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Indonesia must understand its current and potential export markets in order to improve 

its global trade performance. Gathering intelligence on the country’s existing and future 

markets, as well as its competitors in those markets, is a critical component in the effort 

to increase Indonesian exports.

As part of the Canada–Indonesia Trade and Private 
Sector Assistance (TPSA) Project, a three-day train-
ing workshop was held for Indonesian Ministry 
of Trade officials on how to prepare market intel-
ligence reports (MIRs). The 26 officials (13 men, 
13 women) came from departments within the 
Indonesian Ministry of Trade.

Overview
The workshop, led by TFO Associate Marc Germain, 
built participants’ capacity by providing best- 
practice methodology and tools to gather and 
develop information about Indonesia’s trade with 
other countries, particularly Canada. The workshop 
included case studies on the three TPSA target 
commodities: coffee, apparel, and footwear. Key Steps to Creating an MIR

Define the Main Audience and Understand 
Their Needs
One of the most important factors affecting what 
the report will contain is the need to define and 
understand its main audience. In this case, SMEs 
with little to no knowledge of either exports or 
Canada as an export market will likely be the main 
audience. Therefore, it is essential that the report 
be written in clear and simple language that is 
accessible to a newcomer.

Marc Germain leading the workshop.

“I collect secondary data in my daily work 
from various sources, including research 
papers, publications, and the Internet. The MIR 
workshop gave me a very good reference, 
especially in identifying sources of data for 
the Canadian market. The data collection 
methods that were presented also enrich my 
knowledge of my own methods. I learned so 
much about the Canadian market overall.”

—SISKA FIRBILIANI SAHAT
Statistician, Directorate of Market and Export Information 

Development, Indonesian Ministry of Trade



• 2 •

Define the Main Outcomes and Results
The workshop showed report creators how to write 
in such a way as to allow the reader to answer 
two major questions:

 • Is my company ready to enter this market?

 • Is this market appropriate for my company?

Understand the Differences Between Primary 
and Secondary Research
Participants learned the differences between pri-
mary and secondary research: Primary research is 
created expressly for the report, while secondary 
research is produced for other purposes. The work-
shop highlighted the importance of understanding 
the fundamental differences between the two.

Understand the Differences Between 
Qualitative and Quantitative Data
A well-written, comprehensive report typically 
contains a mix of both qualitative and quantita-
tive data.  Qualitative data is subjective and usu-
ally takes  the form of feedback from interviews, 
surveys, and focus groups. Quantitative data is 
measurable and can generally be expressed  
using numbers.

Identify the Parameters and Limitations of 
the Report
A good report should identify its limitations and 
parameters for the reader, as it will generally not 
be based on perfect information. These limita-
tions must be clearly defined at the beginning of 
the report.

Create a Comprehensive Outline
Creating a comprehensive outline is one of the 
most important steps involved in the produc-
tion of an informative and useful report. The rec-
ommended components of an outline for a MIR 
about the Canadian market include the following 
components:

 • executive summary

 • introduction

 • global context

 • Indonesian context

 • Canadian context

 • recommendations

 • conclusion

Identify Tools to Gather Information on the 
Global, Indonesian, and Canadian Contexts
Participants were given ample opportunity to 
search for and present available tools from which 
to gather information related to the three target 
TPSA product sectors.

Hands-On Teamwork During 
the Workshop
The participants were placed in teams of five or 
six  people and were asked to brainstorm about 
each of the steps. Each team used one of the 
three  MIR case studies as a basis for their work. 
Teams alternated to get experience with each of 
the case studies. Throughout the workshop, teams 
would make short presentations on their findings 
to the rest of the group, resulting in a highly inter-
active session.

Teams changed throughout the workshop to allow 
participants to work with different colleagues 
and topics. Presentations focused mostly on their 
report outlines, the tools from which to gather 
relevant information (global, Indonesian and 
Canadian), and the information obtained by using 
the tools. They also presented highlights of the 
executive summary.

Participant Feedback
In a post-training questionnaire, all participants 
reported that their skills and knowledge had 
improved as a result of taking the course. Sixty-five 
per cent said they would use knowledge obtained 
from the training in their work “very frequently” or 
“frequently,” 31 per cent said “occasionally,” and 
4 per cent said “rarely.” Ninety-six per cent reported 

Teamwork activity.
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that their new level of confidence in applying the 
knowledge ranged from “good” to “excellent.”

The participants reported high overall satisfaction 
with the training. Overall, 85 per cent gave a sat-
isfaction rating of “excellent” or “very good” and 
15 per cent gave a rating of “good.”

Conclusions
The key outcomes from the workshop were:

 • Participants now possess a framework within 
which to prepare market intelligence reports 
for Canada, as well as for other target markets.

 • Participants can now identify and use the 
necessary tools for information-gathering.

If the government department in charge of pro-
ducing market intelligence reports incorporates all 
the components outlined in the MIR training man-
ual, a SME should have sufficient information to 
gain a sound understanding of market conditions 
and requirements for their product sector. With 
this information, the SME will be in a good posi-
tion to evaluate its export offerings to determine 
whether the target market is right for the company 
and its products. If it is the right market, it can take 
the necessary steps to introduce its products to  
the market in an orderly fashion.

About the TPSA Project
TPSA is a five-year C$12-million project funded by 
the Government of Canada through Global Affairs 
Canada. The project is executed by The Conference 
Board of Canada, and the primary implementa-
tion partner is the Directorate General for National 
Export Development, Ministry of Trade.

TPSA is designed to provide training, research, and 
technical assistance to Indonesian government 
agencies, the private sector—particularly small and  
medium-sized enterprises (SMEs)—academics, and 

Participants at the end of the MIR workshop.

Comments From Feedback Forms

“From the course, I got information about 
how to make a good report that is easy 
to understand and I will be able to apply 
this information.”

“I learned about available secondary sources 
from which I can get information, especially 
related to Canada.”

“I will use the knowledge gained from 
the course in preparing material for 
trade negotiations.”

“I am responsible for conducting market 
research annually. Therefore, what I have 
learned from this course will help my 
future work.”

“Writing market intelligence reports is my 
daily work at the office. This training was very 
useful, particularly in improving the quality 
of my work by adding some new aspects 
taught in the course, such as the impact 
of environment and social factors.”
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civil society organizations on trade-related infor-
mation, trade policy analysis, regulatory reforms, 
and trade and investment promotion by Canadian, 
Indonesian, and other experts from public and pri-
vate organizations.

The overall objective of TPSA is to support higher 
sustainable economic growth and reduce pov-
erty  in Indonesia through increased trade and 
trade-enabling investment between Indonesia 
and Canada. TPSA is intended to increase sustain-
able and gender-responsive trade and investment 
opportunities, particularly for Indonesian SMEs, and 
to increase the use of trade and investment analy-
sis by Indonesian stakeholders for expanded trade 
and investment partnerships between Indonesia 
and Canada.

The expected immediate outcomes of TPSA are:

 • improved trade and investment information 
flows between Indonesia and Canada, 
particularly for the private sector, SMEs, and 

women entrepreneurs, including trade-related 
environmental risks and opportunities;

 • enhanced private sector business links between 
Indonesia and Canada, particularly for SMEs;

 • strengthened analytical skills and knowledge 
of Indonesian stakeholders on how to increase 
trade and investment between Indonesia  
and Canada;

 • improved understanding of regulatory rules  
and best practices for trade and investment.

For further information, please contact the 
Project Office in Jakarta, Indonesia:
Mr. Gregory A. Elms, Field Director
Canada–Indonesia Trade and Private Sector 
Assistance (TPSA) Project
Canada Centre, World Trade Centre 5, 15th Floor
Jl. Jend. Sudirman Kav 29–31 Jakarta 12190, 
Indonesia
Phone: +62-21-5296-0376, or 5296-0389
Fax: +62-21-5296-0385
E-mail: greg@tpsaproject.com


