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Question 1.   How will the lingerie business grow in the future and how much will it grow? 

Answer  Today, there are many brands that have dropped out of the market 

including some big brands that used to be strong in Thailand beginning to withdraw from 

Thailand; this will make Sabina itself able to grow more and more, including new generations 

that are more targeted customers of Sabina than many brands. So I think there still is an 

opportunity to growth, including online activities and market place activities that will be higher 

than nowadays as we’ve noticed, and these activities are contributing to higher market growth. 

 

Question 2.   How much is the revenue proportion of each sales channel that the company 

planned for adjusting? 

Answer  We think that the NSR share would likely grow from the previous target 

of 25%, but now it has already grown to 26%, and next year we think that the OEMs share will 

grow, as seen in the 3rd quarter which closed at 11%, and the share of offline market will 

decrease, but we will grow in the proportion of businesses or channels with higher margins and 

this will increase the overall net profit margin. In the long term, we will look at CLMV as we 

always mentioned, but we have to understand that the Covid-19 situation in the past 2 years has 

forced CLMV’s plans to regress, because our dealers are affected by Covid-19; for example, 

Vietnam has a more intense lockdown than Thailand, not even delivery, no food delivery or 

parcels, so it has a big effect, but this represents a very small percentage of Sabina’s income 

structure. 

 



Question 3.   Are Sabina’s business operations in 4th quarter likely to recover? 

Answer  Miss Duangdao said that again and again and again, that is already an 

answer. 

 

Question 4.   Is the goal for next year to win in 2019 like last year, and with what strategy? 

Answer  We think we will definitely win. Next year, we expect to be more 

successful than 2019. We will use any strategy to adjust, change, and move towards a world of 

new marketing channels with higher profits. 

 

Question 5.   Do we have a percentage of our customers who are tourists or not? 

Answer  Actually, we’ve reported that it’s 3–4%, which is a small portion. 

 

Question 6.   When we end the lockdown but the domestic economy is still not good, will this 

affect the purchase? 

Answer   It’s still good at this time; therefore, we still look positively that next 

year will definitely be better if Covid-19 doesn’t spread again, and the vaccines we use have 

been successful and have continuity. 

 

Question 7.   If the Covid-19 situation is relieved, will we have stepped into growth already, 

and what percentage of growth do you expect? 

Answer  Yes, it’s still in the evaluation stage, perhaps what we think is 

overestimated, so we still cannot answer at this time, but I think it will definitely grow. 



Question 8.   There are some competitors in the market that quit their businesses. 

Answer  The big competitors who quit their businesses and left the market were 

still looking at the global strategy more than focusing on the local brand that is not yet strong 

for dealing in Thailand. 

 

Question 9.   Sabina brand is a product that has been popular continuously, in what year will it 

grow to 5 billion? 

Answer  We have to wait and see; Sabina will announce Projection for 3 years and 

5 years, we are estimating this. 

 

Question 10.   What NSR percentage do we expect of sales? 

Answer  We expect to reach 30% by next year; it should be close to 30%. This 

means that growth in NSR channels gives much better margins than offline, causing our net 

profit margin to grow too. 

 

Question 11.   What is the main outstanding factor in the market place group fashion? 

Answer  Personal, staff, cooperation, promptness and our flexibility, including the 

adaptation of person, that makes Sabina outstanding in the group of fashion, and there is also 

the timely tracking of the fashion market and market demands, market trends. You can see that 

the city was opened we had an ad out immediately on 1st of October. 

 

 



Question 12.   What strategy do we use in dealing with Chinese products in the market place? 

Answer  Actually, people used to think that Chinese products are not good, but 

nowadays many good products are produced in China. For example, our strategy is to produce 

products in China and we have to continue our strategy. China is considered a new competitor 

that has stepped into the Thai market. Of course, today they may say that they can make a good 

price, not anymore. We do outsource from China; we still have to find other countries that offer 

cheaper costs. We are the ones who still control the quality. Therefore, concerning the market 

that has Chinese products coming into Thailand, we think we’re still okay. Of course, we 

understand more about fashion in the ASEAN market including the Thai market that is steadier. 

 

Question 13.   What is the SSG and what is the sales per bill at the store and NSR, what are the 

trends? 

Answer  This was said a lot in the previous article, but SSG today we have to say 

that in the 3rd quarter it will definitely decrease because there is a lockdown. 

Question 14.   Please update the Vietnam export plan, when should investors see results, and 

how much are the sales? 

Answer  I have already replied that our company suffered a lot during the 3rd 

quarter with the strict lockdown in Vietnam, unlike our country that confront with lockdown 

problem. We still can sell products online, various platforms can still run, but that lockdown is 

really a lockdown, as in the picture that I have shown in the matter of buying food, it is still the 

army that distributes food to the people which is very concise. 

 

 



Question 15.   Our sales have decreased a lot in the 3rd quarter, but why have the competitors’ 

decreased less? 

Answer  We have to look at the budget of the competitors to see how much they 

disclose, did they showed us the details, on our part we show it in each category but in overall 

we understand that our competitors constitute various brands and they have been exported as 

well. 

 

Question 16.   Do we have fragrant underwear? 

Answer  We don’t have any. 

 

Question 17.   We don’t know if ladies like to wear perfume on underwear or not, can it be used 

as highlight in selling? 

Answer  This is up to the individual, but once someone came up with a scented 

cloth but after washing about 10–20 times the smell gradually disappeared. So we think that it’s 

not what customers want, so we haven’t done it yet, but this has been going on for over 10 years, 

which is nothing new. 

 

Question 18.   Is Kaizen in the company still continues or not, and can the company reduce the 

cost? 

Answer  Yes, we’re still doing this, based on our SG&A numbers from 44, now 

we’re at 35–36. 

 



Question 19.   As an executive, what is your opinion about paying for goods from abroad with 

crypto coins in the future? 

Answer  I think this is likely to come, even if the tax is charged but today the price 

has gone down; in the future it will be a new variable for business people or for the world that 

act as one variable that comes to have the role in terms of finance. 

 

Question 20.   In 2022, what portion of export sales are set, and what strategies do you use? 

Answer  We think about exporting in 2 sections, the first is export on the OEM 

part; we see that the growth of the OEM is that it can get a better price, and gain confidence 

from the customers who are satisfied with the standards. This will definitely improve about 

11%, in my opinion, but we may have some restructuring in the growth of the brand Sabina’s 

exports, which may be mentioned in the next report. Because nowadays the world of online 

selling has grown more and more. The way that we use our salesmen to carry our bags to meet 

the customers by flying internationally today is still dangerous. Therefore, we have to change 

the structure to be online. There are wholesale sellers all over the world that do not need to travel 

to meet customers. This will create a better SG&A and create a wider sales channel. As for 

CLMV, as mentioned before; for example, in the Philippines and Vietnam, there is a Covid-19 

problem, which is always changed  and they have bought a lot of goods from us in the past 2nd 

quarters, and its depends on how quickly they oriented to re-establish under our supervision, 

which is a company that sells goods to them or maybe they will restructuring in a different and 

we are considering about this topic. 

 

Question 21.   I would like to encourage the management team and all Sabina employees to join 

forces throughout the COVID crisis and lead the company to be profitable even now. 

Answer  Thank you very much. 


