Study of private Business Development Services (BDS) in Viet Nam





Questionnaire


4th November 1999





1. Business Details





1.1 Name of interviewee :	……………………………………………………………………………………………….





1.2 Position of interviewee : 	……………………………………………………………………………………………….





1.3 Company address  and location: ………………………………………………………………………………………….


										


……………………………………………………………………………………………….





1.4 Telephone :	…………………………….……………..   		Fax : ………………………………………………….





1.5 Other contact details : ………………………………………………………………………………………………………..


	


1.6 Date company established : 	……………………………………………………………………………………………….





1.7 Sector of business* :		……………………………………………………………………………………..





��1.8 Type of business :	  Manufacturer				Supplier		


��Retailer				Marketing and subcontracting


�Wholesaler 


Other (specify) : ……………………………………………………………………………





�  

















�1.8 Business Premises* :	No premises


�	Market stall


�	Temporary building


�	Formal shop, workshop or office








1.9 Number of people who work in the business :		Full time : ………………………………………………


(not including subcontractors)			Part time : ……………………………………………..





1.10 Additional notes on business activities


�























�
2.  Business Inputs : Stock, raw material, component and equipment inputs





2.1 What do you purchase for your business :





�
What and how often do you purchase these?�
�
Stock (finished products)


�
�
�
Raw materials


�
�
�
Components (parts)


�
�
�
Equipment


�
�
�



2.2 Have you ever received any of the following from your suppliers ? :





�
Please describe�
�
Advertising materials (posters, signs, display cabinets etc.)


�
�
�
Training from a regular supplier





�
�
�
Training with the purchase of machinery or equipment.





�
�
�
Information on markets or new business opportunities.





�
�
�
Any other support for your business from suppliers





�
�
�






��2.3 Are you a licensed agent for any other company ?	          Yes(go to 2.3.1)		  No (go to 2.4)





What products ?  ……………………………………………………………………………………………………





What support does the licensee provide to assist in selling the product?


………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





2.4 Have you ever utilised any buyers from outside your business to buy products, components, stock etc.?


(e.g. To purchase from outside Vietnam, or purchase from up-country locations, or to find a rare component or piece of equipment.)


	          Yes (please describe)	  No (go to 3)��





…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………


�
3. Transport and travel





3.1 Do you use the services of any transport company to bring raw materials, stock or components to your business? 	          						


       Yes(please describe)	  	  No (go to 3.2)��





………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





What are the methods you use to transport your products to the market?





………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………


………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





3.3 Do you travel more than 100 Km for business purposes?               Yes(go to 3.3.1)		  No (go to 4)��





3.3.1 For what reasons? ……………………………………………………………………………………………………


…………………………………………………………………………………………………………………………………





3.3.2 What methods do you use to find business contacts in these places ?…………………………………………


…………………………………………………………………………………………………………………………………





have you ever used the services of travel agent for business travel?


               	        Yes			  No (go to 4)��





If yes, please describe the services they offer businesspeople : ………………………………………………………


……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………








4.Sub-contracting





4.1 Does any company place bulk orders with you?		       Yes(go to 4.1.1)		  No (go to 4.2)��





What are the orders for :   


�
please describe�
�
Final Products�






�
�
Semi-finished products / components�






�
�
Other�






�
�



Do any of these companies provide you with the design for the products? 





       Yes(please describe)		  No��





Describe how the designs are given to the company (drawings, one to one explanation etc.).





………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





4.1.3 Have any of these companies provided you with training? 	    Yes(please describe)		  No��





…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





4.2 Do you sub-contract any work to other companies? 		         Yes(go to 4.2.1)	       	       No�� (go to 5)





4.2.1 Please describe what is subcontracted and why you do this?


…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………


Do you provide any training or other supports to these companies ? 		        


         Yes(please describe)       	       No�� 





…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………








5.Product design and development. (only for manufacturers or product or subcontracting companies - if food processing businesses replace product design with recipes)





Do any of the designs of your products come from the following sources :





�
Importance 


(1=most important)�
description (if required)�
�
Own design or traditional designs.�






�
�
�
Seeing other products locally�






�
�
�
Media, including catalogues, TV, books.�






�
�
�
Retail customers�






�
�
�
Business customers (those purchasing in bulk)


�
�
�
�
Other�






�
�
�



5.2  Have you ever received any designs from other companies?          Yes(please describe)       	       No�� 





…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….





5.2  Have you ever used the services of a designer ?		          Yes(please describe)       	       No�� 





…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………….











6.Training





Have you, or your staff ever used the following for training





�
Please describe�
�
A friend or acquaintance who is in business 


�
�
�
A private training company 





�
�
�
A partner company (e.g. an agent, subcontractor etc.)


�
�
�
Any other business based training


�
�
�



6.2 Are you aware of any of the above sources for training?	         Yes(please describe)       	       No�� 


……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………











�
7. Business Information


Which are the most important sources of information on :





�
Markets for your products/services�
New business laws �
new business ideas�
New product design�
�
Family and friends





�
�
�
�
�
�
Other businesspeople





�
�
�
�
�
�
Customers





�
�
�
�
�
�
General media - radio, TV and newspapers.


�
�
�
�
�
�
Business associations / support organisations


�
�
�
�
�
�
Other (please specify)





�
�
�
�
�
�



7.2 Are you aware of any publications, radio or television programmes which are particularly interesting and useful to your type of household business? 


         Yes(please detail)	       	       No�� 


……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………








8. Equipment and machinery





Do you rent or hire any machines, tools or equipment from other businesses (including vehicles) ?


         Yes(please detail)	       	       No�� 


………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





8.2 Do you send anything to be processed by another business ? 


         Yes(please detail)	       	       No�� 


………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





If you have a problem with a piece of your machinery or equipment which you were unable to solve yourself, what would you do? ……………………………………………………………………………………………………………


…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………


�
9. Office and management support.





Do you use any of the following services for your business:





�
Please describe�
�
Accountant book keeping





�
�
�
External fax or telephone lines i.e. at another business location.


�
�
�
E-mail or internet





�
�
�



9.2 When are you most likely to seek advice on a business issue from the following :


�
Notes�
�
Family


�
�
�
Business acquaintances 


�
�
�
Government 


�
�
�
An accountant


�
�
�






9.3 are there any other people from whom you would seek advice ? 


         Yes(please detail)	       	       No�� 


……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………








10. Markets and links to customers





What different methods do you use to find new customers?…………………………………………………………


………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





Do you sell wholesale to any of the following businesspeople? :





�
Please give details�
�
Retailers





�
�
�
Wholesalers (those supplying other companies)





�
�
�
Other manufacturers (what do they do with the products?)


�
�
�
Individual traders and transporters (i.e. roaming vendors)


�
�
�
Any other type of businesses 





�
�
�



Are there any traders who purchase your products and transport them more than 100km to sell? 


 								          Yes(please detail)	       	       No


…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………��





10.4 Are you aware of any company which displays your product in a showroom (a place where samples are displayed and purchases are made through orders)?


 								          Yes(please detail)	       	       No


…………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………��





If your customer is unable to visit your business directly, what are the ways in which orders could be placed by them?…………………………………………………………………………………………………………………………


………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





10.6 Have you ever tried to find new customers in any of the following ways?





�
Description�
�
Advertised in the press (newspapers, TV or radio)


�
�
�
Exhibited at an exhibition?





�
�
�
Used salespeople on a commission basis


�
�
�
Used any other method of attracting or finding new customers�
�
�









�
11. Most important business Relationships





(Interviewer should explain some of the business to business linkages which have been identified through the questionnaire).





are there any business to business links which have been missed? If yes, please detail.





……………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………………





11.2 What are your most valued business contacts and links?





Most important


�
�
�
Second most important


�
�
�
Third most important


�
�
�



�11.3 Any other comments or suggestions





















































Signed by the businessperson.





………………………………………………	………………………	……………………………………


Name						Date			Signature





Name and signature of interviewer : …………………………………………………………………………………………


�
Study of private Business Development Services (BDS) in Viet Nam


Summary of Interview


To be completed by the interviewer as soon after each interview as possible





1. Details of the interview





1.1 Interviewer : …………………………………………………	Date of interview : …………………………………





1.2 Sector of business: …………………………………………………………………………………………………………





1.3 Number of employees :	Full time : ……………………………..	Part time : …………………………………





1.4 Type of business premises : ……………………………………………………………………………………………….





1.5 Location of the business :	 ………………………………………………………………………………………………


��


�				Urban     	town or semi-urban		rural 





2. Note all business to business linkages.





�
List of types of businesses�
Note of anything of particular interest (e.g. combination of services, unusual service type)�
�
Suppliers / procurement.

















�
�
�
�
Transport and travel services

















�
�
�
�
Sub contracting arrangements

















�
�
�
�
Design and Product Development














�
�
�
�
Training




















�
�
�
�
Business Information

















�
�
�
�
Access to or repair of equipment and machinery











�
�
�
�
Office and management support














�
�
�
�
Links to customers and markets














�
�
�
�
Any other links




















�
�
�
�



3. Most important business links (according to the interviewee) :


	First : 		………………………………………………………………………………………………………


	Second : 	………………………………………………………………………………………………………


	Third : 		………………………………………………………………………………………………………


�4. Additional notes and comments on the interview


�PAGE  �8�











Notes on business activities























