


We’re in a state of flux. The economy has played mayhem to the 
best built plans, the climate has gone upside down, and talents 
have become the most expensive commodity on earth. More than 
before, it is important to be seen as not only as a good employer. 
You have to be the best. Even the definition of the best has shifted, 
along with the raised expectations and performance standards 
required across the region. 

HR Asia – Asia’s most authoritative publication for senior HR 
professionals, presents the HR Asia Best Companies to Work for in 
Asia Awards. The Awards will cover 12 markets across the region, 
and will culminate with a Report to be published in HR Asia’s 
bumper issue and an award ceremony where the Report will also 
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C
onvicted serial rapist Selva 
Kumar Subbiah will be back 
in the country from Canada 

after serving his twenty four years 
sentence for raping a large number of 
women. Reports have estimated that 
he may have raped hundreds more, 

although they were largely unproven. 
He has pleaded guilty to sexually 
assaulting and drugging 30 women and 
has served the full sentence. His 
deportation back home has sparked an 
outcry and a discussion for a mandatory 
sex off enders list. 

DONALD TRUMP BANS SEVEN COUNTRIES FROM ENTERING USA
n one of his first acts as the United States President, 
Donald Trump has declared in an executive order 
for a 90 day entry ban on persons entering the 

country. His move has attracted wide condemnation from 
around the world, with most calling for a dissolution of the 
ban and an appalling human rights violation. The ban has also 
aff ected a large number of persons entering the country 
holding valid green cards and visas. 

SAUDI DIPLOMAT IN SINGAPORE FACES JAIL
Saudi diplomat is sentenced to 26 
months and one week in jail and four 
strokes of the cane for molesting a 

young hotel intern and using criminal force on 
her twice. Bander Yahya A. Alzahrani, a father 
of two and diplomat attached to the Saudi 
Arabia Consulate in Beijing was on holiday in 
the island State when the off ence was 
committed. The defence is appealing the 
conviction although he will be unable to leave 
the island as part of the terms of the bail. 

MOSQUE SET ON FIRE AND DESTROYED 
n attack on mosque in Quebec City 
has led to the deaths of six persons 
and more injured. The attack by  has 

caused an outpouring of support from 
thousands across Canada and the world. 
Canadian Prime Minister Justin Trudeau, 
Quebec Premier Philippe Couillard and Quebec 
City Mayor Regis Labeaume were among the 
many political figures who attended the funeral. 
In a statement, Denis Coderre, Mayor of 
Montreal said "We are all brothers and sisters. 
We are all in mourning."

CONVICTED SERIAL RAPIST TO RETURN TO MALAYSIA

    PROTESTS AT UC BERKELEY 

iolent protests have erupted at the UC 
of Berkeley, California as far-right 
controversial figure and editor of 

Breitbart News Milo Yiannopoulos was due to 
speak. The protests have seen a small number of 
figures in black and face masks smashing 
windows, setting fire to buildings and 
vandalising the campus. In response, the 
protests have sparked a call by President Trump 
to cut funding to the university in retaliation. 
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L
a Kaff a, the Franchisor of 
Chatime has terminated its 
agreement with Loob 

Holdings, the Malaysian Master 
Franchisee of Chatime. In a 
statement released, Brian Loo, the 
owner of Loob Holdings has stated 
that he will rebrand the existing stalls 
under him into a new name at the 

end of the 45 days notice period. Both 
companies have sued each other, with 
La Kaff a alleging breach of terms in 
the contract that included unapproved 
usage of raw materials and unpaid 
royalties owed to them. Loob Holdings 
has countered by lodging a report on 
the sudden termination notice that was 
to last till 2041. 

JACK MA SETS UP SCHOLARSHIP

libaba founder and billionaire 
Jack Ma has pledged to 
donate $20 million to fund a 

university scholarship to honour a late 
friend. The funds will be channelled to 
the University of Newcastle, Australia 
and is the largest philanthropic 
commitment in the university’s history. 
In a statement by University Vice 
Chancellor Caroline McMillen, she says 
“Through this remarkable friendship 
spanning decades, a new generation of 
talented students will have the 
opportunity to reach their full personal 
and professional potential”. 

UK DISMISSES 
SECOND SCOTTISH 
REFERENDUM 

he 
Scottish 
Nation-

al Party (SNP) has 
reacted after calls 
for a second 
Scottish referen-
dum to leave the 
UK has been 
dismissed by the 
UK central 
government. UK 
Prime Minister 
Theresa May has 
repeatedly 
dismissed the 
referendum as 
called by the 
Scottish First 
Minister Nicola 
Sturgeon. The 
UK has recently 
voted to leave 
the EU while 
over 60% of 
the Scottish 
population has 
voted to remain 
causing increasing 
tensions. 

intendo is set to open three attractions in Universal Parks and Resorts of Japan, Orlando 
and Hollywood. The attractions are set to open within the next few years. Details are scarce 
but it is expected that flagship cartoon character Mario will anchor the attractions.  An 

offi  cial statement released by the company states that “The goal of everyone on this project is clear. To 
bring the characters, action and adventure of Nintendo video games to life within Universal theme 
parks. And to do so in new and innovative ways that capture what makes them so special.”

CHATIME MALAYSIA TO REBRAND ITSELF FOLLOWING FRANCHISE TERMINATION

NINTENDO TO OPEN ATTRACTIONS IN UNIVERSAL PARKS

SNAPCHAT HAS REVEALED PLANS FOR US 
STOCK MARKET LISTING 

nap, the owner of messaging app 
Snapchat has plans to sell its 
shares on the US stock market. 

The move comes as a surprise as the firm 
has revealed it is operating at a loss of 
$515 million while making sales of 
$404 million. However, it is expected that 
the company’s stock listing would be one of 
the largest to enter the US Stock Market 
after the launch of Facebook and recent 
e-commerce giant AliBaba.  This is due to 
the immense interest shown by investors in 
the app and its general acceptance among 
the younger generation. 
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M
alaysia has responded and 
has sent aid to the plight of 
the Rohingya in Myanmar. 

A ship loaded with supplies, food and 
other necessities have been sent via 
shipment to the country in order to 
aid them in their daily lives. The ship 
constitutes the Food Flotilla for 

Myanmar mission, which is carrying 
about 2,300 tons of aid destined for 
the Rohingya people in Myanmar and 
Bangladesh. “We cannot remain silent 
and be satisfied with mere rhetoric 
and resolutions,” said Prime Minister 
Datuk Seri Najib Tun Razak. “We 
want to say enough is enough.’’

UBER QUITS TAIWAN 
ber, the popular ride sharing app has called it quits 
in Taiwan over the massive fine levied upon the 
company. The company has racked up massive 

fines since its first entrance into the island nation in 2013, 
with the country deeming the ride sharing app illegal. The 
fine of NT$230 million, the highest in the world has caused 
the company to halt its operations and would begin on 10th 
February 2017. The company has continually faced stiff  
opposition to its existence from traditional taxi services 
across the world. 

FRENCH SOLDIER WOUNDS ATTACKER IN LOUVRE
 French soldier has fired upon a man carrying a 
knife and a suitcase attempting to enter the Louvre 
in Central Paris. A soldier was injured in the attack 

before a fellow soldier opened fire upon the man. The 
museum was evacuated and police have not ruled out the 
possibility of further attacks. France has seen increasingly 
militant attacks by the IS and the attack is the latest in the 
series of attacks upon the country. 

TABUNG HAJI TO INVEST RM2BIL IN PROPERTIES
embaga Tabung Haji will allocate RM2bil for real 
estate investments in UK and Australia for the next 
three years. Group managing director/chief 

executive offi  cer Datuk Seri Johan Abdullah said this 
investment strategy would ensure Tabung Haji of recurring 
income in the future. In a statement, he says “We haven’t 
made any final decisions yet. We have identified a building 
which would be able to provide 8% returns yearly.” Tabung 
Haji would also be focusing on concessional projects for 
2017, especially those which involved the government in 
relation to infrastructure, in order to strengthen the fund’s 
acquisitions in the future.

LENOVO, HUAWEI 
AND BBK RANK 
AMONG THE 
WORLD’S TOP 
10 BUYERS OF 
SEMICONDUCTOR 
PRODUCTS

hinese 
hi-tech 
compa-

nies Lenovo 
Group, Huawei 
Technologies and 
BBK Electronics 
are ranked among 
the world’s largest 
buyers of 
semiconductor 
products last year. 
On the back of 
their steady 
market expansion 
around the world, 
the three compa-
nies have 
purchased a 
combined 
US$28.55 billion 
worth of chips last 
year, up from 
US$23.65 billion 
in 2015. 

MALAYSIA SENDS AID TO ROHINGYA
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EU GRANTS GEORGIA VISA- FREE TRAVEL 

he European Union has granted the 
country of Georgia a short-term travel 
visa waiver for all travellers in the 

Schengen area - an area that covers over 26 
countries. Giorgi Kvirikashvili, the country's 
prime minister, called it "a truly historic day", 
expressing gratitude to the EU body for the 
inclusion. Georgian citizens will thus be able to 
enter the EU without a visa for short stays – up 
to a total of 90 days – under a new law passed 
by Parliament which is expected to come into 
force in March. 

CHINA MOVES TO ASSURE FOREIGN INVESTORS

hina’s President Xi Jinping has elected to reassure foreign 
investors of the country’s commitment and viability towards 
them. Amidst the backdrop of the World Economic Forum in 

Davos, the Prime Minister has defended globalisation and further 
promised improved market access for foreign companies. This is in 
response to fears that China is becoming increasingly hostile towards 
foreign firms operating in the country and a number of foreign investors 
closing down their operations in the country. 

A
catamaran carrying a boat 
load of Chinese tourists 
and Malaysians capsized 

off  the coast of Sabah, causing three 
deaths and six missing persons. One 
of the missing persons is a Malaysian 

while the rest were Chinese. The 
incident happened due to strong 
winds and an over load of the boat. 
The government of Sabah has pledged 
to ensure such an occurrence shall 
not happen again. 

JAKARTA GEARS 
UP FOR POLLS

he 
public 
is 

gearing up to vote 
for Jakarta 
Gubernatorial 
post and 
candidates are 
gearing up to vote 
in the polls. Three 
candidates are in 
the running for 
the polls with 
diff erent 
candidacy issues 
with the three 
candidate pairs in 
the Jakarta 
gubernatorial 
election off ering 
promises to 
various social and 
demographic 
groups across the 
capital. 

CATAMARAN BOAT CAPSIZES OFF COAST OF SABAH 

    APPLE TO BUILD IPHONE IN INDIA

pple will start making iPhones in 
India this year as the firm looks to tap 
a booming middle class in India. The 

US giant has not confirmed the move, but chief 
executive Tim Cook has confirmed that the 
company intends to invest significantly in India. 
"We have an understanding with Apple and we 
expect them to start manufacturing in 
Karnataka by the end of April," Priyank Kharge, 
Minister of Information Technology and 
Biotechnology in southern Karnataka state says. 
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H
SBC Global Research has 
announced findings that 
shows private consumption 

is expected to drop from 5.6% in 
2016 to 3.7% this year. The report 
has further stated that stagnating 

wages, a two year high in unemploy-
ment and increasing costs of living as 
main drivers for the drop in spending. 
This has placed Malaysia as one of the 
highest spots in household debts 
across Asia. 

CHINA MOVES TO INVEST IN PAKISTAN 
hinese companies are in talks to snap 
up more businesses and land in 
Pakistan after sealing two major deals 

in recent months, a sign of deepening ties after 
Beijing vowed to plough $57 billion into a new 
trade route across the South Asian nation. A 
dozen executives from some of Pakistan's 
biggest firms told Reuters that Chinese 
companies were looking mainly at the cement, 
steel, energy and textile sectors, the backbone of 
Pakistan's $270 billion economy.  

INDONESIA’S STATE-OWNED OIL COMPANY 
PERTAMINA REMOVES CEO, DEPUTY

ndonesia’s Pertamina has removed its 
CEO Dwi Soetjipto and deputy CEO 
Ahmad Bambang citing leadership 

problems. Instead, director Yenni Andayani has 
been appointed acting CEO. The energy sector 
is vital to Indonesia’s economy, although its 
portion of state revenues dropped to an 
expected 3.4% in 2016, down from around 25% 
in 2006, according to data from consulting 
company PricewaterhouseCoopers.

   SINGAPORE'S MANUFACTURING 
   ACTIVITY EXPANDS

anufacturing activity in Singapore 
grew for the fifth straight month in 
January amidst an uncertain global 

future, according to data released by the 
Singapore Institute of Purchasing and Materials 
Management. The report further states that the 
expansion was due to a faster rate of increase in 
factory output, new orders, new exports and 
inventory holding with the engineering sector 
showing signs of expansion as well. 

MALAYSIANS SPENDING LESS THIS YEAR
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01
APP PROGRAMMER
As clichéd as it sounds, technology is moving quicker 
than ever these days and what was once inconceivable 
to us – the ubiquitous smart phone app – is now a part 

of life. Writing and programming one is not terribly diffi  cult, though 
it would mean some serious learning for those of us who have never 
made one before. 
        There are plenty of ways to go about it. Programming classes to 
take, idea bars scattered around the city, even asking friends and family 
if they would be able to contribute and teach. 
        As for your ideas, the sky is the limit. Apps for party planning, 
meet-ups and social networking, or even an organiser cum PDA for 
the busy young professional. There are plenty of ideas and nothing 
is impossible.

02
IF YOU HAVE THE TALENT FOR IT, 
WHY NOT TRY MAKING SOMETHING? 
Working with your hands is a good way to start. Kuala 
Lumpur and Singapore is filled with fairs, flea markets 

and various other events that showcase whatever a person can make. 
Crafts, masonry, jewellery and even fashion accessories are items that 
can be made and sold for a good profit and with some ingenuity. 

03
UPCYCLE 
Somewhat related to the second 
point, but upcycling is good busi-
ness these days. In the year of in-

flation and lowered spending power, no one is 
spending as much as they could have in yester-
years. What better way to capitalize on it than 
‘upcycling’ it. If you're an artist or just have a 
knack for crafts, try turning items that would 
otherwise be thrown out into useful products and selling them at craft 
fairs or on a website like Etsy. Collect old clothes  and use the fabric for 
quilts, bags, or  even new clothes. Broken porcelain will always find new 
life as a frame or pot. 
        And there is a new generation coming up that just love to spend 
their weekends rummaging through tables full of other people's 
unwanted items, looking for treasures. No time than the present. 

04
FOOD/EVENTS BASED UPON IT
Can you cook? Bake? More importantly, can you make it 
look deliciously scrumptious? Yes? Then capitalize on it. 
        Food is always in style and it’s never going away. 

If you have an ability to cook or bake, sell your wares. Set up an 
online shop, promote it. Or head on to a flea market and sell it.  As 
a nation of foodies – and we do so pride ourselves on food – there is 
always the chance that your business will take off  and your business 
becomes an empire. 
        Start a stall or a food truck. Nothing is more 
popular than a food truck that comes 
along selling the latest and freshest 
in food. If it works out well, 
there is always the 
restaurant route. 

06
PERSONAL TRAINER
Now, you may need to have a licence and look reasonably 
fit, but if you do have the knowledge, look healthy and can 
fit it in your schedule, why not go for it. There are plenty 

of individuals who need guidance on their health and what better way to 
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Running low on cash? In this day and age, everyone needs 
a second job to survive or even market themselves correctly 
to make it in our first job – a dream job – so to speak. Ideas 
are a dime a dozen but there is no reason to not repeat them 
here. Here are a dozen ideas that we have compiled that 
may be of use to you. Some jobs are passion projects; others 
are capitalizing on experience and ability. But all of them 
require little to no cost to get started. 

BY 
CALVIN 
TUNG          

IMPORT/
EXPORT 

SPECIALIST
Buying and importing goods into the 

country can be risky business but it can also 
pay off  handsomely. There are plenty of niche goods 

or even some products that the public cannot obtain easily in 
the country. These are good avenues to explore. Some items can 
be obtained but only in bulk and the average consumer will not 
justify the purchase if they have to buy numerous items at once. 
But be forewarned, if you don't already have work experience 
with importing and/or exporting, you will have a longer learning 
curve. Start by learning the basics and then slowly expand. 
Pick the right niche and you just might 
find yourself with an excellent 
customer base to 
grow. 



1 1

help them by charging them for your knowledge. If you know the basics 
of nutrition as well, this could be a viable business plan as well. Here, 
there aren’t many sports trainers who have the knowledge nutrition as 
well. It would be an excellent area to expand into. 

07
BOOK RESELLER 
Now here’s an idea that no 
one really thinks about. 
Sell your books. 

There are plenty of us out there 
with a few books in our collections 
that we do not want any more. 
Collect them. Find them and then 
sell them. 
        Physical copies of books 
take up space. They get yellowed, 
spotted and produce a musty smell 
that is unlike anything else if printed on good 
old quality paper. There are those with these sentiments. Physical book 
lovers exist and there are plenty who will appreciate a good old book 
hunt. Be the person/stall they would love to visit. 
        Do note that there are plenty of book sales these days but most 
book fairs focus upon the newer wares. Anyone with a few older 
unwanted books could find themselves with a good buyer if they market 
themselves in forums, websites or even in person. 

08 FREELANCE WORK
Technology is always an excellent area to freelance 
in. Start-ups, Mid-sized Companies and even the sole 
entrepreneurs would occasionally need help in tech 

related works. Website building, programming and maintenance are 
popular and ever needed jobs. Some may even need graphic design 
works. It never hurts to have some copy writing skills to go along with it. 
        There is also good business in the hardware side of technology; 
with the repair and refurbishing of computers. Investigate all the 
components – laptops, phones, desktop – and you just might be able to 
branch into corporate repair works instead. A large corporation might 
have multiple desktop computers in need of repairs – and do not have 
the budget to replace every single old and outdated model – you can 
make good money repairing them. 

09
CONSULTING 
Consulting can be good business. To be a consultant, you 
need to have an expertise in something so you can market 
yourself as an advisor to others looking to work in that 

area. If you have the expertise and the experience, it pays handsomely to 
teach others what you do know and what they are getting wrong.  

10
VIRTUAL ASSISTANT
Ever heard of virtual 
assistant? We have! They 
are everything an assistant 

is supposed to be doing except 
done online. Answer your 

calls, return emails, 
and keep your client’s 

schedule from halfway 
across the world. You’ll 

need a background 
in administrative and 
personal assistant 
experience and if you have a laptop, a good website 
to market yourself and an ability to manage a few 
clients remotely, you’re all set. Everything is done 

remotely at the comfort of your own home without the 
need to leave for an actual offi  ce. Not a bad place to branch out for 
those who can. 

11
COLLABORATE 
Easier said than done but if you have a skill that goes well 
with a friend, why not join forces and create a business 
together? A combination of two or more synchronised 

skills could very well make your side business be your main job one day. 
An example; a person with bookkeeping skills aka an accountant could 
do well together with someone with years in Human Resources. Your 
new business could be a one stop shop that off ers both bookkeeping and 
the handling of employee issues while your clients could focus on other 
aspects of the business. 

12
TRANSLATOR 
As a nation of multilingual people, 
there are plenty of companies who would 
need to update their sites and records in 

multiple languages. Being fluent in the major languages 
and do an excellent job translating all their works into multiple languag-
es could come in handy. And who would not love translating a piece of 
literature from one language to another? Or perhaps a person who is 
unable to communicate in our major languages? With the amount of 
visitors and tourists coming in to the country, it is always a good idea to 
have someone understand their language and communicate. 
        And why not move into transcribing while you are at it? While the 
job may soon become obsolete due to better voice to text applications, 
technology has yet to catch up to the level of a person’s transcription. Its 
always a good idea to branch out. 
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forget. An idea is just that, an 
idea. Filming a two-minute video 
telling the world “I have an idea! 
It is the greatest and best-est idea 
ever! Fund me now!”, plonking it 
on a crowdfunding site and then 
expecting the money to roll in is 
never going to work. The odds of 
that working are so minimal that 
you just might be better off  buying 
a lottery ticket. 
        Any serious entrepreneur 

would also quickly realise they 
still need to follow through with a 
solid business idea and plans for 
this business to succeed. What 
changes is the method of raising 
funds, not the day to day building 
of the business. 
        So, to create a – dare we say, 
kickass crowdfunding campaign, 
there are some dos and don’ts 
that a person really should know 
as they make their bid online. 

BY 
CALVIN 
TUNG

*Fully funded projects as % of all projectsSource: Company reports

CROWDFUNDED PROJECTS ON KICKSTARTER IN 2012

T
o the average tech-savvy 
entrepreneur, the concept of 
crowdfunding isn’t new, nor is it 
particularly novel a concept. To 
the uninitiated, a crowdfunding 
is the act of having strangers 
or the general public fund your 
business endeavours instead of 
traditional investors.  
        This method of raising 
capital is one of the few ways 
that new model businesses are 
now diff erent from the way 
things are done traditionally. 
In many ways, this method of 
acquiring funds and starting up a 
business bypasses a lot of limited 
options that the once traditional 
entrepreneur would once have. 
And increasingly, crowdfunding is 
the way to go for new start-ups to 
get funding.
        After all, the rapid rise 
of Kickstarter, Indiegogo and 
hundreds of other crowdfunding 
sites have brought to mainstream 
consciousness the viability of total 
internet strangers giving them 
their hard earned cash for an idea 
made it easier for some to get 
their products funded. 
        For example, “Exploding 
Kittens”, a card game with a 
target amount of $10 thousand 
hit their target within 8 minutes 
and by the end of their target 
campaign period, achieved 
$8,782,571, making it one of the 
best Kickstarter campaign of all 
time. An impressive feat, what 
with the short time frame their 
target amount was met and the 
massive amount it generated. 
        But lest one gets ahead of 
themselves, not every crowdfund-
ing project ever meet their mon-
etary goals – an estimated 60% 
don’t – nor should the burgeoning 
entrepreneur expect their goals to 
be met that easily.  
        Here’s the thing most of us 
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themselves, not every crowdfund-
ing project ever meet their mon-
etary goals – an estimated 60% 
don’t – nor should the burgeoning 
entrepreneur expect their goals to 
be met that easily.  
        Here’s the thing most of us 
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01 SOLID PLANNING
Do you have a business plan? 
No? Time to start working on it. 
Start with the basics. Is your idea 
viable, business worthy and most 
importantly, is it unique? In a sea 
of entrepreneurial start-ups, every-
one and their grandmother has a 
brilliant idea for a great product 
that will change the world. Except 
that they most likely don’t. If 
there is a similar product widely 
available, what would make yours 
stand out of the crowd. 
        So, that means countless 
hours of research time, prepara-
tion and networking before the 
initial launch. Researching what 
makes a successful campaign suc-
cessful helps immensely. Create a 
timeline, estimate of expenses and 
the cost of creating the product. 
        It is time consuming, 
backbreaking work but let’s 
face it, even if the money does 
miraculously appear, without 
suffi  cient planning, your start-up 
will still fail regardless.
        As Indiegogo co-founder 
Danae Ringelmann says, "You 
can't launch a campaign, go on 
autopilot and expect money to 
come rolling in." 

02 NETWORK AND 
THE IMPORTANCE OF 
CROWDFUNDING SITES
A recent article on techcruch.
com showed the diff erences 
between two top crowdfunding 
sites and the diff erences between 
the amount that they managed 
to raise. For example, Indiegogo 
campaigns were found to have 
raised far fewer successful 
campaigns with $98 million total, 
while Kickstarter had about six 
times that, or $612 million. 
        The notion that diff ering 
sites would off er diff erent odds of 
success isn’t terribly surprising, 
given that both sites off er diff erent 
models of raising funds and 
occasionally, brand awareness. 
Some platforms may diff er in their 
target market, with their focus 
only on social entrepreneurship 
or goodwill like Gofundme. 
        While Indiegogo did 
arrive on the scene earlier than 
Kickstarter, Kickstarter arguably 
has a bigger market penetration 
and success rate of the two – 40% 
success rate. It should be noted 

however that Indiegogo will 
release funds even for partially 
funded projects, with the direct 
consequence that campaign 
owners are free to set very 
unrealistic goals which may not be 
met on paper but could be met in 
their own business plans. Another 
speculation is that as a site, 
Indiegogo does have a reputation 
of allowing more outré and risky 
projects to be listed on their sites 
while Kickstarter takes a more 
stringent view on things. 
        Another more pertinent 
point is simply this; lower 
traffi  c to the site means 
lower awareness. The lack of 
awareness ultimately translates 
to a lack of success. 
        By choosing a lower visited 
site, an entrepreneur might 
inadvertently hamper their 
eff orts to raise funds before it 
even begins. Figure out a site 
that works best for you, with 
the highest volume of traffi  c 
that would suit your needs best 
and market accordingly. Just 
because your brand is an indie 
brand unknown to the world yet 
does not mean that you need to 
market your product to an even 
smaller crowd. There is a world 
of diff erence between starting 
up a business idea and seeking 
additional funds. 

03 PRELAUNCH SUPPORT
This is incredibly important, if 
only because not enough empha-
sis has been placed upon it. For 
reasons – good or bad, this isn’t 
terribly surprising in and of itself. 
        Before a launch goes live, it 
is important to have at least some 
of the monetary goals committed 
for as a first wave of support. 
No one wants to back a dead 
campaign – launching a campaign 
without any fund secured is akin 
to a dead campaign. You aren’t 
selling the illusion of a thriving 
campaign, you are enticing the 
second wave of support from 
actual strangers to come have 
a looksee at your product and 
perhaps, maybe, just maybe, back 
your vision. 
        So, take this time to cultivate 
a network of backers. Go out, 
talk to everyone and secure some 
funding. It need not be much, 
but a network of readily available 
individuals willing to back your 

vision is crucial. If you are unable to drum up support in the real world, 
what about online? 
        For example; in 2012, webcomic author Rich Burlew turned to 
his fans online to help fund the physical reprints for his long running 
for free to read webcomic Order of the Stick, a comedy-adventure 
based upon the Dungeons and Dragons game. Initially seeking $57 
thousand, his massive fanbase quickly met that goal in under two 
days. The support continued and by the end of the campaign, had 
reached $1,254,120 raised with over 14,952 backers pledged, making 
it Kickstarter's most funded project by a single person and its most 
creative work the site had yet seen. 
        Hit up influential bloggers, social entrepreneurs and anyone who 
has any say in the products you are about to launch. Befriend them, tell 
them your ideas and get them to help spread the word. What better way 
to have publicity than to let the movers and shakers of the online world 
put in a word or two for you.  
        Consider creating cross promotional campaigns as well. Indie 
band Bigtree Bonsai raised $6,956 – which was double their target via 
IgnitionDeck after creating the hashtag #letsmakearecord across most 
of their social media platforms.

04 MONEY AND FINANCING YOUR GOALS
In some cases, some campaigns prefer to take small incremental 
steps to achieve their goals. This is fine. 
        There is some sense in lowering or even breaking up your 
campaigns into smaller, easily manageable portions for your company. 
        Soylent, a drink produced by Rob Rhinehart is a prime example; 
having raised a whopping $3 million on crowdfunding site Tilt, the 
company managed to further secure additional funding from private 
investors again. They had delivered upon their promises and so when 
they came back asking for more, backer gladly returned with more 
cash to continue their support. 
        Others prefer to aim big and bold, charging out at the front gates, 
gun blazing and fanfare galore. This is also fine. Figure out what works 
best for your business and tailor your campaign goals accordingly. 
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        Do not, however, be overly 
ambitious. As a cautionary tale, 
Canonical’s crowdfunding cam-
paign got overly ambitious and 
failed spectacularly. Its Ubuntu 
Edge Smartphone had a $32 mil-
lion crowdfunding target. While 
it had managed a respectable 
$12 million, this was certainly far 
below its target amount, making it 
an unfortunate failure. 
        As an aside, never forget 
to add in the amount of money 
needed to fulfil your campaign 
goals. Many a business died 
upon the realisation that they had 
not accounted for the campaign 
promises and did not have enough 
to finish their product after 
delivering their backer’s goals. 

05 CREATE THE VIDEO
Traditionally, to launch a product, 
a demonstration of its prototype 
is needed to showcase to various 
news outlets, investors and other 
interested parties. In the world of 
start-ups, it is likely that you are 
asking for funding to create the 
product instead. This is where the 
video comes in. 
        The creation of a video to 
explain your product can make 
or break it. A dull and improperly 
marketed video is unlikely to 

gain any traction while a video, 
well made and with excellent 
marketing will generate the buzz. 
        In 2014, a young man named 
Zack ‘Danger’ Brown decided on 
a whim to raise money to make a 
potato salad. He asked for $10. 
It quickly spiralled out of control 
and by the end of his campaign, 
he had 6,911 backers pledging 
$55,492 to help bring his project 
to life.
        If there is a take-away from 
this story, it is this. Give backers 
a reason to care about what you 
are doing. The small internet joke 
grew massively because it was 
funny, personal and people cared. 
        Your campaign may never 
end up like the potato salad 
campaign, but it can learn a thing 
or two from it. A good campaign 
needs to be engaging and 
appealing to the crowd and this 
video did it. 
        Further, everyone likes to 
see, feel and know what they are 
getting into. The video must not 
only outline the product, it should 
market itself in such a way that it 
is relatable and personable. 
        This is also a good time 
to take note on your marketing 
campaign. If the crowdfunding 
campaign isn’t going well or is not 
receptive, consider the reasons 
and adjust accordingly. There 
is no shame in restarting the 
crowdfunding campaign again to 
get better results. 

06 HYPE AND DELIVERING
Ask yourself. What are you 
doing to hype up your product? 
What else are you doing to 
drum up support?
        Do not expect a small 
number of donors to drop large 
amounts of cash on your cam-
paign to make up the shortfall. A 
crowdfunding campaign may have 
a few large backers, but not every 
backer that gets in line has that 
backing power. 
        Instead, spread the word 
of your crowdfunding campaign 
far and wide.
        This is where your support 
network is just as useful. Get your 
friends, family and backers to 
donate immediately upon launch. 
Tell everyone and get everyone 
to tell their everyone about your 
campaign. Get them interested in 
it. The more persons who know 

about your activities, the better your chances are for funding. The 
saying “nothing attracts a crowd more than a crowd” applies here. 
        Create as big a momentum as you can. Research has shown 
that the most interest and buzz come from the first day itself, and 
slowly die off  as the end approaches. Your best bet would be to 
keep up the hype then. 
        Similarly, as the unexpected crowdfunding success of Burlew’s 
creative work kept ballooning, the author felt it prudent to continu-
ally add goals and new levels of rewards for each milestone that his 
backers had hit. This both kept his backers informed with the money 
they were to part and more importantly, invested in his works. 
        Create your videos, document your steps – the behind the scenes, 
so to speak – for the backers to see and get them interested in the 
event itself. Everyone wants to feel involved and what better way to 
do that than to show the world your journey. Share updates via posts, 
videos, Instagram, snapchat – there are endless ways to connect to 
your would-be fans and backers. Get creative and think of ways to get 
them continually interested. 
        There will be times when you fail to deliver the product within 
schedule. It is understandable; as a business owner, a timeline for the 
goods is simply a guideline to be followed that may not always come in 
time. But not all backers understand, nor do they want to.
        This is also the time when you are upfront about your work. 
Show them what you are doing in the time you were supposed to 
have delivered. Show them the product’s updates, what is holding it 
back. You may feel like you do not want to reveal too much – failure 
is very hard to be honest about – but you do owe them an explana-
tion. Remember, transparency breeds goodwill. It also makes for 
good brand awareness. 
        As a person running what is essentially a PR campaign, good 
brand awareness can turn your backers into loyal customers for the 
years to come. It wouldn’t do infuriate them by underdelivering or 
being late without any explanations. 
        It is also a good idea to solicit some feedback from your backers. 
As the person running the business, you can be too invested in the 
product and not realise its flaws and issues. Someone who is invested 
in the end product but not so detached from it can be useful in 
spotting where you will go wrong and give appropriate criticisms. 
  07 FOLLOW UP 
Always remember to follow through with the rewards and deliver 
your promises. There is nothing worse than a campaign that does not 
follow through. A campaign that does not follow through risks two 
things, fraud and worse, bad reviews from an angry crowd. Sure, you 
could refund the money and pay back all you have taken from the 
campaign. But there’s nothing like an angry crowd that remembers 
your deception and lack of commitment to what you have promised. 
        After all, there are plenty of apps, services and items out 
there to fulfil a niche. If your product is creating a new niche, 
heretofore unknown to everyone till now, it has to deliver on 
what you say it will do.
        On the flip side, if you do successfully commit and deliver, 
backers are much more likely to return and once again back your 
campaign should you need more funds for your enterprise. 
        It should also be noted that the added success and brand aware-
ness can help the company in ways that some traditional marketing 
channels are unable to penetrate. It can be a good idea to also take 
further smaller incremental steps in funding. By being transparent 
and honest about your endeavours, this would have already generated 
goodwill and brand loyalty towards the company and product.
        As is said; positive reviews mean greatly in a world where 
everything is on the internet. Everyone wants to be connected to 
something. And what better way is there for a company who has its 
start in the startup industry do that than to let their customer base 
grow with them.
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❏ Create your website 
❏ Set aside a new email account 
❏ Figure out your relevant social media profiles
❏ Business timeline/ Proposal
❏ Write a start-to-end plan & assign tasks
❏ Polish your elevator pitch
❏ Storyboard for your product
❏ List of personal contacts

❏ Decide on the crowdfunding platform
❏ Research successful campaigns
❏ Look at your competition
❏ Shoot for a GREAT video!
❏ Product photos!
❏ Q&A site for features and applications
❏ Product Specification? Price?
❏ Customer feedback site?

❏ Tell all your friends
❏ Submit campaign
❏ Reach out to influencers
❏ Link campaign to your site
❏ Follow up on reviews and comments

❏ Monitor the buzz
❏ Set Google alerts
❏ Update Backers
❏ Thank backers! 

❏ List of press and bloggers
❏ List of industry influencers
❏ Reach out to media and bloggers
❏ Create a social media plan
❏ Strategize a memorable launch day
❏ Set your price goal
❏ Calculate the number of backers you'll need
❏ Secure soft commitment

❏ Media mentions
❏ Timeline, all the way until shipping day
❏ Cost explanation: Funds for what you need
❏ Video updates for future use?
❏ Rewards and Perks!
❏ Stretch-goal Backup
❏ Cross Promotional Platforms?
❏ Launch!

PHASE 1 : PREPARATION PART 1

PHASE 2 : PREPARATION PART 2

PHASE 3 : LAUNCH!

TIPS TO KEEP IN MIND 
• Consider the tier for your levels and

rewards. Keep an extra one or two 
in the off chance that the amount 
exceeds your goals

• Keep your premium rewards limited
• Do not forget to include a budget

for your rewards
• Make sure the rewards are

compelling to potential donors

Top 3 Crowdfunding Sites

CROWDFUNDING 
SITE

Gofundme

Kickstarter

Indiegogo 

2014 
VOLUME RAISED

 

$470M

$440M

• 

FEE

5%

5%

5%

THINGS 
TO NOTE 

Over $3 Billion raised for personal fundraisers. 
Processing fee of 2.9% + $0.30 applies.

Personal fundraising not allowed. Creative only. 
Processing fees of between 3-5% apply.

3% processing fee. $25 fee for international wire.

RANK 

1

2

3

Take a look at the two contrasting graphs. Some backers are visual individuals 
and an entertaining graph charting your progress over a bland but serviceable 
one could make a difference between achieving your goals and failing it.
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B
ernard Jean Étienne Arnault  is a French 
business magnate, investor and art collector. 
He is the chairman and chief executive offi  cer 
of LVMH, a luxury group resulting from the 
merger between two companies, Moët 
Hennessys and Louis Vuitton, in 1987.
        In November 2016, his wealth is 
estimated to be US$37.3 billion, making 
Arnault is the richest man in France, and the 

12th richest person in the world.

EARLY LIFE His father Jean Leon Arnault was a manufacturer and the 
owner of a civil engineering company, Ferret-Savinel. After graduating 
from the Maxence Van Der Meersch High School in Roubaix, Bernard 
Arnault was admitted to the École Polytechnique from which he 
graduated with degree in engineering in 1971.
        After graduation, in 1971, he joined his father's company. In 
1976, he convinced his father to liquidate the construction division of 
the company for 40 million French francs, and to change the focus of 
the company to real estate. Using the name Férinel, the new company 
developed a specialty in holiday accommodation. Named director of 
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1987 I 1988 I 1989 I 1990 I 1991 I 1992 I 1993 I 1994 I 1995 I 1996 I 1997 I 1998 I 1999 I 2000 I 2001 I 2002 I 2003 I 2004 I 2005 I 2006 I 2007 I 2008 I 2009 I 2010 I 2011 I 2012 I 2013 I 2014

2014 - LVMH launches the Institut des Métiers d'Excellence, a vocational training program 
that allows the Group to pass on unique skills and savoir-faire to new generations

2013 - LVMH opens Hélios, its new Perfumes and Cosmetics research center in 
France, inside a building certified as being of High Environmental Quality (HQE)

2011 - LVMH launches the first edition of its Journées Particulières 
and opens the doors of its Houses to the general public

2009 - Nowness is founded, a digital platform that creates 
exclusive content for fashion, art and culture

2006 - As a tribute to its bond with the United States, Moët & Chandon 
lights up the Statue of Liberty to mark its 120th anniversary

2002 - Hennessy, Parfums Christian Dior and Veuve Clicquot 
carry out their first carbon assessment (Bilan carbone®)

2000 - The London-based LVMH House, a training center for Group leaders, opens its doors

1999 - LVMH opens its headquarters in New York, 
in a building designed by the architect Christian 

de Portzamparc, winner of the Pritzker prize
– –

LVMH establishes its watches and jewellery division
– –

A tribute to Christian Dior's love of flowers, 
J'adore becomes an iconic perfume as soon as it is launched

1992 - LVMH founds a division 
focused on the environment

1987 - The merger 
between Moët Hennessy 
and Louis Vuitton 
produces LVMH, the world 
leader in luxury products



company development in 1974, he became the CEO three years later. In 
1979, he succeeded his father as president of the company.
        In 1984, with the help of Antoine Bernheim, a senior partner 
of Lazard Frères et Cie., Arnault acquired the Financière Agache, a 
luxury goods company. He became the CEO of Financière Agache, and 
therefore took control of Boussac, a textile company in turmoil. Boussac 
owned Christian Dior, the department store Le Bon Marché, the retail 
shop Conforama and the diapers industrial Peaudouce. 
        Bernard Arnault sold nearly all the company's assets, keeping 
only the prestigious Christian Dior brand, and Le Bon Marché 
department store.

LVMH In 1987, shortly after the creation of LVMH, the new luxury 
group resulting from the merger between two companies, Arnault 
mediated a conflict between Alain Chevalier, Moët Hennessy's CEO, 
and Henri Racamier, president of Louis Vuitton. The new group held 
property rights to Dior perfumes, which Arnault believed should be 
incorporated into Dior Couture.
        In July 1988, Arnault provided $1.5 billion to form a holding 
company with Guinness that held 24% of LVMH's shares. In response to 
rumours that the Louis Vuitton group was buying LVMH's stock to form 
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FUN FACTS OF 
BERNARD ARNAULT

a "blocking minority", Arnault spent $600 million to buy 13.5% more of 
LVMH, making him LVMH's first shareholder. 
        In January 1989, Bernard Arnault spent another $500 million to 
gain control a total of 43.5% of LVMH, and 35% of voting rights, thus 
reaching the "blocking minority" he needed to stop the dismantlement 
of the LVMH group. On 13 January 1989, he was unanimously elected 
chairman of the executive management board. 
        Since then, Arnault led the company through an ambitious 
development plan, transforming it into one of the largest luxury 
groups in the world, alongside Swiss luxury giant Richemont and 
French based Kering. In eleven years, the market value of LVMH 
has multiplied by at least fifteen, while, simultaneously, the sales and 
profit rose by 500%. He promoted decisions towards decentralizing the 
group's brands. Due to these measures, the brands are now viewed as 
independent firms with their own history.
        Arnault professional decisions support the idea that LVMH has 
"shared advantages": the strongest brands help finance those that are 
still developing. The portfolio of major luxury brands has a history of 
stability, and thus its solidity allows for new acquisitions and group 
development. It is because of this strategy that Christian Lacroix could 
open his own fashion house. 

01__Bernard Jean Étienne Arnault was born on Saturday, 5 March, 1949. 

02__Arnault has been married twice, and has a daughter and four sons. He 
was married to Anne Dewavrin from 1973 to 1990, and the couple have a 
daughter Delphine and a son Antoine. Arnault married his second wife, 
Hélène Mercier, a Canadian pianist from Quebec, in 1991. The couple have 
three sons, Alexandre, Frédéric, and Jean.

03__Delphine Arnault, the daughter of Bernard Arnault, is surely following 
in the footsteps of her father. She is a billionaire already and indeed one of 
the richest women around the globe. In 2008, she was apparently reported 
as the world’s richest women. Her wedding in the year 2005 to the heir of an 
Italian family that had a wine fortune, Alessandro Vallarino Gancia, was a big 
affair. However, the marriage ended in 2010. As of now, it is reported that 
Delphine is expecting her first child.

04__After the 2013 budget was announced in France, 
Bernard Arnault came under fire as he applied for 
Belgian citizenship. The reason was that he would 
have to pay less tax as a citizen of Belgium. 
According to the new budget, France’s richest 
citizens, those who are earning more than €1million, 
would have to pay as much as a 75% tax.

05__Bernard Arnault luxury group is famous for 
its high-end products. The oldest brand under the 
belt of LVMH brands is Chateau d’Yquem, a wine 
producer. It originated back in the year 1593. The 
specialty of wines from Chateau d’Yquem is 
their longevity. The wine is also known for its 
sweetness and concentration.

06__Bernard Arnault’s LVMH is a huge success in 
many countries, notably in Japan. It is reported 
that almost 85% of Japan’s female population are 
a proud owner of Louis Vuitton products.

07__You get to buy products at discounted prices 
during seasonal sales, holiday sales, promotional 

sales. However, one thing that you will never find on discount is a 
Louis Vuitton. Bernard Arnault star brand never goes on sale and you cannot 

find it at a discounted price.

08__Bernard Arnault loves tennis and is often seen playing tennis to 
keep himself physically active and fit. His favorite tennis player is none 

other than the Swiss legend Roger Federer. He never misses a chance 
to watch a tennis game at the French open and is often spotted in VIP 

boxes along with his family.

09__Bernard Arnault is not only the owner of a luxury group, he is also 
a proud owner of an Island. He owns the Indigo Island, which is worth $35 

Million. The island is located in the Bahamas. It is spread over 133 acres and has 
a number of hilltop villas, beaches and of course his favourite, tennis courts.

10__Bernard Arnault has an approximately 11% share 
in the French retail giant Carrefour. Not only that, 

Bernard’s LVMH was able to capture 50.4% of shares 
of the Italian jeweler Bulgari, in 2011, which were 

previously family owned.

11__Bernard sure does know the importance of 
having a strong family bond. Bernard admitted in his 

biography titled “The Creative Passion” that he always 
has breakfast with his two youngest sons.

12__Bernard also knows how to cash in on luxury 
products. One of his most interesting quotes is as 
follows: “My relationship to luxury goods is really 

very rational. It is the only area in which it is 
possible to make luxury profit margins.”

13__With such a big luxury group under your 
belt, you are bound to own luxury goods 

too. Just like Bernard who is a proud owner 
of Amadeus yacht embedded with all the 

fashionable luxuries. The yacht has seen the likes 
of U2 singer Bono and British political figure Tony Blair 

on board, along with their families.



   FEATURE      26    FEATURE      FEATURE   26262626



27

E
ducation has always been a 
necessity without end. The 
pursuit of knowledge drives us 
all. We pass our knowledge down 
from one generation to another, 
parent to child, peer to another. 
        Knowledge and education 
has always been held in esteem 
in Asian cultures and with that 
in mind, parents have always 
emphasised the importance of 
gaining as much of it for the hope 
of a better life. 
        These days, it is no secret 
that higher education is no 
longer considered an option but 
a necessity to be employable. 
It is no longer enough to be a 
school leaver, it is imperative 
that the person seeks a path of 
higher education. 
        The nature of higher 
education has always been 
the same; education to those 
willing and able to aff ord 
it. From the yesteryears of 
lore when Universities were 
created for ecclesiastical 
learning and political 
governance, to the big 
businesses of colleges now 
the nature of the business has 
ever remained.  

EDUCATION AND 
TRAINING BUSINESS

BY 
CALVIN 
TUNG
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Speaking of inspiration, 
Malayandi gave thanks to his 
mentor, Tan Sri Dato’ Dr. R. 
Palan, a Malaysian entrepreneur, 
speaker and philanthropist. 
As he says “He had taught me 
the value in investing in people 
as well as the key attributes of 
leadership. Tan Sri was also 
instrumental in paving my foray 
into the world of business. His 
attachment to the development 
of human capital became the 
basis of my involvement in the 
higher education field as I felt 
education is a natural extension 
of human capital development.”
        For Kevin Tan, it was a 
more cynical view held. At 
the age of 30 he had simply 
found himself dissatisfied 

with the humdrum of work 
and had wanted more from 
life. Wanting more out life, he 
says he “decided to get out of 
comfort zone of working in an 
MNC. By chance, I was given 
the opportunity to start my own 
business with training programs 
and a project awarded by skills 
development centre.
        And did not want to be 
exploited. With this path, he 
would be able to achieve a 
better lifestyle and perhaps, an 
alliance with someone that he 
would be able to work with.
        At the age of 30, he had  
Opportunity came when he 
found the path to conducting 
training for others. 
        As we ask them what.

        Learning is the commodity 
traded and those who teach do 
it not just for the joy of teaching, 
but because it is a lucrative 
career path as well. Education 
is now a business and students 
are customers. And what big 
business it is. 
        As a Guardian article 
so aptly put it, they are 
“multimillion-pound businesses 
with complex leadership teams, 
human resources departments, 
mission statements, 
international strategies, 
communications executives and 
directors of enterprise.”
        Now, for most of us, the 
concept can be a hard one to 
swallow. But look around you 
and see the obvious. Tuition 

centres proliferate all over, 
spurred by increasing demands 
from anxious parents wishing 
the best for their children. 
Universities mushrooming 
aplenty. Trade schools teach a 
skill, though they are charged 
steeply for it. 
        It is undeniable and 
certainly this article can 
take upon a cynical view of 
things. But as this month’s 
article shows, this should not 
be the case. We speak to two 
educators in this issue, Kevin 
Tan, an entrepreneur who 
conducts training for others and 
Kalaiarasu Malayandi, Bursar 
and Chief Operating Offi  cer of 
Cyberjaya University College of 
Medical Sciences. 
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H
igher 
education is 
a business. 
Students are 
customers. I 
realize that 
your opinion 

is probably already on one side 
or another of this particular set 
of concepts. While I think that 
most of us would like to say that 
people pay for higher education 
to experience the joy of learning, 
the reality of the systems that 
make up higher education is that 
people go to school to pay the 
bills. Individuals attend a college 
or university as a means to an 
end. In a global environment 
where goods and services cost 
money, education is often the 
best way to increase one's 
financial standing. Students pay 
for their degrees. Degrees are 
often paid for via a credit 
arrangement in the form of 
financial aid. Debt is part of the 
process. It reminds me of buying 
car. The bank provides a loan to 

a cutthroat set of tactics and 
actions that were straight out 
of a business playbook. Non-
profits have long-benefitted from 
state funding, federal grants, 
and years of not having to pay 
taxes. It makes sense that the 
business practices of non-profit 
colleges and universities vary 
quite a lot from their for-profit 
competitors. The nature of 
"the game" has changed. For-
profit universities, non-profit 
universities, community colleges, 
workforce education programs, 
competency-based learning 
initiatives, the rise of badges, 
and the spread of online learning 
are all part of this "business" that 
we call higher education.
        When I enrolled at Indian 
Hills Community College 
(IHCC) in Ottumwa, Iowa, it was 
due to a single conceit: I didn't 
want to spend the rest of my life 
doing manual labor to earn a 
living. I believed that a college 
degree (I went to the University 
of Northern Iowa after earning 
an associate degree at IHCC) 
was the answer to being able to 
pursue a career where I would 
get paid for my thoughts and 
ideas. The most-expensive things 
that I have ever purchased 
have been my college degrees. 
They are also the most-valuable 
"products" that I have ever 
purchased. My degrees involved 
several businesses, and in my 
case, a very happy customer. 

cover the cost and the car's cost is acceptable due to its overall utility 
and value.
        In higher education, we often thumb our noses at those who 
would call our industry a "business." Plus, for a lot of student aff airs 
practitioners and faculty, the premise of students as "customers" is 
taken with a bitterness similar to ingesting a cough syrup. However, 
it's time to wake up from our collective hypocrisy when it comes to 
the business to which we contribute. Money is exchanged, debt is 
incurred, and a valuable asset in the form of a degree, certificate, or 
badge is obtained.
        Certain components of the business of higher education are 
readily identified. Admissions is the sales team. Athletics (at least for 
the major money sports) are a never-ending cash cow, brand vehicle, 
and alumni-giving machine. Academic advising and residence life are 
the customer service centers. Academic programs are the product...
the most valuable product that schools off er.
        Now, this is probably going to rile some folks up. I get it. We 
call advising "teaching" and student aff airs is all about "student 
development." Well, I suppose it all calls for a bit of nuance. In a 
traditionally-aged collegiate environment, development is essential. 
After all, most young people are still caught up in a maturation 
process that will involve a lot of dissonance. Keeping those folks at 
our schools, often called "retention" and "engagement" is quite similar 
to what businesses do when they try to retain their customers. This is 
why we sometimes try really hard to retain students (and increase an 
overall campus retention percentage) even if our particular program 
or school isn't a good fit for all.
        I know, it's all a bit of semantics. However, calling ourselves 
anything but a business seems unfair and untrue. Students pay a great 
deal for the product that is higher education.
        Shouldn't we acknowledge that non-profit status is really a 
financial boon for a massive system of businesses? Heck, when the 
for-profit industry came "on the scene," they went after profits with 
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P
resident 
Donald J. 
Trump 
proposed, 
during his 
elections 
campaign, his 

tax plan of cutting taxes for 
businesses and the middle class 
while campaigning for the 
primaries. In August he revised 
his plan and added many details 
including Tax Brackets, Standard 
deduction changes, corporate 
rates and eliminating the gift/
estate tax. Furthermore, Donald 
J. Trump's plan could have an 
eff ect on the economy at 
domestically and globally. Let’s 
examine some assumed outcomes 
for the United States from a 
global perspective.

INDIVIDUAL  Let's face it, there 
are not many people on this earth 
that think about the good of their 
country before the good of their 
own wallet. Trump's tax cuts are 
close to home and can help the 
average American. He proposes 
doubling the standard deduction 
and lowering eff ective tax rates 
across the board. This means that 
around $8,000 for single filers 
and $16,000 is completely un-
taxed; combined with the fact that 
most incomes will see a lowering 
of eff ective tax rates, everyone 
will be paying fewer taxes.
        Trump's system is very 
appealing across the board, 
but only two groups benefit 
greatly. First, since the standard 
deduction and the 0% tax 
bracket are increasing some 
families earning low incomes 
could experience no tax at all. 
The second group that could 
experience a massive tax break is 
multi-millionaires.
        "... the highest-income 0.1 
percent of taxpayers (those with 
incomes over $3.7 million in 2015 

States by pulling out of trade deals 
like NAFTA will actually decrease 
exports and make our exports 
more expensive. Plus, the one-time 
off shoring tax will create a strain 
on multinational companies. 
        The largest upswing for the 
United States would be the new 
low corporate tax rate could attract 
companies to come back to Amer-
ica and enjoy the low taxes. This 
is shown with the temporary gain 
in GDP growth rate. It has not yet 
been shared exactly how the lower 
corporate tax rate would bring 
companies back, most companies 
that have off shored their business 
still maintain corporate status in 
the United States and I doubt that a 
break in corporate taxes would be 
greater than what it costs to pay an 
American Labor force.
        In conclusion, Donald 
Trump's tax plan can and would 
have a much greater eff ect than 
it appears on the surface. If the 
senate agreed to adopt Trump's 
full plan as it is now: the individual 
would see personal taxes decrease 
and corporate taxes decrease 
as well, Federal revenues would 
swing high then low along with the 
United States GDP, and Trumps 
overarching economic policy 
could put America in a very sticky 
place in the global economy. As 
a forewarning, this essay follows 
many assumptions made by 
Moody's and the Tax institute. In 
final thoughts, Trump's tax plan 
would benefit Individuals and the 
United States corporations greatly 
but would create friction in the 
overall US economy could cause 
another economic slowdown. 

dollars) would experience an average tax cut of more than $1.3 million 
in 2017, nearly 19 percent of after-tax income."
        Some people compare Trump's tax plan to an escalated version 
of the George W. Bush tax cuts. Another issue with Trump's tax plans 
is they are very vague in substance and impractical in today's society 
where corporations and individuals take advantage of every break 
possible. One loophole that exists is that individuals can set up LLCs 
and like corporations and actually lower their tax rate, this is due to very 
low unearned income tax rates. By funneling all of your income through 
these mock corporations, individuals could create a tax ceiling of 
15%(Trump's unearned income alternative rate) even though the normal 
tax brackets go up to 33%. 
        Now, it can be reasonably assumed that this plan once brought to 
a cooperative congress would be tightened up with many more rules 
added to eliminate glaring loopholes and problems with the plan. In the 
case of a democratic house or senate, these tax reforms could be shot 
down entirely. With the assumption that his whole plan goes through the 
decrease in tax revenue could create a strained relationship between the 
United States' revenue stream and the expenditures they have budgeted 
for, thus influencing their ability to create an economic incentive for the 
U.S. economy.
        On a grander scale than the individual, the United States economy 
would change due to Trump's tax plan. After the individual changes 
are accounted for, the corporations would be the next largest factor. 
Trump plans on dropping corporate tax rate considerably, which would 
create an upwards swing in after-tax profits. This benefit could go two 
ways; first corporations could pay the excess profit out to shareholders 
in dividends or second corporations could reinvest the extra money 
into retained earnings. Either way, this would give an injection of 
good profits and growth to the economy. In terms of United States tax 
revenue, this growth caused by the tax break would make up for some 
of the deficit in tax revenue even more so if most of these profits were 
distributed in dividends. To further decrease the tax deficit Trump has 
proposed a one-time off shoring tax that would be paid by any U.S. firm 
that has moved its operations overseas. These measures could eliminate 
the deficit in the short term, but long term the deficit could arguably 
skyrocket. This is due to a drop in tax revenue and a projected increase 
in spending. Some major expenditures would include border security 
(the wall) and increases in military spending. 
        Trump has promised to decrease expenditures in other facets but 
has only stated that he will eliminate ineffi  ciency and cut out waste. 
Trump's economic policy is not very favorable for the United States 
economy. Due to increased globalization and low reinvestment of 
profits, the initial gain from Trump's plan diminishes and actually 
reverses. Overall, Trump's plan could be very bad for the economy, 
especially if previous tax cuts are any indication of their eff ects. 

GLOBAL IMPACT Internationally, the United States is no longer the 
world's only powerhouse. With a multitude of other countries on 
par with the US and winning in some facets. The United States is in 
no place to fall behind. The biggest problem with Trump's tax plan 
and his overall economic policies is that they are isolationist policies. 
Globalization has created winners and losers, but segregating the United 
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        This spark of interest is likely encouraged 
by the satisfaction of existing online shoppers, 
as well as the competitive prices non-online 
shopping consumers may find online. With 
this revelation, the barrier between online and 
non-online shoppers will be further brought 
down, thus cementing online shopping as the 
way forward for consumers come 2017. 

02 PAYMENT METHODS WILL CONTINUE TO 
MUSHROOM While cash is king, 90% consum-
ers who responded to the survey are now 
more open to the idea of opting for non-cash 
payment methods than they never had before. 
This means that businesses must up their game 
and off er multiple payment options, in a move 
to increase sales through the improvement of 
customer convenience. With more non-cash 
payment methods such as credit card and debit 
cards, and online bank transfer, businesses 
must take the necessary measures to ensure 
that these transactions are secure, so that 
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T
he online marketing industry rushed aboard Malaysian shores three 
years ago, only to be greeted with scepticism and talks of ‘Will it 
work?’. Today, consumers and business owners know the answer to 
that question by heart – ‘Yes, it will work and has been working!’.
        In a recent nationwide survey, 11street dived deep into the psyches 
of online shoppers to understand their sentiments with regard to 
e-commerce. Through this survey, 11street took the opportunity to set 
the tone for the e-commerce industry moving forward, and projected 
five key trends that will lead the way for online shoppers. 

        These very trends also serve as a leverage for businesses to strategise their marketing plans, 
in order to adhere to what consumers want and how to go beyond expectations in terms of 
customer service and product delivery. 

01 ONLINE SHOPPING IS THE WAY FORWARD Constant connectivity to the Internet and a multi-
screen world are changing the way consumers see online shopping. The distinction between 
digital and in-store journey is blurred, and so spurs brick-and-mortar retailers to consider 
integrating e-commerce and m-commerce into their existing business plan.
        While consumers are not 100% abandoning physical stores anytime soon, it is predicted that 
existing online shoppers will continue to buy more frequently, and non-online shoppers would 
start to explore e-commerce in the next 12 months. This is based on the results of the survey, in 
which 85% of respondents who have never shopped online before expressing interest in hopping 
aboard the online shopping bandwagon in the next 12 months. 
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consumers continue to gain confidence in their online payments. 
        This is a win-win situation for every party in the industry. Firstly, 
businesses with an online arm will continue to thrive when they off er 
more payment options for their customers. Secondly, consumers who 
are exposed to a myriad of payment methods get the option to choose 
their preferred channel, and in the long run, better manage their 
finances. Thirdly, online marketplaces will impose a more stringent 
payment monitoring system, resulting in safe online transaction for all. 

03 EXPLORATION AND VENTURE INTO NEW PRODUCT CATEGORIES
Just like every other industry – big or small - the emerging e-commerce 
capabilities are pushing for changes in trends. If you were to buy 
furniture or fresh produce online two years ago, you would think: 
“Furniture products such as sofas, or fresh produce such as poultry 
and vegetables, are the kind of things people will never buy online 
simply because most will want to have a touch and feel of the items. 
Not only that, how will it even be delivered?” Well, this is 2017 and 
that scepticism is about to change.
        Survey respondents have revealed home décor and furniture, 
household and groceries, and health and supplements as top priority 
categories that they will likely to explore in 2017.  As consumers gain 
familiarity with online shopping and with increased logistics coverage 
and aff ordability, it is envisioned that consumers will begin shopping for 
daily essentials, fresh produce and personal items online, thanks to the 
easy accessibility of shopping apps that enable the easy browsing and 
purchasing right off  their smartphones. 

04 EXPRESS DELIVERY WILL GAIN TRACTION As the logistics industry 
grows exponentially to keep up with the rigorous demands of online 
shopping, it is predicted that consumers will relook the timeline as to 
when they would like their purchases to be delivered – in this case, the 
faster the better. 
        While 90 of the survey respondents indicated that they 
would be willing to wait up to one week for the delivery of their 
purchases, more than 60% of them stated that they are willing to 
pay extra up to RM10 for express delivery. As a setting trend for 
express delivery moving forward, in which consumers expect faster 
delivery at more aff ordable price, established couriers should take 
note of these advances and adapt their services to keep up with 
technological advances in order to continue keeping the customers 

happy by off ering better services and faster delivery.

05 IT GOES BEYOND PRICE At the end of the day, while we have 
established that consumers are encouraged to shop online due to its 
many cost-saving benefits, it also boils down to all the other frills such as 
customer service, positive product reviews, and many more.
        Therefore moving forward, sellers will have to step up their 
game and go the extra mile to deliver better services by familiarising 
themselves with the processes of managing growing sales volume, rising 
expectations on logistics, and delivering impeccable customer service. 
        The e-commerce industry goes beyond a mere shopping experience 
– it is a shopping revolution. 
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S
outheast 
Asian 
consumers 
are shopping 
more online 
during 
12/12/17. 

With 62 percent of users making 
the final purchase on a diff erent 
device than the one they initially 
browsed with, regional retailers 
who can capitalise on this mobile 
shopping trend will be more 
successful at converting 
transactions in the shopping 
seasons that follow, revealed 
Criteo, the performance 
marketing technology company.
        Based on Criteo’s analysis 
of 19 million transactions made 
in Southeast Asia to key retailers’ 
websites last year, findings include:
        On 12 December, there 
was a 26 percent visitor uplift to 
key retailers’ websites and 140 
percent sales uplift.
        About 62 percent of buy-
ers browsed key SEA retailers’ 
websites with a diff erent device 
before making a final purchase – 
retailers must embrace consum-
ers’ cross-device browsing and 
purchasing habits and ensure they 
are using technology that allows 
them to engage the same person 
shopping across multiple devices. 
        Criteo predicts that mobile 
commerce (mCommerce) will 
dominate eCommerce in driving 
sales this year – 34 percent 
of online transactions was 
generated by mobile phones, 
and a further 33 percent via 
mobile applications for brands 
leveraging Criteo technology.
        “Seasonal shopping 
events like 12/12 are becoming 
immensely popular across this 
region. Our proprietary data 
has also revealed a significant 
increase in online traffi  c and sales 
conversions leading up to 12 
December. During this period, 

and has significantly increased our 
customer interactions and brand 
loyalty. We have also become more 
effi  cient with our marketing spend 
while enabling us to maximise 
our profitability. This is especially 
important during key seasonal 
shopping periods such as on 12 
December, as more retailers start 
to recognise these seasonality 
uplifts in sales. 
        The challenge is being able 
to recapture the consumers’ 
attention and Criteo’s Engine has 
ensured that our ads are always 
relevant to shoppers, thus helping 
to drive sales conversion,” added 
Tito Costa, Regional Managing 
Director, ZALORA Group.
        eCommerce, mCommerce and 
cross-device usage will continue 
to drive interest and sales during 
seasonal periods and retailers must 
engage users on the right platforms 
and at the right time to be eff ective 
at driving ultimate sales. 

two-thirds of consumers browsed SEA retailers’ websites with a diff erent 
device before making a final purchase. This shows that consumers 
are not only looking for the best online deals during seasonal periods, 
but are also doing so seamlessly across multiple devices. Retailers 
must therefore turn to cross-device retargeting and exact matching 
technology to precisely pinpoint their behaviours and engage with them 
wherever and whenever they browse and purchase,” said Alban Villani, 
Commercial Director, Criteo, Southeast Asia, Hong Kong and Taiwan.

 
ZALORA, Asia’s online fashion destination, recognised the need for a 
robust cross-device strategy to increase conversions and build loyalty 
across the consumer journey. While they have a dynamic website, 
ZALORA needed to not only increase its mobile app traffi  c but also 
repeat in-app interactions and transactions.
        Comparing the Year-on-Year (YoY) data for in-app traffi  c and 
sales transactions across Malaysia, Criteo’s performance marketing 
solution has helped ZALORA achieve a 487 percent increase in sales 
transactions and 2653 percent increase in in-app traffi  c. By leveraging 
the strength of the Criteo Engine, they were able to analyse each 
shopper’s readiness to purchase, their navigation patterns, geographic 
locations and seasonality, before delivering the right number of relevant 
and personalised ads to boost revenue at optimal costs. 
        “Criteo has become a phenomenal partner for us in Southeast Asia 
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603-2272 9853
1300 88 7243

marketing.my@sage.com
enquiry.my@sage.com

www.sage.my

Sage Software Sdn. Bhd.
(441389-K) 
Suite 1B-6, Level 6, Block 1B, 
Plaza Sentral, Jalan Stesen Sentral 5, 
Kuala Lumpur Sentral, 
50470 Kuala Lumpur, Malaysia

Learn New Tax Code from Custom Certified
Consultants by Sage (7 Cities)

Manage
accounting and

finances
Manage people

and payroll
Manage the

entire business
Business

Intelligence
Manage

payments

Please do not worry about this, we are bringing this program to 7 cities 
to provide you with an update on the following:

- New Tax code update by Custom Director
- Know how to handle new Tax code via system 

- Avoid any wrong processing and entries 
- New feature and basic training 
- GST Audit & GAF File Review 

With the information above, it will definitely save you more time to
figure out the best way to manage your account.

Interested? Book your seat now. Seats are limited.

It has been a month since the new budget 2017 announcement, are 
you looking forward to Sage workshop?

Sunway George Town, Penang –15 Feb 2017
Weil Hotel, Ipoh – 16 Feb 2017
KSL Resort Hotel, JB – 20 Feb 2017
Holiday Inn, Malacca – 22 Feb 2017

Date

Time 9:00am to 5:30pm
Fee

:

:
: RM 299/pax

More Details & Registration
Visit here for more details or contact us at
T: +603 2272 9888 | E: training.my@sage.com

** Early Bird will be entitled to receive a mystery gift. Refer early bird dates 
     stated in the table below.
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SOCIAL 
ENTREPRENEURSHIP
 NOW IS THE TIME

BY 
MIOR 
AZHAR

THE SOCIAL ENTERPRISE OF THE FUTURE

CUSTOMER INSIGHT
No longer a snapshot in 

time, but rather real-time 
stream of more predictive 

insights that can be 
targeted directly to 

business outcomes.

REPUTATION 
MANAGEMENT

Becomes proactive, 
integrating and synthesizing 

information across 
traditional and social 

channels driving action in 
real-time.

RECRUITING
Becomes dominant process 

for talent acquisition 
and retention.

CUSTOMER CARE
Traditional Call Centers disappear 

as customers get answers from 
peers, experts and employees 

across the enterprise.
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SOCIAL 
ENTREPRENEURSHIP
 NOW IS THE TIME

S
ocial entrepreneurship is a major area of interest in many social and 
civic organizations and has a significant impact on many areas of 
society. During the past decade economic resources have become 
more diffi  cult to acquire and society has continued to exhibit 
economic and cultural decline. Concurrently, communities are in 
need of initiatives that will enhance their financial viability and 
programs that will enhance the overall viability of the population.
        Social entrepreneurship initiatives are ventures that can 
serve as a method of increasing the social value of a community, 

organization or cause while enhancing the financial viability of a not-for-profit organization. 
With this being stated, social entrepreneurship has been defined in diff erent ways by many 
diff erent theorists. Bill Drayton, CEO of Ashoka, defines social entrepreneurship as a term 
coined to describe "individuals who combine the pragmatic and results oriented methods of a 
business entrepreneur with the goals of social reform."
        A more basic definition of social entrepreneurship states that it is "the process of using 
entrepreneurial and business skills to create innovative approaches to social problems." 
Therefore, it is a methodology that is presently being used to resolve community and societal 
concerns globally. Social entrepreneurship as an area of specialized entrepreneurship is not 
defined by the same titling in every culture. For example, in Latin America countries social 
entrepreneurship initiatives are referred to as "Micro Enterprise." 
        In India the same program would be identified as a "Social Mission." Though termed 
diff erently in various regions, social entrepreneurship initiatives are being implemented 
to solve specific societal and community concerns by focusing on the needs and resource 
availability within specific geographic regions.
        In 1993, Harvard Business School started its social enterprise program with its mission of 
"generating and sharing knowledge to help individuals and organizations to create social value 
in the not-for-profit, private and public sectors," and the University of Miami has refocused 
its business school curriculum to include coursework in the areas of ethical-decision making, 
social entrepreneurship and community engagement with the primary focus being to expose 
students to various areas of civic engagement while concurrently teaching them leadership and 
team building skills.
        Tertiary level institutions, including Duke, which has established a Center for the 
Advancement of Social Entrepreneurship as part of its Fuqua School of Business, and 
Columbia University where the research initiative on social entrepreneurship is embedded 
in its school of business, have also made strides to enhance the study and education of those 
seeking to venture into areas of social entrepreneurship and social venture implementation. 
        With social entrepreneurship being perceived by many as a new way of stimulating 
social change, Idee Winfield believes that the implementation of community-focused service 
learning projects is the first step in exposing youth to the various attributes associated with 
social entrepreneurship. Through community involvement, youth will begin to visualize and 
experience the various social issues within their community and envision ways to solve these 
problems. Winfield states that social entrepreneurship should be promoted in primary and 
secondary education, and coursework should be adjusted to allow students to "see how abstract 
socially focused concepts can have real world applicability." Jeff rey Soderborg, a member of 
the Kauff man Center for Entrepreneurial Leadership Clearinghouse on Entrepreneurship 
Education, is also an ardent proponent of social venture education who believes that social 
entrepreneurship would be more readily accepted if youth were exposed to information 
expounding the laurels of these initiatives during their primary and secondary academic years.
        As youth expand their horizons through the establishment of entrepreneurial eff orts, 
knowledge and exposure to information about the process involved in the establishment of 
entrepreneurial business eff ectively plays a major role in the rate at which business entities are 
established. A study focusing on entrepreneurial interests among black youth ages 14 to 19 
identified that 75% of the youth surveyed had interest in becoming entrepreneur. The study 
also found that these minority youth believed that more information about entrepreneurship 
should be presented through their schools. They also believed that entrepreneurs have a 
responsibility to reinvest in their community.

CORPORATE SOCIAL RESPONSIBILITY
Personal values often serve as the justification for entrepreneurs to focus organizational eff orts 
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        Examples of context-giving initiatives 
include the Cisco System Networking 
Academy, which trains computer 
network administrators and provides 
job opportunities to those who complete 
the program; the DreamWorks SKG film 
production program that trains low-income 
individuals in occupations that are needed 
in the film and entertainment industry; 
and American Express Travel and Tourism 
Academy which trains high school youth 
for careers in the hospitality and tourism 
industry. Corporations that invest in 
corporate-giving social venture programs are 
concurrently gaining positive return on their 
social investment, improving the economic 
climate of the communities where they are 
located and gaining positive exposure for 
their organizations.
        At times social ventures do not have the 
intended impact on the community. A study 
focusing on the impact of community focused 
business ventures found that businesses 
started with the intent of enhancing a 
community often lose focus by becoming 
focused on profitability and competition. 
Competition and self-focused motivators 
were identified to be factors that played an 
additional role in the impact and economic 
role that entrepreneurial ventures have in 
community settings.
        While many foundations, trusts and 
philanthropic organizations, accumulate 
and distribute resources with the intent 
of providing services to enhance specific 
community or social causes, many of 
these organizations are looking for ways 
to gain public exposure for their eff orts. 
Organizations also attempt to leverage their 
gifting eff orts through seeking not-for-profit 
organizations that are willing match the 
funding received. 
        The success of funded programs is 
evaluated through performance outcomes 
and indicators, and through promoting the 
organization's work through success stories 
provided by program clients. These methods 
are viable ways for funding agencies to 
acquire value and exposure through their 
philanthropic eff orts and simultaneously 
continue their eff orts to enhance the 
communities in which they invest.
        With the social philanthropic eff orts 
of Warren Buff et and Bill Gates gaining 
a high degree of attention, and many 
leaders engaging in activities to promote 
social advocacy, corporations are seeking 
ways to also gain exposure with social 
entrepreneurship. Social entrepreneurship 
from the corporate perspective can be 
defined as corporate social initiatives used by 
a corporate entity as vehicle to show support 
for social causes. In recent years, many 
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on socially focused ventures. The organizational decision to forgo pursuing financial gain 
with the intent of using the corporations' profit resources to enhance a community is often 
referred to corporate social entrepreneurship. Corporate Social Entrepreneur (CSE) is a term 
used to describe corporate initiatives whose primary focus is to enhance a social concern and 
whose secondary focus is financial gain. The corporate social entrepreneur diff ers from the 
financial profit seeking entrepreneur in the area of decisions made that aff ect the community 
and environment in which their organization functions. Research identified that in corporate 
social entrepreneurship business acumen serves as a factor in the success or failure of social 
venture initiative implementation. Research identifies that success factors associated with the 
implementation of social responsibility initiatives were linked to whether the entrepreneur 
exhibits behavior that is moral, amoral or immoral.
        The amoral entrepreneur would pursue initiatives only if they were deemed acceptable by 
the organization as a whole. The immoral entrepreneur implements initiatives based on what 
can be potentially gained for self as well as for the stakeholders, while the moral entrepreneur 
would pursue social responsibility initiatives based on what was in the best interest of the 
organization. Individuals identified as corporate social entrepreneurs are individuals who 
are more active in community activities and are actively involved in social responsibility 
eff orts. Corporate social entrepreneurs also are more likely to implement social responsibility 
initiatives based on an organization's long term objectives.
        While many corporations are looking for ways to increase their social responsibility 
eff orts, in some regions corporate responsibility eff orts are not progressing. A policy paper, 
"Corporate Social Responsibility in Latin America and the Caribbean," documented that 
corporate social responsibility activity in this region has "stalled." The reason for stagnation in 
this region is "minimal government involvement" and the lack of "private sector involvement." It 
was also identified that initiatives to implement programs focusing on social responsibility are 
often initiated outside of the market, and then subsequently not embraced by stakeholders who 
reside within this geographic region.
        Corporations are continually looking for ways to increase corporate advantage through 
their social responsibility eff orts. While proponents of corporate social responsibility believe 
that corporations are obligated morally to engage in eff orts to enhance social, community and 
environmental concerns, many stakeholders believe that social involvement should only be 
initiated if the eff orts are going to strengthen the organization's image, brand, moral or stock 
value. With this in mind, corporations have separated social issues into specific categories.
        These categories are social concerns that are general, social concerns that are value chain 
based and concerns that focus on social dimensions of competitive contrast. Generic social 
issues are identified as social concerns that do not directly aff ect the company's operation 
and do not have an eff ect on a company's competitive advantage. Corporations are least likely 
to get involved or invest in projects that focus in these areas because they will not receive a 
high value of return on their involvement. Value Chain Social Impact issues can significantly 
aff ect a company's operation and can have an impact on the way a company conducts business. 
Corporations are more likely to be involved in value chain concerns, but only after conducting 
due diligence studies to ensure that a return on investment will be achieved over time.
        Social issues that aff ect a company's financial profitability or serve to enhance or increase 
a company's competitive edge are likely to be areas that a company will invest in because of the 
direct impact that these initiatives will have on the company's overall viability and stability. An 
example of a social dimension projects is General Electric's investment in under-performing 
high schools throughout the country. General Electric believes that through investing 
financial and professional resources in under-performing high schools in areas where they 
have substantial financial investment, they are investing in enhancing a community, as well as 
directly increasing their future employment prospects.
        Whole Foods Market is an organization that has taken control of its social value position 
through purchasing products from local farmers. Also, Whole Foods maintains strict controls 
over all of the products produced and sold in all of its locations. They even have extended 
their social and ecological eff orts through off setting the use of in-store electricity with the 
installation of wind conversion generators, converting their trucks to operate on bio-fuel and 
trucking spoiled produce to regionally located compost sites. 
        Though the investments in these technologies may be costly at the onset, the long term 
financial, civic and market exposure benefits far exceed any initial costs incurred.
In the area of corporate philanthropy many corporations are at a loss. They continue to be 
involved in the conflict between philanthropic giving and investor requests for increased 
profits. For this reason many corporations engage in context-giving programs. Context-giving 
programs are programs that are defined as allotting resources to specific projects that will 
enhance the community while simultaneously enhancing the corporation.
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Fortune 500 companies have implemented 
social ventures with the intent of enhancing 
their corporate image through providing 
funding for various social causes.
        McDonald's is one such company that 
has funded social causes for many years. 
McDonald's primary social venture is the 
Ronald McDonald House Charities. The 
Ronald McDonald House provides lodging 
for the families of adolescents, ranging in age 
from birth to 18, who are receiving critical 
care for illness in communities that are away 
from their community of residence. The 
Ronald McDonald House allows families 
to reside in these temporary living facilities 
throughout the child's period of treatment at 
no charge.
        The Federal Express Corporation 
also funds programs focused on the 
implementation of socially responsible 
programs. FedEx is a supporter of St. 
Jude's Children's Hospital and has been 

acknowledged by Reader's Digest as one of "Americas Best Charity Minded Corporation." 
Federal Express has also been recognized for providing funding for numerous community and 
civic organizations, including March of Dimes, Heart to Heart organization, an organization 
that focuses on delivering food and health resources globally, the United Way and the National 
Civil Rights Museum. These are just a few of the charitable initiatives that allow Federal 
Express to present itself as a socially conscious organization.
        Virgin Mobile has partnered with Youth Noise, a not-for-profit organization that brings 
youth together for networking and brainstorming opportunities, and Stand Up for Kids, 
the largest all volunteer not-for-profit organizations in the United States, to implement 
an initiative to expand its corporate social responsibility activities. The project involves 
recording artists donating ring tones to Virgin Mobile and through partnership agreements, 
5% of the proceeds received through ring tone sales are donated to various "Virgin Mobile 
Charity Partners." This initiative, established in June 2006, is being positioned to raise over 
$250,000 annually.
        For social ventures to gain global acceptance, corporations need to become involved 
in ventures that allow employees and consumers to see the social, community and external 
benefit of these ventures. This process is identified in countries south of the United States, 
where the concept of social responsibility is one that has been embraced by many but 
implemented by few. Many government organizations expect non-government, or private 
organizations to take responsibility for ensuring the stability and longevity of the resources 
throughout this region while the private sector is looking toward government agencies for 
intervention. 

ENTREPRENEURSHIP, ENTREPRENEURIAL START-UP, MARKETING, MEDIA MANAGEMENT AND LEADERSHIP ENGAGEMENT
PAUL VAN PUTTEN, IS AN EDUCATOR, ENTREPRENEUR AND BUSINESS CONSULTANT IN THE AREAS OF SOCIAL 



sustained innovation at all levels. The chal-
lenge is that as an organization grows, manage-
ment structures and bureaucracies, designed 
to channel growth, tend to create barriers to 
small-scale enhancements.
        While there are exceptions, in larger 
organizations employees tend to feel removed 
from the function of innovation and are less 
likely to take independent action or off er 
revolutionary ideas.
        The commitment to establishing the right 
psychological conditions for innovation needs 
to start at the top. This means that, as a leader, 
you need to consider your own assumptions 
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T
he need for constant reinvention is a given in today's business 
environment. And while a breakthrough product or concept can 
catapult an organization ahead of its competitors, in these fast-paced 
times, that advantage is often short-lived.
        While major product or service breakthroughs make headlines, it's 
the steady incremental innovations made by employees every day that 
give an organization the sustained growth it needs.
        Sustained innovation comes from developing a collective sense 
of purpose; from unleashing the creativity of people throughout your 

organization and from teaching them how to recognize unconventional opportunities.
        As innovative ideas surface, a clear sense of mission empowers front-line employees to act on 
new ideas that further your company's purpose.

IT STARTS AT THE TOP Leaders create the psychological environment that fosters 
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about innovation and their role in creating and 
changing your organization's culture.
        You need to appreciate the value of 
incremental as well as major innovations, 
understand the psychology of innovation 
and take the lead in promoting an innovative 
culture. Otherwise, it's just not going to 
happen.
        While your organization's innovative 
capability depends on multiple factors, there 
are several steps you can take to create the 
psychological conditions that favor inventive 
thinking, regardless of your industry or the 
size of your organization.

1 ESTABLISH A CLEAR SENSE OF 
DIRECTION
Changing cultures involves 

changing minds, and that takes time. But 
as with any initiative, a clear sense of the 
target helps to speed the journey.
        Your organization's mission helps to 
organize and direct the creativity of its people. 
What is the purpose of consistent innovation 
in your enterprise? Is it to add customer value 
to existing products and services...to speed 
delivery...to increase on-time arrivals?
        Having a clearly articulated message 
allows everyone to focus on innovation where 
it can deliver the greatest value. Innovation, 
as Peter Drucker has defined it, means 
creating a new dimension of performance. 
A sense of mission clarifies the direction of 
performance and helps determine which new 
ideas to focus on.

2 OPEN COMMUNICATION Open 
communication between 
management and employees sets the 

stage for an atmosphere of trust. But if you 
want to establish a new, more trusting culture, 
you can't expect employees to take the first 
step.
        Company leadership initiates the process 
of open communication by sharing information 
with employees on a regular basis. This 
includes good news and bad.
        Southwest Airlines policy of sharing 
information enabled the company to weather 
the sudden increase in fuel costs during 
the 1990-91 Gulf War. The company kept 
everyone informed as fuel prices soared. 
Southwest's CEO Herb Kelleher sent a memo 
to pilots asking for their help. Through 
inventive thinking, the pilots found ways 
to rapidly drop fuel consumption without 
compromising safety or service.
        Leaders of organizations that sustain 
innovation off er multiple opportunities 
for communication.
        While not every company can off er an 
open-door policy for its senior executives, or 
even a chance for regular face-to-face contact, 
every organization can institute programs that 
enable front-line workers to feel heard. From 

CEO lunches with cross-sections of employees, to monthly division meetings between employees 
and the general manager, to open intranet forums for idea sharing and feedback, leaders can 
communicate their openness to hearing innovative ideas from those who are closest to the 
customer.

3 REDUCE BUREAUCRACY While larger organizations are often considered less 
entrepreneurial and inventive than their smaller counterparts, it's not the size of your 
company that inhibits innovation -- it's the systems. Bureaucracy slows down action and 

is a serious impediment to innovation.
        Smaller organizations can often move faster on implementing innovative ideas because they 
have less bureaucracy. When Jack Welch was reengineering General Electric he said, "My goal is 
to get the small company's soul and small company's speed inside our big company."
Faster implementation encourages further inventive thinking. Think for a minute. If you had an 
idea for an innovation, and it required 6 weeks to clear channels and another 3 weeks to get 
funding, would you have lost any impetus for further contribution?

4 INSTILL A SENSE OF OWNERSHIP An ownership mentality creates a powerful incentive 
for inventive thinking. When an individual is clearly aware of how his or her interests 
are aligned with those of the company, he or she has a strong reason to "go the extra 

mile" to further the mission.
        Stock ownership is a significant, if not essential, incentive for employees. However on its 
own, profit-sharing doesn't guarantee your employees will think like owners.
        When employees don't see how their individual eff orts aff ect company profitability, they tend 
to be passive and reactive. To encourage greater involvement, make sure each employee knows 
how his or her work aff ects company performance.
        Southwest gave pilots the freedom to design and implement a plan to reduce fuel 
consumption because they were in the best position to determine what would be eff ective. Pilots 
pitched in enthusiastically because they understood the impact their actions had on the bottom-
line and ultimately, on their own futures.

5 MAKE SURE RECOGNITION AND REWARDS ARE CONSISTENT
While financial rewards are often tied to innovations, rewarding only the individual or 
team responsible for the "big idea" or its implementation, sets up a subtle competitive 

atmosphere that discourages the smaller, less dramatic improvements.
        Even team-based compensation can be counterproductive if teams are set up to compete with 
each other for rewards. These incentives discourage the cross functional collaboration so critical 
to maximal performance.
        Companies that successfully foster an innovation culture design rewards that reinforce 
the culture they want to establish. If your organization values integrated solutions, you cannot 
compensate team leaders based on unit performance. If your company values development of new 
leaders, you cannot base rewards on short-term performance.

6 A TOLERANCE FOR RISK AND FAILURE Tolerating a certain degree of failure as a 
necessary part of growth is an important part of encouraging innovation. Innovation is 
a risk. Employees won't take risks unless they understand goals clearly, have a clear but 

flexible framework in which to operate and understand that failures are recognized as simply 
steps in the learning process.
        Toyota's Production System transfers quality management and innovation authority to front-
line plant workers. Workers are able to make adjustments in their work if they see an opportunity 
for improvement. If the innovation works, it's incorporated into operations, if not, it's chalked up 
to experience.
        A major psychological benefit of Toyota's method is the development of trust. Employees 
who trust their bosses are more likely to take intelligent risks that have potential benefit for the 
company.

7 ELIMINATE PROJECTS AND PROCESSES THAT DON'T WORK
As your organization innovates you need to practice what Peter Drucker calls "creative 
abandonment." Projects and processes that no longer contribute should be abandoned 

to make room for new, progressive activities.
        While no organization wants to squander financial resources on unprofitable activities, it is 
actually the irreplaceable resource of time and employee energy that is wasted if a company holds 
on to the old way of doing things.
        Innovation requires optimism. It's about an attitude of continually reaching for higher 
performance. You can't expect employees to maintain an optimistic attitude if they feel compelled 
to continue in activities that are going nowhere. 
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N
elson’s is a Malaysian brand 
that has its start as a 
corn-in-a-cup kiosk that 
rapidly outgrew its modest 
beginnings. Known locally 
by its distinctive bright 
green and yellow coloured 
kiosks, they are an 
ubiquitous sight around the 

country’s various malls and shops. 
        Established in Penang in 1995 by Datuk Seri 
Nelson Kwok, the humble corn in the cup belies its 
humble past. Nelson’s is now a successful brand that has established 
itself as a leader in the corn & other snack food franchise in Malaysia 
and abroad. Within its brand umbrella, it off ers a variety of snackable 
items like waffl  es, dorayaki, corn soup and corn juice, various juices, 
bubble tea and tropical ice-cream flavours.
        Their vision statement is “To be the country’s leading 
corn and snack food franchise. To be represented in the Global 
Markets” has served the company well as it expands throughtout 
the country and further. 
        Today, the brand franchises more than 1000 outlets in over 17 
countries; including the Middle East, Egypt, China, Vietnam, Turkey, 
Brunei and Indonesia. Nelson’s pride themselves in the quality of their 
products and hygiene is essential to Nelson's brand image. 
        As part of their supply chain, the company partners with a variety 
of local corn farms and factories to yield their own specie of corn – the 
N28 – to ensure succulent kernels and a high sweetness level. 
        With a proven track record, good training provided and 
comprehensive operating procedures the brand enjoy strong successes 
by many of its franchisees. 

BECOMING A FRANCHISEE 
There are two categories of franchise levels:
  a. Kiosk/Outlet 
  b. CKD Scheme (Complete Knockdown Scheme)

The CKD Scheme area measures 8ft x 8ft, which takes up a small area 
of the purpose of selling the products. 

        The kiosk/outlet however, comes with an equip-
ment package of the following – 2 freezers, steamer, 
drinks dispenser, bubble tea counter, blender, cash 
register, menu duratrans, related stainless steel racks 
& pans and small wares & accessories that would 
help running of the day to day business. 
        To become a franchisee, an interested person 
would need to have about RM30,000 to RM80,000. 
The franchise fee for Nelson's is RM12000 for 5 
years. There are no royalty charges by the Franchisor 
to encourage business growth. 

BECOMING A MASTER FRANCHISEE A Master Franchisee is a step 
above a Franchisee where they are given the opportunity to operate 
many more outlets within a given territory. This means that the Master 
Franchisee will have an opportunity to manage a large chain of outlets 
operated within the territory. Should he wish to, a Master Franchisee 
would also be able to recruit new Franchisees within their territory 
thereby earning them franchising fees and profit from the supplies sold 
to their Franchisees within their given territory.
        There are several benefits to becoming a Master Franchisee. 
First, a Master Franchisee will be able to have higher returns on his 
investments from every outlet that is owned by him.
        Secondly, the opportunity to innovate and introduce new 
products within the chain is also given to Master Franchisee to help 
him grow the business.
        However, the Master Franchisee must have suffi  cient investment 
capital to operate several outlets per year while securing good 
warehousing and cold storage facilities. This is to ensure smooth 
business operations due to multiple businesses running simultaneously. 
        Also, a Master Franchisee must be able to secure good a location 
with a high traffi  c flow in his territory. There is a preference to 
complexes – malls and similar business outlets, educational institutions, 
petrol kiosks and highway stops and various other likely places. 
        Lastly, there is a requirement that a Master Franchisee must 
possess good management and business administrative skills to operate 
a snack food business chain to ensure that the business does not suff er 
from mismanagement and lack of experience. 

TRAINING FACILITIES The main operational training required to run the 
franchise would be provided by Nelson’s to ensure baseline competency 

in running the business. It is also recommended 
that the franchisee be hands on in the operations of 
their respective outlets. This does not mean that the 
Franchisee needs to be constantly present in their 
premises at all times. If they are a Master Franchisee, 
they need only supervise their staff  at their outlets to 
prevent mishaps. 

 FRANCHISE CONTACT DETAILS

COMPANY:
NELSON'S FRANCHISE (M) SDN BHD
SECTOR:
FRANCHISE, FOOD
CONTACT:
7, Jalan Penyelenggara U1/77
Taman Perindustrian Batu Tiga
40150 Shah Alam
Selangor
Website: www.nelsons.com.my
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  VIETNAM  IN FIGURES

Land Area 332,698 km2
Population 95,261,021
Population density 276.03/km2
Life expectancy 73.4 years
Adult literacy 94.5%

  THE ECONOMY

Currency Đong 
GDP $593.509 Billion
GDP per heads $6,400
Unemployment 3.7%
Main Exports clothes, shoes, 
 electronics, 
 seafood, 
 crude oil, rice, 
 coffee, wooden 
 products, 
 machinery
Export Destinations US, China, Japan, 
 South Korea, 
 Germany
Main Imports machinery 
 and equipment, 
 petroleum 
 products, steel 
 products, 
 raw materials 
 for the clothing 
 and shoe 
 industries, 
 electronics, 
 plastics, 
 automobiles
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V
ietnam, or more 
accurately, Socialist 
Republic of Vietnam is 
a country located on the 
easternmost part of the 
Indochina Peninsula in 
South east Asia. “Viet 
Nam”, as it means, 
translates as "Viet 
south" where "Viet" is 
an ethnic self identifica-
tion dating to a second 
century B.C. kingdom in 
the region and "Nam" 
refers to its location in 
relation to other Viet 
kingdoms around it. 
        The country of 
Vietnam occupies about 
331,211.6 square km – 
roughly the size of Ger-
many. To the east, the 
country’s coast meets 
the Gulf of Tonkin and 
South China Sea while 
the north neighbours 
China. Laos and Cam-
bodia face the western 
part of the country. 
The southern coast of 
Vietnam faces the Gulf 
of Thailand. 
        The population 
of Vietnam stands at 
95,261,021 persons 
with the dominant Viet 
ethnic group constitut-
ing around 86% of the 
population. A large sec-
tion of the population 
are also adherents to 
some form of indig-
enous religion while the 
rest conform towards 
Buddhism, sects of 
Christianity, and ag-
nosticism.  The country 
also ranks 15th in most 
populated country.
        Traditionally 
known as French Indo-
china due to its occupa-
tion by the French since 
1884, its subsequent 
control by the com-
munist forces during 
World War Two has 
made the country into a 
Communist State ever 
since. It is currently one 



of the world's four remaining one-
party socialist state that champions 
Communism, with the other three 
- China, Cuba and Laos. 
        Progress has been stagnant 
until 1986 when the Government 
enacted reforms to bring forth 
economic political reforms to bring 
forth modernisation and a more 
competitive, export-driven industry 
than it previously did. 
        While the current Government 
leaders control many of the coun-
try’s infrastructure and political ex-
pression, nevertheless the country 
has shown immense potential and 
growth. To date, Vietnam’s eco-
nomic growth is now ranked as one 
of the highest in the world with its 
cheap labour, lower currency rate 
and strategic location in Asia. 

LANGUAGE  The offi  cial national 
language of Vietnam is 
Vietnamese, a language spoken 
by the entire population. French 
is also taught in schools due to its 
history of French colonisation and 
increasingly, English as a spoken 
and written medium is taught in 
schools as well. However, the local 
population remains largely unable 
to converse in English except for 
most tourist and business sites.  
Speak clearly and concisely when 
speaking to the locals.  
        It is also advisable to bring 
along your own interpreter 
when conducting a business. An 
interpreter helps convey a meaning 
that may not be evident when 
dealing with a State Offi  cial or 
Business Partner in the country. 
Further, they will be able to 
translate any dealings that may take 
place in the meeting when you are 
unable to follow the language.

TRADE IN VIETNAM With the 
economic reforms, the Vietnamese 
Government have reaffi  rmed 
their commitment to economic 
modernization and a more open 
economy. Since 2000, the country 

 TIPS ON DOING BUSINESS IN VIETNAM
  Business Cards are an important aspect of business. Always bring a good supply of 
  them to a business meeting.
  In business, exchanging business cards are an important ritual. Failure to bring an 
  adequate supply may bring a negative impression upon yourself. 
  Vietnamese are punctual and expect everyone to be so. Do be punctual. 
  Shake hands with both men and women at both the beginning and the end 
  of a meeting.
  Vietnamese are traditional and men will routinely sit near men while women will 
  be seated with women. There is a given assumption that each gender will be more 
  comfortable with their own. 
  Dress conservatively. When attending a � rst meeting, it is advisable to be wearing 
  a jacket and tie to the meeting. Women should be advised to wear something that 
  covers the knee and shoulders. 
  When referring to someone, it is highly advisable to use his or her given name with 
  the appropriate title if you are unfamiliar with them. 
  Seniority is essential so a mark of respect when speaking to someone with a more 
  senior position or knowledge will ease the way.
  When served with a small selection of food and drinks, do sample them to avoid 
  displeasing your hosts. 
  Gift giving is a widely practiced custom. Bring along small gifts such as fruit, food 
  and a small token of appreciation when meeting your hosts in a meeting.  
  It is still considered polite to have your materials translated into Vietnamese even 
  if your colleagues understand your presentations in English. However, it is 
  advisable to bring along a translator to conduct business if you are  
  Relationship building is key to a successful business. When meeting with o�  cials, 
  small talk is essential to build trust between two individuals. However, do get to 
  the point after a few minutes to avoid wasting their time as well. 
  Also, connections and introductions are an important part of doing business in 
  Vietnam as Vietnam is a very relationship based country. Locals tend to hire other 
  locals and that will in� uence their business decisions. 
  Your hosts will not end the meeting. As guests, you are expected to end the meeting. 
  It is considered rude to gesture to someone using your � nger. If you must indicate, 
  do so with your hand. 
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in Vietnam accounts for roughly 44 % of its GDP. With aggressive 
promotions of its own country as a cheap alternative for backpackers and 
nature lovers, the country has received a significant boost in its economy. 
Its large national parks, world heritage sites and large mix of French and 
Vietnamese architecture make it ever more appealing for tourists to visit. 
In 2012, Vietnam received more than 6.8 million international arrivals, 
up from 2.1 million in the year 2000. 

AGRICULTURE  While Vietnam considers themselves a developing 
country, they are still heavily reliant upon agriculture (20% of their 
GDP). There has been a push by the Vietnamese Government in their 
Industrial and Service Sectors but by and large, their agricultural 
industries are here to stay.
        As one of the world’s largest exporters of rice and cashews, the 
country’s population is largely employed by this sector, taking up an 
estimated 50% of their labour force. 

has begun an expansion to boost 
its industry in addition to its 
tourism sector. It now accounts for 
roughly 38% of the economy.
        Currently, Vietnam is 
trying to reform its economy by 
restructuring public investment, 
state-owned enterprises, and 
the banking sector. While this 
doesn’t always work, poverty has 
decreased significantly since their 
economic and political reforms 
since the 1980s. 
        As a developing economy, 
Vietnam export is also on the 
rise and is sometimes viewed 
as a cheaper alternative to the 
Chinese production market. The 
value of goods exported in 2012 
had reached US$115 billion – an 
increase of 18% from 2011. It is 
mostly driven by the growth in 
FDI. At the same fiscal year, FDI 
increased by 31% amounting to 
US$72 billion.
        This is compounded by the 
Free Trade Agreements that the 
country has brokered – amongst 
which are EU-Vietnam FTA and 
the currently brokered deals with 
the Regional Comprehensive 
Economic Partnership (RCEP) 
and the ASEAN Economic 
Community (AEC). 
        Trade is also encouraged by 
the country with the reformation 
of its financial sector, streamlining 
business regulations, and the 
improving the quality of its 
workforce. Vietnam also off ers 
competitive financial incentives 
to businesses seeking to set up 
operations in the country and a 
low corporate tax income to lure in 
investors into the country. 
The top manufacturing sectors— 
food, cigarettes and tobacco, 
textiles, chemicals, and electrical 
goods— currently experience 
rapid growth and are expected to 
increase further.

SERVICE AND TOURISM IN 
VIETNAM  The service industry 

  FUN FACTS 
    Vietnam is the largest exporter of cashews in the world, and the second 
    largest exporter of rice
    Vietnam is home to approximately 16% of the world's species making it 
    one of the world’s most biodiverse countries
    Football is the most popular sport in Vietnam
    An estimated ten million motor bikes travel on the roads of Vietnam every day
    The most common surname in Vietnam is Nguyen
    Vietnam is also home to the world’s largest cave, Son Doong
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AMAZON ECHO, 
ECHO DOT AND ALEXA

V
oice assistants have 
been around in the 
form of Apple’s Siri 

and Google’s voice search since 
2011. But it was Amazon’s Echo 
speaker and Echo Dot that 
brought voice control into 
many homes. But it was Alexa’s 
smarthome integration that 
really made the Internet of 
Things a reality, connecting 
and controlling disparate 
devices using voice commands. 
For answering questions, 
reading the news, playing music 
and being an everyday assistant 
with timers, alarms, alerts and 
even being a calculator when 
you’re elbow deep in a DIY 
project, Alexa can do it all and 
amazingly can hear you above 
the racket of daily life.

In a bad year for many things, technology actually 
had a good time in 2016. There were plenty of new 
products and services released that were worth the 
digital ink used to describe them. Here are some of 
the best technology that rocked the world last year.

THE DEVICES OF 2016 COMPILED 
BY 

MIOR 
AZHAR

WIRELESS EARBUDS
B

luetooth headphones 
are almost mainstream. 
From Beats and Bose 

to old school brands such as 
Sennheiser and Marshall, almost 
every manufacturer has a set. 
But 2016 was the year that truly 
wireless earbuds – no wires 
connecting them at all – became 
a thing. Apple had to delay its 
AirPods, but at the end of 2016 
Jabra’s Elite Sport and Bragi’s 
the Headphone proved it could 
be done. You’ll still have to pay 
early adopter prices, but they do 
what they say on the tin.

SAMSUNG 
GALAXY S7 EDGE

W
e’d had curved 
screened smartphones 
before, but the 

Samsung Galaxy S7 Edge 
showed just why they were good. 
With a stunning 5.5in curved-
edge screen, Samsung made a 
phablet in the body of a standard 
smartphone. It made a 
large-screen experience in a 
non-hand-stretching size with an 
excellent camera, waterproofing, 
expandable storage and all-day 
battery life to boot.
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SKY
T

raditional 
broadcast TV 
services have 

stagnated over the past 
couple of years, while 
over-the-top services such 
as Amazon Video, Netflix 
and the BBC’s iPlayer led 
the way. Sky’s Q dragged 
broadcast TV kicking and 
screaming into the 21st 
century with a modern 
interface, fast box and 
service that put time and 
place shifting at the heart 
of it.
        It records, it downloads, 
it supports 4K and can spit 
video around your house via 
Q Mini boxes or the Q app 
on smartphones and tablets 
using your home network. 
Sky Q was pretty expensive at 
launch, but now is available 
from £20 per month.

OCULUS TOUCH 
CONTROLLERS

V
irtual reality becomes 
even bugger in 2016. 
From HTC’s Vive to 

Google’s Daydream, there was a 
headset to suit almost any 
budget. But it was the release of 
Oculus’ Touch controllers that 
really made VR an experience 
worth having. The revolutionary 
hand controllers did more than 
just track the motions of your 
hands and give you buttons to 
squeeze. They actually tracked 
the position of your fingers on 
the controllers – you can point, 
grab, squeeze, give the thumbs 
up and pull a trigger with ease. 

BOSE QC 35
C

ommuting sucks, 
but noise-cancelling 
headphones that 

block out the drone of your 
train, bus or aeroplane 
can make it a little more 
bearable. After years of 
avoiding wireless, Bose 
finally brought its world-
leading noise-cancelling 
technology to Bluetooth 
headphones in the QC35s.
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SAMSUNG 
SMARTTHINGS HUB

T
he Internet of 

Things is a 
mess of 

diff erent smart devices that 
refuse to talk to each other. 

Samsung’s SmartThings 
Hub acts as the bridge 

between brands, connecting 
your Z-Wave, Zigbee and 
Wi-Fi devices into one big 

happy family.
        Some devices are 
supported natively, but 
it is the large developer 

community working 
tirelessly to hack together 
ways to connect stubborn 
devices that really makes 

SmartThings. If you’re 
comfortable getting your 
hands a little dirty on the 

backend - with some pretty 
extensive instructions - then 
the Hub can join everything 

up and bring your house 
under control.

AMAZON 
KINDLE 
OASIS

E
-readers are a 
commodity item 
now, available for 

under £50 and able to carry 
millions of books. Amazon’s 
Kindle Oasis bucked the 
trend for the race to the 
bottom: an ultra premium 
ebook reader that costs as 
much as a tablet, but does just 
one thing exceptionally well.

DYSON 
360 EYE
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a proper vacuum cleaning 
bar to create one of the 
best around. It costs a 
pretty penny, but it’ll get 
on with the chores 
cleaning your home more 
eff ectively than any other 
robot while you’re 
out living rather than 
home vacuuming.

R
obot vacuums 
have been 
around for years, 

with many relying on 
simply bumping into 
things to make their way 
around your home. 
Dyson’s 360Eye brought a 
vision system that maps 
out your home and added 
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THE RISE OF 
VIRTUAL 
PERSONAL 
ASSISTANTS

A
dvances in various technologies will 
drive users to interact with their 
smartphones in more intuitive ways, 
said Gartner, Inc. Gartner predicts that, 
by 2019, 20 percent of all user 
interactions with the smartphone will 

take place via virtual personal assistants (VPAs).

"The role of interactions 
will intensify through the 
growing popularity of 
VPAs among smartphone 
users and conversations 
made with smart 
machines," said Annette 
Zimmermann, research 
vice president at Gartner.

Gartner's annual mobile 
apps survey conducted in the fourth quarter of 2016 
among 3,021 consumers across three countries (U.S., 
U.K. and China) found that 42 percent of respondents in 
the U.S. and 32 percent in the U.K. used VPAs on their 
smartphones in the last three months. More than 37 
percent of respondents (average across U.S. and U.K.) used 
a VPA at least one or more times a day. 
        Apple's Siri and Google Now are currently the most 
widely used VPAs on smartphones. Fifty-four percent 
of U.K. and U.S. respondents used Siri in the last three 
months. Google Now is used by 41 percent of U.K. 
respondents and 48 percent of U.S. respondents. 

"VPAs' usage is bound to 
accelerate as they add 
many new features, 
including integration for 
business services, further 
language support and 
appear across more 
devices," said Jessica 
Ekholm, research director 
at Gartner.

Gartner expects that, by 2019, VPAs will have changed the 
way users interact with devices and become universally 
accepted as part of everyday life. 
        Today, VPAs are fulfilling simple tasks such as setting 
the alarm or retrieving information from the web, but in 
the near future these systems will be able to deliver more 
complex tasks such as completing a transaction based on 
past, present and predicted context.
        This trend is also intensified by the acceleration of 
conversational commerce, but voice is not the only UI for 
VPA use. In fact, Facebook Messenger is allowing users 
to interact with businesses to make purchases, chat with 



49494949

customer services and order 
Uber cars within the app. 
        Moreover, Tencent's 
WeChat generates over $1.1 
billion in revenue by off ering 
its 440 million users an all-in-
one approach, letting them pay 
their bills, hail cabs and order 
products with a text.
        China represents the most 
mature market by far, where 
the increased dominance 
of messaging platforms is 
causing the traditional app 
market to stall. This trend is 
continuing to grow, not only 
among consumers but also 
among businesses or in the 
prosumer context. For example, 
Microsoft's integration of 
Cortana into Skype will allow 
users to chat with their VPA. 
Cortana will then facilitate the 
interaction with a third-party 
bot to get things done, such as a 
hotel or flight booking.
        "We expect AI, machine 
learning and VPAs to be one of 
the major strategic battlegrounds 
from 2017 onwards, and make 
many mobile apps fade and 
become subservants of VPAs," 
said Zimmermann.

VOICE AND GESTURE 
BECOME INCREASINGLY 
IMPORTANT INTERFACES
With a predicted installed 
base of about 7 billion 
personal devices, 1.3 billion 
wearables and 5.7 billion other 
consumer Internet of Things 
(IoT) endpoints by 2020, the 
majority of devices will be 
designed to function with 
minimal or zero touch.
        By 2020, Gartner 
predicts that zero-touch UIs 
will be available on 2 billion 
devices and IoT endpoints. 
"Interactions will move away 
from touchscreens and will 
increasingly make use of 
voice, ambient technology, 
biometrics, movement and 
gestures," said Zimmermann. 
        "In this situation, apps 
using contextual information will 
become a crucial factor in user 
acceptance, as a voice-driven 
system's usability increases 
dramatically according to how 
much it knows about the user's 
surrounding environment. This 
is where device vendors' assets 
or partnerships in VPAs, natural 
language processing (NLP) and 
deep machine learning experts 
will matter.” 
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  Selling
  Talks to Individuals
  Is where the stories become real for the buyer
  Develops real relationships based on real deals 
  and a fair exchange of value
  Looks after individuals
  Deals with ambiguities, not averages
  Analyses the behaviour of buyers on an individual basis
  Engages with buyers to understand risks they face when 
  making a purchase and what is real value
  Marketing
  Talks to Groups
  Tells the stories (company, product, etc.) to many people
  Looks after the brand’s reputation
  Needs to keep the stories circulating and resonating
  Analyses the big data; delivers averages
  Studies the experiences buyers have when they 
  buy or try what we off er
  Focuses on delivering greater value beyond price and specials
  Networking
  Talks to Individuals
  Initiates relationships based around core propositions
  Establishes and develops business relationships with other people
  Is mutually beneficial
  Takes time to build the real picture
  Seeks to help others build connections to other 
  relevant networks or people
  Creates a web of connections that makes it easier to realise opportunity
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Most people, whether they are a 
partner in professional services, 
medical professional, the CEO/ 
MD of a large or small business, 
a tradesperson, customer service 
person, salesperson, administrator, 
or work for a non-for-profit, and 
so on need the ongoing custom 
of members, patients, supporters, 
sponsors or clients to make a 
living.
        To attract, engage and 
persuade a person to exchange 
something of value with us i.e. 
their custom, support, commitment 
, etc. we need to be able to 
network, market and sell and, 
more importantly, know when and 
where to do each activity.
        You don’t have to like selling; 
however, it is beholden to us all 
that we use the correct terminology 
when describing what we do when 
networking, marketing and selling, 
if not for ourselves, for anyone who 
follows in our footsteps. We have 
a duty of care to inform them cor-
rectly so they too, may participate 
in these activities free from unnec-
essary confusion and fear. 

THE 7 DIFFERENCES BETWEEN 
SELLING, MARKETING & NETWORKING

I  am a stickler for using 
correct definitions when 
describing concepts and 

their elements.
        In music, science, 
mathematics, physics and 
engineering we do not usually 
debate the definition of these 
constructs. We accept that a 
crotchet is a crotchet, a prime 
number is a prime number and so 
on. No debate.
        However, in the world of 
business and, especially in the 
world of Selling, we get all sorts 
of definitions floating about with 
meanings both dubious and factual. 
This causes, at best, confusion and, 
at worst, unnecessary angst.
        In the world of selling I have 
met too many people who have 
negative perceptions of selling 
and because of this they often 
disguise and hide what they mean 
by Selling calling it marketing 
or networking. Selling is not the 
same as these activities.
        The truth is that if we have an 
idea, product, service, skill, talent, 
or opportunity that we can off er 
to someone and they can benefit 
from, then we need to be able to 
market, network and sell.
        Why mislead people with 
inaccurate definitions?
        Therefore I implore us all 
to use accurate definitions to 
define concepts, activities, tasks, 
principles, processes, tools and so 
on so as to eliminate confusion and 
bring transparency and clarity to 
what we do.
        So to put an end to the 
confusion that surrounds selling 
and the attempts by others to 
disguise selling as marketing or 
networking here are the seven 
diff erences between these three 
important functions:

Sue Barrett is a sales expert, 
writer, business speaker and 
adviser, facilitator, sales 
coach, training provider and 
entrepreneur. Sue founded 
Barrett in 1995 to positively 
transform the culture, 
capability and continuous 
learning of leaders, teams and 
businesses by developing sales 
driven organisations that are 
equipped for the 21st Century. 

 Talks to Individuals Talks to Individuals

 Develops real relationships based on real deals  Develops real relationships based on real deals 
  and a fair exchange of value

 Deals with ambiguities, not averages Deals with ambiguities, not averages

 Engages with buyers to understand risks they face when  Engages with buyers to understand risks they face when 
  making a purchase and what is real value

 Talks to Groups Talks to Groups

 Looks after the brand’s reputation Looks after the brand’s reputation

 Analyses the big data; delivers averages Analyses the big data; delivers averages

 Focuses on delivering greater value beyond price and specials Focuses on delivering greater value beyond price and specials

 Talks to Individuals Talks to Individuals

 Establishes and develops business relationships with other people Establishes and develops business relationships with other people

 Takes time to build the real picture Takes time to build the real picture

 Creates a web of connections that makes it easier to realise opportunity Creates a web of connections that makes it easier to realise opportunity

5151   COLUMN   
SALES BLOG     WITH SUE BARRETT

Most people, whether they are a 
partner in professional services, 
medical professional, the CEO/ 
MD of a large or small business, 
a tradesperson, customer service 
person, salesperson, administrator, 
or work for a non-for-profit, and 
so on need the ongoing custom 
of members, patients, supporters, 
sponsors or clients to make a 
living.
        To attract, engage and 
persuade a person to exchange 
something of value with us i.e. 
their custom, support, commitment 
, etc. we need to be able to 
network, market and sell and, 
more importantly, know when and 
where to do each activity.
        You don’t have to like selling; 
however, it is beholden to us all 
that we use the correct terminology 
when describing what we do when 
networking, marketing and selling, 
if not for ourselves, for anyone who 
follows in our footsteps. We have 
a duty of care to inform them cor-
rectly so they too, may participate 
in these activities free from unnec-
essary confusion and fear. 

THE 7 DIFFERENCES BETWEEN 
SELLING, MARKETING & NETWORKING

I  am a stickler for using 
correct definitions when 
describing concepts and 

their elements.
        In music, science, 
mathematics, physics and 
engineering we do not usually 
debate the definition of these 
constructs. We accept that a 
crotchet is a crotchet, a prime 
number is a prime number and so 
on. No debate.
        However, in the world of 
business and, especially in the 
world of Selling, we get all sorts 
of definitions floating about with 
meanings both dubious and factual. 
This causes, at best, confusion and, 
at worst, unnecessary angst.
        In the world of selling I have 
met too many people who have 
negative perceptions of selling 
and because of this they often 
disguise and hide what they mean 
by Selling calling it marketing 
or networking. Selling is not the 
same as these activities.
        The truth is that if we have an 
idea, product, service, skill, talent, 
or opportunity that we can off er 
to someone and they can benefit 
from, then we need to be able to 
market, network and sell.
        Why mislead people with 
inaccurate definitions?
        Therefore I implore us all 
to use accurate definitions to 
define concepts, activities, tasks, 
principles, processes, tools and so 
on so as to eliminate confusion and 
bring transparency and clarity to 
what we do.
        So to put an end to the 
confusion that surrounds selling 
and the attempts by others to 
disguise selling as marketing or 
networking here are the seven 
diff erences between these three 
important functions:

 Selling Selling

 Is where the stories become real for the buyer Is where the stories become real for the buyer

 Looks after individuals Looks after individuals
 Deals with ambiguities, not averages
 Analyses the behaviour of buyers on an individual basis Analyses the behaviour of buyers on an individual basis

 Marketing Marketing

 Tells the stories (company, product, etc.) to many people Tells the stories (company, product, etc.) to many people
 Looks after the brand’s reputation
 Needs to keep the stories circulating and resonating Needs to keep the stories circulating and resonating

 Networking Networking

 Initiates relationships based around core propositions Initiates relationships based around core propositions

 Is mutually beneficial Is mutually beneficial
 Takes time to build the real picture
 Seeks to help others build connections to other  Seeks to help others build connections to other 

  relevant networks or people

 Studies the experiences buyers have when they  Studies the experiences buyers have when they 
  buy or try what we off er
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driven organisations that are driven organisations that are 
equipped for the 21st Century. equipped for the 21st Century. 



Dr. Marshall Goldsmith 
was selected as one of the 10 
most In� uential Management 
Thinkers in the World by 
Thinkers50 in both 2011 and 
2013. Marshall’s exciting new 
research on engagement will 
be published in his upcoming 
book – ‘Triggers’

        Let me give you one example of how I have tried to use Buddha’s 
teaching in my work. Buddha suggested that his followers only do 
what he taught if it worked in the context of their own lives. He 
encouraged people to listen to his ideas, think about his suggestions, 
try out what made sense – keep doing what worked – and to just “let 
go” of what did not work.
        Similarly, I teach my clients to ask their key stakeholders for 
suggestions on they can become more eff ective leaders then listen to 
these ideas, think about the suggestions, try out what makes sense – 
keep doing what works – and let go of what does not.
        When our stakeholders give us suggestions on how we can become 
more eff ective, we can look at these suggestions as gifts – and treat our 
stakeholders as gift-givers. When someone gives you a gift you wouldn’t 
say, “Stinky gift!” “Bad gift!” or “I already have this stupid gift!” You 
would say, “Thank you.”
        If you can use the gift – use it. If you don’t want to use the gift, put 
it in the closet and “let it go.”
        You would not insult the person who is trying to be nice by 
giving you a gift. In the same way, when our stakeholders give us 
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ideas, we don’t want to insult 
them or their ideas. We can just 
learn to say, “Thank you.”
        We cannot promise to do 
everything that people suggest 
we should do. We can promise 
to listen to our key stakeholders, 
think about their ideas, and do 
what we can. This is all that we can 
promise – and this is all that they 
expect.
        Get in the habit of asking 
the important people in your life, 
“How can I be a better…?”
        This works at work – in your 
eff orts to become a better leader, 
team member, or co-worker.
        This works at home – in your 
eff orts to become a better friend or 
family member.
        Who do you need to ask, 
“How can I become a better…?” 
How do you typically respond to 
suggestions? Do you treat them as 
gifts – or do you critique them and 
the person making them?
        That is just one way that I use 
what Buddha has taught me.
        Recently I was so inspired by 
Buddha’s role model that I decided 
to mentor 15 people at no charge. 
My idea was to pick 15 people to 
teach everything that I know. In 
return, these 15 would do the same 
thing for 15 others, for free.
        I called the project #15Coaches.
        The response to this off ering 
was so overwhelmingly positive 
that I have decided to expand the 
group to 100 Coaches. What is so 
amazing to me about the breadth 
of responses is that everyone 
who applied has a desire to “give 
it back.” This is a wonderful 
optimistic message of who we are 
as a group!
        Because of this incredible 
response, I have decided to expand 
the program and it is now called 
#100Coaches. I am currently 
selecting the next 75 coaches! 

WHY YOU NEED 
A PERSONAL 
SUPERHERO!

   COLUMN      

M
y greatest hero is Buddha. 
He is my personal 
superhero.

        Like all of my other wonderful 
heroes, Frances Hesselbein, 
Peter Drucker, Alan Mulally, and 
Dr. Paul Hersey, Buddha was a 
generous teacher.
        The diff erence between the 
Buddha and my other heroes is 
that although I never met him, his 
teachings transcend space and time 
to me today and he illuminates my 
life thousands of years after his. 
Even more incredible, he didn’t 
even write a book! He teaches 
me across the space and time 
continuum and he does it through 
other people.

Sorry! No time for ads!

Busy Reshaping HR

www.accendo.com.my
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Dr. Marshall Goldsmith
was selected as one of the 10 
most In� uential Management 
Thinkers in the World by 
Thinkers50 in both 2011 and 
2013. Marshall’s exciting new 
research on engagement will 
be published in his upcoming 
book – ‘Triggers’

        Let me give you one example of how I have tried to use Buddha’s 
teaching in my work. Buddha suggested that his followers only do 
what he taught if it worked in the context of their own lives. He 
encouraged people to listen to his ideas, think about his suggestions, 
try out what made sense – keep doing what worked – and to just “let 
go” of what did not work.
        Similarly, I teach my clients to ask their key stakeholders for 
suggestions on they can become more eff ective leaders then listen to 
these ideas, think about the suggestions, try out what makes sense – 
keep doing what works – and let go of what does not.
        When our stakeholders give us suggestions on how we can become 
more eff ective, we can look at these suggestions as gifts – and treat our 
stakeholders as gift-givers. When someone gives you a gift you wouldn’t 
say, “Stinky gift!” “Bad gift!” or “I already have this stupid gift!” You 
would say, “Thank you.”
        If you can use the gift – use it. If you don’t want to use the gift, put 
it in the closet and “let it go.”
        You would not insult the person who is trying to be nice by 
giving you a gift. In the same way, when our stakeholders give us 
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ideas, we don’t want to insult 
them or their ideas. We can just 
learn to say, “Thank you.”
        We cannot promise to do 
everything that people suggest 
we should do. We can promise 
to listen to our key stakeholders, 
think about their ideas, and do think about their ideas, and do 
what we can. This is all that we can 
promise – and this is all that they 
expect.
        Get in the habit of asking 
the important people in your life, 
“How can I be a better…?”
        This works at work – in your 
eff orts to become a better leader, 
team member, or co-worker.
        This works at home – in your 
eff orts to become a better friend or 
family member.
        Who do you need to ask, 
“How can I become a better…?” 
How do you typically respond to 
suggestions? Do you treat them as 
gifts – or do you critique them and 
the person making them?
        That is just one way that I use 
what Buddha has taught me.
        Recently I was so inspired by 
Buddha’s role model that I decided 
to mentor 15 people at no charge. 
My idea was to pick 15 people to 
teach everything that I know. In 
return, these 15 would do the same 
thing for 15 others, for free.
        I called the project #15Coaches.
        The response to this off ering 
was so overwhelmingly positive 
that I have decided to expand the 
group to 100 Coaches. What is so 
amazing to me about the breadth 
of responses is that everyone 
who applied has a desire to “give 
it back.” This is a wonderful 
optimistic message of who we are 
as a group!
        Because of this incredible 
response, I have decided to expand 
the program and it is now called 
#100Coaches. I am currently 
selecting the next 75 coaches! 

WHY YOU NEED 
A PERSONAL 
SUPERHERO!
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M
y greatest hero is Buddha. 
He is my personal 
superhero.

        Like all of my other wonderful 
heroes, Frances Hesselbein, 
Peter Drucker, Alan Mulally, and 
Dr. Paul Hersey, Buddha was a 
generous teacher.
        The diff erence between the 
Buddha and my other heroes is 
that although I never met him, his 
teachings transcend space and time 
to me today and he illuminates my 
life thousands of years after his. 
Even more incredible, he didn’t 
even write a book! He teaches 
me across the space and time 
continuum and he does it through 
other people.



Brad Feld has been an 
early stage investor and 
entrepreneur for over 20 
years. Prior to co-founding 
Foundry Group, he co-founded 
Mobius Venture Capital, and 
prior to that, founded Intensity 
Ventures, a company “that 
helped launch and operate 
software companies. He is also 
the co-founder of TechStars. 
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quickly ends up becoming VC heavy and the board room expands to 
have a bunch of investors in it since they all have observation rights. 
Having been in plenty of board meetings with over 20 people in the 
room, I can assure you that these meetings are ineff ective at best and 
often trend toward useless.
        One approach to this is the pre-board meeting, where only the 
board members meet with the CEO prior to the board meeting (similar 
to an executive session of the board.) This is an eff ective way to deal with 
part of the problem, but it then makes the board meeting, in the words of 
a good friend and fellow VC, kabuki theater.
        I prefer dealing with reality. I have a deeply held belief that as 
long as I support the CEO, I work for her. Yes, I do have some formal 
governance responsibilities as a board member which I take seriously 
and am deliberate around them. But most of my activity with a company 
is in support of the CEO. When I find myself in a position where I don’t 
support the CEO, it’s my job to do something about that, which does not 
mean “fire the CEO.” Instead, I have to confront what is going on, first 
with myself, then with the CEO, and finally with the rest of the board, in 
an eff ort to get back to a good and aligned place with the CEO.
        As a result, especially for early stage and high growth companies, 
I think the CEO and founders should be deliberate about the board 
configuration. I like to have outside directors on the board early as 

I
 had lunch recently with a 
founder. We were talking 
about current and future 

board configuration for his 
company and he said “Up until this 
point, all my board seats were 
simply for sale. Whenever a new 
investor showed up, they wanted 
– and got – a board seat.”
        I loved the phrase “board 
seat for sale.” It’s exactly the 
opposite of how I think about 
how to configure a board of 
directors, but I recognize that 
it’s a default case for many VCs 
and, subsequently for many 
entrepreneurs and companies.
        It’s a bad default that needs to 
be reset.
        I wrote about this a lot in 
my book Startup Boards: Getting 
the Most Out of Your Board of 
Directors.
        In the past few years there 
have been some interesting 
changes. In pre-seed and seed stage 
companies, there’s been a trend 
against having board of directors. 
Instead, there is no formal board, 
or no formalism around the board, 
so it’s just a free for all between 
the collection of early investors 
(angels and pre-seed/seed VCs) 
and the founders. This can be 
fine, but often isn’t when there 
are challenging issues that involve 
founders, financing, execution, or 
conflicts. And, when things stall 
out, figuring out what to do is often 
harder for the founders because of 
the communication dynamics – 
or non-communication dynamics – 
that ensue.
        Post seed boards tend to be 
founder and investor-centric. This 
is the norm that I’ve seen over the 
past 20 years. With each round, 
the new lead investor gets a board 
seat and all of the other significant 
investors get either a board seat 
or an observer seat. The board 

it helps the CEO and founders 
learn how to recruit and engage 
non-investor directors. The 
CEO can learn how to build and 
manage the board and get value 
out of board members beyond 
the classical dynamics around an 
investor board member.
        Most of all, I hate the notion 
of board seats for sale. I get that 
many investors want board seats 
as part of their investment. I 
appreciate that some now have 
strategies of never taking board 
seats. But too few VCs think 
hard about what the right board 
configuration is at the point in 
time that a company is doing a 
new financing. I think that’s a 
miss on the part of VCs and I 
encourage CEOs to think harder 
about this. 

Brad Feld has been an Brad Feld has been an Brad Feld
early stage investor and 
entrepreneur for over 20 
years. Prior to co-founding 
Foundry Group, he co-founded 
Mobius Venture Capital, and 
prior to that, founded Intensity 
Ventures, a company “that 
helped launch and operate 
software companies. He is also 
the co-founder of TechStars. 
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quickly ends up becoming VC heavy and the board room expands to 
have a bunch of investors in it since they all have observation rights. 
Having been in plenty of board meetings with over 20 people in the 
room, I can assure you that these meetings are ineff ective at best and 
often trend toward useless.
        One approach to this is the pre-board meeting, where only the 
board members meet with the CEO prior to the board meeting (similar 
to an executive session of the board.) This is an eff ective way to deal with 
part of the problem, but it then makes the board meeting, in the words of 
a good friend and fellow VC, kabuki theater.
        I prefer dealing with reality. I have a deeply held belief that as 
long as I support the CEO, I work for her. Yes, I do have some formal 
governance responsibilities as a board member which I take seriously 
and am deliberate around them. But most of my activity with a company 
is in support of the CEO. When I find myself in a position where I don’t 
support the CEO, it’s my job to do something about that, which does not 
mean “fire the CEO.” Instead, I have to confront what is going on, first 
with myself, then with the CEO, and finally with the rest of the board, in 
an eff ort to get back to a good and aligned place with the CEO.
        As a result, especially for early stage and high growth companies, 
I think the CEO and founders should be deliberate about the board 
configuration. I like to have outside directors on the board early as 

I
 had lunch recently with a 
founder. We were talking 
about current and future 

board configuration for his 
company and he said “Up until this 
point, all my board seats were 
simply for sale. Whenever a new 
investor showed up, they wanted 
– and got – a board seat.”
        I loved the phrase “board 
seat for sale.” It’s exactly the 
opposite of how I think about 
how to configure a board of 
directors, but I recognize that 
it’s a default case for many VCs 
and, subsequently for many 
entrepreneurs and companies.
        It’s a bad default that needs to 
be reset.
        I wrote about this a lot in 
my book Startup Boards: Getting 
the Most Out of Your Board of 
Directors.
        In the past few years there 
have been some interesting 
changes. In pre-seed and seed stage 
companies, there’s been a trend 
against having board of directors. 
Instead, there is no formal board, 
or no formalism around the board, 
so it’s just a free for all between 
the collection of early investors 
(angels and pre-seed/seed VCs) 
and the founders. This can be 
fine, but often isn’t when there 
are challenging issues that involve 
founders, financing, execution, or 
conflicts. And, when things stall 
out, figuring out what to do is often 
harder for the founders because of 
the communication dynamics – 
or non-communication dynamics – 
that ensue.
        Post seed boards tend to be 
founder and investor-centric. This 
is the norm that I’ve seen over the 
past 20 years. With each round, 
the new lead investor gets a board 
seat and all of the other significant 
investors get either a board seat 
or an observer seat. The board 

it helps the CEO and founders 
learn how to recruit and engage 
non-investor directors. The 
CEO can learn how to build and 
manage the board and get value 
out of board members beyond 
the classical dynamics around an 
investor board member.
        Most of all, I hate the notion 
of board seats for sale. I get that 
many investors want board seats 
as part of their investment. I 
appreciate that some now have 
strategies of never taking board 
seats. But too few VCs think 
hard about what the right board 
configuration is at the point in 
time that a company is doing a 
new financing. I think that’s a 
miss on the part of VCs and I 
encourage CEOs to think harder 
about this. 
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L
earning how to change 
company culture to have 
staff  members intuitively 

behave in a certain way takes time, 
eff ort and exceptional planning. A 
great example of how to change 
company culture for the better 
comes out of Singapore.
        Singapore’s Changi Airport 
has been rated #1 in the world 
so many times the trophy cabinet 
is bulging.
        They’ve hit #1 in effi  ciency, 
speed, shopping, security, safety 
and ease of use.
        But the category called “cour-
tesy and friendliness” has eluded 
Changi Airport’s capture. This is 
not surprising, perhaps, given that 
the local culture has grown in a 
city known more for “trading and 
exchanging” than “providing gra-
cious warmth and hospitality.”
        Now the airport is facing 
this challenge head-on by learning 
how to change company culture. 
It wants to improve service in 
a big way and has taken steps 

   COLUMN      

to do so. The depth and magnitude of commitment are impressive: 
a brand new “service promise” with high impact launch program 
for 7,000 staff , customized full-day training for 3,000 frontline staff  
members, monthly courtesy awards, customer feedback kiosks, service 
improvement contests, mystery traveler audits, constant reminders for 
staff  (and customers) with posters, badges and banners, newsletter 
articles, special announcements and more.
        This is total commitment, typical of Singapore Changi Airport. 
With such intensity and clarity of focus, the program will surely work 
and will demonstrate the right steps to take to learn how to change 
company culture.

KEY LEARNING POINT ON HOW TO CHANGE COMPANY CULTURE
Learning how to change company  culture takes time and eff ort, energy, 
creativity and focus. It’s not a project to do halfway, not for the half-

Ron Kaufman is the 
world’s leading educator 
and motivator for upgrading 
customer service and uplifting 
service culture. He is author 
of the bestselling “UP! Your 
Service” books and founder of 
UP! Your Service. 

hearted. To see real results, you 
have to have a buy-in from the top 
down and the training programs 
and support to make it happen.

ACTION STEPS ON HOW TO 
CHANGE COMPANY CULTURE
What upgrade or improvements 
are you working on right now? 
Are you doing everything you 
can to really make it happen? 
Need some inspiration? Come 
visit Singapore’s Changi Airport 
to learn how to change company 
culture for the better. 

WORLD’S 
FRIENDLIEST 
AIRPORT 
TEACHES 
OTHERS HOW 
TO CHANGE 
COMPANY 
CULTURE
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so many times the trophy cabinet 
is bulging.
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to do so. The depth and magnitude of commitment are impressive: 
a brand new “service promise” with high impact launch program 
for 7,000 staff , customized full-day training for 3,000 frontline staff  
members, monthly courtesy awards, customer feedback kiosks, service 
improvement contests, mystery traveler audits, constant reminders for 
staff  (and customers) with posters, badges and banners, newsletter 
articles, special announcements and more.
        This is total commitment, typical of Singapore Changi Airport. 
With such intensity and clarity of focus, the program will surely work 
and will demonstrate the right steps to take to learn how to change 
company culture.

KEY LEARNING POINT ON HOW TO CHANGE COMPANY CULTURE
Learning how to change company  culture takes time and eff ort, energy, 
creativity and focus. It’s not a project to do halfway, not for the half-

Ron Kaufman is the 
world’s leading educator 
and motivator for upgrading 
customer service and uplifting 
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Service” books and founder of 
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hearted. To see real results, you 
have to have a buy-in from the top 
down and the training programs 
and support to make it happen.

ACTION STEPS ON HOW TO 
CHANGE COMPANY CULTURE
What upgrade or improvements 
are you working on right now? 
Are you doing everything you 
can to really make it happen? 
Need some inspiration? Come 
visit Singapore’s Changi Airport 
to learn how to change company 
culture for the better. 

WORLD’S 
FRIENDLIEST 
AIRPORT 
TEACHES TEACHES 
OTHERS HOW 
TO CHANGE 
COMPANY 
CULTURE

Amansuri Residences, Kedah Legoland Malaysia, Johor Tropicana Aman, Selangor

For all your landscaping needs. From design to construction.

Landscape Design . Greenology Greenwalls . Water features & Pools . Planting . Conpave Texture Concrete . Granopave Polished Concrete . Natural & Artificial Stone 

Call us 03-78472388 or email conspec@conspecbuilders.com



As a sought-after corporate 
speaker and comedian, 
published author, talk radio 
host, syndicated business 
columnist, and self-professed 
Mama's Boy, Tim's unique 
perspective is enjoyed by 
thousands who listen to his 
radio show, read his books 
and columns, and hear him 
speak every year.

women-owned businesses account for 28 percent of all businesses in the 
United States and represent about 775,000 new startups per year and 
account for 55% of new startups. 
        One thing that I found particularly interesting was that the top 
growth industries for women-owned businesses in recent years were con-
struction, wholesale trade, transportation/communications, agribusiness 
and manufacturing, industries traditionally dominated by men. 
        In the past 25 years the number of women-owned firms in the US 
has doubled, employment has increased four-fold and their revenues have 
risen five-fold. 
        Here is the question I sought particularly to answer: do women 
approach business diff erently than men? I've been compared to a bull 
in a china shop when it comes to business. Would a female counterpart 
approach things diff erently? More gracefully, perhaps? As my lovely 
bride would say, "Duh." 
        In her book, How to Run Your Business Like a Girl, Elizabeth 
Cogswell Baskin explored common female traits and how women 
entrepreneurs - and perhaps men, as well - can use those traits to their 
entrepreneurial advantage. 
        Baskin reported that women tend to use three unique strengths 
more than their male counterparts: trusting their intuition, focusing on 
relationships, and putting more emphasis on keeping their life in balance. 

TRUST YOUR GUT Women are much more likely to make a decision 
based on a gut feeling. Women may gather the facts and figures necessary 
to back up that feeling, but they generally know what they want to do 
based on intuition. 

BUILD STRONG RELATIONSHIPS
 Men play the game of business like a sport. They are out to win 
and dominate. "Women," Baskin says, "are much more interested in 
establishing a connection." 
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FIND A BALANCE BETWEEN WORK 
AND LIFE A number of women 
interviewed for this book cited or 
quality of life as their reason for 
starting a business, alluding to 
their desire to find a way to juggle 
family and work. "If having more 
time for your family is important 
to you, find a way to work that into 
your day. It's not so much how 
much work you do, but being able 
to decide when you'll do it." 
        Baskin off ers one more piece 
of advice to women in the early 
stages of their business: 

YOU DON'T HAVE TO KNOW 
EVERYTHING My wife would argue 
this point because she really does 
know everything, but Baskin says 
when it comes to business, think-
ing you know everything is not the 
key to success. 
        "It's amazing how many 
women say they didn't know 
anything when they started their 
business," Baskin said. "Don't be 
afraid to ask for help - you don't 
have to be perfect at everything." 
        Solid business advice: for guys 
and gals. 
        Here's to your success! 
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I
 had the honor of 
speaking this week at a 
women's business 

association luncheon on the topic 
of entrepreneurship. When I 
mentioned to my wife the day 
before that I was speaking to group 
of women entrepreneurs she asked, 
"Why on earth would they ask you 
to speak?" 
        In her defense my dear wife 
has no idea what I do for a living. 
She's never read a single one of the 
several hundred columns I've writ-
ten. She's never attended a function 
where I'm speaking or sat in the 
audience at any of my seminars. 
        She just knows that we live a 
very comfortable lifestyle and be-
lieves me when I tell her our money 
doesn't come from the drug trade. 
        Beyond that, she's incredibly 
happy in her ignorance of her 
husband's skills. 
        When I feigned hurt feelings 
she waved a hand at me and said, 
"My point is, what in the world can 
a man tell a roomful of women that 
they don't already know?" 
        Henny Youngman, Ralph 
Cramden, Rodney Dangerfield, 
Tim Knox. At least I'm in good 
company. But she had a point. 
What the heck did I know about 
women in business? So as not 
to look like a total idiot in front 
of this group of what I now call 
"womentrepreneurs" I decided to 
do a little research on the topic. 
        Here's what I discovered: 
while some still believe it's a man's 
world, when it comes to business, 
women are catching up fast. 
        According to the Center For 
Women's Business Research there 
are over 10 million women-owned 
businesses in the US, employing 
18 million people and generating 
$2.32 trillion in sales. 
        Women start businesses at 
two times the rate of men and 

WOMEN 
ENTREPRENEURS 

PROVE ITS NOT 
JUST A MAN’S 

WORLD
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        Baskin reported that women tend to use three unique strengths 
more than their male counterparts: trusting their intuition, focusing on 
relationships, and putting more emphasis on keeping their life in balance. 
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based on a gut feeling. Women may gather the facts and figures necessary 
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thought leader on sales devel-
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CEO of Objective Management 
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and sales force evaluations, 
and the CEO of David Kurlan 
& Associates, Inc., a consulting 
� rm specialising in sales 
force development. 
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C lients frequently ask about 
the percentage of 
candidates recommended 

by Objective Management Group's 
(OMG) Sales Candidate 
Assessment and why it is so low.  
        When clients are feeling the 
urgency to hire salespeople and too 
many candidates are not getting 
recommended, their knee-jerk reac-
tion is to change the customised 
criteria on the role configuration 
so that more candidates can be 
recommended.  In this case, "more" 
would mean more like the ones 
they already have instead of more 
like the stronger ones they said 
they wanted to hire...
        There are many possible 
reasons why a large percentage of 
candidates are not being recom-
mended. Here are some to consider:

EXPECTATIONS - Clients expect 
at least half of the candidates to 
be recommended so the actual 
percentage is low compared to ex-
pectations.  The actual percentage 
depends on the level of diffi  culty 
for the role and the custom require-
ments specified by the client.  

COMPENSATION - Clients often set the diffi  culty level of the job really 
high, hoping to get an extremely strong salesperson.  But they fail to 
change the compensation, keeping it the same as what they were paying 
mediocre salespeople.  The result is that only mediocre salespeople apply 
for the position and when the strong ones don't apply, they can't take the 
assessment or get recommended!

CUSTOMISATION - Clients go crazy specifying custom criteria and 
then they don't include the criteria in the job posting.  Then mediocre 
salespeople apply for the job and don't meet the criteria in the 
assessment.  The requirements should be included in the job posting!

CONTRADICTIONS - Criteria that only a strong, experienced salesperson 
could possibly possess is included in the job posting.  But so is 
compensation consistent with a mediocre salesperson.  Result?  A 
reduction in the overall number of candidates because the pool of 
candidates who meet both the criteria AND can live with the limited 
compensation is very small.

INDUSTRY-SPECIFIC - Many executives still believe that their next 

salesperson must come from their 
industry.  For some reason, the 
very people who feel that way, tend 
to be from the industries that have 
the worst salespeople.  Nobody 
gets recommended!

PROFILING - (I know the title said 
"Top 5", but it sounds better than 
"Top 7".)  Clients create an image 
of the salesperson they want that 
makes it sound like profiling.  
They want someone young (not 
EEOC compliant, of course), with 
a degree, five years experience, 
motivated, energetic, memorable, 
attractive, well-dressed, profes-
sional, trustworthy, and polished.  
What does all that have to do with 
selling eff ectiveness?  The only 
one of those 11 items that will 
impact sales is whether or not they 
are trustworthy.  Of course, the 
posting attracts the very candidates 
that are like this and the wrong 
salespeople send their resumes and 
most aren't recommended!

BAD MEMORY - Clients quickly 
forget why they chose this 
assessment in the first place.  
They were sick and tired of hiring 
salespeople who don't work 
out.  Better to identify the right 
salespeople in the first place 
rather than roll the dice.  That 
good, confident feeling lasts about 
a month and when the position 
isn't filled, they long for the good 
old days when they could fool 
themselves for a few months while 
they hope that their latest gamble 
pans out.
        If you want better salespeople, 
you need to do the work to make 
sure you attract better salespeople.  
You must also exhibit patience 
while waiting for the right strong 
salespeople to come along.  They 
may not be in your first or second 
round of candidates. 

REASONS 
YOU DON'T 
GET MORE 
STRONG 
SALES 
CANDIDATES

TOP
5
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I
 have a friend and 
colleague I have worked 
with for over a decade. 

She is among the most talented and 
gifted professionals it has ever been 
my privilege to work with. Several 
years ago, she was diagnosed with 
a disease that has made it very 
diffi  cult for her to function in her 
personal and professional life. 
        Recently, her doctors—after 
exhausting all other possibilities—
were considering a radical 
procedure that would have 
left her permanently impaired. 
Thankfully, one of her doctors, 
before performing this procedure, 
decided to send my friend and 
colleague to an 83-year-old 
physician who has a great deal of 
experience and expertise within 

that can bring healing long before 
the symptoms begin to disappear. 
        If you are one of the millions 
of people drowning in debt, I 
would suggest the mere process 
of diagnosis and treatment 
will change your attitude and 
revolutionize your outlook. If, 
instead of confronting an undefined 
terrifying stack of bills that you feel 
you have no hope of paying, you 
simply add them up and establish a 
budget to address the total amount 
of your indebtedness, you will sleep 
better tonight and have a great 
day tomorrow. 
        This improvement will come 
not because you have paid off  one 
dollar of your debt but, instead, 
because for the first time in a 
long time—like my friend and 
colleague—you will see a light at 
the end of the tunnel and know 
that the future is bright, and hope 
abounds. A challenge defined and 
addressed is a challenge in the 
process of being overcome. 
        As you go through your day 
today, diagnose your condition and 
take a double dose of hope. 
        Today’s the day! 

Jim Stovall has been a 
national champion Olympic 
weightlifter, president of 
an Emmy Award-winning 
television network, and a 
highly sought after author 
and platform speaker. He was 
chosen as an International 
Humanitarian of the Year, 
joining Jimmy Carter, Nancy 
Reagan, and Mother Teresa as 
recipients of this honour.

SICK, 
WELL, 
AND 

BETTER

this particular field of medicine. 
        This talented octogenarian informed my friend and colleague 
that he had only seen her condition three times during his lifelong 
practice. He went on to explain that she actually had two separate 
conditions that, together, were creating this debilitating perfect storm 
she had been suff ering with. He prescribed a medication to handle 
one of the conditions which made the remaining illness manageable. 
        Today, my friend and colleague—along with everyone in our 
organization—is feeling gratitude for this breakthrough in her treatment. 
She still is suff ering symptoms that most people would find extremely 
painful and inhibiting, but she is thankful, optimistic, and back to her 
high level of functioning. 
        In addition to the new prescription, her elderly and wise 
doctor gave her some powerful medicine known as hope and 
understanding. 
        I meet countless people through these columns, my books, and 
the speeches I make across the country. Many people are suff ering with 
personal, financial, or business conditions that remain undiagnosed and 
very painful to them and the people around them. 
        These people need to find what my friend and colleague found 
which is the fact that a diagnosis and treatment provide hope and clarity 
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WHAT THEY ARE  

L
abor standards involve the 
use of objectively derived 
standards of job perfor-

mance to evaluate the effi  ciency of 
operations. These standards are to 
represent work being performed by 
an average worker under normal 
operating conditions over the 
length of time the work will be 
performed for a work shift. 
        Why They Are Needed Busi-
ness managers use labor standards 
to assist with a variety of appli-
cations in virtually any type of 
working environment. These appli-
cations include estimating labor re-
quirements, scheduling jobs among 
operators, providing measures of 
productivity, evaluating alternative 
operations or alternative methods 
of performing manufacturing and/
or warehousing tasks, improving 
warehouse and/or manufacturing 
operations, and providing values 
for simulation analysis.  

THE PROCESS STEPS  The 
first step in the development of 
labor standards is to define the 
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LABOR PRODUCTIVITY STANDARDS
functions to be studied and the cycle time in which these functions 
occur. The cycle is a finite period with distinct start and end points 
within which a series of motion elements are performed. 
        The second step is to break down the function into simple, definable 
elements, which are typically groups of basic motions that are long 
enough to be conveniently timed (such as stocking a shelf or unloading a 
pallet from a truck). 
        The next step is to determine the time standard for each element of 
the function, using actual stopwatch timing. 
        This is followed by determining the frequencies of occurrences for 
each element in the operation. These frequencies are largely dependent 
upon the volume flowing through the operation. 
        Finally, personal fatigue and delay must be factored in. This 
allowance factor accounts for the percentage of time that the operator is 
unable to continue at a normal pace because of personal reasons, such 
as fatigue, restroom or other breaks, and other delays. By identifying and 
defining these parameters, an accurate and reliable measurement can be 
obtained and customized to the specific environment. 
        Developing the labor standards for a particular operation or series 
of operations is typically just a portion of the requirement for resolving 
an overall operational issue. 
        The following are a series of applications in which labor standards 
can be crucial:

 ESTIMATING LABOR REQUIREMENTS – The developed time standards can be applied to
each job function in an operation. Once established, each standard has to be multiplied by the 
average volume for each function. Dividing this number by the available working hours will 
determine the amount of labor required. 
 CREATING LABOR AND OR JOB BUDGETS – Once one knows the amount of labor required,
one can multiply this number by the cost of labor per hour to determine the labor cost of a job 
or to create accurate budgets for hiring workers for each task. 
 SCHEDULING JOBS AND THE WORKFORCE – Determining time standards for each
operation will also help in scheduling jobs and allocating the workforce. Knowing the time it 
takes to perform all operations, the manager can allocate workers in advance to utilize them 
better and to reduce idle worker time. 
 PROVIDING MEASURES OF PRODUCTIVITY – The performance index, one of many
measures of productivity, bases its calculation on time standards. The number of pieces or 
jobs that the worker � nishes daily is multiplied by the standard time to � nish a piece or job. 
The performance index is the ratio of the total standard time to the actual number of 
available labor hours.

  Pieces Finished X Standard Time/Piece
  Performance Index = Available Labor Hours
 EVALUATING ALTERNATIVE OPERATIONS – Another e� ective application for labor
standards is the evaluation of alternative methods of performing warehouse tasks. An ex-
ample would be picking orders to carts vs. picking to a takeaway conveyor system. Standards 
can be developed for each potential operation to determine the labor required and compare 

Roy Strauss, president 
of The Strauss Consulting 
Group, LLC www.scg4u.com 
has been helping companies 
increase their pro� tability and 
competitive edge by improv-
ing customer service while 
reducing costs since 1983. SCG 
has expertise in all aspects of 
supply chain including space/
layout, software, automation, 
equipment, sta�  ng as well as 
the complete design and imple-
mentation of distribution and 
manufacturing centers.

that cost to the cost of installation of the 
conveyor system. Another example would 
be comparing the potential productivity 
to be gained by using a paperless picking 
system with bar code scanning vs. a conven-
tional paper based system. 
 IMPROVING WAREHOUSE/
PRODUCTION OPERATIONS – With 
an element-by-element breakdown 
of a task, establishing time standards 
requires the analyst to scrutinize any task 
and perform a methods study. Obstacles 
to productivity can then be determined. 
Labor standards for alternative processes, 
equipment and/or information systems 
upgrades can be evaluated to determine 
the bene� t of the improvement. 
 PROVIDING VALUES FOR SIMULATION
ANALYSIS – Statistical distributions of 
di� erent parameters, such as arrival rates 
of trucks, pro� les of orders, picking times, 
etc., provide the data to run simulations. To 
approximate reality, labor time standards of 
basic elements are used to provide the time 
value input into the simulation. 
 CREATING FUTURE BUDGETS – Labor

costs are essential to budgeting. Therefore 
the labor productivity standards x rate per 
labor hour x number of workers x the time 
period will produce the cost of labor for the 
budget period.

CONCLUSION  By implementing 
labor standards a company will 
be able to plan better, improve ef-
fi ciency, reduce costs and very often 
outperform the competition. 
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        The second step is to break down the function into simple, definable 
elements, which are typically groups of basic motions that are long 
enough to be conveniently timed (such as stocking a shelf or unloading a 
pallet from a truck). 
        The next step is to determine the time standard for each element of 
the function, using actual stopwatch timing. 
        This is followed by determining the frequencies of occurrences for 
each element in the operation. These frequencies are largely dependent 
upon the volume flowing through the operation. 
        Finally, personal fatigue and delay must be factored in. This 
allowance factor accounts for the percentage of time that the operator is 
unable to continue at a normal pace because of personal reasons, such 
as fatigue, restroom or other breaks, and other delays. By identifying and 
defining these parameters, an accurate and reliable measurement can be 
obtained and customized to the specific environment. 
        Developing the labor standards for a particular operation or series 
of operations is typically just a portion of the requirement for resolving 
an overall operational issue. 
        The following are a series of applications in which labor standards 
can be crucial:

ESTIMATING LABOR REQUIREMENTS – The developed time standards can be applied to
each job function in an operation. Once established, each standard has to be multiplied by the 
average volume for each function. Dividing this number by the available working hours will 
determine the amount of labor required. 
CREATING LABOR AND OR JOB BUDGETS – Once one knows the amount of labor required,
one can multiply this number by the cost of labor per hour to determine the labor cost of a job 
or to create accurate budgets for hiring workers for each task. 
SCHEDULING JOBS AND THE WORKFORCE – Determining time standards for each
operation will also help in scheduling jobs and allocating the workforce. Knowing the time it 
takes to perform all operations, the manager can allocate workers in advance to utilize them 
better and to reduce idle worker time. 
PROVIDING MEASURES OF PRODUCTIVITY – The performance index, one of many
measures of productivity, bases its calculation on time standards. The number of pieces or 
jobs that the worker � nishes daily is multiplied by the standard time to � nish a piece or job. 
The performance index is the ratio of the total standard time to the actual number of 
available labor hours.

Pieces Finished X Standard Time/Piece
Performance Index = Available Labor Hours

EVALUATING ALTERNATIVE OPERATIONS – Another e� ective application for labor
standards is the evaluation of alternative methods of performing warehouse tasks. An ex-
ample would be picking orders to carts vs. picking to a takeaway conveyor system. Standards 
can be developed for each potential operation to determine the labor required and compare 

Roy Strauss, president Roy Strauss, president Roy Strauss
of The Strauss Consulting 
Group, LLC www.scg4u.com 
has been helping companies 
increase their pro� tability and 
competitive edge by improv-
ing customer service while 
reducing costs since 1983. SCG 
has expertise in all aspects of 
supply chain including space/
layout, software, automation, 
equipment, sta�  ng as well as 
the complete design and imple-
mentation of distribution and 
manufacturing centers.

that cost to the cost of installation of the 
conveyor system. Another example would 
be comparing the potential productivity 
to be gained by using a paperless picking 
system with bar code scanning vs. a conven-
tional paper based system. 
IMPROVING WAREHOUSE/
PRODUCTION OPERATIONS – With 
an element-by-element breakdown 
of a task, establishing time standards 
requires the analyst to scrutinize any task 
and perform a methods study. Obstacles 
to productivity can then be determined. 
Labor standards for alternative processes, 
equipment and/or information systems 
upgrades can be evaluated to determine 
the bene� t of the improvement. 
PROVIDING VALUES FOR SIMULATION
ANALYSIS – Statistical distributions of 
di� erent parameters, such as arrival rates 
of trucks, pro� les of orders, picking times, 
etc., provide the data to run simulations. To 
approximate reality, labor time standards of 
basic elements are used to provide the time 
value input into the simulation. 

CREATING FUTURE BUDGETS – Labor
costs are essential to budgeting. Therefore 
the labor productivity standards x rate per 
labor hour x number of workers x the time 
period will produce the cost of labor for the 
budget period.

CONCLUSION  By implementing 
labor standards a company will 
be able to plan better, improve ef-
fi ciency, reduce costs and very often 
outperform the competition. 
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your mode of operation in terms of behavior and attitude; and Profile 
illustrates your individual lifestyle and what roles you play in the world as 
a unique individual. 

THE BIEB’S CHART
According to Justin’s BaZi chart, his Day Master is a Bing Fire, and he 
has a Companion Structure with a Philosopher Profile. 
        Bing Fire Day Master is visually represented as the bright, warm fire 
of the sun, which refers to a person who is like a ray of sunshine. This 
can clearly be seen in Justin with his enthusiasm, passion and generous 
nature. A Bing Fire person is also an optimist and values relationships. 
        Coupling Bing Fire’s traits with the Companion Structure’s gra-
cious and inspirational characteristics make Justin a highly appealing 
young man to so many people. The Companion Structure, also known 
as Connector, refers 
to people who are 
friendly, outgoing 
and influential. 
Justin’s massive 
fan base worldwide 
proves that he has a 
way with people.
        Justin’s Phi-
losopher Profile, 
also called Indirect 
Resource, indicates 
his intuitiveness, 
secretiveness, focus, 
and multi-talented 
nature. This may 
denote a genius in-
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tellect of some sort. Before Justin 
became The Biebs, he excelled in 
many interests – soccer, hockey, 
chess – and kept his musical aspi-
rations a secret. He taught himself 
to play various instruments and 
one day opportunity finally pre-
sented itself when a video of him 
performing in a local competition 
in 2007 (he was twelve then) went 
viral and propelled him to interna-
tional fame. 
        Do you think you share 
the same characteristics as The 

Biebs? There are ten 
Day Masters, five 
Structures and ten 
Profiles in total – 
are you aware which 
is yours? Justin 
certainly was. He 
was prepared and 
had the right skills 
to embrace it when 
opportunity came, 
going far and wide 
to where he is today. 
Head on to www.
joeyyap.com and see 
what the future holds 
for you. 

   COLUMN      

W
hile taking over the world 
as a full-time pop star, 
Justin Bieber finds himself 

being a successful entrepreneur in 
his free time. From merchandising 
to endorsement deals, Bieber Fever 
continues to dominate pop culture 
and win the hearts of legions of 
loyal fans.
        Bieber certainly has his critics, 
but the success he has enjoyed 
trumps all that. So what makes 
Justin Drew Bieber so eff ective 
as a global superstar and object 
of adoration of so many around 
the world? His boyish charm? 
His perfected smolder? Could his 
success be due to more than luck 
and talent – could it have been 
written in the stars?
        BaZi says that his personality 
coincides perfectly with his success, 
and you can tell all this just by 
looking at his BaZi chart.

WHAT IS BAZI?
BaZi (pronounced as “Bhat-Ji” 
in Chinese), literally means Eight 
Characters, and is an ancient 
discipline under Chinese Astrology 
dealing with Personality Analysis. 
It utilizes birth date and time 
to analyze and determine with 
accuracy an individual's path in 
life. It is far more precise than the 
archetypal Twelve Animal Signs.
        Also known as the Four Pillars 
of Destiny, BaZi can help individu-
als make informed decisions in line 
with their life’s destiny, maximize 
their potential, and strengthen their 
relationships. It is essentially a 
guide to successful living. 
        A person’s birth data is 
used to plot a BaZi chart, which 
reveals the three levels of BaZi: 
Day Master will tell you your basic 
character, essential personality 
traits, strengths and weaknesses; 
Structure will reveal your 
personality in relation to the world, 

DESTINY OR 
DETERMINATION?

Dato’ Joey Yap is the leading 
Feng Shi, BaZi and Face 
Reading Consultant in Asia. 
He is an international speaker, 
best-selling author of 162 
books and master trainer 
in Chinese Metaphysics. He 
is also the Chief Consultant 
of Joey Yap Consulting 
Group and founder of the 
Mastery Academy of Chinese 
Metaphysics.

your mode of operation in terms of behavior and attitude; and Profile 
illustrates your individual lifestyle and what roles you play in the world as 
a unique individual. 

THE BIEB’S CHART
According to Justin’s BaZi chart, his Day Master is a Bing Fire, and he 
has a Companion Structure with a Philosopher Profile. 
        Bing Fire Day Master is visually represented as the bright, warm fire 
of the sun, which refers to a person who is like a ray of sunshine. This 
can clearly be seen in Justin with his enthusiasm, passion and generous 
nature. A Bing Fire person is also an optimist and values relationships. 
        Coupling Bing Fire’s traits with the Companion Structure’s gra-
cious and inspirational characteristics make Justin a highly appealing 
young man to so many people. The Companion Structure, also known 
as Connector, refers 
to people who are 
friendly, outgoing 
and influential. 
Justin’s massive 
fan base worldwide 
proves that he has a 
way with people.
        Justin’s Phi-
losopher Profile, 
also called Indirect 
Resource, indicates 
his intuitiveness, 
secretiveness, focus, 
and multi-talented 
nature. This may 
denote a genius in-

5959

FENG SHUI FOR BUSINESS     WITH JOEY YAP  WITH JOEY YAP

tellect of some sort. Before Justin 
became The Biebs, he excelled in 
many interests – soccer, hockey, 
chess – and kept his musical aspi-
rations a secret. He taught himself 
to play various instruments and 
one day opportunity finally pre-
sented itself when a video of him 
performing in a local competition 
in 2007 (he was twelve then) went 
viral and propelled him to interna-
tional fame. 
        Do you think you share 
the same characteristics as The 

Biebs? There are ten 
Day Masters, five 
Structures and ten 
Profiles in total – 
are you aware which 
is yours? Justin 
certainly was. He 
was prepared and 
had the right skills 
to embrace it when 
opportunity came, 
going far and wide 
to where he is today. 
Head on to www.
joeyyap.com and see 
what the future holds 
for you. 

   COLUMN   

W
hile taking over the world 
as a full-time pop star, 
Justin Bieber finds himself 

being a successful entrepreneur in 
his free time. From merchandising 
to endorsement deals, Bieber Fever 
continues to dominate pop culture 
and win the hearts of legions of 
loyal fans.
        Bieber certainly has his critics, 
but the success he has enjoyed 
trumps all that. So what makes 
Justin Drew Bieber so eff ective 
as a global superstar and object 
of adoration of so many around 
the world? His boyish charm? 
His perfected smolder? Could his 
success be due to more than luck 
and talent – could it have been 
written in the stars?
        BaZi says that his personality 
coincides perfectly with his success, 
and you can tell all this just by 
looking at his BaZi chart.

WHAT IS BAZI?
BaZi (pronounced as “Bhat-Ji” 
in Chinese), literally means Eight 
Characters, and is an ancient 
discipline under Chinese Astrology 
dealing with Personality Analysis. 
It utilizes birth date and time 
to analyze and determine with 
accuracy an individual's path in 
life. It is far more precise than the 
archetypal Twelve Animal Signs.
        Also known as the Four Pillars 
of Destiny, BaZi can help individu-
als make informed decisions in line 
with their life’s destiny, maximize 
their potential, and strengthen their 
relationships. It is essentially a 
guide to successful living. 
        A person’s birth data is 
used to plot a BaZi chart, which 
reveals the three levels of BaZi: 
Day Master will tell you your basic 
character, essential personality 
traits, strengths and weaknesses; 
Structure will reveal your 
personality in relation to the world, 

DESTINY OR 
DETERMINATION?DETERMINATION?



   LIFESTYLE      60

response. When the brain perceives 
some kind of stress, it starts 
flooding the body with chemicals 
like epinephrine, norepinephrine 
and cortisol. This creates a variety 
of reactions such as an increase 
in blood pressure and heart rate. 
Plus, the senses suddenly have a 
laser-like focus so you can avoid 
physically stressful situations — such 
as jumping away from a moving car 
— and be safe.

        In addition, there are various 
health benefits with a little bit of 
stress. Researchers believe that 
some stress can help to fortify 
the immune system. For instance, 
stress can improve how your heart 
works and protect your body from 
infection. In one study, individuals 
who experienced moderate levels of 
stress before surgery were able to 
recover faster than individuals who 
had low or high levels.

SIDE EFFECTS OF STRESS
Stress is key for survival, but too 
much stress can be detrimental. 
Emotional stress that stays around 
for weeks or months can weaken 
the immune system and cause high 
blood pressure, fatigue, depression, 
anxiety and even heart disease. In 
particular, too much epinephrine 
can be harmful to your heart. It can 
change the arteries and how their 
cells are able to regenerate.

SIGNALS OF TOO MUCH STRESS
It may be tough to tell when you’re 
experiencing good or bad stress, 
but there are important ways 
that your body lets you know that 
you’re struggling with too much 
stress. Watch out for the following 
warning signs:
 Inability to concentrate or 

 complete tasks
 Get sick more often with colds 
 Body aches
 Other illnesses like autoimmune 

 diseases flare up
 Headaches
 Irritability 
 Trouble falling sleeping or 

 staying awake
 Changes in appetite
 More angry or anxious than usual

WHAT YOU CAN DO
Stress is an inevitable part of life, 
but you can improve the way you 
respond to stress and avoid or 
change some of the situations that 
create negative stress. 

HOW DO YOU TELL THE DIFFERENCE 
BETWEEN GOOD STRESS AND BAD? 

BOOK 

ALL MARKETERS ARE LIARS
n essential book for those in 
Marketing! This book is a good 
reminder for those of us in Marketing 

or seek to break into the field, it works as an 
essential guide and tips on just what to do. In 
true Seth Godin style, he brings back a truism 
that most of us have forgotten; “sell the sizzle, 
not the steak”. If 
your story sells, so 
will the product. 
Filled with 
anecdotes and 
easily digestible 
bits, it is an 
excellent book for 
the those with 
shorter attention 
spans and even less 
time to read. Buy it. 

MUSIC
RETURN TO OMMADAWN BY MIKE OLDFIELD  

emember Mike Oldfield? He of the 
“Tubular Bells” fame? A prolific and 
excellent artist who never stopped 

making music, this album is a sequel to his 1975 
album “Ommadawn”. Same format; two songs, 
one on each side of the album. Every single 
instrument played on the album was performed 
by him alone. A monumental task and it shows. 
The music breathes, it moves and swirls around 
you and in some ways, feels like a revisit to older 
works. A less 
complimentary 
person might 
even say it 
sounds like an 
accompanying 
soundtrack to a 
kitschy indie 
film. 

MOVIE
SPLIT 

Night Shyamalan is back. After a 
string of largely mediocre movies 
and cinematic flops, this creepy 

horror thriller film is a welcome return to 
form. It is tense, suspenseful and utilises every 
excellent directorial trick the man knows well 
with much aplomb. The usual horror tropes 
apply; creepy sadistic 
murderer kills young 
nubile women. What 
happens during and 
after is best left for 
the viewer to 
experience. Do 
watch it.  Spoiler 
ahead: Keep an eye 
out for an excellent 
blink and you’ll miss 
it reference.   

   LIFESTYLE      LIFESTYLE         6060

response. When the brain perceives 
some kind of stress, it starts 
flooding the body with chemicals 
like epinephrine, norepinephrine 
and cortisol. This creates a variety 
of reactions such as an increase 
in blood pressure and heart rate. 
Plus, the senses suddenly have a 
laser-like focus so you can avoid 
physically stressful situations — such 
as jumping away from a moving car 
— and be safe.

        In addition, there are various 
health benefits with a little bit of 
stress. Researchers believe that 
some stress can help to fortify 
the immune system. For instance, 
stress can improve how your heart 
works and protect your body from 
infection. In one study, individuals 
who experienced moderate levels of 
stress before surgery were able to 
recover faster than individuals who 
had low or high levels.

SIDE EFFECTS OF STRESS
Stress is key for survival, but too 
much stress can be detrimental. 
Emotional stress that stays around 
for weeks or months can weaken 
the immune system and cause high 
blood pressure, fatigue, depression, blood pressure, fatigue, depression, 
anxiety and even heart disease. In 
particular, too much epinephrine 
can be harmful to your heart. It can 
change the arteries and how their 
cells are able to regenerate.

SIGNALS OF TOO MUCH STRESS
It may be tough to tell when you’re 
experiencing good or bad stress, 
but there are important ways 
that your body lets you know that 
you’re struggling with too much 
stress. Watch out for the following 
warning signs:
 Inability to concentrate or 

 complete tasks
 Get sick more often with colds 
 Body aches
 Other illnesses like autoimmune 

 diseases flare up
 Headaches
 Irritability 
 Trouble falling sleeping or 

 staying awake
 Changes in appetite
 More angry or anxious than usual

WHAT YOU CAN DO
Stress is an inevitable part of life, 
but you can improve the way you 
respond to stress and avoid or 
change some of the situations that 
create negative stress. 

HOW DO YOU TELL THE DIFFERENCE HOW DO YOU TELL THE DIFFERENCE 
BETWEEN GOOD STRESS AND BAD? BETWEEN GOOD STRESS AND BAD? 

BOOKBOOK
ALL MARKETERS ARE LIARS

A
n essential book for those in 
Marketing! This book is a good 
reminder for those of us in Marketing 

or seek to break into the field, it works as an 
essential guide and tips on just what to do. In 
true Seth Godin style, he brings back a truism 
that most of us have forgotten; “sell the sizzle, 
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Filled with 
anecdotes and 
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making music, this album is a sequel to his 1975 
album “Ommadawn”. Same format; two songs, 
one on each side of the album. Every single 
instrument played on the album was performed 
by him alone. A monumental task and it shows. 
The music breathes, it moves and swirls around 
you and in some ways, feels like a revisit to older 
works. A less 
complimentary 
person might 
even say it 
sounds like an 
accompanying 
soundtrack to a 
kitschy indie 
film. 

MOVIEMOVIE
SPLIT 

M
Night Shyamalan is back. After a 
string of largely mediocre movies 
and cinematic flops, this creepy 

horror thriller film is a welcome return to 
form. It is tense, suspenseful and utilises every 
excellent directorial trick the man knows well 
with much aplomb. The usual horror tropes 
apply; creepy sadistic 
murderer kills young 
nubile women. What 
happens during and 
after is best left for 
the viewer to 
experience. Do 
watch it.  Spoiler 
ahead: Keep an eye 
out for an excellent 
blink and you’ll miss 
it reference.   

FF
eeling stressed 
can feel perfectly 
normal, 
especially during 
exam time. You 
might notice that 

sometimes being stressed-out 
motivates you to focus on your 
work, yet at other times, you feel 
incredibly overwhelmed and can’t 
concentrate on anything. While 
stress aff ects everyone in diff erent 
ways, there are two major types of 
stress: stress that’s beneficial and 
motivating — good stress — and 
stress that causes anxiety and even 
health problems — bad stress. 
Here’s more on the benefits and 
side eff ects of stress and how to 
tell if you’re experiencing too 
much stress.

BENEFIT OF STRESS
According to experts, stress is 
a burst of energy that basically 
advises you on what to do. In small 
doses, stress has many advantages. 
For instance, stress can help you 
meet daily challenges and motivates 
you to reach your goals. In fact, 
stress can help you accomplish 
tasks more effi  ciently. It can even 
boost memory.
        Stress is also a vital warning 
system, producing the fight-or-flight 
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T
he Malaysia Career & Training fair 2017 took place in Mid Valley Exhibition Centre, Kuala Lumpur and attracted over 10,000 visitors over 
the course of three days. This year marks the 17th time the event took place and is the longest running job fair in the country. The event was 
offi  ciated by Dato’ William Ng, owner of Business Media International in conjunction with JobStreet and was a rousing success. 

T
he Millionaire Business School has held the largest annual event at PORTMAN College, “GET RICH Through Business & Investment 2017 
OUTLOOK!”. The event was kickstarted by Dato Seri Dr. Vincent Tiew (the Managing Director of Andaman Group B), Dato Danny Goh 
(the Group Managing Director of B&G Capital Resources) and the keynote speaker, Mr. Ernie Chen (President/ Group CEO, ATCEN 
Education Group).

T he Johor Corp recent launched the Ibrahim International Business District in downtown Johor Bahru. In attendance was His Royal Highness 
Sultan of Johor Sultan Ibrahim Sultan Iskandar at Persada Johor International Convention Centre and the Johor Royal Family.  

ANNUAL EVENT AT THE MILLIONAIRE BUSINESS SCHOOL

JOHOR CORPS LAUNCHES IIBD

JOBSTREET.COM MCTF
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CHARITY CHARITY 
OR CSR?OR CSR?

William Ng is Group Publisher and Editor-in-Chief of Business Media International.  He can be reached at 
w.ng@businessmedia.asia or connect with him at 

www.facebook.com/williamngpage

C
orporate 
social 
responsibility 
or CSR is an 
oft-quoted 
word in the 
corporate 

circle, and increasingly so among 
SMEs. During the recent Chinese 
New Year, many business owners 
drop off  food, hampers and 
money at old folks home, 
orphanages and temples, and 
subsequently post these deeds on 
their websites or social media 
pages. There’s nothing inherently 
wrong with boasting of one’s 
charity: it shows poor taste, but 
there’s nothing wrong morally or 

otherwise to talk about facts. 
        However, like everything 

else, we need to understand 
the reason why we are 

donating money and 
time, and what we 

hope to achieve out 
of it. In short, the 

purpose and 
objective. 

        A good CSR program goes 
beyond donating money and 
time. Charity and philantrophy is 
a small, and often unsustainable 
component of CSR. In larger 
companies, CSR has now evolved 
into a function on par with such 
traditional functions as finance 
and marketing. Often, CEOs and 
the board take personal responsi-
bilities for chaperoning CSR 
programmes, hence contributing 
to their success (and sometimes, 
unfortunately, failure). 
        The benefits of having 
properly planned and 
implemented CSR programmes 
are well documented. These 
include heightened brand and 
corporate affi  nity, increased staff  
morale and engagement, and legal 
and regulatory compliance. 
        At Enterprise Asia, an 
association that I co-founded, 
we categorise CSR activities 
into 5 key pillars: green 
leadership, investment in 
people, health promotion, social 
empowerment and responsible 
business leadership. This is a 
good indication of the 

breath of activities that 
CSR emcompasses. 
        For most SMEs, however, 
CSR remains an ad-hoc activity 
at best, and often not given the 
attention they deserve. Hence, 
the quick and easy path to 
achieve corporate philantrophy 
is through donation. Developing 
and managing a sustainable 
CSR programme isn’t something 
beyond the reach of SMEs. There 
are plenty of resources online and 
even more examples in real life 
of how small businesses manage 
to make a diff erence to their 
community and the environment. 
All it takes is some research, 
determination and a long-term 
view to having shared values 
with the community. 
        There’s a famous 
saying: “give a man a fish 
and you feed him for 
a day; teach a man 
to fish and you 
feed him for a 
lifetime”. 
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