are less visible competencies.

Visible 4 N

. Strategic perspective Sharing of Expertise
Competenues Interpersonal Skills

Knowled
nowledse Planning and Eval uating

Organizat ional Awareness

LISTENING Stress Tolerance
Interpersonal i ’ Integrity
il Writing Adaptability Reliability
INITIATIVE Honesty
READING
Stress Tolerance . -
Negotiation Creative Thinking

Attitude

Project Management

Self-control Lmrning
Motivation Less Visible Teamwork  Problem Solving
Competencies Self-Management
Value P GOALSETTING
Self Development
FLEXIBILITY
. Mdivatian Developing others
Curiosity Decision Making
Individual \ Self-confidence /

Fig. 7 Ice-berg Model of Competencies Fig. 8 Core Competencies

Organizational Development

HRD should be supported by organizational development efforts of Myantrade. At the same
time, HRD should facilitate the process of organizational development, i.e., a change of
organization culture.
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The following measures should be taken:
To include organizational development aspect in training and education
To introduce knowledge management and promote knowledge sharing
To promote actual practice of what learned in training and education
The important thing is training is a starting point of organizational development as shown in

the following model.

s8e Management of
Myantrade Supportive
Training Coaching Management

System

| +
Self-confidence

Improvement of \\\
[ ) competencies 4"1 Renewed
(Knowledge and V’ perspective ‘\‘% Organization
skills) Hmmmve “‘v Ownership Culture of
<\ "
\
Personnel Customer - Culture

oriented Mind-set

High
quality High customer
services [ X 1] satisfaction

Exporters/Buyers

Fig. 9 Process of Organizational Development

Appraisal and Promotion
Result of HRD should be adequately and timely appraised.

The following measures should be taken:
To conduct systematic evaluation of training and education (e.g. Kirkpatrick's
Four-Level Evaluation Model)
To introduce management-by-objectives method in Myantrade
To implement adequate promotion of officers and staff who have improved
competencies by training and education.

3.4 HRD System of Myantrade
Organization for HRD
Director General of Myantrade is responsible for
(@) formulating an organization engaging in HRD
(b) formulating policies for HRD of Myantrade

(c) approving HRD Plan of Myantrade
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(d) supervising the achievement of HRD Plan of Myantrade
Deputy Director General of Myantrade is responsible for
(a) assisting the formulation HRD Plan of Myantrade
(b) instructing and monitoring the implementation of HRD Plan of Myantrade
(c) planning training programs of Myantrade
(d) supervising training programs of Myantrade
Director of Administration Division
(@) conducting training needs analysis
(b) formulating HRD Plan of Myantrade
(c) designing, implementing, and evaluating training program
(d) conducting duties related to HRD

Process of HRD

HRD system of Myantrade should follow the process as shown in the following figure.

Myantrade ‘ Myantrade ‘
. Roadmap ' . Business

~ Plar
. Personnel ‘
H_\JnhAnalym‘s‘ | Appraisa!‘),.,

Training . | Trainng . | Training . Traning -

Needs | Program | Program 5 Program

Analysis Design Implementation” | Appraisal -~

Fig. 10 Process of HRD

Method of Training

Training methods of Myantrade can be classified into three types:
1) On-the-Job Training
2) Off-the-Job Training
3) Self-learning

On-the-job training is a training conducted at work place. Off-the-job training is a training
which is conducted at a site away from actual work environment. Self-learning is an
individual’s activity of developing oneself.
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Table 1 Methods of Training

Method Major Technique Characteristics
On-the-Job Training - Job instruction - Contents of training are directly
- Coaching related to actual job.
- Manual - Contents of training tend to be

custom-made for individual trainees.
- Trainers usually have enough
experience.
- Contents of training must be
systematical organized for efficiency.
- Trainees are usually motivated.

Off-the-Job Training - Classroom lecture - Training is not directly in the context
- Conference of job.
- Role playing - Itis adequate to provide knowledge
- Simulation to a larger number of trainees.
- Field tour - It is often formal and how to maintain
trainees’ motivation is an issue.
Self-learning - Book reading - It is more flexible in time and place.
- Test - Itis adequate to provide general
- e-learning knowledge.
- How to maintain trainees’ motivation
is an issue.

4  Training Implementation Plan of Myantrade

HRD of Myantrade starts with training of personnel with the purpose of improving their
competencies, i.e., knowledge, skills, and attitude. At the same instance, the perspectives
of change in mind-set and career development should be stressed

Under constraints of budget and know-how, it is important to consider step-by-step
training with priority and the use of outside resources and opportunities.

4.1 On-the-Job Training Program
Objective of training

The objective of on-the-job training is to provide practical knowledge and improve skills how
to perform the job. It also aims to raise motivation of trainees.

On-the-job  training of Myantrade should be conducted based on the
management-by-objective (MBO) system.

Trainers' training is indispensible for on-the-training. Therefore, trainers training are
conducted in advance.

Trainees

Target of on-the-job training are newly-recruited personnel and junior personnel. Personnel
from other divisions also become target trainees with the purpose of widening their
knowledge and skills.

10
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Trainers

A director/deputy director of a division becomes a training coordinator and make schedule
and assign necessary training.

Senior personnel are assigned as mentors of trainees and provide guidance to trainees.
Preparation of training materials
The following materials are prepared for on-the-job training:
- Work flows, job descriptions and job specifications;
- Job manuals;
- Trainees files
- Management-by-objective (MBO) sheet
- OJT plan for individual
- OJT monitoring sheet
- Trainers manual
Process of training

The process on-the-job training is as shown in the following figure. At the start, goals of
training are set and a training plan is formulated for individual trainee. The achievement is
monitored in the middle of training and goals and training plan are adjusted. At the end, the
achievement of training is evaluated.

Assignment
of Trainers

Decision of

Subject Job

Target
Setting

Instruction at
Work Place

Instruction at
Work Place

Fig. 11 Process of On-the-Job Training
Period of Training

The period of training depends on goals and contents of training needs.

1
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An orientation training of new personnel is conducted within a short period, for example, one
to several months. Introductory training of specific skill or procedure is also within a short
period. On the contrary, training for mastering proficiency of a job at work place takes a
longer period, for example, one year or more.

JICA Project Team will assist Myantrade to implement on-the-job training. Especially, JICA
Project Team will provide guidance to the participants in pilot programs.

How to Implement

According to a purpose of training and target trainee, a responsible division becomes the
administration division or a division to which a trainee works for. On-the-job training of
Myantrade takes the following steps:

Step 1: Identify the needs of on-the-job training for individual officers and staff

A director identifies the gap between expected level of performance and displayed
performance for individual officers or staff.

The director decides target trainees based on the above gap analysis
Step 2: Design appropriate on-the-job training for individual officers and staff
To examine appropriate training to improve their competencies to perform their jobs

To formulate training program for them including competencies to be developed,
trainers (mentors), training period, indicators for evaluation

Step 3: Prepare necessary materials for on-the-job training
To prepare materials such as job description, job manual, evaluation sheet, etc.
Step 4: Set goals for on-the-job training

The director makes an interview with an individual trainee for good understanding by
the trainee and consensus on goals

Step 5: Implement on-the-job training

The trainer provides hands-on instruction and advice to the trainee on how to
perform the job

Step 6: Evaluate the result of on-the-job training at the middle of training

The director and trainee jointly evaluate the achievement of training at the middle of
training. They discuss constraints of job, solution and adjust the goal of training.

Step 7: Continue on-the-job training
The trainer and trainee continue the training based on the modified plan
Step 8: Make final evaluation

The director, trainer, and trainee evaluate the result of training.
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4.2  Off-the-Job Training Program
Objective of training

The objective of off-the-job training is to provide knowledge and skill on how to perform the
job in the form of classroom lecture.

Trainees
All officers and staff of Myantrade.
Trainers

Trainers who have sufficient expertise necessary for a topic of training are selected. Trainers
are from Ministry of Commerce including Trade Training Institute (TTI), other ministries,
academics, private sector, donors, etc.

Types of program

Training programs on general subjects cover common knowledge and skill that Myantrade
personnel should understand and utilize on daily work.

Training programs on specific subjects teach a field of special expertise that is used by
personnel engaging in specific work.

Training programs for newly-appointed personnel are targeted to train newly-appointed
personnel on trade promotion service rendered by a new unit.

The most common style of off-the-job is classroom lectures. The contents of classroom
lectures should be not only one-way lectures but interactive lectures, discussions and group
work with participatory approach.

Process
The process of off-the-training is as shown in the following figure.

At the first step, training needs are identified. At the

second step, goals of training are set. At the next step, ';'fe{',;mg
a training program is formulated so that it can Needs

achieve training goals. At the forth step, a training

- . Evaluating Setting
program is implemented. Curriculums should be training training
systematically organized to achieve training goals by program sl

arranging professional lecturers with knowledge and
expertise in the given subject area. At the final step,
the effectiveness of a training program is evaluated.
The result of evaluation is used for planning of next
training.

Implement-

ing training
program

Designing
training
program

Fig. 12 Cycle of Training Program
Evaluation of a training program should be conducted according to the four steps of
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Kirkpatrick's evaluation model.

Table 2 Kirkpatrick’s Four-Level Evaluation Model

Step

Evaluation object

Evaluation method

1. Reaction
(measurement of
implementation

Evaluation of programs, made by
trainees

v Evaluation of the instructor and the

Questionnaires and
interview

(measurement of
understanding)

result) contents (mainly, subjective feeling of
satisfaction)
2. Learning Evaluation of trainees’ learning Questionnaires, interview,

and instruction (mainly, objective
understanding)

v Evaluation of the contents, design, test, and self-check

3. Behavior
(measurement of
performance in
workplaces)

Change in trainees’ behavior after the
program

to workplaces

v Evaluation of change in individuals’ and comparison with
behavior, and utilization of leanings | previous data

Interviews with trainees,
supervisors, and observers,

4. Results
(measurement of
cost effect)

Positive effects of the change in behavi
on organizations

specified needs are filled

v The extent to which the gaps in the previous data

ior | Group interviews and
Comparison with the

Model Training Courses for Myantrade

Tentative training courses of Myantrade are as shown in the following table.

Table 3 Training Courses of Myantrade

Subject faidet Basic Subjects Advanced Subjects
Competency
Policies and plan of Myantrade 'slo;;c:tggtmg and planning of
Foreign trade policies of Policy making on foreign trade
Myanmar
Industrial policies of Myanmar
Knowledge Foreign trade procedures Advanced foreign trade procedures
International business Advanced international business
International marketing Advanced international marketing
General Trade promotion Advanced trade promotion
Sulgjeei Corporate management
Basic IT skill Advanced IT skill
Technical Basi . Advanced English, basic other
skills asic English languages
Report writing Research skill
Communication Leadership
Soft skills Team work Strategic thinking
Management Skill
Basic market research Advance market research
Specific Knowledge & Bas?c trade fair management Advanced trade fair management
Subject Skill Basic database management Advanced database management
Basic website & network Advanced website & network design
design and operation and operation
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Basic trade representative Advanced trade representative
Subject for Basic market information & Advanced market information &
newly- research services research services
appointed Knowledge & Basic trade fair management Advanced trade fair management
personnel Skill Basic market development Advanced market development
(Promotion Basic exporter development Advanced exporter development
Service) Basic trade representative Advanced trade representative

Training courses of Trade Training Institute (TTI) should be highly utilized for
training of Myantrade. TTI's training on trade policies, trade practice, and international
business is quite useful, especially for junior personnel. It is necessary for every officer
and staff of Myantrade takes a course of TTI in order to acquire basic knowledge
about trade practice and international business.

It is also recommended that Myantrade develop new training courses jointly with TTI
for training courses that do not exist.

Target of training courses differs according to the year of experience and position of individual
personnel. The basic concept of target participants is as shown in the following figure.

General: Advanced

Manger

Promotion Service: Advanced
Specific: Advanced

s

Promotion Service: Basic Senior Personnel
Specific: Basic

General: Basic

Junior Personnel

Fig. 13 Training by Echelon
Budget for Training

The biggest constraint of training is the budget. The budget of Myantrade is limited to
conduct all the necessary training programs to its personnel.

The following measures should be taken to implement training courses as many as possible.

1) To utilize internal resource of lecturers, such as senior personnel and directors is
utilized;

2) To utilize TTI training courses; and
3) To utilize opportunities of training offered by donors and other institutions.
JICA Project also conducts several training programs during the project period. At the dispatch
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of participants to donors' training courses, it is necessary to nominate participants from
individual capacity development plan.

How to Implement

The administration division is responsible for planning off-the-job training, i.e., lecture-style
training courses.

Step 1: Identify the needs of off-the-job training
The administration division collects the information on the needs for training. .

It identifies training courses highly needed for improving the performance of
Myantrade.

Step 2: Prepare an annual training plan for Myantrade

The administrative division, through the consultation with other division, formulates
an annual of training courses. Training courses may be chosen from Table 3 or be
newly designed according to the needs.

Step 3: Plan each training course in the annual training plan

The administration division decides a person in charge of each training course. A
person-in-charge is not necessarily from the Administration Division.

The administration division allocates necessary budget for the training course.

The person-in-charge prepares curriculums and makes a plan of the training course
including goals, candidate lecturer, number of participants, venue, date, etc.

Step 4: Prepare the training course

The person-in-charge decides participants, arranges lecturers and prepares teaching
material, equipment, etc.

Step 5: Implement the training course
The course is implemented according to the plan.
Step 6: Evaluation of training course

The person-in-charge evaluates the course based on his/her observation,
questionnaires from participants and evaluation by lecturers. The person-in-charge
makes and submits a report of training course.

Step 7: Evaluation of the annual training plan

The evaluation of the training course is included in the report of the annual training
plan. It is also utilized in planning of the next year annual plan.
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4.3 Self-learning
Objective of training

Myantrade should encourage self-learning of officers and staff. Myantrade should provide
supports to them by introducing learning materials, incentives, etc.

Type of subject

There are several subjects for self-learning of officers and staff of Myantrade. Above all,
English is the most important subject for self-learning. English proficiency is generally low

among Myantrade personnel. English is absolutely necessary skill for trade promotion services.

Therefore, it is important to encourage Myantrade personnel to study English.
Encouragement of self-learning

It is one of measures for encouragement to carry out an English test to measure proficiency of
personnel. Periodical coaching and/or short-term training also encourage self-learning of
personnel.

How to Implement

Myantrade should encourage self-learning of English. The self-learning of English is promoted
as follows:

Step 1: Find adequate learning tools for English learning

The administration division collects the information on learning tools for English.
They include textbooks, on-line sites, podcasts, newspaper, magazines, etc.

It prepares a guide brochure of English learning considering steps of learning
and proficiency level required for officers and staff of Myantrade.

Step 2: Evaluate the English proficiency level of officers and staff of Myantrade

The level of English proficiency is evaluated by self-assessment, test, and/or
observation by superiors.

Step 3: Encouragement of self-learning of English

Myantrade encourages self-learning of English by providing a guide brochure on
how to learn English.

Step 4: Encouragement of organizing a small group of learning by Myantrade personnel

Myantrade encourages a small learning group by several colleges to learn
English together.

Step 5: Periodical evaluation of progress of self-learning

Myantrade periodically evaluate the improvement of English proficiency of
officers and staff. It is also considered to give some incentive to self-learning.
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Besides English, it is also important to promote a voluntary small group activity for
self-learning, work improvement, etc.

5 Plan of HRD Program by JICA Project

JICA Project Team will support the capacity development and human resource
development of Myantrade during the project period. The main purpose is to support
Myantrade to build capabilities in providing basic trade promotion services.

5.1 Approach to HRD by JICA Project
HRD for Capacity Development of Myantrade by JICA Project

JICA Project Teal plans to implement the capacity development of Myantrade on trade
promotion.

As an organization level, JICA Project Team plans to revise the road map of Myantrade
development. JICA Project Team also supports the institutional development of Myantrade.
These activities include planning of business plan, organizational review, management system,
etc.

As individual trade promotion level, JICA Project Team supports the design of service
improvement, formulation of work flows and standard operating procedures, guidance to
pilot project members for priority services.

JICA Project Team and Myantrade have selected the following services as subject priority
services as immediate actions in the proposed roadmap:

- Exporters data management (exporters’ profile database)

- Overseas market information/ data collection and provision

- Overseas market research/ study, exhibition/ trade fair management
- Strengthening of MTC and regional trade centers

As the following figure shows, HRD, i.e, training is an important component of capacity
development activities of JICA Project. Without training, the capacity development of
Myantrade cannot be achieved.
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Pilot projects for improving trade promotion services
Supportto Priority
Trade Promotion Consulting Designing of improvement of trade promotion services
Services of X .
Myanlrade Training [On-the-job training on pilot trade promotion services ] TGS 'Pm‘lz;it:;d
Traini - . . Target: Related Myantrade
Training Off-the-training on specific subject/ new-personnel personnel
Supportto
g Training | | Off-the-training on basic knowledge and skill Target{ All Myantrade
Institutional {faining g . personnel
Enhancement of
Myantrade Consulting [Supportto planning and institutional development ]
Planning and itutional devels of M d
[l [l >
T T
Feb Dec
2017 2017

Fig. 14 Approach of Capacity Development by JICA Project

Types of Training for Myantrade by JICA Project

JICA Project Teal plans to implement two types of training targeting Myantrade personnel in
the Project.

General off-the-job training:

Classroom lectures on basic knowledge and skills targeting all Myantrade personnel with
the purposes of sharing Myantrade mission and strategy, teaching knowledge of trade
policies, basic international business, and trade promotion, improving basic technical
skills and raising motivation of Myantrade personnel.

Off-the-job training for pilot projects:

Classroom lectures and/or workshops targeting mainly participants of pilot projects with
the purpose of training on advanced/specific knowledge and skills that are necessary for
the subject services.

On-the-Job Training for pilot projects:

Hands-on guidance is provided to participants of pilot projects on how to precede
subject trade promotion services. Trainers (mentors) are JICA Project Team and senior
members of Myantrade.

5.2 Plan of General Training Course on Basic Knowledge and Skills
Objectives

A training course on basic knowledge and skills is intended for all Myantrade personnel to
acquire the basic understanding of international trade policies, export promotion services and
trade procedure, as basic knowledge required for those engaged in a TPO.
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Contents of training

A training course on basic knowledge and skills covers the following subjects:
Myantrade’s strategy: Myantrade’s current strategy and plan, services, etc.

Trade policy: Major trade issues of Myanmar, latest trade policies of Myanmar,
National Export Strategy (NES), etc.

Trade Business: Overview of trade practice/procedure, INCOTERMs, trade licensing,
procedure, settlement, custom clearance, international marketing

Trade promotion services:  Roles and functions of TPO, lines of export promotion services,
roadmap of Myantrade.

This training course is conducted as the following style.

Period: 3 days training
Venue: Offices of MOC in Nay Pyi Taw, Yangon, Mandalay, etc.
Target participants: Around 50 officers and staffs of Myantrade for each time

Time Schedule

JICA Project team plans to conduct a training course on basic knowledge and skills twice
during the period from February to March 2017 with the budgetary support of JICA Project
Team. One is in Nay Pyi Taw and the other is in Yangon.

5.3 Plan of Training under Pilot Projects for Trade Promotion Service
Objectives

JICA Project Team plans to organize and support pilot projects for improving/developing
trade promotion services as mentioned above.

The priority trade promotion services identified for pilot projects are as follows:
- Exporters data management (exporters’ profile database)
- Overseas market information/ data collection and provision
- Overseas market research/ study
- Exhibition/ trade fair management
- Enhancement of MTC and regional trade centers

Under the pilot projects, on-the-job training and off-the-job training are provided targeting
Myantrade's participants of the pilot projects.

Time Schedule of Pilot Projects

The time schedule of implementing the pilot projects are as shown in the following figure.
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The pilot projects start in March 2017. At this time, team members are selected and teams for
pilot projects are formed. The implementation plans for pilot projects are formulated by the
pilot project teams.

The pilot project teams implement the pilot project activities with the guidance of JICA Project
Team. JICA Project Team conducts training course/workshop for pilot project members on
advanced knowledge and skills specific to the subjects of pilot projects.

At the end of pilot project period in December 2017, the pilot project members and JICA
Project Team evaluate the achievements of pilot projects.

March June September December
2017 2017 2017 2017
Start-up Evaluation
Pilot of Pilot Project Activities by Pilot Team of Pilot
Project Project Broject
Activities —
o Team formation o Evaluation
t ° Planning
Technical First {'Ad-hoc } :"//Ad»ho;\:
Transfer by Specific §SpejCiﬁC; i Specific |
JICA Team Training ETralnlng; iTrainingi
H

[

Hands-on Hands-on Hands-on Hands-on
Guidance Guidance Guidance Guidance
byJICA byJICA by JICA by JICA
Team Team Team Team

Fig. 15 Time Schedule of Pilot Project
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Attachment: Result of Training Needs Analysis

Report of Training Needs Analysis of Myantrade

Objectives
JICA Project Team conducted the Training Needs Analysis (TNA) with the purposes of;

1) evaluating the current skill level of Myantrade personnel directly or indirectly provide trade
promotion services to exporters and importers;

2) analyzing the capacity development needs (training needs); and

3) identifying the necessary training programs increase their capacity of performing their job and
function of trade promotion.

Target of TNA

Officers and staff of Myantrade

Method of TNA

TNA was conducted from December 2016 until January 2017 in accordance with the following 4 steps:

Step 1: Preparation of Questionnaire:

The questionnaire sheet (attached at the end of report) was prepared by JICA Project Team and revised
by the comments from Working Group of Myantrade.

Step 2: Distribution and Collection of Questionnaire:

The questionnaire sheet was distributed to officers and staff of Myantrade with the support from
Myantrade and collected in December 2016.

Step 3: Group Discussion with Officers and Staff:

The group discussions were conducted with 8 divisions of Myantrade December 2016:

Step 4: Analysis of the Result of Questionnaire Survey and Group Discussions:

The results of the questionnaire survey and group discussions were analyzed from the following
perspectives:

- Current level of basic skills
- Current level of specific knowledge/ skills related to export promotion
- Training needs to improve basic skills and specific knowledge/ skills
- Important export promotion services for Myantrade

Results of TNA

Response of questionnaire

The number of respondents to the TNA questionnaire was 152 which cover 80% of total 186 personnel of
Myantrade. Among them, 23 are officers (Director, Deputy Director and Assistant Director) and 129 are
staff.
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Table 1: Number of Respondents to Questionnaire

Unit Staff Officer Total
Administration Division 20 4 24
Planning & Finance Division 11 3 14
Domestic  Trade  Division*including 42 2 44
11staffs from 9 RTCs
Strategic Trade Promotion Division 19 4 23
Trade Information & Research Division 18 3 18
Trade Development Division 20 7 27

Total 129 23 152

Analysis of guestionnaire

B Current Level of Basic Skills

The self-evaluation by staff is shown in Fig. 1. In general, the staff of 40% to 58% among total evaluate
their basic skills “medium”. And more than 30% of total consider their skills are “very low” or “low” for
PC skills and English, i.e., “English speaking and listening (37%)”, “PC - excel and access (31%)”,
“English reading and writing (31%)”, and “PC - Word and PowerPoint (30%)”. Around 20% of staff
consider they have high or very high skill of “PC” and “general data processing”.

Fig. 2 shows the self-evaluation by the officers on current level of basic skill. Officers’ self-evaluation is
much higher than staff. More than 65% of respondents answered “very high” or “high” for “report writing
(78%)”, “general data collection (69%)”, and “general data processing (65%)”. For other skills, Answers of
“very low” and “low” are less than 20% except “PC - excel and access (22%).

Current Level of Basic Skills: Staff Current Level of Basic Skills: Officer
mVerylow Elow ®Medum ®High =VeryHgh = Noanswer EVerylow Wlow mMedium ®High =VeryWgh = Noanswer
PC(word/ power point) PCtword) power point)

Pelexcel/acces) P el access)
Engsh (reading/ witig) npis (e writig)
Engish (speaking/ stening) Engsh (sesking/ lsteing)
Genaraldsta procesing Generaldata processing

Generaldata collection

Reporturiting

Fig. 1 : Officers’ Evaluation of Level of Basic Skills Fig. 2: Staff’s Evaluation of Level of Basic Skills

®  Basic Skill Needs to Be Improved

The respondents chose three appropriate choices. Both the staff and officers give the first priority to
“English speaking & listening ability” to be improved, followed by “English reading & writing”.
PC-related skills and data collection & processing come next.
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Training Needs for Basic Skills: Staff Training Needs for Basic Skills: Officer
Accounting I 2 Accounting | 0
Administration i 3 Administration | 0
Computer NEEG—__G_-"24 Computer m—_3
Data collection N 14 Data collection  IEG———
Data processing N 14 Data processing  EEG—— G
e-commerce platform | 0 e-commerce platform 1
English (reading/ writing) ~ EGEG——— 73 English (reading/ writing) EG—— o
English (speaking/ listening) 79 English (speaking/ listening)  EEG——— 1
Exportpromotion | 0 Exportpromotion il 1
General knowledge | 0 Generalknowledge i 1
Hardware/ software | 1 Hardware/ software | 0
Language | 10 Language  mm— 3
Management i 2 Management | 0
Network security | 0 Network security il 1
Office management i 2 Office management | 0
PC (excel/ access) mm—m—— 29 PC(excel/access) —
PC(word/ excel) § 2 PC(word/ excel) | 0
PC (word/ powerpoint) EEG——35 PC(word/ powerpoint] ~ ——
Reportwriting ~ —_31 Reportwriting  —_3
SME product development | 0 SME product development i 1
Technology | 1 Technology | 0
Website training )} 1 *total number of multiple answers Website training il 1 +totalnumber o multile answers
Figure 3: Training Needs for Basic Skills: Staff Figure 4: Training Needs for Basic Skills: Officers

H  Current Level of Specific Knowledge/ Skills

The respondents evaluated their own knowledge/ skills level in the following four categories: 1)
trade-related knowledge, 2) export promotion skills, 3) specialized skills and 4) managerial skills, as shown
below.

As for trade related-knowledge, the staff that answer “very low’ or ‘low’ range from 32% to 49% of total
among the five types of knowledge. And those answering “high” or “very high” are 5% or less. On the

contrary, the officers that answer “very low” or “low” are less than20% for all types of knowledge.

Trade-related Knowledge: Staff Trade-related Knowledge: Officer

mVerylow mLow ®Medium =High =VeryHigh = Noanswer mVerylow mlow ®mMedium mHigh uVeryHigh = Noanswer

1%

Trading business/
procedure

Mult bilateral trade
agreement

Trade-related regulations &
standards

Market of Myanmar's export
products

International marketing

n=129

Fig.

TR

.
"

Trading business/
procedure

Multi/ bilateral trade
agreement

Trade-related regulations &

standards

Market of Myanmar's export

International marketing

n=23

5: Evaluation of Specific Ki

dge - Trade Rel

d Knowled,

For specialized skills, around 50% of the staff answered “very low” or “low” for all types of skills. As for
officers, 45% of respondents consider their skills are “high” or “very high” for “statistical processing and
analysis” and “database design and management”. “Medium” is given by around 40% (35% - 43%) by both
the staff and officers for all types.
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Specialized Skills: Staff Specialized Skills: Officer

VeryLow =Low =Medium =High = VeryHigh N
"verylow =low =Medum HHig! ey gl o answer =Verylow =Low =Medium =High =VeryHigh = No answer

1%
Statistical processing/ o ”
analysis 33% 38% B% 7% Statistical processing/
— analysis
Database design/
management Database design/
management
Website design/
management Website design/
management
n=129 n=23

Fig. 6: Evaluation of Specific Knowledge - Specialized Skills

As for export promotion skills, the evaluation by the staff is “very low” or “low” for “trade matching (51%)”
and “training design and management (51%). This ratio is lower for “market information collection (29%)”.
The officers have more confidence in “market information collection”, “market information analysis” and
“training design and management” because 39% of them answer “high” or “very high”. Less than 15% of
officers answer “very low” or “low” for all types of skills.

Export Promotion Skills: Staff Export Promotion Skills: Officer

=VeryLow ®Low =Medium ®High =VeryHigh = Noanswer mVeryLow =Low ®Medium =High = VeryHigh = No answer

TS W o
analysis %%
Trade fair management  Z:2Z

T e R W
advice A L R ORI 1% %

Trade matching 1§

e O
management  BaD =l

n=23

Market information
collection

Market information
collection

Market information
analysis

Industry analysis

Trade fair management

Trade consultation &

Trade matching

Training design/
management

n=129

Fig. 7: Evaluation of Specific Knowledge - Export Promotion Skills

As for management skills, 41% of the staff answer “very low” or “low” for planning skill and 27% for
project management skill. Only 8% of the officers consider their planning skill “very low” or “low” and 4%
for project management skill.

Managerial Skills: Staff Managerial Skills: Officer
=Verylow ®Low =Medium =High = VeryHigh *Noanswer =VeryLow =Low ®Medium ®High =VeryHigh =Noanswer
7 .
Planning 14% Planning 1 % 17%
[ | Froesmanagener 1 -

Project management

n=23
Fig. 8: Evaluation of Specific Knowledge - Managerial Skill

®  Specific Knowledge/ Skills Needed to Be Improved

The collected answers to a question asking ‘What Specific knowledge/ skills do you want to improve or
acquire most?” varied widely, and then JICA Project Team classified those answers into the nine categories
as listed on the right.
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Table 2: Classification of Specific Knowledge and Skills

Category Sub Categories

Market information/ data collection/ provision: Trade policy/ regulation/ standard
Overseas market information/ data
Data processing

Export marketing: International market development

Market research/ study: Market information research
Market analysis

Trade procedure: Trade related procedure/ knowledge

Exhibition/ trade fair: Trade fair

Other important skills: Website design/ management
Project management

Protocol management: Bilateral agreement

Product development/ adaptation: Product development

Trade consultation/ inquiry service: Trade consultation

The result of analysis is as shown in the figure below. “Market information/ data collection/provision”
comes first, followed by “export marketing” in the second position and “market research/ study” for the
third. A priority order for those needs is almost the same for both the officers and the staff.

Training Needs for Specific Knowledge/ Skills: Staff Training Needs for Specific Knowledge/ Skils: Officer
Market info/ data collection/ provision Market info/ data collection/ provision
Exportmarketing Export marketing
Market research/ study Market research/ study
Trade procedure Trade procedure
Echtition trade far Exhibition/ trade fair

Otherimportant skills
Otherimportant skills

Protocol management
Protocol management

Productdevelopment/ adaptation
o ) Productdevelopment/ adaptation

Trade consultation/ inquiry service
Trade consultation/ inquiry service

=355 (total number of muliple answers)
inc.not relevant/ clear answer (46) & no answer (111)

= 56 total number of muliple answers)
inc.not relevant/ clear answer (8) & no answer (13)

Figure 9: Training Needs for Specific Knowledge/Basic Skills: Staff Figure 10: Training Needs for Specific Knowledge/Basic Skills: Officers

B |mportant Export Promotion Services for Myantrade

The result of the question about important export promotion services for Myantrade is as shown in the
following figure. The first place is “national branding for Myanmar product’, followed by “trade business
consultation for exporters” and ‘provision of overseas market information”.
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Important Export Promotion Service: Staff Important Export Promotion Service: Officer
Provision o overseas market information N o Provision of overseas market information
Provision of exporter and overseas buyer I Provision of exporter and overseas buyer
information information
Overseastrade fairs [N - Overseastrade fairs
Domestic trade fairs | 39 Domestic trade fairs
Trade mission to overseas | 25 Trade mission to overseas
Productdisplay (at strategic location) [N 3 Productdisplay (at strategic location)
Trade business consultation for exporters [ - Trade business consultation for exporters
Inquiry service for trade matching [l 11 Inquiry service for trade matching
Exporter development (technical guidance for I s Exporter development (technical guidance for
potential exporters) potential exporters)
Product development/ adaptation (technical I - Productdevelopment/ adaptation (technical
guidance by expert) guidance by expert)
National branding for Myanmr product | :: National branding for Myanmar product
n= 645 (total number of multiple answers ) n= 115 (total number of multiple answers)
inc.no answer (74) inc.no answer (14)
Figure 11: Important Export Promotion Services: Staff Figure 12: Important Export Promotion Services: Officers

Findings in Group Discussion and other remarks
The group discussion sessions were conducted for the following groups.

Table 3: Classification of Specific Knowledge and Skills

Division No. of Participants

Strategic Trade Promotion Division 6 persons
Planning & Finance Division 5 persons
Trade Development Division 5 persons
Myanmar Trade Center (Yangon), Trade Development 11 persons
Division

Trade Research & Information Division 5 persons
Domestic Trade Division 8 persons
Administration Division 5 persons
Secretariat National Export Strategy, Strategic Trade 6 persons
Promotion Division

B Basic Skills
Most participants in the group discussions expressed their insufficient ability of basic skills, English skills
and data collection in particular. However, quite a few participants have no necessity of English ability at
their daily work.

m  Specific Knowledge/ Skills

The participants recognize their specific knowledge and skills are still insufficient and need to be trained.
They have difficulty in collecting/providing market information and data as instructed by their superiors
and at the request of exporters and overseas buyers. Basic information and data on major exportable
commaodities/ overseas markets/ (potential) exporters has not been collected and provided in a systematic
way. They consider that no database is available for export promotion service to exporters. In addition, a
lack of infrastructure is a problem of their work.

B Important Export Promotion Service
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The participants can explain export promotion services or administrative tasks that they are engaging.
However, quite a few participants in group discussions, especially the staff, could not explain clearly which
specific knowledge/ skills they need to improve nor which export promotion services are important. In
reality, they are occupied with assigned daily tasks as instructed by their superiors.
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Questionnaire Sheet

The following questionnaire sheet was used for the questionnaire survey.

Human Resource Development Plan for MYANTRADE

(1) For Reference Only

(2) Questionnaire for Assessment of Needs for Capacity Building

Objective:
The objective of this questionnaire is to assess your needs of building knowledge and skills
necessary for competently implementing you tasks at Myantrade and analyze your answers for the
purpose of capacity development plan, in view of enabling Myantrade to design, commence and
deliver relevant trade promotion services.

to improve or acquire most? 2)
Please choose the best 3 among 3)
the above items. You may state others, if any.

c) | Please assess your current level Level 1 2 3 4 5
of SPECIFIC knowledge/ skills Low Medium High
relat_ed to export promotion Trade-related Knowledge
ferv!ces. . Trading business/ procedure 1 2 3 4 5

Circle (O) the appropriate

number which describes your Multi/ bilateral trade agreement 1 2 3 4 5

current level for each item. Trade-related regulations and standards 1 2 3 4 5
Market of Myanmar’s export products 1 2 3 4 5
International marketing 1 2 3 4 5
Specialized Skills
Statistical processing/ analysis 1 2 3 4 5
Database design/ management 1 2 3 5
Website design/ management 1 2 3 4 5
Export Promotion Skill
Market information collection 1 2 3 4 5
Market information analysis 1 2 3 4 5
Industry analysis 1 2 3 4 5
Trade fair management 1 2 3 4 5
Trade consultation & advice 1 2 3 4 5
Trade matching 1 2 3 4 5
Training design/ management 1 2 3 4 5
Managerial Skills
Planning 1 2 3 4 5
Project management 1 2 3 4 5

d) | Which SPECIFIC knowledge/ 1)
skills do you want to improve or 2)
acquire most? Please choose the 3)
best 3 among the above items. You may state others, if any.

D. Important Export Promotion Services for Myantrade
a) | For the benefit of exporters/ [ 1) Provision of overseas market information
buyers, which export promotion [ 2) Provision of exporter and overseas buyer information
Service is more important as [ 3) Overseas trade fairs
Myantrade activity? : X
[J 4) Domestic trade fairs

' w [ 5) Trade mission to overseas

prioritized services.

[0 6) Product display (at strategic location)
O 7) Trade business consultation for exporters
[ 8) Inquiry service for trade matching
[0 9) Exporter development (technical guidance for potential exporters)
[0 10) Product development/ adaptation (technical guidance by expert)
[ 11) National branding for Myanmar product
[0 12) Others, if any.

b) | What do you have (or want) to Promotion service: _____ (fill-in the number you choose)
learn in order to engage in the
above 3 prioritized promotion Promotion service: ____ (fill-in the number you choose)

A. Your Profile
a) | Sex O Male [ Female
b) | Age O 29orunder 0030-39 [040-49 [50orover
c) | Academic background [ High-school/ Polytechnic [ University (bachelor) I University
(master or above)

d) | Academic specialization O Arts O Foreign language [ Accounting
[J Business management [ Law [J Other social science O
Natural science/ Engineering/ Medical/ Other science

e) | Division/ Sub-division/ Center Division:
Sub-division/ Center:
Your office location:

f) | Status [0 Manager/ Officer (Director, Deputy Director, Assistant Director)
[ staff or others

B. Your Task

a) | Please state your current tasks in 1)
your job description (up to 3 most 2)
important ones).

3)

b) | Do you feel a gap between your For the above 1), [ Yes largely O Yes butsmall [ Notat all
knowledge/ skills and required For the above 2), [ Yes largely [ Yes but small [ Not at all
level for your tasks? For the above 3), [ Yes largely [ Yes butsmall [ Notat all

c) | Please state necessary For the above 1),
knowledge/ skills to perform your For the above 2),
tasks as required. For the above 3),

. 1 2 3 4 5
C. Your Knowledge and Skills Level | | o Medium High

a) | Please assess your current level PC (word/ power point) 1 2 3 4 5
of BASIC skills.

* Circle (O) the appropriate PC (excel/ access) 1 2 3 4 5
number which describes your English (reading/ writing) 1 2 3 4 5
current level for each item. English (speaking/ listening) 1 2 3 4 5

General data processing 1 2 3 4 5

General data collection 1 2 3 4 5

Report writing 1 2 3 4 5
b) | Which BASIC skills do you want 1)

services?

Promotion service:

(fill-in the number you choose)
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E. Comments, if any

Thank you for your cooperation and time allocation
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Appendix 10:

Report of Myantrade Seminar on Trade Business & Export Promotion



1 Report of Myantrade Seminar on Trade Business & Export Promotion in March 2017

11 Objective

The objective of this seminar is that officers and staff of Myantrade acquire basic knowledge necessary for their

duties of trade promotion and understand direction of trade promotion enhancement.

1.2 Outline

The seminar covered the following topics:

Myantrade’s strategy:
Trade policy:

Trade business:

Trade promotion services:

1.3 Date and Place

Myantrade’s current strategy and plan, services, etc.

Major trade issues of Myanmar, latest trade policies of Myanmar, National
Export Strategy (NES), etc.

Overview of trade practice/procedure, INCOTERMs, trade licensing,
procedure, settlement, custom clearance, international marketing

Roles and functions of TPO, lines of export promotion services, roadmap of
Myantrade.

The seminar was conducted during March 14 — 16, 2017 at the Ministry of Commerce, Nay Pyi Taw

14 Participants

56 participants in total attended the seminar: 51 officers and staff of Myantrade including 6 participants from

Regional Trade Centers, and 5 participants from other department of MoC.

Organization Division Position | Number
Myantrade (NPT) Administration Divsion Officer 2
Staff 4
Planning & Account Division Officer 2
Staff 5
Domestic Trade Division Officer 1
Staff 8
Strategic Trade Promotion Division Officer 3
Staff 11
Trade information & Research Division Officer 2
Trade development Division Officer 2
Staff 5
Regional Trade Center Yarmanya Trade Center, Mawlamyine, Mon State Officer 1
Zwekapin Trade Center, Pha-an/ Kayin Region Officer 1
Zayyar Trade Center, Monywa, Sagaing Officer 1
Phankaharmyay Trade Center, Magway Region Staff 1
Kambawza Trade Center, Taunggyi, Shan State Staff 1
Yadanarbon Trade Center, Mandalay, Mandalay Region Staff 1
Minister’s Office, Department of Trade, and Department of .
Others . Officer 5
Consumer Affairs

1.5 Lectures

MoC officers, JICA experts and lectures from outside institutes.

1.6 Curriculums

The curriculums of the seminar are as follows:

First Day: March 14

Trade licensing and shipping
procedures

- Shipping procedures

Shipping documents (packing list, B/L, Certificate
of Origin)

Time Subject Contents Instructor
09:00-09:30 Registration
09:30-09:40 | Opening Ceremony - Opening remark Director General of Trade
Promotion (Myantrade)
09:40-09:45 | Course guidance - Course guidance JICA Project Team
Mr. Mishima
09:45-10:00 | Photo session
10:00-10:30 | Session 1 - Missions and functions of Myantrade Director General of Trade
Role of Myantrade - Myantrade’ roles in national export development Promotion (Myantrade)
10:30-10:45 | Coffee break
10:45-12:00 | Session 2 - Current trend of Myanmar trade and issues U Thein Myint Wai
Trend of global/ regional - Current situation of global/ regional trade and Assistant Director, TTI
trade and challenges to impact to Myanmar’s trade performance including
Myanmar trade issues of AEC, FTA, GSP, etc.
- Bottlenecks of Myanmar trade and necessary
trade development
12:00-12:45 Lunch
12:45-14:15 | Session 3 - Overall international trade business flow U Thein Lwin
Overview of international - International trade documentary flow General Manager (retired),
trade flow and trade contract | _ Sales contract/ INCOTERMs MoC
14:15-14:30 | Coffee break
14:30-16:15 | Session 4 - Trade licensing system in Myanmar U Aung Khin Myint,

Chairperson, Myanmar
International Freight
Forwarder's Association

Second Day: March 15

Time Subject Contents Instructor
09:30-10:30 | Session 5 - Trade-related institutions and position of TPO JICA Project Team
Role and Function of TPO - Standard roles and functions of TPO Mr. Tsubogo
- Historical development of TPOs in Asia
- JICA's assistance to export promotion
10:30-10:45 | Coffee break
10:45-12:00 | Session 6 - Outline of roadmap JICA Project Team
Roadmap for enhancement - Necessary enhancement of each service Mr. Mishima
of Myantrade - Needs of capacity development
12:00-13:00 | Lunch
13:45-14:30 | Session 6 (continued) Continued. Mr. Mishima
14:30-14:45 | Coffee break
14:45-15:30 Session 7 - Outline of NES Daw Thidar Win Htay
Progress of NES - Progress of NES Deputy Director, Strategic
Trade Promotion Div.,
Myantrade
15:30-16:15 | Session 8 -- Business matching Daw Mya Mya Sein,




Collaboration with other divisions/ institutions

Services of Myanmar Trade - Consultation for exporters Deputy Director, MTC, Trade
Center - Display Development Div.,Myantrade

Third Day: March 16

Time Subject Contents Instructor
09:30-10:15 | Session 9 - Result of training needs analysis JICA Project Team
Capacity Development of - Necessary knowledge and skills for trade | Ms. Tanaka
Myantrade promotion

10:15-10:30 | Coffee break

10:30-12:00 | Session 10
Export marketing plan - Marketing mix: product, price, place, promotion | President, PS Business

Competitive advantage U Myo Min, CEO &

- Market research activities School
- How to support exporters’ market plan by MoC
12:00-13:00 | Lunch
13:00-15:00 | Session 11 - Orientation of case work Facilitated by U Myo Min
Group discussion - Discussion
- Preparation of presentation
15:00-15:15 | Coffee break
15:15-16:00 | Session 12 - Presentation of case work Facilitated by U Myo Min
Presentation - Evaluation
16:00-16:15 | Closing - Overall review of seminar Myantrade
- Certificate handover
- Closing remark Deputy DG

Each session includes Q&A session.

1.7 Post Evaluation
In order to obtain participants’ feedback for better implementation of the seminar, post evaluation was conducted

through a questionnaire survey. The JICA Project Team obtained the answers from 91% of the all participants

(51 answers out of 56 participants: 17 officers and 34 staff).

a. Overall evaluation
As for usefulness of the seminar in general, 69% of the participants answered “very high” and 18% answered
“high”. Regarding the lower evaluation by the staff compared to the officers, it is conceivable that the staff,
especially the young staff, hardly follow/ understand well the contents of the lectures since some topics are still
new and unfamiliar to them.

Usefulness of the Seminar

|
staff | P —
|
officer | I ——
|
Al | ——
1

0% 50% 100%

Al Officer Staff

= Very High 69% 71% 68%
= High 18% 24% 15%
= Medium 10% 0% 15%
= Low 0% 0% 0%
Very Low 0% 0% 0%
N/A 4% 6% 3%

b. Evaluation of each session

A figure below shows the average score of the participants’ evaluation on usefulness of each session, ranging
from 1: very low to 5: very high. “Session 8: Services of Myanmar Trade Center” obtained the highest reputation
by both the officers and the staff. As we received suggestions from the participants in the later question (d), more
time and a pre-distribution of lecture materials, in particular the materials on unfamiliar/ difficult topics to the

young staff such as session 3 and 4, are needed to promote an understanding of the young staff.

Useful of Each Sessioi
5
4 " " 2
3
2
| Session2 :_Sessions :_Sessiond Session5 | 5e55ion6___Session? __Sessions I-_Session9 | Session 10 |
_IAI! | 422 | 388 | 398 | 422 | 422 | 418 | 445 | 402 | 40
= Officer 435 412 4.29 441 447 441 4.59 4.25 438
Staff | 415 | 376 | 38 | 412 | 409 | 406 | 438 | 390 | 38

c. Needs for additional learning

The most requested topic that the participants want to learn more is “Session 8: Services of Myanmar Trade
Center”. In contrast to the officers, it seems that a further learning on Roadmap for enhancement of Myantrade
(Session 6) is needed for the staff. Some staffs consider that they need to improve their general knowledge &

skill, such as language ability and PC skill.

(9]
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Topics Officer

Session 2
Session 3
Session 4
Session 5
Session 6
Session 7
Session 8
Session 9
Session 10
Data collection
Language
Logistics
PC
Supply-chain management
Tourism development
Trade fair -
Trade procedure -
Web development -
Total 20 46
*total numbers of multiple answers
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d. Suggestions for future seminar program

The comments about the implemented seminar and the suggestions for future programs obtained through the

questionnaire survey are as below:

- Insufficient time, need more time especially for young staff to understand clearly.

- Need more time on trade promotion related topic.

- More discussion/ activity-oriented session.

- Expect to join the similar seminars in the future

- Expect more seminars like this for RTCs

2 Report of Myantrade Seminar on Trade Business & Export Promotion in June 2017

2.1 Objective

The objective of this seminar is that officers and staff of Myantrade acquire basic knowledge necessary for their

duties of trade promotion and understand direction of trade promotion enhancement.

2.2 Outline

The seminar covers the following topics:

Myantrade’s strategy:
Trade business:

Trade promotion services:
Market research:

2.3 Date and Place

Myantrade’s current strategy and services, and planning of regional trade
promotion

Overview of trade practice/procedure, INCOTERMS, trade licensing,
procedure, settlement, custom clearance, international marketing

Roles and functions of TPO, lines of export promotion services, roadmap of
Myantrade

Step and method of basic market information collection and market research

21-23 June 2017, at the Trade Training Institute (TTI), 4™ Floor, the Ministry of Commerce

2.4 Participants

44 participants in total attended the seminar: 26 officers and staff of Myantrade including 12 participants from

Regional Trade Centers (5 participants who attended the seminar in NPT in March also joined the sessions on the

last day), and 6 participants from other department of MoC.

Organization Division Position Number

Myantrade (Yangon) Administration Division Staff 3
Domestic Trade Division Officer 1

Staff 1

Strategic Trade Promotion Division Staff 3

Trade information & Research Division Officer 4

Staff 4

Trade development Division Officer 2

Staff 6

Myantrade (NPT) Planning & Account Division Officer 1
Strategic Trade Promotion Division Officer 1

Regional Trade Center | Domestic Trade Division, Hanther Trade Center, Pyay, Bago Region Staff 3
Domestic Trade Division, Ayeyar Trade Center, Pathein, Ayarwaddy Region Staff 1

Domestic Trade Division, Kandaryawaddy Trade Center, Loikaw, Kayar Staff 1
State
Domestic Trade Division, Thazinmyay Trade Center, Sittwe, Rahkhaing Staff 2
State
*only for the sessions on the Domestic Trade Division, Yarmanya Trade Center, Mawlamyine, Mon State Officer 1
last day
Domestic Trade Division, Zwekapin Trade Center, Pha-an/ Kayin Region Officer 1
Domestic Trade Division, Zayyar Trade Center, Monywa, Sagaing Officer 1
Domestic Trade Division, Phankaharmyay Trade Center, Magway Region Staff 1
Domestic Trade Division, Yadanarbon Trade Center, Mandalay, Mandalay Staff 1
Region
Others Department of Trade Officer 3
Department of Consumer Affairs Officer 1
Staff 2
25 Lectures
MoC officers, JICA experts and lectures from outside institutes.
2.6 Curriculums
The curriculums of the seminar are as follows:
First Day (21 June, Wednesday):
Time Subject Contents Instructor
09:00-09:30 Registration
09:30-09:45 | Opening remark - Opening remark-1 U Aung Soe, DG-Myantrade
- Opening remark-2 or his appointed DDG
JICA Myanmar Officer
09:45-09:50 | Course guidance - Course guidance JICA Team, Mr. Mishima
09:50-10:00 | Photo session
10:00-10:30 | Session 1 - Missions and functions of Myantrade U Aung Soe, DG-Myantrade
Role of Myantrade - Myantrade’ roles in national export development or his appointed DDG
10:30-10:45 | Coffee break
10:45-12:00 | Session 2 - Current trend of Myanmar trade and issues U Thein Myint Wai, Assistant
Trend of global/ regional - Current situation of global/ regional trade and Director, TTI
trade and challenges to impact to Myanmar’s trade performance including
Myanmar trade issues of AEC, FTA, GSP, etc.
- Bottlenecks of Myanmar trade and necessary
improvement of trade environment/ promotion
12:00-12:45 Lunch
12:45-14:15 Session 3 - Overall international trade business flow U Thein Lwin, General
Overview of international - International trade documentary flow Manager (retired), MoC
trade flow and trade contract | _ Sales contract/ INCOTERMs
14:15-14:30 | Coffee break
14:30-16:15 | Session 4 - Trade licensing system in Myanmar U Aung Khin Myint,

Trade licensing and shipping
procedures

Shipping procedures and documents (packing
list, B/L, Certificate of Origin)
Myanmar's logistic modal/ infrastructure/ issues

Chairperson, Myanmar
International Freight
Forwarder's Association

Second Day (22 June, Thursday):

Time

Subject

Contents

Instructor

09:30-10:30

Session 5

Trade-related institutions and position of TPO

JICA Project Team




Role and Function of TPO

- Standard roles and functions of TPO
- Historical development of TPOs in Asia
- JICA's assistance to export promotion

Mr. Tsubogo

10:30-10:45 | Coffee break

10:45-12:00 | Session 6

- Outline of roadmap

JICA Project Team

Roadmap for enhancement - Necessary enhancement of each service Mr. Mishima
of Myantrade - Needs of capacity development

12:00-13:00 | Lunch

13:00-14:30 | Session 6 (continued) Continued. Mr. Mishima

14:30-14:45 | Coffee break

14:45-15:15 | Session 7

Needs of capacity building of
Myantrade

Result of training needs analysis
Necessary knowledge and skills for trade
promotion

JICA Project Team
Ms. Tanaka

15:15-16:15 | Session 8
Basics of trade information
collection & research

Current condition of trade information collection/
research activity of Myantrade

Outline of Trade Map training

Basic method for trade information collection

Mr. Kaung Htut Aung,
Myanmar Trade Center

Third Day (23 June, Friday):

Time Subject

Contents

Instructor

09:30-12:00 | Session 9

Including Export marketing plan
coffee break

Competitive advantage

Marketing mix: product, price, place, promotion
- Market research activities

How to support exporters’ market plan by MoC

U Myo Min, CEO &
President, PS Business
School

12:00-13:00 Lunch

13:00-15:00 | Session 10
Case work by group

Orientation of case work for planning regional
trade promotion
Discussion

Preparation of presentation

Facilitated by U Myo Min

15:00-15:15 | Coffee break

15:15-16:00 | Presentation

- Presentation of case work of a regional trade
promotion plan
Evaluation

Facilitated by U Myo Min

16:00-16:15 | Closing

Overall review of seminar
Certificate handover

Closing remark

Myantrade

Deputy DG

Sessions 2 ~ 8 includes Q&A session.

2.7 Post Evaluation

In order to obtain participants’ feedback for better implementation of the seminar, post evaluation was conducted

through a questionnaire survey. The JICA Project Team obtained the answers from 90 % of the all participants

(40 answers out of 44 participants: 14 officers and 26 staff).

a. Overall evaluation

As for usefulness of the seminar in general, 83% of the participants answered “very high” and 13% answered

“high”.

Usefulness of the Seminar

staff [ .
| |
otficer | S
- .

ey [ [ |

0% 50% 100%

[ All I Officer | Staff ]
= Very High| 83% | 79% | 85%
|'= High 13% | 14% 129%
| = Medium | 5% [ 7% 4%
| = Low | 0% | 0% | 0%
Very Low | 0% | 0% | 0%
N/A | 0% | 0% | 0%

b. Evaluation of each session

A figure below shows the average score of the participants’ evaluation on usefulness of each session, ranging
from 1: very low to 5: very high. As we received suggestions from the participants in the later question (d), more
time and a pre-distribution of lecture materials, in particular the materials on unfamiliar/ difficult topics to the

young staff such as session 3 and 4, are needed to promote an understanding of the young staff.

Ueaful of Each Sessiol
5
Session2 | Session3 Sessrm 4 Session 5 Sessu:m 6 Session i" Session 8 Sessi
= All -l23 | 390 -'IDS 415 433 393 395 435
= Officer | 4.36 386 393 429 4.36 421 4.07 1 421
Staff 415 | 392 412 408 431 377 338 4.42

c. Needs for additional learning
The most requested topic that the participants want to learn more is “Session 9: Export marketing plan”. Some

officers want to learn more about “Role and Function of TPO (Session 5)”.

Topics Officer

Session 2 1
Session 3
Session 4
Session 5
Session 6
Session 7
Session 8
Session 9
Session 10

Computer

Management

Promotion services 1

Trade Information -
Total 17
*total numbers of multiple answers
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d. Suggestions for future seminar program
The comments about the implemented seminar and the suggestions for future programs obtained through the
questionnaire survey are as below:

- Insufficient time, need more time especially for young staff to understand clearly.

- More discussion and practical exercises.

- Expect more seminars like this

3 Questionnaire Sheet for Post Evaluation

The following questionnaire sheet was used for the questionnaire survey.

Questionnaire on Myantrade Seminar of Basic Knowledge of Trade Promotion

A. Your Profile
a) | Name
b) | Sex O Male O Female
c) | Age 29 orunder [0J30-39 [J40-49 [50orover
d) | Division/ Sub-division/ Division:
Center Sub-division/ Center:
f) | Status [ officer [ Staff or others
. . . 1 3 5
B. Sessions in Seminar Level | | o Medium High
a) | Please assess Overall seminar 1 3 5
usefulness of each
session. Session 2: Trend of global/ regional trade and 1 3 s
* Circle (Q) the challenges to Myanmar trade
appropriate number Session 3: Overview of international trade flow and | 3 5
which descrlbest trade contract
our ent. " - - —
Y " Session 4: Trade licensing and shipping 1 3 5
procedures
Session 5: Role and Function of TPO 1 3 5
Session 6: Roadmap for enhancement of 1 3 5
Myantrade
Session 7: Progress of NES 1 3 5
Session 8: Services of MTC 1 3 5
Session 9: Results of Training Needs Analysis 1 3 s
Session 10: Export marketing plan 1 3 5
b) | What do you want to
learn more or
additionally?
c) | What do you suggest if

necessary to improve
the seminar?

C. Comments, if any

Thank you for your cooperation.
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Implementation Report of Pilot Activities for Myantrade

1. Introduction of the Pilot Activities
1.1 Background of the Pilot Activities

Myantrade, Department of Trade Promotion in the Ministry of Commerce (MoC), has performed such
limited functions and services of export promotion as export data collection and trade fairs (sponsored
by the other countries or donors). To perform as a true export promotion organization, Myantrade needs
to improve the existing functions and initiate new ones in accordance to its mission statements, exporters’
expectation, and the Roadmap for Export Promotion. To start functional development of Myantrade, the
JICA Project Team entered a consensus of implementing technical assistance for those identified
functions as most important on a pilot basis, and has organized a series of discussion with the relevant
officers/ staffs of Myantrade to plan the pilot activities, since January 2017.

1.2 Subject Functions of the Pilot Activities

At first, both Myantrade and JICA Project Team identified the subject functions for the pilot activities
in terms of the following considerations:

- Functions that Myantrade places its priority on, and TPOs in other countries begun with upon their
establishment,

- Functions that the existing officers/ staffs of Myantrade could handle with ease,

- Functions that would be basis for preparing/ commencing the new programs,

- Functions that would contribute to Myantrade’s focused agenda.

As aresult, the following functions are raised as subjects for pilot activities and agreed by the Myantrade
(Director General). Subject functions are deemed basic but most essential for Myantrade to prepare for
performing as an export promotion agency.

Subject functions for the pilot activities

Function Explanation Reason for identification

Overseas Market Collection of information/ data on Many inquiries from exporters are concerned with legal systems and

Information/ Data market requirement/ regulation, standards of destination markets. It is important to prepare information

Collection product standards, tariff, etc.) and system that makes Myantrade able to promptly respond to such
preparation of information database inquiries from exporters, through preparing the database.

Exporters Database | Collection of exporter's (including Itis a basic data to be held/ updated by TPOs to introduce the

Development potential one) profiles and promising exporters (suppliers) to inquiries from foreign buyers.
construction of database Exporter's profiles would be also the basic information when

Myantrade prepare for development/ operation of the export
promotion services/ support programs in the future.

Market Research Capacity building of overseas market | This is one of the basic competencies required for officers/ staffs of
research with focus on the specific TPOs, and one of the expected functions by the exporters.
country/ product

Trade Fair Capacity building for effective This is one of the basic competencies required for officers/ staffs of

Management preparation/ operation of trade fairs TPOs, and one of the expected functions by the exporters.

Exporter/ Importer Activities for enhancing familiarity of Both MTC and RTCs have to play more critical roles for exporters

Support Service exporters to Myanmar Trade Center/ | (including potential ones) in the field of inquiry/ consultation service,
Regional Trade Centers and capacity | market/ other information provision, facilitation for their market access.
building of planning of knowledge- However, familiarity of MTC/ RTCs is deemed still low among the
dissemination events for exporters exporters.

1.3 Preparation of the Pilot Activities

Myantrade and the JICA Project Team decided that the pilot activities be proceeded from March 2017
to December 2017 (later extended to February 2018). After the subject functions for pilot activities were
confirmed, the counterpart team (the Working Groups) was appointed for each subject function. Those
Working Groups (WGs) comprises of one supervisor and one leader, and several members.

The JICA Project Team then commenced a series of discussion from March 2017 to design the pilot
activities more concretely with each WG while confirming the schedule and necessary resources for
these activities, and commenced implementation of the pilot activities for each function from May 2017.
It is noted that a pilot activity for the overseas market information/ data collection was integrated into
that for market research. This was because sufficient number of officers/ staffs were not assigned for
these two activities and these activities have a certain similarity in the contents.

The sections below record the implementation of the pilot activities for each function.

2. Record of Pilot Activity Implementation
2.1 Exporters’ Database Development
2.1.1 Objectives and activities

The objectives of this pilot activity are:

- To collect information of Myanmar exporters (suppliers) and develop their database,
- To utilize the database for inquiries from overseas buyers for the future matching service, etc.

The following activities are scheduled for implementation on a pilot basis:

- Format design of the exporter’s profile,

- Planning of exporter information collection,

- Implementation of exporter information collection,

- Design of exporters database and compilation of those collected information into the database,

- Utilization of the database for the purpose of preparation/ operation of export promotion services,
- Establishment of a mechanism of periodical update of the database.

2.1.2 Working Group members

The members of this WG is assigned as follows.

Position Name Division
Supervisor Dr. Htein Lynn Division of Strategic Investment Promotion
Team Leader Mr. Tun Naing ditto
Team Members Mr. Tun Win ditto

Mr. Thura ditto
Ms. Khin Nandar Myo ditto
Mr. Ye Lin Htet ditto

2.1.3 Position of JICA Project Team

The JICA Project Team was expected to give guidance/ advice to the WG members on how to design
the profile format, and collect exporter information, and to technically support database design. No



financial assistance was presumed for this activity.

On the other hand, Myantrade was expected to assign its officers/ staffs for activity implementation
during the course, and prepare travelling expense for distributing the questionnaire formats and
collecting the exporter’s profiles.

2.1.4 Conducted activities
The scheduled activities have been conducted, as explained below.

Format design of the exporter’s profile

The JICA Project Team advised the WG members to collect the following information/ data to obtain
exporter’s profiles, and the WG designed the profile format accordingly.

Information/ data to be obtained for exporter’s profile

Category | Item

Company name

Address

Telphone/ fax mumber

E-mail

Website

Primary contact for sale/ inquiry

General Information/

CamsETy Gl Year of Establishment

Type of business

Capital amount

Number of employee

Annual sales

Company registration number (DICA)

ISO/ other certificates or standards

Products with brief description of main product when necessary

Exporting products with annual exporting amount/ destinations

Product Brand name

Production facilities

Production capacity

Price list

Other Information Photo of factory/ production facility

Photo of products with product catalogue (if any)

Planning of exporter information collection

For distributing profile formats (in the form of questionnaire) to the relevant exporters to obtain their
profile data, the WG proposed to use a channel of the relevant industrial associations and to begin with
two sectors for trial data collection to demonstrate the efficacy of this collection channel. The WG then
suggested to begin with sectors of pulses/ beans and vegetable for trial. The JICA Project Team raised

the web/ email-based data collection as another option, but the WG questioned the efficacy of this means.

Data collection in collaboration with RTCs was also proposed, but this was not discussed further at the
initial stage since this option needs funding for mobilizing their officers/ staffs.

It was then decided that the questionnaire (both hard and soft copies) be distributed through the relevant
associations of pulses/ beans and vegetable for trial collection, where the associations would be
requested by Myantrade to further distribute the questionnaires for the member exporters to fill-in.

Implementation of exporter information collection

This was found a constraint for proceeding this pilot activity. The relevant association (pulse/ beans) did
not respond to the request letter from Myantrade. It turned out to be rare for the industrial associations
to respond to such a request for data collection in favor of the government organization. Accordingly,
both JICA Project Team and WG discussed alternative means of data collection for exporter’s profiles,
and found the following channels as likely options:

i)  Distribution of questionnaire to the participants of overseas trade fairs,
i)  Distribution of questionnaire to the attending exporters at the stakeholders’ meetings of the National
Export Strategy (held periodically).

Concerning an option i), questionnaires were distributed by the accompanying officers of Myantrade to
the participants to Nanning Expo in China held on October 2017. However, a number of participant
seemed reluctant to complete the format at site and brought the files back home, and hardly returned
their profiles to Myantrade (only seven exporters completed and shared their profiles at site, out of some
100 participant exporters). An option ii) has not been a relevant channel since only a few exporters
attended usually (although they completed and shared their formats at site). Total number of collected
exporter’s profile amounted to merely ten throughout the period of this pilot activity.

Design of exporters database and compilation of those collected information into the database

Even though a good number of exporter’s profile have not been collected, both WG and JICA Project
Team have been working for designing the database in preparation for data accumulation in the future.
Learning from a similar portal listing the exporter’s profiles in other TPOs, the JICA Project Team
assisted the WG to designing the database, as shown below.

¥ TR T R wee o

Image of interface for search function Image of search result

Image of exporter’s profile page (1) Image of exporter’s profile page (2)
Image of exporters database
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Exporter’s profiles to be collected shall be entered to the database that is to be developed and uploaded
in Myantrade’s portal in the future, in accordance to the above image.

Utilization of the database for the purpose of preparation/ operation of export promotion services

Although Myantrade has not successfully collected exporter’s profiles, the WG has shared a clear
scenario of how such profile data would be utilized for the future programs of Myantrade. The figure
below shows such a scenario shared with the WG concerning the utilization of exporters database.

—F@ Publication of exporters directory
Collected
Exporter Profiles Database
P TRADE CENTER Matchingservice
| . | & Muansrae
e ]
— On-line matching
MY ‘ ?.\I;’ll I.'r:lr[n'. Net

—— Other purposes

A scenario of utilization of exporter’s profiles

As shown, database-compiled exporter’s profiles could be utilized for the purpose of i) publication of
exporters directory, ii) matching service between overseas buyers and exporters either through on-line
and manual handling. This database could be utilized for other purposes in the future, for example, as
the delivery list of trade-related information including trade fair opportunities, market research/ news,
and as the sourcing list of target beneficiary of exporter development and other technical assistance
programs to be designed by Myantrade in the future.

Establishment of a mechanism of periodical update of the database

This activity was not conducted.
2.1.5 Output and Achievement
The following outputs have been achieved through this pilot activity:

- Questionnaire format of the exporter’s profile,

- Ten collected exporter’s profiles,

- Design of the exporters database,

- Scenario of how to utilize the database for the future functions of Myantrade.

Considering the progress of the planned activities and above outputs, this pilot activity has not brought
about sufficient result on the ground that those expected objectives have not been achieved.

2.1.6 Lessons Learnt and Recommendation

This pilot activity has derived the following lessons learnt, that should be translated into the
recommendations for further enhancement of Myantrade’s functions, as follows.

Most relevant channel for collection of the exporter’s profile

In Myantrade, the division that is able to exert most powerful guidance and most frequent contacts with
exporters/ industry associations is considered as Trade Development Division (through the occasions of

trade fair). This pilot activity has not realized this respect nor approached to the division from the early
stage. This might have caused a sluggish progress and realization of outputs. Learning from this
experience, the JICA Project Team proposes Myantrade (Trade Development Division) to make any
overseas trade fair participants obliged to fill-in or update the questionnaire for exporter’s profile at the
guidance meeting upon each overseas trade fair.

To complement the above, RTCs under Domestic Trade Division are also expected to cooperate for the
collection of exporter’s profiles where RTC officers/ staffs are mandated to visit a certain number of
regional exporters (including potential ones) annually for data collection. RTCs needs budgeted for
mobilizing their officers/ staffs for travelling and certain compilation work. This could be also a good
opportunity of periodically grasping regional exporters’ performance and their issues/ constraints.

2.2 Market Research (including overseas market data collection)
2.2.1 Objectives and activities
The objectives of this pilot activity are:

- To enhance the capability of market research of Myantrade officers/ staffs,

- To make them be familiar with sources of the relevant market information/ data (trade procedure,
market requirement, product regulation/ standard, etc. of particular destination countries),

- To develop model market research report which contains all the relevant information/ data and
recommendations for market development.

The following activities are scheduled for implementation on a pilot basis:

- Preparation of market research plan,

- Collection and processing of the necessary information/ data on target commodity/ market,
- Hearing interview to the relevant stakeholders,

- Reporting of market research,

- Report presentation,

- Development of standard format/ module of market research report.

2.2.2 Working Group members

The members of this WG is assigned as follows.

Position Name Division ‘
Supervisor U Win Myint Division of Trade Information & Research
Team Leader Ms. Kyi Cherry ditto
Team Members Ms. Khin Mar Swe ditto
Ms. Myint Thein ditto
Ms. Tin Tun ditto
Ms. Myat Soe Thwe ditto
Ms. Myint Mar ditto
Ms. Hnin Sandar ditto

Mr. Kaung Htut Aung

Ms. Kay Khaing Htay
Ms. Phyoe Thidar Aye
Ms. Mon Oo

Division of Trade Development (MTC)

Division of Strategic Investment Promotion (NES)
ditto

ditto



These members to be led by a team leader form a market research team to proceed the above activities
under the technical guidance by JICA Project team. The JICA Team would also support the research
team to access to any necessary information/ data on the target commodities and markets.

2.2.3 Position of JICA Project Team

The JICA Project Team was expected to give guidance and advice to WG members on how to design
research plan, structure and write research report, and collect necessary market information/ data on
target market/ commodity. In doing so, JICA Project Team was scheduled to mobilize the experts of
target commodity and market research, and local consultant with an expertise of statistical data
processing and analysis.

On the other hand, Myantrade was expected to assign its officers/ staffs for activity implementation
during the course, and prepare travelling expense necessary for hearing interview to the relevant
stakeholders and expense for data collection, etc.

2.2.4 Conducted activities
The scheduled activities have been conducted, as explained below.

Preparation of the market research plan

This pilot activity has begun with discussing what commodities/ which markets would be researched as
model cases. The WG proposed to choose the commaodities that have been prioritized by the National
Export Strategy (NES), and raised oil seeds (sesame) and frozen fishery product (shrimp/ prawn) in
accordance to the definitions of HS code. Since the European Union (EU) also has been assisting
capacity building of Myantrade on trade data analysis utilizing EU market data, the WG indicated the
Japanese market as the research subject.

Then, JICA Project Team commenced facilitating WG to preparing market research plan covering the
overall schedule, means and items of research. The JICA Project Team then assisted WG to draft research
items and obtained a consensus with WG as shown below. Two teams were then formulated among WG
members to conduct two sets of market research.

Items to be researched by the WG

Resea | Section
Domestic production

Export and import

Market trend of Japan - -
Domestic consumption

Market characteristics

Supply-chain structure

Structure of Japanese market Distribution system

Trading and distribution practices

Government policies of Japanese Trade policies (import policies)

market Product regulations/ standards, market requirements, others

Problems and potentials of Myanmar exporters

Opportunity of Myanmar export to
pportunity 4 P Prospects of export to Japanese market

Japanese market -
Recommendations for market entry

Recommended actions

Recommendations

Possible supports from the relevant ministries and others

Collection and processing of the necessary information/ data on the target commodity/ market

In proceeding the research work, WG has to work for a challenging task of identifying and collecting
the necessary information/ data for market research, particularly concerning trade/ production statistics,
foreign buyers, and the government policies of target market from a range of source. Among them, the
government policies of Japanese market needed a large extent of support by JICA Project Team since
this research item should deal with rather extensive information/ data as follows, and has caused
language difficulty to WG members who have not been accustomed to English.

Information/ data to be collected for research item of “government policies of overseas market”

Category ‘ Information/ data to be collected and analyzed

- Prohibited and restricted goods

uantitative control ) .
Q - Import quota system, import control list

- Regulations on food safety/ sanitation

Product safe . " )
v - Regulations on livestock/ fresh food import

- Industrial and agricultural standards

gedietondacs - Standards of weights and measures

- Pre-shipment inspection (PSI) system

Customs clearance - Customs clearance documents
- Import procedure, license and registration system
- Tariffs
Tariffs and duties - Preferential tariffs and General Systems of Preferences (GSP)

- Free Trade Agreements

- Rules of origin

Crztiitzziem - Specific to subject products, and quarantine (e.g. phytosanitary/ health)

- Supervising authorities
Others - Associations and major industry players
- List of trade fairs

Identification of the relevant sources and collection of the above information/ data from the sources
were supported by JICA Project Team. The Team compiled the collected information/ data and explained
how to access to the information/ data sources through organizing a specific workshop (two times) for
this purpose in September 2017.

Website of Japan Customs, Ministry of Finance
Trade Statistics  WWw.customs.go jpenglishindex. im

@ Japan Customs. Y = Handbook for Agricultural
e - and Fishery Products

-
r - T Import Regulations 2009
2 y é‘s Facilitating Giéhal Trade  JE3 G
5 _1& . .

ML REORSECANLTLET

=

o JETRO st

Sample of workshop material One of the referential materials
(how to access to the data sources) to collect market information



During this workshop, WG found it difficult to work for analysis of such collected market information/
data for two commodities at the same time, and then proposed to concentrate on one commodity during
this pilot activity. The WG chosen frozen fishery product (shrimp/ prawn) as a research subject.

Hearing interview to the relevant stakeholders

The JICA Project Team advised WG to conduct hearing interview to the relevant associations (Myanmar
Fishery Products Processors & Exporters Association for shrimp/ prawn) and a few exporters to study
the current production and export performance, issues/ constraints faced and their needs for the
government support or interventions. The WG has drafted the interview sheet (questionnaire) and JICA
Project Team commented on this so that the interview produces the relevant inputs to the research work.
The below shows the interview items revised by the WG.

Things o be s

Characteristics of Trading practices, distribution  Patterns, means, forms of distribution, key player of
Japanese Market system channel distribution, etc.
Current situation and Featured demands/ preferences by Japanese buyers/
characteristics of domestic users of importers, habits of Japanese consumers, and
market/ consumption their changes in the recent year,
Possible issues of Japan's Any factors/ symptoms/ changes/ events which may
market and consumption affect market demands/ consumption and cause difficulty
trend in meeting the demands.
Major importers (contact Key buyers, users of the target product.
information)
Regulation and Specific requirements in Any special requirements in quality, form of packaging/
Procedure of Japanese market delivery, prices from Japanese buyers.
Japanese Import
Prospects of Current issues of Myanmar's Any difficulties/ constraints faced in entering Japanese
Myanmar's Export to  exporters/ products market and meeting lapanese demands.
Japan

Potentials and opportunities Chances for the future penetration of Japanese market
for Myanmar’s export to Japan  and development of new segments for Myanmar product.

Interview items for market research (shrimp/ prawn products)

The WG has made two times of hearing interview to the association and a few times to the member
exporters during September and October 2017.

An expert of JICA Project Team also organized one-day workshop in September 2017 to provide inputs
and knowledge on the trend and performance, distribution channels and practices of the Japanese market,
consumers’ behavior and preferences with the recent notable changes, and the recent exporting
competitors’ performance to WG members.

Reporting of the market research

After a series of guidance workshop, and hearing interviews to the relevant stakeholders, WG started
writing market research report. Then, JICA Project Team held a few times of workshop to i) advise and
confirm the table of contents of the report (in October 2017), ii) guide how to conduct SWOT analysis
and statistical data processing (by a local consultant in October 2017) and iii) comment on the interim
result of the research (two times in November 2017). The WG agreed on the table of contents which
covers the trends of the world trade/ Japanese market, characteristics of Japanese market (including
supply-chain structure and distribution system/ practices), regulations and procedures of Japanese
import, production and export performances of Myanmar, and recommendations and possible
government support for the market development.

Following the above guidance, WG has successfully drafted market research report on frozen fishery
product (shrimp/ prawn) for Japanese market in the beginning of January 2017 which covers the
following contents, and further prepared the slide materials for the purpose of presentation.

Contents for market research report (shrimp products for Japanese market)

Chapter | Section
Purpose of the research

Acknowledgement

Introduction Market and commodity of research

Assigned researcher and the scope of work

Export/ import conditions by country

The world export to Japan during the last five years

Trade Performance of the World and

Production performance of the major producing countries
Japan

Import by Japan during the last five years

Japanese domestic consumption and market characteristics

Importers/ trading companies

Current market conditions

Distribution and trading practice
- Door to door distribution
Japanese Market, Trading/ - Wholesale and retail markets

Distribution Structure Distribution channels of seafood/ processed products
- Landing area market

- Supermarket

- Convenience store

Issues in Japanese market

List of regulations/ guidelines concerned with Japanese market

Import-related permissions and procedures

Customs, tariffs and import quota

Regulations concerned with Trading/ distribution-related regulations

Japanese Market Hygiene and sanitary testing

Packaging and labelling

Special requirements for Japanese market

Others related to Japanese imports

Types and forms of shrimp export (to Japan)

Large importing countries

Conditions of shrimp production/ export

Myanmar’s Production and Export -
Myanmar’s exporters and exporting system

Issues and needs of Myanmar’s exporters

Risk management

Recommended actions

Recommendations

Possible supports from the relevant ministries and others

Report presentation

The WG has reported a draft preparation to the Director General of Myantrade. The Director General
then requested WG to hold a preliminary presentation internally, where the Director General has advised
and commented on the way the slides are prepared, and on issues/ needs held by Myanmar’s exporters
and recommendations. The WG has responded to these advice and comments to further brush-up the
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research report in preparation of the official presentation.

There was one notable outcome from this pilot research. In
the market research, WG has made a recommendation for
the government to introduce the bonded license system to
the promising exporters (exporters producing “processed
product of fried shrimp” in this case) to enhance their
international market competitiveness. This proposal was
taken positively by the Director General of Myantrade, who
committed to reporting this matter to the minister to examine the possibility of this proposal.

Then, an official presentation was organized by WG in February 2018, where the relevant officers of
the MoC, the Ministry of Fishery, Yangon Economic Institute, and private stakeholders were invited.
The WG, receiving the comments from the participants, finalized the research report. This research
report is to be uploaded at the MoC’s portal and to be published.

Development of standard format/ module of market research report

The JICA Project Team and WG has discussed how Myantrade (those officers/ staffs of Trade
Information and Research Division in particular) continues the research activities. For this purpose,
JICA Project Team compiled all the guidance materials prepared during a series of workshop. Although
a manual or guideline has not been prepared for this purpose, WG recognized that the model report with
the guidance materials prepared during this pilot activity would be useful as a good reference for further
market research even on different commodities and markets, and that the process experienced during
this pilot activity would be pursued by themselves.

2.2.5 Output and Achievement
The following outputs have been achieved through this pilot activity:

- Amodel market research report, that was presented to the private stakeholders,

- Referential materials prepared during the course of guidance,

- Ten officers/ staffs having experienced the whole process of market research from planning to
report compilation/ presentation

- Arecommendation as a result of market research, taken for further examination by the MoC.

Considering the fact that all the WG members had not experienced the similar research work before this
pilot activity, above progress and outputs are deemed as very satisfactory. This pilot activity has brought
about a confidence among WG members since they feel confident in continuing market research work
after the technical assistance.

2.2.6 Lessons Learnt and Recommendation

This pilot activity has derived the following lessons learnt that should be translated into the
recommendations for further enhancement of Myantrade functions, as follows.

Allocation of younger officers/ staffs with basic equipment for research work

Although WG members have been confident in continuing the similar market research activity, the
following constraints are apparent, i) limited number of younger officers/ staffs in Trade Information
and Research Division who have good command of English and PC/ web-search skills, and ii) limited
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number of PC available for usage together with slow internet access. This has caused rather slower
progress of the pilot activity and WG’s decision to concentrate on one commodity instead of initial two
ones.

Learning from this experience, JICA Project Team proposes Myantrade to assign more young officers/
staffs to this division and equip sufficient volume of PC with sound internet access, so that the division
be able to extend coverage (both commodities and countries) of market information/ data collection and
research in accordance to the model report. Myantrade is also expected to ensure close communication
with the relevant private stakeholders (industrial associations in this case), so that the valuable inputs to
research are obtained from them and research outputs be beneficial to them.

2.3 Trade Fair Management
2.3.1 Objectives and activities
The objectives of this pilot activity are:

- To encourage exporters to participate in trade fairs by providing proper guidance,
- To examine a feasibility of (co-)organizing a trade fair in Yangon for export promotion.

The following activities are scheduled for implementation on a pilot basis:

- Conducting an orientation gathering for Myanmar exporters/ producers to promote participation
in international trade fair,

- Compilation and distribution of a guiding pamphlet for participating in a trade fair,

- Examination of a feasibility of holding a trade fair in Yangon.

2.3.2 Working Group members
The members of this Working Group (WG) is as follows:

Supervisor Mr. Nay San Division of Trade Development
Team Leader Mr. Win Than Ditto
Team Members Hla Wai Ditto

Moe Kyaw Thu Ditto

Khin Maung Oo Ditto

2.3.3 Position of JICA Project Team

The JICA Project Team was expected to give guidance/ advice to the WG members on how to prepare
the orientation gathering, collect information of trade fairs for preparing a pamphlet, and examine the
feasibility for organizing a trade fair. Travel expense for inviting a lecture from JETRO was borne by
the JICA Project Team.

On the other hand, Myantrade was expected to assign its officers/ staffs for activity implementation
during the course, and prepare the cost for organizing the orientation gathering.

2.3.4 Conducted activities

The scheduled activities have been conducted, as explained below.
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Conducting an orientation gathering for Myanmar exporters/
producers to promote participation in international trade fair

In order to encourage Myanmar exporters/ producers to
participate in international trade fair, the WG planned to hold an
orientation meeting of “Awareness seminar on international trade
fair’, where advantages and necessary procedures in
participating in trade fair were explained to private companies.
The JICA Project Team advised the WG on designing contents of
the seminar and selection of appropriate exporters/ potential producers as participants, and arranged for
requesting a lecture from JETRO Yangon office. Outline of the seminar is shown as below

Date November 23-24, 2017
Venue Ministry of Commerce Office No.52, Nay Pyi Taw
Participants Small and Medium industries: 20

Lecturers and organizers: 18 (including Ministry of Industry (4) and Ministry of
Agriculture, Livestock and Irrigation (2))

November 23 09:45-10:00 Opening Remarks

Director General, Myantrade

10:00-11:00 Experiences of UMFCCI-MECA on international trade
fairs

Joint Secretary General, UMFCCI/ President, Myanmar
Exhibition & Convention Association (MECA)
11:20-12:15 About Myantrade

Director, Trade development division Myantrade
13:15-14:15 Service provided to the exporters by Cooperative
Department

Director, Cooperative Department, Ministry of Agriculture,
Livestock and Irrigation

14:15-15:45 Things to know about Trade Fairs in Japan
Director, JETRO Yangon
16:00-17:00 Services provided to the exporters by SME Department

Director, Directorate of industrial supervision &
inspection, Ministry of Industry

November 24 10:00-11:00 Services provided to the exporters by Regional Trade
Center (RTC)

Deputy Director, Domestic trade division, Myantrade
11:15-12:30 Things to know about international trade fairs

Deputy Director, Trade development division, Myantrade
13:30-15:10 Group discussion & presentation

15:10-15:30 Closing remark

Deputy Director General, Myantrade

For the purpose of enhancing the partnerships among ministries in making use of the opportunity of
trade fair for effective trade promotion, the WG cooperated with Ministry of Agriculture, Livestock and
Irrigation and Ministry of Industry in providing a lecture and inviting potential exporters/ producers for
international trade fairs. Each of lectures explained services available for exporters/ producers especially
for trade fairs, the way to apply for exhibit, and experiences in past.
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Compilation and distribution of guiding pamphlet for participation in a trade fair

The JICA Project Team and the WG discussed to prepare a reference on trade
fair for promoting further proactive participation by Myanmar exporters/
potential producers. A draft guiding pamphlet compiled by the JICA Project
team, collecting information from the WG, contains advantages to participate
in trade fair, general procedures for participation, tips for success, information
of major trade fairs, etc. The WG plans to finalize the pamphlet and prepare
Burmese version for distributing exporters/ producers)

Examination of a feasibility of holding a trade fair in Yangon

The JICA Team collected information through interview with trade fair organizers in Myanmar in order
to estimate an approximate cost of “Myanmar product show at Tatmadaw exhibition hall” as a reference
for future event, shown below.

*in US dollar

Duration : 3 days in the best season for tourist

Place : Tatmadaw Exhibition Hall

Layout : Standard layout with central event/ show space

Number of booth/ stand : 100 (Tatmadaw can accommodate max. 160 standard booths)

Cost item Unit price Assumption/ Condition

Space rental fee 1,500/ day

Space rental fee during 450/ day 2 days necessary

preparation

Electricity/ water expenses 150/ day

Cleaning 600~700/ week

Standard booth construction cost | 50~100/ booth for standard booth set, with table/

or for 100 booths chair (design/ decoration/ display
facility shall be arranged by each
exhibitor)

Central event/ show space 2,000/ set Basic design/ layout

construction cost with AV system

Decoration cost (interior and 2,000/ set Basic design

exterior)

Event promotion cost 1,000~3,000/ set Promotion expenses for securing
the exhibitors including pamphlet,
guide

Event advertisement cost 5,000~30,000/ set Advertising expenses for domestic

(FM/ newspaper/ journal/ TC/ visitors/ guests (foreign visitors will

billboard) be approached by the
government)

Personnel cost 8,000~10,000 during 3days Private security, police,
receptionist, operational staff,
service charges, event permit
application and other
miscellaneous cost

Others 7,000~9,000 x 3 days Need to rent extra aircon due to

(Generator/ extra air-condition) weak of Tatmadaw aircon units

*Booth charge for local exhibitor: 500,000~700,000MMK

The WG and the JICA concluded that it is premature to organize a trade fair in Yangon targeting overseas
buyers, in consideration of low quality and few variety of Myanmar products. It would rather effective
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that Myantrade make use of the budget to purchase booths for Myanmar potential producers to exhibit.
2.3.5 Output and Achievement
The following outputs have been achieved through this pilot activity.

- Amodel of orientation meeting of participation in trade fair,
- Guiding pamphlet (draft) for exporters/ producers to encourage participation in trade fair,
- Reference information for future implementation of trade fair in Yangon

Considering the fact that the services provided by the WG/ Trade Development Division regarding trade
fair had been limited before this pilot activity, above progress and outputs are assessed as relatively
satisfactory since the WG members began to realize the importance of proactive service delivery to
customers.

2.3.6 Lessons Learnt and Recommendation

This pilot activity has derived the following lessons learnt, that should be translated into the
recommendations for further enhancement of Myantrade’s functions, as follows.

Delivering customer-oriented services

Services provided by Trade Development Division concerning trade fairs are relatively limited so far,
mainly administrative procedures such as issuing export permission and distributing invitation of
overseas trade fair to related association (selection of exhibitors are left to the association). Awareness
of delivering customer-oriented services are still low among the officers, even though the JICA Project
Team advised the WG to value the purpose and the target of services in implementing the activities.

To improve the value of an organization as TPO, and to make use of the opportunity of trade fair for
effective trade promotion, it is necessary for Trade Development Division to make efforts on a regular
basis, such as 1) to collect information of exporters/ potential producers, 2) to collect information of
trade fairs and distribute to exporters/ producers, and 3) to give a guidance and financial/ technical
support for exhibitors of making attractive marketing promotion at trade fair.

2.4 Exporter/ Importer Support Services
2.4.1 Objectives and activities
The objectives of this pilot activity are:

- To improve services of MTC to meet the requirements of exporters and foreign buyers and make
MTC more attractive,

- To enhance the collaboration among MTC and regional trade centers (RTCs) for improving
services of regional trade centers.

The following activities are scheduled for implementation on a pilot basis:

- Organizing mini seminar for exporters at MTC,
- Organizing onsite guidance to RTCs through mini seminar at RTCs,
- Preparation of brochures of MTC &RTCs written in Burmese, English and Japanese.
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2.4.2 Working Group members
The members of this Working Group (WG) is as follows:

Position Name Division
Supervisor Mr. Nay San Division of Trade Development
Team Leader Mr. Mya May Sein ditto (Myanmar Trade Center)
Team Members Mr. Kaung Htut Aung ditto (Myanmar Trade Center)

Ms. Mee Mee Htwe ditto (Myanmar Trade Center)
Ms. Zar Ni Myint ditto (Myanmar Trade Center)

Regional trade centers will be trainees and they will be responsible persons in regional trade centers.
2.4.3 Position of JICA Project Team

The JICA Project Team was expected to give guidance/ advice to the WG members on how to design a
series of mini seminar, to provide lectures and advice to the participants at mini seminars, and to provide
technical support on designing questionnaire for the seminar participants as well as on preparing MTC
& RTCs brochures. A lecture fee from private institute and printing cost for preparing the brochures
were borne by the JICA Project Team.

On the other hand, Myantrade was expected to assign its officers/ staffs for activity implementation
during the course, and prepare the cost for organizing mini seminars and for travelling to RTC.

2.4.4 Conducted activities
The scheduled activities have been conducted, as explained below.

Organizing mini seminar for exporters at MTC

For the purpose of enhancing the function and management of MTC as well as promotion of MTC, the
WG and the JICA Project Team planned and organized a series of mini seminars. First mini seminar was
organized at MTC on August 30, 2017, with the title of “Exporter Dialogue: How to enter Japanese
Market for Foodstuff Industry”. 13 participants were exporters/ producers from the business fields of
vegetables, tea, pea rice, coffee, natural drink, vermicelli, food staff, sesame, etc. After a brief
introduction of MTC and the purpose of the seminar by MTC, the JICA experts made presentations on
how to enter Japanese market: characteristics of Japanese market, procedures of food exporters to Japan,
potential Myanmar products, and key points of marketing. In the following session of Q & A, the
participants exchanged opinions with the WG as well as the JICA experts on a potential of their products
for Japanese market, asked questions on exporting procedures and services provided by MTC/
Myantrade.

Second mini seminar at MTC was conducted on December 4, 2017. Upon a proposal from the WG, the
theme of this seminar was decided as “Exporter Dialogue: Branding for Export Promotion”. Lectures
on idea of branding and how to create appealing brand of own company/ product by the principal of
business school and the JICA expert, followed by a guest speech of a marketing manager from a
successful cashew nuts processing company, were delivered to around 40 participants.
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Organizing onsite guidance to RTCs through mini seminar at RTCs

As an initial trial for implementing mini seminar at RTC, Yarmanya Trade Center, Mawlamyine, Mon
State organized “Exporter Dialogue: How to enter Japanese Market for Foodstuff Industry” on
September 4, under the supervision of MTC. Participants were 43 person including personnel of
Ministry of Industry and Mon State Chamber of Commerce and
Industries. 27 participants were from private sector such as
preserved fruit processing, pulses & beans, sesame seed, spice, etc.
This trial aims to enhance the collaboration among MTC and RTCs
for improving services of regional trade centers and promoting
MTC & RTCs in regional area. After a series of lectures by MTC
and the JICA experts, consultation on how to promote export of
Mon State was given to the participating exporters/ producers.

The WG, Yarmanya TC officers and the JICA Project Team then visited to local companies in
Mawlamyine after the seminar, rubber company and rice mill company, for the propose of understanding
the current situation and issued of local private sector and introducing possible assistance by Myantrade.

Preparation of brochures of MTC & RTC written in Burmese, English and Japanese

The JICA Project Team reviewed MTC & RTC brochure and
improve it as one of promotion tools for domestic exporters/
producers as well as overseas buyers. New brochures were prepared
in English, Japanese and Burmese, which consist of outline of MTC,
services provided by MTC and information of RTCs.

2.4.5 Output and Achievement
The following outputs have been achieved through this pilot activity.

- Amodel of mini seminar/ exporter dialogue at MTC & RTCs,
- Officers/ staffs having experience the collaboration activity among MTC & RTCs,
- Brochures of MTC/ RTCs.

Considering the progress and outputs above, this pilot activity has brought about sufficient result as
those planned activities have been achieved as scheduled and the WG intends to continue the activities
after the technical assistance.

2.4.6 Lessons Learnt and Recommendation

This pilot activity has derived the following lessons learnt, that should be translated into the
recommendations for further enhancement of Myantrade’s functions, as follows.

HRD training of younger officers/ staffs and allocation of officers/ staffs to RTCs

Although the planned pilot activity has been smoothly conducted, and the WG members have been
confident in continuing the similar activity, the following constraints are apparent, i) limited number of
younger officers/ staffs in MTC/ RTCs who have good knowledge and experience to provide necessary
trade related information to exporters as well as overseas buyers, and ii) limited number of officers/
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staffs as well as facilities at RTCs/. This would cause rather slower progress of improving the service
delivering.

Knowledge transfer and practical training to younger officers/ staffs of MTC is necessary for enhancing
the function and management of MTC, through compiling FAQ for consultation to exporters and overseas
buyers, improving a mechanism of matching service, etc.

JICA Project Team proposes Myantrade to assign more young officers/ staffs especially to RTCs with
sufficient basic equipment such as PC with sound internet access, so that RTCs be able to plan and
conduct expected activities in each region, while providing guidance to regional centers in order to
upgrade their services.
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1 Background
Myanmar’ export development faces with the following issues:
1) High dependence on commodity exports

B Itis necessary to develop higher value-added export products and diversification of

export products.
2) Limited capabilities of exporters in terms of technology and management

B Itis necessary to enhance potential exporters’ capability and develop value chains of
exporting industries.

3) Limited resources of Myantrade and other related organizations for exporter development

B Itis proposed to provide integrated export supports to priority exporters for effective
export development.

4) Low recognition level of attractiveness of Myanmar export products

B It is required to promote Myanmar export products effectively and establish
Myanmar brand.

Integrated Export Development Program

Issues Direction of Strategy
High dependence Development of higher value-added

on commodity » export products and diversification
exports of export products \

Limited capability Enhancement of potential

of exporters

» exporters’ capability and industrial
value chain development
— Proposal of
e ———— . . Program
Limited resources Provision of integrated export ogra
of Myantrade and

other related s;;fppqrts to pnor(ljty e>|<porters for
organizations effective export development

Lot\;v rethJgnlllon ?f Effective promotion of Myanmar
CUNETEREEES @ » export products and establishment

Myanmar export
products of Myanmar brand

Figure 1: Background of Program

2 Objectives
This program is formulated with the following objectives:
1) Identify and promote excellent and potential export products and exporters

2) Provide integrated exporter development supports in order to upgrade the identified
excellent export products and capabilities of exporters

3) Promote the identified excellent export products and establish Myanmar brand under
the concept of national branding

3 Program Design

The Program is designed to implement targeted export development with limited resource
of Myantrade.

This Program aims at effective promotion to overseas buyers and markets by focusing most
potential exporters and export products.

This Program aims at supporting target exporters with good coordination of various export
development efforts such as NES, industrial supply chain development, cluster development.

This program consists of three activities: i) Activity 1: Identification of Excellent Myanmar Export
Products; ii) Activity 2: Integrated Exporter Development Support; and iii) Activity 3: National
Branding with Excellent Myanmar Mark.

The Program starts with Activity 1 to identify potential exporters and export products and this
can realize the identification of priority targets of Myantrade's efforts of export development.
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Activity 2 and Activity 3 will follow Activity 1 and be implemented in parallel and
complementarily. Activity 2 will aim at the capacity development of exporters and development
of exportable products. Activity 3 will focus on the promotion of competitive products under
the concept of national (and regional) branding.

- For targeted export development with limited resource

- For effective promotion to overseas buyers and markets

- For good coordination of various export development efforts such as
NES, industrial supply chain development, cluster development

Promotion of Excellent
Export Products and
Establishing Myanmar

Identification and Brand under National

Promotion of Excellent Branding
Export Products and Activity 3
Exporters
Activity 1 Upgrading of Export

Products and Capabilities
of Exporters through
Integrated Exporter
Support Activity 2

Figure 2 Objectives of Program

4  Activity 1: Identification of Excellent Myanmar Export Products
4.1 Contents of Activity

The purpose of this activity is as follows:

To identify (potential) excellent export products and compile database of those excellent
products from the viewpoints of high quality, good design and evaluation of overseas
markets/ buyers, so on.

This activity consists of the following components:
(1) Find (potential) excellent export products and potential exporters

Myantrade will find information of excellent export products and products which can be
developed to be future excellent export products.

Major sources of information are regional trade fairs, associations, recommendations by
regional trade centers, etc.

Integrated Export Development Program

(2) Build database of excellent export products and exporters
Myantrade will construct database of identified excellent export products and exporters.
(3) Provide an award to the selected Myanmar excellent export products

Myantrade will design and initiate a program of Myanmar Excellent Export Award.

4.2 Implementation Steps

This activity will be implemented according to the following steps:

1-1:  Decide division(s) of Myantrade responsible for the implementation of program and
organize a working group for implementation.

Myantrade organizes a working group for conducting tasks of this activity. The
working group consists of relevant divisions of Myantrade.

The roles of working group are as follows:
- Formulating an implementation plan of the Activity
- Coordinating an implementation of the Activity
- Reporting the implementation to the upper management

- Monitoring and evaluating the results of the Activity

1-2:  Examine a way of collecting information of candidate excellent export products

1

=

The working group decides criteria of data collection in accordance with the
objectives of the Activity.

Factors deciding excellent export products may include the followings:
- Export performance in terms of export value
- Export entering a new market
- Export with own brand
- Export products using modern technology
- Export products with sophisticated design
- Export products using a characteristic specific to Myanmar
- Up-and-coming export product
- Export products by SMEs
Target export products are all products and services that are made in Myanmar by

4
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1-3:

both local and foreign companies.

2) The working group prepares a fact sheet of excellent Myanmar product for data
collection.

The fact sheet includes such items as outline of company, outline of product,
experience and potential of export, etc.

3) The working group formulates a plan of data collection.
Myantrade possesses information of excellent Myanmar products that have
participated in trade fairs supported by Myantrade. They have been top Myanmar
products for export promotion by Myantrade. This information is one of sources of
data collection.
Other sources of information are recommendations by regional offices of MOC and
recommendation by associations.
List of Exporters Internal information
within Myantrade
Regional Offices
of MOC
Industrial
Associations Recommendation
Figure 3: Channels of Data Collection
Collect information of candidate excellent export products through regional trade
fairs, associations, regional trade centers of MoC, etc.
1) The working group formulate a list of excellent exporters and products with internally
available information.
The working group collect the information form the lists of participants in the past
trade fairs, export statistics, and so on.
2) The working group requests MOC's regional offices to recommend potential
exporters and export products.
Regional offices are expected to identify potential exporters and products.
3) The working group request business associations to recommend potential exporters

and export products.

Integrated Export Development Program

4)

5)

6)

1

2)

1)

2)

Not only commodity-based products but machinery & equipment, FOB apparel and
FDI-manufactured products are also covered.

The working group makes a list of candidate potential excellent exporters and export
products.

The working group makes a list by compiling and sorting the internal information
and information from regional offices and business associations and selecting
appropriate candidates.

The working group submit a format of fact sheet to candidate exporters.

The working group sends a format of fact sheet to candidate exporters with a request
letter signed by high ranking officer of MOC/Myantrade.

The working group also asks a collaboration of business associations.
The working group collects fact sheets from candidate exporters.

The working group thinks out effective methods of collecting fact sheets, for example,
online registration, follow-up by e-mail/phone, and so on.

Construct database of the collected information

The working group construct database of the collected fact sheets.
The collected information of fact sheets is compiled into database.
Myantrade utilizes the database for export promotion activities.

The database is used for selection of trade fair participants, matching service, online
exporter search service, directories, publication, etc.

Select top excellent exporters and export products from the collected candidate
exporters and products

The working group decides selection criteria for top excellent exporters and export
products.

Criteria are considered for different categories, for example, quality brand products,
Myanmar specialties, SMEs, and so on.

The working group selects top excellent exporters and export products.

The working group selects top excellent exporters and export products for each
category.

Provide an award to excellent Myanmar export products and exporters
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1) The working group examine a viability of “Excellent Myanmar Export Award” program.

The working group plans a new program of Excellent Myanmar Export Award and

examine the usefulness and viability of program.
The plan includes the following items:
- Objectives
- Selection criteria, selection categories, requirements, judgement method
- Selection procedures and schedule
- Benefits to exporters
- Expected effect

2) The working group hears opinions of stakeholders on the award program.

The working group hears opinions of stakeholders such as related ministries and
organizations, business associations, etc. on the proposed award program. With this

purpose, a consultation workshop is organized inviting stakeholders. . .
Figure 4: Cycle of Awarding

It is necessary to establish consensus among stakeholder for the start of the award
program.

3) The working group coordinates with stakeholders to organize an implementation 1-7: Continue the steps of 1-3 to 1-6 annually

organization for the award program. Myantrade continues to update database of excellent exporters and export products

An implementation organization may be needed to be established by inviting related and utilize them for export promotion activities.

ministries and organizations. The selection and award of top excellent exporters and export products are

4) The implementation organization conducts the award program. implemented every year when the award program is implemented successfully.

The implementation steps of program consist of announcement, registration of Table 1: Implementation Schedule of Activity 1

participants, screening of application documents, selection of nominees, final 2018 2019

judgement and announcement of winners, and awarding ceremony. Ot | Nov | Dec | Jan l Feb ‘ Viar | R l May | o | ol | A | Sep
It is assumed that an award is granted to best export product(s) and exporter(s) in Activity 1: Identification of Excellent Myanmar Export Products

different categories (for example, high performing product, new market entry, SME Decide division(s) of Myantrade

1-1:  responsible for the

champion, etc.). ! !
implementation of program

Examine a way of collecting
1-2: information of candidate excellent
export products

Collect information of candidate
excellent export products through

1-3: regional trade fairs, associations,
regional trade centers of MoC,
etc.

Construct database of the
collected information
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Select top excellent export
1-5:  products from the collected
candidate products
Provide an award to excellent
1-6:  Myanmar exporters and export
products
Continue the steps of 1-3 to 1-6
annually

5 Activity 2: Integrated Exporter Development Support
5.1 Contents of Activity

The purpose of this activities is as follows:

To strengthen prospective exporters and improve their products, technology and
exports by providing advisory, intensive training and export marketing support during a
project period (e.g., one year).

This activity consists of the following components:
(1) Selection of target companies to support

Myantrade selects target companies by evaluating their potential with the criteria and
qualification.

(2) Provision of advisory

Instructors (coaches) periodically give face-to-face advice to the target companies.
Instructors are Myantrade officials/staff, outside experts, lecturers, etc.

(3) Provision of intensive training

TTI, MTC and/or regional trade centers periodically provide intensive training to the target
companies.

(4) Support to marketing

Myantrade provide export promotion supports such as business matching and trade fairs
to the target companies.

Integrated Export Development Program

Target

Companies Understanding Product Faorfm E::I:::tn Pr:xr:::itan ‘

Plan Activities

ﬁfm Orientation ¢,00rt Business  Improvement

Support by
Myantrade

Busm ess Match:ng,

Trade Fair
Collaboratlon

Resources of
Other
Organizations
Figure 5 Implementation Flow of Integrated Exporter Development

5.2 Implementation Steps
This activity will be implemented according to the following steps:

2-1:  Decide division(s) of Myantrade responsible for the implementation of program and
organize a working group

Myantrade organizes a working group for conducting tasks of this activity. The
working group consists of relevant divisions of Myantrade.

The roles of working group are as follows:
- Formulating an implementation plan of the Activity
- Coordinating an implementation of the Activity
- Reporting the implementation to the upper management

- Monitoring and evaluating the results of the Activity

2-2:  Organize a support unit to provide supports to potential exporters by finding
resources of expertise (related ministries, associations, universities, BDSs, donors,
etc.)

Myanmar Trade Center (MTC), regional offices of Myantrade and Trade Training
Institute (TTI) are major members of the support unit.

The working group identifies possible source of exporter support other than
Myantrade. SME Centers of the Ministry of Industry, the Department of Research and
Innovation, universities, business associations and business development services

10
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2-3:

2-4:

2-5:

2-6:

2-7:

2-8:

providers are also potential sources of technical service.

Develop a package of supports to potential exporters

The working group develops a package of support to potential exporters by
combining possible supports by Myantrade and other sources.

Select target exporters to support
The working group decides criteria of exporters which are eligible for this activity.

Myantrade selects target exporters for this activity on the basis of criteria set by the
working group. The number of target exporters is decided within Myantrade’s
capability.

Design a menu of support to each target potential exporter

Myantrade designs a menu of support to each target exporter. It is considered
effective to provide intensive support to exporter during a certain period, for example,
one year.

A menu consists of i) provision of advisory, ii) intensive training and iii) marketing
support. Technical service such as R&D support and design sophistication are also
provided when technical assistance is available, for example, from local experts or
donors.

Provide supports to potential exporters

Myantrade provides integrated support to target potential exporters.

Monitor and evaluate the results of exporter support

Myantrade monitors the progress of integrated support by individual exporters and
make adjustment of support if necessary.

Myantrade evaluate the results of exporter support by exporter and consider
necessary improvement of activity.

Continue the steps of 2-4 to 2-7 annually

Myantrade continues to implement the integrated exporter development support
every year.

Integrated Export Development Program

Table 2: Implementation Schedule of Activity 2

2018 2019
Oct | Nov | Dec | Jan [ Feb ‘ Mar | Apr [ May | Jun | Jul | Aug | Sep
Activity 2: Integrated Exporter Development Support

2-1:  Decide division(s) of Myantrade
responsible for the
implementation of program

2-2:  Organize a support unit to provide
supports to potential exporters by
finding resources of expertise
(related ministries, associations,
universities, BDSs, donors, etc.)

2-3:  Develop a package of supports to
potential exporters

2-4:  Select target exporters to support

2-5:  Design a menu of support to each
target potential exporter

2-6: Provide supports to potential
exporters

2-7:  Monitor and evaluate the results
of exporter support

2-8:  Continue the steps of 2-4 to 2-7
annually

6 Activity 3: National Branding with Excellent Myanmar Mark
6.1 Contents of Activity

The purpose of this activities is as follows:

To promote the selected excellent products under the national branding concept:
- To certify Myanmar Excellent Mark to excellent export products made in Myanmar
- To authorize them to put the Myanmar brand mark of their packages

- To make use of Myanmar Excellent Mark to improve the image and reliability of
Myanmar products

- To promote products awarded Excellent Myanmar Exporter and products with
Excellent Myanmar Mark as national branding

This activity consists of the following components:

(1) Certification of Myanmar Excellent Mark for excellent export products made in
Myanmar

12
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Myantrade evaluates and certifies excellent Myanmar products from the viewpoints of
technical quality, design, performance, evaluation by users, etc.

(2) Provision of privileges

Myantrade entitles the certified products to use the Myanmar's brand mark, that is,
"Excellent Myanmar” mark.

Myantrade preferentially provides export promotion services to the certified products.
(3) Publicity of Excellent Myanmar Mark

Myantrade promotes the recognition of Excellent Myanmar Mark by various means of
publicity.

(4) Use of Excellent Myanmar Mark in export promotion

Myantrade utilizes the Excellent Myanmar Mark as a means of national branding activities
such as overseas trade fairs.

The examples of national branding of other countries are shown as follows:

Case of National Branding of Thailand

B Thailand Trust Mark is licensed by DITP to companies whose branded products and
services meeting government'’s criteria, covering such positive attributes as refined
craftsmanship, quality, originality and distinction.

———

-lr-
Il

THAILAND L

TRUSTHD GUALITY =] <

B In order to promote tourism industry, Thailand introduced “Thai Select logo” which
awards high quality service sector such as restaurants, spas and health services by
meeting the standard of hospitality, atmosphere and efficient operation.

i
SELECT
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‘ Source: www.thailandtrustmark.com, https://thaiselectny.com ‘

Case of National Branding of Malaysia

B SME Corporation Malaysia, in collaboration with SIRIM QAS International Sdn. Bhd.
has developed the National Mark of MALAYSIAN BRAND certification program that
promotes the development of Malaysian brands to meet global quality standards.

B Organizations that participate in the program and successfully fulfill all the required
criteria will be awarded the right to use the National Mark of MALAYSIAN BRAND
on their product packaging and in all their marketing communications efforts.

Source: www.nationalmark.gov.my, www.matrade.gov.my

Case of National Branding of Vietnam

B |n Vietnam, the National Brand Program was launched to build its high-quality
products and services with the Prime Minister in Decision No. 253/2003 / QD-TTg of
November 25, 2003. The Ministry of Industry and Trade is the core agency responsible
for coordination the Program.

B The National Brand Logo, which is entitled Vietnam Value, is awarded to product
brands that meet the criteria of the Program. The selection of branded National
Brands products is conducted every two years. In 2014, 64 companies were honored
national brand awards.

B Participants to the program can get the State’s support in protecting and registering
their trade names at home and abroad. In addition, the Trade Promotion Agency will
assist prize-winning businesses in building capacity on design and packaging.

Vietnam Value

Source: http://www.vietrade.gov.vn/
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Case of Branding of Myanmar products by Retailer

B City Mart started the Pride of Myanmar program with the aim of alleviating the
competitive level and standards of local food & beverage producers. The program
was aimed at being s a showcase of the best of Myanmar’s food & beverages to the
world.

m  City Mart selects excellent Myanmar local food & beverages. The selected products
are promoted at their retail outlets.

YR w
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Source: http://www.citymart.com.mm

6.2 Implementation Steps
This activity will be implemented according to the following steps:
3-1:  Decide division(s) of Myantrade responsible for the implementation of program

Myantrade organizes a working group for conducting tasks of this activity. The
working group consists of relevant divisions of Myantrade.

The roles of working group are as follows:
- Formulating an implementation plan of the Activity
- Coordinating an implementation of the Activity
- Reporting the implementation to the upper management

- Monitoring and evaluating the results of the Activity

3-2:  Examine a viability of Myanmar Excellent Mark certification
The working group formulates a plan of Myanmar Excellent Mark certification.

The purpose of certification is that Myantrade certifies Myanmar's export products
which satisfy a certain quality level, special features, legal compliance, etc. with the
purpose of gaining trust of foreign buyers and consumers to Myanmar products and
establishing Myanmar brand.

Certified products are entitled to use Excellent Myanmar Mark on their products.
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3-3:

3-4:

3-5:

The working group examines a viability of this plan by hearing opinions of
stakeholders and analyzing possible obstacles such as existence of eligible products,
capacity of technical evaluation, budget, operating organization, etc.

Myantrade

&l

‘Excellent
Made n
Myanmar
 Myantrade

- Excellent
Madein Mlyanmar

Figure 6 Examples of Excellent Myanmar Mark

Excellent
Made in Myanmar

The concept of Excellent Myanmar Mark is closely related to geographical indication
and geographical origin indication (local content). It is necessary to examine
differentiation and/or combination with those concepts.

Organize a committee of Excellent Myanmar Mark certification

The working group coordinates with stakeholders to organize a committee of
Excellent Myanmar Mark certification.

Examine a purpose of "Excellent Myanmar" mark and design a system of Excellent
Myanmar mark

The committee examines and confirms an aim of Excellent Myanmar mark.

The committee designs a system of Excellent Myanmar mark including the purpose,
organization, procedures, schedule, etc.

Design qualification criteria of Excellent Myanmar mark

The committee design qualification criteria of Excellent Myanmar mark. An example
of criteria is as follows:

- Incorporation and registration at DICA according to the Myanmar Companies
Law

- Registration of brand
- Certification of local/international standards
- Export experience

- Legal compliance including intellectual property right

16
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- Quality and design of product 3-7: Evaluate applied products and
certify products for Excellent
- Local content, etc. Myanmar mark

3-8: Promote excellent Myanmar
products on various occasions of
export promotion

3-6:  Operate the Excellent Myanmar mark certification 3-9  Continue the steps of 3-5 to 5-7
annually

The committee formulate a work schedule of certification and organize an evaluation
team for certification.

The committee invites applications for Excellent Myanmar Mark and evaluate applied
products and certify products for Excellent Myanmar mark

3-7:  Promote excellent Myanmar products on various occasions of export promotion

Myantrade promote products awarded Myanmar Export Award (Activity 1) and
products with Excellent Myanmar mark on various occasions of export promotion
such as trade fairs, trade missions and website.

3-8:  Continue the steps of 3-5 to 5-7 annually
The Excellent Myanmar Mark certification is implemented every year.

Myantrade continues to promote excellent Myanmar products on various occasions
of export promotion.

Table 3: Implementation Schedule of Activity 3

2018 2019
Oct | Nov | Dec | Jan | Feb | Mar ‘ Apr | May | Jun | Jul | Aug | Sep

Activity 3: National Branding Promotion with Excellent Myanmar Mark

3-1:  Decide division(s) of Myantrade
responsible for the
implementation of program

3-2  Examine a viability of Myanmar
Excellent mark certification

3-3:  Organize a committee of Excellent
Myanmar mark certification

3-4: Examine a purpose of "Excellent
Myanmar" mark and design a
system of Excellent Myanmar
mark

3-5:  Design qualification criteria of
Excellent Myanmar mark

3-6: Operate the Excellent Myanmar
mark certification
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Recommendations of Trade-related Policies for Promotion of Export-oriented Investments
1. Trade Agreements

Myanmar has shared the basic principle of freedom (reduction of duties, ban of quantity limit), non-
discrimination of trade activity, and multilateral trade system, and entered the World Trade Organization
(WTO) in July 1995 which discusses the comprehensive international trade rules. Myanmar also joined the
General Agreement of Tariffs and Trade (GATT) in July 1948 which was succeeded by the WTO.

Myanmar officially joined the ASEAN in July 1997, and has been a member of ASEAN Economic
Community (AEC) established in December 2015. AEC, intended to integrate the ASEAN’s regional
markets, has achieved the higher level of free trade regime, where the tariffs of over 90% of tradable goods
become zero. AEC aims at further liberalization on the service trade, investment/ capital flow, and
movement of skilled labor. Furthermore, ASEAN has participated in Free Trade Agreement (FTA) of
“ASEAN+1” or Economic Partnership Agreement (EPA) with Japan, China, Korea, India, Australia and
New Zealand respectively, and has been negotiating Regional Comprehensive Economic Partnership
(RCEP) with these 6 nations.

Before the establishment of AEC, Myanmar entered ASEAN-FTA (AFTA) which was formulated in the
fourth ASEAN Summit held in January 1992, and became one of the four later members (with Vietnam,
Laos, Cambodia) in 1997. AFTA envisions the goal of import tariff removal. Although the later members
set their goal to reduce the tariffs for goods in the region to zero by 2015, the realization of final tariff ratio
(0~5%) of the Common Effective Preferential Tariff (CEPT) has been delayed. The ASEAN Trade in
Goods Agreement (ATIGA) based on AFTA has stipulated the regulation of import tariff exemption for
realization of the free goods movement, as well as the agreements of comprehensive investment and trade
in service.

In addition to AEC, Myanmar joined the Bay of Bengal Initiative for Multi-Sectoral Technical and
Economic Cooperation (BIMSTEC) in December 1997 and then agreed on the framework of BIMSTEC
FTA. The current members amount to seven nations crossing two regions of South Asia and Southeast
Asia, including Myanmar, India, Bangladesh, Sri Lanka, Nepal, Bhutan, Thai. BIMSTEC has entered the
agreements of cooperation in 14 fields including trade. Conclusion of FTA has remained an important
theme in BIMSTEC. As of 2004, the BIMSTEC members signed the framework agreement on FTA, and
notified this to the WTO, however, the subsequent negotiation was not progressed smoothly.

In 2014, the members have signed the memorandum of understanding concerning the opening of the
permanent secretariat office at the BIMSTEC Summit held in Myanmar, followed by the official
establishment of the secretariat in Dhaka in September 2014. Further in January 2015, BIMSTEC seminar
was held where the foreign minister of Bangladesh stated its commitment to the early finalization of FTA.
However, the FTA has been in the negotiation process. It is assumed that it takes another 10 years to
realize the removal of tariffs for general goods through closing and enactment of the treaty, although
agreed on the FTA in the future.

In addition, the GoM has signed five border trade agreements with China, India, Bangladesh, Thailand,
and Lao PDR. The MoC has been consulting and negotiating with such border trade partners through
establishing the Joint (Border) Trade Commission respectively, with the aim of facilitating and promoting
trade with neighboring countries.

2. Trade-related Policies of Myanmar

Trade-related policies of Myanmar are summarized as below;

(1) Trade management system

In Myanmar, it is necessary to establish the company as trading business, to register as exporter or
importer, and to be licensed for each traded item (many items still require prior licensing). Since the

1

foreign companies are not registered for trading business, they need to rely on the local companies for
exporting/ importing.

Subject Explanation

Laws concerned Export and Import Law (September 2012) and notifications based on the law. With this enactment, the
former export/ import control law in 1947 was abolished, however, the notifications based on this
former law remain still effective, unless acting counter to the 2012 law.

General Itis necessary to establish the company as trading business, to register as exporter or importer, and to
be licensed for each traded item (many items still require prior licensing). Foreign companies have not
been permitted to register for trading business since 2002, only local companies can register for
trading business (necessitating to rely on local companies for exporting/ importing). In November 2015,
foreign companies become permitted to engage in trading of 4 limited items (fertilizer, seed, pesticide,
medical equipment) through joint-venture. It is however noted that processors on commission and
manufactures are permitted to trade their raw materials and processed products, despite foreign
companies.

Import control

- Banned items Liquor, beer, tobacco, and other items banned by the existing law.

- Restricted items Food and drug: as far as permitted by Food and Drug Administration of the Ministry of Health (MoH).

Alcohol: Used to be imported only by international hotels/ duty free shops permitted by the Ministry of

Hotel and Tourism, but currently allowed import of wine to other than hotels in March 2015. Import of

alcohol except wine has not been relaxed (as of January 2016).

Used machinery: permitted if satisfying the following conditions, (i) maintained in good condition, (ii)

usable for another 10 years, (iii) guaranteed on spare-parts import for another 10 years, (iv) available

and mobilized for technicians, (v) confirmed on usability by technician within 2 weeks after import.

Used vehicle: needs to check the latest information, since the conditions vary depending on type/ age.

In addition, plants, vegetables, flowers, seeds, animals need quarantine certificate by the supervising
agencies, and chemical materials needs recommendation letter from the MoH.

Import license Stipulated 3,988 items necessary for import licensing (as of December 2016).

Export restriction Currently, the following 12 items are restricted, adding log including teak wood;

Agriproduct= parts of sesame, poppy/ its oil, sunflower/ its oil, oil cake, minerals= gold, diamond, oil,
animal/ animal product= ivory, cow/ buffalo and rare animals, Others= shrimp powder, weapon/
ammunition, antique

Export license Needs licensing excluding the exempted 983 items (February 2014).

Source: Compiled from JETRO, the Ministry of Commerce

(2) Customs system

Myanmar has been shifting the official assessment system which determines the taxable value by the
customs to the self-assessment system based on the invoice value which follows the tariff valuation
agreement of the WTO. This shift has been proceeded in accordance to the introduction of Myanmar
Automated Cargo Clearance System (MACCS) based on Japanese electronic customs clearance system
(NACCS).

Subject Explanation
Laws concerned Customs Law (1992), the latest data (January 2012) of tariffs is available from the Customs
Department.
Tariff system ad valorem. The GoM has issued the revised Customs Law in March 2015, followed by the necessary

legal preparation to adopt the invoice-based valuation. Myanmar has been shifting the official
assessment system where Customs Department determines the taxable value to the self-assessment
system based on the invoice value in accordance to the introduction of MACCS since November 2016.

Tariff line category | According to the HS Code category

Tax basis CIF value, import tariffs is calculated based on the sum of CIF value and discharge costs (0.5% of CIF
equivalent). In principle, import is made on CIF terms, but the other terms exist as follows (insurance
cost is included in tax basis unless insured);
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Import of ship cargo on FOB terms= to claim 20% of FOB value as shipping fare/ insurance cost
Import of air cargo on FOB terms= to add 5% of FOB value

Special preference
- Import

- Export

- AEC/ ATIGA: Obliged to remove import tariffs by 2015 (time limit is extended until 2018 for less than
7% of items).

Japan-ASEAN Comprehensive Economic Partnership (AJCEP) Agreement: Signed on April 2008,
being effective on December 2008, 85% of items are to be removed by 2018 (starting in 2011).

FTA between ASEAN and other nations: ASEAN has entered FTA with China, Korea, India,
Australia, New Zealand, where Myanmar is scheduled to remove tariffs by each nation.

- RCEP: Started negotiation since May 2013.

- System of Preference: Developed countries apply the Generalized System of Preference (GSP) to
developing countries for reducing tariffs. Myanmar, one of the least developing countries (LDC), has
received the specialized preference. Japan in principle has applied duty-free/ no quota. Since 2011,
those items, produced utilizing the materials exported from Japan, are regarded as local product of
Myanmar, making processing on commission easier. EU decided to re-apply the GSP in June 2013,
which had been stopped.

- AEC/ATIGA: Reduced all the items to zero for the original six member nations of ASEAN in 2010

(the later member of Myanmar is given moratorium period.

AJCEP Agreement: Scheduled to reduce tariffs of 90% items to zero by 2018.

FTA between ASEAN and other nations: China is scheduled to make tariffs zero by 2010, Korea by

2010, India by 2011, Australia and New Zealand by 2020.

- RCEP: under negotiation.

to Myanmar (remittance from Myanmar) needs to be paid after delivery.

Non-trade
transaction

Still difficult in remittance of non-trade transactions. However, the companies approved by MIC or SEZ
(upon permit by the Central Bank) can remit profit overseas.

Capital transaction

Foreign investors who bring the foreign currencies can open the bank account at the authorized banks
for foreign exchange. Previously, capital fund transfer was limited to 2 state banks, but currently open
to commercial banks (including branches of foreign banks).

Source: Compiled from JETRO, the Central Bank

(4) Export/ Import procedure

As earlier stated, it is necessary to register as exporter or importer, and to be licensed for each traded item
(many items still require prior licensing). Although those items to be licensed in advance has been
considerably decreased in the recent years, there are only 983 items which do not require licensing for
export, and as many as 3,988 items which still require licensing for import. Days necessary for licensing
procedure has been largely reduced.

Subject

Explanation

Laws concerned

Export and Import Law (September 2012) and notifications of the MoC based on the law.

Other taxes than
tariffs

Commercial tax (5% in principle) = equivalent to VAT. Collected together with tariffs for import items.
Tax rate is basically 5%, but some special items such as vehicle, gemstone, alcohol, tobacco apply the
higher rates ranging from 8% to 120%. Tax basis is the discharge value (sum of taxable value for
import tariff and tariff amount).

Prepaid income tax (2%) = Introduced since 2013, charged for all traded items. Payable (2% taxable
value) before submission of export application in case of export, and together with tariff payment in
case of import. Not applied for items to be imported by MIC approved importer, raw materials for
processing for commission, grant items related to ODA, vehicle import by individuals, etc.

Export tax = Not applied except for the following six items, crude oil (5%), natural gas (8%), teak/ its
processed products (50%), jade/ ruby/ sapphire/ emerald/ diamond/ other gemstone (15%), jewelry
made of these gemstones (5%), electronic machinery (8%).

Exporter/ Importer
Registration

Trading business, after its establishment, shall register as exporter or importer at the Dept. of Trade of
the MoC. Necessary documents include company registration certificate, articles of incorporation,
stakeholders (equity participants) list, details of director/ controller and their change, business permit,
guarantee on office establishment and office lease agreement on office, etc., passport of applicant or
personal ID card (copy).

Time: Previously taken one week, but currently reduced to one day.

Fee: 200,000 Kyat (effective five years), 100,000 Kyat (two years), 50,000 Kyat (one year)

Renewal: Re-application in advance (3 months).

Needs to join UMFCCI for issuance of the certificate of origin. For fishery sector, needs to join the

Fisheries Federation.
Note: Processors for commission (such as garment industry) is entitled for tax exemption resultant
from raw material import, if they register as CMP (Cutting, Making and Packing) business upon prior
approval by MIC. It is impossible to additionally register as CMP business. CMP business also needs
to register as exporter or importer, and join UMFCCI.

Source: Compiled from JETRO, the Ministry of Commerce, Customs Department

(3) Foreign exchange management system

Myanmar has realized substantial policy improvement and development in the recent years, but still has
operational issues, for example, in settlement by L/C system, foreign remittance of non-trade transactions.

Export/ Import
License

Not required for export licensing for 983 items (since August 2014), while required for import licensing
for 3,988 items (as of December 2016) being the negative list. Previously, needs to be licensed at the
head office in NPT, but currently available in regional branches since October 2011 except a part of
imported items. Procedure for licensing has been simplified and liberalized in stages.

Subject

Explanation

Laws concerned

Central Bank Law (2013), Amended Foreign Exchange Control Law (2012 and 2015)

Exchange rates
management

Shifted to managed float system since April 2012. Foreign exchange can be dealt with by authorized
commercial banks as well as state banks (since October 2011).

Foreign exchange
service

Serviced by authorized 3 state banks and 15 commercial banks, enabling foreign remittance and L/C
opening (as of 2016).

Money change
service

Serviced by authorized 3 state banks and 15 commercial banks (as of 2016). Although no limit is set
for deposition in foreign currency account, withdrawal is limited up to USD 5,000 at once and USD
10,000 per week.

Export procedure

Export licensing: Except the exempted items, needs to be licensed for each exported item.
Necessary doc.: largely reduced to the following documents since August 2014, declaration,
proforma invoice (or sales contract), recommendation from the ministry/ agency concerned. CMP
business has been exempted from export licensing since March 2013.
Application: the MoC or its desk at DICA’s one-stop-center
Time: Normally 1~3 days from allocation to issuance.
Effective period: 3 months in principle.
Fee: 2,500 Kyat
Assessment of declared export value: Validation assessment of export value, by referring to the
MoC's own price database was abolished in November 2016. Applicants by themselves need to
certify the value.

Trade transaction

Accepting settlement by irrevocable L/C and telegraphic transfer (T/T). In case of T/T, the value of
export from Myanmar (remittance to Myanmar) needs to be paid in advance, while the value of import

EU, considering the human rights infringement in Northern Rakhain, has been reviewing a possibility to repeal the access to GSP

(Everything but Arms: EBA scheme), as of October 2018. EU market has been contributing to the export market diversification of the
agricultural and labor-intensive products of Myanmar, and has been strongly associated with the foreign investments in garment/ shoe
industries which accommodate almost 10% of labor in Myanmar. A repeal of GSP would adversely affect the Myanmar’s economy.
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Customs (export)

The following documents shall be submitted to Customs Department with export declaration, export
license (not necessary for exempted items), L/C or advice of payment, commercial invoice, packing list,
sales contract, booking note, product sample (if necessary), recommendation (if necessary) / permit on
export item, company certificate (copy), exporter/ importer registration certificate (copy), certificate of
origin (if necessary), receipt of advance income tax. Further, needs to obtain irrevocable L/C equivalent
to export value or receive T/T in advance.

To benefit from the special preferences of importing partner using EPA/ FTA, it is necessary to obtain
the certificate of origin at the MoC with bill of lading, etc. after customs clearance and loading.
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Import procedure Import licensing: Except the exempted items, needs to be licensed for each imported item, and needs
to permitted by the supervising ministry/ agency. It is noted that the procedure and its operation are
sometimes amended without prior notice in documents.
Opening bank account: Needs to open the foreign currency account at the foreign exchange banks.
Necessary doc.: largely reduced to the following documents since August 2014, declaration,
proforma invoice (detailing specification of item, packaging form, date of delivery), recommendation
from the ministry/ agency concerned, sales contract. Document explaining the objective of usage
may be attached for facilitation of the procedure.
Application: the MoC or its desk at DICA’s one-stop-center
Time: Normally 1~3 days from allocation to issuance.
Effective period: 3 months in principle.
Fee: calculated based on CIF value (at landed) of import item
Assessment of declared import value: Validation assessment of export value, by referring to the
MoC's own price database was abolished in November 2016. Applicants by themselves need to
certify the value.
Fined, in case the intended cargo arrives at port before being licensed, and required for re-issuance in
case the intended cargo does not arrive before ‘Last date of import’ stipulated in the license.
Although CMP business is exempted from export licensing, not from import licensing. In case of import
by garment industry, recommendation by the garment manufacturers association (MGMA) was
required previously, but currently not anymore.

- Cumbersome cross-border trading due to transshipment of container and overlapped customs clearance

Stakeholders actively advocating trade-related policy development and improvement includes the
UMFCCI, industrial associations, foreign companies, a few donors as well as the MoC as an authorizing
ministry and Customs Department of the MoF. Usually, the opportunity for dialogue between private and
government sectors and the subsequently working group for key topics are established, where the policy/
regulatory issues and initiatives/ action for improvement are delivered to the government side, and
followed-up for the responses from the administration?.

Foreign and domestic private sector in Myanmar, experiencing the problems faced through the actual
business operation, have regarded i) restrictions to foreign companies in trading business, ii) unconformity
to the WTA agreement in customs clearance practices, iii) constrained mutual transporting system in cross
border trading as central issues of trade-related policies, and demanded the improvement actions/ measures
for the following issues to the administration side.

Customs (import) Starting clearance upon settlement at the banks in Myanmar (L/C issuing banks, dealing with foreign
exchange) and showing shipping documents.

Although shifting to self-assessment system (invoice-based valuation), Customs Department exercises
the caution on declaration with ‘under value’ and still therefore, still determines the taxable value by
referring to own price data compiled from the past import prices.

Source: Compiled from JETRO, the Ministry of Commerce
3. Trade Policy and Legal and Regulatory Development on Trade

While the National Comprehensive Development Plan (NCDP) is being finalized, the GoM adopted the
Framework for Economic and Social Reforms (FESR) in the late 2012, which then stresses the importance
of liberalization of trade and investment. The FESR envisions value-added processes for primary
commodities and diversification of export products as the key objectives of trade policy, and commits to
the trade facilitation through setting-up of National Single Window and removal of tariff/ non-tariff
barriers and development of support services for trade finance and market access.

As the GoM has been undergoing economic reforms, trade related laws have been revised or replaced. In
particular, the Export and Import Law, promulgated on 7 September 2012, replaced the aged law of control
of import/ export (1947). Implementing rules/ regulations of the Export and Import Law are not yet
announced by the MoC. Furthermore, the GoM has prepared other trade related laws concerning such as
foreign exchange management (2012/ 2015), safeguard (2015), essential supplies and services (2012),
consumer protection (2014), amended sea/ land customs acts (2015), competition (2015).

While the rules/ regulations of the Export and Import Law is not available, the MoC has been issuing many
notifications to respond to the needs for the improved trade facilitation and reasonable trade management.
Among them, more significant is concerning relaxation of trading permit regime to foreign companies,
relaxation of trade licensing regime, and simplification of the licensing procedure.

4. Major Issues of Trade-related Policies

The MoC considers that aged laws, rules and regulations less transformed into reality and unpreparedness

of trade-related policies have been obstacles to further expansion of trade, and recognizes the major issues

in the trade business environment of Myanmar;

- Disturbed trade activities due to the rules/ regulations less transformed into the actual trading practices
and cumbersome procedures

- Largely restricted trading opportunities and activities to foreign companies
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Issue

Recommendation with explanation

Restricted trading
business permit to the
foreign companies

Proposed to grant foreign companies with trading business permit on increased number of
item, allowing joint-venture with local companies at least. Foreign companies currently rely on
Myanmar partners in handling import except a few limited items. On the other hand, a
notification (No.5 May 2017) Myanmar Investment Commission (MIC) has allowed foreign
companies or JVs to engage in domestic wholesale and retail (except scale of minimart or
convenience store) businesses as far as the MoC permits.

Closed licensing regime
both for export and import

Proposed to apply the negative list for import licensing to a very limited number of items with
security concerns, etc., and to exempt submission of recommendation letter from the
ministries/ agencies concerned which causes extra cost and time.

Un-harmonized rules
between authorities on
import license

Proposed to make rules of import license well harmonized between MoC and Customs
Department. For example, Customs introduces the fine to vehicle components importer for not
being licensed, although MoC advises to lift the licensing requirement for this item.

Un-conformed customs
clearance practice with the
WTO standards

Proposed to introduce the invoice-based valuation instead of the prevailing practice before
starting MACCS, since the valuation is dependent on the customs officers’ individual
discretion, causing unreasonable customs duty payment.

Also, proposed to discontinue re-examination by the Mobile Team, since the separate channel
system for customs clearance works well, and re-examination by the team takes one whole
day and cost importers extra expenses.

Also, proposed to ensure smooth, transparent and predictable customs procedure (including
the exemption of Bank Certificate as required document), since the procedure is deemed
lengthy and complex, consisting of 15 steps at the head office and the wharf with many other
intermediate steps.

Poor capability of the
stakeholders engaged in
customs clearance

Proposed to urgently and periodically conduct training for customs agents/ brokers, since the
customs broking are serviced by many non-licensed agents causing complication in handling
and pop-up of unnecessary setbacks.

Also, proposed to train and appoint more qualified customs officers at the valuation section in
Customs Department, since the case handling in the section is slow and time-consuming.

Unreasonable assessment
of taxes on imported items

Proposed to ensure reasonable commercial tax assessment according to the Tax Law based
on the invoice value of imported items, since the prevailing practice leads to double taxation.
Also, proposed to grant new vehicle import (duty free) with AFTA preference, and stop
calculating domestic taxes based on FOB + 120% shown in the Form-D (certificate of origin).

Among them, Myanmar-Japan Joint Initiative (MJJI) and Myanmar Business Forum (MBF) are highlighted. MJJI has been functioning as
a forum of public-private dialogue on concrete measures toward development of business and investment environment of Myanmar, since
May 2013. Japan Chamber of Commerce and Industry, Myanmar (JCCM), together with the Embassy of Japan, JETRO and JICA, has
actively participated in the dialogue.

MBF as a private partner in the dialog between private and government which aims at facilitating the improvement of business/ trade
environment, was formulated by the UMFCCI in February 2014. MBF comprises of seven WGs. Among the WGs, one for investment &
trade discusses trade regulation/ procedure, customs clearance, company registration, access to finance, food/ drug import. MBF is
expected to drive the government’s effort toward the environmental improvement through the regulatory reforms, accordingly holds the
regular meeting with the MoC-led Taskforce for Trade and Business Promotion (a dialogue partner of the government side and a focal
point among the ministries concerned with trade and business) to recommend actions to the government.
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Cumbersome logistics and
customs clearance system
in the cross-border trading

Bonded system is not legally stipulated. Accordingly, proposed to enact rules/ regulations
concerning the bonded warehouse/ transportation under the Customs Law, establish bonded
warehouse/ transportation system outside port/ airport. Without such facilities, imported cargo
takes the longer time for customs clearance, and advance payment of tariff and other
expenses are incurred.

Also, proposed to expand the warehouse at airport, since the space for accommodating cargos
under clearance is quite limited, causing cargos kept in open space and damaged. This is also
true in case of cold storage facility at airport.

Also, proposed to enter the agreement with the authorities in the neighboring countries
concerning cross-border trade facilitation, for example, introduce double vehicle license
system, establish bonded system at borders (to skip/ streamline customs inspection), shift from
total to sample cargo inspection, and expand MACCS system to land border trading. In
entering Myanmar, cargo container needs to be transferred into different truck with one-by-one
inspection.

Lengthy and cumbersome
procedure of Food & Drug
Administration (FDA)
certificate

Proposed to make FDA well equipped for testing/ inspection and reduce the quantity of sample
inspection. The existing facilities are poorly equipped causing congestion and delay in issuing
the certificate for import endorsement.

Also, proposed to make FDA perform its laboratory test only for items containing hazardous
materials, since FDA does for all import items without discrimination to the lower risked
products, and to make FDA issue the single certificate for the same products but packaged in
different size.

Also, proposed to make FDA accept Free Sales Certificate (FSC) for imported products for its
approval of import endorsement as done in other ASEAN countries, instead of requiring the
detailed data of ingredient composition (chemical and micro-biological contents).

Unclear documentation
requirement for application
of FDA certificate

Proposed to make FDA prepare the guideline concerning required documents for application of
FDA certificate, since no such a reference is available and FDA officers sometimes requested
extra documents.

5.

Initiatives for Development and Improvement of Trade-related Policies

In response to the voices from private sector for the obstacles in expanding trade, the GoM has taken
important initiatives for the liberalization and relaxation of trade-related policies, and the revision of rules/
regulations in a step-wise manner. Among the major improvements are raised as follows.

Granting of trading business permit to foreign companies

Foreign companies were not previously permitted to import and sell new vehicle (including motorbike).
The MoC issued a notification (No.20/ 2015) which allows the joint-venture to sell new vehicle as far
as they have the showroom facility, however some restrictions remain such as those concerning type/
model year of vehicle. The GoM is requested to further relax such restrictions soon.

The GoM has partially opened the trading business to the foreign companies but still limited to
fertilizer, seeds, insecticide, medical equipment since November 2015, and construction materials since
July 2016 through joint-venture. As for construction materials, the GoM decided to allow the foreign
contractors (including their branch) to import them necessary for their projects®. Subsequently, the
MoC has issued a notification (June 2017) which permits 100% foreign companies to be registered for
trading of these 5 goods*. In addition, the MoC finds the revised definition of domestic/ foreign capital
companies upon the new Company Act (December 2017) as a further move to deregulate the entry of
foreign company to trading®.

Relaxation of trade licensing regime

However, the GoM is further expected to i) review the regulation which limits import amount less than 75% of the importer’s capital, ii)
clarify this on whether the said limit of import amount is applicable for annual value of transaction or each transaction, and iii) indicate
the list of subject equipment/ material.

A MIC notification (No.15, 2017) issued under the new Investment Law noted that the investments which make export/ import shall
perform in accord with the policy of MoC, indicating little chance of relaxing the regime of exporter/ importer registration to the foreign
companies for other commodities at least in the short-term.

The new Company Act defines those companies accepting more that 35% foreign capital as foreign company, and those less than 35% as
domestic one. Previously, any companies with even 1% of foreign capital was treated as foreign company.
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In 2012, Myanmar began to reform its non-automatic import licensing regime. Previously, importers of
all items need licensed (non-automatic system). In April 2013, import licensing requirement for over
1,928 tariff lines (equivalent to 166 commodities) were abolished.

In 2015, the GoM switched to “negative list” approach (partially automatic-licensing, in other words)
which stipulates 4,405 item requiring import license. However, this figure is deemed still extraordinary,
compared to other ASEAN countries. The GoM further decided to lift 267 items (accounting for 54%
of the national import amount) from the list of those requiring import license in August 2016, and
further lift 150 items in December 2016.

In 2014, the GoM liberalized export licensing regime as well, lifting 983 items from the list of those
requiring export license.

Some documents necessary for trade licensing was exempted to ease the procedure (including the
exemption of bank certificate as a proof that exporter is paid for the exported items prior to physical
delivery). Further, the license become available not only at the head office of MoC but also branches. It
is notable that tenants in Thilawa SEZ are exempted from duty of obtaining such licenses.

Relaxation of the formerly restricted items

The GoM relaxed the formerly restricted import items including vehicle, palm oil, fuel, monosodium
glutamate, soft drink, biscuits, prepared canned food and fruits, instant noodles, and further wine
(formerly prohibited except for hotels, duty free shops).

The GoM also relaxed some formerly restricted export items such as cotton.

roduction of invoice-based taxation

Int|

Customs introduced the invoice-based taxation in accordance to the WTO valuation and commenced
the operation of new customs/ port clearance system (MACCS) in November 2016. It has been claimed
for the time being that customs had still employed the previous practices at the actual valuation at site.
However, the valuation is reported to be shifted to the invoice-based practice, upon the official
instruction of the transport minister on September 13, 2017.

Prompt and smooth customs clearance

The MoC exempted the submission of approval letter by Myanmar Garment Manufacturing
Association (MGMA) for CMP exports since January 2014.

The MoC has also abolished its re-examination during customs clearance by the Mobile Team since
December 2015, which had caused lengthy process of customs clearance.

Abolishment of commercial tax on the proceed of export earning

Commercial tax on the proceed of export earning was abolished, except only five commodities
(gemstone, gas, crude oil, teak and timber) since August 2011.

Facilitation of cross-border trade

The MoC has established the Joint (Border) Trade Committees with the neighboring countries
(Thailand, India, Bangladesh, China, Lao PDR) to discuss the bilateral trade facilitation and promotion
on a regular basis.

The MoC has upgraded the functions of Trade Zones in Muse and Myawaddy, and opened additional
Trade Posts in the border area.

Foreign participation to retail/ wholesale businesses

The MoC in May 2018 has announced a notification to allow foreign companies (including their JVs)
to participate into retail/ wholesale businesses in Myanmar, in view of enabling the provision of the
competitively-priced commodities to consumers through ensuring sound competition. This was
followed by an issuance of the Standard Operating Procedure (SOP) on the business registration, and
the list of commodities for transaction in July 2018. The SOP addresses the registration procedure,
minimum investment requirement, size of shop space, validity period of registration.

The list of commodities allowed for transaction by foreign companies is shown below:

| 1 . Consumer goods (inc. apparel, horologe, cosmetics) | 10 | Communication devices (inc. camera, telephone)

\

| 2 Food products (including the below) I 11 | Electronic products




a. agri-product (except those not allowed for import-sales) | 12 . Construction materials and equipment
b. fishery product 13  Electrical products
c. livestock product 14  Chemicals for industry usage
d. ready-to-serve food 15 | Seeds and agricultural inputs
e. beverage 16 = Agricultural equipment and tools
f. domestically produced alcohol 17 = Machinery and related products
3 | Housewares (inc. porcelain, earthen ware, glassware) 18  Bicycle
4 : Kitchen utensils 19 = Motorcycle and related products
5 : Drugs, medical devices, equipment for hospital 20 = Automobile parts and machinery parts
6 : Animal feed, drugs for veterinary 21  Toys
7 ; Stationary 22 | Home decorated materials (inc. flowers, plans)
8 | Furniture 23 | Various types of gifts and handicrafts
9 | Sport equipment 24 | Art, music instrument and related products (except antique)

Source: The Ministry of Commerce

6. Recommendations for Trade-related Policies towards Investment Promotion of Export-oriented
Industry

Even though the GoM has taken some influencing actions to the improvement of trade-related policies, as
summarized above, the private sector (local companies, industrial associations, and foreign companies
which have already invested in Myanmar) voices the needs of further actions for deregulation to the GoM,
particularly on the granting of trading business permit to foreign companies, relaxation of trade licensing
regime, smooth and prompt customs clearance. Recommended actions for the regulatory relaxation and
improvement are summarized as below.

1) Further relaxation of trading business permit regime to foreign companies

The GoM is expected to further relax the trading business permit regime so that foreign companies
engage in trading many items. The existing regime inhibits those foreign manufacturers oriented to
domestic market from begin their operation with import-sales, although they can import materials/
components and export the processed products. It is because they usually want to demonstrate the local
market through import-sales of their own products before making decision to locally manufacture or
not. This is also the case for the investors in retail sector, where they are permitted only to sell the
merchandize but not to procure them from overseas.

It is also claimed that many foreign manufacturers are not highly motivated to invest, since they face
difficulty in proceeding their alliance with trading companies in procuring production facilities,
components as well as marketing their products (both locally and overseas). Business alliance with
trading companies is deemed key factor especially for Japanese companies in making decision on
investment and facilitating/ developing the business overseas.

2

-

Further relaxation of trade license regime

The GoM is expected to further relax the trade license regime in view of extending export/ import items
of the automatic licensing. The private sector also proposes that the license fee be flatly charged per
application since the MoC charges the license fee based on the commodity value to be traded. Further,
validity of the license lasts only 3 months, being deemed short depending for the period of the project/
trade contract. Accordingly, the GoM is expected to grant the validity period of the half-year or one
year at least, or the period in accordance to the project/ trade contract.

3

=

Smoother and more prompt customs clearance

The GoM is expected to further streamline the customs clearance requirements and processes, by way
of i) exempting some documents to be submitted (for example, exemption of original import license
submission, in order to enable parallel processing of both air and ship cargos), ii) extending the
coverage of MACCS and the resultant paperless procedure, iii) ensuring a complete shift to the invoice-
based valuation of tariffs/ taxes, iv) accepting surrendered B/L or Sea Wayhbill for receiving cargos
imported from close-range countries like Thailand, v) remedying the inconsistent practices, and vi)

4

5

6

7

=

N

=

=

standardizing the actually prevailing practices which varies among the stakeholders (customs officers
and brokers), through capacity building and placement of the trained officers.

Clarification and further relaxation of foreign exchange regulations

The GoM is expected to further clarify the rule and procedure concerning overseas remittance in
accordance to the Foreign Exchange Management Law with establishing the consultation window
which shall handle any inquiries from the private sector. For example, when investors transmit foreign
currency upon machinery import for production purpose, the bank dealing with foreign exchange
sometimes request the importer to obtain license beforehand, which is not deemed necessary practice.
The GoM is also expected to relax the existing limit of cash withdrawal (up to USD 5,000 at once, not
more than twice a week), at least back to the previous amount (USD 10,000 a day).

Further facilitation of cross-border training

The GoM is expected to further ease and facilitate cross-border trading, by way of i) introducing double
license system with which cargo trucks are permitted to cross the land border without transshipment or
allowing to do so by changing their tractor heads®, ii) establishing bonded warehouse/ transportation
system of international standard outside seaport/ airport and further streamlining the customs inspection
to enhance the handling capacity of incoming cargos, with enacting rules/ regulations concerning the
bonded warehouse/ transportation under the Customs Law, and iii) extending the coverage of MACCS
and adopting a sampling-based cargo inspections at the major cross-border customs.

Establishment of internationally accredited food inspecting institution (laboratory)

The GoM is promptly expected to establish the internationally accredited food inspecting institution, or
improve the existing one to such a level, especially the testing laboratory on agrichemical residue in
agro/ fishery products, to avoid the local exporters from sending their samples to those institutions in
Thailand before forwarding, which causes extraordinary time and expenses compared to the shipping
from Thailand.

Smoother and more prompt FDA certificate procedure

The GoM is expected to make FDA i) well equipped for testing/ inspection and reduce the quantity of
sample inspection, ii) perform its laboratory test only for hazardous items and issue the single
certificate for the same products but packaged in different size, iii) accept Free Sales Certificate (FSC)
for imported products for its approval of import endorsement as practiced in other ASEAN countries,
and vi) prepare the guideline concerning required documents for application of FDA certificate.

5 A bilateral agreement between Thai and Myanmar (scheduled to be signed in December 2017) would enable containers/ chassis to be

mutually accessible cross the border from 2018 (while tractor heads need more time).
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Trade-related notifications issued by the MoC in the recent years (only the relevant ones)

Notification

Contents

No.85/2016, December

A follow-up announcement to specify HS code lines for the previously-relaxed items for trading
by joint-venture, i.e., medical equipment (69 items) and construction materials (461 items).

No.16,33,72/2013,
No.38/2014

An announcement to exempt trade licensing requirement for some export and import items.

No.86/2016, December

An announcement to further add the commaodities (150 items) which don’t require import license,
following the Notification No.60/2016, i.e., deletion of those items from negative list.

N0.8/2013, January

An amended announcement to restrict importing alcohol, beer, cigarette, other prohibited goods.

No0.14/2017, February

An announcement of the rules concerning the extension of period of imported used-machines.

N0.9/2013, February

An announcement to allow importing chewing gum, cakes, wafer, chocolate.

No.23/2013, March

An announcement to lift trade licensing requirement for the machinery used for gas/ petroleum
production for JVs between foreign companies and the Ministry of Energy.

No.15~17/2017,
February

An announcement of the rules that importers of vehicles, construction heavy machinery can sell
only at their own sales centers or showrooms.

No0.11/2014, February

An announcement to exempt 983 items from export licensing, although all the items were to be
licensed previously.

No.36/2017, June

An announcement to allow (100%) foreign companies to perform trading activities of the
following five items including fertilizer, seeds, pesticides, medical equipment and building
materials, on some conditions.

No0.14/2014, March

An announcement to allow export of cotton and cotton-made materials.

N0.60/2014, November

An announcement to allow using both countries’ currencies or US dollar for trading in the border
with China, India, Thailand with making sales tax levied based on trade denominated currency.

No0.37/2017, June

An announcement to lift items of equipment for airport ground services from the list of those
requiring import licensing.

No0.19/2015, March

An announcement to allow only those importers of second-hand vehicles which has the sales
center for selling imported second-hand vehicles.

No.38/2017, June

An announcement that If the MoC finds the false report by the company on the values of invoice
and sale contract, the MoC shall check the value of subject items for import/ export licensing
according to a previous practice (follow-up to the notification of No. 74/2016).

N0.49/2017, October

An announcement to permit the export of cow and buffalo.

N0.20/2015, March

Announcement to allow only those importers of new vehicles which has the showroom for selling
imported new vehicles, with addressing other necessities concerning insurance for vehicle,
availability of spare-parts and workshop for after-service.

No0.55/2017, November

An announcement to allow the import/ trading of agricultural machinery/ equipment to the foreign
JVs in accordance to the existing stipulations for enhancing agricultural production.

No0.69/2015, July

An announcement to introduce negative list approach which specifies the subject items required
for import licensing, replacing positive list approach which specifies only the non-required items
for licensing. As a result, the past notifications (No.16,33,72/2013, No.38/2014) become nil.

N0.60/2017, December

An announcement to amend the product lines (1,079 in total) in accordance to the HS Code
2017 from the previous product lines (983 in total), which needs application for export license.

No0.88/2015, September

An announcement to make some of import items that were lifted for import licensing (by
Notification No. 69/2015) required for license application again, including sodium nitrate, other-
for toilet use including medicated products, surgical.

No0.61/2017, December

An announcement to amend the product lines (4,818 in total) in accordance to the HS Code
2017 from the previous product lines (3,988 in total), which needs application for import license.

No0.63/2017, December

An announcement to add HS Code for construction materials to be imported by foreign
companies and their JVs.

N0.96/2015, November

An announcement to allow foreign JV companies to perform trading activities of the following four
items that play a critical role in agriculture and public healthcare sectors, including fertilizer,
seeds, pesticides and medical equipment.

No.1/2018, January

An announcement to allow the industrial companies including SMEs (established since 2015) to
import used machinery up to the year 2018, to lower their investment costs.

N0.9/2016, February

An announcement to enforce the rules concerning usage of self-certification system for export
manufactures to certify their goods, that is one of the requirements for the certified exporters.

No.7/2018, January

An announcement concerning foreign trading of gold, jewelry, products made of gold, and related
equipment and materials.

No.17/2016, February

An announcement of the advance income tax associated with trade. Exporter shall pay 2% of the
export value for income tax. Income tax will be charged also on import items with 2% of the
assessed value.

No0.8/2018, January

An announcement concerning the exports of high quality local products produced by foreign
investors in association with Myanmar citizens.

N0.9/2018, February

An announcement of the latest product lines (3,345 in total) subject to the export license (Export
Negative List) in accordance to the 10-digit HS Code 2017.

No.32, 33/2016, April

An announcement to enforce the rule for the new vehicle importer to sell at their showroom
premises (private) and car trade center (official).

No.25/2018, May

An announcement to allow the foreign companies (including their JVs) to participate into the
retail/ wholesale businesses in Myanmar.

N0.56/2016, July

An announcement to allow foreign JV companies to perform trade (wholesale and retail)
activities of building materials, in accordance to the increased needs for contractors to utilize
quality building materials.

N0.32/2018, June

An instruction to follow the practice of the Registered Exporter System (RES) according to the
GSP for European countries, Norway, Switzerland and Turkey.

No0.60/2016, August

An announcement to lift 267 items from the list of those requiring import license (4,405 in total),
covering general machinery/ electric equipment (182 items), copper/ aluminum/ their product
(44), etc., which accounted for 54.1% of total import amount.

No.57/2018, December

An announcement to allow the imports of office equipment/ related items for foreign companies
(including their branches) and non-governmental/ international organizations.

No0.62/2016, August

An announcement to exempt the following items (sesame oil, mustard seeds/ oil, sunflower
seeds/ oil, oil mill, and shrimp bran) from the subject of export license, which have been
previously restricted for export.

No0.74/2016, November

An announcement concerning the issuance of export/ import license, in view of smoothing trade
procedures and ensuring trade activities in accordance to the law. The MoC will not check the
value of subject items for import/ export licensing anymore, and then applicants are required to
validate the value of the subject items. Export license shall be issued based on the submitted
invoice and the price as stated in the sales contract.

No.75/2016, November

An announcement to abolish the limit on the fund amount to be utilized by joint-ventures (for
trading activities) for their business operation. Previously, joint-venture trading companies must
declare the fund amount which they intend to bring into Myanmar to the Central Bank. Then, the
MoC would regard the amount as a limit for those trading companies to utilize.
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Appendix 14:

Investment Promotion Mission to Japan



Contents of Appendix:

1.

Schedule of Investment Promotion Mission
List of Mission Members
Courtesy Call and Business Dialogue

Site Visit

Report on Myanmar Investment Seminar in Tokyo and Osaka

Photos

Presentation Material at Seminar: “THE NEW INVESTMENT REGIME IN MYANMAR” (U Aung Naing

0o, Secretary of MIC and Director General of DICA)

Presentation Material at Seminar: “Thilawa Special Economic Zone” (Mr. Takashi Yanai, President and

CEO of MJTD)

1

Schedule of Investment Promotion Mission
A Myanmar investment promotion mission to Japan was officially dispatched to Japan for 7 days, from May 28

to June 3 2017. A whole schedule of the mission is shown in the following table.

Courtesy call

Date Activity Place Stay
Sun, 28 May Lv. Yangon International Airport
Mon, 29 May Ar. Narita International Airport Tokyo

Keidanren (Japan Business Federation)

Dialogue Japanese companies (Keidanren member companies)

Tue, 30 May Site Visit NYK Tokyo Container Terminal (Operated by NCT and Uni-X) Tokyo
Site Visit Ohi Logistics Center (Operated by Uni-X)
Site Visit Aijinomoto Kawasaki Plant

Wed, 31 May Courtesy call JCCI (The Japan Chamber of Commerce and Industry) Tokyo
Seminar Myanmar Investment Seminar in Tokyo

Business card exchange

Thu, 1 June Lv. Tokyo/ Ar. Osaka Osaka
Courtesy call Kankeiren (Kansai Economic Federation)
Seminar Myanmar Investment Seminar in Osaka

Business card exchange

Fri, 2 June Site Visit Kubota Sakai Plant Osaka
Site Visit Konoike Transport Co., LTD. Ajigawa Warehouse

Sat, 3 June Lv. Kansan International Airport

2 List of Mission Members

The mission members were selected from Myanmar Investment Commission (MIC) and Directorate of

Investment & Company Administration Office (DICA). The members of the mission are shown in the following

table.
No. Name Role in MIC Title
1 U Aung Naing Oo (Mr.) Secretary Director General, DICA, Ministry of Planning & Finance
. . Permanent Secretary, Ministry of Natural Resources &

2 U Khin Maung Yi (Mr.) Member . Y X inistry ! !
Environmental Conservation

3 U Toe Aung Myint (Mr.) Member Permanent Secretary, Ministry of Commerce

4 U Htay Chun (Mr.) Member -

5 Daw Mya Thuza (Ms.) Joint Secretary -

6 U Myo Khaing Oo (Mr.) - Director, Sagaing Regional DICA Office

7 Dr. Marlar Myo Nyunt (Ms.) . Directgr, Invgstment Promotion Department, DICA, Ministry of
Planning & Finance

8 Daw Khin Myo Myat (Ms.) g Assistant Director, Ministry of Planning & Finance
Assistant Director, DG's Office, DICA, Ministry of Planning &

9 U Saw Myat Htun (Mr.) - N ! ' ' sty g
Finance

10 Daw Ei Shwe Sin (Ms.) . Staff Off.icer, Inyeslment Monitoring Division, DICA, Ministry
of Planning & Finance

1 Daw May Su Myat Kay Aung (Ms.) . Staff Officer, Investment Promotion Department, DICA,

Ministry of Planning & Finance




3 Courtesy Call and Business Dialogue

During the period, the mission visited the following three organizations for courtesy call as well as business

dialogue with Japanese private companies.

Keidanren (Japan Business Federation)

Attendants

Courtesy call
Mr. Ken Kobayashi (Chair, Japan-Myanmar Economic Committee, Keidanren), and others
Business Dialogue

- Keidanren: Mr. Satoshi Mukuta (Senior Managing Director, Keidanren) and others

- Member company: 24 participants (20 firms)

Agenda
/ Major comment

>

> (Courtesy call) Opening remarks was delivered by Mr. Ken Kobayashi expressing an expectation to
further strengthen the relationship between Myanmar government and Japanese companies,
followed by an explanation of new investment law and current business/ investment environment in
Myanmar by the mission.

> (Dialogue) Opening remarks was delivered by Mr. Satoshi Mukuta, followed by a presentation

session by Secretary of MIC/ Director General, DICA on new investment regime in Myanmar. After

that, the Japanese participants and the mission members exchanged views on tax incentives to be

applied including its expansion, allowed business to foreign companies and definition of a foreign

company.

JCCI (The Japan

Chamber of Commerce and Industry)

Attendants Courtesy call
Mr. Yoichi Kobayashi (Chairman, The Japan-Mekong Business Cooperation Committee, JCCI/ Vice
Chairman, ITOCHU Corporation) and others

Agenda > Opening remarks was delivered by Mr. Yoichi Kobayashi expressing an expectation to further

/ Major comment

strengthen the relationship between Myanmar government and Japanese companies, followed by
an explanation of new investment law and current business/ investment environment in Myanmar by
the mission. After that, various views were exchanged such as importance of infrastructure
development, support to Japanese small and medium enterprises and SEZ development based on

the suggestion letter submitted by JCCI delegation to the State Counselor of Myanmar in November
2016.

Kankeiren (Kansai Economic Federation)

4 Site Visit
Outline of company visits are shown in the following table.

May 30 (Tue.), Tokyo

NYK Tokyo Container Terminal (operation companies: NCT and Uni-X), arranged by Yusen Logistics

Objective

To understand the logistics system in Japan for further promotion of logistics industry in Myanmar

Contents

> Summary of facilities
Inspection of carrying-in/ out system

A

Inspection of container terminal management
> Q & A session

Ohi Logistics Center (operation company: Uni-X) , arranged by Yusen Logistics

Objective

To understand the logistics system in Japan for further promotion of logistics industry in Myanmar

Contents

> Summary of facilities
» Inspection of bonded warehouse and logistics management

3

>  Q&Asession

Aijinomoto Kawasaki Plant

Objective

To understand the food processing production/ business

Contents

v

Summary of facilities

v

Inspection of facilities: Umami Science Square, Hondashi production line, Cook Do production line
Presentation on MSG
Q & A session

v

v

June 2 (Fri.), Osaka

Kubota Sakai Plant

Objective

To understand the production of agricultural machinery

Contents

» Summary of facilities
Viewing an introduction video of Sakai Plaint
Inspection of manufacturing process

v YV V¥V

Q & A session

Konoike Transport Co., LTD. Ajigawa Warehouse

Attendants Courtesy call
Mr. Hideo Tashima (Chairman in charge of International Exchange, International Committee, Kansai
Economic Federation/ Honorary Advisor, KONICA MINOLTA, INC.) and others

Agenda > Opening remarks was delivered by Mr. Hideo Tashima expressing an expectation to further

/ Major comment

strengthen the relationship between Myanmar and KANSAI region, followed by an explanation of
new investment law and current business/ investment environment in Myanmar by the mission.
After that, various views were exchanged among the attendees such as advantages of Japanese
companies, improvement of power supply in Myanmar and current progress/future plan of SEZ
development in Myanmar.

Objective

To understand the business operation of bonded warehouse including distribution processing

Contents

> Summary of facilities
» Inspection of bonded warehouse and logistics management

> Q & A session




5 Report on Myanmar Investment Seminar in Tokyo and Osaka

5.1 Outline of Myanmar Investment Seminar in Tokyo and Osaka
Myanmar Investment Commission (MIC), Embassy of Republic of the Union of Myanmar in Japan and Japan

International Cooperation Agency (JICA) organized Myanmar Investment Seminar in Tokyo on May 31, 2017,

and in Osaka on June 1, 2017. The outline of the seminar is described in Table 1 below.

Table1  Outline of Myanmar Investment Seminar in Tokyo and Osaka

Tokyo Osaka

Date May 31, 2017 (Wednesday) 14:00-17:15 June 1, 2017 (Thursday) 14:00-17:15
Venue Ascot Hall, Hotel Okura Tokyo Sanraku, Rihga Royal Hotel Osaka
Actual number 540 participants in total: 178 participants in total:
of participants - Guests (including press): 28; - Guests (including press): 13;

- General participants: 485; - General participants: 143;

- Mission Members: 11; and - Mission Members: 11; and

- Lecturers and organizers: 16. - Lecturers and organizers: 11.
Organizers Myanmar Investment Commission (MIC), Embassy of Republic of the Union of Myanmar in Japan,

Japan International Cooperation Agency (JICA)
Co-organizers Japan External Trade Organization (JETRO)

Supporters Japan Business Federation (Keidanren), Kansai Economic Federation (Kankeiren),
The Japan Chamber of Commerce and Industry (JCCI), The Bank of Tokyo-Mitsubishi UFJ, Ltd.,
Sumitomo Mitsui Banking Corporation, Mizuho Bank Limited

Program 14:00-14:10 Opening Remarks

H.E. U Thurain Thant Zin, Ambassador, Embassy of the Republic of the Union of Myanmar (in
Tokyo)/ U Toe Aung Myint, Member of Myanmar Investment Commission (MIC) and
Permanent Secretary of Ministry of Commerce (in Osaka)

14:10-14:30  Keynote Speech: “Investment Promotion to Myanmar”
U Toe Aung Myint, Member of Myanmar Investment Commission (MIC) and Permanent
Secretary of Ministry of Commerce (in Tokyo)/ U Khin Maung Yi, Member of Myanmar
Investment Commission (MIC) and Permanent Secretary of Ministry of Natural Resources and
Environmental Conservation (in Osaka)

14:30-15:20  Lecture: “The New Investment Regime in Myanmar”
U Aung Naing Oo, Secretary of Myanmar Investment Commission (MIC) and Director General
of Directorate of Investment and Company Administration (DICA)
15:20-15:40  Break
15:40-16:20  Panel Discussion: “Points of Myanmar Investment Law and Rules”
Moderator: Mr. Takafumi Ueda, Advisor for DICA
Panelists:
U Aung Naing Oo, Secretary of MIC and Director General of DICA
Mr. Yoichi Matsui, JICA Expert
Ms. Kana Manabe, JICA Expert/ Attorney Mori Hamada & Matsumoto
16:20-16:40 Q&A Session
16:40-17:10  Lecture: “Thilawa Special Economic Zone”
Mr. Takashi Yanai, President and CEO of Myanmar Japan Thilawa Development Ltd. (MJTD)

17:10-17:15  Closing Remarks
Mr. Toshiyuki Nakamura, Director General of Industrial Development and Public Policy
Department, Japan International Cooperation Agency (JICA) (in Tokyo)/ Mr. Kenichi Shishido,
Director General of Kansai International Center, Japan International Cooperation Agency
(JICA) (in Osaka)

17:15-18:00  Business Cards Exchanging Meeting

Source: JICA Project Team

5.2 Contents of Seminar
Keynote Speech: “Investment Promotion to Myanmar”

U Toe Aung Myint, Member of MIC and Permanent Secretary of Ministry of Commerce, and U Khin Maung Yi,
Member of MIC and Permanent Secretary of Ministry of Natural Resources and Environmental Conservation,
delivered Keynote Speech titled “Investment Promotion to Myanmar” in Tokyo and Osaka, respectively. Firstly,
they expressed their gratitude to Japanese Government for inviting them to Japan and making the seminar realize.
Then, they explained that Economic Policy and Investment Policy of their Government is fitting to Japanese
business by citing Japanese traditional business ethics, namely, “San-Poh-Yoshi”. They emphasized that they
treat investments of Myanmar citizens and those of foreign investors equally under new investment regime after
Myanmar Investment Law. Finally, they expressed their commitment to make their business environment even
more conducive to our investors, and thanked to JICA for their support on upgrading infrastructure, improving

Government institutions, and developing human resources in the Government and the private sector.

Lecture: “The New Investment Regime in Myanmar”

U Aung Naing Oo, Secretary of MIC and Director General of DICA, made a presentation titled “The New
Investment Regime in Myanmar” covering Myanmar Investment Law, Myanmar Investment Rules, Notifications
and recent trend of FDI inflow to Myanmar. Regarding to Myanmar Investment Law, he explained about
objectives of the law, role of MIC, investment requiring MIC Permit, restricted sectors, investors’ rights and
protections, investment guarantee, exemptions and reliefs, and settlement of disputes. Regarding to Myanmar
Investment Rules, he explained about types of investment, investment screening, proposal assessment,
endorsement application assessment, tax incentive application assessment, and land rights authorization
application assessment, State/ Regional Investment Committee, investment facilitation, and investors
responsibilities. Regarding to Notifications, he explained about designation of development zones (Notification
No.10), classification of promoted sectors (Notification No.13), and list of restricted investment activities
(Notification No. 15). Finally, he showed FDI inflow from Japanese related companies to Myanmar and way
forward including New Companies Law in 2017 and Online Registry in 2018, and encouraged Japanese

investors to contact to him directly. (Please refer to the end of this appendix for presentation material.)

Panel Discussion: “Points of Myanmar Investment Law and Rules”

Moderated by Mr. Takafumi Ueda, Advisor for DICA, three panelists, U Aung Naing Oo, Secretary of MIC and
Director General of DICA, Mr. Yoichi Matsui, JICA Expert, and Ms. Kana Manabe, JICA Expert/ Attorney Mori
Hamada & Matsumoto, discussed about “Points of Myanmar Investment Law and Rules”.

At the beginning of discussion, U Aung Naing Oo emphasized i) the commitment to provide full and sufficient
protection for investors, and ii) considering more liberalization as many cases as possible in Myanmar. Ms. Kana
Manabe evaluated Myanmar Investment Law and Rules positively in that i) investors could know the restrictions

by only referring to Myanmar Investment Law and Rules, and ii) that MIC Permit, land leasing and tax incentive




were divided. While she also evaluated Negative List positively, she pointed out i) that the guideline on how to
get approval of relevant ministries (for restricted investment activities) is necessary, and ii) that it should be paid
attention to the note of Negative List (“if the investments which make export/import shall perform in accord with
the policy of Ministry of Commerce”). U Aung Naing Oo commented that ministries’ approval focused on
technical aspect, and that Myanmar Government tried to pave the way for foreign investors’ import/ export
business by liberalization. Ms. Kana Manabe also pointed out the necessity to clarify what would be included in
restricted sectors requiring approval from Parliament. Mr. Yoichi Matsui explained about difference of restricted

sectors, procedures and incentives between Myanmar Investment Law and SEZ Law.

Q&A Session

[Tokyo]

Question 1: What do you think about the vision to reform business environment (such as taxation) from now on?
Answer (U Aung Naing Oo): We are preparing to provide better aftercare services. Whatever you have any

difficulties, you can anytime come to MIC office and complain issues not only tax.

Question 2: I would like to know the latest information of Dawei.

Answer (U Aung Naing Oo): Comparing the progress of Thilawa and Dawei SEZ, Dawei is a litte bit slower.
Dawei is the largest SEZ in Asia, and ambitious project in Myanmar. Therefore, financing is a bit question mark
for Myanmar. Both Myanmar and Thailand Government cooperates well, and Japanese Government joined.

Although the process is a bit a low, there will be more progress in near future.

Question 3: | would like to if Myanmar Government examines to reform income tax for foreigners staying in
Myanmar for more than 183 days in order to avoid double taxation?
Answer (U Aung Naing Oo): Japanese Government is already proposing the bilateral agreement to address

double taxation. We have similar agreement with Singapore and UK.

[Osaka]

Question 1: 1 would like to know if there is any restriction on acquisition of company fully-owned by Japanese
under Myanmar Investment Law?

Answer (U Aung Naing Oo): If there already established the company with 100% foreign capital, that means
MIC approved it, and you do not need to establish JV again.

Question 2: First, | would like to know if the investment application procedure under Myanmar Investment Law
has already started or not? Second, | would like to know about long-term warehouse leasing and procedures
when across the regions under Myanmar Investment Law.

Answer (Mr. Takafumi Ueda): The investment application procedure under Myanmar Investment Law has

already started.

Answer (U Aung Naing Oo): If you want to lease land and warehouse for long term, at least you need to be
endorsed. If the amount of investment is less than USD 5 million, you just go straight to Mandalay Regional

Government for endorsement. Then, you can lease at least for 70 years in Myanmar for your business.

Lecture: “Thilawa Special Economic Zone”

Mr. Takashi Yanai, President and CEO of MJTD, made a presentation titled “Thilawa Special Economic Zone”.
He explained about outline of Thilawa SEZ and the reasons why many companies decided to invest in Thilawa
SEZ, focusing on attractiveness of Myanmar and infrastructure inside and surrounding SEZ. (Please refer to the

end of this appendix for presentation material.)

5.3 Result of Pre-questionnaire Survey (before Seminar)
The JICA Project Team prepared the pre-questionnaire webpage in addition to entry webpage, and requested

applicants for seminar to answer it before seminar. The result of pre-questionnaire survey is as follows:
B Number of answers by applicants for seminar
The JICA Project Team got the answers from 81.9% of the applicants for the seminar in Tokyo, and 73.4% in

Osaka, respectively, as shown in Table 2.

Table 2 Number of Answers by Applicants for Seminar

Response Tokyo Osaka
No. Share No. Share
Responded 520 81.9% 130 73.4%
Not responded 115 18.1% 47 26.6%
Total 635 100.0% 177 100.0%

Source: Prepared by the JICA Project Team

B Classification of business of applicants for seminar

The classification of business of applicants for seminar is as shown in Table 3. “Manufacture” is the largest
group of applicants both in Tokyo (19.1%) and Osaka (26.6%), followed by “Trading (Shosha)” (17.3% in Tokyo
and 14.7% in Osaka), “Research & consulting” (11.5% in Tokyo and 8.5% in Osaka), “Construction” (10.7% in
Tokyo and 6.8% in Osaka) and “Transport and logistics” (8.0% in Tokyo and 7.3% in Osaka).




Table 3 Classification of Business of Applicants for Seminar

e | Tokyo Osaka
Classification of No. Share No. SFare
Manufacture 121 19.1% 47 26.6%
Transport and logistics 51 8.0% 13 7.3%
Trading (Shosha) 110 17.3% 26 14.7%
Construction 68 10.7% 12 6.8%
Agriculture, forestry and fisheries 1 0.2% 0 0.0%
Mining 1 0.2% 0 0.0%
Information & communication 28 4.4% 4 2.3%
Wholesale trade 12 1.9% 6 3.4%
Retail trade 8 1.3% 3 17%
Bank, insurance, finance 46 7.2% 5 2.8%
Real estate 16 2.5% 4 2.3%
Tourism & accommodation 1 0.2% 7 4.0%
Research & consulting 73 11.5% 15 8.5%
Other services 37 5.8% 9 5.1%
Government and related agencies 24 3.8% 10 5.6%
Teacher & student 2 0.3% 2 11%
Others 36 5.7% 14 7.9%
Total 635 100.0% 177 100.0%

Note: Because the information on business classification is collected with other format, the
answers from all applicants were collected (635 in Tokyo and 177 in Osaka).

Source: Prepared by the JICA Project Team

B Investment area of interest of applicants for seminar

As illustrated in Figure 1, in Tokyo, “Construction” and “Transport and logistics” are the most interested

investment area, followed by “Wholesale trade”, “Manufacture of Food (incl. beverages)”, “Real estate” and

“Information & communication”. In Osaka, “Transport and logistics”, “Wholesale trade” and “Manufacture of

garment & textile” is the most interested area of investment. “Others” include energy (oil & gas), infrastructure

(such as power generation), and services (such as education and medical care).
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Investment Area of Interest of Applicants for Seminar

(multiple answers allowed up to three) (LH: Tokyo, RH: Osaka)
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B Plan of investment in Myanmar

Both in Tokyo and Osaka, more than half of applicants are considering Myanmar as one of potential countries,

and 30.4% in Tokyo and 20.0% in Osaka have already invested to Myanmar as illustrated in Figure 2. It should

be noted that there is a gap between “Already invested” and “Considering as one of potential countries”. This

Investment Seminar is one of important tool to encourage investors to have concrete plan to invest in near future.

28.8% 5.4%

B Already invested

B Have concrete plan to invest in near future

roce |
Osaka -. 34.6% 34.6% 4.6%

0% 20% 40% 60% 80% 100%

Source: Prepared by the JICA Project Team

Figure 2

B Major reasons for implementing, planning and considering investment

Considering as one of potential countries
Want to consider in the future

Not have interest

Plan of Investment in Myanmar

Most applicants are implementing, planning and considering investment to Myanmar in order to develop the

domestic market as illustrated in Figure 3. Some investors also intend to establish production bases and utilize

lower labor cost.
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Major Reasons for Implementing, Planning and Considering Investment

(multiple answers allowed up to three) (LH: Tokyo, RH: Osaka)

B Constraints on decision-making to invest

Both in Tokyo and Osaka, applicants pointed out “Condition of starting business” (including restrictions of

foreign capital, land lease period, etc.) and “Infrastructure” (including electricity, water supply, etc.) and

“Transparency of government procedures” as the constraints on decision-making to invest (see Figure 4).
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Figure 4  Constraints on Decision-making to Invest
(multiple answers allowed up to three) (LH: Tokyo, RH: Osaka)

Information source of this seminar

Most applicants applied to this seminar through JETRO’s announcement (45.2% in Tokyo and 38.5% in Osaka),
followed by The Bank of Tokyo-Mitsubishi UFJ, Ltd., Sumitomo Mitsui Banking Corporation and Mizuho Bank

Limited as shown in Table 4.

5.4

Table 4 Information Source of this Seminar

. . . Tokyo Osaka
Information source of this seminar No. Share No. Share
Japan Business Federation (Keidanren) 5 1.0% 0 0.0%
Kansai Economic Federation (Kankeiren) 0 0.0% 3 2.3%
The Japan Chamber of Commerce and Industry (JCCI) 7 1.3% 7 5.4%
The Bank of Tokyo-Mitsubishi UFJ, Ltd. 111 21.3% 22 16.9%
Sumitomo Mitsui Banking Corporation 53 10.2% 18 13.8%
Mizuho Bank Limited 48 9.2% 4 3.1%
Japan External Trade organization (JETRO) 235 45.2% 50 38.5%
Japan International Cooperation Agency (JICA) 30 5.8% 14 10.8%
Others 31 6.0% 12 9.2%
Total 520 100.0% 130 100.0%

Source: Prepared by the JICA Project Team

Result of Questionnaire Survey (after Seminar)

The JICA Project Team distributed the questionnaire for evaluation of seminar to the participants at the seminar.

The result of questionnaire survey is as follows:

Number of answers by participants for seminar

The JICA Project Team got the answers from 53.8% of the participants for the seminar in Tokyo, and 73.4% in

Osaka, respectively, as shown in Table 5.
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Table 5 Number of Answers by Participants for Seminar

Tokyo Osaka
IRESIBIED No. Share No. Share
Responded 276 53.8% 103 66.0%
Not responded 237 46.2% 53 34.0%
Total 513 100.0% 156 100.0%

Note: The above total figure includes both guests and general participants.
Source: Prepared by the JICA Project Team

How do you think about usefulness of the seminar?

As illustrated in Figure 5, more than 80% of collected answers evaluated the whole seminar and most contents as
“Very useful” or “Useful”. Especially, it is assumed that most participants were satisfied at explanation on the

new Myanmar Investment Regime presented by U Aung Naing Oo.

Tokyo (n=276)
Whole Seminar 32.2%
Keynote Speech: "Investment Promotion to Myanmar" 24.3%
Lecture: "The New Investment Regime in Myanmar"

Panel Discussion: "Points of Myanmar Investment Law and Rules"”

Lecture: "Thilawa Special Economic Zone" 35.1%
0% 20% 40% 60% 80% 100%
mVery useful mUseful = Notmuch useful = Not useful atall N/A

Osaka (n=103)

Whole Seminar 31.1%
Keynote Speech: "Investment Promotion to Myanmar”
Lecture: "The New Investment Regime in Myanmar"

Panel Discussion: "Points of Myanmar Investment Law and Rules"

Lecture: "Thilawa Special Economic Zone" 32.0% ] 35.9% >
0% 20% 40% 60% 80% 100%
m Very useful ®Useful ®Not much useful Not useful at all N/A

Source: Prepared by the JICA Project Team

Figure 5 Usefulness of the Seminar (Upper: Tokyo, Lower: Osaka)

How do you think about management of the seminar?

As illustrated in Figure 6, more than 70% of collected answers evaluated the management of the seminar was
“Appropriate” in each aspect. Some participants pointed out the necessity to improve reception (in Tokyo) and

time management and allocation.

12




Tokyo (n=276) 6 Photos
Coutesy Call and Dialogue with Keidanren (Japan Business Federation) (May 29, 2017)

Public relations on seminar 76.1% 18.1%

Application reception

N \ | ‘

Moderator 80.4% _13.0%
N\
\
\ \/
Number of programs 86.2% __ 8%
Time allocation 72.1% 18.1% |
N \ |
Handout 80.1% 13.8%
0% 20% 40% 60% 80% 100% -
Dialogue with Keidanren Business car exchange with attendants of dialogue

= Appropriate ™ Fair = Not appropriate = N/A
Tokyo NYK Container Terminal & Ohi Logistics Center (NYK Group) (May 30, 2017)

Osaka (n=103)
Public relations on seminar 75.7% 23.3%

Application reception 85.4% \‘ 11.7%

Moderator 87.4% 9.7%
/
/
Number of programs 84.5% | 12.6%

_ /
Time allocation 71.8% __20.4% 8

Handout 84.5% 14.6%

0% 20% 40% 60% 80% 100%
™ Appropriate W Fair ®Not appropriate = N/A Ajinomoto Kawasaki Plant (May 30, 2017)

Visit the bonded warehouse in Ohi Logistics Center

Observe Tokyo NYK Container Terminal

Source: Prepared by the JICA Project Team
Figure 6 Management of the Seminar (Upper: Tokyo, Lower: Osaka)

Visit Umami Science Square Presentation by Mr. Saito, Ajinomoto SEA Regional Headquarters

Courtesy Call to The Japan Chamber of Commerve and Industry (JCCI) (May 31, 2017)

—

Courtesy call to JCCI Courtesy call to JCCI
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Myanmar Investment Seminar in Tokyo (May 31, 2017)

Opening Remarks by H.E. U Thurain Thant Zin, Ambassador,
Embassy of the Republic of the Union of Myanmar

- . - . [
Keynote Speech by U Toe Aung Myint, Member of MIC and Lecture by U Aung Naing Oo, Secretary of MIC and Director
Permanent Secretary of Ministry of Commerce General of DICA

Panel Discussion

Lecture by Mr. Takashi Yanai, President and CEO of MJTD Business Cards Exchanging Meeting (Dr. Marlar Myo Nyunt)

15

Coutesy Call to Kankeiren (Kansai Economic Federation) (June 1, 2017)

Courtesy call to Kankeiren

Myanmar Investment Seminar in Osaka (June 1, 2017)

Opening Remarks by U Toe Aung Myint, Member of MIC and
Permanent Secretary of Ministry of Commerce

178 persons participated in the seminar in Osaka

&
N

§ BRY > |
Keynote Speech by U Khin Maung Yi, Member of MIC and Lecture by U Aung Naing Oo, Secretary of MIC and Director
Permanent Secretary of Ministry of Natural Resources and General of DICA
Environmental Conservation

Panel Discussion

Q&A Session

16




Closing Remarks by Mr. Kenichi Shishido, Director General of
Kansai International Center, JICA

Kubota Sakai Plant (June 2, 2017)

- a—-

Q&A Session

Konoike Ajigawa Warehouse (June 2, 2017)

L ' w'—"

Observe distribution processing

17
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Business Cards Exchanging Meeting (U Myo Khaing Oo)

Observe the damaged cargo area in warehouse




Myanmar Investmeﬁt Seminar !
May 31, 2017 (Tokyo)
June 1, 2017 (Osaka)

Aung Naing Oo
Director General / Secretary
. MIC .

Outline

K/
%

Myanmar Investment Law

Myanmar lnvéstment‘ Ruleﬁ

T
%

)
%

Notifications

< FDI in Myanmar

MYANMAR INVESTMENT LAW

Objectives (Chapter 2)

Develop Responsible Business

Protect Investors and their
Investments

Develop Businesses and
Investments that meet
International Standards



Role of the Myanmar Investment Commission Investments Requiring MIC Permit (S. 36)

| |
* (a) Businesses /investment activities that are strategic for the Union;
M I T— ) ) * (b) Large capital intensive investment projects;
SEAIHENT DINEEITIE »> MIC Mandate and Functions include: acting as ; g _ TR _ A ;
Commission (MIC) : . . *  (c) Projects which have large potential impact on the environment and the
investment promotion agency; investment {
o . . .. local community;
facilitation; advise on investment policies; ) 2 A '
reviewing on incentives; responsible business; e (d) Businesses/ investment activities which used state-owned land and
investment grievance mechanism. building; and
> Report periodically to the President and * (e) Businesses/ investment activities which are designated by the
Pyidaunghsu Hluttaw on the progress and issues of Government to require the submission of a proposal to the Commission.
investment in the Union.
. » Annual Review and proposal to eliminate sectors
IDlre(;tmatte Og from restricted list;
nvce(s) g;g;l;n » Delegation of certain functions to Chairman and
Administration Members except powers to make Rules;
(DICA) » Encourage Responsible Investment.
Admission of Investment Restricted Sectors (Negative List)
| |

Investment in Any Allowed Sector

Prohibited Sectors (S.
41)

Restricted (S.42) Special (s.46)

Enterprise Registration

» Hazardous/ poisonous  Limited to « Significant impact on
MIC Permit + Untested technologies Government (e.g. security, economic
Endorsement unless R&D business power transmission) condition, the
 Damage to * Restricted to Foreign environment and
environment Investors national interest

Notification for » Affect Public Health + JV between foreign Sl o
Approval g d citizen i Parliament
Endorsement « Prohibited under other A8 U
laws * Notification by MIC

(e.g. Notification 26),
subject to review if
need to liberalise,
amend or remove



National
Treatment
(s. 47 (a) and
Most
Favored
Nation

Investors’ Rights and Protections

Fair & Rights to
Equitable Use Land
Treatment

(S.48) (S. 50)

Right to
Employ
Expatriates

(s.51)

Investment Transfer of
Guarantee Funds
(s.52) (s.56)

Treatment
(s. 47(b))

Investment Guarantee (Ch. 14)

|
Conditions for an expropriation (S.52):
 for public purposes;
. in a non-discriminatory manner; : : :
e The investors are to be provided with prompt, adequate and effective
compensation; and

 In accordance with due process of law.

Direct Expropriation Indirect Expi‘opriation
e Formal transfer of legal title * A measure or series of measures that has
similar effect to direct expropriation even
without = formal transfer or outright
seizure - of the legal title over the
investment.

e QOutright seizure of the investment of the

foreign investors

e This is decided on a case-by-case basis.

Exemptions and Reliefs
|

Removal of Blanket Incentives

Notifications on Zones/ Investment Activities

Allows for special treatment of domestic SMEs

Settlement of Disputes (Ch. 19)
|

GRIEVANCE Dispute Between Investor and State
MECHANISM (Claims for Breach of the Investment Law)
(S. 82)

MIC to establish and

manage a grievance
mechanism to inquire
and resolve issues
before they become
legal disputes and to
prevent the occurrence
of disputes.

Amicable Settlement

Unable to reach a settlement

Domestic Court/ Tribunal in
accordance with the law

Other forms if stipulated
in an agreement

(international arbitration)



MYANMAR INVESTMENT RULES

Chapter Il - Types of Investment

v Information, communication, medical, bio or similar technologies,
logidtics/energy Infrastructure, urban development, new cities,
natural resources, media and etc. (Investment Value Exceeding $
20 Million)

Cooperation with a Government Organization (Investment Value
Exceeding $ 20 Million)

Investment made in a Border region or conflict affected area

N

Businesses /
investment

Investment made across the national border

activities that
are strategic
for the State

Investment made across the States and Regions

P S Sy

Occupying or Using more than 1000 acres of land for agricultural
related purposes

<

Occupying or Using more than 100 acres of land for non-
agricultural related purposes : :

Chapter Il - Types of Investment (Cont.)

Large capital intensive
investment projects

¢ Investment value exceeds USD 100 million

Projects which have large ¢ EIA Type Project/located under a designated

potential impact on the | protected or reserved area or major

environment and the local | biodiversity/Occupying or Using the land
community that causes social impact

Investment activities which are
designated by the government to
require the submission of a
proposal

Investment activities which used
state-owned land and building

Myanmar Investment Commission

Notifications

Minimum Investment Criteria
for receiving a Tax Incentives

Maximum Value of Tax
Incentives




Chapter IV - Investment Screening

Investment Screening 10‘ % y
Application Working I D Investmer?t St‘:reenmg
Days Application
l y extend
Additional Required documents not provided Refusal of the
Information if [ Investment
Required within 10 working days Screening

Chapter VI - Proposal Submission and Assessment

Proposal Assessment Procedure

Acceptance i

p  Decision within 60 Yyachan Issuance

Days ‘ of Permit
Y 10 Working Days
Proposal
Notice of the
Rejection within Within i Rejection and an
> 15 Working Days y Explanation of the
Incomplete S Working Days Grounds of
Rejection

Chapter Vil - Endorsement Application and Assessment

|
Endorsement Application Assessment Procedure

Acceptance Within

—r Decision within 30

Days 10 Working Days

Issuance of
the
Endorsement

Endorsement

Application

Notice of the
Rejection within 20 Rejection and an
= 3 o y Explanation of the
15 Working Days Mg
S Working Days Grounds of

Incomplete
Rejection

If the required information is not
provided within 20 days,

Chapter VIll - Submitting Tax Incentive

w

Tax Incentive Application Assessment Procedure

Within

Acceptance g | :
> Decision within = 30 Within ; ssuance o
Days Y the Tax
10 Working Days Incentive

Tax Incentive

Application

Notice of the

Rejection within Within Rejection and an

’ 15 Working Days

Incomplete

Explanation of the
Grounds of
Rejection

5 Working Days

If the required information is not

provided within 20 working days,



Chapter VIl - Submitting Tax Incentive

Tax Incentive Assessment Criteria

: In Accordance with :
Laws
Export Promotion

| Promoted Sector |
A Additional Funds A
Exceeding $300,000
New or Enhanced
Permitted or
Echncioey Endorsed Investment

[ New Employment ] [ Zone1,2and 3

Designation of Development Zones (Notification No. 10)

Zone 1: Less Developed Zone

Total: 166 Townships
in 13 States
and Regions
except Yangon and
Nay Pyi Taw Union Terriority

States (98 Townships)
Kachin (14), Kayah (7), Kayin (7), Chin (9),
Mon (2), Rakhine (17), Shan (42)

Regions (68 Townships)
Sagaing (34), Tanintharyi (4), Bago (5),
Magwe (13), Mandalay (2), Ayeyarwady (10)

Designation of Development Zones (Notification No. 10)

Zone 2: Moderate Developed Zone

Total: 122 Townships
in 3 States, 7 Regions and
Nay Pyi Taw Union Terriority

©Pfanmas
& hapyi o 'y
Shiepes

States (26 Townships)
Kachin (4), Mon (8) and Shan (14)

Regions (88 Townships)

Sagaing (3), Tanintharyi (7), Bago (23),
Magwe (12), Mandalay (13),

Yangon (13), Ayeyarwady (17)

Nay Pyi Taw Union Terriority Andarmin Sea
(8 Townships)

Gulf of
Thailand

Designation of Development Zones (Notification No. 10)

Zone 3: Developed Regions

Total: 46 Townships
in 2 Regions

14 townships in Mandalay Region
32 townships in Yangon Region

-

()
« Myzinmar
Naﬁ%"m}'

;.'rﬁec':\—, =

Of

Andaman Sea



Chapter IX — Land Rights Authorisation Application

Land Rights Authorisation Application Assessment Procedure
The Commission Office or State or Regional Committee

Issuance of
Acceptance Within et
—> Within 30 Days RIoRe
10 Working Days Ig‘ 2 :
Authorization
Land Rights
Authorisation
Application
Notice of the
Within Within Rejection and an
m— 15 Working Days ; Explanation of the
Rejection 5 Working Days Grounds of

Rejection

If the required information is not
provided within 20 working days,

Chapter XIV - State or Regional Committee

Chairman

(The Chief Minister of
the State or Region)

il Members h

(Qualified Persons
from State or
Regional Ministries
\_or Other Authorities) )

Secretary

(The Head of the
State or Regional
[ Committee Office) 7

Delegating Power to States and Regions (Notification No. 11)

For Issuance of
Endorsement Order

Investment
Capital Amount State and
up to Regional
USD 5 Million Investment

or MMK 6 Committees
Billion

Chapter XVI & XVII

» One Stop Services

T

& G

> Investment Assistance Committee

DICA
&




Chapter XX - Investor Responsibilities

[ e
v’ Keeping Records

v Submission of EIA/SIA
(During the course of doing business)
v Submission of Annual Report
(Within 3 months of the end of the Financial Year)
v’ Operating Report (Quarterly)
v’ Summary of the Report on Website
(Within 3 days from the date of submission)

v Compliance with the Conditions of Permit and
Other Applicable Law and etc.

Chapter XXIl - Insurance

Property and
Business

Interruption
/ Insurance \

Engineering
Insurance

Professional
Liability

Insurance

Workmen

Compensation
Insurance

o

Based on the nature of the business,

Professional

Accident
Insurance

at any insurance business that holds the
license in the Union

\ Marine
Insurance

Legal and Policy Reforms

18t October 22"d February 34 March 15t April 30t March 10t April
2016 - 2017 2017 2017 2017 2017

Myanmar Notification Notification Notification

Myanmar Notification
Investment No. No. No.

Investment No.

Law 10/2017 11/2017 13/2017 Rules 15/2017

Designation Delegating Classification List of
of Power to of Promoted Restricted
Development State/Region Sectors Investment
Zone Governments Activities
(endorsement,
Investment

Capital Amount
<

USD_S million )

Classification of Promoted Sectors (Notification No. 13)

Agriculture and its
related services (except
cultivation and
production of
tobacco and virginia)

Livestock production,
breeding and
production of fishery
products, and its
related services

Plantation and
conservation of forest,
and other businesses
with forest



Classification of Promoted Sectors (Notification No. 13)

Manufacturing (Except
manufacturing of
cigarette, liqueur, beer,
and other
harmful products to
health)

Classification of Promoted Sectors (Notification No. 13)

City Development
Activities

Establishment of
Industrial Zones

Construction of Road,
Bridge and Railway
Line

Establishment of New
Urban Areas

Construction of

Seaport, River Port and

Dry Port

Power Generation,
Transmission and
Distribution

Classification of Promoted Sectors (Notification No. 13)

Management,
Operation and Maintenance of Supply and
Maintenance of Aircrafts Transport Services
Airport

Classification of Promoted Sectors (Notification No. 13)

Production of Telecommunication
Renewable Energy Businesses



Classification of Promoted Sectors (Notification No. 13)

% dp ~

Education
Services

Information
Technology
Services

Health Services

Classification of Promoted Sectors (Notification No. 13)

Science Research
Development Business

Hotel and Tourism

List of Restricted Investment Activities (Notification No. 15)
|

Allowed to be Security and Defence , Arms and Ammunition, National Postage Stamps, Air
et Tu T BT\l Traffic Services, Pilotage Services, Natural Forest and Forest Area, Radioactive
by the Union Metals, Control of Electric Power System and Inspection of Electrical Business

Publishing and Distribution of Periodicals in Ethnic Languages, Fresh Water
Not Allowed Fisheries, Establishment of Quarantine Station for Ex. & Im. of Animals, Pet Care
for Foreign Services, Forest Products, Prospecting, Exploration, Feasibility Study and

Investors Production of Mineral for Small and Medium Scale, Tour-guide Service, Mini-
market, Convenient Store and etc.

Research Activities Related with Fishery, Manufacturing and Domestic
Allowed for Distribution of All Kind of Confectionary including those of Sweet, Cocoa and

JV Chocolate, Development, Sale and Lease of Residential Apartments and
Condominiums, Local Tour Services and etc.

(GRS VT A Publishing of Periodical Newspaper in Foreign Languages, Cable TV, Laboratory

A “‘_'"]] tlhli.‘II Services for the Animal Diseases Diagnosis, Aircraft Repair and Maintenance,
: DIH:‘,I:-;::][ Bl Wood —based Industries, Private Hospital Services, 100 Acres and Above Urban
Ministries Development Projects and etc.

Foreign Investment in Myanmar

’2011-2012 to 2016-—2017I

(USS$ in Million) Nty
10000.000

s Faet il L
9000.000

— Vi Vi
8000.000 1 = Other Services

= [ndustrial Estate

7000.000
6000.000

5000.000

4000.000

3000.000

y H Real Estate
= Hotel' and Tourism
E Transport & Communication
~ mConstruction
®mOil and Gas
AT m Power
= Manufacturing
® Mining
® Livestock & Fisheries
1419.467 = Agriculture
¥ ;

2011-12 2012-13 2013-14 2014-15 2015-16 2016-17

12000.000

1000.000

0.000

* Investment value is calculated by the MIC permission basis



Japanese Investment in Myanmar (1988-89 to 2016-2017)
|

(USS$ in Million)

250 ¢

200

150

100

50

1988-89 to 2011-12 2012-13 2013-14 2014-15 2015-16 2016-17
2010-2011

* Investment value is calculated by the MIC permission basis

Japanese Investment in Myanmar (1988-89 to 2016-2017)
|

W Fisheries Sector

W Manufacturing Sector

M Agriculture Sector

B Oil and Gas Sector

M Hotels and Tourism.Sector
M Real Estate Sector

™ Transport & Telecommunication
Sector

M Trading Sector

Others Services

Total Enterprise 112 - Investment -925.478 US$ Million

Accumulated Japanese Related Investment in Myanmar
|

180.909

M Japanese Direct Investment
under SEZL

M Japanese Related Investment
under SEZL

™ Japanese Related Investment
under FIL

M Japanese Direct Investment
under FIL

Total Enterprises (206),Total Investment -3141.419 USS$ Million

Way Forward

Online Registry

arch 2017






T4 RRFERRIX

& B°

‘ﬂ'ﬁi@s'ﬁ;é( DNOMIC ZONE T ¥
" L

BT

EREE (BR) B/ TEAMERCFTE

2000~2003F AL A0 TEMMIZHFA
2005~2008F TJ4JEY J7—RARI4JEV TEMMIZHRA
2012 1A~ TA427RRBHAIROTODIIMNIEHS

2013F11 A~ YOV

Copyright () Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

BE F457JSEezO05— 3>

Oy I i
A i5%925km
(B T50~60%3)

Transportation Network

-~ for
Copyright (c) Myanmar Japan M\%WHLG%M&%F mﬂigh(s Reserved.

BWME MJITDH B

ERESE AT =EEE #91F || SMBC || BTMU
2% 32.2% 32.2% 1.13%!| 1.13%,/1.13%
FA5TISEZ SvUY—T457 JICA
EBEES SEZih—IL T4 T4t (B )

Eror—HEARt)
YUOVRESERG IR L5

10% 41%

Myanmar Japan Thilawa Development #t

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



BIE MJTDAEESX

mifR= s
e B A4 .
BAA
TRE
% E ,,,,,,,,,,,,,
#HE
gl & Bltt &
(FEHE) (FEEH)
[ \ \ \
BE-EE =F 3 B fREE izt I Wi AE
) #HREKI3B
MBER (BRATH, Sy 7—A864)
Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.
BEZE Zone A
T | I ant
F 15 25 =
FASSER 211ha 159ha 405ha
e A i
35ha
2N Cammarcial Araa
. TN 408 ) > .‘
T | e NN e
T AL Fasoha | S I8 \\
z = ‘\\/ N -_ \
.& B \\\
# ) “ ‘\\
e. B IHOBIE |7 Yy
Teo 4 Eafi21tha | o 7
“\ Y
» e ‘\ ‘\
s, \‘ . €,
. % L

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

ME THAFH

HET
FOKERIE (B0, MRKE
HEK nEEER

BklE

AINGRIDOZT

(BAREZOETER]

(Zone A)

DFEsARAst &
HAHIKRE #&
BRI E &
BASHEATA &
KA ERBHIEL &

T IRER TR (RIFRZE)  T7AN——T )L (FAEL) SN THESE(ERIET) .
ZRIEEEIR (TOHT) BT (NGK) . KEE (URE) , R T NIARKRL T/ EREERR) .
RO TRE—S—(ZZFFH) . CCTVURNFYZY)  ERAR(FIRL15/4Y)

JOCIT IRy

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

va—Jl (Zone A)

S 2013£F10F.|29EI

C
Lt 2013411 A30R
SRS (MITDH) *
BLava 2014418108
E—E AT - % \1[
B8 =T *

2015%8H
AEEFEEERMG *

2015428 A

*
pEt 2015597
5 — *
A AL 2014510A l,
B8 =T *
Copyright (¢) Myanmar Japan Thilawa DevelopmenlzL(ld) 1\?!‘\%\! Eeserved.



2013108 — & HEZHNEFH N

T —
petweé

=

I

.2013&11)51 308 / &
/’ -

N
=
&
erv

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Copyright (c) Myanmar Japan Thilawa Develo|

20134118 BFHRERDTA4T7 2013F12A1H %BI




FEEFEAMMERE LR

201598 T477JSEZ BER

RAIN FALL RECORD ASIA COUNTRIES

500mm B YANGON
o B TOKYO
=)
=]
o
S B BANGKOK
E
g B SINGAPORE
=
LS D JAKARTA
=)
£
Q‘g ® HO CHI MINH

JAN FEB MAR APR MAY JUN JUL  AUG SEP  OCT NOV DEC

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

2015%9H238 745 JSEZRFER#IZT

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

TAOJSEZEERNE R

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



Pl

TFA4SISEZMENTE TA4SISEZAERNE

it (o) Msinnmne Innan Thilauin Rasslanmant 134 All Dinkén Dasannd

TA4OJSEZEERNEE

ity

- AN
Copyright (c) Myanmar Japan Thilawa Development Lid. All Rights Reserved. Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



BATDERFEINI (Zone A)

ZHE | RREL
EIHE [ IEEE
| 29%t

I #his

Phase| 211ha

\| st 58—

\I S LUAILE TR |

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Ltd. All Rights Reserved.

JAvI IR a—)L (Zone B)

*

E—H BT
201742A7H
I *
20174 2H24H v
B =T *
2018 ¥ (ERITFE

— 1 3 viN *

BBt EEURMIA 20175128
ARRERIRERA * >

20185 ¥ (1F

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Zone B #2 L= (201752 H241)

| Rights Reserved.




AT D 55K (Zone B) AB{%E

SELE C1IEN
g EfER 2FECEHR

S hhise
Phase! 101ha BA41%t, 2104t . BEekt. A5t . LU HR—ILakt. TL—S T3kt

Srov—3tt. FE HE. (VR AL TA P R4 Y,
F—RASUT RV —T 2 A S2F (177 E- gl 7824t)

& REHEt
4 ik ARGESHEE 4%
J EATSR T 49%t
Rz 25%t
e NS : B 243t
— <= e ot PR o
Zone B FIFIKR TATVIZTEEHRNEATLSER

S —D%N
2.SEZRNDAT5
3. ELATHF e
4 f&:&E %5




T4V EEHENEATINSER

SN —DA

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Sy Y—(Ix9 A (FREFR)
—tHREBITICEKB2016FENFE
[ BEIRESHG E5F170147)

—ERRET D AIAEICK-DERDE

[EEFLEHGIENE ZEMG, 1275
BIFEHE=T 17

[ 15RO ST LY B E . 10518 J

2, EGOTLEHANEETIE?

ight (c) Myai

Sy T—DFER
34 LLET g DEEELTHONS

18864F
19434
19484F

AX)ADERM(Z
BAED®MLT—BMHIT
AX) AT (EENSAEIRES)

19508 ERE7OT7TRLEFNICDREL. REMNGER

19624F ) AV EERRIZHE
IR ENY)—T 4—  EBEIA
20114 RFEL(BEEERT EHE)
20N ERFRDIVY T —

HiBEE~OWETET
GLOYRA—RIXERT
USSHENEETEY
EREHRLERLTELY
A B3— Y EERBLT
FEURHEFR AT LEL
TIVH U A—F—EZRDEZRZEEINL. .



S I—DFER
JE A LARIT g DEELLTHSNS

18864F
19434
19484F

AXADHEEMIC
AREN#HLT—BRIL
AFVANDHI (BEERALHREIRESD)

19508 EHE7OT7TRLEFMICDREL. REMNGER

19624F

20114
20154

20164

SERHE—. REFE. BFEMES~DOERER-LEENOE
Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

D AU EHEERRICHAE

R DA REN)—T 54— ERBA
REE(EHRT BHE)

2% (NLDIERBS)

MERSER

NLDEZAEF B (R8I REERAFEIL)
REIZ K5 H|EL D 2 EAEFR

2017FEFRRDIVYIYT—

RMBEBENDWETE ZIZFIEE
Loy h—RDMEZ SHETAME N
USSHEISMEE (XIS EEEEL,
EwERURL(CER

NOFERITHE v v—

EREETRELRT —4% 2015FFT
%

180

160

140

120

100

80

60

40

20

0

AVRRTT :152%

SUHR—IL:149%
=7 141%
AR L:133%
24:124%
TAVEV 1MT%

SYoR—:77%

71 R:54%

2011 2012 2013 2014 2015 &

*Trading Economics web page. 7' 0—/\)L/—k EIE#ETEFTY 1+ web pagek YMJITDHE AMERL .
Copyright (c) Myanmar Japan Thilawa Develo

2017FEFRRDIVY YT —

W BE~NDWEIXEZ (AT HE

JL Oy A—R IR EZ SHFRAEN
USSHESMEE (F RIS EEEEL
EwmERURL(CER

A3 —2y R RE7S<FI AT B8
FELLGEHBR AT L ERELH L=
TIVH O A—F—RENEZEDIER.
EnY—5%—I



NLDIERHE SYN—DBEN~ENGKAER

a £ B BISHIEI A (20154E )
® NLDIZ&BHIEEE
+ NLDIZEFEZDFI58%ZEHHD YUY —DELER
+ EFLOBNBREMS tok 21 (817 2]
‘ borons.cEmw KAHREh, B 2. 5. 8.
—>RELEBUEEE RASA 418% | gy EE ALY AT, ILE—,

o EHFEHEDRIE
+ BRRALDFIEELHEM
+ EfFtt=honiEBAEM

(TOTRFEIRIT BLERREE 20144 0.6{EF)L— 20164 3.5{EF)L)
(HARIT FMLEREEEE 20144 2.8{8F/L— 20164 4.0f8F)L)

N EE @l:&éﬂﬁéﬁﬁﬁﬂm GE.I Oﬁ ) ':J:U . Ellﬂﬂﬁ’\o Hi#: JETROZ#HS v v — R FLARDEDREBM I LYMITDAEAER

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved. Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

NLDERAE D % F E REUER DS EETHE Svov—

YI747.ERA
[(BEMKEEIR]
RE.CER.FIOM BB EXR

=P
*

EE7OTEEERLRLEBRT 2. V57 (202/11; -
™

® T HYLA—F—EREMFNE. KIBFRAOFEES %&/1%’5%(2014&)\

% o o o
‘/ ﬁlﬁ%ﬁb§%¥ 100 100% 100% 99% —
. HEjE 3.1%
v EOXEBEOEBREEIEY A I ey 350
v SEEAEEENICERTS m A3 —2y NESE 6.2%
vV TASTIEEFINELEBIREEDIVDENES . :
[ERO#H—IIRITE OB HELTIEEREL. h :’g;f:f;’“
%L—Crﬁiﬁﬁﬁjlzﬂ‘gﬁrﬂﬁgﬁﬁjo 20 = AT L
10 [ | 3?5*/7
BARLBEHIN . HEEMILEL, . o 2y

SURR—ILIL—ST B4 RhFL SERAVRRYT T4)EY Svo7—

* International Energy Agency® T —%% JtI=MJTD#t AR



HHESYY—

1. BHEWLESYyOY—BHF
1943%F BHAKFF-EDZBLT— BT
1981F =Y v—HMAN. IBEAREEEFZRE7RIC. ERREDERE
[PooHy -3V E8E %85,
20145 EEFSEEMNFELEERIC. BEEAXREERZEOESYIC,

). BABBADIEE e

R)BIz X EASDTER R

3. BA~DIEE
1)BEZE~DBARATENDS A
)ERITSAMERAD TS
BVRIEZ A RDEARK

#'» MITSUBISHI

Myanmar Japan Thilawa Development B8 cd.

XIESEE LR

RE7O7EE 1hAHEYRIEEE(201658AHRE)

(KFIL)
300 -
250 -
200 -
150 -
100 -
75
50 -
0
A RRL T RL—I7F 24VEY NhF L hoRST7  Svow—

Hi 8 : Trading Economics web page T—%4~\—2X, Wage Indicator web page 7—%~—2X Department of Labor and Employment(Philippine)7—4
AN—R%EEIMITDAAMERL (201648 A B i THUAF ATAEAEIRE EICH H).
*FILIREISIE, 20168 ARAEHADABL— A,

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

EMAOLLLE LR
HE7OTAE B ADLELER(015%)

AA5,20085 A
- R HI27 5%

SENHEIREE

60% #3300-5009 A
55.4%

55% -
50% - 49.2%

46.3%
45% -
40%

YRR v > Sy v—

AVERST a4 T4VE #*R Yo
“ERE A B R E WA T — 2R —RETTICMITDRAMER
*FEEL. AOIZ2015F 12 BB RO T—2%H A,

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

%
70%

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



|

T4V EEHENEATINSIER

(A3 k%d)iﬁﬁﬂ

B
THRXZE #92,9004

By dUKE $98,3004

BEKFE $940044

LEE3REMD
4EfE13,000-4,0008 DZEE S

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

SYN—DAR

s ERFHREHMA—H—DH: SYov—ERNODIBEZEONRELEET)
[FOEBEFXELWN, MOERF7OT7HEELERLTLEGRBLL, |

o SYUV—ICIEEH OERRBEA—H—DOA:

BB ICHRNABELZN, BHOFEIBZOT—A—KYELESRLY, |

. MEHRAYT:

[RESHICEMTETCVEVDTRERTEYE A, |

o MEMPBARE:

[AEBEE TR THOAISESN =/ ARR—rEhEHERTILETRIFTNT
HEL TN, |

- BRASEEHIEZRSE
[BENFETRERZI—DRSUIICENTRY-5, 1B RICHEELIIKE
TBATRITTN . J

s EVYUIVDEZELOARA:
Ey R—[EREFMBBNDTNED v I—AEFIEREITRLY, |

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Sy N—DR% N

2.SEZRANDA TS

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

1272 TAZISEZREI

YoIUmRICiE
BAHIEE1008TLLE

s =HN-2

T427JSEZ Zone A

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



BARBAFDOEHY

2011118 BfENKEHK G N)) [TTSYov—0BRICTASTHEADTH A

B
2012 48 BHENRERR:ER)ICTT(STHEREROTR4—TSUEEICEATS
BEFHHE

12 TA457REICETSIRAREEMHE. BRMAREEREME
2013 1A WARIMIERSME, 2015FFRICAIT-FRREHHERRBLMHER

5A ZEREFE. BMRERESHB THREICROIMNEEEMHE
TAZTEBAT75(BA. EE) DEIRIZHT 55920080 AERES
TRE

10A MERMERMBRE. ERBFEXKE. V10 Vx/VHBFERE
ARVOT. BMIHEER TERRNEEES

20155 9F MERIMRERMBARE. Zvo by U BIKMBICTHRETREE, BT EE4T

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Sy N—OPEBFROILR GBE3FERHE)

&M 2013EMNB2015FEFTHOREREZHNLER ST DO L E LR

6,000
S1%54FMI28,000EMHD X iE
5,000 gt
o0 S IR (2016FE11A)
4,259
4,000
3,000
2,485
2,000
1,000
630
. 382
. | | Il
NhF L SyoY— I4EY AVRRST HURTT

24
JICA web page# & FiL TMJTD#EhMERL

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved

1275 TA4ZJSEZfEA
- 17

ot HZ AT 5>
| [BRTE

T
| (RS REER) |

fffgf _(sakv/ﬁﬁl;“ﬁ)
2017 R IXLRICETFE) | \ EKE
. Bl oA 2
/2019 [
A EHR (230kv 4 \ LIRS
(20174 R IFLIRICIRT) |~ \gﬁ 2D
TA4T V& ‘
(BE7E) b~
RS ER (glggg/
(somw/ st 1o ol e
r # zoﬁliulﬁl_ﬂil%i)
BEERE
%ﬁ;ﬁ%@éﬁﬁ(ﬁj{l}ﬁ) (%Iﬁ/m}ﬁ%%%x%m D Ltd. All Rights Reserved

1275 BAKK

M EFT(50MW)




ot

Y

HEREERIZ L BE

B4
14

5=
==A

A e EFEELED1, BR=HS

ATiEERKIEF3.2H -

12

4 4 4

7
I
:
1
1
I
I
I
1
1
:
1

SH 6A 7H 8H 9A 10A 11A 12B 1B 2H 3HA 4R
20164 20174

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

4275 LETKE

H i LY EK

Residential &
Commercial Area

FIKIEER

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

SHr—2IL

Resicantial &

DOWATI L AT LHMEE |

¥ -

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



1275 EXBEREYILES 275 BEIIER

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

LA TS
- 13=ybHY #91,500m

-

HH

TASISEZNIZF R E

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



LRIV T (RER)

500~750m M /NMRIEL 22 )L % S AT EE,

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

SayEvy
=L
Zone A ¥ & - < i iab
KSR
— N AEE 7—h—H
/ /" MRER 1ha 1 ha
’ : E -l e - Ll g Lo
= ~
N = A
-~ -y : A
...... A
HRESRRAKRTIL sy
D ABHGRE
&) Y $—E2
A b A ;;\
7 = 4
/// ‘,,x / /
Thilawa jetty o /// R e - N f« "f/’ s
7 o P2 2 - ;y-fxg‘\\ ” A
/ ) w X A\

Copyright () Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

b 245 52 5

A odR (‘l’ﬁj\tﬁgﬁg FE1.5m / NfE14~21)

ROBEERE NfE

e BRGLO 5080k

B m=chindd  sonlk
BEH0 30~50

%\ FR{az 10~30

% Z0 5~10
JEHICEL 5LLTF
FEEIZFEL 15~30 ]

*5 B 8~15

g == 4~8

o B Jexs oo 2~4
JEFEICERSHLY 2LV
SE OIS STEEERH

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



T4 EHEHIE

S N—D% N
2.SEZRNDA2T5

3. B EAITHF S

JURAMNYTH—E R 22—

HEATNSHIER

[ SEZHRRFER
(RER: BIX#HHR)
I
SEZHREEZESR
(ZER: BEKRE)
S [
TATISEZEBEES
AR N (BER: 7Y R RIBTRIKRE)
X * CESAGLD
NG | SR | | BENRT | | SaEE
X miges | [ meen | s
NF B [EE=EiE®]
¥ VISAFETT @R || FHRE
| JICARLYEFIRRE | BEEHE | | Bipns

R&EEMERX | —KEHFAIFRS

KB

= DICA =

SEZ5VEB

|:> MiC

7_'45'7=SI|Z =>

EERER
SEZINER |:> (One Stop Service

Center) =>

* HIEERE, FHEIMYLEDIC LI >TICARIZE B TER Y 0

T4V EEHENEATNSIER

Sy I—D% A
2.SEZRHN DA TZ
3. BT F /e
4. &&EF



EZafihdl (FEtTEDIGE) B 2 5)|| 4k

B — = v SEZERERMAITEEINRET O T —IikEHAR TEHE,
ERE DR RBEOCEBTEZEHGE,
: =T 8 = JE>
E& =4 /e 4 NhFLA 4 A RRST| Jq4VE> TS DR DT
Thilawa Amata
T M SEZ TLIP Nakorn EJIP FPIP
SEZAY
1EERZRE Free Zone| EPE{P% BOI{B¥ | EPTE(KB)R% | PEZA{R%
b1
BEARRE 25% 22% 20% 25% ¥PR1SMD5%
SENBL
ByH 7RISR 4~8EE/H]
3 - — :::40) SERFRBR :::408 s
i beert v 0% 0% 10% 10% 10%
= e FE10%LL E(C
i B4 bt kit B 5006 ek Feft
JEAAR) & kit 15 RIRF Sfi kit

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved. Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

MJITDDE#EA B D Hhigi~ D =ik EFEHE imiﬁiﬁrﬁﬁiﬁﬂ (BFTEE) R IRH)
1. FEADEFE (ESFTDER) BERIOREAFNILICXEELSML. MBIZEFRES

R,
2. EBEEFEFEANDEEZEHIE
3. B AEXEZE~NOXEEDEN

4. EFEDOFHDATTEE

5. BEINEIOT S LDIRMH
6. HKWRKE~DRIBEDHE

7. TABDEIE

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



ShEERED (RERLLE) B

BEMITO/NFRTREREFEERE.

Underground Water
@monastery

160 T KL 5

Il
= = I 2 £ e ST
3 o5 - (]
g Total
ot | 00 | cop |8oo 212 ¢ colfor

rease)
ms

®Mar | 77 | 51 | 15 | 11 | 10 | 00 | 00
BMay | 73 | 37 | 20 | 20 | 10 | 0.0 | 00
miune| 75 | 36 [ 138 | 60 | 00 | 0.0 | 00
00 | 00

ERREEICAI>- 3B D

IRIEEE

EHMLZRS. KE
BRE

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved. Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

ATIATUIRTHADERR SEZIN D KD A EL

~ After
6,727 trees

1,648 trees




MITDDERY#EA (SEZEEE B & LD X ER)

TA2JSEZEBZEREARERREDEREXEE

CEBABSSEVEL:

PEEEL(REH) Myanmar Japan Thilawa Development %t
takashi.yanai@sumitomocorp.com

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.

RERFTASTVSEZRUVEET 2BEDFRIRE DA% BHELTERSN-ELDTT,

AERE, BHIMEEICEYEDERTHHEFIELIIERICE DSERSNTEYFET A, B X T OEMRM-HEE
HEFRIAT 2D TIEHYEEA. ABHOTHAICEL T, BEHIBEOHIRICTHEINET L5, FHLLERISEES
[F. #FEL. Rt RELTFOFMARICTHHAD L SRYRDTIVNET &5 SEVBELETFEY,

v AEHOEEESIEMLICEL. AEHO—HFEF2HE. DEE. FEEE. HDHLIZOMOMAILLFERICE
‘Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved. WTHETEZE, QB DEFLIHFA LKL THEREAT I EEELET,

T45JSEZ FEIEREE

2014511128 FBEERICAITTEESEZHER
A
TASISEZEBRER

TASISEZEHEES (;L«cu?—:jﬂ
HIMEDZEDT. ABBELHAREEM
éﬂggl_%é,ﬂ\ﬁ%%%wﬁx%t;u%&:.:I:
EE o

MITD#E

MITD#L (L., S¥UY—EHEFEDED
TS v—BAFICHR LT a7 5 BE g
HITHENEEIZICEET D,

Copyright (c) Myanmar Japan Thilawa Development Ltd. All Rights Reserved.



	COVER
	Appendix 8: Roadmap for Trade Promotion
	Appendix 9: Human Resources Development Plan for Myantrade
	Appendix 10: Report of Myantrade Seminar on Trade Business & Export Promotion
	Appendix 11: Implementation Report of Pilot Activities for Myantrade
	Appendix 12: Integrated Export Development Program
	Appendix 13: Recommendations on Trade-related Policies for Investment Promotion of Export-oriented Industry
	Appendix 14: Investment Promotion Mission to Japan



 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   InsertBlanks
        
     場所: 現在のページの後
     ページ番号: 1
     現在と同じ
      

        
     1
     1
     1
     722
     366
    
            
       CurrentAVDoc
          

     SameAsCur
     AfterCur
      

        
     QITE_QuiteImposingPlus2
     QI+ 2.0f
     QI+ 2
     1
      

   1
  

 HistoryList_V1
 qi2base





