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LEADER @ DNA

After making ice buckets in his youth in Chonburi on Thailand’s eastern
seaboard and then as a goldsmith in Bangkok, Thongma went back to night
school to finish his high school education. He did well and earned his place
at Chulalongkorn University, studying civil engineering. After that, he held
various engineering positions on infrastructure projects before he became a civil
works subcontractor. In 1993, he founded Pruksa and built it into one of Thailand’s
largest property developers. Pruksa also revolutionized building techniques,
earning renown for its affordable prefabricated townhouses.

What Thongma Vijitpongpun shared:

Policy of care
His foundation of care was built on simple, yet sound principles — paying employees on time and having a
good staff welfare system — and for customers — ensuring products are of high quality.

Think big
In the beginning, Thongma had about 1 million baht in the bank but was able to manage a project worth 250
million baht. Connections are crucial if you want to do business outside your home country.

Reduce working capital needs to protect scarce cash
He cut the production period to shorten the cash conversion cycle.

Practice honesty and responsibility with your customers
Think about what price your customers can afford and manage your costs to meet that price without
undercutting what you can pay your employees.

Bring value to all stakeholders and make a strong profit
Use innovative thinking to bring the combination of lower costs and higher quality. You owe it to all parties
involved, especially customers and employees.
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Thongma Vijitpongpun
Title: CEO
Pruksa Holding Public Company Limited

Education:

Ph.D. (civil engineering), King Mongkut’s University of Technology, Thonburi

Ph.D. (honors, engineering science, civil engineering), Sripatum University, Bangkok
Ph.D. (civil engineering), Rajamangala University of Technology, Bangkok

B.Sc. (civil engineering), Chulalongkorn University, Bangkok

About the company:

Founded in 1993, Pruksa Real Estate Public Company Limited was restructured to relist on the
SET as Pruksa Holding Public Company Limited (PSH TB) in March 2016. The company operates
as a real estate developer in Thailand, focusing on the low- to the mid-tier and high-end
residential market. Projects include townhouses, single-detached houses, and condominiums.
The company has seven precast concrete structure factories in Pathum Thani.
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Passed entrance exam to top Thai
university’s engineering course

| passed the entrance exam and earned a place
as an engineering student at Chulalongkorn
University. | received three scholarships so, on
top of the money saved from my years as a
goldsmith, | had enough money to stop working
and focus on studying, which continued for
another four years.

Young engineering graduate embarks on a
career in construction

At the age of 20, a few years older than my
other classmates, | enrolled at Chulalongkorn
University to study engineering. After four years,
| graduated and went to work for a company
that made prefabricated floor sheeting. |
worked there for about a year before moving
to another company called PCM (a construction
materials operation that makes precast floors
and concrete foundation posts) and then
moved to a subcontracting company that was
building a runway at Don Mueang airport. | was
there for a year.

Big civil projects include bridges

After that, | worked about 20 kilometers west
of Bangkok at Bang Bua Thong Road on the
way to Suphan Buri province to make a bridge
for another year. Then | moved to work at
Wichitphan Construction Company, where |
was responsible for estimating prices to bid
or jobs, swhich included the construction of

roads, bridges, and major drainage works. | had
been there for about a year and a half when |
resigned and founded my own company as
a subcontractor; | worked with a Taiwanese
subcontractor and mentor who had close ties
with a contractor called Best Engineering. The
latter company had won the bids to build four
bridges and a road between Phanom Sarakham
and Ban Sarng Districts, and | worked with them
for a year.

A mentor passes on key leadership behaviors

| learned some valuable people-management
principles at that company, especially from
my Taiwanese mentor. | had not yet scored my
contracts and so had yet to be a contractor.
My mentor taught me two vital lessons about
leadership. To be a successful entrepreneur, he
said, we need to manage two important factors:
First, if an employee starts working between
day one and 15 of a month, they must be paid
by day 20. If an employee starts working during
day 16 and 30, they must be paid by day five
of the following month. Paying on time comes
first. Second, he talked about the principle of
taking care of people. If an employee is sick,
we have to take responsibility and take them
to a doctor. | learned that leadership is a simple
commitment to our employees; we earn money
to pay to our staff on time and we take care of
subordinates when they are sick.
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- | learned that leadership is a simple commitment to our
employees; we earn money to pdy to our staff on time

and ke care of subordinates

they are sick.
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DIDN'T OTHER COMPANIES DO THAT AT THE TIME?

My mentor knew that | would be coming
aboard as a subcontractor and that | had never
worked in that role before, so the chance of
my success was small. He, therefore, gave me
these concepts about leadership. Overall, he
underlined the general principle to take care
of everyone and that such concepts would
easily become recognized by others as a
valued practice.

They could also be applied in other aspects of
company operations and workers’ lives, such
as housing, safety, work, administration, and
security management. Everything started
with this and formed our company’s DNA.
If | had started as a contractor, it would
have been difficult to succeed. When the
Taiwanese subcontractor received a job from
his customer, Best Engineering, he would
forward it to me to carry out the third stage.
He sent one of his people to help me, and the
rest was up to me to manage.

THESE TWO LEADERSHIP ACTIONS DIDN'T COME
FROM A BOOK; DO YOU THINK THEY TEACH THIS IN
ANY MIBA couRses?

I don’t know. | never obtained an MBA. But it is
the same principle. It is leadership. First, | have
to pay their salary on time. Second, | must take
care of the sick. It applies to every issue. They
are simply two aspects that apply to all.

- THESE TWO PRINCIPLES ARE SO VALUABLE

Y ARE VERY | PORTANT FOR
. B 1
‘s i

abandoning my principles in the middle of a
journey. Such core principles give us patience
as we practice compromise and being
flexible. If | argue with any companies | am
subcontracting for; it is not just me who will
suffer financially when the money isn't paid.
My staff will also suffer. If safety measures
are insufficient, people will get hurt. | am
concerned about everything in my businesses,
but the underlying concepts came from these
two things, which | have been implementing
since 1985. We remain fully responsible for
these matters, and they have been part of
our DNA for at least 34 years. When we do
anything, these concepts are applied.

End of contracting work

In 1985, | established Siam Engineering
Partnership and carried out many projects in
the eight years of its operations. We did the
Phanom Sarakham bridge, the entry bridge
project at Don Mueang airport, a kitchen for
Thai Airways, a Siam City Cement factory, the
TPI cement plant in Saraburi and The Old Siam
Plaza department store at Phahurat, which is
the last project under the Siam Engineering
name in 1992.

Pruksa begins in 1993 with the first house
built

The Old Siam Plaza was the final piece of
contract construction work | participated
in, before establishing Pruksa Real Estate
Company in 1993. In 1992 we built a small
house and townhouse on Sukhumvit Road,
Bangkok. Then | built a single house at
Ratchada Soi Arpapirom, also in Bangkok.
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Early busmess DNA gleaned from father’s practices

~ During my childhood, | did acquire some business DNA from my dad. Between the ages of 8 to
~ 12, he would make fish maw to sell, a Chinese style soup made using dried fish swim bladders (an
__internal gas-filled organ that helps bony fish to control their buoyancy and stay at their current
3”'water depth without wastmg energy in-swimming), and one of his brothers was also selling the
. same item.

My dad would sell for 50 satang-(half a-baht)-per cup, but my-uncle seld the same size for 1 baht per
cup. So, | asked my father why he did not also sell it for 1 baht. He said that most of his customers
had little money. Then | asked him-why the fish maw had to be-bought from the Yaowarat area?
: Why not pork skin instead (which some people used as a substitute for fish maw to lower cost)? He
~said that fish maw was better than pork sk|n and flsh maw.from Yaowarat was of higher quality, and

~ that made the soup delicious. —— —_—— === : J
o Then | asked my dad why we didn’t use fastgrowing chicken (to replace the local chicken he was

(slow to raise) was more expensive because it wavs of better quality and taste: Since my father.cared
~ about the customers in terms of value for-money and quality, he decided to use local chicken and
: fish maw from Yaowarat to make the soup-and sold.it-at an affordable price. Therefore, the cost of

~ making fish maw for himwas higher than that of other shops (which meantiessprofitfor h|m) but
ey e focused on satlsfymgthegusfb’mer e

h‘,
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another link in his DNA

ame another link in my business DNA. Quality matters! When doing anything,
take safety and quality into account. When | founded Pruksa, we went to
te the purchase of a 100 rai (40 acres, 162 hectares) piece of land and the price
s 100 million baht (US$3.25 million at the time of writing — exchange rate

\:‘ Bt30.72/US$). At the time, | had less than 10 million baht. So, | decided to divide the

total plot into ten parts, one part being ten rai (4 acres, 1.6 hectares) for 10 million
baht. The first project was at Rangsit Klong 8.

- . Revolutionizes townhouse design

Prior to this time, people used to build townhouses 4 meters wide. So,
told the architect to design townhouses 6 meters wide, which was more
attractive for the customers since they have more space. Moreover, the
- roof would use double corrugated tiles, which | changed so that the
entire rooves would employ CPAC Monier type tiles (Extruded concrete
roof tile) because these tiles were more beautiful and durable.

In the past, walls were built using pillars and brick, but | changed this
pattern for our projects to the tunnel-form construction method
(tunnel form is a concrete formwork system that allows the contractor
to cast walls and slabs in one operation in a daily cycle. It combines

the speed, quality, and accuracy of factory/off—s*e production with

the flexibility and economy of on-site construction. The result is a
cellular reinforced structure that requires minimal finishing or direct
decoration). v

My employees estimated that the house
aht, but | thought we could se “‘ ;
ofitable. Thus, we decided to sell a
. ockup townhouse was yet to b
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MosT OF THE TIME, WHEN PEOPLE START A
BUSINESS, THEY JUST COPY WHAT OTHER PEOPLE
DO, AND AVOID DOING ANYTHING DIFFERENT
BECAUSE IT’s RISKY. WHAT MADE YOU CONDUCT
YOUR BUSINESS DIFFERENTLY?

When | started the first Pruksa project, | had
observed other companies and studied the
market and prices. In the past, single-detached
houses were built for 5 million baht each, while
two-story townhouses at Sukhumvit
Soi 110 were sold for 1.2 to 1.3
million each. Moreover, other
companies’ houses were 4

meters wide and 16 square

What we

the second had about 1,600 townhouses. This
second was profitable and sold for 350,000 to
360,000 baht per unit. The second project was
near Rangsit Khong 8 and for slightly increased
prices. We also had more employees in both
sales and marketing. One year later, the third
projectwas launched at Bang Bua Thong, Pruksa
3. This project comprised 7,000 townhouses on
700 rai (277 acres, 112 hectares) and sold out

after about two years. It was 1997, and the

Asian financial crisis had hit.

History of continued
improvement in production

Back in 1993, the first project

wah (64 square meters). was 1,000 townhouses, the
They were not as pretty as Oﬁered wdas d total cost of which was about
| wanted our products to 400 million baht. We had
be. We knew that we could gOOd VCI/ue fOf only 10 million baht available,
create good quality houses so we had to manage the
since we had experience with customers. money effectively. At the time,

construction, but in these early
days we just miscalculated the
price a bit (laughs).

WHEN YOU BUILT THE NEW-STYLE, 6-METER-
WIDE HOMES, DID THE COMPETITORS FOLLOW YOU,
OR DID THEY KEEP MAKING THE OLD STYLE AT 4
METERS?

They continued using their old methods. What
we offered was a good value for customers.

FROM THE TIME YOUR COMPANY WAS LISTED

ON THE STOCK EXCHANGE OF THAILAND UNTIL
TODAY, YOUR GROWTH IN THE REVENUE WAS ABOUT
20% EACH YEAR, NEARLY DOUBLE THE INDUSTRY
AVERAGE. HOW DID YOU ACHIEVE SUCH A RARE
FEAT?

It is because each year our way of thinking
changes. In 1993, when | had finished the first
project, it was sold out but without profit.
The first project had 1,000 townhouses and
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| thought construction would

take six months just to build the

masonry alone, even if that was

carried out in the shortest estimable time

possible. In general, it would take six months to

a year to complete projects, but the old method
would be impossible to construct quality.

So, | looked for a better alternative in terms
of time and money and then contacted Thai
tunnel form suppliers; one of the suppliers
ordered the tunnel form from France for us.
With the tunnel form construction method, a
designed steel structure with two sides is used
as formwork to connect two L-shaped sides to
form a tunnel over which we pour concrete to
form the tunnel, which takes about one day
and then it is unpacked. Using this process, we
cut the build time in half, which meant three
months until the house was handed over to the
customer.
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How DID YOU FIND THE COMPANY THAT CREATED
THIS PRODUCT?

| talked to the supplier about our time constraint
for building the houses and explained what we
would like to do to complete the third project
of Pruksa on time. He took us to see if what
he had was similar to what we needed for the
project, which turned out to be the tunnel
form system. Tunnel form is normally used in
the construction of condos or hotels. After that,
he sent a version of our form to the French
headquarters to design a framework for our
construction requirements, and that company
sent an instructor to us for a month to teach us
how to assemble them.

During the subsequent three months, our cash
flow was improving. We had 10 million baht,
and we could sell 1,000 townhouses. In the
past, customers paid us a 30% down-payment
so we would take in around 100,000 baht. We
completed 1,000 townhouses so we could pay
the owner of the land as we had negotiated
and all expenses, so we had found a way to
manage our financial status. Before we made
these changes, the construction cycle was too
long, requiring a lot of money. So, we had to
shorten that time, but at the same time, we
had a problem with the bank. They refused
to provide us with a loan because we did not
have any credit. Therefore, we had to find other
sources of funds to manage the projects by
ourselves.

WHICH BANK GAVE YOU THE FIRST LOAN?

After the first and second projects, we hadn’t
yet recovered. But as the third project was
bigger, we started to obtain loans from now-
defunct, SITCA Investment and Securities PCL
with additional help from Krungsri Securities
(Bank of Ayudhya’s securities company). At
the time, they were not purely banks, so they
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were willing to take on more risk. When they
saw us doing the third project successfully,
lenders finally would dare to risk lending to us.
Innovation became a part of our business early
on and therefore, our business DNA. And we
solved shortening construction times to save
money.
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AT THAT TIME, | SUPPOSE THE BIGGEST PROBLEM 151 1 LHa
FOR PROPERTY DEVELOPERS WAS FINDING CASH
SINCE THE 1997 ASIAN FINANCIAL CRISIS WAS

UNDERWAY.

In 1997, the crisis was already starting, and the
firms that we borrowed money from had also
closed, transferring their loans to the Ministry e
of Finance, which tried to help all companies
and individuals. The problem was that we just ~ ~
started the Bang Bua Thong project covering
700 rai to build 7,000 townhouses. At that time,
less than 1,000 townhouses were delivered to
the customers, and for some customers who
already booked and paid the deposit of 30,000
to 60,000 baht, we did not have the funds to
refund their monies. We had to figure out a
solution.
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Pruksa still able to build and deliver homes
despite the difficult climate

Some customers no longer wanted to proceed
with the purchase of their homes, but some
did. However, we were able to build houses
and deliver them to customers who still wanted
their houses as we planned to complete the
project by phases (one phase equaled 50-100
townhouses) and then transfer the houses to
the customers.

Loans given by collapsed financial institutions
were transferred to the Ministry of Finance.
We went to negotiate with the Ministry to get
the title deeds back, preparing for transferring
to the customers, and once the transfer was
completed, we returned the money to the
Ministry of Finance. ;
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Honest ‘Buddhist’ dealings won in the end

My father, my Taiwanese mentor, and Buddhist
precepts taught me not to cheat anyone and
to take responsibility. Those words and the
precepts were valuable and shaped me to
be loyal to customers. Therefore, | decided to
continue the ongoing project and transfer the
houses to the customers. We were left with
some money in 2001, and the property market
gradually recovered and has since returned to
boom times.

WHAT MOTIVATED AND INSPIRED YOU TO
PERSEVERE IN SUCH A DIFFICULT TIME?

We are contractors, so we are responsible for
completing projects. For example, the entry
bridge at Don Mueang airport had to be done
well because it was a prominent site for the
country (like our front door). Therefore, when
carrying out our works, we try to make them
as beautiful as possible. | was a man with little
money, but | just tried to find a way to work
around difficulties.

Motivation to win lies in underlying
principles of quality

Not only the remarkable projects in which
we were concerned about the quality and
the esthetic but also for housing projects. We
have never overlooked those factors because
people are looking to buy high quality,
beautiful homes, for which we should respond

2T

to their needs. Moreover, | also think about
my employees in striving to have continuous
projects from which they can earn money,
which means we should retain the focus on
quality for each project. Thus, those factors
provide motivation.

Other driving forces: thinking about the
needs of customers and staff

| think about customers and employees
when | am conducting business and making
products for sale. On the customer side, they
want beautiful, high-quality homes that are
inexpensive, so | respond to those needs.
On the employee side, they want jobs to be
satisfying, for which they are reasonably paid,
so they can raise their families. Management's
job is to balance the needs of customers for
affordable housing with the needs of staff,
which means we need to be paid enough for
our products so that we can pay sufficient
salaries to our employees.” '

Managements /ob is to balance the needs of customers °
for aﬁ‘ordab/e housmg with the needs of staff
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You DID NOT HAVE A REPUTATION AT THE TIME,
BECAUSE YOU WERE STILL SMALL AND UNKNOWN, IS
THAT CORRECT?

Responsibility was an early tool in Pruksa’s
box

Well, in the early stages, we were trying to
build our reputation, and we did that by taking
responsibility. If you take responsibility and do
a good job, people want to buy products from
you, and that is the starting point of a good
reputation.

Here is another story from the beginning of my
career. In 1989, | built The Old Siam Plaza. The
owners of The Old Siam Plaza planned to hire me
forthis project, but they didn't know that I lacked
funds (I had only about 1 million baht in hand),
and the contract needed about 250 million baht
to be completed. After that, my friend called me
and told me that his brother was looking for a
job. | thought if | could get The Old Siam Plaza
project, | could hire his brother and we would
both be happy. Therefore, | started my plan by
getting the first set of blueprints for this project
requiring me to pay 6,000 baht, and after that,
| decided to contact The Old Siam Plaza back
asking for the second set. At first, their staff said
that they wouldn't give it to me. | explained that
the second set was needed so the team could
help each other to think about the project, and
then could make a bid.

Two days later, their staff called me back and
told me | could take the second set for free
because another bigger firm that was chosen
to manage the project could not communicate
effectively, so they talked to me instead. | agreed
to everything, so they asked the chief executive
to approve my management of the project.
After this project was completed as planned,

26

| had a sum of money to establish Pruksa Real
Estate (laughs).

WHAT IS THE PROUDEST MOMENT IN YOUR CAREER?

Probably the proudest moment in my working
life was the completion of The Old Siam Plaza.
When we finished building it, it was beautiful
and stood proud.

Another moment was when the entry bridge
at Don Mueang was completed and welcomed
people as a kind of civil works representative
of our country. The other proud moment was
finishing those early townhouses at the price
of 330,000 baht each. When we delivered them
to customers, they were happy, and
we were so proud. It proved that we
could do well in the market and this
business.

Lastly, | felt very proud that during
the 1997 crisis, we were able to
solve very challenging problems,
deliver houses, and take care of
our employees.

WHAT IS THE KEY TO YOUR

success? BUYING THE RIGHT
LAND, INNOVATIONS IN YOUR
CONSTRUCTION METHODS, OR IT IS i
ABOUT PEOPLE?

The key is probably a mix
of several items. It is about
marketing and about what
customers can afford. We compare
the cost of creating the housing with
the prices that customers can afford
and find a solution for how to match
the clients’ budget with our costs to
garner sufficient profit margin for the
sustainability of our business.
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BUSINESS §'DNA

IT IS NOT EASY TO UNDERSTAND HOW YOU

DID SO WELL OVER THE YEARS WHEN THERE
WERE SO MANY STRONG COMPETING PROPERTY
DEVELOPERS, SUCH AS LAND AND HoUSES

AND L.P.N. DeveLoPMENT. CAN YOU TELL US
SOMETHING ABOUT THE CORE OF YOUR BUSINESS
THAT LEADS TO YOUR CONTINUING SUCCESS?
WHAT DID YOU DO THAT THEY DIDN’T?

| think we take the trouble to consider the
customer’s needs and to think about what
price customers can afford for a house; that is
our starting point. Then we try to work on that
challenge. We start with the price and then get
the cost low, and after that, we proceed with
the sales. Most of the customers can afford our
houses because they can buy a townhouse at
350,000 to 370,000 baht, or even up to 400,000
baht or 600,000 baht for 2-story houses in
2007. We have carefully analyzed construction
techniques to keep our costs low. Then the
land must be at a suitable price level to enable
us to start building on it.

After 2001, | got back into real estate again
after concentrating on infrastructure type
projects and worked to complete Rangsit
Klong Sam projects which are about 2,500 rai
(988 acres, 400 hectares), and there are about
2,500 townhouses in the area. This project was
commenced because | negotiated carefully
with the owner.

The owner said that he would sell the property
to Wang Thong Group (our competitor at
that time) at 1.6 million baht per rai, or to the
National Housing Authority (NHA) at 2 million
baht per rai. | wanted to buy it for 600,000
baht per rai. | explained that each townhouse
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would cost 350,000. If the land cost me
600,000 baht per rai, | could do it. If it were
more expensive, | wouldn’t have been able to
afford it. | told the seller that if he had sold the
land to Wang Thong Group at 1.6 million baht
per rai, it would be priced so high that Wang
Thong Group would never be able to sell it to
customers. Of course, the high price for which
it would be sold to the NHA also was not the
actual market price.

Finally, he sold the land to me at 600,000 baht
per rai, so | bought more than 2,000 rai (791
acres, 320 hectares) from him at the price | had
originally wanted it for.

When we were negotiating with the
landowner, it was the same thing that we
had done with The Old Siam Plaza, which was
being sincere and speaking the truth.

| WOULD LIKE TO ASK YOU ABOUT THE IDEA OF
SINCERITY BECAUSE MANY YOUNG PEOPLE THINK
THAT A SUCCESSFUL BUSINESSPERSON MUST BE
SNEAKY OR TRICKY.

Sincerely speaking the truth is important.
| started thinking about building single-
detached houses in 2003. | considered
whether the tunnel form method could be
used to build single-detached houses. It is
possible to complete a building like this, but
the quality was lower than the standard. So
| researched which countries had precast
concrete technology and found that Germany
did. | assigned some staff to inspect that
company'’s facilities in Germany and write a
report. The staff returned and confirmed that
the country did have the technology, and it
could be usable.
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" Builds a factory to employ precast concrete
technology

In 2003, | started building a precast concrete
panel plant in Lam Luk Ka near Donmuang |
| airport on about 180 rai (71 acres, 29 hectares).
4 It produces walls and floors for houses. The *
~ first factory cost about 1 billion baht and
contained machines designed and installed
_ by the German company. The supplier’s staff
trained us in the equipment’s use. After that,
we started using precast methods to build
~ single houses.

During the past ten years, most of our
competitors have emerged. But previously

.. would be useful. They always criticized the
* idea. Nevertheless, we had already succeeded
by then, and our houses were beautiful and
strong. Now our competitors have started
using precast technology to the point that
most houses today are being created using
o this method.

. COULD YOU GIVE OUR LISTENERS A SHORT
STATEMENT ABOUT WHAT YOU'VE LEARNED OVER
THE YEARS?

What made us succeed? It is similar to the
| teachings of the Lord Buddha. Such precepts
involve refraining from harming people, not
cheating, and not taking advantage of others.
The lessons of that great teacher have helped
us at Pruksa to become givers and allowed us to

the businesses we run, we have to concentrate.
Wisdom will lead us to succeed. My father told
me the idea came from Buddhist precepts.

Also, my Taiwanese mentor passed on some
precepts that taught us that leadership

many didn't think that precast methods .

apply such knowledge to our work. In each of |

also comes from the same Iessons, which
are considered sacred. What we study in
university — knowledge, technical intelligence
and engineering - in essence also comes from
i such precepts.

~ Good leadership means that when we do
" anything, we must apply “right concentration”
 (from the Buddha’s Noble Eightfold Path
teachlngs) because we are in control of all
aspects of operations. What we do, we must
h remember, we are not doing for ourselves
only, but for our employees and clients, which
. means good and stable salaries for employees,
good houses for clients, sufficient funds for

~ traders and suppliers.

ﬁ All of this is built on the trust that | received
from my business partners. The Old Siam Plaza
people were willing to talk to me. They said
they never allowed anyone to handle their
business. If they hadn’t allowed me in at that
time, | wouldn’t have succeeded to the extent
as today.

What we
do, we must
remember, we are
not doing for ourselves
only, but for our
employees and
clients
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SINESS §'DNA

WHAT ARE YOUR DAILY HABITS THAT ARE BENEFICIAL TO YOUR SUCCESS?

| turn on Luang Por Cha'’s video clips on YouTube and Luang Pu Man’s. | usually listen
to Dharma (Buddhist teachings) before going to bed, and | fall asleep easily. In the
morning, | wake up and exercise for half an hour and then play tennis for another half
an hour. | love to look around my garden to see which trees | can plant more of.

WHAT BOOKS HAVE INFLUENCED YOU THE MOST?

The teachings of the Buddha as promulgated by influential monks such as, Luang Pu

Man, Luang Pu Cha, Luang Pu Dul. When I listen to that, and | am worried about work,
., lam usually greatly relieved, or when | am stressed, | forget the stress. The anxiety
that denies me sleep disappears.

*  Lack of sleep has been a serious problem for me since 1985. | have dealt with my
P stress by reading Dharma books to help with my sleeping problem.

WHAT IS SOMETHING ABOUT YOUR BUSINESS RIGHT NOW THAT YOU'RE EXCITED ABOUT?

We have a new group of executives in the management team. They have been
managing 3,200 employees for more than a year. | still have a meeting with them
sometimes about issues such as land purchasing or board meetings. | want to let
them work on their own. | have to gradually walkout to allow the team to continue

& working. If there is no “me” someday, they will be able to do it by themselves.

; \ DOEs YOUR BUSINESS HAVE A GROWTH PLAN?

/;{‘ We have plans for the next five years. But in the past three years, the company’s
v, revenue has not grown. In the past three years, our revenue was about 45 billion

baht, and we transferred about 20,000 houses per year. We plan to grow about
10% a year, according to our 5-year plan.

Listening to
Dharma helps
me to reduce
stress
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Property is a business in which you have to obtain more

than 60 permits just to do one project.

WHAT OBSTACLES TO BUSINESS GROWTH EXIST FOR PRUKSA?

While Pruksa is among the largest of real estate companies in Thailand, the
number of competitors is increasing steadily, and competition is intensifying. The
economy is not growing properly, and since the Bank of Thailand set up tighter
loan-to-value (LTV) regulation in April 2019, mortgage lending has shown signs
of slowing. The Bank is afraid of an economic crisis in the property market. Once
these issues are realized, customers will buy fewer houses. There are limitations so
that the market will be a little tough. It is difficult to grow, as well. But such issues
have been factored into our five-year plan.

MY LAST QUESTION, WHAT WAS YOUR WORST INVESTMENT EVER?

About ten years ago, we planned to expand to India, Maldives, Vietnam, but this
expansion failed. In Vietnam, we lost 200 million baht. in Maldives we finished a
condo project comprising eight buildings of 8-stories each, but we lost money
in the form of currency exchange rate differences. Meanwhile, in India, a single
house project with more than 400 townhouses had been completed, but there
was little to no return made.

WHAT DID YOU LEARN FROM THAT?

As the project was run using the model we used in Thailand, it failed. Just because
such a model works in Thailand doesn’t mean it can be applied in other countries.

| was confident in the methods we used in Thailand. | thought they would work
over there, but they didn't because they were too complicated. In Thailand, we
had connections built up over the years that we could call on in times of need.
Property is a business in which you have to obtain more than 60 permits just to do
one project. So when we went to India, it is even more difficult, at least 40 or 50
permits are required there, but we lacked connections to work our way through
this system. In Thailand, we know how to make or already have such connections,
but when you go to other countries, our team was not big enough or connected
enough.
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