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ABSTRACT

This thesis' purpose is for studying,semiconductor equipment channel and market by
industry analysis and competitive strategy analysis. In Taiwan, the semiconductor
equipment vendors face the serious competition. Also they have to face the competition
from international semiconductor equipment vendors. Therefore, It is key to develop a
competitive strategy to face rapid change, unknown and complication of this industry. We
hope through the suggestion of this thesis which could provide domestic semiconductor
equipment vendors reference for developing the niche market. Thisthesisis study
a. The trend of semiconductor equipment agent is to develop expertise technology. What
is the value of semiconductor equipment channel?

b. How to make profit and what is the key successful factor of semiconductor equipment
agent?

c. What is the successful strategy of Taiwan equipment agent and what is the future
strategy?

The thesis structures apply industry analysis and external business environment
anaysis. The anaysis theories are SWOT and 5-force analysis to understand
semiconductor equipment channel. Meanwhile, try to find out the competitive advantages
by collecting the interview with Marketech Corp. and public information.

This thesis is a qualitative and descriptive study. The main purpose is finding the

competitive advantage and strategy of semiconductor equipment channel. Due to it is hard
to apply mathematic method to do the research; we collect the first hand and second hand



information to know this industry and future trend. We try to find the competitive
advantage by analysis internal and external environment. Meanwhile, we apply the case
study to do the competitive strategy analysis.

The semiconductor equipment distributors should devel op to differentiation business mode
in the future:

1. Build and extend core capabilities.

2. Construct aworldwide distributor’ s network.

3. Continuing expend the economic scale.

4. Provide the total-solution for customers.

5. Search for new products and new applications.

Key words Competitive advantage, Competitive strategy, Core resource, Marketing
channels, Distributors, Semiconductor equipments.
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