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Group President /

A
llow me to start the ball rolling by 
sharing the commendable outcome 
from our recent SME Sentiment Index 
derived from the SME Bank’s inaugural 
survey (conducted between April 

and June 2022) which successfully garnered 730 
respondents from various types and sizes of SMEs. 

The Index showed a positive reading of 53.8, 
suggesting that most business owners are 
optimistic, resilient and adaptive. 

This is an indication that they are able to identify 
the silver lining amid the current economic 
challenges. A score of above 50 reflects optimism 
/ positive sentiment and vice versa. The majority 
of SMEs are confident that the c  urrent state of 
unfavourable developments will subside over the 
next six to 12 months.

Moving on, I am pleased to disclose that amid the 
current challenging environment, SME Bank has 
rolled out its second Sustainability Sukuk issue 
under its book building exercise by registering a 
total order of RM536 million which exceeded the 
initial desired size of RM300 million.

Proceeds from this issuance will only be utilised 
to finance ESG (environmental, social and 
governance)-related projects. I must also stressed 
that this non-government guarantee Sukuk 
Wakalah programme has been accorded both AAA 
ratings and Gold standard by the Malaysian Rating 
Corporation Bhd which is the highest rating for the 
rating agency's Sustainability Sukuk framework.

To recap, SME Bank’s maiden sustainability Sukuk 
Wakalah which was issued in July last year has 
also achieved overwhelming response with over-
subscription under its book building exercise 
registering a final order of RM1.78 bil. This translated 
into 3.56 times bid-to-cover from the Bank’s target 
issuance of RM500 million.

Meanwhile, it is praiseworthy that the efforts and 
role of SME Bank in the development of Malaysia’s 
SMEs were given due recognition when the Bank 
was accredited as the Best Agency in Accelerating 
SME Development at the Lang International 
Corporate Titan Awards (LICTA) 2021.

In addition, two of SME Bank’s entrepreneur 
development initiatives also received international 
recognition from Association of Development 

CEO Foreword

Financing Institutions in Asia and the Pacific 
(ADFIAP.) The SME Bank XCESS 2021, a national 
level networking event, was adjudged winner 
for Outstanding Development Project for SME 
Development. 

Meanwhile, the Bank’s eCoach Dubai, an export 
acceleration mission, was recognised as the winner 
for Outstanding Development Project for Trade 
Development.

Moving forward SME Bank will remain steadfast in 
supporting the comeback of Malaysia’s SME sector 
in tandem with the prospect of economic recovery 
buoyed by the re-opening of both the Malaysian and 
international borders.

In closing, I wish to urge our entrepreneur fraternity 
to explore and partake the ESG agenda as part and 
parcel of their business conduct just as how the Bank 
rolled out two sustainability sukuk to facilitate its 
future Shariah-compliant financing.

In a nutshell, SMEs which embarked on an ESG 
journey stand to gain a lot of mileage given customers 
nowadays may be more willing to buy from companies 
that invest in greener products or display ethical 
approaches to issues such as inclusivity.

Happy reading and Wassalam. 

DATUK WIRA (DR.) ARIA PUTERA ISMAIL
Group President / Chief Executive Officer
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“Basically, I like the idea of 
doing something that can save 
people’s lives.”

A
fter graduating with a Diploma in 
Business Studies in 1999, Rajasegaran 
Selvaduray worked many jobs before 
finding an interest in starting his own 
venture.

“My first job was serving as an assistant manager for 
a fast-food outlet,” the 43-year-old Ipoh-born chap 
told the InFront newsletter.

 
He later secured a job in Singapore and served there 
for several years before returning to Malaysia due to 
family commitments. 

“I later joined a public-listed healthcare product 
supplier firm as a purchasing executive. That’s the 
time when I began having ideas of starting my own 
enterprise to sell medical equipment. Basically, 
I like the idea of doing something that can save 
people’s lives,” recalled Rajasegaran.
  
Hence, in 2018 Rajasegaran established Navira 
Meditech Sdn. Bhd. in Ipoh to provide non-
clinical services and solutions to Malaysia’s 
healthcare institutions.

With partner Indiran Latchemanan helping him, 
Navira Meditech specialises in selling Biomedical 
Engineering Maintenance Services (BEMS) to 
various healthcare institutions in Malaysia.

A VENTURE TO SAVE LIVES! 
The Story of How Rajasegaran 

Started Navira Meditech
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Through sheer hard work and commitment, Navira 
Meditech grew by leaps and bounds while clinching 
two prestigious recognitions along the way, namely:

AWARDS & ACHIEVEMENTS YEAR AWARDED 
BY

Fast Moving Company in 2020 
(SME 100 Awards 2022)

2022
SME 

Magazine

3-Star SME Competitiveness 
Rating for Enhancement 

(SCORE) 2022
2022

SME Corp. 
Malaysia

“Back then, I only had three 
employees and we had a lot 
of naysayers to deal with. 
We were treated that way 
despite both my partner 
and I having decades of 
experience in the healthcare 
sector,” he explained.
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platforms played an instrumental role in raising 
awareness of our presence in the community and 
the industry.”
 
With perseverance and hard work, Rajasegaran 
said both he and Indiran managed to grow their 
business over time with Navira Meditech now 
employing about 10 people.
 
“We adhered to our three-dimensional mission 
statement which touches on clients, standards and 
human capital,” he revealed. 

“Of course, managing our cash flow was a 
challenge, too, but by applying the right strategies, 
we managed to fill the gaps in our business by 
becoming a well-known brand in the industry.”

However, Rajasegaran said that his healthcare 
firm hit a snag after COVID-19 arrived in Malaysia, 
denting his business to some extent.
 
“Nonetheless, I’m happy that we managed to 
keep the business running during the movement 
restrictions and did not cut any of our staffers’ 
salary,” he pointed out.

“After the Malaysian economy was re-opened on 
April 1, our sales boomed. I believe we are doing 
better now because our clients saw that we could 
deliver even during the challenging pandemic times.”

BUSINESS CHALLENGES

On the challenges faced at the initial stages, 
Rajasegaran said many were sceptical of his 
business given that they were a new company in a 
very competitive industry.
 
“Back then, I only had three employees and we 
had a lot of naysayers to deal with. We were 
treated that way despite both my partner and I 
having decades of experience in the healthcare 
sector,” he explained.

“However, we kept our spirits high and aggressively 
marketed our services to the populace. Social media 
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LEADERSHIP STYLE

“I don’t place much emphasis on hierarchy so as to 
make myself approachable to all.” 

For that reason, Rajasegaran said he made sure 
every employee of his sits in the same designated 
area – including the top management – so that 
everyone can exchange ideas on a free flow basis. 

“I always make it a point to ask my employees for 
ideas on how to improve our workflow, including 
how we can deliver better to our clients,” he noted.

Rajasegaran added that he also rewards his staff 
whenever they have successfully completed a 
project so as to keep them motivated to perform 
better next time.
 
He also constantly reminds his staffers that success 
never comes easily and that it is all about how one 
equips oneself to face challenges. “As Indiran used 
to say, a smooth sea never makes a skilful sailor,” 
added Rajasegaran.

“I always make it a point to ask 
my employees for ideas on 
how to improve our workflow, 
including how we can deliver 
better to our clients,” he noted.
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ENGAGEMENT WITH SME BANK

Speaking on how SME Bank entered his life, a 
delighted Rajasegaran said that it all came about 
when he was seeking financial assistance to grow 
Navira Meditech at its initial stages.
 
“I approached many banks for help but got rejected. 
However, when I approached SME Bank branch in 
Ipoh, I was pleasantly surprised at how helpful and 
professional they were towards me,” he shared.

“On top of approving financial assistance, SME Bank 
also constantly invites us to attend their workshops 
and trainings on how to improve ourselves. I was 
really moved by it.”

Rajasegaran added that at the height of 
COVID-19, the Bank even helped his business to 
obtain the Special Relief Facility (SRF) with little 
red tape to keep Navira Meditech afloat during 
those trying times. 

“As far as I’m concerned, SME Bank is the only 
financial institution I will approach in the future for 
my expansion plans.”
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FUTURE PLANS

Touching on Navira Meditech’s future, Rajasegaran 
said he had already set up another entity as a 
subsidiary but specialising in endoscopic equipment. 

“The idea is that I want to go global. I want to 
collaborate with public-listed companies from across 
the world to make my company an international 
player,” he enthused.

 

TIPS FOR NEW ENTREPRENEURS
 
“Ignore the naysayers and keep working hard to 
make your business a success.”
 
Rajasegaran added that budding entrepreneurs 
should understand that managing a business 
is akin to running a “marathon” which requires 
the person to be responsible, dedicated and 
committed at all times.
 
To ease the process, he urged new business 
owners to continue to seek knowledge and skills 
while remaining resilient during trying times.
 
“Work hard and always be humble,” he quipped.  

To ease the process, 
he urged new business 
owners to continue to seek 
knowledge and skills while 
remaining resilient during 
trying times.
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U
nwilling to rest on her laurels 
despite already running a 
successful enterprise with 
her family, Ding Mei Looi 
always pushes herself to start 
something different from what 
she was already doing. 

 
“One thing I have learnt about doing business 
is that we should never put all our eggs in the 
same basket,” the 45-year-old Ding told the In 
Front newsletter. “Hence, we started Benepark 
Sdn. Bhd. (Benepark) in 2016 as the sole 
operator of facilities belonging to our parent-
company, Marina Sanctuary Resort Sdn. Bhd.”

Three years into operation, she decided 
that it was best for Benepark to purchase 
several facilities to support its operations 
to grow further.

BOOSTING TOURISM : 
Ding Expands Family’s 

Successful Venture with 
Jetty Services!

“One thing I have learnt 
about doing business is that 
we should never put all our 
eggs in the same basket."
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“Our business model for this is that we provide 
a complete facilities and then we collaborate 
with relevant experts to keep the facilities 
running,” she added. 

At the beginning, Benepark collaborated with 
only two ferry operators to transport passengers 
from the Marina Island jetty to Pangkor Island 
jetty which is a 10-minute commute.
 
Soon after acquiring the facilities, the company 
transformed the jetty into a wholesome ‘tourist 
destination’. Our 'InstaLoka' instagrammable 
structures all over the jetty complex had 
drawn many tourists to our jetty.

“Subsequently, we also established a food 
court with a beachside view to provide better 
services to our visitors,” she shared.

BUSINESS CHALLENGES

Touching on initial challenges, Ding who holds 
a degree in accounting from the prestigious 
Royal Melbourne Institute of Technology said 
running a facility like the jetty was a new thing 
to her even as she has prior experience in the 
tourism and hospitality industry.

“Doubtlessly, I had to do a lot of third party 
engagement with jetty operators to brainstorm 
ideas and to gain support to make our project 

successful,” she recalled. “While we wanted 
to operate the business, we decided that it 
would be best if the day-to-day management 
is done by the experts.”

After all, operating a jetty facility is never an 
easy task considering the need to understand 
many external factors that could affect 
operations, notably high and low tides and 
passenger safety.

“There were also other issues such as 
how to handle manual ferry ticket sales, 
parking payments or convincing elderly 
ferry operators who are apprehensive of 
automation,” revealed Ding.

“Hence, we did a lot of discussions with 
various parties including the authorities on 
how to get moving. Importantly, we made 
it clear to the ferry operators from day one 
that we wanted to complement each other to 
maximise performance.”

Although Benepark eventually saw a boom 
in its businesses, Ding acknowledged that 
COVID-19 had affected her businesses 
significantly given that their enterprise is 
premised on tourism and hospitality.

During the first movement control order, 
Benepark had to shut down its jetty for 
three months.

Green Skies Over Marina Island Jetty Complex
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However, being a positive-minded that she 
is, Ding took the movement restriction period 
to embark on several changes to Benepark’s 
business strategies which included automating 
the ferry ticketing system.

“This includes installing a face recognition 
system for frequent travellers for the purchase 
of subsidised ferry tickets,” she quipped.

After the economy was fully re-opened in 
April this year, Ding said that it took about 
two months before businesses resumed to 
somewhat pre-pandemic times. As of now, 
Benepark employs about 70 people which 
include senior citizens and those who are 
physically-challenged.

LEADERSHIP STYLE

“As a leader, I prefer to engage my staffers on 
how to get things done and give them enough 
freedom to accomplish their tasks.”
 
Elaborating further, Ding said she believes 
that being experts in their respective fields, 

What she really likes about 
SME Bank is that they really 
go to the ground by taking 
the initiative to understand 
their customers’ needs.



13

Vol 27 / 2022

leaders should obtain ideas on how to improve 
their business operations while at the same 
time, keep tabs on the work progress.

“When we were automating the ferry 
ticketing system, for example, I leave it to my 
team wisdom to check on progress or to get 
things done as I deem them as the experts. 
At the same time, I also practise open style 
leadership so that my team feel free to 
approach me whenever they need guidance,” 
she noted.

ENGAGEMENT WITH SME BANK

Speaking of SME Bank, a delighted Ding said 
that her engagement with the development 
finance institution commenced in 2019 when 
she wanted to expand Benepark’s business.
 
“At the time, SME Bank conducted a workshop 
in Penang which I attended. I even met the CEO, 
Datuk Wira (Dr.) Aria Putera Ismail,” she said.
 
Upon hearing of her venture, Ding said 
staffers from the Bank immediately visited 
her office  to understand the nature of 

her business before offering her financial 
assistance soon after.

What she really likes about SME Bank is that 
they really go to the ground by taking the 
initiative to understand their clients’ needs.

“In fact, I even asked them why are they so 
willing to help when other banks seemed 
hesitant over financing tourism facilities 
instead of common commercial shop lots and 
I will never forget their reply,” she enthused. 

“They told me that when businesses are in 
need, that is when the Bank should be helpful. 
If you’re already doing well, why would you 
need us? That reply from the Bank touched 
my heart. It was truly a jaw-dropping moment 
for me.”

Even during the MCO, Ding said SME Bank 
provided her financial assistance via the 
Special Relief Fund which helped Benepark to 
stay afloat.
 
“The Bank is truly helpful, they truly conduct 
ample due diligence to understand our 
business needs,” she added. 
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FUTURE PLANS

Looking into the future, Ding said she would 
like to construct a multi-storey carpark to 
cater for the booming tourist arrivals.
 
“Right now, we have open space car park that 
can accommodate about 1,500 cars but I can 
foresee that demand soaring in the coming 
years. Hence, I feel there is a need for this 
multi-storey car park,” she projected.
 
Moreover, Ding also wanted to raise 
awareness of the beauty of the Pangkor Island 
by leveraging social media and influencers.
 
“Though Pangkor Island is a famous tourist 
destination, there are still many ‘hidden 
gems’ in the island that many are unaware 
of,” she insisted. 

“For example, do you know there is a Chinese-
Muslim mosque here? Plus, there are many 

beautiful sites of other faiths located in the 
island which many people are not aware of.

A recent discovery of the “green sky” during 
a certain time of the year is also another new 
destination that one should not miss.

“There are also other places such as a turtle 
farm and honey bee farm which are rarely 
known to outsiders. To really experience 
the wonders of Pangkor Island, I believe one 
should spend at least three days and two 
nights here.”

As a local tourism player, Ding considered it as 
her responsibility to promote the uniqueness 
of Pangkor Island to the world.

TIPS FOR NEW ENTREPRENEURS
 
“Always have a healthy and positive mindset. 
That will take you far in life.”
 
Explaining her statement, Ding said that in life, 
many people will face all types of challenges 
but it is up to the individual whether they want 
to see them as hindrance or an opportunity to 
realise one’s ambitions.
 
“As far as I’m concerned, if you have a positive 
mindset, anything is possible,” she concluded. 

“Always have a healthy and 
positive mindset. That will 
take you far in life."
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World Marketing Work 
Sdn. Bhd. 1279093-W

SAIFUL AZLAN RAMLI  
Managing Director
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U
pon graduating from the Ibrahim 
Sultan Polytechnic, Johor in 
2010, Saiful Azlan Ramli started 
off as a graphic designer and 
never thought of becoming an 
entrepreneur one day.

 
“To be honest, the idea to start my own 
venture came from my dad. He spent two 
decades working for a well-known children’s 
nutrition company,” the 33-year-old told the 
InFront newsletter.
 
“After getting his voluntary separation scheme 
from the company, he suggested for us to start 
our own venture and that’s how it all began.”

GOAT’S MILK FORMULA : 
Saiful’s Thrives in a Dream 

Project Inspired by His Father 

“To be honest, the idea to start 
my own venture came from 
my dad. He spent two decades 
working for a well-known 
children’s nutrition company,”
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Before long, Saiful established World 
Marketing Work Sdn. Bhd. in 2013 in Taiping, 
Perak to sell goat’s milk and other goat’s milk-
based products with his father and brother 
partnering him.

Within a few years, demand for World 
Marketing Work’s goat’s milk formula soared 
to the extent that the family business started 
to export its products between 2015 and 2016.

“Initially, we engage with other factories to 
manufacture the milk formula and we focused 
on distribution and sales. Due to high demand 
in the local and global market, in 2018, 
we managed to set up our own factory to 
manufacture the milk formula,” noted Saiful.

As his business grew by leaps and bounds, 
Saiful’s staff strength grew from the initial five 
to 22 employees. Along the way, the company 
also clinched several recognitions, namely: 

AWARDS & ACHIEVEMENTS YEAR AWARDED BY

Promising Milk Products Manufacturer of the Year 
(Malaysia SME Category)

(Made for the World Excellence Awards 2021)
2021 Niaga Times

Consumer Goat Milk Powder
(The Brandlaureate SMEs Bestbrands E-branding 

Award 2021)
2021 The Brandlaureate

The Lion Cub Award
(Lang International Corporate Titan Awards 2020) 2021 LICTA
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BUSINESS CHALLENGES

On the challenges he faced at the beginning, 
Saiful said he had to raise awareness of his 
product as the local milk formula market 
was dominated by established foreign-
made products.

“Plus, not many people know the nutritional 
value of goat’s milk as opposed to cow’s milk 
which is well established in the market.”  

“Hence, we had to spend a lot of resources and 
time in raising awareness among the public on 
the benefits of goat’s milk which was quite a 
challenge,” shared Saiful.

Thankfully, the public became receptive to 
his products, paving way for a sales boom 
between 2017 and 2019.

 
Despite a soaring export market, it was not 
that easy either given that the company had 
to obtain various certification from regulatory 
bodies which included the need to have their 
own factory.
 
Saiful decided to establish his own factory and 
had even started to secure a bigger factory in 
the neighbouring Kamunting district. However, 
his ground work to establish the Kamunting 
factory came to a grinding halt after Malaysia 
went into lockdown in March 2020 due to 
COVID-19.

“Of course, the movement restriction dented 
our business performance. Despite the 
economy re-opening in April this year, our 
sales have yet to pick up to pre-COVID-19 
level.” observed Saiful.

Nevertheless, he was grateful that the 
movement restriction period has prompted his 
business to shift their sales operations to an 
online platform to keep the momentum going.
 
“In a way, going online helped us a lot as the 
Indonesian market has a strong e-commerce 
platform which is helpful in our export 
business,” he revealed.  

LEADERSHIP STYLE

“I’m not a person who can teach theories to my 
employees. I’m more of a person who learns 
and teaches things by doing hands-on work.”
Elaborating on his leadership skills, Saiful 
said instead of talking about how to be good 

Nevertheless, he was grateful that 
the movement restriction period 
has prompted his business to shift 
their sales operations to an online 
platform to keep the momentum 
going.
 
“In a way, going online helped us a 
lot as the Indonesian market has a 
strong e-commerce platform which 
is helpful in our export business,” 
he revealed.  
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employees, he veers towards career path 
when it comes to coaching his team.
 
“A lot of things in life can be made possible if 
we just have the common sense. For example, 
I learn things from experience. That’s why 
I always insist on my team members to be 
focused on whatever they do.

“Plus, I also encourage them to ask questions 
when in doubt. There are no silly questions 
when it comes to me,” he stressed. In this 
regard, Saiful said he rarely pushes his weight 
around as the top leader but always tells his 
employees that he is also part of the team.
 
“That’s why I like to talk about career paths 
with my team members and encourage them 
to pursue their ambitions,” he added. 

ENGAGEMENT WITH SME BANK

Touching on SME Bank, a delighted Saiful said 
the Bank had helped his company by providing 
Shariah-compliant financial assistance to help 
his venture grow.

“We got acquainted to them in 2013 and there 
was no looking back. The Bank gave me the 

confidence I needed to better pursue my 
business,” he vouched. 

“Not only did SME Bank helped us with 
financial assistance but they also helped us 
by giving us training and taught us about 
branding.”

Saiful went on to mention that the Bank also 
includes World Marketing Work under its 
Business Acceleration Programme and fully 
comprehends his business needs.
 
“SME Bank has been with us through thick 
and thin. That is why I have approached them 
for another financing assistance to grow the 
business further.” 

FUTURE PLANS 

Touching on the future, Saiful said he wants 
to get World Marketing Work listed in Bursa 
Malaysia within several years.

“And I want to become the best goat milk 
formula manufacturer in the Indonesian market. 
Hence, I need to raise awareness and boost 
sales in the country.”
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TIPS FOR NEW ENTREPRENEURS

“Decide what you want in your life. Once 
you set a goal, keep working hard to make it 
come true.”
 
Elaborating on his statement, Saiful said 
many entrepreneurs tend to falter within 
several years despite doing extremely well as 

they become easily contented after ‘tasting’ 
some success.

“To me, monetary wealth is a subjective 
matter. That is why it is important for one to 
set a goal and keep going until the target is 
reached and never get disheartened when 
facing tough times,” he philosophised.

“There are two ways of looking at challenges. 
Either it can defeat you or you can learn from 
it and improve yourself. How you look at it 
depends on you totally.”
 
Saiful added that one should always strive 
to create their own opportunity rather than 
waiting for it to fall on one’s lap.

“Never give up. Even when you’re facing 
tough challenges and if you feel demoralised, 
remember the goals you have set and keep 
moving forward,” he concluded. 

“There are two ways of looking at 
challenges. Either it can defeat you 
or you can learn from it and improve 
yourself. How you look at it depends 
on you totally.”
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Section

H
aving raised its key Overnight 
Policy Rate (OPR) by a total of 
75 basis point (bps) year-to-date 
(YTD) as of 8 September 2022, 
there is a possibility for Bank 
Negara Malaysia (BNM) to raise 

the OPR by another 25 bps in November given 
the strong domestic recovery momentum and 
the need to smooth out volatility in the foreign 
exchange market to promote financial stability.

During the pandemic, BNM cut the OPR by 
125 bps to reach a record low of 1.75%. As the 
economy is now back on a stronger footing, 
normalisation of the OPR is necessary not 
only for BNM to rebuild its policy buffers, but 
also to avoid imbalances when the rates are 
being kept too low for too long. At present, 
we are in an environment of US Dollar strength 
as the US Federal Reserve had aggressively 

By SME Bank Economic Research

Senior Economists:
Lynette Lee, Mazlina Abdul Rahman 

tightened its policy rate by 300 bps YTD to the 
3.00% - 3.25% range during its September meeting 
and expectation is for another 125 bps by year-
end. Heightened volatility and weaknesses in 
Ringgit could disrupt economic activities and 
fuel inflationary pressures, particularly imported 
food inflation. Therefore, flexible exchange rate is 
important to serve as a shock absorber to preserve 
domestic price stability and orderly financial 
market conditions.

Malaysia’s key economic indicators have thus far 
pointed towards a firm recovery. The economy 
expanded by 8.9% year-on-year (y-o-y)  in 2Q 
2022, accelerating from 5% gain in the previous 
quarter thanks to pent up demand, base effect 
factors, normalising economic activities, tight 
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Higher Borrowing 
Cost Doesn’t 
Curtail Demand 
for Financing 
Among SMEs
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capitalise on the ongoing economic recovery," 
says Mazlina Abd Rahman, Manager, Economic 
Research.
 
At the industry level, SMEs’ outstanding loan/
financing continued to grow by 7.5% y-o-y in June 
2022 albeit inching downward from 7.8% y-o-y 
in the preceding month due to a moderation in 
its largest component which was working capital 
(8.6% y-o-y vs 9.4% in May 2022) (see Figure 2).
Nevertheless, demand for working capital 
financing remained above pre-pandemic levels 
(2015-2019 average) of 4.2%.

In fact, BNM’s latest Financial Stability Review 
for 2H 2021 showed that the new rescheduling 
and restructuring (R&R) applications by SMEs 
have decelerated from its peak in July 2021, 
indicating that recovery is on track with SMEs 
having greater confidence and ability to service 
their debt. 

"Their steady increase in earnings will lead to 
improvement in profitability over time, hence 
rebuilding business resilience," Mazlina adds. 
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labour market, supportive policy measures, and 
resilient external demand.

“While recent domestic economic data are showing 
an optimistic outlook, we remain cautious on the 
developments on the external front," commented  
Lynette Lee, SME Bank's Senior Economist.

“The tighter global monetary policy environment, 
prolonged supply chain disruptions, geopolitical 
tensions, higher inflation, risk of recession and the 
emergence of contagious diseases could have spill 
over effects to the domestic economy and derail 
our recovery trajectory,” Lynette added.

In Malaysia, rising prices of commodities and other 
raw materials are being cushioned by Government 
subsidies and price controls. For instance, retail 
price of RON95 and Diesel have been capped at 
RM2.05/litre and RM2.15/litre respectively.

DEMAND FOR FINANCING INTACT

"Despite higher borrowing costs, businesses are 
expected to continue demanding for financing to 
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