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Empowering SMEs 
Through Digitalisation
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operating model) over the next three 
years will find themselves competing for 
only a minority of their market segments’ 
opportunities.

In a region that is at the forefront of 
technological and digital business growth, 
there are many ways that Malaysian 
SMEs can grow and realize their business 
potential, especially in the context of 
digital capabilities.

Organizations from big to small, and 
everything in between are now locked 
in a continuous arms race to enhance 
their performance and offerings through 
new forms of digital technology. The 
growing need to digitalize all aspects of 
the business is a key area of concern for 
Business Owners, C-suites and investors 
alike.

Despite being one of the leaders in 
digital adoption in the region, 

there is a small majority of 
Malaysian businesses 

that are still traditional 
in nature - using tried 

and tested ‘old-school’ 
methods that have 
worked for generations 
but are starting to 
show cracks. The 
idea here isn’t that 
these methods are 
irrelevant but local 
businesses are 
missing out on larger 
market segments 

Malaysia is at the forefront 
of digital economic growth 
compared to many of our 
ASEAN neighbors. In fact, 

recent reports suggest that the Nation 
is moving towards the digital economy 
contributing 20% to the country’s GDP by 
2021. In fact, the Asia Pacific region also 
recorded digital growth of 60% higher than 
the global average. This basically means 
that the Asian region is poised to become 
a global power in the digital economy. An 
area that is very exciting and has potential 
for some but is perceived as an area of 
concern to others.

The unfortunate risk of this growth is that 
organizations that are slow to capitalize 
on their offerings and operations (for 
example, to adopt the localized digital 

and are at risk of being irrelevant should 
they fail to digitalize effectively - and this 
should not be new information to you.

Today, we are entering into a brand new 
phase where many organizations have 
recognized the full benefits of digital 
transformation and are investing in digital 
innovations with the intention to disrupt 
the marketplace.

What exactly is digitalisation for Malaysian 
businesses (and where can you buy it at 
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a discount) you may ask - Digitalisation refers 
to the use of digital technologies to change a 
business model and provide new revenue and 
value-producing opportunities; it is the process 
of moving to a digital business It could mean 
a shift from ‘paper + pen’ to computerization 
or using high end software and applications to 
create efficiencies or solve complex problems 
to your business. If you’re more interested in 
getting in touch with us and seeing how we can 
custom-make a solution based on your needs.

Digitalisation Benefits for Malaysian SMEs
As a whole, local SMEs face many challenges 
such as price wars, high turnovers and keeping 
up with new regulations in the sector to name 
just a few. Digitalization would help solve some if 
not most of those problems. If you’re a business 
owner who is on the fence about the benefits 
or ROI of your efforts, the following is meant to 
give you a better scope of understanding of the 
deep benefits of digitalization.

Online Presence for Your Business 
For traditional businesses, this is 
probably the most visible advantage. The 

presence on the Internet, through tools such 
as online stores, social media platforms, blogs, 
corporate pages, etc., multiplies the visibility 
of the company and provides round the clock 
access to potential consumers.

For some companies, this presence is the focus 
of their digital strategy, and they have even 
shifted their business from traditional forms 
to online commerce, (click & mortar). Having 
a well-designed, contextual and optimized 
website can potentially be the growth catalyst 
businesses strive for as it could potentially 
create sales channels that were previously non-
existent.

New and Wider Contact, Leads and 
Sales Channels 
Most regional SMEs subscribe to funnel-

based marketing strategies, as such, existing 
contact lists and leads are quintessential to the 
business growth. Having a website with a lead 
capturing tools is a great way to create further 
engagement with site visitors.

Apart from that, traditional leads-based 
(spreadsheets) methods can be further 
developed, streamlined and optimized by 
using Customer Relationship Management 
(CRM) tools. Being able to manage and define 
your contact lists, identifying and nurturing 
new leads as well as identifying patterns and 
potential new marketing angles through CRM 
data would create efficiencies in the operations 
and management of the business.

Builds Customer-Centricity 
Customer-Centricity is a way of doing 
business with your customers in a way 

that provides a positive customer experience 
before and after the sale in order to drive 
repeat business, customer loyalty and profits. 
Giant companies like Amazon.com thrive 
because of their key focus on their customer 
needs and wants - if the big guys are doing it 
why shouldn’t the budding ones follow-suit?

Local SMEs face competition at every turn, it 
is the competitiveness that drives innovation 
and growth however, and this competition 
simply means that there is an ever-growing list 
of options to the consumer. Price positioning 
(cheaper amongst the competition wins) 
does work to a certain extent but the overall 
purchasing process before, during and after 
the sale is made is ever-increasing in its 
importance.

Having mechanisms in place to communicate, 
collect data on customer behavior and having 
accessible online platforms for customers to 
voice their concerns and desires are a great 
way to show customers that your business 
cares for more than just the sale.

Better Decision Making Through 
Trends & Data Analysis
Gone are the days of using hunches 

to make decisions. In order for the modern 
business to thrive in the market, informed 
decisions through data and trend analysis is 
vital. Digitalization goes hand in hand with 
data management, data is knowledge, and 
knowledge leads to better decisions.
The digitalization of business makes it 
possible, as we have seen in the previous 
paragraphs, to have continuous contact with 
the customer, and this allows us to get to 
know him/her better. But that is not the whole 
point. Some companies go further and apply 
Big Data when making all kinds of decisions 
that affect almost the entire business 
(marketing, production process, etc.).

Improves Efficiency and Productivity
This is probably the thing that 
concerns local businesses the most. 

Think about this - You have more information, 
which allows you to make better decisions, 
and technological tools to make your work 
easier.

When used intelligently, the digitalization of 
business can lead to a significant increase 
in productivity and can reduce some costs. 
Be it allowing your sales team to perform 
less menial administrative tasks, or easing 
the entire customer order or inventory 
management - technology has helped 
companies to improve in these areas 
throughout the years. Digitalization can also 
do this. 

An agency under
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All around us, we’re seeing 
implications of the Fourth 
Industrial Revolution on our daily 
routines. When was the last time 

you used Google Maps to get someplace? 
Or asked Siri a simple math question, or 
picked something to watch from your 
Netflix recommendations? While it’s easy 
to think about a distant future where 
robots take your restaurant order and 
sell you a house, similar advancements 
may be closer than we think, and some 
of that may be due to this new revolution. 
This change in technology means a 
change in how products are marketed to 
consumers, meaning marketers should 
take note. So what is the “4IR,” as some 
have abbreviated it?

What is the 4IR (Fourth Industrial 
Revolution)?
In short, the Fourth Industrial Revolution 
describes many of the new technologies 
that blur the boundaries between physical, 
digital, and biological worlds. It’s a term 
coined by the founder and chairman of 
World Economic Forum, Klaus Schwab. 
As Schwab explains, the revolution 
builds directly upon the Third Industrial 
Revolution (3IR). The result of the 3IR 
was digital — it brought the invention 
of electronic systems, information 
technology systems, and the birth of the 
idea of automation. Due to the creation 
of these systems and technological 
advances, the 4IR is built upon this.

Why the Fourth Industrial Revolution 
Matters to Marketers?
Some of the key technologies driving this 
revolution include artificial intelligence 
(AI), quantum computing, virtual reality 
(VR), and the Internet of Things (IoT). An 

How 4IR Could 
Affect Marketers

example of this revolution at work is AI 
finding patterns in large amounts of data, 
quantum computing organizing that data 
at an incredible speed, and the Internet of 
Things displaying this data in the form of 
recommending a Netflix documentary to 
you. What does this revolution mean for 
marketers? How will we be affected?

• More data means more personalized 
marketing
The advancements of quantum 
computing and AI data collecting 
means there’s an influx of data 
available to marketers about their 
target audience. To illustrate, because 
of quantum computing, Facebook 
can pull your most recent Google 
searches and then suggest ads based 
on your search history, thanks to AI. 
Information, such as demographic and 
psychographic data, is collected and 
used by software such as social media 
analytics tools.

This data can help marketers create 
a more personalized strategy –– one 
that target audiences can identify with. 
For instance, if your data sets are telling 
you that your target audience prefers 
to make purchases via ecommerce 
options, why not look into including 
Instagram Shopping into your social 
media strategy?

• More connected devices mean more 
chances to build your brand
With all of the elements that make 
up the Internet of Things (like voice 
assistants, smart appliances, and 
wearable tech), marketers have the 
chance to build brands that align with 
this new internet. For instance, the 

IoT makes it possible for you to send 
personalized discounts to customers 
signed up to loyalty rewards program 
while they’re browsing in the store, 
based on their proximity to your 
products. Further, you can use IoT to 
track which and how many customers 
have been looking at products when 
they browse online and then send that 
customer a discount based on those 
numbers.

• Data systems assist with streamlined 
processing
The rise of AI means that you can make 
the data collection portion of your job 
easier. Tools powered by the Fourth 
Industrial Revolution can keep you from 
spending a significant portion of your 
time trying to find ROI in social media 
strategy. Social media analytics tools 
tell you the rate at which your brand 
is engaging with customers. Digital 
advertising tools provide real-time data 
on the impact of the ads you put out. 
All this can be done by machines in a 
fraction of the time it would usually 
take to collect and interpret that data 
manually -- time you can spend doing 
other things.

• The fusion of technology leads to the 
need for specialized roles
All this new technology means 
marketers are defining job requirements 
differently. Not only does a marketer in 
the Fourth Industrial Revolution need 
to learn new skills like interpreting 
new types (and a much larger volume) 
of data, the functions of a marketer’s 
core role will need to shift. Though 
it’s dependent on the industry, roles 
for marketers are becoming more 
specialized. For instance, a marketing 
team in 2020 might consist of a full-
time SEO specialist, a blogger, a 
brand specialist, and a social media 
coordinator. Previously, these roles 
might’ve been consolidated under 
one person (and still is one person in 
many SMBs), but larger companies 
are finding they need employees who 
specialize in certain functions. These 
important skillsets ensure brands are 
operating at their highest potential as 
new technology emerges.

We are in the midst of the Fourth Industrial 
Revolution, and we are constantly finding 
new advancements in something. While 
much of the shift of process and function 
is happening online, many of these 
advancements benefit marketers. This is 
because marketing can be faster, data-
driven, and personalized.

Source: https://blog.hubspot.com
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POINT-OF-SALE

6 Ways You Can Use Social 
Media As A Tool For Your 
Business by CEDAR Research Team

Social media can be a business 
boon or bane, depending on 
whether you know how to use it. 
It’s easy enough to make sure you 

are ‘on’ social media – but are you really 
using it to the best of your business’s 
ability? Forget funny posts and likes; it’s 
time to get practical and view your social 
media accounts as a set of tools to meet 
goals and targets. 

For Business Strategy
If you’re going to be serious about 
social media you should include it in 

your business strategy. Given that you can 
reach vast amounts of people and target 
specific audiences at a relatively low 
cost, it’s almost a given. When writing up 
a business plan, remember your audience 
and think about the best way you can reach 
them – will you use Facebook adverts as a 
source of lead generation? When planning 
marketing activities, will you use organic 
or paid social activity? Has your branding 
and identity accounted for online activity 
and audience engagement?

For Day-To-Day Marketing
Whatever you’re doing in terms 
of marketing – be it a small-scale 

promotional deal or a large campaign 
– make sure your social channels are 
coordinated to make the most of your 
efforts. This will ensure your message 
gets resonated, and, assuming you attract 
new customers who are inclined to look 
you up online and on social channels, they 
will get full exposure to your messaging.

For Customer Service
If you have a presence online, your 
customers will find you and use it 

as a means of communication – whether 
for good or bad. You need to try to use 
this to your advantage. Social media is a 
quick way to show that you are willing to 
go the extra mile for your customers, with 
the added bonus that it’s in a public forum 
so your helpful attitude is in full view of 
potential future customers.

There are plenty of ways you can use social 
media for customer service, but as a rule 
of thumb: always respond to customers, 
try to take any negative discussions offline 
(into a private message or phone call), and 
make it personal so that customers know 
a real person is dealing with them – for 
example, by signing off with your name.

For Crisis Planning
Sometimes you need to act, and 
you need to act fast. A social 

media account provides you with a ready-
made public platform, making it a very 
effective reactionary tool when you have 
a crisis on your hands. A public statement 
can be posted quickly, important safety 
information can be widely shared, and so 
on. Of course, speed is not a replacement 
for thoughtful communication – for high 
impact or serious commentary, be extra 
considerate cautious. What you share, you 
share with the world.

For A Communication Channel
Is your retail premise closing for 
the Bank Holiday, or are you taking 

late deliveries this time of the year to 

account for a seasonal rush? For quick or 
temporary announcements, social media 
provides an ideal channel to communicate 
with your customers, clients, distributors 
or others. Unlike many other ways of 
contacting customers with information 
– a website, newsletter, window display 
– social media also allows for two-way 
interaction. If they have questions that 
you haven’t thought of or just want to send 
their feedback on an issue, it’s all possible 
with an active social account.

For Networking
The great thing about the internet 
is its ability to make communities 

much more accessible; networking 
becomes a breeze. From engaging 
with other SME owners through direct 
messages, to supporting neighbouring 
businesses by sharing their posts, to 
finding like-minded business owners on 
Twitter by searching niche hashtags to do 
with your industry – the possibilities are 
almost infinite. Plus, if you’re a freelancer 
or remote worker, you can find fellow 
remote workers to share knowledge or just 
foster a sense of community with your 
online ‘colleagues’. 

While trying to tick all of these boxes 
could seem a bit overwhelming, you can 
filter by objectively deciding about what 
suits you and your business – which of 
these ‘tools’ will give you the best return 
on investment? By taking action now, you 
can make sure you’re not running the risk 
of cutting off a highly active and engaged 
audience. Time to get sociable.
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Ways To 
Improve Your 
Listening Skills 
... And Your Business

by CEDAR Research Team

Source: entrepreneur.com

We tend to value speaking over 
listening, especially among 
leaders and founders, who are 
often typecast as extroverted, 

outgoing mavericks. We admire people 
who can clearly express what they’re 
thinking the moment it crosses their 
minds. But listening is also a superpower: 
It enables you to gain new perspectives, 
to hear what’s not being said, and to learn 
what you don’t know you’re missing.

Not all conversations are created equal. 
There are three different levels of listening, 
beginning with internal listening. This 
occurs when we’re absorbed in our own 
thoughts and simply pretend to hear the 
other person. Focused listening means 
we’re listening but not fully connecting; 
we often miss nonverbal cues and 
nuances. The top level is 360-degree 
listening, which occurs when we’re not 
only listening to what someone says but 
also how they    say it.

Cognitive bias might lead us to think we’re 
always hitting the 360-degree mark, but 
we often fall short. Based on research and 
data analysis, the best listeners share four 
qualities:

• Participation
Great listeners ask follow-up questions 
and probe deeper into the topic. We 
often think that silence indicates deep 
focus, but good listening is a two-way 
dialogue.

• Support
Showing support and confidence 
ensures a more positive experience 
for everyone. Great listeners boost the 
other person’s self-esteem during the 
conversation.

• Cooperation
When feedback flows smoothly in 
both directions, neither party is likely 
to become defensive. In contrast, 
poor listeners use their own silence to 
prepare a correction or contradiction, 
which makes the exchange feel 
combative.

• Positivity
Strong listeners provide constructive, 
considerate feedback. When a 
colleague knows you’re listening 
attentively, they’re more likely to take 
your suggestions seriously.

Good listeners are less like sponges 
and more like trampolines. They are 
someone you can bounce ideas off of 
and, rather than absorbing your ideas 
and energy, they amplify, energize and 
clarify your thinking. They make you 
feel better not by merely passively 
absorbing but by actively supporting. 
This lets you gain energy and height, 
just like someone jumping on a 
trampoline. Listening well is more 
than a matter of good manners; being 
mindful and genuinely curious can 
help you to uncover new opportunities, 
discover fresh perspectives and build a 
stronger, more resilient business.

How To Be A Better Listener
When we’re tired, distracted or stressed, 
it’s easy to let our attention slip. We’re 
all human. There are six techniques to 
improve listening.

• Make eye contact
It might sound obvious, but eye contact 
shows respect — and confidence. Don’t 
forget to close or shut down your 
devices, and turn off all notifications, 
too. Give the other person your 
undivided attention.

• Let them finish
Allow your partner to complete their 
sentence or thought. Don’t even think 
about your response until they’ve 
finished speaking. Thoughtful pauses 
are fine and can actually promote even 
more insightful conversations.

• Listen for what’s not being said
An estimated 80 percent of all 
communication is nonverbal. As you 

listen, watch for your partner’s facial 
expressions, posture, eye contact, 
gestures and breathing. Don’t be 
afraid to (sensitively) ask questions 
that address these clues. If you can 
schedule video chats instead of phone 
calls, always choose face-to-face 
interactions.

• Ask open-ended questions
Watch great interviewers, such as 
Oprah, Barbara Walters, David Frost or 
Larry King, and you’ll notice that their 
questions can’t be answered with a 
simple “yes” or “no.” Asking someone, 
“What did you think about the project?” 
will elicit a richer response than “Did 
you enjoy working on the project?”

• Make time for reflection
A calendar crammed with back-to-
back meetings doesn’t leave room for 
reflection. Entrepreneurs wear many 
different hats, but if you can, take a few 
minutes to reflect on each conversation 
before starting the next. Build it into 
your schedule and make notes to help 
process your thoughts.

• Build a team of great listeners
Skilled listeners learn faster, work well 
in teams and tend to enhance the 
organizational culture. They also have 
better interactions with customers and 
clients. If you’re hiring, watch for people 
who listen well and catch nonverbal 
cues.
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BUSINESS ALERT

by Corporate Planning , SME Bank Malaysia

BUSINESS ALERT

• The demand-side concerns in the form 
of rising US inventories, persistent trade 
tensions and repeated warnings signs 
of a global recession are negative for oil 
prices. Should trade tensions intensify 
and the world economy edges closer to 
a recession, oil weakness could become 
a major theme as demand diminishes. 
While most oil majors have locked in 
their budgets for 2019, a substantial 
and prolonged fall in oil prices could 
force these companies to rethink their 
expenditure from next year onwards.

OIL, GAS AND ENERGY (Average USD 56.6/ Brent Crude)

OUTLOOK: NEUTRAL

• The Malaysian aerospace industry 
recorded RM14.4 billion in revenue last 
year. The manufacturing sub-segment 
remaining the major contributor with 48 
per cent, followed by the maintenance, 
repair and overhaul (MRO) segment at 
46 per cent. The aerospace industry had 
shown growth since the implementation 
of the Malaysia Aerospace Blueprint 
2030 in 2015. With this positive growth 
trend, Malaysia would become one of 
the leading aerospace nations by 2030, 
when the industry was targeted to 
generate an annual revenue of US$4.3 
billion (RM55.2 billion).

BUSINESS SERVICES

• The aerospace manufacturing sub-
sector remains the main contributor to 
the industry and recorded the highest 
value of RM6.97 billion, an increase 
of 8.3 per cent, compared with 2017. 
The MRO sector recorded RM6.68 
billion representing 46 per cent of total 
revenue. Malaysia’s exports of aircraft 
parts and components rose from 
RM2.88 billion in 2014 to RM8.48 billion 
last year, mainly due to the expansion 
of aerospace manufacturing activities. 
Approved investments in the aerospace 
industry last year was RM816.3 million 
— RM478 million or 59 per cent from 

domestic and RM338 million from 
foreign investments. For SBSR, the 
industry revenue is also showing 
positive momentum, with estimated 
revenue last year totalling RM7 billion.

OUTLOOK: NEUTRAL

• For Malaysian O&G firms, which are 
predominately service and equipment 
providers dependent on Petroliam 
Nasional Bhd (Petronas) and its 
production sharing contractors for 
work, this could mean less work and 
projects made available in the market. 
The majority of these companies have 
taken heed of the 2014 oil rout, which 
caused many to be saddled with high 
levels of debt, while forcing others to 
wind up operations and are now better 
equipped in managing a prolonged 
downturn. Many service providers are 

• Healthcare costs are set to rise further 
this year with Malaysia’s medical trend 
rate projected to hit 13.6% in 2019, the 
third highest in Asia. To help companies 
manage rising healthcare plan costs, 
Mercer Marsh Benefits (MMB) recently 
launched BenefitMAP™, a smart digital 
solution. This digital platform, using 
a combination of data, analytics and 
technology, will provide employers with 
an anticipatory approach to manage 
costs associated with their benefits 
programs.

• Medical costs have continued to rise, 
outpacing inflation. Malaysia’s medical 
trend rate, which measures medical 
cost inflation, rose to 13.4% in 2018 and 
is projected to rise to 13.6% in 2019, 
according to Mercer Marsh Benefits’ 
2019 Medical Trends Around the 
World report. With rising medical and 
healthcare costs, companies are facing 
complex healthcare challenges that 
could impact on their ability to grow. 
Hence, there is a need for companies 
to find a balance between meeting their 
expense expectations and effectively 
taking care of their workforce.

HEALTHCARE

OUTLOOK: NEUTRAL

operating with leaner cost bases and 
have restructured their debt, undertook 
impairments and optimised their 
assets. So, (these companies) will fare 
better if the industry were to undergo a 
downturn.



7

Issue 42 : July - August 2019  |   BizPulse

BizPulse  |  Issue 42 : July - August 2019

Business Alert

9.2% increase, retail sale of other goods 
in specialised stores (9.1%), as well as 
retail sales in non-specialised stores 
(8.8%).

• On the other hand, sales of motor 
vehicles declined 2.5% due to its negative 
growth of 8.6% during the period under 
review. In the second quarter of 2019 
(2Q19), the volume index of wholesale 
and retail trade rose 6.1% to 127.8 
points, whereby the key performer was 
retail trade which registered 9%. During 
the 2Q19, the volume index of wholesale 

• Wholesale and retail trade sales 
increased 5.9% year-on-year (YoY) to 
RM112.3 billion in June, according to 
the Department of Statistics Malaysia. 
The retail trade subsector was the main 
driver for the growth, as its sales value 
generation increased 7.7% YoY to RM46 
billion, tailed by wholesale trade which 
posted an increase of 6.4% to RM53.6 
billion. However, the sales of motor 
vehicles decreased by 2.5% to RM12.7 
billion. The retail sales were driven by 
food and beverages (F&B) and tobacco 
in specialised stores which posted a 

WHOLESALE AND RETAIL

OUTLOOK: NEUTRAL

• The Ministry of Communications and 
Multimedia is working with Malaysia 
Digital Economy Corporation (MDEC) 
to establish a new Digital Content 
Ecosystem (DICE) policy to strengthen 
the local digital content industry and 
ultimately position Malaysia as the 
leader in digital content creation and 
production in the region. Malaysia, 
which sits in the heart of South East 
Asia, is well poised to further grow 
and solidify its position as the games 
development hub of the region. 

COMMUNICATIONS CONTENT AND INFRASTRUCTURE

OUTLOOK: NEUTRAL

Malaysia is attractive to digital content 
and creative tech studios due to its 
youthful demographic, access to talent 
with cultural influences from both the 
East and West and a higher education 
system that has a focused tech-track. 
The DICE Policy, to be spearheaded by 
MDEC, aims to accelerate the digital 
content creative industry as a driver of 
economic growth in Malaysia.

• The policy will focus on attracting 
investments, building local talent 

and companies and strengthening 
the ecosystem through government 
and private sector partnership. It 
also aims to advance research, IP 
creation, commercialisation, branding 
and marketing capabilities in order 
to improve its export potential. It will 
also look at best practices to promote 
a healthy animation and gaming 
environment for all users.

• Malaysia welcomed a whopping 
13.35 million international tourists 
and recorded a 6.8 per cent growth in 
tourist receipts from a year ago, thus 
contributing RM41.69 billion to the 
country’s revenue during the first half of 
2019 (1H2019). Tourism’s performance 
also saw growth in terms of per capita 
expenditure, rising by 1.9 per cent to 
RM3,121.6, while the Average Length 
of Stay (ALOS) climbed by 0.4 nights 
to 6.2 nights. The top 10 international 
tourist arrivals for the first half of 
2019 were from Singapore (5,381,566), 
Indonesia (1,857,864), China (1,558,782), 

TOURISM

Thailand (990,565), Brunei (627,112), 
India (354,486), South Korea (323,952), 
the Philippines (210,974), Vietnam 
(200,314) and Japan (196,561). Asean 
arrivals continued to dominate the 
share of tourist arrivals to Malaysia with 
a 70 per cent contribution.

• Meanwhile, Tourism Malaysia said the 
top five countries with highest receipts 
were Singapore (RM11.56 billion), China 
(RM7.09 billion), Indonesia (RM5.71 
billion), Thailand (RM1.70 billion) and 
Brunei (RM1.52 billion). The top five 
countries with highest expenditure per 

OUTLOOK: NEUTRAL

trade grew 4% to 127 points YoY, which 
was supported by F&B and tobacco, as 
well as agricultural raw materials and 
live animals’ wholesale.

capita were Saudi Arabia (RM11,376.90), 
United Kingdom (RM5,241.5), Canada 
(RM4,593.1), China (RM4,546) and 
United States (RM4,537.90).
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Tips for Start-up Success
oleh CEDAR Research Team

Part of living and working in the start-up world is learning from mistakes, both 
your own and others’. You have the chance to see what differentiates the 
companies that ended up having success from those that ultimately fell flat, 
and with any luck, you can spot those lessons before making the same blunders 

yourself. And while in life occasionally it’s best to let others make their own mistakes 
so they can learn from them, there’s no reason not to share the collective business 
wisdom. These are among the tips for ensuring the success of start-up.

Solve A Real Problem And Meet Real Needs 
With Your Product
You can have an invention or product that 
is creative and exciting and imaginative, but 
the most important measure of success is 
meeting a real need for the market that you’re 
trying to serve. The best companies are the 
ones that meet consumers’ needs and are 
able to adapt as those needs change.

Leadership Is More Than Vision
Being a leader for your team starts with the 
idea and direction that is foundational to your 
business, but success ultimately depends on 
drive. You set the example for the rest of the 
company with your attitude, work ethic, and 
determination.

Put The Right Team In Place
The vision for your ultimate goal may be 
singularly yours, but you’ll need help to get 
there. In order to achieve your ultimate goals 
for your business, you’ll need to surround 
yourself with people who understand your 
vision and fit into the culture and mind-set of 
your company.

Find The Mentors You Need
As you start to develop your business, you’ll 
want to have an advisory board in place to 
help offer advice and guidance to help you 
navigate the entrepreneurial labyrinth. Don’t 
be afraid to ask people to mentor you; often 
they are glad to be asked and eager to help 
guide others as they were once guided by 
their own mentors.

Establish Your Culture As The Foundation
In the absence of direct guidance, it is the 
cultural ethos of a company that wins out in 
informing the decisions and work of those at 
your company. Your company culture should 
say not only who you are but who you aim 
to be.

Protect Yourself With A Business Entity
Paperwork might not seem important during 
the early days of your start-up, but operating 
a business without a business entity in 
place can put your personal assets at risk. 
Unless you’re willing to risk everything you 
have to make your business succeed, talk to 
a professional and set up a business entity 
to protect you and your family from potential 
ruin.

Have Signed Contracts
Once again, paperwork might seem boring 
and unnecessary when you’re working out of 
your garage, but they can make or break your 
business. Every agreement you have should 
be formalized with a signed contract to 
protect both parties from future legal fights, 
which are costly in terms of both time and 
money.

Treat Your Ideas Carefully
It’s a good habit to have to keep your ideas as 
close to the vest as possible and not to tell 
them to everyone who’ll listen, but ultimately 
you’ll have to talk about them if you hope 
to fundraise and grow your business. When 
talking about your ideas in public, it’s smart 
to have everyone sign non-disclosure 
agreements (NDAs) to protect your sensitive 
information.

Protect Your Intellectual Property
From the outset of your business, your 
intellectual property (IP) is the most valuable 
asset you have. Identifying and protecting all 
the IP you create is crucial to the long term 
success and viability of your venture.

Plan For Success And Work Towards That 
End
Whatever your ultimate goal is for your 
business, have that in mind from the start 
and work towards that end. Things change 
and shift as time goes on and the unexpected 
arises, but having that goal in mind will 
help you plan and make decisions towards 
achieving it.

Don’t Be Afraid Of Competition
Being the only company is a particular 
market can be daunting, especially as you try 
to generate attention for the problem you’re 
looking to solve. But don’t let competition 
entering the space put you off; competition 
is proof that you’re onto something, and can 
force you to focus and improve.

Develop A Roadmap
Laying out the critical path for your business 
can help you to go beyond a plan into goals 
you can act on, and will help avoid any 
unnecessary diversions and distractions. It 
may be hard work, but isn’t the success of 
your business worth it?

Establish Your Expertise
Part of the success of your business 
depends upon your reputation as an expert 
in the space that you’re working; after all, no 
one wants to buy something from someone 
who doesn’t know what they’re talking 
about. Writing and speaking about your 
particular area of expertise is a great way to 
get your name out there and establish your 
bona fides.

Create Content
Content is king in this age of the internet, and 
you want to get in on that with blogs, videos, 
podcasts, and any other content that allows 
you to get your name and ideas in front of 
potential customers. Clicks, views and 
engagement are the currency of the realm, 
and the surest way to establish yourself as 
thought leaders on a subject.

Form Relationships
Success is predicated on who you know as 
much as what you do. But the key to good 
relationships is not making them one-sided; 
give as much as you get with helping others 
where you can, and you’ll develop a strong 
network of people you can rely on.

Question Everything
Rejecting the status quo or conventional 
wisdom may seem scary, but it might also be 
necessary to get where you want to go with 
your business. Don’t be afraid to go against 
the grain, and to say no when necessary.

Start Slow
Early enthusiasm about your new business 
is great, but it is best tempered with some 
caution and prudence. It’s better to take a 
cautious approach to getting things right 
before rolling them out than to have your first 
impression to the world be one with a buggy 
website or a product that isn’t quite ready for 
market.

Be Patient When Fundraising
However you choose to raise money for your 
business, know that it can be a long and 
challenging process. It can be tempting to 
take the first offer that comes your way, but 
be sure that the offer is the right one, and that 
the money comes with the right connections 
that can help to further your business.

Have Fun
All of the work you put into your business 
is ultimately pointless if you’re miserable 
every day on the job. Moreover, it makes for a 
difficult sales pitch to potential employees if 
the workplace environment is best described 
as “Dickensian.” It’s alright to have fun on the 
job so long as the work is getting done; it’s 
certainly preferable to the notion of toiling 
away in a windowless room. 
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HUMAN RESOURCES MANAGEMENT

by CEDAR Research Team

Of the people, and for the people; 
that is what HR is all about. Let’s 
elaborate on how you should 
learn to manage that when you 

begin your HR career.

Understand Your People
First and foremost, to begin with, 
understand your people, know 

that an HR’s role begins with empathy. 
Get familiar with your employees – their 
personal lives, milestones and work 
anniversaries, roles, calibre, strength, 
weaknesses, comfort and discomfort, etc. 
Value the diversity and learn to develop 
a balance in it. This is an investment 
you need to make from day one as it will 
help you in the long run when it comes 
to creating the right culture, increasing 
employee engagement and productivity, 
and achieving the overall goals.

Recognize Your Role
HR now is recognized as a 
strategic partner, the focus is 

more on employee engagement, talent 
management, fostering innovation, 
breaking stereotypes and developing a 
collaborative culture. Understanding the 
strategic definition of your role and then 
connecting these to the business plan will 
assist you in planning a strategy that is 
completely results driven.

Comprehend The Business
It is difficult to capitalize on 
the human capital unless you 

have a completing understanding of 

the business. This means identifying 
the respective stakeholders i.e. the top 
management, employees, potential 
employees, and everyone else who falls 
under the corporate umbrella. Understand 
their specific needs and requirement, 
develop a bridge between all of them 
and based on it comprehend the year’s 
targets of the organization. If you have a 
clear understanding of the vision of the 
business, you will then also be able to 
develop the culture that will help achieve 
the defined targets easily and at a faster 
pace.

Be Technology Savvy
Understanding the technological 
know-how has become a must, 

especially for an HR Professional. You 
need to incorporate an end-to-end 
software in the organization through 
which you can operate your payroll, 
systemize the attendance, employee 
information, taxes, scheduling and more. 
This will help track most of your important 
processes and save the investment of 
time that otherwise is given for organizing 
and processing.

Widen Your Skill-Set
Make every effort to increase your 
expertise. This could be through 

e-learning, sector based seminars, training 
courses or simply taking up projects that 
are complementary to the HR profile. This 
will not only give you exposure to different 
verticals but ensure that you keep growing. 
Schedule skip level meetings every quarter 
with the top management, this will help 

you understand if you are in track when it 
comes to your management’s vision of the 
organization and also your profile.

Increase Your Network
Investing time in networking 
with professionals in HR field 

across sectors is the fastest way to 
increase your knowledge and your 
skills and also expand your business 
connections. Discussions with ‘like-mind’ 
HR professionals is extremely rewarding, 
it will give you different industry insights 
and perspectives which will eventually 
help you build a knowledge base and 
confidence to become a strategic partner 
in your company.

Embrace Your Role
This is the textbook definition of 
being an HR. Ensure that you are 

well-organized, good at multitasking and 
multiple focusing, self-disciplined, good at 
negotiations and dealing with ambiguous 
areas, are an excellent communicator, 
problem solver, receptive towards your 
profile and above all, transparent. This is 
your basic checklist that will give you an 
advantage not just with a new career but 
will also with every new role.

Know that when you are an HR Manager 
you need to have knowledge and be 
strategic to make an impact in an 
organization; this requires focus and a long 
term commitment. A simple suggestion to 
achieve this? Have a mind-set of a start-
up owner. Be determined, passionate, goal 
setter, hard worker and a hustler!



        

SEMBANG USAHAWAN bersama

Temubual oleh Nursyafiqah Mohd Rafee

Mohamed Shukri Mohamed Zain
Ketua Pegawai Eksekutif

Banyak cabaran perlu ditempuh dalam menguruskan sesebuah perniagaan, 
apatah lagi apabila diberi tanggungjawab meneruskan perniagaan yang 
sedang dilanda masalah kewangan. Tidak semua sanggup tampil ke depan 
untuk berdepan cabaran sedemikian, namun ia disahut oleh Mohamed Shukri 

Mohamed Zain, bagi menggalas tanggungjawab sebagai Ketua Pegawai Eksekutif 
Omcorp Sdn Bhd sejak pertengahan 2016. Ketika itu, Omcorp, syarikat pengeluar 
daging proses premium halal tempatan, sedang mengalami kerugian susulan daripada 
kegagalan usaha sama yang dibuat dengan rakan asing dari Jepun.

Encik Mohamed Shukri Mohamed Zain telah berkongsi pengalaman, pengetahuan 
dan pendapat beliau dalam dunia keusahawanan dengan BizPulse.

Nama Syarikat
OMCORP Sdn. Bhd.

Bidang Perniagaan
Pengeluar daging proses premium halal

Alamat Perniagaan
No 5, Jln BA/1 Kawasan Perindustrian, 

Bukit Angkat, 43000 Kajang,
Selangor

Telefon
03-8737 0421

Email
omardeli19@gmail.com

Bolehkah anda ceritakan latar belakang 
perniagaan anda?

Saya merupakan graduan Sarjana Muda 
Pentadbiran Perniagaan dari Universiti 
Winthrop di South Carolina, Amerika 
Syarikat. Berkongsi sedikit latar belakang 
mengenai Omcorp, syarikat ini diasaskan 
oleh kakak saya, Mazidah Mohamed Zain, 
55, dan arwah abang ipar saya, Abang 
Omar Abang Ali pada tahun 1994. Pada 
awal penubuhan, Omcorp menghasilkan 
produk daging proses dan pernah 
mempunyai kedai sendiri di bawah 
jenama Omar Deli.

Pada masa itu, Omcorp agak 
terkehadapan dalam pasaran apabila 
kami melakukan sesuatu yang masih 
belum dibuat oleh sesiapa ketika 
itu dengan memperkenalkan produk 
berasaskan daging proses, yang 
jika sekarang sudah banyak produk 
seumpama ini boleh didapati seperti di 
kedai makanan segera Subway dan 1901.

Apakah kesulitan yang anda tempuh di 
awal penubuhan perniagaan anda?

Syarikat kami juga pernah membekalkan 
makanan untuk syarikat penerbangan, 
Malaysia Airlines dan AirAsia. Pada 
tahun 2010, kami mengadakan usaha 
sama dengan sebuah syarikat dari Jepun 
untuk mengeluarkan produk sosej sedia 
dimakan di bawah jenama Omakane. 
Namun, produk ini tidak mendapat 
sambutan menggalakkan di Malaysia 
menyebabkan syarikat mengalami 
kerugian.

Lebih menambahkan kedukaan buat 
syarikat kami ialah apabila pengasas 
kami, Abang Omar meninggal dunia 
pada 2011 yang menyebabkan kakak 
saya terpaksa menguruskan perniagaan 
yang diusahakan bersama suaminya itu 
secara bersendirian.

Namun, kakak saya tetap cekal dan 
gigih untuk meneruskan perniagaan 
usaha sama ini seorang diri sehinggalah 
akhirnya beliau terpaksa akur yang 
ia sudah tidak boleh diteruskan dan 
berjumpa dengan saya pada 2016. 
Kakak saya meminta bantuan saya 
untuk membawa Omcorp keluar daripada 
masalah sedang dihadapi yang mana 
katanya, Omcorp memerlukan hala tuju 
baharu dan saya setuju untuk membantu 
beliau.Sumber daripada Internet

BizPulse  |  Issue 42 : July - August 2019

BizPulse  |  Issue 42 : July - August 2019

10
URUS BESTARISEMBANG USAHAWAN



        

Bagaimana anda melihat perjalanan dan 
perkembangan syarikat anda selepas itu?

Pada tahun 2016, Nestle Malaysia 
sedang mencari syarikat tempatan untuk 
dijadikan vendor pembekal ramuan kering 
yang halal dan secara kebetulan kami 
sememangnya mempunyai peralatan 
yang diperlukan untuk penghasilan 
produk sedemikian. Sebenarnya, arwah 
abang ipar saya memang berminat 
untuk memasuki pasaran ramuan kering, 
cuma tidak kesampaian memandangkan 
syarikat sedang sibuk dengan perniagaan 
lain.

Jadi, dipendekkan cerita, pada 
pertengahan 2016, kami mengadakan 
pertemuan dengan Nestle dan mereka 
memberi kami tempoh percubaan 
selama enam bulan. Syarikat kami 
juga memutuskan untuk menamatkan 
kerjasama dengan syarikat Omakane 
pada awal 2017, susulan masalah 
kewangan, di samping mahu memberi 
tumpuan sepenuhnya dengan kerjasama 
Nestle dalam program pembangunan 
vendornya (VDP).

Pada awal kerjasama dengan gergasi 
pengeluar makanan dunia itu, pihak 
kami banyak diberi tunjuk ajar, termasuk 
cara menaik taraf mesin, peralatan 
dan paling penting, mengubah cara 
proses kerja memandangkan Nestle 
amat menitikberatkan soal kebersihan. 
Biarpun ketika itu kami sudah mempunyai 
lesen dan sijil perakuan berkaitan, 
namun kami terpaksa mengubahsuai 
sepenuhnya kilang kami bagi memenuhi 
syarat ditetapkan Nestle. Syarikat 
kami berbelanja hampir RM500,000 
bagi ubah suai berkenaan. Begitu ketat 
prosedur penilaian kebersihan mereka 
sehinggakan kandungan mikrobakteria 
pun diambilkira dengan teliti.

Menurut Shukri, segala pengorbanan 
itu ternyata membuahkan hasil apabila 
Omcorp berjaya lulus dalam tempoh 

dan telah memohon pembiayaan atau 
geran dari beberapa institusi kewangan 
serta badan kerajaan. Kami merayu agar 
pihak kerajaan supaya dapat membuka 
pintu dan permudahkan bantuan kepada 
usahawan tempatan.

Apakah perancangan syarikat anda 
seterusnya?

Mengorak langkah ke hadapan, Omcorp 
merancang memulakan kembali operasi 
perniagaan daging proses dan makanan 
sedia dimakan pada tahun depan 
memandangkan potensi pasaran yang 
besar untuk kedua-duanya. Perkara ini 
akan dilaksanakan seawal tahun depan 
selepas syarikat berjaya mendapat 
kelulusan Agensi Makanan Singapura 
(SFA) yang membolehkan Omcorp untuk 
mengeksport produk ramuan keringnya 
kepada kilang Nestle yang lain di luar 
negara.

Kami juga menyasarkan peningkatan 
hampir tiga kali ganda jualan pada 
tahun depan, iaitu sebanyak RM15 juta 
berbanding RM5 juta tahun ini yang 
kebanyakannya disumbangkan oleh 
eksport produk keluaran kami untuk 
syarikat Nestle di Singapura dan Eropah. 
Kami sudah memohon sijil dan permit 
daripada SFA sejak empat bulan lalu 
dan berharap akan mendapat kelulusan 
agensi ini sebelum akhir tahun ini.

Sumber daripada Internet

percubaan itu dan terus diberikan kontrak 
penuh selama setahun bermula 2017. 
Kini, kami sudah memasuki tahun ketiga 
menjadi vendor kepada Nestle, setakat 
ini sudah membekalkan ramuan kering 
iaitu serbuk ayam, lemak ayam, serbuk 
daging lembu serta lemak daging lembu 
dan sudah membekalkan hampir 100 tan 
produk kepada Nestle.

Apakah cabaran utama yang sedang 
dihadapi oleh Omcorp?

Cabaran utama kami kini adalah 
kesukaran dalam mendapatkan 
pembiayaan dan dana daripada institusi 
kewangan serta agensi kerajaan adalah 
masalah dihadapi pihaknya ketika ini. 
Biarpun sudah menjadi vendor Nestle, 
namun kami masih berdepan kesukaran 
untuk mendapatkan pembiayaan 
daripada institusi kewangan, termasuk 
daripada agensi kerajaan kerana mereka 
masih melihat kepada rekod lampau 
syarikat. Omcorp sedang dalam proses 

Sumber daripada Internet
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Figuring out how to deal with 
today's critical economic problems 
is perhaps the great challenge 
of our time. Much greater than 

space travel or perhaps even the next 
revolutionary medical breakthrough, what 
is at stake is the whole idea of the good 
life as we have known it.

Immigration and inequality, globalization 
and technological disruption, slowing 
growth and accelerating climate change-
-these are sources of great anxiety across 
the world, from New Delhi and Dakar to 
Paris and Washington, DC. The resources 
to address these challenges are there-
-what we lack are ideas that will help us 
jump the wall of disagreement and distrust 
that divides us. If we succeed, history will 

remember our era with gratitude; if we fail, 
the potential losses are incalculable.

In this revolutionary book, renowned MIT 
economists Abhijit V. Banerjee and Esther 
Duflo take on this challenge, building 
on cutting-edge research in economics 
explained with lucidity and grace. Original, 
provocative, and urgent, Good Economics 
for Hard Times makes a persuasive case 
for an intelligent interventionism and a 
society built on compassion and respect 
and show how economics, when done 
right, can help us solve the thorniest 
social and political problems of the day. 
It is an extraordinary achievement, one 
that shines a light to help us appreciate 
and understand our precariously balanced 
world.

Good Economics for Hard Times: 
Better Answers to Our Biggest 
Problems
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Reviewed by Nursyafiqah Mohd  Rafee

Nursyafiqah Mohd Rafee is an Executive at the Centre for Entrepreneur Development and Research (CEDAR), a wholly owned subsidiary of the SME Bank Malaysia. She can be 
reached at nursyafiqah.rafee@smebank.com.my.

Author  : Melinda Gates
Pages  : 273 pages
Publisher  : Flatiron Books

For the last twenty years, Melinda 
Gates has been on a mission. 
Her goal, as co-chair of the Bill & 
Melinda Gates Foundation, has 

been to find solutions for people with the 
most urgent needs, wherever they live. 
Throughout this journey, one thing has 
become increasingly clear to her: If you 
want to lift a society up, invest in women.

In this candid and inspiring book, Gates 
traces her awakening to the link between 
women’s empowerment and the health 
of societies. She shows some of the 
tremendous opportunities that exist right 
now to “turbo-charge” change. And she 
provides simple and effective ways each 
one of us can make a difference.

Convinced that all women should be 
free to decide whether and when to have 
children, Gates took her first step onto 
the global stage to make a stand for 
family planning. That step launched her 

The Moment of Lift: How 
Empowering Women Changes 
the World

into further efforts: to ensure women 
everywhere have access to every kind of 
job; to encourage men around the globe to 
share equally in the burdens of household 
work; to advocate for paid family leave for 
everyone; to eliminate gender bias in all its 
forms.

Throughout, Gates introduces us to her 
heroes in the movement towards equality, 
offers startling data, shares moving 
conversations she’s had with women from 
all over the world—and shows how we can 
all get involved.

A personal statement of passionate 
conviction, this book tells of Gates’ journey 
from a partner working behind the scenes 
to one of the world’s foremost advocates 
for women, driven by the belief that no one 
should be excluded, all lives have equal 
value, and gender equity is the lever that 
lifts everything.

Author  : Abhijit V. Banerjee, Esther Duflo
Pages  : 417 pages
Publisher  : PublicAffairs


