
Accelerating Expansion  
by Building Strong  
Local Networks 

Overview of Fertilizer Business
  Managing manufacturing and sales of compound chemical 
fertilizer in the ASEAN region

  Established top market share in Thailand, Vietnam and the 
Philippines 

  Manufacturing and sales capacity across Sojitz Group 
totals 1.8 million tons, making it one of the largest fertilizer 
businesses in ASEAN.

Fertilizer Business

Perspective from the Front Line
 I have been involved in the fertilizer business in Southeast Asia, including 
business management at Thai Central Chemical Public Limited (TCCC) and 
the acquisition and management of Atlas Fertilizer Corporation in the Philippines. 
Currently, my mission is to expand the chemical fertilizer business in Myanmar 
as Managing Director of TCCC Myanmar Limited, an importer and wholesaler of 
compound chemical fertilizers. Although cultural and geographic differences 
exist between Myanmar and other ASEAN countries, building strong networks 
and establishing our brand – that is, winning the support of farmers – remain 
the two essential elements in business development common to all of these 
countries. Therefore, we directly inform farmers about the benefits of using 
compound chemical fertilizers in addition to strengthening sales networks by 
building relationships with local wholesalers and dealers. As the local farmers 
have yet not acquired a sufficient understanding of agricultural techniques, we 
are actively creating opportunities to explain the advantages of compound 
chemical fertilizers, including the scientific rationale.

Ko Tojima
Managing Director, TCCC Myanmar Limited
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Meeting with local partners

Opening Feature: Succeeding by rapidly building up clusters of revenue-generating businesses

Entry into the Myanmar Market 
 In the fertilizer business, we are expanding existing businesses in neighboring regions by leveraging the dominant 
brand power we have built in the ASEAN region. One new region we are targeting for expansion in Southeast Asia is 
Myanmar. With farmland comprising roughly 20 percent of the country’s land area, and about 70 percent of the 
population engaging in agriculture, Myanmar is one of the major agricultural countries in Southeast Asia. However, the 
country is facing issues in agricultural development, and popularizing the use of high-quality fertilizers poses a 
significant challenge as well. Myanmar’s market growth rate is the highest in Southeast Asia, with demand increasing 
by double-digit percentages every year.
 Myanmar attracts numerous competitors, but Sojitz is at an advantage, having established a branch office in 
Yangon more than 100 years ago. In the fertilizer business, while we thus far engaged in expanding imports and sales 
of compound chemical fertilizers from Thailand, in order to meet the expected growth in local demand, we plan to 
develop domestic compound chemical fertilizer manufacturing operations. 

Expand existing businesses and 
develop businesses in new regions

Quickly build locally-based networks 
and relationships in new regions

Establish our brand by acquiring 
solid support from users

Accelerate expansion by gaining 
insight into local needs and 

assigning expert staff with extensive 
overseas experiences

Assigning Experienced Staff to Quickly 
Establish Our Presence
 The key to developing and growing our fertilizer business in 
Myanmar is to build strong local networks. Local fertilizer dealers 
have close relationships with farmers in their sales territories, so 
Sojitz is assigning staff with extensive experience cultivating and 
maintaining sales channels to quickly establish sales networks in 
cooperation with dealers. To gain insight into user needs, our 
personnel frequently visit sales locations to interview the fertilizer 
dealers. Furthermore, we engage in activities tied closely to the 
local region such as working directly with farmers, the end users 
of the product.
 We also consider the role of Myanmar staff crucial to expanding 
the business. Accordingly, we are building a business model that 
fits the local market through promotion and development of local 
staff, including management-level employees.
 In Myanmar, where there is still ample room for market 
development, we believe that speed will determine success. We 
will strive to turn the fertilizer business into a revenue-generating 
cluster by assigning highly experienced personnel to work 
alongside local staff, in order to quickly establish our position.

Roadmap for Creating a Cluster of 
Revenue-Generating Businesses

 There is a great deal of potential in Myanmar. While the country’s 
primary industry is agriculture, one can sense the energy behind growth in 
urban centers firsthand, in the construction of modern shopping centers 
and other developments under construction. To establish a dominant 
presence in the country, we must build a cluster of revenue-generating 
businesses extending beyond the fertilizer business. Sojitz already has an 
alliance with the City Mart Group (CMG), Myanmar’s leading retail group, 
and is working together with CMG to develop cold supply chain and food 
service businesses. If we can link these businesses with the fertilizer 
business – in other words, maximize the capabilities of our local staff to 
build a value chain encompassing everything from fertilizers to agriculture, 
distribution and retail – we can expect even further development. I truly 
hope that people will come to recognize our solid presence in Myanmar in 
the near future.
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