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Commentary Paper
Emerging Market Strategy in Compact Vehicles: The Case of

Japanese Car Manufacturers

Peera Charoenporn

Faculty of Economics, Thammasat University, Thailand

Abstract

This paper reviews the article titled “Emerging Market Strategy in Compact Vehicles:
The Case of Japanese Car Manufacturers” by Prof. Dr. Hiromi Shioji. The reviewer agrees
with the findings of this article and found this article provides very useful insight information
about small-size low-cost vehicles (LCV) in emerging countries. The review further explains
the small LCV market (the base of the pyramid) in emerging countries by using an economics
concept. It illustrates various criteria in market segmentation besides using car size and price.
It demonstrates some limitations of Japanese car-makers to penetrate the LCV market in
emerging countries. It describes global trends in commercial vehicles including urbanization,

infrastructure, globalization, products, and services.
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Aamsliussnsluad (Renault) vosdiusa au
dlunssiminAiniadnend uddonairiu
Tdnameiiluiinidl Renault-Nissan (funsdinis
aumfmsiidszauanudiSeiiann uaze
fisonanensdinudinidszauanudiSeluama
walmifuusiningluavsnfmssuaudu
wu wEmnmald i o aunsodouns
AuTNAINTIY (M&A) fudissneumsiiosdu
I&ieno

Uszmsiianu fio wiindudiulnadua
finanuuastsilaseaseeadnslivmnsaulunain
Al (Reluctant to commit financial and
organizationally in emerging country) L3EM
dhluenalindaanuiuy aggressive analind
aueadudnIms deudilaimanmsama
udisziia 89 CK. Prahalad 83118731 AW
Foamsmmnninauriesdu daalilsnuiesdu
AmziANudesnmsvesauiasduldedals Aa
wuuaudiusuAauuuaudufs Aauuuauiuy
Aalimiousy dgalidnliiihlamn vie
aalilivnmidlunisdaduladmaeiuauas
aladumivou

R ]
A A

Uszmsna fe UIUNYYudiduimand
lumssaassmasnuluszavlan (A failure to
properly allocate talent) u?ﬁ'm’ﬁﬂuﬂ’ﬂaj"lé’ajmﬁu
Feamsadaauludinifly global staffs 1399
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Tuasfivismnmalddeaulansgonsm d
audswihaunalanias ininmalddosaz so
omnaghlAnmuanidsudlszma vasdidn
dluinfesninfesas 10 ndiieanuanilizma
fifeyannuAn (mindset) voaynanzdilu
Thindwiseliesineonuenilszme suilaziiiu
Yaymluszozaaly

wananil Hrdasnsuddumuiiteon
lFusmsTamamiounuussnasmsiudunu
M (low-cost airline) f1%doulymsliiznisi
HugasdiBavoagsna Meaadunulidhas viei
vzuvsvunazaianamlsld wu ludsermauu
ip3ee Fosdudumassezay Hudu wuderd
magihanasasudduumirsitgasdiSa
voawansasuddewheslsthe viail msfnm
v94 A.T. Kearney analysis (2008) ldleus 5
falumsndndaydmsuanasouddunu,/m
fury (@it 3) 1dud

(1) MINYUIALIHAMIANTUNULALMNT
3Lﬂi1$ﬁﬁunu (Benchmarking and cost analy-
sis): Wisuiisuduinannoduiieggaamna
nansaoudduUNUAIIazI ATz NAA A BIaTT

10

Lﬁmﬂ]’muaﬂq6»1mwﬂimLﬁaﬁumuﬁ’mﬂimum
Aalviaiq vagu waasal malvisms mssy
sz fdtinsdeneannuiifluifaduddy

(2) nagnslunmsdiuaswauinaia
(Entrance and development strategies): anaula
nagningaaia n1deeen MINAINHAAN AT
AINAUM FOINNUYUAZIATIVUNY

(3) miﬁu’qLﬂmmaﬁ’mﬁunuuazﬁm
uazmsaaduly (Cost and pricing targets and
trade-off decision): WANNUUINIIMIAAAUU
Tmilumskda nsnszanedud wazmssade
Fud ahalletnenmiineusiymnsanaves
ils drmiadi Fudnanad

(4) MsUszanuauuasMIMaOuINAY
PuunuNNU (Cross-functional alignment and
collaboration): %’@ﬁy’qﬁuﬁnmmﬂwmmmun
melueadnsuazilszenunudugnaatudiu uas
fiadeduduiloandunu

(5) msdnileauasineinaa (Preserva-
tion and protection): loINUAMILKLUINITAAIA
wiotloatuinansnsudiazfnaasudiusoud

T
£% o

dunuanglninzinunlunaie
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Compare manufacturers within the
low- cost car industry and analyze
relevant products outside the industry,

to discover innovative ideas in Benchmarking
products, services and warranties. and cost
Knowledge transfer is key. analysis
Defend market position

against emerging low-cost
manufacturers and suppliers that = Preservation
are targeting established markets. and protection

Determine strategies for
market entry, export, product
development, branding, sales
channels and distribution.

Develop new cost-cutting
approaches for manufacturing,
distribution and procuring
components; create pricing
policies to address margin
erosion, dealer margins

and inventory.

Form internal cross-functional teams
and join with suppliers and distributors

to reduce costs.

,ni 3 5 BalumandndiaydimibamaTosuddunuAIieY

(5 key operating dimensions for the ultra-low-cost car market)

Source: A.T. Kearney analysis (2008)

4 4 a 4 a lﬂ' |
Fafwansnsuddymnaqrululszma

maawaevazdlinieulumsandiunagns
s Nalumswdndagydmsuaamasosuddunu
afiemimail onlseidunile fo Goamsdaney
Auais nanfe Aransooudinmaldornlildinani
Awdnsnsuddilu uwdiisnnuisntesnin il
NMINaANANNNYTEHIARRUUIA  (economies
of scale) fiFanunT dnnaasmadadlagnaa
IMUE1A2A19517  (aggressive) MINNTIHWAR
gijuilumsdadiladeamsanuiiudueniind
(consensus) FieaRnsvesmvialdazandulam
104 flosnndndnaifurisnaseuns uasldsy
msaivayulassguamvaldediadui o1
151 Samsung Corporation niilugsnanseunsH
FAnsaissennaueuus NS gnanTasuddilu

U

wHanInsudduUaIAY (ULCV) vsdoell

11

gaId59U0sA0I09NUBE1393993  (aggressive
investment) na1IfA® ABANK HaATUEIY (supplier)
Aidunda @Il i1 (dealer) e doelAins
floafuguia Fadoamamsasnuuinaluajiuy
dvafltiae sshuuuaiag naneq Tl
fnsalifudieny d. a3.3lsd Flod

T
~ v

e gnansooudgiulisuiuiiazdosune
Fuilwlduiniga lusuilufiazdosline
segment mﬁmﬁq’ﬂ N9y segment A
wio B mnedeiiinandeams fe wadwina
5309 (bottom line) 1vzdimlsunifosvinag

Ty dalisuiudosnsvedduaaiadlvajig
unorvzilumaiamwie  (niche market) iu
MINeI0sUATEAUAazga T A WA 1
ArandiluianuiniogudiGosdensnaaii
ANvBanguge (flexibility) amisamaaia
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MWIZNGUULY mass customization 16 9619151
Taledh fifsavansTunauagasnndunumanae
Igmnsdmaliladmswdaiaunn uenani ms
¥ market segmentation fiMa1e3F MNaNTULI

(%

Yamalulad landladvesduilnn Tusuiludoa

@
G;]d'ﬂﬂ”l (Aunu) %3o YAl
winfinsolazifiudieny o #3510
Flod fieved Ardndiluaniunaiauuuaz
aangluna1aTy INT1ZIEUHUIINI U ITY
(positioning) Angwaninsudnmald odials
Ao ¢, a3.8l51 ¥led sndredrualazmaiu
windu uddinsannsdingransosudinmald
lUduaanasa segment B lTumanaenisnumile
visvadunstilszmalng vivngula (Hyundai)
MIuAaAanioi? wusosudgulaguln
Wndemasauge soduosgulanaiunani
Talsduazaneddae suilaomslinagnimams
amafiuandnfuududaana lulssmeiusooud
gulaornzniunaadn udnellamadu 1w
Tuonsnumilearnzniudumismanisaanai

ganin

1
~

uonanil aeulldwangiudliud

o]

< v

wavsiniilszauanudrSeesradiaduinaula
nn wEniiaduetnennanesdeiouusud
wzsadladull high-end fae Av u Fair lady
uazgu Juke drhInsuddunuiidisasily
AUNUANIIN5UITY  (positioning) hiFAIU
aouiisYnTIadus sl iensuaais
(fighting brand) ‘ﬁum #0370 Datsun-Go vl

15Hnlaled1Aad1auusud Inufie NS U uale

12

uaddldgolalodod TuvaziviinisTuadiais
uusuAMIBE1 Logan by Renault datiudnisiy
vsanlaledudrimnliaauusudlmidimiu
saguddunuiiaufonnfulfamld mazlu
ﬂiﬁ;ﬁuwamnﬂuﬁwmﬂéuﬂiamquﬁguwi seg-
ment B 4 segment E agalifiauuisnlalod
p19003lFunsud Daihatsu Tqeaaiaiiunu

irmanaasagualunaialan:
ﬂﬂauﬁamﬂﬂqmﬂ1ﬁﬂﬁﬁﬂﬁﬂﬂuﬁ
luilszmamasnann

nsaliviudieny . a3.8li Fled
fifaaasasudlandilifagaduda fidAsy
Tnnafuamasosuddunuen (low-cost car)
niivane segment 15U luaaalszimanmuud)
(advanced countries) UAAIATH mini-car
(3ingni3end1l A-Class) Fa019551muMan
low cost inglulszmamdiann (widinmgn
nsnsudunalvgnluamalszmeanannud)
meivnandnnit) uazﬁﬂmauﬁaﬁmﬂ@in
nnInsuddunUm LT Yarsosuddunuen
lupaaiialva (emerging countries) § na1m
505/14@7’97’"141{]1;@"'7 (regular low-cost) ﬁﬁmimmﬂ
fga TasdumuiisiAnanmsansnnuginsafi
Tisuflu samamslisudiuiinaaluiosdiu uas
AmATEUFAUR UG Y (ultra-low-cost)
Maailuiaulavosdwinsooudgs Taodunui
ANUANIINATANYLIAYEITD 1%§udauﬁu§muaz
aasuglnsaffilisuily wasmisléFudiu
Ainaalusioadu (@mwﬁ 4)
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Low-cost car (LCC)

Advanced markets

Mini-car

Ultra-low-cost car

Current vehicle Current vehicle Current vehicle
» Price: $7,801 to $12,000 « Price: $5,001 to $7.800 » Price: $2,500 to $5,000
» Market size: 2.5 to 3.7 million * Market size: 2.4 to 4.5 million * Market size: 2.3 to 3 million
« Also known as A-class vehicles * Uses and parts of « Produced in high volumes
« Achieves cost levels via mini-cars sold in advanced with basic trim
smaller size markets « Achieves cost levels via
= Achieves cost levels via reduced size and content
reduced content and by and by purchasing from
purchasing from local sources
Popular in Europe and
Japan, with growing popularity II ' mmm

in North America

Mun 4 Tanaduemasasuddunua (low-cost car) Tuaaiaaiag

Sources: A.T. Kearney analysis (2008)

Tuudazaamaaziinagnsmauaaiumans
amafinansedill vidndiluenlisuiiudes
rhATINAAIAD N ENUNAMATIINZANAL
nagNTYEILEEN U fnAndiluo19en segment
fiflupanaszmaiannudlasnihamaiimg
vigsnunand iidinainsadunueifiiay
(ULCV) mnzNafHIAmMunumMnaIaines
Maemwanyaivesnndud (brand image) Vo4
A5 1wU NENaAMIoANge (high-end)
uazhsnnun w1 (low-end) #o udegnold
aduf (brand) Pedny sz liliiany
ADANGDINNNAYNT (strategy fit) WI0BNIY
wile Audaoiaasiinnuduananisnanain
WBanunswaaiiiuiy enazldusiesdifoym
funagnsmaganale

fanselifiudieny . 3.3l Fled
N Awdasoouddiludinaaansoduiiunagns
mamsaaia luaaiadszmanaawauise i
I§8nszosnii iipanngriuduuazsrudiula
V99 MIIFINTUAM IO OUA IUszimARalniman
it fadeddadnaniannsnunumasil egslsian
wnhiumswannuesnmnsosud liiudeaiu
@unseei A as.8l50 3led thiaueiauell
Tuanwdussaudrlundazaaraiinisidvla
limieuny wazmaavlavealanlbilymaavla
voausEn nanfe winlan@ulaualilyinusem
aangla U3dnenasladmniamalanilddinm
@onnagniia Fafinnliuduq mhaulaluwddi
UEINVUUIAAMINANULUFUATY 1BU LUIAA
mMawaiiedly  (urbanization) aisnauyn
wilBunszneanueiydulalldaiides
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daq agsuilylsifanszuansedn ofuneh
hidosnszne egluidiosnduiiunas mnzegh
deaszndamldiionnede Tnssadiaiugiu
lidesatadindn dwnsolduudiniay (mass
transportation) 16 15unumsl¥sotiesas 1Aa
aujulmifiGonin generation walk filildldsn
uaiusnssumy dafhunnlinlml Snidesdio
oaziimaluladlmiilifa segment Tnyiiinh
aulanisosuddunuiiiey esresnsudldliih

o

(electrical vehicle) éfﬁlﬂuulﬂ"lﬁqﬁ IERERRTTH
@odralsininiuesne thiuumediudesq uas
VaiuiwesAiy msAafumInsfmininenms
Udesuanivagidulivuaas Tuewnasoldlvin
pnvazanld uazenezinGainnimaald udrens

szagulanld

finsaliyedn luewinadiolnssaii
N o o
nuguMUoUUATUIEIAaAT0BUAIANIY segment
' a £ ' o '
A nazaulavu agalsfony Sluudazlszma
= > wdé’ ~ = 1
Foswannouuldayy Jusmsvudiansisas
g1z limsuiadiuaanalasull wu an
wuaseunNIFIanulrgmnzauulid euna
o < ~ é’
soguduuIaanly segment A ziNINVU
mazaude lisndudeamiladsaninauy  uda
HAITFOAIIAIVNINB I NIANINFUIAYIND
Unngmaalsosud segment A Tuduidenaude
Wuauniguzd uageilusonundes (second
car) wiodszmanwauudy edruruglalesl
v = ' & As &
50AUAN0819 Smart car iy segment Nlavu
ua hildladuaanagiuiisziandlu small car

]
asa A

' . =
Nnmgn walluaaammiz (niche) FaihAsaan
uanaalannundaniaueluunanuil (a

LY

A
AITNN 2)

=
MINN 2

wniuaaaIasUd N NI AYTIzaUlan

mnanuiiess o .
P TamHIai
asrsallnanugiv

a o < a
HWaANUN/IUNIHUS UINI

1 madulavest5ina
MIMauAILa
NINOINIFITUIA

A msasnululaseaine
auu Tuamaialngi
maaivla

3 msihaluvesunmuns
(il 2015 asfidszano
60 1es Nilszrng
fiegordouinnit s
FMuau) madaulaved
HBuumsvuddlagais

d anwdduesnaad
wuladudmsuguan
sooudlunaialssime
Wannud iy

J madulavesmsniu
FwhIMIUazMITINLD
NNINVIEMINENANTO
Tudszmanauiudiny
amafimsudula

[ msvenedrvedlasaaina
¥algn15HaNIINTTBa
fugszaulan
NIYAUNUIVBINTT
ﬁ‘:ﬁmm?h (relocation

of value creation)

O wianswluGos
- maldagmsiinndeu
uasvioloidy
- HUIAAGIUNINUE
vl
- Uszansmwlumsuan
- manilesdandou
smisanmstaey co,
dnisjaniuiiglasas
wazaulaoansusg
PIUNIHUE  WIAANIT
Wau1 wannmel &
malulaglvai

Q nmadntuanudinsy
VoIMsusMs (Uszana
25% YINgldguansn
nansEaunlslnd)
luaanatialyai

O msiviuvesdeton
Foavoeduilnalunis
Wuma (Mssudsenu
mInaeuihy (mobility
guarantee) MILF1I0
4a9)

[ msusmssiumsitusas
msdenRuIY
AMIVLIYVOLIUAVDINT
Tu5ms (services

portfolio expansion)

‘ﬁlsm: Roland Berger Strategy Consultants (2012)
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6. unayl
AAssalifiudenudedunuuasde
rerupuuzvel A, 933151 Flod filsuunanu uas
wuhwmanuiiihiunanuilideyadednifety
aanavessavudunadnlulszmamaanaun e
Huodnd wazeanudlafidvn luuninsel
ﬁ%léﬁﬁnLﬁmtmﬁﬂmmﬁiyﬁmam% lumsoBune
ANINAAIATIUNTZTAVDITOIUAVUIALAN
Tulsemamdanann wazlduaainnufiuiy
duRsfuunaalumsuisduaaiasosudly
g wenmiionnmislduinasosuduas
sgaunm Muauaadliifiudedosidavesrinaa
snouddymadgiulunsgnaaiasosuddunu

]
o A

mrrlunaialssmamainaun uninnselea
Iduanaliifiute firmananasasudluaaialan
fimduavlalunainnarsyuues naduifady
gruanuihuder Taseafiugin Tamatail
NARNDIAT waznISILSIS
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