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The good news for all firms is that 
the government has signalled that no 
new taxes will be introduced -- though 
corporate tax cuts are unlikely to be on the 
cards. For SMEs, possible moves include 
lower interest rate funding for small 
holders involved in smart farming; a higher 
allocation to boost enterpreneurship; and 
enhanced access to financing from the 
capital market.

Other economic measures could include:
• Tourism-focused measures such as 

more visa-on-arrival facilities and 
Special Tourism Investment Zones

• Continued incentives to raise 
the adoption of technology and 
digitalisation

• Incentives for green technology and 
green financing

Major economists expect the government 
to set aside RM5 billion to RM8 billion 
as contingency funds, with the priority 
being on high impact and high multiplier 
projects. Should the contingency funds 
be fully utilised, Malaysia’s fiscal deficit 
may widen to around 3.5 percent to 3.7 
percent of GDP next year.

Recognising the government’s action to 
allocate RM210 million from 2019 to 2021 
to support the transition and migration 
to Industry 4.0 for SMEs, analysts are 
optimistic about the government’s 
continued plan to encourage SMEs to 
grow and raise their competitiveness 
during this year’s Budget 2020 theme 
“Shared Prosperity: Engendering High-

The small and medium enterprises 
(SMEs) may be among the main 
beneficiaries of Malaysia’s Budget 
2020, as the Finance Minister 

has predicted upcoming contingency 
measures to insulate the country from 
the outcome from the trade war between 
the United States and China. More 
government infrastructure projects may 
also help to spur construction activity.

The expansionary drive will have to be 
balanced against the task of narrowing 
the fiscal budget. The general expectation 
is for a fiscal deficit of 3.2 per cent of GDP 
for 2020, wider than the initial target of 3 
per cent but nonetheless narrowed from 
2019’s 3.4 per cent deficit. In a Sep 12 
note, UOB Global Economics and Market 
Research economists see Budget 2020’s 
focus staying on SMEs, alongside the B40 
(bottom 40 percent) income group.

Quality Inclusive Growth Towards High 
Income Economy”.

The Associated Chinese Chambers of 
Commerce and Industry of Malaysia 
(ACCCIM) Malaysia conducted the 
Business and Economic Conditions 
Survey (M-BECS) from May-early July 
2019, covering the first half-year of 2019 
(Jan-Jun 2019) and expectations for the 
second half-year of 2019 (Jul-Dec 2019) 
has received 924 responses.
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The survey is a good barometer to gauge 
Malaysian Chinese business community’s 
assessment and expectations about domestic 
business and economic conditions as well 
as their prospects. It covers questions to 
measure expectations about the performance 
and prospects of economy and business; main 
factors affecting business performance; and to 
gauge the implications of current issues and 
challenges faced by businesses.

An overview and summary of key findings of the 
survey are as follows:
1. Continued weak business conditions in 1H 

2019. Continuing a weakening trend in 2H 
2018, the survey results indicate sustained 
softening of business performance in 
1H 2019. 42.0% of total respondents 
rated “deteriorated” business conditions, 
followed by 39.8% indicated “unchanged” 
and 18.1% had expanded their business. 
When compared to 2H 2018, the percentage 
of respondents experienced “deteriorated” 
business performance in 1H 2019 has 
slipped by 6.0% points from 48.0% in the 
previous survey while the percentage of 
respondents maintained their business 
performance has increased by 7.3% points 
to 39.8% from 32.5%.

2. Cautious business expectations in 2H 
2019. Malaysian businesses are keeping a 
vigilant view about business conditions in 
2H 2019, weighed down by a slowing global 
economy, a protracted trade tensions 
and softer domestic economic growth. A 
majority of respondents (54.9%) attached 
a “neutral” view; 29.6% “pessimistic” and 
15.5% “optimistic”. For the full-year of 
2019, only 14.1% respondents tagged 
overall business conditions as “optimistic” 
while 56.3% were “neutral” and the balance 
29.6% having pessimistic views.

3. Anticipate better business prospects in 
1H 2020 and 2020F. Businesses observe a 
shift in pessimism from 2H 2019 to 1H 2020 
as there were lesser respondents having 
pessimistic views (19.0% in 1H 2020 vs. 
29.6% in 2H 2019) and higher respondents 
view business prospects positively (21.5% 
in 1H 2020 vs. 15.5% in 2H 2019). The 
improved business optimism is reflected 
across all sectors.

4. Economic conditions will likely to improve 
in 1H 2020 and 2020. Businesses anticipate 
more positive economic conditions in 1H 
2020 with the number of optimistic views 
has increased to 21.4% from 14.0% in 2H 
2019 and that of “pessimistic” assessment 
was 12.7% points lower (20.3% in 1H 2020 
vs. 33.0% in 2H 2019). Overall businesses’ 
expectations for 2020 economic outlook 

have strengthened significantly: 
Optimistic: 24.9% of respondents in 2020 
vs. 13.5% in 2019; Neutral: 58.1% vs. 
54.7% in 2019 and Pessimistic: 17.0% vs. 
31.8% in 2019.

5. By sector, the respondents in real estate 
and trading (exports and imports) 
as well as construction sector have 
pessimistic views about their business 
performance in 2H 2019 and in 2020. 
The trading sector will be dampened by 
the unresolved trade war between the 
US and China. The stubbornly property 
overhang in residential and commercial 
properties continue to take a heavy toll 
on the real estate and also inflicted 
negative spillover to the construction 
sector, which had slowed markedly in 
recent quarters.

6. Business operations (production, sales 
and raw materials) were generally in line 
with the business conditions.
a. Production: More businesses (33.1%) 

have reduced their production in 
1H 2019 compared to 27.3% of 
respondents have scaled up their 
production (27.3%). In tandem 
with domestic and overseas sales 
volume projection, 7% of respondents 
indicated that they are planning 
to increase production in 2H 2019 
whereas 28.9% of respondents may 
reduce their production. Owing to a 
critical shortage of foreign workers, 
some Malaysian SMEs have to forgo 
sales orders diverted from the US-
China’s trade tensions.

b. Sales: Businesses reported poor 
domestic sales performance in 1H 
2019 with 45.1% of respondents 
indicated that domestic sales volume 
has decreased, of which 16.6% 
suffered more than 10.0% decline. 
Going into 2H 2019, overall sales 
performance is expected to be slightly 
better when compared to 1H 2019.

c. Raw materials: 8% and 66.2% of 
respondents reported increases in 
the cost of local and imported raw 
materials respectively in 1H 2019. Of 
this, 23.6% and 27.0% of businesses 
reported that local and imported raw 
material prices have increased by 
between 6.0% and 10.0% respectively. 
An equally high percentage of 
businesses anticipate that the cost 
of local (64.8%) and imported raw 
materials (62.1%) will continue to 
increase in 2H 2019 while 28.8% and 
31.5% indicated that the cost of local 
and imported raw material prices 
would stay at the current level.

An agency under
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Understanding the obstacles that 
prevent teams from reaching 
innovative solutions that 
solve underlying problems is 

a very important aspect of the Design 
Thinking process. When we ignore a major 
influencing factor while trying to develop 
a solution, we are setting ourselves up for 
a potentially negative result, or may even 
be creating an even more problematic 
situation than the one we are trying to 
resolve.

Let us elaborate further on the most 
common obstacles teams face when 
trying to solve a problem.

Impulsive Reactions
When confronted with a challenging 
situation, we tend to want to be 
spontaneous in our reactions. This 
impulsive urge to jump into a problem and 
quickly solve it can be a stumbling block 
in your project, because a truly useful 
and impactful solution requires a deep, 
empathic understanding of the problem. 
While it feels good to be doing something 
about a problem, remember that “doing 
something” doesn’t have to mean taking a 
potentially brash action. 

Best practice: In order to solve a complex, 
wicked problem, you and your team need 
to  resist the urge to react impulsively 
and learn to dive deep and develop 
a holistic  understanding of the 
problem, before starting to ideate the 
possible solutions to it.

Egos Get in the Way
At times, we can be our own worst 
enemies when it comes to working in 
teams trying to solve problems. Solving 
problems with others requires a degree 
of humility and excellent people skills. 
When individuals are more interested in 
asserting themselves over others, flexing 
their authority, experience or creative 
muscles and proving a personal point, 
the group will suffer and the solutions or 
ideas that are being forced through may 
not be the most appropriate. Someone’s 
vanity will therefore dilute the team’s 
effectiveness.

Best practice: The most successful 
problem-solving spaces provide room for 
each player or actor to present his / her 
views, thoughts, feelings and experiences, 
thereby allowing a more holistic approach 
to solving the problem. There should be 
no room for egos in an innovative design 
project.

Groupthink
When working in groups, we find in many 
cases that people will agree with group 
decisions due to self-confidence issues, 
a kind of group peer pressure, or fear 
of having an opposing view rejected. 
Groupthink is especially dangerous when 
it comes to a Design Thinking project, 
where the team is focused on creating 
an innovative solution to combat a tricky 
problem. It is crucial to iterate and to 
base your decisions on user testing and 
understanding; but with groupthink, 
your team might suppress dissenting 
viewpoints and be less critical when 
evaluating ideas.

Best practice: In order to avoid this                                                                                                        
scenario, team managers need to create 
a safe and playful space for individuals 
to express themselves, throw ideas out 
there, and not feel targeted. No-one must 
be allowed to dominate while ideas are 
being brainstormed. The  right mentality 
must be adopted at the beginning of the 
project, where critiques of ideas are never 
made personal. Of course, during later 
stages where ideas are evaluated and 
chosen  for their appropriateness, a more 
critical approach should be taken rather 
than adopting a  conforming mindset.

Man with a Hammer Syndrome
As the saying goes, “to the man with a 
hammer, every problem looks like a nail.” 
We approach problems based on the 
toolset which we feel most comfortable 
with and most skilled at. At times, we need 
to look outside of our core tendencies, 
skills and experiences and approach the 
problem on its own level of need. When 
embarking on a Design Thinking project, it 
is important to abandon our tendencies to 
follow patterns, because the way the brain 

tries to help us reduce cognitive load is 
the very same one in which it inhibits our 
ability to think outside of the box!

Best practice: Creating cross-disciplinary 
teams will help solve this issue, as there 
will be  many men with different kinds 
of hammers looking for different kinds of 
nails. It’s of course crucial that the team 
leader illuminates to all team members 
that all skills and mindsets are equally 
important so as to avoid power struggles.

It’s a Bird; it’s a Plane – Misdiagnosing 
Problems
We need to be sure we are diagnosing 
problems correctly, as treating symptoms 
may not result in a cure but only temporary 
relief. In some cases, prescribing the 
incorrect medication to tackle a symptom 
may even cause a deepening of the root 
illness. As part of any human-centred 
design approach, digging deep into 
human experience uncovers more about 
the problems we face than if we only 
scrutinised things on a superficial level.

Best practice: It is when we immerse 
ourselves in all the factors that influence 
a situation that we gain a deeper 
understanding of the way forward. We 
need to be vigilant, fully focused and 
aware of the obstacles which could derail 
our progress while keeping our focus 
squarely on the destination.

The Take Away
Before we take on a Design Thinking 
project, it is important, firstly, to take note 
of the various obstacles that can prevent 
us from reaching a solution that really 
works. From our impulsive tendencies 
to react to problems quickly and solve 
them just as fast, to the threat of egos 
and groupthink, there are many potential 
pitfalls that teams should learn to avoid. 
Developing a holistic understanding of the 
problems that the target users face is a 
key element of Design Thinking, which is 
typically adopted to solve complex, wicked 
problems where multiple spheres and 
fields collide.

by CEDAR Research Team

Obstacles to Problem 
Solving and Innovation 
in Design Thinking



Do you think top sales leaders 
are just good sales reps who 
got promoted? Not so fast, this 
couldn’t be further from the truth. 

While a successful track record driving 
sales can be a qualifier, being a high-
performing sales rep does not necessarily 
equate to being an effective sales 
leader. If you’re looking to upgrade your 
development plan and have your eyes set 
on becoming an impactful sales leader, 
you’re in luck. We’re breaking down what 
traits make a top sales leader, and are 
telling you exactly how to acquire them. 
Sales leadership styles have evolved 
greatly over the past decade. Read on to 
see what it takes to be a top sales leader.

Strategic
Gone are the days when success 
in sales equated to who could 

perform the most activity. In 2020 and 
beyond when competition is stiff across 
industries, sales leaders must be able to 
provide strategic direction to help their 
teams find success. Sales leaders need 
to be strategic. The focus needs to be on 
solving problems for our customers using 
strategy and data, instead of assuming 
activity leads to specific outcomes. 
Influential sales leaders must be able to 
develop and implement sales strategies 
that empower their organizations to work 
at their highest levels. For both sales 
reps and leaders alike the goal should be 
the same: to help customers solve their 
problems.

Thoughtful
Salespeople aren’t always popular 
or well-received by their potential 

customers — in fact, 50% of prospects 
describe salespeople as pushy. This 
partially stems from previous generations 
of sales leaders who focused on constantly 
pushing for the sale. In 2020, sales leaders 
need to take a more thoughtful approach 
to how they instruct their employees to 
navigate the sales process.

Top sales leaders are big-picture thinkers 
who are constantly looking for ways to 
help others, whether they are helping their 
own prospects overcome an obstacle 
or helping the reps who report to them 
drive sales in an ethical manner. These 
leaders thoroughly understand how their 
organization’s performance impacts the 
company as a whole, and are able to 
manage expectations at all levels while 
still focusing on results.

Analytical
Influential sales leaders must 
be able to interpret and draw 

conclusions from the data available to 
them. For a long time, salespeople could 
get away with making sales calls all day 
without tracking their activities. Today, 
sales organizations are more metrics-
driven. Understanding their company 
data is very important for sales leaders. 
If you want to manage an effective sales 
team, taking a data-driven approach is a 
must. Sales leaders should use the data 
collected from their sales team to inform 
their business decisions.
Unsure how to start implementing a data-
driven approach? First, you’ll want to 
identify what data your team should be 
collecting and tracking. Work with your 
team to understand what sales metrics 
are most meaningful to track for your 
business. Identify where your team can 
source this data, and put processes in 
place to empower your team to collect 

the information you need. Once you know 
what information you need to track and 
have a process in place for tracking it, 
review your data on a regular basis (we 
recommend monthly, at minimum), to 
assess whether your organization is on 
track to meet its goals.

Empathetic
When developing as a leader, it 
can be tempting to focus on the 

hard skills necessary to succeed on the 
job. After all, so far we have discussed 
the importance of being strategic and 
analytical as a sales leader. However, 
with sales being a people-centric field, it 
is important to focus on the importance 
of soft skills as well. In a position of 
leadership, the ability to be empathetic 
can be a key driver of success. Empathy 
is the ability to understand and relate to 
the feelings of others, which is a must-
have trait for effective sales leaders. 
While managing their teams, sales leaders 
should seek to understand the challenges 
their employees are experiencing when on 
the field, keeping these factors in mind as 
they develop and implement sales targets 
and strategies.

Servant Leader
The most effective leaders aim 
to serve, not dictate. According 

to Tyre, this quality is called servant 
leadership. As a leader, you ultimately 
work for your team. Your job is to remove 
barriers that prevent your sales team 
from doing their best work. Qualities of a 
servant leader include actively listening to 
your employees when they express their 
needs or provide feedback, prioritizing 
the development of your team, and a 
commitment to keeping your employees 
informed when it comes to communicating 
important decisions that impact them.

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

What Does It Takes To 
Be Top Sales Leader?



URUS BESTARI

As an entrepreneur, you’ll most likely have to assume some level 
of risk at some point in order to make your goals a reality. As 
such, learning how to effectively manage risk is a vital skill 
in helping you attain success. Not sure how to improve your 

relationship with risk? Start by following these tips:

Acknowledge That Risk Is Part Of 
Entrepreneurship
You never have to like risk, but 

you do need to accept that it exists. 
Pretending it’s not there won’t make it go 
away. It can be helpful to remember this: 
Most things that are worthwhile require 
a certain level of risk. Whether executing 
a trade in the stock market, starting a 
new business, expanding an existing 
business or even just asking for a raise, 
you’ll have to put something on the line, 
be it money or simply your pride. However, 
it can be helpful to remember that often, 
the potential reward makes the risk 
worthwhile.

Be Prepared
If you were going parachute 
jumping, you’d definitely check that 

your chute was working before you dived 
out of the plane. Likewise, in business, it’s 
important to assess your preparedness 
before taking a risk. First, check your mind-
set. Are you feeling calm, have you gotten 
enough sleep, have you eaten? Second, 
check your preparedness for the specific 
task or undertaking. For instance, if you’re 
about to sign a lease for a business space, 
do you have your paperwork in order and 
all of the necessary documentation? 
Being prepared can help you manage risk 
more effectively by keeping you in a calm, 
collected state of mind.

Do Your Research
No matter what kind of risk you’re 
taking on, from courting a new 

client to investing in a new business, it’s 
important to make sure that your moves 
are calculated. This means you’ve got to 
do your research. For example, if you’re 
about to invest in a food truck, you should 
learn all that you can about food trucks, 
including zoning laws, fees and permits, 
parking rules and so on. By being able to 
anticipate potential obstacles, you’ll be 
better able to deal with them if and when 
they arise. 

Consider The Best-Case Scenario
A little bit of optimism can go 
a long way in terms of giving 

you the bravery to follow through with 
taking a risk. So consider this: What’s 

the best that could happen? Visualize the 
best-case scenario before taking a risk. 
Consider how it would feel to attain your 
goals. Keeping your eyes on the prize can 
help you manage risk by helping you stay 
motivated.

Consider the worst-case scenario
This might not be as fun as 
considering the best-case 

scenario, but it’s equally important. 
Considering what could go wrong when 
taking a risk isn’t about giving yourself a 
panic attack. Rather, it’s about helping you 
consider what could go wrong so that you 
can take proactive steps to avoid such 
outcomes. 

Be Ready To Cut Your Losses
I’m a trader, and part of my 
success comes from the fact that 

I am ready and willing to cut losses if a 
trade goes sour. Even if you’re not involved 
in the stock market, the ability to cut your 
losses can help you manage risk more 
effectively. For example, if you’re getting 
involved in a restaurant venture, you may 
want to consider how much you’re willing 
to lose before opening. Setting specific 
parameters before taking on a business 
venture and then sticking to them can be 
an effective tool for managing risk and 
helping minimize your losses.

Learn From Every Experience
Remember this: No matter what 
happens after taking a risk, you’ll 

always learn from the experience. For 
instance, say you’ve decided to take over 
a retail space on a busy shopping street. 
Even if the business fails, you’ll still learn 
a lot about running a retail business, town 
politics and small-business marketing. 
And if the business does well, you’ll learn 
valuable skills about marketing, employee-
management and publicity. Sure, most 
people would rather experience the 
successful scenario. However, recognize 
that even if the outcome is not great, that 
doesn’t mean it’s been a waste of time. 
This can help you better manage risk by 
helping you remember that you’ll always 
gain something.

Source: entrepreneur.com
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7 Tips in 
Overcoming Risk 
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BUSINESS ALERT

by Corporate Planning , SME Bank Malaysia

BUSINESS ALERT

• Malaysia External Trade Development 
Corporation (MATRADE) is accelerating 
its effort to grow Malaysia’s oil and 
gas sector’s footprint in Africa by 
spearheading an Export Acceleration 
Mission (EAM) focusing on the sector 
to two main oil producing countries 
in the region. The mission will be 
organised in Abuja, Nigeria starting 
today until 21 August 2019 and in 
Accra, Ghana from 21 – 23 August 
2019. The EAM is specifically tailored 
to assist Malaysian companies tap into 
the sizable opportunities in the oil, gas 

OIL, GAS AND ENERGY (Average USD 58.9/ Brent Crude)

OUTLOOK: NEUTRAL

• European aircraft maker Airbus SE 
is aiming for US$550 million annual 
contribution to Malaysia’s economy 
within five years in sourcing and services 
businesses from the current US$400 
million. This will be driven by vast talent 
pools, higher learning institutions to 
support the local aerospace sector as 
well as incentives under the country’s 
roadmap for the sector. The airframe 
maker is on track to achieve the target 
backed by its continued commitment 
in local aerospace industry. Malaysia 
is Airbus’ third largest market in 
Asia Pacific after China and India. It 

BUSINESS SERVICES

has diverse presence in Malaysia’s 
aerospace industry including aircraft 
product line, maintenance, repair and 
overhaul (MRO), training facilities and 
now with the completion and delivery 
centre for Airbus helicopters.

• Airbus’ contribution target 
encompasses the existing businesses 
across all its divisions as well as future 
projects. Airbus is confident of its 
investments in Malaysia, and that the 
success rate would be high, supported 
by continued efficiency measures in its 
activities. Airbus currently employs over 

4,000 directly and indirectly, of which 
more than 90 per cent of its workforce 
are Malaysians. The remaining are 
foreigners to ensure a constant 
evolution of technology and innovation 
in Malaysia.

OUTLOOK: NEUTRAL

and energy sector in Nigeria and Ghana. 
Nigeria is ranked as the largest oil 
producer in Africa with oil production of 
almost 2 million barrel per day (bbl/day) 
while Ghana is ranked as 7th producer 
with 100,000 bbl/day. This presents a 
huge prospect for the local oil and gas 
companies to supply their products 
or services to the industry players in 
Nigeria and Ghana. The mission involves 
a number of Malaysian companies, 
representing both products and services 
from various segments in the industry 
such as repair and maintenance for all 

• Malaysia has shortlisted nine health 
care facilities under its so-called medical 
tourism hospital program in a bid to draw 
more foreigners to the country's highly-
lucrative health care services. Ramsay 
Sime Darby Subang Jaya Medical 
Center, operated by a joint venture of 
Malaysian conglomerate Sime Darby 
and Australia-based Ramsay Health 
Care, and IHH Healthcare's Gleneagles 
Penang are among the nine shortlisted 
hospitals. Private hospital operators 
are increasingly ramping up efforts to 
cater to millions of tourists from the 

West and the Middle East, a growing 
pool who travel to India, Thailand, 
Malaysia and other select Asian cities 
seeking lower-cost medical treatment. 
IHH Healthcare has announced a plan 
to spend 1.02 billion ringgit ($243.90 
million) in cash to acquire Prince Court 
Medical Centre that mainly operates in 
Kuala Lumpur's Golden Triangle area, 
a hub of shopping and entertainment 
popular with foreigners in the capital 
city. In 2018, Malaysia raked in about 
$350 million from more than a million 
foreign patients who flocked in for 

HEALTHCARE

OUTLOOK: NEUTRAL

types of valves, actuators, pumps and 
structural maintenance, manufacturer 
of carbon steel butt welded fittings & 
bends, stainless steel welded pipes & 
fittings, copper nickel and nickel alloy 
pipes & fittings.

treatments ranging from heart bypass 
surgeries to hip replacements, at a 
fraction of cost of such services in the 
U.S. By 2020, revenue from this sunrise 
industry could rise to $678 million, the 
government forecasts.
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raw materials and live animals (up 9.0 
per cent y-o-y), wholesale transactions 
of food, beverages and tobacco (up 7.2 
per cent y-o-y) and other specialised 
wholesale transactions (up 7.0 per cent 
y-o-y). On retail trade growth, the sub-
sector was driven by retail sale of food, 
beverages and tobacco in specialised 
stores (up 10.5 per cent y-o-y), retail sale 
of other goods in specialised stores 
(up 8.2 per cent y-o-y), and retail sale in 
non-specialised stores (up 8.1 per cent 
y-o-y).

• Malaysia’s wholesale and retail trade 
value grew 5.7 per cent year-on-year 
(y-o-y) to RM112.5 billion in July 2019. 
The growth to wholesale trade, which 
increased 6.6 per cent y-o-y to RM52.4 
billion, followed by retail trade, which 
improved 7.1 per cent y-o-y to RM46.5 
billion. However, motor vehicles growth 
decreased 1.7 per cent y-o-y to RM13.6 
billion due to motor vehicles sales, 
which registered a negative growth of 
5.8 per cent y-o-y. For the wholesale 
trade, the expansion was supported by 
wholesale transactions of agricultural 

WHOLESALE AND RETAIL

OUTLOOK: NEUTRAL

• Malaysia has the potentials to become 
a global player for the creative 
content industry including animation 
and gaming soon. Malaysia had to 
be prepared to be a global player in 
the creative content industry. The 
ecosystem for the industry in this 
country must be developed. Malaysia 
must be the hub for the creative content 
industry so that industry experts from all 
over the world would choose the country 
as the location to upgrade skills and 
make investments. The creative content 
industry can also promote Malaysia 
internationally through the gaming 
segment with Malaysian backgrounds 

COMMUNICATIONS CONTENT AND INFRASTRUCTURE

OUTLOOK: NEUTRAL

and attractions such as the tropical 
forest, caves and cities. Malaysia could 
be promoted at the world stage when 
local creative content industry experts 
highlighted Malaysian icons such as 
the Petronas Twin Towers, Mulu Caves, 
Kuala Lumpur Tower, Mount Kinabalu 
and Pulau Sipadan in the gaming 
developed for example.

• Similarly with the animation segment, 
Malaysian characters could be inserted 
in the animation films produced 
by Malaysia to contribute to the 
national tourism sector. Through 
such approaches the creative content 

industry could contribute to the 
national economic growth. Based on 
the study by Malaysia Digital Economy 
Corporation (MDEC), the country’s 
creative content industry generated 
RM7.4 billion in 2017, while in 2018, 
the animation export product value 
alone totalled RM146 million. The 
industry had also created 11,000 job 
opportunities. To date, there are 100 
animation companies in Malaysia while 
the whole national creative digital group 
totalled 350 companies including those 
companies developing games and 
films. The country’s creative content 
works have entered 120 nations.

• Malaysia is expected to surpass 
its 30 million tourist target for the 
Visit Malaysia Year 2020 (VMY2020) 
campaign following a string of major 
global events and ongoing promotional 
efforts. Malaysia is likely to leverage on 
high travellers movement in conjunction 
with the Tokyo Olympic Games and 
Dubai World Expo, to be held over the 
next 16 months. It is very rare to have 
major events like this in a year. The 
Japanese government had set 40 
million tourist footfalls next year as it 

TOURISM

would host the largest sports event, 
while the United Arab Emirates aimed at 
welcoming 14 million foreign visitors to 
the six-month expo beginning October 
next year. Last year, the tourism sector 
contributed RM84.1 billion to Malaysia’s 
economy, 2.4% higher than 2017, after 
having received 25.8 million travellers. 
This year Malaysia aims to achieve 28.1 
million of tourist arrivals with RM92.2 
billion in tourist receipts in its bid to 
reach the VMY2020 goal. 

OUTLOOK: NEUTRAL
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How to Improve
Sales Leadership Skills by CEDAR Research Team

Ask For Feedback
Feedback is a valuable tool for 
professionals at all levels. If you 

want to improve your leadership skills, 
first you have to know what your strengths 
and opportunities are. One of the best 
ways to find out is to ask for feedback 
from your managers, direct reports, and 
peers. Seek feedback from parties who 
will provide honest, thoughtful insights 
into your performance. 

Seek Mentorship
Have a leader in your organization 
or network who you really admire? 

Seeking a formal or informal mentorship 
with them can be beneficial for your 
development. If they are open to mentoring 
you directly, establish how often you plan 
to meet and communicate what you would 
like to learn from them to receive their buy-
in. As we mentioned above, feedback is 
an incredible tool when it comes to your 
professional development. An engaged 
mentor can be a wonderful source for 
useful feedback.

If they are not able to mentor you directly, 
you can still seek out mentorship from afar. 
As you see them lead, consider what you 
admire about them. What qualities do they 
have that you admire? How can you apply 
their approach to your own leadership 
style? Incorporate your findings in your 
own work and document your efforts in 
your performance management plan.

Mentor And Coach Members Of 
Your Team
How much experience do you have 

managing a team? If you don’t have any, 
that’s ok — all leaders start somewhere. 
Just like you can benefit from receiving 
mentorship and guidance, chances are 
a more junior member of your team can 
benefit from receiving mentorship and 
guidance from you. Practice your people 
management skills by offering to mentor 
or support members of your own team 
(who are open to receiving it). Whether 
you volunteer to help on-board a new team 
member or serve as a sounding board for 
your peers, micro leadership opportunities 
can be available to you where you are.

Focus On Culture
Offering incentives can be a 
great way to encourage staff to 

bring new clients in, but setting goals 
and rewarding people for achieving 
them will only get you so far. In the end, 
moral incentives are more valuable than 
monetary incentives, which is why you’ll 
want to create a culture in which everyone 
feels like part of something bigger than 
just themselves. That way, they’ll hit their 
goals because they won’t want to let their 
colleagues down – and any financial 
compensation will be an added bonus.

Use The Right Tools
Your sales team will work much 
more effectively if you give them 

the tools and the training that they need 

Ready to take your leadership skills to the next level?
Use these tips to become a stronger sales leader.

to get the job done. They may also want 
to outsource tasks that they’re less 
proficient at, such as writing formal letters 
and emails. When a salesperson asks 
for a tool or a service, provide it – they 
know their prospects best, and it’s worth 
investing some cash if it’ll bring them in 
on a retainer.

Don’t Over Manage
Management is important of 
course, but if you overwhelm 

people by carefully scrutinising everything 
they do and micromanaging their time 
then they’ll quickly use their initiative to 
find a job at a different company. Instead, 
be sure to give employees the authority 
that they need to go off and try new things 
themselves – as long as they’re meeting 
their overall goals. You may even be 
surprised by the results when your team 
is encouraged to take the initiative and 
improve processes that lead to increased 
productivity.

Conclusion
Productivity is a must if you want your 
sales team to be successful, but the 
responsibility doesn’t only fall on your 
employees. As a manager or business 
owner, it’s vital for you to lead by example, 
and that extends to providing the tools 
that your employees need to get the job 
done. Empower your employees to be 
productive and you might be surprised by 
how eager they’ll be to repay you.



Importance of 
Agility in Human 
Resources
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Agility, as we know, is the ability 
to think and understand quickly. 
This, in a business environment, 
is a methodology where a project 

is broken up into smaller stages and 
carried on by team members through 
constant collaboration and continuous 
iteration. Agile companies are meant to be 
more productive and collaborative. They 
foster the growth and development of 
employees and the company as a whole.

In this fast-paced and innovation-driven 
business environment if you aren’t 
implementing agile methodologies in 
your business, then you may be losing out 
on an edge and may not be able to stay 
relevant or on par with your competitors. 

If your organisation is planning to go 
agile, then you need to start with HR. 
That is because your Human Resources 
(HR) department isn’t just about people 
management and managing operations; 
HR is a strategic unit that offers business 
value in terms of growth capabilities, 
efficiency gains, and cost savings — all of 
which are important factors for an agile 
organisation.

Start Small
Instead of trying to make all the business 
processes in your HR department agile, 
start small and implement agile as an 
experiment in just one team or department 
to see how it fares. You can also use this 
opportunity to implement agile in different 
ways and learn from trials and errors.

Over 45% of the organisations have 
reported that their primary barrier to 
scaling agile methodology in their 
organization was lack of internal 
support. By only introducing agility in a 
small section instead of the entire HR 
department, you could conduct some A/B 
testing and hone in on the right ways to 
implement it and sell the idea through 
proven data.

Consistency is Key
You can’t have agility in one team and not 
implement it in others because it will lead 
to one department moving fast and the 
other slowing down the entire process. 
Agile is about fostering adaptability 
and flexibility. You need to have a plan 
to eventually spread it throughout the 
organization in order to reap its true 
benefits.

You also cannot implement some aspects 
of the agile methodology and ignore the 
rest. It would not only defeat the whole 
purpose but also create more confusion 
among your employees. Carefully assess 
the agile methodology while rolling it out 
to ensure that it is scalable and more 
importantly, sustainable.

Take Advantage of Agile Tools
You need tools for the entire organisation 
to facilitate development and engagement 
if you truly want to create an agile 
organisation. It’s best to use a tool that can 
give you real-time and ongoing feedback 
for the different business processes.

A real-time feedback tool works 
seamlessly with agile processes and 
allows employees to understand how they 
are performing throughout the year. For 
people working on short term projects, 
it makes more sense to receive ongoing 
feedback and make changes accordingly 
in order to maximize their overall 
performance and development.

The right agile tools will also help 
employees align their individual goals 
with team goals and overall business 
objectives. It can help managers track the 
progress of the different short term and 
long-term goals while making adjustments 
along the way, which is way more effective 
than an annual review.

For a company to go the agile route, 
beginning with HR is the most logical step. 
When your HR department incorporates 
the values of organisational agility, you 
are able to get increased efficiency, high 
productivity, and improved employee 
engagement. This will result in faster 
growth and an overall future-proof way to 
ensure corporate success.

by CEDAR Research Team



        

SEMBANG USAHAWAN bersama

Temubual oleh Nursyafiqah Mohd Rafee

Mohamad Amir Mohamad Zain
Pengasas

Minat mendalam terhadap perabot klasik terutama reka bentuk sofa 
Chesterfield yang evergreen membawa Encik Mohamad Amir Mohamad 
Zain untuk mengusahakan perniagaan perabotnya sendiri. Encik Mohamad 
Amir telah berkongsi pengalaman, pengetahuan dan pendapat beliau 

dalam dunia keusahawanan dengan BizPulse.

Apakah yang mendorong anda untuk menceburi perniagaan sekarang dan boleh 
ceritakan secara ringkas tentang perniagaan anda?

Jika diimbas pada dunia rekaan dalaman, rata-rata kita hanya melihat sofa Chesterfield 
hanya mendapat tempatnya di istana kediaman diraja Eropah, ruang legar hotel 

Nama Syarikat
Bardeaux Meuble Furniture

Bidang Perniagaan
Perniagaan Perabot 

Alamat Perniagaan
Floor 3A, 2nd, 45-03, Jalan Medan Pusat 
Bandar 8, Seksyen 8 Bandar Baru Bangi, 

43650 Bandar Baru Bangi, Selangor

Telefon
016-411 1660

Email
bardeauxmeuble@gmail.com

mewah, pejabat perniagaan gah yang 
terkemuka, restoran lima bintang atau 
kediaman bangsawan dan orang-orang 
kenamaan. Begitulah sinonimnya rekaan 
dan kedudukan status sofa Chesterfield. 
Ciri-ciri kemewahan dan bentuknya yang 
elegan tidak dapat dipisahkan bagi setiap 
pengiat industri hiasan dalaman seluruh 
dunia.

Selama hampir 10 tahun, Bardeaux 
begitu berani membawa tema 
kemewahan yang boleh diserasikan di 
setiap kediaman rakyat Malaysia dengan 
harga yang menarik dan mampu milik. 
Saya dan isteri, Nur Baidura Hatta ingin 
membuktikan bahawa Chesterfield bukan 
hanya mendapat tempat di kediaman 
mewah ataupun di kediaman diraja, ia 
juga boleh berfungsi sebagai tempat 
duduk di ruang tamu dan boleh menjadi 
medium ekspresi diri yang menempatkan 
status pemiliknya untuk bercerita 
pelbagai kisah mengenai sofa berkenaan.

Bolehkah anda ceritakan senario 
bagi industri perabot masa kini dan 
bagaimanakah syarikat anda memenuhi 
permintaan pelanggan?

Kebanyakan pelanggan mengalami 
kesukaran dalam mencari perabot. Bukan 
mudah untuk mencari sofa paling sesuai 
untuk diserasikan dengan ruang tema 
di kediaman. Dalam pasaran perabot 
sahaja, terdapat lebih 3,000 model sofa 
dengan pelbagai corak, material, warna, 
bentuk dan rekaan. Ada yang mengadu 
sukar untuk membuat pilihan kerana sofa 
bukan dibeli pada setiap hari.

Melalui penjelajahan saya ke seluruh 
pelosok dunia, pelanggan tidak akan 
tersalah pilihan dengan konsep 
bertemakan Chesterfield kerana semua 
ekspresi sofa jenis itu mampu mencuri 
perhatian setiap mata yang memandang 
apabila berada di ruang tamu kediaman 
anda. 

Sumber daripada Internet
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Minat yang mendalam terhadap sofa 
ini, dengan bermodalkan RM500,000 
saya mengambil keputusan untuk 
membawa sofa Chesterfield dalam 
perniagaan kami. Sementara itu, kami 
memilih untuk membiarkan persoalan 
itu menjadi misteri bagi peminat sofa 
Chesterfield, itulah naratif pilihan bagi 
Bardeaux. Dengan peredaran zaman, 
sofa ini telah pun diglobalisasikan dan 
diterima oleh semua bangsa dan ia milik 
semua. Bardeaux mengetengahkan sofa 
Chesterfield dengan kualiti paling premium 
bagi kategori yang tersendiri dengan 
harga yang berpatutan. Setiap model 
adalah buatan tangan dan akan melalui 
kajian yang amat rapi bagi menjamin 
kekemasan dengan menggunakan 
material grad tertinggi bagi kepuasan 
pelanggan. Sofa Bardeaux yang sama 
dieksport ke England, Amerika Syarikat, 
Australia, Uzbekistan dan serata dunia.

Apakah strategi atau konsep perniagaan 
anda yang berbeza daripada pesaing 
lain?

Bagi membawa kelainan dalam koleksi 
sofa keluaran Bardeaux, kami membawa 
idea baharu dengan memperkenalkan 
Chesterfield Jesterfield pertama di 
Malaysia dalam usaha mengembangkan 
perniagaan. Bertemakan kulit asli 
pelbagai warna vintage, Bardeaux 
berinspirasi dalam usaha membawa 
kebahagiaan dan senyuman ke dalam 
ruang tamu pelanggan dengan sofa 
bersenikan deco Jesterfield. Jesterfield 
ini uniknya ia digosok ‘wash-off’ selama 
untuk beratus-ratus jam untuk mencapai 
rupa antik vintage abadi. 

Kami yakin, Bardeaux Jesterfield Sofa 
mampu menonjol seperti tiada yang lain 
dan ianya terlalu iconic yang patut anda 
dimiliki. Kami ingin eratkan sofa dengan 
pemiliknya agar pemilik Jesterfield 
mampu menjadi Picasso yang tersendiri.
Chesterfield mencerminkan sofa yang 
dicorakkan sempurna untuk kemewahan, 

tahun. Malah, ketika membaca, saya 
tidak sedar yang saya sendiri sedang 
duduk di atas sofa Chesterfield.

Kelebihan Bardeaux adalah 
mengetengahkan sofa Chesterfield 
dengan kualiti paling premium bagi 
kategori yang tersendiri dengan harga 
yang berpatutan. Dengan dibaluti kulit 
mewah daripada lembu aniline, gaya 
klasik segar menjadi pilihan perabot 
yang sangat dicari bagi pemilik rumah 
merentasi sempadan kaum dan budaya.

Sumber daripada Internet

keselesaan dan kecanggihan. Selama 
hampir 10 tahun, kami membawa tema 
kemewahan yang boleh diserasikan di 
setiap kediaman rakyat Malaysia dengan 
harga yang menarik dan mampu milik. 
Berkongsi mengenai pemilihan Bardeaux, 
ia diinspirasikan daripada sebuah kota 
terpencil di barat Perancis yang popular 
dengan perhiasan perabot klasik.

Sama ada tema moden atau klasikal, 
Bardeaux memberi inspirasi dengan 
membawakan tema evergreen sesuai 
sepanjang zaman dengan model paling 
berkualiti sofa Chesterfield bagi pasaran 
Malaysia. Ketika memulakan perniagaan 
berkenaan, saya pernah terfikir dan 
bertanya kepada diri sendiri, bagaimana 
satu perabot menjadi idaman pelbagai 
budaya yang berbeza terutamanya dalam 
kalangan rakyat Malaysia.

Saya dapati penyelesaiannya melalui 
pembacaan sejarah Chesterfield ketika 
menetap di kota Paris selama empat 

Sumber daripada Internet
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Mindshift reveals how we can 
overcome stereotypes and 
preconceived ideas about what is 

possible for us to learn and become.

At a time when we are constantly being 
asked to retrain and reinvent ourselves to 
adapt to new technologies and changing 
industries, this book shows us how we 
can uncover and develop talents we didn’t 
realize we had--no matter what our age or 
background. We’re often told to “follow our 
passions.” But in Mindshift, Dr. Barbara 
Oakley shows us how we can broaden our 
passions.

Drawing on the latest neuroscientific 
insights, Dr. Oakley shepherds us past 
simplistic ideas of “aptitude” and “ability,” 
which provide only a snapshot of who we 
are now--with little consideration about 
how we can change.

Even seemingly “bad” traits, such as a poor 
memory, come with hidden advantages--
like increased creativity. Profiling people 
from around the world who have overcome 
learning limitations of all kinds, Dr. Oakley 
shows us how we can turn perceived 
weaknesses, such as impostor syndrome 
and advancing age, into strengths. People 
may feel like they’re at a disadvantage if 
they pursue a new field later in life; yet 
those who change careers can be fertile 
cross-pollinators: They bring valuable 
insights from one discipline to another.

Dr. Oakley teaches us strategies for 
learning that are backed by neuroscience 
so that we can realize the joy and benefits 
of a learning lifestyle. Mindshift takes 
us deep inside the world of how people 
change and grow. Our biggest stumbling 
blocks can be our own preconceptions, 
but with the right mental insights, we can 
tap into hidden potential and create new 
opportunities.

Mindshift:
Break Through Obstacles to Learning 
and Discover Your Hidden Potential
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Throughout your life, you’ve had 
parents, coaches, teachers, 
friends and mentors who have 
pushed you to be better than your 

excuses and bigger than your fears. What 
if the secret to having the confidence and 
courage to enrich your life and work is 
simply knowing how to push yourself?

Using the science of habits, riveting 
stories and surprising facts from some of 
the most famous moments in history, art 
and business, Mel Robbins will explain the 
power of a “push moment.” Then, she’ll 
give you one simple tool you can use to 
become your greatest self.

It takes just five seconds to use this tool, 
and every time you do you’ll be in great 
company. More than 8 million people have 

The 5 Second Rule:
Transform Your Life, Work, and 
Confidence with Everyday Courage

watched Mel’s TEDx Talk, and executives 
inside of the world’s largest brands are 
using the tool to increase productivity, 
collaboration, and engagement.
In The 5 Second Rule, you’ll discover it 
takes just five seconds to:
• Become confident
• Break the habit of procrastination and 

self-doubt
• Beat fear and uncertainty
• Stop worrying and feel happier
• Share your ideas with courage

The 5 Second Rule is a simple, one-size-
fits-all solution for the one problem we all 
face--we hold ourselves back.

Author  : Barbara Oakley
Pages  : 304 pages
Publisher  : Tarcherperigee


