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F R O M  T H E  E D I TO R

CONTRIBUTION OF ARTICLES

The Akauntan Nasional welcomes original and previously unpublished contributions which are of inte-
rest to accountants, executives and scholars. Manuscripts should cover domestic or international accounting
developments. Lifestyle articles of interest to accountants are also welcomed.

Manuscripts should be submitted in English or Bahasa Malaysia and range from 2,500 to 5,000 words
(double-spaced, typed pages). They should be submitted in hardcopy and diskette (3.5 inch) form in Microsoft
Word or Lotus Wordpro. Manuscripts are subject to a review procedure and the Editor reserves the right to
make amendments which may be appropriate prior to publication.

Letters to the Editor
A key element in the world of publishing is what readers have to say.

We want to hear from you on just about anything that appears in
each issue of Akauntan Nasional. Why not drop us a line now?

1967
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the Qualifying examination.
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Accountants around the world are likely to remember 2002 for the infamy it
brought to the profession. But looking back, who could have predicted what

   the magnitude of the effects of Enron’s collapse would have had on the ac-
counting scene. What began as a relatively benign inquir y by the House of
Representatives in the US, led within months, to the demise of one of the largest and
best recognised auditors in the world.

But that wasn’t all. It soon become clear that the entire accounting profession was
called into question and not it seemed, without cause, what with the accounting she-
nanigans at WorldCom, Equitable Life and others surfacing after the Enron debacle.
Naturally, this caused a severe decline of the profession’s reputation.

Over the last 12 months people have rarely mentioned the accounting profession
without, in the same breath, referring also to Enron, WorldCom, Andersen’s collapse or
some other scandalous event. Yes, it’s true that 2002 has been the most scandalous and
tumultuous year in the profession’s history. But is it really as bad as it seems?

While lawsuits against auditors and accountants have hit the headlines since the
beginning of the year, it is difficult to separate the genuine cases of negligence and
fraud from the swathes of panic-induced investigations and speculative suits.

And if you look at this issue from another perspective — or think about it “out of the
box” — the corporate dramas have in fact given the accounting profession a kind of
recognition, in the sense that people now recognise the important role that accoun-
tants play in corporate life. The publicity given to the accounting irregularities has
painted a scary picture of what can happen when a business gets lax or starts to play
fast and loose with its accounting functions.

Another notable development from the events of 2002 is that it has glamorized the
accounting profession, albeit in a somewhat perverse manner. The end result of this
is likely to be that the profession has become more attractive to young people, as the
2002 events shed away the boring and staid feel of the profession.

The big question, of course, is what will happen over the next 12 months.
As 2002 has proved, crystal ball gazing can be difficult — even though the Enron story

appeared in early 2002, only few predicted that the outcome would be quite so dramatic.
Despite that, we have in this month’s issue of the magazine, taken up the challenge

to offer you a look into the future and what is expected of the accounting profession
this year.  There are also highlights of some of the events that took place last year.

While 2002 can be said to be one of the most “interesting” years of the accounting
profession, only few would want a repeat of the things that happened vis-à-vis the
profession. Nevertheless, there will be those who no doubt would be hoping that
2003 will not be too boring in comparison.

Happy Chinese New Year.

 
Editor

2002 :  A Year in Review

AN
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AKAUNTAN MALAYSIAINSTITUT

VISION AND
MISSION

MIA’s Vision

• To be a globally recognised

and respected business

partner committed to

nation-building

MIA’s Mission

• To develop, support and

monitor quality and expertise

consistent with global best

practice in the accountancy

profession for the interest

of stakeholders

Malaysian Institute of Accountants
(Established under the Accountants Act, 1967)

MIA BRANCHES

State : Johor
Location : Johor Bahru
Chairman : Soh Siong Hoon, Sam

State : Melaka
Location : Melaka
Chairman : Lee Hin Kan

State : Negeri Sembilan
Location : Seremban
Chairman : Chan Siew Tong

State : Pahang
Location : Kuantan
Chairman : Foo Tui Lee, Joseph

State : Penang
Location : Penang
Chairman : Teh Eng Hin, Steven

State : Perak
Location : Ipoh
Chairman : Soo Yuit Weng

State : Sabah
Location : Kota Kinabalu
Chairman : Alexandra Thien

State : Sarawak
Location : Kuching
Chairman : Tiang Kung Seng, David

State : Kedah & Perlis
Location : Alor Setar
Chairman : Por Lee Tee

State : Kelantan
Location : Kota Bahru
Chairman : Billy Kang

State : Terengganu
Location : Kuala Terengganu
Chairman : Su Lim

NOTICE TO PRACTISING MEMBERS

AN

the ease of computerisation of the accounting
department if they wish to so pursue this path.
Through this channel, you may also be able to
consider your firm’s readiness to diversify into
providing IT services by being an implementer
with support from MYOB or at the very least,
to consider entering into a strategic partnership
on the basis of mutual benefit. Learn how you
can have exclusive access to MYOB software
and services at a nominal price as accounting
practitioners.

INNOVATION SHOWCASE

As part of innovation within the local account-
ancy profession, member firms are invited to

submit to the Practice Matters Department of the
Institute, various innovative proposals and
schemes for the benefit of other practitioners or
MIA members in commerce and industry for our
consideration. It can be in the form of new products
or services that have already been commercialised
or are in the process of commercialisation. Once
your innovative proposal or scheme is accepted, it
will be allowed to be demonstrated to fellow prac-
titioners or other MIA members on a “free of
charge” basis at any one of our future evening talks.
Submissions should be made to Johnny Yong
(e-mail :  johnny@mia.org.my) from the Practice
Matters Department with as many details as
possible to enable the Institute to make an in-
formed decision. At minimum, the following infor-
mation must be made available :

a) A synopsis of the proposal and/or
scheme;

b) Its possible benefits to the community
and businesses;

c) Member’s name and contact details;

d) Firm’s name and contact details;

e) MIA membership number;

f) Ownership and claims of rights for the prod-
ucts or services must be disclosed up-front.

If the need arises, through our eventual in-
volvement with the International Innovative
Network, members in public practice may be
able to market their products and services in
overseas markets in due course.

DEVELOPING
CONFIDENCE THROUGH

PUBLIC SPEAKING

W hether a practitioner is negotiating
an increase in his chargeable fees with a

difficult client or having to do a business presen-
tation with the hope of securing an important
consultancy engagement, the ability to speak with
confidence is of paramount importance. On an-
other level, an individual who is being interviewed

AN

BRIEFING FOR
PRACTITIONERS IN THE

KLANG VALLEY

As a follow up to our announcement last
year, we are pleased to inform practising

members of a briefing to be organised at the
MIA office on 14 March 2003 (Friday). Details
are as follows :

Venue : Main Boardroom , Dewan Akauntan
2 , Jalan Tun Sambanthan 3
Brickfields, Kuala Lumpur

Time : 5.00 p.m. to 8.00 p.m. (or earlier)
Admission :  Free

Members are required to register their in-
terest with Sharon Koh at 03-2279 9200 Ext.
125 of the Practice Matters Department.

For this briefing, we have invited two
companies to share their views on practice
management and the possibility of diversifica-
tion of accounting practices into IT services
providers. The details are as follows :

a Practice Management
Learn how a practitioner can incorporate IT

and office automation to help to administer his
or her practice. In today’s competitive business
environment, we have to rely on technology in
many ways to maximise our returns on capital
invested in the practice. Here, Solution 6, an
Australian solutions provider is willing to share
its knowledge on practice management with the
local practitioners. Learn how you can keep track
of your work in progress as well as the status of
your billings as these will have an impact on your
cashflow on a weekly basis. Find out how you
can rely on certain software that can help you
expedite the report preparation process and
eventually, the time spent on the finalisation of
audit fieldwork. In many small and medium-sized
practices (SMPs), the most valuable resource
of the practice is the proprietor’s time spent on
the field or the corresponding review work. The
ideas that will be put forward may help some of
the SMPs become more cost conscious.

b IT Vendor Programme
The linkages between a firm registered with

MIA (be it audit or non-audit) and the business
community outside are tremendous. Here, an
established IT service provider MYOB Asia will
share its insight of working together with our
practitioners to help the end users (in this case,
the clients of MIA members) to go for
computerisation as far as their accounting
needs are concerned. Find out how our mem-
bers can choose to become their IT vendors,
specialising in the delivery of reliable account-
ing solutions or at the very least, being able to
recommend or educate their existing clients on
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M E M B E R S ’  I N T E R E S T

Since the activation of the Institute
in 1987, a significant amount of
resources and efforts by the In-
stitute has been directed to the

area of standard setting and regulatory
enforcement within the accountancy pro-
fession in Malaysia. The recently approved
practice review framework is but the lat-
est example and is definitely not going to
be the last. Coupled with the cynical view
that accountants should not be too creative
(spelt as ‘Worldcon’), to link the outlook
of accountants to that of innovation is some-
times viewed with disdain. However, we
have to realise that the world is changing.
The business environment in Malaysia
today is different when compared to the

INTERNATIONAL
INNOVATION NETWORK

By Johnny Yong

past years. The emergence of new tech-
nologies and the eventual implementation
of AFTA will bring a lot of uncertainty. The
profession is under significant threat. It is
in this turbulent environment that our
members are expected to earn a living or
make their fortunes. And, it is also in this
time of uncertainty that a group of leading
professional bodies have seen for
themselves the need to encourage
innovation within the accountancy profes-
sion. As the saying goes, one good idea
leads to another and hence, the creation
of an organisation known as the Interna-
tional Innovation Network (IIN).

The star ting point was then the
Webtrust, an e-commerce assurance ser-

EXPORT OF MALAYSIAN
ACCOUNTING SERVICES
AND RELATED SERVICES

The Malaysia External Trade Devel-
opment Corporation (MATRADE),

which is helping to promote the export
of Malaysian accounting services, taxa-
tion services as well as management
consultancy services would like to fol-
low up with members of our Institute
who are export ready so that it can ob-
tain their views in the formulation of spe-
cific export promotion programmes.

If your firm has been exporting ac-
counting services or is interested in ex-
porting accounting services, please con-
tact Encik Khairul Azmi Rezo at  Tel :  03-
2279 9230   Fax :  03-2274 1783 or e-mail
khairul.azmi@mia.org.my by Friday, 28
February 2003 for the purpose of com-
piling a database for MATRADE.

For more information on the
abovementioned services, please visit
our website at http://www.mia.org.my
under International News.

TO MEMBER FIRMS

AN

Allow me to express my views regarding an
article that appeared recently. Referring to
the ar ticle, “Dividend Policy” by Miss
Rosiatimah, Akauntan Nasional, Volume 15,
Number 11, the information given is not
accurate and not practical for the Malaysian
context. Here are the excerpts “Dividends are
taxable when distributed but taxes on capital
gains are deferred until the stock is sold” and
this one “Shareholders who sell their shares
receive a premium price and pay capital gain
taxes rather than ordinary income taxes”.
Theoretically, the dividend policy models are
correct as per Miller and Modigliani. How-
ever, I believe since the readers of this maga-
zine are mostly Malaysians and those
practising and utilising this dividend policy
are Malaysians or those working under Ma-
laysian Rules and Regulations, this article is
not accurate and not practical for the
Malaysian corporate scenario. As we know,
capital gains from the selling of shares is not
taxed in Malaysia. So I believe certain
conclusions derived from this article such as
“Thus, for individual stockholders, the effec-

LETTER TO THE EDITOR
tive tax rate on dividend income is higher than
the tax rate on capital gains. If the tax rate
induces shareholders to favor capital gains
over cash dividends, then management should
reinvest rather than paying out earnings" are
not applicable for the Malaysian corporate
scenario. As we are also aware, in Malaysia
most companies do not pay dividends as high
as foreign companies like those in the US. Most
Malaysians do not classify dividend pay out
as their significant source of income as the
pay out ratio is low. Personally I think this
article is good as it gives valuable informa-
tion on dividend policy and how it can affect
the shareholders and it also refreshes the
knowledge of Finance Scholars. However, I
am of the opinion, that since this article is
meant for Malaysian readers and published
in Malaysia for the Malaysian public it is more
appropriate to add in dividend policy appli-
cable to the Malaysian corporate scenario
rather than a general dividend model, which
is easily accessible in most financial books.
Please view my comments positively.

Via e-mail — Aidid@sapura.com.my

AN

for a new job also needs to outshine his po-
tential rivals in the department of confidence,
all things being equal. And one of the surest
ways to develop your confidence in front of
your clients and other VIPs is to master the
skill of public speaking. It has been quoted
that people would prefer death than to speak
in public. However, public speaking like any
other skill can be developed. For this reason,
the Institute would like to gauge members,
especially the practitioners’ interest in this
area. We will be organising a series of ‘demo’
meetings at the Institute’s premises to deter-
mine if there is a need to cater for a special
interest group in public speaking. Members
in Klang Valley are invited to join our first few
demo meetings as scheduled below :

a) 6 March 2003 (Thursday) ;

b) 20 March 2003 (Thursday) ; and

c) 3 April 2003 (Thursday).

All meetings will start at 6 p.m. and will end
at about 8.30 p.m. Should there be enough
members keen in this area, then the Institute
will consider setting up this special group to
promote the art of public speaking. Registra-
tion can be made through Sharon Koh at Ext.
125 (e-mail : sharon@mia.org.my)

Participation in the demo meeting is free
of charge.
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IIN Fact File
International Innovation Network (IIN) is an organisation

of accountancy institutes formed in 2002. Its current

membership comprises 18 national institutes from 17 coun-

tries in Europe, Asia Pacific and the Americas represent-

ing a significant proportion of the world’s accountants.

The institutes have come together to share innovative

ideas, products and services that meet the needs of pro-

fessional accountants and the organisations they serve

while continuing to protect the public interest. The IIN

looks to its member institutes for innovative ideas, prod-

ucts and services for sharing within the Network and does

not actually develop its own products at this time.

The mission of the IIN is to provide :

� Leadership in developing and sharing ideas for innovative products and ser-

vices for benefit of the global accounting profession; and

� A vehicle for collaboration between network members to:

• Develop new commercial products and services; and

• Disseminate and market under a common brand Innovation Products for use by

professional accountants in public practice, industry and government.

The IIN was officially formed in 2002 and is based in London, England. It includes

a General Assembly, a 6-member Coordination Committee and a Chairperson.

IIN members are grouped in three regions. Founding members include :

� The Americas : Argentina, Canada and the United States

� Europe/Africa : Austria, Belgium, England and Wales, France, Germany, Ire-

land, Italy, the Netherlands, Scotland and Spain

� Asia Pacific : Australia, Hong Kong, India and Japan

The IIN facilitates its members’ access to a comprehensive portfolio of innova-

tive solutions that meet the needs of the accounting profession, the businesses

they serve and the public interests they protect. This portfolio will include ser-

vices such as assurance around non-financial information in areas of e-commerce,

privacy, security, system reliability, performance measures, sustainability and in-

formation technology.

Accountancy institutes that join the IIN have demonstrated a commitment to

protecting public interest and providing their members with current, leading-edge

products and services to meet the changing needs of clients and businesses through

a disciplined development process within each of their respective jurisdictions.

Accountancy institutes play a critical role in innovation as both facilitator within

the profession and initiator of the process. At other times, accountancy institutes

will act as a distribution point, educating their members about innovative ser-

vices which have been developed by another part of the Network.

vice with best practices designed to build
trust and confidence in the electronic mar-
ketplace. Over the past few years, various
professional bodies have seen fit to pro-
mote the benefits of Webtrust to their re-
spective members. As negotiations with
the inventor of Webtrust, i.e. the AICPA
and the CICA started to build up, an unof-
ficial network was then created to facilitate
negotiations on a uniform platform for the
adoption of Webtrust in various jurisdic-
tions and this unofficial network eventu-
ally ended up eyeing other new and inno-
vative services that could be developed
with an eye to an international as opposed
to local accountancy market. And, rightly
with enthusiasm, in 2001, the concept of
the IIN, a global organisation under which
such innovation could take place was born.

In successive meetings held in Paris, San
Francisco, London, Toronto and the latest
in Hong Kong, this grouping is seeing an
emerging range of new products/services
and ideas being created and shared at the
Network Forum. It was reported that there
was significant rapport amongst the vari-
ous institutes in their common desire to
bring to their members (whether as cre-
ator or adopter) current leading edge tools
and services designed to meet the chang-
ing needs of business through a disciplined
development process within each of their
diverse jurisdictions.

Malaysia has yet to be a member of this
network. However, a meeting tentatively
scheduled in Australia in January 2003 may
be an opportune time for the Institute to ex-
plore the possibility to be part of the IIN. The
writer was in Hong Kong recently and had a
discussion with Winnie Cheung of the Hong
Kong Society of Accountants (HKSA), and
she is of the view that the IIN will “provide a
useful platform to develop (their) members’
skills and share ideas, products and services
that meet the needs of professional accoun-
tants and their clients or employers.” In a nut-
shell, the intention is to bring innovation to
the market place and get global participation
not only in services that the network can de-
velop but in how this Group can approach and
capture the global market.

The network’s potential is huge with a
reach of over 1,000,000 accountants world-
wide and still growing as more countries
become part of it. As mentioned by Anthony

Pugliese of AICPA, “ Innovation is expensive
so, having global participation and sharing
of ideas and costs is of enormous benefit. Fur-
thermore, if the IIN is to work on any par-
ticular product, it would be beneficial to ev-
eryone (in the network) if ideas from other
countries can be sourced and incorporated
such into a truly global product mix.”

It is believed that smaller markets such
as Malaysia can obtain the benefits of in-

ternational innovation without incurring
the associated development costs and by
doing so, directly helping the professional
development of members in Malaysia.
With our emphasis changing from mere
regulatory prowess, it is indeed timely for
the Institute to align itself as part of this
international network to realise the true
vision of the Institute that is, to become a
respected partner in nation-building. AN
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C O V E R
A C C O U N T I N G  I S S U E S

Accounting PRACTICES 2002 :

Coping with
Challenges
The year 2002 will go down in history as the first time accountants
played a starring role in the biggest news stories of the decade.
Although the major stories were played out in American corpora-
tions the issues they raised have had an impact on the accounting
profession in Malaysia. This article will address some of the main
accounting issues of the year and how they affected the accounting
profession in Malaysia and in the global arena.

All cover stories by Shamala Kandiah

Enron Fallout

It all started with Enron, once the sev-
enth-biggest company in America. Last
year saw the highly public post-mortem
into the downfall of the energy-trading gi-
ant reveal accounting issues at the heart
of its demise. Arguably Enron’s biggest ac-
counting sin was to remove big liabilities
from the balance sheet and put them into
“special-purpose entities”. This had the ef-
fect of grossly understating the true extent
of their liabilities. Eventually Enron had to
restate its profits from 1997 to 2000 that
led to US$1.2 billion being taken off its
books leading ultimately to its bankruptcy.

Enron, unfortunately, was not an isolated
bad apple. Dodgy accounting practices
were revealed in a number of other US
companies — WorldCom, Global Crossing,
ImClone Systems Inc and Tyco Interna-
tional. By the end of the year 250 Ameri-
can public companies had to restate their
accounts compared with 92 in 1997 and
three in 1981. In the front line of fire were
the auditors of these companies.

“Enron, unfortunately, was not
an isolated bad apple. Dodgy

accounting practices were
revealed in a number of other

US companies …”

Big 5 becomes Big 4
One of the Big 5 accounting firms Arthur

Andersen was held directly responsible for
three of the biggest bankruptcies in history
last year — Enron, WorldCom and Global
Crossing. Its weakness appeared to be the
unresolved conflict of interest between its
auditing and consulting business and, in turn
the compromising of its independence. In

2000 Andersen earned US$25 million from
auditing Enron’s books and another US$27
million from lucrative consulting services to
the energy trader. Over dependence on
Enron for revenue led to its engagement part-
ners capitulating. Andersen’s demise in Sep-
tember 2002 changed the global accounting
landscape, as the Big 5 became the Big 4. In
Malaysia, Ar thur Andersen, Malaysia
merged with Ernst and Young on 1 July 2002,
and as a result the Andersen name disap-
peared from the local accounting landscape.

Greater Regulation of the
Accounting Profession

Enron and the other corporate debacles
triggered the US government to embark
on a root and branch review of its regula-
tory framework. One of the fruits of this
ongoing review was the Sarbanes-Oxley

Arthur Andersen’s
corporate
headquarters
in Chicago
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(SOX) Act that became law on
30 July 2002.

The Sox Act was hastily set up
in an attempt to bolster the audit-
ing process in America. It was a
response to the public outcry from
shareholders who wanted speedy
retribution for their financial
losses caused by the corporate
collapses. The absence of rules in
the Internet “energy-trading”
markets had led to false shortages,
fake trades, huge profits and enor-
mous financial and economic
losses. It had become clear that
the capital markets needed en-
hanced rules and for it’s policing
to be open, transparent and fair.

With this in mind the SOX Act
established an oversight board,
the Public Company Accounting
Oversight Board. This move
marks a seismic shift in the way the account-
ing profession is regulated, moving it from
a system primarily based on self-regulation
and peer review to one of independent re-
view by a body with investigative and disci-
plinary powers. In Malaysia the accounting
profession continues to be self-regulated
through the Malaysian Institute of Accoun-
tants (MIA). Raymond Liew of Raymond
Liew and Associates, believes that given the
global trend for an independent oversight
board Malaysia may need to modify the
existing self-regulatory regime. “The over-
sight independent board would map out
overall policy for the accounting profession
while the day-to-day practices would be gov-
erned by professional bodies like MIA.
However it is imperative that we monitor
the global trends in the accounting profes-
sion and adapt to the changes over time to
instil greater investor confidence”.

In an attempt to address the issue of in-
dependent directors, SOX requires that all
directors in a company’s audit committee
be independent and for a majority of direc-
tors on a board to be independent. Although
this increases a company’s credibility, issues
like supply, quality, remuneration and lia-
bility of directors need to be addressed. In
Malaysia the requirement introduced in
2002 that directors receive mandatory train-
ing is a move in the right direction. The
Kuala Lumpur Stock Exchange (KLSE)

also requires that the boards of directors
have at least two independent directors and
that companies have an audit committee
dominated by independent directors.

Corporate Governance Issues
Enron ensured that corporate governance

issues were top of the corporate agenda last
year. The failure of boards to do their job —
as shareholder representatives — was at the
root of many of last year’s corporate scan-
dals. It became clear that many boards had
failed to rein in the excesses of CEOs —
many of whom made fortunes from options
and other perks — and turned a blind eye to
suspect accounting. The clamour was for
more truly independent board members and
the separation of the role of CEO and chair-
man. Despite concerns about corporate gov-

“Enron and the other corporate debacles
triggered the US government to embark on a

root and branch review of its regulatory
framework. One of the fruits of this ongoing
review was the Sarbanes-Oxley (SOX) Act

 that became law on 30 July 2002”.

ernance, US regulators have yet
to introduce a Code of Corporate
Governance.

In Malaysia, the KLSE and
Securities Commission en-
dorsed code became effective
in 2002. It requires companies
to publish a statement within
the annual report detailing the
extent of compliance with the
Code. All in all more work for
company accountants and more
for investors to read.

Accounting Practices
Trending Towards a

Global Norm
The past year witnessed a raft

of new accounting standards
issued by the Malaysian Ac-
counting Standards Board
(MASB). Some have already

taken effect while others will come on
stream later this year. The new standards
are part of Malaysia’s efforts to align its
accounting practices with the emerging
global gold standard, that of the Interna-
tional Accounting Standards Board (IASB).
The upshot is that local financial reports
are starting to look increasingly like those
prepared by large overseas companies.
This convergence is impacting all coun-
tries, from the US to the UK and Singapore.

At the end of 2002, accountants found
themselves in a much different accounting
scape to the one they faced in 2001. There are
some who feel that accountants have been the
scapegoats for last year’s corporate debacles.
Rebuilding trust in the profession and estab-
lishing a clear ethical code of conduct will be
among the main tasks for the future.

“In Malaysia, the KLSE and Securities Commission endorsed
code became effective in 2002”.

AN
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THE YEAR AHEAD
TIME TO TAKE STOCK!

C O V E R
A C C O U N T I N G  I S S U E S

The year 2002 was a challenging year for the profession. The Enron
and WorldCom debacles have cast aspersions on the accounting
profession. However, it cannot be denied that the contribution of
the accounting fraternity to the progress and development of the
country is indeed significant. Accountants are a unique and
distinguished professional group because they do not shout about
their contributions to society, but their silent involvement and con-
tinued commitment to the changing and challenging times are
praiseworthy and a source of inspiration to the business community.

Accountants will
not forget the
year 2002. Corp-
  orate scandals

in the US cast a dark shadow
over the profession sparking
public censure of the account-
ing profession. Accountants
were thrust into the media
spotlight. And all for the
wrong reasons. Suddenly the
men in grey suits worldwide
took on an unwelcome air of
notoriety unheard of in the
history of the profession. As
a new year begins this article
looks at the likely develop-
ments in the accounting world
these coming 12 months.

Reclaiming Respect
for the Profession

One of the most urgent
tasks ahead is restoring trust
in the profession. The ac-
counting scandals of 2002
struck at the heart of the
profession prompting ques-
tions over the integrity of ac-
countants everywhere. Ac-
countants’ image has been tar-
nished by headline-grabbing
articles revolving around cre-

ative accounting and outright fraud. Accoun-
tants around the world, in practice and in
business, have been tarred with the same
brush. It is up to those in the profession to
help the public separate reality from myth
and typecasting the typical accountant as an
unethical professional not to be trusted. This
would be the first step towards reinstating
the profession’s former pristine image and
restoring the public’s faith in it.

How can this be done? It is no easy task
but it seems that the
regulatory bodies, like the
MIA here in Malaysia, are in
a position to set about restor-
ing confidence in accountants
and accounting practices in
the eyes of the public.

Raymond Liew, of
Raymond Liew and Associ-
ates, feels that the way to do
this is by enhancing account-
ability and by adhering to
strict discipline. He believes
that in order to enhance ac-
countability there are several
things that can be done. “We
can improve perceived inde-
pendence through various
means such as the disposal
of non-audit segments like
consultancy, move towards a
disclosure based reporting
via the introduction of new
accounting standards in line
with the Malaysian Account-
ing Standards Board
(MASB) and introduce a
higher level of participation
with the regulatory bodies
i.e. KLSE, SC, MITI and the
Inland Revenue Board. Dis-
cipline may be achieved
through education and
tougher enforcement on er-
rant practitioners.
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Is Stricter Regulation
the Way Ahead?

The battle cry continues for more trans-
parency in accounting and greater checks
and balances between management and
boards of directors. As the corporate soul-
searching continues in the US and Europe
the full impact is likely to reach our shores
this year. For Malaysia to continue to draw
in investment from the US and Europe is-
sues of corporate governance, transparency
and corporate social responsibility must
take priority. Malaysian regulators are likely
to come up with a more disciplined and
organised financial reporting structure that
will help boost the quality of financial re-
ports. Minority watchdog groups such as
the Minority Shareholder Group (MISG)
are also likely to play a greater role in scru-
tinising the degree of compliance with the
Malaysian Code of Corporate Governance.

Early this year, MIA began the
implementation of an audit review programme
with the objective of ensuring that all audit
firms registered with the Institute, maintain,
apply and observe relevant professional and
ethical standards. A review of this sort should
help restore faith in the profession in the eyes
of the public. Salleh Hassan, Associate Pro-
fessor of Accounting at Nottingham University
Business School Malaysia Campus is
supportive of this move. “I think this is an
excellent development provided that its
implementation is done with due care. One
obvious benefit of this programme is that
users of financial statements will feel assured
that somebody else, albeit another
accountant/auditor, will be looking over the
shoulder of the other auditing firms.”
Raymond Liew who is also an MIA Council
Member agrees. “Although KLSE has already
started looking into the financial statements
of public-listed companies, in my view, a qual-
ity assurance review to be carried out by the
accountants themselves would serve as a
better platform to increase the credibility and
the perception of the accounting profession
per se”.

Separation Between Auditing and
Consulting Businesses

The halcyon days of audit firms earning big
money from consultation is likely to come to
an end this year. A University of Illinois study
found that on average for every dollar of au-

dit fees, clients paid their independent accoun-
tants US$2.69 for non-audit consultation. The
Sarbanes-Oxley Act (SOX) has made it unlaw-
ful for accounting firms in the US to offer
certain kinds of services to companies whose
accounts they audit. Post-Enron the remaining
Big Four accounting firms have had no choice
but to speed up the process of separating their
auditing and consultation functions.

In Malaysia under existing MIA rules pro-
fessional independence is considered im-
paired if total fees arising from the provi-
sion of non-audit services to a client is 20
per cent or more of the audit firm’s total an-
nual fees received for two or more consecu-
tive years. The difficulty here is monitoring
total fees receivable against fees arising
from audit and non-audit services. While we
may not see a clean separation of auditing
and consulting areas we may see moves that
allow greater monitoring of audit and non-
audit services of local accounting firms.

Rotation of Auditors
Last year at the eleventh hour American

accountants were able to water down a
clause in SOX which would have forced
companies to rotate their auditors every five
years. The Act instead insists that the “lead
audit partner” be rotated every five years.
In line with this development the MIA has
proposed mandatory rotation of audit part-
ners every five-years. Associate Professor
Salleh Hassan of Nottingham Business
School, Malaysia Campus is sceptical of the
idea taking off in Malaysia, “This is an im-
portant development which I think is un-
likely to be implemented anytime soon. This
is given the fact that Malaysia still has short-
age of qualified accountants and that the
profession has just started with the indepen-
dent practice review programme.”

IAS and GAAP
For years British accountants have held

firm to the belief that accounting is more of
an art than a science. This may be the year
that proves them right. We are likely to see
a move towards more countries adopting In-
ternational Accounting Standards (IAS) —
now retitled International Financial
Reporting Standards (IFRS) — rather than
US Generally Accepted Accounting
Principles (GAAP). Over the years US
regulators have scof fed at the idea of

adopting IAS because they felt that US
GAAP was the gold standard. Enron et al
tarnished that gold somewhat. With a global
shift towards the adoption of IAS, Malaysia
will come under increased pressure to align
more closely, and more urgently, with IAS.

MASB is already working hard at align-
ing Malaysian GAAP with IAS. Since it was
set up in 1997 MASB has issued 31 new
accounting standards. This reporting sea-
son, accountants are having to come to
grips with several new standards spanning
segmental reporting, impairment of assets,
disclosure and presentation of financial
instruments, interim financial reporting
and borrowing costs. On 1 January 2003 a
further four MASBs became effective. All
of these new standards are the same in all
material respects to their IAS equivalent.

It is now crucial that Malaysian accountants
familiarise themselves with these new
standards. Salleh Hassan highlighted the
importance of education and enforcement to
ensure that the standards are applied
effectively. “On this front, I believe the joint
effort by MASB and KLSE to have road-shows
to explain the standards is a step in the right
direction. The enforcement arm of the
Securities Commission (SC) needs to beef up
its resources so that more financial statements
of PLCs can be reviewed to ensure proper
compliance. And for cases of non-compliance,
these need to be well publicised and penalised
accordingly”. We may, therefore, witness large
numbers of accountants trooping back to the
classroom in 2003 for continuing professional
education sessions.

With all these changes we are likely to see
a new breed of accountant emerge. Samuel
Dipiazza, PricewaterhouseCoopers CEO and
co-author of the book Building Public Trust :
The Future of Corporate Repor ting has
predicted the following :  “Accountants must
be multi-faceted. We must be global think-
ers with the ability to work across borders.
We must be diplomats and communicators,
expressing our views to a diverse audience
including boards, audit committees and
stakeholders.” The future of accounting may
lie in the accountants’ ability to shift and to
change with the times while remaining men
of integrity.

Note :  The writer is a managing partner with a
media consulting company. She can be con-
tacted at shamala@indigomedia.com.sg

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○
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P N 4

B U S I N E S S  &  A C C O U N T I N G

The threat of a delisting
faces 24 public-listed com-
panies. If any of these
companies do get delisted,
it will spell the first time in

the histor y of the Kuala
Lumpur Stock Exchange
(KLSE) for companies to be
punished by a delisting. The
few past delistings from the
KLSE have been for technical
reasons, such as the result of
a merger or acquisition.

At the time of writing, the
SC had issued show cause let-
ters to 16 of these companies,
asking them to explain why
they should not be delisted.

Almost all of these compa-
nies are trying to find ways
to get more leeway, time-
wise, in order to be able to
restructure themselves.

This is because, the so
called white knights have put
their plans on hold as they
see the listing status of these
PN4 companies as the main
asset they are after. Hence
with the listing status in jeop-
ardy, the white knights aren’t
interested to proceed.

These 24 PN4 companies
have total accumulated losses
of some RM9.5 billion. Their
combined net tangible liabili-
ties amount to RM6.5 billion.

Of the 24, a few stand out as having suf-
fered the biggest losses. These are
Rekapacific Bhd, Mancon Bhd, Promet

Bhd, Repco Holdings Bhd, Pan Pacific Asia
Bhd, Autoways Holdings Bhd and Espirit
Group Bhd. These seven alone have accu-
mulated losses of RM6.5 billion.

To recap, a listed company is classified

as a PN4 company when it is in any one or
more of the following conditions :

� It has incurred a deficit in its sharehold-

ers’ equity;

� Receivers and/or managers have been ap-
pointed over the property of the company,
or over the property of the company’s ma-
jor subsidiary/associate companies;

�  Auditors of the company
have expressed clear opinion
of reservation in respect of its
going concern assumption in
its latest audited accounts; or

� Special administrators
have been appointed over
the company or its major
subsidiaries and associates.

These companies, there-
fore, do not fulfil, in respect
of their financial condition,
KLSE’s continuing listing
criteria to warrant continued
trading and listing on the Of-
ficial List.

Authorities Get Tough
The action to delist these

PN4 companies is another il-
lustration of the increasingly
tough stance being taken by
the authorities against errant
and mismanaged companies.
For example, the Securities
Commission (SC) is actively
investigating 104 corporate
cases besides PN4 related
companies for legal breaches
and mismanagement by com-
pany directors while the

KLSE has meted out 102 actions against
PN4 companies via fines, reprimands and
caution letters. Over the past two years, the

Delisting the

BAD APPLES
 By Risen Jayaseelan

After having two years to clean up their act, PN4 companies face a
historic delisting from the Kuala Lumpur Stock Exchange for
failing to regularise their financial position.

“the rationale of delistings …  is to root out the bad
apples among listed companies  … it  becomes even
more imperative that Malaysia is seen to be doing
what it can to ensure its stable of listed companies

are from the crème of the crop”.
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SC has examined the books of 31 compa-
nies, initiated 12 cases involving 18 individu-
als, imposed 20 administrative actions and
issued three compounds. The SC has also
compelled white knights taking over dis-
tressed companies to conduct investigative
audits into the past business transactions
of the companies concerned.

The Effects of Delisting
A delisting is a big issue as the stock of

that company will no longer be traded on the
exchange, thus shareholders will be put in
the difficult position of holding on to an un-
tradable stock. Shareholders of a delisted
entity will also cease to enjoy the protection
of the KLSE and the SC. Remember that
these authorities have the power to impose
fines and penalties against boards and indi-
vidual directors for failure to exercise their
duties. Added to this is the fact that the SC
can also initiate a derivative action, on behalf
of the minority shareholders, against these
parties. Then you have the issue of access to
information — when listed, companies are
required to post quarterly financial reports
and to make announcements to the KLSE
on all ventures which would have a material
impact on the companies earnings.

Once delisted, companies have to start
from scratch if they wish to list again, just
like what unlisted companies go through
when seeking to list. In other words, there
are no short cuts for delisted companies
to return to the KLSE. On the contrary —
if anything, it may be even more difficult
on the part of a delisted company to list
again as the authorities would be inclined
to be doubly astute when reviewing the ap-
plication of a delisted company.

Are Delistings Justified?
Considering these grave repercussions,

are delistings then justified? Many believe
so, primarily because PN4 companies have
had ample time to get their acts together.

It is important to also look at the ratio-
nale of delistings, which is to root out the
bad apples among listed companies on the
exchange, so as to enhance the status of
the exchange. As the competition for funds
intensifies among capital markets around
the world, it becomes even more impera-
tive that Malaysia is seen to be doing what
it can to ensure its stable of listed compa-

nies are crème of the crop.
From a corporate governance stand-

point, any justified delistings of KLSE-listed
companies will send the right message to
errant companies and their directors —
that the regulatory authorities mean busi-
ness.

Since PN4 companies had been given
ample time and warnings in the past, their
imminent delistings is not a sudden move.
The authorities originally gave these com-
panies 12 months to regularise their finan-
cial condition via restructuring schemes.
Many didn’t meet that deadline, claiming
a sluggish market environment was a hin-
drance to their plans. Giving in to that ar-
gument, the authorities then extended the
deadline for another whole year.

Thus the latest proceedings against PN4

companies by the KLSE are after the
completion of a whole good two years.

Some of the PN4 companies claim they
are in a tough spot, as the white knights
who can rescue them would only want to
come in if and when they are assured that
these PN4 companies will not lose their list-
ing status.

Some also cite poor market conditions
as a constant hindrance to their restruc-
turing plans. What is interesting to note is
that there have been allegations that the
majority shareholders of PN4 companies
are to blame for the failure of restructur-
ing plans because they refuse to inject
fresh capital into their companies and also
refuse to take a hair cut on the price of their
shares. They seem to be obsessed with
holding out for higher premiums for the
listed status of their companies.

And if poor market conditions are really
a problem, then how does one explain the
successful efforts of the other PN4 com-
panies, who managed to restructure and
thereby rid themselves of the PN4 status.

Delisting will have Minimal
Impact on the Market

If and when companies are delisted from
the KLSE, the next question to ask is what
is the kind of impact it will have on the mar-
ket as a whole. It should be noted that the
delisting of PN4 companies would not have
a severe impact on the market, as their
eventual demise has been already factored
into the market.

On paper, to date there are some 94 PN4
companies, which means some 11 per cent
of KLSE-listed companies are in this sorry
state of af fairs. It should be noted that
many of these PN4 companies have already
been suspended from trading thus their
demise wouldn’t shock the system.

Commentators also say that a delisting
would have a minimal impact on the val-
ues of such companies since their values
have mostly been eroded when they in-
curred large losses or were unable to ser-
vice debt obligations.

Delisting May Wake up
Minority Shareholders

What is likely is that the delistings of
PN4 companies will be a wake up call to
the many minority shareholders of these
companies. Not only will retail investors be
made to suffer for their investments in
these companies but so too will the
country’s largest institutional investors.
The country’s largest institutional inves-
tors, ranging from state funded institutions
to Tabung Haji and the Employees Provi-
dent Fund, have stakes in these distressed
companies. It is ver y likely that the
delistings of PN4 companies will cause
these investors to be more astute in their
future investments into KLSE stocks.

Delistings also will not be the end of the
matter as far as the key management of the
PN4 companies are concerned. If found to be
guilty of wrongful behaviour, the authorities
have promised action will be taken against the
wrongdoers of these companies, notwith-
standing the delisting of their companies.

In the end, while stern action, such as
delistings, will cause some immediate dis-
comfort to some, it will be in the long term
interests of Malaysia’s capital market.

Note :  The writer is a former business, finance
and technology journalist. He can be contacted
at risen.netvalue@yahoo.com

AN
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“… while stern action, such as
delistings, will cause some

immediate discomfort to some,
it will be in the long term

interests of Malaysia’s capital
market”.
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Islamic
Accounting
A New Push

I S L A M I C  A C C O U N T I N G

B U S I N E S S  &  A C C O U N T I N G

Introduction
This article on Islamic accounting is part

of a series of articles by the Kulliyah of
Economics and Management Sciences, In-
ternational Islamic University Malaysia, to
clarify the many issues surounding Islamic
accounting and enlighten readers about
the various facets of Islamic financial insti-
tutions and Islamic accounting in general.

In this article, the writer explains what
is Islamic accounting (although it will not
be the final definition) together with a dis-
cussion of the main differences between
Islamic and conventional accounting, pro-

vides some justifications for the addition
of the word ‘Islamic’ to the word account-
ing, make a prima facie case for Islamic ac-
counting and finally make the important
distinction between accounting for Islamic
banks and Islamic accounting, which is
presently thought of by many people as
synonymous.

Islamic Accounting
Islamic accounting can be defined as the

“accounting process” which provides ap-
propriate information (not necessarily lim-
ited to financial data) to stakeholders of an

entity which will enable them to ensure
that the entity is continuously operating
within the bounds of the Islamic Shari’ah
and delivering on its socio-economic objec-
tives. Islamic accounting is also a tool,
which enables Muslims to evaluate their
own accountabilities to God (in respect of
inter-human/environmental transactions).

The meaning of Islamic accounting
would be clearer if we compare this with
the definition of “conventional” accounting.
(Conventional) accounting as we know it
is defined to be the identification, record-
ing, classification, interpreting and commu-
nicating of economic events to permit us-
ers to make informed decisions (AAA,
1966). From this, it can be seen that both
Islamic and conventional accounting pro-
vide information. The differences lie in the
following :

By Shahul Hameed Mohamed Ibrahim

Islamic accounting is gaining interest throughout the world of
business, with more studies being conducted. What are its
salient properties? And how is the concept different from
the conventional system.

“Islamic accounting can be
defined as the accounting

process which provides appro-
priate information … to stake-
holders of an entity which will
enable them to ensure that the
entity is continuously operating
within the bounds of the Islamic

Shari’ah and delivering on its
socio-economic objectives”.
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� The objectives of providing the informa-
tion;

� What type of information is identified,
and how is it measured and valued, re-
corded and communicated; and

� To whom it is communicated (the users).

Conventional accounting, however, aims
to permit informed decisions whose ulti-
mate purpose is to ef ficiently allocate
scarce resources available to their most
efficient (and profitable) uses by provid-
ing information efficiency in the market
(FASB, 1978). Apparently this is achieved
by the user making the appropriate, buy,
sell or hold decisions on their investments.
Islamic accounting, on the other hand,
hopes to enable users to ensure that Is-
lamic organisations abide by the principles
of the Shari’ah or Islamic Law in its deal-
ings and enables the assessment of
whether the objectives of the organisation
are being met. At the very basic level, it
can be said that Islamic organisations
(whether business or otherwise) dif fer
from their conventional counterparts by
having to adhere to certain Shari’ah prin-
ciples and rules and also try to achieve
certain socio-economic objectives encour-
aged by Islam.

The type of information which Islamic
accounting identifies and measures is dif-
ferent. Conventional accounting concen-
trates on identifying economic events and
transactions, while Islamic accounting
must identify socio-economic and religious
events and transactions. A few of us, ac-
countants, might still remember when we
did our first accounting or bookkeeping
courses, we had to do final accounts (i.e.
balance sheet and trading, profit and loss
account. However, Americanisation of the
curriculum has popularised the term finan-
cial statements. Hence, the concentration
of accounting has moved from stewards
manorial accounts to accounting for money
(accentuated by the monetary measure-
ment concept).

This is not to say that Islamic account-
ing is not concerned with money (espe-
cially when accounting for businesses). On
the contrary due to prohibition of interest-
based income or expense, profit determi-
nation is more important in Islamic ac-
counting than conventional accounting.

However, Islamic accounting must be ho-
listic in its reporting, hence, both financial
and non-financial measures regarding the
economic, social, environmental and reli-
gious events and transactions are mea-
sured and reported.

Conventional accounting mainly uses his-
toric cost (or lower) to measure and value
assets and liabilities. The profession is well
aware of the limitations of the stable unit of
measure assumption of the monetary unit
and to its credit has tried it in the past in its
inflation accounting initiatives. However,
despite recommendation from its own re-
search efforts (True blood committee?), the
idea of using current values was given up
due to its complexity and presumed lack of
objectivity. From an Islamic point of view,
at least for the purpose of computation of
Zakat, current valuation is obligatory (see
for example, Clarke et al, 1996) prompting
calls for a current value Balance Sheet
(Baydoun and Willet, 2000).

A further difference is, Islamic account-
ing may require a different statement alto-
gether to de-emphasise the focus on prof-
its by the income statement provided by
conventional accounting. Baydoun and
Willet (2000) have suggested a Value
Added Statement to replace the Income
Statement in Islamic Corporate Reports.
They argue that this shows and encourages
a co-operative environment in business as
opposed to a destructive competitive envi-
ronment.

The third category of differences is in
the users of the information. Although the
profession has recognised various stake-
holders as users of accounting information
(see for example, the Corporate Report,
1975), the users which it focuses on are
shareholders and creditors (i.e. financiers
— those who provide the funds). This is
obvious from the fact the FASB’s SFAC 1
dismisses a whole range of stakeholders
by the term “and others”. From recent de-
velopments in finance and financial mar-
kets, accounting seems to be serving an

elite group of financiers — market players
and banks and other financial institutions.
It has been accused of helping a group of
rich people get richer (Gray et al., 1996)
—  a grave charge since the profession al-
ways justifies its monopoly on audit ser-
vices by virtue of the public interest.

Islamic accounting serves the whole
gamut of stakeholders recognised by the
corporate report, not that each group can
serve its own interest best, but society as
a whole can make corporations account-
able for their actions and ensure they com-
ply with Shari’ah principles and do not
harm others while making money ethically
and achieve an equitable allocation and dis-
tribution of wealth among members of so-
ciety especially the stakeholders of the
concerned corporation.

Religion and Accounting —
an Explosive Mix?

Now we come to the question, is it wise
to add the adjective “Islamic” to account-
ing? Why not accounting for Islamic
organisations or accounting from the Is-
lamic perspective? The worry is that the
addition of any religious adjective may
compromise the objectivity of the disci-
pline as religion is mostly seen as an un-
changing dogma and code not subject to
pragmatic or logical considerations.

We will discuss this matter in two stages :

Is conventional accounting value free
and objective as it is portrayed or is
there a hidden agenda attached to it?

The problem of epistemology — the na-
ture and sources of knowledge.

What are the implicit assumptions be-
hind the theory and practice of conven-
tional accounting, in other words — what
is the worldview behind conventional ac-
counting? Some years back, European and
communist states adopted a different sys-
tem of accounting. In a centrally planned
or a socialist state, there is a lack of profit
motive or not too much of it. Hence, the

“Islamic accounting must be holistic in its reporting, hence, both
financial and non-financial measures regarding the economic,

social, environmental and religious events and transactions are
measured and reported”.

1

2
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conventional accounting, i.e. profit and loss
account and balance sheet did not make
much sense in that economic system. This
is why the accounting profession never de-
veloped in the communist countries. It was
only after liberalisation, i.e. conversion to
capitalism that these states are trying to
catch up with the West. A little more re-
flection and we come to the
conclusion that the conven-
tional accounting system in
which we were educated and
work in is in fact Capitalist Ac-
counting. The adjective ‘capi-
talist’ is not used before the
word accounting, because it
would not then appear neutral
as capitalism is a philosophy
and many ways a religion. Its
sacred symbols of private
property, the hudud (literally
meaning the definitive bor-
ders) of the market and its
God — wealth for the cre-
ation of which, business and
finance exists. Capitalism is
not only the economic system
which allows choices and op-
portunities but a philosophy
and religion which forsakes
equity for efficiency and the
wants of a few for the needs
of the many. It can be said to
be the dominant ‘religion’ of
the world (both in Muslim
and non-Muslim countries).

Hence, to call a spade, a
spade, accounting should be
renamed capitalist account-
ing, economics as capitalist
economics and so for th.
Hence, the faculty of econom-
ics in our universities should
be renamed the faculty of capitalist eco-
nomics. However, we do not do so because
it is not necessary, it is assumed and im-
plicit. Due to the non-explicitness of this
assumption, we sometimes forget that ac-
counting is not objective, neutral and value-
free as it is portrayed to be.

Secondly, we discuss the problem of
epistemology — the nature and sources of
knowledge. Ever since the so-called ‘en-
lightenment’, science has gained the up-
per hand and has replaced religion as the

authority in defining what is knowledge.
Modern research emphasises positivism,
i.e. what is. Knowledge is only what is per-
ceptible through our senses through ob-
servation and experiment or what appears
logical to our mind. Revelation is not con-
sidered a source of knowledge as religious
truths cannot be verified by our senses.

Accounting is considered a science (many
US and UK universities use MS or MSc not
MA for postgraduate accounting
programmes) and such mixing religion
with accounting may be considered unpro-
fessional.

However, as Chapra (2000) argues sci-
ence and religion deal with different lev-
els of reality. While sciences deal with the
physical universe perceptible by the
senses, religion deals with a higher level
of reality, which is transcendental, and be-

yond the sense of perception. The sources
of scientific knowledge are reason and its
method, observation and experiment. It de-
scribes and analyses ‘what is’ and tries to
predict what will happen in the future (e.g.
forecast earnings from models). When
dealing with the physical universe, it is
exact in its description and analysis and

more accurate in its predic-
tive power (e.g. in Physics or
Chemistry). However, when
it deals with human beings
who do not behave in a con-
sistent manner, unlike the
revolution of the planets
above, its analysis is less pre-
cise and its predictions less
accurate. The recent move by
the SC on insisting on 10 per
cent accuracy on profit fore-
casts reports by accountants
has given a headache for ac-
countants as forecasting is
not an accurate science as it
deals with behaviour of hu-
man beings in the market-
place.

Unlike science, religion de-
pends on revelations as well
as reason for its knowledge.
Its objective is to help trans-
form the human condition
from ‘what is’ (e.g. Enron,
WorldCom) to what should
be (perhaps, Johnson &
Johnson under Burke). It
should bring about individual
and social change to conform
to its worldview and values
and institutions that it pro-
vides.

The ultimate objective of
both science and religion is to

bring about the well-being of human be-
ings. One addresses the physical and ma-
terial needs while the other addresses the
social, mental, emotional and spiritual
needs. Chapra (2000) further argues that
if both of these are important, then both
science and religion can better serve man-
kind by greater co-operation and co-ordi-
nation between them. Religion can help
science by reminding it of its ultimate ob-
jectives and limitations, to use the power
and mastery over the universe for well-be-

“… the mixing of science and religion can be
fruitful and in fact serve to stabilise society from

the instability of a world dominated either by
science or religion alone”.
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ECONOMIC SYSTEM AND ACCOUNTING SYSTEM

F I G U R E  1

(Source :  shahul, 2001)

ing rather than destruction. Science can
help religion by helping it realise ‘what
ought to be’ by providing a better descrip-
tion of ‘what is’ , facilitating prediction and
providing better technology for a more ef-
ficient use of all available resources.

It can thus be seen that rather then be-
coming an explosive mix, the mixing of
science and religion can be fruitful and in
fact serve to stabilise society from the in-
stability of a world dominated either by
science or religion alone.

A Prima-facie case for Islamic
Accounting

Accounting is a tool to achieve certain
objectives. In order to be useful, it must
be relevant to its purpose. The purpose of
accounting has been extended by the
American Accounting Association in 1975
(presumably concerned to promote the
public interest responsibility of the profes-
sion) which defined the purpose of ac-
counting as “to permit informed decisions,
which will enable scarce resources to be
allocated efficiently thereby achieving so-
cial welfare”. Hence, like it or not, the ac-
counting profession is entrusted with the
responsibility of helping to achieve social
welfare by providing its services.

It is common sense, that one must use
the right tool for the right job. If one were
to use a sledgehammer to crack a nut, we
would get paste instead of nuts! Hence, Is-
lamic accounting may be more appropriate
to achieve the socio-economic and religious

objectives of Islamic institutions and Mus-
lim users. The diagram (Shahul, 2001)
shows the situation of match and mismatch.

Briefly, Islamic institutions such as Is-
lamic banks, Tabung Haji etc. are estab-
lished to meet the socio-economic objec-
tives of the Shari ’ah  (Islamic Law)
through the implementation of an Islamic
economic system. Hence, these institu-
tions should logically use Islamic account-
ing, especially for monitoring to achieve
their objectives, which are different from
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“Islamic accounting is not just the technicalities of accounting for
Islamic financial instruments employed by Islamic banks but much

more, requiring whole new areas of performance measurement
including the social, environmental, economic and the Shari’ah”.

capitalist institutions. However, if conven-
tional accounting which was developed to
meet the needs of a capitalist economy is
used instead in these institutions, a mis-
match is likely. This will lead to the insti-
tutions not meeting the Shari’ate socio-
economic objectives and even worse may
turn these Islamic institutions into capi-
talist institutions by providing materialist
profit-focused information instead of the
holistic information provided by Islamic
accounting.

It can thus be seen that it is not at all

unscientific or objectionable, to use Islamic
accounting and it would in fact be more
logical to use it as it would result in an ethi-
cal based accounting system which mea-
sures not only profits but social, environ-
mental and religious performance.

Finally, it must be borne in mind that
accounting for Islamic banks and financial
institutions is not Islamic accounting but
only a subset of it. Although the efforts of
AAOIFI must be appreciated for develop-
ing standards for Islamic Banks, the meth-

odology and hence the outcome is ques-
tionable. This is discussed elsewhere (see
Karim, 1995). Islamic accounting is not just
the technicalities of accounting for Islamic
financial instruments employed by Islamic
banks but much more requiring whole new
areas of performance measurement includ-
ing the social, environmental, economic
and the Shari’ah. We will explore the rea-
sons why conventional accounting is un-
suitable for Islamic institutions as well as
more details of what is the content of Is-
lamic accounting in later articles.
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BUSINESS
ZAKAT
Poised for Take-off

 By Iszudin Mohd Amin

Traditionally, businesses in
Malaysia rarely pay zakat
perniagaan or literally,
business tithes, preferring
instead to pay income tax.

The primary reason? In today’s commer-
cial climate, companies are not permitted
to utilise business zakat as an income tax
rebate. Thus, it makes sound commercial
sense for companies to pay income tax
rather than business zakat.

However, individuals enjoy a rebate on
their income tax payable if they pay zakat.
Given the current scenario, it’s perfectly un-
derstandable that individuals rather than
companies account for the bulk of tithes. But
this status quo may change in future, if zakat
proponents can persuade the government to
sanction business zakat as a tax rebate.

Recently, Pusat Zakat Selangor (PZS) in
collaboration with the Malaysian Institute of
Accountants (MIA) organised a Conference
on Zakat Accounting. The conference fo-
cused mainly on improving and boosting the
collection of zakat, especially from busi-
nesses, either through state collection cen-
tres or state Baitulmal. In addition, leading
academicians and practitioners in syariah and
accounting debated the proper accounting
treatment for zakat as a prelude to drawing
up accounting principles for business zakat.

The idea of promoting business zakat also
seems to have been endorsed by influential
government mandarins. In his keynote ad-
dress during the conference, which was read
by Datuk Noh Omar, the Parlimentary Sec-

retary in the Prime Minister’s Department,
Datuk Abdul Hamid Haji Zainal Abidin,
Minister in the Prime Minister’s Department,
said he was very optimistic that, “This confer-
ence would make business zakat a major con-
tributing source of funds in zakat collection.”

Changing Mindsets
However, zakat infrastructure as well as

business mindsets will have to undergo a
massive paradigm shift before business
zakat can become entrenched as part of the
financial landscape.

Education will be key to the acceptance
and endorsement of business zakat by the
commercial community. And this is prima-
rily where accountants play a pivotal role as
point men for promulgating business zakat.

“Accountants and auditors are actually
sitting in the most strategic position to en-
sure the success of increasing zakat col-
lection from business proprietors. Their
expertise and knowledge are an asset in
conveying and implementing an acceptable
zakat deduction schedule for their business
clients,” added Abdul Hamid in his text.

To promote the efficiency of business zakat
collection, PZS has appointed audit firms,
which are members of the Malaysian Institute
of Accountants (MIA), as assistant business
zakat administrators or amil for business zakat
in a groundbreaking pilot project. Under Is-

lamic law, only Muslims may serve as amil.
These audit firms’ role as amil is to collect
business zakat tithes and convey the collec-
tion to PZS. Under the agreement, the audit
firms will receive a 3.5 per cent commission
on all zakat collected, which is the standard
amil rate fixed by the government.

Beyond this, the accounting community

Education will be key to the acceptance and endorsement of
business zakat by the commercial community.

“Accountants and auditors are actually sitting in the most
strategic position to ensure the success of increasing zakat
collection from business proprietors. Their expertise and

knowledge are an asset in conveying and implementing an
acceptable zakat deduction schedule for their business clients”.

Datuk Abdul Hamid Haji Zainal Abidin
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has pledged extra support for zakat insti-
tutions by initiating the creation of Malay-
sian Zakat Accounting Guidelines (see
FAQs on Accounting for Zakat).

The government can also play a tremen-
dous role in promoting business zakat if it
allows businesses to utilise their zakat pay-
ments as tax rebates. In his opening
remarks, PZS General Manager, Mohd
Safri Mahat said that, “PZS is making an
effort to get the government’s endorse-
ment for business assessment exemption
for Muslim businessmen”. Safri added that
the Institute “would work with the finance
minister regarding the proposal at hand
which would be backed up by facts and

results from an ongoing study.”
Understandably, any exemptions might

take some time to come to fruition because
the government will have to study the pos-
sible repercussions thoroughly. The big-
gest drawback of allowing business zakat
as a tax rebate is that the government would
relinquish a material sum in annual income
tax from the business sector.

Explained Safri in his speech, “The pro-
posal would not be implemented anytime
soon because it would reduce the country’s
revenue substantially via corporate tax
once it has been enforced.” Nonetheless,
Safri provided the assurance that the pro-
posal would not have a big impact on the
country’s economy. After all, the standard
business zakat rate has been set at 2.5 per
cent annually, way below the current cor-
porate tax rate of 28 per cent.

In the same message, Abdul Hamid ex-
plained that the government is aware that
business zakat places additional strain on
companies. Said Safri, “Many companies

complain that they have been shouldering
an extra burden when they were required
to pay both business assessment and zakat.
In this case, most of them prefer to pay the
assessment to avoid fines.” However, Abdul
Hamid adds that since business zakat is an
“ibadah” or act of devotion, “the question
of tax rebate and exemptions should not
be an issue and a stumbling block in per-
forming this ibadah.” In his message,

Abdul Hamid also points out that certain
socially conscious companies — such as
Bank Islam Malaysia Berhad, Lembaga
Urusan Tabung Haji, Bank Rakyat and
Tenaga Nasional Berhad — already pay
business zakat on top of income tax.

Zakat authorities could also increase
their yearly collection of tithes if their in-
frastructure became more efficient and
effective. Corporatisation is one method of
improving per formance, says Abdul
Hamid. “The collected funds from zakat
throughout the country has reached hun-
dreds of million ringgit, most of which
comes from the states of Wilayah
Persekutuan and Selangor (where the
zakat centres are corporatised).” Abdul
Hamid suggests in his message that zakat
collections could be higher if other states
managed their zakat institutions in the
same fashion as corporatised agencies like
PZS. Plus, the adoption of prudent and
transparent zakat  fund management
guarantees the credibility of zakat

institutions, and would encourage more
individuals and companies to pay tithes.

Once the increased funds flow into the
coffers of zakat administrators, the issues
of management and distribution arise. Said
Abdul Hamid in his message, “The ques-
tion (is) whether the (zakat) institutions are
ready and capable of managing the zakat
funds that could be equivalent to billions of
ringgit, as in tax collections?” Dr. Abdul

Rahim Abdul Rahman, Faculty of Accoun-
tancy, International Islamic University,
noted in his Conference working paper
entitled Zakat for Corporate Rebate, “If the
government allows the corporates to claim
tax rebate, one of the immediate concerns
of the government is whether the state zakat
authorities are effective in managing and
disbursing the zakat monies. The efforts to
increase zakat collection through providing
tax rebate for companies paying zakat will
also be counter-productive if there is no
proper governance on zakat institutions.”

Thus, zakat governance must improve in
line with rising collections. This is where
the Accounting Standard for Zakat comes
in handy in institutionalising standard ac-
counting practices. Of course, standards
alone are useless without compliance,
which is where ef fective monitoring
through both internal and external audit-
ing mechanisms comes into play. Said
Abdul Rahim, “In the case of companies,
the country’s company law needs to make

“If the government allows the corporates to claim tax rebate, one of
the immediate concerns of the government is whether the state zakat
authorities are effective in managing and disbursing zakat monies”.
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The following edited FAQs were extracted from a presentation by Dr. Barjoyai
Bardai, President of Chase Perdana Ventures Sdn Bhd.

ZAKAT ACCOUNTING : FAQS

1

2

structed basically for Islamic banks and is
not meant for other industries or entities. The
standard may need to be adapted for the
Malaysian environment, to take specific rules
and regulations in Malaysia into account.

What is the accounting
treatment on the zakat base?

The calendar year and zakat rates
Para 2 of the standard dictates that the zakat

rate be fixed at 2.5 per cent for companies that
apply the calendar year basis and 2.5775 per
cent for companies that apply the Hijrah cal-
endar year. Basically, the latter’s higher rate
is to compensate for the fewer number of days
per year in the Hijrah calendar.
The zakat base

Two methods are available for zakat
measurement :

The Net Assets
(Net Current Assets) Method

This is a well-accepted method in Malay-
sia. The zakat base is normally determined
by taking the difference between total cur-
rent assets and total current liabilities. Cur-
rent assets are defined in the Malaysian zakat
system as the circulating or working capital,
which includes stock-in-trade, cash, trade
debtors, short-term securities and short-
term investments. Current liabilities on the
other hand would include trade creditors and
any payables arising from day-to-day opera-
tions. The net figure between current assets
and current liabilities represents the net
working capital that circulates and turns
around in the process of trading and busi-
ness operation. This is regarded as the capi-
tal base that should attract zakat.

The Net Invested Funds
(Net Owners’ Equity) Method

Owners’ equity balance is in essence the
net investment by the shareholders of a com-
pany at any given time. It will comprise of the
initial paid-up capital and the reserve arising
either from share premium, capital reserve
or revenue reserve in the form of accumu-
lated profit. In the case of companies that have
been experiencing losses, we may reduce the
paid-up capital by the total accumulated losses
to arrive at the owners’ equity balance.

Why do we need an accounting
standard for zakat?

We need accounting principles for zakat
to meet the following objectives :
� To observe a minimum standard of dis-

closure of financial position and perfor-
mance to Pusat Zakat as the zakat col-
lector and to the general public as stake-
holders for zakat in the companies;

� To assist the zakat collector to determine
zakat payable on a more timely and effi-
cient manner;

� To help companies and shareholders to
identify zakat obligations and approve
zakat payment at the Board of Directors’
meeting and the Annual General Meeting;

� To create homogeneity in the format and
presentation of information on the zakat
potential of companies in the state, for
convenient planning of the collection and
distribution activities by the state;

� In the longer term, when companies are
given the power to distribute their zakat
payable to various beneficiaries, disclosing
the distribution of zakat payment to the vari-
ous parties in the companies’ financial state-
ments will be important public information.

Are there any current zakat
accounting standards?

The only standard available currently
applies to Islamic financial institutions, par-
ticularly Islamic banks. The Accounting and
Auditing Organisation of Islamic Financial
Institutions (AAOIFI) issued a specific stan-
dard on zakat called the “Financial Account-
ing Standard for Zakat” (FAS 9) which be-
came effective on 1 January 1999.

The standard specifically focuses on the
accounting treatments and financial pre-
sentation related to zakat, including the
following aspects of accounting :
� Accounting treatments related to the

determination of the “zakat base” of Is-
lamic banks;

� Measurement of items included in the
zakat base of Islamic banks;

� Disclosure of zakat in the financial state-
ments of Islamic banks.

Bear in mind that the standard was con-

specific provision to recognise the role
of accounting standards for zakat. At
present, Jabatan Audit Negara (JAN)
is the authorised body by law to audit
the financial matters of the state reli-
gious authorities, as they (the latter)
are a form of government agency. JAN
should be given a wider role not only
to audit financial-related matters but
also to audit and evaluate the manage-
ment practices and effectiveness of
state zakat authorities.”

How should the potential millions or
billions of zakat funds be mobilised for
the good of the Muslim ummah or broth-
erhood? Wealth reengineering or clos-
ing the chasm between rich and poor is
pivotal in zakat distribution. Explained
Abdul Hamid, “Zakat creates the perfect
mechanism in providing assistance to
those in need, thus eliminating the pos-
sibility of gaining wealth for the rich only
while the poor are left behind. The funds
from zakat are capable of generating and
stimulating the economy of a country
to be competitive in gaining wealth and
economic power and eliminates the de-
pendency of a poor country on advanced
and rich nations.”

Qualified Companies
and Proprietors

Who should pay zakat? “Any
organisation that is profit-oriented is
obliged to pay zakat,” says Prof. Madya
Tuan Syed Mohd Ghazali Wafa Syed
Adwam Wafa, Faculty of Business Ad-
ministration, Universiti Kebangsaan
Malaysia in his Conference paper
entitled, Accounting on Business Zakat
:  Obligation for Assessment and
Disclosure. Of course, there are excep-
tions. Companies operating in a non-
syariah approved sector, such as gam-
bling or liquor manufacturing, are ex-
empt. However, in cases where a com-
pany operates in both syariah and non-
syariah sectors, it is obliged to pay
zakat only on its “halal” assets.

For people involved in service-oriented
businesses, such as accountants, consult-
ants and lawyers, adds Syed Mohd
Ghazali, “The types of zakat payable are
divided into two, business zakat and in-
come zakat or zakat on salary.” AN
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By Paul Andon, Jane Baxter and Graham Bradley

Calculating the ECONoMiC
VALUE OF CUSTOMERS
to an ORGANISATION

Three case studies from Australasian service organisations explore
the economic value of customers to an organisation (EVCO). Cus-
tomer lifetime valuation — a form of discounted cash flow analysis,
was used in two of these organisations. Customer profitability analy-
sis, a form of activity-based costing, was used in the third. Insight
arising from the measurement of EVCO changed the management
of customer relationships — new pricing strategies were introduced
and loyalty and product cross holdings were rewarded. For example,
it is interesting that there was little or no involvement by the
accounting function in the calculation of EVCO.

Day and Fahey (1990)
narrate a salutary tale
about the importance
of customers to an
organisation. They

tell the story of Schlitz Brewing :

In the early 197Os, Schlitz reduced
brewery labour per barrel, switched to
low cost hops, and shortened the brewing
cycle by 50 per cent. Its costs were the
lowest in the industry. To the great
pleasure of shareholders, profits soared,
and the market applauded. By 1974, the
stock price had risen to US$69.

Consumers were slow to react to the
degradation of product quality, but by
1976, complaints were continual and
market share was slipping. That year
Schlitz destroyed ten million bottles of
beer that failed QC tests. In 1978, Schlitz
management tried to get its quality back
on track, but consumers had such a low
opinion of the product that the company
couldn’t recover. By 1981, Schlitz’s mar-
ket position had fallen to number seven
from number two in 1974, and its stock
price had dropped to a mere US$5 (Day
and Falley 1990, p. 157).

The Schlitz Brewing story illustrates
the importance of creating customer
value (CV) — the provision of “product
quality, service quality, and value based
prices that are in harmony and exceed
customer expectations” (Naumann,
1995, p. 15). An organisation must con-
fer value on its customers if it wishes to
retain existing customers and acquire
new ones. Customers generate the op-
erating cash flow that drive the eco-

C A R  I N S U R A N C E

H E A L T H  I N S U R A N C E

B A N K I N G
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nomic value of an organisation (Rappaport,
1986), providing resources for innovation
and the satisfaction of the needs of other
stakeholders (such as shareholders, sup-
pliers, employees and the community).

It is not surprising, therefore, that
organisations are devoting considerable
resources to the attainment of competi-
tively significant improvements in CV
(Gale, 1994). Investments are being made
in continuous improvement programmes,
quality-function deployment methods,
knowledge repositories and the manage-
ment of customer relationships. Nonethe-
less, if an organisation is to avoid a situa-
tion of ‘profitless prosperity’ (Goodman
and Petty, 1996, p. 2), these investment in
CV must generate some form of economic
benefit for an organisation. Customers
must, in turn, be valuable to an
organisation.

Consequently there is a realisation that
management information systems (MIS)
need to become increasingly customer-fo-
cused in order to account for the economic
value of customers to an organisation
(EVCO). Who are the customers or seg-
ments that create economic value, paying
a price in excess of the cost of the product
and its marketing and sales support? Who
are the customers or segments that erode
the economic value of an organisation, con-
suming organisational resources in excess
of the price paid? More particularly, how
much value does a customer or segment
generate or destroy? Traditional product-
oriented MIS may be unable to provide
ready answers to such questions (Bellis-
Jones, 1989; Ward, 1992). An emerging
challenge is the design of MIS that
recognises the customer, as well as the
product, as an object of the measurement
process.

This paper outlines how EVCO is calcu-
lated in practice, as there is little empirical
evidence on this1, and reports on the find-
ings of an exploratory field study of three
Australasian service organisations.

The Literature
The literature advocates two distinct ap-

proaches to the calculation of EVCO. The
contemporary management accounting lit-
erature supports the use of customer prof-
itability analysis (CPA), a form of activity-

based costing. The marketing literature
champions the use of customer lifetime
valuation (CLV), a type of discounted cash
flow analysis.

CPA :  Using activity-based
costing to calculate EVCO

The management accounting literature
recognises that some customers generate
more economic value than others — that
is, some customers are more profitable
than others (Hilton, 1997). In the past, how-
ever, management accountants have calcu-
lated EVCO in a very approximate way.
Customer profitability was determined by
an allocation of selling, general and admin-
istration costs (SG&A). For example, if a
particular customer generated 30 per cent
of total sales revenue, then 30 per cent of
SG&A was allocated against the gross
margin generated by that customer2.

Such pro-rata allocations are insensitive
to the actual level of service-oriented re-
sources that a customer consumes. CPA,
the method currently advocated in the
management accounting literature (Coo-
per and Kaplan, 1991), uses activity-based
costing to attribute differences in customer
profitability to differences in the ways in
which customers or segments consume
SG&A resources. In particular, CPA seeks
to cost and trace customer-driven activities,
such as purchasing, delivery, accounting
and inventory management (Smith and
Dikolli, 1995), to measure EVCO more ac-
curately.

When CPA is adopted, EVCO is mea-
sured in two stages3. Howell and Soucy
(1990) describe this :

This analysis is developed by first as-
signing the costs to products. Customers
who purchase high-cost products are
charged properly by applying the costs
against the customer’s mix. The second
step is to assign to customers expenses and
assets that are driven by the marketing
and sales process. The result will be the
total cost associated with a customer. This
cost is compared with the customer rev-
enue stream to establish (customer) prof-
itability (p.44).

In brief, a historical measure of EVCO
emerges from the use of CPA. It informs
management about the profitability, or oth-

1 See Guilding and Mac Manus (1998).
2 Refer to Dudick (1987) for an illustration.
3 See Gloy et al (1997) Keane and Wang (1995), and

Jackson (1989a, 1989b, 1989c).
4 The data were highly confidential and only brief

company descriptions may be offered in order to
preclude the identification of the case organisations.

erwise, of customers or segments during
a prior accounting period.

CLV :  Using discounted
cash flow analysis to
calculate EVCO

The marketing literature sponsors the
use of CLV to calculate EVCO (Reichheld,
1996). CLV measures the present value of
the future net cashflow expected to be re-
ceived over the lifetime of a customer rela-
tionship4. Four general steps are followed
to calculate CLV :

customers or segments are identified;

their current profitability is assessed;

current profitability is projected to es-
timate future cash flows; and

these expected cashflows are dis-
counted over an organisation’s plan-
ning horizon to arrive at their net
present value.

Customers and segments that generate
a positive net present value are considered
to be economically valuable to an
organisation.

Reichheld (1996) argues that two value
drivers — a “customer volume effect” and
a “profit per customer effect” — influence
EVCO,

The customer volume effect indicates
the importance of customer acquisition
and retention rates (see Reichheld, 1996,
p. 37). It is argued that EVCO increases
with customer volume because there are
greater opportunities for sales as the cus-
tomer base grows and as the period of the
customer relationship lengthens. The
profit per customer effect characterises
those factors that affect the magnitude of
EVCO — acquisition costs, base profits,
revenue growth, operating costs, referrals
and price premiums.

EVCO is assumed to grow over the life-
time of a customer relationship. It is ar-
gued that more loyal customers :

� Purchase a greater array of products/
services;

1

2

4

3
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� Are more efficient and cost-effective in
their relationship with an organisation;

� Are more likely to generate new busi-
ness through referrals;

� Become increasingly price-insensitive
over time; and

� Enable the amortisation of acquisition
costs over a longer period.

The literature on CLV promotes a dif-
ferent measure of EVCO from that con-
tained in the management accounting lit-
erature. CLV generates a future-oriented
and multi-period measure of the economic
value of customers or segments.

The Research
This study explores the measurement

of EVCO in three Australasian services
organisations — Health Ltd., Austinsure,
and ABC Bank5.

Health Ltd. is a prominent and estab-
lished firm in the health insurance sec-
tor. It is a not-for-profit organisation highly
regarded for a dedication to its custom-
ers and an impressive claims payout ra-
tio. Austinsure is one of the top 10 insur-
ers in Australasia. Its core business is gen-
eral insurance and workers’ compensation
plans. ABC Bank engages in retail bank-
ing, commercial banking, treasury, and fi-
nancial markets.

A consulting firm specialising in cus-
tomer loyalty programs(referred to as
Loycon) negotiated access to two of these
case organisations. One of the authors ar-
ranged access to other site.

The data was collected in 1997. Semi-
structured interviews were used. A stan-
dard set of questions was prepared but the
extent of reliance on these questions var-
ied from interview to interview, particularly
in the follow-up stage. Up to five interviews
were conducted in each organisation. The
first interview lasted about two hours. Other
interviews were of 60 to 90 minutes’ dura-
tion. Interviews were taped and transcribed.
(Refer to Appendix A)

Each case description6 contains the back-
ground to the customer reporting project,
the process of calculating EVCO, key data-
related issues, the involvement of the ac-
counting function, and the organisational
insights and outcomes enable by the cal-
culation of EVCO.

Case 1 :  Health Ltd.
Background
We have traditionally used contribution,
which is the premium that we have re-
ceived in a 12-month period less the
claims that we have paid for that mem-
ber : Now obviously there is another fac-
tor in there, which is our overhead or
administration cost. As a percentage, our
overheads are around about eight or nine
per cent historically. So we have tradi-
tionally ignored overhead when we have
looked at customer value, because we
have said it is more relevant to look at
the biggest cost component of what drives
profitability which is, in fact, our claims
(marketing manager Health Ltd).7

Until the intervention of LoyCon in Health
Ltd., this not-for-profit organisation calcu-
lated EVCO in a relatively simple way. The
value of customers was measured in terms
of their annual financial contribution only.
The costs of marketing, sales and support
were not allocated to the customer. It was
considered that Health Ltd. “didn’t really
understand the value that their customers
created”. However, this situation changed
as Health Ltd. encountered “smart new
competitors”. Health Ltd. explored the use
of CLV under the guidance of LoyCon.

Calculating EVCO8

“If you looked at the different customer
segments, you got a very different answer

on the value of them if you looked at life-
time value” (consultant, LoyCon) .

The general process of calculating CLV in
Health Ltd. was based on the present value
of lifecycle net contributions. This process
is outlined in Figure 1. Each of the key ele-
ments in this process is discussed below.

Defining contribution — The customer
base of Health Ltd. was segmented into
five-year age bands. For each age band, an
average annual contribution was calculated
using the past three years’ data.

Revenue — Because of the limitations of
Health Ltd’s MIS, customer revenue per se
could not be utilised. Accordingly, a proxy
was used. The proxy was the premiums
attributable to a customer according to the
type of cover and age bracket.

Cost — Claims made by members were
the major element in Health Ltd’s cost struc-
ture. Actual claims were used.9 Operating
costs were not considered because they were
relatively small and a sophisticated system
of cost assignment would have been needed
to enable their allocation to segments.

Annual contribution — an average an-
nual contribution per member for each age

5 For more details refer to Andon (1997).
6 Quotations have been edited for clarity.
7 Pro forma schedules illustrating these  calculations

are available from the authors  on request.
8 Members who changed plans during a year were

not considered for that year.
9 Annual contribution was calculated by subtracting

claims, commissions and direct expenses from pre-
mium revenue.
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segment was calculated. An individual’s
claims per year were subtracted from the
average premium attributed to that mem-
ber for the year. Individual contributions
were aggregated and averaged to derive
the average member contribution for an
age segment.

Defining tenure —  the average remaining
tenure of customers in each age segment was
estimated based on historical defections.

Combining contribution and tenure :  cus-
tomer lifetime value — The last step in cal-
culating CLV was the combination of con-
tribution and tenure. This involved dis-
counting the annual contribution for an age
band over the average remaining tenure
for that age band. As members shifted to
subsequent bands, the average contribu-
tion used related to the new age band.

Deep segmentation — Once the average
CLV for each segment was determined, a
deeper examination was conducted in each
age band to identify members whose value
to Health Ltd. was significantly different
from the average. This led to the examina-
tion of strategies to concentrate investment
on those sub-segments that represented
the greatest value to Health Ltd.

Data-related issues
“What we were struggling with when

(LoyCon) came on board was the issues of
our data” (marketing manager, Health Ltd.)

Health Ltd. confronted a number of prac-
tical problems in obtaining the data re-
quired to calculate CLV. For example,
Health Ltd.’s accounting systems costs to
be traced to particular customers. Child
members (who were often members free
of charge) presented particular problems
in conducting the analysis. Further, the
timing of claims and the changing of plans
by members made it difficult to collect ac-
curate data.

A number of more general issues af-
fected the accuracy and accessibility of
customer-related financial data in Health
Ltd. First, while Health Ltd. was good at
collecting “a for tune” of data, a large
amount of this was never used because of
limited understanding within the
organisation of its usefulness. Second, be-
cause of the volume of information that
Health Ltd. collected, storage space on the
existing computer databases was at a pre-

mium. Much information was therefore
microfiched and archived. Information
stored in this way was difficult to use for
analysis. Third, there was a problem of
complete  data : fields were often left blank
when customer applications were being
processed and valuable details were absent
as a consequence.

Health Ltd. had begun to address these
data-related difficulties, initiating a database
that compiled all customer relevant
information in one system. Also Health Ltd.
established a new liaison role between mar-
keting and MIS to facilitate a common under-
standing of the information required for CLV.

Involvement of the
accounting function

“We use the accounting team to validate
some of the work that we are doing on cus-
tomer value. So there is some involvement
to that extent [but] it is limited” (market-
ing manager, Health Ltd.)

The accounting department in Health
Ltd. was only “peripherally” involved in the
process of calculating CLV, being more fo-
cused on financial reporting. The calcula-
tion of CLV was conducted by a project
team from marketing. There seemed to be
little expectation that the role of account-
ing would evolve beyond that of verifica-
tion.

Insights and outcomes
“There’s a refocusing within the

organisation on customer loyalty and cus-
tomer retention” (marketing manager,
Health Ltd.).

As a result of the calculation of CLV, per-
ceptions of customers changed within
Health Ltd. Older customers were found,
on average, to be valuable; they were more
loyal and more likely to purchase more
products from Health Ltd. Consequently,
the pricing structure was changed to re-
flect the varying profitability of five-year
age bands. (Prices were previously set for
three age bands :  0-18, 19-64 and 65+.)
More emphasis was placed on understand-
ing the claims profile of each customer
group. A data-mining expert was employed
to distribute CLV information in a decision-
support system so that day-to-day practices
and strategies would reflect the value gen-
erated by the customers.

Case 2 :  AUSTINSURE

Background
The first time that we really started to
look at a value over a lifetime of a cus-
tomer was when we started looking at the
direct area when we sell direct to the pub-
lic. We spend US$80-$100 at the moment
to acquire a customer direct and in the
second year we don’t pay that again, it
might cost us US$5 to maintain that cus-
tomer … So it is natural our attention
turns to try to retain our existing custom-
ers — and that is where lifetime valua-
tion comes in (channel manager direct).

Traditionally, the core of Austinsure’s
business had been derived from the “bro-
ker channel” which had a flat commission-
based cost structure. The only form of cus-
tomer analysis was the calculation of cus-
tomers’ annual contribution.10 It was not
until Austinsure established a direct chan-
nel for the sale of its products that there was
any interest in a more sophisticated repre-
sentation of the economic value of particu-
lar customers or segments. LoyCon was en-
gaged to help obtain this information.

Calculating EVCO11

“It is just too simple a concept, really. It
is a simple concept but bloody hard to
implement” (channel manager, direct).

To demonstrate the process of calculat-
ing EVCO, the financial institutions chan-
nel manager of Austinsure provided an il-
lustrative example in relation to its domes-
tic motor vehicle product (see Figure 2).

A number of factors indicated in Figure
2 — average premium, loss ratio, commis-
sion ratio, defection rate, branch expenses
and claims expenses — were determined
by extracting data about customers in a par-
ticular segment over the previous 10 years.
A 10-year average was then found for each
of these factors. These items were netted
off to calculate an annual underwriting
contribution, which was discounted to find
a present value which, in turn, was multi-
plied by the proportion of customers re-
tained by Austinsure in a year. The resulting

10 Pro forma schedules illustrating these calculations
are available from the authors on request.

11 Austinsure had been presented with anecdotal and
international evidence that clearly showed that a
customer who holds multiple policies is far more
valuable than  those with a single policy.
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figures for each year were summed to de-
rive the net present value for a customer seg-
ment. This process was performed on a prod-
uct-by-product basis because Austinsure did
not have the ability to examine a customer
over its portfolio of products.12

Segmentation — The customer-segmen-
tation variables used by Austinsure varied
according to the type of product being
analysed. In terms of the domestic motor
product, the key segmentation variables
were age, tenure and driving record. With
respect to age, customers were segmented
according to l0-year age bands, except for
drivers under 25, and those over 65. For
tenure, customers were categorised into

annual tenure bands, unless a customer had
been retained by Austinsure for more than
11 years. Last, four categories were devised
to capture customers’ driving records These
were : first, clients with a no-claim bonus
(NCB) of less than 60 per cent; second, cus-
tomers who have held a maximum NCB for
up to two years; third, customers who have
held a maximum NCB for up to four years;
and, fourth, customers who have held a
maximum NCB for more than five years.13

Data-related issues

This is like drawing teeth, getting informa-
tion off our system. It really is. The reports
that come off the system, and the inquiries
that we make don’t facilitate this sort of
analysis. And even where we dump infor-
mation into a package, like a statistical pack-
age, that really facilitates pushing things to-

gether and manipulating them, it is still hard
for us to do (channel manager, direct).

Austinsure was forced to confront a num-
ber of inadequacies in its MIS as a conse-
quence of calculating CLV. For example :

� Austinsure was unable to track customer-
related data over time when there was a
variation in a policy (when an existing cli-
ent bought a new car, a new policy was is-
sued and historical information was lost);

� Customer data were collected in
branches and all customer data, includ-
ing tenure information, were lost when
branches closed or merged;

� Sales representatives skipped the collec-

tion of certain information in an attempt
to provide quick service, again losing
valuable information about a customer
relationship; and

� Austinsure had seven different information
systems and there was no unique identi-
fier (such as a customer number) to store
customer-related information in these dif-
ferent systems, thus making it difficult to
measure the value of a customer as a whole
or the benefits of cross-product holdings.

However, during the course of the study,
Austinsure started to address these data-
related difficulties. Head office instructed
branch personnel on the value of customer
information and mandatory data input fields
were being implemented at the branch level.

Also, a large project team was assembled
to work on the integration of Austinsure’s
branch and other information systems.

Involvement of the
accounting function

“The accounting area would look at you
blank” (channel manager, direct)

“We always look towards the past” (man-
agement accountant).

There was almost no involvement of the
accounting function in the calculation of
CLV at Austinsure. Yet marketing was keen
for accounting to become involved and to
assume responsibility for the collection,
calculation and coordination of CLV. This
would enable marketing to concentrate on
customer-focused strategies.

While the management accountant inter-
viewed was willing to be more involved, he

felt constrained by the culture and
resourcing of the accounting function.

Accounting had had a historical orienta-
tion in Austinsure. Further, the calculation
of CLV was perceived to require significant
new skills that the accounting function was
unable to resource.

Insights and outcomes
So what we have done as a result is we
have identified the segment of customers
which are most valuable, both in our own
books and in other companies’ books, and

CaLcuLating the value of customers at AUsTINSUREF I G U R E  2

12 These segmentation variables showed that  older
members, those who had been retained by
Austinsure for longer and who held maximum NCB,
were significantly more valuable than the rest.

13 Interestingly, activity-based costing was  not used
to generate information for  conventional account-
ing purpose. It was used in this customer-related
context only.
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basically structured the pricing mechanism
which will defend our existing customer base
and attempt to gain customers who fall into
that segment from other organisations
(channel manager, institutional).

Two main insights were attributed to an
ability to calculate CLV in Austinsure. First,
the importance of customer retention was
demonstrated in a tangible way. The cost
of acquiring new customers was shown to
be 20 times that of retaining existing ones.
It was also revealed that Austinsure lost
money on its customers in the first year.
Second, the calculation of CLV showed that
value-creating customers held more than

one Austinsure product. As a result,
Austinsure focused more directly on cus-
tomer retention strategies and loyalty bo-
nuses were offered to customers for prod-
uct cross-holdings. The CLV project was
also used to drive new pricing strategies
that were sensitive to the amount of value
customers generated.

Case 3 :  ABC Bank
Background
I guess historically the bank has had a
product focus. When we introduced a data
warehouse into the bank in 1994, that
actually initiated the bank to understand
the typical relationship of a customer with
us. That has led to the bank restructur-
ing and changing its approach in mar-
keting to customers (database manager).

It was the introduction of a “data ware-
house” in 1994 that both challenged and
enabled ABC Bank to introduce a cus-
tomer-focused MIS. In the residential loan
segment of the Australasian retail banking
market, this bank, along with others, was
experiencing increased competition from
new and aggressive mortgage originators.

ABC Bank was keen to retain the busi-
ness of its valuable customers. It was also
seeking to “deepen” its relationship with
these valuable customers. However, before
the introduction of its data warehouse,
ABC Bank had been unable to calculate the
value of a customer. Its focus had been on
product profitability. A new portfolio man-

ager brought a “customer profitability” fo-
cus to ABC Bank.

Calculating EVCO
What we do is measure the cost of about
60 dif ferent transactions on an activity-
based costing approach. Two customers,
who might have the same product, and
have the same balance in that account if
they had dif ferent usage patterns {they}
will have a dif ferent profitability. What
that really meant to us was that we were
able to generate this customer profitabil-
ity curve, and we ranked our customers
from the most profitable customer down
to the least profitable customer: What it
was telling us was, basically, we were re-
liant on 30 per cent of our customers to
generate 130 per cent of our retail bank
profit (database manager).

In contrast to the previous two case stud-
ies, ABC Bank used activity-based costing
(CPA) to calculate EVC0.14 The process is
represented in Figure 3.

CPA involves a comparison of customer-
driven revenues and expenses to deter-
mine the value of a customer relationship.
In all, more than 60 customer-related trans-
actions were employed by ABC Bank in
this analysis, interest income, interest ex-
pense, fee income, fee expense, operating
costs, overhead, marketing expenses and
bad debts were attributed to customers to
determine their profitability.

The initial cost allocation and profitabil-
ity calculations were performed using a

computerised financial model. This infor-
mation was then stored on the customer
database and downloaded into spread-
sheets to consider the impact of various
customer incentive and product mix sce-
narios. In conjunction with this, customers
were further examined by demographic
variables to determine their potential value
to ABC Bank.15

Segmentation — Because of the flexibil-
ity of ABC Bank’s data warehouse, CPA
was conducted on either a segment or in-
dividual basis. Customer-segments were
characterised in terms of both demo-
graphic variables and economic value.

14 Customer defections were tracked separately by
ABC Bank. They were analysed for the Retail Bank
overall. Customer defections were also tracked in
terms partial defections (i.e. inactive accounts).

15 Customers seeking loans, in comparison provide
much more information to a bank.
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Data-related issues
“The activity-based route doesn’t really
reconcile neatly to the general ledger, so

that is always one source of tension” (da-
tabase manager).

ABC Bank enjoyed the benefits of a rela-
tively modern and advanced information-
processing capability. Bank staff perceived
few problems with the data warehouse and
its functionality.

There was, however, a concern about the
bank’s ability to capture all the data con-
sidered relevant for CPA. ABC Bank
wanted more information about its custom-
ers but there is a limit to the number of
questions that a (potential) customer will
answer. ABC Bank found it necessary to
supplement its customer profiles in less
intrusive ways.

For example, customers’ postcodes were
related to average data from the Census of
Population and Housing compiled by the
Australian Bureau of Statistics. Similarly,
customer surveys and industry research
were used. However, these sources pro-
vided only aggregate customer-related in-
formation.

The most acute data-related issue that
ABC Bank experienced was the variance
between total profitability in the CPA sys-
tem and the general ledger. This variance
could be as great as 15 per cent. This was
a source of constant “tension” within the
bank and there was a push to devote more
resources to the reconciliation of the two
differing profit calculations.

Involvement of the
accounting function

“The [database manager] is doing her
own ABC analysis. I don’t know that they
are necessarily accounting-qualified
people but they are certainly people with
a high level of analytical skills” (finan-
cial controller, retail banking).

The calculation of CPA at ABC Bank
was implemented and operated by mar-
keting personnel, such as the database
manager. The accounting function had a
very limited involvement. According to
the financial controller, the accounting
function was “reviewing” the CPA calcu-
lations from a “reasonableness” perspec-
tive only.

Insights and outcomes
“We knew the customers that we abso-

lutely have to hold on to and look after”
(database manager,ABC Bank).

As a result of using CPA, ABC Bank ac-
quired information that it did not possess
previously. In particular, CPA showed that
the bank was heavily reliant on a small
proportion of its customers to generate
most of its profits. It was found that 25 per
cent of customers generated about 130 per
cent of profits . Approximately 70 per cent
of customers were “break even” and the
rest were unprofitable. CPA also demon-
strated that the most profitable custom-
ers held a “portfolio” of products with
ABC Bank.

The following changes were introduced
as a consequence : first, increased re-
sources were devoted to the development
of marketing strategies that would in-
crease the “share of wallet” from each
customer; and, second, a new loyalty prod-
uct was introduced offering discounts to
customers who held mortgage products
for a certain number of years. ABC Bank
was also considering the implementation
of a system to enable customer informa-
tion to be distributed to tellers’ screens
for more effective relationship manage-
ment “at the coalface”

Overall Benefits
In each of the three case organisations,

it was perceived that the calculation of
EVCO had been beneficial. Some of the
perceived benefits were :

� An ability to see “the total customer”;

� The provision of information that en-
abled a deepening of customer relation-
ship;

� Informed calculations of the amount of
“value” to return to customers in the
form of loyalty schemes;

� The “proactive management” of custom-
ers;

� An increased sophistication in the ways
that financial results were viewed;

� The implementation of “strategic pric-
ing”  decisions;

� An ability to “cherry pick” competitors’
valuable customers; and

� The provision of a more “personal ser-
vice” for valued customers.

And despite the absence of any concrete
calculations, interviewees from these three
organisations believed that they were “see-
ing a significant return on their invest-
ment”

Discussion
One insight from this study is a much-

needed description of the practice of cal-
culating EVCO. There is very little empiri-
cal research in this area. Also these cases
provide a rare glimpse of practice in
Australasian service organisations. This
provides a balance to the emphasis that has
emerged on case studies from North
American manufacturing enterprises
within the management accounting litera-
ture.

Second, in each of the organisations ex-
amined, EVCO played an important role in
formulating a value proposition that mutu-
ally benefited both the organisation and its
customers. By highlighting avenues of
profitable value delivery, EVCO was piv-
otal in the way these organisations treated
their customers. Through highlighting the
importance of examining the overall cus-
tomer relationship, EVCO affected a num-
ber of strategic decisions, ranging from
product of fering and pricing to
organisational  direction and culture. While
the cases illustrate the effect that EVCO
has had in  changing organisational per-
ceptions of  customers and customer-re-
lated strategies, it  must be remembered
that EVCO is only a tool  to facilitate analy-
sis and change. To be effective, the mea-
surement of EVCO must be a part of a bor-
der process of organisational change and
resource management.

Third, in the two organisations that used
CLV, it is interesting that the projections
of future cashflows were based on histori-
cal accounting information. There was no
indication, in either Austinsure or Health
Ltd., that future cashflows were arrayed
using the drivers suggested in Reichheld’s
(1996) work (such as operating cost sav-
ings, revenue growth and so on). A height-
ened awareness of these drivers may en-
able practitioners to achieve greater con-
ceptual rigour and relevance in the calcu-
lation of EVCO.
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Fourth, it is surprising to note the near-
absence of involvement by management
accounting practitioners in designing and
operating customer-focused MIS. These
processes were sponsored and sustained
by marketing personnel, despite a call for
the recognition of customers as a cost and
profit object in the contemporary manage-
ment accounting literature. Even more sur-
prising is the championing of an activity-
based costing system by marketing person-
nel in ABC Bank. These cases add anec-
dotal evidence to claims that many account-
ing practitioners are still overly concerned
with transaction processing, rather than
“value-adding” accounting work (Walther
et al, 1997).

Fifth, these case studies further indicate
the limitations that are confronted in cus-
tomer-focused reporting. Product-oriented
information systems constitute a substan-
tial barrier to the calculation of EVCO. In
each of the three organisations studied,
customer reporting emerged as a stand-
alone process that operated in parallel with
routine financial repor ting. As more
organisations are successful in implement-
ing integrated information systems, it will
be interesting to observe whether more
complex and frequent valuations of
customers emerge and what changes such
calculations may bring to day-to-day
strategies.

Finally, the cases illustrate the inherent
irony that underpins the calculation of
EVCO. It was through the impersonal pro-
cess of reducing customers to an economic
measure that these organisations were
able to treat their customers as
“individuals”, providing a more personal
ser vice that matched customers’
sociographic profiles.

Future Research
The issues raised by these case studies

also point to opportunities for future re-
search. Measures of EVCO are theoreti-
cally interesting because they herald the
emergence of the “quantified customer”
(Vaivio, 1 999) - an “inscription” in data-
bases and reports (Latour, 1987). As a re-
sult, a customer can now be managed “at a
distance” (Latour, 1987, Miller, 1991) by
decision-makers who are removed from
regular contact with customers. Measure-

ment systems are becoming as important
as the encounters experienced by front-line
staff in call centres and over the counter,
for example, in managing customer rela-
tionships. More indepth studies are re-
quired to outline the impact of customer-
focused measures on organisational and
management processes (see Ogden, 1997.
Consequently, there are opportunities for
researchers to theorise  the rise of this
digitised customer in contemporar y
organisations.

Second, researchers may also consider
why it is that these economic measures
of customers have emerged. There is a
need for historical studies that outline the
conditions that have made the measure-
ment of EVCO possible (Hopwood, 1983).
What political, social, economic and cul-
tural factors have contributed to the re-
ceptiveness of contemporary business to
this form of customer-focused financial
reporting?

Third, there is a role for researchers to
offer critical counsel on the ramifications
of CPA and CLV (see Boyce, 2000), outlin-
ing the broader implications of the eco-
nomic rhetoric and rationality that under-
pins customer relationship management.
For example, what are the ethical implica-
tions of “managing” less valuable custom-
ers (for example, the low-wealth custom-
ers of banks or the chronically ill custom-
ers of health insurance providers)?

Do organisations run the risk of imple-
menting short-sighted strategies if they
choose to view their customers as bundles
of economic value only, rather than as
members of a community- that enables
organisations to function and compete
(Davies and Kay, 1997)?

Conclusion
This exploratory study has described

how EVCO was calculated in three
Australasian service organisations. Two
case organisations used CLV and the other
used CPA. The case studies indicated the
difficulties that these organisations con-
fronted, as well as the benefits that were
derived from using EVCO in managing cus-
tomer relationships. In the main, these
cases attest to the innovativeness of prac-
titioners in developing customer-focused
reporting systems. This may spur other

A P P E N D I X  A

organisations to confront the task of imple-
menting such systems. Likewise, academ-
ics are presented with new and interesting
opportunities for research.

SUMMARY OF
INTERVIEWS CONDUCTED
The following table lists the participants in-
terviewed in this study

Health LTD

� Consultant Loy Con

� Marketing Manager

Austinsure

� Channel manager, direct

� Channel manager institutional &
technology

� Management accountant

� Channel manager, direct

ABC Bank

� Database manager

� Portfolio manager (retail banking)

� Executive manager, finance projects
& systems

� Financial controller (retail banking)

� Portfolio manager (retail banking)
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F I N A N C E  &  M A N A G E M E N T
CORPORATE DISCLOSURE

TIME TO disclose

WHAT
DIRECTORS
REAP By Paul Thompson

As the corporate scene strives to achieve greater
transparency, directors play a greater role in
promoting corporate governance

Introduction
Perhaps the most worrying aspect of the

epidemic of US corporate collapses is the
fact that they went hand in hand with vul-
gar corporate excess. Take Enron for ex-
ample. As its bosses steered the company
towards financial oblivion, leaving count-
less people out of jobs and out of pocket,
they got paid a for tune for their
endeavours. Kenneth Lay, Enron’s former
Chairman and CEO, is reckoned to have
received more than US$150m, including
his salary, bonus and stock options.

“Perhaps the most worrying
aspect of the epidemic of US
corporate collapses is the fact
that they went hand in hand

with vulgar corporate excess.”
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nies are now required to publish a ‘Corpo-
rate Governance Statement’ in their annual
report to explain the extent to which the
recommendations of the Code are applied.
Justification for departures, if any, is re-
quired. The underlying philosophy is ‘com-
ply or explain’.

In layman’s language what this means is
that the Code is not mandatory for compa-
nies to follow. The Code is effectively sim-
ply a regulator’s wish list. But what com-
panies are obligated to do is to explain any
departures from it. It is then left to inves-
tors to decide whether or not they are
happy with the company’s degree of com-
pliance with the Code.

Now the question on many peoples’ lips
is — to what extent do KLSE listed compa-
nies comply with the Code’s recommenda-
tion that they provide a breakdown of the
total amounts paid to directors, showing the
level and mix of each individual director’s
remuneration? A study conducted by re-
searchers at Nottingham University Busi-
ness School Malaysia on disclosure of di-
rectors’ remuneration gives us an idea.

Disclosure of Directors’
Remuneration

The study on disclosure of directors’ re-
muneration looks at the corporate gover-
nance practices of the top 100 largest com-
panies (by market capitalisation) for the
year 2001. It identifies the percentage of
companies that comply with each of the
Code’s recommendations. It reveals that
companies are scoring badly when it comes
to telling us what directors get paid. Barely
32 per cent disclosed what individual direc-
tors earn in their annual report. Instead
most opted to disclose a total remuneration
figure encompassing all board members as
well as the number of directors falling into
specific bands (RM50,000-RM100,000 etc).

Telekom Malaysia (TM) is one of the mi-
nority of companies that complies in full
with the Code’s recommendations relating
to disclosure of what the directors get paid.
Table 1 shows the disclosures made by TM
in its Corporate Governance Statement lo-
cated on page 40 of its Annual Report for the
year-end 31 December 2001. It gives us a
taste of what we can expect to see when com-

One way of improving corporate gover-
nance and minimising the risk of Enronitis
spreading is to issue codes of corporate
governance. Malaysia has such a code. The
code is intended to help ensure Malaysia’s
listed companies achieve world-class lev-
els of corporate governance. As things
stand foreign investors, rightly or wrongly,
have a somewhat tarnished image of cor-
porate governance in Malaysia. Last year
a World Bank ranking of Asian countries
in terms of corporate governance rated
Malaysia just one notch above bottom
placed Indonesia.

Malaysia’s Code of Corporate
Governance (the ‘Code’)

The Code makes recommendations on
corporate governance practices, including
that of directors’ remuneration — how it
should be determined along with how it
should get disclosed in the annual report.
The listing requirements of the Kuala
Lumpur Stock Exchange (KLSE) were also
revamped to support the Code. With the
emphasis on self-regulation, listed compa-

Disclosure of directors’ remunerationT A B L E  1

Directors Salaries Fees and Bonuses Benefits- Total
Allowances in-kind

(RM) (RM) (RM) (RM) (RM)

Executive

Dato’ Dr. Md Khir bin Abdul Rahman 264,000 42,000 22,090 17,200 345,290
Dato’ Dr. Abdul Rahim bin Haji Daud 240,000 18,885 30,000 8,900 297,785

Non-Executive

Dato’ Ir. Muhammad Radzi bin Hj. Mansor — 138,375 — 15,000 153,375
Dato’ Dr. Halim bin Shafie — 26,750 — 1,500 28,250
Dato’ Abdul Majid bin Haji Hussein — 26,350 — 1,500 27,250
Y.B. Tuan Joseph Salang Gandum — 86,789 — 1,500 88,289
Y.B. Dato’ Ir. Haji Mohd Zin bin Mohammad — 58,399 — 1,500 59,899
Dato’ Dr. Mohd Munir bin Abdul Majid — 28,450 — 1,500 29,950
Ir. Prabahar N.K. Singam — 54,585 — 1,500 56,085
Lim Kheng Guan — 37,470 — 1,500 38,970
Rosli bin Man — 26,000 — 1,500 27,500
Tan Poh Keat — 45,600 — 1,500 47,100

Alternate

Mohammad Zanudin bin Ahmad Rasidi
(Alternate to Dato’ Abdul Majid bin Haji Hussein) — 1,050 — 1,500 2,550
Suriah binti Abd Rahman
(Alternate to Dato’ Dr. Halim bin Shafie) — 4,150 — 1,500 5,650

Total 504,000 594,853 52,090 57,600 1,208,543

Source :  Telekom Malaysia Bhd, Annual Report 2001

F I N A N C E  &  M A N A G E M E N T
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panies comply in full with the Code’s recom-
mendation on the disclosure of directors’ pay.

Table 1 indicates that there are just two
executive directors on the board and hence
the only two drawing a salar y. Conse-
quently, the non-executive directors
(NEDs) outnumber executive directors on
the board. This means TM is in compliance
with the Code’s recommendation ensuring
at least a third of the board be independent.

Disclosure of Share Options
In order to establish the total value of

each director’s remuneration package one
needs to ascertain the fair value (that is,
true worth) of share options granted to
them in 2001. Details of share options —
number granted, exercised, outstanding at
year end etc — to directors under TM’s
Employee Share Option Scheme (ESOS)
are provided in the Director’s Report lo-
cated on page 186 of the annual report
which is reproduced in Table 2.

Table 2 indicates that both executive di-
rectors were granted share options in 2001.

as to piece together
the information
needed to derive an
estimated value for
these options.

Given the short
time to expiry of
the exercise period
and the fact that at
the year-end TM’s
share price was
hovering around
RM9.50 (and in fact
peaked at RM10.40
in the early part of
2002), nearly RM1
above the exercise
price, it seems rea-
sonable to assume that the fair value is
around RM1 per option. For Dato’ Dr.
Abdul Rahim bin Haji Daud that makes
RM130,000 in total which when added to
the sum of his salary, bonus and benefits
(see Table 1) gives a total value for his re-
muneration package to RM427,785.

to propose that
similar mandatory disclosure re-
quirements apply across the European Union.

Conclusion
So what can we conclude? Well it is clear

that few companies are willing to reveal what
individual directors get paid. Let us hope they
start to open up. First let’s hope they emu-
late TM when it comes to disclosure of di-
rectors fees, salaries, benefits and bonuses.
But that’s not all. Given that share options
are often a major component of a directors’
total remuneration package let’s hope that
companies make it clear what is the fair value
of share options granted to directors.

One way to rectify the apparent low com-
pliance with the Code’s recommendation on
the disclosure of individual directors’ remu-
neration and the lack of disclosure on direc-
tors’ share options is to adopt the UK ap-
proach and make it mandatory for listed com-
panies to produce an all inclusive Remunera-
tion Report. Only when there is full and clear
disclosure of directors’ remuneration can the
investors, who appoint directors to run the
business on their behalf and so have good
reason to know what they get paid, judge
whether their overall remuneration package
is appropriate or excessive. And only then
can the media write riveting human-interest
stories on who earns what!

Note :  The writer is the Associate Professor of Ac-
counting and Finance, Nottingham University Busi-
ness School, Malaysia Campus. He can be con-
tacted at Paul.Thompson@unim.nottingham.ac.uk

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○

Disclosure of directors’ Share Options

T A B L E  2

                                                 Number of options over ordinary shares of RM1 each

Balance Granted Exercised Balance
at 1.1.2001 at 31.12.2001

Dato’ Dr. Md Khir bin Abdul Rahman — 200,000 200,000 —

Dato’ Dr. Abdul Rahim bin Haji Daud — 130,000 — 130,000

Source :  Telekom Malaysia Bhd, Annual Report 2001

Dato’ Dr. Abdul Rahim bin Haji Daud, was
granted 130,000 share options, all of which
were outstanding at the year-end. On page
184 of the annual report we learn that the
exercise price was RM8.53 (that is, the di-
rector would have the right to buy a share
for RM8.53) and that the exercise period
(the time period within which the director
must exercise his right to buy the share)
expires on 15 April 2002 (at the time of writ-
ing this article it had of course expired!)

Unfortunately, TM did not disclose the fair
value of these options. Indeed few, if any,
Malaysian companies do. And this is despite
there being valuation models – such as Black
Scholes  — which companies can use to es-
tablish their fair value with a reasonable de-
gree of accuracy. TM’s lack of disclosure
means that we are forced to play detective so

International Best Practice
It is a mandatory requirement for all com-

panies listed on the London Stock Exchange
to include a Remuneration Report within the
annual report. This report gives full disclo-
sure of the remuneration package of each
director, including an indication as to profit
made from exercising options and the value
of options unexercised at the year-end.

To understand what UK companies re-
port, refer to pages 12-16 of the Annual Re-
port and Financial Statements 2002 for
Sainsbury, the UK’s second largest food re-
tailer. This can be viewed at http://www.j-
sainsbur y.co.uk/ar2002/financials/
remuneration_report.htm

Europe looks set to follow the UK’s lead.
The European Commission is widely tipped

AN
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TA X AT I O N
T A X  M AT T E R S

MINUTES OF DIALOGUE WITH THE TECHNICAL

DIVISION OF THE INLAND REVENUE BOARD (IRB)
17 June 2002

We refer to Item 2, Paragraph 2 of the IRB’s comments on the Minutes of Dialogue
with the Technical Division of the Inland Revenue Board (IRB) which was held on 17
June 2002 (published in the November issue of Akauntan Nasional (page 11).) The IRB
has clarified that the phrase “the amount due is available” is to be replaced with
“the amount is due”. The entire contents of Item 2 of the said minutes were re-
printed in the last issue for easy reference. Kindly be guided accordingly.

TAX MATTERS 1

Section 29 of the Income Tax
Act, 1967 (ITA) — Basis Period
to which ‘Income Obtainable on
Demand’ is Related

Pursuant to Section 29 of the ITA (not-
withstanding Sections 23 to 28), where a
person is able to obtain the receipt of in-
come on demand, that income shall be
treated as received in the period when such
a circumstance arises. Meanwhile, under
Section 27 of the ITA, interest income is
taxable on a received basis in the period in
which the interest income first becomes
receivable. Therefore, under Section 27 of
the ITA, the charge to tax only arises when
the interest income is received, although
it could relate to an earlier period. How-
ever, under Section 29 of the ITA, if that
interest income is ‘obtainable on demand’
in a particular period, the interest income
would be taxable in that period, notwith-
standing that it may not have been received
in that period.

In view of the self-assessment system,
the professional bodies wish to seek the
IRB’s clarification on the following mat-
ters:

i) the type of circumstances that would
fall within the tax treatment governed
by Section 29 of the ITA;

ii) the distinction between ‘income obtain-
able on demand’ and ‘income that is re-
ceivable’; and

iii) the distinction between amounts due
from related parties and amounts due
from third parties, in the context of
item (ii) above.

Comment
The IRB clarified that “ income obtain-

able on demand” and “receivable” can be dis-
tinguished as follows :

The former refers to a situation where at
any particular time, the amount due is
available and the payee is able to demand
the payment at that time irrespective of the
actual payment date. The latter can refer
to a situation whereby the amount may be
receivable but may not be payable until a
specific date as pre-determined under an
agreement.

The application of Sections 27 and 29
does not distinguish transactions between
related parties and transactions with third
parties.

TAX MATTERS 2

Further Clarification to the
Minutes of Dialogue with the
Operations Division of the
Inland Revenue Board (IRB)
— 21 November 2001

We wish to bring the members’ atten-
tion to Item 14, of the IRB’s comments
on the Minutes of Dialogue with the Op-
erations Division of the Inland Revenue
Board (IRB) which was held on 21 No-
vember 2001, which was circulated to
members via Circular No. 11/2002. The
IRB has further clarified that the addi-
tional seven days grace period (from the
filing deadline), given for outstation
postal or courier submissions of tax re-
turns is only applicable to tax returns i.e.
Form C and not Form CP204 and Form
CP204A. The entire contents of Item 14
of the said minutes are reprinted for
easy reference. Kindly be guided ac-
cordingly.

Bulk Filing of Returns
Currently, submission of tax returns is

centralised. All tax returns are to be sub-
mitted to Pusat Pemprosesan in Kuala
Lumpur.

Our members who practice outside the
Klang Valley would like to suggest that tax
agents who make bulk submission of tax
returns on behalf of their clients be allowed

to submit the returns to the nearest IRB
assessment branch.

The IRB does not encourage taxpayers
or tax agents to submit their tax returns
at the branch level. The rationale is that,
the Pusat Pemprosesan has a specialised
“unit” to process the tax return and verify
whether the tax return submitted has
been completed accurately. If there are
incomplete/inaccurate sections, then the
“unit” will immediately send the tax re-
turn back to the tax agent/taxpayer for
amendment and the IRB will only record
the date of submission upon the tax re-
turn being amended and duly re-submit-
ted.

Although, the IRB will NOT refuse the
submission of the tax return at the branch
level, the date of submission of the tax re-
turn will be the date of receipt by the
specialised unit in Kuala Lumpur.

As such, even when a taxpayer has sub-
mitted the tax return within the prescribed
time frame, the taxpayer may be deemed
to have submitted the tax return late if
there are incomplete/inaccurate sections
in the tax return and the return is sent back
for amendment.

The IRB has requested the professional
bodies to advise members not to submit
the tax returns at the last possible mo-
ment.

The IRB also confirmed that, due to
the administrative requirements for all
tax returns to be sent to Kuala
Lumpur, the IRB will be allowing an
additional seven days grace period
(from the filing deadline), for outstation
postal or courier submissions of a tax re-
turn.

AN
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I T  &  A C C O U N T I N G

E D U C AT I O N  &  A C C O U N T I N G

Introduction
A number of developments are now in

train, which will have significant impact
on the future role of accounting profes-
sionals. Important economic issues such
as the explosion of Information and Com-
munication Technology (ICT) and increas-
ing levels of competition, globalisation,
and more recently legal liability, all have
significant implications for both account-

ing educators and accounting professionals. Accounting educa-
tion in the 21st Century thus faces a very significant challenge on
how to educate accountants in a complex and rapidly changing
environment. Ignor-
ing these changes
is like pushing the
accounting profes-
sion to the sidelines
or perhaps even re-
placed by a profes-
sion that has yet to
emerge. This ar-
ticle focuses primarily on the issue of integrating IT knowledge
and skills in the accounting curriculum. However, it should be
noted that IT is only one of the forces affecting accounting educa-
tion and therefore it is not isolated in its impact.

A Brief History of IT and Accounting
Accounting and IT are very much related. In fact, the term ‘ac-

counting system’ had been used before the introduction of the com-
puter. In the early 1950s and 1960s, known as the ‘machine account-
ing’ era, IT was mainly implemented to support the clerical aspects
of accounting functions such as payroll, accounts receivable and
accounts payable. At that time, only accountants had the knowl-
edge and privilege to use the technology. Accounting information
system (AIS) courses were offered in most universities in the US

INForMAtion
Technology &
Accounting
Education: Issues and

 Challenges

Noor Azizi Ismail

“… the survival of the
accounting profession rests
with its ability to integrate
new and sophisticated IT

 into accounting practices”
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(McMickle, 1989). However, as accoun-
tants were busy with the technical account-
ing issues such as the format of financial
statements, they started to hire technical
assistants, known at that time as ‘machine
accountants’ to operate the technology.

As computer technology further devel-
oped, this group of machine accountants
began to distance themselves from the ac-
counting profession. From then on, ma-
chine accountants were given full respon-
sibility to develop and maintain the
organisation’s accounting systems. Other
terms that refer to this group, i.e. Elec-
tronic Data Processing (EDP),
Automated Data Processing
(ADP), Computer Information
Systems (CIS) and Manage-
ment Information Systems
(MIS) also began to emerge.

IT was then used to experi-
ment with providing other use-
ful information outside the tra-
ditional scope of accounting,
which had significant implica-
tions on the architecture of the
financial accounting system.
Accounting professionals how-
ever had fur ther distanced
themselves from the new de-
mands, and AIS courses were
eventually dropped from the
accounting curriculum in most
universities. During the 1970s,
the gap between IT and ac-
counting deepened both profes-
sionally and academically,
which resulted in a poorly co-
ordinated and segmented use
of IT application architecture.

In the late 1980s, began the
IT technological advancements, which en-
abled the implementation of a new account-
ing model, called ‘resources-events-agents’
(REA). The organisations began to rethink
the way they used IT to provide informa-
tion and support decision-making. This
meant the way to develop applications that
gathered detailed business data and ap-
plied rules that governed the execution of
business activities in real-time. The ac-
counting profession began to realise that
IT development resulted in them losing
control over information and information
systems. At the same time, the new devel-

opments offered opportunities for account-
ing academics and professionals to develop
new ways of looking at the roles of account-
ing in the information age.

IT and Accounting Education
In a famous article in Accounting Hori-

zons, Bob Elliot made the point that “IT
changes everything”. He insisted that the
survival of the accounting profession rests
with its ability to integrate new and sophis-
ticated IT into accounting practices. In-
creased availability of IT has in fact in-
creased the pressure on the accounting

profession to do things differently.
Recognising the importance of IT to the

accounting profession, the International
Federation of Accountants (IFAC) Educa-
tion Committee issued a guideline “Infor-
mation Technology in the Accounting Cur-
riculum” (IEG11) in 1995, which was later
revised in June 1998. Other accounting and
IT-related publications by IFAC include In-
tegrating Information Technology Across the
Accounting Curriculum : The Experience of
the Certified General Accountants’ Associa-
tion of Canada (1995), Implementing Inter-
national Education Guideline 11 : Strate-

gies of the American Institute of Certified
Public Accountants (1996), The Accounting
Curriculum and IT by Boritz (1999), and
more recently Information Technology for
Professional Accountants (2001).

CPA Australia has also conducted an ex-
haustive survey among members of the so-
ciety to address the issues of IT and account-
ing, and published a booklet Information
Technology and Accounting Graduate in 1995
to be used as a benchmark by accounting
educators. In Malaysia, the majority of ac-
countants and accounting educators are also
presumably well aware of these changes

that are taking place. However,
while members of the regulatory
and professional accounting bod-
ies and academic accountants
are still debating the curriculum
changes, a proper guideline of in-
tegrating IT in the accounting
curriculum has yet to be seen.

Challenges in
Implementing IEG11
IEG11 outlined a modest set of

IT requirements for professional
accountants. Included in the
guideline are lists of general IT
education requirements, user
role requirements, and designer,
manager and evaluator require-
ments. Boritz (1999) insists that
professional accounting bodies
and academic accounting
programmes must ensure that
students go beyond the user role
to embrace one of the other three
roles identified in the guideline :
designer, manager and evaluator.
Trends of accounting education

in Malaysia however indicate that we are not
moving aggressively enough to develop pre-
qualification competencies in IT.

One obvious problem that should be
noted in most academic and professional
accounting programmes is that IT is not con-
sidered a core knowledge area like finan-
cial and management accounting, auditing
or taxation. Therefore, an initial step to in-
tegrate IT in the accounting curriculum may
be by formally defining IT to be part of their
core program (Boritz, 1999). Of course, one
cannot simply add additional IT courses
without sacrificing existing elements of the

E D U C AT I O N  &  A C C O U N T I N G

“Trends of accounting education in Malaysia
however indicate that we are not moving

aggressively enough to develop pre-qualification
competencies in IT”.
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current accounting curriculum. This raises
the following fundamental yet significant
questions : How many IT-related courses
are needed to adequately prepare account-
ing graduates with IT knowledge and skills?
And what courses should be dropped to
make room for these IT-related courses?
The issue is that a majority of individuals,
either accounting professionals or academic
accountants in each area of expertise are
reluctant to reduce and in many cases in fact
want to increase its syllabus to accommo-
date recent business developments.

In the past, accountants are often asso-
ciated with the ‘bean counter’ image, as
they have been trained to record financial
transactions and produce historical finan-
cial statements, and usually not taught to
interpret that information. New generation
accountants however will need the knowl-
edge and ability to analyse not only finan-
cial but also non-financial information, us-
ing the appropriate technology, and con-
vert those results into predictive tools.
Therefore, one may argue that the more
technical accounting courses need to be
reduced to make room for accounting-IT
related courses. The reason is that lower
level data manipulation can be performed
by the new technology and need not be an
important part of  accounting education.

Another argument is that many aca-
demic accounting programmes are reluc-
tant to change their existing curriculum in
fear that the respective bodies, either regu-
lator y or professional do not want to
recognise the changes. Eventually, most if
not all academic accounting programmes
in Malaysia are still offering one or two IT-
related courses, which obviously are not
enough to incorporate even the minimum
requirements outlined in the IEG11.

It is also arguable that academic account-
ing programmes are able to deliver even the
minimum degree of IT education to their
students. There is a significant shortage of
trained academics with both accounting and
IT interests and skills to make significant
improvements in the accounting curricu-
lum. Ideally, IT knowledge and skills devel-
opment should be integrated into all areas
of accounting education, i.e. financial and
management accounting, auditing and taxa-
tion. To achieve this would require con-
certed efforts from all individuals in all ar-

 “I sincerely believe that more than two-thirds of the activities of
all accountants, financial analysts and financial managers in the

vast majority of firms are essentially worthless in terms of
creating or sustaining competitive advantage”.

Richard Kaplan, US academic

eas of accounting. Unfortunately, in reality
the responsibility to integrate IT in the ac-
counting curriculum often rests on the
shoulders of a small group of junior AIS in-
structors. Therefore, the notion of integrat-
ing IT knowledge and skills into all areas of
accounting remains a big question mark.

Another common argument is that ac-
countants should concentrate on the “in-
formation” (I) part, i.e. accounting infor-
mation, which they are best at, and leav-
ing the “technological” (T) aspect of the
“IT” to IT professionals. One might also
fear that blending accounting education
with IT knowledge would eventually pro-
duce “half-baked, half-cake” accounting
graduates, to quote the argument of one
senior member of a professional body.

To tackle the issue, one should clearly
note that the aim of integrating IT in the
accounting curriculum is not to produce
technically minded boffins who have per-
sonal love affairs with the computer. The
goal is to produce “hybrid” accountants,
who are capable of evaluating IT issues in
some depth and thereby presumably bridg-
ing the “information-technology gap” for
themselves. Therefore, IT knowledge and
skills development approaches only need
to focus on key topics, their business ob-
jectives and their business impacts.

Further, being “information-oriented”
professionals, accountants need to have a
good understanding of both information
processing requirements and information
processing capabilities of information sys-
tems to create and sustain the competitive
advantage of the organisation they work
with. As Brecht and Martin (1996) noted,
the accounting profession needs to expand
their reporting function beyond the scope
of traditional accounting systems with
added emphasis on the economies of busi-
ness operations, strategic management and
information systems development. Finally,
it is worth to note what Richard Kaplan, a

well-established US academic had previ-
ously written, “I sincerely believe that more
than two-thirds of the activities of all accoun-
tants, financial analysts and financial man-
agers in the vast majority of firms are es-
sentially worthless in terms of creating or
sustaining competitive advantage”.

Conclusion
The objective of this article is not to pro-

vide solutions but to give an insight into
the issues of IT and accounting education.
Concerted efforts from all relevant par-
ties are essential to fully integrate the IT
knowledge and skills into the existing ac-
counting curriculum. The Malaysian In-
stitute of Accountants (MIA) as a regula-
tory body, the Malaysian Institute of Cer-
tified Public Accountants (MICPA) as a
professional body, accounting profession-
als and accounting educators must adopt
an appropriate vision for the future and
take a leadership role in their areas, as-
sess the current state of affairs, help to
develop a plan to address the problems
and obstacles to implementing IEG11, and
a monitoring programme to encourage
progress.
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R U S S I A

B U S I N E S S  W AT C H

In the first of two articles, Sergey
Frank looks at doing business in
Russia, the world’s largest coun-
try where, despite all the known
difficulties, the Russian market

remains attractive, especially bearing in
mind its high market potential and wealth
of raw materials.

Russia is a magnet for investment. More
than 900 US and Canadian enterprises and
more than 700 German companies as well
as many European companies are regis-
tered in Moscow. They do not simply act
as commercial subsidiaries but are also
involved in production, distribution and,
increasingly, in services. Such develop-
ment of economic growth, fostered in part
by foreign investment, has created a new
social class, known as Novyy Businessmeny
— new business people, primarily encoun-
tered in Moscow and St. Petersburg. In a

The role of the consultant as a
chartered accountant, or any
other professional, is not
identical all over the world.
Despite this fact and despite all
efforts to move closer to a
single global set of accounting
standards, the necessary
communication with the
international client is still and
will also remain subject to a
different set of rules.

By Sergey Frank

public authorities and red tape. They will
be mistrustful of alterations of contracts,
which have to be made because of laws and
regulations. In such cases, a substantial
demand for explanation exists. Personal
relations are very important in Russia. In
many cases, the success of a venture does
not depend on official petitions or applica-
tions but on relationships in terms of reci-
procity. Russian negotiators generally do not
expect any help from bureaucracy.

The dress code is rather formal and con-
servative, taking into account cold winters
when people dress appropriately. The new
generation of Russian business people, the
Novyy Businessmeny, commonly address
each other by their first names since this is
the fashionable American way of communi-

DOING BUSINESS
with The
BEAR

very short time, they have
become very wealthy, dealing in particu-
lar in sectors such as financial services,
production and distribution of consumer
goods, and IT. But this development does
not only have a positive side. Life has be-
come very expensive over the last few
years, especially in the bigger cities. Be-
cause of price inflation ordinary citizens
can afford less now than before, which has
lead to bitterness. Also, chaos and corrup-
tion — linked to tortuous regulations and
red tape — have had a serious negative
influence on business life. Moreover, crime
has been increasing and organised crime
has reached an alarming state in some
parts of the CIS (the former Soviet Union).

Business Communication
Communication in Russia follows differ-

ent rules when compared with other coun-
tries. A first encounter is usually calm and
formal, but further negotiation can turn out
to be vivid and spirited with occasional
emotional outbursts.

The typical American way of communicat-
ing, perhaps in a rather superficial and re-
laxed manner paired with a good sense of
humour, is not traditionally the Russian way.
Negotiations are considered to be a serious
matter and should be treated as such.

Russian business partners tend to focus
on relationships rather than on deals and
visiting business people are recommended
to establish a pleasant personal relationship
in addition to an efficient business relation-
ship. For historical reasons, most Russian
business partners are very suspicious of

Moscow
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Note :  The ideas put forward
in the articles apply for the
actual international
consultation regardless
where it is taking place. The
articles aim to educate on
dif ferent ways of doing
business in different countries. This is important
since it helps to understand international business.
And this conclusion is vital because nowhere in
business, especially in international consulting,
can so much be gained and lost so quickly as in
international transactions and projects. The
articles were first published in Accounting &
Business, ACCA’s monthly publication.

cating. During a meeting business visitors
will be well advised to have an ample sup-
ply of business cards in reserve, which ide-
ally display position and academic degree.

Social invitations for lunch and/or dinner
by business partners usually take place in
restaurants. Since invitations at home are
not very common, you should appreciate
these and not refuse such an opportunity.
Some Russian business people enjoy a
drink, primarily vodka. Drinking is done on
every toast :  be careful only to take part in
such toasts which are important. Thankfully
it has now become acceptable to touch the
vodka glass to one’s lips rather than down

the contents in one. The host is entitled to
make the first toast. Think about a well-con-
sidered and honest toast in reply. The tradi-
tion of toasts has existed for many years in
this culture and is a good device to create a
positive climate. It allows the opportunity
to summarise points in the discussion pro-
cess or to transmit positive messages. Once
you have won the sympathy of your poten-
tial partner, you have established the basis
of a potentially long-lasting relationship.

Careful thought should be given to the
proposed structure of operations. At an
early stage in planning, the western inves-
tor should decide whether to operate
through a Russian branch office, an accred-
ited representative office or a fully-fledged
Russian corporation. If a joint venture is

contemplated, the western partner should
recognise from the outset that the personal
attention of senior western management
would probably be needed to keep the busi-
ness on course.

Negotiations concerning communica-
tion and infrastructure can be more com-
plex compared with other countries in
Eastern Europe. In general, the knowledge
of a foreign language is not as common in
the countryside as it is in metropolitan ar-
eas like Moscow or St. Petersburg.

In other parts of Russia, as well as in the
middle Asian countries belonging to the
CIS, your negotiating partner may not speak

English. Interpreters play a very important
role when doing business in Russia and in-
vesting time and money in finding an ap-
propriate interpreter is justified. In the role
of a local agent the interpreter may also es-
tablish some initial business contacts.

Take time for your negotiations. Meetings
sometimes start up to one hour later than
scheduled, which can delay proceedings.
Often negotiations are interrupted, and
sometimes two or more talks are held at the
same time (e.g. via telephone), which can
affect the attention of the negotiators. Nev-
ertheless, your negotiating partners will take
all the time they need to consider all the in-
formation. They usually believe that one can
never gather enough information about a
prospective deal. So it is important to pro-

Note :  Sergey Frank is a partner of Kienbaum
Executive Consultants and Managing Director
of Kienbaum Ltd., the London office of the
Kienbaum Group. He is a worldwide acknowl-
edged author and speaker on international com-
munication issues. www.Kienbaum.co.uk
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vide them with all the information you can.
According to a survey in the Harvard Busi-

ness Review, many enterprises working in the
CIS for a period of years encountered simi-
lar problems :  fiscal obscurities, legal issues,
and dealing with the Russian public authori-
ties may be obstacles when doing business
in the CIS. A good example is the develop-
ment of the Swedish furniture group IKEA :
it took many years to realise the plans of
IKEA’s management in Sweden to launch a
project in Moscow. This delay was primarily
due to the complicated concession proce-
dures of the Russian public authorities.

In general, a significant level of suspi-
cion exists about legal aspects of deals and
lately many new laws and regulations have
become operative. But because of uncer-
tainty in the political environment, it is
unclear whether the current ministry will
remain in charge of implementing those
regulations in future. The same applies to
fiscal issues. Despite recent attempts to
simplify aspects of the tax system, busi-
nesses face a complex array of federal, re-
gional and local taxes. Also, certain li-
cences, especially for export, are hard to
obtain. As with other eastern European
countries, many public agencies are
demotivated or not interested, but even
here a certain amount of corruption may
exist. Hence, it is good advice to involve
trustworthy and internationally experi-
enced specialists like attorneys and char-
tered certified accountants.

For further information you may contact the
International Chambers of Commerce.

St. Petersburg
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Get a Vision,
Get a Life! By Rajen Devadason

Physicists love the word ‘entropy’. It refers to the tendency
every natural system has to move from a state of order to that
of maximum chaos. Entropy explains why astronomers
believe the universe appears to be heading toward a final
‘heat death’, countless billions of years from now. Entropy can
also be used to rationalise why your clients’ accounts some-
times refuse to balance; and why your teenager’s bedroom
might look like a concussion grenade just went off in it.

Not surprisingly, entropy also works in our financial

lives. This regular feature represents Akauntan Nasional’s
(AN) serious bid to educate all Malaysians of the need for
wise adherence to sensible financial planning principles
and strategies. Each accountant is a centre of influence —
in your of fice, to your colleagues and clients; and in your
home, to your family. Money Tree is thus designed to help
you learn and then teach — in steps — all that is impor-
tant in crafting a life of financial abundance, bounty and
contentment.

Istill haven’t achieved many of my
goals. But more often than not, I
feel like a success. And that isn’t
because of the home I live in (a
modest semi-detached house) or

the car I drive (a 10-year-old Proton Saga),
though I am thankful for these assets. No,
the type of success I revel in is centred on
the type of work I do.

You see the thing I love best about being
a financial planner is the opportunity to help
certain people, and to know, in clear, mea-
surable ways, my input has made a positive
difference to them and their families.

Of course, I don’t have the ability to help
everyone I come across. And that’s OK.
Enough people have been helped to give sig-
nificance to my own journey on Earth. That’s
the plus point. Here comes the minus :

What sometimes saddens me is seeing
otherwise intelligent people make danger-
ous mistakes that stem from a fundamen-
tal lack of personal vision or self-knowl-
edge. Such ailments lead to an unneces-
sary crippling of the human soul. That
would be tragic because, as Oliver Wendell
Holmes noted, “What lies behind us and
what lies before us are tiny matters com-
pared with what lies within us.”

The type of mistakes I mentioned are those
that have the ability to frustrate our best at-
tempts to make the most of our lives. Focus-
ing now purely on things financial, one com-

mon mistake people make is to mentally
lump together investment planning and finan-
cial planning. Another mistake occurs when
otherwise prudent individuals go through life
without sufficient financial protection.

Just in case someone of either persua-
sion is reading this, let me be very clear
on both issues :

Investment planning is not the same as
financial planning; and everybody needs
protection.

It is true that a high net worth can cover
a multitude of planning weaknesses. Fur-
thermore, successful investment planning
should lead to an elevation of a person’s
net worth. Nonetheless, the distinction be-
tween investment planning and financial
planning must be understood.

The purpose of investing is simple, to
end up with more money than you started
with. More specifically, it is to maximise
your money’s risk-adjusted returns after
both taxes and inflation.

The purpose of financial planning is related,
but still different. According to the Certified

Financial Planner Board of Standards — feel
free to check out its website at www.cfp-
board.org — financial planning is the process
of meeting your lifetime goals through the
proper management of your finances.

Those two purposes are not the same. Let
me give you a very crass example just to il-
lustrate the possible divergence of outcomes.
Let’s say that you earn a living of RM100,000
a year, and that an analysis of your retirement
needs suggests you will need RM2.7 million
to fund a comfortable retirement. You hope
to retire at 55, when you estimate your EPF
balance will reach RM700,000.

On the advice of some savvy but high roll-
ing friends, you risk all your savings on a punt
on some volatile warrants. Your risk pays off
and you rake in RM1.4 million. You work out
that if you put aside RM1.3 million in a rea-
sonably safe portfolio of fixed deposits, bond
and equity unit trusts, you should be able to
close your retirement funding gap of RM2
million (= requirement RM2.7 million — es-
timated EPF balance at 55 RM0.7 million).

Unfortunately, your high roller friends
urge you to take an even higher risk with
another investment. Sound investment
planning would cause you to diversify and
spread your money around with the aid of
an appropriate asset allocation model; in
the end, you might risk RM500,000, say,
on the next risky investment.

Sound financial planning guidelines

“What lies behind us and
what lies before us are tiny

matters compared with
what lies within us.”

Oliver Wendell Holmes
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would suggest something similar. But it
would not suggest something identical! You
see, the larger, life-encompassing holistic
picture that financial planning provides,
namely a sensitivity to your long-term re-
tirement needs, would suggest risking far
less money, say RM100,000 (= total available
funds (RM1.4 million) — funds needed to
finance the investment gap (RM1.3 million))
on the next high-risk investment.

Both disciplines, investment planning and
financial planning, are important. But in my
opinion, financial planning
represents the more fun-
damental discipline.
Please bear in mind
that I might be bi-
ased, as I am a finan-
cial planner!

The second issue I
mentioned earlier is
that people need pro-
tection. Most Malay-
sian adults who have
dependants should be
insured. They should
also add a second layer of
protection to their wealth-
accumulation activities by
being properly diversified, a
consideration we have al-
ready looked into. Protection
is important because we live in
an unpredictable world.

A few months ago, my friend
Kathy Tan, Executive Direc-
tor of the Federation of Ma-
laysian Unit Trust Manag-
ers (FMUTM), said some-
thing very profound as
we were walking
through various exhibits at
Malaysia’s Money Fair, held last year at the
Putra World Trade Centre. She pointed out
to me that, “Today is not yesterday.” On the
surface that may seem cryptic, but what she
meant, and I agree wholeheartedly, is that it
is dangerous to make assumptions about
today’s financial realities based purely upon
what has happened in the recent past.

Because of that truth, each of us can ben-
efit from reinforcing our financial founda-
tion by adhering to the financial planning
process. Even if we want to shoot for the
stars, it is important that our feet remain

rusal and scrutiny;

Implement the plan the client chooses;

Monitor that plan on a regular basis.

The vast majority of us do not have writ-
ten goals. And without written goals, there
is very little chance that we can capture
our ideal vision of the future.

Without that vision, we will drift through
life from year to year, perhaps even decade to
decade, not achieving our closest held desires.
There is a quote from the Bible (Proverbs

chapter 29, verse 18)
that describes this
situation :  “Where
there is no vision, the
people perish.”

From a financial
planning perspective,
this would suggest that
an individual with true
vision will put in place
plans to take care of
three major consider-
ations :  wealth accumu-
lation, wealth protection
and wealth distribution.

Make no mistake :  Taking
charge of your financial life
and crafting appropriate plans
for each of those three areas
will become more and more
important as this century ages.

A well-developed trend sug-
gests that the very fabric of glo-
bal society will come under
never before experienced
strain in the decades ahead.
That’s when we, and then
our children, will retire.

According to a study
commissioned by the
United Nations, in
1900 when the world

had about 1.6 billion people, Planet Earth’s
poorest one-fifth owned only one-tenth of
the wealth held by the richest one-fifth. The
rich-poor gap was 10:1.

By 1950 that had grown to 30:1. By 2000,
with global population exceeding 6 billion,
to 75:1!

Over just one century, the absolute popu-
lation grew almost four-fold, while our ra-
tio worsened more than seven-fold. I’m not
sure if it is statistically valid to assert, there-

3

VISION OF 
SUCCESS

FINANCIAL 
PLANNING 

PRINCIPLES

“I am finally 
well-prepared 
to shoot for 
       the stars!”

SHOOT FOR THE STARS, BUT

PLANT YOUR FEET FIRMLY

IN A FOUNDATION OF SOUND

FINANCIAL PLANNING PRINCIPLES

firmly planted on the ground.
As I often tell prospective clients, I don’t see

my job as being primarily focused on making
them rich. Instead, it is to try and ensure —
but never guarantee — that they don’t end up
poor! That’s probably not the most exciting
proposition you’ve come across this week.

But the heartening thing is that a balloon-
ing segment of corporate Malaysia is inter-
ested in matters that sound so mundane! Let

me explain :
The fastest growing division of my finan-

cial planning practice is the corporate and
public seminar business. And during those
professional presentations, I often refer to
the Certified Financial Planner Board’s six-
step financial planning process :

Establish the client-planner relationship;

Gather appropriate data, including the
clients’ goals;

Analyse the data;

Develop alternative plans for client pe-

1
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fore, that the overall problem has wors-
ened by about 28 times (=4 x 7), but even
if it isn’t statistically correct to be that
precise, you can tell things aren’t going
great for us as a planet!

The trend is obvious — the gap between
the haves and have-nots is widening at a
frightful rate — and it is unclear how we
are to arrest its progress. Now ask your-
self :  If we and our children, and our grand-
children, are to inherit a planet where the
rich have more and more and the poor
have less and less (at least in relative terms),
what kind of world are we talking about?

When I was a small boy, I remember
watching a movie about Marie Antoinette,
who lost her head at the guillotine during
the French Revolution. I remember it viv-
idly because my older sister made fun of
me for crying when the entire French royal
family, children included, were marched
off to the blade by the incensed rabble.

The modern-day situation that is brew-
ing boils down to a simple issue of dishar-
mony about money. So, clearly, the solu-
tion is to reverse the trend.

Karl Marx understood the problem; un-
fortunately, his solution was untenable.
Communism, which grew out of his teach-
ings, has largely failed.

Its polar opposite, democratic capitalism,
has succeeded. But it has succeeded the
most for those nations that have embraced
it the best. That’s left a lot of countries on
the sidelines.

To the most simplistic of minds, the so-
lution is easy :  Just take from the rich and
give to the poor. But while that might have
been the best solution available to Robin
Hood and his band of Merry Men, it is not
the best solution for our times.

Instead, the only viable solution I can
think of is encapsulated in the familiar say-
ing, “Give a man fish, he eats for a day.
Teach a man to fish, he’ll eat for a lifetime.”

One of my favourite books is George S.
Clason’s The Richest Man in Babylon. In
one of the parables that make up the book,
the King of Babylon is upset that despite
large projects initiated by his government,
at the end of the work period, the poor re-
mained poor and the rich grew richer.

If you think about the many pump-prim-
ing activities being put in place by the
Malaysian government, the parallel is
strong. The King of Babylon, according to

A few of you might consider doing so by
becoming financial planning practitioners.
If so, the highest professional mark in in-
ternational financial planning is the Certi-
fied Financial Planner or CFP. In Malaysia,
the CFP licensing body is the Financial
Planning Association of Malaysia, FPAM.
If you want to learn about the CFP then visit
the FPAM’s website at www.fpam.org.my.

Far more of you, however, will probably
agree with the sentiments of many read-
ers who have contacted me in the past. The

typical note has gone something like this :
“Please help me. I am a senior accoun-

tant with XYZ Sdn Bhd (or Bhd), and I am
very good at taking care of company fi-
nances. However, my own finances are in a
mess! What should I do?” If that is true of
you, then take time to figure out what your
own vision of success is. Where do you want
to be 10, 20, 50 years from now? That will
be your version of shooting for the stars.

Then use the financial planning process
to help you safeguard your present and
your future even as you reach for those
particular stellar formations that represent
your personal vision of success.

Work through the six-step financial plan-
ning process that I mentioned earlier. And
at the very least put in place these four ba-
sic pieces of any person’s financial jigsaw :

Exercise delayed gratification and
learn to save and invest aggressively;
Establish a reserve account to act as
an emergency buffer;
Diversify your portfolio; and
Build a virtuous money-cycle so that you
won’t always have to work for money.
Eventually your money will work for you.

Once you’ve put those basic, plain vanilla
plans in place, then don’t let go of them.
These plans will keep you rooted on terra
firma, even as you grow in stature as you
pursue your vision of a better tomorrow.

Then, don’t ever let go of that dream!

Note :  The writer, a certified financial planner and
professional trainer, is co-author of best sellers Fi-
nancial Freedom – Your Guide to Lifetime Finan-
cial Planning and Financial Freedom 2 – Through
Malaysian Equities and Unit Trusts, (publisher: Pub-
lic Mutual). His latest book is entitled Liberty! From
Debt-Slave to Money Master, (publisher: i2Media).
Rajen is CEO of RD WealthCreation Sdn. Bhd. He
welcomes questions and comments on any aspect
of personal finance in Malaysia. So, please feel free
to ‘snail mail’ c/o Akauntan Nasional or e-mail
rajendevadason@yahoo.co.uk and cc
devadason@maxis.net.my. You can also visit him
at www.i2media.com.my/wealthcreation.
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Clason, asked an interesting question that
lead to an unconventional but wiser solu-
tion than Robin Hood’s : “Why should so few
men be able to acquire all the gold?”

“Because they know how,” replied the
Chancellor. “One may not condemn a man
for succeeding because he knows how. Nei-
ther may one with justice take away from a
man what he has fairly earned, to give to
men of less ability.”

After this exchange, the King asked a
question that should be echoed by schools,
universities, companies and governments
interested in ‘teaching their people to fish’ :

“But why,” demanded the King, “should
not all the people learn how to accumulate
gold and therefore become themselves rich
and prosperous.” Why not, indeed!

I believe the phenomenal global success
of Robert T. Kiyosaki’s Rich Dad, Poor Dad
series is a direct result of rising realisation
on the part of a readership that has become
aware that it needs to help itself.

This brings us right back to the issues
of vision and success. The great thing
about being involved in financial planning
in Malaysia, at this juncture, is that profes-
sionals are able to build viable practices for
themselves by helping many, many people
put their financial lives in order. I think
there is no better way to succeed. As the
late actress, Audrey Hepburn once said,
“Remember, if you ever need a helping hand,
you’ll find them at the end of each of your
arms. As you grow older, you will discover
that you have two hands, one for helping
yourself, the other for helping others.”

Because this column is geared toward
meeting the needs of accountants through-
out Malaysia, let me try and put things in
even sharper perspective. You have bills to
pay, obligations to meet; but deep inside,
you probably want to achieve more with,
and through, your life.

“Remember, if you ever need a
helping hand, you’ll find them

at the end of each of your arms.
As you grow older, you will
discover that you have two

hands, one for helping yourself,
the other for helping others.”

Audrey Hepburn
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NZ Memoirs

T R AV E L  A N D  L E I S U R E
N E W  Z E A L A N D

North Island
25-29 September 1996

My first ever visit to Maoridom was via a
5-day MAS incentive trip to North Island.
Despite the short tenure and small group
consisting of only four of us from Malaysia,
we managed to enjoy ourselves thanks to the
free and easy theme package. In addition to
visiting tourist spots, we had the opportunity
to explore places off-the-beaten track such
as the local food markets and shopping malls.
I even found time to catch up with an ex-col-
league (residing in Auckland) who showed
us around the City of Sails as well as hosted
a sumptuous seafood dinner featuring fresh
oysters galore (!).

Auckland, the largest city in New Zealand
with approximately 1 million inhabitants,
has a considerable Asian business commu-
nity downtown. In addition to Chinese sou-
venir shops, Japanese eateries and Korean
groceries, we were pleasantly surprised to
patronise a wanton noodle restaurant run
by a fellow Malaysian (from Ipoh). As a KL-
lite, I find it quite phenomenal that the city’s
main streets were practically free of traffic
on Saturday night and the cars actually

stopped at pedestrian crossings even
though there was no one waiting to cross!

From Auckland, we travelled by bus
through vast picturesque sheep country
passing rapidly growing Hamilton with its
charming blooms-shrouded cottages to tour-
isty Rotorua, about 3 hours south. Upon ar-
rival at the station, we were greeted by a
group of dancers who performed the wel-
come Maori dance. We then wandered about
the colourful town square before checking
in at our motel. Unlike the seedy ‘red-light’
types (depicted on American TV), our accom-
modation was actually in an elegant mock
Tudor-style manor house with beautiful flow-
ered landscaped grounds. We had a room
each to ourselves complete with a spa and
English-type breakfast served in private!

Later in the evening, we were shuttled
to a Hangi feast held at a hamlet in the hilly
suburbs. Braving chilly temperatures, we
watched in fascination the traditional Maori
(underground) cooking in the open before
adjourning, gratefully, into the warm inte-
riors for dinner which preceded a cultural
concert.

Our tour programme proper which began

early the next morning included the follow-
ing attractions, located around Rotorua :

Agrodome Leisure Park
Seated on the sprawling Riverdale com-

plex near Lake Rotorua, this family business
founded in 1970, features live sheep shows
as well as tours on farm life. The world fa-
mous exhibition includes stage presenta-
tions of 19 breeds of prize rams, sheep
shearing and sheep dog rounding up the
flock. A must-stop for shopaholics (like me)
was the souvenir shop, which stocked a
wide range of wool and sheepskin products.
However, the daunting currency exchange
prevented us from going on a spree.

Rainbow Springs Park
This is one of New Zealand’s finest wild-

life sanctuaries with crystal clear spring-fed
pools and streams teeming with rainbow and
brown trout. (I regretted not having a better
camera to do justice to the brilliant colours
of the fish). Joining the others, our small
group trekked through native bush walks,
admiring the lush forest ferns as well as en-
joying the cool fresh air. We also stopped by
the aviary where we were treated to a first-
time look at New Zealand’s national emblem,
the nocturnal Kiwi, in its natural habitat.

Whakarewarewa
Thermal Reserve

The pungent smell of sulphur assailed us
as soon as we stepped off the bus and strolled
gingerly through this geothermal wonder-
land. Whakarewarewa, meaning ‘Valley of
Rising Steam’, is aptly named. Here we were
awed by the mighty Pohutu Geyser, huge

By Sue Chuah

Clean and green, a land of scenic beauty and tranquillity. This is
New Zealand, a nation whose population seems to comprise more
sheep than humans; where pollution is rare and traffic jams are
practically unheard of. Small wonder then, that the world’s south-
ern most insular country is a popular holiday destination for
stressed city folk. It is my all-time favourite vacation retreat after
only two visits, to North and South Island, on separate occasions.
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of historic and modern architecture. It was
raining incessantly when we visited Lanarch
Castle seated in the highlands of the Otago
Peninsula. Built in 1871, this only castle in New
Zealand offers a splendid look into the past as
well as breathtaking views from its tower.

Queenstown
  Our two-night stay at this "Adventure

Capital" of New Zealand, located on the
shores of Lake Wakatipu and surrounded
by the majestic peaks of the Southern Alps
was the highlight of the whole South Island
trip. Kicking off our action-packed itinerary
was our frolics on the snow-covered slopes
of Coronet Peak amidst skiing lessons by
our Australian instructor. For most of us, it
was the first time that we touched snow and
we thoroughly enjoyed ourselves trudging
and tumbling about in heavy ski boots and
throwing snowballs at one another.

Despite the physically demanding skiing
activity, we were up bright and early the next
day looking forward to more excitement.
Our jet boat rides along the Shotover River
certainly provided more spills and thrills to
last us a lifetime! Dressed like Little Red
Riding Hood (to prevent us from getting
drenched), hearts in mouths and holding

mud pools as well as Hell’s Gate, the ‘mother
of volcanic activity’ - a 10-hectare area of boil-
ing mineral pools, bubbling mud and the larg-
est hot thermal falls in the Southern Hemi-
sphere. Before we headed back on the bus,
we were privileged to see unique traditional
carving and weaving skills courtesy of the
NZ Maori Arts & Crafts Institute as our guide
shared with us the existence of the Maoris
in the 1800s as well as in today’s society.

South Island
28 August-3 September 2000

My next taste of Kiwi hospitality was
fours years later, with a bigger, all-girl
group to the European-influenced South Is-
land. The twenty of us took off by NZ Air
from Singapore and touched down at
Christchurch International Airport, almost
12 hours later. We were welcomed by our
guide cum coach driver, the venerable and
witty George who would be the thorn
among us roses throughout the rest of our
trip. Our island-traversing journey would
take us across the Canterbur y Plains,
southeast to Dunedin, westward to
Queensland, thereafter upwards to Mount
Cook and back to Christchurch.

Christchurch
 This is the largest city in

South Island with a population of
slightly more than 300,000 and
was our first stop as well as our
departure point. Christchurch is
often referred to as the most En-
glish city outside of England as
evidenced by the predominantly
Gothic architecture of its build-
ings. Our whirlwind tour barely
gave us time to appreciate this
‘Garden City’ but we managed to
visit the Canterbury Museum
situated next to the Botanic Gar-
dens, browse at the Arts Centre
which housed craft studios, gift
shops as well as a weekend flea
market. While shopping for
some last minute souvenirs, we
also dropped by at the majestic
Christchurch Cathedral in the
city square.

Dunedin
 It was late night, after a day’s

ride, when we reached this histori-
cally Scottish city nestled between
rolling hills and a rugged coast-
line. Refreshed the next morning,
we drove through the campus
town of the famed University of
Otago admiring its attractive blend

on to our seats, we sped across narrow can-
yons barely missing rocky outcrops as well
as spun (360 degrees!) over shallow chan-
nels. For the faint-hearted majority among
us who emerged shaken as well as stirred,
we vowed never to give in to the temptation
of following the crazy crowd.

 As a perfect antidote to our earlier
adrenaline rush, we went on a leisure cruise
on board a vintage steamer, which took us
to the remote lakeside Walker Farm. We
spent about an hour on this idyllic farm-
stead, seduced by the serene surroundings
and were served English tea (with oven-
fresh scones!) before leaving. Capping an
eventful day was dinner at the splendid Sky-
line Restaurant which boasted a lavish buf-
fet spread. Situated on a hilltop and ap-
proachable via cable cars (gondolas), the
elegant brassiere also provided an impres-
sive panoramic view of the whole township.

Arrowtown
 Bidding farewell to Queenstown, we

passed through this quaint former
goldmining settlement which has still re-
tained its old world charm through the care-
ful preservation of historic buildings and
tree-lined avenues. In the vicinity is Skip-

per Canyon renowned for some
of the largest goldfields since the
1820s. Bungy jumping is also
popular here from its bridges
and that of the Kawarau River.

Mt Cook
 Our final stop before return-

ing to Christchurch. This is the
highest peak in the Southern Al-
pine chain at 3,762 metres. We
lunched at one of its tourist-in-
fested inns before proceeding
down the mountains. From our
bus, the spectacular sight of the
snowcapped Alps seemed to fol-
low us and the lower ranges re-
sembled chocolate cakes com-
plete with icing. At the foothills
lay Lake Tekapo where we
stretched our legs and soaked in
its scenic splendour, paying hom-
age to the famous Church of the
Good Shepherd including the
statue of the faithful Sheep Dog.

Epilogue
Well, it has been two years

since the last trip but I am still
looking forward to another visit,
hopefully in the near future, as
one can never get or see enough
of NZ’s natural offerings. AN

Agrodome’s world famous sheep exhibition stages
19 breeds of prize rams as well as sheep shearing

Skipper Canyon is renowed for bungy jumping from its bridges
and that of the Kawarau River

The mighty Pohutu Geyser at Whakarewarewa —
“Valley of Rising Steam”



44 Akauntan Nasional January/February 2003

B E T T E R  L I F E
B U S I N E S S  C A R D S

Business Cards
Don’t Leave the Office Without One!

By Raymond Liew

Irecently returned from Hong Kong,
after the XVI World Congress of Ac-
countants and believe it or not, a large
number (almost three quarters!) of
the delegates I met there gave those

very same excuses. Can you imagine how
much potential business or valuable con-
tacts were lost through this simple over-
sight! Such excuses sound pathetic and
definitely smack of a lack of professional-
ism especially from a professional such as
an Accountant! Has one forgotten the
maxim that “Prior planning prevents poor
performance?” Surely, this is the axiom of
our profession.

Business cards or “calling” cards, as they
are widely known in this part of the world,
are so important in building our contact
base especially in the business arena. I
have always advocated that one should not
leave the office without your business
cards. It is more important than any other

accessory that one may carry with him/
her to any meeting or social event.

Contents of a Business Card
So what makes a business card so im-

portant?
Well, its contents, naturally! A good busi-

ness card should contain the following de-
tails :

� Name of individual;

� Qualifications, if any;

� Title (e.g. Managing Director, CEO etc.);

� Full name of company including com-
pany number, where applicable;

� Address of company;

� Address of branches, where applicable;

� Contact details such as telephone, faxes
and more importantly of late, e-mail ad-
dress and company website;

� Brief details of business trading activi-
ties, where possible.

“Ooops!. I just ran out of business cards!”; Aiyah! I forgot to stock-
up on calling cards!”; @+*-, .É. I gave away my last business card
yesterday” and the list of excuses goes on and on. Generally, the golden rule is to keep the

business card simple, neat and precise and
yet retain the meaningful information re-
quired. Naturally, the information on your
business card must be reader-friendly, so
bear in mind that the print is not too small.
After all, you do not wish your potential
contact to use a magnifying glass to deci-
pher the details!

Keeping Tabs on your
Business Cards

It is a common occurrence to completely
forget who gave you their business card in
the first place. And many a time, we spend
anxious moments trying to put a face to
the name. Where did I meet him/her and
when? What does he/she look like? What’s
worse, we may even be unable to locate the
business card at the time we need it most.
This can be most trying on the nerves and
has driven many a manager or executive
to the brink of insanity.

However, this can all quickly be put right
if a little more effort is taken on our part at
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the initial meeting. Personally, I find the
following procedures extremely useful :

Upon receipt of a business card, or at
least immediately after the meeting, in-
dicate on the card itself the following
details :

� Date of the meeting;

� Venue;

� Reasons or purpose of
meeting; and

� A brief description of the
person (e.g. with/without
glasses, long/short hair,
personality etc). Where
possible, indicate the use-
fulness of that contact - be
it personal or business po-
tential and write shor t
notes to help you remem-
ber the person.

File the business cards you
receive in separate busi-
ness card folders or card
boxes. Generally, it is good
practice to separate business cards be-
tween personal and business where ap-
propriate, more so for business con-
tacts.

For the more meticulous among you,
you may wish to separate the business
cards between different activities such as
cards pertaining to various professionals,
associations, trading activities and so forth.

Believe me, these procedures are simple
enough and will lessen your anxiety im-
mensely.

For computer enthusiasts, there are
computer programs, which can scan and
read the details of business cards and then
organise them alphabetically or if you wish,
into respective business activities. There
is also space for you to write brief notes.

Presentation of a
Business Card

Now that we have delved into the detailed
contents of a business card, one may ask if
there is any right approach to present, ex-
change or “give out” these cards. There is
no hard and fast rule but it does depend on
where you are at the time of the meeting.

In Malaysia, it is the norm to give one’s
business card with both hands to show re-
spect not only for oneself but respect for

the person receiving it. While in Europe,
business cards are generally exchanged by
merely passing them from one hand to the
other. In Japan, the secretary of a client you
wish to see will present you with a tray for
you to put your business card on. The sec-

retary will then give the business card to
her boss prior to the meeting. Generally,
the direct exchange of business cards is
done while standing and bowing slightly
to show respect according to Japanese cul-
ture. Please take note that the business
cards must face the other person so that
he/she can read the words.

Putting a Name to a Face
Now that we’re done with the nitty-gritty

of business cards, here are some examples
of how embarrassing it can get when you
cannot remember the names of those who
gave you their business cards.

“It’s embarrassing, I hardly can remem-
ber the name of the person I just met let
alone the outcome of the meeting!”

“I have a bad memory - I can’t remem-
ber names!”

“I often fail to notice the title of the per-
son I meet or worse whether he is the boss
of the company or not!”

To avoid such embarrassing situations,
it would help if you made a habit of the fol-
lowing :

� Leave the cards on the right side of the
table facing you if all of you are seated
or hold the cards while you are talking.
Take a few seconds to study the cards.
(Avoid putting the cards immediately

into your shirt pocket as this is impolite
and suggests that you attach little value
to meeting the individual concerned.)

�  In a group and where possible, try plac-
ing the cards in the order of the persons
seated around you to enable you to

double check not only the
names but their positions within
the company.

�  To enable you to remember
the names of your initial contacts,
repeat their names frequently
each time you speak to them.

It is good practice, when intro-
duced, to repeat each person’s
name when you shake hands and
if you do not quite remember
their names, look at their busi-
ness cards or ask for it to be re-
peated. Shake hands confidently
and make sure you offer a firm
handshake to show you are
genuinely happy to see that per-
son. A bone-crushing grip or a

limp noodle signifies either a battlefield or
a lack of interest and enthusiasm. So take
your pick!

Most Frequently
Used Word — I!

Remember this simple rule - in the En-
glish language or indeed any other lan-
guage, the most frequently used word is
“I” and this means one’s name is the sweet-
est sound to one’s ears. A business card
presents you with the little necessary in-
formation you need when you next meet
with a business associate or acquaintance.
If you follow some of these basic rules, you
are likely to leave behind a good impres-
sion of your ability to remember them. It
also shows how much you appreciated
their company and this can go a long way
in developing business relationships.

Conclusion
To conclude, before you leave your office

next, check your wallet or bag for your most
important companion - your business card!
Don’t leave your office without one for you
just never know whom you’ll run into!

Note :  Raymond Liew is a Chartered Accoun-
tant. He can be contacted at e-mail :
raymondliew@raymond-liew.com

○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○ ○
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B E T T E R  L I F E
C O M M U N I C AT I O N

W e are talking to people on
the telephone, getting to-
gether in formal meetings
in a conference room, hold-
ing informal meetings in

someone’s of fice, and having endless
impromptu meetings as someone waylays
us on our way to the water jug or coffee
pot along the hall.

And that’s just with people we work with
in our own organisation. During the day,
we are also interacting with people from
the outside — customers, clients, prospec-
tive buyers and suppliers of goods and ser-
vices for now and in the future.

“Each of us spends a long time interact-
ing with other people, but we don’t neces-
sarily do a good job of communicating with
each other. As a result, we do not get the
information we need to do our jobs cor-
rectly.”

 If you are able to improve your ability
to communicate and extract the informa-
tion you need, then you could spend less
time in meetings or on the telephone and
devote more time working on your impor-
tant work, tasks and projects.

Obtain Information by
Asking Questions

The easiest and perhaps the quickest
way to go about getting information is to
ask questions. As you get better at asking

Mind Your
Language
— Control Conversations

By Charima Mendoza

How many conversations do you have during a typical workday?
You probably do not have a clue and quite frankly, like you neither
could I be specific. But I do know this, I spend an awful great deal of
time talking and interacting with various people each day.

the right questions, the easier it gets to
arrive at the information you seek :

� When you are given an assignment, you
need to know what you are expected to
do, how you are supposed to do it, and
when it is got to be done.

� When you are trying to sell someone a

product, service or idea, you have got to
find out what is it that the other person
wants, needs or desires before you can
show how what you have to offer can sat-
isfy that individual or the organisation
he represents.

� When you want information about what

is happening within your company or
organisation, you sit down with a col-
league or co-worker and ask some ques-
tions.

� When you wish to find out what your
competitor is up to, you do the same —
ask some questions.

� When you meet someone of the oppo-
site sex and you want to find out if the
individual is free for a date on a particu-
lar evening, you have to simply ask some
questions.

The information you harness from these
questions will help you get your work done,
help you company prosper, help you fur-
ther your career, and may be even improve
your social life altogether!

Encourage the
Other Person to Talk

 As a rule, people like to talk about them-
selves so allow them. And by asking them
a series of questions (sometimes this in-
volves an extended period of time), you will
get to know a lot about their business ac-
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and your career if you encourage oth-
ers to talk; listen attentively and pop in-
telligent questions from time to time.
In these situations you gain by keep-
ing a tight lip yourself.

The Individual Who Asks the
Questions Controls the

Conversation
When you are able to ask a person a se-

ries of questions, you are able to maintain
control over a conversation. Whilst it may
be easy to pop the first question, it takes
more effort and thought process to frame
the subsequent second, third, fourth ques-
tions. But by doing so, you have the box
seat and are in the desirable position to
monitor and even control the flow of the
conversation.

The Art of Asking Questions
Asking a question is an art and you will

find that it takes practice to learn how to
ask the right questions, in the right way, at
the right time.

The secret of many TV talk-show hosts'
success lies in their ability to ask open-

ended questions that not only encourage
people to continue speaking but also keep
the conversation flowing. With the open-
ended questions the responder is given the
opportunity to explain his or her thoughts,
opinions or comments.

When framing an open-ended question,
all you have to do is to include one of these
words :

� WHO

� WHAT

� WHEN

� WHERE

� WHY

� HOW

This virtually rules out a person, giving
a simple “YES” or “NO” answer as it would
only qualify him or her as being evasive.
The flip side of this is of course the close-
ended question that draws the YES/NO
answer — the killer of all conversations.

Once you have got your art correct, and
your act together, you will be amazed at
how much information people are willing
to volunteer — just because you asked!

1

2

3

4

5

tivities; their ongoing projects and business
relationships; your areas of competition;
and almost anything else which could be
informative to you. Remember :

Questions enable you to tune into other
people and learn what they are think-
ing, besides helping you identify their
real needs and motives.

There is a vast difference between what
people say and what they think and feel
deep down inside. Getting people to
talk by asking questions allows you to
discover what are their real thoughts.

In today's world, when you talk about
yourself, you are a bore. When you en-
courage the other person to talk, you
are a brilliant conversationalist!

Listen more than you speak during
your business meetings. When you find
yourself talking too much, it is time to
ask another question. As a rule of
thumb, do not dominate but spend at
least 60 per cent of the time at meet-
ings, just listening. Keep your answers
brief too.

You will get much further in business AN
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B E T T E R  L I F E
H E A LT H

When we think of parasites,
we think of something liv-
ing inside something or
living of f someone. A

parasite is an organism such as a single-
celled animal (protozoan) or worm that sur-
vives by living inside another, usually a
much larger organism (the host).

Have You Heard of
Human Parasites?
By Christina T. Chew
PROHIGHWAY HEALTHCARE

When I first came to live in Malaysia, 26
years ago, I became a connoisseur of
hawker food in a very short period of time.
I had no fear of eating everything and any-
thing and would go miles out of my way to
seek the best ‘curry laksa’ and ‘fried kueh
teow.’ About three years later, I suddenly
developed abdominal colic, which seemed

to plague me for several weeks until the
pain became unbearable. I visited a special-
ist who recommended several tests in or-
der to identify the cause of the pain. At one
point, a surgeon even recommended sur-
gery. My husband was not convinced that
I needed surgery and sent me off to con-
sult a gastro-enterologist who recom-
mended a gastroscope (checking of the
stomach by passing a tube) as well as a x-
ray. After the barium swallow was carried
out and the x-ray taken of the large intes-
tine, the radiologist presented me with my
x-ray film. Knowing that I was a nurse, he
said to me, “You diagnose yourself.” Well,
I took one look at the x-ray film and nearly
fainted! I could see little white curves all
through my intestines, even in my stom-
ach, on the x-ray film. These were worms!
You see, the worms had swallowed the
barium and that is why they could be so
easily seen. I was in shock! The radiolo-
gist commented, “Do you know why you
have all these worms? You don’t eat enough
chillies!” It seems that chillies help to flush
worms out! Thank goodness the surgeon
had not yet sharpened his scalpel!

“The cure is very cheap, the doctor said!”
With that, I was given some pills to take
over a period of three days and reassured
that all would be well. He told me that all
family members must also take the medi-
cine, and to de-worm the family pets as
well. He told me that I should repeat this
process every six months for the rest of
my life as long as I continue to live in the
tropics.

I have always been known as a hospita-
ble person. However, playing ‘host’ to
worms was not my ideal choice! Within
three days of taking the medicine, I was
still in shock! I had passed innumerable
strips of tapeworms. However, I was feel-
ing much better. To this day, I still remem-
ber to take my medicine!

For Malaysians living in a humid tropi-
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cal climate, invasion of the body by para-
sites such as worms is a common occur-
rence. Everyone, rich or poor has had para-
sites at one time or another during their
lifespan. According to a Malaysian doctor,
well over 90 per cent of patients harbour
some type of parasite. Most people are not
aware of the danger to their
health posed by parasites.

The most common type of
parasite is the tapeworm. Patients
have reported to their doctor that
they have seen pieces of tape-
worm in the toilet varying from a
few inches to a few feet! (The
longest reported was 57 inches).1

The two main types of tapeworms
seen are the beef and the pork
tapeworm. The fish variety of
tapeworm is not so common here
in Malaysia.

Adult tapeworms are long, flat
segmented worms. They do not
have a digestive tract and absorb
nutrients directly from the host’s
small intestine. An adult worm
has three parts; the head (con-
taining small hooks) by which
the worm attaches itself to the
small intestine, the neck which is
segmented and can regenerate
rapidly, and the rest of the worm
which is made up of numerous
segments known as proglottides.
If the head and neck are not elimi-
nated during treatment the entire
worm may regenerate.

Beef and pork tapeworms each infest
around 50 million people as a result of eat-
ing uncooked contaminated meat. The
length of the adult beef tapeworm may
range from about 15 feet or less up to 50
feet. The length of the adult pork tapeworm
ranges from eight to 10 feet.

Infection with the beef tapeworm is not
as common in Malaysia as the pork tape-
worm. The final segments (proglottides)
which are egg-bearing (approx. 1 to 2,000
per worm) are passed in the human stool
which are then ingested by cattle. These
eggs then hatch in the cattle and invade
their intestinal wall. The eggs are then car-
ried by the bloodstream of the animal to
the striated skeletal muscle where they
settle and form cysts. They then develop

Life Cycle of the Pork Tapeworm

into a 2mo cysticerus (a small cyst) which
contains a single head. The cysticerus may
stay in the animal for several years. Hu-
mans become infected by eating the cysts
in raw or undercooked beef.

In the case of infection by the pork tape-
worm, the lifecycle is somewhat similar to

the beef tapeworm. The life of the pork
tapeworm is approximately 25 years! Pigs,
rather than cattle act as the intermediate
host. However, humans may also act as the
intermediate host. The eggs reach the
stomach either when a person or pig swal-
lows them or when the segments (proglot-
tids) are regurgitated from the intestine to
the stomach. Embryos are then released
inside the stomach. After the embryos pen-
etrate the intestinal wall, they travel to the
muscles, internal organs, brain as well as
tissue under the skin where they form
cysts. Live cysts cause only mild tissue re-
action but dead ones can cause vigorous
reactions. These cysts may also develop in
the brain, liver and other tissues of humans
as well as pigs. Humans develop pork tape-

worm when they ingest undercooked pork
meat containing cysticerci.

Generally, infection by either the beef or
pork adult tapeworm does not cause any
symptoms. Some people do experience epi-
gastric pain, diarrhoea and weight loss if
they have become infected with the beef

tapeworm. If a heavy infection
occurs due to infection with
cysts of the pork tapeworm,
muscle pain, fever and general
weakness may result. If the in-
fection has reached the brain, its
linings and membranes may be-
come inflamed resulting in con-
vulsions (fits). Fortunately, this
is quite rare in Malaysia.

Diagnosis is usually made by
the person finding a piece of the
segmented worm in the stool.
This is then examined under a
microscope and the type of tape-
worm diagnosed. Pressing the
sticky side of cellotape to the
perianal area and then placing
the tape on a glass slide followed
by examination under a micro-
scope will show the presence of
the parasite’s eggs. Anal swabs
may also be taken and examined
for eggs under a microscope.

Treatment should be carried
out promptly and carefully in or-
der to eliminate the adult worms.
The recommended drugs result
in the disintegration of proglot-
tides (segments) which theoreti-

cally release eggs, which could result in
infection. Albendazole and Mebendazole
are available for the treatment of these
worms and may be purchased over the
counter or from your doctor. Your doctor
can advise on the trade names as well as
the dosage. These are available in both tab-
let as well as suspension and are suitable
for both adults and children. Further stool
checks should be carried out after three
and six months to ensure that the infec-
tion is cured.

In order to prevent tapeworm infection,
it is important that beef and pork are thor-
oughly cooked to a minimum of 56oC
(133oF) for five minutes. Adequate sanita-
tion with meat inspection will help to con-
trol infection by the beef tapeworm.
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Brief Profile on
prohighwayhealthcare

ProHighway Healthcare Sdn Bhd
provides health information to the pub-
lic through its URL :
www.prohighwayhealthcare.com

Such information includes useful
health tips that range from baby to eld-
erly health as well as information on
diseases, drugs, statistics and treat-
ment contributed by various national
organisations such as the National
Cancer Society and Malaysian Aids
Council.

Linkages with various other
websites also provide wider and more
comprehensive content. Other com-
munity services in the URL are :

Healthcare Live Chat that is on
every Tuesday from 9.00 p.m. till
10.00 p.m. A medical specialist is
present to “chat” online with the
public over the Internet on a par-
ticular medical topic.

Ask Dr Bella. A question & answer
column where the public can ask
our team of medical specialists’
health questions.

E-Family Counselling column,
working with a team of professional
counsellors from “Focus on the
Family” to meet the needs of the
public.

Looking for the right person for
your Job? Login to www.prohigh-
wayjobseeker.com and find out
what’s in store!

AN

Threadworms are a common problem
among children. Approximately 50 per
cent of children will have threadworms
at some stage during their childhood.
Sometimes, adults can also be affected.
Threadworms are tiny white worms that
live in the bowel.  Silk-l ike threads
(worms) may be seen in the child’s
stools. The most common symptom is an
itchy bottom at night. Disturbed sleep,
occasional bed-wetting may also occur in
younger children. If your child seems to
have lost his/her appetite it is worth-
while considering that the child might be
suffering from worms. These symptoms
may seem common among children but
so too are the presence of parasites as
previously stated.

Threadworms can be passed within
families and can therefore be considered
as infectious. Worms are spread because
the child scratches his/her bottom at
night when the worms lay their eggs on
the skin. The eggs are then transferred
to the mouth via the hands and finger-
nails. Due to inadequate handwashing
after using the toilet and through handling
food, the eggs can then be passed on to
an uninfected person. The incubation

period is about 2 to 6 weeks af-
ter contact before the life cycle
is completed and eggs are then
laid in the newly infected per-
son.

Treatment is inexpensive and
simple to follow. Usually, the in-
fection can be cleared up by a
single dose of medicine. The
medicine may be taken in the
form of powder, syrup or tablet
and can be purchased over the
counter or from your doctor.
Care must be taken as children
under the age of two years
should not take the medicine as
well as women who are preg-
nant. All people living in the
same house must be treated at
the same time in order for the
problem to be eradicated.

Management of Thread-
worms

� Bathe your child in the morning to
help get rid of the eggs that have
been laid during the night.

� Hands should be washed after us-
ing the toilet and before meals.

� Each family member should have
his or her own towel and washcloth.

� Carpets must be vacuumed often.

� Children should wear underpants
and pyjamas at night.

� The fingernails should be kept short.

� When undergoing treatment, under-
wear, nightclothes and bed sheets
of the infected person should be
changed as often as possible.

Two weeks after the first treatment is
carried out, a further dose of medicine is
recommended.

Other types of worms include : hook-
worms, pin worms, whipworms and other
more exotic varieties.

As you have read, invasion by parasites
can happen to anyone and caters to all

classes of people. Pets are also great carri-
ers of parasites and hence the reason to
de-worm your cats and dogs. For those of
you who are vegetarians, you are not ex-
empt from parasites either. Various eggs
of parasites may be eaten with vegetables
or fruit.

Take note that the simple act of passing a
pencil, sharing a book, using the same door-
knob, or even sharing a house with untreated
adults is all that is required for parasites to
spread. Make de-worming a family habit. If
you want your family to remain healthy, re-
member “de-worm every six months and
keep on eating those chillies!”
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Overwhelming Response to the
16th World Congress of Accountants (WCOA)

The “Olympics” of the Accounting World took place in Hong Kong last November.

AN

IFAC Immediate Past President, Tsuguoki Fujinuma
(centre) together with Raymond Liew and Ho Foong Moi

Malaysian delegates to WCOA 2002 … (L-R); Chuah Soon Guan, Y.M. Raja Dato’ Seri Abdul
Aziz Raja Salim, Lam Kee Soon, Abdul Rahim Abdul Hamid, Ho Foong Moi, Raymond Liew,
Prof. Madya Dr. S. Susela Devi, Beh Tok Koay, Manjeet Singh and Albert Wong

Accountants from Malaysia and other
parts of the globe converged in
Hong Kong for the 16th World Con-

gress of Accountants — the “Olympics” of
the Accounting World. It was hosted by the
Hong Kong Society of Accountants
(HKSA), from 18-21 November 2002.

As many as 5,000 delegates from 72
countries attended this historic event
which is the first World Congress of the
21st Century and the first held in Chinese
territory. Malaysia was represented by
council members and secretariat staff from
the Malaysian Institute of Accountants.

Sharing his experience, Raymond Liew
a Malaysian delegate, said the focus of the
congress was globalisation and a renewed
call to uphold standards of INTEGRITY in
the wake of recent corporate scandals like
Enron and Worldcom. “This event is a mile-
stone in the development of the profession
around the globe as well as in our own
country,” he said.

He commented that the keynote address
by Premier Zhu Rongji of the People’s Re-
public of China was extremely relevant in
the context of today’s accounting profes-
sion. The Premier said that the “demand for
open, truthful and accurate accounting in-
formation has grown stronger and the role
played by accountants has become more im-
portant and the responsibility it shoulders
more significant.” In short, the motto is
“Make no false accounts!” This should be
the adage for all accountants in their pro-
fessional careers.

At the World Congress, key issues were
discussed among them technology, corpo-
rate governance, ethics and auditor inde-
pendence as well as the application of in-
ternational accounting standards. IASB
Chairman, Sir David Tweedie gave a back-
ground of the organisation’s work and its
efforts in gaining increased acceptance for
international accounting standards. He
said the IASB would start with shorter
standards and see if the profession could
deal with them. If accountants get out of
the sandpit and start playing on the beach,

the IASB would have to tighten things up
by lengthening the standards and introduc-
ing more rules. In summary, the language
of accounting in the 21st century is “tell it
as it is!”

Among the highlights of the World Con-
gress was the workshop on Ethics & Audi-
tors’ Independence, which was chaired by
Marilyn Pendergast, Chairman of the IFAC
Ethics Committee. Some of the key issues
examined were the challenges posed by
knowledge-based economies, ethical ques-

tions faced by auditors and man-
agement accountants, the develop-
ment of corporate ethical/value
codes as well as the dangers of los-
ing sight of independence and ob-
jectivity as the profession diversi-
fies services to advise clients on
strategic directions, designs and
implementation of systems.

In view of the current lack of pub-
lic confidence in the accounting
profession, issues on ethics at-
tracted substantial interest among
the delegates. Raymond Liew felt
that integrity is the leitmotif of the
profession. “We cannot compro-
mise on basic accounting funda-
mentals and principles and more
so, neither can we compromise our

integrity. In this respect, we need to ensure
that accountants are professionals of integ-
rity, all doing the right thing!” For aspir-
ing accountants, let us “learn to learn” the
right things while for those already in the
profession, “let us learn to unlearn” and re-
learn the right things!” Integrity has to
come from within the heart and it was cer-
tainly a fitting theme for the event.

The prestigious World Congress is held
once every five years with the next WCOA
planned for Istanbul in 2006!
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In an effort to ensure that the auditors
in Malaysia maintain and observe all
professional and ethical standards re-

quired by the profession, the Malaysian In-
stitute of Accountants (MIA) on 1 January
2003 officially launched the Practice Review
Programme. During a press conference an-
nouncing the programme to the media on
30 December 2002, MIA President, Dr.
Abdul Samad Alias informed members of the
Malaysian media that the programme is tar-
geted to all member firms of the Institute.

“We intend to conduct checks on about
250 firms a year. And, once the audit checks
on all member firms have been completed,
we may move to other areas such as tax and
secretarial services,” he said.

The Practice Review Programme is a
proactive measure aimed at ensuring all
audit firms operate at least to the required
standards. Since the standards expected of
our members have always existed, Practice
Review is more of a validation process un-
dertaken by MIA. For firms operating be-
low satisfactory level, the educational ele-
ment of this Programme will help these
firms to improve their quality of work and
raise their standards. This is an appropri-
ate approach to general risk management
within the auditing profession.

According to the Chairman of the Prac-
tice Review Committee, Lam Kee Soon, the
Council of MIA foresees that this programme
can effectively address and rectify instances
where certain MIA members collaborate
with unqualified persons to offer accounting
and auditing services, a process that has led
to significant fee depression.

“By eliminating such illegal practices,
the MIA believes that bona-fide members
who operate their public practices in accor-
dance with our required standards will
eventually be able to generate reasonable
returns in terms of fees from their audit
practices”, said Lam.

A definitive framework has already been
set up to facilitate the Practice Review. On
15 November 2002, the Council approved
the By-Law on Quality Assurance and Prac-
tice Review as well as the Statement on
Practice Review, both of which have been
disseminated to members. Apart from en-

Auditing the Auditors

gaging in-house reviewers, the Institute
will appoint suitably qualified practitioners
to a Panel of Reviewers who will act as the
Institute’s sub-contracted reviewers. A fee
for the Practice Review will be imposed on
the audit firms.

A Practice Review Committee (PRC) com-
prising experienced practitioners has been

Briefing the media (l-r) … Datuk Nur Jazlan, Nik Hasyudeen, Albert Wong, Abdul Samad,
Lam Kee Soon, Dato’ Nordin and Abdul Rahim.

established to oversee the implementation
process of the Practice Review Programme.

Also present during the press conference
to brief the media on the programme were
Datuk Nur Jazlan Tan Sri Mohamed, Nik
Mohd Hasyudeen Yusoff, MIA Vice-Presi-
dent, Albert Wong; Dato’ Nordin Baharuddin
and Abdul Rahim Abdul Hamid.

MIA President, Abdul Samad Haji Alias …
“the integrity of the profession is vital”

Practice Review Committee Chairman, Lam
Kee Soon … “the review is expected to help
instil investor confidence in the profession”

AN

C O R P O R AT E

I N S T I T U T E  N E W S
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The implementation of the Practice
Review Programme has been a talk-
ing point with the practising mem-

bers of the Institute. Even before the in-
troduction of the programme on 1 January
2003, the Institute under the Practice Re-
view Committee received a lot of queries
from this concerned group of individuals.

In an effort to further address and clarify
matters and issues relating to the
programme before its launching date, the
Institute in collaboration with the Malay-
sian Institute of Certified Public Accoun-
tants (MICPA) conducted an
evening talk on the Practice Re-
view Programme on 18 Decem-
ber 2002. The programme en-
titled ‘Practice Review — Over-
seas Experience’ attracted
more than 150 participants.

The evening talk which was
chaired by the MIA Johor
Branch Chairman, Sam Soh
Siong Hoon had two key speak-
ers who shared extensively their
knowledge and experience on
the aspects of implementation
and some of the challenges
faced by some countries while
conducting the programme.

The Director of the Practice
Monitoring Division of the Insti-
tute of Certified Public Accoun-
tants of Singapore (ICPAS), Kuldip
Kaur Gill, was invited to give her
over view on the programme
based on Singapore’s experience.
In her presentation she high-
lighted to MIA members that the
practice review programme in
Singapore was started in 1994 and
has since been revamped to the
present system known as practice
monitoring programme.

Among other things, Kuldip
also shared her experience and
findings during her tenure as a
reviewer, and how she deals
with proprietors and partners of
firms and how firms of different
sizes can design their control
mechanisms to fit into their re-

The Road Towards Quality

spective organisational structure.
According to her, although at the begin-

ning, firms were very sceptical of the ap-
proach introduced by ICPAS, over the years,
the practising members in Singapore have
grown to accept this programme as some-
thing necessary to ensure that the services
provided by them always measure up to the
expectations of ICPAS.

She also recounted an interesting story
on how a member who concealed a list of
500 clients was eventually detected through
various points of checking (this included a

search with the Registry of Companies in
Singapore to detect such concealment!).
She also indicated that from 2003 onwards,
this programme will be taken over by a di-
vision of the Singapore Ministry of Finance
and will no longer be conducted by ICPAS.

On the same note, the MIA Practice Mat-
ters Manager, Johnny Yong who was in
Hong Kong recently for an educational tour
was also invited to make his presentation
on the Hong Kong experience.

During his meeting with the Director of
Compliance (Practice) of the Hong Kong So-

ciety of Accountants (HKSA),
Collin Chao, he was informed
that the practice review pro-
gramme in Hong Kong started
in 1993.

In his presentation, Yong also
highlighted that the HKSA will
be shifting to a risk-based ap-
proach in view of the limited re-
sources that the Society faced
over the years.

Based on the information fur-
nished to him by HKSA, a long
cycle of revisit (over five years
in the case of Hong Kong) may
not adequately serve the public
interest since the quality of a
practice can easily slip over a
short period of time. A risk-based
approach, where a practice that
is considered serving a wide in-
terest of the public (for example,
those that are currently auditing
public-listed companies) should
be subjected to more frequent
visits, perhaps even on a yearly
basis and this will better use the
Society’s limited resources.

However, according to Yong,
the HKSA has been able to mus-
ter enough support from its
members to adopt such an ap-
proach in the near future. In his
concluding remarks he envis-
aged that the MIA will eventu-
ally adopt such a model after
the completion of the first cycle
of the MIA Practice Review
Programme in 2008. AN

Johor Branch Chairman, Sam Soh presenting a token of
appreciation to Kuldip Kaur Gill of ICPAS

Johnny Yong sharing his Hong Kong experience with members

Members at the evening talk
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As par t of a week-long
visit to Malaysia, 30
Masters students in Au-

diting and Business Administra-
tion from the Copenhagen Busi-
ness School in Denmark made a
study visit to the Malaysian In-
stitute of Accountants (MIA) on
15 October 2002 to find out more
about the accountancy profes-
sion in this country. In particu-
lar, the students were keen to
know about Malaysia’s account-
ing education, regulations and
standards. This trip was the lat-
est in a long series of annual trips
which started in 1983. Among
the places visited included Ox-
ford, London, New York and now
Kuala Lumpur. For many of the
students, this was their maiden
visit to Malaysia.

Apart from a general presentation on MIA
and its functions, the students were also
briefed on the country’s developments in the
accountancy profession including rules and
by-laws governing Members, the function of
the Malaysian Accounting Standards Board
(MASB) as well as updates on Malaysia’s ini-
tiatives in enhancing corporate governance in
both the public and private sectors. Also
present at the briefing was Associate Profes-
sor Dr. Mohamad Ali Abdul Hamid from the

Danes Come A-calling at MIA  Faculty of Economics and Manage-
ment at Universiti Putra Malaysia
(UPM). Dr. Mohamad, who is also
a Council Member of the Institute,
gave an overview of the account-
ing education syllabi in public uni-
versities in Malaysia, citing UPM’s
accounting syllabi as an example.

The students, upon their return
to Denmark, conveyed their expe-
rience in Malaysia through an e-
mail to the Institute sent by Kim
Melin, the revisor from the
Copenhagen Business School who
was also present during the visit.
Many of the students were appar-
ently unaware that Malaysia had
been subscribing to international
accounting and auditing standards
for a long time. Malaysia’s commit-
ment in enhancing corporate gov-
ernance in both the public and pri-
vate sectors, as well as its develop-
ments in this area also came as

quite a surprise to the students. Indeed, the
Danish students’ visit, to a certain extent, had
served as an opportunity for MIA to correct
foreign misperceptions on Malaysia’s develop-
ments in the accountancy profession.

Apart from visiting MIA, some of the stu-
dents managed to visit some interesting sights
in the Klang Valley such as the KL Tower, Batu
Caves and Sunway Lagoon, while others man-
aged to go up to Pangkor and yet another one
even managed to dash across to Singapore. AN

Johnny Yong from the Practice Matters Department, giving a brief
introduction of the Rules and By-Laws governing MIA members

The Danes listen attentively as Dr. Mohamad Ali explains the UPM
accounting syllabus

Thank you … Dr. Mohamad Ali receiving a
token of appreciation from Kim Melin, the
revisor from the Copenhagen Business School

MIA MELAKA BRANCHCourtesy Call on the Companies
Commission, Malaysia and the Pengarah Pendidikan Melaka

The Malaysian Institute of Accoun-
tants, Melaka Branch visited the
Companies Commission of Malay-

sia, Melaka Branch on 30 August 2002.
Among the issues discussed during the

courtesy call were the promotion of the
new functions of CCM laws on registra-
tion of business, as well as identifying
key elements that will further strengthen
the cooperation between CCM and MIA.
Both institutions also agreed that the role
and functions of the CCM should be pro-
moted especially to those who deal with
the Registrar of Business. This could be
done via seminars to be conducted for
MIA members together with the partici- AN

pation of the Malaysian Institute of Char-
tered Secretaries and Administrators
(MAICSA), the Malaysian Association of
Company Secretaries (MACS) and other
organisations including the Chambers of
Commerce.

The Melaka Branch also paid a courtesy
call on the Pengarah Pendidikan Negeri
Melaka on 26 August 2002.

Tuan Haji Baharom Kamari who has just
been appointed as the new Ketua Pengarah
Pendidikan Negeri Melaka was around to
welcome the MIA delegation and explained
his role and responsibilities in the depart-
ment.

Among the uphill tasks entrusted upon

them was to ensure that all children in
schools will be taught by graduate teach-
ers by 2010. The department is committed
to make Melaka as the number one state
in terms of academic excellence. The cour-
tesy call was timely as the MIA Melaka
Branch is in the process of organising ca-
reer talks for students in Melaka and to pro-
mote the accountancy profession among
them. The proposals were well accepted
by the department since the state would
like to see more professional bodies, like
MIA, provide better career guidance to stu-
dents through career talks and to promote
closer rapport between professional bod-
ies and the students.
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MIA SARAWAK BRANCH

I N S T I T U T E  N E W S
S A R AWA K  &  P E N A N G

MIA PENANG BRANCH

Sarawak Branch Chairman, David Tiang and his committee
paid a final visit to Tuan Hj Wan Adnan bin Wan Abas
(Pengarah LHDN Sarawak) at the IRB Kuching office in

Wisma Ting Pek Khiing. The IRB Director was being transferred
back to Peninsular Malaysia after serving several years in Sarawak.
Tiang thanked Tuan Hj Wan Adnan for his past contributions to-
wards the dialogues with the MIA Sarawak Branch on tax issues
and to helping solve administrative problems especially those rel-
evant to the state and the smaller towns. These annual dialogues
were co-organised by MIA and IRB for practising members, staff
of member firms and tax agents who are directly responsible for
the preparation of returns and submissions to IRB. A second visit
to Kuching IRB office was to say goodbye and thank you to
Josephine John (PPK Penaksiran) who was also transferred from
Kuching to head the IRB unit in Miri. Josephine had been the
main co-ordinator of the IRB-MIA annual dialogues with Sarawak
members even before the MIA branch office was set up in Kuching
in 1998.

Sarawak Branch Says
Farewell to IRB Kuching Staff

AN

Sarawak Branch Committee members saying a big thank you to
Josephine John at the IRB Kuching Office

David Tiang (MIA) presenting a souvenir to Tuan Hj Wan Adnan
in the presence of (L-R) Josephine John (IRB), Chin Chee Kong
(MIA), Wan Idris Wan Ibrahim (MIA), Teo Kin Mia (MIA) and Yeo
Ah Tee (MIA)

Some 230 members and guests gathered at the Penang
Branch Annual Dinner at the Northam All Suite Hotel on
19 October 2002. Despite not being an evening of grandeur,

the ambience was nevertheless, comfortable and conducive to fos-
ter fellowship and strengthen the spirit of comradeship. Branch Chair-
man, Steven Teh in his address urged members to let their hair down,
have fun and be different from the stereotype accountant. The MIA
President was represented by Council Member, Abdul Rahim Bin
Abdul Hamid who updated members on the recent developments in
the Institute. The programme included a talk on NLP (Neuro Lin-
guistic Programming) :  Your 21st Century Tool For Efficiency & Pro-
ductivity by Matthew T. Nekvapil, a Certified NLP Practitioner.

Organising Chairman, Albert Yeoh and committee members
contributed some prizes making a total of 24 items for the lucky
draws. Also present were Council Members; YBhg. Dato’ O K
Lee, President of CIMA Malaysia Division; YBhg. Dato’ Abdul
Halim Mohyiddin, Vice-President of MICPA; Prem Jitindarsingh
who represented CPA Australia and Prof. Dr. Daing Nasir Ibrahim,
the Dean of USM’s School of Management.

Fellowship Nite

VIP table (L-R) :  Prof. Daing, Dato’ Abdul Halim Mohyiddin, Abdul
Rahim and Steven Teh

Organising Chairman, Albert Yeoh (centre) with committee
members and guests

AN

Fostering and renewing friendships before dinner
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MIA SARAWAK BRANCHS A R AWA K

Oops!
Miri Did It Again

AN

Once again, the committee members
of MIA Sarawak Branch — Miri
Chapter raised a total of RM5,000

amongst the chapter committee towards
the continuing Accountants K2 project.
This year, 51 needy students of SRB Chung
Hua Lutong, Miri, benefited from their gen-
erous contributions, which was used to
purchase school uniforms, shoes, books
and stationery. The selection of those in
need was done by the school, of which
more than 50 per cent of the recipients
were bumiputeras. Although SRB Chung
Hua Lutong is a Chinese medium school,
less than half of the pupil population is of
Chinese origin.

Golfing Accountants

Golf has become a popular game for
accountants in Sarawak even
though there are limited number of

courses available. The recent golf tourna-
ment for accountants organised by
Sarawak Branch was held at the Sarawak
Golf Club in Petra Jaya and saw participa-
tion by members from Kuching, Miri and
Bintulu.

Bintulu Chapter sent a contingent of five
to compete against Kuching regulars,
namely, Peter Chin Mui Khiong, Vasco Sabat
Singkang, Wong Yii Chiong, Samson
Entebang, Mashan Ahmad Rais, Hj Sulaiman
Hj Abdul Hamis, James Sinjeng, Jack Karin,
Tay Chze Cheng, Dickson Saga, Richard
Kiew, Tan Hock Hin together with Branch
Chairman, David Tiang. The sole represen-
tative from Miri, Andy Chia (Miri Chapter
Chairman) walked away with a hole in one
jackpot. Congratulations to the winners of the
Gross Event — Daryl Sim (83), Kedong
Luhat (87), Yet Nai Sing (88), and winners
of the Nett Event — Victor Fong (65), Eric
Law (70-OCB), Kenny Chong (70) and the
only lady golfer, Livan Wan Laeng (72).

Group of selected pupils with their gift
packs with Committee Members of Miri

Chapter after the presentation

Miri Chapter
Chairman, Andy Chia

handing over a gift
pack to a pupil,

witnessed by (L-R)
Alex Wong (Miri

Committee), school
principal, Wong and

other chapter
committee members …
Christopher Sim, Yong

Nyet Yun,  Paul Bong
and Tan Siew Bee

The golfers posing before tee off

Bintulu Contingent
— (L-R) Voon Kwek
Yu, Lau Hin Siang,

Yek Nai Sing,
Chieng Eu Hea
and Peter Yong

AN

I N S T I T U T E  N E W S
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S A B A H

Sabah Sports Round-up

Sabah Branch ended 2002 with a host
of sports activities, fellowship and
trophy presentations at the closing

cer-emony of the Inter-Professional Games
2002 in December. The games which began
in June last year proved a wonderful break
for accountants to take time off from audit and
income tax filings, submissions, deadlines, ap-
peals and investigations to compete in sports
against lawyers, engineers, surveyors, archi-
tects and doctors, among others.

The various team captains were Ling Fui Ken

(basketball), Jason Hiew (badminton), Philip
Yong (bowling), Desmond Chu (football),
Faizal Maso’od (darts), Nolan Kou (volleyball),
Benjamin Lee (pool) and Poon Chiong Pui
(golf). The accountants took fourth placing in
the overall games, but performed well in bas-
ketball in which they came out second, and
badminton, football and bowling in which they
took third placing respectively.

Besides the games in the state capital
city, other chapters were also kept busy on
the sports front. Badminton captain Ho

Yun Tong and his team from the MIA
Labuan Chapter competed in the MIA-
LOFSA Badminton Tournament played at
the Foo Chow Associaton Hall. Despite the
team’s good effort, they were defeated.

In Tawau, the Chapter engaged in friendly
matches against the IRB in table tennis and
badminton. The MIA team captain, Chu Vun
Henn and his team fought bravely but lost
7-3 in table tennis. However, Chu and his
team made no mistakes in badminton and
beat the IRB 9-2. Good job, guys! AN

The MIA footballers in yellow and PAM footballers in black and whiteThe MIA bowling team (L-R): Osman Mohd Salleh, Poon Chiong Phui,
Raymond Liew, Aileen Yeap, Ben Su and Philip Yong (team captain)

Labuan Chapter Chairman, Chin Chee Kee (centre, white MIA T-Shirt) with badminton
players from MIA Labuan Chapter and LOFSA

Presentation of a memento by Tawau Chapter to Tawau IRB. Also
present were MIA members (in blue T-Shirts) and IRB representatives
and players

Tawau Chapter Chairman, Ho Yung Kong
(middle) presents the Table Tennis trophy to
Mohd Idris(right) of IRB for presentation to
team captain Chung Vui Ming of IRB

The MIA pool team (L-R): Dickson Chong, Henry Voo, Ellis Chong,
Freddy Siaw, Elaine Liew, Benjamin Lee (team captain) and
Desmond Chu
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Incorporation
and Aim

The Malaysian Assoc-
iation of Accounting
Administrators (MAAA)
was incorporated in 1990
with limited liability

under Section 16(4) of the Companies Act, 1965
in recognition of the two-tiered nature of the
accountancy profession. MAAA (previously
known as Malaysian Association of Accounting
Technicians) is a company sponsored by the
Malaysian Institute of Accountants (MIA).

Main Objectives
• To provide a qualification to be known as

Accounting Technicians/Administrators for
persons employed on duties customarily
undertaken by assistants to accountants
registered with the MIA.

• To provide an organisation and membership
for such persons who are desirous of
acquiring such qualification and persons who
are granted such qualification.

• To promote in the public interest the technical
competence of such persons engaged in
positions and performing the functions of
accounting technicians/administrators.

Council Members (2002 Term)
Elected Members
Izhar Abd Kahar (President)
Koo Yew Fook, Allan (Vice-President)
Cheah Foo Seong
Chin Wah Yin
Kasim Darus
Lim Ah Leck
Low Han Men, Aric
Mahadevan s/o Gengadaram
Mok Kam Seng
Panneer Selvam
YM Raja Noorhana bt Raja Harun
Wong Chee Kheong
Yong Yoon Kee

MIA Nominated Members
Manjeet Singh s/o Santokh Singh
Assoc. Prof. Dr. Nafsiah bt. Mohamed
Assoc. Prof Dr. S. Susela Devi

Secretariat Office
Malaysian Association of Accounting Administrators
Dewan Akauntan, 2 Jalan Tun Sambanthan 3,
Brickfields, 50470 Kuala Lumpur.
Tel : 03-2279 9200 or Fax : 03-2274 1783
e-mail : maaa@mia.org.my

MALAYSIAN ASSOCIATION
OF ACCOUNTING ADMINISTRATORS

Editor for MAAA News : G. Mahadevan

MAAA DIPLOMA IN ACCOUNTANCY PROGRAMME

AN

A group photo taken at the CPA Australia office

One for the album … (L-R), Lee Tiong Kheng, NIA Representative; Mok Kam Seng, Council
Member; Dennis Adams, Deputy CEO of NIA; Izhar Abd Kahar, President; Gavan Ord, Technical
Policy Manager of NIA; Koo Yew Fook, Vice-President and Kasim Darus, Council Member

MAAA is currently putting the final touches to its very own examination
programme to be called Diploma in Accountancy (DIA). The Education and

Examination Committee, which also includes representatives from Universiti Malaya,
MIA and MICPA have already established the syllabus and the course framework.

As a accountancy body sponsored by MIA, graduates of MAAA will be prepared
to serve as para-professionals in the accounting field. As such, MAAA Council Mem-
bers designed the course contents to provide graduates with the necessary qualifi-
cations to pursue any professional examination or accounting degrees. MAAA is
confident that once the National Accreditation Board (LAN) assesses and endorses
the DIA programme, it will also be recognised by local universities, professional
bodies and the banking and financial sectors.

Besides support and recognition of the DIA programme from MIA and MICPA,
the council is also holding talks with professional bodies from overseas regarding
exemptions and mutual or reciprocal recognition of the DIA programme.

One such country is Australia. In December last year, members of MAAA made
a study visit there to gain an insight to the country’s examinations’ systems and
recognition policies. Australia was chosen as it is a popular education provider
among Malaysians judging by the number of accounting twinning programmes
offered by Australian institutions of higher learning.

The professional bodies visited were, the National Institute of Accountants (also serv-
ing as the Secretariat for the Association of Accounting Technicians in Australia), CPA
Australia in Melbourne and the Institute of Chartered Accountants (Australia) in Sydney.
The MAAA delegation comprised of senior Council Members: Izhar Abd Kahar, Presi-
dent & Chairman of Professional Education; Koo Yew Fook, Vice- President & Chairman
of Education & Examination Committee; Mok Kam Seng, Chairman of International
Relations and GPFC; and Kasim Darus, Chairman of the Membership Committee.

Among other issues discussed was the possibility of recognising the DIA programme
as an entry-level qualification for other professional examinations, familiarisation of pro-
fessional examination structures, marking and grading mechanisms, advanced web-based
examination reference materials and the establishment of a student support system.
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M A A A  N E W S

Incorporation
and Aim

The Malaysian Assoc-
iation of Accounting
Administrators (MAAA)
was incorporated in 1990
with limited liability

under Section 16(4) of the Companies Act, 1965
in recognition of the two-tiered nature of the
accountancy profession. MAAA (previously
known as Malaysian Association of Accounting
Technicians) is a company sponsored by the
Malaysian Institute of Accountants (MIA).

Main Objectives
• To provide a qualification to be known as

Accounting Technicians/Administrators for
persons employed on duties customarily
undertaken by assistants to accountants
registered with the MIA.

• To provide an organisation and membership
for such persons who are desirous of
acquiring such qualification and persons who
are granted such qualification.

• To promote in the public interest the technical
competence of such persons engaged in
positions and performing the functions of
accounting technicians/administrators.

Council Members (2002 Term)
Elected Members
Izhar Abd Kahar (President)
Koo Yew Fook, Allan (Vice-President)
Cheah Foo Seong
Chin Wah Yin
Kasim Darus
Lim Ah Leck
Low Han Men, Aric
Mahadevan s/o Gengadaram
Mok Kam Seng
Panneer Selvam
YM Raja Noorhana bt Raja Harun
Wong Chee Kheong
Yong Yoon Kee

MIA Nominated Members
Manjeet Singh s/o Santokh Singh
Assoc. Prof. Dr. Nafsiah bt. Mohamed
Assoc. Prof Dr. S. Susela Devi

Secretariat Office
Malaysian Association of Accounting Administrators
Dewan Akauntan, 2 Jalan Tun Sambanthan 3,
Brickfields, 50470 Kuala Lumpur.
Tel : 03-2279 9200 or Fax : 03-2274 1783
e-mail : maaa@mia.org.my

MALAYSIAN ASSOCIATION
OF ACCOUNTING ADMINISTRATORS

Editor for MAAA News : G. Mahadevan

MAAA DIPLOMA IN ACCOUNTANCY PROGRAMME

AN

A group photo taken at the CPA Australia office

One for the album … (L-R), Lee Tiong Kheng, NIA Representative; Mok Kam Seng, Council
Member; Dennis Adams, Deputy CEO of NIA; Izhar Abd Kahar, President; Gavan Ord, Technical
Policy Manager of NIA; Koo Yew Fook, Vice-President and Kasim Darus, Council Member

MAAA is currently putting the final touches to its very own examination
programme to be called Diploma in Accountancy (DIA). The Education and

Examination Committee, which also includes representatives from Universiti Malaya,
MIA and MICPA have already established the syllabus and the course framework.

As a accountancy body sponsored by MIA, graduates of MAAA will be prepared
to serve as para-professionals in the accounting field. As such, MAAA Council Mem-
bers designed the course contents to provide graduates with the necessary qualifi-
cations to pursue any professional examination or accounting degrees. MAAA is
confident that once the National Accreditation Board (LAN) assesses and endorses
the DIA programme, it will also be recognised by local universities, professional
bodies and the banking and financial sectors.

Besides support and recognition of the DIA programme from MIA and MICPA,
the council is also holding talks with professional bodies from overseas regarding
exemptions and mutual or reciprocal recognition of the DIA programme.

One such country is Australia. In December last year, members of MAAA made
a study visit there to gain an insight to the country’s examinations’ systems and
recognition policies. Australia was chosen as it is a popular education provider
among Malaysians judging by the number of accounting twinning programmes
offered by Australian institutions of higher learning.

The professional bodies visited were, the National Institute of Accountants (also serv-
ing as the Secretariat for the Association of Accounting Technicians in Australia), CPA
Australia in Melbourne and the Institute of Chartered Accountants (Australia) in Sydney.
The MAAA delegation comprised of senior Council Members: Izhar Abd Kahar, Presi-
dent & Chairman of Professional Education; Koo Yew Fook, Vice- President & Chairman
of Education & Examination Committee; Mok Kam Seng, Chairman of International
Relations and GPFC; and Kasim Darus, Chairman of the Membership Committee.

Among other issues discussed was the possibility of recognising the DIA programme
as an entry-level qualification for other professional examinations, familiarisation of pro-
fessional examination structures, marking and grading mechanisms, advanced web-based
examination reference materials and the establishment of a student support system.
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Aglittering ceremony was organ-
ised on 17 December 2002 at the
Renaissance Hotel in Kuala

Lumpur to launch the ‘Model Annual Re-
port’. Guest of honour, Dr. Abdul Samad
Hj. Alias, President of the Malaysian Insti-
tute of Accountants, officiated the launch.
More than 70 leaders of the profession,
representatives of regulators and members
attended the event.

This landmark project was a joint effort
between CPA Australia and BDO Binder. It
is a first in terms of an accounting body, pro-

COMPREHENSIVE

MODEL ANNUAL REPORT
A Boon to Preparers and Auditors of Accounts

Mark Protherough during the opening ceremony

The participants listening attentively to the speaker’s presentation

ACCA TEACHERS’ CONFERENCE 2002

T he ACCA strives towards maintain-
ing quality standards of education
for all ACCA students worldwide.

ACCA acknowledge the importance of
teachers as the link to achieve this objec-
tive. Following that, ACCA recently
organised a series of teacher conferences
at various international venues including
Malaysia.

The Teachers’ Conference in Malaysia
was held at the Sheraton Hotel for two-
days. The team from the UK included Mark
Protherough, ACCA Executive Director for
Education and Training, Leslie Buick,
ACCA’s Senior Adviser for Education and
a team of examiners; Anthony Head, Steve
Scott , Katherine Bagshaw and George
Bakehouse.

The conference provided the opportu-
nity for lecturers of various tuition provid-
ers to meet personally with the examin-
ers. Through the presentations of the ex-
aminers, the lecturers had the opportu-
nity to hear the examiners’ impressions
of how candidates performed in the vari-
ous examinations and were updated on
various developments relating to educa-
tion in ACCA.

“The conference is a perfect opportunity
for the teachers to increase their under-
standing of the syllabus requirements and
examiners’ expectations. Following that
the teachers would be able to devise ways
and new teaching strategies for the success
of their students,” said Benedict Morais,
ACCA’s Special Adviser during his Open-
ing Address at the conference.

He further added, “ACCA acknowledges
and appreciates the partnership role with
our teachers all over the world and always
welcomes feedback. ACCA believe we are
not only preparing students to pass the ex-
aminations but grooming future accoun-
tants of great values.”

One of the examiners, Katherine
Bagshaw said that the conference allowed
her to understand the various and differ-
ent issues faced by examiners and wel-
comes feedback from teachers and stu-
dents from various regions.

According to Ian Lim, one of the partici-
pants of the conference, “Teachers were

AN

further enlightened on various issues espe-
cially in preparing the students for various
examinations. Getting examiners from the

UK to meet local lecturers really shows that
ACCA is committed towards the education
of the students all over the world.”

C O L U M N S

fessional firm collaboration, and promises to
pave the way for other such joint efforts.

The ‘Model Annual Report’ presents a
comprehensive guide for the preparation
of an annual report by a Malaysian public-
listed enterprise. The coverage of the
Model Annual Report has been widened
to include the reporting requirements of
all MASB Standards to-date and the List-
ing Requirements of KLSE (and of course
all other laws and standards that have an
impact on published financial statements).
This is a continuation of what had started
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CIMA GOLFERS HAVE FUN

CIMA members and guests from other professional
accounting bodies took part in the 3rd CIMA Presi-
dent’s Challenge Trophy Golf Tournament held

recently at the Palm Resort Golf Club in Putrajaya. This is
a yearly event organised by CIMA, with the aim of foster-
ing closer ties among its members and better relationships
with fellow accounting bodies.

At the crack of dawn, 50 ardent golfers gathered at
the club to register for the much-awaited tournament.
Well, it’s time those so called ‘boring’ accountants show
off their golfing skills. Emerging as champion was Lee
Yee Chong, 1st Vice-President of the CIMA Malaysia Di-
vision and Managing Director of the Upha Group of Com-
panies. He defeated the current champion, YBhg Dato’
Haji Mohd Ali Haji Yasin, Managing Director/CEO of
Malaysian International Shipping Corpo-
ration.

Mohd Akbal bin Charadin won the
prize for driving the ball nearest to the
pin and Rotsiyah Bte Mohd Noor won for
driving the ball nearest to the line. Both
golfers were from United Soil Engineer-
ing. The prize for Longest Drive was won
by Tuan Haji Mohd Razali bin Mohd
Amin FCMA who is the Honorary Secre-
tary of CIMA Malaysia Division and the
Managing Director of Behn Meyer & Co
(M) Sdn Bhd.

There were prizes galore, from electri-
cal items to food hampers, air tickets and
colour TVs. These were donated by vari-
ous organisations and individuals.

Taking a breather … (from left) Dato’ Haji Mohd Ali Haji Yasin, Abdul Samad Hj Alias, Tuan
Hj Muztaza Mohamad and Lee Yee Chong

Champion, Lee Yee Chong (right) receiving the CIMA President’s Challenge
Trophy from Lim Eng Seng, CIMA Council Member for South East Asia

AN

N E W S  F R O M  P R O F E S S I O N A L  B O D I E S

C O L U M N S

as a member service that resulted in a
launch in 2001 of the ‘Model Reports and
Financial Statements’.

An initiative of Albert Wong, President of
CPA Australia Malaysia Division, working
with David Siew, Managing Partner of BDO
Binder, this collaboration is itself a model of
how the profession as a whole can benefit
from the synergies of accounting bodies and
public practitioners working together.

This ‘Model Annual Report’ is an out-
standing service to members and will also
be available to the profession at large, and
will therefore be a valuable contribution to
the intellectual resources of the profession
in Malaysia.

AN

Dr. Abdul Samad (centre) together with Albert Wong (left) and David Siew officiating the launchAN
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REGISTRATION OF ACCOUNTANTS
The following persons are now entitled to use
the word ‘Accountant’ upon their admission to
the Malaysian Institute of Accountants, in ac-
cordance with Sections 22 & 23 of The
Accountants Act 1967.

 AS AT 15 NOVEMBER 2002

Tarmizi Bin Tamby Chik 20440/CA
PAHANG DARUL MAKMUR

Bandar Jengka

Zuhariah Binti Husin 20443/CA
Kuantan

Adzman Bin Ahmad 20460/CA
Harmizan Binti Mansor 20422/CA
Mohammad Rosli Bin Ahmad 20437/CA
Sabariah Binti Yusof @ Mohd Eusope 20554/CA

Tan Sze Yee 20552/CA
PERAK DARUL RIDZUAN

Ipoh

Chok Lian Mun 20441/CA
Gerard Chai Su-Jean 20490/CA
Lew See See 20630/CA

Michele Cheam Yoke Kiew 20445/CA
Ngeow Mei Kheng 20573/CA
Taiping

Saadiah Binti Yaacob 20547/CA
Tanjong Malim

Normadkhah Binti Ardani 20451/CA

PULAU PINANG

Ayer Itam

N. Ramanathan A/L C.T Nachiappan 20648/CA
Bukit Mertajam

Ahmad Izral Bin Abdul Karim 20463/CA
Tan Peng Khim 20639/CA

Butterworth

Loo Chai Heng 20538/CA
Ng Wai Yin 20542/CA
Georgetown

Loo Ling Ling 20640/CA
Toh Kian Beng 20497/CA

Penang

Gan Pei Joo 20546/CA
Heng Soo Kian 20426/CA
Koay Joo Li 20503/CA
Neoh Boon Toe 20543/CA
Ong Hooi Heong 20631/CA

Ong Pei Sze 20495/CA
Oon Lee Lein 20568/CA
Santhiran Segaran A/L Raman 20528/CA
Tan Bee Leng 20649/CA
Wendy Lam Mae Yoong 20592/CA
Wong May Yen 20614/CA

Perai

Tan Yen Wooi 20560/CA
Seberang Prai Selatan

Teoh Hee Hua 20545/CA

CA — Chartered Accountant
AM — Associate Member
LA — Licensed Accountant

JOHOR DARUL TAKZIM

Batu Pahat

Loh Teck Lian 20436/CA

Johor Bahru

Abdul Hamid Bin Abd Rahman 20459/CA
Devadason A/L Arulsamy 20617/CA
Haida Binti Hussin 20550/CA
Ramizan Binti Othman 20587/CA
Shafe’i Bin Sulaiman 20551/CA

Shyamala Jearajasingam 20537/CA
Tan Kian Peng 20613/CA
Toh Su Yen 20502/CA
Yeo Lai Tee 20553/CA
Zahran Bin Tasliman 20549/CA
Kulai

Liew Chek Leong 20646/CA
Senai

Chu Bee Lan 20570/CA
Skudai

Nor Maihamee Binti Abd Gaffar 20498/CA
Othamannor Bin Muhamad

   @ Wahab 20434/CA
Tai Lih Cherng 20562/CA
Tangkak

Tee Kim Guan 20472/CA
KEDAH DARUL AMAN

Kulim

Eng Hong Ai 20529/CA
Ooi Gaik Cheng 20530/CA
Sungai Petani

Issham Bin Ismail 20642/CA
MELAKA

Batu Berendam

Kuah Chin Yong 20516/CA
Klebang Kecil

Chiew Woon Wui 20586/CA
Melaka

Koh Kheng Hwa 20499/CA
On Li Li 20633/CA

Ramaiyer Subramaniam 20420/CA
Suah Jin Fook 20619/CA
NEGERI SEMBILAN DARUL KHUSUS

Bahau

Quek Chiang Chiang 20621/CA
Seremban

Amir Bin Rosman 20609/CA
Kuan Fei Yin 20635/CA
Siow Chiat Seng 20610/CA
Siow Chiat Wei 20457/CA

SABAH

Kota Kinabalu

Azlina Binti Abd Rashid 20632/CA
Modesta Siambun 20448/CA

Sandakan

Chong Wai Heng 20662/CA
Lee Li Kun 20651/CA
Tawau

Chin Chan Yee 20536/CA
SARAWAK

Kuching

Bong Chui Phin 20589/CA
Emily Wong Ching Fung 20607/CA
Hamdan Bin Said 20439/CA
Jeffrey Kong Peng Hang 20567/CA
Kubu Anak Jenggi 20450/CA

Liew Chia Siew 20449/CA
Nording Bin Mat 20438/CA
Winnie Wong Sie Gee 20636/CA
Limbang

Lim Soh Gim 20477/CA
SELANGOR DARUL EHSAN

Ampang

Fauzi Najib Bin Shahabudin 20474/CA
Jaafar @ Abdul Aziz Bin Mohd 20505/CA
Wajib
Norhayati Binti Abu Bakar 20465/CA
Wan Mohd Zahari Bin
Wan Embong 20473/CA

Batu Caves

Mohamad Zamzuri Bin Ismail 20523/CA
Ng Ooi Lin 20602/CA
Poh Phoy Hoon 20659/CA
Raja Yahya Effendi Bin Raja Yacob 20486/CA
Shanti A/P Krishnan 20606/CA

Siti Alawiyah Binti
Abdullah Shukor 20541/CA
Zarina Binti Yusuf 20555/CA
Zuridah Binti Mamat 20464/CA
Cheras

Haslina Binti Hassan 20559/CA

Soong Chan Cheong 20624/CA
Kajang

Kamarudin Bin Abdollah 20654/CA
Mohd Azemi Bin Ali 20605/CA
Mohd Kamsatul-Aidi Bin
Mohd Noor 20655/CA

Nik Sahazeman Bin
Nik Abdul Majid 20638/CA
Rosleem Bin Nordin @ Bohari 20525/CA
Suzaitee Binti Yusoff 20476/CA
Kepong

Cheah Siew Hwa 20540/CA

Sooi Lim Wang 20424/CA
Klang

Andrew Chew Soon Lim 20626/CA
Lee Boon Yeng 20548/CA

M E M B E R S ’  U P D AT E
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Lim Gek Siew 20512/CA
Lim Teck Lee 20611/CA
Ling Eu Meng 20569/CA
Maryati @ Maryati Legori
Binti Ibrahim 20500/CA

Ng Yem Wei 20618/CA
Ong Bee Peng 20596/CA
Meru

Rizaini Bin Jasman 20501/CA
Petaling Jaya

Aileen Har Mei-Li 20612/CA

Angeline Chee Li Phing 20615/CA
Audrey Low Cheng Choo 20480/CA
Balachandran A/L Permal 20656/CA
Chee Cheng Han 20455/CA
Cheong Sum Wei 20515/CA
Chong Kuan Lee 20483/CA

Chong Siau Wei 20580/CA
Goh Yoke Chee 20583/CA
Kam Sin Lin 20504/CA
Khor Chin Joo 20598/CA
Kim Hong Wai 20467/CA
Lo See Yee 20625/CA

Mohd Zaimi Bin Mohd Tamin 20428/CA
Ng Swee Aik 20492/CA
Ong Ean Ean 20466/CA
Ong Guan Lin 20597/CA
Phyllis Leow Shu-Yueh 20485/CA
Poh Ngan Sze @ Foo Yin See 20429/CA

Soo Jin Hui 20458/CA
Sum Yoke Yee 20475/CA
Tan Choo Yong 20433/CA
Tan Kee Woon 20601/CA
Teh Thian Chai 20494/CA
Wan Shahrul Sany Bin Wan Mat 20577/CA

Wong Wee Mong 20585/CA
Yeong Loo Yin 20478/CA
Port Klang

Wong Kok Meng 20603/CA
Puchong

Abdul Rahman Bin Omar 20514/CA

Lee Soo Kheng 20506/CA
Maizatul Madehah Binti 20509/CA
Muhammad Radzi 20509/CA
Mohd Faidzal Bin Abu 20521/CA
Teng Mun Ee @
Sharon Tang Mun Ee 20590/CA

Yang Shamudin Bin Hashim 20628/CA
Yep Fee Jiun 20510/CA
Rawang

Wong Sook Ping 20526/CA
Zalfizah Binti Zakaria 20566/CA
Seri Kembangan

Chin Kim Fa 20588/CA
Zulkifli Bin Musnman 20423/CA
Shah Alam

Adi Nawar Binti Abdullah 20469/CA

Kamisah Binti Ismail 20488/CA
Lim Ah Ket 20496/CA
Mohd Tahsis Bin
Mohammed Yussak 20647/CA
Pamela Tan Hui Min 20454/CA

Subang Jaya

Azizi Bin Mohamed Shariff 20513/CA
Chia Khong Hon 20493/CA
Lam May Yoong 20608/CA
Lee Cheah Din 20446/CA
Mohd Norhanizam Bin Hamzah 20456/CA

Ng Huey Peng 20491/CA
Ng Shan Shan 20627/CA
Sungai Buloh

Nuralize Binti Alias 20430/CA
Wong Chau Yin 20442/CA
UEP Subang Jaya

Tan Siew Geok 20582/CA
WILAYAH PERSEKUTUAN

Kuala Lumpur

Abdul Ghani Bin Ibrahim 20544/CA
Anzari Bin Mohamed Ameen 20518/CA
Asri Bin Abdul Rasid 20634/CA

Assriza Binti Abd Samad 20645/CA
Audrey Ong Sher Ling 20571/CA
Azwati Hanim Yafee Binti Amar 20511/CA
Bin Lay Thiam 20452/CA
Chan Leng Wai 20593/CA
Chang Hung Chun 20425/CA

Chea Chan Keong 20576/CA
Cheah Seng Seng 20487/CA
Chen See Soon 20578/CA
Cheng Pit Yee 20532/CA
Cheong Tong Fatt 20591/CA
Chew Chin Cheong 20595/CA

Chew Kae Jong 20517/CA
Chong Aik Fun 20470/CA
Chong Foong Tow 20574/CA
Chooi Su May 20527/CA
Deslina Bt Muchlis Sutan Permata 20444/CA
Foo Siew Mooi 20661/CA

Gan Pik Mui 20447/CA
Gan Teck Hooi 20468/CA
Goh Swee Pheng 20616/CA
Hamim Syahrum Bin Ahmad Mokhtar20600/CA
Hezan Shah Bin Zainuddin 20653/CA
Junaiza Binti Hamzah 20584/CA

Kam Kai Keong 20581/CA
Khor Chin Fei 20622/CA
Koh Wai Theng 20557/CA
Kwan Chiew Yan 20484/CA
Lee Kheng Yam 20558/CA
Lee Kon Woh 20599/CA

Lee Toh Chong 20629/CA
Lim Meng Siang 20561/CA
Lim Sin Yuen 20482/CA
Lim Siow Loong 20644/CA

Liong Chai Pheng 20421/CA
Loh Wen Yin 20431/CA
Low Mae Leng 20650/CA
Low Wei Ngee 20481/CA
Lui Keing Tin 20641/CA

Manivannan A/L Solai @ Sole 20657/CA
Megat Mahadir Bin
Megat Abd. Hamid 20435/CA
Melwin Ernest Ho Pooi Yan 20489/CA
Mohamad Ibrahim Bin Ghazali 20637/CA
Mohd Azkamal Bin Muhaini 20519/CA

Mohd Hisyam Afandi Bin
Abdul Halim 20479/CA
Mohd Yusof Bin Bajuri 20652/CA
Narendran A/L Yahambaram 20575/CA
Natasha H. Isaacs 20658/CA
Ng Chai Hoon 20660/CA

Ng Chee Keong 20563/CA
Noriza Binti Muhibat 20539/CA
Nursazalina Binti Md. Zain 20604/CA
Nurul Ain Binti Abdul Aziz 20572/CA
Ong Wan Kien 20432/CA
Ong Yoke Yin 20534/CA

Ooi Giap Hwa 20533/CA
Phan Woon Som 20531/CA
Rozita Binti Bakar 20520/CA
Sam Lai Jean 20556/CA
See Swee Bee 20564/CA
Sulaiman Bin Sadrudin 20579/CA

Tai Choy Yoon 20594/CA
Tan Chee Kin 20620/CA
Tan Say Ling 20427/CA
Tan Seong Ling 20508/CA
Tan Seow Hoe 20471/CA
Wan Arman Bin Wan Omar 20524/CA

Wang Kok Liang 20453/CA
Wong Kok Loon 20535/CA
Wong Yee Hon 20623/CA
Yee Chun Siong 20565/CA
Yong Choong Sheen 20507/CA
Putrajaya

Azura Roshazalina Binti
Abdul Rahman 20522/CA
SINGAPORE

Foo Ai Mei 20643/CA
Go Kian Lee 20461/CA
Pee Lee Ping 20462/CA

(Registration of Accountants
as at 27 September 2002)

The following members name, Noor
Hisham Bin Kamarodzaman @ Ghani
(20051/CA) was wrongly spelt in the
December 2002 issue of Akauntan Nasional.
The error is regretted.

M E M B E R S ’  U P D AT E

ERRATA
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AUDIT FIRMS
REGISTERED
WITH MIA
FROM 16 OCTOBER 2002
UNTIL 15 JANUARY 2003

NON-AUDIT FIRMS
REGISTERED
WITH MIA
FROM 16 OCTOBER 2002
UNTIL 15 JANUARY 2003

NON-AUDIT FIRM NAME NF NO

PERAK DARUL RIDZUAN

Loo Thin Tuck & Co 0330
98, Persiaran Sungai Pari 5
Buntong 2, 30100 Ipoh
Tel :  05-528 5288   Fax :  05-528 5288

Y. M. Tham & Company 0321
30B, Jalan Seenivasagam
30450 Ipoh
Tel :  05-254 6437   Fax :  05-254 6437

SELANGOR DARUL EHSAN

K K Tan & Co 0320
No. 25-2A, Jalan TKS 4
Taman Kajang Sentral, 43000 Kajang
Tel :  012-6901021

Ken Consulting 0318
No. 20, Jalan SS 22/7
Damansara Utama, 47400 Petaling Jaya
Tel :  03-7725 9107   Fax :  03-7725 9107

Param & Co 0324
84 Jalan Sepat Satu
Jalan Teluk Pulai
41100 Klang
Tel :  03-3372 0657

TR Management Services 0323
42, Jalan SS2/88
47300 Petaling Jaya
Tel :  03- 7726 3916

AUDIT FIRM NAME AF NO

JOHOR DARUL TAKZIM

S C Tang & Associates 1463
Suite A, 25A, Jalan Meranti Merah
Melodies Garden
80250 Johor Bahru
Tel :  07-333 6799   Fax :  07-335 6799
e-mail :  tang138@pd.jaring.my

PULAU PINANG

Mc F’ng & Associates 1467
Suite B, 19 1st Floor
Tingkat Ciku 5, Taman Ciku
14000 Bukit Mertajam
Tel :  04-537 8337   Fax :  04-537 8336
e-mail :  mcfng@tm.net.my

SARAWAK

HII & Partners 1474
No. 58, 2nd Floor, Medan Sepadu
Jalan Abang Galau
97000 Bintulu
Tel :  086-332830   Fax :  086-332652

SELANGOR DARUL EHSAN

K. Y. Pun & Co. 1475
31B Jalan Satu Kaw. 16
Berkeley Town Centre
41300 Klang
Tel :  03-3342 8603   Fax :  03-3341 9162
e-mail :  punky_my@yahoo.com

KS Loke 1479
124-1B Jalan SBC 3
Taman Sri Batu Caves
68100 Batu Caves
Tel :  016-3823381
e-mail :  ace_sf@hotmail.com

Michael Teng & Associates 1468
16-1A, Jalan Bandar Dua
Pusat Bandar Puchong
47100 Puchong
Tel :  03-5882 6821   Fax :  03-5882 7130
e-mail :  michtengassoc@yahoo.com

Veeloo Sinnasamy & Co. 1472
No. 34A Jalan Bunga Pekan
42700 Banting
Tel :  03-3181 6866   Fax :  03-3187 8433
e-mail :  vstax@tm.net.my

YT Lim & Co 1476
3A 25, 30th Floor, Block A
Damansara Intan
No. 1 Jalan SS20/27
47400 Petaling Jaya

Y. W. Woon & Co 1462
15, Jalan Rengas,
Kawasan 5
Taman Selatan
41200 Klang
Tel :  03-3374 8812  Fax :  03-3374 8812

WILAYAH PERSEKUTUAN

A. F. Lim & Co. 0328
11M, Jalan 5/116B
Kuchai Entrepreneurs Park
58200 Kuala Lumpur
Tel :  03-7980 0546   Fax :  03-7984 4113

KHL & Partners 0327
A-3-6, Level 3, Block A,
Plaza Dwitasik, Jalan 5/106
Bandar Sri Permaisuri
56000 Kuala Lumpur
Tel :  03-9173 7268   Fax :  03-9172 5877

KJL Associates 0322
A-3-6 Block A, Level 3
Plaza Dwitasik, Jalan 5/106
Bandar Sri Permaisuri
56000 Kuala Lumpur
Tel :  03-9173 5617   Fax :  03-9173 5617

Raja & Associates 0329
1.3, 7th Floor, Wisma Pernas Sogo
190, Jln Tuanku Abdul Rahman
50100 Kuala Lumpur
Tel :  03-2694 9699   Fax :  03-2693 9625

SC Kong & Co. 0326
2A Jalan Pasar
Pudu
55100 Kuala Lumpur
Tel :  03-9223 4673

Selva & Associates 0325
5th Floor, Wisma Maba
50150 Kuala Lumpur
Tel :  03-2072 5084   Fax :  03-2072 0499

KK Lye Management Services 0317
G14-1-1 Metro Prima
Jalan Prima 7, Batu 7, Kepong
52100 Kuala Lumpur
Tel :  03-62574478   Fax :  03-62574478

YY & Associates 0319
A-3-18 Block A Jalan 2/142A
Megan Phoenix, Jalan Cheras
56000, Kuala Lumpur
Tel :  03-9101 7918

T. C. Chin & Co 0332
84-1, Jalan 11/34B
Sri Edaran Industrial Park
Kepong
52100 Kuala Lumpur
Tel :  03-6272 3992   Fax :  03-6252 8534

S V Chong & Partners 0334
No. 9A Jalan 4/21D
Medan Idaman
Business Centre, Gombak
53100 Kuala Lumpur
Tel :  012-327 0733

Aishah & Associates 0331
233-A, Jalan Bandar 13
Taman Melawati
53100 Kuala Lumpur
Tel :  03-4105 1436   Fax :  03-4105 1107

S.H. Chia & Associates 0333
33-1B, Jalan 4/93,
Off Jln Lombong
Tmn Miharja
Jln Cheras, 2 1/2 Miles
55200 Kuala Lumpur
Tel :  03-9282 2523   Fax :  03-9282 2523

WILAYAH PERSEKUTUAN

LT Lim & Associates 1466
22-3-2, Suite 3.01, Jalan 2/101C
Cheras Business Centre
56100 Kuala Lumpur
Tel :  03-9132 6036   Fax :  03-9131 6036

M H Yong & Co. 1473
17-2, 1st Floor, Jln 1/116B
Kuchai Entrepreneurs’ Park
Off Jln Kuchai Lama
58200 Kuala Lumpur
Tel :  012-6715876
e-mail :  mhyongco@yahoo.com

Steven Lim & Associates 1470
33-2A, Jln 4/93
Off Jln Lombong
Tmn Miharja
2 1/2 Mile Jln Cheras
55200 Kuala Lumpur
Tel :  03-9282 8688   Fax :  03-9282 6118
e-mail :  steven@pw.com.my

WSY & Associates 1469
Blok 31A 2-6-8, Jalan Palong
Taman Miharja, Batu 2 1/2, Cheras
55200 Kuala Lumpur
Tel :  03-9281 1912   Fax :  03-92811912




