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I ranstormation. Innovation. Entering new markets. | his eight-part series showcases Singapore companies
that have embraced change and gone global to capture sustainable growth.
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After establishing itselfasa
trusted name in Singapore.
industrial gas supplier Sing Swee
Bee realised the local market was
becoming a bit crowded.

Sarah Yap details how the
company decided to take the next
step ofgoing overseas and
moving up the value chain.

Throughout the 1980s, Sing Swee
Bee's business boomed.

The company. which supplied in-
dustrial gases and related products
to local and foreign firms, rode on
the rapid expansion of Singapore’s
economy and its oil and marine in-
dustry.

It counted among its clients no-
table names like Daikin, Shell, Pu-
ma Gas, Petronas, ConocoPhillips
and Bechrel.

However, as the industry devel-
oped, the space became crowded
with competitors, Price-cutting en-
sued and margins steadily declined.

Sing Swee Bee, which was first
set upin 1978 as a general importer
and exporter of goods, understood
that it had to find ways to expand.

This meant transforming its core
business to venture averseas and
move up thevalue chain.

The problem was that it did not
really have a track record, said man-
aging director Peh Lam Hoh. To es-
tablish one, the company had to fig-
ure out whar it could offer to differ-
ent segments of potential custom-
eT5, and acquire the necessary un-
derlving technology rodo so.

“As there were other providers

With rising competition, Sing Swee Bee had to lock owerseas, says managing director Mr Peh. With the help of IE Singapore,
the company won contracts in Vietnam and is now a leading gas solutions provider there. ST PEOTO DESMORD WEE

offering their products or services
torthe same set of overseas custom-
e1s, the customers would usually
award contracts based on price,”
Mr Peh said.

“Developing and customising a
value proposition were therefore
crucial as our philosophy is never
just saying ‘'me too” and getting lost
inthe crowd,”

How the company differentiated
itself was by not just offering addi-
tional services and products, bur al-
so helping its customers stand out
among their own competitors,

“This is the value creation, the
‘sofrware’ that makes our group dif-
ferent,” Mr Peh said.

Today, Sing Swee Ree specialises
in crvogenic equipment and ser-

vices such as ship purging, plant
commissioning. LNG testing and
turnkey projects. It has grown into
a thriving business with more than
450 employees, based mainly in
Singapore, Malavsia, Viernam and
Indonesia.

One of its most significant rrans-
formative steps was expanding in-
to Vietnam, which has a fast-grow-
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ing gas industry, The trick for the
company was proving itself worthy
in a new market, something that [E
Singapore was ahle toassist with,

“When venturing overseas, the
rwo key challenges, especially for
SMEs, are gaining recognition and
access to the right, strong local part-
ners,” Mr Peh said. “IE was, and =il
is, veTy supportive and effective in
helping us open doors to a number
oflocal partners and customers.”

To gain a foothold in Vietnam,
Sing Swee Bee wenl bevond iils
core business of gas distribution. [t
invested in a gas relilling plant,
which it used asa stepping stone (o
offer project services in northern
and central Vietnam,

In 2013, the company clinched
its Hrst refilling project in Viet-
nam, supporting the gas needs of
Mehi Son Refinery and its petro-
chemicals plant. It also entered a
long-term gas refilling project with
state-owned enterprise PetroViet-
nam Technical and Services Corpo-
ration. Both these contacts were in-
itially made through IE Singapore.

Over the past couple of vears, the
company has been able to win oth-
er projects arcund the Thanh Hoa
area, as well as make inroads into
various areas of the supply chain,
with Lilama, Ciech Group, PetroVi-
einam Gas as customers. 5ing Swee
Bee has now become one of the
most prominent industrial gas solu-
fion providers in Vietnam,

In order for the company to con-
rinue thriving, Mr Peh is constant-
Iv thinking about ways to differen-
riate ics offerings.

“Having the basic technology is
not enough to differentiate us
from others,” he said. “Hence, we
work closely with leading global
equipment and testing partners as
well as pacent owners for access to
better technology.”

“We also train our project and
rechnical reams,” he added. “We
seek to be one or two leaps ahead
of our nearest competitors,”

Eventually, the company may
gun for a listing on the Singapore
Stock Exchange, but that's a long-
er-termgoal.

# Find out more about other
companies that have transformed
their businesses averseas and how
|E can help: www iesingaporsgov.sg/
agboesilobal




