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Bain & NielsenlQ: $51T SEA
consumer market by 2035,
local brands now lead.

Bain & Company and NielsenlQ released their joint
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command over 0% of FMCG marker value across the region.

Indonesia, Thailand, Vietmam are the L]ru}m;'_w[_ Viemmam and
Thailand urbanisacion t‘.'-:pl:cl'vd to add 7 percentage points

each over the next decade.

Private consumption is on track to hit USD $5 trillion by
2035 - .~'.L|1';7:;1.~;.~¢i11;0T North America. Multinarionals are losing

share, nor market.
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Local vs multinational FMCG share, SEA
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| f yo‘.'..f,’ve run a Tier-2 ci ty distributor
route, you know what they do better.

Speed of localisation. Local players ship g

CATEFOTY eXtensions in 12 "'.‘\'L‘L‘l'{'-i. [he

multinational SOP is 9 months. By the time

vou launch, they've iterated rwice.

Distribution density. Thev built routes through
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Aftordabilicy is L{L‘Hign, not discount. Local
SKUs are built for the price point. Yours are
squeezed down to it. The cost-to-serve gap
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Multinational portﬂjlios face two threats — they're

different.

Premium & Lll‘lCL')piCCl Premium under attack

Local premium brands now match quality at 70-80% of
your price. Your absolute margin loss is largest here.
Scarcity story matters more than ever.

Mass & cheap Mass & substituted
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Stop trying to win the war you already lost.

=

Build a rcgiﬂn;ﬂ premium tier. Move 20% of your A&P to a tier 2 levels above local L_‘L'|'llil".':tlt‘l‘ll'ﬁ. Hpc:::i:th'_x',

ethnic-fusion, or imported-positioning SKUs. Margin per case offsets volume share you're losing.

Acquire, don't build. The local brands you can't beat — the ones with $50-100M revenue and weak
distribution — are the right targets. Smaller bolt-ons. Three deals over five quarters beats one

rransformative bet.

Re-architect distribution. Outsourced genera trade is now vour weakest moar. Build (or buv) direct

gi'm:l':ll-l'l';l:h' reach in VOur top two SEA markers, Cost is ]1'1;:,]1. p;i}'nf{"rnm r.nmma_iﬁ for a decade.
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A pfﬂCtiCHl scquence — fOI' [hﬁ? next p]anning CyCIﬁ.

Diagnose
C

Re-baseline share by tier, not by brand

Qg:mtif_;-.' margin per case in each

quadrant

Identify acquisition targets (size $50-

rooh)

Re-allocate

Move 20% ot A&P to premium rier
Pause u m-.mL_';-.:tuJ price defence

Srtress-rest g_cncml rrade
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Execute
Launch 2-3 premium-tier SKUs

Open M&A conversations with 3

L'L!]'gl.‘l'?i

Pilot direct GT in top market
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—— THE BOTTOM LINE

Share loss to locals isn't a
distribution problem. It's a portfolio
problem.

The CEQs winning this decade in SEA aren't cutting prices to defend volume. They're moving up

the ladder., accelerating localisarion, and qufcffj' Em}'ing the locals they can't beat.

If you're scoping SEA strategy for 2026 — particularly Indonesia, Vietnam or the Philippines — DM
me. | run shorter mandates (4-8 weeks) and longer interim COO assignments out of UAE and

Singapore.

Dominique Silvarell;

Founder & Managing Director, Progcess Partners - UAE & Singapore

gdsilvarelli@pro_gcessc:unsuiting_.-::om DM TO START

Maore news on progeesspartnerscom/newsletter/



