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1. Executive Summary
Thailand is one of ASEAN's most important trade platforms: a manufacturing base, sourcing market, regional logistics
node and commercial gateway connecting China, Japan, Korea, India, ASEAN, Europe and the Middle East.
International trade is not a standalone sector in Thailand; it is the operating backbone for electronics, automotive,
food, rubber, chemicals, packaging, consumer products, hospitality supplies and industrial components. [1]
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In 2025, Thailand's exports reached US$339.64 billion and imports reached US$344.94 billion, creating a trade deficit
of approximately US$5.31 billion. The same data indicates a record export year, supported by global demand and
Thailand's diversified export base. [2]
For foreign companies, Thailand's export-import opportunity is attractive but execution-sensitive. The real advantage
rarely comes from company registration alone. It comes from selecting the right product segment, validating demand,
finding reliable suppliers or buyers, structuring the right import/export model, managing customs and licensing
requirements, and building local operating control from the beginning.

Strategic implication What it means for market entrants

Thailand is an export-led, supply-chain-integrated economy. Foreign businesses can use Thailand as a sourcing, distribution,
assembly, procurement, product-development or regional
representation base.

Trade growth is shifting from volume-only to quality,
compliance and traceability.

Supplier due diligence, documentation control, product
standards and channel governance are becoming more
important than simple price comparison.

Electronics, smart devices, packaged goods, food, wellness and
sustainable materials are becoming more visible in trade flows.

Product selection must be supported by market intelligence,
compliance assessment, margin modelling and partner
validation.

Customs, licences, certificates of origin and controlled goods
rules remain practical execution bottlenecks.

Businesses need local operational supervision, not only legal
incorporation.

ASEAN and RCEP widen the strategic relevance of Thailand. Thailand can be positioned as a regional base, but only where
tariff treatment, rules of origin and supply-chain economics are
properly assessed.

Aditya Group view International trade in Thailand rewards companies that combine research,
relationships, compliance discipline and execution control. The biggest failure point for foreign companies
is not lack of opportunity; it is weak local validation before committing capital, stock, distributors or
long-term contracts. A strong Thailand trade strategy should answer four questions early: what to sell or
source, who to work with, how margins will survive, and who controls execution on the ground.

2. Industry Overview
2.1 Industry definition
The export-import and international trade industry covers the movement of goods, services and commercial value
across borders. In Thailand, the industry includes exporters, importers, distributors, sourcing agents, customs
brokers, freight forwarders, manufacturers, trading companies, procurement offices, e-commerce exporters, logistics
operators, wholesalers, inspection providers, certification agencies and government facilitation bodies.
2.2 Value chain

Value-chain stage Typical activities Key success factors

Market intelligence Demand assessment, product fit, pricing
benchmarks, buyer mapping, competitor
review.

Accurate local data, practical interviews,
realistic margin assumptions.

Supplier / buyer development Supplier search, buyer outreach,
distributor identification, factory visits,
qualification.

Reliability, financial soundness, export
readiness, decision-maker access.

Commercial structuring Quotation, Incoterms, MOQ, payment
terms, exclusivity, warranty, service
scope.

Clear responsibilities, enforceable terms,
risk allocation.

Compliance & documentation HS code, licences, certificates, labelling,
product standards, customs declaration.

Correct classification, document
discipline, regulatory screening.

Logistics & fulfilment Freight, warehousing, consolidation,
insurance, customs clearance, last-mile
distribution.

Cost control, lead-time reliability,
inventory visibility.
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Value-chain stage Typical activities Key success factors

Channel management Distributor performance, account
management, retail/online/offline
presence, after-sales.

Governance, reporting, pricing discipline,
brand protection.

2.3 Major trade business models in Thailand
Direct export from Thailand to overseas buyer: suitable for Thai-origin goods, factory-direct supply and
private-label/OEM products.
Import and local distribution in Thailand: suitable for foreign brands or technology products entering Thai channels.
Thailand-based sourcing and procurement office: suitable for companies coordinating suppliers across Thailand and
ASEAN.
Trading company model: suitable for multi-product, multi-market buying and selling with strong execution control.
BOI-supported procurement or regional operations model: suitable where qualifying activity, substance, capital and
operational conditions can be met.
Digital cross-border commerce model: suitable for smaller SKUs, brand-led exports and direct-to-buyer platforms, but
requires fulfilment discipline and compliance checks.
3. Thailand Market Context
Thailand's trade position is supported by its manufacturing base, ASEAN location, port and road connectivity,
established supplier networks, and participation in multilateral and regional trade frameworks. Thailand has been a
WTO member since 1 January 1995 and was a GATT contracting party before that. [3]
Thailand is also part of RCEP, which connects ASEAN with Australia, China, Japan, Korea and New Zealand. RCEP does
not automatically make every trade flow profitable, but it strengthens Thailand's relevance in regional supply-chain
planning, rules-of-origin analysis and multi-country sourcing structures. [4]

Market feature Thailand relevance for trade strategy

Diversified export base Reduces dependence on one category and creates cross-sector
opportunities in electronics, food, rubber, automotive, gems,
plastics and consumer goods.

ASEAN gateway location Supports regional sourcing, distribution and business
development across CLMV, Malaysia, Singapore and Indonesia.

Manufacturing depth Enables OEM/ODM, packaging, components, assembly and
private-label opportunities.

Government trade support DITP supports international buyers through information,
business matching, trade fairs and supplier access.

Customs digitisation Thai Customs operates import/export systems, tariff services
and customs-related procedures for commercial goods.

Growing compliance pressure Higher buyer expectations around ESG, traceability, quality
assurance, origin documentation and product safety.

The Department of International Trade Promotion describes its role as assisting international buyers with Thai product
and industry information, business matching, trade fair facilitation and trade-related consultation. [5]
4. Market Intelligence & Key Trends
Trade is becoming more compliance-led
Buyers increasingly expect suppliers to prove quality, origin, safety, sustainability claims and documentation
readiness. This is particularly important in food, wellness, packaging, electronics, personal care and branded
consumer goods.
Supply-chain diversification continues
Global companies are still reducing overdependence on single-country sourcing. Thailand can benefit where it offers
reliable suppliers, ASEAN location, tariff logic and operational stability.
Electronics and smart devices are gaining visibility
World Bank commentary indicates Thailand's diversified export base continues to benefit from electronics expansion,
even as goods export growth normalises after a strong 2025. [6]
B2B buyers want speed plus governance
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Foreign buyers increasingly want fewer intermediaries, faster response, verified suppliers, better samples, clear
commercial terms and professional after-sales support.
Sustainability is moving from marketing to procurement criteria
Packaging, materials, carbon footprint, recycled content, labour practices and chemical safety are becoming practical
procurement filters.
Digital platforms are useful but insufficient
Online supplier discovery helps, but serious B2B trade still depends on qualification, negotiation, factory checks,
sample control, logistics and local follow-up.
Trade finance and payment security remain critical
Many transactions fail because of mismatched payment terms, weak credit assessment, unmanaged receivables or
unclear risk allocation under Incoterms.
4.1 What this means for foreign entrants
A Thailand trade plan should start with segment economics, not only legal setup.
Supplier lists are not enough; supplier qualification, sample testing and order supervision matter more.
Distributor appointment must be linked to targets, reporting, account coverage, channel conflict rules and termination
rights.
Customs and product compliance should be screened before sales commitments are made.
A local representative can reduce execution risk where the foreign principal cannot manage daily follow-up from
overseas.
5. Opportunity Landscape

Opportunity area Why it matters Aditya Group relevance

Thailand sourcing for global buyers Thailand has strong supplier depth in
food products, packaging, rubber,
lifestyle goods, components and selected
industrial categories.

Supplier search, verification, quotation
support, sample coordination, factory
visit support and negotiation.

Foreign brands entering Thailand Thai import channels are
relationship-driven and fragmented
across distributors, wholesalers,
retailers, project buyers and online
channels.

Market assessment, distributor search,
representation, channel strategy and
partner governance.

ASEAN procurement and trading hub Thailand can coordinate products from
Thailand, China, India, Vietnam and other
ASEAN suppliers for international buyers.

Trading support, vendor alignment,
documentation, margin model and
logistics coordination.

Private-label and OEM products Thailand and Asia offer product
development and contract
manufacturing opportunities across
consumer goods, wellness, packaging
and lifestyle categories.

Product ideation, OEM matching,
packaging coordination, quality control
and export support.

Hospitality and corporate supply chains Hotels, resorts, offices and institutions
need products, amenities, gifting,
technology accessories and sustainable
materials.

Thai Aesthetics, Givra, Novora and
business matching capabilities.

Technology-enabled trade operations Exporters/importers need better systems
for CRM, ERP, inventory, documentation
and distributor reporting.

Arahant technology background,
enterprise software and process support.

5.1 Priority customer segments for Aditya Group
Foreign SMEs and mid-market companies seeking Thailand entry without a full local team.
International buyers looking for verified Thai or ASEAN suppliers.
Foreign brands needing importer, distributor or representative options in Thailand.
Thai manufacturers seeking export development, buyer access or professional market-facing materials.
Investors assessing Thailand as a procurement, distribution or light-assembly base.
Hospitality, corporate and lifestyle buyers seeking differentiated products and packaging-led solutions.
6. Competitive & Operating Environment
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Thailand's trade environment is commercially open but operationally relationship-driven. Foreign companies often
underestimate the difference between finding a contact and building a controlled channel. The market includes local
trading houses, large distributors, family-owned importers, niche agents, multinational procurement teams, online
platforms, export councils, government-supported networks and informal intermediaries.

Operating reality Typical impact Recommended response

Fragmented channels A single distributor may not cover
modern trade, project sales, online,
wholesale and provincial networks
equally well.

Map channels before appointing
partners; use staged exclusivity.

Relationship-led buying Decision-making may be slower until
trust and reliability are proven.

Use local introductions, samples,
follow-up and senior-level engagement.

Price sensitivity Buyers compare imported, local and
Chinese alternatives aggressively.

Build landed-cost, margin and
value-proposition models early.

Documentation gaps Incorrect HS code, labels or permits can
delay shipments.

Screen compliance and documentation
before shipment.

Uneven supplier quality Good samples do not always guarantee
consistent bulk orders.

Use quality checkpoints, pre-shipment
inspection and clear specs.

Weak channel reporting Foreign principals may lose visibility once
a distributor is appointed.

Set reporting, CRM, pricing, stock and
pipeline disciplines.

7. Regulatory & Compliance Considerations
The first import-clearance stage in Thailand involves completing and submitting an import declaration to the
e-Customs system. Customs procedures, tariff classification, controlled goods rules, tax treatment and supporting
documents should be reviewed before committing to shipment schedules or customer delivery promises. [7]
7.1 Key compliance areas
HS code and tariff classification: wrong classification can change duty, tax, documentation and licensing
requirements.
Controlled goods screening: some products require permits or approvals before import/export.
Product-specific regulators: examples may include FDA, TISI, NBTC, agriculture, industrial works, energy or other
authorities depending on product type.
Certificates of origin and FTA usage: preferential treatment requires rules-of-origin compliance and correct
documentation.
Labelling and Thai-language requirements: certain consumer products require compliant labels, warnings or product
information.
Customs valuation and transfer pricing: related-party import pricing or undervaluation can create audit exposure.
VAT, withholding tax and corporate tax treatment: commercial model affects tax and accounting flows.
Foreign Business Act and business licensing: trading, wholesale, retail, services and agency activities must be
structured correctly for foreign ownership and operating permissions.
BOI relevance: some procurement, trading, regional or support activities may be eligible only if they meet specific
promoted-activity conditions.
7.2 Practical documentation checklist

Document / control item Why it matters

Commercial invoice and packing list Core customs and commercial documents; must match
shipment and contract terms.

Bill of lading / airway bill Controls transport and title-related logistics processes.

Import/export declaration Official customs submission for clearance.

HS code confirmation Determines duty rate, permits and control requirements.

Product licence / permit where required Avoids customs hold, penalties or forced re-export.

Certificate of origin Supports FTA duty treatment where applicable.
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Document / control item Why it matters

Product specifications / test reports Supports buyer confidence and product compliance.

Insurance and Incoterms confirmation Clarifies risk transfer, claims and cost responsibility.

8. Market Entry & Execution Considerations
8.1 Recommended entry routes

Entry route Best suited for Execution considerations

Distributor / importer appointment Foreign product companies testing
Thailand demand.

Select partner carefully; define territory,
targets, pricing, marketing and
termination.

Representative office / local
representative

Companies needing market presence
without immediate trading operations.

Limited revenue-generating ability;
useful for research and coordination.

Thai company setup Brands, traders or service providers
requiring contracts, invoices, hiring and
operations.

Requires accounting, tax, licences, bank
account, governance and compliance.

BOI-supported activity Qualifying procurement, regional,
technology or manufacturing-linked
operations.

Needs promoted activity fit, substance,
capital and compliance with BOI
conditions.

Joint venture / strategic partner Complex sectors requiring local assets,
relationships or licences.

Requires due diligence, control
provisions, exit terms and governance.

Sourcing office / procurement model Buyers coordinating Thai and ASEAN
suppliers.

Requires supplier database, QA process,
shipment control and reporting systems.

8.2 Execution roadmap
Phase 1: Market and product validation: Clarify product/category attractiveness, buyers, competitors, price bands,
regulations and landed cost.
Phase 2: Partner and supplier mapping: Identify importers, distributors, manufacturers, sourcing agents, logistics
providers and regulatory contacts.
Phase 3: Commercial model design: Define Incoterms, MOQ, payment terms, margins, pricing architecture, channel
rules and risk ownership.
Phase 4: Compliance screening: Confirm HS codes, licences, certificates, labelling, tax implications and customs
process.
Phase 5: Pilot execution: Run controlled sample orders, buyer meetings, distributor trial, trade fair meetings or pilot
shipments.
Phase 6: Scale and governance: Build reporting cadence, KPI dashboard, channel governance, quality controls and
expansion plan.
9. Risks, Challenges & Watchpoints

Risk Common mistake Mitigation

Wrong partner selection Appointing the first interested distributor
or supplier.

Run due diligence, reference checks and
staged commitment.

Unrealistic pricing Ignoring landed cost, VAT, duties,
channel margins and promotional
support.

Build complete margin waterfall before
launch.

Compliance delays Shipping before confirming permits,
labels or controlled-goods requirements.

Complete pre-shipment regulatory
screening.

Weak local execution Managing Thailand entirely from
overseas by email.

Use a local representative or project
manager for follow-up.

Over-reliance on trade fairs Collecting contacts without qualification
or follow-up discipline.

Pre-schedule meetings and track
conversion actions.
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Risk Common mistake Mitigation

Inventory and cash-flow pressure Importing too much before demand
validation.

Use phased orders, pilot quantities and
strict receivables control.

Supplier inconsistency Assuming samples reflect bulk-order
quality.

Use specifications, QC checkpoints and
pre-shipment checks.

Exclusivity trap Granting broad exclusivity without
performance obligations.

Tie exclusivity to minimum orders,
account coverage and reporting.

10. Aditya Group Perspective
Aditya Group's view is that international trade in Thailand is most successful when treated as an execution business,
not a contact-finding exercise. A foreign company may identify a buyer, distributor or supplier quickly, but sustainable
trade requires continuous coordination across commercial, operational, compliance and relationship layers.
The difference between a weak trade initiative and a scalable one is usually visible in the first 90 days. Strong
operators validate the market, check compliance, model margins, qualify partners, test samples, supervise
negotiations and define execution responsibilities before taking aggressive commitments. Weak operators chase
quick purchase orders, over-promise delivery, ignore documentation risk and lose control once local intermediaries
enter the transaction.

What we consider non-negotiable before launching a Thailand trade initiative Product-market fit
assessment based on Thailand/ASEAN realities. Clear landed-cost and margin model. Regulatory
screening and documentation map. Partner due diligence and structured commercial terms. Local
follow-up process with ownership, cadence and reporting. Pilot execution before full-scale commitment.

11. How Aditya Group Can Support

Client need Aditya Group support

Market research and opportunity assessment Industry mapping, buyer segmentation, competitor review,
price benchmarking, entry feasibility and strategic
recommendations.

Supplier sourcing and qualification Supplier identification, screening, RFQ coordination, sample
follow-up, factory visit support and commercial comparison.

Distributor / buyer development Shortlisting, outreach, meeting coordination, negotiation
support and distribution model advice.

Company setup and BOI advisory coordination Entry-structure planning, company setup coordination, BOI
feasibility review and local operating setup support.

Import/export execution support Documentation coordination, customs-broker alignment,
shipment follow-up, logistics partner coordination and
operational troubleshooting.

Trading and commercial representation Local representation, procurement coordination, account
follow-up, buyer communication and transaction governance.

Technology and process systems CRM, ERP, inventory, distributor reporting, cybersecurity and
enterprise software alignment through Arahant capabilities.

Governance and execution oversight Virtual CEO / board-advisor style oversight for foreign
companies needing senior-level local execution control.

12. Selected Relevant Experience
The following experience areas reflect Aditya Group's broader execution relevance without disclosing confidential
client information:
Cross-border sourcing, supplier coordination and trading activity across consumer goods, corporate products,
industrial materials and lifestyle categories.
Thailand market-entry advisory for foreign entrepreneurs, SMEs and investors seeking practical commercial setup
rather than generic incorporation only.
Technology distribution and enterprise software experience through Arahant, including institutional and enterprise
sales environments.



Industry Intelligence Series | Export-Import & International Trade in Thailand

Aditya Group | Strategic Market Report Page 10

Product-commercialisation initiatives under Thai Aesthetics, including branded products, packaging-led
differentiation, OEM/ODM thinking and export-oriented positioning.
Hospitality, travel and corporate client exposure through Travel Motivations and related group activities, supporting
trade opportunities in hospitality products, amenities, gifting and lifestyle supplies.
Senior advisory experience across multiple industries, helping owners and foreign principals convert opportunity into
structured execution.
13. Conclusion & Call to Action
Thailand remains a serious trade platform for companies that need ASEAN access, supplier depth, manufacturing
linkage, export capability and commercially practical local execution. The opportunity is real, but it must be
approached with discipline. The companies that succeed are those that combine market intelligence, partner
selection, compliance readiness, margin control and hands-on execution.
Aditya Group can support foreign businesses, exporters, importers, distributors and investors with an integrated
approach: research, setup, sourcing, partner development, representation, trading support, technology enablement
and senior execution oversight.

Recommended next step Request an Industry Discussion with Aditya Group to assess your product, target
market, sourcing requirement or Thailand entry objective. Use this report as a starting framework, then
validate assumptions through a focused market-entry or sourcing assessment before committing capital.
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Build the Right Thailand Entry Strategy
Aditya Group helps clients evaluate market potential, identify partners,

structure practical entry routes and coordinate local execution in Thailand.

Connect with Aditya Group Thailand
Market Entry | Strategic Advisory | Business Matching | Sourcing & Supply Chain

Regulatory Coordination | Technology | Trading | Execution Support

Website: www.adityagroupthailand.com Email: contact@adityagroupthailand.com


