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Managing Small Business
Enterprise Risk

By Dr. Azharudin Ali

“Risk comes from not knowing what you’re doing.”

E

ffective risk management helps
companies to have better chances
of success and achieving its
objectives, reduce uncertainties,
grow a business to greatness,
improve performance, and optimizing the
allocation of resources. Is risk management
only for big companies or multinational
organizations? The answer is definitely no.
Risk management is everyone’s business.
It is for all persons, all companies (small,
medium and big), and all entities (business
and non-business) across private or public
sectors. Life and business are full of
uncertainties.
The question is, how can small businesses
manage their risks effectively?
Many small enterprises seem to be
unsustainable and go out of business
before completing their first third or fifth
year. It is evident that running a business
can be a risky effort. Risk management is
a proactive, systematic and an on-going
process, culture and structures involving the
identification, assessment, management,
monitoring and reporting of risk exposures.
It provides a framework for dealing with and
reacting to such uncertainty by directing
towards maximizing the positive events
and minimizing the negative ones. Risk
management develops risk responses or
strategies to best manage the key risks
that may adversely affect the organization’s
success and exploiting the opportunities
that enable that success.
“Risk nothing, does nothing, has nothing, is
nothing and will be nothing”.
Generally, big companies are better equipped
and relatively well structured to deal with
risks. On the other hand, due to numerous
constraints, small businesses are more

- Warren Buffett

endangered to the downside of negative
risks. However, they manage to survive
attributable to their flexibility and small
magnitude. Thus, small businesses have to
manage risk effectively in order to achieve
objectives and progress efficiently. They
deal and make decisions about uncertainties
and risks in all aspects of running business,
and their success is contingent on how
effectively they manage those uncertainties.
With the right tools and technique, small
business entity can manage risk more
effectively to exploit opportunities as
well as execute best strategy to mitigate,
share, avoid and accept risks to increase
their sustainability, financial performance,
reputation, market share and grow.
It is common among big companies
to develop completely rigorous and
integrated risk management process.
Moreover, they also appear to fully adopt
risk management framework such as ISO
31000 Risk Management, COSO Enterprise
Risk Management, AS/NZS 4360 Risk
Management, Risk Management Standard
of The Institute of Risk Management (IRM)
& The Association of Insurance and Risk
Managers (AIRMIC) and Basel III.
Alternatively, Small and Medium Enterprises
(SMEs) can use risk management guideline
specifically issued for SMEs such as ISO
31000. This framework is important as it
involves everyone and everything across
entire companies to use a common language
for dealing with uncertainty and consciously
thinking about change rather than just
reacting to it. Furthermore, it provides a
prolific imagination process to diagnose
future events through so-called ‘horizon
scanning’ and at the same time learn from
past experience. However, there is no one
size framework that fits all. In this respect,
those risk management framework does not
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set a formula for risk management nor intent
to provide a one size fit all solution.
Concerning the capacity and cost- benefit
analysis, it will be very challenging for
small business entities to fully or partly
adopt the framework. Therefore, they need
to customize their approach and practice
from any preferable recommended risk
management framework to match with their
size and small nature of operation, function,
culture, budget and structure. The most
important thing is to meet with their varying
degrees of risk challenge. In addition, for
very small businesses with less than 5
employees, they may develop their own
way of managing risk. Instead of applying a
common risk process, small business entity
can implement risk process at a different
degree and practise more simple and
informal measures. These include:
Risk Structure and Responsibilities – The
Three Lines Model has clearly outlined and
helps companies to better identify and
structure role and responsibility of different

continue on page 2
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key players in managing risks including alignment,
interaction and collaboration among them.
However, it will be difficult for the small business
entities to establish proper structure that clearly
defines everyone’s role and responsibility in risk
management. For this reason, they do not have to
appoint chief risk officer (CRO) or even develop risk
management committee and risk management
function (RMF). Owners or managers of the
small business entities may undertake all the
elements of the risk process as part of their overall
responsibility for managing business to manage
their enterprise-wide risks, without using any risk
specialist.
In this context, there will be very limited or almost
no segregation of duties for risk management
tasks, where the business owner can work with
a few persons or performing one man show as a
risk owner, champion, advisor, coordinator, trainer
and officer to manage, monitor, communicate and
provide assurance pertaining to risks.
Methodology and Processes - A small business
entity may be able to incorporate the risk process
within the overall business management process,
without the need for specific risk management
activities. The most crucial element here is
knowledge, understanding and know-how of risk
management. All five risk management process,
which is:
1. Establish the context
2. Risk assessment (identification, analysis,
estimation and evaluation)
3. Risk communication and reporting
4. Risk treatment
5. Risk monitoring can be applied as needed
To ensure that all significant risks are identified
and manage effectively, small business entity
should master the first two of the risk management
process. This will help them to understand entity’s
objectives; knowing their key business processes
and sub-processes; recognizing linkages of
the objectives with the processes, risks and
opportunities; knowing the stakeholders and
defining the internal and external environments;
and understanding culture, strategic planning,
people, systems, structure and processes;
developing risk criteria; and understanding risk
management principle and objectives. The most
common category of risks include strategic risk,
operational risks, financial risks, compliance
risks, cyber security and information technology
related risks.
Tools and Techniques - Risk register will be the most
important outcome of risk management process
and activity for small business entity. This will
involve risk identification, assessment, evaluation,
prioritization and treatment. However, there will be
no wide range of techniques, artificial intelligence,
risk management software and complicated
quantitative risk identification technique (like risk
Monte Carlo Simulation) need to be adopted. The
straightforward risk identification techniques such
as interview, benchmarking, team brainstorm,
meeting/workshop, and SWOT analysis might be
used to identify risk. Risk information and data
will be recorded in a spreadsheet, and monitoring

actions will be done through periodic meetings
when necessary. In general, small businesses
do not have training and just have little guidance
on how best to manage risk and where to turn to
for advice. Normally, they identify and manage
risk informally, unsystematic, by guessing, no
risk criteria in place and even do not realize that
they are managing the risks in their day-to-day
management activities.
Be Proactive, Creative, Innovative and Risk
Savvy
Even though small business entities do not
have the capacity and capability to develop and
implement robust risk management framework
as compared to big companies; they need
to deal with their business risks in order to
succeed and achieve their desired objectives.
The most crucial element for small business
entity to perform risk management is to be
proactive and agile. Risk management involve
the preparation and management for possible
events in advance rather than responding as
they happen. To be a leading business entity,
proactive and agile is the main prerequisite. As
a result, your business entity can reduce time
spent in firefighting, seizing opportunities and
competitive advantage.
To be successful in practising risk management,
small business entities must learn and get
information needed in this area to understand
the essentials of risk management and how risk
management are applied. This will enable them
to know about risk management fundamental,
how to apply and what rules should be put into
practice in their business entities. To prepare
you and your business entity in practising risk
management, you should read risk management
books, articles, manuals, standards, framework,
best practices, guidelines and other relevant
material. Further, go for training, online and
offline courses, sharing session, learn about
success and failure stories, and join any suitable
risk management group. This will help you to set
plan, objectives and strategy to practising risk
management. It will also help you to avoid trails
and errors, troubleshoot problems, benchmark
best practices and adopt tools and techniques
that suit with your entity risk management
objectives and needs. It is not easy to start and
run a business.
Risk management will prepare you and your
entity to best use resources, develop best
strategies and do everything possible to make
your business successful and efficient. It also
drives you and your entity toward the right
knowledge on how to best run your business.
This is crucial for your business entity survival,
reputation, productivity and performance.
Knowledge is power. It makes a huge difference
between light and darkness, enjoy and stress,
confident and unconfident, right and wrong,
and success and failure. Effective and practical
risk management are essential for small
business entity to sustain, grow, innovate, while
continuously seeking for improvement.

Dr. Azharudin Ali is the senior lecturer at Tunku Puteri Intan Safinaz School of Accountancy (TISSAUUM), Universiti Utara Malaysia. He can be reached at azharudin@uum.edu.my.
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Small Business Accounting Tips
by CEDAR Research Team

A

ccording to the Bureau of Labor
Statistics, about half of all
businesses will close in their first
five years of operations, and one
of the most common reasons for closure
is mishandling funds and running out of
money. Rather than malicious fraud or
disastrously low sales, what usually leads to
financial crisis comes down to small errors
in bookkeeping that add up over time. Most
entrepreneurs aren’t experts in accounting,
and most new businesses don’t have the
funds to have a dedicated accounting
team, so mistakes are bound to happen, but
keeping these five accounting tips in mind
will help you keep them to a minimum, and
keep your business thriving for years to
come.
Here are 8 accounting tips for entrepreneurs
that can help you in the initial stage of your
business.
Separate Business and Personal
Expenses
Having a dedicated business bank
account for checking and savings saves
you precious man-hours when it’s time to
tally up deductible business expenses.
Out of the gate, get used to using different
bank accounts for business and personal
purchases. If you’re contributing capital
to your business out of your personal
assets, make sure you clearly document the
contribution.
Maintaining a dedicated business bank
account and business credit card will also
help you limit legal exposure to business
debts if you have a limited liability company
(LLC) or corporation. In general, you cannot
deduct personal expenses on a business
tax return. If you use property both for
business and personal use, such as a car
or home office, then the portion of time you
use the property for business is deductible.
Otherwise, deducting personal expenses on
a business tax return is not allowed.
Track Every Expense
Label and categorize each expense,
and track your cash flow to ensure
that you can maximize tax write-offs and
credits. Moneys add up quickly and you
can easily run out of it. Use your business
credit cards for all purchases and you won’t
end up with a wallet full of paper receipts to
sort through. This also means you can earn
rewards and cash back for your spending.
Accounting software will also store copies of
checks and invoices that you’ve paid. When
cash is your only option, file digital copies of
receipts in your accounting software. Your
chosen accounting method will impact when
to record expenses and income.

Accurately Record Income
Loans, revenue from sales and other
cash infusions are easy to lose track
of, but you need to keep tabs on all your
incoming cash flow. If you don’t, you could
end up underpaying your taxes, and that can
lead to penalties. As with expenses, your
accounting method will determine exactly
when to record income. If you’re still using
a spreadsheet for accounting, you’re missing
out on some major tools that can streamline
your bookkeeping and save your business
time and money.
Accounting software is designed to
streamline your business’s finances and help
even novices to the world of business and
bookkeeping keep their business profitable
and out of financial or legal trouble. You don’t
have to pay premium prices for premium
services, however. There is a wealth of
powerful software for every type of business
and at every price point.
Consider Hiring a Professional,
Even If Temporarily
Hiring a professional bookkeeper
or accountant, even for just a few hours per
week or month, can make a big difference.
The work of a bookkeeper and accountant
overlap, though a bookkeeper is mainly
concerned with recording and classifying
income and expenditures. An accountant
might also file taxes and help you with
strategic planning.
A professional will keep your records up-todate and orderly, and a pro is better equipped
to know about potential fees, loopholes,
or additional tax deductions for which you
might be eligible. Understanding different
provisions and requirements can help you
get tax advantages and save time. Just be
sure that when you do hire an accountant,
they speak to you in a way that you can
understand.
Dedicate Time to Update Your Books
Block out weekly time in your
calendar to get necessary paperwork
in order and avoid letting receipts and
invoiced receivables pile up. Make sure to
stick to the time you’ve set aside. This can
save you a lot of catch-up work as tax season
nears. It would be a good idea to venture into
an accounting software, so that you can
save your time by automatically categorizing
income and expenses and reconciling your
bank accounts and credit cards.
Expect Major Expenses
As your business expands, it stands
to reason that your business
expenses will rise too. You’ll most likely need
to update software to handle more users,

upgrade aging hardware, or expand your
inventory. You might have a handle on your
day-to-day expenses, but not planning ahead
for these major expenses can land your
company in hot water.
You should also plan ahead for worst-case
scenarios, like natural disasters, global
pandemics or even personal family crises
that could keep your business closed for
weeks or even months. Many financial
advisors suggest saving at least three to
six months’ worth of business expenses
in reserve. This should be liquid cash that
is easily accessible in a business savings
account, so you can tap into it with little
worry if disaster hits your business. It’s
also recommended to have a target savings
date in mind when it comes to upgrading
technology, both to make saving easier, and
to make sure your tech doesn’t grow too old
and cause problems for your business.
Follow Up on Invoices and
Receivables
Just because you’ve sent an
invoice doesn’t mean you’ll get paid. Avoid
overpaying on taxes and hours spent
sifting through your revenue account and
receivables listing by circling back with
vendors who owe you money. Send invoices
right after a job to increase the chances of
prompt payment, and follow up with friendly
reminders as the deadline approaches. You
can even offer early payment discounts to
incentivize your customers to pay quickly.
Accepting online payments and using cloudbased accounting software can also help
automate this process for you.
Create Financial Projections for
Future Years
Even if your business is financially
sound today, you want to make sure things
stay positive. Using financial projections
and reports—like a common size analysis or
general profit and loss statement—you can
estimate where your company will be the
following year and even two or three years
down the road. Financial projections can
help you figure out where to invest business
revenue and whether and when you’ll need to
start applying for a business loan.
Financial forecasting can be tricky because
you have to figure out how expenses can
change due to natural forces (e.g. inflation)
as well as decisions by your clients. The
same is true for revenue, where you’ll have
to factor in price increases and the number
of customers marketing will generate each
year. Sitting down with your accountant or
using accounting software are the best ways
to develop realistic financial projections.
Source: fundera.com
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How to Pivot
Your Sales in
Times of Crisis
by CEDAR Research Team

T

he world has been shaken by the
COVID-19 pandemic, with nearly
every life and industry affected.
Governments are working to keep
their citizens safe while economies are
struggling to stay stable. Small businesses
around the world have been challenged
financially, being forced to adapt to new
forms of selling. As we navigate through
the pandemic and prepare for its end,
there’s several ways that businesses can
strategize to make the most out of their
situation.
Here are five helpful tips that can guide
your business to boosting sales during
and after COVID-19.
Re-evaluate Your Offering
COVID-19 has changed how we live
our lives every day. This is one thing
that you cannot ignore when it comes to
your customers. Some products you sell
may be irrelevant to their needs, while
others may be more important than ever.
Ask yourself the following questions to
determine what you should still be selling
during and after the pandemic.
What products do you sell that may no
longer be relevant?
During the pandemic, you may be
selling products that aren’t relevant to
your customers anymore. For example,
you may be selling travel or live event
accessories or – travel and live events are
extremely limited due to the pandemic, so
you may not be selling many of those. To
adapt to this and mitigate any lost sales,
you may need to remove those products
or alter them in a way that can adapt to
at-home use.
Alternatively, once things start shifting
back to a state of normal, you may find
that some products you added to your
store may no longer be needed by your
customers. Many online stores started
selling medical supplies, such as hand
sanitizer and face masks, once the
pandemic began to meet a need in the
market. Once the pandemic begins to
wind down, determine if those products
are still appropriate to sell and if they
should become permanent fixtures of your
inventory.
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Where can you move physical offerings to
online venues?
If your business has a physical presence,
it’s vital that you begin to move your
business to online if you haven’t already.
Take the time to build an online store
that makes it easy for your customers to
get what they need from your business
without risking their health. An online
store can be helpful in the long run as
well. With an online store, you won’t have
to worry about decreased foot traffic or
lockdowns having a negative effect on
your business. You can also use an online
store to offer in-store or curb side pickup
to your customers. This gives customers
the option to buy from your store in a safer
way, but still get their products quickly and
without a delivery fee.
How can you readjust your service to
better cater to customers?
It goes without saying that we live in
confusing times. It’s extremely valuable
to your customers that you bring a sense
of clarity with your service. Whether
customers need help processing a return
or finding a product that they need,
extending the reach of your customer
service can make a huge difference.

Here’s a few ways that you can improve
your customer service during and after the
pandemic:
• Offer longer customer service office
hours (online). This can help make up
for the fact that customers cannot see
you physically.
• Use more channels to increase your
online support. Maintain availability
on multiple channels, including phone,
live chat, email, and even social media.
• Create more resources for self-service
support. Put together a comprehensive
knowledge base, glossary, How-To
tutorials, and more to help customers.
• Be honest regarding expected wait
and delivery times. This is especially
important if your staff has been
limited or is working from home due
to the pandemic. Delivery times have
also been delayed around the world
– inform customers of how you’re
handling this issue.
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Communicate with Customers
During and after the pandemic,
it’s crucial that your business
is constantly communicating with your
audience. Businesses and customers
are both experiencing many changes in
their day-to-day life, whether it’s financial
struggle or a simple change of routine.
Utilize your messaging channels, including
social media, to inform customers about
what’s changing (and staying the same)
with your business. By opening up a
dialogue with your customers, you can
gauge what changes they’d like to see
your business make and respond to that
valuable feedback. Make it clear that you
care about more than just a customer’s
wallet, and that you’re passionate about
how you can help them in a meaningful
way.
Start Planning Ahead
If you had no crisis plan in place
before the pandemic, then your
business may have been caught off guard
and suffered as a result. There’s no better
time than the present to start planning on
how you’ll be approaching the rest of the
pandemic and how you’ll be returning back
to normal once it’s over. Of course, the
pandemic has been largely unpredictable,
with lockdowns starting and ending
quickly. It’s impossible to plan with
specific dates for reopening, so give your
plan room to change if the situation alters
at all. While we all want to increase sales,
we also don’t want to lose sales either –
look at what your business is doing right
now and locate any weak points.
To start your plan, perform an audit of
your business. Where are you losing sales,
where are you gaining sales, and where
have you stagnated? Determine how
COVID-19 has impacted your business and
industry as a whole and take measures to
mitigate the damage. You’ll also want to
monitor how your country is approaching
its economy and travel, as this can directly
affect your business during and after the
pandemic. The decisions of your country’s

government can influence the decisions
of your business, so stay aware of all
changes.
Adjust Your Marketing Strategy
One of the first things you should
have done once the pandemic
began was comb through your existing
marketing messaging and remove
anything irrelevant or inappropriate. If you
haven’t already, look through all of your
scheduled campaigns, social media posts,
and email marketing to determine what
needs to be removed or changed. It’s also
a good idea to think about your you can
integrate distancing or health safety into
your current marketing while maintaining
relevancy.
Beyond content is the tone of your
messaging. As we move closer to the end
of the pandemic, we may be able to shift
our tone back to normal, but you should
still stay aware of how you’re speaking to
potential and existing customers. Utilize
these methods:
• Your messaging should be accurate
and clear regarding the pandemic.
• Adopt a sympathetic tone, as many
customers may also be experiencing
hardships at this time.
• Avoid making jokes about the situation
or approaching the pandemic with
inappropriate humor.
• Don’t be serious all the time – a lot
of people need a smile during these
times. If your business can provide
that, customers will remember you.
Your customers will be expecting your
brand’s response to COVID-19. It’s vital
that you do not use the pandemic as
an excuse to advertise your products.
Instead, brainstorm how you can offer
assistance through your services,
rather than capitalize on an unfortunate
situation. It may be tempting to increase
your sales this way, but customers can tell
when you’re taking advantage of a difficult
time.

If you’re running paid ads, you need to
keep them all up to date regarding your
inventory. You don’t want to be advertising
products that are discontinued or out of
stock. It may be a good idea to pause or
lower the budget on most of your paid ad
campaigns if you’re struggling financially
due to the pandemic.
Improve Your SEO
Your business should already be
optimizing for search engines
if you have an online presence. During
the pandemic, it’s newly important that
your business appear high up on search
engines when interested customers
search for your products. You can’t rely
on customers walking past your physical
store during the pandemic, so you need to
compensate for that lost foot traffic with
increased online traffic.
More people are shopping online during
the pandemic than ever before, and there’s
no sign of this trend stopping once the
pandemic is over. However, SEO looks
a lot different during the pandemic for
small businesses selling non-essential
items. Namely, searchers are looking
for answers to news and health-related
questions rather than products. This is
not to say that SEO still isn’t important
for small businesses – it just means that
you’ll need to take a different approach to
optimization so as not to be drowned out.
As case numbers increase in some
countries and decrease in others, it’s
difficult to predict when COVID-19 will
stop challenging the world. However, there
are changes that your company can make
to mitigate losses and increase sales
during and after the pandemic. By meeting
new customer needs, communicating
regularly, planning effectively, adjusting
marketing strategies, and focusing on
SEO, your business can make the best out
of a difficult situation.
Source: datafeedwatch.com
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BUSINESS ALERT
by Corporate Planning

OIL, GAS AND ENERGY (Average USD 74.3 / Brent Crude)
OUTLOOK: NEUTRAL
• Petronas has approved UK-listed
Jadestone Energy plc’s proposed
US$9 million (about RM37.85 million)
acquisition of SapuraOMV Upstream
Sdn Bhd’s Peninsular Malaysia oil and
gas assets. The approval will partly
facilitate the transaction’s completion
by end of this month (July 2021).
Jadestone announced the satisfaction
of all conditions required including
the receipt of Petronas’ approval to
complete its proposed acquisition

of the assets located off Peninsular
Malaysia’s east coast.

agreement, completion is scheduled to
occur on or about July 30, 2021.

• Jadestone and SapuraOMV will now
proceed to complete the transaction,
which will entail Jadestone paying the
headline consideration of US$9 million,
subject to agreed adjustments. At
completion, Jadestone will also receive
the economic benefits from the assets
accruing from the effective date of Jan 1,
2021. Under the terms of the acquisition

• Sapura Energy said on its website that
SapuraOMV Upstream has identified
Malaysia as its hub to expand into AsiaPacific, and SapuraOMV Upstream’s
combined strengths and expertise will
pave the way for SapuraOMV Upstream
to become a leading global independent
oil and gas company.

more than 400 consultant specialists.
The expansion is expected to increase
the capacity to approximately 3,000
beds in the next few years.

another two hospitals in Sunway
City Iskandar Puteri, Johor and Paya
Terubong, Ayer Itam in Penang Island.

HEALTHCARE
OUTLOOK: NEUTRAL
• Sunway Berhad (“Sunway”) has
finalised a deal where an affiliate of GIC
Pte Ltd (“GIC”), Singapore’s sovereign
wealth fund, will acquire a 16 percent
stake (on a fully converted basis) in
Sunway Healthcare Holdings Sdn Bhd
(“Sunway Healthcare”) for RM750
million. With this expansion, Sunway
Healthcare is set to become a leading
integrated private healthcare group with
a network of hospitals and healthcare
services in Malaysia and Singapore.
Sunway Healthcare currently operates
two tertiary hospitals with combined
capacity in excess of 800 beds and

• In addition, Sunway Healthcare is
expanding its operations at its flagship
Sunway Medical Centre Sunway City,
Selangor, and Sunway Medical Centre
Velocity, Kuala Lumpur. Sunway
Healthcare is also developing new
hospitals in Seberang Jaya, Penang;
Sunway Damansara in Selangor;
Sunway City Ipoh in Perak; Kota Bharu
in Kelantan. Also, in the pipeline are

TOURISM
OUTLOOK: NEGATIVE
• Malaysia recorded the biggest growth
in the domestic tourism market among
ASEAN countries in the second half of
last year (2H2020) when lockdowns
were lifted. Despite an enormous drop
in bookings (in all countries), the desire
for Malaysians to travel is crystal clear
across all regions of the country and
we saw Malaysia’s destinations which
never made in our top 10 before, made it
into that list. While stressing that ASEAN
tourism is not ‘dead’, Malaysia could
develop and implement a similar move
to quickly revive the tourism sector, by
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focusing first on main foreign tourist
attractions including Penang, Melaka,
and Sabah.
• MAFTA also strongly urged the
government to draw up an immediate
and medium-term recovery plan
together with the private sector for the
tourism industry. The plan should adopt
best practices relevant to the industry
from Thailand and other European
countries. Tourism was the third
biggest contributor to Malaysia’s gross
domestic product (GDP)- estimated

to contribute about 13.1 per cent to
14.2 per cent of the total GDP of our
nation. It cannot be an option anymore
as 3.6 million workers are losing their
livelihoods and the RM100 billion losses
incurred by companies cannot be dialled
back.
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BUSINESS SERVICES
OUTLOOK: NEUTRAL
• Pahang plans to develop an Aerospace
City in a 5,042-hectare area in Gebeng
here beginning next year and it is
expected to be ready in 2026. The
high-impact project would also involve
the transfer of the existing airport to a
new area and subsequently support
the 3rd National Physical Plan as a
national integrated transit development
(air, land and sea) in the area. Once
completed, the project would also have
an international airport and worldclass aircraft maintenance, repair and
overhaul (MRO) services.

• The market value of the MRO sector
in the Asia Pacific region for the next
20 years is estimated to be RM15
trillion and, with the opening of the City,
Pahang is expected to reap one per
cent or RM150 billion for 20 years or
RM7.5 billion annually. The project will
be implemented as a Private Finance
Initiative (PFI) together with State
government-linked company Pahang
Corporation Sdn Bhd (PahangCorp).

COMMUNICATIONS CONTENT AND INFRASTRUCTURE
OUTLOOK: NEUTRAL
• The
Malaysia
Digital
Economy
Corporation (MDEC), Malaysia’s lead
agency in digital transformation, has
announced its ‘Digital Investments
Future5 (DIF5) Strategy’, a five-year plan
focusing on five key thrusts aimed at
attracting investments and advancing
Malaysia’s digital economy in line
with the Malaysia Digital Economy
Blueprint or MyDIGITAL. The five-year
initiative, which will run from 2021 to
2025 following the 12th Malaysia Plan,
aims to secure high quality digital
investments as it seeks to unlock new

drivers of growth in the digital economy.
Cumulatively, MDEC has brought in
RM345 billion worth of investments
via MSC Malaysia since 1996, creating
184,396 jobs, and housing 40 of the
Forbes100 companies in Malaysia.
• The five industry sectors that have
been identified as key drivers are;
AgTech, HealthTech, Islamic Digital
Economy and FinTech, CleanTech and
EduTech. These industries are based
on the strategic national industries
for digitalisation and have also been

mapped to the national priority sectors.
Digitalisation of these industries will
have a high impact on investment,
jobs and contribution to GDP. More
importantly, the size and potential of
these sectors would also draw large
global companies, where Malaysia could
benefit from international partnerships
with local companies and the resulting
technology and knowledge transfer.

WHOLESALE AND RETAIL
OUTLOOK: NEUTRAL
• Sales value of Wholesale & Retail Trade
recorded RM108.3 billion in May 2021,
registering a positive growth of 28.3
per cent year-on-year. The growth was
attributed to Motor Vehicles which
increased 71.1 per cent. Similarly,
Wholesale Trade and Retail Trade
rose 31.2 per cent and 17.3 per cent,
respectively. Wholesale Trade generated
sales value of RM53.4 billion in May
2021, increasing by RM12.7 billion
(31.2%) as against May 2020. Other

Specialised Wholesale was the highest
contributor with an increase of 70.5 per
cent as compared to the previous year.
• For monthly comparison, sales of this
sub-sector went up 0.8 per cent. Sales of
Retail Trade registered a positive growth
of 17.3 per cent as compared to May
2020. Among groups that contributed
to this expansion were Retail Sale
of Information & Communication
Equipment in Specialised Stores

(35.6%), Retail Sale of Other Household
Equipment in Specialised Stores (32.2%)
and Sale of Cultural & Recreation Goods
in Specialised Stores (28.0%). Compared
with April 2021, sales of this sub-sector
edged down 2.2 per cent.
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ECONOMIC OUTLOOK

Transitory Inflation,

A By-Product Of Economic Recovery
By Strategic Credit & Economic Analytic (SCEA)

I

nflation has been on the rise globally
as countries began to ease lockdown
restrictions. Three main reasons behind
the upswing are (1) low base effect, (2)
a surge in commodity prices and (3) fiscal
stimulus & cash transfers in developed
countries that boosted household
spending.
Commodity prices in the pandemic era
A supply-and-demand mismatch has
pushed commodity prices upwards. This
is attributed to disruptions in industrial
production capacity and robust demand
for commodities following the reopening
of major economies. Commodity price
growth is likely to decelerate, albeit

remains high, over the medium term as
recovery normalises. We expect the y-o-y
inflation rate to slow down given the fading
of low base effect and the gradual reversal
of OPEC+’s production curtailment next
year. Nonetheless, dispute between Saudi
Arabia and the United Arab Emirates
(UAE) – over the extension of the existing
deal until December 2022 unless UAE was
granted a higher production quota – could
derail the unlocking of more crude supply
to a tight oil market.

Malaysia’s inflation rate to gradually
normalise
Headline inflation climbed recently (May
2021: 4.4%), predominantly owing to low
base effect from muted fuel prices in 2Q
2020. It is likely to moderate in the near
term following the waning of base effect.
For 2021, Bank Negara Malaysia (BNM)
envisages headline inflation to average
between 2.5% and 4.0%, due to costpush factor of higher global oil prices.
Pure cost-push inflation tends to subside
quickly. Over the last decade, Malaysia
experienced its peak inflation of 4.9% in
March 2017, as transport costs climbed on
higher fuel prices. In 2018, consumer price
index (CPI) subsequently normalised, with
a full year average of 1.0%.

Fuel related prices
(red boxes) account
for 38.4% of Malaysia’
CPI basket

Sources: Department of Statistics Malaysia and SME Bank SCEA
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Mounting production prices in China add to global inflation concerns

Sources: CEIC and SME Bank SCEA

Pickup in price pressure is a global issue
but likely to be temporary
On the global front, the United States’
(US) CPI recorded a 5.4% y-o-y growth in
June 2021, the highest level since 2008.
This has raised concerns on the spillover
effect to other countries as most assets
are priced in USD. While the US Federal
Reserve (Fed) allows for inflation to
temporarily overshoot its 2% target, recent
hawkish comments are signaling the bond
purchasing programme to end as early as
end-2022 or 2023. The Fed expects the
rise in inflation for 2021 to be transitory,
notwithstanding a significant upward
revision to its near-term inflation outlook.

Impact of inflation & interest rates on
SMEs
About 40% of Malaysian SMEs are
involved in the wholesale, retail trade &
food sector. Considering that food prices
account for 29.5% of the CPI basket, rising
inflation rate erodes SMEs’ profitability as
they are not able to pass on cost easily to
consumers. Nonetheless, as the temporary
inflationary spike gradually eases, cost
pressures should also soften over time.
In addition to higher costs, SMEs have
been facing disruptions arising from the
reinstatement of Movement Control Order,
affecting their operations since May 2021.
This has added on to the plight of SMEs.

For China, inflationary pressure is
reflected more on the producer price index
(PPI). It spiked by 9.0% in May 2021, the
fastest pace in over 12 years against a
backdrop of rising commodity prices.
The surge decelerated marginally to 8.8%
in June 2021. To contain escalating raw
material prices, the Chinese government
has been releasing state metal reserves.
Meanwhile, we note that CPI remains
subdued as the jump in PPI does not
fully translate into domestic inflationary
pressures (June 2021: 1.1%), given the
economy’s export-oriented nature. That
said, it is slowly trending upwards as food
prices rose amid a tight supply, and higher
transportation costs remain elevated
amid high crude oil prices.

Access to credit is critical for SMEs amid
this crisis. While persistently low policy
rate keeps interest charges low, SMEs may
not be able to fully reap benefit from it due

All in all, we foresee global inflation to
sustain at a high level in 2H 2021, in line
with the World Bank’s full year forecast
of 3.9% (2017-2019 average: 2.3%), on
account of firm commodities prices,
heightened production prices in China,
supply bottlenecks and accommodative
monetary policies.

to potential difficulties in obtaining credit
lifelines from financial institutions. In view
of that, SMEs should be looking at all the
special financing packages announced
by the government and BNM, aimed at
providing easy and cheap financing to
keep businesses afloat. These financing
facilities are offered through SME Bank
and commercial banks.
We are of the view that BNM would retain
the overnight policy rate at 1.75% for the
rest of 2021. This is premised on sturdy
demand in the external sector, relatively
high inflation rate, and an assumption of
a gradual reopening of domestic economy
in line with the National Recovery Plan.
To date, 8 states have migrated into
Phase 2 of the Plan, namely Perlis, Perak,
Terengganu, Pahang, Kelantan, Penang,
Sabah and Sarawak.

Targeted initiatives by the government for SMEs
Financial support from BNM
An additional RM2 bil is allocated under the latest Pemulih package. To date, there is
still an existing RM6.6 bil out of RM25 bil provided for the benefit of new applicants.
Prihatin Special Grant
First issued last year, the grant has helped more than 900,000 SMEs, with a total
allocation of RM3.58 bil. Under Pemulih, each participating business will receive an
extra RM1,000.
Government guarantee scheme by Syarikat Jaminan Pembiayaan Perniagaan Berhad
The ceiling of the scheme for 2021 was raised to RM36.5 bil from RM10 bil. The
minimum financing amount is RM100,000 and the maximum is RM10 mil.
Financing facilities by Bank Simpanan Nasional, AgroBank, and the National
Entrepreneur Group Economic Fund
This additional funding of RM1.1 bil, together with existing funding, means some
RM3 bil in micro-financing is available.
6-month loan moratorium
Since the introduction of the Pemerkasa+ package, over 250,000 borrowers benefitted
from the initiative.
Sources: Ministry of Finance, ASEAN Briefing and SME Bank SCEA
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SEMBANG USAHAWAN

SEMBANG USAHAWAN bersama
Iffat Salleh
Pengasas
Nama Syarikat
OS Startup Sdn Bhd
Bidang Perniagaan
Sebuah syarikat teknologi yang
mempunyai kepakaran untuk
membina laman web,
sistem cloud base
dan mobile apps
Laman Web
osstartup.com
ordersini.com

P

embelian dan penjualan barangan
dalam talian (online) kini menjadi
trend
pengguna
termasuk
peniaga bukan sahaja di negara ini
malah di seluruh dunia. Membuat laman
web untuk jenama perniagaan anda
melibatkan banyak kos dan memakan
masa. Ia memerlukan seseorang yang
memiliki pengetahuan yang diperlukan
dalam merancang, mengembangkan, dan
menyelenggara laman web. Sekiranya
tujuan utama laman web adalah menjual

produk, ada faktor tambahan seperti
masalah pembayaran dan logistik untuk
diselesaikan.
Di spektrum lain terdapat pasar seperti
Lazada dan Shopee untuk memanfaatkan
sistem dan memudahkan pengguna
platform untuk mengakses produk para
peniaga. Walaupun kerumitan mengurus
laman web dapat dilewati dengan cara
ini, jenama bakal terdedah kepada
pesaing yang menjual produk serupa
dengan harga yang lebih murah.
Pengasas Ordersini, Iffat Salleh berkata,
pandemik
Covid-19
menyebabkan
pelaksanaan
Perintah
Kawalan
Pergerakan (PKP) dan urus niaga melalui
platform e-dagang menjadi norma
baharu yang semakin dipraktikkan dalam
kehidupan harian.
Bolehkah anda kongsikan bagaimana
tercetusnya idea di sebalik perniagaan
anda?

Sumber daripada Internet
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Saya membayangkan jalan
keluar yang akan menjadi
win-win bagi pembeli dan
peruncit, dan menawarkan
kesan rangkaian yang positif.
Perkara-perkara seperti

pemeliharaan dan keselamatan laman
web akan ditangani oleh kami sendiri,
sehingga peniaga tidak perlu risau.
Ini akan mengurangkan masa, wang,
dan kakitangan yang diperlukan untuk
membuat dan menyelenggara laman web
sebuah kedai.
Saya mempunyai pengalaman berniaga
ketika masih belajar antara tahun 20092012. Ketika diposting untuk mengajar
di kawasan luar bandar, usaha itu
terpaksa dihentikan kerana kekangan
internet namun pada tahun 2015, saya
kembali beraksi kerana liputan internet
telah tersedia di sana. Ketika itulah saya
memulakan perniagaan dalam talian
yang menjual produk digital seperti
e-buku, kursus video, dan perisian. Maka,
lahirlah Ordersini, berkembang dari
sistem yang berdiri sendiri menjadi SaaS
dengan bantuan pasukan kecil yang saya
kenali melalui Facebook.
Boleh anda kongsikan serba sedikit
tentang Ordersini?
Disebabkan pandemik Covid 19, ramai
usahawan yang tidak dapat menggunakan
peluang semaksimum mungkin kerana
tiada pengalaman dalam e-dagang, malah
cabaran utama yang dihadapi adalah
dari segi pemasaran, kemahiran aplikasi
digital dan pengurusan tempahan.
Justeru,
bagi
mengatasi
cabaran
yang dihadapi oleh peniaga, Ordersini
telah menyediakan platform e-dagang
inovatif yang mengintegrasikan sistem
pemasaran dan pengurusan jualan untuk
memudahkan pengguna meraih hasil
jualan dengan cepat.
Ordersini hamper serupa dengan Shopify.
Pedagang boleh menggunakan platform
untuk menubuhkan dan mengurus

BizPulse | Issue 66 : July 2021

Sembang Usahawan
ciri-ciri baharu untuk membolehkan
peniaga meningkatkan prestasi jualan
mereka.
Antara
kemudahan
yang
disediakan adalah halaman penjualan
sendiri di dalam pangkalan, pengaktifan
pembayaran termasuk FPX, kad kredit
dan
integrasi
penghantaran
yang
sesuai untuk bisnes peniaga. Sistem
penghantaran
memainkan
peranan
yang penting, maka dengan usahasama
syarikat penghantaran membolehkan
peniaga memilih kaedah penghantaran
yang mudah dan lancar.

Sumber daripada Internet

kedai dalam talian mereka di seluruh
web, media sosial, dan pasaran. Untuk
mula menjual, peniaga hanya perlu
memuat naik butiran produk mereka ke
kedai mereka. Proses backend seperti
penghantaran, pembayaran, pengurusan
inventori, analisis penjualan, dan lain-lain
adalah automatik oleh Ordersini.
Ordersini komited memberikan peluang
kepada peniaga tradisional untuk beralih
kepada e-dagang dengan cara yang
mudah dan mengendalikan perniagaan
dalam talian dengan lancar. Kami bukan
sahaja menyediakan pakej tanpa bayaran
(percuma), malah pengguna hanya perlu
memasukkan produk dan kesemua
proses dalam sistem berlaku secara
automatik.
Perkhidmatan
Ordersini
adalah
sistem yang cukup lengkap kerana
menyediakan alat pemasaran seperti
fungsi penghantaran sistem khidmat
ringkas (sms), penghantaran e-mel,
dan penghantaran notifikasi melalui
Whatsapp atau Telegram sekiranya
peniaga menerima tempahan. Peniaga
tidak perlu lagi menggunakan sistem
lain untuk menjalankan pemasaran.
Semuanya sudah ada di dalam Ordersini.
Ordersini kini mempunyai 4 pakej yang
berbeza dengan pelbagai titik harga yang
dapat dipilih oleh pedagang:
•
Perniagaan
(percuma
untuk
digunakan, tetapi peniaga mesti
membayar RM2 / pesanan dan
bayaran memproses pembayaran);
•
BasicOS (RM49 / bulan, atau RM490
/ tahun);
•
AdvanceOS (RM99 / bulan, atau
RM990 / tahun);
•
Pro (RM149 / bulan, atau RM1788 /
tahun).

Pelan percuma dibuat untuk membantu
menarik lebih banyak peniaga untuk
terus berada di dalam kapal. Sebelum
ini, kebanyakan akan melanggan selama
sebulan sebelum berhenti, kerana tidak
dapat membayar yuran bulanan. Oleh
itu, peniaga yang menggunakan pelan
percuma hanya perlu membayar apabila
mereka mendapat pesanan.
Sejak dilancarkan pada tahun 2016,
Ordersini mempunyai lebih 244,356
pengguna aktif, lebih 5,000 peniaga
dengan 27,306 produk yang menjangkau
nilai transaksi sebanyak RM136 juta.
Apakah kelebihan sistem anda?
Industri e-dagang tidak mungkin wujud
tanpa sistem pengurusan jualan yang
kukuh dan cekap kerana ia merupakan
elemen penting dalam keseluruhan
proses perniagaan atas talian. Bagi
mengukuhkan tawaran nilai kami, kami
telah melancarkan pelbagai fungsi dan

Kami berkeyakinan bahawa keperluan
dan kecenderungan pengguna amat
berbeza apabila menggunakan sistem
e-dagang kerana mereka fokus terhadap
kepelbagaian pilihan, kemudahan dan
kepantasan. Oleh itu, pengintegrasian
sistem kupon, pixel FB and Google,
sistem dropship, API dan ‘chatbot’ akan
membantu kami untuk menawarkan
perkhidmatan yang lebih baik kepada
pengguna sejajar dengan usaha kami
untuk meniti era digital yang lebih pesat.
Apakah aspirasi perniagaan anda?
Testimoni pengguna yang diterima
amat memberangsangkan dan kami
mahu menjadikan Ordersini sebagai
pilihan utama peniaga konvensional
yang mahukan transformasi digital.
Ordersini akan terus memberi sokongan
kepada peniaga untuk berkembang
dan berfungsi sebagai batu loncatan
bagi mereka untuk membina hubungan
dengan pembeli. Bagi peniaga yang baru
bermula berniaga secara online, Ordersini
juga menyediakan group coaching dan
sesi Facebook live mingguan untuk
membantu mereka memahami sistem
dan menggunakannya bagi menjana
jualan.
Sumber: sinarharian

Sumber daripada Internet
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Knowledge Spa

Reviewed by CEDAR Research Team

The Day the World Stops Shopping:
How Ending Consumerism Saves
the Environment and Ourselves

C

onsuming less is our best strategy
for saving the planet—but can
we, do it? In this thoughtful and
surprisingly optimistic book, journalist J.
B. MacKinnon investigates how we may
achieve a world without shopping. We
can’t stop shopping. And yet we must.
This is the consumer dilemma.

Author
: J.B. Mackinnon
Pages
: 336 pages
Publisher : Ecco

The economy says we must always
consume more: even the slightest
drop in spending leads to widespread
unemployment, bankruptcy, and home
foreclosure. The planet says we consume
too much: in America, we burn the earth’s
resources at a rate five times faster than
it can regenerate. And despite efforts to
“green” our consumption—by recycling,
increasing energy efficiency, or using
solar power—we have yet to see a decline
in global carbon emissions.
Addressing
this
paradox
head-on,
acclaimed journalist J. B. MacKinnon
asks, What would really happen if we
simply stopped shopping? Is there a

way to reduce our consumption to earthsaving levels without triggering economic
collapse? At first this question took
him around the world, seeking answers
from America’s big-box stores to the
hunter-gatherer cultures of Namibia to
communities in Ecuador that consume
at an exactly sustainable rate. Then the
thought experiment came shockingly true:
the coronavirus brought shopping to a
halt, and MacKinnon’s ideas were tested
in real time.
Drawing from experts in fields ranging
from climate change to economics,
MacKinnon investigates how living with
less would change our planet, our society,
and ourselves. Along the way, he reveals
just how much we stand to gain: An
investment in our physical and emotional
wellness. The pleasure of caring for our
possessions. Closer relationships with our
natural world and one another. Imaginative
and inspiring, The Day the World Stops
Shopping will embolden you to envision
another way.

You’re Invited: The Art and Science
of Cultivating Influence

R

egardless of what you want to
accomplish, from growing your
business, creating a great company
culture, championing a social cause,
or affecting your habits, you can’t do it
alone. The people around you define your
success (whatever that means for you)
and they have the potential to change the
course of your life.
That’s what You’re Invited is about: The
most universal strategy for success is
creating meaningful connections with
those who can impact you, your life, and
the things you care about. But how do
you make those connections and build
trust quickly? What do you do if you’re
introverted or hate networking?
Behavioral scientist Jon Levy had no
money, reputation or status, but was able
to convince groups of Nobel Laureates,
Olympians, celebrities, Fortune 500
executives, and even an occasional
princess to not only give him advice, but
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cook him dinner, wash his dishes, sweep
his floors, and then thank him for the
experience. The goal of his gatherings,
much like this book, was not networking,
but to build meaningful and lasting
relationships. This private community
based around the dinner experience
became known as “The Influencers”,
named for the member’s success and
industry influence. Since its inception
more than a decade ago, The Influencers
has grown into the largest private group
of its kind worldwide, with a thriving
community both in person and through
digital experiences.
In You’re Invited, Levy guides readers
through the art and science of creating
deep and meaningful connections with
anyone, regardless of their stature or
celebrity, and demonstrates how we
develop influence, gain trust, and build
community so that we can impact
our communities and achieve what’s
important to us.

Author
: John Levy
Pages
: 272 pages
Publisher : Harper Business

