






CLAAS Interview CLAAS People 

The mission of the CLAAS Regional Center South East Asia is to bring advanced agricultural technology, 
machineries and best practices to Thailand and the countries of South East Asia. To fulfil this mission, 
Mr. Manop Thapana is a key person who is directly responsible for transferring and implementing the policy of 
CLAAS Global Sales Germany in the countries under his responsibility. In this interview Mr. Manop Thapana is 
detailing his point of view on business operation, policy, reasons for opening market in this region, future 
direction and the potential of large-scale farming in Thailand and this region. 

Mr. Manop Thapana 
Regional Manager Asia

Q: You are the Regional Manager for Asia of the 
CLAAS Regional Center South East Asia Ltd. 
Would you please tel l me briefly about your 
responsibility ? 

Q: How long has CLAAS been established in Thailand ?

Q: Why did CLAAS choose Thailand to be the location for the Regional Center South East Asia ? 

Q: And, what is the difference of management policy between Regional Center and CLAAS Group in Germany ? 

Q: So, it means that every time before any investment in new markets, CLAAS has to do research on farmers 
of that particular country ? 

Q: Considering market situation in Thailand, would you please tell me about the trend and direction of CLAAS 
for doing business in Thailand ? 

Q: So, when considering two types of machinery, how does CLAAS position itself in small and large-scale machinery 
business in Thailand ? 

Q: What are your plans about dealer network, service centres, and parts ? 

Q: So, now where are the main service centres mainly located ? 

Mr. Manop: At present, I am mainly in charge of taking 
care of the operation in Thailand, Indonesia, Malaysia, 
and Laos. In the past, I have managed other countries 
such as Cambodia and the Philippines. Sales is my 
main responsibility however, as Regional Manager 
I have also to take care of marketing and aftersales. 
I am the main contact person for importers in each 
country on any issue before communicating these 
issues to related departments in CLAAS.

Mr. Manop: The operation started in March 2012, 
so now, it’s about 5 years old. 

Mr. Manop: Five years ago, import statistics of agricultural products in South East Asia was so attractive 
especially agricultural machineries. Thailand was the top import country in Southeast Asia. Therefore, Thailand 
was considered as the most suitable place to become the centre for running modern agricultural machinery 
business and we saw opportunities for large-scale machinery. As a result, CLAAS chose Thailand to be its 
Regional Center for South East Asia. 

Mr. Manop: Actually, there is no difference in terms of policy. CLAAS has been putting great effort to scrutinize 
the real problems of the users from individual farmers to major customers because they use products in different 
ways. We are focusing on product development in the complete harvest chain, in this way we will be able to 
help farmers in every process from cultivation to harvesting and post-harvest management. This philosophy 
has been transferred from CLAAS Group in Germany to all CLAAS offices around the world and of course 
including Thailand as well.

Mr. Manop: Talking about our realistic expectation, we aim to be a leader in large-scale machinery business because 
we are well-known for that segment. In my point of view it is easier to transfer technology and knowhow from Europe 
to the South East Asian Region because most of large scale machinery users are big-scale farmers and big agricultural 
companies. They are experienced and used to large-scale machinery, and I am sure that they have spent their time trying 
products of almost any brand in the market. At the moment, I am so confident that we are now well-accepted in Thailand 
and neighbouring countries and will be more so in the near future. We are currently working on two mega projects in 
Thailand and Indonesia. We are looking into importing tractors with very high horsepower into Indonesia, which will 
potentially make us the first player who is going to enter this segmentation in this region. 

Mr. Manop: Currently, we intend to increase the number of dealers to reach our target number in order to manage and 
provide the best after-sales services. It is a clear strategy for our importers to increase the number of services centres 
in the area where we consider it to be the best location to serve our customers. In the core regions we are quite satisfied 
with the numbers of dealers and service centres that are ready to provide fast aftersales service covering a distance of 
100 kilometres. 

Mr. Manop: Mainly, in the North Eastern part. The service centre of this part is located in Khon Kaen province but we 
also have centres in other regions. In the central part, it is located in Chai Nat. In the eastern part, the centre is located 
in Sa Kaeo. Soon, the center in Pak Chong district, Nakhon Ratchasima province is going to start its operation. More 
centers will be opened in Petchaboon, Chiang Rai, Lampang, and Prachuap Khiri Khan. 

Mr. Manop: Exactly. We have two teams working on this; first is R&D team and the other is Product Management 
team who is working on the details of the products. 

Mr. Manop: In fact, we need to divide this topic into two parts; small range and large range machineries. 
For small range machineries, we have products, which are well-matched with other brands in Thailand, but 
most people may don’t know that. For large range machineries, it is the reputation we are proud of. Thanks 
to the efficiency and performance of our products. We are a global leader and the number one manufacturer 
of harvesting machineries in the global market. We offer large range tractors in all of Europe. This may allow 
people in general to think that we only specialise on large range tractors but in fact, we also offer small range 
tractors with high performance as well. In terms of market share, we are facing a big challenge as a newcomer, 
but we are confident with our products. 
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