
A Monthly Bulletin for Entrepreneurs

INSIDE THIS ISSUE

Issue 45
October - November  2019

Complimentary Copy

PERSPECTIVE
Business Tips For Start-Ups
Page- 3

POINT-OF-SALE: 
Website Writing Guidelines for Small 
Businesses  Page 4 - 5

BUSINESS ALERT   Page 6-7

URUS BESTARI:
8 Business Improvement Ideas to
Grow Your Business
Page 8

HUMAN RESOURCES MANAGEMENT
5 Start-up Hiring Challenges
Page 9

SEMBANG USAHAWAN:
Nurul Izzah Fadhilah Haron
Page 10-11

KNOWLEDGE SPA:
Page 12

COVER STORY

continue on page 2

National 
Entrepreneurship
Policy 2030 -
Creating a Holistic and 
Conducive Entrepreneurial 
Ecosystem

www.smebank.com.myDownload our mobile apps at

also aims to increase the number of 
qualified, viable, resilient entrepreneurs 
and enhance the capabilities of local 
entrepreneurs, as well as the small and 
medium industries.

Among the core elements identified to 
spearhead the efforts are the inculcation 
of entrepreneurship culture, the focus 
on innovation-driven enterprises and 
the empowerment of micro, small and 
medium enterprises.

Malaysia could continue giving focus 
to the economy based on the principle 
of shared prosperity. It can be done by 
increasing the people’s purchasing power 
and reducing the income and wealth gap 
between class, community, territory and 
extreme supply chain.

The strategies of the National 
Entrepreneurship Policy have also been 
seen in line with and capable of helping 
to fulfil and achieve the government’s 
concept of shared prosperity. This is one 
of the reasons on why the government 
focused on entrepreneurship development 
and small and medium enterprises.

The implementation of the National 
Entrepreneurship Policy should 
be able to turn Malaysia into a 
true entrepreneurial nation by 

2030. The policy, which underlines five 
objectives and six core elements, will 
provide the nucleus and catalyst to drive a 
culture of entrepreneurship in the country.

For that, each ministry and implementing 
agency involved in entrepreneur 
development should move as a team in the 
implementation of the policy. After having 
such a holistic policy, the government 
should focus on building an inclusive 
entrepreneurship ecosystem.

The policy was formulated in line with 
the attention that needs to be given to 
domestic direct investment (DDI), as 
well as foreign direct investment (FDI) 
in Malaysia as preparations to face any 
possibility that could affect the country’s 
economic growth.

The objectives of the National 
Entrepreneurship Policy, among others, 
is to create a holistic and conducive 
entrepreneurial ecosystem to support 
an inclusive, balanced and sustainable 
economic development agenda. It 
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It is not just about raising the people’s economic 
status, but also a strategy and initiative to bring 
the country out of the middle-income trap.

The National Entrepreneurship Policy 2030 
hopes to inculcate a culture of entrepreneurship 
in order to drive this sector to contribute 50 per 
cent to the nation’s Gross Domestic Product 
(GDP) by 2030. The development of the policy 
was unprecedented in relation to the evolving 
nature of business in the current technology-
driven world and entrepreneurship climate.

With this policy, the government aim to create 
a culture of entrepreneurship, to encourage 
entrepreneurs to become job creators and 
to guide them on the sectors that they can 
venture in. Since Independence in 1957, there 
were various policies drafted such as the New 
Economic Policy and the National Development 
Policy, but none of them were specific to 
entrepreneurship development.

There is a need to share the prosperity and the 
country’s wealth. We need to give more training 
to passionate entrepreneurs. They also need to 
put in place good practices of being disciplined, 
confident, compete healthily and become 
outstanding in their own way. Entrepreneurs are 
urged to challenge themselves as the ministry 
tried to implement more strategies to change 
their mindsets and become productive.

This strategy of being productive, when 
frequently implemented will become a culture. 
This is the thinking that we want to inculcate 
among entrepreneurs. The policy would also 
adopt a strategy to get the B40 group to focus 
on low hanging fruits so they could increase 
their income quickly.

One of the examples is the halal food industry. 
Some entrepreneurs have started to look for 
opportunities to market their products for 
the Tokyo 2020 Olympics. There are various 
opportunities that can be created from the halal 
industry. For example, in the Tokyo Olympics, 
as the Japanese are very strict on halal goods, 
sertu (removal of non-Halal element) industry 
was created. Likewise, when the Japanese 
wanted to promote Wagyu beef, we encourage 
our entrepreneurs to process the meat here.

The Chinese e-commerce market platform 
Alibaba transacted about US$7 trillion 
(RM28.98 trillion) through its payment gateway 
in 2018. As the transactions were done abroad, 
we missed out on the opportunity to get 
revenue from taxes although we are among 
the consumers. If Malaysians were still taking 
baby steps on this matter, we would lose out as 
innovation will not wait for us.

An agency under

The government has also embarked on an 
initiative to reduce the function of middle 
persons by having wholesale centres 
managed by the entrepreneurs themselves. 
The entrepreneurs will have more confidence 
that their products will enter the market so 
there is a confidence of market security.

When it comes to investment, the new policy 
will prevent the country from losing out on 
investments due to tedious bureaucratic 
processes and not giving investors sufficient 
information on business potential.

Opportunity does not come easy and we must 
be able to grab it when there is a potential. 
In comparison to our neighbouring countries, 
Vietnam, for example, has created a 
business-friendly ecosystem, thus attracting 
more investors to come to its shores. 
Moreover, an investment opportunity can be 
approved within 45 days in Russia and the 
country had also improvised on the adopted 
entrepreneurship model from this country.

The government will announce a private 
initiative to speed up the process of getting 
investors to come in as entrepreneurs. This 
will also create an ecosystem for strategic 
partners to also train entrepreneurs under 
Industry Sponsorship Programme.

There will be more sharing of information 
and data across ministries and reduction of 
overlapping functions. For example, several 
ministries are working together, namely 
Agriculture and Agro-Based Industry Ministry 
(MOA) and International Trade and Industry 
Ministry to get information on the type of 
investments that comes to Malaysia.

We also want to know on the amount 
of investments and look into the core 
competencies that we can bring forward to 
develop and participate in projects that the 
big foreign investors have their eyes on.
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Know yourself, your true motivational 
level, the amount of money you can 
risk, and what you’re willing to do to be 
successful.

Sure, we all want to make millions of 
dollars. But what are you willing to give 
up to reach that goal? How many hours a 
week will you work on an ongoing basis? 
How far out of your comfort zone are you 
willing to stretch? How far will your family 
stretch with you? To be successful, keep 
your business plans in line with your 
personal and family goals and resources.

Choose the right business for you. 

The old formula – find a need and fill 
it – still works. It will always work. The 
key to success is finding needs that 
you can fill that you want to fill, and that 
will produce enough income to build a 
profitable business.

Be sure there really is a market for what 
you want to sell.

One of the biggest mistakes start-ups 
make is to assume a lot of people will 
want to buy a particular product or service, 
because the business owner likes the 
ideas or knows one or two people who 
want the product or service. To minimize 
your risk for loss, never assume there is 
a market. Research the idea. Talk to real 
potential prospects (who aren›t family 
and friends) to find out if what you want 
to sell is something they›d be interested in 
buying, and if so, what they›d pay for the 
product or service.

Research your competitors.

No matter what type of business you 
are starting or running, you will have 
competitors. Even if there is no other 
business offering exactly what you plan to 
sell, there is very likely to be other products 
or services your target customers are using 
to satisfy their need.  To be successful, 
you need to research the competition and 
find out as much as possible about what 
they sell and how they sell it. Competitive 
research is something you should plan on 
doing on an ongoing basis, too.

Plan to succeed.

If you›re not seeking investors or putting 
a huge sum of money into your business, 
you may not need an elaborate business 
plan, but you still do need a plan - one that 
specifies your goal – your destination 
– and then lays out at least a skeletal 
roadmap for how you›ll get to where 
you want to go. The plan will change as 
you progress and learn more about your 
customers and competition, but it will 
still help you stay focused and headed 
in the right directions. Use our business 
planning worksheet to help develop that 
basic plan.

Know the Operational Needs.

Most people who are thinking about 
starting a business focus on what they’ll 
sell and who they’ll sell it too.  What they 
often don’t consider is how the business 
will actually operate. For instance, if you’re 
selling items, how will they be delivered? 

by CEDAR Research Team

Business 
Tips For 
Start-Ups

What will make or break your business? 
What determines if it will be a success? 
Here are 7 tips for starting a business 
and making it succeed.

How much customer support will be 
needed – either to answer questions 
about the product, or to respond to people 
whose shipments haven’t arrived? Will 
you need to accept credit cards? Will you 
invoice customers? Who will follow up to 
be sure you’re paid? Who will build and 
maintain your website and social media 
presence?  Will you be able to use a virtual 
assistant for such tasks, or will you have 
to hire employees? Even if you’re starting 
a small personal service business, these 
are issues you should consider and                       
plan for.

Don’t procrastinate. 

I've heard some people advise would-be 
business owners to not move ahead with 
their business until they have investigated 
every last detail of the business they 
want to start, and are absolutely sure it›s 
all going to work and be profitable. The 
problem with that approach is that it leads 
to procrastination. No one ever really has 
all the pieces in place – even after they›ve 
started their business. Yes, you need to 
research the market, have a rudimentary 
plan in place and do things like get a tax 
id if needed, register with local officials, 
if required, etc. But if you try to make 
everything perfect before you launch, 
you may never get around to starting the 
business at all. 
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Website Writing Guidelines 
for Small Businesses by CEDAR Research Team

The words on your website are the 
key to turning visitors into leads 
and customers. The web writing 
guidelines below will help you 

determine what content should be on your 
web pages. How effective is your website?

Is your website regularly producing phone 
calls, leads and/or sales? Or is it as useless 
as a Store-For-Rent sign in a ghost town?
If your website isn’t helping you bring in 
business, the cause could be the words 
on your web pages. Whether you call the 
words “copy” (as in ad copy), or “content,” 
the words that visitors see are critical to 
the success of your site as a business 
development tool.

The written words on your website are so 
important, in fact, that a website that looks 
plain and boring to web designers can 
bring in significant business. Meanwhile, 
a beautifully designed website using the 
latest technology and high-end graphics 
will produce little or no business without 
appropriate written content on the page.

Make the Page Title Relevant
Every page on your website should 
have a unique title. Depending on 

the software that’s being used to create 
your web pages, the page title may or may 
not be the same as the main headline on 
your page. The important thing to know, 
however, is that each page title should 
focus on a specific term your customers 
might look for on a search engine. Unless 
you or your business are so well-known 
that people already search for you by 
name, the title (and headline) on your 
pages should not start with your name or 
the name of your business.

Thus, if you are a consultant named Jane 
Doe, your home page title probably should 
not read “Jane Doe, Consultant”. Instead, 
it should focus on your specialty, like this: 
Environmental Impact Assessments - Jane 
Doe Associates.”

Capture Attention and Interest 
With Headlines
When a person visits a website, 

they are usually looking for something 
specific. That “something” may be 
company information, a specific product 
they want to purchase, a reservation they 
want to make, or information about a topic 
they are interested in. If they can’t quickly 
find what they are looking for they’ll click 
the back button and leave. How quick is 
“quickly”? Unfortunately, it’s just a few 
seconds in most cases.

Thus, the first job of every page on your 
website is to let the visitor know if they 
are in the right place to get what they 
are looking for. To do that, each page on 
your site has to immediately let the visitor 
know two things:
• What’s here?
• What’s in it for me?

Although images can help with the “What’s 
here?” question, ultimately it is the words 
on a page that provide the answers that 
keep a reader on the page and help them 
move towards whatever action you want 
them to take. Because most people skim 
web pages before they read them in detail, 
the first words the typical visitor sees 
(and therefore the ones that are most 
important) are the main headline on the 
page and the subheads and bullet points 
that can be seen without scrolling very far 
down the page. If there’s an image with a 

caption, the caption may get read on that 
first quick scan of the page, too. If those 
parts of the page answer the “What’s 
here?” and “What’s in it for me?” questions, 
the visitor will then go back and read in 
more detail, and if they will be more likely 
to contact you, sign up for a newsletter, or 
place an order online.

What should the headline and 
subheads say to interest the 
reader?

The answer varies somewhat depending 
on which page of your site a visitor lands 
on. Good advertising copywriting dictates 
the headlines should be benefit-oriented, 
appealing to something desirable the 
prospect wants to achieve. And on the 
Internet, the first thing people want 
to achieve is finding what they are                
looking for.



Issue 45 : October - November 2019  |   BizPulse

BizPulse  |  Issue 45 : October - November 2019 5
POINT-OF-SALE

Home Pages
The main headline on your home 
page should identify what you sell 

or what the focus of the site is. It should 
also indicate the type of customer or 
clientele you serve. For instance, if your 
site is promoting your event planning 
business, your main headline should let 
people know that you plan events and 
what types of events you plan. Does 
your “wonderful events” service help 
consumers plan unique destination 
weddings or parties on a budget? Do your 
clientele want to host elegant affairs in 
high-priced venues, or corporate team 
building events at conference locations? 
The headline should let them know.   

Unless you’re a skilled advertising 
copywriter, the best place to put any other 
benefits that set you apart from your 
competitors is in a tag line under the main 
headline and in the subheads and bullet 
points the reader will look at on the page. 
Remember, the main headline and the 
subheads on your home page and most 
other pages on your site should be about 
the customer’s interests, not yours.  

Headlines that read “About Us,” “Our 
Mission Statement,” or even, “Welcome” 
should not be the focal point of your home 
page. Your mission statement - while 
it may talk about customers -  is your 
mission, not the mission of the visitor to 
your website. Thus it does not belong on 
your home page, and probably doesn’t 
belong on the site at all.  

You should have an About Us page on your 
website, but it should not be your home 
page. Instead, include a navigational link 
to a separate About Us page that makes 
information available for those who 
want to read it. And, if you must include 
a “Welcome” message, make that a 
separate link, too.  The word “Welcome” 
is just a pleasantry that doesn’t convey 
any information about the nature of your 
business or how you’ll help the visitor, so 
it has no place in the home page headline.

Product and Service Description 
Pages
If the page is a product page or a 

page promoting one of your services, the 
first headline on the page should be what 
a person would have typed into a search 
engine to find what you sell. For instance, 
suppose you sell supplies for pet lovers 
who pamper their pets, and some of the 
products you sell are coats for cats that go 
outdoors. The main headline on the page 
might be “coats for cats” or “cat coats.” 
That page would have some text, photos 
of each of the coats you sell for cats, 
with captions under each that include the 
actual product name.  

Each product photo would lead to a page 
that has a headline with the name of the 
specific product (eg: Princess Meow 
Leather Coat) and might include benefits 
for the individual product listed in bullet 
points. Pricing and a prominent call to 
action (add to cart, or buy now) would help 
the customer decide to buy and then take 
the action and make a purchase.

Body Text
What about the text under the 
headlines and subheads? That’s 

where you would use wording that helps 
you build desire for what you sell. (Eg: 
“Celebrate your wedding in this private, 
luxurious Mediterranean Villa ..”)  Keep 
the copy focused on the benefits the 
customer wants, not on you, or what you 
want to announce. The customer really 
doesn’t care what you are proud of, they 
are interested in themselves, and what 
they will be proud of or glad about after 
making a purchase. If you have earned 
some accolades that might help sway a 
decision, put them on the About Us page. 
Testimonials can be used in the body copy 
and even highlighted, but don’t load the 
home page or product page with them. 
One or two great, but brief, testimonials 
work. If you have more, put them on a 
“What our customers say” page and link 
to them.

Call to Action
Your headlines, photos, subheads, 
bullet points, and body text should 

all lead the visitor towards the action you 
want them to take after viewing the page. 
Depending on your business and page, that 
may be view a demo, sign up for an email 
list, register for a free consultation, place 
an order now, or simply call you. Whatever 
the action is, the step you want the person 
to take next should be highlighted and 
easy to find without scrolling very much 
on the page. Simple coloured images that 
say Buy Now, or Call Today (with a phone 
number) work well.

Your Contact Information
Your phone number should be 
prominent on every page of your 

website. If you are selling products or 
services, you should put it in at least two 
places on every page. The first spot is 
somewhere prominent near the top, such 
as in the center of the page under a headline 
that says what you do, or at the top of 
any navigational elements or column you 
may have on the left or right side of your 
page. The second spot is the center of the 
bottom of the page. The phone number 
should be a readable size font. Since so 
many people use their smartphones to 
access the web, it’s beneficial to have your 
programmer set up the phone number so 
people using mobile phones can call you 
by tapping the number.

The other bit of information that should 
be easy to find on every page of your site 
is your address and hours of operation. 
If your business is a local business, your 
street address and the name of the area 
you serve should be easy to find on your 
site. If you have a home business and 
don’t want to display your home address, 
consider getting a post office box, a virtual 
office service that will accept mail for you 
and forward it to you, or just use a city 
and state along with your phone number. 
Even if you do business nationally or 
internationally, having an address on 
your website is advisable, since it helps 
establish your credibility.

By making sure each page on your site 
tells visitors what they want to know 
and making it easy to find your contact 
information and the steps you want the 
customer to take next will significantly 
improve the results of your website.

Source : businessknowhow.com
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by Corporate Planning , SME Bank Malaysia

BUSINESS ALERT

• Upstream oil and gas (O&G) service 
providers on Bursa Malaysia are set 
for an improved third quarter (3Q) on 
higher work orders, while downstream 
petrochemical producers will be 
adversely impacted by an industry 
downcycle. O&G service providers will 
benefit from work being expedited 
ahead of the monsoon season in 4Q 
as Petroliam Nasional Bhd (Petronas) 
and its production sharing contractors 
(PSCs) are ramping up their upstream 
spend. Many PSC have issued more 
work orders in 3Q in anticipation of 

OIL, GAS AND ENERGY (Average USD 63.2/ Brent Crude)

OUTLOOK: NEUTRAL

• Malaysia’s solar photovoltaics (PV) 
industry is on the rise thanks to 
strengthening government support, 
growing investor confidence and 
reducing costs. Already ASEAN’s biggest 
solar PV employers, Malaysia’s solar 
sector is well poised for more growth 
given the favourable conditions that are 
developing. Besides having relatively 
high irradiation levels, Malaysia already 
has an established solar manufacturing 
sector, although most of the solar 
equipment used is exported at present. 
The expanding domestic manufacturing 

BUSINESS SERVICES

base for renewables components will 
ensure that there is a reliable and low-
cost supply chain for project developers 
amid global falling technology costs. 
This will be a key supportive factor to 
the Malaysian solar industry over the 
coming year, as greater numbers of 
manufacturers set up in the country. 
Malaysia has the potential to generate 
more than enough electricity to meet 
its current demand if all the roofs in 
Peninsular Malaysia are fitted with 
solar panels. There are over 4.12 million 
buildings with solar rooftop potential 

in the peninsular (West Malaysia) and 
they could generate 34,194 megawatts 
(MW) of electricity if they are fitted with 
solar PV systems. The country’s total 
electricity production currently stands 
at an average of 24,000 MW.

OUTLOOK: NEUTRAL

the monsoon. Petronas is rediverting a 
lot of their capital expenditure (capex) 
into the upstream segment as they are 
under pressure to raise production. 
Higher work orders are expected to 
translate into higher activity across the 
O&G value chain, from vessel providers 
to maintenance to drilling works. The 
bulk of listed O&G firms in Malaysia are 
predominantly engaged in the upstream 
service segment and are dependent on 
Petronas and the PSC for work. 

• Malaysia Healthcare Travel Council 
(MHTC) expects the country’s hospital 
receipts to surpass RM2 billion with 
an estimated total economic impact 
of RM8 billion in 2020. This would be 
fuelled by international healthcare 
tourist arrivals of about two million next 
year. The local healthcare offerings had 
been presented as a comprehensive 
package with all the right ingredients 
for healthcare travellers, namely world-
class quality, easy accessibility and 
competitive affordability. Medical 
services here are regulated with ceiling 

rates governed by the Health Ministry. 
Access to medical services have virtually 
no waiting time, due to structured 
systems adopted by Malaysia’s private 
healthcare providers. Malaysia’s natural 
geographic wonders, heritage sites and 
cityscapes are the cherry on the top for 
patients seeking a relaxing twist to the 
healthcare travel experience. As a result, 
we have seen only an encouraging 
growth in the number of healthcare 
travellers to Malaysia, nearly double 
the number of arrivals between 2011 
and 2018. Malaysia recorded about 1.2 

HEALTHCARE

OUTLOOK: NEUTRAL

million international healthcare tourists 
last year with a total of RM1.5 billion in 
hospital receipts, contributing RM6.4 
billion to the gross domestic product 
(GDP). MHTC had targeted about 1.5 
million international healthcare tourists 
this year with a total of RM1.8 billion 
in hospital receipts. The MyHT2020 
was launched in tandem with the 
national Visit Malaysia 2020 (VM2020) 
campaign.



Issue 45 : October - November 2019  |   BizPulse

BizPulse  |  Issue 45 : October - November 2019 7
Business Alert

period, wholesale trade expanded 6.3 
per cent. Likewise, motor vehicles were 
up 1.1 per cent. Wholesale trade gained 
sales value of RM54.1 billion in August 
2019, increased RM3.2 billion (6.3%) 
as against the corresponding month of 
the previous year. The expansion was 
supported by wholesale of agricultural 
raw materials & live animals (8.7%), 
wholesale of food, beverages & tobacco 
(6.9%) and other specialised wholesale 
(6.8%). For monthly comparison, sales 
of this sub-sector jumped to 3.3 per cent 
from a negative growh of 2.3 per cent in 
July 2019. 

• A total of RM114.2 billion was recorded 
by the sales of wholesale and retail 
trade in August 2019, a growth of 5.8 per 
cent as compared to the same month 
a year ago. The growth was attributed 
to wholesale trade which increased 
RM3.2 billion (+6.3%) followed by 
retail trade with RM2.9 billion (+6.7%). 
Similarly, motor vehicles rose RM0.1 
billion (+1.1%). The key contributor for 
this growth was retail trade with 7.6 
per cent. For performance across sub-
sector, retail trade sub-sector led the 
other sub-sectors with year on year 
growth of 6.7 per cent. Within the same 

WHOLESALE AND RETAIL

OUTLOOK: NEUTRAL

• The electronic commerce or 
e-commerce has continued to transform 
the way business and commerce are 
facilitated today, as the virtual space 
inexorably shapes both the global and 
domestic economies. Estimated to 
generate over US$700 billion (RM2.92 
trillion) in revenue globally, e-commerce 
is one of the fastest growing industries 
in the world, affecting a wide range of 
sectors from food and beverage (F&B) 
to transport. In Malaysia, income from 
e-commerce transactions, namely 
the selling and/or buying of products 

COMMUNICATIONS CONTENT AND INFRASTRUCTURE

OUTLOOK: NEUTRAL

online, came in at RM447.8 billion in 
2017 against RM398.2 billion in 2015, 
growing 6% annually over the two 
years, according to the Department of 
Statistics Malaysia. Statista, a global 
market and consumer data provider, has 
it at US$3.68 billion in terms of revenue 
generated by the e-commerce market in 
Malaysia for 2019, with average revenue 
per user amounting to US$184.94. It 
further predicts the market to grow at a 
compound annual growth rate of 11.8% 
from 2019 to 2023, resulting in a market 
volume of US$5.75 billion by 2023. This 

puts the virtual commerce platform 
on a considerable growth trajectory 
in the foreseeable future, creating 
opportunities as well as challenges 
for businesses and industries going 
forward.

• Fresh off recent announcement of 
positive international tourist arrival 
growth, the Malaysian Association of 
Hotels (MAH) has revealed that hotels 
in the country are registering lower 
occupancy. An internal hotel occupancy 
survey recorded a drop of -4.71% to 
60.8% for the first nine months of the 
year compared to the same period in 
2018 at 65.51%. The same was seen 
for the first half of 2019 where earlier in 
August, according to Tourism Malaysia, 
there was an increase of +4.9% or 13.4 

TOURISM

million in international tourist arrivals 
but hotel occupancy recorded a drop 
of -4.75% compared to the same period 
last year. While (the results) should 
indicate a healthy and recovering or 
even growing tourism industry, the same 
was not felt by industry stakeholders. 
Between January and September, 
Malaysia welcomed 20,109,203 tourists, 
a 3.7% growth compared to the same 
period last year. The first nine months 
of the year also saw tourism receipts 
increase by 6.9% to reach RM66.14bil 

OUTLOOK: NEUTRAL

compared to RM61.85bil for the same 
period last year. This was attributed 
to the hotel industry’s struggle to 
the rise of unregulated short-term 
accommodations (STA) like Airbnb. 



Small businesses face numerous 
challenges. One of them is the 
need to keep an eye out for 
improvements they need to make 

to keep their business viable and to grow 
their customer base. While 80 percent of 
SMEs make it to the first-year mark, just 
half survive to celebrate their five-year 
anniversaries. 

If you want your business to beat the 
odds, you need to invest significant time 
and effort into ensuring your company 
stands out from the pack. Here are some 
important actions you should consider. 
These eight business improvement ideas 
will help you get more customers, be more 
productive, and increase your profits.

Encourage Customers to Provide 
Reviews of Your Business
Traditional advertisements and 

marketing efforts only get you so far. 
Before purchasing a product or service, 
customers want to know what their peers 
think of the item in question. In fact, 
a recent report, shows that 92 percent of 
shoppers hesitate to purchase products 
without reviews.

If you want your business to stand out from 
the pack, brainstorm some ways to get 
satisfied customers to post reviews online 
For example, you could ask for reviews 
on your website and social media pages. 
Additionally, companies can invite clients 
to submit video testimonials. You might 
even want to offer perks to customers 
who leave reviews. If you operate a small 
gym, consider gifting a free spin class to 
any member who reviews your business.

Offer Flexible Scheduling
The best businesses have devoted 
teams comprised of hard-working 

employees. Whether you employ a dozen 
workers or just one or two, boost business 
performance in 2020 by changing the 
way you relate to staff. Even if you can’t 
afford to give top employees a much-
deserved raise, increase their satisfaction 
and loyalty by offering more job flexibility. 
For example, you could let them work 
more convenient hours or enable them 
to log in from home. While companies 
are often hesitant about hiring remote 
workers, a recent Stanford study shows 
that telecommuters regularly put in a full 
day’s work or more and are less likely to be 
distracted than their in-office peers.

Look into Automation
Small businesses are frequently 
forced to operate with limited 

teams. To that end, these companies 
are in a special position to benefit from 
automation technology. Referring to 
systems that operate with minimal human 
assistance, automation expedites a 
wide range of business tasks, including 
accounting, tax prep, email marketing, 
social media marketing, and even 
customer service. As a result, founders 
have more time to invest in big-picture 
items like expanding their product lines 
and finding new markets. If you feel like 
you’re struggling to do it all on your own, 
automation could be the answer.

Get Social
As a small business owner, you 
probably know that social media 

offers a valuable opportunity to build 
your brand and connect with customers. 
Still, that doesn’t mean you’re using this 
resource to its fullest advantage. While 
over 80 percent of SMEs currently use 
Facebook, just 48 percent promote their 
services on Instagram. Depending on the 
nature of your products and services, you 
might do better marketing your goods in a 
more visual environment. 

However, it’s not enough to advertise your 
wares online. Business owners should also 
talk about their brand on social platforms, 
sharing mission statements, charitable 
efforts, and goals for the future. The idea 
is to establish your company as an expert 
in the field while presenting yourself as 
the type of business your target audience 
would feel good about frequenting. The 
goal is to stick in social users’ minds, so 
they think of you the next time they need 
to make a purchase.

Attend an Event - Or Host One
Just because social media has 
made it possible to connect with 

customers and connections online doesn’t 
mean you should stop trying to network 
in person. From town and city events to 
business seminars, networking events 
are a great way to build relationships 
with others in your field. You might even 
be able to partner with a related company 
in order to cross-promote each other’s 
services. Struggling to find a relevant 
event in your area? Consider hosting your 
own networking event or open house, so 
customers can get to know you and your 
business.

Reward Loyalty
Did you know that finding a new 
customer costs three times 

as must as selling to a current one? If 
you want to build your business while 

boosting profits in coming year 2020, 
make customer loyalty a top priority. While 
there’s no one way to keep customers 
engaged, small businesses can earn 
major brownie points by creating loyalty 
programs. 
For example, think about offering perks 
and rewards to customers who regularly 
honour you with their business. You could 
let your VIPs skip the line, provide them 
with freebies, or give them early access 
to sales and deals. Additionally, many 
businesses offer stamp cards to repeat 
customers. For example, a customer who 
buys 10 cups of coffee might receive the 
11th one free. These perks go a long way 
toward incentivizing clients to choose you 
over your competition. 

Build Your Email List
Email marketing is one of the 
best and most affordable ways of 

growing your business. If you want to give 
your SMEs an edge in coming year 2020, 
start by expanding your email marketing 
list -- or building a new one from the ground 
up. Companies can find new subscribers 
by including email registration forms on 
their websites and social media pages. 
Be sure you’re providing customers with 
desirable content, so they have a reason 
to open your emails and newsletters. You 
may even want to segment your email list, 
so the most relevant content is going to 
the appropriate customers. Additionally, 
you can reward subscribers with perks like 
eBooks, coupons, and free shipping offers 
in exchange for signing up.

Listen to Your Customers
When you’ve been in business 
for years, it’s easy to believe you 

know what’s going to sell and how to 
market your products and services. But 
doing things the same way you always 
have may not be right going forward. 
The products or services you sell may 
be on the downhill side of their product 
life cycle. Or there may be a significant 
number of customers you’re not reaching 
because your marketing isn’t reaching 
them or isn’t reaching them at the right 
time. Or, perhaps, they don’t have time to 
come into your shop in town. To find out 
about issues like these, ask customers 
and prospects for feedback. Ask what they 
like, what they don’t like and what else 
they need and what would make it easier 
for the to buy from you. Contact former 
customers and ask similar questions. The 
more you learn about customer needs and 
preferences, the more you’ll be able to 
grow your business.

Source : businessknowhow.com
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8 Business Improvement 
Ideas to Grow Your Business



5 Start-up Hiring 
Challenges

It is essential for any start-up to identify 
and appoint the right talent because 
only the right people have the potential 
to keep a start-up running smoothly 

and successfully in a highly competitive 
business environment. When recruiters 
and HR professionals fail to identify the 
right fit, it results in cash burn, and if the 
employee has a client-facing profile or 
represents the business in any way, it can 
also adversely impact brand identity.

It’s crucial for a start-up to have self-driven 
people who can keep the place charged 
with energy while motivating others to 
work toward business success.  
 

Lack of Hiring Experience
When a business doesn’t invest 
enough in the HR department, it 

becomes all the more challenging to grow 
as young entrepreneurs with no hiring 
experience take up the task of recruitment. 
They end up wasting a lot of time sorting 
through a huge number of applications 
from unqualified candidates — and when 
they do find the right one, they usually 
lack the skills to identify the potential of 
prospective employees. Additionally, they 
can fail to transfer essential business 
knowledge which is required for the brand 
to succeed right from the start.    
 

Shortage of Self-Driven 
Candidates 
Nine out of ten start-ups fail 

either because there is lack of demand 
in the market for their products/services 
or because they fail to meet the ever-
changing market demands. This is why 
a start-up needs a highly motivated, 
hardworking, and dedicated team that 
can take your business to the next level. 
Also, the most essential factor that you 
need to consider for any role in a start-up 
is the ambition of the candidate and their 
willingness to stay for the long term.
Using a full-featured applicant tracking 
system that is integrated with prominent 
recruitment portals and popular social 
media platforms can help start-ups find 
the right candidates for open positions 
faster.

Lack of Flexibility
Because of the size and lean 
structure of small and mid-sized 

businesses (SMB), their employees 
need greater capacity to evolve in order 

to satisfy specific consumer needs, the 
flexibility to keep up with variations in 
the market, and problem-solving skills 
to improve teamwork and performance. 
An employee who is accustomed to a 
traditional industry where he or she plays 
a standardized role may find it difficult to 
immediately adapt to the fast-paced work 
environment of a start-up.  

Poor Cultural Fit 
It can be extremely difficult to 
manage a candidate who has 

the required skill set and experience but 
doesn’t fit culturally in the company. It will 
take extra time and extra effort to bring the 
individual in sync with the organization’s 
environment, core values, cultural beliefs, 
work pattern, and behaviour. Interviews 
give you the opportunity to assess your 
potential employee and identify if they 
are a good culture fit who will flourish in 
the new position and drive sustainable 
success for your organization. Staffing 
agencies can be a good choice if you need 
help with finding the right culture fit — 
they know their talents’ likes and dislikes 
when it comes to company culture, and 
oftentimes, candidates will be more 
forthcoming with external recruiters than 
those in-house.

Attracting and Retaining 
Millennials  
According to a recent blog post 

published on Forbes.com, millennials 
are expected to take over 50% of the 
workforce by 2020. Far more fluent with 
the latest technology, millennials tend 
to communicate openly and are more 
comfortable with a flexible job than their 
Baby Boomer predecessors.
Millennials are a powerhouse. They’ve 
grown up using technology, expect 
flexibility at work, value transparency, 
look for security, desire career growth, 
and love challenges that bring out their 
creativity and add variety to their work. 
In order to retain them, you need to 
make genuine efforts to offer them a job 
where their thoughts and opinions count, 
their contributions matter, and they are 
able to strike a perfect balance between 
their personal and professional lives. 
An organization that understands what 
millennials can contribute to the company, 
and manages to find lucrative ways to 
attract and retain them, can be a huge 
success.

by CEDAR Research Team

The competition is extreme for start-
ups because the market belongs to 
the candidate. A candidate-driven 
market means every time a new 
firm finds the right person, there are 
ten more firms vying to bring him/
her on-board as soon as possible 
by offering higher packages and 
attractive perks. SMBs can attract 
talent by revamping their recruitment 
approach in a manner that appeals 
to them.

Here are 3 simple strategies to tap 
this elusive talent pool: 

Hire on Their Terms 
Social media matters the most to 
modern jobseekers, so why not 
make the most of these platforms? 
Reach out to them in a place where 
they are actively looking for a job 
change by sharing open roles 
on social media platforms like 
LinkedIn, Twitter, and Instagram. 
This tech-savvy generation can work 
wonders for your small business by 
getting your word out in the digital 
landscape.   

Use Technology to Your Advantage 
According to a Glassdoor survey, 
more than 40% of millennials 
search for jobs and read employee 
reviews on their smartphones 
before applying for a job. Make sure 
your careers site is responsive and 
allows millennials to apply for a job 
on the go. Embracing mobile and 
making the application process 
candidate-friendly will work to show 
millennials that you identify with 
their needs. You can also leverage 
video interviewing technology 
to save their time and suit their 
schedules.

Showcase a Culture that Matches 
Their Values 
In order to attract millennials, 
you need to communicate your 
core values. Showcase employee 
testimonials and reviews on your 
company’s career site and social 
profiles to share a glimpse into office 
environment, different management 
styles, and team spirit.

Tips to Attract and Retain 
Ambitious Employees in a 
Candidate-Driven Market
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SEMBANG USAHAWAN bersama

Temubual oleh Nursyafiqah Mohd Rafee

Nurul Izzah Fadhilah Haron
Pengarah

Meneruskan legasi perniagaan 
keluarga tidak semudah 
disangka. Selain perlu 
menjaga dan mengekalkan 

kejayaan yang telah diraih, cabaran yang 
harus didepani adalah menentukan ke 
mana hala tuju syarikat selepas diambil 
alih. Itulah yang dihadapi oleh Nurul 
Izzah Fadhilah Haron setelah beliau 
diamanahkan mengemudi perniagaan 
makanan di bawah jenama Nurul Izzah 
Catering yang warisi daripada ayahnya 
Haron Khamis. Nurul Izzah Fadhilah 
Haron telah berkongsi pengalaman, 
pengetahuan dan pendapat beliau dalam 
dunia keusahawanan dengan BizPulse.

Bolehkah anda ceritakan serba sedikit 
tentang perniagaan anda?

Nurul Izzah Catering dibangunkan pada 
tahun 2004 oleh ayah saya setelah 
dia mengambil keputusan bersara 
awal sebagai pensyarah dalam sektor 
awam. Jenama Nurul Izzah Catering 
dipilih kerana katanya suatu hari nanti 
anak sulungnya iaitu saya yang akan 

Nama Syarikat
Nurul Izzah Catering

Bidang Perniagaan
Penyedian makanan & katering

Alamat Perniagaan
94, Jalan Tempinis,

Kampung Tengah A,
47100 Puchong, Selangor

Telefon
603 – 8068 5410

Laman Web
www.nurulizzahcatering.com.my

Email
enquiry@nurulizzahcatering.com.my

sebelum ini berada pada landasan betul, 
sekali gus memantapkan lagi hala tuju 
perniagaan dalam melonjakkan lagi. 
Kami kini memiliki 30 orang kakitangan.

Apakah kepentingan mendapatkan sijil 
halal?

Sepanjang setahun mengambil 
alih perniagaan, momen paling 
menggembirakannya adalah memiliki 
sijil halal daripada Jabatan Kemajuan 
Islam Malaysia (Jakim). Nurul Izzah 
Catering menerima pengiktirafan halal 
Jakim pada tahun 2018 dan kini dalam 
proses mendapatkan pensijilan Makanan 
Selamat Tanggungjawab Industri 
(MeSTI) daripada Kementerian Kesihatan 
Malaysia pula.

Rata-rata masyarakat Muslim di negara 
ini berpandangan sekiranya syarikat 
katering yang dikendalikan oleh orang 
Melayu dan Islam sudah semestinya 
makanan dan perkhidmatan ditawarkan 
mereka adalah halal. Saya tidak menafikan 
tanggapan itu benar, tetapi aspek halal ini 
menyentuh perkara yang lebih mendalam 
antaranya segi pemprosesan makanan, 
kesucian, kebersihan tempat penyediaan 
dan sumber bahan mentah.

Malah, sebilangan besar syarikat 
katering Melayu Muslim yang ada 
pada masa ini pun tidak memandang 
berat untuk mendapatkan pensijilan 

mengambil alih perniagaan ini. Saya 
merupakan anak sulung daripada dua 
beradik dan saya telah diamanahkan 
untuk mengemudi perniagaan katering 
sementara adik perempuan saya pula 
menguruskan perniagaan restoran kami.

Sedari awal Nurul Izzah Catering 
ditubuhkan, ayah saya telah meletakkan 
penanda aras yang tinggi bagi mencapai 
kejayaan dalam perniagaan makanan. 
Justeru, saya selaku generasi kedua 
perlu memastikan apa yang telah dicapai 

Sumber daripada Internet
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halal. Hanya syarikat katering bukan 
Muslim yang cakna kerana mereka 
memerlukan sijil halal bagi menembusi 
pasaran pengguna Muslim. Dengan 
adanya pensijilan halal Jakim kami 
lebih bermotivasi mengembangkan lagi 
perniagaan untuk meraih pelanggan 
dalam kalangan korporat yang mana 
pengesahan pensijilan halal amat perlu 
selain perancangan meneroka pasaran 
luar negara. Saluran air dibina di dalam 
kawasan dapur mengikut spesifikasi 
ditetapkan oleh pihak Jakim bagi 
memastikan saliran sentiasa dalam 
keadaan baik.

Apakah cabaran yang anda tempuhi 
dalam menguruskan perniagaan anda?

Kami merancang untuk mengeluarkan 
produk makanan sendiri supaya lebih 
ramai dapat merasai makanan Nurul Izzah 
Catering pada bila-bila masa tanpa perlu 
tunggu jemputan majlis kahwin. Malah, 
kami juga merancang untuk membawa 
makanan kami ke pasaran luar negara. 
Bagaimanapun, harga perkhidmatan 
Nurul Izzah Catering berubah selepas 
menerima pengiktirafan, selaras dengan 
dengan penstrukturan kos yang perlu 
ditanggung.

Bukan mudah mendapatkan pengesahan 
halal daripada Jakim. Banyak perlu 
dipatuhi dan memerlukan kos yang agak 
banyak. Malah, proses pengiktirafan 
halal oleh Jakim adalah yang amat ketat 
di dunia. Apabila berjaya mendapatkan 
pensijilan halal, secara tidak langsung 
kami berjaya menaikkan lagi standard 
jenama Nurul Izzah Catering. Tambahnya, 
kos yang terlibat dalam proses 
mendapatkan sijil halal Jakim juga telah 
merubah struktur operasi, fasiliti dan 
pemasaran Nurul Izzah Catering.

Kami amat menitik beratkan tatacara 
pemakaian cef ketika operasi penyediaan 

Kami difahamkan anda juga mempunyai 
perniagaan restoran. Bolehkah anda 
kongsikan?

Kami juga mempunyai Restoran Asap 
Steamboat & Grill (ASAP). Penubuhan 
restoran tersebut adalah idea ayah 
saya. Dia mahu mempunyai tempat 
yang akan membawa bersama orang 
ramai dan menikmati hidangan bersama. 
ASAP mempunyai dua cawangan iaitu 
di Puchong dan Bandar Baru Bangi. 
Restoran kami menggunakan kontena 
perkapalan untuk struktur utamanya 
dan mempunyai konsep terbuka, 
membolehkan pengunjung menikmati 
makanan mereka dalam suasana yang 
santai dalam suasana kampung.

Restoran mempunyai ruang yang cukup 
untuk kanak-kanak berjalan dengan 
lancar dan juga tempat letak kereta. Asap 
Steamboat & Grill boleh menampung 
sehingga 200 pengunjung pada masa 
yang sama. Kami gembira dengan apa 
yang telah dilakukan oleh ASAP, kerana 
kami telah mencuba konsep restoran lain 
sebelum ini tetapi terpaksa menutupnya 
disebabkan oleh tindak balas yang 
kurang baik.

ASAP mengetengahkan konsep buffet 
dan menawarkan lebih dari 115 jenis 
bahan mentah dan pra-masak. Ini 
termasuk daging lembu, kambing, ayam, 
ikan dan pelbagai jenis makanan laut yang 
diperap dengan empat jenis perapan - 
“Asap pedas”, BBQ, madu dan lada hitam, 
yang dihidangkan bersama sos seperti 
“Asap sauce”, Thai dan lada hitam. Juga 
boleh didapati adalah ketam lembut yang 
digoreng, yong tau foo seperti bola ikan 
dan jejari ketam, cendawan, sayuran dan 
jagung kukus, serta ais krim dan jeli untuk 
pencuci mulut. Terdapat tiga pilihan sup 
– Kari Nyonya, Sup berasaskan Rempah 
dan juga Tom Yam. Pelanggan ASAP 
terdiri daripada orang ramai berbilang 
kaum, termasuk keluarga dan kumpulan 
pejabat. Sebahagian besar datang dari 
Lembah Klang, tetapi ada juga yang 
datang dari Seremban dan Melaka.

masakan bagi memenuhi aspek 
kebersihan dan kesucian. Saya boleh 
katakan, setelah mendapat pensijilan 
halal harga perkhidmatan kami turut 
meningkat lebih kurang 20 peratus. 
Namun, ia tidak memberi kesan 
kepada penurunan bilangan pelanggan 
memandangkan terdapat pelanggan 
yang memang cakna dan amat menitik 
beratkan aspek pensijilan halal.

Apakah perkhidmatan lain yang 
dijalankan oleh perniagaan anda?

Selain menawarkan perkhidmatan 
katering, Nurul Izzah Catering turut 
menawarkan lokasi dan dewan 
perkahwinan. Dewan yang dinamakan 
The Acre itu terletak di No. 94 Jalan 
Tempinis, Kampung Tengah A, 
47100 Puchong, Selangor. The Acre 
menyediakan ruang parkir yang boleh 
menempatkan 50 buah kereta, dewan 
yang mampu menempatkan 450 orang 
tetamu dalam satu masa, surau lelaki 
dan perempuan, kawasan rehat luar 
dan pelbagai kemudahan lain. Apa yang 
menarik, The Acre boleh disewa biarpun 
pelanggan tidak mengambil pakej 
katering daripada kami.

Pihak kami turut merancang prospek 
perniagaan lain melibatkan perkhidmatan 
tempahan makanan untuk majlis-
majlis kecil dan sederhana. Melalui 
perkhidmatan berkenaan pelanggan 
boleh menempah makanan secara dalam 
talian (online) pada harga yang berbaloi.

Dewan perkahwinan kami mampu 
menempatkan 450 tetamu dalam satu 
masa. Pelanggan boleh memesan 
makanan dalam kuantiti minimum untuk 
10 orang menerusi online. Perkhidmatan 
itu bertujuan memudahkan orang ramai 
mendapatkan makanan Nurul Izzah 
Catering pada bila-bila masa tanpa 
perlu membuat pesanan yang banyak 
pada harga lebih murah. Makanan yang 
ditempah akan dihantar oleh kakitangan 
syarikatnya kepada pelanggan.

Sumber daripada Internet

Sumber daripada Internet
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Does it feel like you’re NEVER going 
to finish paying back your student 
loans? Do you spend more on coffee 

per month than you put into your credit 
card repayment? Do you avoid looking at 
your bank balance because it’s easier to 
live in denial?

The first step to getting your financial 
life in order is tracking what you spend. 
Money Diaries, the breakout series from 
Refinery29, offers readers a revealing 
and often surprising look at the personal 
finances of others: what they spend, 
how they save, and even the purchases 
they hide from their partners and friends. 
Featuring all-new Money Diaries, valuable 
advice on how to get rich (and afford life 
in the meantime) from a handpicked team 
of female financial advisers, and money 
challenges that will save you up to $500, 

Refinery29 Money Diaries will empower 
you to take immediate control of your own 
money, including:
• Why budgets are bullshit and what to 

do instead
• How to make repaying your loans as 

painless as possible
• How to start an emergency fund even if 

you’re living pay check to pay check
• How to effectively ask for a raise and 

make sure you’re being paid fairly
• How to have fun without going broke
• The joy of saving for future you
• With a vision of what your dream bank 

account balance looks like, some expert 
advice to help you achieve it, and the 
support of a powerful community with 
the same goal, you’ll be a step closer 
to taking control of not just your wallet, 
but your life.

Money Diaries:
Everything You’ve Ever Wanted to Know 
about Your Finances... and Everyone Else’s
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In this groundbreaking analysis of 
personality type, bestselling author of 
Better Than Before and The Happiness 
Project Gretchen Rubin reveals the one 

simple question that will transform what 
you do at home, at work, and in life.

During her multibook investigation into 
understanding human nature, Gretchen 
Rubin realized that by asking the 
seemingly dry question “How do I respond 
to expectations?” we gain explosive self-
knowledge. She discovered that based 
on their answer, people fit into Four 
Tendencies: Upholders, Questioners, 
Obligers, and Rebels. Our Tendency 
shapes every aspect of our behaviour, so 
using this framework allows us to make 

The Four Tendencies:
The Indispensable Personality Profiles 
That Reveal How to Make Your Life Better 
(and Other People’s Lives Better, Too)

better decisions, meet deadlines, suffer 
less stress, and engage more effectively.

More than 600,000 people have taken 
her online quiz, and managers, doctors, 
teachers, spouses, and parents already 
use the framework to help people make 
significant, lasting change.

The Four Tendencies hold practical 
answers if you’ve ever thought:
• People can rely on me, but I can’t rely 

on myself.
• How can I help someone to follow good 

advice?
• People say I ask too many questions.
• How do I work with someone who 

refuses to do what I ask--or who keeps 
telling me what to do?

Author  : Lindsey Stanberry
Pages  : 336 pages
Publisher  : Gallery Books


