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M
alaysia has installed its 15th 
king, Sultan Muhammad V, 
in an elaborate ceremony in 

Kuala Lumpur last month. The new 
Yang di-Pertuan Agong, currently 
ceremonial ruler of Kelantan state, 
was sworn in dressed in traditional 
Malay formal wear.
        Under Malaysia's rotational 
monarchy, the top job is passed 
between nine hereditary state rulers. 
Malaysia is the only country in the 
world to have a rotational monarchy, 
in place since the country won 
independence from the UK in 1957.
        The new king, one of the coun-

try's youngest at 47, is half the age of 
his predecessor, Sultan Abdul Halim 
Mu'adzam Shah of Kedah, who at 89 
was the country's oldest monarch. But 
Sultan Muhammad V is not the first 
forty-something to hold the offi  ce in re-
cent years. Sultan Mizan Zainal Abidin 
of Terengganu was sworn in aged 45 in 
2006.
        Sultan Muhammad V's interests 
are also relatively youthful. He is keen 
on extreme sports like off -road driving, 
shooting and endurance challenges. He 
also enjoys reading, golf and football, 
and participates in public walking 
events to promote healthy living.

 AXIATA, EDOTCO ENTER US$600M  
 DEAL WITH KHAZANAH, INCJ

alaysian telco Axiata 
Group Bhd and its telecom 
infrastructure arm edotco 

Group Sdn Bhd have entered into a 
US$600-million primary and 
secondary equity private placement 
deal with Japan-based Innovation 
Network Corporation of Japan 
(INCJ) and Malaysia’s sovereign 
wealth fund Khazanah Nasional Bhd. 
Axiata and edotco have entered into 
a binding term sheet with INCJ 
which has committed US$400 

million and Khazanah 
that committed US$200 
million for primary and 
secondary edotco 
shares respectively. The 
definitive agreements 
are expected to be 
finalised and signed in 
January 2017 with 
Axiata maintaining a 
majority stake in edotco 
post transaction, 
marking one of the 
largest global tower 
sector private 
placement for this year. 
“The additional capital 
injection will provide 
edotco the capacity to 
execute its growth 
strategies including 
expansion within Asia 
via key acquisitions and 
further in-country 
organic opportunities,” 
said edotco CEO 
Suresh Sidhu.

SULTAN 
MUHAMMAD V 

SWORN IN AS 
NEW KING

BILL ENGLISH ELECTED 
NEW ZEALAND PRIME 
MINISTER

ill English 
has been 
elected as 

New Zealand's new 
prime minister after 
John Key resigned early 
last month. The 
centre-right National 
Party caucus chose 
English as the new 
leader. The 54-year-old 
finance minister was 
the preferred candidate 
of Key to succeed him.
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NINTENDO'S FIRST SMARTPHONE 
GAME IS FINALLY HERE

fter almost two years of 
waiting, the big day is 
finally here for Nintendo 

Co. and its first game for 
smartphones, Super Mario Run. The 
release for Apple Inc.’s devices last 
month is the first full test of what the 
Japanese game maker can achieve 
after years of eschewing the thriving 
mobile-app market. While Nintendo 
gave a hint of its potential with the 
success of Pokemon Go earlier this 
year, that title was only partly its own 
creation. Super Mario Run was 
developed mainly by Nintendo, with 
some assistance from partner DeNA 
Co. Expectations have swelled since 
the Kyoto-based company announced 
a strategic shift toward embracing 
mobile in March 2015, adding almost 
US$20 billion to its market value. 

YAHOO SUFFERS 
WORLD'S 
BIGGEST HACK

ahoo has 
discovered a 
three-year-

old security breach 
that enabled a hacker 
to compromise more 
than one billion user 
accounts, breaking 
the company's own 
humiliating record for 
the biggest security 
breach in history. The 
digital heist disclosed 
last month occurred 
in August 2013, more 
than a year before a 
separate hack that 
Yahoo announced 
nearly three months 
ago. That breach 
aff ected at least 500 
million users, which 
had been the most 
far-reaching hack until 
the latest revelation. 
Both lapses occurred 
during the reign of 
Yahoo CEO Marissa 
Mayer, a once-lauded 
leader who found 
herself unable to turn 
around the company 
in the four years since 
her arrival. 

MCDONALD’S SELLS SINGAPORE, 
MALAYSIAN FRANCHISE TO SAUDI GROUP

ast food chain McDonald’s Corporation 
has sold the franchise rights in 
Singapore and Malaysia to Lionhorn Pte 

Ltd, the Saudi Arabian group led by Sheik Fahd 
and Abdulrahman Alireza. McDonald’s said last 
month that Saudi Arabia’s Lionhorn Pte Ltd had 
assumed ownership of its 390 restaurants, more 
than 80 per cent of which were Company-owned. 
The Saudi firm has 20 years of experience as the 
direct licensee (DL) for the nearly 100 
McDonald’s restaurants in the Western and 
Southern regions of Saudi Arabia. The deal is part 
of McDonald’s plan to move away from direct 
ownership in Asia and move to a less capital-
intensive franchise model. As part of its 
turnaround plan announced in May of 2015, 
McDonald’s committed to refranchising 4,000 
restaurants by the end of 2018 with the long-term 
goal of becoming 95 per cent franchised. With this 
transaction, McDonald’s has now refranchised 
approximately 1,300 restaurants. Leading the 
day-to-day management of the Malaysia and 
Singapore markets, respectively, will be local 
operating partners Azmir Jaafar and Kenneth 
Chan, both of whom previously held senior 
leadership positions at McDonald’s and together 
possess over 40 years of experience.

 TPG WINS BID TO BE 
 SINGAPORE’S FOURTH TELCO

ingapore’s 
telecommunications 
regulator said a unit of 

Australia’s TPG Telecom made the 
winning bid of S$105 million ($73.7 
million) in an airwaves auction that 
would make it the city-state’s fourth 
telecoms operator. TPG’s unit will be 
provisionally allocated 60 MHz of 
spectrum made available in the new 
entrant spectrum auction, the 
Info-communications Media 
Development Authority said in a 
statement. Singapore currently has 
three telecommunications network 
operators – Singapore 
Telecommunications Ltd, M1 Ltd 
and StarHub Ltd – and the 
government has been seeking to 
increase competition. Th city-state 
will hold a second phase of the 
airwaves auction open to the existing 
players and TPG’s unit in the first 
quarter of 2017, the IMDA said.

PARLIAMENT VOTES TO 
IMPEACH PRESIDENT PARK GEUN-HYE

outh Korea's parliament has voted to 
impeach President Park Geun-hye 
after a corruption scandal paralysed 

her administration and triggered massive street 
protests. The parliamentary vote passed with a 
majority of more than two-thirds last month: 
234 for and 56 against. In a televised statement 
aired shortly after news of the vote broke, Park 
apologised for the political "chaos" in the 
country and urged the government to remain 
vigilant on the economy and national 
security."I'm so sorry for all South Koreans that 
I created chaos with my carelessness when our 
country faces so many diffi  culties, from the 
economy to national defence," she said. She now 
faces the prospect of going down in history as 
the first democratically elected South Korean 
president to be removed from offi  ce.

SINGAPORE RISES TO WORLD'S 
16TH COSTLIEST CITY FOR EXPATS

ingapore is the 16th most 
expensive city in the world 
for expatriates - a rise of 

two places from a year ago. This 
move up has brought Singapore 
closer to Hong Kong, which fell two 
places to 11th. "Singapore's cost of 
living hasn't risen much in Singapore 
dollar terms," said Quane Lee, 
regional director for Asia at ECA 
International, which conducted the 
survey. ECA International, which 
conducts two cost of living surveys a 
year, said Tokyo retook the global 
top spot for the first time since 2012, 
leapfrogging 11 places over the past 
year. It was followed by Luanda in 
Angola and Zurich.

SINGAPORE AIRLINES WANTS TO BE A BUDGET CARRIER TOO

hen you think of Singapore Airlines Ltd., visions 
appear of cushy premium cabins, bespoke leather 
seats, and free-flowing Champagne poured by the 

carrier’s throwback “Singapore girls” flight attendants. It’s all 
that, yes. But the luxury carrier is working hard to diversify with 
budget airlines under its corporate banner. It owns low-cost 
carrier Scoot; 49 percent of Vistara, a joint venture in India 
with Tata Sons Ltd.; and NokScoot, a low-cost Thai airline 
Singapore owns in a joint venture with Nok Airlines Co. Ltd. 
This collection of airlines—plus a new “ultra long range” Airbus 
A350 variant scheduled to arrive in 2018—enables Singapore to 
explore a range of expansion plans, many of which are currently 
focused on North America. It’s no coincidence that the region 
continues to be the runaway success story of airline profitability. 
It will provide roughly two-thirds of the industry’s projected 
US$29 billion net income next year, according to estimates 
released Dec. 8 by the International Air Transport Association. 
Singapore’s portfolio of carriers off ers “a lot more nimbleness 
and flexibility in addressing the needs of the markets,” Chief 
Executive Offi  cer Goh Choon Phong said.
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KUDO TO EMBARK ON FUND RAISING

ill Gates and more than a 
dozen of the world’s 
wealthiest individuals 

revealed a new US$1 billion 
investment fund in December to 
foster major advances in clean energy 
production. Dubbed Breakthrough 
Energy Ventures, the 20-year fund is 
backed by a mix of technology 
luminaries and heavyweights from 
the energy industry. The goal is to 
pump money into risky, long-term 
energy technology that could 
dramatically reduce greenhouse gas 
emissions, according to a statement. 
The investments will likely go into 
areas such as electricity generation 
and storage, agriculture and 
transportation. Investors include Jeff  
Bezos, founder and chief executive 
offi  cer of Amazon.com Inc., Richard 
Branson, the founder of Virgin 
Group Ltd., Jack Ma, the executive 

chairman of Alibaba Group Holding Ltd., John 
Arnold, a billionaire natural gas trader, and Prince 
Alwaleed Bin Talal, the founder of Kingdom 
Holding. Last year, a number of these investors 
joined Gates in announcing the Breakthrough 
Energy Coalition — a group of wealthy investors 
who pledged to aim a large portion of their 
fortunes toward energy technology. The arrival of 
the fund marks a more concrete step by this group 
toward their stated goals.

ne of Indonesia’s fastest growing O2O startup, Kudo, will begin talks with 
potential investors for a planned fundraising in between early and mid 2017. 
The company said it will invite foreign and domestic investors, including 

existing backers such as Emtek Group, East Ventures, 500 Startups, Singapore Press 
Holdings, IMJ Investment Partners, and Skystar Capital to participate. Sukan Makmuri, 
CTO of Kudo, said that his company is hoping to raise a “larger sum than previous 
investment”, which was an eight-digit funding in a round led by media conglomerate 
Emtek Group with participation of other investors. He said that new funds will be used 
for general expansion, especially to acquire sales agents.

BILL GATES, JEFF BEZOS, JACK MA, OTHERS BACK US$1B CLEAN ENERGY FUND

Future Opportunities conference 
on entrepreneurship in Kuala 
Lumpur last month.
        Rancic, who went on from the 
reality show to work for the Trump 
Organization, said that Trump 
was an "incredible negotiator, 
he's probably one of the best 
negotiators on the planet."
        Asked what was the best 
advice the new US president 
ever gave him, Rancic said, "I 
would tell you that one thing he 
values is hard work ... He's a hard 
worker. You saw him on that 
campaign trail. He was doing six, 
seven, eight, 10 stops a day. And 
I think he expects the same from 
the people that work with him 
and that he's going to surround 
himself with.
        "That's something that I 
think everyone should cherish 
and value ... Certainly instilling a 
good work ethic is something that 
my wife and I believe in and we're 
going to do the same for our son," 
the entrepreneur added.

ill Rancic, the winner of the first 
season of Donald Trump's reality 
television show "The Apprentice," 

off ered some insights about the President-
elect and praised his media savvy. 
        "He lifted me up. He gave me an 
opportunity that was absolutely spectacular 
and I think he's going to do the same for all of 
America," Rancic said on the sidelines of the 

APPRENTICE WINNER BILL RANCIC ON WORKING WITH TRUMP

   NEWS      6

KUDO TO EMBARK ON FUND RAISING

B
ill Gates and more than a 
dozen of the world’s 
wealthiest individuals 

revealed a new US$1 billion 
investment fund in December to 
foster major advances in clean energy 
production. Dubbed Breakthrough 
Energy Ventures, the 20-year fund is 
backed by a mix of technology 
luminaries and heavyweights from 
the energy industry. The goal is to 
pump money into risky, long-term 
energy technology that could 
dramatically reduce greenhouse gas 
emissions, according to a statement. 
The investments will likely go into 
areas such as electricity generation 
and storage, agriculture and 
transportation. Investors include Jeff  
Bezos, founder and chief executive 
offi  cer of Amazon.com Inc., Richard 
Branson, the founder of Virgin 
Group Ltd., Jack Ma, the executive 

chairman of Alibaba Group Holding Ltd., John 
Arnold, a billionaire natural gas trader, and Prince 
Alwaleed Bin Talal, the founder of Kingdom 
Holding. Last year, a number of these investors 
joined Gates in announcing the Breakthrough 
Energy Coalition — a group of wealthy investors 
who pledged to aim a large portion of their 
fortunes toward energy technology. The arrival of 
the fund marks a more concrete step by this group 
toward their stated goals.

O
ne of Indonesia’s fastest growing O2O startup, Kudo, will begin talks with 
potential investors for a planned fundraising in between early and mid 2017. 
The company said it will invite foreign and domestic investors, including 

existing backers such as Emtek Group, East Ventures, 500 Startups, Singapore Press 
Holdings, IMJ Investment Partners, and Skystar Capital to participate. Sukan Makmuri, 
CTO of Kudo, said that his company is hoping to raise a “larger sum than previous 
investment”, which was an eight-digit funding in a round led by media conglomerate 
Emtek Group with participation of other investors. He said that new funds will be used 
for general expansion, especially to acquire sales agents.

BILL GATES, JEFF BEZOS, JACK MA, OTHERS BACK US$1B CLEAN ENERGY FUND

Future Opportunities conference 
on entrepreneurship in Kuala 
Lumpur last month.
        Rancic, who went on from the 
reality show to work for the Trump 
Organization, said that Trump 
was an "incredible negotiator, 
he's probably one of the best 
negotiators on the planet."
        Asked what was the best 
advice the new US president 
ever gave him, Rancic said, "I 
would tell you that one thing he 
values is hard work ... He's a hard 
worker. You saw him on that 
campaign trail. He was doing six, 
seven, eight, 10 stops a day. And 
I think he expects the same from 
the people that work with him 
and that he's going to surround 
himself with.
        "That's something that I 
think everyone should cherish 
and value ... Certainly instilling a 
good work ethic is something that 
my wife and I believe in and we're 
going to do the same for our son," 
the entrepreneur added.

B
ill Rancic, the winner of the first 
season of Donald Trump's reality 
television show "The Apprentice," 

off ered some insights about the President-
elect and praised his media savvy. 
        "He lifted me up. He gave me an 
opportunity that was absolutely spectacular 
and I think he's going to do the same for all of 

APPRENTICE WINNER BILL RANCIC ON WORKING WITH TRUMP

he's probably one of the best 

        Asked what was the best 

would tell you that one thing he 
values is hard work ... He's a hard 
worker. You saw him on that 

the people that work with him 

himself with.
        "That's something that I 
think everyone should cherish 

good work ethic is something that 

going to do the same for our son," 
the entrepreneur added.

and I think he's going to do the same for all of 
America," Rancic said on the sidelines of the 



7

STRICTER CRITERIA FOR S’PORE 
GREEN LABELLING SCHEME

n enhanced certification and labelling 
scheme for environmentally friendly 
pulp and paper products will have more 

rigorous criteria from next January, the Singapore 
Environment Council (SEC) said. Standards will 
be benchmarked against environmental practices 
used in the European Union, Australia, New 
Zealand and Japan. Pulp and paper firms will also 
be assessed on the way they prevent the outbreak 
of fires on their plantations, and how their 
peatlands are managed. In a press release, an SEC 
spokesperson said that the revamped scheme 
would allow consumers to take a stand in support 
of the environment and against practices that 
cause the regional haze problem. 

MALAYSIA RECORDS INVESTMENTS 
OF RM150.8 BILLION FOR 
FIRST NINE MONTHS

alaysia recorded 
investments totalling 
RM150.8bil in the 

manufacturing, services and primary 
sectors for the first nine months of 
2016. Although, the number of 
projects dropped 3.7% from 
RM156.6bil in the same period last 
year, it will create 117,550 job 
opportunities. International Trade 
and Industry Minister Datuk Seri 
Mustapa Mohamed said in a 
statement the overall investment 
performance for the whole of 2016 
could be sustained, despite the 
challenging global environment. He 
said domestic investments accounted 
for 74.8% of the total investments at 
RM112.8bil, while foreign 
investments made up the rest.

CROWN PRINCE VAJIRALONGKORN 
BECOMES THAILAND'S NEW KING

rown Prince Maha 
Vajiralongkorn has 
become Thailand's new 

king after accepting an invitation 
from parliament to succeed his 
father, King Bhumibol Adulyadej, 
who died in October. The new 
monarch, 64, who received the title 
"His Majesty King Maha
Vajiralongkorn Bodindradebayava-
rangkun", assumed his new position 
early December. He ascended the 
throne 50 days after the death of his 
father, who reigned for 70 years. The 
prince has not spoken publicly since 
his father's death and news about his 
plans has come through the govern-
ment. Vajiralongkorn, the only son of 
King Bhumibol, who is also known 
as King Rama IX, did not immedi-
ately ascend the throne following 
his father's death as traditionally 
practised, instead requesting more 
time to mourn.

JAPAN PARLIAMENT 
LEGALISES CASINOS

apan's parliament has 
passed a long-awaited law 
to legalise casinos. The 

move paves the way for casino resort 
developments that also include hotels 
and shopping centres. International 
gaming firms including Wynn 
Resorts, MGM Resorts and Caesars 
have expressed an interest in running 
businesses in Japan. Casino 
operators are keen to find new 
markets, especially those in close 
proximity to China. The move was 
backed by Prime Minister Shinzo 
Abe, who believes the changes will 
stimulate tourism and help the 
country's flagging economy.

MALAYSIA’S CIMB 
SETS FOOT IN VIETNAM

n a bid to have a presence 
in each Asean nation by 
2018, Malaysia’s CIMB 

Bank has kick-started banking 
operations in Vietnam with its first 
bank branch in Hanoi. With a 
banking licence from State Bank of 
Vietnam, that was given in 
September this year, CIMB Vietnam 
will work as a wholly-owned 
subsidiary of CIMB Bank Bhd. The 
licence allows CIMB Vietnam to off er 
the full range of corporate, 
commercial and consumer banking 
products in the country, 
        The Bank is among the 
seven foreign banks and the third 
Malaysian bank to be awarded a 
licence in Vietnam to operate a 100 
per cent banking subsidiary.

MAS PROPOSES NEW RULES 
TO MAKE SHORT SELLING IN 
SHARES TRANSPARENT

ingapore has proposed 
new rules that would 
require investors to report 

short sales of shares - a further sign 
authorities are stepping up scrutiny 
of investors who take a negative view 
on listed companies and aggressively 
sell their shares. The consultation 
paper published by the Monetary 
Authority of Singapore (MAS) on 
Dec 14 follows a similar proposal by 
Hong Kong's Securities and Futures 
Commission (SFC) last year, and 
comes amid a growing number of 
public short-selling campaigns against 
listed companies in the region. Short 
selling involves the sale of a security 
that the seller does not own, or has 
borrowed, believing that the 
security's price will decline so that it 
can be profitably bought back at a 
lower price.

FORBES: PUTIN IS WORLD’S MOST POWERFUL MAN

ladimir Putin was the world’s most powerful person 
for a fourth straight year in 2016, with US president-
elect Donald Trump in second place, Forbes 

magazine said in its annual rankings. ”Russia’s president has 
exerted his country’s influence in nearly every corner of the 
globe,” the US business magazine wrote. “From the motherland 
to Syria to the US presidential elections, Putin continues to get 
what he wants.” The 64-year old Russian leader is 
“unconstrained by conventional global norms (and) his reach 
has magnified in recent years,” Forbes said. The magazine 
wrote that at number two, Trump, who takes over the US 
presidency in a little more than a month, “has a seeming 
immunity to scandal, both houses of Congress on his side, and a 
personal net worth in the billions.” Third place this year went to 
German Chancellor Angela Merkel, who has been at the helm 
of Europe’s economic powerhouse for 11 years and announced 
plans to run for reelection next year.
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STRICTER CRITERIA FOR S’PORE 
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DARE SIGNS MOU WITH 
SME CORP MALAYSIA

ARE (Darussalam 
Enterprise) and SME Corp 
Malaysia (small and 

medium enterprises Corporation 
Malaysia) signed a Memorandum of 
Understanding (MoU) yesterday to 
mark both agencies’ cooperation in 
the field of micro, small and medium 
enterprises (MSMEs) development. 
The MoU was signed during the 
opening ceremony of the Brunei Job 
Fair 2016 last month at the Bridex 
International Exhibition Centre. The 
objective of the MoU is to encourage 
cooperation in matters of policies, 
expertise and information sharing 
relating to the development of 
MSMEs in Malaysia and Brunei as 
well as the establishment of business 
networking, industrial linkages and 
other forms of technical collaboration 
between the two countries on the 
basis of equality and mutual benefit.

MIA UNVEILS
BOOKLET FOR SMEs

he 
Malaysian 
Institute of 

Accountants (MIA) has 
launched a booklet, 
“Why Audit Matters to 
SMEs” to depict the 
value of an external 
audit for small and 
medium enterprises 
(SMEs). In a 
statement, MIA said 
the booklet provided a 
quick guide in 
illustrating the value of 
an audit to various 
stakeholders which 
emphasised the 
benefits to have the 
accounts audited. “The 
main message of the 
booklet is that the cost 
of audit to an entity 
should not be 
considered in isolation 
of the benefits to be 
derived by that entity,” 
it said. MIA said there 
was a need for a 
comprehensive analysis 
and appropriate 
dialogues with relevant 
stakeholders. 

NEGATIVE OUTLOOK FOR S'PORE 
BANKS, SAYS FITCH

redit rating agency Fitch Ratings has 
downgraded its sector outlook on the 
Singapore banking system to "negative", 

in the light of soft economic conditions that are 
expected to persist in 2017. This could place 
broadening pressure on banks' asset quality and 
dampen earnings over the next year, Fitch said. 
"However, Singapore banks' solid credit profiles 
- characterised by steady funding and liquidity 
positions, strong loss-absorption buff ers and 
healthy profitability - support our stable outlooks 
for their ratings." Its downgrade of Singapore's 
banking sector outlook comes as its overall sector 
outlook on Asia-Pacific banks has become 
increasingly negative. Three-quarters of the 
banking systems Fitch covers now have a negative 
outlook, including Australia, Hong Kong, Japan, 
Malaysia and China, compared with fewer than 
half in its outlook for 2016, a year ago.

IMF SEES MALAYSIA 
GROWING 4.5% IN 2017

alaysia's economy is seen 
growing at 4.5 per cent in 
2017 on strong private 

consumption but will continue to 
suff er from weak commodity prices 
and slowing private investment, the 
International Monetary Fund (IMF) 
said on Dec 15. The South-east Asian 
economy has been buff etted by poor 
demand for its exports of 
commodities and liquefied natural 
gas over the past year. In January, the 
government cut spending and revised 
its 2016 growth forecast down to 4 to 
4.5 per cent from 4 to 5 per cent in 
January. "While the Malaysian 
economy has adjusted well to lower 
global oil prices, sustained low 
commodity prices add to the 
challenges of fiscal consolidation," 
said IMF's Daisaku Kihara, who lead 
a two-week consultation mission to 
Malaysia in early December.

fter five years of construction, it’s all 
systems go for Malaysia’s Mass Rapid 
Transit (MRT) phase one of the Sungai 

Buloh-Kajang (SBK) Line. After running on trial 
since October, the BMW-designed trains 
commenced operations on December 16.
        The train will run from Sungai Buloh to 
Semantan on 21 km of elevated tracks for now; 
the full line all the way to Kajang will be ready by 
July 2017. It will cover 12 stations in Sg Buloh, 
the Kota Damansara area, PJ, Bangsar and Pusat 
Bandar Damansara, and can be used to directly 
access popular malls such as 1 Utama and 
The Curve/IPC/Ikea. The Sunway Damansara 
commercial area and Sunway Giza also has an 
MRT station.
        The station list reads: Sg Buloh, Kg 
Selamat (where Mah Sing’s D’sara Sentral 
is), Kwasa Damansara, Kwasa Sentral, Kota 
Damansara, Surian (Sunway Giza), Mutiara 
Damansara (The Curve), Bandar Utama (1U, 
Sri Pentas), Taman Tun Dr Ismail, Phileo 
Damansara, Pusat Bandar Damansara (where 
Sprint meets Bangsar’s Jalan Maarof) and 
Semantan. Around 30 minutes end to end. 

MALAYSIA’S MASS RAPID TRANSIT (MRT) PHASE ONE KICKS OFF
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FOR
BUSINESS

I
nstagram is a critically important social network. 
The photo-sharing app is not only important for 
retailers, restaurants, or travel companies; as one of 
the most eff ective brand-building tools available 
today, Instagram is increasingly important for every 
kind of business.
        Instagram is now a hub where regular people find 
(and judge) the visual identity of a business. Without 
a strong Instagram presence, companies risk being 

ignored or forgotten, especially among the next generation of consumers. 
        If you do take Instagram seriously, it can open up a world of opportunity 
for your brand. Forrester has named Instagram the “king of social engagement,” 
citing the fact that top brands’ Instagram posts generated a per-follower 
engagement rate of 4.21 percent. That means Instagram delivered these brands 
58 times more engagement per follower than Facebook, and 120 times more 
engagement per follower than Twitter.

CREATE YOUR INSTAGRAM STRATEGY Start off  by doing some research. 
Use Instagram yourself, before you use it for your brand. Check out the best 
businesses on Instagram, and other brands in your industry—including your 
competitors—both for inspiration and competitive intelligence.
        Once you’re familiar with the app, you can begin to build your Instagram 
strategy. This strategy should mirror your broader social media marketing plan, 
which acts as your business’ guide for social media activities.
First, you’ll need to establish your Instagram goals. These goals should tie back 
to your business goals. They might include:
    Increase product sales    Increase tra�  c to your website  
    Increase brand awareness    Increase branded hashtag mentions
The goals you set for your Instagram strategy should all be achievable and 
measurable. For example, you shouldn’t set a goal to increase your white paper 
downloads if you can’t tie your Instagram activities to your white papers (hint: 
this would be really hard and probably wouldn’t work). By creating goals that are 
measurable, you also allow yourself to track your progress, which we’ll discuss in 
more detail below.

        Once you identify your goals, craft a mission statement 
for your Instagram account. A mission statement acts as 
a guiding principle for your Instagram activities, and will 
dissuade you from treating the social network like you would 
Twitter or Facebook.
        Specific features of each social media network lend 
themselves to certain goals. In the case of Instagram, the 
network’s power is in visuals, and your mission statement and 
goals should reflect that. The statement will likely take on a 
format similar to:
        We will use Instagram for (purpose of this social network) 
in order to help (business goal).
        With your mission statement in hand, you can move onto 
your content strategy. This will involve:
     Choosing how often to post     Choosing what time of day to post
     Establishing a content calendar     Choosing your content themes
On Instagram, you should be maintaining a regular posting 
schedule, but you don’t want to bombard your followers with 
too many posts. Most brands release one to three posts per 
day. As for what time of day to post, this will largely depend on 
your audience. For both of these factors, frequency and time, it 
should come down to testing. 
        Test posts at diff erent intervals and times and see what 
works best. This will depend on where your audience is located, 
including their timezone, among other factors. Then use that 
insight to establish a content calendar. Your calendar should 
establish who is in charge of posting, when they’ll post, and 
what the content will be.

ONCE A DAY.70%

42%

60 million
200 million

1.6 billion

35%

47% 53%

MULTIPLE TIMES 
A DAY.

DAILY PHOTO LIKES

ACTIVE USERS

MEN WOMEN

USERS CHECK INSTAGRAM...

USERS SPEND 90% OR THEIR TIME IN INSTAGRAM 
ON THE MOBILE APP, MAKING IT THE MOST 
MOBILE OF ANY SOCIAL PLATFORM!

DAILY PHOTO UPLOADS

INSTAGRAM BY THE NUMBERS

HOW TO BECOME AN

BY 
MIOR 
AZHAR          

S M A R T

IF YOU'RE WONDERING ABOUT THE NAME, "INSTAGRAM" 
IS A PORTMANTEAU OF THE WORDS "INSTANT" 

( INSPIRED BY INSTANT CAMERAS ) AND "TELEGRAM"

x10 m

OF MARKETERS PLAN TO INCREASE THEIR USE OF INSTAGRAM

ADIDAS SHARES VIBRANT PICTURES OF 
THEIR SHOES WITH OVER 1.1 MILLION 
FOLLOWERS. IN AUGUST 2014, THEY 
WILL MiADIDAS TRAINERS WITH THEIR 
FAVORITE INSTAGRAM PHOTO!
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LEARN HOW TO TAKE 
BETTER PICTURES ON 
YOUR PHONE You don’t 
need a fancy DSLR 
camera to succeed on 
Instagram. Chances are 
the smartphone in your 
pocket has all the power 
you need. 
THINK ABOUT STORY 
ARCS The pictures you 
share on Instagram don’t 
need to be one-off  photos 
that aren’t associated 
with each other.  Think 
in terms of story arcs and 
share series of pictures 
that show actions being 
taken, items that are 
associated with one 
another or progressions 
through time.
ADD TEXT TO YOUR 
PICTURES Memes 
tend to get a lot of 
traction on Instagram, 
so take advantage of 
this type of viral-style 
image by creating your 
own graphic and text 
combinations.  Use the 
Meme Generator website 
to research current meme 
trends, as well as make 
your own to share.
EXPERIMENT WITH 
VIDEO CLIPS Instagram 
has introduced the ability 
to share video clips 
alongside the platform’s 
static photos.  To give it a 
try, use the movie camera 
icon within Instagram to 
record up to 15 seconds 
of footage and then apply 
a video-specific filter to 
improve its look.
TELL YOUR BRAND 
STORY WITHOUT 
SELLING Brand 
marketing on Instagram 
can be tricky, as younger 
demographic users 
tend to be sensitive to 
over-promotion.  Avoid 
irritating these users by 
identifying ways to share 
key components of your 
brand’s image without 
resorting to outright 
sales tactics.
SHOWCASE A LIFESTYLE 
One way to tell your 
brand’s story without 
directly selling is to 

share lifestyle shots that 
reinforce your brand’s 
persona.  Sharing surfing 
photos, for example, 
gives off  a casual, laid 
back vibe, while sharing 
pictures of races 
creates a more motivated, 
driven identity.
SHOW NEW USES FOR 
YOUR PRODUCTS If 
you want to be more 
direct when marketing 
on Instagram, use your 
uploads to show off  
innovative new ways 
to use your products.  
Followers tend to be 
quite forgiving of brand 
marketing eff orts when 
they receive something 
of value in exchange for 
their attention.
PREVIEW NEW 
PRODUCTS Similarly, one 
way to gain attention on 
this social platform is to 
preview new products 
on the site before they’re 
released to the general 
public or announced 
elsewhere.  Obviously, 
this strategy isn’t right 
for every brand, as those 
targeting older users 
could lose some media 
attention by announcing 
here.  But if Instagram’s 
user base represents 
the right fit for your 
company, there’s almost 
no better way to make 
a splash.
USE RELEVANT 
HASHTAGS Hashtags 
are incredibly important 
on Instagram.  Before 
releasing any image, 
search around for similar 
content to see which 
hashtags are likely to lead 
to the most awareness 
and engagement.
SHARE YOUR 
INSTAGRAM PICS 
ON OTHER SOCIAL 
NETWORKS Don’t limit 
your Instagram pictures 
to Instagram.  Post 
your Instagram links to 
Facebook, Twitter and 
any other social media 
service your company 
uses in order to grow 
your user base and 

provide followers on 
other networks with 
valuable content.
FOCUS ON COMMUNITY 
– NOT INFLUENCERS 
Instagram tends to be a 
democratic space. There 
aren’t many individual 
influencers who shape the 
community.  So instead of 
trying to find and target 
these power users, focus 
your marketing eff orts 
on reaching out to and 
connecting with members 
of your community.
HOST AN INSTAGRAM 
CONTEST Instagram 
contests can be as 
involved or as hands-off  
as possible.  No matter 
what prize you decide to 
off er or how you’ll track 
and judge entries, site 
users tend to get excited 
about these promotions 
(and the brands that 
run them).

POST AT PEAK TIMES 
As you post on 
Instagram, pay attention 
to the times during the 
day when your images 
receive the most likes 
and comments.  Use the 
trends you’ve identified 
to be sure you’re posting 
at peak times when you’ll 
be most likely to reach 
members of 
your audience.
KEEP AN EYE ON 
YOUR “FEED SPEED” 
Don’t inundate your 
users with images.  See 
how frequently other 
brands in your industry 
are posting and mimic 
their feed speed, paying 
attention to the impact on 
your account’s metrics as 
you vary this rate.
RESPOND TO ALL 
COMMENTS YOU 
RECEIVE Recognize users 
that take the time to 
comment on your images 
by responding to their 
messages.  Clicking on 
users’ names first will add 
them to your response, 
tagging them and making 
it more likely that they’ll 
see you’ve taken the time 
to comment back. 
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ONLY HAD 13 EMPLOYEES

INTERESTING FACTS ABOUT INSTAGRAM

        With Instagram integration, you can then schedule your Instagram 
posts in advance. This will allow you to save time on posting every day, 
allowing you to dedicate more of your resources to engagement and 
community building. Spend a bit of time each week scheduling your 
Instagram images at your audience’s most active times, and then check 
back in as necessary.

FIVE INSTAGRAM FOR BUSINESS BEST PRACTICES Here are a few best 
practices you can use to excel at Instagram for business:

The unique qualities of your brand’s audience are still important on Instagram. A bank can’t 
simply mimic Starbucks or Red Bull and expect to gain popularity. Hone in on your audi-
ence and build an Instagram brand that really caters to their interests and expectations.

Tell a story with your caption. Instagram is a visual social network, so many people 
end up neglecting the caption, when this is valuable real estate. Captions allow you to 
expand on the image, give it context and even make your followers laugh (especially if 
you are proficient in emojis). It can also tie an image back to your business.

Instagram is a great platform for contests. Contests can ask users to comment on your 
photo, share it, mention a certain number of friends, or even share their own photo with 
a specific hashtag. Many users see these contests as a benefit of following a brand on 
Instagram, so don’t worry about bothering people. Try out a contest, track the analytics 
and see how it benefits your brand.

Consider collaborating with a popular Instagrammer or influencer in your field or in-
dustry. Give them control of your branded account for a day, or ask them to share their 
thoughts on your brand. This could pay off big time as they expose your brand to their 
large Instagram community. While many influencers will charge a pretty penny for their 
services, even small and medium businesses can use this tactic by giving away their 
product or using local influencers.

Infographics: http://www.je� bullas.comInfographics: http://www.je� bullas.com
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LEARN HOW TO TAKE LEARN HOW TO TAKE 
BETTER PICTURES ON BETTER PICTURES ON 
YOUR PHONEYOUR PHONE You don’t You don’t 
need a fancy DSLR need a fancy DSLR 
camera to succeed on camera to succeed on 
Instagram. Chances are Instagram. Chances are 
the smartphone in your the smartphone in your 
pocket has all the power pocket has all the power 
you need. you need. 
THINK ABOUT STORY THINK ABOUT STORY 
ARCSARCS The pictures you The pictures you 
share on Instagram don’t share on Instagram don’t 
need to be one-off  photos need to be one-off  photos 
that aren’t associated that aren’t associated 
with each other.  Think with each other.  Think 
in terms of story arcs and in terms of story arcs and 
share series of pictures share series of pictures 
that show actions being that show actions being 
taken, items that are taken, items that are 
associated with one associated with one 
another or progressions another or progressions 
through time.through time.
ADD TEXT TO YOUR ADD TEXT TO YOUR 
PICTURESPICTURES Memes Memes 
tend to get a lot of tend to get a lot of 
traction on Instagram, traction on Instagram, 
so take advantage of so take advantage of 
this type of viral-style this type of viral-style 
image by creating your image by creating your 
own graphic and text own graphic and text 
combinations.  Use the combinations.  Use the 
Meme Generator website Meme Generator website 
to research current meme to research current meme 
trends, as well as make trends, as well as make 
your own to share.your own to share.
EXPERIMENT WITH EXPERIMENT WITH 
VIDEO CLIPSVIDEO CLIPS Instagram Instagram 
has introduced the ability has introduced the ability 
to share video clips to share video clips 
alongside the platform’s alongside the platform’s 
static photos.  To give it a static photos.  To give it a 
try, use the movie camera try, use the movie camera 
icon within Instagram to icon within Instagram to 
record up to 15 seconds record up to 15 seconds 
of footage and then apply of footage and then apply 
a video-specific filter to a video-specific filter to 
improve its look.improve its look.
TELL YOUR BRAND TELL YOUR BRAND 
STORY WITHOUT STORY WITHOUT 
SELLINGSELLING Brand Brand 
marketing on Instagram marketing on Instagram 
can be tricky, as younger can be tricky, as younger 
demographic users demographic users 
tend to be sensitive to tend to be sensitive to 
over-promotion.  Avoid over-promotion.  Avoid 
irritating these users by irritating these users by 
identifying ways to share identifying ways to share 
key components of your key components of your 
brand’s image without brand’s image without 
resorting to outright resorting to outright 
sales tactics.sales tactics.
SHOWCASE A LIFESTYLESHOWCASE A LIFESTYLE
One way to tell your One way to tell your 
brand’s story without brand’s story without 
directly selling is to directly selling is to 

share lifestyle shots that share lifestyle shots that 
reinforce your brand’s reinforce your brand’s 
persona.  Sharing surfing persona.  Sharing surfing 
photos, for example, photos, for example, 
gives off  a casual, laid gives off  a casual, laid 
back vibe, while sharing back vibe, while sharing 
pictures of races pictures of races 
creates a more motivated, creates a more motivated, 
driven identity.driven identity.
SHOW NEW USES FOR SHOW NEW USES FOR 
YOUR PRODUCTSYOUR PRODUCTS If If 
you want to be more you want to be more 
direct when marketing direct when marketing 
on Instagram, use your on Instagram, use your 
uploads to show off  uploads to show off  
innovative new ways innovative new ways 
to use your products.  to use your products.  
Followers tend to be Followers tend to be 
quite forgiving of brand quite forgiving of brand 
marketing eff orts when marketing eff orts when 
they receive something they receive something 
of value in exchange for of value in exchange for 
their attention.their attention.
PREVIEW NEW PREVIEW NEW 
PRODUCTSPRODUCTS Similarly, one Similarly, one 
way to gain attention on way to gain attention on 
this social platform is to this social platform is to 
preview new products preview new products 
on the site before they’re on the site before they’re 
released to the general released to the general 
public or announced public or announced 
elsewhere.  Obviously, elsewhere.  Obviously, 
this strategy isn’t right this strategy isn’t right 
for every brand, as those for every brand, as those 
targeting older users targeting older users 
could lose some media could lose some media 
attention by announcing attention by announcing 
here.  But if Instagram’s here.  But if Instagram’s 
user base represents user base represents 
the right fit for your the right fit for your 
company, there’s almost company, there’s almost 
no better way to make no better way to make 
a splash.a splash.
USE RELEVANT USE RELEVANT 
HASHTAGSHASHTAGS Hashtags Hashtags 
are incredibly important are incredibly important 
on Instagram.  Before on Instagram.  Before 
releasing any image, releasing any image, 
search around for similar search around for similar 
content to see which content to see which 
hashtags are likely to lead hashtags are likely to lead 
to the most awareness to the most awareness 
and engagement.and engagement.
SHARE YOUR SHARE YOUR 
INSTAGRAM PICS INSTAGRAM PICS 
ON OTHER SOCIAL ON OTHER SOCIAL 
NETWORKSNETWORKS Don’t limit Don’t limit 
your Instagram pictures your Instagram pictures 
to Instagram.  Post to Instagram.  Post 
your Instagram links to your Instagram links to 
Facebook, Twitter and Facebook, Twitter and 
any other social media any other social media 
service your company service your company 
uses in order to grow uses in order to grow 
your user base and your user base and 

provide followers on provide followers on 
other networks with other networks with 
valuable content.valuable content.
FOCUS ON COMMUNITY FOCUS ON COMMUNITY 
– NOT INFLUENCERS– NOT INFLUENCERS
Instagram tends to be a Instagram tends to be a 
democratic space. There democratic space. There 
aren’t many individual aren’t many individual 
influencers who shape the influencers who shape the 
community.  So instead of community.  So instead of 
trying to find and target trying to find and target 
these power users, focus these power users, focus 
your marketing eff orts your marketing eff orts 
on reaching out to and on reaching out to and 
connecting with members connecting with members 
of your community.of your community.
HOST AN INSTAGRAM HOST AN INSTAGRAM 
CONTESTCONTEST Instagram Instagram 
contests can be as contests can be as 
involved or as hands-off  involved or as hands-off  
as possible.  No matter as possible.  No matter 
what prize you decide to what prize you decide to 
off er or how you’ll track off er or how you’ll track 
and judge entries, site and judge entries, site 
users tend to get excited users tend to get excited 
about these promotions about these promotions 
(and the brands that (and the brands that 
run them).run them).

POST AT PEAK TIMESPOST AT PEAK TIMES
As you post on As you post on 
Instagram, pay attention Instagram, pay attention 
to the times during the to the times during the 
day when your images day when your images 
receive the most likes receive the most likes 
and comments.  Use the and comments.  Use the 
trends you’ve identified trends you’ve identified 
to be sure you’re posting to be sure you’re posting 
at peak times when you’ll at peak times when you’ll 
be most likely to reach be most likely to reach 
members of members of 
your audience.your audience.
KEEP AN EYE ON KEEP AN EYE ON 
YOUR “FEED SPEED”YOUR “FEED SPEED”
Don’t inundate your Don’t inundate your 
users with images.  See users with images.  See 
how frequently other how frequently other 
brands in your industry brands in your industry 
are posting and mimic are posting and mimic 
their feed speed, paying their feed speed, paying 
attention to the impact on attention to the impact on 
your account’s metrics as your account’s metrics as 
you vary this rate.you vary this rate.
RESPOND TO ALL RESPOND TO ALL 
COMMENTS YOU COMMENTS YOU 
RECEIVERECEIVE Recognize users Recognize users 
that take the time to that take the time to 
comment on your images comment on your images 
by responding to their by responding to their 
messages.  Clicking on messages.  Clicking on 
users’ names first will add users’ names first will add 
them to your response, them to your response, 
tagging them and making tagging them and making 
it more likely that they’ll it more likely that they’ll 
see you’ve taken the time see you’ve taken the time 
to comment back. to comment back. 
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FACEBOOK INSTAGRAM FACEBOOK INSTAGRAM 

ONLY HAD 13 EMPLOYEESONLY HAD 13 EMPLOYEES

INTERESTING FACTS ABOUT INSTAGRAMINTERESTING FACTS ABOUT INSTAGRAM

        With Instagram integration, you can then schedule your Instagram 
posts in advance. This will allow you to save time on posting every day, 
allowing you to dedicate more of your resources to engagement and 
community building. Spend a bit of time each week scheduling your 
Instagram images at your audience’s most active times, and then check 
back in as necessary.

FIVE INSTAGRAM FOR BUSINESS BEST PRACTICES Here are a few best 
practices you can use to excel at Instagram for business:

The unique qualities of your brand’s audience are still important on Instagram. A bank can’t 
simply mimic Starbucks or Red Bull and expect to gain popularity. Hone in on your audi-
ence and build an Instagram brand that really caters to their interests and expectations.

Tell a story with your caption. Instagram is a visual social network, so many people 
end up neglecting the caption, when this is valuable real estate. Captions allow you to 
expand on the image, give it context and even make your followers laugh (especially if 
you are proficient in emojis). It can also tie an image back to your business.

Instagram is a great platform for contests. Contests can ask users to comment on your 
photo, share it, mention a certain number of friends, or even share their own photo with 
a specific hashtag. Many users see these contests as a benefit of following a brand on 
Instagram, so don’t worry about bothering people. Try out a contest, track the analytics 
and see how it benefits your brand.

Consider collaborating with a popular Instagrammer or influencer in your field or in-
dustry. Give them control of your branded account for a day, or ask them to share their 
thoughts on your brand. This could pay off big time as they expose your brand to their 
large Instagram community. While many influencers will charge a pretty penny for their 
services, even small and medium businesses can use this tactic by giving away their 
product or using local influencers.
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T
he global economy has now 
entered its sixth year of 
stagnation, and the growth 
outlook for 2017 shows a 
continuation of this trend. 
        According to Bart Van 
Ark, chief economist of The 
Conference Board, a projected 
stabilisation in energy and 
commodity prices may provide 
a small tailwind for resource-
rich economies in 2017, but the 
medium-term trend continues to 
be dominated by weaker growth 
in key inputs, notably investment 
and labour supply.
        “Modest positive signals 
emerge from the base scenario 
showing some strengthening in 
qualitative growth factors, such 
as more advanced technology, 
improved labour force skills and 
greater productivity,” he said.
        “But those potentially 
favourable factors are under 
pressure from ongoing political, 
policy and economic uncertainties 
around the world. This risks 
further inertia caused by wait-and-
see attitude among corporations 
and governments,” he added.
        Van Ark believes that 
businesses have to prepare 
for more disruptions from 
geoplolitical tensions, policy 
uncertainty, financial market 
volatility and rapid changes in 
technology, but they also need 
to stay focused on leveraging the 
qualitative sources of growth with 
investment in technology and 
business productivity, even or 
especially in times of stagnation.

EMERGING ASIA Having said that, 
The Conference Board predicts 
that growth in emerging Asian 
economies is likely to remain 
relatively robust compared to 
other regions. 
        It projects a growth rate of 
4.7 per cent for emerging Asia 
in 2017.This is only slightly 
down from 4.9 per cent in 
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stagnation, and the growth 
outlook for 2017 shows a 
continuation of this trend. 
        According to Bart Van 
Ark, chief economist of The 
Conference Board, a projected 
stabilisation in energy and 
commodity prices may provide 
a small tailwind for resource-
rich economies in 2017, but the 
medium-term trend continues to 
be dominated by weaker growth 
in key inputs, notably investment 
and labour supply.
        “Modest positive signals 
emerge from the base scenario 
showing some strengthening in 
qualitative growth factors, such 
as more advanced technology, 
improved labour force skills and 
greater productivity,” he said.
        “But those potentially 
favourable factors are under 
pressure from ongoing political, 
policy and economic uncertainties 
around the world. This risks 
further inertia caused by wait-and-
see attitude among corporations 
and governments,” he added.
        Van Ark believes that 
businesses have to prepare 
for more disruptions from for more disruptions from 
geoplolitical tensions, policy geoplolitical tensions, policy 
uncertainty, financial market uncertainty, financial market 
volatility and rapid changes in volatility and rapid changes in 
technology, but they also need technology, but they also need 
to stay focused on leveraging the to stay focused on leveraging the 
qualitative sources of growth with qualitative sources of growth with 
investment in technology and investment in technology and 
business productivity, even or business productivity, even or 
especially in times of stagnation.

EMERGING ASIA Having said that, 
The Conference Board predicts The Conference Board predicts 
that growth in emerging Asian that growth in emerging Asian 
economies is likely to remain economies is likely to remain 
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other regions. 
        It projects a growth rate of 
4.7 per cent for emerging Asia 
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down from 4.9 per cent in down from 4.9 per cent in 
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2016 when economies benefitted 
from policy-induced pickups 
in domestic demand which 
largely off set subdued external 
demand for many of the region’ 
economies.
        This compares favourably 
with the aggregate growth rate 
for all emerging and developing 
economies, which is projected to 
increase to 3.6 per cent in 2017, 
up from 3.2 percent in 2016. 
        Looking beyond 2017 to the 
medium term, emerging Asia is 
expected to grow at an average 
of 4.3 per cent during the 2017-
2021 period and 3.9 per cent in 
the 2022-2026 period – faster 
than average growth rate for all 
emerging economies. While this 
is a sharp slowdown from te 7.2 
per cent growth reached in the 
previous deade (2006-2016), 
which was primarily fuelled by 
China’s extraordinary growth 
performance from 2000, emerg-
ing Asian economies remain one 
of the most dynamic and fastest 
growing markets in the world.
        Both quantitative and 
qualitative growth factors will be 
important in driving their future 
growth. Quantitative factors 
include expansion of labour 
supply and investment.
        Qualitative factors include 
increases in labour force skills, a 
shift to high-performing human 
capital, increases in the quality of 
capital through shifts to assets of 
higher marginal productivity, and 
total factor productivity (TFP)

The Conference Board also 
predicted that in the next decade
   India, along with Southeast

Asian countries, will 
continue benefitting from a 
demographic dividend, in 
which a fast-growing, young 

working population 
will provide 

an ample 
labour force 
as well as 
potential for 
consumption 
growth.

   China and Thailand, where
labour force growth will slow 
in the next decade, will see 
contribution to GDP growth 
from labour quantity turn 
negative, raising the pressure 
t improve the quality of 
investment and productivity.

   Productivity growth will
likely accelerate in Malaysia 
and Vietnam, thanks partly 
to catch-up growth but 
also improved effi  ciency in 
investment as these countries 
integrate further into the 
global supply chain.

   In some emerging Asian
economies, particularly 
the lower income ones, 
labour productivity will 
also improve because of 
continued urbanisation, 
better education and more 
formal training.

While the era of significant catch-
up growth in some of the largest 
emerging markets may be over, 
these economies will still benefit 
from continued accumulation 
of captal and growth of their 
workforces in the next decade, 
even though some slowing of 
labour force growth is projected. 
Many other smaller economies 
in Asia, Sub Saharan Africa 
and Latin America with large 
catch-up potential will continue to 
converge toward the growth rates 
of their high-growth counterparts, 
but even so, their combines 
impact on global economy will not 
be as large.

SOUTHEAST ASIA – REGIONAL 
INTEGRATION The Conference 
Board noted that against the 
backdrop of a subdued global 
growth environment and 
deteriorating domestic demand, 
many Southeast Asian economies 
have either implemented fiscal 
and monetary easing measures 
to support growth or rolled out 
economic reform plans to restore 
business confidence and attract 
foreign investment. Increased 
government infrastructural 
project spending, household 
consumption due to tax breaks, 
and business investment may start 
to take eff ect in these economies 
in the next five years.
        In addition, regional integra-
tion eff orts have intensified among 
the Southeast Asian economies. 
The creation of AEC at the end of 
2015 could be a modest step to-
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wards a strengthening of an open 
internal market in the region. A 
stronger buildup of a consumer 
base, supported by the integration 
of product markets across ASEAN 
economies, may also release 
substantially larger consumer 
purchasing power than in the past. 
        The China-led Asia Infra-
structure Investment Bank (AIIB), 
which includes all the ASEAN 
countries, opened its door in 
January 2016. In the long run, it 
it proves to be successful, it may 
provide support for much-needed 
infrastructural financing the 
region’s economies, particularly 
the lower income countries.
        The region’s commitment 
to invest in green growth and 

renewable energy may also boost 
Southeast Asia’s dynamic growth 
potential. As kost regional 
economies are net importers of 
energy, improving renewable 
energy infrastructure and 
effi  ciency will help the countries 
meet growing domestic demand 
and provide a promising source 
of exports through the region.
        To continue advancing and 
moving up in the global value 
chain, The Conference Board 
believes that a stronger orienta-
tion towards innovation, mode 
deep-seated reforms in the labour 
market, and market development 
of human capital will be key for 
Southeast Asian economies to 
sustain growth into the 2020s.
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M
alaysia is expected to 
record a modest pace 
of growth in 2017, 

forecasted Affi  n Hwang Capital. 
        It projected that the 
country’s real GDP growth is to 
recover gradually from 4.1% year-
on-year in te first half of 2016 to 
around 4.3% in the second half of 
2016, averaging 4.2% estimated 
for full-year 2016 (5% in 2015). 
        “Against a backdrop of 
modest but healthy growth in the 
global economy, we expect the 
country’s real GDP growth to im-
prove to 4.4% in 2017, supported 
by domestic demand, especially 
from private consumption and 
investment. However, as a 
highly open and trade dependent 
economy, Malaysia’s real GDP 
growth and external demand will 
likely be influenced by the health 
of the global economy in 2017,” 
noted the research house.
        Malaysian Institute of 
Economic Research, meanwhile, 
predicted that real GDP growth is 
expected to edge up moderately, 
registering growth of between 
4.5 - 5.5%. Domestic demand 
continues to be the engine of 
growth by growing at 5.0%. 
However, the export demand 
is expected to improve further 
growing at 3.0% a year. 
        MIER stated that current 
account balance is expected to 
deteriorate this year estimated 
to be 1.8% of GNI, but it will 
rebound in 2017 as export 
demand improve further. The 
inflation rate projection for this 
year is revised downward to 
2.2% from our earlier projection 
of 3.0%, due to favourable price 
development for the past eight 
months. Inflation projection for 
2017 is maintained at 2.7%.
        It added that as a trading 
nation, Malaysia is aff ected by 
the global slowdown, directly 
or indirectly. The slowdown 
of Malaysia's trading partners 
directly influencing their demand 
for Malaysian exports. Among the 
major trading partners, there is 
not much positive development 
unveiled this year to renew any 
short-term prospect
        Affi  n Hwang Capital, 
however, predicted that 
private consumption to remain 

THE SPECIFIC MEASURES RELATED TO SMEs INCLUDE THE FOLLOWING
   For the SME Masterplan, a total of RM70 million has been allocated for the

implementation of the High Impact Programmes;
   A total of RM350 million is allocated for export promotion of SMEs. This includes

RM130 million under the National Export Promotion Funds channeled through 
MATRADE, SME Corp. Malaysia and MIDA, RM200 million � nancing and insurance 
credit facilities with coverage valued up to RM1 billion by EXIM Bank, as well as 
RM20 million (RM100 million for � ve years) in the form of 2% interest rate rebate 
on the guarantees provided under the “Syarikat Jaminan Pembiayaan Perniagaan” 
(SJPP) scheme;

   Initiatives to support start-ups include RM200 million for Working Capital Guarantee
Scheme (WCGS) and introduction of a new pass category Foreign Knowledge Tech 
Entrepreneurs to encourage investment in high technology startups;

   To stimulate development of B40 entrepreneurs, a total allocation of RM290
million has been provided for Mobileprenuer Programme by GIATMARA (RM30 
million), Agropreneur programme (RM100 million), eUsahawan and eRezeki 
programmes under MDEC (RM100 million) and RM5,000 per taxi driver to purchase 
new vehicles with individual taxi permits given (RM60 million);

   To empower Bumiputera entrepreneurs, a total of RM1.4 billion has been allocated
for programmes implemented by various agencies such as SME Bank (RM100 
million), Amanah Ikhtiar Malaysia (RM100 million), TEKUN (RM300 million), PUNB 
(RM200 million), MARA (RM120 million) and TERAJU (RM600 million);

   For Indian entrepreneurs, a total of RM200 million has been allocated for business
� nancing programmes under TEKUN and Amanah Ikhtiar Malaysia (RM150 million) 
and another RM50 million for programme to increase capacity and income;

   For Chinese entrepreneurs, a total of RM90 million has been allocated for SME loans
through KOJADI (RM50 million), RM20 million for microcredit loans under the 
Malaysian Chinese Women Entrepreneurs Foundation and RM20 million for loans to 
Chinese hawkers through 1Malaysia Hawkers and Petty Traders Foundation;

   For women entrepreneurs, a total of RM2 billion is allocated for I-KIT, I-KeuNita and
Women Career Comeback programmes; 

   MDEC has been allocated RM162 million for implementation of E-commerce
initiatives such as e-commerce ecosystem and Digital Maker Movement as well as 
the introduction of new location category as Malaysia Digital Hub.

Overall, the budget is broad based and inclusive, taking into 
consideration the various economic groups of SMEs including 
agriculture farmers and smallholders, women and B40 entrepreneurs, 
exporters, start-ups, Bumiputera entrepreneurs, etc. 
        On the long-term development, the Government is committed to 
continue with the implementation of the Masterplan initiatives and other 
development programmes aimed towards meeting the 2020 targets.
        In view of this, SME Corp. Malaysia has announced that it will 
work closely with the relevant Ministries and agencies to reach out to 
more SMEs as well as to ensure that the programmes and incentives 
announced under Budget 2017 are expeditiously implemented to bring 
maximum benefit to SMEs.

supportive of 
economic growth. 
It believed 
that consumer 
spending should 
be supported 
largely by support 
initiatives that 
were announced 
in the 2017 
Budget, such as 
BR1M for low-
income household 
groups. 
        “Against 
any major 
downside risks 
from external developments, 
we believe Malaysia’s economic 
fundamentals will remain sound, 
supported by an improving 
economic outlook, lower fiscal 
deficit position, sustainable 
(though narrowing) current 
account surplus, helthy foreign 
exchange reserves as well 
as manageable inflationary 
pressure,” adds Affi  n Hwang 
Capital.

STARTUP AND SME PROMOTION 
YEAR As for the SMEs, it is 
believe 2017 promises to be an 
exciting year. During his Budget 
2017 speech,  Prime Minister 
Datuk Seri Najib Tun Razak 
declared 2017 as the Startup and 
SME Promotion Year in line with 
the role of small and medium-
sized enterprises in significantly 
contributing to the nation’s 
growth and labour market.
        The Budget looked into both 
the long-term development as well 
as the short-term needs of SMEs 
to cushion the impact of the cur-
rent economic challenges. A total 
allocation of RM6.7 billion has 
been allocated for SME develop-
ment to be implemented by the 
various Ministries and agencies. 
        The most impactful incentive 
announced is the reduction 
in the corporate tax rate for 
SMEs. SMEs that will benefit 
the most will be those that have 
an expanding revenue base as 
besides the special rate of 18% 
given for the first RM500,000 
of the taxable income, the 
incremental revenue will also be 
subject to a lower tax rate, which 
will be enjoyed by all businesses. 

MALAYSIA EXPECTS MODERATE GROWTH
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S
ingapore's small, 
trade-dependent 
economy is going 

through a protracted cyclical 
downturn and is not expected to 
pick up significantly in 2017, 
predicted the Monetary Authority 
of Singapore (MAS) 
        The country's central bank 
said the global economy is 
likely to expand at a "steady but 
mediocre pace" in 2017 and, on 
the back of this, demand remains 
uneven across Singapore's key 
export markets.
        “This means trade-
related sectors will continue to 
struggle,” MAS explained in 
its twice-yearly macroeconomic 
review recently, adding that this 
has been further compounded 
by Singapore's exposure to some 
of the hardest-hit sectors, such 
as oil and gas, semiconductors 
and transport services.
        The weak trade outlook 
means that growth in 2017 will 
depend largely on its domesti-
cally-oriented industries and the 
services sector. 
        Government spending on 
information and communications 
technology initiatives, a stream of 
public infrastructure projects and 
robust demand for essential ser-
vices, such as healthcare, should, 
however, provide some support to 
the economy.
        Government forecasters 
expect economic growth to come 
in at the lower end of 1 to 2 per 
cent in 2016, and only slightly 
higher in 2017.
        The review also noted 
that global growth is expected 
to come in at 3.7 per cent in 
2016, and edge up slightly to 
3.8 per cent in 2017, as business 
investment in major economies 
stays sluggish due to elevated 
economic uncertainty.
        The central bank added 
that business sentiment in Sin-
gapore remains poor, especially 
among small and medium-sized 
enterprises.
        "While there was no 
evidence of widespread 
consolidation among firms, the 
subdued business environment 
could be taking a significant toll 
on smaller domestic corporates," 
the MAS noted.
        DBS economist Irvin Seah 

said the outlook "will remain 
downbeat" but is unlikely to dete-
riorate sharply.
        Risks remain in the econo-
mies of major trading partners 
such as China and the euro zone, 
and while the United States econ-
omy is showing signs of improve-
ment, it will take time for this to 
translate into real demand for 
Singapore exports, Seah added.
        This means that the 
slowdown is likely to be long-
drawn, making the health 
of the labour market a key 
concern for policymakers.
        "In terms of monetary policy 
we have already done what 
needs to be done. The focus 
should shift towards the fiscal 
response," he noted.

SINGAPORE’S SMEs FEARFUL OF 
2017 With narrowed economic 
growth forecast all around, it 
comes as no surprise that the city 
state’s small medium enterprises 
(SMEs) are adopting an even dim-
mer view of their own.  
        For the next six months, 
small and medium enterprises 
(SME) in the city-state expressed 
muted sentiments, with profit 
outlook lingering on the 
pessimistic side.
        According to the latest 
report by Singapore Business 
Federation and DP Information 
group, overall outlook index of 
SMEs dipped by 3.3% from the 
third quarter of 2016 to a score of 
50.2, the second lowest score in 
the index’s seven-year history.
        The report, which surveyed 
over 3,600 SMEs on their 
business sentiments in the next 
six months, revealed that five out 
of six sectors expect their profits 
to shrink.
        Transport and storage 
registered the largest decline 
with 4.2%, followed by business 
services with 4%. The pessimis-
tic outlook was also shared by 
commerce, manufacturing, and 
construction and engineering.
        For SBF CEO Ho Meng Kit, 
it is not surprising that SMEs 
remain largely gloomy about their 
growth prospects, given the tepid 
global and domestic economy.
        "The lowest profit expecta-
tions and second lowest Overall 
Index in seven years indicate that 

our SMEs are barely keeping their 
heads above water. In part, this 
reflects the constraints of operat-
ing in Singapore where costs are 
high.," he noted.
        He then urged SMEs to look 
overseas for growth.
"Take your chances and ven-
ture overseas...If you confine 
your business in Singapore, be 
prepared for a long period of low 
growth or even declining profit-
ability," he stated.
        In another survey conducted 
by global insurer QBE of 450 
local SMEs across various 
industries, more than a third of 
SMEs have a “generally grim 
economic view” on both their 
sales and profitability outlooks for 
the next 12 months.

SOURCE: QBE INSURANCE SINGAPORE

A majority 75% of the businesses 
surveyed had a moderate to high 
level of concern against the loss of 
income due to business interrup-
tions, such as fires and machinery 
breakdowns – particularly enter-
prises which have been operating 
for more than six years. At the 
same time, some 64% say they are 
concerned about damage to or 
loss of inventory.
        Despite a noticeable increase 
in these two main concerns since 
the previous edition of the survey 
last year, QBE highlights that only 
21% and 26% of SMEs surveyed 
across the board are covered 
against the respective risks of 
business interruptions and inven-
tory damage/loss.
        In fact, about 11,400 of Sin-
gapore’s SMEs (6%) claim they 
do not buy any form of insurance, 
while 53% have expressed a disin-
terest in buying extra coverage so 
long as the minimum is met. 
        QBE Insurance Singapore’s 
CEO, Karl Hamann, said this sug-
gests some business owners may 
be ignoring or de-emphasising 
such key risks as they remain fo-
cused on their current operations 

rather than the long-term sustain-
ability of their businesses.
        “They’re not really seeing 
the value in buying insurance; 
one perception is that it will 
never happen to them,” he 
elaborates at a press briefing on 
Thursday morning.  
        This year’s research also 
found that 41% of SMEs would 
only consider buying insurance 
after witnessing or hearing of 
other businesses experiencing 
unfortunate occurrences. The 
CEO calls such a phenomenon a 
“laid back ‘wait-and-see’ attitude” 
to business protection, which he 
is convinced could aff ect their 
prospects for business survival.
        Beyond issues directly 
related to the economic downturn 

and other day-to-day hurdles, 
unfulfilled client payments 
appeared to be the most 
commonly encountered issues by 
SMEs over the last 12 months, 
and this was followed closely 
by liability issues resulting from 
failure to deliver products.
        On this, Hamann said 
the fact that SMEs continue to 
operate with basic, mandated 
levels of insurance is “alarming” 
– given that these companies 
are likely to have run into 
these “more specific” issues as 
compared to key risks.
        "With volatility expected to 
persist through much of 2017, 
SMEs should seriously consider 
mitigating their business risk 
through comprehensive risk 
management, ensuring they 
continue to positively contribute 
to Singapore’s economic success 
while operating their businesses 
with peace of mind,” he stated.
        “Choosing to operate with-
out insurance may result in the 
loss of companies’ competitive 
edge as they are operating in a 
position of vulnerability, making 
them susceptible to risk and 
threats arising from the global 
and local business landscape.”

think the economy will be 
somewhat or much worse

think sales will 
decrease
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through a protracted cyclical 
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predicted the Monetary Authority 
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likely to expand at a "steady but 
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the back of this, demand remains 
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export markets.
        “This means trade-
related sectors will continue to 
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its twice-yearly macroeconomic 
review recently, adding that this 
has been further compounded 
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as oil and gas, semiconductors 
and transport services.
        The weak trade outlook 
means that growth in 2017 will 
depend largely on its domesti-
cally-oriented industries and the 
services sector. 
        Government spending on 
information and communications 
technology initiatives, a stream of 
public infrastructure projects and 
robust demand for essential ser-
vices, such as healthcare, should, 
however, provide some support to 
the economy.
        Government forecasters 
expect economic growth to come 
in at the lower end of 1 to 2 per 
cent in 2016, and only slightly 
higher in 2017.
        The review also noted 
that global growth is expected 
to come in at 3.7 per cent in 
2016, and edge up slightly to 
3.8 per cent in 2017, as business 
investment in major economies 
stays sluggish due to elevated 
economic uncertainty.
        The central bank added 
that business sentiment in Sin-
gapore remains poor, especially 
among small and medium-sized 
enterprises.
        "While there was no 
evidence of widespread 
consolidation among firms, the 
subdued business environment 
could be taking a significant toll 
on smaller domestic corporates," 
the MAS noted.
        DBS economist Irvin Seah 

said the outlook "will remain 
downbeat" but is unlikely to dete-
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ment, it will take time for this to 
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        According to the latest 
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        "The lowest profit expecta-
tions and second lowest Overall 
Index in seven years indicate that 

our SMEs are barely keeping their 
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SOURCE: QBE INSURANCE SINGAPORE

A majority 75% of the businesses 
surveyed had a moderate to high 
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prises which have been operating 
for more than six years. At the 
same time, some 64% say they are 
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rather than the long-term sustain-
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persist through much of 2017, 
SMEs should seriously consider 
mitigating their business risk 
through comprehensive risk 
management, ensuring they 
continue to positively contribute 
to Singapore’s economic success 
while operating their businesses 
with peace of mind,” he stated.
        “Choosing to operate with-
out insurance may result in the 
loss of companies’ competitive 
edge as they are operating in a 
position of vulnerability, making 
them susceptible to risk and 
threats arising from the global 
and local business landscape.”
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E
very sign has 
diff erent strengths. 
Here’s a simple 
success 

tip for your sign in 2017. Apply 
it every day to turbo-
charge your life.

ARIES: Astrology for the Aries 
zodiac sign predicts that your 
mind is more alert and active 
and your energies are more 
grounded. Prepare for career 
success by taking new classes and 
workshops this year. You will get 
out and see more of the world. 
Tip: Organisation matters. Stay on top of 
details and paperwork.
TAURUS: Taurus sign in 2017 
will have more intimacy and 
feel the joy of merging with 
another person. You will enjoy 
career success and speak with 
authority. Be disciplined with 
debt and borrow money only if 
you need it. Tip: Diplomacy counts. 
Be considerate of peers and employees. 
Focus on teamwork.
GEMINI: The 2017 horoscope 
for Gemini warn you to take 
back your power in a certain 
relationship. Remember the only 
person who has authority over 
you, is you. If single, you will 
find your life partner this year. 
You will be in the public eye 
more than ever! Tip: Get obsessive 
about routines. Knowing why you’re doing 
something adds to motivation.
CANCER: The Cancer yearly 
horoscope shows that you will 
find employment and enjoy 
a better work schedule. Your 
health improves. This is the year 
when you will figure out what 
your true calling really is. Your 
pet will give you much comfort! 
Tip: Be adventurous. Stay open to new 
ideas and possibilities.
LEO:  Nothing beats structure and 
hard work. Stick to deadlines and 
keep promises.
VIRGO: This year Virgo is building 
a more solid foundation on the 
emotional, financial and physical 
level. Pay attention to your 
inner life. You could become a 
homeowner or a parent this year.
Tip: Think outside the box. Innovation and 
an inventive attitude help you succeed.
LIBRA: The zodiac shows that 
this is a good year for Libra. 
Jupiter in your sign continues 

to protect you and bring you 
blessings through the autumn of 
2017. It is a fantastic time to get a 
creative business venture off  the 
ground. Your love life improves. 
You will excel in writing, blogging 
and teaching this year. In fact, 
you will be seen as an authority 
on a particular subject. There 
may be some drama with siblings. 
You may purchase electronics 
and perhaps a new vehicle. Tip: 
Get creative. Use music, meditation and 
mindfulness to help you get inspired.
SCORPIO: The yearly horoscope for 
the Scorpio sign indicates that a 
burden has been lifted and you are 
transported into a brand new life. 
Your finances will improve and you 
will make a major purchase this 
year. Just make sure that you are 
getting paid what you are worth.
Tip: Action is key. When in doubt, do 
something. Keep the momentum going.
SAGITTARIUS: The 2017 astrology 
for Sagittarius shows that you 
are embarking on a total life 
reinvention. You will say good bye 
to outmoded situations and some 
withering friendships. There will 
be new responsibilities but you will 
shoulder them with grace. Tip: Enjoy 
each moment. Slow down to do things well.
CAPRICORN: The Capricorn 
forecast suggest that you are going 
through a reflective phase in your 
life. You will seek more solitude 
and the past will be healed. You 
may have to cut off  some energy 
vampires. Make sure you don’t 
play the codependency game and 
end up as an enabler. Tip: Be curious. 
Ask questions, listen and stay connected to 
likeminded colleagues.
AQUARIUS: In 2017, you will be 
more involved in group activity and 
networking, Aquarius. Using the 
best technology will enhance your 
earnings. A platonic friendship 
could bloom into a romance. Tip: 
Care for yourself in 2017. Nurture your 
direct reports — but protect the people that 
matter, especially yourself!
PISCES: The astrology for the Pisces 
sign shows that you are moving up 
the ladder of success and don’t let 
any fears or doubts hold you back. 
Your father or a significant male 
could figure prominent in your 
life. You may receive an award of 
achievement in your career! Tip: 
Leadership matters. Take charge to get things 
started, and focus on follow through. 

M
alaysia is one of the top 
countries when it comes 
to online shopping 

spending according to various 
latest statistics. Malaysian’s 
spending habit is rapidly transition-
ing from traditional to becoming 
more engaged to online spending.
        That change of spending habit 
triggered small, medium, and large 
enterprise businesses to become 
more accessible online, thus 
changing the landscape of business 
development in the country.
        In order for small businesses 
to continuously adjust and adapt 
to the rapid change in the market 
behaviour, here are the topfive5 
small business trends that will 
probably rule in 2017.

1.  MOBILE TECHNOLOGY It’s pretty
obvious not only in Malaysia, 
but to all developed countries 
around the globe that mobile 
technology will be the king of 
consumer spending. In 2016 
alone, there are approximately 
18 million Malaysian active 
mobile internet users, 16 million 
of those are active in social 
media. This triggered the growth 
of Malaysian online mobile 
shopping of 20%. This means 
that 2017 will be a great year for 
small and other mid to large-
sized businesses who invest in 
mobile technology.

2. ECOMMERCE WEBSITES The days
of spending lots of time waiting 
in a long line in supermarkets 
are rapidly fading and the days 
of ecommerce shopping is taking 
over. According to Nielsen’s 
2014 consumer behaviour data, 
Malaysia ranks among the 
world’s avid online shoppers. 
Please take note that the data is 
in 2014. Imagine how much it 
has grown in the past two years 
and how much it will grow in 
the upcoming years. For small 
businesses, this is a good oppor-
tunity to start investing in Ecom-
merce websites because number 
of online shoppers in Malaysia 
will surely grow by leaps and 
bounds in the upcoming years.

3. ONLINE SHOPPING APPS 
In relation to Ecommerce 
and mobile technology, the 
emergence of online shopping 
apps will be more clear in the 
Malaysian Ecommerce industry. 
Lazada, 11street, and Shopee 
are already neck and neck in a 
race to the top of shopping app 
market. So what does it mean 
for small businesses? Develop-
ing an app for shopping is a 
tedious and expensive task. But 
investing to these shopping gi-
ants for product listing will open 
whole new channels for small 
businesses to make sales online.

4. SOCIAL MEDIA With the growth of
mobile internet users in Malay-
sia, the demand for businesses 
to go social is also growing. It 
is no longer a fancy stuff , it’s 
already a necessity. With the 
number of Malaysian consum-
ers getting on social networking 
websites such as Facebook, 
Instagram, and Twitter, it is also 
crucial for small businesses to 
get their brands in social media. 
Not only it saves time and eff ort, 
it also saves money because 
spending on social media ads 
is extremely cheap. Small busi-
nesses that have strict budget-
ing in marketing can turn their 
attention to freelance digital 
marketing professionals.

5. LOCAL SEO Local SEO will be
more in demand in upcoming 
years than ever before. It is 
the small businesses gateway 
to engaging their target audi-
ence within the vicinity of their 
business. Sometimes verifying 
the business location in Google 
Maps already gives an advantage 
over other stores that are not 
verified because it will be shown 
more often to people within that 
local area. However, verifying the 
business and optimising it is a dif-
ferent scenario, business owners 
can consult a specialist for this 
matter for maximum effi  ciency.

   Mario Carino is the co-author of Poxse
and an internet geek who loves to 
explore anything on the web.

FIVE SMALL BUSINESS 
TRENDS IN MALAYSIA 
THAT WILL RULE 2017

BY 
MARIO 
CARINO

SOURCE: ASTROLOGYCLUB.ORG
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1997

2008

2016

1995

2006

2013

1976

1994
1992

TIMELINE
BORN IN 
UKRAINE

LEARNT TO CODE

STARTED 
WORKING WITH 
YAHOO

CREATED 
WHATSAPP

STARTED SELLING 
FACEBOOK STOCK 
AT A PRESCHEDULED 
TRADING PLAN

CAME TO THE USA •
             LIVED ON FOOD STAMPS • 

             WORKED AS A JANITOR TO • 
SUPPORT HIS MOTHER AND HIMSELF •

STARTED 
COLLEGE AND 

QUIT

QUIT YAHOO

SOLD WHATSAPP TO 
FACEBOOK FOR 
US$19 BILLION

              

AT THE AGE OF SIXTEEN, JAN WORKED AS 
A CLEANER AT A GROCERY STORE WHILE 

HIS MOTHER BABYSAT. TOO POOR TO 
AFFORD THE BOOKS HE NEEDED TO BUY 

TO LEARN TO CODE, HE WOULD BUY THEM 
FROM A USED BOOK SHOP AND RETURNED 

THEM WHEN HE WAS DONE WITH IT. 

T
he rise of WhatsApp as a global messaging 
service is undeniable. In the seven years that 
the instant messaging app has been online, the 
app has grown from a modest messaging 
service to one of the largest cross platform 
instant messaging service in the world 
servicing over one billion active users. 
        With a global user population exceeding 
one billion, no other short messaging service 

(SMS) has the same reach and user numbers that the company boasts. 
And it isn’t likely to stop any time soon. 
        Developed by Jan Koum, a Ukrainian-American, Jan’s rise to fame 
and fortune has not always been so smooth sailing. 
        Born in Kyiv, Ukraine to an impoverished household without run-
ning water, life at the Koum household and surrounding neighbourhood 
wasn’t easy.  As he described it in an interview with Wired; “It was so 
run down that our school didn’t even have an inside bathroom. Imagine 
the Ukrainian winter, -20°C, where little kids have to stroll across the 
parking lot to use the bathroom. Society was extremely closed off : you 
can read 1984, but living there was experiencing it.”
        Due to the increasingly anti Semitic environment the family 
faced – they were Jewish – it was agreed upon that he, his mother and 
grandmother would all leave for the United States while his father 
stayed behind and join them at a later date. He was only sixteen.  With 
the assistance of the United States government, the three of them 
settled in a small apartment in Mountain View, California where they 
lived on welfare and used food stamps as him and his mother searched 

for menial jobs that would pull the family through. 
        At the age of sixteen, Jan worked as a cleaner at a grocery store 
while his mother babysat. Too poor to aff ord the books he needed to 
buy to learn to code, he would buy them from a used book shop and 
returned them when he was done with it. 
        This ability to code landed him a job with Ernst & Young as 
a security tester while studying a full-time course in San Jose State 
University. It would prove a fateful point in his life when he met fellow 
employee Brian Acton. 
        Six months later, he interviewed for and landed a job at Yahoo! as 
a security consultant and rising to become the manager of infrastructure 
of engineering. He would stay with the company through their ups and 
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around themselves for warmth. Deciding and mutually agreeing that 
user privacy was paramount, Koum says; “We want to know as little 
about our users as possible. We don’t know your name, your gender… 
We designed our system to be as anonymous as possible. We’re not 
advertisement-driven so we don’t need personal databases” 
        While some in the enforcement agencies rage at the thought, others 
welcomed such a move. And so, the company grew. In 2012, WhatsApp 
first caught the attention of Mark Zuckerberg, who gave Koum a call. 
The two met for coff ee and went on a hike, talked shop and kept in 
touch over the years with semi frequent hikes and other conversations. 
        After two years, Zuckerberg had Koum over for dinner and made 
an acquisition off er for the company. It took a couple days before 
he agreed and over dinner, they hashed out the finer details. The 
acquisition would be worth US$19 billion and as part of the deal, he 
would also be part of Facebook’s board of Directors and own about 60 
million in Facebook stock. 
        The next day – in a somewhat symbolic move, Koum signed the 
new deal on the door of his former welfare offi  ce, the place that once 
gave him and his family hope. It was located just a few blocks away from 
WhatsApp’s headquarters in Mountain View as well. And just like that, 
Koum and Acton joined America’s richest list. 

PHILANTHROPY & PRIVACY With his wealth and both parents deceased 
– his mother died of cancer in 2000 and his father died in their native 
Ukraine in 1997, Koum turned to philanthropy, quietly giving US$1 
million to the foundation responsible for the open-source operating 
system FreeBSD. As he later explains; “In a way, FreeBSD helped lift 
me out of poverty,” Koum wrote at the time, “One of the main reasons 
I got a job at Yahoo is because they were using FreeBSD, and it was my 
operating system of choice.”
        Also, he gave a US$565 million donation to the Silicon Valley 
Community Foundation. 
        But philanthropy isn’t the only thing in mind. For now, he is 
focusing his eff orts on user privacy. Teaming up with coder and 
cryptographer Moxie Marlinspike, they added end-to-end encryption 
to every form of communication on its service, a move that eff ectively 
placed their support behind Apple in their fight against the FBI for their 
refusal to hand over their user’s data to law enforcement. 
        “Building secure products actually makes for a safer world, 
(though) many people in law enforcement may not agree with that,” 
said Acton.
        Maybe so, but it would seem plenty of us would be in support. 

downs for nine years before leaving.
        For about two weeks, 21-year-old Koum tried to go to school 
part time at San Jose State while also working full-time at Yahoo. 
Finding a weight of a full-time course alongside a full-time job proved 
to be unsuitable and feeling that a university degree would not be 
advantageous to him, he decided to drop out. 
        In 2007, having had enough, he and Acton left the company and 
spent time travelling through South America playing ultimate Frisbee 
while wondering where they would head to next. 
        When they returned, both he and Acton applied to Facebook and 
Twitter. In an ironic twist of fate, the companies rejected them both. 
        Fortunately, in his time in South America, Koum and Acton came 
up with an idea for letting people set status updates on their phones. 
Deciding that the then emerging Apple Store would one day become 
very influential, he decided to start creating Apps. Koum incorporated 
WhatsApp on his birthday, February 24, in 2009. And in that time, the 
Twitter knockoff  had turned into a messaging service. 

THE EMERGENCE OF WHATSAPP For their first offi  ce space, the duo 
had to rent a couple cubicles in the back of a converted warehouse 
that was shared by Evernote where employees had to wrap blankets 
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INTERESTING FACTS OF 
JAN KOUM Is worth an estimated US$8 billion. As part of his deal to slowly 

dispose of his Facebook shares, his wealth is estimated to be 
worth significantly more than that. 

Has long believed that encryption data is important. Alongside 
his business partner Brian Acton, the duo teamed up with coder 
and cryptographer Moxie Marlinspike to create an encryption 
for WhatsApp that would protect user privacy. The encryption 
came into effect last April and has since come into criticism by 
the various federal law enforcement agencies around the world.

While at Yahoo, he joined an elite security-focused hacker group 
called “w00w00" which included Napster’s Shawn Fanning and 
dozens of other members. When a Canadian teen launched a 
massive denial-of-service attack on Yahoo, he called on the crew 
for advice and help.

 Entered the Forbes 
Richest American’s List 
at number  62 with an 

estimated US$7.5 billion. 

Has a restraining order against 
him by an ex-girlfriend. 
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I
nformation and Communications 
Technology (ICT) became an 
integral part of Malaysia’s and 
Singapore’s economy ever since 
its respective Governments 
acknowledged its role as a driver 
in an industrial and knowledge 
based economy. 
        In Malaysia, for example, 
as early as 1996, with the 
country’s recognition of the 
importance of ICT, the National 
IT Council and National IT 
Agenda were formulated to 
capture this emerging market 
trend and make it a viable 
economic policy to ensure a 
strong and vibrant economic 
growth for the country. This in 
turn led to the creation of ‘Vision 
2020’, a policy project by the 
Government of Malaysia to be a 
fully developed nation by 2020. 
        Twenty years later, ICT is 
no longer the hot new emerging 
sector so often spoken of, but 
a mature and stable part of an 
economy. What remains are the 
core areas of development that 
stems from the emerging process. 
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        As it stands, ICT is an 
umbrella term that includes 
any communication device or 
application with all attendant 
technologies, to transmit, 
process, store, create, display, 
share or exchange information 
by electronic means as well 
as the various services and 
applications associated with 
them, such as videoconferencing, 
shared services and even 
distance learning. 
        In this issue, we speak to 
three business owners in the 
ICT field, each with their own 
specialisations and ways to 
embrace this technological front. 

IT – THE PATH TO 
THE FUTURE IS NOW
The path to business is as 
varied as they come. Some 
like Yun Ta Ming, CEO of 
CHASSASIA (SINGAPORE) 
Pe Ltd, spent his undergraduate 
studying human ancient history. 
After two years working in a 
telecommunications company, 
an opportunity came about to 
work in the IT sector. He took it 
and CHASSasia came about. 
        Just like Yun, there are 
others who fell into the role 
by chance. In 2001, Lucent 
Technologies, the company 
that Tan Say Min, founder of 
Lambda Technical, worked for 
then had planned to downsize 
or right size its staff  strength. 
This presented an opportunity 
that with a few like-minded 
colleagues, they opted for its 
voluntary separation scheme 
to set up business. And thus, 
Lambda Technical was born. 
        Others like Leong Kah 
Chern, group CEO of Ghl 
Systems Berhad seized the role 
for the business potential and 
the opportunity to grow to the 
next level. Initially starting out 
as the group’s COO, he recently 
ascended to the group’s CEO 
in December 2016. This was 
followed by years of experience 
working in the IT industry itself 
and knowing its inner workings 
inside out.
        Inspiration is everywhere 

and we asked each of them what inspired and helped them to take the 
step into ICT. 
        For Yun, he says entrepreneurship and a fair bit of luck was 
with him as he started the business. “When I started my career with 
CHASSasia, I did not have a big plan knowing how to grow the 
business. I am very fortunate that I have come across many good 
people that taught me a great deal along the way.” 
        For Tan, a stroke of luck came in soon after he formed the new 
company. They were rewarded with early orders from TM and Maxis 
to the new company and from there, the early success continually 
inspired them to do more. Also, as he so proudly credits his team; 
“I am also truly inspired by the passion and dedication of my team 
who are entrusted to support our customer mission critical system 
24x7. They are marvellous and I am proud of them.  They are like my 
extended family. Their eff ort drives me on to do greater things.”
        For Leong, knowing the business was a tremendous help. 
However, it was the “challenge to move from a technology centric 
mindset to more sales and marketing focused one. This has enabled 
the company to establish a better consumer brand”
        As they started their paths, challenges and diff erentiations are 
keys to maintaining a good business. With the current economic 
crisis looming ahead, some interviewees have expressed some worry 
for the future. 
        As Tan opines; “The increasing US$ exchange rate will be the 
biggest challenge this and coming years. “
        The sentiment was echoed by Yun; “The weaker Ringgit has 
impacted our profitability. We are in the business where we buy in 
USD and sell to Malaysian customers in Ringgit. This FX situation is 
out of our control. We just have to sell more of our Services to cover 
the loss due to foreign exchange”. 
        Still, there are other worries of a more mundane nature. 
“Cash flow is an issue. As this business operates on volume, it was 
hard at first to manage the cash flow to maintain suffi  cient stock 
of products. Also, end consumer branding, the challenge to let our 
consumers know our brand. It was an uphill battle to build our own 
e-pay brand when we are ‘competing’ with the product/services brand 
that we are providing such as Hotlink, Digi, Celcom, or even Astro” 
says Leong. 
        Both Tan and Yun agree that that there is a risk of market 
oversaturation. 
        “The overseas IT companies are coming to our country as their 
own markets are saturated. Asia is a huge market for them. They come 
in with stronger currency to compete with the local companies. With 
foreign injections and strong intention to capture local market share, 
they have an upper hand in bidding for projects,” says Yun 
        So for them, the challenge is to survive the current crisis but also 
“to continuously reinvent ourselves to be relevant and sharp” as Tan 
would say. 
        “With more vendors coming to the market, they compete at 
lower price point... customers have to choose between quality over 
price. Hence a solution that can string  all these together must be way 
forward to provide great customer experience” 

OPTIMISM FOR THE FUTURE
Even with a mature and stable market, there is always room for 
more. Some share their enthusiasm for the industry by pointing out 
the numerous changes in the world. This in turns motivates them 
to do better. Some point to the products and services that they can 
provide to improve the business. Others point to product innovation 
and technologies not even thought of a mere decade ago. But above 
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all, some point out that “an 
interesting time is the norm 
with disruptive technologies. IT 
is never static and will always be 
very relevant and "in””.  
        To Leong, “The world of 
ICT is reshaping many aspects 
of the world’s economies, 
governments, and societies. As 
an ever-changing environment, 
companies need to quickly adapt 
by off ering up-to-date products 
or services to not be left behind 
in the business world.” 
        Yun echoes his sentiment 
and hastens to add “Malaysia 
recognises the importance of 
ICT as a strategy in moving up 
the rung to build a technology-
based and knowledge-
based economy. Since the 
establishment of MSC in the 
90’s, we have never stopped 
seeing continuous eff ort in 
nurturing talents, attracting 
innovators and supporting the 
sector growth.”
        Small wonder. The 
industry has always pride 
itself as fast moving and 
forward thinking. Even with 
the forecasted troubles ahead, 
there is always a glimmer of 
optimism. And to all three men, 
it would not soon dim. 
        “Changes and 
opportunities in ICT will 
continue to emerge, as long as 
you have the passion for the 
technologies and commitment, 
you will achieve success in your 
own rights,” advises Yun.
        As parting words, 
Tan shares “I believe to be 
successful in life one must be 
passionate with the work one 
do. So it is important to do 
what you love and love what 
you do; working becomes a joy, 
a hobby to indulge with and 
you certainly take stress out of 
equation of work if it is your 
hobby to spend time with.” 
        The future of our ICT indus-
try looks to be in good hands. 
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“to continuously reinvent ourselves to be relevant and sharp” as Tan 
would say. 
        “With more vendors coming to the market, they compete at 
lower price point... customers have to choose between quality over 
price. Hence a solution that can string  all these together must be way 
forward to provide great customer experience” 

OPTIMISM FOR THE FUTURE
Even with a mature and stable market, there is always room for 
more. Some share their enthusiasm for the industry by pointing out 
the numerous changes in the world. This in turns motivates them 
to do better. Some point to the products and services that they can 
provide to improve the business. Others point to product innovation 
and technologies not even thought of a mere decade ago. But above 
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all, some point out that “an 
interesting time is the norm 
with disruptive technologies. IT 
is never static and will always be 
very relevant and "in””.  
        To Leong, “The world of 
ICT is reshaping many aspects 
of the world’s economies, 
governments, and societies. As 
an ever-changing environment, 
companies need to quickly adapt 
by off ering up-to-date products 
or services to not be left behind 
in the business world.” 
        Yun echoes his sentiment 
and hastens to add “Malaysia 
recognises the importance of 
ICT as a strategy in moving up 
the rung to build a technology-
based and knowledge-
based economy. Since the 
establishment of MSC in the 
90’s, we have never stopped 
seeing continuous eff ort in 
nurturing talents, attracting 
innovators and supporting the 
sector growth.”
        Small wonder. The 
industry has always pride 
itself as fast moving and 
forward thinking. Even with 
the forecasted troubles ahead, 
there is always a glimmer of 
optimism. And to all three men, 
it would not soon dim. 
        “Changes and 
opportunities in ICT will 
continue to emerge, as long as 
you have the passion for the 
technologies and commitment, 
you will achieve success in your 
own rights,” advises Yun.
        As parting words, 
Tan shares “I believe to be 
successful in life one must be 
passionate with the work one 
do. So it is important to do 
what you love and love what 
you do; working becomes a joy, 
a hobby to indulge with and a hobby to indulge with and 
you certainly take stress out of 
equation of work if it is your 
hobby to spend time with.” 
        The future of our ICT indus-
try looks to be in good hands. 
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THE ICT 
PLAYERS
TAN SAY MIN
FOUNDER OF LAMBDA TECHNICAL

M
r Tan Say Min came from a very diff erent 
background from his current industry. He 
studied and graduated in engineering and law 
and worked in construction for 15 years. 

While working in a company, he was downsized and with 
several other co-workers, they decided to venture into 
the ICT industry. 

YUN TA MING
CEO OF CHASSASIA (SINGAPORE) PTE LTD

M
r Yun Ta Ming, as he says “is a proud product of 
Universiti Kebangsaan Malaysia (UKM) 
graduated in Archaeology, History. Two years 
after working in IT, he found himself in the 

fortunate position of working in the IT industry. He hasn’t 
looked back since.

LEONG KAH CHERN
GROUP CHIEF EXECUTIVE OFFICER AT GHL SYSTEMS BERHAD

M
r Leong Kah Chern first joined e-pay (M) Sdn 
Bhd, a wholly-owned subsidiary of EPY Capital 
Holdings Ltd which in turn is a wholly-owned 
subsidiary of the Company in 2010 as the Chief 

Operating Offi  cer. After six years and an acquisition by the 
group company, he has since been Group Chief Executive 
Offi  cer at GHL Systems Berhad.

SINGAPORE

ICT FACES 
MANPOWER 
CRUNCH IN 2017

D
espite 
Singapore's low 
unemployment 
rate, skills 
challenges exist 
in a number of 
key growth 

industries as a result of the 
ongoing structural changes in the 
economy, the impact of disruptive 
technologies and the shortage of 
students enrolled in certain 
critical fields. 
        According to a study 
by Singapore Management 
University (SMU) and global 
financial services firm J.P. 
Morgan, the industries in 
Singapore most in need of skilled 
workers include the information 
and communications technology 
(ICT) sector, which currently 
employs about 150,000 workers.
        "The government projects 
that by 2017, the industry will 
require an additional 15,000 
workers, particularly in the areas 
of cyber security, data analytics 
and development and network 
infrastructure – a number that 
could rise to 30,000 by 2020," 
the study revealed.
        More so, the electronics 
and electrical engineering 
manufacturing – the largest 
component of Singapore's 
manufacturing base – also faces 
a skills gap.
        "A lack of necessary work 
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and communications technology and communications technology 
(ICT) sector, which currently (ICT) sector, which currently 
employs about 150,000 workers.employs about 150,000 workers.
        "The government projects         "The government projects 
that by 2017, the industry will that by 2017, the industry will 
require an additional 15,000 require an additional 15,000 
workers, particularly in the areas workers, particularly in the areas 
of cyber security, data analytics of cyber security, data analytics 
and development and network and development and network 
infrastructure – a number that infrastructure – a number that 
could rise to 30,000 by 2020," could rise to 30,000 by 2020," 
the study revealed.the study revealed.
        More so, the electronics         More so, the electronics 
and electrical engineering and electrical engineering 
manufacturing – the largest manufacturing – the largest 
component of Singapore's component of Singapore's 
manufacturing base – also faces manufacturing base – also faces 
a skills gap.a skills gap.
        "A lack of necessary work         "A lack of necessary work 



experience and specialist skills, 
and the perceived uncompetitive 
pay are the main reasons why 
engineers are shunning the 
industry. The skills gap is set 
to widen as Singapore moves 
towards an innovation-driven 
economy, especially in newer 
engineering fields like robotics 
and digital manufacturing," 
SMU noted.
        The study furthered that 
the rapid adoption of Fintech 
could render a number of jobs 
obsolete, but that also means 
more workers are needed in 
niche areas like IT development 
and programming, according to 
the study.
        "The increased use of 
mobile banking and web-based 
wealth management service 
Robo-Advisers could also 
require talent possessing both 
technical and entrepreneurial 
skills," the study cited.
        It attributed the skills gaps 
to the rapid changes in the 
country's key growth industries, 
which it states are partly 
encouraged by the frequent 
changes in the government's 
industrial policy. This has 
perpetuated the need for 
foreign workers to make up for 
the shortage of new skills that 
are in demand. Despite some 
tightening of the foreign workers 
policy in recent years, the total 
number of foreign workers 
continues to increase, and was 
comprised of 38 percent of the 
workforce by the end of 2015, 
according to government data.
        With this, the study 
recommended the government to 
consider moderating the pace of 
change in targeting new sectors 
for growth. Industries should 
be given time to mature to gain 
scale and depth, and achieve 
international competitiveness.
        "This would also allow 
time for skilled workers to keep 
up with changing demands. 
Given the dynamic nature 
of Singapore's economy, the 
emphasis on education and 
training should also include 
promoting soft skills and 
adaptability," it underscored.
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MALAYSIA

ICT TO GROW DESPITE 
PROJECTED SLOWDOWN

T
HE National ICT Association of Malaysia (Pikom) 
has revised down its forecast of the Gross 
Domestic Product (GDP) growth for 2016 and 
2017 to 4.2% and 4%, respectively.
        The depreciation of the ringgit against the 
US dollar, the Brexit vote, the US presidential 

election results as well as the uncertain future of the Trans-Pacific 
Partnership Agreement (TPPA) are the significant factors attributed 
to the lower forecast.
        Pikom chairman Chin Chee Seong said the association was 
taking a conservative approach with regards to the revised GDP 
growth forecast, to take into account the potential long-term impact 
of these factors on the economy.
        “We are living in economic uncertain times, and we cannot 
ignore the impact of the internal and external factors on the future of 
our economy and our country in particular the potential changes in 
US economic policies and the threat of a slower Chinese economy,” 
he said, adding that the eff ects could be more far-reaching in 2017.
        “The lower forecast is based on concerns over uncertainty and 
upward risks in the external environment,” added Chin.
        Chin also commented that it would be interesting to see how 
bilateral and economic relations with China would strengthen 
especially after the Prime Minister’s recent third offi  cial visit to the 
country since 2009.
        He added that domestically, Malaysia remained largely stable 
with low inflation and unemployment rates, a declining budget 
deficit, ample liquidity in financing and a well-supported prudent 
financial management systems and fiscal policies.
        Chin is confident that the emergence of disruptive technologies, 
the focus of this year’s report, will serve as catalytic game-changers 
to continue boosting the ICT sector and the economy.
        Pikom Research Committee chair Woon Tai Hai also noted that 
the impact of the recent depreciation of the ringgit and the imminent 
changes in US policy, especially on trade-related matters, may have 
far-reaching dampening impact for 2017.
        According to the report, the total ICT value in Malaysia for 
2015 of RM155.2bil is based on the average annual growth rate 
(AAGR) of 8% for the period 2010-2015, quoted Woon.
        “The share of the overall ICT industry to the economy 
expanded from 16.5% in 2010 to 17.6% in 2015 and is on track to 
reach 20% by 2020,” he said.
        Woon also said that the underlying growth in the industry 
arose from the ICT services (ICTS) sector, clocking AAGR of 11% at 
RM70.2bil in 2015 and projected to reach RM77.5bil in 2016.
        “The ICTS sector alone contributed up to 6.6% of GDP in 2015 
and is projected to reach 7% by end of 2016,” he said.
        Woon said the age of disruptive technology could potentially 
create confusion and distract one from realising the full benefits of 
the technology adopted.
        He stressed it was important that businesses and government 
leaders kept themselves abreast of all these disruptive technologies in-
cluding the new ones that are coming in the near future, he added. 
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        "This would also allow         "This would also allow 
time for skilled workers to keep time for skilled workers to keep 
up with changing demands. up with changing demands. 
Given the dynamic nature Given the dynamic nature 
of Singapore's economy, the of Singapore's economy, the 
emphasis on education and emphasis on education and 
training should also include training should also include 
promoting soft skills and promoting soft skills and 
adaptability," it underscored.adaptability," it underscored.
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A
s the automotive 
market in the 
ASEAN body 
continues to 
grow, it is 
becoming 

increasingly important for firms 
to connect with companies and 
customers. 
        Realising its importance, 
Automechanika Kuala Lumpur, 
Malaysia’s leading regional trade 
fair for the automotive industry 
targeting trade visitors from 
ASEAN will be held 23 – 25 
March 2017 at the Kuala Lumpur 
Convention Centre, Kuala 
Lumpur, Malaysia. 
        The show is expected to 
welcome 300 worldwide exhibi-
tors and 8,000 global buyers to 
the 9,710 sqm exhibition space 
spanning five halls. 
        Automechanika Kuala 
Lumpur is organised by Messe 
Frankfurt (HK) Ltd, co-organised 
by Malaysia Automotive Institute 
(MAI) and is strongly supported 
by the Malaysia External Trade 
Development Corporation 
(MATRADE). 
        Automechanika Kuala 

Lumpur, the only Malaysian 
automotive trade show, off ers 
industry players a myriad of 
business opportunities!
        The 10th edition of 
Automechanika Kuala Lumpur 
has evolved from modest 
beginnings. Keeping pace with 
the growing specific needs in the 
ASEAN regions, the upcoming 
show will reshape its direction 
and move towards a brand new 
edition that will not only highlight 
the supply chain within the Repair 
& Maintenance sector, but also 
showcase the latest trends in 
smart technology. 
        The Repair & Maintenance 
sector will be taking the front 
seat at the show, comprised of a 
range of items, including collision 
repair, coating, car wash, tools 
and equipment, etc. The com-
prehensive coverage is designed 
to attract body shops, express 
auto service centres, workshops, 
mechanics and technicians from 
ASEAN countries to participate 
in the show. 
        To enrich participants’ 
experience, the show not only 
showcases a range of Repair 

& Maintenance products and services, but also provides a series 
of collision repair training workshops with theories and practical 
applications such as spray booth and welding. Participants will learn 
the most updated information about the latest trends in Repair & 
Maintenance, network and acquire business opportunities while 
attending the show. 

CONNECTED MOBILITY AND SMART TECHNOLOGY Connected mobility 
is one of the latest buzzwords in the automotive industry. Vehicles 
with smart technology are able to communicate with each other and 
the surrounding transportation infrastructure to enhance safety, 
convenience and effi  cient flow of traffi  c.
        With growing disposable incomes, Malaysians are more eager to 
try out the latest technology. As a result, more market opportunities will 
continue to evolve in this field. According to a 2015 Malaysian import 
figure from MATRADE, electrical and electronic products contribute 
to the largest sector (30%) of the overall total imports in Malaysia. GPS 
and audio systems are among these electronic items imported from other 
countries. This is why the coming edition of Automechanika Kuala Lum-
pur must stay at the forefront of the ASEAN automotive industry to capi-
talise on this potential while leading the markets to further expansion. 
        According to Ms Fiona Chiew, Deputy General Manager, Messe 
Frankfurt (Shanghai) Co Ltd, “ASEAN has an enormous need for re-
pair, maintenance, connected mobility and smart technology. There is a 
missing dominant show in ASEAN to meet those needs. Automechanika 
Kuala Lumpur is an excellent resource to fill the market gaps.”

EMMA – A CAR AUDIO AND TUNING 
COMPETITION WITH INTERNATIONAL STANDARDS 
Automechanika Kuala Lumpur will further cooperate with one of the 
supporters, AAA (Auto Audio, Accessories and Air-Condition Trader 
Association of Malaysia) in this edition to bring an international-
standard audio competition to the show. 
        AAA has a network of 900 members throughout Malaysia covering 
electronic manufacturers, tuning shops, retailers and service suppliers. 
Sony and Alpine are among those active members. The EMMA 
(European Mobile Media Association) Car Audio Competition, will be 
promoting smart technology within the automotive audio realm.  
        This competition attracts many participants from ASEAN countries 
including Indonesia, Thailand and Singapore. It off ers a unique 
opportunity for both exhibitors and visitors at the show, according to 
Ms Cherrie Lim, President of AAA. 
        “Show exhibitors will be able to connect with countless smart 
technology retailers and meet the modern automotive market needs 
with the approximate 1,000 expected ASEAN visitors attracted from 
this international car audio competition, inclusive of participants from 
diff erent countries.”

AUTOMECHANIKA 
KUALA LUMPUR 

2017 TO SHOWCASE 
LATEST TRENDS

For further information about Automechanika Kuala Lumpur, 
please visit www.automechanika-kl.com or 
email: autoasia@hongkong.messefrankfurt.com. 
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D
eciding when 
to go beyond 
the local 
market is a 
tough call for 
many 
entrepre-

neurs. They may be tempted by 
opportunities in hot markets like 
China, India or Brazil, but could 
not risk venturing abroad before 
they're fully prepared.
        For many companies, it's 
critical to find a local partner 
when expanding overseas. 
Partners can help facilitate sales, 
while keeping costs down for the 
home offi  ce. Forming a partner-
ship takes time--often, a year or 
longer--and requires plenty of due 
diligence to find the right fit.
        The duo behind the 
hugely successful The Big Bad 
Wolf Book Sale and its sister 
company, BookXcess, managing 
director Andrew Yap and his 
wife and executive director 
Jacquline Ng, believe that when 
you're expanding your business 
overseas, it's critical that you 
don't try to go it alone.
        "You need someone who 
has a passion for your brand, 
understands ... the local market, 
has experience in the [industry], 
has capital needed to grow, and 
ideally has additional businesses 
where he or she can leverage 
shared resources,” said the 
remaindered book retailers.
        "Know what you want in a 
business partner or acquisition, 
and have a clear understanding 
of expectations. Sticking with 
those expectations ... will help 
avoid aligning with the wrong 
partner or investing in the wrong 
business. Oftentimes, businesses 
will give up too much to a part-
ner just to get into a new market 
or country. You don't want to be 
stuck with a bad partner."

explained Yap. “The rental costs 
were high and the environment 
hardly conducive for books, so 
it made sense, in the long term, 
to find a place of our own. We 
looked at a lot of spaces until we 
unexpectedly discovered this place, 
and it was perfect. It cost a lot but 
it’s exactly what we need. It’s huge 
but we foresee that we will need it 
sooner than later.”
        If there is one thing that the 
couple have learned, however, is 
to take nothing for granted. “Of 
course, we always look ahead and 
make plans; still, there have been 
so many times when opportunity 
knocked and we had no choice but 
to grab it,” Yap said. 
        “We have been quite 
blessed that in many of the 
things we try our hand at have 
largely been successful.” You 
could, indeed, say that Yap and 
Ng’s bookworthy adventure has 
largely been one of going on the 
path less taken.
        Another thing that both 
feel strongly about is customer 
experience: the space, above 
all, must be welcoming and 
comfortable. As Ng explained: “Just 
because we sell discounted books 
doesn’t mean that the store has to 
look cheap – we want people to 
enjoy coming here and feel good 
when they leave.” 
        Additionally, there are 
complimentary simple but 
thoughtful services, like gift-
wrapping, for example, and a 
membership service that off ers 
additional discounts.
        Although it does seem that 
Yap and Ng have got the business 
figured out, both aren’t ready to 
rest on their laurels. “For one 
thing, we want to bring the Big Bad 
Wolf Book Sale to more states,” 
Yap said. “We’re also exploring 
the possibility of going to East 
Malaysia.” 

CHINA 
Earlier this year, and in keeping with its regional ambition, BBW 
has partnered with one of China’s biggest publishing houses, Hubei 
Changjiang Publishing and Media Group. The MOU between the 
two, signed last May, included to off er BBW half a million Chinese 
remaindered books at hugely discounted price. The two will further 
collaborate and expand their business jointly throughout the region.
        Wuhan-based Hubei Changjiang Publishing & Media Group 
Co Ltd. operates as a publication planning, designing and publishing 
company. The Company's main activities include copyrighting, 
publishing, production, sales, film rights, script development, and film 
investing. Hubei Changjiang Publishing & Media Group operates in 
China and serves the global market.
        “This is a major breakthrough for BBW as it provides us with a 
market entry into the world’s second biggest conomy,” said Yap.
        With the partnerships, the BBW Sale held in Kuala Lumpur last 
month also featured Chinese titles for the first time.
        “The partnership gives us access to premium Chinese books with 
which we can promote and preserve the Chinese language, culture and 
education,” added Ng. “Conversely, we will provide Hubei Changjiang 
with full range of English books which they plan to use as guide to 
cultivate and advance English proficiency in China.”
        It is understood that BBW Sale will also be held in Wuhan in the 
third quarter of 2017. Last year, BBW Sale expanded its reach when it 
was held in Bangkok, Jakarta and Surabaya.
        Yap and Ng founded Malaysian bookstore BookXcess in 2006 and 
have run the BBW sale since 2009. The books for BBW are imported 
from Australia, Europe and America, with the main publishers being 
HarperCollins, Penguin Random House and Alfred A Knopf. Yap buys 
nonfiction titles and Ng specializes in fiction and children’s books, each 
spending up to two weeks at the six major trade book fairs.

THE INDUSTRY 
The book business is largely considered a sunset industry. Book sales 
worldwide have been declining steadily, while the proliferation of tablets 
and e-books suggest that this downward spiral will continue. Yet, here in 
Malaysia, Yap and Ng have not only bucked the trend but largely thrived 
as well. Between BookXcess and Big Bad Wolf Books, the business 
now imports seven million books a year, with turnover reaching a very 
impressive RM50million. Bullishly, the retailers’ latest leap forward 
was the purchase of a multimillion ringgit, 190,000 sq ft offi  ce and 
warehouse in Shah Alam. 
        The cost was prohibitive but the need, very real. “Previously, we 
used to rent warehouses, one each for BookXcess and Big Bad Wolf,” 
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J
on Duschinsky is one of the world’s leading 
social innovators and entrepreneurs and part 
of the team behind the Ice Bucket Challenge 
that went viral in 2015 and raised over 
US$100m to cure ALS. 
        He was in Kuala Lumpur last month 
presenting his keynote address at the Global 
Entrepreneur Community 2016 conference, 
where he reminded that companies must 

embrace being socially responsible to compete in today's market.
        Duschinsky, who is CEO of communications agency The 
Conversation Farm, highlighted the need to encourage companies to 
commit to philanthropy.
        Dushinsky’s journey into social change began as a student in the 
UK, where he was part of a group of student volunteers who would 
work with charities by taking to the streets to collect canned foods 
and clothing donations at busy shopping centers. Strange as this 
activity might sound, he soon found the act of asking 3000 people 
a day for money and assistance for others, to be a psychologically 
fulfilling endeavour. 
        The act of attempting to share a cause in a few seconds, in such a 
way that is engaging enough that it compels and inspires people to give, 
began to become bigger than even the individual donations themselves—
he began to recognise that he had found his calling; that he learned this 
while still in his teenage years, is inspiring in itself. 

Q: WHAT IS THE CONVERSATION FARM?
DUSCHINSKY  The Conversation Farm is an agency that creates ideas to 

help companies, charities and governments build bigger 
conversations around their brands. Every brand worth its salt today 
wants a bigger conversation around its brand. It wants ambassadors, 
people who champion it, talk about it and encourage others to engage 
with it. This is what The Conversation Farm delivers. 

Q: TELL US ABOUT YOUR CONCEPT OF “SHARED VALUE?”
DUSCHINSKY  Shared value in its simplest form is the idea that the more 

good you do, the more money you will make. The reason 
for shared value is that in today’s environment, the more good you do, 
the more you are worth talking about. And the more you are worth 
talking about, the bigger your following will be. The bigger your 
following is, the more value you create, therefore the more money you 
are going to generate. It is the new paradigm of business and it is 
revolutionizing the way today’s companies are built and run.

Q: WHY ARE THE TERMS “REMARKABLE AND AUTHENTIC”, 
SO IMPORTANT IN WHAT YOU DO?
DUSCHINSKY  People have access to more information today than ever 

before, and they are increasingly sophisticated in their 
abilities to collate sources and form their own opinions rather than 
believing what they are spoon-fed. In the past, you could pretty much get 
people to believe whatever you wanted as long as you had enough of an 
advertising budget. Today, if companies, charities or governments say or 
do things that are deemed to be inauthentic or even simply wrong, 
people will notice, will talk and there will be a backlash.

        We see this all the time – companies like United Airlines, 
McDonalds or Chevron are amongst those who, in just the last few 
months, have suff ered because they did something inauthentic and 
were called out on it. If a brand wants to engage people to feel goodwill 
towards it then it has to create a true alignment between what is says it 
stands for and the actions it carries out. If it says it believes one thing 
and then does another then people are going to spot it.
        Yet, it is not enough to simply be coherent. A brand can be 
coherent and dull. If brands want to be worth talking about, if they want 
to be invited into the personal conversations of individual people, then 
they have to do something that is both coherent and that makes them 
stand out, because whilst the public is increasingly good at spotting 
dissonance, it is also increasingly good at filtering out things that it 
has seen before or which don’t capture its attention. So authentic 
and remarkable are two sides of the same coin, and both key parts of 
creating a successful following.

Q: HOW IMPORTANT IS BRANDING?
DUSCHINSKY  Brand is paramount. Today, in a global economy 

dominated by choice and by the increasing power of the 
individual, the focus is no longer on what organizations do, but what 
they are made of. The brand is the expression of what you are made of.
All the most successful brands have guiding principles, which we like to 
call “belief systems”, that provide them with direction, culture and the 
ability to make the right decisions about their future. It is the expression 
of this belief system that is at the core of being able to show what you 
stand for as an organization, and become attractive to people who don’t 
yet know you.

Q: HOW IMPORTANT IS IT TO SHIFT CONVERSATIONS? / 
WHAT IS “THE CONVERSATION” AS YOU UNDERSTAND IT?
DUSCHINSKY  Conversations are shifting all the time. They are, by nature, 

organic and freeform. But we can influence them. Indeed, 
the power to change the conversation is perhaps the greatest power that 
any brand can wield today in the marketplace.
        To change the conversation you have to help people see an issue 
in a diff erent way. This is why we focus much of our work at The 
Conversation Farm on creating ideas that change the way that people 
look at problems or issues.
        We are working at the moment on the issue of childhood obesity in 
the USA. Our client – a partnership of a children’s hospital and a major 
food manufacturer – wants to move the needle on this issue. There are 
hundreds, thousands of initiatives on childhood obesity across the US, 
some of them from very high profile people like Jamie Oliver or Michele 
Obama. But none are achieving real, scalable impacts.
        To move the needle, our job is not to create yet another initiative. 
It is to change the conversation around how people look at food and 
obesity at its most fundamental level. We are focusing on getting people 
to look at food and how they consume it in a new way, as if the light was 
being turned on for the first time. Because when you shift a mindset, 
you have taken the first step to empowering people to change their own 
behaviour patterns. This is the power of the conversation. And this is 
the power of changing the conversation. Simply put, it makes it possible 
to do what was previously thought impossible. 

BY 
MIOR 
AZHAR

OF SOCIAL INNOVATION, 
CREATIVE THINKING AND DEEP 
MARKETING KNOWLEDGE

   FEATURE      FEATURE   3333

JJ
on Duschinsky is one of the world’s leading 
social innovators and entrepreneurs and part 
of the team behind the Ice Bucket Challenge 
that went viral in 2015 and raised over 
US$100m to cure ALS. 
        He was in Kuala Lumpur last month 
presenting his keynote address at the Global 
Entrepreneur Community 2016 conference, 
where he reminded that companies must 

embrace being socially responsible to compete in today's market.
        Duschinsky, who is CEO of communications agency The 
Conversation Farm, highlighted the need to encourage companies to 
commit to philanthropy.
        Dushinsky’s journey into social change began as a student in the 
UK, where he was part of a group of student volunteers who would 
work with charities by taking to the streets to collect canned foods 
and clothing donations at busy shopping centers. Strange as this 
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Conversation Farm on creating ideas that change the way that people 
look at problems or issues.
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T
he Malaysian 
government 
has allocated 
RM7.34 billion 
(USD1.77 billion) 
to implement 
152 small 
and medium 
enterprises (SME) 

programmes. These include eff orts to 
encourage technological advances to drive 
SMEs forward, as they make up almost 
97% of businesses in the country. 
        Additionally, the Government has 
been aggressively investing in ICT through 
eff orts such as the Multimedia Super 
Corridor (MSC) and Digital Malaysia. 
These initiatives have definitely helped 
Malaysia rise to the 18th spot of the World 
Economic Forums’ Global Competitive 
Index 2015-2016, which is a measurement 
of a country’s productivity, economic 
progress and overall prosperity.
        While Malaysia’s placement amongst 
the top 20 most competitive economies 
in the world is commendable, it scored 
significantly less in technology readiness 
in the same Index. Today, many SMEs 
continue to struggle to keep pace with the 
astounding speed of technological change 
due to their resource-lean nature and 
operational overheads. 
        Indeed, technology is a double-edged 
sword – the initial stages of adoption can 
prove to be a strain on business resources, 
especially more so for smaller operations. 
However, once the organisation has been 
on boarded, the long-term benefits and 
business value that can be accrued will be 
well worth the investment.

BETTER BUSINESS MANAGEMENT 
FOR BETTER PERFORMANCE
Most small businesses operate on a 
lean team with minimal resources. It is 
understandable when small business owners 
and managers hold to an if-it-ain’t-broken-
don’t-fix-it mind set when it comes to 
business management technology. However, 
what many do not realise is that, very often, 
when we do not evolve, we are actually 
moving backwards and that can be the case 
for small businesses that hold on to old ways 
and old technology in business management.
        Another issue with small business 
management technology is that many 
business leaders believe that advance 
technology tools are complex and that they 
are meant for large organisations only. That 
cannot be further from the truth because 
there is a wide array of tools out there 
designed for smaller businesses. Whatever 
the size of the operation, the key is to run 
it effi  ciently and productively. It is about 
running at optimal performance with 
limited resources.
        One common area that small 
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running at optimal performance with running at optimal performance with 
limited resources.limited resources.
        One common area that small         One common area that small 
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businesses struggle with is in accounting and payroll. In fact, many are 
still using simple spreadsheets for their accounting needs; this is not 
only ineffi  cient and prone to errors, but can also potentially expose the 
company to compliance or legal risks. 
        Small businesses that are still doing their book-keeping on these 
archaic, rather manual tools need to upgrade to accounting and 
payroll solutions. It is simple step that businesses can take to instantly 
modernise their operations. 
        Newer accounting and payroll software allow them to automate, 
integrate and organise typical financial transactions. Businesses will 
be able to better manage cash flow as accounting and payroll tools 
helps ensure accuracy. In the short run, these tools free up the time 
spent on administrative tasks, so staff  can now focus on core business 
functions. Good accounting practices can also translate to a clearer view 
of company finances, which help stakeholders make better informed 
business decisions.

WHAT TO LOOK FOR IN BUSINESS MANAGEMENT TOOLS?
Digital transformation is more than about setting up a digital business 
unit and hiring a CIO. Small business owners need to be strategic when 
adopting new technology. They need to make sure that technology is 
helping them to address critical business issues and not adding more 
burden to the operation. Before embarking on a digital transformation 
journey, there are some best practises that should be prioritised to 
ensure a higher success rate.
        When selecting a new technology, business owners should consider 
the following: Does it bring value to my business? Does it help me to 
save cost in the long term? Is the technology compatible with my current 
setup? Will my employees be able to adapt and use this technology 
easily? The last point is especially noteworthy as many business owners 
fail to consider the impact of the technology on their employees and 
whether it will make their jobs easier.
        Thorough business and technology planning involving key 
stakeholders and users must be done before implementing any new 
technology. The idea is to have a clear macro goal on what the 
technology should help the organisation to achieve. At the same time, 
decision making should also involve drilling down to the granular level 
on how the technology will impact all aspects of the business in the 
short and the long run.
        Today’s small business management solutions are easy to setup 
and user friendly. Many have also evolved beyond providing traditional 
enterprise resource planning capabilities and are now off ering small 
businesses greater flexibility and customisation.
        Small business owner/managers may want to look for the following 
when choosing a business management solution:
  Fully web-based, mobile responsive and easy-to-use software solution
  Supports multiple legislations, languages and currencies
  Multi-company, multi-site with inter-company processes
  Reporting and fully integrated business intelligence with graphical

business processes and workflow functionality

GEARING UP FOR DIGITAL TRANSFORMATION
As the business environment evolves, it is crucial for smaller businesses 
to be able to embrace change. It is also important that small business 
owners do not see change as key to survival, but rather a necessity 
for the business to continue to thrive. They need to see that digital 
transformation can open up new opportunities and possibilities.
        Many small businesses are already seeing the value of integrating 
new technology into their day-to-day practises and business operations. 
This is especially true now that the workforce is increasingly being filled 
by tech-savvy millennials.
        For small businesses looking to expand, choosing the right type of 
business management technology is vital as the solutions should be able 
to support business growth. Just like how talents need to be future ready 
for challenges and opportunities ahead, small businesses need adaptable 
and scale-able solutions that can evolve with the business and resize 
quickly when there is a need. 
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T
he financial services industry (FSI) has been 
flooded with innovation lately, most of it 
coming from financial technology start-ups 
identifying creative ways to deliver services 
digitally. As a result, the eyes and minds of 
consumers are being opened to new 
possibilities in banking. 
        Recent research from Accenture found 
approximately 72% of millennials are likely 

to bank with non-traditional financial services companies. The 2015 
Frost & Sullivan Malaysia Customer Experience survey also shows that 
the banking sector has evolved into an online-driven industry where 
consumers are more motivated to communicate through their primary 
bank's online platform. 
        Customer experience optimisation must therefore be at the centre 
of the corporate strategies of banks, especially mobile and internet 
channels. Indeed, Avanade research reveals that banks can earn five 
times the return and increase revenue by 21% by investing in their 
customer experience strategy. 
        To be digital on the outside, banks first need to be digital on 
the inside. For example, unifying customer data and making it more 
accessible to employees enables them to respond at the speed of today’s 
digital world. 
        This is one of the reasons Avanade has partnered with Veripark 
locally to enable Malaysian banks to better leverage the Microsoft 
Dynamics CRM platform, so they can improve customer relationships 
and diff erentiate against both traditional competitors and financial 
technology (fintech) start-ups.

SO WHAT DO BANKS NEED TO DO TO REMAIN RELEVANT? Competing 
with fintech start-ups is a challenge for more established banks. 
However, banks have the advantage of market share, as well as trust and 
reputation built over many years. The fintechs of the world don’t.  
        To remain competitive, 
Malaysian banks must 
embrace an omni-channel 
strategy and next-best-
action approach. Banks can 
optimise their touchpoints 
with customers by:
 1.  Leveraging analytics

on user behaviour to 
create an SEO (Search 
Engine Optimisation) 
strategy that provides the 
highest benefit for the 
money invested. 

 2. Performing A/B sample
testing on content. While 
data provides facts, 
some ‘gut feel’ also 

needs to be tested, and today’s technology platforms like Avanade’s 
Digital Marketing and Managed Services are built for this.

 3. Partnering with an organisation that can assist you on the entire
life-cycle, encompassing strategy, analytics, creative, 
personalisation, A/B testing, enhancements, and ongoing support.

 4. Optimising analytics and cloud for your mobile and internet
channels first. Truly liquid, content orchestrator platforms are 
emerging, driven by analytics, and are highly automated in terms of 
configuration and agility. For example, the ACAI solution recently 
announced by Avanade and Accenture uses predictive analytics to 
provide banks next best actions, such as recommended products 
and services personalised to the individual history and needs of 
each customer.

In summary, more monetisation of eyeballs across mobile and internet 
channels results in higher call-to-action responses and greater revenue at 
lower cost baselines. Digital banking technologies are widely available 
to help drive this exciting change and allow information-only channels to 
become agile prospecting and monetisation tools. 
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T
he rise to 
entrepreneur-
ship began 
when S.T 
Rubaneswaran 
or Ruban was 

hired to work for KnowledgeCom
Corporation Sdn Bhd as a 
business development manager in 
2003. He was just graduated from 
Nottingham Trent University with 
an engineering degree then. In 
2008, an opportunity presented 
itself when he was off ered the 
chance to buy over the then 
flailing company. Ruban decided 
to take the plunge, and gained 
control of the company. He put 
in a substantial amount of his 
own savings into the company, 
as well as securing a loan. He 
successfully turned the company 
around and the rest, as they say, 
is history.

Q: KNOWLEDGECOM WAS ONCE 
ON THE BRINK OF CLOSING DOWN. 
WHY DID YOU WANT TO CONTINUE 
ITS OPERATIONS?
RUBANESWARAN  I felt the 

company had a 
lot of potential. We had been 
doing the business for six to seven 
years and had some sort of 
market presence. To not continue 
is like letting everything that we 
had done go to waste. The 
RM1.7mil debt is a big number 
and I had just burned the 
RM200,000. But if I didn’t do it 
then, when was I going to do it?
        I was about 27, so age was 
on my side. I wouldn’t take 
the risk if I’m 35 or 40. So I 
thought, if I’m going to do it, 
let’s do it now.

Q: WHAT WERE THE NEXT FEW 
YEARS LIKE?
RUBANESWARAN  It was something 

quite new to me. 
I had to find a way around it 
— make deals, see clients, manage 
operations, manage finances, 
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motivate the team to bring in 
more sales, deliver on the 
projects, talk to partners.
        Most companies start 
from ground zero. We started 
at ground negative, so that 
made it more challenging. 
There were concerns like 
making sure everyone is paid 
— your staff  and suppliers. And 
you need to service the debt. 
You owed the EPF, you owed 
Socso, you owed everyone 
under the sun money.
        Financially, we were in a 
tight spot. So we had to make 
sure we didn’t go in any deeper. 
We did not have much time 
because the longer we delayed, 
the tougher it got. If we didn’t 
grow in a short period of time, 
we’d probably have to shut down.
        I enrolled in a Masters 
programme and applied what I 
learned in the company. Also, a 
lot of people we worked with, our 
partners and shareholders, were 
very supportive and helped us get 
back on track. We managed to 
turn it around. By 2012, we had 
made a profit of RM1million.

Q: DO YOU ENJOY RUNNING YOUR 
OWN BUSINESS?
RUBANESWARAN Yes, very much. 

The one thing I 
like is the freedom. The other: 
you can mould your own dreams 
and destiny. If you decide that in 
one year, you want to be in a 
certain country, you can set that 
goal and push yourself to achieve 
it, or you can create a pathway 
that leads to it.
        So that’s the good thing. You 
can decide how you want to grow 
your dream, or how you want to 
do it on your own accord.

Q: IS IT DIFFERENT FROM START-
ING A COMPANY FROM SCRATCH?
RUBANESWARAN  The journey 

might not be 
that much diff erent. It’s all about 
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the mindset. For entrepreneurs 
that want to start a company, I 
would ask: Why aren’t you 
doing it? Most times, they are 
waiting for the right time and 
they want to build their savings. 
I just plunged in.
        Most entrepreneurs just 
plunge into the darkness. And 
then they hope to see a light 
and build towards reaching 
that light. That’s how you do it. 
You’ve got to have a lot of faith 
in yourself. People think they 

can plan the how, when, what, 
the safety net and all. But the 
one thing they don’t realise is 
that they are wasting time.
        The longer you’re not doing 
it, the more time you waste. And 
time allows you to make mistakes 
and recover. I started young. I 
had zero knowledge, so the only 
advantage was my age. It’s not 
about how much you can plan and 
build. It’s about how many blows 
you can take. You can plan, but 
set a date and work towards it.

REFOUNDING A COMPANY 
S.T RUBANESWARAN
CHIEF EXECUTIVE OFFICER, KNOWLEDGECOM SDN BHD

   FOUNDERS       

T
he rise to 
entrepreneur-
ship began 
when S.T 
Rubaneswaran 
or Ruban was 

hired to work for KnowledgeCom
Corporation Sdn Bhd as a 
business development manager in 
2003. He was just graduated from 
Nottingham Trent University with 
an engineering degree then. In 
2008, an opportunity presented 
itself when he was off ered the 
chance to buy over the then 
flailing company. Ruban decided 
to take the plunge, and gained 
control of the company. He put 
in a substantial amount of his 
own savings into the company, 
as well as securing a loan. He 
successfully turned the company 
around and the rest, as they say, 
is history.

Q: KNOWLEDGECOM WAS ONCE 
ON THE BRINK OF CLOSING DOWN. 
WHY DID YOU WANT TO CONTINUE 
ITS OPERATIONS?
RUBANESWARAN  I felt the 

company had a 
lot of potential. We had been 
doing the business for six to seven 
years and had some sort of 
market presence. To not continue 
is like letting everything that we 
had done go to waste. The 
RM1.7mil debt is a big number 
and I had just burned the 
RM200,000. But if I didn’t do it 
then, when was I going to do it?
        I was about 27, so age was 
on my side. I wouldn’t take 
the risk if I’m 35 or 40. So I 
thought, if I’m going to do it, 
let’s do it now.

Q: WHAT WERE THE NEXT FEW 
YEARS LIKE?
RUBANESWARAN  It was something 

quite new to me. 
I had to find a way around it 
— make deals, see clients, manage 
operations, manage finances, 
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motivate the team to bring in 
more sales, deliver on the 
projects, talk to partners.
        Most companies start 
from ground zero. We started 
at ground negative, so that 
made it more challenging. 
There were concerns like 
making sure everyone is paid 
— your staff  and suppliers. And 
you need to service the debt. 
You owed the EPF, you owed 
Socso, you owed everyone 
under the sun money.
        Financially, we were in a 
tight spot. So we had to make 
sure we didn’t go in any deeper. 
We did not have much time 
because the longer we delayed, 
the tougher it got. If we didn’t 
grow in a short period of time, 
we’d probably have to shut down.
        I enrolled in a Masters 
programme and applied what I 
learned in the company. Also, a 
lot of people we worked with, our 
partners and shareholders, were 
very supportive and helped us get 
back on track. We managed to 
turn it around. By 2012, we had 
made a profit of RM1million.

Q: DO YOU ENJOY RUNNING YOUR 
OWN BUSINESS?
RUBANESWARAN Yes, very much. 

The one thing I 
like is the freedom. The other: 
you can mould your own dreams 
and destiny. If you decide that in 
one year, you want to be in a 
certain country, you can set that 
goal and push yourself to achieve 
it, or you can create a pathway 
that leads to it.
        So that’s the good thing. You 
can decide how you want to grow 
your dream, or how you want to 
do it on your own accord.

Q: IS IT DIFFERENT FROM START-
ING A COMPANY FROM SCRATCH?
RUBANESWARAN  The journey 

might not be 
that much diff erent. It’s all about 

BY 
MIOR 
AZHAR          

the mindset. For entrepreneurs 
that want to start a company, I 
would ask: Why aren’t you 
doing it? Most times, they are 
waiting for the right time and 
they want to build their savings. 
I just plunged in.
        Most entrepreneurs just 
plunge into the darkness. And 
then they hope to see a light 
and build towards reaching 
that light. That’s how you do it. 
You’ve got to have a lot of faith 
in yourself. People think they 

can plan the how, when, what, 
the safety net and all. But the 
one thing they don’t realise is 
that they are wasting time.
        The longer you’re not doing 
it, the more time you waste. And 
time allows you to make mistakes 
and recover. I started young. I 
had zero knowledge, so the only 
advantage was my age. It’s not 
about how much you can plan and 
build. It’s about how many blows 
you can take. You can plan, but 
set a date and work towards it.
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H
etal Doshi-
Suhana 
Dawani took 
up her 
Bachelors in 
Psychology at 

the National University of 
Singapore and pursued it further 
with an Honours in Psychology 
from Murdoch University in 
Perth. Then with an added push 
and support from her parents, she 
completed the offi  cial journey to 
be credited as a Psychologist with 
a Masters in Organisational 
Psychology at Macquarie 
University in Sydney. Since 
graduating nine years ago, she has 

to understand the business of 
business better was to surround 
myself with high-calibre business 
leaders and find as many oppor-
tunities as possible to ask them 
questions and seek creative solu-
tions to my business challenges. 
Today, I continue to have these 
business conversations whilst 
enlisting in professional courses 
to up skill myself and the team. 

Q: WHAT WOULD YOU SAY 
CONTRIBUTE TO YOUR SUCCESS? 
HETAL  It would definitely be the 

fear of not living up to the 
incredible amount of work that 
my parents have put into giving 
me the very best of the very best 
that life has to off er. The 
incredible support from my 
husband, family, in laws and my 
fellow O Psychers have been 
hugely critical too.

Q: LOOKING AT HOW FAR YOU HAVE 
COME TODAY, WHAT WOULD YOU 
TELL YOUR YOUNGER SELF?
HETAL  Always seek feedback and 

apply it appropriately to 
drive yourself towards the best 
version of you. However, never 
allow the feedback you receive 
from others validate nor waiver 
your self esteem, self belief, self 
confidence and self worth. Your 
sense of self should come from 
your voice and your voice only, so 
constantly be mindful of creating 
an inner voice that is building you 
up and not tearing you down. 

Q: WHAT IS YOUR ADVICE 
TO THE ENTREPRENEURS OR 
ORGANISATIONAL PSYCHOLOGISTS?
HETAL  The only thing that stands 

in the way of you and your 
vision is you. Everything else is a 
matter of applying 
resourcefulness. 

also pursued certifications in over 
five diff erent psychometric tools 
which are used widely to assess 
personality, values, motivations 
and abilities of employees.  

Q: WHEN DID YOU SET UP O-PSYCH, 
WHY AND WHAT WAS THE BIGGEST 
CHALLENGE THAT YOU FACED IN 
RUNNING IT SUCCESSFULLY?
HETAL  O-Psych was set up three 

years ago. The biggest 
challenge I faced was balancing 
my love for the profession with 
the business of running a 
business. Running a business 
requires a unique set of skills 
which I was had very little 
experience in. It was a steep 
learning curve that gave me a new 
sense of appreciation of the reality 
of the business world – the school 
of hard knocks as they say. 
Interestingly, it was this business 
knowledge that gave me 
credibility when securing projects 
with senior leaders of stronger 
profiles. It was clear that the value 
of an organisational psychologist 
could exponentially increase by 
having both professional skills as 
well as a strong understanding of 
business realities. 
        In the beginning, I was 
constantly questioning whether 
I had made the right decision to 
set up O Psych when I could have 
easily continued to work with 
other consulting firms. It was 
when a friend told me, “Hetal, 
even uneducated people have set 
up successful businesses,” that 
I immediately stop questioning 
myself and started getting truly 
curious about learning about 
what they did to get to where 
they did with significantly less 
opportunities and resources than 
I was blessed with. 
        The way I was finally able 

PSYCHING IT UP
HETAL DOSHI-SUHANA DASWANI

CHIEF EXECUTIVE OFFICER, O-PSYCH SDN BHD
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credibility when securing projects 
with senior leaders of stronger 
profiles. It was clear that the value 
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could exponentially increase by 
having both professional skills as 
well as a strong understanding of 
business realities. 
        In the beginning, I was 
constantly questioning whether 
I had made the right decision to 
set up O Psych when I could have 
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F
ounded in 
1990 by 
Koh Yang Kee 
as a trucking 
company with 
only a fleet of 
two trucks, 

Yang Kee Logistics Pte Ltd, has 
grown to become a renowned 
total logistics solutions provider 
that is continually expanding – via 
both merger and acquisition 
exercises as well as investments 
into new business verticals locally 
and overseas.
        Today, Yang Kee Logistics 
has a global presence in eight 
countries with a global team of 
over 400 employees. Its services 
include contract logistics, trucking 
and haulage, international 
freight forwarding and container 
depot for various sectors such 
as Chemical, Consumer & 
Industrial, Oil & Gas as well as 
Food and Beverage.
        The successes over the last 
26 years has earned Yang Kee 
Logistics yet another milestone 
recently when it was named 
one of the prestige winners of 
SME100 Awards 2016.  
        Group CEO Ken Koh said, 
“The SME100 Awards is a mark 
of recognition that we are truly an 
enterprising company with a great 
vision to grow globally. It affi  rms 
the direction of the leadership, 
the passion and spirit of the 
employees, to bring the company 
forward to greater heights 
together as a team.”
        Koh, who joined his father’s 
company in 2001, is instrumental 
not only in keeping the company’s 
legacy continues but also further 
expanding the warehousing 
business and included 
international freight forwarding 
along the way.
        “In 2008, we were 
successfully awarded the 8 Jurong 
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A TOTAL LOGISTICS SOLUTIONS 
PROVIDER OF CHOICE

   PROFILE       

Pier Road land, right next to the 
Jurong Island, to build a modern 
Chemical Logistics Warehouse. 
This building and warehouse also 
houses our HQ, admin block 
and other core operations for 
our transport, warehousing and 
freight services.”
        “We are now in the midst 
of building a new temperature 
controlled warehouse that 
will help us venture into the 
Healthcare sector in the near 
future,” he explained.
        Koh cited that, with two 
warehouses in Singapore, 
and a Container Depot as the 
foundation of the company, the 
company has also established 
presence in seven other 
countries – Malaysia, Vietnam, 
Philippines, China, Hong Kong, 
Thailand, and Cambodia. 
        The company also strongly 
believes in business ethics 
and to uphold high safety 
standards. As such, there is an 
enforcement of a safe working 
culture to ensure a track record 
for safe work practices with 
zero work stoppage. 
        As part of their Corporate 
Social Responsibilities, Yang 
Kee believes in nurturing its 
employees, taking care of them 
and even providing them with 
welfare to support work life 
balance. As an SME, they pride 
themselves in being able to 
diff erentiate themselves from their 
peers by providing a children’s 
corner to empower working 
parents, as well as providing 
a gym that is well equipped to 
encourage healthy living.
        Koh attributed the 
company’s success so far to their 
leadership and entrepreneurial 
spirit.
        “With a clear vision and 
goals, the senior management 
together with the founders 
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Koh Yang Kee 
as a trucking 
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only a fleet of 
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Yang Kee Logistics Pte Ltd, has 
grown to become a renowned 
total logistics solutions provider 
that is continually expanding – via 
both merger and acquisition 
exercises as well as investments 
into new business verticals locally 
and overseas.
        Today, Yang Kee Logistics 
has a global presence in eight 
countries with a global team of 
over 400 employees. Its services 
include contract logistics, trucking 
and haulage, international 
freight forwarding and container 
depot for various sectors such 
as Chemical, Consumer & 
Industrial, Oil & Gas as well as 
Food and Beverage.
        The successes over the last 
26 years has earned Yang Kee 
Logistics yet another milestone 
recently when it was named 
one of the prestige winners of 
SME100 Awards 2016.  
        Group CEO Ken Koh said, 
“The SME100 Awards is a mark 
of recognition that we are truly an 
enterprising company with a great 
vision to grow globally. It affi  rms 
the direction of the leadership, 
the passion and spirit of the 
employees, to bring the company 
forward to greater heights 
together as a team.”
        Koh, who joined his father’s 
company in 2001, is instrumental 
not only in keeping the company’s 
legacy continues but also further 
expanding the warehousing 
business and included 
international freight forwarding 
along the way.
        “In 2008, we were 
successfully awarded the 8 Jurong 
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Pier Road land, right next to the 
Jurong Island, to build a modern 
Chemical Logistics Warehouse. 
This building and warehouse also 
houses our HQ, admin block 
and other core operations for 
our transport, warehousing and 
freight services.”
        “We are now in the midst 
of building a new temperature 
controlled warehouse that 
will help us venture into the 
Healthcare sector in the near 
future,” he explained.
        Koh cited that, with two 
warehouses in Singapore, 
and a Container Depot as the 
foundation of the company, the 
company has also established 
presence in seven other 
countries – Malaysia, Vietnam, 
Philippines, China, Hong Kong, 
Thailand, and Cambodia. 
        The company also strongly 
believes in business ethics 
and to uphold high safety 
standards. As such, there is an 
enforcement of a safe working 
culture to ensure a track record 
for safe work practices with 
zero work stoppage. 
        As part of their Corporate 
Social Responsibilities, Yang 
Kee believes in nurturing its 
employees, taking care of them 
and even providing them with 
welfare to support work life 
balance. As an SME, they pride 
themselves in being able to 
diff erentiate themselves from their 
peers by providing a children’s 
corner to empower working 
parents, as well as providing 
a gym that is well equipped to 
encourage healthy living.
        Koh attributed the 
company’s success so far to their 
leadership and entrepreneurial 
spirit.
        “With a clear vision and 
goals, the senior management 
together with the founders 
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paved the way, recruiting 
like-minded and passionate 
professionals along the way to 
be part of the aspiration.”
        In addition, Yang Kee 
Logistics is always on the lookout 
for opportunities to develop 
Singapore’s logistics capabilities 
to meet the needs of the higher 
value added and niche industries.
        Koh said that as like 
other SMEs, Yang Kee 
also faces challenges in the 
current manpower crunch, 
and competition from the 
multinationals.
        “To overcome this, we 
focused our eff orts on re-branding 
and on placing importance in 
succession planning. We also 
diff erentiate ourselves as an 
employer of choice with our 
enterprising spirit to attract our 
talents,” he added.
        Koh said that they believe in 
diff erentiating themselves from 
their competitors by off ering a 
more conducive environment 
to work in – providing a gym, 
children’s corner, staff  mass 
equipped with a pool table and 
karaoke etc.
        “We also constantly look at 
new technologies or lean methods 
to improve our productivity 
and overcome the manpower 
challenge,” he added.
        As for the future, Yang 
Kee Logistics is aiming to go for 
public listing by 2020. Besides 
continuing its expansion in the 
Southeast Asian region, the 
company also plans to expand 
into Europe, Australia and 
America markets.
        “In addition, we will 
continue building capabilities to 
better serve the modern logistics 
needs of customers – via futuristic 
facilities and technologies,” said  
Koh. 
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E
stablished in 
1992 as a 
tailoring and 
textiles 
producing 
cottage 

industry, Pointray (Malaysia) Sdn 
Bhd, has slowly grown from 
strength to strength. First 
establishing itself as a textile 
company, the company how tags 
itself as a versatile manufacturing 
company that is led by Dato’ 
Maziah Binti Haji Musa. 
        Initially, the company 
focused on moulded mattress, 
pillows and cushion. This led to 
the company’s venture into the 
production of resilient foam based 
products such as mattresses, 
pillows, cushions for both the 
automotive industry and home 
use and even fire retardant foam 
and fabrics.  
        In 2008, the company’s 
activities were further diversified 
the creation of furniture to meet 
the ever growing demands of 
schools, learning institutions 
and offi  ces furniture. Also, 
as part of the growing local 
demand, Pointray now serves as 
an alternative towards timber 
based products that are currently 
flooding the market. 
        This was done by adopting 
the use of Kenaf -  a fast growing 
fibrous plant from the hemp 
family that can achieve the height 
of 3.7 – 4.3 m over a period of 
4 months, thereby reducing the 
need for harvesting and depleting 
large swathes of the forest. 
        Dato’ Maziah said there was 
huge potential for the develop-
ment of kenaf-based products 
in the country with a continuing 
rise in the area for its cultivation, 
particularly in the east coast and 
apart from Kedah and Perlis.
        This was done as part of 
their mission statement, as Poin-
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tray has shown a willingness to be 
“the leader in manufacturing bio 
composite raw materials in the 
commercial industry for the global 
market using green technology.” 
        Not only has it benefitted 
local farmers around the region, 
this is in line with the govern-
ment’s eff orts to embrace new 
technologies to make the earth 
a safer place for all. Further, the 
usage of kenaf has made the com-
pany a pioneer in bio-composite, 
raw materials and other products 
made from the material. 
        In 2013, the company 
started producing kenaf-based 
household products and furniture 
for the domestic market with the 
construction of a plant to produce 
the kenaf-based products costing 
RM18 million in Besut, Tereng-
ganu using a German technology. 
“Our technology comes from 
Stuttgart, in southern Germany, 
with the kenaf-based products not 
only being cheap but also of very 
high quality. We have come up 
with products such as chairs and 
tables and bedroom furniture, 
including foam pillows and mat-
tresses, which have been used by 
some government departments,” 
she added.
        She said the plant had 
130 trained workers. “We are 
confident that with Terengganu’s 
initiatives in meeting the needs of 
the manufacturing industry, this 
plant which opened on a small 
scale two years ago, will grow 
more rapidly,” Maziah added.
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RM18 million in Besut, Tereng-
ganu using a German technology. 
“Our technology comes from 
Stuttgart, in southern Germany, 
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tables and bedroom furniture, 
including foam pillows and mat-
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   SERVICES AND 
   PRODUCTS OFFERED 
   Furniture – Polypropylene,

Wood and Steel products that 
are geared towards large scale 
use for offi  ce, schools and 
various functions

   High resilient foam for pillows,
mattress and chairs

   domestic services such as
providing hired / maintenance 
of furniture for local learning 
institutions country wide

   Boutique Hotel and Catering
for events

   POINT OF INTEREST 
   As part of their very successful

CSR programmes, the compa-
ny has shown a willingness to 
be a sponsor to various chari-
ties for the poor and under-
funded and even the corporate 
division for the Terengganu 
rugby team. Among those are 
the Rumah Anak-Anak Yatim 
Berkat, Johor Bahru, program 
Zakat Warga Miskin and As-
rama Anak-Anak Yatim Jasa

   The company has also recently
established a boutique hotel in 
Kuala Besut, Terrengganu 
as part of their plans 
for expansion. 

   Was the ASEAN Winner for
the ASEAN Business 
Awards 2015

   WHAT IS KENAF?
   Kenaf (Hibiscus Cannabinus

L) is a fast-growing fibrous 
plant that can achieve the 
height of 3.7 – 4.3 m over a 
period of four months.

   The introduction of kenaf
into the various materials used 
by timber based industries 
would be instrumental in 
alleviating the shortage of 
forest based raw materials.

   Green, renewable and
sustainable kenaf products 
would definitely have a market 
premium in the future as forest 
and environment conservation 
becomes more critical.The 
properties of kenaf combined 
with our expertise makes it a 
sustainable green material for 
buildings and industrial ap-
plications that perform better 
and are more durable. 
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   FRANCHISE      

cDonalds is 
commonly seen 
as the premier 
fast food joint in 
Malaysia and 
Singapore, 
having over 260 
local restaurant 
branches 

scattered all over Malaysia and a 
whopping 120 branches for Singapore. 
With some of our most wealthy making 
their fortunes upon the brand – think 
Vincent Tan Chee Youn, him of the 
Berjaya and Sports Toto fame – it would 
be a safe route for those who are willing 
to put in the eff ort to start off  yet another 
outlet in an up and coming area. 
        With the breaking news over the 
sale of the local franchise rights to Saudi 
Arabia's Reza Group for up to US$400 
million, franchise rights in Malaysia 
and Singapore are been bought out by 
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THE GLITTERING 
POT OF GOLD 
UNDER THE 
GOLDEN ARCHES  

 FRANCHISE AT A GLANCE
The growth of our regional fast food 
industry is phenomenal and its promises 
of riches, untold. According to data from 
MATRADE, the business of franchising 
is “is relatively untapped as the share of 
the retail business conducted through 
franchising is still small at below 10%, 
as compared to the developed economies 
whereby 40% of the retail business are 
being conducted through franchising.” 
        This presents a unique opportunity 
for the savvy businessperson to pick up 
upon opportunities to grow and enter the 
various industries that they would wish to 
but do not necessarily have the expertise 
on. As part of a brand, a franchising system 
would be well structured and would adhere 
to a certain standard not only imposed 
upon by the parent company, but also our 
local governing system which would ensure 
a certain level of standards. 
        The Malaysian Franchise Act 1998 is the 
main regulatory Act that protects both the 
franchisors and franchisees. With a well-
structured franchising system, it would not 
be too di�  cult to penetrate the market. 
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the company for long term investing instead of individual franchise 
owners as is McDonald's plans to bring in partners when it switches to 
a less capital-intensive franchise model in Asia. 
        However, all is not lost. 
This does not mean that a person interested in a slice of the pie is 
unable to join in. 

TYPES OF FRANCHISES 
Typically, McDonald’s off ers four types of franchises:
   TRADITIONAL RESTAURANT: The franchise would be in freestanding

buildings, store fronts, food courts, and other locations with a full 
restaurant menu off ered. The terms would last 20 years.

   SATELLITE LOCATIONS: This type of franchise would be located out of
retail stores, airports, universities and other diverse locales. In 
some cases, the franchise would serve a scaled down menu. The 
term of the franchise depends on the location.

   STO AND STR LOCATIONS: ‘Small Town Oil’ locations are located in fuel
stations/convenience stores and would operate with a full-menu 
within the shared space. An example would be a place by the side 
of a highway. 

   BFL FRANCHISES: ‘Business Facilities Lease’ franchises grant
franchises with leases that include the business facilities. Under a 
BFL, the franchisee has a conditional option to purchase certain 
restaurant assets after the first year and extend the franchise for up 
to 20 years after the beginning of the term.

COSTS As a new franchisee, a person would need an upwards 
estimation of RM3 million in personal net worth before they are able to 
obtain a licence to operate. While some locations would be considerably 
cheaper to start up, others would require an interested franchisee to pay 
premium for the location. Further, there are several factors that would 
justify the cost itself.
   FRANCHISE FEES: US$22,500 for a term of 10 years. This must be

paid in full prior to or at the start of the franchise restaurant.
   SECURITY DEPOSIT: A security deposit worth RM10,00 for bumi

investors or RM50,000 for nonbumis is to be paid. It is interest free 
and will be refunded at the end of the term date. 

   PRE-OPENING EXPENSES: Expenses include staff  training, acquisition 
of stock for trading, and other miscellaneous start-up costs.

   Equipment, Furniture & Decoration
   Civil and Construction works
   MISCELLANEOUS COSTS: There are plenty of hidden and unforeseen

costs that would appear when starting up a business. These include 
stamp duties, legal fees, marketing and promotions and a large 
working capital in the first few months of operations. 

FINANCE OPTIONS A franchisee can only borrow up to a maximum 
of 70% from a bank while the remaining 30% must be unborrowed. 
Also, McDonalds does not facilitate any kind of financing. Franchisee 
Training, however, would be given. 

TO APPLY To start, an application form can be obtained from the 
company’s offi  cial website whereupon it must be filled up thoroughly 
and correctly. After scrutiny by the company, an interview and 
background check will be performed to ensure suitability. 
        The next step would be an on The Job Evaluation (OJE) where 
a franchisee will be required to work in an existing McDonald's 
restaurant for a few days to give both parties an idea of what they are 
both getting into. 
        A final step would then mean franchisee training for one year and 
then the franchise would be yours to run. 
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Also, McDonalds does not facilitate any kind of financing. Franchisee Also, McDonalds does not facilitate any kind of financing. Franchisee 
Training, however, would be given. Training, however, would be given. 

TO APPLY TO APPLY To start, an application form can be obtained from the To start, an application form can be obtained from the 
company’s offi  cial website whereupon it must be filled up thoroughly company’s offi  cial website whereupon it must be filled up thoroughly 
and correctly. After scrutiny by the company, an interview and and correctly. After scrutiny by the company, an interview and 
background check will be performed to ensure suitability. background check will be performed to ensure suitability. 
        The next step would be an on The Job Evaluation (OJE) where         The next step would be an on The Job Evaluation (OJE) where 
a franchisee will be required to work in an existing McDonald's a franchisee will be required to work in an existing McDonald's 
restaurant for a few days to give both parties an idea of what they are restaurant for a few days to give both parties an idea of what they are 
both getting into. both getting into. 
        A final step would then mean franchisee training for one year and         A final step would then mean franchisee training for one year and 
then the franchise would be yours to run. then the franchise would be yours to run. 
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  AUSTRIA IN FIGURES

Land Area 83,855 sq km
Population 8.4m
Population density 100 sq km
Life expectancy Men 78 yrs

Women 83 yrs
Adult literacy 99%
Average per household 2.3
Divorces per1,000  2.4

  THE ECONOMY

Currency Euro
GDP US$ 381 bn
GDP per heads US$ 45,560
Employment (% of total) Agriculture 2%

Industry 26%
Services 68%
Unemployed 4.8%

Main Exports:Type Machinery & 
transport equip
Chemicals
Food & drink
Mineral fuels
Raw materials

Destinations: (% total) Germany 32%
Italy 8%
USA 4%
EU27 72%

Main Imports:Type Machinery & 
transport equip
Chemicals
Food & drink
Mineral fuels
Raw materials

Main countries of origin Germany 47%
Italy 7%
Switzerland 7%
EU27 78%
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A
ustria is one of Europe’s 
smaller countries, but 
also one of the richest 
and most stable in the 
EU. Its location at the 
heart of Europe has 
traditionally made it a 
hub of East/West 
relations. As a 
landlocked country in 
central Europe, Austria 
borders Germany and 
the Czech Republic to 
the north, Slovakia and 
Hungary to the east, 
Slovenia and Italy to the 
south, and Switzerland 
and Liechtenstein to the 
west. The Danube 
River, Austria’s only 
navigable waterway, 
flows from south-
eastern Germany across 
northern Austria.
        Austria has a 
population of nearly 8.5 
million, more than 90% 
of whom are Austri-
ans, only 10% being 
foreigners mostly from 
Serbia and Montenegro, 
Turkey, Bosnia-Herze-
govina, Germany and 
Croatia. Austria is the 
only country other than 
Germany where the 
offi  cial language is Ger-
man, and approximately 
98% of the population 
speaks German or a 
dialect of it.
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TRADE IN AUSTRIA 
Austria, with its well-developed 
economy and high standard of 
living, is closely tied to other EU 
economies. The services sector 
forms some two thirds of the 
Gross Domestic Product of 232 
billion Euros. Trade and industry 
make up about a third of the GDP, 
agriculture contributes some 2 %. 
With an average per capita GDP of 
about Euro 27,000, Austria ranks 
among the European Communities 
richest countries.

ENERGY – GRIST TO 
INDUSTRY'S MILLS 
About one third of the Austria's 
energy consumption is covered by 
the national energy industry. Up 
to 70% of the energy comes from 
renewable sources such as water. 
Industry, which still is considered 
to be the national growth engine, 
is made up of mainly small and 
medium-sized enterprises. Austria's 
industrial sector is, however, one of 
the world's largest: between 1995 
and 2003 industrial production 
increased nominally by 28% to a 
total volume of 90.9 billion Euros. 
With 11.4 billion Euros in 2003, 
mechanical and steel industry 
were the greatest contributors to 
Austria's total output, followed 
by chemical industry (10.6 billion 
Euros), and the electrical and 
electronics industry (10.2 billion).

A FIRST-CLASS SERVICES SECTOR 
The services industry is Austria's 
fastest growing industrial sector. 
About one sixth of Austria's three 
million wage and salary workforce 
is employed in the trade and 
industry sector, which contributes 
some 13% to the GDP. Tourism 
is the country's biggest foreign 

exchange earner and the fastest 
growing sector: 220,000 people 
in 40,000 tourist establishments 
generate 10% of Austria's 
economic output. In 2012, Austria 
lodged some 131 million guests.

EUROPE'S DELI SHOP 
7.5 million hectares of land are 
used for agriculture with cattle 
farming contributing 30% to the 
agricultural value-added business. 
Austria boasts an incredible 
18,500 organic farms adding 
to the country's reputation as 
Europe's deli shop. 47 % of Austria 
is forested. Besides water, wood 
plays a more and more important 
role as renewable source of energy.

EXPORTS: WINE & MORE 
Among the insiders of the wine 
business, and despite being only 
a small wine growing country, 
Austria has gained an excellent 
reputation for producing some 
top-scoring wines. About 32,000 
wineries produce an average of 
2.5 million hectoliters of wine per 
year. Austrian wines are produced 
mostly from Riesling and Gruener 
Veltliner grapes but Sauvignon 
Blanc grapes are also used. It’s 
the whites, that get most of the 
attention, but the reds are also 
excellent.
        Export is regarded as vital to 
Austrian economy. Main export 
commodities are machinery and 
equipment, motor vehicles and 
parts, paper and paperboard, 
metal goods, chemicals, iron and 
steel; textiles, foodstuff . Austria's 
top-ten export commodities make 
up two-third of the entire export 
volume. Most exports go to other 
EC countries (mainly Germany), 
about 15% go overseas.

 TIPS ON DOING BUSINESS IN AUSTRIA
   Due to certain historical and cultural in� uences, Austrian companies tend

towards a hierarchical approach to corporate structure.
   Try to � nd the organisation chart of the company you are dealing with - it usually

gives a close re� ection of the way in which the company is actually organised.
   Social partnership has, for a long time, been a central tenet of the Austrian

approach to business. Co-operation and co-determination in industrial matters 
are of paramount importance.

   Managers tend to be instructional and are expected to give direct instructions 
to subordinates.

   In a country which tends towards the development of specialists, managers are
usually sector-area experts. They know what they are talking about.

   Charm and warmth are much prized characteristics and managers will strive to
achieve a 'cosy' relationship with colleagues.

   People are expected to be very well prepared for meetings - do not arrive
without having thought through the detail of the meeting in some depth.

   If 'brainstorming' meetings are to be held, it is best to make sure everybody
knows exactly what is expected within the meeting and what the goals of the 
meeting are.

   Punctuality is prized. Do not be late as this could be viewed as 
unprofessional behaviour.

   A certain amount of small talk can be expected at the start of a meeting.
   Do not assume that Austrians are exactly like Germans. Austria is a country with

a great sense of historiy and a unique culture.
   Meetings will be run in a methodical fashion with the agenda, by and large,

adhered to. Try to avoid deviating from the set agenda unless it is absolutely 
unavoidable.

   Meetings may be arranged early in the morning as Austrians tend to start at 
8:00 am

   In a meeting situation, avoid speaking for the sake of speaking. Speak only 
   when you have something relevant to say about a topic which you are 
   knowledgeable upon.
   Cross-departmental teams can be di�  cult to manage as they cut across the

normal hierarchical loyalties and lines.
   Surnames are usually used in business circles as are academic and 

professional titles.
   Try to be as direct and literal in your use of language as possible. Avoid the use 

of coded language which can be confusing.
   Although women play a less signi� cant role at senior management level than in

some other countries, visiting female managers should have few problems and 
will be treated with professional courtesy and respect.

   Dress code still tends towards the formal and it is best to wear conservative,
business-formal attire ' this applies to both men and women.

   Most business entertaining will be done at local restaurants. It is unusual to be
invited to the home of a business colleague for a meal. 
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  FUN FACTS ABOUT AUSTRIA 
  The name Austria derives from a Germanic word 
  ‘austro’, meaning ‘east’

    The Austrian � ag is one of the oldest national � ags in the world
    The sewing machine was invented by Josef Madersperger, an Austrian
    Approximately one quarter of the population of Austria lives in Vienna
    Vienna has the oldest zoo in the world, founded in 1752
    Austria is known for its mountain railways and trains such as the Giselabahn
    Ferdinand Porsche, who is the founder of the German sports car company 
    ‘Porsche’, was fromAustria
    Arnold Schwarzenegger, the Hollywood actor, grew up in Austria
    62% of Austria is covered by the Austrian Alps
    The � rst postcards used were in Austria.
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without having thought through the detail of the meeting in some depth.

  If 'brainstorming' meetings are to be held, it is best to make sure everybody
knows exactly what is expected within the meeting and what the goals of the 
meeting are.
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   when you have something relevant to say about a topic which you are 
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  Cross-departmental teams can be di�  cult to manage as they cut across the
normal hierarchical loyalties and lines.

  Surnames are usually used in business circles as are academic and 
professional titles.

  Try to be as direct and literal in your use of language as possible. Avoid the use 
of coded language which can be confusing.

  Although women play a less signi� cant role at senior management level than in
some other countries, visiting female managers should have few problems and 
will be treated with professional courtesy and respect.
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LENOVO UNVEILS LATEST DEVICES
enovo has launched its latest devices, the much 
awaited Yoga Book and Phab 2 Pro into the local 
market last month. 
        Lenovo’s Yoga Book appears to be a crazy 
concept at first. Because it’s neither a laptop nor a 
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 OVER 50 MILLION PLAYSTATION 4      
 CONSOLES SOLD WORLDWIDE

S
ony have announced that sales of the PlayStation 4 
have surpassed 50 million units following the launch 
of the PlayStation 4 Pro last month.
        Sales were spurred on by the best ever Black Fri-
day week in the history of the PlayStation brand. The 
company also announced that 369.6 million games 

have been sold since the PlayStation 4 was released in November 2013.
        “We’re truly delighted that the PS4 community continues 
to flourish since launch three years ago,” said Sony Interactive 
Entertainment president and global CEO Andrew House.
        “With tremendous support from our fans and partners across the 
globe, this year we were able to deliver an unprecedented lineup of 
hardware such as the new slimmer PS4, PS4 Pro and PlayStation VR,” 
Mr House added.
        Sony is expecting high sales to continue throughout the holiday 
season with the launch of new games for both the main PlayStation 4 
console as well as PlayStation VR. 

T
he upcoming year will include an increased breadth 
and depth of attacks, with malicious threat actors 
diff erentiating their tactics to capitalise on the 
changing technology landscape, according to Trend 
Micro.
        The global leader in cybersecurity solutions, 

recently released its annual security predictions report, “The Next Tier 
– 8 Security Predictions for 2017.” 
        “Next year will take the cybersecurity industry into new territory 
after 2016’s threat landscape opened doors for cybercriminals to 
explore a wider range of attacks and attack surfaces,” said Raimund 
Genes, chief technology offi  cer for Trend Micro. 
        “We foresee the General Data Protection Regulation (GDPR) 
causing extensive data management changes for companies around 
the world, new attack methods threatening corporations, expanding 
ransomware tactics impacting more devices and cyber-propaganda 
swaying public opinion.”  
        In 2016, there was a large increase in Apple vulnerabilities, with 50 
disclosed, along with 135 Adobe bugs and 76 aff ecting Microsoft. This 
apparent shift in exploits against vulnerable software will continue in 
2017 as Microsoft’s mitigations continue to improve and Apple is seen 
as a more prominent operating system.   
        The Internet of Things (IoT) and Industrial Internet of Things 
(IIoT) will play a larger role in targeted attacks in 2017. These attacks 
will capitalize upon the growing acceptance of connected devices by 
exploiting vulnerabilities and unsecured systems to disrupt business 
processes, as we saw with Mirai. The increasing use of mobile devices to 
monitor control systems in manufacturing and industrial environments 
will be combined with the significant number of vulnerabilities found in 
these systems to pose threats to organisations.  
        Business Email Compromise (BEC) and Business Process 
Compromise (BPC) will continue to grow as a costeff ective and 
relatively simple form of corporate extortion. A BEC attack might 
yield $140,000 by luring an innocent employee to transfer money to 
a criminal’s account. Alternatively, hacking directly into a financial 
transaction system, while requiring more work, will result in far greater 
financial windfalls for criminals – as much as $81 million.  
        “We continue to see cybercriminals evolving to the changing 
technology landscape,” said Ed Cabrera, chief cybersecurity offi  cer for 
Trend Micro. 
        “While new ransomware saw an exponential increase in 2016, that 
growth is no longer sustainable, so attackers will find new ways to use 
existing malware families. Similarly, changes in IoT open new doors to 
go after additional attack surfaces, and software changes push criminals 
toward finding diff erent types of flaws.” 

TREND MICRO FORESEES 
EVOLVING TECHNOLOGY 
INTRODUCING NEW 
THREATS IN 2017 
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        “We’re truly delighted that the PS4 community continues 
to flourish since launch three years ago,” said Sony Interactive 
Entertainment president and global CEO Andrew House.
        “With tremendous support from our fans and partners across the 
globe, this year we were able to deliver an unprecedented lineup of 
hardware such as the new slimmer PS4, PS4 Pro and PlayStation VR,” 
Mr House added.
        Sony is expecting high sales to continue throughout the holiday 
season with the launch of new games for both the main PlayStation 4 
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tablet. It’s a laptop without a traditional keyboard. Or it can be used 
as a graphics tablet. Although it has Lenovo’s now-familiar signature 
“watchband hinge” and 10.1-inch Full HD screen, the Yoga Book 
looks smaller in size. In fact, it has an uncanny resemblance to a 
physical book when it’s closed. With the 360-degree hinge, you can 
transform the 2-in-1 into a tablet or a notebook.
        The device is portable at 690 grams and measures in at 6.72 
mm, which makes it even lighter than the iPad Pro (713 grams, 
6.9mm). On one side, the Yoga Book has a 10.1-inch Full HD 
display, which off ers AnyPen stylus support. It does come with a 
working stylus that doubles as a real pen with ink. The Yoga Book 
has a capacitive touch panel which can used as a drawing pad, and a 
capacitive keyboard.
        The Yoga Book's special Halo keyboard can function as both 
a normal touch keyboard or a digitiser. While they keyboard isn't 
exactly the best to type on, artists on the go who would like a 
tablet with a bit more functionality might appreciate what it brings 
to the table.
        As for the Phab 2 Pro, it's the first Project Tango smartphone 
around. With a 6.4in display, Qualcomm Snapdragon 642 
processor, 4GB of RAM and 64GB of storage as well as a 16MP rear 
camera as well as an 8MP front cam, it has middling specs somewhat 
compensated by a huge 4050mAh battery.
        The selling point for this phone would be for early adopters 
who want a taste of Google's Project Tango vision and have more 
fun with augmented reality. Still, will it be enough to get people 
buying the phone especially with the rather middling specs? We'll 
just have to see once it comes to the mass market. 

A
ccording to business consulting firm 
Boston Consulting Group (BCG), while 
business growth remains essential, it’s 
more challenging given the uncertain 
global environment and ongoing disrup-
tion– a scenario that may be stalling 

developed world businesses’ eff orts to land and expand 
operations globally. But this is a big mistake, because 
emerging world businesses are moving fast to gain traction.
        Multi-national companies need to develop strategies to 
counter increasingly strong emerging-market rivals -- both 
the strength and volume of which is growing says BCG. 
These “global challengers” are fueled by high aspirations 
for global leadership and decisive action. According to 
David Michael, professor of practice, School of Global 
Policy and Strategy, University of California, San Diego 
(UCSD) and former senior partner at BCG, a decade ago 
it was a struggle to identify 100 such companies; today 
it’s diffi  cult to winnow the list down to 100. His view: 
multinationals are making a grave misstep if they fail to 
account for these upstart competitors and formulate a plan 
to respond to this threat.
        So how can developed world businesses bolster their 
competitive position to keep emerging market businesses 
from overtaking them? 
        First, they must evaluate competitors’ strengths and 
weaknesses. One area of focus is technology. According to 
a recent study, emerging world businesses are moving fast 
to gain a technological edge over their developed world 
counterparts, and thus may be better positioned for growth. 
In a study  of more than 1,800 global business executives 
emerging market executives were shown to be more bullish 
on leveraging technology to provide the requisite flexibility 
and agility to fuel growth as compared to their developed 
market counterparts. Key findings from the study:
   77% of emerging market business execs polled cited

having “cutting-edge” technology/IT as a significant 
growth factor (compared to just 62% of developed 
market business execs).

   Three-quarters (75%) of emerging market business
execs said having support for flexible business 
processes was of “significant” importance, compared 
to just 62% of those in developed countries.

   Emerging market business execs were also more likely
to see the value in using technology to liberate 
personnel from manual tasks to focus on higher 
value-added work activities; 75% of emerging 
market business leaders said this was of “significant” 
importance as compared to only 65% of developed 
market business leaders.

NEWER BUSINESS SYSTEMS PUT MORE GLOBAL HORSES 
UNDER THE HOOD One of the benefits that emerging 
market businesses have is they aren’t tied to old business 
processes and systems. They are free to implement modern 

SABBY GILL EXECUTIVE VICE PRESIDENT, INTERNATIONAL, EPICOR SOFTWARE CORPORATION

BLUETOOTH 5 SET TO BOOST THE 
INTERNET OF THINGS IN 2017 

he new Bluetooth standard is 
now ready for action and 
should progressively roll out 
into consumer devices from 
2017. Promising a serious 
increase in performance, 

Bluetooth 5 is ready to meet the needs of a new 
generation of connected gadgets with even faster 
data sharing.
        Bluetooth is a widely used wireless 
communication standard for securely sharing data 
over short distances between two electronic devices 
via a specific set of radio waves.
        The technology features in many connected 
devices, such as laptops, smartphones, wireless headphones 
and smartwatches, allowing them to connect and communicate 
wirelessly. Today, Bluetooth plays a key role in the development of the 
Internet of Things (IoT).
        The Special Interest Group (SIG), which manages the standard, 
promises a serious boost in performance with Bluetooth 5, with 
doubled speeds, quadrupled range and an eight-fold increase in data 
broadcasting capacity.
        The first compatible products are likely to be revealed at the 
CES consumer technology show in Las Vegas (USA), in January 2017 
and, more likely, at the Mobile World Congress in Barcelona (Spain) 
in February. 
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tablet. It’s a laptop without a traditional keyboard. Or it can be used tablet. It’s a laptop without a traditional keyboard. Or it can be used 
as a graphics tablet. Although it has Lenovo’s now-familiar signature as a graphics tablet. Although it has Lenovo’s now-familiar signature 
“watchband hinge” and 10.1-inch Full HD screen, the Yoga Book “watchband hinge” and 10.1-inch Full HD screen, the Yoga Book 
looks smaller in size. In fact, it has an uncanny resemblance to a looks smaller in size. In fact, it has an uncanny resemblance to a 
physical book when it’s closed. With the 360-degree hinge, you can physical book when it’s closed. With the 360-degree hinge, you can 
transform the 2-in-1 into a tablet or a notebook.transform the 2-in-1 into a tablet or a notebook.
        The device is portable at 690 grams and measures in at 6.72         The device is portable at 690 grams and measures in at 6.72 
mm, which makes it even lighter than the iPad Pro (713 grams, mm, which makes it even lighter than the iPad Pro (713 grams, 
6.9mm). On one side, the Yoga Book has a 10.1-inch Full HD 6.9mm). On one side, the Yoga Book has a 10.1-inch Full HD 
display, which off ers AnyPen stylus support. It does come with a display, which off ers AnyPen stylus support. It does come with a 
working stylus that doubles as a real pen with ink. The Yoga Book working stylus that doubles as a real pen with ink. The Yoga Book 
has a capacitive touch panel which can used as a drawing pad, and a has a capacitive touch panel which can used as a drawing pad, and a 
capacitive keyboard.capacitive keyboard.
        The Yoga Book's special Halo keyboard can function as both         The Yoga Book's special Halo keyboard can function as both 
a normal touch keyboard or a digitiser. While they keyboard isn't a normal touch keyboard or a digitiser. While they keyboard isn't 
exactly the best to type on, artists on the go who would like a exactly the best to type on, artists on the go who would like a 
tablet with a bit more functionality might appreciate what it brings tablet with a bit more functionality might appreciate what it brings 
to the table.to the table.
        As for the Phab 2 Pro, it's the first Project Tango smartphone         As for the Phab 2 Pro, it's the first Project Tango smartphone 
around. With a 6.4in display, Qualcomm Snapdragon 642 around. With a 6.4in display, Qualcomm Snapdragon 642 
processor, 4GB of RAM and 64GB of storage as well as a 16MP rear processor, 4GB of RAM and 64GB of storage as well as a 16MP rear 
camera as well as an 8MP front cam, it has middling specs somewhat camera as well as an 8MP front cam, it has middling specs somewhat 
compensated by a huge 4050mAh battery.compensated by a huge 4050mAh battery.
        The selling point for this phone would be for early adopters         The selling point for this phone would be for early adopters 
who want a taste of Google's Project Tango vision and have more who want a taste of Google's Project Tango vision and have more 
fun with augmented reality. Still, will it be enough to get people fun with augmented reality. Still, will it be enough to get people 
buying the phone especially with the rather middling specs? We'll buying the phone especially with the rather middling specs? We'll 
just have to see once it comes to the mass market. just have to see once it comes to the mass market. 

A
ccording to business consulting firm 
Boston Consulting Group (BCG), while 
business growth remains essential, it’s 
more challenging given the uncertain 
global environment and ongoing disrup-
tion– a scenario that may be stalling 

developed world businesses’ eff orts to land and expand 
operations globally. But this is a big mistake, because 
emerging world businesses are moving fast to gain traction.
        Multi-national companies need to develop strategies to 
counter increasingly strong emerging-market rivals -- both 
the strength and volume of which is growing says BCG. 
These “global challengers” are fueled by high aspirations 
for global leadership and decisive action. According to 
David Michael, professor of practice, School of Global 
Policy and Strategy, University of California, San Diego 
(UCSD) and former senior partner at BCG, a decade ago 
it was a struggle to identify 100 such companies; today 
it’s diffi  cult to winnow the list down to 100. His view: 
multinationals are making a grave misstep if they fail to 
account for these upstart competitors and formulate a plan 
to respond to this threat.
        So how can developed world businesses bolster their 
competitive position to keep emerging market businesses 
from overtaking them? 
        First, they must evaluate competitors’ strengths and 
weaknesses. One area of focus is technology. According to 
a recent study, emerging world businesses are moving fast 
to gain a technological edge over their developed world 
counterparts, and thus may be better positioned for growth. 
In a study  of more than 1,800 global business executives 
emerging market executives were shown to be more bullish 
on leveraging technology to provide the requisite flexibility 
and agility to fuel growth as compared to their developed 
market counterparts. Key findings from the study:

  77% of emerging market business execs polled cited
having “cutting-edge” technology/IT as a significant 
growth factor (compared to just 62% of developed 
market business execs).

  Three-quarters (75%) of emerging market business
execs said having support for flexible business 
processes was of “significant” importance, compared 
to just 62% of those in developed countries.

  Emerging market business execs were also more likely
to see the value in using technology to liberate 
personnel from manual tasks to focus on higher 
value-added work activities; 75% of emerging 
market business leaders said this was of “significant” 
importance as compared to only 65% of developed 
market business leaders.

NEWER BUSINESS SYSTEMS PUT MORE GLOBAL HORSES 
UNDER THE HOOD One of the benefits that emerging 
market businesses have is they aren’t tied to old business 
processes and systems. They are free to implement modern 
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he new Bluetooth standard is he new Bluetooth standard is 
now ready for action and now ready for action and 
should progressively roll out should progressively roll out 
into consumer devices from into consumer devices from 
2017. Promising a serious 2017. Promising a serious 
increase in performance, increase in performance, 

Bluetooth 5 is ready to meet the needs of a new Bluetooth 5 is ready to meet the needs of a new 
generation of connected gadgets generation of connected gadgets with even faster with even faster 
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        Bluetooth is a widely used wireless         Bluetooth is a widely used wireless 
communication standard for securely sharing data communication standard for securely sharing data 
over short distances between two electronic devices over short distances between two electronic devices 
via a specific set of radio waves.via a specific set of radio waves.
        The technology features in many connected         The technology features in many connected 
devices, such as laptops, smartphones, wireless headphones devices, such as laptops, smartphones, wireless headphones 
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        The first compatible products are likely to be revealed at the         The first compatible products are likely to be revealed at the 
CES consumer technology show in Las Vegas (USA), in January 2017 CES consumer technology show in Las Vegas (USA), in January 2017 
and, more likely, at the Mobile World Congress in Barcelona (Spain) and, more likely, at the Mobile World Congress in Barcelona (Spain) 
in February. in February. 

competitive position to keep emerging market businesses 
from overtaking them? 
        First, they must evaluate competitors’ strengths and 
weaknesses. One area of focus is technology. According to 
a recent study, emerging world businesses are moving fast 
to gain a technological edge over their developed world 
counterparts, and thus may be better positioned for growth. 
In a study  of more than 1,800 global business executives 
emerging market executives were shown to be more bullish 
on leveraging technology to provide the requisite flexibility 
and agility to fuel growth as compared to their developed 
market counterparts. Key findings from the study:

  77% of emerging market business execs polled cited
having “cutting-edge” technology/IT as a significant 
growth factor (compared to just 62% of developed 
market business execs).

  Three-quarters (75%) of emerging market business
execs said having support for flexible business 
processes was of “significant” importance, compared 
to just 62% of those in developed countries.

he new Bluetooth standard is he new Bluetooth standard is 
now ready for action and now ready for action and 
should progressively roll out should progressively roll out 
into consumer devices from into consumer devices from 
2017. Promising a serious 2017. Promising a serious 
increase in performance, increase in performance, 

Bluetooth 5 is ready to meet the needs of a new Bluetooth 5 is ready to meet the needs of a new 
with even faster with even faster 

communication standard for securely sharing data communication standard for securely sharing data 
over short distances between two electronic devices over short distances between two electronic devices 

        The technology features in many connected         The technology features in many connected 
devices, such as laptops, smartphones, wireless headphones devices, such as laptops, smartphones, wireless headphones 

BLUETOOTH 5 SET TO BOOST THE BLUETOOTH 5 SET TO BOOST THE 
INTERNET OF THINGS IN 2017 INTERNET OF THINGS IN 2017 

tablet. It’s a laptop without a traditional keyboard. Or it can be used tablet. It’s a laptop without a traditional keyboard. Or it can be used 
as a graphics tablet. Although it has Lenovo’s now-familiar signature as a graphics tablet. Although it has Lenovo’s now-familiar signature 
“watchband hinge” and 10.1-inch Full HD screen, the Yoga Book “watchband hinge” and 10.1-inch Full HD screen, the Yoga Book 
looks smaller in size. In fact, it has an uncanny resemblance to a looks smaller in size. In fact, it has an uncanny resemblance to a 
physical book when it’s closed. With the 360-degree hinge, you can physical book when it’s closed. With the 360-degree hinge, you can 
transform the 2-in-1 into a tablet or a notebook.transform the 2-in-1 into a tablet or a notebook.
        The device is portable at 690 grams and measures in at 6.72         The device is portable at 690 grams and measures in at 6.72 
mm, which makes it even lighter than the iPad Pro (713 grams, mm, which makes it even lighter than the iPad Pro (713 grams, 
6.9mm). On one side, the Yoga Book has a 10.1-inch Full HD 6.9mm). On one side, the Yoga Book has a 10.1-inch Full HD 
display, which off ers AnyPen stylus support. It does come with a display, which off ers AnyPen stylus support. It does come with a 
working stylus that doubles as a real pen with ink. The Yoga Book working stylus that doubles as a real pen with ink. The Yoga Book 
has a capacitive touch panel which can used as a drawing pad, and a has a capacitive touch panel which can used as a drawing pad, and a 
capacitive keyboard.capacitive keyboard.
        The Yoga Book's special Halo keyboard can function as both         The Yoga Book's special Halo keyboard can function as both 
a normal touch keyboard or a digitiser. While they keyboard isn't a normal touch keyboard or a digitiser. While they keyboard isn't 
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present-day business systems that leverage newer technologies such as mobile and cloud 
to improve agility and remove complexity. With these systems, they have the ability to 
bring information to those who need it, at the moment they need it, in a form that they 
can use, and in a way that they can take action. This can give them a tremendous edge 
over more established businesses in the developed world that might be running older 
systems that prevent them from being responsive and adaptable to change.  
        Newer business systems – such as enterprise resource planning (ERP) solutions that 
are key to running and managing operations have also been designed to support the needs 
of global business. Therefore, emerging world businesses running next-generation ERP 
systems benefit from a powerful toolkit of capabilities to support global growth. 
 These include: 
   Sophisticated tax engines assist with global tax determination
   Compliance platforms  to support local reporting requirements 
   Currency engines to assist in helping ease trading complexity in 

multiple currencies
   Cross-border trading functionality provides support for reporting of 

goods shipped/source to/from countries and intra stat reporting
   Support for multiple accounting standards critical to support 
   revaluation requirements around assets according to IFRS guidelines 
   and US Gap standards
   Support for regional and local banking standards, i.e. SEPA requirements 

for Euro states
   Product classification support to meet standardized international codes

(UNSPC codes and regional requirements)
   Multi-lingual support for customer-facing documents and to support overall

user experience
   Social enterprise capabilities to support internal and external team

collaboration across borders and proactively manage the challenges of a virtual team 
environment

DIGITAL BUSINESS FURTHERS GLOBAL GROWTH Companies that off er web-based 
products and services can excel in the global growth arena, simply because it’s easier 
and less expensive to port digital off erings across borders. However, in her Harvard 
Business Review article, Seven Traits of Companies on the Fast Track to International 
Growth, author Nataly Kelly says that even in older industries that pre-date the web, 
such as manufacturing and pharmaceuticals, those companies that are more invested in 
online and software-based models for strategic business areas tend to have faster rates 
of global growth. Her take: Digitization makes a company more agile and responsive to 
opportunities in global markets.
        Many organisations leverage e-commerce to give them a virtual presence and an 
additional sales channel with relatively minimal investment. But outside of e-commerce, 
digital capabilities can bring to the fore operational costs and ineffi  ciencies, and provide 
the global “glue” to bind the extended organisation together and improve collaboration. 
This can then support channel partnerships to extend a company’s presence in new 
countries/regions and help drive greater return on investment from potential strategic 
mergers and acquisitions. 
        The good news is that buying and implementing new technology is easier and more 
cost eff ective than ever before – so organisations can quickly use these capabilities to give 
themselves a major competitive leg up. However, the recent advent of cloud computing 
is a great global technology democratiser – making powerful technology aff ordable to 
organisations where previously it was out of reach. The significance of this is far-reaching 
and developed world companies must be vigilant and aggressive in their use of new 
technology, lest they suddenly find themselves outflanked by upstart emerging market 
businesses, potentially shifting the nexus of power in the global economic and business 
landscape. 
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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. 

John Lilly, a partner at Greylock Partners, is titled Simplify the Message, 
and Repeat Often. I’ve only met John once in person (for breakfast at 
the Hotel Gansevoort in NY) but have long followed him on Twitter and 
occasionally exchanged messages with him. From this near distance, I 
respect his thinking a lot.
        Under the question “Early leadership lessons for you?” he reinforced 
something I strongly agree with.
        “So my big lesson was the importance of a simple message, and 
saying it the same way over and over. If you’re going to change it, change 
it in a big way, and make sure everyone knows it’s a change. Otherwise 
keep it static.”
        I think it’s worth repeating.
“So my big lesson was the importance of a simple message, and saying 
it the same way over and over. If you’re going to change it, change it in 
a big way, and make sure everyone knows it’s a change. Otherwise keep 
it static.”

DID YOU SEE WHAT I DID THERE? When we raised the first Foundry 
Group fund in 2007 we took over 100 first meetings. We told our story 
several hundred times. As part of it was a slide called “Strategy.” I still 
repeat the elements of that slide regularly, a decade later, as our core 
strategy has not changed. Sure – we’ve modified the implementation of 
parts of the strategy, and learned from what has worked and what hasn’t 
worked, but the fundamental strategy is unchanged.
        When I wrote Startup Communities in 2012, I came up with a 
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FELD THOUGHTS     WITH BRAD FELD

ON THE ROLE OF 
SIMPLICITY AND 
MESSAGING

R
ecently I talked briefly 
about taking a break from 
media. However, I wasn’t 

precise, as the one thing I read 
each week is the New York Times 
Sunday paper. 
        When Amy and I lived in 
Boston we started reading it every 
Sunday morning and continued 
whenever we travelled. Several 
years ago I started having it deliv-
ered to our house on Sunday morn-
ing and it is a delightful Sunday 
morning ritual for us.
        Some Sundays I read it 
quickly – other Sundays I savour 
it. I generally spend most of my 
time in The New York Times 
Book Review, Sunday Business, 
Sunday Review, and The New 
York Times Magazine. 
        I turn all the other pages, 
only stopping when I find a 
headline that interests me. For 
example, I learned today from 
“Jogging the Brain” that run-
ning increases neurogenesis, the 
creation of new brain cells, which 
is good for recovering from a 
night of too much drinking. I’m 
not drinking alcohol right now so 
this doesn’t apply, but it reminded 
me of something that I know from 
experience for some day in the 
future when I drink too much.
        One of my favourite sections 
is the Sunday Business Corner Of-
fice by Adam Bryant. I read them 
all and almost always learn some-
thing or have an idea reinforced. 
I also learn about people I often 
know – either directly or by one 
degree of separation.
        Recent’s Corner Offi  ce is with 
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concept I call The Boulder Thesis. 
I have described it in similar 
language over 1,000 times in vari-
ous talks and interviews I’ve given 
since then. While I’ve learned a lot 
about startup communities over 
the past four years, my funda-
mental thesis has not changed. 
When I come out with the book 
Startup Communities – The Next 
Generation (or whatever I end up 
calling it) in 2018, it’ll incorporate 
all of these new ideas and things 
I’ve learned, but will be built on 
a simple message that I expect I’ll 
say another thousand times.
        I regularly see leaders change 
what they say because they get 
bored of saying the same thing 
over and over again. It’s not that 
they vary a few words, or change 
examples, but they change the mes-
sage. As John says so clearly,
        “So my big lesson was the 
importance of a simple message, 
and saying it the same way over 
and over. If you’re going to change 
it, change it in a big way, and make 
sure everyone knows it’s a change. 
Otherwise keep it static.”
        Enough said, for now. 

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. 

John Lilly, a partner at Greylock Partners, is titled Simplify the Message, 
and Repeat Often. I’ve only met John once in person (for breakfast at 
the Hotel Gansevoort in NY) but have long followed him on Twitter and 
occasionally exchanged messages with him. From this near distance, I 
respect his thinking a lot.
        Under the question “Early leadership lessons for you?” he reinforced 
something I strongly agree with.
        “So my big lesson was the importance of a simple message, and 
saying it the same way over and over. If you’re going to change it, change 
it in a big way, and make sure everyone knows it’s a change. Otherwise 
keep it static.”
        I think it’s worth repeating.
“So my big lesson was the importance of a simple message, and saying 
it the same way over and over. If you’re going to change it, change it in 
a big way, and make sure everyone knows it’s a change. Otherwise keep 
it static.”

DID YOU SEE WHAT I DID THERE? When we raised the first Foundry 
Group fund in 2007 we took over 100 first meetings. We told our story 
several hundred times. As part of it was a slide called “Strategy.” I still 
repeat the elements of that slide regularly, a decade later, as our core 
strategy has not changed. Sure – we’ve modified the implementation of 
parts of the strategy, and learned from what has worked and what hasn’t 
worked, but the fundamental strategy is unchanged.
        When I wrote Startup Communities in 2012, I came up with a 
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precise, as the one thing I read 
each week is the New York Times 
Sunday paper. 
        When Amy and I lived in 
Boston we started reading it every 
Sunday morning and continued 
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years ago I started having it deliv-
ered to our house on Sunday morn-
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morning ritual for us.
        Some Sundays I read it 
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“Jogging the Brain” that run-
ning increases neurogenesis, the 
creation of new brain cells, which 
is good for recovering from a 
night of too much drinking. I’m 
not drinking alcohol right now so 
this doesn’t apply, but it reminded 
me of something that I know from 
experience for some day in the 
future when I drink too much.
        One of my favourite sections 
is the Sunday Business Corner Of-
fice by Adam Bryant. I read them 
all and almost always learn some-
thing or have an idea reinforced. 
I also learn about people I often 
know – either directly or by one 
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        Recent’s Corner Offi  ce is with 
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concept I call The Boulder Thesis. 
I have described it in similar 
language over 1,000 times in vari-
ous talks and interviews I’ve given 
since then. While I’ve learned a lot 
about startup communities over 
the past four years, my funda-
mental thesis has not changed. 
When I come out with the book 
Startup Communities – The Next 
Generation (or whatever I end up 
calling it) in 2018, it’ll incorporate calling it) in 2018, it’ll incorporate 
all of these new ideas and things 
I’ve learned, but will be built on 
a simple message that I expect I’ll 
say another thousand times.
        I regularly see leaders change 
what they say because they get 
bored of saying the same thing 
over and over again. It’s not that 
they vary a few words, or change 
examples, but they change the mes-
sage. As John says so clearly,
        “So my big lesson was the 
importance of a simple message, 
and saying it the same way over 
and over. If you’re going to change 
it, change it in a big way, and make 
sure everyone knows it’s a change. 
Otherwise keep it static.”
        Enough said, for now. 





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. 

W
hat impact does attending 
a sales training program 
have on change? It all 

depends on what type of training 
format your sales people attend. 
Too many companies look for 
quick fixes and waste heaps of 
money in the process. 
        Firstly forget Event Style 
training - you know those one day 
RAH RAH sessions that promise 
the world and deliver nothing in 
the long run. They DON'T work! 
They have the eff ect of a hot bath - 
nice whilst you are in it but it soon 
gets cold. 
        I am not saying all the con-
tent of these programs is wrong 
(although some of them just plain 
are) its just that one-day-only of 
anything just don't bring about any 
real permanent change. 
        And even if the sales training 
is relevant, incremental and deliv-
ered in bite size chunks over time, 
if the salespeople are returned to 
the same environment (same met-
rics, same rewards, same supervi-
sion, same culture) as before then 
training, no matter how excellent it 
is, has no lasting impact either. 
        Ask yourself these questions: 
What are you trying to change by 
off ering sales training? Do you 
want change to occur as a result of 
the training if so can it be defined 
and measured? What is the point 
of doing the training? What am I 
trying to achieve with training? 
        Don't laugh most people don't 
ask themselves these questions. 
        Sales Training needs to be an 
integrated process involving role 
clarity, clear sales competencies, 
sales plans, sales metrics, regular 
infield coaching, etc. all linked to a 
strategy - not some after thought or 
isolated event. 
        No wonder if you walked 
into your sales staff  work area 
right now and told them they need 

some sales training you'd get the following responses. 
        "Not another sales training seminar? they say. or "It's so boring, we 
know all that already?. 
        Who can blame them? They've been there done that. And even if 
they know it all, the trouble is, many of them have not been given the 
right support to eff ectively apply what they know. 
        A study conducted a number of years ago found that within one 
week of leaving any sales skills training program salespeople had lost 
87% of the new skills they had learned during the training program. 
        Recent research by ES Research Group shows that 90% of all sales 
training programs result in a 90 - 120 day increase in productivity - but 
after that, nothing. It was only a temporary blip! Fewer than 20% of com-
panies show sustainable productivity gains that last a year or more. 
        What I have found is that sales training only works if it is carefully 
matched to and directly supporting the use of your sales model, method-
ology & sales force profile. It really is the last 10% 
        Then it needs the role of infield coaching to provide the reinforce-
ment needed to maintain and enhance skills and behaviours. In fact, a 
well-designed combination of training and coaching is by far the most 
eff ective and economical way to develop the ‘right' skills, behaviours and 
knowledge and see a change in sales performance 
        Eff ective sales training can be defined as a planned program within 
the organisation that endeavours to bring about relatively permanent 
changes in employee knowledge, skills, attitudes, and behaviours. Behav-
iour modelling training has been found to be most eff ective. 
        To make sure that you are not wasting your money on sales training, 
I always suggest that you run through a checklist. Check your ongoing 
sales training agenda, does it include the following? 

  Company knowledge especially current strategy
  The promise-expectation-experience proposition 
  delivered to your clients
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  Product knowledge, value 
  propositions, competitive edge, 
  marketing tactics & tools
  Market, industry & competitor 
  awareness
  Prospecting strategies & plans
  The ‘right' selling communication 
  process & techniques
  Human relations; self awareness;
  salespeople motivations; values, 
  behaviours & attitudes; problem 
  solving & decision making; self 
  management, planning, etc.
  Clear Performance 
  Expectations & Rewards
  Levels of Authority & 
  Responsibility
  Sales management support

To give a long term benefit, the 
training needs to give your sales 
staff  the opportunity to apply what 
they learn in real life situations 
out in the field and have regular 
reviews as to eff ectiveness and ef-
ficiency of application. However try 
as we might you can't improve sales 
and salespeople without improv-
ing sales management - now that's 
another blog for another time. 
        Remember everybody lives by 
selling something. 

THE TROUBLE 
WITH SALES 
TRAINING

Sue Barrett is a sales expert, Sue Barrett is a sales expert, Sue Barrett
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. 

W
hat impact does attending 
a sales training program 
have on change? It all 

depends on what type of training 
format your sales people attend. 
Too many companies look for 
quick fixes and waste heaps of 
money in the process. 
        Firstly forget Event Style 
training - you know those one day 
RAH RAH sessions that promise 
the world and deliver nothing in 
the long run. They DON'T work! 
They have the eff ect of a hot bath - 
nice whilst you are in it but it soon 
gets cold. 
        I am not saying all the con-
tent of these programs is wrong 
(although some of them just plain 
are) its just that one-day-only of 
anything just don't bring about any 
real permanent change. 
        And even if the sales training 
is relevant, incremental and deliv-
ered in bite size chunks over time, 
if the salespeople are returned to 
the same environment (same met-
rics, same rewards, same supervi-
sion, same culture) as before then 
training, no matter how excellent it 
is, has no lasting impact either. 
        Ask yourself these questions: 
What are you trying to change by 
off ering sales training? Do you 
want change to occur as a result of 
the training if so can it be defined 
and measured? What is the point 
of doing the training? What am I 
trying to achieve with training? 
        Don't laugh most people don't 
ask themselves these questions. 
        Sales Training needs to be an 
integrated process involving role 
clarity, clear sales competencies, 
sales plans, sales metrics, regular 
infield coaching, etc. all linked to a 
strategy - not some after thought or 
isolated event. 
        No wonder if you walked 
into your sales staff  work area 
right now and told them they need 

some sales training you'd get the following responses. 
        "Not another sales training seminar? they say. or "It's so boring, we 
know all that already?. 
        Who can blame them? They've been there done that. And even if 
they know it all, the trouble is, many of them have not been given the 
right support to eff ectively apply what they know. 
        A study conducted a number of years ago found that within one 
week of leaving any sales skills training program salespeople had lost 
87% of the new skills they had learned during the training program. 
        Recent research by ES Research Group shows that 90% of all sales 
training programs result in a 90 - 120 day increase in productivity - but 
after that, nothing. It was only a temporary blip! Fewer than 20% of com-
panies show sustainable productivity gains that last a year or more. 
        What I have found is that sales training only works if it is carefully 
matched to and directly supporting the use of your sales model, method-
ology & sales force profile. It really is the last 10% 
        Then it needs the role of infield coaching to provide the reinforce-
ment needed to maintain and enhance skills and behaviours. In fact, a 
well-designed combination of training and coaching is by far the most 
eff ective and economical way to develop the ‘right' skills, behaviours and 
knowledge and see a change in sales performance 
        Eff ective sales training can be defined as a planned program within 
the organisation that endeavours to bring about relatively permanent 
changes in employee knowledge, skills, attitudes, and behaviours. Behav-
iour modelling training has been found to be most eff ective. 
        To make sure that you are not wasting your money on sales training, 
I always suggest that you run through a checklist. Check your ongoing 
sales training agenda, does it include the following? 

 Company knowledge especially current strategy
 The promise-expectation-experience proposition 

  delivered to your clients

5555   COLUMN   
SALES BLOG     WITH SUE BARRETT

 Product knowledge, value 
  propositions, competitive edge, 
  marketing tactics & tools

 Market, industry & competitor 
  awareness

 Prospecting strategies & plans
 The ‘right' selling communication 

  process & techniques
 Human relations; self awareness; Human relations; self awareness;

  salespeople motivations; values, 
  behaviours & attitudes; problem 
  solving & decision making; self 
  management, planning, etc.

 Clear Performance 
  Expectations & Rewards

 Levels of Authority & 
  Responsibility

 Sales management support

To give a long term benefit, the 
training needs to give your sales 
staff  the opportunity to apply what 
they learn in real life situations 
out in the field and have regular 
reviews as to eff ectiveness and ef-
ficiency of application. However try 
as we might you can't improve sales 
and salespeople without improv-
ing sales management - now that's 
another blog for another time. 
        Remember everybody lives by 
selling something. 

THE TROUBLE 
WITH SALES 
TRAINING



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’

time is more valuable than mine. I try to spend as little of their time as 
necessary to achieve the desired results. The last thing they need is for 
me to waste their time!
        The story you're about to read is the story of how, and why, I came 
to use a "pay-only-for-results" model in my coaching practice. Those 
who know me well know that I have an unusual arrangement with my 
coaching clients. They only pay me if they get better—meaning if they 
achieve positive, measurable change.
        And there is a catch. It’s not the client who determines if he or 
she is "better." It’s their key stakeholders (bosses, colleagues, direct 
reports, spouses, and others who work with them closely) who make 
this determination. This "pay-for-results" idea wasn't mine. It came from 
Dennis Mudd, my boss 48 years ago. My family was poor growing up in 
Valley Station, KY. My dad operated a two-pump gas station. My mom 
was a school teacher. When the roof on our home started to leak badly, 
we had no choice but to replace it. My dad hired Dennis and to save 
some money I worked as his assistant.
        It was a blazing hot summer in Kentucky, and this was HARD 
work! I watched Mr. Mudd as he took great care in laying each shingle. 
He was patient with me, despite my mistakes. He helped me learn to do 
the job right. I looked forward to working with Mr. Mudd every day, and 
my initial begrudging willingness to do the job turned into a deep sense 
of pride in what we were doing.
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        When we finished, I thought 
the roof looked great. Mr. Mudd 
presented my dad with his invoice 
and said quietly, "Bill, please take 
your time and inspect our work. If 
you feel that this roof meets your 
standards, pay us. If not, there is 
no charge for our work." And he 
meant it.
        Dad looked carefully at the 
roof, thanked both of us for a job 
well done, and paid Mr. Mudd, 
who then paid me. I will never 
forget watching Dennis Mudd 
when he asked Dad to pay only if 
he was pleased with the results. I 
knew he was dead serious and my 
respect for Mr. Mudd skyrocketed. 
        I was only 14 years old, but the 
incident made a huge impression 
on me. I knew the Mudd family. 
They didn't have any more money 
than we did. I thought: Mr. Mudd 
may be poor, but he is not cheap. 
This guy has class. When I grow up, 
I want to be like Dennis Mudd.
        How much would not getting 
paid have hurt Dennis Mudd? A 
lot. If my dad hadn't paid him, 
it would have meant the Mudds 
wouldn't have eaten very well for 
the next couple of months. 
        Mr. Mudd's integrity was 
more important to him than 
money, and he had enough faith in 
the quality of his work to make the 
off er he did. Dennis Mudd didn't 
use buzzwords like "empower-
ment" or "customer delight." 
        He didn't give pep talks 
about quality or values. These 
were unnecessary. His actions 
communicated his values better 
than any buzzwords could.
        The next time you are 
working on a project, ask yourself, 
"What would happen to my level 
of commitment if I knew I was 
going to be paid only if I achieved 
results?" Think about it. How 
would your behavior change? 

THE POWER 
OF PAY FOR 

PERFORMANCE

H
ow would your work 
change if your pay was 
based on your perfor-

mance rather than how much your 
clients like you or how much time 
you spend with them?
        I believe that neither of these 
(how much I’m liked or the length 
time I spend with my clients) is a 
good metric for them to achieve 
positive, long-term changes in 
their behavior.
        In fact, I have never seen a 
study that showed that clients' love 
of a coach was highly correlated 
with their change in behavior. 
In fact, if coaches become too 
concerned with being loved by 
their clients - they may not provide 
honest feedback when it is needed. 
        My personal coaching clients 
are executives whose decisions 
impact billions of dollars. Their 
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who know me well know that I have an unusual arrangement with my 
coaching clients. They only pay me if they get better—meaning if they 
achieve positive, measurable change.
        And there is a catch. It’s not the client who determines if he or 
she is "better." It’s their key stakeholders (bosses, colleagues, direct 
reports, spouses, and others who work with them closely) who make 
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        When we finished, I thought 
the roof looked great. Mr. Mudd 
presented my dad with his invoice 
and said quietly, "Bill, please take 
your time and inspect our work. If 
you feel that this roof meets your 
standards, pay us. If not, there is 
no charge for our work." And he no charge for our work." And he 
meant it.
        Dad looked carefully at the 
roof, thanked both of us for a job 
well done, and paid Mr. Mudd, 
who then paid me. I will never 
forget watching Dennis Mudd 
when he asked Dad to pay only if 
he was pleased with the results. I 
knew he was dead serious and my 
respect for Mr. Mudd skyrocketed. 
        I was only 14 years old, but the 
incident made a huge impression 
on me. I knew the Mudd family. 
They didn't have any more money 
than we did. I thought: Mr. Mudd 
may be poor, but he is not cheap. 
This guy has class. When I grow up, 
I want to be like Dennis Mudd.
        How much would not getting 
paid have hurt Dennis Mudd? A 
lot. If my dad hadn't paid him, 
it would have meant the Mudds 
wouldn't have eaten very well for 
the next couple of months. 
        Mr. Mudd's integrity was 
more important to him than 
money, and he had enough faith in 
the quality of his work to make the 
off er he did. Dennis Mudd didn't 
use buzzwords like "empower-
ment" or "customer delight." 
        He didn't give pep talks 
about quality or values. These 
were unnecessary. His actions 
communicated his values better 
than any buzzwords could.
        The next time you are 
working on a project, ask yourself, 
"What would happen to my level 
of commitment if I knew I was 
going to be paid only if I achieved 
results?" Think about it. How 
would your behavior change? 
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mance rather than how much your mance rather than how much your 
clients like you or how much time 
you spend with them?
        I believe that neither of these 
(how much I’m liked or the length 
time I spend with my clients) is a 
good metric for them to achieve 
positive, long-term changes in 
their behavior.
        In fact, I have never seen a 
study that showed that clients' love 
of a coach was highly correlated 
with their change in behavior. 
In fact, if coaches become too 
concerned with being loved by 
their clients - they may not provide 
honest feedback when it is needed. 
        My personal coaching clients 
are executives whose decisions 
impact billions of dollars. Their 
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requirements and customer service considerations for each operating 
segment of the business: 
  Who are the critical customers? 
  What are the critical products? 
  What labour is required to fulfill critical orders? 
  What inventory levels are required to fulfill critical orders? 
  Which are critical manufacturing resources for key products? 
  How long of a shipping delay will customers accept? 
This is followed by the development of a detailed disaster classification 
matrix. For each element in the matrix it is necessary to determine 
a disaster recovery action plan and deployment methodology for 
catastrophic occurrences (acts of nature, etc.) to include at a minimum: 
  Order processing and billing system backup processes 
  Fulfillment by vendors and/or other production locations 
  Third party logistics providers 
  Space-occupancy, labor shifting, & skeleton systems 
  Recommended equipment redundancies to support the plans 
  Internal and external notification procedures 
A contingency plan can then be developed to include all detailed 
procedures to be used during and after a disaster, including backup 
alternatives that have been determined in previous steps. Specific 
responsibilities for key personnel must be spelled out, and procedures 
for maintaining and updating the plan as systems or processes in the 
organisation change must also be made clear. 

57   COLUMN      
SUPPLY CHAIN PROFITABILITY     WITH ROY STRAUSS

        A new contingency-based 
organisation chart may be created, 
which would include the team 
members, reporting structures, 
and departmental functions for 
each of the key personnel in 
the organisation. Key personnel 
should be trained in the plan and 
a practice drill should be done 
to ensure that the staff  is ready 

to perform should a disaster 
occur. This structure may 

look quite diff erent 
than the current 

organisational chart. 
        The contin-

gency plan provides an 
understanding of the current 

and future needs, with concen-
trated focus on high profit margin 
items and their implications on 
infrastructure, storage, throughput 
capacity, and processes. This plan 
should be no longer than 15-20 
pages, or else it will never be read 
or used. Key personnel should 
have a copy of this documentation 
at home, along with their assign-
ments, current inventories, and all 
key phone numbers. 

CONTINGENCY 
PLANNING 

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.

WHAT IT IS 

A
 contingency plan is a set 
of documents that 
describe the 

responsibilities and procedures 
that must be implemented when 
unexpected disasters occur. These 
risks include natural disasters, fire, 
building failures, technical failure, 
acts of terrorism, regulatory 
issues, labour issues, or other 
significant disruptions to business 
beyond a company’s control. 

WHY IT IS NEEDED 
Contingency planning can mini-
mize the eff ects of an unexpected 
disaster by having staff  members 
fully prepared to react quickly, 
by eliminating confusion, and by 
allowing for a quick transition to 
alternate manufacturing and/or 
distribution plans that will reduce 
service disruptions. A well-planned 
disaster recovery will also provide 
a sense of security, insure organ-
isational stability, and create an or-
derly process to return to business 
as usual as quickly as possible. 
Developing a formal documented 
contingency plan has become an 
important part of operations for 
any business, regardless of size. 

THE PROCESS STEPS 
A contingency plan 
requires performing a 
wide range of activities prior to 
any disaster in order to properly 
prepare for the potential disruption 
in business. Possible scenarios 
must be identified, economic 
feasibility must be considered, and 
support at the highest levels of 
the organisation must be obtained 
for any plan to be eff ective. 
The following is a list of steps 
required to create and executive a 
significant disaster recovery plan. 
        Step one is to identify and 
document the critical operating 

requirements and customer service considerations for each operating 
segment of the business: 

 Who are the critical customers? 
 What are the critical products? 
 What labour is required to fulfill critical orders? 
 What inventory levels are required to fulfill critical orders? 
 Which are critical manufacturing resources for key products?  Which are critical manufacturing resources for key products? 
 How long of a shipping delay will customers accept? 

This is followed by the development of a detailed disaster classification 
matrix. For each element in the matrix it is necessary to determine 
a disaster recovery action plan and deployment methodology for 
catastrophic occurrences (acts of nature, etc.) to include at a minimum: 

 Order processing and billing system backup processes 
 Fulfillment by vendors and/or other production locations 
 Third party logistics providers 
 Space-occupancy, labor shifting, & skeleton systems 
 Recommended equipment redundancies to support the plans 
 Internal and external notification procedures 

A contingency plan can then be developed to include all detailed 
procedures to be used during and after a disaster, including backup 
alternatives that have been determined in previous steps. Specific 
responsibilities for key personnel must be spelled out, and procedures 
for maintaining and updating the plan as systems or processes in the 
organisation change must also be made clear. organisation change must also be made clear. 
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        A new contingency-based 
organisation chart may be created, 
which would include the team 
members, reporting structures, 
and departmental functions for 
each of the key personnel in 
the organisation. Key personnel 
should be trained in the plan and 
a practice drill should be done 
to ensure that the staff  is ready 

to perform should a disaster 
occur. This structure may 

look quite diff erent 
than the current 

organisational chart. 
        The contin-

gency plan provides an 
understanding of the current 

and future needs, with concen-
trated focus on high profit margin 
items and their implications on 
infrastructure, storage, throughput 
capacity, and processes. This plan 
should be no longer than 15-20 
pages, or else it will never be read 
or used. Key personnel should 
have a copy of this documentation 
at home, along with their assign-
ments, current inventories, and all 
key phone numbers. 

CONTINGENCY 
PLANNING 

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.

WHAT IT IS 

A
 contingency plan is a set 
of documents that 
describe the 

responsibilities and procedures 
that must be implemented when 
unexpected disasters occur. These 
risks include natural disasters, fire, risks include natural disasters, fire, 
building failures, technical failure, 
acts of terrorism, regulatory 
issues, labour issues, or other 
significant disruptions to business 
beyond a company’s control. 

WHY IT IS NEEDED 
Contingency planning can mini-
mize the eff ects of an unexpected 
disaster by having staff  members 
fully prepared to react quickly, 
by eliminating confusion, and by 
allowing for a quick transition to 
alternate manufacturing and/or 
distribution plans that will reduce 
service disruptions. A well-planned 
disaster recovery will also provide 
a sense of security, insure organ-
isational stability, and create an or-
derly process to return to business 
as usual as quickly as possible. 
Developing a formal documented 
contingency plan has become an 
important part of operations for 
any business, regardless of size. 

THE PROCESS STEPS 
A contingency plan 
requires performing a 
wide range of activities prior to 
any disaster in order to properly 
prepare for the potential disruption 
in business. Possible scenarios 
must be identified, economic 
feasibility must be considered, and 
support at the highest levels of 
the organisation must be obtained 
for any plan to be eff ective. 
The following is a list of steps 
required to create and executive a 
significant disaster recovery plan. 
        Step one is to identify and 
document the critical operating 
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has grown in leaps and bounds, 
gaining wide market acceptance. 
        Dato’ Ngei admitted that 
without letting go the fears, ego, 
and past success, he will not 
benefit from this branding journey. 
        “The company is recognized 
as the first in Malaysia to introduce 
the tiling concept store, which 
is called Retail Store. Today, the 
company has eight retail stores 
in Penang, Johor Bahru, Kuala 
Lumpur, and Miri in five years’ 
time. Sales tripled in only four 
years’ time. We are still, learning 
and growing every day,” he said. 
        What really inspire him to do 
all these? Dato’ Ngei replied, “I 
can’t remember whether it is from 
a book or from my friend. The 
question to me is: ‘when you are in 
60 plus, what do you want to share 
to your grandchildren?’ Do I want 
to make some money in my life and 
has no interesting story to tell my 
grandchildren? This triggered me 
to venture into the Feruni journey. 
If I can, I must do something 
diff erent. My journal will have a 
colourful and interesting story to 
share with my grandchildren.”  
        “At Feruni, we are not 
restricted by our own imagination 
and we want our customers to feel 
the same way with endless tiles 
possibilities that transform their 
spaces into a luxurious abode. This 
is what we call the ‘Feruni Way.’ 
The Feruni experience is summed 
up by our unique combination of 
designed for luxury, aff ordable 
luxury, and attention to detail,” 
he said confidently of his vision 
to build the ‘Feruni Way’ and 
the Feruni experience locally. In 
addition, eventually Dato’ Ngei 
wants to bring the Feruni retail 
store to the world. 
        This is my last article and I wish 
every entrepreneur a greater success 
in coming new year 2017! 

D
ato’ Ngei Chee Chau is 
one courageous man. And 
a brave risk taker. He did 

what he needed to do to further his 
business and brand.
        When he told his people that 
he wanted to cut off  all the other 
brands and sell one brand only – 
Feruni, everyone was shaky and 
asked “Are you sure?” 
        Dato’ Ngei Chee Chau looked 
at the diff erent expressions from 
his team and raised his voice: “We 
have to cut off  all, no compromise! 
Only focus on one brand. Are you 
ready … friends?” Many showed 
their uneasiness and disagreement.  
        He recalled, “I still remember 
at that time, in our showroom, 
we sell major local manufactured 
brands for ceramic tiles. I sell 
whatever brands as long as I can 
make money.” Since the age of 10, 
Dato’ Ngei had helped his father 
in a small ceramic shop. In 1992, 
they set up a new ceramic shop 
in Seri Kembangan. After nine 
years, he no longer felt excited and 
began searching for bigger business 
opportunities. In 2001, together 

Peter Ong’s mission is to help 
aspiring entrepreneurs to build 
a successful, sustainable, and 
socially responsible enterprise. 
He is the founder and CEO of 
SBM Training & Consultancy 
Sdn Bhd. He is Vice President 
(Marketing & Membership) of 
ICSMEE (International Council 
for SME and Entrepreneurship 
Malaysia) For talks and work-
shops on entrepreneurship, 
email: sbm5@sbmtrain.com
WeChat: sbmtrain Visit: 
www.thebullettrain31.com

"MANY OF LIFE'S FAILURES 
ARE PEOPLE WHO DID NOT REALIZE                                                                  

HOW CLOSE THEY WERE TO 
SUCCESS WHEN THEY GAVE UP."
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with a partner, he set up a new company. In 2009, they split due to 
diff erences of opinion regarding which direction the business should go. 
He wondered …what’s next?
        “Do I want to continue with the ‘buy and sell concept’ business? 
I foresee that the ‘buy and sell’ business will be diffi  cult, tougher, and 
reaching its bottleneck. The retail business in ceramics is a conventional 
business. I wanted to make the industry livelier, trendy, and modern. 
So, I decided to pursue my dream of transforming this conventional 
business. But how?”
        “The answer is branding,” he decided. “At that time, none of my 
staff  believed that to focus in one brand, their own brand, is important.” 
After three years, it’s confirmed that when they are focused on their own 
brand, they can actually add higher values to customers, increase brand 
image, and profitability at the same time. 
        “Definitely you will see the real benefit: the power of focus. Being 
focus means you need to let go because you cannot cater for all the 
markets. In our case, we want to focus on the medium to high end, which 
is our market,” Dato’ Ngei shared his branding journey. 
        He had many dealers in the past like many other players in the same 
industry. For the past three years, he continuously “let go” the dealers 
who had diff erent directions and thinking from him. At the same time, he 
eagerly was looking for PARTNERS that are heading the same path and 
direction with him. In the past, he tried to do as many as he could. 
        “We were selling tiles and sanitary wares as well. When I’ve decided 
to transform, I only want to focus on what we are best, we were actually 
heading new direction where we expected business to slow down due 
to new implementation. At that time, everybody said crazy!” Dato’ Ngei 
recalled the diffi  cult paths he took to “let go.”
        “So, did the things go smoothly after all these activities?” I 
anxiously wanted to know further. “After we’ve started our brand, about 
five months, our sales actually dropped 30%! Everybody start worrying 
if we were on the right track; can we still continue? At that very short 
period of time, we were shaking, including myself . . .”
        “What makes you bounce back from this setback?” I am interested 
to know his next step. “At that particular moment, I sat down and asked 
myself: Do I have a choice . . . ? I revisited why we wanted to change 
to this direction, and listed down all the reasons WHY we wanted to 
change (more than 10 reasons listed); WHAT we want to do. Do we have 
a better choice? After we shared it openly, we confirmed that this is the 
ONLY way if we want to go because there’s no turning back.” 
        The team firmed down their mind, continued to do, and speed up 
all the things that they were supposed to do in terms of setting up the 
store, how to compel themselves in terms of product. Since then, with 
the single-minded purpose to build the Feruni brand, the commitment, 
eff orts, and innovation from the whole team, the results paid off . 
        Ever since the branding journey, the company, Feruni Ceramiche 

BRANDING IS THE NEXT STEP 
IN ENTREPRENEURSHIP
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five months, our sales actually dropped 30%! Everybody start worrying 
if we were on the right track; can we still continue? At that very short 
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Dato’ Joey Yap is the leading 
Feng Shi, BaZi and Face 
Reading Consultant in Asia. 
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in Chinese Metaphysics. He 
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of Joey Yap Consulting 
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R elationships are bonds 
that stretch farther than 
just the bounds of 

romance. These others include ties 
between members of the family, 
business partners and even with 
pets. Some of these bonds can be 
diffi  cult to maintain and if strained, 
can cause unnecessary stress in our 
lives. A lot of it actually has to do 
with the study of energy around 
you – which in Chinese metaphys-
ics is described as Feng Shui.
        Feng Shui cannot teach love 
spells to make someone fall in love 
with you. It can only enhance rela-
tionships by helping you improve 
daily interactions with the people 
around you and deal with problems 
such as back-stabbing or jealousy. 
It can help generate positive feel-
ings, so that when you communi-
cate with others your relationships 
will only continue to grow stronger. 
        The following are simple 
application methods, including 
BaZi philosophies, to help improve 
the state of relationships in your 
personal life.

1. TAPPING INTO YAN NIAN 
The Yan Nian is the direction 
derived from the transforma-
tion of the Ba Gua and the Early 
Heaven Combination of Ten. It is 
the direction where Yin and Yang 
are perfectly balanced and will 
create a positive conglomeration 
of positive energies for developing 
amicable relationships.
        All of us have our own 
personal Yan Nian direction 
derived from our Life Gua, from 
which the Qi can be harnessed. 
For instance, if you have problems 
at home, readjust the direction of 
your bed so that your head sleeps 
pointing in the direction of your 
Yan Nian.
        If you are unable to do this, 
try and make use of the Yan Nian 

sector of your house. To find the Yan Nian sector of your house, you 
will need to first know the Facing Direction of the house. Once you have 
determined the appropriate sector, use the room or area located there 
more often in order to reap its positive energy.

2. TO CATCH A FLYING STAR If you are familiar with the Flying Stars, 
tapping into the Annual Star #4 can help improve relationships. First, 
you will need to find which sector this Flying Star resides. 
        In classical Feng Shui, this is one of the main methods used to 
generate a particular type of Qi. Because diff erent types of Qi reside at 
diff erent locations, we would need to be at the said location of the Qi or 
face that direction to tap into that particular type of energy. This is why 
the orientation of a property is important. 

3. UNRAVELLING THE PEACH BLOSSOM MYTH ‘Peach Blossom’ luck is 
a popular fixture in pop Feng Shui, having degenerated into a somewhat 
scandalous force that stirs the lusts of men and women excessively. In 
reality, having enough Peach Blossom is simply a good sign that one’s 
relationships will blossom. 
        The term 'peach blossom' comes from Chinese poetry wherein the 
'Peach Blossom' flower was often associated with love and romance. As 
such when it is said that a person is going through 'Peach Blossom Luck', 
it simply means that they are having a lot of luck in love.
        Feng Shui consultants may suggest the use of water to activate the 
Peach Blossom star direction for a property, if for some reason the Yan 
Nian sector or the #4 Star is not usable in a house. Some believe that 
placing a vase with flowers in that sector will immediately activate the 
Peach Blossom Luck, but it is really only Water and Wood that are doing 
the work.
        This technique is not always recommended because Peach Blossom 
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will be triggered for everyone in the 
house and not just the person who 
needed help. Also, too much Water 
can result in Peach Blossom Sha, 
which will create more trouble.

4. THE CODE OF ATTRACTION The 
study of BaZi also contains a Peach 
Blossom star which can manifest 
in a person’s chart. A person with 
Peach Blossom in their personal 
BaZi chart tends to easily attract 
attention and has a way with 
people. Romance and relationships 
come easily and naturally to 
this person. Unfortunately, this 
attention is sometimes unwanted. 
        If you have a Peach Blossom 
star in your BaZi, you don't need 
to use Feng Shui to enhance your 
appeal. While these are simple 
techniques you can use to improve 
relationships, you must also under-
stand what is really troubling your 
particular type of relationship. 
        At the end of the day, it is 
mostly about tolerance and finding 
common grounds. To understand 
how you can successfully 
manoeuvre through tricky 
relationships, visit www.joeyyap.
com and find out how exactly. 
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generate a particular type of Qi. Because diff erent types of Qi reside at 
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face that direction to tap into that particular type of energy. This is why 
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a popular fixture in pop Feng Shui, having degenerated into a somewhat 
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will be triggered for everyone in the 
house and not just the person who 
needed help. Also, too much Water 
can result in Peach Blossom Sha, 
which will create more trouble.

4. THE CODE OF ATTRACTION The 
study of BaZi also contains a Peach 
Blossom star which can manifest 
in a person’s chart. A person with 
Peach Blossom in their personal 
BaZi chart tends to easily attract 
attention and has a way with 
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come easily and naturally to 
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attention is sometimes unwanted. 
        If you have a Peach Blossom 
star in your BaZi, you don't need 
to use Feng Shui to enhance your 
appeal. While these are simple 
techniques you can use to improve 
relationships, you must also under-
stand what is really troubling your 
particular type of relationship. 
        At the end of the day, it is 
mostly about tolerance and finding 
common grounds. To understand 
how you can successfully 
manoeuvre through tricky 
relationships, visit www.joeyyap.
com and find out how exactly. 

FENG SHUI FOR BUSINESS   
   COLUMN   

FOUR WAYS TO IMPROVE 
YOUR RELATIONSHIPS



   LIFESTYLE      60

ach year, there is 
always a certain 
health fad 
everybody is 
crazy about. I am 
sharing with you 

some of the 2017 health and 
wellness trends to watch for. Do 
remember that these are just early 
trend predications so by no means 
am I telling you to rush out and 
purchase all of these things to be a 
healthier person. 

CONSUMING INFLAMMATION-FIGHTING 
FOODS: Inflammation-fighting foods 
are already becoming increasingly 
popular online searches and have 

been used to tackle many 
ailments including bloating, 
acne, and even pain. Some 
examples include turmeric 
latte, cauliflower rice, and 
ginger tea.

ATHLEISURE WEAR: If you 
ever wanted to wear 
your workout clothes to 

the offi  ce, then 2017 is your year. 
Athleisure wear is active wear that 
is designed to be worn in everyday 
settings. Major brands are stepping 
up their active collections to take 
you from the workplace into the 
gym eff ortlessly.

WELLNESS RETREATS: We 
all know getting away is 
a great way to improve 
wellness but now we 
will see an influx of 
specific retreats with the 
goal to improve health 
and wellness. No longer will you 
relax on a beach. These retreats 
contain seminars and workshops to 
promote overall wellbeing.

PLANT PROTEIN: In 2017, we may 
see a rise in plant-sourced protein. 
As more and more people look to 
vegetarianism and veganism, there 
will be a push to educate people 
about protein found in plants, 
rather than meat sources.

STAYING IN: Staying in as opposed 
to going out is on the rise (and 
actually close to being the next best 
thing). Millennials have no problem 
staying in and declining to weekend 
socials for more “me time.” After 
a long week, they know they need 
some time for themselves, so if 
your ideal night involves Netflix 
then you are right on trend.

FRANCHISED FITNESS 
BOUTIQUES: These studios 
are popping up all over, so 

you may want to switch up 
your traditional gym membership 
for one of these smaller ones.

FUNCTIONAL BEVERAGES: Sugary water 
and juices are so 2016. In 2017, 
health tonics that provide plenty of 
nutrients and health benefits are the 
way to go. With the rise of ancient 
healing, the push for functional 
beverages is already becoming quite 
strong. These allow for consumers 
to avoid popping pills and drink a 
delicious elixir instead.

GOING NATURAL: No more cake face 
in 2017. Celebrities have already 
began paving the way for going 
makeup-free, and even if you still 
choose to wear makeup the more 
natural the look the better. Bonus 
points: It can cut down on your 
morning routine time!

NATURAL COSMETICS: Even if you do 
choose to wear makeup, you will 
begin to notice that more and more 
cosmetic brands are using natural 
ingredients (yay!)

BOOZE-FREE GATHERINGS: There has 
already been a rise in New York and 
California in booze-free gatherings. 
Social settings no longer require al-
cohol to have a good time, but don’t 
worry, even if you are a drinker 
there is also an influx in tasty mock-
tails so you can still feel like you’re 
drinking a cocktail but without the 
hangover the next day. 

HEALTH AND WELLNESS TRENDS FOR 2017BY 
EMILY 

LUNARDO

BOOK 

AMERICAN GODS BY NEIL GAIMAN
ifteen years after the first edition of 
the book came out and a television 
series on the horizon, it is time for a 

revisit to the book that brought Gaiman into 
mainstream prominence. This is a book on 
Gods, the people that worship them and what 
happens when belief wanes. It is a book of 
contradictions, so utterly wide and atmospheric 
and yet so small and 
human. It is a story 
on familial love and 
bonds, how easily it 
can be broken and its 
surprising strength. 
But most of all, this is 
a book that will leave 
you haunted and 
wanting for more. 

MUSIC
DRAGONETTE – ROYAL BLUES 

t’s the start of the New Year and what 
better way for us to do so than to pick 
ourselves up, shake off  the old and 

embrace the fresh. Even better if it comes 
packaged in a danceable synth-y tune. This is 
what Canadian band Dragonette off ers us, and 
we would be foolish indeed to dismiss their 
siren call. To cap it off , beneath their catchy 
tunes are 
an album’s 
worth of 
loss, regrets 
and 
catharsis. A 
perfect 
start to the 
new year 
indeed.  

MOVIE
XXX: RETURN OF XANDER CAGE 

fter coming out of self-imposed exile, 
daredevil operative Xander Cage 
(Vin Diesel) must race against time 

to recover a sinister weapon known as 
Pandora's Box, a device that controls every 
military satellite 
in the world. 
Recruiting a new 
group of 
thrill-seeking 
cohorts, Xander 
finds himself 
entangled in a 
deadly conspiracy 
that points to 
collusion at the 
highest levels of 
government. 
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PARIS WINTER SALE
When: January 11, 2017 – February 21, 2017
Where: Paris, France

aris has established itself 
as the shopping 
destination. Every year, 

around January and February, 
retailers all over the city slash their 
prices. Whether you prefer luxury 
or fast fashion, you’ll find a steal 
here. Be inspired as well by the 
eff ortless chic of Parisiennes as you 
roam the city streets.

PUSH INTERNATIONAL 
PERFORMING ARTS FESTIVAL
When: January 17, 2017 – February 5, 2017
Where: Vancouver, Canada

he PuSh Festival is one of 
Vancouver’s signature 
events, held for three 

weeks every January. It showcases 
dance, music, theatre and 
multimedia performances by 
notable artists from Canada and 
around the world. Expect over a 
hundred performances in multiple 
venues throughout Vancouver. The 
festival is remarkable in bringing 
together varied disciplines within 
the same work, such as poetry and 
theatre, fine arts and dance, and 
music and film.

LONDON ART FAIR
When: January 18, 2017 – January 22, 2017
Where: London, UK

he London Art Fair is an 
annual celebration of 
British contemporary 

art, hosted to provide a 
supportive environment for art 
collectors of all levels. The Fair 

features museum quality artworks 
from today’s leading artists, 
covering art movements from the 
early 20th century to the present 
day. In addition to the main Fair, 
there are two curated galleries 
that focus on younger art, mainly 
contemporary photography and 
modern art projects.

CHICAGO INTERNATIONAL 
PUPPET THEATRE FESTIVAL
When: January 19, 2017 – January 29, 2017
Where: Chicago, USA

he Chicago International 
Puppet Theatre Festival 
showcases puppets from 

all over the globe. The festival takes 
over various venues in the city, with 
over 50 performances that span the 
course of 12 days. Visitors can 
enjoy both traditional puppetry as 
well as more contemporary and 
innovative performance pieces.

TAICHUNG CHERRY 
BLOSSOM SEASON
When: January 27, 2017 – March 1, 2017
Where: Taichung City, Taiwan

aichung City is the city of 
sakura cherry blossoms. 
A sea of pink flowers 

decorates the greater Taichung 
area when in bloom, filling the air 
with a sweet fragrance and 

creating a beautiful sight. It is one 
of the top cherry blossom spots in 
Taiwan, with thousands of cherry 
blossom trees bursting into bloom 
each year between Chinese New 
Year and March.

FOOD SOUL FESTIVAL
When: January 27, 2017 – January 29, 2017
Where: Kromhoutal, Amsterdam

he Amsterdam Food Soul 
Festival celebrates the 
city’s two favourite things: 

good food and alcohol. A mix of 
mobile kitchens are expected to roll 
up for the party, serving cuisines 

from all over the world. The festival 
is located at the Kromhoutal, a fac-
tory turned event hall. With all the 
food trucks parked in the industrial 
space, visitors can eat their hearts 
out in true German fashion and in-
dulge in German craft beer or wine 
from the bars. 

EVENTS AROUND THE WORLD IN JANUARY
Have you already planned where your globetrotting will take you in 2017? Here’s a little tip: 
Make the most of your vacation by visiting a country during a period of celebration so you can 
relish the full local experience.

These festivals from around the world will give 
you plenty of ideas on the best places to visit 

from January to June.

he 2017 Maserati 
Ghibli and Ghibli S 
are now available in 
Malaysia, offi  cially by 

Naza Italia. The revised saloon 
made its debut at this year’s Paris 
Motor Show with unchanged looks 
but additional features.
        Inside, the 2017 Ghibli’s 
dashboard has been redesigned to 
accommodate a high-res 8.4-inch 
screen with multi touch technology. 
The latest infotainment system is 
compatible with both Apple CarPlay 
and Android Auto, and features a 
rotary knob on the centre console 
to control the main functions.
        The Italian sedan is now 
available with the Advanced 
Driver Assistance Systems (ADAS) 
package, which includes Adaptive
Cruise Control with Stop & Go, 
Blind Spot Alert, Lane Departure 
Warning, Forward Collision 
Warning with Advanced Brake 

Assist, and Automated Emergency 
Braking. An additional Surround 
View Camera is available in 
combination with ADAS. Maserati 
says that the baby Quattroporte has 
improved aero-acoustic comfort and 
noise insulation, and an Air Quality 
Sensor is now standard fit. Luxury 
and Sport packages are available 
for the Ghibli.
        The 2017 Maserati Ghibli 
starts from RM618,800 while the 
Ghibli S is yours from RM708,800, 
including Malaysian duties and 
applicable taxes. Prices also include 
a three-year, 60,000 km service 
package. 
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B usiness Media International recently hosted the award to celebrate and recognise the best of SMEs around the country. 
The glitzy award ceremony’s highlights included a performance by noted singer Lee Pei Ling.

T he annual HR Asia Award ceremony was held in Singapore to celebrate the best practices 
in HR for all companies in the nation. 

HR ASIA AWARDS RECOGNISES THE BEST OF HUMAN RESOURCES 

SME100 MALAYSIA – AN AWARD OF EXCELLENCE
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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

all other brands. That’s the start of the ‘disruptive economy’ of our 
grandparents’ generation. Yet, in less than 20 years, competition 
caught up, and today, Detroit is as “vibrant” as is was before Ford. 
Smaller players, buoyed by a market that started to ditch mainstream 
Ford for more personalised marques, became serious contenders to 
Ford’s monopoly. 
        As SMEs, we are at a crossroad. We can choose to give-up and 
surrender to the inevitable. Or we can be those brands that stood 
up to Ford, innovated, found their niches, and not only survived, but 
prospered along with Ford. 
        Indeed, of the many trends that economists predict will shape 
the next decade, local commerce is right at the top. Even as the global 
economy (and wealth) become more concentrated in the hands of a few, 
there’s still value to be created locally. 
        The question is whether your business is ready to compete 
in this changed (and changing) economy, and if it’s not, what’s 
stopping you? 

growth and progress. However, 
the society, in the form of elected 
governments, should regulate 
these changes, to ensure that 
consumers and businesses do not 
lose out eventually. 
        When all the 
neighbourhood shops are 
forced out of business, what’s 
stopping the chain stores, the 
hypermarkets and online stores 
from raising prices and cashing 
in on their virtual monopolies? 
That’s right… nothing.
        In the early 20th century, 
the US automobile industry was 
at the brink of collapse. Many 
manufacturers closed down or 
were on the verge of closing 
down. Ford, the then Johnny-
come-lately introduced the now 
legendary Model T, which sold 
in millions and displaced almost 

are just as rapidly forgotten. 
        We have entered what 
many in the Silicon Valley 
term as a ‘disruptive economy’. 
Oddly, this term is used by their 
purveyors as a positive term; a 
badge of honour, even. Never 
mind that in all dictionary, 
disruption is never a good thing. 
The shopkeeper of that sundry 
shop in my village will agree. 
        On the surface of it, change 
is not a bad thing. Innovation, 
after all, is the cornerstone of 
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down. Ford, the then Johnny-down. Ford, the then Johnny-down. Ford, the then Johnny-
come-lately introduced the now come-lately introduced the now come-lately introduced the now 
legendary Model T, which sold legendary Model T, which sold legendary Model T, which sold 
in millions and displaced almost in millions and displaced almost in millions and displaced almost in millions and displaced almost 

are just as rapidly forgotten. are just as rapidly forgotten. 
        We have entered what         We have entered what 
many in the Silicon Valley many in the Silicon Valley 
term as a ‘disruptive economy’. term as a ‘disruptive economy’. 
Oddly, this term is used by their Oddly, this term is used by their 
purveyors as a positive term; a purveyors as a positive term; a 
badge of honour, even. Never badge of honour, even. Never 
mind that in all dictionary, mind that in all dictionary, 
disruption is never a good thing. disruption is never a good thing. 
The shopkeeper of that sundry The shopkeeper of that sundry 
shop in my village will agree. shop in my village will agree. 
        On the surface of it, change         On the surface of it, change 
is not a bad thing. Innovation, is not a bad thing. Innovation, 
after all, is the cornerstone of after all, is the cornerstone of 

TT
he sundry he sundry 
shop in the shop in the 
village that I village that I 
grew up in grew up in 
was more was more 
than a store. than a store. 
It was a It was a 

gathering for the housewives to gathering for the housewives to 
exchange news and the occasional exchange news and the occasional 
gossip. And a mini playground for gossip. And a mini playground for 
children who took to the many children who took to the many 
shelves for hide and seek. The shelves for hide and seek. The 
shopkeeper would keep candies shopkeeper would keep candies 
on the cash counter, away from on the cash counter, away from 
sneaky hands of kids who may not sneaky hands of kids who may not 
realise one have to pay for them. realise one have to pay for them. 
This was also how I was This was also how I was 
introduced to the ‘introduced to the ‘dacing katidacing kati’ ’ dacing kati’ dacing katidacing kati’ dacing kati
and the ‘and the ‘sempoasempoa’, ubiquitous ’, ubiquitous sempoa’, ubiquitous sempoasempoa’, ubiquitous sempoa
tools that every aspiring tools that every aspiring 
shopkeeper must master. shopkeeper must master. 
        Alas, this last reminder of         Alas, this last reminder of 
a prosperous past has opened a prosperous past has opened 
for the last time last month. The for the last time last month. The 
current owner, who took over the 
shop from his father, decided to 
close the business, and moved, 
like his siblings did, to Singapore 
to start anew. Sales have declined 
for years, and whatever little 
profits he and his wife made, 
were wiped out when GST was 
introduced, and cost spiralled. 
E-commerce and globalisation has 
claimed another victim. 
        As SMEs, we are often 
touted as the saviour of the 
economy when times are 
bad. As both consumers and 
producers, SMEs continue 
to create value even as larger 
companies hunkered down to 
weather the storm. 
        Unfortunately, the reality 
is that the world now favours 
scale and speed to competition 
and local trade. As such, 
when times are good, larger 
companies and monopolies 
reap the benefits, while SMEs 
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LIFETIME ACHIEVEMENT AWARD

• Henry Sy, Sr.
SM Investment Corporation

ENTREPRENEUR OF THE YEAR

• Edgar Injap Sia II
DoubleDragon Properties Corporation
(Property Development Industry)

ENTREPRENEUR OF THE YEARENTREPRENEUR OF THE YEARENTREPRENEUR OF THE YEARENTREPRENEUR OF THE YEARENTREPRENEUR OF THE YEARENTREPRENEUR OF THE YEARENTREPRENEUR OF THE YEAR

• Dr. Milagros O. HowDr. Milagros O. HowDr. Milagros O. HowDr. Milagros O. HowDr. Milagros O. HowDr. Milagros O. How
Universal Harvester, Inc.Universal Harvester, Inc.Universal Harvester, Inc.Universal Harvester, Inc.Universal Harvester, Inc.Universal Harvester, Inc.
(Agriculture Industry)(Agriculture Industry)(Agriculture Industry)(Agriculture Industry)(Agriculture Industry)(Agriculture Industry)

• Takashi Sumi
Atlas Fertilizer Corporation

• Maritel Estela O. Nievera
Cabalen Management Co., Inc

• Lim Kok Hin
Canon Marketing (Philippines), Inc.

• Ricardo R. Chua
China Bank Corporation

• Aftab Ahmed
Citibank

• Harold Thomas Pernikar, JR
Concepcion Industrial CorporationConcepcion Industrial Corporation

• Beverly Morales Dayanan
Contempo Property Holdings Inc.

• Nikki Tang
DMark Corporation

• Jing S. Lagandaon
Globallink MP Events International Inc.Globallink MP Events International Inc.Globallink MP Events International Inc.Globallink MP Events International Inc.Globallink MP Events International Inc.Globallink MP Events International Inc.

• Robert G. HayesRobert G. Hayes
LizardBear Tasking Inc.LizardBear Tasking Inc.LizardBear Tasking Inc.LizardBear Tasking Inc.

• Dante M. AbandoDante M. AbandoDante M. AbandoDante M. AbandoDante M. Abando
Makati Development CorporationMakati Development CorporationMakati Development CorporationMakati Development CorporationMakati Development Corporation

••• Joseph Elton T. SalimbangonJoseph Elton T. SalimbangonJoseph Elton T. Salimbangon
Organique, Inc

• Eulalio B. Austin JrEulalio B. Austin JrEulalio B. Austin JrEulalio B. Austin JrEulalio B. Austin JrEulalio B. Austin Jr
Philex Mining CorporationPhilex Mining CorporationPhilex Mining CorporationPhilex Mining CorporationPhilex Mining CorporationPhilex Mining Corporation

•••• Roland C. DelantarRoland C. DelantarRoland C. Delantar
RCD Land Inc.RCD Land Inc.RCD Land Inc.

• Roman Felipe s. ReyesRoman Felipe s. ReyesRoman Felipe s. Reyes
Reyes Tacandong & Co.Reyes Tacandong & Co.Reyes Tacandong & Co.

• Dr Henry Lim Bon LiongDr Henry Lim Bon LiongDr Henry Lim Bon Liong
SL Agritech CorporationSL Agritech CorporationSL Agritech Corporation

• Rizalina G. MantaringRizalina G. MantaringRizalina G. Mantaring
Sun Life of Canada (Philippines), Inc.Sun Life of Canada (Philippines), Inc.Sun Life of Canada (Philippines), Inc.

APEA WINNERS

Official Media PartnersOfficial Media PartnersOfficial Media Partners
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