
5. Thanusak Phungdet, managing director of the 
largest locally owned pool business in Thailand, JD 
Pools (centre): “I was here two years ago, but this time 
it’s perfect. The big surprise for me there were so many 
customers from South East Asia, more than before, 
and many big exhibitors. I think it’s better than two 
years ago. I think maybe in two years’ time it will be 
stronger still. I am happy. I also plan to go to the Gold 
Coast next year.” JD Pools makes liner and fibreglass 
pools as well as running a pool shop network with 19 
franchises all over Thailand. Additionally, they supply 
chemicals to the market through an agreement with 
Australian company, International Quadratics, and also 
have arrangements with Maytronics, Pentair/Onga and 
Spa Electrics. At the show, JD shared a large stand 
with four partners including Norwegian heat pump 
manufacturer Proteam, pool cover manufacturer Pool 
Lock, and Israeli pool liner manufacturer Haogenplast.

6. Elena Gosse, CEO of Australian Innovative Systems 
(AIS), with AIS distributor Pool Ranger’s Michael Griffin, 
says the show provided the opportunity to meet their 
Asian customers face to face, while promoting new and 
existing products to the Asian market. “We found that 
the amount of interest generated here exceeded all our 
expectations. We had six people working the stand and 
we didn’t have any time to sit down. We received feedback 
from new and existing customers about the direction 
of the company, and how suitable the products are for 
this market. I am extremely happy with the amount of 
interest, especially in the AutoChlor Midi. Producing up to 
150 grams of chlorine per hour, it closes the gap between 
the residential and commercial models, and in the Asian 
market the customers are all very budget sensitive, 
so these systems can give them what they want at a 
competitive price, especially for residential complexes 
where the bather load is not that high. Also, Chrome 
gained a lot of interest. This is the best technology but the 
price is competitive, because the cell won’t last as long 
as our classic models. So if you look at it like when you 
buy a printer nowadays. The cartridge is half full but the 
product is good. So it gives property developers or first 
home buyers the chance to buy high technology but save 
at the first stage, then when they buy a replacement cell 
that will be in full operation. The quality of visitors was 
just amazing. We had prospective customers from Asia 
of course, but also from Brazil, Italy, Turkey and even 
Mongolia, which we didn’t expect to see at Singapore. ”

9. The Malaysian Swimming Pool 
Association had a stand at the show and 
was visited by about 40 members and 
their staff. President Soo Ngee Chew says 
that they also signed up new members 
and had a large number of enquiries 
for international companies to become 
members under the supplier category. 
“It was very successful event,” he says.

7. Richard Lachance (left), Hayward’s 
international vice president, with 
Australian general manager Tony 
Sharpe. He says Hayward has been in 
Asia for nearly 25 years and considers 
it a very important market. Hayward 
has been operating an export business 
through IMG in South East Asia, but 
plans to expand both the business 
and the portfolio of products on the 
back of recent acquisitions outside the 
core pump and filter products. These 
include chlorinators, heat pumps, gas 
heaters and most recently The Pool 
Cleaner suction cleaner company 
Poolvergnuegen, which provides direct 
competition to Zodiac. “I think it’s been 
a good show. The attendance on the 
first day was excellent, we made a lot of 
new contacts, and we were glad we had 
Tony Sharpe from the Australian team, 
Brian Lobo who covers the South East 
Asian market and also Bob Demartini 
who is our general manager for IMG 
on hand. The expansion we’re looking 
at is for the second tier markets – 
we’ve been focussed on Indonesia and 
Thailand and these types of markets 
of course, but now we’re looking at 
Vietnam and other markets to expand. 
And we’ll want some more staff. We 
seem to have less feet on the street 
than direct competitors like Pentair or 
AstralPool, so recently we’ve started 
expanding our sales force to attack the 

market with a more local presence. 
We’ve been servicing this market since 
1991 through the IMG model which 
is basically an export model, and 
we’ve now grown to a scale where we 
need to have more local presence.”

8. Xavier Pavon from Fluidra was 
pleased with the traffic on the first 
day. “Most importantly we had some 
leads coming from regional countries 
like Indonesia, Vietnam, Sri Lanka and 
the Maldives. We are very happy with 
the new leads. Of course we met our 
regular customers from Singapore 
and Malaysia, but we were very keen 
to meet new prospects and I think this 
show was wonderful for that. Overall, 
it met our expectations. Basically, 
the visitors were interested in new 
technology, environment friendly 
products, energy saving, water saving, 
and also looking for system designs. 
Some of them wanted us to interact with 
them in terms of designing systems 
for them, like a service provider. We 
put them in touch with our agents, or 
where we don’t have agents we can get 
in touch directly with them and help 
them choose the right equipment and 
its size. In countries where the pool 
market is not very well developed yet 
there is the need for these services. 
Of course, they do the installation, 
but we’ll help them to this extent.”
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