
Launched on 2 September 2003, IEH
paves the way for local and foreign small
and medium enterprises (SMEs) to gain
vital access to Intraco's established
worldwide connectivity.  SMEs, which
have set their sights on building a
regional presence and extending their
reach into the global arena, can find a
viable business solution in the IEH plan.

3Ps OF IEH
IEH is driven by the principle of 3Ps,
namely long-term win-win Partnerships,
Progress and Profits. This new strategy
offers an effective and efficient way for
SME partners to position their products
and services in overseas markets. IEH
hopes to be a boon, in particular, for new
entrants aspiring to launch themselves

regionally. On top of Intraco's extensive
business connections, SME partners
can also tap into the Group's expertise
and resources that have been built up
over the past 35 years.

For Intraco, its efforts to attract partners
embody a strategic move to expand the
range of products it represents regionally.
The rationale behind IEH is to ensure a
sturdy incoming flow of new products for
Intraco, which will serve to maintain its
relevance in the marketplace.  Intraco
will keep its focus on products and
services that have a suitable fit with any
of its four core businesses.

IEH functions as a fundamental business
launch pad for Intraco to add value to

t h e s e  p r o d u c t s  a n d  s e r v i c e s ,
demonstrating that the Group's role
goes beyond that of being a traditional
buy and sell trader. It is increasingly
important for Intraco to evolve into a
solutions trader, so that it will not only
survive, but also thrive, in the evolving
knowledge-based economy.

SURVIVAL TO REVIVAL
Essentially, IEH is all about forging win-
win tie-ups and creating an upwardly
synergistic spiral for Intraco's partners
and the Group. With IEH as a catalyst
and regional business launch pad, SMEs
are equipped with a solution that
accelerates the pace and success of their
overseas forays, saving on valuable
time, money and other resources.
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Intraco's distribution of new value-added
products and services into the world's
markets, including the greater Asia
growth markets of China and India,
further reinforces its position as a
regional hub with global reach.

As an initiative to turn around Intraco's
business, IEH aims to further enhance
Intraco's branding in the regional
business community, boost its market
visibility and business momentum, and
return Intraco to sustained profitability.

MOVING FORWARD
IEH kicked off to a promising start with a
collaborative arrangement between
Intraco and the Singapore Malay Chamber
of Commerce & Industry (SMCCI) to provide

its members mid to long-term regional
business development opportunities in the
Halal food market segment. The new
strategy has also been promoted through
various government agencies in Singapore.
Talks are already underway with other
interested SMEs.

I n t r a c o  a l s o  s i g n e d  a  m a s t e r
distributorship agreement with US-based
Blue Planet LLC to supply Aqua Clean,
a waste and water treatment solution,
to 13 countries in Asia. Environmental
Solutions, a newly formed division within
the Engineering and Projects core
business, has been set up to market this
unique product .  The Aqua Clean
agreement is a typical example of how
IEH can work on a win-win basis, using

Singapore as the hub for regional
operations: A foreign SME partner
leverages on Intraco's connectivity,
infrastructure and expertise in handling
regional operations to introduce its
product into the region.  Blue Planet hops
onto IEH as a vehicle to get its products
into the Asia markets quickly, while
Intraco acquires a new product which
provides a viable means to tap into the
growing environmental solutions market.

2003 marks the 35th anniversary of Intraco.
While it celebrates another milestone in
Intraco's history, it also signifies a new
chapter for Intraco. With the IEH strategy
in place, Intraco can move forward with
renewed business focus and fervour to
achieve a sustainable turnaround.
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• 24 years of international management
experience in 12 different countries in Asia
including Japan, Indonesia, Malaysia, Vietnam,
Myanmar, China, Philippines and Australia

• Bachelor of Arts (Commerce), Waseda University
(Tokyo)

• Member of Food and Beverages Sub-Group,
Singapore Economic Review Committee
(2001-2002)

• Member of Singapore Institute of Directors

• Member of APEC Business Advisory Council
(ABAC)

• Member of Financing Crucible, Singapore Action
Committee for Entrepreneurship

• Member of Singapore-Liaoning Economic and
Trade Council

• Vice Chairman of Foreign Trade Committee,
China Council for the Promotion of International
Trade (CCPIT)

THE IEH APPROACH
Intraco Enterprise Hub (IEH) is a new business strategy that
brings forth business growth opportunities for Intraco's partners
and the Intraco Group of companies to reap mutual rewards
from strategic business collaboration on a global scale.

IEH BENEFITS (ABC)
• Aggregate resources for

“power” marketing.
• Best practice for reliable

deliverables.
• Cost effective for enhanced

returns.

THE IEH CUSTOM FIT
Each potential IEH proposal is
assessed and tailored to fulfil the
needs of both Intraco and the SME
partner which plans to springboard
into regional and global markets with
IEH.

Strategic partnerships can be
fostered in the following ways:

1. Trade Connect
Offers commercial arrangements
to assist SMEs in coping with
increased business volume
beyond their existing capacity.

2. Cluster Connect
Provides an economic grouping
for similar or complementary
businesses to facilitate the
attainment of a common
commercial objective
(procurement or new market
penetration). Through economies
of scale, the cluster will gain
stronger bargaining power and
market reach.

3. Technology Connect
Utilises Intraco's technology for
the purpose of technology
infusion to create a high value-
add commercial proposition for
Intraco's business partners.

4. Venture Connect
Extends complementary business
competencies to a collaborative
partnership to develop the
business venture successfully.


