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External-level Business Environment 
 

Macro economy, Policy, Law & regulation, Infrastructure, etc. 

Segment 2 (1) Identify areas for cooperation 

Mezzo-level Business Environment 

Capital 

Investment capital 

Working capital 

- Loan 

- Credit guarantee 

- Leasing 

Human Resources 

Director 

- Managerial knowledge/skills 

- Entrepreneurial skills 

Employee 

- Skills (production, sales, 

   accounting, etc.) 

 

Information 

- Market information 

- Technology information 

- Business partners 

 

 

Products/Services 

Product innovation 

- Quality improvement 

- New product development 

Process innovation 

- QC 

- Cost reduction 

- Delivery (channel, time) 

Internal-level Management Resources 

Financial institutions, 

FDIs, etc. 
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Segment 2 (2) Mapping of existing programs 

External Business Environment 

Mezzo-level Business Environment 

Internal-level Management Resources 

Human Resources 

Financing  Information 

 Products/services 

PMO 

STEA 

Land law 

Decree on 

Intellectual 

Property & 

Trade Marks 

CPC 

Foreign 

invest. & 

Domestic 

invest. 

laws 

BOL 

Laws and decrees 

on commercial 

banks, Secured 

transaction law 

MOF 
Tax, Customs, 

Property laws 
MOJ 

Contract law 

MOC 

Business, 

Bankruptcy laws, 

Int’l trade, 

Domestic trade, 

Price control 

decrees 

Manufacturing 

industry law, 

One article on 

industrial land 

MOIH 

MOLSW 

Labour law 

MOAF 

Forestry law 

Road Trans., 

Construction 

laws 

MOCPTC 

MBA course 

NOSPA 

France 

Chai Lao brand 
JETRO 

SME Decree 

SME Office 

UNIDO 

Productivity seminar 

CIRD 

JPC 

APO 

Exhibition 

& Trade fair 

Vocational training 

(accounting)        (others) 

HC 
Proto-type 

Design 

Korea 

Standardization 

ADB 

Management 

skill training 

(Short)            (Long) 

LNU 

Germany 

JICA 

AOTS 

Tech schools 

DOIT Registration 

WTO 

AFTA 

DOET 

TPC 

Trade &  

industry 

info. 

ASEAN-Japan 

Center 

JICA SV 

Belgium 

Switzerland 

CCI 

Consulting 

Banks Capacity Building 

IFC 

Public-Private partnership 

Advocacy on laws & regulations 

Trade promotion 

                seminar 

Arbitration 

sectoral groups 

Investment climate 

           assessment 

LWU 

Donor  

  Community 

Rural & micro financing comm. 

MOE Vocational edu. decree 

(States) 3 

(Foreign) 4 

High interest rate 

     (18~24%) 

NPL 

Main 

trade 

partner 

Thailand 

Vietnam 

China 

 

 

ASEAN 

 

Asia 

 

Europe 

Supplier credit 

Donor  

  Community 

DOH 

Policy effect assess. RC 

Match 

making 

Micro 

finance 

Group 

finance 

DOI 
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SME capacity 

development 

Consulting 

Start-

up 

HR training 
Entrepreneur 
training 

Product  

innovation 

Collaboration 
with research 

institute  

Intellectual 
property 

rights 

Registration 

Clustering 

Loan 

Incubator 

Leasing 

Credit 
guarantee 

Export 

promotion 

Multi-national 
corporation 
supply chain 

P
ro

c
e
ss

  

in
n
o
v
a
ti

o
n
 

Domestic 

market 

Segment 2 (3) Simulation of development story 
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Segment 3 (1) Effective use of local BDSPs 

Total 
support by 

BDSP 
network 

Marketing 

Business 
planning 

Production 
modernization 

Innovation 

Total Quality 
Management 

Capital 
Techno-

logy 

BDSP 

One 
Stop 

Window 

Preliminary 
analysis 

SMEs 

Manage
-ment 
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S M E s 

Technology 

Requirements from 
Foreign buyers 

Local large 
buyers 

Provincial 
level buyers 

Municipality 
level buyers 

JICA 

BDSPs 

Central 
gov. 

Local 
gov. 

Marketing 

Management Other 

donors 

MNC 

CSR 

Segment 3 (2) Target buyers as resources 
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Segment 3 (3) Close look at local context 

Quality 

P
ro

d
u
c
ti

v
it

y
 

Newly established 

& small enterprises 

Enterprises in domestic low 

to mid-level markets 

Enterprises in export & 

domestic high-end markets 

Technology  

knowledge 

Technology  

knowledge 

Technology  

knowledge 

Production 

skill 

Production 

skill 

Production 

skill 

Machine 

/material 

Machine 

/material 

Machine 

/material 

In
tr

o
d
u
c
to

ry
 

In
te

rm
e
d
ia

ry
 

A
d
v
a
n
c
e
d
 

Competitiveness 

Retailers, 
distri-
butors 

Operation 
processes of 

manufacturers 

Raw 
material 
suppliers 

 

Imported 
machines 

& components 
 

NO 
Supporting  
Industry 
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Segment 4 (1) Conventional monitoring with PDM 

Overall goal 

Project purpose 

Outputs 

Activities 
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Dependent variable Sales market 

Independent variable City Province Others Export 

Productivity 
Coefficient 0.753*** 

(0.256) 
  0.556** 
(0.241) 

0.406 
(0.293) 

Marginal 
effect 

‒0.113*** 
(0.040) 

  0.076** 
(0.032) 

0.042 
(0.037) 

‒0.005 
(0.032) 

No. of employee 
Coefficient 0.022 

(0.329) 
  0.549* 
(0.297) 

1.193*** 
(0.364) 

Marginal 
effect 

‒0.087* 
(0.048) 

‒0.081 
(0.047) 

0.079 
(0.053) 

0.089*** 
(0.028) 

Business partner 
Coefficient 0.126 

(0.621) 
1.092 

(0.574) 
1.444* 
(0.794) 

Marginal 
effect 

‒0.150 
(0.093) 

‒0.119 
(0.091) 

0.183* 
(0.102) 

0.086 
(0.063) 

Location 
Coefficient ‒0.121 

(0.608) 
0.411 

(0.565) 
0.617 

(0.743) 

Marginal 
effect 

‒0.049 
(0.091) 

‒0.079 
(0.094) 

0.083 
(0.109) 

0.045 
(0.063) 

      N = 104              Pseudo R-sq: 0.148 

MK: Sales market → setting 4 stages 

         (S1:District/City, S2:Province, S3:Other provinces, S4:Foreign) 

Emp: No. of Employee;  Prod: No. of Product items;  ProfEmp: Gross profit / No. of Employee 

BizPart: Existence of Business partner;  Java: Located in Java 

  MK = β0 + β1 Emp + β2 Prod + β3 ln ProfEmp + β4 BizPart + β5 Java + ε 

Segment 4 (2) Quantitative analysis at activity level 
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Implemented Not implemented 

Actual changes Thinking changed 

Mng Staff Mng Staff Mng    Staff Mng    Staff 

General management 1 1 2 

Financial management 4 1 2 2 1 3 

HR management 1 1 1 3 2 

Production management 1 2 

Taxation 1 6 

Contract/negotiation 2 2 

Sales skill 1 1 2 

% 13.6 18.2 11.4 15.9 9.1 31.8 

Managerial 
skill training 

Production 
skill training 

Implementation Change No % 

Done 

Quality↑+ Profit↑ 16 

96.4 

57.1 

Quality↑+ Profit→ 6 21.4 

Quality→ 5 17.9 

Not yet 
Under consideration 1 

3.6 
3.6 

No plan 0 0.0 

Total 28 100.0 100.0 

Segment 4 (3) Qualitative analysis at activity level 


